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EuxapioTieg

270 TTAQicIo OAOKANPWAONG TNG TTAPOUCAG PETATITUXIOKAS O1aTPIRAG, Ba ABeAa va ekppdow TIG
BepUEC JOU EUXAPIOTIEG TTPOG TOV K. AvOpéa ZAapa yia TNV TTOAUTIUN TTIOTAMOVIKA KaBodAynon,
TIG OUCIOOTIKEG UTTOOEIEEIC KAl TN oUvEXN UTTOOTAPIEA TOu o€ OAa Ta OTAdIA TG EKTTOVNONG TNG
epyaciag. H oupyBoA Tou uTmpée KaBopIOTIKN yia Tn Olauopewan TnNG HeBOBOAOYIKAS
TTPOOEYYIoNG Kal TNV OAOKAAPWON TNG TTapoUoag EPEUVNTIKAG TTPOCTTABEIag. ETITTPoobETwg,
Ba RBeAa va ek@pdow TNV €INIKPIVA] JOU EUYVWHPOOUVN TTPOG TNV KOTTEAQ JOU YIO TNV QUEPIOTN
oTAPIEN, TNV Katavonon Kai Tnv UTToJovA TTou eTTESEIEE KAB’ OAN T SIAPKEIQ TNG EKTTOVNONG TNG
o1aTpIBAG. H oupPBoAn NG, o€ TTPOOWTTIKO ETTITTEDO, UTTHPEE IBIAITEPO TNUAVTIKI VIO TNV ETTITUXNA
oAokAfRpwaon TNG TPooTTAdeIag auTig. TEAOG, Ba ABeAa va euXapIOTACW TNV OIKOYEVEIQ LOU YIa
TN dIapkr evBappuvan Kai Tn oTApIER TnG. H TTapouadia kai n eUmoToouvn Toug cuvéBaAav
OUCIOOTIKA OTNV ETTITEUEN TOU OTOXOU AUTOU.
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MepiAnyn

H unxavikr) yaénan mpoo@épel atnv Biounxavia AlavikoU euTTOpiou TNV UTTOCTAPIEN YIa TV
TTPORAEWN ETTITUXWV TTWAACEWYV O€ eyyeypappévoug TreAdTeg. To Market Basket Analysis (MBA)
gival hIa €K TwWV Kopugaiwv e@appoywy Tou machine learning oto Alaviké eutropio. Bonbd Tig
ETTIXEIPAOEIG VO YVWPICOUV TI TTPOIOVTA ayopddel O eyyeypaupévog TTEAATNG, €101 WOTE O
IOTOTOTTOG TOU NAEKTPOVIKOU KATAOTANATOG VA €ival oxXeDIA0UEVOS e avaAoyo TpOTTo. AuTO TTOU
MEAETATAI KUpiwG €ival n TTponyoUuevn ayopadTik dpaaTtnpidtnTa. O1 eTaipeieg €mmiong 10
agiomololv  yia  oTaupoeldeic TTwAnoelg (cross-selling), TTpoTeivovTiag CUUTTANPWUATIKA
TTPOIOVTA 1] uTThpeaieg o€ €vav TeAATn. ‘ETol augavetal n aia Tng TTapayyeAiag, aAAd kal n
IKavoTroinon kail n &ieukdAuvon Tou TreAGTN. To Market Basket Analysis (MBA) dnuioupyei
e€aTolikeuan TNG AYyOPaOTIKAG E€UTTEIpiaG TToU 0dnyei 1000 OTnv alénon Twv €£00dwvV
BpaxutrpdBeoua, 600 Kal atnv dlaxPOoVIK agociwon Tou TeAdTn.H wneiakr TTAAT@OpUa
TTapddoong eaynTou, 16wV ooUTTEP HAPKET, MIKPOAYOPWY K.O. TTOU YEAETATAI OTNV TTapoloa
olaTpIBA eival éva eEaipeTikd TTapadelyua aglotroinong Tou Market Basket Analysis (MBA) pe
OKOTTO TIG OTAUPOEIBEIC TTWANCEIG. Madi pJe TNV ayopd CUYKEKPIPEVOU TTPOIOVTOG, TTPOTEIVETAI
oTov TeAATN pia AioTa GAAwv TTpoidvTwyY TTou TBavov va evdlagépouy Tov TTeEAATN. To Troia
TpoidvTa eugavifovial o€ aut Tnv Aiota Bacifetal oTnv TTPONYOUUEVN QAYyOPACTIKA
opaoTnPIOTATA TOU TTEAATN, TO 10TOPIKO avalntnong Tou, TI ayopdlouv AAAol TTEAATEG
OUVOUAOTIKA PE Eva OUYKEKPIMEVO TTPOIOV, aAAG Kal GAAOUG TTapAyoVvTEG.

Abstract

Machine learning offers the retail industry the support to predict successful sales to registered
customers. Market Basket Analysis (MBA) is one of the leading applications of machine learning
in retail. It helps businesses know what products a customer buys, so that the online store
website is designed accordingly. What is mainly studied is the previous purchasing activity of
the people. Businesses also use it for cross-selling, suggesting complementary products or
services to a customer. This increases the value of the order, as well as customer satisfaction
and convenience. Market Basket Analysis (MBA) creates a personalized shopping experience
that leads to both short-term revenue growth and long-term customer loyalty.The online food
delivery platform studied in this thesis is an excellent example of leveraging Market Basket
Analysis (MBA) for the purpose of cross-selling. Along with the purchase of a specific product,
the customer is suggested a list of other products that may be of interest to the customer. Which
products appear on this list is based on the customer's previous purchasing activity, their search
history, what other customers buy in combination with a specific product, and other factors.
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KepaAaio 1

EIZANQrH

H emoxn twv MeydAwv Aedopévwyv (Big Data) eivar éva véo yn@iakd oikooUoTnua TTou
SlapopPWONKE agevog xapn atnv paydaia avaTrTugn TEXVOAOYIWY TTANPOPOPIKAG KAl APETEPOU
AOyw  TnG aufnong Tou Oykou Twv OIaBEciywy dedopévwy, Ta OTToIad OUVIOTOUV TOUG
KUPIOTEPOUG TTOPOUG TOU ETTIXEIPNUATIKOU TTEPIBAAAOVTOG yia TNV €aywyr] TTOAUTIUNG
TTANPOPOPIOG Kal yvWwong PE OTOXO TNV KATAvonon oUVOETwY @QaIVOPEVWY Kal TRV ARywn
amo@doewv yia Tnv diaxeipion Toug. Mapddeiyuya amoteAei n avdAuon dedopévwyv Twv
OUVOAAQYWYV OTOV TOPEQ TOU NAEKTPOVIKOU EUTTOPIOU KAl TWV UTTNPECIWY SIOVOUAG TTPOIOVTWY
TTOU BoNBa& OTNV KATAVONGCN TWV POTIRWY CUNTIEPIPOPAS TWV KATAVAAWTWYV KAl GTNV TTPORAEWN
TWV TIPOTINACEWY TOoug. Me Tnv €€6puln OedOUEVWV HECW TEXVIKWY WNXAVIKAG MABNong
KatadeikvUuovTal TTPOTUTTA AyOPACTIKAG CUPTTEPIPOPAC TOU KATAVAAWTIKOU Koivou BonbwvTag
oTov OXedIOoPO OTOXEUPEVWY aTpaTnyIKWwy marketing ammé tnv ekdoToTe emixeipnon.(Chen et
al., 2012, p. 1166- Davenport, 2014, p. 23)

H mmapoloa epyaaia atrooKoTTel 0TV CUAAOYK KAl TNV avaAuon 0€B0UEVWV ETTLOVUUNG
NAEKTPOVIKAG TTAATQOPUAG TTapayyEAIWY TTPOIOVTWY €UPEIOG KATaVAAWONG yia TNV eUpECn KAl
Katavonon TN KATAVOAWTIKAG CUMTIEPIPOPAS Twv XPNOTWV TnNG Kal Tnv  €€aywyn
OUMTIEPOCMATWY WE OTOXO TNV agloTroinon Toug yia Tn PeATiwWon Twv ETTIXEIPNUATIKWY
01adIKaCIWY KAl OTPATNYIKWY HAPKETIVYK. ATTAPAITNTEG TEXVIKEG YIO TNV €TTiTEUEN AUTOU TOU
eyxeipiparog gival n avahuon RFM kai n MArket Basket Analysis.(Provost & Fawcett, 2013, p.
27- Han et al., 2012, p. 8).

H avaAuon RFM (Recency, Frequency, Monetary) emTpéTTel TRV KATNyOpIOTTOiNoN Twv
TTEAATWV pE BAon TNV OuXVvOTNTA TWV ayopwyv Toug (Frequency), To TGO TTPOCEPATA AyopaAcav
(Recency) kai To oikovouikd atroTuTiwua Toug ( Monetary). H Market Basket Analysis a1moé tnv
GAAN eival pia TeEXVIKN €§0puEng dedouévwy (data mining) kal evTOTNIOPOU TTPOIOGVTWY TTOU
Teivouv va ayopdlovtal padi fonbwvtag oTnv dnuioupyia Kavovwyv oucxETIONG Kal agloTroinong
TOUG yia TN BeATIOTOTTOINON TwV TTWAARCEWYV. H TEXVIKN auTh gival diadedopévn o€ TTepIBAAAovVTa
NAEKTPOVIKOU EUTTOPIOU Kal AIQVIKAG TTWANCNG TTPOCPEPOVTAG TTPOTATEIG OTPATNYIKWY OTTWG TO
cross-selling.(Wedel & Kannan, 2016, p. 98).

O ouvduoopOg TWV TTAPOTTAVW TEXVIKWY TIPOOQEPEl PEYANO TTAEOVEKTNUA KAl
ONUAVTIKA 0QEAN OTOUG ETTIXEIPNMATIKOUG TOUEIG KOl IBIAITEPO OTIG ETTIXEIPAOTEIG NAEKTPOVIKAG
S1avounG TTPoIdVTWYV. H TTpowBnaon TTpocwTroTroIiNuévwyY TTPOTAcEwY GUUPBAAAEI aTNV BEATIWON
TNG KATAVAAWTIKAG EPTTEIPIAG, dNUIoUPYwWVTaG £va TTEPIBAAAOV euTTIOTOOUVNG, EVIOXUOVTAG TNV
TMOTOTNTA KAl TNV IKAVOTToiNON Tou KATavaAwTr]. MapdAAnAa, dnuioupyeital avtaywvioTikd
TTAEOVEKTN O Kal BeATIOTOTTOIEITAI TO KEPDOG TNG eTTiXEipnang.(Davenport, 2014, p. 45 Chen et
al., 2012, p. 1170).

1.1 ZKONozxz

2KOTTOG TNG €V AOyw BIaTpIBAG €ival N avGAuan TNG ayopaCTIKN G CUNTIEPIPOPAS TWV TTEAATWV
péow TNg aflotroinong Oedopévwy ouvaAAaywv aTrd NAEKTPOVIKN TTAATQOPUA TTapayyeEAwWV
@aynToU.[1I0 GUYKEKPIPEVA, N EPYATIO OTTOOKOTTE:

e 2TnVv Katavonaon Twv TTPOTUTTWY AYOPACTIKAG CUNTTEPIPOPAS TWV TTEAATWV.

e 2TnVv Katnyoplotroinon Twv TreAatwv pe Bdon tn peBodoroyia RFM (Recency,
Frequency, Monetary).

e 2TNV £QOpUOYyA TEXVIKWV opadotroinong (clustering) yia Tov evIOTIONO TUNUATWV
TEAQTWV PE TTAPOPOIA XAPAKTNPIOTIKA.

e 21NV e€aywyr] Kavovwy CUOXETIONG TTPOIOVTWY p€ow TnG Market Basket Analysis.
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e 2TV agioAdynon Twv atmmoTeAeOUATWY Kal TN O1aTUTTWON TTPOTACEWV Yia TN BEATIWON
TWV OTPATNYIKWY marketing.

la TNV €TTiTEVEN TWV TTAPATTAVW ATTAITEITAI N TUNPATOTTIOINGT TWV TTEAATWYV PE BAan TNV
KOATAVOAWTIKI TOUG CUUTTEPIPOPA Kal TO POTIBO aAAnAeTTidpaong Ye TNV UTTNPETia, n availuon
TOU TTPO@IA KAI TWV XOPOKTAPIOTIKWY KABE TUAUATOG, N UEAETN TwV OedouévwV KABE TUAUATOG
MEPOVwHEVA KABWG Kal N KOTATaén Twv TTPOIOVIWV Kal TwV UTTNPEECIWY avaAoya PE TOUg
KaTavoAwTéG KABE TUAUATOG. 2€ éva deuTePO aTddIO Ba TTpaypaToTroindei avaAuon kahabiou
aAyopwv yia TTEpaITEPW OIEPEUVNON Kal TEAIKA EpUNVEIa TWV ATTOTEAEOUATWY.

H avdAuon Twv TTapattdvw oToxeUel 0TNV KAAUTEPN KATAvONnan TNG TTEAATEIAKNG BAong
Kal oTAV TTPOTACN TTI0 ATTOOOTIKWY GTPATNYIKWY YIa TV Afjyn atToO0TIKOTEPWY ETTIXEIPNHUATIKWY
ATTOPACEWV.

2T1a Ke@AAaia TTou akoAouBoulv, avaAlovtal BacIKEG EVVOIEG TTOU OXETICovTal PE TA
MeydaAa Aedopuéva (Big Data), Ta xapakTnpIoTIKG TOUG KAl Ol EPAPPOYEG TOUG O€ Opyaviououg,
TTpayuaToTrolEiTal N KUpIa avaAuon Twv O0edopévwy Kal TEAIKG TTapouaidlovTal Ta Bacikd
OUMTTEPATUATA TNG MEAETNG, KABWC Kal TTPOTACEIG VIO TTEPAITEPW £PEUVA KAl EQAPUOYH TWV
OTTOTEAECOUATWYV O€ TTIPAYUATIKA ETTIXEIPNMATIKG TTEPIBAAAOVTA.

KepaAaio 2

2.1 IZTOPIKH ANAAPOMH (BIG DATA)

H évvoia Twv MeydAwv Aedopévwy (Big Data) dnuioupynbnke oav atotéAeopa Tng paydaiag
QvATITUENG TWV TEXVOAOYIWV TTANPOQYOPIKAG KAl TNG OCUVEXWG aufavouevng TTapaywyng
0edopéVwy. ATTO TIG TTPWTEG BACEIC deOOUEVWV £wG TG GUYXPOVA KATAVEUNKEVO CUCTAUATA, N
avAykn yia atmobnkeuon kai emeCepyaaia HeyaAou oykou dedouévwy Exel eEEAIXBei anuavTika.
Katd TIg TeAeuTaieg dekaeTieg, n €ATMAWON Tou dIASIKTUOU, TWV KIVNTWV CUCKEUWYV Kal TWV
KOIVWVIKWV OIKTUWV 00rynoe O¢ eKPNKTIKA augnon Twv dedopévwy. EmiTAéov, n avamruén
TEXVOAOYIWV OTTwG TO Aladiktuo Twv lMpayudtwy (loT) kar o1 aioBNTpeg CUVERAAE OTnV
TTapaywyr dedouévwyv oe Trpayuatikd Xpovo.H eEENiEn Twv Big Data cuvodeutnke atrd Tnv
avatTuén véwv TEXVOAOyIWv, OTIWG Ta KATAVEUNUEVO OCUCTAUATA  aTToBrKeuong Kai
emegepyaaiag (11.x. Hadoop kai Spark), Ta oTroia emTPETTOUV TNV ATTOdOTIKH SIaXEIPION HEYAAWY
TToooTATWY dedopévwy. MNAEov Ta Big Data atroteAouv Bacikd epyaleio yia Tnv e§aywyn yvwong
Kal TN AQwn atroQAacewyv o€ TTOAOUG TOUEIG.

