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1° KegpaAaio Eicaywyn

Edw kai Oekaetieg, o1 €Utropol KATABAAOUV UTTEPUETPN TTPOCTIABEIN VA
KATOVONOOUV TNV avlpwTrivn CUUTTEPIPOPA HE TTapadooIakd epyaleia
METPNONG. OPAdEG €0TIOONG KAI CUVEVTEUEEIG €ival HEPIKA aTTO TA EpYAAEia TTOU
XPNOIMOTTOIOUVTAI VIO VA YivEl CAQES TI TTpAyUATIKA BEAEI 0 TTEAATNG. AUCTUXWG,
ol KatavaoAwTég Oev gival TTavia O¢ Béon va ek@pdoouv Ta aAnBiva
ouvaloBnuaTa, Yyeyovog TIou TTePIOPICEl auTOPaTa T XPNOTIKOTNTA TWV
TTapadooiakwy epyaAciwv Marketing.

H eicaywyn TNG VEUPOETTIOTAUNG €XEI ATTOKAAUWEI AUTO TTOU ATAV AOPATO YIA
TNV TTApadOOoIaKn €peuva  ayopdg HEXPI OAMUEPA-TN  duvatoTNTA OTOUG
marketeers va €CeTdoouv TNV KATAVOAWTIKA CUPTTEPIPOPA, TIC OKEWEIG KOl TA
ouvaiobniuara.

H veupoeTTIoTANN HEAETA TIG AVOPWTTIVEG AUTOUATEG KAI QOUVEIONTEG CUCTHUATA
(Hubert & Kenning, 2008) ue YETPACEIC KUPIWG OTNV TTEPIOXA TOU £YKEPAAOU.
Ta eupuaTa TNG VEUPOETTIOTAUNG €XOUV OIEYEIPEI TNV ETTIOCTAPOVIKN KOIVOTNTA
Tou Marketing yia dUo AGyoug.

To NeuroMarketing ocav kKAddog duvatal va eEao@alicEl JE TTIO OIKOVOUIKO Kal
YPNYOPO TPOTTO 0€ oX€éon ME Ta onuepIva epyaleia Marketing AavBdavouoeg
TTANPOPOPIES yIa Ta TTPOIGVTA TTOU UTTO BIOPOPETIKEG OUVONKES Ba Tav aduvaTo
va atrokaAupBouv. (Ariely & Berns, 2010,p.13).

H  Aeitoupyiky  ameikévion  payvnTikou  ouvroviopou  (fMRI)  kai
HAekTpoeykepaloypagia (EEG), cival pepikEG ammd TIG TeEXVIKEG TTOU Oa
avaTrtuxbouv o€  e€MOPEVA  KEQAAAIO MEAETWVTAG TOV  QVTIKTUTTO  TWV
epebiopdtwy Marketing oToug KOTAVOAWTEG.

2uykevipwvovtag Tnv  Neupowuxoloyia kal  TIG  NEUPOETTIOTAUES, TO
NeuroMarketing o1reudel va katavoroel o€ A0, Tov TPOTTO E TOV OTTOIO Ol
KATOVOAWTEG TTAipvouV pia atro@ach. MeAeTd Tov TPOTIO PE TOV OTIOIO O
EYKEPAAOG eTTeCepyadeTal TIG TTANPOPOPIEC Kal TTWG auTd eival oe Béon va
ETTNPEACEI TIG AYOPAOTIKEG ATTOPACEIG VOGS atouou. (Hubert & Kenning, 2008)

QG OXETIKA VEOG TOUEAG, UTTAPXEI TTOAUG XWPOG TTOU TTPETTEI VO KOAUQBEI Goov
agopd TNV €peuva KAl TNV Karavonorn. ZT1éxog¢ AoIrdév TG Tmapoucag
OITTAWMATIKNAG, €ival pia OAOKANpwUEVN KATavONon TOU TPOTTOU PE TOV OTT0I0 O
eyképalog emeepyaleTal Ta epebiopara Tou Marketing, Ta €idn TwWv TEXVIKWVY
Marketing TTou €ival TTI0 ATTOTEAEOPATIKA KAl TOU TPOTTOU EQAPHOYAG AUTWYV TWV
TEXVIKWV 0€ éva TTpayuaTiko TepiBdAlov. (Ariely & Berns, 2010- Dimoka et al,
2012- Knutson & Cooper,2005)



Auté 1O OTroio Ba TIPETTEl va yivel KatavonTto, €ival Ol TPEIG TOMEIG TTOU
peAeTwvTal ge To NeuroMarketing wg pia SIETTIOTNUOVIKY KOIVOTATA.

Q¢ 1mpdén avdaAuong AoImTOv Kal PECO TwV WUXOAOYIKWY KAl VEUPWVIKWY
onNUATWYV evog TTeAATN, To NeuroMarketing, avTAei TTANPOPOPIEG OXETIKA PE TO
TI apéoel o€ KABe €id0LO KATAVOAWTA Kal TI gival auTtd TTou ToV WOEi va AdBel
MIa atréQoon.

Ta Bepehiwdn oToixeia Tou NeuroMarketing atroteAouvtal Aoimmév, amd TpEIg
BaoIKOUG TOMEIG:

Marketing
NEUPOETTIOTAKN

YuxoAoyia.
(Javor et al., 2013- Sebastian, 2014)

2uvduadovtag 10 Marketing pe Tn PHEAETN TNG VEUPOETTIOTAUNG, TTPOEKUYE TO
NeuroMarketing, 10 oOTroi0 €mMTPETTEl OTIC PAPKEG va MEAETACOUV Kal va
KATOVONOOUV YIATI O KATAVOAWTEG ETTIAEYOUV KAl KIVATOTTOIOUVTAI O€ OXEON PE
TIG OIAQOPEC MAPKEG OTNV ayopd. YTTO auTr) TNV €vvold, TTPOEKUYE TO KUPIO
EPWTNMA KAl TO KivNTPO TNG TTAPOUCAG EPYATIAG, TO OTTOIO Eival va €CETACOUNE
ETMOTAPEVWG, TTWG N avTiAnyn Kai o1 aioBnoeig eTnpedlouy 1 TTapaKkivouv TOUG
KATOVOAWTEG VA ETTIAECOUV OPIOUEVEG PAPKEG, dNAAdr, TOV QVTIKTUTIO TTOU
€XOUV auTA Ta OTOIXEIQ.

H TTapouca dITAwPATIKR, XWEIZETal O€ OKTW KEPAAQIA, OTA OTToia TTPORAETTETAI
VO TTOPOUCIOOTOUV OAN n IOTOPIKA QvOOKOTINON, Ta €PYOAEiQ, O XWPOG
EQAPMUOYNS TWV AVWTEPW ETTIOTNHWY, OAAG Kal Ta nBIK& TTpoBARuata TTou
gyeipovtal yupw atro Tnv maoTrun Tou NeuroMarketing.



2° KEQAAAIO Ti gival
NeuroMarketing (a1ré Tnv apxni

HEXPI ONUEPA) OPICUOG
H okéyn Tou KatavaAwTti

O 6pog "oupTTEPIPOPE TOU KATAVOAWTA" XpnoIPoTTolEiTal cuXvd. EvTouTolg, Tl evwooUuE
otTav JIAduE yia oupttepipopd katavaAwTr; Otrwg kai yia To NeuroMarketing,
€TO1 KOl YIO TOV EUPUTEPO CUUTTEPIPOPIOUS TOU KATAVAAWTH, YiveTal Adyog yia
Mia TTPpAén MEAETNG. H 181I6TATA TOU avBpWTTOU WG KATAVOAWTA, €ival N JEAETN

auTAg TNG TTPAgLNG.

ZWVTOG O€ PIa KATAVOAWTIKR KoIvwvia, OAoI €ipaoTe olovei KatavaAwTeg. H
KATOVOAWTIKA  CUPTTEPIPOPA  AOITTOV ~ €ival IO PEAETR  yId  EUAG WG
€CATOMIKEUMEVEG UTTAPEEIC AAAG Kal WG GUVOAO.

O1rwg €xel Ndn avaAubei atrd Tov . ZIWPKo (1994, 0eA.24) n cupTTEPIPOPA TOU
KatavoAwTh opideTal wg: KABe dpAaon TTou £XEl va KAVEI PJE TNV ayopd evog
TTPOIOVTOG PE apxn, MEon Kal TEAOG OTTWG AUTEG TTPAYMATOTTOIOUVTAl OTTO
QAYyOPAOTEG KAl KATAVOAWTEG TTPOIOVTWYV KAl UTTNPECIWYV KABWG Kal aTTd EKEIVOUG
TTOU €ival o€ B€on va aOKACOUV ETTIPPONA OTNV ayopd (ZIQMKOZ I. TEQPTIOZ, 1994,
SEA 24).

H ocupTtrepipopd Tou KatavaAwTn €ival kKAadog Tou Marketing. >uvovBuAsupa
KOIVWVIKWV KAAOWV OTTWG WuxoAoyia, n KolvwvioAoyia, aAAd Kal TTPAKTIKWYV
OTTwg 10 Marketing Kal Ta OIKOVOMIKA TNG CUMTTEPIPOPAS N KATAVOAWTIKN
OupTTEPIPOPA Bpiokel TIC pile TNG AKOUN Kal TNV avBpwTroAoyia Kal Tnv
ebvoypagpia. (Blackwell, R. D., Miniard, P. W., & Engel, J. F. , 2001).

2TOX0G €VOG TETOIOU OUVOUOOHOU OAWV QUTWYV TWV ETTIOTANOVIKWY KAGdWV,
gival va doupe TEANIKA TIG vONTIKEG, OUVAIOONUATIKEG KAl CUUTTEPIPOPIKES
ATTOXPWOEIG TTOU DIETTOUV TNV OUVHBEIA TOU va ayopddel Kaveig KATI. AuTo OTTwg
avaAUBNKe Kal TTI0 TTAVW OUVIOTA TTPAEN evepyelwy KaB’ OAn Tnv dIdpKeIa TNG
ayopaoTikig dpaotnpiotntag. (Wilkie, W.L. , 1994, p.17)

Avapevopuevo gival AoITTOV, N CUPTTEPIPOPA TWV KaTavaAwTwy Kal To Marketing
va €Xouv KoIlvo TrapovopacTh. To emoikodounua tou Marketing, €ival n
KATaVONOoN TWV AVAYKWY KAl TWV ETTIOUMIWY TWV TTEAATWV. ZUVETTWG, EKEIVO
TTOU OUVAYETAI ATTO T JEAETN TG CUMTTEPIPOPAS TWV KATAVAAWTWY, gival Jia
peiEn Aeitoupyiwv Marketing apxi¢ovtag pe 1o Branding To Email-Marketing kai
@TavovTag oTnV TTWANOCN.

KaBwg n ouptrepipopd TwV KATAVOAWTWY OtV EeKivnoe va MPEAETATAI
Tpoo@ata, n paydaia e€EAIEN TNG TEXVOAOYIOG Kal TG WuxoAoyiag atroTéAouv
onueio Toun yia to Marketing.



lowg 10 ONUAVTIKOTEPO ETTITEUYUA TNG TEXVOAOYIAG OTN OCUUTTIEPIPOPA TWV
KATavVOAWTWV gival d1d@opa TTANPOYOPIaKE CUCTHUATA TTEAATEIAKWY OXETEWV
(CRM) pe kupiotepo 10 Salesforce. OAeg o1 eTaipeieg oxedOv, £XOouv OANEPQ
TpooPBacn o€ CRM 1Tou PTTOopOoUV va XPnNOIKMOTTOIOUV O£S0UEVA CUUTTEPIPOPAG
OTTWG TA OTOIXEIO ETTIKOIVWVIOG EVOG TTEAATN PEXPI OXEDIQYPAUUATA, VIO TO AV
TAYE KAAG 1) €Ange avetmTuxwg n d1adIKaciag Yiag EuTTNPETNONG.

Me TTAnBwpa dedopévwy, gival o KUPI0G AGYOG YIa TOV OTTOIO N VEUPOETTIOTHN
EXEl apXioel va E€IoXWpPEr 0T  XapToypda@non TNG OCUMPTTEPIPOPAS TWV
karavaAwTwyv. (Garg R, Chhikara R, Panda T K, et al. 2018, P. 225-246)

To NeuroMarketing €xel OAa Ta @OVTA va TTAPEI TO TTPORABICHA EvavTl AAAWV
TIPAKTIKWY OTOV TOMEA TNG CUMPTTEPIPOPAS Tou KaTtavaAwTh. Kal autd yiarti n
OUMTTEPIPOPA  TOU KATAVAAWTH €0TIAEl OTOV TPOTTO WE TOV OTIOIO Ol
KATOVOAWTEG EVEPYOUV E€EWTEPIKA, yia TTapddelyud, TO £VIOVO Xpwua 1 n
atreuBeiag PeTapacon oTnv oAoKANpwon ayopdg ival éva KOUUTT TToU aiyoupa
Ogv TTEPVAEI ATTAPATAPNTO ATTO TO OTITIKO TTEDIO TOU KATAVAAWTH.

H ouutrepipopd TOU KATAVOAWTH MPabaivel 0TI TO KOKKIVO KOUMTTI QEPVEI
TEPIOOOTEPA KAIK. Mag KaTadeIKVUEI TI CUMPBAIVEI OTO ECWTEPIKO TOU EYKEPAAOU,
EVW EEKIVA N CUUTTEPIPOPA.

Mo eme€nynuUaTIKA, TO KOKKIVO KOUWUTTI "TTpo0oBrikn OTo KAAGOI" evepyoTrolEi
EKEIVO TO oOnNueEi0O OTOV TIUPAVA TOU €YKEPAAOU, TIOU MAG KAVEl VA
IKAVOTTOIOUNOOTE JE YIO ayopd Kal £TO1 VO 0dNYOUPAOTE O€ TTEPICOOTEPEG.

Avd kaipoug BAETTOUHE DlappeUoelg HEYAAwWY dedopévwy e To NeuroMarketing
va gival n AapokAeiog omddn. Kai dpwg €xel @1dcel auti n €moxn Otrou
ouvduaopuog dedopévwy (CRM) kal NeuroMarketing Ba cival popéag emimmédwv
OUUTTEPIPOPIKOU oXedIaoPOoU. (Ghuman, P. , 2021)

AuUTO onuaivel 0TI TO OTEAEXN TTOU KATAVOOUV KOAQ Tn CUUTTEPIQPOPA Kal TNV
WuyoAoyia Twv KATavoAwTwy Ba gival OuvABWG o1 TTIO0 ATTOTEAECUATIKOI OTN
dnuIoupyia I0XUPWYV, TTEAATOKEVTPIKWY OXECEWV.



THE RIGHT PRICE

How the brain reacts to different pricing suggestions
for a small cup of Starbucks coffee

Brain activity
v

The highest brain activity
€1.90 is measured at €2.40,

Too cheap! suggesting Fhat this price
is the best for the product.

Too expensive!

i

Price > €0.10 2 5 6 8 €9.90

https://www.Marketingweekly.in/post/NeuroMarketing

Av kail To NeuroMarketing utropei va akouyeTal atrioTeuTa TTponyuEVO, OeV gival
KATI Kaivoupylo 1) acuvABioTo - o 6pog emivonenke 1o 2002, av kal €xel
QTTOKTHAOEl EYKUPOTNTA JOVO Ta TEAEUTAIO XPOVIA.

(Gotter, A. , 2021)



3° KEQAAAIO Zoutrpadn
YuyxoAoyiag, NEUPOETTIOTAMNG Kal
Marketing. lNwg ocuvdéovrai;

NeuroMarketing= Marketing kai NeupoetTioTAUN

"H veupoemmoTAuN, aANIWG KAl WG VEUPOAOYIKN ETTIOTAMN, AOXOAEITAI PE TO
KOMMATI €KEIVO TTOU €XEl VO KAVEI PE TNV AVATITUEN TOU VEUPIKOU CUCTAUATOG,
TNG OOUNAG TOU Kal Tou TI KAVEL. Ol VEUPOETTIOTHPOVEG ETTIKEVTPWVOVTAI OTOV
EYKEPAAO Kal 0TNV CUUBOAR TOU OTO YVWOTIKO KOl CUUTTEPIPOPIKO KOUMPATI.

THOUGHTS
FEELINGS

MEMORIES

AauBdavovtag uTToYIv Ta avWTEPW, EINOOTE O BE0N VA KATAVOINOOUNE KAAUTEPA
ToV opIopO Tou NeuroMarketing:

"To NeuroMarketing €ival ouolaoTIKG TO OITTO AUTO €PYAAEiO TOU UAIKOU Kal
auhou Marketing (6Ao 10 peiypa Marketing) woTe va TTPOKAAET QUTA T VEUPIKA
epebiopara TTou ocuvdéovtal pe Tnv ayopd”. (Gotter, A. , 2021)

Q¢ kaTavaAwTéG, AapBdavouue ayopaoTIKEG ATTOPACEIS ATTO TRV TTPWTN ETTAQP Y
ME €va TTpoidv. MéEéow TNG YVWOTIKAG VEUPOETTIOTAMNG, MTTOPOUME VO
KATOVONOOUNE KOAUTEPQ TI CUUPBAIVEI OTOV EYKEPAAO EVOG KATAVOAWTH Néoa o€
auTtd Ta Aiya OeUTEPOAETITA ANYNG PIag atrépaong.

H yvwoTIKA vEUPOETTIOTAUN AOITTOV, €CeTAlEl TI CUPBAiVEl OTOV EYKEPOAS HaGg
XPNOIMOTTOIWVTAG EIKOVEG TOU EYKEPAAOU, OAPWOEIG KAl AAAEG PETPAOEIG TNG
EYKEQAAIKNG dpaoTNPIOTNTAG YIA VA ATTOKAAUWEI TIG AVTIOPACEIG TTOU £XOUV Ol
AvOpWTTOI ATTEVAVTI O€ OUYKEKPIPEVA TTPOIOVTA, CUOKEUATIESG, DIaQNUICEIS i
AaAAa oToixeia Marketing.

‘Eva Tapddeiyua..

H peAétn trepimrwong g Coca-Cola, dedopévou 0TI atroTeAei Eva TEAEIO Kal
atrAd TTapddelyua yia 1o TTwg Aeitoupyei To NeuroMarketing, pag avaAuel TTwg
ol eyKEPAAOi Twv €6eAOVTWYV capwbnkav Katd TN SIAPKEIA PIAg TUPAAG SOKIUNG
yeuong petagu Tng Coca-Cola kai 1ng Pepsi.



Mavw atmd 10 50% Twv €BeAovTwyv eTTEAECaV TNV Pepsi oTov TTpwTO YUPO.
‘Ekavav &avd auth Tn dokiur, aAAd o trapdyovtag mmou dAAage nTav Ot ol
€0elovTég yvwpilav TI Ba dokipyalav, YE ATTOTEAECUA va unv gival TTAéov pia
OOKIUN TUPANG yeuong. To 75% Twv eBeloviwy eTTéAe€e Tnv Coca-Cola évavri
NG Pepsi o€ autdv TOV YUpPO.

To Te0T ATTOKAAUWE OTIG EYKEPAANIKEG OAPWOEIS OTI OI OKEWEIG, O AVANVAOTEIG
Kal Ta cuvaicOriuaTa gvepyoTrolouvtav otav ol €Belovtég émvav Coca-Cola,
aAAG Bev evepyoTroloUvTav e Tov idlo TpOTTO OTav £mTivav Pepsi. O1 eBeAovTég
aouveidnta TpoTtiynocav Tnv  Coca-Cola Adyw Twv BegueAiwv  kal Twv
ouvaloOnudTwv.

https://Marketinginaxon.wordpress.com/2013/08/30/one-image-
is-worth-more-than-one-thousand-flavors/

O1rwg  TTpoava@EpBnKke, Ol UEAETEG TNG  VEUPOETTIOTANNG MTTOPOUV  va
QVIXVEUOOUV TN ouvaliodnuartikr dE0PEUON KAl VO KAVOUV TTPOTACEIS IO VO
OwWOoouV Jia eTaipeia atd Tov Kivouvo 1, atrd Tnv dAAn TTAEupd, va auérjoouv Ta
¢o0oda atd Tig dlapnuioelg kal To Marketing. Nvwpifouue TTAéov 611 To Marketing
ETTNPEAdel Ta ouvaioBruata Kai TN AQYn amo@ACEwWY TwV KATAVOAWTWY O€
aouveidnTo etritredo.

H €g€taon Twv evvolwyv TNG YVWOTIKNG VEUPOETTIOTHUNG UTTOPEI VO ATTOTPEWEI
TNV QTTOTUXiO MIAG JAPKAG, ATTOPEUYOVTAG ATTAWG VA OGAAAEEI Eva PIKPO OTOIXEID
QUTAG.



Ev kartakAeidl, av 1o Marketing €ival pia avraAAayr] pye v mmpowlnon f tnv
TTWANOCN TTPOIOVTWY KAl UTTNPECIWY, TTPETTEI va AdBoupe uttown Ot n AQyn
ATTOPACEWV ETTNPEACETAI ATTO TO TI KAVEI TO KOIVO-OTOXO MAG va aloBavetal
KaAQ.

Cognitive Neuroscience meets Marketing - welcome (2022) Welcome -
Graphic Design Insight, Digital Marketing Tools, and Social Media Insight.
Available at: https://www.byivc.org/2022/02/17/cognitive-neuroscience-meets-
Marketing/

YuyxoAoyia kal NeupostmrioTAuN=I VWO TIKA
NeupoetioThUN

H yvWOTIKA VEUPOETTIOTAKN €ival N TTPOTTAIOEIA TNG VEUPOETTIOTANNG TTOU PJEAETA
TIG BIOAOYIKEG Dlgpyaaieg TTou DIETTOUV TNV AvOpwWTTIVN vONon, ava@opIKa PE TN
ox€on METAGU TwV EYKEPAAIKWY OOPWYV, TNG OPaCTNPIOTNTAG KAI TWV YVWOTIKWY
Aeitoupyiwv. O TTPOCdIOPICUOS TOU TPOTTOU HE TOV OTIOI0 O €YKEPAAOG
AeIToupyei Kal mmITUyXAavel €mMOOOEIS €ival KAl O TTPWTAPXIKOG OKOTTOG. Maidi
1600 TNG WUXOAOYiag 60O Kal TNG VEUPOETTIOTAMNG, YiVETAI 0 ouvdAITANOVAG Yia
TIG BIOAOYIKEG ETTIOTANES KAl TIG ETTIOTANES CUNPTTEPIPOPAG, OTTWGS N WUXIATPIKN
Kal N yuxoAoyia.

O1 TexvoAoyieg TTOU agloAoyouv Tnv eykKePAAIKy dpaocTnPIoTNTA, OTTWG N
AEITOUPYIKN VEUPOOTTEIKOVION, €ival o€ B€on va dWOOUV TTANPOYOPIES yIa TIG
OUMTTEPIPOPIKES TTAPATNPNOEIG, OTAV TO DEDOPEVA CUNTTEPIPOPAG OEV gival aTTd
MOva Toug apkeTd. H AAwn atmmo@doewv ouvioTd TTapadelyua PIOAOYIKAG
dladikaoiag Tou emrnpeddel TN vonon. Eival Topéag PEAETNG TWV VEUPIKWV
OUVOECEWY EVTOG TOU QVOPWTTIVOU EYKEPAAOU.

(M'vwolakn emoTtiun 2021. Available at: https://el.wikipedia.org)
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https://www.brainkart.com/article/Association-Areas---Functions-of-Specific-
Cortical-Areas_19754/

‘Eva Tapadeiyua..

H e€¢€Taon Twv TTEIPAPATWY TG YVWOTIKAG VEUPOETTIOTAUNG €ival Xprioiun yia
TNV Katavonon Tng €mMOTAUNG KABAUTAS. AC TTAPOUPE WG TTapddelyua TNV
vrotrapivn. ‘Exoviag évav onuaivovia pOAo  KaBwg  TTPOKEITAl  yIa
veupodiaBiBaaTr], n vioTapivn, oxeTi(eTal g TO AioOnuUa TNG IKAVOTTOINONG, TN
AeiToupyia Tou eyke@dAou kai Tn Aqwn amo@doewy. O1 AvBpwTTol TTPETTEl VO
gival og B€on va AapBdavouv amro@doelg Tou Ba gival TTpog 0PeA0G dIKO TOUG.
Ortav yivopaoTe ATITEG MIAG ATTOPACNG TTOU 0dNYEi 0 avTapoIpr], TO ETTITTEDO
0pacTNEIOTNTAC TWV VEUPWVWY TNG VIOTTAUIvVNG avePaivel Je Tnv avTidpaon va
AauBavel pEPOG akOUNn Kal v avapovr] Tng avtauoiBAg. Eival 1o aitio, yia 1o
oTT0i0 €MOIWKOUPE ONO Kal PEYOAUTEPEG AVTAMOIBEG, pE TEAIKO OTOXO TNV
empBiwon. H Aqun atro@doewyv atroTeAei éva eUAoyo TTapAdEIyUa BIOAOYIKAG
diadikaciag Tou emTnpeddlel TIG YVWOTIKEG diepyaoieg. (Watson, S. (2021)
Available at: https://www.health.harvard.edu/)



H 1oTopia TG NvwoTiIKAG NEUPOETTIOTAUNG

Me idlo utTOBaBpo, OIAPOPETIKEG OPWG KOTEUBUVOEIG, N YVWOTIKA
VEUPOETTIOTAMN €ival £vag DIETTIOTNMOVIKOG TOPEAG JEAETNG TTOU TTPOEKUWYE ATTO
TN VEUPOETTIOTI YN KaI TNV WuxoAoyia.

Ald@opa o1ddia o€ autoug Toug KAGdoug GAAagav TNV PaTid PE TNV OTToia Ol
EPEUVNTEG TTPOOEYYICAV TIG £PEUVEG TOUG CUVTEAWVTAG OTNV TTANPN £dpaiwon
ToU TTEdIiOU.

Av Kai TO £pyo TNG €ival va TTEPIYPAPIKO, TTWG O EYKEPAANOG dNUIOUPYEI TO Vou,
IOTOPIKA £XEI TTIPOXWPNOEI DIEPEUVIIVTAG TTWG IO CUYKEKPIPEVN TTEPIOXH TOU
eyKeQPAAou gival o€ BEon va oTNPICEl YIa CUYKEKPIPEVN VONTIKA IKAVOTNTA.

To Kiviua TwV @PEVOAOYWYV ATTETUXE va TTAPACXEl ETTIOTNUOVIKA BAon yia TIg
Bewpieg TOU Kal KPIONKe atroppITrTén. H atmown Tou ouvoAikou Trediou, TTOU
onNuaive OTI OAeG oI TTEPIOXEG TOU €YKEPAAOU OuppeTEixav o€ OAeG TIG
OUMTTEPIPOPEG, QTTOPPIPONKE €TTIONG WG ATTOTEAECHO TNG TTEPIRYNONG OTA
AaduTa TOU EYKEPAAOU.

Auté TOoU BewpnBnke cofapri TTPOCTIABEIO EVTOTTIONOU TWV  VONTIKWV
A&IToupyiwv ATAV OTIG TTEPIOXEG TOUu avBpwTtTivou eyke@dAou Broca kai
Wernicke. lNa tnv €1TiTeugn autr) oQeiAeTal KUPIWG N HEAETN TWV ETITITWOEWY
TWV TPAUPATIONWY O€ OIAQOoPa TUAMUOTA TOU EYKEPAAOU OTIC WUXOAOYIKEG
Aeitoupyieg. O1 peAéteg autég armmoTéAecav Tov BepyéNio AiBo  yia TN
VEUPOWUXOAOYia, €vav aTTO TOUG TTPWTAYWVIOTIKOUG TOUEIC TNG €PEUVOG, N
oTToia dnuIoupyEi OECPOUG WETAEU TNG CUMTTEPIPOPAS KAl TWV VEUPWVIKWV
uttooTpwHAaTWY TNG. (Roussos, P.L. 2011)

O1 dnuooieuoeig Twv Hitzig kai Fritsch 10 1870 Atav kal n apxn yia tnv
xaptoypdenon Tou eyke@AAou. O1 PEAETEG QUTEG ATAV KAl N €pEuva TTou
QVaTITUXONKE TTEPAITEPW PECW TNG TOPOYPAPIaG EKTTOUTTAG TToITpoviwy (PET)
Kal TNG AEITOUPYIKAG OTTEIKOVIONG JayvnTikou cuvToviopou (fMRI).

AvakaAUWEIG TV OTAAWV 0QPBAAUIKAGS KUpIapXiag, N Kataypagr] YEMOVWHEVWV
VEUPIKWV KUTTAPWY 0€ Wa Kal O ATTO KOIVOU GUVTOVIONOG TWV KIVACEWV TwV
MOTIWV KAl TOU KEQAAIOU aTToTEAECAV JEPIKA ATTO TA EUPAUATA TTOU £EEAICAV TOV
TOMEea Tou 20°Y aiwva.

H TreipapaTik uxoAoyia ATav onPavtikO KOPPATE yia Tn Bgpediwon g
YVWOTIKAG VEUPOETTIOTANG. ZTA EUPHKATA QUTA VTACOETAI KAl N aTTOdEIEN OTI
OpICPEVA KABAKOVTA BIEKTTEPAIVOVTAI HECW DIAKPITWYV OTAdIWV ETTECEPYATIAG,
yla va €gnynoouv TIC vonTikEG Oiadikaoieg. Q¢ aTTOoTEAECHA, OPICHEVOI
TTEIPAPATIKOI WUXOAOYOI ApXIoaV va PHEAETOUV €COVUXIOTIKA TIG VEUPIKES BACEIG

TNG CUMTTEPIPOPAG.

H yvwoTIK VEUPOETTIOTANN «TTAVIPEWE» TO PPECKO BewpnTikd £60¢POC TNG
YVWOTIKAG E€MOTAPNG, Twv dekaeTiwv 1950 kai 1960, pe TTpOCEyYYIoEIG TNG
TTEIPAUATIKAG WYUXOAOYIaG, TNG VEUPOWUXOAOYIAG KAl TNG VEUPOETTIOTAMNG.
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H VEUPOETIOTAUN TIMPE KAl ETTIONUA TOV TiITAO TOU €VOTTOINUEVOU KAGDOU TO
1971. O 206¢ aiwvag, ATav n TTePiodog yia VEEG TEXVOAOYIES TTOU ATTOTEAOUV
onuepa TNV Paon G MeBodoAoyiag TNG YVWOTIKAG VEUPOETTIOTAUNG,
mepiAauBavovtag to EEG (human EEG 1920), MEG (1968), TMS (1985) and
fMRI (1991).

Mpoo@ATWG, TO ETTIKEVIPO TNG £PEUVOG ETTEKTAONKE QTGO TOV EVIOTTIONO
TTEPIOXWV TOU EYKEPAANOU VIO OUYKEKPIMEVEG AEITOUPYIEG OTOV EYKEPAAO TWV
evnNAIKwvY PE TN Xpron MIag uovo TexvoAoyiag. O1 JEAETEG ETTIKEVTPWVOVTAI OTIG
OAANAETIOPAOCEIC  METOEU  OIOQOPETIKWY  TTEPIOXWY  TOU  €YKEQAAOU,
XPNOIUOTTOIVTOG TTOAAOTTAEG UTTOAOYIOTIKEG TEXVOAOYIEG YIO va KATAAGBOUV TIG
OIAQPOPESG OTIG EYKEPOAAIKEG AEITOUPYIES. TTPOCEYYIOEIG.

2uvowyigovTag

H yVWOoTIKA ETOTANN XPNOIUOTIOIET TTEIPAUATA ATTO TNV YVWOTIKA YuXoAoyia Kal
TNV TEXVNTA vonpoouvn yia va dnuioupynoel Kal va OOKINACEl POVTEAQ
uynAoTEPNG VONTIKAG AEITOUPYIaG, OTTWG N OKEWN Kal n yAwooa. Méow Tng
YVWOTIKAG VEUPOETTIOTANNG AUTOI O dUO TOMEIG €voTTolouvTal, PEPOVTAG OTO
PWG YVWOTIKEG AEITOUPYIEG UPNASTEPOU ETTITTEOOU TTOU OXETICOVTAI PE YVWOTEG
EYKEPAAIKEG DOUEG KAl TPOTTOUG VEUPWVIKAG ETTECEPYQTIAG.

(Fan, X. and Markram, H. (2019a) Available at: https://www.frontiersin.org)

Alagpopég NvwoTikAG ETIoTANNG &
NeupoeTTIOTAUNG

Moia gival dpwg n dia@opd TNG YVWOTIKNG ETTIOTANNG ATTO TNV VEUPOETTIOTAMN;
H mpwTn, €ival n €moTnUoVIK UEAETN TNG OKEWNG, TNG MABNONG Kal Tou
avBpwTivou vou. Eival évag diatunuaTtikog KAAdOG TTou ouvOuddel 10€€G Kal
MEBODOUG aTTO Tn VEUPOETTIOTAMN, TN VEUPOWUXOoAoyia, TNV WuxoAoyia, Tnv
ETMOTAMN TWV UTTOAOYIOTWYV, TN YAWoooAoyia Kal Tn @IAocoia, Tov eupuTEPO
KAGOO TWwV KOIVWVIKWY oT1roudwv. [Ny aviAoEwv Twv OTOIXEIWV, Ol
EPEUVNTIKEG €CENICEIC OTN VEUPOETTIOTANN. O XAPAKTNPIOPNOS TNG UONG TNG
avBpPWTTIVNG YVWONG UE TIC HOPPES TO TTEPIEXOMEVO KAl TOV TPOTTO [E TOV OTTOIO0
XPNOIYOTIOIEITAI, Eival TIPWTAPXIKOG OKOTTOG TNG YVWOTIKNG ETTIOTAMUNG.

H veupoemoTiun atro Tnv GAAN PEPIA, €ival N ETTIOTAPOVIKI JEAETN TOU VEUPIKOU
OUCTHHATOG.

AvaTtrTuxonke wg armrokunua tng PioAoyiag, ypriyopa Opwe eEeAixBnke o€ €va
OIETTIOTNMOVIKO TTEDIO TTOU AVTAEI OTOIXEIa ATTO KAGdOUG OTTWG N WuxoAoyia, n
ETTIOTAMN TWV UTTOAOYIOTWY, N OTATIOTIK, N QUOIKN, N @INOCO®Ia KAl N IATPIKK.
To 1edio €QaPUOYNG TNG VEUPOETTIOTANNG MTTOPEI VO XAPAKTNPIOTE TTAEOV WG
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OleupIPEVO. H PEAETN TWV POPIOKWY, QVATITUGIOKWY, OOMIKWY, AEITOUPYIKWY,
€CENIKTIKWV, 10TPIKWY KAl UTTOAOYIOTIKWYV POVTEAWV TOU VEUPIKOU CUCTIUATOG
gival pepIkG atrd Ta KOPPATIA TTOU dIEUPUVOUV TO TTEDIO EQAPPOYNG AUTAG TNG
emoTtAPNG. (MNvwoTikA EmoTAun: TuRua Mnxavikwy 2xediaong Mpoidviwy Kai
ouotnuatwv  (no date) Tvwotikiy  EmoTtiun Available  at:
https://www.syros.aegean.gr)

N'VwoTIKA Kal ZUPTTEPIPOPIKA NEUPOETTIOTHUN

H oupTTEPIPOPIKA VEUPOETTIOTANN PAG ATTOKAAUTITEI TOV TPOTTO PE TOV OTTOIO O
EYKEQAAOG €TTNPedlel TN CUMTTEPIPOPA aKoAouBwvTaG Ta XvAplia Tng
VEUPOBIOAOYIaG Kal TN VEUPOPUOIOAOYIAG, TNG YEVETIKAG KAl TWV AVATITUSIOKWY
MNXavIoPWwYV. OTTwG pJag dEIKVUEL KAl TO OVORA TOU, AUTOG 0 UTTOKAASOG aTTOTEAEI
TN Ceugn METAEU TNG VEUPOETTIOTAUNG KOl TNG CUUTTEPIPOPAS. Me TTpooéyyion
¢ekdBapa BioAoyikr, €0TIAlEI OTA VEUPIKA KUTTAPA, TOUG VEUPODIaRIBACTES KAl
TA VEUPIKA KUKAWHATA VIO VA PigEl G OTIG BIOAOYIKES DlEPYATies TTOU DIETTOUV
T600 TN QUOIOAOYIKI) 000 KOl Tn PN QUOIOAOYIKA CUMTTEPIPOPd. (AVAAUTIKG
TepleXOPeva - dardanosnet.gr. Available at: https://www.dardanosnet.gr)

MEpoG TNG 0TOX0BETIAG TNG YVWOTIKNG VEUPOETTIOTANNG EiVAI O EVTOTTIONOG TWV
EAMEIYPEWV €VTOC TWV VEUPIKWYV CUCTANATWY TTOU €XOUV VA KAVOUV WE TTOIKIAEG
WUXIOTPIKES KAl VEUPOEKPUAIOTIKEG dlaTapaxEG. O yWWOTIKOI VEUPOETTIOTAMOVEG
TEiVOUV va €xouv TNV a@eTnpEia TOug OTNV TIEIPAUATIKI) WuxoAoyia, Tn
veupoBioAoyia, Tn veupoAoyia, TN QUOIKA Kal Ta padnuatikd. (AvoAuTika
TepiexOPeva - dardanosnet.gr. Available at: https://www.dardanosnet.gr)

H ZupTtrepipopik) NEUPOETTIOTHMN ME ATTAG AGYIO

O Topéag TNG ZUMTTEPIPOPIKNG NEUPOETTIOTAKNG €ival N PEAETN TNG BIOAOYIKAG
BAoNG TNG CUNTTEPIPOPAC O KABE £uPIo opyavioud. Autdg o KAGdog eEeTalel
ouvnRBwg TIG veUPOoBIaBIBACEIG TOU EYKEPAAOU KAl T WYUXOAOYIKA YEYOVOTA TTOU
oxetiCovtal pe T BloAoyikr) dpacTnpIdTNTA.

ZUMTTEPIAQUBAVOPEVWV TWV YEVETIKWY KAl HOPIAKWY BIOAOYIKWY ETTITTEDWV TNG

OUMTTEPIPOPAG, TNG VEUPOWUXOAOYIOG, TNG MABNONG Kal TNG WVARNG, TWV
KIVATPWY Kal TOU ouvaioBriuaTog.

Baoifouevol o€ auoTnpd epTTeIpIKA Oedopéva divetal n duvaTtdTnTa £€ETAONG TNG
TNyn Twv TTANPOQOPIWY, N OTroid ONMIOUPYEITal, EAEYXETAI EXOVTAG WG
atmmoTéAeopa va ouvtovifovtal dladikacieg OTTwg n avtiAnyn, n dpdon, n
avtidpaon 1 n AMyn amo@doewyv. Mia peydAn TroikiAia peBodwyv, atd Tn
YEVETIKI JNXavIKr €w¢ TNV NAekTpoeyke@aloypagia (EEG), xpnolyotrolgital yia
TN METPNON TNG dPACTNPIOTNTAG OTO VEUPIKO CUCTNUA EVOG OpYaVvIOPOU Kal TN
oX€0N TNG ME MIO LETABANTH CUUTTEPIPOPAS (VEUPOETTIOTAUN KOI CUUTTEPIPOPA).
(AvaAuTiké TTEPIEXOUEVA - dardanosnet.gr. Available at:
https://www.dardanosnet.gr)
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MNarti gival onUAavTikhi N HEAETN TNG
OUMTTEPIPOPAG;

O1 ueNETEG O1 OTTOIEG YiVOVTAI OTOV TOPEQ TWV ETTIOTNPWY TNG CUPTTEPIPOPAG HAG
BonBouv oTnv avTiyeTwTTion TANBWpPaS InTNUATWY OTn  KOIVWVia  [ag,
evioxUovtag Tnv IKAvotNTA pag va agloAoyouug, VO  KATAVOOUUE, VA
TTPORBAETTOUNE, va BEATILOVOUNE KAl VO EAEYXOUUE TNV AVOPWTTIVI GUPTTEPIPOPA.

M£Bodol ZuptrepI@opIKAG NEUPOETTIOTAMNG

O1 gpeuvnTIKEG PEBODBOI YIa TN ZUPTTEPIPOPIKI) NEUPOETTIOTAUN OUVIOTOUV €va
QUAYOAPa aTTO ETTEPPRATIKEG KAl PN ETTEPPRATIKEG TEXVIKEG. O1 nEBodOI Epeuvag
TNG VEUPORIOAOYIOG EUTTITITOUV OTIG KATNYOPIEG TWV YEVETIKWY TEXVIKWY, TNG
MEIWONG | aTTEVEPYOTTOINONG TNG VEUPIKAG AEITOUPYiag, TNG evioxuong N Tng
METPNONG TNG. H pétpnon TnG VEUPIKAG dpacTnpidTNTAG UAOTTOIEITAI PMEOW
TEXVOAOYIWV OTTWG N ATTEIKOVION PE TOPOYPA®ia EKTTOUTTAG TTodiITpoviwy (PET),
n amekévion e Asimoupyikd  payvnmikd  ouvtoviopd  (fMRI)  kai n
TTapakoAouBnon pe nAektpoeyke@aloypagia (EEG) mmou Ba avaAuBouv o€
emmopeva ke@dAaia. (Behavioral neuroscience (2022) EMOTIV. Available at:
https://www.emotiv.com)

Ala@opég N'VWOTIKAG KAl ZUMTTEPIPOPIKAG
NeupoETIOTAUNG

210 TTedI0 TNG VEUPOETTIOTANG, OUO EEXWPIOTOI, GAAG TTEPITTAOKO CUVUPACUEVOI
KAGOOI, N YVWOTIKI KAl N CUUTTEPIPOPIKA VEUPOETTIOTAMN, QwrTilouv Thv
TTOAUTTAOKOTNTA TOU AVOPWTTIVOU VOU KAl TNG CUMTTEPIPOPAC.

H yvwOTIKA VEUPOETTIOTAUN €UPOBUVEI OTIC ECWTEPIKEG AEITOUPYIES TOU VOU,
OIEPEUVIVTAG TOUG VEUPWVIKOUG PNXAVIOPOUG TTOU OTNPICOUV TIG OKEWEIG, TIG
AVvTINAYEISC Kal TN ouveidnor pag. EmolwkKel va SIOAEUKAVEI T JUOTAPIA TNG
vonong, €EnNywvTtag Tov TPOTTO PE TOV OTTOI0 O EYKEPOAOG ETTECEPYALETAI
TTANPOYOPIES, oXNMATICEl PVAUES KAl ETITPETTEI TN ANWn ammo@acewyv. Méow
TIPONYMEVWYV TEXVIKWYV OTTEIKOVIONG KAl OXOAAOTIKWY TTEIPANATWY, N YVWOTIKA
VEUPOETTIOTAMN, €ENYEI TIG vONTIKES dlEpyaaieg, TTPOCPEPOVTAS BABIEC YVWOEIG
yld TNV oucdia TG avBpwITivng vonuoouvng.

AvVTIBETA, N OUMTTEPIPOPIKI) VEUPOETTIOTAMUN ETTIXEIPEI va  euPabuvel oTIg
TTOPATNPEACIKESG EKONAWOEIG TNG EYKEPAAIKAG dpacTNEIOTNTAG, DIEPEUVWIVTAG TIG
TTEPITTAOKEG OUVOECEIG UETALU VEUPWVIKWY OIEPYACIWY KAl CUPTTEPIPOPAG.
Eioépxetal o€ éva eupu @Aopa Bepdtwy, atmmd Toug unxaviopoug TG udénong
KAl TWV KIVATPWY PEXPI TA oUvVaIoBNUATIKA Xwpia TNG avBpwTTivng WUXAG OTTwG
Ba ¢nynow TTapak&Tw. H CUPTTEPIPOPIKNA VEUPOETTIOTHUN OTTOKPUTITOYPOQEI TO
VEUPWVIKA KUKAWMPATA TTOU KaBodnyouv TIG TIPAEIG, TA oUvaIoOiuaTa Kal TIg
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KOIVWVIKEG MOG OAANAETTIOPACEIG, TTAPEXOVTAG TTOAUTIUEG TTPOOTITIKEG VIO TN
BioAoyikA BAGon TNG CUMTTEPIPOPAG.

H yvwoTK ava@épetal OTIG OKEWEIG. H OUPTTEPIPOPIKA avaQEPETAl OTIG
TPAa&eIC. H yvwoTIKA veupoemoTAuN €ival n HEAETN TNG BloAoyikAG BAong TNG
vonong. Autég o TouEaGg TNG VEUPORBIOAOYIAG ETTIKEVTPWVETAI OTOUG VEUPIKOUG
TTOPAYOVTEG TTOU UTTOYPAUMICOUV TOV TPOTTO PE TOV OTIOI0 O EYKEPAAOG
OIOUOPPWVEI KOl EAEYXEI TIGC OKEWEIG, CUPTTEPIAAUBAVOUEVWY, PETAEU GAAWY,
BeudTwy OTTWG N KOIVWVIKH vénon, n ouveidnon, n uédénon, n yvAiun, n y\wooa,
n avtiAnyn kai To ocuvaiodnua. (McKinney, L. 2023, strephonsays. Available at:
https://el.strephonsays.com)

NMwg n yuyxoAoyia ernpeadlel To
Marketing

KataAaBaivovTag Tn CUMTTEPIPOPA TOU
KATOVAOAWTA

KaBnuepivd, ol avBpwTrol TTou aoXOAoOUVTal Kal ETTIKOIVWVOUV HE TTEAATEG
EpxovTal aQVTIMETWTTOI JE TO €£EAGC EPWTNHA.

Ti €idog TEAATN gival; Ayopadel KABe pEpa ) TTEPIOTACIOKA; KAVEl PKETH £€pguva
N TTAipVElI TTAPOPMNTIKES ATTOPACEIS; H KaTtavdnon Tou TUTTOU TOU KATAVOAWTH,
BonBdsl oTnv KaTavonon TNG QyopACTIKAG Tou cuptrepipopds. Voo
TEPICCOTEPO AVTIAQUPBAVOUOOTE OTO TI WOEI TOV TTEAATN VO KAVEl Pia ayopd,
TOO0 TTEPIOOOTEPO KATAPEPOUPE VA ouvdeBoupe padi Tou ouvaloOnuaTikd.
EmmrAéov, o1 KatavaAwTEéG TTou ouvoEéovTal ouvaloBnuaTika Eexvouv Thv TIUA
oTav AaupBavouv pia atrégacn ayopdg. ‘Exovrag TmoToug TeAATeG €xel OUO
TAcovekTAuaTa. MpwTtov 611 dev Toug TTEIPAleEl va E0BEWOUV TTEPICTOTEPA YIA
éva TTPoidv, aAA& emmiong OTI PTTOPOUV VO TTOPEXOUV ETTIONG ECAIPETIKEG
ouoTAOoEIG 0€ QiAoug Kal ouyyeveic (word of mouth).

2UVOAIKA, UTTAPXOUV TECOEPIG TTAPAYOVTEG ATTO TOUG OTTOIOUG ETTNPEACETAI N
OUUTTEPIPOPA TWV ayopacTwV. Me auToUg TOUG TTAPAYOVTEG ETTNPEACETAI TO AV
0 TTEAATNG-0TOX0G Ba ayopddel éva TTpoidv. Eival ol TTOMITIOTIKOI, 01 KOIVWVIKOI,
Ol TTPOCWTTIKOI KAl O YUXOAOYIKOI.

O1 TTONITIOTIKOI KOl KOIVWVIKOI TTApAYOVTEG MTTOPOUV va dladpauaTicouv
OnNUAvTiKO pOAO 01N dNUOTIKOTNTA EVOG TTPOIOVTOG.

Ek16G a1mmd TOUG TTONITIOTIKOUG KAl KOIVWVIKOUG TTAPAYOVTEG, Ol TTPOCWTTIKOI
TTOPAYOVTEG €TTNEEACOUV ETTIONG TN OCUPTTEPIPOPAE Twv KaTavaAlwTtwy. Ol
TpoTIuAoEIG aAAGlouv pe Tnv TTApodo Tou xpovou. (Factors influencing
consumer behaviour - IJCRAR. (p. 53-58) Available at: http://www.ijcrar.com)

H olkovopikA Ta¢n, o 1po01T0oG {WN KAl N TTPOCWTTIKATATA PTTOPOUV £TTIONG va
ETTNPEACOUV T CUPTTEPIPOPA. To emiredo ekTTaideuong, 10 utTORABPO, TO
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ETTAYYEAPQ KAl TNV uyEia eTnpeddovTal aTTd TNV OIKOVOMIKN TAEN. AUTO €XEl WG
QTTOTEAECOUA N QYOPACTIKY) CUMTTEPIPOPA HIOG OIKOVOMIKAG TAENG va Eivai
OI0QOPETIKA  aTTd  MIa  AAAN. (Khatabook, 2020 Available at:
https://khatabook.com)

MNMwg TTaiouv poAo o1 YuxXOAOYIKOi TTAPAYOVTEG
OThN CUUTTEPIPOPA TWV KATAVOAWTWYV;

TéooepIg WuxoAoyIKoi TTapAYOVTEG Eival AUTOI ATTO TOUG OTTOIOUG ETTNPEALETAI N
OUUTTEPIPOPA TWV KATaVOAWTWV: To KivnTpo, N avtiAnyn, n ydénon kai n otaon
| TO cUOTNPA TTETTOIBACEWV. TO KivNTPO QVOQEPETAl OTIC ECWTEPIKEG AVAYKEG
TOU KaTavaAwTr. H katavonaon Tou TpOTTOU TTapaAkKivnong Tou TTEAATN gival £va
otroudaio gpyaAcio. O TPOTTOG PE TOV OTTOIO O TTEAGTNG-OTOXOG AvTIAAPBAvETal
T0 TEPIBAAOV 11 paBaivel yia éva vEo TIPOIOV, €iTe OIADIKTUOKA EiTE
QUTOTTPOOWTIWG, ETTNPEEACEl ETTIONG TN CUPTTEPIPOPA. TEAOG, TO CUCTAUATA
TETTOIONOEWY €XOUV TNV IKAVOTNTA va €TTNPEAlouv OAa T1a Traparavw. lMa
TTapAdelyua, opiopévol avBpwTrol pabaivouv KaAUTEPa OTITIKA. AUTO €gnyei yiarTi
0l €IKOVEG €ival TOOO atroTeEAeOaTIKEG yia TO Marketing. (Understanding consumer
behaviour: The four factors 2023 QuickBooks Canada Blog. Available at:
https://quickbooks.intuit.com)

T1 gival n yuyxoAoyia Marketing;

H wuxoAoyia Tou Marketing, a@opd& Tov TPOTTO YE TOV OTTOIO TTAPOUCIAZETAI PIC
ETTIXEIPNON KAl TOV TPOTTO HE TOV OTTOI0 Ol KATAVOAWTES AVTATTOKPIVOVTAI OTIG
TTPOOTIABEIEG TTPOWONONG.

H wuxoAoyia ToUu Marketing, tou ovopddletar emmiong NeuroMarketing,
eMPBabUvel oTo yiaTi 01 AvBpwTTOI KAVoUV Ta TTPAYUATA TTOU KAVOUV. (Consumer
psychology, 2022, EMOTIV. Available at: https://www.emotiv.com)

O1 avBpwTtroug PouPapdiovral aTTd €TAIPEIEG WE PNVUPATA, Spam  Kal
dlapnuicelg. H d1d6eon TTANPOYOPIWY TTOU ava@EPOVTAl OTH CUVAICONUATIKA
TTAEUPA TNG UTTAPENG EVOC avBpwTTOU 00NYEi 0€ Eva 1I0XUPO TTAEOVEKTNHA EvavTI
TOU AVTAYWVIOHOU.

H gupeon TPOTTWYV yia TV TTPOKANGN CUVAICONUATIKWY avTIOPACEWY ATTO TOUG
KATAVAAWTEG, €ival QUTO TTOU ETTITPETTEI OTIG ETAIPEIEG VA KEPDIOOUV VEOUG
TTEAATEG.

MOAIG yivel avTIANTITO ammd Tnv KABE €TaIpEia TTWG AEITOUPYEI O AVOPWITTIVOG
EYKEPAAOG, €ival TTOAU TTI0 EUKOAO va IKAVOTTOINBOUV Ol AVAYKES TWV TTEAATWYV,
va aglotroinBouv ol ouvaloBnuaTikEG avTIOPACEIC Kal Ta epebiocuaTta yia va
odnynBei o TTEAATNG 0TN ANWN ATTOPACEWV.

H wuxoAoyia Tou Marketing emrnpeddel BeTIKA Kal apvnTIKG TOUG KOTAVAAWTEG.
Mrtropei va Toug odnynRoel oTnv €TTiAuch €vOg TTPORANUATOS. AUCTUXWG, UTTOPEI
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ETTIONG va AVTATTOKPIBOUV O€ UTTOUAEG TOKTIKEG KAI VA OXNUATIOOUV apVNTIKOUG
OUVEIPPOUG EKEIVN TN OTIYMN KAl apyOTEPA VA PETAVILWOOUV VIO TV ayopd TOUG.
YTTapxouv TTOAAEG DIOQPOPETIKES TITUXEG TNG WuxoAoyiag Tou Marketing 01TTwg

M'VWOTIKEG TTPOKATAAAWEIG

O1 avBpwTrol emregepydlovTal TIS TTANPOPOpPIES Pe BAON TIGC TTPONYOUUEVES Kal
TPEXOUOEG eUTTEIPiEG TNG (WG Toug. Ekeiva Opwg ota otroia Ba TTpETEl va
OWaoouE 1B81aiTEPN TTPOCOXN Eival Ta EENC.

YuyxoAoyia Twv XpnoTwyv

O1 emTayyeAuaTtieg €UTTOPOI EPEUVOUV TA AVOPWTTIVA CUVAICBAUATA KAl TIG
aAAnAemdpdacelic pe TNV TEXVOAoyia. H alotroinon Twv  Wuxoypa@ikda
KaBodNYOUNEVWY CUMTTEPIPOPWYV TWV KOTAVOAWTWY ATTAITEI KaTavonon Twv
TTAVTWY, aTTO Ta oUvVaIoBrRuaTa PHEXPI Ta onuEia TTévou.

ZUPTTEPIPOPG ayopdg

Mpiv atrd TNV TTPAYUATOTTIOINON PIOG AYOPAG €iTE NAEKTPOVIKA EITE TTPOCWTTIKA,
ol KatavaAwTég €mdidovTal o€ pIa oeIpd cupTtrepipopwy. MNa Trapddeiypa,
TTOAAOI avadnTouv KPITIKEG aTTO €SWTEPIKES TTNYES Yia va BeRaiwbouv 611 n
eTalpeia gival auBevTiki. H ayopaoTikr) cupTtrepipopd Ba avaAubei ektevéoTepa
oTa emopeva KePAAala avaAuovTag Ta QiTia, EOWTEPIKA KAl £CWTEPIKA TTOU
OUVOPAPOUV OTIG CUMTTEPIPOPIKEG AANQYEG.

AvOpwTTivn oupTrEpIPOpPd

H avBpwTTivn cuptrepipopd TTEPIAAUBAVEI TOV TPOTTO E TOV OTTOI0 01 AvBpwWTTOI
TTEPVOUV TOV EAEUBEPO XPOVO TOUG Kal TIG OENIDEG KOIVWVIKNG BIKTUWONG TTOU
ETTIOKETTTOVTAI OUXVOTEPA. ZUNQWVa Pe To Statista, uttdpyxouv tepitrou 3,78
OICEKATOUNUPIA XPHOTEG TWV HECWV KOIVWVIKAG OIKTUWONG, VW PEXPI To 2025
eKTINATOI OTI Ba eival 4,41 dioekatopuupia. (Kefi, O. , 2022, Available at:
https://citycampus.gr)

AvaAoya Tnv eTaipgia Kal T0 KOIVO-0TOX0, Ba TTPETTEl Kal N avalnTnon Jag va
gival avrtioTtoixn. MNa Tapadelyua v T0 KATAVOAWTIKO Pag KoIvo eival ol baby
boomers, 10 1TI0 TBAVO €ival va Toug Bpoupe oto Facebook Tmapd oto TikTok.
(Carrillo-Duran, M.-V. et al. (2022) Understanding how baby boomers use the
internet and social media Available at: https://journals.openedition.org)

To mrapdadeiypa Tou Shein

H Shein gival évag 81adIkTuakog EUTTOPOG AIaVIKAG TTWANONG TTOU aTTEUBUVETAI
O€ VEQVIKO KOIVO.

