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1 EIZAIrQIrH - ZKONoOzxz THz EPTAZIAZz

1.1 TENIKA

H TTaykoopia eTTIXEIPNUATIKA TTPOOTITIKN YIa ATTEAEUBEPWON TNG ayopdg,
KaTdpynon Twv EUTTOPIKWY CUVOPWYV, TTAYKOOMIOTTOINGN, TEXVOAOYIKI) oUyKANON
KaBwg Kal N eKTPNKTIKA £EATTAWON TOU internet, £xel HETAPOPPWOEI TO POAO TTOU
KOaAeiTal KGBe etmixeipnon va d1adpauaTioel OTIC OUVAANQYEG TIG ME AAAEG
EMIXEIPNOEIG. AvWTEPA OTEAEXN KAl AkadNPAIKOi JIAOUV OAO Kal TTI0 ouxvd yia
OIETTIXEIPNOIOKA OiKTUO OuvEPYaoiag, aAAG ayvoouv To Baoikd TTapdyovta TTou
KATeUBUvVEl OAeC QUTEG TIG TTPOKTIKEG, KAl O TTAPAywV auTOg €ival O idlog o

TTEAATNG.

MaAaidTepa, oTig OekaeTieg Tou ‘60 kar Tou 70 o1 TTEAATEG €ixav
deUTEPEUWVTA POAO OTIG €EENICEIC TNG AYOPAG KAl APKOUVTAV JOVO OTNV AOKNON
TOU KATAVOAWTIKOU Toug pdAou. Ol €€eAICEIC KAl OI ATTOPACEIG TTOU £TTNPEAlav
TNV ayopd, PE TNV eupuTEPN €Vvola TNG, KaBopilovtav atrd TOUG TTPWTAYWVIOTEG,
TTou Ogv ATavV AAAOI aTTd TIG iDIEG TIG ETTIXEIPAOEIG. Agv €iXe yivel KatavonTA n
duvaun Kai n agia Twv KAaTavoAwTwy, yia To ONPIOUPYIKO KOUUATI TWV idlwv Twv
emyeipnoewyv. O1 TTapaywyoi EBAeTTav Tov TTEAATN va £xel éva TadnTikd poAo
KAl va aTtroTeAEl yia TOugG idIOUG ATTOKAEIOTIKA KAl POVO, TTOPO €06dWV Kal

MOVAdIKO «aTTOpPO®NTH» TWV ayabwv TOUG.

O1 oAoéva Kal TTEPICTOTEPES ETTIXEIPHOEIG KAl OPYAVIOMOI TTOU aywvidovTal
yla va €Eao@aAioouv TNV BIWCINOTNTA TOUG OE MIA OUVEXWGS METABAAAOMEVN
OIKOVOMIO Kal N €ETMOUMIO OPKETWYV ETTIXEIPACEWY VA TTIPWTOOTATAOOUV OTIG
EMTAYEG TWV VEWV O£OOMEVWV ECAITIOG TWV OUVEXWYV TTIECEWV VIO aKOuN
KAAUTEPN CUPPOPPWON OTIG TTPOODOKIEG TWV «TTAYKOOUIWV» TTEAATWY TOUG, £XEI
METATOTTIOEI TO KEVIPO PAPOUG TNG AYOoPAG O€ OXEON ME TNV TTPONYOUMEVN
EPiIndO. MAEov 0 KATavaAwTAG, 0 duvNTIKOG TTEAATNG, €ival AQUTOG TTOU KOATEXEI
OpaoTIKO Kal adlau@ioBATNTa, KaBopIoTIKO PpOA0 oTnv ouyxpovn ayopd. H
XpnolpoTToinon TEXVOAOYIKWY OIEUKOAUVOEwWY, Oivel Tn duvatotnTa oTo TTEAATN

va AdBel dpaoTikG Kal ouaiwdn pOAo oTo «dIdAoyo» HE TO TTapaywyo. AuTh n



1I016TNTA TWV TTEAATWV €XEI AVAYVWPIOTEI ATTO TIG ETTIXEIPNOEIG, TTOU TTAEOV TOUG

QVTIMETWTTICOUV oav ouvepyaTeg oTn dnuioupyia agiag (Dyche Jill, 2002).

Mvetalr katavontd Aoimmdv, OTI O TEAATNG QVTIUETWTTICETAI OTTO  TIG
ETIXEIPNOEIC OaV  TTApPAyovTag E€TmiTuxiaG.  AkoAouBwg, n dieupuvon TG
TTEAATEIOKAG BAONG KATEXEI £€EXxouca BEon oTa ETTIXEIPNUATIKA ox€dla (business
plans) kdB¢ emixeipnong. H dieupuvon TNG TTEAATEIOKNG BAONG OUWG, KABE GAAO
TTapa €UKOAN utréBeon eival oTnv ouyxpovn ayopd TTou OIETTETE ATTO TOUG

aQuOTNPOUG KAVOVEG TNG TTAYKOOUIOG EAEUBEPNG ayopdG.

1.2 IsTOPIKH ANAAPOMH - 2KOIOX THX EPrAzIAz

O Topéag TwV TNAETTIKOIVWVIWY OTTOOXOAET yia JeydAo didoTnua eviaTtika
TIC KUBEPVAOEIG TWV XWPWV OE TTAYKOOMIA KAipaka. AQ@Opur yio auth Tnv
MEYAAN KIVNTIKOTNTA ATAV N paydaia €¢EAIEN TNG NAEKTPOVIKAG TEXVOAOYIQG, TNG
OTTOIaG TA TEPAOTIA AAPATA, €XOUV ETTNEEACEl OOBAPA KAl TOUG UTTOAOITTOUG
TOMEIG TNG OIKOVOMIAG KAl TNG  KOIVWVIaG. Octpehiwdelg  alayég
TTPAYMATOTIOIOUVTAI 0E€ OAOUG TOUG XWPOUG TNG avBpwTrivng dpaoTnpidtnTag,
éxovrag wg Bdon Tnv aAAayr] oTov TPOTIO ETTIKOIVWVIOG Kal TTpOoRacng oTnv

TTANpoOQopIa.

O1 paydaieg aAAayEg o€ TTOAITIKO ETTITTEDO OTO TOPED TWV TNAETTIKOIVWVIWV
apyxloav ota péoa TG deakaeTiag ‘80 ot Hvwpéveg MoAITeieg, ye TRV ATTOPAON
TNG KuBépvnong yia TO OTTACIUO TOU HOVOTTwAiou TngG etaipeiag Bell. H
TEXVOAOYIKA] TTPO0O0G OTO TOMEA TWwV TNAETTIKOIVWVIWY, TIPOCEKPOUE OTO
TTEPIOPIOTIKO TTEPIBAANOV TWV UOVOTTWAIWY, KPATIKWY KAl Jn, Kal €MI(NTOUCE

OUVONRKeG EAeUBEPOU AVTAYWVIOUOU TTPOKEIMEVOU VA avaTTTUXOEi TTARpWG.

H Evwpévn Eupwtrn akoAouBnoe ouvToua, avayvwpi¢oviag To onPavTiKo
Tedi0 TTOU avolydTavV OTO OIKOVOMIKO KAl KOIVWVIKO E€TTITTed0, Kal KaTEAaPe
ONMAVTIKO XWPO, HE €Eva TNAETTIKOIVWVIOKO OUCTNUO TIOU OATTOTEAECE TO
TEXVOAOYIKO «TTaIdi» TNG: TO ouoTnua GSM Tng KIvnTAG TNAsQwviag (BepeAng Xp,
2001).



O kAGdo¢ TNG  TAPOXNAG  UTNPECIWV  KIVNTAG  TnAEpwviag,
TTPWTOEPPavioTnke oTnv EAAGOa oTa péoa TnG Trponyouuevng OEKAETIAG,
(Oekaetia 1990 - 2000). Or eTaipeieg TTOU OPACTNPIOTTOINBNKAV OTOV XWPO ATAV
apxikd duo (Panafon — Telestet), kal yeTd TNV TTPWTN TTEVTOETIA EIOXWPNOE
OUVAMIKA O0TO OUYKeKpIMEVO Xwpo kal o OTE diapéoou g Cosmote. ZApepa

UTTAPXOUV TECOEPIG ETAIPEIEG, JE TNV €i00d0 TG QTelecom 10 2002.

Omwg ATaV AVOPEVOPEVO, TA TIPWTA XPEOVIO UTTPXE €EAEYXOMEVN
digioduorn, KabBwg Ta TIMOAGYIO KAl TO KOOTOG ATTOKTNONG OCUOKEUNG KATEOTNOAV
TO KIVNTO TNAEPWVO, €idOG TToAUTEAEIOG. Me Tnv €i00d0 oTOV KAGDO TNG TPITNG
MEYAANG etaipeiag (Cosmote), Tov Atrpidio Tou 1998, Ta akpIBd ewg ekeivn TNV
TTEPIOBO  TIUOAGYIQ, AVATTPOCAPHOOTNKAV, KAl O KAADOG aTtréKTNoe AAAN
ouvapikr). H véa eTtaipgic PBacioTnke O pia TTEAATOKEVTPIKY @IAOCOQIa.
E@dpuoce 1TpooIT Kal AatrAr) TIMOAOYIOKK) TTOAITIKI) TTOU €iXE WG OUVETTEID TNV
QVOTTPOCOPUOYN TNG TIMOAOYIAKAG TTOAITIKNAG TwV AAAwv dUO €TAIPEIWV KAl TV
MEYAAN digioduon Twv TTEAATWV OTNV ayopd KIVNTAG TnAspwviag (Mavaong
NikoAaog, 2001).

Tnv €icodo kai €dpaiwon TG TPITNG (Kata oeipd dPacTNPIOTTOINONG)
ETAIPEIAG, akoAoubnoav PEYAAEG QVTAYWVIOTIKEG QUVAUEIC PETOEU TWV TPIWV
eTaipeiwyv. Baoikdg o1dxog ATav n ammokTnon Tou JeyaAuTePoU duvaTou PEPIdiou
ayopdag. 2TIC ApXEG TOU €IKOOTOU TTPWTOU aiwva TTAéov, Kal UOTEPA ATTO
mrepitrou 10 xpdvia, n ayopd gival apkeTd wpiun, Kal TTAEOV 0 KUPIOG OTOXOG TwV
ETAIPILV gival n dlaTAPNON TwV UTTAPXOVTwV TTEAaTwyV. Baoikd epyaAegio yia va

EMITEUXOEi AUTO gival n dlaxeipIon TTEAATEIOKWY OXETEWV

Autr] akpIBwg n véa Odiapopewdeica Kardaotaon oTov KAAdO Twv
TNAETTIKOIVWVIWY, ATTOTEAECE KAl TO €vauopa  yia  Tnv  dlggaywyn g
OUYKEKPIUEVNG €peuvag. H €peuva n otroia digrxOn oTa TTAAicIa TNG £pyaaoiag,
agopd OTIG TTONITIKEG TTOU EQPAPPOCOUV OI ETAIPEIEG KIVNTAG TNAEQWVIOG OTnV

EANGDQ, OXETIKA PE TNV dlaxEipIon TTEAATEIOKWY OXETEWV.



1.3 AOMH EPrasziAs

H epyacia cival dopnuévn o€ TEVTE KEPAAQIA. 2TO TTPWTO KEPAAAIO,
€I0QYWYN Kal OKOTTOG €pyaciag, Yiveral dia 10TopIKr avadpoury oTo KAGdO Twv
TAAETTIKOIVWVIWV TTAYKOOMIWG. apdAAnAa yivetal pia ouvroun avagopd otnv
Katdotaon otnv eAANVIKN TTPAYMATIKOTNTA. 2TO OeUTEPO KEPAAQIO avaAuovTal
Baoikég €vvoleg NG Alaxeipiong MeAateiokwy Zxéocwv (Customer Relationship
Management) kal Tou PJAPKETIVYK. 2TO TPITO KEQAAAIO, TEKUNPIWON £Pyaciag,
YiveTal pia TTpooéyyion, atmd TV OKOTNIA TwV ETAIPEIWV KIVNTAG TNAEQWvIag,
OXETIKA MeE TNV TOANITIKA Alaxeipiong [lleAateiokwy 2XE0EWV  TTOU  AUTEG

akoAoubouv.

AkoAoUbwg, OTO  TETAPTO  KEPAAQIO, peBodoloyia  €peguvag,
TTapoucoidadovtal Ta otadlia TnG dladikaoiag oXedlOoPoU Kal €QAPUOYNS TNG
épeuvag. TEAOG, OTO TTEUTITO KEQAAQIO TTOPOUCIAdovTal Ta ATTOTEAEOUATA TNG
épeuvag. Ta atroteAéoparta TNG £PEUVAG APOPOUV OTA TTOCOOTA AVAYVWPIONG
Kal digiocduong TwV UTINPEECIWV  OIOXEIPIONG TTEAATEIOKWY OXEOEWV  TTOU
epapudlouv ol €TAIPEIEG, OTNV TTAPABECN TWV TTPORANUATIKWY UTTNPECIWY Kal
TWV  TTAPATTOVWY TTOU  TTPOKUTITOUV aTTO TNV XPAOoN Twv €LETACOPEVWV
UTTNPECIWV KOBWG KAl OTIG TIPOTACEIG VEWV AUCEWYV, UTTNPECIWY, CUPNPWVA HE TIG

QAVAYKEG TWV KATAVAAWTWV.

H epyaoia kAéivel pye tnv PBIBAIoypa@ia TTou XPNOIYOTIOINBNKE yia TNV

EKTTOVNON TNG KAl TO TTAPAPTANA TWV TTIVAKWYV TNG £pEuvag TTou dIESNXON.



2 AIAXEIPIZH NEAATEIAKQN ZXEZEQN (CUSTOMER
RELATIONSHIP MANAGEMENT)

2.1 FENIKA

H amoégaon tou 1TeAATN va €TMIAECEl éva ayaBd euTTAékel Eva 1IBiaiTepa
ONUAvTIKO BaBuo TTOAUTTAOKOTNTAG.  To TEAIKO KPITAPIO OTnNV €TTIAOYA €vOG
TTIPOIOVTOG — UTTNPECIAG, €ival Ol TTPOCOOKIEG TTOU €XEI O KATAVOAWTAG aTTO TN
xprion Tou. H TTpoodokouuevn XPNOINOTATA, €VOG TTPOIOVTOG — UTTNPECIAG,
aTTOTEAEI KAl TO KABOPIOTIKO KPITAPIO Yia TRV ayopd Tou. H kdAuyn, kaBwg kai n
utTépBacn Twv TTPOCOOKIWY TOU TTEAATN OE OPICHEVEG TTEPITITWOEIG OTTOTEAEI
TPoUTTé0eon C(WTIKAG oOnuaciag yia TV  POKPOXPOvia  €TIRiwon  Twv
ETTIXEIPNOEWV KAl TNV BILWOCIYN AVATITUEN TOUG OTNV TTAYKOOMIO QVTOAYWVIOTIKA
ayopd (Galbreath Jeremy, Rogers Tom, 1999). H emBiwon piag emixeipnong
ETMITUYXAVETAI PE TNV Onuioupyia €UTTIOTNG OXEONG ME TOV TTEAATN n OTToia
aKOAOUBWG BaacieTal oTO KPITAPIO TNG TTPOCOOKOUUEVNG XPNOINOTATAG KAl TNG

IKAVOTTOINONG TOU TTEAATN.

Ol eTTIXEIPACEIG TTPETTEI VA EVTOTTIOOUV KAI OTN CUVEXEIA VO OPOHUOIWCOUV
TOUG TTOPAYOVTEG EKEIVOUG, OI OTTOIOI dUVAVTAI VA KATACTAOOUV TNV EUTTIOTN QUTH
oxéon TTapaywyou — TTeAATN, €@IkTH. H dladIKaoia eVTOTTIONOU TwV TTAPAYOVTWV
QUTWV OTn  TIPAEN, TTAPOUCIACEl  QVTIKEIUEVIKEG OUOKOAIEG KaBWG N
dIa@POPOTTOINCN TWV PEUOVOUEVWY TTEAATWV KAl Ol TTOIKIAEG AVTIANWEIG YIA TOUG
TTOPAYOVTEG  IKAVOTTOINONAG Twv, €ival aVOOTOATIKOG TTapdyovTag yia Tnv
opadoTroincn  AUTWV. Qot600 n  UTTAPEN  AVTIKEIMEVIKWY  KPITNPIWV
TTPOCdIOPICPOU TNG IKAVOTTOINONG OciXvouv Tnv KAteubuvon TTPOg TNV OTToia
TIPETTEI VA KIVNBOUV 01 ETTIXEIPNAOEIS YIa va IAXEIPIOTOUV TTIO ATTOTEAEOUATIKA TNV

OX£OT TOUG JE TOUG TTEAATEG.
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2.2 OPIzmMOz AIAXEIPIZHE TTEAATEIAKQN 2XEZEQN (CRM)

To 16avikdé PECO yia TNV TTPAYPATOTTOINCN TOU PBACIKOU OTOXOU Twv
ETTIXEIPNOEWV, TTOU BeV €ival AAAOG aTTO TNV augnon TwV TTICTWV TTEAATWY, gival
N TTEAQTOKEVTPIKA TTOANITIKI) N OTToia ETTITUYXAVETAI QTTOTEAECPATIKA MPE TNV

dlaxeipion Twv TreAateiokwy ox€oewv (Customer Relationship Management).

2Upowva e Toug Jeremy Galbreath kai Tom Rogers, n Aiaxeipion
MeAaTeiakwyv 2x€ocwy, (To CRM) eival pia kaivoupia dIoIkNTIKA avTiAnyn - Wia
KAIvOUpIO TTPOCEYYIoN OTn OAIXEIPION TWV TTEAATWYV - N OTToia UIoBETEITal aTTd
TTOAMOUG opyaviopoug TTayKOOMIwG, Kal OIEIodUEl OAO Kal TTEPIOCCOTEPO OTIG
ETAIPEIEG.  2ZUVOUAlel TNV TeXVOAoyia, Tov AvBpwTTo, TNV TTANPO®oOpIa Kal TIG
ETAIPEIKEG OIODIKACIEG PE TPOTTO TETOIO WOTE VA ATTOKTA OQAIPIKY EIKOVA TOU

TTEAATN.

EidIkOTEPQ, €ival €keiveg o1 dpaOTNPIOTNTEG TTOU KATTOIA  ETTIXEIPNON
avoAauBAavel WOTE VO AVAYVWPIOEl, XAPOKTNPIOEl, ATTOKTACEL, QVATITUEEI Kal
dIaTNPEROEl AUEAVOUEVEOUG TOUG TTIOTOUG KOl KEPOOPOPOUG TTEAATEG, MECW TNG
d1a0e0oNng TOU CwWOTOU TTPOIOVTOG I UTTNPECIAG, OTO OWAOTO TTEAATN dIAUECOU TOU
OwaOTOoU KAVAAIOU, TN OWOTH XPOVIKA OTIYMI KAl UE TO OwWOTO KOOTOG. ZUVOUACEl
TIG AEITOUPYIEG TWV TTWARCEWY, TOU JAPKETIVYK, TOU TTANPOQPOPIOKOU CUCTIUATOG
(ERP - enterprise resource planning) kai TnG €QodIACTIKAG OAUCIdAG, ME TIG
QUTOPATOTIOINPEVEG ETAIPIKEG OIADIKATIESG, TNV TEXVOAOYIQ KAl TNV TTANPOQOPIKH,
WOTE va augnoel TNV €maen PJe Tov TTEAATN. TEANOG, dlaouvOEEl TNV ETAIPEIQ PE
TOUG TTEAATEG TNG, TOUG ETAIPIKOUG CUVEPYATEG, TOUG TTPOMNOEUTEG KAl TOUG

epyagoépevoug (Galbreath, 1999).

H Alaxeipion MNeAateiakwyv Zx€oewy, €ival n ouvoeon TNG TEXVOAoyiag Kal
TWV ETTIXEIPNPATIKWY BIAdIKACIWY TTOU XPNOIKOTTOIoUVTAIl YId VA IKAVOTTOINOOUV
TIG aVAYKEG TOU TTEAATN. EIBIKOTEPA, aAVAAUEI KAl XPNOIYOTIOIEI TN yvwon TToU
QATTOKTA OTTO TNV TTAPATTAVW OIadIKACIA, OXETIKA PE TOUG TTEAATEG, UE OKOTTO TNV
jeyloTotroinon Twv TMWARoewv. O O0pog TTEAATNG, €XEl eupeia évvoia, KaBwg

TTEPIAAPPBAVEI TOUG KATAVAAWTEG, TOUG TTPOUNBEUTEG, TOUG ETAIPIKOUG OUVEPYATEG
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KAl KAT ETTEKTAOCIV OAOUG EKEIVOUG TTOU UE KATTOIO TPOTTO OUVAAAAoOvTal PE TNV

ETAIPEIA KAl AVTAOUV TTANPOPOPIES VI AUTHV

2e Opoug TTANpo@opikig, 1o CRM, €£xel TTOAAEG OpOIOTNTEG ME TA
TTAnpo@opiakd ocuoTtnuata (ERP), kaBwg civar n ouvepyaoia kal TTapdAAnAn
AgiToupyia Twv epappoywyv  dlaxeipiong atobnkng (data warehouse), Tng
ETAIPIKNG I0TOOEAIDOG (Web site), Tou ECWTEPIKOU £TAIPIKOU DIKTUOU ETTIKOIVWVIAG
(intranet / extranet), Tou TNAEQPWVIKOU KEVTPOU, TOU AOYIOTNPIOU, TWV TTWARCEWV,
TOU PJAPKETIVYK Kal TNG TTapaywyns. H ouoiaoTikr dia@opd Toug, EyKEITAl OTO OTI
10 ERP ptropei va ulotroinBei xwpic To CRM, evw 1o CRM Bacifetal oTIig

TTANPOQOPIES TTOU AVTAET aTTd TO TTANPOPOPIaKO cuoTnua (Bose Ranijit, 2002).

2.3 TI ©EAOYN OI lENATES;

2TIC MEPEG MAG, O avTAywVIOUOG aTTéxel 000 €va «kAik»' oTré TOV
UTTOAOYIOTH Pag. ZTa TTAaiola TnNgG dieupupévng TTayKOOMIaG ayopdg, ol TTEAATEG
éxouv TANBwpa emAoywv.  livetal eUkoAa katavontd Aoimmov TTwg 000
TTEPIOCOTEPEG ETTINOYEG €XOUV O KATAVAAWTEG yIa TV ayopd €vOG TTPOIOVTOG,
T600 peyaAuTepn OUVAMN Kal agia aTToKTOUV. AUTH TNV TTPayuaTtikoTnTa Tnv
€XOuVv avTIANQBEi o1 eTTIXEIPNOEIS (TOUAAXIOTOV £TOI I0XUPICOVTAI TA AVWTEPA KAl
avwTaTa  OoTeEAEXN auTwyv). AAMWOTE, Ol KOTaVOAWTEG  ATTOTEAOUV  TOV
ONMAVTIKOTEPO KPIKO TNG EUTTOPIKAG aAUCidag, TG ayopds, KaBwGS Xwpig autoug
Oev UTTAPYXOUV TTWAAOCEISC KAl OKOAOUBWGS XWPIG TIC TTWANOCEIS dEV UTTAPXOUV
¢o0oda (Jill Dyche, 2002).

O oupPoulrog emixeipioewyv Kal ouyypagéag Fredrick Reichheld kai ol
OUVEPYATEG TOU, O€ dia épeuva’ TTou JIEVAPYNOAV OXETIKA HE TNV CUMTTEPIPOPA
Tou TTEAATN, KOl TO QVTIKPUOMO TTOU QUTH €XEl OTA OIKOVOMIKA OTTOTEAEOUATA,

katéAngav ota akdAouba cuutrepAopaTa:

' _nowadays competition is just a mouse-click away”, Jill Dyche, The CRM Handbook, by

Addison-Wesley 2002.