H emoxn Twv peydAwv dedopévwv éxel €pBel yia va peivel. O KOOPOG Twv PEYEAWY
OeOOUEVWV AVAPEPETAI OTOV TPOTTO HE TOV OTTOI0 £TTEEEPYALOUATTE, AVAAUOUE Kal AIOTTOIOUNE
TEPAOTIEG TTOOOTNTEG DEDOPEVWV ATTO DIAPOPES TINYES. ATTO TIG AYOPEG KAl TNV OIKOVOUia, JEXPI
TNV UYEia Kai TNV TTPOCWTTIKN pag {wr, Ta geyaAa dedopéva gival TrTavrayou TTapévta. O KOGHOG
auTOG £X€l AANAEEI TOV TPOTTO E TOV OTTOIO ETTIKOIVWVOUE, EpYAlOUAOTE, YUXaywWwYoUNAoTE Kal
AapBavoupe atropdoeig. H cuAAoyr, avahuon Kai Xprion Twv HeyAAwV dedopévwy EXEl KATOOTEN
oucIWdNG Yia TTOANEG ETTIXEIPHOEIG KAl opyaviopoug, KaBwg Toug TTapéxel Tn duvardtnTa va
AapBdavouv akpIBEiG Kal OTTOTEAECUATIKEG ATTOQATEIG, Baoiopéveg oTa dedopéva Kal Ol oTnV
uttoBeon. Ta TeAeuTaia Xpodvia, n augnon Twv SedoUEVWYV E€XEl EKPNKTIKO puBud Kal eTnpeddel
TNV OIKOVOMia, TNV TTONITIKN], TNV KoIVwvida Kal TNV KaBnuepivotnTtd pag. Toviletal 0TI n onuacia
TWV 0edopévwy dev BpiokeTal aTTAG aTov apIBPsG Toug, aAAd Kal aTnv IKaveTNTA Pag va avTAOUUE
TTANPOPOPIEG aTTO QUTA KAl VA TA JETATPETTOUNE € yvwan. H emegepyaaia Twv dedouévwy pag
ETMTPETTEI VO AVAKAAUTITOUUE WOTIRA KOl OXETEIG HETAEU QUTWYV TWV OEOOPEVWY Kal va eEAYyOUlE
CUNTTEPACHUATA YIA TOV KOOHO TTOU Jag TTEPIBAAAEL.

O1 TexvoAoyIKEG €€eACeEIG Kal N alENoN TwWY CUVOEBEPEVWV CUOKEUWV £XOUV 0BNYNOEl
oTnV TTapaywyr Kai cuAAoyr peyaAwyv dedopévwy oe KABe Topéa TnG Lwrig pag. O1 eTaipeies Kal
opyaviouoi GuAAéyouv OedOPEVA VIO VA KOTAVOAOOUV TIG TTPOTIMNACEIS KAl TIG OUVABEIEG Twv
KOTAVOAWTWY, €VW N KUuB€pvnon Kal Ol UTTNPECIEG TTOPEXOUV UTTNPECIEG POCIOPEVEG O€
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oedopéva yia va BEATILWOOUV TNV ACPAAEIa Kal TNV TToIOTNTA (wh¢ Twv TToAITwy. QOoTé00, N
ouMoyn kai avdAuon TO0wv peydAwyv dedopévv dnuIoupyEil TTOAAG ¢NTAPOTA TTOU aPopoUlv
TNV IBIWTIKOTNTA Kal TNV ac@AAcia Twv 0edouévwy. ETiTAéov, N avdAuon peydAwv dedopévwy
MTTOPEl va 00nynAoel O¢ OTEPEOTUTTA KOl QOTTOKAEIOPOUG, KOBWG Kal 0€ ATTOQACEIS TTOoU
AapBavovTtal amd alyopiBuoug xwpig avBpwTrivn Tapéufacn. Autr n kardotaon odnyei o€ pia
oUlyXuon avAapeoa OTO TTPAYMOTIKO Kal TO €IKOVIKO KOO0, KaBIOTWVTAG TOV KOOWO HAg TTIo
oUvBeTO KAl BUCKOAO va Tov Katavorooule. Ta peydAa dedopuéva atraitouv atrd eudg va gipaaTe
o€ Béon va T1a agloTmoloUue PE OwOTO TPOTIO KAl VA QVTIMETWTTICOUUE TIG TTPOKAACEIG TTOU
TPOKUTITOUV ammd autd. H avaAuon kal n €£6puln Oedopévwy aATTd QUTEG TIG TINYEG WG
EMTPETTOUV va €EAYOUNE TTANPOPOPIEG KAl CUPTTIEPACHATA TTOU UTTOPOoUV va BonBAcouv oTn
AAWn atro@dcewy Kai TNV €mmiAuan TpoBAnudTwy. QoT600, N CWOTH £TTECEPYATia Kal avaAuon
TwWV 6edOUEVWYV aTTaITEl EEEIBIKEUPEVES YVWOEIG KAl EPYAALia, KABWG Kal TN CUPPETOXA Kal TNV
UTTOOTAPIEN ETTAYYEAPATIKWV OPAdWY Kal opyaviopwy. Me Tn cwoTh Xpron Kai agiotroinon Twv
MEYOAWV Oedopévwv  uTTopoUuE  va  BEATIWOOUPE TNV KaBNuepvOTNTd paG KAl va
QVTIUETWTTIOOUPE KAAUTEPQ TIG TIPOKAACEIG TOU GUYXPOVOU KOTUOU.

H at&énon Twv dedopévwy Ta TEAeUTaia Xpdvia €XEl Yivel avTIANTITA g€ GAOUG TOUG TOUEIC
NG (WNG Hag. O apIBuog Twy dedoPéVwyY TTOU GUAAEYOVTAl O€ TTAYKOOUIO ETTITTEDO QUEAVETAI
eKOETIKA KABE XPOVO, UEPIKEG QOPEG aKOUNn Kal KABe priva A kai mo ouxvd. To 2020, yia
Tapddeiypa, dnuioupyndnkav Tepiou 65 fetaptrdir amd dedopéva, €V OVOUEVETAI VO
onuioupynBouv Trepitrou 175 CeTapmait avd nuépa péxpl 1o 2025, oUuewva Pe pia €KBean Tng
IDC. To 2020, o0 6ykog Twv dedopuévwy TTou dnuioupyndnkav Kal avatrapdyxbnkav é@race o€
véo uwnAo. H avdamTuén Atav uwnAotepn amod O,TI AvaUEVOTAV TTPONYOUPEVWGS AGYw TNnG
auénuévng ¢ATnong Adyw Tng Travdnuiag COVID-19, kaBwg TrepIocoTepol  AvBpwITOI
gepyadovrav Kair pabaivav amé To CTTI KAl XpNnoldoTtrololoav TTo GUXVA €TTIAOYEG OIKIOKAG
Yuyaywyiag.

H augnuévn xprion Twv KIVATWY CUCKEUWY, TwV aigdnTiipwy Kal Twv CuoTnuaTwy
TTapakoAoubnong, kabBwg kair n  uTEPROAIKY TTapaywyr] Kol  KAatavaAwaon  yn@iakou
TTEPIEXOUEVOU, OTTWG PBivTeD, EIKOVEG Kal fXol, £Xxouv odnyfoel Og Pia alfnan Tou OyKou Twv
o0edopEvwy. AuTO OpwG €xel avadeifel ooBapd CnTAUATA OXETIKA PE TNV IBIWTIKOTNTA KAl TNV
ac@dAeia Twv dedopévwy. YTTApXouv avnouyieg 6Ti n cuAhoyn Kal n avaAuon Twv dedouEVWV
pTTOpEl VO 0dnyAoel oe mapapioon TG 1IBIWTIKOTNTAG TwV aTOPWYV, EVW ETTIONG UTTOPED va
dnuIoUpPYACEl avioOTNTEG OTNV TTPOCRACN OTIG UTTNPECIEG KAl TNV ETTIPPONA TTOU AOKOUV OTOUG
avBpwTroug. EmimTAéov, n atmoBrikeuon Kal n emmegepyacia Twv OeSOPEVWV UTTOPED va EXEI
O0BaPEG CUVETTEIEG OTNV ACQAAEI KAl TNV AKEPAIOTNTA TOUG, JE TOV KivOUVO TNG KAOTTAG KAl TNG
KaKOBoUANG xpriong Toug. OAa autd atrodeikviouv OTI n dlaxeipion Twv PEYAAwWY O€d0oUEVIWV
gival éva {ATNPO TTOU aTTaITEl OTPATNYIKA OKEWN KAl avTiAnWn yIa TIG CUVETTEIEG TTOU PTTOPEI va
£XEI OTNV KOIVWVia.

2.2 XAPAKTHPIZTIKA BIG DATA (5VS)

Ta 5V Twv peydAwyv dedopévwy atroTeAolv £va GUVOAO XAPAKTNPIOTIKWY TTOU TTEPIYPAPOUV
TN QUON TWV PEYGAwY OedOPEVIWV KAl TTWG aUTA TTpETTEl va dlaxelpidovtal. Ta 5V eivai:

1. Oykog (Volume): AvagépeTal oTo péyebog Twv dedopévwy. H alénon Tou dykou Twv
dedopEvwv £XEl 0dNYNOEI OTNV AVAYKN YIA VEEG TEXVOAOYiEG aTTOBrKEUONG KAl
emeepyaaiag dedoPEVWVY.

2. Taxotnta (Velocity): Avagépetal otnv TaxUTnTa PYE TNV OTToia TTapdyovTal,
oUAAéyovTal Kal avaAuovTal Ta dedopéva. H taxuTtnTa gival éva onuavTiko
XOPOKTNPIOTIKS YIA TIG ETTIXEIPACEIG TTOU XPeIddovTal AUEC avTATTOKPION oTd
oedouéva.

3. TMoikiAia (Variety): Avag@épeTal 0TO €UPOG TwV OEBOPEVWV Kal TIG DIAQPOPETIKES TINYEG
atré TIG oTToieg TTPOépyovTal. H TroikiAia Twv dedouévwyv PTTopei va gival dounuévn i
pn dopnpévn Kal UTTopei va TTPoEPYETAl ATTO SIAPOPES TTNYEG, OTTWGS KOIVWVIKA dikTua,
aI0ONTAPEG KAl KIVNTA ThAEQWVa.
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4. AkpiBeia (Veracity): Avagépetal otnv akpifeia Twv dedopévwy, dnhadr) aTo TTOCO
agiémoTa kal akpIPn gival Ta dedouéva TTou CUAAEYOVTaI Kal TTWG JTTOpoUV va
XpnoiuotroinBoulv ye ac@dAcia.

5. Atia (Value): Avagépetal oTnv agia Twv dedouévwy, dnAadn oTo

600 Xpriolya gival Ta dedopéva yia TNy eTrAUCT TTPORANPATWY, TNV TTPORAEYN

TAoEwV Kal TNV ANwn ammo@Acewvy.

H avamrugn Twv peydAwv Oedopévwy Oev QaiveTal va €XeEl TEPUATIOTE, KABWGS N
TEXVOAOYIKA €EENIEN auvexileTal Ye @PeVAPEIG puBuoUg. Avauéveral va GUAAEyovTal akOua
TEPICOOTEPA OESOPEVA ATTO DIAPOPETIKES TTNYEG, OTTWG Ol CUOKEUEG 10T, 01 KOIVWVIKEG DIKTUAKEG
TTAOTQPOPHEG, O AITONTAPES Kal AAAEC CUOKEUEG TTOU guvdEovTal aTo O1adikTuo. AUTHA N CUAAoYRA
O0eOOUEVWVY AVAUEVETAI VO £XEI TEPACTIEG ETTITITWAOEIG GTNV KOIVWVIA Pag, KABWG o1 ETAIPEIES Kal
ol opyaviguoi Ba €xouv akdua TeploodTEPn TTPpdoRacn oe TTPOoWTTIKG dedopéva kKal Ba
MTTOPOUV va avaAUouv Tn CUMPTTEPIPOPE TwV avBpWTIWV ME aKOPO MPeyaAUTEPN akpifeia.
MapdAAnAa, n avamtuén NG TEXVNTAG vonuoouvng Kal Tou machine learning avauéveral va
0dNyAOoEl 0€ AKOUA TTIO ATTOTEAETUATIKEG HEBGDOUG £TTEEEPYATIOG KOl avAAUGNG TWV BEOOUEVWIV.

H BiounxavikA emavdaoTacn 4.0 cival pia eEEAIEN TNG Blopnxaviag TTou xapakTnpietal
aTTé TN XPARon TEXVoAoyiwv OTTwg To Aladiktuo Twv Mpaypdtwy (loT), Tnv Texvnti Nonuoouvn
(Al) kai Ta MeyaAa Aedopéva (Big Data) yia Tnv avadduion Twv Blopunyxavikwy dIEpyaciwy Kal
N BeATiwon NG TTapaywyikétnTag. Ta Meydha Aegdopéva gival éva onuavtikd OTOIXEIO TNG
Biounxavikng emavdotracng 4.0 kalr xpnoigotrolouvtal yia Tn oUAAoyr kai avaAuon Twv
dedopévwy TTou TTapdyovTal atmd Ta CUCTAPATA TTapaywyng Kal Ta TTpoidvta. Auth n avdAuon
Twv Oedopévwv PTTOPEI va 0dNynRoel o€ BEATIWCEIS OTNV TTOPAYywYr, GTNV TTOIOTNTA TWV
TpoidvTwy Kal oTn peiwon Twv darmavwy. EmmmAéov, Ta MeydAa Aedopéva ptropolv va
XpnoipotroinBoulv yia Tn BeATiwan TNG ouvTAPNONG TWV PNXAVNUATWY KAl TWV €EOTTAIGUWY,
Méow TNG TTapakoAouBnong TngG A€ITOUPYIag TOug Kal TNG avayvwpiong TTPORANUATWY TToU
xpeldfovtal  TpoAnTITIKA  ouvtipnon. Ta Meydha Aedopéva ptropolv  €TTiong  va
XpnoipotroinBouv yia Tn BeATiWoN TNG ETTIKOIVWVIAG PMETAEU TWV CUCTNUATWY TTAPAYWYAS Kal
TwWV TEAATWY, PEOW TNG OUAAoOYNG Kal avaAuong O&edopévwy yia TV Katavonon Tng
CUMTTEPIPOPAG TWV TTEAATWV Kal TNV TTPORAEWnN Twv avaykwyv Toug. QoTtdoo, n XprRon Twv
MeydAwv Aedopévwy dev gival aTTAWG PIa TEXVIKA TITUX TNG BlounxXavikng eravaocTtaong 4.0,
aAAG atraiTel Kal TNV aAAayr TOU TPOTTOU OKEWNG TWV ETTIXEIPACEWY Kal TNV TTPOCGAPHOYT] TOUG
o€ véeg dlepyaanieg Kal TexvoAoyieg. AUTO atraiTel GUXVA TNV EKTTAIOEUCT KaI TNV ETTAYYEAPATIKN
avATITUEN TWV Epyadopévwy O VEEG OEEIOTNTEG Kal IKAVOTNTEG. ZUVOAIKA, Ta MeydAa Aedopéva
gival éva onuavTiké aToixeio TNG Brounxavikig emavaoTaong 4.0 kal uropouv va fonbAoouyv Tig
ETTIXEIPAOEIG VA PEATIOOOUV TNV OTTOBOCH TOUG Kal VA TTPOCOPHOCTOUV C€ IO KAIVOTOUA Kal
QVTAYWVIOTIKA ayopd.

2.3 EOAPMOrEZ BIG DATA ZE OPrANIZMOYZ

H yvwaon trou rapéxeral atrd Tnv cUAAoyn Kail Thy eTTeéepyacia Twv Madikwy Aedopévwy PTTopei
va TTPoc@EPEl 0QEAN O OXEDOV oTToIadATTIOTE £TTIXEIPNON A Blounyavia. MapdAa' auTtd, ol 1o
MEYAAOI opyaviouoi PE TTOAUTTAOKOTEPEG ETTIXEIPNOIAKESG APUOBIOTNTEG gival ouxvd oe BEon va
KAvVouV TNV TTI0 OUCIACTIKY Xpron Twv MeydAwv Aedouévwy Kal w@eAoUVTal TTEPICOOTEPO.
Oikovopikd: Mia peAétn Tou 2020 (Journal of Big Data) emonuaivelr 61 Ta Meydha
Aedopéva «Traidouv onpavtikéTato pOAo oTnv aAAayr] Tou TOpéd TwV XPNHOTOTTIOTWTIKWY
UTTNPECIWYV, KAl KUPIWG OTO €UTTOPIO KAl TIG £TTEVOUCEIG, TN POPOAOYIKH YETApPUBUIoN, TOV
evTOTTIoNS Kal T dlgpelivnon ThG ATTaTnG, TNV avaAuon KivoUvwy Kal Thv autopatotroinan». Ta
Big Data BorBnoav etmiong oTov HPETAOXNUATIOWO TNG XPNMOTOOIKOVOMIKAG Blopnyaviog
avaAUovTag Ta dedopéva TTEAATWYV Kal Ta GXOAIA YIA VA ATTOKTHOOUV TIG TTOAUTIUEG TTANPOYOPIES
TTOU aTTAITOUVTAI VIO TN BEATIWON TNG IKAVOTTOINONG KAl TNG EPTTEIPIAg TwV TTEAATWYV. Ta itemsets
ouvaAAaywV gival JEPIKA aTrd Ta JeyaAUTEPO Kal TaXUTEPQ KIvoUEVa oTov KOouo. H atpogn og
6Ao Kal TTI0 TTponyuéveS AUCEIG BiaxEipiong HeyAAwv dedouéVwy Ba ouvOpPAauEl WATE OI TPATTECES
Kol Ta XPNMATOTOTWTIKA 18pUpaTa va TrpooTaTeloouv autd Ta dedopéva Kol va Ta
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XPNOIMOTTOINOOoUV PE TPOTTOUG TTOU W@EAOUV Kal TTPOCTATEUOUV TOOO TOV TTEAGTN O0O0 Kal TNV
ETTIXEIPNON.