XpnaoiuoTroigi To Instagram yia va Tpooeyyio€l TTOAOUG a1To TOUG TTEAATEG TNG,
dnuoaoleUovTag €IKOVEG aTTd pouxa Ta OTToia €ival OIKOVOMIKA Kal atroTeEAOUV
TOTA AvTIYPAQr] pOUXWYV JEYAAWV OiKwV pédag.
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MapoAo 1ToU N €TaIpEia £xEl TTApoUTia Kal o€ AAAOUG 1I0TOTOTTOUG KOIVWVIKIAG
BIKTUWONG, O TUTTIKOG TTEAATNG TNG €ival TTIBavOTePO va PpiokeTal 0To Instagram
| oto TikTok, o1roTe €0TIACEl HEYAAO PEPOG TNG TTPOCOXNG TNG OE AUTEG TIG
KOIVWVIKEG TTAATQOPEG.

O Abyog 1Tou 10 Instagram & 1o TIK TOK ¢ival Ta kavaAia TTou evtoTTifeTal TO
KoIVO Tng, €ivalr o1 veapég nAikieg atmdé 15-30.(Reis, M. G. (n.d.). Shein’s
business model analysis. LinkedIn.https://www.linkedin.com)

YuyxoAoyikég pEBodol oto Marketing

210V OUVAMIKO KOOPOo Tou Marketing, n katavonon TnNg CUUTTEPIPOPAS TWV
KATavoAwTwV gival KOPBIKAG onuaciag. MNa va eTTnpedoouy atToTEAEOUATIKA TIG
QYOPAOTIKEG ATTOPACEIG, Ol ETTIXEIPAOEIG OTPEPOVTAlI OUXVA O WUXOAOYIKEG
MEBOBOUG TTOU guPaBUvVouV aTnVv TTOAUTTAOKOTNTA TG avBpwWITIVAG vONong Kal
TWV ouvaloBnudaTwy. AuTég ol uEBodoOI, £XouV TIG PICeg TOUG OTNV WuXOAoyia,
Kl Jag TTPOCPEPOUV TTOAUTIMES YVWOEIG VIO TO TTWGS T ATOPA avTIAauBAvovTal,
emregepyalovral TIG TTANPOPOPIES Kal AauBAvVOUV aTToPACEIG.

MepIkéG aTTd QUTEG TIG WUXOAOYIKEG HEBGDOUG TTOU XPNOIKOTTOIoUVTAl YIA TNV
Katavonon Tou TTeEAATN €ivai:

EvouvaioBnon

Ti B€Aouv o1 TTeEAATEG; MPOKEITAI VIO Y1 AIWVIO ATTOPIA TTOU YIA VO KATAVOOOUV
Ta OEAW TWV TTEAQTWV TOUG, Ol ETTIXEIPNOEIG JTTAIVOUV 0T B€01N auTwy NECW TNG
gevouvaiodbnong.

O1 YApKEG TTOU AOKOUV TNV evouvaiodnon Tou KatavaAwTr dlaBéTouv évrovn
ETTIYVWON TWV ATTAITHOEWY TWV TTEAQTWY TOUG KOl TWV TIPOKANCEWV TTOU
QVTIMETWTTICOUV KABNUEPIVA. AZIOTTOIWVTAG QUTEG TIG YVWOEIG, AvATITUOOOUV
TTPOIOVTA Kal JNvUUATa TTPOCOPUOCMEVA OTNV QVTIMETWTTION QUTWV TWV
aAvayKwy, TTPOOPEPOVTOAG Biwoiueg AUoelg.
(https://lwww.theblankpad.com/consumer-behavior-and-empathy-whats-the-
relation/)

H katavonon Twv avaykwy Tou TTEAATN €ival TO TTPWTO BAMA YIA VO UTTOPECEI
KATTOI0G va ToV TTpooEyyioel ouvalobnuaTikd. H duvatdtnta dnAadr) va akouoel
MIO ETTIXEIPNON TOUG TTPORANUATIONOUG Kal Ta BEAW €vOG duvnTIKOU KATAVAAWTA
gival  autd  Tou  Aéue  Kal  onRuepa  ouvaloBnuatikd  Marketing.

(https://gpapadopoulis.wordpress.com/)
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ApoiBaiéTnTa

H apoifaidétnTa gival pia atro TIg apxES TG KOIVWVIKAG WuxXoAoyiag TTou
epapudlovtal o€ didgopeg TpooTraBeleg Marketing. Baaoiletal otnv avtiAnwn
OTI 01 AvBpwWTTOI TEIVOUV VA aioBAvVOVTal UTTOXPEWHEVOI VA KAVOUV KATI WG
avTatrodoon o€ auTov TTou Toug éxel epBei wpaia. (Harhut, N. ,2022, p. 47)

H e¢doknon TG apoifaidtnTag €ival ECAIPETIKAG onUOCiag yia 1n dnuioupyia
BETIKWV OXETEWV PE TOUG TTEAATEG KAl TNV ATTOKTNON TNS AQOTiwOoN S TOUG, WOTE
auTh N ox€on va KataAngel va gival pakpoxpovia (TTioToi TTEAATEG).

O1 emixelpoeIg €ival avaykaiwv TTAEOV va TTAPEXOUV OXl MOVO HIa KOAA
ayopaoTIKA, AAAG Kal PIO JETAYOPOQOTIKA eUTTEIpia TTEAQTWY. AUTO UTTOpPEI va
ulotroinBei  diatnpwvTag TNV ETMKOIVWVIA, (NTWVTag avarpo@odotnon n
OIEUKOAUVOVTAG TNV ETTIOTPOYN Kal TNV aviaAlayr étav xpeidletal. (Team, M.
(2023, August 20). Marketing psychology: The art of influencing your
customers. https://marketsplash.com/Marketing-psychology)

XpRon TnG YuxoAoyiag OTIG OTPATNYIKEG
Marketing

Y1apxouv dIA@opol TPOTTIOI YIa VO €QAPUOCTOUV O WUXOAOYIKEG APXEG OTN
otpatnyiky Marketing. Ze aut v &voTnTa, B0 E€EETAOOUUE MEPIKEG
TIPOOCEYYIOEIG yIa TNV A&IOTToINCN TG WuxXoAoyiag o€ auTdv TOV XwO.

MNa va emrnpedoouv TNV CUUTTEPIPOPA TWV KATAVOAWTWYV Ol ETTIXEIPAOEIG
TpoBaivouv O€ TTPAKTIKEG OTTWG TO Agyouevo Marketing otravioTnTag Trou
A&IToupyEi agloTToIVTAG TOV avBpwTIIvo @OBO va Pnv XAoOoUuv JIa EUKaAipEia
(FOMO). 'ExovTtag BacioTei oTnv WuxoAoyIkr apxr OT1 ol AvBpwTTol TEIVOUV va
€MOUPOUV auTo TTou €€l {NTNon Kal gival BUOKOAO va €TTITEUXBEI, N xprion Tou
Marketing omavidoTnTag auéaverar dIOPKWG OTOV XWPEO TOU  ETTIXEIPEIV.
(McGinnis, P.J. , 2020)

AuTH €ival Kal N aITia yia TNV oTToid CUVEXWG NAPKES XPNOIMOTTOIOUV TNV £vvola
NG TrepIopiouévng Olabeoiuotntag | yéoa Marketing yia va dwoouv pia
aicOnon atToKAEIOTIKOTNTAG OTA TTPOIOGVTA TOUG.

Mpdobeteg TEXVIKEG Marketing oTravioTnNTAG TTOU OI EUTTOPOI XPNOIUOTTOIOUV
ouxvd, TTEPIAQUPBAVOUV TNV TIPOCQPOPA EKTITWOEWV ME XPOVIKA Opia, N
TTPOOQYOPEG  TTEPIOPICPEVNG  OIdpKEIag o€  dlagopa  TTPoiovTa. AUTEG Ol
oTpatnyikéG Traiouv onuavtikd poAo yia TNV agloTroinon TwV E0WTEPIKWY
TIPOKATOANWEWY TWV KATAVOAWTWY, ATTOTEAWVTAG OKPOYWVIaioug AiBoug Tou
ouvaioBnuatikou Marketing.

Q¢ oTpatnyikp  Marketing, €TKeVTpWVETAI OTNV  TTPOCEAKUCT  TWV
ouvaIoBNUATIKWY agIWV TOU KOIVOU-OTOXOU VIO VA ETTNPEEACEI TOV TPOTTO YE TOV
OTTOiO TTapaTnEoUV, BuuouvTal, yoipdlovTtal Kal ayopdlouv Ta TTPoidvTa 1 TIG
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uttnPeoieg. O1 TTWANTEG XPNOIYOTTOIOUV QUTH TNV apxr WOTE va dnuioupyndouv
TTEIOTIKA JNVUPATA Kal va dnuioupynBei pia pakpoxpdévia oUvOEan E TO KOIVO.

2€ NEAETN TTOU BI1ECAXON aTTd TNV Nielsen, n cuvaloOnUATIKr avTaTtokpion aTrod
TOUG KATAVOAWTEC TTOU TTapakoAouBnoav dla@nuicEIS TTOU EQAPPOCaY TETOIOU
€idoug oTpaTnyIKES, TTPOKAAECAV 23% augnon TwV TTWARCEWY O€ OXEON HE TIG
ATTAEG TTANPOPOPIAKES DIAPNUIOEIG.

(We’re ruled by our emotions, and so are the ads we watch. Nielsen., 2022,
July 21). https://www.nielsen.com)

Koivwvikn atrdédeign

H kovwvikh atrodeign eival évag 6pog TTou XPNOIKOTIOIEITAl VIO VA TTEPIYPAWEI
TNV I0€A OTI 01 AVOPWTTOI TEIVOUV VA avTIYPAPOUV TIG EVEPYEIEG KAI TIG ATTOPACEIG
AAAwWV avBpwTTwV 6Tav dev gival oiyoupol yia TO TTWG VA EVEPYIOOUV.

210 Marketing, n évvola autr epapudleTal woTeva evBappuvovTal ol TTEAATEG
VO JOIPACTOUV BETIKEG TOUG EUTTEIPIEG YE TIG ETTIXEIPIOEIS YIA VA TTIPOCEAKUOOUV
VEOUG TTEAATEG.

H TTpoBoAf HOPTUPILV KAl KPITIKWV OTA PECA TTPowONnong Kal OTIG OeAidEG
KATaXwPIoNG TTPOIGVTWV gival 0 TTI0 ouvnBIoPEVOS TPOTTOG VIO VA EQAPUOCTEI N
KOIVWVIKA atrodeign. Autrp n péEBOdOG €xel atrodeixBei  ATTOTEAEOUATIKN,
O0edopévou OTI T0 83% TWV AYOPACTWYV EUTTIOTEUETAI TIG KPITIKEGC GAAAWV
KatavoAwTwyv o€ oxéon Me TN Oloenuion Tng  etaipeiag.  (SANAK-
KOSMOWSKA, K. (2023)

Emidpaon doAwparog (Decoy Effect)

Atlo avagopdg atroTeAei To gaivopevo Tou doAwpaTtog. Mia uéBodo oTnv oTroia
Tapouoiddetal yia Tpitn €mmAoyr (Asymmetrically dominated) yia Tnv aAAayn
TWV TTPOTIMACEWY TWV TTEAATWYV PETALU dUO KUPIWV £TTIAOYWV. [Na TTapadeiyua,
Ta goTiatopia ypriyopng eotiaong (fast food restaurants) rpoc@épouv Tpia
MEYEBN AVAWUKTIKWY HPE MIKPES BIAQOPES OTNV TIUA WOTE va ETTNPEACTOUV Ol
TTEAATEG VA ETTIAEEOUV TO HEYAAUTEPO PEYEDOG KAl VO TTANPWOOUV TTEPICOOTEPO.

H apxn aut xpnoIYOTIOIEITAlI EUPEWG ATTO TIG JAPKES Yia va evioxuBouv ol
OTPATNYIKES TIMOAOYNONG TOUG. TO QaIVOUEVO TOU BOAWMATOG €ival XProIUo yid
TIG ETTIXEIPAOEIG va TTWAOUV OIOKPITIKA TA TIPOIOVTA TOUG, TTPOCPEPOVTAG
TTAPAAANAQ TTEPICTOTEPES ETTIAOYEG VIO TOUG TTEAATEG.

2XETIKA PE TNV TIMOAGYNOT), KABWG N TTPOCPOPA UTTEPBOAIKA TTOAAWYV ETTIAOYWV
MTTOPEI VO TTPOKAAECEI GUYXUON OTOUG duvNTIKOUG TTEAATEG OWOTO Ba ATAV Va
uttipxe MIa €mAoyrl OOAwPa TTOAU €AKUOTIKR, €I0IKA av n €TTIAOYr TTOU
emOupeite dev givail n emAoyr d6Awa.
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TENOG, n TOTTOBETNON MIAG ETTOUUNTAG ETTIAOYAG OTN YECT TNG O€IPAG, KaBWG ol
AavBpwTrol Teivouv va eTMIAEyouV TN Peoaia etmAoyr avegdptnta atrd Tnv adia.
(Aimé, P. and Griinbeck, J., 2019, P. 3-4)

ZuvoyilovTtag

H wuyxoAoyia atroTeAei éva avatroéoTTaoTo HEPOG JIOG ETTITUXNMEVNG OTPATNYIKAG
Marketing. EmTpéTrel oToug TTWANTEG KAl TOUG IBIOKTATEG ETTIXEIPHOEWY VA
KATOVON|OOUV TN OUMPTTEPIPOPAE TWV TTEAATWV-OTOXWVY KAl va avatiTugouv
d1dpopeg oTparnyikég Marketing o1 otroieg  Taipidouv  KAAUTEPA  OTIG
ETTIXEIPAOEIG TOUG.

Méoa ammd O1a@opoug TPOTTOUG E€QAPUOYNG TWV WUXOAOYIKWV apXwV, n
eQappoyr TNG WwuxoAloyiag Tou Marketing putropei va TTpoodwaoeEl avTaywvioTIKO
TTAEOVEKTNUG OTNV ayopd. (Jones, J., 2022, How psychology is used in Marketing
strategies. PRable. https://prable.org/blog/psychology-in-Marketing)

XpNon Twv ePYAAEiwV TNG
Neuposemiotiung oto Marketing

NMou epapuéleral To NeuroMarketing

YTapXouv TTOANEG  eTaIpEieg, 10iWG  MEYAAEG TTOAUEBVIKEG, TTOU  €XOUV
emaAnBevoel Tig duvatdtnTeg Tou NeuroMarketing. @cwpeital éva amd Ta
MOvTéEAa KailvoTopiaog Trou Ba  aAAGEouv TOov  TPOTIO  AgiToupyiag Twv
ETTIXEIPNOCEWV TA ETTOPEVA XPOVIA, aKPIBWG €TTEIO ATTOTEAEI TNV 1DAVIKN
TTpooéyyion yia Tnv avaAuon k&Be katdoTaong oTnVv OTroia UTTAPXEI OXEON
METALU €PEBICUATOG KAl CUUTTEPIPOPIKAG ATTOKPIONG. AV XPNOIUOTIOINOEI CWOTA
Kal hJE NBIKG TPOTTO, YTTOPEI TTPAYUATIKA va odnyAoel o€ Babid katavonon Twv
AVTIOPACEWYV TWV KATAVOAWTWY O€ Jia dla@riuion, éva TTpoidv, Jia CUOKEUAaoia
N Mo Ynelakn OIETTagn.

O1 TOuEIC OTOUG OTTOIOUG WTTOPEI va €QAPUOOTE €ival €TTiong TTOoAAoI. TNa
TTAPAdEIYUA, T TPOQPINA KAl TA TTOTA 1) N WN@IAKr TEXVOAOYia, KAl YEVIKOTEPO
EKEIVOI Ol TOUEIG OTTOU €ival OTPATNYIKAG oNUAciag yia TNV JEAETN dladikaoiag
AMuwng ammopdoewyv evog atdépou. To NeuroMarketing ptropei eTmopévwg va
eQappooTei oe OAoUg Toug TouEiGc Tou Marketing kai TnNG €TTIKOIVWVIOG, OAAG
MTTOPEI €TTIONG VA EQAPUOCTEI OTIG TEXVIKEG TTWAACEWV 11 OTOV TOPEQ TNG
avBpwTivng atmédoong €Pappolovidg To oTnv evOuvdpwon Twv AWV
degloTTWV 1} 0TN dlaxEipIon TOU AyXOUG.

(NeuroMarketing Fundamentals Google. Available at:
https://www.google.gr/books/edition/NeuroMarketing)
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EpyaAcia HEAETNG CUUTTEPIPOPAG KAI KATAYPOAPN
TNG OPACTNPIOTNTAG TOU EYKEPAAOU : (NAEKTPIKAG
Kal BIOpETPIaG)

Otmrwg avagépbnke oTo 2° kepdAaio, To NeuroMarketing eival évag Topéag mou
OuvOUAdel Tn VEUPOETIOTAUN Kal TOo Marketing yia tnv karavonon 1ng
OUMTTEPIPOPAC TwV KaTavaAwTwyv. 210 NeuroMarketing TtrepiAaupaverar n
MEAETN TWV avTIOPAcEWY Tou eykKePAAou o gpebioparta Tou Marketing, 6TTWG
OUOKEUQOIES TTPOIOVTWYV, dIAQNUIOEIG 1] OTPATNYIKES TIMOAOYNONG, UE OKOTTO va
QATTOKTNOOUV YVWOEIG OXETIKA HE TIG TIPOTIMACEIS TWV TIEAATWV KOl TIG
dladikaoieg  AQWng ammo@AcEwv  WOTE va  uAoTroinGsi  n TTWANnON.
(https://www.researchgate.net/publication/323495486_Consumer_neuroscien
ce_for_Marketing_researchers)

H veupoetmiothun, amd tnv GAAn TTAcupd, €ival n €MOTNUOVIKA WEAETN TOU
VEUPIKOU OUCTAPATOG, CUMTTEPIAQUPBavopévou Tou eyke@AAou. MeplAapBavel
OIAQPOPEG TEXVIKES Kal PEBOBOUG yia Tn digpelvnon TnG OOMNG, TNG AEIToupyiag
Kal TNG OpaoTNPIOTNTAG TOU EYKEPAAOU.

Otav TTpoOKEITAI YIA TNV KATAYPA®r) TOU avOpwTrivou eyke@AaAou, 1600 TO
NeuroMarketing 0600 Kal n VEUPOETTICTAUN  XPNOIMOTTOIOUV  BIAPOPES
TEXVOAoyieg Kal peBodooyies. AuTog gival kal o Adyog TTou To NeuroMarketing,
MOG €1I0AYEl OTO XWPEO TOU aouVveidNTOU aAAG Kal Tou AoyiKoU (TT.X. OTTOQACEIG
ayopdg¢ Kal TrapopunTIkOTNTAG) (Harris et al., 2018- Plassmann et al., 2012)

AkoAouBouv opiouéveg aTTd TIGC OUVHBWS XPNOINOTTOIOUUEVEG TEXVIKEG:

HAekTpoeykepaloypagia (EEG): To EEG perpd tnv nAekTpikr dpaoTtnpidtnTa
TOU €YKEQAAOU pPE TNV TOTTOBETNON NAEKTPOJIWV OTO TPIXWTO TNG KEPAARG.
Kataypdeel poTiBa eyKEQAAIKWY KUPATWY Kal TTOPEXEI TTANPOPOPIEG OXETIKA HE
TIG OUVOAIKEG KATOOTAOEIG TOU EYKEPAAOU, OTTWG N TTPOCOXNA, N XaAGpwaon 1 n
déopeuon. XpnoigoTtrolgital ouvnBwg otnv €peuva NeuroMarketing yia tTnv
agloAOynon Twv avTidPATEWY TwV KATAVOAWTWYV o€ did@opa epeBiopara.

Agitoupyikn) arreikévion payvntikou cuvTtoviopou (fMRI): H fMRI Aeitoupyél
MEOW TWV METPNOEWV TwV OANQyWwV OTn POr} TOU Aiyatog Kal Ta ETTTTEdQ
oguydvwong oTov  eYKEPOAO, ONMUIOUPYWVTAC AETTTOMEPEIC €IKOVEG TNG
EYKEQAAIKNG OpacTnpidTnTag. AuTO TTpoodidel onuavTik Pordcia oToug
EPEUVNTEG VA KATOVONOOUV TIOIEG TTEPIOXEG TOU EYKEPAAOU EUTTAEKOVTOI OE
OUYKEKPIPEVEG EPYATIES 1 EPTTEIPIEG, OCUUTTEPIAQUPBAVOUEVWV TWV DIOBIKACIWY
AN atropacewyv Twv KatavaAwTwv. (Opris, |. et al. 2020, P. 75)
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‘Eva Tapadeypa

Av kal n dueon onuacia TNG yia TOUG EUTTOPOUG QTTAITEI TTEPAITEPW
dlaAeukavon, ol Hedgcock kal Rao (2009) kdvovtag Xprion Tou payvnTtikou
TOMOYPAQPOU, £EETOCAV TOV TPOTTO WE TOV OTTOIO OI TTAPATNPNTEG dlaxelpidovTal
OUOKOAEG TTIANOYEG O€ pia ayopaaoTikr) diadikaaoia.

H eilcaywyn piog TpitnG €TTIAOYRG TOU €Kave va OIATTIOTWOOoUV OTI dIAQOPOl
AvBpwTTOI TIPAV HIa ATTOPACT YPNYoPOTEPO EAAXIOTOTTOIWVTAG TA APVNTIKA
ouvalodnuarta Tou oXeTiCovral heE TNV agloAdynon dUo AlyOTEPO EAKUOTIKWV
ETTIAOYWV.

O1 Santos k.d. (2011, P. 77) utrip&av diaTtTpUcIol KPUKES yia TNnG 10€ag OTI O
KOIANIOKOG TTPOUETWTTIAIOG PAOIOG UTTOPEI va PNV €ival KOPPBIKOG KaTtd To oTAdIO0
TNG amoéPaong TTPOTIMNONG MAPKAG. H peAéTn Toug atmmokaAuwe au&nuévn
OpacTnEIOTNTA TOU KOIANIOKOU TTPOUETWTTIAIOU @AOIOU META Tn AfWn NG
ETMIAOYNG, IDIAITEPA YIA TIG OETIKES HAPKEG.

O1 Knutson k.da. (2007, P. 147-156) mpoTElvav OTI O ATTOQPACEIS QyOopPAg
TTEPINAUPBAVOUV EKTINACEIG AVAPEVOPEVWY KEPDBWV Kal {NUILV. H peAETN TOug
uTTédEICE OTI BIaKPITA POTIRA eykeE@AAIKAG dpacTnpIdTNTag Ba pTTopoucav va
TTPOBAEWoOUV TIG ayopaoTIKEG €TTIAOYEG. OI TTPOTIUNOEIS EVEPYOTTOIOUCQV TOV
TTUpriva accumbens TTpIv aTTd TIG ATTOPACEIS AYOPAGS, EVW OI UTTEPPOAIKES TIUEG
gvepyoTrolouocav Tn vnoida Kal ATTEVEPYOTTOIOUCAV TOV PECO TTPOPETWITIAIO
@A0I6. Mg Tn peEAETN QuTH TTpOXWPENOAV KAl GAAEC PEAETEGC PE OKOTTO TNV
Karavonon Kal TN XopToypd@non TwV VEUPWVIKWY UTTOYPAPWY NG
QYOPACTIKAG CUUTTEPIPOPAG.

Topoypagia ektroputrAg TTodITpoviwyv (PET)

O1 Topoypagiec PET tmapakoAouBouv Tnv Katavoun padlevepywy IXvnOeTwy
OTOV EYKEPAAO YIa TN PETPNON TNG METAPBOAIKAG dpacTtnpidtnTag. O1I PET scans
€XOUV TNV IKAvOTNTA va O€IEOUV TTOIEG TTEPIOXES TOU EYKEPAAOU Eival TTIO EVEPYEG
KaTd TN OIAPKEIA CUYKEKPIPEVWV EPYATIWY 1 ouvaloOnudTwy. (Wong, D.F. et al.
, 2003, Available at: https://www.ncbi.nim.nih.gov)

Mayvnrogyke@aloypagia (MEG)

H MEG petpd Ta payvnmikd Tredia TTou dnuioupyouvTtal atmd Tn VEUPIKN
OpacTnPIOTNTA OTOV EYKEPAAO. MNMapéxXel AKPIBEIS XPOVIKES TTANPOPOPIES OXETIKA
ME TIG EYKEPAAIKEG avTIOPACEIG, ONBWVTAG TOUG EPEUVNTEG VA KATAVOROOUV TN
XPOVIKH QUVANIKI TWV YVWOTIKWVY OIEPYATIWV.

MapakoAouBnon Twv patiwyv ( Eye-tracking glasses)

H texvoAoyia Eye-tracking TTapakoAouBei TIG KIVIOEIS TV PATIWV Kal Ta JoTiRa
TOU BAEUMPATOG yIa VO KATAVONOElN TTOU KATEUBUVOUV Ta ATOUA TNV TTPOCOXNA
Toug. BonBda oTtov eviomond Twv OToIXEiwv Tou UAIKoU Marketing Trou
TIPOCEAKUOUV TNV TTPOCOXN Kal ETTNPEACOUV TV AVTIANYWN TWV KATAVAAWTWV.
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FaABavikn arokpion Tou dépuarog (GSR)

H GSR petpd aAAayég oTnv NAEKTPIKN aywyiuoTnTa TOU OEPPATOC, OI OTTOIEG
MTTOpOUV va uttodnAwvouv cuvaiodnuartikr OliEyepon 1 oTpes. BonbBd Toug
EPEUVNTEG VO KATAVONOOUV TOV OUuvVaAIOBNUATIKO QVTIKTUTTO TWV €PEBIOUATWYV
Marketing oToug KOTAVOAWTEG.

AgiToupyikn pacuatookoTria eyyug utrepuBpou (fNIRS)

H fNIRS petpd T aAAayéc ota emimeda ofuydvwong Tou aiuaTtog OTov
eykEpaAo, rapopola pe v FIMRI, aAAd xpnoipgotroiwvTag utrépuBpo wg. Eival
@opnTt Kol AlyOTEPO  TTEPIOPICTIKN, KABIOTWVTAG TNV  KATAAANAN yia
TTEPIBAANOVTA TTPAYUOTIKOU KOOHOU Kal HEAETEG TTOU TTEPIAAPBAVOUV Kivnon.

AUTEG 01 TEXVIKEG TTapEXOUV TTOAUTIMA dedopéva TTOU PITTOPOUV va avaAuBouv
yIO VA ATTOKTNOOUV YVWOEIG OXETIKA E TN CUUTTEPIPOPA KAl TIG TTPOTIMACEIG TWV
KatavoAwTwyv. Mg Tnv kKaravonon Tou TPOTIOU PE TOV OTIOI0 O E€YKEPAAOG
avtatrokpivetal oTa  gpebioyara  Marketing, o1 €Taipeieg  pmmopouv  va
BeEATIOTOTTOIOOUV TIG OTPATNYIKEG TOUG, VA TTPOCAPHOCOUV Ta UNVUPATA TOUG
Kal va gvioxuoouv Tn déoueuon Twv TreAatwy. QoTéoo0, agidel va onueiwbei ol
QUTEG Ol TEXVIKEG £XOUV TTEPIOPICHOUG Kal N gPPNVEIa Twv OeOOUEVWYV TOU
eyKePAAou atraitei €¢e1dikeuon OTIC VEUPOETTIOTHES KAl TN OTATIOTIKN yId VA
ammopeuxBei n utrepatrAouoTeuon 1 n  Tapgpunveia (EEG, Meg and
neuromodulatory approaches to explore cognition: Current status and Future
Directions, Brain and Cognition. , 2021, Available at: https://www.sciencedirect.com)
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Functional Magnetic Resonance Imaging (fMRI)
Positron Emission Tomography (PET)
Functional Infrared Spectroscopy (fNIRS)
Electroencephalography (EEG)
Magnetoencephalography (MEG)

Steady-Skin Topography (SST)

Single Photon Emission Tomography (SPET)

% %R Rk %%

Eye-Tracking (ET)
Electromyography (EMG)
Galvanic Skin Response (GSR)
Electrocardiogram (ECG)

e P

V' surveys, focus groups, interviews, and
Self-Report observation

. v" Implicit association test (IAT
Behavioural measurements P ( )

https://neuroscirn.org/2021v4i3no79/
Biopetpia

Ta epyaAeia Tou avaAubnkav, ovopdldovtal BIOPETPIKOI avayvwoTeG Kal BonBouv oTIg
METPROEIG KAl TOUG UTTOAOYICHOUG TOU CWHATOSG HECW TNG BlopeTpiag. Ta BiopeTpikd
oedopéva cuuTTEPIAGPBAvVOUV UTTOAOYICHOUG Kal PMETPROEIG TTOU TTPOKUTITOUV aTrd TNV
€IOIKN TEXVIKN €TTECEPYAOIA TWV QUOIKWY, OCUUTTEPIPOPIKWY KAl  QUOIOAOYIKWYV
XOPAKTNPIOTIKWY VOGS ATOUOU.

Ta epyaAcic autd, Ponbolv  oTnv avayvwpion Tng ipidag, TG QWVAG, TN
TTAPAKOAOUBNON TWV PATIWV KAl OTIG COPWOEIG DAKTUAIKWY OTTOTUTTWHATWY. MapdAia
QUTA, TO OUYKEKPIYEVA TTPOCOWTTIKG Oedouéva  Oev  TepIiopifovial OTOo  va
XPNoIuoTroloUvTal  oTn PBIOYETPIK)  TOTOTToiNON  TauTtétnTag.  OTroloodnTTOoTE
UTTOAOYIOUOG A HETPNON TOU avOPWTTIVOU CWUATOG PTToPEi va BewpnBei kaTolo €idog
BiopeTpikoU, OTTWG TO OXAMA TOU KEQOAIOU [ TOU TIPOCWTIOU, N EYKEQOAAIKN
OpacTNEIOTNTA, Ol EKPPACEIG Kal GAAQL.

H diadikaoia auTtr) ouvioTd, €¢ETaON Kal TTEPIAOUPBAVEI TNV €QAPUOYA MIAG TEXVIKNG
OUOKEUAG YIO TNV KOTAypo®r METPACEWV Kal UTTOAOYIOUWY Tou OwpaTog. la
TaPAdEIyUa, O avayvwoTng OOKTUAIKWY OTTOTUTTWHATWY  €ival  €va  eUPEWG
XPNOIUOTIOIOUUEVO BIOUETPIKG £PYAAEIO KAl PTTOPEI VA XAPAKTNPIOTEN WG BIOPETPIKOG
éAeyxog. Mia GAAN pop@r BIOUETPIKOU €AEYXOU XPNOIKOTTOIE yia TTAPAdEIyHa TNV
nAekTpoeyke@aloypagia (EEG) yia Tn Awn yVWOTIKWY PHETPAOEWV.

‘Eva nAektpoeykeparoypdonua (EEG) kaBwg givail BIOPETPIKOG avayvwoTnG, aviXVEUEl
MOKPOOKOTTIKA TO EYKEQAAIKA KUpaTa. H ouykekpipgévn TTpootyyion Bewpeital wg yia
UTTOOXOMEVN TEXVIKA YIOQ TN TTApaywyn £vog BIOUETPIKOU TTpoTUTTou. H dpaacTtnpidtnta
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TOU eyKEPAAOU 1 oTToia PETPIETAI €ival KOBOAIKR, Oev UTTOPEI €EUKOAQ va TTAPOKAUPOE]
Kal uttépxel apBovn KAIvikA BiBAloypagia TTou deixvel T Jovadikh Kal JOvIPN euon
OUYKEKPIMEVWV XOPAKTNPIOTIKWY TTOU JUTTopEi va TrapakoAoubroel To EEG. (Memory
training: The effects of substances, neurons, psychology, and Marketing by
Jane Hampton - books on Google Play (no date) Google. Available at:
https://play.google.com/store/books)

Ti eival éva BlopeTpIkd pavTeRoU;

2¢ €va BIOPETPIKO OUOTNUA, OTO OTTOIO ATTAITOUVTAl TTPOCWTTIKA OeDOMEVA YIa TNV
TTPOGRacn, KABe drouo TTPETTEl va AdBel Ta dedopéva Tou atrd Evav PIOPETPIKO CapwTH.
AuTé ptropei va TTepIAauBavel cdpworn SOKTUAIKWY ATTOTUTTWUATWY, TNG ip1dag, , Tou
TIPOCWTTOU Kal GAAOUG TUTTOUG GUAAOYAG Sedopéviuv, avaAOYa WE TIG ATTAITHOEIG KOl
TNV ao@AAEIa TOU CUCTANATOG. Z€ éva pavTeRoU PIOETpIag, Ta avaykaia OedouEéva TOU
OUCTANATOG avayVWPIoNG KATAYPAPOVTAl HECW TEXVIKWY HECWV.

AuTO TTOU TTPETTEl VA AdBoUNE UTTOWIV Kal TTOU Ba avaAuBei eKTEVEOTEPA OTO TEAEUTAIO
KEPAAQIO, OXETICETAI PE TOV EAEYXO TTIPOCBACNG OO0 Kal TRV €PEUVA YIA T EYKEQAAIKA
KUpara. Katd d1a@opoug Kaipoug £XouUV TEBE epWTAPATA OXETIKA JE TNV AOQAAEIA TWV
Biopetpikwv dedopévwy. H BIOPETPIKN ao@AAEIa XapaKTnpileTal aTTO OPICHEVOUG WG
MIa 1oxupr] HEBodOG emmaAnBeuong. Autd eival AOyo TNG IKAvOTNTAG QGVAYVWPEIONG
QKPIBWYV BIOPETPIKWY XAPAKTNPIOTIKWY TTOU €ival JoVadIKA yIa TO CUYKEKPINEVO ATOWO.
MapdAa autd, n a1ToBriKeEUON Kal TTPOCTACIO TWV TTPOCWTTIKWY OEBOUEVWY EXOUV
TOAAG epwTAuaTa. Ze OAa Ta TTEPIBAANAOVTA, O TTPOCWTTIKEG TTANPOYOPIES aTTO TIG
OapwaoeIg BIOPETPIKAG TEXVOAOYIAG UTTOPOUV va XpNOIKMOTIoINBoUV yia TNV avayvwpeion
n/Kal TNV TTOPATToiNGN XPNOTWVY KAl UTTOKEINEVWY €peuvag. AKOPO Kal TA CUOTHUATA
TTOU aTToBnKeUOUV TIG TTANPOPOPIEG TTOU PTTOPOUV VA TAUTOTTOINBOUV TTPOCWTTIKG aTTd
TO APXEia TWV XPNOTWV BEV AiPOUV AUTEG TIC AVNOUXIES YIA TNV TTPOCTATIA TNG IBIWTIKAG
CwNG Twv dedopEvwy. Q¢ EVOEIEN TOU TTOOO eUpPEwGg £XeEl CaTTAWBEl auTh N oulATNON
eKTOG TOU €I0IKOU TTEdioU TNG PIOUETPIOG, TTEPIOBIKA OTTWG auTd TToU dnuoaislovTal atro
Tnv Association for Computing Machinery éxouv eyeipel EpWTAPOTO OXETIKA ME TO
Ocdopéva  EYYEYPOUUEVWY XPNOTWV Kal Tn duvardtnTa €QAPPOYAG PBIOPETPIKAG
TAUTOTTOINONG XWPIG TN PNTI CUYKATABECN TWV XPNOTWV.

Mwg xpnoiyoTroiouvTal Ta BIOPETPIKA OTOIXEIA yIa TV TAUTOTTOINON Kal TV
auBgvTiKoTTOINON;

H BloueTpIKA TAUTOTTOINGN XPNOIMOTIOIEITAI O€ pUBUIoEIS EAEyxou TTpOoRaong,
woTe va d100QaAIOTEN OTI HOVO 0 ££0UCIODOTNPEVOC XPrOTNG £XEl TTPOCOBACN. €
QUTEG TIG PUBNIOEIG XPNOIKMOTTOIOUVTAl OUVHBWG UTTOAOYIOUOU KOl PETPROEIG,
OTTWG N avayvwpion ewvng, N avayvwpeion ipidag Kal n odpwaorn dAKTUAIKWY
ATTOTUTTWHATWY. Na TTapddeiypa, o avayvwoTng OAKTUAIKWY ATTOTUTTWHATWY
0 oTtroiog TTAéov PBpiokeTal o€ TTOAG smartphones utropei va oxetifetal e
TAIOIWTIKA £yypa®a A Yo odpwon ipIdag PTTOPET VO OXETICETAI PE EAEYXOUG
ac@alAciag yia tnv TTpoécPacn o€ KTipia. O1 epeuvnTéG £XOUV TTPOTEIVEL OTI TA
EVKEQOAAIKA KUPATA TO OTToia METPOUVTAl ATTO TA NAEKTPOEYKEPAAOYPAPNUa
(EEG) 6a utmropoucav va xpnoidoTroinBouv o€ pubuicelc TTou atraitouv
aouveidnTn A ouvexr BIOUETPIKA TTIOTOTTOINON TAUTOTNTAG. H Xprion Tou EEG
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O€ QUTEG TIG PUBIOEIG, Eival aKOPN €va UTTOBETIKO OEVAPIO, TTOU XPNOIKOTTOIEITAI
KUpiwg o€ epeUVNTIKEG DOKIUEG.

Eidn BioueTpiag

MTtTopoUv va xpnolgotroinBouv d&i1d@opol TUTTOI PBIOPETPIKWY a1oONThRpWY,
avaloya pe Tn puBuion. H ipida, to mpdowTro, To auTi, N @wvr, T0 dAKTUAIKO
ATTOTUTTWHA, aKOPN Kal To BAdIoPa XpnolhoTrolouvTal TTAEov o€ TTEPIBAAAOVTA
eNéyxou TIpooBacng. To nAektpoeykepaloypdenua (EEG) Bewpeital
BIOMETPIKOG aIoBNTAPAG, KABWG Ta NAEKTPODIA UETPOUV TA EYKEPAAIKA KUPOTA.
(Biometrics, 2022, EMOTIV. Available at:
https://www.emotiv.com/glossary/biometrics)

Moiol gival o1 Kupiapyol TPOTTol yia TN CUAAOYA
Kol ETTESEPYATia TWV OEOONEVWYV OXETIKA ME TN
OUMTTEPIPOPA TWV KATAVOAWTWYV;

MNa va yivel avTIANTITl N OUMTTEPIPOPA TWV AYOPAOTWY, TIPETTEI VA YiVEl
KaravonTtd OxI PJOVO TO TIWG OKEPTOVTAl, OAAG KAl TTWG aioBdavovTal ol
KATAVOAWTEG yia TIG BIAQOPESG eEVOANAKTIKEG AUCEIG TTOU BpioKovTal oTnV ayopd,
TTWG OKEPTOVTAI KAI TTWG ETTIAEYOUV dNAADH, METAEU DIAPOPETIKWYV ETTIAOYWV.

Ta KivnTpa Ta oTT0ia ETTNPEACOUV TN CUPTTEPIPOPA TWV KATAVAAWTWYV €ival TOOO
EKTEVH TTOU YIa TN HEAETN TOUG N XPAON BIOPOPETIKWYV PEBODWYV Epeuvag ayopdg
gival avaykaia. O1 yéBodol auTég Ba TTPETTEI va CUAAEYOUV TOGO TTOCOTIKA OGO
Kal TToloTIKG dedopéva. Oplopéveg ouviBeig péBodol ouAAoyAg dedouévwv
givai:

‘Epeuveg

O1 épeuveg gival pia atro TIG 1010 dNUOPIANG HEBODOG yia TN CUAAOYH dedOoUEVWV
OXETIKA PE TN CUPTTEPIPOPA TwV ayopaoTwV. O TNAEQPWVIKEG, dIAdIKTUOKES 1
TIPOOWTTIKEG  €PEUVEG  €XOUV TNV IKAVOTNTA VA  TTOPEXOUV  TTOOOTIKEG
TTANPOPOPIEG OXETIKA PE TN CUPTTEPIPOPA, TIG ATTOYEIG KA TIG TIPOTINAOEIG TWV
TTEAATWV.

Ouadeg eoTiaong

O1 OuvTOVIOPEVEG, MIKPEG OUCNTAOEIC TWV KATAVOAWTWY OXETIKA HE €va
OUYKEKPIPEVO ayaBo ) uttnpeoia ovoupdlovTal opadeg eotiaong. O opadeg
€0TIAONG TTAPEXOUV TTOIOTIKEG TTANPOQPOPIEG OXETIKA ME TIG ATTOWEIG KAl TIG
YVWHEG TWV KATAVOAWTWYV, KABWG Kal TTANPOQOPIES YIa TOV TPOTTO UE TOV OTTOIO0
o1 TTEAATEG AAANAOETTIOPOUV HE TA TTPOIOVTA KA TIG UTTNPETIEG.

2uvevTeUEIg

O1 ouvevTelEEIC ayopaoTwy €XOUV TNV IKAVOTNTA VO TTAPEXOUV AETTTOUEPN
OTOIXEIQ YIA TIG OTACEIG, TN CUPTTEPIPOPT, KAl TIG TTPOTIMACEIG TwV TTEAATWYV. Ol
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OUVEVTEUCEIG MPTTOPOUV va  OIEayxBouv €iTE AUTOTTPOOWTIWG  EiTE HEOW
TNAEQUWVOU KOl JTTOPOUV VO TTOPEXOUV TIOIOTIKG Oedouéva  €XOvVTag WG
ATTOTEAEC A VA EVIOXUOOUV TA TTOOOTIKA dedopéva.

MaparnpRoeig

H épeuva TTapaTipnong CUVETTAYETAI TNV KATAyPa®n Kal TTapakoAoudnaon Twv
QAyopaoTwV oTO QUOIKS Toug TTEPIBAAANOV. AuTr N HEBODOG £xEl TNV IKAVOTATA VA
BonBricel OTOV  EVTOTTIONO  TTPOTUTTWV  CUUTTEPIPOPAS  TTPOCYPEPOVTAG
TTANPOPOPIES yIA TOV TPOTTO YE TOV OTTOIO Ol KATAVOAWTEG EUTTAEKOVTAI YE TIG
UTTNPETIES KAl TA TTPOIOVTA.

Meipdpara

Ta meipdpara mepIAauBavouv TNV aAAayn PIag 1 TTEPICOOTEPWY UETABANTWYV
yla va diammoTweei T1 eTidpacn Ba €xel 0TN CUPTTEPIPOPA TwV TTEAATWYV. MTTOPEI
va OiegaxBei ite o€ eAeyxouevn TTEPIBAAAOVTIKA) avadAuon 1 oto TTedio Kal
MTTOpPEI va TTapAcxel TTANPOPOPIEC OXETIKA ME TIC OUVOECEIS METAEU TWV
METABANTWY KAl TNG CUMTTEPIPOPAS TWV KATAVAAWTWV.

AvdAuon dedopévv

Aedopéva atro TNyEG OTTWG dIABIKTUAKESG avaAUoelg, Oedopéva TTWANCEWY Kal
Méoa KOIVWVIKAG OIKTUwOoNG PTTopoUlv va avaAuBouv yia va katavonBei n
OUMTTEPIPOPA TwV TTEAaTwy. H péBOdOG auTr) CUVETTAYETAI TNV AvayvwpeIion
MOTIBwVv Kal TAoewv OTa OedOUEVA TTPOKEINEVOU va TTPOCOIOPICTOUV Ol
TIPOTIMAOEIG KAI N CUPTTEPIPOPA TWV KATAVOAWTWV.

O1 JIOBIKTUOKEG €PEUVEC €ival N TTIO ATTOTEAEOMATIKA MEBODOC dieCaywyng
MEAETWV OUUTTEPIPOPAS TWV KaTavaAwTwyv. EmTpémel va avoAubouv T1a
dedopéva e Tn dnuioupyia avagopwy yia TN ANWn KAAUTEpWY atToPAcewy. Ta
dedopéva PTTOPOUV €TTIONG va QIATpapioTouv. Me Bdon Ta atroTeAéouara, gival
ouvarti n TpoRAewn TG ATNONG Kail N SIapOPPwaon TNG OTPATNYIKAG TTWANCTEWVY
kal Marketing. Bon8d emmmpooBeTa, 0T0 OXEDIOONO HOVTEAWV TIHOASYNONG KAl
OTO MEYIOTO TTO0O TIOU MTTOPOUV va TIANPWOOUV Ol TTEAATEG yia MId
OUYKEKPIMEVN oéoun. (Bhat, A. 2023, Available at:
https://www.questionpro.com)
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40 KEQAAAIO Z10 HUOAO TOU
KATOVOAWTA (OPICHOG
OUMTTEPIPOPAG KATAVAAWTNR)

H WYuxohoyia (cuptrepigopd ) Tou KatavaAwTtr eival n digpeuvnon g
avlpwTivnG OCUUTTEPIPOPAS OoovV  a@opd Tov TPOTTIO ME TOV  OTIOIO
TIPAYHATOTIOIEI AYOPEG, TIG OUVABEIEG KAl TIG TIPOTIUACEIG TOU, OXETIKA HE TA
KATavoAwTIKA ayaBd. O Topéag auTtdg TTeEpIAQUBAVEl TNV avaAuon Tou TPOTTOU
ME TOV OTTOI0 T ATOPA QVTIOPOUV OTn OlAQNUIoN, TN OCUCKEUQOIa Kal TIG
oTpatnyikég Marketing TTou xpnoigoTrolouvTal yia Ta TTPOIOVTA AUTA.

H KatavaoAwTIKy CUuTTEPIPOPA €ival 0 TPOTTOG PE TOV OTTOIO Ol AvBpwTTOI
AauBavouv atmo@doelic pe Baon TIC AVAYKEG Kal TIG ETMOUMIEG TOUG Kal
akoAouBouUv PeTa aTrd pia apXikr aAAnAeTTidpaon.

MNa Tapadeiyua, 1moAAoi AvBpwTtrol oTapdTnoav va ayopdfdouv eTITTOAaIQ
avTikeipeva kata tn didpkeia TG ravdnuiag COVID-19 kal oTpd@nkav o€ €idn
TPWTNG avAykng ME OIKOAOYIKO UTTOBaBpo. H TUTTIKA ayopaoTIKr TOUg
oupTTEPIPOPA GAAagE Adyw TNG VEAG TOUG £0TIOONG OTA BACIKA.

O 6pog autdg etmivonBnke atmdé Toug Amos Tversky kai Daniel Kahneman kai
TOVIOoE OTI 01 AvBpwWTTOI TTPOTIMOUV va Kpatrioouv 100 doAdpia aTnv TGETTN TOUG
TTapd va Bpouv 100 doAdpia oto TTEC0dPOUIO.

OAol o1 avBpwTrol €Xouv €va OUVOAO BACIKWY OPXWV CUMTTEPIPOPAS Kal
yvwpifovtag TIolEG €ival QUTEC EITPETTOUV OTNV KABe emixeipnon, va
agloTToINoEl To ouvaiodnua kal va odnynBei oe mwAnoeig. (Das, D., Sarkar, A.,
& Debroy, A. , 2022, https://www.ncbi.nlm.nih.gov)
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MNarti gival onUAavTikhi n HEAETN TNG
OUMTTEPIPOPAS TOU KATAVAAWTH?

O1 emixeIpoeIg TTEVOUOUV TTOAU XPOVO Kal TTOPOUG OTO TTPOIOV 1) TNV UTTNPETia
Toug. Q¢ €K TOUTOU, €ival AvayKaio ol TTIPOCPOPES TOUG VA AVTATTOKPIVOVTAI OTIG
QVAYKEG TOU TTEAATOAOYIOU TOUG.

Mpokeipyévou, Aoimrdv, va dlao@aNIoTEl OTI Ta TTPOIOVTA, KOBWG Kal N hapkKa,
yivovtal atrodekTd atmd TOUG AyOopaoTEG, €ival ONUAVTIKO VA yVWPEICOUPE TI
B€Aouv o1 KaTavaAwTEG Kal TI gival TTIBavo va ayopAaoouy.

Importance of Consumer Behavior

"

.\

Better Marketing and Improve Customer Increase Customer
Communications Retention Loyalty

Better Plan Inventory Increase Sales Research Competition

& QuestionPro

https://www.questionpro.com/blog/consumer-behavior-definition/

H egéraon Twv ayopacTiKwv OuvnBeiwv Twv KATAVOAWTWY BonBd otnv
Katavonon TG avtaywvioTIKAG ayopds. H avdAuon auth emtpétrel Tn xapaén
oTPATNYIKAG YIa TN BEATIOTN TTAPOUCIACN TWV TTPOIOVTWY KAl TWV UTTNPECIWY JE
ATTWTEPO OTOXO TNV €Eao@AANIon Kal dlatipnon TOUu QVTAYWVIOTIKOU
TIAeoveKTAUATOG. OI EpWTACEIG TTOU Ba TTPETTEI va KAVEI KABE ETTIXEIpPNON OTOV
€aUTO TNG Ba TTPETTEI VA AQOPOUV TOV TTEAATN OTTWG:

O 1TeAATNG aOXOAEiTaI HE AAAEG HAPKEG;
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Ti TTapakivei Evav KatavaAwTr) va eTTIAEEEN TIG TTPOCPOPEG TOU AVTAYWVIOTH;

Exk@pdlouv ol uttown@iol TTEAATEG IKAVOTTOINON JE TA UTTAPXOVTA AVTAYWVIOTIKA
EMTTOPIKG onuaTa;

T1 avTaywVIOTIKO TTAEOVEKTNA £€XOUV KATTOIO OUYKEKPIMEVA TTPOIOVTA O€ OXEON
ME EKEIVA TWV AVTAYWVIOTWV;

O1 epwTACEIC aUTEG Ba avaAuBboUV eKTEVECTEPO OTA ETTOUEVA KEPAAQIQ.

TUTTOI AYOPAOTIKAG CUMTTEPIPOPAG (Ta 4 €idn TOU
KATOVAAWTR)

H ouptrepipopd Twv KATAOVOAWTWYV €ival n  AyvwoTn OuvIiIoTWod TNG
ayopaoTikAg diadikaciag. H €¢€ENIEN Tou emmTTédOU pIag TTwAnong, kabodnyeital
o€ MEYAAO BaBuG aTTd TIC TTPOTIMACEIS TWV KATAVOAWTWY. ZTO TTAPOV KEQAAaIO,
Ba avaAuBouv Ta TEoOEPQ OEVAPIA CUUTTEPIPOPAGS TWV KATAVOAWTWV.

Oikovouikog KatavaAwThg (Homo Economicus)

H kataywyr Tou "Homo Economicus" @aivetal yia TpwTn opd o€ £va dOKiUIo
y1a TNV TTOANITIKI] TOU QIAOCO@OU Kal TTONITIKOU 0IKOVOUOAGYyou TZov ZTiouapT MIA
10 1836

O katavoAwTAg eival éva Aoyikd ov (0pBoAOYIKOG KaTaVOAWTAG), KPIVEI
QVTIKEIMEVIKA, afloAoyei KABe evOAAOKTIKO TTPOIOV Kal ETTIAEYEI EKEIVO TTOU OiVel
TN MeyaAUTepn agia. ETTikevtpo €ival To TTPoIdv Kal n TIMR Tou KaBwg Oev
AauBaver uttéyn TN OUPPOAIKA agia €vOg TTPOIOVTOG KOl TOUG EGWYEVEIG
TTOPAYOVTEG TTOU €TTNPEACOUV TNV QYOPAOTIKA atrdé@acn. ZUUQwva WE
OUYKEKPIPEVEG VEOKAQOIKEG OIKOVOUIKEG BEWpPIES, 01 AvOpwWTTOI dIaypAPOVTal WG
1Idavikoi ANTITEG atTro@doewyv e TéAela TTpdoBacn o€ TTANPOQOpPIES, TTARPN
AOYIKOTNTO KOl CUVETTEIG OTOXOUG. [apdAa autd, ol ouyXpovol OIKOVOUOAQYOI
KaI EKEIVOI TTOU JEAETOUV TNV ETTIOTAMN TG VEUPOOIKOVOUIOG £XOuv atrodeitel OTi
ol AvBpwrTrol dev ival arrapaitnTa Aoyikoi aTn Afjyn piag ammégaong.

MaBnTIKOG KATaVAAWTAG

NAauBdavovtag pe TTeIBrvIio TPOTTO TNV TTPOROAN TWV UTTNPECIWY Kal TTPOIOVTWY,
0 TTadNTIKOG KATAVOAWTAG ayvoei To pOAo TTou diadpaparTidel 0 AvOpwIToG WG
AATTTNG ATTOPACEWV.

2UVaIoONUATIKOG KATAVAAWTAG

O kaTavoAwTnG TIAIPVEl AYOPAOCTIKEG OTTOPACEIS PACEI  UTTOKEIPMEVIKWV
KpITNpiwv 0TTwG aydar, ¢opog, utrepnedveia, atopyr, Tapd Baciléuevog o€
QVTIKEIMEVIKA KPITHPIA.

M'VwoTIKOSG KATaVOAWTAG
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O KATavOAWTAG QVTIPETWTTICETAI WG €VEPYOG OUAAEKTNG TTANPOPOPIWYV Yia
TTPOIOVTA WOTE VA TTAPEI IKAVOTTOINTIKEG AYOPACTIKEG ATTOPATEIC.

AyYVOEi TIG DIOPOPETIKEG TTEPITITWOEIG AWNGS ATTOPACEWV (TT.X. CUCTNHATIKEG
ayop€g). (https://eclass.aueb.gr/modules/document/file)

Molol TTapdayovTeg eTTNPEAJOUV T CUNTTEPIPOPA
TWV KATOVOAWTWYV;

2Up@wva pe Toug Kotler & Armstrong (2010), n KATtavaAwTIK) CUPTTEPIPOPA
ETTNPEACeTAl aTTO TTOAAOUG €0WTEPIKOUG OAAG Kal EWTEPIKOUG TTAPAYOVTEG,
OTTWG, Ol TIPOCWTTIKOI TTAPAYOVTEG, N OIKOYEVEIA, N KOUATOUPA, KAl Ol
KATOOTAOI0KOI, YuxXOAoyIKOi, TrepIBaAAovTikoi TTapdyovTeg Marketing.

O1 emmixeIpAoeIg TTPOCTTABOUV OUVEXWS va CUAAEyouv dedopéva yia va £XOUV
TNV IKavOTNTa va AGBOUV aTTOQACEIS YIa TO TTWGS JTTOPOUV VA TTPOCEYYIOOUV TO
KOIVO-OTOXO TOUG ME TOV TTIO TTapaywyikd Tpétro. Evw opiouéveg €Tmippoég
MTTOPEI va gival TTPOCWPIVEG Kal AAAEG UTTOPEI va €ival JOKPOXPOVIEG, AUTOI Ol
TTOPAYOVTEG UTTOPOUV va ETTNPEACOUV éva AToPo va odnynbei oe ayopd. Mo
QVOAUTIKA, Onuoypa@iké oToixeia, wuxoypa@ikd otoixeia (Tpétmog Cwng),
KivnTpa TTPOCWTTIKOTNTAG, YVWOEIG, OTAOEIG, TTETTOIOACEIC Kal ouvalotniuaTa
OAG KAl €GWTEPIKEG ETTIPPOEG OTTWG €ival N KOUATOUPA, UTTOKOUATOUPA, N
TOTTOBECTia, N €BVIKOTNTA, N KOIVWVIKN TAEN, OAdES ava@opPdg PE TTPONYOUUEVEG
EMTTEIPIEG, O TPOTTOC CWNG OuvioTOUV TTEPIBAAAOVTO TTOU €TTNPEAGlouv KABE
duvNTIKO KATAVOAWTH.

H avtiAnyn, Ta KivnTtpa, n otdon Kal ol TTETToIOA0EIC EVvOG aTOPoU BewpouvTal
WuxoAoyikoi TTapdyovteg. AANOI TTAPAYOVTEG OTTWG N TTPOCWTTIKOTNTA, TO
ETTITTEDO €1000MNPATOG, O TPOTTOG (WG KAl TO ETTAYYEAUA KATAYOPIOTTOIOUVTAI WG
TIPOOWTTIKOI  TTapAyovTeg. Ta KivnTpa E€ival €UENIKTA WOTE va €XOuv TNV
duvatoTnNTa va KAAUTITOUV TTOANOUG TOWEIG, OUMTTEPIAAUPBAVOUEVWV  TWV
KOIVWVIKWYV, QUCIOAOYIKWY, YVWOTIKWY KAl CUUTTEPIPOPIKWIV.

