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EIZAT'QT'H

H mapovoa Suthepatiki) StatpiPr) ekmoviOnke ota mhaiowa tov Metarrtoxtakob
[Tpoypappatog 2moodmv XpnpatoowKoVOplky AVAlvon yia  2TeAéxn Tov
[Tavemotnpioo Ileipawwg, yeyovog To omolo avtopdateg  Onpdaiver  Ott  To
IIEPLEXOPEVO TG elval arlapaitto va yapaxtnpifetat amo akpifeta otny avagopa
KAl EPHUNVEId ONUAVTIIKOV OP@V KAl Ol HANPOQPOPIEG IIOD AVAPEPOVIAL OTHV
epyaola mpemet va  elvatr  emompovika amodektés. [ta 1o AOoyo avto
xpnowponou)dnke xopiwg ovyxpovy Sevn PipAoypagia kat o pukpotepo Pabpo
eNANVIKY), Onwg emiong Sévn kat eAAnviki) apBpoypagia, Pacilopeveg wg emt To
m\etotov oe dpbpa &ykplrtov emotnpovav. Enuidéov, aviAnon onpavikoo
AN POPOPLAKOD DAKOL éywve amo to Awadiktoo (internet), otnpilopevo oe
apBpoypagia eSeldkevPEVOV IIEPLOOKMV KOPLPAI®V Olefvmv emyelpr|oem@v Iov

dpaotnpronotovvtat ot Awayeipion Ilehatetakov Zxeoemv.

Xy napovoda peletn éxet kataPAnbetl mpoonabeia mpootyylong pe Tov KaALTePO
dvvatod tpomo tov Bepatog g Atayeiplong tav Zxéoewv Ilehatmv oto obyypovo
EIMYELPNPNATIKO KOOPO, divoviag épgaon otV epappoyrn) v ovotpatov CRM
otov TpaneCiko kAado. ITapdAAnAa, yivetat avagopd otV emToynpev) bAOIIoinon
kat epappoyr) oo CRM otov xopogaio diebvy) xpnpatomotaTiko OptAo Trg
Deutsche Bank. Avagopika pe v eAAnVIKI) Opaypatikotta, Iapovotdadetat 1
epappoyr) tov ovotpatog CRM otov tayxdtata avarmtoooOHeVo YPNHATOIOT®TL-

KO opho g Attica Bank, pe oxoro va anodmbet pia oagrg elkova tov TAoemV, ToV
EVKAPIOV, TOV MEPLOPLOP®YV, AAAA KAl T®V OLUIIEPACRATOV IOV IPOKLITOLY dAIIO
) xpnon epappoyov. CRM otig tpamefeg, al\d Katl yeviKOTePA OTIG OLYXPOVES

EMTLYELPTOLLG.

H paydata petaBolr) tov aviay®vioTikod neptPAAAOvVTog Iov oLVIEAEOTKE KATA
TG Tehevtaieg dvo Oexkaetieg AOy® TNG IMAYKOOHIONOINONG, TG OSLVONG TOL
AVIAy®VIOpoL Kat Tng avartodng tov AladtKToov OnplovPyNoe OTLG EMLYELPLOELG

VEEG aVAYKEG yld OlaPOPOIIOiNOn KAl aveDPED] AVIAY®VIOTIKOD IIAEOVEKTIILATOG.



Ot emyelprjoelg ovviopa OlAmMioT®OAv OTL TO AVIAYDOVIOTIKO MAEOVEKTNHA IIOVL
ompifetat oe TPOIOVIIKA XAPAKINPOTIKA Oev  pmopel  va  eSaopalioet
paxponpobeopa o@éAn KAt EoTpeyav TO eVOLAPEPOV TOLG O E£VA ITOADTIHO

IIEPLOVOLAKO TOVG OTOLYELO, TOVG MEAATEG,

H nelatokevipikr) @ulooco@ia, 1 omoia exet 11 pifeg g oto Mavatfpevt tTov
2xéoewv (Relationship Management), oe oovOvaopo pe TNV IIANPOPOPLAKI)
Texvoloyia odrjynoav otnv avarrtodn tg evvolag «Ataxeiplon Zxeéoewv ITehatov»
(Customer Relationship Management -CRM). Zkono g mapovoag dtatpiPrig
artotelet n PipAoypa@ixr) eGétaon tng Atayeiplong tov Zyeoemy pe tovg [eldrteg wg
pua véa pebodoloyia mov nmpooPAéretl oty EMONPAVOL KAt THV. HIPOCEAKDON TRV
neAatov péoa amno T Stadikaoia avdamntodng d1armpooRIKeV oxéoemv (emyeipnon
- meAatng). Emurhéov np peBodoroyia tov CRM arookoriet otnv Katd téTtoto 1poro
rehatelakn Olaxeiplon £tol @ote va odnyet otn Oathpnon Tg KAVOIIoinong Tov

IEAT KAl OtV avdnon g KAatavaA@TiKIg MoToTNTag.