Yyelovouikr MepiBaAywn: H avdAuon peydAwyv dedopévwv Bonbd Toug eTTayyeAUATieg
uyEiag va KAvouv TTEPIoCOTEPO AKPIBEIS Kal TTIO TEKUNPIWUEVES dlayvwaoelS. EmimAéov, Ta Big
Data BonBouv Toug dIaxEIPIOTEG VOOOKOUEIWVY VA EVTOTTIOOUV TIG TACEIG, Va JIaxEIpIoTOUV TOUG
KIVOUVOUG Kal va €AAXIOTOTTOINOOUV TIG TTEPITTEG DATTAVEG — 0ONYWVTAG TOUG UWNAGTEPOUG
duvaToug TTPOUTTOAOYIOHOUG G€ TOUEIG TNG PPOVTIOAG KAl TNG EPEUVAG TWV ACBEVWV.

MeTagopd kai EpodiacTikr): To ®aivouevo Amazon eivail évag 6pog TTouU TTEPIYPAPEI TOV
TPOTIO YE TOV OTToio N Amazon €xel BEoel TN ypapun yia TIG TTPOC0dOKieG TTapAdoong TnNG
ETTOUEVNG NUEPAG, OTTOU OI TTEAATEG aTTaITOUV TTAE0V auToU TOU €idOUg TNV TAXUTNTA ATTOOTOAAG
yla OTIOATTOTE TTapayyeilouv nNAekTpovikd. To TepIodikd Business emionuaivel 0TI WG GUECO
atrotéAeopa Tou Paivouévou Amazon, “0 aywvag e@odiacTIKAG Tou TeAEuTaiou WiAiou Ba
auénBei TTEPIOOOTEPO  avTaywvioTikGG”. Or  eTaipeieg €@odlaoTiKAG Paciovral 6Ao  Kai
TEPIOOOTEPO OTA Big Data analytics yia va BEATIOTOTTOINGOUV TOV TTPOYPAUUATIGHO OIadPOPWY,
TNV EVOTTOINGN QOPTIWV Kal Ta YETPa a1rdd00NG KAUGIUOoU.

Exmraideuon Kard tn didpkela NG mTavonuiag, ta ekTaIdeuTIKG 18pUpaTa o€ OAo Tov
KOOMO XPEIAOTNKE VO ETTAVEQPEUPOUV TA TIPOYPANMOTA OTTOUdWY TOUG Kal TIG HEBODOUC
B1000KaAIag TOUG yIa va UTTOOTNPIEOUV TNV ATTOPOKPUCPEVN HABnon. Mia onuavTikr TpokANon
oe auth T dladikaaia gival n €¢elpeon aflomoTwy TPOTTWV avdAuong Kai agloAdynaong Tng
amédo0Nng TWV PABNTWV Kal N GUVOAIKA ATTOTEAEOUATIKOTNTA TWV PEBOdWY dIdBaCKaAiaG OTO
o1adikTuo. 'Eva apBpo Tou 2020 OXETIKA WE TOV QVTIKTUTTO Twv MeydAwv Aedopévwy atnv
EKTTAIOEUON KaI TNV NAEKTPOVIKI) HAONon KAVEl hIa TTAPATAPNON OXETIKA PE TOUG EKTTAIDEUTIKOUG:
«Ta peydAa dedopéva Toug Kavouv va aigBdavovTal TToAU TTIo Oiyoupol yIa TNV eEATOoUiKEUON TNG
EKTTQIdEUONG, TNV AVATITUEN MIKTAG JABNONG, TN METATPOTIA TWV CUCTNUATWY agloAdynang Kal
TNV TTpowBnan Tng dia Biou uaddnong».

Evépyeia kal Emixeipfioeig Koivig QeeAgiag Xupewva pe 1ig HIMA. I'pageio Z1aTioTikwyv
Epyaoiag, etaipeieg kovrig weéAeiag datravouv Tavw até 1,4 dioekatoupupia SOAGpIa NTTa o€
QvVayvVWOTEG METPNTWV Kal ouvBwg Pacgiovial g€ avaloylikoUg MPETPNTEG KAl OTTAVIEG
XelpokivnTeg avayvwaelg. O1 EEUTTVol avayvwaoTeG HETPNTWY TTAPAdIdoUV Ta WN@IaKA OTOIXEIa
TTOAAEG POpEG TNV NUEPA Kal, JE TO OPENOG TNG avAAuong peydAwy dedopévwy, autd PTTopE va
EVNUEPWOElI TNV ATTOOOTIKOTEPN EVEPYEIOKN XPAON Kal TNV akpIBECTEPN TIMOAOGYNON Kal
mPOBAeywn. EmTAéov, OTav o1 epyaldpevol OTovV TOMEQ atreAeuBepwvovtal ammod Tnv
KatauéTpnon, N karaypa@r kai n avaluon dedouévwy utropoulv va onbAcouv o ypriyopa
OTNV AVOKATAVOUF) TOUG EKEI OTTOU XPEIACOVTaI ETTEIYOVTWG ETTIOKEUEG Kal avaBaBuioeig.

Ta Big Data £xouv onuavtikéG e@apuoyég o€ éva eupU QACHO OPYAVIOUWV KOl
ETTIXEIPACEWY. ZTOV TOPEQ TOU AlavIKOU €uTTopiou, N avAaAuon OedOUEVWV ETTITPETTEI TNV
KATavonon TNG CUNTTEPIPOPAG TwV TTEAATWYV Kal TN BEATIOTOTTOINGN TWV OTPATNYIKWVY marketing.
Méow Tng aglotroinong &edopévwyv CuvaAAaywYV, Ol ETTIXEIPACEIG UTTOPOUV VA EVTOTTIOOUV
TPOTUTTA  AYOPAOTIKAG OCUPTTEPIPOPAG, va TipoBAéwouv TR {ATNON TIPOIdVTWY Kal vd
dnuIoupyAoouV eEATOUIKEUPEVEG TTPOTAOEIG. ETTITTAE0V, N avdAuon dedopévwy dpa ETTIKOUPIKA
otn  BeAtiwon Tng diaxeipiong amoBepdtwyv  Kar TNV aAucgida  ave@odiacuou. ETov
XPNUOTOOIKOVOUIKO Topéa, Ta Big Data xpnoigotroioUvTal yia Tnv avixveuon amdmng, Tnv
afiohdéynon kivOuvou Kai TV avAAuon €TTeVOUTIKWYV TACEWV. XTOV TOPEQ TngG Uyeiag,
OUupBaAAouv aTtn didyvwaon acBeveiwv Kal aTn BeATiwon TNG TTAPOXAS UTTNPECIWY uyeiag. H
aglomoinon Twv Big Data emtpémmel oToug opyaviouoUg va AauBAavouy atmroQaacelg BaciouéveS
oe Oedopéva (data-driven decision making), evioxUoviog Tnv ammodomikdTNTA KOl TNV
QVTAYyWVIOTIKOTNTA TOUG.

2.4 ENAITEAMATA ZXETIZOMENA ME BIG DATA KAI Noloz O
POAOZ TOY DATA SCIENTIST

H €géNitn Tou KkAGdou Twv Big Data éxel odnyfjoel otnv avdaykn yia dnuioupyia vEéwv
ETTAYYEAUATIKWY POAWYV, Ol OTT0IOI ETTIKEVIPWVOVTAI OTn TOOO OTn GUAAOYA,000 Kal oTnv
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emeepyaaia kal Tnv avéAuon dedopsvwy. TETolol gival o Data Scientist, o Data Analyst kai o
Machine learning engineer.

O poéAhog Tou Data Scientist ival va agxoAeital ue Tn guAAoyn, Tnv opydvwaon Kal TNy avaAuon
0edopEVWY, e TEAIKO OKOTTO va evToTTiCel TAOEIG | XPAOIMES TTANPOPOPIES TTOU DeV gival EUBEWG
avayvwpIioIJES. ZuvhnBwg apyifel JE TN TUYKEVTPWAOT OAWV Twv OeBONEVWY TTOU X PEIGZETaI Kal
ouveyilel Pe TNV TTPOETOINATIa Kal ToV “KaBapioud” Toug, woTe va gival KatdAAnAa yia avaAuan.
>uveyilel epapuolovTag dIAPOPES TEXVIKEG KAl JOVTEAQ, PE OTOXO va avixveuoel YoTifa r} va
KAvel TTPORAEYEIG, TTOU PTTOPOUV va FonBroouv Tnv £TTIXEIPNON VA KOTAVONOEl KAAUTEPA TOUG
TTEAATEG TNG, TIG AVAYKEG TNG ayopdg ) TNV TTOpEia evog TTPOIGVTOG.

Me Tnv dlaxeipion kai eTeCepyacia dedopévwy aoxoAeital kal o Data Analyst, wotéco o1 800
poAol Oev TTpETTEl va ouyxéovtal. O TPOTTOG JE TOV OTToI0 TTPOCEyYifouv TNV TTANPOYOpPIa Kal TO
€i00G TWV aTTOPACEWYV TTOU UTTOPOUV VA UTTOOTNPIEOUV gival apKeTA SIaPOPETIKOGS. Na va yivel
o &ekadBapo To TTACicI0, Ba TTpéTTel va e€eTdooupe T gival évag Data Analyst, agou o ev Adyw
emayyeApaTiag €0TIAlel Kupiwg aTn JEAETN Twv OedoPEVWV TTOU UTTAPXOUV 1N, OTNV £€aywyn)
BOOIKWY CUPTTEPOACUATWY Kal aTn dnuIoupyia avag@opwy TToU TTEPIYPAPOUV TNV TpEXouad
eIkéva piag emixeipnong. O Data Scientist 6pwg Tpoxwpd éva Bripa Trapatrépa. XTigel JovTéEAa
TTOU PTTOPOUV va TTPORAEWOUV TO HEANOV KAl VO UTTOOTNPIEOUV OTPATNYIKEG ATTOPACEIG. Me TTIo
atrAd Adyia o Data Analyst e€nyei To TTapeABv Kail To TTapodv evwy o Data Scientist TrpooTradei
va O€igel TI uTTopei va aupPBei aTo PEAAOV.

O1 TTpOoYPAPMATIOTEG UNXAVIKAG HABNoNG avaTTiooouV aTPATNYIKEG Baciguévol aTnv avaAuon
oedopévwy pe MBA, BonBwvtag TIG €TMIXEIPrOEIG va auéAoouv Ta €000G TOUG ME TOUG
ak6AouBoug TpoTTOUG:

e Me TnV TTPOCPOPA EKTTTWONG O€ £VA OTTO TA OXETIKA TTPOIOVTA

e Ta oxeTik& TpoidvTa ToTToBeTOUVTAI TO €va KOVTA OTO GAAO £TO1 WOTE OTA O TTEAATNG
ayopdAcEl TO €Va VA ETTNPEACTE Kal va ayopdoel Kal To dAANo

KepaAaio 3

3.1 CUSTOMER SEGMENTATION

H tunuartotroinon meAatwy atroTeAei pia OepeAindn Siadikaoia 0TO CUYXPOVO UOPKETIVYK KOTA
TNV oTroiad ol TTEAATEG MTTOPOUV OPOdOTTOIoUVTal Of ETTINEPOUG KATnyopieg ue Bdon Ta
XOPAKTNPIOTIKA TTOU TTapouciddouv opoldTnTeG. H Bacikn apxn oTnpileTal GTO OTI Ol AYOPEG TTOU
MeAeTAuE Sev gival opoloyeveig Kal dlagépouv onuavTika peTagu Toug. H diadikaaia emITPETTEl
OTIG ETTIXEIPAOCEIG VA EVTOTTICOUV TTIO OTTOTEAECUATIKA OUAdEG AvOPWTTWY Ol OTTOI0lI KATEXOUV
KOIVEG CUNTTEPIPOPEG Kal va ETTEVOUCOUV TTEPICTATEPOUG TTOPOUG OE AuToUG.

H Ttunuatotroinon Twv TreAatwv éyive péow Tng dladikaciag STP (Segmentation,
Targeting, Positioning ) 1Tou oTnpietal o TTOIKIAOUG TTAPAYOVTEG OTTWG dnUOYPAPIKE
YEWYPOPIKA, WUXOYPOPIKA Kal CUMTTEPIPOPIKA OedOPEvVa. ZUYKEKPIPEVA, N ONUOYPAPIKN
TunUatotroinon Aaufdavel uttéwn PETABANTEG OTTWG N nAIKia, To @UAO kai To €l06dnua. H
YEWYPAPIKN oTNpileTal oTNV TOTT00e0ia OpAOoNG TWV KATAVOAWTWY KAl TA XWPIKAE OpIa TTOU aUuToi
éykevtal. H wuyxoypa@ikn peAetd dedopéva Kolvwvikou utréBabpou OTTwg o1 agieg , 0 TPOTTOg
CwNg Kkal Ta evOIAQEPOVTO TOU KATAVOAWTH €VW N CUMTIEPIQPOPIKY TUNUATOTTOINON
ETTIKEVTPWVETAI OE KATAVAAWTIKG TTPOTUTTA, SIOKUUAVOEIG TNIOTOTNTAG KAl YEVIKOTEPA OTN OTACN
TOU KOTavoAwTh atrévavt o€ €va Trpoidv. (Wedel, M., & Kamakura, W. (2000). Market
Segmentation: Conceptual and Methodological Foundations. Springer.)

H tunuatotroinon Twv TreAaTwv €xel eEeNIXBel onUAVTIKA OTIG PEPES pag AOyw Tou
MeEYAAOU OyKou OeDOPEVWIV TTOU TTAPEXOVTAl ATTO OUYXPOVEG avAAUCEIS Kal TG TTPOOO0OU Twv
TEXVIKWY TWV avaAloewyv autwv. H xprion dedouévwy big data, o1 aAyopiBuol Kai o1 EQapuUoyES
TEXVNTAG vonuoauvng £xouv utroBondnoel onuavTika TIG ETTIXEIPNOEIG , TTIPOCPEPOVTAG M TTI0
KaBapr] €kOva Twv oUVOETWVY TIPOTUTTWY KATAVOAWTIKNAG CUPTIEPIPOPAS , divoviag Tnv
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duvatéTnTa ££EANIENG SUVAUIKWY KAl TIPOCAPHOCUEVWY TUNUATWY ayopds.(Chen, H., Chiang, R.
H., & Storey, V. C. (2012). Business Intelligence and Analytics: From Big Data to Big Impact.
MIS Quarterly.) TTou TTPOC@PEPOUV ECATOUIKEUPEVN EUTTEIPIA KATAVAAWGNG OTOXEUOVTAG TEAIKA
oTnV evioxuon TG OXE€0NG ETTIXEIPNONG- KATAVOAWTH. ZUVIOTA £TTIONG GNUAVTIKO £pYaAEio yia
10 marketing kal TNV avdamTuén OTPATNYIKWVY UE HAKPOTTPOOETUA OTTOTEAECUATA OTNV HEIWON
TOU QVTAywVIOPOU Kal TNV oUvOECN TOU TTPOIOVTOG JE TOUG TTEAATEG. ZUVOELETAl £TOI AUECO ME
TNV Olaxeipion Twv oxéoewv TeAatwyv (Customer Relationship Management — CRM),
OIEUKOAUVOVTOG TNV avayvwpion Twv TAéov TTOAUTIHWY KAl TTIOTWV  OKOAoUBwv ToUu
TTPOIOVTOG ,TTPOTEIVOVTAG TTPWTOROUAIEG TTOU EVOUVANWVOUV TN OIOTAPENGCN Kal TNV aQoCiwon
Touc.( Payne, A., & Frow, P. (2005). A Strategic Framework for Customer Relationship
Management. Journal of Marketing.)