’H ouykekpipévn épeuva Trapoucidletal oto BIBAio Tou Bhote R. Keki, “Beyond Customer
Satisfaction to Customer Loyalty”, Amacom, 1996
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E Ol eTaipeieg KABe Xpodvo, «xdvouv» 10 15 — 40% Twv TTEAATWYV TOUG, TTOU
Kata TN OIAPKEIA XPONG TWV TTPOIOVTWY — UTTNPECIWY Toug, dHAwvav

IKavoTroinuévol (satisfied customers) arro auto.

B Na pia etaipeia, KooTiel TEVTE (5) ewg eTTA (7) QOPES TTEPIOCCOTEPO N

TTPOGEAKUCN VEWVY TTEAATWV aTTé TNV SIathENon Twv 3N UTTAPXOVTWVS.

B To 98 % Twv duocapeoTnUEVWY TTEAQTWV Miag eTaipeiag TTOTE Oev
QVOTPEXOUV  OTO  TUAMO  TTOPATTOVWY  Twv  TTeEAatwy  (customer
complaints) Tng €Taipeiag yia va KataB€oouv 1o TTAPATTOVO TOUG, aAAG

KATOANYOUV OTA AVTAYWVIOTIKA TTPOIOVTA — UTTNPETIEG.

AvrTioToIxa:

B H mlavotnta va {avayopdoel — avaxpnoigoTToinoel  éva TTpoidv —
uTInpEEaia piag etaipeiag, €vag «KaBOAIKA» IKAVOTTOINUEVOS TTEAGTNG,
gival £€€1 (6) @opég peyaAuTepn, 01O dIACTNUA TOU ETTOUEVOU €VOG 1 dUO
ETWV, aTTd €vav TTEAATN TTOU E€ival KPEPIKWG» IKAVOTTOINUEVOG OTTO TN

TTpoNyoulEVN Xpron Tou.

B H augnon Twv TOoTWV TTEAATWV HIOg ETAIPEIOG KATA TTEVTE TTOCOOTIAIEG
MOVAdeG (5 %), uTTOpEi va oupPBdAel otnv au¢non Twv kepdwv kata 30

ewg 85 mmooooTiaieg povadeg (30 -85 % augnon kepdwv).

B Ta o@EAN TTOU OTTOQEPEl dia augnon Twv TIOTWV TTEAATWV Wiag
EMXeipnong kara OUO TTooooTIdiEG povades (2% augnon Twv
TTPOONAWUEVWY TTEAATWY ), I00BUVAUOUV HPE TA QVTIOTOIXA OQEAN TTOU
Ba amépepe pia evOEXOUEVN PEIWON TOU AEITOUPYIKOU TNG KOOTOUG KATA

0éka TTocooTiaieg povadeg (10%).

*To VOUNEPO auTd TTOIKIAEI KOBWG AAAEG OXETIKEG £pEUVEG EXOUV Otigel OTI Ot Pia eTalpEia KOOTICEl
ato Tpeic (3) ewg kal dekatpeic (13) QopES TTEPICTOTEPO, N TTPOCEAKUON VEWV TTEAATWYV ATTO TNV
dlatApnon Twv Rdn utrapxoviwy. Mo atrAotroinuéva, KooTifel KaTa PECO Op0 €PTA QOPEG
TEPIOOOTEPO VA TTWAACEIG éva TTPOIOV O¢ €va vEO TTEAATN ATTO TO va TO TTWAACEIG O¢ €vav non
UTTapYX WV

13



Bdaoel Twv atroteAeopdtwy NG £peuvag Tou Reichheld, piag €pguvag tTou
KOAUTTTEL OXeOOV OAOUG TOug KAAdOUG, (Kal IBIaITEPA TOUuG KAAdoug OTTou n
aAANAeTTiOpaon TOUu TTAPAYWYOU HE TOV TTEAATN £XEl TNIO KABOPIOTIK onuacia
oTnVv dIAPOPPWON Kal To KOBOPIoPO Tou OTPaTnyIKOU marketing TngG eTaipeiag),
UTTAPXOUV KATTOIOI TTOPAYOVTEG «KAEIDIG» TTOU [PonBouv TIG ETTIXEIPACEIS va
QagIOAOYAOOUV KOl KATO OUVETTEIQ va  agloTToioouv  Tnv  OTTola  oXE€on,
aAAnAetTidpaaor] Toug, pe Tov TeAATN (Galbreath Jeremy 1999). 20pg@wva pe TNV
€peuva AOITTOV Ol ETAIPEIEG TTPETTEI va TTPOCAVATOANICTOUV TTPOG TNV KATEUOUVON
TNG dNMIOUPYIOG EPTTIOTOOUVNG OTN OXéon TTEAATN — TTapaywyou. Ta o@éAn TTou
MTTOPEI va @EpEl pIa TETola Oxéon, (Mia EUTTIOTN oxéon“), atrodelkvuovTal JE
TPOTTO CAQr) KAl EVTUTTWOIOKO aT1To TNV £pguva. H atreikdvion g OTAG OXEONG
TOu TIEAATN ME TNV E€TTIXEipnon oTa KEPON TnNG eTalpeiag, KABe AAAo TTOpa
eukatappovnTn €ival (Mia avgnon kata 5% Twv TOTWV TTEAATWY I00OUVAUET JE

augnon kata 30 ewg 85% Twv KaBapwyv KEPOWV TNG ETAIPEIAG).

Ol eTTIXEIPNOEIG TTPETTEI VA EVTOTTIOOUV KQI OTN OUVEXEID VA OPOUOIWCOUV
TOUG TTOPAYOVTEG EKEIVOUG, OI OTTOIOI dUVAVTAI VA KATACTAOOUV TNV EUTTIOTN QUTH
oxéon TTapaywyou — TTeAATN, €@IkTH. H dladIKaoia eVTOTTIOHNOU TwV TTAPAYOVTWV
QUTWV OTn  TIPAEN, TTAPOUCIACEl  QVTIKEIUEVIKEG OUOKOAIEG KOBWG N
dIaPOPOTTOINCTN TWV PEUOVOUEVWYV TTEAATWYV KAl Ol TTOIKIAEG AVTIANYEIS VI TOUG
TTOPAYOVTEG  IKAVOTTOINONG Twv, €ival avOOTOATIKOG TTapdyovTag yia Tnv
opadoTroincn  AUTWV. Qoté00 n  UTTAPEN  QAVTIKEIMEVIKWY  KPITNPIWV
TPOCdIOPICPOU TNG IKAVOTToiNONG (OTTwWG N TToIdTNTA Tou ayaBou, n TIPf, n
EMPAVION, N ETTWVUMIA...), OtiXvouv TNV KaTeuBuvon TTPOg TNV OTToIa TTPETTEl VA
KIVNOOUV 01 ETTIXEIPNOEIC YIa va OIOXEIPIOTOUV TTIO ATTOTEAEOUATIKA TNV OXEON
TOUG ME TOug TreAATeG. TEAOG, Ta ammoTeAéopara Tng €peuvag Tou Fredrick
Reichheld, &¢ixvouv Tnv duvaun TTou £XOUV ATTOKTACEI Ol TTEAATEG KAl TNV agia

TTOU €XEI YIa Jia eTalpgia n €vvola Tou TTIOTOU, TTPOCNAWMPEVOU TTEAAT.

To ouvenua AoITOV yia TOV ETTIXEIPNUATIKO KOOUO, TTPETTEI VA CUUTTAEUCEI
aTmOAUTA PE TO AQIKO Kal KaB' OAa eUOTOXO OTNV TTEPITITWOTN HOG, ATTOPOEYUQ,

«KAAUTEPQ TTEVTE KAl OTO XEPI, TTapa OéKa Kal KapTép» (Bhote Keki, 1996).

4 EUTTIOTN JE TRV évvola TNG TTPOCAHAWGCNG TOU TTEAGTN OTO TTPOIGV — UTTNPECIA TNG ETTIXEIPNONG.
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2UMTTEPAOUATIKA AoITTOV UTTAPXOUV Tpia €udIGKPITA TTEDIA TTPOG TA OTToIa
TIPETTEI VO OTPEWYOUV TN TTPOCOXN TOUG Ol ETTIXEIPAOEIG, YIA TNV TTPOCEYYION TWV

TTPOCOOKIWY TOU TTEAATN (BA. ZxApa 2.1). Kai autd gival Ta akdAouba:

i. TTPOCAPMOYH OTIG AVAYKES TwV TTEAATWYV (customization)
ii. TTPOCWTTIKEG OXETEIG UE TOUG TTEAATEG, TTEAATOKEVTPIOHOG, Kal

iii. umooTApIEn NETA TN TTWANON (after-sale service/support).

2.4 AIASTAZEIZ THE AIAXEIPIZHE TTEAATEIAKQN 2XEZEQN

Baoik TTpoTEQAIOTATA VIO TIG ETTIXEIPNOEIG, TIPETTEl va €ival €ival n
Katavonon Tou TI TTPayHaTIKa B€Ael o TTeAATNG. Edv o meAdtng treioTei Ot pia
OUYKEKPIYEVN €TaIpEia Ba Tou TTAPEXEI AUTO TTOU AKPIBWG XPEIAZETAl, AUTO TTOU
TTPOCOOKA aTTd QUTH, TOTE Ba WEIVEI TTPAYUATIKA IKAVOTTOINUEVOG, Kal €TOI O
«OPOUOG» YIa TNV dnuIoupyia TMOTAG OXEONG PE TNV ETAIPEIO AUTH Ba £XEI AVOIEEL.
YTrapyxouv Tpia €udIGKpITa TTEdia TTPOG TA OTToId TTPETTEI VA OTPEWYOUV TN
TTPOCOXH TOUG Ol ETTIXEIPNOEIG, VIO TNV TTPOCEYYION TWV TTPOCOOKIWY TOU TTEAATN

(BA. Zxnua 2.1). Kai autd gival Ta akoAouba:

B TTPOCAPHPOYNA OTIC AVAYKES TwV TTEAATWV (customization)

O TTPOCWTTIKEG OXECEIG ME TOUG TTEAATEG, TTEAATOKEVTPIOUOG, Kal

O utrooTApIEn MeTa TN TTWANON (after-sale service/support).
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Mnyn: Galbreath Jeremy, Rogers Tom, “Customer relationship leadership: a leadership
and motivation model for the twenty-first century business”, The TQM Magazine, Vol. 11
Num. 3 1999.

2xnua 2.1. Mapdayovteg TToU 0dNyoUV OTNV IIKAVOTTOINCN TWV TTEAATWYV

2.4.1 [IPOsAPMOrH 2TI= ANATKE= TQN INEAATON (CUSTOMISATION)

O1 1eNdTEG TTPOTIMOUV TA TIPOIOVTA KAl TIG UTTNPEECIEG EKEIVEG TTOU
IKAVOTTOIOUV Il UTTEPPaivouV T PEPOVWMHEVA  QITHPATA  TOUG KAl TNV
TIPOOOOKOUMEVN XPNOIMOTATA ATTO TN XPNon Toug. ZUupgwva pPe To PIBAo
Workforce 2000, 10 TT0000TO TWV YUVAIKWY, TWV METAVAOTWY KAl TWV
MEIOVOTATWY, OTO €PYATIKO OUVOUIKO TWV ETTIXEIPAOEWY, €XEl Mdia oTabepd
avodik) Taon tnv TeAeutaia dekaeTia (Johnston, Packer, 1987). [MpooBéoTe o€
QUTAV TNV TAon, Kal TN duvaTdTNTa MPIAg ETTIXEIPNONG va CUuVOAAAOETal OE dia
TTAYKOOUIa ayopd (MECW TOu OIODIKTUOU), Kal va OIEUPUVEL TN TTEAATEIAKN TNG
Baon pe puBuoUg TTOANEG QOPEC AVECEAEYKTOUG WG TTPOG TN dIACTTOPd TwV

TTEAQTWV TNG.

H dnuioupyia dia@opotroiNuévwy TTPOIOVTWY / UTTNPECIWY, Kal AUCEWV

TTou BOa TIPOCQPEPOUV OTOUG TTEAATEG TN HEYIOTN OuvaTh TTPOCOOKOUNEVN

16



XPNOINOTNTA, aTTOTEAEI TTAEOV HOVOOPOPO VIa Tnv atmOKTNon OUYKPITIKOU
TTAEOVEKTAMATOG VIO TIG ETTIXEIPNOEIS. TO OUYKPITIKO TTAEOVEKTNMA, €ival N AEEn
«KA€I®i», yia TNV BIWOIYOTATA, OE TIPWTN @ACN, KAl TNV aVvOJdIKN TropEia

OKOAOUBWG, KABE auyxpovng ETTIXEIPNONG.

H Blouynxaviki €mavacTaon oOTISC apxéG TOU TTPONYOUUEVOU alwva (Tou
20% aiwva), épepe TNV £vvoia TNG PAdIKAG TTAPAYWYAS. XTIC apXEC TNG TTEPIGdoU
EKEIVNG, TTPWTOEUPAVIOTNKE N YPAMMKN TTApAYWYNRGS OTIG Blopnxavieg (assembly
line), n omoia OleUKOAUVE Tnv emmITAXuvVon Twv OIadIKACIWY TTAPAYWYNAG.
Eionynt¢ Tng véag autig TmrpooTTikAGg Atav o Henry Ford (1810KTATAG TNG
YVWOTAG AuTOKIVNTORIONNXAVviag), 0 OTToiog TTPWTOG dnUIoUpYyNoE TNV AeyOuevn
«oAucida ouvappoAdynong» yia TV TTApAywyr TOU TTEPIPNUOU AUTOKIVATOU
TOTTou «T». Mg tnv péEBodo auty Aoimmdv, KATOOKEUAOTNKAV TTAVW OTTO
OEKATTEVTE EKATOMMUPIA OMOIA QUTOKIVNTA, OTA OTTOia eV UTTHPXE N €AAXIOTN
d1a@OPOTIOINCN, OUTE AKOPO OTO XPWHO («TO POUPO aQuTOKIVNTO», OAa Ta
oxnuara gixav Jaupo xpwua). Ekeivn Aoimmdév 1n mTEPIodO OTTOU TTPWTOCTATOUCE
n Madikh TTapaywyr], Ta TrEPIBwpPIa dla@OoPOTToINONG Twv TIPOIOVTWY, HTAV

MNOEVIKA.

2TIG MEPEG PaAG, OTTOU N XPron TNG TEXVOAOYIag €XEl avaTPEWEl TO OKNVIKO
oTnNV TTapaywyrn €v YEVElL, n d1a@opoTToincn atroTeAE BaCIK TTPOUTTO0EON YIa
KGBe TTpoidV TTPIV auTtd AavoapioTei oTnv ayopd. 2Uuuewva he tov Oren Harari
(1997), oTnVv avaTTuooOuevn vEa olkovouia, OTTou n didxuon TNG yvwong Kal n
eCENMIEN TNG TEXVOAOYIOG YiveTal PE TAXUTATOUG PUBPOUG, TO QVTAYWVIOTIKO
TIAEOVEKTNUA TTOU ETTIOIWKEI KABE ETTIXEIPNON va OTTOKTAOEI, dev eCapTATAl ATTO
TN MAdIKn TTapaywyn, 10 JadIKO JAPTKETIVYK, TN MACIK dlIavOpr], TIGC OMOIOUOPYPES
TTONITIKEG KAl TIG OIKOVOUIEG KAIpaKag. To KAeIdi yia TNV ETTIXEIPNCIOKY ETTITUXIO
BpiokeTal otnv €&étaon TNG MOVODIKNAG 1I0I00UYKPOOIag KABE MPEPOVWHEVOU

TTEAATN.

BpioképaoTe mAéov OTnV €TTOXN TNG MACIKAG TTpocapuoyns. H padikn
Tpooapuoyn €ival n Tdon aut TTou @IA0dOEEI va TTapdgel TTPoIovVTA KAl
uTTNPEDieg, TTou Ba TTpoocapuolovTal OTIC AVAYKEG Kal TIG TTPOOOOKIEG KABE
MEMOVWHEVOU OduvnTiKoU TTeEAATN.  OTTwg OTIC apXEéG TOU €IKOOTOU aIwva

KUplapxoUuoe OTIG BIOPNXAvieg TO opyavwTiKO POVTENO TNG PAlIKNAG TTapaywyng,
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£TO1 KOl OTIG APXEG TOU EIKOOTOU TTPWTOU AIWVA, TTPETTEI VO UTTOOEXTOUUE TNV VEQ

Té0N TNS MadiKAS TTpocappoyic (Schonfeld Eric, 1998).°

2.4.2 [lPosoniKEx 2XEsEls> ME TOY: [IEAATE:X (PERSONAL
RELATIONSHIPS)

Mia oxéon cival €¢’'opliogou ap@idpoun. H oxéon meAdTn — TTpounBeuTn
emBeRaIVEl AUTO TO KavOva. ZUPPWva Pe Thv Epeuva Tou Fredrick Reichheld,
TTOMEG ETTIXEIPAOEIG PTTOPOUV va XAOOUV AKOPO KOl TO COpAvTa TOIG €KATO
(40%), Twv TTEAATWYV TOUG PEOQ O€ €va €T0G. TO OTATIOTIKO OTOIXEIO AUTO gival
«QOBNTPO» VyIa TIG E€TIXEIPAOEIG.  To povadikd «avTidoTo» yia autd TO
TTPAYHATIKO OTATIOTIKO OTOIXEIO, €ival n dnuioupyia EUTTIOTWY OXECEWV PAKPAG
dlapKeiag pe Toug TTEAATEG. H 0IKOdOUNON TETOIWV OXEOEWV PE TOUG TTEAATEG
OMWG TTPOUTTOBETEl aQOoTiwaon, OgBaCUd Kal TTPAYMOTIKO evOIOPEPOV TWV
TTpounBeuTWyY OTOUG TTEAATEG TOuG. H AT&T TTpaypatoTroinoe pia €peuva yia va
€CETAOEI TOUG TTAPAYOVTEG EKEIVOUG TTOU 0ONYoUV Ot KEPOOPOPES TTWANOTEIC.
AloTTioTwoe 0TI 0 TTAPAyovTaG ETTITUXIAG ME TNV MEYOAUTEPN ZuxvoTntad
EMQAvIoNG  eival 0 XpOvog TTou EodeUTnKe ME TOov TTEAATN. H dnuioupyia
EUTTIOTNG OXEONG ME TOUG TTEAATEG TTPETTEI VA OTNPIXOEl TTAVW OTn OTEVR Kal
EINKPIVA OX€On TIoU TIPETTEl VA avaTiTuxBei PETAEU TOUu TTEAATN KAl TOU
TTpounBeuTr. Agv TTPOKEal yia @IAia i yepoAnwia, aAAd yia tnv Tremmoidnon ot

uTTapxel apolBaio cup@épov (Bhote Keki, 1996).

Avap@ioBATNTa TO NAEKTPOVIKO €PTTOPIO, WG €va ATTPOOWTIO PECO
OUVOAAQYNG UE TOUG TTEAATEG, KATOKTA ONUAVTIKO Pepidlo. H €uguTtn avaykn Tou
avlpwTToU OPWG YyIa TTPOCWTTIKN ETTAQN PE TOV TTPOMNOEUTH Kal dnuioupyia
TTPOOWTTIKWY OXEOWYV, OEV TTPOKEITAI VO UTTOKATAOTAOEI a1Td TO NAEKTPOVIKO
EUTTOPIO, PME avTAAAayua TNV atrAotroinon Tng d1adikaciag cuvaAAayrg TTou auto
Tpoo@épel. O ouvduaouds BERala TG ATTOOOTIKOTNTAG TOU NAEKTPOVIKOU
EUTTOPIOU, ME TNV OUVOUN TWV TTPOCWTTIKWY OXECEWYV, Eival IBAVIKOG Kal odnyeEi

ME QOQAAEIQ OTNV ETTITUXIO.

® Schonfeld, Eric, "The customized, digitized, have-it-your-way economy", Fortune, September
1998.
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2.4.3 YNOsTHPI=H META THN lNQAH:H (AFTER-SALE SERVICE / SUPPORT)

2UPQWvVa PE pIa HEAETN TTOU dlEvePYABNKE yia va €EETAOCEI TOUG AOYOUG
€KEIVOUG TTOU KAVOUV TOUG TTEAATEG VA «a@rVOUV» TOUG TTPOUNBEUTEG TOUG Kal VO

KATOANYOUV OTOUG aVTAYWVIOTEG, TTPOEKUWAV TA TTAPAKATW ATTOTEAEOUATA:

O 710 Oetka Téooepa TOIG €KATO (14%) Twv TreAATWy, €Quye Adyw

TTOPATTOVWY TTOU TTOTE OEV QVTIMETWTTITNKAV

O 710 evvéa TOIG €KATO (9%) TWV TTEAATWV QTTOPPPOPATAI ATTO TOV

aAvVTaAyWVIOUO

B emmiong 10 evvéa ToIG €KATO (9%) Twv TTEAATWV OAAACEl TTPOUNOEUTH

AOYW PETAKOMIONG, KAl TEAOG

B 10 €§AVTA OKTW TOIG €KATO (68%) TWV TTEAATWV OAAGLEI TTPOPNBEUTA

XWPIG kavévav €101kd Adyo.

AuTO TO TeAeuTaio oOTOIXEIO, (68% TWwV TTEAATWY EYKATAAEITTOUV TOV
TTPOUNOBEUTH TOUg Xwpig Kaveva €101k Adyo), d€ onuaivel TiTTota GAAo atrd Tnv
oTadlokf TTapapéAnon Tou volwBlel o TTEAATNG pe TNV TTApodo Tou Xpoévou
(Griffin Jill, 1995).

MoAAEg etTixeiprocig BAETTOUV TNV KABE TTWANON cav éva eTTITAéov £0000
Kal pévo. Otav oAokAnpwOei n ouvaAlayr) ye Tov TTEAATN KAgivel pia diadikaaoia
Kl TTPOETOINACETAI N ETTOPEVN. AUTH N VOOTPOTTIA TNG TWYNS IKAVOTTOINONG Twv
TEAATWV 0ONyei OTNV «OTTOOTOCIO» TwVv TEAEUTAiWV Kal emBERAIWVEl TO
TEAEUTAIO OTATIOTIKO OTOIXEIO TNG Trpoavagepbeicas €peuvac. H oxéon
EUTTIOTOOUVNG ME TOUG TTEAATEG, OTNpPICETal OTNV AOYIK TNG AQOCiwong o€
QuTOUG Kal PETA TNV TTWANON TOU TTPOIOVTOG / uttnpeoiag. Aéyetal €TTiong OTI N
UTTNPECIa OTOV TTEAATN €XEl TTEVTE QOPEG PEYOAAUTEPN ONUAVTIKOTNTA ATTd TNV
TIMA, KAl OTI N META TNV TTWANON UTTOCTAPIEN, €ival €TTiIONG TTEVTE QOPEG TTIO

onuavTikr atro Ol ival n idia n utrnpeoia (Bhote Keki, 1996).

2€ pia emTOoXN OTTOU O 1I0XUPOG AVTAYWVIOPOG £XEI AVEBATEI TOV TTUXN TTOAU
UYnAd yia TNV 1TToIdTNTA TWV TTPOIOVTWY / UTTNPECIWY, Ol ETTIXEIPAOEIG TTPETTEI VA

€0TIAOOUV OTNV UTTNPEECIA KAl TNV UTTOOTAPIEN TwV TTPOIOVTWY TOUG HETA TNV
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TwAnon. H mmoidtnTa atmd pévn NG wg XapaKTnNPIoTIKO TOU TTPOIOVTOG, ATTOTEAEI
avaykaia oANG Ox1 Kal IKavry OUVvOAKn yia TNV BIWoiyn avamTtugn Twv
ETTIXEIPACEWY, OIOTI £va TTOIOTIKG TTPOIOV / UTTNPETia dev dIAPOPOTTOIEITAI APKETA

atro éva AAAO, AVTAYWVIOTIKO, ETTIONG TTOIOTIKO TTPOIOV.

