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KE®AAAIO 1. EIZAIQrH
1.1. FTENIKA — 2KOlN0O2

H aApatwdng auénon tng Xpriong tng TeXVoAoyiag tnG TANPoYopiag oTov
ETTIXEIPNMUATIKO KOOWO e Tn digioduon Tng, YE dIAPKWGS auéavOuevo TToo0oTO, OF
ONO TO QACHO TWV ETIXEIPACEWY, AVECAPTATWG TOMEA OPACTNPIOTTOINONG Kal
MeyEBoug, TapdAAnNAa e TNV paydaia €CEAIEN TwV ETTIKOIVWVIWY, N OTToia
EUTTAOUTIOTNKE pE TNV €l0aywyn Kal uioBETnon Tou AladIKTUoU, £xouv aAAdEE!
OpAMATIKG TOV TPOTTO HE TOV OTTOIO Ol ETTIXEIPAOEIS OXEDIACOUV Kal UAOTTOIOUV T
oTPATNYIKA TOUG Kal GAANAETTIOPOUV HE TOUG OUVEPYATEG, TOUG AVTAYWVIOTEG Kal
TOUG TTEAATEG TOUG, UTTAPXOVTEG 1) dUVNTIKOUG.

2KOTTOG TnG Trapoucag - OITTAWMATIKAG - Epyaciag €ival  pia  YeVIKN
ETMOKOTINON KAl  TTapoucdiacn — Tou  UTTOOUVOAOU  TwV  TTANPOQOPIaKWYV
ouoTnudTwy, Twv  AloIKNTIKWY  [IAnpo@opIoKWY  ZUCTANATWY KAl TTIO
OUYKEKPIPEVA  Twv  ZuoTnuatwy Alaxeipiong [lMeAateiakwv  2xéocewv (CRM),
KaBwg Kal To pOAO TOV OTToi0 autd PITopoUV va diadpauartiocouv oTn AsiIToupyia
Mg €TIXeipnong kai Bonbwvtag Tn oTo va dIaXEIPIOTEl TNV TTEAATEIOKN TNG Bdon,

aAAG TauTOXpova va oXeDQIAOEL KAl va UAOTTOINCEI TH OTPATNYIKI TNG.

1.2. AOMH
To mpwTo KEPAAaIO €ival kabBapd eicaywyikd Kal yivetal avagopd OTO
YEVIKO OKOTTO Kal Toug OTOXOUG TnG TTapoucag €PYyaAciag, €vw TAUTOXpova

TTAPOUCIACETAI KAl TTEPIANTITIKA N OO TNG.



210 QeUTEPO KEQPAAQIO YiveETAl Mia YEVIKA TEPIYPA@r TwV AIOIKNTIKWY
IMANPOPOPIOKWY 2ZUCTNUATWY UTTOCUVOAO TWV OTTOiWV E€ival KAl Ta 2ZUCTHUATA
Alaxeipiong lMeAateiokwy 2xEoewv. ivetal pia kaBapd BewpnTikr) avaAucn Twv
OUCTATIKWV OTOIXEIWV €vOg AloiknTikou MAnpogopiakou 2uoTruarog, dnAadrn Tng
[MAnpogopiag, Tou ZuoTAuaTog Kal TG Aloiknong Kai yivetal dIaxwpIonog Twv
OUCTNHATWY AUTWV avAaAoya pe To BIOIKNTIKG £TTITTEDO TO OTTOIO EEUTTNPETOUV. 2T
ouvéxela TtrapouaidfovTal ol Bacikoi TUtrol Twv AloiknTiIkwv [Anpogopliakwyv
ZUOoTNUATWY, KABWG Kal ol PeTagU Toug OxEoelg Kal eEapTnoelg. AKoAoubei n
avaAluon Tng Asitoupyiag Twv AloIKNTIKWV MANPo@opIaKwY ZucTNUATWY Kal TNG
OUVEIOPOPAG TOUG O€ BaoIKOUG TOUEIG TNG ETTIXEIPNONG OTTWG N TTAPAYWYIKOTNTA,
TO QVTOYWVIOTIKO TTAEOVEKTNMA, N AAWn ammo@Acewv Kal n  dlauépewon
oTpatnyikig. TEAOG yiveTal pia TTapouciacn TNG KATACTACONG TTOU ETTIKPATEI OTN
EAMNVIKA ayopd o€ oxéon pe Ta AloIKnTIKA [NMANPo@opIaka ZuoTruara.

2710 TPITO KEPAAQIO €TIXEIPEiTAl pia avdAuon Tng agiag Tou €xel yia Tnv
emixeipnon n TeAateiak TG Pdon. AvoAuovtal BaoikEG TTAPAPETPOI  TTOU
oxeTifovtal pe TNV TEAATEIOK Bdon OTMWG n IKavoTroinon, n oToTNTd, N
diatpnon kai n dlaxpovikn TG agia, Kabwg Kal oI AGyol yIa TOUG OTTOIOUG AUTEG
gival onuavTikEG yia TV emMIXeipnon. Avayvwpiletal wg BacikA TPoTeEPAIOTNTA TAG
eTaipeiag n diarpnon TNG TEAATEIOKAS TNG BAoNG, Kal ATrodEIKVUETAlI TTWGS N
IKQVOTTOinoN KAT apXfV KAl N TMOTOTATA KAT' ETTEKTACT ATTOTEAOUV TTPWTAPXIKOUG
TTAPAYOVTEG YIA TNV ETTITEUEN TOU OKOTTOU auTou. ETimTAéov e Tnv avdAuon Tng

dlaxpovikAg aiag TeAdTn divetal €u@acn o€ pia eVAAAAKTIKN) TTPOCEYYIOn TOU



TpéTTOU aTroTiynong NG agiag TreAaTelakng Pdaong, aAAd kal  yevikéTEPQ
oAOKANPNG TNG ETTIXEIPNONG.

2T0 TETAPTO KEPAAQIO YIVETAI OUCIACTIKA N avAAUCT TwWV TTANPOPOPIOKWY
ouoTnUATWY TTou OlaxelpifovTal TIG TTEAQTEIOKEG OXEOEIG TNG ETAIPEIAG, TwV
Customer Relationship Management (CRM) Systems. Aiverar €va TTAR60g
opICHWV yia Ta ocucThpara CRM, woTe agevog va yivel pia 600 10 duvatov
TANPECTEPN KAl CQAIPIKOTEPN TTPOCEYYICH TOUG, QAQETEPOU OE VA TOVIOTEN N
TTOAUTTAOKOTNTA KAl 1 €UpUTNTA TWV E£QAPPOYWYV TOUG. TN CUVEXEIA YiveETal
avagopd oTig Tpelg dlaotdoelig Tou CRM  (TEXVOAOYIKN, - ETTIXEIPNMATIKA  Kal
TreAatelakr)). AKoAouBei avdAuon Twv BePeAIWOWY CUCTATIKWY TNG APXITEKTOVIKAG
Twv CRM ocuoTtnudrtwy, 10 Acitoupyikd (Operational), AvaAuTikd (Analytical) kai
2uvepyaTikd (Collaborative) kaBwg kai n TTapouciacn Tou TPOTTOU PE TOV OTTOoI0
auTd AAANAETTIOPOUV Kal cuvePyAcovTal.

2TO TTEPTTTO KEQAAQIO YiVETAI KATAYPA®L KAl avaAuon Tou TPOTTOU PE TOV
ommoio Ta ouoThpara CRM Bpiokouv €@apuoyr] OTOuG PaOCIKOUG TOMEIS TG
emixeipnong, dnAadn 1i¢ TTWARCEIG, TO marketing kai Tnv €§uTTNPETNON TTEAQTWV.
MapdAAnAa, TrapoucidlovTal Ta PETPROIYA (aTrTd) 0QEAN, OTTWG auénon 0Odwv,
MEiwon KO6OToug, IKavoTroinon — dlaTipnon TeEAATWY, TTapAywylkoTnTa &
a1rodoTIKOTATA KAl TA- PN METPNOIYA (UN aTrTd) 0QEAN, OTTWG Kal BEATIWPEVN Ay
amopdoswy, - Ouvauikf - (proactive) dlaxeipion, IKavotroinon & UTTOKivnon
EPYACoPEVWYV, TTOU TTPOCYEPEI N Xpnolyotroinon ouoTtnudtwvy CRM oToug

TTEAATEG, DI0IKNOT KAl EPYACOUEVOUG TWV ETTIXEIPAOEWV.



210 €KTO KEQAAQIO avagEpovTal did@opol TTPORBANUATIOUOI OXETIKA WE TIG

uAotroifoeig Twv cuoTnuAaTwy CRM, o1 oTToiol £XOUV TTPOKUWYEI ATTO TNV TTPAKTIKA

epapuoyn Toug. lNvetal eotiaon oToug akdAouBboug TpeIG BaCIKOUG TTAPAYOVTEG

dnuioupyiag TPORANUATIOUWY:

2T0 UWnAG KOOTOG TroU OuvodeUel KATA KAvOva TIG UAOTTOINOEIG
ouoTnudtwvy CRM. Apxikd yivetal ava@opd oTtov TpOTTO TTPOCdIoPICHOoU
TOU KOOTOUG Hiag uAotroinong CRM kal Twv d1a@opwyV TTapayovTwy TTou
TO JIAUOPPWVOUV KAl OTN CUvEXEIa divovTal TTPAYUATIKA OTOIXEIQ yIa TO
KOOTOG aTTd TTPAYUATIKEG UAOTTOINCEIG.

21N OUOKOAia TTPOCdIOPICHOU TG TTPAYHATIKNG ATTOdO0ONG TNG £TTEVOUONG
(ROI) ka1 TNV au@iBoAia av Kal TTOTE QUTH ETTITUYXAVETAI.

210 MeyaAo PBaBud - atrotuxiag uAoTroifjoewv  cuoTnudatwy  CRM.
Mapouoidlovtal OToIXEIO OXETIKA HE TO PaBUO ATTOTUXIAG UAOTTOINOEWV
ouoTnudtwy CRM Kal yiveTal EKTEVAG ava@opd Kal 6Toug AGYOoug yid TOug
OTTOIOUG ATTOTUYXAVOUV CUVHBWG TETOIEG UAOTTOINTEIG.

210 £€Bdopo keQAAalo TTapouaidleTal n katdotacn tou CRM 1600 OTO

Tapdv, 600 Kal oTo PEAAOV, KABWG Kal Ol VEEG TAOEIG TTOU @aiveTal OTI Ba

eMKpATACOUV o€ Oldgopa  emmiTeda. [llo ocuykekpiyéva, 6oov agopd Tnv

karaotaon Tou CRM, Ttapoucidfovral OeQOMEVA TTOU €XOUV TTPOKUWEl aTTd

MEAETEC YVWOTWV OiKwv, OXETIKA pEYEON TG ayopds CRM, &tTwg 10 0UVOAO TOU

KUKAOU €pyaaciwv, n avdmTuén, n amodoxn KA., T600 yia 1o Tapdv, 600 Kal yid

TO QUECO MEAANOV. ZXETIKA ME TIG VEEG TACEIG TTOU @QaiveTal va OIadpauaTicouV

ongavTiké poAo otnv €gEMiEn Tou CRM, yivetal ava@opd OTIG ONUAVTIKOTEPEG



T000 O€ ETIXEIPNOIAKO €miTmedo pe TO Kolvwvikd (Social CRM), éco kai o€
TEXVOAOYIKO €TTiTTEDO E TO Software as a Service (SaaS).

2710 6yd0O0 KaIl TEAEUTAIO KEQAAQIO, YIVETAI OUCIACTIKA Hia avaoKOTnan TnNG
OITTAWWATIKNAG €PYACIiag PE TRV TTAPOUCIACT) TWV KUPIOTEPWY CUUTTEPACUATWY

TTOU TTPOKUTITOUV OTTd AUTH).
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KE®AAAIO 2.
AIOIKHTIKA NMAHPO®OPIAKA 2YZTHMATA

2.1. OPIZMOZX — TENIKA

Q¢ AioiknTikG TMAnpo@opiakd 2UoTnua UTTOPEl va oploTei €éva  oUvoAo
AAANAOOXETICOMEVWY  OTOIXEiWV, Ta  oToia  OUAAéyouv 13 avakTouv,
emeepyddovTal, ammoOnKeUouv  Kal  OIAVEPOUV . TTANPOQPOPIEG, Ol  OTTOIEG
utrooTnpifouv TN Aqyn amo@docwyv Kal Tov €Aeyxo o€ €vav opyavioud (Laudon,
Laudon 2005), atroteAeital de ammd TTEVTE AAANAEVOETA CUCTATIKA OTOIXEiA, TNV
utrodopn (hardware), To AoyiopikG (software), Toug avBpwTroug, TIG dIadIKATIEG
Kal TIG Qopég dedouévwy (Post, Anderson 2006). EmimAéov, éva Aioikntikd
MANpo@opIaKd ZUoTAPAO UTTOPEL va BonBroel Ta oTeAEXN KAl TO TTPOCWTTIKO €VOG
opyaviopou oTnv avaAuon TTpoBANPATWY, TNV atreikdvion ouveeTwyv {nTNUATWY
Kal Tn dnuioupyia véwv TpoidvTwy. Baoer autwy, ta AloiknTikd NAnpogopiakd
2UCTANATA UTTOPOUV VA TTPOCPEPOUV OTOV KABE opyavioud TTOU Ta XPNOIKOTIOIE,
éva TTAAB0G TTOAUDIACTATWY ETTIXEIPNUATIKWY WEEAEILWV TTOU €0TIAJOVTAl OTN
BeAtiwon Twv  dIAdIKACIWV Kal Twv AEITOUPYIWY, Tn MEIWON TOUu KOOTOUG
AsiToupyiag, TNV -auénon TnNG TrApAywylkoTnTag, Tn OlcuKOAuvon doknong
OloIKNTIKWY ~ AEITOUpYIWY KAl AQWNg  atmo@Acswyv, TN  PeAtiwon TG
avtaywvioTIKOTNTAG Kail T BonBcia oto oTpatnyikd oxedlaoud Kal TRV avaAnywn
VEWV ETTIXEIPNMATIKWY TTPWTOROUAIWV.

Ta AloiknTiIKd MMAnpo@oplakd ZucTAPATA aTToTEAOUV TTAEOV avaATTOOTTOCTO

TUAMO KABE opyaviopoU Kal O EQAPPOYES TOUG QUEAVOVTAI CUVEXWG TOUG UE TNV
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TApodo Tou Xpoévou, TTPdyua TO OTToio @aivetal TOCO ATTO TA TTOCOOTA TWV
TTPOUTTOAOYIOPWY TWV OPYAVIOUWV Trou €TTevdlovTal OTnVv  avdmTuén Kai
EYKATACTOON TETOIWV CUCTNUATWY, 600 Kal a1rd TO GUVOAIKO UWOg KOVOUAiwv
TTOU QVAAWVOVTAIl TTAYKOOMIWG yIa To okoTrd auto. Ta AloiknTikd [MAnpogopiaka
ZuoTiuaTta €EuTTNPETOUV TOUG KUPIOUG AEITOUPYIKOUG TOMEIGC TOU OpyaviIGHOU
OTTWG Ol TTWANOCEIS KAl TO PAPKETIVYK, TAV TTApAYwWYr], TN XPNUATOOIKOVOUIKN
diaxeipion Kai To AoyIOTAPIO KAl TOUG avOpWTTIVOUG TTOPOUG.

Baoikég Adyog Tng tepdoTiag amodoxAg Kal avattuéng Twv AIoIKNTIKWY
MANPOPOPIOKWY ZUCTNUATWY OTOUG CUYXPOVOUG OPYAVIOHOUG, €ival N EUTTPAKTN
OIaTTioTWON TWV OTEAEXWV OTI Ta OQEAN Ta oTroia Ta AloiknTiKd [MAnpogopiaka
2UCTAMOTA €ival o€ BE0N va TTPOCPEPOUV KAl TTOU AVAEPONKAV TTPONYOUUEVWG,
gival amrd kar  dikaioAoyoUv - TO OuviBwg UWnAd KOOTOG  avaTTuéng,

EYKATAOTOONG KAl GUVTHPNONAG TOUG.

2.2. 2Y2TATIKA 2TOIXEIA

lNa va karavorjooupe KaAUTEpPa TOov TPOTTO HPE TOV OTToio Ta AIOIKNTIKA
[MAnpo@opIiakad 2UCTAPATA AEITOUPYOUV KAl  Onuioupyouv  OQeAOG  OTOUG
OpPYavIOUOUG TTOU TA UI0BETOUYV, TTPETTEI TTIPWTA VA TA €EETACOUME aTTO BEWPNTIK
OKOTTIA - KAl va  avaAUCOUME TA CUCTATIKA atrd Ta oTfroia atroteAouvral. Ta
OUCTATIKG auTd, 6TTW¢ AAAWOTE Kal To évoua opilel, gival:

e [IAnpogopia

e 2U0TNUA

e Aloiknon
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2.2.1. NIAHPO®OPIA

2.2.1.1. OPISMOS

Mpiv opiocoupe TNV TTANpo@opia, Ba TPEmel va opicouphe 1o Paoikd
ouoTaTiké TNG TTou gival Ta dedopéva. Qg dedouéva opifovtal POEC TTPWTOYEVIV
OTOIXEiWV HE TO OTToia TTEPIYpAPOvVTAl HEYEDN, yeyovdTa Kal oviotntes. Ta
OTOIXEIO AUTA av €LETACTOUV MPEMOVWUEVA £XOUV. CUVHOWG MIKP WG PNdapivh
afia yia TOov ATTOQEKTN. ZTOV ETTIXEIPNMATIKO KOOHO, €va XAPOKTNPIOTIKO
Tapddelypa dedopévwy gival n nuepounvia €kdoong, o apliBudg oeipdg Kal To
OuvoAIkd 1006 €vdG TIHOAoyiou Trou - €kdideTal amd pia emixeipnon. Eivai
TTPOPAVEG OTI TO OTOIXEIQ AUTA aTTd POVA TOUG eV £xouv Kauia agia oe eiTedo
dl10iknong yia Ta oTeAEXN TNG ETTIXEIPNONG.

H mAnpogopia pe TN o€Ipd TNG €ival €va oUVOAO Twv dedOUEVWY, TA OTToIA
€XOUV UTTOOTEl pia Pop@n €TMeEEpyaoiag, WOTE va ATTOKTAOOUV €vvold yia ToV
atmodEKTn Kal agia yia TIS amo@doelg Tou Traipvel A TIG dpacTnPIOTNTEG TTOU
exTeAei. H oxéon tmou utrdpxel peTagu Twv dedoPEVWV Kal TNG TTANpo®opiag gival
idla hE TN OoX€on TTOU UTTAPXEI METAEU TNG TTPWTNG UANG KAl TOU ETOIOU TTPOIdVTOG
(Oikovépou, lewpyodmToulog 2004). ZTnv TTEPITTTWON TNG TTANPo®opiag, TO
TTPONYOUPEVO TTAPAdEIYPA aTrd Tov ETIXEIPNPATIKG KOOUO Oa utropouce va
agopd TNV TAEIVOUNON TWV OTOIXEIWV Twv TIMoAoyiwv woTte va eEaxbouv
OTATIOTIKA OTOIXEIQ OXETIKA ME TO UYWOGS TwV TTWANCEwV 0T JIAPKEIQ TOU XPOVOoU
Kal BACEl QUTWY VA OpyavwBOOoUV EVEPYEIEG HAPKETIVYK KATT.

Oa mpétrel va TovioTel €dw OTI, avdAoya PE Tov aTTOdEKTN Kal TR B€on Tou

oe Mia aAAnAouyia Oladikaciwy, autd TTOU ATTOTEAEI TTANPOQYOpPIa yia KATTOIOV,
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MTTOpPEi va atroTeAei dedopEvo yia KATToIov dAAO Kal auTtd To yeyovog Ba TTPETTEl va
AapBdveral ravra utrdyn Katd tnv agioAdynon Tng TroIdTNTAG TNG TTANPOPOpPIaG.
2NMAVTIKEG TTANPOPOPIES yIa TO AEITOUpYIKO €TTiTredO dloiknong dev £XOUV Kauia
agia yia 1O OIOIKNTIKO ME TN HOP@ry ToU €EAyovTal, ATTOTEAOUV  OUWG
onuavtikéTata Ny 0edopuévwy TTou e TRV KATAAANAn eTe€epyaacia ummopouv va

METATPATTOUV O€ TTOAUTIMEG TTANPOPOPIES YIA TO ETTITTEQO AUTO.

2.2.1.2. KATHIOPIOlNOIHZH

2TOV ETTIXEIPNMATIKO KOOPO OTTOU Kal Ba €0TIGOOUME, avAAoya HE TO
TTAQioI0 ava@opdg OTO OTToio €EeTAlOVTAl KABE Qopd, O TTANPOYPOPIEG UTTOPOUV
va KaTnyopIotroinBouv wg akoAoUuBwg:
. Emimredo. Avdloya pe 1o €TTTTEQO OTO OTTOIO XPNOIMOTTOIOUVTAI Ol
TTANPOYopieg YTopouv va diaxwpiotolv o  (Oikovépou, MewpyodTouAog
2004):
0 AigBveig, T.X. OUVOANAYUATIKEG I0OTIHIEG, TIUEG EVEPYEIAKWV
TOPWYV, BNUOYPAPIKA CTOIXEIA KPATWV KATT.
o EBvikég, T.x. akabdpioto €Bvikdé Tpoidv, TO 100QUYIO
TANPWHWY, 0 TTANBWPICUOG KATT. OnAadr TTAnpogopieg TTou
g€xouv agia oTo eTiTedo TNG XWPaG.
0 KAddou, .. OTOIXEIQ YIO AVTAYWVICTIKA TTPOIOGVTA, OToIXEIa yIa
€TAIPEIEG TOU 010U KAGOOU KATT.
o Emeipnong, T.x. oToIX€id  100AOyIOpOU,  TTPORAEWYEIG

TTWANOCEWV, OTOIXEIO KOOTOUG TTAPAYWYNG KATT.
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0 TuAuaTOg, T.X. dATTAVEG TUANATOG, TTWARCEIG TUAMATOG KATT.

o Artépou, T.X. MIoBOG uTTaAARAou, TTWAACEIG TTWANTH, TTPOUABEIES
QAVTITTPOCWTTOU KATT.

o 2KOTTOG. AvAAoya e TOV OKOTTO Kal TO XPOVIKO opifovta yia Tov
OTTOi0 XpPnoIhoTToloUVTal Ol TTANPOPOpPIEG MTTOPOUV va eviaxbouv OTIG
TTapakdTw Katnyopieg (Oikovouou, NewpydTouAog 2004):

0 2ZTPATNYIKEG. O1  TAnpogopie¢ - auté¢  agopouv  TO
MOKPOTTPOBEeT O OXEDIOOUO TNG ETTIXEIPNONG Kal yI AuTO TO AGYO
XPNOIMoTToIoUVTAl YIA TN AW OTPATNYIKWY OTTOPACEWY ATTO TA
avwTaTa OTEAEXN.

o Takmikég. Or1 - TAnpo@opieg  auTég  avagépovtal  OTO
pMeooTTpéBeopo - oxedlaoud NG emixeipnong, oOnAadn To
oXeOIOOUO TTOU aPOopAa XPoVIKO dIdoTnPa atrd PEPIKOUG PAVES
Ewg 2 xpovia.

0 Acitoupyikég.  O1 TTAnpoQoOpieG AUTEG APOPOUV TOV AUECO
TTPOYPAUMATICNSG TNG ETTIXEIPNONG KAl XPNOCIMOTTOIOUVTAl YIa TN
Ayn  amo@doewv poutivag Kal  TTOAU  Bpaxutrpdbecpou

opi¢ovra.
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2.2.2. ZYZTHMA

2.2.2.1. OPIZMO%

2av oUoThPa UTTOPOUME VA OPIiCOUPE €va OUVOAO CUOCTATIKWY UEPWV
AEITOUPYIKA ouvOedeévwy  TTOU  ouvepydlovtal yia Thv.  ETTITEUEN €VOG
TTpokaBopiopévou  okotrou  (Oikovouou, [ewpydtmoulog - 2004).  Baoikd
XOPAKTNPIOTIKO TWV OUCTNUATWYV €ival OTI Ta ETMUEPOUG COTOIXEIQ TTOU TA
atroTeAoUV, AAANAETTIOPOUV PE TETOIO TPOTTO, WOTE TO TEAIKO QTTOTEAECUA VA EXEI
MEYaAUTEPN aia, atrd To dBpoICHa TNG Agiag TWV ETTINEPOUG ATTOTEAECUATWY TWV
otoixeiwv. To @aivopevo autd €ival yvwoTd Kal WG OUVEPYIKO ATTOTEAECUA
(synergy effect).

Ta ouotiuata ota otroia Ta AloiknTikd [1IAnpo@opiakd ZuoThuaTa
avrkouv gival Etrionua Zuothuara (Formal Systems), kaBwg kai MNMAnpogopiakd
2uoTApata pe YtroAoyiotég (Computer Based Information Systems, CBIS). Qg
Emionua Zuotiuata opifovral Ta cuoTriuaTta Ta otroia Baciovral o€ atrodeKTOUG
Kal oTa@epoUs OpIoUOUG  Oedopévwy  Kal  OIadIKaoIwV  YIa Tn  OUAAoYNA,
atmmoBnkeuon, emegepyaaia, dlavour Kal Xpron autwyv Twv dedouévwy. ATTd TV
AAAn  pepid, Ta CBIS Paoilovrial oe TexvoAoyia UAIKOU Kal  AoyiOMIKOU

UTTOAOYIOTWV YIa TNV ETTEEEPYQTia Kal OIAd0ON TWV TTANPOPOPIWV.

2.2.2.2. 2TOIXEIA 2Y2THMATOX

Ta Bacikd oToixegia evoég CUCTANATOG, Ta OTToia TO TTPOCdIopifouv Kai gival
armapaitnTa yia TNV Utapén Ttou, €ival 1o lepiBdAiov, Ta Opia, o1 Eiopoég /

Ekpoég kaBwg kal Ta ZuoTaTtika Tou Mépn.
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o MepiBdAov  ZuotAuatog. OmidAmoTe  PpiokeTal  €KTOG  TOU
OucoTAMATOG Kal €tnpedlel (o€ MIKPO 11 peydAo Babud) 10 oloTnua, aAAd
TTapAAANAa pTTOPEl va OEXETAI KAl ETTIPPOEG ATTO AUTO, ovopdleTal TrepIBAANov
TOU OUCTAMATOG.

o Opia 2uotiuatog. Ta O6pla TOU OCUCTAMATOG dlaxwpifouv TO
ouoTtnua amo 1o TePIBAAAov Tou. To cuoTnua BpiokeTal EVIOS TWV OPIWV AUTWV
Kal oTiIdATroTE PpioKkeTal €KTOG auToUu atroteAei 10 TEPIBAAAov Tou (Oikovopuou,
lewpydTouAlog 2004). EmimTAéov, Ta Opla EAEYXOUV TIG EICPOEG KAl EKPOEG TOU
OuCoTAMATOG aTrd Kal TTPog To TTEPIBAAAoV, TTaiovTag 10 pOAO Tou @iATpou. [evika
0 0aQrg OPICHOG TWV OPiIWV TOU CUCTAHATOG, TI aviAKel dnAadr oTo ocUCoTNUA Kal
TI oto TePIBAAAOV Tou, €ival pia OUOKOAn d1adIkaoia n oTroia EUTTEPIEXEl Mia
OXETIK auBaipeaia.

o Eiopoég / Ekpogg. Tevikd ol €I0pOEG KAl EKPOEG TOU CUCTHUATOG
€ival TO OUVOAO TWV CTOIXEIWV TTOU ETTITPETTOUV OTO CUCTNUA VA OAANAETIOPA e
10 TEPIBAANOV Tou. Ta oToixeia Ta otroia e€€pyxovral atrd 10 cUCTNUA TTPOG TO
mepIBAAOV  ovopdalovtal EKpoég, e€vw avtioToixa TO OTOIXEid Ta  oTToia
gl0€pxovTal 010 ouoThua aTrd 1o TrEPIBAAAOV Tou ovopddovTal Eiopoég.

o 2uoTanikd Mépn. Zav ouoTaTikd PEPOG TOU CUCTANATOS BewpoUpe
oTIdNTIoTE BpPIoKETAI EVIOC TWV OPiWV TOU Kal ouvepydletal pe dAAa trapduola
OUCTATIKA MEPN YIO TNV €TTEUEN TOU OKOTTOU TOU OUOCTAMATOG. EvOexopévwg,
avaloya pe TNV TTOAUTTAOKOTNTA TOU, €va CUCTATIKO PEPOG va gival atrd pdvo Tou

éva oUoTnua, oTroTeE ovouddleTal Kal YTTooUuoTnua.
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2.2.2.3. EIAH 2Y2THMATQON

Ta ouoTAuaTa YTTOPOUV Va XWPEIoTOUV O OUO PACIKEG KATNYOPIOTTOINCEIG
avaloya e 1o BaBPd CUPPOPPWONG OE TTPOKABOPICUEVOUG KAVOVEG, aAAG Kal
BaBud aAAnAetidpaong pe 1o TTEPIBAAAOV.

o BaBuo6g ouppdpewong os kavoves. Ta oCuaTHPOTA TTOU AEITOUpyoUv
Baoiopyéva 0€  COQPWG TTPOKOABOPIOPEVO OUVOAO  KavOVWV  ovoudlovTal
MpoodiopIoTIKA. MNvwpidovtag  Ta  ASITOUPYIKA XOPAKTNPIOTIKA  €vOG
MpoodiopioTIKOU  ZUCTAMATOG, KABWG KAl TNV TPEXOUOd - KATAOTACH TOU,
MTTOpOUUE HE akpifela va TTpoBAEWoulE TNV MEANOVTIKA TOu CupTTEPIPOPd. ATTd
TNV AAAN pEPIG, Ta cuaTAuaTa TTou eTnpeddovtal atrd aBéBaia yeyovoTa Kal KAtd
OUVETTEIO N JEANOVTIKI) TOU CUPTTEPIPOPA OEV UTTOPET va TTPORAEPBEl eTTaKPIBWG,
ovouddZovtal MBavoAoyikd ZuaTruara.

Ev yével ta Aloikntikd [lAnpo@oplokd ZucThAuaTta TTOU UTTAPXOUV O€
EMIXEIPACEIS KAl OpPYyaVvIOPOUG, MTTOPOUV €K TTPWTNG OWewg va Bewpnbouv
TTPOCOIOPICTIKA CUCTHAPATA, AOYW TWV TTPOKABOPICUEVWY KavOVwY BAoEl Twv
otroiwv Agitoupyouv, 6pwe KAAIoTa ptropolv va BewpnBolv Kai TIBavoAoyikd
ouoTAuaTta, Adyw Tou TTARBOG TWV JIAPOPETIKWV EICPOWYV TTOU EICEPXOVTAl OF
QUTd Kal TngG TOAUTTAOKOTNTAG KAl KATA OUVETTEID aBERAIOTNTOG TTOU AUTO
OUVETTAYETAL.

o BaBudg aAAnAetridpaong pe 1o mepIBdAAov. OTtav kKATroio ouoTnua
0ev aAANAemIOPA e TO TTEPIBAAAOV Kal €ival atTopovwPéVo aTrd auTd, ovopdadeTal
KAeiotd 2uotnua. Ev yével TETOIEG KATOOTAOEIG OUVAVTWVTAI OF QMIYWG
ETMIOTNHUOVIKA CUCTAMATA (QUOIKA, UNXAVIKA KATT.) Kal AlyOTEPO O€ KOIVWVIKA. Mia

eEAA@PWG  OIOQPOPETIKA  TTEPITITWON  aTToTEAOUV  CUCTAMATA  TA  OTroid
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OAANAemIdpoUv TTOAU Aiyo pe TO TrEPIBAAAOV  TOUG, €XOUV  YVWOTEG  Kal
TTPOKABOPICUEVEG EICPOEG KAl EKPOEG Kal Oev €TTnpeddovTal atrd Tuxaia yeyovota
TToU AauBdvouv Xwpa £€w atmod Ta 6pId TOUG, T OTTOIa KAl OVORACOVTAl ZXETIKA
KAeiotd Zuotpata. TéAog, 6tav €va cuoTtnua aAAnNAemdpd pe 1O TrEPIBAAAOV
TOoU, ovopddetal AvolkTO ZUuoTtnua. Or1 €1I0p0EC TWV  QVOIXTWV OCUCTNUATWY
emnpeddovtal atrd 10 TEPIBAANOV KaI Ol EKPOEG TOUG, AVTIOTOIXA, ETTNPEACOUV TO
epIBAAAov. ‘ETOI, oTa avoIXTA oUCTAPATA dnUIOUPYEITaI TTAVTA N avaykaidétnTa
NG TTPOCAPHOYAS Toug OTIG MPeTABAAANOUEVEG OuvOnKeS Tou  TrEPIBAAAOVTOG

(YynAdvtng 2001).

2.2.3. AIOIKHZH

2.2.3.1. OPIZMOZ

‘Evag yevikog Kal eupuTtepa atrodeKTOG OPICPOS Tou dpou dioiknon €ival o
€&ne: “Aloiknon eivai n Oladikacia eTITEUENS TTPOKABOPICHEVWY OTOXWYV, PECW
OUYKEKPIPEVWYV DIAdIKACIWV Kal OEDOUEVWV TTOPWV.”

H Jioiknon emTeAeital amd OTEAEXN Twv OPYaAVIOUWY TTOU  €ival
ETTIPOPTIOUEVA PE TNV APHOBIOTATA AUTH Kal ovoudlovTtal dIEUBUVTIKA oTeAéEXN. Ta
OTEAEXN aAUTA YIO VO MPTTOPECOUV va ETTITEAECOUV TIG AEITOUPYIEG Ol OTTOoiEg
oupTtrepIAauBdavovtal oTig appodidTNTEG Toug, €xouv etrionun dikalodoaoia va
XPNOIMOTTOIOUV ETTIXEIPNOIAKOUG TTOPOUG KABWGS Kal va AduBdvouv atmo@doelg

TTOU aQOPOUV TN YEVIKOTEPN AEITOUPYIQ TOU OpYyaVIOHOU.
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2.2.3.2. NEITOYPTIA AIOIKHZHZ

Ta dIEUBUVTIKA OTEAEXN TWV OPYAVIOHWYV £XOUV £va TTARB0G appodIoTHTWY
0l OTTOIEG CUVIOTOUV TN AgIToupyia TnG d10iknong Kal aQopouV TOV KABOPIOHO TwV
OoTOXWV, TN XApagn TnNG OTPATNYIKAG, TO OXEDIAONO TWV AEITOUPYIWY, TOV
TTPOCDIOPICHO KAl OpYAVWOT TWV DIABECINWY TTOPWV KATT.

2Uh@wva e To JovtéAo Tou Fayol, n Asitoupyia TnG dloiknong avaAusTal
oc éva TTANB0G apuOdIOTATWY TwV OTEAEXWV Ol0iKNONG, Ol OTTOIEG ME Tn OLIpd
TOUG MUTTOPOUV va opadoTtroinBouv oTig £€N\G KaTnyopieg: Zxedlaoudg (Planning),
Opydvwon (Organization), AieuBuvon (Command), >uvtoviou6g (Coordination)
kal ‘EAeyxog (Control) (Fayol 1987). AkoAouBei avaAuTiky) TTEQIYPAQPR] TWV
KATNYOPIWV AUTWV:

o Jxedlaouog. O oxedlaoPOGg €XEl VA KAVEI PE TNV OPIOBETNON TwV
OTOXWV KOBWG Kal Tnv €mIAOY] TWV OTPATNYIKWV MHECW Twv OTToiwv Oa
uhotroinBolv o1  oTtdxol auTtoi. Egetdletan 1600 0 opyavioudg, OmOU
dlammoTwvovTal ol duvapelg (strengths) kar aduvapieg (weaknesses), 6060 Kkail TO
eEWTEPIKO TOU TTEPIBAAANOV, OTTOU avayvwpilovTal o1 eukaipieg (opportunities) kai
atrelNEG (threats).

o Opydvwon. H opydvwon €xel va KAvel Pe TO OXedIAOUO TNG
UAOTTOINONG TWV OTPATNYIKWYV WHE TIG OTTOIEG Ba €TTITEUXOOUV 01 TTPOKABOPICUEVOI
OTOXOI TOU opyaviopou. ZxedidfovTtal ol amrapaitnTeG AciToupyieg Kal Ol1adIKaaieg

Kal YiveTal KaTavour Twv dIaBETINwY TTOPWVY Kal appodIoTHTWV.
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o AicvBuvon. H dietBuvon €xel va kdvel ge TNV kaBodrynon Twv
EPYACOUEVWV OTOV OPYQAVIOHO PECW CUYKEKPIPEVWY OONYIWV KAl KATEUBUVOEWV.
Eival ouolaoTikd To oUVOAO Twv apPOdBIOTATWY TTOU £XOUV Ta OTEAEXN OIOIKNONG
Kal agopolVv TV auTr KaB’ auTr) AsiIToupyia Tou opyaviouou.

o 2uvrovioudg. O ouvTtovIoudG ava@EPETAl OTNV EVAPUOVION OAwV
TWV Péowv (TTOpwv Kal Ol1adIKACIWY) TTOU XPNOIUOTIOIEl 0 opyavioudg yia Tnv
ETTITEUEN TWV OTOXWV TOu. Me TOV OUVTOVIONO OAEG Ol TTPOCTTABEIEG CUYKAiVOUV
TTPOG TO KOIVO OKOTTO KAl ATToQeUYOVTal Ol TTAPEKKAICEIS aTTd QUTOV.

o EAeyxoc. O ¢€Aeyxog civar n Opactnpidétnta auty Otou ol
TTPOKABOPICHEVOI GTOXOI TTOU £XOUV TEBEI KaTd TO oXeQIONONS, CUYKPIVOVTAI PE TA
TTPAYHATIKA QTTOTEAECUATA TTOU O OPYAVIOUOG €XEl ETMITUXEL. AvAAoya ME Ta
OUMTTEPACHATA TTOU TTPOKUTITOUV KAl TIG TTOKAICEIG TTOU TTapaTtnpouvTal, Yivetal
avaTpo@odOTNON TWV UTTOAOITTWY KATAYOPIWV dpacTnpIoTHTWV (OXedIAoNOG,
opydvwon, 8i1elBuvaon  Kal OUVTOVIOUOG) WOoTe Ta UTTAPEEl PEYIOTN OUYKAION

METAEU OTOXWV KAl ATTOTEAEGUATWV.

