NANENIZTHMIO MNEIPAIQ2
UNIVERSITY OF PIRAEUS

TMHMA WHOIAKQN ZYZTHMATQN
N.M.Z «METANA AEAOMENA & ANAAYTIKH»

MéEBodoL Tunpatonoinong NeAatwv
e Xprion AAyopiOpwv Mnxavikn¢ Maénong

Buktwpia Kovtoyswpyou

AM:1716

EruBAEnwY KaBnyntig: MuxanA OAutmakng

deBpouvadplog 2020



MepiAnyn

H oUyxpovn emoxn €ival 1Slaitepa avToywVLOTLKI VLo TIG ETIXELPNOELS. To TeplBAAAoV PEoa OTO
ormolo kwvouvtal eival petafarropevo kat anattel cwotr ANPn anodpdoswv KABe oTyun Kol de-
Souévou Twv ouvonkwv. ZApepa, n dtadikacia tng ANPng anopacewy eival amotéEAeca TOAU-
TAOKWV Sladlkaclwy PEoa og pia etalpeia. Elval onpovtikd 0w OTL N cUYXPOVN ETILXELPNON £XEL
otnv S1aBeon tng MAnBwpa SeSopEvwy o Pe TNV KATAAANAN eneepyacia pmopolV V' armoKTr-
oouv afla yla tnv (6ta. Ta dedopéva autd €xouv SLadopeTIKEG NYEC, MpoEpxovTal anod diado-
PETIKA TTANPOPOPLAKE CUCTHHOTA KAl KOAELTOL Vo cuVEUACTOUV WOTE Vol GEPOUV KATIOLO ATIOTE-
Aeopa. Av pla etalpeia katadEépel va avtinost TAnpodopieg péoa amno to Sedopéva, autod eival
HEYAAO KEPSOG SLOTL autopata Stopopdwvel TG oTPATNYLIKN TNG. H mapoloa epyacia Kveital
OKPLBWCE YUpwW amo autov tov atova. H Tunpatonoinon NeAatwy Kat ot péBodot uAomoinonc tne
£XOUV OKOTIO VOl TIOPEXOUV TO KEPSOC YVWONE 0To TUAUA MApPKETLVYK. H avixveuon opdadwv reha-
TWV Péoa amo to oUVoAo SeSopEVWY TTAPEXEL TNV SuvaTOTNTA OTNV emLxeipnon va dtapopdpwost
Kal va EQAPUOCEL TILO OTOXEUHEVECG KOUTAVLEC SLOULONG KOL TILO TIPOCWTITOTIOLNUEVEG OTPATN -
VIKEC yLa TTPOOEAKUON, AIOKTNON Kot Statripnon neAatwy. Ot péEBodolL Tov XpNOoLUOToLoUVTOL YLa
Vv vAomoinon tng Tunuatomoinong Ba mPEMeL va eival 000 YIVETAL TILO AVTUTPOCWITEUTLKEC TNG
TIPAYUATIKN G KATAOTOONG KAl £XEL onuaoia n amoddoor) Toug va eVIoXUETAL KoL va epmAouTtiletal
og ouvduaouo Pe TNV PGodo NG eEMOTAUNG. H mapovca epyacio amoteAsl pia t€tolou eldoug
HEAETN KOL TTOSELIKVUEL OTL GTO KOUMATL TNE TNUATOMOLNONG MEAATWY EXEL ATTOTEAECLATIKOTATA
Sivovtag tautoypova to £5adoc og TEPALTEPW EPEUVA Kal EENLEN.

NE€eLg kKAELSLA: Tunuatomnoinon MNelatwy, Ataxeipton Opadwv Nehatwv, AyopooTiky ZUUTE-
pwdopd, RFM Movtého, Xpnuatik Afla Melatn, AAyoplBuot Mnxavikng Mabnong, Katnyo-
plomoinon
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Today, increased competition between organizations has led them to seek a better understanding
of their business. In this way they will be able to estimate and make right decisions according to
dynamic changes. Better understanding of a business is a procedure where strong and analytical
skills are essential. Innovative ways of storing and analysing data are required. The Data Science
has a major development on this field. Purpose of the thesis is to apply Machine Learning Methods
on Implementation of Customer Segmentation. Customer satisfaction is one of the most important
organizational goals. Since all customers do not represent the same profitability to an organization,
understanding and identifying the valuable customers is considered crucial. Thus, understanding
customers’ behavioural variables and categorizing customers based on these characteristics could
provide better insight that will help business owners and industries to adopt appropriate marketing
strategies such as up-selling and cross-selling. The current thesis presents a research on customer
segmentation through Machine Learning Algorithms based on classic RFM Model. They are per-
formed experiments on how a classic model behaves in a Machine Learning Environment. The
results ensure and enhance the RFM model, providing the ability for future research.

Keywords: Customer Segmentation, Customer Segments Management, Customer Behaviour,
RFM Model, Customer Lifetime Value, Machine Learning Algorithms, Classification.
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Euxaplotieg

Me tnv oAOKARpWOoN TNG LETATMTUXLAKAG SUTAWUATLKAG LoV gpyaciag, viwbw tnv ava-
YKN va eKpAow TIG OEPUEG LOU EUXAPLOTIEG 08 OAOUG OCOUG CUVEBAAAQYV OTNV €KMOVNON
ne.

Euxoplotw Bepua tov emBAEnwWY KaBnyntr pou, kUplo MixanA OWUTAKN, apxIKa
yla TNV EUMLOTOCUVN TIoU Hou £8¢€L€e, He TNV avaBeon TNG SUTAWUATLKAG KAl OTNV TOPELA yLa
OAn TNV KaBodrynon Kal MOV TOU KATd TNV SLAPKELA TNG OCUVEPYATLAC LOG.

T€Aog, Ba NBeha ekdpACW TNV EVYVWHOCUVH LOU KOL VO EUXAPLOTHOW TNV OLKOYEVELA
pou Kkat tolaitepa tov adepdo pou MATLASN, yia OAn TN othpLEn NOWKI Kal OLKOVOULKN), TNV
CUMMOPAOCTACN KAl TNV Katavonaon, kad’ oAn tn Slapkela tng SUTAWMOTIKAG LoU gpyaciag
OAAQ KOL TWV LETATITUXLOKWY OV OTIOUSWV.

Biktwplia Kovtoyswpyou

ABnva, OePpoudplog 2020

Vi



Vi



Meplexopeva

TTEDIANWIN et ettt ettt et sttt et e tesa s et et et st sesses et eae e b sesses s et ere et st sesseseasereebesessentes et aresenenaesenes iii
ADSEFACT ..t b e b e e h b s et b e en e ere s v
0o 1o 1 Lo 1 £ ol OO USSR vii
Atota Elkévwy — Mvakwv — ATIOTEAEOUATA KWOLKO & WEKA.......cveeeee e Xi
Kepahawo 1 [ To o 11101V o SRS 1
1.1AVTIKELLEVO TNG AUTAWOTLKIIG ceuvveeeurreeenrreesrreesiseeessneesssesessseeessseesssseesssesessssessssesesssessssseesnns 1
1.22KOTIOG TG AUTTAWLOTIKIG v euvreeeureeeureessaeessreesiseeesssesesssesassseessssessssseesssesesssssssssesesssessssseennns 2
1.3A0A TNG AUTAWRLOTUKIIG e vveeerrreernreeeureesseeessseessseeessesasssesessssesssssessssessnsssesssssssssssesssessssseensns 2
Kedalawo 2  Tunuatomoinon NeAatwv — OcwpnTIKO YTIOBABPO. ....coveeevreeeeerieeeeeireeeeenas 4
D2 LU Lo Y0 Y o SR 5
2.1.1Marketing kat Meydha Aebopéva - Data Driven Marketing........cccceeeevveevcieeecveennnee. 5
2.2Tunuatornoinon NeAatwy - Customer SegmMeNntation .........cccvveecvieecieeccie e 6
2000 10 ToTle 1 UTo TaRuld (o o [ 11 o) 1 o AN 6
2.2.2Baotkol Tumol Tunpatonoinong Mehatwyv — Types of Customer Segmentation ...... 7
2.3RFM MOVTEAO KOTNYOPLOTIOUNONG .eeeurreeireeeeireeeetteeeetteeestreeessseeessseesssseesseeesseeessesesseeensseens 9
D2 701 K @ o T 1V T T RSP 9
D T4 C 00 o1 o U PRSPPI 9
2.3.3AVAAUGCT IMOVTEAOU ....uviiiieiiiee ettt e ettt e e ettt e e e et e e e e e atae e e e s eabaeeesensnaeeeeannseeaeennnenas 10
ARGy (oY Vo 110 o] o o o A0SR 12
2.3.5EDAPUOYN = EKTEAEDN wuveieieiiiiee ettt ettt e e e e et e e e e e ana e e e e e aaaeaeeenneeas 13
2.3.6ALOXELPLON ATIOTEAEGLATIIV weeeeeeeerieeeeeireeeeeeiureeeeeeareeeeessseeeesasssesesessseeeeesnssesessassnes 14
2.3.7A&10m0iNON — NMAEOVEKTOTO XPAONG uvrreeeerrreeeeeireeeeerrreeeeeerteeeeeisseeeeessseseesenssnes 17
2.4A¢&la Evog Mehatn — Customer Lifetime Value ... 20
2.5Katnyoplomoinon otnv MNXaVIK MOABNGT .....eeieiiiiiiee et 21
Do T8 N = Vo 1o A0V NV o LU URTRR 21
2.5.2EMaywyLKOL AAYOPLOUOL KOL MOVTEAQ ....eeeieiiieeeeeiieeeeeeiee e e e eeteee e eearee e e e e nae e e e eenaeeas 22
2.5.32TAOLA KOTNYOPLOTIOUNONG . ttieeeeiiiieeeeiieeeeeettte e e eeite e e e e are e e e eeabaeeeeenraeeeeenreeeeennnnnas 23
2.5.4Kputnpla AELloAoynong MeBobwv KatnyopLloTOiNONG......ueveeeeveeeeeeirieeeecireee e 24

viii



Kedalawo 3  Tunuatomoinon NeAATWV — MPOAKTIKO MEPOG .....uviveeecureeeeeirrreeeeirreeeeenreeeenn 26

0 LT Lo Y00 Y [ S 27
3.1.1EpyaAeio YAOTIOINGNG EPYOIOLOG ..ccuvieeeiiecciiee ettt e e e 27
3.1.230vtoun Avadopa otnv Xpnowuotnta tng Npoenefepyaciog AeSopévwy............. 30

3.2MNpoemnefepyacio AESOUEVWV — Data PreproCesSing .....ccveeecveeeieeeeiieeeeieeeereeeereeeevee e 32
3.2.1MNePLypadn -ZUVONOU AESOHUEVIIV ...veeeereeeirieeeiieeeitieeeiireeeitreeeiseeesseeesseeesseeessseeens 32
3.2.2MNPOETEEEPYATIO AEGOHEVIIV ...evveenerieeiiieeeireeeeieeeeteeestaeeestreeeeseeessseesseeesseeesseeenns 33

3.3Edappoyry RFM MovtéAou yla TUNUOTOTIOINGN MEAATWY.....vveeiieeeiieeeieeeeree e 37

3.4Tunuatomnoinon Nehatwv pe Baon tnv tiun Customer Lifetime Value.........cccveeenneeeneee. 42

3.5Mpo6PAePn Katnyopiag kat Evioxuon RFM Movtéhou pe xprion WEKA ........coooeeuveeeeenneee. 44

KepAdAalo 4  ZUUTMEPAOCHUOATA - MPOTAOELG . .c.uvreerrreerereeeireeerteeesreeestreeessreessseeesseeessseeesseens 47

VDX UTUL 1 €0 o Lo ] U o a o AP 48
4.1.1Tunuatomnoinon Nehatwv Baocetl Tng AyopaoTikng Zupnepldpopdc pe edappoyn Tou
RFM MovtéAou KaLl TG MNXOVIKAG MABNGNG c.veeerieeeieeeeiee ettt e 48
4.1.2Tunuatomnoinon Nelatwv Bacel tng Customer Lifetime Value kat mpoPAer Tng Ue
T0 RFM MOVTEAO HEGW TNG MNXOVLIKAG MABNGNG .vveeeerie ettt e 49

4.23UVOALKN) AELOAOYNGN = TIPOTAOELG ..veeeuvreeereeeereeeeteeeereeesreeesaseeeesaeeessseeesseeesasaeessesesseeenns 50

KEDOAQLO 5 BIBALOYPOADIO c.evveeeeiieeeiiie et e ettt etee et e e e ette e etae e e eaaeesraeesabeeesareeenaseens 51




Alota Ewovwv — Mivakwyv — AntoteAeopdtwy Kwdwka & Weka

ElKOVEG

Ewkova 2.1: TOmol Tunpatonoinong Mehatwy Baocet Tng Katnyopiag AeSopévwv................... 7
Ewkova 2.2: Tpadiki Avamapdactacn “Apxng tou Pareto” otnv Tunuatomnoinon Nehatwv...10
Ewkova 2.3: Baokég METPLKEG TTOU 0PILLOUV TO R,F,M....uiiiiiiiciiecee et 11
Ewkova 2.4: Tpadikég NMePLOXEG TWV OPASWY NMEACTUWV ..eeeerieeiiieeriieeeiiee et e eveeesreeeeveeeeaee s 15
Nivakeg

Mivakag 3.1: XapoaKtneLoTKA — NVwplopata ToU ZUVOAOU AESOUEVWV .....cccevveeeveeeenreeenneen. 32

Mivakag 3.2: ApBuntiki Ektipnon tou Zuvolou Asdopévwy peta tnv MNpoeneéepyaoia.....36
Mivakag 3.3: Mooootd Emtuxng CLV_Katnyoplomoinong ava AAyopiBuo pe xprion tTwv R, F, M

OE OLOUDOPETIKN EKDPOION c.uvreeeeeetrieeeeeireeeeeeirteeeeeereeeeeeisseeeeeasseeeeeassseeeaasaeseeaasseeessesssseeesnnns 45
Mivakag 3.4: Mooootd Emtuxnig CLV_Katnyoplomoinong ava cuvduaouo twy actual R, F, M
.................................................................................................................................................. 46

AnoteAéopata Kwdika & Weka

Code Output 1: Mapouciaon MAnpodoplwyv Tou Zuvoiou Asdopévwy — EvtoAn - .info()......33

Code Output 2: Meplypadn tou Zuvolou Aedopuévwy - EVToAr .describe().....cccveeeeeicieeeenns 34
Code Output 3: Eupeon twv 10 MNeploxwyv PE TOUG TEPLOCOTEPOUG MEAATEG. ..vvvvreeenrrreeennns 35
Code Output 4: ETIKETA OUASAG OVA TTEAGTI «vvveeeiiiieeeeeiiieeeecitee e e eeite e e eeeinee e e e eare e e e e eneaeeeenns 39
Code Output 5: Npadnua Katataéng Opadwv Nedatwy Zuykekp.Neploxng pe Nocoota .....39
Code Output 6: Katavoun twv MeAatwv ava Recency, FreqUeNCY. .......covveeeeecveeeeeecveeeeeans 40
Code Output 7: Ot HEOEG TIHEC TWV HETPLKWV R, F, M avd Opada MEAATWVY ......evvveeeerreeeennns 40
Code Output 8: Npadnua Katataéng Opadwv Nedatwv OAwv Twv Meploxwv pe Nocoota.41
Code Output 9: OL HEOEC TLHEG TWV HETPLKWVY R, F, M avd Opada MEAATWY ......vvvveeeerieeeennns 41
Code Output 6: BaoLKEG TIHEG YLA TOV TEALKO UTTOAOYLOUO TNG TLRG Customer Value.......... 42
Code Output 7: Katnyoplomoinon MNelatwv Baocel Customer Lifetime Value........................ 43

Weka Output 1: Confusion Matrix J48 - Customer Segment Classification pe faon tig TiHEC R,

R L U 44
Weka Output 2: Summary J48 - Customer Segment Classification pe Baon ta Anpoypoadika
XapaKTNPLOTLKA

Weka Output 3: Summary J48 - CVL Segment Classification pe Baon ta Anuoypodika
XOUDOLKTIPUOTLKQ «..vveeeeeuurreeeeeuseeeeeaiusseeeaasseeaeaasssseesassssseaassesesaasssssesanssasesanassesesassssseesanssssesannes 45
Weka Output 4: Classification CVL Katnyopiag Bdoel tTNG OUASA MEAATWV .....evvvveeenrrreeennns 46




Keddaiawo 1 Elcaywyn

1.1 Avtikeipevo TG AUTAWUATIKAG

H onuepivn enoyn elval TOAU amaltnTKA yla OAEG TLG ETIXELPNOELG Kt SLailtepa Tou
Alavikou gumopiou. OL eMLXELPNOEL AUTOU Tou KAASou dpaoctnplomolovvtal cuvibwg o ma-
yKOouLa KAlpaka Kat xpetaletal va poBAaAAouv TNV MOLKIALX TwV TPOIOVTWVY TOUG OTOUG Ka-
TOVOAWTEC UE EAKUOTIKO TPOTIO WOTE VA UTIAPXEL TO ETILOUUNTO amoTtéAeopa. To yeyovog OUwG
OTL N ayopa eival peyain Kot poodEpel MOAAECG ETUAOYEG TOU (810U poiovtog kablota Su-
OKOAO QUTOV ToV OKOTIO. Mo ouYKEKPLUEVA, oL TIEAATEC aAAAlouv eUKOAQ ETUAOYEG OTLC HAp-
KEG TwV TPoidvTwy mou ayopalouv, kablotwvtag SUoKOAN TV dnuoupyia piag otabepng
Baong aflomotwy neAatwv. O aviaywvioHog eival EVTOVOG Kot XPELAZETAL TTAQVO YLa TO WG
Uila eTalpeio pmopel va moapapeivel Kat va €xet pia otaBepr kat avodikn mopeia.

H paydaia e€€ALEN TN Texvoloyiag mailel Baoilkd poAo oTnv eUPECH TPOTMWY QVTLUE-
TWTLONG TOU avtoywviopou. H Suvapn tn¢ mAnpodopiag mou AapBavetal yla KoL amo tov
TEAATN CUUPBAAAEL ONUAVTIKA WOTE Vo BpeBoUV GTOXEUUEVOL TPOTIOL TPOCGEAKUONG KL SLaTh-
pPNONG TWV TEAATWVY. JUYKEKPLUEVQ, Ui eTalpeia yia va pmopéael va TpaBrnéet kat va diatn-
PNOEL TO eVOLADEPOV TWV KATAVOAWTWY TNG Baciletal otnv mpoBoAn, Tnv dtadruion Kat ye-
VIKOTEPA 0TO MApPKETLVYK. Mo TNV emituxia TNG Stadripong Opwe, eV apKel LOVO N eUmeLpia
KOl OL TIPOOWTILKES LKAVOTNTEC Tou Stadnuiotr. H dvodog tng EmotApng twv AsSopévwy Ee-
TIEPVA TA Opla TNE ZTATLOTIKNAG KaBwg mapExel Tnv duvatotnta v- avixveubBolv OUOLOTNTEG
kol potifa ota dedopéva, dlaitepa kepdodopa yla ToV TOPEN TOU MAPKETLVYK.

H aviyveuon opadwv meAaTwVv amoTeAEl Ao TIG ONUAVTLKOTEPEC MANPOodOopPLleC Tou
T(POKUTITOUV OO TNV owoTth LEAETN Twv Sedopévwy . H yvwon eival kaBoploTikn yla Tov oxe-
SLoopo Twv Kapmaviwyv dtadnulong Kal mpoogyylong twv nehatwv. H dlaxeipion tng kabe
opadag pe Tov avaloyo Tpomo SnUloupyel TNV alobnon tng MPOCWTOTOLNUEVNG TIPOCEYYL-
oNG Kal TPooéAKUOoNG POog Tov KatavaAwth. Emopévwg, n Sltepelivnon TG ayopaoTIKNG ou-
urnepldopag amoteAel To MTPWTO BrHa MAVW OTO OMolo TIPEMEL VAL 0TNPLXTEL TO MApPKETLVY.

Itnv mapouvoa gpyacia n Tunuotonoinon neAatwy Ba 0TLACTEL OTNV AYOPAOTIK CU-
ureptdpopd alAd Kol ,0€ EEXWPLOTO KOUUATL, OTO XPNHUOTIKO QVTIKTUTIO TIOU EXELG VLG TTEAQ-
¢ yla pia etapeia os fabog xpovou. H epappoyn pebodwv kat n emanBeuaon kot evioxuor)
TOUC HEOW TNG Mnxavikng Mabnong eival To KUpLO AVTIKELHEVO PEAETNC.




1.2 Zkomog NG AUTAWHATIKNAG

H napouoa petamtuylokn epyacia £(eL oKOTO TNV LEAETN HeBOSwY Tunuatonoinong MNe-
AaTwv og ocuvluaopd e TIg Texvoloyie¢ Mnxavikng Mabnong. Zuykekplpuéva Ba mapouoLaotel
TIWE KAOLOOLKA LOVTEAQ TIOU aflomtolouvtay PEXPL OHEPQ, cupmepldEpovTal otav edpapuolovrol
oto nedio tng Mnxavikig Maénong.

ApXLKA TovileTal n xpnoluotnTa tng TUNHATOMOoINoNG MEAATWY Kal avaAuovtol to opEAN
TNG EVW OTNV CUVEXELA YIVETAL N TtEPLYpadr) TWV EVVOLWV Kol TwV PEBOSwWV Tou Ba edappootouv.
H epyaoia eotialel tblaitepa oto KAaooko poviédo RFM kal tnv évvola Customer Lifetime Value
gevw oto nedio Tng Mnxavikng Madnonc ta mewpdpata adopolv Tov ENMIPBAETOEVO TPOTO UAON-
ong, tv Katnyoptlomoinon.