MNa Tnv opbR TUNUATOTIOINGN TWV KATAVOAWTWY TIPOTIMWVTAI  HEBODOAOYIKEG
TTPOoCEyYioeIg OTTWG aAyopIBuol cuaXETIoONG, TAgivOunaong, TTaAIlvopduNong Kal opadoTroinong.
H avdAuon RFM cuviotd v o atrAfp aAAG atmodorTikr péBodo Trpocéyyiong €I0IKa o€
TEPIBAAAOVTA HE €TTAPKI OeDONEVA KATAVAAWTIKWY CUVAAAQYWVY €vW Ol TEAEUTAIEG €ival ol
TAEOV ATTOTEAEOUATIKEG KABWGS TTPOC@PEPOUV T OuvaTOTNTA AVOKAAUWNG QUOIKWY OPAdWY
Méoa oTo Oedopéva Xwpig va €xel TTponyndei kaBopliouévn KaTnyoploTroinon. ZTnv Tmapouca
Epyaaia , eMAEXONKE yia TRV TUNUATOTTOINON TWV TTEAATWV N peBodoAoyia RFM kaBuwg Trapéxel
CaQWG EPUNVEUCIPA KAl ETTIXEIPNCIOKA AIOTTOINCINA ATTOTEAECUATA KAl Eival KOTAAANAN yia TO
utto €€€TA0N 0UVOAO dedopévwy divovTag pia TTANPETTEPN €IKOVA OTTWG Ba pavei GTO ETTOUEVO
KEPAAaIO.

3.1.1 RFM Analysis

H avdAluon RFM (Recency, Frequency, Monetary) Bewpeital n mAéov kaBiepwuévn Kai
oTTOTEAEOUATIKI HEBOBOAOYIa yIa TNV avAAuG TNG KATAVOAWTIKIAG GUUTTEPIPOPAG AEIOTTOILVTAG
oedopéva amd TO IOTOPIKWY TWV OCUVOAAQYWYV YIO TOV UTTOAOYIGUG TOU OIKOVOWIKOU
QTTOTUTTWHATOG Kal TRG agiag kabe TeAdTn.O 6pog Recency gival To XPOVIKO SIAGTNUA TTOU EXEI
peooAaprioel ammd TNy TeEAeuTaia ayopd evog KATAVOAWTH, KATAOEIKVUOVTAG TO ETTITTEDO KAl TO
XPOVIKO TTAdiglo Tng TTpdo@arng dpacTtnpidtntag Tou.( Bult, J. R., & Wansbeek, T. (1995).
Optimal selection for direct mail. Marketing Science.) O 6po¢ Frequency ava@épetal oTnv
ouxvéTtnTa, dnAadry oTov apIBUG TwV ayopwyv TTOU E€XEl TTPAYUATOTTOINCEl évag TTEAATNG O€
OUYKEKPIPNEVO XPOVIKO TTAQIOIO, AVTAVOKAWVTAG TN CUVETTEID TOU OUYKEKPIPEVOU TTEAATN WG
TPog TOo Trpolov. TEéAog, o Opog Monetary ek@pdlel Tn GUVOAIKN XpnUATIKA agia Twv
OuvaAAaywv Tou EKAOTOTE AyopaaTr] ATTOKAAUTITOVTOG TN CUVEICQOPA TOU OTO GUVOAIKG €000a
TNG €TTIXEIPNONG.

MAéov, n péBodog RFM €xel kaoBiepwBei wg 1O KUpIo epyaAeio Tou Customer
Relationship Management (CRM), kaBwg ouvioTd onuavtikh TTnyr; dedopEvwy , TTAPEXOVTAG
duvatdéTnTeG OTTWG O eVTOTTIONOGG TTEAATWV UWNAAG adiag, n avayvwpion TTIOTWV Kal cuxvd
EVEPYWV TTEAATWV aAAG Kal avTiBeTa auTwy TToU TTapousidlouv pelwpévn dpaoTnpidTNTA Kal
EVOEXETAI VA OTTAITOUV OTOXEUUEVEG EVEPYEIEG ETTAVAOPACTNPIOTTOINCNG. ME TOV TPOTTO AUTO Ol
ETMIXEIPACEIG PTTOpOUV va peTaBaAlouv Tn oTtparnyiki marketing Toug OTT0 MIO YEVIKN
TTPOCEYYION O TTIO EEATOUIKEUPEVN TTEAQTOKEVTPIKA PE GTOXO TNV AUENaN TTOPWV.

H e@appoyn autrg Tng avdAuong oTnpideTal TNV YETATPOTTH TWV TPIWV AUTWYV PACIKWYV
peTaBAnTwY O PaBuoloyikéG katnyopieg (stores). O1 karnyopie¢ autég e&v  ouvexeia
ouvdudalovTtal KaTAAANAa yia Tn dnuioupyia SIOKPITWY TUNPATWY TTEAATWY TTOU QEPOUV KOIVA
QYOPOOTIKA XAPAKTNPIOTIKA, DIEUKOAUVOVTAG £TCI TNV GvAYVWPIOTH TTPOTUTTWYV KOTAVOAAWTIKAG
CUNTTEPIPOPAG.

H avdAuon autp oe ouvduaopsd PE GAAEG AVOAUTIKEG TEXVIKEG OUVIOTA TO 106AVIKO
epyaieio oe TrePIBAAAOVTA NAEKTPOVIKOU guTTOpiou AOYyw TnG ATTAGTNTAG TNG, TNG TTPOKTIKAG
EQPAPPOYNAS TNG KABWG Kal TNG COPrVEIAG TWV ATTOTEAECUATWY TNG. X€ TETOIA TTAQiCIA, OTTOU TA
oedopéva ouvallaywv eivalr dueca diaBEoiya n e@apuoyr TNG CUPPBAAAEI OUCIOOTIKA OTNn
BeATioTOTTOINON TNG EUTTEIPIAG TOU TTEAATN, OTN SIAUOPPWAOTN TTPOCWTTOTTOINKEVWY TTPOTPOPWIV
Kal oTn peyloToTroinon Tng agiag didpkeiag (wng eAdTn (Customer Lifetime Value — CLV).
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21NV TTaPoUCca EpYOCTia N TEXVIKI AUTH avTATTOKPIVETAI TTARPWG OTA XOPAKTNPIOTIKA TNG
01a0€01ung deCapevAg dedopéviv yI autd Kal TTIAEXONKE WG €PYOAEIO TUNUATOTTOINONG TWV
TTEAATWV.

3.1.2 Clustering Algorithms

O1 aAyépiBpor opadotroinong (clustering) eivar éva epyaheio avaluong SedouEvwy N
EMIPAETTOUEVNG UNXAVIKAG PABNONG TTOU XPNOIKOTIoIOUVTAl TOV JIaXWPIoHSG €vog OuvoAou
0edopEVWV OE OPABEG PE BACN TNV OUOIOTNTA TWV XAPOKTNPIOTIKWY TOUG . Ta dedopéva mng
idla¢ opdadag Ba TTpéTTel va gival 600 To duvaTtov TTIo duoia PETAEU TOUG VW O1 DIAPOPEG PETAEU
O1a@OPETIKWY opddwy Ba TrpéTTel va gival gavepég (Jain, 2010).

2TNV TUNUAToTToiNON TTEAATWY, TA KOATAVOAWTIKA TTPOTUTTO OTTWG Ol AYOPOOTIKEG
ouvnBeieg, Ta emiTeda daTTdvng Kal n ouxvoeTnTa aAAnAeTTidpaong peE TNV ETIXEipNON
XPNOIYOTTOIoUVTaI YIO TOV BIaXwpPIoPS Twv opddwyv treAatwy. (Wedel & Kamakura, 2000). H
etmAoyn Tou KatdAAnAou aAyopiBuou clustering e€aptaTal amod Tn QUON Twv BESOPEVWY KAl TOUG
oToxoug NG avaiuong. O aAyopiBuog K-means atmoteAei pia amd 1i¢ 1Mo S1adedopéveg
pEBOOOUG, KABWG €xel UWNAN UTTOAOYIOTIKF) atTddoon Kal Bewpeital KAaTAAANAog yia peydAa
oUvoAa apIBuNTIKWV OeOOUEVWY, ETTIOILKOVTAG TOV OXNMATIOWO CUMPTIOYWYV Kal OIOKPITWY
opadwv (MacQueen, 1967). AAAoI aAy6piBuol aTTd TNV AAANT, OTTWG Ol 1IEPAPXIKEG PEBODOI
(hierarchical clustering) €mTpETIOUV TN OTAdIAKN ONUIOUPYIa OPAOWY TTPOCPEPOVTAG OTITIKN
avatrapaoTacn péow devdopodiaypapudtwy. AIEUKOAUVOUV £TCI, TV €punvEia TNG dOUAG Twv
oedopévwy (Aggarwal & Reddy, 2014). AAy6piBuol 6TTwg To DBSCAN xpnoiyoTrolodvTal yia
TOV EVTOTTIONG Oouddwv aubaipeTou oXAUATOG € TTIo aUvOeTa dedouéva (Ester et al., 1996). H
EMTUXia TNG opadoTroinong e€aptdral o€ peydAo Babud atrd Ta oTddia TTpoeTTeepyaaiag Twv
o0edopévwy, OTTWG n KAVOVIKOTIoiNon Twv METABANTWY Kol n  emAoyy KatdAAnAwv
XOPOKTNPIOTIKWY, Ta oTToia eTTNpeddouv dueca Tnv amodoon Twv aAyopiBuwyv (Han, Kamber &
Pei, 2011). Ta ammoteAéopara aglohoyoUvTal pe Tn xprion d€ikTwyv 61w o Silhouette Score, TTou
QTTOTIUG TNV TTOIOTNTA TOU OIGXWPICHOU PETAEU DIAPOPETIKWY OUAdWV.

21NV £moOpevn evoTNTa TTapouciddovtal avaAuTiké PBacikoi aAydpiBuol clustering rou
€QApUOOTNKAV 0TV TTapolca epyacia, KabBwg Kal Ta KPITAPIa €TTIAOYAG Toug e Bdon Ta
XOPOKTNPIOTIKA TOU £E€TACOPEVOU OUVOAOU BEDOUEVIV.

3.1.2.1 K-Means Algorithm

O aAyopiBuog K-Means xpnoigotrolital otnv avdiuon dedopévwy. SuvioTd pia pébodo
Baoiopévn aTov dlIaXWPICKO TWV TTAPATNPENCEWY OE évav TTPOoKaBopIouévo apiBud ouddwy
(clusters).O oT16X0G €ival va peiwBei 600 To duvaTOV TTEPICTOTEPO N dlaKUUavOn HECA O€ KABE
oudda, dnAadrn 1o ABpoIcUa TWV ATTOOTACEWY TWV CNUEiwv ammd 1o KEvTpo (centroid) Tng
opddag otnv otoia avikouv. Me autdév Tov TPOTTO TTPOKUTITOUV CGUCOTAOEG TTOU €ival TTIO
OUVEKTIKEG Kal opoloyeveig (James MacQueen, 1967).

H Agitoupyia Tou aAyopiBuou K-Means trepiAaufdvel duo @doeig. H TpwTtn ouvioTd TNV
apxIKoTroinon Kal TNV €mavaAnTTiKh BeATioTotroinon katd tnv otoia emAgyovTal Tuxaia K
onueia atmd 10 oUVoAo dedOPEVWY, TA OTTOIO XPNOIPOTTOIOUVTAI WG apyIKd KevTpoeldn (centroid).
O apiBudg Twv cuoTddwyv K ogeilel va €xel KABOPIOTEl €K Twv TTPOTEPWY KOBWG €TTNPEACE!
onuavTikd TNV ToIdTNTa Twv atmroTeAeopdTwy.EEicou onuavTikn gival kal n apxIKr €AY Twv
KEVTPOEIOWYV. AIQQPOPETIKEG APXIKOTTOINCEIS EVOEXETAI VO 0ONYOOUV OE OIOPOPETIKEG TEAIKEG
AOoeig. (Arthur & Vassilvitskii, 2007). £1n &UTepn @ACN, KABE TTAPATAPNON AVTIOTOIXICETAI OTO
TTANCIECTEPO KEVTPOEIBEG, OUVABWG Pe BAon Tnv eukAgidela atrdoTaCN. XTh OUVEXEID, TA
KevTpoeldn emavaltroAoyiovTal wg 0 JECOG OPOG TWV ONUEIWY TTOU avAKOUV O¢ KABe cuaTada
kar n oiadikacia emavahapBdaveralr diadoyikd, evaAAdooovtag Ta PrpaTta avdBeong Kai
evnuépwaong, €wg OTou emTeuxBei oUyKAION, pia @don OTTou dev  TTAPATAPOUVTAI GNUAVTIKEG
aAAayég oTI avaBéoelg i oTIG BEoEIC TWV KEVTPOEIBWY.H UTTOAOYIOTIKI) a1To®OTIKOTNTA KAl N
€UKoAia uhotroinang eival Baaikd TTAcovekTAuaTta Tou K-Means kai To guvioTouv KatdAANAo yia
peyaAa oUvola dedouévwy..
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3.1.2.2 DBSCAN Algorithm

O DBSCAN c¢ivalr évag pn TTapapetpikdg  aAyopiBuog opadotroinong Baciouévog otnv
TTUKVOTNTA. EvToTTidel opddeo dedopévwv o€ TTEPIOXEG UWNANG OUYKEVTPWONG OTOIXEIWY  Kal
XapakTnpiZel Ta uttdAoITTa onueia wg B6pufo (noise) (Ester et al., 1996). Mtopei va evToTioel
OUOTAOEC aKABOPIOTOU OXAMATOG Kal OEV ATTAITEI TTPOKABOPICUEVO apIBUG OUadwY o€ avTiBean
pe Tov K-means.

H Aeiroupyia Tou aAyopiBuou Baciletal oe dU0 PACIKEG TTAPAPETPOUG, GTAV OKTivVa
YEITOVIAG Kal Tov EAAXIOTO apiBuod onueiwv (MinPts) TTou atraitouvTal yia TOV OXNUATIONS HIag
TTUKVAG TTEPIOXAG. Me Bdon autég TIC TTApapéTpoug, Ta Onueia Tagivopouvral Of TPEIG
KaTNyopieg: onueia TTupfiva (core points), pe €mapk apiBud yeIrovwyv eviog Tng akTivag ,
ouvoplakda onueia (border points), eVvTOTIIOPEVA KOVTA O€ TTUKVEG TTEPIOXEG XWPIG va TTAnpoUV
TO KPITAPIO TTUPHVA, Kal anueia BopuBou (noise), TTou dev avrKouv o€ Kapia cuaTdda.

H opadotroinon &ekivd emAéyoviag  €va Tuxaiou oOnueEiou Kal OTnV OUVEXEIX
etet@lovraa Tnv yeirovid Tou. EAv 10 onueio ammoteAei onueio TTuprva, dnuioupyeital pia véa
ouoTada Kal TTEKTEIVETAI TIPOCBETOVTAG OAQ Ta onuEia TTou gival aTevd ouvdedepuéva e auTo.
H diadikacia emavalaupdveral d1odoXIKA MHEXPI TO GNUEIO KOPETHUOU OTToUu Ogv PTTOpPOUV Va
mpooTeBolv véa onueia otn cuotada. O aAyopiBuog €€eTdlel Ta evATTOMEIVAVTA [N
Tafivounuéva onueia, emavalauyBdavovrag tn diadikagia péxpl TNV odadotroinon OAwv Twv
OedOUEVWV.

Baoiké mAcovéktnua  Tou DBSCAN civar n 1kavétntd eVvIOTIONOU CUOTAdWY
auBaIpETOU OXAMATOG, KAl N aTTOTEAECUATIKA dlaxeipion dedopévwy TToU TTEPIEXOUV BOpUBOo N
aKpaieg TIuEG. ETTTAéov, dev eTTnpedleTal aTrd TNV apXIKoTroinon, o€ avtiBeon pe Tov K-Means,
YEYOVOG TToU 0dnyei o€ Mo oTabepd atmoTeAéouarTa.