2.2.3.3. ETIFIEAA AIOIKHZHZ

Ta dieuBuVTIKA OTEAEXN, avdAloya pE TO €idog TnG dloiknong TTou AoKouv
katatdooovtal o€ dloiknTIKA eTrimeda. Ta Tumkd dloiknTIKA £TTiTTeda yia €vav
opYQVIOWO gival Ta: ZTpatnyikd, AloiknTikd Kal Asitoupyikd emritredo. AvTtioToixa Ta
oTeAEXN TTOU BpiokovTal o€ KABe atrd autd Ta eTiTreda gival Ta AvwTtepa, Meoaia

kal Katwtepa oTeAéxn. Ev yével o apiBudg Twv atdépwy TTou OTEAEXWVOUV KABE
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OI10IKNTIKO eTriTredo aufdvetal amd TO AVWTEPA TIPOG TA KATWTEPQ eTTiTreda,
divovTtag TTupapIdoeIdr) pop®ry oTn OIOIKNTIKA OOMI) TOU OPYyaVIOUOU.

e 2T7patnyiko emimedo. 210 eTiTedO autd AauBdvovTtal ol OTPATHYIKOU
EMITTEOOU ATTOPACEIG, TTOU £XOUV VA KAVOUV HE TOUG HOKPOTTPOBETHOUG OTOXOUG
TOU OpYyavIOHOU KaBWGS Kal Toug Bacikoug Agoveg TTou Ba KivnBouv o1 oTpaTnyIKES
yla TNV UAOTTOiNONn Twv OTOXWV QUuTWV. Ta oTeAéxn Tou emITTEQOU aAuTou
aoxoAouvTal wg €TTi TO TTAEIOTOV PE TO OXEDIAOS KAl TV OpYyAvwWaon Kal AlyoTepo
ME TO OUVTOVIONO Kal TOV €AEyXO.

o AI0IKNTIKG erTiTredo. 210 QIOIKNTIKO ETTITTEdO YiVETAI OUCIOOTIKA N
uAoTroinon Twv oTOXWV TTou £xouVv TEBEI atrd To oTpaTtnyIké emiTredo dioiknong. H
uAoTroinon auTr €MITUYXAVETAI UE TAV. OPIOBETNON TTI0 HECOTTPOBECUWY OTOXWV,
KaBwg Kal To OXeOIOOUO TWV OXETIKWV AEITOUpPYIWV Kal OladIKACIWY Kal Tnv
KATOVOMN TwV OIABECIJWY TTOPWY YIA TNV ETTITEUE TWV OTOXWV auTtwyv. Ta
OoTEAEXN TOUu ETMITTEQOU QUTOU. aOXOAOUVTAlI OUCIOOTIKA pE OAa Ta €idn Twv
Aeitoupyiwv TRG Oloiknong (oxediaoud, opydavwaon, dlelBuveorn, CuvTovIouO Kal
€AeyXo).

o ANeroupyikd emimedo. To ASITOUPYIKO €TTITTEDO OUCIOOTIKA €XEI WG
OKOTTé TNV UAoTroinon Twv oTOXwv TTou £€xouv TeBei amd Ta duo dAAa etriTreda.
210 emimedo aUTO BETOVTAI ETTIONG KATTOIO OTOXOI, TTOU OUWG €XOUV CAPWS TTIO
Bpaxutrp6Beopo opifovia Kal Ta OTEAEXN TOU AOXOAOUVTOlI KUPiWG HE TN

01eubuvaon, To CUVTOVIONS Kal TOV EAEYXO.
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2.3. EIAH AIOIKHTIKON FNAHPO®OPIAKQN 2Y2THMATQN

Ta AioiknTikd TlAnpo@oplakd 2uoTiuata, avaloya Me TO  OIOIKNTIKO
emimedo OTO OTTOI0 AvaPEPOVTAI KOl KUPIWG wg €TTi TO TTAgioTOV €utrnpETOUY,
dlakpivovTal oTIG £€1NG KaTNyopieg: EKTEAEOTIKOU £TTITTEDOU, AlOIKNTIKOU ETTITTEDOU

KAl XTPATNYIKOU ETTITTEOOU.

2.3.1. ZYZTHMATA AEITOYPIIKOY ENINMEAOY

Ta ocuoTuata autd utrooTnpiCouv Ta OTEAEXN TNG TTPWTNG YPAMUNAG OTNV
TTaPaKoAoUONon OTOIXEIWDWYV OPACTNPIOTATWY KAl GUVOAAQYWY TOU OpYaVICHOU,
OTTWG TTWANOEIG, EI0TTPAEEIG, KATABETEIS, MICBOBOTIA, TTICTWTIKEG ATTOPACEIG KATT.
(Laudon, Laudon 2005). Kupia AsiToupyia Twv CUCTNPATWY AQUTWV €ival va divouv
dueca kal pe akpipela kABe €idoug TTANpPoYopia TTou OXETICETAI PE TN PON TWV
ouvaAAaywv Tou opyaviopou. Baoikh mTpoUtroecn owoTAG A€IToupyiag Toug

gival n dueon TpoéoPacn o€ akpPIREIG KAl EVNPEPWHEVES TTANPOPOPIEG.

2.3.2. ZYZTHMATA AIOIKHTIKOY EMINEAOY

Ta ocuoTiuata autd €EutrnpeToUV TNV TTapakoAouBnon, Tov €Aeyxo, Tn
Awn amo@doewv Kal TIG OIOIKNTIKEG OPACTNPIOTNTEG TWV HECAIWV OTEAEXWV

(Laudon, Laudon 2005). H Baciki Asitoupyia Twv cuoTnuATWY QUTWV €ival n
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TTANPOPOPNON YIA TO KATA TTOCO TA ATTOTEAECUATA €ival CUPPBATA PE TOUG OTOXOUG
TTou €xouv TeBei. Katd kavéva, Ta cuoThparta dIoIKNTIKOU €TITTEOOU €KQidOUV

TTEPIOOIKEG AVAPOPES KAl OXI AUECA EKTEAETTIKEG TTANPOPOPIEG.

2.3.3. ZYZTHMATA ZTPATHIIKOY ENINEAOY

Ta ouoTAuata autd BonBolv Ta avwTePa OTEAEXN VO AVTIMETWTTICOUV Kal
va €€eTdfouv OoTpaTnyIKA CnTAMATA KAl MOKPOTTPOBeouES aAAayég, TOOO pEoa
OTOV OpYyavIOUO 600 Kal OTo £EWTEPIKO Tou TEPIBAAANOV (Laudon, Laudon 2005).
KUpio péANPa Toug €ival va avTioTOIXiCOUV TIG HJECO-UOAKPOTTPOBECHEG aAAQYES
TTOU ouvTeAouvTal OTO €EWTEPIKO TTEPIBAANOV OTNV TPEXOUOO KATAOTAGN OTNV

otroia BpiokeTal 0 opyaviouog, WOoTe va AaudvovTal ol KATAAANAEG ATTOPATEIG.

210 Aildypappa 2.1 mrapoucidfovral Ta €idn AloiknTikwy MAnpog@oplakwy

2UCTNMATWYVY avaAloya Pe TO OI0IKNTIKO €TTITTEDO KAl TO AEITOUPYIKO TOPEQ TTOU KATA

KUpIo AOGyo €EuTTNPETOUV.
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EIAOZ OMAAEZ
NMAHPO®OPIAKOY noy
ZYZTHMATOZ EEYNMHPETOYNTAI
ZuoThpaTa AvoTepa
oTPATNYIKOU OTEAEXN
emnEdou
ZuoThpaTa Meoaia
J310IKNTIKOU oTeAEXN
emnédou
ZuoThpaTa AsiToupyika
AsiToupyikoU oTeAEXn
eninédou
AEITOYPI'IKOI MNwAnoceig Kartaokeun Xpnpartooli- Aveponivol
Kail Kal KOVOHIKG Kal nopol
TOMEIZ HApPKETIVYK napaywyr AoyioTipio

Aildypappa 2.1: Totror AloiknTiIK@WVY MANPO@OPIOKWY ZUuCTHHATWY

lnyn: Laudon, Laudon 2005
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2.4. KYPIOI TYFIO! AIOIKHTIKON [TNAHPO®OPIAKON
2Y2THMATQN

Ymdpxouv TEOOEPIGC  KUplol  TUTTOl  AloiknTikwv  [1Anpo@oplakwy
2UOTNUATWYV Ol OTToiol OXeTICovTal e Ta BIOIKNTIKA €TTiITTEdA TWV opyaviopwy. Ol
TUTTOI  autoi  €ival o1 €§Ac:  Zuomiuara YtootApiEng Aloiknong (ESS),
MAnpogopiakd  ZuotAuarta  Aloiknong (MIS), = ZuotAuata  YTooTrpiéng
Atmopdoswv (DSS) kai Zuotiuata Emeéepyaciag Zuvalhaywv (TPS). Ta ESS
eEutrnpeToUV TO OTPATNYIKG £TTiTTEdO, Ta MIS Kal Ta DSS avagEépovtal wg T TO
TAgioTov oT1O dloiknTikG emiredo kal Ta TPS xpnoiyotroiouvral atmd TO
EKTEAECTIKO ETTITTEOO TOU OpYyavIOUOU.

Ta AloiknTikd MNMAnpo@oplakd ZuoTripaTa aveeapTnTa aTrd 10 €TITTEdO OTO
otroio Bpiokovtal gival e€eidikeupéva va eEuTnPETOUV KABE KUPIO AEITOUPYIKO
TOMEQ TOU OpPYQVIOPOU OTTWG Twv  TWANCEWY, TNV TTapaywyng, Twv

XPNHUATOOIKOVOMIKWV KAl TWV avOpwITivwy TTOpwV.

2.4.1. 2YZTHMATA ENE=ZEPI AZIAZ ZYNAAAATQN (TPS)

Ta >uotiuata Emegepyaciag Zuvalaywv (TPS) eival ta Baoikd
EMIXEIPNUATIKA OUCTAMATA TTOU  €EUTTNPETOUV TO €KTEAEOTIKO €TTiTredo  TOU
opyaviopou. pokeITal yia unxavoypa@nuéva cucTANATA, TO OTToi0 EKTEAOUV Kal
Kataypd@ouv TIG TPEXOUOEG KABNUEPIVEG oUVOAAQYEG TTOU Eival aTTapaiTnTES yIa
N die€aywyn TNG €miXeIpnUaATiKAG dpacTtnpioTnTag (Laudon, Laudon 2005).

Ta ouoTAuata autd PpiokovTal OTO KEVIPO TWV  AEITOUPYIWV TNG

EMIXEipNONG Kal ammoTeAoUV 10 Baoikd onueio eTaAPng TNG ME ToV £EW KOOWO Kal
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KUPiWG ME TOUG TTEAATEG KAl TOUG TTPOMNBEUTEG, yia TO Adyo autd TTpETTEl va
TTapoucidadouv peydAo BaBud agiomioTiag kal va dIEUKOAUVOUV TIG QVTIOTOIXEG
ouvaAlayeg (YwnAdving 2001). Emeidr; oto Acitoupyikd etiedo ol TopOI, Ol
d1adikacieg Kal oI OTOXO!I €ival TTPOKABOPICUEVOI KAl CAPWS OPIoHEVOL, BAOIKO
XapakTnpPIoTIKOG Twv TPS €ivar 611 Asitoupyouv pe avTioTolxa oTaBepoug Kal
TTpokaBoplopévoug Kavoveg Kal diadikaoieg. O1 TTANPOPOPIES TTOU TTAPEXOUV TA
ev AOyw OUOCTAUATA QPOPOUV KUPIWG TNV EKTEAECN EPYATIWY, TOV KOABNUEPIVO
EAEYXO TWV DIAdIKACIWV KAl AEITOUPYIWY, KOBWG KAl TNV IKAVOTTOINOT ATTAITHOEWY
KOl KAVOVWV EEWYEVWV TTAPAYOVTWY, OTTWG UTTNPECIEG OIKOVOUIKOU EAEYXOU Kal
ac@alioTika Tapeia. Eival TToAEG popég de 1600 KEPAAaiwdN yIO TOV OPYAVIGUO,
woTe Oavry acToxia TOug, £€0TW KAl YIA MIKPO XPOVIKO dIAoTnua PITOpEi va
TTPOKOAECEI TEPAOTIO TTPORBAAMATA TTOU KATTOIEG QOPEG UTTOPEI va €ival Kal N
avaoTpEyipa (Laudon, Laudon 2005). Ta TPS, evw d0gv TTapAyouv TTANPOQopieg
dueca XpNOIMOTTOIACIYES YIa TN AQWN aTTo@AcEwY, atmoTeAOUV TN BACIKN TTNYNA
0edopEvwy yia aAAa €idn AloiknTikwyv [Anpogoplakwv Zuotnuatwy (YynAdving
2001).

Tutmka Trapadeiypara TPS eival Ta ouoThuara TTapayyeAiwy, TTWAACEWV,
MioBodoaiag, - AoyioTnpiwy,  ATTOBEUATWY  KATT.,, TTOU  XPNOIYOTTOIoUV Ol
TTEPICOOTEPEG EUTTOPIKEG Kal PBIOPNXAVIKEG ETTIXEIPAOEIG. 2TnVv idla KaTnyopia
oupTtrepIAQUBAVOVTAl TO CUCTHPOTA KPATAOEWV BECEWV OE QEPOTTOPIKES ETAIPIEG,

Eevodoyxeia KATT.
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2.4.2. TNAHPO®OPIAKA ZYZTHMATA AIOIKHZHZ (MIS)

Ta lMAnpogopiakd >ucotiuata Aloiknong (MIS) e{utrnpeTolv. KUpiwg TO
AloiknTIKG £TTITTEDO TOU OpPYAVIOHOU, £QODIACOVTAG TA OTEAEXN ME QVAQPOPES N
divovTag Toug dueon TPOoPRacn o€ TPEXOVTA I IOTOPIKA OTOIXEIO TOU OPYyaVICHOU
(Laudon, Laudon 2005). >kotég TOUG €ival TOGO n OUAAOYR Kal €TTeEepyacia
oedopévwy, 600 kal n dlavouy Twv TTANPOQOPIWY - TTou  €€dyovTal OTa
evdla@epOuEVa OTEAEXN, WOTE AUTA va ITTOPOUV TIG agloAoyoUv Kal ouvdudalovTag
TNV Kpion kai TN d1aiocBnaor| Toug va AauPAvouv TIG KAAUTEPEG DUVATEG ATTOPATEIG
Kal €€uTTNPETOUV KATA KUPIO AGYO TIG AEITOUPYIEG TTPOYPANMATIONOU, EAEYXOU Kal
va Aqyng atToQAcEwWV.

Ta MIS gival dppnKTa cuVOEDEPEVA ME TA UTTOKEINEVA O0€ auTd TPS Kabwg
TO TTPWTA XPNOILOTTOIOUV BACIKA WG OEDOPEVA, TIG TTANPOPOPIEG TTOU TTAPEXOVTAI
ato 1a deutepa. To €idog Twv TTANPoPopIwY TTou TTapdayovtal amd Eva MIS gival
TTPOCOPHUOCHEVO OTIG QTTAITIOEIG KAl TIG AVAYKEG TnG Oloiknong, Ox1 yia Tnv
KAaBNUePIV JIEKTTEPAIWON TWV ETTIXEIPNOIAKWY AEITOUPYIWVY, AAAQ yia TO HYECO-
MOKPOTTPOBECHO OXEDIOCUO KAl EAEYXO TWV ETTIXEIPNUATIKWY dpacTnpIoTHTWY. Ta
MIS €e€utrnpeTolV - KUpPiwWG Ta OTEAEXN TIOU €vOIAQEPOVTAl YA  TTEPIODIKES
(eBOopadiaieg, pNVIAIES Kal €TACIEG) AVOAPOPEG QATTOTEAECUATWY Kal OouvrhBwg
ATTAVTOUV 0€ OONNUEVA EPWTHHATA TA OTTOIA €ival YVWOTA €K TWV TTPOTEPWV KAl
UTTapXel TrpodiayeypappEvn diadikaoia yia To TTwg 6a atravrnBouv.

Oa TpéTel va TovioTel oTo onueio autd, 6T Ta MIS dev Aaupdavouv atrd

MOVA TOUG TIG ATTOPACEIG, OUTE UTTOOEIKVUOUV OTA OTEAEXN TTWG va TIG TTAPOUV,
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atrAQ TTAPEXOUV OE AUTA TIG TTANPOPOPIEG TTOU €ival ATTAPAITNTES yia TNV OGO TO

duvardv opBOTEPN AjYPn auTwv.

2.4.3. ZYZTHMATA YNOZTHPIZHZ ANMO®AZEQN (DSS)

Ta uotquata YTrootipiEng Amogpdocwv (DSS) €€utrnpeTouv Kal autd
(6Twg kal Ta MIS), Ta oTEAEXN TOU OIOIKNTIKOU ETTITTEOOU TWV Opyaviouwv. Ta
ouoTAuaTa autd BonBouv Ta oTeAEXN va AauBAvouv atro@Acelg o€ NUIdoUNUEVa
TpoBAfuara, dnAadn un ouvhbn Bfuara, Ta otoia Ogv PTTOPOUV €K TWV
TTPOTEPWYV VA TTPOCOIOPICTOUV KAl CUVETTWG N-dladikaaoia €TTIAUCHG TOUG PTTOpPEI
va unv gival evreAwg Tpokabopiopévn (Oikovépou, 'ewpydourog 2004). Av Kkal
Ta DSS xpnoigotrololv e0WTEPIKEG TTANpogopieg atrd tTa TPS kal MIS, cuyva
O0éxovtal TTAnpo@opieg Kal Ao €EWTEPIKEG - TINYEG OTTWG TPEXOUOESG  TIMEG
QAVTAYWVIOTIKWV TTPOoidvVTwV 1] evepyelakwv TTépwv (Laudon, Laudon 2005).

Ta DSS, og ouykpion e Ta. MIS, €xouv MEYAAUTEPEG QAVAAUTIKEG
duvardTNTEG KOBWG ~ gival €@odlacpéva  Pe  TTOIKIAIG  POvTEAWV  avdAuong
oedopévwy Kal Ptropouv va emeéepyadovTal Kal va avaAUouv PEYAAou OYKoug
0cdOUEVWY, WOTE VO METATPETTOUV TA OeOOPEVA O XPNOIYES TTANPOPOPIEG TTOU
MTTOpoUV va  BonbAcouv  otn AQwn amoedocwv. Ta DSS Tmapéxouv Tn
duvardTnTa £€eAlyuévng aAAnAeTTidpaong PE TO XPOTH, WOTE QUTOG VA PTTOPE va
aAAAdel uTTOBEDEIG, VO DIAPOPOTIOIET TA EPWTAMATA KAl VO CUPTTEPIAQUBAVEI VEQ

dedopéva, avaloya pe To CATNPA TTou KABE @opd BEAEI va e€eTAOEL.
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2.4.4. 2YZTHMATA YNOZTHPIZHZ AIOIKHZHZ (ESS)

Ta Zuotiuara Ymootpigng Aioiknong (ESS) xpnoigoTroiouvial Kupiwg
amd 10 avwTePa OTEAEXN yia va AauBdvouv TiIG atToQdoelg Toug. Ta cuoTAuaTa
autda eEutrnpeTOUV TO OTPATNYIKO ETTITTEDO TOU OPYAVIOUOU KOl QVTIMETWTTICOUV
TTEPITITWOEIG AAYNG EKTOKTWY QTTOPACEWY TToU XpeiddovTal Kpion, agloAdynon
kal diaioBnon, emeidn dgv uTTdpxEl TTpoaTTOPACICHEVN OladIkagia yia TRV eUPECN
AUiong. Ta ESS dnuioupyoulv €va YeVIKEUUEVO UTTOAOYIOTIKO KAl ETTIKOIVWVIOKO
TEPIBAAAOV QvTi va TTPOCPEPOUV KATTOIQ OTAOEPH EQPAPMOYI 1 CUYKEKPIMEVN
duvardtnTa. Eival oxedlaopéva woTe va EVOWUATWVOUV dEDOUEVA YIa £EWTEPIKA
yeyovota, Omwg Mia véa @opoAoyikr] vouoBecia i dedopéva  yia  TOug
AVTAYWVIOTEG, OAAA €TTIONG AVTAOUV GUVOTITIKEG TTANPOQOPIEG ATTO ECWTEPIKA
MIS kai DSS.

AvtiBeta  pe  Toug dAAoug  TUTTOuG  AloiknTiIkWv  [Anpo@oplakwy
2UoTnNUATWY, Ta ESS dgv €xouv WG KUPIO OKOTTO TNV €TTIAUCT OUYKEKPIMEVWV
TPoBANUdTWY. AVTi yI autd TTOPEXOUV Mia  YEVIKEUUEVN UTTOAOYIOTIKA KAl
EMKOIVWVIOKA ~duvatoéTnTa, N  OoTroia JTopei va €@apudleTal o€ pia

peTaBaANOuevn oeipd TTPOBANUATWY.
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2.4.5. ZXEZEIZ METAZY AIOIKHTIKQN NMAHPO®OPIAKQN

2YZTHMATQN

Amdé T1a Tapamdvw, n oxéon Twv Ola@épwv  TUTTWV  AIOIKNTIKWY
[MANpo@opIaKWY 2ZUCTNUATWY €ival ApkeTd Tpo@avis. Ta TPS atroteAouv Tnv
Baoikh TNy améd oémou Ta cucoTripaTta diolknTikoU emmédou (MIS kai DSS)
avTtAouv dedopéva, evw Ta ESS cival o1 TEAIKOI ATTOOEKTEG TWV TTANPOPOPIWY TTOU
¢pxovtal amd Ta ouoThpaTa autd. Metagl twv MIS kal DSS ptropei va yivetal
etriong avraAAayr TTAnpo@opiwv (katd kupio Adyo até ta MIS ota DSS).

210 Aldypappa 2.2 mrapouciddovial ol TTpoavapepBeioeg OxXEOEIG PETAEU

TWV d1IdPOopwV TUTTWV AIOIKNTIKWV [TANPOPOPIaKWY ZUCTNUATWV:

Alaypappa 2.2: Txéoeig peragu Aloikntikwv NMAnpo@oplakwy ZucTnUATWY

lMnyn: Laudon, Laudon 2005
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2.5. AIOIKHTIKA [TAHPO®OPIAKA 2Y2THMATA KAl
ETMIXEIPH2H

Omwg avaeépbnke kal TTponyouuévwg, Ta  AloiknTIKA  Anpogoplakd
2UCTAMOTA €XOUV MEYAAN OUVEICQOPA OTNV QATTOTEAECUATIKY  AEITOUPYIa  TWV
ETMIXEIPACEWY KOl TOV OPYAVIOHWYV, YI OQUTO KAl AAAWOTE XPNOIYOTToIoUVTal

EUPEWG KAl ATTOTEAOUV TTAEOV AVATTOOTTIACTO TUAMO AUTWV.

2.5.1. AEITOYPI'IA AIOIKHTIKQN NMAHPO®OPIAKQN 2YZTHMATQN

Amé T BewpnTmikf avdAuon TTOU - TTPONYABNKE  UTTOPOUME VO
TTpocodlopicoupe TIG BAOIKEG KUpPIEG AEITOUpyieg TTou €mITEAOUV Ta AIOIKNTIKA

[MANpPO@OPIOKA 2ZUCTUATA OE Hia £TIXEIPNON:

o 2UAN\oyn, amoBrkeuon kai avaktnon oedouévwy. Me Tn Xpnon
AloiknTIKWV TAnpo@oplakwy ZuoTnUATWV diveTal n duvaTtdTnNTa OTNV ETTIXEIPNON
va atmmobnkevel €CAIPETIKA pEYAAOUG OyKoug DEQOMEVWYV TTOU AQOPOUV (WTIKNAG
onuaciag Asitoupyieg TG 1600 yia 1o TTapdv, 600 Kal yia To TTapeABSv. ETriong
€va oAU onuavTiKG OTOIXEIo €ival n duvaToTnTa yia TaXUTNTA, aKPiBEIa KOBWG Kal
ac@dAcia, 1600 KaATA TN OUAAOYA Kal Tnv atroBrkeucn, 600 Kal KATd TNV

aAvakTnon Twv OeQOUEVWY aTTd OTTOIOVOATTOTE EVOIAPEPOEVO.

° Mapaywyn akpifolg kal eTikaipng TAnpogopiag. Xdpn oOTa

AloiknTIKA TIAnpo@oplokd ZUuoTAPATA, N €TeCEPYATia TWV ATTOBNKEUPEVWV
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oedopévwyv TTOoU OI0BETEI N €TMIXEipnoNn yiveTal Pe PEYAAN akpifela, kKabBwg n
duvatoTnTa XProng TTOAUTTAOKWY HEBODOAOYIWV KAl JOVTEAWYV TTOU TTPOCEYYi(OuV
KAaTd TTOAU TV TTpaydaTtikoTnTa, €XEl WG ATOTEAECHA 1 TTAnpo@opia. TTou
TTapAyeTal va gival akpIBAS Kal va avTiKAtoTrTpidel o€ TTOAU. peydAo Babud tnv
mTpayuaTikdTnNTa. MapdAAnAa o1 Taxitnteg eTmegepyaaciag TTou HTTOPOoUV va
eMITEUXOOUV €ival EAIPETIKA UYNAEG PE QTTOTEAEC A N TTPOKUTITOUCA TTANpo@opia
va egivalr d1aBéoiun o€ TTOAU oUvTOPa XPOVIKA dIaoTAMATA Kal va Bewpeital o€

KAOE TTEPITITWON ETTIKAIPN.

o ‘EAeyxog kal opyavwaon dlavepdpevng TAnpogopiag. H rTAnpogopia
TTOU TrapdyeTal amd TNV  €TMegepyaoia  Twv OedOUEVWY  dlavEUETAl  EITE
€VOOETAIPIKA, €iTE OTO €EWTEPIKO TTEPIBANAOV TNG eTAIpEiag (TTEAATEG, OUVEPYATEG
Kal TpopnBeutég). Ooov agopd TNV aviaAAayr TAnNPoQopiwv HECA OTnV
ETMIXEipNON, AUuTH cuuBaivel €iTe OPOETTITTEDA YIO TNV EKTEAECN TWV KABNUEPIVWV
AEITOUPYIWV TNG ETAIPEIAG, KUPIWG 0TO AcITOUPYIKO €TTITTEDO, €iTE ATTO XANNASTEPQA
EMTEdA TTPOG TA AVWTEPA ME TN MOPPH ava@opwyv yia AQyn amo@Aacewyv Kal
€Aeyxo, ouviibwg atrd 10 AgIToupyikd TTPog 1O AloIKNTIKO Kal ammd 10 AloiknTiKO
OTO 2TPATNYIKO €TmmiTedo. Xe KABe TrepimmTwon n Xprion Twv AIOIKNTIKWY
MANpo@opIaKWY ZUCTNUATWY OIEUKOAUVEI TNV Opyavworn TngG TTapeEXOMEVNS
TANpo@opiag - kai  BeATiIOTOTTOIEl  TOV  TPOTTO  TTAPOUCIACHS TNG  OTOUG
evOIaQEPOUEVOUG, EAAXIOTOTTOIWVTAG TA AABN Kal TIG TTOPAVONOEIG. ETITAEov

KaBiotd Ouvatd Tov €AEyXo TNG PONG TNG TTAnpo@opiag, woTe TEAIKA n
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TTANpo@opia va @TAvEl OTOUG ETIBUPNTOUG ATTODEKTEG PECA OTA ETBUUNTA

XPOVIKA TTEPIBWPIA.

2.5.2. ZYNEIZ®OPA AIOIKHTIKQN NMAHPO®OPIAKQN ZYZTHMATQN

AvaAlUovtag TIG TTpoava@epBeioeg AciToupyieg TIG OTroieg Ta  AIOIKNTIKA
[MAnpo@opIakd 2ucTApaTa ETMITEAOUV OTN AEITOUPYIO PIAG ETTIXEIPNONG, MTTOPOUNE
va €§AyOUE CUPTTEPAOUATA OGOV aQOpPd TN CUVEICQOPA QUTWYV OTNV TTPOODO Kal
BeTIKN €EENIEA TNG. ZTN CUVEXEIQ TTAPATIOEVTAI OPICPEVOI TOUEIG TTOU €XOUV AUECA

o@EAN Kal atrd TN xprion Aloikntikwyv MAnpo@opIiakwyv ZucTnUATWV:

2.5.2.1. MAPAIQIFIKOTHTA

Q¢ TapaywylkoTnTa opioupe To AOYO TWV EKPOWV (UTTNPETIES ) TTPOIOVTA)
TTPOG TIG €I0P0EG (epyaacia, Ke@AAaIo, TTPWTEG UAEG KATT.) yiag emixeipnong. H
BeATiwon TNG TTAPAYWYIKOTATAG ETTITUYXAVETAI €ITE JE AUENON TWV EKPOWV, EITE JE
MEiwon Twv €lopowyv, €iTe Kal Tautdxpova Kal he Ta OUo. Ta AloiknTIKA
MANPOPOPIOKA 2ZUCTAMATA OCUVEICPEPOUV BETIKA Kal OTIC dUO OUVIOTWOEG
(aU&non ekpowvV Kal PEiWON EI0POWV) UE TOUG akOAOUBOUG TPOTTOUG:

Me tn xprion AioiknTikwv ANPo@opIoKWY ZUCTNUATWY HEYAAO HEPOG
T600 TwV KOBAPd TTAPAYWYIKWY OCO0 KAl TWV UTTOOTNPIKTIKWY OladIKACIWY
EKTEAEITAI AUTOMATA, ATTAITWVTAG €AAXIOTN 1} OKOUA KAl WNOEVIKI) CUMPMETOXN
EPYACOMEVWY, ECOIKOVOUWVTAG £TOI HEYAAO TTOOOOTO e€pyaciag. ETITPooBETwG,

ME TN XPAON KATAAANAWV oOuoTNUATWYV YiveTal TTOAU opBoAoyikdTepn Kal

34



OUCTNUATIKA XPAON TWV TTOPWYV TTOU XPNOCIYOTTOIOUVTAl OTNV KABapd TTapaywyIKr)
dladIkaoia TNG ETAIPEIAG, ME QTTOTEAECHUA VA HEIWVOVTAI Ol CTTATAAEG Kal Ol
KATaXPAOEIG WOTE TA TEAIKA TTPOIOGVTA ) UTTNPECIEG va TTapdyovTal Pe TN BEATIOTN

KATavaAwaon Topwv.

2.5.2.2. ANTAIQNIZTIKO NM\EONEKTHMA

AvTaywvVvIOTIKO TTAEOVEKTNUA JTTOPEl va ETITEUXBEl yia pia eTaipeia
OnuIoupywvTag i aAAACoVTAG TIG OXECEIG TNG UE TOUG EEWTEPIKOUG TTAPAYOVTEG
TTOU TNV €mnpPeddouy, OTTWG TTEAATEG, TTPOUNBOEUTEG, UTTAPXOVTEG AVTAYWVIOTEG,
UTTOKOTAOTATA  TTPOIOVTA, OQuvNTIKOUG VEOEIOEPXOUEVOUG QVTAYWVIOTEG KOl
KATroleg popég TNV KuPBEpvnon (Post, Anderson 2006).

Me 1™ XxpAon AloiknTikwy [MANPOQOPIaKWY ZUuoTANATWY, N ETIXEIPNON
MTTOpEl va BeATiIwoEl aloBNTA TN OXEON ME TOUG U@IOTAYEVOUG TreAdTeg. H
ETTIXEipNON MTTOPEI Va €XEI TTANPECTEPN EIKOVA YIA TIG AVAYKES KAl ATTAITHOEIG TWV
TEAATWV Kal €701 va TTPOCAPUOCETAl YyPNYoPOTEPA KAl ATTOTEAECUATIKOTEPQ.
Tautdxpova Ta did@opa BEPATA TTOU TTPOKUTTITOUV PE TOUG TTEAATEG KAl £XOUV va
KAVOoUV Kupiwg deE TTPORARUATA KAl TTapdTITova TTOU QUTOI €XOUV TTPOG TNV
ETTIXEiPNON, MUTTOPOUV VA AVTIMETWTTIOTOUV TaXUTEPA Kal PE 600 TO Ouvartdv
QINKOTEPO  TIPOG  TOV  TeAdTn TpdéTmo. EmmAéov n  xprion AloIKNTIKWY
MANPOYOPIOKWY ZUCTANATWY UTTOPE va dnuIoupyAoel OUVOARKES dieUpuvong TNG
TEAATEIOKNAG TNG BAONG, AQeVOG PE TNV ETTEEEPYATia OTOIXEIWV KAl EVTOTTIONO
duvNTIKWV TTEAATWYV, AQPETEPOU ME TR dnuIoupyia €VAAAAKTIKWY NAEKTPOVIKWV

OIKTUWV TTWANOCEWV.
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O1 oxéoelig Pe TOUG TTPOMUNBEUTEG, QVTIOTOIXO ME TIG OXEOEIG ME TOUG
TTEAATEG, PTTOPOUV va BeATiwBouv pe TN Xprion AloiknTikwv [Anpo@opiakwv
ZUoTNUATWY aTrd TIG ETTIXEIPNOEIG. H €MIKOIVWVIO PE TOUG TTPOUNBEUTEG YyiveTal
ypnyopdtepa kail pe AiyotEpa AABn, dpa a1odoTIKOTEPQ, - O  CUVOAAAYEG
TTapakoAouBouvTal Kal EAEyXOVTal ATTOTEAECUATIKOTEPA, EVW OivETAI N dUVATOTNTA
AAANAETTiOpaonG MEOW NAEKTPOVIKWVY JIKTUWV.. [lapdAAnAa  diagpwvieg Kai
TPpoBAAuaTa  TTou TTPOKUTITOUV dlEuBETOUVTAI YpNyopoTEPa Kal opBOoTEPQ,
EANAXIOTOTTOIVTAG TIG ACAPEIEG TTOU TTPOKAAOUV auPIoRNTACEIC.

Oocov a@opd TIG OXECEIG ME TOUG QAVTIAYWVIOTEG (UTTAPXOVTEG  Kal
duvnTikoug), Ta AloiknTikd Anpogoplakd ZuoTApATa PITOPOUV va onbricouv
TNV ETIXEIPNON VO ATTOKTACEI Pia apkeTd peaAIOTIKA €ikéva yia Tn B€on Tng o€
ox€on ME autoug, otov KAAOo aAAd Kal oTnv ayopd yevikotepa. H emixeipnon
MTTOPE va KAvel TTPORAEYEIS yia Tn Opdaon TwWV AvIAywvIoTWY Kal va TTpoRei o€
avaloyeg kivroelg. Mmropei va €xel KAAUTEPN yvwon yia Ta TTPOIOGVTA Kal TIG
UTTNPECIEG TTOU TTPOCPEPOUV Ol AVTAYWVIOTEG KAl va avaoxedidoel Ta OIKA TG
€101 WOTE €iTe va Ta dlapopoTrolfoel, €ite va Ta PBeATiwoel. Etiong ptropei va
KAVEI KIVAOEIG yIa va TTPOCEAKUCEI TTEAATEG AVTAYWVIOTWV I va EVOUVANWOEI KAl
va KATAOTHOEI 600 TO duVATOV ATTOKAEIOTIKEG TIG OXECEIG TNG JE TOUG UTTAPXOVTEG

TTEAATEG TNG, EAAXICTOTTOIWVTAG TNV TTIBAVOTATA ATTWAEIAG TOUG.
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2.5.2.3. NHWYH ATTOPAZEQN

25.2.3.1. EIAH ATIOPAZEQN

AvdAoya pe To €idOG TOU opyavwaolakou €TTITTEOOU Miag €TTIXEipnOoNG OTO
oTroio  Aaupdveral pia amoégacn (ZTpatnyikd, AloiknTikd - 1 AEITOUPYIKO),
avrtioToixa yiverar kai n tagivounon tng. ‘Etol éxoupe Ztpatnyikég ATTOQACEIS
o6tToU KaBopilovTtal o1 oTéxol, oI TTOPOI Kal oI TTONITIKEG, AIOIKNTIKEG ATTOQAOEIG
OTTOU OUCIAOTIKA €AEyXeTal N aATTOdOTIKOTNTA TOU COUVOUQOHOU TTOpWV Kal
TTONITIKWV KABWG Kal TWV AEITOUPYIKWY HOVAdWV Kal AEITOUPYIKEG ATTOQACEIG
OTTOU ATTOQACIETAI TTWG EQAPUOCTOUV OTNV TTPA¢N 6Aa 6CQ aTToPACioTNKAV OTA
avwrepa eTTitTeda.

AvegdptnTa atmd 10 opyavwaolakd ETHTTESO ATTO TO OTroi0 AauBdvovTal Kai
avaloya Pe TV eTTavaAn@IgdTnTa Kail TRV Utrapgn diadikaciag yia 1n Afyn auTng,
n amdéeacn MITopei va Xapaktnplotei Adountn, Huidopnuévn A Aopnuévn.
AdOuNTEG €ival ol atro@aocelg Tou Ogv PBaciovral o€ Kapia diadikaoia Kai
atmraiTouv a1rd autév TTou Ba AdRBel TNV amd@ach va ETIOTPATEUCElI TTPOCWTTIKEG
IKaVOTNTES Kal OeCIOTNTEG, HUIBOUNPEVES €ival Ol ATTOPACEIS OTTOU £va MEPOG TNG
AQWNG TOUG TTEPIYPAPETAl ATTO KATrola TTpokabopiouévn dladikaoia Kal TEAOG
Aopnuéveg €ival ol amo@AceEl auTéEG Twv otroiwv N Ajyn PBaociletal o€

TTPOKABOPICHEVES KAl CAPWGS OPICHEVES DIODIKATIEG.
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25.2.3.2. 2YNEIZ®OPA AIOIKHTIKON NAHPO®OPIAKQON
SYSTHMATON 5TH AHWH ATTOPAZEQN

H OJuvatrotnta BeAtiwong Ttng diadikaoiag AQWNG - ETTIXEIPNMATIKWV
ATTOPACEWY, NEOW TNG ATTOTEAECHATIKAG XPrONG TTANpo®opIwy, gival Eva atrd Ta
atmroteAéopata Twv AloiknTIKWwY NANpoQopIaKwWY ZUCTNUATWY, TTOU. dnuIoupyouv
agia oe pia emyeipnon (YynAdvtng 2001).

Atropdoeig xpeidletar va An@Bouv 6tav - utrdpyouv - TTpoBAAuata A
YEVIKOTEPA CNTAMATA TTOU ATTOKAiVOUV ATTO TIG TTPOJIAYEYPAUMEVEG OIAdIKATIES
TNG ETTIXEIPNONG KAl dnuIoUpyoUV KATAOTACEIG TTOU XpPrigouv €1dIKou xeipiouou. H
oiadikacia avTIHETWTTIONG TETOIWV  ¢NTNUATwY ouvhOws  Eekivdel amd Tnv
avayvwpion Tng UTapéng Ttou {NTAMATOG KAl TNG OKPIBoUS TTEPIYPAPAS TOou,
ouvexifel ye TNV TTapouciacn eVOAAOKTIKWY AUCEWV yIa TV QVTIMETWTTION TOU,
TTPOXWPEEI PE TNV ETTIAOYR TNG PEATIOTNG TWV AUCEWY QUTWV KAl OAOKANPWVETAI UE
TNV €Qappoyry Kal uAotroinon  TnG  €mAexBeicag Auong. 2e OAa T
Tpoava@epBEvTa BrAuarta n owoTh TAnpo@oépnon cival 1o KAEIdi yia TRV
ATTOTEAECUATIKOTEPN - AvTATTOKPION TG  emixeipnong. 0Ooo  akpIBEoTEPES,
TTOIOTIKOTEPES KAl TTIO EVAPEPWHMEVES €ival oI TTAnpo@opieg TTou ival dIABETIYEG,
1600 0pBOTEPES Ba gival Kal oI aTToPACElS TTou Ba BacioTouv ot autég. Ta
AloiknTIKG [MAnpo@opiakd ZuoTiuata dIabETovTag Tn duvatoTnTa £TTECEPYATiag
TTOAU  peYAAou Oykou OedouEVWY O TTOAU MPIKPO XPOVIKO dIACTNUA, KAVOVTAG
Tautoxpova Xpnon 1viaitepa ouvOeTwy peBodoAoyiwy, divouv Tn duvatdétnta yia
TNV TTapaywyr] TETOIOU €idoug TTANPo@opIwyY, IKaVWwY va BonbAcouv otn AfRywn
opBwv ato@docwyv TTou Bonbouv atroTeAeCUaTIKA TNV £TTIXEipnon. Ta AloiknTikd

lMAnpo@opiakd ZuoTAPATA, avdhoya HPE TO €id0¢ TG ATTOPACNG TTOU TTPETTEl VA
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An@Oei, pmopolv va avaAdBouv TARpws TN Aqwn NG amdéeacng, £@ocov
TTPOKEITAI YIa dOoPNPEVN ATTOPAON, €iTE va BonBroouv O0Toug evOIOPEPOUEVOUS VA
TApouv TNV atdépacn Tou BéAouv, epOOOV TTPOKEITAl YIA NUIOOUNMHEVES 1)
addunTEG ATTOPACEIG, TTAPEXOVTAG TOUG 600 TO Ouvatdv TANPECTEPN Kal
QAVTIKEIMEVIKOTEPN TTANPOPOPNON.