Nontd n PLeAETn TNg mapoUoag EPYAOLOC UITOPEL va XwpLoTel o€ SU0 AOELG. ITNV TIPWTN
daon edpapuoletal £vag KAAGOIKOG TPOTIOG TUNHOTOMOINONG MEAATWY OTOU O€ KABE OTLYLLOTUTIO
ToUu cuvolou Sedopévwy avtiotolxeital pia katnyopia. Itnv deltepn pacn emxelpeital n mPo-
BAePn ™G katnyoplag pHEow TG Mnxovikng Madnong pe xpnon tou eAelBepou Aoylopikol
Weka.

H enaAnBeuon twv nmpoPALPewv TwV KAAOOIKWY PHEBOSWV péow TG Mnxavikng Mabn-
ong mapouoLaletal va £XeL emiTuyxia, EVioXUOVTAC E AUTOV TOV TPOTIO TO APXLKO HOVTEAO. Zav
YEVLKO CUUMEPAOUO TIPOKUTITEL OTL N Mnyawviky Mabnon avixvelovtog CUCXETIOELC KOL OLOLOTH-
TEC 0 CLUVOUOOUO LE TNV TANPOdOPILa TWV KAAGGIKWY HOVTEAWY, T amoteAéopata eumAouti{o-
vTal Kol dlvovtal véeg epunveiec oto Babuod cuvelodopdc Tou Kabe yvwplopatog we mpog tv
npoOPBAeYn.

1.3 Aopn tNG AUTAWHOTIKAG

To Kedalawo 2 slodyel TNV €vvola tTng Tunuatonoinong Twv MNeAatwv Kat Toug Tpo-
mou¢ aflomoinong autr¢ ano to TURUa MApKeTIVYK. MveTal avaAuTikn teplypadr tng kabe
OHASOG TTEANTWVY KAL TWV TPOMWV KOAUTEPNC Slaxelplong TNG ayopaoTIKAG OXEONG UE TOUG
KOTAVAAWTEC. 2TNV OUVEXELA TTAPOUCLAeTOL TO BewpnTKO utoBadpo tou RFM MovtéAou kat
™¢ TN Customer Lifetime Value evw avaAuovtat ta op€An mou TPokKUTITOUV amnod tnv edpap-
poyn toug Kal n cUMPBOAR toug otnv avéALEn tng enxeipnong. TéAog, mapouoldletal AEmTo-
HEPWCE N MEBOSOG TNG MNnxavikng Mabnong, Katnyoplomoinon, ta otadla epappoyng tng Ka-
Bw¢ kaLta kpLtpLa aflomoinong twv aAyopLlOpuwy Hnxavikng pabnong yla katnyoplomnoinon.

To KepdAato 3 anotelel tnv mpaktikn epapuoyn tng Bewpiag mov nponynOnke. Zu-
YKEKPLUEVO Tapouctaletal n Stadikaoio anddoong eTIKETAC Katnyoplag oe KABe eAATN Ue
Baon to RFM Movtého Kal wg Eexwplotr) opadomoinon pe Baon tnv T Tou umodnAwvel
v Xpnuoatikn A€o tou Nehatn. Ev pépel yivetal avadopa o€ eVIOAEG TOU Kwdika Python yla
KAAUTEPN KaTavonon autou tou otadiou evw oto deutepo otadlo epapuodlovral alyoplbuol
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Mnxavikng Madnong pe okomo tnv mpoPAsPn ¢ Katnyopiag aAAd Kal TG aviXVEUONG TWV
YVWPLOHATWY Tou cuBAaAAouv og autrv. H ektéAdeon autng tng Stadkaoiag yivetat oto Ao-
ylopikd Weka kat n mapouaoiaon MAALCLWVETAL Ao TIG €AYWYEG TTOU TIPOKUTITOUV KAl aTto
OUYKPLTIKOUG TIIVAKEG.

To KedpdaAawo 4 amotelel £€KBeon TWV CUUMEPACUATWY OO TNV TPAKTLKNA £dapuoyn
™¢ Tunuatomnoinong MeAatwv. Mo avaAuTikad, yivetal afloAdynon tng akpifelag katnyoplo-
noinong pe Baon to RFM Movtélo Kkat Tng Katnyoplomoinong pe Baon tnv tiun Customer
Lifetime Value. Napouaotdletat n cupBoAn Twv Tipwv R, F, M kot oTLg SU0 KOTNYOPLOTIOLOELG
Kall TEAOG aloAoyeltal CUVOALKA N LEAETN TNG TapoUoag Epyaoiag EVw akoAouBoUV KATIOLEG
T(POOTACELG YLa LEANOVTLKI EPEUVAL.




Kedalato 2 Tunpatonoinon NeAatwv — Oswpntiko Yropabpo

“Market segmentation ‘s a natural result of the vast differences among people.”

— Donald Norman
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2.1 Ewaywyn

OL emyelpnoelg kabopilouv TNV otpatnylkn mopeia kot €€EAER Toug PAcel ToU
Marketing Kol TwV TEXVLKWVY TTOU QVOTTTUOCEL O CUYKEKPLUEVOC TOUEQG. Mo ELOLKA, N EMLOTA KN
Tou Marketing kat tng Emowwviag avadEépetal oTLG EMIXELPNUATIKEG SPAOTNPLOTNTES HE
OKOTIO TNV MPoaywyn TNG ayopds n tTng mwAnong evog mpoloviog 1 untnpeotiag. To kupLa gp-
yaAela elval n épeuva ayopdg Kal n dtadnpion evw o TEALKOG OTOXOG N LKOVOTIOLNoN Kal n
TIPOCEAKUON TWV TIEANTWV.

H paydaia €§€AEN ¢ EMoTAUNG TwV AeSOUEVWV KOL TWV TEXVOAOYLWV TIOU TNV amap-
Tilouv €xel CUUPBANAEL ONUOVTIKA OTNV AVATTUEN KOl AMOTEAECUATIKOTNTA Tou Wndlakou
MApKEeTIVYK 08nywvtag £€ToL otnVv KaAUtepn AQPn anoPpAaoewv TwV ETALPELWV. AUTO UE TNV
OELPA TOU €XEL SnNULIOUPYNROEL pia VE Evvola, yvwoTn e Tov Eévo 0po Data Driven Marketing.

2.1.1 Marketing kat Meyada Aedouéva - Data Driven Marketing

Ta Meydla Asdopéva 1 aAAwe Big Data eival o peyaAog kot oAoéva auEavouevog
OyKoG 6ebopévwy cupnepAapfavovtag Tig SuVATOTNTEG TTOU TIPOKUTITOUV Ao TV amodr)-
KEUON KoL OVAAUOT) TOUC. H ouppeToxy OAWV Kal TIEPLOCOTEPWY ETALPELWV OTO NAEKTPOVIKO
EUMOPLO €XEL EVIOXVOEL TNV MOpaywy Se80UEVWV KAl EXEL KATAOTHOEL TNV AVAYKN EVPECNG
VEwV LEBOSwWV emegepyaociag Toug. Ta xapakTnpLloTikd mou npoadlopilouv ta Meydha Asdo-
péva elval ta g€ne:

e ‘Oykog

e Tayxutnta

e [lowAia

e MetapAntétnta
e AkpiBela

o Atla

Onwg eivat Aoytko, n cuAhoyr TwV PeYaAwv SeSopévwy dev Umopel va LELVEL aveKE-
TAAAEUTN 06NYWVTAG OTNV TOPAKATW KOTNYOPLOTOLNGN TwV a&lomoloLUwV ,anod To TUAUA
MApkeTLVYK, SeSOUEVWV:

1. Melatelokou tUToU - Customer: H 1o SnUOPIANG Kal XprioLUn Katnyopia peyalwv
bebopévwy meplhapBavel otolyeia meAatwv 6nwe nAtkia, ¢UAo, LOTOPLKO AyOoPwWV Kall
avalntnong. MnyéC CUYKEVTPWONG €lvol TA KOWWVIKA pEoa SIKTUWONG, YKAAOT
TIEAATWYV, LoTOOEALSEC, onuela MWANONG, KOAUTIAVIEG LAPKETLVYK K.OL.

2. AeiwtoupylkoU TtUMou - Operational : Ta dsdopéva autd xpnollomolouvial o€
HETPIKEC amOdoong TNV EMXELPNUATIKNAC Stadikaoiac. AapBdavovtal amd TUApaTa
OTWG TWV TPOUNOBELWV Kal Tou avBpwrivou SuVOULKOU PE oKOTO TV BeATiwon tng
anodoong KoL TNV LElwon Tou KOoToUG.




3. OwovoulkoU tumou - Financial: H katnyopia autrfy Bonbasl otnv ektipnon tng
ETUYELPNUATIKAG OLKOVOULKNG Spaotnplotntag. ESw meplappavovrtal Sedopéva mou
adopouv MwANCEeL;, £€008a, KEPON KAL YEVIKOTEPA TNV OLKOVOULKH KATAOTOON TNG
etalpeiag.

H ouM\oyn kat emefepyacia tng mapandvw 1"° katnyopiog peyaAwv deSopévwy mou
adpopouV Toug MEAATEG/KATAVOAWTEG ATOTEAEL AVOTTOOTIOOTO KOUUATL TWV MAPKETLVYK EPEU-
VWV Kot avaAUogwv. H Tunuatomnoinon nehatwyv (Customer Segmentation) amoteAel pila Té-
Tola LEBOSOC avAAUONG IOV OTOXO EXEL TNV €€aywyr XPNOLLWY TTANPOPOPLWY YLoL TNV ETIXEL-
pnuatikn Spdon pag etatpeiag.

2.2 Tunupatonoinon MeAatwv - Customer Segmentation

2.2.1 Opiouocg — Xpnowuotnta

H tunuoatomnoinon meAatwv anoteAel €va moAU Bactkd epyaleilo yLa TIC ETILXELPAOELC.
OpileTal w¢ 0 SLOXWPLOUOC TWV TTEAATWY OE KOTNYOopLleg BACEL TWV KOWVWV XOPAKTNPLOTIKWY
TOUC KOl L€ OKOTIO TNV KAAUTEPN SLaxelpLOr TOUG HEOW TILO OTOXEUMEVOU MAPKETLVYK.

JUYKEKPLUEVQ, OL TIEAATEG HLAG EMLXElpnong dev €xouv OAoL TNV (Sla KOTAVAAWTIKA
6paon aAAd anodelkvUeTaL WG €A ULKPO TTOCOO0TO aUTWV cUUPBAAAEL oty TAELoPndia Twv
KEPOWV. X’ auTnV TNV MEPLITTWON, N EMLXElpNON evOLAdEPETAL VA KPATHOEL EUXAPLOTNHUEVN Kall
LKOVOTIOLNEVN TNV CUYKEKPLUEVN KATNYOPLA TIEAQTWV KAl VoL XTIOEL pia aflomiotn oxéon Ue-
TV TOUG. 2& AAAN MepimTwon, vEa IPOIOvVTA KOl UTtNPEGCLEG umopolV va SnutoupynBouv yla
TNV MPOCEAKUCN GAAWV KATNYOPLWV TTEAQTWV LIE TILO EVOOLAOTIKI) OlYyOPAOTIKI) OUUTEPLDOPAL.

H TUnuOTOmoinon TwV KOTOVOAWTWY ElvoL EVOELKTIKA TWV TIPOTIUACEWV KaBwC Kot
TWV oVayKwV TIou wBolv oTnv ayopd evog poioviog, otolxela mou cuvelopEpouy oTig Sla-
ONULOTIKEG KOl TIPOWONTIKEG KAUTTAVLIEG TIPOG TOUG CUYKEKPLUEVOUG TteEAATEG. Mo dKa, N
TPOPAePN LEANOVTIKAG OyOPAC TTAPOUOLWY TIPOTOVTWYV BeATLWUEVWY ekdOcewV (up-selling)
CUUMANPWHOTLKWY TTPOTOVTWYV TtpoG MaAaLOTEPEC ayopEC (cross-selling) umopetl va evtomiotet
TIOAU T1Lo eUKOAQ KoL KABOALKA Kal va evioyuBel avtiotolya. O eVvTOMIOUOG TWV AyOPAOTIKWY
KLVNTPWV TWV KATAVOAWTWY KAl TILo EL6LIKA av TO KIvnNTpo £ival dpeca cuvdedeévo He TNV
oyopaoTikn afla i OxL €XeL oav AMOTEAEOUA TNV KAAUTEPN SLapOpdwaon TG TILOAOYLAKAG
TIOALTIKN G TNG €TALlpEiQC.

M'evikOTEPQ, N KaTnyoplomoinon meAatwy ival Kaipla kat avamnoonaotn dtadkaoia
yla TNV avamntuén tou mpoidvtog pLog enixeipnong (product development) kabwg BonBadel va
XTLOTEL pia 1o “mpoowriky’”’ oxéon e Tov MeEAATn €xovtag w¢ TEAKO amodéktn Tto (6lo To
TPOIOV 1 umnpeoia.




2.2.2 Baotikol Turtot Tunuatomnoinong MeAatwv — Types of Customer Segmenta-
tion

Ewova 2.1: Tomor Tunuatoroinong Iedatov Paoet g Katnyopiog Agdopuévav

Market Segmentation

Demographics

| Age || Gender Income |

Area Country% Region
Psychographics Behavioral
Attitude | | Activities | | Values . Purchase Patterns || Usage |

slidemodel.com

Mnyn: https://slidemodel.com/market-segmentation-the-right-way/

H Tunuatomnoinon Twv melatwy yivetal og 4 BaolkEG KATNYOPLES i} CUVOUAOHUO AUTWV
ue Baon ta Anpoypadikd, Fewypadika, Wuxoypadika kot ZupnepldpopLlkd YO paKTNPLOTIKA
TOUC OMWG daivetal otnv elkova. MapakATw 0" avaAUCOUE EKTEVWG OL TIOPATIAVW KATNYO-
pleg.

Anpoypadikd XapaKTneELoTKA opilovTal T TANBUCULAKA XOPAKTNPLOTIKA KAl OITAVTOUV 0TO
«MoLog». AOTEAOUV QVTLKELEVLKA OTOLXELQ SLAXWPLOUOU OE KATNYOpPLEG:

e ®UMo
e HAwia
e Ew066nua

e EmadyyeApa

e MopodwTtikd Emtinedo

e Owoyevelakn Katdotaon

e  AplBuog e€opTWHUEVWY TEKVWV

Ta Fewypadka XapaKktnplotikd anavtolv oto «Mou» umodelkvuovtag tnv yewypadikn
Sloomopd TWV MEAATWV



https://slidemodel.com/market-segmentation-the-right-way/

e [16An n Emapyia

e Evrtomotnta ( Eyxwplog i Alebvig) Ovopata NoAewv yia afloAdynaon TG AUVOLKAG
™G Ayopag

o [leploxég kat Alapepioparta

e Tayxudpopikol Kwdikol

H tunuatomnoinon pe Baon ta Wuxoypadika XapaktnpLlotikd cuxva avadépetal wg lifestyle
KaBw¢ elval evOEIKTIKA TOU TpOTIOU {WwN¢ TWV KaTtavoaAwtwy. MoAAéC dopEg umtodeLkvuouy av
TO AyoPAOTIKO KivnTPo €€apTATAL OO TNV TLUA EVOC TTPOLOVTOG I OXL:

e Xoumu kal Evéladépovta

e ApaotnplotnTeg

e Atiec

e XapaKTNPLOTIKA MPOCWTLKOTNTOG
e KotavoAwTIKEG oUVNOELEG

Ta Zuunepipoptkd XapaKTnPELOTIKA £XOUV TIOAAA KOwa onuela pe ta Puxoypadikd aAAd
anattouv €1 Babog avaluon dedopévwy KaBwe eoTldlouv KUpiwg 0TV KOTAVAAWTIK OU-
unepidopd:

e Motifa KaTavaAWTIKAG CUUTIEPLPOPAS
e AyopooTIKOG TPOTIOG OKEYNG
e Jtdon amévavtl oto brand kal tpomog xpriong

OL mapamndvw Katnyopleg eivat TOAU BAOIKEC KL ONUOVTIKEG AAAQ YLOL TILO QTIOTEAE-
OUATIKN TUNHOTOTMOoinon, 0 ouvduaopog Toug eival amapaitntoc. M’ autdv Tov Tpomo To
MApKETLVYK €lval TTOAU TiLO AmoTeAEOUATIKO KaBw¢ AapuBdavel cuvbuacopoUs XapaKTNPLOTL-
KWV Kal EVW GALVOUEVIKA €lval EOTIAOUEVO OTOV EKAOTOTE TteAATN (customer tailor made),
Tautoxpova ival kKaBoAwo kabwg ameuBUveTal o€ HeyaAUTEPN HEPLOA KATAVOAWTWV.

Itnv mapouoa epyacia Ba eotidooupe otov 4° BaolkO TUTIO KATNYOPLOTIONONG E
Baon ta ZuumEPLOPLKA XOPAKTNPLOTIKA TWV MEAATWV. ZUYKEKPLUEVA B’ afloAoyriooupe TV
OTAON TOU KATAVOAWTH QMEVAVTL OTNV EKACTOTE ETLYEPNON KAl TOV TPOTIO AyOPOOTIKAG dpad-
ong — xpnong ( customer’s attitude & usage). H vhomoinon Ba yivel pe U0 MpPooEeyyIoEL,
OPXIKA WE xprion Tou RFM povtélou Kat oTnv cUVEXELa e Xprion Tng Tung Customer Lifetime
Value.

2.3 RFM MovtéAo Katnyoplomoinong

2.3.1 Opioudc

To RFM povtélo edappootnke to 1994 amd TOV OLKOVOUOAOYO Kal KaBnynth
Arthur Middleton Hughes wg pETpo KTILNONG TNG LKAWVOTIONONG TWV TTEAATWYV YLOL TLG OLYOPEG
mou eiyav mpaypatomnotioel (customer value). Zta xpovia mou akoAouBnoav n xpron tou




OUTTO TLG ETILXELPNOELG ALOVLKOU EpTtopiou cuvEPBalav oto va kKablepwBel kat va sivat blaitepa
SnuodAég.

Mw 6ika n RFM avaAuon amote)el éva Loxupo epyaleio KATNyopLOTIOLNCNG TWV TE-
Aatwv pe BAon TNV ayopaoTIKr TOUG cuUTEPpLdOpA. AUTO yLa LLO ETILXELPNON CUVETMAYETAL
KAAUTEPO OXESLAOUO TWV MPOWONTIKWY EVEPYELWV TNG. OLTIPOWONTIKEG EVEPYELEG ElvaL TTAEOV
OTOXEUMEVECG V' avTamokpivovtal oto podiA Tou EKACTOTE TEAATN AUEAVOVTAG £TOL TNV ATIO-
Soor toug.

2.3.2 Oewplia

H RFM katnyoplomoinon Kat yevikotepa n O€a tnN¢ KATnyopLomoinong Twv MeAATWV
€xeLtnv Baon tng avamtuéng tng otnv «Apxn tou Pareto» f Stadopetikd tov «Kavdva 80/20».

O Vilfredo Federico Damaso Pareto (1848-1923) rjtav ITaAOg LNXOVLIKOC, KOWVWVLOAO-
YOG KOlL OLKOVOHOAOYOC. Q¢ akadnuaikog Kabnyntng amektnoe Gprun xapn oTLG KALVOTOUEG
QVTIAAYPELG TOU OTO OLKOVOULKA KOl OTNV OLKOVOUETPLA, EVW Adnoe Miow TOU KOl GNHUAVTLKO
KOLVWVLOAOYLKO £pyol[1].

O Pareto ntav o mpwtog rou to 1897 napatripnoe 0tL 1o 80% Twv £008wv otnV ItaAia
TpoEpxeTal arnod 1o 20% tou MANBUGHOoL ONwC emiong Kot 0TL To 20% Tou MANBUCUOU KATEXEL
0 80% tNC ynG. O Pareto ouveyilovtag T €PEVVEC TIAPATHPNOE OTL N KATAVOWUN (OXUE OXL
HOVO OTNV OLKOVOLO KOL TNV KOTOVOWN TNG yNG AL Kal o€ AAAOUC TOUELG TNG avBpwrvng
Spaotnplotntac. To 1930 otig Hvwpéveg MoAtteieg, o Ap. Joseph M. Juran ritav o mpwWTOG oU
Slatumwoe pLor KBoAK apxr TNV Omola AMEKAAESE KOVOVA «TWV CGNUAVTIIKWY OAlywv Kot
Twv acnuaviwv oAwv» (law of the vital few and the trivial many) wotéco n ovopacia
«Apxn Tou Pareto» emikpATNOE.

Mo Kovtd oto oAPEPQ, TIOAAEG ETaLlpEieg Tapatpnoav avaloya potifa. H Microsoft
Slamiotwoe nwc to 80% tou Kwdka prnopet va ypadel oto 20% tou Xpovou Kabwe Kal OTL To
20% emiluong twv bugs evog kwdika AUvel To 80% Twv aoToXLWV Tou. AvtioTtolxn avoioyia
UTINPXE KOl 0TOV OOANTIKO TOPEQ LE TNV TTApaATHPNnon OTL XApn oto mepimou 15% twv enay-
YEALOTLWYV TtALKTWV Tou baseball emttuyxdavetal to 85% twv ViKwv TV opddag.

ZTOV TOMEN TOU EUMOPLOU KAl TWV EMIXEPACEWV TwpPA, Hetadpaloviag tov «Kavova
80/20» mpaKTIKA, AUTO onpaivel 0TL To 20% Twv eAatwv anodpépouv to 80% TwWV GUVOALKWY
MWANCEWV KABwWG Kat 0TL To 80% TwV CUVOALKWV KEPSWV TtpogpxovTaL amo to 20% Ttwv neAa-
TWV, Xwpi¢ Ta mapanavw 20% va cupnintouv. Eotialovtog Aowmov oto 20% Twv KAAUTEPWV
neAatwy Kat Staxelpilovrog avaloya authVv TV WBLOTNTA, aufAVeTaL N MLTUXiA TOU OKOTIOU
HE TauTtoxpovn emibiwén tne pikpotepng duvatng Samavnc.



https://el.wikipedia.org/wiki/Οικονομετρία
https://el.wikipedia.org/wiki/Βιλφρέντο_Παρέτο#cite_note-%CE%9C%CE%B5%CF%81%CF%84-1

Ewova 2.2: Tpagikn Avarapdotaon g “Apyng tov Pareto” omv Tunuotomoinon Ielotdv

Pareto’s 80/20 in Customer Segmentation @

Return on
Retargeting
Investment

~80% i ~20%

1 1

Top20% ' I Mid20% | !