2.4.4 [IEAATOKENTPIZMOZ

2.4.4.1 TENIKA

MaAaidTepa o1 eTTIXEIPNOEIS ixav uioBeThoel TIG apxéG Tou CRM pe TpoTTO
atmAd Kal atmroteAeopaTtike. ‘Eva kaAd trapddeiypa gival To TTOAIO JOVTEAO TWV
TTAVTOTTWAEIWY, Ta TTATPOTTAPAdOTA «UTTAKAAIKOY. O TTEAdTEG KOAOOWpPIovTav
OTO KATAOTAMA a1rd TOV UTTAAANAO pe TO Ovopa Toug. O uttdAAnAog rigepe
OXETIKA ME TOV KABe TTEAATn TO Ovopa Tou, TI OouviiBile va Wwvilel, o€ TI

TTO0OTNTEG, KAl PE TTOI0 TPOTTO oUVBICe va TTAnpwvel (Dyche Jill, 2002).

Apyotepa 600 n TeEXVOyvVwoia yia TOV €UPUTEPO XwpPO Tou marketing
TTPOOJEUE, Ol AVAYKEG TWV TTEAATWYV, oav TACON KAl 0avV OTOIXEIO TNG KOUATOUPAG
TTOU UloBeToUOE KABE €TIXEIPNON, OTTEKTNOAV HEYOAUTEPN agia Kal Eyivav
QVOTTOOTTAOTO KOWUATI OTR oTpaTNYIKA marketing Twv emmixeipiocwy. H TeEXVIKNA
TNG KATNYOPIOTToIiNONG Twv TreAaTtwy, (customer segmentation) dnuioupyndnke
yla va €guttnpeTAoel autov akpIfwg 1o okotrd (Wedel, Kamakura, 1999). H
KATNYyopPIOTTOINON TWV TTEAATWV a@Oopd TNV odadoTroinon autwyv PBAcel KOIVWV
XOPOKTNPIOTIKWY, ONUOYPAPIKWY, CUPTTEPIPOPIKWY KAl  YEwypa@ikwy. H
BéoTtmion KpITNPiwv opadoTToINoNG TwV TTEAATWYV €XEl AUOTNPA UTTOKEIUEVIKO
XOPAKTAPA, O OTT0I0G Eival 0aPWS EapTPEVOS aTTO TNV 1IB1IOTNTA KAl TV HOop®n
KABe emmixeipnong TTou €0TIACEI TNV TTEAATEIOK TNG BAoN avaAoya pe Tov TUTTO
TWV TTPOIOVTWV — UTTNPECIWV TToU TTapéxel. QOTOOO TA TTAPATTAVW KPITHPIO
atroTeAOUV Ta BACIKA OTOIXEIQ dIAPOPOTTOINONG Miag PMEYAANG OpAdAG aTOPWY

(AuAwvitng Mewpylog, 1992).

20



OewpnTIKA 01 TTEAATEG TTOU QVAKOUV O€ dia oudda — katnyopia £xouv
KOIVEG avAykeg Kal €miBupieg. QoTOCO auTr N AtmAoUoTeEUON OV ATTOTEAEI
TTavakeld. To ATmOTEAECPO HiOG TETOIAG TTPOKTIKAG €ival Ol «GO’TOXieg»6 TTOU
TTOAEG QOPEG €XOUV 01 ETTIXEIPACEIG OTNV TTPOWONON OPICHEVWYV TTPOIOVTWY O€
OUYKEKPIMEVEG KaTnyopieg TreAatwyv. «AcoToxia» ptTopei va BewpnBei kai n
TTEPIYPAPN) VOGS TTPOIOVTOG TTOU TTANCIALE! TIG AVAYKEG-ETTIOUMIEG EVOG TTEAATN KAl
TTOU WOoTOoO0 O¢v €ival €QIKTA N ayopd Tou ) euputepa n Xprion Tou amod TO
OUYKEKPIUEVO TTEAATN. ET TTapadeiyuatt n TePITITWON TNG UTTEPTTPOCPOPAS
(uttepTTPOWONONG) VEWV TTPOIGVTWY — UTINPECIWY Ba ptTopouce va BewpnBei
aoTOXia OTn TIEPITITWON TIOU N TIPOKTIK) auThH O&v @EPVEl ATTOTEAEOUO
QYOPAOTIKO a1TO TOV OUVNTIKO TTEAATN. TN TTEPITTITWON QUTA AOITOV TTPETTEI O
OUYKEKPIUEVOG TTEAATNG va TOTTOBETNOEI 0 AAAN oudda treAatwyv (T1.X AlydTEPO
evOouoiwdwyv). Ta 1o AOyo autd TPETTEl va yivovTal TTOAU TTPOCEKTIKA Ol
KATNYOPIOTTOINCEIG AUTEG TWV TTEAATWYV £TCI WOTE VA UTTAPXOUV OO0 TO duvaTOv

AiyoTepeg ammwAeieg (Wedel, Kamakura, 1999).

AuTr n H€BOBOG TTPOCEYYIONG TWV TTEAATWY, Eival A TOUAAGXIOTOV OUVABICE
va gival (Kal atré Aammoyn KOOTOUG), ATTOTEAECUATIKI, KOl Ol ETAIPEIEG TTOU TNV
epapuolav yia va TTpowblouv Ta TTPOIOVTA TOUG €iXAV CUYKPITIKO TTAEOVEKTNHA
AvVa@OPIKA PE TNV TTPOCEAKUON VEWV TTEAQTWYV. [MAEOV N TTPAKTIKN QUTH, TTOU
XPNOIYOTTOIEITAlI €OW KAl OPKETEG DEKAETIEG, OXI MOVO OE TTPOCYEPEI OUYKPITIKO
TIAEOVEKTNUA, OAAG OTTOTEAEI KAl €AAXIOTN TTPOUTTO0e0n yia TO marketing Tng
eTaipeiag kal €OIKOTEPA TO TUAMO Twv TIwANocewv. H véa T1don yia N
TPooéyylon TrEAATWY Kal TNV Oleupuvon TnG TTEAATEIOKNAG PAoNng piag
EMMIXEIPNONG, €ival O TTEAATOKEVTPIKOG TTPpoocavaTtoAlIonds (customer-centric

orientation) ka1 n vICBETNOT TOU OTNV KOUATOUPA Kal TOV TPOTTO dI0iKNONG TNG

ETTIXEIPNONG.

°0 6pog «aoTOXio» XPNOIMOTIOIEITAl YIA VA TTAPOUCIACEl TNV TTEPITITWON TNG UTTEPTTPOCPOPAS
TPOIOVTWV — UTTNPECIWV, HE TNV avTiIoTpOPwg avaioyn  atTroppdencn auTwyv oTrd Toug

OUVNTIKOUG TTEAATEG.

21



2.4.4.2 I:TOPIKH EZEAI=H TOY NEAATOKENTPIZEMOY

To 1850, o1 emixeipnocig tapeixav oxeddv OAa T1a TTPOIOVTA  TTOU
TTapriyayav kai diEBeTav oTnv ayopd (oxXAMa 2.2). Kata CUVETTEID N ayopd €ixe
XAPOKTAPG «TTWANCNG»’ Kal ol eTaIPEiES £pixvav OAo To BAPOS OTNV aUENon TG
TTOPAYWYNS WG ATTOKAEIOTIKO PECO yIa TV Aunon Twv KEPOWV TOUG. ZTIG OPXEG
Tou 20 aiva Ta TTPWTA OeiyuaTa AVTAYWVIOTIKWY KATAOTACEWY EKAVAV TNV
EMPAVION) TOUG Kal Ol ETTIXEIPACEIC APXIOAV VA KATAvoouv OTI n €vvola Tou
TTEAATN, N oTToia PEXPI TWPA Eixe KABapda TTaBNTIKO poAo, dpxlioe va alNalel. O
TTEAATNG APXIOE VA «AKOUYETAI» TTEPICCOTEPO, KAl VA AOKEI HEYOAUTEPN ETTIPPON
oToUG TTapaywyous. ‘Exel ammoktiioel Babutepn oxéon ME TNV €TOPEiA, €V
TTAaPAAANAa TTOAAG TTpOoIGVTa dnuioupyouvTal he Tnv BorBeia Tou treAdTn (Dutta
Soumitra, 2002). O emixeIpAoeIg TTAEOV APXIOAV va OKEPTOVTAI TTPOKTIKEG TTOU
Ba €kavav Ta TTPOoIGVTA TOUG TTI0 EAKUOTIKA atmd Tou avraywvioTr. ATé 10
XPOVIKO onueEio autd Kal UoTEPA, TO BAPOG TWV TTAPAYWYWV PETATOTTICETAI ATTO
TNV TTAPAywWyn OTIC TTWANCEIG. TNV dekaeTia Tou 1950 kal HeTa €yIve ouveidnon
OTIG ETTIXEIPAOTEIG OTI TO TTPOIOV TTPETTEI VA TTANPEI KATTOIEG BACIKES TTPODIAYPAPES
IKQVOTTOINONG Twv TIPOCOOKIWV TOU TrEAATN Kal  Trépvaye o€ OeUTEPN
TIPOTEQAIOTNTA N ETTIPAVEIOKA» EAKUCTIKOTNTA TWV TIPOIOVIWYV TIOU OQV
MovadikO OTOXO ¢€ixe TOV €TnPeacud Tou TTeEAATN. H Tmpocapuoy Twv
TIPOIOVTWYV — UTTNPECIWY, OTIG TTPOTACEIS TG wpIudloucag TTAEov ayopdg, €ival
armapaitntn.  AUTA €ival Kal n TTpwTn (TTpwiun) @Aacn Tou customer-centric
orientation (Bose Ranijit, 2002).

Mia TTEAQTOKEVTPIKE €TTIXEIPNON €XEI TNV duvaTOTNTA KAl TNV ETTIAOYA VO
QVTIMETWTTICEI TOV KABE TTEAATN PE TPOTTO Povadikd Kal BACEI TWV TTPOTIUNCEWY —

emAoywy Tou TTEAATN®. ZUp@wva pe Toug Berger kai Bechwati, n ouacia Tou

"Me Tov 6po ayopd «TTWANONG» EVVOEITAI TTWG TTPWTAYWVICTIKG POAO OTnV ayopd Eixe o
TTAPOXEAG TWV TTPOIGVTWY — UTTNPECIWV (01 ETTIXEIPAOEIG) Kal auTd yiaTi N ayopd Asitoupyoloe O€
ouvOnKeg OANYOTTWAIOU av OXI HOVOTTWAIOU OTIG TTEPICCOTEPES TTEPITITWOEIG.

8 XapakTnpioTikG Tapddeiyya NG Tadong autig (customization) civa Ta autokivnta SMART T1a
OTToia TTAPEXOUV OTOUG AYOPOOTEG TOU, Th dUVATOTNTA TNG ETTIAOYNG TNG EPPAVIONG XWPIG va

UTTAPXOUV ETOIUEG TTPOTACEIG TTOU OECUEUOUV TOG TTEAATN.
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TeAatelokoUu marketing €ival n dnuioupyia Kair diatipnon HOKPOTTPOOECUWY
OEOPWYV TWV E€TAIPIWV PE TOug TTENATES. EmImTAéov €lorfiyayav Tov O€iKTn TOu
KUKAOU Cwn¢g Twv TreAaTwy (customer's lifetime value CLV), cav tTnv Baocikn
apxn Tng Olaxeipiong TTEAATEIOKWY OXEOEWV €TaIpEiag — TTEAATN. [lépav TnG
AoYIOTIKAG agiag Tou KABe TTeAATN, Ta £0000 TTOU @EPVEl OTNV ETAIPEIA, N
emxeipnon mTpETel va AdBel e€ioou ocoPapd utrowiv TV agia Tou TTEAATN PHEOW

TNG KABOAIKNG oxéong Tou e TV eTaipeia (Berger, Bechwati, 2000).

Mnyn: Bose Ranijit, (2002), “Customer relationship management: key components for IT

success”, Industrial Management & Data Systems vol 102 num. 2,

2xnua 2.2 MpoocavaToAMIOPOG TwV ETTIXEIPAOEWY Ta TeAeuTaia 150 xpodvia

MoAAoi Bewpolv Tnv TTEAATOKEVTPIKI TTONITIKI} 0AV  UTTOOUVOAO TOU
marketing orientation kai «emTékraon» Tou marketing segmentation, o€ pia oxéon
évag Tpog évag. AAAOI OUWGS BIAPWVOUV PE TNV TTPOCEYYION authy® IOXUPICOUEVOI
OTI UTTAPXEI onuavTiKh dlagopd Tou marketing (Tng dlaxeipiong Tng ayopdg) HE
TNV Olaxeipion ouykekpigévwy TTeAaTwyV. To marketing mTpocapudletal OTIG
QVAYKEG TNG Ayopdg OTO OUVOAO TNG, EVW O TTEAATOKEVTPIOUOG TTPOCdIopiCeTal
aTTo TIG TTPOTIMACEIC TWV TTEAATWYV Kal uovo. AuTOG ATaV Kal 0 BaciKOG AOYog
utTrapéng kai epappoynsg Tou CRM. H diagopotroinon Twv TTPOTIMACEWY Kal Ol
QyopaoTIKEG ouvnBeleg Twv TTEAATWV. Av Oev UTTAPXE N TTOIKIAOTPOTIN AUTH
€KQPAON TWV AYOPOAOTIKWY QVAYKWY OTTd TOUG TTEAATEG, OV Ba UTTHPXE Kal

TTpaypatikf avaykn yia CRM.

9 ‘Evag ek Twv omoiwv eivar kai o Ranjit Bose, KaBnyntig MI, oto Anderson School of

Management, University of New Mexico, Albuquerque, New Mexico, USA
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2.5 2YSTHMA AIAXEIPIZHE EAATEIAKQN 2XEZEQN

2.5.1 FENIKA

‘Evag atrd Toug TTI0 QUVAUIKOUG TOUEIC OTO XWPO TwV TTANPOQPOPIaKWYV
ouoTNUATwWV Kal Tou marketing OTIC PHEPEG MAG, €ival O EUPUTEPOG XWPOG TNG
Aloxeipiong lNelateiokwyv  Zxéoewv (Customer Relationship Management,
e@’ecic CRM). H Bewpntiki mpoogyyion Tou CRM, agopd oTnv ouvévwaon Kai
OAOKARPWON TWV TEXVOAOYIWV KAl TWV ETTIXEIPNHATIKWY OIEPYATIWV OTA TTAQICIO
€VOG opyaviopou. ZT16X0G Tou €ival N KABOAIKA IKAvOTToinon Twv avaykwyv Tou
TEAATN yIa OTTOIAONTIOTE €KTEAEOOEiOO OuvaAAayr, KaBwg eTmiong Kal n
OUVTAPNON TNG IKAVOTTOINONG AUTAG KE TNV TTAPAAANAN augnon TG kepdoopiag

TOU yIa TNV €TTIXEIPNON.

EidikéTepa, To CRM TtreplhaufBdavel Tnv ammokTnon, avaAuon Kai Xprion
yvwong, yia Tov TTEAATN, JE OKOTTO TNV TTPOwWONOoN Kal KATA CUVETTEIA TTWANON
TEPICCOTEPWY TTPOIOVTWYV — UTTNPECIWY, OTTWG KAl TNV TTIO ATTOTEAECUATIKNA
Agitoupyia Twv ouvoAAaywv pETAEU Tou idlou Kal TNG emmixeipnong.  Eivai
ONMAVTIKO OTO oNuEio auTd va TovioBEi OTI n €vvoia Tou TTEAATN, yia To CRM, €xel
Mia eupgia xprion kai TTEPIANAUPAVEI EKTOG aTTO Tn CUMPBATIKA €vvola TOU
KATavoAwTA  Kal duvnTIKOU TTEAGTN KAl TOUG TTWANTEG, TA KAVOAID Twv
OUVEPYATWYV KOBWG Kal KABE GAAN opdada f exwpIoTd TTPOCWTTO TTOU ATTOOTTA

KAl XPNOIYOTTOIET OTTOIOdATTOTE TTANPOQOpIa TNG £TTIXEipnong (Galbreath, 1999).

2€ TEXVIKOUG Opoug, To CRM Aaupavel TiIg ekpoég (outputs) OAwv Twv
OOUIKWYV TUNUATWYV Hiag ETTIXEIPNONG, KAl TA ETTECEPYALETAI UE TPOTTO TETOIO WOTE
va dnuioupyei TTANPoPopiec XPAOINES yia Toug TreAdte TN, H owoTh
Aeiroupyia Tou CRM 1TpoUTToBETEl TNV ATTOTEAEOUATIKY) €VOTTOINON OAWV TWV
TEXVOAOYIWV  €VOG  Opyaviopou, Tou  OouAeuouv  TTapdAAnAa, Omwg NG
dlaxeipiong armmobnkng (data warehouse), v OTTOI0 £QAPPOYH NAEKTPOVIKOU

EUTTOPIOU TOU OpyavIoPoU (e-commerce), To TOTTIKO OikTuO (intranet/extranet), To

%9 TEAATNG Oev €xel HOVO TNV CUMPPBATIKA €vvoia ToUu KOTavoAwTr aAAa €xel TNV €upuTtepn

O1GoTOON TOU CUVOAAQGOUEVOU UE TV ETTIXEIPNON OTTWG avagépBNKE TTponyoUlEva.
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TNAeQwVIKG kévipo (call center), Tnv oikovouikr} dieuBuvon (accounting), TIG
TTwANoeIg (sales), To marketing kai Tnv TTapaywyr). Fiveral katavontd Aoirév Ot
10 CRM armoteAei pia Oidotaon, pdia uttogovada e€vOog  OAOKANPpwHEVOU
ouoThuartog diaxeipiong etaipikwyv Topwv (ERP, Enterprise Resource Planning).
MoAAoi BéPaia, 1oxupidovral 611 To CRM €xel TTOAAEG opoidTNTEG pPE €va
oAokAnpwpuévo ouotnua ERP, kal kara ouvéreia 1o TtautiCouv pe autd. H
Baoik diagopoTroinon Twv duo gival 011 To ERP Aciroupyei evOoeTTIXEIPNOIOKA
(back-office) evio To CRM ag@opd kal TV SIETTaQr TNG ETTIXEIPNON PE TOV TTEAATN
(front-office). EmmimmAéov, onuavTikr dia@opd gival 4TI n AsIToupyia Kal EQapuoyn
Tou ERP &¢ev ouvettayetal kai Tnv TTapdAAnAn Aeiroupyia Tou CRM, evw atd mnv
GAAN pepid, n Aerroupyia Tou CRM cival atréAuta e€aptnuévn atrd 1o ERP, agou
gival atrapaitntn n TPoPodoCia Tou amd TIC €OWTEPIKEG OIODIKATIEG TNG

emyeipnong (Bose Ranjit, 2002).

2.5.2 2TOXOI TON 2YETHMATQN AIAXEIPIZHE TEAATEIAKQN 2XEZEQN

2uptrepacpatikd, 10 CRM egival To AOYIOUIKO TIOU ETITPETTEI OTNV
ETMIXEiPNON va PBpiokel, va TTPOCEAKUEI KAl va CUVTNPEEI IKAVOTTOINKEVOUG Kal
KEPOOPOPOUG TOUG TTEAATEG.  To AoyiopIKO auTd eival ammapaitnto o€ KABE
oUyXpovo opyavioud, yiaTl oI TTANPOQYOPIEG HE TIG OTTOIEG TPOPODOTEI TOUG
EMTTAEKOPEVOUG QOpPEIG €ival IKaVEG va €EAO@AAiCOUV TNV AgIToupyia TnNG
ETTIXEIPNONG CUPPWVA PE TOUG Baoikoug aTtoxoug Tou CRM. Or Baoikoi otdxol
TNG OIAXEIPIONG TTEAATEIOKWY OXEOEWV HTTOPOUV va opadotroinfouv  OTIG

aKOAOUBEG KATNYOPIEG:

B e BABoG yvwon KABE eTTaQG PE TO TTEAATN
B Aloxeipion a1rdé OAa Ta TUAMATA TNG ETAIPEIAG TWV ETTAPWV PE TO TTEAATN

B [MpoowTrotroinon TNG KAUTTaviag TTPoBoAnG — TTpoo@opwy (one to one

marketing-campaign management)
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% MeyioToTroinON TTAPAYWYIKOTATAG OE€ OUVOUQOWPO HE TN HEYIOTOTTOINON

TNG €EUTTNPETNONG KAI TNV IKAVOTTOINCT TOU TTEAATN
< 360° elkdva Tou KABe TreAATN, o€ KABe epyalduevo

% 0 KABe UuTTEUBUVOG AEITOUPYEI WG POVODIKO CnuEio €CUTTNPETNONG TOU
meAATn, yia otoia avaykn (EEAE, lMpakTtikd Hyuegpidag, «Customer

Relationship Management», 2001).

2.5.3 N\orismikA CRM

2TO OnUEIo auTtd yiveTal hia oUVTOPN TTAPOUCIach TwV OAOKANPWHEVWV
Aooewv CRM 110U KUKAOQOPOUV OTnv ayopd. Ta dnuo@IAécTEPO CUCTAPATA

Siaxeipiong TEAATWV AoITTév ival Ta akdAouba'™:

@ Siebel

B Vantive/PeopleSoft

m SAP
B Oracle
@ Clarify

@ Aurum/Baan

""H oe1pd TapdBeong Twv Aoyiopikwy Sev eival Tuxaia. H 1epdpxion éxel yvivel BAoEl Twv PeyEBUWV

KaToxng pepidiou ayopdg Kabe eTaipeiag.
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2.6 AIAXEIPIZH TTEAATEIAKQN 2XESEQN (CRM ) KAI MARKETING

2.6.1 FENIKA

O1mrwg ave@épbnke TTponyouueva, £vag atrd Toug BACIKOUG OTOXOUG TOU
CRM, eival ka1 n TpoowTtroTroinon TNG KAUTTAviag TTPOROAAG-TTPOCPOPWY Wiag
etaipeiag. To AoylopikG gival utteUBuvo yia TN OCUAAOYH TTANPOPOPIWY YIA TOUG
TeAATEG, TTOU Ba KAvouv pia TEéTolI KAPTTAvia (OTTOU TO KOIVO OTO OTT0io
atreuBuvetal gival TTOAU peydAo) Tmio TTpoowTrotroinuévn.  H auTtopaTotroinon
TETOIWV PEBOOWV gival pia Aeiroupyia Tou CRM, aAAd dev €ival kal 0 pévog AGyog
ylo TOV OTT0i0 Hia €TTIXEipNON TTpounBeueTal pe 1o Aoyiopikd. To CRM, cival o€
MEYAAO BaBuo, av OxI atTOKAEIOTIKA, ouvNQAOoUEVO UE TIG TTONITIKEG marketing TNG
KAOe €TQIPEIQG Hia €K TWV OTTOIWV Eival KAl OI KAPTTAVIEG TTPOOPOPWYV. AAAEG
TOKTIKEG TTOU UIOBETOUV OI ETTIXEIPNOEIG TTOU €xouv eTTevduoel oto CRM eival ol
akOAouBeg (Dyche Jill, 2002):

B Ztaupocideic TwARoeig — Evioxutikéc TwARoeic™” (Cross- Selling, Up-
Selling)

B Aiatmipnon TeAatwy (Customer Retention)

@ [MpoBAeywn cuptrepipopds kaTavaAwTwy (Behavior Prediction)

@  Kepdogopia reAatwv (Customer Profitability and Value Modeling)

B BeAnioTtotroinon kavaAiwv diavopns (Channel Optimization)

AVTIKEINEVIKOG OTOXOG OAWV AUTWV TWV TTOAITIKWY, €ival N dnuioupyia hiag
dleupupévng Bdaong mMOTWY TTeEAATWY (MEOCW TNG aAUENONG EUTTIOTOOUVNG), Kal
OKOAOUBWG n emmékTaon Tng PBdAong QuTAG PE TNV TAUTOXPOVN Qugnon Tng

KEPDOPOPIAG TNG ETTIXEIPNONG.