[TapaMnAa tovifetat 11 OorovdAlOTNTA E0TLAONG THG OVYKEKPIPEVIG PEAETNG OTOV
TpaneCiko Topéd, H10TL ONMG EKTIHOLV Kdl Ot £d1kol Tov KAAOOoL, &metta amod T
PPEVI|PN] AVAIITLSN TOV TEAELTAI®V £TOV KAl Kabng ta nepldmpla yia mepattép®
AVAKAaPYI OTeVELOLY, TO MEGI0 AVIAYM®VIOHOD HETASH TV Tpare(®V HeTapépetal
m\éov oe dA\o emimedo to omoto dev eivatl dANo amo TV Kavoroinor moo 1 Kdabe
pla mpoo@épel otovg mehateg tng. Ot tpdmeleg otnpifoov peydlo pépog ng
avarrtodg Tovg Oty  MOWOTNTA VLINPEOI®V TIOD IIPOOPEPOLY HE OTOXO TNV
wavormoinon kat Owampnor mnedatov. Ilpokeipévov Opmg va KAta@eépovv va
@TAooLV 0t LDYNAA  emineda 1KAvVOIIoiNong KAt MOTOTNTAG, €XouV dpyiloet va
epappolovv cootpata dlaxelplong NEAATEIAKOV OXEOEDV EXOVTIAG MG OTOXO THV

EVOLVAP®OT TOV OXE0EMV TOVG PE TNV MEAATELAKT| BAOT) TOVG.

AxoAovOel ovVOITTIKI) IIAPOVLOLACT) EKAOTOL KEPANAiOL:



To npwto ke@dalato mepthapPavet pia el0ay@yr) OtV £VVOLld TOL MEAATI) KAl OTNV
EAATOKEVIPIKY] Pu\oocoPia, efetdlovtag mapdAnAa T ormooudatdotnta Kdt v
Avaykaomta Tg IAPOoXHS OmOTHG &SLINPETNONG KAl OLOXETI(oVTAg ThV
eommnpetnon pe v kepdogopta g emyeipnong. Emumpoobétag yiverat avagopd

OTOLG IAPIYOVTEG IOL OVOXEPALVOLV TNV KAL) eSOINPETNOL TOL HEAATH).

To Oeodtepo ke@Aalalo avagépetat ot €vvoleg TG IKAVOIOINONG Kat  Ing
agooiwong tov mehatn (customer loyalty) ot omoteg arotehovv To PAcKO OTOXO
tov ovotpdatov CRM. Ilapovowalovtat ot AOyol yia TOUG OHoitovg IMOAAEG
OOYXPOVeG emyelpr)oelg dev emdelkvoovy evaiobnoia oe oxeon pe Tov MeAdT) He
AIIOTEAEOPA ALTOl VA AMIOPAKPOVOVIAL KAl TEAOG avA@ePOVIAL KATIOIEG YEVIKEG

apyég oo Ha mpéret va tnpovvIdal ®OTE VA EMTOYXAVETAL 1] APOOL®OL) TOL HEAATH).

210 Tpito KeEQPAaAawo avalvetat 1 ewpntiki) Paocn tov CRM. Atepevvdrat 1) e§eAdn
aro 1o «aapadootako MdApketivyk» 0to MApKeTvyK TV Zyéoemv, opilovtat ot
évvoleg Tov apovtikoL kat embetikov Marketing, avaldetat n grthoco@ia Tov xat
apoLolafovTal Ta PEOA EKEVA HOD KPIVOVTAl AIIAPditTa yld Vd KATAOoT 0oLV

dvvatr) Vv emKowvOvia pe Tovg ImeAATeS.

To téraptro xepalawo meplapPavet pia ewoaywyn omyv évvowa tov CRM, pe
MEPLYPAPL] TOV TPLOV dACTACE®V TOV, WOTE va dobel MAT)P1G KAl OPALPIKI) EIKOVA
TOL OPOV. 2T OLVEXEWD, AVAADETAL 1 emiyelpnolaxy) @uloocopia too CRM omov
ylvetat avagopd otov IpooavatoAlopo tng ayopds, akoAovbel n mapovoiaon tov
CRM wg texvoloyikr) epappoyr) mov PeAtiovel 1) Aettovpyia marketing oty
emyeipnon kat napovotaloviat ot koptotepeg dagopeg tov CRM xat tov
Marketing. Téhog yivetat avagopd otnv évvola TG NAEKTPOVIKIG dlayeiplong tov
oxéoewv medatov (e-CRM) kat ota Yevikd YapdKT)PloTKA evOg TETOL0V

ovotnpatog e-CRM.

270 MEPITO KEPANALO APXLKA MEPTLYPUAPOVTAL Ol OTOXOL TG vAomoinong evog CRM

ODOTILATOG KA 1) ONPacia TOL yld Tig EMLYEPTO0ELG. XT1) OLVEXEL Hapovotadovtal
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TA OLOTATIKA pPEPN evog ovotrpatog CRM, yivetat ) daxplon avapeoa ota tpia
Tprpata too CRM, to avalotiko (analytical), To Aettovpywo (operational) xat to
ovvepyatko (collaborative). ITapovotdletat i texvikn) «eSopoing dedopévav» (data
mining) g epyaleio mov xpnotponoteital ota maiowa tov avalvtkod CRM. Zto
TENOG TOL KEPAAALOV, mapovotalovtatl Ovo peAéteg IepUTTWOE®V (case studies) Tov
etaipeiwv ECDL HELLAS xat ITPAEITEAHX AE. , ot onotieg enw@eAndnkav armo
Vv epappoyr) oo ovotrpatog CRM.

