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EYXAPIXTIEX

Amo6 ™ 0éom avt Ba BELA Vo EKQPACH TIC EVYOPLIOTIEC GTOVE YOVELG OV Y10l TNV LAIKY
Kol N0k vrooTPEN oL pov Tapeiyav o€ OAL Ta YpOVIA TV GTOLOGV Hov. Emiong Oa
NBeda vo evyaploTom® Tov mMPAETOVTO KAONYNT HOVL TPOTOV EMEWN OEYTNKE VO
avordPet Kot vo eTPAEYEL TN GLYKEKPUEVT] OTAMUATIKY Epyacio Kot dEHTEPOV YL TN

Bonbela kot TV KaBodyNon Tov LoV TPOCPEPE KOTA TN SLAPKELD TNG EKTOVIOT| TG,



Metamtuxtakn AtatplBy Anuntplog KwtooyAou

IHEPIAHYH

Tn onuepwv emoyn ot etaipeieg avraywviCovtat yio va eEVINPETHCOVY UE TO KAAVTEPO
TPOTO TOVG MEAATEG TOVC. LNUOVTIKO Y10 TIG EMYEPNOELS EIvVOL Vo EXOVV €VOL GUGTI LA
eEumnpétnong mov Vo TOVG TPOGOIdEl KOLPOG. Mio ONUOVTIKA OTPOTNYIKN Yo TN
JTNPNON NG OVTOY®VICTIKOTNTAG OE pio. eToupeia eivan 11 «Awoyeipion Tlelatelokdv
Xyéoewv»y. H dwayeipion tov melotelokdv oyéoemv &gl okomd vo Pondnoest Tig
EMYEPNOEL Vo yvopicovv Tovg vmdpyovieg 1 mBavolg TeEAATEG TOVG KOU VO
ONUIOVPYNOOLY 1OYVPES TEANTELNKEG OYECELS LUE TNV TAPOSO TOL YPOVOL KOl V.
eEumnpetoHy KaAVTEPO TOVS TEAATES TOVG. Ta dedOUEVA TV TEAOTAOV GLAAEYOVTOL OTd
dpopa onpeion TG EMYEIPNONG, CLYKEVIPOVOVTAL GE U0 KEVIPIKN PAcn dedopuévav
Kol pe TV amoOAvutn ypnom NG TEXVOAOYiag avoADOVIOL KOl OlOVEHOVIOL OF

GUYKEKPIUEVA OMUElD EVTOG TNG EMLyEipnoNC.

H dopn g mapovoag epyocieg amotereiton omd dvo Pacwd pépn. To mpmdTo PEPOC
apopd TN BewpNTIKY TPOGEyylon Tov BEUATOG Kot TO dEHTEPO UEPOS TV EPEVVNTIKT]. ZTO
BempnTIKO HEPOG YivETAL EMOKOTNOT TNG EAMANVIKNG Kot 01eBvoig BipAoypapiog enl tov
0¢natoc. ‘Exovtag ohokAnpmacet pe v Oewpntikn mpocdyyion akoAovOel 1 epguvnTikn
pebodoroyia 60mov avaivovror too CRM Zoho kou Siebel tng Oracle. Emiong yiveton
EKTEVIC OVAAVLOT OTIC AELITOLPYIEG T®V OVO AOYICHIKOV KaO®G Kol ovapopd oTo
KOVOTOWO, 6TOLElol Kot 0TV AUES SLOOPOUCTIKOTNTO TOL EYOVV TTPOG TOV YPNOTN UE
Bdon ¢ kprtiplo ™ AettovpykdTnTa TOVG. TéAOG pésa amd TV péca amd Tt chykplon
Kot TNV avdAvon pe Stipopo ToloTiKA epyareio fyaivouy GUUTEPAGLLOTO YioL TV OAIKN
ypnotikdéra Tov Siebel kot tov Zoho kateAnyovtog oo Ba elye meplocdTEPO KEPSOG

TGO Y10 TOV ¥PNOTH OGO KOl Y10 [0 OTKOVOUIKT) LOVADQL.
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ABSTRACT

Nowadays, companies are competing to satisfy their customers. It is important for
business to have a service system that gives them prestige. An important strategy for
maintaining a company’s competitiveness is «Customer Relationship Manager» which
aims to help business get to know their existing or potential customers and build steady
customer relationships for the present and future. Customer data is collected from
various departments of the company merged into a central database system and with the
assistance of technology is analyzed and distributed to specific sections within the

business.

The structure of this paper consists of two main parts. The first is referred to the
theoretical approach of the subject and the second to the research. The theoretical part
reviews the Greek and international literature on the subject. Furthermore, after we have
completed the theoretical approach follows the research methodology, which analyzes
the CRM Zoho and Siebel Information systems. In addition in this essay the tasks of the
specific information systems are analyzed. Through the analysis we can end up to
remarkable results about the importance of these systems for the company and its users

and which of the two is more suitable for the company and the user.

Concluding, | would like to say that Siebel and Zoho are quite important for the

company and their users.
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1. EIZAT'QI'H

H epyacia £yel wg o100 va peretnoet v epoppoyn tov CRM ce mepifdiiovta tHmOL
B2C (Business to Customer) ka1 B2B (Business to Business), pe okomd va yivel perétn
TOV AEITOVPYLOV OV ekTeEAOVVTAL amd €vo cvotnue CRM kot tov mAnpogopudv mov
cLAAEyovtan and avtd. EmmAéov o epeuvnTikdg 6TOY0G TG GLYKEKPLUEVNG LEAETNG Elvan
va Tpocdloptotel o Pabuog epappoyng tov dtudikacstmy CRM kot o cuykekpéva Tov
CRM ocvomudtov Siebel kot Zoho ) pedétn kabdg ko ™ GOYKPION TOVG OTNV
EPOPLLOYN TOL OTIG EMYEPNOELS KOL TO GUYKEKPIUEVO OTIG O1ASIKAGIEG TOV TUNUATOV
pog emyeipnong. LvvoAlkd 1 épevva amotedeiton and 2 evotnres. H épevva Eekvdet pe
v mpoTn gvotnNTa 1 omoia glvar M PPAMOypapIKn avaoKOTNoN NG EPYOCiac. XN
ovyKekpluévn evotnta olveton Paon otn pebBodoroyio mov ypnoipomomOnke yio. v
exmoévnon g JTpiPne, otig pebddovg GLAAOYNG dedoUEVMV Kot TEAOG yiveTol Lo
avopopd e SNUAVTIKOVS EpELYNTEG TOL acyoAnOnkav pe 1o CRM 1600 oty EALGSa
000 Kot oto EEmtepikd. Akolovbel 1 dgvTepn evOtnTO I OTTOl0L TTEPIEYEL [0l BE®PNTIKY
avackonnon Paciopévn toco oty EEvn 660 kol oty eAANVIKN PipAtoypoeio mov
agopd o€ onuavtikd yoapoktnplotikd tov CRM, otovg mévie dapopeTikods TOHTOVG
CRM ot omoiot eivar KAEWO14 Yo TNV OHOAN AEITOVPYLE KOl OPYEVMOOT [0l ETLXEIPNONG
ovumeplappavovrac kar to €-CRM kot to Cloud oto omoio emevévovv TOAAEG
EMYEPNOELG AOY® NG avénomg TV TeXvoAoYldV. TENOG yiveTal pio avoapopd Kot o€ Eva
vrooTPIKTIKO gpyareio v Kapta EAéyyov 1 Balanced CRM Scorecard. Xt cuvéyeia
yivetal elcaywyn oto Aoyiopikd mov o avaivbodv oy gpyacio cuykpivovtag to pe
AOYIGUIKA TOV avTay®vicpov. o va pmopécet va yivel mo AETTOUEPES Y10 TIG OVAYKES
TOV GULYKEKPLUEVOD KEPAANIOL ypnoipomoidnkay dvo tomotl droypoupdtoy to Matrix
Abypappo kot to Radar Awdypoppo pe kputhpto T ypNOWOTNTO TOVG Kol TN
AE1ToLPYIKOTNTA TOVG. Y OTEPQ OO TO EIGAYMOYIKO TOV AOYIGHUK®V OAOKANPMOVETOL LLE TO
KedAale mov yivetar kot 1 cOYKpon TOV OVO AOYICUIKOV HE TEMKO OKOTMO Vo
KotoAnEove 610 mOwo  Elvorl MO AEITOLPYIKOTATO KOU 7O  XPNOTIKOTOTO. ToO
TPoTeEAEVTOiO KEPGAao Eekvael pe ektevig avdAivon tov Aoylwouikod Zoho CRM
TopoVC1ALOVTaG TOL KUPLOL YOPOKTNPIOTIKA TOL KOODS Kol TOV AEITOVPYIDV HEGO GE L0
EMElpNON KOl OAOKANPpOVETAL LE TN GLYKPLTIK aviivon tov Oracle Siebel pe tehikd
OKOTO OT®G avaQEPONKE Kol TPOYEVESTEPA VO POVEL O €ivol O YPNOTIKO KOt TLO

AELTOVPYIKO.
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O Adyog yuo Tov omoio €xet ypnoiponomnbel to Oracle cav mpdTo AoyioHKd GHYKPIOoNG
omwg omaptifetar ovupova ko pe tov JD Edwards amotvrdvetar péco omd to 7
Kavotopo otoryeio mov dtafétel. To TpMdTO KOvOTOHO GToLYElo fvan 1 S10GPAAGT TOV
xpOVOL Agrtovpyiag kat n amddocn tovg cvotiuatog pe to Oracle Enterprise Manager.
To odebtepo xovotOpo otorgeio eivar Ot divel GTOVG EMYEPNGLOKOVS YPNOTES
LEYOADTEPO EAEYYO TOL TMEPLEXOUEVOV Kol TNG LOPeOToinomg Tov avagopmv. To tpito
KOVOTOUO oTolyelo eivarl OTL PEIDMVEL TO KOGTOG, TNV TOAVTAOKATNTO Kol TOV Kivouvo
evoopatwong epapuoydv. To Ttétopto kovotopo otoryeio elval 0Tl PeAtuidvel v
amodooon kot av&dver v gveMéia TV emyelpnoloKkov ddikacidv. To méumto
Kovotopo otoryeio eivor 6Tt amhomotel Kot BeEATIdVEL TNV TPOSPOCT Kot TV acQAAELN
TOV xpnot®v. To £KTo KOvoTOUO €ivorl OTL QWEAVEL TNV TOPAYOYIKOTNTO LE TV YPNOoN
tov mepifdArovtog Aoyiouikov. Téhog to €BOopo Kot TEAELTOIO KOLVOTOUO GTOLXELO
elvar 01t ytiCeton éva onuaviikd epyoreio IT Poowopévo oe pa mTAateopua
eumoToovvNe, aftomotiog kat otadepotnroc. H etarpio J.D. Edwards World Solution
Company 1 ev cvvtopia JDE Eexivnoe cav pia etarpia kotackevng Aoyiopwod ERP. Ta
dwbéoa mpoiovto mov &iye frav to World yia IBM AS/400 minicomputers, to
OneWorld yw CNC apyrtektovikry pe oour, client — server kot to JD Edwards
EnterpriseOne Baciopuévo yia mhateoppa Web. ITo cvykekpyéva dphbnke 10 Mdaptio
tov 1977 oto NtévBep g moAteiog Kolopdvio amd tovg Tlok Toucov, Ntav
I'kpéyxopv kot Evt MakBdavv. To 2003 1 etaipeia e€ayopdotnke and v PeopleSoft,
Inc. To 2005 1 PeopleSoft s£ayopdotnie omd tv Oracle Corporation?.

Ao ™V GAAn peptd o Aoyicpukd Zoho CRM o Adyog mov €xet ypnoponombel cov
poviédo ovykpiong (Shabdar A., 2017) sivar ywo ™ S1GKpIon TOV OTIG TOAAEC
EQUPUOYEG TTOL O100ETEL KO OTIG TPOGPOPES OV OivEL GTOV TEMKO KATAVOA®TY. AVTd
€XEL OOV OVTIIKTUTO GOVG YPNOTEG VO UITOPOVV VO, YPTGLUOTOOVV £vol VPV (AGHA
epappoydv Pyalovtag évo aicOnuo OKEWOTNTOG, AEITOLPYIKOTNTAG KOl EVYPNOTIOC.
Yvvontik@ ot epoapuoyéc Zoho ywpiloviar oe 6 katnyopies. Tig mwAncelg kot to
Mapketvyk, to E-Mail ka1 v ovvepyacio, tig Emyeipnuatikéc Awdikooisc, to

Owovopukd, tov topéa IT kot to AvOpdmivo Avvopuko.

! http://www.oracle.com/us/corporate/newsletter/on-demand/jul-09-seven-169072.html
? https://el.wikipedia.org/wiki/JD Edwards
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Evociktikn Biploypooio Kepalaiov

AwadikTLO

o Information Indepth Newsletter On Demand Edition July 2009 Oracle, Top 7
Reasons JD Edwards Enterprise One Customers Choose the Oracle Technology

Stack, http://www.oracle.com/us/corporate/newsletter/on-demand/jul-09-seven-

169072.html (TIpoécPaom loviog 2018), [1]

o JD Edwards, Wikipedia, https://el.wikipedia.org/wiki/JD_Edwards (ITpécPacn
IovAog 2018), [2]

Eevoylmoon

o Shabdar A. (2017), "Mastering Zoho CRM", Apress
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2. BIBAIOTPA®IKH ANAXKOITHXH EPT'AXYIAX

2.1 MegbBoosoroyia ' Epgvvoc

Yav pebodoroyio otnv mopovoa pekétn ypnowwomomnke m pébodo Tng peA€ng
nepintmong (Case Study) dedopévov 6TL 0 GTOYOC NTOV VOl EGTIAGEL GE VO GUYKEKPIUEVO
nepidrlov i couPav (Stake, 1995) ko o Tpdmo¢ pe tov omoio epapudletar. TIpdketton
yio por péBodo €pevvog M omoia amavTatol Kupiwg otny moloTikn £pevva Kot PacileTon
OTNV TPOCHOTIKY / EUTELPIKT TPOGEYYIoN TOV ekdoTote epevvnty. H droutepdtnTal e Tig
HeAéTEG TTEpITAOCEDV elvar OTL kKAOe o givarl Eexymplot Kol E(0VV MG ATOTEAEGO VO

unv umopovv va yevikevtovv (Gomm et al, 2000, Robson , 2002, Stake, 1995).

2.2 Mé0oodor ZvaAroync Asdouévov (Data Collection Methods)

[ToAAol cvyypageig €govv vIodeiEel 0TL Ba Tav YPNCIUO VO GLAAEYOVTOL dEOUEVA OTd
drapopetikég Tyég Otav dieEdyeton pia molotikn £pgvva (Mason, 1996 & Lincoln and
Guba, 1985). To @owodupevo avtd ovopdaletar "tprywvomoinon" (Triangulation)
(Cresswell, 1998 & Maycut and Morehouse, 1997) ot givar amapoitnto katd T
‘Meré Ilepintwong” (Cresswell, 1998 & Minichiello et al. , 1990). Xtv mapodoa
@don coppova pe v "tpryovonoinon" to 0ed0UEVO TPOEPYOVTAL OO SLOUPOPETIKEG
Y&, €xovv cLAAEYDel pe T xpNoN SLUPOPETIK®OV EPYOAEI®V GLALOYNG OEOOUEVMV KO
dgv givol mocoTIKA OAAG TOWOTIKA. Xe auThiv TNV £peuva To epyoAeios pe To omoia
CLAAEYONKOV TANpOQOpiec OYeTIKA e TN AETOLPYIR TOV AEITOLPYIKOV KOl TNV
OPYOVMTIKY TOVG Oouf &ivol omd evNUEPMTIKA &VIvmo, ovyyphupoto, journals,

gyyepiota Stabéoia amd To S1adiKTLO KOl A0 1IGTOGEMOEG AEITOVPYIKDV.

2.3 Epsuvntéc CRM EALGdo kou EEmtepikd

To CRM (Customer Relationship Management) 1 oAlmg Alayeipion Zyéong Iehatdv
(AZID) ocdpemva pe v etopio copPfodrov emyepnocov Ovum, eival éva cOotnua
O101KNONG OV EMTPENEL GTOV OPYAVIGUO VO, EVIOTIGEL, VO TPOCEAKVGEL KOl VL WENGEL

Tov aplipud TOV oQOCIOUEVOV KOl KEPOOPOPMY TEAATMOV TOVG KOAVOVIOS OWMOTN
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dwayeipion Tov tedatelokmv oxécewv (Bradshaw & Brash, 2001). To CRM eriong €xet
opotel g M Oomuwovpyla Kot M Oloyeiplon TOV TEAUTEWKOV GYECEMV OO TOVG
OPYOVIGLOVG HEGH OO TNV KOTOVONGCT, TNV EKTIUNOMN KOl TN OOXEIPION TOV OVOYKOV
TOV TEAATOV pPE PAon TN yvoon mov &xel anmoktndel yioo avtovg dote va avénbovv N
QITOOOTIKOTNTA KOL 1 IKOVOTNTO TOV OPYOVIGHOD KOl KOTO GUVETELD KOl ToL KEPON TOV
(Du Plessis & Boon, 2004). Onwg éxel avapepbei atn debvn Pipioypapic To CRM
ATOTEAEL L0l ETLYELPNOLOKT GTPOTNYIKT TOV 0LPOPA OAGKANPO TOV OPYOVIGUO. ZOUO®VA
pe v etoupia Gartner to CRM pmopei va optofel og o mtyelpnoiokn oTpaTnyIKy Tov
eMPEPeL amoteléopato Onme: Beltiotomoinon tov €660mV Kol TNG KOVOTOINGNG TOL
meEAdTN PECH NG KOADTEPNG OPYAVMONS, TNG TUNUOTOMOINONG T®V TMEAATAOV, NG
V10OETNONG CLUTEPIPOPAOV TOL IKOVOTOLOVV TOVG TMEAATES KOl TEAOG TNV E€QUPLOYT|
TEAMUTOKEVIPIK®V dtadikacidv (Thompson & Moscardini, 2002). dpeova pe toug
(Strauss et al., 2003, ogl. 408) o0 CRM amotelel pio OAMGTIKN S1a01K0GI0 TPOGEY YOG,
amoOKTNoNG, olatnpnons kot avintuéng véov mehatdv. To CRM enopévag dev eivan
amAd Evo TOKETO EQAPUOYDV M €va. AOYIOUIKO OAAG 1 @LAOGOQio. 0 TPOTOG 7OV
Aertovpyel pia emyeipnon dote va KTilel pakpoypovies oxEceLg e Toug meAdteg Tne. Ta
amoteAéopato amd T ypnon tov cvotnuatog ERP givol evivmmoioxkd 6tav vrdpyet
OWOTOC TPOYPOUUATIGHOS Kot avdAoyn mpostolacio. o va Agttovpynoetl 1o cHoTHA
ERP pe tov mpoypappaticpévo kot embountod tpomo Oa mpémer n emyeipnon va mpoPet
0€ OALOYEC TV OUOIKACIOV TTOV £XEL KOOIEPDOGEL Kot Ol 6TV dAAdy] OAOKA POV TOV
OLGTNUATOS TPOKEIUEVOL VO, TPOCAPUOCTEL aVTO oty emyeipnon (Barker & Frolick,
2003). Ymhpyovv apKeTéG EMYEPNOEIS TOV VTOGTNPILOVLY OTL UE TNV EVOMUATMOGT TOL
OTIG AELTOVPYIES TOVG TETVY OV LEl®OT TOV KUKAOL LoNG TV TPoidviwv Tovug, Pedtinon
NG OWOVOKY| dtaxeipiong kabmg Kot toyvtepn dtokivnon g mAnpoeopiag. [Hapdia
avtd ta cvotuate ERP yevikd mapovoidlovv akdun kol onuepa £vo vynid Tocootd
amotvyiag omv epapuoyn tovg (Gefen & Ragowsky, 2005). Xwpic xotdrinio
oxedooud kot opyavmon to cvotnua ERP ciyovpa 6o onueidoet amotuyia (Barker &
Frolick, 2003). ‘Epgvva £xet katadeifel og artia amotuyiog Oyt TV idia TV TEXVOLOYiaL
ov viobeteitoan 0ALG TOV TPOTO TOL OWVTY £PapudleTon otV TPAEN. Me GAlo Adyw
TOAAEG  EMYEPNOELS OMOTLYYXAVOVV GTNV TANPYN Old(LON TOV CLOTNUATOV OTN
onuovpyia  epyalopévev  1KOVAOV, GCUVETMV KOl OQOCLOUEVOV OTN YXPNOoN TV
cvotudtev ERP. Emiong épevva mov dweényoaye o opyavicpuds «Meta Group Inc
(1999)» oamoxkdAvye OtL ta ocvotnuota  ERP tumikd xootilovv otovg ypnoteg

TEPLGGOTEPO OO OTL ATOTANPDOVOLV LE TN LOPPT) LETPTICUYLDY OIKOVOUTIKADV OTTOOOGEMV.
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O (Dilip Wagle, 1998) mapatipnoe 611 1 enévdvon pe ocvotiuate ERP yiveton cuyva
otn TOyn Topd ot cwoth Kpion kot Aoywr| (Teltumbde, 2000). Télog n amotvyio 6N
duyvon tov ocvotnuotog ERP mpokdmter 6tav mapd v andpacn mwov Aapupdver m
avATEPN O101KNGT Yo XPNON TOL CGLGTNUOTOS OO TOVG EPYALOUEVOVS OL 1d101 KAVOLV
TEPLOPICUEVT] XPNOT HE AYOTEPT GUVETELN KOl 0pOoGimon amd Otl Bo amontodvToy yio
v enitevén Tev Tpocdokmdpevav arotedecpudtov (Klein & Sorra, 1996). Otav yivetou
LN GLVTOVIGUEVT €QapUoY Tov cvotiuotoc ERP 6la sivar yvowotd aAld timota dev
éxel katovonOel. Avtd onuaivel 01t mopd to YeYovog 0Tl 1| TANpopopio eivar dtabBéoiun
Kot dpa yvoot) 1 dwdikocio dev yivetal amd povn NG MO OTOTEAEGUOTIKY €4V Ol
YPNOTEG TOV GLGTNLATOG eV EEPOLV VAL AELOTOLOVY TNV TANPOPOPNON KOl EMTELOVV TIG
avaroyeg evépyetes. To CRM gupaviotnke oty EAAGSQ Yo tpdTn @opd mpiv amd 9 pe
10 ypévia. Ta TpdTAL GLGTAHUATO NTAV GYESAGUEVA VO VTTOGTNPIEOVY €va LOVO TUNMOL
g emyeipnone. Ouwg katd to devtepo oTAd0  e€EMENG  avamtOyOnkay mo

oAokAnpopéveg Aoelg (ZITOYAAL 2006) .
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3. OEQPHTIKH ANAXKOITHXH

3.1 Opwoudc — XopaKTnploTikd

Ed® kot pepucd ypovia vmdpyel EVIOVO eVOLAPEPOV Yol TN SOYEIPIOT TOV TEAATELOKDOV
oxéoewv. [lopd to 6T £xovv KOoTd Kapovg vdpEetl d1dpopotl opicpol dev Exel vIaPEet
aKOUN TANPNG CLUEMVIO OVOPOPIKA pe To TG opiletal akpiPodg o CRM kot to mdg Oa
npénel va avantuydei n otpatnyikny CRM. Zopgpova pe évav minpn optopd 1o CRM
amoTeELEl Ol OTPATNYIKN TTPOCEYYIoN Yo T Onuovpyio avénuévng aéiog péom g
aVATTLENG TOV KATOAANA®V GYEGEDV LE CTLOVTIKOVG TELATES Kol TULOTO TOANGEWV.
To CRM ovvdvaler tig otpatnyikéc Relationship Marketing pe v minpogopiokn
TEYVOAOYiO OOTE Vo dNUIOLVPYNOOVY HOKPOTPOBEGES Kol KEPOOPOPES GYECELS LLE TOVG
meAdTeg Kot GAAOVLG onpavtikobg evolapepopevovs. To CRM mapéyst gukaipieg yio
YPNOLOTOINOT TOV OESOUEVAOV KOl TOV TANPOQOPLOV LE GKOTO TNV KATAVONGCT TMV
TEAOTAOV KoL TV cLV-Onpovpyia a&iog yio avtovs. Avtd amattel d1a-AEITOVPYIKN YPNoN
SLdIKACLOV, AVOPOT®V, AEITOLPYUDY KoL OLVOTOTHTOV HAPKETIVYK KATL TOV EMITPETETOL
HEC® NG TANPOPOPNONG KOl T®V TEYVOAOYIKOV gpapuoydv (Payne & Pennie, 2005).
Yy oebvn BProypagia £xovv vrapéetl Kot GAlol opiopol OTmg avtdg Tov (Swift,
2000) 6mov to CRM  givor pio mtyelpnolokn mpocEyyion KaTavonong Kot nidpoong
NG CLUTEPLPOPAS TOV TEAATN HEG® OLGLOOOVS EMKOWMVIONG UE OKOTO TNV Peltimon
oV Bobpov amdKINoNG Kot S TNPNONG TEAATOV OAAL KO TN KEPOOPOPIa Kot ToTOTNTA

TOV TEAATN.

Avtictoya o (Glazer, 1997) vrootpilel 6t to CRM mpocmabel va mapéyet o Evoon
AVALESH GTNV TEXVOAOYIO TNG TANPOPOPIKNG KAl TIC GTPATNYIKEG LWAPKETIVYK DGTE VOl
YTioovV pakpoypOVIES Kal Kepdopdpeg oyéoelc. Kielivovtag Ba avapepbel o tpdmog pe
tov onoio to CRM and tov (Hobby, 1999) o6mov Oswpsiton w¢ por dtokntikn
TPOCEYYION TOV EMITPEMEL OTIG EMYEPNOELS VO avayveopilovv, Vo, TPOGEAKDOVY Kol Vol
TN PovV KePOOPOPOVG TEAATES PTIdYVOVTAG GYEGELS e anTovs. To CRM cuuminpovet
mv Wéa tov Relationship Marketing. Xvykekppévo yapaxmpiletor o¢ o

OAOKANpOUEVN TPOGEYYIoN o1 dloeipion oxécemv evd cbuemva pe tovg (Kutner &
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v M emyeipnon mpénet va dwayepiletoar tovg mEAdTEC NG ®C OMUAVTIKA

TEPLOVGLOKA GTOLYED

v H o&ia tov tedatdv mokilel. Agv 1o givat 1o id10 embountoi OAot o1 TehdTeg

v Ol avayKeg TOV TEAUTMV, Ol TPOTIUAGELS TOVG, 1 OYOPOUCTIKY GUUTEPIPOPH KOL 1

gvaucOnoia Tovg 0N TN TOKIAOLV

v Mg v katovonon g Kepdoeopiag TV TEAATOV Kol TOV TOPUyOVI®V TOL
eMNPeAlovVV TNV 0yOPUCTIKY) CLUTEPLPOPE UTOPOVV Ot £Toupieg va eEATOHKEDGOVV
TOL TPOCOEPOUEVO, TPOTOVTO KOl TIG LANPEGIEG TOVG YOl VO LEYIGTOTOUGOLV TN

GLUVOAIKY] a&ia TOV YOPTOPLVANKIOV TOV TEAUTMOV TOVG

Enopévog to CRM agopd v €0peon tov KOAONTEPOV TEAATOV LIOG EMYEIPNONG, ™
peylotonoinon g a&iog ko teMkd ™ olatinpnon tovs. To CRM mepilapfaver v
aVATTLEN OABIKOGLOY KOl TN YPNOT TG VIAPYOVGOS TANPOPOPNONG Y10 TOVG TEAATES
PO OPELOG TNG EMYEIPMNONG. ZNUAVTIKA GTOLXELN Y10 TNV EMITEVEN TOV TOPATAV®D givor
N apeidopoun emKovVOVia Kol 0 pOAOG TNG TEXVOAOYING OTNV EVIOYLOT TOV ETAPDOV LE

TOVG TEAATEG KO TNV KOTAVONOT) TOVC.

s M avtilnyn mepi TOV TEAATEINKOV GYEGEMV OV GTOXO EYEL TN LOKPOYPOVIQ,
SlTNPNON EMAEYUEVOV TEAATMV.

“* ZVALOYT Kol EVOTOINGT TANPOPOPLOV GYETIKMV LLE TOVG TELATEC.

“» Xpnon ek®v AOYISUKOV Y. TNV OVOALGT TV TANPOQOPLOV (cuyvl o€
TPy HaTiKd Ypovo)

“ Katnyoplomoinon cOUQ®VO Le TNV aVOUEVOUEVT] LOKPOYPOVID a&io TV TEAUTMV.

« Katnyoplomoinon tov ayopdv oOuemve HE TIS avAaykeg Kot Tig embuuieg tov
TEAATOV

“ Anuovpyia a&iag yio Tovg TeELdTEG pEs amd TN dayEIPLoN TOV S1SIKOCIOV.

s Anuovpyia a&lag yio tovg mehdteg péca amd eELANPETNON TPOGOUPLOCHEVT] GTO,
HKpO -TUNHOTO TG 0yopds Le TN Porfeta AETTOHEP DY KOl OLOKANPOUEV®V TPOPIA

TOV TEAATOV.
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% Metagopd g €otioiong omd TN SloyEIPIoN TOV TPOLOVIIKOV YOPTOPLAOKI®V 6T
Swelpon TV YOPTOPLANKI®V TOV TEANTOV HE AMOPOITNTEG OAAOYEG OTIC

EMYEPNUOTIKEG KO LEPIKEG POPEG GTIV OPYOAVAOTIKY OOUN.

Ta otad avantvéng tov CRM xabopilovion amd 10 enimedo g te)voroyiog TV
TANPOPOPLOK®Y CLGTNUATOV TOV YPNOUOTOlEl 1 emyeipnon aAld xKou to Pabuod
gvomoinong tov mAnpogoplakdv cvotuatov (Gummerson, 2002). Oco mo vynid
elvar 10 emimedo 1TNG YPNOLUOTOIOVUEVNS TANPOPOPLOKNG TEXVOAOYIOG TOGO mlO
amotelecpatiky elvar m dlayeipion TV mEANTEWKOV oyécewv. Ot EMXEPNCES TOV
Bpiokoviar e avtd TO GTAOO £YOVV EVEPYT TOPOLGIa G6TO d1adikTLO, EPAPLOlOVLY TO
NAEKTPOVIKO gumdplo ypnoipomolovy ocvotfuato ERP (Enterprise Resource Planning)
kot dtbétovy Aettovpykd cvotiuato CRM mov otoygbovy 6TV oVTOUNTOTTOINGT TWV

TOACEOV Kot TN PEATIOON TOV ETLYEPNCIOKOV SOOKOGIDV.

10 televtaio otddo cuvavtdue to evomompévo CRM mov odnyel ce vynio emimedo
eEumpétong kot kavomoinong tov meldrn. Ot emyelpnoel; 6€ ovTO 10 GTAS0
amorapPavouv eEgdtkevpéva CRM cuotipata o omoia Topéyovv VYNAG EVOTOMUEVES
Aertovpyieg Back Office, Front Office kot tov dadwktvov (web). Ta cvomuata avtd
elvatl eDEMKTA 6TO VO TPOGAPUOLOVTAL OTIG GVVEXDS ALEAVOUEVEG OVAYKEG TMV TEAATMV
KaTA TV Oldpkeld Tov KOKAOL (NG TOL TPOIGVTOG KOl GTO VO OVOADGOLV KOl Vo
TapaKoAovBovV TIg TpoTunoel TV mehatdv. Bacilopevol ce avtd 10 Bepnrtikd
poviédo tov otadimv  avamtvéng tov CRM (Stefanou & Sarmaniotis, 2003)
oeEnyoyav £pevva oTIC LEYOADTEPEG EAMNVIKEG ELYEPNOELS. AlamioTtdOnKe 6Tl TEPimTOL
Ol [GEC amd TIG EMYEPNOELS TOV GULUUETELYOV OTNV £pevvo d10BETOVY TEYVOLOYIKA
YOPOKTNPLOTIKA TV dvo TPpOT®V otadiov avarntuéng CRM kot éxovv viobetnoet
QUA0G00T0 apVVTIKOD HAPKETIVYK GYéoemv. Me éva TOAD HIKPO TOGOGTO EMXEPTCEDV
(1,85%) avtéc mov odwbétovv evomompéva cvommuota CRM katatdoocovtor 6to

TeEAELTAIO GTAO0 AVATTLENG.
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3.1.2 Xvotatikd tov CRM

Ympduevol otnv vrapyovcsa PipAloypaeia mapovciocav mowg o CRM amoteieiton
amd TE60EPA oLOTATIKA To omoio e€ivar m Paocikn eoticon otov meldtn, n CRM
opybvwon, mn olayeipion yvoong kot to kopudtt tov  CRM  mov Paciletor oty
teyvoloyia (Sin, Tse & Yim, 2005). 'Etot to CRM kalomtet kot Tig Poacikéc meployés
(otpanykn, avOpmmol, texvoAoyia Kot SlodKaGiEC) Ol omoieg HOVO OTOV AEITOVPYOVV
oe appovia pmopel va emitevyBel Eva KOADTEPO QMOTEAEGUO GTNV €ELMNPETNON TOL
nehdtn (Fox & Stead, 2001).

