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ITepiAnyn

Ymv mopovca epyocia, 0o mpoomabnom vo depsuvio® TV ypnowdmTa tov cvotiuatog CRM,
CustomerRelationshipManagement, dniadn g Alayeipiong Ilelatelokdv Zyéoemv evtdg (oG entyeipnong.
H epyacio yopiletor oe dvo vontd pépn, to Be@pNTIKO KOl TO EPEVVNTIKO TANIGLO, TO. OTOI0. GE GLVOVAGUO

€000V TO, GUUTEPAGUATE TOVG,

Ymv apyn, mapovcidleTar o 0pog Alayeipion Iehatelokdv Xxécewv, KAmol0l 0piGpol Tov £xovv dtotuTmBel
yU  autdév KOl po 1oTopikn  avodpoun  tng  mAateoppog  CRM.  Emeidqn o 6pog
CustomerRelationshipManagement, dev eivatr véog, aALG ¥pNOUOTOLEITOL QPKETH, YPOVIO GO OPYOVIGUODG

oV xapaén oTpatnyiKng g fondntikd péco, Tpocmdinoca vo Tov avaAdcm 1310iTepal.

To CRManoteieital, and cvoTatiKd GTOLKEID TOL EEPVOLY TOV TEAATY KOVTIO OTNV emyyeipnon Ko tnv
enyeipnomn 660 1o SLVVATOV IO GMGTH OmEVOVTL oTov TTELdTN. Baoiletal o pio appidpoun oyéon, cLALOYNS
TANPOPOPLDY, KAADYNG avaykav, euanpétnong kot agocioone. IIpokettal yio éva texvoroYIKd cOYYPOVO
ovoTNUa, pe eEolpeTikég dLVATOTNTES O1UGVVOEONC UE GAAC GUGTAWOTO UIOG ETLYEIPTONG OTTMG EUTOPIKNG
dwaxeipiong | avdAvong oedouévav. ATotelel pia amd TIG KOPLES TNYEG TNG ETAPIKNG YVAOOTG KaODC d100étel
Jo TAATQOPUO TTOL UTOPoLV Vo, enelepydlovTol TouTOYPOVOL YPNOTEG KAl VO KUTOY®POVY GTOLKElD 1 Kot
EMKOWMVIEC UE TOV TTEAATY], IE KOO GTOYO Vo dlayéetal 1 mAnpoeopic. Kuvpiapyo poio mailovv ot ypriotec
o€ évo, ovomuo 6nog o CRM, kobmhg sivar apketd elebBepo kot TOAAEG POPEG YWPIC TNV OTOLTOVUEVN

ekmaidevon, o avOpwmog teivel va unv 1o xepiletol cnoTta.

Amd udvo tov dev pmopet va fondnoetl o emtyeipnon vo mhel UTpocTd, Kl aLTO YioTi anoTeAel oTPATNYIKO
epyoreio pev oAAG mAvVTO HE TOV GMOOTO YEPIGUO TOV YPNOTOV 0. MTopel va KaADYEL avayKeg TOAADY
TUNUATOV LLOG ETLYEIPTONG TOV EMKOIVOVOUV UE VO TEAATT, OTTMG EVO TUNIO TOANGEMY Kol Vo PEATIOGCEL
TIG TOANGELS TOVG UEGH OO FEPOItSKANTUVIOV 0ALG KOL TIC ETIKOIVMVIES EVOG TUNILOTOG TEYVIKNG VTOGTNPIENS
UEGO Ao TIG TATPOPOPIES YO TO TPOiOVTO TTOL SLab€TEL 0 TELATNG. XpMoonoldvTag Aowmdy opbd to CRM, n

dtoiknom evog 0pyaviouoD Umopel va XTIGEL (o GTPATIYIKN TopEia PEATIOONC TPAKTIKMY Kol KIVI|GEMV.

Tic mopomdve Oempntikég avardoelg tov CRM, mpoonadnco va emiPefordcon péoo omd cuvevtenEelg
oteley®V NG etarpeiog mov epyalouat, Tng DataCommunicationA.E. Ot dvOpwmot mov pov eumoeTedTnKay TIg
QTOYELS TOVG KOl OAVINGCOY GTIS EPOTNCELS OV, OVIKOVY GTOV YMOPO NG TANPOPOPIKNG Kol Ppickovtal o€
TUAUO VAOTOINONG Kot TdAnong ocvotnudteov CRM, tunue moAncemv 1010mapayOUevOv TPoiovIOV NG
eTOpeiag LoV Kol og TUNUa TEXVIKNG vroothpiEng tov cvotiuatog CRM. Tlpdyupati, ot avBpwmotr g
DataCommunication, pov £dwoav va kataAdpo mog spoapuoletar 1 Bempia oty mpaén ko nwg to CRM
umopel va e€eAitet kat vo Bondnoet wia, emxyeipnon va. dtapopomombei amd Tov aviayvioud kal va Egxmpicet

GTO TOPOV OAAY KO GTO HEALOV.
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Evyapiotieg

Ba Nbsha va guyoplothom OBepud tov kabnynt pov koplo Kwotorovio Kovetavtivo, yio Tig moAdTIHES
oLpPovAég Tov Kot TV opbN kKaBodnynor Tov kaTd TNV ddpKeELN LAOTTOINONG TNE Tapovoag epyaciag. Emiong,
0o N0ela Vo ELYAPIGTIO® TNV OIKOYEVELD, WOV Y10 TNV VOOV TNG OAOV QLT TOV Kapd OOV KAEWOUOVY UE
TIG MPEG OTOV TPOCMOTIKO LoV ¥Dpo kal dovAgva. Eva axdun gvyoapiotd, Oa 0eda vo ancvbove oto otehéyn
¢ graipeiog pov g DataCommunicationA.E., yio. to ypdvo mov pov 61€8ecov Kot OAOKANP®GO TOV KOKAO
TOV GLUVEVTELEE®V OV GLUTEPEAAPa GTO £peuVNTIKO UEPOG NG epyaciag pov. Téhog, emedn oe oty Vv
dVGKOAT dladpopn| dev NHOLY LoV LoV, dev Ba UToPoHGO VoL PNV EVYOPLOTIOM TIG GUUPOLTHTPLES OV Y10 TOV

YPOVO Kal ToV Ydpo Tov dtobécape 1 pio 6TV GAAN OGTE VO PTAGOVLE GTO TEAOG GTNV gmtTuyia!
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Ewcaywyn

Ymv EMada tov 2018, ov emiyepfocic avalntovv v cmotoTePNEmAOYN Yo Vo, Eexmpicovy Kot va
TPOCPEPOVV TIC KOAVTEPEG VINPEGIEG OTOVG TEAATEG TOVG. AOY® TOL HEYAAOV AVIOY®OVICUOV, OpEilovY va
EMIKEVIPOVOVTOL GTOV TEAATT KOl VO TPOGTOHOVV VO TOV IKOVOTOIGOVY 0G0 TO dLuVATOV TEPICTOTEPO. AVTO
Ba pépel oy emyeipnon, TEpa amd KEPON Kot PN, LOKPOYXPOVIEG GUVEPYAGIEG LLE TOVG TEAATES TG, aVENoM
TOV TEAUTOAOYIOV, E0pOLimOT TNV AYOPA e OMOTELEGUA VO KEPOIGEL £V AVTAYOVIOTIKO TAEOVEKTNLLO EVOVTL
TOV GAAOV EMLYEPNCEMY. AVTO TO TETVYAIVEL L€ amd Eva KOKAO SL0IKAGIMY OV TNV KPATOVY KOVIQ GTOV

meAdTn, Kot ovtod givar to CRM.

H Awyeipion Iehoteiokmv Zxécewv(CRM) dev givar évag véog 0pog. Ot emituynuéveg emyelpNoelg LIDBETODY
otpatnyikés tov CRM &dd ki ypovie, emTPEMOVTAG TOVG VO KATOVONGOLV, vo. cuvdeBodv kot vo
eELINPETNGOLY TOVS TEAATEG TOVG GE OAOKANPO TOV KUKAO (NG TOVG. 26TOGO, GTI ONUEPIVI AVTOYMVIGTIKY
ayopd, ot id1eg aVTEG EMXEPNOELS AUPIGPNTOLVTAL HE TN JTHPNGCT TNG EGTINGNG TOVG GTOV MEAATN, EVOD
avTeTOmilovy TV Gvod0 TV YNELIKAOV EI0POADYV, OTMG TO KIWNTA KOl TO KOWOVIKG HECH, TOL £YOLV

aALGEeL Tov TPOTO e TOV 01010 01 EpYaOHEVOL KO Ol TEAATES EMKOIVMVOLV Kol GAANAETIOPOLV HETAED TOVG.
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1 Tieivar CRM

1.1 Opiopoi too CRM

ToCRM amotedel TV oTPATNYIKY TPOGEYYION HIOG EMYEIPNONG Yo TN dNUovpyios KOTAAANA®V GYEGEDV LE
Toug meAdteg tNG. Oco mo oAoKANPOUEVT EKOVO O10OETEL (L0l ETLYEIPNOT Y10l TOV TEAATY TNG, TOGO MO KOAN
egummpéton pmopel va tov mopéyel Phoet Tov avayk®v tov. To CRM divel v dvvartotnta yio v
YPNOWOTOINGN TANPOPOPIDOV HE GKOTO TNV KAAVTEPT] KOTAVONGT TOL TEAdTN. AVvTO pmopel va yivel péoa and
€VOTOiNoT JdIKACIOV, avOpOT®V, AELTOVPYIDV Kol SLVOTOTHTMV TOV HOIPKETIVYK KATL TOV EMITPEMETAL LEGOL
amd TNV  TANPOMOPNCN KOl TS TERVOAOYWKEG Aettovpyies. 'Etor 10 1010 10 ocOommuo  yiveton

nelatokevtpko.(Payne&Frow, 2006)

O1 opiopoi Ttov CRM 7ov wpoxvmtovy péoa omd v PBiprioypapio sivarl apketol, oAAd 0o otabolie ot Tpelg

O EVPEMG YVMOGTOVG:

To CRM opiletor amd tov Glazer, wg 1 otpatnyiknyéeupa HETOED TANPOPOPIOKNG TEXVOAOYIOG KoL

OPYAVOUEVOL UAPKETIVYKYLL TV OIKOSOUNGT Lakpotpdbesumv Kot kepdopdpwv oyéoemv. (Glazer, 1997)

Sopemva pe tov Swift, To CRM eivarl pio eniyelpnooknTpocEyylon Katavonong Kot emidpacne g
CUUTEPLPOPAC TOL TEAGTN HEC® OVLOIUGTIKNG EMKOWOVING pe okomd va Pertimbel o Pabudg andktnong

TEATMOV KOl 1] S10LTHPTOT) TOVG TOPAAANAL e TNV KePOOPOpia Kt TNV apocimantovg (Swift, 2000).

O Hobby, satdnmoe 611 to CRM dev elvon povo éva epyareio yio o emyeipnon aAld Kot pio TpocEyyion
dwxeipiong mov Ponba Tovg opyavicpovg vo, evTomilouv,va TPOGEAKDGOUY Kot v av&foouy Tn dTnpnon

TOV KEPOOPOPpWV TeAatmv Kot vo dwayepilovial kaivtepa Ticoyéoelc tovg ue avtovc (Hobby, 1999).
poopop Xew p COXEOEG G u S Y

To CRMmpdkertan yio €vo cOGTNHE TO 0010 TPOGPEPEL EMAOYEG 0TIV EMLXElpMoN TToL Ba TO YPNOIUOTOLEL,
MOTE VO PNV TOPEKKAIVEL amd TNV PlrAocoeia, TNV KOvAtovpa 1 tov yapaktpa . Ov gpoppoyés CRM
OKOTIO €OV VO OLEVKOAVVOLV TNV EMXEIPMON G TPOg TNV Jlayeiplon TV GYECEMV UE TOVG TEAATESG TNG.
Yuvdéovv v eEMTEPIKN €OV WaG eMyeipnong (TOANCEL, UOPKETIVYK, €ELANPETNON TEAATAOV) HE TO

backoffice (owkovopkég d10d1kacieg Kol S10IKNTIKEG VANPECIES).
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1.2 Iotopia tooCRM

To CRM mpwtoeppavictnke v dexoetic tov 1970, pe v HOPON OCLTOUOTOTOUUEVOV GUGTNUATMOV
TOAMoeny Kot apyeloa pe dedopéva mEAATAOV. XTOXOG TOLG MTav 1 Ynolomomuévn opyeofétnon tov

TeAATOAOYIOVKOL 1) KOAVTEPT dlaxeipion Tov amd v emyeipnon.

Y10, péoa tng dekaetiog Tov 1980 apyiCouv va eupaviCovror ot mAateopueg backoffice mov evomolovv ta
OedOUEVE, TTEAOTAV, TIG TOANCELS, TN AOYIOTIKY KOl TO HAPKETWVYK. [Ipmtomdpol otnv €poppoynq tovg ot
aoQoAMOTIKEG eTaipeieg Kot ol tpameleg. Exetvn tv emoyn, apyilel va avePaivel otnv mpotiunon tov
EMYELPNOEMV, 1] VIOBETNGOT  OTPATYIKOV HAPKETIVYK LE GKOTO TNV avATTLEN TOLG KATL TOL PEATIDOVEL TN
oyxéon toug pe toug merdreg. Ov eTaupeieg, emevdvovy moAAd ypipata oe t€tola cvotipotoe CRM,amd tov

aropaitnro eEomAMoUd Kot AOYIGHIKO HEXPL TOVG KaTdAAniovg avBpdmovg pe teyvikég yvmoelg IT.

H eppdvion tov ERP, yivetar ota '90s, kot £pyetol va copminpmcel v oovield tov CRM kabog pali pe
TNV TPOKOA0HONGN TOV TEAATOV ONUIOVPYOVVTOL Ol SAYEIPIOT] EVKAPIOV TOANCNS Kol GUVIAAUYDV EVTOC
tov cvotiuatog CRM. O opoc " Awyeipion [ehatelakmdv Zyéoewv" edpatdvetol to 1995 kot pog elodyel o€
o véa enoyn 6mov to CRM kadeitor vo eEumnpetel Toug TEAATES Lo EMXEIPTONG OE EMNEGO TOANCEDV
KOLULAPKETVYK, o€ avtifeon pe to ERP mwov avaAiappavel 1o poAO TOL TPOYPAUUOTIGHOD TOV ETLYEPT|LOTIKOV

OpOCTNPIOTHTMOV.

To 1999 apyiler va yiveton yvootd to CRM péoca amd etoipeieg o0mmg m Siebel, n Oracle, 1 SAP mov
dnuovpyodv to kivntd CRM «xot o petd to cloud CRM. MecoAafel 1 povoka twv dotcom kot to 2003 1
Microsoft cuyywvevel maioidtepa Aoyioukd e (MsOffice ka1 Outlook) kaudnuiovpyei to 6o g CRM ko
Kkepdiler peydro pépog g ayopds. O ydpoc 610 ovvvepo (cloud CRM) powdler mo otkovopikog kot
EMAEYETOL OO APKETEG EMLYEPNOELS, KOODG dev ypetdleTal vo emEVOVGOVY GE aPKETA aKpIPols enelepynoTEs.
Yta tén Tov 2000 M ayopd £xet apyloet va TPpocerKEL TOAAOVS TOL dNpovpyohV T0 AoYioHkd Tov CRM ko

OVTIOTO(O EMYEPNCELG LIKPOTEPES IOV EVOLUPEPOVTAL VO TO OTOKTHGOLV.