210 €KTO KEQPAANAIO IIapovolddetal 1 KAataotaon 1ov Tpdameikod topéa orjpepd,
LVIIO TO IPIOPA TOV ODVEXOHEV®V HETAPOA®V KAl TOL &VIOVA AVIAY®VIOTIKOD
KAtpatog.  Tvetat avagopd otv évvola TG IMEAATOKEVIPWKNG TPAreldag eveo
HAPAIMNAA KATAOEIKVOETAL 1] AVAYKAIOTNTA KAl Ta 0QEAT] TV Tparel®v amo v
gPappoy1 tov ovotrpatog Owayeiplong nedatwv. Télog, mapartibetatl pla ovvtoun
ava@opd otV EmrTLXNpeVn bAomoinor Kat epappoyt) too CRM otov xopogato

d1edvr) xpnpartomotatikd optho g Deutsche Bank.

To ¢Bdopo xepdalaio mephapPdaver TV IAPOLOIAON TOL XPIHATOIMOTOTIKOV
opilov tng Attica Bank, eetalet ta o@éAn amo v epappoyr} Tov CLOTHHATOG
diayeiplong medatelakwv oxéoewv (CRM) kat avalvel ta aviay®vioTKd
m\eovektpata mov 1o CRM divet omyv Attica Bank. KAeivovtag, yivovtai
oplopéveg potaocelg otV Tpamefa mov otoxo &xoov T PeAtioon g Atayeiptong
Zxéoewv pe tovg IleAdateg g kat tov ovotpatog CRM al\da xat mpotaoelg

IIPOKELPEVOD VA YIVEL ITAT)P®G ITEAATOKEVTPLKT).

210 0y000 Kdl TEAEDTAIO KEPAAALO OLYKEVIPOVOVIAL TA YEVIKA OLPIIEPUORATA

IOV TIPOEKLYAV AIIO TV EKIIOVIOL TNG HAPOLOAG OUADPATIKNG OtatpiPr|s.
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KEDAAAIO 1°
H ENNOIA TOY IIEAATH KAI H ITEAATOKENTPIKH
DPIAOXODIA

1.1 Oplopog g £vvolag Tov meAdty

O oagrng xaboplopog tov OLVONOL TV MEAATOV - PLAG  EMyelpnong  arotelet
Wuaitepa dvokoAn Sradwaoia xabmg amod T pia HAeDPA VIIAPXOLV dAPOPETIKEG
Katnyopieg meEAAT®V (TPEXOVTEG, IIPOYeVEOTEPOL 1 OLVNTIKOL, - €0mTEPIKOL 1)
e§mTEPIKOL ITEAATEG) KAl ATIO TNV AANI OTIG IIEPLO0OTEPEG MEPUITWOELG O EMLYELPT|OELG

dev dratnpoovv Paocetg OedopévaV pe MANPOPOPLES yia TOVG HENTES TOVG.

ZOoppova Aourdv pe Tov KAAOWKO Oplopd o omoilog exel Otartonambel xatd Tto
rapeAOov:

«[Tehateg piag emyeipnong eivatl ta ATopd mov AdpPAvooy Tig ArtoQaoelg ayopdg
TOV OPOIOVI®V 1] TOV LINPeowV nov Owabétel 1) emyeipnon avt).» (Hughes, M.,

(2003) Engel et al., 1978, Mayvrjoaing, 1981)

Zmv tehevtata ékdoory tov. Word Book Encyclopedia Dictionary &ivovtat 6vo

OPLOpOL TOL OPOL IEAATNG:

A) «Ilehatng eivat o avbpwnog mov ayopdlel TAKTIKA amId Huad €Taipela 1)
KATAOTNpa»

B) «ITehdtng etvat eketvog pe Tov 011010 mPEret va Starpaypatevteic»
v npdadn, vadpyel Olay®Popog T®V ImeEAdT®v ot Katnyopies. Emopéveg ya

HApadetypa DIIAPYXOVLV Ot OVVNTIKOL HEATES, Ol E0MTEPLKOL 1) E§MTEPIKOL ITEAATEG, Ol

Ceotol TIEAdTEG, O1 LITOWT)PLOT TIEAATES K.d.
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> Avvnmixoi elateg (potential customers) elvat ta aropa mov £xoov v embopia,
TO KIVI)TPO KAl TOLG AIIAITODHPEVODG OUKOVOHIKODG IIOPODG Y1d TV ayopd TOV
potovtog/ vrnpeoiag.

> Eootepixoi meddreg (internal customers) etvat 1o mpoo®ImKoO Ing emyetpnong. H
EVVOLO TOL E0MTEPLKOL TEAATI) €PYETAL VA TOVIOEL T ONPAOCIA IIOV €XEL 1)
MOOTIKY] ECLIINPETNOL AVAPEOA OTOLG aAvOP®IIOnG, OXL POVO HE OKOIIO TO
kepdog. H mowotikr) eSommpetnon eivatr évag  tporog epyaoiag xat
ovpIIEPLPOPAS, Tov eSao@alilel T O®OTY] eMKOWV®OVIA Kat T dnpovpyla
Arrodo0TIKOV avlp®mvev oxéoemv oto neptParlov epyaotag.!