2uvoAikd, o DBSCAN cival évag 10xupo6g Kai eUEAIKTOG aAyopiBuog opadotroinong,
KATAAANAOG  yIa £QAPUOYEG OTTOU Ol CUCTAdEG OEV £XOUV KAVOVIKO OXAUa Kal Ta dedouéva
mepIAauBdavouv B6pufo. MNa Tov Adyo autd, xpnoiyotroigital eupéwg oe media  avaAuong
XWPIKWV OeSOPEVWY, QVIXVEUONG AVWHOAIWY KAl TUNUATOTTOINONG TrEAATWV PE OUVOETA
KATAVOAWTIKA TTPOTUTTO CUPTTEPIPOPTG.

3.1.2.4 Gaussian Mixture Model (GMM)

To Gaussian Mixture Model (GMM) ivai pia mBavokpartiky) p€8odog P€yiotng onuaciog yia Tnv
opadoTToiNoN Kal TV avayvwpeion KATaVOAWTIKWY TTPOTUTTWY. ATTapaitnTn TTpoutréean n
otroia TTpouTToBETEl OTI Ta dedopéva TTPOEPXOVTAl ATTO CUVOUAOHO TTOAAATTAWYV KAVOVIKWY
KATAVOUWY, KaBeia K TwV OTToiwY avTioTolXel o€ pia ouaTdda (Bishop, 2006). Na Tnv ekTipnon
TTAPAPETPWY EVOG UEIYMOTOG UTTOPOUV VO XPNOIUOTTOINBOUV TIPOCEYYIoEIS OTTWG YpaA@IKOi
pEBOBOI, avTIaToiXION POTTWYV, UTTEUIavEG TTpoaEyyioelg Kal N uEBodog MLE. O1 TrapdueTpol Tou
€v AOyw POVTEAOU eKTIHWVTAI PECW TOU aAyopiBuou Expectation-Maximization (EM), o otroiog
gekiviovtag atmd éva apxIKO HPOVTEAO PiyhaTog €TTAVOANTITIKG UTToAoyilel TIg MBaveTnTEG
OuppeETOXAG Twv Oedopévwy (Expectation) kai evnuepwvel TIG TTAPAPETPOUG TWV KATAVOUWY
(Maximization), éwg 6Tou emmiTeuxOei ocUykAion (Dempster et al., 1977).

O GMM éxer wg KUpio TTAsovEKTNa TNV eugAigia. MTTopei va povTeAoTToIncel cuoTAdeg
ME DIAPOPETIKA OXAMATA Kal SIOKUPAVOEIG, SivOVTAG UIa TTIO PEAAIGTIKA aTTOTUTTWON OUVOETWY
oedopévwy (McLachlan & Peel, 2000). Qotéc0, TTpoKeIEVOU va eTTITEUXOei N oUYKAIGN TOU
aAyopiBuou autoU aTraiTeital TTpokabopIoudg Tou apiBuol Twv CUCTAdWV.

3.2 DATA MANAGEMENT

210 KE@GAalo auTtd Ba aoxoAnBouUpe pe Tnv diaxeipion Twv dedopévwy (Data Management), 1o
KEPAAQIO AUTO aTTOTEAET KpioIo pEPOG TNG Sladikaciag, KABWG Yag ETTITPETTEI VA dIACPONICTOUUE
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TNV TTOI6TNTA KAl TNV AgIoTTIoTia Twv dedOUEVWY TTOU XpnaiyoTrolouue. H owoTh TTpogTolyaaia
TwVv 8edopévwy pag eival pia diadikacia n oTroia gival amrapaitnTn yia Ty eEaywyr €yKupwy
ATTOTEAEOUATWYV Kal eupnudTwy atod Ta Ta dedopéva Pag.

21NV JEAETN TTou Ba akoAouBroel xpnoiyotroinOnkav  dedopéva atTd NAEKTPOVIKN
TTAATQOPUA TTAPAYYEAIWY TTPOIOVTWY COoUTTEP MAPKET. Ta dedopéva Pag TTEPIEXOUV OTOIXEIO
OUVaANQYWV TWV TTAPAYYEAIWY ,TOUG TTEAGTEG TTOU OUVOEOVTAI UE QUTEG TIGC GUVAAAAYEG Kal
XPOVIKG &edopéva eyypa®ng Tou TTEAGTN oTnV TTAATOOPUA KAl TWV NUEPOPNVIWY TTOU £XOUV
TpayuarotroinBei o1 Tapayyehieg. H diadikacia mou Ba akoAoubrjoel gival 0 KaBapiouog Twv
oedopévwy, TTapouaiaon Kal avdAuon Twv 8eBOPEVWY PAG, TUNUATOTTOINGN TNG TTEAATEIAKNG
Baong oe cluster kai market basket analysis o€ duo KaTnyopIEG TTEAATWV.

lMNa tnv avaAuon Twv Oedopévwv XPNOIMOTIOIRBNKE N YAWOOO TIPOYPAUMUATICUOU
Python.H eme€epyaoia kai av@huon tpayuartomoijOnke pe 1 xprion BiBAIOBNKWYV OTTWG
Pandas kai NumPy yia tn diaxeipion dedopévwy, n Scikit-learn yia tTnv epappoyr aAyopiduwv
MNXaVIKAG Habnong.

3.2.1 Data cleaning and preparation

To o1adio TG TTpoeTTeCepyaaiag dedopévwy aTToTeEAEl Kpioiuo onueio yia Tnv aglomoTia Tng
avdAuong. 210 TTAQIOIO TNG €pyaciag Twv aUVOAO OeDOUEVWV TTOU EXOUME TTPOEPXETAI ATTO
NAEKTPOVIKR TTAATQOPUA BIAVOUNG TTPOIOVTWY OOUTTEP PHAPKET. TO OUVOAO TwV SEBOUEVWY TTOU
Xpnoiyotroindnke otroteAeiral 772.266 eyypagég, 43.617 Siakpitoug meldreg kai 4.025
OIa@OPETIKA TTPOIOVTA. O PeyAAOG OYKOG TwV dEBOPEVWY POG KAl N TTOIKIAIG auTwv KaBnoTouv
QTTAIPAITITO TWV KABAPIoPS Kal QIAATPPIOUOS TwV OEDOUEVWV WATE VA SIGCPAAICTE N TTOI6TNTA
TNG AvOAUGNG KAl TWV ATTOTEAEOUATWY Pag

Mivakag 1 -Mapouaoiaon Bacikwv peraBAnTwyv Twv dedouévwv

MeTaBAnTn Mepiypaen TOmog Aedopévwyv

order_id Movadiké avayvwpIoTIKO Katnyopikd (String)
TTapayyeAiag

customer_id Movadikd avayvwploTIKO TTeAdTn | Katnyopikd (String)

order_value ZUuvoAIKA agia TTapayyeAiag Ap1BunTIko (Float)

order_timestamp

Huepounvia kar wpa
TTapayyeAiog

Huepounvia/Qpa
(Datetime - UTC)

product_name

Ovopa 1poidvtog

Katnyopiko (String)

product_category

Katnyopia mpoidvrog

Katnyopiko (String)

product_price

Tiun TTpoidvTog

Ap1BunTIkS (Float)

items_sold

MoodTnTa TTPOoiIdvTOog

Ap1BunTIkS (Float)

geographical_region_of user

Mepioxn TeAATN

Katnyopikd (String)

geographical_region_of _shop

Meploxn KATaoTAPATOG

Katnyopikd (String)
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registered_at Huepounvia eyypa®Ag TeAATn Huepounvia/Qpa
(Datetime - UTC)

21ov [livaka Trapoucidfovtal ol PeTaBANTEG TOu ouvoAou Oedopévwy HAG, TNG
TTEPIYPAPRAS TOUG KABWG Kal TwV TUTTWV O£BOUEVWV TOUG.

TéAog, yia TNV BeATiWON TNG TTOIOGTNTAG TWV OEQOUEVWV KAl TNV ATTOQUYT] OTPERAWCEWV
aTnVv avaAuar, TTPayUATOTTOINBNKE agaipean aKpaiwy TINWVY aTTO TO apXIKO GUVOAO DESOUEVWV.
H diadikacia Baciotnke oTn péBodo Tou gvdoTeTAPTNUOPIOKOU gUpoug (Interquartile Range -
IQR), 61T0U UTTOAOYIOTNKAV TO TTPWTO (Q1) KaI To TpiTo TETAPTNHOPIO (Q3) TNG PETABANTAG agiag
TTapayyeAiac.Or Tiuég Tou Bpiokovtal €KTOG Tou OIACOTAMATOG, Bewprdnkav aKpaieg Kai
agaipédnkav a1réd 1o dataset. Me Tov TpOTTO AUTO €€acpalicape oTi N avaAuon BacifeTal o€ TTIo
QVTITTPOOWTTEUTIKG Bedopéva.

3.2.2 Data exploration and visualization

>ZTnv ouvéxela Ba TTapouciacToluv KATTola dlaypdupata Ta oTroia dnuioupynRdnkav péow Tng
Python, pe otdxo TnVv €Ig BaBog KaTavonon Twv XapaAKTNPICTIKWY TOU CUVOAOU SEQOPEVWYV HAG.

Mivakag 2-Top Karnyopieg MpoiévTwv

Top KaTnyopiec nmpolovTwy
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210 mTapatrdvw Oldypaupa atreikovifovtal ol PEYOAUTEPEG O€ {NTNON KOTnyopieg
TTPOIOVTWYV 0€ GUVAPTNON PE TOV apIBPG TTapayyeAIWV TToU eu@avifovTal. Ta avayukTIKA Kal Td
EVEPYEIAKA TTOTA atroTeAOUV T SNUOGIAEDTEPN KaTnyopia TTPoidvTwy Kabwg eugavifovTtal o€
mrepitrou 70.000 TrapayyeAieg. AkoAouBouv pe pikpr) dia@opd Ta TTaTaTAKIA Kal T aApUpd OVOKG
KaBWg Kal ol uTTUpEG Kail o1 unAiteg TTou epgavifovtal o€ mrepitrou 60.000 TrapayyeAieg yeyovog
TToU dNAWVEl TN PeyaAn £NTnon auTwyv Twv TTPOIGVTWY. AkoAouBouv pe éva peaaio aplBud
KatavaAwaong Ta aAAavTIKEG Kal Ta TUPIA KAl 0l COKOAATEG EVW O€ PIKPOTEPO apIBUS TTapayyeAIwWV
EVTOTTIOTNKAV T APTOOKEUAOHATA KAI TO ATOMIKA TTAYWTA, TTPAYUA TTOU UTTOONAWVEI TN XOUNAN
¢NTNON Kal KatavaAwaon Twv TTPOIOVTWY autwy. ATTé To SIAYPAPHUA CUUTTEPQIVOUNE TTWG T
TTPOIOVTA AUECNG KATAVAAWGONG EVTOTTIOTNKAV OTO PEYOAUTEPO APIBUO TTapayyEAIWY eV TA
Baagikd TpoidvTa OTTWG TG aPTOOKEUAoUATa €ixav xaunAfl CATNOon KaBWwg evToTTiOTNKAV O€
OPKETA PIKPO apIBUO TTapayyeAIWV.

Mivakag 3-Xpoviki Katavoun MapayyeAiwv

Xpovikr katavopr napayyeAtwy (2021-02-13 éwg 2022-09-07)
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2710 TTAPATTAVW OIAYPANKA OTTEIKOVICETAI N XPOVIKA KATAVOUR TwV TTAPAYYEAIWY TNV
TAATPOpUa ato Tov Pefpoudpio Tou 2021 £wg Tov ZeTTEURPIO Tou 2022. ZUYKEKPIPEVA £XOUV
AN@Bei dedopéva yia Tn xpovikA Tepiodo 13 Pefpouapiou 2021 £wg TIG 7 ZeTTeuPpiou 2022.
Mapatnpolpe pia otabepry avodo Tou apiBuoU Twv TTapayyeAIWV PE TNV TTAPOO0 TOU XPOVOU E
MIKpéG TITwoelg Tov PePpoudpio Tou 2022 kai Tov MdpTio Tou idlou £T0G.

H ouvexwg au&avopevn Taan Tou apiBPoU TwWV TTApAyYEAIWY UTTOONAWVEI TNV GUVEXWS
auéavopevn xprion Tng TAATEOPUAG Pe TNV TTAPodo Tou Xpovou. MAAIoTa o1 HEYaAUTEPEG TIUEG
OnuEILVOVTal Ta TEAEUTAIO £TN ATTOTUTTWVOVTAG TN OUVAIKY TNG EENIEN, TNV auavopevn ¢RTnon
a1rd TOUG KATAVAAWTEG KABWG Kal TRV EVTOVOTEPA BPACTNPIOTNTA EVTOG TNG TTAATEOPUAG KATA
TNV €eTalouevn TTEPIOdO.
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Mivakag 4 - NMapayyeAieg ava epioxn

Mapayyehieg avd neployr xprioTn
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To mapatdvw dIAypappa TTapoudidlel Tov apiBud TwV TTAPAayYEAIWY ava YEWYPAPIKNA
eploxn.H ABriva cuykevTpwvel To JeyaAUTEPO TTARBOG TTapayyeAIWY, YEYOVOCS TTOU UTTOONAWVEI
o1l atroTeAei TNV KUpla ayopd TnG TAAT@OpUAC Kal To Pacikd KEVIpO OpacTnpidTNTAG.
AkoAouBouUv n ©egoaalovikn kal o MNeipaidg, ol oTToieg eYPaviCouv GNUAVTIKA PIKPOTEPO OAAG
agloonueiwTo dyKo TTapayyeAIwy.

3.2.3 Customer behavior based on Recency, Frequency, and Monetary
metrics

MNa tnv avdAucon Tng oupTrepIQopds Twv TTeEAATwy xpnoiyotroidnke n pebodoloyia RFM
(Recency, Frequency, Monetary), éva atré Ta amroTeAeGUATIKOTEPA EPYAAEIa yIa TNV agloAdynon
NG daTTdvng ToUu ayopaaTiKoU Koivou. Me auTr Tnv TTpOooEyyIon YiVETAI EUKOAOTEPO KATAVONTH
N GAANAETTIOPACN TWV TTEAQTWV PE TNV TTAATEOPUA, KABWG Kal O eVTOTTIONOG DIAPOPETIKWV
emmmédwyv agiag kal dpacTnpIOTNTAG.

H petaBAnTr) Recency (R) ek@pddel To xpovikd dIdoTnua TTou £xel JeooAaRAoEl atrd TRV
TeEAeuTaia TTapayyeAia Tou eKAOTOTE TTEAATN PEXPI TNV NUEPOPNVia avagopdg Tng avaAiuong. Ol
XOUNAEG TINEG Recency utrodnAwvouv TTpodc@arn dpacTtnpidTnTa Kal €vtovn aAANAeTidpacn pe
TNV TTAQTQOPNA, EVW UYWNAEG TIMEG TNIBAVWG VA UTTOBEIKVUOUV TTEAATEG PE PeEIwPEVN 1) KaBdAou
opaoTtnpiéTNTa.

H petaBAnti Frequency (F) avtitpoowTrevel Tov apiBud Twv TTapayyeAIWV TTOU £XEI
TpayuaTtotroioel KaBe TTeAATNG. Agdopévou OTI TO ApXIKO OUVOAO OedopEVWY TTEPIAAUPBAVEI
EVYPAPEG O€ ETTITTEDO TTPOIOVTOG, TTPAYHUATOTTOINONKE OPAdOTTOINON TWV JEQOUEVWY O€ ETTITTED0
TrapayyeAiag (order_id), woTe va UuTTOAOYIOTEI PE akpiBEia o apIBPOG TwV SIOKPITWY TUVAAAQY WV
ava TeAdTn.