Yfuepa, o CRM, €xel amoktoel TOAAEG LOPPEG KOl €VO OPKETA KOWMOVIKO yopaktipa. Méca amd avtod
OVONTOOOETAL TO TPOPIATOL TEANTN, Ol OVAYKEG TOVL, Ol EMAOYEG TOL €TCL (MOTE 1 EMEipnon vo

BelticTomomoet TV £ELANPETNOT TOL UTOPEL VL TOV TTapEYEL. *

Thttps://www.business2community.com/business-innovation/brief-history-customer-relationship-
management-01245936 , (Billy Lyle, 2015)
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2 Yvotoatukd tov CRM

2.1 Tog opyavodvetal to CRM

To CRM ¢gival 0 6y€31061OC TNG OPYOVAOTIKAG SOUNG oG EMLYElpNoNg Kol €ival GYESIGUEVO Ylo TNV GYEom
V0 Oyemv pe Tov TeAATr. Awupeitan og 4 peydleg evOTNTEG, OTO EMLYEIPTOLOKO, AVOAVTIKO, GYECIOKO KOl TO
e-CRM. (Tohidi & Jabbari , 2012)

e  Emyeipnowoxdé CRM

To emyeipnolokd CRM, wpokeiton Yo Evo AOYIGHIKO TPOTOV TIVH «TPOCMOTIKNGY GXECNG LLE TOV TEAATY| LE
OKOTIO TNV OWTOWNNTOTTOINGT| TNG TOANGNC, TOV EUTOPION, TNG VTOSTAPIENS Kol TNE TPOSTAGING TOL. AVTO TO
gidog tov CRM powaler pe 1o ERP kot mepihapfaverl tig evépyeleg mov oyetilovrol pe v e€umnpétnon
TEAITOV OTMOC Ol TTapayyeEMEC, ol Aoyaplacuol, ol anevbeiog TOANCES Kol TO HAPKETIVYK KOOMG Kol T
vevikoTtepn dayeipion 6Awv tov tunpatov. Eival avtd, mov ovclactikd gival vrebBouvo yio v extkovovia
pe tovg meidrec. Eivarl o PBacikdg diowAog emkovaviog HeTald TEAATN KOl TOV YpNOTOV TOv, KaBdG TOvg

TapéyeL OAN TNV OVOEALTIKN TANPOPOPiL TOV aPOpd GE AVTOV.
e Avolutiko CRM

To avoilvtikdé CRM cuvAAéyel, amobnkevel kot e&ayel dedopéva meAatdv yio va fondnoel 1o emtyelpnolokd
CRM. Ot cuyvéc arlayég mov TPOKVLTTOUV GtV KoOnuepvotnto, ennpedlovv dueco OAEg TIC EUTOPLKEG
noyés. Katd cuvénela, 1 oddayn opyavoTikK®v TUnudtov 0o TpEnel vo avTamokpiveTal GTIC GAANYES KoL TIC
OTOITNOELS TOV VEOV TANPOPOPIdY. Mo Baciki ADGN Yo TIG EMLYEIPNUATIKES TPOKANGELS TOL 210V aidva
elvar n exmdvnon TANPOPOPLOKADOY dOUDY TOL ALEAVOLY TV KAVOTNTO TayElng avTidpaong KTl TN OTLyU
TOV OVTOYOVICTIKOV TEcewv. Ta otoyygia mov tpokimtovy and 10 avaivtiké CRM Bonbdéve otnv aviantuén
KOADTEPOV OTPUTNYIKOV HAPKETIVYK KO TPOMONONG, Kol €V TEAEL GTO TL TOPLALEL KOAVTEPO GTO AyOPUCTIKO

TPOPIA TOV TELUTMV.
To Baotkd yapaKkTnploTikd Kot ot Aettovpyieg Tov avaAivtikod CRM eivar 4 :

e  Amobnkevon dedopévav
o Yvomua dayeiptong g Pdong dedouévmv
o Algpedvnon dedopévov

o AOYIoKO EUTOPIKNG avAALGTG

Me avtéc T1g Asttovpyieg, to avaivtikd CRM divel OAeg Tic amapaitnteg TANPoQPopiec oTOV ¥PNOTH TOL
oyetilovtor pe tov meAdtn. Ot avaADoELS TOL UTOPOVV VO, Yivouv HEca Omd TO TOPATAVE® YOPUKTNPIoTIKA

GULVOEOVTOL LE TO UEYAADTEPO UEPOG TV evepYeL®mY Tov CRM.

10
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e Xuvepyotikdé CRM

To ovvepyatikdé CRM mepthapPdvel 6A0VE TOVG SLUPOPETIKOVG TPOTOVE ETUPROV TMV EMLYEIPNCEDV UE TOVS
TEAMATEG, OGS TO NAEKTPOVIKO TOYLOPOUEiD, TO TNAEP®VO, TO QUE, TIC IOTOGEAIDEG KTA. TNV TPAYLOTIKOTNTO,
avtd To Koppdtt Ttov CRM, evavel Ao To KAVAALL ETIKOIVOVING LE TOV TEAATN KOl TOV TOPEYEL TPOTOVG

GUVOESTG LE TOV OPYOAVIGHO Kol TOVG avOp®ITOVE TOL.
e e-CRM

To e-CRM amotehei TV o0vdeoT TG TAATQOPLOG HE TO SdIKTVO KOl TIG OLOOIKTVOKES TOAEG TIG OTOIEG Ol
TEAATEG UMOPOVV Vo eMKOW@VIoOLV pe TNV emyeipnon. Ot emkowvovies avtég yivovror péoa amd
NAEKTPOVIKO ToyLOpopeio N vanpecia, oty omoio 0 EKACTOTE TEAUTNG EKONAMVEL TO EVOLAPEPOV TOVL YOl
nwpoiovta. [Ipdxettal yio StodtkTvokd outiuota yuo extkovavio puetad meldtn kot etoupeiog. To cvyypova

cvotipoto CRM €yovv Kupiog ovth T HOpO].

Me drha Aoy, kéBe dpdon tov CRM amd 11§ mopamdve evOTNTEC, TOPEXEL L0 AVTOAAAYT TAPOPOPIDV

petald meAdTn Kot eVOG KavoAloh cOVOEGTG TOL AOYIGLLKOD.
O KiangHam neprypdoet 10 oxeorakd epyaieia evog CRM, ta omoia givan ta mapakiTm:

e Project Management

e Project Collaboration

e Chat and InstantMessaging
e E-Learning Systems

e Web cast Systems

e BroadcastTools

e Web Audio and Radio

e Web Video and Cams

e CustomerSupport

e Interactive SalesSupport

2.2 H tgyvoloyia too CRM

To CRM éyel oALaEel Tov TpOTO e ToV 0moio ot eTapeieg yewpilovtar epoTHoTe TEAATOV, Stapnuilovy Kot
TOAOOV T0 TPOTOoVTa Tovg N droyelpiloviar oAOKANPN TN oxéon He Tovg meAdteg Tovg. Kabmg 1 oydg g
teyvoroyiag tov CRM éyel emektabel, o1 etaupeieg £xovv €pbetl avTIUETOTEG OLOEVO KO TEPIGGOTEPO LIE TNV

KPIGUOTNTO TOL Y10 TNV EMLTLYIO TOVG ot dayeipion medatdv. H teyvoroyio CRM £€yel amopépetl onpavtikd
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OQEAT OE OPICUEVEG EMYEPNOELS, oKOun kal avoPabuilovtag v 0éon tovg oty Propumyovikny ayopa.
Qc1000, Y100 TIC TEPIGCOTEPEG EMYEIPNOELS €lval Ol GLUVEYNG TNYN OTOYONTEVCTG, OTOYONTELONG KO
k6otoug. TloAhéc popég, odnyel Tovg managers 610 vo €nevdvcovy o€ AavBacpéveg emroyég CRM pe
OPVNTIKG OTOTEAEGLOTO MG TTPOG TNV EMGTPOPT TNG EMEVOLONG TOVG.Extdc amd to va drodpapotilel dueco
pOAO 07O KOOTOG, 1 TEXVoAoYi CRM cuyvd petafdiiel Tovg Topdyovieg Kivnong TV SpacTnploTHTOV UE

TPOTOVG OV UTOPOVV Va. feATIOGOVY TNV TpOTAcT a&log Log ETyEipnong.

H dwyeipion tov oyécewv pe TOovg TEANTEC, €ivarl TAEOV OLOEOOUEVT] TPOKTIKY AOY® TOV TPOCOATOV
e€eMe@v otV TEYVOLOYIO AOYIGLUKOD Y10 EMYEPNOEIS. AVATTOCOOVTAG TA EPYOUAEIN CVTOLOTOTTOINGTG TV
noicewv, 10 CRM avagépetol cuyvd oto YOpo ¢ papketvyk onetoone (Peppers and Rogers, 1999). To
AOYIOUIKO OVTO O1EVKOADVEL TIG EPYOCIES TNG KAOMUEPIVOTNTOC, OTTMOG 1 TAPUKOAOVONGN TOV ETOPDY UE TOVS
meAMdTeG Ko 1 TpoPreyn moAncewv. O otdyog TOvEIVOL VO EMITPEYEL GTO OLVOUIKO TOV TOANGCEDV VO
EMKEVTPMOEL TEPIGGOTEPO GTNV TAOANGCT KOl AYOTEPO GTIC SLOIKNTIKEG epyacies. Bo mpémel va onuelmbet
oumg, 0t oyéon tov CRM pe 10 papketvyk €ival TOAD onuovtikh d10TL 6toyebel ot Peitioon g
pokpompdecunc kepdopopiog pe tn UeTAfoon amd TO UAPKETIVYK PACEL CUVOALAY®DV, LE EUGOOCT] OTNV
OTOKTION VE®V TEAOTMOV KOl GTNV dOTNPNCN TOV TEAATOV WECH TNG OMOTEAEGLOTIKNG OlayEiplong Tov

oyxéoewv Tovg (Christopheretal. 1991).

'Etot, 10 CRM egivan pio o mepimhokn Kot eEEOKELUEVT] EPUPIOYN OV EEAYEL OEOOUEVA TEAATOV TTOV EYOVV
oLALeyDel amd OAa Ta onueio EToENG Holl TOVG, ONUIOVPYOVTOC £TCL LI EVICTN KO OAOKATP®UEVT EIKOVO YO
TOV TEAATN, EVD OTOKUADTTEL TO TPOPIA TOV “KOAVTEPOV’ TEAATMOV, TPOPAETOVTAG TIG TPOTIUNGEIS TMOV
ayopov tovg. H teyvoloyia avth, mov 7opakoAovdel Kot ovoAVEL Tn CLUTEPIPOPE TV KOTOAVOADTOV
eMUTPENEL oTIC Toupeieg vor evromilovv g0KOAN TOVC KOADTEPOVG TEAATEG KOl TIS TPOCTADEIES UAPKETIVYK
eotiaong kol vo emPpafedbovv 6covg eivar mbavd va ayopdlovv cvyvd. H duvatdtmra g kaAdtepng
KaTAvONoNG TOV VOICTAUEVOV TELOTMV EMITPENEL OTIG ETALPEIES VA OAANAETIOPOVV, VO AVTOTOKPIVOVTAL OTIG

aVAYKEGTOVG KAl VO EMKOWV@VOOV Lol TOVG OMOTEAECUATIKOTEPAL.

Ot Kovotopieg oty TE(VOAOYiQ, TO OVTOY®VIGTIKO TEPPAALOV Kot TO AladikTvo €ival KOO0l TOPAYOVTES
wov  kabiotovv TG mpwtoPovAieg onetoone mpaypotikotnto(lnjazz&Popovich, 2013). Ov  etaupieg
aVOTTOOo0VY OVTEC TIG GYECEIS Y10 VO TPOGAPUOGOLY TNV EUTEIPIO 0yopdV, VO, BEATIOCOVY TO TPOTLTO,
ayopav o angvbeiog cuvdeon (online), vo TPOGEAKOGOVY TOVG TEAATEG e E10IKEG TPOGPOPEG N VINPETIES, VOl
0£10MOYHGOVV TO OIKOVOUIKO TAEOVEKTNIO KAOE TEAGTN Kot Vo SNHIOVPYHGOVY HOKPOTPODEGLEG EVEPYETUKEG

oY£€0ELS.

Y& €vo, 1£€1010 TEPIPAALOV GUVEXOUEVMVY aALOYDV T TEYVOAOYio. TG TAnpoopiag (Information Technology,
IT) mailer xopiopyo poéro. H teyvoroyia g mAnpogopiag (IT) éxer avayvopiotel and xapd, og Evog
TOPAYOVTAG TOV EMLTPENEL TOV PLLIKO GYESIAGUO EMLYELPNUATIKDY SAOIKOCIDOV TPOKEUEVOL VO EMLTEVYHOVV

dpapotikég Pedtinoelg oty opyovatiky anddoon (Davenport and Short, 1990, Porter, 1987). H IT cupfdiiet
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OTOV EMOVACYESIOOUO L0 EMYEPTUATIKNG O1001Kaci0G SIEVKOADVOVTOG TIG OAMOYEG OTIG EPYOOLUKEG
TPOKTIKEG KOl OTIOVPYDVTOS KOVOTOUES HeBOSOVE Yol T cOVOEST] UIAG ETOPEING LLE TOVG TEAATEG TG, TOVG
TPOUNOEVTEC KOl TOVG ECMTEPIKOVE XPNOTEG TOV Aoyiopkov ¢ (Hammer and Champy, 1993). Ot epappoyég
CRM expetaArevoviol mANpmG TIG TEXVOLOYIKEG KAVOTOUIEG E TN OLUVOTOTNTO TOVS VO GLAAEYOLV KO VO
avaADOLY OE00UEVO GYETIKA LE TO TPOTLTO, TOV TEANTOV. MTopohv v punvedovy TV CLUTEPIPOPH TOV
TEAOTMOV, VO OAVOTTOGGOLV UOVTEAN TPOPAEYNG, VO OVTOTOKPIVOVTOL OTIC OVAYKEG TOVG WME EYKOIPEG KoL
OTTOTELECUOTIKEG EMKOWMVIEC PE OVTOVE KOl VO TOVG TOPEYOVV TPOIOVTH KOl VIINPEGIEC. XPNOUOTOIDVTAG
Vv TEXvoLOYia Yio Vo PEATIGTOTOGOVY TIC OAANAETIOPACELS HE TOVG TMEAGTEG, Ol ETOUPEIEG UTOPOVV VO
onuovpynoovv T Aeyouevn “mpoPoiny 360 popdv’ omd Tovg meAdteg Yoo va udbovv amd TIg
aAniemdpacelg pali toug g pmopovv va Pertimbovy amévavtt tovg oto péAlov (Eckerson and Watson,

2000).

Ot xowotopieg otnv vmodour OIKTOOVL, Ol VTOAOYIGHOT TEAATN KOl OLOKOUIOTH] KOl Ol EPUPUOYEC
EMUYEPNUATIKNG ELPLIOC OTOTELODY KopLaieg TapapéTpovg oty aviamtuén CRM. Ot Aceig CRM mapéyovv
amofépata (stock) dedopévav TEAUTOV G £va HEPOG TOV KOGTOVG TMV TEXVOAOYIOV dikTtOimv. Ta cuetiuata
CRM ocveompevovy, amodnikebovv, cuvinpobyv Kol SL0VELOLY YVACELS TEAATOV GE OAOKATPO TOV 0pYavIGUO.
H anotedeopatiky dayeipion mAnpopopidv €xet kabopiotikd pého 6to CRM. O mAnpopopieg givar kpioiueg
Y0 TNV TPOGAPLUOYH TOV TPOTOVTOG, TNV KALVOTOUIN GTIG VINPEGIES, TIG EVOTOUEVES ATOYELS TV TEAATOV
Kot Tov VToAoYopd g a&iag g {ong tov meddtn (Peppard, 2000). Meta&d dAlmv, ot amodnkeg dedopévmv,
TO. CLGTNHOTO TPOYPOUUATIOUOV eMyepnpatik®v Topmv (ERP) kot to Internet etvon kevipucég vmodopés yia

gpappoyés CRM ko and ta cuotipoto mov katd kiplo AGyo eTKovmvolv.

2.3 Awyeipion g yvdone oo CRM

H yvoon eivar n évvola, M Kavotnta, 1 eUmelpios Kot 1 SlopoTIKOTNTO TOL TOPEYEL EVO TAGICIO Yo TN
dnuovpyia, v  afoAdynon kar ™ xpnon tov  minpogopiwwv  (Charband&JafariNavimipour,
2016;Laudon&Laudon, 2004; Zareie&JafariNavimipour, 2016). Mepwoi gpguvntéc 6mwg ot Campbell kot
Rowley kaBopilovv tn yvdon Tov TEAATOV HECH TNG OVIAVONG TG AOYIKNG GYéoNG METAED TV SESOUEVDV,

TOV TANPOPOPLDOY KOl TNG YVAOONG TOV TEAATDV.

OvoclooTikd, N yvoon Tov teratodv Bpioketal otn pory tov CRM, dniadn, otn dadikacio TG Katavonong
TOV OTOLTHCEMV TOV TEAATOV, TNV TOPOYN TPOIOVIMV Kl VINPECIOV KOl TNV OTOKTNGTN GYOMMV Y10l TOLG

neldteg (Lingbo&Kaichao, 2012).