» Elwrtepikoi melareg (external customers) elval ol ayopaoTteg 1) XProteg TV

TEAIKOV IPOTOVI®V KAl DIINPECI®V TG EMLXELPNONG 1] TOL OPYAVICHOD.

Eva ol\d Paoiko Oépa to omoio Oa mpénet va eivat Sexdabapo yia pia emyeipnor)
artotelet To nowot akpiPwg eivat ot mehateg yia v kdabe emyeipnorn), moteg etvat ot
Podlaypa@ég Imov MPEIeL ALTOl VA EXODLV KAl IIOL OTOYEVEL 1) EMXELPNOT), OTO XDPO
g ayopdg 0oov dagopd otovg meidres. Eivat avtovonto o1t ta mpoilovida 1) ot
vnnpeoieg plag emyeipnong dev arevfovoviat oe oAOKANP1 TV ayopd, €0T® Kat
edv ToANEg amd avtég rpoonabovv va meioovv yia to avtifeto. Avtibeta, n kabe
EILYELPN O OTOYEVEL O EVa THIPA THG AYOPAG HE OOYKEKPIHEVEG AVAYKES, Ol OIIOlEg
propovV va kavornowfovv amo Ta IPOoPEPOPEVA MPOTOVTA 1) LINPECieg NG,
KAAOTePA 0g COYKPLON HE TOV AVIAY®OVIOHO. ZOVEN®MG, Ol IIEAATEG TIOD AVIIKOLV OTO
THNPA TG Aayopdg CLTHG £XOLV KOWA XAPAKTNPEWOTIKA, IIOL MPEHel va
IIPOooO10PLOTOVY, Y1d VA YVOPICEL 1] eTatpia ITotog etvat 0 SuVNTIKOG ITEAATG Yid TV
t0wa. Emiong, o mpoodioptopog avtog ) Pyadet amo myv nayida va oopmepthdaPet
KAIIOWOV MEACTI] IOV AVIKEL O AANO THIPA THG ayopds, YEYOVOG oL Onpiovpyet
otyovpa npoPAnpatd, apov ol avaykeg ToL Oev PIIOPOLV VA IKAVOIIo0ovy pe Tov
KAADTEPO TPOIO dAIo Ta mpolovida 1) Tig vmnpeoieg g H peydln onpaoia oto
0Xed1aopO Kat To DYNAO OIKOVOUIKO emiredo, eivatl Td XapaKTnPloTikd oo owadétet

TO THIPLA THG AYyOPdg oL arnevdoveTdatl ) entyeipnon aoty).

! Peykovkog, IT. 2000, ITototikn) eSonnpétnon nedatmv, Seminars & Consulting, ABrjva, oeX.17-18.
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Enopévag, n emyeipnon Oa mpémer va dwoer évav opiopo oto 01k0 THG mEAATH KAl va
TIEPIY pAweL pe 000 peyaldTepr axpifeia pmopel T1g avaykes kar Ti§ 101aitepeg embopieg Tov,

WOTE va umopel va Tov avayvapiler evkoda kai va Tov eSOTPETEL TO10TIKA.

1.1.1 Tomot neAatov

IToA\ol onpavtikol epevVITEG, EMELTA ATIO PEAETH THG OLUIEPLPOPAS TV TEAATOV/
KATAvVAA@ToV, éxoov kataPdalet xatd to napeAdov mpoomdbeleg wote va tovg
talivoprjoovv oe dlagopeg Katnyopleg, avdaloyd peE TV - KATAVAADTIKI] TOLG

OLHIIEPLPOPCL.

H ta8wvopnorn too R. Stone (1954)2 mpoteivel 1€00ep1g KATHYOPLEG IEAATOV:
1. Tov owovopwko (economic shopper)
2. Tov atopkeopévo (personalizing)
3. Tov nowo (ethical)
4. Tov amabr) (apathetic)

H oxetikr) pelétn tov Stone Paciotnke oty vmobeon OTL LIIAPYEL KATIOL0G TOIIOG
Tporov (w1)g OO0V APOPU THV KATAVAADON IPOTOVI®V KAl LIIPEOIOV, O OIO010g
oyvel oe OAeg TG ayopés. Mia tétola Opwg vmobeon éxet anmoppipbel pe Paon
OLHIIEPUONATA ANV, TIEPLOCOTEPO MPOOPAT®V peetmv. H pelétn tov Stone rjtav
MOAD eCeldkevpevT), eSetale T OUPHEPLPOPU EVOG ODYKEKPIHEVOD KATAVANDTIKOD
kowvoo oto Hv. Baoileto xat guowkd vrmjpye pia eSaptnor) 1oV COPIEPACHAT®OV TNG
armd T ATOMIKEG KAl IMeplotaoctakég Otagopes. Omotadnmote mpoondbeta

YEVIKELONG T@V OLPITEPAOPAT®V dev priopet va kplet wg Baoipn.