Bottom 20%

Customer Segments (by $SLTV Percentiles)

Mnyn: https://how-many-steps-inc.webflow.io/rfm-segmentation-overview

To RFM povtélo aflomolel autnv TNV apxn, avixveuovtog HeTafl TwV GAAWV TV o-
nada gkeivou tou 20% twv meAATWVY OU ayopalouv cuxva Kot akplBd. Emblwkovrag pia
0pOn MPOCEyyLon TWV «KOAUTEPWV» TIEAATWY, ETUTUYXAVETAL TO 80% TWV EMBUUNTWVY OTO-
TEAEOUATWY TNG KAUTTAVLAC. TNV £POpUoyr) TOU HoVTEAOU €va 20 % Ba CUYKEVTPWVEL TO U-
PnAdtepo RFM score omw¢ 6’ avaAuBel mapoakdtw €vavtl Tou utodoutou 80%. Auto Sev on-
paivel otL dev Ba 600el onuacia kat avaloyn mpooéyyilon oto 80% aAAG TTAVTA UTIAPXOUV
ouvteAeoTég ou kaBopilouv tov Babuod tng evaoxoAnong ULag MIXeipnong He pio opada
Kol aUTO €lval pia yevikn apxr mou LoxUEeL Kot akoAouBeital.

2.3.3 AvaAuon Movtédou

To RFM povtélo onwg umodelkvUEeL Kal n ovopacia tou Baciletal ot TLHEG TwV Re-
cency, Frequency kat Monetary. Ol HETPIKEG QUTEC AMOTEAOUV KAELSLA TNG KATAVOAWTIKNG
ouuneplpopac Kot opilovrol mMapaKATW EKTEVWC.

R/

¢ Recency: Opiletal o xpovog armo tnv TeAeuTaia Katayeypappévn Spaoctnpldtnta Tou
niehatn/katavalwth. Q¢ Spaoctnplotnta pnopsi va BewpnBel eite n eniokePn oto
KATAoTNUA ite N cuvalAdayn ano To katdotnua. H ermtthoyn eivatl avaioyn kabe dopd
UeE To (60¢ Kal Tov oKomo TN avaAluong. Kat otig SUo meputtwoelg 600 1o mpoodatn
gival n dpaotnplotnta vog meAdtn TOoo 1o mBavo V' avtamokplOel os plo véa
«ETKOLWVWVIa» NG etatpelag (Atadnuwon, Evnuepwtikd mail k.a..)
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% Frequency: Opiletal n ouxvotnta dpactnpldtntag — cuvallayrg ToU TEAGTN HE TNV
enuyelpnon. H ocuxvotnta amnoteAel peTplky S€0UEVONG TOU TIEAATN QTEVAVIL OTNV
€TALPELA KOL TOV KOOLOTA TILO TILOTO KATOVAAWTI EVOVTL EKELVWV TTOU €V £XOUV GUXVEG
ETUOKEYPELG I} AYOPEC.

*
°e

Monetary: Opiletal To mocd cuvaAAayr¢ TOU TIEAATN UE TNV EMLXEipnon péoa o’ éva
OUYKEKPLUEVO XPOVIKO Sldotnua. M’ autov tov Tpomo Hmopel V' aviyveuBel n
Katnyopia twv meAatwv mou £odevouv peydla mood péca o€ Ul etalpeia («Big
Spenders») Kal 1 “ QUTOV TOV TPOMO va SLaXELPLOTOUV avaAoya o€ oXEon UE AAAOUG
niehateg mou £obevouv Alyotepa. H Monetary tiun Slaipepévn and tv Frequency
Slvel oav amotéAeopa pia Héon T cuvaAlayng ava enioken, mapayoviag oAU
ONUAVTLKOC yla Seutepelouoeg avaAuoelg. Ewova 2.3: Ot Metpikég ou opilouv to
RFM Movtého.

Ewova 2.3: Bacwég Metpucég mov opilovv 10 R,F,M

RFM Metrics

HF.

RECENCY FREQUENCY MONETARY

The freshness of The frequency The intention of customer
the customer activity, of the customer to spend or purchasing
be it purchases or visits rERERETETE G vishs power of customer

E.g. Total number of
transactions or average E.g. Total or average
time between transactions/ transactions value
engaged visits

E.g. Time since last
order or last engaged
with the product

Mnyn: https://clevertap.com/blog/rfm-analysis/

OL napayovteg tng RFM avaiuonc avtikatontpilouv otnv mpaén tic £€N¢ Baolkeg Stamiotw-
OELG:

e Oco mo mpoodatn pla ayopd , TO00 UEYOAUTEPN QAVIATIOKPLON UTIAPXEL OO TOV
TLEAATN O€ VEQ promotion tn¢ eTapeiag

e 000 TLO oUXVA €vag TEAATNG ETULOKEMTETOL KAl ayopalel amo pia emyeipnon, T0oo
TIOLO LKavoTolnpévog Seiyvel va elval Kal avtiotolya oxupomnoleital n d€opeuon
peTagL Touc.
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e ‘000 peyalUTePO TO TTOOO TOU £08€VEL £VAC KOTOVAAWTIC OLUTOUATA TOV KOTOTAOOEL
o€ pia katnyopia POV TOU £VaVTL QUTWV TIOU £(VaL TILO CUVTNPNTIKOL OTO KOMUATL
QuToO.

2.3.4 Xpnowotnta

H epappoyr tou RFM povtélou amo pia etatpia, Sivel pia moloTikn elkOva Twy TEAQ-
TWV TNC O€ OXEON UE TNV AYOPACTIKI) TOUCG cUMmepLdopd. Mo CUYKEKPLUEVA pia ETalpEla prmo-
pel v ‘ aviyvevoet:

Toug KaAUTEPOUG TEAATEG TNG.

Motot eAdteg eival mBavoTeEPO V' avTamoKpLlOoUV 6' EVNUEPWTIKEG KOUTTIAVLEG TNG.
Motot €xouv Suvapikn va e¢eAixBouv o€ TLOTOUG KOTOVAAWTEG.

Motol mMeAATEC akpLBOMANPWVOUV.

Motot eival mBavo va eykataleiPpouv tnv ayopaoctikr oxéon (customer churn).

YV V ¥V V VYV V

Motot €xouv Suvatotnta va Statnpnbouv.

H napamndvw Alota eival eVOELKTIKN TwV EPUNVELWY TIOU SivovTtal pe BAon TIG KaTnyo-
pleg Twv mehatwyv kabwg dtadopetikol cuvduaopol Twy TiHwv R, F, M 0bnyouv oe diadope-
TIKEG EKTIUNOELG TNG AYOPOAOTIKNG CUUTEPLPOPAC.

2.3.5 E@apuoyn - EktéAeon

To RFM povtého amotelel éva AEITOUPYLKO HOVTEAO HE TOAAEC SuVATOTNTEG OTOV
TPOTO Xprong tou. MNa tnv edappoyn Tou, anattovvrtat 3 Bacikd BARATO OTIWE AUTA AKOAOU-
Bouv mapaKATW:

Brua 1°

MNa tov kaBe povadiko melatn mou opilet to ID, anodidovral ol TIpéEG R, F, M, oL omoieg
OVTIKATOMTPI{OUV TIC HUEPEC Ao TNV TeAsutaia emiokedn, Tov aplOud emiokéPewv Kal TO
TIOOO ToU SLEBECE 0 CUYKEKPLUEVOC TIEAATNG LECO OTO OPLOUEVO XPOVLIKO dlaotnua. To xpo-
VIKO S1A0TNUA KOL CUYKEKPLUEVA O XPOVOG Evapéng, n Slapkela Kol TTOAAEG PopéC n povada
HETPNONG (wpa, HEPEC, MNVEG) ETUAEYOVTOL ATTO TOV AVOAUTH avaAoya LE TO OKOTIO TNG ava-
Auong.

BAua 2°

OLTpéG R, F, M Omw¢ mpokUTITOUV auToUoLeC Sev eEUTNPETOUV TNV KATNyopLomoinon Kabwg
gival e€loou povadikeg pe Tov eAdtn. Mo tov Adyo auTo n KABe Tiur XpelaleTal va XwPLoTeL
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oe Babuida evOeIKTIKN TNG OELPAC Katataér TG 0To cUVOAO. O cUVSUOOUOC TWV TIHWV RMF
TIOU TPOKUTITOUV amod Tig Babuideg ovopaletal kat RFM score. ZuvnBiletal, onwg Ba edap-
HOOTEL KOl otV apovoa epyacia, oL Babuideg va eival 4 kat cuykekpluéva n Babuida 1 va
elvat kat n emBuuntA. O meAdtng pe RFM score 111 Bewpeital o KAAUTEPOG MEAATNG LG
etalpeiag.

BAipa 3°

To 3° Brpa eival o SlaxwpLoPOg TwV OUASWY TTEAATWYV KAl N amodoon XapaKTNPLOTIKWY O
QUTEG Baoel Twv RFM score mou evtonilovtal oto oUvoAo. Auth n Stadikaaoia eivat oAU on-
HOVTLIKN KaBwg amoteAel tnv apyn tng afloAoynaong kot eppnveiag twv dedopévwyv. Ot Stado-
POL TUTIOL ETILKOLVWVIAG-TIPOaEyyLong ou Ba emidexBouv yila kabe opdada apyilel va dadai-
VETAL 0 autod To otddlo. Eival blaitepa Bondntikd va §obolv ovopata otnv kabe opada
TIEAQTWV Kol EVOELKTIKA KATIOLEG aTtd TLG TLo BACLKEG elvat oL €€AG:

=  KaAutepot Nelateg (Champions): OL meAdteg pe mPOodpaTeG, CUXVEG Kal olyoupa
OKPLBEC ayopEC. Zuykevipwvouv RFM score 111.

= NéowNelarteg (High-spending New Customers): Néot mehdateg Bewpouvtal oL TeEAATEG
HE povadikr aAAd oAU mpoodatn Katl akplpn ayopd. Avayvwpilovtal anod ta score
141 ko 142.

= JtaBepoi - Evepyoi mnelareg (Lowest-Spending Active Loyal Customers): H
OUYKEKPLUEVN opdda amoteAeital and motol ¢ MEAATEC e TPOOPATEG, CUXVEC OYOPEG
oAAQ OxL Lblaitepa akpLBEC. Tuykevtpwvouv RFM Score 113 1) 114,

=  Xapévor MeAdteg (Churned Best Customers) : OL meldteg autng tng opadag
ouvnBav v’ ayopdlouv cuxva Kal OpKETA akplBd wotoco €xel MapéABeL peydAo
XPOVLKO Sldotnua amno tnv teAeutaia ayopd. Zuvnbwe €xouv score 411,412,421, 422.

OL mapamnavw opddeg MPOKUTITOUV Ao Touc SladopeTIkoUG ouVSUAOUOUG TwV Bab-
UidwV Twv petpkwy R, F, M. lNa nmeploocotepn akpifela mpokettat ya Slatalelg xwplis amna-
paitnta SladopeTIKA OTOLXELA KOl CUYKEKPLUEVA E6W O HEYLOTOC aplOpog Statdewy sivar 43
= 64. KaBw¢ 64 opddeg dev amoteAoUV OUCLACTLIKN KATNYOPLOTIOLNGT, 0 AVAAUTAG QVLXVEUEL
TIOLEG AUTTO TLG OUASEG €XOUV TIAPOLOLA CUUTIEPLPOPA KAL LITOPOUV VO TIPOCEYYLOTOUV LE KOLVN
TIOALTIKN Stadruong.

2.3.6 Awaxeipion AnoteAsoudtwv

H tunuatomnoinon Twv melatwy Onwe avaAubnke otnv mponyoUEVN EVOTNTA, TIPO-
KOTITEL HE Bdon ta RFM score mou UmoSEelKVUOUV TIOPOLOLEG AYOPOOTIKEG CUUTIEPLDOPEG.
Qotooo to (6lo RFM score €xel SLadopeTikn epunveia yla pla etatpio an’ otL yla Kamola
GAAN. Eva xapaKtnplotikod mapadslypa e€apwvtag Toug eAdteg pe RFM score 111, yla toug
omoiou¢ dev xwpd apdlofAtnon OTL MPOKELTAL YL TOUG KAAUTEPOUG, adopd TOUG MEAATEC
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TIOU OUYKEKTpWVOUV score 131, 231 kat mopopoLeg Statalelg mou Seixouv PULKpR cuxvoTnTA.
Mia etatpeia pe nAektpika €idn dev umopel vV avapével OTL KAmolog meAdtng 6’ ayopalel a-
OTIPEG OUCKEVEC O pnvaia Baon. e autnv TNV Mepimtwon n stapeia xpeltaletal va Swoetl
Baputnta otig TLHEG Recency kat Monetary Kol EMOUEVWE N OpAda TwV TEAATWY HE QUTA T
score Sev avtikatontpilel amapaitnta pn motoug neAdteg AvtIBETwWG yla pUia etatpeio pou-
XLOHOU 1} KAAAUVTIKWV N omtola Baciletal oTtnv ouxvotnTa ayopwV/emoKEPEWY, N CUYKEKPL-
HéEva opdda medatwy UoSelkvUEL OTL N AyOoPACTIKN OXEoN UE TNV €Talpeia ival advvaun.
Ol eTalpeieg pouxlopoU, KOAAUVTIKWY KaBwGE Kal oL ETaLPEieg KATAVOAWTWY ayabwv xpeLale-
TaL va Sivouv Wlaitepn Baputnta otig Recency kat Frequency TIUEG évavtl Tng Monetary T
MAG.

Mapatnpeitol mwg evw otoxog Kabe etalpeiag eival n avénon Twv Kepdwv PECW TNG
nwAnong akplPwv mpoioviwy, dev divetal mavta avtiotolya To (6o Bdpog otnv Monetary
TIUA €VOG MEAATN. AUTO g€nyeital SLOTL TIC TTEPLOCOTEPEC POPEC, N CUYKEKPLUEVN TLUN lval
apeoa e€aptnuévn amo tig aAAeg SUo. Evag evepyog MEAATNG UE CUXVEG ayOPEC, ABPOLOTLKA
elval kepdodopocg yla pia etatpeia. Emopévwe n culoyn OAwv Twv mBavwyv cuvSuacuwyv
Twv R, F, M Ba pumopoloe V' apkeotei otoug cuvSuaopolc twy R kat F (6w 4%=16). Teviko-
tepa n afloAoynon kat “petdadpaocn” Twv RFM scores elval og dpeon oxéon Ue tnv duon Tng
gTalpelag Kot yla opBotepn avaluon mpEneL va AapBavetat umoPty.

Y€ OUVEXELO KoL a.pOoU €XOUV EVTOTILOTEL OL EMIOUUNTEG OUASEG, OELPA €XEL O OXESLO-
OMOG TWV TOKTIKWYV TIou 6’ akoAouBnoeL pila eTalpeia KAl CUYKEKPLUEVA TO TUAMO Tou Mar-
keting amévavtl otoug meAdteq. MNa KABe opdda MeEAATWY, UTIAPXEL CUYKEKPLUEVOG GKOTIOC
onw¢ Mpoaoéyylon, Alatrpnon, Emavanpocéyylon Kat avtiotolyo mANBwea TOKTIKWY EMITEV-
€n¢ tou emikeipevou okomou.

TNV €lkOva mou akoAouBel mapouaotdletol 0 SLOXWPLOUOC TWV MEAATWY OE OPASEG
O£ oUVAPTNON TWV TIHWV R, F kat M. “Onwc ivat Aoyiko mavw Se€Ld mapatnpouvtoL oL KaAU-
TEPOL MEAATEG EVW KATW APLOTEPA OL TIEAATEC TIOU €XouV SlakoYel, Oomwg O6Aa Seixvouv, TV
OlYyOPOOTLKNA TOUG OoX€on e tnv etalpeia lNa kabs opdada amod Ti¢ mapokdtw Ba mapouola-
OTOUV eVOEIKTIKA KATIOLOL TPOTIOL SLaelpnon g TN amnod To TURUa MApPKETLVYK.
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Ewova 2.4: T'pagikég [eproyéc twv Opadwv [eratmv

11 Customer Segments @

—

. Champion
S :
(Frequency,
Monetary)

Loyal Customers
Lo Promising

New Customers
Abandoned Checkouts
Warm Leads

Cold Leads

Need Attention

Shouldn't Lose

R N R L

10. Sleepers
11. Lost

Recency

Mnyn: https://how-many-steps-inc.webflow.io/rfm-segmentation-overview—

1. Champions - KaAutepot MNeAarteg

MpoKeLtal yla Toug KAAUTEPOUG TEAATEG OTIOTE pia £EuTtvn Kivnon €lval n avtopoLlBr) toug
(bwpo, e6kn Mpoodopa K.a) pe okomod va StatnpnBel n ayopaotiki oxéon otov 8o
BaBuo. Emiong pia €€umvn kivnon tng etalpeiag sivat n cuAloyn afloAoyrnoewv HEOW
gpwTnUatoloyiwv. Me autdv tov Tpomo Ba pUnmopouaoe va ekTUNOel N avtanokplon Twv
TIEAQTWY QUTWV OE VEQ TIPOLOVTA /UTNPECLOC TTOU OKOTEVEL VOL AAVOAPEL N ETALPELQ.

2. Loyal Customs — Motoi KatavaAwtég

ZTNV OUYKEKPLUEVN opdda medatwy Ba propouoe va epappootel n taktiki tou Up-selling.
Mpaktikd@ autd onuaivel otL Ba mpoteivovtal péow newsletters PeAtiwpéva Kot
okplBotepa mpoiovra (Slag katnyopiac n avaPabulopéveg ekOOOELS TPOIOVIWV
TMAAQLOTEPWY ayopwv. AuTr n Kivnon otoxevVel otnv Monetary Tl evw Swpoa Kat
KouTtovia. poodopwV eVIOXUOUV TNV ox€on SECUELONC TOU TEAATN HUE TNV ETALPELR
Slatnpwvtag TIg TIREC R,F otov (81o tkavomowntiko Babuo.

3. Promising — Yrmooxopevol NMeAdteg

ESw Ba upmopouoe, n mpotacn yla cuvépoun [ MPOYPAUUA QVTOHOLBAG TIOVTWY va
Aewtoupynoetl Betikd auvfdvovtag TNV ouxvoTnTa ayopwv Kal emiokéPewv. Emiong ot
TIPOTAOELG AYOPWV OIOTEAOUV ££(00U £vav EAKUCTIKO TPOTIO.

4. New Customers — NéoL NMeAarteg

Awpa Kol EKTITWOELG OTLC TIPWTEC ayopEC. Edappoyn post-sale unnpeowwv. MpakTikA auto
petadppaletal we eEUMNPETNON TWV TIEAATWY OE OXEON UE TOV TPOTO XprHong/Asttoupylog
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10.

TWV MPOLOVTWV Ttou NN €Xxouv amokThoeL. H emblwén MPOooWMOMOoLNUEVNC OXECNC LIE TOV
niehatn BonBdel va xtiotel pia oxéon 6€oeuong e TNV Talpeia.

Abandoned Checkouts — MeAdateg nmou §gv 0AOKANPWVOUV THV ayopad:

Edapuoyn pre-sale umnpecilwv OMwG EMIKOWVWVIA LE OKOTIO TNV AVAYVWALON TWV OVAYKWV
KOl TTPOTLUACEWY Tou TteAdtn. Emdiwén avantuéng mpoocwmnomnolnuévng oXEong Omwe Kat
OTOUC VEOUG TTEAATEG.

Warm Leads —'EvBeppot AkoAouBol

Mpokettal yla MeAATEG Tou oto TapeABovV €xouv deifel evdladépov yla Ta mpoiovia 1 Tig
UTINPEGLEC TNG eMLXelpnong Kal TIOANEG GOpPEG TNV «aKOAOUBOUV» OTA KOWVWVLIKA META. 2€
autnVv TNV nepimtwon pia pEBodog emkovwviag mou Ba katatomilel kat Oa AUveL Tuxov
amnopieg Twv meAatwyv (proactive support) pmopetl va €xel BeTIKO AMOTEAECUA yLaL TNV
enitevén ayopdc. MoapdBupa emMKOWWVING QAVIUTPOCWTIWY TNG ETUXEPNONG OTNV
lotooeAiba | KATIOLO KOUUATL HE OUXVEC gpwtamavtioelg (FAQ) eival amd toug mio
OUXVOUC TPOTIOUG TETOLOU TUTIOU ETUKOLVWVLAG.

Cold Leads — Mn evéiadepopevol AkGAouBol

Y€ avtiBeon e TNV mponyoUeEVN opAada TEAATWY, OL CUYKEKPLUEVOL TIEAATEG £XOUV Oel€eL
anpoBupia og mapeABOVTIKEG MpooeyyioeLg TNG eTalpeiag. QoTOCO HETA Ao £va eUAoOYO
Sldotnua n etalpeio Ba YmopoUoE va EMAVOTIPOCEYYIOEL TOV TIEAATN OE TIPOCWIILKO
emninedo Kal va HABEL TUXOV OVAYKEG 1) TIPOTLUNROELG TOU.

Need Attention- NMeAdteg mou O€Aouv npoooxn

ESw elval ol meAdteg mou £xouv éva PEco RFM score. Mg okomo va LETAKUANGOUV GTNV
Katnyopia twv umooxouevwyv meAatwy, Slddopes MPoodopEG UE CUYKEKPLUEVO XPOVO
aélomoinong 1 mpotdoels Bacl{OPEVEG OTLC TIPOTLUNOELG KL AVAYKES TOUG Ba umopouvoav
va Aeltoupyroouv BeTIKA.