To KivnTpo PTTOPEl va €xel TIG pifeg Tou 0€ pia Bacikh avBpwTTivn avdykn yia
MEYIOTOTTOINON TNG €UXAPIOTNONG, EAAXIOTOTIOINCTN TOU CWHATIKOU TTOVOU Kl
MTTOpEl va TTEPINAPBAVEI CUYKEKPIPMEVEG QVAYKEG OTTWG N avaTTauon Kal TO
@aynto. QoTd00, Ta KivnTpa oUVOEOVTAl OTO TEAOG PE TO CUVAioONua.

Evdoyevn kai e§wyevi KivnTpa

Ta KivnTpa UTTOPEI va TTPOEPXOVTAl OTTO TOV €QUTO Pag (EowTePIKA) 1 atTd
GAAOUG avOPWTTOUG (ECWTEPIKA).

H evdoyevig A e0WTEPIKNA TTOPAKivnON €ival N TTapakivnon TTou kaBodnyeital
atrd TNV €uxapioTnon A yia To evOIA@EPOV YIa TO idI0 TO £pYO Kal UTTAPXEl JEoa
o010 dtopo Kal dev BacifeTal o€ OTTOINOATTIOTE €CWTEPIKA TTiEon. H €0wTEPIKA
TTapakivnon Pacietal Ox1 oTNV TTPOCTIABEIN VIO JIa EEWTEPIKA AVTANOIBH, GAAG
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oTnv ammoéAauaon NG dpacTnPIOTNTAG. Ta ECWTEPIKA KivnTPA HEAETWVTAI OTTO TIG
apx€G TNG dekaeTiag Tou 1970.

Ta ewyevA N eEwTEPIKA KivnTpa TTPOEPXOVTAl ATTO TO ECWTEPIKO TOU ATOMOU.
ZUuvABn €gwyevn KivnTpa €ival o1 avTauoIfEG, OTTWG N aTTEIAN TIWPIaG Kal Ta
xpruata. O aviaywviouog gival EwyeVNG TTEIBN EVOAPPUVEI TOV EKTEAEDTR VO
Kepdioel, OxI amAwG va atmroAaucel TIC EOWTEPIKEG AVTAMOIBEG TNG
dpacTtnpIdTnTag. O1 wvEéS Tou TTARBOUG, N Kpauyr, KABwWG Kal Ta TPOTTAIA Eival
emiong e€wyevn kivnTpa. (https://studycorgi.com/consumer-behavior-internal-
and-external-factors)

Factors influencing Consumer Behaviour

Personal factors

Social factors Psychological factors

B QuestionPro

https://www.questionpro.com/blog/consumer-behavior-definition/

KataoTao1akKoi TrTapAayovTeg

‘Exouv TTpoowpIvO XapakTHpa Kal TTEPIAAPBAVOUV QUOIKOUG TTAPAYOVTEG OTTWG
n TotroBeaia, n didTagn, Ta XPWMPATA, N POUCIKA, O QWTICNOG, aKOun Kal n
MUPWOIA evOG KataoTAuatog. O1 eTalpEieg TTPOCTTABOUV CUVEXWG VA KAVOUV
TOUG OUYKEKPIMEVOUG TTapAyovTeg 600 TO OuvatoOv TTIo €UVOIKOUG. AAAOI
KATOOTACIOKOI TTAPAYOVTEG CUUTTEPIAAMPBAVOUV TIG DIOKOTTEG, TOV XPOVO Kal TN
01GBeon TOU KATAVOAWTH.
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MpoowTriKoi TTapdyoVvTES

O1 mmapdyovteg autoi TTEPIAAUBAVOUV dNUOYPAPIKOUG TTAPAYOVTEG OTTWG TO
QUAO, TN nAKKia, TO €AyyeAPa, TO €1000NPa K.ATT. E€apTwvTal oI TTapAyovTeG
QUTOI ETTIONG OTTO TIG ATTOWEIG KAI TA EVOIAQEPOVTA TOU ATOMOU. Na TNV KaAUTEPN
avaAuon Kal Katavonon Twy KaTavaAwTwy, ol eTaipeieg eEETACOUV TTIO EVOEAEXN
TOV TPOTTO (WNG TOUG - TNV KABNUEPIVA) TOUG pouTiva, TIG dpaaTnPIOTNTEG
EANEUBEPOU XPOVOU K.ATT.

KolvwViKoi TTapdyovTeg

AUTOG O TTapdyovtag TTeEPIANQUPBAvEl €TTiONG TO ETTITTEdO €KTTAIdEUONG, TNV
KOIVWVIKA TAEN, TO €O6voTIKO Kai BpnokeuTikd uttoBabpo, Tov oeCoualikd
TIPOCAVATOAIOUO Kal TOUG avBpwITTOUG YUPW OdG - TNV OIKOYEVEIA, TOUG QIAOUG
N TO KOIVWVIKO OikTuo. OI B8IaQOoPETIKOI TTOAMITIONOI €XOUV  BIAQOPETIKES
TEAETOUPYIEG Kal €BIpa TTOU €TTNPEACOUV TOV TPOTTO PE TOV OTTOIO Ol AvBPWTTOI
Couv Tn Cwr) TOUG Kal Ta TTPOIOVTA TTOU ayopAlouv.

Ev katakAgidl, ol katavaAwTéG TnG idlag KoIvwVIKAG Tagng Ttrapoucidlouv
ouviBwg TTapdpola ayopaoTIKy CUUTTEPIPOPA. Ol TTEPICOOTEPOI EPEUVNTEG TNG
ayopdg €xouv KaTtaAeigel 6Tl n oikoyévela evog aTOPou eival €vag amd Toug
MEYAAUTEPOUG TTPOOBIOPIOTIKOUG TTAPAYOVTEG TG AYOPACTIKAG CUUTTEPIPOPAG.

YuxoAoyIkoi TrTapAyovTeg

H 1kavotnta €vog aTOPOU Vo KATAVOED TIG TTANPOQOPIES, N avTiAnwn Twv
QVOYKWYV KAl N VOOTPOTTia €TTNPEACOUV  ONUAVTIKA TNV KOTAVOAWTIKN
ouuTtrepIPopd. H avtidpaon katrolou o€ pia ekoTpateia Marketing e€aprtdrai
aTTod TIG TTETTOIBNAOEIG KAl TNV KATACOTAON Tou puaAou Tou. (Kotler, P., Armstrong,
G.M. and Balasubramanian, S. ,2023, P.161-172)

AvayvwpIouEVES BEWPIES KIVATPWYV

Mia avTtauoifr], UAIK 13 duAn, Trapoucidletal PET& Tnv €KONAWON MIag
OUMTTEPIPOPAG, ME OKOTTO VA TTPOKAAETEI TNV ETTAVAANWN TNG CUNTTEPIPOPAG. H
Bewpia KIVATPWY O0TOV KAGDO TNG WuxoAoyiag, avTINETWTTICEl TN CUUTTEPIPOPA
Kal Ta KivnTpa TOUu aTOPou oav va €1TnPeACovTal atmmo TTETTOIONCEIG, OTTWG N
OUMPHETOXNA O€ BIAPOPES OPACTNPIOTNTEG TTOU AVAUEVETAI VA €ival KEPOOPOPEG.

Mepikég Bewpieg KIVATPWY TTOU XpnoipoTroloUvTal oto Marketing €ivai:
MovTéAo dixotéunong Tng avaAtnong dia@uyng

H diaguyn kal n avadAtnon €ival onUavTiKoi TTapAyovTeG TTOU TTNPEACOUV TN
AMuwn ammo@doewyv. O dpaTTETIONOS €ival n avdykn va e@Uyouue aTrd Tnv
Kabnuepivy poutiva TG CwNG, eV N avalATnon TTEPIYPAPETAl WG N ETTIBUUIA
va UABoUE 1 VO OTTOKOMIOOUNE KATTOIO ECWTEPIKA OQEAN HECW Tou TaEIdIOU.
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Otwpia peiwong TNG oppnAg

Ta droua €xouv opiouéveg BIOAOYIKEG OppEG, OTTWG N diwa. KabBwg trepvacl o
XPOVOG, n duvaun TNG TTapOpuNong eTaugdveTal av Ogv IKAVOTTOIEITAl (OTAV
TTPOKEIYEVN TTEPITITWON PE TO vEPD). Me TNV IKavoTroinon Jiag Tapoépunong, N
I0XUG TNG TTAPOPPNONG MEIWVETA.

Oewpia TNG YVWOTIKAG ACUNPWVIag

H yvwoTik acup@wvia eu@avifetal oTav éva AToho PBIWVEl PIAa AOUVETTEIN
METAEU TWV ATTOWEWYV TOU YIa TO TTEPIBAAAOV YUPW TOU KAl TWV TTPOCWTTIKWV
TOU TTPAGEWYV KAl OUVAIoONUATWV.

AuTo TO €idoC oupTTEPIPOPAS cuuBaivel 6Tav o1 AvBpwTTol KAVOUV aKPIREC i
PIYOKIVOUVEG AYOPES KAl 0T OUVEXEID aloBdavovTal dBoAa r utrepdEPEVOIL YIa
TNV amo@acr] Toug. O1 KatavaAwTéG PTToPEl va avalnTioouv Kabnouxaouo,
TTANPOPOPIES 1 avaTpo@oddTNoN aT1rd AAAOUG yIa VO PEIWOOUV Tn ouyxuon.
(https://opencourses.ionio.gr)

MotéTnTa OTN pdpPKa

AuTOd oupPaivel 6tav ol TTEAATEG TTPAYMOTOTTOIOUV QYOpPEG ME EAAXIOTEG
TPOOTIABEIEG AYNng atTopacewy kal Marketing i avaltnong TTANPoOQopIwY.
Me Bdaon TTpoNYOUUEVEG EUTTEIPIES, £XEI UAOTTOINBEI pia TIOTOTATA OTN IAPKA KOl
KATTOIEG QYOPAOTIKEG OUVNBEIEG €XOVTAG WG OTTOTEAeOPa va ayopalouv
TTPAyPaTa atmd ouviBeia, eukoAia A e¢oikeiwan.

MoikiAn ayopaoTiKA CUUTTEPIPOPG

AUTO TO €id0G OUUTTEPIPOPAS cupPaivel OTAv oI TTEAATEG Oev EUTTAEKOVTAI O€
BaBog oTic atmmopdoeic ayopds, aAAd avalntolv povadikoTnTa 1 TTOIKIAIG OTIG
ayopEG Toug. MTTopei TIG TTEPICOOTEPES YOPES va AAAACOUV UAPKES A TTPOIOVTA
yia VO IKAVOTTOINOOUV TNV TNV avaykn TOUG yIa TTOIKIAIQ ] TNV TTEPIEPYEIA TOUG.
(Kotler, P., Armstrong, G.M. and Balasubramanian, S. 2023,.176-177)

Mdaénon

H pabnon oto Marketing €ival yvwaoTr wg n WuxXoAoyiK PMETARANTA TTOU €XEI
TV IKAvVOTNTA va emmnpedoel o€ onuavtikdé Babudé 1n diadikacia ARwng
atro@aong ayopdg yia Toug KaTavaAwTeS. Eival n d1adikacia atrokTnong vewv
f TpotroTroinonNg ndnN UQICTAPEVWY YVWOEWYV, OEEIOTATWY, CUMPTTEPIPOPWYV,
TpoTIAcewy A agiwv. H diadikaaia autr utropei va trepiAapBavel Tn ouvbeon
OIOQOPETIKWY TUTTWV TTANPOPOPIWYV. Ocwpeital OTI €xEl WUXOAOYIKN €TTiIOpacn
OTN CUMTTEPIPOPA TOU AyopaoTr, padi e Ta KivnTpa Kal TNV TTPOCWTTIKOTATA,
TIG a&ieg, TNV avTiAnwn, TIG OTACEIG, TIG TTETTOIBNROEIG KAl TOV TPOTTO {WNG.

210 KaTavaAwTikd Marketing, n padnon ival yvwaoTr) W YuxXoAoyikr HETABANTH
TTOU UTTOPEI VA ETTNPEACEI oNPAVTIKA TN dladikaoia AQwng ammdé@aong ayopag
Yl TOUG KATavaAWTEGS. Tnv IkavoTnTa Jabnong €xouv ol AvBpwTrol, Ta {wa Kal

OPIOUEVEG UNXOVEG.
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2uvoyicovTag

H karavonon TnNG OUUTTEPIPOPAS TWV KATAVOAWTWY OTTOTEAEI ONUAVTIKO
oToixeio piag otpatnyikAg Marketing. 2tnv TTpayuatikotnTa, TpIV a1Td TNV
EQAPMOYI MIOG OTPATNYIKAG, €ival avayKaia N KATavonorn Twv avayKwy Kal TwvV
TTPOCOOKIWY TWV KATAVAAWTWV.

2TOX0G KABE ETTIXEIPNUATIA Eival VA IKAVOTTOINOEI TIG ATTAITACEIG TOU KOIVOU Kal
TNG ayopdg, yeyovog Tou Ba dwaoel wlnon oTig TTWANCEIG Tou, OTnv
IKQVOTTOINON TWV TTEAATWYV KAl OTnV dnuioupyia TToTOTNTAG TWV AYOPACTWV
TOU.

MNa va emiteuxBei autdg 0 0TOXOG, £vag ETTIXEIPNUATIAC TTPETTEI VA DIECAYEI HIa
MEAETN WOTE va ATIOKTAOEl YVWOEIG OXETIKA HE TN OUPTTIEPIPOPA  TwV
KATAVOAWTWY, Ol OTTOioI JTTOPOUV va gival duvnTIKOi ayopaoTES. O1 EpEUVEG Kal
Ol EPEUVNTIKEG MEAETEG BonBoUV 0T BEATIWON TWV OXECEWV PE TOUG TTEAATES
Kal SIEUKOAUVOUV Th Afjyn atmo@aoewy.

H katavonon TG KATAVAAWTIKAG CUPTTEPIPOPAG  €ival atrapaitntn yia TIG
ETMXEIPACEIC WOTE va Onuioupyolv TO KATAAANAO TTAGvo Marketing T1TOU
A&IToupyoUV Kal va TTOPEXOUV ayaBd Kal UTTNPECIEG TTOU IKAVOTTOIOUV TIG
emMOuUNiec Kal TIG avAykeg Twv TreAatwy. MNa va mpoBAémmouv Tn {RTNG, va
BAETTOUV TAOEIC KAl TTPOTUTTA, VO KAVOUV COQEG ETTIAOYEG OOOV a@opd TO
oXedI00 O TWV TTPOIOGVTWY, TNV TTPOWONCN, TNV TIKWA Kai TN dIaVON, 01 EUTTOPOI
TTPETTEI VO AvAAUOUV KAl VO KATAVOOUV TO OEQONEVA OXETIKA WE TN CUNTTEPIPOPA
TWV TTEAATWV.

Nwg Ta cuvaicOnuara eTnpedlouv TRV
AYOPOOTIK ) CUMNTTEPIPOPA?

Otav wwviloupe, BéAoupe va TTIOTEVOUPE OTI O ATTOQPACEIS HAG  Eival
0pBOAOYIKEG, YEYOVOG TTOU OTNV TTPAYUATIKOTATA oTTavilel. TIG TTEPICCOTEPES
QOPEC oI KATavaAwTEG eTTnPEGlovVTal aTTO Ta cuvaloBuaTa Toug. OTtav TTpETTEl
va AngBei pia ammdégacn, ocuvaiobnuata amd 10 TTapeABOV TTOU aPopouv
TTapouoleg  eutreipieg  emnpedlouv  TIG  €mmAOyéG Tou  ggeTdloupe.  Ta
OUYKEKPIPEVA ouvaloBrpaTa dnuioupyoulv TTPOTIMACEIG, Ol OTToiEG 0dnyouV Kal
oTNV EKAOTOTE ATTOPAOT.

To 1Mo onuavtiké givalr 6T Ta cuvalocBAuaTa, Pag wlouv TTpog Tn dpdan. Q¢
aTTAVTNON o€ éva ouvaiodnua, avaykalouaoTe va TTPoBoUUE Kal O€ YIa TTPAEN.
2€ MIa QUOIKA avTITTapdbeon, o @OBOG Yag avaykddlel va eTmIAECOUNE PETAEU
"uaxng N QUYAS" via va egaoc@alicoupe Tnv empiwor pag (fight or flight
response). 2TIC KOBNUEPIVEG HOG  KOIVWVIKEG — OUVAVAOTPOYEG, N
QUTOOUPIORATNON MTTOPEI VO Pag TTIECEl VO ayOopACOUPE TO TTIO TTPOCPATO
TTPOIGV VIO VA EVIOXUOOUUE TNV aicBnon Tou avAKEIV.
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H duvaun Tou cuvaioBriuaTog otn AYn aTToQAcEWY ATTO TOUG KATAVOAWTEG,
gival eueavig eav okePToUUE Ta €€AG. OI KATAVOAWTES TTPOTIMOUV TA ETTWVUNQ
TPoIévVTa AOYw TOU ouvalioBnuaTtikou deopou TTou €xouv pe autd. OUuTwg A
GAAWG, Ba uTTOoPOUCAE VA EE0IKOVOUNCOUNE XpriuaTa ayopalovTag éva TTpoioV
MIAG ATTANG EUTTOPIKNAG PHAPKAG UE TA idIA OTOIXEIO KATAOKEUNG, O€ XAUNAOTEPN
TIuA, €mAéyouue OPwG va pnv To KAvoupe. (Marketing: H katavoAwTIKn
wuyoAoyia p€ow Tou KapA MNouvyk., 2016, https://www.sofokleousin.gr)

AUO TTOAU ONUAVTIKOI CUOXETIOMOI ME TIG MAPKEG TTOU CUVAPTWVTAl UE TO
ouvaioBnua, gival n aerynon Kai n TpoowtmkOTNTA TNG Hdpkag. O1 avBpwTrol
EAKOVTal aTTO OUYKEKPIUEVEG MAPKES TTEPIOCCOTEPO ATTO AAAEG, OTTWGS AKPIBWG
¢EAKovTal atmmd TNV TTPOCWTTIKOTNTA OPICHEVWY avBpwTTwy 0€ oUYKPIoN HE
GAoug. H ouokeuaoia, TO AEKTIKO KEIUEVO KAl Ol OTITIKEG EIKOVEG
XPNOIMOTTOIoUVTaI OAd yIa TR TTEQIYPAQR TNG MAPKAG KAl TR OUUPBOAR OTn
OUVOAIKN TTPOCWTTIKOTNTA TNG. O GAAOG ONPAVTIKOG TTapAyovTag TTou ETTNPEACE
TN ouvaioBnuaTikn €AEN YOG HAPKAG gival n agriynon Tng pdpkag. "Moiog" ivai,
TI ONUAIVEl Yo TOV KOTavoAwTr Kal yiati 8a pétel va evdlapepBei. (Soscia, .
2013, P. 1-4)

Ta TTapadooiakd  eyxelpidlia Tou Marketing egnyouv  péxpl  OTIVUAG TNV
KATOVOAWTIKA OUUTTEPIPOPA ME Tn Aeyouevn «@éppoula AIDA» (Attention,
Interest, Desire, Action), katadeikvuoviag Tnv agiag g [poooxng wg
TIPWTAPXIKO OTOXO YIa va KEPOIoOUUE TO evBIaPEPOV ToU KaTtavaAwTh (Interest)
Kal ev TéAEl TNG dIEyepong TNG €TOUMIag Tou KatavaAwTr, ( autd Ba yivel
TTEiBovTag TOoV KATavaAwTH OTI TO TTPOIOV gival BEAKTIKO) WOTE auTOS va avaAdfel
Apdaon (action). (Behm Juliane 2009, p.3-4)

Av kal utrdpyouv TrepIoodTeEpa amd 100 avBpwTriva cuvaioBrjpaTta TTou
MTTOpOUV VO OvouaoToUV Kal va PeTpnBouv, uttdpxouv 3 TTou €ival TTOAU
ONUAVTIKA IO TN WEAETN TNG CUUTTEPIPOPAG TWV AYOPACTWY YVWOTA KAl WG
KOIVWVIKA ouvalioBiuaTa.

Ytmrepneaveia

ayopalovTag  XPnNOoIMOTIOIVTAG KATI aloBdvoual KAAUTEPA YIO TOV €QUTO POU
oTa YATIO TWV GAAWV

Ntpotri

ayopddlw r XpNOoIMOTTOIW KATI yIA VA PNV VIPOTTIAOTW ATTO Toug AAAOUG
Evoxn

ayopadlw r XpNOoIYOTTOIW KATI yIA VA NV aloBAavopal EVOXEG

To evdla@épov gival 0TI KavEVA aTTO AQUTA TO CUVAICONUATA EV Eival HEPOG TWV
TTPWTAPXIKWY POG ouvalioOnudaTwy Tou @OBou, Tou Bupou, TNG euTuXiag, TNG
AUTTNG, TNG andiag kai TNG EKTTANENG TTou Biwvoupe KaBnuepiva (BA. TTapakdtw).

AelTepov, N VIPOTIA, N UTTEPN@AVEIQ Kal N voxn €ival 6Aa cuvalocbnuara TTou
TTpokaAouvtal atmmd AdAAoug avBpwTtroug. O1 YApKEG TTOU  PTTOPOUV VA
TIPOKAAECOUV OTTOIOBNTTOTE OTTO QUTA T CUVAIOBRUATA KATA TN OTIYMN TNG
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ayopdg atrd Ttov KatavaAwTtr cival BERaio 6T Ba emiTtuyxouv. (Chaudhuri, A.
2011, P.11)

loTOpIKA, 01 EUTTOPOI TTPOCTIABNCAV VO avaTITUEOUV BEWPIEG OXETIKA YE TO YIATI
ol KatavaAwTéG TTpofaivouv o€ ayopéc. Kavouv 10 AaBog va egetalouv Tov
KATAVOAWTA EEKIVWOVTAG aTTO T OQEAN KAl TA XAPAKTAPIOTIKA TOU TTPOIGVTOG KAl
OTn OUVEXEIQ va TTPOCTTaB0oUV va Bpouv TNV avtioToiXn avaykn Kai Ta KivnTpa.
2TNV TTPAYHUATIKOTATA OPwG Ba ETTPETTE va eKIVHIOOUV aTTd TOV KOATAVOAWTH,
YEYOVOG TTOU QTTAITEI TNV KATAVONGON TOU TPOTTOU JE TOV OTTOI0 Ta ouvaIioBfiuaTa
KaBodnyouv Tn CUPTTEPIPOPA.

H karavénon tng €mppong Twv avlpwtivwy ouvaiodnudtwy oTtn Afyn
ATTOPACEWYV ATTO TOUG KATAVAAWTEG €ival (WTIKAG oNUAciag yia TNV ETTITUXIO
KAGBe trpoidvTog. (Stephenson, A. 2020, )

To ouvaiocOnua Kal To un ouveidnNTo: TTPORAEYN
TNG CUMTTEPIPOPAS TWV TTEAATWYV

O1 éutTopOI KaIl 01 €PpEUVNTEG YVWPICouV ToV I0XUPO POAO TTou diadpapaTti(ouv
Ta ouvaloBAuaTa oTnv KaBodrnynon TNG CUUTTEPIPOPASG TWV KATAVOAWTWYV,
OaAAG o1 KaTdAANAEG péBODOI yia TN METPNON AUTWY TWV CUVAITBNUATWY CUXVA
oudnTouvTal KaBwg dev €ival KATAVONTEG.

2Uhewva  pe TNV Quirk's, Oivetal PeyaAn €u@acn oTn  PETPNON Tou
ouvaliodnuartog kal Tou pn ouveldntou. O1 pn ouveldnTtég diepyacieg Kal Ta
ouvalodnuarta atroteAoUV oTToudaio HEPOG OXEDOV OAWV GOWV KAVOUUE. AKOUN
Kal Y10 KOTNYOPIEG YIA TIG OTTOIEG OI AEITOUPYIKES EKTINNAOEIS Eival ONPAVTIKES KAl
yla TIG OTIOiEG Ol AVOPWTIOI APIEPWVOUV KAl ONUAVTIKO XPOvo, aAAd Kal
TPOOTIABEIa VIO va TTAPOUV TNV attdé@aAcTt] TOUG, Ol PN OUVEIBNTEG BIEPYQTIES
gival TToAU mBavo va 1raifouv poAo. INa va Katavorooupe Kal va TTPORAEYOUE
ME MEYOAUTEPN OKPIBEIO TN CUPTTEPIPOPA TWV TTEAATWYV, TTPETTEI VA EINOOTE O€
Béon va peTpaue OX1 OVO TIg ouveIdNTEG O1adIKACiIEG AAAG KAl TIG UN CUVEIDNTEG.

Av kai ol un ouveldntég Kal To ouvaiocbnua XpnoluoTroiouvTal ouxvd
eEVOAAQKTIKG, €ival dIa@opeTIKES. MpwTov, TO OUVEIdNTO KAl TO PN ouveidnTo
UTTAPXOUV O€ €va OUVEXEC - Aiya TTpaypaTa BpiokovTal o€ KAtrolo atmd 1a dUo
akpa. Me 1OV Opo un ouveldnTd, avaeepOPaoTe O€ vonTIKEG BIEPYOOIES 1
OUMTTEPIPOPEG TTOU €ival YPHYOPESG, €UKOAEG Kal ouvhBwg autouates. lNa
TTapAdeIyua, HEoa o€ XINOOTA TOU BEUTEPOAETTTOU ATTO TN OTIYUN TToU BAETTOUV
TIC XPUOEG OWideg, oI TTEPIOOOTEPOI AUEPIKAVOI - KAl avau@iopiTnTa Ol
TEPICTOTEPOI AVOPWTTOI TTAYKOOUIWG - okEPTOoVTal apéowg Ta McDonald's.
MTTOpEi €TTiONG VA QEPVOUV OTO PMUOAO TOUG TnyavnTéG TTATATEG: yeuon, uen,
MUupwdId. OAa autd ocupPaivouv ypriyopda, autopaTa Kal hE  €AAXIOTN
TPOOTIABEIO EK JEPOUG UAG.
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To ouvaioBnua, TToAU atrAd, avagépeTal oTa ouvalodnuara. Evw utrdpxouv
TTOAAG TTPAYHATA TTOU Ba HTTOPOUCANE VA BEWPHOOUNE OUVAIOBAUATA, UTTAPXEI
eupeia ocup@wyvia 6T o1 TTEPIooOTEPOI AvBpwTTOI BILUVOUV CUVAICOBAUATA TTOU
TTOIKIANOUV WG TTPOG TNV agia - dnAadr, BeTIKA &vavTl apvnTIKWV - KAl TN
O1Eyepan - UYPNAn evépyela EvavTl XaunAng evépyelag. Ta ouvaiobruara YTropei
va gival TTepIcooTEPO i AilydTeEPo ouveldnTd, aAAd KATToIa cuvaloBriuaTa gival
MO TIEPITTAOKA KAl XPEIAZETAl VO  OKEPTOUPE KAl VO OVOPAOOUME T
ouvalodnuaTa TTou BIWVOUE. MNa TTapddelyua, AuTéG Ol TNYAVNTEG TTOTATEG TWV
McDonald's ptropei va pag gutrvouv TTaIBIKEG AVAUVAOEIS TTOU Pag KAVOUV
EUTUXIOPEVOUG, OAAG UTTOPEI ETTIONG VO YOG KAVOUV VA VILWOOUNE EVOXES KABWG
OKEPTOPOOTE TIG ATTOPACEIG JAG yia TO VEO £€106. (Koenig, E. C, 2023)

Aladikacia APng aTTopaocewv

H diadikacia AWng ammo@Acewy atrd TOUG KATAVOAWTES TTEPIAAPBAvVEl TOV
EVTOTTIONO TWV QVAYKWY TOUG, TN GUAAOYN TTANPO®OpPIWY, TNV agloAdynon Twv
EVAANOKTIKWY AUCEWV Kal, OTn OUVEXEID, TN AQWn TNG ayopaoTIKAG TOUg
amogaong. H karavoAwTiky oupTtrepipopd kaBopifetal ammd WuxoAoyIKoug,
OIKOVOMIKOUG TTapdyovTeG Kal atrd TTEPIBAAAOVTIKOUG TTAPAYOVTEG OTTWG Ol
TTONITIOTIKEG KOI KOIVWVIKEG QGiEG.

H oupTtrepipopd AWng atmo@AcEwY TWV KATAVOAWTWY €ival hia TTOAUTTAOKN
dladikaoia kal TTepIAaPBAvel Ta TTAvTa, LEKIVWVTAG OTTd TV avayvwpion Tou
TPORBANMATOG £WG TIG OPACTNPIOTATEG META TNV ayopd. KABe ayopaoTrig EXEl
QVAYKEG OUYKEKPIYEVEG YIa TOV iDI0 KAl QUTEG €ival 01 AVAYKES TTOU TOV KAVOUV
va AapBavel dIaQOPETIKEG ATTOPATEIG

O1 atmmopdoeic ptTopei va gival TTOAUTTAOKEG, OUYKpivovTag, agloAoywvTag,
EMAEYOVTOG KOBWG Kal ayopdlovTag atrd pia TToIKIAia TTpoiovTwy avaloya ue
TN YVWMN TOU KATAVOAWTA YIO éva OUYKEKPIPMEVO TTPOIOV. AuTO KaBioTd Tnv
ouveIdnToTroinon  Kal TV Katavénon Tou Bacikou TTPoBAAUOTOS TNG
d1adIkaoiag ARWng atmo@ACEwWV TWV KATAVOAWTWY YIAd TOUG E€UTTOPOUG VO
KAvouv Ta TTPOIOVTA Kal TIG UTTNPECIEG TOUG DIA@OPETIKA aTTO Ta GAAQ OTnV
ayopd. (Tyagi, C.L. and Kumar, A, 2004)

Otrwg éxel el kai o John Dudovskiy, n diadikacia Afywng amo@doewyv amod
TOUG KATaVOAWTEG €ival  TTEPITTAOKN  Kal  TTepIAauPBavel  didgopa oTadiaq,
geKivwvTag atrd TNV avayvwpion evog TTPoBANPATOS WG TIC dpacTnPIOTNTES
META TNV ayopd. O1 HEAETNTEG €XOUV TOVIOEI TN ONUAVTIKH ETTIOPACT TNG TTAIBIKNG
NAIKiag Kal TNG avBpwTrivng avatmTuéng oTnVv TTPOCWTTIKI ARWn aTToQPACEWYV
(Sokolowski, 2011). To TTAQic10 AYNG aTTOPACEWY ATTO TOUG KATAVAAWTEG EXEI
OlepeuvnBEl EKTEVWG aTTO CUYYPOQEIC TTOU PEAETOUV TN CUMPTTEPIPOPA TWV
KATAVOAWTWV.

KaBe katavaAwTig €xel JOVADIKEG KOBNUEPIVEG AVAYKES TTOU TOV wBoUv 0TNn
AN dI0QOPETIKWY atro@acewyv. O1 ammo@Acelc autéG MTTOpPEl va  €ival
TTEPITIAOKEG, TTEPIAAUBAVOVTAG ATTOYEIG, AGIOAOYNOEIG, CUYKPIOEIG, ETTIAOYEG KOl
ayopEG OIAQOPETIKWYV TTPOIOVTWY. Q¢ aTToTEAEO A, TTOAAEG €TAIPEIEG KAl dTouA
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avayvwpifouv TTAéoV TN oNPOCia TNG KATAVONONG KAl TNG TTPAKTIKAG EQAPPOYAG
TWV Bewpiwv Aqyng atmo@Acewy atrd TOUG KATAVAAWTEG.

O1 epeuvnTéG Kal O AKAONMAIKOI CUP@WVOUV YEVIKA OTI N ayopacTIKN
OUMTTEPIPOPA TWV KATAVOAWTWY UTTOPEI va avaAuBei og didgopa oTadia. Me
TNV TTAPOdO TWV ETWV, £XOUV avaTTTuxOei TTOAUGPIBUES Bewpieg Kal PovTéAQ,
AauBavovtag uttoywn SIapopPETIKOUG TTapdyovTeG Kal eupnuara. MMapd T
KATTOIEG DIOPOPOTIOINCEIG PETAEU auTwV Twv Bewpiwv, ol Tyagi kai Kumar
(2004) utrootnpifouv OTI TeEAIKG ouykAivouv oTnv 1I8€a OTI N AYOPOOTIKA
O10dIKaCIa TWV KATAVOAWTWYV TTEPIAAUPBAVEI TNV avalATnon Kal TNV ayopd evog
TIPOIOVTOC 1) PIOG UTTNPETIaG, KaBWGS Kal TNV agloAdynar| Tou YeTa Tnv ayopd.

‘Eva amdé T1a 1o OladedouEva  PoviéAa AAWng ammo@Acewv attd  TOUug
KATOVOAWTEG €ival TO PMOVTEAO TWV TTEVTE OTAdIWVY, TO OTTOIO TTPOTABNKE YA
TTPWTN Yopd atrd Toug Cox et al. (1983). To povréAo atroTeAeiTal ATTO TTEVTE
oTadia: avayvwpion Tou TTPORAANATOG, avalnTnon TTANPOPOPIWY, CUYKPIoN
EVOAAQKTIKWV AUCEWV, ayopd Kal agloAdynon YETd Tnv ayopd. XpnolueUel wg
MIa OTTAR Kal TTEPIEKTIKA €¢iynon Tou TPOTIOU E TOV OTTOIO Ol KOTAVOAWTEG
AauBAavouv ayopaoTIKEG ATTOPACEIC.

O1 Blackwell k.a. (2006) utrooTtnpiCouv, 611 n dUvaAPn autoU TOU POVTEAOU
EYKEITAI OTNV QKPIP €0TiOON OTOUG TTAPAYOVTEG TTAPAKIVNONG KABIOTWVTOG
EUKOAOTEPO YIO TOUG XPAOTEG va KATAVONOOUV TOoug Adyoug TTou KpuBovTal
Tiow aTrd TIG AYOPACTIKEG TOUG ATTOPACEIG.

Evaluation Post-
of

Alternatives

Need Information

Purchase Purchase

Recognition Search Evaliiation

https://www.mbaknol.com/Marketing-management/consumer-decision-
making-process/

Avayvwpion avaykwv

To apyxikd oTadIo Tou POVTEAOU TTEPIAQUBAVEI TNV avayvwpion PIag avAaykng n
evog mpopBAAuaTog. O1 Arnould et al. (2002) opiCouv TNV avaykn wg 10 XAoua
METAEU TNG TPEXOUOAG Kal TNG emMBuuNTAS kKatdoTaong. O Agarwal (2006) e€nyei
OTI Ol AVAYKEG UTTOPOUV va TTPOKANBOUV OTTWG avaAubnke o€ TTPONYOUNEVO
KEQPAAaIO, atrd eoWTEPIKA 1) eEWTEPIKG gpeBiouaTta. Ta eowTepIKG epeBiouaTta
TepINauBAvouv BaoikéG avBPWTTIVEG AVAYKEG OTTWG N Treiva i n diya, evw Ta
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ECWTEPIKA €epebiopata  PTTOPOUV va  TIPOKUWOUV OTTO  JIAQOPEG HOPPEG
dlapnuiong.

O Bruner (1993) rpooB£Tel 0TI N avayvwpion TTPoBARuaTog cuupaivel étav To
datopo ouvednToTrolei Tn diagopd PETAEU TNG TPEXOUCAC Kal TNG €MOUUNTAG
katdoTtaong. O1 Neal kai Quester (2006) onueiwvouv OTI AQUTA N avayvwpion
eVOG TTPOBAAPATOS A WIag avdykng e¢aptdTal oo dIAQopES KATAOTATEIG, EiTE
TIPOCWTTIKEG EITE ETTAYYEAPATIKEG, KAl 0ONYEI OTNV EPPAVION HIOG 1I0£aG ayopdG.
MNa Tapddelyua, KATTOIOC PTTOPEI va avayvwpioel TNV avaykn ayopdsg evog
@opnTtoU uTToAoYyIOTH OTaV ATTAITEN TNV EUKOAIO TNG QopNnTOTNTAG YIa XPron o€
OI0QOPETIKG PéPN, O€ avTiBean pe évav eMTPATTECIO UTTOAOYIOTH.

O1 Solomon et al. (2006) katnyoploTToIoUV TIC AVOPWTTIVEG avAyKEG 0€ dUO
TUTTOUG: WUXOAOYIKEG Kal AEITOUPYIKEG 11 AANIWG QUOIKEG avaykeg. Ol
WUXOAOYIKEG avaykeg Tnydlouv atmd ouvaliobApaTa, €vw Ol AEITOUPYIKEG
KaBodnyouvTtal atrd TNV avaykaidtnTa.

O Tyagi (2004) e¢nyei 611 N avayvwpion TwV avaykwy cupBaivel ouyxva étav Ta
dtoua ouvavTouv €va TTpoidv o€ dldgopes TTepioTdcelg. Me GAAa Adyia, éva
ATOPO MUTTOPEI va PNV €XEI ETTIYVWON TNG AVAYKNG YIO £VO OUYKEKPIPMEVO TTPOIOV
MEXPI VO TO CUVAVTAOEl HECW OPACTNPIOTATWY OTTWG N ayopd atrd PBITpiva, n
£kBeon o€ dlaPnuicelg oTa Yéoa Padikng evnuépwaong 1 AAAeg kaTaoTaoelg. !

Avalntnon TTANPoOQopPIWV

To eTouevo oTAdIO TOU POVTEAOU gival N aon avalitnong TTANPoYopiwy. AQou
avVayvWPIioouv TNV avdaykn TOug, Ol KATAVOAWTEG TeEivouv va avadntouv
TTEPICCOTEPES TTANPOYPOPIEC OXETIKA E TO TTPOIOV TTPIV AdBouv dueon amégacn
ayopdg. QoT600, 0 TPOTTOG PE TOV OTIOIO Ta ATOMA E€UTTAEKOVTAI O€ QUTA TN
dladikaoia avaliTnong TToIKIAAEI avaAoya HE TIG YVWOEIS TOUG YIQ TO TTPOIOV, TIG
TTPONYOUNEVEG EUTTEIPIEG TOUG KA TIG EEWTEPIKESG TTANPOPOPIES, OTTWG Ta OXONIA
AAwv.

O Majumdar (2010) katnyopIoTToIEl TIC TTNYEG TTANPOPOPNONG OE TECOEPIG
TUTTOUG: EUTTOPIKEG, TTPOOWTTIKEG, ONUOOIEG, Kal €UTTEIPIKEG TINYEG. Ol
TIPOCWTTIKEG TTNYEG TTEPIAAPBAvVOUV Ta PEAN TNG OIKOYEVEIAGS, TOUG PIAOUG, TOUG
ouvadEAQOUG Kal AGAAOUG Kal N ETTIPPONA TOUG OTIG ATTOPATEIG TWV KATAVOAWTWV
TEIVEI va gival TTIO ONPAVTIKA 0€ OUYKPION PME AAAEG TTNYEG.

O1 guTTOpIKEG TTNYEG TTEPIAAMPBAVOUV Ta uNVUPATA €TTIKOIVWViag Marketing Tou
peTadidovTal HEow dlaPNUIcEWY OTa NEOA evnuEPwONG, apecou Marketing, kai
EMTTOPIKWYV eKONAWOCEWV. O1I dnUOOIES TTNYES avagépovTal oTa PEoa PadIkng

! @ewpia tou Maslow

JUudwva pe th Bewpia Tou Maslow, oL avBpWTTLVEG AVAYKES Eival AmePLOPLOTES KOL N avVayvweLon
Twv poBANUaTwY yivetal pla emavalopBavopevn Stadikaoia. IOudwva pe auth t Oswpia, ta
atopa sival cuvexw Sucapeotnuéva, SLOTL LOALG pLa avaykn LkovorolnBel, epdaviletat pia aAAn,
Snuoupywvtag Evav cuvexn KUKAO avaykwv.
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EVNUEPWONG O€ EVTUTIN, TNAEOTITIKN, PAOIOPWVIKN KAl Yn@IaKr Joper, EVW Ol
opddec agloAdynong Twv KaTavoAwTwyv Bewpoulvtal PaciKO PEPOS TwV
Onuooiwy TTNYWV. OI BIWPATIKEG TTNYEG APOPOUV TNV duUVATOTATA £6ETACNG KAl
XPAONG TTPOIOVTWYV KAl UTTNPECIWYV VIO UIA CUYKEKPIKMEVN XPOVIKN DIAPKEIQA.

H diadikaoia avadntnong TTANPOPOPIWY UTTOPEI VA XWPIOTEI g dUO PépN, OTTWG
avagépel o Oliver (2011): ecwTtepikn Kal e§wTePIKA avadAtnon. H eowTepikA
avalntnon TepIAaUBAvEl TN CUYKPIOT TWV EVOAANAKTIKWY ETTIAOYWYV aTTd TOUG
KaTavoAwTéG pe Bdon Twv OIKWV TOUG EUTTEIPIWY, PacifOuevol  OTIG
TTPONYOUNEVEG YVWOEIG KAl EUTTEIPIEG TOUG. [a TTapddelyua, n amégacn yia TIg
ETMAOYEC ypriyopou @ayntou e€ival ouXvd €va TTapdadelyha  €OWTEPIKAG
avalnTnong, kabwg ol TTeEAATES Baaifovtal OTIG DIKEG TOUG TTPOTIUACEIS AVTi va
¢NToUV OUNPPBOUAEG aTTd GANOUG. ATTO TNV GAAN TTAEUPA, N EWTEPIKT avalnTnon
YiVETQI TTI0O ONUAVTIKA YyIa ayopég OTTWG OIKIOKEG OUOKEUEG 1 gadgets. TMa
TTaPAdEIYUA, Ol AYOPOAOTEG TTOU ETTIBUNOUV va ayopdoouV VEO UTTOAOYIOTA 1] éva
KIvnTd TNAEPWVO TEIVOUV va avadnTouV YVWHPES KAl CUMBOUAEG attd @iloug i va
OupBouAelovTal HEoa evnUEPWONG Kal TTEPIOBIKA TTPIV AdBouv TNV atrégaon

ayopdq.

Me Tov augavouevo poAo Tou SIadIKTUOU OTNV TTPOCWTTIKA Kal ETTAYYEAUATIKN
(wnA Twv avBpwttwy, o Winer (2009) utrooTtnpilel 0TI OAO Kal TTEPICTOTEPO
aropa oTpépovtal o€ Ol1APopous OIadIKTUAKOUG TTOpouUg OTav avalnTouv
TTANPOPOPIES VI KATNYOPIEG TTPOIOVTWY ] OUYKEKPINEVEG HAPKES. EIDIKOTEPQ,
01 DIOBIKTUAKEG KPITIKEG KAl TO @OPOUN TwV XPNOTWYV d1adpapaTtiCouv onuavTiko
poA0 oT1O OTAdI0 avalATnong TAnpogopiwy TG dladikaciag AAWNg
KATAVOAWTIKWY ATTOPACEWY PETAEU TWV XPNOTWYV TOU dIABIKTUOU.

AZI0AOYNON eVAANOKTIKWY AUCEWV

AQoU 0 ayopaoTrC ATTOKTACEl ETTAPKEIC TTANPOQPOPIEC OTO apPXIKO OTAdIO,
TIPETTEI VO OUYKPIVEI KAl va a&loAoyNoe€l TIG TTANPOQOPIEG WOTE va KAVEl Hia
TEKUNPIWMPEVN €TTIAOYR. TOTE, 0 KOTAVOAWTAG €EETACEI TTPOOEKTIKA OAEG TIG
TTANPOPOPIEC TTOU CUYKEVTPWOE atrd Tnv avalAtnor] Tou Kal o&loAoyeEi
EVOAAQKTIKG TTPOIOVTA KAl UTTNPECIEC PME BACN TIC AVAYKES KAl TIG TTPOTIUNCEIG
TOU.

H aloAdéynon Twv evaANOKTIKWV ETTIAOYWYV ouvhBwg TrepIAauBdvel TV
EQAPUOYN MIAG O€EIPAg KpITnpiwv TTou euBuypaupifovial PE TIG ALIOKEG
TTPOTIMACEIG TOU KATAVAAWTH. AUTEG OI TTIPOTIUACEIG agiag PTTopEi va e0TIAOUV
O€ TITUXEG OTTWG N TTOIOTNTA, TIMA KAl Ta TTPOCHOETA XOPAKTNPIOTIKA Kal Ol
dUVATOTNTEG TWV TTPOIOVTWY Kal Twv utinpeoiwv (Blythe, 1997). O1 Neal kai
Quester (2007) eregepyddovTtal auTr) TNV évvola, TTPoodIoPIifovTag TNV TIKN Kal
TNV TTOIOTNTA, KOBWGS KAl TA XAPAKTNPIOTIKA WG CUYKEKPIMEVA XAPAKTNPIOTIKA
TOU TTPOIOVTOG TTOU KaBopilouv Tn onuacia KABe XapaKTnEIoTIKOU WG ToV
TTOPAyovTa PE TN PEYOAAUTEPN €TTIPPON OTNV AgIOAOYNON TwV EVAAAOKTIKWV
AUoewv.

EmmAéov, o1 Ha et al. (2010) ava@épouv o611 n diadikacia afloAdynong
EVOAAAQKTIKWYV ETTIAOYWV UTTOPEI HEPIKEG YPOPEG VA Eival DUCKOAN, XpovoBopa Kal
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QYXWTIKA yIa Toug ayopaoTéG. H OuokoAia auth TTPOKUTITEL AOYW TNG
TTOAUTTAOKOTNTAG TNG €UPECNS €VOG 10AVIKOU TTPOIOVTOG 1) UTTNPECIaG TTOU
QVTATTOKPIVETAI OTIG AVAYKEG TOU TTEAATN, KABWG TTOAUGPIBUOI TTAPAYOVTEG
eMTTOdICoUV TN dladikaoia Aqyng aTToPACEWY TOU KATAVOAWTH).

Kai éva Trapdaderyua..

Katd tnv agloAdynon evaOAANOKTIKWY AUCEWV yia online KpaTAoEIg EevodOoxXEiwv
N ayopEg ETTITTAWY, BIAPOPOI TTAPAYOVTEG OTTWGS N NAIKIA, N KOUATOUpPQ, TO
youoTo kal o TrpouttoAoyiopdg Traiouv poho otn  diadikacia  AQyng
amo@dcewyv Tou kKatavaAwTh. O1 vedTepol KaTavaAwTEG MTTOPEl va divouv
TIPOTEPAIOTATA OTNV E€UKOAIQ KAl TNV TIUR, €VW O PMEYAAUTEPO! KATAVOAWTEG
MTTOPEI va divouv TTpoTEPAIOTNTA OTAV TTOIOTNTA KAI TO OXEDIAOUO.

EmmAéov, o1 diagpnuioeic TTou KAvouv ol celebrities kai ol influencers,
BewpoulvTal wg TTapAyovTag Je onNUAvTIKG duvnTIKO AVTIKTUTTIO KATA TO OTADIO
TNG a&loAdyNoNg Twv eVOAAOKTIKWV AUCEwV 0Tn diadikaoia Ayng atro@acewy
Twv KatavoAwTwyv. O1 Cant et al. (2010) eEnyouv TNV ATTOTEAEOUATIKOTNTA TWV
dlapnuicewv dlaonuoTATwy Tovifoviag Tov Bauuacud TTou TPEPOUV Ol
avBpwTrol yia Ta €idwWAG TOUG KAl TNV ETTIBUIA TOUG VA TA PINNBoUV.

Atrépaon ayopdg

MOAIGC oAokAnpwBei n  diadikacia avalAtnong kKai  agloAdynong Twv
TTANPOPOPIWY, O KATAVOAWTAG @PTAVEI OTO KPIOIJO OTAdIO TNG ANWNG TNG
QyopaoTIKAG aTTdPaCNG, TO OTT0I0 BEWpPEITAI TO ONUAVTIKOTEPO OTASIO TG OANG
O10dIKOOIag. Z€ AUTO TO ONWEIO, O KATAVOAWTAG ATTOPACiCEl VO TTPOXWPNOEI
oTnV TENIKN ayopd, Exovtag e¢eTdoel S1EE0BIKA OAEG TIG DIADETIUES EVAAANAKTIKES
AUoe€Ig Kal £XovTag KaTaAngel og pia TeEAIKA atrégaon.

Eival onuavtikd va onueiwBei 611 n atmépacn ayopdg PTTopEi va TTPOKUYE! aTTd
TNV agloAdynon Twv eVOAAAKTIKWY AUCEWV 1) UTTOPEI va €TTNPEQOCTEI ATTO
KATOOTACIOKOUG TTAPAYOVTEG, OTTWG Ol ATTOTEAEOUATIKEG TEXVIKEG Marketing oTa
onueia TTwANoNG Kal ol TEPIBAANOVTIKEG TITUXEG TTOU UTTAPXOUV OTA onuEia
autd. O1 Evans et al. (2009) divouv €ugacn otnv €midpacn GAAwWV avBpwTTwyv
otnv amégacn ayopds. EEnyolv o1 To amotéAeopa Tng agloAdynong Twv
EVOANAGKTIKWY AUCEWV PTTOPET VO dAAGEEl aKOUN Kal TNV TEAEUTAIQ OTIYUN TTPIV
atrd TNV ayopd AOyw NG €TMPPONG TWV OTACEWV TWV AAAWV 1] evOg cuvOAou
GAAWV TTOPAYOVTWV.

O1 ayopég umopoUv va TagivounBouv o€ TPEIS BIAPOPETIKOUG TUTTOUG:
TTOPOPMNTIKA ayopd, HEPIK ayopd Kal TTpoypaupaTiopévn ayopd (Kacen,
2002). O1 Hoyer kai Macinnis (2008) utrooTnpifouv Tnv TTPOOTITIKA Tou Kacen,
dnAwvovtag Ot dIAPOoPOI TTAPAYOVTEG UTTOPOUV va eTTNPEACOUV TN diadikaoia
ayopdc. MNa mapddeiypa, 10 €mMBUPNTO TTPOIOV UTTOPEI va Pnv gival d1abéoiyo
o€ amébeua, odnywvtag o€ kabBuoTtépnaon NG dladIKaoiag ayopdg. € TETOIEG
TTEQITITWOEIG, Ol KATAVAAWTEG UTTOPEl va €GETAOOUV TO €vOEXOUEVO va
ayopAoouV TO TTPOIOV JECW NAEKTPOVIKWY KATAOTAPATWY aVTi va ETTIOKEPOOUV
Ta TTAPAdOCIAKA QUOIKA KATOOTAUATA.
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O1 Wiedmann k.a. (2007) utroypaupifouv TOoV avaTmtOOTIOOTO POAO TwV
TWANTWY  TTOAUKATOOTNUATWY OTn  BETIKA  €TMIPPON TWV  AYOPACTIKWY
amoPACEWY TWV KATAVOAWTWY aTtd  ETIXEIPNMATIK  atmmoyn. QoTo00,
TTPOEIBOTTOIOUV OTI N ETTIPPON AUTH OEV TTPETTEI VA ACKEITAI PE TTIECTIKO TPOTTO,
KaBwg PTTOPEI va aTTOdEIXBEI AVTITITAPAYWYIKK.

AloAoynon uetd Tnv ayopd

H teAeutaia @aon tng diadikaoiag ANWng amo@AcEwy ATTO TOV KATAVOAWTN
gival To otadlo NG agloAdynong MeETA TNV ayopd. lapd 1O yeyovog Ot
TapaBAETTeETal ammd TTOAAEG eTalpeieg, KABWG AauBdavel xwpa HETG Tnv
oAoKANpwon NG cuvaAAayng, To OTAdIO auTO €xEl CNPAVTIKI onPacida, KaBwg
ETTNPEEAlel AGueca TIC MEAANOVTIKEG Odladikacieg AQAWNg atmmo@Acewy Tou
KATOVOAWTA OXETIKA PE TO idlO TTPOIOV KAl TNV TMOTOTNTA TOU. ZUVETTWG,
AVTIKATOTITPICEl TN OUVOAIKN EUTTEIPIO TOU KATAVOAWTH a1Td TNV ayopd €vOg
TpoiévTog 1 piag uttnpeoiag. O Ofir (2005) utrooTnpidel auTh TNV TTPOOTITIKN,
Toviovtag o1 n dladikaoia AQYNS aTTOPACEWY TWV KOTAVOAWTWY Eival pia
eTTAVOAQUBAVOUEVN EVEPYEIQ KAI MIA BETIKA EPTTEIPIA Eival (WTIKAG ONUACiag yia
TN peiwon TG aBeBaidtnTag 6Tav €€eTAlETAI N aTTOPACH va ayopaoTei Eavd To
id10 TTPOIOV 1) UTTNPETia.

O Webb (2009) avagépel 611 n avTiAapBavopevn ammédoon evog TTPOIdVTOG OTA
MATIO TwVv TTEAQTWV MPTTOPEI va 0odnyrnoel €iTe O€ IKAvOoTroinon €ite o€
QUOOPETKEID, ETTNPEEACOVTAG ONUAVTIKA TO ETTITTEOO APOTIWONG TWV TTEAATWV.
O1 amoweIg Twv cuvounAiKwy, TwV QIAWV KAl TNG OIKOYEVEIAG OXETIKA HE TIG
ayopéG TTou  TTpayuaTotroinenkav Trpocdiopiovral amd Toug Perrey kai
Spillecke (2011) wg évag ammd TOUG ONPAVTIKOTEPOUG TTAPAYOVTEG TTOU
eTTNPEAlouV TO aTTOTEAETUA TNG agloAdynong uetd tnv ayopd. O1 Trehan kai
Trehan (2011) avamTUOoOUV TTEPAITEPW QUTO TO ONWEIO, ava@épovTag OTI Ol
YVWHES TWV OUVOUNAIKWY OXETIKA WE TIG OEIOAOYNOEIG TWV TTPOIOVTWYV TEIVOUV
va €TTNPEACOUV TNV IKAVOTTOINON TwV TTEAATWY aveedptnTa atmd To ETTITTEDO
QAVTIKEIMEVIKOTNTAG TOUG.

O1 Brink kai Berndt (2009) utroypaupifouv €tmiong Tn onuacia Tou oTadiou
agloAOynong META TNV ayopd. ZUPQWVA PE TOUG OUYYPAYPEIG, N IKAVOTToIiNoN i
n duoapéoKela TWV TTEAATWY KaBopiletal atrd TNV agloAdynaon TnG ayopdg Kal
TN OUYKPIOH TNG PE TIG TIPOODOKIES TOUG. AUTO TO ATTOTEAECHA DIANOPPWIVEI THV
EMTTEIPIO TOU TTEAATN KaI TTICTEVETAI OTI QUTA N EPTTEIPIA ETTNPEALEI AUECA TNV
ETTOPEVN ATTOPAC TOU KATAVOAWTHA va ayopdoel 10 idlo TTpoidv atod Tov idlo
TTwANTH.

Me atrAd Adyia, eGv 0 KATAVOAWTHG €ival IKAVOTTOINKEVOG ATTO TNV ayopd, gival
mOavo va eravaAdpel Tnv ayopd. AvTIBETWG, HIa apvNTIKA EUTTEIPIQ UTTOPEI va
ammoBappuvel Tov KATAVOAWTA amd TO va ayopdcel TO idI0  TTpoidyv.
(Researchgate, Consumer decision making process: A detailed analysis, 2022)
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ZuvoyifovTtag

To HOVTENO ayOPAOTIKAG CUNTTEPIPOPAS gival pia pEBodog TTou XpNoIKoTToIoUV
Ol £€UTTOPOI YIA TOV EVTOTTIONO Kal TNV TTapakoAouBnon tng diadikaciag Ayng
amo@Acewyv evog TEAATN at1td TNV apxn €wg 10 TEAoG. H diadikacia
KATNYOPIOTTOIEITAI 0€ 5 DIOPOPETIKA OTAdIA T OTTOIA £§NyOoUVTal WG EENG:

Avayvwpion avaykng: O katavaAwTrg avayvwpilel TIG avaykeg Tou, dnAadn Ti
TOU AEITTEl KQI TTPETTEI VA AYOPACTEL.

Avalntnon TAnpo@opiwyv: O KATavOAWTAG OUYKEVTPWVEI TTANPOQPOPIES YIa
mOavEG AUOEIG OTIG AVAYKEG TOU aTTO IAPOPES TTNYEG.

A&loAoynon evaAAakTIKwy AUcewv: O KATavaoAwTAS OUyKpivel TIC OI00£0IUES
€TMAOYEG BaCICOPEVOG O€ TTAPAYOVTEG OTTWG TTOIOTATA KA TIUA.

Amégaon ayopdg: O katavaAwTtig Aaupavel Tnv amogacn va ayopdcel To
TTPOIOV TTOU KAAUTITEI KAAUTEPA TIG AVAYKEG TOU.