Ot Westbrook and  Black (1985) mpotewvav tpelg xatnyopieg Ilehataov/
KATAVAADTOV:

1. Tovg mpooavatoAiopevoog oto npotov (product oriented shoppers)

* Richard Stone, "The Measurement of Consumers Expenditure and Behaviour in the United

Kingdom, 1920- 1938."
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2. Tovg mpooavatoAlopevoog otig epretpieg (experiential shoppers) mov tovg
IIPOOPEPEL 1) OA1 dradikaocia ayopmv Kat

3. Tovg mpooavatoAMopevovg Kat 0To MPoiov KAl OTI§ ayOopdoTIKES ERIIEIPieg
(product oriented and experiential) ayopaotég, OnAadn dropa  pe
ODYKEKPIHEVEG AVAYKEG IOV em\eyovv ekeivn T pebodo ayopaotixi)g
ooprepipopdg 1 omoia Oa tovg efaopalioet T MEYLOTH . KAVOIIOiNon

OLVOAKA.

1.2 O mpooavatoAlopog otov meAdrn)

O mnpooavatoMopodg otov meldt) kKat 11 OnNpovpyld €vog IEAATOKEVIPLKOD
ODOTIATOG OLYKATAANEYETAL OTLG IIPOTEPALOTTEG TG OOYXPOVIG EMXEIPNONG. ZTIg
KOPEOPEVEG ayopeg 1) Onpiovpyla OxE€0ng EUIMIOTOOLVIG He TOV IEAATI) AITOTeAel
epaltplo ywa I PéAtiotn adionoinon g «life-time-value» tov. EmurAéov, otig
AKP®G OIIAITNTIKEG AYOPES, O IIPOOAVATOAIOPOG OTOV IEAUTN] OLVIOTA Yld TV
Emyelpnon éva damoQaoloTikKO XAPAKINPLOTIKO, yla TV emitevln] OYeTKoV

MAEOVEKTNIAT®V Tortobétnong (positioning).

H evioyvon tov IpooavatoAopon OToV HEAAT MG OTPATYIKO PECO, AMIOTENEL éva
KAedl ywa v avamrodn g emyelpnong. [a v emrtoyia pag TETolag
OTPATNY1KNG IP@TOPOLALag etvatl onpavtiko va akolovdnbel pia oloxkAnpwpévn
npooeyyton. H  em@avetaks) eknaidevon TV OTEAEXOV KAl OLVEPYAT®V TIg
ermyeipnong oe Oepata ocopneplPpopdag, Ormws, yia Mapddelypd, «Tt PIIOP® VA KAV®
EY® Yl £04G;», Oe COPPANAEL OTI)V OLDOLAOTIKI] AANAYT] TI)G OTAOLG AIEVAVTL OTOV
meAatn. Eivar amapaimto va xaboplotodv  Ta  YAPAKTINPLOTIKA — TOL
IIPOOAVATOAOPOD OTOV IEANTN, e TA Omoid 1) emyelpnon HIIOPel vd EMTOYEL T
dtagoporioinon amo v aviayoviopo. Avtd amattel pia aviuiapddeon pe T
otpatnylkn Ttomofetnong T MmPOOdOKieg KAl TI§ KAVOTNTEG dAIOd0ONG TG

emyelpnong.
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Znpeto ava@opdg yua pia OAOKANP®HEVI) IIPOOEYYLON IIPOCAVATOAIOPOD OTOV
reAdtn amotelel TO VA KATAOTEL dLTOG O IMPOOAVATOAMOPOG @G 0dnyog yia ta
OTeAEXT] KAl TOLG ovvepydTeg TG emtyeipnong. Na petatpamnet dnAadn oe prloco@ia
NG EMLXELPNONG KAl va epappootet oty mpddln o' 0Aeg t1g Pabuideg g tepapyiag.
H 6nplovpyia tov IpooavatoAlopod OToV AT He TV £VVOLd TOL «va Bplokopat
KOVTd otov meldtn», OnAadn va (o customer intimacy, onpaivel epappoyr) Hiag
oAoxAnpopevng npoogyyong. Ilpoxepévoo va emttevydet xatt tétolo, Oa mpémet o
IIPOOAVATOANOPOG OTOV IEAATH) Va Bploketl OTH)pLypd OTr) OTPATYIKIL] IOV XAPUAOOoEL
n emyeipnon. EmmpooOeta, 1o ovotqpa doiknong kdat enavamAnpo@opnong
(apBpodeixteg, COPPOViEG O O,TL APOPA OTOVG OTOXOVG, EKTLHIOELS TG ATIOd00NS
KAL) TIPEMNEL vA Elval IMPOOAVATOAIOPEVO O dLTV TV €KOVa-o0nyo. AvTo
onpaivel QLOKA TV OAOKAIP®OT TOL IIPOCAVATOAIOPOD OTOV ITEAUTI AIIO AIIOWT)
IIEPLEXOPEVOD TOOO OTNV AVAIITLSN TOV OTEAEXMV KAl ODVEPYAT®V, OO0 KAl OTOLG
otoxovg g emyeipnong. Kpivetat amapatmytn n viobetnon g KataAnAng
MOALTIKI)G, WOTE O IIPOOAVATOAIOPOG OTOV IEAATH VA YiVEL OTAON TOV OTEAEX®V KAl

OLVEPYAT®YV TG EMLYELPTONG.