20 6p0OG TNG eVIOXUTIKAG TTWANONG gival 0 TTAéov OOKIPOG YIa va TTEPIYPAWEl JOVOAEKTIKA ThV

évvola Tou up selling. MNa 10 up selling dev uTTdpyel avTioToixn EAANVIKR opoAoyia.
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2.6.2 XTAYPOEIAEIZ [1QAHZEIs — ENIsXYTIKEEZ [MOAHsEIx (CROSS-
SELLING, UP SELLING)

2Taupoeldng TTwANon (cross-selling) ival n diadikaoia TG TTWANONG £VOg
TTPOIOVTOG 1) Hia UTTNPETIAG, oav aTTOTEAECUA Wiag AAANG TTWANONG dIAPOPETIKOU
TPOIOVTOG. H TTepITTwon TNG véag uNTéPag TTou WYwvidel pouxa yia TOV €auTO
TNG, ATTO KATACTNUA BPEPIKWY €IOWYV, OTTOTEAEI XAPAKTNPIOTIKO TTapdadelyua. Ol
OTAUPOEIOEIG TTWANCEIG gival €vag TTOAU atmAdG Kal ouvnBIoPEVOG TPOTTOG va
augnoel Tnv Kepdogopia TNG ia €TTIXEIPNON, YIATI XPNOIUOTIOIEI évav UTTAPXWV
TTEAATN YIO va TTWANCEI éva ETTITTAEOV TTPOIOV — UTTNPECIA KAl KOOTICEl KAl TTOAU

AlyOTEPO ATTO TO VO TTPOCEAKUCEI €va VEO TTEAQTN.

EvioxuTikny (up-selling) €ival n TTwAnon ekeivn é1Tou diveTal KivnTpo O0TOUG
TEANATEG MiOG  €TMIXEIPNONG VO  AYOPAOOUV  UEYAAUTEPEG TTOOOTNTEG EVOG
TPOIOVTOG.  XOPAKTNPIOTIKO  TTapAdelyya QUTAG TNG TIPAKTIKNAG €ival Ol
OIKOVOMIKEG OUOKEUQOIEG TWV ATTOPPUTTAVTIKWY. O TTeAATNG deAeAlETAl HE TNV
€VVoIO TNG OIKOVOUIKAG OUOKEUQOiag Kal TTpofaivel €101 0€ ayopéG AUTAG TNG
HopPPAG.

H péBodog Tou cross-selling kai up-selling €ival a1TAf} Kal ATTOTEAEOUATIKN.
QoT1600 N €IMAOYA TWV TTPOIOVTWYV / UTTNPECIWV TTAVW OTA OTToia Ba oTnpIxOEi
auTh n dladikaoia TTwANong d¢v gival e¢icou atrAf} UTTOBEON YIa TIG ETTIXEIPATEIG.
Mpétrel va emAeXBolv Ta TTPOIGVTA EKEIVA TWV OTTOIWV N augnon OTIG TTWAROEIG
TOoug, Ba emEEPEl TTAPAAANAN augnon Twv €0O0OWV OTTO TOUG CUYKEKPIUEVOUG
TEAATEG TTOU TTpofaivouv oTnv atmoppo®non Twv. H owoTth epapuoyni Twv
TTPONYOUNEVWY HEBODWYV, CUVETTAYETAI TNV TTWANCN TWV CWOTWYV TTPOIOVTWY —
UTTNPECIWY, OTA OWOTA dtopa. MapdAAnAa onuaivel, 611 To cross selling kai To
up selling dev gival n KAat@AANAN TTONITIKR TTWANONG yia OAOUG Toug TTEAGTES. Ta
TTAPAdEIYUA Ol TTEAATEG TTOU XPNOIKOTTOIOUV TTIOTWTIK KAPTA YIA TIG OUVOAAQYEG

TOUG gival QeIdWA0i OTIG uEBODEUTEIG AUTEG.

2UUTTEPAOUATIKA, Ol OTAUPOEIOEIGC KAl  EVIOXUTIKEG TTWANOCEIG, HE
KATAAANAOUG  XEIPIOPOUG, MTTOPOUV VO @EPOUV  TTOANATTAG WQEAN Oe pia

EMXEipNON, 1N avTiBeTa PTTOPOUV VA  TTPOKAAECOUV KAl AOTOXIEG. H
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auTtoparotroinuévn Texvoloyia Tou CRM marketing, o€ autiv akpipwg Tnv
dIdoTaOoN, ATTOTEAEI TTOAUTIMO Kal Oiyoupo odnyo TNG CWOTAG EQAPHOYAG TWV €V

AOYW TTOAITIKWV.

2.6.3 AIATHPHzH NMEAATQN (CUSTOMER RETENTION)

O Frederick Reicheld™, avagepopevoc oTouC opyaviopoUs Twv
Hvwpuévwy ToAITelwy, 10XUpIiCeTal OTI OI ETTIXEIPACEIG XAVOUV TO TTEVAVTA TOIG
ekato (50%) Twv TTEAATWY TOUG ava TrevraeTia. To NMoocooTto autd augdveral
OKOUO TTEPICOOTEPO OTIG ETAIPEIEG TTAPOXNG UTTNPECIWY Kal 10IAIiTEPA  OTO

TPATTECIKO KAGDO Kal TIG TNAETTIKOIVWVIEG.

O evrommopdg Twv TTEAATWV TTOU KATEANEAV O€ AVTAYWVIOTIKEG ETAIPEIEG,
Kabwg kal n karavénon Twv AOywv TTou 0drynoav Toug TTEAATEG OE dia TETOIA
Kivnon dgv gival atrAr} utroBeon. Axkdpa 1o dUCKOAO gival avau@ioBATNTa, va
EVTOTTIOEIG TOUG AOYOUG TTOU 0dNyoUV Wia ETAIPEIO OTNV ATTWAEIQ TTEAATWYV Kal VA
OXEOIAOEIG €K VEOU Mia TTOMNITIKI) n oTToia Ba evBapuvel Toug TTEAATEG TNnG idlag
eTaipeiag va Trapaueivouv moToi. H trapatmmdvw trapadoxn, €mpBeRaiwvel To
Kavova TTou avo@épBnke OTO TTponyoupevo Ke@AAalo, 6T n diatipnon Tng
uttdpxouoag TreAateiokig  Bdong piog  emxeipnong, €ival  TTOAU  TTIO
atmroTeAeopaTikr) atrd TNV OlEUpuvor TNG. Ta WEEAN €ival KUPIWG OIKOVOUIKA
aAG Aai Asiroupyiké ™ (Reicheld Frederick, 1996).

H peiwon twv atrwAeiwv oTtn treAaTeiokn BAon, PTTopei va yivel uévo e
TNV KATAYPOQr] KAl avAAUCn CUPTTEPIPOPAG TWV TTEAATWYV TTOU «EYKATEAEIPAVY
TNV €TMIXEipnon. Tnv avaAuon TNG CUUTTEPIPOPAS TWV CUYKEKPIUEVWV TTEAATWV,
OKOAOUBEI N OUYKPIOTN HUE TOUG UTTAPYXOVTEG TTEAATEG, £TO1 WOTE VA KATAYPAPEI N

Tdon. o atmAd étav evioTTIoTOUV KATTOIO BACIKA XAPOKTNPIOTIKA TWV TTEAATWV

' Reicheld, Frederick F., “Learning From Customer Defection”, Harvard Business Review,
March -April 1996

" 1o WOEAN  gival kal Asitoupyikd yiaTi €ival TTOAU 110 €UKOAO Kal atTAdé cav diadikaoia, va
TTapPaKOAOUBEIG TNV CUUTTEPIPOPA VOGS TTEAGTN COU, aTTd TO VA TO KAVEIG YIa éva ved TTeAdTn. H

AaTTPORAETITN 1IBI0CUYKPACIA TWV AvOPWTTWY €ival AuTr TTOU KAVEI dia TETOIA TTPAKTIKA OUCKOAN
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TTOU €Quyav, auTd OPAdOTTOIOUVTAl KAl OTH CUVEXEIQ CUOXETICOVTAl JE QUTA TWV
uUTTapXOVTWV TTEAATWYV. OI EVOEXOUEVEG OUOIOTNTEG OEIXVOUV OTI OI CUYKEKPIUEVOI

TTEAATEG €ival aoTABEIG Kal £XOuUV TNV TAON VA GUYOUV.

O1 etaipeieg mAfov, pe Tnv Ponbeia Tou CRM, xpnoigotrolouve
eCednTnNUéveG HEBODOUG CUUTTEPIPOPIKAG TTPORAEWNS TWV KATAVAAWTWY, YIid va
€ENAXIOTOTTOINOOUV TOUG TTEAATEG TTOU €XOUV TACEIC QUYNG. 2TO ONUEI0 aAuto
OMWG TTPOKUTITEI KAl €va vEO TTPOBANUa TTou Ogv gival GANo atmmd Tov TpOTTO
agloTToinoNG AUTWY TWV TTPONYUEVWY POVTEAWV. AKOUA Kal av €VTOTTIOTOUV Ol
TTEAATEG EKEIVOI TTOU €XOUV TAOEIG PUYNG, PE TTOIO TPOTTO PTTOPEI Jia eTAIpEIa va
Toug Kpatnoel,  O1 dWPEES KAl Ol UTTEPTTPOOPOPEG Oev gival TTAVTA N TTIO
atmroteAeopatikr p€Bodog. O etaipeieg TTpoocavartoAiovtal TTAEov, TTAPAAANAA PE
TNV doknon Trieong oToug «OUOKOAOUG» TTEAATEG, OTNV TIPOOTIABEID va

aveRAocouv Ta £000A TOUG ATTO TOUG TTIOTOUG TTEAATEG XAUNARG agiag.

2.6.4 [IPOBAEWH  XYMIMEPI®OPA:  KATANAAQTQN  (BEHAVIOR
PREDICTION)

H mpdBAewn TNG CUPTTEPIPOPAS TwV KaTavoAwTwy, Bonbd Ta TuAuarta
marketing, va TTpoadiopicouV TIG TTPOBECEIS TWV KATAVOAWTWYV yia TO JéANov. H
e€opuin yvwong arrd peydAeg Paoceig dedouEvwy KAl N XPNOIKOTToinon
TTOAUTTAOKNG POVTEAOTTOINONG, €ival BACIKA epyaAcia TTpOyvwong Twv dIaBEoewv
Tou TreAATN (Berry, Linoff, 2000 ). Mepikég atrd TIG avaAUOEI§ TTOU yivovTal gival

0l aKOAOUBEG:

@ [lpoTigynon TpoidvTwy, (TTola TTpoidvTa €XEl TNV TAon va ayopddel o

KATAVOAWTAG)

@ Emopevn ayopd, (n €mépevn ayopd Tou KATavaAwTr, TI TTpoiovTa Ba

TTeEpINAPBAver)

B «To kaAdBi Tou KatavaAwTr», (a@opd o€ CUVOUACHUOUG TTPOIOVTWY TTOU

KAVEI 0 KATAVOAWTNAG, TT.X 0TO super market)
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B  EA0OTIKOTNTA OTIG TINEG KAl dUVATOTNTEG TIMOAGYNONG, (TTPOCBIOPICHOG
TNG 10AVIKNG TIUAG KATTOIOU TTPOIOVTOG yia éva TTEAATN 1 Wia Katnyopia

TTEAQATWV).

KatavowvTag (oUpgwva e TIG avaAuoelg TTpORAewNnS TTou KAvouv), Tnv
OUMTTEPIPOPA  TWV  KOTAVOAWTWY, Ol  €mIXEIpAoelc  AauBdvouv  cwpeia

ATTOQPACEWYV BACIOPEVEG OTNV YVWOTN AUTH, TTou TTEpIAaUBAvouV:

B [Npoo@opég Kal atTaAAayEG OTOUG TTEAATEG TTOU £XOUV «TACEIG PUYAGH

H ATTOTEAEOUATIKEG KAUTTAVIEG TTPOCPOPWY OE CUYKEKPIUEVEG KATNYOPIES

TTEAQTWV KAl VIO CUYKEKPIPEVA TTPOIOVTA,
B Mo atroTEAEOUATIKA EQAPPOYI OTAUPOEIdWY TTWAACEWV

B 2woTh TINOASYNOoN TTPOIGVTWY TTOU aTTOQEPEl augnuévn Kepdopopia

oTnV €TTIXEipNON Kal TTapAAANAa gival CUPN@EPOUTA VIO TOV KATAVAAWTH.

To KA€1di yia TNV CWOTA €QAPUOYI TWV TTPATTAVW Eival O EVTOTTIONOG TWV

TTEAATWV TTOU €ival TTI0 KEPBOPOPOI yia Tnv eTTixeipnon (Dyche Jill, 2002). .

2.6.5 KEPAO®OPIA TIEAATON (CUSTOMER PROFITABILITY AND VALUE
MODELING)

O utroloyiopdg NG KEPOOPOPIAG CUYKEKPIUEVWYV TTEAATWYV Eival ia
dladikaoia OapKeTA OUVOeTn, O0¢ PBaABPO TETOIO WOTE va AVAYKACEl TTOAAEG
ETTIXEIPNOEIG VA TOV atrogelyouv. QOTOOO N agia TTou €XEl AUTH N YETABANTH yIa

TO marketing Twv €TAIPEILV €ival TTOAU ONUAVTIKA.

H Aoyikij TTou KaBIoTd TTI0 KEPOOPOPO TOV TTEAATN TTOU QPEPVEI OE Mila
etmxeipnon 1o 1ToAAG €000a aTTd KATTOoI0V GAAO, €ival AavBaopévn. € TTOAAEG
TEPITITWOEIG €vag TTEAATNG XOUNANG KatavAAwong eival 1o Kepdopopog!  Ag
uttoBéooupe oTl o A eival TTEAATNG UuWNnANG KatavdAwong kai o B 1TeAATNG

XOUNARG katavaAwong. O A €MIOKETITETAI TO KATACTNUA JOVO KATA TNV TTEPIODO
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TWV EKTITWOEWV KAl  Aayopddel MEYAAEG TTOOOTNTEG TTPOIOVTWV. Ortav
ETTIOKETITETAl TO KATAOTAMO O€ TEPIOOO €KTOG ETTWOEWYV, ayopdlel poévo
TTPOIOVTA TTOU BpiokovTal o€ TTPOCc@OPA. ATIO TNV AAAN PEPIA OI ETTIOKEWEIG TOU
B €ival 1m0 OTTAvIEG KAl 01 AyopEG TTOU KAVEl AlyOTEPEG. Agv Ywvilel SPwG HOvo
o€ TTEPIOdO0 EKTTITWOEWVY. AUTH n TTEPITTTWOoN AoITév, TTApousIddel Evav TTEAATN
TTOU QEPVEI TTOANG €000a OTNV €TTIXEIPNON OAAG dev gival Kepdo®dpog (0 A), Kai
évav TTeAATN TTOU Ogv QEpveEl TTOANG €000a, aAAG é€xel augnuévn kepdogopia
(Dyche Jill, 2002). .

O TTPOoOBIoPICPOS TWV TTAPAUETPWY EKEIVWV TTOU OUVOETOUV TNV EIKOVA
KEPDOYOPIOG TOU KABe TTEAATN, dlagépel atrd emixeipnon o€ Tmixeipnon. 'Evag
OEIKTNG KEPOOPOPIAG TTOU XPNOIUOTIOIEITAI EUPEWGS €ival O KUKAOG CWAG TNG
kepdogopiag, LTV (Lifetime Value), kai utroAoyifetal cuoxeTiCovrag Ta €000a,
TTOU QEPVEI OTNV ETTIXEIPNON €VOG TTEAATNG, ME TNV OXECON OUVAANQYAG TTOU €XEI
ME TNV emmixeipnon. AuTéG ol dUO TTAPAUETPOI OTOBUIovTal PE T MOVTEAQ
TPOBAEYNS TNG CUMTTEPIPOPAG TWV TTEAATWYV KAl €TCI TTPOKUTITEI O Bel’KTng15.
‘Evag dANoG BeikTNG gupeiag xprong eival n yéon karavaAwon ava xprion, ARPU
(Average Revenue Per Usage)'™®. Autég o SeikTng €ival TToAU 10 atTAdg atrd Tov

LTV, agou utroAoyieTal 1110 €UKOAQ, yia auTd gival Kal EUPEiag Xprong.

2.6.6 BEATIZTONMOIHEH KANAAIQON AIANOMHE (CHANNEL OPTIMIZATION)

2T0X0G TNG autopartotroinong tou marketing pyéow tou CRM, cival n
ATTOOTOAR TOU KATAAANAOU PNVUPOTOG OTOV KATAAANAO TTEAATN, TNV KATAAAANAN
XPOVIKA OTIyM Kal gEow Tou KATAAANnAou kavaAiou. [ mapddeiyua évag
TEAATNG TTOU KAVEI OUXVA XpAon Twv utnpeoiwv Tou Internet Banking piag
TPATTECAG, TTPOTINAEI VA eVNUEPWOE yia KATTOIO TTPOOPOPA TNG TPATTECAG HECW

NAEKTPOVIKOU Taxudpopeiou (e-mail). AvTiBeTa yia €vav TTEAATN TTOU APECKETAI

15 o1 péBodol uttohoyiopoU TTolKiAouv aTTo eTaipeia o€ eTalpeia Kal amd KAGdo o kAGdo. Agv
UTTAPXEl KATTOIOG CUYKEKPIMEVOG KAVOVOG, Kal TO KPITAPIO UTTOAOYIoPoU JTTopei va  gival Kai

UTTOKEIMEVIKG.

'® O ARPU ¢ivai o 0¢eikTnG TTOU XpnoiyoTtroliei N Vodafone yia tTnv p€Tpnon tTng KEPBOYOoPIag Twv
TTEAATWV TNG
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va eKTEAEI TIC OUVOAAQYEG TOU OTO UTTOKATAOTNUA TNG VEITOVIAG TOu, E€ival
TTPOTIUOTEPO va evNUEPWOE yiIa TNV TTPOC@POPA TToU BEAEl va Tou KAvEl N

TPpATTECA, OTTO TOV APUOdIo UTTAAANAO.

2TNV TIEPITITWON TOU TPATTE(IKOU TOMEA, TA KAVAAIQ Olavopng eival
TTOMOTTAG (uttokatdoTnua, Internet, ATM, TnAc@wvikd KEVTPO, TaXUOPOWEID),
OTTOTE N XPAon Tou KATAAANAOU KavoAioUu yia KABe EexwpIOTh TTEPITITWON
TEAATN, €ival JAAAov attAfl utréBeon. 2TV TTPAYMATIKOTATA, N €TTIAOYR TOU
KavaAioU JECW TOU OTTOIOU Ba ETTIKOIVWVACEI O TTEAATNG PE TNV ETTIXEIPNON, €ival
TO éva KOUUATI JOVO Tou TTPoBAAPATOS. To AAAO, Kal icwg TO TTIO KPIOIWOo, €ival n
ATTOQACN TOU TPOTTOU KAl TNG XPOVIKAG OTIYMAG TTOU TTPETTEl va YiVEl AQUTR N
ETMKoIVwvia. To yeyovog o1l évag TTeAATNG TNG TPATTECAG TINyaivel ouxva oTo
UTTOKOTAOTNUA, O oOnuaivel TTw¢g Ogv TIPOTIMAEI vO vaA TOU QTTOOTOAE N
TTPOCPOPA PHECW NAEKTPOVIKOU TAXUDPOUEIOU, YIa va €TTIAECEI O iDIOG TN XPOVIKN
oTiyup Tou Ba evnuepwBei. To CRM, BonBd otnv BeAtioTotroinon g
AgIToupyiag Twv KavoAiwyv SIaVOUNRG TwV ETTIXEIPACEWY, ME TN XPAON TWV JECWV

TTOU avaAuBnkav o€ auto 1o kepahaio (Dyche Jill, 2002).
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3 TEKMHPIQZH MEAETHZ

3.1 FENIKA

«KaAj xpovia Kai eUTUXIOUEVO TO VEO €T0C...». AUTO gival dpaye TO
ATTOTEAEOUA TWV PIAGDOLWYV Kal dATTAVNPWY ETTEVOUCEWV TWV ETAIPEIWV KIVNTAG
TNAEQWVIAG, yia TNV OIaxEIpIoN Twv TEAATEIOKWY OXE0ewv; H atmooToAn
EUXETAPIOU PNVUPOTOG (SmMS), yia TNV TTEPIOdO TWV €0PTWV Kal Tn €i0000 Tou
véou €ToUG; H a1rooTOAr TETOIWV PINVUPATWY €ival pia ouvnBIoPévn TAKTIKI Twv
ETAIPEIWV KIVNTAG TNAEQWVviag, oTnv TTpooTrddeia va Ogi¢ouv €va 1m0 QIAIKO

TIPOCWTTO OTO TTEAATN.

2TNV TTPAYUATIKOTNTA, TO ATTOTEAECHUA TTOU €XOUV AUTEG OI TTPAKTIKEG OTAV
0ev  atroTeEAOUV PEPOG MIAG OUOTNUATIKAG KAl OAOKANPWUEVNG  TTOAITIKAG
TTAPOXWV, OEV €XOUV Ta ETTIOUPNTA aTToTEAEOUATA. TO E€UXETAPIO WAVUPA aATTd
MOVO Tou, eV TTAPEXEI OTOV XPAOTN TA TTEICTAPIO TTOU O idI0g XPeIAdeTal yia va
QVOTITUEEI PE TNV ETAIPEIO (TTAPOXEA UTTAPECIWY KIVNTAG TNAEQWVIAG) Mia EUTTIOTN
oxéon. O xpnotng / TeAATNG, XPEIGZeTal va yvwpilel OTI n eTalpeia Ba oeBaoTei
TIG AVAYKEG TOU (Y1 ETTIKOIVWVIO OTNV TTEPITITWON TWV TNAETTIKOIVWVIWY), Kal OTI
Ba Tou TTPOCYEPEI UTTNPETIEG PMOVADIKEG, TETOIEG TTOU Ba Tov TTEiBouv TTWG TO
TNAEQWVO TOU OgV gival HOVO PECO ETTIKOIVWVIAG, OAAG Kal €va TTOAUTIUO £pyaAEio

yla Tov idIo.

To Tapddoo yia TNV TTEPITITWON TWV ETTIBUPIWY TWV TTEAATWV, €ival OTI Ol
ETAIPEIEG KIVNTAG TNAEQWVIOG, OXI HOVO €xouv TNV duvatoTNTA (OIKOVOMIKHA Kal
TEXVOAOYIKN) va TIG TTpayhaTOTTOIoouV, aAAd TO KAvouv KIOAag. [lapéxovtal
OPKETEG UTTNPETIES, 01 OTTOIEG OUWG OEV €ival yVWOTEG O TTOAAOUG XprioTeG. Agv
gival Aiyeg o1 QOopéG OTTOU €vag XPAOTNG EUXETAI VA UTTHPXE Mid OUYKEKPIUEVN

UTTNPECIa KAl va SUCAVAOXETEI, EVW AUTH N UTTNPECIA €ival UTTAPKTHA.

34



3.2 INoniTIKH CRM TQN ETAIPEION KINHTHE THAE®QNIAZ STHN EAAAAA

3.2.1 2TOXOI TON ETAIPEIQN

O KAABOG TNG TTAPOXNG UTINPECIWV KIVNTAG TNAEQWVIOG, €ival OXETIKA
Kalvoupiog oTnv EAAGOO. ApXIKOG OTOXOG TwV ETTIXEIPACEWY ATAV N ATTOKTNON
TNG MEYAAUTEPNG dUVATAG TTEAATEIOKNG BAong. H ayopd TTAéov Bewpeital wpPIKn

a@OU TTAVW aTtrd TO PICO Tou TTANBUCHOU €gival KATOXO! KIVNTOU TAAEQUVOU.

To o100 TnG dlEUpUVONG TNG TTEAATEIOKAG BAONG TWV ETAIPEIWY, EXEI
TTAéov O100eXBOei 0 OTOXOG TNG OIOTAPNONG TWV UTTAPXOVTWYV TTEAATWV. KdATi
TETOI0 BEBAIa gival QUOIOAOYIKO, TTPWTIOTWG YIATI Ta TTEPIBWPIA dlEUPUVONG €ival
TTAEOV TTEPIOPIOUEVA KOl OKOAOUBWG YIATI O1 AVTAYWVIOTIKEG DUVANEIG OTO KAGDO,
gival evOEXOUEVWG Ol TTIO EVTOVEG TNG ayopds, ME TV eupuTeEPN dIACTACN QUTAG.
H tpootrTikry Aoimmov ¢ dlatApnong Twv TreAatwy (Customer Retention)
atroTeAei yia KABe eTaipeia Tou KAGdou, To KAEIdI yio TNV ETITUXIO KAl TNV

dI00@PAAION TNG AVATITUIOKAG TTOPEIAG.