ZUMTTEPIPOPA PETA Tnv ayopd: O katavoAwTAg alohoyei av To TTpoidv
QVTATTOKPIVETAI OTIG TIPOODOKIEG TOU Kal ETTNPEACEI TIG MEANOVTIKEG QyOPEG Kal
avaQopES o€ AAAOUG.

AUTO TO PHOVTEAO BoNBA TOUG ETTIXEIPNPATIEG VA KATAVONCOUV TN CUUTTEPIPOPA
TWV TTEAATWV KAl VO TTPOCAPUOOO0UV TIG OTPATNYIKEG TOUG avAAoyd.

Shaw, A. A. (2021, February 28). Consumer decision making process
definition stages and examples. Marketing Tutor.
https://www.Marketingtutor.net/consumer-decision-making-process-stages/
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5° KepaAaio AvTiAnyn

KaBnuepivd, ouAlAéyoupe, emTegepyalOuUaoTe Kal €punveEUOUUE Ta OIGPOPQ
epebiopara atd 1o TEPIBAANOV, XPNOIMOTTOIWVTAG TNV avTiAnwn. Apa TI givail n
avtiAnywn; Eival n éAAoyn IkavoTnTa yia va JTTopEécel va eI0€ABEI N oTToIadRTTOTE
TTANPO@OpIa Kal EPEBICUO OTOV EYKEPAAO POG KAl va Ta&ivounBei e KpiThpia
OTTWG N dIACTOON, N HOPPH, O XPOVOG, N KIvalobnaia, n BeppoTnTa Kal GAAa. Me
atrAdG Adyia, n avtiAnyn cival 1o TTwg PAETTOUPE Kal CUANAPBAVOUE TOV KOOUO
(Skopeliti E., 2023).

O1 katavaAwTéG avTIAauBAvovTal TIG MAPKES KAl TIG TIPOCPOPES TOUG OE OTOMIKA
Baon. O1 ayopacoTéG evepyouv Pe BACN TIS AVTIAQWEIG TOUG KAl VIO AUTOV TOV
AOyo n avTiAnwn Toug Trailel TTOAU CwTIKO pOAo0 OTOV KaBOPICPO TOu
OPYQVIOUOU/UApKAG/TTPOIOVTOG/UTTNPETIAG TTOU ETTIAEYOUUE OTAV KAVOUUE HIa
ayopd (Panigirakis G., 2023).

NvwoTIKA Bewpia TG avTiAnyng

H yvwoTiKA Bewpia gival n ouyxpovn TTPocEyyion yia TV €§AyNon TNG ETTIPPONAS
NG avriAnyng. O1 BewpnTIKOi TNG YVWOTIKAG Bewpiag TToTEVOUV OTI Ol
avBpwtrol dlagépouv amd AAAa €idn Cwwv eTTeldn emetepyalOuaoTe TA
gpebiopara XPNOIMOTIOIWVTAG TIG YVWOEIG N TIG YVWOTIKEG YA OOUEG KATA TN
AMuyn atro@doswyv. KdBe AavOpwtrog €xel dIKI TOU YVWOTIKA OOPr TTou
dlapopwveral amd TIG aieg Tou, TIG TIPOCWTTIKEG TOU EUTTEIPIEG, TIG
TTETTOIONOEIG, TIC AIOBAOEIG, TIG OTACEIS TOU Kal TIG 10€e¢ Tou. Q¢ GvBpwTTOl,
oxXNMaTiCoupe AvTINAWEIG YIA TA AVTIKEIMEVA XPNOIUOTTOIWVTAG TIG ECWTEPIKEG
YVWOTIKEG DOUEG KAl YWWOEIG PAG.

O1 aiobnoeic pag Aaupdavouv TTANPo@opieg yia TO TTEPIBAAAOV  OTAV
avaTmTuooOouV Pia avTiAnyn TTPog £va avTiKeipevo. AQou AdBoupe To epEdioua,
0l YVWOTIKEG pag doUEG TO agloAoyouv Kal To eTTe¢epyalovTal.

Av douUpe €va TTapdpolo avTiKEiyevo oTo PEAAOV, Ba XPNOIUOTIOINCOUME TNV
ATTOBNKEUMEVN AVTIANWN VIO TO CUYKEKPIYEVO QVTIKEIMEVO aTTd TO TTAPEABOV yIa
Va Jag Bondnoel va 1o eTTEEEPYAOTOUNE. XPNOIUOTIOIOUME TIG AIOBNOEIS Jag yia
VO QVTOTTOKPIBOUWE Kal va eTTegepyacTouue gpebiopara (OTTwWG TTPOCPOPES
TPOIOVIWVY 1] EUTTOPIKA CHPATA) YO va KaBopioouue TTWG aloBavouaoTe yia
QUTEG TIG OVTOTNTEG TNV TPEXOUOA OTIYUNA KAl OTO HEAAOV.

Ortav avTidpouyue o€ gpebiopara, Ta Opyava PJag - n uuTn Ta JATIA, TO déPUA, TA
QUTIA KOl TO OTOMA- ETTECEPYACOVTAI QUTEG TIG TTANPOPOPIEG.

Rookes, P. and Willson, J. (2005) ‘Introduction to Perception, Sensation and
Perception’, in Perception theory, development and organisation. Hoboken:
Taylor and Francis.
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NMapdyovTeg TTOU KaBopi{ouv TV avtiAnyn Kai n
onuacia Toug oto Marketing

KaBnuepiva BouBapdifopacte atrd XINAdES epebiouarta oTo dIAdIKTUO Kal OTA
KATAoTAMATA, OTOUG XWPOUG €PYyaoiag, OTa AuToKivnTa, oT1rd @iAoug Kal
ouyyeveic Kal TTOANG  GAAa. ATTAWG Oev  éxoupde Tnv IKavoTnTa  va
ETTECEPYAOTOUE TO PEYEDOC TWV TTANPOPOPIWY TTOU BAETTOUNE KABNUEPIVA. AvT'
auToU, 01 AI0BACEIC Hag E0TIACOUV OTA EPEBICUATA TTOU KEVTPICOUV TTEPICTOTEPO
TO0 evdlapépov pag. ‘Exoupe tnv TAON va QyvOOUUE N VO QTTOKAEIOUMPE T
epebiopara TTou Oev POG ATTAOXOAOUV ) eV KATAPEPVOUV va TpaRHEouv TO
evdlapépov pag. vwpiovrag autd, n douAsld Twv marketeers, €ival va
ONUIOUPYOUV €AKUOTIKEG, OQAYNVEUTIKEG KOAMTTAVIEG KAl TTPOOQPOPES YIa va
TIPOCEAKUOOUV TO €VOIAPEPOV TWV KATAVOAWTWV.

Y1apyxouv OUO TTAPAYOVTEG TTOU ETTNPEACOUV TNV avTiAnWwn: oI TTAPAYOVTEG TWV
EPEBIOUATWY Kal O TTAPAYOVTEG TNG ATOMIKAG ATTOKPIoNG. H evepyoTroinon kai
Twv dUO0 PTTOPEl Vva augioel Tnv mOavoTnTa KATTOIOG va dWOEl TTPOCOXH O€ HIa
dla@ruIon f TNV KUKAOQOpPIia evOg VEOU TTPOIOVTOG.

NMapdyovTeg epeBioUATWY

H avtiA\nyn evepyoTroicital 6Tav éva €pEBICUA EVEPYOTTOIEI TOUG AIOBNTAPIOUG
UTTOOOXEIG MAG, Ol OTTOIOI OTN CUVEXEIQ £TTECEPYAlOVTal ATTO TOV €yKEPAAO. Ol
TTaPAyovTeG €PEBICUATWY TTOU €TTNEEAGJOUV TNV AvTIANWN TWV KATAVOAWTWY
TePINaUBAVOUV TO XpwHa, To PEyeBog, TNV avtiBeon, Tn QWTEIVOTATA, TNV
évraon, Tn B€on, TNV KATeUBUVTIKOTNTA, TNV Kivnon, TNV QTTOPOVWON, TIG
EIOQYWYIKEG EPWTACEIG, TNV KalvoTtodia kal GAAa. lMNa va auénoouv Tnv
mOavOTNTA BETIKWV AVTIAQWEWY Kal dUVATOTATWY TTWARCEWY, Ol TTWANTEG Ba
TIPETTEl va JEAETAOOUV TIG €MOPAOCEIS KABEVOS aTTd QUTOUG TOUG TTAPAYOVTEG
epEBIOUATWY Kal va diac@alicouv OTI 01 TIPOCPOPES TTPOIOVTWY EVOWNATWVOUV
ETTITTEDA TTAPAYOVTWYV TTOU EUBUYPAUMICOVTAI UE TO KOIVO-OTOXO.

Y1rapyouv T€o0oepig Baoikoi TpoTTol avTiAnyng 1mou BacifovTal oTI aloBnoEIg
Mag Kal pag BonBouv va Biuiovoupe To TTEPIBAAAOV YUpw Pag Kal va KaBopi{oupue
TOV TPOTTO YE TOV OTTOIO TOV AVTIAQUPBAVOPAOTE. AUTOi OI TEOOEPIG TPOTTOI Eival
0 OTITIKOG TPOTTOG, O OKOUGOTIKOG TPOTTIOG, 0 00PPNTIKOG KAl O ATITIKOG TPOTTOGC.

OTmTIKOG TPOTTOG AVTIAnYNG

Otav BAéTTOUME €va QVTIKEIMEVO, OXNUATICOUPE QUOIKA dia 18€a yI' auTtd. Av
TpaBdel TNV TTPOOOXN MOG I MOG €AKUEI, TOTE TO €EETACOUME €veEPYA YIAQ TO
MEAoOV. O1 aioBnTIKG euxXApIOTEG CUOKEUOOIEG Kal Ta OxEDIA augdvouv Tnv
mOavVOTNTA O KATAVAAWTAG va avaTtrTugel BETIKN avTiAnyn yia TRV TTPOCPOPA 1)
TN pépka Kal va Tn Buudtal yia peANOVTIKEG ayopég. Oduooéag K. (2019),
Sensory Marketing. Google, (2023).
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AKOUOTIKOG TPOTTOG avTiAnwng

H akpdéaon Twv NXwv OTEAVEI uNVUPOTA OTOV EYKEQPOAS pag. AKOuNn, ouvioTd
KOIVWVIKA dpaoTnpIdTNTA KABWG TTECEPYALOUAOTE EpEBioUATA ATTO TO ECWTEPO
mepIBAANOV. H ouvdeon TG akong YE TNV avTiAnyn €ival oTevr KABwG TTpwTa
OKOUME KATI KAl JETA PE TOV EYKEPOAAO, TTECEPYACOPOOTE QUTO TTOU AKOUCOUE
WG WpPAio N aoxnpo, aoPaiég n eTmikivouvo. Katd mn dnuioupyia dIa@nUIoTIKWY
MNVUPATWY 1) EKOTPATEIWV UE ETTIKEVTPO TNV OKOr, Ol TTWANTEG Ba TTPETTEl Va
dlac@aAifouv 0TI 0 Xog Tagidelel o€ XaunAn ocuxvotnta. O1 fAxol uwnAng
ouxvoTnTag £peBICoUV TOUG KATAVOAWTEG KOl UTTOPEI va 0dNyROOoUV O€ apVNnTIKA
avtiAnyn yia 6ooug TrTapakoAouBouv. Oducotag K. (2019)

Ooun N yeuon n ooepnTikOg TPOTTOG avTiAnywng

H yeuon kai n 6oppnon oxetifovral getagu Tous. H yAwooa pag Bonbd otnv
KATavonon Twv UQwv Kal TwV YEUoEwV (TT.X. TTIKPA, YAUKIA, aApupr], uypn,
OTEPEN) EVW N PUTN pag KaBopilel av éva avTIKEINEVO Pupilel eTIOUPNTA R OXI.
Otav n yeuon kai N oo evog TTPOIOVTOG eUBUYPAUUICOVTal PE TIG TTPOTIMNOCEIG
MG, Mia BeTIKA avTiAnywn dnuioupyeital Kai gival 1o mavo va ayopdoouue To
OUYKEKPIPEVO QVTIKEIPEVO. OI EUTTOPOI TTPETTEI VO OTOXEUOOUV OTIG IKAVOTTOINoN
Kal Twv U0 aioBrioewyv Kal va evioxUoouv TNV €TMOUMIa Twv KATAVOAWTWY
TTapEXOVTAG deiyuata i TTPAYHATOTIOIWVTAG EKOTPATEIEG TTOU AVADEIKVUOUV
VOOTINEG HUpWOIES Kal yeuoelg. Oduooéag K. (2019)

AvVTIAnYn NG aPng N ATTTIKOG TPOTTOG AVTIANYNS

KdaBe dkpo Tou dakTuAou £xel TTavw atrd 3.000 utrodoxeic agng. Katd tnv aen
QVTIKEINEVWY, €iNacTE 0€ B€0N va oxNUOTIOOUUE I0€EGC YIA TO KPUO 1 TO {£0TO,TO
OKANPO 1 TO JaAakS, TO TPpaxU A TO JETALEVIO K.ATT. [Na ApKETOUG N aQr) €ival TO
ONUAVTIKOTEPO Opyavo KaBwG «avoiyel Tov dpdpo yia OAa Ta uTtTOAoITTa
aiodntpia 6pyava MNa mapddeiypa, n Coca Cola kataokeuaoe e TETOIO TPOTTO
TA JTTOUKAAIO TNG TTOU AKOUA KAl AV OTTACOUV O X0G B0 PEIVEI XOPAKTNPIOTIKOG
o€ autév TTou Tov akouel. Oduoocéag K. (2019), Sensory Marketing. Google,
(2023).

AAAol Trapdyovteg TTou emrnpedlouv TNV avTtiAnyn. ATOMIKOi
TTOPAYOVTEG aVTidpaong

EKT6¢ ammd TOUG TTapdyovTeG €peBIOCUATWY, TA ATOMUIKA XAPOKTNPIOTIKA
eTTNPeAacouv Tnv avtiAnyn. O1 aTOMIKOI TTAPAYOVTEG ATTOKPIONG £TTNPEACOUV TNV
avTiAnwn Kal Tov TPOTTO PE TOV OTT0I0 Ol KATAVOAWTEG avTIAapBdavovTtal TIg
TIPOOQPOPEG TTPOIOVTWYV. [lepIAauBavouv TNV TTPOCOXr, TO €VOIAPEPOV, TIG
QVAYKES/KivATPA, TNV TTPOCWTTIKOTNTA, TIG TTPONYOUNEVEG EUTTEIPIEG, TIG OTACEIG
Kal TIG OgiEg.

47



XapakKTnPIOTIKA TNG avTiAnwng Kal n £mwidpaon
TNG OTN CUMNTTEPIPOPA TWV KATAVAAWTWV

Ta aropa gpunvelouy Ta gpebioparta r TIG TTANPoopieg AaupavovTtag uttéyn
MIa o€1pa atrd oToIXEia TToU €ival eyyevr) aTnv avTiAnyn Kai repIAauBavouy Tnv
QVTIANTITIKA €TTIAEKTIKOTATA, TNV QVTIANTITIKY] OPYyAvWON KAl Ta AVTIANTITIKA
KaTw@AIQ.

AVTIANTITIKA €TTIAEKTIKOTNTA

MeAéteg deixvouv OTI w¢ KaTtavoAwTéS ekTIBENEBa o€ 4.000 éwg 10.000
dlapnuicelic TNV nuépa. YTroouveidnta, €LAOKOUME TNV  QVTIANTITIKA
ETTIAEKTIKOTNTA yIa va pag BonbAoel va avTIAn@Bouue Ta epebicuaTta TTou Pag
eVOIaQEPOUV TTEPIOCOTEPO. MNa va EETTEPACOUV TNV AVTIANTITIKA ETTIAEKTIKOTNTA
Kal va TpaBAtouv TNV TTPOCOXH TWV KATAVAAWTWY, Ol UAPKESG KAl Ol EUTTOPOI
TPETTEl va  OnNUIOUPYyoUV KOl va TTAPEXOUV  KOIVOTOMIEG KAl  TTOIOTIKEG
TTPOWONTIKEG EVEPYEIEG TTOU gival BUOKOAO va ayvonBouv, evw o1 dIapnuicElg
TPETTEl va €ival oTpatnyikd OXeDIOOPEVEG WOTE va TTPOCEAKUOUV Kal va
EMTTAEKOUV TOUG KATAVOAWTEG.

AVTIANTITIKA opydvwon

Tn oTminui Tou éva epéBiocpa TpaBdel TNV TTPOCOXN MOG, TTPOCTTOB0UUE Va
KATAVONOOUWPE TO VONUA TOU KAl VO KOTAVONOOUUE TIG TTANPOQYOPIEG TTOU
METa@EPEL. Ta ATOPA XPNOIPOTIOIOUV TO TTPOCWTTIKO TTAQICIO ava@opdg yia va
opyavwoouv To epéBiopa oe did@opa PEPN Kal va HPEIWOOUV TN OUVOAIKA
acdoeeia. MNa Tapddeiyua, otav BAETTOUE éva dlA@NUICTIKO OTTOT YId TTPWTN
POpPA, CUOXETICOUPE UTTOOUVEIONTA DIAPOPEG TITUXEG TOU hE AAAD DIA@NMIOTIKA
OTIOT | TTEPIEXOUEVO TTOU PAG Eival OIKEIO yIA VA ATTOKPUTITOYPOPAOOUUE TO
TTAQioIo A/kal To vonua.

AVTIANTITIKA KaTW@AIA

KaTtweAi gival n évraon TG evEPYEIAg TOU £pEBIOPATOC TTOU ATTAITEITAI YIO TV
evepyotroinon d1a@opwy emMTEdWY aicbnong. Ta Tpia emmiTeda KATW@Aiou
TEPINAUBAVOUV TO KATWTEPO KATWOAI, TO KATW@AI dIa@opds Kal TO TEAIKO
KATWOAI.

To KOTWTEPO KATWOAI €ival n €vTaon Tou €peBioUATOG TTOU ATTAITEITAI YIO VA
avixveuBei atd TIG aloBAoEIS PaG.

To katw@Al dlo@opds avagépeTal oTn MIKPOTEPN augnon Tng £viaong Tou
gpeBioparog TTou yiveral avTIANTITA w¢ augnon atrd éva ATtouo.

To TeAIKO KaTWw@AI gival To eTTITTEdO £vTaong €10600U TTOU UTTEPPRaivEl TO OnuEio
OTTOU TO £PEBICUA PTTOPET VO AOKAOEI pia TTITTAEOV aioBnon oTIg aloBA0EIS pag.
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Ta gpebioparta dev TTPETTEI VA gival JIKPOTEPA ATTO TO KATWTEPO KATWPAI, KABWG
auTd Oev Ba TTPOKAAEDEI TRV TTPOCOXI TOU KOIVOU-OTOXOoU. Ta epeBiouarta dev
TIPETTEI VA UTTEPPBAIVOUV TO QVWTEPO KATWQAI, WOTE VA PNV €ival ATTOTPETTTIKA.
MNa Tapddeiyua, av n TP evog TTPoidvTog auénBbei uTTEpBOAIKA, O KATAVOAWTAG
MTTOPEI Vva atroTpartrei atrd 1o va BéAel va ayopdoel. Berkman, H.W. and Gilson,
C.C. (1986)

H emippon TNG avTiAnyng oTnv ayopacTIKN
OUMTTEPIPOPA

O1 avTIAYEIG TTOU £XOUV OI KATAVAAWTEG YIa PIa ETTIXEIPNON Kal Ta TTPOIOVTA 1)
TIG UTTNPECIEG TNG, ETTNPEACOUV OPAMATIKG TNV AYOPACTIKI CUUTTEPIPOPA. AUTOG
gival o Adyog yia Tov o1T0i0 01 £TTIXEIPNOEIG IaBETOUV TOOQ TTOAAG XpruaTa yia
10 Marketing, yia Tnv TEAEIOTTOINCN TNG EGUTTNEETNONG TWV TTEAATWY TOUG KAl yIA
0,TI GAANO UTTOPOUV WOTE VA ETTNPEACOUV BETIKA TIC QVTIANYWEIG TWV AYOPACTWV.

O1 KatavaAwTEG oUVOETOUV BIAPKWG OAES TIG TTANPOYPOPIES TTOU £XOUV Yyia Mia
MAPKA WOTE VO OXNUATIOOUV MIa ATTOQOCT OXETIKA PE TO AV N OUYKEKPIMEVN
eTapEia Tpoo@épel agia. H avriAnwn Twv KAtavaAwTwy gival pia TTpocéyyion
TNG TTPayuaTikoTnTag. OI ETTIXEIPNOEIS TTPOCTIABOUV va £TTNPEACOUV aUTH TV
avtiAnwn auth, €iTe PE TEXVAOUATA KAl XElpaywynon, aAAG 1Mo ouyvd
TTapouo1dfovTag atrAd Tov €autO TOUG ME TOV KAAUTEpPO duvatd TpdTro. lMNa
TTaPAdeIyUa, o1 dlaPnuicElg ouxva dIaTUUTTAVICOUV TNV TTOIOTNTA KAl TNV EUKOAIQ
EVOG TTPOIOVTOG | MIAG UTTNPETIAG, EATTICOVTAG va EVIOXUOOUV TNV avTiAnyn Twv
KATAVOAWTWYV yia TRV uywnAn aéia, n oTroia YTropei va attodwoel Je augnuéVeS
TTWANOEIG.

‘Evag  PBaoikdég Tapdyoviag yia TOV  ETTNPEQCUO NG  aviiAnyng Twv
KaTtavoAwTwy givail n €kBeon. Ooo TTePIcoOTEPO EKTIOEVTAI O KATAVAAWTEG OTAV
TTANPOQoOpIa yia €va TTPoidv, TO00 TTo Avera TO ayopdlouv. Q¢ atrdToKOo, Ol
ETTIXEIPAOEIC KAVOUV O,TI UTTOPOUV YIa va Ola@nUicouV TIG TTPOCPOPES TOUG.
EvrouToig, autd mrpokalei éva TpopRAnua: Otav kKaBe emixeipnon Boupapdilel
TOUG KOTAVOAWTEG HE PnvupoTta Marketing, ol katavaAwTég Teivouv va
arroouvTovifovtal. Na va eTnPedcel TNV avTiAnwn TwWv KATAVOAWTWY, HIA
ETTIXEIPNON TTPETTEI OXI HOVO VA EKBETEI TO TTPOIOV TG OTOUG KATAVAAWTEG, AAAG
Kal va TO KAvel, va &exwpidel amo 1o TTANBoG¢. Richards, L. (2017)

AlatApnon TeEAaTwy Kal TIOTOTNTA NAPKAG

O1 emTuxnuéveg eIXeIPNOEIG Oev XaAapwvouv POAIG Evag TTEAATNG KAVEL IO
ayopd. AvTIBETWG, o1 €TaIpeEieg ouveXiCouv va KOAAIEpyoUv avTIAAWEIG TTOU
odnyouv o€ KEPOOPOPEG CUUTTEPIPOPES. MOAIG 01 KATAVOAWTEG DOKINAOOUV £Va
Tpoidv, To KABAKOV yiveTal n diatpenon TNG KAANG @AUNG TNG HAPKAG Kal N
edpaiwaon TNG TOTOTNTAG OTN NAPKA, WOTE va dnuioupynBei To KOOTOG aAAaynig
yla TOV KaTavaAwTr. H TTpoo@opd avwTepng CUTTNEETNONG TTEAATWYV €ival Pia
ATTOTEAECUATIKA TAKTIKA €TT€ION Olatnpei TNV avtriAnyn OTI n €TTIXEIPNON
EVOIOQEPETAI VIO TA CUPQPEPOVTA TWV TTEAATWV TNG.
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2€ avraAAayua, ol TTEAATEG yivovTal TTIOTOI OTNV ETTIXEIPNON, YEYOVOG TTOU
eCao@aliCel pia oTabepr) por] €00dwWV yia auTrv, Kal KaBioTd 1o SUCKOAO yia
TOUG AVTAYWVIOTEG VO ATTOOTTACOUV TTEAATES. Richards, L. (2017)

AvTiAnyn via Tnv TIPA

H 1y eivar évag amd TOUG KPIOINOUG TTapAYOVTEG €PEBICUATWY TTOU
eTTnpPeacouv tnv TpoBupia ayopdgs. Eival évag kaBoplioTikdg TTapdyovTag TTou
OAEG 01 ETaIPEIEC TTPETTEI VA KATAVOAOOUV yIa va TTPORAEWPOUV TNV €TTIOPACH TOU
OTOUG KOTAVOAWTEG. Agv UTTAPXEI MIa eviaia avTidpaorn 6oov agopd Tnv TN,
OAAG UTTAPYOUV OIAPOPEG MEAETEG TTOU UTTOPOUV VA dWOOUV KAOAUTEPN EIKOVQ
yIQ TO TTWG TNV AVTIAQUBAVOVTAl Ol KATAVAAWTEG.

O1 avBpwTrol avTiAauBavovTal TNV TIPA Tou TTPOIOVTOG PE OIAQOPETIKO TPOTTO
avaAoya Pe TNV OIKK TOUG KOIVWVIKOOIKOVOUIKA KATAOTACN, TNV XAPOKTNPIOTIKA,
TAV TTOIOTNTA TOU TTPOIOVTOG, AAAG Kal Ta OPEAN TTOU Ba TTPOCPEPEI N AyOPAQ TOU.
MNa mapddeypa, €va Atodo utropei va eival o TpoBuuo va ayopdoel éva
OKPIBO TTPOIOV €dv auTtd dla@NMICeTal WG PAKPAG DIAPKEIAG KAl OVOEKTIKO.
MNvwpilovtag autod, ol éutmopol Ba tpétrel va diagnuidouv TV TTOIGTNTA TOU
TIPOIOVTOG KAl GAA XOPAKTNPIOTIKA yia va £5paIluO0UV TNV €ykupoTnTa TNG
TIUAG pe Tov TreAaTn. (Dr A Madeswaran, 2019, P355, 15T Edition)

AVTIANTITIKOG Kivouvog

O1 katavoAwTég ouvdéouv BIAQopoug TUTTOUG KIVOUVOU KATA ThV ayopd
mpoidvTwv. O1 BaBuoi kivduvou TroikiAAouv pe Baon 10 KOGTOG Kal TO BaBud
BeBaidTNTAC OTI TO TIPOIGV Ba €ival IKAVOTTIOINTIKO YIA TO OUYKEKPINEVO
KatavoAwTA. To TeAeuTaio TTpAyPa TTou BEAEI va BILOEI EVOG ayopaaThG Eival
Mia atroTuxnuévn ayopd, KaBwg autd PTTOPET va onuaivel atmwAgia XpnuaTwy
Kal xpévou, BAATITEl TOV eyWIOPO TOU Kol UTTOPEI va odnyrnoel o€ AAAEG
QPVNTIKEG OUVETTEIEG. EvatrokeiTal otoug guttépoug va dlac@aAioouv OTI O
KivOUVOG TTOU OUVOEETAI PE TNV ayopd gival XapnAdg. Ta duo etmitreda KivoUuvou
TToU oxeTiCovtal Pe TNV ayopd TrepIAauBdavouv Tov eyyevr KivOuvo Kal Tov
XEIPICOPEVO KivOuvO.

O eyyevAg Kivduvog (inherent risk)

Eival o TpwTtog 1 0 BacikdG KivOuvog TTOU PTTOPET va TTaPATNPEAOEl KAVEIG O€
MIa QyOPOOTIKI) ATTOQAOT).

O diayxeipi{épevog Kivduvog (handled risk)

MPoKUTITEl PETG TNV €TTEEEPYOTia TWV TTANPOPOPILV KAl O AYOPOOTHG
TTPOOCTIABEI va TOV PEIWOEI AKOAOUBWVTAG TTOIKIAOUG NXAVICUOUG.

H avtiAnyn Tou KIvdUvou atrd Toug KATAavaAWTEG €ival £vag TTapAyovTag TTou
Ol EMIXEIPAOEIC TTPETTEI va AauBdvouv utrdywn Toug OTav TTpooTTabouv va
evlappuvouv TNV ayopacoTiKy cuptrepipopd. Oco TTIo piyokivduvn gival yia
TTPOTACN, TOCO TTI0 OUOKOAO €ival va TTEIOEI TOUG KATAVOAWTEG va OPACOUV.
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Edv o1 katavaAwTEG Bev ival COIKEIWPEVOI PE PIa ETAIPEIA, OEV PTTOPOUV va
EKTIUAOOUV TOV KiVOUVO TTOU EVEXEI N ayopd TOU TTPOIOVTOG- UTTOPEI va gival
KaKOQTIOyuEVO, Yyia Trapddeiyua, r TOAU akpiBd o€ oOUyKpIon ME TaA
uTTOKaTAOTATA.

O1 emmixeIpNOEIG EETTEPVOUV AUTOV TOV BIOTAYHO TTPOCPEPOVTAG 000 TO duVATOV
TIEPIOOOTEPEG TTANPOPOPIEG YyIA TO TIPOIOV HPE TN HOPO®R dIAPNUICEWY N
evlappuvovTag TIG AgIOAOYACEIC Twv TIPoIovTwy. H duvatétnta oToug
OuVNTIKOUG TTEAATEG va XeEIpiovTal TO TIPOIOV OTA KATAOTAMATA 1 va TO
OoKIuAddouv OTO OTTITI PEIWVEI KAl TNV AvTiIAnywn Tou KIvouvou, OTTWG Kal N
TTPOo@OPAa eUENIKTNG TTONITIKAG emoTpo@wy. (Richards, L, 2017)

TpoéT1rol peiwong Tou Kivdouvou

Y1apxouv dIAQOPOI TPOTTOI JE TOUG OTTOIOUG OI TTWANTEG JEIWVOUV TOV KivOUVO
yla va au¢ioouv Tnv TmlavotnTa ayopwy, OTTWG N TTPOCPOPA EYYUNOEWV
EMOTPOPNG  XPNHATWY, n OwPeAv aTTOCTOAN, n aviaAAayni vyia pn
IKAVOTTOINTIKEG ayopEG Kal GAAa. O1 TTpooTrdbeieg TTpowbnong PTTOPOUV Va
TTPOOTEBOUV OTIC TTPOCPOPEG YyIa va HEIWBEl O KivOUvOog Kal va VIWOElN O
KATAVOAWTAG TTI0 AVETA KATA TNV ayopd.

Edav mwAouv pia uttnpeoia, ol marketeers, Ba TTpETel va gival dla@aveig oTIg
TTPOCPOPESG TOUG KAl VA ATTAVTOUV O€ TUXOV EPWTACEIC TTOU PTTOPEI va €XOUV Ol
TEAATEG, KOBWG auTdg eival évag atmAdg Kal dpacTIKOG TPOTIOG yia va
€CaAEIPOOUV TUXOV APQIBOAIEG OXETIKA HpE TO TIPoidv 1 Tnv utinpeocia. H
KOIVwVIKA at1rddeién cival évag GAAOG TPOTTOG yia va PEIwBEr 0 avTIANTITOG
Kivduvog. ‘Eva pikpd TTo000TO Twv KATAVOAWTWY ayopddel TTpoidvTa Xwpig
KOIVWVIKN atrédeIgn. Znuepa, ol avBpwTrol BEAouv va diaBalouv KPITIKEG Kal
MapTUupiES yIa va diac@aAlicouv OTI TO TTPOIOV Ba avTaTToKPIOE OTIG TTPOCDOKIESG
Toug. H evowpdtwon papTupiwv Kal KPITIKWY Of I0TOTOTTIOUG, KOIVWVIKEG
TTAATQOPUES KAl AANa onueia eTTA@PAS dnUIoUPYEl BIAPAVEID KOl HEIWVEI TOV
KivOuvo, augavovTag £101 TIG OUVATOTNTEG TTWANCEWV.

Y1rdpyxouv, TTOAEG AUCEIC TTOU PTTOPET VA KAVEL PIA ETTIXEIPNON YIA VO UEIWOEI
TOV KivOuvo pE KUpIOTEPN, OTI OAEG OI TTANPOPOPIES TTOU UTTOPEI va avalnTAoEl
évag TTeAATNG eival eukoAa dl1aBéoiueg. Me Tov TPOTTO AUTO O TTBAVOTNTEG O
TTEAATNG va ayopdoel To TTPoIGV i TNV uTInpecia auéavovtal dpaoTIKA. H pion
OouA€ld BaaileTal oTOV ayopaOTH, O OTTOIOG TTPETTEI VA APIEPWVEI XPOVO Yia va
gPEUVNOEl Kal va dlaBacel dpBpa, KPITIKEG I HAPTUPIES YIA KOIVWVIKI ATTODEIEN.
MrTropei etTiong va PIARoel ue GAAOUG TTOU £XOUV ayopdael To idlIo TTPoIdV A TNV
idla uttnpecia woTe va OIATTIOTWOEl AV QVTOTTOKPIONKE 1 Eemépace TIG
TTPOOodOKieG TwV GAAwv. (Braxton, D. 2021).

Ta otddia Tng avriAnyng oto Marketing

H avtiAnyn kaBopilel To vOnua OXETIKA PE €va TTPOIOV A pIa PHdpKa OTav o
KATAVOAWTAG €PXETAI OE APXIKN €TTOPR. AUTO, TTEPIYPAPETAl WG ETTECEPYATIa
TWV TTANPOQPOPIWYV TOU KATAVOAWTH. Z& autd TO OTAdIO, OAEC oI aloOnoEIg
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OUMPUETEXOUV OTN AW TwV INVURATWYV ETTIKOIVWVIag Tou Marketing. 21n yevikn
BiBAIoypagia, Téooepa BIaKPITd oTAdIa avTiAnwng eu@avifovral Katd Tnv
ETMECEPYATiO  TWV  TTANPOQPOPIWY TOU KATAVOAWTA: TIpoooxr, aicbnon,
dlaTAPNON Kal EpuNVEia.

To oT1ddio TG aiocbnong

H aicbnon tepiypdeel 11 cupPaivel 6Tav ol aloBnoeig evog atdépou ekTiBevTal
apXIKG O0TO eEWTEPIKO €PEBIOUA eVOG TTPOIOVTOGC ) evOog Marketing papkag. Ol
aI0ONTNPIAKOI UTTOBOXEIC TOU KATAVOAWTH €vEPyOTTOIOUVTAl ATTO TA OTOIXEIA
TOU TTPOIOVTOG 1] TNG ETAIPEIA HEOW TOU XOU, TNG 6pAcng, TNG 60PPNONG, NG
uQnG Kai NG yeuong. MNa mapddeiyua, n Starbucks eutrAékel OAeg TIC aloBAoE€Ig
oTo aloOnTnpIakd Marketing TG pdpkag. ‘Evag TeAATNG TTOU EICEPXETAI OE EVa
kageveio Starbucks ptropei va akouoe€l Toug AXOUG Kal va Pupioel To dpwua
TNG AAEONG TOU PPECKOU KAPE OTO KATAOTNUA.

H pouoiky uttokpouon Kal O HOVAOIKOG OXEOIOOUOG TOU KATAOTAUOTOG
OAOKANPWVOUV TNV EUTTEIPIO TNG YEUONG TOU CeOTOU ) KPUOU KAPE KOl TWV
TTPOIOVTWY JIATPOPNG TTOU UTTOPEI va ATTOAAUOEI OTO KATACTNUA.

To Z1ddio lNpoocoxng

2TNV ETTECEpyania Twv TTANPOPOPIWY TWV KATAVOAWTWY, N TIPOCOXNA
eEM@aviCeTal OTav  €va  ATOMO TTapAPévEl Kal  Oivel  vONTIKR  IKAvOTNTA
emegepyaoiag oto eEWTEPIKO epéBiIcua atmd €va Tpoidv | uia pdpka. H
ETTIAEKTIKN avTiAnywn €ival 6Tav pia KkatavaAwTpla divel TTpoooX 0€ PNVUUATO
TTOU OUVAdoUV WE TIG TTETTOIBNOEIG, OTACEIS Kal TIG avaykes TnG. OTav éva
TTPoIdV dev oUVADEI JE AQUTOUG TOUG TTAPAYOVTEG, O KATAVOAWTHG OTTOCUPEI TV
TTPOCOX! TOU.

To oT1ddio TNG eppnveiag

H eppnveia oupBaivel 6tav éva dtouo atrodidel Eva vonua oTo aicbntnplako
epéBiopa ammd 10 Marketing evdg mrpoidvtog 1 piag pdpkag. H karavonon
uttoBonBeital atmd TIG TTPOoodoKieg Kal Tnv efoikeiwon. O KaTavaAwTig
OOPWVEI TN VAN TOU VIO VO QVOKOAETEI TTPONYOUUEVEG EUTTEIPIEG PE TN HAPKA
A pia Tapdpola papka. To Marketing Twv EUTTOPIKWY ONPATWY KATAOTARATWY
EKMETAAAEUETAI OUXVA TO OTAdIO TNG €PMNVEIAg, OTaV O OXEDIOOUOG TNG
OUOKEUAOIOG TOU TTPOIOVTOG TTEPIEXEI AOYOTUTTA, XPWHATA KAl GAAQ OTOoIXEia
TTOU €ival TTapOuoIa PE TIG €BVIKEC WAPKES ME TIC OTTOIEG O KATAVAAWTEG €ival
YEVIKA TTI0 ECOIKEIWMEVOL.

To o1ddio Tng diIaTApNoNg
H oAokAnpwaon Tng d1adikaciag avtiAnyng Tou KatavaAwT gival 1o oTddIo TNG

dlatApnong. Autd XapakTtnpiletal ammd TV atToBAKEUTN TwV TTANPOPOPIWY YIa
TO TTPOIdv A TN PAPKA OTn BPaxuttpoBeoun Kal PAKPOTTPOBECoUN HvAuN.
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2T0X0G, €ival n TTapoxr OeTIKWV €PEBICPATWY OTA ETTOPEVA OTADIO TTOU
METa@PAlovTal o€ aTTOBNKEUON TWV TTANPOPOPIWY YIa TO TTPOIGV 1 TN HAPKA
aTTO TOUG KATAVAAWTEG OTN HOKPOTTPOBeaun pvAun. (Lantos, G.P. 2010)
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NeuroMarketing kai avTiAnyn

H ouvdeon petagu Tou NeuroMarketing kai Tng avriAnwng €ykeiralr otnv
karavonon Ot n TeAeutaia, TTaifel KaBopIoTIKG pOAo OTn dIANOPPWON TWV
TIPOTINACEWY, TWV OTACEWYV KAl TWV CUUTTEPIPOPWY TOU KATAVAAWTH ATTEVAVTI
oTa TTPOoIovVTa Kal TIG udpkes. O1 Texvikég Tou NeuroMarketing, oTwg n
aTreIKOVION TOU €yKEQPAAOU (TT.X. N A&iIToupyik payvnTik Topoypagia ) fMRI)
KAl Ol BIOUETPIKEG WETPNOEIG, ETTITPETTOUV OTOUG EPEUVNTEG VA ATTOKTHOOUV
YVWOEIG OXETIKA WE TIG UTTOOUVEIONTEG AVTIOPACEIS TWV KATAVOAWTWY Kl TN
VEUPIKA dpaoTnPIOTNTA TTOU CUVOEETAI PE TNV AVTIANWI TOUG yia Ta epeBiouaTta
Tou Marketing.

AkoAouBouUv pepikoi TpOTTOI PE TOoug oTToioug auvdéovTtal To NeuroMarketing kai
n avtiAnyn:
Mpoooxn

H avtiAnwn tTepiAapBdver v €mAoyn Kal Tnv €0Tioon TNG TTPOCOXNG O€
ouykekpipéva epeBioparta. Or yeAéteg NeuroMarketing ptropouv va egetaoouv
Trola oToixeia Marketing aixuaAwTiCouv TNV TTPOCOXI TWV KATAVOAWTWY KAl
gexwpifouv atro Ta yupw epebiopara. Me Tnv kKatavonon Tou TPOTTOU PE TOV
OTTOIO DIAPOPETIKA OTOIXEIQ OTTWG TA XPWHATA, TA OXAPATA ) T AOYOTUTIA TWV
EMTTOPIKWY ONUATWYV ETTNPEACOUV TNV TTPOCOXN Kal TNV aAaloveia, o1 EUTToPOl
MTTOPOUV Va OXEQIACOUV TTIO EVTUTTWOIAKEG KAl AIOUVNUOVEUTEG BIAPNUICTIKEG
EKOTPATEIEG.

ZuvaioOnuaTiKn avTaTroKpion

H avTtiAnwn eival otevd ouvdedeuévn Ye TN ouvaioBnuartikr emegepyaacia. To
NeuroMarketing ptropei va digpeuvroel TOV TPOTTO UE TOV OTTOIO T UNvUuaTa
Marketing kai Ta OTITIKG pHéOQ TTPOKAAOUV OUVAICONPOTIKEG avTIOPACEIG OTOUG
KATAVOAWTEG. METPWVTAG TNV EYKEPOAIKA OpaaTnPIOTNTA KAl TIG QUCIOAOYIKEG
avTIOPACEIG, Ol EPEUVNTEC NTTOPOUV VA TTPOCIOPICOUV TTOIEG OUVAIOONUATIKESG
KaTtaoTaoelg TTpokaAouvtal atmo Ola@opeTIkEG oTpaTtnyikég Marketing. O
EUTTOPOI UTTOPOUV OTn OUVEXEID va aloTIOIOOUV QUTH TN YvWwon Yid Vo
ONMIOUPYACOUV TTEPIEXOUEVO UE CUVAICONUATIKN OTTAXNON TTOU OUVOEETAl E
TOUG KATaVOAWTEG 0€ BabuTepo eTTiTTEDO.

AvTIANYn TNG HAPKAG KAl MVAMN

To NeuroMarketing utropei va pigel WG oTOV TPOTTO ME TOV OTIOIO Ol
KatavaAwTEG avTIAapBavovTal kal Bupouvtal TIg pdpkeg. Me Tnv €€étaon g
EYKEPAAIKNG OpaOTNPIOTNTAG KATA TNV €KBECN O€ OTOIXEIA TNG ETTWVUHIOG, OTTWG
AoyoTuTra ] oAGyKav, Ol EPEUVNTEG NTTOPOUV VA KATAVONOOUV TTWG TA OTOIXEIO
auTd eTTeCepyddovTal Kal KwdIKOTTolouvTal oTn MVAMN. O1 TTANpo@opieg auTég
MTTOPOUV va KaBodnyrioouv Toug eUTTOPOUC OTn dIaPOPPWON TNG TAUTOTNTAG
TNG MAPKAG KAl OTO OXEDIONOUO ATTOTEAECUATIKWY OTPATNYIKWY AVAKANCNG TNG
MAPKaG.
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AQyn ammo@doewyv

H avtiAnwn eTnpeddel 11 d1ad1IKAoieg Aqyng ATToOQACEWY TWV KATAVAAWTWY. TO
NeuroMarketing ptropei va dIEPEUVACEI TOUG VEUPWVIKOUG PNXAVIOPOUG TTOoU
OI€TTOUV TNV agloAdynon Kail TN SIaudPPWan TTPOTINNONG TWV KATAVOAWTWYV YIa
dld@opa TTPOIOVTA | UTTNPECiEG. ATTOKAAUTITOVTOG TOUG UTTOOUVEIDNTOUG
TTAPAYOVTEG TTOU £TTNPEACOUV TN ANWN OQTTOPACEWY, Ol EUTTOPOI PTTOPOUV VA
BeATIOTOTTOINOOUV TO OXEDIOOUO TWV TTPOIOVTWY, TIG OTPATNYIKEG TIMOAOYNONG
Kal T TTEIOTIKA PuNvUPATa WOTE VA EUBUYPAPMIOTOUV WE TIG TTPOTINACEIS TWV
KATAVOAWTWYV Kal va au¢joouv Tnv moavotnTa ayopdg.

2UVOAIKA, To NeuroMarketing TTapéxel TTOAUTIMEG TTANPOPOPIES yIA TO TTWG Ol
KAaTavoAwTEéG  avTIAapBdvovTal Kol avTaTTokpivovTal oTa  €pebiocparta Tou
Marketing o€ veupoAoyikod emitredo. Me Tnv Katavonon TG ouvdeong UETALU
Tou NeuroMarketing kail TNG avtiAnwng, ol €UTTOpPOI UTTopoUV va AauBdvouv
TEKUNPIWMPEVES ATTOPATEIS YIa TN ONPIoUPYia TTIO EAKUCTIKWYV, AEIONVNOVEUTWY
Kal aTToTeEAEOUATIKWYV ekoTpaTelwv Marketing. (Ariely, D., & Berns, G. S. 2010),
(Lee, N., Broderick, A. J., & Chamberlain, L. 2007), (Plassmann, H., et. Al
2012). , (Plassmann, H., & Weber, B. 2015)., (Smith, A. K., & Houston, M. B.
2021), (Venkatraman, V, et al, 2015), (Zaltman, G. 2003).
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ZuvoyidovTag

H avrisnwn eival n mpooéyyion TG TPayuatikotntag. O eykEPAAOG pag
TIPOOTIABEl va BYAAEl vONUa ATTO TA €PEBICPATA OTA OTTOIA EIUAOTE EKTEDEIPEVOL,
ME B1ad0XIKOUG TTaPAYOVTEG Ol OTToI0I €TTNEEACOUV TNV avTiAnWn pag. H ékBean
TePINAUBAVEI TNV EKTOON OTNV OTTOIa CUVAVTAWE £va epEBiopa. MNa TTapdderypa,
gipaoTe ekTeBEINEVOI O€ TTOAUAPIOUQ EUTTOPIKA pNvUUATa VW 0dnyoUUE OTOV
QUTOKIVNTOOPOUO:  PABIOPWVIKEG  DIOPNUICEIG, OIOPNUIOTIKEG — TTIVAKIOEG,
QUTOKOAANTO OTOV TTPOQUACKTIPA TWV AUTOKIVITWY, KABWGS Kal TTIVOKIOES KAl
TTavO TTOU TOTTOBETOUVTAI O€ EUTTOPIKA KEVTPA OTTO TA OTToia TTEPVAME. To
MEYOAAUTEPO PEPOG QUTAG TNG €KBEONG gival TuXaio Kal &ev OKOTTEUOUNE va TO
avalnTACOUE.

H €kBeon Oev €ival apkeTA yIa va eTTNPEAcEl ONPAVTIKA TO ATOPO -TOUAAXIOTOV
Ox1 JE PBaon uia pévo dokiun. lNpokeiyévou Ta epeBiocparta va utTooTOUV
ouveldntn emeEepyaaoia, araiteitar Tpoooxr). H Tpoooxn eivar otnv
TTPAYMATIKOTNTA BEPa BaBPOU - N TTPOCOXH HAG UTTOPEI va gival apKeTd uwnAni
otav dlaBdadoupe odnyieg TI.X. YA TNV ETTIOTPOPr] POPOU EI00ONUATOG, AAAA
XaunAfR étav TpoBdaAlovtal dlaenuicels KaTd Tn didpKeIa evOg TNAEOTTTIKOU
TpoypdupaTtog. QoTO00, AKOUN Kal 4Tav n Tpoooxn €ival XapnAr, YIropei va
KAIJOKWVETAI APNEoWwG -yIa TTAPAdEIYUA, av EYQAVIOTEN Pia dla@ruion yia &va
TTPOIOV YIA TO OTTOI0 EVOIOPEPOUATTE.

H epunveia mepihauavel v egaywyrn voruatog amo 1o gpéBioupa. Ta
Tapdadelypa, Otav  BAETTOupe  éva KOKKIVO  KOUTAKI, MTTOPEi  va  TO
kartnyopiotroijoouue wg Coca Cola.

O vopog tou Weber utrodnAwvel 0TI n IKAQvOTNTA TWV KATAVOAWTWY VA
QVIXVEUOUV aAAQYEG OTNV £VTOOT TOU £PEBICPATOG QAIVETAI VA OXETICETAI OTEVA
ME TNV évraon Tou ev Adyw epebiopaTtog eEapxng.

AlG@opol TTapdyovTeg eTnpedlouv 10 BaBud oTov oTToio Ba yivouv avTIANTITA
Ta gpebiopara. ‘Eva mrpopavég ¢ATnua gival n ouvageia. O1 KatavaAwTEg, OTav
éxouv Tn duvatétnTa €TMAOYNG, €ival etmiong o moavd va Tpocéfouv
euxaploTa gpebiopata (aAAG 6Tav o KaTavaAwTrg dev PTTOPEl va Ee@UyEl, Ta
TTOAU duodpeoTa gpebiopata gival €rTiong mOavo va Tpapréouv TNV TTPOCoxA -
€101, TTOAAEG  TTOAU  eVOXANTIKEG — dlagnuicelg  gival  agloonueiwTa
atmoTeEAEOUATIKEG). 'Evag a1rd Toug onuavtikOTEPOUS TTAPAYOVTEG, WOTOOO,
gival n eravaiAnyn.

O1 katavaAwTEG ouxva dev divouv PeyaAn TTpocoxn o€ éva epEBIoPa -1IB1aiTEPQ
o€ éva €pEBICPA XAPNAAG TTPOTEPAIOTNTAG, OTTWG WIa dlapriuion- K&Be @opd,
oMG av 1o BAETOouV Eava kal avd, O OWPEUTIKOG QvTIKTUTTOG Ba gival
MEYAAUTEPOG.

Ta aipvidIaoTIKG epeBiopaTta gival TTBavo va TpaBrAgouV TTEPICTOTEPN TTPOCOXN
- TO €VOTIKTO TNG €MMIRiwong atraiTei va divoupe TTEPICTOTEPN TTPOCOXI O€ KATI
AyvwoTo TTou PTTopEl va Xpndel dpdong. H peyaAutepn avtiBeon (dlagopd
METAEU TOU epeBiopaTog Kal Tou TTEPIBAANOVTOC TOU) KOBWGS Kal n MEYOAUTEPN
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TIPOROAN (TT.X. MEYAAUTEPO PEYEBOG, KEVTPIKA TOTTOBETNON) TEiVOUV €TTIONG va
augdvouv Tnv mMoavoeTnTa ETTECEPYQTIAC.

Ytoouveidnta epeBiopata. Miow otn dekaetia Tou 1960, avapepbnke OT1 o€
eMAeyuEveG Ppadiég, o1 BeaTéc evog Kivnuatoypd@ou eixav ekTeBei o€
MeEpovwpéva Kapé pe TIG Aégeig "Theite Coca Cola" kai "®dre 1ot KOpv"
EVOWMATWPEVEG OTNV Talvia. Ta kapé autd Trepvoucav 1000 ypriyopa TTou Ol
avBpwTrol dgv Ta TTapaTnpoucav cuveldnTd, al\d ava@épbnke OTI TIG Bpadiég
TTOU UTTAPXAV Ta KapE, ol TTwARoeig TNG Cola Kail Tou TTOTT Kopv ATAV ONUAVTIKA
uYnAOTEPES aTTd TIG NUEPES TTOU dev uTTipXav. Auto 0diynoe 1o Koykpéoo va
aTrayopeucel T Xprion Tng utroouveidntng ola@nuions. MpwTta a1 OAq,
UTTAPXEI Eva EPWTNUA OXETIKA PE TO av autd TO TrEipapa TTPAYUATOTTOINONKE
TTOTE | av Ol TTANPOPOPIEG AUTEG ATTAWG TTIivonBnkav. AegdTepov, Kaveig dev
EXEl KATOQEPEI va ETTAVOAGPBEI AUTA Ta €UPAPATA.  YTTAPXOUV €PEUVES TTOU
deixvouv 611 o1 dvBpwTTol apxidouv va xaxavifouv atrd apnxavia étav ekTiBevTal
yla Aiyo o€ "BpwMIKES" AECEIC o€ pIa TTeipapaTiki unxavy. Edw, kal 1TéAI, n
ékBeon eival TOOO OUVTOPN TIOU TO UTTOKEIUEVO OV €XOUV ETTiyvWON TWV
TTPAYMATIKWY AEEEWV TTOU €idav aAAd gival TTPO@AVEG OTI KATI £XEI AVAYVWPIOTEL
atrd TNV apnyavia Trou epgaviceral. (Perception--consumer behavior. 2023)
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NonTIKEG-OVTIANTITIKES OIEPYACIEG
TOU KatavaAwTnh ( avTiAnyn,
aio0nocig epebicuara Kai
ouvaiocOnuara)

O1 yVWOTIKEG-aVTIANTITIKEG  BIEPYAOiEG TOU KOTAVOAWTH QvaQEPOVTAl OTIG
VONTIKEG OPaOTNPIOTATEG KA TIG AI0ONTNPIAKES EPTTEIPIES TTOU BILOVOUV T ATOUA
otav avTiIAaupBdavovTal, EpUNVEUOUV KAl AVTATTOKPIivovTal oTa €peBiopaTta Tou
TePIBAANOVTOC TOug. O dladikacieg auTég TTEPIAAUPBAvVOUV TRV avTiAnywn, TIG
aiodnoeig, Ta epeBiopaTta kal Ta cuvalicOAuaTa, Ta OTToia dIAUOPPUWVOUV
OUAAOYIKA T CUUTTEPIPOPA KOl TN ANYn aTTOQACEWY TWV KATAVAAWTWV.

AvTiAnywn

O1rwg ava@EpOnke avaAuTIKa o€ TTponyoupeva KEQAAaia, n dladikacia he TRV
oTroia Ta ATtopa €TMAEYOUV, OPYOVWVOUV KAl €PUNVEUOUV TIC aloONTNPIOKES
TTANPOPOpPIiEG atTd TO TTEPIBAAAOV TOUG YIO VA ONUIOUPYHOOUV ONUAVTIKEG
gMTTEIPiEG, ovoudleTal avTiAnyn. MNepiAauBaver Tpia otddia:

Aiobnon: H aiocbnon avagépetal otnv APecn Kal APECN avTATIOKPION TWV
a1o0ONTAPIWY UTTOBOXEWV PaG (TT.X. MATIA, auTid, HUTn, dépua) oTa epebiocuaTa
TOU TTEPIBAAAOVTOG. MepIAaUBAVEI TNV aviXveuon aloBNTNPIOKWY TTANPOPOPIWY
OTTWG TO WG, 0 NXOG, N YEUON, N a®n Kal N 6oepnon.

Mpoooxn: H Trpoooxn €ival n d1adikacia TTIAEKTIKNG EOTIOONG O€ OUYKEKPIUEVA
epebiopara, evw ayvooupe GAAa. O1 KATaVOAWTEG KATAVEUOUV TNV TTPOCOXN
TOoug OoTa gpebiouara pe Baon TTapdyovTeg OTTWG N KAIVOTOWIA, N CUVAQPEIQ KAl
TA TTPOCWTTIKA EVOIQPEPOVTA.

Epunveia: Epunveia gival n diadikacia armrdédoong VOAPATOS OTIG AloBNTNPIOKES
TTANPo@opieg TTou avTiIAauBavépaoTe. ETTnpeddetal atrd TapdyovTeg OTTwg Ol
TIPOCWTTIKEG EUTTEIPIEG, TO TTOMITIONIKO UTTORBABPO, OI TTETTOIBAROEIS KAl OI OgiEG.
(Pouooog, A.IN. 2011)
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EpeBiopara

Ta epeBiopaTa cival Ta avTiKeigeva, Ta yeyovota 1 AAAEC TTNYEC EI0POWYV TTOU
ETTNPEACOUV TOUG aQI0ONTNPIOKOUG pag uttodoxeic. Mtropei va eival €iTe
eCwTEPIKA (TT.X. dlapnuioelg, ouokeuaaoieg, TTEPIBAAAOV KOTAOTAUATOG) EiTE
EOWTEPIKA (TT.X. AVANVAOEIG, OKEWEIG, cuvalodnuara). Ta gpebiopara Trai¢ouv
KaBopIoTIKG pOAO OTNV TTPOCEAKUCN TNG TTPOCOXNAG TWV KATAVOAWTWY Kal 0TN
OIaUOPPWON TWV AVTIAQYEWY Kal TWV ouvaloBnudaTwy Toug.