EmimAéov, €dikd oT1o AIOIKNTIKO KOl 2TPATNYIKO €TTTTEDO, UTTAPYXOUV
TTANB0G aTTOPACEWY TTOU OXETICOVTal PE TOV €AEyXO Kal Tnv afloAdynon Twv
eMOOCEWV TwVv Ol1adIKaoIwVv TnG ETIXeipnong. H  €ykaipn - KAl  eKTETAMPEVN
TANPO@POPNON TTOU TTAPEXOUV OTA OTEAEXN, Toug Oivel T OuvartdtnTa va
amo@avBouv Katd TOCO QUTA TTOU €XOUV OTTOQACIOTEI Kal KaBopioTei o€
AloiknTikd Kol ZTpaTnyiké eTimedo, emMIBERAILvVOVTIAl OTNV TTPAEN KAl TOUG
EMITPETTEI VA TTAPEUPOUV £yKAIPA YIO va TTPOROUV O€ dIopOWTIKES KIVAOEIG OTAV TA

atroTeAéohATA OEV Eival TO AVAPEVOUEVA.

2.5.2.4. AIAMOP®QSH STPATHIMKHZ

210 €TiTEdO dIAPOPPWONG TG OTPATNYIKAG Miag £TIXEipnong, o pOAOG Twv
AloiknTIKWV [TAnpo@oplakwy ZuoTUATWY gival egicou onuavTikdg. Ta oTeAEXN
TOU OTpaThyIKOU €TMITTEQOU -~ UTTOpoUV  va  TTdpouv  TTAnpo@opieg  yia va
agloAoynoouv atmo@AoeIg TTOU OXETICOVTAI UE TO YECOUAKPOTTPOBECHO OXEDIAOUO
TNG €mMIXEipnong. TETOIEC ATTOPACEIS APOPOUV TNV £TIBUUNTH BEON TNG €TAIPEIAG
oTov KAAdO Ta TTPooEXA Xpovia, TIG TIOAvEG €EAYOPEC ) OUVEPYQOIES, TNV
TTPOCEYYION VEWV QYOPWY, TA OIKOVOUIKA HEYEDN TToU Ba TTPETTEl va ETTITEUXOOUY,

TOV avaoXedIaoud TwV TTPOIGVTWY KAl TwV UTTNPECIWY TTOU 1 ETTIXEIPNON TTAPAYEI
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KATT. Ta Aioiknmikd [TANpo@OpIOKA 2ZUCTAUATA KOl CUYKEKPIMEVA QUTA TOU
oTpatnyikou emiredou, €ival oe B€on va dwoouv oTa evlIaPePOUEVA OTEAEXN
OAeG TIG aTTaPAITNTEG TTANPOPOPIEG HEOW TNG eTTEEEPYATiag Twv dedOPEVWY TTOU
AauBdvouv atrd Ta KATWTEPA ETTITTEDA KAl TTOU TTEPIYPAPOUV. TTAPWS TNV EIKOVA
G emxeipnong. Kavovrag xpron TTOAUTTAOKWY - MEBOOWV  Kal-  POVTEAWV
UTTOAOYIOHOU, HETATPETTOUV TA €I0EPXOUEVA deDOUEVA OE TTOIOTIKI) TTANPOPopia
TTOU PTTOpPEl va aglotroindei amd Ta OTEAEXN YIO TV XAPAgn TNG OTPATNYIKAG TNG

ETMIXEIPNONG.

2.6. TA AIOIKHTIKA TIAHPO®POPIAKA 2Y2ZTHMATA 2THN
EANHNIKH AITOPA

H kardotacn otnv EAAda oruepa oe oxéon pe 1 Olcioduon Twv
TEXVOAOYIWV TTANPOPOPIKAG KAl ETTIKOIVWVIOG OTIG ETTIXEIPACEIG XAPAKTNPICETAl
atrd OUIOPO. AIYEG HEYAAEG ETTIXEIPNOEIG £XOUV KATAVONOEI TA OPEAN TNG KAAAG
dlaxeipiong TNG TTANPOPOPIAG yI TNV ECWTEPIKI TOUG Opydvwaon Kal AsIToupyia,
EVW N TTAEIOYPN@Ia TWV UIKPOUECQIWV ETTIXEIPACEWV BpiokeTal TTiow a1d TIG
e€ehiCeig, xpnoiyomoiwvtag  TTapadooiakég  PEBGOOUG  opydvwong  Kal

emkoivwviag (Kupidakog 2005).
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H un ikavotrointik aflomoinon Twv TEXVOAOYIWV TTANPOPOPIKAG KAl
ETMKOIVWVIWV Katd Tnv dekaeTia 1994 — 2004 avravakAdtal peTagu GAAwV oTO
TTOAU XapNAS TTOCOOTO £TTEVOUCEWV O TEXVOAOYIEG TTANPOPOPIKNAG WG TTOCOOTO
Tou AEIT, aAAG kal oTn pIKPr) CUYKPITIKA Xprion Tou AladikTuou atmo TIG EAANVIKEG
emxeipnoels (Kovwvia Tng TMAnpogopiag 2005). XapakTnpioTikd = €ival To
Aidypappa 2.3 Tou akoAouBei kal To oTToio TTapouciadel To ToocooTd (%) Tou
AElN Ttou didpopeg EupwTtdikég xwpeg emévducav Ot - TeEXVOAOYiES

TTANPOYOPIKNG:

4,56
4,31 424

3,75

3,57 347 3,46

7

311 302 3,02 2,98

% AEN

ZiO 2,00 1,96
m = 1,77

1,32

Aidypappa 2.3: ETrevduoeig Eupwraikwv Xwpwv og TexvoAoyieg NMAnpo@opiknig

Inyn: Koivwvia Tng lMAnpogopiag 2005
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Amd 1O Tapatrdvw didypappa €ival Qavepr) n MEYAAn uotEépnon NG
EANGDaG o€ eTmevdUCEIG TEXVOAOYIWV TTANPOPOPIKAG, TTPAYMA TTOU €£XEI AUECT
OPVNTIKEG OUVETTEIEG KAl OTIG ETTEVOUCEIS TWV EAANVIKWY ETTIXEIPACEWV OE
AroiknTika lNAnpogopiakd ZuoTiuara.

Evag amd T1Ooug onuavTIKOTEPOUG AOYOUG TTOU CUVETEAECQV  OTN
dlapdépewaon TNG Katdotaong QuTtAg €ival o XapnAég PBabudg aviaywviopou
METOEU Twv ETIXEIPAOEWV TTOU dpacTnpIoTToloUvVTal aTnV: EAANVIKY ayopd. To
QAIVOUEVO AUTO OgV £DWOE KivnTpa OTIG ETTIXEIPACEIG VA AvalnTACOUV KAIVOTOUEG
pEBSOOUG BaoIouEVEG KUPIWG OTIG VEEG TEXVOAOYieg TTou Ba Toug TTPoaEdidav
AVTAYWVIOTIKO TTAEOVEKTNUA  €VAVTI  TWV QVTAYWVICTWV TOUG, OCUVETTWG Ol
emevouoelg og AloiknTika MNAnpo@opiakd 2uoTipata Ehevav o XaunAd tritredo

E€ioou onuavTikdg AGyog gival o TpOTTOG AgIToupyiag TnG TAElown@iag Twv
EAANVIKWV ETTIXEIPHOEWV Ol OTTOIEG, APEVOS MEV AOYW TNG YEVIKOTEPNG KOUATOUPAG
TWV OTEAEXWV TTOU QOKOUV dI0oikNon, QPETEPOU OE TOU MIKPOU KATA PECO OpOo
pEYyEBouGg Toug, dev OlaBEéTouv. auaTnpd KaBopiopéveg OOPEG Kal AiIToupyieg, UE
ATTOTEAECHA VA PNV - PTTOPOUV. €UKOAQ VO  AQOMOIWOOUV CUCTHUATA  TTOU
BaoifovTtal o€ TEXVOAOYIEG TTANPOPOPIKAG, TA OTToid yid va MTTOPECOUV Va
AeitoupyAjcouv atrodoTIKd, atraItouv TNV UTTapén oa@ws OpIoHEVWY OOPWY Kal
dladikaciwv. EmimAéov, n yevikoteEpn €AAEIYn €COIKEIWONG TwV  BIOIKNTIKWV
OTEAEXWV ME TIG VEEC TEXVOAOYiEG KABWG Kal N aduvauia Toug va uloBeTHoouV Jia
OTACN YIa OUuveEXA €KNABNON Kal evNUEPWON OXETIKA ME TIG QUTEG KAl TIG VEEG
TACEIG KAl HEBODOUG TTOU TTAPOUCIAoVTal OTNV ayopd, OEV TOUG EXEI ETTITPEYE! VA

TTPOCAPHOCTOUV YPHYOpPa OTA VEA ETTIXEIPNMATIKA TTPOTUTTA, Ta oTroia BaciovTal
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o€ TOAU peydAo BaBud oTn XPrion VEWV TEXVOAOYIWV, ME ATTOTEAECHO N
Olciocduon Twv TANPOQPOPIOKWY CUCTANATWY, dpa Kal  Twv - AIOIKNTIKWY
[MANPOYOPIOKWY 2UCTANATWY VA TTOPAPEVE! XAMNAR.

TéNog Ba Tpémrel va onuelwBel o611 kKal n EANAEIYn €TTOPKOUG BeouIKOU
TTAaiciou TTou €€a0@AAilel TOV AVTAYWVIOPO OTIG NAEKTPOVIKEG ETTIKOIVWVIES, OAAG
Kalr TIG OuvaToTNTEG XPNAONG TWV VEWV WYNIaKWV €epyaAgiwv  (NAekTpovikd
EUTTOPIO, WYNPIAKK UTTOYPA®r), TTPOCTACIA KATAVOAWTWY OTTO NAEKTPOVIKEG
ayopég KATT.) (Koivwvia Tng MNAnpogopiag 2005), ouvetéleoe o€ éva BaBud otnv
MNn €mAoyr) €EVOUONG O€ TEXVOAOYIEG TTANPOPOPIKAG, Apa Kal ot AIOIKNTIKA

[MAnpo@opIaKA 2ZuoThuaTa.
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KE®AAAIO 3.
A=IA NMEAATEIAKHZ BAZHZ

3.1. TENIKA

2TIG MEPEG MAG OI TEXVOAOYIEG TTANPOPOPIWY AVOTITUCCOVTAl JE paydaioug
puBpoUg Kal dieiIodUouv o€ OO Kal PNEYOAUTEPO TUAMA TNG TTANBUCHIOKAG BAong
ME aTroTéAeopa OAo kal TepIoadTEPOl AvBpwTol va €xouv  TPOoPRacn o€
TTEPICOOTEPN KAl TTOIOTIKOTEPN TTAnpogopia. To yeyovdg autd divel GTOUG
duvNTIKOUG TTEAATEG CUYKPITIKO TTAEOVEKTNHA QTTEVAVTI OTIG ETTIXEIPAOCEIG, APOU
MTTOpOUV TTAEOV TTOAU €UKOAQ VO OCUYKPIVOUV Ta TTPOIOVTA KAl UTTNPECIEG TTOU
QUTEG TTAPEXOUV Kal va eTTIAEEOUV KABE @opd avaAoya pe To TI Bewpouv 6T TOUG
oup@Epel. O avraywviouog TAéov BpiokeTtal €va “KAIK” pakpid (Dyche 2002).

O1 emixeiproeig €xouv apxioel edw Kal ApKeTA Xpovia va ouveidnToTrolouV
OTI N TpooHAwaon oTnv alénon TNG TTAPAYWYIKOTNTAG KAl Tr PEIWON TOU KOOTOUG
TTapaywyng Oev €ival apkeTd TTAEOV yia va Toug eEac@alioouv avatmTuén Kai
BiwoipotnTa. Ta oTeAExn Twy eIXEIPAoEWY €Xouv aAAdéel Tov Baoikd TpoTTO
OKEWYNG TOUG Kal TTAEOV OKOAOUBOUV pia TTo TTEAATOKEVTPIKI) AOYIKI} n oTroia
KIVEITOI 0T TTAQICIO TOU OTI XWPIG TTEAATEG DEV PTTOPOUV VA YivOuV TTWARCEIG KAl
OUVETTWG VO Trpaypartotroinouv  kEPON. “Av KAl OTOUG  TTEPICCOTEPOUG
I00AOYIOHOUG deV TTAPOUCIAZETAI OV TTEPIOUCIOKS OTOIXEIO, N TreAATEIOKN BAon
MIaG €TTIXEIPNONG €ival TO GNUAVTIKOTEPO TTEPIOUCIAKO TOU OTOIXEIO”, AVAPEPEI O

Steve Skinner, Tpoedpog TG Peppers & Rogers Group (Microsoft Business
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Solutions, Peppers & Rogers Group 2004). O1 Laudon & Laudon ava@£pouv TTwg
“‘avTi va avTIHETWTTICOUV TOUG TTEAATEG WG EKPETAAAEUCIPEG TTYEG EIGOONATOG, Ol
EMIXEIPACEIG apXifouv TwPa va Toug BAETTOUV WG PAKPOTTPOOECUA TTEPIOUCIOKA
oToixeia TTou TTPETTEl va KAAAIEpYNBoUV e TNV avaTTTuén OXECEWV HJE QUTOUG.”
(Laudon, Laudon 2005). H 1pdkAnon yia pia emixeipnon n omoia. BéAel va
Bewpeital emITUXNMEVN, €ival KAT apXfVv va cuveidntotroinoel 611 “o TeAATNG €ival
0 BaciNdg” kal OTI 0 KUPIOG OKOTTOG TnG €ival n €EUTTNPETNON TTEAATWY Kal
OuppéTOXWV  (Sstakeholders) kai OTn ouvéxelm va TTPOCTTOBNCEl va  yivel
KEPOOPOPA Kal OXI To avTioTpo@o (Zairi 2000).

Me Oedopévn Aoimov Tnv agia Tmou €xel n TeAateioky Baon yia pia
emxeipnon Oa peAeTioouhe opiopéva Bacikd  oToixeia TnG (IKavotroinon,
moTéTNTa, dlathpnon kal dlaxpovikr agia) Kar Kupiwg Tov TPOTTO PE TOV OTT0io
QUTA €ival EUEPYETIKA TTPOG TNV. ETTIXEIPNON KABWG Kal TIG TOAVEG CUOXETIOEIG
METOEU TOUG. ZUYKEKPIMEVA, Bewpwvriag oa Oedouévo 6T n diatripnon Tng
TeAQTEIOKNAG BAong €ivan evdeXOPEVWG €va aTmd Ta 10XUPOTEPA OTTAQ TTOU
OIaBETOUV 01 ETTIXEIPNOEIG OTNV. TTPOCTIAOEIO TOUG yIa OTTOKTNON OUYKPITIKOU
TTAEOVEKTAMATOG  Kal €miBiwong ot €va TepIBdAAov dlapkws au&avouevou
avtaywviopou (Clark 1997), Ba yEAETACOUPE TTWG N IKAVOTTOINON Kal N ToToTNTA
NG TTEAQTEIOKNG BACNG MTTOPOUV va CUVTEAECOUV OTNV €TTiTEUEN TNG. H avdAuon
TToU akoAouBei Baciletal otn diaTrioTwon 6Tl n IKAvVOTToinon TNG TTEAATEIOKAG
BAaong ypiag etmixeipnong ival €vag KabopioTIKOG TTAPAYOVTAG YIa ThV £TTITEUEN TNG
TOTOTNTAG TNG KAI N OTroia PE TN O€Ipd TNG €ival KABoPIOTIKOG TTapdyovTag yia

TNV emiteuén tng diatrjpnong g (Gerpott, Rams, Schindler 2001). Oa TpéTTel
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OMWG VA PNV TTapayvwpeiouphe TO yeyovog OTI N IkavoTroinon amo pévn tng dev

odnyei kAt avaykn o€ moToTnTa (Sivadas, Baker-Prewitt 2000).

Me aAAa Adyia Ba KivnBoUpe ot AOYIKF TOU JOVTEAOU TTOU OTTOKOAEITAI KOl

w¢ “AAucida Ikavotroinong — Kepdogopiag” kal To oTToio ava@epel 0TI N £TTIO00N

Miog emixeipnong BeATILWVETAI PE TV EVOUVANWON TNG IKAVOTTOINONG TWV TTEAATWV

NG KAl TNG KAtd ouvétrela auénong Tng moTtétnTdg Toug (Buttle 2009), 6tmrwg

TTapACTATIKA QaiveTal Kal oto Aldypaupua 3.1: MovtéAo “AAucida IkavoTroinong —

Kepdogopiag™

AAucida Ikavonoinong — Kepdopopiag

Ikavonoinon
neAdTn

» Katravonon
anaiTnoEwV
e Ikavonoinon
NPoadoKIOV
¢ Angioupyia

agiag

A 4

MoToTnTa
neAarn

o ZUHMNEPIPOPIKN
noToTNTa

¢ YMOKEIPEVIKI
noToTNTa

\ 4

Augnuéveg
€MJ3OOEIG

enixeipnong

e AUENON £008WV

e AUEnoN pepidiou
ayopag

e AUEnon xpovou
Napapovng
neEAATOV

Aiaypappa 3.1: MovTéAdo “ AAucida IkavoTtroinong — Kepdogopiag”

lnyn: Buttle 2009
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3.2. IKANOIIOIHZH NEAATH

H ikavotroinon TreAdtn (customer satisfaction) e€ivar 1o ouvaioBnua
guxapioTnoNg f aTTOYOATEUONG TTOU VIWOEI O TTEAATNG KOl TO OTTOI0 TTPOEPXETAI
amd TN OUykpion TG TpocAapBdvoucag amdédoons A amoTeAECHATOG €VOG
TTPOIOVTOG, O OUYKPION HE TIG APXIKEG TTPOCOOKiEG TTOU auTog €ixe (Kotler 2003).
Otav n TwpooAapBdvouca amédoon 1 AmOTEAECUA TOU TTPOIGVTOG  Egival
uynAdTEPN aTTd TNV APXIKA AvaUEVOUEVN, O TTEAATNG VIWBEI IKAVOTToinon, VW
avTiBeTa o eAdTNG VIwBel ducapéokela. Av Kal 0 OpIouOG TNG IKAVOTToiNoNG £YIVE
oc €mimedo TTPOIGVTOG, KAAANIOTA JTTOPEl va  e€TEKTAOEi Kal o€  €TmiTTedo
EMIXeipnong, OTou OTnV  TIEPITITWON  QUTH  YiVETAI OUYKPION TNG dapXIKA
TTpooAauBAvoucag YEVIKAG €IKOVAG TNG ETTIXEIPNONG ME TNV APXIKA QVAUEVOUEVT.

H ikavotroinon tng meAarteiakng Bdong eival wTiKAG onuaciag yia tnv
BIwaoIgoTNTa KAl TNV aVATITUEN Miag emmixeipnong. O1 IkavoTroinuévol TTEAATEG gival
mBavév va BEAoUV va PoIPaCcTOUV TIG EPTTEIPIEG TOUG PE TTEVTE 1) £€1 DIAPOPETIKOUG
avOpwTtroug. AvTtioTpo@a, o1 ducapeaTnuévol TreEAATEG €ival  mMBavov  va
O01adwoouv TNV KAKA. ePTTEIpia Toug o€ AAAoug déka avBpwTtroug (Zairi 2000Db).
EmimmAéov, ol Ikavotroinuévol TTEAdTEG dnuioupyouv Tn BAcn yia OTTOIOdNTTOTE
EMITUXNUEVN ETTIXEIPNON, a@oU n Ikavotroinon odnyei o€ emavalapBavoueveg
QYopEG, OTOTNTA KAl BETIKEG OUOTAOoEIG TTPpog TpiToug (Hoyer, Maclnnis 2006).
Mapopoiwg, n IkavoTroinon Tng TTeAATEIOKAS BAONG €ival BETIKA CUOXETIOPEVN ME
TPoBEoeEI ayopdg, MOavoTTa oUCTAONG, TICTOTNTA KAl Kepdogopia (Anton

1996). ETtriong, ocupgwva he oTatioTik avaluon 1rou €kave n Growth Strategies

48



International (GSI) oc dedopéva OXETIKA PE TNV IKAVOTTOINON TTEAQTWV TA OTTOIA
ouykevTpwonkav atmd €peuveg TIG oTroieg die€nye n InfoQuest oe mdvw atrd
20.000 emixeiprioeig oe 40 Xwpeg TTPOKUTITOUV Ta akdAouBa cupTrEpACcUaTA
(Coldwell 2000):
o ‘Evag TAAPWG IKAVOTTOINUEVOG TTEAATNG CUVEICQPEPEI 2,6 QOPES
TEPIOCOOTEPO OTA €000 MIOG ETIXEipnong amod Ot £€vag  HPEPIKWG
IKQVOTTOINMEVOG TTEAATNG.
o ‘Evag TTApwG IKAVOTTOINUEVOG TTEAATNG CUVEICQEPEI 17 QOPEG
TEPIOCOOTEPO OTA €000a MIOG ETMIXEIPNONG atmd  OTI €vag OXETIKA
duoapeoTNUEVOS TTEAATNG.
o ‘Evag TANpw¢ duoapeoTnUEVOSG TTEAATNG €AATTWVEI T €000A MIAG
emxeipnong 1,8 @opEg TePICOOTEPO ATTO OGO Ta AUEAvel £vag TTARPWG

IKAVOTTOINMEVOG TTEAATNG.

Mia o paBnuatikotoinuévn ouvoyn Twv TTOPATTAvVW E€ival auTr TTou

ava@epel 0TI N ETIXEIPNON YTTOPEI ATTOKTAOEI OTABEPO CUYKPITIKO TTAEOVEKTNUO AV

TO TTPOIGVTA Kal Ol UTTNPECIEG TNG WTTOPOUV va dnuioupyrfjoouv pia BeTikh (A

TOUAdxioTov oudeTepn) dlagopd petagl NG TpocAauBdvoucag a&iag xprong

(PUV) ka1l Tng avapevopuevng agiag (EV) (Rajola 2003), 1 aAAIWG:

S=PUV-EV>0

OTTOU S €ival N IKavoTToinon Tou TEAATN Ot aTTdAUT HoPPH.
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3.2.1. NAPAIONTEZ IKANOINOIHZHZ NMEAATH

H ikavotroinon tou meAdTn amrd €va CUYKEKPIPEVO TTPOoidv eEapTdTal aTod
Mia TTANBwpPa XaPAKTAPICTIKWY TTOU TO TTPOidV dIabETel A OXI, KABWG Kal atrd TNV
UTTOKEIYEVIK) ONUAVTIKOTNTA TTOU TTPOOCdivel O TTEAATNG OTA XAPAKTNPIOTIKA QUTA.
Mia katnyopiotroinon TNG onUAvTIKOTNTAG TWV XAPAKTNPICTIKWVY QUTWV- €ival n
akOdAoubn (Kano 1984):

o Amapaitnta (must be). pokeITal yia XAPOKTNPICTIKA TA OTToid O
TeEAATNG Oewpei amapaitnTa OTO TPOIGV KAl N ATToUCia TOUG 1 N XOMNAnR
AEITOUPYIKOTNTA TOUG TTPOKOAEI auavopevn OUCAPETKEIQ, EVW QVTIOTPOPA N
otrapén Toug 1 N uwnAn AsItoupylkOTNTA TOUug OEV PTTOPOUV va aveBAcouv Tnv
IKavoTroinon Tou TEAATN TTEPa atrd £va adidgopo eriTedo. H cuptrepipopd Twv
“ATTapaiTNTWV” XAPOKTNPIOTIKWYV €ival €KOETIKA TTPAYUA TTOU onuaivel 0TI 600
AlydTEPO AcITOUPYIKG €ival aQutd oTO TTPoidv, TOCO TTIO ATTOTOMA HEIWVETAI N
IKQVOTToinon Tou TrEAdTN, €VW OCO0 TEPICOOTEPO AEITOUPYIKA €ival, TOGO n
IKavoTroinon Teivel o€ €va oudETepo emiredo. ‘Eva xapaktnpioTikd mTapddelyua
gival To cuoTnUa TTEdNONG €VOG AUTOKIVATOU TTOU 600 AIYOTEPO ATTOTEAECUATIKO
gival TOoo TrePIcTOTEPO Ba dUCAPECTAOEI TOV TTEAATN, XWPIG aAvVTiIOTPpOPA va TOV
IKOVOTTOINCEl. TTAVW aTro £va OUdETEPO ETTITTEDO AOXETA ME TO TTOCO TTOAU
QATTOTEAEOUATIKO YTTOPEI VA Eival.

o EAkuorika (attractive). Ta xapaktnpIioTIKA autd Oev  €ivail
AVOUEVOUEVA aTTO TOV TTEAATN KAl N UTTAPEN TOug 1 N UWNAR AEITOUPYIKOTNTA TOUG
augdvel 101IaiTEPA TNV IKAVOTTOINCH TOu, eV TTAPAAANAa n artroucia Toug 1 n

XOUNAR A€IToupyIkKOTNTA TOUG OEV MEIWVEI TNV IKAvOTroinon KAtw améd £va
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oudétepo emimedo. OTTWG Kal ota “ATTapaitnTa” XOPAKTNPIOTIKA, £TO1I KAl OTA
“EAKUCTIKA” n OUupTTEPIPOPA  €ival €KOETIKY, TTPAyua TTOU onuaivel 0Tl 000
TTEPICOOTEPO AEITOUPYIKA €ival auTd OTO TTPOIGV, TOCO IO ATTOTOUA QUEAVETAI N
IKQVOTToinon Tou TTEAATN, eVvw 600 AiydTEPO AEITOUPYIKA €ival, TOOO N IKAVOTToinon
TEIVEI O €va OUDETEPO ETTITTEDO. 2AV TTAPADEIYMA UTTOPOUME VA AVOAPEPOUNE TNV
omapén  aiobnmipa  BPoXOTTWONG TTOU  EVEPYOTTOIEN  QUTOMATA  TOUG
uaAokaBapioTipeg Tou auTtokiviTou. H UtTapén evog TET0I0U CUCTANATOG QUEAVEI
TTOAU Tnv IKavoTtroinon Tou TreAATn, Xwpig amd v dAAn n amoucia Tou va
TTPOKAAEI OUCAPETKEIQ.

o Neiroupyika (Performance). Ta XapaKTnpIoTIKA QUTA IKAVOTTOIOUV
TOV TTEAdTN OTAV UTTAPXOUV, QTTEVAVTIOG N aTrousia Toug TTPOKAAEi duoapéokelia
o€ auTov. AvtioToixa, 600 IO AEITOUPYIKA: E€ival TO XAPAKTNPIOTIKA auTd, TOOO
au&dveTal n IKAvoTroinaon Tou TeAdTN, €vw OAo AlyOTEPO A€ITOUPYIKA gival, TOOO
MEIWVETAI N IKAVOTTOINGH — TOU. 2XTNV  TrEPITTTWON  Twv  “AgIToupyikwyv”
XOPAKTNPIOTIKWY 1 CUUTTEPIPOPA - €ival  ypapuikr, dnAadf n augnon T1ng
IKavoTroinong eival euBéwg avaloyng Tng augnong TnG AEITOUPYIKOTNTAG TOU
XOPAKTNPIOTIKOU KAl QVTioTOIXA N MEIWON TNG IKAVOTTOiNoNG €ival EUBEWG avaAoyn
TNG MEIWONG TNG AEITOUPYIKOTNTAG TOU XAPAKTNPIOTIKOU. Aavei(ouevol ANl €va
TapAdelypya ammd TNV auToKivnToRlounXavia, n KatavaAwon Kaugigou €vog
QUTOKIVATOU ATTOTEAEI Eva TETOIO XOPAKTNPIOTIKO. 2ZUYKEKPIMEVA, 600 XAUNASTEPN
gival n karavaAwon kauaoigou, dnAadry 600 uywnAdTEPN €ival n AEIToupyIkKOTNTA

TOU €&V AOyw XOapOKTNPIOTIKOU, TOOO TIIO IKAVOTTOINUEVOG €ival O TreEAATNG.
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AvtiBeta, 6co uwnAdtepn eival n katavdAwon kKaucoiyou, 1600 pPeyaAUTEPN

OuCapPETKEIN TTPOKAAEITAI O€ QUTOV.

H mapatrdvw avaAuon Tng oxEong Twv XAPAKTNPIOTIKWY. TWV TTPOIOVTWY

ME TNV IKAVOTTOINOT TOU TTEAATN ATTEIKOVICETAI OXNUATIKA 0TO Aldypaupa 3.2:

. ;S .
IKu\{onoman EAkuOTIKG
NeAarn XapakTnpioTiKa

AeiToupyixa
XapakTnpioTika

"Ynapgn /
Ypnhn
AsiTOUpyYIKOTNTA
XapakTnpioTikoU

/
Mn Unapgn / e >

XapnAn
AsiToupyikOTHTA
XapakTnpIoTIKOU

Aucdapéokeia

AnapaitnTa
MeAaTn

XapakTnpioTika

Aiaypappa 3.2: Aidypappa Kano

lnyn: Kano et al 1984
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3.3.TNI2TOTHTA TIENATH

Q¢ moTéTNTa TTEAATN UTTOPOUNE VO OPICOUE Mia I0XUpA dECUEUON YIa va
eTavaAnyn ayopdg A €kdNAWONG TTPOTINNONG YIa £€va TTPOIOV | UTTNPECia oTo
MEANOV, TTapd TIG OTTOIEG TTEPIOTACIOKEG ETTIPPOEG KAl TTPOCTIABEIEG WOTE VA
aAAager ouptrepipopd (Oliver 1997). lMpdkeITal OUCIOOTIKA YIO TO ETTOUEVO PO
META TNV IKAVOTTOINCT) TOU TTEAATN.

H motétnta tng TeAATEIOKAG PBAoNG €ival €EQIPETIKA ONUAVTIKN YIQ TNV
ETIXEIPNON KABWGS UTTAPXEI CAPAG BETIKA CUOXETION PETAEU TTIOTWV TTEAATWYV Kal
kepdogopiag. O1 mioToi TeAdTeEG €€ac@aAifouv PEYQAUTEPN ETTAVOANTTITIKOTNTA
OTIG QYOpPEG TOUG Kal gival Aiyotepo- mBavd va avalnTioouv KAAUTEPEG
TTPOCPOPEG ATTO AVTIAYWVICTEG OE OXEOTN ME TOUG TTEAATEG TTou Ogv gival TTICTOI
(Bowen, Chen 2001). Otav n €mixeipnon PIropei va auéfoel TRV ToToTNTA TWV
TTEAATWV TNG TTapaTnEEi Ta akdAouba o@EAN (Anton 1996):

o AugnuéveES AYOPES TWV CUYKEKPIMEVWY TTPOIOVTWV

e 2T1aUPOEIDNG OYOPEG (Cross — purchases) AAAwV TTPOIGVTWYV

o Amodoxn auénuévng TiUAG (price premium) Adyw TNG avayvwpiong
atrd ToV TTEAATN TWV UTTNPECIWV TTPOCTIOEPEVNG agiag

o  Meiwpévo AEITOUpPYIKO KOOTOG Adyw €€0IKEIWONG TOU TTEAATN HE TO
ouoTnua eEuTTNEETNONG

o Oetkég ouotaoelg (word of mouth) Tng emixeipnong o€ AGAAoug

duvNTIKOUG TTEAATEG
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3.3.1. AHMIOYPI'IA NIZTOTHTAZ NMEAATH

H diadikacia dnuioupyiag moToTNTAG YTTOPED 10aVIKA VA UTTOOINPEDET OTIG
akOAouBeg eEeNIKTIKES Qdoelg (PriceWalterhouseCoopers 2000):

o lN'vwoiakn edaon. H emixeipnon TTPETTEl va yvwpioel TOV TTEAATN Kal
TIG TTpoodoKieg Tou. OuoIaoTIKA OTn @don auTtr dev UTTAPXEN TTIOTOTNTA, APOU N
oxéon Bagietal kKatd KUpIo Adyo 0T YyVWOTN TWV TTPOIOVIWY KAl UTTAPECIWV Kal
OTIG TIUEG TOUG. 2TN YVWOIOKA @don auTh UTTApXEl JEYAAn TBaveTnTa O TTEAATNG
va TTPOTIMACEl €vav AVTAYWVIOTH TTOU UTrooTnpifel 6T N TTpoo@opd Tou Eival
KaAUTEPN.

o 2uvaiolnuarikn f KaravonTikn @daon. H emixeipnon mTapakoAoubei
Kal avaAUEl T CUPTTEPIPOPA TOU TTEAATN O€ OAEG TIGC PACEIS TTOU 0ONYOUV OTNV KAl
akoAouBouv tnv TTwAnon. H moTtétnTa 0 otnpileTal TTAéov JOVO OTO TTPOIOV N
uTTnpPEaia Kal TNV TIuA, KaBwg n oxéon PeTalu TeAdTn Kal TpounBeuTr €ivail
A0V 0 BACIKOG TTAPAYOVTOG.

o daon BéAnong N agooiwong. tn @Acn auth n oxéon ME Tov
TEAATN TTPETTEl va yivel TTpoowTtikA. MNa va diatnpenBei kai va tpoaxBei n

TMOTOTNTA, TO ETTITTEQO IKAVOTTOINONG TTPETTEI VA €ival UPNAS KAl avTATTODOTIKO.

3.3.2. EIAH NMIZTOTHTAZ NEAATH

H treAateiakn Baon piog €mixeipnong MTTopei va TunuartotroinBei 61mrwg
@aivetal oto Aidypauua 3.3 avaloya Tnv ToTOTNTA TTOU O TTEAATEG ETTIOEIKVUOUV

wg mpog auThv (Coyles, Gokey 2002):
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MioToi neAareg

(Loyalists)

MeAaTeiakn

Baon

AOY® cuvOnk®V

(Lifestyle)

MeAaTeg nou
HEIOVOUV TIG
ayopeEg
(L NET
migrators)

Aiaypappa 3.3: Eidn MiotétnTag #1

rnyn: Coyles, Gokey 2002
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ZUPQwva Pe TV TTpoTacon Twv Coyles kal Gokey n reAateiakn Baon piog
emixeipnong Mmopei va diaipebei o€ OUO PACIKEG KATNYOPIOTTOINOEIG, OTOUG
TTeAATEG TTOU €ival TioToi (loyalists) kal diatnpouv oTaBepoug ) audvouv. Toug
puUBUOUG ayopdg TTPOIGVTWYV KAl OE AQUTOUG TTOU €iTE DIAKOTTTOUV EIiTE PEIWVOUV TIG
datrdveg oTa TPoidvTa NG £TTIXEipnong (downward migrators).

Me 1n o€1pd TOoug oI TTEAATEG TTOU BewpouvTal “oToi” umropouv diaipeBouv
O€ EMPEPOUG TUAMATA, AVAAOYd HE TO OUYKEKPIMEVO AOYo ATTO TOV OTTOIiO
TTPOEPXETAI N TTIOTOTNTA TOUG:

o 2uvaiobnuanikd maoroi  (emotive loyalists).  O1 TeAdTeg  autoi
TTPAYHATOTTOIOUV ayopEG OIOTI €ival ouvaloOnuaTiKa Ogpévol PE TRV ETTIXEIPNON
Kal OUOKOAA £TTAVEEETACOUV TIC AYOPAOTIKEG TOUG ETTIAOYEG. [EVIKA, XWpIiG KATTOI0
QAVTIKEIMEVIKO KPITAPIO, BEWpPOUV TTWGS N €TTIAOYN TOUG €ival N KAAUTEPN Kal Ogv
TTpoTiBevTal EUKOAA va TRV aAAGEouv.

o lMoroi amrd adpdveia (inertial loyalists). O1 TeAdTeG auToi yevika dev
APECKOVTAI OTIG ETTAVEKTIMACEIS TWV. AYOPACTIKWY TOUG oUVNBEIWY Kal Bewpouv
OTI n aAAayR Kal TTPOTIHNON TWV TTPOIGVTWYV HIaG AAANG eTTIXEipnong Ogv agilel Tov
KOTTO.

o Evouveidnta mmoroi  (deliberative loyalists). [Mpdkeital yia Toug
TTEAATEG Ol OTTOIOI AV KAl OUXVA ETTAVEKTIUOUV TIG QYOPOOTIKEG TOUG ETTIAOYEG,
votepa amd opBoAoyikr) Bewpnon €xouv KaTaAn&el 6t auTr gival n cwoToéTEPN VI

auTtoug €TTIAOYT).
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ATd TNV AAAN pPEPIA, OI TTEAATEG TTOU HEIWVOUV I OIOKOTITOUV TIG AYOPEG
TOUG aTré Wia eTIXEipnon, JTTOpoUV va Tunuatotroinoulv, avaloya Pe 1o Adyo yia
TOV OTTOi0 UIOBETOUV TN CUUTTEPIPOPA QUTH, WG OKOAOUBWG:

o Néyw ouvBnkwyv (lifestyle downward migrators). MBavég alayég
TTOU ETTIKPATOUV OTN (WA TWV TTEAATWY UTTOPEI va PETARAAOUV TIG AVAYKEG TOUG
O€ TTPOIOVTA TTOU OEV UTTOPEI TTAEOV N ETTIXEIPNON VA TOUG TTAPACXEI.

o Evouveidnra (deliberative downward migrators). Oi1 1reAdTeg autoi
ETTAVEEETACOUV OUXVA TIG AYOPAOTIKEG TOUG ETTIAOYEG Kal TTpofaivouv o€ ayopég
ME opBoAoyIKY) OKEWN KAl OTNV TTPOKEIYEVN TTEPITITWON DIATTIOTWVOUV OTI TTPETTEI
va oTpa@oUv OTa TTPOIdvVTa KATTOI0G AAANG £TTIXEIPNONG.

o Auoapeotnuévor (dissatisfied downward migrators). lNpokeital yia
TTEAATEG Ol OTTOIOI €ival QUCAPECTNUEVOI €ITE ATTO TA TTPOIOVTA, E€ITE ATTO TNV €V
YEVEI CUMTTEPIQPOPA TNG ETIXEIPNONG TPOG QUTOUG Kal yia To Adyw auTto

TTpofaivouv o€ peiwaon A TARPN SIOKOTTH TWV AyopwY TOUG.