H PBoaocwmn eotioon otov meddtn mepthapfdvel tn cvveyn TapAdoon avaTEPNS Kot
npootiféuevng o&iag (adds on services) oe emleypévoug TEAATEG  HEC®
eEOTOUIKEVUEVOV KOl TPOGOPLOGUEVOV TPOGPopdv To yvwotd Campaign. To CRM
tovifel T oKkOmUN EMAOY] TV Pacikd®V TEAATOV 7oL Oe®POVVTAL GTPATNYIKNG
onpaciog yw v emyeipnon kobag doev givar 6Aot ot meldteg e&icov emBovuntol Ko
KePOOPOPOL. Zouemva pe ton kprrhpro Pareto, to 80% tov képdovg pog emyeipnong
npoépyetor omd to 20 % TV tehatdv. 'ETol emA&yovtag Toug onHavTikovg TG TEAATEG
pioe CRM mpocavatoMopévn emyeipnon npénetl va katafdiet kdbe mpoomdbeia dOTE Vo
KataAdPovy avtol ot TeAdTES OTL TOVG BEAEL KO TOVG YpeLaleTon KATL TOL €lval KPIGUO

yio TV avantuén woyvpav oyéoewv pali Toug.

Me 1oV 0po opydvwon CRM gvvoovpon tig OepeMddelc aArayEg 6TO TPOTO LLE TOV OTOT0
Ol eToUPiec OPyaVMOVOVTOL Kol Ol EMUYEPNOLOKES dladikooiec devbovoviar (Ryals &
Knox, 2001). Ou etoupiec mpémel vo dOGOVV UEYOAN TPOGOYN OTIS OPYOVMTIKEG
npokAncels. Ta otoyeio mov Ba mpémel va AneOBoLV VITOYN Yo TNV EMTLYN OPYAVOCT
¢ etaupiog o€ oyéon pe to CRM  eivoun ) opyovetikn doun, 1 evpeio dEGHELOT TOP®V

Kol 1) Ol EIPIoN TOV avOpOTIVOV TOPMV.
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2NV TPOYHATIKOTNTO 1] TPOOSOG GTNV TEXVOLOYIO TV TANPOPOPIIKADV GUOTNUATOV £XEL
TPOcHECEL OTIG EMYEPNOELG TV KAVOTNTO VO GLAAEYOLV, Vo amodnKevovy Kol Vo
avoADOLV TANPOPOPIES TEAATAOV LE TETOLO TPOTO OV EVIGYVETOL 1 dVVATOTNTO TOLG VO
aVTATOKPIOOUV GTIG AVAYKES TMV UELOVOUEVOV TEANTMV LLE GKOTO TN Ol1ATHPNCT TOVG.
H avdivon ¢ a&lag tov meldtm, n pollkn TPOGOPUOYY, 1 CLTOUOTOTOINGCT T®V
SLOIKAGLOV VTOCTAPLENG TEAATMV KOl T®V KEVIP®V KANONG OTOTEAOVV TPOOOOVS TNG
TANPOPOPLOKNG TEYVOLOYIOG TTOV HETACYNUATICOVV TNV TOPAOOGLOKY TPOGEYYICT) TOV
CRM.

Ot (Xu, Yen, Lin & Chon, 2002) avagépovv técoepig og T1g facikég Aettovpyieg CRM.
H npdm €ivar 1 ovtopatonoinon tov moANcemv. ZOUEOVO LE TOVG GLYYPOQES Ot
VIapPYOoVTEG TEAATEG, TO TWPOIOVTIA, 1 TANPOPOPNCN YO TOVG OVIOYMOVIOTEG Kol Ol
CLLPMVIEG gival OAa amobdnkevpéva otny kevipikn Paon dedopévov tov CRM dote va
glvar dvvatdv va avaktnBovv ond tovg mwAntéc. H tomobBétnon mopayyshodv Kot o
EVTOMIGUOG TOVG UTOIVOUV KAT® Ot £vo, KOO TPOPIA MGTE 0 KOUKAOG TAOANGTNG Y10 TOV
Kkd0e meddtn va pmopet va pmopel va mapaxorovdeiton Kot avardyms vo TpopodoTeiton
T0 TPOQPIA TOL pE KOvOoOpPYlL TANPOoeOpNon. Me avtdv TOV TPOTO TOPEXETOL MO
HOVOOIKY OTTIKN Yoo Kafe meldtn mov meptlouPdvel Oheg T TANpoQopies Yy
CLUP®VIEG Kot uUPOAaLa, TO IGTOPIKO TOV TOANCEMV Kot givar dabécipa o KaOe Evav
ov €xel mpdcPacn oto cvomua. Emiong emrpéner v mepidnym tov dedopuévav pe
Bdon didpopa KpITHPLo OIS TV TEPLOYN], TOV TEANTN KOl TO TPOIOV GE LOPPY| TOL VO
BonBd& v devépyeln oToyELOUEVOY eKOTPOTELOV papkeTvyk. EmmpocOétmg ot
TOANTEG Exovv TPOGPacn o€ oTotyeia mov oyetifovtol pe 10 TPOidv, TNV TOAOYNON,

TNV TPOMONGN KOt TNV TOMTIKY| TOV EKTTOCEMV.
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H devtepn Aettovpyia tov CRM givan n vmootpién kot 1 e§uanpéon tov weddtn. To
CRM «dver gpcti] v avdbeon tov KAbe epMOTNUATOS TOL TEAUTN GTOV KATAAANAO
€101KO Ko opUOO10 VITAAANAO HECH GUGTNUATOS TNAEPOVIKOD KEVIPOL OV UITOPEL VO TO

EMAVGEL £TG1 OGTE T TPOPANUATO TOV TEAATN VO, ADVOVTOL LE TO KAAVTEPO TPOTO.

H 1pitm Aertovpyia tov CRM divel v dvvatdTNTo GE AMOUAKPVGUEVO TPOGMOMTIKO VoL
UTOPEL YPNYOPO KOl ATOTEAECUATIKA VO, ETIKOIVMVIOEL LLE TO TPOCSHOTIKO eELMNPETNONG
TOV TEANTAOV OOTE VO, UTOPoVV vo tkavomoinfodv ot mpocdokieg tov KA meddtn
Eeyoprotd. Katd 1n owbpkelon TG avabeong tov mpoPANpATOg TOL TEANTN OF
OLBECILOVG KO EWOIKELUEVOVS UNYOVIKOLS AapPavetor veoyn 1 dwbeoudtro tov
epYOrElV Kol TV 0el0TTOY, 0 QOPTOC EPYOCIOG KOL 1 YEOYPOAPIKY] €yyDTNTO EVO
Aemtopepeilg odnyieg yio v enilvom tov wpoPAnuatog eivor dabécipeg amd To TPOTO

TNAEQOVI LA Yio eEuTnpETNo).

Térapmn Kou tedevtaio Aettovpyiot aQopd TNV AVTOUOTOTOINGCT) TOL UAPKETIVYK O10TL TO
CRM mpocpépet Ty o tpde@atn TANPOQOPNCT CYETIKA LE TIG 0yOPUOTIKES GUVNHOELES
TOV TEAATOV 7OV givol Kpiowun Yoo TV emitevén OMOTEAEGUOTIKMOV EKGTPATEIDV
UAPKETIVYK, V1o TNV EMITEVEY GLVOVOGTIKNG TMANGTG O VILAPYOVTEG TEAATES KO Y10, TNV
TpocEyyon vémv meratadv. ‘Etol g emyygipnon umopel vo Kuplapynoel o€ po ayopd
TPV TOVG OVTAYWOVIOTEG TNG YVOPILoVTAG TIC TPOTIUNGELS TOV TEANTAOV KOl KATOVOMVTOG
KOADTEPO TIC AVAYKES TOVS TPOGPEPOVTAS ETCL LEYOADTEPN 0El0 GTOVG TEAATES GE OYEoM

LLE TOVG OVTOYOVICTEG TNG.

3.1.4 Ooéln

[ToAAég etanpieg oTpéPOVTOL TPOG TO CLGTNUOTA JLUYEIPIONG TOV TELATELAKDV GYECEDV
pe oKomd TNV KOAVTEPN KOTAVONGCT TMV OVOYKOV KOl TOV OTOITHCEDV TOV TEAUTOV
toug. Ot gpapuoyéc CRM emrpémovv otig etaipieg va éxovv mpdcPacn ce mAnbdpa
TANPOPOPLOY YOP® OO TOVE TEAATEG DOTE VO UTOPOVV IKOVOTOIGOLV KOADTEPO TIG
avdykes toug. O teEMKOG 6TOY0G ivar var 0VENCOVY GTO HEYIGTO TNV TEANTELOKY] TOVG
miotn. QoTOGO TPOKLATOLV OPKETA OPEAN omd T Ypnon Tov cvotmuatov CRM

(Kovpig, 2000):

v Avvotdtro ToydTePNG OVTOTOKPLONG OTIC OVAYKEG TOV TEAATOV 7oL 0dNyel oF

VYNAOTEPQ EMTESA 1KOVOTOINONG TOVG,.
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v AvEnpévn amddoon HECM TG OVTOUOTOTOINONG

v Babotepn yvdon tov TeElatdv

v Tlepiocdtepeg evkoaipieg yio Cross-Selling kon Up-Selling. Cross-Selling ovoudletat
N TOANGN TEPLOCOTEP®V amd Eva TPOIOVTI®V / LANPESIOV 6€ KAOe meldtn. Up-
Selling eivaw 1 enitevén TOARcE®V mOL Yivovtal oe LYNAOTEPEG TIUEG amd TOV
apYKO GTOYO.

v Avayvopion Tov To Kepdopopmv TEAUT®V Kol KoADTEPT ELTNPETNGN TOVG

v" Feedback and tovg katavolwtéc mov 0dnyei o€ PeATiopéva TPOIdVTO KoL VITNPEGIES

v TIpoypotonoinom amoTeleoUaTIKOTEPOL EEATOUKEVUEVOD HAPKETIVYK.

v ATOKTNON TANPOPOPLOV TTOV UTOPOLV VO, KOWVOTONOOOV GTOVG GUVEPYATEG TNG

enyeipnonge.

Ta cvotqpota CRM mposeépouvv otn Pertioon TV AEITOVPYLOV LG ETLYEIPTONG KoL
™ dvvaTdtnTa Vo €xEl M enyeipnon mpdoPacn Kot va avoAVEL TANPOPOPIES Yoo TNV
QYOPOOTIKT] GUUTEPLPOPE TOV TEAATOV GLYVE o mpaypatikd ypovo. Ola ta
TOPOTAV® £XOVV G OMOTEAECUO TN Hokpoypdvio emituyio péoa omd Pabitepeg kot
otevotepeg oyéoelg pe tovg meldteg (Kotorov, 2003). Evdektikéc emidploelg mov
&youv emonuoviel ooppova pe (Agrawal, 2003-2004) eivan ov €&nc. H mpmn
enidpaon apopd to ko6aot. [To cuykekpiuéva HeldVEL TO0 KOGTOG amOKTNONG OAAL Kot
10 K60TOG e€uINPETNONG TV TEAatdV. Emtiong peuwvetot 1o k6GTOG TOANGEDV OAAL
Kot 0 ypdvog e&ummpétnong. Avtifeta gvioyDeEL TNV KAVOTOINGT TOV TEAATOV, TO
€0000. VO TEALATY, TO OVTOY®VIOTIKO TAEOVEKTNUO Kol TNV €midpacn g Ayng
TOPAYYEMAV, TOV £600MV Kol TNG dPACTNPLOTNTAG TOV TNAEQPOVIKOD KEVIPOL GTNV
anddoon Tov ToAncemv. Ot (Zoltners Simba & Zoltners, 2001) emonpaivovv ot
eKTOG amd Ta k6ot To cvotiuate CRM emdpodv kol oV €pyacio TV TOANTOV

OALG KO TOV ATOUMY TOL OITOTELOVV TNV O10IKNOT) TOV TOANCEDV.

e enimedo oloiknomng ot Aesttovpyieg mov mpoopépel éva cvotnuae CRM egivar ot

axorovec:

v Avagopd kot TpoPAeyT TOANGEDVY
v Avagopd TV dpactnplotiTev TN SHVAUNG TOV TOANTOV
v ZOHyKpLoT TOV OTOTEAESUATOV UE TIG TPOPAEYELC

V' Zyedloo10¢ Kot S101KNoN TOV TEPLOYDV TOANGNS
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v" Beltimon ng porg epyaciog Kol Tmv dladikaoudy
v AvaAvon TpoypopdTOV HAPKETIVYK KOl TOANCEDV VA oyopd, Teployn, TPoiov,

TOTO TEAATT), TIUNG KO KOVOALOD O10VOUNG.

Xg eninedo toAN ta cvotiuata CRM Bektidvouv v amotelecpatikdtato oAAd Kot
TNV amod0TIKOTNTA TOV duvapKoh TwAncewv tng etopiag. [ to mpdTO PéPOg ™G
BeAtimon TG amOTEAEGUOTIKOTNTOS TOV TOANTH TPOKVATEL KUPIOS amd TNV KA xp1Hon
™G TANPoeoOpNoNG amd Pdoeig dedOPEVEOV TOL APOPOLY TOV TEANTN 1 TO TPOIOV
EMUIPEMOVTOG TN YPNYOPOTEPN ANYN OMOPACE®MV Kol KOADTEPT KOTAVOUY TV
OpPACTNPOTATOV TOAGEOV HETOEL TV ToANT®v. [Ma 1o d0gdTeEpO  pHEPOC NG
ATOS0TIKOTNTOG EMLTVYYAVETOL LEGM TNG ALTOUOTOTOINONG Kol E0TIALEL OE TPELS TOUELC.

Xy dwyeipion xpovov, GTNV OpyAvVOGCT KOl GTNV EXLKOV®VI.

Ye eminedo TOANTN ol Agrtovpyieg mov mpooeépel €va cvotnuae CRM egivar ot

aKOAoVOEC:

v Awygipion Aoyaplacpudv teAatdv

v Awygipion emapmv

v AvvoTOTNTO NAEKTPOVIK®V TAPOVGIAGEDV

v Eloayoyn mapayyeMdv

v "EAeyyoc amobeudtmv

v Avagopd kot éheyyo eE6dwv

v TTopayeyf Ypamtdv avopopdv

v TIpocPact o1o d1adikTvo

V' Afym exnaidevong

v Aviyvevon toinocemv ot eninedo meAdtn

v Avtopotonoinot oxedinv Kot TPaKTIKOV TOANGCTC
v ATGvinom o€ EPOTAGELS TEAATAOV CYETIKG L€ TO TPOIOV

v TIpdoPacn 6NV ETLEPNUATIKY ELPVTN
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Televtaio evoTTa Yoo 0TO TO KEPAAOLO GTO TANIGLO TG BE®PNTIKNAG OVACKOTNONG —
Bhoypaeiag eivar n enidpacn oo CRM o1 yvdon g etoipiog Yo Tov TeEAITN 0AAY
Kol otV Kavomoinon tov and v mievpd g emyeipnone. Ev cvvtopio ot evotnteg
7oL eidape o€ avTO T0 KEPAAoo givol. Oplopdg Kot YapUKINPIGTIKA EVOC GLUGTHUOTOC
CRM, ta otddio avamtuéng tov, To GLOTATIKA TOV, Ol PAcIKEC Agrtovpyieg, TOVG

SLAPOPOVG TOTTOVG, KOl TAL OQEAT TOVL.

H dvvatdmta va éxel o emiyeipnon pio. OAOKANPOUEVT Kol GOPT EKOVO Y10 TOLG
TeEAITEG TNG Elvan amapoitnTn Yoo v EQGPAAIGEL OTL TOL GOOTA dEdOUEVO PTAVOVY OTIG
OMOTES EMYEPNUATIKEG AEITOVPYIEG KOl 6TO 6MATO YpOVo Yo va fondncovv 6to mmg Ha
Swpopembel n emaen pe tovg meddteg e, H yvdon mov €xet o emyeipnon yuo Tovg
meAdTeg NG Wopel va mpoépbel amd TOAAEG TNYEC Kou o€ TOAAES popeés. Mmopel va
oLYKeVTPOEL NAEKTPOVIKA GTO ONUELD0 TOANONG LEG® TNG TPOCMOTIKNG ETAPNG 1) UTOPET
Vo TPOKVYEL amd TV avaivon s Baong dedopévev otny omoia Ppickoviol T0 16TOPKO
CUVOAAOYDV TOV TEAATOV, ONUOYPAPIKE GToLyEln, TIOTOTIKEG AETTOUEPELES, oTOLYEID
ayop®v Kot GAAa. T'o TV KoAOTEPN TEPLYPUPY] TOV TANPOPOPLOV TOL ¥PELAOVTOL Ot

EMUYELPNOELG Yo TOV TEAGTN VITapyovv €9Td dlaotdcelg (Phil & Doug, 2004).:

v' Tt ayopdler o meldtng ko OG0 cvyve ayopalel. IIpoidvio Kol LVINPEGisg moLv
ayopdlel 0 TELATNG, cLYVOTNTA OYOPAc, TPOGHET YOPAKTNPIOTIKA, Service

v Tog anopoocilel o meddtng Tt 0o ayopdoset. Awadikacio Ayng ano@icewy, dapKeLo
KOKAOL Mym¢ amopdcemv, TANpopopieg Tov ypeldleTol o TELATNG Yo VO TAPEL TNV
amoOPaoT oyopdg

v' Thati ayopdlet o meldng. Baoikd kpuipia yio t Ayn ano@doemv Ommg 1 T, 1
eENOVLULD, 1 ¥PNOLOTNTO KOl YUYOAOYIKOL TOPAYOVTES OV EVOEXOUEVMG TTailovV
poLo.

v Tlog ayopdler o meddtng. Ilown kavilio emdéyel o meAdINg Yoo TV ayopd
TPOIOVIMV KoL TL EMAPEG ATATOVVTOL Y10 TNV oyopd.

v Tloieg givar o1 cuvOnKeg otV TpocmKA (oN Tov TeldTn. O1KOVOUIKY KATAGTOOoT,
EVOEYOUEVES TPOTEPOLATNTES TOV TEAATN Kol PN ON TPOTOVTOC.

v Tlowot e€mtepikoi mopdyovieg Toilovy poro. YTTAPYOLGEC TAGEIG GTOV GLYKEKPIUEVO

KAGOo  Prounyaviog Omwg  yuwoo  mapdderypo  Outsourcing, mapdyovieg g
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Hokpootwkovopiog mov emnpedlovv Tov meAdtn, pvBuiotikol Tapdyovieg mov £yovv
EMIOPALOT GTNV AYOPOGTIKY TOV GUUTEPLPOPEL

v' Tt €idovg ocvvarhoyéc embopei o meldng uetd v moinorn. IMow kavdaiio
EMKOWVOVIOG TPOTIHd, Tt €100VG VITOSTHPIEN YPEBLETON O TEAATNG Kol TOGO GLYVA

EMGTPEPETAL TO TTPOIOV 1) GTEAVETAL Y10 EMOOPO®ON.

OpyoavdvovTag Ko XPNOLUOTOLOVTIOS OLTHYV TNV TANPOPOPNOT| Ol ETLXEPNOELS UTOPOVV
va avamtHEOLV Kot oxeddcovy KaAvtepa poidvta kol vanpeciec. Ot epapuroyég g
Oloyelplong TEAATEWIKDOV GYECEMV EMTPEMOVY KOl OLEVKOADVOLV TIC ETLXEPNOELS VO
OVOADOVV TNV OYOPOOTIKY] GUUTEPIPOPE TOV TEAATOV UECO OO TIG GLVOAAAYEG TTOL
yivovtol HEGM SUPOPETIKMV KAVAALDV Kol onueimv eTaeng pe to meddtn. H ovolaotikn
Spopd epeaviletal oTig EMYEPNGELS e TN HeyoldTepN avartuén epappoymv CRM ot
omoieg etvar o mBovo va elvol mo eE0IKEIMUEVEG e TNV SLKEIPLon TV dEdOUEVDV
0G0 KOTA TNV EvapEn 0G0 Kol GTNV STPNoT KOl TOV TEPUOTIGUO TMOV TEANTELNKOV

oyxéoenv (Reinartz Krafft & Hoyer, 2004).

Ot gpappoyég CRM emttpénovv 6T0 Tpoc®RIKO IOV EPYETUL GE EMAPN LLE TOV TEANTY VO,
Kataypdeovy Yoo kGBe cuVOAAAYT) OAEC TIG GYETIKEC TANPOPOPIEC. TN GLVEXELN Ol
mnpoeopieg mov  Egovv  kataypoeesl, emeepydlovror KOl HETATPEMOVTOL  OF
TAnpoedpnon N omoio glvar SabEoiun yo kaBe perrovrikny ypron. Ot emyelpnoelg
eMioNg UmopohV Vo YPNOUOTO0HV TNV TANPOPOPNON YL TOV TEAAT OOCTE VO
ONUovPyYoLV 1O TPOPIA TOL TEAATN Ko va avaryvepilovv Tig avaykeg tov. Extdg and
NV emidpacn otnv TANPOEOPNOoN TOL TEANTN €MNPEAlOLY KOl TNV KOVOTOINGT TOL
weAdTN Yoo TOVAdoTOV dvo Adyovs. Ilpdtov ot epoppoyés CRM emrpémovv tnv
nopoyn eEEWIKEVUEVOV TPOGPOPDOVY o€ emimedo KAOe meddtn. Or eEeldkevpéves aTég
TPOGPOPES AVEAVOLV TNV TOLOTNTA TV TPOIOVI®V KOl TOV VINPECIOV OO TNV ONTIKN
TOV TEAATN Kot ETEWON 1 OVTIANTTH TOLOTNTA OMOTEAEL EVOV CIUOVTIKO TPOGOIOPIGTIKO
TAPAYOVTA TNG KAVOTTOINoNG YiveTtal apécmg avTIANTTd OTL ol €Qapproyég emnpedlovv
dueco v wavomoinon tov. Agdtepov ot gpapuoyéc CRM emitpémovv 1t ocvveynm
owyeipion TV AOYOPlOCUOV TV TEANTOV Kot NV dueon eSummpétnon  tov

TOPAYYEMAOV Kol TOV (NTNUATOV TOL TELATT.
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3.2 Tomwor CRM

Youpovo pe tovg (Chaudhury & Kuiboer, 2002) vmdpyovv técoepig tomot
ovotnudtwov CRM. To Emyeipnowaxd (Business CRM), to Avaivtikdé (Analytical
CRM), 1o Xvvepyatikd (Collaborative CRM) kot Agttovpywkd (Operational CRM).

[Mapaxdto akorovBel avaivtikn avagopd 6to Kabéva.

210 GLYKEKPIUEVO TOTO GUGTILLOTOG TO SEGOUEVA Y10 TOVG TEAATEG GLAAEYOVTAL OO TOL
olapopo onueio EmaENg HE TOV TEAAT OMWG TNAEQPOVIKE KEVTIPO, (AE MAEKTPOVIKO
TayVOpoEio, SlodikTVO, EMOPEG TOANTOV Kot GAAa. Ot TANpoopiec avTég VoTEPQ
amoOnKevLOVTOL KOl OPYAVAOVOVTOL GE a fAcT) ded0UEVEDV OV givar dtaféotiun e OAovg
TOVC YPNOTEC TOL EPYOvVIOL OE EMOPN He TOov meAdrtn. Emiong 1o emiyeipnoiloxo
Emyepnookd CRM givon to tpuMqpo wov givor vrevbovo yio v emKovovia. e TOVg
TEAATEG KOl HEC® OVTOV TPUYUOTOTOOVVTOL OAEC Ol CLUVOAAAYEG HeTalD TEANTN Ko
owovolkng povadoc. Evolloktikd to emyeipnowwkdé CRM 0o pmopovoe va
YOPOKTNPLOTEL KO G TO KEVTIPO OALA Kou M dlayeipion tov enmoedv. Eva cbotnua
Olayeiplong emap®v UTopel va TapEXEL OLOKANPOUEVT KO OVOAVTIKT TANPOPOPNGT| TOV
agopd v kdBe emagn pe tovg meldtec. ‘Eva tomikd emyeipnolaxkdé CRM umopel va

nepthopPavet T1g eENg dSpacTNPLOTNTES:

v Awgyeipion tov toicsov
v Ymnpeoieg mpog mehdtn

V' Avtoporonoinon Mapketvyk

Téhog vo onuelwBel 6TL o1 dpacTNPOTNTEG AVTEG UTOPOVV VO YOPAKTNPIGTOVY KOl (G
dpacmpromreg CRM mpadg ypapung (Front Office CRM). YmoompiCovtor and tnv
Omapén omv emyeipnon evog kEVIPOL KANCEWV TO Omoio omoterel éva amd Ta
Bacwotepa epyoreio TV eTyElpNoE®V Yia TNV 0pO1 Kol OTOTEAEGLOTIKY] EMKOWVOVIN

L€ TOVG TTEAATEG,.
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210V 0e0TEPO TOTO GLGTNUATOS TOL OEOOUEVO TTOV Elval amOONKEVOUEV GTNV KEVIPIKN
Baon emapadv ovolvovtal pe okomd vo onuovpyndodv to TPoeil TV TEAATOV, Vi
AVOYVOPLGTOVV Ol OYOPACTIKES TOLG GLVIOELES, va dlamioTmbel To eninedo wKavomoinong
Kat va vrootnpyBel n tunpatonoinon tov telatdv. Ot mAnpopopieg Tov TPOKHTTOLV
and avtdév tov tomo CRM Bonbovv v avdmtuén tov KoatdAANAov oTpatnyikodv
HAPKETIVYK Ko TpodBnomg, otnv mpoceopd TV TPOIOVI®MV KOl VANPECUDY OV
Toptdlovv KOADTEPO GTO. 0yopaoTikKd TPoeil Twv medatdv. To avaivtikdé CRM 6Oa
umopovoe va yapaktnplotel Ko og mapacknviakdé CRM (Back Office CRM). TTapéyst
olo ekelva to epyodreio mpog 1o emyelpnolakd CRM vy avdivon g cuumeplpopag
TOV TEANTOV 0AAE KOl TNV OVOADGT TOV AEITOVPYLOV TNG enyeipnong oc kéBe eminedo
Otav oVt GLVOAAAGGETOL (e TOVG TTeEAdTEG TNG. Zoppwva pe tov (Koopdto, 2004) ot
Aertovpyieg Tov avoivtikod CRM dwokpivovior Kupiog o€ T€00EPIS EVOTNTES Ol OMOLES

elvar ot e€Ne.

v Avaldoelg mov apopodv Tig TmANncelg (anddoon g ayopdc, Tpodmoloylopovg yio

KGOe meAAT, avAAVoT ££00MV KO OVTOY OVIGLOV)

V' AvolDoElC OV a@OPOodV TO UAPKETIVYK  (amOdOTIKOTNTA TOV EKCTPUTEIDV

TPOMONONGC, AVTOTOKPION GE KOUTAVIEG LAPKETIVYK)

v AVOADGELG TOV VINPEGIOV TOL TOPEYEL 1] EXLYEIPNOT 6TOVG TEAGTES (AVOADCELS TMV

OLTNUATOV Y10 VINPECIEG KO YPOVOILOYPELLLOTOL)

V' Tevikég avoldoEeLg

Movtéro Avaivtikon CRM

H xdpua Aettovpyia tov poviédov tov avaivtikod CRM eivor va mapéyst OAn v
AmOLTOVEVT] YVAOOT TOL Ypeldletor otovg mehdtes. OAn avt 1 yvodon anewoviletal o€
pa e€icmon. To ovuykekpévo povtéro €xel cav otdyo va owénbet n evausntomoinon
Kot 1 avTiAnym g OOVOUNG TOV €YEL TO GLYKEKPEVO HOVIEAO TOGO GTOLG pdvatlep

0G0 KoL VO TOPEYEL TNV KATAAANAN kabodnynon otovg mpoundevtéc tov CRM dote va

28



Metamtuxtakn AtatplBy Anuntplog KwtooyAou

avortHEOVV TIG KATAAANAEG AVGELS Yo TV KoAvTepn e&umnpétnon tov medatdv (Mark

Xu & John Walton, 2005) .

Who
(Profiling)

An Analytical CRM for Customer
Knowledge Acquisition

Internal
(Existing)

Existing Customer
segmentation

Existing Customer
behaviour pattern

Loyal, defect to; defect from Satisfaction and loyalty

Strategic important
customers

Retention and defection
pattern

How

Demographical
segmentation
Prospective customers

(Pattern)

Defecting pattern to
competitors
Defecting pattern from

New customers acquisition competitors

Customer pattern loyal to
competitors

External
(Prospects)

Ewova 1: Eficmon Avaivtikov CRM yuo tqv péyietn ikavoroinen tov

TEAUATOV

H pebBodoroyio mov ypnoipomotel eivor ta dedopéva to. omoio GLAAEYOVTOL GE Lo

Kevipwkn Paon avoidovior péco amd pio GEPE  deopwv  gpyoieiov Yo va

oNuovpyNBovV Ta TPOPIA TOV TELATOV OTWS Y10 TAPAOELYLLOL Ol CLUTEPLPOPES TOVG , TO

eninedo avomoinong katl v vrootNpién mov Ba wpénet va mapéyetar. OAeg avTtég ot

TANPOQOPieS Kol Ol YVOCES 7OV omokTOnkav péoa omd to ovoivtikdé CRM 6Oa

Bonbnoovv oty avértuén TV KoTIANAwV otpotnyikov pdapketivyk (Mark Xu &

John Walton, 2005).
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TéNog yuoo TNV KOADTEPN KATOVONOT TOL GUYKEKPIUEVOL HOVTEAOL Topatifovior €51
Baoikég epappoyéc mov 1o amaptiCovv. H avdivon noincewv, n aviivon Tov Tpoeii
TOV TEAATOV, 1 OVAAVGT KOUTOVIOV, T aVAALGN TIOTOTNTAS, 1| AVAALGN TNG EMAPNG

TV TELATOV Kot 1 ovdAvon Tov képdovg (Sean Kelly, 2000)

Avélvon IHolncewv

H oavélvon moMoeswv mapéxet  avilvon o€ JQOPETIKEG  OlOCTAGELS
couneprrappavopévev tov toincemy. o cvykekpyéva Tov TOANcEOV ovi Tpoidv,
TNV KOTNYOplomoinon npoidvtmv 1 opdda Tpoidvimv, TV TOANGE®Y aVE TEPLOYN, TOV

TOANCEDV OV ETOYN KOL TIG TOANGELS LE PAOT TAL ONUOYPOPIKA GTOLYEID TOV TEAATOV.

Avaivon Ipooeik ITelatdv

H ovykekpyévn epoppoyn emrpémel otov opyoviopd vo owaympilet ) pélo tov
TEMOTAOV OE OTOUIKOVS TEAATEG OAAG Kol TOAAG KPS TUAUOTO TTOV OTOTEAOVV TO

oOVOAO .

Avdéivon Koumovidv

H avdivon tov koaumovidv mopéyel T OuvatoOTNTo VO HITOPOVV VO GTOXEDOLV UE
axpifelo otovg TMEAATEG HECH OLAPOPOV EKCTPATEIMV KOl TPOMONTIKAOV EVEPYELDV

dtvovtog TV kavdtTTa TG avAALGNG TOV SEOOUEVMV TOV TEAATOV.

Avaivon Ietotnrog

‘Tomg M To oNUAVTIKN EPAPLOYN TOL HOVTELOL TOV avoivTtikod CRM eivar 1 avdivon
moToT TS TOV TEAoTOV. O AdYyog mov TV KabioTd o omd TG MO ONUOVTIKES
epapproyés eivon ylori amotedel v kepdo@opio TG KABE OKOVOUIKNG HOVASOS HECH

NG 0POGimoNg oL delyvoVV Ol TEAATEG LEGH QVTMV.
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Avaivon Eraenc Ielatohv

H dgvtepn mio onpoviikn epoppoyn tov Analytics CRM eivar 1 avélvon emogng
TEAATOV 1 OAMOG M emkowvmvio pe toug meldtec. Me avtdv tov Tpdmo ot meAdTeg
AAANAETIOPOVV LE OPYOVICUOVS HE O1dpOpovS TPOTOVS Kot pésa. Mepukol amd avtovg
TOVG TPOTOVG efvar var EeKvolv gpMTNOELS, VO KAVOLV TOPATOVa, VO SLOTVTAOVOLV
npocpopéc, vo. divovv feedback, va ovagépovv o@diuata kot TELOG Vo KAVOLV

TPOTAGELS Y10 PEATIOCEL,.