ITpoxovmtel Opwg éva Paokod mpoPANpa KAt avtd elvat 10 edv PIOPOLV Td
MAPAIIAVE VA EPAPPOOTOLY OV IPAdH). TV ep®Ton «Tt PIop® Va KAV® £y® yid
€04G;» PIOPEL Kavelg va v bIoPalel ota OTeEAEXN KAl TOVG OLVEPYUTEG TNG
emyetpnong. Etot opwg 0ev al\adlet n) otaon. [a v avtipet®nion oo Dapanave
EPWTNPATOC, IpEmeL 1) eknaidevor) va eotidletatl otny alAayn) g otdong, ard )
pa mevpd pe evépyeteg g Ololknong Kat arod TNy AAA IAeDPA PE OLVEXT)
EAVATIANPOPOPNOI] AIIO TOVG ITEAATEG. 20X VA, OTAV IAPEXOVTAL Y IPMTI] POPd
Katevfovinpleg ypappés kat deSayovral npoypappara exmnaidevong, divetat 1)
EVTOI®OL OTL TO Bepa ToL IPOOAVATOAOPOD Oev elvatl COPPATO e TIG EVEPYELEG KAt
) prhoocopia g droiknong tng emyeipnong. To Oépa mpémet va Toyyxavet oovexovg
IIPOOOXT|S TG dloiknong g emtyeipnong. O TPOIOG pe TOV OO0V 1) IIPOCPOPA Yl
TOV IeAdT!) propel ovvexmg va PeEATI®VETAL, IPEIEL VA AIIOTeEAEL POVIT OTAOL Yl

T OTeEAEXT) KAl TOVG OLVEPYUTEG TG EMLXELPNONG.
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Avt0 00nyet oto enopevo epotnua: Eivat omovdaidtepo xatapynv va Ipoayovpe
TNV €0MTEPIKI] OKEWT] TOV IIPOCAVATOAOHPOD OTOV IEAATH KAl OTAV OlAIIIOT®OOVHE
pa  Peltioon, TOte va mpoPodpe Oto Prjpa TOL MIPOCAVATOAOHOD OTOLG
eSMTEPIKOVG TIENTES;

2TV OPOKepeVH meplmtmorn Ypetaletatr dloiknon, perpa kat amhin Owadikaoia
PETPNONG Yl TNV €KTIPNON NG KAVOIOINOong Kat tng ovvepyaoiag. ESmteptkog
IIPOOAVATOANOPOG OTOV IEAJTH Onpaivel ovvenmg Ott avto éxet yivelt 110n Plopa
e0MTEPIKA otV emyeipnorn. ‘Omotog dev mpooavatolifetat otig embopieg Kat Tig
AIIAUT0El TOV €0MTEPIKOV TEAAT®V, v idwa otdon Oa €xel xat ywa Ttoog

eCOTEPIKOVG TTEAUTEG,

Amo Stebveig épevveg mMPOKOLITTEL OTL O IIPOCAVATOAMOPROG OTOV TIEAATI| AIIOTLYYAVEL
otig dradkaoieg. ITapamnpeitat ENAewyn npoPAnpatiopod yia 1o Tt onpaivet 1
AIIaitnon yla MeploooTeEPO MPOoavatoAMopo otov melatn. [lov Pplokovtal opwmg ot
attieg yla TV averndpKeld autov TOL IPOOAVATOAIOHOD; Aev elvatl IIAVIOTE POVO 1

OTAOI) TOV OTEAEX®V KAl TOV OLVEPYATAV.

IToANég popég vridpyet emtong adtagopia, ylati de propetl kavelg va KaAdyetl 1000
ar\a tig embopieg v meAatav. Ot dtadikaoieg dev etvat mpooavatoAopéveg otig
AIIAUTHOElg TOL MEATH KAl 1) Edtyeipnon oe O,Tt agopd To oXedlaopo dev etvat

MIPOOAVATOAOPEVT] 1€ ODVEIIELA OTIG AVAYKEG TOL TIEAUTH.
Otav ot dwadwkaoieg Oev aviamokpivovial OTI§ AIIALTNOEL TOL IIeAdTr), TOTE
VIIAPXOLV OLOKOAlEG OTNV TPOOPOPU TV TIPOTOVI®V Kdt vinpeotv. Onwg

0 avagepbet xat otV enopevy evOTTA TETOLEG MEPUITWOELS DYDVOVTAL MG EPITOOA

OtV KaA1] €S0 PETNON TOL TIEAAT).

1.3 H £§ommpetnon oo medaty

Axpoyaviaio Abo otn drayeipion oxéoewv mehatmv amotelel 1) e§ornpernony Tov

medary. Eivatl pla ano tig Paocikotepeg emdindelg puag emyeipnong, xabmg eav dev
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etvat oe O¢on va mpooeAkvoel kat va datnproet éva kavo aplpod nedatov Oa
KataAnSet apyd 1y ypryopa o olkovopiko papaocpo. H avaykn eSedpeong meAatov
ylvetat ologva kat mo emrtaktiky, kadwg T televtaieg dvo dekaetieg o
AVIay®Viopog evtelvetat mnpooeyyifovtag veéa emineda. Yno avtd To Implopa Kdat
kabwg ot amattoelg tov mehatn petaPdAlovtai, Tovifetal IEPLOCOTEPO 1)

orovdatoTnta kat avapBadpiletat o pONOG TOL CLVEX®G.