Mia evaAAakTIKA TTpocEyyion yia Ta €idn TOoTOTNTAG TTOU MTTOPEi va
XOPaKTNEICouVv Toug TTEAATEG pIag €TIXEipnoNng Kai n otroia BaacifeTal atn XpHon
OUo dIaCTACEWY, TNG OXETIKNG OTAONG (relative attitude) kal TNG €UVOIOKPATIKAG
oupTTEPIPOPAS (patronage behavior) ival n akdAoubn (O’Malley 1998):

) Armouoia morornrag (no loyalty). 2Tnv KATAoTOON AUTH O TTEAATNG
Oev €xel EekdBapa Kal apKeTA dlagopoTtroinuéva BTk oTdon atrévavtl OTo
TPoidv 1 TNV €mIXEipnon, TTPAYMA TTou ouvodeUeTal aTmd ATAKTN QYOPAOTIKN

OUMTTEPIPOPA WG TTPOG TN OUXVOTNTA, TNV TTOCOTNTA Kal TN daTtrdvn. Tautéxpova
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Oev Trapartnpeital kdmoia emOupia atmd TTAEUpAg Tou TEAATN va CUOCTHOEl TO
TTPOIOV ) TNV ETTIXEIPNON 0 AAAOUG duVNTIKOUG TTEAATEG.

o Weudng rlioromnra  (spurious loyalty). H  karaotaon —auth
TTPOCOWOIALEl TTEPICCOTEPO ME AUTA TNG adpdvelag, OTToU o TTEAATNG, av Kal Oev
EXEl &ekdBapa Kal APKETA dlAQOPOTTOINUEVN O€ETIKK)  OTAON aTévavTl oTnv
ETTIXEipNON, TTAPOUCIAfEl OXETIKI) €TAVOANTITIKOTNTA KAl - ouxvOoTNTA OTNV
TrpoTiunon mg. O1 Adyol yia pia TETOIA CUPTTEPIPOPGE oUVABWG Eival TTPOCWPIVOI,
OTTWG N dIABECIPOTATA KA Ol EIDIKEG TTPOCPOPES. O TTEAATNG €W €XEI TNV TAON VA
OUCTNAOElI TO TIPOIGV 1 TNV ETTIXEIPNON, OMWG €UKOAQ HTTOPEI va TTPOTIMAOCEI
KATToIoV avTaywvioTH, avdAoya JE TIG EKAOTOTE CUVONKEG.

o NavBavouoa [Morémra (latent loyalty). O TeAdtng €dw av Kai
dlatnpei capwg BeTIk oTdon atmévavTl o€ KATToIo TTPoidv A €TIXEipnon, N
AyopAOTIKA TOU CUUTTEPIPOPA Ogv gival n avtioToixn, dnAadr dev TrapaTnpouvTal
OUXVEG KAl MPE ONUAVTIKEG OATTAVEG AYOPEC KAl N TTPOTIMNON AVIAYWVIOTWY
TTPAYMATOTTOIEITAI JE OXETIKA €UKOAia. Kudpiol Adyol yia pia TETola CUUTTEPIPOPA
gival eutrddIa OTTWG o1 eAAgipeIg TTPoIGVTwY 1 N dUOKOAIa TTPOCEyyIong Twv
onueiwv OIavOUnG, TAVIWG o TeAATNG €xel T OIdBson yia oUuoTaoon TNG
ETTIXEIPNONG Kal 0€ AAAOUG KATAVAAWTEG.

o 21aB¢pn lMiorotnTa (sustainable loyalty). MNpokeiTal yia mn PEYIOTN
KATAoTAON AQOCiwong Tou TTEAATN ATTEvavTl O€ £va TTPOIOV I JIa TTIXEIpNON Kal
ouvodeveTal pe EekdBapa kai diagopoTtroinuéva BeTIkr) otdon atmévavt 1nG. O
TTEAATNG TTPAYHOATOTIOIEI ETTAVOAAUBAVOUEVEG AYOPEG PE ONUAVTIKEG CUYKPITIKA

datmdveg. H 1kavotroinon 1mou AauBdvel amd Tnv KATavaAwon Tou TTPoiévTog i
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YEVIKG QTré TNV €TMIXEIPNON €ival HEYAAN KAl TO CUCTAVEI hE PEYAAN TTpoBupia o€

AdAAoug KaTavoAwTég, KaBwg etriong dUokoAa Trpofaivel oe TrpoTiunon &vég

QVTAYWVIOTIKOU TTPOIOGVTOG 1 ETTIXEIPNONG.

210 AiIdypaupa 3.4 cuvowidovtal Ta TECOEPA €i0N TMOTOTNTAG OE OXEOT ME

TIg eTavaAapBavépeveg ayopég (repeat purchase), TTou ouslaoTiKd €ival n

EUVOIOKPATIKI] CUUTTEPIPOPA TTOU €i0AUE TTPONYOUMEVWG, KOl TN OXETIK) OTAON

(relative attitude):

EnavaAapBavopevn ayopa

Yynhq XapnAn
Ioxupn
ZTaBepn Aaveavouca
MoTéTnTa MoTéTnTa
ZXETIKN)
oTaon
Weudng Anouoia
MieroTnTa MioToTnTag
AcBevng

Aiaypappa 3.4: Eidn Mot1éTnTOg #2

Inyn: Dick, Basu 1994
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3.4. AIATHPH2H MNENATEIAKH2 BA2H2

‘Eva oAU onuavTikG TP TTOU TTPOKUTITEI GO0V A@OopPd TNV TTEAATEIOKN
Bdon Twv emIXeIPAoEWY, €ival N onuUAvTIKOTNTA TNG dIATAPNONG TNG GE CUYKPIoN
ME TNV avavéwaon Kal avdTrTugn Tng.

Ooo empunkOveTal n oxéon Tou TTEAQTN PE TNV E€TmixXeEipnon, 1600 n
kepdogopia aufdvetal (Reichheld, Sasser 1990). Epeuveg ava@épouv OTI n
auénon 1ng Olatipnong TeAatwv (customer retention) katd 5%, ptTopeEl va
auénoel Tnv kepdoopia TnG emixeipnong kard 25% wg 95% (Reichheld 1996).
Autd o@eileTal OoTO yeyovdg OTI QQEVOG HEV N ATTOKTNON VEWV TTEAATWV EXEI
YEVIKA uwnAS KOOTOG, aQeTEPOU B TO TTPWTA XPOVIQ OI VEOI TTEAATEG CUVABWG
Oev c€ival kepdo@opol. EmImAfov, €ival yevikG TTapatnpnuévo OTI O pia
emIxeipnon kooTiCel TEVTE (5) wg €Td (7) QOPESG TTEPICCOTEPO N TTPOCEAKUCN
VEWV TTEAATWV a1Td TN dlaThpnon Twv uttapXéviwv (Bhote 1996). 2e business to
business etmitredo, dedouEvou OTI oI TIBAvVoi ayopacTEG gival AilydTePOI, TO KOOTOG
ammokTnong €vog TreAATn PTTOPEl va €ival akdpa peyaAutepo. EkTipdral, yia
TaPAdEIlyha, OTI TO KOOTOG AvVATTANPWONG €VOG XAMEVOU TTEAATN JIAQNUICTIKAG
eTaipeiag  €ivar - 20 @QopEG  peyaAutepo amd TO KOOTOG OlaThPNOoNnG €vog
uttdpxovTog. 21N MeydAn Bpetavia o1 peydAeg dla@nuIoTIKEG eTaIpEieg EodeUouV
MEXP! kal 2.000.000£ o€ €peuva, oTPATNYIKN avaAucon Kai dnuIoupyIKr) DOUAEIA yIa
va TTPOOoEyYYioouv £va duvnTIKO PEYAAO TTEAATN, €xovTag TTapdAAnAa pEXPI Kail 4
ONUIOUPYIKEG OPADEG TAUTOXPOVA ATTAOXOANUEVEG. AUTO TO KOOTOG eVOEXETAI VA

datravnOei ApKETEG @QOpPEG o€ OIAPOPOUG UTTOYAPIOUG TTEAATEG, WOTE va
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avatrAnpwOei autdg TTou XAOnKe. ATTEVAVTIAG, YI TOUG UTTAPXOVTEG TTEAATEG, TA
KOOTN Treplopifovral o€ AUTA TwV dnNUOCiIWV OXECEWV Kal TTBavOV ETTITTAEOV
aKkpIBOTEPWVY avOPWTTWYV TToU Ba XEIPIOTOUV Ta £pya Tou TTEAATN. O1 UTTAPXOVTES
TTEAATEG XpewvovTal Pe OAa Ta utrdAoiTTa £€0da £peuvag kai uhotroinong (Buttle,

Ang 2002).

MapakdTw ava@épovtal avoAuTIKA HeEPIKA €idn amd 1o KOCTOG TToU
ETTWMICETAI N ETTIXEIPNON TTPOKEINEVOU va TTPOoCeAKUCEl veous TreAATeG (Cram,

2001):

o Epeuva ayopdg. Xpeldletal va YivEl CUCTNUATIKI €pEUva ayopdgs yia
TNV €0peon VEWV TreEAATWV - TTPdyda  TToU  QTraitel  €ite TNV avdAwon
avBpwTtroxpoévou atrd TIG ETIXEIPACEIC yIA TNV TTPAYUATOTTOINCN QUTAG TNG
€PEUVAG, €ITE AUECO KOOTOG YIO Ayopd UTTNPECIWV ATTO ETAIPEIEG EPEUVWYV, ayopd
BAaocewv dedOUEVWV PE UTTOWNAPIOUG TTEAATEG KATT.

o Xpovog avdAuong. Ta  Oidgopa Oedopéva  TTOU  ATTOKTOUV Ol
ETTIXEIPACEIG ATTO TNV £EPEUVA AYOPAG OXETIKA PE TOUG OUVNTIKOUG TTEAATEG TOUG
eEVOEXOMEVWG Va  XpEIAdovTal TrepaITEPW €TTEEEPYATia Kal avaAuon woTe va
EMUTTAOUTIOTOUV KalI VO Yivouv akpIBECTEPA Kal TTI0 Xprioiua. Eival TToAu mlavd va
XPEIAZETAI VO aVOKTNOEI TO I0TOPIKO AyopwYV TOU 1 TTICTOANTITIKI) TOU IKAVOTNTA,
KaBwg €mriong va avaAuBouv diId@opa XAPOKTNPIOTIKA WOTE VA PTTOPECEl va

evrax0ei otn owoTr oudda otoxo (target group).
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o Avarmrruén otparnyikwyv. Ta ekTeAeOTIKG oTeAEXN (executives) Tng
eMIxeipnong Ba Tpémel va oXedIAOOUV KAl VA avaTTTUEoOUV VEEG OTPATNYIKEG
OXETIKA PE TO TTWG Ba TrpooeyyloBouv ol duvnTiKoi TTEAATEG TNG ETTIXEiPNONG.
EmmmAéov umrdpxel n mlavotnTa Xpnoigotroinong €I0IKWV CUPBoUAwWV - oToV
TOMEQ auTO, TTPAYUA TTOU Onuaivel ETITTAEOV KOOTOG YIa TRV ETTIXEIPNON.

o 2xediaon | avarrruén mpoidviwy. INa va TTpoceAKucBoUV o1 UTTOYRPIOI
VEOI TTEAATEG €VOEXOUEVWG VO XpelaoTei va €EeAiXBouv KATTola  UTTApXOovVTa
TTPOI6VTA 1 aKOUA va oxXedIaaBouv Kal avatrTuxBouv veéa atrd TV apxh, Kabwg ol
TTEAATEG AUTOI TTIBAVWG Va £XOUV DIOPOPETIKEG AVAYKES, TTPOCOOKIES, ATTAITHOEIG
1 aKOPA Kal TTEPIOPIoHOUG aTTd dIdPOPOUS TTAPAYOVTEG.

o Eéumrnpétnon kai umrootipién. Ol1 véol TTENATEG €v yével XpeldlovTal
MEYOAUTEPO PBaBP6 €EuTTNPETNONG KAl UTTOOTAPIENG, Ot OAEG TIG QACEIS TNG
TTwANoNG, OAAG Kal PETA ATd QUTHV, WOTE va QATTOKTAOOUV TNV avaykaia
OIKEIOTNTA PE TA TTPOIOVTA, TO OTToia €ival KATA KavOova vEA yI AuTOUG. 2ZUVETTWG
AQPEVOG PEV TTPETTEI VA dATTAVNOEl ATTd TNV ETTIXEIPNON TTEPICOOTEPOG XPOVOGS yIa
TNV TTAPOXH UTTOCTAPIENG, OQETEPOU €VOEXETAI VO XpelaoTei va oxedlaoTouv
emmmA€ov Ol1adikaaieg ToU Ba YTTOPECOUV va KAAUWOUV TIG VEEG AVAYKEG TTOU Ba
dnuioupynBouv.

) Eidikég mpoopopég. O1 repIoadTEPOI TTEAATEG YIA VA EPTTIOTEUBOUV dia
ETTIXEipNON YIA TTPWTN QOPA Kal VO ayopdoouv €va TTPoidv atmmd autr) {nTouv TIg
TEPICOOTEPEG POPEG. KATTOIO OEAEQAP TO OTTOI0 OUVABWG MPETaPPAETAl OE Wia
EKTTTWON OTO apXIkd KOOTOG ATTOKTNONG TOU TTPOIGVTOG | OTO KOOTOG TTOU AUTO

oTo MEANOV Ba emi@Epel (TT.X. EMTOKIO TIOTWTIKAG KAPTAG). ETITTAéOV €ival TTOAU
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mOav n amaitnon KATolou OOKIMACTIKOU TTPOoidvTog 1 JElyNATWY WOTE va
MTTOpETOUV o1 duvnTIKOi TTEAATEG va a&loAOYiOOUV TO VEO TTPOIOV TTpIV. TTPORoUV
oTnv atrdKTNoN TOU.

o Aiapnuion. Adiau@ioBATnTa n dla@ruion eivar éva TTOAU peydAo
KOOTOG yia TNV TTpooéAkuon vEwv TreAatwy. Eite Tpokeimal yia yadiki diagruion
(TnAebdpacn, padid@wvo KATT), €iTE yia TTPOCWTTOTTOINMUEVN, Ta KOOTOG €ival TTOAU
uwnAG6. H padikn dlaeriuion €xel HEYAAO KOOTOG TTapaywyng Kal TTPOoBOANG, EVvw n
TTPOCWTTOTTOINUEVN  €XEl MEYAAO KOOTOG E€TTe€epyanias Twv.  OIAQOPETIKWV
XOPAKTNPIOTIKWY TWV UTTOWNRPIWV aTTOOEKTWY, KABWCS Kal KOOTOG ETTIKOIVWVIAG
NG dIOPUIONG OE QUTOUG. 2TnNV TTEPITITWON TTOU O TEAATNG €ival pia AGAAn
ETTIXEIPNON, TO KOOTOG £XEI VA KAVEL E EKOECEIC KAl EPTTOPIKES TTAPOUTIACEIG.

o lMNMwAnoeic. O1 am’ guBeiag TTWANCEIG €ival atrapaiTnTo OTOIXEIO OTNV
TTPOOTIABEI0 TTPOCEAKUONG VEWV TTEAQTWYV KAl ETTICUPOUV ONUAVTIKO KOOTOG TToU
METa@PAZeTal 0€ MIOBOUG, aAAG Kal o€ ££00a TTAPACTACEWS KAl dWPWV.

o Kivouvoc¢ amotuyiag. MBaviy amrotuxnuévn TTWAnNon o€ éva meAdTn 6a
TTPOKAAECEI ApVATIKA PN YIO TO TTPOIOV Kal mBavwg Ba atoTpEéwel duvnTIKOUG
TTEAATEG ATTO TNV Ayopd Tou. To OUYKEKPINEVO KOOTOG dev gival APECO, TTApPOAQ
auTtd €ival 101AITEPA ONPAVTIKO, €10IKA av To &v AOyw Trpoidv €ival apkeTa

€EAPTNUEVO ATTO TIG TTPOCWTTIKEG OUCTACEIG.

Oa TPETTEI va TOVIOTEI ETTIONG KAl N BETIKA ETTITTTWON TTOU £XEI OTNV Au¢non

Tou MEyeBOG TNG TreAaTEIaKNG BAong n PBeAtiwon Twv pubpwv diatpnong

TTeAatwy (Buttle 2009). To mapatrdvw PITOPEI va yivel IO EUKOAA KaTavonTto PE
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éva amAd mapddsiypa ouykpiong 2 eraipsiwv (Etaipgia A, Etaipeia B) TTOU
gekivouv ato T1o idio onueio (1.000 apyikoi TreAdTeg kal 100 véol TTEAATEG KABE
Xpovo). Or etaipeieg €xouv dia@opeTikd pubusd diatipnong TeAatwy (95% «Kai
90% avTioToixa) Kal auTd KAvel TIG TTEAQTEIOKES TOUG BACEIG va dIaPEPOUV. KATA
TTOAU YETA TNV TTApodo 5 eTwv. H TeAaTteiakr Bdon 1ng Etaipgiag A apiBuei 1.267
TeAATEG (aUEnon 26,7%) meAdTeg, evw auth TnG Etaipeiag B 1.066 TreAdTeg
(avgnon poOAIg 6,6%).

O Mivakag 3.1: TTapouciddel avaAuTIKA TTWG TTPOKUTITOUV: Ta TTAPATTAVW

aTroTEAEOMATA:

Mivakag 3.1: Alatipnon NeAatwy ka1 MéyeBog MeAareiakn Bdon

Etaipeia A Etaipeia B
Xp6vog (95% &i1atRpnon) (90% 31aTtipnon)
Ynapyxovreg | Néoi ZuvoAikoi | Ynapyxovteg | Néeoi ZuvoAikoi
NeEAATEG | NEAATEG | NEAATEG neEAATEG | NEAGTEG | NEAATEG

1og 1.000 100 1.100 1.000 100 1.100
206 1.045 100 1.145 990 100 1.090
306 1.088 100 1.188 981 100 1.081
406 1.128 100 1.228 973 100 1.073

50 1.167 100 IEWA 966 100

lnyn: Buttle 2009

EmmAéov, 600 augdvetar o puBudg dlatApnong TreAatwy, 1600 Kal O
MECOG XPOVOG TTapapovr) Tou TEAATN oTtnv €mmixeipnon (tenure) au&dveral. O
XPOVOG auTdg €ival €EAIPETIKA ONPAVTIKOG YIATI UTTAPYXOUV TTEPITITWOEIG OTIG
oTroieg xpe1ddovtal PéxpP!l Kal 13 xpovia atmd Tn OTIYUR TTou O TTeEAdTNG £PXETAI
oTnV €TaIpEia, PEXpP! va amooBeoTouv Ta £€oda ammokTnong Tou (Buttle 2009). O

Mivakag 3.2 gival eVvOEIKTIKOG:
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Mivakag 3.2: Ailatipnon MeAarwv ko Xpoévog Mapapovig MeAdTn

AlaTipnon M£oog XpovoG
neAarmv napaypovig
(%) neharav (tenure)

50 2 xpdvia
67 3 xpovia
75 4 xpdvia
80 5 xpovia
90 10 ypovia
92 12,5 ypovia
95 20 xpovia
96 25 xpovia
97 33,3 xpovia
98 50 ypovia
99 100 xpovia

lnyn: Buttle 2009

3.4.1. NEPA AMNO TH AIATHPHZH TOY NEAATH

Al0TTIOTWOAUE TTAPATTAVW TN - onuavTikéTATa yia Tn Bliwoigdtnta mng
eixeipnong mn diarpnon TnG TTeAatelakng Baong. MNMpétrel dPwg oTo onuEgio autd
va TOVIOOUWE TN PEYAAN onuagia TTou €XEl yIa TNV ETTIXEIpNON N TTapakoAoudnon
TNG AYOPOAOTIKAG CUUTTEPIPOPA TWV TTEAATWV KAl VA AVIXVEUOVTAI QUTOI TTOU £X0UV
TTEPIOPIOEI TIG AYOPES TOUG, KABWG Hia TETOIA CUMTTEPIPOPA PTTOPEI oUVTOUA va
egehixBei oe Tepuatioyd Twv ayopwv. EmimmAéov Tpétrel va An@Bei utrown 6TI N
METATTTWON TWV TTEAATWY O€ €THTTEdA XAPNASTEPWY dATTAVWV UTTOPEI va gival TTIo
eMAMIA yia TNV kepdoopia, atrd OTI n TAApng Tavon Twv ayopwv. la
TaPAdEIYHa OTNV TTEPITITWON Hiag Tpdtelag, dlammoTwonke 611 6tav 10 35% TWV
TTEAATWV PEIWOE TO 100CUYI0 TWV AOYAPIAOHUWY TOUG, QUTO €iXe oav ATToTEAECUA

va JEIwBei To ouvoAikd 100fUyI0 TNG TPATTECOG KATd 24%. ATrevavTiag, n €TAoIA
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peiwon katd 10% tng TreAATEIOKNS TNG BAoNG, €ixe emiTTwon povo katd 3% oTo
ouvoAikr 100¢Uy16 Tng (Coyles, Gokey 2002).

To OUYKEKPIYEVO QAIVOUEVO TTAPATNPABNKE OTO GUVOAO TWV ETTIXEIPOEWV
TIG oTroieg e€étaocav ol Coles kar Gokey oTn MEAETN TOUG KAl TOUG OdNYNOE OTO
ouptrépacpa o1 gival TTOAU onuavTikd va yivetal TTPOCEKTIKN Olaxeipion TG

eEENIENG TWV TTEAATWYV ATTO TN OTIYUR TTOU AUTOI £PXOVTAI OTNV ETAIPEIA.

3.5. AIAXPONIKH A=IA TTEAATH

Eivai yevikd Ttapatnpnuévo Ot n kepdoopia TTou TrpogpXeTal atrd
KATTolov TTEAATN YiveTal EPPAvVG UCTEPA aTTO KATTOIO €UAOYO Xpovikd didoTnua,
oTav ol 6ykol Twv datravwy Tou TeAdTn auédvovtal. Autd odnyei oTnv avtiAnyn
o011 0 TTeAdTNG O Ba TpéTel va e€eTdleTal ammd TIG AyopEG OTIG OTToieg TTpofaivel
Mia Oedopévn XPOVIKI OTiyu, OAAG atmd Tn OUVOAIKA TOu OXEOn ME TOV
opyavioud. Xtnv auTtokivnToflopnxavia, yia Tapddelyua, ekTiudtal 0TI €vag
TEAATNG TNG General Motors datravd Trepitrou 276.000$ yia va ayopdoel Katd
MECO O6po 11 auTokivnta, KABWG Kal TIG AVTIOTOIXEG UTTNPECIEG Kal TTPoidvTa
(service kai avtaAAakTiKG) o€ 6An Tn didpkeia TnG ¢wr\g Tou (Buttle, Ang 2002).

Na 10 AOyo autd €xel eicaxBei n €vvoia “Alaxpovik Agia [MeAdtn”
(Customer Lifetime Value — CLV). Me tov 6po auté evvooupe Tn Olagpopd
QVAUECA OTO €I00ONUA TTOU OTTOPEPEI EVAG OUYKEKPIPEVOGS TTEAATNG Kal Ta £E0da
yla TV ammdKTnon Kal €EUTTNPETNON TOu, MEIOV TO KOOTOG TWwV TTPoweNTIKWV
EVEPYEIWV KOO OAn Tn BIApKEIQ TNG OXEONG TOU TTEAATN ME TnVv €mIXEipnon,

eEKQpaopévn oe onuepiva xpipara (Laudon, Laudon 2005). Mo atrAd, CLV eivai
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n Tapouca agia dAwV Twv PEAAOVTIKWVY KEPOWV TTOU O TTEAATNG ATTOPEPEI OTNV
emixeipnon og 6An tn didpkeia NG oxéong Tou pe autr (Gupta et al 2006).

O utroloyiopdg Tou CLV yia évav TeAdTn €ival pia OXeTIKA OTTAf} oTn
oUANyR 1ng dladikaoia Kal oucIaoTIKA aTraITeEiTal N yvwon Twv akOAouBwv
0edopévwy (Buttle 2009):

o [0 utrdpxov TTeAdTN:

0 H mBavdtnTa o TEAATNG Va ayopAoEl TTpoidvTa KA/l UTTNPETIES
aTtro TNV ETIXEIPNON, avd XPoVIKA TTePiodo.
o Ta pekTd TeEpIBwpla KEPDOOUG OTIG ayopéG TTou Ba TTpofei o
TTEAATNG, VA XPOVIKA TTEPiodO.
0 To kdoTog €UTTNPETNONG TOU TTEAATH, avA XPOVIKA TTEPiI0dO.
e [1a véo TeAdTn emiTTAéOV XpEladeTal:
0 To kdoTOG aTrOKTNONG TOU TTEAATN.
e Kal yia TIg QU0 TEPITTTWOEIG (WOTE va avaxbouv Ta PEAAOVTIKA
TEPIBWPIA KEPOOUG OE ONUEPIVES QEiEQ):
0 Ta TTooo0Td EKTTTWOEWV Ba XpnoIhotToinBouv oTa PEAAOVTIKA

KaBapd TepIBwpIa kEPOOUG.

‘Evag amrdé TOUG QapKETOUG MABNUATIKOUG TUTTOUG TTOU UTTAPYXOUV Kal

ekppalouv 1o CLV gival kal 0 akdAouBog (Gupta et al 2006):

o (P —c)r
CLV :Zﬁ—AC
t=0

o1TOoU

Pt = N TIUA TTOU O TTEAATNG TTANPWVEI TN XPOVIKA OTIYUA t,
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Ct = TO APECO KOOTOG €EUTTNPETNONG TOU TTEAATN TN XPOVIKA OTIYUA t,
i = T0 KOOTOG XPMATOG YIA TNV ETTIXEipNON,

It = n mMBavoTNTA 0 TTEAATNG VA AyopAoEl EavA TN XPOVIKN OTIYUA t,
AC = kbOTOG ATTOKTNONG TOU TrEAdTN Kl

T = 0 XpovikdG opifovTag utToAoyiopou Tou CLV.

Evw o utroloyiopdg tou CLV oe emimedo atduou €ival apkeTd dPECOG,
OTTWG €ival Cca@EG Kal atrd TOov TTAPATTAVW MABNUATIKG TUTTO, Ot €TiTredO
TeAQTEIOKNG BAoNg Ta TTPAyuATa yivovTal ApKETA O TTOAUTTAOKAO KI AQuTd yiaTi
gival TTpoPaveég OTI ouTe OAOI O TTEAATEG £XOUV T idIO XOPAKTNPIOTIKA, OUTE €ival
duvardv va yivel utroAoyiopog Tou CLV kdBe teAdtn Eexwpiotd. H Alon oto
TPORANUa autd ptropei va dobei kavovTag xprion ¢ diatricTwong 611 o€ 6Aa Ta
Baoikd povréAa uttoAoyiopou Tou CLV o1 eUTTAEKOPEVEG NETABANTEG UTTOPOUV VO
TagivounBouv o€ TPEIG KaATnyopieg: €000a, KOOTOG Kal puBudg diatripnong
(Reinartz, Kumar 2000). Me Bdon tn diamrioTwaon auTr] ol ETIXEIPHOEIS Ba TTPETTE
va TUNUATOTTOIOUV TNV TTEAQTEIOKr) TOUuG PAon O OMPOyeEVH TUAMATA TTOU
QVTITTPOOWTTEUOUV TIG OIOPOPETIKEG TIUEG METARANTWYV YI QUTEG TIG KATNYOPIES.
‘E10o1, uttoAoyifovTag TIG TIHEG TwWV METABANTWYV YIa KABE TUAMa EExwpIoTd Ba givail
o€ B€an va ekTigfioouv 10 CLV yia KAOe TUAPO KAl KAT' €TTEKTACT YIA TO GUVOAO
NG TreAaTelakng Baong (Blattberg, Deighton 1991).

Kdavovtag xprion tou CLV, o1 €MIXEIPACEIG PTTOPOUV va dIATTICTWOOUV
TTolI01 TEAATEG 1 TUAMATA TNG TEAATEIOKAG PAong e€ival Ta TEPICOOTEPO

KEPOOPOPO Kal va €0TIAOOUV O€ aUTd, BonBwvtag Pe Tov TPOTTO QUTO Tn
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jeyioToTroinon TnG afiag Tou  AAuPBAvETAl, €VW QVTIOTOIXO MTTOPOUV  Vva
evToTTioouv TTeAATEG 1) THAMATA TreEAaTEIOKAG Bdong Tmou e dnuioupyoulv agia N
aképa Kal kKatavaAwvouv aia atmd TNV ETAIPEIQ KAl VO TTPOCTTABC0oUV O€ TTPpWTN
@don va OnUIoOUPYAOOUV VEEG CUVOBNKEG OXEOEWV TTOU Ba avaoTpEWOUV TNV
KATAoTaon TTPOG OPENOG TNG £TAIPEIAG KAl av TEAIKA auTd OEV KATACTEI EQIKTO va
QATTOQACicoUV OKOPA KAl TEPUATIOUOU TNG ETTICHMIAG OXEONG.

Tautéxpova 10 CLV ptmopei va BewpnBei wg €va kaAd epyaleio TTou
MTTOpPEi va BonBrioel otn ouvoAiki atroTtipnon Tng aiag Tng emixeipnong (Gupta et
al 2006). lNMpaypar, €xovrag yvwaon n ETXEipnon Twv OuvnTIKWY £00dWV TTOU
MTTOpPEi va €xel 010 YéAOV atrd Ta didgopa TUAMATa TnNG TTeAATEIOKAS TNG Bdong,
MTTOPEI va amroTIigAoel KaAUTepa TNV adia TnG, KABWG ol PEANOVTIKEG €I0POEG

KeEPOWV €ival TO €€ iOOU ONUAVTIKEG PE TIG TPEXOUTEG.
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KE®AAAIO 4.

TYETHMATA AIAXEIPIZHE MEAATEIAKQN EXEZEQN
(CRM)

4.1. TENIKA

A6 TIG DIOTTIOTWOEIG TTOU TTPOEKUYAV OTO TTPONYOUMEVO KEQAAAIO €ival
@avepod TO TTOOO VEUPAAYIKOG TTapAyovTag €ival yia TV KAt apxAv €miRiwon Kai
OTn CUVEXEID AVATITUEN Kal Jakpolwia pIag €TTIXEIPNONG, N TeEAATEIOKA TS BAon
Kal TG00 CNPAVTIKN €ival N ouveXng TTpooTrddeia diatrpnong Kai diEUPUVOAG TNG,
ME AANa Adyia n dlaxeipion Twv TrEAATEIOKWV TG oxéoewv (Customer
Relationship Management — CRM), kaBwg Kkai Ta TTANPOPOPIOKA CUCTHHATA
MEOW TOV OTTOIWV MTTOPEI auTrh va emTeUXOei. OTTWG XAPAKTNPIOTIKA AVAPEPETAI
otn BiIBAIoypaia, n AvATITUEN OTEVWYV CUVEPYATIKWY OXECEWV UE TOUG TTEAATEG
givar 1600 onuavTIK) OTn OUyXpPovn €TToXH TOU €VTOVOU avTaywvIouoU Kal

ATTAITNTIKWY TTEAATWV, 600 dev fATav ToTE TrpIv (Parvatiyar, Sheth 2001).

4.2. OPIZMOI TOY CRM

To va opioTei eTTaKpIBWG TI €ival n dlaXEipIoN TWV TTEAQTEIAKWY OXETEWV
(CRM) dev cival atAr utréBeon. Ztn BiBAIoypagia Tou marketing o1 6pol CRM kai
oxeolaké marketing xpnoipotroloUvTal evaAAakTika (Parvatiar, Sheth 2001). H
¢vvola CRM c€ival apketd TrepiTTAOKN Kal UTTOPEl va eKANQBEi pe dIA@OPETIKO

TPOTTO ATTO DIAPOPETIKOUG AvVOPWITTOUG, EVW TAUTOXpova Ba egeAicoeTal kal Ba
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aAAalel pe Tnv TTApodo Tou xpovou (Goldenberg 2002). lMNa kdmoioug CRM
onuaivel dpeon amooToAr (direct) e-mail, yia dA\oug onuaivel Padikn
TTpocappoyn i avattuén TPOoIdvTwY, WOTE VA EVOPUOVIOTOUV WE TIG ATTAITAOEIG
TWV  TTEAATWYV, €VW YyId AAOUG (KUPIWG  TEXVIKA — TTPOCAVATOANICHEVOUG
oupBoUAoug) peTa@pddeTal o€ pia TEXVIKA OIGAEKTO CUVU@ACHEVN PJE HPOUG OTTWG
OLAP (on-line analytical processing) kai CICs (customer interaction centers)
(Winer 2001).

Kdtolol amdé ToUug opiopoug Tou Ba ptropoucav va. doBolv yia va
TepIypdyouv Thv évvola CRM eivail o1 akéAouBo:

CRM eival pia oTpaTnyikry TToU OTTOOKOTTEI OTNV ATTOKTNON Kal OlaxEipion
Twv To  KepdoPOpwv TeAATWV.  To CRM amaitei pia  TTEAATOKEVTPIKN
ETTIXEIPNOIAKI PIAOCOPIa KAl KOUATOUPQ WOTE VA UTTOOTNPIEEI ATTOTEAECUATIKA TIG
diadikaoieg marketing, TwAAcewv kai e§utTnpéTnong TeAatwy (Thompson 2002).

CRM egival n utrodopn TTou €MITPETTEI TNV ATTEIKOVION KAl augnon Thg agiog
TOU TTEAATN KAl TO CWOTA PECA TA OTTOIO TTAPAKIVOUV TOV TTEAATN VA TTAPAMEIVEI
moT6Gg (Dyche 2002).

To CRM evotroiei avBpwtroug, O1adikacieg Kal TexvVoAoyia woTe va
MEYIOTOTTOINCEI TIG OXEOEIS YE OAOUG TOUG TTEAATEG KaI €ival dia TToAucrpavtn
TTPOCEYYIoN TToU £€a0PaAilel ONOAG CuUVTOVIONS PETAEU OAwV Twv dIadIKaCIWV
TTOU oXeTiCovTal pe autoug (Goldenberg 2002).

To CRM eomidgel otn diaxeipion OAwv Twv TPOTTWV PE TOUG OTTOIOUG MIa
ETTIXEIPNON £PXETAI OE ETAPA HPE TOUG UTTAPXOVTEG KAl TOUG OUVNTIKOUG VEOUG

reAateg (Laudon, Laudon 2005).
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CRM c¢ivai n diaxeipion piag pakpoxpdviag oxeong (oxéong Cwng) Ye Tov
TEAATN, YE TN PBonBeia TG XpPriong tng TexvoAoyiag Tng TAnpogopiag (Ryals
2000).

CRM eivai ouciaoTikd uhoTroinon TG €€N1¢ atTAng 10€ag: MNMpooéAKuon VEwY
TTeEAATWY, AVIANOon 600 TO OuvaTtdv TTEPICTOTEPWYV TTANPOPOPIWY YI AUTOUG,
TTapox €gExouoag TOIGTATAG UTTNPECIAg Kal TTPORAEYn Twv EMOUMIWVY Kal
avaykwv Toug (Goodhue, Wixom, Watson 2002).

CRM c€ivar pia OloxeIlpIOTIK) TTPOCEYYION N oToia . TTpooTrabei  va
onuioupynoel, avaTTugel Kol va  €VOUVAPWOEl  OXECEIG ME  OXOAAOTIKA
OTOXEUMEVOUG TTEAATEG PE OKOTTO TR PEYIOTOTTOINON TNG agiag TTeAdTn (customer
value), Tnv kepdogopia TNG €TIXEIPNONG KAl TEAIKA TNG agiag Twv PETOXWV. To
CRM ouxva oxetiCetal he TR XPAON VEWV TEXVOAOYIWV YIO TNV UAOTTOINON
OTPATNYIKEG OXEOoloKoU marketing, €101 ptropei va BswpnBei 611 ouvOuddel Tig
OuVaTOTATEG TWV VEWV TEXVOAOYIWV HE TIG oUYXPOVESG avTIAyelg Tou marketing,
ME OKOTTO TNV TTOPOXI) MOKPOXPOVIWV KAl ETTIKEPOWV OXECEWV HE TOUG TTEAATEG
(Payne, Frow 2004).

CRM e€ival pia mroAucrjpavtn oTtpaTtnyikry kai diadikacia a1rdkinong,
dlaTAPNONG KAl OTEVNG  OUVEPYACIag ME €ETTIAEyUEVOUG TTEAATEG, WOTE va
dnuioupynoouv onpavtiky agia, 1600 yia TNV ETIXEipnon, 600 Kal yia TOug
TreAdteg (Parvatiyar, Sheth 2001).

Autdé TOU YyivETOI CAQEG ATTO TOUG TTAPATTAVW OPICHOUG €ival OTI n
Alaxeipion TleAatelokwy 2XE0ewvV OTTOTEAE dia yevikdTEPN OTPATNYIKA TTOU

eQAPPOLeTal KAl uTTOOTNPICETAl OTTO TO OUVOAO TNG ETTIXEIPNONG, €TTNPEAlOVTAG
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TTOAEG DdlaoTACEIG TNG, KAl OXI Jia atrAf) autévoun Kal govodidoTarn diadikaoia
TTOU QPKEi N EUTTAOKL OPICUEVWY POVO TUNUATWY YIA TNV ETTITUXH UAOTTOINCN Kal
epapuoyn Tng.

Ooov agopd Ta CUCTANATA TTOU OUCIACTIKA UAOTTOIOUV KAl UTTOOTNPi(ouv
10 CRM, pe 1a otoia kal 6a aoxoAnbouue oTn CUVEXEIQ, auTA TTapakoAouBouv
OAOUG TOUG TPOTTOUG ME TOUG OTTOIOUG MIa ETTIXEIPNON AAANAETIOPA pE TOUG
TTEAATEG TNG KAl AvaAUOUV TIG AAANAETTIOPACEIG QUTEG YE GTOXO TN PEYIOTOTTOINON
TWv €060wv, TNG KEPOOPOPIOG, TNG IKAVOTTOINONG Kal TnG OlaThpnong Twv
meAaTwv (Laudon, Laudon 2005). O1 epapuoyég Tou CRM ptropouv va Kavouv
duvaTty TNV QATTOTEAEOUATIKI) OIAXEIPION TWV TTEAATEIAKWY OXECEWV, HE TNV
TpoUTTOBeon OTI n emixeipnon €xel TNV KAtdAAnAn nyecia, oTpaTnyikf Kai
KoUuAtoupa (Thompson 2002). AvtioTolXa, Ta OCUCTAPOTA QUTA Q@OPOUV Kal

ETTNPEACOUV TO CUVOAO TNG ETTIXEIPNONG KAl OXI CUYKEKPIPEVA THAHATA TNG.

4.3. OI 3 AIA2TAZEI2 TOY CRM

O1 opiopoi Tou diatuttwenkav yia To CRM oTtnv TTponyouuevn Tapdypapo
ava@EpovTal OE . TPEIG  OIOPOPETIKEG  TTPOCEYYIOEIG O OTroieg  €ival
OUNTTANPWHMATIKEG METAEU TOUG, TNV TEXVOAOYIKIF), TNV ETTIXEIPNOIOKN KAl TNV
TreAarelakr) (Teo, Devadoss, Pan 2006).

EvaAAQKTIKQ PTTOPET VA OpIOTEl TO «OUvVEXES» Tou CRM TTdvw OTO OTTO0I0

atreikovigovrtal ol Tpeig dlaoTaoelg Tou (Aidypaupa 4.1):
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To ouvexég Tou CRM

MeplopIoHEVOG Kal EupUTEPOG KalI
TAKTIKOG OPICHOG oTPATNYIKOG
ToU CRM 0pIocHOG Tou CRM

TexvoAoyiki NeAaTeiakn ENIX€Ipnoiakn
AiaoTaon AigoTaon AiaoTaon

Aidypappa 4.1: O1 cuvexég Tou CRM Kai o1 d100TAOEIG TOU

lnyn: Payne, Frow 2005

Mia armoteAeopatikry  uAomoinon . kai - epappoyy CRM  atraitei
ETTIXEIPNMATIKEG OIAOIKATCIEG TTPOCAVATONIOUEVEG OTOUG TTEAATEG, CUVOUAOMEVEG
ME TNV KATAAANAN TEXVOAOYia TTou UTTOOTNEICEl AVOAUTIKA KAl AEITOUPYIKA TO
0edopEva TTou CUAAEyovTal atmd TNV AAANAETTIOpacn TnG ETTIXEiPNONG ME TOUG
TreAdTeG (Teo, Devadoss, Pan 2006).

AkoAouBei pia avdAuon Twv OI0OTACEWV AUTWV WOTE VA KAatavonoei

KaAUTEPA N eupuTEPN £Vvoia Tou CRM.