Avaivon Képdoug

Televtoio kot mo onuovtikd givor 1 avalvon képdove. e kdabe emyeipnon etvan
Lot onpaociog va mpocsdtoplotel N Kepdoopia Yoo var umopécel vo. Kaboplotel M
TIpwoAdynon, va yopnynbodv exntdoelg, va datebodv OA0L Ol amopaitnTn TOPOL TOV
ypealovtal e TEAIKO OKOMO VO UTOPECEL Vo oplotel M ekdotote otpatnykn. H
EKAOTOTE GTPUTNYIKN OV Oa op1oTel amd TNV emtyeipnon Oa amo@EPEL Kot T KATAAANAL

AmOTEAECLATOL.

Yoppova pe tovg Bempnrikovg Kracklauer kot Mills ta ocvvepyotiké CRM
(Collaborative CRM) egivon ocvotiuote to omoio, €ivol EVOOUOATOUEVA GE €va. VPO
QAGLO JOOIKOCI®DV TNG EMYEIPNONG HE OTAOTEPO CKOMO VO LILAPYEL OGO UEYOADTEPT
YIVETOL OVTOTOKPIOT OTOVG TEAATEG GE OAN TNV aALGIda Tov €Podlacpoy. Mmopel va
eumepléyovral péca gpyoddtec, mpounbevtég kol ovvepyateg (Mark Xu & John
Walton, 2005). Tl ovykekpiuévo to ovvepyatikd6 CRM  aoyoleitar pe tov
GLUYYXPOVIGHO KOlU TNV EVOOUATOON TOV OAANAETOPACE®V TOV TEAATOV KOl TOV
SPOopOV UECHOV EMKOWMVIOG TOV TEAATOV OT®MG TO TNAEPOVO, TO MNAEKTPOVIKO
TaYVOPOUELD, TO PAE KAT e GKOTO TN GUVEMN KOl GUGTILOTIKY OVOPOPA TWV TEAUTMOV.
Boowm 10éa etvar 1 avénomn kot n Pertioon ¢ dtutpnong kot g ehevbepiog Tov
nedoTdv. 1o cvuvepyotikd CRM gumdékovtor dtdpopa TUAHATO EVOG 0PYAVIGHOD OTIMG
elvat o1 TOANGCELS, TO HAPKETIVYK, TO OIKOVOUIKO Kot ot vanpeciec. Telkdg okomdg sivot

popdlovror TAnpopopieg HETOED TOV TEAATMV Yo VO, LTopel vor YIvVeL To Katavontd ot
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OTOTAOELS TOV TEAAT®V. Ot TANPOPOPIEG AVAPOPIKA [E TNV TIUN EVOS GUYKEKPUEVOD
TPoidvTog oL 0pilovTal TNV Ayopd OO TOLG TEAATES UTOPOVV Vo, LETAPEPHOVY GTOV
OKOVOUIKO TUNHO €TGL OGTE VO ONUIOLPYNO0VYV  oTpaTNYIKEG Yo, Vo TAPLAEOVY TO
KOGTOG TOL TTPOIOVTOG LE TOPOLOL0 TPOTOVTO GTNV 0lyopd Kot 6TO TEAOG TNG OVAALGNG VOl
(QEPOVY €VO OIKOVOUIKA TTPOCITO KOl OOd0TIKO TTPoidv o1V oyopd 3 Ano ™V GAAN
pepd vmapyel évag peydrog kivovvog v 1o ovvepyotikd CRM, éxer ovvoebel
OTOKAELOTIKA pe TNV TeYVOloyion mov oyetiletar pe T dlepyasio g COLAANYTG,
amoOKELOTG KAl VAAVGNG TOV TANPOPOPLDOV TOV KAOE TELATN OYETIKA e OAEC EKEIVEG
TIG OMOPOITNTEG YVMDOES OV TOPEYOVTOL GTOV EKACTOTE ALOVOTMANTY HE GKOTO Vo
avtomokpivovtor kol vo PBpiokovtor Kovid 660 7o TOAD YIVOVTOL OTIG OTOMIKES

anmartioels tov kabe meldn (Cuthbertson R. & Messenger S, 2008).

Lead Management
Account and Contact Management <
Customer Engagement &
. . Customer Activity and Visit Planning
Partner Channel Management 3 nt and tor nsight
2 &e‘\ng
& $
%
» eCRM
2.
A
(S &
Si \\’:‘2&
Sales Collaboration 8 te
: o @ Customer Feedbacks
Mobile Sales ¢ : :
Customer Analytics
Collaborative Opportunity and Pipeline Management ¢\

Ewéva 2: Ta&vopnon Xovepyatikov CRM

e YeVIKEG YPappES To ouvepyatikd CRM éyet dvo mhevpéc. H o mievpd givor to

PEvatCHeEVT OAANAETOPACE®DY KO 1) OEVTEPT TAELPE TO PAVATEUEVT KOVOAM®DV

? https://www.managementstudyguide.com/collaborative-crm.htm
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To pavotluevt v oAANAeTdpdoemV acyoieitot pe ToV oyedtocud TG Sodkaciog Tng
EMKOVOVIOG LEGO GE VAV OPYOVIGUO KOL LE TNV TEPOLTEP® EVIGYVLOT TNG EMKOWVAOVING
petacy tovg. To ovykekpyévo KovaAl emkowvoviag eEaptdton Kupiowg amd v
TPOTIUNCT TOV TEANTAOV Y0 TOV TPOTO HE TOV Omoio emkowvwvoLvv. o mwapdostypa
opwopévol TEAATEG TPOTIHOVV VO EMKOWOVOLV HECH TOL THAEPOVOL KOl TOL
NAEKTPOVIKOV TOYLOPOLEIOL AOY® TNG HEYOAVTEPNS AveoNg N U dlafecIUOTNTAS AOY®
EMewyng ypovov. Emumdémv pepwkol amd avutovg mpotipwovv va €xovv  (oviovn
NAEKTPOVIKY] cvuvavinon 1 cvvdvinon péca omd 1 Pondeia tov dradiktdov Yoo vo
HEWOGOLY TOV ¥PpOVo Ta&dov Kot TV EAAElYM YpOVOL OTMG KOl TNV EMIKOWVMOVIN GE
TPAYUATIKO XPOVO KAVOVTOS GUVEIPLACELS GTO YPOPEID TPOYLOTOTOIDVTAS GUVOAALYEC.
Téhog vmhpyer o pikpn pepido TEAATMOV OV EMUEVOLV TIG VANPECIEC UEC® TOL
TpoKTOpeEion O10TL GLYVA N EMKOW®VIO Yivovtal TPOGMTO e TPOCHOTO Kol UE OVTOV

TPOTO BEPOLV OTL EIVAL TTO OMOTEAEGLATIKOG KOl OTOPAGIOTIKOG

To pévatlpevt kovolModv £pYETOl VO CUUTANPMOOCEL £va UEPOG TOVL TPOTYOVLEVOL
pévatluevt. Metd v ovOALGN KOU €QOPUOYN TOL HEGOL OAANAEmidpacng eivar
onNUavTiKO vo BeATimBel M 10Y0C TOV KAVOA®DV HEGH TOV OTOIMV GAANAETIOPOVV Ol
neddtes. To epyareio mov épyetor vo cuopPdrer oe avtd eivor m ypnon tov o
TPOCPUTOV  TE(VOAOYIKOV gpyoieimv mov BOa pmopovoav va Peitidoovv v
aAANAETiOpOaoN TOV KOVOALDV HETAED TOVG. Méca amd Tig TEXVOAOYIKEG KovoTopies Oa
Umopovce vo. yivel MO €OKOAN KOl O OMOTEAEGUATIKN 1M E€MKOW@Vio HeETA) TV
TEAATOV HE TETOO0 TPOTO oL Oo pmopovoape pe €OKOAO TPOTMO VO GLAAEYOOLV

ONUOVTIKES TANPOPOPIES.

Téhog 10 ocvvepyatikd CRM amoptiCetor and pepikd TAEOVEKTHUATO TOV TO KAVOULV
e&loov onuovtikd Onmg kot ta AL dvo €ion poviédwv CRM. To avoivtikdé CRM ko

, , , , 4,
10 Aettovpyikd CRM.. Ta mheovektnpoto eivorl To TopaKiTo -

¢ Bektidvel Tic oAANAETIOPACELS TV TEAATMV GE OO TO KAVAALQL

% Meldvel T0 KOGTOG VINPEGING YPNOLOTOIOVTOG TO OAdIKTVO 1M TIG GLVEPYOTIOG
LEG® TOV O1AOIKTHOV

& Xvuyypovilel Ta dedopEva TEAUTAOV PE TO TNAEPOVIKO KEVIPO Y10 VO ETLTPATOVV Ol

OAANAETIOPACELG TOAATADY KOVOALDV

* http://techonestop.com/what-is-collaborative-crm-strategy
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2N oNUEPVI EMOYN LE TNV EUGAVION KOl TNV EVOOUATMOT TOV KOWOVIKOV SIKTO®V
010 TepIfaiiov tov enyepnoemv o CRM éyet pa dAAN evkaipio yio va avamtuyOet
Kot va eonuepnoet. H dta-dpactikdtnra kot 1 SuvototTTo avATTUENG GYEGEDV LLE TOVG
neAdteg pe T Pondeln TV pEGCOV KOwmVKNG Oktvmong kabiotovv 1o CRM to
kataAAnAotepo péco (Hennig - Thurau et al., 2010). Ta péoa KOWOVIKNG SIKTOHOONG
&youv yivelr éva medio yia emevdvoelg oto kowvwvikd CRM to omoio evdtapépel Tig
emyepnoelg avayvopilovtog 01t amotedel po pébodo yw T Swtrpnon otabepidv
oyéoewv pe Toug mehdteg tovg (Trainor, 2012). O (Greenberg, 2010, 66.414) opilet T0
Kowovikd CRM o¢ o «prioco@io Kot o ETLYEPNUOTIKN GTPATNYIKT TOL Voot pilet
amd évo CLOTNUO KOl Mol TEYVOAOYIOL OYXEOICUEVT) VO OEGUEVEL TOV TEAATN OE [
ouvepyatiky OAANAEmidpacn mov moapéxel  apoPaio  emweeieic ofio o éva
emyelpnuoTikd mepPdidov dtapdvetog kot aglomotiogy. Av Oa PAémape TO KOWWOVIKO
CRM g éva cvomuo otig €160d0v¢ Ba meprapfdvovtol o ypdvog TV TEAATOV, M
emoeglomra, N eumepio, To oxOAlN, Ol OmMOYES KOl Ol TPOGOOKIEG TOLG Oamd TNV
emyeipnon ta mwpoidvta Kot T LANPEGieg TG, XTIS ££0d0vVG Ba eixe cvumepnedel ta
OPEAT HE TNV HOPON TPOVOLL®V, OLLPNUICTIKAOV TANPOPOPIOV KOl EKGTPOTEUDV,
YapNAOTEPO KOGTOG KOl GLVOEOUEVN To10TNTO. TPoidvtwv kot vrnpeowwv (Wagner,
Eggert & Lindemann, 2010). Kafd¢ ta dropa e&aptdvior OAO Kot TEPIGEOTEPO OO TAL
HECO KOWMVIKNG OIKTO®MONG Yoo TN JSWTpnon S oxeons He Tovg @ilovg Kot
CLUHOONTEG TOVG TOPAAANAN OOTEAOVY Kot €va Ttedio Yo po TAN0dpa TANPOPOPLOY

OV TPOKVATOLV OO TIG AAANAETOPAGELS LLE TIG EMLYELPNGELG.

O meldteg OMOG EMIIOKOVY TNV OAANAETIOPAOT LLE TOVG YVAOGTOVG £TGL UE TN GEPA
TOVG OVOUEVOLY Kot TNV OAANAETIOpaoT amd Toug avOpdmovg g entyeipnong. Ot tomot
KOl 01 KOTnyopieg TV OAANAETIOpAoE®V gival pun vroAoyioiueg KabmG Ol EXLYEIPNOELS
€I0GYOVV VEEC TEYVIKEG KOL OLVATOTNTEG Y10 VO KOTUYPAWOLV TETOEC TANPOPOPIES
(Trainor, 2012). IAuepo ot TEAGTEG €YOVV Yivel 1010UTEPO EVEPYOL KOl SNULOLPYOVV
npocbetn afla omv emyeipnon (Hennig - Thurau et al, 2010). Ou meldtec
GUUUETEYOVV TMPO. GTOVS OPYOVICLOVG KOl TIG EMXEPNOCELS LE TOIKIAOVG TPOTOVS OTMG
TO YPAYO OYoM®v o€ 10TOCEAdEC UEYPL TNV ouv-avamtuén mpoioviwv. [To
GUYKEKPIUEVOL Ol TEANTEG GULUUETEYOLV HECH TAOV KOWOVIKOV HEGOV  HAlIKNG
EVNUEPMONG HE OKOTO VO HOPACTOVV EUTEIPIEG UETAED TOVG, EMIKOLVOVIGOLV WE TIG

VINPEGIES TV TEAUTAOV Kol aKOUN VO ELOPEANO0VV OO TIG TPOSPOPES KOt AVTALOPBES.
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Emumhéov opiopévol meAdTEC GULUUETEXOLV  GTH  GLV-ONUIOVPYID TPOIOVIOV Kot
vanpeowwv (Kumar et al., 2010). Ot gpgvvntég toviovv 0Tt 1 ¥PNOT TOL KOWVMVIKOD
CRM divel ™ dvvatdotnTa Yoo ETNPEACHO TOV TEANTN pe otabepr] amddoorn kabmg
TEPLGGOTEPT OEGUEVOT OTIC OAANAEMOPACELS KOL GTNV  OVTOAAXYYT] TANPOPOPLUDV
hapfavel yopa péca amd ovtés tig epapuoyég (Agnihotri, Rapp, Kothandaraman &
Singh, 2012). H eotioon ot oyéoelg pue tovg merdteg PooileTol 6T0 GLYKPITIKO
TAEOVEKTNLO, TNG EMLXEIPNONG VO d1aTnpel IKAVOTOINUEVOLG TEAATEG TOV KOADTTOVV TIG
avayKeg toug puéco omd apotfaior weélun oyxéon ocvvorrayng (Coltman, 2007). Ot
emyepnoelg pécsm tov Kotvavikod CRM avarthcoovv v motdTnTo Kot TV TocOTNTo
TOV OAANAETIOPAGE®V HE TOVG TEAATEG TOVG, TOVS TPOUNODEVTES KOl TOVS GUVEPYUTES
ToVG, Tpombohy ™ ENuN kAl T cvvolkr miotn oto brand tng etaupiog ko téAOC
mopoatnpeital o woyvupn cvoyxétion petaéd kowvovikov CRM kot dwarhpnon tov

noMav Tteratov (Buzzeto — More, 2013).

To xowvoviké CRM emkevipmdvetolr otnv OECUELGT TOV TEAATN UEGO OO Mo Olo-
OpacTikn oyéon pe avtog kabmg evBappvuVOVTOL VO GLV-OMUIOVPYICOVY TO HAPKETIVYK
™G emyEipnNoNg Ko akOUN KoL T0 TPOceEPOUEVE TTpoidvTa TG entyeipnong (Rodriguez,
Peterson & Krishnan, 2012). H teyvoloyio TV HECOV KOWOVIKNG SIKTOMGNG £YO0VV
LETATOTIGEL TOVG TEAATES amd TAONTIKOVS OMOOEKTEG TG EMKOVMVING TOV UAPKETIVYK
oe eEapeTIKA evepyohs Kot etaipovg Yo va dnuovpyndei oio (Baird & Parasnis,
2011). Amopaitnt mpobmdbeomn yio TV EmTUYNUEVT €QAPUOYH TOV Kowvwvikovb CRM
amotelel M edpaiwon MG OYXECNG TPOCOVOTOMGUEVIC OTOV TEANTN ONAGON Lo
euocopio g emyeipnong mov divel Eueacn otn OlTNPNCN TOV TEAATAV, GTNV
motdéTTa mov dsiyvel katl otig apolfaieg kepdoeopeg oyéoelg (Coltman, 2007). Ou
TEPLOGOTEPEG EPEVVEC TPOTEIVOLV GYETIKEG TEYVOAOYIES TTOL LITOPOVV VO BEATIOGOVY TNV
amOO00N OALAL Ol TEPIGGOTEPOL KUTOANYOUV GTO GUUTEPAGHO OTL 1| TANPNG AVATTLEN
TOV SLVOTOTNTOV TOV TeYvoroyidv CRM cmdvia ypnoyomoodvton (Reinartz, Krafft
& Hoyer, 2004). I'o mapdderypo épgvvo katédelse 0Tt povo to 30% Ttov opyavicpdv
nov ypnoponotovy CRM pnopovv va Bedtidoovy v amoddoon tovg (Chang, Park &
Chaiy, 2010).
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Tehevtaio kot Kopudc omd ta Técoepa uépn tov givar to Aettovpyikdé CRM. To
Aertovpywkd CRM  meprhappdaverl teyvoroyieg Paciopéveg oty doyeipion S1001KOGIOV
o€ 018popeg Asttovpyieg evOg opyaviGoD Kot emiong divel Kot 1taitepr EUEOCT) Kot OTIG

QVTOUATOTOINUEVEG emyElpnoTikég dadikacieg (Alavi Shirin et al., 2012).

To Aertovpykd CRM eotidlet og tpeig Asttovpyiec. To avTOHATOTOMNUEVO HAPKETIVYK,

’ , ’ r. 5
TNV GVTOUOTOTOINON TOV TOANGEMV, TNV AVTOLOTOTOINGT TV LANPECLOV .

Avtoportomomuévo MapkeTvyk

Xe ouTV TNV KATNyopio. TO OUTOUOTOMONUEVO WAPKETIVYK ETIKEVIPAOVETOL OTIG
AVTOMOTOTTOMNIEVES dladikacieg mov €yovv AQueon oyéon  pe to popketvyk. H
dwdkacio otnv cuykekpluévn katnyopio oyetileton pe v dwoyeipton g KOUTAVIOGC.
H xapravia mepihapfdver ™ ypnon owenulopevov yuoo Tn xpnon TANPOQOpLOV
ovyKkekpipévoy melatav. Oleg avtég ol TAnpopopiec Tovg fonda va mpocdiopicovv, va
avOAOGOLV KOl VO avamTOEOVY SIAPOPES HOPPEG EMIKOWVAOVIOG TOV GTOYEVOVV GTNV

KOADTEPT] IKOVOTOINGT TOV OVOYKMV TOL TEAATT).

AvTtopoToToincn Tov TOANCEMV

To xAewdi Yoo éva TETO0 GUOTNUO, OEV EMKEVIPAOVETAL UOVO OTNV OVTIUETOTION TOV
OVOYKAOV KoL OTOLTHCEDV TOV VIAPYOVI®V TEAATMOV ALY elval évo oNUAVTIKO epyoieio
v Vv amoktnon Kot vémv. H dtadwkacio mov opiletar o avt ) Agttovpyia Eekvaet
Ao TNV O1VOUT] GTNV TOPOYMYTN KOl KATAANYOLV GE TPOOTTIKEG IKOVOTOINONG TEAUTMV.
2 GLVEYELD O OVTITPOCOTOG TOANGEWV TPOoTafel vo TaPEL KATOEG EMLYELPNUOTIKES
dpactnpoteg amd TG Sadkooieg pe TEMKO oKOTO Vo Yivel 1| CLUP®VIO KoL VoL
¢pBouv ta KEPOM o€ o opyoveTiky povéda. Ot cupPaAlopevol 6e avTV TN dtdtkacio

elval AmOKAEIGTIKA 1) OLLAO0 TTOATCEWV TOL £PYETAL GE EXIKOIVMOVIN LLE TNV OPYAVOOT).

> http://crm.walkme.com/operational-crm-extensive-overview/
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Avtoportonoinon Yanpeoiwmv

O oVTOUATIGHOC T® VANPECIOV OCYOAEITOL KLPI®G HE TN JloKEpIon T®V LANPECUDV
evog opyaviopov. Mo ovykekpipuévo divel Epeacn pHe TIG TPOYUATIKEG EMOUPES TOV
TEAATOV OGS Y10 TOPASELYUO TO SUPNUOTIKO TOYLOPOLEID, Ol AUECES TWANGELS, TO
TNAEQOVIKA KEVIPO, TO OlodiKTLO, TOL GLGTHUATO GCLYKEVIPMOONG Oedopévav, Ta
otoAOYla ko GAAa. H Pdon dedopévmv mov yivetal yia kdbe Eexwplotd meddrn eivor ot
YVOOTY| Kol ®G "loTOPKO TEAATOV" Kol apyoTepa VoTEPA amd £YKplon UmopovV vo
ypnoworomBovv. Térog kdBe vmdAiniog g emyeipnong pmopel va €xel erehOepm
TPOGPCT 0 AVTEG TIG TANPOPOPIES 01 Omoies dIvouV o KAADTEPT EIKOVA GTIG OVAYKES

KOl OTTOLTIOELS TOV TEAATMV.

/" Collaborative CRM \
E-Mail
Internet Call Center

Face-to-face

, contact ,
AN A

. -

" Operative CRM

Marketing Sales Service
automation automation automation

' I A A
\

[ Data analysis J

\".

/~ Analytical CRM

Customer database

Y R .. Y,

Ewova 4: Apyxttektovikp MovtéAwv CRM
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3.3 e-CRM

Mo ovykexppéva 10 e-CRM opiletor ¢ pia SodKTLOKY TPOGEYYIOT Yo TOV
GLYYPOVIGUO TOV GYECEMV HE TOVG TEANTES UECH TOV KOVOMOV ETIKOWVOVIOG KOl TOV
emyepnolakav Asttovpyldv. To e-CRM gmitpémel v NAEKTPOVIKN ANYT TOPAYYEADV
Kol umopel va ypnowomomBel yio ™ onpovpyion TPOoEiA TV TEAATOV, Yoo TNV
TPOocPOPA €EATOMKEVUEVNG €ELTNPETNONG KOl OVTOUATOTTOMNUEVN Tapoy] Pondetac.
‘Epevva tov (Xu & Walton, 2005) mov éywve og gikoot tpounevtég cvotnuatov CRM
€0e1Ee 0Tl oyxedov O0ha ta. CRM cvotiuoto mapeiyov emyelpnolokéc Aettovpyieg pe
TUTTIKG CLGTHIOTO JLAYEIPIONG EMAPDV KOl EQAPUOYES THAEPOVIK®OV KEVTpwv. To 40%
tov CRM cvotudtov mopsiye avolutikég AEITovpyieg mposOEPOVTAS YVAOOT Y10 TOV
weAdTN evod o€ avtiBeon to cuvepyatikd NTav dtabéotpo poévo and to 20% kabdg Ayeg
emyepnoelg elyov mpoywpnoelg oe eméktaon towv CRM ocvomudtov odote va
ocoumepthapovv epyalopévous Kol cuvepydtes. nuepa n moykdésuo ayopd tov CRM
TaPOLGALEL CLVEXDS 0VOOIKES TAGELS. 'Epeuva mov mpaypatomodnke and v etoipia
ovuPovrwv Forrester Research édeiée Ot ta é60600 CRM 6Oo avénbovv ce 73.8 $
dwoekatoppopre to 2007. H emoa avénon g ayopdg yw ™ Propunyavie CRM
npofrémeton va gtvar 10-15% ko avtd ogeidetar oty évtaln peydAmv eToupiodv oty
ayopd o6mwg  Microsoft. H EAAnvikn ayopd apyilel va coppadilel pe v maykdoo
apaypatikdéTnTa. O Babuog evnuépwong Kot yvaong eival VYNAOG Kot 1 ovoryKooTnTo
YL T ¥PNoNG Tov GLGTNHOTOG £xel avayvoplotel. Ot molveBvikég unTpikés etoupieg
evtdooovv TS tomikes Buyatpikés tovg oe CRM emevddoelg kal €govv 1on 0dnynoet
OpKETEC eMNVIKEG eTtoupleg o€ TopOpOLEg emiyelpnuatikés Avoelg (Adokog, 2002).
Youpwvo pe on-line épguva mov éywve to 2001 mpoPrémetan taydToTn avamtuén Tov
CRM oty EALGda. To 58% twv otedeydv emyeipnoev avépepay 6Tt Bempodv ToAD
OMUOVTIKO Yo TNV €myeipnomn tovg va eykotaotiost cvotnue. CRM. And v dAinv
peptd o mocootd Twv EAAnvikov Emyeipioemv mov 6iébetav kdmola spapuoyn CRM

Ntav HOALG 10 21%°.

® http://www.epr.qr/release/110059/
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3.4 CRM Kdépta EAéyyov (Balanced Scorecard - BSC)

Yotepa and avapopéc mov mpaypotomomdnkay and epevvntég ndveo oto CRM, E-CRM
ko Social CRM télog Oa yivel kat pio avagopd o€ vo opKeTa oNUAVTIKO EPYAAELD TOV
CRM v Kdépta EAéyyxov / Ieoppomnmuévn Kéapta EAéyyov. H coppommuévn kapta
e éyyov elvar  éva oLGTNUO  OTPOTNYIKOD oyedoopuol kot dlayeipiong  mov
YPTCULOTOIEITOL Y10l TNV 1COPPOTIO TOV EMYEPNUOATIKOV OPACTNPLOTHTOV LE TO PO
KOl TN OTPOTNYIKN TOL OpYovIGHoD, TN PEATIOON TOV £0OTEPIKOV KOl £EOTEPIKMV
EMKOIVOVIOV OAAG KOl TNV TOpoKOAOVONOT TNG OPYOVOTIKNG amdO0OoNG O GYECN UE
TOVG GTPOTNYIKOVG GTOYOVS TOV £XOVV 1e0ei’. Anovpynbnke amd toug Drs. Robert kot
Kaplan David Norton otig apyéc tov 1990 cav éva 6Ovolo PETP®V TOV JiVOuV GTOVG
manager’s o 16oppomnuévn Gmoyn TG opyaveTikng amoddoons. Ilepthapfavet
OIKOVOUIKA UETPO. TTOL OVOPEPOVY TO, OMOTEAEGUOTA TOV OPACEMY TOL E£XOLV MOM
avanefel. EmmAéwv cuoumAnpdvel To oKOVORIKA HETPOL LE ETLXEPNOLOKA HETPA Y10
TNV 1KOVOTOINGN TOV TEAATY, TIG €0MTEPIKES Oladikocieg Kol TG OpaocTnploTnTEG
Kowotopiog kot Bedtimong tov opyovicpov (Kaplan & Norton, 1992). Evdewrtikd 0
KapTo EAEYYOVL EMITPEMEL GTOLG MANAGErS vo. oLV TS EMYEPNOELS OO TECCEPIS

OLOPOPETIKEG TAEVPES / TPOOTTIKEG:

v Owovopkn: TIdg kortalovpe ToVG UETOXOVE

v' TIehdng: Twg ot meddreg pog PAEmovv

v Kovotopio: Mmopobue vo cuveyicovpe va BEATIOVOUAOTE Kol VO, SNILOVPYOVLE
aiec?

v Ecwtepikéc Enryeipnuatikéc Awdikaocieg: Ti mpénet vo eEghiEovpe?

Emnmiéov kdbe o omd T1g 1€60€plg TPOOTTIKEG GLV-VROAOYilovionl amd TEGOEPLG

napapéTpovg (Scherer, 2002).

v Ztoyor: Ti ypeidletan yioo vo. mETOYOVUE TOLC OTOYOLC UE OKOTO VO, YIVOLUE

EMTLYMUEVOL

7 www.balancedscoreca rd.org/BSC-Basics/About-the-Balanced-Scorecard/Defa
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v Merproeic: Totor Ba givar o1 Topdperpot mov Ha yperdlovot vo eival yvwotoi dote
va elLooTE ETTUYNUEVOL

v Opapo: Tt mocotikn aia Oa ypnowonomdei vy vo kobopiotei N emttvyio Tov
HETPOL

v TIpotofovrieg: Tt xpetdleTon va KAVOLLE Y10 VOL TETVYOVUE TOVG GTOYOVE HOG

Ot (Kim , Suh & Hwang, 2003) avédel&av peplkd OO TO TAEOVEKTNUOTO TNG
16opPOTNUEVIG KapTag EAEYYOL Omov 10 KaBioTobV €va e€onpetikd epyaieio yia v
afloldynon tov CRM. Evdeiktikd 1 kdpta eAEyyov a&loloyel v Kovomoinen Tov
meAOTOV 1 omoio eivor TOAD OMUOVTIKY Y TO MAEKTPOVIKO emtyelpeiv. Eivar éva
GUGTNUO TPOCAVOTOAICHEVO OTN Opdon OMnAadn mopakoAovBel kot PeATidvel TIC
emyelpnuotikég  emdooels.  Téhog m KApto  eAéyyov  etvar  éva  choTNuHa
TPOGAVATOACUEVO GTOV 0T0Y0. [l va a&lodoynBel n amotedecpatikétnta tov CRM e
GUVETN TPOTO £VAG TPOYPOUUATIGTHG UTOPEL VO EEETAGEL TOVG GTOYOLG 1| TOVS GTOYOVG

tov CRM.

Evo €xel amoderybel 6T1 n kapta eEAEYYoL glvon Eva 1oyvpd epyareio dtayeiptong yio
HETPMNOTM KO TN OOYEIPION TNG CLVOAIKNG ETOPIKNG OTPATNYIKNG 1 VAOTOINGM TOL
ocovnbog Oev Papaivel opketd ®ote ot odnyol tev emddcewv CRM va eivon
anotehecpaticoi  (Brewton, 2003)°%. Opopévol  ocvyypapeic €yovv  dnpOvVPYNCEL
OPIGUEVEC TTOPaALAYEG TTOV TTPOoGaprOLovV Tig petaPAntég o Eva mepiBdiiov CRM. ITo
ovykekpuévo o James Brewton npdedpog g etaupiag CRMetrix BAénet 611 | tpocOikn
Myov véov pétpov 0mmg 1 o&io Tov TEANTN, N SOTNPNON TOL TEAATN KOl 1) TPOOTTIKN
VE®V TEAATOV e£0KOAOLOEL va v elvan apket yuo va petagpdoet  otpotnyky CRM
OTIG eVEPYELES OV glvonl amapoaitnteg Yo TNV emruyia. Avtd mov ypetdleTon ivar éva
ocbonua péETpnone mov emkevipovetal £101ka oto CRM (Scorecard CRM) (Brewton,
2002)°.

8 http://www.destinationcrm.com/Articles/Web-Exclusives/Viewpoints/Maximizing-CRM-Success-
Through-Performance-Measurement-44429.aspx
% https://www.sas.com/en_us/insights.html
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3.5 Iotopia - Ewcaywyn Cloud CRM

H emoavdotaon tov Eekivnoe pe 10 Aoylopikd g povtédo vanpeoiag (SaaS — Software as
a Service). Xe avtd T0 HOVTELO O TPOUNOEVTNG TTAPEYEL GTOVG TEMKODES ¥PHOTEC Lol
TANPN COoVITA AOYIGUIKOV OV QPLAOEEVEITE OTIS EYKATACTAGELS TOL TOANTN. AvTOl Ot
tehkol ypnoteg ocvvnbmg dev ypetdlovior mpodcheto VAIKO 1| vTOdoUN €KTOC amd N
GLVOESIOTNTA OIKTOOL Kol Eva mpdypappa weptynong oto Internet ywo v extéieon
Tov gpapuoydv. Ot vanpeoiec nhektpovikod tayvdpopeiov mov Pacilovtor oto Web,
omo¢ Yo mopadetypo to Hotmail cuykataiéyovrar peta&d tov TpdTov Tapadsryudtony
tov SaaS. Qot060 T0 TANPES SVVAUIKO TOL HOVIEAOL TPOYUOTOTOONKE HOVO 0pOv
onpovpynnkay kot NPOav oIV EMPAVELD  OPYLITEKTOVIKEG e TOAAOVS KATOYOVG. LTO
CLYKEKPIUEVO 0VTO povTédo KaBe mehdtng (cuvnBmg pia emyeipnon) popdletan Tovg
VTOAOYIOTIKOVG TOPOLG OV TOPEXOVTAL OO EVOV TOPOYEN VINPEGLOV VITOSOYNG OALA
€xel EexmploTd Ko avopolo 0edopéva Katl PACELS KMAKA. AVTO EMTPENEL OTIS ETAPEIEG
va eEao@alMlovv evaichnteg emiyelpnuaTIKES TANPOQPOpieS axopa Kot O6tav 1 i
TAOTEOPLL EQUPUOYDV Ypnoilomoteitol amd dideg etaupeies. Emmlémv omolosdnmote
TeEAdTNG pmopel va TPOGOPUOGEL KOl VO TPOCHECEL EMMALEDV YOPOKTNPIOTIKA GTNV
EUGAVION TOL TNG EPAPLOYNG YWPIic va ennpedlel AALOVG ameldteg TOL popdlovTal Tov
00 olaxopotel ko PBhon dedopéveov. Mmopobv vo vAomomnmbodv véeg Aettovpyieg
eyKoOoTOVTOG TPOGONKEG TPITOL HEPOVS N YPAPOVTOG TPOGOPLOGUEVO KMOKO. XE
OPICUEVES TEPUTTAOCELS Ol TEAATEG UTOPOVV VO ONOVPYNOOVY HOVAOIKEG EKOOGELS TNG
EPOPLOYNG EVA YPNOLLOTOLOVV TOVS VIOAOYIoTIKOVG TOpovg kat ta APl mov mapéyet o
noAnts. H mpocéyyion avtn) sivar yvoot) kot ©¢ mhatedpua o¢ vanpecio (PaaS —
Platform as a Service). To ocvykekpipuévo HOVTELO Tapéyel oyd Ko gveléio Ko
emupénel emiong o1 €Toupieg YpNoTOV va £6Tdlovv otV KHpLL dPAGTNPLOTNTO TOVG
Kot Oyl va. erevovovV ¥pOvo Kot ¥PNLLOL GTNV KATAGKELT] VITOOOUMV TANPOPOPIKTS. TEAOC
vapyeL 1 vrodoun g vanpeoia (1aaS — Infrastructure as a Service) 1 onoio petaEépet
mv évvola oto emdpevo eminedo. [T cvykexkpéva e TPOcopoimon 0AOKANPOL TOL
hardware (diakopioty, omoOnkevon apyeimv, TEYOG TPOGTAGING, OVIIGTAOMOTEG
eoptiov, devbivoelg IP, swovikd diktva (VLAN) kot déopeg vawov) (Samajdar,
2014).