H yvoon, mov opiletor ¢ mAnpopopiae 6e GUVIVAGUO UE TNV EUMELPiD, TO TAQIGLO, TNV EpUNVEiR Kol TOV

wpoPAnuationd uropei va yopiotel og Eekabapn yvodon kot vrofdckovoa (tacit) yvoon.
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H dwyeipion g yvoong (KnowledgeManagement) eivor 1 GoQng Kol GLUGTNHOTIKY Oloyeipion ToV
OVGLAGTIKAOV YVOOEMY KOl TOV CYETIKMOV SIOOTKAGIOY ONUIOVPYINS, 0pYavmGNS, S1id0CTg TANPOPOPIOV KoL 1
dweipion g yvoong tov mehatdv (CustomerKnowledgeManagement) eival 1 e£®TepIKn TPOOTTIKY TOV

KM.

Q¢ ek T0UTOL, N YVAOON TOV TEAATAOV €lvar ot mov acyoleitor pe tn dayeipion Kot v a&lomoinon tov
yvocoemv mov oyetiloviat pe Toug medtec. ['evikd, o1 yvdoelg Tov apopovv otovg merdteg oyetiloviat e TIg
oAANAETIOPACELG PETOED MO EMXEIPTONG KOl TOV TEAATOV TNG Kol Umopovv va tavounbodv ce Tpelg
TOTOVG TTOL EIVAL 1] YVAGCT TOV TEAATY, OTIS YVAOCELS OO TOV TEAATN Kot TN Yvaon yuo tov teddatn (Wuetal.,
2013).

H a&ia g dayeipiong g yvoong kot tov CRM avayvopilovior kadd and moAlés kopupaieg etopeies. To
KnowledgeManagement (KM) Bswpel T yvdon mov eivar dtoebéoiun o€ pio eTopeion oG TOV O GNUOVTIKO
napdyovta emtoyioc. Ov Davenport ko Prusak (1998) toviCovv o6tt 10 KM, aoyoleiton pe Oépota
dnuovpyiog, Kataypaeng Kot LeTapopdg Tydv mov Pacilovtar otn yvaor. Ot apoceyyicelg (CRM kot KM)

&xovv €va BeTIKO avTIKTUTO G LEIGT TOV KOGTOVE Kot oty avénomn tov e66dwv (Linetal., 2006).

Ot GarridoMoreno kot PadillaMeldeaude (2011) avéivcav tov avtiktuomo tng dlayeipiong g yvoong oty
emruyio tov CRM. Awé tovg guprpata, dgiyvouv 0Tt 1 emyeipnonumopel va Tpaypatonolel mpmTofovAieg
KnowledgeManagement, vo amoktd tv mo mponyuévn texvoroyio Kot vo mpoomabel vo dnNUovpynoet Eva
TPOCAVATOMGHO TTPOg ToV MeAdTN. Edv avtég o1 mpmtofoviieg dev eivar olokinpopéves, N emyeipnon dev
emovacyedlalel TNV opyovOTIKY TGS doun 1N TIC dadkacieg TS, To HEAT TOL OPYUVIGUOD OEV GUUUETEXOVV
OAa oTO £pyo, Kal M oAhayn dev dpoporoyeital katdAAnAa pe amotéhesuo 1 papproyn tov CRM va unv eivot
emtvoyns. H tpéyovoa avdivon deiyvel 611 n amhf eloaywyn tpotofoviidv KM 1 texvoroyiov CRM dev
TOPAYOVV TAEOVEKTNUATO, YlO. TNV emyeipnon N Oetikéc emmntdoel oto amoteléopata. [Ipokeévov ot
TpmTOPovAieg va glvar emitvyeic, M emeipnon WPENEL TPDOTA Vo OXEOLAGEL Uld OAAOYT] GE OPYOUVAOTIKO

eminedo.

"Etol, cbppova pe auti ) 0empnTikn Tpocsyyion, | omodoTIKOTITH Kl 1) EXLTVYI0 TV EnLyElpoewy Oa sival
GULVAPTNOT TOV IKOVOTATOV, TOV 0eSl0TATOV Kol TOV OPUOSIOTHTOV GTNV OVATTLEN Hog dtyeiplong Tav
TOPWV OV SLEVKOAVVEL TN dNUIovPYio PLOCIUOY avTay®VIGTIKOV TAgovektnudtov (Barney, 1991, Grant,

1991).

Ta aroteléopata £dei&av O6TL 1 TeYvoroyia Tov CRM Kot 0 TPOGAVATOMGUOG GTOV TEAATI GE GLUVOVAGHO UE
TNV EVOOUATOON TG 68 OAOKANPO TOV 0pyovioud, eivor dbokoro va pupndetl kot vo avomopaydel kol g ek
To0TOL OmoteLEl YN Pudowng avioyoviotikdOtnteg. Me dAha Adyla, o TPOTOC WOV YPNOUOTOLOHY Ol
enyepnoelg to CRM, toug divel v duvatdtnta vo, £xovv [Hio. opyoveTiKh pabnon mov tic Pondd vo

YPNOUYLOTOIGOVV TN GTPATNYIKY TOVC O ATOTEAEGUATIKG, Kal £TC1, Vo, fEATIOVOVTOL.
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2.4 Tlowog o porog tov meldtn otn doun tov CRM

To wdpro kivntpo pag emyyeipnong ya va epappocel to CRM eivorl va mopakolovBet Tnv cupmepipopd tmv
TEAATOV MGTE VO OMOKTIGEL YVAGT Y10 TIG TPOCMOTIKES TOVG TPOTIUNGELS KAt TIG EEEAMGGOUEVEG OVAYKES TOVC.
Me v opyGveomn Kot TN ¥pNon OLTAV TOV TANPOPOPLDOV, Ol EMLYEPTOELS UTOPOVV VO, GYEOIAGOLV KOl Vo
avoartoéovy  KoAvtepo  mpoidvto. kot vanpeoieg (Davenport, Harris, xot Kohli 2001, Nambisan
2002). Ot Davenport kou  Klahr (1998) vrootnpifovv 611 1 yvdON TOV TEAATOV EYEL  OPIOUEVEG

1010TNTEC IOV TNV KaB1oTobV €va 0md To o cuvheTa €idN YVOoE®V.

Oco kaAvtepo, yvopilel pio emtyeipnon tovg meAdTeg g 1060 KoAvTEPO pmopel va toug dayepiletal. To
CRM amotelel Tov Pacikd poyro Peltiomong tng emkovmviag LeTald EMEPNONG KoL TEAATN, KoL QLTOUATO
Tov TomobeTel 6TO KEVIPO TOL €VOLOPEPOVTOC. AedOUEVOD OTL Ol TPOCOOKieEG TOV TEAUT®V owEdvovtal
oLVEXMDC, Ol EMYEIPNOEIS OvVaYKALOVTOL VO IKOVOTTOINGOLY TIG OVAYKES KOl TIC €MOLUIEG TOLG TOPEYOVTOG
mPoidvTa Kol  VANPEcieg Kot KAOOTAOVIOG TOVG MIGTOVG TPOG TNV  EMXEIPNON,  ONHOVPYADVTOS
poakponpofecpues, apoifaieg kol kepdoopeg oyéoelg poli toug (Dick kot Bausu, 1994). H déopevon avt
OVOPEPETAL GTY] CUVOAAOYN Ue €vov Eexmplotd opyaviGUo Kot €16l 0 meAdTNG odnyeitol 6to va ayopdlet
ouveydg Ta. mpoidvta Kot Tig vanpecieg tov (Hjalte and Larsoon, 2004). M tétown  a&dmiotn
Kot poKpompdheoun ovvepyacio pe Tov TEAATN, opeidel va €xel Kol TO OVAAOYO YOPOKTNPIGTIKE

GLUTEPLPOPAG TPOG AVTOV :

e IIpocdiopiopdg Tov mTeErd
Mo vo pmopel va dtompnfost pio emttoynpévn ocovvepyaoio poll tov, Tpénel va £xel TPOGOIOPIGEL KATOL
Wuitepa YOPOKTNPIGTIKA TOV, OT®G TIG OVAYKEG TOV, TIG OLYOPOOTIKEG
EMAOYEG TOV, TIG OIKOVOULKEG TOL SUVATOTNTEG K.O.

e Awgopomoinon TeEruTOV
Ot mteldtec amotehOVV EEYWOPIOTEG LOVASEG UE GUYKEKPIUEVT] OUVOULKT KOl UEUOVOUEVO EVILAPEPOV VLA TNV
emyeipnon.

e AMnAenidpaon pe TOVG TEAAUTEC
O meldtng pmopel vo €€l KATOIEC CLYKEKPIUEVES TPOTIUNCELS GE TTPOTOVTO KOl VANPECIES, KATL OUWOE TOV
umopel va oALGEEL avaAOYO LE TNV ETOYN, TNV OYOPA, TNV ETKOPOTNTO Kol TI§ avaykes tov. H cuvveyng
oAniemiopaon pall Tov etvar owt Tov Ba 60T TNV TANPOPOPia TNV EMLYEIPTON £TCL DGTE VO, TOV GUVEYIGEL

v ovvepyacio pali Tov Kot va e£aKoAovincel vo KOADTTEL TIG OVAYKES TOV.
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'‘Eva cwotd dopunpuévo CRM €yetl tov meAdtn 6T0 EMIKEVTPO TNG TPOGOYNS M emyeipnong. O meddtng mailet
Tov xvpiopyo poro vy tnv e&éMén, Odapopomoinon, avamtvén kot PeAtioon oG entyeipnong otV

TAELOYT QL0 TOV SPACTNPLOTHTOV TNG.

2.5 H dwdikocio diayeiplong TV TELUTEINKOV 6YECEDV

Oa mpémel va mEPAcOVY TOAAG GTASIO Yo TNV EQOPLOYN TNG Olayeiplong oyéoemv ne meAdTeg Kol LaAMoTa
TMPENEL VO, TIG TOPATPTICOVUE OO OOPOPETIKES OTMTIKEG YOVIES. XTOV TOPAKAT® TIVAKO TOPOVGLALETAL £Vag
KOKAog Lmng ™G dtoyeiplong TELUTEIOK®DY OYECEMV LE TPio 6TASI0. AVTE TEPIAAUPBAVOLY TNV TPOGEAKVGT),
v Tpo®bnon Kot ™ cvvmpnon. Me avt v Tpocéyyion, Kabe otddio vTooTNPILEL TNV OVAYVOPLGT KoL TV
avtiinyn ¢ oxéong netaly etaupeiog Kol TeAaT®V. AT N TPocéyyion deiyvel 0Tt kdbe otddio emnpedlel ™
oYé0N LE TOVG MEANTEG LE JOPOPETIKOVS TPOTOVG, ETGL MOTE Ol GTPUTNYIKEG KOl ) OPYOVOTIKY £0TIOGT Vo

dapépovy amd 10 éva 6TAd10 6to AAho(Sarafrazi ko Memarzadeh, 2007).

[Mivakoag 1*:
EXTIAXH THX
140w MNPOXIIAGEIEX YTPATHI'TKEX
ETAIPEIAX
[Mpo®Onon nyetikdv
Ipocéikvon TPOIOVTMOV Kot Awogpopormoinon Kowotopio
VINPECIOV
Ipo®bnon ¢

Meiwon koécToLC-
) KePOOPOpPiag amd ) )
Hpo®dnon ) Tunpo E&umnpémon
TOVG VILAPYOVTES

TEAATOV
TeMATEG
[Ipocoyn otov
Xvvtipnon TEMATEG TTOL
Jovti|pnon [Ipocappoyn
TEAATOV mpounevovtar véa

TPOIOVTOL

*[Tivaxog 1: . Theoretical Models of Customer Relationship Management in Organizations,AliFeizbakhshTavana, Saeed
Fili, AlirezaTohidy, Reza Vaghari, SaedKakouie, M.A. Student of Business Management, Islamic Azad University,
Rasht Branch, Rasht, Iran

Mo AN Beopio oyetikd pe Tig dradikacieg Tov CRM eival 1o poviélo tov Swift. Zopugwovo pe ovtd 10

LOVTELO, 0 KOKAOG T1|g dladikaciog mepthapupdvel Ta akdiovda friparta:
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o Avaxdivyrn tng yvoong AvAAvon TOV YOPOKTNPISTIKOV TOV TEAATOV KOl TOV GTPATIYIKOV
EMEVOLONG OV TPOYUATOTOLOVVTAL LEGH TNG SLOSIKAGIOG TOVTOTOINOTG, TOEWVOUNOoTG Kot TPOPAEYNS
TOV TEAATT).

o AlnAemidpacn upe tovg mehdteg: Eoapuoyn kol dwoyeipion TV TEANTEWKOV OYECE®V HECH
GYETIKOV TANPOQOPIOV TNV KOTAAANAN GTIyUn Kot Topoyn TPoidvImv YPMCLULOTOIOVINS a GEPE
OO EMKOVOVIEG.

o Ilpoypappatiopds ayopds: Opiopog Tov TpOTOL SAVOUTG KOl TOV TPOIOVIMV TOL TPOGPEPOVTOL GE
GLYKEKPIUEVOVG TEAATEG KOl OVATTVUET GTPUTIYIKAOV GYESI®MV Kol TPOYPUUUATOV EXKOIVOVIOG.

o Avdivon g Peitioong: Me okomd TNV TPOGELKVGN KAl TNV OVOAVOT] TOV SES0UEVAOV TOV TEANTMV

HECM TNG EMKOWVMVIOG TOL £XOVV OTOKTNOEL Ol EMYEPNOES 0o dodpaoTikd povomdtio. (Swift,

2002)

O Swift, Bempei TOCRM og pia dradikacio cuvexodg pabnong, oty omoio ot TANPoPOpieg yiow kaOe medTn
onpovpyodv pia oyéon pali Tov. Ot mAnpopopieg yro Tovg meAdTEG dev 0pKkovV HOvo va cvAleyBovv. Eivan
mBavd va mpokhyovy ovhykeg mov ogeilovyv vo cuAleyBolv, va avorvBodv kKot va 600gl 1 KATAAANAN
amavinon. Xe kabe mepintwon meldtn wpénel va dobel Eexmpiotd onpaivovoa onuacio kabmg uovo £tct Ha

eméNbeL 1 Pertioon Kot 1 TUPAYOYIKOTNTO.

2.6 ERP xat CRM

Omnov to CRM emkevipovetar otov merdrn, 1o ERP emkevipdveton oy emyeipnon. To ERP eivan éva
oLOTNUO Yo TN PEATiOON TNG ATOSOTIKOTNTOC TV EXLXEPTLOTIKOV dtodikacidv. Onwg kot to CRM, 1o ERP
EMUTPETEL TNV TaYEID OVTOALOYT) TUTOTONUEV®Y TANPOPOPIOY € OAM Ta, TUNpaTte. Ta otedéyn, ot dtevbuvtég
Kol ol vIdAANAol gldyovy OAeC TIG TANpPogopieg oto ovotnua ERP, dnuovpydvrog éva otiypdtuno e
TPAYUOTIKO Ypdvo, € 0AOKANPN TV emyeipnomn. Ta tpofAiuota oe omolndnTote meployn Oo dnuovpynocovy
avtopato kKor 0o vIapEovy E100TONCEIC OTIC “TANYEloES” TEPLOYEG TOL AOYIGIKOD. AVTO EMTPENEL OTIC
vmpecieg va apyicovv vo oyxedidlovv to Béuata mwpwv yivovv mpoPAnue oto Tuque avtd. Ev oliyolg,
EMUTPETOVTOG OTIV EMYEIPT|ON VO EMKEVIPMOVETAL GTO, dESOUEVA, avTi Yia TIC Aettovpyieg, To ERP mapéyet o
uéB0d0 e£0pOOAOYIGOD TV ETYEPTUATIKOV d10OIKACIOV 68 OAOVG TOVG Toueic. Ot dnNpo@iAeic Tpoundevtéc
ERP, o6mwg m Microsoft, 1 SAP kot 1 Epicor, &ite kavouv 1o Aoyiouikdé CRM, gite ot ERP Avoeig touvg

gvoopatdvovta bpeso pe 1o CRM amd dAkovg mpopndevtéc.?