Zuvaiocuara

Ta ocuvaioOnuara givar cUVOETEG WUXOAOYIKEG AVTIOPACEIG TTOU TTPOKAAOUVTAI
ato gpebiouparta kal eTTNPEACOUV TN CUPTTEPIPOPA TwV KATaVOAWTWV. MTTopEi
va gival BeTIKA (1T.X. Xapd, evlouolaouog) f apvntikd (1T.X. Bupog, eOR0G) Kai
dladpapaTi¢ouv CWTIKG POAO 0Tn AN ATTOPACEWY ATTO TOUG KATAVOAWTEG KAl
OTIG EUTTEIPIEG TWV EUTTOPIKWY ONPATWY. Ta ouvaiodruarta PITopouv va
ETTNPEACTOUV ATTO BIAPOPOUG TTAPAYOVTEG CUMTTEPIAQUPBAVOPEVNG TNG TNG
avTIAauBavopevng  agiag, TTPOOWTTIKAG OUVAQEING KAl TWV  KOIVWVIKWV
emppowyv. (Solomon, M.R. 2017)., (Schiffman, L.G., & Kanuk, L.L. 2010),
(Foxall, G.R. 2014), (Perner, L. 2023)

MvAun

To NeuroMarketing €ival évag Topéag TTou ouvoudadel TN VEUPOETTIOTHUN KAl TO
Marketing yia va JeAETAOEI TOV TPOTTO PE TOV OTTOIO O EYKEPAANOG AVTATTIOKPIVETAI
kal emmegepydletal Ta epebiopara Tou Marketing. MepiAauBdaver TR xpron
OIaPOPWYV TEXVIKWY, OTTWG N ATTEIKOVION TOU EYKEQPAAOU Kal Ol PUOCIOAOYIKEG
METPAOCEIG, VIO TNV OATTOKTNON YVWOEWV OXETIKA ME TIGC YVWOTIKEG Kal
ouvaIoBNUATIKEG AVTIOPACEIG TWV KATAVOAWTWY OTA UNVUPATA KAl TIG EPTTEIPIES
Marketing. Evw 10 NeuroMarketing emKeVTpwVETAI KUPIWG OTNV KATAVONON TNG
OUMTTEPIPOPAG TWV KATAVAAWTWY, UTTOPEI ETTIONG VA TTPOCPEPEI TTANPOPOPIES
yla 10 TTWG T0 Marketing eTnpedadel Tn uvAaun.

O1 a&loAoyACEIC TWV KATAVOAWTWY TwV TTPOIOVTWY eTTnpeddovTal atro TNV EUQP
avion, Tn yeuon, TNV U@ f TN JUPWIA TOUG.

KoAiag Oduooéag. (2019), NeuroMarketing. Evepyotroinon Twv 5 aicbrioewv
Kal Twv ouvaiodnudtwy, atmd 1o Marketing €wg Tnv TTwAnon. Ekdéoeig iWrite

O1 KaTavaAWTEG  €XOUV  TTPONYOUMEVEG  EUTTEIPIEG MABNONG, O OTT0IEG
ouoowpelovTal OTO PUAAO Toug. H OuvoAikh cuoowpeuon TTOAQIOTEPWYV
EMTTEIPIWV  Eival YyVWOT WG MvAun. H pvAun ptopei va diaipebei o€
BpaxumpdBeoun uviaun i pakpotpdBeoun uviaun.

BpaxutrpdBeopn pvAun

Eival n yvAun tmou utropei va avakAnBei apéowg, evepyoTTOIEiTAI KAl Eival O€
XPNon. Ava@QEpeTal €TTIONG WG PVANN EPYACiag, JE TNV OTTOIA PTTOPEI KATTOIOG
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Va EPYaOTEl Kal va avagepBei, 6troTte atraiteital. H BpaxutrpdBeoun pvAun £XEl
TNV IKAVOTNTA va dWOEl Pia ouveXA ETTavaAnyn Piag TTANPOPOPIag TTOU UTTOPEI
va xpnoigotroinBei yia Tnv €miAuon  TTpoBAnuaTwy. Otav egeTddovTal
TTOAUTTAOKEG  OpaOcTNPIOTNTEG, OONYOUV TIEVTE EPTTAOKEG oOTn upvAun. Ol
TTEPITEXVEG OPAOTNPIOTNTEG KAVOUV XPron TTPONYOUHEVWY OTTOBNKEUUEVWV
aglwy, EPTTEIPIWY, OTACEWV, OUVAICONUATWY KAl TTETTOIBNCEWY yia vad
EPUNVEUOOUV Kal va agloAoyroouv TTANPOQOpPIEG Kal va TTPocBEéoouv véa
oToIXEia TN MVAMN.

MakpoTtrpéBeoun uvAiun

Eival n péviun amobikeuon o1o puaAd Tou katavaAwTth. Eival evepyn kai
MTTOpEl va atroBnkeUoel Yia TTOIKIAIG TTANPOQOPIWY TTOU atToTeAoUVTal ATTO
ATTOPAOCEIG, EVVOIEG, DIADIKATIEG, KAVOVEG, OUVAIOONUATIKEG KATAOTACEIG KATT.
AUTO gival onuAvTIKO yia Tov TTWANTA, €TTEIdN N €IKOVA €vOG OHUATOG Kal Ol
€VVOIEG TTOU €VaG KOTAVOAWTAG €iXe OAKOUOEl Yia €va EPTTOPIKO OAJQ,
atroteAouvTal atrd dIAPOoPa CTOIXEIQ KAl O AYOPAOTAG UTTOPEI va €XEl TTOAAEG
€VVOIEG TTOU OUVOEOVTAI PE TO EUTTOPIKO OANA, OTAV AVAPEPETAI TO CUYKEKPIUEVO
eMTTOPIKO ofpa. (Kumar, S.R. 2009)

ZxApa (Schema)

MapakAadr NG pakpdxpovng PVAPNG, TO OXAMA, OTTOTEAE €vav OUVOAIKO
OUVOUOOUO OCUCXETIOEWV TIOU €I0AYOVTAl OTO MUOAO €vOg atopou oTav
aioBdaveTal Evav epéBiopa. AuTo TO €pEBICHO PTTOPET va gival pia dia@hAuion n
aTTAG 1o avaykn TTou ailcBAaveTal To GTOUO.

To NeuroMarketing ptTopei va XpnOIPMOTTOINCElI TN HAKPOTTPOOEOUN PVAMN KOl
TO OXAMA PUE TTOANOUG TPOTTOUG. OI KATAVAAWTEG UTTOPOUV VA £XOUV €va OXHHaA
YIQ KATNYOPIEG TTPOIOVTWYV, HAPKES } AKOMN KAl KATAOTANATA AIaVIKAG. AIGQOpol
KATOVOAWTEG PTTOPEI VA €XOUV OIAQOPETIKO OXNMA YIa DIAPOPES KATNYOPIES
mpoidvTwv.(Kumar, S.R, 2009)

Mdaénon

O1 eTaipeieg Kal o1 TTEAATEG ATTOKTOUV VEEG YVWOEIG OXETIKA PE T TTPOIOVTA KAl
TIG AyopEG HEOW TNG HABNONG Kal TNG ePTTEIpiag. Eav évag TTeAATNG ayopaoel
éva TTPOIOV PE TO OTTOI0 eV Eival IKAVOTTOINUEVOG, TO TTIBAVOTEPO gival OTI Oev
Ba 1o Eavayopdoel.

OAoi o1 opyaviopoi TTpooTTabolv va avadeifouv Ta XAPAKTNPIOTIKA TwvV
TPOIOVIWY KAl TwV UTINPECIWV Toug. [MpooTtrabolv va TTapéXouv OTOV
KatavaAwT mn duvatoTnTa va yVwpilel autd Ta XAPAKTNPIOTIKA TTPOKEIUEVOU
VO ETTNPEEACEI TN CUPTTEPIPOPA Tou. Méow TG pddnong emnpeddovTal ol
TTETTOIONOEIG, 01 OTACEIG, TA OUVAIOBAUATA Kal 01 agiec. H TTOMITIOTIKI) KOIVWVIKI)
TAEN, TIG OIKOYEVEIAKEG ETTIPPOEG KAl OAA AUTA AVTAVOKAOUV Kal ToV TPOTTO (WG
MaG. H udbnon utropei va mrepiypa@ei wg otroiadnroTe aAAayr) OTO TTEPIEXOUEVO
| OTNV Opyavwon NG PAKPOTTPOBeoung PvAUNG. Eival 1o atmmotéAeopa Tng
emmegepyaaoiag TAnpogopiwyv. H pddnon civar 1o KAIdi yia TNV KATAVAAWTIK)
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ouutrepipopd. MoaBaivoupe péow Kal ammd TNV KOUATOUpPA pag, Tnv
UTTOKOUATOUPQ, TNV KOIVWVIKI TAEN, TOUG OIKOYEVEIAKOUG QPIAOUG Kal aVTAOUNE
arré TNV TIPOCWTTIKN MHOG EUTTEIPIA, Tn dla@ruIon Kal Ta PEoa PadIKAG
evnuépwong.

Qg ek TOUTOU, N P&BNON opifeTal WG N POVIUN aAAay OTN CUMTTEPIPOPA TTOU
oupBaivel wg aTTOTEAECUO TTPONYOUNEVNG EPTTEIPIOG:

https://carlymjones.wordpress.com/reflection-essays/buying-behavior/

Eival pia poviun aAAayr) otn cuptrepipopd. H ocuptrepipopd ival 1600 uia un
TTaPATNEAOINN OPACTNPIOTNTA OCO KAl HIO EUPAVIG ) QAVEP CUMTTEPIPOPA
TTOU UTTOPEI va TTapatnenBei. n Jabnon eival OXeTIKA pia poviun aAAayr. H
MAOnon divel peydAn €u@acn o€ TTPONYOUMEVEG euTTEIpiEG pag. MTTopei va
oupBei uTTd cuVBNnKeG XaUNANG 1\ UWNAAG EPTTAOKNG. Z€ PIa KATAOTAON HAdnong
UYNAAG CUPUETOXNG, O KATAVAAWTAG £XEI KivnTpo va pdbel. Ze pia kardotaon
XOUNAAG HABNoNG, dev UTTAPXE! KivnTPO va PHABEl yia To TTPOIoV.

2€ MO KatdoTtaon gabnong XapunAAG CUPUETOXNG, Ol KATAVOAWTEG OEV £XOUV
€OTIQOPEVN TTPOCOXN OTIC dlaPNUICEIS OTTWG o1 dlaPnUIcEIS ToIydpwy, TTapd
MOVO pia pJaTid oTIg dlagnuicelg. H duvapn Tng JaABnong PTTOPEi va ETTNPEQOCTEI
éviova atmmd TEOOEPIG TTAPAYOVTEG TTOU €ival N €vioxuon, n ouvageia, n
gIKovoypagia Kal n eravaAnyn. (Learning and memory , 2023)

Npoooxn Kal KWAIKOTroinon

H €peuva Tou NeuroMarketing ptropei va pi€el pug aTov TPOTTO UE TOV OTTOIO TA
epeBiopyata Tou Marketing TpaBouv Tnv Tpocoxf Kail emnpedlouv TNV
emeéepyaoia Twv TTANPoOQopIwV OTn PVAPN. Me Tnv €€étaon Twv pPoTiBwyv
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EYKEPAAIKNG dpacTnPIOTNTAG, Ol EPEUVNTEG MWTTOPOUV VA EVTIOTTIOOUV TA
OUYKEKPIPEVA OToIXEIa HIag dlapApiong f evog unvupartog Marketing tTou
TIPOCEAKUOUV TNV TTPOCOXN TWV KATAVAAWTWYV Kal EVIGXUOUV TNV KwOIKOTToinoN
otn MvAun. MNa TTapddeiyua, opiIouéva OTITIKA OTOIXEIQ 1| ouvaloBnuaTIKES
EKKANOEIG UTTOPOUV VA AUEHOOUV TNV TTIPOCOXI KAl VA BEATILOOOUV TN dIATAPNON

NG MVAUNG.

Avagépetal  Aoimmév  otn d1adikacia  PETATPOTTAG  TwV  AIoONTNPIOKWY
TTANPOPOPIWYV CE POPPr TTOU PTTOPEI va atroBnkeuTei atn PVAMN. O TEXVIKES
Marketing umTopouUv va evioxUoouv TNV KwdIKoTToinon Pe TN Xprnon dia@épwyv
OTPATNYIKWYV, OTTWG N ETTAVAANWN, oI {wVTAVEG EIKOVEG, TG GUVAICBUATA KOl N
agAynon ioTopiwy. MNa Tapddeiyua, Ta aglopvnudveuta cAdykav, Ta jingles n
Ta MACAPIKA OTTTIKA OTOIXEIa PTTOPOUV va TPARrEouv TNV TTPOCOXN JAG Kal va
OIEUKOAUVOUV TNV KWAIKOTTOINON TWV TTANPOQOPIWY OTN MVAUN MOG.

ZuvaiodnuaTikn dEopEUON

Ta cuvaioBrpaTa diadpapaTiCouv KPiolo poAo aTn dIANOPPWON TNG PVAKNG.
O1 peAéteg NeuroMarketing ptTopoulv va BonBricouv oTnv kKatavoénon Tou
TPOTTOU PE TOV OTToi0 Ta epeBiopara Marketing TTpokaAouv ouvaioBNUATIKEG
avTIOPACEIS Kal TTWG auTd Ta ouvaioBniuata emnpedlouv TN upvAun. To
ouvaloBNUATIKO TTEPIEXOPEVO, OTTWG OI DIAPNUICEIG TTOU TTPOKAAOUV BETIKA N
apvnTIKG cuvaloBiuaTa, YTTopEi va evioxUoel TV TTayiwon Kal TNV avaktnon
TNG MVAMNG. ASIOTTOILVTAG TN CUVAICONPATIKA EMTTAOKI, O EUTTOPOI JTTOPOUV VO
ONUIOUPYAOOUV OEEXQOTEG EUTTEIPIEG TTOU OI KATAVAAWTEG €ival TTIo TBavo va
BupouvTal Kal va ouvdEoUV JE TIG HAPKEG TOUG.

2uvdéoelg he To euTTopIkO onua: Or Texvikég Tou NeuroMarketing utropouv va
QTTOKAAUWOUV TOUG VEUPIKOUG PNXAVIOCPOUG TToU OIETTOUV TOUG CUCXETIONOUG
TWV EUTTOPIKWYV ONPATWY KAl TOV OXNUATIONO TWV AVARVACEWY TWV ELTTOPIKWV
onuatwy. OTav ol KATavaAWTEG EKTIBEVTAI OE CUVETT] OTOIXEIQ JAPKAG PE TNV
TTAPOOO TOU XPAVOU, TA OTOIXEIQ AUTA CUVOEOVTAI JE IO OUYKEKPIKMEVN HAPKA,
odNywvTag o€ 1I0XUPOTEPEG CUVOEDEIG PvUNG. Katavdénon Twv VEUPWVIKWY
O1adIKOCIWY TTOU EPTTAEKOVTAI OTN CUOXETION TNG HAPKAG.

Storytelling

H €peuva Tou NeuroMarketing avadeikvuel eTriong Tn dUvapn NG agriynong Kai
TNV ETMIPPON TTOU QOKEi 0TAV PVAPN. O1 1I0TOPIEG €xOuV T JovadIKh IKavoTnTa
VA EUTTAEKOUV TTOANQTTAEG TTEPIOXEG TOU EYKEPAAOU Kal va dnuioupyouv
aglopvnuoveuteg gutreipieg. Otav Ta pnvupaTta Marketing TrapoucidovTal wg
TEXVIKEG A@AYNONG, MTTOPOUV Vva evioxUoouv Tnv KwdIKOTToinon Kai Tnv
QavAKTNON TNG MVAUNG OUVOEOVTAG TIG TTANPOYOPIEG UE TNV UTTAPYXOUCO YVWOn
Kal TIG TTPOCWTTIKEG euTTEIpieS.(The role of storytelling in Marketing: How stories
evoke emotion and drive engagement Upward Spiral Group, 2023)
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Kal éva rapadeiypa

O Paul Zak pag ava@épel 0TI N a@Aynaon €xel TNV IKAvOTNTA va KOAAIEPYNOEI
ouvaIoBNuATa EPTTIOTOOUVNG OTAV KATTOI0G TTWANTHAG YIa TTAPAdEIyua, divel TNV
OIKrl TOU aPrynon oTov KatavaAwTA YE pia apxn péon Kal TEAog. (Oduooéac.
K, 2019)

MAaiolo kai avaktnon: To TTAQioI0 0TO OTToi0 TTapouciddovTal Ta Pnvupara
Marketing ptTOpei va emmnpedoel TNV avdktnon TG MVAPNG. O1 ueAETEG
NeuroMarketing pT1TOpOUV va OIEPEUVIOOUV TOV TPOTTO ME TOV OTIOIO
OI0QOPETIKES TTEPIPAANOVTIKEG f TTAQICIOKEG eVOEigEIC eTTnPedlouV TNV avAKAnon
Kal TNV avayvwpeion TG uvAung. lMNa Tapadeiyua, n QUOIKR TOTToBeaia ) Ta
aloOnTnPIaKk& oToIXEI TTOU OXETICOVTAI E PIO HAPKO JTTOPOUV VA TTPOKAAECOUV
QAVAKANGCN YVAPNG KaI VA ETTNPEACOUV TN CUPTTEPIPOPA TWV KATAVAAWTWV.

Eival onuavTtiké va onueiwBei 611 To NeuroMarketing €ivail évag oxeTiké véog Kal
€CEANIOOOUEVOG TOPEQG KAl O AVTIKTUTTOG TOU OTN MVAMN £E0KOAOUBET va atToTeAEi
Tedio ouvexICOueVNG £peuvag. Evw ol yvwaoelg Tou NeuroMarketing ptropouv
VO TTaPEXOUV  TTOAUTIMEG TTANPOQOPIEC OXETIKA ME T OCUPTTEPIPOPA TwV
KATavaAwTwV Kal TIG dIadIKACIiEC PVANNG, €ival HOVO €va KOPUATI Tou TTACA.
AANNOI TTOPAYOVTEG, OTTWG O1 ATOUIKES DIOPOPES, N TTPONYOUNEVN YVWoN Kal Ol
KOIVWVIKEG ETTIPPOEG, TTAICOUV £TTIONG ONMAVTIKO POAO OTOV TPOTTO [E TOV OTTOIO
Ta unvuparta Marketing atroyvnuoveuovTal.

To Marketing ptTopei va €xel onNUAvTIKO avTiKTutto 0T d1adIkaoia TG YVAUNG
ETTNPEACOVTAG TOV TPOTIO HUE TOV OTIOI0 Ol TTANPOQOPIEG KWAIKOTTOIOUVTAl,
atroBnkevovTal KAl AVAKTWVTAI OTN PvAUN pag. AKoAouBouv opiouévol TPOTTOI
ME Toug oTToioug To Marketing utropei va erTnpedoel KaBe oTadio TNG dladikaciag

NG HVAMNG:
AtroBRikeuon

H amobnkeuon TmeplAauBdvel TR dilathnpenon Twv  KWOIKOTTOINUEVWY
TTANPOPOPIWV WE TNV TTAPOdO Tou Xpovou. To Marketing putropei va eTnpedoel
TNV ammoBrkeuon OnUIOUPYWVTAG CUCXETIOPMOUG Kol OUVOEDEIG PETAEU TNg
MAPKOG A TOU TTPOIOVTOG KAl OPICHEVWYV EVVOIWY, OUVAICONUATWY i EUTTEIPIWV.
Autoé emTuyxdvetar ouxvd pEOw TNG TOTroBEéTnONG TNG MAPKAG, TNG
TOTTOB£TNONG TOU TTPOIGVTOG KAl TG OUVETTOUG avTaAAaynS pnvupdaTtwy. OTav ol
TpooTrddeiegc Marketing dnuioupyouUv He emmTUXia 10XUPOUG OUCXETIOUOUG,
augavertal n mOavoeTNTA ATTOBNKEUONG TWV TTANPOPOPIWY OTN JOKPOTTPOBECHN
MVUN.

AvdakTtnon
AvdAkTnon gival n diadikaoia TTpéoRaong o€ aTToONKEUPEVES TTANPOPOPIES aTTO
TN pvun. To Marketing ptropei va eTnpedcel TNV avakTnon XPNOIMOTTOIWVTAG

O1GQopa OTOoIXEIO KAl €vauOuaTa YyId va TIPOTPEWEl TNV avakAnon. la
TTOPAdEIYUA, PEOW OIAPNMUIOTIKWY EKOTPATEIWY, Ol EUTTOPOI XPNOIYMOTTOIOUV
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ouxva oAdyKkav i OTITIKA OTOIXEIQ YIO VO TTPOKAAECOUV UVIUES TTOU CUVOEOVTAI
ME TO EUTTOPIKO ONua A TO TTPOIOV Toug. ETTITTAéoV, N dnuioupyia Povadikwy Kal
QGIONVNUOVEUTWY EUTTEIPIOY PJEOow ekONAwoewv Marketing ) d1adpaoTIKWV
EKOTPATEIWV PTTOPEI VA EVIOYXUOEI TNV AVAKTNON TTANPOQOPIWY ATTO TN UVAUN.

Eival onpavTikd va onueiwdei 611 To Marketing ptropei emiong va emmnpedoel m
MVAMN MECW YVWOTIKWY TIPOKATAAAWEWY KOl EUPETIKWYV aToixeiwv. Ol
YVWOTIKEG TTPOKATOANWEIG Eival €YYEVEIGC vONTIKEG CUVTOPEUCEIS Kal MPOTIRa
OKEWYNG TTOU JTTOPOUV VA ETTNPEACOUV TN UVAMN Kal TN AQWn atmro@acewy. [

2UVOAIKA, T0 Marketing ptropei va dlapop@woel Tn diadikacia TNG UvAUNG
ETTNPEACOVTAG TOV TPOTIO PE TOV OTTOI0 KWOIKOTTOIoUVTAI, atrofnkeuovTal Kal
AVAKTWVTAI O TTANPOYOPIEG. Mg TNV KAtavonon Twv apxXwV TNG MVAKNG Kail TNV
EQAPUOYN ATTOTEAECHATIKWY OTPATNYIKWY Marketing, o1 €TTIXEIpri0EIG YTTOPOUV
VA ONUIOUPYAOOUV UOVIPEG EVTUTTWOEIG KAl VA ETTNPEACOUV TN CUMTTEPIPOPA
TwVv KatavaAwTwv.(Niosi, A. 2021)

2uvaioOnua

To NeuroMarketing kai Ta cuvaioBruarta gival oTevd ocuvu@aouéva, Kabwg Ta
ouvalodnuara Taiouv onuavtiké poAo otn AQWn amo@Acewv atrd TOug
KATaOVOAWTEG Kal PTTOpoUvV va alotroinfouv atrd Toug €UTTOPOUC VIO va
ETTNPEACOUV TN CUUTTEPIPOPA TWV KATAVAAWTWYV. ZTO0 KEPAAaio autd Oa
avaAuBei o TpdTToG pe Tov otroio To NeuroMarketing digpeuvd kai aglotrolei Ta
ouvaiobiuara:

Avixveuon ouvaioBnudatwyv: O1 Texvikég Tou NeuroMarketing, OTTWG n
AEITOUPYIKN atreikévion MayvnTikou OuVTOVIOUOU (fMRI), TO
nAekTpoeyke@aloypagnua (EEG) kal n avaAuon Tng £K@paong Tou TTPOCWTTOU,
ETMTPETTOUV OTOUG EPEUVNTEG VA PETPOUV KAl va avaAUouV TIG OuvaIoOnNUATIKESG
AVTIOPACEIG TWV KATAVOAWTWYV. AUTEG Ol TEXVOAOYIEG NTTOPOUV VA AVIXVEUOOUV
TNV EYKEPAAIKA) dpACTNPIOTNTA KAI TOUG QUOIOAOYIKOUG DEIKTEG TTOU OXETICOVTAI
ME dId@opa cuvaloONPATA, TTAPEXOVTAG TTANPOYPOPIES YIA TO TTWG Ta EpeBiouaTa
Marketing TTpokaAoUv cuvaioBnuaTikEG avTIOPATEIC.

2uvaloBnuaTtiki 6éopeuon: O dlagnuioeig Kal ol ekoTpaTteieg Marketing TTou
EMTTAEKOVTAI ouvaIoBNUATIKA gival TTIo meavo va TpaBrigouv TV TTPOCOoXK Kal
va Onuioupynoouv Poviun  evIUTTWON OToug  KaTavaAwTés. H  épeuva
NeuroMarketing fonBa oTov €VvTIOTIIOYO TWV CUVAICONUATIKWY £PEBIOUATWV
TTOU BpioKouv aTTixXnNon OTO KOIVO-OTOXO, ETMITPETTOVIOS OTOUG UTTEUBUVOUG
Marketing va oxedIAlouv TTEPIEXOPEVO TTOU DNUIOUPYET BETIKEG CUVAIOBNUATIKEG
avTidpacelg. O ouvalioBnNUATIKA EAKUCTIKEG EUTTEIPIEG JTTOPOUV VA £VIOXUOOUV
TNV avTiAnwn TG HAPKAG, VA OIKOOOUAOOUV EUTTIOTOOUVN KAl VO KAANIEPYHOOUV
TNV AQOCiwaon TNV JAPKA.

EmikAnon oto ocuvaicbnua: H épeuva NeuroMarketing utrodeikviel 0TI Ta
ouvalodnuaTta ouxva eTnNPeadouv 1 AQYn atToQPAacEwY TTEPICOOTEPO ATTO TIG
opBoAoyikég  ekTIuAoelg.  O1  €uTTopol  XPNOIMOTIOIOUV  CUVAICONUATIKES

64



EKKANOEIG, OTTWG TO XIOUPOP, 0 ®OB0G, N Xapd f n evouvaiodnon, yia va
OnUIOUPYACOUV [Ia OUVOEDN ME TOUG KaATaVOAwTES. Kartavowvtag Troia
ouvalodnuara €ival o AaTmmoTEAECHATIKA yia va odnyAoouv TIG €TMOUUNTEG
OUUTTEPIPOPEG TWV KATAVOAWTWY, Ol EUTTOPOI PTTOPOUV va dnPIoUpyroouv
MNVUPOTA KOl EKOTPATEIEG TTOU  AIOTTOIOUV  QUTG T ouvaicBiuara,
ETTNPEACOVTAG TIG ATTOPACEIG AYOPdG.

Kwdikotroinon Tng ouvaioBnuaTtikng pvAung: Ta cuvaiodriuarta giropouv va
ETTNPEACOUV CNUAVTIKA TOV OXNKATIOUO KAl TV avAKANoN TNG vAUNG. MeAETeg
NeuroMarketing O&cixvouv &1 oI OuvaIOBNUATIKA QOPTIOUEVEG EUTTEIPIEG
BuuouvTal KaAUTEPa O€ OUYKPION ME TIC OudéTepeG euTTelpiec. O1 €utTOpOI
agloTroloUv auTh TN yvwon OnUIoUPYWVTAS OouvaloOnUATIKA CUVAPTTOOTIKEG
APNYNOEIG KAl EUTTEIPIEG TTOU A@HVOUV HI hOVIUN avAuvnon OTO NUOAG Twv
KATavoAwTwWy, aug¢dvovtag tnv TmlavoTnTa avadkAnong Kal TTpoTiunong mg
MAPKaG.

Neurobranding: OTTwg Ba avaAubei ekTevéoTEPA OTO ETTOUEVO KEQAAQIO, Ol
TEXVIKEG ToU NeuroMarketing 1TOpOUV VA £QAPUOCTOUV YIA TNV AEIOAOYNON TwV
ouUVaIOBNUATIKWY CUCXETIOEWV TTOU £XOUV Ol KOTAVOAWTEG ME OUYKEKPIMEVES
MApPKeG. MEeTpWVTAG TIG EYKEQOAIKEG QVTIOPACEIS KAl T OUVAICONUATIKN
EMTTAOKN, OI €UTTOPOI ITTOPOUV vVa A&IOAOYAOOUV TNV OTTOTEAECUATIKOTNTA TWV
OTOIXEIWV TNG PAPKAG, OTTWG Ta AOYOTUTTA, TA XPWHATA KAl Ta OAOyKav, OTNV
TPOKANCN TwV EMOUPNTWY CuvaiIoBNUaTiKwy avTidpdocwyv. H karavénon
QUTH, TOUG ETITPETTEI VA BEATIWOOUV TIG OTPATNYIKEG ETTWVUMIOG KAl va TIG
eubuypaupioouv pe TN OuvVAIOBNUATIK TOUTOTATA TTOU  ETTIOILKOUV VO
KAAANIEPYAOOUV VI TIG HAPKES TOUG.

Eivar onpavtikd6 va onueiwBei O11, evwy 1O OuvaloBripaTa UTTOpOUV va
ETTNPEACOUV I0XUPAQ, PIa ekTipnon atmmd nBik okotmid, gival (wWTIKAG onuaciag
oTIg TTpakTIKEG NeuroMarketing. O1 €utropol TTPETTEN va GEBOVTAI TNV AUTOVOIa
TWV  KATOVOAWTWY KOl VO  ATTOQEUYOUV  XEIPAYWYIKEG TOKTIKEG TTOU
EKMETAAAEUOVTAI TO OUVAIOOARUATA YIa ApvNTIKOUG oKoTroug. (Ariely, D. 2008).
(Damasio, A. 2006), (Lee, N., Broderick, A. J., & Chamberlain, L. 2007). ,
(Langleben, D. et al. 2008), (Plassmann, H. et al, 2012), (Slovic, P, et al.2007)
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6° Ke@dAaio: AvatrTuooovTag Kai
oxedialovTag Tn HAPKA KAl TO
TTPOIOV

Branding

MNvwaoTd yia Tn oTpatnyiki Tou 1010TNTA, TO Branding atroteAei Tn diadikaaoia
dnuIoupyiag evog LEXwPIOTOU OVOPATOG KAl MIAG OTITIKAG AvaTTOpAcTaoNS YIa
éva TTPoIOGV OTO JUOAS TWV KATAVOAWTWYV. ETITUYXAVETal KUPIWG PEOW TwV
TTPOOTIABEIWV dIOPUICNS KAl TTPOWBNONG TTOU TTAPOUCIAOUV €VA OUVEKTIKO
Béua. O TmpwTapxIKOGG oTOXOG Tou branding eivar n dnuioupyia pIag
agloonNPEIWTNG Kal HOVAdIKAG TTAPOUCiag oTnV ayopd, N oTroia TTPOCEAKUE! KAl
dlatnpei pia ot TeAaTeiakh Baon. (Jones, R. 2017)

Tov TeAeUTaIO KQIPO, OUO OPOI TTOU £XOUV ATTOKTACEI EUPEIQ XPH O, CUXVA XWPIG
TAQpPN Karavénon NG onuaciag Toug, €ival ol opol "yapka” kair "branding”.
Otmwg opiCetal amé tnv American Marketing Association, n "udpka"
mepIAapBavel éva dvopa, éva oxEdlo, Evav O0po, Eva oUUPBOAO 1} OTTOIOOATIOTE
XOAPOKTNPIOTIKO TTOU TAUTICEI €va TTPOIOV N JIa UTTNPECIA JE PIa ovTOTNTA 1] €va
ATOPO, IOPOPOTIoIWVTAG TO ATTO Ta AAAa oTnVv ayopd. Evw oto 1TapeABov, o
0po¢ "udpka" ouvdedTaV PE TO OVOPa VOGS TTPOIOGVTOG, MIAG UTTNEECIAG A MIOG
ETAIPEIAG, TWPA AVAPEPETAI WG "eUTTOPIKO oPa”. ETITTAE0V, 0 OPOG "EUTTOPIKO
onNua" TToAaIOTEPA UTTOBNAWVE VA CUYKEKPIPMEVO OVOPQ TTPOIOVTOG EVTOG MIAG
EUPUTEPNG KATNYOPIAg, TO OTT0I0 dIaKPIVOTAV ATTO Ta UAIKA | T oUvBeon TTou
XPNoIhoTToINenKav yia Tn dnuioupyia Tou.

2AMEPQ, TO branding TTepIOTPEPETAI YUPW aTTd TOV TPOTTO PE TOV OTTOIO Ol
TTEAATEG avTIAAPBAvOVTal TIG TIPOCPOPES HIOG eTalpEiag. Tnv diadikacia dnAadn
ME TNV OTTOoia N avTiAnyn KATTOIOU PTTOPEi va eTTNpeacTei. Autr TTepIAapBavel Ta
ouVaIoBAUATA TTOU TTPOKAAEI TO EUTTOPIKO OAUA TNG ETAIPEIAS, TOUG GUVEIPPOUG
TTOU dNuUIoUpyoUVTal, TIG EIKOVEG TTOU £PXOVTAlI OTO MUAAOG Kal TIG OKEWEIG TTOU
TTupodoTouvTal. ‘ETo1 £X0OUNE TO ATTOTEAEC A TTOU €ival n dnuioupyia TNG HAPKAG
wg¢ atmmoToko Tou branding. (Jones, R. 2017)

‘Eva guTropikd oA atroTeAEl pia ovouaaoia, 0po, diaudpewan, cUUBOoAO i
OTTOIOONTTOTE AANO XAPAKTNPIOTIKO TTOU DIOKPIVEI TA TTPOIOVTA ) TIG UTTNPECIES
EVOG TTWANTA aTTO €KEiva TTOU TTPooPEPOVTAl aTTd AAAOUG, CUPQWVA UE TNV
Auepikavikr ‘Evwon Marketing.

H cUANWN evoG EUTTOPIKOU GHATOS TTEPIAQUPBAVEI TOV OPANATIONO TNG £VVOIAG
A TNG avTiAnyng TToU €XOUV T ATOHPA OXETIKA HUE OUYKEKPIMEVA TTPOIOVTA,
UTTNPECIEC KAl ETIXEIPACEIC MIOG  E€TAIPEIAG, ToU  TTEPIAAUPBAvEl  TOOO
TIPAYMATIOTIKEG  TITUXEG  (TT.X. "TO  TratrouTol  eival  eAagpu") 6co  Kal
ouvaloBnuatikég dlaoTdoelg (1.X. "TOo TTaTToUTOlI TTPOKAAEl Hia aiocbnon
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evouvapwong"). Qg ek ToUTOU, N AVATITUEN YIOG JAPKAG OEV TTEPIOPICETAI JOVO
o€ ATTd XOPAKTNPIOTIKA- TrepIAaPBAvel  €miong Ta  ouvaioBriuata  TTou
KAAAIEPYOUV 01 KOTAVAAWTEG TTPOG TNV ETAIPEIA 1] TA EPTTOPEUPATA TNG. AUTO TO
QUAAYOUa ATTTWV KAl OUVAIOONUATIKWY TTPOTPOTTWYV EVEPYOTTOIEITAI KATA Tn
ouvavTnon Tou OVOPATOG, TNG OTITIKNG TAUTOTNTAG, TOU AOYOTUTTOU, | AKOUN Kal
TOU PETAPEPOUEVOU UNVUPATOG.

Evw daAAol avtaywvioTéG PUTTOpoUV €UKOAQ va pipnBouv éva Trpoidv o€ pia
ayopd, é&va eUTTOPIKO ONUA TTOPAMEVEI TTAVTA POvadIKO. [Na TTapddelyua, ol
yeuoeig TG Pepsi kal Tng Coca-Cola cival apkeTd TTApOUOIEG, WOTOCO UTTAPXEI
Mia povadikiy ouvdeon TTou opiouéva aroua dnuioupyouv e Tnv Coca-Cola,
evwy dAAol kKAivouv TTpog Tnv Pepsi, yia avegryyntoug Adyoug. (Marion, 2023)

2UP@wva pe Tov KOTAep, To Branding cival "H dnuioupyia eUTTOpIKOU OrUATOG
TTePINQUBAVEl TNV EUPUTEUC TTPOIOVTWYV KOl UTTNPECIWV HE TNV I0XUPH ouaia
€VOG eutTopikou onuartog”. (Kotler, P. and Keller, K.L. 2012)

To branding ouviotd Tn oOXOAaoTIKA dladikacia arrdédoong onuaciog o€
OIOKPITEC OVTOTNTEG, €ITE TTPOKEITAI YIA £€vav Opyaviouod, HIO ETAIPIKK OvTOTNTA,
TPOIOVTA 1) UTINPECIEG, ME TN OXOAAOTIKN ETTECEPYATiA KAl dIANOPPWON EVOG
brand otn ouAAoyikfy ouveidnon Twv KatavaAwTwyv. AUTA n OTPATNYIKA
TIPOOTIABEIA, TTOU EVOPXNOTPWVETAI OXOAAOTIKA ATTO TIG OVTOTNTEG, ECUTTNPETEI
TNV EMTAXUVON TNG AVAYVWPIONG Kal TNG KABNAWTIKAG EUTTAOKNAG TwV ATOUWY
ME TNV ETTWVUMIA TOUG, TTAPEXOVTAG TOUG TAUTOXPOVA ETTITAKTIKA KivnTpa YIa VO
ETMAEEOUV TIG TTPOCPOPEG TOUG EVAVTI EKEIVWV TWV aVTAYWVIOTWV. AUTH N
O1aKkpIon OIEUKOAUVETaI PEOW TNG PNTAG 0ploBETNONG TwVv KOBOPIOTIKWV
XOPAKTNPIOTIKWY TNG CUYKEKPIUEVNG HAPKAG, DIEUKPIVICOVTAG £TO1 TA DIAKPITIKA
YyVWwpiopaTa Kal Toug TTEPIOPICHOUG TNG.

H mpwtapxiki @IAodogia €ykemar otnv  TTPooEAKuon  Kal  diatipnon
AQOCIWHEVWYV TTEAATWV Kal AAAWYV eVOIQPEPOPEVWY, N OTTOIO ETTITUYXAVETAI UE
TN Ol0pKA TTaPOXH €vOG TTPOIOVTOG TTou €uBuypappifeTal SIOPKWG HE TIG
dlaBeBaiwoelg TTou gival gyyeveic oto eutmoplkd ofua. (Kotler, P. and Keller,
K.L.2012)

Branding ka1 o1 5 aic0fnoeig

To branding kal Ta cuvaicBipaTa cival BaBid cuvdedepéva PETALU TOUG, KAl TA
ouvaiodnuara Trai¢ouv onuavTikd poAo otn dIaNOPPWaCn Tou TPOTTOU HUE TOV
OTTOI0 OI KATOVOAWTEG avTIAAPBAvovTal Kal €UTTAEKOVTAI PE TA EUTTOPIKA
onpaTta. Agite Twg ouvdéovTal To branding kal Ta cuvaioBnuara:

2uvalobnuaTtikl ouvdeon: To amoteAeopatikd branding emdiwkel  va
ONUIOUPYACEI hJIa ouvaIoBNUATIK OUVOEDH KE TOUG KATAVOAWTEG. Ta EUTTOPIKA
OfuaTta ouxvd OTOXEUOUV va TTPOKAAEoOUV BETIKA ouvaioBiuata OTTwG N
gUTUXia, N Xopd, n eutmioToouvn Kail n vooTtoAyia. OTtav ol KATavoOAWTEG
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AvaTITUOOOUV ouvaIoONUATIKA oUuvdeon HPE uIa PApKa, €ival o Tmeavd va
QVaTITUEOUV aQOCiwan Kal OUYYEVEIQ TTPOG QUTHV.

MpoowTikdTNTA TNG HAPKAG: O1 udpKeS ouX VA TTPOCTTABOUV VA avaTITULOUV JIa
MovadIKr TTPOCWTTIKOTNTA TTOU va €uBuypaupileTal Y€ TO KOIVO-OTOXO TOUG.
AUTA N TTPOCWTTIKOTNTA UTTOPEI VO TTPOKAAECEI CUYKEKPIMEVA CUVAICORUATA Kal
vV OUVTOVIOTEI UE TOUG KATAVOAWTEG 0€ £va BabuTepo eTTitredo. MNa Tapadeiyua,
MIa pdpKa PTTOPED va €XEl WG OTOXO va YiveTal avTIANTITH wW¢ TTEPITTETEIWANG,
EKAETTITUOPEVN 1 OTOPYIKK, YEYOVOG TTOU MTTOPEI va TTPOKOAECEl QVTIOTOIXO
ouVaIoBNUATA OTOUG KOTAVAAWTEG.

Apnynon iotopiwv: OI JAPKES XPNOIMOTTOIOUV TEXVIKEG APAYNONG IOTOPIWY VI
va  guTTAéEOUV  ouvaloBNUATIKA  TOUG  KOTAVOAWTEG.  AnUIOUPYWVTOG
OUVAPTTAOTIKEG APNYACEIC YUPW ATTO TA TTPOIOVTA A TIG UTINPECIEG TOUG, Ol
MAPKEG MTTOPOUV va agloTToioouV Ta CUVAICOAPOTA TwV KATAVOAWTWY,
ONUIOUPYWVTAG HIA TTIO  AgIOYVNPOVEUTN KAl evTUTTWOIaK eutreipia. Ol
ouvalioBnuaTik& nNxnEES 10Topieg PUTTOPOUV va TTPOKAAECOUV CUVAICOAUATA
EUTTVEUONG, evouvaioBnong i TTpoodoKiag, eVIOXUOVTAG TNV avAKANCON Kal T
dlagopoTroinon TNG JAPKAG.

AQYn atro@doewyv atmd Toug KaTavaAwTéG: Ta ouvalobApaTa emTnpedlouy o€
MEYAAo Babuod TIg dladikaoieg AWNG ATTOPACEWY TWV KATAVOAWTWY. MeAETEG
éxouv deitel 611 Ta ouvaloBruaTa Taifouv ouxva onuavTikoéTePo pOAo oTn AN
atroQacewyv atmod 6,11 0 opBoAoyIouOS. O JAPKES TTOU TTPOKAAOUV UE ETTITUXIO
BeTIKGA ouvaIioBruaTa  UTTOPOUV VA  ETTNPEACOUV  TIC TIPOTIMACEIS TWV
KATAVOAWTWY, TIG ATTOPACEIG AyOPAG KAl TNV apociwon oTn JAapkKa.

Eutreipiec pdpkag: Ta ouvaioBripata cuvdEéovTal OTeEVA UE TIG EUTTEIPIEC TTOU
€XOUV Ol KATOVOAWTEG ME MIa pdpka. Or BeTIKEG ePTTEIPIEG UTTOPOUV Vva
onuIoupynoouv aioBnua amméAauong, IKavoTroinong Kal agociwong, VW Ol
QPVNTIKEG EPTTEIPIEG PTTOPOUV va 0dNYrOOUV O€ OTTOYONTEUON R aKOPN Kal
Bupo. O1 pdapkeg TOU  Oivouv  TIPOTEPAIOTNTA  OTNV  TTOPOXH BETIKWY
OuUVAICBNUATIKWY EUTTEIPIWV PTTOPOUV VA OIKODOUNOOUV I0XUPOTEPES OXETEIG
ME TOUG KATAVOAWTEG.

2TPATNYIKEG ouvaloBnuaTtikAG emwvupiag: ToAAéC oTpaTtnyikéc branding
€0TIACOUV OTNV O&IOTTOINON OUYKEKPIYEVWY cuvaloBnudaTwy. MNa Tapddeiyua,
TO XI0UUOpP PTTOPEI va XpNOoIYoTIoINBED yia Tn dnuioupyia piag availagpng Kai
QAgIOPNVNPOVEUTNG €IKOVAG TNG MAPKAG, €VW Ol KOIVWVIKOI OKOTIOI Kal N
@IAaVBpwWTTIa UTTOPOUV Va TTPOKAAETOUV EvouvaioBnaon Kai va dnuioupyrnoouv
Mia aicbnon okotrou. O1 oTpaTnyikéG CUVAICONUATIKAG ETTWVUMIAG €XOUuV
oxedlaoTei yia  va aglommoiolv  Ta  OuvaIoBANOTAa TWV  KATAVOAWTWY,
ETTNPEACOVTAG TIG AVTIANWEIG KAl TIG CUUTTEPIPOPES TOUG.

2UVOAIKA, To branding ka1 Ta ouvaioBrjpata gival aAANAEVOETA, KOBWGS O HAPKEG
OTOXEUOUV va dNUIOUPYACOUV HIO OUCIACTIKA KAl ouvalodnuarTikr) ouvdeon We
TOUG KaTavOAWTEG.  KatavowvTag Kal  aglotrolwvtag  Tn duvaun  Twv
ouvalioBnudTwy, o1 HAPKEG UTTOPOUV va dIOUOPPWVOUV OTTOTEAECUATIKA TIG
QVTIARWEIG, VO OIKOOOUOUV OXECEIG KAl va dIAQOPOTTOIoUVTal OTAV ayopd.
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(Aaker, J. L. 1997)., (Fournier, S. 1998). (Keller, K. L. 2009), (Roberts, K. 2005),
(Romaniuk, J., & Nenycz-Thiel, M. 2013), (Scott, L. M. 1994).

2uvouyicovTag

O pdAog 1Tou TTaICOUV Ta CUVAICOAPATA, Ol AVAPVACEIG KAl YEVIKOTEPA Ol TTIO
aouveidnTeS Kal TTapaAoyeG SIAOTATEIG OTIC ATTOPATEIG OG EXEI £TOI ATTOOEIKOEI
ETTIOTNUOVIKA.

Madi pe auty TNV ETTIOTNUOVIKI €PEUVA, O CUMTTEPIPOPIKEG ETTIAOYEG HAG
utrevlupifouv TTwG n Afqwn ammo@doewv Paocietal £éwg kal Katd 95% oTig
ouvaIoBNUATIKEG KAl AOUVEIONTES DIOOTACEIG.

H veupoetmotiun deixvel Ot Katd Tn diadikagia TnNG €TMAOYAG EVEPYOTTOIOUVTAI
TIPWTA Ol AEITOUPYIKEG TTEPIOXEG TOU EYKEPAAOU TTOU €XOUV OPIOTEN yia Tn
ouvaloBnuaTik emegepyaoia Kal JOVO OTN OUVEXEID O1 VEOTEPEG, ECWTEPIKES
TTEPIOXEG TTOU €TTECEPYACovVTal TO €péBiIoua atmd opboAoyikr) darmmoyn. ¢
META@pPaON: TTpwTa eTTeEEpyalOPaOTE TO €pEBICUA cuVAICONUATIKA Kal UETA
opBoAoyIkd. Xwpig va To cuveidNTOTTOIOUUE, N atTé@ach ayopds Aaupaveral e
auTév TOV TPOTTO".

2UVETTWG, Ol ETAIPEIEG OUVEIONTOTTOIOUV OAO Kal TTEPICOOTEPO QUTEG TIG
O100TACEIG KAl apXifouv va XPNOIUOTIOIOUV TN CUUTTEPIPOPIKA avaAuon PEow
NG peBodoAoyiag Tou NeuroMarketing. H peBodoAoyia Tou NeuroMarketing
éxel TAéov atrodeicel 6T avAAuon OedOUEVWY CUMPTTEPIPOPAS HE TIG
ETTIOTNMOVIKEG TEXVIKEG TNG €yyudTal agiOmoTa aTmmoTeAéoPATA PE T OTToia
MTTOPEl va agloAoynBei n armoTeAeopaTikOTNTA PIag oTpatnyikng Marketing,
ETTIKOIVWVIAG 1] TTWAACEWV.

Rbs. (2022)
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H évvoia Twv xpwudtwyv oto Branding
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To branding kai To XpwWHa £XOuV HIa IBIAITEPA CUUPBIWTIKA oXE0n OTAV TTPOKEITAI
yla Tov KAGdo Tou Marketing kai Tng etmKoIvwviag. H oxéon Toug €TTeKTEIVETAI
MO POKPIA aTTd TNV ETTIKOIVWVIQ KOl OTIG GUVABEIEC TWV KATAVOAWTWV.

Mo ouykekpiyéva, TTNyaivel akdun o Jakpid. H wuyxoAoyia Twv XpwudTtwy
eival onuavTikG va katavonBei kai va aglotroindei oTig TpooTdBeieg Marketing,
€I0IKG €1TeId) n veupoemOTAUN Aéel OTI oI AvBpwTrol pPTTOpPEl va  gival
TTPOJIAYEYPAUMEVOI VIO OPIOUEVEG ATTOXPWOEIG.

O1 €épeuveg Oeixvouv OTI TO XpPWHATA, N ETTWVUMIa KAl n oUvdeCr Toug
dnNUIoUPYOUV I EUKAIPIO YIA TOUG KATAVAAWTEG VA avayvwpioouv ypryopa Tnv
EMIXEIPNON 1 TO EUTTOPIKO onua. AAMwOTE, 0 OTOXOGC TWV TIPOCTIABEIWY
branding kai Twv TTpooTraBeiwyv Marketing €ival va dnuIoupyCOUPE PIa @riun
TNG €TAIPEiag TTOU Ba BUPOPAOTE EUKOAQ E PIa yYpryopn MaTIA o€ éva AoyOTUTTO.

Ta ypwpaTta €MAEYOVTAl WOTE vA QAVTITTIPOOWTTEUOUV HIA  PAPKA  TTOAU
TIPOOEKTIKA. YTTAPXEl TTOANA QOUAEIQ, Xpriua Kal XpOvog yia TNV £pEuva Twv
EMTUXNMEVWY TTPOOTTaBEIWY branding. O1 eTaIpEieg XpNOIPOTIOIOUV TNV £€PEUVA
yla 1o branding, woTe va 0TOXEUOOUV 0€ OUYKEKPIYEVEG AYOPES KAl va dLOOUV
MIa OUYKEKPIPEVN EVTUTTWON OTOUG KATavaAwTEéS Toug. (Oduooéag K. 2019, oeA.
43)
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H Bswpia Twv XpwudTwyV

To xpwpa oXeTiCetal Ye TNV TEIBW, €TTEION TTPOKOAEI MIO ouvAICONUATIKA
avTtidpaon.

O1 avBpwTrol PTTopouv va diakpivouv 150 xpwuata kal dedopévou 0TI n 6pacn
gival n o €vrovn aioBnon deixvovTag aTov AvOpwTTO TI TTPETTEI VA TTPOCEEEL, N
Bewpia TV XPWHATWY EPXETAI KAl CUPTTANPWVEI TNV épeuva NG d1adiKaaiag
A\WNGS aTTOPACEWY TWV KATAVOAWTWY, KABWGS Kal yIa TO TI JTTOPOoUV va KAvouv
ol eTrayyeApaTieg Tou Marketing yia va eTnpedoouv auTég TIG ATTOPACEIG UTTEP
TouG. H €peuva deixvel 0TI uTTapyouv TTOANOI TPOTTOI HE TOUG OTTOIOUG N Bewpia
TWV XPWHATWYV ETTNPEACEI TIG CUVNBEIEG TWV KATAVAAWTWV.

H aglotroinon Tou XpWwHATOG €ival €vag ATTOTEAEOMUATIKOG TPOTIOG Yia va
XPNOIUOTIOINOETE TIG TIPOCWTTIKEG EUTTEIPIEG KATTOIOU. AUTO Onuaivel 0TI dgv
gival atrapaitnTa KATI KOBOAIKO Kol Ogv UTTOPEI va PETAPPAOTEI KOBOAIKA O€
ouvaloBnuatikés avTidpdoelg. QoTO00, auTo ETITPETTEI VO Bpedei Eva eupUTEPO,
MO avoIXTO PoTiBo TTiow atrd Ta unvupaTa oTnv avtiAnyn Tou XpwuaTtog.

2NV TTPaydaTikOTNTa, 70 90% TWwv TTPOXEIPWY KPICEWV TTOU YivovTal yia
TTPoIOVTA, UAPKEG 1 ETMIXEIPACEIC MUTTOPEl va PaocioTei gOvo OTOo Xpwuda,
oupewva pe €peuva TTou BIEENXON atmmd T1o MavemoTtiuio Tou Winnipeg.
YTrdpyxouv TTAnBwpa TTpdypaTta Tou eTNPEAlouv TNV avtiAnyn Tou XpWwHUOTOG
amd TNV TTAeupd Tou ayopaoTh. H KouAtoupa, n nAikia, n totmoBeoia, n
KOIVWVIKOOIKOVOUIKY KaTAoTaOoN, N EUTTEIPIA, N €pyacia, To TOTTio Tou KAGdoU
TOUG Kal N OIKOYEVEIAKN KATAOTAON E£TTNPEACOUV TOV TPOTIO PE TOV OTIOIO Ol
ayopaoTEG BAETTOUV TO XPWHA ) TO TI TOUG TTPOKOAEI TO XPWHA.

O1 eTaIpEieg XPNOIMOTIOIOUV TO XPWHA VIO VO TTPOKAAECOUV OUVAIOONUATIKESG
avTIdpdoelg, OTTwg augnuévn o0peEn 1 PeAtiwpévn d1aBeon. Opiopéveg TO
TTPOXWPEOUV éva BAKA TTAPATTEPA, XPNOIUOTTOIWVTAG TN BEwpPia TWV XPWHATWY
yla va Katatmpailvouv Toug TTEAATEG, va PEIWVOUV TNV avTiIAnWn MIOG JAKPAGg
avapovng Kal AAAeG OIAQPOPEG KATAOTACEIGC OTTOU UTTOPEl VA  TTPOKUYEI
ouvalioBnuartikh avTtidpaon.

H emiAoyn yia 1o ToU Ba xpnoipgoTroinBei To Xpwua, EKTOS atmd Ta AoyoTuTq,
gival Tiong onNUAvTIKi.

O1 tepioodTepOl AvOPWTTOI TTPOTIHOUV  XPWHATIKA MOTIBa PE TTAPOUOIEG
QATTOXPWOEIG, YEYOVOG TTOU €€nyei yiati TTavw attd 10 80% Twv ETAIPEILV £XOUV
EVOWMATWOEI dUO 1 AIlyOTEPA XPWHATA OTO AOYOTUTTO TOUG.

MoAA& agloonueiwTa, dnuo@IA AoyodTuTTa avAKouv o€ TaIpEiec TTou Baaiouv
TNV EMTUXIA TOUG OTN Bewpia TwV XpwHUATWV. Elpwvikd, dev cival, TTWG TO
KOKKIVO €ival €va evioXUTIKO TNG OpegnG Kal UTTAPYXEl OTIG XPUOEG ayideg Tou
Aoyotutrou Tng McDonald's; QoT1600, To KOKKIVO deV €ival TO TTIO ONUOPIAEG
Xpwua ota AoyoTuTra TwV €TAIPEIWV. Mavw atrd Ta piIod (51%) AoyoTutra Twv
eTaIpEIWV TTEPINAUBAVOUV TO PTTAE Xpwupa o€ Katola pop@r. (Oduoocéag K.
2019, o¢eA. 43)
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Tpia €ival Ta Bripata yia 1o ToIa Xpwuarta 8a xpnoipgotroinbouv wg branding
guidelines.

Mpémmel va karavonBei n TTPOCWTIIKOTNTA TNG MAPKAG, TTPOKEIMEVOU VA
eMAEXBOUV Ta KATAAANAQ XpwuaTa yia va HeTadoBbei OwaTA OTOUG AYOPAOTEG.
Av n gtaipeia gival pia Tpdoivn, QIAIKN TTPog 1o TTEPIBAAAOV, dev Ba TTPETTEl va
EXEIEVA AOYOTUTTO PE KOKKIVO XPWHA, EVa XPWHA TTOU OUVOEETAI JE TV TOAUN,
N QWTIA Kal TN dIEyEpon.

To emduevo onueio NG €mMIXEipnoNng €ival va TTapBbei N TTPOCWTTIKOTNTA TNG
MAPKAG WOTE VA TAIPIAXTEN JE OUYKEKPIUEVES ATTOXPWOEIS XPNOIUOTTOIWVTAG TN
Bewpia TWV XPWHATWV.

Q¢ TpiTO KaI TEAeuTaio BAPA yia TN XPAON TNG Bewpiag Twv XPWHUATWY OTO
branding pia etaipeia TTpéTTel va cival o Béon va &Epel TTOI0 XpwuaTa
METAPEPOUV VONUA OTOUG AVAYVWOTEG.

To AoyoTtutro KaBuwg kai Ta uttéAoitra uAikd Marketing, ivai n TpwTn eviUTTWON
o€ évav eAdtn. ESaitiag autou, TTpéTrel va BpeBEi TO urvupa TTou TTPOCTTOBEI
va TTeioel ToV TTEAATEG yia TNV TTwVUPia péow Tou AoydTtutrou. (Haselkorn, K,
2017)

T1 gival n yuxoAoyia TWV XPWHATWYV;

H wuxoAoyia Twv xpwudaTtwy gival N Bewpia OTI OpICPEVA XPWHATA TTPOKAAOUV
MIa  ouvalioOnuaTiki i QUOIKA avTidpaon Kai, PE AUTOV ToV TPOTIO,
OIOMOPPWVETAI N AVOPWTTIV CUUTTEPIPOPA. AuTO dev gival TOOO atTAd 600 va
BAETTEIG UTTAE Kal va aioBdveaal AveTa 1) To va PAETTEIG KOKKIVO Kl VO BUUWVEIG
- OAAG OXEDOV. laTPIKEG HEANETEG DEIXVOUV OTI TO KOKKIVO XPWHUO CUCXETICETAI PE
augnon TNG apTNPIAKNAG TTIECNG KOl TO UTTAE XPWHA YE PEIWON.