41



Metamtuxtakn AtatplBy Anuntplog KwtooyAou

Eniong vrdpyer to Cloud CRM. Ou vmnpecieg tov cloud yivetor oloéva kor mio
ONUOPIAEIG KO TPOGPEPOVY £VAV OKOVOUIKE amOd0TIKO TPOTO Yol TN GLYKEVIPMON
oAV TV dedouévev Tov otoyyeiov tov melatov. To Cloud Computing eivou
OTOLOONTTOTE LOPPY] KOWNG LANPECIOG VITOAOYIGTAOV GTNV ool £xel mpOSPacn HECH
tov dwdktvov (Gmail, Dropbox). Awdeopa cvotiuata Paciopéva oto Cloud CRM
elvar MOn Owbéoyo Kol EMTPEMOVV OTIG EMYEPNOCES vo. Exovv mpdcsPaoct, va
0PYOVAOVOLYV, VO OVOADOLY TANPOPOPIEC GYETIKA LE TOVG TEAATEG TOVG KO TIG TOANGELS
o710 d1adiktvo. To Cloud — hosted CRM Aoyiopikd 81€0k0ADVEL ETLONG TOV EVOOUATMON
dedopévey amd GAAeg TNYEC OGOV apKETEG GAAEC LANPECiEg eivol Kol OVTEG
Baocwopéveg o cloud (Queen’s Printer for Ontario, 2013). 'Eva dAlo epyaieio mov
otver meprocotepn a&io oto CRM eivar ) teyvoroyio JAVA. H cuykekpiuévn teyvoroyia
EMTPEMEL GTOVG YPNOTES LECOH GTNV ETALPIC VOL OOVAEVOVV OH SLOPOPETIKEG TOTOOEGTES
N okOpo Kol omd SPOPETIKES YEWYPAPIKEG TOmoDEsie OTIG omoieg VLRAPYEL M
duvatdTTo TG EPapUoYNS pésa amd to Internet. To mpocwmikd eEumnpétnong tehatdv
T0 0moi0 doVAEVEL 6NV TomoBEGiO TOL KAOE TELATN UTOPEL VO YPCILOTOMNGEL OAEC TIG
Aertovpyieg Khewd1d ywpic kavévay mepropiopd. TEtown wpoidovia meptiapupdvoov RTI’S
[potepardtnra [Meldt, ta omoia eivar JAVA — gvepyonompuéveg CRM epappoyéc ko
avamToxOnKav yuoo eToupieg He AOYIOHIKE TPOYPAUUOTO Ol OMOiEG TPOCPEPOLV
VIOGTNPIEN e VEES EKOOGELS KOl VNPEGTES 6TOVG TEAdTEG TOVG. Ot meAdTES Pmopovv va
TPpocOEGouy VEL YEYOVOTO, VO, KAVOLV OVOOKOTNGOT OTO TTPOSPOTH YEYOVOTO KOl VO

avo{ntioovy yia araviioels otig epotioels toug (Drucker, 2000).

Yuvvnléotepa CRM osvotiuaza mov wopéyoviar oo Cloud

Mepikd oo ta mo cvviong cloud yopoaktmpiotikd / Aertovpyieg mov €vidooovTaL Kot
napéyovtar oe cvotiuato CRM eivor ta €€ng. Tlpodtov givar o Awayeipiotg Enagpov
(Contact Manager), n Abvoun tov Avtopotomomuévov IMoincewv (Sales Force
Automation) kot to Kévtpo Enapav (Contact Center) (Radoslaw & Krzysztof, 2009).
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H wxvptotepn Aettovpyion avtod TOL YOPOKINPIOTIKOL €ivorl vo TopokoAovBel tovg
avOpOTOL Kol TIG OpacTNPOTNTEG TOVG. EE00VIKEVETOL GTOVS  OVTITPOCMITOVS
TOACEDV KOl VINPEGLOV Ol OO0l TPOYHOTOTOOVV ETAVIAAUPAVOUEVES EMOAPES LIE
neAdteg OTMG emMiong Kot e TPOGIOKMUEVOLS meldtec. H dnuovpyia evog drayeprom
enapav amoptiletor omd o facn dedopévmv n omoia Exel Ovoua Kot O1EvBOVGELS Kot
pécw Mg omoilag mPOYpPOUUOTIOVTOL TNAEQPOVNAUOTE, GULVOVTINGCELS 1 AMOTEG
vroypemcewv. O kdbe Sl EPIOTAS EMOPOV UTOPEL eMione va cuvOEsEL KABe yypaen
LLE TOL UNVOLLOTO NAEKTPOVIKOD Taryudpopeiov ko Eyypapa kewpévov. H ypnon tov Cloud
emekteivel TiE emyyepnoelg mépa and 1o ypageio. Oleg o1 amoutodpeveg Ppickovion 6To
GUVVEQO Kol TO pOvo mov ypetdlovtan givar m yprion tov Internet yia mpocPaocn. H
TpoOcPacn amopaKpLCHEVO, Umopel vo  yivel omovdNmOTE OTOV KOGHO Kot omd

omowndnTote cuokevn (Smartphone, Tablet).

To kévtpo ena®v elvar 10 kevipikd onpeio and to omoio dwyepilovtar OAEG Ol ETAPES
nedatov. To Kévipo emapadv meptlapPavel ta TMAEPOVIKG KEVIPO OAAL Kol GAA®V
TOMOV OO EVNUEPMTIKG OeATiOr MAEKTPOVIKGV Tayvopoueimv, tomobecieg Web kot
chats. Ta ovotjuota CRM ypnowomoiovv teyvoroyioa VOIP (Voice over Internet
Protocol) ywo mpaypatomoinon kat Afyn kAncewv. o mopdadetypo otav £vag Terdtg
AeQvel oV eToupian OAeg ol Bacikég TANPOPOPieS UTOPohV VO ELEOAVIGTOVV OTN
006vn tov vrmoAoywot| (Potoypapia, Xtoyeio Ieddtn, Znueivoeg). O ypnotg tov
CRM pumopet va del apécmg mo eivar 0 TeEAITNG Kol Vo AVGEL TuydV amopieg tov. Ot
SMEs (Small and Medium Enterprises) ypnotiponotovv tiépova Paciouéva oe Cloud
UTTOPOLV VO 00UV TAEOVEKTILOTA GE GYECT UE TIG ADGELS AAADV EYKOTACTACE®DY OTMG
YL TOPASELYLLO. YOUNAOTEPO AEITOVPYIKO KOGTOG, EVKOAOTEPT VAOTOINGTY|, CVTOUOTES
EVNUEPDOELS, EVOMOUATMUEVT] OTOKOTAGTOCT KOATACTPOP®V KOl EVOL KAHOKMOTO LOVTEAO

apoPNe g TPog TNV avATTLEN TOL TOPEYEL ELEMELN OTIG EMYEPNOELS.
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H Avtoparonoinon IoAncemv avtopatomolel OAEG TIG EMYEIPNUATIKEG EPYOUCIES TOV
TOAMGCEDV GUUTEPIAOUPOVOUEVOV TNG EMEEEPYOCING TOV TAPUYYEAIDY, TNV OVTOAANYN
TANPOPOPLOV, TNV TAPOKOAOVONOT TV TOpAyYEA®V, TN SLEIPIoN TOV GYECEDMY TOV
TEAATOV, TNV OVAAVON TOV TOANCEOV KoL TNV EKTiNoN amddoong tov epyalopévev. To
OUYKEKPIUEVO HOVTEAD EMITPEMEL GTOVG OVTITPOCMOTOVS TOANCEMV VO, GLVOLOVTOL UE
Tnpoeopieg ot omoieg evarloktikd Oo MTav d0okoho vo  cvykevipwbovv. H
EVOOUATOON OA®V TOV TUNUATOV OTMG TOACELS, LAPKETIVYK, TApAy®Yn eival Bactkég
ota TheovekTpata mov £xel vo ovadeitel to SFA péow tov Cloud. Téhog emedn ot
GvOpwTOl TOV TOANGEDY £XOVV TN OLVATOTNTA VO EVI|UEPOVOLV AUECO TO OEGOUEVOL OL

TPOTOPOVAIEG LAPKETIVYK KOl TOANGEDV LUITOPOVV VO, OVTOTOKPIVOVTOL TEPIGGOTEPO.

Tnuavtikéc truyéc acodhetoc kot tpokincewv CRM Cloud

Inuavtikd koppdtt tov Cloud CRM givar n avapopd cg mévte nTuyég aoaAeiog adid
KOl TPOKANCE®MV ZVyKekpiéva ovoilvovior mévie katnyopies. I[lpdsPacn oe Pdaon
dedopEVOV TTEAATMV, ACQOAT LETOPOPH TANPOPOPLOV GE OLO TOV KOGUO, Eumictocivn,

CIA TRIAD, Kivdvvog Acpdelag

Ol eumoTtevTIKEG TANPOPOPIEC TOV TEAATY UETAPEPOVTOL OTOV TAPOYO NG PAoNG
dedopévav tov cloud. Avtd mpaxtikd cOUPOVA LE TOV EAEYYO TPOSRUCIUOTNTIC HECH
TOV SLOOIKTVOV onpaivel peyodutepes duvatdtnteg TpdcPacng oe mapdvoun TpdcsPaon,
KaBmg o1 TANpoPopies TV TEAATOV cLVNOMOE amodnkedovIal 6TO GUVVEPO Yo, LEYOAO
YPOVIKO Oldotnuo o Kivouvog mpocsPaciuotntag sivor peyardtepoc. ‘Etor 1 Pdon
OEQOUEVMV GLVEXDS TPEMEL GUVEY DG VO KOAOVOEL TNV TOALTIKT AICPAAELOG KOL TEXVIKOV

(Krautheim, 2010).
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OMla ta dedopéva PETAED TOV ETALPIKOD SIKTHOL KO TOV TOPOHY MOV VINPECLOV TPETEL VO
nepdoovv amod to Internet. H emyeipnon npénet va PeParwbei 6t n fdon dedopévev tomv
TEAMTOV aKoAoVOEl ToTA TO TPmTOKOALO "Shttp" kot Ot To. aoPoAn dedopéva TOL
TPOYPAUUATOC TEPUYNOIS TPEMEL EMONG VO €Vl GLVEXMG KPLTTOYPAPNUEVO KO
avBevtikd (Wang, Rashid & Chuang, 2011). O kétoyog dedopévav £xel TANpn ELEYYO
G €£0VG1000TNOMNG TNG LETAPOPES OESOUEVMV.

H eumiotocivn petaéd tov entyelpiiocenv kKot tov vanpeoidv cloud vrootmpilel
GY£0T GLVEYELNG KOt OEGUEVONG CLUTEPIAUUPAVOUEVOL Kol TG OpYaveTIKNG doune. H
EUMIGTOCLVY] EMITVYYAVETOL OTOV 1 ENLXEIPNON €lval G€ ETOUOTNTO UE TOV TOPOYEQ
ovvvepov cloud kot va Eyel TV kavoTTa Vo petapépet Tig evbvveg tov. H onpocio tng
EUMGTOGVVNG OV gUminTEL POVO GTO OTASWO TNG GLVOAAAYNG TO omoio meplapPdvet
AEMTOUEPELEG OYETIKO LE VANPEGIES, Topayyerio, ayopd, TANPOWUY, LTOGTHPIEN
VINPECIOV OAAL KOL LE TO OTAOI0 UETE TNV GUVOAANYT) CTNV TPOKTIKY) TOV EYYVCEDV

KOl TNG EMOGTPOPNG TV xpnudtov (Shagrah, 2011).

INo vo pmopécel va kobiepwbei n mpootocic tov CRM Cloud omattovvton tpelg
amoitoels. Epmotevtikdmro, Axeparotnta, Awabecipdmra. H cuykekpipévn mopapioon
TOV TPLOV OVTOV YOPOKTNPLOTIKOV YPEELOVTAL Y10, TOVG £E0VGLO00TNEVOVG Y PTOTEC.
Avoivtikdtepa 1 Epmiotevtikomnra oyetileton pe 10 omdppnto, 0 omoGTOAENS KOl O
TopaAnTING TPémeL vo. potpalovtotl povo manpoopieg (Bishop, 2002). H Akepaidtnra
oyetiletar pe o ovoTua emaAnBsvong évavtt onotovdnmote €idovg anmAelag / {nuidg
OV TPOKANONKE Yoo oKOTHOLG N Un Adyovg. TTapdderypo TETo1wv CLUTEPIPOPDOV Elvar
evépyeleg amd pn €E0VGLOOOTNUEVA TPOGHOTO TOGO ECMTEPIKA OGO Kol EEMTEPIKE OAAA
kou and hackers (Ackerman et al., 2001). Téhoc 1 AvBevtikdnta oyetileton aueca pe

TIG TEYVIKEG AGPAAEING TOV GUGTNOTOS TOV EKTEAOVVTOL KATH TNV HETAPOPE OEO0UEVOV
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amd TV apyn HEXPL TO TEAOG TPOCTOOMVTOG VO JLOCPOAGTOVV TO OESOUEVO TTOV

Modnkav (Jessup & Valacich, 2008).

Mo mv xolvtepn Aertovpyio evog Cloud CRM vrdpyovv dvo tdHmol pnyovicpmv
aceareiag. O Tp®TOg UNYOVIGHOG ivol 1) AVATTUEN UNXAVIGHOD QUGIKNG OGPAAELNG Y10
elayrotomoinom Kvouvov. O de0TEPOG UNYOVIGUOS ival 1 GUAN OGPAAELN TPOGTUGIOG
TOL OOYOAEITOL UE TNV GULVO TOV GULGTNUATOS YO VO EVIGYLON TNV 1KAVOTNTO TG

acpaielog Tov entyepnoswv (Narzu, 2013).

Avoldovrac to mheovekthuoto tov Cloud CRM

Soumeptlopuavovtos TNy EVEOUATOGOT OTOLEIOV 0md TO GUGTNIO Kol TIC GYEGELS TOVG
UTOPOLV Vo TPOGOIOPIGTOVV OVO CMUOVTIKEG Kotnyopiec ot omoieg &ival Paocucol
napdyovteg yio vo, datvnwbel n avdivon tev mieovektnudtov tov Cloud CRM. H
TPOTN Kotnyopia EeKwvael amd T Sloyelpton TG KOUTAVIOS oty Kowvotopda, Tnv
AmOd0TIKOTNTO, OTNV OVTATOKPLIoT TOL TEAATN Kot TEAOC 610 {NTOOUEVO TTOV Elval GTO
TAEOVEKTNIO. OlopopoToinons.  Amd v GAANV pepld n Oe0TEPT Katnyopio EYel MG
agetnpio MV TPOSPacT 6T0 d1adIKTLO, OTIC PEATIOCELS TV EPYUCIMOV, TNV KOVOTOUIO
Kot akoAovBel 1o 1010 povomdTtt OT®MG Kot WPE TNV TPONYOLUEVI] Kotnyopio yio va
KatoAnéel oto mheovékTnuo  dapopomoinonc. MeydAng onpoociog elvar kot ot
ONUOVTIKEG CUVETEIEG TOV EVPNUATOV amd TAELPAG Tapoywv vranpeoidv tov Cloud
CRM mov oyetiovtar pe v dayeipion kapmaviog kot e gvupeiag mpocfacns tov
SLOIKTVOV UTOPOVY €VKOA GE PEYEAO Babud va TovieTouv Kot vo Tpowbnbovv. Amd
™mv peptd tov ypnotdv tov CRM Cloud npémet va do0ei peydn mpocoyr eGv 6komdg
elvar vo  emrevyfel €va  emtuynuévo mAeovéEKTNUA  dtopopomoinong, Peitimon
SlEPYACLDV, KOUVOTOMIOC, OMOTEAECUATIKOTNTOG KOl avTAmOKPIoNG Tov tehatdv (James

et al., 2014).
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4. Ewayoyn Aoytopik@v CRM Méoa amé tnv Bon0swa
Awypoppatmv

4.1 XHykpon Aoyicukdv CRM  (Matrix Diagram)

4.1.1 Ewayoyn ota Software CRM

Salesforce

[6p0Onke 1o 1999 and npdmv Oracle Executive. To Salesforce givatr to vovpepo éva
Aoylopko wdAnong vanpectwv CRM oto emyeipnuoatikd owoocvotnua. H mAateopua
Salesforce CRM, amoxaieitonr aAlmg ko Sales Cloud, eivatl o mpoopopd SaaS mov
EMUIPENEL OTIC OUAOEC TMOANGEMV VO EVTOTMICOVY TOVG TEAdTEG KOl v KAgicovv
TePLocOTEPEG TPOGPOPES. Ymapyovv 3 dwpedv onuaviikég avapoduicelg kabe ypdvo.
Emiong ot meldteg tov avépyovior mave omd 150.000 pe mdvo oand 30 ypaosio

ToyKooumg Kot pe tposmmikd 19.000 droua.

O pvOuodg amedevBépwong tov Salesforce Tov véwv Aettovpyudv Btel Evav pvOBud mov
glvat dVGKOAO Y10 TOVG GAAOVG TOANTEG Vo Tanpta&ovy. Ot TPOGEATEG EMEVOVCELS TNG
omv Lightning, 6nwg to Lightning for Outlook, cuveyilovv va peyolovovv
ypnotikotnta. Tov Salesforce, kaOMOG kAl vo emnpedoovy BETIKA TNV TOPAYOYIKOTNTA
TOV XPNOTAOV OGOV aPopA TN GLALOYT dEOOUEVOV Kat TOV Xpovo TdAinons. H mpdceatn
e€ayopd ™ Demandware and tv Salesforce emekteivel TIg TPocPOPEG TS MOTE VL
cuumePAAPEL po TAATQOPO NAEKTPOVIKOD eumopiov, n omoia deiyvel Pedtimon tng
AertovpykdTNTOG Ko TNV Kabotd aviayoviotikotepn Evavtt e Oracle kot g SAP, ot
omoieg &yovv ko eumopikés mpoopopéc. H Evoopdtwon g e&ayopdg SteelBrick
npombel mepattépm T Aettovpykdtnta g otov yopo CPQ (Nucleus Research q97 -
Salesforce Acquires Demandware). H Salesforce cvveyiler va divel onuocioc ot

AertovpykdTNTA NG OTOV TOUED TNG OLTOUOTONOINGNG TOV TOANCEOV UE TIC
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dvvatotteg tov Sales Cloud Einstein, Tov dtayopiopd svkoplav, Ty tpofieyn Kot 1o

oloxAnpouévo CPQ

Amo v amoymn g Asrtovpyikotnroc, 1 Salesforce dev dtabétel va cCLYKEVIPMOTIKO
xoptoPLAdKlo (0nwg to ERP kot to HCM) mov éyouvv ot aviaywviotég 6mmg 1 Oracle, n
Microsoft kot 1 SAP, yeyovog mov pmopel vo KOTOOTNOEL AYOTEPO EAKVOTIKN Yio
LEYAAES ETOUPELES e TOAAESG aVAYKES AOYIGHIKOD oL avalntodv éva cuoTNLLe One - Stop
TOANT Kataotudtov. Tapd Tig cuveyeilg TpoondOelés g oXETIKA e TO AEITOLPYIKO
PETOMO, TO OavtayovioTikd mAcovéktnua e Salesforce eivon m evypnotio kot m

o TIKOTNTO, OTOTE 0 TOANTNG UTOPEL Vo Aeimel amd Aeitovpyieg oe TOUEIS OTMG M

dweipion g mepLoyne.

Zoho CRM

[6pvOnke to 1996, N etapeio dArhale 10 Ovopd ¢ amd to AdventNet to 2009 xou
apyoe va eotiblel oty SaaS Ymnpeoiec. To Zoho eivan o covita epoppoydv yuo
EMYEPNOELS TOV TPOCSPEPOVY TEPIGGOTEPEG amd 30 epapUoYES Yia T Stayeipion ™G
emyeipnong tovc. Eivon dwbéopo povo oto cloud ko ot epappoyéc eivor mANpog
EVOOUATOUEVEG KOl QIAMKEG TPpog To Kivntd. O myétng oto Aoyopkd cOVVEQO
EMKEVIPAOVEL TOV TTPpoVTOAOYIoUd Kupiwg oe épya R&D ko empével oto yeyovag Ot
TOPAUEVOLY 1OIOTIKA KABMG 0ev LILAPYOVV EMEVOLTEG Vo eumAékoviat. Ot ¥pfoTEC TOL

etvar Tave amd 15.000.000 pe 6 ypageia ko pe 3.500 gpyotikd dvvopiko.

To Zoho CRM dtokiveitor ¢ TAATQOPLO TOV UTOPEL VO XPNOIULOTOMGEL 0 KaBEvag Ko
oxeddv Ohot pmopohv va avtéEOoVV OKOVOMIKG Kot KAvel KoAn O0vAEld ©T0 va
VIEPEXOVTOC 6€ OTEG TIG Teployés. To SalesInbox - pe ™ Aettovpyia drag-and-drop,
ot Tikn ddtaén kot ™ Asrtovpyion mopakolovHONoNG AmOKPIONG, EMITPENEL GTOVG

ypnotes va opilovv vrevBuuioelg ko va Aappdvovy edonomcels. Anotelel Tapadetypo
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g déopevong ™G Zoho va emeKTEIVEL TN ¥PNOTIKOTNTO GTOVG YPTOTEG TNG GTO UEYIGTO
duvvatd Pabud. Adym g evypnotiog Tov To Zoho umopel va 00MYNGEL GE GNUOVTIKA
KEPON TOPAYWYIKOTNTAS YIOL TOVS XPNOTEG TOL 1010iTEPA Y10 TOLG TOANTEG. To Zoho
CRM eivar dwpedv yia £mg Ko 0éko xpoTeg Kot papproyés onwg to Saleslnbox sivon

dwpedv yro cuvopountég Enterprise.

To Zoho CRM rtovilel emiong t1c duvatodtnTeg Evomoinong Kot mpocsapuoyns. To Zoho
EVOOUOTOVEL EKOTOVTAOES EQPAPUOYEG TPITOV KATOUOKELOOTMOV GUUTEPIAAUPOVOUEV®V
tov Google Apps, Office 365, Zoho Apps, emektdoelg TPITOV 1 EVOOUUTMOUEVEG
EPOPULOYEG KOl EMTPENEL GTOVS YPNOTEG VO ONUOLPYOVV TPOGOUPUOCUEVES AELTOVPYIES
CRM mépa amod tig 15 tumomoinpuéveg evOTNTEG TOV GLVOOEVOVTAL Y10 TNV KAALYT TV
HOVOOIKAOV — EMYEPNUATIKOV avoykov tovs. H  dvvatdémmra g Saleslnbox va
evoopatmbetl pe 1o Salesforce divel emiong 61OV TOANTH OVIOY®OVICTIKO TAEOVEKTNLLO
KaOde évog pkpog topéag Tov mehatdv g Salesforce pmopet vo evoopatwbel oto
Zoho &emeldn TPOCPEPEL IO O OWKOVOULKA OOO0TIK ADom Kot €xel PEATIOOEL TIg
Aertovpyikég Tov dvvardtntec. [apdra avtd, 1o Zoho CRM mpocspépet ) péyiotm aia
v pukpég Kot pecaieg emyepnoelg (SMB)  6mov 1 ypnotikdTNTa Kot T0 KOGTOG €lvat

TPOTOPYIKES OVIOLYIES.

[Mopd 116 TpdSPaTEG PEATIOGEIS GTIG AEITOVPYIKES dOLVOTOTNTES TOL Zoho OV GLVEBAAY
otV kivnon tov péca oto Matrix, to Zoho eEaxorovdel va otepeitar v Aettovpyikdv
IKOVOTNTOV GE OPWOUEVOV a0 TOUG UEYOADTEPOLS AVINYMVIOTEG TG mov o g
enéTpenay vo. avtomokpldel oTIg amoutnoEl TV UEYAA®V EmMEPNoE®V KOODS Ot
TEPLOCOTEPOL OO TOVG CNUAVTIKOTEPOVS TOPAYOVTIES VINPYAV €0M KO Y10, TOAD KOpoO

o€ TAOTQOPLLES.

SugarCRM

To SugarCRM eivon pa dtadwiktvokn epapupoyn CRM dwbéoun o€ open source N o€
eumopikn ékdoon. Ta povrépvo mepipdAiov Bonbd 1660 TOLG VTOAANAOVS OGO KO TOVG
TEAATEG VO EUTAOKOVV KOADTEPO Kol TEPAAUPAVEL €TioNG MO EQOPUOYN Yot KIVNTAL.

Apywd Kuklopopnoe ¢ avolkty mnyn, to SugarCRM dev evnuepdvel miéov tnv
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ékdoomn ¢ kowdtNnTag Oomd TV KukAoeopia tng ékdoong 7 aArd eEokoiovbel va

Bpiokete vO T HOPEN avoLyTNG TNYNG OTtg To vTiger.

To SugarCRM ywpileton oe téooepig exdooelg: Community, Professional, Enterprise
ko Ultimate. Avtr 1 Aon givar dwoBéoiun oto d1adikTvo 1 610 YdPo pe duvatdmTo
TOPOAUETPOTOINONG KO Yo TIG OVO €kd0oelS. Xpnowonoteitar whve ard 1.500.000

xpNnoteg og 12 ydpeg pe mao and 350 vraliiovg Ko ivar S1abécipo og 26 YAOGOES.

To SugarCRM tomobeteitan otV ayopd ¢ mpocappoctun, doucntiky, KotvotOHog
mhateoppa. To SugarCRM mpoceépel 10 Pactkd ovvoro Asttovpyidryv CRM oAld ot
ocvveyelg emevovoelg ot Pertioon g yxpnotikdTNTag TG Abong Exovv emTayvvel TNV
p6odo tov SugarCRM oto Matrix Value. Ot mpdooateg Peitidoelg e SugarCRM
oV gloay®yn dedopévev 6mwe Vv gloaywyn tov Sugar Intelligence to onoio Bonda
TOUG TOANTEG VoL dDGOLV  TPOTEPALOTNTO OTIG TPOOMTIKEG VYNANG o&iag, o
AELITOLPYIKOTNTO TOV NUEPOLOYIOV HETAPOPAS Kot amdppyn¢ kot To Tpdcheto Addoptify
glvan pepka amd ta Tpoceato Prpota yio Ty avénon mg xpnotikdtntog g Avong. H
ovvdeon e 1o diktvo cloud g IBM ftav pa otpatnykn kivnon ywo ) Sugar o161t
eméktewve ) 01eBvn epPédeto g etanpeiog Kot TG £000E TAEOVEKTNUA G Propumyavieg
LE aVOTNPOVS KAVOVIGUOVS, OT®G 1 VYEIOVOULKN TEPIBaAYM KOl Ol YPMUATOTIOTMOTIKEG

vrnpeoies. To SugarCRM éxet emiong oyetikd xapuniod KOGTOg 1010KTNGloC.

Mopd 116 Pertidoelg To SugarCRM e€axorovbel va epgaviCetor yopnAotepa 6To PAGHA
AertovpywdTog omd 0Tl pepkol amd Tovg avtayoviotés tov. llpoceéper Pacucég
dvvatotreg CRM otov topéa 1oV HAPKETIVYK, TOV TOANCEDY, TOV VINPECLOV KOl TNG
vrootNPENG, NG OAOKANPMOONG Kol TNG OlayeElpong, NG Topoy®yKOTNTOS, TOV
OEJOUEVMV KOl TOV avVOAVGE®VY, OAAG deV dLoBETEL TIg duVATOTNTES TOV KAGDOL KoL TN
Babid Aertovpywdtro oe toueic omwg n CPQ, oto tetaptnuéplo tov nystdv. Ot
Bektidoelg 61N AELITOLPYIKOTNTO TOVL Kvntov Mrov éva amopoitmto Pruo yoo va

TOPOAUEIVEL OVTOYOVIGTIKY).
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Sage CRM

O Sage eivatl yvoot1dg Kupimg o¢ TaPoY0g AOYIGUIKOD AOYIGTIKOV GOVVEQOV, OAAN gival
emiong mapoyoc Avoewv CRM, diayeipiong enyepnolokmv toépwv (ERP) ko Avoewv
emyepnuotikng eveuiog. To Sage CRM dwtifetan o dvo ekddoelg, to Sage CRM
Cloud Professional ka1 to Sage CRM On-Premise kot €101kebeTon oty ayopd puKpov

Kol pecoiov enyelpnoewv (SMB)

To Sage CRM egivatl éva mpoidv mov amevbivetol Kupimg 6€ UIKPOUESAIES EMLYEPTNOELS
omov M olokAnpwon pe 1o Sage ERP amotelel facikd mapdyovta dwupoponoinone. To
Sage CRM dwnBéter duvatdTNTeG OAOKANPOONG KOl OPKETN AELTOLPYIKOTNTA YO VL

KOVOTIOIEL OYETIKE KO TIG TTO GUVOETEG OMOLTIGELS TWV YPTOTOV.

H Sage emevovel 1o peyaddtepo pnépog g avamtuéng tov tpoidvtog 6to Aoyiouikd ERP
Kot oev €xel oapn yxdptn mopeiog yioo to CRM. H Sage 0a pmopodoe vo katafdiet
KOADTEPO £PYO TOPOYNG KIVITPWV GE OGOVG OV glyav TPoHTAPYOVGH GYEON e TNV Sage
pécw og omd TIg TPooeopés ¢ va. emevovoovy oto Sage CRM. Ocov agopd
xpnotikoTa, N enaen pe to Sage CRM avtikatontpilel v EAAenyn enevédcemV TOL
Sage oto mPoldv o€ GOYKPLON HE TIC OGAAEG TPOCEOPES TOV KOL OTEPEITOL TNG

SoHN TIKOTNTOS OPIGUEVOV OVTAYDOVIGTMV TOL.

Infor CRM

To Infor CRM 06100£t€1 Acttovpyiec HAPKETIVYK, TOANGE®V KOl VINPECIOV KOl OTOTEAEL
pépog tg ocovitag Customer Experience (CX) poli pe 1o Infor CPQ (dtopudpemon
Tiuomv), Infor MRM (Swyeipion mopwv yuoo v epmopia), Infor Omni-Channel
Marketing, Infor Interaction Advisor, xot Infor CLM (Swayeipion wdxiov Cong

ovpPoiaiev).
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Ocov agopd t Aertovpywotnro 1o Infor CRM €xet viobetnoel o cuykekpluévn
Blopnyovikn mpocEyylon HE TS POunyovikéG TOV GCOVITEC AMOITOVTOS EAGYLOTN
TPOcApPUOY Yo TS kéBeteg vanpesieg mov eumnpetel. To Infor CRM emkevipdveTon
eniong omv gvkoMa evompdtowong pe ta back office cvotiuata, pe 1o gvoldpeEGO
Aoyopko Intelligent Open Network Infor ION yioo mAat@oOppec 610 COUVVEQPO ©€
gykotaotdoels kKot vppwoikd. To Infor CX Suite mpooeépel 1oyvpn AettovpykdTnTO
pdpketivyk pe 1o gpyaieio dwyeiptong kapmdvieg Omni-Channel, to omoio emitpénet
GTOVG EUTOPOVS VO, EVOPYNOTPMGOVY TIG TEAUTENKES JAOPOUEG GE Eva VPV PAGLLOL
kavolov eved 1 Enterprise Marketing Suite vmootnpiler to oyedoacpd Kor tov
TPOVTOAOYIGUO EKOTPOTELOV Kol ToKTIKOV. Ocov apopd tnv ypnotikotra, to Infor
CRM ovyypoviCetar pe to Outlook xar to Gmail, étor dote ov ypnoteg va €yovv

npocPacn oto CRM ywpig va agnvovy ta inbox toug.