Ta ovomquato ERP dwoyepilovior Pocicég emyelpnUotTiKéG Kol EMYEPNOIOKEG AELTOVPYiEG OMWG M

YPNUOTOSOTNOT], Ol avOpdTIVOL TOPOL, 1 dlaXEipIoN VAKOV, 01 TOANGCELS KOl 1 Sl0VOUT. TN 0EKOETIO TOV

https://www.crmswitch.com/crm-value/understanding-crm-erp/
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1990, to ocvotquata ERP moAdamlocialoviov peta&d TV ETUPEW®V KOl Ol KOKAOL EPYUCIOV TV
mpounfevtdv Aoylopikod NTov vymioli. Me v tpéyovca thon oto "ovuvvepo" (cloud system) ot
TNV GUVOOELTIKN OAAGYT] OTO GYEOI0 TANPOUDYV LE GLVOPOUN, TO EMYEPNUATIKO HOVIEAO TOAADV
wpounfevtdv Aoyiopkov aAralel. H cuvépyeia petaly tov mo khaooikobd apoypappatiopod ERP, CRM kot
ATOYPOPNG Kot EAEYYOV Oev QaiveTol va givar epeavig uEpig 6tov Ppedei 0AdKANPO T0 (TNUO GE TPOOTTIK.
To CRM aoyohieiton pe mepiocotepa 0éuata oto front office amd 1o ERP. To ERP, oe onuavtikd Badud,
OTOYEVEL OE €PYACieg Ypapeiov, €5’ ov Kot 1 avayKn Vo KAMUokoBohy ot TOpol Yo Vo XEPISTEL Uid TOAD
UEYOADTEPT] KOWVOTNTA YPNOTOV UEC® TPOYPUUUATOV Kol VO, OMGEL KEVIPIKN €0TIOOT G€ OAOKANPN TNV
emyeipnomn mov givan cuVIESEUEVN HE TV 0AVGId0 £podlacpoD, TpocavoToAicuévn ato Atadiktvo (Chorafas,

2001).

3 Emyeipnon xar CRM
3.1 Ztpoarnywn kot CRM

H dwyeipion tov oyéoemv pe TOLg TEAATEG UTOPEL VO OPLOTEL (OC EMYEIPMUATIKY KOl ETIKOLVMVIOKY|
oTpatnyIKn ov Paciletal ot GLAALOYN TANPOPOPIDOY Yio TOV TEANTY, Ol OTOIEG YPNOULOTOLOVVTOL Yio TNV
avéNomn NG IKOVOTTOINoNG TV TEANTAOV KOl TNG TIGTNG TOVG PO TNV EMyeipnon Ue 6tdyo TV Kepdopopia.
Mopadootaxd, ot etaupeieg Exovv avamrtoéel pio Paomn ded0UEVOV YL TNV KOTOYPOPN TOV TANPOPOPIDV TMV
TEAUTMOV, CUUTEPILOUPBOVOUEVOV AETTOUEPELDY OTMG TO. TPOPIA TOV TEANTMOV, TO dNUOYPAPIKO GTOUXELN, TO
QACUO, TOV TPOIOVTOV TOL OyOPAGTNKOV Kol AAAES TANPOPOPIEC TOV TOVE EVOAPEPOLY. AVTH TO. dESOUEVA
YPNOUYLOTOLOVVTOL atd T SLOIKNOT|, TOVG TOANTEC, TO TPOGMOTIKO KOl GALOVLE Y10 VO TPOGII0PIGOVV TIC TAGELS

NG AYOPAg, TIG TPOTIUNGELS TV TeElatdv kot Thv e&uanpétnon tovg(Milovic , 2012).

To CRM éxet pwe oTpotnyikn TPOCEYYIo TOL OaoyOAeitol pe TN dnpovpylo mpoOcHetns UETONIKNS
a&lag, v avamtuén KaTOAANAOV oyécemv He Baoctkovg meEAMATEG OAAG Kot TUALOTO
nehotov (PayneAdrian&Frow, 2005). To CRM gvavel tig duvatdmreg Tov otpatyikedv oxécenv IT kot
papketivyk. Etvar onuovtikd va tovicovpe 6t 10 CRM, mapéyel ) dvvatdmra xpnong Sedopévav Kot
TANPOPOPIOV BOOTE Ol TEAATEG VO UTOPOLV Vo KatavonBodv Kol vo €QOPHOGTOOV amd TNV ETOLPEIQ,
OTPATNYIKEG LAKPOYPOVIOV CYECEMV UAPKETIVYK. AVTO amOITEL OIOAEITOVPYIKT| EVOOUATMOOT TOV ovOpOT®YV,
TOV ETLYEIPNOIOKOV SOIKACIDY KOl TOV EVKAIPIOV HAPKETWVYK TOL EMITPEMEL 1) TANPOPOPIKN KOl Ol
epappoyéc. To CRM  eglvar ovclooTika éva. €pYOAEID EMYEPMNUOTIKNAG GTPOTNYIKNG TOV  EVOMUATOVEL

E0MTEPIKEG  Jwodkaoieg kol Asttovpyieg ue  eEwtepikd  diktva kol onovpyel  oia vy
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Tovg otoyobstnuévoug meddteg (Buttle, 2009). Boociletor oe moloTikG otorxeion yio TOLG TEAATEG Ko

TPOYLOTOTOLELTAL LIE T1) XPNOT TNG TEYVOAOYING TOV TANPOPOPLOV.

To CRM eivar por cuveyng emiyelpnuatikny S1odikacioc 6€ OAOL TO. OPYOVOTIKO EMIMESM, LE OTOXO TNV
TpocéAkvon kot dtatipnon melotdv. Baocwd, to CRM eivar pia oOvOeoT ETYEPTUOTIKOV OL0OIKAGIDV,
avOpomveov topov kol Aoyicpikoy. H modtnta pog térolag ocuvleong emrpénel v kabiépwon oyvpmv
UNYOVICU®DV Y10l T1 OloEIPIOT TEAATEINKDY GYECEMV, TO OMOTEAEGUATO TOV omoi®v Ba gival: 1 avomoinon
TOV TEAGTN HE KOAN ocvvepyacio. Avti 1 wovomoinomn Ba €xel MG OMOTELECUA TNV EUMIGTOCLVY] TOV
TEAATAOV KOUTNV 0POGIMGT TOVG n omoia Ba Tovg epmodilet va, 0eAEACTOVY aTd TOV
avtoyoviopd. H etapeia mov €xet 1o ovvoko g copiog tov CRM  meprypdpston  pe dvo  AéEeic-
LoKPOTTPODEGLEG Kol KEPOOPOPES GYEGELS LUE TOVG TEANTES TNG. LTIG GUYYPOVEG GLVONKES, Lo amd TiG Pactkcég
TOPOUETPOVS TNG EMTUYNUEVG EMLYEPTUATIKNG dpacTnpdtTnTag eival 1 oyéomn moldtntag e Toug meddtec. H
KOVOTIOINOY] TOV TEAATN OO TNV KOAT EMXEIPTUOTIKY CLVEPYOTia, KABDG KAl 1 YVOON TOV aVayKAV, TV
cuvnbeldv Kot TOV EMOLVIGV TOV, ATOTEAOVV AOPAITNTOVG TAPAYOVTES Y10 TNV AOENCT TNG OKEPULOTNTAS
TOV 6€ GLVONKES duvopko aviayoviopuod oty ayopd(Milovic , 2012).

H otpatnywn CRM Ba mpéner va opilel tig dradikacieg mov Ba akorlovbncel n emyeipnon o oAdKANpo tov
KOKA0 (Mg Tov meAdT . Ao T pio TAEVPA, 1) ETALPELN TPETEL VO KEPDITEL TEPQL OO TOVG TEAATEG LIE AUEOT
EMAPT, TNV OTOTEAEGUOTIKY €papuoyn Tov mMarketingcampaigns kot v omoTeAEoUATIKY] KOTAPTION TOV
Bacewv dedopévav Tav duvnTik®v teratdv. O etoupeieg Tpémel va yvopilovy Toug TEAATEG, VO KATOVOOHV
TIC ovvnlelec Kol TIG OVAYKEG TOVG, UE TN PEATIOTN YPNOM TNG TEXVOAOYIOG KOl TNV TPOCHOTIKY TOLE
avtetonion. EmmAéov, Oa tpémnel va avénoel v a&io Tov meEAITN TPOKEUEVOD VO, EKUETAALEVTEL OAES TIg
evkaipieg cross-selling, tov evromioud kepdoEopwv meAatdv (6col &yovv TV Tdon vo Eemepvolv TIG
ocvvnOiopéveg TOANGELS) Kot Vo, eTKeVIpDEl o€ gkeivovg Tovg meAdTeg oL Exovv mlavh avénon g a&lag
TOVG. X£T0 TEAOG, EIVOL OTapaiTNTO VO LTPNCOVY TOV TEAATN, ONANSY], VO OTTOTPEYOLV TNV OTOYDPT|CN TOV
TPOC TOV OVTAYMVIGUO, HECH OO JLOPOPETIKA UETPO TPOANYNG OTTOC TG aKVP®ONG TNG GVUPOONG TOV, TNV
EMOVAKTNON TOV TEAUTOV TOL £Y0VV NON LVIAPEEL TEAATEG GTO TAPeABOV Kot TV avATTLEN TPOYPOUUATOV

emPpafevong pog pokpoypdviag cvvepyoosiog(Milovic , 2012).

H viomoinomn tg otpatnyikng CRM emrvyydvet:
e TOYVTEPT AVTATOKPIOT OTIS OVAYKES TV TEAUTMV
e aO&NoT TNG AMOTEAEGLOTIKOTNTOG LEGM TNG AVTOUATOTOINGNG
e Pabdtepn katavonon TV TELUTOV
e gvioyvomn Tov SLVaUIKOD TOL UAPKETIVYK KOL TOV TOAGEDY

o elaxpifwon TOV KAAITEPOV TEAUTMV
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3.1.1  Ta opéln g otpatnyikng CRM

[Ipwv amoaciotel av pia otpatnyikny CRM esival katdAAnAn yio Ty opydvoon oG extyeipnong, 0o mpémet
va avafempnBodv Ola Ta, SuvNTIKA 0QEAN TTOL Bal TPOKVYOLV UE QUTH TNV EQUPLOYTN. XTN AYN OT0PAcEDY
tov CRM etvan amapaitro va mapotnpnovv 6do to opatd kot adidpota o@éAn tov (Goldenberg, 2008).

Ta opotd opéin tov CRM pmopovv vo 0pietovy ®¢ GUTd Tov Uropohyv va petpndodv pe apBpovc. Avto

mephapPavel avénoelg 6Tig akodAoVBEG dlaoTUCELS:

e O ypovog mov £odeEL TO TPOCSHOTMIKO TOANGEMV LLE TOVS VITAPYOVTEG TEAATEC.

H mpoBupia Tov Tpocomikod va anavticel 6To peydlo aplBud kKANcemv Kot o avENpévos aplBpdc mpav
OV OUTAVE TO TPOSHOTIKO TOANCEMY GTIV OAANAETIOPAGT] LLE TOVG VILAPYOVTESG TELATES.

e O opBudc TV SLYNTIKOV TEAATOV TOL BpriKay ot avtpdonTol TmAncewy (sales representatives).
Agdopévov OTL 01 TEPIGGHTEPOL AVTUTPOCHOTOL TOANCEMY GLVIN OGS ATEVOVVOVTUL GE VPIGTAUEVOVG TEAATES
L€ TOVG OTOIOVG €YOLV TPAYUATIKY] GYECT], MG €K TOVTOV Ol VEOL MEANTEG OMOTEAODV TO KAEWL Yyl N
peAlovtikn avamton.

e O ypdvog mov damavd o sales manager yio v emkowvoVvia e TOVG TELATEG KoL 1] GUVEPYOGIO TOV UE
TOVG OVIITPOCAOTOVS TOANCE®V, TOL £XEl ®C omoTéAecpe v e&okovounorn ypdvov Kot TNV 7o
TOPOYDYIKT SOVAEID TOV TUALLOTOG,

e H amotedeopatikotnta oTny e£unnpétnon TV tehat®dv (customer SErvice).

H e&ummpémon tov meloatdv pmopel vo amotedécel T Pacikn] dopopd UHETOED TOV OVTOY®VIGTIK®V
TAEOVEKTNUATOV TOV ETOLPEIDV.

e O ypovikoi TEPIOPIOUOL KATA TNV TOPAKOAOVONOT TV TEAUTMV.

210%0¢ €ival 0 pKpOTEPOC 0PIOUOC TOV NUEPDY AVTATOKPIONG LETOED TNG MUEPOUNVIOG KAT, TNV 0ol O
weAdng Exel nmoel vrootPien Katl TG nuepounviag katd v omoia . Pondeio viooTPEng Tov £xel
EMOTPAPEL.

e To CRM Bonfd tovg duvnrtikodg merdteg vo, mopevhodv amoTELECUATIKO 0 OAN TN Olodikacio
NG TOANONG.

Av10 10 €aPETIKA ONUAVTIKO YopaktnPlotikd Tov CRM efaptdton omd v TpoceKTIKN dlayeiplon TV
YPNOTAOV TOV, MG OTOTEAEGLO, TNG OWTOUATOTOMNGNC TV S10IKACIOV TOV TOANGEMY, TOV UAPKETIVYK KOl
™G ELMNPETNONG TEAATMV TTOV YPNGUYLOTOLOVVTOL TTOAD TLO TOPOUYWYIKE YioL LEYOADTEPES TOANCELG.

e To cuvoAiKd emyelPNOLOKA OTOTEAEGILATOL.

O Betkdg oVTUYOVIGUOG HETAED TOV GLUVOSEAPMY, 00T YEL GE GNUAVTIKT OPYUVOUEVT] GTPATIYIKH OpAog

e Ad&nom g IKavomoinong TV TELNTMV.

e H Bektiowon g emkowvaviag evtdg TG entyeipnong.
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‘Ooco¢ mep1o6oTEPOG YPOVOG SUMAVATOL e TEAATEG Kol SUVNTIKOVG TEAATEG, TOGO UEYOAMDVEL 1) OVAYKT] YLol

OTOTELEGUOTIKOTEPT] EMIKOWVOVIOL HETOED TOV TPOCMOMTIKOV. XTOXOC VIO L0 OKOUT] QOpA 1| COOTH

Swyeipion tov ypodvov.

e AVENoM TOL TOGOCTOD TV JEVEPYOVLEVAOV ETLYEIPTUATIKOV TOPAYYEADV, Ol OTOlEG UTOPOLV VvV

TPOGIOPIGTOVV OO TOV OEIKT TV TOPAYYEADV TPV KOl LETA TNV EQUPLOYT| TOL cuathpatog CRM.
Ta adopato opéAn opiloviot o¢ ekeiva mov eKTILOVTOL LE Bdon éva "yaAapd" kprtplo. H dioiknon pmopel
va. avo{nTiosl TEPIGGOTEPOVS aPOUOVE, AR KoL TO OVOTEPH OlEVOVLVTIKA GTEAEYT WTOPOVV Emiong vo
eN®EEAB00V omd avtd ta kpripo. Otav Exovv kvnbel cwotd. To adopata opéAn (Goldenberg, 2008)
mepthappavouv Ta axoiovda:

e Bektioomn g cuVOAKN G AELTOVPYIKOTNTOG EVTOC TNG EMLYEIPNONG.

Avybtepog 1POVOC OV APLEPAOVETOL OO TO TUNHLOL TOMGCEDV OTIG YPOUPEIOKPATIKEG

Stadkaoies kKot TEPLoGHTEPOS YPOHVOG TOL SUTAVATOL OO VEO TPOCHOTIKO TOANCEMVY Yo va Tponyndei ota

“véa £daon”.

e Av&nuévo KivnTpo Kat IkavoTotnpévol pyalopevol

e Kolitepo ekmaidevpévo kot mo eEEOIKEVUEVO TPOCHOTIKO TOANCEMV, LAPKETVYK KOl EELTNPETNONG

TOV TEAATOV.

To CRM pmopel va anotehécel Eva eEapetikd BepéAto Yo To TPOSHOTIKO, TPOKEEVOL Vo pabetl kKodvtepa

0,TL 0POpd 6T TPOIOVTA KA TIG VANPEGIES.

e Bektioon g evnuépmong kot v a&lohdynong g TAnpopopiog.

H ebkoln mpodcPaon oTig TANpoeopies Kot 1 EVIUEP®GCT] TOVGS, €Ival KATL TOV 0POPA ATOKAEIGTIKG GTOVG

TeEAIK00G ypnoteg Tov CRM.

e  Beltioon otov ypovo avTamdkplons 6T OITHLATO TOV TEAUTOV 1 SUVNTIKOV TEAATMV.

e H Bektiopévn ewcodva g eTonpeiog.

H vrebBovn dayeipion tov oyxécewv pe tovg meAdteg Umopel vo SLOOPOUOTICEL CUAVIIKO POAO OTNV

O1KOOOUN O TNG EIKOVAG TNG ETOPELNG OTA HATLO TOV TEAATAOV

e  Hixovomnto dtaymptopol g eTapeing amd ToV aviayovioud

e Hvumootpi&n opyovatik®dv odlaydv evtog TG entyeipnong

e H Bektioon g KoTavonong Kot Tov KOADTEPOL EAEYYOV KOGTOVG,.