Shouldn’t Lose - MeAATEC TOU MPETEL VA TIAPAUEIVOUV OTO OLYOPOLOTLKO KOLVO

Mpokewtat ywa Champion meldteg tou mapeABOVIOG TOU OHWG €XOUV KalpO va
eMoKedTOUV TO KatAaoTnua (Puotkd/nAeKTpoviko) 1 va KAavouv Kamota cuvaAlayn. e
OQUTAV TNV MEPLTTTWON Ol CUYKEKPLUEVOL TIEAATEC TIPETIEL OTWOSHTIOTE VO TIAPAEIVOUV Kall
v’ avafBabuiotolv €avd oto KAAUTEPO AYOPAOTIKO KOWO. ZNUAVIKO €ival V' avaktnBet
ETUKOLWVWVLA, OTIOTE TNAEDWVLKI ETIKOWVWVIA UE TOV 810 ToV MEAATN, ELOIKEC TPOODOPEC,
npoodopd Swpwv oTNV EMOPEVN ayopd €lval KATIOLOL Amd TOUG TPOTIOUG EMAVAKTNONG
(win-back).

Sleepers — Avevepyoli NeAdteg

Me Bdaon tnv £lkOva, autol oL teAATeg SLEBETAV £va CNUAVTIKO OGO OTLC OYOPEC TOUC
OANG €XEL IEPAOEL LEYAAO XPOVLIKO SlaoTtnua emaveudaviong touc. Npoowmomnotnuéva e-
mails, €L0LKEG EKTTWOELG OAAQ KOL €PELVA YLAL AVIXVEUCN TWV TPOTLUNCEWV TOUG €lval
eVOELKTIKA TOU evOLAPEPOVTOC TNG ETALPELAC TTPOC TOUG TTEAATEG KOl UTTOPOUV VAl £XOUV
Betikn enidpaon.
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11. Lost — Xapévol MeAarteg

Autl n katnyopla adopd toug mehdteg mou efapxng Oev eixav blaitepa otevn
0lyOPOLOTLKN OXEON UE TNV EMLXELPNON. TO KIVvNTPO YLt TPOOTIAOELA EMOVATIPOCEYYLONG TOUG
glval xapunAo. Evnuepwtikd mails umevBuplong tou brand 1/ kot EMOXLAKWY EKMTTWOEWY
kal Black Friday mpoodopwv Ba pnopovoav icwg va odnyroouv oe pia Sevtepn eukalpia.

2.3.7 Aéoroinon — NAeovektnuata Xpriong

H aflomoinon twv amoteAecpdatwyv t¢ RFM avaluong amo pia emiyeipnon Kot to

TuRua Marketing, 6nw¢ napouvolaletal akoAoUBwg €xel TOAUAPLOUA TTAEOVEKTH LATA YL TNV
AELTOUPYLKOTNTA TNC.

Anodotikotepo E-mail Marketing

Opadomnolwvtag Toug eEAATEG Ue BACN TNV AyOopPAOTIKA TOUG CUUTEPLPOPA UTTOPEL va
Staodaliotel 6Tl Ta Kat@AAnAa e-mails aneuBUvovtal otoug KAtaAnAoug meAdtec. To
RFM povtélo cupParlel wote va epapuootel n Baoikr apxn tou online Marketing; to
owaoTo Mpoidy, yia Tov owaoto MNehdtn, pe tnv cwotrh MNpowdnon (3 P’s of Marketing).

YPnAotepn npaypatikiy aio tov neAatn pakponpodeopa (Customer Lifetime Value)

Onwg eival Aoylko, ta mavta o pia emiyeipnon sival apeca cuvdedepéva. Itnv mepi-
TITWON AUTH, N TILo poowTtomolnpévn StadnuLon ,mapanavw, eivot to KAeWdL yia tnv av-
&non mapapovAg Twy TEAATWY Kal avtiotola tnv anoduyn «eykataAewPngy» Toug Kabwg
KAl TNV avénon Twv MWANCEWV UE Xprion tng TakTknG up-selling kat cross- selling.Auto
OUVEMAYETAL aLENON TwWV MWANCEWV 0TOUG NEN UTIAPXOVTEG MEAATEC KAL TAUTOXPOVA QU-
&non tng pakpompoBeoung aiog Toug yla TNV enxeipnon. Exel mapatnpnBel 6tTL oL meAa-
TEC TIOU ETIAVOKTWVTOL LE TILO OTOXEUUEVN TIPOCEYYLON, ayopalouV Mo cUXVA Kal akpLBa
O£ OX£0N UE VEOOTIOKTNOEVTEG TEAATEG.

MeyaAUtepn annxnon TwWv VEWV TPoiloviwv KukAodopioag

Eotialovtag otoug KAAUTEPOUG KaL TILOTOUG KATAVAAWTEC KAl avTAwvtag tAnpodopieg anod
TL OUYKEKPLUEVECG OPADEG, Elval ONUOVTIKO 0 OXESLOOUOC KAL N AVATTUEN TwV VEWV TIpOoi-
Ovtwv va Slapopdwvetal pPe BAon TIG TTPOTIUNCELS KAL AVAYKEG TOUG. ME auTOV ToV TPOTO,
n KukAodopila autwv gival mMBavOTEPO va EXEL TNV EMOUKNTH AVTATIOKPLON KL TPOTIW-
Anon Kot va IeTUXEL ToV TEAIKO OKOTIO TNG, TO KEPSOC.
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IV. Evioxvon tn¢ aflomiotiog Kat tng déopevong pe tov meAatn (Loyalty & Engagement)

VI.

H avixveuon tTwv UTtooxOUeVWY TteAaTwy SiVeL TNV eukalpla OTNV EMLXElPNON VA TOUG
T(POOEYYIOEL UE TETOLO TPOTIO TIOU VA CUYKATAAEYOVTAL TAEOV OTOUC TILOTOUG MEAATEC. H
TipoowToToLlNUEVN dadnuion kat EvOelfn ekTinoNG TNG MPOTIUNONG Toug elval mBavo
va 08nynoouv otnv enopevn ayopd. H mpoodopad yla cuvdpopr) Le TpovopLa elval emiong
TIOAU €vOapPPUVTLIKA.

Neploplopog anwAslag neAatwv Kot eyKataAeAslppévwv KaAabuwyv (Customer churn &
Abandoned checkouts)

oL TNV QVTLLETWTTLON TOU CUYKEKPLUEVOU DOLVOUEVOU, OL ETILXELPNOELG TIPETIEL VAL SLOXEL-
plotolVv £Eumva TNV opada OxL TO0O TWV NN XOUEVWY MEAATWY OCO TNV OUAdA TWV aVE-
VEPYWV YLO. LEYAAO XPOVIKO Slaotnpa meAatwy (sleepers) wote va TOUC EMOVAKTOOUV. ¥’
OLUTEG TIG TIEPUTTWOELG N ETLXE(PNON TPEMEL VO TIPOXWPNOEL O€ pia mpoodopd Tou eival
SUokoAo o mehdtng V' apvnBel kat va mpoomepAoel. MoAU onUAVTIKO akopa eival n Sie-
PeLVNON TWV AlTlwVY Tou 08rynoayv Tov MeAATN va eival avevepyog. Avtiotowxn dtepelivnon
XPELALETOL KaL TO POLVOLEVO TOU «EYKATOAEAELUPEVOU KaAaBloU» (abandoned cart). Av n
ETUXELPNON UMOPETEL V' ATIOOTIACEL LECW €PEUVAC TOUG AOYOUG N OAOKANPWONG TG ayo-
PAG €lval XpriOLUO YL TNV AVTLUETWIILON KoL amoduyn avTioTO WV LEAAOVTIKWY CUUTEPL-
dopwv. MoAAEG GOPEG AKOUA KAL AV N EMAVAKTNON TWV MEAATWV €ivat advvatn, n mAnpo-
dopla mou AapBAveTal amo AUTAV TNV EPEUVA AUTNC TNG EVEPYELAC, ATIOTEAEL KEPSOC yLa
™V €TalpEia.

Meiwon kdotoug Marketing

O S8ladnuioelg otnv yvwotn mAatdopua tou Facebook aAAd kal tou Google €xouv KOOTOG
OMwg Kat n anootoAnl Emails kat SMS.KaBwg n Stadriuion eivat amapaitnto LECO MPOCEy-
ylong twv meAatwy, onpacia €xeL n av&non tnG AMOTEAECUATIKOTNTAS TNG. lNa va yivel
0UTO, amapaitnTo €ival To TepleXOpevo tnN¢ Stadnuiong va sival e€atopkeupevo Baoet
NG AYOPAOTIKNG CUUTEPLOPAC TOU KatavoAwTn (targeting strategy). Emopévwg akopa
KOLL OV O CUVOALKOG 0plOPOC TwV €€EPXOUEVWV UNVUHATWY €lval o idlog, n anddoon autwy
Ba elvat peyoAUtepn. Av pla etatpeio pmopel va HELWOEL ToV aplOpo tTwv dlapnuicswv
oUTO Ba pmopoloE va lval OTNV MEPITTTWON TWV XAUEVWVY | OVEVEPYWV TIEAATWV. AV TO
KOOTOG YLO TNV EMAVAKTNON TOouG uTtepPBaivel Tou KEPSOUG amd AUTAY TOTE UMOPEL va HELW-
Bel n ouyvotnta g Stadnuiong. Me Baon tnv «Apxr Tou Pareto» av pia eTaLpeia EMev-
6U0eL 100 E o€ SLadnULOTIKI) KOUTIAVLIA EMAVOTTPOCEYYLIONG HEow TS Facebook mAatdop-
pog, £xeL mapoatnpnOet 6tL LoOALG To moco Twv 20 E povo Ba cuvelodpépel oto 80% NG emL-
otpodnc ent tng emévbuong (ROI). Epapuolovtag TNV omoTEAECUATIKOTNTA KATA Pareto
Kall e xprion tT¢ RFM avaAuonc av pla etatpeia pmopel vV aviyveUoel Tnv opada mou 6°
ovtamnokplOel otov peyaAutepo Babuo, téte unopel va emevdUoeLl HOVO OTNV CUYKEKPL-
HEvn opdda to moood twv 20 E  akopa katl 6Ao To apxLko moood twv 100 E kal va peyloto-
Tow o€l Kat AAAo tnv emotpodn Mt tng emévéuong.

18



VII. Ewg BaBog katavonon tng emixeipnong (Business Understanding)

MOAAEC €TALPLEG ELOLKA HLKPEG I HIKpOUEDTaleg ekAelmouv BaBUTepnC yvwong Tou ayopa-
OTLKOU TouG KowvoU. H RFM avaAuon amnotelel €va eUxpnoto epyaleio Kal n ebapuoyn Tou
uropet va odnynoel yla mapadelypa otnv avakaluyn meAatwy mou pia etalpeia ayvo-
ouoe UEXPLXOEC OTL urmtopoUoe va ePAPUOCEL TNV TAKTIKI TNEG CUUMANPWHATLKA G TTWANONG.
AKkOpQ n emKoVwvia e GAAN opdda meAatwy Onwe yla mapadelypa twv warm leaders
Ba unopouoe va £xel BETIKO aVTIKTUTIO yLa BEATIWOELG AvaPOPLKA LE TNV AELTOUPYLKOTNTA
NG LotooeAidag k.a. Mia emiyeipnon enadietol otoug MEAATEG TNC, N KAAUTEPN Katavonon
ToUG Ba TpEmel V' anoteAel mpotepatdtnTa YU autiv Kat 1o RFM povtéAo cuBAaAAeL on-
HOVTIKA O€ aUTO.

2.4 Atila Evog Neldtn — Customer Lifetime Value

H ala evog mehatn n cupdwva pe tov E€vo 0po Customer Lifetime Value (CLV) eival
avaudifola, pio amo TG ONUOVTLKOTEPEG LETPLIKEG A€LOAOYNONG yLo KAOE avamTtuooOuevn n
KOl OVETTTUYUEVN ETLXELPNON KABWG elval EVOELKTIKA TNG OlYOPAOTIKNG EUMELPLAC KAl LKOVO-
moinong evog meAatn. MPOKELTAL, OUCLAOTIKA, VLo Jia TUUr TTOU UTTOSEIKVUEL TA CUVOALKA £-
coba ou pmopel V' avapével pia etatpeia anod evav nehatn o Babog xpovou. Mo enionua,
N TWng tng Customer Lifetime Value avtavakAd tnv mpaypatikny afio mou €xeL o KAOe meAd-
NG yla fia eToLpEeia KATA TNV SLAPKELX TNG OlYOPOLOTLKIG OXEONG KOL CUYKPLTIKA E TO KOOTOG
™G anoktnong tou (Cost-per-Acquisition) aAAd kat dtatrpnong tou. ZuykekpLluéva, Aaupa-
vovtag urntoPv Ttnv afia twv ec6dwv nmou dépvel Evag meAdTng o€ pia enyeipnon to CLV ou-
OXETIleL TN HeTaPANTH auTh HE TNV poBAemopevn Stapkela {wrg TOU TIEAATN KOL TO OVTIKA-
TOTTPIlEL o€ pia TIun.

O umoAoylopo ¢ Tung CLV plag emyeipnong dev sivat dlaitepa moAUMAoKOG. Ap-
XIKA XPELATETAL VA EVTOTILOTOUV T €0080 TOU TEAATN TIPOG TNV ETIXELPNON KAl VA OPLOTEL N
HEON TUUAG TOUG 1 AAALWG N LECN TLUA AyOopPAG. TNV CUVEXELA N TLUN TIOU TIPOKUTTEL B TTOA-
AQmAQOLAOTEL UE TO HECO TTOOOCTO CUXVOTNTAC Ayopd( yla va kaBoplotei n A&ia tou MeAadtn.
MNa tnv Lifetime Value apkeil n Afia tou MeAdtn va moAAamAaclactel He TNV péon SLdpKela
«Twng» Tou meAATn.

H xpnowodtnta tng tiung Customer Lifetime Value ivatl moAudiaotatn. Xapn o€ au-
Vv npoAapBavovtal mBavVES, ONUOVTIKEG {nUieg Katd To Aavodaplwopa twv marketing
campaign. ApeTépou, n oxéon He Toug teAdteg epBabuvetal, e KUPLO YVWHOVA TNV aroAuTh
Lkavormoinaor Toug Kal Katd enéktacn tnv avénon tn¢ kepdodopiag. Eival Aoyikd 6tL 600 1o
ouxva évag meAdtng ouveyilel va ayopdalel amnod pia etalpeia, tooo avéavetatl n CLV. Emopué-
VWG TIPOKUTITEL OTL €VaG aPOoCLWHUEVOC TIEAATNG, TIOU (ow¢ va €xeL amoktnBel SuokoAoTepa,
va afilel MoAU meplocOTeEpO amo S€ka VEOUC, oL omoiol dev okomeUouv va mpoBouv os ena-
vaAapBavOUEVEC ayOpEC LEAAOVTIKA.
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H yvwon tng tung CVL amo Tig eniyelproelg CUUBAAAEL WOTE V' AvAMTUOCOOUV EVOTO-
XEG KOL ATOTEAECUATLKEG OTPATNYLKEG VLA TNV ATIOKTNON VEWV TIEAATWV KAl T Slatrpnon twv
volotapevwy. H gvpeon tng tung CLV, die€ayel ocadr ocupnepaopata yla tnv neipnon,
BeAtiwvovtag avtiotola to CPA (KO0TOG amoKktnong ava meAdtn). Akoun, bavikd, mailel on-
HOVTLIKO pOAO OTNV ULOBETNON piag meploocdTtepo MEAATOKEVTPIKN G dLAocodiag, otnv omoia ot
QVAYKEG Kal n eTAuon TMPORANUATWY TWV TEAATWY KATEXOUV TIPWTAYWVLOTIKO pOAo. Emunpo-
o0eta, n petapAntn tng Twung Customer Lifetime Value, pnopel va otaBel wg otpatnyLkog
OUUBOUAGG o€ TtePLOSOUG TTOU UTIAPXEL AVAYKN oMo Apeon pevototnta (cash flow), anotpé-
TIOVTAC amnd Kataotpodka Aadn (r.x. umepBoAikd VP OC EKMTWOEWVY) Kal oploBeTwvTag e
oUveon TIG SATAVEC TPOWONTIKWY EKOTPATELWV.

T€Aog, n umapén CLV ota mAaiola Tn¢ YEVIKOTEPNC OTPATNYLKAG SLEUPUVEL TOUC ETILXEL-
pnuatikol¢ opilovteg plag etalpeiag. EWdkOTEPA, KvNTOMOLEL TNV KOlvOTOMLia KaL T 6n-
HLOUPYLIKOTNTA, wOwvTag otnV avaltnon ocuyXpovwy INYywv NPooTBEUeVNC atiag, oL omoleg
OUMBAANOULV OTNV EKTOEEUON TWV MWANCEWY 0C KAL KATA CUVETIELQ, TNG CUVOALKAG TLUNG CUs-
tomer lifetime value.

2.5 Katnyoplomoinon otnv Mnxaviky Mabnon

2.5.1 Ewoaywyn

H katnyoplonoinon (Classification) eivat pia amnoé tig Baoikotepeg pebddoug otnv EEO-
puén AcSopévwy, Pe ePapUOYEG 0 TTOAOUC TOUEIG OTTWG EVOELKTIKA TOV OLKOVOULKO, LATPLKO
KOl EUITOPLKO. H KaTnyoplomoinon avikeL 6Toug eMBAENOUEVOUG TPOTIOUG HABNoNG. ITOX0C
™G eEMPBAEMOUEVNC LABNONG ELVOLL N AVIXVELGN CUCYXETLONG OIVAUECO O’ EVA YVWPLOLLO - OTOXO
Kol 0 €va CUVOAO YVWPLOUATWY. To yvwpLlopa — otoxog Asttoupyel wg e€aptnuévn peTa-
BANTH, evw Ta uTOAOLTIA yVwplopata wg avefaptnteg HeTaBAnTEC. H emuPAenopevn padnon
ETUTUYXAVEL TNV SnULoupyia EVOG LOVTEAOU 0 omolog elval LKavog va TIPOPAETEL TIC TIUEG TNG
€€apTNUEVNG LETABANTAC XPNOLUOTIOLWVTAG TIG aveEApTnNTEG LETAPBANTEG. TO HOVTEAO UTopEtl
va €xeL Sladopeg LopdEg, OTwG Eval cUVOAO Kavovwy R Ula e€lowaon 1) To TAEYUA TWV VEUPW-
VWV Kal cuvdeéoewv evog Neupwvikou Alktuou.

Ztnv emuPAenopevn pabnon ektog amno tnv Katnyoplomoinon (Classification) avrket
akopa, n MaAwvdpoéunon (Regression). H katnyoplomoinon Kot n maAlvépopunon £Xouv MOAAEC
OMOLOTNTEC. 2TOXOG Twv dU0 UeBOdwv elval n MPOPAedPn TWV TIUWV EVOC YVWPLOUATOG, HE
XPNon GAAWVY YVWPLOUATWY EVW KAl oTLG SU0 TEPUTTWOELC XpNOLUOTIOLE(TAL Eval cUVOAO Sebo-
HEVwY ekmaibeuong, Katd tnv enefepyaoia tou omoiou kataokeudletal To poviélo. H dua-
dopd avapeoa oTnV KatnyopLlomoinon Kal otnv naAlvdpopnaon EXeL AUECN OXEON LLE TOV TUTIO
™G e€aptnuévnG HETABANTAG. ZTOXOC TNG aAvdpopnaong eivat n mpoPAedn plog €optnue-
vnG LETAPANTAG, N omoia TEPLEXEL CUVEXOUEVEG (apLBUNTLKEG) TLUEG. AVTIOETWC, KaTnyopLo-
noinon eivat n mpoPAsPn SLOKPLTWY OVOUAOTIKWY TLUWV. OL TLUEG QUTEC ELVOL CUYKEKPLUEVEC
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Kal e€0pxNG OpLOEVEC evw opilouv TNV KAAon (katnyopla) otnv omoia avrkel KAOs avTiKe(-
pevo. MNa tov Adyo auto, n e€aptnuévn LeTaBAnth o€ mpofAnaTa KatnyopLomoinong KaAei-
TOL KAl yvwpLopa KAAonc.

H évtaén avtikelpévwy og opadec amotelel epapuoyn kat yio AN uébodo EE6pUENC
Asdopévwy, tnv Zuotadonoinon (Clustering). H Zuotadomnoinon opadomolel Ta avtikeipeva
HE BAon Ta KOWA XOpAKTNPLOTIKA TouC. To Baoiko onueio Stadopomnoinong eivat 0tL oL ou-
oTadeg KABwWC Kot 0 aplBUdC Toug Sev elval YWWOTECG Kal SEV €XOUV OPLOTEL LEXPL KaL TNV &-
ktéAeon. Emilong, ta 6eSopéva dev mepléxouv kamolo medio mou va kabopilel Tnv opada —
ocuotada. Na tov Adyo auto n uotadomnoinon Bewpeitat pn-emPAenopevn padnon.

Me avadopd maAL 0TO KEVTPLKO BEUA TG Mapouaoag mapaypadou, eivat XprnoLuo va
0pLOTEL 0 EMayWYLKOG alyoplBpog mou cuvavtdtal otnv Katnyoptomoinon. Evag Emaywytkog
ANyopLBuog eival pla ovtotnta, n omoia enetepyaletal éva ouvolo Sedopévwy Kol Kata-
okevalel €va povtéNo. To HOVTEAO lval pLa TUTIOTIOLNGN, TTOU TIEPLYPADEL TN YEVIKELON TNG
OX£0NG avapeoa o€ pLa e€apTnUéVn HeTABANTN Kol o€ v 6UVOAO aVeEAPTNTWY LETABANTWV.
Mo CUYKEKPLUEVQ, TO OVTEAO SEXETAL WG El0080 TIG TLHEG TWV aVeEAPTNTWV UETABANTWV Kall
TIAPAYEL WG £€060 pLa TLUA yLa TNV e€aptnuévn HeTaBANTA. To HOVTEAO, TTOU TIPOKUTITEL, €-
dapuoletal yla va xpnotpomnotnBel yia tnv mpoBAePn TG KAAONG VEWV MAPATNPHOEWV.

2.5.2 Enaywywkol AAydptduot kat MovtéAa

ITOUG EMaywyLkoU¢ aAyopiBuoug n ueBddoug katnyoplomoinong avikouv ta Aévépa
Anoddaocswyv, Ta Mnebliava Aiktua, ta Neupwvika Aiktua turmtou Multilayer Perceptron ka.
Ta povtéAa Ttou pokUTttouy amod kabe peEBodog otnpilovral oe Stadopetik Bewpia kat Ao-
YLK Kal €xouv peyaAeg SladopéEc.