To Infor CRM éyetl oyetikd vynAn Aettovpykodtnto aArd o emoeeindel and Evav
coQESTEPO  XOpTN TOpEiag yw avamTuEn Kou omd  €vav  mo  cOviopo  pulud
amelev0EPOONG Yo TIG AEITOVPYIKEG EEMEEIC OTIC TOANGCELG KO TIG OLVOTOTNTEG TOV.
[Mopdro mov ot duvatdTNTEG TOL OKOGLOTNUATOS Oev AELOAOYOVVTOL MG HEPOG TNG
AertovpykdTTOG Yoo ovtO To Matrix  €va owoocvotnuo Bo weelncel ™ Béon kot TV
avtiinyn ¢ Infor omv ayopd cloud mopéyoviag tavTOYpOVO OTOVE TEAATEG

COPECTEPES EMAOYEC AELTOVPYIKOTNTOG.

Microsoft CRM

H Momn Microsoft Dynamics CRM ¢ Microsoft Corporation givar pépog tng covitog
poioviwv Microsoft Dynamics 365 kot dwobétel vanpecieg UAPKETIVYK, TOACEDV,
VIANPESIOV, TEdiMV Kol Kowvwvikng Aettovpyiag (Nucleus Research q127 - n Microsoft

avakowmvel to Dynamics 365).
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Ocov apopd ™ Aertovpyikdtnra 1o Microsoft Dynamics CRM eivar pio omd Tig mo
Aertovpykég mAateoppes CRM yuo emyeipnoelg kabe peyébovg mov e&umnpetodv
pecoieg kol HEYOAES EMYEPNOELS OAALL KOl OE OVTIOYOVICTIKO ONUElo TILOV Yo
ppdtepovg opyaviopovs. H Microsoft €xet onueidost onpoviikn mpdodo otnv
avantuén tov Baocwkov ovvatotntov CRM aflomoidvtog mopdAAnio 1o €vpOTEPO
YOPTOPLAGKIO TG Microsoft Yo va TNV KOTOGTHOEL EMKEPUANG OVTOYMVIGTH EVOVTL TV
Oracle kot Salesforce. Ot engvdvoelg ¢ Microsoft oe PonOntikd mpoidvia Omwg ot
dvvatodtteg PowerBI ko unyavikng pdnong péow tng Microsoft Azure mpocOétovv

o1 AELITOLPYIKOTNTA TNG.

Tnv avoitn 2016 ovumepilopPfoavouévng g kabodnyovpevne TAONYNONG TOV
OIKTLOK®MV TUADV KOl TOV VE®V JUVOTOTHTMV KOWOVIKNG EUTAOKNG 11 Microsoft kdvet
frurota Tpog ) cmotn katevhuvon. QoTdc0 KAOMDS 01 AVIOY®VIGTEG TG EMEVOVOLY GE
guypnoTtio Kot EOPTAIATO EVPEMG EMOVOYPTCLUOTOINCIUO TO YEYOVOS OTL 1| Microsoft
OVATTOGOEL LU0 EPATTOUEVT] TMV YOPUKTNPIOTIKOV KOl ETIKEVIPMVETOL OTI OloyEiplon
TOV €pyov pmopel va eivar cuykeyvpévn N doyetn pe ) Pacikn medateiokn Paorn g
Microsoft mov ompiletan 6e LTV Yo ATAOTNTO, EVKOAID YPONG KOl OAOKANPOOT LE
GAla mpoiovto ¢ Microsoft (Nucleus Research Q109 - Microsoft Dynamics 2016
Spring Wave).

Oracle Siebel CRM

To Oracle Siebel CRM egivar n Aon CRM Paociopévn og cloud xon cloud pe Adoelg
Baciopéveg oe ovykekpluéveg Prounyavieg ko faciopéves oe polovs. Elvarl pépog tov
yoptoeLvAakiov melateiog (CX) Kot KOAVTTEL TIG TOANGELS, TO LAPKETIVYK, TO EUTOPLO,

TIG VINPECIEG KOl TO KOWVMVIKO.
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To Siebel CRM amotehet pia omd Tic MO 10YVPEG TAATQOPUEG OGOV APOPE TN LOYAELON
tov duvvatotntov loT kot g avtopatomoinong ¢ dwdikacioc. To Siebel CRM
TPOCPEPEL TOGO TPOCUPUOCHEVEG KAOETEG AVOELG 00O KOl HOVTEAD O€doUEVOV Yia
neplocdtepeg and 20 Prounyavies, e SuvatdHTNTEG EVLEVING, EUMIGTOGVLVNG Kol EUTOPIOV

pe Baon to poro.

O vymidg Pabuog Aettovpywomntog kot gved&lag tov Siebel CRM pelwce ™
YPNOTIKOTNTA. TOL Yoo Tov péso ypnotn. Ilapdio mov mn Oracle ovveyiler va
TPOyLOTOTOlEl EMEVOLGELS Yo v Kataotnoel v Siebel mepiocodTEpO SroucsOnTiky,
ToALOl TeEAATEG ME EENIPETIKO TPOGOUPUOCUEVEG aVOTTVEELG OV gival oe Béom va

EMOEPEANB0VV Ao OVTES TIG EMEVOVGELC.

4.1.2 CRM Value Matrix opadoromuévo amd vynia evoopotopévo ue ERP/
Marketing o younAid Awyepionpueg Zyéoelg

CRMValue Matrix opabomoinpéveamd vynha evowpatwpevo pe ERP/
Marketing oz yapnAa Siayapionpes oxéiozig

MikpEg ) Enterprise
ETIgEIpHTer : Lewel
Fgnhd Yynhd
P Evowpamuspey o
1 — pe ERP /
m esfoncs Marketing
- H"r’i:.'ﬁ‘.'ft
= & i i
-
==
E'- E E CRM
g
%
ORACLE
7 O o
STRCRM
. Xapnhd
Hapnha Amayeipionpeg
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Salesforce CRM

Onwgc to SugarCRM, to Salesforce CRM £yet évav 10vo duvatotiteov oAokApwons. e
avtiBeon pe to Sugar, to Salesforce ypapetar otmv APEX, wot oyt otv PHP, ¢to1
Kootilel AMlyo mepiocoTepO Yo TIG epyacieg avantuéne. Tlapdro mov n Salesforce eivon
eotialel ot pecaio ayopd (43% etopeieg pecaiog ayopds cvppwva pe v mnyn G2),
elvar og Béom va ektedécel dayeipion dedopévov oe eninedo emyeipnong. To Salesforce

etvar mo axp1Péd and to SugarCRM 1 to Microsoft Dynamics CRM.

Sugar CRM

To SugarCRM egpoavileton eniong oto mave 6e&ld pépog tov tetaptnuopiov. IHapdro
oV TO Sugar ypnotpomoteitar oAV amd T UIKPOTEPN ayopd, AGY® T®V SLVOTOTHTMV
gvoopatmong g Sugar, BpiokeTon KOvtd otnv Kopuen tov ypaenuatog (nalli pe to
Salesforce) yio v mapoyn CRM og emimedo emyeipnong pe peydAec dvuvatodOTNTeg
evonoinong ERP / pépretvyk. To SugarCRM eivon o axpifo and to Zoho CRM oArd
elvar (o o otkovopukn emaoyn and v Salesforce 1 tn Microsoft. Onwg pmopeite va
dgite, To Sugar doev ovykpivetar mpaypatikd pe tmv Oracle. mov otoyebovy va cog
peta@épovy o évo ovotnuo "all-in-one" oyt uévo yw 1o CRM odhd kot yio T

hoywopké / ERP

Microsoft Dynamics CRM

To Microsoft Dynamics CRM éyetr por peydAn e€edicevpévn 0€om kol eVooUOTOVEL
dyoyoa OAa To mpoidvta ¢ Microsoft (cvumepilapfavopévovr tov Outlook). To
Dynamics CRM é£ygt éva ehappdg pikpdtepo péco péyebog meldtm and to Salesforce
(39% otovg ypNoteg NG Héong oyopds) kot givor éva cvoTNUO OV pmopesl va
KMpokmOel. H Microsoft €yet kdver moAAd To teAevtaion ypovia €W01KA Yoo va
onuovpyncet éva mo  ypapkd mepiBdAiov. ITlapoio mov 1o Dynamics CRM
EVOOUATOVETOL KOAQ pe to mpoidvta tng Microsoft, dev eivar AdBoc oe OAn v

katevBvvon mpog v mAevpd tov "Heavily Integrated with ERP / Marketing
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Automation" e&otiog TV TPOPANUATOV TOV EVOOUOTOVOVTOL GTO TPOIOVTIO TOV gV

aviikovv otn Microsoft.

Sage CRM

[Modaotepa yvoot) ¢ AccPac, to Sage CRM mopéyet peydin Aeitovpykotnta
evooudtoons pe ta ocvotnuato Sage ERP. Onwg 1o Dynamics CRM kot to Oracle
CRM, 1 Sage evoouaTOVETOL KOAQ LE AOYICUIKO o TN UNTPIKY etaipeio, aAld to Sage

CRM 1¢ivel va evoopoat@vetal Aoymua pe Tpoiovia mov dev givorl Sage.

Infor CRM

To Infor CRM egivon plo amd 11 7o TPOSAPUOGULES, OIMKEG TPOS TO YPNOTN
mhateoppeg CRM. H Infor eivon o tepdotion etoupeio, aArd eivonr évag oyetikdg
veogtoepyopevoc oto "umiok CRM". H Infor et o dtapopetikny opdda ypnotomv (20%
pwpn  emyelpnom, 53% o emyepnoel pecaiog ayopds kot 27% oe  peydileg
emyyelpnoeg), N Infor €yer pio amod tig kKoAVTEPEG evompatmaoelg tov Outlook yio kGbe

CRM (XBar) kot givor KaAd opyovmpév .

Oracle CRM On Demand

Me 10 45% 1tV ¥pnotdv ToVg o€ enimedo emyeipnong (cvpeova pe v mnynq G2), 1
Oracle On-demand omevBvveton e moAd peydiovg opyaviopovg. H Oracle éxer pua
VYNA KoumoAn pdOnong (m G2 mmv avagépel ©¢ TN XOUNAOTEPT TOGOGTININ
Babuoroyio oty "katehBvvon Tov TPoidvTog" 0TOICOINTOTE Ao AVTES TIG Avoelg). H
Oracle &yel emiong mOAD HIKPN QULOIKT OAOKANPMOT KOl EMOUEVOS OEV KOTOTAGGETOL
1660 YNAQd otV TAELPA NG OAOKANP®ONG ToL TeETapTnuUopiov. H ovopacio ’on

demand’’ &ivar tkavi vo eKTELEL EKOTPOTEIEC LAPKETIVYK.
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Zoho CRM

To Zoho eotidlel otig pikpotepeg emyelpnoels. To Zoho elvar to tpito mAnciéotepo
otV mAevpd tov "Purely Contact Management". Eival tepiocdtepo TpoGavaTtorGUEVO
TNV EVOOUATMOGY] TOV TPOYPAUUATOS - TEAATI NAEKTPOVIKOD TOYLOPOUEIOL GOG LE TN
Baomn dedopévav Tov merdn cag. H evompdtmoon tov Outlook tov Zoho eivarl amd t1g
KOADTEPEG GE OWTOV TOV KATAAOYO, OAAG 1 ava@opd Kot GAAN YOPOKTINPIOTIKA TOVLG
aenvouyv moAAA va givar emBountd. To Zoho eivol po opaio A0y Yo TIG MIKPEG
EMYEPNCELS TOV YPEWILoVTOL €vav O OPYOVMUEVO KOl EVEPYNTIKO TPOTO Yo Vo

TAPOAKOAOLOOVV TIC ETAPES TOVG KOl LLe TOAD TPOGITEG TULEG.

4.1.3 CRM Value Matrix opadoromuévo amd Evypnotia oe Agtitovpykdtnta

CRM Value Matrix opabomoinpéve améd EuypnoTia og AsitoupyikoéTnra

ZuvTowvIgTg HyEmme
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Booikig Mapoyiag EXFERT

AsrmoupyikoTnTa
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4.2 Yhykpion Aoyvicuikov CRM (Radar Diagram)

4.2.1 Asgdouéva

SALESFORCE ZOHO SUGAR SAGE INFOR MICROSO ORACLE
CRM CRM CRM CRM CRM FT CRM SIEBEL CRM
A/A MONTEAO
1 Autopatornoino
226 123 204 132 190 191 198
n NwArcewv
2 Autopatornotnp
224 102 200 99 160 157 202
€v0o MAPKETLVYK
3 E€umtnpétnon
Kol
50 0 48 40 46 45 35
YmootrpLén
Mehatwv
4 Analytics and
65 23 36 26 52 41 59
Reporting
5 Aleupupévo
189 57 140 94 101 147 161
CRM
6 Texvoloyia
122 123 56 39 108 63 57

Mpoiovtwv
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4.2.2 Awypoppotik ATekovion

Autoutornoinon
NwAnoswv
200

AuTOUOTOTIOLNUEVO

T Aoyia Mpoid ,
exvoloyia Mpoidviwv MApKETIVYK

=== SAGE CRM
=== |NFOR CRM

E€unnpétnon kat

A evo CRM . :
LEUPULEVO Yriootptén Nehatwy

Analytics and Reporting

Autoutornoinon
MwAnoswv
250

AUTOLOTOMOLNUEVO

Texvoloyia Npoiod ,
xvoioyla Hipotovtwv MapkeTLvyK

=== SALESFORCE CRM
=== 70HO CRM
====SUGAR CRM

E€umtnp£tnon kat

A S RM . X
teupupevo C Yrootpén Nehatwv

Analytics and Reporting
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Autoptomnoinon
NwARoswv

250
200
Texvohoyla Mpoidvtwy / \
f
74

Ateupupévo CRM

Analytics and
Reporting

AUTOMOTOMOLNUEVO
MapkeTLvyK

=== MICROSOFT CRM
=== (ORACLE SIEBEL CRM

E€unnpétnon kat
Yoot ptén Nedatwy
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5. ZOHO CRM

5.1 Ewaywyn oto Zoho CRM

[6p0vOnke to 1996, N etoupeio dAhale 10 Ovopo T amd to AdventNet to 2009 wou
dpyoe vo eotidlel omv SaaS Ymnpeoiec. To Zoho sivan pa covita epapuoydv yuo
EMUYEPNOELG OV TPOGPEPOLVV TEPLGGOTEPES 0md 30 epapproyég yio ) Stayeipion TV
emyepnoewv tovc. H ocvvomtikn meprypagn mov €xel dmwoetl | etaupia yioo 1o CRM g
anaptiletar and mévte Aé€eic ~ To Aertovpykd GOGTNUA YO0 TIG EMLYEPNGELS 100
nmopnivag tov Zoho CRM  givon 1 kaBodrynon kot n dlaygipton enapdv oAl niong Kot
N owyeipon aywy®dv ToANcewV oAl kol 0 €Aeyyog ayopds. Ilo cvykekpuyéva m
apyw] 086vn tov Aoyiopkod meptlopPdver 10 dropopetikd eSoptnuoTo EVO Yo
EVKOADTEPT YPNOT TOL ¥PNOTN O TMIVOKAG TAONYNONG TNG KVPLog povddag cuveyilel va
tomoBeteitan oty Kopven. EmmAéwv o kabe ypnotng £xel v uyépela vo Umopet va
TPOGOUPUOGEL TOV THVAKO EAEYYOV COUP®VA E TIC OIKEG TOV aVAYKES. AVTO TOV KAVEL TO
Zoho CRM va givan Egympiotd givor | Aettovpykotnto tov. Ave&aptitog tov péyebog
g emyelpnoems ((kpn emyeipnon — peydhn emyeipnon M emyepnuatioc). To
KOVOTOO GTOlXEl0 TOV AOYIGHKOD €ivol OTL Umopel Vo aLTOUOTOTOLEL TIG KaOnuePIvES
EMYEPNUOTIKEG OPACTNPLOTNTES, VO KOTAYPAPEL TIG TOANCELS KOl VO TPOGEAKVEL
TeEAATEG G JPOPETIKEG TAATPOPUES. Me Tov 1810 TpdTO M avticToym TAATEOPL TNG
Kivntg migpoviog pe tn Pondeia g tomobeciog emtpénel 6tov ¥potn vo AapuPdvet
TIG EVNUEPADCELS GE YPNYOPO KOl GE AUECO YPOVO KAelvovtag OKOUN TEPIGCOTEPECS
oLLE®ViEG akoua kol otav gicar o kivnon. ‘Eva dAho evdiapépov ototyeio tov Zoho
CRM eivar 611 pmopet va avéndel axopo meptocOTEPO 1 AEITOLPYIKOTNTA e oXETILOVTOG
TO Kot pe A0 TPoidvTa OTTmG eivan Yo Topadetypa to Microsoft Outlook, QuickBooks
aALd Kot emiong pe €va mAN00G £QOPUOYDV TNG Google™. Téhog axolovbel éva
YOPOKTNPIOTIKO TAPAOELYHO  YPNONG TOL  GUYKEKPIUEVOL ?\.OYIG}MKOI’)H. Me 10
GLYKEKPIUEVO Aoylopikd ot managers Bo €govv tn dvvatdTNTA Vo Y®OPIGOLY TOLG
TeEAATEG LE OPOPETIKA KPITHplo. OT®G Yoo wopaderypo v mAwio, to @OAO, TNV

GLYVOTNTO TNG OYOPACTIKNG TOVG dVVAUNG KOl TN WECT] TN TOV TOPAYYEMOV TOVG LE

10 https://www.odoo.com/page/compare-odoo-vs-zohocrm
1 https://reviews.financesonline.com/p/zoho-crm/
12 https://marketplace.magento.com/magenest-hn-zohointegration.html
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OKOTO VO EPOPUOGTOVV OLAPOPES SLOPNLUCTIKES KOUTAVIEG O JAPOPO KOTAVEUTLLEVOL
group. Me ovtd tov TPOMO OAN OLTH 1) CTOXEVOUEVN Kol GUYKEKPLUEVT] €KGTpPOTEiD
marketing Oa. av&nfoel TV EUTIGTOGHVI TOV TEAATOV TG HEYOADVOVTAC THY a&io TmV

YPNUATOV TOVG Kot O ENTEL TO KEPAOG TV EKAGTOTE EMLYEIPTLATIOV.

5.1.1. Opoioyia IlepipdArovtog Aoyiouikov

Ye kdOe epyoaociaxd mepiPdirov to Zoho CRM ypnoipomolel kamoleg GLYKEKPLUEVEG
oporoyieg AéEemv ko Aertovpyudv mov 10 kdvouv va Eeympilet. [opaxdtom akorovOet
Aemtopepn] avdivon tov AéEewv pall pe v avtictoyn etvunyopio TOvg Yoo TV

4 r 4 13
KOADTEPT KOTAVONGT TOV AOYIGHIKOD .

+» Leads

«+ Accounts
+ Contacts

«» Deals

+» Forecasts
<+ Campaigns
«» Cases

+«» Solutions
+»+ Price Books
*» Vendors

+» Quotes

+«» Sales Orders
+» Purchase Orders
+*» Invoices

+» Module

+» Record

3 https://www.zoho.eu/crm/help/understanding-zohocrm.html
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1

= Home reeds Leads Accounts Contacts  Potentials  Activities

e Welcome Patricia Boyle

4 Getting Started CusluE’sed view Classic view

Leads by Source My activities
1000
£ 745
5
L] . Finalize  Tasks Jun Mot High B John
5 0 e 2 e price 14 Stared Dykes
: m= B plans
' & . ¢ Brief Tasks Jun Mot High B David
' r & creative 24 Started Miller
. a ; team
° Lead Source
Leads By Status Potential Vs Stage
Mot Contacted Mone . )
204 ( 7.84% ) 4(015%) Value Proposkion : 4 B30,198.00
duoie e S 1B1L66.00
Junk Lead Aatemgted 1o &
544 [ 20090% ) A0 [ 15.77% ) = ¢ $ 601.787.00
Comact Stk V
Immediately .
" I (8.8T%) S50 Assessment 500000
Contact in Future # 5,000.00
™ A & 0 2 GNO] [ FeeDBACK

H opohroyia leads sunintel o Oleg exeiveg Tig un emredEpes emoQEg OAAG Kot vkatpieg

TOANCEOV PECO GE U0 EMLYEPNOOKT] pLovada. TIpOKeLTal ovGLOGTIKA Y10 OAEG EKEIVEG

TIG TPATEC AETTOUEPELES TOV GVAAEYOVTOL EITE ATOUIKA EITE Y10, EKTPOCOTMV SLAPOPOV

OPYOVICUAOV OO EUTOPIKES EKOEGELS, OPYAVAOGELS O1APOP®V CEUVAPI®V, LOPNUICTIKEG

KoUTavieg kot GAleg exkotpateieg marketing. o ™ cwot Asttovpyio akoAovdeite kat

po cvykekpluévn dradwkosio. Zav apyn opileton n dwdikacio TapoakoAoHOnong ond

TOVG OVTITPOGAOTOVG TOANGEMV Kol €POCOV £xel OAo TO. TPOGOVIO TOL YPeLdlovTot

LETATPENETAL GE AOYAPLOCUO — ETAPT] — GLUP®VIN (vKopic) HEGH GTO AOYICUIKO.

Accounts

Etvon etoupieg 1 tunpoto €toipidv pe TIG OMOIEG TPAYUATOTOI0VVTOL EMLYEPTLOTIKES

ocuvorrayés. ITo ovykekpipéva to Aoyiopuikd Zoho CRM éyet v wavomta o M

TePLocOTEPEG EMAPEG Va lval o€ BEoM v LTOpPovV Vo GYETIGTOOV UE VAV AOYUPLOGUO.

g éva Tomkd oevipro tomov B2B omAadn pa emyeipnon va movAd ta mpoidvta g M
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TIG VANPESIES TNG o€ pa GAAN, T accounts wailovv Tov Mo Pacikd poAo ywoti eivar og
Béon vo €ovv oty emomteio TOVG OAEG €KEIVEC TIG OMUAVTIKEG TANPOQOPIES TNg

eToupiag.

Health Net Inc aRTRAT

BR3-5554336

Mealth Not inc - 50 User deal Trevor Dodsom

Ewova 5: Account's Detail Page

Contacts

Eivar 6Ao0 ekeivo 10 pyatikd SLVOUIKO OV Y€l £VOG OPYOVIGUOC OC L0 OLKOVOUIKT
povado kol ookel OAeC TIG OmapOiTNTES EMYEPNUOTIKEG ETIKOWVEOVIEG LE OKOTO TNV
EMOIWEN EMYEPNUOTIKOV EVKAIPLAOV EITE OVIIKOVV GE OLAPOPETIKA TUNUOTO LEGO GE [
etapio gite oe 1dw. Ta contacts péoa oe éva CRM petatpémovtor cuvnbog amd
motonompévoug leads ot omoiol elcdyovtan amd pia veapyovcso Aicta 1| Tpoctifovion

HeHOVOUEVA PACIOUEVO GE L0 ETLYEIPNLOTIKT GXECT LE L0l CUGYETIGUEVT ETaLpiaL.
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James Smith

Ow Tim Simpson >

(887) 653-6182

James Smith Draft legal contract

Qualiication May 2 LOQO' contract

Ewova 6: Contact's Detail Page

Deals givat 6Aec ekeiveg ol EmEPNUATIKEG GUVOAAAYEG [E Opyavicovg Tomov (B2B) 1
pe avOpmmovg tomov (B2C) ot omoiol amopépovy onpavtikd £60da yio TNV emtyeipnon.
To yoapaxtnpiotikd tovg eivor OtL g€eAicoovion TV SPOPETIKMOV OTASI®MV TOV
TOAMGCE®V OTMG Yo Tapdadetypa 1 Avalnton, n [lietonoinon, n Avéivorn Avaykov, n
[Ipoopopd g a&iog K.0. Tpotov yivovv ta deals avelaptitmg edv meTuymuéva 1 OXL.
Amo ™V pepld tovg ot Leads mov deiyvovv kdmolov volopEpov Yo TV emyEipnon

UTOPOVV VO LETATPEYOLY aeLOEiag TIG EvKAPies G€ EVOEYOUEVES TOANGELC.

Forecasts

H Aertovpyia forecasts Oempeitan and Tig Mo onuavtikég yloti givor amapoitntn yo mv
emyeipnon. Eival ovclaotikd OAeg eketveg o1 mpayUaTikéG TANPopopieg mov yperdlovtan
yio va, AneBovv £EVTveg Kol AUECES EMLYEIPNUOTIKES ATOPACELS 01 omoieg B 0dMycovVV
o€ pelhovtikég Toinoelg. O poAog Tovg gival va TapEyouy o eEQTOMKEVUEVT EIKOVAL
NG OWOVOUIKNG HOVAdag o€ mpayuatikd ypoévo Yoo TNV  TOPAKOAOVONoN Kot
teheomoinong ¢ Swdwkaciog pebddovg mwAncewmv mov Oa akolovOnoer €vag

0pYOVIGUOG e GKOTO Vo, LENGEL T £5000 TNG,.
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Campaigns

O1 campaigns péoa oto meptPdArovia xdpo Tov CrM mapéyovy po eE00VIKELUEVN
mAoteopua n omoia Pfonbdel otV opydvmon Kol GTNV KATOypo@e] TOL GULVOAIKOV
KOGTOVG TV ekatpoteldv marketing mov mpaypatomolovvtat. ITo avaivtikd eotialet
o€ SLPOPETIKA OTASI OGS Y10 TOAPASELYLO GTNV EIGAYMOYT] GUYKEKPIUEVOV ETAPDV,
OTN] CULGYETION OAMV TOV EPYOCLDV, OTIG OLIPOPES EKONAMDGCEIS KOl KANGELS TOV
oyetiCovtat pe po kapmavia. Emiong éxet t duvatdtnta vo pog TpoPaiel AETTOUEPDS

Yo OAEG TIC EKOTPUTEIES OTIG OTOleg £vag TEAATNG £XEL TAPEL LEPOC.

Ta Cases sivat ta Aeyouevo feedback mov Aappdver n kdbe etarpia and kabe merdTn Yo
Oépata to omoio pumopel va etvat VIO T HOPET Y10 TOPASELYHO TYXOAW®Y, ATOYELS OO
N XPNOOTOINCT TV GUYKEKPIUEVMV VINPECLOV 1| TPOIOVTOV. XT0 Aoylopkd Zoho
elval apkeTd amhd Yp1yopo Kol EVKOAO Vo, OUovpyodvTa d1dpopo Cases StapUécon Tov
e-mail, Tov TMAePdVOV 1 0o E1OIKEC POPUES LEGH ATTO TOV LGTOTOTO. TNV GUVEYELL OAA.
aVTE TO CASES GLYKEVIPOVOVTOL Kot avatifovtol o€ 1010 popéa VITOGTNPIENS LE GKOTO

va Bpet v kKoAvTtepn duvatn Ao Kot vo tkavorom el To aitnpo Tov TeAIT.

Solutions

Solutions 1 oAlMdc o1 Aoelg eivar Ohec ot TNYEG pECH O VOV OPYOVIOUO 7OV
EVEPYOTOLOVVTOL MOTE VO EMTPEYOLV Vo EMALOOVV dtdpopa (nthuata 1 TpoPfAnpaTo

7oL £xet Evag meEAATNG.

Price Books

Edv ko1 oovBemn évvola o poAog g apketd amAidg kol Pacikog. Ovolaotikd givor n
CUUEOVNUEV TN TOANCMG &vOg mpoidviog oe évav meAdtn. Me Bdon Tovg
CUUPMVNILEVOVG OPOVG TO EVPOS TMOV TIUMV EVOEYETOL VO, 0ALALEL Yo KABE Katnyopia
TEAOTAOV. ATO TN po LePLd M T Hovadag TV opilel 0 KOTAOKEVAGTNG EVM 1 TIUN TOV

Katahdyov opileton amd TOVG TOANTEG £TGL OTTMG O £XOVV AVAPEPEL LEGO OTOL AEYOUEVA
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Price Books. Exnil mpocOétmg vrdpyet kot 1 duvototnTo KOTd Kapovs Vo OploTel Kot

KOOl EKTTOON.

Vendors

Eivon xvpiog ot etarpieg mov amoteAovviol amd dtopa 1 pyordpoug amd Tovg omoiovg
opyaviopdg mpounBevel to amapoitnta mpoiovio vmanpecies. Ot Aemtopépeleg TV
Vendor amofnkeboviol 610 AOYIoUIKO Kot TopEYouV KOADTEPT EIKOVA GTOVC TOANTEG Iy

TPOUNOEVTES Yo TNV LEALOVTIKT] TPOUN D€L0 TV TPOIOVIMV.

Ta Quotes amotehohv OXEG TIG VOUIKEG GLUPMViEG HeTOED TV TEAaTOV Kot Tov Vendors
OT®G avapEPONKE TPONYOLUEVMG Yo TV £YKOLPT KOl GOOTH TAPAOOGT] TOL TPOTOVTOG
mov {nnbet evidc tov Ypovodiayplpupatog Ko pe TV Kabopiopévn Tun mov £xel
ocvpewvnBel. ‘Eva Quote pmopei va petatpoanet og pia mopayyeiio todAnong 1 og éva
TipoAdyo. ' v KaAbTepn Kot evKoAdTEPT drodikacio vdpyovv mpdTLIE To OmToin
onuovpyovvron pe Bdom Ta otoryeia Tov ekdotote QUOote kot pmopovv va 6TaABovV avd

oo GTUYUN GTOV TEAATY).

Sales Orders

Ot Sales Orders 1 oAmg ot mapayyerieg ToANcewV givat N emPePfainon TV TOANGEDV
OV TAPAYETOL e TNV TPoVTOOEST 0 TEANTNG Vo OTEIAEL Lot EVTOAT] ayopds Pdoetl Tov
quotes mov &yel avopPTNOEL 1| €TOLPia. ZE OTNV TN AELTOVPYIQ 1) HETOTPOTN TOL UTOPET

va yivel evkoAa givar amd Quote oe Sales Order.

Purchase Orders

H ovykexpévn Aettovpyio eivon mapopoto pe tnv Sales Orders. H diapopd tovg givar
ot ta. Purchase Orders givat vopukd decpevpéva £yypapa TomobETnong mopoyyemy yio

™V Tpoundeia TPoidvTOV 1 VINPESIOV 0mtd Tovg vendors. Xe kabe mpoidv vmdpyetl To
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EVOEYOUEVO VO €XEL OLOPOPETIKO EMIMEDO EMOVOTAPOYYEAIDNG YO VO UTOPECEL VO

onpovpynBet pia véa eVToAr ayopds.

Invoices

Ta Invoices Bempoldvior cov Aoyoplacpoi mov ekdidovral amd tovg vendors ctovg
meAdTEG e Ta avTioTotya ayafd 1 VINPEGIES e GKOMO VAL OAOKANPADCOVV TIG TANPOUEG
TOVC. X€ OWTNV TNV Kotnyopio M HETATPOT oL umopel va yiver etvan n €€nc. M
avaPopd Hopel TOAD EVKOAO VO LETATPATEL GE TOPOYYEMA 1] U0l CUVAALOYY| LLE TTOAD

€0KOAO TPOTO.

H Aertovpyio Module eivoar m mo odvbetn  péco 610 AoyloUkd.  XTO AOYIGUIKO
nepPdiiov g Z0ho to dedopéva. KoTnyoplomolovvTal 6 group 1 og Tunipato pe Baon
0 Kpumpro g opototnrag. Kdébe tunuo mov €xer mopdpoto dedopéva KaAoHvTol
module. Yndpyovov dvo peydra €idon modules. Ta mposmdeyuéva module xot to

npocoppocuéve module.