To CRM pmopei va. Bondnoet og ovtn ) dadikacia, 6ed0uEvoy OTL 0L TOANGEIS, TO UAPKETIVYK KoL 1|

g&umnpétnon melatdv oyetilovtal e LEPOVOUEVE GTOLLO, YPTOTEG TOV AOYIGLUKOD.

3.2 Tlote taupralet og a emyeipnon 1o CRM

To CRM pumopsei va epapuootetl oe pio etaipeio aveaptnto oand 1o péyebog g, t0 066 TV ayuddv 1
vnpeciov Tov norovvrayMilovic , 2012).01 peydieg Kol o1 PIKPEG EMYEPNOELG EKTILODY TIV TOLOTNTO, TNG

e&umnpétnong TELUT®V, TNV aPOGImGCT T®V TEANTMV, 01 OTTOLEG Elvar AlydTepO gvaicONTEG oTIG PETAPOAEG TV
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TIUOV Kot avayvopilovv 0Tt n Tpocédkvon vémv edatdv “kootiler”. Ou amopdoelg oyetikd pe to CRM
EVOLUPEPOVY KUPIMG: TO SIKTLO ALOVIKNG, TOVG QOPEIC TNAETIKOWOVIDV, TIC TPATElES, TIC OOQOAMOTIKEG
etopeieg, o TaEWOOTIKE Ypoeia, TIG OWPNUICTIKEG Kot ONUOCIEC OXECEIS, TIS ETOUPEIEC YOVOPIKNG Kot
€POOLOOTIKNG TTOV £X0VV TOALOVC TEAATEG.

INoa éva cwotdo CRM, ogeilovy va emleyovv to, dopukd atoryeio mov Oa avadeiovv v avaykrn vrapéng Tov
ovoTHaTog Kot Ba gyyonBodv v viomoinon tov. [padta an’ dha yio éva emtuynuévo oxédio CRM mpémet
va vapyel €vo, obvoro kpurnpiov. H emioyn piog edypnotg kot evéAKTng Avong eivarl €vag omd Tovg
Bactkovg mapdyovieg emitvyioc. H ovotoon tov mpénel va emkevipmbel oe Adoelg mov eivor 1diaitepa
OTOOEKTES Yo YpNon. Edv to chotnua dev yivel amodextd kot dev ypnoiponondel, dev Ba vdpéel avaxapym
g emévovong. Emiong, to mpdfinua oyetikd pe tov xabopiopd tov gmumédov g emévovong givarl moAd
kaipro. [ToArég etaipeleg amaitodv amodeilelg emtvyiog oe oyéon pe T0 KOGTOG Omd TNV EMEVOLON OF
cvotiuoata CRM. Ze pa wwitepa dvoxoin Béom Ppiokovtor or IT managers tov emyepnoemy, ot onoiot
ypealovior va. kepSIGOLV TNV EUTIGTOCVUVI TOV EMITPOT®V Kabodnynong yw emevovoelg oe éva CRM.
Agdopévov 6Tt dUoKOAN €va TEYVOAOYIKO cvotnuo emituyyavel povo tov (to CRM agopd xvping oe
eMyelpnolokn otpatnykn]), ot IT managers dev givor cuyvd oe Béon va VIEPASTIGTOOY TOVG LGYVPICHOVG
TOVG. ATO TNV GAAN TAELPE, TO OTOTEAEGUATO TNG EPAPUOYNS Oev elval Gap®g opatd eEapyng Kot Yo Alyo
umopel vo kpOPovv To av e epapproyn etvar amotuynpévn Kobmg Tepiuévouy ta BeTikd amoteléouota PeTd
amo cvykekpluéveg dtopbmaoelc. Oia avtd deiyvouy ta TpofAHoTa TG LETPNONG TG POTG TOV KOGTOVG Kol

kabopilovv To kprrhipia yia v a&lordynon g enttvyiog g epapuoyng og Aveng CRM (Milovic , 2012).
3.3 Aviayovioudg kot CRM

Y10V OMUEPIVO OVTUYMVIGTIKO KOGUO, Ol ETOIPEIEG TAPASIdOVY To TPOIOVTIO Kol TIG VANPECIEG OV Eivat
e€atopukevpéveg yuo kaOe meddn. [Hapordve eidape Tpia oTado SloyEIPIoNg TOV TEAATEIOKDY GYEGEMV TOV
glvar 1 mpooéivon, | Tpodbnon kot cvvtipnon. llpdypat, ot emyePnoely UTOpPoOvY VO ETTLYOLV
OVTOYOVICTIKG TAEOVEKTAUOTO OTNV TAOANCT KOl TO UOPKETIVYK WHEC® TNG TPOCUPHOYNS TV HalIKOV
VINPEGIDV TOVG.

Yy avéAnym mpotofoviidv CRM, moArEg emyelpnoels Guyy€ovv 10 oTOX0 NG PEATimoNG TG YEVIKNS
OTOTELECLOATIKOTNTOG TOV TPAEEWDY TOVS UE TNV OTOKTNON OVTAY®OVIGTIKOD TAEOVEKTNLOTOC. Agv Egxydpioay
cop®g omd TNV oapyf TG EMEVOVCELS TOL TPOyUATOTOincav og  Topels Tng emyeipnong Kot
7OV eVioYLOAV TEPATEP® TN HOVAdIKY Béom g emyeipnong. Avtd elye ¢ OmMOTEAEGO, Ol TEPIGGOTEPEC
EMEVOVGELC VO EYOVV 0ONYNOEL GE AELTOVPYIKEG PEATIOCELS TOV, OPIGUEVEG POPES, ivarl amifavo va mapdyovv
onuavtikd o@éAn. H vrepPoikn mpoomdOeia yio. t€10100 €id0vg aALayEG OV EMTPENEL GTNV EMLYEIPNOT VUL
emdhEeL Pedtidoeilg mov o £xovv pEYOADTEPO aVTIKTLTO Gt avTay®VIoTiKO TAsovéktnuo (Bligh&Turk,
2004).
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[Mivaxag 2*:

Target Market and Value Proposition

1. Cost Leadership 2. Differentiation

BROAD TARGET

COMPETITIVE SCOPE

3b. Differentiation
Focus

NARROW TARGET

LOWER COST DIFFERENTIATION

b
L

COMPETITIVE ADVANTAGE

IMivaxag 2*: CRM Unplugged, Releasing CRM’s Strategic Value, Philip Bling & Doug Turk, 2004, John Wiley & Sons,

Inc.

Xopic vo KOTovoncouy 6moTd Kot vo, eEETACOVY TO OVIOY®VICTIKO TAEOVEKTNO, Ol £Talpeieg Aapupdvouv
amoQAcELS Yo TN Pedtioon TV Agtovpyldv Tovg kot Paciloviol omoKAEIGTIKO GE 0VTO TOL OVOUAleETaL
Aertovpyikn amotelecpartikotnta (operational effectiveness). Avtdc givar €vag yevikdg Opog mov TEPLYpAPEL
TNV eniTELEN KOl TNV EMEKTAOT] TOV PEATIOTOV AEITOVPYIKOV TPOKTIKMV KOl TPOTHTMV OV OOLTOVVTOL Y10, VOL
Aertovpyovv péca o pio Popnyavia. H Asttovpykn amotelecpatikdtnTo tepAapuPavel TNV COUUETOYN TOL
A0V GOYYPOVOL EEOTAMGLOY, TOV EIGPOMYV, TG TEXVOAOYING TOV TANPOPOPLAV KOl TOV TEYVIKAOV JSoXelplong
v T PerTinon TV TPoidVTIOV Kot TV S1001KACIOV.

Me dhha AdYl0, o€ o emyEipnong motevovy 0Tl 6€ avtd PacileTol 0 TUPOTAVE TIVOKAG ETLYEPNOIOKNG
OTTOTELECUOATIKOTNTOG Kot OTL YPELovIal avTd TO EAAYIOTO EMimedo eEumNPETNONG Yo v amopevydel éva
ONUAVTIKO HELOVEKTNHO GTNV ayopd. 206TOGO, 1) AELTOVPYIKT OTOTEAECUATIKOTNTO OEV dNUIOVPYEL GUVEYOUEVO
OVTOYOVIOTIKO TAEOVEKTNUM, OQOV Ol OVIOY®VIOTEG oLVIOW®S TPOGUPHOLOVTOL YPIYOPO OE OVTEC TIC
Bertidoelg. O emyepnuoatikég Pertiwoels, 6mwg to CRM, odnyodv oe avioy@vioTikn goyoapictnorn povo
OTaV LEIOVOVY TO KOGTOG TMV OPACTNPIOTATMV HOG EMYEIPNONG 1 EVIGYOGOLV TNV TEPAUTEP®D SLAKPLON
UOVOSIKDV OpOacTNPLOTHTOV oL 1701 pappolel Evag opyaviouds. Ipdyuatt, ota TAaiolo (oG EXLTUYNUEVNC

GTPOTNYIKNG EKTIUATOL 1 KOVOTNTA TNG VO TapAyel Kot Vo dlotnpel pakporpofesun omddoor emévovuoTg
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avaTEPT OO TOVG OVIOYWOVIOTEC TNG TPAYUO 7OV ONUOIVEL TOPAy®mYN] Kol OlThHPNoT LYNAOTEPNG
kepdogopiag(Bligh&Turk, 2004).

To CRM 0o TPEMEL va, xpnoomombei Yo vo.
Bonfnoel oV d1aTHPNOT TOV OTOSEKTOV ETTEIDV TNEG AELTOVPYIKNG OMOTEAECUATIKOTNTOG TNV TAELPE TV
melaT@v g emyeipnone. Opwe, éva Kokdg eEumnNPeToHIEVO TAEPOVIKO KEVTIPO TEANTOV N KATOL0 KOKMG
dltnpnuéva apyeia meratdv Bo odnyovcav oe Eva Eex@PIOTO PELOVEKTNUA YO TIG TEPIOCOTEPES ETALPEIEC.
Q61660, OTIG TEPIGGOTEPEC TEPIMTMGELS, Ol PEATIDGELS QLTEG EIvOl TOPOUOLES LE EKEIVEG TTOV EMOUDKOVY Ol
aVTOYOVIOTEG, Kol emopévog e€icov onuavtikd eivar 6Tt to CRM  ypnoylomoteitol yioo vo €ViGYOGEL TO
OVTOYOVIOTIKO TAEOVEKTNUA Yo TOV opyavicpd oty ayopd. To CRM umopei va ypnoiporomdel yio va
TPOGPEPEL TOGO GTNV OMOTEAEGUATIKOTNTO LG EMLXEIPTONG OGO KOl GTO AVTOYOVIOTIKO TAgovEKTNHa. Katd
Tov KaBopiopod tov emmtmcemv Tov CRM, givol onpoavtikd va vépyel 1 duvatdtnTa SIKPIong LETAED TV

50o(Bligh&Turk, 2004).

3.4 TloMoeig kot CRM

Avoueioprtnta, to teEAELTOi. XPOVIO £(OVV YOPOKTNPICTEL LE IO GVEL TPONYOLUEVOL UETOTOTION TNG
Ae1Tovpyiog TOANGEMV TNG EMLYEPNLOTIKNG opyavaoong (Ingram, LaForge, & Leigh, 2002), kupiog Aoym g
EICAYOYNG TANPOPOPLDY GTOV OpYavioud Bropmyavikedv moincswv (Honeycutt, 2002). Avtd to cuetiuoto
&yovv tomobembei ot PipAloypapic TV duvAUEOY TOAMGEOV ¢ &va 1oyLPpd epyaleio yia TV adénomn g
TOPOYOYIKOTNTAG TV TOANcenV. ETol, dev mpokaAel EkmANEN MG KATO01 EPEVVNTEC £XOVV VITOYPUUUICEL TN
onuocio G OeEaymyng €pevvoc OxeTkd e Tov TOpén TNG ovTtopatonoinong mwincewmv (SFA)
(m.y. Marshall, Michaels, Stone, & Jawahar, 2001). Qotdco, M £€pguva Yoo TNV OVTOMATOTOINGCY TOV
noAncewv kol ot epappoyés CRM etvan ol mepropiopéveg (Ingram et al., 2002), mopd tov kpicipo poro twv
ocvotnudtovy CRM 6mnv KOTACKELY] Kol OTNV Ol0TNPNOT| OMOTEAEGUATIKMOV CGYXECEMV UE TOVG TeAITEC. To
yeyovog Ot evdd ot meplocotepeg epapuroyés CRM amotehodv pio peydAn emévdvom y Tov opyoviopo
TOAMOE®DV, TOAAEG @QOpEG  omoTLYYGvouv  va  yivouv OekTég amd TO OLVOUIKO TOV TOANCEDV
(Speier & Venkatesh, 2002).

[ToAkol peretntég ypnoponoinoay to poviélo g teyvoroykng omodoyns (TAM) yw vo Katavoncovv
KOADTEPA TNV OVTIANTTH YPNOIULOTNTO Kol TNV OVTIANTT €UKOAID, XPNoNg TNG OLTOHOTONOINCNG TOV
nooewv. EEetdotnkav eniong, n TPOCOMIKY KAVOTOMO, 1) 0VTO-ATOTEAEGLLOTIKOTITO TWV VITOAOYIGT®V (1)
OVTIAN YN Kol 1 IKOvOTNTO KATOI0VL VO, XPNCIUOTOLEL TOV VITOAOYIOTN), 1| KATAPTICN, 1 TEXVIKN VRTOGTHPIEN, N
vrooPEn EmMOmTAOV, 1 ¥PNOoTN and 16AEVE YPNOTES KAl TO eVOLAPEPOV TV TEAUTOV. Ta omoTeEAEoUATA
VITOdNA®VOLV OTL 1| YpNoUOTTA amoTerel Bepeldmon odnyo yio TV TeVoAOYio Kot OTL 1| EVKOAID GTN ¥PION
eivon devtepevovoa (Honeycutt , 2004).

Ot INdpyog Avimvitng kot NikdAaog [avaydmovAiog, avaeéptnkoy 6To pguvnTikd TOVE EPY0 Kol SOKILOoHY

€va, LOVTEAOD TTPOYEVECTEPMOV - KOWVMVIK®DV, OPYOVAOTIKMOV KOl OTOUKAOV TOpOyOVI®V - oYeTkd pe o CRM mov
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avTIAapuPavovTal Tn ¥pnomn Kot T YPNCIUOTNTA Yio TV TPOPAEYT TNG KOVOTOINoNS TMV YPNOTOV, AIT0d0YNG
Kot omodoons. Ot ToANTEG Tov PpRKav TNV TEXVOAOYIO ¥PNOIUN KOl EDKOATN GTN ¥p1oN, NTav 7o Toavo va
viofetioovy kOl vo YpNolwomomoovy  Tic  kafnuepwvég  dpactnpiotmreg. O Avdwmvitng Kot
o [Mavaydémovdog cuotivovy 0Tt 01 dloyelptotéc BETovy axpifeic Tpocdokieg kot 6TL 1 dSvvaun TOARcE®V O
TMPEMEL VO CLUUETEXEL OTO GTAOW GYESIOGHOD KO VAOTOINGNG TOV GUGTAUOTOS GUTOUNTOTOINONG TOV
noocewv(Honeycutt, 2004). Ot dwayeipiotég moioemy dwdpopatilovy emiong onuaviikd polo ot
dradtkacio amodoyne Tapéyoviag VTOSTNPIEN Kol EVOAPPLVGT GTO LEAT TOV TOANGEDV TOVG. QG €K TOVLTOV, N
dvvaun TOV TOAMOCEOV Eivol  €vag €0MTEPIKOG TEAATNG OMOLNCONTOTE VLIWOBETNONG  GLOTHUATOG

CRM.(Avlonitis & Panagopoulos, 2005)

4 "Epevva,

4.1 Mebodoroyia

Y10 TAaiclo TG vAomoinong TG Tapovcag epyaciag dieEnyaya Epgvva pe TNV PEH0SO TOV EPOTNLATOAOYIOV.
O1 £pOTOELS £yvay UE TN HOPPT TPOCOTIKOV cuVeEVIELEE®Y 6e atehéyn tng DataCommunication A.E. mov
npaypatoroovy Epya CRM (MicrosoftDynamicsCRM)kat ta vrootpilovv teyvikd kafmdg Kol o€ oTeléY
ov ypnoorolovy v mhateoppra CRMevtog g etaipeiag. H dadwacio ntov apketd ypovofopa aild
TaVTOYPOVA 110iTEPA EVOLOPEPOVGO KaBMG 01 AvBpwmol Tov pov d1€Becav Tov xpdvo Tovg, Hov pilnoav péca
oo TIG EUMEPiEG TOVG KoL PE TNV eumelpio. and v dovAeld Tovg Kupiog mepi otpatnykng CRMxat mog

EVIOYVETOL 1] ETOPLKN YVOON HEGA At AVTO TO GUGTNLLA.
AtyardyiayatnvData Communication A.E.