Itnv nopouoa gpyaacia Ba yivel xprion Twv aAyopiBuwv tou Aévdpou Amodpacewv Kal
Tou Mnebllavou. ‘Eva povtédo Aévdpou Anodaocewv eival pa Sevdpikr) dopr), 6mou kabe
KOUBOG glval €vag EAeyXOC YLOL KATIOLO YVWPLOUA, KABe KAASOG lval £va amoTEAECUA TOU &-
Aéyxou kal kaBe duAo eival pla anddaon katnyoplonoinong .Eva poviédo mou Baciletal
otnv Mnie0llavn Oswplia, teplypadeTal Le Evav KATEVOUVOUEVO OKUKALKO YpAdo KoL hLa Ka-
Tavoun TBAVOTATWY CUCKETIONG METAEY TwV UETAPANTWY. ZTov ypddo kabBe kOUPOG avil-
otolel o€ pLa petaBAnth.

Onw¢ avadepOnKe Kal TPONYoUHEVWE, EVOG ETTAYWYLKOC aAYOPLOUOG KATOTILV TNG €-
ne€epyaociag evoc ouvolou Sedopévwy mapayel £va povtéro. Av pe | cupBoAiletal éva ema-
YWYLKOC aAyopLOpog kat pe D €va oUvolo dedopévwy, Tote to (D) cupBoAilel To poviélo mou
T(POKUTITEL AT TNV enefepyacia Tou cuvolou dedopévwy D amod tov |. Av o (6log aAyoplBuog
enefepyaotel éva Sladopetikd ouvolo dedopévwy D’, toTe To amotédeopa Ba eival Eva dla-
dopetikd poviélo I(D’). Eav to D’ mepléxet Stadopetika nedia amnd to D, eival mpodaveg otL
ta SUo povtéda Ba eival Stadopetikda. H dtadopd undpyetl akopa kot av ta Suo cuvola de-
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Sopévwy mepLéxouv ta (Sla media, pe SltadopeTikég mapatnpnoelg. MNa mapadslypa ota Aév-
O6pa Anopaocswv, UIKPEG SLadopég ota olvola Sedopuévwy €xouv cav amotéleopa tn 6n-
HLoupyia onUaviika S1adopeTIKWY LOVTEAWV.

Mua péBodog katnyoplomoinong Unopet va eivat attlokpatikr (deterministic) i oto-
XaoTikn (stochastic). OL otoxaotikég péBodol kahovvtal kat mBavoloyikeg (probabilistic).
Mta attiokpatikr HEBodog dnuioupyel poviéda, omou o KABe KAAON avTloToLyelTalL fia Ta-
PATAPNON EVW OTA OTOXAOTIKA LOVTEAQ YLt KABE KAAGN UTtOAOYLZETAL N TIOAVOTNTA VOl AV KEL
N mopatnPnon o€ autnv. Napadelypa altlokpatikng peBodou eival ta Aévépa anodpacewyv
Tumou C4.5, evw mapddelypa otoxaoTikng Leboddou eival ta Mneliliava Aiktua

2.5.3 Zradia Katnyoplomoinong

H katnyoplomnoinon xwpiletal os tpia otadla, oto otddlo tng ekmaibeuong Tou po-
VTEAOU, 0TO 0TAdL0 TN EMaARBguconG TOU HOVTEAOU KaL OTO OTASLO TNG XPrioNG TOU HOVTEAOU.
AvaAUuTLKOTEPQ, OL Epyacieg mou AapBdavouy xwpa o€ KaBe otadlo eivat oL akOAOUBEG:

e Exknaidevon Movtélou

210 0TASL0 QUTO, MPAYUATOTIOLELTAL N AVAAUCH TOU CUVOAOU S€SOUEVWYV TIPOKELUE-
vou va BpeBoulv oL oXECELG PETALL TNG EEAPTNUEVNC LETABANTAG KAL TWV AVEEAPTNTWY UETO-
BANTWV. To AMOTEAECUA QUTAG TNG AVAAUONG ELVAL N KATAOKEUH €VOG HovtéAou. To cuvolo
6e6opuévwy TTOU XpnOoLUOoTOLELTAL Yl TNV ekTtaibeuon Tou HOVTEAOU, OVOUATETAL CUVOAO €K-
naibevonc (training data set). H enthoyr tou cuvolou eknaideuong ival KaBopLOTIKAC on-
pootag, KaBwe To LOVTEAD TTOU TIPOKUTITEL ATIOTUTIWVEL TLG OXECELG TIOU UTIAPXOUV 0TO GUVOAO
eknaidevong. EmMopévwg pepoANnTTIKA ocUVoAa ekmaibeuong mMopdyouv UEPOANTITIKA WO-
VTEAQ, YEYOVOG TTou Sev eival emBuunTo.

e EnaAnBevon Movtélou

210 otadlo autd eAéyxetal n akpifela mpoBAedng Tou povtéAou, n LKavotnta tou &n-
Aadn va poPAETEL CWOTA TNV KAACGH TWV APATNPNOEWV. TO LOVTEND EKMALSEVETAL UE TIO-
PATNPNOELG, OTIOU N KAdon gival yvwotn Kat Sivel tnv avtiotowxn mpoBAedn. ITnv cuveXeld
yivetal ouykplon avapeoa otnv npoBAsedn Tou HOVTEAOU KAl TNV TIPAYHATIKN TLUA TNG KAQ-
onc. Av To HOVTEAO €L 0pBN TPOPBAsYN YLt TRV KAAGCN €VOC LKAVOTIOLNTIKOU TT0o0oTOoU Tta-
PATNPNOEWVY, TOTE Bewpeltal EMITUXNUEVO KAl UMOPEL va xpnotpomnolnBet yia tn Sltatunwon
npoPAEPewv. H Stadikaoia Sokiung tou povtédou kaleital emaAnBevon (validation) kat to
ouvolo Sebopévwy Tou Xpnolpormoleital yla tn Sokiun KoAeital cuvolo emaAnBeuong
(validation set n test set). Zkomog evog poviélou eival va aflomolnBei kaboAkd yia tn dlato-
nwon PoPALPewV oTnV mpayuatikn {whn Kat OXL Yo TV avaAluon VoG CUYKEKPLUEVOU CU-
vOAou Sedopévwy. MNa tov Adyo auTo, To HOVTEAD TIPEMEL va amodeifel Tnv emtuxn mpoPAedn
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NG KAQONG AyVWOTWYV MOPATNPAOEWV MEPA A’ AUTWV TIOU XPNOLUOTOLRONKaV yla Thv €K-
naidevon tou.

e Xpnon Movtélou

210 0TAdL0 aUTO Kal adou To HOVTIEAD, €XEL ekmaldeuTel Kal emaAnBeuTel, XpnoLuo-
nole(tal yla t Statunwon npoPAEPewv. Mo CUYKEKPLUEVA, Hia VEQ TTApATAPNON, TNG OTtOLOG
N KAQon €lvol Ayvwotn, ELCAYETAL OTO LOVTEAO, TO OTOLO XPNOLLOTIOLWVTAG TLG TIMEG TWV O-
vefdptnTwy petaBAntwy urtoAoyilel TV TN tng KAAonC.

2.5.4 Kpurripia AéloAdynonc Medodwv Katnyoplomoinong

MNa tnv edbappoyn tng Katnyoplomoinong, undpxouv moAlol kat Stapopetikol alyo-
plBuoL. Mo ocuykekplpéva, ta NeUupwvIKa AlKTua, £XOUV HEYAAN LKAVOTNTA oTnV TIPOPAsYn
NG KAAONG AYVWOTWVY TapaTnprnoswy. @a pnopouoe n LEBodog autr va BewpnOel kataAAn-
AOtepn amnod kamola GAAN Opwe n akpifela dev eival To povadiko kpitrplo agloAdynong Twv
HEBOSWV Katnyoplomoinong. Mapakatw akoAouBoUv avaAUTIKA TO KPLTHPLA LE T ool a-
¢lohoyeital n kabe uéBodog katnyoplomoinong.

Akpipela NpoBAsPnc (Accuracy)

MpOKeLTOL YLA TNV LKAVOTNTA TNG ETUAEYUEVNG HEBOSOU - HoVTEAOU va TIPOPBAETEL CWOTA TNV
KAQON AyvwoTtwv mapatnpiocwv. Mpodavwg eival amd to oNUAVTIKOTEPO KPLTAPLA KAL E-
YAAo HEPOG TNG e0TLALEL OTNV eUpeon PeBOSWV uPNAWY ETEOCEWV.

Tayxutnta (Speed)

H taxutnta oxetiletal pe TNV MOAUTIAOKOTNTA TNG LEBOSOU Kol TO UTIOAOYLOTIKO KOOTOG TIOU
oautn ouvenayetal. H ektéAeon moAUTAOKWVY aAyopiBuwv cuvenayovtal cuvhBwc kabuote-
PNOELC KABWC amattouVv peyaAUuTtepo aplBpud ektéAeong umoloylwopwy. H kaBuotépnon pmo-
pel va eotialetal otn Sladikacio ekmaibeuong KoL KATOOKEUR TOU HOVTEAOU OAAA KL KOTA
TV SLdpKELA TNG XProNG Tou.

Oplopévecg neEBodol, onwe ta Aévopa Antodpdcewv, Stabétouv ypriyopoug adyopiBuoug pe pi-
KPO XpOVO KATOOKEUNG TwV HOVTEAWV. AvtiBeta, péBodot omwe ta Neupwvikd Aiktua, amot-
TOUV TTOAU TIEPLOGOTEPO XPOVO YLO TNV EKMALSEUON TWV HOVTEAWV OUWG O XPOVOG XPHONG TOUG
glval oAU uikpog. TéNog, umtapyxouv péBobdol, onwce ot k-MAnoléotepol Meitoveg, omou dev
XPELAETAL EKMALOEVOE EVOC LOVTEAOU, WOTOCO O XPOVOG YLa TNV KATNYOPLOTIOiNoN VEWVY Tta-
POATNPNOEWV £lval HeyAAOG.
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e Epunvevowpotnta (Interpretability)

MPOKELTOL YLO TO ONUOVTLKO XOPAKTNPLOTIKO TNG LEBOSoU va apadyel HovtéAa, Ta onola gival
Katavonta anod tnv avBpwrivn Aoyikn. MNa napadetypa, ota Aévdpa AmodAacewv 0 TPOTOG
AUPNG TG anmodaong katnyoplomoinong elvatl eVKoAd KATAVONTOC KoL TO HOVTEAO UIOpPEL
€UKOAQ UETATPEMETAL O €va oUVOAO Kavovwv tng popdng EAN-TOTE. AvtiBeta, povtéa
AAwv peBddwy, omwe ta Neupwvikd Aiktua Kat ot Mnxavég Alavuopdtwy YmootnpEng,
Aeltoupyoulv €xouv TiLo TTIOAUTTIAOKO TPOTO Agttoupyiag yia tTnv mpodPAedn tng kAdong. H
EPUNVEUCLUOTNTA ELVOL LLO ONUAVTLIKA WBLOTNTA TwV PEBOSWV Katnyoplomoinong kabwg £€tot
Ol XPNOTEG TWV HOVIEAWV, UMOPOUV va EMEUPOUV LE TOPAUETPOUG Kal va Epouv T °
QMOTEAECATA TILO KOVTA 0TOo emBupnto. Emiong, oto poviého pmopel va kataypadouv VEES
KOl AYVWOTEG OXEOELG LETAEL TwV SeSOUEVWV. AV TO LOVTEAO €lval EpUNVEVCLUO N aViXVeLon
TWV VEWV OXECEWV KATA TNV edapuoyn Tng ueBodou katnyoplomnoinong Ba xpnouonownBel
WG epyaleio avaAuong, LKoo Vo TIPOohEPEL KALVOTOUA YVWOT).

e Enektaowpotnta (Scalability)

H enektaoipudtnTa avadpEpetal otnv Lkavotnta Twv Pebddwv va xelpilovral eUkoAa cUvoAa
pHeyalou oykou Sedopévwy. H Mnxaviky Mabnon kat n ITatiotikn npoodpEpouv pebddoug
KaTnyoplomoinong, wotdoo n edappoy autwyv o€ cUVOAd peyalwv Sdedopévwy dev eival
TIAVTA EUKOAQ EKTEAEDLUN. € TTOAAEC TIEPUTTWOELS N UTTOAOYLOTIKA TIOAUTTAOKOTNTA TV LEBO-
Swv opiletal amo 1o mANB0¢ TwV MOPATNPHOEWY, EVW OL TIEPLOCOTEPOL PEBOSOL amattolv TNV
EYKATAOTOON TOU CUVOAOU ekmaibeuong otnv KUPLO KvAn Tou umoloyloth. Ta {nthuata
QUTA BETOUV QUTOUATA TEPLOPLOKOVUG 0TNV SuvaTotnTa ePpapUoyng Twy LeBOdwv. Qotdco n
ONUEPLVA ETIOXN EMUTACOEL TNV aflomoinon Twv MeydAwv Aedopévwy Kat elval amapaitnto n
avaAuon kot ol pEBodol va MPooapUooTOUV OE QUTO TO XAPAKTNPLOTIKO. OMwe XapaKTnptL-
OTIKA emionpaivouv ol Fayyad, Piatetsky-Shapiro and Smyth (1996), n mpokAnon yla tnv Kot-
votnta twv epeuvntwy EE6puENg Asdopévwy eival n kataokeun HeBodwv mou SleukoAuvouv
™ xpron aiyopiBuwv e€6puéng dedopévwy oe Baoelg Se50UEVWV TOU MIPAYUATIKOU KOGUOU.

e AvOektikotnta (Robustness)

H AvBektikotnta opiletal n tkavotnta Twv PeB6dwv va mpaypatonololv opBEg mpoPAEPEeLg
akopa kat 6tav ta Sedopéva xapaktnpilovral ano npoBAnuata, 6nws o 86puPog kal oL xa-
HEVEG TIUEC. Katd TNV epappoyr MeBodwv Mnxavikng Mabnong eivat moAU cuvnBlopévo va
ouvavtwvtal BopuBwbdn dedopéva. Auto cupPaivel S1oTL TOAAEC Ppopég Ta dedopéva poEp-
xovtol amno SladopeTikd MANPOdOPLAKA CUOTAUATA KOL N CUVEVWON TOUG UTopel va én-
HLOUpPYNOEL Keva og kamola nedia. EmumA£ov, Aabn tou i6lou Tou UTMAAARAOU TTIOU KAVEL TNV
kataypadn — eloaywyn [ akopa kat opAApata tou (5lou Tou cuoTANATOC lval TTOAU cuXVA.
Emopévwg Kplvetal avaykaio eKTOg TnG KaANG mpoemnetepyaoiag twv dedopévwy, ol péBodol
TIOU XPNOLUOTIOLOUVTAL VO NV LEPOANTITOUV ATTEVAVTL OTLG TTPOBANUATIKEG TLUEG TTOU TUYXA-
VEL VO UTIAPXOUV.
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Kedalatio 3 Tunpatonoinon NeAatwv — MNpaktiko MEpog

“Above all else, show the data.”

—Edward R. Tufte

00 1 LT Lo Y00 Y o SR 26
3.2MNpoemnefepyacio AESOUEVWVY — Data PreproCesSing .....ccveeeceeeecreeeeiieeeereeeereeeereeeeveeeennes 31
3.3Edappoyr RFM MovtéAou yla TUNUOTOTIOINGN MEAATWV....uvvieieeeeiieeeieeeeree e 36
3.4Tunuatomnoinon Nehatwv pe Baon tnv twun Customer Lifetime Value.........cocveeenneeeeee. 41
3.5MpoPAePn Katnyopiag kat Evioxuon RFM MovtéAou pe xprion WEKA .........coocvveenveennee. 43

25



3.1 Ewaywyn

3.1.1 EpyaAeia YAoroinoncg Epyaoiac

To MpakTIkd LEPOC TNG epyaciag uAomolnBnke oe yAwooa Python oto mepiBallov ep-
yaoiag Tou Aoylopikou Jupyter. To kKoppatitng Mnxavikng Mabnong ebapuootnke oto eAeV-
Bepo Aoylouikd Weka pe kbpla xprion Twv aAyopiBuwv tou Decision Tree kat Naive Bayes.

Python

H Python emwonBnke kat avamtuxbnke and tov OAavéo Guido van Rossum, To
1990. AlaBétel éva peyaho aplBuo BLBAL0BNKwY 1ou SLleUKOAUVOUV TTIOAEG OUVNBLOUEVEG
gpyaocieg kal yapaktnpiletat yla tnv taxUTNTO EKLAONONG TNG. AVOMTUOOETAL WG Open source
software (avolxto Aoyloptkd) kot n Staxeiplon tng yivetat and tov pn KepS0OKOTLKO opyavi-
ouo6 Python Software Foundation. AkptBw¢ Adyw tou avolktol tn¢ kKwdika, n Python Aettoup-
Vel o€ MOANECG MAATPOPUEC Kal O TIPOYPAUUATA oag Urmopouv va Souléouv os omoladn-
TIOTE ATO AUTEC TLG MAATHOPUEG XWPIG va elvat amapaitnteg kamoleg aAayég. H Python pmo-
pel va xpnotpomolnBei mavtoL, and to Linux kat ta Windows péxpt To Macintosh kat to
PlayStation. H doun tng Pythonotnpiletal otov avtikelpevootpadr MPOyPAUUATIONO, &n-
Aadn €XEL WG KEVTIPLKN €vvola TNV KAAGN N omola cUVOEETAL IE TA AVTIKEIPEVA.

Ot B1BA1091keg tn¢ Python otnv Emotiun Asdousvwv

H peydAn duvaun tng Python eivat to mAnBog twv eAeVBepwv third-party BLBALOON-
Kwv. Tn¢ apxég tou 2019, to emionuo Python repository mepleixe yupw ¢ 165 XAASeG
projects. 2xe60v yLa kaBe mepimtwon, untdpxet Stabéoiun pa uPnAng motdtntag BLRALBNKN.
Metafl autwv UTApXoUV TNG e€ALPETIKEG BLBALOBNKEG yLa TNV emLoTH N Twv Sedopévwy, Ka-
AUmtovtag kaBe otddlo TG avAaAuong Twv SeSOUEVWV.

Pandas

Mta toAU xpriotun kat dtadedopévn BLBALOONKN ivat n Pandas, mou rapéxet UPnNANG
anodoong Souég Sedopgvwy - data structures yla Tov XELPLOUO, TOV KABAPLOUO Kal TNV Mpo-
eTolpacia Twv dedouévwy He okomo V' amoteAEéoouy input yla tnv dtadlkacia TG UNXAVIKAG
nabnong. H mapoxn “kaboapwv” dedopévwy pe tn owoth popdn eival Iwtikng onuaciag ya
™V npaypatomnoinon cwotwv npoPfAEPewv oto machine learning, kal oiyoupa eivat éva a-
napatitnto mpwto BrApa. H BLBAL0Brkn Pandas, xapn otnv kKatdAAnAn popdomnoinon divel ota

26



To Sebopéva popdn EAaXLOTOMOLWVTAG TOV KivEuvo va cupmeptAndBOouv mpoBAnUATIKA 1) €A-
Autr) 6edopéva oTig avaAUoELG.

Scikit-learn

Adou ta Sebopéva €xouv mpoemnefepyaotel cwota amno tv BiPAoOnkn Pandas, to
EMOMUEVO BAMA TNG UNXAVLKAG HABnaong - machine learning, uAomoleital pe tnv BLBALoOnRKNn
scikit-learn. Eva amo ta mpaypata mou KAVEL N CUYKEKPLUEVN BLBALOBNKN, elval OTL TtapEXEL
EVav LEYAAO aplOd aAyopiBuwV LNXOVIKAG HABNoNG KATw amod éva koo APL. Auto onuaivel
OTL TTOAAEG TEXVLKEG UTTOPOUV va XpnoLponolnBouv pe tnv idla olvtagn, woTe va UTIAPXEL EV-
KOAN evaAAoayr HETAEL SLOPOPETIKWY TEXVIKWY avVAAOya LLE TOV TUTO Twv SeS0UEVWVY TTOU
avaAvovtal Kot To PoBAnua rou emAvetal. H BLBAL0Bnkn Scikit-learn mapéyel emiong epya-
Agla yla TNV EMKVPWON TWV ATIOTEAECUATWY Kal TN Staopaiion tng BEATIOTNG EMAOYNG TWV
HOVTEAWV.

Jupyter

To Jupyter Notebook eivat pa Stadiktuakn epappoyn, EAeUBepou AoyLopkoU Kot a-
VOLXTOU KWOLKO TIOU ETUTPEMEL TNV Snuioupyia Kot Slapolpacud eyypddwv mou TEePLE-
Xouv KwoIKa, eELOWOELS, YPOPHUOTA, ATIEIKOVIOELS KAl EMEENYNUATIKO Keipevo. To Jupyter
notebook mpoodépel Suvatdtnteg mapouvciaong LOPPOTOLNUEVOU KEIMEVOU, HABNUATIKWY
eflowoewv Kal CUPPBOAWV, Kal SLadPaOoTIKA OTOLXElO HE EKTEAECIUO KWOLKA UTIOAOYL-
oTH, HEoa amo To yvwpLuo neptBaiAlov tou web browser.

Weka

To Weka (Waikato Environment for Knowledge Analysis) pla couita Aoylopikou yla
UNXovikn pabnon kat E€6puén Asdopévwv mou avamtuxdnke amo to MaveEMOTAKLO TOU
Waikato tng N. ZnAavdia. Eival ypappévo o€ Java Kal aviKeEL 0TNV Katnyopla Tou Aeyouevou
eAelBepou Aoylopkou (freeware) eMITPEMOVTOG OTOUG XPHOTEG VA XPNOLUOTIOLOUV, AN Kall
va Tpomomnololv eAeUBepa To AoyLoUikd Tou. Eival éva amnod ta mio dtadedopéva AoyLoULKA
E€6puEnc AeSopévwy Kal €XeL xpnoLomolnBel o€ HeydAo aplBUd EMIOTNUOVIKWY EPYACLWV
evw n dnuodhia Tou odelletal ota EL6LIKA XAPOKTNPLOTIKA TOU Kal 0TI SUVATOTNTEC MOV
npoodEpel. Tuykeplpuéva to WEKA mapéxel molkiAio pebodwv yla katnyoplomoinon, moALv-
dpopunaon, avaluon cuotadwv, KAVOVEG CUCXETLONG, TpoeTieepyacio Twv SeSopévwy KabBwg
Kall EpyaAeia omTikomoinonc.