AOyw QUTAG TNG ETTIOPACNG OTN CUMTIEPIPOPA, TO XPWHO MWTTOPEI va TTaIgEl
MEYAAo poOAo oTtn Onuioupyia O1GBeong. Ta (eoTd XpwuaTa TEIVOUV va
EVEPYOTTOIOUV, €V T WuXPd XpwuaTa Teivouv va npepouv. (Oducoéag K.
2019, oeA. 43)

- Kokkivo: To xpwua Twv TTwAnoewyv. Auté TTou Kavel évav avBpwTtro va
oTapaTACEl AOYO TNG €VTaoNG Tou XpwHaTog. AG AGBoupe wg TTapddelyua Ta
XPWHATA TTOU XPENOIYOTTOIOUV TA KATAOTAMOTA YIO va AVAKOIVWOOUV TIG
EKTTTWOEIG TOUG €ival ouvhnBwg "KOKKIVA ] TTopToKAAI. (Oduocéag K. 2019, oeA.
43)

- MNopTokaAi: TTaixvididpikn d1aBeon, @IAIKOTNTA, dnuioupyikOTNTa, (£0TAOIA,
evBouoI100u0G.

- Kitpivo: eutuxia, aiciodolia, Tpoeidotroinon, xapd, TTPWTOTUTTIA,
evBouoI100u0G.

- Mpdoivo: NedtnTa, Cwvtavia, {wvTavia, euon, avaTTuén, oTaBepoTnTa.

- MtrAe: Hpepia, otaBepoTtnta, BAB0G, yaAfvn, eutrioTooUvn.

72



- Mw[3: BaolAikr|, TTOAUTEAEIQ, POUAVTIONOG, ECWOTPEPEIN, NPEUIA.
(MEFKHT., 2014)

H avtiAnywn Tou XpwpaTog dev gival KABOAIKA. ZTNV TTPAYUATIKOTATA, EPEUVNTEG
Tou MIT diatrioTwoav OTI 01 A£EEIG TTOU €XOUME KOl XPNOIUOTTOIOUME VIO VO
MIAlOOupE Vyia TO Xpwua Odlagépouv avaloya Me T YAwooa. OpIouéveg
KOIVOTNTEG €XOUV TPEIG KATNYOPIEG XPWHATWY, VW AAAEG €XOUV £wg Kal 12 - éva
ONMAvTIKOG EUPOG KATNYOPIWYV, TTPIV KAV ava@epBOUUE OTA ETTIMEPOUG XPWHATA.

MpokUTTTEl AOITTOV OTI OUTE N WPUXOAOYia TOU XPWHATOG gival KOBOAIKA.

Western Love Intimidation Depression Luck Happiness
Danger Death Trust Jealousy Joy

Action W Mourning Q Calm . Greed #$ Caution

Far Eastern Property Health Healing Fertility Sacred
Good Fortune Prosperity o Relaxation Hope Royalty
Vitality Y Stability ‘ Feminine ? Life s#  Masculinity
Middle Eastern Danger Mystery Heaven Strength Happiness
Caution Mourning .. Spirituality __ Hope Prosperity
Evil €9 revith & ) —
Indian Beauty Evil Sports Harvest Sacred
Wealth X Darkness _ Strength Hope Auspicious
Power 0% Negativity €89 = Virtue i

8 ways to use color psychology in Marketing (with examples). Available at:
https://staging.wordstream.com/blog/ws/2022/07/12/color-psychology-
Marketing

H 6paocn wg 10 KUPIO avTIANTITIKO 6pyavo Kail n
TTPWTHN EVTUTTWON

H 6paon cival TTpayhaTl pia Kpioign aioBnon kai maidel onuavtikdé poAo otnv
avTiAnwn Twv KATavoAwTWwV. ZuxXvd Bewpeital To KUPIO avTIANTITIKO Opyavo,
ETTEION TTAPEXEI TIG TTIO AUECEG KAl AETITOUEPEIC TTANPOPOPIES YIa TO TTEPIBAAAOV.
Ortav mpodKeITal YIO TN CUMTTEPIPOPA TWV KATAVOAWTWY, N TTPWTN EVTUTTWON
ouxva eTnpeddetal atrd Ta OTITIKA epeBiopaTa.

O avBpwTivog eyKEPAAOG €ival 181AITEPA TTPOCAPPOCHEVOS OTIG OTITIKEG
TTANPOPOPIES KAl €ival IKAVOGS va €TTECEPYALETAI YPYOPA TA OTITIKA epeBiopara.
MeAETEG £xouV BEICel OTI 01 AvBPWTTOI oXNPATICOUV APXIKES KPIOEIG YIa TTPOIOVTA,
MAPKEG, AKOMUN Kal ATopa pEoa o€ OEUTEPOAETTTA aTTO TNV OTITIKN €kBeon. Ol
Kpio€ig auTég BaaifovTal o€ TTapdyovTeG OTTWGS TO XPWHA, TO OXAMA, TO HEYEDOG
Kal N OUVOAIKI] OTTTIKI) a1o0NTIKH.

2T0 TTAQIOIO TWV KATAVOAWTIKWY TTPOIOVTWY, T OTITIKA OToIXEia OTTwG N
OUCKEUOOIiA, N €TTWVUMIa Kal 0 OXEDIQOPOG TOUu TIPOIOVTOG €ival CWTIKAG
onuaciog yia TNV TTPOCEAKUCTN TNG TTPOCOXNG TWV KATAVOAWTWY KAl TN
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dnuIoupyia pIag BETIKAG TTPWTNG eVTUTTWONG. 'Eva oTITIKG €AKUOTIKO Kal KAAQ
oXedlaouévo TTPoidV gival o TBave va TTPooeAKUCEl TTIBAVOUGS TTEAATEG Kal va
geXwpioel avAueoa OTIG AVTAYWVIOTIKEG ETTIAOYEG.

Ta xpwuarta, yia Tapddelyua, €xouv BabU avTikTutto OTnVv avTiAnwn Twv
KATAVAAWTWYV Kal JTTOPOUV VO TTPOKOAECOUV CUYKEKPIYEVO OUVAIoBRuaTa Kal
ouveIpuoUG. O1 HApPKESG XPNOIKOTTOIOUV CUXVA TNV WuxoAoyia Twv XpwWHATWY
yia va ETTNPEACOUV TN CUUTTEPIPOPA Twv KaTavaAwTwy. Na TTapddeiyua, Ta
(e0TA  XPWHOTA, OTIWG TO KOKKIVO KOl TO TIOPTOKQAI, MTTOPOUV VO
dnuIoupyAoouv uia aiocBnon evbouolaopoUu Kal ETTEIYOVTOG, VW TA Wuxpd
XPWHOTA, OTTWG TO PTTAE Kal TO TTPACIVO, OUXVA OUVvOEoVTal UE TV NPEUIA KAl
TNV QgIOTTIOTIA.

EmimTAéov, Ta OTITIKA OTOIXEIO UTTOPOUV VA PHETAPEPOUV TTANPOPOPIEG OXETIKA E
TV TTOIOTNTA, TN AEITOUPYIKOTATA KAl Tl OUVOAIKN a&ia evog trpoidvTog. Ol
KATAVOAWTEG TEIVOUV va KAVOUV UTTOBECEIG OXETIKA PE TA XOPAKTNPIOTIKA EVOG
TTPOIOVTOC hE BACN TNV OTITIK TOU EN@Avion. MNa Tapddeiypa, Evag KoPWogs Kai
MOVTEPVOG OXEDIOONOG UTTOPEI VO 0BNYNOEI TOUG KATAVOAWTEG VA TTIOTEWOUV OTI
éva TTPoIdV gival KAIVOTOUO Kal TEXVOAOYIKA TTPONYHEVO.

2TNV YNOIaKA €TTOXNA, T OTITIKA OTOIXEIA €XOUV ATTOKTAOEI OKOPN MEYOAUTEPN
onuacia pe TNV Aavodo TOU NAEKTPOVIKOU EUTTOPIOU KAl TWV NAEKTPOVIKWV
ayopwv. O1 kaTavaAwTéG Bacifovtal o€ PeyAAo BaBuod o€ €IKOVES TTPOIOVTWY,
BivTeo Kal DIAdPACTIKEG EPTTEIPIES VIO VA AGBOUV ATTOPACEIG ayopdq. Ta uwnAng
TT0I6TNTAG OTITIKA OTOIXEIO KOI TO EAKUCTIKO TTEPIEXOPEVO TTOAUPECWY UTTOPOUV
vVa €TTNPEACOUV CNPAVTIKA TNV AQVvTIANWnN TwV KATAVOAWTWY KAl va augrioouv
TNV MOAVOTATA YETATPOTTNG.

2UVOAIKA, n 6paacn gival €vag 1I0XUpOG aloBNTNPIaKOS TPOTTOG TTOU SIAOPPWVEI
TNV TTPWTN &VIUTTWON TWV KATAVOAWTWYV. O1 ETMIXEIPAOEIS KAl Ol EUTTOPOI
avayvwpifouv Tn onuacia Tng OTTIKAG aiobnTIKAG yia Tn OUAANWn TNng
TIPOCOXNG, TN METAO0ON TTANPOPOPIWV KAl TOV ETTNPEACHO TNG CUUTTEPIPOPAG
TWV KATOVOAWTWYV. AEIOTTOIWVTOG ATTOTEAECUATIKA Ta OTITIKA €peBiouaTta, ol
ETAIPEIEG PTTOPOUV va dnuioupyAoouv BeTIKA Kai Slapkry evTUTTWON OTOUG
KATOVOAWTEG, 0ONYWVTAG TEAIKA O€ TTWANCEIG KOl TTIOTOTNTA OTn HAPKA.
(Oduoatag K. 2019)

2 uvoyicovTag

Ta xpwuara TOU XPENOIMOTTOIOUVTAl OTAV  ETTWVUMIA Kal Ta  TTPoiovTa
ETTNPEACouV TN ANWn atmo@acswyv 'vwpioupe OTI N YUXOAOyYia TWV XPWHATWV
O¢ev cival kai dev Ba gival TTOTE Pia akpIBng emoTAPN. Adyw dlagopwy OTnv
KOUATOUPQ, TO YOUOTO 1 TO TTEPIBAAAOV, dUO AVEPWTTOI UTTOPEI va PNV BILOVOUV
Ta idla cuvaioBruaTa étav ekTiBevTal oTa idia XpwuaTta. MoAUAPIBUES HEAETEG,
WOTO0O0, €XOUV ATTODEICEl OTI TA XPWHOTA £XOUV ONUAVTIKO QVTIKTUTTO OTOV
TPOTTO PE TOV OTTOIO AVTIAAPPBAVOUACTE KAl AVTATTOKPIVOUOOTE OTO TTEPIBAAAOV
Mag, 10iwg Tav TTPOKEITAI YIO TNV TTPAYMATOTTOINON WIag ayopds. Méoa o€ pOAIg
90 JeUTEPOAETTTA, Ol KATAVOAWTEG UTTOPOUV VA OXNUATICOUV AUECN YVWUN YIA
éva 1mpoidv kal 10 90% autwv Ba Bacioel autr) TN yVWUN ATTOKAEIOTIKA OTO
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XPpWwHa. OPIOPEVEG ETAIPEIEG EXOUV ETTIYVWOTN TNG ATTAITNONG TWV TTEAATWYV va
oxedialouv Kal va @avtafovTtal Ta TTPAyPATa TTpIv TTpofouv o€ ayopd. Mia
TéTola €ival n Tesla, n oToia €x&l EVOWMATWOElI OTNV 1I0TO0EAiIda TNG €va
OTOUVTIO OXedIAOPOU TTOU WUTTOPEI va  Xpnolyotroin®ei yia Tnv  €mmAOYA

XPWHATOG.

O1 OTITIKEG ETTIPPOEG Eival QUTEG TTOU TPOPODOTOUV TIG TTAPOPHNTIKEG AYOPEG.
Mpétel va €CeTAOOUPE OPICPEVA  OTATIOTIKA OTOIXEIA TTPOKEINEVOU  va
AVTIMETWTTIOOUME TO CATNMUA TWV TTAPOPUNTIKWY ayopwv: Mepiocodtepo atrd 10
70% Twv ayopaoTwy €TTIAEYOUV Ta €idn KABNUEPIVAG avdaykng OTO KATACTNUA
Kar To 85% Twv ayopwyv TTPAYHOTOTIOIOUVTAI XWPEIG va €EETACOUV GAAEG
eMAOYEG. To 90% TwV KATAVAAWTWY ayopdlouv KATI OVO a®ou KoITAEouV TV
TTPdoOWN TNG CUCKEUATIOG KAl TTPIV TO KPATHOOUV OTa Xépia Toug. H aAnBeia
givar 011 o1 avBpwTrol AauBdvouv atmmAwg atro@acels pe Bdon autd TTOU
BAETTOUV, ETTOUEVWG TO YVWHIKOG "auTd TTou BAETTEIS €ival auTd TTOU TTaipvElS” Ba
TIPETTEI OTNV TTPAYHATIKOTNTA VO aAAGEEl o€ "auTd TTou BAETTEIC €ival auTo TTOU
emAéyelg". H TpdBeon Twv KATavaAwTwy va ayopdoouv eTrnpedderal atd T1a
OTITIKA OTOIXEIO O€ €va OnUEio TTWANONG.

Me d10dpaCTIKEG WNPIOKESG 0OAVES TTOU TOTTOBETOUVTAI O€ OAO TO KATACTAUA KAl
OiTAa oTO TapEiO, peydAeg pdpkeg OTTWG n Sephora civalr oe Béon va
ETTWPEANBOUV atrd autr) TNV Tédon. Evw trepigévouv va TTANPWOooUY, o1 TTEAATEG
MTTOPOUV va HEAETACOUV TOUG online KAaTaAAGYOUG TTPOIOVTWY TOUG, YEYOVOGS TTOU
evOappUVEl TIG AYOPEG TNG TEAEUTAIAG OTIYMNAG KAl QUEAVEI KON TTEPICTOTEPO
TIG TTWANOEIG.

Ta ouvaioBApaTta Twv TTEAATWY PTTOPED va emrnpeddovTal ammd TRV aioonTiKA
EAKUOTIKOTNTA.

O1 akpIBéc ayopéc ouvdéovTal Pe pia TTio cuvaiodBnuartikr diadikacia ARwng
ATTOQPACEWY, EVW Ol TTAPOPUNTIKEG AYOPES Eival TUXVA @TNVA TTPAYHATA TTOU
QTTOKTWVTAl  XWPEIG TTOAN okéwn. Emopévwg, o1 €mMIXEIpAOEIg uwnAwyv
TTPOdIAYPAPWYV TTPETTEI va divouv TTOAU YeEYaAUTEPN TTPOCOXH OTOV TPOTTO WE
TOV OTIOI0 ATTEIKOVICOUV TA QAVTIKEIMEVA TOUG TOOCO TIPOOWTTIKA OCO Kal
O100IKTUOKA. ‘Eva OuyKekpIUEVO €iD0G KATAVOAWTWY €AKETAI ATTO OPICHEVA
YPAQIKA TTou BonBouv aTnv 0IKodOUNON KIag TAuTOTNTAG HAPKAG KAl GUVOEOUV
ouvaloBNuaATIK& TOV KATAVOAWTA PE QUTH.

(Person, 2018), (Krishna, A. 2012, P. 332-351), (Orth, U. R., & Malkewitz, K.
2008, P. 64-81), (Elliott, M. T., & Pettigrew, S. (2017), P. 1185-1191),,
(Labrecque, L. I., & Milne, G. R. (2012). P. 711-727), (Hagtvedt, H., & Patrick,
V. M. (2017, pp. 453-472), (Kwallek, N., et. Al. . (2008). P. 213-224.),
(Schifferstein, H. N., & Zwartkruis-Pelgrim, E. P., 2008), P. 1-13.)(Bellizzi, J.
A., & Hite, R. E. (1992), P. 347-363.), (Spence, C. (2012). P. 37-54.) (Pont,
S., Hullo, G., & Joseph, P. (2020).
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H évvoia tng pyvApng Kai Tng avauvnong ( péoa
ard TNV O6pacn, akonl 60@PNoNn, APn, Kal T
ouUVvaIoONHATA TTPOKAAOUV)

H pvAun Twv kKatavoAwTtwyv egivalr n vontik d1adikacia KwdIKoTToinong,
atmoBnkeuong Kal avaktnong TTANPOQOPIWY TTOU OXETICovTal PE TTPOIOVTA,
MAPKEG Kal KATAVOAWTIKEG euTTEIpiES. MNailel KaBopIoTIKO POAO OTNV ETTIPPON TWV
ATTOQPACEWV KAl TNG CUPTTEPIPOPAS 00¢ WG KaTtavaAwTh. To TTwg Spwg
AAANAOETTIOPA pE AAAEG WUXOAOYIKEG DIEPYATiES, OTTWG TA KivnTPA KAl N OTACN
gival kATl TTou Ba avaTrTuxBei uBUG apEowG.

Kivntpa kai pvAun

Kivntpo €ival n opufl TTou pag Kavel va avalntouue, agloAoyouue Kai va
KATOVOAWVOUNE TTPOIOVTA 1) UTTNPECIEG TTOU IKAVOTTOIOUV TIG QVAYKEG KAl TIG
eMOuNieg pag. MTropei va eTnpedoel TN PvAun oG hE dITTO TpOTTo. APEVOG,
ETTNPEACOVTAG O€ TI BiVOUUE TTPOCOXI KAl TI AVOKAAOUWE OTN JVAKN UAG.

MNa Tapddelypa, av EXETE KivnTPO va ayopdoeTe €va VEO QOpPNTO UTTOAOYIOTH,
givalr Mo mBavoe va TapatnprioeTe Kal va BuunBeite TIGC dlagnuicelg, TIg
QagIOAOYNOEIG KAl TA XAPOKTNPIOTIKA TwV dIa@opwV POVTEAWV atrd O,TI av Ogv
oag evllapépouv o1 gopnToi uTToAoyIoTEG. Opoiwg, av €XETE KivnTpo va
OIKaIoAOYNOETE TRV ayopd oag, €ival TTIO TTIBAVO va AVAKOAECETE OTN VAN OOG
TIG BETIKEG TITUXEG TOU TTPOIOVTOG KAl VO QYVONOETE I va EEXATETE TIG APVNTIKES

ZTAON KAl MVAMN

2T1A0nN €ival n OUVOAIKN agloAdynon evOg avTIKEIMEVOU, TTPOCWTTOU | BEUOTOG
ME BAON TIG TTETTOIBAOEIG, TA CUVAICOAPATA KAl TIG CUUTTEPIPOPES TTOU EXEI EVAG
avBpwTtrog. MtTopei va eTTnpedoel TN PvAUN MAg ETTNPEACOVTAG TOV TPOTTO HE
TOV OTTOIO EPUNVEUOUUE TA YEYOVOTA KAl ATTOBNKEUOUE TIG TTANPOPOPIEG.

‘EoTw OT £XW BETIKA OTAON aT1TévavTi € PIa JAPKA, gival TTiIo Teavo va Bupdual
EUVOIKEG TTANPOPOPIES yI' auTrv. AvTiBETa, av EXw apvnTIK OTACT ATTéEVAVTI O€
MIa pépka, givai o moavo va Buudual duoeveiG TTANPOPOPIES Kal va EexGow
TIG EUVOIKEG .

MapepBoAn Kal pvAuN

H mrapepBoAn gival To paivopevo TG ARBNG 1 TNG ouyxuong TTANPOQopIwWY AGYyw
NG TTAPOUCiag AAAWYV TTAPOUOIWY ] AVTAYWVICTIKWY TTANpo@opiwyv. MTTopei va
ETTNPEACEI TN MVAMN OAG JEIWVOVTAG TNV TTPOCRACINOTNTA KAl TRV OKPIBEIR TWV
TTANPo@opIwV ToU BEAeTE va avakoAéoete. TMNa TTapddeiypa, av  €ioTe
eKTEBEINEVOI O€ TTOANG TTAPOPOIA TTPOIOVTA 1] HAPKEG, UTTOPEI VO OUOKOAEUTEITE
va BupunBeite TTo10 aTTd AUTA €iXE TTOIA XAPAKTNPIOTIKA 1) 0QEAN. Mapouoiwg, av
EKTIBEOTE O€ QVTIKPOUOUEVEG 1 QVTIQATIKEG TTANPOPOPIES, MTTOPEI  va
OUOKOAEUTEITE va BuunBeiTe TTO10 ATTO AUTES ATAV AANBIVA i AgIOTTIOTN.
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Mviun kai AROn

H ARBn eival n amwAeia 4 n ¢Bopd Twv TTANPOPOPIWV UE TNV TTAPODO TOU
XPOvou f AOyw ENAelwng xpnong. MTtropei va emmnpedoel TN PvAPN O0g,
meplopidovrag TN SIABECINOTNTA KAl TN XPNOIUOTATA TWV TTANPOPOPIWY TTOU
XPEIACEOTE yIa TN ANWn atToQAcEWV I TNV EKTEAEOT evepyElwy. [Na TTapadelyua,
av Oev XPNOIYOTIOIEITE A OEV ETTAVECETACETE TIG TTANPOPOPIES TTOU PABaATE yia éva
TTPOIOV ) YIO UTTNPECIA, YTTOPEI VA TIG EEXAOETE PMEPIKEG A OAEG YE TNV TTAPODO
Tou Xpovou. Ouoiwg, av dev xpnoldoTrolEiTe 1 dev €€QOKEITE pIa OECIOTNTA 1
OUMTTEPIPOPA TTOU OXETICETAI E TV KATAVAAWOT), HTTOPEI va XACETE HEPOG 1) TO
OUVOAO TNG ETTAPKEIAG 0AG PE TNV TTAPOOO TOU XPOVOU.

MvAun Kai cuptrEpIPoOpa

H pvApn dev gival yévo pia TadnTikA atrobikeuon TTANPOPOPIWY, aAAd Kal Jia
EVEPYN ETTIPPON OTN CUUTTEPIPOPA 0AG WG KaTtavaAwTr). Mtropei va eTnpedoel
TN OCUMTTEPIPOPA Oag KaABodNywvTag TIG ETTIAOYEG, TIG EVEPYEIEG KAl TIG
aglohoynoeig oag. MNa mapadeiyya, av BuudoTe pia BETIKA euTtreipia pe €va
TTPoIdV A PIa uTTnpPETia, gival o Teavé va 1o ayopdoeTe Eavd, va TO CUCTAOETE
o€ GAoUG | va To aglohoynoeTe ue uPnAd TTooooTd. AvTtiBeTa, av BUPAOTE pIa
QpVNTIKA eUTTEIpIO PE €va TTPOIOV i Wi uTTnpeoia, €ivalr o moavd va To
ATTOQUYETE, VA TTAPATTOVEDEITE yI' AUTO | va TO agloAoyroeTE AoXNMQ.

MvAun kai BeATtiwon

H pvAun &ev eival pia otaBepn r otatiki diadikacia, aAAd pia duvauikr) Kai
EUENIKTN dladIkaoia TTou UTTOPEI va BEATIWOEI e €€AOKNON KAl OTPOTNYIKEG.
Mtropeite va BEATIWOETE TN PVAUN OAG XPNOIMOTTOIWVTAG TEXVIKEG OTTWG N
ETTAVAANWN, N €TMeCepyaacia, n opydvwon, N ATTEIKOVION, N MVNUOVIKR Kal N
avakAnon. MNa mTapdadeiyua, av BEAeTE va BuPAOTE TA XAPOAKTNPIOTIKA KAl TA
0PEAN €VOG TTPOIOVTOG 1 MIAG UTTNPECIAG, UTTOPEITE VA T ETTAVAAAPBETE APKETES
POPEG, VO T OUOCXETIOETE ME TIG OIKEGC OAG AVAYKEG KAl OTOXOUG, VA Ta
OMAOOTIOINCETE OE KATNYOPIEG, VO TA OTITIKOTIOINOETE OTO PUAAOG ©ag, va
ONMIOUPYACETE PIa TTIACAPIKN @PACN N £€va AKPWVUMIO ] va OOKIPNACETE TOV
€QUTO 00G O€ TAKTA XPOVIKA dlaoTHPATA.

Emotional branding - how NeuroMarketing affects the perception of the brand.
(2022) TDH Online Agency. Available at: https://thedigitalhacks.com/emotional-
branding-and-NeuroMarketing/

Opaon

Ta ommika epeBiopata TTaifouv onuavtikd poAo oto Marketing. H £€peuva Tou
NeuroMarketing utTod€IKVUEI OTI OPICPEVA XPWHOTA, OXAMATA KOl OTITIKA POTIRO
MTTOPOUV va TTPOKAAETOUV OUYKEKPIPMEVEG TUVAIOONUATIKEG avTIOPATEIS KAl VO
ETTNPEACOUV TN ANYN aTTOPACEWY aTTd TOUG KATAVAAWTEG. MNa TTapddeiyua, n
XPAON QWTEIVWV KOl EAKUCTIKWY OTITIKWYV OTOIXEIWV OTIG DIAQNUICEIS UTTOPEI va
TPABALEl TNV TTPOCOXA KAl va dnUIoUPYHOEl BETIKOUG OUVEIPUOUG PE HIO JAPKO
N éva TTPoIdv.
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Akpoéaon

O X0g Kal 01 aKOUOTIKEG eVOEIEEIC UTTOPOUV va €xouv BaBUTATO AVTIKTUTIO OTN
OUMPTTEPIPOPA TwV KaTtavoAwTwyv. MeAéteg NeuroMarketing éxouv O¢€icel oI
OPIOUEVOI  POUCIKOI  TOvVOl, jingles 1 MPOUCIKA UTTOKpoOUCn WTTOPOUV va
evioxUoouv Tnv avakAnon tng PApKag, va dnUIOUPYnoOUV OuvaIoONUaTIKEG
OUVOEOEIG KAl VA ETTNPEACOUV TIG ATTOPACEIG ayopdg. EmtTAéov, n xprnon
OUYKEKPIMEVWV NXNTIKWV £PE 1 QLVWV OTIG SIAPNMICEIG ITTOPET VA TTPOKAAETEI
OUYKEKPIPEVA TUVAIOBNUATA KAl VA €VIOXUOEl TN GUVOAIKH EUTTEIPIO TNG JAPKOG.

Oouni: H aicbnon tng o6o@pnong ouvdéeTal OoTevd MPE Tn MVAMN KAl Ta
ouvaiodnuara. lMeipdpara NeuroMarketing €xouv atrodeigel 0TI OPICUEVEG
MUPWOIEG UTTOPOUV VA TTPOKAAECOUV I0XUPEG OUVAIOONUATIKEG avTIOPACEIS Kal
VO ETTNPEACOUV T CUPTTEPIPOPA Twv KaTavaAwTwyv. MNa TTapddeiyua, n
HUPWOIA @QPECKOWNMHEVWY  UTTIOKOTWY O £vVa  TTAVTOTTWAEIO PTTOpPEi  va
ONUIOUPYACEl HIa €uxaploTn Kal @IAGEEv aTtudoeaIpa, QUEAVOVTAG TNV
mOavoTnTa TTPAYNATOTTIOINONG MIAG ayopd .

Ayyiypa

H aioBnon tng a@ng utopei va ernpedoel onUavTiKA Tnv avtiAngn twv
KaTtavaAwTwyv Kai TV agloAdynorn Tou mrpoiévtog. H épeuva Tou NeuroMarketing
uTTOdEIKVUEI OTI N UPr], TO BAPOG Kal N aicBnon evog TTPOIOGVTOG PTTOPOUV Va
eTTNPEACOUV TNV AVTIANWN TWV KATAVOAWTWY YIQ TNV TTOIOTNTA KAl TNV agia Tou.
MNa mapddeiypya, Ta UAIKE OCUOKEUOOIag HME premium a@rf PITOpouvV Vva
gvioxuoouv Tnv avtiAnmTh aia evog TIPOIOVIOG KOl va ETTNPEACOUV TIG
ATTOPACEIS AYOPAC.

Zuvaioconuara

To NeuroMarketing oToxevel oTnv Karavénon Kai TNV €TMPPON  TWV
ouvaloBNUATWY  TWV  KOTAVOAWTWY Yy va odnynoel o€  EMOUPNTEG
oupTTEPIPOPES. O ouvaloBnuatikég avTidPAoEIG PUTTopoUV va TTPOKAnBouv
Méow  dlo@OpwyV  aIoONTNPIAKWY  EICPOWYV, OCUUTTEPIAQUPBAVOUEVWY  TwV
OTITIKWY, OKOUCTIKWY, OCQPNTIKWVY Kal ATTTIKWV £PEBIOPATWY. poKaAwvTag
BeTIKA ouvaioBnuaTa, OTTwWG Xxapd, evBouoiaoud i vooTaAyia, o1 EUTTOPOI
MTTOPOUV vVa dnUIoUPYAOOUV BETIKOUG CUVEIPPOUG HE TIG HAPKEG, TA TTPOIOVTA 1)
TIG UTTNPETiEG TOUG. ATTO TNV AAAN TTAEUpd, Ta apvnTIKA cuvaioBriuarta, 6TTwg o
POLOG 1 n evoxr, UTTOPOUV ETTIONG VA XPNOIKOTTOINBOUV OTPATAYIKA YIO VO
TTOPAKIVIIOOUV TOUG KATaVOAWTES va avaAdBouv dpdon, 6TTws n TTpowbnon
XOPAKTNPIOTIKWY A0QAAEIQG 1] KOIVWVIKAG EUBUVNG.

(Peck, J., & Childers, T. L. (2003), P. 430-442), (Krishna, A., & Morrin, M.
(2008). P. 807-818), (Spence, C., & Piqueras-Fiszman, B. (2014).

(Hyun, S. S., Kim, Y., & Kim, J., 2017). P. 133-153), (Vlahovic, T. Aet. Al, .
(2012), 575-584), Spence, C., & Deroy, O. (Eds.). (2013)., (Kuhn, R., & King,
M. F. (2020). P. 192-205), (Kim, H., & Lavack, A. M. (2018), P. 247-258),(Hou,
Y., & Gao, F. (2018). P. 52-66.), (Boucher, V. W., & Murray, S. L. (2020).P. 64-
70)
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A@ociwon oTn papka

O oT1éxoG autoUu Tou Ke@aAaiou, eival va O€ifel TTWGC N PAPKA Kal Ol
dpacTtnpPIdTNTEG TOU branding emmnpedlouv Tn OTACN KAl TN CUPTTEPIPOPA TwV
TTEAATWV.

—EKIVWVTAG, AUTO TTOU £XEI TTPWTEUOUOA ONUaACia gival n avaAuon Tng onuaciog
TOU EPTTOPIKOU ONUATOG KAl O AVTIAQWEIG TWV KATavaAwTwyv yia autd. H
TIPOTINNON VOGS KATAVAAWTH WG TTPOG TO VA AYOPACEl UIO OUYKEKPIPEVN JAPKA
O€ MIa KATNyopia TTPOIOVTWY, aVa@EPETAl oUVABWG WG TTIOTN OTO EUTTOPIKO
onpa.

2TNV OUVEXEID, auTO TTOU €x&l onuaivouca onuooia eivar 10 Béua Tng
IKQVOTTOINONG TWwV TTEAATWV Kal TwV KATavaAwTwy. O1 KATAVOAWTEG TTOU
deixvouv OUVOAIKHA TTPOTIUNON O€ KATTOIO TTPOIOV ETTWVUNNG HAPKAG TTPOPAVWG
Kal €ival ApKETA euxapIoTAPEVO! ATTO TO TTPOIOV Il AaTTO AAAEG UTTNPECIEG TTOU
TTaPEXEl N HAPKA wOoTOOO evOEXETAI Va TTEPIAANPBAvovTal Kal BabuTtepa aiTia.

H ag@ociwon OTIG JAPKEG QVAPEPETAl OTNV TTPOTINNON €VOG KATAVAAWTH va
ayopadel Y10 CUYKEKPIYEVN NAPKA O€ PIA OUYKEKPIPMEVN KATNyopia TTPOIOVTWV.
AuTr N a@ociwon TTapaTnEEITal ouxva OTav Ol KATAVAAWTEG TTPOTIMOUV [ia
MAPKA TTOU TTPOCPEPEI TA CWOTA XOPAKTNPIOTIKA, EIKOVEG, TTOIOTNTA KAl TIUNA. H
mOoTOTNTA OTN MAPKA CUOXETICETAI BETIKA PE TNV TTPOTINNCN TWV TTEAATWYV KAl
TNV TTPOCKOAANCN OTN OUYKEKPIPEVN NAPKA.

To @aIvOHEVO TNG ICXUPNG HAPKAG

O1 HAPKEG PE 1IO0XUPN KOl CUVETTH AQOCiwon €X0UV OPKETA TTAEOVEKTAUATA. Z€
autd TrepIAapBaveTal n duvatoTnTa dIATAPNONG UWPNAWYV TIMWV KAl JEYAAUTEPN
OIOTTPAYUOTEUTIKI) dUvVAPNn ME Ta KavaAla dlavoung. Avag@épovtal €TTiong,
d1dopeg oTpatnyikég Marketing, OTTWG N AtTé OTOPA O€ OTOUA ETTIKOIVWVIA, TA
TNAEOTITIKA KOl PadIoQwVIKG pnvopata, to Marketing péow nAekTpovikou
TaxudpOouEIOU KAl Ta ETQA KOIVWVIKNG OIKTUWONG, WG EpyaAgia yia Tn diatipnon
TNG TMOTOTNTAG TNG MApKag. EITTAov, n 10XUpPr TTiOTN OTN NAPKO UTTOPE va
onuioupynoel euttddia yia Toava véa TTpoidvTa oty idla KaTnyopia.

H oikoddunon eutmiotoouvng otn papka gival i OUOKOAN Kal datravnpn
dladikacia. H eumoToolvn Twv KatavaAwTtwyv TPETTEl va KepdnBei. H
EMTTIOTOOUVN OTIG MAPKEG OATTOTEAEI  ETTIKEVIPO TOU €VOIAPEPOVTOG TWV
QKAdNMATKWY KOl TWV €TTAYYEAUOTIWV €0W Kal TTOAAG xpovia. Av Kal cuvioTd
akavlwdeg CATNMO, auTd TIOU TIPETTEl VA  €CETAOTEI TTEPAITEPW Eival N
OUMTTEPIPOPIKA TITUXA TNG TTIOTNG, OTTWG N akoAouBia Kal N TTBavoeTnTa ayopdc.
Kai auTo yiaTi n eITioToouvn OTIG HAPKES ATTO MOV TNG OEV UTTOPET va £EnNYAOEl
yliati ol TTEAATEG  TTOU  €XOUV  TTPONYOUMEVWG  TTPAYMOTOTTOINCEI
ETTAVAAOUPBAVOUEVEG QYOPEG PTTOPEI VO OTPOPOUV O AVTAYWVIOTIKEG MAPKES
KATTOIO OTIYUA.

2Tn ouyxpovn €peuva, n EUTTIOTOOUVN OTA CNUATA TWV EUTTOPIKWY ONUATWYV
EXEI €EnyNOei ue 6poug cuPTTEPIPOPACS Kal OTAONG.
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O1 KupI6TEPOI AGYOI TTOU KATTOIOG TTPOTIKAEI TIG OKPIBES HAPKEG €ival:
Movadikétnta

Moiog dev BéAel va viwBel yovadikdc? Me oKoTrd Tnv TEAEIOTNTA KABE PAPKO
KATOOKEUAEl Ta TTPOIOVTA TNG PE TETOIO TPOTTO WOTE O KATAVAAWTAG VA VIWOEI
MovadIkog oTov Babuo ekeivo TTou poiddel To TéEAEI0. MNa va TToupE OTI JIa JAPKa
EXEl EMTEAECEI TO OKOTTO TNG Kal €XEI TTETUXEI va KAvel évav TTEAATN TOTO o€
auTr, yivetal yévo OTav 10 XAoua avAPECO OTOV TTPAYHATIKO €QUTO KAl OTOV
10€aTd, £XEl MEIWOEL. H povadikoTtnTa gival pia BgpeAildng mrTuxn Tou branding
TTOU TTPOAYEI TV EPTTIOTOCUVN, TIPOCEAKUEI TTEAATEG KOl ONUIOUPYEI YIa I0XUPNA
TTapouaia oTnv ayopd. AVTITTPOOWTTEUEI TN DECPEUOT TNG HAPKAG VA TTPOCPEPEI
eCAIPETIKEG EUTTEIPIEG KAl EVIOXUEI TNV TTPOTACT A&iag TNG OTOUG KATAVOAWTEG,
ave¢dpTtnta atro Tnv TIPr.(Key topics in consumer behavior, 2023)

MoiétnTa

Ooov agopd TN ATNON, Ta ETTWVUNG TTPOIOVTA £XOUV PeEYaAUuTepn aia Adyw
NG dlaBeBaiwong TTou dNPIOUPYOUV TA EPTTOPIKA OHUATA OXETIKA ME TIG
TIPOOOOKIEG TwV TTEAATWYV O€ OUYKPION ME Ta N ETTWVUMPA TTpoiovTa. Ol
TTEPICOOTEPOI TTEAATEG TTPOTIUOUV TA ETTWVUMA TTPOIOVTA KUpiwg Adyw Tng
uwnASTEPNG TTOIOTNTAG TOUG.

Koivwvikn 0éon

ATTd Tn OKOMIA& TOou TrEAdTn, TA ETTWVUMA TTIPOIGVTa BEATIOTOTTOIOUV TNV
Kolvwvikf Toug Béon. MNa mapddeiyua, €vag abAnTAg Ptropei va TPoTIud Ta
pouxa MIag eTalpeiag €mmedn cival autr) Tmou eival dnAadn pia amd TIG 1Mo
YVWOTEG ETAIPEIEG OTOV ABANTIKO KAGDO.

EvaioBntotroinon Tou rpoiovTog

‘Eva oT1ravio TTpoIiov TTapAyeTal KATA KUPIO AOYO OTTO MPIKPEG KAl PECAIES
ETTIXEIPNOEIG, KABWG OI TTEPICOOTEPEG PMEYAAUTEPEG ETAIPEIEG dEV DIABETOUV TO
KEPAAQIO KaAl TV UTTOOO0UN VIO va TTPOCPEPOUV TETOIA POVADIKA Kal UWNANG
TToIOTNTAG ETTWVUNA TTPOIGVTA. KaTd CUVETTEIQ, N augnon Tou PePIdiou ayopdg
Baoiletal oe peydho BaBud oTtnv TTpowBnon TN eualocbnToTroinong Tou
TPOIGVTOG, N OTToid TTPOUTTOBETEl TN dIABECN ONUAVTIKWY TTIOPWV YIa TNV
QATTOTEAEOHATIKA HETADOON TOU PnvUPaTog. O1 TTpooTrdbeleg TTpowBnong £xouv
QgIOONMEIWTO AVTIKTUTTO OTO PHUAAO TOU TTEAATN, ETTITPETTOVTAG OTN MNAPKA VO
yivel ypriyopa oikeia. ETITTAéov, n €TTiyvwon TOU TTPOIOVTOG WEYIOTOTIOIEI TNV
mOavoeTNTA OI TTEAATEG VA avayvwpioouv Ta Oava o@EéAn, Ta XapaKTNPIOTIKA,
TNV agia Kal TNV KEpdOPopia Tou TTPOIOVTOG.

AvTiAnyn

Otav ol TTeAATEG gival TTETTEICPEVOI YIA TN JOVABIKOTATA KAl TNV EAKUCTIKOTNTA
NG papKag, givalr TPOBuPOoI va ayopdoouVv ETTWVUNA TTPOIOVTA OKOWN Kal O€
uwnAoTeEPeS TIPEG. QOTOOO, TTOANOI TTEAGTEG uTTOPEl va avTIAauBdavovtal Ta
ETTWVUMA TTPOIOVTa WG OTaBepd akpIBOTEPA, evw Ta @ONVOTEPA TOTTIKA
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TpoidévTa pTTopEi va atrodeixBouv KaAutepa. Q¢ €k TOUTOU, Ol EPTTOPOI
TTPoCapUOlouV TIG TIMEG YIa va EVIOXUOOUV TNV €IKOvVa TNG PAPKAG divovTag
EMeacn TNV aAvwTEPN TTOIOTATA Kal TN JovadikoTnTa.

Emippon

H 01kodOunon EUTTIOTOCUVNG OTIG EMTTOPIKES HAPKES UTTOPEI Va ETTITEUXOET HECW
S1IaQOpWV dIaUAWV ETTIPPONAG, TTOU KupaivovTal atmd TG ueBoédoug word-of-
mouth €éwg Tnv aflotoinon Twv KoIVWVIKWY OIKTUwvV Kal Tou Marketing
NAEKTPOVIKOU Taxudpopeiou. O eTnpeacpudg TNG avTiAnywng Kai TG yvwung Twv
meAaTwy diadpaparifel kabopioTIKG pOAo oTnv edpaiwaon TNG ALIOTTIOTIAS TNG
MAPKOG Kal 0Tn dnuioupyia BETIKAG @AMNG. ASIOTTOIWVTOG ATTOTEAEOUATIKA QUTA
Ta KavAaAia, Ol YAPKEG PTITOPOUV va OnPIOUPYNOOUV I0XUPr ETTIPPON OTOUG
duvnTIKOUG TTEAATEG, EVBAPPUVOVTAG TOUG Va ETTIAEEOUV KAl VO EUTTIOTEUTOUV TA
TTPOIOVTA TOUG

IMoAAG evvoiOAOYIKA MOVTEAQ €XOUV avaTITUXOEI yia va ATTEIKOVIOOUV Thv
EMTTIOTOOUVN WG TTPOG TA EYTTOPIKA ONPATA, KAl VA TETOIO HOVTEAO TTAPEXETAI
atré Tov Aaker (2003) wg TOTOTNTA OTN HAPKA KAl IKAVOTTOINON TTEAATWV.

MpokeTal yia pia TTUPAUida TTEVTE ETTITTEOWYV TTOU QEPEI MIA EVTUTTWOIAKN
opoIdTNTA ME TNV IEpapxia Twv avaykwv Tou Maslow (1954) amd uia
OIOQOPETIKA OTITIKA ywvia. To KATWTATO ETTITTEOO  AVTITIPOCWTTEVUEI TOUG
(atTOAUTWG) pn TMOTOUG TTEAGTEG TTOU TTapoucidlouv eAdxIoTa 1 KaBoAou
evOIO@EPOV VIO TO EUTTOPIKO ONAMa  KaBoAou kai  avtiAapBavovral Ol
OTToIOdNATIOTE  MPAPKA  €ival  Kataveunpévn KATOAAAAwWG o€ OAoug  TOug
KATOVOAWTEG, OTTOTE TO EUTTOPIKO OHPa Oev €XEl Kaia €mmippor) o€ autd. Me
AAAa AGyla, OTO KOTWTATO ETTITTEDO €ival OI TTEAATEG TTOU TTOTE dev Ba deiouv
TTPOTIUNON VIO €Va I TTEPICCOTEPA EUTTOPIKA ONUATA, JOVO Kal UOVO ETTEIDNA TO
Bewpolv TTpoPavr) Kal Kavéva EUTTOPIKO arfua dev gival KAAUTEPO O€ oxEon WE
GAAQ PE OTTOIOVONTTOTE OPO, ETTOUEVWG QUTOI O TTEAATEG JTTOPOUV VA OpPIoTOUV
WG "MN-TTIOTOI". ZT0 DEUTEPO ETTITTEDO UTTAPXOUV TTEAATES ATTAWG IKAVOTTOINKEVOI
ME Eva TTPOIOV / UTTNPETIA, HE OPOUG TTOU OEV Eival EVTEAWG BUCAPECTNUEVOI. ZE
pMeoaio eTTITTEDO UTTAPXOUV IKAVOTIOINUEVOI TTEAATEG ME KOOTOG evaAAaynig,
eTTOUEVWG Ba ayopdoouv éva TTpoidv oTav gival OnvoTeEPo, aAAd Ba aAAdGouv
TIGC OUVABEIEG TOUG OTAV N TIMA avePRaivel, WOTE va MPTTOPOUV ETTIONG va
XOPAKTNPIOTOUV WG OUVNBEIG ayopaoTEG. TO TETAPTO ETTITTEDO AVTITIPOCWTTEUEI
TOUG TTIOTOUG QYyOPAOTEG TTOU BEWPOUV TO EUTTOPIKO ONua WG Oeoud QIAIAG e
TO TTPOIOV Kal OTTAVIA £EaVAYKACOUV va ayopAoouUV Hia dIAQOPETIKN HapKa. To
50 kal To upnAdTEPO ETTITTEDO CUMTTEPIAANPBAVOUV OAOUG TOUG APOTIWPEVOUG
XPNOTEG TTOU €ival ECAIPETIKA TTIOTOI OTO EUTTOPIKO CNUA KAl £XOUV QPIEPWOEI TO
onua o€ Babuo Tou Ba To TTPOTIMOUY, aveEdPTNTA aTTd TO KOOTOG, TO OXEDIATHO
N GANQ XapPOKTNPEIOTIKG TOu. AUTO TO €VVOIOAOYIKO MOVTEAO TTEQIYPAPETAI
OUVOTITIKA OTNV TTAPAKATW EIKOVA, UTTO TNV HOPQr TTUPAMIOOEIdOUG OXANATOG.
(Akker, 2003)
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Library and Information Center of National and Kapodistrian University of
Athens. Pergamos. (n.d.).
https://pergamos.lib.uoa.gr/uoa/dl/frontend/en/index.html

e R Committed Buyers

e N Brand Likers
R, - Satisfied Buyers with Switching Costs

- Satisfied or Habitual Buyers

_ -------- Switchers

Wachtel, T. (2022, May 27). What brand loyalty means for your business-and
why it matters. Element Three. https://elementthree.com/blog/what-brand-
loyalty-means-for-your-business-and-why-it-matters/

H évvoia Tng agiag atrd Tov TeAATN yia TOV TTEAATN

H diadikaoia Tou Marketing repiAaudvel TpOTTOUG PE TOUG OTTOIOUG UTTOPET VO
dnuIoupynOBei agia yia Tov TTEAAGTN. H XpnoIgoTnTa TNG HOPPNG TTEPIAANPBAVEI TNV
10éa OTI TO TTPOIOV TiBeTaI OTN B1IABECN TOU KATAVOAWTI O€ KATTOIO JOPYPR TTOU
gival 1o XPAOoIUN aTTG OTTOIOdATTOTE EUTTOPEUMATA TTOU XPNOIKJOTTOIoUVTal YId
TN dnMIoupyia Tou TTPOIGVTOG ekeivou. O TTEAATNG ayopddel, yia TTapdadelyua, hia
KapékAa, avTi yia 1o EUA0 Kal Ta GAAa ouoTaTiKG TTOU XPNOIPOTTOIoUVTal YIa Th
dnuIoupyia TNG KAapEKAAG.

‘ETol, 0 TeAATNG eTmw@eAeital ammd Tnv €EEIdIKEUON TTOU ETITPETTEI OTOV
KATOOKEUAOTH va ONUIOUPYNOEl UIa KAPEKAQ TTIO OTTOTEAECUATIKA aATTO O,TI Ba
MTTOpOUCE Va KAVEl 0 id10G 0 ayopaoTAG. H XpnoIuoTNTA TOU TOTTOU aVa@EPETAl
otnv 16éa OTI éva TTPoidv TTou diaTiBeTal aTov TTEAATN O€ MIA TTPOTIMWHMEVN
ToTmoBeCia agifel TTEPIOCOTEPO ATTO £va TTPOIOGV OTOV TOTTO KATAOKEUNG. Eivai
TTOAU 110 BOAIKO yIa TOV TTEAATN va PTTOPEI va ayopdael TPOQPIUA O€ €va OoUTTEP-
MAPKET OTN YEITOVIA TOU OTTO TO va Ta TTapaAdBel atrd Tov idlo Tov aypdtn. H
XPOVIKN XpNoiuotnTa TEPIAaUBAvel TNV 16€a OTI TO TTPOIOV ival diaBéaiyo étav
TO XPEIAZeTal O TTEAATNG.

Ta ooutrep PHAPKET cuvdualouv TPOPIUA Kal GAAQ €idn OIKIOKAG XProng atrd
d1G@opoug TTPounBeuTéS o€ Eva PEPOG. Opiouéva "oouTrep PAPKET", OTTWG Ta
EUPWTTATKA UTTEPUAPKET Kal Ta "coutrep kévipa" tng Wal-Mart, cuvdudalouv
OKOUN TTEPICOCOTEPA €idN O€ Eva TTEPIBAANOV.
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Ymapyxouv duo trpooeyyioelg yia 10 Marketing. H tmapadoaoiakr] €vvola 1ng
mwAnong oivel éupacn otnv TTwWAnon nén utmapxoviwv Trpoidviwy. H
@IAoco@ia €dw cival OTI av éva TTPoidv dev TTOUAAGEL, TTPETTEI va An@Bouv TTIo
EMOETIKA PETPA YIO TV TTWANCH TOU - TI.X. MEIWON TNG TIMAG, TTEPICCOTEPN
dlapriuion f TPdoANWN 0 ETTIOETIKWY (KAl avTITTadnTIKwV) TTwANTwyv. OTav ol
o1dnpoddpopol dpxioav va XAvouv OOUAEIEC AOYw TG EPQAvVIONG TTIO
QATTOTEAECUATIKWY @QOPTNYWV TIOU PTTopoucav va Trapadidouv Ta ayadd
ateuBeiag oTnv TTOPTA TOU TTEAATN, OI 018NPGdPOOI PEiwoav TIG TINEG avTi va
avayvwpioouv OTI ol TTEAATEG NBeAav TEAIKA Tn PETAPOPA TwWV ayabwyv, Oxi
aTrapaiTnTa T o1dNPOJPOUIKN METAPOPA.

H évvoia tou Marketing, avtiBeta, €TMKEVIPWVETAI OTO VA OTTOKTHOOUV Ol
KatavaAwTéG autd TTou avalnTouv, aveEdpTnTa atmmd TO av auTO CUVETTAYETAI
TNV €MIVONON evTEAWGS VEWYV TTpoidvTwv.(Perner L, 2023)

H ouvaioOnuatik a@ooiwon Kal yiati éXeEl onMacia yia TIG
MApPKEG

2AMEPQ, Ol HAPKESC BEAOUV va TTPOCEAKUCOUV ayopacTES TTOU ayopdalouv yia
TTPWTN QOPA OTOV KUKAO TwV CuvaAAaywyv, PE Ta ouvaloBApaTa va trai¢ouv
Kpioiuo pdAo. Me Tov ouvexr auéavopevo avTaywviouo, ol TTEAATES XpeldlovTal
TEPIOCOOTEPA QTTO TTOIOTIKA TTPOIOVTA YIO VO OUVEXIOOUV va ETTIAEyOuv HIa
OUYKEKPIMEVN papka. H  avraywvioTikrp  TIMOAGYNON, Ol  WUXOAOYIKEG
TIPOTIMACEIG, Ol AVTAUOIBEG, Ol €CATOMIKEUMEVEG €EUTTEIPIEC & OI Agieg TTOU
QVTITTPOOWTTEUOUV 01 MAPKEG - KaBioTavral (WTIKAG onuaciag yia Toug
ayopaoTEG AANG TTOAAEG QopEG emTICrMIa YIa TNV €Talpia. EUAoya Ba atroproel
KaVEIG yiaTi évag vEog TTEAATNG va gival ¢nuid yia pia eTaipegia. To KOOTOG yia
KABe kaivouplo TTEAATN gival YnAd Kal evéxel KivOuvo, agpou dev gival oiyoupo
o011 Ba Eavayopdaaoel. O1 UTTAPXOVTEG TTEAATEG €V QVTIBEDEI, £XOUV AIyOTEPO PIOKO
EVW MAAIOTA gival TTI0 EUKOAO va ayopdoouv Kal TepioooTepa. (Robinette, S. et
al. (2001) P.9)
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Vital types of loyalty

Transactional Behavioral
' Loyalty e Loyalty ‘

Monetary rewards, . Engage customers for |
discounts, and offers : repetitive shopping habits |

Emotional
Loyalty

Attract customers
building emotional
connections

To gpwTnua TTOU avadueTal KABE QopAa €ival TTWG PTTOPOUNE VO KEPDICOUME
TTEPICOOTEPOUG TTIOTOUG TTEAATEG;". Ziyoupa &ev UTTAPXEI HaBNUaATIKY) ¢OPHOUAa
) HEBODIKN TTPOCEYYION YIA TNV ATTOKTNON TNOTWV TTEAATWY. ATTO WUXOAOYIKAG
TIAEUPAG OTTWG EENYACANE O€ avTioToIXo KEQAAaIO TTI0 TTévw, N Katavonon Twv
ATOPWYV WG KATAVAAWTWY ATTEVAVTI OTNV AQOCIiwon TWV EUTTOPIKWY CHUATWY
eCehiooeTal.

MapoAo tmou TTAéov uTTdpxouv TTOANOI, o1 TTI0 ouvnBICUEVOl TUTTOI APOCiwong
TTOU TTapaTNPEOUVTAl OTOV KAGDO TTapaTifevTal TTapakATw.

ZUVOAAOKTIKH a@Oociwon

O1 eAdTeg TTapAPEVOUY TTIOTOI O€ PIO OUYKEKPIYEVN PAPKa atrd Tnv oTroia
WYwViCouV yIa TIG XPNUOTIKEG avTANOIBEG TTOU AapBAvouy avTi yia JaKPOXPOVIEG
ox€o€lG. Ta GToPa aTTOKTOUV OQEAN €dW PE BAON TIG CUVAAAAKTIKEG AVTAAAQYEG
KAl TTOPAUEVOUV TTIOTOI OTn PAPKA €QOOOV Oev BPIOKOUV TIG KAAUTEPEG
TTPOOPOPEG aAAOU. Edv €va TTAVTOTTWAEIO OTNV TTEPIOXI TOUG TTPOCYEPE! HIa
o1aBepr| EKTITWOoN 50% OTOUG TTEAATEG TTOU TO ETTICKETTTOVTAI VIO TTPWTN QOPA,
MTTOPEI va TTPOTIMACEI va YwVioel Jia @opa atrd €KEi yia va dIEKDIKACEI auTr) TN
oup@wvia. Mpodkeital yia pia opBoAoyIkr atrégacn Kal yiI' auTtd gival yvwaoTh Kal
ME Ta ovoOpaTa - AEITOUPYIKN a@oaiwaon, opBoAoyIKr a@ociwon i yVWOTIKA
agoaiwaorn.

ZUPTTEPIPOPIKNA agpooiwon

H 1don va ayopdadlete KAOE popd TTpoidvTa atrd Tnv idia papka avti va avalnTdare
TIG EVAANQKTIKEG TNG TTPOEPXETAI aTTO ouvhBeia. Autdg gival o Adyog yia Tov
OTT0i0 01 AvBpPWTTOI AVAPEPOVTAI GTN CUMTTEPIPOPIKA aPOCiwan WS apoaiwan
ouviBeiag. MNa mapddeiypa, n KwoTtavtiva gwvidel Ta ypaIkni TG UAN aTTd €va
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KATaoTnUa NG YeImoviag tnG. MTtropei va €xel EKTTTwOon o€ KAToIa a1rd Ta
onueiwuatapia & PTTopei va TTANPWOEl Aiyo JeyaAUTEPN TIMA YIA TA XPWHATA
TOU OKiTOOU. AvegdpTnTa atmmd auTd, Ywvilel atro eKei yIaTi gival aTnVv TTEPIOXN
™G & Wwvilel ammd ekei €dw Kal PePIKA Xpovia. e aAutd To Oevdpio, av
METOKOWUIOEI, TOTE deV Ba ETMOTPEWE! VIO VA WWVICEl TA XAPTIKA TNG OTTO TO
OUYKEKPIPEVO KATAOTNUO OUYKEKPIUEVA.