H petaBAnTr) Monetary (M) ekppdadel Tn cuvoAIKA XpnuaTiKr agia Twv ouvaAAaywv KGO
TEAATN Kal UTTOAOYIOTNKE w¢g To GBpoicpa TnG aiag Twv Tapayyehiwv (order value). H
peTaBANTA auth atroTeAei Pacikd Oe€iKTn TNG OIKOVOMIKAG OUVEITQOPAS KABe TTeAATn OTnv
TTAQTQPOPUA
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Mivakag 5- Karavopég Twv peraBAntwv Recency, Frequency kai Monetary

Recency Distribution Frequency Distribution Maonetary Distribution
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H avdAuon Twv katavopwy Twv petaBAntwy Recency, Frequency kai Monetary €6¢€i&e
ONMAVTIKA XOPAKTNPIOTIKA TNG TTEAATEIAKNG CUNTTEPIPOPAS. OTTwg TTapouacialetal oTov lMivaka
5, 01 KaTavopég Twv PETARANTWY €xouv €viovn Oe€id acupueTpia (right-skewed), kdr 1Tou
UTTOONAWVEI OTI TO JEYOAUTEPO PEPOG TWV TTEAATWV EPQAVICel xaunAd emmiTreda OpacTnPIOTNTAG
KOl ayopaaTiKAG &pacTnpidTnNTag, EVW N HEIOVOTNTA TTAPOUCIAlEl CNUAVTIKA UPNAOTEPEG TIUEG.

Mivakag 6-Recency

Recency Distribution
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JUYKEKPIYEVQ, yia TN HETABANTA Recency Trapatnpeital peyaAn CuyKEVTpwaon TTEAATWV
o€ XOUNAEG TIMEG, yeEyOvOG TTOU UTTOONAWVEL OTI €va ONPAVTIKO TTOC00TO XPNOTWV EXE
TTPAYUATOTIOINCEl TTPOC@ATEG ayopéG. MMapdAAnAa, n Umtapén oupdg TTPOG UWNAEG TIPEG
UTTOOEIKVUEI TNV  TTAPOUCIia  TTEAATWY TIOU  €Xouv  HEYGAO  xpoviké OidoTnua  va

TTPAYUATOTTOINOOUV CUVAaAAayr), Yeyovog TTou pTTopei va ouvdésTal pe mOavh armmoxwpnon
(customer churn).
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Mivakag 7- Frequency

Recency Distribution
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MNa ™ yeraBAnT Frequency, 1o TTapammavw I0TOYPAPa eixvel OTI n TTAEIovVOTATA TWV
TTEAQTWV TTPAYUATOTIOIEI TTEPIOPICUEVO APIBUO TTapayyEAIWY, EVW EvVa PIKPO TTOCOOTO EPQPAVICel
1I010iTEPA UWPNAT ouXVOTATA AYOPWV Kal €ival EKEIVOI TTOU XapakTnpiovtal atd uywnAo tTitredo
aQOoCiwang TTPOG TNV TTAATPOPA.

Mivakag 8 - Monetary

Maonetary Distribution
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AvtioToixa, n yetaBAnTi Monetary Tapouciadel €vTovn CUYKEVTPWAN O€ XAUNAEG TIMEG,
ME Aiyoug TTeAGTEG va gp@avifouv 101aiTepa uwnArp ouvoAikry datravn. To edpnua autd
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UTTOONAWVEl OTI N OUVEICPOPA OTA OUVOAIKG €000a OEv KATAVEUETAI OMOIOMOP®A, OAAG
OUYKEVTPWVETAI O€ €va PIKPO TTOOOOTO TTEAATWY UWPNARG agiag.

Mivakag 9 - Boxplots Twv peraBAnTwv Recency, Frequency kai Monetary

Recency Boxplot Frequency Boxplot Maonetary Boxplot
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H tmepaitépw avaAuon péow boxplots emBefaiwvel Ta Tapamadvw eupruata. OTTwg
Trapoucidletal otny Mivakag 9 - Boxplots Twv petaBAntwy Recency, Frequency kai Monetary,
Kal oI TPEIG HETABANTEG ep@avifouv aonuavTIKr dlaoTTopd Kal TTapoudia akpaiwy TiHwy (outliers).

Mo ouykekpiyéva, atov Trivaka yia Tn petaBAnTt) Recency evtotmifovral TTEAGTEG UE
I010ITEPA UWNAEG TIUEG, O OTTOIOI £XOUV PEYAAO XPOVIKO SIACTNUA va TTPAyUATOTIOIGOUV
OaTT@vn Kal evOEXONEVWG va BpicKovTal € KivOUVOo aTToXwpenaong. ZToV TTivaka yia Tn JETABANTA
Frequency TrapaTtnpouvTal TTEAATEG PE eEQIPETIKA UPNAS apIBPO TTapayyeAIWY, TTOU JTTopoUV va
XOPAKTNPIOTOUV WG TIOTOI TTEAATEG PE UWNAR ayopaoTikh dpaoTtnpeidtnTa. AvTioToixda, oTov
mivaka yia Tnv JetaBAntr Monetary epgavifovral TeAATeG Pe €CAIPETIKA UYWPNAEG OATTAVEG, Ol
OTTOi0I CUVEICPEPOUV DUCAVAAOYQ PEYAAO HEPOG TWV CUVOANIKWY E00BWV.

2T0 OUVOAO Tng, n avdAuon RFM avadeikvuel EévTovn aviooKaTavouA TTOU UTTAPXEI OTNV
TTeAQTEIOKN BACON TNG TTAATPOPUAG, OTTOU TO PEYAAUTEPO PEPOG TWV TTEAATWV XOPAKTNPIZETAI
atmd XapnAn dpacTneidtnTa Kal OATTdvrn, evw £va PIKPO TTO000TO TTEAATWYV UWNANG agiag
Qaivetal va TTaidel KaBoploTIKG poAo oTn elopon) ecbdwyv. Ta atmroteAéopaTa TG avadAuong
OUPB4&ANoUV OTNV TTEPAITEPW KATAYOPIOTTOINON TWV TTEAATWYV KAl TNV AVATITUEN OTOXEUMEVWV
OTPATNYIKWY HAPKETIVYK

3.2.4 Customer categorization analysis

H karnyopiotroinon Twv TTEAATWV TTPAYMOTOTTOINONKE PE Th Xprion TnG peBodou K-Means
clustering, pye okomd Tov dIAXWPICHS TWV TTEAATWV OE OUOIOYEVEIGC OuAdeG pe TTapduola
ayopaoTikr] dpacTnpidétnta. H avaluon Baciotnke oTig peTafAnTég Recency, Frequency kai
Monetary, 1m0 TTpoékuwav atod T diadikacia RFM

ApxIKd, €papudoTnKe KavovikoTtroinon (standardization) twv dedopévwy, WOTe va
eCaAeIpBoUV dIaPopEG KAIPaKag HeTagU Twv PeTaBAnTwy Kal va diac@aliaTei N opBn Asitoupyia
TOU aAyopiBuou. 2Tn ouvéxeia, xpnoipgotmointnke n péBodog Elbow yia tov mpocdiopigud Tou
KatédAAnAou apiBuou clusters.

Otmwg TTapoucidletal otov lMivakag 10 - Elbow Method yia tov mTpocdiopioud Tou
apiBuou clusters, n Ty TNG adpdvelag (inertia) peiwverar onUAvTikd Eéwg 1o onueio k=4, evw
META TO k=5 n peiwon yivetal 1o odaAA. To onueio KAPTTAG evroTTiCeTal HETAEU TWV TIUWYV k=4
Kal k=5, kal yia Tov AGyo autd €mmIAEXONKe n TINA k=5, n oTToia TTITPETTEI £vav TTIO AETTTOUEPH KAl
ouCIaoTIKO SIOXWPICHO TWV TTEAATWV.
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Mivakag 10 - Elbow Method yia Tov mpoadiopioué Tou apiBuou clusters

Elbow Method
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‘ETreita ammd TV papuoyn Tou aAyopiBuou K-Means, €yive KATavour Twv TTEAATWY O€
TTEVTE DIOKPITEG OUAdEG (segments), ol OTToiEg XapaKTNEIoTNKav Je BAon TIG HECEG TIMEG TWV
petaBAnTwyv Recency, Frequency kal Monetary.

O1 reAdTEG KATAVEUAONKAY avd segment 6TTwg TTapouaialetal oTov lNivaka 11, 61T0U
TTapaTNEEITal 0TI N TTAEIOVOTATA TWV TTEAATWY EVTACOETAI OTIS KATNYOPIEG XAMNAAS Kal PNETPIAG
agiag, evw éva TTOAU PIKpS TTOO0O0TO PPICKETAI OTNV KaTnyopia uwnAig agiag.
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Mivakag 11- Karavopn meAarwyv ava segment
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H ommikoTtroinon Twv clusters oupgwva pe Tig petaBAntég Frequency kair Monetary
TTapouaoiagetal atov Mivaka 12. OTwg diakpivetal ol TTeEAGTEG UPNAAG agiag (VIP) diaxwpidovTal
EMOAVWG aT1TO TOUG UTTOAOITTOUG, KABWG TTapouaiadouv anUavTIKG uwnAOTEPEG TINEG TOOO OTN
ouxvoTnTa 600 Kal TN GUVOAIKK daTTdvn.
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Mivakag 12 - Omrmikotroinon Twv segments (Frequency vs Monetary)
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EmirAéov, n oxéon petagu Recency kai Monetary atreikovi¢etal atov lNivakag 13, 61Tou
OlakpiveTal OTI oI TTEAATEG UWNAAG agiag xapaktnpifovral ammd xaunAég TiINEG Recency
(TTpdo@aTn dpacTnPEIOTNTA) KAl UWNAr daTTdvn, EVW O AVEVEPYOI TTEAATEG EU@aviCouv UPNAEG

TINEG Recency kal XapnAr) cuvoAiki aia ouvaAAaywv.

MNivakag 13 - Omrmikotroinon Twv segments (Recency vs Monetary)
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Custamer Segments (Recency vs Monetary)
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Me Bdon 1o xapaktnpioTikd Twv clusters, Tpoékuywav ol akOAOUBEG KaTnyopieg
TTEAQTWV:

. VIP Customers: O1 meAdTeG auTtoi TTapouaialouv TTOAU uynAni
ouxXvoTNTa Qyopwv Kal UWnAAl OUVOAIKr] BaTTAvn, &V €XOUV TIPAYUATOTTOINCEI
TPOoPATEG OUVOAAQYEG. ATTOTEAOUV Tnv TTO TTOAUTIUN KATnyopia TTEAATWV Kal
OUMBAANoUV onuavTikK& oTa oUVOAIKA £€000da TNG TTAATQOPUAG.

. Loyal Customers: lNpokeital yia TTeEAATEG pE OTOBEPH AYyOPACTIKA
CUMTTEPIPOPA, OXETIKA UWNAR ouxvoTnNTa Ayopwv Kal UETPIa €wg uywnAn datrdvn.
Alatnpouv evepyn oxéon ME TNV TTAQTQOPPA Kal atmmoteAoUv onuavTikr oudda yia
oTPATNYIKEG BIOTAPNONG.

o Casual Customers: O1 TTeEAdTEG QUTOI TTPAYPATOTTOIOUV TTEPIOPICUEVO
apIBud ayopwv Kal eueavifouv xapnAry cuvoAikr datrdvn. AvTITTpPOoOWTTEUOUV PEYAAO
TT0000TO TNG TTEAATEIOKAG BAONG, AAAG UE XAPNAR OUVEIOPOPA OTA £€0000.

. At Risk Customers: O1 TTeAGTEG QUTOI EP@AVICOUV PEIWPEVN TTPOCOATN
opaotnEidTnTa (UYPNAGTEPN Recency) kal XaunAr] ouxvotnTa ayopwy, YEYOVOG TTOU
utrodnAwvel molav atroudkpuvon ammd TNV TTAATEOPUA. ATTAITOUV OTOXEUMEVEG
EVEPYEIEG ETTAVAOPACTNPIOTTOINCONG.

. Inactive Customers: lMpokemal yia TTeAATEG PE TTOAU UWNAEG TIPEG
Recency kai TToAU xaunAr dpacTtnpidTnTa, Ol OTToi0I £X0UV OUCIOCTIKA OTOUATACEI va
XPNoIPoTToIouV Thv TTAATEOpUa. H eTavatTpoaéyyior] Toug atroTeAei TTpdkAnGon yia Tnv
gTmXeipnon.

H avéAuon Twv segments Tovilen Tnv £viovn aviooKATavour Tng TreAatelokAg Baong,
61Tou éva PIKpO TTooooTo TreAaTwv uWPnAnG agiag (VIP) ouvelopépel Suocavdioya peydAo pépog
Twv €000wv. AvTIOETa, TO PEYOAUTEPO PEPOG TWV TTEAATWYV QVAKEI O KOTNYOPieg XaunAAng
OpaoTnEIGTATAG Kal dATTavng.
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Ta eupfuara autd utreptoviCouv Tnv avdykn yia avamTtuén S1a@opoTToiNUEVWY
OTPATNYIKWVY MAPKETIVYK, OTTwG givalr n emPBpdfeuon Twv VIP teAatwv, n evioxuon tng
agoaciwaong Twv loyal customers kai n eTavadpaoTtnpioTToinon Twv at risk kai inactive reAatwy

3.3 MAKET BASKET ANALYSIS

H avaAuon kaAaBiol ayopwv (Market Basket Analysis) €ival pia anuavTikn TEXVIKA OTOV TOPEA
NG €EO6pUENG Oedopévwy, TToU PonBd oTov eVTOTTIONO OXECEWV METAEU TTPOIOVTWY TTOU
ayopddlovtal padi. Méow autig TG MEBOGBOU KATavOOUUE KOAUTEPO TN CUMTTEPIPOPA TWV
TTEAQTWV KOl ITTOPOUNE VA TTAPOUE TTI0 CWOTEG ATTOPACEIS Baaiopéveg o€ dedopéva.

H Baoiki apxn €ival n avdAuon Twv ICTOPIKWY GUVOAAQywyv, 6TToU KABe cuvaAlayn
avaTtrapioTaral wg éva oUvoAo kKaAaBiol. Méow Tng eTTeCepyaciag Twv ICTOPIKWY OEOOUEVWV
g¢ayovTal kavoveg ouoxETiong (association rules), o1 oTroiol ek@pPAfouv OXECEIG TNG HOPPNG: X
— Y, OTTIoU n Trapoucia evog OUVOAOU TTPOIOVTWV X ouveTtdyetal augnuévn mmoavotTnTa
EM@Aviong evog GAAou cuvoAou TTpoidvTwy Y. (Agrawal & Srikant, 1994)

3.3.1 AAyopi1Bpog Apriori

O aAyopiBuog Apriori gival pia atrd TIG o KAAGIKEG TTPOCEYYIOEIS €§0pUENG TUXVWV OUVOAWV
oToixeiwv (frequent itemsets). Baoietal otnv 1016TNTa TNG KABOBIKAG povoToviag (downward
closure property), cUJ@wva Pe TNV oTroia €dv £€va GUVOAO TTPOIOVTWY gival guxvo, TOTE OAa Ta
UTTOOUVOAd Tou gival eTtiong ouxvé (Agrawal & Srikant, 1994).

H Aeitoupyia Tou aAyopiBuou eival eTTavaAnTITikA Kal TTepIAaUBAvel:

. Tn dnuioupyia uTrown@iwv cuvoAwyv (candidate itemsets)
. Tov utroAoyioud Tou deikTn support
. Tnv améppiyn TWV PN CUXVWV CUVOAWY

Mapd Tn cagiveia Kal TNV EPUNVEUCINOTNTA TOU, 0 aAyOpIBuOg Apriori XpeIAZeTal APKETH
uTTOAOYIOTIKA dUvVaun, KaBwWS atralTei TTOANATTAEG COAPWOEIG TOU CUVOAOU BeBOPEVWV Kal
dnuioupyei yeydAo aplBud utrown@iwv cuvduacUWY Kal £T01 TTEPIOPICETAI N ATTOBOTIKOTNTA TOU
o€ JeydAa oUvoAa OedOUEVWV.