Decision Tree J48

O Decision Tree J48 ival évag eMOnMTeUOUEVOC alyoplBpoc pabnong mou Baaciletal
otov aAyoplBpo C4.5. Zekivwvtag ano ta dedopéva eknaideuong, Snuloupyeital €va HovteAo
npoPAsPnG To omoio xaptoypadeital os pia doun S€vtpou. O otdXoC ival va emiteuyOet
aplotn tagvopnon e eAaxLoto aplBuo anopacewy, av Kot Sev ival mavra epLkto Aoyw Bo-
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pUBouU 1 acuvénelag ota Sedopéva. Kabe eminedo ywpilel ta Sedopéva cupudwva pe dtado-
PETIKA XOPOKTNPLOTIKA, Ol KOPBOL Ttou Sev €xouv GUAAA AVTUTPOCWTTEVOVTAL OO T XOPa-
KTNPLOTIKA, EVW OL KOUBOL TwV GUAAWY QVTLITPOCWIIEVOUV TNV IPOPBAENOUEVN HETABANTH).
Ta Baoika otolxeia Tou adyopiBuou sivad:

e  ZeKwdel eAéyxovtag OAo To cUVoAo debopévwy eknaidevon .

e Bpiokel Ta yapaktnplotikad mou divouv to peyalutepo mAnpodoplako kEpdog pe Baon
TNV EVIPOTILA WOTE VO TIPOXWPHOEL OTOV KAAUTEPO SLOXWPLOUO TwV KOUBWV.

e To kAadepa elval pia MOAU CNUAVTLIKN TEXVLKI TIOU TIPETEL val XpnotponolnBel otn on-
Houpyia Sévtpwy efattiog Twv akpaiwv Tipwv. Etvat mBavo va untdpyxouv dedopéva mou
UTOPEL va TTEPLEXOUV EAGXLOTA UTTOCUVOAX TIEPUTTWOEWV TIOU SeV gival KaAd kaboplopé-
veq. Mo va ta TaglVouoeTe owoTd, Unopel va xpnotpomnolnBei kAadepa pe Toug Suo TU-
TIOUC OTWG TTAPOKATW:

= KAQdepa peta tn Snuoupyia Tou dévipou.
= Online kAadepa (mou ekteAeital kata tn dnuLoupyia tou €vtpou)

Naive Bayes

2tn Mnxaviky Mabnon, ot Naive Bayes KQTnyopLloToLNTEG Elval KL OLKOYEVELD TiOa-
VOTIKWV Taglvountwv mou Bacilovtal otnv epapuoyr tou Bewpriuatog Bayes Ue oxupn ave-
gaptnoio HETAEL TWV XOPAKTNPLOTIKWV.

O Naive Bayes mopapével anod tnv dekaetio tou 1960 pia SnuodAng uéodog yia tnv
KOTNyopLlomoinon KeWWEVWY KaBwg Kot eKTipnon eyypadwyv OXETIKA PE TO (160G TOUG OTIWG
averOuunTo, VOULUO, aBANTIKO, TTOALTLKO, KATL. AuTO Baociletal oTtnv cuxvoTnNTA KATIOLWY A£-
Eewv ou opilovtal w¢ xapaktnplotika. Ot taflvountég Naive Bayes Aettoupyolv KALLOKWTA
QUIOLTWVTOG HULO CELPA YPOAUMLKWY TIOPAUETPWY OTOV aplOUd Twv HeTABANTWY (xapaktnpt-
OTIKA) KATA TNV eKTaidev o TOUG.

O Naive Bayes pe tnv Kat@AAnAn nposmnefepyacia, amoteAel €vav mMOAU aVTOYWVLOTIKO
OAyOpLOUO e TTOAAEC EPOPHUOYEC AKOUO KOL OTNV OLUTOHOTH LATPLKN Slayvwon .
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3.1.2 Zuvtoun Avagopd otnv Xpnowyudtnta tnc lposneéepyaociac Asdouevwv

Kadapiouog Asdouévwv — Data Cleansing

H npoeneepyaoia Aedopévwy amotelel Eva anapaitnto otddlo otnv Stadikacio Tng
E€opuéncg Asdopévwy. H avaykalotnta eivat epdavig kabwg sivat moAl cuvnBilopévo éva
oUVOAo SeSopEVWY va TIEPLEXEL SUTAOKOTAXWPNUEVEG EYYPAPECS, EYYPADEC UE AVTIKPOUOUEVO
TIEPLEXOUEVO, TIUEG TIOU TtapaPLalouv AoylkoUG KAVOVEG (Tt apvnTIKEG NAKIEC),eodpaApEVEC
TLUEG, XPON CUVWVULWV TLUWV OE KATolo nedio (my n «OecoaAovikn» UMOPEL Vo KOTAXWPEL-
TaL oAoypadwg, | wg «Oec/vikn») KAT. KATL TETOLo Mapatnpeital cuvABwWG KOTA TV CUyXW-
veuon edopévwy amo SladopeTIKEC MNYEC, ZUUMEPOACUATIKA, T oUVOAA SeSOUEVWY TElvOouV
va LNV IepLEXOUV apTia TAnpodopia eite AOyw XAUEVWV TILWV £iTe AavOaoUEVWV.

OL YapEVeg TIUEG (missing values) oxeTikd pe Tov meAdtn pnopel va odpeilovtal oto
YEYOVOG OTL Sev elval SLaBECLUEG TN oTLyUn SNHLOUPYLAG TNG KOPTEAOG TOU KAl KOTAXwpPoUVTaL
Hovo ta Stabéoiua otoweia. Alaypadn SeSopévwy Umopel va yivel amd avBpwrivo XewplL-
OTIKO AdB0¢ | KAl oo actoyia Tou eEOMALOUOU. Agv €lval OTIAVLEG OL TIEPUTTWOELG, TIOU OpL-
opéveg mAnpodopieg BewpnBnKav «Un oNUOVTIKEG » Kal SV KataypddnKoy amod Toug XELpL-
OTEC TWV CUCTNUATWY N TIEPUTTWOELG KOKNG OUVEVVONONG LETALY TWV XELPLOTWVY KOL TWV TPOT-
OTAUEVWV TOUG.

Ot AavOaopéveg TLLEG ouxva opilovtal wg «B6puPocy. Ta Sedopéva, pmopel va eivat
«BopuBwdn» Aoyw cPAAUATWY TWV XELPLOTWV TN OTLYUA TNS Kataxwpnong twv dedouévwy
™G XPNong tou Aoylopikol, aAAd Kal e€attiog TeXVIKwY POoBANUATWY, OMwE elval n Kakn
Aewtoupyia cuokevwyv ToU Kataypddouv dedopéva (MY CUOKEUWV AVAYVWONG ETIKETWV
RFID), n/kat ta mBava npoPArpata otn Hetadoon twv SeS0UEVwV HEOW EVOG SIKTUOU.

QoTtO00, UTAPXOUV KoL AANEG TIEPUTTWOELG OTIOU N TIpoENeepyaaia anodelkvUETAL TO
Baaolkotepo mpwto Bripa. H umapén dedopévwy Pe akpaleg TLHEG elval pia TETola mepimtwon.
Autad ta Sedopéva-efatpéoslc Sev mpoodEpouv otnv availuon Xxpnoun mAnpodopia, kabwg
TLEPLYPAPOUV OTIAVLEC KL LELOVWHEVEC TIEPUTTWOELS XWPLE KATIOLOL KAVOVLKOTNTA. AVTIOETWC,
Umopouv V' anonpocavatoAicouv toug aAyopiBuoug e€6puéng kat va toug odnyroouv o€ &-
odalpéva ) LEPOANTTIKA cupmepdopata. Qotooo, eival onuavtiko v avadepBel 6tL n aia
ToUuG elval MOAU PeyAAn € TTEPLUTTWOELG OTIWG TOU EVTOTILOMOU KATIOLAG OIATNG. 2’ AUTEG TLG
epyaoiec e€0puéng Sedopevwy, To eVOLOAPEPOV ETILKEVIPWVETAL ATTOKAELOTIKA ot SeSopéEva
TIOU OITOKALVOUV QO TO «KOVOVLKO» 1 TOo ouvnBlopévo. e KaBe mepimtwon opwg, ta Sedo-
HEVA LE OKPALEC TIUEG TIPETEL VA TUYXAVOUV ELSIKO XELPLOUO Kal afloAdynon amod Tov ava-
Autn.
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Metaoynuatiouog Asdouévwv — Data Transformation

O koBaplopog twv dedopévwy Sev lval To LovadLKO AVTIKEILEVO TNG TpoEMeEepya-
olag. H mpooappoyn Twv deSopévwy oTLg amattioslg Twv uebodwv enetepyaoiag eival e€i-
OOU ONUAVTLKNA.

ITNV MEPLMTWON TwV aAyopiBuwv ou Sev UMOPOUV VO XELPLOTOUV CUVEXELC TIUEC (a-
pLBpoUC), aAAA LOVO OVOUAOTIKEG, aUTO Ba mpémel va eival edilkto. Edv to cuvolo SedopE-
vwv teptAapBavel aplOuntika nedia, TOTe 0 avaAuTh ¢ PEMEL va evToTioel Ta edopéva autd
KOl VOl LETATPEPEL TG OPLOUNTLKEG TLUEG OE OVOUOOTIKEG. H Stadikacoia autrh ovopaletal Ala-
kpttomoinon (Discretization).

Y& GAAn mepintwon, vnapyxouv pEBodol mou avtipeTwnilouv mpoPfAnuaTa eav opl-
OUEVEC LETAPANTEG TEPLEXOUV TIOAU PEYAAEC TIHEC, EVW AAANEG UETABANTEC TIEPLEXOUV ULKPEG
TIHEG. Katd tnv xprion tou aAyopiBuou k-NMAnoléatepol Meitoveg, n UTaPEN TETOLWV CUVONKWV
UTOPEL v AELTOUPYI CEL ATIOTMPOCAVATOALOTIKA KABWG Ol LETABANTEG HE TIG LEYAAES TIUES Bat
KaBoplooUV TO ATIOTEAECUA, EVW N EMLPPON TWV HETABANTWY UE TIG HIKPEC TLUEG Ba lval a-
vUmapktn. Emiong, xprioWo XapaktnpLlotiko yio ta Neupwvika Aiktua givatl 0,TL Asltoupyouy
KaAUTEPA OTAV Ol TIUEG Ttou enegepyalovtal Kupaivovtal otnv meploxn [0..1]. € AUTEG TIG
TIEPUTTWOELG AOUTTOV, TIPETTEL VAL YIVEL avaywyn TWV OpLOUNTIKWV TILWV 0 AAAEG OPLOUNTIKEC
TLUEG, TTIOU VO KU aivovTal EVIOG TwV oplwv TNG emBupuntig meploxne. H dtadikaoia auth o-
vopaletal Kavovikonoinon (Normalization). TéAog, Ta Sedopéva pmopouv va Tpomomnotnfouv
£€T0L WOoTe va ekdpalouv YEVIKEVOELG, TIX CUYKEVTPWTLKEC TMWANCELG ava Teploxn. Epyaoieg
HETATPOTN G TwV S€SOUEVWV OTWG N KAVOVLKOTIOINGN KL N YEVIKELON ovoUAlovTal LETAOXN-
HOTLONOG Twv dedopévwy (data transformation) kot amoteAoUv pia akopo popdn Mpoeme-
Eepyaoiag twv debopévwy.

‘Eva dAAo cUVoAO epyaclwy, Tou ekteAoUvTal ota mAaiola Tng mposmnetepyaoiag, a-
dopoulv t peiwon twv dedopévwy. H tkavotnta Xelplopol peyalou oykou dedopévwy eivat
€va amnod ta Baocilkd XopakTnpLloTika tng E€opuEnc Aedopévwy. Ouwe dedopéva peyalou o-
YKOU UIopouvV va TipokaAéoouv mpoPAnpata ot pebodoug enefepyaaoiag Kal PEYAAEG Ka-
Buoteprioslg otn Sle€aywyn Twv avaAloewv. MNa tov Adyo auto sdappolovtal Stadlkaoieg
yla tnv peilwon tou oykou Twv dedopuévwy. H peiwon tou Oykou Sev elval pla TETPLUUEVN
epyacia, KaBwg Ta anoteAéopata TG AVAAUONG TWV LELWUEVWVY SE60UEVWYV TTPETEL Va Elval
Ta dla N mepimou ta idla pe to anoteAéopata TG AVAAUGCNC TOU CUVOAOU TwV SE60UEVWV.
Miag pEBodog enitevéng autou, ivatl n emhoyr Kot SLaTPENoN TWV CNUAVIIKWY XOPAKTNPL-
otikwv (feature selection). Ta cuvoAa Sebopévwy mepAapBAavouv TOAA XAPOKTNPLOTLKA
(otAeg) mou yla kamola epyacia e€0puéng, dev eival amapaitnta xpriotpna 6Aa. MAnpodopieg
Tiou Sev oxetilovtal LE TO AVTIKELUEVO TNG avAAuonG Umopouv va mapaAeldBouv. Entiong, otig
TIEPLITTWOELG OTIOU UTIAPXOUV XOPAKTNPLOTIKA TToU £lval SLadpopeTikEG ekOOXEG TNG SLag TAN-
podopiag xpeldaletal diepevvnon mota HeTafAntr ivat n mAéov KatdAAnAn yla TNV avoAu-
TIKN gpyacia mou die€ayetal. H Stadikaaoia KatdAnéng o’ ekeivo To UTTOGUVOAO TWV XOPAKTN-
PLOTIKWV TIOU lval To MAE0V KATAAANAO yLa Lol CUYKEKPLUEVN epyacia e€0puéng yvwaong ivat
TIOAU ONUAVTLKN KOL YVWOTH WC EMAOYI XOPOKTNPLOTIKWV.
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3.2 Npoeneepyacia Aedopevwy — Data Preprocessing

3.2.1 lepypapn -2uvodou Aebouévwv

Mo tnv mapoloa €pyacia, To cUVOAO SESOUEVWY TTIOU XPNOLUOTIOLBNKE KATA TNV U-
Aomoinon eivat éva ouvBeTikd cuvolo dedopévwy amd Mpoowrikn mnyn. H emloyn autn
TipoKkUTteL oeBOpevn tnv Npootaocia Asdopévwy (GDPR) kal emdlwkovtag tnv anoduyn ep-
yaolag o 0polo cUVoAo SeSopévwy amo Ta eVpEwG eEAeUBepa oto Atadiktuo.

To ouykekpluévo apxeio eival mepimou 1 MB kal mepléxel SeSopéva aflomoLioua Je
oKOTtO ToV MAPKETLVYK. Mo avaAUTIKA, TIPOKELTAL yla SeSopéva TEAATWY KAl TWV ayopwy
TOUG O€ KATIOLO KATAOTNUA NAEKTPOVIKWY €8wv Katd Tto £T0G 2001. MNephapPfadvel mepimou
350,000 cuvaAAayEg kal mavw arnod 59,000 neAdtec.

Ta 6edopéva mehatwy sival Snupoypadika (PpuAo, nAkia, OLKOYEVELOKN KOTAOTAGON
K.a) Kot yewypadlka (reploxn, Taxudpopkos Kwdkag K.a) evw ta dedopéva Twv ayopwy a-
dopouv oto €idog TNG ayopdg, mMoco, nuepopunvia kK.a. Ma mAnpéotepn €lkOvVa akoAouBel o
OVOAUTLKOG TTiVOKAG TWV 0TNAWV SeS0UEVWV.

[Tivaxog 3.1: Xapoakmmpiotikd — I'vopicpata tov Zovorlov Agdopévev

Data columns (total 23 columns)

CardID AplBuog Kaptag MeAdtn Noviwv
PostalCode Toyubpopikog Kwdkag Meploxng ALapovng
Region TomoBeoia Atapovng

CardStartDate Huepounvia Antoktnong Kapta Meldtn
Gender ®ulo

DateOfBirth
MaritalStatus
HasChildren
NumChildren
YoungestChild
Population
HouseHolds
ItemCode
TransactionlD
TimeStamp
PaymentMethod
ItemNumber
Amount
ItemDescription
CategoryDescription
SubCategoryDescription
BrandDescription
Date

Huepounviag Frévvnong
Olkoyevelakn Katdotaon

Yrapén Tékvwv

AplBuO¢ TEKVWY

HAwlo Neodtepou Tékvou
MANBuopog Neploxng Alapovig
AplBu6g Notkokuplwv Meploxng Alapoving
Kwbkog Mpoidvrog

AplBu6G ZuvaAhayng

Xpoviko AmotUnmwpa ZUVOAAQYNG
Tpormog MANpwung

AplOUOG Tepayiwv

TR MNpotdvrog

Meplypadrn Mpoidvrog
Katnyopia Mpoidvtog
Yrokatnyopia MNpoidvrog

Mdapka Mpoidvtog

Huepounvia Ayopdg
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3.2.2 lpoeneéepyaocio Aebouevwv

Meta Vv anapaitntn eloaywyn Twv BLBALoBNkwv OMw¢ MapoucLAoTNKAV OTNV ELOO-
ywyn tou kepaAaiou, n Stadikacio ouveyiletal pe TNV mpoemnefepyaoio Twv dedouévwy ava
otadlo.

Onwc avadepbnke To apxeio mepléxet 351,233 otyplotuna ayopwv amno 59,477 ne-
Adtec. Napakdtw mapoucldaleTal mwe n ouvBeon Kal To PEyeBog Ttou apyeiou pmopel va pe-
TOOXNUATLOTEL yLO VO EEUTINPETIOEL TOV OKOTIO TNG MapoUoag EpYaciog.

Apxikn Ektipnon tou ZuvoAou Asdouévwv

Mpwtapxko BrApa tng 0Ang Stadikaciag eival n ektipnon tou cuvolou dedopévwv
TIPOKELUEVOU Vol GavoUV Ol aVAYKEG TOU yla Tpoemefepyaoia. M’ autov tov Adyo yivetal
xpnon Twv evtoAwv .info() kat .describe().

Me tnv evtoAn .info() ivetat o TUTIOC KAl 0 aPLOUOGS TWV OTLYULOTUTIWVY ava OTAAN Xo-
PAKTNPLOTIKWV (attributes). Avtiotowa pe tnv evtoAn .describe(), e€dyetal 6An n mAnpodopia
yla T aplountika dedopéva mou adopd Tov HECO, TNV TUTIKI ATIOKALON, TO min-max Kabe
XOPOAKTNPLOTIKOU KoL TOL EKATOOTNUOPLAL.

Code Output 1: ITapovoiacn [TAnpoeopidv tov Tvvorov Asdopévav — Evion - .info()

<class 'pandas.core.frame.DataFrame'>

RangeIndex: 351233 entries, 0 to 351232

Data columns (total 23 columns) :

CardID 351233 non-null object
PostalCode 351233 non-null object
Region 351233 non-null object
CardStartDate 351233 non-null object
Gender 351233 non-null object
DateOfBirth 351233 non-null object
MaritalStatus 233099 non-null object
HasChildren 351233 non-null object
NumChildren 351233 non-null int64
YoungestChild 351233 non-null intoc4
Population 351233 non-null int64
HouseHolds 351233 non-null intoc4
ItemCode 351233 non-null object
TransactionID 351233 non-null object
TimeStamp 350241 non-null object
PaymentMethod 351233 non-null object
ItemNumber 351233 non-null int64
Amount 351233 non-null float64
ItemDescription 351233 non-null object
CategoryDescription 351233 non-null object
SubCategoryDescription 351233 non-null object
BrandDescription 351233 non-null object
Date 350241 non-null datetime64 [ns]
dtypes: datetime64[ns] (1), float64(l), int64(5), object(lo)
memory usage: 61.6+ MB
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Code Output 2: TTeprypagn tov Zvvorov Asdopévav - Eviodn .describe()

NumChildren YoungestChild Population HouseHolds ltemNumber Amount

count 351233.000000 351233.000000 351233.000000 351233.000000 351233.000000 351233.000000

mean 1.153277 11.143591 631.820259 268.850635 1.071548 65606783
std 1.435603 10.320331 154.545312 65.769422 0.268653 118.865541
min -1.000000 -5.000000 161.000000 59.000000 1.000000 1.480000

25% 0.000000 2.000000 504.000000 214.000000 1.000000 4.990000
50% 1.000000 9.000000 630.000000 271.000000 1.000000 14.990000
75% 2.000000 17.000000 740.000000 314.000000 1.000000 79.000000
max 7.000000 73.000000 1175.000000 480.000000 5.000000 2249.000000

Awadikacia Kadapiouou twv Asdousvwv

O KaBapLopOg KPLVETAL KUPLWG OTTO TLC XAUEVEC KAl TIG AAVOAOUEVES TIUEC. BAoel Twv
TIAPOTAVW ATIOTEAECUATWY, apatnpeital 0tL ota edia Marital Status, TimeStamp kot Date
TO OTLYULOTUTIA €lval Alyotepa amod To YeVIKOTEPO oUVOAo. Emiong ota Seltepa amoteAE-
OMATA, TTOPOUCLALETAL APVNTLKOC apLlOUOG OToV aplOud TwV TEKVWVY KaBwg Kol otnv nAkia
TOU veoTtepou matdlol yeyovog To onolo amoteAel Aoyikd AavBaopuévn TLun.