4.3.1. TEXNOAOTIIKH AIAZTAZH

H TtexvoAoyikry d1doTacn ava@EpeTal OTIG dUVATOTNTEG TTOU TTAPEXEl TO
CRM oT1nv etmixeipnon yia va KAANIEPYAOEI OTEVOTEPEG OXEOCEIG PE TNV TTEAATEIOKN

NG BdAon, va avaAloel TNV TTANPoPopia TToU TTPOEPXETAI OTTO AUTH Kal TEAIKA va
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ONUIOUPYNOEI Kal va TTAPEXEI Mia CUVEKTIKN €IKOva yia auTr] (Teo, Devadoss, Pan
2006). Mpoékerrar yia €va OAOKANPWUEVO TTANPOPOPIAKO OUCTNUA, TO OTTOIo
TTAPEXEl KATAAANAN, evnuepwuévn Kal akpIBry TTANpPo@opia OTo CUVOAO TwvV
appodiwv oteAexwv (Peppers, Rogers, Dorf 1999). To oOAOKANpwWUEVO AUTO
ouotnua ouvABwg  evoTrolei  JIAdIKOCIEG  MAPKETIVYK,  TTWANCEWV  Kal
eEutrnpétnong eAatwyv. O1 Bdoeig dedopévwy Kal o1 atrobrkeg dedopévwy (data
warehouses) TTou ouvrBwg To cUCTANA auTd XPNOIPOTIOIEl, atTroBnKeUOUV OAN TN
OXETIKN ME TnVv TeAatelok BAaon TTAnpogopia Kal padi Yye Tnv. evapuovion Kai
opydvwon Twv ETTIXEIPNCIOKWY dI1adIKACIWy TTou ETITUYXAvouv, Bonbouv Tnv
ETTIXEIPNON VA AVTATTOKPIVETAI KAAUTEPA KaAl OTTOQOTIKOTEPA OTIG AAAAYEG TWV

avayKwv Tng TreAATEIOKAG TNG BAoNg.

4.3.2. ENIXEIPHZIAKH AIAZTAZH

H emixeipnoiakr didoTtacn tou CRM €ival auTh Tou 1o KaBIoTA oUCIAoTIKA
Mia OUVOAIKA OTpaTtnyikr TnG ETIXEiPNONG, N oOTroia oToxeUel OTnV ETiTEUEN
MOKPOXPOVIOG KEPDOPOPIAG HPECA ATTO TNV AVAYVWPIOT TWV ETTIKEPOECTEPWV
TTEAQTWV Kal TNV 600 duvaTOV apeadTEPN Kal TTANPECTEPN IKAVOTTOINCT AUTWV.

H otpatnyiky autr) €xel cav apxiké oOKomod Tnv TUNUATOTToiNON TNG
TTEAQTEIAKNG BAONG KAl TV Avayvwpion Twv PaCIKWV XAPOKTNPIOTIKWY TwV
EMIMNEPOUG  TUNUATWY, HEOCW TnG emelepyaciog Twv Oedopévwv TTOU €XOUV
OUAN\eXOEi. 2Tn OuVEXEID, aPOU £XOUV EVTOTTIOTEI OI OPAdEG PE TO MEYAAUTEPO
evOlaPEPOVY, YiVETAI TTPOCTIABEIO dNUIOUPYIAG KAl CUVTAPNONG HOKPOXPOVIWY Kal

OTABEPWV OXETEWV.
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H emtuxia Tng otpatnyikAg, ekTdg Twv AAAwv, BacieTal oTNV YEVIKOTEPN
UI0BETNON TTEAATOKEVTPIKAG KOUATOUPOG aTTd TO OUVOAO TOU OpPYyaviouOoU, ME
KATAAANAEG aAAQYEG Kal TTPOCAPUOYEG 0T doH, KABWG Kal avacXedIQoNd Twv

ETTIXEIPNOIAKWYV OIAdIKACIWV.

4.3.3. MEAATEIAKH AIAZTAZH

H treAareiakny diaoTtaon Tou CRM eoTiddel ota onueia aAnAeTTidpaong NG
TeAaTEIOKNG Bdong e TNV emixeipnon (Teo, Devadoss, Pan 2006). Av kai ol
TTEAATEG  €ival OUCIOOTIKA adIAQopPol yia  TIG ECOWTEPIKEG dIAdIKATIEG TNG
EMIXEipNONG, €vTOUTOIG E€TTNPEACOVTAl  ONUAVTIKOTATA amd TIG KABe €idoug
AAANAETTIOPAOEIG PE QUTH, O@POU egival €VOEIKTIKEG Tou emITTEQOU TTANPOTNTAG
uUTTNPECIWV  Kal @INIKOTNTAG ~TNG. TETola onueia aAAnAetTidopaong eival 1a
TNAEQWVIKA KEVTPA, O TWANTEG TTPWTNG YPAUMNG, TO AladikTuo, KavdAia
aouphaTNG ETTIKOIVWVIAG, email, fax KATT.

Kard 1n didpkeia tnG aAAnAemidopaong pe Tov TeAdTn, 10 CRM divel
EU@acon otn cuAAoyr TTANPOYOPIWV KAl OTN CUVEXEIA GTAV KATAAANAN aglotroinon
Toug (Tagivéunon, avaAuon, Trapouciacn KAT.) PE OKOTTO TOV TTPOCAVATOANICUO
TWV ETTIXEIPNOIOKWY BIadIKACIWV OTn BEATIWON TWV TTAPEXOUEVWV UTTNPECIWV

OTOUG TTEAATEG Kal TV aUgnaon TnNG IKAVOTToinoHG TOUG.
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4.4. TA OEMENIQAH 2Y2XTATIKA TOY CRM

H euputnta tnG £€vvolag Tou CRM kaBwg kai To TTARB0G TwV avayKwy TTou

KaAgiTal va KaAUyel, To KaBioTouv éva TTOAUTTAOKO GUOTNHG TO OTTOI0 UTTOPEi va

dlaxwploTei o€  OIOQPOPETIKA  ETIPEPOUG  CUCTHUATA, TA OTTOIa  ETITEAOUV

OIaQOPETIKEG AEITOUPYEIG KAl KAAUTITOUV OIOQOPETIKEG AVAYKEG. Ta ocucoTApaATa

auta gival (Jansen 2002):

Neitoupyikd  (Operational) CRM, T10 oTroio dpa 0O€  ETIKOIVWVIAKO
oTpatnyiké emimedo Kal Bonbdel TNV €mixeipnon va €mTUXEl BeATiwoN TNG
egutrnpéTnong TeAaTtwy, online marketing, AUTOUATOTTOINUEVES TTWANCEIG
KA. (Karimi, Somers, Gupta 2001).

AvaAutiké (Analytical)  CRM, 710 oT0i0 dpa Ot€ OTPATNYIKO ETTITTEDO
marketing kal BonBdel TNV ETmIXeipnon va OnuIoupynoel ATTOBRKES
0edopévwy, va avaAloel Ta OedOoMEVA, va BEATIWOEI TIG OXECEIS PE TOUG
TTeAdTEG KATT. (Karimi, Somers, Gupta 2001).

2uvepyatikd  (Collaborative) CRM, 710 oToi0 0pa o0g €mixeipnolakd
oTpatnyiké etmimedo kai Bonbdel Tnv emixeipnon va dnuioupynoel online
KOIVOTNTEG, QVATITUOOOUEVEG business-to-business ouvaAAayEG pE TOug
TTEAATEG, TTPOCWTTOTTOINPEVEG UTTNPEDieg KATT. (Karimi, Somers, Gupta

2001).
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AkoAouBei avdAuon Twv TTapaTmdvw TUTTWV cuoThudTwy CRM, Kabwg Kal

10 Aldypappa 4.2 mou TePIyPAel TN Bacikr) OO TOUG Kal TOV TPOTTO HUE TOV

o1T0i0 auTd AAANAETTIOPOUV PETAEU TOUG.
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Mnyn: Rajola 2003
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4.4.1. AEITOYPI'IKO (OPERATIONAL) CRM

To Asitoupyikd CRM, 1} aAAiwg yvwoTd wg “front — office CRM”, aoxoAcitai

ME TA TUARUOTA Ta oTroia dlevepyeiTal amr’ eubeiag eTaQr TNG €TIXEIPNONG PE TOV

TTEAATN. AUTEG OI AAANAETTIOPACEIC AvaPEPOVTAl KAl WG ONUEIQ ETTAPAG UE TOV

TTEAATN. TETOI0 ONUEIO ETTAQPNG PTTOPEI va gival pia eil0epXOMEVN KAjon G€ KATTola

ypauun €gutrnpétnong meAatwy, pia egepxouevn KAAon yia pia mmwAnon i yia

dlapnuioTik) ekoTparteia (Dyche 2002), OTTWG  @AiveTal OXNUATIKA KAl OTO

Aldypaupa 4.3:

AEITOYPIIKO CRM
MEAATEZ '

HAekTpovikd An’ gubeiag
Taxudpoyeio NWANCEIG

ZHMEIA

ENA®HZ ﬁ ﬁ ﬁ ﬁ ﬁ

Enixeipnuatikég d1adikaaoieg
ENIXEIPHZH

Aidypappa 4.3: Asitoupyiké CRM

MnyR: Dyche 2002



To Aeitoupyikd6 CRM  ouclaoTIKd  QUTOMATOTTOIE Kol BeATIWVEI
ETTIXEIPNUATIKEG OIAdIKACIEG TTOU €XOUV VA KAVOUV ME TNV ETMAPH KAl TNV
utroaThpIgn Tou TTeAGTN (Buttle 2009).

O1 onuUAVTIKOTEPEG ETTIXEIPNUATIKEG OlOdIKATIEG TIG OTTOIEG KAAUTITEI £va

TUTTIKG ouoTnua Acitoupyikd CRM eival o1 akdAouBeg (Buttle 2009):

e Autoparotroinon marketing (Marketing automation)
o0 Tunuatotroinon ayopdg (Market segmentation)
o0 Aiaxeipion dia@nuioTIKWV ekoTpatelwVv (Campaign management)
o Marketing paoiopévo o€ ouppBdavra @ (Event-based  (trigger)

marketing)

e AurtoparoTtroinon TwAnoswy (Sales force automation)
o Aiaxeipion Aoyapiacuwyv (Account management)
o Aiaxeipion evdeitewv (Lead management)
o Aiaxeipion eukaipiwy (Opportunity management)
o Aiaxeipion kavahiou (Pipeline management)
o Aiaxeipion emagwyv (Contact management)
o Aiaxeipion mpoo@opwyv (Quotation and proposal management)

o0 Aiapdépewon tpoidvTwy (Product configuration)

e AutopartoTroinon utrnpeciwy (Service automation)

o Aiaxeipion utrobocwv (Case (incident or issue) management)
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o Aiaxeipion eioepxdpevng emikoivwviag (Inbound communications
management)
0 ApopoAdynon (Queuing and routing)

o Aiaxeipion emmmédou utrnpeoiwy (Service level management)

To Aeitoupyikdé CRM 1rpog 1O TTapOV ATTOTEAEI TOV KUpPIO AGYO yia Tov
OTTOIi0 Ol ETTIXEIPACEIG Xpnoigotrololv cuoThpata CRM (Greenberg 2002).
EvdeikTikd €ival 611 n TAEIOVOTNTA TWV AUTOATTOKAAOUMEVWY WG TTpoidvTa CRM
oTnVv ayopd, OUCIACTIKA EMTTITITOUV OTNV  KATnyopia Tou  Acitoupyikou CRM
(Dyche 2002). Mo ouykekpiyéva, ocuppwva pe €peuva Tng Gartner, autr Tn
oTiyuy 7o 90% Twv datravwy yia emevduoels o CRM, agopouv e1TeviUOEI§ O€
oucThuara Asitoupyikou CRM, To OTT0i0 QvapeEveTal va Ic0ppoTroel oTto 70%

pEXP! TO 2020 (Beal 2009).

4.4.2. ANAAYTIKO (ANALYTICAL) CRM

To avaAutik6 CRM €ival oucolaoTIKd €va oUVOAO AsIToupyiwv OTTWG N
oUAANyn, atroBrikeuon, e€aywyn, emeéepyaaia, epunveia Kar dnuocioTroinon Twv
TTeAaTeloKWV- OedopEvwy otnv etaipeia (Greenberg 2002). Ta utrocuoThpaTa
auTd BonBouv TIG ETTIXEIPNOEIS VA ETTECEPYACTOUV ATTOTEAECHATIKA Ta dedopéva
TOUG, WOTE VA TTAPAEOUV OUCIAOTIK TTANPOQOPIa OXETIKA HE TOV TTEAATN KOl PE TN
XPAoN AuTrig va Tov PETaxelpioTouv diagopotroinuéva (Bolton, Steffens 2004).
Autd vyivetal péow TnNG evoTroinOnNg €PYOAgiwv TA OTToid  PITOPOUV  va

eMEEEPYAOTOUV TO OUVOAO TWwV TTEAATEIOKWV dEDOPEVWYV, WOTE VA UTTOOTNPIEOUV
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oTpatnyik TPORAewn TrEAQTEIAKNG TTANPOQPOPIAG Kal aTrdKTNON TTEAATEIOKAG
yvwong (Xu, Walton 2005).

Mia atrd T1IG peyaAUTEPEG TTPOKANCEIG TTOU QVTIUETWTTICEI N ETTIXEIPNON O€
oX£0N TNG ME TIG OXEOEIG TNG YE TOUG TTEAATEG €ival To TpiTrTuxXo: “AlaTTAdTUVOn —
Empnkuvon — EpBaduvon” (SAP 2002). Otrwg TTPoKUTITEL KOl a1rd TNV, avdAuon
TOU Trponyoupevou Ke@aAaiou, 600 TepIoodTEPO €€eAiCel pia emixeipnon TIg
TTEAQTEIAKEG TG OXEOEIG OTOUG AEovEG auToug, TOOO TTEPICTOTEPO TTPOCEYYIlEl TA
{nToupevd TG Tou Oev eival dAa amd Tnv oT1abepry avdaTTUén Kal TRV
KepdoPopia.

AKOAoUBEi pia CUVOTITIKA TTaPOUCiaocn TWV CUVICTWOWY TTOU CUVOETOUV TO

TTpoavaPePBEY TPITITUXO:

o Q¢ «AlammAATUVON>» TTEAATEIOKWY OXECEWV €VVOOUUE TnVv dlelpuvon Tng
TTEAATEIAKNG BACNG TNG ETTIXEIPNONG ME TNV TTPOCONKN VEWV KAl ETTIKEPOWV
meAatwyv. lNa va ptropéoel va emTeuxBei n diamAdtuvon autr, n
emyeipnon Oa Tpémel va ptropei va dwaoel atrdvinon o€ pia oeipd
EPWTNHATWY OTTWG Ta akdAouBa:

o Ti€idoug TeAATEG BEAEI va TTpocBEoel OoTnv TTeEAATEIAKN TNG Bdon;
0 2& TI €idoug TTEAATEG Ba OTNPIXOEI N EAAOVTIKR QvATTTUEN;
o [lolol véor TeAdteg €xouv TBAVOTNTEG va evdla@EépovTal yia Ta

TTPOIOVTA TNG;
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H «EmppAkuvon» Twv TTEAATEIOKWY OXECEWV, €XEI VA KAVEI ME TN

OTABEPOTTOINON TWV OXECEWV PE TOUG ETTIKEPOEIG TTEAATEG OTN OIAPKEIA TOU

XpOvou. Kdrtrola atrd Ta EpWTHAMATA TTOU TTPETTEI VA UTTOPEI VA ATTAVTAOEI

ETTIXEIPNON WOTE va ETTITUXEI TNV ETTIMAKUVON AUTH €ival Ta- akdAouba:

0]

0]

Moloug TreAdTeg BEAEI N etTiXEipnon va dlaTnPNOEl;

Molol TreAdTeg Ba oTnPIEoUV KUpPiwg TRV KEpdoPopPIa TNG;

Molol TeAdTeg €ival mBavév va oTpa@ouVv GTOV AVIAYWVICHO Kal
ylari;

Molol TTeAdTeg Oev €ival IKAVOTTOINUEVOI MPE TA TTPOIGVTA KAl TIG

uTTNPECieg TNG;

Ocov agopd TNV «EpRabuvon» Twy TTEAATEIOKWY OXETEWV, AUTH EYKEITAI

AQEVOG PEV OTN METATPOTT TWV TTEAATWV ATTO €TTOUCIWOEIC O UYWnAd

kKepOOPOPOUG, aPeTEPOU B OTNV. aUgnon uepidiou TTopToPoAiou (share of

wallet) kal oTnV avayvwpion €UKaIpiwv oTauposldwy (cross-selling) kai

avapBaduiopévwy (up-selling) TwAfocwyv. O1 epwTroeIg TToU KaAouvTal Ol

ETIXEIPACEIG VA aTTavIijoouv €0w YyIa va ETITUXOUV TNV €MOUPNTA

EUPABUVON TWV OXETEWV JE TOUG TTEAATEG €ival:

0]

0]

2.€ Troloug TTeAdTEG ptropei va au¢foel To share of wallet;

Mola  Trpoidvta  Kal  UTTNPECiIEG  €VOIOPEPOUV  OUYKEKPIPEVOUG
TTEAATEG;

Mola mpoidvta Kal uttnpecieg Ptropouv va TTwAnBouv padi. Moleg

guKkaipieg cross-selling putropouv va pueAeTnBouy;
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Tig atTavTAoelg o€ OAa Ta TTAPATTAVW EPWTAMATA KAl TWV TPIWV agOVWV
(datrAdTuvon, empuAkuvon Kal €uRABuvon) €pxetal va dWOEl N AVOAUTIKA
ouvicTwoa Tou CRM, 10 avaAuTtik6 CRM. Mg 1a 1oxupd avaAuTiKd epyaleia Trou
0100€T¢e1, TO avaAuTIKO CRM Oivel T duvatoTnTa OTA OTEAEXN TNG ETTIXEIpNONG va
OUAAEEOUV OAN TRV aTTapaitnTn TTANPO@opIa TTou OXETICETAI PE TNV TTEAATEIOKA TNG
Bdaong, va Tnv opyavwoouv KATAAANAa kai oOTn Ouvéxela va €fdyouv Ta
oupTtrEpAcpaTa TTou Ba Ta Bondriocouv va TTApouv TIG KATAAANAEG aTTOQPACEIG,
WOTE VA XTIOOUV au@idpoueg, auoifaia WPENIPES Kal ETTIKEPDEIC OXETEIG UE TOUG
TTEAATEG TOUG.

210 avaAutiké CRM, ol amoBrikeg dedopévwy. (Data warehouses), kaBuwg
Kal ol empEpous ouloyég dedopévwy (Data marts) diadpauatiouv KaBopioTikd
pOAO. Ta dedOMEVA PETATPETTOVTAI OE CUCTNHATIKI TTANPOQOpPIa, 0dnywvTag o€
KOAUTEPN KATAVONON TWV ETIXEIPNUATILOY OUUBAvTwY. Me Tn XpAon epyalciwy
EMIXEIPNMATIKAG €uuiag  (business intelligence) yia Tapddeiypa, Oivetalr n
duvaToTNTA TUNUATOTTOINONG TWV TTEAATWY OE OMOYEVEIG OMADdEG, n OnuIoupyia
NG BAOCIKAG €IKOVAG TOUG, KABWG Kal n dnuIoupyia CUMTTEPIPOPIKWY HOVTEAWY,
MEOW TNG aloAdynong €vog TTARBoug TTapapéTpwy, OTTwWG n mOoTOTNTA, N
KepOOPOPIA, N QEPEYYUOTNTA KAl N €UAIOBNCIA OE OUYKEKPIUEVEG EVEPYEIEG
marketing, ol OTTOIEG GUVETTWG HTTOPOUV OTTOTEAECUATIKA va OXEDQIOOTOUV
TTapakoAouBnBouv (Rajola 2003).

‘Eva emituxnuévo ouotnua avaAutikou CRM evoTroliei dedopéva TTeEAATWV

Kal ev TéAEl diavépel ogaAd Ta dedopéva autd ot €va TTANBOG ETEPOYEVWV
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avaAuTikwy epappoywy. ETol, pia TéTola yvwoiakr Baon, 6TTwg @aiveTal Kal 0TO
Aidypappua 4.4 dnuioupyei véa yvwan yia Tnv mixeipnon o€ kABs aAAnAsTTidpaon

ME TOV TTEAATN, N OTTOI TTPOPEPEI AVEKTIMNTO AVTAYWVIOTIKO TTAOoVEKTAMA (SAP

2002).
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Aidypappa 4.4: T'vwoiakn Bdon meAatwy. OAIGTIKA TTPOCEYYION.
MnyR: SAP 2002

Ei Tou TTapévrog, n mAsiowyngia Twv CRM cuoTnudtwy Kuplapxeital atrd

EQAPPOYEG OXETIKEG ME TO AsiToupylikd6 CRM. H gpappoyry Tou avaAuTtikol CRM
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€ival OXETIKA XauNAr Kal n TapeExeTal yovo atrd OopIoUEVEG NYETIKEG ETAIPEIEG TOU

Xwpou (Xu, Walton 2005).

4.4.3. LYNEPIATIKO (COLLABORATIVE) CRM

To ouvepyatiké CRM eival pia €101Kr) AeIToupyIlkOTATA N OTroia KAvel duvaTth
TNV AP@idpoun ETIKOIVWVIa PETAEU ETTIXEIPNONG Kal TTEAATN, JEOW Miag TTOIKIAIAG
KavoAlv, WOTE va €EUTTNPETAOCEI Kal  va BeEATIWOEl TNV  TTOIOTNTA  TNG
aAAnAetridpaong Toug (Dyche 2002). lMpdkeiTal ouciacTIKA yia €va ETTIKAAUPMA.
Eival To KEVTPO €TTIKOIVWVIOG, TO OUVTOVIOTIKO OIKTUO, TTOU TTAPEXEI TA JOVOTTATIO
ETMIKOIVWViag TTeAATN Kal eTTIXEipnong (Greenberg 2002).

Mia o gupgia TTpoogyyion Tou ocuvepyaTikou CRM avagéper 611 Ta CRM
OUCTHUATA  EVOTTOIOUVTAI HE ETTIXEIPNOIOKOU €UPOUG OCUCTHHATA WOTE  va
EMTPEYOUV KOAUTEPN - AVTATTOKPION OTOUG TrEAATEG MEOCW TNG €QODIACTIKAG
aAucidag. lMNa tapddeyua, éva ocvotnua CRM ptropei va emekTabei woTe va
TepIAapBavel - uTTaAAnAoug, - TTpounBeutég 1 ouvepydteg. ‘Eva  ouoTtnua
ouvepyaTikoUu. CRM utropei va Tpoo@épel yvwon Kal epyaAcia o€ KABe pEAOUG
QUTAG TNG BIEUPUPEVNG ETTIXEIPNONG Kal va BonBrioel oTnv TpowBdnaon TTwANCEWV
MEOW OAwWV Twv KavaAiwv, amd 1o TNAEQWVIKO KEVTPO wg TO OladikTuo (Xu,
Walton 2005).

XpNOIYOTTOIWVTAG OaVv  TTapAdelyya Tov KAADO TWwV KATAVOAWTIKWY
ayabwv, Trapadooiokd 1o CRM xapaktnpietal amd TnV OTOMIKN avAaAnyn

TPWTOROUAILY, TOCO aTO TNV TTAEUPA TWV KOTAOKEUAOTWY, 60O Kal TWV
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METATTWANTWYV. 2T0 PEANOV €VOEXOMEVWG VA HNV €ival €QIKTO Mia €TaIpEia VO
diegdyel Tn diaxeipion Twv TeAaTwyv ¢ pévn ¢ (Kracklauer, Mills, Seifert 2004).
AapBdvovtag utroywn TN dlopKWS auéavouevn NETABANTOTNTA TNG CUUTTEPIPOPAS
TWV TTEAATWV, N IKAVOTTOINOTN TWV AVOYKWY TOUG KAl N €TTEUEN TNG IKAVOTTOINCGNAG
Toug ¢€ival pia eaipeTikd TTOAUTTAOKN dladikacia. ESw akpIfwg €pxeTal To
ouvepyatTik6 CRM, wote va evwoel TOpoug  Kal amd  TIG OUO  TTAEUPEG
(kaTOOKEUQOTH KAl PETATTWANTA) KAl va  EMITUXEL TO MEYIOTO  €mMOUPNTO

atroTEAECHA, OTTWG PaiveTal kal atrd 1o Aidypauua 4.5:

AlaTipnon NEAATAOV Aiatiipnon NnEAATOV
(KaTaokeuaaoTrig) (MeTan®wAnTAG)

e AneuBeiag Marketing

e Ala@nuion (TnAeopaon,
Padiopwvo KAn.)

e ZUAN\oyol neEAATQV -
£KONAWTEIC

v

2YNEPIATIKO CRM

AiaTnipnon neEAaT@v Ailatiipnon NneEAATOV

(KaTaokeuaoTrg) P (MeTan®AnTAG)

\ 4

Aidypappa 4.5: OAokAfpwon péow Tou ZuvepyaTtikol CRM
Inyn: Kracklauer, Mills, Seifert 2004
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Mia JIa@QopeTIKy TTPOCEYYION Tou ouvepyatTikou CRM avageEpel OTl
TTPOKEITAl YIO Mia €KTETAPEVN MOP@r) Tou amAou CRM T1rou Trpovoei yia 1o
Moipaopa TTAnpo@opiag HETA&U Twv dIaPOpWYV TUNNATWY JIag eTTixeipnong. Me tn
BonBeila TOU OuvepyaTikou CRM, T1a TuAuATa  TTWARCEwy, — marketing,
e€UTTNPETNONG TTEAATWYV KAl TEXVIKAG UTTOOTAPIENG MTTOPOUV va €Xouv TTpOaacn
oTnV TTANPo@opia TTou TO KABE TUAMA £XEl OTa TTANPOYOpPIaKd cuoTiuartd Tou. O
ATTWTEPOG OKOTTOG TOou ouvepyaTikou CRM  €ivalr va  XpnoIMOTTOIOEl  Th
oUuMeydpuevn TAnpo@opia amd Ta did@opa CUCTAMATO WOTE va BeEATILWOEl TNV
TTOIOTNTA TNG EEUTTNPETNONG TWV TTEAATWYV KaI, oAV ATTOTEAECMA, va auéAoEl TV

IKavoTroinon Kai Tnv moTtdétnTa Tou TTEAATN (Edwards 2007).

4.4.4. ANTIMAPABOAH AEITOYPIIKOY KAl ANAAYTIKOY CRM

OT1rwg €idape avaAuTIKA TTPONYOUNEVWG, To Asitoupyikdé CRM €0TIAEl OTN
ouvaAAayr Pe Tov TTEAATN, WOTE va OnuIoupyroel atTodoTIKOTEPN AAANAeTTIOpacn
ME auTov, evw TO avaAuTikdG CRM eoTidlel otn dnuioupyia yvwong yupw atrd Tov
TTEAATN, WOTE VA UTTOOTNPIEEl 0G0 TO duvaTov TTEPICTOTEPO DIAPOPOTTOINUEVN KAl
OTOXEUMEVN  QVTINETWTTION TTPOG auTOV. Oa JTTopoUcE Kaveig va Trel OTI TO
avaAuTik6 CRM cuvioTa 1n Aoyikr) ouveExeia Tou Asitoupyikou CRM.

Ooov agopd 10 Xpovikd opifovia atrddoor§ Toug yIa ThV ETIXEIpNON, TO
avaAuTiké CRM pTropei va BewpnBei ouoiaoTiKa pia JaKpoTTpdOeoUn OTPATNYIKNA
TTOU PTTOPEI va 0dnyAoel o auéavoueva oQEAn, KaBwWS n yvwon yupw otrd Tov

TTEAATN, OTTWG Kal N IKavoTnTa dpdong BAoel auTAG TNG yvwaong BeATIWVOVTAl UE
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TNV TTApodo Tou Xpodvou, o€ avtibeon pe 1o Acitoupyikd CRM 10 o1roio atrodidel
MEV TTIO YPAyopd, OUWG ME TNV TTAPODO TOU XPOVOU Ta OPEAN TTOU TTPOKUTITOUV

@TAVOUV O€ £va Avw O6pI0, OTTWG QAIVETAI TTAPACTATIKA Kal 0To AiIdypaupa 4.6:

AgiToupyiko CRM AvaAuTik6 CRM

/ prvo; / Xpbvo;

=Oo®m
=Oo®

Aidypappa 4.6: Xdykpion amédoong emévduong (ROI) Asitoupyikou kai AvaAutikod CRM
IInyn: Bolton, Steffens 2004

Av Kal TIo BpaxutrpoBeoua, TTpo@avwgs Kal Ogv HTTOPoUV va ayvonBouv Ta
OQEAN TTOU TTPOKUTITOUV aTTO TN XPrion Tou Acitoupyikou CRM, atrAd autd tTou
TTPETTEl VA TOVIOTEI €ival N avayKaldTnTa Yo CUUTTARPWOTN Kal TTAAICiwon Tou atro
€va ouoTnua avaAutikou CRM, woTe va PTropEoel va Yivel TTAApNG EKUETAAEUON
Twv duvatoThTwy TTou T0 CRM OTO GUVOAO TOU TTAPEXEI KAl VO QVTIMETWTTIOTEI

ATTOTEAECHATIKOTEPA O AVTAYWVIOUOG.
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KE®AAAIO 5.

E®APMOIEZ KAl O®EAH TQN 2Y2THMATQN CRM 1A
THN ENIXEIPHZH

5.1. TENIKA

‘Exovrag Treplypdyel TN YEVIKOTEPN OAPXITEKTOVIKA) TWV OUCTNUATWYV
dlaxeipiong TteAateiokwy oxéocewv (CRM), kaBwg kai 10 pOA0 TTOU KAOE
ouvioTwoa egival o Béon va OladpauATIOEl, TTPOXWPAUE OTNV  AVAAUTIKN
TTapoUCiacn TWV TTPAKTIKWY EQAPHOYWY TTOU auTd BPioKouv, KaBWGS TWV 0QEAWV

TTOU N ETTIXEIPNON ATTOKOWICEI ATTG TN XPNOIKMOTT0INCT) TOUG.

5.2. EGAPMOrIE2 TON 2Y2THMATQON CRM

O1 kUpiol TOpEIC OTOUG OTTOIOUG N XpNolYoTToinon cuoTnudatwv CRM
Bpiokel epappoyn gival o akdéAouBor:
e [MwAAoeig
e Marketing

e  E&utmnpétnon MNeAatwv

ZTIG evOTNTEG TTOU OKOAOUBOUV YIVETAI EKTEVHG AVAPOPA TWV EQAPHUOYWV

o€ KABe Topéa EeXxwpIoTd.
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5.2.1. NQAHZEIZ

H Baoikf e@apuoyry Tou CRM oOTOV TOMEA TWV  TTWANCEWY  HIOG
ETMIXEipNONG €ival n duvaTtdTNTA TTOU TNG TTAPEXEI YIA QUTOPATOTIOINCT TOU, NEOW
TOV OMWVUUWV e@apuoywv (sales force automation — SFA) tou OioB&tel. H
TEXVOAOYIKA] TTAEUPA TWV EQPAPUOYWV OQUTWV KAVOVIKG ouvodeUETAl QTTd Mia
TpooTdBela PBeAtiwong kai TutroTroinong TnG diadikaciag TwAnong. AuTto
TepIAapBavel TRV uAotroinon uiag peBodoloyiag TTwAncewyv. O1 peBodoloyieg
TTWANCEWV ETMITPETTOUV OTA PEAN TwV OMAdWYV TTWANCEWV va UIOBETACOUV pia
TUTTOTTOINUEVN QVTIANWN TOu KUKAOU TTWANONG Kail pia koivly yAwooa yia va
MTTOPOUV va XEIPIOTOUV OAa T OXETIKA PE TTwWARoEIG BépaTa (Buttle 2009).

21a oucotiuara CRM, n T1péxouca TAnpogopia TOoU TrEAATN, TNG
OUVOAAQYAG, TOU TTPOIOVTOG KAl TOU QVTAYyWwVIOTH atrofnkelovTal o€ Mia KoIVA
Baon dedopévwv Kal gival TTPOOTTEAdCIPA ATTO TO TTPOCWTTIKO TTwANcEwv. H
dladikacia TG TTwANoNG e€ivar diagopwuévn péoa amd tnv e@apuoyr. H
onuioupyia kKal TrapakoAouBnon TTapayyeAiwv €ival EVOTTOINUEVEG £TCI WOTE O
KUKAOG TTWANONG KA&Be TeAdTn va ptropei va TapakoAouBnBei. OAa autd divouv
TN duvaToTNTa dNUIoUPYIaG YIag Povadikhg €IKOVAG Tou TTEAATN, N OTToIA TTEPIEXE!
OAn Tnv TpoavagepBeioa TTANpoopia Kkal n otoia eivar diaBEaiun yia 6ooug
€xouv e€ouaiodoTnon ato cuoTtnua (Xu et al 2002).

Ol eQapuOYEG QUTEG, Ol OTTOIEG WG ETTI TO TTAEIOTOV AVAKOUV OE€ CUCTHHATA
Aeiroupyikou CRM, atraptiovral amoé éva TARBo¢ Bacikwy epyaAgiwy, Ta OTToia
gival Koivd oTIG TrePIcOOTEPEG AUoelg TTou eival OlaB€éoiyeg otnv ayopd. Ta

BaoikoéTEPa aTTd AUTA €ival:
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Aiaxeipion emagwyv (Contact management). H diaxeipion €magwyv gival 1o
UTTOOUVOAO TOUu SFA TO OTT0i0 QOXOAeiTal PE TNV Opydvwon Kal Tn
Olaxeipion OcdOMEVWV OXETIKA WE TOUG UTTAPXOVTEG TTEAATEG KAl TOUG
EKTTPOCWTTOUG TWV UTTOYAPIWV ETAIPIKWY TTEAATWV TNG eTalpeiag (Dyche
2002) kal €mITPETTEl OTOUG XPNOTEG va dlaxelpiCovral 1o TPOYPAUNA
ETIKOIVWVIWV TOUG ME autoug (Buttle 2009). H  mAnpogopia T1oU
KOAUTITETAI €ival OXETIKA) ME OVOMATETTWVUMA, -~ oToIXEia - dleubBuvoewy,
TNAEQWVIKOUG apiBuoug, emmdyyeAua, €talpegia epyaoiag, TiTAo 1 6€on,
OXETIKEG EVEPYEIEG, OXETIKA CUVNUMEVA APXEIQ KATT.

Aiaxeipion Aoyapiacuwv (Account management). [Npdkeital ouolaoTIKA yia
AEITOUPYIKOTNTA PE TTapdpoIa AoyiKA PE QUTH TNG JIaXEipIoNG £TAPWY, N
oTToia aPopd OPwWG TTEAATEG ME €TAIPIKA UTTOOTAON (VOMIKA TTPOOWTTA).
EmimAéov, o kdBe Aoyapiacudg duvartal va €xel TTOAATTAEG DIaCUVOEDEIG
ME AAAEG TTANPOPOPIES, OTTWG TO GUVOAO TWV ETTAPWYV TTOU QVTIOTOIXOUV O€
auToOVv.

Aiaxeipion eukaipiwv (Opportunity management). H diaxeipion eukaipiwyv
EMTPETTEI OTOUG XPAOTEG va avayvwpioouv kal va e&eAifouv eukaipieg
TwWANoNG amé 10 o1adio TnG €vdeiEng (lead) pEXpPI TNV OAOKARpWON TOUG
(closure), aAAG kal TTEpAITEPW, MEXPI TNV UTTOOTAPIEN META TNV TTWANGCN
(after - sales support) (Buttle 2009). >ko16¢ NG OlAXEIPIONG EUKAIPILWV
gival va TTapéxel Yia ac@alry oTpaTnyikr), WoTe va d1Iac@aAIoTeEl OTI Kapia
EVEPYEIA, EYYPAQPO, ETTIKOIVWVIA KAl YEVIKA OXETIKI TrAnpogopia, Ogv

TPoOKEITAl va XaBei | ek TTapadpouns TapaAnelei. ‘Etol ouoiacTikd ol
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TTWANTEG PTTOPOUV va akoAouBrjoouv pia Trpodiayeypaupévn diadikaoia
TTOU TOUG ETTITPETTEI VO UETATPETTOUV TIG €UKaIpie¢ o€ TTwARoelg (Dyche
2002). O1 TwAnpogopieg TOU aToBnNKEUOVTAI OTA  UTTOCUOCTHHATA
dIaxEipIoNG EUKAIPIWV £XOUV VA KAVOUV, €KTOG aTTd ThV €UKAIpia auTrh Kad’
auTr], Kal PE oToIxeia OTTWG TO TrOI0G JIaXEIPICETAI TNV EUKAIPIA, TNV
mOavATNTA YETATPOTING TNG O€ TTWANOCN, To OTAdI0O OTO OTT0I0 BPIoKETAI N
dladikaoia TTwANoNG, TNV EKTIMWHEVN NUEPOMNVIa OAOKANpwoNg NG
guKaIpiag, KaBwg Kal TTANPOPOPIa TTOU APOPA TOUG AVTAYWVIOTEG, dNAAdN
TTOIOI €iVAl Ol AVTAYWVICTEG YIO Tr) OUYKEKPIYEVN €uUKAIpia KAl TTOI0G O
EKTIMWMEVOG KiVOUVOG VO KATAPEPEI VOGS € QUTWY VA TN PETOUCIWOEI OE
TTwANoN.

Aiaxeipion mpoogopwyv. (Quote / proposal management). H diaxeipion
TPOCPOPWY KAT QapxnVv autopartotrolei 1 diadikacia  dnuioupyiag
TTPOCPOPWYV, WOTE Va £EOIKOVOUEITAI XPOVOG KAl VO EAAXICTOTTOIOUVTAI TA
AdBn. O xpnotng kataxwpei dedopéva OTwWG KwAIKOUG TTPOIdVTOG,
TTOOOTNTEG, TTPOOWTTIKA OTOIXEIA TTEAATN KAl ATTAITHOEIG OIAVOMNG KAl TO
oUoTnUa autouaTa dnuIoupyei Pia TiyoAoynuévn Tpoo@opd AauBdvovtag
uTTOWn TN OXETIKN B6£on Tou TeAdTn (Buttle 2009). MNapdAAnAa divel Tn
duvatoTNTA  YIO QUTOMOTOTTOINMEVN METATPOTI) TWV TTPOCYPOPWY OFE
TTapayyeAieg, oTroTedATTOTE AUTO ATTAITEITAL.

lMpoBAswn mwAncswv (Sales forecasting). Méow Twv €Qapuoywv
TPORAeWNG TWAAcewv divetal n duvatdTNTA AVAAUCNG KAl €EKTINONG

eukaipiwv TTwAAcewv. ‘ETol n emTixeipnon propei va utroAoyioel HEAAOVTIKA
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KEPON, va TrAPEl E€TMEVOUTIKEG QTTOQACEIC KAl VA TTPOXWPNOEl OTn
dnuioupyia Kal TNV Tpowonon VEwv TTPoidvTwy Kal utrnpeaiwy. [pétrel va
ONMEIWBED OTI yia TNV 0pBr KAl ATTOTEAECHATIKA XPrON TWV CUYKEKPINEVWV
EPYOAAEIWV QTTAITEITAI APKETH) YVWON KAl EYTTEIPIA ATTO TOUG TTWANTEG.
Aiaxeipion mpounBeiwv (Commission management). [lMpdkeiralr yia 10
epyaAgio utroAoyiopou TrpopnBsiwv Twv TTWANTWwv. - FpodkeTalr yia €va
APKETA TTOAUTTAOKO 0T JIaPOPPWON UTTOCUCTNUA, KABWG KaAgiTal va
EVOWMPATWOEI TO OUVOAO TNG TTEPITITWOIOAOYIOG TwV KAVOVWY PACElI TWV
oTToiwv atrodidovTal oI TTPOPNBEeIEG OTOUG TTWANTEG. To yeyovog Ot ol
TTWANTEG TTOAANEG QOPEG MoIpAlovTal KOIVEG EUKQIPIEG TTWANONG, KaBIoTd
TOV UTTOAOYIOUO TOV TTPOMPNBEIWV  aKOMAQ - TTIO  TTEPITTAOKO KAl  ThV
TTOAUTTAOKOTNTA  JlIONOPPWONG TNG  EQAPHOYNG aKOUa  PeEYAAUTEPN.
Agdopévng TNG ONUAVTIKOTATAG TTOoU €XEl amodoon TPoPNnBeIwy oTnv
BeATiwon TNG QTOTEAECHATIKOTNTAG TwV TWANTWY, YIVETAI QUTOMOTO
KaTavonTA n onuacia ou £xel N 0pBr) Kal dueon amddoor| Toug.
Aiauéppwon mpoidviwv (Product configuration). Méow Tng dilapdpewong
TPOIGVTWY, Ol XPHOTEG - €xouv Tn Oduvatétnta va oXedidfouv Kal va
TIMOAOYOUV TTPOCAPHOCHEVEG TTPOIOVTIKEG AUCEIG TTOU QVTATTOKPivOVTal
OTIG €KACTOTE aAVAYKEG Twv TreAatwyv Toug. O1 TTpocapuoyEG  gival
IDIITEPWG XPrOIUEG OE APKETA TTEPITTAOKES TTEPITITWOEIG TTPOIOVTWYV, OTTWG
AuTEG TWV AUoEWV TTANpo@opiknS (Buttle 2009).