H Data Communication A.E. 18pvfnketo 1987. 'Exet ¢ aviikeiggvo OJpaoctnplomntog v Topoyn
OAOKANPOUEVOV ADGEDV TANPOPOPIKNG GE EMYEIPNGELS KOL OPYOVIGUOVS TOV O1MTIKOD Kol O1UOGIOV TOUED,
koOdC kol o AOYIOTIKG ypageio. XvykotoAéyetor UETAED TV UEYOAVLTEPOV EAMMNVIKAOV ETOIPIOV
TANPOPOPIKNG OGOV APOPE OTIS EYKOTAGTAGELS EMLYELPTGLOKOD AOYIGHIKOD Kol Kotéyel Nyetikny 0éon oty
ayopd Aoyloutkod oo Aoylotikd ypoeeio. H Data Communication €yl ouvdyel and 1o 2004 otpotnykn

ovvepyaoio pe ™) Microsoft ¢ MicrosoftPartner.
H etaipio dwabéter 2 topeic dpaoctnprotnrog:

e Avamtuén domapayduevov Aoyiouikod Emyeipnotoxng kot Aoylotikng Ataygipiong, kafdg Kot

Aweipiong AvBpamrivov Avvautkod kot MicBodociog
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Anpovpyio e€gdikevpévav Aoemv KABeT@V ayop®dV Kal vAOToiNon Epywv Paciouévey og
epappoyéc ERP, CRM, DocumentManagement tn¢ Microsoft, mov amevfbvoviol ce entyelpnoels e

oLVOETEG OVAYKEC

Axolovbel 10 EpOTNLOTOAOYLO TTOV YPNGLOTOINGOL:

10.

11.

Ye 11 gldovg emyelpnoelg anevBovetat Eva cvuotnua CRM kot g dieukoAbveL Ty Agttovpyia Tovg;
Amote pog Kamowo Topadeiypata.

Me motov tpdmo éva cvotnuo. CRM umopei va evioyhoel Ty €Taupikn yvoon Kot 6€ Tt foduo;

T axpipdc TAnpogopieg/dedopéva amobnievete 6to cvotnua CRM;

[eprypbyte, emiong, Tig dtadikaciec Tov akolovbeite.

[1660 cuyva ypnoipomotovy ot epyalouevol pog entyeipnong to ovotmue CRM; Tt gidovg
TANPOPOPIEG GLAAEYOLV Y10l TOVG TEAATES TOVG; ADGTE LaG EVOL TOPAOELY AL

[Totog ivat 0 TPOTOG YPHONG/YPNCILOTNTA CLTAOV TV TANPOPOPLDV;

Yemo1ovg Topelg (Sradikaoieg, Tpoidvta, CLGTHOTO KAT.) a&loToLEiTaL OVTH 1)

yvoon;

[Toco a&dmicteg ivat ot TAnpoopieg mov cuAAEyovTal and Eva cvatnuo CRM yuo tov meddn pog
EMLYEIPNOMNG KO TIG OVALYKEG TOV;

Ocopeite 10 cvom o CRM mg éva avarntu&lokd/cTpatnykd epyaieio;

Y0g TOPUKOAD TEPLYPAYTE KATOL0 EVOEIKTIKG (TPpOSPaTH) Tapadelyota/Epya mov tocvotnuo CRM
émonée €va TéTolo poro.

Bewpeite 611 T0 cvotro CRM umopei va dtopopomomcet pia emygipnon amd tovavioyovioud; Me
TO10V TPOTO;

®a pumopovoate va pag meptypayete évo épyo CRM mov dhiace Tnv ToKTiKn dpaonc/mpocsyylong
LL0G ETLEIPNONE TPOG TOVE TEAGTEG TNG;

[Totog ivat o poLog TV xpnoT®dV Tov cuotHuatog CRM otny yevikdtepn epoppoyr| TOL GE pa
emyeipnon;

[Mowa péAn o emtyeipnong givatl avtd 1oL ETOEEAOVVTAL TEPIETOTEPO UEGM TOV cuothuatog CRM;
Me mowov tpdmo;

4.2 Amnotedéopato TG EpELVOG

A7d 10 TOPUTAVE EPOTNUATOAOYLIO TPOEKLY AV Ot EENG DepTIKEG EVOTNTEG :

Emyeipnon kot CRM — i ypnopdtnta g mAateopog
To CRMa¢ apmydc g ETaUpIKng yvhong
Avantoén otpatnyuig péoco CRM

‘Epya CRM- tw¢ avtd Bondncayv toug opyavicong

26



Customer Relationship Management: [1wg 1 dtoyeipiorn TEAATEIOKDY GYEGEDV UTOPEL VO EVIGYDCEL TNV
ETALPIKT] YVOOT| KOL TNV GTPOTNYIKY TOV ETYEIPTICEDV

42.1 Emyeipnon kot CRM — n ypnodtnta g mAateopuog

Avappiofrmra 1o CRManotelel po oAl ypioyn mAaT@Ope TANPOPOPLOV Yo Evav opyovicuod. Baoiko
pOAO oTNV JUOPP®GCT) TOL Kot TO0 Kotd mOso Ba amoteAécsel éva ypnoilo epydieio yuo v emyeipnon,
noilovv ot ypnoteg avtov. Ao TG cuvevtenéelg Twv oteleydv ¢ DataCommunicationA.E. kot tewv 6vo
TAELPAV, TOV PETEYOVTEG GTNV VAOTOINGT €VOC GLUGTILOTOC OO TNV TAOANGY TOL UEXPL KOL TNV VITOGTNPLEN
OV 0AAG Kot amd Tovg ¥pNoteg Tov cuothipatog CRMG 1d1ag g emyeipnong, déxnKa KowEg amavTioELS.
Kotd yevikn opoloyia Aowdv, ov avBpomor mailovv kabopiotikd poAo ce €va TETO0 TMEANTOKEVIPLKO

oLGTI LA

Ta onuepwvd cvompuato CRMéyovv v duvaToOTNTA EAEYYOV TMOV XPNOTOV. LVYKEKPYEVA, OVOAOYO LE TO
pOAO TOL &VTOG UlOG EMyelpnoNg, O XPNOTNG UmOopel va Ogl Kol vo eneEepyactel pepovopévo media g
TAUTEOPLOG, VO 0KOAOLONGEL KATOEG dladIKAGiES YOI OLVOTOTNTA EMAOYNG KAl €V TEAEL Vo amoBnkedoeL
™V mAnpopopia mov £€xel GLAAEEEL amd TNV B€0Tm TOL Yl AOYUPLIGUOL TOV OPYOVIGHOV. XTIC Oepatikcég
evotnteg mov Bo éyel mpdoPacn Aowmdy, Ba ddoel TV duvatdTNTO GTOV TPOIGTAUEVO TOVL Qgp’ EWElV va
eréyEer v dovdeld tov. Méoa amd éva TéTol0 cVGTNUA pUmopel M dloiknom vo mopakoiovbel  report
TOPOYDYIKOTTAG 0AAG Kol ot 5101 ot epyaldpevol umopovv vo yivouv mo mopaywyikoi. Q6tdc0, avtd To
OTOTELECUOTA UTOPOLV VO TOL EYOLV Ol OPYOVICUOL TOL €YOVV EVOTEPVIOTEL TNV QLA0GOQI0 €VOG
CustomerRelationshipManagementovotiuatog. Kotd yevikn moapoadoyn tov cvvevievéalopsvov, ov éva

CRMbeyv yivel omodextd amod o entyeipnon 6gv 0o amoteAéoel ToTé £va, YPNCIUO EPYOAELD YU aOTAV.

«To ueyaldtepo croiynua mwov mPEmEL vo kKEPONOel omo Evav opyaviouo, &ivar va 10 YpHOLUOTOIODV 01

gpyalopevor kai vo, Katavonaovy v olio Tovy, pag AEEL YopoKTNPLOTIKA SENiortoAntmg mpoidvieov CRM.

ToCRM Bpioketonr omnv ayopd pHe TOAAEG emAOYEC.ATO dwpedv Avoelg péypt wwitepa oKpPEC mov
OTOTELODV OMUOVTIKY EMEVOLOT Yol €vav OpYOVIGHO. YTOAPYOLV TEPIMTDOELS EMXEPNOE®V TOV UETE amd
amogaotn g oloiknong eméleav Avoelg CRM oArd dev Tic eméfoloy GTO TPOCHOTIKO LE OMOTEAEGHO EVaL
tét010 gpyaieio va analimbel. Avtifeta pe éva ERPovotnua mov dev pmopel va amopprefet kabbg oyetileton
LE TILOAGYNON TPOTOVIWOV Kol VINPESIDV Kol akoAovbel dradikacieg Pdoet vopobesiag, to CRMéyet va kdvet
LE TNV ETALPIKT] KOVATOVPA Kot TNV SLIBECT] TOV YPNOTOV VA TO KAVOLV KOUUATL TG KOONUEPIVOTNTOG TOVG
Kot vo a&lomotoovy TIC duvatdTNTEG TOV. Xiyovpa, onuaivov poio mailel M ekmaidevon mAveO otV

TAQTQOPLLOL.

« 2g KOmO10 TEAATH OV, DTHPYE EPYOLOUEVOS O OTOTIOG EPAETE KATOIES EVEPYELES TTOV EMPETE VO. YIVOLY KO TIG
EKAEIVE, EVOEYOUEVIS OTO GYVOI0, XWPIS Va. TG 0vadETel TPOS VAOTOINGN 0€ KATO10V GALO UE ATOTELETUO. OVTH 1
TANPOQYOPIa Vo, YOVETEKOL O YPHOTHG VO KOTHYOPEL TO COOTHILO. OTL OEV AEITOVPYEDY, TAPASELY O TOV LOG E0MCE

consultanttov CRMkau oyetiCeton kabapd pe TV 66T EKTAIdELOT.
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Ag vroBécovpe Aomov, mog éva CRMovotnpa yivetor omodektd and T0 TPOcOTIKO VOG opyavicrod. Me

MO0V TPOTO PIOPEL Vo TOVS OVEL PT|GIULO;

Ymépyovv Karoi Kot KOKOL ¥prOTEG TOL GLGTIUOTOC, KOl AVTIGTOLYM GTOVG LEV QAIVETAL XPNGLULO GTOVGS OE OyL.
‘Evag kahdg ypnotcCRM, pmopei va Bsmpnbei avtdg mov ayoamder 10 cOHotnua, avoyvopilel Tog M
Kanuepvotra tov otnpiletor g avTd Kot Pmopel va yivel KOADTEPOG GTNV SOVAELL TOV YPNGLOTOLDVTOG
10. Xg o emtyeipnon PéPara, vhpyovy opioUEVOL TOV ETOOEAOVVTOL TEPIGCOTEPO TOV VIOAOIT®V amd TO
OoUOTNUO Kol OVTO €xel va kdvel kabapd Kot povo amd v evon g dovAeldg tove. Evag mointmg yw
TOPASEIYIA, UE OVTO UTOPEL Vo TOPOKOAOLOEL TO TEAATOAOYIO TOV, TL EPYACIEC EYEL VA KAVEL EVIOG TNG
nuépog, va PAETEL Ta pavtefod Tov, Vo TO XPNOLLOTOIEL Kot EKTOG YPOPEIOV GE U0 TOUTAETA 1] TO KIVITO TOL
TNAEP@VO, VO EYEL U0, GOPN EIKOVA Y10 TOV TTEAUTN TOL OO TNV KOPTEAD TOV KOl VO EIVOL TPOETOLUAGHUEVOS
Y0 TNV EMKOWV®VIN TOV pe avTdV K.o. AKoAovbel pon epyacidv péca amd to ovotnue CRMmov tov Bonbovv
VO OPYOVAVEL TNV SOLAEIN TOV Y, TOGES EVKOIPIEC TOANGNC £XO GE L0 GUYKEKPLUEVT] TEPLOYT KO TL TOGOCTO
EMTLYIOG UTOPD VO, £(® O GLYKEKPIUEVT Katnyopia mehatdv. Ot TAnpoeopieg mov umopei va Ppet oty

KapTELQ TOL TEAGTT TOV Bon0ovv 1dtaitepa oty emkovovia poali tov.

«Exovtag évo, 0pyovmuéVvo 16TOPIKO ETIKOIVWVIMDY UE TOV TEACTY], OIEVKOADVOUAL OTHV TOKTIKH 7oL O

oKoAoVONOoW aTNY EMOUEV TWAGN 1] OTNV YEVIKOTEPY] AVTIUETDTLON EVOS TEALTHY

«Eivou 1o mpwto mpdypo mov avoiyw 1o mpwi 1e T0 TOL PTAV® GT0 YPOPELO KOl TO TEAEDTOIO TOV KAEIVW TPIV
pbyw. Xwpis avtd, dev umopa va doviéww!y, pog gimav ypnoteg tov CRMtng DataCommunication, mointég

1310TOPAYOUEV®Y TPOTOVTOV.

H ypnowoétra t1ooCRM, opdpmva, dev €xel va kdaver pe to €idog 1 to péyebog piog emyeipnone. To
CRMumopel va epaplootel 6€ OA®MV TOV EWOMV TIG EMYEPTOELS MKPES ) LEYOAES, e SUPOPETIKO AVTIKEIUEVO
dpaotnpotntog. Xpnowo epyoieio Opmg pmopel va eavel oe avtég mov Palovv oe mpotepaldTnTAL TOV
nerdrtn. Enedn 1o CRMpumopel va epoppootel ko va yTiotel TAve OTIC OVAYKEG TOL OPYOVIGHOV, TO
oLYYpOve cuoTuata dev gival ami®dg o Baon mehatoloyiov oAAG amoTeEAOVV ADGELS Y10 TIG AVAYKES TOV

TEAT.

«To uéAov tov CRM, érwe 1o yopaxtnpilovv or leaders e ayopdc Salesforce xou Microsoft, fo sivar o
XRM. Glovv éva epyaleio mov dev Oa tovg Topéyel 1wovo to. facika aroyeio evog melaty olAd, Oa. diver Abon

oty ovaykn tovly, pog Aéer mwintc CRM.

Avapeiofnmra, évo CRMtov onuepa, €xel SuvaTOTNTEG TOL UTOPOVV VO SEVKOADVOLV UEYPL KOl TNV
TapaKoAovOnon evog oAOKANPOL €pyov HECOH OMO OUTO. ZUYKEKPLUEVO, TAEOV O €va TPOYPOUL
MSprojectarhmg kataypdeelc v mopeia Tov pyov cov evd péca and to ProjectManagementtov CRM

Umopeilc va mapakoAlovbeic T0 £pyo GOL ¥POVIKA, OIKOVOUIKE, TG TAVE Ol TOPOL GOV KTA. XVVETMG, EVaG
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OPYAVIGUOGC KAVOVTOG TNV GUYKEKPLUEVN €MEVOLOT UTOPEL Vo eVDGEL TOAAOVG KAAGOLG OV TBAVOV TOLG

dTNPOVGE YDPLO GE L0, KO TAATQOPUO UE EEQPETIKA TOAAES OLVATOTNTEC.

4.2.2 To CRM o¢ apwyds TG ETAPIKNG YVAOONG

O TAnpogopieg mov umopoHv vo omobnkentodv 6€ £va TETOL0 TEAATOKEVTIPIKO GUGTNUA ivol TOAAEG. ZTig
uépeg pog, ot TAateopueg CRMumopovv va cuvdedoldv Kot pe GAL VTOGLOTHLOTO UING ETLXEIPTIONG KoL VO,
oVAAEEOVY TANpOQOpieg amd mavtov, mavta PERoie pe odnyd v evpomdiky odnyie GDPR, yw v
TPOOTAGIO. TOV TPOCOTIKOV dedopévav.Awbétovy yvoowakn Paon (knowledgebase), salesliterature,
KOUTAvVieG LAPKETIVYK VOIGTALEVEG 1| TOV aviiKouy 6To TopeABdY kot Pfondntikd VAIKO Yo kébe Topéa TG
emyeipnong. Emedn, to CRMamotelel o Kavil emkovoviag oyt povo petah meddtn Ko entyeipnong oArd
Kot OA®V TV PEADV TNG 1010¢ NG emyelipnong, kel o1 YpNoTEG UITOPOVV VO, AVTATIGOVY TANPOPOPIES TTOV TOVG

elval amapaitnteg yio vo eEuINPETNOOVY TEAUTEG KOl GLVAGELPOVG TOVC.