To CRM, yia TIg eTaIpEieG TNAETTIKOIVWVIWY, OTTOTEAEI BaoiKd epyaAeio
MEOW TOU OTTOIOU ETTITUYXAVETAI N auTopartoTroinon Twv OIadIKaCIwY TToU
aQOPOUV OTNV TTEAATOKEVTPIKN dloiknon €v YEVel Kal oTnV TTOAITIKA dlaTAPNONG
TWV TTEAATWYV. AVTIKEIJEVIKOI OTOXOI TWV ETAIPEIWY, €ival N avatTugn oxéong
EUTTIOTOOUVNG PE TOUG TTEAATEG TOUG Kal N augnon Tng kepdogopiag Toug. O TTIo
«ONUOPIARG», OEIKTNG UTTOAOYIOMOU TNG KEPDOPOPIOG OTIG ETAIPEIEG KIVNTAG
TnAgpwviag otnv EANGDa, eival o ARPU (Average Revenue Per Usage'’). Karta
ouvétreia n mapakoAouBnon tou ARPU Ttwv treAatwy gival éva PEoo ETTiTEUENG

TWV TTAPATTAVW OTOXWV.

" Keg. 2, evotnta 2.6,1ap. 2.6.5, «Kepdopopia MeAaTiov»
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3.2.2 MEsA rIA THN ENITEY=H TQN 2TOXQN

2€ ONeG TIG eTaIPEiEG TOU KAGDOU, UTTAPXEI OPYAVWHEVO TURUA dlaxeipiong
TTapATTOVWY Kal €TTiAuonNG TTPORANUATWY (customer care) To OTToiI0 ATTOTEAEI Kal
TAV TTPWTOYEVI TTNY AVTANONG TTANPOQPOPIWY YIa TNV IKAVOTTOINON Tou TTEAATN.
210 onueio autd agidel va onUEIWOET TTWG YIA TIG ETAIPEIEG TAAETTIKOIVWVIWY, OEV
UTTapXel 0a®Ag dlaxwpIiouog Tou customer care ammo 10 CRM a@ou atroTeAei

TNV «DIETTAPA» TNG ETAIPEIAG YE TOUG UTTApPXOVTEG TTEAATES (Waltz, 2000).

Ta onueia mwAnong (POS) cival €va emimmAéov onueio emaQng g
ETAIPEIAG PE TOUG TTEAATEG. ATTOTEAOUV TNV TTAPADOOCIAKN ETTAQPI TOU TTEAATN HE
TNV €TAIPEIQ TOOO YIa TNV €TTIAUCT TTPORANUATWY Kal TNV dIAXEIpIoN TTAPATTOVWV
000 Kal yIa TNV TTPooEAKUon VEwV TTeAatwy. H Tdon yia Ta onueia TTwAnong
TTAE0V, €ival va pnv €xouv TTAEOV T HOP@H TNG ATTOKAEIOTIKAG AVTITTPOCWTTEUCNG
a1Tod TPITOUG AIAVEUTTOPOUG, OAAG va AViKOUV OTOV OMIAO (XOPOKTNPENOTPIKO TO
Tapadelyua Twv karaotTnuatwy Vodafone kal Telestet). Me Ttov 1pdTTO QUTO
ETTITUYXAVETAI N AEITOUPYIKI) OAOKAAPWON TWV KATACTNUATWY QUTWYV JE TNV idla
TNV ETAIPEIQ, TOOO OTO KOUMUATI TWV EQAPUOYWYV (AOYIOUIKO — pnxavoypdaenon)

000 KAl TNV £TAIPIKA KOUATOUPOQ.

H karnyoplotroinon Twv TTeAatwy gival AAAN pia AsiIroupyia TTou evexeTal
otnv JIaxeipIon Twv TTEAATEIOKWY OXECEWV. Na va yivel €mTuxws n
KATNyoploTToinon auTh Ba TTPETTEl TTPWTA VA YivEl KaTavonTr N €vvold TOU TTEAATN
TNG ETAIPEIAG €V YEVEI KAl UOTEPA va KaBoploTei o idlog (MaANiapng, 1990). ‘Etol
AoItrdv yiveTal Jia TTpwTn KATAYOPIOTToiNON TwV TTEAATWY, T KPITAPIA TNG OTToIag
TTNyadouv atrd TOV TUTTO CUVOAAQYNG TTOU €XEl O TTEAATNG ME TNV €TaIPEia (ME
oupBOAaio i1 Xwpic ouuBOAalo). XTnv €peuva TTou OIEVEPYAONKE TO KPITAPIO
QUTO CUUTTEPIANBQPNKE PE TNV KATNYOPIOTTOINON TWV TTEAATWY OE CUVOPOUNTEG
Baoel oupPoAaiou Kal o€ oUVOPONNTEG AveU CUMPBOAaiou (QUTOUG TTOU KAVOUV
Xpron Tou Agydpevou KaAPTOKIVATOU). 210 akOAouBo Trivaka (Mivakag 3.1)

@aivetal n Tagivounon Tou deiyuaTod.

Autr] dev gival n pdévn KatnyopioTroinon TTou yivetal. la Toug TTEAATEG
TToU €XOouv CUMPBOAaio, yivetal KI GAAn kaTtnyoplotroinon. [ivetal diaxwpiopdg

TWV ETAIPIKWY TTEAATWV ATTO TOUG PEPWVOPEVOUG. Ta €TaIPIKA cupBoAala gival
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Ta oUpBOAala ekeiva Ta oTToia Oev AVTATTOKPIVOVTAl O€ éva QUOIKO TTPOCWITTO
aAAG o€ pia eTaipeia. H B1a1tepdTNTa TV CUPPBOAQiIWY auTwy gival n SIAPOPETIKN
TTONITKA TTPOCQOPWY KAl TIMOAGYNONG TTOU YiVETAI OTTO TOV TTAPOXEQ KABWG
ameubuveTal o €va TTeAATn (Tnv €Taipeia), Pe TTOAAATTAOUG xpriotes. H
KATNYOPIOTTOINON auTr] €XEl €TTiIONG OUMTTEPIAIPOEI OTO deiyya HE OXETIKO

epwtnua (Mivakag 3.2).

ZYNAEZH ZYXNOTHTA MozozTo
ZuvdpounTikn 154 67,0%
Kaptokivnth 76 33,0%
> 0volo 230 100%
80%
o
70% 67%
60% -
50%
O 30%
N
O 20%
W
O 10%
c
0%
2UWDPOMNTIKA KapTtokivnTh
O ZYNAEZH

Mivakag3.1. | Ti TUTTO OUVOEDNC €XEI TO KIVATO 0AC THAEQWVO;

Tig Tapatmdvw KATNYOPIOTTOINOEIG, OAKOAOUBEI O dIaXWPICHOS TwV
TeAATWV 0€ TTEAATEG «UWNARG agiag» (high value) kai TTeAdTEG «XapnAAg agiagy.
YynAng agiog teAdteg Bewpouvtal o1 eTalpeieg, (IDIaITEPA EKEIVEG PE PEYAAO
apIOPO €TAIPIKWY OCUPPBOAQiwY), o1 TTEAATEG PE UWPNAS €100dnua Kal TEAOG Ol
ToAaioi TTeEAATEG. Mg Tnv TTOPATTAVW KOTNYOPIOTTOINOT, OnUIoUpYEiTal pia

TTUpauida TreAaTwy. 21N Baon eival TEAATEG XOUNARG agiag Kal oTn Kopuen
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TTeEAATEG UYNANG agiag. OTtav évag TTEAATNG CUUTTANPWVEL Tpia Xpovia oTabepng

ouvarayrg Pe TV eTalpeia, aveBaivel oTnv TTupapida'®.

TYNoz ZYNAPOMHZE ZYXNOTHTA Mozo:zTo
ATIAR 130 84,4%
Etaipikn 24 15,6%
>0voho 154 100%
80%
70%
60%
50%
40%
o 30%
E" 20% 15,6%
W 10%
0%
ATTM Etaipiki
TYNOZ ZYNAPOMHZ

Mivakag3.2. | Eav siorar ouvdpountng 1 TUTo OUVOPOUNS EXETE;

2TOXOG TWV KATNYOPIOTTOINCEWY QUTWV YIA TIG ETAIPEIES, €ival:

B n KaTnyoplotroinon Twv TTEAATWY PACEI KAl ECEIDIKEUPEVWV KPITNPIWV,
OTTWG TA XOUTTU.
B n OdlogopoTroinon OTn  METAXEIPION TOu KABe TreAATn EexwploTd

(Differentiate Customer Treatment)

B n pETPNON TNG QTTOTEAECPATIKOTNTAG TNG KABE KauTTAviag, TTou

AauBavel yépog ouykekpipévn pada reAatwv Campaign management

10 povTéNO 1Epdpxnong BAcel xpovou gival JOVTENO TTOU £QAPUOLOUV OAEG OI ETAIPEIEG.

H 1pIeTig Bdon avéAkuong oTtn Trupapida gival TToNITIKA TG Vodafone
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B o1 otauposldeig TTwAnoeig Cross Selling — Up Selling

B n agloAdynon Kal Twv ETTAQWY TTOU KAVEI O TTEAATNG PE TNV ETAIPEIA
€iTE yIa TTAPATTOVA EITE YIA OTTOIAOATTOTE AAAN JOPPr) CUVEPYQTiag TTou

emOBupei va €xel (Dyche, 2002)

OAol o1 TTapatrdvw oTdXO0I £X0UV OTTWTEPO OKOTTO TNV dnuIoupyia oxEong
EUTTIOTOOUVNG ME TOUG TTEAATEG KAl KAT ETTEKTACIV TNV OnuIioupyia TTIOTWV

TTEAATWV KAl TNV dIATHPNCN QUTWV.

O €Aeyxog TNG KEPOOPOPIAG, Ol TTPOCWTTOINUEVES KAPTTAVIEG marketing Kai
OAEG 01 AAAEG TOKTIKEG TTOU UIOBETOUV Ol ETTIXEIPNOEIS YIA VA TTPAYHATOTTOINCOUV

TOUG TTaPATTavw OTOXOUS ', yivovTal ue TNV XpAon Tou KatdAANAOU AoyIGuIKOU .

3.2.3 2YMINEPAZMATA

To Aoyiopikd Crm, €ival atrapaitnto yia TRV 0opBOr] Kal aTTOTEAECUATIKA
ETTECEPYATIO TWV OTOIXEIWV TOU TTEAATN. To AOYIOUIKO atTé pévo Tou Opwg Oev
€ival IKavo yia TNV ATTOTEAECUATIKN) AEIToupyia TnG TTEAATOKEVTPIKNAG dloiknong.
Kat’ apxdg pia emmixeipnon yia va dnuIoupyAoeEl TTIOTOUG TTEAATEG KAl va TOUG
dIaTNPEACEI ATTAWG TTPETTEI VA TTPOCPEPEI CUVEXWG UTTNPECIEG TTOU €XOUV PEYAAN

Kl TTPAyUATIKR) onuacia yia Tov eAdatn (“superior value”).

H emixeipnon mpétel va kataBdaAel ouvexy TpooTTadeia Kal eTTEVOUOEIQ
OTOV TOMEQ TNG EKTTAIdEUONG Kal TNG avaTITuéng Tou avlpwTTivou duvapikou,
woTe va dnuioupyeital €vag duvaTtdg Kal oTabepds TTUprvag pyalouEVwy TTou
Ba €x0uv WG ATTOKAEIOTIKO KOBKOV TNV TTOIOTIKI) £EUTTNPETNON TOU TTEAATN HE OTI
autd OuvetTayeTal yia KABe emixeipnon. H perdadoon Kal agopoiwon Twv
Baoikwv apxwv TnG Aloiknong OAkn¢ lMNoidétnTag (Evans, Lindsay, 2002), otoug
UTTAAAAAOUG OAWV TWV IEPAPXIWV PIiag ETTIXEIPNONG, MTTOPEI VO ATTOTEAECEI Evav
TTOAUTINO  appwyd OTNV TIPOCTIAOEIO VIO ATTOTEAEOUATIKA TTEAQTOKEVTPIKA

dloiknon.

¥ Keg. 2, evotnta 2.5, «Alayeipion MeAATEIAKWY ZXECEWV»
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Mpétrel va dnuioupyouvTal AoITTOV OpAdEeG epyalopévwy ol oTroiol Ba
TMOTEUOUV OTIG OPXEG QUTEG KOBWGS Kal oTnv avtiAngn o1 6a gunuepouv pdévo
oTav TTapdAyouv 100N «agia» yia TOug TTEAATEG TNG ETTIXEIPNONG WOTE TEAIKA Ba

MTTOPOUV Va TN poipddovTal padi Toug wg partners.
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4 MEOOAOAOTIIA

4.1. EIsArorH

H ekmdvnon auTAg TNG Epyaciag £yIve e TN XPAON TTPWTOYEVWYV OAAG Kal
OEUTEPOYEVWV OTOIXEIWY, PE OKOTTO va dnuioupyndei pia KaBoAIKr €ikdéva oTn
MEAETN TOU €CeTACOUEVOU QVTIKEIUEVOU. H ouykekpiyévn PEANETN €yive og dUO
dlaotdoelg. H pia didotaon Arav n avdAuon TTou £yive ATTO TV OKOTTIA TWV
emyeipnoewv (top-down) kai n GAAN Tav n avdAuon TTou EyIve aTTO TN OKOTTIA
TOou XPAOTN - TTEAATN (bottom-up). Ta deuTepoyevr OTOIXEIQ XPNOIUMOTTOINBNKAV
yia TNV TTPWTN TTPOCEYYION, EVW TA TTPWTOYEVH OTOIXEIQ TA OTToia TTPOEKUWaV

atro TNV £peuva ayopdg, xpnoigotroiénkav yia tnv dsuTepn.

H epappoyry piag TETOIAG OUVOUAOTIKAG, MEBODOU, TTPOCEPEPE Hia TTIO
EUEAIKTN TTPOCEYYION N oTroia Ogv TTEPIOPIOTNKE ATTO TNV «aKAPWIo» TNG
TIPOKTIKAG KAl TEXVIKNG avaAuong, aAAG oUTe Kkal amd Tnv YevikOTNTA Kal

aoaQeIa, o€ TTOAAEG TTEPITITWOEIG, TNG BEWPNTIKAG TTPOCEYYIONG.

4.2. H AIAAIKAZIA THZ EPEYNAZ AFrOPAs

2TOX0G TNG £peuvag €ival n agloAdynon, artoTiynon Twv pebddwv CRM
TTou €Xouv ul00eTnBei atrd TIg eTaIpeieg KIVNTAG TNAEQwviag otnv EAAGda. H
épeuva OlevepyeiTal atrd Tn OKOTTIA Tou TTEAATn / XpAoTn. ATIOOKOTIEI OTNV
dlepelvnon NG  AvayvwpIoINOTNTAG KAl dIEiodUONG  TwV  TTAPEXOUEVWV
UTTNPECIWY, Ol OTIOIEG EVTIACOOVTAl OTNV TIONITIKA) TWV ETAIPEIWV  KIVNTAG

TNAEQWVIAG, yia dlIaTAPNON TWV TTEAATWV.

Ta otddia Tng d1adikaoiag oxedIaoPoU KAl €QAPUOYAG TNG €PEUVACG,

akoAouBouv Ta Baoikd BruaTta TTou gaivovtal 0To dIdypauua TTou aKOAOUBEI.
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OPIZXMOX TOY [TIPOBAHMATOX > TTPOXAIOPIEMOX AZIAY
: : TIAHPODOPIQN
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EINIAOIH XXEAIOY EPEYNAX

2TOIXEIQN / AEAOMENQN

oK

EIIAOIH AEITMATOY-2YAAOT'H
2TOIXEIQN

X

Mnyn: ZtaBakdtmoulog BA. (1997), «MéBodol ‘Epeuvag Ayopdcr», ke@. 3, oetA. 46
€KO.ZTAUOUAN

2xnua 4.1. H Aiadikaoia NG ‘Epeuvag Ayopdg.

4.2.1 OPism0Os TOY [TPOBAHMATOX

O opiopdg ToU TTPORANMATOG, €ival QVETTIQUAOKTO TO TTIO KPIOIUO KAl
onPavTikoe oTddio TNG £pguvag ayopds. O opioudg Tou TTPORARUATOS OUCIOOTIKA
QTTOOKOTTEI OTO va KABopIoEl TIG TTANPOPOPIEG EKEIVES TTOU Eival ATTAPAITNTES YIA
TO OWOTO OXEOIOOWO KAl TNV KATA CUVETTEIQ OWOTH €QAPUOYN TNG €PEUVAC.
‘Evag  «KaKOG» TTPOOdIOPICPOG TOUu TTPOBAAUATOG, €ival KATadIKAOUEVOS va
odnynoel Tnv épeuva o€ AavBaopéva CUPTTEPACHATA WG TTPOG TNV EYKUPOTNTA

KalI TNV agIOTTIOTIa TOUG.

Ava@opikd pe TNV €peuva, TO TTPORANUA TTOU UTTAPXEI OTO XWPO TwV
TAAETTIKOIVWVIWV KAl TTOU £dWOE TO £vaUOMa yia va diegaxBei n €pguva, gival n
ENNEIYN TTPAYUOTIKWY OTOIXEIWVY, YIa TNV QaTmTOTEAECHATIKOTNTA TwV HMEBOdWV

CRM otoug TeAdteg — XpAoTec™®.  H éAAeyn Twv OTOIXEIWV QUTWV Of

2 Keg.3 Tekunpiwon TN MeAétng
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ouvduaopud pe 10 yVwoTd TTPORANPa Tng aduvauiag utroAoyiopou Tou ROI
(Return On Investment) yia To CRM Twv €TIXEIPACEWY, dnNUIOUPYED Hia OXI Kal
T600 AC@AA TTPOOTITIKA YIA TN PIWCINOTNTA KAl TNV TTEPAITEPW AVATITUEN TOU

TOuEQ.

EidIkOTEPQ, OKOTTOG TNG €peuvag, €ival n OnuIoupyia E€IKOVAG yia Tnv
avayvwpioiuotnTa Kal Tnv dieicduon 1mou £xouv ol utrnpecieg¢ CRM oTtov TeAIKO
xpnoTn, Tov TTEAGTN. Ta 10 Adyo autd n €peuva YiveTal ATTOKAEIOTIKA OTTO Tn
OKOTTIA Tou TTEAATN. H avdAuon 1Tou €yive yia TIg €TTIXEIPAOEIS (N Wia didoTaon
TNG e€pyaciag, PBA. TTponyouhevo KeQAAQAIO), OKOTTIMA Oev  KaTOAAPBAveEl
ONUAVTIKO MEPIBIO OTNV OUYKEKPIUEVN MEAETN, KABWG TTPAYUOTOTTONNONKE YIa
KaBapd PondnTikoug TIPOG TNV €peuva OKOTTOUG.  H  ouykévipwon Twv
OEUTEPOYEVWIV OTOIXEIWV ATTO TIG iDIEG TIG ETTIXEIPACEIG, EYIVE Yia va dlEpeuvNOEi n
avTiAnwn TToU €XOUV oI €TAIPEiES yIa TNV AlaxeEipion Twv MNeAATEloKWY ZXECEWV,
oUuQwva Me TN OIOMOPPWHEVN KATAOTOON Tou KAAGdOU oOTnv  €AANVIKNA

TTPAYMATIKOTATA.

4.2.2 [MPozAIOPIEMOE A=IAS TTAHPO®OPIQN.

H ouAAoyr) TTANpo@opIwyV yia pia YEAETN e¢apTdTal atrd dUO TTAPAYOVTEG:
TAV TTOIOTNTA TWV TTANPOYOPIWV KAl TO KOOTOG Toug. H Baoikr apxr TTou TTPETTEl
va QIETTEI TRV ATTOPACN YIA TTPAYUATOTTIOINON £peuvag Kal OUAAOYAG ETTITTAEOV
TTANPOQOPIWY, E€ival OTI n €peuva TIPETTEL vA  TTIPAYMATOTIOIEITAlI POVO OTn
TTEPITITWON TTOU N agia Twv TTANPOPOPIWY TToUu Ba CUAAEyoUV gival peyaAuTePn

aT1TO TO KOOTOG ATTOKTNONG TOUG.

AUo p€BodoI uTTOPOUV Va XPNOoIYoTToINBoUV yia va Yivel 0 TTPOCBIOPICUOG
autdg. H mpwtn péBodog Baailetal otn diaicbnon Tou evAIAPEPOUEVOU, VIO TV
épeuva. H AAAn p€BODOG XPNOIUOTTIOIEI UTTOKEIPEVIKA OTATIOTIKA HOVTEAQ
(Bayesian statistics). O Adler £xel TTpoOdIOPICEl CUYKEKPIMEVEG TTEPITITWOEIG

TTOU E€ITE ATTAITOUV €iTE OEV ATTAITOUV TNV TTPAYHATOTTIOINCN £PEUVAG ayopdg Yia
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TN oUuAN\oyn emmmTPOcBeTwyY TANpoopiwy. (O Trivakag 1, o1o TEAOG TOU

OUYKEKPIUEVOU KEQAAQIOU TTEPIYPAPEI TIG TTEPITITWOEIG GUTé§21).

H diggaywyn €pguvag ayopdg yia To TTpoava@epBEv TTPORANUA, KpiBnke
avaykaia, yia dUo Bacikoug AOyoug: a) dev €xel YiVEl OXETIKA €pEuva yia TNV
avayvwpIoIuoTNTA, TTPWTIOTWS, TWV UTINPECIWY TIOU TTAPEXOVTAI ATTO  TIG
eTaIpEieg KIVNTAG TnAe@wviag, kal Tnv Oleioduorn, akoAoUuBwg, autwv TwV
UTTNPECIWV OTOUG XPNOTEG Kal B) TO QVTIKEIMEVO TNG OUYKEKPIUEVNG MEAETNG
atroteAei  pia (bottom - up) avdAuon kai agloAdynon TNG ATTOTEAEOUATIKOTNTAG
TWV UTTNPECIWV QUTWYV, OTTO TNV OKOTTIA Tou TTEAATN. H TTapatmrdvw avaAuon
QTTAITEI TN CUAAOYI TTPWTOYEVWV TTANPOPOPIWYV aTTd TOUG idIoUG TOUG XPAOTEG,

KATI TO OTTOIO ATTAITEI TNV DIECAYWYH €PEUVAG AYOPAG.

4.2.3 EniInOorH 2xeaioy EPEYNAx

To ox€dlo €peuvag artroTeAei 1O TTAQicI0  epyaciag TO oTroio  Ba
XpnoigotroinBei yia TNV ouAAoyr Kal avaAuon Twv OTOoIXEIwV TNG €pEuvag.
2KOTTOG TOU KaBopIoPoU oxediou £psuvag eival va egao@alioel 0TI n épeuva Ba

QVTATTOKPIVETAI OTN GUOT TOU TTPORAANATOG.

AVTIKEINEVIKOG OTOXOG TNG OUYKEKPIPMEVNG €PEUVAG €ival N OUYKEVTPWON
OTOIXEIWV, YyIa TNV QTTEIKOVION TNG QvayvwpIoINoTNTAg Kal Tng Olcioduong
OUYKEKPIUMEVWYV UTTNPECIWY, OTOUG XPNRoTeS. Ma 1o Adyo autd, To oxEDIO £peuvag
TTOU ETTIAEXONKE €iXe TN MOpQr TNG €€epeuvnTIKAG €peuvag. H egepeuvnTiKA
€PEUVO  OTTOOKOTTEI OTN OUYKEVTPWOTN OTOIXEiwv TTou Ba  dla@wTioouv TN
TPAYMATIKA @UON TOUu TTPORAAMATOG, Kal Ba TTPOTEIVOUV (EVOEXOUEVWIG) MEPIKEG

UTTOBEOEIG KOl VEEG IDEEG.