ZuvaioOnUaATIKh a@ooiwon

Mia atrd TG OTTAvVIEG AAAG TTIO EVOIAQEPOUTEG APOCIWOEIG TTOU aTTo{nTOUV Ol
MApPKEG eival N ouvaiodnuaTikry. Kabodnyeital atrod TiI¢ YuXoAOYIKES TTPOTIMATEIG
TWV TTEAATWV & TIG AYOPACTIKEG TOUG EUTTEIPIEG. AV KAl TTPOKEITAI VIO U1 HAKPA
kKal aBéBain diadikagia, o1 cuvaloBnuaTikG depévol TTEAATEG €xouv €IOEIEE
MEYOAUTEPEG MPETATPOTTEG. H opoAoyia dev diapkei TTOAU, aAAd ol 10TOpiEG
dlapkouv, Kal yI' autd ol €TTIXEIPoeEIC o€ OA0 Tov KOOMO BacifovTal OTIG
oTpaTnyIkEG ouvaioBnuaTtikou Marketing. (McKean, J. (2010a)

Human Brain is

wired with a +

mix of |OgiC & Simplicity
emotions

Location Recognition

Product Shared
Selection Values

Kabwg n idla n Aégn "agooiwon" eivar éva ouvaiobnua, ol JApKeG PTTOpouV va
BacioTouv 0T oUVAICONUATIKY AgOoaiwaon yia va diatnerAcouy TV Yuxn g "motng"
avermagn. O cuvaloBnuaTKoi Osouoi gival yVwoTd OTI PEPVOUV Eva BaBUTePO TTITTEOD
déoEuoNG TOOO YIa TOUG TTEAATEG OO0 Kall IO TIG HAPKES. TO KOAUTEPO ATTOTEAECHA TNG
OUVAICBNUATIKAG aPociwong €ival N UTTEPACTNION TNG MApKag. O ayopaoTég dev
Wwvifouv povo Ta TTPOIOVTA OTTO  OTToIadNTTOTE PAPKA, OAG PGAAov  yivovTal
UTTOOTNPIKTEG TOU TTPOIOVIOG 0OG OTA KOIVWVIKA XEPOUANIQ, OTA (QOPOUM KaI OTIG
TTPOOWTTIKEG CULNTAOEIG TIPOCEAKUOVTAG KAl GAAOUG TTIBAVOUG AyOPaOTESG OTNV ETAIPEIQ.
Eival cav va atrokTdre évav TTwANTr yia TN ApKa 006 XwpPig KOOTOG.
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Mrropei va uttdpyxouv TToAoi Adyol TTIow aTTO TOUG OUVAICBNUATIKA TTIOTOUG TTEAATEG,
OTTWG UEPOVWHEVEG KATAOTACEIG (OTTWG QUTH) TTOU ava@EPONKE TTAPATIAVW), EVag
KOIVWVIKOGTAYKOOMIOG OKOTIOG TTOU UTTOOTNPICEl TO EUTTOPIKO OAUA Kal OgieG TTou
uttoompiete & UTTOOTNPICETE WG EUTTOPIKO OTUA, EUTTEIDIEC ATTO TN XPHon Twv
TIPOIOVTWY OUYKEKPIUEVWV EUTTOPIKWY ONPATWY. O HAPKEG OUXVA OEIOTTOIOUV TN
olvaun MG aernynong IoTopiwy yia va OlaokedAoouV, va  EUTIVEUOOUV, VA
EKTTAIOEUOOUY, VO EVEPYOTTOINOOUV KOl VA HPETOPEPOUV TO OWOTO HIVUUA OTOUG
TTENQTEG.

Correlation coefficients of
emotions with loyalty

Emotions are the 07
Main Drivers

0.72

of Loyalty ] = ) E, . T g
| ] o 08 os7
1100035

Honesty  Trust Integrity Belonging Security Familiarity Joy Gratitude Compassion Suprise

H dnuioupyia piag oAIOTIKAG euTTEIpiag TTEAATN YIO TOUG AYyopaOoTEG gival €va
ouvexopevo Tagidl. Mia pepovwpuévng kautraviag Marketing ) éva viral Bivreo
OEV UTTOPEI va ETTIPEPEI TTIOTOUG TTEAATEG JEOQ O€ pIa PEpA. Eival pia ouvetig
ouveXAnG Trpooéyyion de TTOANATTAG oTddia o€ éva Tagidl TTou KAvel Evag
TTEAATNG UE TN MAPKA KAl YIVETAI TTIOTOG TTEAATNG.

‘Eva TTapaderyua..

XPNOIPOTIOIWVTAG TEXVOAOYIQ avayvwpiong TTpoowTrou, n Disney katéypawe
TNV avtidpaon Twv Bgatwv TG 600V agopd Ta OuvaioBniuata TTou
ekdnAwONnkav. lMepaitépw, avéhuoe & alotroinoe autd Ta Oedouéva OTIC
ETTEPXOMEVEG TAIVIEG TNG.

H oikoddéunon ouvaiodbnuatikng agooiwong Oev eival pia ypriyopn Auon.
XpelaZetal Xpovog, aAAG av €ioTe o€ auTd HAKPOTTPOBET A, O1 agieg Kal N NOIKA
gival Ta 1Mo onpavTikd. (Singh, A. (2023)
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MNpakTikég TwV emixeIpfioewyv (Neuro-branding)

To NeuroBranding eival évag Topy€ag Tou cuvOUACleEl TN VEUPOETTIOTAUN KAl TO
Marketing yia va KatavoAoel TTwG 0 avBpwTTIvog yKEQPAAOG €TTECEPYAETAI KAl
avTaTToKpiveTal oTa epeBiopata Tou branding kai Tou Marketing. MepiAapBavel
TNV €QAPUOY YVWOEWV aTTO TN VEUPOETTICTAMN VYia Tn PeATiwon Twv
oTPATNYIKWY branding kal Tn dnuioupyia 10XUPOTEPWY COUVOECEWV HE TOUG
KATaVOAWTEG. TI TPOTTOUG OUOUG TTPETTEI VO AKOAOUBOOUV Ol ETAIPEIEG WOTE TO
NeuroBranding va 1i¢ BonBnioei;

Karavonon tng ouuTtrepipopds Twv KatavaAwTtwyv: To NeuroBranding mrapéxel
TTOAUTIUEG YVWOEIG VIO TN CUMTIEPIPOPA TWV KATAVAAWTWYV PEAETWVTAG TOV
TPOTTO [E TOV OTTOI0 0 eYKEPAAOG avTIAapBaveTal, eTegepydletal kal avTidpd oTa
epebiopara ™G papkag. Bonbd Tig eTaipeieg va karavorjoouv BabuTtepa TIG
TPOTIMACEIG, Ta KivnTpa, Ta ouvaicbiuata kai TI¢ dladikaoie¢ AAWNg
ATTOPACEWY TWV KATAVAAWTWV.

Anuioupyia eVTUTTWOIOKWY ePTTEIPILOY Pdapkag: To NeuroBranding ponBa Tig
ETAIPEIEGC VO  OXEDIAOOUV  EUTTEIPIEG MAPKOG TIOU  TTPOKOAOUV  OETIKEG
ouvaloBnuaTikég avTidpAoEI§ aTTd Toug KATavaAwTéG. Me Tnv kartavonon Tou
TPOTTOU YE TOV OTTOIO O EYKEPAANOG QVTATTOKPIVETAI OTIG DIAPOPES AITONTNPIOKES
EI0POEG, O ETAIPEIEG UTTOPOUV VA dNUIOUPYHROOUV TTOAUAICBNTNPIOKEG EPTTEIPIEG
MApKag TTou UTTAEKOUV TTOAAQTTAEG QIOBACEIG, a@rvovTag POVIPN evTUTTWON
OTOUG KATAVOAWTEG.

Anuioupyia 1I0XUPWY CUCXETIOEWV HE TO EUTTOPIKO orfpa: Or TeXVIKEG TOu
NeuroBranding ptropouUv va onBriocouv TIG €TAIPEIEG va dNUIOUPYHOOUV
IOXUPOUG CUOXETIONOUG JETALU TNG MAPKAG TOUG Kal BETIKWY ouvaiodnudtwy n
avapuvnoewv. Mg Tn oTpatnyikh xprion aicdntnpiakwy evocti¢ewy, TNV apriynon
IOTOPIWV KAI TIG TEXVIKEG OUVAIOONUATIKAG ETTWVUNIAG, Ol ETAIPEIEG UTTOPOUV VO
TIPOKAAEOOUV OUYKEKPIPEVA OUVAIOOAUOTA Kal va dnuIoUpyroouv BETIKOUG
OUVEIPUOUG JE TN MAPKA TOUG OTO HUAAS TWV KATAVOAWTWV.

Evioxuon Tng avakAnong Kail Tng avayvwpliong tng Japkag: To NeuroBranding
MTTOPEI VO BonBoEl TIG ETAIPEIEG va BEATIOTOTTOINOOUV TA OTOIXEIQ TNG HAPKAG
TOUG, OTTWG TA AOYyOTUTTA, TA XPWHMATA KAl N OUOKEUQOid, wWOTE vd
MEYIOTOTTOINOOUV TNV aVvAKANCN Kal TNV avayvwplion TG Papkag. Me tnv
KaTtavonon Tou TPOTIOU PE TOV OTT0I0 O eYKEPAAOG eTTeCEPYALETAI TIG OTITIKEG
TIANPOPOPIEG KAl TN MVAMN, Ol ETAIPEIEG PTTOPOUV va OXEDIAOOUV OTOIXEIN
MApPKOG TToU €ival 1Mo afloyvnuoveuTa Kal avayvwpifovtal eUKoAa atrd Toug
KATAVOAWTEG.

Emnpedldoviag tn Ayn atmo@Acewy atrod Toug KatavaAwTéG: O yvwaoelg Tou
NeuroBranding ptopoUv va xpnolhoTroinBouv yia va  €TTNPEACOUV  TIG
dladIKaoieg AYNnG atmoeAcEwy TwV KATAVOAWTWY. Me Tnv Katavonon twv
YVWOTIKWV TTPOKATAARWEWY KOl TWV EUPETIKWYV OTOIXEIWV TTOU £TTNPEACOUV TN
AN amo@acewy, Ol €TAIPEIEG YTTOPOUV vaA TIPOCAPPOCOUV TA PnvUuuaTta
Marketing, TIG OTPATNYIKEG TIMOAGYNONG Kal TNV TOTTOBETNON TWV TTPOIOVTWYV
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TOUG WOTE va aTreudBuvovTal OTO UTTOOUVEIONTO TWV KATAVAOAWTWYV Kal va
ETTNPEACOUV TIG ETTIAOYEG TOUG.

BeAtiwon Tng atmmoteAeopaTikdTnTag Tou Marketing: To NeuroBranding ptropei
va Bonbnoelr TG €TaIpEieG va PEATIOTOTIONOOUV TIG OTPATNYIKEG Kal TIG
ekoTpareieg Marketing. Me Tn doKIun Kal TN HETPNON TWV VEUPOPUTCIOAOYIKWYV
avTIOpdoewy Twv KatavaAwTwy o€ didgopa epebiopara Marketing, o1 eTaipeieg
MTTOPOUV va TTPOCOIOPICOUV TA TTIO ATTOTEAECUATIKA UNVUUOTA, OTITIKA HECA KAl
KavAaAla yia TO KOIVO-OTOXO TOUG, OoONywvTag OE TTIO OTTOTEAECHATIKEG Kal
EMTUXNMEVES TTPOOTTABEIEC Marketing.

2UVOAIKG, TOo NeuroBranding Trapéxel OTIC ETAIPEIEG MIA  ETTIOTNUOVIKN
Karavonon Tou TPOTIOU WE TOV OTIOI0 O EYKEPAAOG TwV KATAVAAWTWV
avTIAQPBAveTal KOl avTatmokpivetal oTo  branding kai 10 Marketing.
ACIOTTOILVTAG AUTEG TIG YVWOEIS TTPOG OIKO TOUG OPENOG, O ETAIPEIEG UTTOPOUV
va dNUIOUPYHOOUV TTIO CUVOPTTOOTIKEG KOI OTTOTEAECUATIKEG EUTTEIPIEG HAPKAG,
VO OIKOOOUAOOUV I0XUPOTEPEG OUVOECEISC ME TOUG KATAVOAWTEG Kal va
TTPOWOBNOCOUV TNV APociwaon Kal TNV avarTugn tnG papkag. (Customer loyalty
and brand management, 2023)

Otk Te10w Kai Branding

H o1rTikA TTE1BW €ival n xprion ypaeikwy, OTTwG ATTEIKOVIOEIG, QWTOYPAPIES KAl
YPAQIKA, WOTE va eVIOXUBEI TO MAVUPO TTPOKEINEVOU Vva TTOPaKIVNOEr O
TTAPAAATITNG VO EVEPYNOEI JE CUYKEKPIPEVO TPATTO.

Mia eikéva atrd pévn TnG dgv gival TTeIOTIKN. Eival o Tpd1TOg e TOV OTT0I0 O
ayopaoThG Ba aAAnAoemdpd HPE TO MAVUMA, WOTE €iTe va ueyeBUvel Ta
armmoTeAéopaTd TOU (€iTe va TO APPAUVEl UTTOVOWVTOG £va avTIQATIKO R
OIOQOPETIKO PRVUUQ).

Ag TTapoupe éva ouvnBiouévo TTapddeiyua amd 1o Marketing. Mia geupéwg
d1adedopévn TTPakTIKA oTo Marketing €ival va Trapouciddetal 10 idlo TO TTPOIoV
uTTO TO BETIKOTEPO duVATO PWGS. Ta "NPWIKA" TTAGva Twv TTPOIOVTWY, Eival £va
TTapAdEIyUa.

‘Eva GAAO TTOPAdEIYHA Eival PLITOYPAPIEG TNG AYOPAG-OTOXOU TTOU ATTOAQUBAVEI
TO TTPOIGV A TNV UTTNPETia. Oa avaxpnoihoTToiow 1o TTapddeiyua tnv Coca-
Cola ka1 Toug {wnpouc XPWHATIOPOUC OTIC XPIOTOUYEVVIATIKEG KAPTTAVIEC JE TO
aI01600&a uNvUuaTa.

MapdyovTteg TTou eTnPeddouv Tn dSUvVAUN TNG OTITIKNAG TTE100UG:
O1 yvwoeig Tou 8satn

Eival onuavTtiké va onueiwdei 611 n oTrmikA TeIbw Aauavel xwpa péoa o€ Eva
TAQiolo. 'Eva ypa@iké atrd povo Tou dev @Eépel Kapdia duvaun teiBoug. Otav
XPNOIMOTTOIOUKE TNV OTITIKA TTEIBW PaoI{OUacTe OTO TTAQICIO TOU KOIVOU TTOU
TTAPEXEI TEPAOTIEG TTOOOTNTEG YVWOEWV, KABWG KAl TNV ATTOKWAIKOTTOINGN TOU
oTImKoU UAIKOU Kal Tnv eEaywyny ouptrepacudtwy. Avo AavBpwTtrol Je

88



OIOQPOPETIKO YVWOTIKO UTTOPABPO Kal JIOPOPETIKEG Aieg, PTTOPEI va €XOuv
EVTEAWG OIOPOPETIKEG 1) KAl avTIOETEG avTIOPAOEIS O€ éva PNVUUQ.

OTrTIKO TTEPIEXOMEVO

‘Evag 1Mo TTpo@avi TTapayovTag Tng OTTTIKAG TTEIB0UG gival TO TTEPIEXOPEVO TOU
OTITIKOU, TO TI QTTEIKOVICEL. TO TTEPIEXOPEVO TOU YPAPIKOU PTTOPEI VA UTTOOTNPICE!
TO PAVUMA PE DIAPOPOUG TPOTTOUG, VA ATTEIKOVICEl TO TTPOIOV, va deixvel éva
MOVadIKO XOPAKTNPIOTIKO, VA KATAQEIKVUEI £va OQEAOG 1 HIa O€Ipd AAAWV
OUVATOTATWV.

Fpa@ikd oTUA

To OTUA 1] 0 TPOTTOG PE TOV OTTOIO YIVETAI TO YPAQPIKO €TTNPEEAlEl £TTIONG TNV
TTEIOTIKA SUVANN TOU CUVOAIKOU pnvuuaTtog. ‘Eva U@Qog TTou gival CUUQWVO JE
TO YAVUMPa Ba evioxUoel TO ufvupa SIaKPITIKA, EVW Eva UQOG TTOU OUYKPOUETAI
ME TO TTEPIEXOMEVO TOU PUNVUPATOS Ba TO ATTOOUVOUWOEI KAl iOWG TO KATAOTAOE
akoun kal duovonto.(Duckworth, N. 2022)

Anpioupyia TTOAUICONTNPIOKWY EUTTOPIKWY CNHATWYV

Eival onuavTiké va pnv ouyX€OUUE T EUTTOPIKA CHPATA KOl TN @AM, av Kal
TEPIOTACIOKA  dnuIoupyeitTalr ouyxuon. H dnuioupyia evog  TTpaydaTIKG
YONTEUTIKOU EUTTOPIKOU OnuaTtog Ogv ival atmAd katopbwua. MNa va emTeuxOei
aQuTtd, MIO PApKa TTPETTEI VA OTTOTIVEEI TNV EVTUTTWON OTI TIPOCQPEPEI KATI
TEPICOOTEPO ATTO £va ATTAG TTPOIOV- TTPOCTTAOEI va BIEUKOAUVEI £va BIWUATIKO
Tagidl. H pdpka 6a pETTEl va TTPOKAAET APKETA CUPTTABEIA WOTE VA TTPOCEAKUEI
TOUG KATAVOAWTEG oTa onueia AlavikAg TTWANONG, va evBappuvel TIG ayopES
TIPOIOVTWY KAl VA AIXNOAWTICEI TNV TTPOCOXN TOUG NECW TNG ETTIKOIVWVIAG. Ol
KATAVAAWTEG OUUMETEXOUV OXI HOVO AOYw TNG TTPOTIUNOCNG TOUG YIA TO TTPOIOV,
aAAG Kal €TTEION TPEPOUV ouVAICONUATIKO OECINO PE TN HAPKA KAl GIAODOEOUV
VO Yivouv MEPOG MIAG KOIVOTNTAG TTOU dolpadeTtal TRV €AEN TNG MAPKOG.
Mpokelyévou va KAAAIEPYHOOUV TV aQOCiwon TwV TTEAATWV Kal VA Yivouv
ATTOPAITATEG, Ol HAPKEG OTPEPOVTAl OAO Kal TTEPIOCOTEPO OTO QIOONTNPIAKO
Marketing.

To aiocBnmnpiokd Marketing emTpémmer TNV evioxuon Twv OuvaioOnuaATIKWV
OECPWV PETALU TNG HAPKAG KAl TOU avBpwTTIVOU eyKEPAAOU, TTPOcdidovTag O0Tn
MAPKA PIO ouvaIoONuaATIKA TTPOCWTTIKOTNTA. AUTH N TTPOCEYYION ETTIOILKEl VO
ONMIOUPYACEl YIa QUBEVTIKNA KAl ouvaIoBNUATIKY) a@rynon TToU TTEPICTPEPETAI
yUupw atmd Tn PJAPKA, N OTToid YTTOPEI va POIPAOTEI JEOA O€ MIa KoIvOTNTA,
OnUIoUPYWVTAG MIa ouvdeon METAEU Twv evBouoiwdwv TnG pdapkag. Ol
a@nNYAOEIG, EITE TIPAYMATIKEG  €iTE  €CWPAIOPEVEG, TTPOOKAAOUV  TOUG
UTTOOTNPIKTEG VA YiVOUV avaTTOOTIA0TO PEPOG TNG APrlynong, CUMUETEXOVTOG
oTa ouvaioBniuarta, TIS afieg, Ta PMUCTIKA Kal Ta aIviyuata TTou ETTIOIWKEN VO
peTadwoel n pdpka.

H aicOnmnpiok oTpatnyiki WIoG JAPKAG EVOPXNOTPWVEL TN PETATPOTTH TNG
ouvdavTnong Me Tov TTEAATN O€ ouvaioBnuaTikr Kal oTopyikn €€aptnon. O
METAOXNMATIOPOG QUTOG ETTITUYXAVETAI PJE TNV KABIEPWON CUVOXAG METAEU TWV
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OIaPOPWYV EPTTAEKOUEVWYV AIOBNOEWYV, Eva QAIVOUEVO TTOU AVAPEPETAI ATTO TOUG
€10IKOUGC WG "oUPTITwon aioBnoswv". Ta ailodBnTNPIOKA aTToTEAECUATA TTOU
aATTOPPEOUV ATTO KABEWia aTro TIG TTEVTE AIoBAOEIG EUBUYpappiCovTal OXOAAOTIKA
ME TNV €TTIAEYPEVN TOTTOBETNON TNG HAPKAG. INa TTapAdEIyHa, YIa va ATTEIKOVIOTEI
MIa fPEPN, 0pBOAOYIKHA Kal KATATTPAUVTIKA TAUTOTNTA NAPKAG, Ba ATAV OKOTTINO
VQ XPNOIKOTTIOINBOUV aTTAAEG ATTOXPWOEIG OTTWG TTACTEA ATTOXPWOEIS OTTWG TO
pol, TOo UTTAE, TO TTPACIVO Kal TO 0EAAVTOV, 0€ OUVOUACHO e XaAapry HOUOIKA
Kal SIdXuon NPEMIOTIKWY apwudaTwy O6TTws PBavilia, Aepavta, TPIAVTAQUAAO,
TTOPTOKAAI Kal oavTaAdEuAo. AuTA n aioBnon appoviag €TTEKTEIVETAI KAl OTA
KATaoTAUATa TTWANONG, €iTE AUTA TIPOKUTITOUV  QUOIKA €iTE  OKOTTIUA.
(Oduoctag. K (2019)

‘Evag auéavopevog aplBudS TTaYKOOPIWY ENTTOPIKWY ONUATWY OTPEPETAI TTPOG
TO0 al0OnTNPIakd Marketing. Autr} n TTPOCEYYION TTAPEXEl VA ATTOTEAECUATIKO
EPYOAEIO yIa TIC €TaIpEiEG TTOU TTPOCTTaBoUV va TTpowbrjcouv JIa yvAoIq,
OUVAPTIACTIKY TTOPOUCia TNG PApPKAg Kal Oxl aTTAWG TNV avayvwpeion Tng
papkag. (Georges, G, Bayle-Tourtoulou, A.S. and Badoc, M (2014), (Pradeep,
A.K. (2010)

TunuatoTroinon

Ti gival n NeupoTpunuaTotroinon Kai T N VEUPOOTOXEUON;

O opiopog Tou Neuro Targeting ) Tou Neuro Segmentation Aiyo TTOAU pag ivai
0IKeiog €dv avaAoyloToUpE TTWG gival N d1adIKagia TUNUATOTTOINONG TG Ayopdg
| TOU KOTAVOAWTH HEOW TNG XPNONG VEUPOETTIOTNUOVIKWY EPYAALIWV TTOU
EMTPETTOUV TNV OTTOKTNON MEYAAUTEPNG AKPIBEIOG Twv TNO  CNUAVTIKWYV
XOPAKTNPIOTIKWY TNG TIPOCWTTIKOTATAG TOU CUUTTAEYPATOG 1 TNG OMAdag-
OTOXOU ME ETTIOTAPOVIKO, BaBU Kal QVTIKEIMEVIKO TPOTTO.

Neurotargeting or NeuroMarketing and consumer segmentation (no date)
MindMetriks. Available at: https://www.mindmetriks.com/en/neuro-
segmentacion-de-mercados-neurotargeting.html

Tunuatotroinon He BACN TN KATAVOAWTIKN
OUMTTEPIPOPA

Ta TuRuata Marketing eoTidfouv €dw Kal TTOAU Kaipd GTNV TUNUATOTTOINCN TNG
OUMTTEPIPOPAG WG oTpaTtnyikr). O1 ouvexeig €CeENICEIC OTN VEUPOETTIOTHUN
PiXVOUuV QWG OTIG TTEPITTAOKES TNG AcITOUPYIaG TOu eyKEPAAOU, BIEUKOAUVOVTAG
TN dlEpEUvNON VEWV TIPOCEYYIOEWV TUNUaTtotoinong. Autég ol véeg PéBodol
AauBdavouv utrdwn TTApAYovTeEG OTTWG N OUVOEon TOU €YKEQPAAOU Kal Ol
XPOVIKEG, XWPIKEG KOl OXETIKEG PE TO QUAO avTidpdoelig Tou. Or €1dIKoi OTO
NeuroMarketing evdiagépovTal 1IB1aiTEPA yIa TN dIAUOPPWON TUNHATOTTOINCEWYV
TTOU €UBUypapuiCovTal PE TIG VEUPOETTIOTAMOVIKEG apXEG. E¢eTdlovTal didgpopa
KPITAPIA, OTTWG TO OTABIO AVATITUENG TOU EYKEPAAOU (EPTTETOEIONG, METAIXMIAK,
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VEOPAOIWONG), DIOKPITEG EYKEPAAIKEG DOUEG PE BAON TO QUAO, OAAQYEG TTOU
oxetiCovral Pe TNV nAIKia oTnv TaxutnTa €TTEEEPYATiag Tou eyKEQAAoU (UE
peiwon  15% petagu 45 ko 55  e€Twv), avmdpAdcelg OTO  OTPEG,
KaTtnyoploTroiNuéveG o€ "AATPEIS TOU OTPES" Kal "ATTOQUAQKTIKOUG TOU OTPEG”,
QTOMIKI] TTPOCWTTIKOTNTA TOU EYKEPAAOU, avTAnuévn atrd dedopéva Kal JEAETEG
CRM, eTritreda ouvaiodBnuaTikig vonuoouvng VIO HIag dnUoypPaPIKnG ouddag
Kl n TTapoucia aiodnTnpIaKwy KOIVOTHATWY TTou ouvdoEovTal, yia TTapadeiyua,
ME OUYKEKPIUEVA €idN JOUOIKNG.

Otrwg oupPBaivel pe kGBe TrTUXA Tou NeuroMarketing, o1 £épeuveg AUTEG TTPETTEI
va ouvodelovtal a1rd  auoTnpery THPNON VOMIKWY, OEOVTOAOYIKWY KOl
ETTAYYEAMATIKWY TTPOTUTTWYV. AuTO €ival 181aiTepa onuavTiKG €dv pia €Taipeia
agloTrolei ekTeTaPEVEG BAoelg OEDOUEVWV TTEAATWY TTOU Eival OTTOONKEUPEVEG
ota cuotiuata CRM A "Big Data".

Ta dedopéva TwV VEUPOETTIOTNHWY £XOUV TNV IKAvVOTATA va d1adpauaTticouv
ONUAVTIKO KAl CUUTTANPWHATIKO pOAo OTn Oladikagia TPNUATOTIOINONG TNG
ayopdg, MEOW TNG IKAVOTNTAG TOUG va AauPBAvouv TTANPOQoOpieg aTTo Tnv
TTOIKINOMOP®Ia TV aTOPWYV KaTd TN dladikacia AYng atro@acewyv. EIdIKOTEPQ,
Ta OedouEVA TWV VEUPOETTIOTNUWY WTTOPOoUV va BonBrioouv oTn dladikacia
TMNMATOTIOINONG KE TPEIG TPOTTOUG:

i) OI VEUPOETTIOTAEG PTTOPOUV Va BonBACcOoUV OTOV EVIOTTIONO KATAVOAWTWV
TTOU OIOQEPOUV ONUAVTIKA O OUYKEKPIMEVEG KATNYOPIEG evdIapepOVTWY. H
EVOWMATWON OeOOPEVWV VEUPOATTEIKOVIONG Kal £€PEUVAG, VIO TTapddeIyua,
TTaPEXEI TN OUVATOTNTA OTOUG EPEUVNTEG VA EVTOTTICOUV TTEPIOXEG TOU EYKEPAAOU
TToU dIaPEPOUV WG CUVAPTNON TOU TTAAICIOU 1) SIOQOPETIKWY XAPOAKTNPIOTIKWY
METAGU TWV ATOPWV.

i) MpoxwpwvTag, N yvwon TwV VEUPWVIKWY PINXAVIOPWY UTTOPET va 0dnyRoel
O€ KAIVOTOUEG TTPOCEYYIOEIG IO TNV TUNPATOTTIOINON MIOG ayOPAs dIaQEPOVTAG
atrd TIG KAaOIKEG pEBGOoug Marketing TunuaToTroinong.

iii) TEAOG, EVTOG EVOC CUYKEKPIPEVOU TUAMATOG, N VEUPOETTIOTHUN MTTOPEI VA YiVEl
aApwWy_dG OTOV EVTOTTIONO ATOUWYV TTOU XPNOIKOTTOIOUV OIAQOPETIKEG YVWOTIKEG
0d0ouU¢ oTnV idla AUon, Pe atmoTEAeoua Yo TTPOCOETN TUNUATOTTOINON OTOV NON
THNUATOTTOINUEVO XWPEO VA Eival YEYyovog. 2

H xprion Twv VEUPWVIKWYV OeDONEVWV TTAPEXEI €vav  KATAAUTIKO TPOTTO
TMNUATOTTOINONG TNG ayopdsg, O OTroiog ouvduddlel To UTTORABpO TWwV
KATOVOAWTWY PE TIG WUXOAOYIKEG OIAdIKACIEG TIOU OXETICOVTAl HE  TIG
ayopaoTikéG atto@doels. (Andreas-Vasileios 2023)
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7° KEOAAAIO HOIK Kal KPITIKA OTO
NeuroMarketing

HOiIk6 i avAfiké? Ti e€ivar TeEAIKA TO
NeuroMarketing?

ATT6 Tn pia mAeupd, T0 NeuroMarketing Trapéxel éva BewpnTiKO TTAQICIO yia TNV
KaAUTeEpn Kkatavonon Tng AQwng atro@doewy, avTiAauBdavovrag Ot ol
ayopaoTég dev givar 100% opBoAoyikoi, 0TI Ta cuvaioBnuaTa emTnpeddouv
(BeTikd) TN AN atro@doewyV Kail 6Tl Ol YVWOTIKEG KAl EUPETIKEG TTPOKATAAAWEIG
QTTOPOKPUVOUV TOV KATavOAwTA atmod TIG opBoAoyIKEG atmo@daoelg. O1 yWwoelg
QUTEG PTTOPOUV va BonBriocouv va KATavoroouue KOAUTEPO TOUG €AUTOUG PAG
WG avBpwWTTOUG Kal KATAVAAWTEG, AAAG ATTEXOUV TTOAU OTTO TO VA TTPOBAEWOUE
TTWG CUMTTEPIPEPOPAOTE O HIO OUYKEKPIPMEVN KaTAoTAOT. TEANIKA, KATI akOua
Tou pag d1ddokel To NeuroMarketing €ival o1 uTTdpxouv ATTEIPEG METARANTEG
TTOU £LAPTOUV TN CUUTTEPIPOPA PaAG Kal gival aduvaTo va TIG EAEyEouue OAeGS. Q¢
ek TouTou, T0 NeuroMarketing &ev ptropei va TTpoBAEWwel TI Ba KAVOUPE OTN
ouvéxela n o6xi. To NeuroMarketing &ev ptmopei va pag TTapadwoel
KATEUBUVTAPIEG YPAUMEG YIa TO TTWG Ba CUMPTTEPIPEPDBEI 0 ayopaoTg. Aegv
MTTOpOUV va aAAaxTouv Ta TTPoIdvTa, O TPOTTOG ETTIKOIVWVIAG 1) N 1I0TOCEAIdO
MEXPI va Bpel n emxeipnon uia diaudpewaon 1ou odnyei o€ 100% TTWANCEIG.
Emopévwg, ol TAnpogopicg Tou TTapéxel To NeuroMarketing dev ytropouv va
XEIPAYWYNAOOUV Tr CUPTTEPIPOPA TOU KATAVOAWTH.

A6 Tnv GAAN TTAcupd, T0 NeuroMarketing ptTopei va xpnoigotroin®ei yia pia
mOo KaAf épeuva ayopds. Me dAAa Adyia, av pia taipeia €mOUPEr va
agloAoynoel 1TTolog TUTTOG CUOKEUATiag TTPOTIMATAI, av £va TTPoidv TalpIddel
KaAUTEPQA aTTO TO AAAO, TTOI DIOPAKION CUVOEETAI KOAUTEPA UE TOV KATAVOAWTH,
Mpokeital yia xeipaywynon; Oxi. e aut TNV TIEPITITWON, Ol ETAIPEIEC
AauBAavouv TTANPOQOPIEG OXETIKA PE TIG TTPAYUATIKEG ETTIOUMIEG TOU KATAVOAWTA
Kal OTn OUVEXEId TIPOCOPUOlovVTal VIO VA TIG IKAVOTToIoouv. AuTO Oev
eCao@aliCel TTwANCEIG, MG TTpoPavwG N eTalpEia gival o BEon va YETAdWOEI
KaAUTEPa auTO TTOU TTOUAQEI, WOTE va ouvdeDEl KaAUTEPA PE TOV KATAVOAWTA
O0G KAl VO TTPOCQPEPEI JEYAAUTEPN agia ATTO TOUG AVTAYWVIOTEG, £XOVTOG WG
TEAIKO TMOavd atmoTéAEOPa va TIOUAACElI 1 OUYKEKPIPEVN ETTIXEIPNON
TEPICTOTEPA.

HOIKEG eMITITWOEIG OTNV £pEUva ayOopdg KAl TNV ETTIXEIPNMATIKNA
TTPAKTIKNA

TeAikd, 10 epapuoopevo NeuroMarketing €ival 10 id10 pye TNV TTAPAdOCIOKN
¢peuva ayopds. To va pwTAPE TOV KATAVAAWTH TTola TTPOIGVTA TTPOTINA KAl VO
TOU Ta TTOPEXOUME DEV OTTOTEAEI XEIpaywynon. & KABe TrepiTTTwaon, dev Ba ATav
xelpaywynon atmo 1o NeuroMarketing A xeipaywynon atré tnv £€pguva ayopdg.
O1 eTaipEieg Kal O ETTAYYEAUATIES TTOU XPNOIMOTTOIOUV QUTEG TIG TTANPOPOPIES YIa

92



Va £CATTATHOOUV gival 01 XEIPIOTEG. AKOPA Kal TOTE, UTTOPOUUE VA dIa0PANICOUNE
OTI JTTOPOUV Va TTapaTTAavAcouv Pévo pia @opd Kal, Xapn OTIG VEEC WNPIAKES
TEXVIKEG TTOU QivOUV QWVH OTOV KOTAVAAWTH, N TTapattAdvnon oiyoupa Oev
aTTOTEAEI KAAR OTPATNYIKN YIA PIA ETAIPEIA OTIG HEPES PAG.

OpioTIKA, ag &eXAOOUPE TNV UTTEPOTTAOUCTEUCHN KAl TRV UTTOTiUNON TOU
EYKEQAAOU pag. H duvaurn pag va Traipvouue amo@Acelg gival, Kat' apxnv,
eAeUBepn aTTO XEIpaywynon. (Team, the B. (2023)

NpokAnoeigc oto NeuroMarketing (ZnTAparta
néikng)

Av ka1 To NeuroMarketing uttéoxetal TTOAU onuavTIK& OQEAN yIa Pia ETTIXEIPNON,
N TEXVIKA yia TN CUAANWN TwV AoUVEIONTWY OKEWEWV TWV aAvOpWTTWY yid
EMTTOPIKOUG OKOTTOUG €XEl EVEIPEl CPKETEC ETTIKPIOEIG OXETIKA WE TOUG
KaTtavaAwTEG Kal TNV TTapafiaon tng IBIWTIKAG Toug (wng (Hammou, Galib &
Melloul, 2013- Wilson, Gaines & Hill, 2008). K&Trol0g uTTopEi va 1o0XupIoTEl OTI
0l VEUPODBIAKIVNTEG £XOUV TNV IKAVOTNTA VA XEIPAYWYNOOUV TN CUUTTEPIPOPA
Twv KatavadwTtwv (Palmer & Hedberg, 2013) kai tnv I1kKavétnta Twv
KATOVOAWTWY VA KAVOUV AOYIKEG QAYOPACTIKEG ATTOQAOCEIS. EKTOG atrd Ta
Tapatmdvw, To adidBAnTo Tou avOpwTTIvou SIKAIWHUATOS OTNV E€TTIAOYA Kal N
auTtovopia Tou KaBevdg, apgiopnrtouvral. (Ethical issues in NeuroMarketing -
universiteit twente, 2023)

Av Kal TTPONYOUUEVEG HEAETEG £XOUV £CETAOEI TIG NBIKEG AVNOUXIES YUPW ATTO TO
NeuroMarketing, dev éxel digpeuvnOei eTapKWS O PaBudS OTOV OTIOI0 N
auTovopia Kal N IdIWTIKY Cwr eTTnpeddovTal aTrd auTrh TNV TTPAKTIKA. H TTapouca
épeuva oUUPBAAAEl onuavTik@ oTnv Katavonon Kal agioAdynon auTwyv Twv
KOIVWVIKWYV d1a0TACEWV. N0 va KaTavooouue KAAUTEPA TI TTPOBARUATA UTTOPEI
VQ TTPOKAAECEI N XPAON TWV TEXVIKWY VEUPOETTIOTAUNG OTO XWwpo Tou Marketing
Ba TTPETTEl ATTAVTHOOUNE OTIG £1AG EPWTACEIG.

2. MNoia gival Ta NnBIKa ¢ntrpaTa Tou Marketing yevika kai TTwg
KaTnyoploTrolouvTal,
3. MNoia gival Ta NnBIKA {nTAPaTa otov Topéa Tou NeuroMarketing;

4. Twg avratmmokpivovTal ol EUTTopol, TO KOIVO Kal ol utreuBuvol Xapagng
TTONITIKAG OTa NBIKA {nNTANATQ;

Mwg avriyeTwTriovTal Ta NBIkG {nTAuaTa oto NeuroMarketing;

H akadnuaikr BepeAiwon Tou NeuroMarketing pe Tig ouvETTEIEG TOU, CUVOEETAI
ouxva pe 1o Marketing, aAAG kai GAAEG TTNYEG OTTWG €ival To dikalo, N @IAocoia,
WuyoAoyia kal n koivwvioAoyia. H TTapouca epyacia trepIAapBaver rnyég atmo
OIAQOPOUG ETTIOTNUOVIKOUG KAAGDOUG TTPOKEIYEVOU VA  QVTIKATOTITPIOEl TNV
avaTTuén kai TroikiAopop@ia Tou NeuroMarketing.
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KaBwg gyeipovtal NBIKEG avnouxieg dnuioupyouvTal TIPOBANUATIONOI OXETIKA JE
TOUG KAVOVEG KalI TIG A&iEG TTOU BIAUOPPWVOUV Th CUUTTEPIPOPA Jag OCOV apopd
TN OIAKPION METACU KOAWYV KAl KAKWYV ) UTTEUBUVWYV Kal aveEUBUVWYV EVEPYEIWV.
(Crane A., Business ethics, 15t edition)

O1 emkpitég Tou NeuroMarketing utrooTnpifouv OTI OI TEXVIKEG TOU Egival
ETTEMPATIKEG KOl OTTOOKOTTOUV COQWG OTn xelpaywynon. Ekepdlouv Ttnv
avnouxia Toug OTI Ol KATAVOAWTEG XEIPAywyouvTal OTIC QYOPOOTIKEG TOUG
atmmo@Aoelg oTav e@appolovral Ta supruara Tou NeuroMarketing. Mia GAAn
avnouyxia e€ivar 611 ol NeuroMarketing uTTOpoUV va €VTOTTIOOUV Kal va
EVEPYOTTOINCOUV TO "KOUMTTI ayopdc" akdun Kal Xwpei¢ Tn ouykataBeon Twv
KAaTavoOAwTWV EKTOG ammd tnv eE€taon TnG €KTaong Tng ETMPPONG Tou
NeuroMarketing Kai Tou €AEyXOU TWV KATAVAAWTWY, Ol HEAETNTEG TTPOTEIVOUV
KAl GAAEG avnouxieg, OTTWG Ta Tuxaia euprnuaTta, N EAAEIYPN KAVOVIOUWY Kal N
euTTA0<Ia opIopévwy TTANBuouwy. (Ethical issues in NeuroMarketing - universiteit
twente, 2023)

O1 1exvikég Tou NeuroMarketing €xouv Tn duvardTNTA VA OTOXEUOUV OF€
EUAAWTOUG KATAVOAWTEG, OTTWG AToua PE TTPORBAANATA WUXIKNAG UYEIQG, ATOPO
TTOU QVTIUETWTTICOUV OIKOVOMIKEG DUOKOAIEG Kal TTaidid Kal vEoug evAAIKES. H
OUPMETOX QUTWV TWV ouddwyv kaTavaAwTtwv ot peAéTeg NeuroMarketing
MTTOPEI VO dNUIoUpyR o€l ONUAVTIKEG ATTEIAEG KAl BAAPBEG, €TTEIDN €ival AlyOTEPO
IKAVOi va TTpooTaTeUoOUV Ta OIKA TOUG CUMGPEPOVTA KOl ETTNPEAGCOVTAI TTIO
€UKOAQ

AuTEC o1 avnouyieg TTou ek@pdalovtal ammd Toug NBIKOAGYOUG Kal TO KOIVO
avOOEIKVUOUV  ONUAVTIKEG EKTIMAOCEIG OXETIKA HE TNV QUTOVOMIO KAl TNV
IDIWTIKOTATA TWV UTTOKEIMEVWYV TWV DOKIPWYV

H autovouia, n otroia atmmoTeAei KeVTpIKN apxn o€ did@opa NBIKA SINAuUATA,
TepINaUBAveEl TO OEBACPO TNG IKAVOTNTAG TWV ATOPWY VO OKEPTOVTAI, Vd
ammo@acifouv Kal va evepyouv eAeuBepa kal avegdptnta. O Gillon, opilel Tnv
QUTOVOUIO WG TNV IKAVOTATA ARWNS 0pBoAOYIKWY aTTOPACEWY XWPIG EUTTODIA.
ATroTeAEl UTTOOUVOAO TNG EAeuBepiag Kal 0 ApIOTOTEANG TNV TTEPIEYPAYE WG TNV
IKAVOTNTA VA KAVEI KAVEIG AOYIKEG ETTIAOYEG.

H rpwTtapyxikr avnouyxia pe To NeuroMarketing €ivail 611 o1 ETTOPOI HTTOPOUV VO
XEIPAYWYAOOUV TIG ATTOPACEIG KAl TN CUPTTEPIPOPE TWV KATAVOAWTWYV. AUTO
Tou agifel va onuelwdei, €ivalr TTWG Ol  VEUPOETTIOTAUEG  TTPOKAAOUV
ouvalodnuarta TTou evBappuUVouv TIGC AYOPEG AVTi va TTAPEXOUV OTOUG
KATAVOAWTEG OKPIBEIG TTANPOQPOPIES YIa TN AW ETTWPEAWV ATTOPATEWY. ATTO
QuTH TNV ATToyn, Ta VEUPOETTIOTAMOVIKA gupriuata BpiokovTtal otnv Béon va
UTTOVOUEUOOUV TNV IKAVOTNTA TWV KATAVOAWTWY VO aKOAOUBOUV TIG DIKEG TOUG
TIPOTIMACEIS TTapEUPAAIVOVTAS OTNV €AeUBEPN BoOUANON KAl OTIC AYOPAOTIKEG
Toug amopdocelg. O1 KAaTavoAwTeéG UTTOPEI va €gavaykaoTouv va AdBouv
TIPOTIMACEIG KAl ATTOPACEIS XWPIG TTAAPN KaTtavénon, TTiyvwaon Kal ouvaiveon.
Q¢ atrotéAeopa, dIAKUBEUETAI N IKAVOTATA TOUG VA AQUPBAVOUV TEKUNPIWMUEVEG
aTTOQACEIG OTO TTAQICIO TNG auTovopiag Toug (Ethical issues in NeuroMarketing -
universiteit twente, 2023)
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Kwdikag deovroAoyiag

O1 deovtohoyikéG avnouyxiec mou oulnthBnkav odriyncav oTtn B£0Tmion
SI0POPWYV KAVOVIOUWY KAl KATEUBUVTHPIWY YPAPUWY TOOO atrd Tov KAGdO TNG
¢peuvag NeuroMarketing 600 kai atrd KuBepvnTiIKOUg Qopeis. MoAAG €Bvn €xouv
BeoTricel vVOPOUG yIa TNV TIPOCTACIA TWV AVOPWTTIVWY UTTOKEINEVWY OE€
EPEUVNTIKEG HEAETEG. ZTIC Hvwpéveg MoAiTeieg, n TTpooTacia Twv avepwITivwy
UTTOKEINEVWYV O€ PBIOIOTPIKEG KAl CUMPTTEPIPOPIKEG £PEUVEG PUBNICeTal aTTd ThV
¢kBean Belmont ) Tov "koivo kavéva". H EupwTraiki ‘Evwon (EE) €xel To vouiké
TNG oUoTNPO TTOU ovopaleTal Xaptng OeueAlwdwy AIKAIWPATWY, TO OTToI0
d1ao@aAifel Ta JIKAIWPATA TWV avOpWTTIVWV UTTOKEIYEVWY SoKIpwv. Eivai
evola@EéPOV OTI AQUTOI Ol KAVOVIOPOI Kal O KATEUBUVTAPIEG YPAPMES TTOU
TTpoTEivovTal aTTO KUBEPVNTIKOUG POPEIC BEV 1I0XUOUV VIO EPEUVNTIKEG MEAETES
TToU &gV XpnuaTtodoTouvTal aTrd TNV KUBEPvVNON, OTTWG ol ueAéTeEG Marketing kai
NeuroMarketing.

EmmAéov, o1 €TTayyeEAUOTIKOI OpyaviOuOi avaTITUOCOOUV  KATEUBUVTAPIEG
YPOUMEG ME PBaon Tn Onuooicupévn BIBAloypagia Kal TIG YVWHEG TWV
eutTEIpOYVWHOVWY. O1 Murphy et al. (2008) Ttrpdteivav  €vav  "KWOIKa
deovTtoAloyiag" yia Tov KAGdo Tou NeuroMarketing, 0 OTT0i0G KQAUTITEI TOMEIG
OTTWG N TTPOCTACIA TNG IBIWTIKAG CWNG, N dla@Avela Kal n TTAPNG aTTOKAAUWN
TTAnpo@opiwv. ETTiong, mapeixav KATeuBUVTAPIEG YPOAUMES YIa TOV XEIPIOUO
EUAAWTWY TTANBUCHWYV Kal TuXaiwv gupnudaTtwy. Evw n tpnon autwv twv
KATEUOUVTAPIWY YPOUMWY KATAOEIKVUEI NBIKEG agieg KAl TTPOWOEI TNV AOPAAN
€peuva, dev €ival VOUIKA EQapuoaiueS. ‘Evag AANOG TPOTTOG WOTE O OPYAVIOHOI
va emodeigouv nBIK TTPOCOXN €ival va avarTu{ouv, va ypaywouv Kal va
dnuoaieloouyv BIKEG TOUG NBIKES apXEC OTIC I0TOOEAIDEC TNG ETAIPEIAG TOUG.

O1 kKAadIKEG evwoelg £Xouv eTTiong apxioel Tpdo@aATa va dNUIOUPYOUV YEVIKEG
apxég yia Tnv épeuva NeuroMarketing, TIG oTT0ieg T pEAN TOUG TTPETTEI VA
Tnpolv. O 2o0vdeopog Emotnuwyv kai Emyxeiprijoewv  NeuroMarketing
(NeuroMarketing Science and Business Association - NMSBA) eiorjyaye tov
TTPWwTOo KWOIKa deovToAloyiag NeuroMarketing Tov NoéuBpio Tou 2012, o otroiog
KAAUTITEl TOPEIG OTTWG N TTpooTacia TNG 1I0IWTIKAG (WG, N ouvaiveon Kal n
dlagpdvela. EmmmAéov, n  eykupdTNTA KAl N ATTOTEAEOUATIKOTATA  TOU
NeuroMarketing ouxva ap@iopntouvTtal. Ta dedopéva Tou EYKEQPAAOU PEPIKEG
QOpPEC BewpolvTal €K TwV TTPAYUATWY aAnBIVA, 0dnNywVTaG O UTTEPEKTIUNON.
Eival onuavtiké va agiohoyeital KpITIKA n ToI0TNTA TNG £PEUVAG Kal TA
ouptrepdopara TTou e€¢dyovtal. Opyaviouoi 6TTwg n ESOMAR Ttapéxouv
TIANPOPOPIEG OXETIKA ME TNV EYKUPOTNTA KOAI TNV OTTOTEAECUATIKOTNTA TWV
peAeTwv NeuroMarketing. ETTiTTA0v, N Xprion 10TpIKWY cuokeuwv 6TTwg n fMRI
kal To EEG o1n diagrpion Tpo@ipgwy Kal apudkwyv puBuicetar amd Tov FDA, o
OTTOIOG TTAPEXEI KATEUBUVTHPIES YPAPUEG YIa Tn dlac@dAion TG 0pBAGS Xprong.
O1 gpeuvnTEG, O1 1IATPOI KAl OI AKOBNUAIKOI TTOU DIECAYOUV EPEUVNTIKEG PEANETEG
ME EOWTEPIKEG HETPNOEIG OE TTEIPAPATOWA AVAUEVETAI VO AKOAOUBOUV QUTEG TIG
KATEUBUVTAPIEG YPOUMEG.
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QoT1O600, N CUPUOPPWON UE QUTEG TIG KATEUBUVTAPIEG YPAUMPEG KAl TOUG KWOIKEG
deovTtoloyiag eival €éBeAOVTIKR Kal n €TTIPBOAN Toug atrd TNV KUPBEpvnon Kal Tn
Brounxavia dia@épel ammd xwpa o€ Xxwpd. OpIouEveEG XWPES eival AlyOTEPO
TIPOANTITIKEG OTNV QVTIMETWTTION Kal dlaxeipion Twv NBIKwv {nTNUATWY OTO
NeuroMarketing, eviy GAAeG €xouv UIOBETACEI TTIO ETTIOETIKEG TTPOOEYYIOEIG
BeoTriCoviag vOUOUG yia Tnv TTpooTacia Twv KatavaAwTwy. (Ethical issues in
NeuroMarketing - universiteit twente, 2023)

‘ExOVTag HIa YEVIKA €IKOVA TWV BEWPIWY TTOU avaTiTuxOnkav, KUpIoG 0TOX0G TOU
NeuroMarketing €ivar n avayvwpion TnG AEITOUPYIOG TOU eyKEQAAOU Twv
KATAVOAWTWY OTaV £pYovVTal QVTIMETWTTOI PE OIAPOPOUG TTAPAYOVTEG OTO
ayopaoTikd TTepIBAAAoV. ‘Eva TAcovEKTNUa auTtng TNG peBodoAoyiag pETpnong
gival OTI Ol TTANPOQYOPIEG TIOU ATTOKTWVTAI Ogv  eTTnpeddovTal amod  TIG
TIPOKATAANWEIG TWV KATAVOAWTWY KAl TRV ATTPOBUUia TOUG va ATTOKAAUWOUV
TNV aAfBeia. lMapd Tauta, €va TPOPANUATIKG {ATNUO OTOV TOMEQ TOU
NeuroMarketing e€ival 611 pe Tn Xprion TETOIWV TEXVOAOYIWV Ol EPEUVNTEG
MTTOPOUV Va TTapaTneouV TTEPA aTro Ta OpIa TTOU Ol AVTIKEIMEVA TNG £€peuvag Ba
pTTOpoucav va emIRBAAAoOUV 0€ auTéG TIG OOKIPEG. 1" auTOv Tov AGyo, N XprAon
Tou NeuroMarketing dnuioupyei NBIKEG avnouyieg TTou PTTopouv va dlakpiBouv
o€ OUO KATNYOPIEG: TNV TTPOOTACIA TNG QUTOVOMIAG TWV KATAVOAWTWY KAl TNV
TpooTacia Twv dIaQOpWV TTAEUPWYV TTOU MTTOPEl va TTPpokAnBouv 1 va
EKMETOAAEUTOUV OTTO AUTEG TIG EPEUVEG.

KaTtaBabuifouevol oTov Topéa auTd, JTTOPOUV va dIaKPIBOUV TECOEPEIG BATIKEG
nBikég dlaoTdoelg evidg Tou NeuroMarketing: n TTpoocTaCia TWV AVTIKEIMEVWV
€PEUVOG, N TAON yIa eKPETAAAEUON TwV EIBIKWYV TTANBUCHIAKWY OPAdwYV, N
€UBUVN OTNV ETTIXEIPNOIAKA SIOPAMION ETAIPEIWV TTPOG ETAIPEIES KAI TO BEPA TNG
dnudoiag avartrapdoTaong

O1 puBuioeig atToppATOU OUVABWGS TTPOCPEPOUV TTPOOTACIA OTA ATOPO TTOU
OUPUETEXOUV OE EPEUVNTIKEG MEANETEC VEUPOETTIOTAPNG TTou Ole€dyovTal o€
1aTPIKA  10pUpata. QoTéCc0, OTAV N VEUPOETTIOTAMN XPNOIKOTIOIEITaI YIa
EMTTOPIKOUG OKOTTOUG 1, ME GAAa AGyIQ, €KTOG TWV IOTPIKWYV EPEUVNTIKWV
KEVTPWYV, AUTEG O VOUIKEG TTPOOTACIEG XAVOUV TNV ATTOTEAECUATIKOTNTA TOUG, JE
ATTOTEAEOUA TO QTTOPPNTO TWV QVTIKEIUEVWYV €peuvag va eEapTdtal atrd TIG
NOIKES agieg Twv epeuvNTWV Ol idI0I

H ekpeTdAAeuon Twv €18IKWYV TTANBUCUIOKWY OuddwV atToTEAEI TO BEUTEPO NBIKO
mpoBANua  Tou NeuroMarketing. 2uykekpigyéva, o1  TAéov  gudAwTOl
TAnBuouiokoi oTdxol TTepIAapBavouv TTaIdIA, NAIKIWHPEVOUG KOl ATOPO ME
WUXOAOYIKEG dlaTapaxES. O epeuvnTIKEG HEAETEG VEUPOETTIOTAUNG MTTOPOUV VO
TTapAoXouV TTANPOPOpPIiEC OTOUG Mmarketeers OXETIKA UE AUTOUG TOUG EUAAWTOUG
KATOVOAWTEG, ETTITPETTOVIAG OTOUG TEAEUTAIOUG VO OOKACOUV MPEYAAUTEPN
ETMpPPON 0€ auTéG TIG €10IKEG ouades. NMa Tmapddeiypa, n  Blounxavia
BIVIEOTTAIXVIOIWYV XPNOIYOTIOIEI TTAIOIA YIO TETOIEG WEAETEG TTPOKEINEVOU VA
QvaTiTuEEl véa TTaixvidia

H utrevBuvn d1a@ApIon ETTIXEIPHOEWV TTPOG AAAEG ETTIXEIPACEIS ONUAiVEl OTI OI
eTaupeieg epeuvwyv NeuroMarketing TTpétrel va gival 1I01IAITEPWGS TTPOTEKTIKEG OTN
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OlaQNUICTIK)  TTPORBOA] Twv UTTNPECIWY TouG. H  TTOAUTTAOKOTATO  TOU
avBpWTTIVOU €yKEQPAAOU, PE BICEKATOUMUPIA KUTTAPWY TTOU CUVOEOVTAI PJETAGU
TOUG, KABIOTA TNV €gAYNON TNG AEITOUpPYiag TOU 1IDIAITEPWG TTEPITTAOKN, YE TN
duvaToTNTA CPAAUATWY VA UTTAPXEI TTAVTOTE. MapOAa auTd, N OTITIKA EAKUOTIKN
amrelkévIon TOU  EYKEQAAOU HE  XPWHOTOKWOIKOTIOINKEVEG  €IKOVEG KAl
VEUPOETTIOTNMOVIKEG  €ENYAOEIC  ouvnBwg  dnuioupyei  TTEIOTIKOTNTA,
ONUIOUPYWVTAG PIa TAoN "VEUPIKNG UTTEPBOANG" HETAEU TWV ETTIXEIPNOEWV. AUTO
odnyei otov aywva o6tou ol marketeersouviibwg egival TTPOABuuol  va
ETTEVOUOOUV PEYAAQ TTOOA O€ €PEUVNTIKEG MEAETEG VEUPOETTIOTANNG XWPIG va
€€eTACOUV TNV €YKUPOTNTA TWV aTTOTEAEOUATWY TOUug. Kal av n dlagAiuion TTou
BaoifeTal OTn VEUPOETTIOTANN OV EKTTANPWVEI TIG TTPOCOOKIEG, Ol ETAIPEIEG
UQioTavTal OIKOVOMIKEG OTTWAEIESG

H dnuooia avatmrapdotaon atroteAei €va GAAO onpavTike Bépa. H éAAeiwn
TTANPOPOPIWY OXETIKA UE TIG épeuveg NeuroMarketing dnuioupyei attooTpo@r)
Kal QriUEG oTNV Kolvwvia. QoTdoo, KABe vEa, AyvwaoTn TeXVOAoyia TTPOKAAEI
TTEPIOOOTEPEG APVNTIKEG PHMES, POBO KAl ATTOOTPOPr aTrd 0,7 BeTIKES. Kal e
TNV EAAEIYN TTANPOPOPIWYV, QUTEG OI Priueg Oev dlaweudovTal A gagavidovral.