‘Evag YeVIKOC Kavovag Slaxeiplong elval n mapdAewpn Twv OTYULOTUTIWY HE TNV Aav-
Baopévn N eAy mAnpodopia. Qotdco eneldn TAUTOXPOVA ELVAL CNUAVTLIKO VO NV Ttapa-
Aelmovtal otolyeia Tou Pnopouv va cUPBAAAOUV 0T’ AIMOTEAECHOTA KPIVETAL OKOTILUO vV Yi-
VEL Hilo TPWTN EKTIUNON TNE AVOYKOLOTNTOC TWV OTNAWV XOPAKTNPLOTIKWY HE TNV KN apTLa
mAnpodopia. Av ylo TOPASELYUA 0T CUVEXELO ATTOKAELOTOUV Ol CUYKEKPLUEVEG OTNAEG WG
TEPLTTEC, eV uTIAPXEL AOYOC va XaBgl OAO TO OTLYULOTUTIO.

JUYKEKPLUEVA 6w, armod TiG oA Le ta BopuPBwdn Sedopéva, yla Tov okoTo TG €p-
yaoiag kpivovtal anapaitnteg ol otiAeg Date kat ev Suvapuet Timestamp. Emopévwg, auto-
pota 6606nke evtoAn va mapaAeldpBouv OAa Ta OTLYULOTUTIA E XOUEVEG TILEG OE AUTA TA TIE-
6la, pewwvovtag £ToL Tov aplOpo Twv oTypLloTuTIwy amo 351.233 os 350.241.

Awadikaoia EntAoync Kupiwv XapaKktnplotikwv Tou ouvoAou Asdousvwv

Onwg mapoucLACTNKE OTNV EL0AYWYN, N LELWON TOU cUVOALKOU Oykou Sebopévwy eil-
val dlaitepa BonOnTikn yla toug adyoplBuoug rou Ba edappootolv Kabwg SteUKOAUVEL Kall
ETUTAXUVEL TOV XPOVO EKTEAEONC.

210 mapwv cUVoAo Sedopévwy, EKTIUNBONKE OTL Ba TV AMoSoTIKOTEPO N TUNUATO-
Tolnon MEAOTWV VO ECTIOOTEL OTNV TEPLOXI) — CUVOLKLO LE TO HEYAAUTEPO TTANBO0C KaTOVaAW-
TWV. Z€ QUTNV TNV TEPLTITWON N AYOPAOTIKI) CUUTIEPLDOPA ELvaL TTLO EUKOAO VA GUYKPLOEL Kal
va epuNveuBel KaBwg UTIAPXEL pia KOV TTAPAETPOG, TNG TEPLOXN G KATOoKiaG. H tepLoxn ka-
Tolkiag TOAANEG POPEC lval EVOELKTIKN TNG OLKOVOULKAG Suvatotntag, EMOUEVWE SV Umopetl
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V' oVaPEVETAL N (6Lt cuxvOTNTA Kal Ta (Lo ToGA ayopwy oo MEAATEG UIaG TIEPLOXNC ATTOTE-
AoUpevn amnd XapunAOTEPA OLKOVOULKA OTPWHOTA art’ OTL TEPLOXEC e uPnAdTEPQ.

Ma tnv eVpeon TNG MEPLOXAG LE TNV UPNASTEPN ayopaACTIKN Kivnon, Ta Sedopéva Te-
plopiotnkav ot otnAe¢ Card ID kat Postal Code. Itnv ouvéxela He TNV €VTOANR
.drop_duplicates() mapépewvav otig otAeg dedopévwy ta povadikd (eVyn XAPOKTNPLOTIKWV.
Me autov tov Tpomno ta filtered_data mepléxouv 6Aou¢ Toug MEAATEC TOU KOTOLOTAUOTOC NAE-
KTPOVLKWV ELOWV KaL TWV TEPLOXWV Ttou autol Stapévouv Bacel tou Taxudpouikou Kwdika.

O oUVOALKOG aplBUoG Twv meploxwv eival 32.339. Avapeoa o autég Ba emleyel n
nieploxn Ke tnv uPnAdTEPN ayopacTiki Kivnon e Tnv BornBela tou mapakatw ypadnuatoc.

Code Output 3: Evpeon tov 10 Ieproyav pe toug tepiocdtepovg [eldtec.

Customer Polulation per Region

4000 1

3000 1

2000 1

Customer Population

1000 4

AD39798
ADD1T76E1
Al24496

& AD104173
AD117302
AD49514
All8470
ADDBSE3
ADS2007
AD130762

gion per Postal Code

To nopandavw ypadnua rniepthapBavel tig 10 MPWTEG MEPLOXEG LE TO HEYAAUTEPO Q-
PLOUNTLKA AyOPAOTIKO KOLVO TOU KATAOTHUATOC.

H mAnpodopia autn 8’ aflomotnBel yla tnVv ek -vEou PEiWON TWV XOPAKTNPLOTIKWY TOU
ouvoAou Sedopévwy. To vEo auvolo Sedopévwy ou oplotnke mep\apPAVEL TIC KLVAOELS a-
YOPWV TwV MEAATWV TTOU SNAWVOUV W¢ KATOLKLA TNV TapamAvw mPwTtn o€ oelpd. Metd Tov
EMAVATIPOoSLOPLOUO 0 APLOUOC TWV OTLYULOTUTIWY TOU CUVOAOU €XEL dTAoEL TTAEOV TIG 28.207
ouvaAAayEg Kal oL teAATeg Toug 4.373.
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T£AOG amopEVeL To 0UVOAO SeSOUEVWY VO TIEPLOPLOTEL 0T AIAPALTNTA XAPAKTNPLOTIKA
TIoU €EUTINPETOUV TOV OKOTIO TNG Epyaciag. To XOApOKTNPLOTIKA AUTA ival Ta €€AG:

e Card ID - To povadiko ID tou mehdrn nou kabopiletal and tnv Kapta Moviwv tou

e Transaction ID — O povadikog aplOpuog tng cuvaAiayng

e Item Number - O aplBuog Twv Tepayiwv Tou mPoidvTog ToU ayOPACTNKE.

e Amount — To moaco nou £0deUTnKe avd cuvaAlayn

e Date — H nuepounvia mpaypatomnoinong tng cuvaAiayngc.

Yuvoyilovtog Tig Stadikaoieg mpoene€epyaaiag mou mponynOnkav, Ba ATtav xprHoLuo
va ekTun Ol n oupBoAn Tou otnv Stapdpdwon evog KATaAANAOTEPOU GUVOAOU SedoEVwy.

[Tivaxag 3.2: ApiOuntikn Extipnon tov Xvvorov Asdopévaov petd v [poeneEepyacio

ApLOuOG Movadikog ApLtOpog ApLOUOGC ZTNAWV
ZuvaAaywv Nelatwv XapoKTNPLOTIKWV
Ap)KO ZUvoAo
, 351.233 59.477 23
Agdopévwv
Z0voAo peta
v Awdikaoio 350.241 59.477 23
KaBaplopouv
Z0VOAO LETA TV
Awdikaoio
i 28.207 4.373 5
Enloyng
XOpOoKTNPLOTIKWV

To teAiko ocuvolo dedopévwy mou Ba xpnaotpomnolnBel otnv napovoa epyacia adopd
T0 8% TWV CUVOALKWV GUVOAAQYWV aTtd TO 7,5% TwV CUVOALKWY TTIEAATWY TOU KOTOLOTH LOTOG.
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3.3 Edappoyri RFM Movtélou yia Tunuatormnoinon MeAatwv

To RFM povtélo onwe avaAuBnke ektevwg Baoiletal otig 3 PeTpIKEG Recency, Fre-
guency kot Monetary. To Baoko Brpa yla tnv ebappoyr Tou HOVIEAOU €ival va umoloyL-
OTOUV Ol 3 QUTEC TLUEG YL TOV KABe meAdTn EexwpLoTa.

Me Baon ta unapyovta Se6oUEVa, UTIAPXOUV KATIOLA TIPOATTALTOUEVA BriaTa TTIPO-
KELUEVOU VAL EPOPHOCTOUV OL LETPLKEC EELOWOELG.

ApXIKA XpELAlETAL VO UTIOAOYLOTEL TO CUVOALKO XPNHATIKO TTOCO ayopas avA CUVAA-
Aayn, mtoAAamAacialovtag tnv T Item Number pe tnv tiury Amount.

Data['Total Amount']=Data['ltemNumber'] * Data['Amount']

ITNV OUVEXELQ, XPELAETAL VO EKTLUNOEL TO XpOVIKO Stdotnua mou KaAuTttouy ta Sedo-
HEVA KOL VO OPLOTEL N nUepopnvia Baoesl Tng omolag Ba yivel n afloAdynon tng mPoowpPLVAG
0YOPAG. 2TO CUYKEKPLUEVO onpelo xpelaletal va Sleukpviotel OTL KaBwg ta dedopéva KaAL-
TITouV To £€10¢ 2001, cav nuepounvia mpaypatonoinong tng dtepevvnong Ba optotei n 1" la-
vouapiou 2002.

Data['Date'].min(), Data['Date'].max()

PRESENT = dt.datetime(2002,1,1)

MA£ov ta debopéva €xouv OAn TNV anapaitntn mAnpodopia yia va epappooTtel o na-
PAKATW KWOLKAG TToU Ba SWOEL TIG ATTALTOUUEVEC TLUEG.

rfm= Data.groupby('CardID').agg({'Date': lambda date: (PRESENT - date.max()).days,
'TransactionID': lambda num: len(num),

‘Total Amount': lambda price: price.sum()})

JUYKEKPLUEVA 8w, ava TteEAATN UTtoAoyloTnke

® 1 nuepounvia tng teAeutaiag ayopdg Tou amo TNV nUepopnvia dlepevvnong mou
oplotnke (Recency)

e 1O aBpolopa Twv cuvalAaywv ToU o€ OAO TO XPOVLKO Sldotnua

® TO OUVOALKO XpNUOTLKO TTOCO Ttou SLEBEDE OTIC AYOpPEC TOU

36



H mAnpodopia ou £xeL mpokUP el pEXPL OTLYUNG Sev gival aflomotiolpn Kabwg o cuv-

SUOONOG TWV TTAPATIAVW TILWY KATA KUPLO AOyo SladEépel amod meAdTn o€ MEAATN WOTE va-

SlepeuvnBoUv opoLlOTNTEG KaL va avixveuBouv cuoTAdEg,

Y& auTnV TNV nepimtwon, n AVon £pXeTal amnod TNV KOTATaén Twv MopANAvW TILWV O
TETAPTNUOPLA OTIOU TO 1° TETOPTNUOPLO OplOTNKE va lval EVOELKTIKO 60wV Pwvioav TIoAU
npoodATa, OL AYOPEG TOUC ELVAL OLTILO CUXVEG KL TOL XPNUATIKA TTOCA ayopwV Ta LeyaAUTepa

EVW TO 4° TETAPTNUOPLO E(vVaL TO TILO AdUVAO O OXEON HE TA MAPATAVW.

rfm['R'] = pd.qcut(rfm['Recency'], 4, ['1','2','3",'4"])
rfm['F'] = pd.qcut(rfm['Frequency'], 4, ['4','3",'2",'1"])
rfm['M'] = pd.gcut(rfm['Monetary'], 4, ['4','3','2",'1"])

Y€ QUTO To onueio umopel ,mMAEov va uttohoylotel to RFM Score kaBe meAdtn pe tnv

€vOToiNoN TWV TLUWV TIou Ttpogkuav.

rfm['RFM_Score'] = rfm.R.astype(str)+ rfm.F.astype(str) + rfm.M.astype(str)

To RFM Score €ival To BACIKOTEPO KPLTAPLO AVIXVEUCNG TWV OUASWY TIEAATWY, YEYO-

vOG TTOU QITOTUTIWVETOL 0TOV KWALKA TTOU atkoAOUBEL.

segt_map ={

r'111": 'Champions’,

r'[1-2][1-2][1-2]": 'High-spending Loyal Customers',
r'[1-2][1-2][3-4]": 'Low-spending Loyal Customers',
r'[1-2][3][1-4]": 'Potential Customers',
r'[1-2][4][1-4]": 'New Customers',

r'[3][1-2][1]": 'Should not Loose',

r'[3][3-4][1-4]": 'Need Attention’,

r'[4][1][1]": 'Churned Best Customers',
r'[3-4][1-2][1-4]": 'Sleepers',

r'[4][3-4][1-4]": 'Lost’,

}
rfm['Segment'] = rfm['R'].map(str) + rfm['F'].map(str)+rfm['M'].map(str)

rfm['Segment'] = rfm['Segment'].replace(segt_map, regex=True)
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ESw elval éva KOPUATL TTOU XPELAETAL APKETH) AvAAUGCN. AVATPEXOVTAG 0TO OEWPNTIKO
untoBabpo, eixe avadpepbel 6TL N aviyveuon opddwv — cuoTAdwWVY UMopPEL va AELTOUPYIOEL pE-
TEMELTA oav KAAON — Katnyopia yla tnv epopuoyr AAAwv peboddwv.

To RFM kaBwg eival pia péBodog ue CUYKEKPLUEVO OKOTIO, OL OUASEC TTou adopouv
€va oUVOAO SebopEVWY MEAATWV EVaL KATA KATIOLO TPOTIO OPLOPEVEG ATIO TIPLV KAl O OVOAU-
NG ETUAEYEL TIOLEC TOV EVOLODEPOUV TTEPLOTOTEPO YLa Slepelivon avAAOya LE TOV OKOTIO TNG
€peuvag Tou. Emopévwg o mapamavw KwOLKAG AELTOUPYEL GOV HLOL KKOTNYOPLOTIOLNGN » AVTL-
otolyilovtag kaBe cuvbuaouo TwV THWV R, F, M og pia opada. Ot opdadeg mou emAéxBnkay
€6w elval 9 kat n AoyLKkr TG avtlotoixlong £xeL avaAuBel ektevwg oto BewpnTikd uTtofabpo.

JUYKeKPLUEVA yla KABE Tiur €xel §0Oel €va eUPOG TLUWV IOV OE CUVOUAOUO UE TIG
umoAouneg avtiotolyilouv kaBe meAdtn o€ pia opada. T’ anoteAEéopata OV TTPOKUTITOUV €-
XOUV Ww¢ €§NG.

Code Output 4: Eticéto Opadog ava Ieddtn

Recency Frequency Monetary R F M RFM_Score Segment

CardID
C0100000444 3 22 84723 1 1 1 1M1 Champions
C0100000789 3 2 47300 1 4 2 142 New Customers
C0100001714 23 2 39800 2 4 2 242 New Customers
C0100001916 115 4 3bB99 3 2 2 322 Sleepers
C0100003293 35 4 4199 2 2 2 222 High-spending Loyal Customers

Code Output 5: I'pdonuo Koatdraéng Opdowv [ehatov Zvykekpyuévng Ieproyng pe Iooo-
oTd

Lost 896 (20%)
Need Attention 7173 (17%)
New Customers 679 (15%)
Potential Customers _455 (10%)
High-spending Loyal Customers 449 (10%)
Sleepers 394 (9%)
Champiens 349 (7%)

Low-spending Loyal Customers 247 (5%)

Should not Loose B3 (1%
Churned Best Customers -5'1r (1%)
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Code Output 6: Kartavoun tov Ilehatdv avé Recency, Frequency.

Distribution of Recency Distribution of Frequency

1 2 3 - 1 2 3 4

TNV OUVEXELD OKOAOUBEL n ekTipunon Twv mapandvw HeTplkwv R, F, M oe
oxéon Pe kabe cuotada.

Code Output 7: Ot péoeg tipég tov petpikaov R, F, M avé Opada [Melotdv

Recency Frequency Monetary

mean mean mean count
Segment
Champions 9.7 27.3 1e48.4 349
Churned Best Customers 200.6 17.5 912.0 57
High-spending Loyal Customers 28.2 15.1 694.4 449
Lost 231.7 1.6 274.3 896
Low-spending Loyal Customers 24.8 6.5 204.5 247
Need Attention 98.0 2.3 404.9 773
New Customers 25.8 1.7 392.2 679
Potential Customers 27.4 3.0 433.5 466
Should not Loose 92.4 9.4 945.5 63
Sleepers 125.3 7.4 348.2 354

AkoAouBel n epappoyr Tou HoviEAou og OO TO apxeio aveapTnTwG MEPLOXAG UE T aAVTi-
otolXa amoTeAéopATA.
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Code Output 8: I'pdonuo Koatdraéng Opddwv Iehatwv Olwv tov [leproydv pe Iocootd

Lost: | 2,277 (20%)
Need Attention [ 10,334 (17%)
New Customers [ 9,106 (15%)
Potential Customers _6,536 {10%)

High-spending Loyal Customers 6,246 (10%)
Seepers 4,929 (8%)
Champicns _.616 (796)
Low-spending Loyal Customers _3.2?3 (5%)

Should not Loose 1,342 (2%)
Churned Best Customers [JJJ§813 (1%)

Code Output 9: Ot péoeg tipég tov petpikav R, F, M avé Opdada [Melotdv

Recency Frequency Monetary

mean mean mean count
Segment
Champions 18.1 26.1 974.4 4616
Churned Best Customers 200.1 15.7 708.8 813
High-spending Loyal Customers 30.0 11.8 653.9 6246
Lost 2323.6 1.7 211.8 12277
Low-spending Loyal Customers 26.5 5.8 204.6 3278
Need Attention 181.1 2.3 336.6 16334
New Customers 27.2 1.7 293.9 9186
Potential Customers 28.1 3.9 369.4 6536
Should not Loose 95.7 8.5 840.2 1342
Sleepers 121.8 6.8 326.2 4929

Mapatnpeitot OTL N apXLKr) TtepLoXn Tou eTUAEXDNKE va peAeTnOel amoteAel pia pkpo-
ypadia Twv anmoTEAECUATWY YLoL OAEG TLG TTIEPLOXEC EVW ATTOTEAEL LOALG TO 10% TWV CUVOALKWVY
TIEAATWY WOTE VA €lvol LEPOANTITIKO TO AMOTEAECHA. OEWPELTAL AVILTPOCWTTEVUTIKO Selypa
KalL OTtolaL EVEPYELA YIVEL 0 aUTO Ba UmopoUoe va YEVIKEUOEL.
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3.4 Tunpuatornoinon MNehatwv pe Baon tnv R Customer Lifetime Value

1o onueio autd Ba umoloylotel n xpnuatikn afio tou kabe meldatn (Customer
Value). To xpnuatiko mooo Ba amodépel évag meddtng o BaBog xpOVou TG oyopaoTLKAG TOU
oxéong Ue tnv etatpeia (Customer Lifetime Value) eivat moAU onUavtikd PETPO EKTLLNONG KOl
e€aptatal apeoa and tnv napoloa xpnUatiki agia evog mehdtn. To yeyovog auto Kablota
Vv T Customer Lifetime Value éva xapaktnplotiko BACEL TOU omolou prnopet va yivel Tun-
goatormnoinon twv meAatwv Kot va §o0el n avtiotowyn onuacia otnv kaBe katnyopla.

ApXLKA YIVETAL O UTTOAOYLOUOG TWV BACLKWY TLUWV TTIOU akoAouBouv:

Code Output 6: Baouég tipég yuo tov tehkd vroroyiopd g tyung Customer Value

purchase frequency,repeat rate,churn_rate

(5.888679657682801, ©.8300183264118903, ©.16998167358810967)

AVOAUTIKOTEPQ TL GNUOLVEL KOL TTWG UTTOAOYLOTNKE 0 KABE TUMOC.

® To LECO XPNUATLKO TTOCO Ttou £08€VEL €vag MEAATNG avA olyopd TOU:

rfm_total['avg_order_value' ]= (rfm_total['Monetary'l/rfm_total['Frequency'])

eH péon ayopaoTik ouxvOTNTA TIOU TOPATNPELTAL OTNV SLAPKELD TOU XPOVOU TIOU
gfetaletal:

purchase_frequency = sum(rfm_total['Frequency'])/rfm_total

o H tiun mou ekdpalel tnv mBavotnta EMAVEMLOKEPLUOTNTAG — AyOPAG €VOG TIEAATN:

repeat_rate = rfm_total[rfm_total.Frequency > 1].shape[0]/rfm_total.shape[0]

o H Tiun mou ekdpalel Tnv mbavotnTa HETAOTPOPNC EVOC TTEAATN:

churn_rate = 1 - repeat_rate

e To TOCOTIKO KEPSOC TNC €TALPLOG AVA ayopd evog TteAdtn, S€Sopévou OTL TO TOCOOTLOLO
kEPSoG Exel mapatnpnBel katl oplotel and tnv etalpeia wg 5%:
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rfm_total['profit_margin'l=(rfm_total['Monetary']*0.05)

® YIOAOYLOMOG TNG XPNHUATIKAG aflag evOg TEAATN BACEL TNG LEONG TLUNAG AvA ayopa Tou Tl
NG AYOPAOTIKAG ouxvotnTag dta TnG mbavotntag LeTaoTpodng Tou

rfm_total['CLV']=((rfm_total['avg_order_value']*purchase_frequency)/churn_rate

® YTTOAOYLOMOG TNG TtpoPAemtopevng xpnuatikng afiag mou 6’ amodépel €vag mehdtng oto
ouvolAo og BaBog xpovou.

rfm_total['cust_lifetime_value']=(rfm_total['CLV']*rfm_total['profit_margin'])

ITNV CUVEXELD YIVETAL N avAAoyn OVTLOTOLXLON TOU EKAOTOTE TEAATN OTLC KATNYOPLEG
e Most — Profitable

e High — Profitable

e Medium — Profitable

e Low — Profitable

TO GUYKEKPLUEVO KOUUATL YIVETAL PE TNV HEBOSO TWV TETOPTNHOPLWY OTIWGE KAL LE TIG TIUEG R,
F, M.