21 BA. Z1aBakoTrouAog, «MéBodor Epeuvag Ayopdc» ekd.ETapoUAN 1997.

44



4.2.4 EninorH ME©OAOY ZYAAOIH: 2 TOIXEIQON

MNa Toug AGyoug TToU avagépovTtal TTapamavw (BA. Eicaywyr), yia tTnv
dleCaywyr TNG €peuvag, XPENOIMOTTOINONKAV TTPWTOYEVH] KOl  OEUTEPOYEVI
oToixeia. H ouAloyr Twv OEUTEPOYEVWV OTOIXEIWY, EYIVE TOOO ATTO ECWTEPIKEG
TTNYEG 000 Kal atro €CWTEPIKEG. O1 EOWTEPIKEG TTNYEG TTEPIEAGUBavaV TIG iDIEG TIG
eTaipeieg kivntnG TNAspwviag (Vodafone, Cosmote, Telestet, QTelecom), evw ol
eCWTEPIKEG, TTEPIEAGUBavay  eAANVIKA, KaBw¢ kal d1ebvry BiBAloypagia Kal
apBbpoypagia. ZUYyKEKPIMEVA N CUANOYR] OTOIXEIWV aTTd TIG ECWTEPIKEG TTNYEG
€YIVE UTTO TNV HOPQr] CUVEVTEULEWV aTTO T OTEAEXN Tou TuApatog CRM kai
Marketing  Twv  €UTTAEKOMEVWV eTaipeiv?. Ol TTANPOQOpPIiEG  TTOU
OUYKEVTPWONKav atmmd autd TO KOUMATI TNG £peuvag, ouVvEBAAAv O onUAVTIKO
BaBuod otnv dladikaaia CUANOYAG TWV TTPWTOYEVWYV TTANPOPOPIWV Kal EI0IKOTEPA

OTNV KATOOKEUN TOU EPWTNUATOAOYIOU.

H ouloyl Twv TIPWTOYEVWY  OTOIXEIWV  €yIve HdE TNV XPnon
epwtnuartoloyiou. To epwTNPATOAOYIO €iXe Eva OXETIKA uwnAo BaBud déunong,
KABwWG Ta EPWTANATA ATAV TUTTOTTOINKEVA KAl N CUPTTANPWON TOUG OPKETA ATTAN.
EmAEXONke autdg O TUTTOG epwTnuatoloyiou, yia va UTTdpEel n  avaykaia
OMOIOPOPYIa OTIG OTTAVTNOEIG, KaBWwg To ¢nTOUPEVO ATAV N ATTOTiUNON TNG

avayvwpIoIuOTNTAG Kal TNG OIEICOUCNG OUYKEKPIMEVWV UTTNPETIWV.

4.2.5 EninorH METPHzH:

Mo TNV KATaoKeur TOou €pwTNPATOAOYiOU opadotroindnkav KATTOIEG
BaoIkéEG UTTNPETIEG TTOU TTapEXOVTAl OTTO OAEG TIG €TAIPEiEG (TT.X UTTNPETIa
eCUTTNPETNONG TTEAATWY, UTTNPEECia TNAEQWVIKOU KaTaAdyou...). O1 uTinpeoieg
TTou €TMIAEXONKav va TTEPIAN@OOUV OTO €pWTNPATOAGYIO, ATAV QUTEG Ol OTTOIEG
evidooovtal otnv CRM TTOANITIKI) Twv €TAIPEIWV. 2TO onueio autd agicel va

ONMEIWOEI, OTI 01 ETAIPEIEG TTAPOXNAG UTTNPECIWY KIVNTAG TNAEQWVIAG, TAUTICOUV TO

2 Ta ovouaTa Kal T OTOIXEIA TWV OUVEVTEUEIECOUEVWYV BPICKOVTAl OTNV KATOXH TOU CUYYPa®Ea

Kal n 81a08eon Toug ptropei va doBei UoTEPa ATTO TTPOPOPIKK 1 YPOTITA AdeIa TV EPWTNOEVTWV
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CRM, pe 10 KévTpo e€uTIpéTNONG TEAATWV (Customer Care).?® 1o TpdBANUa
TNG €TMAOYAG TWV UTINPECIWV Kal TNG katavonong mg CRM TToNITIKAG Twv
ETAIPEIWY, KOBOPIOTIKAG onuaciag nATav n Porbsia TTou TTPOocEPepav  Ta
OEUTEPOYEVI] OTOIXEIQ TTOU CUYKEVTPWONKAV PE TOUG TPOTTOUG TTOU ava@épdnkav

TTPONyouUuEva.

To epwTnuaToAdyio atroteAsital atrd mévTe evotnTes. H TTpwTn evoTnTa
agopd oTnv opadoTroinon TwV EPWTWHEVWY, BACEl TNG ETAIPEIAG KIVNTAG
TNAEQWVIAG PE TNV OTToia CUVAAAGCETAI, TOU TUTTOU CUVAAAQYAG TTOU O idI0G £XEI
(ouvdpounTikA 1 PN ouvdpountikr) KABWG Kal TNG xprnong (xpdvia xpriong
KIVNTOU TNAEQWVoU Kal xpovia oTaBepri¢ ouvaAAayng de pia etaipeia). H
OeUTEPN €VOTNTA APOPA OTNV  AVAYVWAEION KAl XPNOIUOTIOINCN TWV QuVNTIKWV
UTTNPECIWYV TTOU TOUG TTOPEXEI N ETAIPEIA UE TNV OTTOIO CUVAAAACETAI, EVW N TPITN
evoTnNTa 0QQOPA OTNV avayvwpeIion Kal XPNOIYOTToiNOn TwV AVvTIOTOIXWV
UTTNPECIWV YPATITWY PNVUPATWY (TT.X YVWPICETE TNV UTTNPECIa AUEONG OUVOEONG
ME eTalpeia 0dIKNAG PonBeiag;). H téraptn evotnta TrepINauBAvel Eva KAEIOTO Kal
OUO AVOIKTA E€PWTHAMATA, TTOU OXETICOVTal PE TNV avalATnon TTPORANUATIKWY
AEITOUPYIWV TWV TTPONYOUUEVWY UTTNPECIWY, KABWG Kal hJE TNV €EEUPEDT VEWV
UTTNPECIWY, BACEI TWV AVAYKWY TTOU TTPOKUTITOUVA TTO TOUG iBIOUG TOUG TTEAATEG
— XpNoTeg. TENOG, N TEPTITN evOTNTA aPOPA OTA dNUOYPAPIKA OTOIXEIA TWV
epwTwHevwY. OAeg o1 evoTnTEG aTTOoTEAOUVTAl ATTO KAEIOTA E€PWTANATA, ME

e€aipeon TNV TETOPTN OTNV OTTOIA UTTAPYXOUV Ta OUO AVOIKTA EPWTAHOTO?,

4.2.6 ENINOrH AEIrMATOX

H péBodog dciyparoAnyiag Tou XpnolhoTroinénke gival n delyparoAnyia
«XlovooTiBadag» (snowball sample). ‘Eva deiypa xiovooTiBddag eival dsiyua pn

mOAVOTNTOG KAl AVAKEI OTA UTTOKEIMEVIKG OciyuaTa, OTToU N €TMIAOYR TOu

2 o¢ ETTOUEVO KAPAAQIO YIVETAI EKTEVESTEPN AVOPOPA

* oT0 TTaPAPTANA TOU TTAPAdOTEOU UTTAPXEl TO TTPOTUTTO EPWTNUATOAGYIO TTOU XPNOIUOTTOINONKE

yla Thv €épeuva ayopde.
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OciyMaToG YiveTal ue BAon TNV Kpion KATToIou €101IKOU OTI TA CUYKEKPIPEVA PEAN

TOU TTANBUCPOU gival KAAoi TTANPOPOPIODOTEG YIa TOUG OKOTTOUG TNG €PEUVAG.

H emAoyl Tou apxikou OtiydaToG £yive OUMQWVA PE TIC APXES TNG
OUYKEKPIUEVNG PEBODOU (xlIovooTIBada). To apxikd Odceiyua TrepiEAGUBave
mevivra (50) epwTwpevoug. H didxuon Tou epwTnuaToAoyiou €yive wg €EAG: OTO
QPXIKO OEiyha TWV TTEVAVTA ATOMWY, dlatédnkav atro €€ epwTnuaToAdyia, £va
ylo €mMITOTTIA CUPTTANPWON KAl Ta UTTOAOITTA yIa TTeEpaITépw OIA0e0n ot ATONA
TTou TAnpoulcav KATToIa PBACIKA  XOPOKTNPIOTIKA. H deiypatoAnyia T1ng
XIOVOOTIBAdAG OTTOTEAE OTTWG AVOQPEPBNKE KAl TTPONYOUMUEVA  UTTOKEIPEVIKO
ociyya pn mlavotnTag. Kata CuvéETTEIR, T XAPOKTNPIOTIKA EKEIVA TTOU TTPETTEI
va TTANPEI O UTTOWNQIOG EPWTWHEVOG Ta TTPpoKaBopilel 0 epeuvntiG. Kata Tnv
QpPxXIKr Olavou TwV EPWTNUOTOAOYIWY, TIAPAUETPOI OTTWG TO QUAO, TO
MOPQWTIKG ETTITTEDD, TO ETTAYYEAUO OTTWG KAl O XWPOG £pyaciag, n nAKKia Kai
GAANQ XOPOKTNPIOTIKA TWV UTTOWPNRPIWY EPWTWHEVWY, oTaBuRBNkav o€ éva Babud
QTTO TOV EPEUVNTI — OUYYPAPEA TNG EPEUVAG. 2TN CUVEXEID KABE EPWTWHPEVOS Kal
evOIAUETOG QOpEag TNG €peuvag, avaAdupave Tnv €ubuvn va EMIOTPEWYEI TA
epWTNUATOAOYIO TTOU E€iXE OTn KUPIOTATA TOU, €VTOG TOU OCUPQWVNUEVOU

XpPovodIaypAPPaTOC.

O apBudg Twv epwTnuaToloyiwv TToU dIaTéEBNKAV OCUVOAIKA rRTav
Tplokdoia (300), kai eméoTpewav  Ta dlakdola Tpiavra TévTe (235). ATTO TO
OUVOAO TwV OIOKOCIWV TPIAVTA TTEVTE €PWTNUATOAOYIWV €EaIPEBNKAV TTEVTE,
AOGyO Tng atrouciag opIouEVWY OeAidwy, PE atToTéAeopa TO TEAIKO deiyua va

oploBei oTa diakoala TpidvTa (230) aToua.
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Zxnua 4.2. ‘ H M£Bodog AsiyparoAnyiag XiovooTiBadag (snowball sample)

4.2.7 AOKIMH EPQTHMATOAOrIOY

H dokiur) Tou epwTtnuatoloyiou €yive pe Tnv dlavour oekatrévie (15)
epwrnuaroloyiwv, pe TNV PéEBodo TNG XlovooTiBadag. Me Tov TPOTTO AUTO
eAEyxOnNke T60O0 N opBOTNTA  TOU  gpwTnuaToAoyiou, 60O Kal N
QATTOTEAEOUATIKOTNTA TNG PEBOOOU delypatoAnyiag, yia pia Tértola €psuva. Ta
OEKATTEVTE OOKIMOOTIKA £pwTNUATOASGYIO, dlaTéBnKav o¢ Tpiad OUVOAIKA AToua
atro TEVTE TA OTToia Kal d1€Bscav 010 Aueco TePIBAAAov Toug. ‘OAol, Kkai ol
OEKATTEVTE EPWTWHMEVOL, €ixav ¢nTnlei va OupTTANpwoouv OTO TEAOG TOU
EPWTNUATOAOYIOU, EVOEXONEVES ATTOPIEG TOUG KAl TO XPOVO TTOU atraitifnke yia
VO TO OUPTTANPWOOUV. H O&iodikacia OOKIUAG TOU  €pwTNPATOAOYIOU
OAOKANPWONKE ETTITUXWG, Kal €D€IEE OTI 0 PEOCOG XPOVOG CUUTTAAPWONG Tou
epwTnuaroloyiou ATav TTepiTTou Tpia AeTTTd. ETTi TNG nEBSOOU delypaToAnyiag,
Oev TTPOEKUYE KOMia OUOKOAIQ, a@ou OAa TagpwTnUATOAOYIO ETTECTPEWAV

EYKAipWG.

2T0 ETTOUEVO KEPAAAIO (KEP. 5) yiveTal TTAPOUCIACT TWV EUPNPATWY TNG

avAaAuUONG TWV OTOIXEIWV, KABWGS KAl TWV CUPTTEPACHATWY TNG £€pguvag. Ma Tnv
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avaAuon Kal E€TTECEPYOOTia TwV OTOIXEIWV TNG €PEUVAG, XPNOIKOTTOINONKE TO
SPSS 8.0.
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5 ANOTEAEZMATA EPEYNAZX

5.1 ZYMMNEPASMATA

2TOX0G TNG £peuvag €ival n agloAdynon, artoTiynon Twv pebddwv CRM
TTou €Xouv ul00eTnBei atrd TIg eTalpeieg KIVNTAG TNAEQwviag otnv EAAGda. H
épeuva dievepyndnke atrd TN OKOTTIA TOU TTEAATN / XprioTn. ATTOOKOTIEI OTNV
dlepelvnon NG  avayvwpIoINOTNTAG KAl OIEiodUONG  TwV  TTAPEXOMEVWV
UTTNPECIWY, Ol OTIoIEG €eVIACOOVTAl OTNV TIONITIKA TWV ETAIPEIWV  KIVNTAG

TNAEQWVIAG, yia dlIaTAPNON TWV TTEAATWV.

H avayvwpion kalr n di€iocduon OAwvV Twv UTTNPECIWY, @AIVETAI OTO

OUAAOYIKO TTivaka TTou akoAouBei (Trivakag 5.1).

YNHPEZIA ANAIMNQPIZH XPHZH
E=YMHPETH=H NMEAATON 87.4% 63.5%
THAE®QNIKOE KATAAOIOx 77.7% 36.2%
ENEIFONTA MNEPIZTATIKA 80.0% 18.3%
OAIKH BOHOEIA 49.1% 11.3%
ANQAEIA TIIZT. KAPTAX 26.2% 3.5%

TIMEZ 2YNAAAATMATOX 40.4% 5.2%

ENHMEPQ>H XPHMATISTHPIOY 55.7% 8.7%

EIAHZEIZ 71.7% 20.4%
ANOTEAEZMATA OMNAnN 62.6% 13.5%
AMNOZTOAH AHWH E-MAIL 70.7% 26.2%

Mivakag 5.1 | 2UAAOYIKOGS TTiVaKAS TwV EUPNUATWY TNS EPEUVAC

ATTé TOV Trapammdvw TTivaka  OloKpPivOouhe OTI &V TO TTOC0O0TO
avayvwpiong Twv utrnpeociwv CRM gival oxeTikd ugnAd, 10 TTOOOOTO XProng
TWV TTEPICOOTEPWY UTTNPECIWV Eival XAPOKTNPIOTIKA XAUNAG. XapakTnpIoTIKO

€ival TTwg POAIG pia utTnpEeaia £xel uPNAG TTOCOOTA avayvwpiong Kal Xprong.
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AuTr n uttnpeoia dev cival AAAN atmd Tnv eguttnpEéTnon TTeEAATWVY. AUTO
OQEIAETAI KUPIWG OTNV EUKOAIO XpAONG TNG UTTNPECIOG AuThG, KaBWS Kal oTnv
id1a TNV epapoyn TNG. OTav €vag TEAATNG CUVOEETAI PUE TO TUNAUA EEUTTNPETNONG
TeAATWyY, (TT.X yia Tnv €mmiAuon KATTolou TTPORAANATOG), MIAGEl KaTIdiav HE
KATTolov avTimpOowTIo TnG €Taipeiag. H @uon Aoimmov kal n Asiroupyia NG
eCuttnpéTnong TreAatwy (customer care), €ivar ammOAuTa TTPOCAPUOCUEVN OTIG
avAaykeg Tou TTeAATN (customised), KATI TO OTTOI0 TTPOCOIOEI TNV ACPAAEIA OTI TO
TPORBANUa Ba €TmAUBE. Eival @uoloAoyikd AoITTOV O TTEAATNG, va TTPOCPEUYEI
oTnv €EuTTNEETNON TTEAATWY, OXI MOVO YIa TNV €TTIAUCN TEXVIKWV TTPORANUATWY,
oM@ kal yia diekTTepaiwon AGAwV AUCEwvV TTOU TTApEXOVTAl KAl €KTOG TNG
uTTNPECIag autng (OTTWG yia TTapddelyua avalitnon TNAEQWVIKWY apIBuwy, evw

UTTAPXEI N UTTNPECIa TNAEQPWVIKOU KATOAGYOU).

O1 etaipeieg TNAETTIKOIVWVIWY 0TNV EAAGDQ, aokouv TTONITIKR) dlaxeipiong
TTEAATEIOKWY OXEOEWYV, OIANECOU TOU TUAMATOG €gutTnPEéTNONG TTEAaTWY. H
AuEON ETTAQN TOU TTEAATN PE TOV QVTITTPOOWTTO, ONMIOUPYEI TIG CUVOAKEG EKEIVEG
TTOU €UVOOUV TNV TIPOCWTIOTTOINUEVN METAXEIpION Tou TreAdTn Bdoel Twv
AVayKWwvV TOU. H Jiagopotroinon oTn  MeETaxeipion Tou KABe TTeEAATN
(customisation), €ival BaCIKOG OTOXOG TNG dIAXEIPIONG TTEAATEIOKWY OXETEWV.
AUTOG gival Kal 0 KUPIOTEPOG AOYOG, YIO TOV OTTOIO Ol ETAIPEIEG EXOUV EVTALEI TO
CRM oTo Tuiua diaxeipiong mapatrévwy Kal eTiAuong TTPoBANUATWY. AUTO £XEl
QVTIKPUOMPO KOl OTOUG TTEAATEG Ol OTTOIOI XPNOIJOTToIoUV TO customer care yia

TTOAOTTAEG XPNOEIC.

5.2 [IPOBAHMATIKES: YTHPEZIEX

2nUavVTIKA  €ival Ta  gupruata TG €PEUVAG  TTOU  OQOPOUV  OTNn
TTPORBANUATIKA XPNON KATTOIWV UTTNPECIWV. Z& OXETIKO €pWTNUA, éva TTOO0OTO
TNG TA¢NG ToU 12% ToUu OdeiyyaTog €xel ouvavTtoel TTPORANUa oTnv XprRon
KATTOIAG UTTNPECIAG. Ta CUPTTEPACUATA TTOU TTPOEKUYAV PE TO EPWTNHA EKEIVO,

MTTOPOUV VA opadoTroinBouv wg €ENG:
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MEPIrPA®H MPOBAHMATOE ~ ZYXNOTHTA Mozo:zTo

e€utTNPéTNON  TTEAATWV, 12 52 29
Kakn TTpdoBaon e
TNAEQWVIKOG  KOATAAOYOG 5 21 7%
eNNEITTAG 0
avop. TTapdyovTag, 4 17 4%,
TEXVOYVWOIia ’
AANO 2 877%
60% 52,2%
50%
40%
30% 21,7%
? [5)
O 20% 17,4%
H 8,7%
o 10%
W
o 0%
eguTTNPETNON TNAEQWVIKOG avep. GAAo
TTEAATWY, KOKA KatadAoyog TTapAyovrag,
TpdoBacn eEANEITTAG TEXVOYVWOia
o EIAOZ NMPOBAHMATOZX

Exere XpnoiOTTOINCEI KATTOIQ UTTNPEDIA XWPIC va éxete 1a embuunta

Mivakag 5.2 armroreAéopara; Av vai, Ti Ei600US TTPOBANKA avTIHETWITIOATE,

o TO0 52% TWvV TTEAATWYV TTOU £XOUV OUVAVTHOEl TTPOBANUA o€
KATTola atrd TIG UTTNPECIEG, TO €XOUV OUVAVTHOEl OTNV UTTNPETIA
eCUTTNPETNONG  TTEAQTWV. To ouvnbéoTtepo TPOPANUO  TNG
OUYKEKPIUEVNG UTTNPEDIAG €ival n TTOAUAETTTN avapovh PEXPI TN

ouvdeon e KATToIoV UTTEUBUVO,

o T0 22% TWwV TTEAATWV QUTWV (TTOU €ixav TTPORAAUATA HE TIG

uTTNPECiEG), ouvavtnoav TTPORANUA OTOV TNAEQWVIKO KATAAOYO.
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2UYKEKPIMEVA TO TIPOBANUO Tou KaTaAoyou e€ival n  €AA€wn
TNAEQUVWYV, KUPIWG  ETTAYYEAUATIKWV. Agv  UTTAPXEI
ONOKANpwHEVOG  KaT@Aoyog  TTaveAAadIKG  yia  avalitnon
TNAEQWVIKWV apIBUwWY BAcel Katnyopiwv (TNAEQWVO QapuUakeiou

yla 10 dnpo lepdtreTpag 1 TNAEPWVO KAEIdapd yia To druo Mupyou)

o 10 17.5% Twv TEAATWV OUVAVTNOE TIPOBAAUATA  TTOU
oxeTiCovTal ge Toug UTTAAARAOUG. ZuvnBéoTepa TTpoBANuaTa eival
0 TPOTTOG AVTIMETWTTIONG TWV TTEAATWV KAl N EAAEITTAG TEXVOAOYIKN
KatapTion Twv UTTAAAAAwY. AUTO €XEl 0avV CUVETTEIQ TNV HEPIKN

€TTIAUON KATTOIWV TTPORANPATWYV

o TEAOG TO UTTOAOITTO TTOOOOTO (TTEPITTOU 9%) cuvavTnoe AAAa
TTPoBAAuaTa OTTWG KAK AEIToupyia TNG YPAPUAG AUEONG OUVOEDNG
ME eTaipeieg 0dIKAG BONBeIag, avevepyr AsIToupyia TNG UTTNPECIag
€I0NOEWV (atroTuxnuévn atrooToAr / Aqyn unvUuuaTog).

5.3 [IPOTEINOMENEZ YTHPEZIEX

‘Eva GAAO OKEANOG TNG €PEUVAG APOPOUTE TNV TTPOTACNH VEWV UTTNPECIWY,
TWV OTToIWV N €@apuoyn Ba nTav PBITEPWS XPAOINN OTOouG TTEAATESG. Ta
EUPNMATA QUTOU TOU TUAMATOG TNG £PEUVAG DEIXVOUV TIG AVAYKEG WV TTEAATWV.
2710 epwTnua autd armavrnoav 114 ammd ta 230 aropa TTou £AaBav PHEPOG oTnv
épeuva. To voUPepPO AUTO OUVIOTA €va TTOOOOTO TNG TAENG Tou 50%. To
TTOO0O0TO AUTO €ival EVOEIKTIKO TWV QUENUEVWY TTPOCOOKIWY TWV TTEAATWY, O€ Hia
ayopd  avTaywVIOTIKA OTTWG AUTH TWV TNAETTIKOIVWVIWY (UTTNPECIWV KIVNTAG
TNAEQwViIag).  ATO TNV TTAEUpd TwV ETAIPEIWY, TA TTEIBWPIO AULNONG Twv
TTOPEXOUEVWY  UTTNPECIWY, €ival PeEYAAQ, KOBWG UTTAPXEl N ATTAITOUPEVN

TEXVOAOYia Kal TO KOOTOG UAOTTOINONG O¢V gival 1IdIAITEPA UYNAO.
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MPOTAZEIZ ZYXNOTHTA Mozo:zTo

Kivnon otoug dpoduoug 35 30,7%
nghtllfe-m’nema- 15 13,2%
TTONITIOTIKA
Apopngyla  Héowv 4 8.8%
HadIKNAG HETOPOPAG
EopToAdyio 4 3,5%
KoéoTtog KARoEWV -
eEvNUéPWOnN Kivnong 5 4,4%
Aoyapiacpuou
pappn IATPIKWV
OUMBOUAWV-VOOOKOEIO- 9 7,9%
Ppapuakeia
AAAO 36 31,6%
ZUvoAo 114 100%
50%
45%
40%
35% 1-30,7% 31,6%
30% -—
25% —
20% 13,2% I
O 15% +— e -
5 8,8% 7,9%
o 10% e
O 0 4,4% [
[N 3,5% 2 o
5 5% -
= 0% | [] ‘ ‘
w Ne} (o] [ v (o]
3 b & X > > 9 wY <
o v Qo= J > > w w =< <
53 SEB 2T3¢ © £33 g3 S
3 c o FE © b & o D p w QR
) ODE < 2w 5 S = =2 53
a8 E0o0c 9 =235 Q ¥ = © S 35
S E S 2 ¥ % ©
¥
o NMPOTAZEIZ NEQN YTHPEZIQON

Avagépere poia uttnpeaia mou av utrhipxe Ba oag nrav 131aTépwge

Mivakag 5.3 .
XpPnoiun

EVOEIKTIKA, OI TTPOTACEIC TWV TTEAATWV YIO VEEG UTTNPECIEG TTaPATIOEVTAI

TTOPAKATW. ATTO TO EPWTNHA AUTO TTPOKUTITOUV TA £ENG:
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To 31% Twv TEAATWV TIOU ATTAVTINOAV OTO €PWTNUA,
«Xpeladovtamy pia UTINPEEoia OTTOU Ba TOUG EVNUEPWVEL YIa TNV

KATaoTaon NG Kivnong oTo aoTIKO Kal €BVIKO 00IKO OiKTUO.