H televtaio Aertovpyia tov Aoyiopkod Zoho CRM egivan to record. Record 1 aAMdg
Kataypoen &ivor Tto yevikd Ovopo mov divetan oe KdBe KoTay®PMNON 7OV
npaypotonoteitan péso og évo Module. Xapaxktnpiotikd mapdderypo yio TNy KaAdtepn
Katavonon eivan 6tav vrobicovpe 6t vdpyovy déka Leads péca oe £va Leads module

to1¢ KGPe Lead Bewpeiton kot po Record (kataypagn).
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Ewdévo 7: Lead's Detail Page

‘ 5 Mr. John Wayne . acme inc | S s

Loed Owres Paticia Boye S
e

Moo

Lmact Statin Cortact 'mmediatety
noustry age Erseorne

S OF Al
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5.1.2 Xapoxktnprotikd [epipdriovioc Aoyiopikod

Onwg avapépdnke Kol 6TV €160YOYN 0 TPOTOG OV TOPoLGtdlel 1 Zoho 1o Aoylouikd
g elvar amidg pe Mtd titho " To Aettovpykd cHOTNHO Yl TIG EMXEPNOELS GOG
Boowd cvotatikd kot éva pHéPog mOL TO KAVEL TETVYMNUEVO KOl SLUVOTO OTEVOVTL GTOV
avVTOYOVICUO KOl €XEL OMOKTNGEL TO TAEOVEKTNUA €IVl TO YOPAKTNPIGTIKG TOV TO
nepParovy. Xvvoyilovtag ta YapaKkTnPloTikd 6to cOvoAo Tovg givor 15. Tlapakdtm
eKTOC OO TO YOPAKTNPIOTIKG aKOoAOVOEL Kol 01 empépoug Asttovpyieg Tove. Evoewctikd

. . 14,
TOL X OPAKTNPLOTIKA fvor Ta €€

% Avtopatonoinon [Hoinoewv (Sales Force Automation)
% Awyeipion Hyeoiog (Lead Management)

% Awyeipon Aoyopuopdv (Account Management)

% Amoteheopatikny Avatpopoddtnon (Effective Follow-up)
% Evoopdtoon Awdiktoov ue ®oppueg (Website Integration with Forms)
% Awyeipton Porig CRM (CRM Workflow Management)
“ Evtomon IMoinoswv (Sales Tracking)

% PvOuog (Pulse)

% Adyvoon Ioincewv (Sales Forecasting)

% Hopayoywomra (Productivity)

s Moyvitng AAAnioypagioc (Mail Magnet)

% Biphobnkn Eyypaewv (Document Library)

% Kowwviké CRM (Social CRM)

% Mobile CRM

“ CRM for Google Apps

% https://reviews.financesonline.com/p/zoho-crm/
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To Tp®TO YOPOKTNPIOTIKO 1) AVTOUATOTOINCT TOANGE®VY aAmapTileTon amd €1 SL0OEIES

Aertovpyiec. H mpdn  Aettovpyio Bewpeitor kot 7o  onpovtiky yw ovtd TO

YOPOKTNPLOTIKO 1) omoio v va ynodeic ot mapaymynq aArdd kot oto tpocovra (Lead

Generation & Qualification). H devtepn Aettovpyio.  €ivor 1 avdivon Tov ayoydv

(Pipeline Analysis). Evéewktikd n Oempia g aviivone tov aywydv n dadikacio n
omoilo. omoteAeital amd ovinTNoES KOl £YOVV TNV TPOOTTIKH vo odnynbovdv oe
CLUUQMOVIEG KOl TAVTOYPOVO VO EUTITTOVYV GTO YPOVIKO TAAIGIO TOL KOVOVIKOD KUKAOL

, . /15 ; ; ’ ‘ ,
TV TIZ(D)\.T]GS(DV TOL g)YEL OPLoTEL . H tpim 7\.81‘[01)0’\(10( gival to oTAdLN 7[0))\.1]6803\7 Kot M

avilvon tov mbavotntev (Sales Stage & Probability Analysis). H tétaptn Asitovpyio

givon M avrayoviotiky avdivon (Competitive Analysis). H cvykekpiuévn avaivon
EUMIMTEL GTOV TPOGIOPIGHO TOV OVIUYMVIGTOV UI0G ETLYEIPNONG Kot TNV a&loAdYNon
TOV GTPATNYIK®OV TOVS Y10 VO LTOPEGOLV VO, YIVOUV EULPAVT] 01 SUVALELS KoL 01 AOLVOLEEG
o1 omoleg etvan oeTIKES e ekelveg TOV O1KOV HOg TPoidvtog. Xvvnbmg 1 avAaivon Tov
aVTOY®OVICHOD €lval OMUOVTIKY Y10 [0 OIKOVOULKY] povadoa otav Béhel va cuvidaéel

marketing plan'®. H néumtn Aertovpyio sivon n tpdPreyn oe mpaypatikéd ypdvo (Real —

Time Forecasting) kot téhog 1 £ktn Asttovpyio eivon 1 dwoyeipion mocootdv (Quota

Management).

To dgvtepo KOl €vo OO TO 7O ONUOVTIKA YOPOKTNPLOTIKA €lvar M dwoyeipton g
nyeoiog (Lead Management). To Lead Management opileton g n dwdkacio pe v
omoio. ot Myéteg eivon kotaptiopévol, Pabporoynuévor KatdAAnio kot pmopodv vo
dwayeplotovy  cwotd T ddikacia g ayopdc (Carlos Hidalgo, 2015). To

GLYKEKPLUEVO YOPOKTNPLOTIKO amapTiletor amd 7 Aettovpyies. H mpdtn Aettovpyia eivon

N avtopartonoinomn g dwdikaciog tov Lead Management (Automate lead management
process). Evdewktikd 1 dwadikacio tov Lead Management amhomoteiton o€ 6éka fripata
1) Katavonon g vootpomiog OOvVoung twv moAncewv pog 2) No xoptoypopGOvHE
TOV KOKAO TOANGE®MV TOV KOAOTEP®V TEAAT®V TNG emtyeipnong 3) Na yivel | Kataypoen

TV 0edopévav nyeciog Eykatpa Kot pe ovvémela 4) Na yiver 1 KatdAAnAn exxkabdpion

1 https://www.pipedrive.com/en/features/sales-pipeline-analysis
'8 https://www.entrepreneur.com/encyclopedia/competitive-analysis
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5) No yivel mpocdlopiopdg TV Myet®v mov eivol miotomomuévn pe marketing
wavotteg 6) Na dtaveunbodv cwotd ot Nyéteg mov givol motomomuévn pe marketing
KAVOTNTEG GTO OLVOUIKO TOV TOANGEMY TNG EXLXEIPNONG 1 6TO SIKTVO TOV GLVEPYUTDOV
7) O ayoydg tov toincemv va dwyepiletor péow ava@opav kKot eS100VIKELUEV®V
puefddwv petpnoeov 8) To dikTvo TV TOANGE®V Vo €lval evnUEPOUEVO HE TNV
vEoThpevn Katdotaon Tov nyetdv 9) Na apowbovviol pn KoatdAAnin KoTopTIGHEVOL
marketing nyéteg yuo to pehdovtikd képdog 10) Oco eivor duvatdv vo, TpayoToroteitan

amOTPOTN MEPLOTPOPNG amd TN Jwdwkacio. H devtepn Aertovpyia eivor m ypryopnm

avtiAnym tov nyétn va odnyei ot Swdikacio g cvpeoviag (Fast track lead to deal

process). H tpitn Aettovpyio ivor 1 cuAloyn nyetdv and 1o dadiktvo (Capture leads

from website). H tétoptn Aeitovpyio. Tov YopoKTNPIoTIKOD 0LTOV givol 1n €mAoyn

NYETOV amd SAPopo UEGH OGS Yo TOPAOEYUO OO EUTOPIKES ekBEGELS, cepvapLa,
anevBeioc e-mail k.o. (Import leads from trade shows, seminars, direct mail etc.). H

TEUNTN Aettovpyia givol 1o TAIPLOIGHO TOV ETOIUOV NYETOV TOANCE®Y GTOVG GMOGTOVGS

avOpdmovg molnoewv (Match sales — ready leads to the right sales people). H éktn
Aertovpyio eitvar 1 SLVOTOTNTO PETATPOTNG TOV TPOOTTIKAOV EKEIVOV TWV OTIYUDOV GE
evkapieg, AOYaplacrovg Kot ETaQEG Le EDKOAO kot ypryopo tpomo (Convert prospects

into opportunities, accounts and contacts with a single click). H £Bdoun kot televtaio

Aertovpyio Yo avTd TO XOPOKTNPLOTIKO £lvan 1 dadkacia va cvpfadilel chppova pe
TIG KOTOAMANAES Kol KoAVTEpeG TpoakTikEG [Sales processes as per own best practices
(B2B & B2C)].

To ovykekpyévo yoapaxktnpotikd amotereitor and 6 Asrtovpyies. H mpdn Asttovpyia

givon M atokn Paorn dedouévmv (Single Database). H dgdtepn Aettovpyia eivol to

Oedopéva TV TEAATMV VO Evol amEVOVTL GTO TPOIOVTA, GTOVG AOYUPLUGHOVG KOl OTO
status (Customer data across products, geographies, account, and status). H tpit
Aertovpyio givar o1 oYEGELS YOVoD Kol Toudlov va vl OVAUESH GTOVG AOYAPLOCLLOVGS
TOV TeEAATOV Kot Tov Buyatpikov tovg (Parent — child relationships between customer

accounts and their subsidiaries). H zétaptn Aewtovpyia &ivar ot mpoo@opéc, ot

nopayyelieg moinoemv kot to tipoAoyla (Price quotes, sales orders and invoices). H

méumtn Aswwovpyio. eivor n avalTnon oTo 1GTOPIKO T®V GUVOAANYDV Y. Vo
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dactavpmbovv kat vo Bpebovv gukarpieg pe toAnoelg cross—sell kar up—sell (Purchase

history to find cross—sell and up—sell opportunities). TeAevtaio kot £ktn Aettovpyio givar

o Tpoypaupate miotng (Loyalty Programs). To mpoypdupata miotng gival kvpiomg
dounuéveg otpatnyikég marketing mov oyedidotnray Kupime omd TOL EMLYEPTLOTIES Y10
v evBoppOVOLY TOVG TEAATES VO GuveEXicoVY v ayopdlovy 1 Vo YPNCLUOTOOVV TIG
vanpecieg péoa o pa owkovopia. Tig meplocodtepec Popég TéTola 100V TPOYPALLOTO
oonyovv oe avrapolPés. IMapadeiypoto tétotwv mpoypappdtov ivor 1 KapTo

avTOHOPdV, 1 KAPTO LE TOHVTOVS, 1 TPOVOUIOKY] KAPTO 1 1 KAPTOL uékovg”.

To T€T0pTO YOPAKTNPIOTIKO OVOUALETOL OMTOTEAECUOTIKN TapakolovOnon. Amoteleiton

and 4 Aettovpyiec. H mpdn Asttovpyio eival va yivetol n Kotaypoey] T@V GNUOVTIKOV

K\oewv and tovg meldteg (Log important customer calls). H devtepn Aettovpyia givon

vo 6®loVIOL Ol GUVOVTNGCELS TOV TEANTMV KOl Ol KANGELS GE £vo ELOVAYVMOGTO

nuepoAdylo (Save customers meetings and calls in an intuitive). H tpitn Asttovpyia givon

VO TPOGKOAOVVTOL Ol £PYOOOTEG KOl Ol MYETEG GE GLVAVINGCELS Kot ekdnAdoelg (Invite

employees, leads and contacts to meetings and events). H tétaptn koi televtaio

Aertovpyio Yoo avTd TO YOPAKTNPIOTIKO ivar va dtoyepilovtal ot emavoAaUPovOIEVES
EKONAMOELG KoTd Npépa, efdopada, punvag kat ypovog (Manage recurring events by day,

week, month and year).

To MEUMTO YOPAKTINPIOTIKO KOl TO 7O GUVIOUO Elval vo yivetol EVOOUAT®OGT TOL
OlOIKTOOV e OLYKEKPUEVEG POpUeg Kot mepthapfaver 4 Aewrtovpyiec. H mpdt
Aertovpyio givar va. dnuiovpyovvral @opueg yopic kmdwka (Create forms with no

coding). H devtepn Aertovpyio eivar va O&toviar Kavovee Yo Vo, OTAOTOlEITOL 1)

ovvelopopd tmv nyetav (Set rules to simplify lead distribution). H zpitn Aettovpyia

givar vo avefalovtar @opueg oe cvvtopo ypovikd ddotnua (Upload forms live

instantly). H tétaptn kot televtoio Aettovpyio Kot 1 7TO ONUOVIIKY Yol ovtd TO

7 https://en.wikipedia.org/wiki/Loyalty program
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YOPOKTNPLOTIKO gival va vdpyel amevbeiog emaen tov Nyet®v pe to Aoywopkd CRM

(Catch leads directly into your CRM).

To £€Kkto YOPOKTNPIOTIKO KOl TO 7O ONUAVTIKO O10TL Bewpeitar o mupnivag eivor M

dweipron pong tov CRM kan amotereiton amd 7 Aertovpyiec. H mpdtn Aettovpyia sivon

Kot TV odpkela g pong Tov CRM va vtapyovv eldomooelg 0tav dnuovpyndovv 1

napapeTponombovv ot gyypoaeéc oto ovotnua (Workflow alerts while creating or

modifying records). H devtepn Aettovpyia gival vo givar covaen ta tasks tov kavovov
pong pe tig eyypapés CRM (Associate schedule to the workflow rules with CRM

records). H zpitn Aertovpyio €ivar 1 0mTOGTOAN £160TONCEMY UEC® TNAEKTPOVIKOD

tayvopopeiov pali pe o TPOTLTTOL KOl VO EVEPYOTOLOVVTOL Ol KAVOVES POV EPYOCIOGC
(Email notifications with templates and upon triggering a workflow rule). H tétopt
Aewtovpyio €ivol 0 OVTOUATOG TPOYPOUUOTICHOS TMV EVEPYELOV PONG EPYUCIOV OE
npokabopiopéva ypovikd oSwotnpota.  (Auto schedules the workflow actions at

predefined intervals). H méumntn Asitovpyia givar n Gueon €160moinon Tov TpitOV HEPOV

uéom twv Webhooks (Instant notifications to 3™ party applications via Webhooks). H

éktn_Aswtovpyion givar M tuyoaieg Aetrtovpyieg (Custom Functions). Télog m éBdoun

Aertovpyia givar ot avtopoTomompéves pakpoevtorés (Macros automate tasks).

To £éPdopo yopoaktnplotikd elvar 1 evidmion mnoAncemv. To  cvykekpiuévo

YOPOKTNPLOTIKO TephapPivel okTd Asttovpyies. H mpdtn Aettovpyia eivon 1 dtayeipion

TV gukaiplov Toincemv (Sales Opportunity Management). H dgdtepn Asttovpyia givon

N TopaKoAovONoN TV TOANGE®V Kab’ OAn TV O1dpKEID TOV KUKAOL TMV TOANGEDV

(Monitor sales opportunities across sales cycle). H zpitn Asitovpyia givar 1 eloayoyn

EVKUIPLOV TOMOEDV amd TPITOLS KOTOOKELUOTEG He ADGELS Ko vanpeoieg (Import sales

opportunities from third — party solutions and services) . H tétaptn Aettovpyio givot

TApng ekova 360° (360 degree view). H méuntn Aettovpyia £ivol 0 Tpocapprocpévoc

odNyog - phyog petopopdg kat amobfkevong (Drag and Drop customization wizard). H

ékn Aettovpyio givol 1 €100moinon OTOV TPAYHOTOTOOVVTAL LEYAAES gukatpieg (Big

81



Metamtuxtakn AtatplBy Anuntplog KwtooyAou

Deal Alert). H £Bdoun kot mpotedevtoio Aeitovpyio, TOANCE®V €ivar 0 oy®yOS

TOAMcE®V Kot 1 KMudkoon tov dwdikaoldv (Sales pipeline and sales escalation

process). Téhlog mn 6ydon Aertovpyia eivor m dvvatotnta elevbepng €kooong (Free
Edition).

Oydoo yapaktnprotikd ¢ Asttovpyikdtrog tov CRM 10 omoio €xel ko peTapopikn
évvola givor o pvBudc. To ovykekpluévo yopaxtnplotikd omotereitan amd €EL

Aertovpyiec. H mpotn Asttovpyio eivor o evtomiopdg tov €yypo@dv ot omoieg eivat

Lot onpaciog yio TNy extyelpnon cOLP®VO TAVTO LE TO KPLTPLOL TOV £XOVV OPLGTEL
and v o v enyeipnon (Track records that are critical to your business based on

your criteria). H dgbtepn Aeitovpyio €ivarl va HEIVEIS 0TV KOPLET TOV TOANCE®V GE

npaypotikd ypdvo (Stay on top of sales updates in real time). H zpitn Aettovpyia givat o

TPOCIOPICHOG OAPOP®V EMLYEPNUOTIKOV TPOOTTIKAOV Yl TNV TOPAKOAOVONCN TV
noAcenv ¢ etapiag (Identify cold prospects for a sales follow - up). H tétaptn
Aettovpyio elvar va Kot yoplomotnbovv ot EVNUEPMOEL UE dVO TPOTOVLS, O TPMTOC

TpOTOg givar va katnyoptroromBovv pe fdon toug xpnoteg Kou 1 0gvtepn Katnyopio pe

Baon ta modules (Sort updates by users and modules). H méuntn Aeitovpyia ivor va
KATOYPOQOLV Ol KOTOYWPNGCES He Pdaon tov ypnotn kot pe Pacn to povtédo (Sort

records by record owner and module). TeAevtaia Aettovpyio kKot Ektn otov aplOud yio

aUTO TO YOPOKTNPIOTIKO Elval 1 OAOKANPOUEVN E€IKOVOL TOL TPEMEL VO LIAPYEL

Bacilopuevn oty televtaio dpacTnPOTNTO TOL XPNOTN.

‘Evato katd oeipd yopokmmplotikd eival 1 odyvoon moAncewv. To cuykekpluévo

xopaxTNPLoTikd teptlapupavel S Aertovpyiec. H mpmdtn Asttovpyio €ivar to €60d0 mpémet

vo Bacilovtar oe dedopéva péco and to Zoho CRM (Revenue based on data within

Zoho CRM). H devtepn Aettovpyia ivar n dnpuovpyia, n ovébeon kot 1 avabeon tov

uepdiov tov ntowincewv (Create, assign and revise sales quotas). H tpitn Aettovpyio

glvo 1 exTipnon ¢ aTopKkng oAAG Kot TG opadtkng emidoone (Assess individual and

team performance). Tétoptn Asttovpyio givor 1 TpoOPAeY aKpifelag Evovit TOCOTIKGOV
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noocv (Forecast accuracy against commit amounts). [Téumtn kot tedevtaio Asitovpyia

givar n TApog mpoocappocuévn TpdPreyn avapopov (Fully customizable forecast
reports and dashboards).

Productivity (Hopaymykémro)

AéKato YOopaKTNPOTIKO amd TO. MO ONUAVTIKE givor n mopaywywkodtnta. Eivor to
YOPAKTNPLOTIKO UE TIG AYOTEPEG AE1TOVPYiEG. ZuvoAkd amoteAdeiton amd tpeic. H mpmd

Aertovpyio eivor 6TL 1) TPOPOAT TOL £xel EMayYEAUATIKO EMineEdO dmmG YpeldleTon Yio Vo

givor éva mpoiov emrtvynuévo (Business Card View). Aevtepn Aertovpyio eivor m
duvatodTTO YPNYOPNS MOTIAS OTIC ONUOVTIKEG AETTOUEPEIEG TNG EMAPNG YWPIG Vo
ypetdletan va yayvel 1 vo avalntd yio apketn opo (Quick glance at important details of

the contact without scrolling or searching). TeAlevtoio Aettovpyic avTod TOL

YOPOKTNPLOTIKOV givor 6Tt OAa Ta edia givar eneEepydoia.

Evtékato yapoaktnplotikd Kot £vo amd To 7o GOVOETH [E TIG MO TOAAEC AElTOvpYieg

eivon to Mail Magnet 1 payvitng adinioypaeioc. Tvvolikd mepiéyet 10 Aetrtovpyieg. H

TPMOTN Aettovpyio  €ival vo KOTOYPAPEL, VO, GUYKEVIPAOVEL Kol VO, OLVEUEL OAEG TIC
evépyeleg Tov meddrn pe to e-mail evtog tov CRM (Captures, collates and distributes

customer email activity within your CRM). H dgbtepn Aettovpyio givan va mopéyet

EVNUEPDOELS KO VO OTOVTAEL GTO. UNVOLLOTO NAEKTPOVIKOD TOYVOPOUEIOL TWV TELATDV
evtog tov CRM (Get notification and reply to customer emails within CRM). Tpit
Aeurtovpyio €ivol EVOTIKTMOMG VO, GKOVOAPEL TO MAEKTPOVIKO TOLOPOUEID KOl Vo
eneoaviCel povo to mo tpdéoeartae email (Intuitively scans your mailbox and displays only

relevant emails). Téroptn Aetrtovpyia eivor vo otéhvovtor emails dwa pécov tov

AYOTNUEVOL TTOPOYOV MAEKTPOVIKOD Toyvdpopeiov kabe ypnotn (Send email via your

favorite mail client). ITéumtm Aewtovpyio €ivor 1 OmOKTNON €VOG AVTIYPAPOVL TOV

UNVOLOTOG TOL NAEKTPOVIKOD TOYLIPOUEIOV TOL VO GUVOEETOAL LE TOV OMOGTO MYETN 1)
emapn oto CRM (Get a copy of the email linked to the right lead or contact in CRM).

‘Extn Aewrovpyio eivoar ot avalntioelg T@V GLVOECHMV Kol TO UNVOHOTO TOV

NAEKTPOVIKAOV TayLdpopeiov Tov mehatdv vo cvpuPadifovv pe ta dedopéva tov CRM
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tov ypnotn (Link prospect and customers emails with your CRM data). 'EBdoun
Aertovpyia givor vo potpaovtar ta emails amd Tig ekdotote avalnTtoEeS GOUPMVO. LE
TOVG KavOveg Tmv Kabe ypnotmv (Share emails from prospects based on your own rules).

Oydon Aetovpyio eivor n dmpiovpyios TPOTOTOV GLYXMOVELONG OAANAOYpAPioG Yo

Swapopetikd povtéda (Create mail merge templates for different modules). "‘Evon
Aertovpyio glvar va givar evnuepoUEVES 01 TANPOPOPIEG TOL YPNOTN GE CLYYMVELUEVA

éyypaga (Get updated user info in merged documents). Aékoatn kot mo PBooikn

Aertovpyio n omoia wpémel va eivan ko Pfactkdg kavovag ivar va yiveton dlayeipion tov

TPOTOLTOV G€ acParovg pakérovg (Manage templates in secures folders).

Amdéxato yopaktnpotikd givor n Piprodnkn eyypdowv 1o omoio apopd Kvpiwg v
apyelofétnon tov TANpoPopltdv €16t Mote va un(v) yévete moAdTIHOG YPOVOG OTOV O
xpNoTNg yperdleTon vo avalnmmoet o TAnpoeopio givar o porog g PpAodnkng Tov
gyypaowv (document library). To cuyKeKpPIUEVO YOPAKTNPLOTIKO OTOTEAEITOL OTO TEVTE

Aertovpyieg. H mpdn Asttovpyio apopd Tov pOAO TOV OpYIKOV QOKEAMY KOl TOV VITO-

eoxélov péoa oto Aoyouiko (Role-based, subfolders). H devtepn Asttovpyia givar vo

potpaleton mopdiinia otovg mointéc (Share collateral to your salespeople). H tpitn
Aertovpyio a@opd ™ dvvaTOTNTO VO GTEAVOVTAL £YYpapd amd To AOYIGHKO omd TOV

KkéBe yprot. H téroptn Aettovpyio eivar kébe £yypapo va puropet va eivar dStobécipo oe

moAEC ekddoelg (One document can have multiple versions). ITéumtn kot televtoio

Agttovpyio Yoo qLTO TO YOPOKINPIGTIKO TO SNUOVTIKO gfval va pmopel vo vapyet Eva
aueco feedback omd tovg cvuvadéErpovg yia va pumopei va Pertiotorombel o £yypapo

(Quick feedback from colleagues to improve document).

Aéxatotpito Kot {00V GNUOVTIKO YOPAKTNPIOTIKO TO OTOi0 Ol AEITOLPYIES aPOPOVV
Kuplwg v kowvevikn dktowon tov CRM givor 10 apakTnploTikd TG KOWMVIKNG

diktvmong (Social CRM). Onmg kot 0 TponyoOUEVO £TGL KOl GVTO TO YOPOUKTIPLOTIKO

amoteAeiton omd mévie Aettovpyiec. H mpotn Aertovpyia eivon va @oaivovion Oleg ot

KOW®VIKEG OAANAETOPACEL TOV AoYloHKOD Kot va onpovpyeitor €va  aicOnuoa
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npoortikng (View social interactions of your brand with prospect). H dgbtepn
Aertovpyia eivar va vwhpysl Gueomn oamdvinon ota pnvopoto, oto likes kot otic
EMONUAVOELS Olapécov Tov Kowvmvikoy profile g etapiag oto kowwvikd diktvo
(Reply to direct messages, likes and mentions via your brand’s social profile). Tpitn
Aertovpyio eivor va dNpIOVPYoLVTOL HEAAOVTIKEG TTPOOTTIKES LEGO OO TNV KOW®VIKN
pony (Engage future prospects from within the social stream). Tétaptn Aetrtovpyio Tov
aPOpa KLPImMG TNV 1KAVOTOINGCT TOL TEANTN £IVOL VO EYOVUE TNV IKOVOTNTA VO LEVOVULE
OTO EVOLPEPOVTO TOV TEAATH KOl VO EILOCTE EVIIUEPOL Y10 OTOLES EVIUEPDCELS KAVEL O
¥pNo¢ pésa oto cvotnua (Stay tapped on customer’s interests and updates). [Téumtn
Aertovpyia givol vo pmopei 0 EKAGTOTE XPNOTNG VO aprvel oxOA0 1 va kavel like péoa

and 1o CRM (Comment or like them inside CRM).

Mobile CRM

Ady® TG oloéva kol peyoADTEPNG aVENONG TG XPNONG TOV KIVITOV TNAEQOVOV
ONUAVTIK Topovoia Tov Aoyiopikod Zoho CRM amotelel yprion tov Kot Gowv
epapuoyn. ' avtdV T0 GKOTO TPOTEAEVTOLO Kol SEKATOTETOPTO YOPAKTNPIOTIKO Elval 1
xpnon tov Aoyiopikod CRM cav epappoyn oty kivnt thiepmvia. To cuykekpiuévo

YOPOKTNPLOTIKO amotedeiton amd mévie Asrtovpyieg [pdn Aettovpyia givol va vapyet

npdoPoon o€ Tpayuatikd ypdvo ota dedopéva tov kabe mehdtn (Real time access to

customer data). Aevtepn Aettovpyio ival vo TopEYOVTOL EI0OTONCELS Y10 TIG TOANCELS

(Receive sales alerts). Tpitn Aettovpyia eivor va avalntodviol meAGTES GE KOVIIVA

amdGTACT KOl va. dnpovpyovvtat diapopes epyaciec (Search customers nearby, create

tasks). Tétaptn Aettovpyia ivarl ot NYETEG VoL LTOPOVV VAL OLYLOAMTILOVV TIC EUTOPIKEG

ekBéoelg péoa oto Zoho CRM (Capture trade shows leads directly into Zoho CRM).

[Méumtn Kon televtoio Aettovpyio eivar va ymelomoleiton Kot vo  amofnkevovrtol

EMUELPTLOTIKEG KApPTES péEaa, oto IPhone tov ke ypnotn (Digitalize and save business

cards on your iPhone).
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Tehevtaio yapaxTPIOTIKO Yo aVTHV TN Acttovpyia givol N epedvion tov Zoho CRM

oto. Google Apps pe tperg Aertovpyiec. H mpdn Aettovpyio eivar va vadpyovv

TPOGOPLOGHEVE, HOVTELN Kol Tpocapuocpéves Aettovpyieg (Custom Modules,API,

Webhooks and Custom Functions). H Jdgbtepn Asitovpyio givor 1 dnpovpyia

ekONAmoEmY, papkeTvyk péow email ko ovtdpateg anavrioelg (Create campaigns,

email marketing & auto responders). Tpitn kot televtoio Aeitovpyio givor va vEdpyet

acpaiela katl opyovotikn iepapyio (Enable security controls, organizational hierarchy &

territories)

5.1.3 Kotnyoplonoinon Zoho Apps

Xe TPONYOOUEVES EVOTNTEG TPAYUATOTOMONKE Ui OvVOQOPE GTNV OpOoAOYio. TOV
TEPPAALOVTOG AOYIGUIKOD KOl OTO YOPOKINPIOTIKG To. omoio to diémovv. Baotkog
TLADVOG TOV AOYIGUIKOV givar o1 Katnyopieg oTig omoieg ywpileTon ko avticTolyes apps
nov mepEyovy. To Zoho CRM ywpiletal oto obhvoro tov og £EL konyopiec. E@dcov
avaAvBobv  eVOEIKTIKG Ol KoTtnyopieg mOpaKAT® 0oKkoAOLVOOVV GLVOTTIKA Kot Ot

avtiotoryeg epappoyég toug (A. Shabdar, 2017).

Ot &1L katnyopieg otic omoieg ywpileton eivar o1 €ENG:
< TloAnoeig ko Marketing (Sales and Marketing)
% Email and Collaboration
< Emyepnuotikny Awdikacio (Business Process)
% Owovopukd (Finance)

s T xou I'pageio YrootypiEng (IT and Help Desk)

s Avbpomivo Avvopukd (Human Resources)
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Ioiosic ko1 Marketing (Sales and Marketing)

H xopdid g xéBe emiyeipnong eite mpdketton yio otopkn mopddetypo eAevbepo
emoyyeApatiog eite yio moAvebvikn eivar ot moinocelg. To pdpketivyk omd v GAAN
mAevpd mapEyel TANPoeopieg Yo TNV ayopd ko fonbdetl v emyeipnon va mapopeivel
AVTOYOVIGTIKY TPO®ODVTOS TO TPOIOVTO TOVG KO TIG LVANPEGIEG TOVG. LVVORTIKE Ol

apps:
v' CRM
v" Sales Inbox
v SaleslQ
v Surveys
v Campaigns
V' Sites
v" Social
v" Contact Manager
v' Forms

v" Motivator

Email and Collaboration

Mo va coumAnpwbodv ot Bacikég epappoyés to Z0ho mpoceépel Pacikéc eQapLOYES
ov fonBovv Tov YPNGTN VO SLOYEPLOTEL TOL LNVOLOTO TOL NAEKTPOVIKOD TOYLOPOUEIOL,
T €pya Kot o Eyypaga tov. Emiong vrapyovv kot dAies epappoyéc mov Bonbodv tov
YPNOTN VO TOPAUEIVEL GUVOEIEUEVOC HE TNV OMAdN Kot Vo eKTEAEl O1bpopeg Pootkég
Aertovpyieg OT®OG M ac@OAN] amofnkeLoN TOV KOIKOV TPOSPUCNS OE KEVIPIKY|

tonofecio. Tvuvontikd o avtioTotyo apps:
v Mail

v" Notebook
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v Docs

v" Projects
v" Connect
v Bugtracker
v Meeting
v" Vault

v Showtime

v" Chat

Business Process

To mo woyvupd epyoreio epapuoydv 7y to Zoho CRM egivor ot epoppoyég
EMYEPNUATIKOV Stadkactdv. [To cuykekpluéva ¥pnoIOTOIOVTOS AVTEG TIC EPOPOYES
pumopel 0 xpNoING vo OMpovpyncel cuvleteg epappoyés Phoemv dedopévev Yo va
Bacilete OAN M emyeipnon tov ekel 1 CLUTANPOVEL GAAES £QUPLOYEG OGS glval Yyl
napadetypa 1o CRM. Téhog pmopel va dnpovpyncet eEeMYUEVES ETXEIPTLOTIKES KO
EMOTNUOVIKES OvapopEG Paciopéves oe avtdvoueg Pacels dedopuévav. ZuvonTika To

avtictoyyo apps eivat:
v" Creator
v AppCreator
v Report

v Site 24x7
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Finance Apps

Etvon epappoyég mov oyetiCovror pe ™ ypnpotoddtnon kot fonbodv tov ypnotn va
mapakorovdel ta ££0da Tov, vo droxelpiletar TOAVTAOKES AOYIOTIKEG AEITOLPYiEG, va
exdidel TodOY kot vo e€opBoroynoel Tov TPOTO TANPOUNG ONO TOLG TEAATEC.

2VVOoTTIKA TO avTioTor o apps stvar:
v" Books
V" Invoice
v" Subscriptions
v Expense

v Inventory

IT and Help Desk

Ot gpappoyés mAnpoeopikrg Ponbovv kvplwg tovg OpyavIGHOVG Tov yperdlovTan
gpyareia vTOoTNPIENG TANPOPOPIKNG Yo TOV €£0pBOLOYNOM TV SLOOIKAGLOV TOVS Ko

Vo LEIVOLV TOPAY@YIKY). ZUVOTTIKA T avTicTolyo apps elvat:
v" Desk
V' Assist
v" Service Desk Plus

v Mobile Device Management
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Human Resources

Ka0e owovopuxn povado to HeyaADTEPO TAEOVEKTILO KO 0VTO TOL EYEL TN HEYAADTEPN
elvar 10 oavOpdmvo duvopkd G €10l €ivol oNUOVTIKO VO O0GQAAIGTEL GOOTN
SlElpIon TOV AEITOVPYLOV TOV AVOPOTIVOV TOP®V GOOTA aVE TACH GTIYUY|. ZVVOTTIKA

Ta ovTicTouy o apps eivar ta €ENG.
V" Recruit

v People

5.1.4 Teyvwcég [podiaypapéc

Ot 1egyviKéc mPOodypaPES Yt TO GLYKEKPEVO AoyolKd yowpiloviow o€ mévie
K(lTT]YOpnglS. H npdm kamyopia eivar n vrootipiEn cuokevmv, 1 de0TEPT KOTyopia
glval YAdooo vrootpigng, n tpitn Katnyopia €ivorl To HOVIEAO TANPOUNG, M TETOPTN
Katnyopia givar 0 TOMOG TOV KATAVOAMT®OV SNAOON TOL ameLOOVETOL KOt 1) TEUTTY

Katnyopia givot 1 ovamtuén.