H xpAion NG veupoemoTiung otnv €peuva tou Marketing AapBdvel TTOAAEG
KPITIKEG. QoTo00, e€meid autr) n péEBOdOG eival OXETIKA véa oOTO TTeEdio TNG
EPEUVOG, €XEI Yivel EAAXIOTN TTPOOTIABEIN yIa va £¢epeuvnOei 1 va dnuioupynOei
BaButepn karavéonon Tou NeuroMarketing. TMapd 710 yeyovdg OTI n
VEUPOETTIOTAKN OTTOTEAEI PIa véa PEBODO yia TNV €peuva TWV AyOopaCTWY,
e€akoAouBei va atroteAei uépog Tou Trediou Tou Marketing yevikoTepa. MNa autd
TO AOYO, oI utTdpxouoeg Bewpieg 0Tn deovroloyia Tou Marketing ptropouv va
eQapuooTolv woTe va gépouv 10 NeuroMarketing oT1o €TTikevTpo TNG NOIKAG

TTPOCOXNAG.

OAeg o1 mapatrdvw Bewpieg TTpooeyyiCouv diagopa nBIKG dIARuuaTa atrd
OIOQPOPETIKEG OTITIKEG YWVIES KAl TTPOCPEPOUV AUCEIS yia Ta nBiIk& TTpoAAuaTa,
divovtag Tn duvaTtdTnTa 0TOoUG Marketeers va avriAn@Bouv 1a nOIKG {nTrhpaTa
Kal TIg mOavég Auoeig o€ pia 1o BaBid katavonon. EmmmAéov, autd emTpeTTel
OTOUG OIAXEIPIOTEG VA KATAVONOOUV KOAUTEPA Ta NOIKA OIAfUuATA KAl TIG
mOavEG AUCEIC. ZTOV TTPAYUATIKO ETTIXEIPNMATIKO KOO0, Ol ETTIXEIPNMATIKES
ATTOPAOCEIG TTEPIAAUBAVOUV TTOANOUG QPOPEIG PE DIOPOPETIKEG ATTOYEIS YIA TO TI
gival nBikd kail 11 6x1. H TTpooéyyion Twv TTPoBANUdATWY PEoa ATTé TO TTPICHA
OI0POPETIKWY NBIKWV Bewpiwyv BonBd oTnv Katavonon dI0QOPETIKWY ATTOYEWV
KQl OTOV EVTOTTIONO TOU KOAUTEPOU dPOPOU yia TNV KATAGAANAn Auon oe K&Be
suykekpipévn katdotaon. (Murphy, E. R; llles, J.; Reiner, P. B. (2008).P. 293
—302,) (Acuff, D. (2005).P. 68 — 71.), (Crane, A.; Matten, D. 2007).

NeuponOiki
H veuponBikn trepIAaUBAVEI TNV €CETAC TWV VOUIKWY, KOIVWVIKWY KOl NOIKWV

ETMTITWOEWY TTOU TTPOKUTITOUV ATTO T VEUPOETTIOTAMN, TN MEAETN TOU VEUPIKOU
ouoTnuatog. MTropei va oploTei o€ dUO KUPIOUG TOUEIG: TN dgovToAoyia TNG
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VEUPOETTIOTANNG KAI TN VEUPOETTIOTANN TNG NOIKAG, OTTWG dIaTuTTwonKe atrd Tn
@IN6oogo Adina Roskies.

O Topéag euBabuvel OTIG NBIKEG CUVETTEIEG TNG VEUPOTEXVOAOYIOG O€ KOIVWVIKO
KOl CUMTTEPIPOPIKO ETTITTEDO, KABWGS Kal OTOV TPOTTO PE TOV OTTOI0 N NOIKA
eTTNEeadel TG  dladikaoieg  AQWNG  ATTOQPACEWV  TOU  €YKEQAAOU,
ouptrepIAapBavouévwy  Twv  nNBIKWV  Kal  avABikwyv emAoywyv. Mg v
EVOWMNATWON TNG VEUPOETTIOTAUNG ME NOIKA {NTAMATA PTTOPET va ETTITEUXOE YIa
BaBuTepn katavonon TNG avBpwTTivng AsIToupyiag Kai UTTapgng.

Q¢ avaduduevog Touéag, N veuponBIK aoxOoAEiTal YE NBIKES KAl KOIVWVIKEG
QVNOUXIEG TTOU TIPOKUTITOUV aTTd TIG €LENICEIC OTN VEUPOETIOTHUN, aTTO
TEXVOAOYIKEG £€EAICeIC OTTwG To EEG, To BCI, n fMRI kai Ta veupikd eppuTetpata
€WG TIG AVAKAAUWEIG OTNV €PEUVA TOU eyKEPAAOU. ETTnpeddeTal onuavTika atmod
Ta TPEXOVTA YEYOVOTA Kal TNV ETMIKPATOUOO TIOAITIOMIKA ouveidnon. Ol
oudnTNOoEIS OTO TTAQICIO TNG VEUPONBIKAG UTTOPEI VO agopouv BEuata OTTwg n
amméoupaon TNG @povTidag TTou cuvtnpei TN Cwn amd acBeveic o€ Kwua A n
xpion PBAaoTokuTTApwy yIa TN BepaTtreia EKQUAIOTIKWY  aoBeveiwy,
oupTTEPIAaPBavouévwy BePATWY TTOU OXETICOVTal PE TO VEUPODIKAIO.

Mia TTTUXr TNG vEUPONBIKAG, CUP@WVA PE TO TUNPa Tou Roskies, aoxoAeital ye
TO KOTA TTOOOV ATOUA PE VEUPOAOYIKEG DIATAPAXES TTOU PEILVOUV TIG IKAVOTNTEG
AWNG ammo@Acewyv UTTOPOUV va dWOOUV T OUYKATABEOT TOUG WETA aTTd
EVNUEPWON YIO VEUPOXEIPOUPYIKEG €TTEMPACEIC 1 Treipduarta. H GAAn TTuxn
dlgpeuva TTapadooiakd nBikG ¢ntApaTa aTtrd TN OKOTTIA TNG VEUPOETTIOTHKNG,
OTTWG N aAANAeTTiOpaCN PETALU TNG PIAOCOPIKNG EAEUBEPNG BOUANONG Kal TNG
YVWOTIKAG AgIToupyiag.

H veuponBikn trepiAapBavel emiong ¢nThpaTta ISIWTIKOTNTAG Kal Ao@AAEIQG TTOU
A@OPOUV TO AOYIOUIKO TWV VEUPOETTIOTNHWY, OTTWG N TEXVOAOyia OIETTAPNG
eykepalou-uttohoyioT (BCI).MTTopei va TTpOKUWOUV avnOUXiEG OXETIKA PE TN
Xprnon, TNV ammodrkeuon Kai Tnv TTpooTacia dedouévwy Katé Tn Ayn onuaTwy
ammdé TO VEUPIKO ouoTnua evog uttokelgévou. H deovroloyikr XpAon Twv
oedouévwyv BCI mepiAapBdavel Tn Awn NG KAaTtdAANANG ouykataBeong Tou
XPNnoTn, TN dlac@AAion TG avwvuuiag otav gival atmapaitnTo Kal TNV TAPNoN
TWV UYPNAGTEPWY BIOTALEWV TTEPI TTPOOTACTAG TNG IBIWTIKAG (WG YIO TA IATPIKA
oedopéva. 21n o@aipa Tou NeuroMarketing, To oTroio xpnoipoTrolci To HET yia
TAV KATAVONON TWV TIPOTIMACEWV KAl TWV ETTIAOYWYV TWV KOTAVOAWTWY, N
VEUPONBIKN KaBioTaTal OXETIK ME TN dIACEAANION TWV OIKAIWUATWY KOl TNG
IBIWTIKAG CWNG TwV XpnoTwv. H KatdAAnAn ouykatdBeon Twv XpnoTwy, N
ektTaideuon kai ol diagaveic diadikaoie¢ cuAoyig dedopévwy gival CWTIKAG
onuaaoiag yia TiIg deovToAoyikEG TTPaKTIKEG NeuroMarketing.

O1 oulntAoeig yupw atrd Tn veuponBikr) Tou NeuroMarketing odrjynocav oTn
onuioupyia opyaviopwv Omws n NeuroMarketing Science & Business
Association (NMSBA), n otroia TTapéxel KATeUBUVTAPIEG YPAUMES Kal BEATIOTEG
TIPOKTIKEG YIa TN OI0COQAANION NOIKWV Kal UTTEUBUVWY EPEUVNTIKWY £PYWV
NeuroMarketing. (NeuroMarketing (2022)
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KpiTikf) Tng emotiung tou NeuroMarketing

Ta utrép kai Ta katd Tou NeuroMarketing

To NeuroMarketing €xel yivel koupikng onuaciag otov Topéa Tou Marketing.
Mapa 116 Kpiolueg ouveloPopég Tou, To NeuroMarketing €xel TTAEOVEKTHUATA KAl
MEIOVEKTAMOTA, T OTToia BewpEeiTal cwoTo va eEnynBouv TTapaKATW.

MAgovekTApOTO

To NeuroMarketing ouvioTd apwyd yia MO ETTIXEIPNON WOTE VA ATTOKTHOE
AETTTOUEPEIG KAl TTANPEIG TTANPOPOPIEG OXETIKA PE DIAPOPES TITUXES TNG QVTIOPAONG
Tou KatavaAwTh. O1 TTapadooiakES TEXVIKEG épeuvag Marketing, aduvatouv va
TTapEXOUV BorBegia aTnV KATavonaon TwV VEUPIKWYV Kal WUXOAOYIKWY GNUATWY TOU
TeNATN. H péBodog tou NeuroMarketing €xel Tnv IkavotnTa va ponBricel oTtov
EVTIOTTIONO TWV ETTIKPOATOUVTWY KEVWV TIOU EPTTOdICOUV TNV ETTITUXIO  MIOG

ETTIXEIPNONG.

H alomoTia 1TOU TTPOC@EéPEl gival adIAOEIoTn KABWGS o1 TTANPOQOPIEG TTOU
AapBavovtal péow Twv TEXVIKWY NeuroMarketing Bewpouvtal éuTmioTeg, KaBdoov
Baoifovral o€ AUTOUATEG QVTIOPACEIG TTOU Ol CUMMETEXOVTEG DEV WTTOPOUV VA
TTAaoToypagrioouv. O1 TTEAGTEG dev PTTOPOUV VA TTOUV WEPOATA OXETIKA WE TIG
TIPOTIMACEIS 1] TA CUVAICOAUATA TOUG XPNOIUOTTOIWVTAG QUTH TNV TEXVIKH. Ol
TeXVIKEG NeuroMarketing epunvevouv Kal avaAUOuV TO UTTOOUVEIONTO ONua TwvV
avopwTTWV, auEAvovTag £€T01 CNUAVTIKA TNV AIOTTIOTIA TWV OEOOUEVWV.

Ooov agopd Tn PeATiwon TOU TrEPIEXOMEVOU, O TTWANTEG PTTOPOUV  va
XPNOIJOTTOINOOUV  TIG QVvTIOPACEIS TTou  AdpBdavovTtal PECW  TWV  TEXVIKWV
NeuroMarketing wg¢ 6gdopéva yia va KATAVOrOOUV KAAUTEPA TIOIO OTOIXEIX
BonBouv woTe 0 TTEAATNG va ayopdaoel Kal TTola Ox1. Edv opiopéva xapaktnpioTIKA
0dnyouv 0€ apvNTIKEG AVTIOPATEIG, Ol ETAIPEIEG JTTOPOUV VA AVTIKATAOTIOOUV QUTA
T OTOIXEIA PE KATI TTI0 EAKUCTIKO IO TOUG TTEAATEG.

Avo@QopIKA P TO BITTOAO, KOAUTEPN OXE0N TTOIOTNTAG-TIMNAG, Ol TEXVIKEG AUTEG €ival
OKPIBEG O€ OUYKPION YE TNV TTAPAdOOIaKH EpEuva ayopdg.

MeiovekTApaTa

Ta apvnTika &€ Ba ptTopoucav va AeiTTouv aTto évav KAGSO TTOU HEAETATAI EKTEVWIG.
To NeuroMarketing atraitei GEIDIKEUPEVOUG ETTAYYEAUQTIEG VIO VO UTTOPECOUV VO

avaAuoouv pe akpiBeia Ta atroteAéopara. Ooo TTEPICOOTEPEG YVWOEIS €XEl O
eTTayyeAUATIOG, TOOO TTEPIOCTOTEPEG TTANPOPOPIEG UTTOPOUV VA avaAuBouv.

O akpIBOG €COTTAICPOG €ival éva ATNUA TTOU TTAVTA ATTOTEAEI TPOXOTTEDN KOBWG
XPNOIJOTIOIET TTPONYUEVN TEXVOAOYIO TTOU XPNOIUOTIOIEITAl EUPEWS OE DIAPOPES
Blopnxavieg.
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H atrepidpiotn €i0BoAr oTnv IBIWTIKY (W - ouVHBWG, O AvBPWTTOI UTTOBETOUV OTI
10 NeuroMarketing €10BdaAAel oTnVv 1I01ILWTIKA Toug {wr. AloBdavovTal 0TI dev €Xouv
KavEVaV EAEYXO OXETIKA UE TO TTOOEG TTANPOPOPIES PoIpAlovTal KABWG N TTooOTNTA
Kal n T1axumnTa g METAdoong TTANPOQPOPIWY YIVETAI UE TIOAAEG QOPEG ME
AavBavovta T1poTTo. To yeyovog pahiota 611 To NeuroMarketing ptropei va eiIoBAAEl
OTO QOUVEIBNTO WE TETOIO TPOTTO WOTE O KABE KATAVAWTNG VA EVEPYEI akouaia unv
€xovtag Tnv duvardTNTa va XPNOIUOTIOINOEI TOV 0pBOAOYICUO TOU VA TTPOREI O€ HIa
ayopd, KaBioTd 1o gpyaAgio autd un nBikS. (Sensory Marketing (2023) P.166),
(Pros and cons of NeuroMarketing. 2023)
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KegpaAaio 8° NMapouciaon
EPWTNMATOAOYIOU

NMapouciaon epwTtnuaroAoyiou

Me 1o NeuroMarketing kai ev yével TV avAaykn yid Jia CUPTTEPIPOPIKK TTPOCEYYION OTOV
KOOHO TWV OIKOVOUIKWY HOVTEAWYV, TO EPWTNUATOAOYIO QUTS ETTIKEVIPWVETAl KUPIWG
OTNV €vNUEPWON TTOU UTTAPXElI OXETIKA ME TN XPAON TOU OTO €AANVIKO ETTIXEIPEIV.
MpwTtapxIkn opada, ival ol EPWTACEIG TTOU a@opouyv Tnv emmippor Tou NeuroMarketing
OTOUG KATAVOAWTEG. TO epWTNHATOAGYIO, GAAG KAl KOBNUEPIVEG JEAETEG KATABEIKVUOUV
o1t 710 NeuroMarketing utropei va emnpedoel T AAWN oTTOQACEWV HECW TNG
aglotmoinong utroouveidnTwy diadikaoiwy, BEToviag OUwG o€ auPIoBATNOoNn TNV
agloTmaoTia Kal TIG NBIKEG ETTITITWOEIG TOU.

2T ouvéxela TiBevTal EPWTACEIG YIA TIG OTTOIEG YTTOPOUE Va gipaoTe BEBaIol aAAd Kal
apéBaiol Tautdxpova. Katd mooov dnAadn 1o NeuroMarketing dnuioupyei agia yia 1o
Marketing kaBwg¢ eCaptdTar amd TOUug ETTIXEIPNMATIKOUG OTOXOUG Kal TIG NBIKES
EKTIUAOEIG TNG EKACTOTE ETTIXEIPNONG.

EvrouToig, n emkpdrtnon tou NeuroMarketing oTig eAAnvIKEG eTTixelprioelg dev eival
KABOAIKG TEKUNPIWKEVN Kal UTTOPE va dlagépel avaloya e TouG KAGdOoUGS Kail Ta JEYEDN
Twv emixeIpocwy. H uioBétnon texvikwyv NeuroMarketing 6a etTnpeaoTei mOavwg atrd
TTAPAYOVTEG OTTWG N euaiocOnToTToinon Tou KAGOOoU, OI TEXVOAOYIKEG €EENIEEIC Kal Ta
AvTIANTITA OQEAN YIa QUTEG.

O PBaBuég oTov oTT0i0 O €AANVIKEG ETTIXEIPACEIS XPNOIKOTTOIOUV  evepyd  TO
NeuroMarketing kai To katé TOoOV avalnTouv TETOIEG UTTNPETIEG aTTO DIAPNMIOTIKES
eTaIpeieg €ival kAT TO OToi0  €TionNg TiBETAl TTPOG  £pwTnon. To €miTTEdO
€UQIOONTOTTOINONG Kal EKTTAIdEUONG €VIOG TNG ETTIXEIPNMATIKAG KOIVOTNTAG ATTOTEAE]
Kpioiyo TTapdyovTta atrd autr Tnv Grmoyn.

> €va OelTePO TTACICIO O EPWTACEIG E0TIACOUV OTO KATA TTOCO0 N EAANVIKA €TTIXEIPNON
gival £ToIuN va agloTroInoel S1APOPa VEUPOETTIOTNHOVIKA EPYAALia WoTE va 0dnynoei o€
OUPTTEPACHATA TIOU Ba  ATTavTOOUV O€  TTIEAATOKEVTPIKEG €PWTACEIS.  AUTO
OUVETTAYETAI, EPWTACEIG EUPUTEPNG EPTTEIPIOG KAl Xpriong Tou Marketing aAAG kal Tng
xpnong 1ng WuxoAloyiag 6tav £€pETAI OTO ETTIKEVTPO O KABE TTIBAVOG KATAVOAWTHG.

To TpiTO KaI TEAeuTaio PEPOG TOU €pWTNUATOAOYIOU, €0TIACEl O EPWTHOEIG TTOU
avagépovtal atn NBIKr xprion Tou NeuroMarketing otnv eAAnvIKA ayopd.

270 TTedio Twv OEOVTOAOYIKWY TTPOBANUATIOUWY TTOU MTTOpEl va TTEPIBAAAOUV TO
NeuroMarketing, evapktpio AGkTIOPa e€ival n BEoTTion Kal n TAPNON MHIAG 1I0XUPAG
TTONITIKAG atroppriTou. H deovToloyikr avarTuén Tou NeuroMarketing atraitei evoeAexn
€€éTa0n Tou KaTA TTOCOV 01 TTOAITIKEC AUTEG BpicKovTal GE GUVAPTNON UE TOUG £€BVIKOUG
KAl TTEPIPEPEIAKOUG VOUOUG, KABWGS Kal Ye Ta TTPOTUTTA TOU KAGOOU TToU DIETTOUV TIG
TIPOKTIKEG £pEUvag ayopds. H diagdveia kal N cupuép@waon Je Ta VOIKA TTAaiola gival
emBeBANUEvES yvia Tn Slac@AAion TNG 1IBIWTIKAG CWNAG TwV KATAVOAWTWY Kal TN
Ol100@AAIon TG OEOVTOAOYIKAG CUNTTEPIPOPAG.
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2710 £pWTNPATOAGYIO, TIBEVTAI ETTIONG EPWTNOEIG OXETIKA WYE TNV A&IOTTIOTIA QUTWY TWV
MEAETWV e TNV TTPoUTTOBECN OTI 01 £TTIXEIPAOEIG BacifovTal 0TNV aKPiBeId Toug yia TNV
evnuépwan Twy oTpatnyikwv Marketing.

H avayvwpion Twv duvnTIKWVY KIVOUVWV TTou evéxel n e@apuoyr Tou NeuroMarketing
gival pia akdépa nBIKoKevipik €pwTtnon. Kai autd yiati ol kivduvol ptropei va
mepIAapBavouy  {nTApaTa  TTou  oxeTiCovral YeE TN OuykatdBeon, TIG TMOaAvég
TapepPaocig otV autodidBeon Tou KABE KATAVOAWTA Kal TOV UTT euBuvn XEIPIoPO
£UAICONTWY VEUPOETTIOTNMOVIKWY OEOOUEVWV.

H nBikA didotaon avamTtuooeTal OTO €UPUTEPO EPWTNUG TOU EPWTNHATOAOYIOU, KOTA
TOo0oV dNAadN oI ETaIPEIEG TTPETTEI VO XpnaIdoTTolouV TeXVIKEG NeuroMarketing. Evw ol
MEBOSOI auTéG JTTOPOUV Vva TIPOCQEPOUV  TTOAUTIMEG YVWOEIG OXETIKA ME TN
OUMTIEPIPOPA  TWV KATAVOAWTWY, N AQWn noiIKwv amo@dcewyv TTPOUTTOBETE
TIPOCEKTIKI AEIOAOYNON TwV TNOAVWYV OPEAWY EVAVTI TWV EYYEVWV KIVOUVWY Kal TWV
ETTITITWOEWY OTO EEWTEPIKO TTEPIBAAAOV.

2TO ETTIKEVIPO TWV EPWTNCEWV ToU €0TIGlouv OTnVv nBIKA @uon, PpiokeTal 1O
YEVIKOTEPO gpwTnUa Katd 1réoov n Xprion Tou NeuroMarketing €ivai, per se nBikn.
EykAciovtag Tn oTdBOIoN Twv TOAVWY KOIVWVIKWY ETTITITWOEWY, TN d1ac@AAion TnNg
d1a@avelag Kal To OgBACUO TNG ATOMIKAG QUTOVOUIAG, O EPWTAOCEIS Kal Ol ATTAVTHOEIG
aPOPOUV TO TTEPIEXOMEVO HIAg SEOVTOAOYIKNG KAl OXI TOOO OIKOVOUIKNG EKTINNONG.

TéNOG, oI OeOVTOAOYIKEG ETTITITWOEIC E€TTEKTEIVOVTAI OTNV avnouxia Tng Tmeavrg
Xelpaywynong. TiBeTal To epwWTNUA KATd TTO00V 01 €TaIpeieg, péow Tou NeuroMarketing,
XEIPAywyouUV ToUG KATavaAwTEG WaTe va AdBouv atmopdoelg. Mia TéTola TTOMITIKA Kal
NIk Bewpia, eEapTtdral amd 1 Sia@daveia, TNV €INIKpivEId Kal TO KAT& TTOCOV Ol
ETMXEIPNOEIG TTPOWBOUV TO OuveldNTO TWV E£MAOYWV 1 €TNPeAlouv €KoUCIA TIG
ATTOQACEIG HEOW TNG EKPMETAAAEUONG UTTOCUVEIDNTWY dIOBIKACIWVY.

ZUVOTITIKA 01 EpWTACEIC aPopoUv To NBIKG TTAaiclo TTou TTepIBaAAel To NeuroMarketing,
TNV B€0TTIoN TTOMITIKWY TTPOOTAGIag TNG 1I8IWTIKAG CWAG, TNV TAPNON VOMIKWY Kal
Biounxavikwy TTPOTUTTWY, TNV AKPIBEIa TNG MEAETNG MECW KPITIKAG avayvwaong, Tnv
avayvwpion Twv Eeyyevwv KIvoUvwy, Tnv evdeAexn €gEtaon Tng xprnong Ttou
NeuroMarketing, Tn cuvoAikr] aloAdynon NG NBIKOTNTAG Kal TNV £EETACT TWV TTIBAVWY
TIPOKTIKWV XEIPAYWYNONG oTnV ayopd.

Ava@opikd pe TNV NAIKIa TNV €pyaciakr] EUTTEIPIA AAAG Kal TO ETTICTNPOVIKO UTTORaBpo
TWV avBpwTwyv TToU £pyadovTal oTo XWpPo Tou Marketing, agifel va avagepBei 611 n
xpnon tou NeuroMarketing éAafe apvnTik& atmmoTeAéoparta Pe Toug TTapadooiakoUg
TpOTTOUG Marketing va kepdifouv Xwpo.
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AtroteAéopara

AglotmioTia

Me oTaTmioTikoUug 6POoUG, N EKTIMNGCN TNG AIOTTIOTIAC TTPAYHATOTIOIEITAI CUXVA HECW TNG
XPNong Tou ouvTteAeoTr) oUoXETIONG (r).O ouvTEAEOTAG QUTOG, TTOU KupaiveTal ot 0
£€wg 1,0, xpnoiheuel wg TTo00TIKOG OEiKTNG agloTTioTiag. 'Evag OuvTeAEOTAG CUOXETIONG
0 onuaivel EAAeIpn aloTTioTiag 0To pyaAcio Pérpnong, evw pia TiFA 1,0 utTtodnAWVEl
TN PéyioTn aglomaTia. Ooo TTEPICOOTEPO O GUVTEAECTAG GUOXETIONG TTANOIAel To 1,0,
1600 UYNASTEPN BewpeiTal N a&IOTNIOTIO TOU JECOU PETPNONG. Z€ ETTIOTNHOVIKA TTAQICIq,
évag ouvteAeaTng ouoxéTiong r = 0,70 avayvwpileTal ouvABwg wg attodekTo 6pIo yia
N dlac@aAion TG alomaoTias. ‘ETol, og epwtnuatoAdyia mou die€AxBnoav oe 30
EMNVIKEG ETTIXEIPAOEIG TA ATTOTEAEOPATA \TAV OXEDOV adlap@ioBrnTnTa. Kai autd yiarTi
n aglomoTia Kupaivetal oto 0,867 oUp@wva pe Ta ammoteAéopata Tou JASP. OAeg ol
EPWTNOEIG TTOU £yivav eKTOG TNG TeAeuTaiag ernpedlouv To idlo TNV alommoTia. Kayia
a@aipean epwtnong dev Ba 0dnyrnoel To EpWTNUATOASYIO va XAoe€l TRV agloTTIoTia TOu.

MNa va dlac@alioTei n agloTIoTIa TWY EPEUVNTIKWY EUPNUATWY, €ival ETTITAKTIKI avAyKn
VO XpnolgoTtroloUvTal KaBliepwuéva €peuvnTIKA €pyaAgia TTOU €XOUv ETTIKUPWOEI
TTponyoupuévwg oto TTedio. O1 gpeuvnTéG divOouv TTPOTEPAIOTNTA OTOV €AEYXO TOU
epPYaAgiou PETPNONG MIOG PEAETNG WG TTPOG TNV AIOTTIOTIA KAl TNV eykupotnTa. H
aflomoTia, TTou ONAWvVEl TN CUVETTEID Kal TNV €mavaAnyn Twv METPACEWV TTOU
armodidouv Ta idIa ATTOTEAECMOTA, METPIETAI MECW TOU €EAEYXOU-ETTAVOANTITIKOU
EAEYXOU, TWV EVOAAQKTIKWY TUTTWYV, TWV NUIMETPWY, TNG ECWTEPIKIAG CUVETTEIAS KOl TWV
METPOEWVY PETALU TWV TTapaTnenTwy. H eykupdTnTa, atmo Tnv AGAAn TTAeupd, afloloyei
KaTd TTOOOV €va €pYOAEIO NETPNONG KATAYPAWEI OTTOTEAETUATIKA QUTO TTOU I0XUpICETal
OTI PETPA, €0TIACOVTAG OTNV TTOPOUCIA CUCTNUATIKOU OQAAMATOG. IMNa TNV agloAdynon
TNG QKPIBEIOG Kal TNG QUBEVTIKOTNTAG TwV €pyaAgiwy PETPNONG XPNOIKWOTTOIoUVTAI
OIAPOPEG TTPOOEVYIOEIG, OTTWG N EYKUPOTNTA TTEPIEXOMEVOU, N TTPOCWTIOTTOINKEVN, N
TAUTOXPOVN-TTPOPRAETITIKA KAl N £VVOIOAOYIKY €yKUpOTNTA, CUUTTEPIAGUBavouévng TNG
TTAPAYOVTIKNG, TNG MEBGOOU TWV yVWoTWwv ONAdwv, TnG OUykAivouoag, TNng
QTTOKAIVOUCQG Kal TNG BACICUEVNG OE KPITHPIa EYKUPOTNTAG.

Métpa AogoTnTag (skewness) kal Kiptwong (kurtosis)

KupTtwon

Mag divouv TTANpoQoOpIES yia TN Hopen TNG KaTavoung Tou deiyparog. H kUpTwon
METPAEl TO BaBud cuykévTpwong Twv Oedopévwyv yupw atmd Tn péon TiPA. Me 10
T0c00Té dnNAadn Twv TIMWV TNG TTou BpiokovTal aTo KEVTPIKG dIdoTnua Tou eUPOouUg

dlakupavoig 1ng. H koptwon eivar 1,89 o&¢ixvovrag 6T n dlacTiopd Twv
aTTOTEAEOPATWY g€ival AETTTOKUPTN Kal apa BETIKN

AogoéTtnra

To 1o ouxvé voupepo oTa aTToTeAéopaTa PpiokeTal TTPOG Ta Oe€Id, Kal £TOI
N KAatavoun TNG JETAPRANTAG £XEI ApvNTIKr acupueTpia (AogdTtnTa) (-1,88).

H diaommopd Twv atroTeAeOUATWY £XEl MIKPR AOEATNTA £TTEION TO OTTOTEAECUA BEV IVl
MeTagu -1 pe -0,5 kai 05 pe 1.
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Ta mepioooTepa atroteAéopara Ppiokovtal atrd Tn OeCId TTAsUpd ToU NECOU OPOU.
Me autdv Tov TpdTTO TO outlier Ba cival aTrd TNV APICTEPH PEPIA TOU HEGOU OPOU.

Box plot

O1mtwg BAETTOUNE OTO appendix To oTToio eTIRERAILIVEI KAl TNV AoOTNTA UTTAPXEI £va
outlier otnv apioTepr) PEPIA aTTO TOV PECO Opo. Ta TTEPIOTOTEPA OedOUEVA
emBePaiwvovtag kai TTaAI TNV AogdTnTa BpiokovTal atrd TNV OeCIA PEPIG TOU PECOU
opou (3,023).

Q-Q Plot

To ouykekpigévo plot ouykpivel 1o TTpAyUATIKA O£dopEva  EvavTIa  OTA
TTpoBAeTTONEVO dedouéva Pe BAON TNV KAVOVIKA Katavourn. Ta TTepIocoOTEPQ
dedopéva OTTwG @aiveral 0To appendix ... Eival TTAVW OTN KOKKIVN YPAMI TTOU gival
Ta TTPoRAeTTOPEVO Bedouéva. MNapodAa autd uttTdpxouv 4 aTTavTrioeig KATW aTtro Tn
KOKKIVN YPOMMA KAl hIa TTAVW.

Anova Test

Oa doupe av uTtdpxel onPavTikr dla@opd ota arroTeAéopara. Ta aTtroTeAéouara
€0€IEaV TTWG OEV UTTAPXEI oNUAVTIKA dIapopd agpou To p value To oT1Toio Ba ETTPETTE
va gival kdtw ato 1o 0,05 ,0¢ev givan (0,97 , 0,12, 0,09). Autd emBeRaILVETAI KOl
atré 10 T-Test 010 OTT0I0 TO ATTOTEAECUATA TTOU €iXAUE MAG £dwoe éva p value (
0,89) peyaAutepo atro 10 0,05. Apa, dev €XOUUE OTATIOTIKA ONUAVTIKA dlagopd.
Shapiro-Wilk Test

‘ETTEIma, JEOW TOU CUYKEKPIPEVOU TEOT, HETPAOAE AV UTTAPXEI ONPAVTIKA ATTOKAION
OTTO TNV KAVOVIKOTATA, Kal Ta atroTeAéopaTa £0iEav OTI OeV UTTAPXEI ONUAVTIKA
atrékAion agou ATav Ta w-values (0,917 & 0, 930)

ESilowosig

NeuroMarketing=HAkia * ( -0,023 ) + 3,796

NeuroMarketing= -0,25 * xpovia epyaoiag + 3,892

NeuroMarketing = -0,005 * akadnuaikeg yvwoelg + 3,041

O1mrwg @aiveral kal ammd TIC €§lowaoelg, 600 autdvovtal N nAKia kal Ta Xpovia

EPYOOiag, akadnuaikr ePTTEIpi, TOOO MEIWVETAI N XPEAON KAl N yvwon Tou
NeuroMarketing.
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ZUPTTEPAOMAT

Zuvoyidovtag, n aglotmoinon Tou NeuroMarketing oTov €éAANVIKO ETTIXEIPNUATIKO
KOO0, XapaKTNEIZeTal aTTO TTEPIOPICHEVN EVOWUATWON AUTWY TWV KAIVOTONWY
TEXVIKWV. 'Evag Bacikdg TTapdyovTag TTou CUPBAAAEl o€ autd @aiveTal va €ivail n
EANEIYn ouolaoTIKNG euTTeipiag otov Topéa Tou NeuroMarketing petalu Twv
EANVIKWV ETTIXEIPNOEWYV. H OXETIKA KAIVOTOUIO QUTWY TWV HEBODBOAOYILWV UTTOPEI
va dnuioupynoel EMEUAAEN Kal KaXuTTowia, JE TIG ETTIXEIPNOEIS VA ETTIOEIKVUOUV
evOEXOMEVWG  atTpoBupia  va  €TevOUOOUV KAl VO UIOBETAOOUV  TTPOKTIKES
NeuroMarketing xwpig pia KaAd edpaiwpévn BAon TEXVOYVWOiag.

EmrAéov, o1 nBIkoi TTpoANUATIONOI YUPW OTTO TN CUUTTEPIPOPA TWV KATAVOAWTWYV
Kal T dIaxEipion Twv TTPOCWTTIKWY OEOOPEVWV ATTOTEAOUV ONUAVTIKr dIdoTaoN
TTou €TTNEEACel TN BIOTOKTIKN uloBétnon Tou NeuroMarketing otnv EAAGSa. Ol
NOIKES €MTITWOEIG Twv TEXVIKWY Tou NeuroMarketing, 16iwg oTo TTACiOo0 TNG
KATavonong Kal ToU ETTNPEACUOU TNG CUMPTIEPIPOPAG TWV KATAVOAWTWY, BETOUV
TTIPOKANCEIG TTOU OXETICOVTal JE TV TTPOOTACIA TNG IBIWTIKAG WNG, TN ouvaiveon
Kal Tnv UTtelBuvn xpAon €uaiocbnTwyv VEUPOETTIOTNUOVIKWY Oedopévwy. Ol
EAMNVIKEG ETTIXEIPNOEIG EVOEXETAI VA KIVOUVTAI O€ HIO AETTTH) I00PPOTTIA JETAGU TNG
emBupiag va aglotroinoouv Ta TTAcovekTipara Ttou NeuroMarketing kai g
ETTITAKTIKAG AVAYKNG VA dIaTNEroouV Ta OEOVTOAOYIKA TTPOTUTTA, TN JIAQAVEIQ KOl
TNV EYTTIOTOOUVN TWV KATAVAAWTWV.

H trepiopiopévn xprion tou NeuroMarketing otnv EAAGda utTopei va BewpnOei
avtavakAaon piag ev ouvexeia nBIKAG oulATNoNg €viOg TNG ETTIXEIPNUATIKAG
KOIvVOTNTaG, N oTtroia  oTaBuifel Ta TMBavad o@éAn  évavil Twv  NBIKWV
TIPOBANMATIOPWY KAl TWV KOIVWVIKWYV ETITITWOEWY. Kabwg o Touéag ouveyilel va
wpPINaZel kai TNV €TAIPIKA €UBUVN va avaTTuooeTal dIApPKWG, €ival TTeavo ol
EAMNVIKEG ETTIXEIPAOEIG VA LETTEPACOUV E TOV KAIPO QUTA Ta EUTTOdIA KAl VA YivOuV
TTIO QVOIXTEG OTNV EVOWUATWOoN TTPAKTIKWY NeuroMarketing.

Ev katakAgidl, n Tpéxouca katdoTaon Tng uloBEtnong Tou NeuroMarketing otnv
EAMGda uttodnAwVEl hIa TIPOCEKTIKA TTPOOEYYION TTOU aTTOpPEEl ATTO TNV EAAEIWN
EUTTEIPIOG OTOV TOPEQ Kal aTTd NBIKOUG TTPOBANUATIONOUG TTOU CUVOEOVTAI UE TN
OUUTTEPIPOPA TWV KATAVOAWTWY KOl TNV TTPOOTACIA TNG IDIWTIKAG TOUg (WNG.
KaBwg o1 emmxeIpAoeIg PpiokovTal 0TO KOTWOA HIaG Kavouplag TEXVOAOYIKA
ETTOXNG, O CUVEXICOMEVES TTPWTOROUAIEG EPEUVAG PTTOPOUV VA TTAIEOUV ONUAVTIKO
poOAo atn diaudpPwaon TnG TTopeiag Tou NeuroMarketing otnv eAANVIKA ayopad.
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Results

Unidimensional Reliability

Frequentist Scale Reliability Statistics

Estimate Cronbach's o
Point estimate 0.867
95% Cl lower bound 0.770
95% Cl upper bound 0.930

Note. The following items correlated
negatively with the scale: Yrr&pxet
TTOALTLKA aTTopprTOL; Elvail ohupwvn pe
6Aoug Toug sevu«:ug KQL
TIEPLPEPELAKOLG VOHOUG KL TXX
ﬂpOTUmx Tou KAGDOL TNG épeuvag
ayop&¢; , MOTEVETE TIWG OL ETALPELEC
XELPAYWYOUV TOUG KATAVOAWTEG WOTE
V& AXHBAVOLY KTTOPRTELG ME T XpAON
auTol Tou £{doug marketing; .

Frequentist Individual Item Reliability Statistics

If item dropped

Item Cronbach's o Item-rest correlation mean sd
M'vwp(Tete Tov 6po neuromarketing K&t TLG ETILOTAUEG TTOL TUVOLGTeL; 0.851 0.671 3.087 1.276
Ké&veTe XpAon Tou neuromarketing; 0.850 0.700 2.130 1.140
MioTedeTe TWE TO neuromarketing eTnpe&TeL TOLG KATARVOAWTEG; 0.851 0.708 3.478 1.082
MioTedeTe 6TL To neuromarketing dnulovpyel a&ia yLa To marketing; 0.850 0.705 3.739 1.137
Xpnmuonmouv TO neuromarketlng 0oL EAANVLKEG emlepncsu; UE TLG OTTOlEG OUVEPY&TEDTE; 0.860 0.514 2.174 0.834
OL eTTixelprioelg TnTéve Tn XpHRon neuromarketlng oTTO TLG BLAPNULOTLKEG; 0.855 0.612 2.652 1.027
ElvaL To neuromarketing oav Texvikp marketing dLaxdedopévo oTnv EANGS OApEPQ; 0.868 0.236 2.043 0.638
MNioTedeTe TG To neuromarketing éxeL xWpo dp&ong otnv EANGS«; 0.853 0.641 3.391 1.270
‘EXEL epTTELpLa/ eKTTC{DELON N OPEDX TG ME TH XPAOT TEXVLKWV VELPOETTLOTAKNG; 0.856 0.607 2.043 0.976
’EXEL N eTALPEla 0OG EPTTELP{X OTNV TTAPOXT] EPELVAC KYOP&G YEVIKK; 0.850 0.679 3.217 1.413
XpNOLUOTIOLE(TE TEXVLKEG TTOU (xuxo}\oﬁv-rm HE TN CUMTTEPLPOPK TOU KATAVXAWTH KAL T METPNON TOU CLUVALOBAUATOG; 0.861 0.470 2.870 1.254
YTIGpXEL TIOALTLKH aTroppATOL; Elvait oOppwvn pe dhoug Toug £0VIKOUG KoL TTEPLPEPELAKODG VOUOUG KXL T TIPOTUTIX TOU KAGBOUL TG £peLvag ayop&g; 0.891 —0.200 4.130 1.254
ELVO(L oL us)\ETa; neuromarketlng thpLBELg KOL TIPOYVWOTLKEG; 0.855 0.660 3.043 0.825
Tu ploko 11Lcrreue‘r£ OTL evéxeL n xpAon Tou neuromarketlng, 0.865 0.379 2.957 1.065
MioTedeTe OTL B ETTPETTE V& TO XPNOLUOTIOLO0V OL ETKLPELEC; 0.856 0.584 3.783 1.085
ElvaL nOwki n xpAon Tou; 0.855 0.603 2.913 1.164

MoTe0ETE TIWG OL ETALPELEC XELPAYWYODV TOUG KATAVOAWTEG WOTE V& AXUB&VOULV aTTo&OELG UE Th XpARON auToL Tou eldoug marketing; 0.882 —0.051 3.739 1.096




Descriptive Statistics

Descriptive Statistics

Neuromarketing Answers Mean

Valid

Missing

Mean

Std. Deviation
Skewness

Std. Error of Skewness
Kurtosis

Std. Error of Kurtosis
Minimum

Maximum

23

0

3.023
0.626
-0.908
0.481
1.764
0.935
1.235
4.000

Frequency Tables

Frequencies

Level Frequency Percent

Valid Percent

Cumulative Percent

Note. All variables have more than 10 distinct values

Distribution Plots

Neuromarketing Answers Mean

10 -

Counts

1 T
1 1.5 2

T
2.5

1
3

T
3.5

Neuromarketing Answers Mean

Boxplots

Neuromarketing Answers Mean

woos
[V, ] o
| |

w
o
I

N
o
|

=
(%]
|

Neuromarketing Answers Mean
N
(9]
|

=
o
|

Total



Q-Q Plot

Neuromarketing Answers Mean

5 —
4.5 -
4 —

3.5 -

Sample Quantiles
w
|

\ T T T 1 T \
-3 -2 -1 0 1 2 3

Theoretical Quantiles



Independent Samples T-Test

Independent Samples T-Test

t df p
Neuromarketing Answers Mean -0.137 21 0.893
Note. Student's t-test.
Assumption Checks
Test of Normality (Shapiro-Wilk)
w p
Neuromarketing Answers Mean 1 0.917 0.201
2 0.930 0.481

Note. Significant results suggest a deviation from normality.

Test of Equality of Variances (Levene's)

Neuromarketing Answers Mean 1.160 1 0.294




Correlation

Pearson's Correlations

Variable B2) HAwkia Neuromarketing Answers Mean
1. B2) HAwkiax Pearson's r —
p-value =
2. Neuromarketing Answers Mean Pearson's r -0.338 —
p-value 0.115 =

*p <.05,**p <.0L, ***p <.001



Linear Regression

Model Summary - Neuromarketing Answers Mean

Model R R? Adjusted R? RMSE
Ho 0.000 0.000 0.000 0.626
H, 0.338 0.114 0.072 0.603
ANOVA
Model Sum of Squares df Mean Square F p
H, Regression 0.984 1 0.984 2.710 0.115
Residual 7.630 21 0.363
Total 8.614 22
Note. The intercept model is omitted, as no meaningful information can be shown.
Coefficients
Model Unstandardized Standard Error Standardized t P
Ho (Intercept) 3.023 0.130 23.169 < .001
Hy (Intercept) 3.796 0.486 7.808 <.001
B2) HAwia —0.023 0.014 -0.338 —1.646 0.115
Residuals vs. Predicted
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Linear Regression

Model Summary - Neuromarketing Answers Mean

Model R R? Adjusted R? RMSE
Ho 0.000 0.000 0.000 0.626
H, 0.008 0.000 —0.048 0.640
ANOVA
Model Sum of Squares df Mean Square F p
H, Regression 5.040e-4 1 5.040e-4 0.001 0.972
Residual 8.614 21 0.410
Total 8.614 22

Note. The intercept model is omitted, as no meaningful information can be shown.

Coefficients
Model Unstandardized Standard Error Standardized t p
Ho (Intercept) 3.023 0.130 23.169 <.001
H; (Intercept) 3.041 0.525 5.793 <.001
Etritredo Exmraidevong —0.005 0.144 —0.008 —0.035 0.972

Residuals vs. Predicted

[eXe]

Residuals
|
| o
[ay V.1
| |
O O @|o @
[eo]
o

|
[y
(%]
|

I T T 1 1 \
3.015 3.02 3.025 3.03 3.035 3.04

Predicted Values

s[enpisay pazipiepuels



Linear Regression

Model Summary - Neuromarketing Answers Mean

Model R R? Adjusted R? RMSE
Ho 0.000 0.000 0.000 0.626
H, 0.358 0.128 0.087 0.598
ANOVA
Model Sum of Squares df Mean Square F p
H, Regression 1.106 1 1.106 3.094 0.093
Residual 7.508 21 0.358
Total 8.614 22

Note. The intercept model is omitted, as no meaningful information can be shown.

Coefficients
Model Unstandardized Standard Error Standardized t p
Ho (Intercept) 3.023 0.130 23.169 < .001
H; (Intercept) 3.892 0.509 7.641 <.001
Néoa xpovia epy&TeoTe CUVOALKK; -0.250 0.142 —0.358 -1.759 0.093

Residuals vs. Predicted
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	Η σκέψη του καταναλωτή

	3Ο ΚΕΦΑΛΑΙΟ Σύμπραξη Ψυχολογίας, Νευροεπιστήμης και Marketing. Πώς συνδέονται;
	NeuroMarketing= Marketing και Νευροεπιστήμη
	Ψυχολογία και Νευροεπιστήμη=Γνωστική Νευροεπιστήμη
	Η ιστορία της Γνωστικής Νευροεπιστήμης
	Διαφορές Γνωστικής Επιστήμης & Νευροεπιστήμης
	Γνωστική και Συμπεριφορική Νευροεπιστήμη
	Η Συμπεριφορική Νευροεπιστήμη με απλά λόγια
	Γιατί είναι σημαντική η μελέτη της συμπεριφοράς;
	Μέθοδοι Συμπεριφορικής Νευροεπιστήμης
	Διαφορές Γνωστικής και Συμπεριφορικής Νευροεπιστήμης

	Πώς η ψυχολογία επηρεάζει το Marketing
	Καταλαβαίνοντας τη συμπεριφορά του καταναλωτή
	Πώς παίζουν ρόλο οι ψυχολογικοί παράγοντες στη συμπεριφορά των καταναλωτών;
	Τι είναι η ψυχολογία Marketing;
	Ανθρώπινη συμπεριφορά
	Το παράδειγμα του Shein

	Ψυχολογικές μέθοδοι στο Marketing
	Ενσυναίσθηση
	Τι θέλουν οι πελάτες; Πρόκειται για μια αιώνια απορία που για να κατανοήσουν τα θέλω των πελατών τους, οι επιχειρήσεις μπαίνουν στη θέση αυτών μέσω της ενσυναίσθησης.
	Οι μάρκες που ασκούν την ενσυναίσθηση του καταναλωτή διαθέτουν έντονη επίγνωση των απαιτήσεων των πελατών τους και των προκλήσεων που αντιμετωπίζουν καθημερινά. Αξιοποιώντας αυτές τις γνώσεις, αναπτύσσουν προϊόντα και μηνύματα προσαρμοσμένα στην αντιμ...
	Η κατανόηση των αναγκών του πελάτη είναι το πρώτο βήμα για να μπορέσει κάποιος να τον προσεγγίσει συναισθηματικά. Η δυνατότητα δηλαδή να ακούσει μια επιχείρηση τους προβληματισμούς και τα θέλω ενός δυνητικού καταναλωτή είναι αυτό που λέμε και σήμερα σ...
	Αμοιβαιότητα

	Χρήση της ψυχολογίας στις στρατηγικές Marketing
	Κοινωνική απόδειξη
	Επίδραση δολώματος (Decoy Effect)


	Χρήση των εργαλείων της Νευροεπιστήμης στο Marketing
	Που εφαρμόζεται το NeuroMarketing
	Εργαλεία μελέτης συμπεριφοράς και καταγραφή της δραστηριότητας του εγκεφάλου : (ηλεκτρικής και βιομετρίας)
	Βιομετρία

	Ποιοι είναι οι κυρίαρχοι τρόποι για τη συλλογή και επεξεργασία των δεδομένων σχετικά με τη συμπεριφορά των καταναλωτών;

	4ο ΚΕΦΑΛΑΙΟ Στο μυαλό του καταναλωτή (ορισμός συμπεριφοράς καταναλωτή)
	Γιατί είναι σημαντική η μελέτη της συμπεριφοράς του καταναλωτή?
	Τύποι αγοραστικής συμπεριφοράς (τα 4 είδη του καταναλωτή)
	Η συμπεριφορά των καταναλωτών είναι η άγνωστη συνιστώσα της αγοραστικής διαδικασίας. Η εξέλιξη του επιπέδου μιας πώλησης, καθοδηγείται σε μεγάλο βαθμό από τις προτιμήσεις των καταναλωτών. Στο παρόν κεφάλαιο, θα αναλυθούν τα τέσσερα σενάρια συμπεριφορά...
	Ποιοι παράγοντες επηρεάζουν τη συμπεριφορά των καταναλωτών;
	Καταστασιακοί παράγοντες
	Προσωπικοί παράγοντες
	Κοινωνικοί παράγοντες
	Ψυχολογικοί παράγοντες

	Αναγνωρισμένες θεωρίες κινήτρων
	Πώς τα συναισθήματα επηρεάζουν την αγοραστική συμπεριφορά?
	Το συναίσθημα και το μη συνειδητό: πρόβλεψη της συμπεριφοράς των πελατών
	Διαδικασία λήψης αποφάσεων

	5ο Κεφάλαιο Αντίληψη
	Γνωστική θεωρία της αντίληψης
	Παράγοντες που καθορίζουν την αντίληψη και η σημασία τους στο Marketing
	Παράγοντες ερεθισμάτων
	Οπτικός τρόπος αντίληψης
	Ακουστικός τρόπος αντίληψης
	Οσμή ή γεύση ή οσφρητικός τρόπος αντίληψης
	Αντίληψη της αφής ή απτικός τρόπος αντίληψης
	Άλλοι παράγοντες που επηρεάζουν την αντίληψη. Ατομικοί παράγοντες αντίδρασης

	Χαρακτηριστικά της αντίληψης και η επίδραση της στη συμπεριφορά των καταναλωτών
	Αντιληπτική επιλεκτικότητα
	Αντιληπτική οργάνωση
	Αντιληπτικά κατώφλια

	H επιρροή της αντίληψης στην αγοραστική συμπεριφορά
	Διατήρηση πελατών και πιστότητα μάρκας
	Αντίληψη για την τιμή
	Αντιληπτικός κίνδυνος
	Τρόποι μείωσης του κινδύνου

	Τα στάδια της αντίληψης στο Marketing
	Το στάδιο της αίσθησης
	Το Στάδιο Προσοχής
	Το στάδιο της ερμηνείας
	Το στάδιο της διατήρησης

	NeuroMarketing και αντίληψη

	Νοητικές-αντιληπτικές διεργασίες του καταναλωτή ( αντίληψη, αισθήσεις ερεθίσματα και συναισθήματα)
	Αντίληψη
	Ερεθίσματα
	Συναισθήματα
	Μνήμη
	Μάθηση
	Προσοχή και κωδικοποίηση
	Συναισθηματική δέσμευση
	Storytelling
	Αποθήκευση
	Ανάκτηση
	Συναίσθημα

	6ο  Κεφάλαιο: Αναπτύσσοντας και σχεδιάζοντας τη μάρκα και το προϊόν
	Branding
	Branding και οι 5 αισθήσεις
	Η έννοια των χρωμάτων στο Branding
	Η θεωρία των χρωμάτων

	Τι είναι η ψυχολογία των χρωμάτων;
	Η όραση ως το κύριο αντιληπτικό όργανο και η πρώτη εντύπωση
	Η έννοια της μνήμης και της ανάμνησης ( μέσα από την όραση, ακοή όσφρηση, αφή, και τι συναισθήματα προκαλούν)
	Αφοσίωση στη μάρκα
	Η έννοια της αξίας από τον πελάτη για τον πελάτη
	H συναισθηματική αφοσίωση και γιατί έχει σημασία για τις μάρκες

	Πρακτικές των επιχειρήσεων (Neuro-branding)
	Οπτική πειθώ και Branding
	Τμηματοποίηση
	Τι είναι η  Νευροτμηματοποίηση και τι η νευροστόχευση;

	Τμηματοποίηση με βάση τη καταναλωτική συμπεριφορά

	7ο ΚΕΦΑΛΑΙΟ Ηθική και κριτική στο NeuroMarketing
	Ηθικό ή ανήθικό? Τι είναι τελικά το NeuroMarketing?
	Ηθικές επιπτώσεις στην έρευνα αγοράς και την επιχειρηματική πρακτική

	Προκλήσεις στο NeuroMarketing (Ζητήματα ηθικής)
	Κώδικας δεοντολογίας
	Νευροηθική
	Κριτική της επιστήμης του NeuroMarketing
	Τα υπέρ και τα κατά του NeuroMarketing


	Κεφάλαιο 8ο Παρουσίαση ερωτηματολογίου
	Παρουσίαση ερωτηματολογίου
	Αποτελέσματα
	Αξιοπιστία
	Μέτρα Λοξότητας (skewness) και Κύρτωσης (kurtosis)
	Κύρτωση
	Λοξότητα
	Box plot

	Όπως βλέπουμε στο appendix το οποίο επιβεβαιώνει και την λοξότητα υπάρχει ένα outlier στην αριστερή μεριά από τον μέσο όρο. Τα περισσότερα δεδομένα επιβεβαιώνοντας και πάλι την λοξότητα βρίσκονται από την δεξιά μεριά του μέσου όρου (3,023).
	Q-Q Plot

	Το συγκεκριμένο plot συγκρίνει τα πραγματικά δεδομένα ενάντια στα προβλεπόμενα δεδομένα με βάση την κανονική κατανομή. Τα περισσότερα δεδομένα όπως φαίνεται στο appendix ... είναι πάνω στη κόκκινη γραμμή που είναι τα προβλεπόμενα δεδομένα. Παρόλα αυτά...
	Anova Τest

	Θα δούμε αν υπάρχει σημαντική διαφορά στα αποτελέσματα. Τα αποτελέσματα έδειξαν πως δεν υπάρχει σημαντική διαφορά αφού το p value το οποίο θα έπρεπε να είναι κάτω από το 0,05 ,δεν είναι ( 0,97 , 0,12 , 0,09). Αυτό επιβεβαιώνεται και από το T-Test στο ...
	Shapiro-Wilk Τest

	Έπειτα, μέσω του συγκεκριμένου τεστ, μετρήσαμε αν υπάρχει σημαντική απόκλιση από την κανονικότητα, και τα αποτελέσματα έδειξαν ότι δεν υπάρχει σημαντική απόκλιση αφού ήταν τα w-values (0,917 & 0, 930)
	Εξισώσεις

	NeuroMarketing=Ηλικία * ( -0,023 ) + 3,796
	NeuroMarketing= -0,25 * χρονια εργασίας + 3,892
	NeuroMarketing = -0,005 * ακαδημαικες γνωσεις + 3,041
	Όπως φαίνεται και από τις εξισώσεις, όσο αυξάνονται η ηλικία και τα χρόνια εργασίας, ακαδημαϊκή εμπειρία, τόσο μειώνεται η χρήση και η γνώση του NeuroMarketing.
	Συμπεράσματα

	Συνοψίζοντας, η αξιοποίηση του NeuroMarketing στον ελληνικό επιχειρηματικό κόσμο, χαρακτηρίζεται από περιορισμένη ενσωμάτωση αυτών των καινοτόμων τεχνικών. Ένας βασικός παράγοντας που συμβάλλει σε αυτό φαίνεται να είναι η έλλειψη ουσιαστικής εμπειρίας...
	Επιπλέον, οι ηθικοί προβληματισμοί γύρω από τη συμπεριφορά των καταναλωτών και τη διαχείριση των προσωπικών δεδομένων αποτελούν σημαντική διάσταση που επηρεάζει τη διστακτική υιοθέτηση του NeuroMarketing στην Ελλάδα. Οι ηθικές επιπτώσεις των τεχνικών ...
	Η περιορισμένη χρήση του NeuroMarketing στην Ελλάδα μπορεί να θεωρηθεί αντανάκλαση μιας εν συνεχεία ηθικής συζήτησης εντός της επιχειρηματικής κοινότητας, η οποία σταθμίζει τα πιθανά οφέλη έναντι των ηθικών προβληματισμών και των κοινωνικών επιπτώσεων...
	Εν κατακλείδι, η τρέχουσα κατάσταση της υιοθέτησης του NeuroMarketing στην Ελλάδα υποδηλώνει μια προσεκτική προσέγγιση που απορρέει από την έλλειψη εμπειρίας στον τομέα και από ηθικούς προβληματισμούς που συνδέονται με τη συμπεριφορά των καταναλωτών κ...
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