Ta Bacikd otoryeio mov pmopel va det kdmolog yo évay Teddtn péoa and po mAateoppe. CRMeivon ta e&ng :
OVOUATENMVV O, Tomobesia g emyeipnong Tov, TMAEQmvo emkovaviag, faxikar nAiektpovikd tayvdpopeio,
contacts(pe o0V EMKOVOVOVLE OE VTN TNV EXLYEIPNON), TO TPOIOVTA TTOV £XEL AYOPACEL OO TNV EMLYEIPNON
Hog M ov TPOKELTOL Yot OLUVNTIKO TEAGTN TUL TPOIOV OVTOYOVICHOD OloféTeEl K.0. EEKIVOVTOS WE OULTA,
T0CRMumopel ot cuvéyeia vo EUTAOVTIGTEL e TANPOPOPIES OO EMKOVAOVIEG TV YPNOTAV LE TOV TEAATN N
TO QVTIGTPOPO, LE TAPATOVH TOV TEAATT), LE EKONADGCELS EVOLLPEPOVTOG Y10 TTPOTOVTO KOl VN PEGIEG Kot 161G
pue v dpactnpiomro Tov ota Socialmedia kot kdmown dmoyn mov eEEPpace Yoo TV ETOUPEiD. TOV
ovvepyaletal. Emopéveg yio éva opyoaviopd, 660 mepIocoTep TANpoPopia £xel amobnkevpévn evtodg Tov
CUGTNUOTOC TOV Yot TOV TEAGTN TOGO TO dvvatdv peyorvtepn e&umnpétnon pmopel va tov mapéyelt. Ot
TANPOPOpiec OV Kataywpovvtal 6to CRM, dnpovpyovv pio vonti aAvcido mAnpo@opidv 6mov o kabévag

CLUTANPDVEL AVTA TOV YVOPILEL VIO TOV TEAUTN UE AMMTEPO GKOTO TV KAADTEPN cuvepyasia pall Tov.

«H yvadon eivar dvvoun, n minpopopia givor dvvaun kor va unv Eexviue kai v diadikaoio. twv Cross-sales

uéoo, ard to CRM», towintig CRM.

Méoa amd Tig cuvevtenEelg mov debynoay, £yve GaQLC TG 1) ETALPIKY] YVAGCT EVICYLETOL W1{TEPA OO EVal
CRMovomua. H mlatedppa CRM kodvmtel apketong TOUEIG o emyeipnong OTms ToV KOKAO TOANGNG, TO
customercare, v teyvikn vrootnPign, mMbavov Kdmolovg TeXVIKovg o éva medio k.o H Pacikn yvoon oe
oxéon UE TOV WEAATN OOYEETOL PEC® TNG TAATQOPUOS PLGIKA £POGOV €xel amotunwbhel 0GTA Amd TOLG
xpNotes @ «Emeion to CRM eivar éva ededlBspo obathua, Eyovue v TAoN UEPIKES POPES Vo. amobnKedovue
TAnpogopies mov Jev puag eivor yproiues koi ev téiel un aliomomaoiuesy, consultantCRM.Emopévec, yuo o
axoun eopd moilovv poAo M ¥PNOTEC TOL GLGTHLOTOC KOl 1] EKTAIOEVOT] TOVG. X& OPKETA TAPASELYLOTO TOV
pov édmaoav to, otedéyn ¢ DataCommunication, mapovcidloviay avBpmmotl Tov adtapopodcay va pddovv

va yepiloviatl v TAOTEOPUO. L& GUYKEKPLUEVO TOPAOELYLOL [ ETLYEIPNONG UE EUTOPLO TETPOUAT®V, Ol
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xpnoteg tov CRMapvinkav vo dovAéyouy péca amd TV TAATEOPUO Kol EVA 1) EXEVOVCT] NTAV OPKETA
peydAn miéov povo 1-2 dropa tnv ¥pnopomotovyv. Apvinorn LIAPYEL EMIONG KOl OO GTOMO UEYOADTEPTS

nAkioag mov £xovv HabeL vo Sotnpovv TIC TANPOPOPIEG GE TPOCHOTIKA apyeio, 1] o€ kdmoto excel.

Qotdco,n ETOIPIKN YVOON OV €lval HOVO Ol TANPOPOPIEG TOL KATAXMPOVVIAL Yot TOV TEAATY ONO TIC
EMKOVOVIEG TOV pel®V &gvog opyavicpov. To CRM, étol omwg €xel dopopembel v onuepvny emoyn
amotelel Tov Pacikd poyAd cuvepyaciog emyelpnocmv Kot teratov. apéyet Tic Aoelg oTov opyoviopd Kot
KOADTTEL TI§ avaykeg Tov meratdv tov. Ot emyelpnioclc mov dev dbétovy KAmolo T€Tol0 gpyoieio, dgv
UTopohV Vo, aKOAOVONGOLV TG TACELS TIG AYOPAS, OEV OTOKTOVY EDKOAN OVTOYWMVIGTIKG TAEOVEKTNUATA, OEV
xopalovv oTpaTnyIKn Kot ovTo Yati 0ev a&lomotovyv aAAd 00TE Kol amofnKeovY KATOL TNV YVMOGT Y10 TOVG

TEAMATEC TOVG,

«H mlnpogopio mwov umopeic va amoBnkeboeis yio tov werdty eivar uéypt koi mote givai ta. yevébiio tov yia va

700V oTellElS o evyntipio. kaptaly , tointig CRM.

4.2.3 Avantoén otpatnywng péco CRM

«To CRM ané uovo tov dev eivar atpornyixé epyoieio!»,consultantCRM.

[Ipaypott to CRM, dev amoterel otpatnyikd epyoreio. e cuvdLAGUO OU®E ME TOV AVOpOTO Kal TIC
dUVATOTNTEG TOL MG GCVOTNUA LITOPEL VO PEATIDGEL TIC GTPOUTNYIKES KIVIIGEIS TOV 0pYavIGH®V. Ot TANpopopieg
OV GLAAEYOVTOL divouv TV duvartdtnto o KAmolov va kavel otpotnykt. Eival Eexdbapo 6tL oty emoyn
Hog, to ovotnuato Ponfodv TIC TPUKTIKEG TOV ETUPEIDV. XtV mepintwon ¢ mhlatedpuag CRM, ta
OTTOTEAECLOTO HIOG KOUTAVIOG TOANCE®Y Yoo Topddstypo divovv otolyeion uéco omd to reportsyio v
emrtuyio M 6L, U0 GUYKEKPIUEVIC TAKTIKNG OV akoAovdnOnke. H dioiknon umopel va mapet ta amoteléouata
kot vo, Ta aEloAoYAoEL, TL TYE KoAG TL Tye doynuo kot vo kwvnbel avaidywmg. Emiong, n dvvoatdmra
obvdeong g mhotpoprog CRM pe to e-mails mov otédvel Evag opyaviopogoTovg meAdteg Tov, Tov divel To
TAEOVEKTN LA Vo, 0ELOAOYNGEL TIG TPOTIUNGELS TOV KOwov. [ mopddetypa pio extyeipnon pe nAeKTpikd €iomn,
OTaV OTEAVEL EVILEPADGELS Y10 TPOSPOPEG GTOVG TEAATES NG U e Paon CRMand micw, uropel va dgt mésot
avoi&av to e-mail, tdoeg Popéc Kat o0 TPOIGV TOVG EVOIEPEPE MEPLGOOTEPO. AVTOMATA dNLOVPYEITAL [Ia
YKApO TELOTOV HE CLYKEKPIUEVT TPOTIUNGT OV YIUTi VO NV OVTUTPOCMOTEVOVV KAl TNV TACT NG ayopds. O
EKOOTOTE OPYOVIOCUOG EMOUEVMG, WTOPEL VO OPOLOAOYNGEL TNV EMOUEVY] KOUTAVIO TOV, GE GTOYELUEVOLG

TeEAATEG 1) OUASES TEAUTMOVKOL VO, BEATIOCEL TIG TOANGELG TOV.

Emuwhiéov, péoa amd to CRMumopei £évag opyaviouog vo TopaKOAOVONGEL GULUTEPLPOPES TEAUTMV.

Xopaktplotikd Topadetypa, pov 060nke and éva nointy CRM :

«Mia ueyoln alvoido yovoikeiwv podywv, ypnoiporoiwvias 10 CRM w¢ faociko omodéxty minpopopiav yia

TOVG TEAGTES THG, OTO TO IO POPELUO, TOVS OPECEL UEYPL KOI TO OO WO KOTAOTHUO TO GYOPOGOV KOl O
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OVVODAOUO e GAAG OVOTHUOTO TOV OVEADGOY QVTES TIC TANPOPOPIES, KaTHYOpLOTOINTE TOVS TEAaTeS TS, H

nhikiaxy oudoa 18-25 wov ayopaoce 1o pol popeua péTog T0 KaAokaipt kai oty TG0 mEPLOXN TS AORVOCY

Onwg yiveton avtiinmtd, to CRMpumopel va 0moteAécel T0 TPMOTO GKAAOTATL AVATTVUENG LG GTPATIYIKNG OE
oLVOLOCHO PLOIKA Kol pe avOpdmivo dvvapKkd ToL opyovicpov. Avtod Tov €l00Vg TIG AVOADGELS TIg
tomobetovpe oty kotnyopia tov artificialintelligencecvompdtov, to omoior £xovv MO apyiocsl vo pag
detyvouv 1o péAhov. O cvvovacpog ERPkat CRM, eivor avtd mov propei va fondicel 6ty oTpatytkn g

emyeipnong kabmg to €va Ba £pbet va cuuminpdcet to dAro.

Inuovtikég etvar Kot TAnpogopieg mov pmopel vo oG SMCEL Kol GE GYECT| LE TOV OVIAYOVICUO. AT TIC
GULVEVTELEELS IOV GLYKEVIPWOGO, L0 KOWT dmoyn Tov 0Tt yvopilovtag Tov avtay®vicd aeevog UTopel Evog
OpYAVIGUOG Vo Opaoel TPOKATUPOAMKE OPETEPOL VO YOPAEEL KOAVTEPA TIG OTPATNYIKEG Kvioelg tov. H
dvvaun G TPOTIAG GE [ KOUmavio 1 éva Tpoidv mov Bo KoAvyeL pio ovAykn Kol HOAGTO TV COGTN
YPOVIKY| TePiodo, ylo mapddetypo kovtd otnv ANEn tov cvpPoraiov TOL TEAGTN LE TNV OVTIOYOVIGTPLO

etopeia, omoTeELEl TPOVOLLILO.

Qot6c0, VIAPYEL Kot M Gmoymn TG He KakoOS yproteg Oa pmopodoe vo amoTteAEcEL AVTI-OvVATTLELNKO
epyoreio kot Wiaitepa ypopelokpatikd. H kaxn kataydpnon tAnpopopidv, tov divel AavBacuéva reportskon
ev Téhel yivetor Tpoyomédn oty avAmTLuEn OTPATNYIKNG, TOAL £XEL VO KAVEL PE TOVG ovOpdmovg. Apyd M
YPNYOPQ TAVIMG, [0, TETOW TAKTIKY avTipetdnions Tov CRM mov ot yproteg 10 PAEmOLY cav eumddlo otV
OOVAELYL TOVG KOl TO OTAEUDVOLV YIVETAL AVTIANTITO Atd TOLG S101KOVVTEG 01 0moiol AapPdvouv Ta KaTdAANnAa

HéTpaL.

4.2.4 ’Epya CRM — g avtd fornoav tovg opyavicpods

HData CommunicationA.EcivoauGold Partner tcMicrosoft. To MicrosoftDynamicsCRM, eivar omd 1o
Kuplopyo GLOTAUOTE SLUEIPIONG TEANTEINKDV GYECEDV KOl Ol TEPICGOTEPOL OPYAVIGHOL 7oV avalnTodv
Moelg CRM otpépovian oe avtd. Méoa and Tig cuvevievéelg tov otedeyd@v tg Data, anpo opxetd
TOPASEYLLOTO EMTUYNUEVOVY EQAPUOY®V TOV cuoTthinatog CRMoOyL novo pe épya g id1ag g etoupeiog ahid

Kot £pya TV ovOpOT®V TG, 0TV PPlokoTay 6g Kamoto dAAN etarpeia.
e To mpdro £pyo apopd Ge emtyeipnomn GTOV YOPO TS EVEPYELNG.

O KAGOOC aTOG TOL TELELTALO POV, EYEL EVAV EVTOVO QVTAYMVIGHO KOOMG Ol ETOLPEIEC TAPOYNS EVEPYELNG,
elval TAgov moAAEC Ko Oyt uévo 1 AEH mov malotdtepa tav o pdvog mhpoyos. XTo GLYKEKPLUEVO Case, o
meAdNC dlatnpovoe éva cuatnua oL Euotale pe CRMaild giye Kupimg TEXVIKG YOPOKTNPLOTIKG Kol TEPVGL
pe o, aAloyn mov €ywve otnv vopobecsio avaykaotnke a@evog Vo GTAGEL GT0 dLO MG OPYOVICUOS OAAG
TOVTOYPOVO, VO OTOKTAGEL €V CUOTNUO HE  TEANTOKEVTIPIKO yopoktipa. H ovo véeg etoupeieg,

dtopopemdnKay ®g e&Ng : 1 Wi givor 1 eTopeio dStovopng ko 1 GAAN givor 1 eTapeio epmopiog. Ot dvo Tovg
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EMKOVOVOUV UEGO, omd évo, portalie cuykekpluéves S1081KOGIEG KoL 1] L0 EXKOWVOVEL [E TOV TEAATN péoa
amd évo, dAlo portal. O mehdtng €xer evnuépmon topo omd Eva devtepoportal, dmov ko pmopel va PAémet
TANPOPOPIES Y10 TOV AOYOPLOGHO TOV KOl VO, ETIKOV®VEL Kol UE TOV TApoy0. TOTELATOAOYIO gival Koo Kol
¢tol ytiotke amd TV apyn PAuo PrAuno, Eva ovoTNUO  SlOYEIPIONG TEAATMOV HE GULYKEKPIUEVEG

TOPOUETPOTOMGELS OO TOVG TPOYPOLULUATIOTES.

To ovykekpipévo casede, £xet WOHTEPO EVOLAPEPOV YIOTL OL QAAAYES GTOV YMPO TIG EVEPYEWS Kot AGY® TOV
TPOOVAPEPDEVTOG UEYOAOV AVIUYWOVIOUOD UTOPEL VO EMPEPOVY KOOMUEPIVEG aAlayéG oto cvotnua. [a
TOPASELYUO OV O OVTOYOVIGUOG TPOYOPNOEL e Kamowe €101k mpoo@opd, ot consultantskodovvtol va ™
SIUOPPDGOLV KOl GTOV OPYOVIGHO OUTO Ui VEQ TPOGPOPE Kot £TGL 00TYOVLOOTE GE GUVEXOUEVT avATTTLEN
TOV ovothuatog, pe vroovothiuate (modules) ktd. Kigivovtag ailel vo ava@épm OTL 0 GUYKEKPIUEVOG
meAdNG, ne v xpnom tov CRM,abénce 10 mehatordyto Tov dpapatikd kot ayyiEe tovg 100.000 mteldteg 0

xpoOVO.
o To emduevo £pyo gival amd 10 YHOPO TNG YUAAKTOPLOUNYOVIOGC.