I'tvetat Aourov avtidnito Ot 1) emyelpnorn opeilet va Snpiovpyr)oet Tig KATAAAAEG
npobdmnobéoelg ovvepyaotag pe tov meAdTn pe TPOIO Iov va amo@épet képdn. O
Peter Drucker ava@epet xapaktploTikd 0Tt AIIOTEAEOPATA «EVIOG TOV TELXWV» OeV
vpiotavtat (BA. Management: Tasks, Responsibilities and Practices -1973, 1st edition). H
Kavoroinon Tov neldrtr) tifetat oTo emkevpo TOV evepyelmv TG Kdbe ermyeipnorng,
1] omoia emroyyxavetat arnod TV npoonddela dlapkoLg IMPOOEYYIONG TV AVAYKOV

KAl TRV AIIALT0E®V TO.

1.3.1 H onpaoia g Kaing e§uonnpenong yla tov meAdrr)

O mpoodloplopdg T®V HPOOOOKI®V TOV IMEAJT®V KAl O MPOCAVATOMOHOS Trg
ermyeipnong oty katavonorn avtov dev amotelel pia amirn dwadikaoia. Apxikd,
Oa mpénet va tig mpoodloploovpie, OIIMG EVOEIKTIKA:
> otav ylvetat avagopda ot ¢pdaor "eSonmpétnon pe mowotnta’ Tt EPYETAt OTo
HOANO T®V TEAAT®V KAt YiaTi;

> TIApEXEl APLoTr) ECLINPETNON 1] EMLXELPN O] 1) Ol LIIAANANAOL TG

Avtd elvat KAmota p@TPATA IOV MPEIEL VA arevfouvovTal oo VA OTOLG IENTEG 1)
KAt TO IIPOOMIIKO TG etaipiag. O peoog 0pog TwV OLOTHHATIKA CLAAEYOPEVOV
AIIAVTIOE®V €Ot piia TOLAAYLoToV Tptetia, odnyet oe adlomoteg evoeilelg OXeTIKA pe

10 embounto enimedo eSonnpPETONg TWV IEAATOV.

Ot pedetnteg TV pPNYAavIop®V eSunnpEeTong MEAdT®V, OCOPPMVOLY OTL TO €100g TG

eCLUIINPETNONG IOV IIAPEXEL pla etyelpnon etvat To povo mov ) dagoponotel aro
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ToV avtay®viopo. Ta mpoiovta kat ot vInpeoieg avilypd@ovidal ypryopd Kdt
AITOTEAEOPATIKA KAl IIADOLV MOAD OOVIOPA VA AIIOTEAODV  AVTIAY®DVIOTIKO
m\eovektnpa. H eSommpétnon tov mehdatn Sexwva anod pia npodnobeon): avdmtodn
deopevong yla v eSomnPETNon Ao OO TO IMPOOMIIKO KAl OAA Td emmedd Tng
lepapyiag, to omoio agiomotel ooveldnta Kabe dvvaTOTNTA HOD TOL IIAPEXOLV Ol
Aettovpyieg kat ot dradikaocieg ToL OPYAVIOHOL yla va eSDHNPETIOOLY KAADTEPA
Toug meAdteg. Ot Stadikaoieg TOL OPYAVIOHOD ASIOAOYOLVTAL KAl TPOIIOIIO0DVTAL
HPE KPP0 TNV €mitensn ToL IMAEOV IKAVOIIOU|TIKOD dIOTEAEOHATOS Yld TOLG

ITEAATEG.

[a va metoyet eévag opyaviopog oAy e§oMINPETON TOV HEAdTL), IPEMEL IPWTA VA
AIIavTroel pe akpifeta oe OVO ePWTHOELG:
> Tu xpewaCetar Peitioon;, H avdlvon tov mpotepdlottov PeAtinong
Sraopaliletl 0TL Oa em\eyoLV 01 OOOTEG IIPOTEPALOTITES.
> Tlwg Ba to Pedtiwoey, H emloyr) tov pefodav Peltioong Staopalilet )

O®OTI) EMAOYT) HOPOV KAl T OEOHELOL TOV KATANANADV OTEAEXDV.

Zopgava pe v dnoyn tov Dr. E. Deming: "To va kdvelg 011 kadvtepo pmopeig dev
etvar apketo. Tlpémer mpwta va emAéSerg 1 mpemer va 010p0w0elg kar perd va KAavelg ot
kalvtepo pmopeig". TIpoxepévoo va vAomoujoet pua emtyeipnon v mnenoibnon tov
Dr. Deming, mipériel va dtabétet dvo ovYxpoveg ONUAVTIKEG MPOoeyyioelg mov Ba
IIAPEYOLY TO OMAOOTACLO THG OAlkI)g oot tag. [lpmtov, ) oOYKPLon WG IIPOG TIg
emdooelg Tov aviaywviopov, (Benchmarking) xat 6evtepov, v avdmrtoln g
dadwkaoiag mowotnrag (Quality Function Deployment). Avta ta otoyeia Oa

oOny1)00vY TNV €mYelPOL) 0TI KAL) eSOIINPETNON TOV TEAAT®V TIG.

O Rick Johnson emonpatvet oto apBpo too "The realities of servicing the customer"
(2007)3, ot ywa ) PeAtioon kat Swatrpnon g KaAng eSoOInPETnong MeEAATOV 1)
emyelpnon mpéret va mepAapPavetl meplooOTepo AEITOPEPT] PEAETI) KAl OLVEIN

npayparomnoinon, xoapig "Wtaitepn" nmpoomdabdeta.