@ XV TpoTn Katnyopio Tov gival 1 VITOGTHPIEN TOV GLOKEVOV TEPIAAUPAVOVTOL

oMo, To Aoylopukd mov gival dwbéoipo yopic va votepel oe kATl omd TOV

avVToy®VIGHO. AVoAuTiKOTEPD To AOYISKE Tov vrootnpiler: Windows, Linux,

Android, iPhone/iPad, Mac, Web-based.

«» Emiong devtepn katnyopia N YAOSGO, VTOGTAPIENC IKOVOTIOLEL OLKOWOL KOl TOV TTLO

amottnTiko ypnotn. Avaivtikd: USA, UK, Canada, International

'8 https://reviews.financesonline.com/p/zoho-crm/#review
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% H Tpitm kammyopia mov givar To poviélo mAnpoung teptAapuPdavel Kot Tovg dvo

tOmovg. Avaivtkd: Mnviaio ITAnpopn, Emota [IAnpopn

@ Téraptn xatnyopio Kot pior omwd TIC MO CNUOVTIKOTEPEG €ival O TOTOC TV
TEAOTAOV TOV UTOPEL VL YPNOLUOTOIEL TO GUYKEKPIUEVO TPOTOV KoL TIG VINPECIES
TOV. AVOADTIKA.: ZEKIVAEL amd TI UIKPES EMYEPTOELS, akOAoVOOVV Ot peydheg
EMUYEIPNOELG, OLVEXEIDL £XOVV Ol HECHIE] EMYEPNOES Kol TEAOG £Youv TNV

duvatodtnTa Kot o1 eEAevBepot emayyehpaties.

% Tléumtn katnyopio kot 1 OgVTEPN MO OMUOVTIKY 1 oToio €0TIAlEL TAV®D GTOV

el etvon n avamtoén. Avaivtikd: MébBodo Cloud

5.1.5 Exdooerc Zoho CRM

Yxomog g Z0ho CRM extd¢ amd 10 vaL IKAVOTOLEL TIG AVAYKES TV XPNOTMV TNG LE TO
ayaBd g Kot TIC VANPESIEG TNG KAVOVTOS TOVG TLGTOVG TPOS OVTNV VG OKOHA TOYOG
elvarl va. avénoet kot 1o pepidto ayopdc e oe oyéon e tov avroyoviopd. o va
Umopécel va To emtvyEl avtd ypnyopdtepa sivar va amoktiosl VRIO (Value, Rarity,
Imitability, Organization). ITwo ovykekpyéva to VRIO opiletoan g éva cvvoro
epyoreiwv mov ypnolonolel n emyeipnomn yu TNV avAAVCT OA®V TOV JOPOPETIKMOV
TOP®V KO SLVOTOTHTMOV TOV UTOPEl va dtabéTeL e BAon Kot To avTioToo SVVOUIKOTNG
Y10 VO, LTOPEGEL VO AITOKTNGEL OVTOYMVIGTIKO TAEOVEKTNLA EvavTl TV dAlev (Jay B.
Barney & William S. Hesterly, 2015). Ta xopudtt 6€ avty TtV mMEPITTO®ON TOL
eotialel n Zoho givar 1o k66T0¢. ExTOg ammd v SoKIUaoeTIK £K606T TOV YPNOIUOTOLEL
TapéXEL GTO GLUVOAO NG GAAEG TEGGEPLS €KOOGES Ol omoieg eivor og Béom va

IKOVOTIOINOOVY KOl TOV  OTOl0dNToTe meAdTn Yoo omowdnmote ypnon (Standard,
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Professional, Enterprise,Ultimate)™. [Mopaxdto akorovdel GCLVOTTIKY TEPLYPAPT TOV

ekd0cemV Kot TL TEPLAAUPAveEL 1| KGO EkdooT).

H éxdoon Standard mepihappavet:

v

v

[poPréyerc IlmwAnoewv (Sales Forecasting)

Avagopég ko Dashboards (Reports and Dashboards)
BipAobnkn Eyypdewv (Document Library)

Polovg ko mpoeik (Roles and Profiles)

Moalwké email (Mass Email)

Yovdeon pe iepovikd kévrpo (Call Center Connectors)

100.000 xataypagés (1000.000 Records)

H éxdoon Professional repilapfavet:

v

Ola ta yopaktnprotikd and v Standard éxdoon (All Features from Standard
Plan)

Evoopdtwon email (Email Integration)

Kowaovikn Awtdwon CRM (Social CRM)

Evowoudtoon pe Google Ad Words (Google Ad Words Integration)
Avtopatomompuéveg Poég Epyaciag (Workflow Automation)
Maoaxkpogevtoréc (Macros)

Amepropiotec Kataywpnoeig (Ultimate Records)

!9 https://reviews.financesonline.com/p/zoho-crm/#review
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H éxdoon Enterprise mepilapfavet:

V' Olo 1o yopoktnplotikd omd tnv Professional ékdoon (All Features from the

Professional Plan)
v Awyeipion Iepipdirovrog (Territory Management)
v' Tlpocappoouévec Epappoyéc (Custom Applications)
v Tpocoppocpuéves Evtoléc (Custom Buttons)
v Awdwoaoieg Eykpiofg Pofig Epyacidv (Workflow Approval Process)
v Awpopemocelg Zehidwv (Page Layouts)
v" TIpocappocuéve Movtéda (Custom Modules)

v TloAamAé Nopiopoto (Multiple Currencies)

H éxdoon Ultimate mepihapfavet:

v' Olo ta yopaxtnplotikd amd tv Enterprise éxdoon (All Features from the

Enterprise Plan)
v" Sandbox
v E1dik6 Zopmieyua Baoeig Aedopévav (Dedicated Database Cluster)
V' TIpoteparotnro YrootipiEng (Priority Support)
v" TIponyuévn Mopeonoinon (Advanced Customization)
v TIponyuéveg Avorvoeic CRM (Advanced CRM Analytics)

v Evioyouévn Amobnkevon (Enhanced Storage
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5.1.6 Ymoompi&n [Ipospopdg ITpoundevty

Extoég amd Ol 1o Betikd otoryelo mov ava@épOnkov ce TPONYOVUEVEG EVOTNTEG
ONUOVTIKO KOUWATL fvor VTooTPEn mov TapExel 0 TPOUNOELTHG HETE TNV ayopd TOL

poidvtog. Ot mopoyés etvar o1 akdAovOeg

Zuveyn vTooTNPEN HECH TOL NAEKTPOVIKOD ToyLOPOpEiOV

v
v YrootpiEn pécm TNAEQ®VOD
v Exnaidevon

v

Ewcumpua

5.1.7 Bpaeia kot Awaxpicelg

Q¢ avtapopn ya g vnpeoieg Tov to Z0ho CRM katdeepe vo anoomdcet dvo Ppafeia

and v finance online ko o Totonoinon .

*» Bpafeia: Expert’s Choice 2015 Award, Great User Experience 2017 Award

% ITwrtonoinon: ISO/IEC 27001:2013

ISO/IEC 27001:2013 = Kabopilet Ti¢ amattioelg yio T dnpuovpyia, Ty €Qoproyn, m
dwtnpnon kot ™ Pertioon g dayeipiong e ACPALELNS TOV TANPOPOPLOV GE EVOV

0pYOVIGUO.
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5.2 Avwdicaciec Zoho CRM

370 TPONYOVUEVO VTOKEPAANLO TPAYLOTOTOONKE (o LYY 6T0 Aoylopuikd Zoho
CRM. T'ta. v kaA0TEPT KOTOVONOT) KOt TN AEITOLPYio TOVL diveTOl EUPOOT OTIC Toyi0Eg
OV TTPETEL VoL ANPOOVLY LIOYT KATA TNV EPOPLOYN TOVS GE LOPPY| EPOTNCEMV Kol Efvar
dueco cvvoedepéveg e TNV cuvEKELD 0oy Ba avaAvBovv Kat TEGeEPLS SLOdIKAGIES TTOV
10 amoptiCovv. H mpdtn dadwkacio to Leads Process (Sales Force Automation), n
devtepn dadikacio apopd ota Google Ad Words Process (Marketing Automation), m
tpitn Swdikacio agopd tnv Game scope Process (Game scope) koi Ttelevtaio
dwdikaoio apopd Tic (Sales Process) ywa dvo tdmovg enyeipioewv B2B — B2C og

VILAPYOVCEG OALG KO OE VEES ETTLYEPT|CELS.

5.2.1 Tloyideg katd v epapuoyn

To mo cvvnbiopévo Adbog mov yivetaw otnv gpapuoyn tov cvotuotoc CRM  o6tav
Bempeitoan og Eva povadikd event ot Katd v oyopd TG AdE10G YPNONG TOV AOYIGUIKOD
OAEC Ol KOTECTPOUUEVEG Oladikaciec ToAncemv, to youéva leads war m €lhewym
napakorovOnong Oa emokevactovv. o mapddetypo eved éva CRM  ocdomua
oyxedtaleTonl yioo va. VTooTnpiel ™ dlodKocio TOV TOACEMY €0V 0EV akoAOLOEL pia
GLYKEKPIUEVT] GTPATNYIKY] OO LOVO TOL OV Ba umopEoet va £xel KavEV OQEAOG Yo TNV
emyeipnon. Mopakdto akorovBobv 5 mbavég mayides mov TPEMEL VAL AmoPEVYOOLV e

™ HOPOT| SpwtﬁGSOJVZO.

20 https://www.zoho.com/crm/blog/5-pitfalls-to-avoid-during-crm-implementation.html
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Amotvuyio 6TI06UO0D TOV TPOPANLLOTOC

To mpdro Prpa mov Tpémet va yivel eivan va avayvoplotel to mpoéfAnua . H otpatnywkn
CRM Aapfaver pépog mpv yiver n emhoyn tov katdAiniov CRM. Ot gpotnoglg mov

yperaletar va AvBodv glvar ot &nc.

v Tldg yiveton 1 Stoyeipion OA@V TV onueimv Ema@ng mov £xel 0 SLVNTIKOC UE THV

emyeipnon;

v T1660¢ ¥pOVOG GTOTOAITE YioL TV NAEKTPOVIKY oAANAoypaeio, TIC KATUypoQES
TOV KANCEDV KOl TIC KOTOYMPTGES OTO CTUEWMUATAPLO TPOCSTAODVTOS VO PAVEL

7oL NTOV 1) TEAEVTOL POPA TTOL NPOE GE EMOPN 1 EMLYEIPN O LE TOV TEAATN;

v" Tlowog gival péoo otov ayeyd TmvV TOAGEOY GOV Kol TOGH £50d0 LTOPOvY Vo,

vdpEouv Yo Tov EMOPEVO UNVaL;

Amotvyioc e o&ioc tne oryopdc evoc CRM

To PBacwd Krewdi yio avtv TV amotvyia givor n emkovovia yuo va yiver eavepd v
a&ia mwov €xet 1o cvotnua CRM péoa oty emyeipnon. Otav yiver aviiinam 1 a&ia Oa
VILAPYEL LEYOADTEPT] KOl KAAVTEPT] EMKOVOVIOL G€ OAO TOV 0pYyavicud Eekvavtag omd
T0VG £pyaloOUEVOLG Ol 0oiot amoTeLobV T0 Pacikd TLAGVA Yo va TNV emitvuyio c. Ot

EPMTNGELS TOL TTPEMEL VoL amavTnBovV givat ot €€Ng

v Tlog éva cvotnuo. CRM  Bonbdet kar otnpilel Ty oTpotnyky avamtuéng g

eToupiog;

v Tog éva ovotnuo CRM 0o mapéyet 6pehog oe kGBe povada Eeymplotd i oe Evav

0AOKAN PO OpYOVIGLO;

v Tldg éva cvotnua CRM 0o mapéyel cvykekpipévo mAaicto yio kébe vrapyovco

oladKocio
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Amotvyia enitevén otdy®V TPW TNV EQUPLOYT TOV

To KAedl Yo avtv TV amotvyio eivor va BETovtal o1 TPocdoKieg amd TV apyr| Yio vo
UMV VIAPYOLY TAPEENYNOELS, ATOYONTEVCELS KOl EALEIYELS KIVATP®V OKOUO KO EQV OL
010)01 ooV pmopel va unv etvar capng N EekdBaprn. o va umopécetl va Exet n opdada

KivNTpa o1 amavTNGELg ToL TPEMEL va. AelpBovv gival ot e€ng.

v Tt epappoletar évo CRM chotnua;

v Tlog vrootnpilel n avodtepn oudda dwyeipiong 6t to CRM vroostnpilet

HEHOVOLEVOVG POAOLG;

v Tloteg dadikaoieg vdapyovy NN Kot Teg propel va cvotnua CRM va mopéyet

éva TAaio10 6€ VTEC TIG SLOOIKAGIES;

IMopdAieyn cuveyoDE EKTEAEGTIKNC VTTOGTNPLENC

Inuavtikd otoyeio eivon emkotvovio. Amapaitnto gpyodreio eivor o gpyoddtng G
emyeipnong va Ppioketal Kol vo GUUUETEYEL 6€ OAN TV d1adIKaGi0 TG OAOKANP®OTG.
Agv  ypetdleton vo TopEYETAl OTOVS VROAANAOLG Vvéeg Oladikacieg OAAG va
EVOOUOTOVOVTOL LEGO GTO GUGTNA MO LIdpyovoes. Ot avdAoyeg epmTNOELS ivar ot

egng:

v Ymapyet ocvyvi emkowvmvia pe to g ot vidAiniot evompatdvovy 1o CRM

OT1G O10OIKAGIEG TOVG;

v ZNTo0vTol OTOUIKEG GUVOVTINGELS LE TOVG VIOAANAOVG TNG OIKOVOUIKAG LOVASAG
Intdvtag Toug vo. CLUPAAOLY GTIG VPICTAUEVES OLOIKAGIES LE TO GUOTNLO

CRM,;
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"EAAewyn otpotnykon TtAdvou

H eykatdotaon tov CRM xou m avamtvén tov eivor uoévo 10 mpdTo Prjpa g
otpatnyikne. To Aoyopkd CRM  mpémel va cuveyioel TV popproyn TOV Kot LETE TV
avdntuén Tov S10TL Bewpeitan o pokporpodBecun otpatnykn. TéLlog ot avdioyeg

epmtoELg etvor ot eENg:
v Tlwg o1 opddeg ypnoiponotovy o CRM oe kabnuepvi Bdon;

v Tldg to Aoyiopikd CRM Ba vrootnpitel Tic Tpéyovoes dadikacies TmANCE®Y,

marketing ka1 vrootHpIENG mEAATOV;

v TIdg n oudda moAnoemv givar vrevbvvn yoo TNV TOKTIKY EVNUEP®OT] TOV

dedopévmv o€ TakTIKN Bdon;

v Tldg ot véor voAAnAol ekmondedovior Tve 6to aviroyo cvotmua CRM 1ng

Kkd0e emyeipnong;

5.2.2 Lead Process

H axpipng oporoyio Tov lead management evdeyouevog va aAldlel Kot vo Slopépet
a0 EMYEIPNCELS OE EMYEPNOELS OALA TO KOO GTOLYEIO TTOV TIG GLVOEEL £ivar 1 Pacik|
dwadikooio mov akoAovbeitar. Xto Zoho CRM ot Aemtouépeieg tov lead management
nepLEyel évav cvvdvooud omd v etarpion (Account), to dropo (Contact) o v
EMYEPNHUATIKY guKoupio (Potential)21. Olo ovth e€aptdvTor and TIC AMOTNOES TOV
ypo tov CRM egite apopd Business to Business (B2B) site Business to Customer

(B2C). IMapaxdtm akorovdeitol ovorvTIKA 1 S10SIKOGTN KL LLE YPOPIKT ATEIKOVIOT).

! https://www.zoho.com/crm/help/leads/
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Stage ‘ Generate / Assign

Stage

Stage @ Customer

Qualify / Convert

Kdébe un xataptiopévn emaen (Contact/Account) n omoion Aappdveton amd

drapopetikég mnyég yiveron lead kot mbavov évog evoeyduevog meAdtng.

Kdébe @opd mov évag lead onpovpyeitor avtopato to cvotmue Zoho CRM
opiler tov ovykekpévo lead oe moint) (Sales Person) mopéyovtog Tovg

Kavoveg mov kabopilovror oo tovg lead.

O mointg devepyei évav éheyyo tov lead kar avaivel Tig gvkaupieg mov givot

dwbéoues. nv ocvvéyeta ot leads pirtapovtot faon oVTOV TOV EVKAIPIDV.

Edv ot sukaipieg eivan Oeticég o lead petotpénetar o€ duvnTikog 1| TOovO mehdn

(Prospect).
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5.2.3 Google AdWords Process

To Google AdWords Bswpeitar w¢ éva moavioyvpo online daenuoTikd TPOYPALLO TO
omoio oyedldoTnke Yo va fondncel 6TV TPocEyyion VE®V TEAATOV KOl Vo 0WENCEL TIG
TOAMCELS Yoo TV emyeipnon péca omd ta ads oto Google Search kot and 6An v
mAateoppa tov Google. EmmAéwv pe to Zoho CRM for Google Adwords vrapyet 1
duvarotnta va gioayelg amo i AdWords marketing enevévoeig péoo oto CRM étot va
umopeig va dg1g moteg campaigns eivar vevbvveg yia v kdbe online TdAnon. Avrifeta
umopeig va e€dyelg ta dedopéva TmAncewv cov amd o CRM oto AdWord kot pe avtov
TOV TPOTO UTOPEiS va a§lOTOMOELS E TOV KAADTEPO TPOTO TIC TPOGPOpPEG Kot To budget

v va ovénoetg Tig agieg Kot ta KEPON TG 8mxsipncng22. Evoewktika n dwdikocia.

1

Google - /
AdWords ﬁ b‘\i ﬁ \ . .
=
Website Form

|

Zoho CRM

5.2.4 Game scope Process

To Game scope oto Zoho CRM otidymke Qe OmOKAEIOTIKO GKOTO VO KAVEL TIG
TOANCELS TTO SLUCKESAGTIKES Y10 TV OLAd TV TOANcE®V. O TPOTOG Yo Vo EMTELYTEL
ovtd otnpileToan amd Svo ?»snonpyiag”. Tnv wpdn Acttovpyion HEe TOV AVIOY®OVICUO

peta&l Tovg Kot 1 SeHTEPT) AELTOVPYIO TOV OVTOYMVIGHOV LE TOV 1310 TOV €0VTO.

22 https://www.zoho.com/crm/help/google-adwords/
23 https://www.zoho.com/crm/help/gamescope/
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Avtayoviopdc petald tovg: Booiletar e dpactnplotnteg moANce®mv mov degdyoviat

petalld atdpmv 1 opddwV pe GKOTO TNV TPOMONGN TOL VY0V AVTOYWVIGHOD HeETAED

TOVG

Avtayoviopdc pe tov 1010 tov_gowtd: Ilpokesyévov va evBappbvouv ta dtopo va
ooV TEPIOGOTEPO TOVG EAVTOVG TOLG Yl KOAVTEPN amoédoor £vag Mmanager
TOANcE®V Umopel va B€cel ouykekpluévoug otodyove 1 va B€cel oTOXOVS Yo TOVG

AVTUTPOGOTOVE TWANGEWDY TOVG.

_—* Potentials closure »—

Fathima Yilmaz Patricia Boyle
273 Pts 253 Pts
PTS

Fathima S5

TROPHY DESCRIPTION = Patricia Boyle
Yilmaz

Potentials won 50 45
Emails sent 70 82
Leads converted 120 97
Tasks completed 12 9
Notes added 21 20

5.2.5 Awdwocio [ToAncewv

Onwg avaeépbnke kol e TPOMYOLUEVN €VOTNTO Yo TNV KOAVTEPN KATOVONGN NG
ocuykekplpévng dwdkaciog Ba yivels eotiacpog oe B2B kot e B2C. Znpavtikd y
KkéOe emyeipnon eivor o1 mwAnoelg. Ot dvo kotnyopieg mov Ba avapepHBovv TopaKAT®

aPOPOVV TNV SLOOTKOGI0 TOATCEWV Y10 VITAPYOVGES KOl Y10 VEES EMLYEPNCELS.
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6. SIEBEL CRM

6.1. Ewsaywyn oto Siebel CRM

6.1.1. Avdamntvén Teyxvoloyiog Oracle Siebel CRM

To 1993 o Thomas Siebel kot n Patricia idpvcav pa etoupio pe Bacikd okomd v
OLTOUOTOTOINGN T®V TPOIOVI®MV KOl KOT' EMEKTOCT TNV €upuTeEPN Olayeipion
TEAOTELOK®OV OYE0EMV. Xnuovtikd Bo Mtav vo tovicovpe Ott og ta €A oL 90 1N
Siebel Systems omotédece to Pacwd mpounbevty CRM. Zvumepoopotikd Aowmdv
npokvmtel 6Tt T0 Aoyspukd Siebel CRM Systems aocyoleiton eni tov mAeiotov pe
OYEOO O, AVATTUET, LAPKETIVYK KOOMG Kot 6TNPIEN TNG LY EIPIONG TV TEAATELAKDV
oxéoewv. Tlapakdto ava@Eépovtol ol KUPLOTEPES EKOOCELS TOV TOV YPNCULOTOLOVVTOL

ONULEPX OTIC sntxetpﬁ081g24.
v" Oracle Fusion CRM
v" Oracle CRM On Demand
v" Oracle Business Intelligence Enterprise Edition Plus (kvkiopopnoe to 2007)

v Oracle Business Intelligence Applications (IIponv  Siebel  Analytics)
(kvkhopdpnoe to 2007)

v" Oracle Siebel 8.2 (xvkhopdpnoe to 2011)
v" Oracle Siebel 8.1 (kvkho@opnoe to 2008)
v" Oracle Siebel 8.0 (xvkAo@opnoe to 2007)
v" Siebel 7.8 (kvkho@opnoe to 2005)

v" Siebel 7.7 (kvkhopopnoe o 2004)

2% http://www.oracle.com/us/products/applications/siebel/sales/siebel-sales/overview/index.html
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v" Siebel 7.5 (kvkhopopnoe to 2002)

v" Siebel 7.0 (kvkho@opnoe to 2001, oy to TpdTo Web-based £kdoon)
v Siebel 6 (eniong yvwot wg Siebel 2000)

v Siebel 99

v Siebel 98

v~ Siebel 3.0 (kvkho@opnoe Def. 1997)

v" Siebel 2.0 (télog kvkAo@opiag tov 1995)

v" Siebel IToAnoeig Envyeipnosonv

v~ Siebel Customer Relationship Management (CRM)

H Siebel Systems givai o maykdcua kopveaiog tpoundevte cvotnuatov CRM, PRM,
ERM «o1 eBusiness, mopéyoviag tv mAEOV OAOKANPOUEVY] GEWPA  EQPAPLOYDV
dwxelptong g oyéong He tov mEAATN, HEGO amd O To SloBEGIHO KAVAALL ETAPNG
(Call Center, Internet, E-mail, Fax, Katactuata/Aiktvo Xvvepyatov, Field
Sales/Service, KAx.), eved mapdiinia owbéterl ko e€edikevpéveg AMoelg (Verticals) yla
k&g yopo emyepnuoTikng dpaoctnprotmtas. H etapeio otnv onuepivi g popen ivar
amotéleoua ™G ovyywvevons tov etapsidv COMPUTER LOGIC (idpvon 1980) ko
DIS (idpvon 1982). H cvyymvevon tmv dvo gtarpelidv suupmvionke tov Noéuppto tov
1999 ko odoxkAnpmOnke tov IovAto Tov 2000. Téco n DIS and tov Mdptio tov 1998,
0c0 kot COMPUTER LOGIC ané tov ZentéuPpio tov 1999, giyav eiodyetl T1g peTorES
toug otV [lopdAinin Ayopd tov Xpnuatiwotpiov A&iwv Abnvov. H petdraén g
LogicDIS otv Kbdpia Ayopd tov XAA orokAnpodbnke tov Avyovsto tov 2001, evd
Ao TO 1010 £T0C GUUUETEYEL OTN SLUUOPPMOT] TOV YEVIKOV O&IKTN Tov XPpMUaTioTnpiov.
H LogicDIS péoca amd éva chvoro omd GTOYEVOUEVEC GLUUETOYEG GE KATOSIMUEVQ
EMYEPNUOTIKG OYNUATO, NYeiTal onuepo €vOog oamd TOvg UEYOADTEPOVS OUIAOVG
mnpoeopkng otnv EAAGoa. Me ta mpoidvta tng Siebel Systems, n LogicDIS €yet
viomomoel Xvotiuato  Avtopatomoinong IlwAnocewv, Marketing, E&vanpémong
[Tehatdv ko Opyoavopéva Call Centers yia mepiocotepovg omd 30 mehdteg otV oyopd

g EAAGSag ko g Kdmpov 6mwg evoewctikd 1 Vodafone, n Apyn Tniemucotvoviov
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Kbvnpov (CYTA), n TIM, n AstraZeneca,  Boehringer Ingelheim, 1 FORTHnet, n
®OINIE-Metrolife Emporiki, n DIAGEO, n Allianz, n Hellas Flying Dolphins, n EFG
Eurobank Ergasias, n Alpha Trust, o Egvodoyetokog Oudog Aldemar, n COSMOTE

25
K.o. .

6.1.2. Kipra Xopaktnplotikd Aoyisuikon

To Siebel CRM  mpoopépetl éva cuvdvaoud TV GUVOALAY®OV avOAVONG KOl EUTAOKNS
OTO YOPOKTNPLOTIKA Y10 Vo, TNV dtayeipion OA®V Temv epyacidv tov teadtn. H epappoyn
avt TPocPEpel olokAnpmuéveg Aoelg CRM vy ) {ftnomn kou mpocappoletot oTig
Bropnyaviec. Mepikéc and Tig Aertovpyiég tov Siebel avoivovior kot meptrypapovrol

26
TOPAKATO .

Siebel Sales Applications:

Meyiotomotel TV OTOTEAEGUATIKOTNTO TOV TOANCEOV GE TPOAYUOTIKO Y¥POVO UE TNV
EMTAYLVOT TOV GLVOAAAYDV KOl LETPNT®V, €VOLYpoUUilovToc To KOVOAMO TOANCE®Y,
mv ovénomn 1ov oywyov, Kepdiloviag TIC TWES Kol ov&dvovtog TG UECGES TIUEG

GUVOAAAYTG.

Quote & Order Capture

H Abon avt PonBdel ot dayeipion ¢ mapoyyerog Tov meAdtn e, amhomolel v
TePIMAOKT JAOTKOGI0 EVTOTIGHOD YIMAS®OV TPOIOVI®MV GE TOAAATAOVG KATAAOGYOLG KOl
ocvotiuata. Ilopadidel Pabid yvdon tov TEAATN TOL EMTPENEL OTIG EMYEPNOELS VO
TOPOVGLACOVY OVVOUIKE GTOYEVOUEVESG OECUES TPOTOVTIWV, TPOGPEPOVY EVPLEIS CroSs-
sell kou up-sell gvkaipieg dote va emttvyydvouy PeATIOUEVES TIUEG Yo TPOTOVTO Ko
Kkatnyopieg melatwv. Tnv 0 otiyun ot epyalopevor divovv Tig TANPOPopieg mOL

ypealovtal yio vo avoAdBouv amoQacioTIKY] dpdon Kol GUUTEPLPOPE Y10, EVPVEIS

25 . .
http://www.logicdis.gr
%6 http://www.oracle.com/us/products/applications/siebel/sales/siebel-sales/overview/index.html
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aAMAETIOPACES pHe TOVG meAdtes. g omoTéAecpo, €lval, Ol EMYEPNOES Vo
TAPATNPOVY a¥ENCT TOV €600MV, UEI®ON TOL KOGTOLS Agttovpyilag Kot LYMAGTEPN

APOGimON TWV TEAUTAOV.

Siebel Enterprise Marketing:

Eivor o odoxdnpopévn Abon kielotod PBpodxov mov €£0v61000TEL OPYAVIGUOVG LE
kavéio B2B ko B2C yio v enitevén apioteiog 610 HAPKETIVYK, TPOGUPUOGHEVES OTIG

OVAYKEC TOV EMYEPTCEDV, TOV EUTOPWOV, TMOV KOTOUVOADTOV.
b

Siebel Contact Center and Service

E&vmmpetel owkoyevelakd mpoidvta, PonddvTog TIg ETLXEPNOELS VO TOPEYOLY TAYVTEPT,
KOADTEPT KOl TO OT0O0TIKY EEVTNPETNON oTOVG TeEAATeS. [lapéyovv akdpa epappoyég
7ov divouv ADGELS Yo T BEATIOT avAmTLEN TV TOPOV, TV Tayeia exilvon nTudtov
Kol Tovioyvpeg OLVOTOTNTEG TOPOKOAOVONONG KOl aVAALONG, HE OTOTEAEGHO, Ol
EMYEPNOELG VO LITOPOVV VO WENGOLV TNV 1IKAVOTOINGT TOV TEAATAV, EVO TOPAAANAQ

VO LEWOVETOL TO KOGTOG € OAO TOL OMEl0 ETAPNC 6 OAO TOV KOGLLO.

Oracle Self-Service xou E-Billing:

Eivonl n minpng Adon mov emrpénel 6Toug TEAATEG KOl TOVG XPNOTES TNG EMYEIPNONG VO
cuvepydlovtal omowadnmote otyun, omovdnmote. Ilpooeyyilelr kaAdtepa Tov mEAITN
Bonbavtag ot Pedtimon g amodoTIKOTNTOS, KOODS Kot TV avENoT TG EUTIGTOGVVIG

TOV TEAATOV.

Siebel Partner Relationship Management

Etvor 1 xopveaio oty maykdspo ayopd oAOKANpoUEVN AVGT dloyeiplong Kavalay,
OV EMTPEMEL OTIG EMYEPNOELG TNV EMITELEN TOV KOVOALOD KOl TOV EMLYEIPTUATIKOV

OTOY®WV TOVG.  ATOOEdElYUEVES EMTUYIEG TOV TMEANTOV KOl OTUPAUIAAES EMAOYEG
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avantuéng ocvumepiapfoavopéveoy 1060 otnv mapadoyn 660 Kol OTIS AVCELS NG

ChTnong.

Siebel CRM Technology:

[Mapéyer Moelg Yo avamntuén, yio 516yvmaon, Yo, OAOKANP®GOT Kol TOPay®YIKOTNTO,
Koabmg kot yu kwntég vanpeoiec. To Oracle CRM On Demand mpoceépet
OAOKANPOUEVEG AVGELS, evpuTEPES Kol Pabitepeg duvatotnteg mov Ponbovv Ttovg
OPYOVIGHOUG VO aLENGOVV  TIG TOANGCELS, TO HOPKETIVYK, TNV mOTN, Kol TNV

OTOTELECUATIKOTITO TV VINPECLDV.

Oracle CRM on Demand Solutions for Industry

Ot gpappoyég mov TePAapPAvel HTopovV Vo dOGOVY AVGELS G€ TOAAOVS KAAGOVS, OTTMG
OTOV WTPIKO KAAS0, TOV QUPUOKEVTIKO, TOV OCQPOAIGTIKO, TO YPNUOTOTICTOTIKO Kot
avTéVv TV avtoKvntofropnyoviov. Emmiéov pmopel va diayeipiotel dpiota ta kavaio,
m Owyeipion tov oyéoemv kot T Owayeipion g meplovoiag. Alver peyolvtepn
OTOTEAEGUATIKOTNTO OTIC TOANGELS, EVIOYVEL TO UAPKETIVYK, TOPEYXEL GUECT KOl OE
TPAYUOTIKO YpOVO  eMYEPNUOTIKT dopatikdtnTe. Ol EMYEPNUOTIKES OUOIKAGIES,
CLUUTEPIAOUPAVOUEVOV TOV GLVEPYOT®MV, TN Olyelplon KeQaAoiov kKol TO KovAAL
UAPKETIVYK KOL [LE YVOUOVOE TN O0IKOGI0 TOANCNG SlOCTOUP®OVOVTAL OEO0UEVA KOt
onpovpyovvral mpoPAréyels. Ola avtd odnyodv otnv PEYOADTEPY KOVOTOINGT T®V

TeEAOTAOV, TN peimon Tov KOGToVS Ko T PEATioon g Kepdopopiag.
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6.1.3. Iapovcioon néco amd EIKOVEC

210 Ke@AAowo owtd yivetar o ektev avagopd oto Siebel Call Center 8.1, otig
Aertovpyieg YOPAKTNPIGTIKA TOV, GTO YPNOUO EpYOAEiol TOV OAAG KOl GTA OQPEAT TTOV

Aappdver | etanpeio TOL YPNCYOTOLEL £VOL TETOLO0 GUGTNLLAL.