Aiaxeipion mepioywyv (Territory management). H diaxegipion Treploxwy

AVOTITUOOEl KAl EQAPPOCEl Yia OTPATNYIK) WOTE VA KOTEUBUVEI EVEPYEIEG
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TTWAACEWV TTPOG TOUG TTEAATEG OE EEXWPIOTEG TTEPIOXEG, TTOU OpifovTal E€iTE
YEWYPOAQIKA, €ite Pe AANO TpOTTO, pe OKOTTO T dlATAPNCN YPAMHWV
emKolvwviag, TN BeAtiwon NG  KAAUWNG TTWAACEWV  Kal - TNV
ehayiototroinon otatdAng xpévou. MEow Tng dlaxeipiong TTEPIOXWV
Oivetal n duvatoTNTA OTNV ETTIXEipNON Vva  OPOPOAOYNOEl  auTOpaTa
EUKAIPIEG TTWANCEWY, AOyaplaopoug, ETTAPEG KAl EVEPYEIEG OTA apuOdIa
TUAMATO  TTWAACEWY, OUPPWVA ME EUENIKTOUG Kal  OIQPOPPWOINOUG
KavOVeG.

Aiaxeipion kavaAiou (Pipeline management). H diaxeipion kavaAiou,
OUCIAOTIKA ava@épeTal aTtn dlaxeipion Tou KUKAou {wnig Tng dladikaoiag
TTwAnong. Auté utropei va TepIAAPBAvEl avaBewpnon Twv OuvNTIKWV
TwANoewV, dlaxeipion TG PONG EUKAIPIWY, TTPORAEWN TTWANCEWV Kal
€000wv, dlaxeipion OxECOEwV PE TOUG duvnTIKOUG TTEAATEG, QATTOTIUNON
NTNUATWV TTOU ETTAPEACOUV TNV TTWANON KABWGS Kal KATAoTpwon oxediwv
yia €miAucr Toug KATT. H €AA€IYn €TTAPKOUG ETTOTITEIAG TOU KAVAAIOU TOUG
MTTOPEI va €XEI GNUAVTIKEG ETTITITWOEIG YIA TNV TTOPEIA TWV ETTIXEIPOEWV
a@ou &x1 HOVO WPTTOPEI VA ATTOTPEWYEI TIG ETAIPEIEG ATTO TO va ETTITUXOUV TA
OIKOVOMIKA ~QTTOTEAECPATA  TTOU  QVAPEVOUV Ol XpngaTtayopeg (6tav
TTPOKEITAI VIO EICNYHEVEG OE XPNUATAYOPEG ETTIXEIPAOEIG), ME OAeG TIG
APVNTIKEG CUVETTEIEG TTOU AUTO PTTOPEI va ETTIPEPEI, AAAA PTTOPEI ETTIONG VA
TOUG TTPOKaAEDEl onuavTika TTpoBAAuata o€ Acitoupyikd emriredo (Siebel

2004).
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5.2.2. MARKETING

A6 TV oTTIK ywvia Tou marketing, o CRM divel T duvarétnta oTnv
ETTIXEIPNON VA TAUTOTTOINOCElI KAl VA OTOXEUOElI TOUG KOAUTEPOUG  TTEAATEG,
oUPJQWVa JE OTOIXEID TTOU AQOPOUV TNV TIPOCPATN KATACTOON TOUG, TNn
ouxvoTtnTa cuvaAlaywv Toug, aAAd Kal Ta XprjpaTa Ta otroia EodeUouv yia ayopd
TTPOIGVTWV 1] UTTNPECIWV TNG ETTIXEIPNONG (Xu et al 2002).

Ta dedopéva amrobnkevovTal oTnv KEVTPIKY Bdon dedopévwv Tou CRM Kal
emegepyddovial  PEOW  MIAG  O€IPAG QVOAUTIKWYV - €pyaAgiwv, wOoTE va
OnuIoUpyHoouV TTPOPIA TTEAATWY, VA TAUTOTTOINOOUV TTPOTUTTA CUMTTEPIPOPWV
TOUG, va TTPOCdIopicouV TO ETTITTEDO IKAVOTTOINONG TOUG KAl VA UTTooTnpi§ouv TNV
TUNMATOTTOINONG TNG OUVOAIKAG TreAateiokng  Bdong (Xu, Walton 2005). Ol
EQPAPHOYEG TTOU avaAauBdvouv va eKTEAECOUV TIG BIAdIKACIEG QUTEG, AVIIKOUV WG
KATA KUPIO AGyo OTIG epapuoyES avaAuTikou CRM. H TTAnpogopia kai yvwaon Tou
QTTOKTATaI OTTO TIG OUYKEKPIYEVEG EQAPMOYEG Ponbdel TIG ETTIXEIPOEIS VA
oxedIAO0OUV Kal va UAOTTOIOOUV TIG KATAANAEG OTPATNYIKEG TTpowdnong Kai
marketing (Xu, Walton 2005).

MapdAAnAa, n autopatotroinon Tou marketing, ouclaoTIKA €QApPUOLEl TNV
TEXVOAOYiQ OTIG  €TIXEIPNUATIKEG dladikaoie¢ marketing. Me TIGC €QApPUOYEG
auTtopartotroinong — marketing  pmopouv  va  €EutrnpeTnOolv  dIAPOPES
AEITOUPYIKOTNTEG, OTTWG N TUNUATOTTOINON TNG TreAaTEIOKAG Bdong, n dlaxeipion
OIa@NUICTIKWY - EKOTPATEIWV (Campaign management) kal 10 Baciouyévo O€
oupBavta (event based) marketing. Méow TOu AOYIOUIKOU, OI XPHOTEG £XOUV TN

duvatoTNTA va XPNOIMOTTOIOUV JeDQOUEVA OXETIKA ME TOUG TTEAATEG, WOTE va
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avaTrTUEoUV Kal va EKTEAECOUV OTOXEUMPEVEG ETTIKOIVWVIES Kal TTpoo@opéS (Buttle

2009).

Eivar epgavrg Aoirév n ity epapuoyry Tou CRM oTov TOMEQ TOU

marketing piag €mixeipnong, 1600 HE TIC EQAPUOYEG AVAAUTIKOU, 600 Kal HE TIG

EQPAPMOYEG AciToupyikou CRM.

Mo ouykekpIPEVA, OI ONUAVTIKOTEPEG duvaTOTNTEG TToU- TTapEXEl To CRM

OTNV ATTOKTNON KAl aVAAUCT yvWwong OXETIKA PE TOV TTEAATN, €ival OI TTAPAKATW

(Xu, Walton 2005):

Taurorroinon orparnyik@ onuavrikwy mmeAarwy. Me tn xprion tou CRM
givalr duvatév va TaAuTOTTOINBOUV Ol OTPATNYIKG ONUAVTIKOi TTEAATEG, Ol
OTTOIOI €V YEVEI NTTOPOUV VA XWEICTOUV OTIG £EAG TECTEPIG OPADES: ZTOUG
TeAdTeG ME uWnAR dlaxpovikn agia (lifetime value), o€ auToug TTOU TTPWTOI
uioBeToUv T VvEQ TIPOIGVTA Kal OIOUOP@WVOUV Trn  MEAAOVTIKY TAON
(benchmarks), o€ auTtoug epTTvEOUV OAAQYEG OTnNV  ETTIXEipNON O
OTTOIOVONTTOTE TOMEQ KAl O€ AUTOUG TTOU ATTOPPOPOUV ducavdloya uynAo
o1aBepd KOOTOG, ETMITPETTOVIAG £TOI OE AAAOUG MPIKPOTEPOUG TTEAATEG VA
METATPATTOUV OE ETIKEPOEIG.

Tunuarorroinan meAatwyv yia eéarouikeuon umrnPEcIwy. H Tunuarotroinon
TeAaTwy - divel TN OuUvATOTNTA  OTNV  ETIXEIPNON va TTAPEXEl  TTIO
€COATOMIKEUPEVEG KOl KATA CUVETTEIN TTIO EAKUCTIKEG TTPOCQPOPES TTPOIOVTWV
KAl UTTNPECIWV O€ EEXWPIOTEG OPADES TTEAATWYV, OE KATTOIEG TTEPITITWOEIG
MAAIOTO akOua Kal o€ EexwploToug TreAdTeg. To CRM divel Tn duvatdtnTa

avaAuong TwWV KPITNEIWV TUNUATOTToINONG, TOOO YIa UTTAPXOVTEG, 600 Kal
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yla duvnTikoUug TTEAATEG, KAVOVTAG £TOI EQIKTA TNV TTAPOX TTPOIOVTWY Kal
UTTNPECIWV TTOU  AVTATTOKPivovTal 0600 To Ouvatdév KaAUTEpa OTIG
ATTAITAOEIG KAl AVAYKEG TOUG.

e [lapakoAouBnon kai povreAorroinon (Eu@avwy Kai apavwy) TPoTuTwy
ouutrepipopac  meAarwy. Eivar n  diadikacia  1rou  mepIAaUBAvel TV
TUNMOTOTTOINON TTEAQTWV OE€ OTOXEUMEVEG OMADEG, TOV - OPIoCUO TWV
KPITNPiwv yia PETPNON CUUTTEPIPOPAGS, TOV €AEYXO Kal TTapakoAouBnon
TWV  aA\aywv OTn  CUUTTEPIPOPA  Kal Tn  Onuioupyia  TTPOTUTTWV
OUMTTEPIPOPAS. H oupPTTEPIPOPA TWV TTEAATWY TTPETTEI VA TTAPAKOAOUBEIiTAl
Kal va eAEyXeTal DIOPKWG WOTE VA avayvwpidovTal acuvhBIoTeG TACEIG Kal
apavy TpoétuTta Kal 1o CRM divelr T Ouvarotnta aut) PEOW
€CEIDIKEUPEVWIV EPYAAEiWV.

o [lpdBAswn mBavwyv evepyeiwv. MEow TNG Xpriong Tou CRM cival duvarr n
TPORAEWnN TIOAVWV EvEPYEIWV TTOU €ival duvatév va yivouv atmmd Toug
TTeAdTEG, BAOEl TNG avdAuong TWV TTPOTUTTWV CUMTTEPIPOPAS TTOU E£XOUV
non OonuioupynBei. ‘Etol, n eTaipeia €ivar o€ Béon va Trpofei OTIG
KATAAANAEG evépyeleg WOTE va TTPOAABEl TTIBavr) apvnTIK CUUTTEPIPOPG 1)

va evIoXUOEl BETIKA TUUTTEPIPOPA ATTO TRV TTAEUPd TOU TTEAATN.

Ooov agopa TiIg duvatdTnTeG TTou To CRM divel 0TV AQUTOUATOTTOINCN TOU

marketing, auTtég PTTopouv va avaAuBouv oTi akOAOUBEG:
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Aiaxeipion diapnuiotikwyv ekotpareiwy. Méow g xprions CRM, divetal n
duvatoéTNTa OTNV ETTIXEIPNON VO QUTOPATOTTOINCEl KAl va - DIOXEIPIOTEI
ATTOTEAECHATIKA TIG DIAPNMIOTIKEG TNG ekaTparteieg. O1 XpAOTEG UTTOpOoUV Va
eTeepyaoTOUV KAl VO avaAUuoouv Ta dedouéva TTou €XOUV OTNV KAToxA
TOUG, WOTE va OUAAGBouv Tnv 10€a TRG dIAQNUICTIKAG EKOTPATEIAG, VA
KaBopioouv o€ TToIoug Ba atreuBbuVvBEi Kal 0Th CUVEXEIQ va avaBEoouv aTo
ouoTnua va Tnv ekTeAéoel autépata. H otdxeuon Twv. TeAATwy, O
OPICHEVEG TTEPITITWOEIG, PMTTOPEI VO @TACEI OTO £TTITTEDO TOU €VOG TTEAATN,
KaBiotwvtag duvatdé va  oxedlaoTouv  POvadIKEG KAl TTANPWGS
egatopikeupéveg etmikoivwvieg (Buttle 2009). AkoAouBei pia Aiota pe TIg
ONMAVTIKOTEPEG OUVATOTNTES TTOU N DlaxEipion dIA@NUICTIKWY EKOTPATEIWV
divel otnv emixeipnon (Imhoff, Loftis 2002):

0 2XeOIAoNOG TTPOWONTIKWVY EVEPYEIWV

o [levikn Teplypa@r) {NTOUPEVWY £KBaong

0 OpIop6G PETPACIPWY KPITNPIWV ETTITUXIOG

0 2uvioviopOog  TTOAAaTTAWV  KavaAlwv KAl yeyovoTwv  yia

AUTOPATOTTOINCN ATTAVTATIKWY EVEPYEIWV
0 XTiolgo Kal QoKIury OOKIMACTIKWY EKOTPATEIWV OE UTTOOUVOAO
TEAQATWV OTOXWV

0 AToBrAKeuoN Kal ETTAVAXPNOCIYMOTTOINCH TTPONYOUUEVWY EKOTPATEIWV

0 - Eicaywyn AioTwv TTeEAQTWV OTOXWV a1Td AAAEG TTNYEG

o [lapakoAouBnon epwTAuaTwyY TTEAATWV OXETICOPEVA APECA HE TN

O1a@NUICTIKY EKOTPATEIN
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0 [lapakoAouBnon oAoKANPWOEWV TTWANCEWV OXETICOPEVWV ANECT
ME TN OI0QNUICTIKN EKOTPATEIA

2 moAukavaAikda trepiBdAAovTa, n dlaxeipion dla@NUICTIKWY EKOTPATEIWY,
gival 1Id1aitepa evolapEpouca. Mepikoi AlavéuTropol Hodag, yia TTapdadelyua,
gxouv  TOAMOTAG  kavdAia  cuvaAAaywv  CUMTTEPIAAUBAVONEVWY
avegdpTNTWV KATAOTNUATWY, EIBIKWV TUNPATWY OE  TTOAUKATOOTHUATA,
IOTOOENIDEG NAEKTPOVIKWV QyOopwY, KATAAOYOUG yia ayopEG aTrod TO OTTITI,
iowg aképa kal TNAeOTITIKG OTOBUSO TTWANCEWV. Opiopévol TTEAATEG
eVOEXOMEVWG Va €ival povadikoi o €va kavaAl, aAAd ol TrepiocadTtepol Ba
gival TToAukavaAikoi duvnTiKoi ayopaoTEG, av dev gival 0N  TEAATEG O€
TEPIOOOTEPA TOU €VOG KavAAiou. H oOAokAfpwon Twv OTpaATNYIKWV
ETMIKOIVWVIAG KOl TTPOCPOPWYV Kal N amoTiynon Tng amodoorg Toug,
aTraITel €vav onPAvTIKO TEXVOAOYIKA KATEUBUVOUEVO OUVTOVIOUO avAaueoa
o€ autd Ta KavaAia (Buttle 2009).
Event based marketing. Q¢ event based marketing, opiletal n
avayvwpior, KaBopiopdg Kai €KTEAECN OIAPNUICTIKWY EKOCTPATEIWV Ol
oTroieg €ival BaCIOPEVEG OE YEYOVOTA TTOU €TTNPEACOUV T OXEON ME TOV
eAaTn (Collins 2007). lNpokeiTal yia evépyeleg Tou Eekivouv atmod Tnv
ETTIXEIPNON, WG ATTAVTNON OE EVEPYEIEG TWV TTEAATWV. [0avIKO6G OKOTTOG TOU
event based marketing €ival n duvatoéTnTa AVTIdPACNG OTA OXETIKA PE TOV
TTEAATN  yeyovoTa OXedOV ot TpaydaTikdé Xpdévo (Dyche 2002). Ol
EMXEIPACEIC MTTOPOUV va emeepyacTolv  Ta apxeia ouvaAlaywv,

TTWANCEWV KAl €EUTTNPETNONG TTEAATWV Kal va €§dyouv €KUETOAAEUOIUN
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TTANPO@OPIa OXETIKA HE T OCUOCXETION YEYOVOTWV KAl ATTOTEAECUATWV
(Buttle 2009). Eivar mBavod, yia mTapddeiyua, ol TeAATEG TToU ayopdlouv
QEPOTTOPIKA EICITAPIA VIO EEWTIKOUG TTPOOPICHOUG va ayopdlouv €TTiong
uywnAng agiag utrnpeoicg ao@dAeiag Cwng Kal uyeiag. Av n €TTIXeipnon €xel
avakaAUWel aQuThA TN CUCXETION, UTTOPE va TTPowenoel TETola  TTpoidvTa
OTOUG TTEAATEG TTOU AyopAdouv Ta CUYKEKPIPEVA €I0ITHPIA. To event based
marketing divel T OuvaTtdTNTA YIO OXETIKOTEPEG TTPOCPOPEG OTOUG
TTEAATEG, PACIOPEVEG OE ONUAVTIKA YEYOVOTA, OE OXEON ME TIG OTTAEG
MOCIKEG  OIA@NUICTIKEG EKOTPATEIEG, Ol OTTOIEG  PTTOPOUV VA  TOUG
TTpoKaAéoouv KOTTwor. MdAAioTa, amd €peuveg €xel TTPokUwel OTI N
EQPAPUOYH TOU EXEI ETIPEPEI TTEVTATTAACIOUG PpUBUOUG avTaTTOKPIoNG, OF
ox€on MeE TIG MaCIKEG dla@nuIoTIKEG ekaTpareieg (Collins 2007).

21aupocidns | AvaBaBuiouéves mwAnoeig. H emtuxia tou cross selling kai
Tou up selling €ykeimar OTO va PTTOPECEI N ETTIXEIPNON VA AvAyVWPICE! Kal
va ETIAEEEI Ta TTPOIGVTA TTOU TTPAYMATIKA Ba aufioouv Tnv OAIKN
kepdo@opia Tou TTEAATN. To va TTpayuatotroindei pia oTaupoeldng fn pia
avaBaBuiopévn TwWANoN o€ €vav TeAdTn, Xwpig 0 auTtég va Aappavel agia
amd TNV TTWANCN auTh, MTTOPEI TEAIKA va TOV KATOOTHOEl AlyOTEPO
kepOOPOPO atrd OTI ATAV TTPIV ThV TTPayuatotroinon NG (Dyche 2002). Ta
ouoTtiuata CRM €pyxovtal yia va dwoouv AUon akpifwg o€ autd TO
¢NTnua. Me tn duvartdTnTa TTaPOXNG €TTEEEPyaopEVNG TTANpoPopiag o€
EMITTEO0 TUNUATWY TTEAQTWV (OE€ OPICHEVEG TTEPITITWOEIS AKOMA KAl O€

etimedo EexwploTou TeAdTN), N €MIXEipNoN €ival o B€on va TTPORAETTEI Kal
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va avayvwpilel TIG TTPAYMUATIKEG OVAYKEG KAl ETTIOUMIEG TWV TUNPATWV
QUTWV KAl va TTPOTEIVEI Ta KATAAANAQ TTpoidvTa KAl UTTNPEGIESG, WOTE VA
TTPAYUATOTTOINCEI ETMITUXNUEVEG KAl KEPDOPOPES, TOCO PBpaxutrpéBeoua
0600 Kal o€ BABog xpOVou, CTAUPOEIDEIG KAl avaBaBUIOUEVES TTWANOCEIG E

auTda.

5.2.3. EEYMNMHPETHZH NEAATQN

21OV TOMEQ TNG €EuUTTNPEETNONG TTEAATWY, N Xpnoigotroinon tou CRM divel

TN duvartdTNTa OTNV ETTIXEIPNON VA QUTOMPATOTTOINCEL TIG OIAOIKACIEG TNG KAl va
TPoodWaoEel 0TOUG TTEAATESG BeATIWpEVN euTTEIpia aAAnAeTTidpaong.

Mo ouykekpipgéva, 6oov a@opd TNV €EUTTNPETNON TWV TEAATWY, Ol

epappoyEg Tou CRM eivai:

e Opydavwon Kai auroparorroinon - tThAspwvikoUu kévipou. Mia amd Tig

ONMAVTIKOTEPEG OUVEICPOPES Tou CRM oTnv €€UTTNPETNON TWV TTEAATWV

TNG ETMIXEipnong €ival - n  opydvwon KAl  QuTOPOTOTTOINON  TOU

TNAEQWVIKOU KEVTPOU TTOU TTAPEXEl, HEOW TNG OAOKAAPWONG TOU ME TO

CRM, kavovtag xprion tn¢ TtexvoAloyiag CTI (Computer Telephony
Integration), n otroia TTapExel TANBWPA TTAEOVEKTNUATWV:

o Kat" apxiv, diverar n duvardtnTa autduaTng avayvwpiong Tng

TAUTOTNTOG TOU KOAOUVTOG (OTNV TTEPITITWON QUOIKA TTou €ival

UTTAPXWV KATAXWPNUEVOG TTEAATNG) Kal ANECNG AVAKTNONG OAwV

TWV OXETIKWV ME aAUTOV dedopevwy. Me Tov TpOTTO QUTO Ol
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EKTTPOOWTTOI TNG ETTIXEIPNONG £XOUV Aueca oTn dIABeaT) Toug OAa
TA OTOIXEIA EKEIVA (ATTO TA TTPOCWTTIKA OTOIXEIQ KAl TA TTPOIOGVTA 1)
UTTNPECIEG TTOU €XOUV ayopaoTel i TrapayyeABei, uéxplr TO
IOTOPIKO TTPONYOUMEVWY ETTIKOIVWVIWY), T OTToia XPEIACOVTAl YIa
va PTTOPECOUV VA €EUTTNPETHOOUV YPHYOPQ KAl ATTOTEAECUATIKA
TOUG TTEAATEG TTOU €PXOVTAl OE ETTAPN PE TNV ETIXEIPNON MEOW
TNAEQWVOU.

Tautdxpova, PE TNV aAuTopaTOTTOiNON TNG OPOpOAdYnoNng TwWv
KAAOEWV, O OUVOUQOMPO MPE TN XPNON TEXVIKWV £€100pPOTTNONG
goprtiou (load balancing), emiTuyxAveral n €AaxXICTOTTOINCT TOU
XPOVOU QVAPOVAG TwV. TTEAATWV. KATd TV TTPOCTIAbEIa Toug va
¢€pBouv o€ eTa@r) TNAEQWVIKG PE TNV ETTIXEIPNON.

EmirAéov, Oivetar n  duvatdétnta vyia OpopoAdynon  Twv
TNAEQWVNUATWY, avaAoya PE TO €i00¢ TOUu AGYOU ETTIKOIVWVIAG,
OTOUG avTioTolXa €EEIDIKEUPEVOUG EKTTPOCWTTOUG, £T0I WOTE O
TeAATNG va atroAauBdvel 660 10 duvaTtdv uPnAodTEPOU £TITTEOOU
eEutrnNPETNON, 1600 Ao TTAEUPAG TTOIOTNTAG, 600 ATTO TTAEUPAS

TaxUTNTAG.

Aiaxeipion airnuadrwy, mpoLAnudtwy kai mapamévwy. H xprjon Tou
CRM 0ivel otnv €tmixeipnon 1n duvaTtotnTa Va XEIPICETAI ATTOTEAETUATIKA
TA AITAUATA, TO TTAOPATTOVA KAl Ta TTPORAAUATA TWV TTEAATWVY TNG, apou
ONa Ta OXeTIKA Oedopéva eival dueca OIABECIYO OTOUG €KACTOTE

ETTIPOPTICPUEVOUG  EKTTPOOWTTOUG,  €VW  TTAPAAAnNAa  autdparteg
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€I0OTTOINOCEIC  TOUG  EVNUEPWVOUV yIa TTIOAVEG  EKKPEPOTNTEG KAl
mpoBeopiec. Me Tov TpOTTO autd divetar n  duvarétnTa  yia
TTapakoAouBnon oe payuatikd Xpovo Twv UTTOBE0EWV, KaBIoOTWVTAG
€101 TOUG UTTOAARAOUG IKOVOUG va €EUTTNPETHOOUV KAl VO EVIUEPWOOUV
dUECO KOl ATTOTEAEOMATIKA TOUG TTEAATEG TTOU TO €XOUV. (NTNOEI.
MapdAAnAa, n emixeipnon PTTopei va opiel Kal va BETEl €101KoUg DEIKTES
atrodoTtikétTnTag (KPIS) yia TTARB0G dIapOpPETIKWY CUVIOCTWOWV (Xpdvog
emiluong TpoPAnudTwy, atodoTikdTNTA  UTTAAARAWY, ouxvoTnTa
TTapaTrdVwV KATT.), EVW TauTOXpOVa Va gival o B€on va eAEyEel av TTAOA
OTIyUA KaTd TG00 AUTOI ETTITUYXAVOVTAI 1) OXI.

Aurogéurtnpérnon meAarwy. H xprion cuotnudatwv CRM, og ouvduaouo
ME TNV €UKOAN KAl OE TTPAYMATIKO XPOvo duvatotnta aAAnAeTidopaong
TToU Trapéxel 1o OladikTuo, Oivel TNV €UKaIpia OTIC ETTIXEIPACEIS va
TTPOCPEPOUV OTOUG TTEAATEG TOUG TNV €TTIAOYI AUTOEEUTTNPETNONG TOUG
MEoW €I0IKA DlaPopPPWHEVWY I6TOoEAIdWY (web self-service). MNpodkeital
OUCIOOTIKA yia éva €idoG NAEKTPOVIKAG uTtooTAPIENG (e-support), TTou
EMTPETTEI OTOUG TTEAATEG, va €Xouv TTpOCoRacn oe TTAnpo@opia Kal va
OuvaAAdoOoOVTal PE TNV  ETTIXEIPNON OTTOPMOKPUOMEVA, XWPEIG TN
dlapecoAaBnon avBpwTrivou TTapdyovTa. 10 CUYKEKPIPEVA, HECW TWV
IOTOOEAIdOWV auTwyv, ol TEAATEG JTTOpPOUV avd TAca OTIyhR  va
Kataxwpouv aitTAuata 1Tpog €EutrnpéTnon (service requests) kal va
EVNUEPWVOVTAI OE TTPAyHaTIKO XPOvo yia To oTddio €KBacrg Toug, va

opiCouv CUVAVTAOEIG ] ETTIKOIVWVIEG UE EKTTPOCWITTOUG TNG ETTIXEIPNONG,
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va TTAnpogopouvTal yia Tnv TropeEia Kal Tnv TPpEXOUCO KATAOTOOTN
TTapPAYYENIWV TTOU TTIBAVWG €XOUV KATOXWPAOEI, VA QVOTPEXOUV OF
QpPXEIQ CUXVWV EPWTACEWYV, VA KATAXWPEOUV JIKA TOUG EPWTANATA Kal
va TAnpogopouvTal yid TO av autd atmavriénkav  Kal  Twg, va
EVNUEPWVOUV TNV ETTIXEIPNON YIa TTPOBAAUATA A TTAPATTOVA TTOU £XOUV
Kal YEVIKA va ¢nTouv Kal va AauBdvouv €EUTTNPETNON QUTOUATA, XWPIG

TNV HECOAAPBNOTN KATTOIOU EKTTPOCWTTOU.

5.3. OPENAH ATIO TH XPH2H 2Y2 THMATQN CRM

H eupltnTa Twv €@apuoywv Tou Bpiokouv ta cuotiuara CRM oTig
ETMIXEIPNOEIG, OTTWG EXEI TTEPIYPOAPEI OTIG TTPONYOUUEVEG €VOTNTEG, KAVOUV
TPOPAVEG TO TIARNBOG TWV O@EAWV ~ TTOU  QUTEG  QTTOKOMICouv  atmd TN
xpnoiyotmoinofy Toug. Otav  Acitoupyei ocwotd, 10 CRM €emTpémel  OTIG
EMXEIPACEIG VA OUAAEEOUV dueca Oedopéva yia Toug TTEAATEG TOUG, va
QVvayVwPioouv Toug TTOAUTINGTEPOUG aTrd auToUG KAl Vva Augrjoouv TNV TToTOTNTA
TOUG TTAPEXOVTAG TOUG TTPOCAPUOCHEVA TTpoidvTa Kal utrnpeoicg. MapdAAnAa
MEIWVEl TO KOOTOG €EUTTNPETNONG TWV TTEAATWV QUTWV Kal OIEUKOAUVEI TnVv
aTroKTNON avtioTolxwy TTeAaTwV oTnv Tropeia (Rigby, Reichheld, Schefter 2002).
Av kai dev armoteAei amodeign aitiog — amoTeAECPOTOG, PPEONKE OTI UTTAPXE!
ouvteAeoTng ouoxétiong 0,8 (80%) uetaglu Tou TTOCO KAAd diaxelpiovral Toug

TTEAATEG TOUG Ol ETIXEIPAOEIG Kal TG atmddoor¢ Toug (Woodcock 2000). Mia
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MEAETN TnG Insight Technology Group, Ol0TmioTwoe OTI 01 ETIXEIPAOEIS TTOU
oAokApwoav uAotroifjoelig CRM, atrokoupioav o@éAn ot apkeToug Topeig. Mo
OUYKEKpPIPEVA TTapaTnPABNnKe auénon €cddwv 42%, peiwon kK6OTOUG TTWARCEWY
35%, PeAtiwon TEpIBwplou kEPOOUG 2% Kal IKavoTtroinon - TreAatwv - 20%
(Woodcock, Starkey, Stone, Weston, Ozimek 2001). EtrirAéov pia pEAETN TG
Aberdeen Group, diamicoTwoe OTI EMIXEIPACEIG PE KUKAOUG €pyaciwv Ao
Aiyotepo Twv 10.000.000$8 upéEXpr TeEPIccOTEPO TOu ~1.000.000.000%, €£xouv
armrokopioel  TARBoG  o@eAwyv, oupTrepIAaUBavouEVWY TG PBEATIWMEVNG
TAPAYWYIKOTNTAG, TNG PeATIWPEVNG avdaAuong kal  avagopwv (reporting),
KaAUTEPO €Aeyxo kOOTOUG Kal avaBaBuiopevn kepdogopia (Microsoft Business
Solutions, Peppers & Rogers Group 2004).

Ta opéAn Tmou 1a cuoTipata CRM TTpoc@EPOUV OTIG ETTIXEIPNOEIS TTOU TA
XPNOIMOTTOIoUV, avAAOYa PE TNV EUKOAIQ TTOU PTTOPOUV Va avayvwplioBouv Kal va
TTO0O0TIKOTTOINBOUYV, dlaxwpilovtal oe dUO BACIKEG KATNYOPIES, TA ATTTA KAl TA Wn

aTrTd, OTTWG PAIVETAI KAl OTIG EVOTNTEG TTOU OKOAOUBOUV:

5.3.1. AlITA OPEAH

5.3. 11 AY=HZH EZOAQN

Me 1n  xpnoipotroinon ouotnudtwy CRM KOl  OUYKEKPIPEVA  TwV
UTTOoUOTNUATWY SFA, ol TTwANTEG TnG E€mmixeipnong €xouv TR OuvatdTnTa
KaAUTEPNG OlaxXEipIONG TWV EUKAIPIWY TTWANONG TOUG, Q@OU a@EVOG TOUG

TapEXETAl TTANPECTEPN TTANPOQPOPNON Yia Toug OuvnTIKOUG TEAATEG TOUG,
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APETEPOU EXOUV TTEPICCOTEPO XPOVO WOTE VA PITOPECOUV VA ETTIKEVTPWOOUV
OTOUG OTOXOUG TOUG KOl VA TOUG ETTITUXOUV, PE ATTOTEAEOUA PEYOAUTEPO TTOCOOTO
TWV EUKQIPILV TTWANCNG va €XEl €MITUXN KATAANEN Kal PE APECT CUVETTEIQ TNV
augnon Twv €06dwv. MNapdAAnAa, n €€oikovounon xpovou, divel Tn duvaTtdTnTa
yla TNV evacyxoAnon HE PEYAAUTEPO QPIBUO EUKAIPIWV TTWANONG, YEYOVOG TO
OTTOI0 €K TWV TTPOOIYIOU 0dNYEei O€ TTEPICOOTEPES ETTITUXNMEVEG TTWAROCEIG Kal
Tautdéxpovn auénon Twv €06dwv (o€ atrOAuTa TTAVTA PEYEDN).

Ta dedopéva yia TIG AyopPAOTIKEG AVAYKES, AAAG KOl AyOpaOTIKEG OUVHBEIEG
TWV TTEAATWY, TA OTTOIA UTTOPOUV VA TTPOKUYWOUV WE TN BorBegia Twv avaAuTIKWY
EQAPMOYWV TwWV cuoTnuAaTwy CRM, divouv T duvatétnTa OTNV ETIXEIPNON va
EKTINNOEI CWOTA KAl va TTPoPei 0€ KaipIEG Kal ETITUXNMEVEG OTAUPOEIDEIG (Cross-
selling) kai avaBaBuiopéveg (up-selling) TWAACEIS, e TTpopavr BeTIKG AVTIKTUTTO
otnv avénon Tou Oykou TwV TTWARCEWY, dpa Kal Twv €06dwv. Evag emimmAéov
TTAPAYOVTaG TToU KABIoTA TN oupBOoAA Twy cuoTnudTwyv CRM KaBopIoTIKA yia TNV
emTUXia TO0O TWV avapaduiouévwy, 600 Kal TwV OTAUPOEIdWV TTWANCEWY, €ival
OTI OTIG TEPITITWOEIG QUTEG TO ONUAVTIKO OToIXEio €ival n €mAoyl Twv
KOTAAANAWV TTPOIGVTWY Kal UTTNPECIWV TTou Ba aufoouv TeAIKA TV OUVOAIKN
kepdoopia tou TeEAATN (Dyche 2002). lNMapéxovrag €va Tpoidv oTov TTEAATN
XWPIG TTponyoupeVn WEAETN KOl PE ATTOKAEIOTIKO yvwuova Tnv €TTEUEN TNG
TTWANONG, EUTTEPIEXEI ONUAVTIKO KivOUuvo O TTEAATNG va KATAAREElI pe Eva TTpoidv
TO oTroio d¢ Ba TOoUu TTPOCBWOE! agia, YE CUVETTEID TN PEIWON TNG IKAVOTTOINOTG
TOU Kal TEAIKA TN peiwon ) akdPa Kal TEPUATIOUO TwWV PMEANOVTIKWVY Ayopwv TOU,

ME ONUAVTIKA apVNTIKA ETTITITWON OTA £0000 TNG ETTIXEIPNONG.

114



Amd TtV AA\n pepid, pe T duvardétnta Trou Oivel n dlaxeipion
OIAPNUICTIKWY EKOTPATEIWV YIA OTOXEuon O€ OAO KAl MPIKPOTEPA THUAMATA TNG
TTEAQTEIAKNAG BAONG, Ol ETIXEIPAOEIG PTTOPOUV VA QUENCOUV. TWV OPIBPWY TwV
OIA@NUICTIKWY  EKOTPATEIWY, WOTE va eEaog@aAlioouv  OTI  cuveyxifouv va
AAANAETIOpOUV pe &GO TO dUVATOV TTEPIOCOTEPOUG TTEAATES. TlapAAAnAa, pe TN
duvardéTnTa  TTapaKoAoUONONG Kal  TTOCOTIKOTIOINONG TNG E€MITUXiOG  Twv
OIA@NUICTIKWY €EKOTPATEIWV Ot PBAB0OG XpOVOU, Ol ETTIXEIPHOEIG UTTOPOUV Vva
TTPoBoulv OTIG KATAAANAEG PBEATIWTIKEG KIVAOEIG, WOTE VA ATTOCTTACOUV OGO TO
duvaTtov uwnAoTePOUG puBPOUG BETIKNAG AVTATTOKPIONG KAl CUVETTAYOUEVA KEPON

(Dyche 2002).

5.3.1.2. MEIQ>H KO2TOYZ2

levikdTEPA OI UTTO-£QapuoYEC SFA Twv ocuoTnudatwyv CRM efoikovououv
XPOVO Kal Xprijua Oivoviag OTouG XPHOTEG Mia OUYKEVTPWHEVN €IKOVA TG
ouvoAikng diadikaciag TTwAfoewv (Brunelli 2004). € avtiBeon pe 10 TaApeABOV,
OTTOU OUCIOOTIKA Ol ETTIXEIPACEIG OTNPEICOVTAV ATTOKAEIOTIKA OTOUG TTWANTEG TOUG
TTPOKEIJEVOU VA €XOUV TTANPOPOPNOCN YIA TOUG TTEAATEG TOUG, TTAEOV UE TR XPRON
Tou CRM atroKTOoUV £va pia PJeydAn YKAPA JECWY WOTE va €pOouv Ot €TTA@ ME
TOUG TTEAATEG KAl PTTOPOUV va 0dnynboulv o€ VEEC EUKAIPIEG TTWANONG, Ol OTTOIEG
Oev gival gOvo atroTeEAEOUATIKEG, AAAG Kal ATTOdOTIKEG OE Mia BAon To KOOTOUG
ava eman. MNa Tnv akpipeia, auté 1o UYPog Tou KOOGTOUG avd eTTagr Kabopilel Kal

TNV €mmAoyr Tou TpdTToU aAAnAeTTidpaong (Rajola 2003).
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AgiCel va onueiwBei OTI OXETIKEG €PEUVEG TTOU KATA KAIPOUG €XOUV
Oie€ayOei, €xouv Oci€el 6T 0 PECOG XPOVOG TTOU  KATAVOAWVETAI YIO TN
OleKTTEPAIWON TWV OIAXEIPIOTIKWY [ YEVIKOTEPA HN OXETIKWV ME TTWAAROEIG
AciToupyiwy, atroTeAE TTEPITTOU TO PIGG TOU CUVOAIKOU Xpdvou amacyoAnong Twv
TTwANTWV. Me TN peiwon Tou XpOvou QUTOU TTOU ETTITUYXAVETAI PJE TNV EQAPHOYN
Tou SFA, péow NG Xprong cuoTnudTwy CRM, yiveTal EQIKTH) CNPAVTIK MEIWON
oT1o KOOTOG dlaxeipiong Kal dIEKTTEpAiwong Twv TTwARcewv (Greenberg 2002).

EmimAéov, n duvardétnTa avayvwpiong Twv TTPAYHATIKWY aVAYKWV Yid
TTPOCWTTIKO OTEAEXWONG TWV TNAEPWVIKWY KEVTPWYV, TToU DIVETAI OTNV ETTIXEIPNON
MEOW TNG OAOKAAPWON TOU TNAEPWVIKOU TNG KEVTPOU MPE KATTOI0 cuoTnua CRM,
TNV KaBIoTd IKavA va Tpocdlopicel T BEATIOTN KATAVOMN TWV EKTTPOCWTTWY,
oUh@wva JE OToIxeEia TTou - €xouv €€axBel yia 10 @OpTO €Epyaciag Trou
TTapaTnEeital TIG dIOPOPETIKEG WPEG TNG NUEPAG, PBonbwvTag Tn PE autdv TOV
TPOTTO VO €AAXIOTOTTOINOEl Ta OXETIKA £€00a. AvTioToixa o@éAn, Adyw peiwong
TOU aTtraIToUhevou avBpwTrivou duvapikou, €ival o€ B€on va ATTOKOUIoEl N

ETMIXEIPNON Kal a1rd TNV UAoTToinon utrnpeciwv web self-service yia Toug TeEAATEG

nG.