To 13% Twv TTeEAATWV XPEIAZETAI Yia UTTNPETIA TTOU VA TOUG
EVNUEPWVEL VIO TOV KIVAPATOYPAPO, TIG BEATPIKEG TTAPACTACEIG, TIG

TTONITIOTIKEG EKONAWOEIS K.Q.

‘Eva TT0000TO TNG TAENG Tou 9%, XPEIAeTal Pia UTInPETia
TTOU Ba TOV EVNUEPWVEI YIa TA OPOMOASYIQ TwV PECWV HACIKAG
METAQOPAG, TIG avaBoAég dpoupoloyiwv k.a. ‘Eva onuavrikd
TTOOO0TO  ATTO AUTOUG XPEIAZeTal Hia utrnpeoia otTou Ba odnyei
TOUG KOTOIKOUG TWV HEYAAOUTTOAEwV Ot OIAPOPEG KATEUBUVOEIG
Bdoel TNG AOCTIKAG Cuykolvwviag (TT.X 0 XPAOTNG pwTa HECW
YPOTITOU MNVUPATOG va PABEl TI ypAPUEG UTTAPXOUV Yia Mia
KaTteuBuvorn, Tou OQOTIKOU OI1IdnNPOdpopoU, Tou HETPO, Twv

Aew@opEiwy K.a)

To 8% Twv XpnoTwv Tou atrdvinoav, Ba ABeAav pia
uTTNPEDIa evnNUEPWONG VYIa 1ATPIKA VEQ KOl TTOPOXNSG  IATPIKWV

OUMBOUAWY, €iTE HEOW YPATTTOU PINVUUATOG, €ITE HE KAROT.

To 4.5% Twv XxpnoTwyv nTdEl yia uTTNPETIa EVNUEPWONG TNG
Kivnong Tou Aoyapiaouou Toug, Tn duvaTtdtnta dnAadr, va KaAouv
évav TpIPnReIo apiBud Kai va pabaivouv To KOOTOG KANOEWV TTOU

€XOUV KAVEI, O€ TTPAYMATIKO XPOVO.

‘Eva 1000016 TnNG T4¢NG Tou 3.5%, xpeiddeTal yia utrnpeaia

EVNUEPWONG TOU KABNUEPIVOU €0pTOAOYIOU.

To uméAoimmo 32% TrpoTeivel dIAPOPEG AAAEG UTTNPECIEG,

OTTWG:

Mobile commerce, duvartdTnTa Qyopwy, HE XPEWON OTO
Aoyapiooud Tou KivnToU TOug TnAepwvou. [apddeiypa piog
TETOIOG €QPAPPOYAG Ba pTTopoucE va €ival N TNAEQWVIIKA
KPATNON €1Io0NTNPIWV YyIa TOV KIVNUOTOYPA®PO, ME Xpéwon OTO

Aoyaplaoud Tou TNAEQWVOU.
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MetappaoTAg kal Ae€ikd.  Na utrdpxel dnAadry  duvatoTnTa
Xpnong online AeglkOU / HETOQPACTH E€ITE WG  QWVNTIKA

UTTNPECIA €ITE WG YPATITO YAVUUA.

Evnuépwon mpooéyyiong o€ treploxn pe aduvarto ofua. Aiyo
TIpiv TV TTPOCEYYION €vOG Onueiou ue aduvarto onua, va

OTEAVETQI NVUMPA PE TRV €100TT0INON.

TOUpPIOTIKEG TTANPOQYOPIEG YIO KATTOIA TTEPIOXN OTAV  QUTH
TIPOOEYYICETAI ATTO TO XPNOTN, MECW TOU OAPOTOG KWwOIKOU
TTEPIOXNG. 2Tn TTPALN AUTO ONUAIVEI EVNUEPWTIKA INVUPOTA VIO
Ta agloBEara, To EUTTOPIKO KEVTPO, TNV 10TOPIA Wiag TTEPIOXNG

KAl GAAEG TTANPOPOPIEG TOUPIOTIKOU TTEPIEXOUEVOU.

ApiIBudg KAAONG yia €@nUEPEUOVTA VOOOKOUEIA, QPAPHAKEIQ,

padioTagi K.a

YT1npeoia pnxavig avadhtnong 10TooeAidwy Tou OIadIKTUOU
(internet).  TAnpo@opieg yia 10TooEAIdEG Ba pTTOpOUCAV VA
EVOWMATWOOUV OTNV UTINPEeoia TNAEQWVIKOU KaTaAdyou Tou

TTAPOXEQ.

210 TEAOG TWV EVOTATWY TTaPATIBEVTAI OAOI OI TTIVOKEG KOl TA YpaA@HUATa

TWV EUPNUATWYV TNG £PEUVAG

56



6 BIBAIOIPA®IA

6.1 ZENOrnQssH BIBAIOTPA®IA & APOPOIrPA®IA

1. Berger D. Paul, Bechwati Nada Nasr, (2000), "The allocation of
promotional budget to maximize customer equity", The International

Journal of Management Science, vol. 29, pp.49-61

2. Bergeron Bryan, (2002), “Essentials of CRM: A Guide to Customer

Relationship Management’, John Wiley & Sons

3. Berry J. A. Michael, Gordon Linoff, (2000), «Mastering Data Mining; The
Art and Science of Customer Relationship Management», Wiley Computer

Publishing

4. Berry Leonard, (2001), “The Old Pillars of new Retailing”, Harvard

Business Review on Customer Relationship Management, Apr. pp 49-67

5. Bhote R Keki, (1996), “Beyond Customer Satisfaction to Customer

Loyalty”, American Management Association, New York

6. Bose Ranijit, (2002), “Customer relationship management: key components
for IT success”, Industrial Management & Data Systems, Vol 102 Num. 2,

pp. 89-97

7. Chase Richard, Dasu Sriram (2001), “Want to Perfect Your Company’s

Service? 7, Harvard Business Review on Customer Relationship

Management, June, pp 67-84

57



10.

11.

12.

13.

14.

15.

16.

Clarke Ken, (2001), “What price on loyalty when a brand switch is just a
click away? ”, Qualitative Market Research: An International Journal. Vol. 4

num. 3 pp 160-168

Corner lan, Hinton Matthew, (2002), “Customer relationship management
systems: implementation risks and relationship dynamics”, Qualitative

Market Research: An International Journal. Vol. 5 num. 4 pp 239-251

Dibb S, Simkin L, Pride, W.M., Ferrell, O.C., (1997), «Marketing: Concepts

and Strategies», Houghton Mifflin Company, Boston, MA.

Dutka F. Alan, (1995), “AMA Handbook for Customer Satisfaction:

Complete Guide to Research, Planning, and Implementation”, McGraw-Hill

Dyche Jill, (2002), «The CRM Handbook: A Business Guide to Customer
Relationship Management», Addison — Wesley Information Technology

Series

Enright Michael, (1999), “Electronic Promotions and Data Mining Analysis
to Promote Loyal Customer Basket Share”, Proceedings of b5th
International Conference D.S.I, Integrating Technology and Human

Decision, Global Bridges into the 21th Century, Athens

Evans James, Lindsay William, (2002), « The Management and Control of

Qualtiy», Saouth Western, Thomson Learning

Foss Bryan, Stone Merlin, Neil Woodcock, (2002), “The Customer

Management Scorecard: Managing CRM for Profit’, Kogan Page Ltd,

Fournier Susan, Dobsha Susan, David Glen Mick, (1998), “Preventing the
Premature Death of Relationship Management”, Harvard Business Review

on Customer Relationship Management, Jan-Feb, pp133-150

58



17.

18.

19.

20.

21.

22.

23.

24.

25.

Galbreath Jeremy, Rogers Tom, (1999), “Customer relationship
leadership: a leadership and motivation model for the twenty-first century
business”, The TQM Magazine, Vol. 11 Num. 3, pp. 161-171

Griffin Jill, (1995), “Customer Loyalty: How to Earn It, How to Keep It

Jossey-Bass Publishers

Johnston William, Packer Arnold, (1987), «Workforce 2000: Work and

Workers for the Twenty-First Century», Diane Publishing Co

Katzenbach Jon, Santamaria Jason, (1999), “Firing Up The Front Line”,
Harvard Business Review on Customer Relationship Management, May-

June, pp105-133

Kotler, Philip, (1999), “Marketing Management: Analysis, Planning,

Implementation, and Control’, Prentice Hall, 9" ed.

Ledeber Chris and Hill Sam, (2001), “See Your Brands Through Your
Customers’ Eyes”, Harvard Business Review on Customer Relationship

Management, June, pp. 151-175

Prahalad C.K and Ramaswamy Venkatram (2000), “Co-opting Customer

Competence”, Harvard Business Review, Jan-Feb pp. 1-9

Reicheld, F. Frederick, (1996) “Learning From Customer Defection”,

Harvard Business Review Article, March 1%

Reichheld F. Frederick, (2001), “Loyalty Rules! How Leaders Build Lasting

Relationships”, Bain & Co Inc.

59



26.

27.

28.

29.

30.

31.

Sawhney Mohanbir (2001), “Don’t Homogenize, Synchronize”, Harvard
Business Review on Customer Relationship Management, Jul-Aug. pp. 85

-105

Seybold Patricia (2001), “Get Inside the Lives of Your Customers”,

Harvard Business Review, May pp. 27-49

Schonfeld Eric, (1998), "The customized, digitized, have-it-your-way

economy", Fortune, September 28, pp.84-92

VonRiesen R. Dale, VonRiesen K. Cheryl, Herndon C. Neil, (1999),
‘Relationship between Involvement with the Product and the Nature of
Brand Loyalty”, Proceedings of b5th International Conference D.S.I,
Integrating Technology and Human Decision, Global Bridges into the 21th

Century, Athens

Waltz Mitzi, (2000), “CRM and call centers get together”, Information

Week, September 4™ pp.1-5

Wedel Michel, Kamakura Wagner, (1999), “Market Segmentation:
Conceptual and Methodological Foundations”, 2nd ed. Kluwer Academic

Publishers NY.

60



6.2 EAANHNIKH BIBAIOrPA®IA & APOPOIMPA®IA

10.

11.

Dutta Sumitra, (2002), «H au@idpoun oxéon TeEAATN — ETTIXEIPNONGY,

Oikovouikog Taxudpouog (¢.17 oel. 70-71)

AuAwvitng Mewpyiog, (1992), «2rparnyikd Biounxavikd MApKETIVYK», €KO.

2TAUOUANG

BepeAng Xpiotog, (2001), « TNAETTIKOIVWVIEG JE YVWHUOVA TO CUPPEPOV TOU

TTOAITN», Olkovouikog Taxudpouog, (¢.24, oel. 82 - 84)

MNokoupdkng EppavounA, (2000), «KaAuTepeg kal @onvoTepeG YTTNPETIES

yla 6Aoug», Oikovouikog Taxudpouos (¢.47, 106 - 107)

EEAE, Eotepida IAIM-MY, Eupwtaik ERSopada [Moidtntag, (2001),
«Customer Relationship Management, AvaBa6uilovrag tnv Eéurrnpérnon

Tou leAdrn», MpakTikd Huepidag
MdaAANiapng Métpog, (1990), «Elocaywyr ato MApKeTIVYK», €KO. ZTAPOUANG

Mavaong NikoAaog, (2001), «MtropoUue va QVTIMETWTTIOOUYE TOV

avtaywviopo» Oikovouikog Taxudpouog (¢.24, oel.85-89)

Mavdpou lwavva, (2001), «OTE. Kupiapxog oTtn véa emmoxn» , AQIEpwpa,

Oikovouikog Taxudpouog (¢.24, oel. 97-130)

Mavnyupdkng Tewpylog, (1999), «2tparnyikny Aioiknong Emwvuuou

[Tpoidvrocy, €kd. ZTAPOUANG

Matmavdpdtmrouhog AB. (2002) «Ti €ival TO MPAPKETIVYK TTEAATEIOKNG

gMTTIOTOOUVNGY, OIKOVOUIKOS Taxudpouog (¢.31, oeh. 39)

2T00aKOTTOUAOG BA. (1997), «MEéBodol Epsuvas Ayopdc», €KO.ZTAUOUAN

61



6.3 WEB SITES

10.

11.

12.

http://angelina.emeraldinsight.com

http://harvardbusinessonline.hbsp.harvard.edu

http://lib.harvard.edu

http://pages.stern.nyu.edu

http://www.crm2001online.com

http://www.crmcommunity.com

http://www.crmdaily.com

http://www.destinationcrm.com

http://www.highbeam.com

http://www.informationweek.com

http://www.personalization.org

http://www.searchcrm.com

62


http://angelina.emeraldinsight.com
http://harvardbusinessonline.hbsp.harvard.edu
http://lib.harvard.edu
http://pages.stern.nyu.edu
http://www.crm2001online.com
http://www.crmcommunity.com
http://www.crmdaily.com
http://www.destinationcrm.com
http://www.highbeam.com
http://www.informationweek.com
http://www.personalization.org
http://www.searchcrm.com

7 MAPAPTHMA

7.1 ZTATIZTIKA 2TOIXEIA

1 TYMNOZ EYNAEZHY 230 0
2 TYMNMOZ ZYNAPOMHZ 159 71
3 ETAIPEIA 230 0
4 XPONIA XPHEHZ KINHTOY 230 0
5 XPONIA XPHEHZ IAIAY ETAIPEIAY 230 0
6 ANAINQPIZIMOTHTA YMNHPEZIAZ EZYIMHPETHZHY MEAATON 230 0
7 AIEIZAYZH YMNHPEZIAZ EZYIMHPETHZHY MEAATQON 230 0
8 ANAINQPIZIMOTHTA YINMHPEZIAZ THAEOONIKOY KATAAOIOY 229 1
9 AIEIZAYZH YMNHPEZIAZ THAEDOONIKOY KATAAOIOY 229 1
10 ANAINQPIZIMOTHTA YIMHPEZIAZ EMNEIMONTQON MNMEPIZTATIKON 230 0
11 AIEIZAYZH YMNMHPEZIAZ EMNEIFONTQN MEPIZTATIKQN 230 0
12 ANAINQPIZIMOTHTA YINMHPEZIAZ OAIKHY BOHOEIAY 230 0
13 AIEIZAYZH YMNHPEZIAZ OAIKHY BOHOEIAY 230 0
14 ANAINQPIZIMOTHTA  YMNHPEZIAZ AMQAEIAY  TMIETQTIKHE 229 1
KAPTAY
15 AIEIZAYZH YNMHPEZIAZ ANQAEIAY NIZTQTIKHEZ KAPTAZ 229 1
16 ANAINQPIZIMOTHTA YIMHPEZIAZ TIMQN ZENON NOMIZEMATQON 230 0
17 AIEIZAYZH YNHPEZIAZ TIMON ZENQN NOMIZMATQN 230 0
18 ANAINQPIZIMOTHTA YMHPEZXIAX ENHMEPQZHZ 230 0
XPHMATIZTHPIOY
29 AIEIZAYZH YNHPEZIAZ ENHMEPQYHE XPHMATIZTHPIOY 230 0
20 ANAINQPIZIMOTHTA YINHPEZIAZ EIAHYXEQN 230 0
21 AIEIZAYZH YNHPEZIAZ EIAHYEQN 230 0
22 ANAINQPIZIMOTHTA YTMHPEZIAY ATTOTEAEXMATQON MAIFNIQON 230 0
TOY OfllATl
23 AIEIZAYZH YIHPEZIAY AMNOTEAEXMATON TAIFNION TOY 230 0
OrllAN
24 ANAINQPIZIMOTHTA YTHPEZIAY AMNOXTOAHE - AHWHZ E- 229 1
MAIL
25 AIEIZAYZH YNHPEZIAZ ANOZTOAHY - AHYHE E-MAIL 229 1
26 EXETE XPHZIMOMOIHZEIZ KAIMNOIA YTMHPEZIA XQPIZ NA 223 7
EXETE TA ENIOYMHTA ANOTEAEZMATA?
27 MPOBAHMA YTMNHPEZXIAY 23 207
28 YMHPEZIEX NMOY ©OA HTAN XPHZIMEZ 114 116
29 PYAO 230 0
30 HAIKIA 230 0
31 MOP®QTIKO EMNIMEAO 230 0
32 EMNAITEAMA 230 0

Mivakag 7.1 | EyKupeg Kal KEVES TIMEC TwWV LETABANTWYV TOU £pwTnIATOAOYIOU
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ANAINQPIZIMOTHTA YMNHPEZIAZ EZYNHPETHZHZ MEAATQN

ANAMNQPIZIMOTHTA ZYXNOTHTA Mozo:zTo
Mvwpidw 201 87,4%
Ae M'vwpilw 29 12,6%
> 0voAo 230 100%

Mivakag 7.2 | Ivwpilere Tnv uttnpeaia eEuttnPETNONS TTEAQTWV;

100%
90%

87,4%

80%
70%

60%

50%

40%

30%
20%

12,6%

10%
0%

NOX0XTO

MvwpiCw Ae MNuwpiCw

O ANAINQPIZH EZYTIHPETHZHZ MEAATQON

Mpdenua 1. | Nvwpilere v urtnpeoia eEurTnPETNang TeAaTwy;
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AIEIZAYZH YMNMHPEZIAZ EZEYMHPETHZHZ NMEAATQN

AIEIZAYZH ZYXNOTHTA MoszozTo
Xpnaoiyotroiw 146 63,5%
Ag Xpnoipotroiw 84 36,5%
>0voAo 230 100%

Mivakag 7.3 | Exere KGvel xpion ¢ urrnpeaiac eEUTTNPETNONS TTEAQTWYV;

70%

60%

50%
40%

36,5%

30%

20%

10%

NOX0zTO

0%

Xpnoiyotroiw Ag XpnaoigoTrolw

O AIEIZAYZH EZYTMHPETHEHZ NEAATQN

Fpdaenua 2. | Exere KGvel xpion ¢ urrnpeaiac eEUTTNPETNONS TTEAQTWV;
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ANAINQPIZIMOTHTA YMNMHPEZIAZ THAE®QNIKOY KATAAOIOY

ANAMNQPIZIMOTHTA ZYXNOTHTA Mozo:zTo
Mvwpidw 178 77,7%
Ae M'vwpilw 51 22,3%
>0voho 229 100%

Mivakag 7.4 | MNvwpilets v urnpeoia TNAEQWVIKOU KaTaAdyou;

90%
80%

77,7%

70%

60%

50%
40%

30%

20%

10%

NOzZOxTO

0%

MNwpidw Ag M'vwpiCw

0O ANATNQPIZIMOTHTA THAE®QNIKOY KATAAOIOY

Fpaenua 3. | Ivwpilere Tnv uTNPETIa THAEQPWVIKOU KATaAOyou;
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AIEIZAYZH YMHPEZIAZ THAE®QNIKOY KATAAOIOY

AIEIZAYZH ZYXNOTHTA MozozTo
Xpnaoiyotroiw 83 36,2%
Age Xpnoipotroiw 146 63,8%
>0voho 229 100%

Mivakag 7.5. | Exere KAvel xprian m¢ umnpeoiac TAEQwVIKOU KaraAdyou;

0, AO_O0L
70% 63,8%

60%

50%

40% 36,2%

30%
20%

10%

NozOxTO

0%
Xpnoipotrolw Ag Xpnoipotrolw
O AIEIZAY >H THAE®QNIKOY KATAAOIOY

pdenua 4. | Exere kdver xpHion m¢ utnpeaias TNAEQwVIKOU KaraAGyou;
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ANAINQPIZIMOTHTA YMNHPEZIAZ EMEIFTONTQN NEPIZTATIKQN

ANAMNQPIZIMOTHTA ZYXNOTHTA Mozo:zTo
Mvwpidw 184 80,0%
Ae M'vwpilw 46 20,0%
> 0voAo 230 100%

Mivakag 7.6. | MNvwpilets v urnpeoia Guecns oUVOECNS UE Ta ETTEIYOVIA TTEPIOTATIK;

90%
80%
70%
60%
50%
40%
30%
20%
10%

0%

NOx0zTO

80%

20%

MNwpiw Ag MNpiCw

O ANAITNQPIZIMOTHTA YTMNHPEZIAZ ETNEITONTQN MEPIZTATIKQN

Fpaenua 5.

| Mvwpilere TNV utTnpeaia Gueons oUvOEDNS LIE TA ETTEIYOVTA TTEPIOTATIKA;
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AIEIZAYZH YMHPEZIAZ EMNEIFONTQN MNEPIZTATIKQN

AIEIZAYZH ZYXNOTHTA MozozTo
Xpnoiyotroiw 42 18,3%
Age Xpnoipotroiw 188 81,7%
>0voAo 230 100%

Exere k@vel xpnon g umnpeciag aueons ouvoeons UE Ta ermeiyovia

Mivakag 7.7. ..
TTEPIOTATIKA,

90% 81
80%
70%
60%
50%
40%
30%
20%
10%

0%

18,3%

NOZOxTO

Xpno1PoTToIw Ag Xpno1PoTroiw

O AIEIZAYZH YMNHPEZIAZ ET. MEPIZTATIKQN

Exere k@vel xpnon g umnpeciag aueons ouvoeons UE Ta ermeiyovia

Fpagnpa 6. TTEQIOTATIKA,
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ANAINQPIZIMOTHTA YMNHPEZIAZ OAIKHZ BOHOEIAZ

ANAMNQPIZIMOTHTA ZYXNOTHTA Mozo:zTo
Mvwpidw 113 49,1%
Ae M'vwpilw 117 50,9%
> 0voAo 230 100%

Mivakag 7.8. | Ivwpilete Tnv uttnpeaia aueong ouvoeong e tnv odikn Bonbeia;

70%

60%

49,1% 2o

50%

40%

30%

20%

NOoz0xTO

10%
MNuwpidw Ag MNupidw

O ANAINQPIZIMOTHTA OAIKHE BOHOEIAX

Fpaenua 7. | Ivwpilete Tnv utnpeaia aueong ouvoeong e tnv odikn Bonbeia;




AIEIZAYZH YMNMHPEZIAZ OAIKHZ BOHOEIAZ

AIEIZAYZH ZYXNOTHTA MozozTo
Xpnaoiyotroiw 26 11,3%
Ag Xpnoipotroiw 204 88,7%
> 0voAo 230 100%