Code Output 7: Katnyopromoinon Iehatov Bdoer Customer Lifetime Value

CardiD RFM_Score Segment avg_order_value CVL_Category

0 CO0100000111 41 Chumed Best Customers 14716 Most-Profitable
6 (C0100000199 131 Potential Customers 199.00 Most-Profitable
9 (C0100000343 421 Sleepers 138.24 Most-Profitable
13 CO0100000375 223 Low-spending Loyal Customers 56.00 Medium-Profitable
17 C0100000392 111 Champions 3060 High-Profitable

Me pia mpwtn patid, napatnpeital 6t n CVL Katnyopia dev €xel dpeon ouvdeon Ue
Vv Katnyopia MeAatwy mou avhiKeL £vag MEAATNG. ZUYKEKPLUEVA B’ aVEUEVE KATIOLOC OTL KA-
ToLoG MEAATNG oTNV Katnyopia Champions Ba dvnke autopata otnv katnyopia Most-Profit-
able, mapoA’ auta kATt Tétolo Sev LoXUEL KAOWC 0 CUYKEKPLUEVOG TIEAATNG elyvel va SLaBETel
€Va OXETIKA XAUNAO TTOCO avA ayopd TOU. Z€ QUTO TO ONUEL0 N AVAAUTIKOTEPN KTiUNGON lval
avaAoyn tng katnyoplag mou avikeL n eTalpeia Kal TOLEG €lval oL ETUSLWEELS TNG.
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3.5 NpoPAedn Katnyopiag kat Evioxuon RFM Movtéhou pe xprion WEKA

210 onueio autd Ba yivel xprion aAyopiBuwv Katnyoplomoinong Pe okomo TNV mpo-
BAePn Twv Katnyoplwv meAatwv kot CVL OMw¢ auTEC TAPOUCLACTNKAV TIOPATIAVW.

H ektéAeon tng katnyoplomoinong pe Ba yivel pe xprion Tou eAeUBepou AoyLopLIKOU
Mnxavikng Mabnong WEKA kal ouykekpLléva tTwv alyopiBuwv J48 kat Naive Bayes.

Weka Output 1: Confusion Matrix J48 - Customer Segment Classification pe Bdon tig tipéc
R,F,M

== Confusion Matrix ===

a b c d e £ g h i i <-- classified as
745 0 0 0 0 0 0 ] 0 0| a = Churned Best Customesrs
0 5B8%¢ 0 0 0 0 0 ] 0 0| b = Potential Customers
0 0 4435 0 0 0 0 ] 0 0 c = 8lespers
0 0 0 2533 0 0 0 ] 0 0 d = Low-spending Loyal Customers
0 0 0 0 4156 0 0 ] 0 0 e = Champilons
0 0 0 ] 0 5312 0 ] 0 0| f = Need Attention
0 0 0 0 0 0 5553 0 0 0| g = High-spending Loyal Customers
0 0 0 0 0 0 0 11019 0 0| h = Lost
0 0 0 0 0 0 0 0 B215 0 1 = New Customers
0 0 0 0 0 0 0 0 0 1217 | i = Should not Loose

O SLoXWPLOPOC OTIC OHAdEeC teEAaTwV €ylve BAoEL TwV TLHwVY R, F, M katt mou dart-
OTWVETAL Apeoa pe TNV xprion WEKA Omou n Xprion TwV GUYKEKPLUEVWVY TLLWV UTTOPEL va Ttpo-
BAEYEL TNV opada meAatwy pe 100% emtuyia.

Itnv ouvexela, e€etaletal n mpoBAen tng opadag medatwy pe Baon ta dnuoypa-
da xapaktnplotika — attributes; ®UAo, HAwia, Owkoyevelakn, Yrapén Moadiwv.

Weka Output 2: Summary J48 - Customer Segment Classification pe Bdon ta Anpoypaukd
XopaKTnploTikd
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Time taken to build model: 0.71 seconds

=== Ztratified cross-wvalidation ===

=== Summary =—-—

Correctly Classified Instances
Incorrectly Classified Instances
Fappa statistic

Mean absolute error

Boot mean sguared error

Eslative absoluts srror

Root relative sgquared srror

Total Mumber of Instances

12030 20.2262 %
47447 T9.7737 %
=0
0.1728
0.2947
100.0009 %
100.26595 %
25477

Onwg elvat epdaveg Sev umopet v aviyveuBel kamola cuoxETon HETOEL Twv Anpoypa-
bWV XapakTnploTkwy Kot tn¢ katnyopiag MeAatwv. To mOoooTo enttuxiag eivat moAL xa-
UNAO TpoKeLUEVOU va eTiSLwXBel BeAtiotomoinon. To yeyovog auto oSnyel 0TO CUUTIEPACUQ
OTL Ta SnuoypadIkd xapaKTNPLoTIKA Sev ivat Lkava yla tnv npoBAedn tng katnyopiag. lowg
n mAnpodopia yla to elc6dnua va cuveiopepe aAAd OxL KaBoPLOTIKA. AUTO LOXUPOTIOLEL TNV

Suvapn Twv R, F, M Aglktwv.

QOoTO00 TO YEYOVOG OTL OL OUASEG TV TTEAATWY £ival 9 va Bewpeital Evag apKeTA -
YAAOG aplOUOG KATNyopLWwY WOTE V' avixveuBel kamolo potifo. Ma to Adyo auto n mpoPAedn
¢ CVL Katnyoptiag ,mou gival cuvoAika 4 va gival o anodotikn pe faon ta Anpoypadikd

XOapaKTNPLOTIKA.

Weka Output 3: Summary J48 - CVL Segment Classification pe Bdomn ta Anpoypoeikd Xa-

POKTNPLOTIKA

=== Summary =—-—

Correctly Classified Instances
Incorrectly Classified Instances
Fappa statistic

Mezan aksolute error

REoot mean sgquared error

Relative absolute error

Root relative squared srror

Total Number of Instances

lede2 27.0054 %
43415 T2.9546 %
0.0267
0.3743
0.433
S9.8079 %
§9.9%545 %
59477

Mapatnpeital mwg n katnyoplonoinon otig 4 Katnyopleg mou aviutpoownelouy Tn
XPNUATKN afla HLag ayopaoTiknC oxéaong os Babog xpovou, XL Lkpo Babuod e€aptnong amno

To SNUOoYypPAPLKA XOUPAKTNPLOTIKA.

44



Avtiotolya Ba yivel To (610 meipapa pe Baoet TG THEC R, F, M wg évdelén 1, 2, 3, 4
KaBW¢ Kal TWV MPayUaTikwy TLpwv Recency, Frequency, Monetary rou ekppalouv Tig HEPEG
TIou €xouv mponynBel amnod tnv teAeutaia ayopq, Ti¢ GopéC mou 0 MEAATNC ETLOKEPTNKE Kall
oyopaoe €va PoioV KoL TO CUVOALKO TTooo mou SLEBECE OTO KATACTN Ol OTOV XPOVO TIOU LIE-
Aetatad.

[Tivakag 3.3: [Tocootd Emtuymg CLV_Koatmyopromoinong avé AAydpiBuo pe yprion tov R,
F, M cg drapopetikn Ekppoon

R, F, M Indicators R, F, M Actual
Decision Tree 70% 99%
Naive Bayes 59% 51%

Elval epdavég otL o autiyv TNy nepimtwon n mpoPAePn tng katnyopiag anodidet ka-
AUtepa pe xprion tou Decision Tree (J48) kal BACEL TwV MPAYUATIKWY TIHWV R, F, M Kkat oxL
TWV SELKTWV TOU AVTLTPOCWIEUOUV TA EKATOOTNOPLAL.

Mo €161KA, eKTIHATOL OTL 0 APLOUOG ayopwV VoG TEAATN TO TEAeuTaio StaoTnua Kot
TO XPNHUOATLKO TTOCGO Tou S1€Be0e yU' AUTEG elval T KUPLA XAPAKTNPLOTIKA TToU cUUPBAAAoUV

oTnV eVPECN TNG KATNYOPLOC XPNUATIKAG alag.

[Tivaxag 3.4: [Tocootd Emruyng CLV_Katnyoproroinong avéd cuvévacud tov actual R, F,
M

R, F, M M R, M F,M

148 99% 84.9% 83.6% 99.6%

Onwg emBePalWVETOL KAL LLE TA TIOPATIAVW ATIOTEAECUATA, TO TTOCO TPOOHATA EXEL
0yOPACEL €VOC TIEAATNC OO TO CUYKEKPLUEVO Kataotnua 8 cUPBANAEL LLaitepa oty Po-
BAsPn tn¢ Customer Lifetime Value Katnyoplag. Napatnpeital 6t 1o mooo nmou £xel Stabé-
O£l 0 MEAATNC lval KABOPLOTLKO KAl 0 CUVSUOOUOC LE ToV aplOpo Twv Gopwv ayopwy amo
TO KOTAOTNUA EVIOXUEL ONUAVTIKA TNV anddoon tou aAyoplOuou.

T€Aog Ba ATav XPrROLO va EETACTEL KAL TIELPAUATIKA N TIAPATHPNON TIOU £YLVE TA-
parndvw Kot adopd oto Katd mocov n mAnpodopia TG opddag neAatwv cUUPAAAEL oTNV
npoPAePn g CVL katnyoplag.
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Weka Output 4: Classification CVL Katnyopiog Bacet tng Opada Ielatmdv

Correctly Classified Instances 22160 37.2581 %
Incorrectly Classified Instances 37317 62.7415% %
Fappa statistic 0.1635

Mean aksclute srroxr 0.3307

Eoot mean sdquared error 0.4188

Relative absolute error 93.353291 %

Root relative squared error 96.7129 %

Total Numker of Instances 39477

Mapatnpeitat otL kot o aAyoplBuog J48 kat o Naive Bayes cupumepidpEpovtal KaTA ToV
1610 tpomo. Onwc sixe dlamotwOel dev UTIAPXEL TARPN AVTLOTOLXIO AVAUESA OTOUG KAAUTE-
POUC TEAATEG KoL Toug Mo kepdodoOpouc.
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Kedalaio 4

Zupnepacpata - potaoeLg

“Data beats emotions.”

4. 1ZUUTIEPACHOTA «evveeerreeerreeerreesareens

4.23uvoAkn A€loAoynon — MNpotaocelg

—Larry Page
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4.1 Juumepaopata

4.1.1 Tunuatoroinan lNMeAatwv BdoeL TnG AyopaoTIKNG ZUUITEPLPOPAC LUE EQAP-
poyn tou RFM MovtéAou kat tnc Mnxavikng Madnoncg

To RFM povtélo, 6nwe epapUoOoTnKE 0TNV Mapouoa epyacia, amodeixbnke moAL gu-
€AKTO. To yeyovog OTL TapEXEL TNV duvatotnTa va oplotouv €€ apxnG oL opAdeg meAaTwv
TIou €TOUUEL 0 AVAAUTAG va avixveuBouv, €XEL TO IPOTEPNA VO TIPOCOPUOCTEL TO LOVTEAO
oTa PETPA TNG EKAOTOTE EPEUVOG. ZUYKEKPLUEVA 6w eTUAEXDNKAV 9 KATNyopleg KAAUTITOVTAC
TN HEYOAUTEPN VKA QyOPACTIKWY CUUTEPLDOPWV.

KaBwg n TUnUATOMOLNoN TwV MEAATWV OVTLKATOTITPI{EL TNV AyOPAOTIKI) CUUTEPLPOPA
Twv nehatwy, ot deikteg R, F, M amoteAoUV TO TILO AVIUTPOCWITEUTIKO XAPAKTNPLOTIKO XApN
oto onolo pmnopel va poPAedBel n katnyopia. ESw, n alomoinor) toug oto medio tng Mnxa-
VIKN¢ MaBnong pe xprion tou WEKA rtav kaBoplotikn.

Mo avaAuTIK@, N avixveuon tng KABs opadag MEAATWV TTOU EYLVE OTO TIPWTO UEPOG
OTIOTEAECE ETIKETA YlA TNV UETEMELTA £dapuoyn aAyopiBuwv katnyoplomoinong. Amodei-
XOnke OTL oL TIUEG R, F, M armoteAoUv Ta KUPLOTEPO XOPOKTNPLOTIKA yLa TNV MPOBAsdn tng
Katnyoplag og avtiBeon pe ta Snuoypadkd XapaKTNPLOTIKA, YLo TNV WPa.

To oucLaoTikd kEPSoC amod autr tnv edapuoyn €lval To yeyovog OTL UMOpEL val YeVL-
keuBel ota meplocotepa cUvola dedopévwy. MNa mapdadelypa edv n eknaidbsvon tou adyo-
piBuou mpaypatomnolnbel oto mapwv cUvolo dedopévwv oA n emaAnbguon Tou yivel oe
KAmolo aAAo cUvoAo Sebopévwy Tou dEpeL Toug avtiotolyoug deikteg Tou R, F, M n mpo-
BAeyn pe Decision Tree €xel 100% emituyia. To mapandvw meipapa emiBeBaiwdnke, ava-
Heoa 0To cUVOAO Sedopévwy TG tapoloag epyaciag kal to cuvoAo Sedopuévwy Online Retail
arno tov Lototomno UCI.

H emtuyio avutr) odeiletal oto yeyovog otL oL TLUEG R,F,M elval deikteg kat oxL oL
TIPAYUATIKEG TLLEG TTOU 0lhOPOUV TO CUYKEKPLUEVO oUVOAO Kol TteAdtn. YrevOuuiletal otL ot
TLWEG TTou adopouoav oTa XapaKkTnpLoTIka Recency, Frequency kat Monetary avtiotownon-
Kav ¢° €vav aplBpd mou aVTIKATONTPIlEL TO TETAPTNHOPLO TTOU AVKOUV. EMOUEVWC 0 alyo-
plBuoc €Pate kal avayvwploe HoTifo avapeca oToug aplBuoUs auToUG Kal TIG KOTNYOpPLeg
avtiotoya. Ol MpayUATIKESG TIMEC eixav e€loou emtuxia aAAd n ekmaidevon Baollopuevn os
autég 6ev Ba pmopouoe va ebpappooTel o€ KATolo AAAo cUvolo. EmunmpocBeta alilel va on-
HEWWOEL OTL 9 KaTnyopieg eival éva peyahog aplBudg yla katnyopLlomnoinon, mapoAa autd n
OTTOTEAECATIKOTNTA SEV EMNPEACTNKE.

Ta mapandavw anoteAéopata evioxuouv tnv anddoon tou RFM povtélou Kot To Ka-
Blotolv €va oAU duvatod epyaleio yla Tunuatomnoinon nehatwv. TéAog n aflomoinon Twv
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Sdelktwv R, F, M tou povtélou cupBaAAeL kaBoploTikd otnv mpoBAsdn TN Katnyoplog HEow
™M¢ Mnxavikng Maénong.

4.1.2 Tunuartoroinon lNeAatwv Bacel tnc Customer Lifetime Value kat mpo-
BAeyYn tng ue to RFM MovteAo ugow tnc Mnyavikng Madnoncg

310 HépoG ou adopoloe TV XpPNUatikn afia evog mehdatn os Babog xpovou, autn
umoAoylotnke Kot Slaxwplotnke o€ 4 Katnyopieg avaloya He To mOco kepdodopog Ba prmo-
poloe V' amodelyBel Eévag meAdtng. ZTnv ouoia, OMwE oTig opadeg meAatwy, Snuovpyndnkav
HE avAaAoyo TpOmo oL €TIKETEG — labels yia Tnv peténetta epappoyrn twv aAyopiBuwyv katnyo-
plomoinon¢ oto WEKA.

Ta nelpaparta mov epapuooTnKay X0V 0KOTO va aviXVEUCGOUV CUCXETIOELG AVAUESQ
otnv Customer Lifetime Value kat ta Snuoypadikd xapaKkTnpLOTKA ToU cUVOAOU SeSopEVWY,
TLG OHAdEG TEAQTWY TNG MPonyNnBeioag TUNUaTomoinong Kot Twy TLWwv R, F, M.

MapatnpnBbnke OTL N Katnyoplomoinon eixe onuavikr anddoon BactllOuevn oTLG TL-
HEC HE TIG omoleg Aettoupyel kot To RFM povtélo. Elvat onpoavtiko v avadepBbel OtL otny Te-
pimtwon tng Customer Lifetime Value Katnyopiag v umdapyel apeon ouvdeon TwV TIUWV
OTOV UTIOAOYLOUO TNG, TapOAQ aUTA oL TLHEG Frequency kot Monetary aflomoloUMEVEG O aA-
yopLBpo Mnxavikng Madnong urmodelkvUouv IwE UTIAPXEL OXETIKOTNTO.

210 onpeio auto Ba mpEmel va SLaxwpLloToUV T AMOTEAECHOTA OLUTWV TWV TTELPAUATWV
ue 6oa mponyndnkav. H xprion twv aAyopiBuwv gixe tTnv anattovpevn anodoon Bactlopevn
OTLG TIPAYUATIKEG TLEG Frequency kat Monetary kat oxt otig TIpéG Seikteg 1,2,3,4. To yeyovog
oUTO SladopOomoLEL ONUAVTLIKA TO CUYKEKPLUEVO TElpapa KaBwg n eknaibsuon tou aAyoplo-
Hou W’ éva apyeio Sev pumopel va Aettoupynoel Y’ emituyio o° €va SeUTEPO apxelo. Oa TpEMEeL
avtiotolya kot oto SeUTEPO apyxelo va umdpéel training kat testing. Autd cupPaivet ylati ot
TIHEG Frequency kot Monetary €lvol OpLOUEVEG OXETIKA LIE TO TIOLA E(vVaL N CUXVOTNTA KOlL TO
XPNUATKO dBpolopa yla ta Sedopéva piag eTatpeiag oto LEAETOUPEVO XPOVLIKO SldoTnua.

ZUVOALKA Kpivetal OTL n xprion tou RFM povtélou €xel ouoLlaoTiki edapuoyn Kot o€
npoPAnuata katnyoplomoinong Bacel tng Customer Lifetime Value. Eivat moAU kepdodopo
otav £va POVTEAO Umopel TauTtoxpova va Asltoupynoel o U0 el6WV KATNYOPLOTIOL|OELG KL
T’ anmoteAéopata autd va cuvduaotouv Kal v’ aflomolnBouv avaloya.

4.2 ZuvoAikn A§loAoynon — Mpotaoelg

OLedpapUOYEG KaL TO TIELPAATA TTOU TTAPOUCLACTNKAV KAl £yLvaV oTa MAaiola Tng ma-
poU oG LETATITUXLOKNC epyaoiog sixav e€atpetikd evlladépov. Ot ouviotwoeg Tou RFM po-
VTEAOU, KUPLO EPYAAELD yLO TNV TUNUATOMONoN MEAATWY He BACN TNV OYOPAOCTIKI) CUUTEPL-
dopa, eixav pia oAU amodotikr) cuunepidpopd oto nedio Tng Mnxaviknc Mabnong. Elvat
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ONUAVTLKO, KAOOOLKA HOVTEAQ TIOU XpnoLuomolovvtayv oto mapeABov va avafaduilovral
Héoa amo tnv aflomoinaor Toug otnv Mnxavik Maénon evioxuovtag pe QUTOV ToV TPOTo T
QMOTEAECOTO.

H katnyoplomoinon €ywve oe Suo enineda, mpoPAEmovTag OXL LOVO TNV AyOPOOTIKN
ouunepldopd aAAd Kol TNV EKTLHNON TNG XPNUATIKNAC tpoodopdc ou Ba €xel Evag MEAATNG
o€ pla etalpeia og BaBog xpovou. Oco neplocdTepEG lval oL TAnpodopieg mou e€AayeL o a-
VOAUTAG oo ta dedopéva Tou, TOO00 Tio KEPSOPOPO ELvVaL AUTO yLA TNV EPEUVA. ZUYKEKPLUEVA
T AMOTEAECLOTA TIOU TIPOKUTITOUV, OTIWG OLUTA TIOLPOUCLACTNKAV E(VAL LKAVA VO LETOPEPOUV
yvwon oto TuApa MApKeTvyK ipog SUo kateuBuvoelg. MNa mapddelypa n tavtoxpovn mAn-
podopia otL évag Champion MeAdtng avrkel Tautoxpova otoug Most — Profitable évavtt aA-
Aou Champion MeAatn pe High Profitability, 6a pmopoloe va odnynoet tnv etatpeia o dAAo
TPOTMo Slaxeiplong Tou KaBevog.

H Mnxavikin Mabnon eival évog Topéag mou Sivel anavinoelg Bplokovtag cUCXETI-
oelg. Auth n WLotnta alonolnBnke wote va evioxuBel n afla tou RFM povtélou. Mapola
OQUTA CUCXETLOELG TNG TUNHOTOMOLNONG TTEAATWY BACEL AAAWV XOPAKTNPLOTIKWY TOU GUVOAOU
Sedopévwy SlepeuvnOnkav. Ta Snuoypadikd XapaKTNPLOTIKA oUWV LE TNV KO AoyLKni
kaBopilouv w¢ évav Babuo TNV ayopaotikh cuunepldopd evog KatavoAwTtr. Ma va punopet
wWOoTO00 aUTO va avixveuBel pe kamolov alyoplBpuo, daivetat va xpeltaletal Stadopetikn Sia-
Xelplon. Apxwka Ba Atav moAu BondNnTIKN N CUYKEVTPWON MEPLOCOTEPWV MANPOGOPLWV aTIO
NG MAEUPA TNG ETALPELOG KL 000 QUTO €lval emTPeNTO. Mo MOPASELYUA N YVWON TOU EMay-
YEALOTOG £VOC TIEAATN Bol UTTOPOUCE OE ETOLPELEG TTOU TIOPEXOUV EVOl TIPOLOV OXETLKO HE TO
OVTLKE(UEVO TOU va cUUBAAAEL oTnV KaAuTepn poPAedn pag statpiag. Akoua, éva medio
niou Ba eixe evbladpépov Ba Ntav n Slepevivnon Mwg Ta SnUoypPAPLKA XAPAKTNPLOTIKA UTTO-
polV va emnpedcouyv Toug R, F, M Seikteg Kal katd eméktacn tnv poPAePn ¢ opadag me-
Aatwv.

I’ évav wpalio eniloyo, Ba Atav xprolpo va avadepOel mwg To yeyovog OtLn mapovoa
epyaocio anote)el pia LeAETN oUVEEDONG EVOG KAAOOLKOU LOVTEAOU LLE TIG TEXVOAOYIEG TNG ON-
HEPLVAG €MOXNG, avoiyovtag véa media €peuvag eival Slaitepa evOappuVTIKO Kal amodel-
KVUEL TTIWG N ETULOTALN AVATIOPAYEL ETULOTAUN.
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