5.3.1.3. IKANOIIOIHEZH — AIATHPHZH TNEAATON
OT1rwg €idahe Kal O TTPONYOUUEVO KEPAAAIO, N IKAVOTTOiNON Kal n
dlatipnon Twv TeAATWV €ival aAANAéVOETEG €vvoleg Kal OUVABWG TO TTPWTO

odnyei pe paBnuatik) akpiBeia oto deutepo. Na 10 Adyo autd, €dw, Otv
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QVTIMETWTTICOVTAl WG EEXWPIOTA OQEAN, aAAd wg €va, Tou OTToiou n avdaAuon
akoAouBei. o ouykekpIpéva, n IKAvoTroinon Kal n dlatipnon Twy TTEAATWV
gvioxuovTal atré Toug akOAOUBOUG TTAPAYOVTEG:

O xpdévog mou e€oikovopeital amd 1N diadikacia Twy TTWAACEWY. JPE TN
xpnon Twv CRM cuoTtnudtwy, utropei va diatebei mAéov yia Tn BeAtiwon kai
ouo@IEn TwV OXECEWV WHE TOUG U@IOTAPEVOUG - TTeAdTEG. TlapdAAnAa, ol
EKTTPOOWTTOI TNG ETTIXEIPNONG MTTOPOUV VA E0TIAOOUV. TTEPICOOTEPO OTA BEpaATA
TTOU QaTTacXoAoUv Toug TEAATEG TOUG Kal va g€yyunBouv ypnyopoTtepn Kai
atroTeAeoaTIKOTEPN OIEUBETNON TOUG, OdNYWVTAG O AUENCN TNG YEVIKOTEPNG
IKQVOTTOiNONG.

H Oduvarétnta Ttrou mpocdidel n xpnon ocuotnudtwv CRM amd tnv
EMIXEipNON YIO dnuIoupyia EEATOMIKEUPEVWV TTPOIOVTWY KOl UTTNPECIWY, KABWG
KaBopIiopoU Tou KATAAANAou TPOTTOU KAl XPOVOU Trpowlnorng Toug OTOUG
KATAAANAoug TTeAdTEG, €ival KaBOPIOTIKOG TTapdyovTag yia HEYIOTOTTOINON TG
a&iag Tou Aappdavouv ol TeAdTeG atrd autrv. O1 TeAdTeG £xouv Tn duvaTéTNTA VA
eMAEEOUV avdApeoa o€ TTPOIOGVTA KAl UTTNPETIEG TTOU KAAUTITOUV TTANPECTEPA TIG
AVAYKEG KAl ATTAITACEIS TOUG, evw Tautdxpova de BouRapdidovral atrd avouoieg
TTPOCPOPEG, TTOU JOVO KoUpaon KAl atrooTPOo®r TTPOG ThV ETAIPEIQ YTTOPOUV va
TOUG TTPOKAAEoOUV, OAAG AauBdvouv €TTIAEKTIKA Kal OE KAIPIEG XPOVIKEG OTIYMEG,
TTPOTACEIG TTOU €XOUV TTPAYMATIKO evdiagEpov yi autols. O ouvduaoudg Twv
TTAPATTAVW 0dNYEi - OE ONPAVTIK adgnon Tng IKavotroinong Tng TeAATEIOKAG

Baong, pe 6Aa Ta BeTikA eTTaKkOAoUBA TTOU AUTO EXEI.
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O BaBudg Ikavotroinong augdvetal akOPa TTEPICCOTEPO OTTO TTAPAYOVTEG
TTOU €XOUV VO KAVOUV UE TNV €EUTTNPEETNON TWV TTEAATWV PJECW TOU TNAEQWVIKOU
KEVTPOU. O1 TTEAATEG £XOUV PIKPOTEPOUG XPOVOUG QVANOVNG Kal EUPUTEPO WPAPIO
e€uTTNPETNONG, EVW TTAPAAANAG BIWVOUV i TTIO TTPOCWTTOTIOINUEVN, AVOPWTTIVN
aAAQ Kal EEEIDIKEUPEVN AVTIMETWTTION ATTO TOUG EKTTPOCWITOUG TNG ETTIXEIPNONG.

EmimAéov, pe Tnv duvatotnTa TOU JiVETAl MECW - TWV. AVOAUTIKWV
epyoAgiwv Tmou T cuotipata CRM diabétouy, yia TTPORAewn TNG PEAAOVTIKAG
OUMTTEPIPOPAG TWV TTEAATWY, N ETTIXEIPNON MUTTOPEI VO avayvwpioel auToug yia
TOUG OTTOIOUG UTTAPXEI ONPAVTIKN TIOavOTNTA va OTAUATIOOUV 1) VA HEIWOOUV TIG
ayopég. ETol €xel Tnv eukaipia va TTPoPEi AUECO KAl ATTOTEAECUATIKA OTIG
KATAAANAEG BIOPOWTIKEG (TTPOWBNTIKEG EVEPYEIEG, EIDIKEG TTPOCPOPES, TTAPOXNA
TTPOVOMIWV KATT.), WOTE VA AVACTPEWEI TO KAIpA KAl va OTTOTPEWEI TNV APVNTIKN

oupTrepIPopd, PBeATIWVOVTAG TEAIKA TO TTOCOOTO dIATAPNONG TNG TTEAATEIOKNG

Bdong.

5.3.1.4. MAPATQIMKOTHTA & ATTOAOTIKOTHTA

H uioBétnon CRM ouoTnudtwy €xel TTOAU onuavTiky €mmidpacn oTnv
TTapaywylkoTnTa TNG £miXeipnong. O AsitoupyikOTnTEG Marketing, UTTNPECIWV Kal
avaAuong, padi ge Tnv oAOKAApwON Kal TO OpyavwTIKO KEQAAAIO (ETTIXEIPNMUATIKES
O1adIkaoieg, OTPATNYIKEG, UTTOOTAPIEN avwTatng  Oloiknong, eKTaideuon
TTPOCWTTIKOU KTA.), dPOUV WG 01 KUPIEG TTNYES AUENoN TNG TTAPAYWYIKOTNTAS AdYyW

Tou CRM (Dong, Zhu 2006).
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O1 utrdAAnAoI TG €TTIXEiPNONG, O€ OTTOIOBNTIOTE TUMAMA KOl AV AVIKOUV,
BIwvouv KaBNUEPIVA TIG EUEPYETIKEG OCUVETTEIEG TTOU €XEI N XPAON CUCTNUATWY
CRM otnv 1poémTT0 ME TOV OTT0i0 auTtoi gpydlovral. H autoparotroinon Twv
O1adIKaoIWV Kal n duvatotnTa avaktnong OedouEVwY €UKOAQ KAl ypryopda,
MEIVEI KATA TTOAU TO XPOVO TTOU XPEIAJOVTal YIa VO EKTEAECOUV TIG KAONUEPIVES
ToUG epyaoieg. MapdAAnAa, 10 TTARBOG AVOAUTIKWV EQAPPOYWY TTOU TOUG
TapéEXeTal, Toug Oivel Tn duvatotnTa va emeEepyacTouv PEYAAOUG OYKOUG
oedopévwyv Kal va €§aydyouv XpProIUa CUMTTEPACHATA VIO €va PEYAAO @Acua
BepdTwy, o€ TTOAU PIKPO OXETIKA XPOVIKO dIdoTNHA.

EmimmAéov, €xovrag otn O1dBeor] Toug, OAn Tn ONUAVTIKY TTAnpo@opia
OXETIKA PE TOUG UTTAPXOVTEG 1 dUVNTIKOUG TTEAATEG, OI EPYACOMEVOI PTTOPOUV
TTOAU €UKOAQ va ETTIKOIVWVACOUV KaI VA HOIPACGTOUV TTANPO@OpIia OXETIKA ME
TTWANCEIG KAl  TTApAYYENIEG, HME OUVAOEAQOUG TOug Trou  €IdIKEUOVTAl O€E
OUYKeEKpPIPEVOUG TUTTOUG TrEAaTtwy (Edwards 2007). Me tov 1pd1TO QUTO UTTAPXE!
atrodoTIKOTEPOG KATANEPIOUOG EPYACIWV KAl ATTOTEAECUATIKOTEPN CUVEPYATIA UE

dueon ouveTTEID TV alENOoN TNG TTOPAYWYIKOTNTAG TNG ETTIXEIPNONG.

5.3.2. MH ANTA O®EAH

5.3.2.3. BEATIOMENH NAHWH ATTIOPAZEQN

H xpnon ouotnudatwv CRM emMITPETTEI TNV KATAYPA®H KAl AVAKTNON
TTOAUTIUNG TTANPOQYOPIAG TNV OTTOId PTTOPOUV Ta OTEAEXN TWV ETTIXEIPACEWV va

XPNOIMOTTOINCOUV YIa va TTPORAEYOUV TTWARCEIG, VO JETPACOUV T ATTOTEAECUATA
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TWV EVEPYEIWV KAl VO TTAPAKOAOUB|GOUV AETTTOPEPWG TIG ETTIOOCEIG TNG ETAIPEIAG.
Me tn BorBeia Twv avaAuTiKwy epyaAciwv Tou Ta cuothuara CRM diabéTouy,
MTTOPOUV €TTIONG VA EVTOTTIOTOUV BPaXUTTPOBECUEG KAl JOKPOTTPOBECHES TAOEIG
KAl va €100TTOIOUVTAl Ol EVOIAPEPOUEVOI YIO TTIBAVEG ETTIXEIPNUATIKEG EUKAIPIEG
(Edwards 2007). ‘Etol o1 atro@doeig Tou TEAIKWG AauBdvovTal atmd Ta OTEAEXN,
yla TO OUVOAO TWV ETTIXEIPNUATIKWVY ATTOQPACEWY, BaaiovTal o€ o aIOTTIoTN Kal
OAOKANpwHEVN  TTAnpogopia, HeE  OUVETTEID -~ va . €ival  opBOTEPEG  Kal

QTTOTEAEOUATIKOTEPEG.

5.3.2.2. AYNAMIKH (PROACTIVE) AIAXEIPIZH

Méow TnG TANpoopiag Tou avtAgital amdé Ta cucTthuara CRM, ol
UTTAAANAOI TNG ETTIXEIPNONG MTTOPOUV VA TTPORAEWOUV TA AYOPAOTIKA HOVTEAQ TWV
TeAatwy. H mmapakoAouBnon Twv PovTEAwV auTtwyv €ival Baoikd epyaAeio oTnv
duvapikn (proactive) dlaxeipion Twv TTEAATEIOKWY OXECEWV KAl OTOV £YKAIPO
EVTOTTIONO TBavWY TTPORANUATWY UE TIC OXEOCEIC QUTEG TTOU UTTOPEI va gival

CwTIkdG TTapdyovTag yia TV eunuepia Tng etmmixeipnong (Cole 2003).

5.3.2.3. IKANOINOIHZH & YIMNOKINHEH EPFAZOMENQN

H xpron cuotnudtwv CRM atméd Toug epyalduevoug TngG ETiXEipnong,
OleukoAUvel o TOANG onueia TV gpyacia Toug. lMapéxovrag Toug TTARB0G
epyaAciwv, Toug BonBdel va avtatrokplBouv €UKOAOTEPO OTA KABAKOVTA TOUG,
MEIWVOVTAG TOUG TO AyXOG Kal TR oUyxuon Kal dnuUIoUPYywvTag Toug aicOnua

IKAVOTTOiNONG Kal WONoN yia TrepaItEpw PeATIWON.
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A6 TNV AAAn pepid, n TAAPNG diagaAveid, PEOCW TNG AETTTOPEPOUG
KaTtaypa®ng OAWV Twv EVEPYEIWV TTOU TTPOCPEPEI N XPHON TWV CUCTNUATWY
CRM, augdvel TiIg duvatdTNTEG €AEYXOU TWV TIPAYMATIKWY OTTOOOCEWY Kal
EMOOCEWV TWV EPYOACOMEVWYV ATTO TOUG QAVWTEPOUG TOUG, ME QVTIKEIMEVIKA,
TTOOOTIKOTTOINKEVA KAl adlau@IoBATNTA KPITAPIA, ME AUECO ATTOTEAECHO TNV
TTOPAKIVNON TOUG YIa HPEYOAUTEPN AQPOCIWON KAl CUYKEVTPWOTN OTa KABRKovTa
TOUG, Kal PE TAutOXpovn Olathpnon 6co To. duvaTtov uWnAOTEPOU ETTITTEOOU

TTOIOTNTAG KAl TTOOOTATAG EPYACIAG.
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KE®AAAIO 6.

NMPOBAHMATIZMOI ZXETIKA ME TA ZYZTHMATA CRM
6.1. TENIKA
A6 Tnv avdAuon Twv KeQAAQiwv TTou TTponynRdnkav, TTPOKUTITEI N
adlap@IoBATNTA PEYAAN CUVEICQOPA TTOU £XOUV TA TTANPOPOPIAKA CUCTHHATA KAl
OUYKeKpIPEva Ta cuoTripata CRM oTn dlaxeipion Twy OXE0EWV MIAG ETTIXEIPNONG
ME Tnv TreAateiakn TnNG Pdon. MapdAa autd, n uAotroinon kai Asiroupyia CRM
ouoTnudatwy dev gival atrAr} UTTOBeoN KABWG UTTAPYXOUV TTOAAOI TTAPAYOVTEG TTOU
MTTOPOUV va TTpoBAnuaticouv TIG BIOIKATEIG TWV ETTIXEIPHOEWY. OI ONUAVTIKOTEPOI
TWV TTOPAYOVTWY QUTWV Ol OTIoi0l MPTTOPEI VA €ival OIKOVOMIKNG, TEXVIKAG N

ETTIXEIPNOIAKNG PUOEWG, AVAPEPOVTAL OTIG EVOTNTEG TTOU AKOAOUBOoUV.

6.2. 2YNOAIKO KO2TO2 CRM
6.2.1. YIIOAOrIZMOZ KOZTOYX CRM

2uvnBwg n amdéacn yia TV ayopd evog CRM cuoTtApaTtog oTnpidetal
KAtd KUpIo Adyo OTO apxIKO KOOTOG ATTOKTNONG, TTAPA OTO AEITOUPYIKO KOOTOG
Katd 1n didpkeia {wAg Tou ocuoThuaTtog (Shon, Lee 2006). Opwg, yia TOV
UTTOAOYIOUO TOU KOOTOUG £vOG cuoTipatog CRM, autd 1Tou Kavovikd Oa TTpETTel
va AapBdverar utrdyn eival To ouvoAiké kKO6oTog uAoTtroinong (Total Cost of
Ownership), To oTroio TTEPIAAPPBAVEI TA PUOIKA UNXAVAMATA KAl TOV EEOTTAICHO €V
vével (hardware) mmou Ba xpnoipotroinBei yia tn @iIAogevia Tou CRM kal Twv

OXETICOPEVWV OUCTNUATWY, TO AOYIOHIKO Kal TIG adeleg xpriong (software) 1600
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Tou idlou Tou CRM, 600 Kal TwV OXETICOUEVWY CUCTNMATWY KAl TIG EEEIDIKEUPEVEG
uttnpeoieg (professional services) 1Tou ayopdadovrtal Kal OXeTICOVTIAI MHE TNV
TTAPAUETPOTIOINGN, TIG avaBabuioelg, TNV OAOKARpwaon PE TPiTa CUCTAUATA, THV
EKTTAIOEUCN TWV XPNOTWV KAl TN CUVTAPNON TOU CUCTHHATOG, TOOO OF QPXIKO
o1adlo, 600 Kal OTO OINVEKEG KAl ylia TO OUVOAO TnG OIAPKEIAG (WG Tou
OUCTAMATOG.

AuTO yivetal akéua o TpoPaveg eEeTAlovTag 10 Aldypappa 6.1 TTou €XEl
mTpokUuyel atmd €peuva Tng Gartner, 6mou 10 KO6OTOG €vO6g CRM ouoThuarog

MTTOPEI va avaAuBei TToO00OTIIO OE CUYKEKPIUEVESG KATNYOPIEG:

TnAenikoIvwvieg
5%

ZuvTrpnon
AoyiopIKoU
6%

ADEIEC AOYIGHIKOU
16%

Hardware
7%

ANa
19%

OAoKANpwan pe

EEe1IkeupEveg Mpocwnikd
UNnpeCieg 16%
4%

Aiaypappa 6.1: AvdAuon k6oToug CRM
lnyn: Gartner 2004
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Atmd 10 Aldypappa 6.1 TTpokUTITEl OTI TO APXIKO KOOTOG TOU AOYIOMIKOU
avépxetal oe MOAIG 16% TnG OUVOAIKNG €TTévOUONG €vOog cuoThpaTog CRM og
BaBog xpdvou, Tpdyua TTou TTPETTEl va AapBaveTal .TToAU cofapd utréyn Katd
TOV UTTOAOYIOHO TOu TEAIKOU KOOTOUG. [EVIKA, O EUTTEIPIKOG KAVOVAG ThG Ayopdg
Tou CRM avagépel 611 o1 uttnpeoieg uAotroinong evog cuotiuartog CRM, 6a
KooTioouv TouAdyioTov OITTAA 1) TPITTAG a1Td 6CO0 01 AdEIEG XPrONG TOU AOYIOUIKOU
(Greenberg 2002).

Mia poBnuatiki TTPoogyyion UTTOAOYIOUOU TOU OUVOAIKOU KOOTOUG €VOG

ouoTruarog CRM ecival o akéAouBog (Shon, Lee 2006):

AC + SC+0OCCM

COO=—
> (NG, x 1=z, + 4,))xU

o1ToU

AC = kbéoTo¢g atrokTnong (Acquisition Cost) avd £10g

SC = k60T0G utrooTRPIENS (Support Cost) ava €106

OCCM = kboT0o¢ eukalpiag Adyw KakAg diaxeipiong meAatwyv (Opportunity
Cost due to Customer Mismanagement) avd £€10g

NCx = apiOuog teAatwv (Number of Customers) tng opadag k tng
TeAaTelakng Baong

Tk = 0 puBubGS peTakivnong (churn rate) Twv TEAATWVY TNG OUAdAG k

Ak = 0 puBub¢g atrdKTNONG (acquisition rate) Twv TeEAATWYV TG ouddag k

K = 0 ouvoAIKOG apiBuédg ouddwyv TnG TreAaTeloknS Bdong

U = o pubudg xpnoigotroinong tou CRM
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6.2.2. YPOZ KOZTOYZ CRM

OT1Twg TTPOKUTITEI KAI ATTO TNV TTPONYoUuEVn avaAucorn, rn uAoTroinon Kai
Aeitoupyia evog ocuotiuatog CRM eival ev yével pia kootoBdpa emevduon. To
K60oT10G Tou CRM 0€ Xprua, TTPOCWTTIKO KAl XPOVO UTTOPEi va €ival TTOAU PEYAAO.
H etaipeia cupBouAwv CAP Gemini o€ €pguva TTou dnuocicuoe, ava@epel OTI n
MEon ouvoAikr eTEvOUon o€ pia uAoTroinon evég cuotiuatog CRM @tavel 1a 3,1
ekaTopuupia doAdpia (Greenberg 2002).

H Insight Technology Group, etaipgia ocupBoUAwv eEeidikeupévn oTnv
€pEUVA TOU TPOTTOU HE TOV OTTOI0 Ol ETIXEIPAOEIS QAvVADIOPYAVWVOUV TIG
01adIKACIEG TOUG OXETIKA ME TIG TTWAACEIS KAl TNV €EUTTNPETNON TWV TTEAATWV
TOUG, TTPAYMATOTTOINCE £peuva ) omoia  peAETnoOE TrepIoodTepeg atrd 200
EMXEIPACEIS KAl TTWG AUTEG KOooToAdynoav Ta £€oda (EEOTTAIONOG, AOYIOUIKO,
TTPocappoyr}, OAOKApwaON, €KTTAidEUCN Kal UTTOOTHPIEN) TOU TTPWTOU £TOUG YIA
TNV uAotroinon evég ouaTrpatog CRM kal TTO0 CUYKEKPIPEVA AUTOPATOTTOINONG
TwARoewv (sales force automation). To amoTéAecpa TnNG €peuvag ATAV OTI TO
pMEoo KOOTOG ava xprotn aviABe ota 10.385%, evrouTtolg, 10 37,5% amd TIg
EMXEIPACEIG avEpepe OTI TeAikG Eemépacav  Tov TTPoUTTOAOyIouSd Kai Ogv
MTTOPECAV. VA UAOTTOIOOUV TO GUVOAO TWV TTPOJIAYEYPAUMEVWY AEITOUPYIWV.
ZUVETTWG, AauBdavovTtag utrown Pévo Ta €pya €KEiva Ta oTroia EKTTARPWOAV TIG
TTPOODOKIEG, N ETTEVOUCH TOUG TTPWTOU £TOUG YIA TNV ETTITUXA QUTOMATOTTOINON
€vOG TTWANTH (OUCIAOTIKA TO KOOTOG avd XpAoTn) avAABe ota 17.000$ (Lombardo

2003).
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Ooov agopd TOVv TOMEQ TnNG auTopartotroinong marketing, pia atAn,
oxedOV Xwpig Kapia TpotroTroinon, eykaractacn CRM, yTtropei va KOOTioel o€ yia
MEYAAn emixeipnon amd 600.000$ €wg 1.000.000% (Greenberg 2002).

To KOOTOG TwV JIAPOPWV TTAKETWV Aoyiopikou CRM TTou KUKAOQOPOUV
oTnV ayopd, TTapouciddel HEYAAEG ATTOKAIOEIG OTIG TIMEG OTTd €TAIPEIQ OE ETAIPEIQ
akOpa kal yia 1o idlo péyeBog uhotroinong. 1o Aidypappa 6.2 yivetal pia
TTapoUCiacn TNG KATAVOMNG Tou KOOTOUG AoyICHIKOU (O€ TINEG KaTaAkdyou) Twv 30
ONMAvVTIKOTEPWV TTAKETWY CRM TnG ayopdg yia dia OXETIKA MIKPR €ykaTdoTaon

MEYEBOUG 25 XpnNOTWV:

= <40.000%
B 40.000% - 75.000%
@ >75.000%

Aidypappa 6.2: Katavopn TIHWV KataAdyou Twv onpavTikoTepwy 30 rakétwv CRM yia
uAoTroifoeig 25 XpnoTwv
lnyn: Goldenberg 2002
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Atd 10 AiIdypappa 6.2 TTPOKUTITEI OTI TO KOOTOG €VOG PEYAAOU TTOGOGTOU
(37%) TraKETWV AOYIOUIKOU, aKOUA KAl I UAOTTOINCEIG OPKETA PIKPOU PEYEBOUG
(25 xpnoreg), &emepvael ta 75.0008 (4 ta 3.000% avd xpAoTtn), mTood TTou
OMOAOYOUNEVWG APKETA uWnAd, av AdBoupe utTown OTI EKTOG ATTO TO AOYIOUIKO,
utTrdpxel Kal €va TARBo¢ emITTAéOV TTOPAYOVTWVY TTOU. AUEAVOUV TO  GUVOAIKO
K60TOG UAoTroinong, OTTwWG £XOUHE AvVAAUCEI KAl TTponyoupEvwg. ETmimTAéov, éva
emiong onuavtikdé TooooTd (43%) TTAKETWY AOYIOMIKOU KUupaiveTal PeTAEU
40.000% - 75.000% yia uAhotroifoeig 25 xpnotwv () petagu 1.600$ - 3.000$ avd
XpnoTn), mood Tou €Tiong €ival apkeTd uwnAo, Aaupdvovtag utdyn TOug

EMITTAEOV TTAPAYOVTEG TTOU AUEAVOUV To OUVOAIKG KOOTOG UAOTTOINONG.

6.3. ATIOAOZH ETIENAY2H2 (ROI)

Ta oikovopikd dedopéva Twv cucTnudTwy CRM dev gival TTavTa Tpogavi
Kal n ekTignon 1ng amédoong emévduong (ROI) eival atrapaitntn yia TNV
aTreIkOvVIon TNG TTpayuaTikig aiag Tou autd Oivouv oTtnv emixeipnon (Hines
2002). Opwg o utroAoyioudg Tou ROI TG uAotroinong kai Asitoupyiag €vég
ouoTtiuatog CRM  atroteAei - éva amd T1a Ofuata  mpoBAnuaTioyol  Twv
ETTIXEIPOEWY, TOOO YIATi €ival OUOKOAO va UTTOAOYIOTEl, GGO KAl YIATI OE APKETEG
TTEPITITWOEIG QAIVETAI VA - €ival OXETIKA XANNASG, aAAG Kal va apyei OXETIKA va

EMQAVIOTEI.
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6.3.1. AYZKOAIA NMPOZAIOPIZMOY

H amddoon emévduong (ROI) o€ KaBapd OIKOVOMIKOUG OpoUG EXEl TTOAU
OUYKEKPIPMEVO OpIopO. Eival atrAd n ouykpion Tou TI €xel TTEVOUBEl amO TNV
ETMIXEipNON, O oxéon ME TO T €xel kKepdnBei péow Tng emévduong authg. MNa va
EQPAPMOOTEI OUWG auTd o€ pia uhotroinon cuoTtiuatos CRM, xpeliddovTal NEPIKEG
VEEC TTAPAUETPOI Ol OTToIiEG TTPOKOAOUV Hia OXETIKR aBeBaidtnta atov aTrAd
TTaparnenth (Salesboom.com 2005). H mroocoTtikoTroinon tou €TITTAéOV KEPOOUG )
TNG MEIWONG KOOTOUG TTOU ETTITUYXAVETAI PE TN XPROoTR cuoTnudatwv CRM eival
OUuokoAo va amoTtuttwOei pe akpiBeia. AvtiBeta He Ta TTEPICOOTEPA ATTAG
TANPOPOPIAKA OCUCTAPATA TA OTToid - TTPOCPEPOUV  TOOO  KaBopiopéva
armoteAéopaTta 600 Kal METPNOIPESG PBeATIwoEelg, Ta cuoTAuata CRM ouxvd
EI0AQYOUV TTPWTOTTOPIOKEG ETTIXEIPNMATIKEG TTPAKTIKEG Ol OTroieg €€ opliopoU dev
gival eukoAo va peTpnBouv (Dyche 2002). Mia emirAéov duokoAia utToAoyiouou
Tou ROI evég ocuotiuatog CRM e€ival 10 yeyovog Ot uttdpxel Mia TTAnBwpa
TPéTTWYV Yia va yivel autd (Greenberg 2002), cuveTrwg Oev UTTAPYXEI Mia KOIVA
QVTIMETWTTION. Ta TTapatrdvw £€pXETal va Ta TIRERBAIWOEI TO ATTOTEAECHA MEAETNG
NG Accenture, CUPMQWVA PE TNV oTToia TO 75% Twv AUEPIKAVIKWY ETTIXEIPHOEWV
0ev €xouv 1n duvatdétnTa pETpnong tou ROI Twv cuoTtnudtwvy CRM 10U £X0UV

uAotroinoel (Hochhauser 2003).

levikdTEpa n pETpnon tou ROl TNG uAoTToinoNngG Kai AsiIToupyiag €vag
ouoTtiuato¢ CRM putopei va €ival dUOKOAN Kupiwg Adyw Twv akdAouBwv

KouBIkwv TTpokAnoswv (Capgemini 2009):
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e AuokoAia ouox£ETIONG AITIOG KAl ATTOTEAECUATOG.
o ATPOPBAETTTN CUPTTEPIPOPA TTEAATWV.

o 'EAAe1yn 10XUpng ETTIXEIPNOIAKAG UTTOOTHPIENG.

Mia AAAn TTpootyyion avagépel 6Tl n amAdtnTa TG METpnong tou ROI
TrepITTAEKETAI aTT T akOAouBa ¢ntrpata (Buttle, Ang 2002):
e Opioudg Tou T akpIBwGS TrepIAauBavel To CRM.
e Opioudg Tou T akpIBWG Bewpeital wg emévduon CRM.
e Amépaon T Bswpeital «aTddoon» NG TEVOUONG.

e EmAoyr Tou xpovikou opifovta oTov OTToio Ba yivel 0 UTTOAOYIOUOG.

EmimmAéov, duokoAieg otnv aimioAdynon kai pétpnon tou ROI atroppéouv
ato Toug akdAouBoug Trapayovteg (Kennaugh, HP 2002):
e Anuioupyia BacikoU peyEBOUG METPNONG OE UTTAPYXOVIA — OUVABWG
avetrapkn — 0edopéva.
o AuokoAia pétpnong amtwyv (hard) opeAwv Kal K6OOTOUG TTOU CUVOEOVTAI ME
Mn atrTd (soft) o@€AN, 6TTWG N IKavoTToinon TNG TTEAATEIAKAG BAONG.
e Avutropovnoia yia HPETPNON AaTmmoTEAECPATWY, TPV d0Bei atrapaitnTog

XPOvog aT1o gyxeipnua Tou CRM va evowuatwbei atnv emixeipnon.
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6.3.2. XAMHAEZ ENIAOZEIZ

‘Exouv trapouciaocTei TTOAEG TTEPITITWOEIG OTTOU N atmdédoon TTEVOUONG
(ROI) piag uhotroinong cuotiuatog CRM egival xaunAr, akéua kar apvnrikr. H
eTaipeia oupBouAwv CAP Gemini og €peuva TTou dnuooieuce, ava@épel 0TI O
EKTIMWHEVOG XPOVOG atmoTTANpwUAG TNG €EVOUONG MIAG  UAoTroinong €vog
oucTtuaro¢ CRM Ttrpooeyyicel 1a 2,5 xpovia (28 prveg) (Greenberg 2002).
EmmAéov, oup@wva pe €peuva Tou €yive amd Tnv - Nucleus Research,
TEPIOOOTEPO aATMO 61% TWV ETMIXEIPACEWY TToU  UAoTroincav  Siebel CRM
OucTAPATA aveepav OTI dev gixav €mMTUXEl BeTIKO ROl petd amd mepIocooTEPA
ato 2 xpovia xprong (Nucleus 2002).

Ymdapxel pia TAnBwpa Adywv yla Toug oTToioug auTtd UTTopEi va cupBaivel.
H TtoAUTTAOKn AciToupylkOTNTA Kol O TPOTTOG TIHOAGYynong ToAwv CRM
ouoTNUATWY, UTTOPEl va KAvouv Tnv amoofecn Tng €mEvduong va eENBel o€
apkeTa xpovia (Dyche 2002). EmirAéov, o1 uAoTroifjoeig cuoTnudaTtwy CRM eival
MEYAAEG Kan XpeladovTal XpAvo Kal XPrMA yia va £XOUV £TTidOPACT GTO OUVOAO TNng
emyeipnong (Regas 2003). ‘Exer mapartnenBei 611 uttdpxel Mia onuAvTIKA
uoTépnon 6oov agopd TNV auénon TnG TapaywylkoTnTag Adyw TnNgG uioBETNoNg
CRM. ®aivetal TG YEVIKA QTTAITEITAI APKETOG XPOVOGS YIA TIG ETTIXEIPHOEIG HEXPI
va puBuiocouv TIG dIAPOPESG OPYAVWOIAKES DIACTACEIG TOUG, WOTE Va gival e B€on
va eKhETAAAEUTOUV TTANPWG TIG duvaTtdTnTEG TToU TOoug Oivel To CRM (Dong, Zhu

2006).
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6.4. ATIOTYXIA YAOIOIHZEQN

6.4.1. YWYHAO MNMOZOZTO AMOTYXIQN

Av kai 10 O@éAn amd Tnv uloBEtnon ouoTtnuatwvy CRM atmd TIg
EMIXEIPACEIG €ival TTOAATTAG Kal avap@IoRATNTA, EVTOUTOIG TTOAEG UAOTTOINCEIG
@aivetal 611 amoTuyxavouv (Bolton 2004) kail yAAIOTa TO TTOCOO0TO ATTOTUXIAG Eival
apkeTd uwnAd. H amrotuxia uAotroinong evdg cuotriuatog CRM utropei va AdBel
d1d@opeg dlaoTAoEIg, avAAoya UE TO TTWG OKPIBWS EPUNVEUETAI O OUYKEKPIUEVOG
OpoG.

H Baoiki didotaon Tng amoTuxiag evog cuotriuatog CRM, €xel va KAvel Pe
TO KOTA TTO00 N ETMIXEIPNON weAEiTal 1} Ox1 A1TO TNV UAOTTOINON €VOG TETOIOU
OUCTAMATOG. AUCTUXWG TA OTOIXEIA TTOU TTPOKUTITOUV ATTO TIG £EPEUVEG TTOU KATA
Kalpoug dieEdyovtal dev gival kal T600 €vBAPPUVTIKA. ZUYKEKPIMEVA, TO WECO
TTOOOCTO QATTOTUXIAG TWV UAOTTOINCEWV TTOU QVAQEPETAlI OE E£PEUVES EIDIKWV
avaAuTtwyv, 6TTwg Gartner ) Forrester Research, Bpioketal petagu 55% kai 75%,
TT0000TO €€QIPETIKA uPNAS (Greenberg 2002). MapdAAnAa, clpewva pe €psuva
Tou Bpetavikou National Computing Centre (NCC), 10 45% Twv ETIXEIPNOEWV
EXEl ETTWEEANOEi TTEPIOPIOPEVA aTTd Ta cuoTAuata CRM 1Tou €xouv UAOTTOIROEI,
EVW To 5% Ogv £xel dIATTIOCTWOEI Kavéva ouoiacTikd opelog (Bailey 2009). ‘Eva
EMITPOOOETO OTOIXEIO €ival OTI Ol TTEPIOCCOTEPES ETTIXEIPAOEIG ATTOTUYXAVOUV VA
aglotroiqoouv TNV tEXVoAoyia kai Tig duvatéTtnteg Tou CRM oT1o péyioto duvatd
BaBuod. Ze TTOAAEG TTEPITITWOEIG Ol ETTIXEIPNOEIG ATTOKTOUV KATolo CRM cuoTnua,

ammAd Yyl va QUTOMOTOTTOINOOUV KATTOIO OUYKEKPIYEVN dladikaoia, OTTwG TN
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Aeitoupyia Tou TNAEQWVIKOU TOUG KEVTPOU 1l Tn Olaxeipion TWARCEwWV Kal
TTAPAUEVOUV €KEl, Xwpig va kdvouv To €mmopevo PBripa (Edwards 2007). Ao
OXeTIK €peuva TnG Gartner TTPokUTITEl OTI TO 40% TWV ETTIXEIPAOEWY OEV
KATAPEPVOUV VA ATTOKOUIOOUV TO OUVOAO TWV QVOUEVOUEVWY OQEAWY, CUNQWVA
ME TO O0X€EDI0 TNG £MEVOUOTG Toug (Capgemini 2009)

Mia dAAn didotaon Tng amrotuyxiag uAotroinong evog cuotiuatog CRM,
€XEl va KAvel pe TR pn emiteuén TNG UAoTroinong pECO OTA  KaBopIoHEVa
TepIBwpPIa XpOvou Kal KOoToug. H kardotaon €dw egivar ca@wg KAAUTeEPN,
UTTAPXOV OPWG aKOPa TTPORAAMATA. ZUYKEKPIYEVA, TTapOAo TTou AdN UTTAPXE!
euTTEIpia piag dgkagTiag doov agopd Ta cuoTtripata CRM kal TTapoAo 1Tou autd
€XOUV KaTaoTel AlyOTEPO ETICPAAN KAl TTEPIOCOOTEPO TTPOPRAEYIPA, Ol OXETIKEG
uhotroijoeig Tou oAokAnpwvovTal £ykaipa (on time) kai evrog TpoUTToAoyIouoU

(on budget), TTapapévouv ato 70% Tou cuvoAou (Gartner 2009).

6.4.2. AOI'ol ANOTYXIAZ

O1 A6yol yia - Toug ofroioug oI  UAoTroifoelg  ocuoTnudtwy  CRM
ATTOTUYXAVOUV VA ATTOOWOOUV Ta AVOUEVOUEVA KAl VA (QAVOUV XPrOIYES YIA TIG
ETTIXEIPNOEIG EiVAl APKETEG.

To peyaAutepo TTO000TSO ATTOTUXIAG TwV UAOTTOINCEWVY CRM o@eileTal OTO
YEYOovOG OTI OTav TENIKA auTri OAOKANPpwOEl, AoxXeTa av auTh €xel emITeEUXOEi
EYKAIPA Kal eVTOG TTPOUTTOAOYIOUOU, o1 XPAOTEG TEAIKA OEV KAVOUV XPrjon Tou
ouoTiuartog (Greenberg 2002). MBavoi Adyol ptropei va gival n duoTrioTia yia Thv

avaykaidétnTa Tou VEOU CUCTHPATOG, O GOBOG YIa TNV OTTWAEIA KEKTNUEVWY,
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eEAEYXOU Kal €TIPPONG, N EANEIYN OXETIKWV TEXVIKWV 1 YN YVWOoewv KATT. Ta
ouoTtiuata CRM putropei va atrotuxouv 6tav povo €vag TTEPIOPICUEVOS apIBudg
uTTaANAWV €ival agooiwpévol o€ autd. H eptrAokr Twv. utraAAAAwy Kar n
dloiknon aAAQywv €ival ONUAVTIKOTATO! TTAPAYOVTEG YIO TNV ETMITUXIA TETOIWV
uhotroijoswv (Payne, Frow 2005).

EmimAéov, €xel diamioTwOei 0TI atrapaitnTn TPoUTeBeon yia Tnv emITUXia
evog ouaTruatog CRM gival va €xel ard mpiv oxedlacOei kal uhotroinBei amod Tnv
ETMIXEIPNON Mia TTEAATOKEVTPIKN (ME €ugacn TOCO OTNV AMOKTNOTN, 60O Kal Th
dlatipnon tou treAdrn) otpartnyikf (Rigby, Reichheld, Schefter 2002). Mia tétola
OTPATNYIKA €XEI VO KAVEI PE TNV KAQOIKA TEXVIKA TNG TUNUATOTTOINONG TNG
TTEAQTEIAKNAG PBAONG KOl WE TOV OPIOUO OUYKEKPIUEVWY marketing oTdxwv.
Maparnpeital dpwg 0TI TTOANEG ETTIXEIPNOEIG GTTEUOOUV, ATTAA Kal HOvo £TTEION N
Tdon TNG €TTOXNAG €ival auTr]; va €TevOUOOUV O€ UAOTTOINOEIG ouoTnudtwv CRM
XWPIG va oXeDIACOUV KAMIa OTPATNYIKI ETTIKEVTPWHEVN OTOV TTEAATN TNV oTroia Ba
utrooTnpigel n TexvoAoyia Tou eiodyel To CRM. To emakéAouBo piag TETOI0G
TAKTIKAG €ival n UAOTTOINCN TOU CUCTAUATOG VA PNV PTTOPEI va E€TIQPEPEl TA
AVOMEVOUEVA ATTOTEAECUATA, VA MPNV  KATAYPA@ETAI ONUAVTIKO 1 akdpa Kal
KaBbAou S@eAOG yia TNV ETTIXEiPNON, TO KOOTOG 0 XPOvo, XPrMa Kal AoITToug
TOPOUG va uNV 1000KeAICETal Kal TO OAO eyxeipnua va Bewpeital €v TEAEI
QTTOTUXNMEVO.

Mapdpoia amoreAéouata TpokUTTouV otav O AauBdvetal uroywn Ot pia
uAotroinon cuoTtApaTtog CRM Ba ptTopEoel va €TTITUXEI HOVO OTaV N ETTIXEIPNON

Kal ol 0ladIkacieg TNG (TTEPIYPOPES APUODIOTATWY, WETPAOEIS ATTOTEAECHATWY,
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OUCTAMATA ATTOCNMIWOEWY, TTPOYPAUMATA EKTTAIdEUONG KATT) avadiopyavwBouv
€701 WOTE VA KOAUTITOUV 600 TO dUVATOV KAAUTEPQ TIG AVAYKEG TWV TTEAATWYV TNG
(Rigby, Reichheld, Schefter 2002). & TepiTrTwon TTOU KATI TETOIO eV £XEI CUMPBEI,
gival SUokoAo va utTdpgouv aTTTd OPEAN KAl POIpaia TO eyXEipnUa XapakTnpiZeTal
WG aTTOTUXNMEVO. XApPaKTNPIOTIKG €ival OTI € OXETIKY €pPEUva TToU £yiIve, To 87%
TwV oTeAeXwV TTou EAapav pépog, dnAwaoe 6Ti n atrotuyia Twv CRM cuoTnudtwy
TOuG o@eINOTav  oTnv  €AAelgn  eTapkoug - Olaxeipiong aAAaywv (change
management) (Rigby, Reichheld, Schefter 2002), rpdyua Tou o€ peydAo Babud
QAVTIKATOTTTPICEl KAl TV €AAEIYN TWV AVAYKAiWV OAAQYWV OTIG ETTIXEIPNMUATIKEG
01adIKAOiEG.