3.3.2 AAyopi1Opog FP-Growth

O aAyo6piBuog FP-Growth atroteAei évav atmmoteAeopaTtikd TPOTTO I TOV EVTOTTIONS TwV TTIO
OUXVWV oUVOAwV oTolxeiwv o€ éva oUvoAo dedopévwy. Autdg o alydpiBuog sival pia ¢EMIEN
Tou aAyopiBuou Apriori, avTiueTWTTiI(ovTag TIG aduvauieg Tou Apriori Kal TTPOCEEPOVTAG Mid
QTTOTEAEOUATIKOTEPN AUCN YIa TOV EVTOTTIONG GUXVWYV OUVOAWYV. O aAyopiBuog autog Eekiva
oupTeéfovTag Tn Bdacn dedopévwy €106d00uU, avamTiooovTag £Tal JIa TTapoudia evog auxvou
OévTpou MOoTIBOU. 2T OUVEXEIA, N CUMTTIEGPEVN BAon dedopévwy DIAIPEITAI OE PEPIKEG UTTO
6poug Baaeig dedopivwy, OTToU KABe Bdan dedouévv avTITTPOCWTTEUEl £va PHOVadIKO GuyVvo
poTiBo. TéAog, TrpayuaToTrolciTal e€6puén KABe BAaong dedopévwy EexwpioTd. Q¢ €k TOUTOU, TO
KOOTOG avalATnong gival GNUAvTIKA JEIWPEVO, TIPOOPEPOVTAS KOAR eKAeKTIKOTATA. Ta BAuaTa
ToU aAyopiBuou FP-Growth eival Ta €€AG:

1. Anuioupyia FP-Tree: AiaBdaloupe 10 0Oedopéva kal xrioupye 10 FP-Tree. Kdabe
QVTIKEIMEVO TTPOCTIOETAI OTO JEVIPO MPE BACN Tn ouxvotTnTtd Tou oTa dedouéva. Ta
avTIKEigeva TagivopouvTal BAoel TNG OUXVOTNTAG EUPAVIOTS TOUG.

2. Karaokeuy Conditional FP-Tree: Anuioupyouue éva Conditional FP-Tree yia kd&Be
ouvduaoud atoixeiwv. AQaipoUue Ta AlyOTEPO ouxva oToixeia atrd 1o dedopéva Kal
emavaAlauBavoupue tn diadikacia yia kaBe véo Conditional FP-Tree.
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3. AvadpopikA epappuoyr Tou ahyopibuou ota Conditional FP-Trees: ETravalappdavoupue
TN dladikacia kartaokeuAg FP-Tree kai Conditional FP-Tree yia kdBe véo olvoAlo
oedouévwy. ETTavaAauBavoupe autd 1o BAPO PEXPI va NV UTTAPXOUV TTAEOV GToIXEIa
yla e€€Taon.

4. E&aywyn ouxvwv cuvoAwv aToixeiwv: E¢dyoupe Ta ouxvda olvola oToixEiwv atmmd 1o
FP Tree, AauBdvovtag uméyn ta Conditional FP-Trees tmou £xouv dnuioupynBei. Kabe
oUVOAO OToIXEIWV TTOU EEAYETAI OTTOTEAEI £va ouXvO aUVOAO.

3.3.3 AAyopi18pog Eclat

O1 ahyo6piBuol Apriori kai FP-Growth atroteAoUv Trapadeiypata peBddwy Kavovwy ouoxXETIong
TTOU XPNOIYOTTOIOUV OpPICOVTIEG HOPPEG dedopévwy. Mia péBodog kKavovwy cuoxETIong TTou
aglotrolei pia K&GBeTn popen dedopévwy eival N ECLAT, 3 aAAILOG 0 HETAOXNUATIOWOG KAGONG
Icoduvapiag. O KUPIOG OKOTTOG TOU AAYOPiBUOU YETAOXNUATIONOU KAGONG Icoduvapiag eival va
eVTOTTICEl GUXVA OTOIXEIa o€ £va oUVOAO oUVAAAQYWV Kal AEITOUPYE ATTOKAEIOTIKA O€ Wia Baon
oedopévwy KaBetng diatagng. O aAyopiBuog ECLAT capwvel 1n Bdon dedouévwy pévo uia
Qopd yia va Bpel To ouxvo oUVOAO aToIXEiwv, ae avTiBean Pe Tov aAydpiBuo Apriori, 0 0TT0i0G
XPEIAZETAI TTEPIOCTOTEPO XPOVO YIO VO EVTOTTIOEI CUXVA OUVOAQ OTOIXEiWV, KABWS atraiTeital n
emmaveiAnuuévn odpwon NG faong dedopévwy, pia d1adikaaia TTou aTTaITE TTEPIOCCOTEPO XPOVO.
O aAyopiBuog ECLAT evtoTriCel aToixeia amd KATw TPOG Ta TTAVW, GKOAOUBWVTAG HIa TTPWTN
avalAtnon katd Ba6og. Autdg 0 aAyopIBuOg uTToAoyiCel HOVO TNV TIP UTTOOTAPIENG, EVW N TIUA
EUTTIOTOOUVNG Bev uTToAOYideTal 0€ QUTOV TOV aAyopiBuo. Ta BripaTta Tou aAyopibuou ECLAT
gival Ta €¢NG:

1. Anpioupyia looduvapwv KAdoewv (Equivalence Classes): Apxikd, 1o Oedopéva
ouvaoAAaywyv opadoTroloUvTal o€ 1000Uvapes KAGoeig pe BAon Ta oToIXEia TTOU
TepIEXouv. KaBe aToixeio atmoTteAei Tnv IcodUvaun KAGon Tou eautou Tou.

2. EUpeon Zuxvwyv ZuvoAwv ZToixeiwv evidg Twv KAdoewyv: ZTn cuvéxela, avalnToupue
ouxva ouvoAa oToixeiwv péoa oe KABe 1I000Uvaun KAAon, dnAadr TIC CUVOUACEVEG
ouxvOoTNTEG TWV OTOIXEIWV O€ KABE KAAON.

3. 2Zuvévwaon Zuxvwv ZuvoAwv ZToixeiwv: TEAog, auvdudloupe Ta Ouyxvd GUVOAQ
OTOIXEIWV TTOU €XOUV EVTOTTIOTEI 0€ KABE 1000Uvaun KAAON yia va dNUIOUPYiGOUUE TA
ouxvé oUvoAa OTOIXEIWV YIa OAOKANPO TO OUVOAO TWV BESOUEVWV.

3.3.4 MeOGodoAoyia

MNa mv efaywyh Twv OUXVWV CUVOAWY QVTIKEINEVWY XPNOIPOTTOINBNKE O aAyopiBuog FP-
Growth (Frequent Pattern Growth), o otroiog atroTteAei pia ammodoTiKA TTPooEyyion o€ GUYKPIoH
ME TTapadoaiakég HEBGdOUG OTTWG o Apriori.

O FP-Growth BagiCetal oTn dnpioupyia piag doung dsdouévwy, yvwaoThg wg FP-Tree,
n ofroia €MMTPETTEI T CUPTTIEON TWV OUVOANAYWV KOl TNV OTTO00TIKA aTToBAKEUOn Twv
eTTavaAauBavopevwy TTPOTUTTWYV. X€ avtiBeon pe AAAeg peBGdouG, dev atralTeiTal n dnuioupyia
UTTOWAPIWY OUVOAWY, YEYOVOG TTOU PEIWVEI GNUAVTIKA TOV UTTOAOYIOTIKO @OPTO.

H diadikacia repiAapBavel duo Baaikéd otddia:
e Kataokeur) Tou FP-Tree atd 1a 6edouéva Twv CUVAAAQYWV
e AvadpopikA €€6pUEN TWV CUXVWYV CUVOAWY PECW TNG avAAuang Tou dEVTPOU

MeTtd Tnv €€aywyn Twv Cuxvwv GuvoAwv, dnuioupyndnkav Kavoveg GUOXETIONG, Ol
otroiol aglohoynOnkav pe Baon Tpeig Bacikoug OEiKTEG:

e Support: 1TO000TO €u@AvIONG €vOg cuvduaouol TPOIGVTWY OTO OUVOAO TWwV
ouvaAlaywv

e Confidence: mBavoTNTa Ayopds evag TTPoidvTog dedopuévng TNG ayopdg evog dAAou
o Lift: yéTpo 10¥00G TNG CUOXETIONG PETAEU TTPOIOVTWYV
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3.3.5 AnoteAéopara Avaduong

21NV TTapouaa evaTnTa TTapouaidlovTal Ta armoTeAéopaTa TG avaAuong KaAaBiou ayopwy yia
0Uo katnyopieg reAatwyv: Toug Casual kai Toug Loyal. O1 kavoveg ouoxETIoONG TTOU TTPOEKUYWAV
agiohoynbnkav PBdaoer Twv OeikTwv support, confidence kai lift, kai €mAExOnkav ol
ONMAVTIKOTEPOI £€ AUTWV.

MNivakag 14 - AroteAéopara MBA MeAatwyv Casual

RULE Support Confidence Lift
Tpodn yla yateg poug Gourmet Gold pe Wapla
Qkeavol (85gr) - Tpodn yLa yATEC LoUg
Gourmet Gold pe Bobdwo (85gr) 0,002 0,487 144,478

Tpodn yla yateg poug Gourmet Gold pe Bodwvo
(85gr) - Tpodn yla yateg poug Gourmet Gold pe
Wapla Qkeavou (85gr) 0,002 0,469 144,478

Tpodn yla yateg poug Gourmet Gold pe Bodwvo
(85gr) - Tpodn yla yateg poug Gourmet Gold Me
KotomouAo (85gr) 0,001 0,363 135,484

Tpodn yla yateg poug Gourmet Gold Me
KotomouAo (85gr) - Tpodn yLa yateg pHoug
Gourmet Gold pe Bodwo (85gr) 0,001 0,457 135,484

Tpodn yia yateg poug Gourmet Gold Me
KotomouAo (85gr) = Tpodn yLa yateg pHoug
Gourmet Gold pe Wapla Qkeavou (85gr) 0,001 0,402 123,774

Tpodn yia yateg poug Gourmet Gold pe Wapla
Qkeavou (85gr) = Tpodn yLa YATEG Loug

Gourmet Gold Me Kotomoulo (85gr) 0,001 0,331 123,774
MnAitng Somersby apple ¢iain (330ml) >

MnAitng Somersby mango lime ¢Lain (330ml) 0,004 0,731 101,503
MnAitng Somersby mango lime ¢LaAn (330ml) >

MnAitng Somersby apple ¢pLain (330ml) 0,004 0,573 101,503

Oriental Express Noodles Pot MooyapdkL &
Mavpo Mutépt (85gr) = Oriental Express Noodles
Pot KotomouAo & Mpaowvo Kpeppudi (85gr) 0,001 0,397 99,22

Oriental Express Noodles Pot KotomouAo &
Mpaowo Kpeppvdt (85gr) = Oriental Express

Noodles Pot Mooyopdkt & Maupo Mutépt (85gr) 0,001 0,295 99,22
MnAitng Somersby watermelon ¢LaAn (330ml) >
MnAitng Somersby mango lime ¢Lain (330ml) 0,004 0,713 98,924
MnAitng Somersby mango lime ¢LéAn (330ml) >
MnAitng Somersby watermelon ¢iaAn (330ml) 0,004 0,588 98,924

MnAitng Somersby watermelon ¢aAn (330ml),
MnAitng Somersby apple ¢piaAn (330ml) >

MnAitng Somersby mango lime ¢pLain (330ml) 0,002 0,709 98,457

MnAitng Strongbow Gold Apple (330ml) >

MnAitng Strongbow Red Berries (330ml) 0,001 0,436 94,121

MnAitng Strongbow Red Berries (330ml) >

MnAitng Strongbow Gold Apple (330ml) 0,001 0,295 94,121
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RULE Support Confidence Lift
Toal FuzeTea Agpdve & Aouila (500ml) = Todl
FuzeTea Peach & Hibiscus (500ml) 0,001 0,45 86,828
Toal FuzeTea Peach & Hibiscus (500ml) = Toat
FuzeTea Aepovt & Aovila (500ml) 0,001 0,22 86,828

MNaywto B&J Chocolate Fudge Brownie (100ml),
MNaywto B&J Cookie Dough (100ml) > Naywto
EuAGKL B&J Peacepop (80ml) 0,001 0,316 77,427

Oriental Express Noodles 3° Wntég MNapideg (87gr)
- Oriental Express Noodles 3° Aaxavika Oriental
(87gr) 0,001 0,324 74,187

AvdAuon Kavovwy — Casual MeAdreg
Kavévag 1: Gourmet Gold (Wapia — Bodivo)
Support = 0.002, Confidence = 48.7%, Lift = 144.478

O ouykekpipévog Kavovag TTapouciddel eEaIpeTIKG uwnAr TiuA lift, yeyovog mou
UTTOONAWVEI IOXUPI CUOXETION METAEU Twv U0 TTPoidvTwy. H mBavétnTta cuvOuaoTIKAG
ayopdg €ival onUAvTIKA HEYOAUTEPN aTTd TNV TuXaia, YEYOovOg TTOU BEiXVEl OTI O KATAVOAWTEG
TTPOTIMOUV va ayopdlouv SIa@opeTIKES YEUOEIG TG idlag oelpdg TTpoidvTwy. H cuutrepipopd
QUTA CUVOEETAI JE TNV AVAYKN YIA TTOIKIAIQL.

Kavovag 2: Somersby apple — mango lime
Support = 0.004, Confidence = 73.1%, Lift = 101.503

O kavovag autdg epgavier 1diaitepa uwnAd confidence, uttodnAwvovTag 6Tl dTaV
ayopddeTal n yeuon apple, utrapxel peyaAn méavotnTa ayopdg Kai Tng mango lime. To uynAd
lift emBePaiwvel OTI N ox€on AUTH €ival I0XUPN Kal JN Tuxaia. H cuptrepipopd auth
uTTodEIKVUEI TAoN YIa KaTtavaAwaon TTOAATTAWY yeUOEwV, TBAvOV 0TO TTAQICIO KOIVWVIKAG
KatavaAwong.

Kavévag 3: Noodles (Mooyxdplt — KotétrouAo
Support = 0.001, Confidence = 39.7%, Lift = 99.220

Mapartnpeital onuUavTikA UCXETION PETAEU BIOPOPETIKWV YEUCEWV TOU idIOU TTPOIGVTOG.
Mapd 10 xaunAd support, To upnAo lift deixvel 61 N Tautdxpovn ayopd gival TTOAU TTIo TBavh
a1rd TO AVOUEVOUEVO. AUTO UTTOONAWVEI OTI Ol KOTAVOAWTEG ETTIAEYOUV EVOAAOKTIKEG ETTIAOYEG
TOU iBIOU TTPOIOVTOG.

Nivakag 15 - AroteAéopara MBA MeAatwyv Loyal

RULE Support = Confidence Lift
Tpodn yla yateg poug Gourmet Gold pe Wapla
Qkeavou (85gr) = Tpodn yla YATES Uoug
Gourmet Gold pe Bodwo (85gr) 0,004 0,597 86,838
Tpodn yila yateg poug Gourmet Gold pe Bodwvd
(85gr) = Tpodn yLa yateg poug Gourmet Gold
pe Wapla Qkeavou (85gr) 0,004 0,561 86,838

31
Tunpatotroinon MeAatwv kai AvaAuon KaAaBiol Ayopwv oe MepiBdAlov HAekTpovikou EpTtropiou



MeTaTrTuxiakn AloTpiBn

RULE
Tpodn yla yateg poug Gourmet Gold Me
KotomouAo (85gr) > Tpodn yLa yATEC LoUg
Gourmet Gold pe Bobdwo (85gr)

Avtwviog Mwpaitng

_ Support

0,002

Confidence

0,503

Lift

73,202

Tpodn yla yateg poug Gourmet Gold pe Bodwvo
(85gr) - Tpodn yla yarteg poug Gourmet Gold
Me Kotomoulo (85gr)

0,002

0,36

73,202

Tpodn yia yateg poug Gourmet Gold Me
Kotomoulo (85gr) - Tpodn yla yATEG pHoug
Gourmet Gold pe Wapla Qkeavou (85gr)

0,002

0,464

71,863

Tpodn yla yateg poug Gourmet Gold pe Wapla
Qkeavou (85gr) = Tpodn yLa YATEG Loug
Gourmet Gold Me Kotomoulo (85gr)

0,002

0,353

71,863

Schweppes Pink Grapefruit (330ml), Schweppes
MoptokdAL pe yevon AvBog MNMoptokaAlov
(330ml) = Schweppes AgudvL e yeuon
Mepyapovro - IBiokog (330ml)

0,002

0,594

46,789

Maywto mupavlog Corneto Hazelnut (120ml) >
Maywto mupavlog Cornetto Classico (120ml)

0,002

0,459

44,799

Maywto mupavlog Cornetto Classico (120ml) >
Maywto mupavlog Corneto Hazelnut (120ml)

0,002

0,229

44,799

Schweppes Pink Grapefruit (330ml), Schweppes
AepovL pe yevon Nepyapodvro - IBiokog (330ml)
- Schweppes NMopTtokdAL e yeuon AvBog
MoptokaAtou (330ml)