Muo, peydin yoroktoptounyavic, e TEPAGTIO TOIKIAIC TPOIOVIMV KOl SPAGTNPLOTHTMV AEITOVPYOVGE OAES TIC
povadec g ue excel. Amopdoice houtdv, va gumiotevtel v emhoyr tov CRMya va, opyavdcet kodbtepa Tig
dpaoelc ¢ oe pia kown TAatedppa. Eixe 4 Pacikodc KAAO0VG : TOVG 1TPIKoDS EMGKETTEC OL OTOioL Elyov
TNV EMOTMTEIN GUYKEKPEVOV TPOTOVTIOV Yio TOUdL) KO EVAAIKES, TOLG TOANTEC TNG €TOIPEING Ol 0moiol
EByotvay oTo KOTOGTUOTO UE TOUTAETES Kol TpomBovoay moapayyeieg 1 Eleyyav amobfiKeg Le EUTOPELUATA,
To. POPTNYA- JVOUEIG TOVG 0TOI0VG AVTIUETOTI OV GOV EEXMPLIOTEG OVIOTNTES KOL TO. ECMTEPIKO TUNUOTO
UAPKETIVYK, TOAMGCEOV Kol Koumavidv. Onmg sivar avepd, empdkerto yio Eva SVOKOAO Casekol pio
ovvepyaoio ToAAGV dtopopeTikav kKAadmv. To CRMepoapuootnke otov opyavicud pe Eexmplotéc Oepatikég
EVOTNTEG AVAAOYO LE TO POLO TOL KOOEVOS KOl PUGIKA OGO 710 EDKOAO Kol GIAKO TPOC TOVE YPNOTES YIVOTOV
x0pic moAAG Pripata 1 kivioels. Oha kKOANGoY oplaAd Kot 1 etarpeio mhovov va viofetioet Kot TNy priocopio

tov CRM «xoat otig Buyatpikég povadeg g oto eE®TEPIKO.
o Avamtvén vmocvotudtav (modules) tov CRM otov ydpo ¢ avtokvitolopunyoviag

H ovykekpipévn enyeipnon npocéyyile TEAATES TOL KLPIWOC EXKOIVOVODY UEGH 0O 16TOGEAIDEG Kot H0eAe N
TANPOQOpio. e KAmowo TPOmo vo ocvvdéstor pe to CRM. H Adon 060nke dueca xoabhg vrnpye
dwabécuomodule mov vo ocvvdéer to e-mail pe 1o CRM kat va 1o kdvel anevbeiog eyypagr evidg g
mhoteopuag. Emiong, avti n duvotdmra £00cE TNV EVNUEPMOOT] 6TO GUOTNUN Vo YVOpilel TO10¢ TEAATNG
0é et va kdver testdrivece K4mo10 avTokiviTo Kot OTav T0 HOVTELD MTavV SIAOEGIUO GVTOLOTO TOV E100TOIOVGE.
HopddAnio Tov evnuép®ve Kol ylo TO KOWOUPYLO. HOVTEAN TOL KLUKAOQPOPNGOV OTO TAGIGLO TNG VEOS
KOUTAviag. Xtnv ovcio Jlevkoluve TNV KOONUEPIVOTNTO TOV YPNOTOV Kol EPEPE MO KOVIA TOLG TIG

TANPOQOpPieg TOL YPEIALOVTOV Y10 TOVG TEAVTEG.
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5 Xvumepacuorto

O épeuva Tave oty epopuoyn Tov CRM evidc tov emyelpnoemv £6€1EE TOG N TPAYUOTIKOTNTO EPYETOL VO
emPepornoet ) Oewpia. H epappoyn evoc Guotipatog S1oygipiong TELATEINKDY GYECEMVY, GE L0 ETOYT OTMG
1 TOPIVI TOL O OVTUYOVIGUOG Elval LEYOLOG, OTOTEAEL Y10, [0, ETLyElpno” Lo coPapn amdeaoT Tov TaVOV
vo emEEPEL OAAAYEC. ZOVIHOMC, 1 ETOUPIKT KOLATOVPO KOl TO TMG KVAG 1 Kabnuepvotta PEGOH GE Evav
opyavicpud etvar to ovvion gumddlol TOL GLVAVTA KOVEIG OGOV apopd oty aiiayn. H dwolknon pog
emyeipnong opeilel va PEATIOCEL TI POEG TOV EPYOCIOV TOV OMAOD TNG TOPEAANAL OPMG KOAO etval va punv

T1G EMPAAAEL GTO TPOSOMIKO TNG, GAAG AVTIBETO VO TOVG TAPOVGLAGEL TAL OQEAT TNG EMAOYNG TNG.

Ymv Oewpia €idape 0Tl Yoo va pmopécel vo, aflomombel 1 €TOPIKY YVAOOT KOl Ol TANPOQPOPIEG Y10 TOVC
TEAMATEG AALA Kot TOV 1010 TOV OAO, TPENEL Vo, enéADEL KAmO10 €100VG ALY TNG OPYOVOTIKNG SOUNG HLOG
emyeipnong. Méca amd v TAatedpua, Yvopilovpe Toug TEAGTEG HOC Kol eldae TOG pog To emPepainoay
kot ot GvBpmmot tng Data. Enueiocoav BEPata g yioo vo umopEGOLUE Vo TUPOVUE AELOTIOTEG TANPOPOPIES
pécsa and 1o cvotnua CRM, mpénet o yprfioteg va ivon a&idmiotor kot exmotdevpévol. A&ieL va avapépovpe
OTL 01 TEPLGGATEPOL GLUAOL TOV YPTGLLOTOLOVV it TETOL TAATQOPLLN, AKOAOVHOVY GUYKEKPLUEVES SLOOIKAGIES
KoTompnong, ormwe kar 1 DataCommunicationov éyel motonoinon 1SO9001wg npog v mpomdOnon twv
TPOIOVIOV NG KOl TNV VTOSTHPEN TOV TEAOT®OV TNG. Av akoAovdnbovv cwotd ot dadikacieg 1 yvoon
OloEETal EVKOAOTEPO KOL GE OCLVOVLAGCUO e TNV gumelpiae evOg TOANTY Yoo TapAdelypa, odnyel o€ Lo
EMTUYNUEVN eEUINPETNON €VOC TEAATN KOl I0MG G€ Lo VEX TOANGT. Xiyovpa TAVTIMG oV OV EVOTEPVIOTELG
Vv KovAtovpa Tov CRM kot dev pmopéoelg vo to kavelg Kopudtt cov, éva T€tolo cvotnue ogv Bo oe

BonOnoet amd povo tov otV AdENOoT TG TOPAYWYIKOTNTAG GOV.

Ot anmavtioeig tov cvvevtev&alopevov, pdav emiong va emPefardcovy OTL 01 YVMOGELS TOL APOPOVY GTOVGS
neddreg yopilovioar og Katnyopieg. Ymhpyovv Pocikd otolyeios TEAATMOV, TO. AEYOUEVO KOl ONUOYPOQIKA
oToleio Tov pmopel Kaveig vo KoTaypayel og TANpoeopia yio. KAmowov meAdtn Kot cuvnbmg eivar aAndva.
2TV GUVEYELWD £YOVUE TO OTOLXEID OV CPOPOVV GE EMIKOWVMOVIEG LE TOVG MEAATES, OMMG TANPOPOPIES Yia
TPOTIUNOELS TOVG, AVAYKEG TOVG, TPOIOVTO TTOV £YOVV NOT), OIKOVOUIKES KOPTELEG LE OPEINEG, EMIKOVMVIES LE
T TUALOTO TNG ETOPELOG, TOPATOVA TOVG KOl OYECELS TOVG €1Te e AAAOVG TTEAATEG €iTe KO pe TNV doL TV
emyeipnon. Avaueifoia 1 dgvtepn Katnyopio YvOCE®MVY, KUTNYOPLOTOLEL VTOLOTO TOVG TEAATEG GE KOAOVS N
KOKOVC, VPIOTAUEVOVG 1] OLVNTIKOVG, TEAATEC WE XPOVIO GLUVEPYAGCIN, KOl OVOIGTIKA YTilovv &va Tpoeik
meldn. H televtaio katnyopia yvdong ival anth mov dapopeavetol amd tovg ypnotes tov CRM, pog tov
meldn. Eivon moAd mibavd, va evromiotel kdmoto oyoito ypnotn tov CRM gvtog o koptéhag mehdtn Kot va,
pog dtvel o ypfioun mAnpogopio yio peAhovtikn extkowvoviog poc poli tov my [Ipocoyn o mehdng, éxet

OIKOVOUIKEC OQEINEC!.
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Y10, TAOIGLO TNG OTPATNYIKNG AVATTVENG OAES Ol AOVINGELG TOL d0ONKay, NTav BeTikég. Nat, To CRM pmopel

va fondnoet Evav opyaviopd vo BEATIOCEL TIG GTPOTNYIKES TOV KIVIGELS.

Eexwvovtag ond 1o péyebog g enyeipnong, 0nwg siyape 6gt kot 610 BewpnTikd TAaic1o, dev mailel poro To
péyebog evog opyaviopov. Xiyovpa, Lo TETOW TAATQOPUO €EVTNPETEL KAADTEPA TIG EMIYEPNOELS e PEYAAO
neAatoAdy0. Qot6c0, otéheyog g Dataavaeéper mwg pmopel va géumnpemoet e€icov Kahd pio pukpn
emyeipnon mov pmopel va €xel amAdG KATOES LEYAAES EMLXEPTOEIS ™G TEAdTES. To Yeyovac 6Tt Ba pmopolv ot
YPNOTEG VO KOTOAY®POVV TIG EMUPEG, TIG EMKOWVMOVIEG OAAL KOl TO ATOTEAEGUOTO TOV EMKOWVOVIDY UE VTOVG
TOVG KUEYAAOVG» TEAATEG TOVG EVTOG TNG TAATEOPHAS, avaupifola amotehel Tpovouto. o o axdpo popd
BéPara, kupiapyo poéro mailovv ot ypnoteg. Eav to vAkd tov mAnpogopidv mov Ba koataympndel, sivor
TPUYUOTIKO, TOTE KOl TO, AMOTEAEGUATO T®V reportsbo avramoxpivovial otnv aAndeia. O mpoicTauevog evog
TUAUOTOC UOVO UECH OVTAOV WITOPEL VO GUYKEVIPMGEL GO OTOTEAECUOTO KOUTOVIDV 7 ETOPDOV

€ELANPETNONG TOV TUNLOTOC TOV Kol EV TEAEL VOL OPYOVAGEL TIG GTPUTNYIKES TOV KIVIGELS.

Mnyv Egyvape euotka OtL, ylo. pio okoua gopd. ot dvBpmmot tng Datatovicav v onuacio g emkovmviog
tov CRM pe dAL0 VTOGVGTAATE, OTKOVOLIK®Y GVAPOPOV, AVIADGEDY GCUUTEPIPOPOV KTA. XNV Dewpia pog,
&ywav avoeopéc Yoo v oxéon CRMxar IT. TIpdypati, péoo amd mopadsiypato TG ETOYYEAUOTIKNG
TPAYUOTIKOTNTAG EMPEPUIOONKAV AVTEC Ol SIHAELTOVPYIKEG ETIKOWVAOVIEG CLGTIUATOV KOl VTOGLGTIUATOV.
To ERPovotiuoto miéov omoktodv éve ouumAnpopetikd yopoktipo oto CRM, 1o vrocvotiuarta
businessanalysis cuAAéyovtag vikd amd Tig TAnpogopieg Tov CRM givar ikavd vo, avaldGovUY GOUTEPIPOPES
KOL LLETO TO TUNUATO TOANGEDV KoL LAPKETIVYK VO OPYOVADGOLV L0 GTOYXEVLEVT] KOUTAVLO aKPIPDG TOV® GTIC
avaykeg TIc ayopdg kot tov kowov! ‘Etol dnuiovpyeitor po adidpatn pev 1oyxvpototn O aAvcido, e
EMOYYEALOATIKG AOYIGUIKG GUGTILOTOL TOV UTOPOVV KOl TAAL UE TNV KOTAAMNAN eméufact tov avOphmov —

YPNOTN, VO OPYAVAOGOLV TNV GTPATNYIKN TOPELL EVOS OPYUVIGLOV.

6 Ilpotdoelg

OLoKkAnpdvovVTag TNV TapoVoa, EPYUCio Kot GUALEYOVTOS OAO TO VAIKO 1OV iy TNy 0140e0m oV, KATOANY®
070 cvumEpacpo Tmg To AoV Yo 1o CRMmapodiaypdpetor Aaumpo. Tlpokeitor yiI” avtd 10 AoyIGHKO TOv
UTOPEL Vo, PEPEL TOV TELATY] TOGO KOVTA GTNV EMYEIPTON, £TCL MOTE O HEV TEAATNG VA EIVOL OPOCIOUEVOG KoL
EVYOPICTNHEVOG AMEVAVTL GTNV EMYEIPNON Kot M EMYEpNON Ad TNV GAAN VO TAPUUEVEL UTPOCTH OO TOV
OVTOYOVICUO KOl OTOAVTO TOPAYOYIKT. Xiyovpa, kABe opyaviopog £xovtag £va TETO0 epyaieio pmopel va

yiveTar 6A0 Kot KAADTEPOS AEI0TOLMVTOG OAES TIG HLVATOTNTES TTOVL UTOPEL VO TOL TOPEYEL.

Avoueiepftnta, n mo peydAn onuoacio yio Ty avantoén tov mpénel va 0obsl 6Tov AvOpmTO Kol GTO TG

avtog Ba pmopel va to yepiletor kaAvTepa Ko gukoAdtepa. H ¢rhocopia tmv ochyypovev cvotnudtov
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dwxeiplong meEAATEWKDOV OYECE®V, TEIVEL TPOG TNV TOPOYN Kol ADCEMV MPOC TOL YPNOTES TwV. Mia
TAOTPOPUO HE AlYEC KIVAGEIS Kol GOpéG Kot EEkdBapo PNVOLLO TPOG TOV YPNOTN, EVOEYOUEVMG LLE EVYAPIOTO
interface 6mw¢ ta socialmediamov 6Lot pog TAéov ypNoonoloVpE amotelel T0 KAWL Yo To péAAov. Ommg
aKpIP®OG EVNUEPOVOUOOTE A TO PECH KOWMOVIKNG OIKTOMONG Yo To VO TV @ihov uag, 1o CRM tov

UEALOVTOG Hmopetl Kot ival KoVt 6To va Yivel 0 «vE0S» GIAOC LOG OTOV ETAYYEALOTIKO UG XD PO.

B oypaoia
1. Auvlonitis, G., & Panagopoulos, N. (2005). Antecedents and consequences of CRM technology

acceptance in the sales force. Industrial Marketing Management.

2. Bligh, P., & Turk, D. (2004). CRM Unplugged Releasing CRM’s Strategic Value . John Wiley &
Sons.

3. Buttle, F. (2009). Introduction to customer relationship management. In F. Buttle. Customer
Relationship Management.

4. Chorafas, D. (2001). Integrating ERP, CRM, Supply Chain Management, and Smart Materials.

5. Finnegan, D. J., & Currie, W. (2010). A multi-layered approach to CRM implementation: An
integration perspective. European Management Journal, 153-167.

6. Honeycutt Jr., E. (2005). Technology improves sales performance—doesn 't it? An introduction to the
special issue on selling and sales technology. Industrial Marketing Management .

7. Injazz, J., & Popovich, K. (2013). Understanding customer relationship management (CRM) People.
Process and Technology, Business Process Management Journal , 9(5), 672-688.

8. Khan, A, Ehsan, D., & Mirza, E. (2012). Integration between Customer Relationship Management
(CRM) and Data Warehousing.

9. Milovic, B. (2012). Application of CRM Strategy. International Conference on Technolgy and
Business Management.

10. Moutaz , H., & Constantini, A. (2017). ERP Il is Dead- Long Live CRM. International Conference on
Project MANagement / HCist - International Conference on Health and Social Care Information
Systems and Technologies, (co. 8-10).

11. Murugan , M., & Senthil , K. (2012). A study on customer relationship management in cooperative
silk societies with special reference to Kanchipuram (Silk city). Indian Journal of Commerce
&Management Studies.

12. Payne , & Frow. (2006). Customer Relationship Management: from Strategy to Implementation.
Journal of Marketing Management.

35



Customer Relationship Management: [1wg 1 dtoyeipiorn TEAATEIOKDY GYEGEDV UTOPEL VO EVIGYDCEL TNV
ETALPIKT] YVOOT| KOL TNV GTPOTNYIKY TOV ETYEIPTICEDV

13. Payne Adrian, & Frow, P. (2005). A Strategic Framework for Customer Relationship Management.
Journal of Marketing, VVol.69, October, pp.167-176.

14. Sunil , M., Krishnan, M., & Fornell, C. (2005). Why Do Customer Relationship Management
Applications Affect Customer Satisfaction? Journal of Marketing.

15. Tavana, A., Fili, S., & Tohidy, A. (2013). M.A. Student of Business Management: Theoretical Models
of Customer Relationship Management in Organizations. International Journal of Business and
Behavioral Sciences.

16. Tohidi, H., & Jabbari , M. (2012). CRM in Organizational Structure Design. Procedia Technology .

17. Wolfgang, M. (2005). Customer Relationship Management technology, a commodity or
distinguishing factor? (Toép. 4). Thousand Oaks and New Delhi: SAGE Publications London.

18. Zeynab, S., & Nima, J. (2016). Customer relationship management mechanisms: A systematic review
of the state of the art literature and recommendations for future research (Tép. Computers in Human
Behavior 61).

36