Mivakac 7.9 Exere k@vel xpnon ¢ umnpeoias aueong ouvoeeons e tmv - 0dIKN
S 19 Bon6eia;
100% 88,7%
80%
60%
|_
& 20% 11,3%
N
©) | |
C 0%
Xpnaoiyotroiw Ag Xpnoiyotrolw
O AIEIZAYZH OAIKHZ BOHOEIAX
Fpéonua 8 Exere k@vel xpnon g umnpeoias aueong ouvoeeons e tmv  0dIkN

Bon6eia;
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ANAINQPIZIMOTHTA YMNHPEZIAZ ANMQAEIAZ NIZTQTIKHZ KAPTAZ

ANNArNQPIZIMOTHTA ZYXNOTHTA Mozo:zTo
Mvwpidw 60 26,2%
Age N'vwpilw 169 73,8%
>0voho 229 100%

Mvwpilere TV umrnpeoia Gueons dNAwong o€ TEPITTTWan ammwAegIas NS

Mivakag 7.10. TIOTWTIKNS 0a$ KAPTAS,

80% 73,8%

70%

60%

50%

40%
o 30% 26,2%
g 20%
N 10%
= 0%

MvwpiCw Ag M'vwpiCw
O ANAINQPIZIMOTHTA AMNQAEIAZ NIZTQTIKHEZ KAPTAZ

Fpéonua 9. Mvwpilere TNV umnpeoia aueons dNAwong o€ TEPITTTWON ATTWAELIQS THS

TIOTWTIKNS 0aS KAPTAS,
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AIEIZAYZH YMHPEZIAZ ANMQAEIAZ NIZTOQTIKHZ KAPTAZ

AIEIZAYZH ZYXNOTHTA MozozTo
XpnoiuoTroiw 8 3,5%

Ae Xpnoipotroiw 221 96,5%
>0voho 229 100%

Exere XpnoiuoTroinoel TNV UTTHPETia aueons OnAwaong o€ mepimrwon

Mivakag 7.11. g . . .
amwAegIag NS MOTWTIKAS 0aS KAPTAG;
100% 96,5%
90%
80%
70%
60%
50%
40%
O 30%
e  20% .
E\I) 10% 3,5%
- 0% ' .
Xpnao1yoTrolw Ag Xpnoiyotroiw
o AIEIZAYZH AMQAEIAZ NIZTQTIKHEZ KAPTAZ
Fpénua 10. Exere xpnoIUoToInCel TNV Umnpeoia aueons dAwaong oe mepimrwaon

ATTWAEIQS TS TTIOTWTIKNS 0a¢ KAPTAS;
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ANAINQPIZIMOTHTA YMNMHPEZIAZ TIMQN ZENQN NOMIZMATQN

ANAMNQPIZIMOTHTA ZYXNOTHTA Mozo:zTo
Mvwpidw 93 40,4%
Ae M'vwpilw 137 59,6%
>0voho 230 100%

Mivakag 7.12. | Mvwpilere TNV UTTNPETIA EVNUELWONS TWV TIUWV EEVWV VOUIOUATWY;

70%

59,6%

60%

[0)
50% 40,4%

40%
30%

20%

10%

NozOxTO

0%

MNuwpidw Ag MNupidw

O ANAINQPIZIMOTHTA YTMNHPEZIAY TIMQN =ZENQN NOMIZMATQON

Mpdenua 11. | Mvwpilere TNV UTTNPETIA EVNUELWONS TWV TIUWYV EEVWV VOUIOUATWY;
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AIEIZAYZH YMHPEZIAZ TIMQN ZENQN NOMIZMATQN

AIEIZAYZH ZYXNOTHTA MozozTo
Xpnaoiyotroiw 12 5,2%

Age Xpnoipotroiw 218 94,8%
>0voAo 230 100%

Exere xpnOIUOTTOINCElI THV UTTHPETIQ EVNUELWONS TwV TIUWV EEVWV

Mivakag 7.13. g i
VOUIGLATWY;
90%
80%
70%
60%
50%
40%
O 30%
S 20% :
1
= 0%
Xpnaoiyotroiw Ag XpnaoiyoTrolw
O AIEIZAYZH YIMHPEZIAZ TIMQN ZENQN NOMIZMATQN
Fod o 12 Exere XpnOIUOTTOINCElI THV UTTHPETIQ EVNUELWONS TwV TIUWV EEVWV
paen ) VOUICUATWV;
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ANAINQPIZIMOTHTA YMNMHPEZIAZ ENHMEPQZHZ XPHMATIZTHPIOY

ANAMNQPIZIMOTHTA ZYXNOTHTA Mozo:zTo
Mvwpidw 128 55,7%
Ae M'vwpilw 102 44,3%
>0voho 230 100%

Mivakag 7.14 | I'vwpilete TNV UTTHPETIQ EVNUELWONS TWV TILWV TOU XPhUATIOTHPIOU;

70%

60% 55.7%

50% 44.3%

40%

30%

20%
10%

NOx0zTO

0%

MNuwpiw Ag MNupiw

@ ANAITNQPIZIMOTHTA ENHMEPQZHZ XPHMATIZTHPIOY

Fpaenua 13. | Nvwpilete Tnv umnpedia evnuéowons Twv TILWVY TOU XPNUATIoTnpiou;
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AIEIZAYZH YMNMHPEZIAZ ENHMEPQZHZ XPHMATIZTHPIOY

AIEIZAYZH ZYXNOTHTA MozozTo
Xpnaoiyotroiw 20 8,7%

Age Xpnoipotroiw 210 91,3%
>0voAo 230 100%

Exere XpnoIUOTTOTTINCEl THV UTTNPECIA EVNUEPWONS TWV TIUWY TOU

Mivakag 7.15 i
XpPnuariornpiou;

100% 91,3%
90%
80%
70%
60%
50%
40%
30%
20% 8,7%
10%

0% I |
Xpnoiyotroiw Ag XpnaoigoTrolw

NOx0zTO

O AIEIZAYZH XPHMATIZTHPIOY

Exere XpnOILOTTOTTIRCEl THV UTTNPEDIA evNUELWONS TWV TIUWY TOU

Fpdenua 14. xpnhuariornpiou;
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ANAINQPIZIMOTHTA YMNMHPEZIAZ EIAHZEQN

ANAMNQPIZIMOTHTA ZYXNOTHTA MozozTo
Mvwpidw 165 71,7%
Ag T'vwpidw 65 28,3%
ZUvoAo 230 100%
Mivakag 7.16 | Mvwpilete TNV uTnpeaia TiTAwv €16NoswV;
80% 71,7%
70%
60%
50%
40%
30% 28,3%
O (0]
= 20%
Q 10%
©)
C 0%
MNuwpidw Ag MNupidw
O ANAITNQPIZIMOTHTA YIMNHPEZIAZ EIAHZEQN
Mpdenua 15. | Nvwpilere Tnv urnpeoia TiTAwv e6A0EWV;
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AIEIZAYZH YMNMHPEZIAZ EIAHZEQN

AlEIzAYEH ZYXNOTHTA MozozTo
Xnaoigotroiw 47 20,4%
Age Xpnoipotroiw 183 79,6%
>Uvoho 230 100%
Mivakag 7.17 | Exere xpnoiuomoiioel mv urrnpeaia TiTAwv ei6Acewy;
90% 79,6%
80%
70%
60%
50%
40%
o 30% 20,4%
8 20%
8 10%
- 0%
XNOIUOTTOIW Ag Xpnoiyotroiw
O AIEIZAYZH YIMHPEZIAZ EIAHZEQN
Ipdenua 16. | Exere xpnoiuomoiioel mv urrnpeaia TiTAwv ei6Acewy;
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ANAINQPIZIMOTHTA YMNMHPEZIAZ AMTOTEAEZMATQN MAIFNIQN TOY ONAn

ANAMNQPIZIMOTHTA ZYXNOTHTA MozozTo
Mvwpidw 144 62,6%
Ae M'vwpilw 86 37,4%
2 UvoAO 230 100%
Mivakag 7.18 | Ivwpilete Tnv urtnpeaia Twv arroreAsoudarwy maixvidiwv Tou OFATI;
70% 62,6%
60%
50%
(o)
40% 37,4%
30%
@)
'ﬁ 20%
R 10%
O (o]
c
0%
MNuwpidw Ag MNupidw
O ANAITNQPIZIMOTHTA AMNMOTEAEZMATQN OIATn
Fpaenua 17. | Mvwpilete Tnv urtnpeaia Twv amroreAsouarwy maixvidiwv Tou OFATT;
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AIEIZAYZH YMHPEZIAZ ATOTEAEZMATQN MAIFNIQN TOY ONAn

AIEIZAYZH ZYXNOTHTA MozozTo
Xpnaoiyotroiw 31 13,5%
Ae Xpnoipotroiw 199 86,5%
>0voAo 230 100%
Mivakag 7.19 Exere )(pn.muonomos/ TNV UTTNPECIA TwV QTTOTEAECUATWY TTAIXVIOIWYV
Tou OFIATT,
100% -
90% 86,5%
80%
70%
60%
50%
40%
S 30%
g 20% 13,5%
6 10%
A
Xpnoiyotrolw Ag Xpnoipotrolw
O AIEIZAYXZH AMOTEAEZMATQN OIMNAIm
Fpdenua 18. Exere xpnoiuotmoIngel TNV UTTNPEDIA TWV ATTOTEAEOUATWY TTAIXVIOIWV

Tou OFIATT;
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ANAINQPIZIMOTHTA YMNHPEZIAZ AMTOZTOAHZ - AHWHZ E-MAIL

ANAMNQPIZIMOTHTA ZYXNOTHTA Mozo:zTo
Mvwpidw 162 70,7%
Ae M'vwpilw 67 29,3%
>0voho 229 100%

Mivakag 7.20 | Mvwpilere Tnv uTnpeaia arrooToARS ANWng NAEKTPoVIKOU TaxudpolEiou;

80% 70.7%
70%

60%
50%
40%
30%
20%
10%

0%

29,3%

NOx0zTO

MNwpidw Ag MNpiCw

O ANAITNQPIZIMOTHTA AMOZTOAHZ AHWHX EMAIL

Mpdenua 19. | Nwpilere Tnv urnpeoia arooToARS ARYNS NAEKTPOVIKOU TaxuSPOUEIOU;
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AIEIZAYZH YMHPEZIAZ AMOZTOAHZ - AHWHZ E-MAIL

AIEIZAYZH ZYXNOTHTA MozozTo
XpnoipoTTolw 60 26,2%
Ae Xpnoipotroiw 169 73,8%
ZUvoAo 229 100%
Mivakag 7.21 Exere Xpng/ugnomos/ TNV UTTnpPEoia ammooToARS ANWne nAEKTpovikoU
TayudpouEiou;
80% 73,8%
70%
60%
50%
40%
30% 26,2%
S 20%
N
S 10%
2 0%
XpnoipoTrolw Ag Xpnoipotrolw
O AIEIZAY2ZH AMNMOZTOAHZ AHWYHZ EMAIL
Fpaenua 20. Exete XpnoIuoTroINoel TNV UTTNPECIA armmooToANS Anwng nAekTpovikou

Tayudpoueiou;
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EXETE XPHZIMOMNOIHZEI KAIMNOIA YIMNHPEZIA XQPIX NA EXETE TA ENIOYMHTA
ANOTEAEZMATA?

EXETE ZYNANTHZEI

NPOBAHMA? ZYXNOTHTA MozozTo
Nai 27 12,1%
Oxi 196 87,9%
ZUvoAo 223 100%
Mivakag 7.22 Exere )(pnoluc?rrou?os/ KArrola uttnpeoia xwpic va éxere ta embuunta
arroreAéouara;
100% 87,9%
80%
60%
o 40%
N
o 20% 12,1%
W
©) | |
C 0%
Nai Ox1
o XPHZIMOIMOIHZATE MNOTE MIA AlO TIZ NMAPAMNANQ YTHPEZIA XQPIZ
AMNOTEAEZMA;
Mivakag 21. Exere XpnoiuoTtroInoel KATola UtTnpEedia xwpic va éxere ta embuuntd

arroreAéouara;
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NMPOBAHMA YTNHPEZIAZ

MEePIrPA®H MPOBAHMATOE ~ ZYXNOTHTA MozozTo
e€uTTNPETNON  TTEAATWV, 12 52 29
KaKn TpdoBacn e
TNAEQWVIKOG  KOATAAOYOG 5 21 7%
eNNEITTAG 0
avop. TTapdyovTag, 4 17 4%,
TEXVOYVWOIia ’

Mo 2 8,7%
Z0voho 230 100%

Exere XpnoiOTTOINCEl KATTOIQ UTTNPEDIA XWPIC va éxete 1a embuunta

Mivakag 7.23 arrotreAéouara; Av vai, 11 Ei600US TTPOBANUA aVTILETWITIOATE,
60% 52,2%
50%
40%
30% 21,7% 749
O  20% ——
= 8,7%
o 10%
W
o 0%
eguTTNPETNON TNAEQWVIKOG avep. GAAo
TTEAATWY, KOKA KatadAoyog TTapAyovrag,
TpdoBacn eANEITTAG TEXVOYVWOia
o EIAOZ NMPOBAHMATOZ
Fodonua 22. Exete xpnoIUOTTOINCEI KATTOIQ UTTNPETIA XWPIC va EXETE Ta EMIOUUNTA

arroreAéouara; Av vai, 11 Ei600US TTPOBANUA aVTILETWITIOATE,
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YMNHPEZIEZ NMOY OA HTAN XPHZIMEZ

MPOTAZEIZ ZYXNOTHTA MozozTo
Kivnon atoug dpououg 35 30,7%
nightlife-cinema- 15 13.2%
TTONITIOTIKA e
6pouq)\oyla  Héowv 4 8.8%
MagIKAG PETOPOPAG
€0PTOAGYIO 4 3,5%
KOOTOG KARoEWV -
eEvNUéPWOnN Kivnong 5 4,4%
Aoyapiacpuou
YPaAuun IATPIKWV
OUMBOUAWV-VOOOKOEIO- 9 7,9%
Qpapuakeia
GAAo 36 31,6%
2UvoAo 114 100%
Nivakag 7.24 Avla(pspsrs yoia utnpeoia 1mmou av utnpxe Ba oag¢ nrav I1I0IaITéEpweS
XPHaoiun
50%
45%
40%
35% 1-380,7% 31.6%
30% —
25% [ |
20% 13,2% B
O 15% e -
S 8,8% 7,9%
W 0, »J /0
o 10% 4,4% [ ]
R 35%  44%
o) 5% —
= 0% ‘ [1] ‘
w Ne] (o] [ L o
3 h oL X > w o w > 9 we <
53 ££6 23¢ & g33& gz 3
3 E0oE O b < b 8w aé&
o) oOCc <= I w5 o O = = = =
5 a €50 9Q =23 oY ¥ = © o =
cw “"Eg 8 o S 3 €
= o @ w
¥
O MPOTAZEZ NEON YTHPEZIQN
Fpégnua 23. Ava@épere uia utTnpEoia mmou av utpxe 6a oag Arav 101aIrépws

Xpnoiun
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PYAO

dyno ZYXNOTHTA MozozTo
AvTtpag 127 55,2%
[uvaika 103 44.8%
>U0voAo 230 100%

Mivakag 7.25 | ®UAo spwripevwy

70%
60%
50%
40%
30%
20%
10%

MNOoxz0OzTO

0%

Avipag MNuvaika

o PYAO EPQTQMENQN

Mpdenua 24. | PUAo pwripevwv
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HAIKIA

HAIKIA ZYXNOTHTA MozozTo
15-24 52 22,6%
25-34 84 36,5%
35-44 46 20,0%
45- ... 48 20,9%
2UvoAo 230 100%
Mivakag 7.26 | HAkia spwriuevwy
70%
60%
50%
40% 36,5%
= 20%
Q 10%
@)
= 0%
15-24 25-34 35-44 45 - ..
o HAIKIA EPQTQMENQN
Fpaenua 25. | HAikia epwrwuevwy
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MOP®QTIKO ENINMEAO

MopraoQTIKO ENINEAO ZYXNOTHTA Mozo:zTo
N\UKeIO 97 42.5%
AEI -TEI 69 30,3%
MeTaTmrTuxiokd 52 22,8%
AIBaKTOPIKO 10 4,4%
>0voho 228 100%

Mivakag 7.27 | Mop@wTikG TITTESO EPWTWHEVWY

70%

60%

50% 42,5%

40%

30,3%

30% 22,8%

20%

10% 4;4%

NOx0xTO

0% I |

AUKeIo AEI -TEI MeTQTTTUXIOKO AIOOKTOPIKO

0 MOP®QTIKO EMINEAO EPQTQMENQN

Fpaenua 26. | MoppwTIKO ETTITTEOO ELWTWLEVWY




ENAITEAMA

EnArrEAMA ZYXNOTHTA MozozTo
ISIWTIKOG UTTAAANAOG 74 32,3%
ONu6a10g UTTAAANAOG 54 23,6%
eA\. eTayyeApartiog 34 14,8%
Aavepyog 23 10,0%
PoITNTAG 44 19,2%
> 0voAo 229 100%
Mivakag 7.28 | EmdyyeAua pwiipevwy
70%
60%
50%
o 40% 32,3%
0 23 6%
H 30 OA> A 14.8% 19,2%
8 20% ’ 10,0%
O 10%
= 0% |
& O G “
¥ N S O &
\}Q \}Q 6.\ \\‘u S
& & N Ae s°
Xy Xy &
o© &~ <©
& S
S L ™
" NS <

O ENATTEAMA EPQTQMENQN

Mpdenua 27. | EmdyysAua pwriuevwv
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7.2 EpaTHMATONOrIO A Tiz YNHPEzZIEE TQN ETAIPEIQN KINHTHE
THAE®QNIAZ

To akbAouBo £pWTNUATOAGYIO OTTOOKOTTEI OTNV DIANOPPWOT EIKOVOG aVAPOPIKA PE TNV
avayvwploiuoétnTta kal v digicduon Twv peBSdwv CRM oTIg eTaipeieg KivnTAG

TNAcQwviag otnv EANGDQ.

ENOTHTA A
H evétnta auth agopd oTnv opadoTroincn Twv £pwTWHEVWY Bdoel TNG  eTaIpEiag
KIVNTAG TNAEQWViIag Pe TNV OTToia CUVOAAACETAI KAl TOV TUTTO OUVAAAAYNAG TTOU QUTOG

EXEL.

1. TiT0TTO OUVOEONG £XEI TO KIVATO OAG TNAEQWVO;
2uvOpouNnTIKA
KapTtokivnTh

2. Eav ciote ouvdpounTAg, TI TUTTO CUVOPOUNG EXETE;

ATIAR
ETaipikn
3. Me mmoid eTaipeia KIvNTAG TNAEQWVIAG CUVAAAGOEODTE;

Cosmote
Vodafone
Telestet
QTelecom

4. T16ca xpdvia XpnOIUOTIOIEITE KIVNTO TNAEQWVO;

NAiyéTepo atrd 1
Ewg 2

Ewg 3
MepioadTepa atd 3

5. Méoa xpdvia cUVaANACEDTE E TNV TWPIVI CAG ETAIPEIQ;
NAiyéTepo atrd 1
Ewg 2

Ewg 3
MepioadTepa atd 3
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ENOTHTAB

H evomTa autiy agopd oTnv avayvwpion Kol XpnoIdotroinon Twv  @wvnTIKWV
UTTNPECIWV TNG ETAIPEIOG PE TNV OTToia OUVAAANGCEOTE KOBWGS Kal AAAWY UTTNPECIWY
CRM

1. At TIG TTOPAKATW UTTNPETieg, oUPTTANPWOTE (X1) TTOIEG YVWPICETE KAl TTOIEG EXETE

XPNOIMOTTOIACEI.

‘Exw

Ymrnpeoia MNvwpidw XPNOIMOTTOINOEI

. . Nai Oxi Nai Oxi
YT1rnpeaoia E¢uttnpétnong
MeAaTwV ‘ ‘ ‘ ‘ ‘ ‘
YT1rnpeaoia TnAepwvikou Nat Ox Na Ox
Katahdyou | ] | | | |
YTnpeoia Nai Oxi Nai Oxi
Etreiyoviwy
MepioTaTIKWV | | | | | | |
(166, 100, 199)
YT1rnpeaoia Nai Oxi Nai Oxi
OdIkNg
porete I — 1
Yrmnpeoia Nai Oxi Nai Oxi
ATTwAcIag MOTWTIKAG ‘ ‘ ‘ ‘ ‘ ‘ ‘
Kdaptag

Oxi Nai Oxi

YTnpeoia Aueong evnuépwong

TWV TINWV ‘ ‘ ‘ ‘ ‘ ‘ ‘

TWV GEVWV VOUIOPATWY
KOl JETOXWV
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ENOTHTAT

H evétnTa auth a@opd oTnv avayvwpion Kal XpnoIJoTToinon Twv UTTNPECIWV YPATTTWV
MNVUPATWY TNG €TaIPEiaG Pe TNV oTroia ouvaAAdoeoTe KaBWG Kal AAAwY UTTNPECIWV
CRM

1. ATTO TIC TTOPAKATW UTTNPECiEG CUUTTANPWOTE ([XI) TTOIEG YVWPICETE KOl TTOIEG EXETE

XPNOIUOTIOIACEL.

‘Exw

Ymrnpeoia MNvwpidw XPNOIMOTTOINCEI

Nai Oxi Nai Oxi
YTnpeoia evnuépwong, | | | | | | |
TWV XPNHUATIOTNPIOKWY EEEAIGEWV

Nai Oxi Nai Oxi
YTnpeoia tAlo]g (oA (Véa,
aOANTIKA, KaIpOg ) ‘ ‘ ‘ ‘ ‘ ‘ ‘

Nai Oxi Nai Oxi
YTnpeoia evnuépwong
TWV OTTOTEAEOUATWY TWV TUXEPWV ‘ ‘ ‘ ‘ ‘ ‘ ‘
Taixvidiwv Tou ONMAT
YT1rnpeaoia QTTOOTOAG-ARWNG Ox N Oxi
MNVUPaTWY NAEKTPOVIKOU | | | | | | |

Taxudpopeiou
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ENOTHTA A

H mmapakdtw evotnta agopd otnv e€éelpeon TmBavwy VEWV UTINPEECIWY, BAoel Twv

QVAYKWV TTOU TTPOKUTITOUV, aTTd TOUG idIoUg TOUG TTEAATEG.

1. 'Exete kavel xpAon KATTOIAG OTTO TIG TTPONYOUUEVEG UTTNPETIEG, €ITE QWVNTIKEG €iTE
YPOTITWV  Puvnudtwy, (TT.X €gumtnpétnon  TTeAaTwy, TNAEQwVIKOG  KatdAoyog,

OUVAANQYHQ, HETOXEG...), XWPIG OUWG va EXETE TA ETTIOUPNTA ATTOTEAECUATA,
Nai
Oxi

2. Av Nai, TTapakaAw TTepIypAaWTe TO TTPORANUA A TN SUCAEITOUPYIO TNG CUYKEKPIPEVNG
utTnpeciag (T oTnv  uTtnpeoia  TNAEQWVIKOU KOATAAOYyou aTToudia  TRAEQUVWY

QPAPHOKEIWY, VOOGOKOUEIWV N KATTOI0U GAAOU XPriCIIOU THAEPWVOU).

3. AwoTe pia uttnpecia NG oTToiag N epappoyn — Asitoupyia Ba cag ATAV IBIATEPWS

Xpnaoiun.
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ENOTHTAE

H mTapakdTw evotnTa apopd oTa dNUOYPAPIKA OTOIXEID TWV EPWTWHEVWY

1. ®UOAo
AvTtpag
MNuvaika

2. HAKkia
15 —24
25-34
35-44
45— ..

3. EmiTredo pépewong

ATtrégpoiTog Aukeiou

ATtrégpoitog MNavemoTnuiou

KdaTtoxog MeTatrTuyiakou TiTAOU

KdaTtoxog AidakTopikou

4. ETrayyeAua

IB1WTIKOG UTTAAANAOG

ANuoci1og UTTAAANAOG

EAeUBepog eTTAYYEALATIOG

Avepyog

doitntg