0,002

0,717

44,193

Schweppes Agpdvt pe yebon Mepyapovro -
IBlokog (330ml) = Schweppes NMopToKAAL e
yevuon AvBog MoptokaAtou (330ml)

0,008

0,6

36,983

Schweppes MoptokaAt pe yelon AvBog
MoptokahtoV (330ml) - Schweppes Aepovi pe
yevuon Nepyauodvro - IBiokog (330ml)

0,008

0,469

36,983

Maywto mupavlog Cornetto Chocolate (120ml)
- Maywto nupauvlog Cornetto Classico (120ml)

0,003

0,345

33,634

Maywto mupavlog Cornetto Classico (120ml) >
Maywto mupavlog Cornetto Chocolate (120ml)

0,003

0,285

33,634

Monster Ultra Red (500ml) - Monster Energy
Zero Ultra (500ml)

0,002

0,272

24,151

Monster Energy Zero Ultra (500ml) = Monster
Ultra Red (500ml)

0,002

0,182

24,151

Xaptdakia Rizla Micron (Makéto) > Oktpdkia
Rizla Ultra Slim (Makéto)

0,002

0,168

23,918

Qutpakia Rizla Ultra Slim (Makéto) - Xoptdxio
Rizla Micron (Makéto)

0,002

0,303

23,918

OWtpakia Swan Extra Slim 54’ (Makéto) >
Xaptakia Rizla yaAaQia (Tep)

0,003

0,406

22,879
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RULE Support = Confidence Lift

Xaptakia Rizla yohaQia (Tep) > Oktpdkia
Swan Extra Slim 54’ (Makéto) 0,003 0,179 22,879

Schweppes MoptokdAL pe yevon AvBog
MoptokaAlou (330ml), Schweppes AgpovL e
yevon Nepyauovro - IBiokog (330ml) >
Schweppes Pink Grapefruit (330ml) 0,002 0,321 21,652

Apafikn mita pe yohomouAa & vtop (200gr) >
Apafikr mita pe KOTOMOUAO & CW¢ HouoTAPSag
(200¢gr) 0,002 0,208 18,517

AvdAuon Kavovwy — Loyal MeAdreg
Kavévag 1: Gourmet Gold (Wapia — Bodivo)
Support = 0.004, Confidence = 59.7%, Lift = 86.838

¢ avriBeon e Toug casual TeAATEG, €W TTApATNPEiITAl UPNAOTEPO support Kal
confidence, yeyovog Tou uTToONAWVEI TTI0 GUXVI Kal oTaBepn eTTavaAnyn Tng idlag ayopacoTIKAG
oupTTEPIPOPAG. Av Kal To lift eival xapnASdTEPO, N OXEON TTAPANEVE! IOXUPN.

Kavovag 2: Schweppes (ocuvduaouog TTpoiovTwy)
Support = 0.002, Confidence = 59.4%, Lift = 46.789

O kavoévag autog TrepIAaUBAavel cUVOUQCHUS TTEPICTOTEPWY TOU €VOG TTPOIOGVTWY TTOU
odnyouv o€ ayopd evog Tpitou. H uwnAn Tiun confidence d¢gixvel 61 ol loyal TreAdTeG £xOuv cagn
TTPOTIUNGN O€ OUYKEKPIUEVES NAPKEG Kal TEIVOUV va ayopadouv TTpoidvTa Tng idiag Katnyopiag
OuvOUOOTIKG.

Kavévag 3: Cornetto Hazelnut — Classico
Support = 0.002, Confidence = 45.9%, Lift = 44.799

O OuykekpIgévog KAvOVOG UTTOONAWVEI 1I0XUPH CUCXETION METAEU OIAQOPETIKWV
€KOOXWV TOU idI0U TTPOidvTOG. OI KATAVOAWTEG EU@AvVICOUV TTPOTINNGN OTN HAPKAO KAl ETTIAEyOUV
TTEPIOOOTEPEG ATTO Wia yeUOEIG, yeEyovog TTou UTTOOEIKVUEI uWnAd emTiTredo moToTnTag (brand

loyalty).

To YeVIKO CUUTTEPACHUA TWV EUPNUATWY OVEDEIEE TNUAVTIKEG BIAPOPEG avAPETa OTIG
O0Uo opadeg meAaTtwy. O casual TeAdTEG TTapoucidlouv o uwnAég Tipég lift, kam TTOU
UTTOOEIKVUEI 1I0XUPOUG AANG AlydTepO TAKTIKOUG ouaxeTIopoUG. O1 loyal TTeAdTeG epgavifouv TTIo
uwnAa emireda support kai confidence, kATl TTou Ocixvel yia TTo oTaBepry Kal TTPORAEWIUN
QyopaoTIKA cuutrepipopd. Koivé oToixeio kar Twv OUo oupddwv eival n TpoTiunon o€
OIAQOPETIKEG yeUOEIG Tou idIoU TTPOIGVTOG, N PeydAn Trapoucia brand loyalty kai n Otmmapgn
EUKQIPIWV YIO OTOXEUNEVEG OTPATNYIKES cross-selling kail bundling. Katd ouvéteia, Ta eupruota
NG avAAuCNG UTTOPOUV Va XpNOIPOTToINBoUV yia Tn BEATIWAN TWV TTPOWBNTIKWY EVEPYEIWV KAl
TNV €vViOXuan TNG EUTTOPIKAG ATTOdO0NG.
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KepaAaio 4

4.1 ZYMNEPAZMATA

H TTapoUca PETATITUXIOKN EPYQCia E0TIAOTNKE OTN MEAETN KAl TRV AvAAUCN TNG CUMPTTEPIPOPAG
TWV XPNOTWV HIAG Yn@Iakng mTAaTeopuag online TrapayyeAwy TTPOIOVTWY COUTTER PAPKET,
XPNoIJoTToIWVTaG TEXVIKEG data analysis kai pebddoug machine learning. X1oug Bacikoug
oTOXoUG NG €peuvag TrepIAauBAvovTal n  kKatavénon Twv TPOTUTTWY  KATAVOAWTIKAG
OUMTTEPIPOPAG, N KATAYOPIOTTOINON TwWV TTEAATWYV Kal N €§aywyn XPAOIHWY CUUTTEPATHATWY
TTOU PTTOPOUV va onBricouv oTn aTPATNYIKA AQWN aTTOPACEWV.

21NV apxn, eE€TA0TNKE TO BewpnTiKG UTTORABPO Twv Big Data kal n onuaacia Toug aTIg
OUYXPOVEG ETTIXEIPNUATIKEG dpaoTNPIOTNTEG. H ouvexAg auénon 1600 TnG TTOodTNTAG, OGO Kal
TNG TTOIKINIaG Twv dedopévwy, BNUIOCUPYEI TV ETTITOKTIKI avaykn yia €EENIEN TTponyHEéVWY
TEXVIKWV avdAuong, TTou Ba divouv Tn duvaTdTNTa OTIG ETTIXEIPNOEIS VA HPETATPETTOUV TA
oedopéva ae TTOAUTIUN yvwon. Z€ autd To TTAaiolo, n avaAuon dedopévwy TTEAATWV gival éva
1I010iTEPa onUavTIKG €pyaAgio, kaBwg Bonbd& aTnv KATAvVONON TWV AVAYKWY, TV TTPOTINACEWY
KOl TNG GUUTTEPIPOPAG TWV KATAVOAWTWV.

‘ETreita, £yive pia ekTipnon Tou dataset Tng TAATQOPUAG, TToU TTEpIEAGUBave dedouéva
yIa OUVOAAQYEG, TTPOIOVTA Kal TTEAATEG. AUTO TO KOPMATI TNG HEAETNG QAiVETAI VA Eival ONUAVTIKO,
yiati ¢édwaoe Tn duvatdTnTa YIA O ATTOTEAECUATIKA £TTEEEpyaaia Twv dedopévwy. ‘Eyivav kai
KATTolEG S10dIKATiEG TTPOETOINATIAG, OTTWG O KABAPIGUOG KAl N OTITIKOTTOINGN TWV OEBOUEVWIV.

H epappoyn tng avaAuong RFM (Recency, Frequency, Monetary) ammotéAece 1o KUpIO
gpyaAeio yia TNV Katnyoplotroinan Twv TeAaTwy. Me Tnv ouykekpipévn peBodoAoyia, KaTéaTn
OuvaTég 0 dlIoXWPICPOG TwV TreEAaTwy Pe BAan Tov XpoOvo TnG TeEAeuTaiag Toug ayopdg, Tn
ouxvoeTNTa GUVOAAQYWV KAl T GUVOAIKK] OIKOVOIKH Toug agia. Ta amoteAéopara aveédeifav oTi
n TeAarteiok Paon dev eival opoioyevAG, aAAG BlakpiveTal O€ OUAdEG ME OIOPOPETIKA
XOPAKTNPIOTIKA. XUVOAIKG, EVTOTTIOTNKAV TTEVTE BACIKEG KOTNYOPIEG TTEAQTWV.

Mepairépw avaAuaon pe Tn XpAon alyopiBuwyv opadotroinong (clustering) odriynoe otnv
avayvwpion QUOIKWY OPAdwY TTEAATWV HE KOIVA XapaktnpioTikAd. Or aAyépiBuor autoi
OTTOKAAUYWAV KPUPEG OUOXETIOEIS OTa OedOPEVA, BIEUKOAUVOVTAG TOV EVTOTTIOUO TUNUATWY TNG
ayopdg 1Tou dev Ba ptTopoUcav va avayvwpioTouv Pe TTapadooIakEéS aTaTioTIKEG PeBddoug. H
0I10dIKaCia auTH EViIOXUOE ONUOVTIKG TV KATAVONGN TNG CUPTIEPIPOPAG TWV TTEAATWYV Kal
onuIoupynaoe TG BACEIS yIa TNV QVATITUEN OTOXEUPEVWY OTPATNyIKWY marketing.

Tautoxpova, péow Twv deIKTWV support, confidence kai lift, £yive aglohdynon g
ouxvoeTNTAG Kal TNG I0XUOG TwWV CUVOUACTIKWY ayopwv. Ta gupnuata £5€1§av TTwG opIouéva
TTPOoi6VTa EP@avifovTal CUCTNUATIKG Padi OTIG AyopES TwWV KOTAVOAWTWY, UTTOBEIKVUOVTAG TNV
Utrapén 1I0XUPpWV TIPOTUTTWYV KOTOVOAWTIKAG CUMPTTEPIPOPAS. YWNnAEG Tiuég Tou Oeiktn lift
UTTOONAWVOUV EVTOVN GUOXETION PETAEU TTPOIOVTWYV, YEYOVOGS TTOU UTTOPET va agloTroindei yia Tnv
avdmtuén oTpartnylikwyv cross-selling kai up-selling, evioxuoviag tn ouvoAikh agia k&Be
OuvaAAaynig.

JUVOAIKG, Ta aTroTeAéopaTa TnG €peuvag emPBefaiwvouv 6T N agiotoinon Twv
TTEAQTEIOKWV OEOOUEVWYV ATTOTEAEI KPIOIPO TTApdyovTa ETTITUXIAG VIO TIG GUYXPOVEG ETTIXEIPHOTEIG.
H duvartdétnTta avdAuong TNG CUPTTEPIPOPAS TWV TTEAATWV Kal TTPORAEWNS TWV AVAYKWY TOUG
EMTPETTEI TNV AVATITUEN TTIO ATTOTEAECHATIKWY KAl OTOXEUPEVWY OTPATNYIKWY, 0dNywVTag O€
auénuévn IKAvoTToinan Kal apoagiwaon TwV TTEAATWV.

Me Bdon Ta TTapaTmTdvw euprpaTa, SIOTUTTWVOVTAI OPICUEVES KPIOINEG TTPOTACEIS Yia
TNV agloTroinon Twv ATTOTEAEOUATWY OTO £TTITTEDO TNG €TMIXEipnong. MNa apxn, n BeAtiwon Tng
EUTTEIPIOG XPNOTN OTNV TTAAT@OPUa aTToTeEAE KOBOPIOTIKO TTaPAYovVTa YIG TNV E€vioXuon Tng
IKAVOTTOiNONG Twv TrEAATWV. H ouutrepipopd Twv KATAVOAWTWYV ETTNEEAeTal AuECa aTTo
TTapAyovTeg OTTWG N €UXPENOTIA, N TaxutnTa €EutrnEETNONG Kai n aglomaorTia. H mpoaBrikn
EVOAAOKTIKWYV GTOV TPOTTO TTANPWHAG Kal TTapddoong evOEXOUEVWG va evioxUoel TNV eueAICia
KOl va augnaoel Tn xprion Tng TAAT@Opuag.
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EmmpooBeTa, Ta amoreAéoparta 1ng avédAuong RFM ptropouv va agiotroinbouyv yia Tnv
QvAaTITUEn TTPOCWTTIOTIOINUEVWY  OoTpaTtnyikwyv marketing. O1  emyeipAoelg  pymmopolv  va
OTOXEUOOUV OIOQOPETIKA TUAUATA TTEAQTWV PEOW €CEIDIKEUPEVWV EVEPYEIWY, OTTWG YIA
Tapadelypa TpoypduuaTta empBpaBeuong yia ToToug TTEAATEG 1 €I0IKEG TTPOCPOPEG YIa TNV
gTTavevepyoTroinon  AlyOTEPO  evepywv xpnotwv. Me Tov T1poOTTO QUTO  €mMITUYXAVETAI
QTTOTEAEOUATIKOTEPN KATAVOUN TTOPWY Kal BEATIOTOTTOINCT TWV gvepyelwY marketing.

H a&lotmoinon 1ng AvaAuong KahaBiou Ayopwv (Market Basket Analysis) utropei etriong
va OUPBAAAEl onuavTikG oTnv alénon Twv TTwARoewv. H TTpoOAr cuva@wy TTPoIdVTWY, N
onuioupyia TTOKETWVY TTPOCPOPWV Kal N BEATIOTOTTOINON TNG TTAPOUCIACNG TWV TIPOIGVTWY OTNV
TTAATPOPUA, EVIOXUOUV TIG OUVOUAOTIKEG ayopEg, augdvovtag Tn péan agia TrapayyeAiog Kai
TTPOCPEPOVTAG TTIO EEATOPIKEUPEVEG EUTTEIPIEG OTOUG TTEAATEG.

TéNog, N evowpdTwon PeBOdWY UnXavikng uabnong oTIG ETTIXEIPNOIAKES BIAdIKOTIESG
MTTOPEl va aTTOoQEPEl ONUAVTIKA OQEAN. H avAamTuén povtéAwv TTPORAEWEWY ETITPETTEI TV
EKTIUNON TNG MEANOVTIKNG OUUTTEPIPOPAG Twv TrEAATWYV, Tn PeAtiwon Tng diaxeipiong
amofepudTwy Kal TNV £ykaipn avixveuon mlavwyv Kivouvwy, OTTWG N atroXwpnon TTEAATWV.
IS1aiTepn onuacia TTpéTTel va d0B¢i oTn SIacPAANICT) TWV TTPOCWTTIKWY OESOUEVWV TWV TTEACTWV.
H ouppopewaon e Toug Kavoviououg TTPOOTadiag deSOUEVWV Kal N €QApuoyr] KATAAANAwY
TIPOKTIKWY ao@aAegiag ammoteAolv Bacikég TpoltmoBéoeic 1600 yia Tn dloTApnon TNg
EUTTIOTOOUVNG TWV KATAVOAWTWY, 600 Kal yia TN BIwaIudTnTa TNG £TTIXEIPNONG.

JUUTTEPACUATIKA, N TTapouca HeAETN UTTOdEIKVUEl OTI n ouvOUAOTIKN agloTroinon
TEXVIKWV avaAuong dedopévwy, 0TTws n avéAuon RFM, o aAyépiBuor opadotroinong kai n
AvaAuan KahaBiol Ayopwv, TTPOCQEPEI OUCIACTIKI] YVWON OXETIKA PE TN CUPTIEPIPOPE TWV
meAaTtwyv. H a&lotroinon autig Tng yvwaong odnyei otn dIANOPPWON OTTOTEAECUATIKOTEPWY
oTPATNYIKWY, OTNV adfnon Twv €00dwv Kal oTn BeATiwon TNG OUVOAIKAG EUTTEIPIAS TWV
TTEAATWY, TTPOCBIOOVTAG CNUAVTIKO QVTAYWVIOTIKO TTAEOVEKTNMA OTIG ETTIXEIPNOEIG.
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