H €€elntnuévn xpron texvoAoyiag, gival akdua €vag Adyog TTou PTTopei va
odnynoel Tnv uAotroinon evég cucoThparog CRM oTtnv atrotuyia. Eival yeyovég 6T
Ol TTEAQTEIQKEG OXEOEIG MTTOPOUV- va JIaXEIPIOTOUV 0 TTOANOUG TPOTTOUG Kal Ol
o1oxol Tou CRM ptropouv va uAotroinBoulv Xwpig va gival atrapaitnTeg TEPAOTIEG
emevduoelg oe TexvoAloyia (Rigby, Reichheld, Schefter 2002). O1 emixeipriosig Ba
TTPETTEI VA XPNOIYOTTOIOUV TNV TEXVOAOYIa yia va €§UTTNPETOUV TIG AVAYKEG TOUG
Kal OXI va QTAVOUV O€ ONUEIO VA €0TIACOUV OAEG TIG OUVAMEIS TOUG WOTE va
eEutrnpetioouv TNV TEXVOAoyia. Otav autég yivovtal dEoUIEG TwV TTOAUTTAOKWY
OUCTNUATWY TTOU UI0BETOUV KAl T OTToia €ival eVOEXOUEVWG OXEDIAOUEVA YIA VA
€EUTTNPETAOOUV  ETTIXEIPNOEIG OIAPOPETIKWY HEYEBWY Kal PE AANEG QAVAYKEG,
QVATTOQEUKTA Ol UAOTTOINOEIG TWV CUCTNHATWY QUTWYV Ba a1roTUXOoUuV.

H xprion twv ocuotnuatwv CRM ouciacTikd yia evdéxAnon, avrti yia

TTPOCEAKUCT TWV TTEAATWY, €ival €TTioNG €vag onuavTikdg AGyog atroTuxiag Toug.
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O1 oxéoeig mou BEAoUV va avaTtrTUEouV Ol ETTIXEIPNOEIG PE TOUG TTEAATEG TOUG
dlagpépouv atd kKAAdo og KAAdO, aTTo ETTIXEIPNON O€ £TMIXEipNon Tou idlou kKAddou,
akopa kai atrd meAATN o€ MEAATN TNG idIag €TIXEipNONG. AUOTUXWG OI ETTITEAEIC
TWV ETIXEIPAOEWV AYVOOUV QUTH TNV TrPAyHATIKOTNTA, XPNOIMOTTOIWVTAG TA
oucoTpara CRM Trou €xouv oTn OIABECT] TOUG PE KATAOTPOPIKA ATTOTEAECUATA
(Rigby, Reichheld, Schefter 2002). MNapartnpeital TTOANEG @opég n emidiwén
OnuIoupyiag OXEoewv HE TTEAATEG TToU €iTe Ogv evdIa@EPovVTAl, €iTE Ogv €ival
ETTWQEAEIC yIa TNV €TIXEIpNON KAl PAMIOTA PE TPOTTOUG TTOU WTTOPOUV va
TTPOKAAEOOUV OUCAPEOKEID KUPiwg AOyo Tou €idoug, TnG €viaong Kal Tng
ouxvoTtnTag Toug. ‘ETol, avri va yivetal TTpooéAKUOT VEWV TTEAATWYV Kail d1aTrpnon
TWV  UTTapYXOVTwy,  Onuioupyouvial  KOTAOTAOEIG  OTTOU O TTEAATEG
OUCAVAOXETWVTAG QTAVOUV OTO ONUEIO aKOPA KAl va OIOKOWOUV TEAEiWG TN
ox€0n TOUG JE TNV ETTIXEIPNON.

TéNog, évag €€ioou onuavTikoG Adyog atrotuyiag Tng uAotroinong evég
oucTparog CRM eivar To yeyovog OTI-av Kal n auTtr) oOAOKANpWVETAl ETTITUXWG,
uTTdpxel OUOKOAIa OoTNV OAOKApwaON ME Ta AAAG TTANPOPOPIAKA CUCTANATA TNG
etaipeiog (Goldenberg 2002). O1 duokoAieg ptropei va o@eilovTal €ite o€ TEXVIKA
¢nNTAMaTa, OTTWG ACUMPBATOTNTEG CUCTNNATWY, EITE OE DIAPOPETIKEG TTPOCEYYIOEIG
o€ €mTedO UAOTTOINONG ETTIXEIPNUATIKWY EVVOIWY, OKOPA KAl 0€ aTTpoBupia Twv
OMAdWY TTOU OXETICOVTAI JE TO CUCTANATA AUTA VO CUVEPYAOTOUV, AQIEPWVOVTAG

TOUG QTTaPAiTNTOUG TTOPOUG.
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KE®AAAIO 7.

TO NMAPON KAI TO MEAAON TQN 2Y2THMATQN CRM
7.1. TA2ZY2THMATA CRM 2HMEPA KAl 2TO AME>O MEAAON

H oupBoAn twv ocuotnudatwv CRM otnv avamruén kal gunuepia Twv
EMIXEIPACEWV EXEI AVAYVWPIOTEI atrd TNV ayopd Kal Ta €XEl KATAOTAOEl PETAEU
TWV ONUOPIAECTEPWYV TTANPOPOPIAKWY CUCTNUATWY TTOU XPNCIKJOTTOIOUVTAI KAl ME
TTOAU KOAEG TTPOOTITIKEG TTEPAITEPW AVATITUENG.

H edpaiwon tou CRM 0OTn ouveidnon Twv OTEAEXWYV TWV ETTIXEIPOEWV
@aivetal ammd 10 yeyovdg OTI av Kal n ayopd Tou CRM auénbnke povo katd €va
avapevouevo 3,3% péoa orto 2009, evroUToig n aug¢non auth ATav uywnAdtepn
aT1Td TOUG TTEPICOOTEPOUG TEXVOAOYIKOUG TopEig (Beal 2009). EmimmAéov, cupgwva
ME €peuva Tou Bpetavikou National Computing Centre (NCC), n mpdo@aTn
OIKOVOUIKI) Kpion €xel OnUIoUpyrnoel €VIOVOTEPEG AVAYKEG YIA BEATIWHEVEG
TTENATEIOKEG OXEOEIS Kal yI auTd ol emevdluoelg oe CRM de Ba TTapoucidcouv
KAuyn oto dpeco péAAov, OTTwg Ba cuuBei oe dANou €idoug emmevduoelg. Mo
OUYKEKpPIPEVA, TO 18% Twv EemIXeEIprioewv Tou €Aafav PEPOG OTnV €peuva,
OnAwaoav 6T TTPOKEITAI VA AUENCOUV TOV TTPOUTTOAOYIOHOU TTOU OXETICETAI UE TIG
evépyeleg CRM T10 etepyxouevo €1o¢ (2010), 50% Oa mapapegivouv ota idia
etmimeda pe 10 2009, evw POAIG TO 12% Ba peiwoel TIG datraveg auTeg (Bailey
2009).

EkT16G a1 TIG pEydAou peyEBOUG ETTIXEIPACEIG, OTIG OTTOIEG TOL CUCTANATA

CRM eival 101aitepa ONPOQIAr}, oTAdIOKA KAl Ol MIKPOTEPEG ETTIXEIPNOEIG €XOUV
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apxioel va UI0BeETOUV TETOIA CUCTAMATA O MPEYAAN KAIJOKA. 2UYKEKPIYEVA,
oupgewva pe v etaipeia Access Markets International (AMI) Partners Inc.,
oxe06V 10 40% TWV PECAIWV ETTIXEIPAOEWY TTAYKOOMIWG XPNOIMOTTOIEI EQAPHOYEG
CRM «kai oxedoév 10 25% oxedidaler va ulobetAoel pia dueca (Beal 2007).
EmmAéov, n Forrester Research Inc. tpoBAémrel OTI O PIKPEG KAl MPECAIES
eMIXeIpnoeig (emxeiproeig pe Aiyotepoug atrd 1.000 epyaldpevoug) Ba atroteAouv
10 38% TnG OUVOAIKNG daTTdvng yia eTevduoelg og ulotroijoeic CRM wg 1o 2010
(Beal 2007).

Ooov agopd 10 pEyeBOG TNG TTAYKOOWIaG ayopds Tou CRM, cUpgwva Pe
¢peuva TnG Gartner Inc., autd €prace Ta 9,15 dio. $ To 2008, TTapoucidfovTag yia
auénon tng Td¢ng Tou 12,5%, amod 1a 8,13 dio. $ 10 2007 (Musico 2009). To
OUVOAIKO pEyeBOG TNG ayopdg, TTAAI cUp@wva pe €peuva Tng Gartner Inc.,
QVaPEVETAI VO akoAouBrioel otaBepd avodikr TTopeia kal va @tacel Ta 13,13 dio.
$ 10 2012 (Kanaracus 2008).

Av kal To peyaAutepo pepidio TG ayopdg Tou CRM agopd TIg OUTIKEG
OIKOovouieg, €vroUTOIG Kal OTIGC avadUOUEVEG ayopEG TrapaTtnpeital agidéAoyn
KIVNTIKOTNTA Kal- Kataypd@ovtal uywnAoi puBuoi avdmtuéng. Mo ouykekpipéva,
oupoewva pe €peuva Tng Gartner Inc., oto T€Aog Tou 2008, n TTaykéouia ayopd
Tou CRM itav poipacpévn wg akoAoubwg (Mivakag 7.1):

Mivakag 7.1: Karavoun MNMaykéopiag Ayopdg CRM

Mepioxn MocooTo

Bopeioc AuEpIKN 52,5%
Eupwnn 31,5%
Avaduopevec OIKOVOIeC 16,0%
ZUvoAo 100,0%

Mnyn: Gutierrez 2009
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O1wg yia T0 GUVOAO TwV TTANPOPOPIAKWY CUCTNUATWY, £€TO1 KAl yiA TA
CRM utrdpxel n €mAoyn yia tnv evOloQepouevn emixeipnon va €mAEEEl peTagu
TOU va Trapayyeilel €va ouoTtnua mou Ba uAoTToINOEi ATTOKAEIOTIKA GUNQWVA HE
TIG TTPOJIAYPAPEG TNG ] TOU VO OYOpPAOoEl KATTOIO E£TOIMO TTPOIOV. KAl va TO
TTAPOUETPOTIOINCElI OTN OUVEXEIQ, WOTE VA IKAVOTTOINOEI TIG avAyKeS TNG. ETTi Tou
TTapoOvToG, TepitTTou 60-65% Twv epappoywv CRM, eival € apxng UAOTTOINUEVES
Katd Trapayyelia, TTapd OyOPACMEVEG KAl - OTN  CUVEXEIQ TPOTTOTTOINUEVEG
oUP@WVA PE TNG AVAYKEG TNG ETTIXEIPNONG. 2TA €TTOMEVA XPAOVIa AUTO AVOUEVETAI
va Téoel KAaTw atmod 1o 50% (Beal 2009). Mg tnv mdapodo Tou Xpdvou, Ol ETAIPEIEG
Tapaywyns Aoyiopikou CRM, e&eidikevovral - OAO  Kal  TTEPICOOTEPO  OTN
OUYKEKPIPEVN ayopd Kai €ival o€  B¢éon va  oxedildoouv AUCEIG  TTOU
avratrokpivovtalr O6Ao  Kal  TANPECTEPA OTIG QAVAYKEG TWV  ETTIXEIPAOEWV,
ATTAITWVTAG OAO Kal AlyoTepn TTAPAMETPOTTOINOT. AUuTd £XEI WG ATTOTEAECUA, Ol
ETTIXEIPAOEIG OTADIOKA  va TTPOTIHOUV OAO Kal TTEPICOOTEPO TNV ayopd evog
€1o1you TTakéTou CRM kai va daTravrioouv KATTOIoOUG OUYKEKPIYEVOUG TTOPOUG Yia
TNV TEAIK Olopdppwaon, amrd TO VO Tapayyeilouv KAtrolo TTou Ba  gival
QTTOKAEIOTIKA UAoTToINUéEVO aTmd auTég Kal Ba atraitjoel T datrdvn TTOAU
TEPICCOTEPWV TTOPWYV OE OAa Ta OTAdIA TNG TTAPAYWYNG Tou (avdAuon, oxediaon,

uAoTToinoTn, OUVTHPNON KATT.).
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7.1.1. Ol ZHMANTIKOTEPEZ ETAIPEIEZ THZ ArTOPAZ TOY CRM

H ayopd tou CRM €xel avamrtuxbei oe TmOAU peydAo [PaBud, e
ATrOTEAECHA va UTTAPXEl £va TTARB0G ETAIPEIWVY TTOU TTAPAYOUV OXETIKO AOYIOMIKO
Kal TO OTroi0 KOAUTITEl €va  €upuTATO @QACHA  ETTIXEIPNOIAKWY QVAYKWV,
avegapTnTws KAAdou, peyEBoug kai Asitoupyiag.

ZUppwva e  €peuva  Tou  diegnye n AMR - Researcher, o1 10
ONMAVTIKOTEPEG €TAIPEIEG TTApAywyHS Aoyiopikou CRM, 6Gov agopd Tov KUKAO
EPYACIWV TOUG TTapouaidfovTtal atov [livakag 7.2:

Mivakag 7.2: O1 10 ZnuavTikoTepeg ETaupeieg Mapaywyrng Aoyiopikod CRM

KOkAog | Avantudn

A/A ETaipeia E£PYACIOV 2006 -

2007 2007
1 SAP 2,7 0i0. $ 20%
2 Oracle 1,9 dic. $ 39%
3 Salesforce.com 749 exat. $ 51%
4 Cegidim Dendrite 602 ekar. $ 82%
5 Amdocs 522 exat. $ 14%
6 Aspect 480 ekart. $ -2%
7 Verint Witness Actionable Solutions 395 ekat. $ 78%
8 Microsoft 360 ekar. $ 39%
9 SAS 323 ekar. $ 34%
10 | Avaya 267 ekaT. $ 2%

Inyn: Wailgum 2008

‘Evag evaAAaKTIKOG TPOTTOG TTOIOTIKAG avdAuong Tng ayopds CRM, aAAd
KAl TNG OXETIKAG BE0NGC TwV ETAIPEIWV TTOU OPACTNPIOTTOIOUVTAI OE QUTH, €ival TO
Magic Quadrant mou €xel elodyel n Gartner Inc. INpdkeital yia éva didypapua Tou
KATaTAoOoEl  TIG EMIXEIPOEIS  TTou  €getdlovral o€ Hyéteg,  AlekdIknTEG,
E&e1dikeupévoug MNaikteg kal OpapaTioTEG, CUPNPWVA PE TTANPOTNTA TOU OPAUATOG

TOUG Kal Tn duvaTéTNTa EKTEAEONG TOU.
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MNa 1ig eTaipeieg mou diaBéTouv TTpoidvta CRM tToAukavaAikig diaxeipiong
kautraviwv (Multichannel Campaign Management) n katdraén olp@wva Pe 1O

Magic Quadrant gaiveral oto Aildypappa 7.1:

AIEKSIKNTEG Hyé£Teg

Unica

SAS Teradata

(9,
5
% Apnimo
E Oracle (Siebel)
w SAP
=]
=
o
=
=
E) Alterian
< ATG
Infor CRM Epiphany
1 Meglane
o RightMow
smadFOCUS
MarketZlLead
Marketa
EEc18IKEUPEVOI NAIKTEG OpapaTIoOTEG

MAnpoTNTA OPaPATOG

Aidypappa 7.1: Magic Quadrant yia rpoiévta CRM troAukavaAikig diaxeipiong
Kaptmraviwy (Multichannel Campaign Management)
Inyn: Gartner 2009b
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Emiong, mdAl cupwva pe To Magic Quadrant, o1 eTaipeieg Tou dlaBETouv
TTPOIOVTA yIa KEVTPA €TTAPAG eEuTTnPETNONG TTEAaTWwy (Customer Contact Service

Centers) karardooovTal OTTWG @aiveTal oto Aidypapua 7.2:

AIEKSIKNTEG Hyé£Teg

‘Oracle (Siebel)

Microsoft rosoft Dynamics CRM)
Amdocs 7 =alesforce o

AuvaToTnTa eKTEAEONG

SAP I
Oracle (E-Business Suite) I
©  wChordiant |
“Sword Ciboodle
wJacada
MNeocase Software
®edue
»Astute Solutions
‘Helpstream

. o

EEcI8IKEUNEVOI NAIKTEG OpapaTIOTEG

v

MANpPOTNTA 0OPANATOG

Aidypappa 7.2: Magic Quadrant yia rpoiovria CRM yia KévTpa eTTa@ig eSuTThpETNONG
TreAaTwyv (Customer Service Contact Centers)
Inyn: Gartner 2009c
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TéNog, o1 eTaipeieg TTou dIaBETOUV TTPOIdVTA £€6pUENG DEDOUEVWV TTEAQTWV

(Customer Data-Mining Applications) ouppwva pe T1O0 Magic Quadrant,

KatataooovTal OTTwG gaiveral oto Aildypappa 7.3:

v

AIEKSIKNTEG Hyé£Teg
(_
SPSS
o "
e Paortrait Software
S
s s
S
“ Angoss Software Sh
e
o
5 :
= Infor CRM Epiphany .
3 ThinkAnalytics
<
Viscovery
Unica
N
EE£I8IKEUPEVOI NAIKTEG OpapaTIoTEG
MANPOTNTA OPANATOG

Alaypappa 7.3: Magic Quadrant yia rpoiovra €§6puéng dedopévwy meAatwy (Customer

Data-Mining Applications)
Inyn: Gartner 2009d
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7.2. NEE2 TAZEI> 2TA 2Y2THMATA CRM

TOo0 o1 €TIXEIPATCEIG, OO0 KAl Ol TTEAATEG TOUG €ival QUVAUIKEG OVTOTNTEG UE
d1apkr €EENIEN oTO XPOVO, UE AVATTOPEUKTO ATTOTEAECHA TRV aVAYKN YIO OUVEXH
eEENIEN Kal TOu TPOTTOU PE TOV OTroio diaxelpifovTal Kal o JETAEU TOUG OXEOEIG,
onAad Twv cuotnudtwv CRM. H €&€MNEn autrh TpayuatoTroieital 1600 o€
TEXVOAOYIKO, OO0 Kal OE ETTIXEIPNOIAKO ETTITTEDO, PE KUPIOTEPOUG EKPPACTEG TNG,

10 Software as a Service kai To Social CRM avrioToixa.

7.2.1. SOFTWARE AS A SERVICE (SaaS)

AkoAouBwvTag Tnv TAON TIOU ETIKPATEI YEVIKOTEPA OTO XWPO TNG
TTANPOPOPIKNAG, yia katavepunuéveg (distributed) kail katd atmraitnon (on demand)
UTTNPECIEG, Ol ETTIXEIPNOEIG OTPEPOVTAI OAO Kal TTEPIcTOTEPO 0 AUoEIg Software
as a Service (Saas) 6cov agopd 1a cuoTtripata CRM Ttoug. To SaaS cival €va
MOVTEANO KaTavourg AoyIouIKOU, JE TO OTToi0 DIAPOPESG EPAPUOYES PINOEEVOUVTAI
aTrO KATTOIOV TTAPOXO KAl YivovTal JIABECINEG OTOUG EVOIOPEPOUEVOUG TTEAATEG
MEoW Tou AladikTUOU, cuvhBw¢ oTa TTAQicIa piag cuvdpPouAG.

Ta TTAeOVEKTAMATA TTOU TTPOCPEPEI N TEXVOAoyia SaaS yevikOTEPA OTA
TTANPOPOPIAKA CUCTAMATA KAl KAT €TTEKTACN KAl oTa cuothuata CRM, eivai
TautoxXpova OoTAd Kal onuavtikd. [lapokdtw ava@épovral GCUVOTITIKA Ta

KupI6TEPA aTTd AUTA:
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o XaunAd k60TOG €10600U Kal XAPNAOTEPO OUVOAIKG KOOTOG IDI0KTNOIOG
(Total Cost of Ownership — TCO), agou n emixeipnon 0¢ xpeidleTal va
eTevdloel PeydAa TTood oc €EOTTAIOCUO TTANPOYPOPIKNG, KABWG Kal o€
AVTIOTOIXO £EEIDIKEUUEVO TTPOCWTTIKO.

e EVOWUATWHPEVO CUPPEPOV TOU TTAPOXOU TNG UTTNPECIAG YE TNV €vvola OTI N
oxéon TAéov pe Tov TTEAATn — XPNAOTN TNG UTTNPECIag E€ival OUVEXNG,
OUVETTWG O TTAPOXOG €XEI CUMPEPOV VA dIATNPEI TNV UTTHPETIa o€ uywnAd
eTiTTedA, WOTE VA ATTOKOMIZEI TO PEYIOTO KEPDOG.

e [loAU pIkpOTEPO KivOUVO, AdYW ypnyopoTEPWY - UAOTTOINCEWV KAl

MIKpOTEPOU BaBuoU dEoPEUONG ATTO CUYKEKPIMEVO TTAPOXO.

2Uh@wva pe TNV Gartner Inc., N ayopd Tou SaaS OTIG ETTIXEIPNOIOKEG
epapuoyEg Ba kupavBei ota 8 dio. $ 10 2009, evw pEXPI TO 2013 TTpoBAETTETAI OTI
Ba ¢tdoel Ta 16 Oio. $ karaypdeoviag otabepry dvodo (Gartner 2009e).
MapdAAnAd, cupgwva pe €psuva NG IDC Research, oto 1€A0g Tou 2009, 10 76%
Twv emyeipoewv oTig. HIMA  Ba  xpnoiyotrololv  TouAdxiotov pia  SaaS
ETTIXEIPNMATIKN) €QApHOYr AoyiouikoU. ETTITTA0OV, TO TTOCOOTO TWV ETTIXEIPACEWV
otig HIMA Tou &odelouv ToUAdxioTOV TO 25% TOU TTPOUTTOAOYIOUOU TOUG YIa
TEXVOAOYIEG TTANPOYOPIKNG OE SaaS epapuoyEg, Ba augnBei amod 23% 1o 2008 oc
TrepiTrou 45% péoa oto 2010. Ooov agopd ouykekpipéva Ta cuoTthpara CRM, n
Gartner Inc mpoBAETrel OTI pEXPI TO 2012, TOo 25% Twv epapuoywv CRM 6Ba
TapEXoVTal HECW SaaS, evw To TTooooTd autd Ba @Tdoel 10 40% pEXpP! To 2020

(Gartner 20009f).
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7.2.2. KOINQNIKO (SOCIAL) CRM

O1 TToAAaTTAEG TEXVOAOYIKEG aAAQYEG TTOU dpXloav va oupBaivouv heE Tnv
€i00d0 TNG vEag XINETIOG, €TTNPEACAV OPAMATIKA TOV TPOTTO PE TOV OTT0IO Ol
AvOpwTTol ETIKOIVWVOUV METAEU TOUG, KUpPiwg MECW Tou AIadIKTUOU Kal TwV
KOIVWVIKWV MEowV eTTiKoIVwviag (social media) 1mou €xouv avarrTuxBei Kai
Baoiotei o autd. ZOpewva pe €peuva TTou diegnye n Cone Inc.. To 2008,
TTPOEKUYE OTI TO 60% Twv ApEpIKAvwY XpnoigoTtrolouv social media, pe 1o 59%
auTWV va aAANAETTIOPA PE ETTIXEIPROEIS NEOW TwV social media (Leary 2008).

H peydAn emidpaon Twv social media oTnv €TKOIVWVIA HETEQEPE TOV
€AEYXO TNG OXEoNnG ETIXEipnoNG / TTEAATN OTN MEPIA TWV TTEAATWYV, TTPAYHA TTOU
dANage Tov TPOTTO PE TOV OTTOIO OI ETTIXEIPHOEIG TTPETTEI TTAEOV va aAANAETIOpOUV
ME autoug. O1 oulnTHOEIG OXETIKA PE TNV ETTIXEIPNON, METAPEPBNKAV €W ATTO TA
OTeEVA OpIa AUTHG Kal TTAEOV Ol TTEAATEG PTTOPOUV va culntouv dONuOoIa yI AuTh,
XWpPIig TN ouppeToxn TnG. ETOI, agevdg pev ol oulntioelg dev gival utmd Tov
€Aeyxo TNG €mixeipnong, aAAd ouTe Kal o1 TTEAATEG ATTAd TTIOTEUOUV QUTA TTOU TO
marketing ©8¢éAer - va Tmmotégouv  (Greenberg 2009), a@oUu uTTopoUV va
EMPBERAILWOOUV Ta AEYOUEVA UE TTPAYUATIKEG EUTTEIPIEG AAAWV TTEAQTWYV. EXoupe
OUCIACTIKA T dnuioupyia Tou KolvwvikoU TeAATn (social customer), oOTToiOG
apxicel otadlokd va gival To PBapOPETPO OTO ETIXEIPNUATIKO OIKOCOUGCTNUA.
EvOekTIKO €ival, OTI, OUMQWVA PE OXETIKA £PEUvA, O «KATTOIOG OAV EPEVO»
TTEAATNG, O TTEAATNG ONAADK PE KOIVA EVOIAPEPOVTA E TOUG CUUMETEXOVTEG OTNV
¢peuva, 1o 2003 amrotehouoe 10 22% Tng O AgIGTOTNG TTNYAS TTANPOPOPIWV

OXETIKA PE TNV €TIXEIPNON, evw To 2005 TO TTOCOOTO AUTO EKTIVAXONKE GTO 56%
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(Greenberg 2009). EmitrAéov, o1 xprioTteg social media mioTevouv katd 93% 611 ol
EMIXEIPNOEIG Ba TPETTEl va €xouv Trapoucia ota social media, evw 10 56%
onAwvel 611 aloBdveTal 1I0XUPOTEPO BECIUO UE ETTIXEIPACEIG TTOU- TO TIPATTOUV
(Leary 2008).

OAa ta Tapatrdvw, odnyouv oTnv avdykn tng aAAayng tou CRM kai tng
EMQAvVIONG Tou Kolvwvikou (social) CRM, piag €€€AiEng Tou mapadooiokou CRM
TTOU AauBAvel UTTOYN TO OUVOAO TNG ETTIKOIVWVIOG KAl TNG CUVEICPOPAG EUTTEIPIOG
TTou YiveTal uEow Twv social media.

‘Evag apyxikdg opiopdg tou Social CRM givalr 611 TTpOKeITal yia pia
@INOCOQIa Kal ETTIXEIPNCIOKN CTPATNYIKI, UTTOOTAPICOPEVN aTTO Mid TEXVOAOYIKN
TTAATQOPUA, ETTIXEIPNOIAKOUG KAVOVEG, OIADIKACIES KAl KOIVWVIKA XAPOKTNPIOTIKA,
OXeOIAOPEVN VO EUTTAEKEI TOV TTEAATN O€ Mia CUVEPYATIKI OulATNOT, NE OKOTTO va
onuioupynoel apoifaia aic oe €va ao@AAéC Kal OIAQAVO  ETTIXEIPNMATIKO
epIBAAAov (Greenberg 2009).

Mo avaAutikd, 1o Social CRM gival TO OUVOAO Twv €gpyoAgiwv Kal
O1adIkaoiwv  TToU -~ evBappuUVouV TNV  KOAUTEPN KAl TTIO  OTTOTEAECHATIKN
AAANAeTTidOpacn PE TOUg TTEAATEG KAl HOXAEUOUV TNV GUAAOYIKN TTAnpogopia tng
eupulTEPNG TTEAATEIOKAG KOIVOTNTAG ME €mMOUPNTO aATTOTEAECPA TNV auénon Tng
OIKEIOTNTAG METAEU TRG ETIXEIPNONG Kal Twv duvnTIKWV TTEAATWV TNG. O OKOTTdG
gival va yivel N ox€on PE Tov TTEAATN TTIO OIKEIA KAl ATTOKAEICTIKY OTNV €TTIXEIPNON,
ME Tn Onuioupyia €vOG AVOIKTOU OIKOOUOTAUATOG TO oTroio Ba PBonbroel tnv
KaAUTePN Katavénon Tou TI akpIBWG BEAEI 0 TTEAATNG Kal TTwG AAANAETTIOPA PE Ta

did@opa onueia €maPAg TNG EmmIXEipnong, OTwg TWAACEIG, €EUTTNPETNON
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meAatwyv KA. (Fauscette 2009). To Social CRM trapakoAouBei, eUTTAEKEl Kal
diaxeipiCeTal oudnTHOoEIG Kal OXEOEIG TTou oupPBaivouv ota social media, ue okotrd
va JTTOPECEI VA AVAYVWPIOEI TOUG UTTOYWNR®PIoUG TTEAATEG KAl va- UTTOPECEl va
AaAANAeTIOpdoEl padi Toug.

210 Aldypappa 7.4 TTOu  yiveTal Hid  OXNUATIKY = OUYKPION TOU
TTapadooiakoU he 1o Social CRM, gival epgaveig o1 dlagopEg oTn doun Kal TV
TTOAUTTAOKOTNTA TOUG, KOBWG Kal O TPOTTOG PE TOV OTTOI0 TO TEAEUTAIO EUTTAEKEI KAl

dlaxelpiCeTal Ta TEKTAIVOPEVA oTa social media:

MNapadociake CRM Social CRM
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Aidypappa 7.4; Zaykpion MNMapadooiakou kai Social CRM
lnyn: Slaats 2010

151



Tnv emdpevn OekaeTia, Ol ETMIXEIPAOEIG QVAPEVETAI va Blwoouv uia

peTaBoA ota cuotiuara CRM Ttoug, Adyw Tng avamrtu¢ng Tou Social CRM. H

avaAoyia Acitoupyikou, AvaAuTikou Kail Social CRM oTa TTAKETA EQAPPOYWY TTOU

diatiBevTal otnv ayopd, 6a petapBAnBei amod 90:9:1 1o 2009, oe 70:20:10 uéxpl 1O

2020 (Gartner 2009f).

'HOn 1oAAEg eTaipeieg TTapaywyng Aoyiopikou CRM €xouv eVOWNATWOEI

AeiroupyikétnTeg Social CRM ota takéta Toug. AkoAouBei pia Aiota pe 1O

onUavTiKoTEPA at1rd autd Ta TTakeETa (Owyang 2009):

ACT!

BatchBook

Buzzient Enterprise
Microsoft Dynamics
NerSuite CRM+

Oracle Siebel Social CRM
RightNow CRM
Salesforce CRM

SAP CRM

Sugar CRM
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KE®AAAIO 8.
2YMIMEPAZMATA

OAokAnpwvovTag Tnv TTapouca dITTAwUATIKY epyacia, gipacTte og B€on va
e€dyoupe pia ocipd XPAOIMWY CUMTTEPACHATWY. Ta onuUAvTIKOTEPA OTTd AUTA

TTapaATiOEVTAI ETTIYPAPUATIKG AKOAOUBWG:

e Ta dl0IKNTIKA TTANPOPOPIAKA CUCTHHATA ATTOTEAOUV VEUPOAAYIKO TOMEQ TNG
oulyxpovng €TIXEipnong, kKabBwg PonBouv aTnv oudAr; AsiIToupyia Kal apUOVIKH
ouvepyaoia OAwV TwV TUNPATWY Kal OAwV Twy €TITEdWV dloiknong. MapdAAnAa
BeATIWOVOUV TNV TTAPAYWYIKOTNTA, €VIOXUOUV TO AVTAYWVIOTIKO TTAEOVEKTNUA,
utrooTnpifouv TNV opBn Anwn atmo@dcewyv Kal Bonbouv oTn Xxdpaén Kai

uAoTroinong TNG OoTPATNYIKAS TNG ETTIXEIPNONG.

o O TeAdTnG atroteAei éva amd Ta ONUAVTIKOTEPA TTEPIOUCIAKA OTOIXEIA TNG
ETTIXEIPNONG KAl Ol ETTIXEIPHOEIG TTPETTEI VA ETTIKEVTPWOOUV TIG DUVAUEIG TOUG OTNV
IKavoTroinon Tou, N otroia Ba odnynoel otnv moTéTNTA Tou. OCO0 TTEPICCOTEPOUG
TMOTOUG TTEAATEG £XEI Mia ETTIXEIPNON, TOOO TTEPICOOTEPO DIATNPEI TNV TTEAATEIOKN)
NG PBAon, PE APeoca ATTOTEAECPATA OTNV QUENON TWV TTPAYHUATOTTOIOUUEVWV

ayopwv Kai TNG KepdoPopiag.
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e H diaxeipion Twv OoxECEWV TNG €TIXEIPNONG ME Toug TreAdTeS (Dlaxeipion
TTeEAATEIOKWY OXEoEwWV — CRM) €ival pia yevikoTepn oTpATNYIK TTOU DIATPEXEI TO
oUVOAO TNG E€TIXEipnONG Kal Oev A@OPA HEUOVWHEVA TUAMATA A avBpwWITOUG.
2KOTTOG TNG €ival n PeyloToTToinon TG agiag mou Aaupdvouv oI TTEAATEG aTTd TNV
ETTIXEiPNON, WOTE KAl QUTH PE TN OIpd TNG VA HEYIOTOTTOINCEl TNV agia Trou

Aaupaver atrd auToug.

e Ta mTAnpo@oplakd cucThuarta TTou utrooTtnpifouv To CRM, Ta cuoTiuata
CRM, xwpiCovtal ouciaoTiIkd o Ouo  OJIa@OPETIKA €idn, TO A&IToUupyIkKod
(Operational) kai To AvaAuTiké (Analytical) CRM, Ta oTroia a@evog PeV €XOuV
OIAQPOPETIKEG  AEITOUPYIKOTNTEG KOl  KAAUTITOUV. OIOQOPETIKEG AVAYKESG, OPWG

ouvepyadovTal OTEVA, CUUTTANPWVOVTAG TO £va TO AAAO.

e Ta ocucotiuara Acitoupyikou CRM, €ival ouciaoTiKd autd TTou €ival Katd
KUpI1o Adyo utreUBuva yia Tnv. aAANAeTTidpacn pe Tov TTEAATN, EVW TA CUCTHUATA
AvaAutikou CRM, gival autd trou €TTi TNG ouciag emegepydlovTal Ta OTOIXEIQ TTOU
oUAAéyovTal atrd Ta cuoThpata Asitoupyikol CRM kal BonBouv Tnv emixeipnon

va €¢Ayel T CUPTTEPACUATA TTOU XPEIAZETAl.

e H a&ia mmou mpoacdidouv oTnv £TiXeipnon Ta cuoThpaTta Asitoupyikou CRM
gival mo dueon, aAAd oTabepoTrolgiTal oUVTONA, O€ AvTiBeon PE TA CUCTHPATA
AvaAutikou CRM, 6tou 10 6@€eAOG TOug YiveTal avTiIAnTTd o€ BdBog xpdvou,

OMWG £XEl OTABEPA AUENTIKA TAON.
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e Ta ouotiuata CRM RBpiokouv e@apuoyy o€ OAoug oxeddv TOUG
ETTIXEIPNOIAKOUG TOMEIG TOU ETTIXEIPNONG, ME ONUAVTIKOTEPOUS TIG TTWANOEIG, TO
marketing kal Tnv €utnPEETNON  TTEAATWY, TTPOCYPEPOVTAG - OTOV.  KaBéva

OIAQPOPETIKA OQEAN.

o Ta o@éAn Twv emixeipfioewv amd 1o CRM ocav yevikdTeEPN OTPATNYIKH,
aAAG kal amd 10 cuoTAuaTa CRM ev TTPOKEINEVW, €ival adlap@IoBATNTA Kal
TToAudidoTara. Opiopéva atrd Ta CNPAVTIKOTEPA ATTTA OQEAN TTOU N ETTIXEIpPNON
MTTOpEi va aTrokopioel €ival n aug¢non €o06dwv, n Meiwon Tou KOOTOUG, N
dlatipnon TG TEAATEIAKNG BAong Kal n PEATiwoN TNG TTAPAYWYIKOTNTAG Kal
TTOPAYWYIKOTNTAG. YTTAPXEl Kal €va TTARBOG un amrTwy 0QEAWY, UE KUPIOTEPA TN
BeATiwpévn Aqwn atmo@doewy, Tn proactive diaxeipion, Kal TRV IKAVOTTOiNGN Kal

UTTOKIVNON TV £PYACOPEVWIV.

o  YTdapxouv opIopEVA BEPATA OXETIKA PE TNV UAOTTOINGCTN KAl XpNOIYOTToinon
ouoTnudatwyv CRM Trou TTpokaAouv TTpoBAnuaTiopd. Autd gival, To upnAd KOGTOG
uhotroinong kar xpnong Twv oucTnudtwvy CRM, n ap@iAeyouevn atmédoon
erévdouong (ROI) kai 1O peEyAAO TTOCOCTO ATTOTUXNMEVWY UAOTTOINCEWV TTOU

TTapaTNEEITAI OTNV. TTPAEN.

o O1 BaoikdTEPES AITIEG ATTOTUXIAG TWV UAOTTOINCEWV ouoTnudaTwy CRM €ivai

n KN utTooThPIEN TOUG aTTd TOUG £PpYACOUEVOUG KAl Ta OTEAEXN TNG ETTIXEIPNONG, N
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ENelpn otpartnyikng CRM atéd tnv €mixeipnon, N un avaloyn evapuovion Twv
diadikaociwv  TNG €mixeipnong, n UTePPOAIKA XpAon Tng TeEXVOAoyiag, o
EOQAAPEVOG TPOTTOG XPNOIMOTTOINONG TOUG KABWG Kal N OUCKOAia OAOKANpwoNG

ME Ta GAAQ TTANPOPOPIOKA CUCTAHATA TNG ETTIXEIPNONG.

e Ta oucothiuara CRM c¢ivar amd T1a OnUO@IAECTEPA  TTANPOQOPIAKdA
OUCTAMATA OTIC NMEPEG MOG KAl TTapoucIdlouv onuUAvTIKOTATN. avToxXH OTnv
TPOCPATN OIKOVOUIKA Kpion Trou MPaoTICEl TNV - TTAYKOOUIQ - OIKOVOMIKI  Kal
ETTIXEIPNMATIKA KolvoTNTa. H ayopd Ttou CRM avauéveralr va TTapoucIdoEl

oTaBepr) augnon Ta eTdueva xpovia.

e H onuavtikétepn TEXVOAOYIKN €EENIEN Twv ouoTnudTwv CRM e€ivalr n
oTpoPNA oTnV TEXVOAOyia Software as a Service (SaaS), dnAadr) atn @IAogevia TNG
EQAPPOYAG O KATTOIOV. TTAPOXO Kal TNV ayopd TnG amd autdv, avdAoya pa TIG

EKAOTOTE AVAYKEG TNG ETTIXEIPNONG.

e H onuavtikGtEPN ETMIXEIPNOIOKA €EENIEN TwWV cuoTnuATwy CRM egival auTtn
Tou Koivwvikou (Social) CRM, dnAadrf TG XpnoIYOTToinoNG TOU TTEPIEXOUEVOU
TTOU JIAKIVEITAI JECA OTA KOIVWVIKA PEoA €TTIKOIVWVIOG (social media) pe okotrd
N Onuioupyia véwv, alAd kai Tn BeATiwon Twv UTTAPXOVTWV TTEAATEIQKWV

OXECEWV.
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