/A Call Center Object Manager (ENU) @ ousrvr - Microsoft Internet Explorer

Datei Bearbeten Anskht [Eavorten Extras 2 | &
Qaxock » O - [ [&) (| Psuchen vorevoren & (3w [ -
Adresse [&] http:/flocahosticalcenter_enufstart.swe?SWECTdmStartSWEHomlocshost | B wechseinzu
| Links €] Class Accounts and Support Liks! €] Classroom Support Lnks! €] 0BA JTA Survey €] Global Education €] Orack Online Evauations €] OUKC_ €] SeviPotal >

ORACLE‘ Siebel Customer Relationship Management
r\{VeIcome to Siebel Call Center!
user 10: >

Password: |

Bl Remerber my User ID and Password

I O O B B . [ T

Ewéva 7: Illapoveiacn Tov CRM “Siebel Call Center 8.1"

To Siebel Call Center eivonr éva Aoywopkd ¢ Oracle mov emtpémel GTOVG
OVIUTPOCGAOTOVS  ETAPLOV VO YEPIOTOVV  OAANAETIOPAGELS OYETIKEG UE VANPEGIES
LTOCTAPLEN KOl TOANGELS TTPOG €va. €V GUVOAO KOVOAMAOV EMKOWV®VIAG OT®S TO
TNAEPOVO, TO NAEKTPOVIKO TOYLOPOUETID, TO TNAETLTIO, TOL AGVPLOTH UNVOLOTO, 1) POV

péom 1P, Web n dwadiktvakn cvvepyasio Kot m (S'DVO},ll?\i(lﬂ.

Avtd to kavdAo etvarl evoopotopéva, divoviag m dvvatotnta oe kKdbe avTimpOcOTO

va drayepileton Ta otoyyein emKotvmviag evog meldtn, vrootnpilovtag £161 £va cHVOLO

%’ http://iate.europa.eu/SearchByQueryLoad.do?method=load
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TPOIOVTIOV KOl VLANPECIOV KOl TOPOLGLALOVING TPOGPOPEG CYEQCUEVES Yo V.

TPOcapUOLOVTUL OTIC OVAYKES TV TEAATMV.

To Siebel Call Center eniong dwoyepiletal oToryEln TEAATMOV KOl AOYOPLOGU®V, YVAOOT
TPOIOVTAV, IGTOPIKO AYOPADYV, EVKALPIES, OLTHLOTO VIINPECLOV KOl CUUP®VIES o8 EMNESO

, .28
VINPECLOV .

6.1.4. Avdivon Asttovpyldv Kot XopaKTNPLoTIKOV

Orav évag mpaktopog cvvdéetar oty Siebel Call Center epoppoyn , 1 mpdT 006vN
nov PAEnel mpocdlopiletor and TNV TIUn OV £xEL dMGEL 0 YPNoTNG otn Startup Screen.
Av 0 ypnotng dev £xel OMGEL TN , 0 TpdKTOopaS PAEmEL TNV OpyIKn ceAda. H apyikn
ceMon gtvar £voc GLVOLOGHOC AGTAV KOl POPUDV TOV TAPEYOLY EVO GTIYUOTVTTO TOV
O CNUOVTIKOV TANPOPOPIDYV OV Ol TPAKTOPES XPEWBLOVTOL Yoo VO SLoYEPLGTOVV TN
pépa Kot To eOpto gpyaciog Tovs. Avtég ot mAnpogopieg Tpocapuoloviol avaroyo Le
TIG TANPOQOpieg kabe mpdKTOpA KO UITOPEL Vo Exouy TepleyOrevo Onws 10 Huepordyo
pov (My Calendar), ot Apactnpiomtég pov (My Activities), Ta ctiuata Ynpeoiov
pov (My Service Requests), My Campaigns, kot ot Enagég pov (My Contacts). Ot
TPAKTOPEG UTOPOVV VO, GALAEOLV TNV EUPAVION TNG APYIKNG CEAIDOG YPTOLLOTOLDVTOG
ToUG €AEYYOovg mov eppaviCovior oty mive 0l yovio kabe Alotag M QOpUOC.
XPNOHOTOUDVTOG TOVG EAEYYOVG, Ol TPAKTOPEG UTOPOLV va, dei&ovv 1 va KpOHyouV Tig
Aemtopepeilg eyypagég vy Kabe meployn mepileyopévov. Mmopohv  axoue  va
YPNCLOTOCOVY TN Guvdptnon enefepyaciog mAGvoL yio vo eEAEYEOVV TL TEPIEXOUEVO
eppaviCeton otV apykn cedida Kot T 6Epd pe v omoia epeaviletorl 10 mePlEOUEVO.
Alayéc mopapévouy oe 1ox0 HEXPL O TPAKTOPOC Vo KAvEL VEEG oAAayés. A&ilel va
onuelwdet 6tin apyk” cerida epeaviCel pOvVo TIC ATOWYELS Y1 TIG OTOIEG £VOG XPNOTNG

. . . ; 29
&xel TpocPaom Pacel Tov TPoPid Tov.

28 https://docs.oracle.com/cd/E05554 01/books/CallCtrUser/CallCtrUserOverview2.html#wp121118%20
% https://docs.oracle.com/cd/E05554 01/books/CallCtrUser/CallCtrUserOverview3.html#wp115224
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Mo tt Vor Nesele Qury okt MAMA.LO Aot Conbmmans And oo (v commmmication driver D1 st

a'}.lls‘-’ R B I V'

29 I YoamkBaH e 40
ot
AL Avests | 1] Coacls ppetindin | [ Sl Doy ! L Servr | Comvmenkinions
My Bonepage Wekiorn Bk Comy Chavnd, Sodbwy & Sy, Soverubed 1 2008
iy Aty
e Ty N rgioe Frivety finty

) Yorrd e’ [oerwyn)

Communication Toolbar

|@ oo [ | & &[5 FH LS E| e BRI K

To communications toolbar fonfd tovg mpdxtopeg va dayelpiloviar E1GEPYOUEVES KO
e€epyopeveg aAANAETIOPACELS G TOALATAN KOVAALOL, GUUTEPIAAUPOVOUEV®VY TNG POVNG,
nAektpovikng aAinioypapiog, Web text chat kot acOpuarng cvvdeong oto Atadiktvo.
Xpnowomouwvtog to communications toolbar, ot mpdxtopeg umopodv vo €1GAYOLV
eEotepikég epyocieg(outbound work items)kor vo amodeXTOOV E0MTEPIKEG EPYOUCIES
(inbound work items). EmumAéov, o1 mpdkTopec Umopovv vo TOToBETooVV epyacies
(work items) oe avopovi N Kol Vo LETOQEPOVV gpyacieg o€  GAlovg mpaktopes. To
toolbar emitpénel eniong otoVG TPAKTOPES VO drayepilovrol Tavtdypova epyacies (work
items) ovunepthapufovouévev  Guvovaou®V  e-mails, TNAEPOVIKOV KANGEDV Kol

, 30
KAMoewv AladtkTOoL .

3% https://docs.oracle.com/cd/E05554 01/books/CallCtrUser/CallCtrUserOverview4.html#wp130065
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Al managers and employees must complete last quarter reviewys and new o 102

H pmépo pnvopdtov mopéyet to Message Broadcasting, pio péfodo miektpoviknig
AVTOALOYNG TANPOPOPLOV TTPOS TPAKTOPES Kot GAAOLG ypnotes. Mmopel va gppavilet
TANPOPOPIES TNG ETOPIAG 1) KPIGIUA OTATIOTIKA oToryeia amd v mpila Tov THAEP®OVOL
Omwg tov oplud TV KANcE®V Tov eivar o€ avopovh. To broadcast messages
epupaviCovtoar g «tpéilep» otnv  broadcast bar oto K4t péPOg ¢ epapuoyne. Ta
pnvopato  pmopel vo epeaviCovtol o€ SLPOPETIKA YPOUOTO TPOKEIUEVOL VA GOVEL 1
omovdodTNTe, TOL PUNVOHaTog. Ot TAnpogopieg ot UIApPO UNVOUATOV UTOpOovV Vo
OTOCTEALOVTOL GE CGLYKEKPIUEVO ATOUO, OHAOES M aKOMO Kot 6 OAOVG TOVG YPTOTEC.
Avt elvanr mpoemileyuévn Aertovpyio g €poppoyns. Qotdco, umopet vo vrooTel
tpomtormtoinom évo dwoxelpotn. Téhog, vmdpyer €vag petpnrng oe€d g umdpog
pnvopdtov mov ost moca broadcast punvopota vedpyovy Kot o0 pRvopo epeaviCetal

WG «TPEAEP» OTNV oOc')vn?’l.

Customer Hame:  Account: Site: Agent's Date and Time: {Upciate ) | | =)
Laura Ahate AEP Communications  Columhbus, OH 06M 22002 16:44:14
Work Phone # Email Address: Job Title: Go To:

{G14) 343-8723 Laura_Abate@aep.com Engineering Mgr IAdivﬂies vI

To TaumAd TEAUTOV TOPEYEL GTOVS TPAKTOPES YPNYOoPN TPpdSPacn ota Pacikd dedopéva
TV TeAaToOV k0B’ OAN T Sdpkeln tov KOKAOL (NG pog KARoNg Kabodg emiong
ePLOYN NG oeAidog n omoia mepiéyel Ta facikd dedopéva Kabmg avTol TPAYHUTOTOOVV
mhonynon pécm g epaproyne. To tapmAid epeaviletl Stoapopetikéc mAnpopopieg avd e
1o g 1o Siebel Call Center cuvtoviletol Kot o0 TAaiG10 EQapuoyng eppavileTor o
TPAKTOPAG CLUTANPOVEL 1] EVUEPADVEL TO TAUTAO. To TaumAd mapéyetl eniong tpocPaon
o€ TANPOPOPIES TOV AUPOPOVV TEPLOVGLOKE GTOLKELD, dPASTNPLOTNTES, EE0VGIOG0TNGELS,
TAPAYYEALES, OUTALLATA VINPECIOV KAODS eMiong TANPOPOPIES GYETIKEG e TEAATEG Kot

GALEG EMOQEC.

3 http://docs.oracle.com/cd/E05554 01/books/CallCtrUser/CallCtrUserOverview5.html#wp130111
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Otav to avolyovpe, T0 TAUTAO eUPavileTan 6T0 TAV® PUEPOG TG TTEPLOYNS EQapuoyns. H
mnpoeopia mov gpeavifetor 610 TapmAd pmopel vo. copumAnpwOel pe TN ¥PNoN TOV
Siebel CTIL, pe ™ yprion tov Smart Script, kK&vovtag KAk oto kovuni Update oto
TopmAd M kévovtog kAk oto kovpuni Set Customer Dashboard oto Search Center evad
epeavifeton o xotaydpnon enaens. To tapmid ypnoyonoteital povo yio aviyvmon

I4 I4 r r r 4 r r 32
Ko ELOavilel TANPOPOPIes GYETIKA IE TOVG TEAATES LOVO ATV Etvarl avotyTo.™ .

Xp1omn Tov TaUTAS Yo YP1yopn TAOYNoN

To ToumAd emMTPENEL GTOV TPAKTOPO, TAONYNON GE TANPOPOPIES CYETIKEG LE OEOOUEVA
mov gpeaviCoviar ota medio. o mwoapddetypo, O6tov 10 TOUTAO TEPLEXEL OTOLKEIN
EMKOWVMVIONG, 0 TPAKTOPOG IITOPEL VOL TO YPTCLLOTOCEL Y10 TAOYNOT G€ TEPLOYES TNG
€PapPLOYNG oL yepilovtal dpacTNPLOTNTES, CLUP®VIES, EE0VGLO00THGELS, TEPLOVCIOKA
otoreia, mopayyees Kot GAAa. Otav 10 ToumAd mepiéyetl dAla €1om mAnpoopiag, o
TPAKTOPOG UTOPEL VO TPUYLOTOTOCEL TAOYNON GE TEPLOYEG OYETIKEC HE T €10M

TANpoPopiag mov PAEmel oty 006vN).

Katw and opiouéveg ouvinkec, évag mpdktopag mov dlayelpileton o KANon pumopet va
ypnowonomoel o Communications Toolbar yio va peta@épet Kot TG TANPOPOPIES TNG
KAMoNG KOl TIC TANPOQPOPIieS TOL TOUTAO o€ €évav GAlo mpaktopa. Mo v emtuym
HETAPOPE TNG TANPOPOPING TOL TOUTAO O TOPUANTTNG TNG KANONG TPEMEL VAL EYEL TO

TAUTAO avoryTo.

To Siebel Search Center eivar éva gpyaieio ovaKTNONG KEWWEVOV TTOV EMTPENEL GTOVG

TPAKTOPEG VO avalnTovv TANPoPopieg Kot va PAETOLV To OmOTEAEGUOTO YOPIG Vo

32 https://docs.oracle.com/cd/E05554 01/books/CallCtrUser/CallCtrUserOverview6.html#wp121149
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yOvovtal To dedopéva Tov epeavifovtal eketvn Tn oTiyur 6To Tapabupo TG EPAPUOYNG.
To Search Center givat 0 KevTpikdg KOUPOG Y10 TOVG TPAKTOPEG TNAEPOVIKAOV KEVTIPOV.
Avtol pmopovv vo TPAyHATOTOoovV gvpeig 1 akpiPeic avalntinoelg amd omTovVONTOTE
péom g epappoyng Siebel. Xpnowomowwvtag ™ Results list oto Search Center, ot
TPAKTOPEG TNAEQOVIKOV KEVIP®V UTOPOVV VO EMGLVOYOVV KOATOYWPNOES OTNV
KEVIPIKN Kataydpnon 1M omoia eivor evepyn oto mapdbvpo ¢ epappoyns. [a
TOPAOELY IO, U0 KOTAYDPNON AVONG Umopel vo emcuvoebel oe pio aitnon ywo v
mapoyn vampeciog. Ot TPAKTOPES UMOPOLV EMIONG VO KAVOLV TPOEMICKOTNON HI0G
KATOYDOPNONG OMOTEAEGHOTOC 1| Vo BECOLV o KATOXDPNON OTOTEAECUATOS O TNV
evepyn katoympnon oto mapdbvpo epappoyns. H emdoyn g avalnmmong yuw
TPOYWPNUEVOVS EMTPEMEL £PELVA YO TOALOTAG €idn mANpogopiog pe pio poévo

avalntnon.

Search Close Search button

Lock N | Employees -
Last Mame: |gmith
First Name:
Division:
Work Phone #:

Title:

| Search | Reset | Help |

| Results [<| 1-7of7+ [»] 3
Last Hame First Hame Title
L 4 Calvin Field Technicia...

Calvin Senior Sales Re...
Cass Sales Manager >_ results list
Mike Field Service E...
MNathan Senior Practice...

S Salhy Telemarketing R...

Smith Turk Telesales Repre...
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Ot mpaKtopes TMAEQPOVIKGOV KEVTIPOV ypnolonoovy v  Accounts Screen ywa v
0pYAVMOT KOl TAPAKOAOVONOT OEO0UEVOV OTAV EKTEAOVV EPYOGIEC OTTMOC M ONovpYyia
AOYOPLOCU®Y, M ONHOVPYID Kol GLCYETION JOPOUCTNPOTATOV UE £Vo. AOYUPLIGHS , 1M
GLUCYETION EMOAPOV HE Eva AOYOPLIGUO Kol 1 aval)TnoTn TANPOPOPLOV GYETIKAOV WE
QLTHLLOTO. Y10 TTOPOYN LANPECIOV, cLUPOAma, Béuata mov oyetiCovion pe mpoiodvra,
Katdotoon Aoyoplacpold kol 16Topkd dpactnprotitaov. Télog, m Accounts Screen

Bempeiton ®g N WaviK 006V Yo TNV ATAVTNOT ECOTEPIKAOV K)uﬁGSO)VSS.
"Evag Aoyapracpds propel va elvar:

v" Mo gtoupio mov ekmpooonel Evav meldtn,
v" "Evag mbovog mehdTng

v "Evag cuvETopog

v" "Evag mpoundevtig

v "Evog avToyovioTig

%3 https://docs.oracle.com/cd/E05554 01/books/CallCtrUser/CallCtrUserAccounts2.html#twp114210
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H Now Ste Parent Maln Prona & Staaus Fund Bl fescurt Typa Hecourt Team
(281 786.4787 Cradit Hold H AutorHoms Supply Stora SADMIN
(0887247855 Ceadit Hold N Barking SADMIN
(420012:1294 Closed N A1 Suite SADMIN
(B501555.1212 Closed t SADMIN

SADMIN
20118742243 SADMIN
0115743322
(4151566-1234
(123)123:1234

(zccy iph alor tHizeript

SADMIN

Amelican Insutance Age

apital Corporation

javascriptivodd)

H Accounts screen kot to views Tng mopéYovv To Kevipikd onueio mAonynomg mov
BonBd tovg mpakTopeg vor avalnTtodv TELATES Kol VO AmOVTOOV GE EICEPYOUEVEG KANGELC.
To €1d0g g KANIoNG TPOGO10pilel TO10 View 1S YPNOLUOTOLEITOL OO TOV TPAKTOPO GTNV

EPOPLOYT. XT1 cvvEYEl TapatiBeTon Eva mapaderypo xpnong e Accounts screen:

‘Eva dtopo emkotvovel pe T0 TNAEPOVIKO KEVIPO ®OC OMAVINGY] OGS KOUTAVIOG
ToANce®V. Av avtd To dTopo elval dyvemoto TOTE O TMPAKTOPOS TOV TNAEPOVIKOV
Kkévtpov Ba dnpovpynoet Evav Kovovplo Aoyaploopd Kot 7o cuyKeKpluéva Ha
Kataypayel dvopa, dtevbuvvon, TMALEVo Kot GAAEG oNUAVTIKEG TANpOoPopiec.. Eneita o
TPAKTOPOG ONUIOLPYEL o EMAPN 1 E00YEL GAAEC TANPOPOPIEC CYETIKA HE TOV
Katvovplo Aoyoplacud. Térog ,0 TpakTopag cLoYETILEL TNV ETOPT HE TNV KOUTAVIOL TTOV

TPOEKLYE OO TNV KAN oM.
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6.2. Awdwoociec Oracle Siebel CRM

6.2.1. Anuovpyia Aoyaplacuov

M katoy®pnon Aoyaplacpov Tpénet va. dnpovpyndel yio kdbe mbavod meldtn N v
k6B meAdtn mpv amd dAheg mAnpopopiec mov Ba lcoyBovv GTov Aoyaplacpd. Mot
onuovpynbet o Aoyaplocudg O avTIoTOU(0G TPAKTOPOS WTMOPEL VO EKKIVAGEL, Vo
mpochéoetl kol vo mopakorlovdel onuavtikég TANpoeopieg OMWG evKoupleg, ATOMKEG

EMOPES Ko O18popaL €101 OLTUATOV Y10 TOPOYN VINPECLAOV.

6.2.2. TlpocHnkm enapdv ctov Aoyoaplacud

A@oV o1 mpdlKTOopeES OOVAELOVV LE AOYUPLIGUOVS TEAATAOV 1] OLVNTIKAOV TEANTAOV
amorteitol n akpPng SloTPNoT TOV IOV ENAPAOV TOV GYETILOVTOL [LE TO AOYUPLOGHO.
ATOGTOAN TANPOPOPLOV AOYUPLAGHOD GE EVa EEMTEPIKO GVUOTNUA. AV O JOYEPLIOTAG
éyel EEKIVIAGEL L EVOOUATOOT A0YOPLOoHOD TPayaTiKoy xpdvov avaueca oto Siebel
Call Center ka1 éva dAho ovotnua oy etaupio Kobiotatar dvvary m ypHon g
External System &vtoAn¢ ywo TNV GmOGTOAN Kol TPOTOTOINGY TANPOPOPLOV TOL
Aoyaplacpov amd v epapuoyn Siebel ce éva dAAo cvotpa. ATO TPOEMAOYY OTNV
Accounts o06vn 1 Update External System &vtoA] mupodotel emiyelpnuotiKy
dwadikacio Synchronize Contact ASI. H diadikacio avth] omootéAlel TIc TANpoPopieg
mov oyetiCovion pe To Aoyaplocpd 6to EMTEPIKO GVGTNUA, TEPIUEVEL ATAVTNOT AO TO
eEmtepikd ocvoua Kot evnuepmvel ) Siebel Bdaon dedouévov pe omdvinon. Ot
TAnpogopies emapnc (Contact Information) cuvdéovtar otevd pe TAnpoPopies GYETIKEG

He Aoyoaplacpos Kot VOIKOKLPLA.
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6.2.3. Ewoepyouevn kinon v EEummpétnon [eloatov

O1 enagég (Contacts) eivar dtopo pe to omoio 1 etanpio GuvePYALeETOL 1| OVAUEVEL
evogyopevn cuvepyacio oto péAlov. H Contacts 086vn eivar éva amd ta facikd onpeio
OOV 01 TPAKTOPES SOVAEVOVY OTAV AAUPAVOLV ECOTEPIKEG KANCELS TELUTMOV KOl O
etoupieg mov e&umnpeTovv TEAdTEG O1 0Toiol €ivan Atopa. Ot eTaupieg mov eEumnpetoHv
GAeg etaupiec cuvnbmg ypnoomolovy v (Accounts) 006vn otav Aappdvovv

€10 OUEVEG KANGELS TEAUTMV.

Mepwéc gpyociec mov yivovial otnv (Contacts) 006vn sivou:

v" EmPefoinon 61t pio emapn eival vapktog

v Anuovpyia kat dtatipnon Tpo@ik TeEAaT®Y

v Kotaypogn 1 Topoakoroddnen TAnpo@opidv yio ToyOv oY£GELS UVAUES OTIG
OTOLUKES ETOPEC

v Katoaypogn 1 mapakorohnon TAnpoeopidv yia ooV 6YEGELS OVAUESH OTIG
EMOPEG KL TOLG AOYUPLUGLLOVG

v Kotaypogn 1 TopokoAodOnen TANpoopLdV yia TN 6YECT TNG ATOUIKNG EXUPNS KoL
™mg eToupiog

v Anpovpyia 3pacTNPLOTATOV CYETIKAOV UE TNV ETAQN

v Avalitnon mponyoduevng dpactnploTnTag 1 I6TOPIKOD VINPEGIOV Y10, TV ETAPN

6.2.4. BePaiwon Aoyiotikng Xpnong

Xoppovo pe tov agent 1y T1g TEPMMTOGCES TEANTOV TOV KAAOUV GTO KEVTIPO
exepalovtag emBopio Ayng Befaimong yio Aoytotikn ypnon (Koptéia pe o TIHOAdYLN
KOl TIG TANPOUEG YL €VOL CLYKEKPUEVO YPOVIKO dtdotnua) Oo kotaypdpovrot

Interaction kot Service Request. ITio avalvTikd.
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[Mivaxag 1. TAPAAEII'MA INTERACTION, SERVICE REQUEST
INTERACTION Area Sub Area Option
Aoyoplacuodg [Tinpoeopieg Befaioon v
E&6pAnong AOYLOTIKY Ypnon
SERVICE SR1 SR2 SR Comments
REQUEST OEMATA BEBAIQXH TIA
AOT'APIAXMOY | AOI'TATIKH
XPHZH

¥to medio SR Comments (Zxoio Awthporog) Oa mpémer va cupmAnpodvovtal ot

TOPOKATO TANPOPOPIEG:

v 0 kodikog Aoyopracpol tov mehdtn (Av eival tepiocdtepot omd vag, Oo mpémet vo
KOToypApovTol OAOL 01 KOIKOT)

v To e-mail émov Ba. AaPet o meddtng v PePaimon

v" To ypovikd S1AGTNHO. Y10 TO OTTOI0 EVILOPEPETOL O TEAATNG

v Kt Emcowvaviog

6.2.5. Amoctolny Mail/Fax pe Zvuforoto

2opeava pe tov Agent 2 6tav kAeivetot o GOUE®VIO Y10 yopd Kot 1) Topayyeiia £xet
TEAEUDGEL AKOAOVOEITE 1] S10OIKAGTI0 AMOGTOANG TV SIKALOAOYNTIKMV. ZOUQ®VOL LLE TOV

Agent 1 Amoctoln dikatoAoyntikmv oe artrporo Port In.

Katd v xatoydpnon g aitnong kot epdcov to Status eivar Contact Pending, o
eKTpOcONOg pumopel vo  amooteilel To  amoattodueva  Owooroyntikd (aitmon /

€E0VG10J0TNON KOTAVOAMTY KOL OATNOT Y10 GOPNTOTNTO) AKOAOLOMVTOS TO TOPUKAT®

Puora
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Brua 1:

I'iveton emhoyn «Send Email» 1 «Send Fax» (avédloya pe tov tpémo mov embouei o
TeEAdTNG Vo TapolaPel Ta dtkatoloynTikd). Xto popup moapdbvpo mov eppaviletor €xet

yiver qutoOpaTn ETGLVOYT OA®V TV cLUPAcE®Y ToL TteAdTr. [Idtpa To Kovuni pe tov

GLVOETNPO.
& Send Email - WincowsIntenet ipleres R
| fron TNTEE v
To
e Bee
Sebyect
M v
ﬁq
-
5
-
Attachments blapoB 14745863 21257 0R_12 m_]
Charge Linguage focal Send  Cance
Bnua 2:

[Motdvrog oto Kovumi pe tov cuvdetnpa epgoviCovior OAeg ot GLUPAGEIS TOV EYOVV
emovuvapBel. H oopuPaon pe tov apBud 12 (apopd / €£0vc1060tTMoN KOTOVOAMTN Kot
aitmon yw eopnrotnto apBuov) Kot eivar owty mov Ha omoctorel 6TOV €KAOTOTE

TEAITN
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Extensico
> sblaopls 14745866 212571 R 12 POF
D0 14743068 2157 1R 18 OF 189537
L d
pOR
POF

145428
24783
anm

shiaopty 14745968 21357 _1 1R_1SS
shlapptd 145868 21067 1 IR A7
shioppts_I4745868_21357_1 IR 50

Brua 3:

INvetar emioyn (uog mpog piog) Tov vrdhowmwv cvuPdoemv kot Staypdeoviot

natovtog o kovurni «Deletey» kot otnv cvvéyeia «Ox»

Attachment Name

Extension
sblappl9 14745368 _21257_4 N _12 POF
> sblapplS 147453868 _21257_4 NR_128 PO 189 s38
TDlopoiS_ 14745868 _21257_4_MR_155  POF
sblapplS _ 14745868 _21257_4_Net_427 POF
sbilappl9 _14745868_21257_4 MR _S530 POF
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7. XYMIIEPAXMATA

H e&ummpétnon tov tehatdv givor to o chHvOETo PEPOG TNG EMYEIPNOLOKNG OL0OIKOGTOG
Kol TEPTAAUPAVEL L0 GEPA OLEVEPYELDV TTOV E TIG TEXVOAOYIKES KOVOTOMES Efvar TAEOV
ePKTN M vroomPEn Tovs. Ta véa epyodeion TOov VILAPYOLY Yo TV e&LANPETHON TOV
enyepnocwv Ponbodv vo vhomomBovv pe Tov TALOV KOAVTEPO TPOTO Ol AElTovpYieg
toug . H emyeipnon npémel va TPOoETOAOTEL Yol TIC omapoitnTeS OAAAYEG TPOKEIUEVOL
va ypnooromost 1o CRM w¢ otpatnykd epyareio. Ot odhayéc avtég £xouV va Kavouy
KUplOG HE TO VO OMOKTAGEIS 1M EMXEIPNOT TEAUTOKEVIPELOKO YOPUKTAPO KATL TOV
npobmobétel apketéc evépyeleg vy va emtevyBel. Omwg vy mopddetypo to v
TPOYPOUUATICEL EKTOOEVTIKA GEULVAPLOL Y10 TO TPOGMTIKO, VO, KAVEL 0ALXYEC GTOV POAO
TOV EPYACIAOV KOl PUGIKA Vo, avadlopdpdceel OLOKANPOTIKA TIC EMYEIPNCLOKES EPYOCIES.
H dnovpyio kor np d6unomn avtdv tov dadikaciodv eival amapaitnta ototyeia yio v
emrtvyn epappoyn tov CRM. Me v ohokAnpopévn epapuoyn tov CRM n etapeio 6o
OOKTNGEL TIS OMOPOITNTEG YVAOOEL TOV UE TNV TAP0d0o Tov Ypdvov Ba PeAtidvoviot
00MNYOVTAG OTNV KOADTEPT OATNPNON TOV TEANTEINK®OV oYEce®V. O1 oY€0Elg HE TOVG
neldteg Oa glval mAgov 1oyvpéc AMdy® Tov OTL N emtyeipnon Ba tovg divel a&ia pécw ™G
EMITTOONG NG TOAVTAOKOTNTAG TMV SEPYACLOV KOl TNG OAPVAAENG TS EUTIGTOGHVNG
TOV TEAATOV TPOS TV emyeipnon. Q¢ amotérecpa Oa emeépetl Pertioon TV 600wV

amd ToVg TEAdTEG Ko Bo dSnovpynOel avToy@VIGTIKO TAEOVEKTI O,

O mo ocwotdc Tpdémog Yoo va Ppebel 10 cwotd mpoidv Aoyicpukod CRM yu o
OWKOVOLKY] povdoda givor va a&odoynBovv peta&d tove. Oa mpémel va cuykpldoldv
peta&d toug Oracle Siebel CRM ka1 Zoho CRM  dote va @oavoldv Oleg ekeiveg ot
duvaTdTNTEG TOVG GE GUYKPLoT pe avtég mov Bo Bonbnicovy v emyeipnon va emAéset
10 KoAOTEPO TPoidv. Emiong pia eikdvo pmopel va goavel kot amd TG GLVOMKEG TOVG
Babporoyies. Evoewticd Oracle Siebel CRM 9,8 % évavti tov Zoho CRM  9,5%
aAAG Kot pe T kavoroinon twv ypnotmv Oracle Siebel CRM 99% évavti tov Zoho
CRM 96%. Xto koppdtt g dwayeipiong oxéoewv nehotmv g Siebel CRM g
Oracle eivar o ohokAnpopévn Avon mov Bondd tovg opyavicpolvs va emttdyovv
HEYIOTN avATTLEN KOPLPOLOG KOl KOTMTATNG YPOUUNS v To Z0ho CRM givat o vikntig
tov 2015 Marketing Software Award. Aivetor m Sdvvorotnta va mopakoilovBovvtat
TUYOV gukopieg, va TPoPAETOVTAL Ol TOANCELS, Vo dtoyelpilovTal amOTEAEGUATIKO Ol

emaPES Kot TOAAG dAAa. To Zoho eival o amodoTikd GTOV TOUEN TOV UAPKETIVYK GE
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oxéon pe to Siebel mov eivar Mo amodotikd 6to KOoppdTt TG e&umnpEéTnong Kabmg

TEPLEYEL TEPLOCATEPA EPYOAELQL.

Téhog amd mAevpdg avayvoowudmrag n Oracle Corporation eivor o gtoupio
TEYVOLOYIOG TANPOPOPIKNG OV EOIKEVETOL GTNV OVOTTLEN KOl EUTOPio. GLOTHUATOV
NAEKTPOVIKAOV VTOAOYIOTAV KOl TPOIOVIWV  EMLYEPNGLOKOD AOYIGUIKOD —  €01KA
ocvotnuota dwyeipiong Pdoemg dedopuévav. Artacyorovtag 113.644 drouo moykoopiomg
a6 t1c 30 Tovviov 2012 éyxet dtevphvel To pePidLo TG oTNV ayopd AOYIGHIKOD HECH TNG
OPYOAVIKNG avATTUENG Kot LEG® Lo oelpdg e&oyopdv vyniov mtpoeid . H Oracle givar o
TPITOG HEYOAVTEPOG KOTOOKEVAGTNE AOYIGHIKOD amd To é6000. petd T Microsoft kot v
IBM. Antd mhevpdcg avayvooiudtntag 1 Zoho.com npoceépet pio oAoKANp®UEVT Govita
Bpapevpévov oe amevbeiog cHVOEST EQPAPULOYDOV YOl ETLYEIPNOELS, TOPAYDYIKOTNTO KO
ovvepyacio. Ot TeELdTEG ¥PNOOTOOVV TIG €@apuoyés Zoho ywo vo ekteloldv Tig
EMYELPNGLOKES TOVG Oradikacies, va dwayxelpilovrar Tig TANpoopieg Tovg Ko va ivar To
TOPUYMYIKOL evd Bpickoviol 6To Ypageio 1 €V kivion yopic va yperdleton yio axpifo 1
Eemepacpévo VAKO M Aoyiopkd. Méypt onuepa n Zoho.com éyel Eexwvnoer 25+
niextpovikég epapuoyéc oamd CRM oe Mail, Office Suite, Awyeipion Epyov,
Tipworoynon, Web Conferencing kot moAhd dAia. H Zoho €yer AdPer moArd PBpaPeia
petaéd tov onoiwv to Ppafeio InfoWorld 2009 "TIpoidv g Xpovidg", Bpapeio PC
World 2008 "25 Most Innovative Products Award" kot to TechCrunch 2007 "Best Start-
up”. To Zoho.com eivan éva tufuo g Zoho Corporation, pog 10WTIKAG Kot
KepooPoOpag etapiag. Me ypapeion oty Kolpdpvio, 10 Qotv, to Chennai, to
Yokohama kot to Ilekivo m Zoho Corporation géuanpetel Tig TEXVOAOYIKES OVAYKEG

TEPLOGOTEP®V OO 6 EKATOUULPI®V TEAATMV TOYKOGUIWOC.
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