3 Johnson, R. 2007, The Realities of Servicing the Customer, Supply House Times, oe\. 40-46.

19



1.3.2 Zvoyétion eSonnpetnong NEAaT®V Kat KepOo@opiag Tng ENLyEipnong

[a napa moA\a xpovia, emotpoveg mpoonafovv va mpoodlopioovv T oxéon
petado g eSonmpetnong tov meAdtn kat g kepdogopiag. H oxéon avtr 0ev etvat
arr) Kot povoonpavt), aAd eitvat covaptnon eV Bacikov Hapayoviev Kdade
opyaviopoo. Tetolol mapayovteg elvat 1 IKaAvoroinor), 1) 0oty Kdt 1) d@ooimor) ToV
ovnaAAn\ev, 1 adla TV OapeyOpevVEOV LINPEo®V. KAt Tng  eSommnpémong, 1
KAVoIIoinon, 1 Iiot KAt 1) apooimon T®V HeAdT®V Kdt TEAog 1 kKepdopopid Kdt 1)
avarrrodrn tng emyeipnong. OAot o1 maparnave Mapdayovteg ovvetovy v alooida

¢ e§onmpétnong (PA. Awaypappa 1.1).

Awaypappa 1.1: H alooida g e§onnptnong

Ixavomoinon
gEpyalopEvwv

Avanrtuén w
EmMYEipnONGg Kai J

Ikavomoinon

L meEAATWV

H aAucgida Tng e§urmnpéTnong

auinon e06dwv

Agociwon
meAaTrwyv

IInyn: Site : www.business-meetings.co.uk

H nopela avtr) pexpt my emitevdn tmg kepdopoplag tng emyeipnong propet va

neptypagel peow teoodapmv otadiov (Johnson M. kat Gustafsson A., 2002).

1o otadio: Eowtepikn mototyta
H eowtepikn) mowotta nepthapPavet oleg 11g dradikaoieg mov yivovrat yua v

MAPAY®YI] £VOG MPOIOVTIOG 1] TNV IIAPOXT| MG LINEECLag IIPOg Tov MeAdTr), Ta
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TEXVIKA XAPAKTPLOTIKA KAl T O10TNTEG TOL MPOTOVTog / vimpeotag, ) dtavopn
TOVG KAl TNV eSLINPETON TPV KAl PETA TV noAnor)/ mapoxt). To otddio avto
etvat kat 1o mo kaboprotiko, kabwg enmpedlel pe eppeco TPOIO TA KePd1 TG
EITLYElPNONG T OTLYHL] IOV 1] TOWOTIKI] IIAPAY®YT) VOG aydafo 1y 1] OL0TIKI) HAPOXT)
plag vrnpeotag odnyet oe avlnpévi «KATAVAADON» KAl EMOPEVMS O ALSNHEVES
noArjoetg. [TapdMnla, otav n emiyeipnon Pedtiovel Tig OladIKAoieg TG, aviavel
MV HAPAYOYIKOTNTA TG, HEWWVEL TO KOOTOG IMAPAY®YIG KAl KATA OLVEIEL

BeATiovet v kepdogopia tng.

20 otadio: Emtepik) Mmoot ta Kat Kavonoinor)

H eotepikr) mototnta Kat Kavornoinon mep\apBavoov tnv aviiAnyn mov £xoov ot
IeEAATEG YO TO IIPOIOV KAl TNV LIINPECia KATA TV dyopd KAt XP1)01 TOVG, T OPENT
IOV TIPOKDIITOVV AIIO TNV OLYKEKPIHPEVT] AYOPA KAl TV AIIOWT oD SIApOPPOVOLV
OXETIKA pe TV ewova tng etatpetag. ITaparnla, ennpealoov éppeoa ta xképdn g
emyelpnong, xabwg Otav o meEAdTng PEVEL KAVOMOUpeEVOS, £xel T Owabeon va
OLVEYLOEL T1) OLVEPYAOLA TOL PE TNV EMIYEIPION KAl PI€ TOV TPOIIO ALTO CLPPANEL
otV avdnon tov kepdmv. Ao TV AN HDAELPA, TA OKOVOPIKA AIIOTEAEOPATA
emnpealoviat  dapeca arod IV e§@TEPIKN)  HOWOTNTA, T OTYHr] IIOL  &vag
IKAVOIOWPEVOg MeAATg OxNpatifel  pia KAl ewova yld TV emyeipnor), mv
ornoia kat petadidel oTov KOWGMVIKO TOv meplyvpo evioxboviag v kepdogopla
g Téhog, de Onpiovpyeitar mpocbeto kOOTOg aAmo v avaykn OoploTikov

EVEPYEL®V KAl EMOPEVMG YIVETAL ECOIKOVOUN 0L XPHHATMV.

30 otadio: A@ooimworn Kat dratnpnor tov mehatr)

H agooiwon xat Statrjpnon agopoovv Vv mpobeon kat ) dwabeon tov meAdtn) va
npofel og eNAVANIITIKI] Ayopd TOL IPOIOVIOG 1) MAPOXN TG LIINPEECLAS Ao T
OLYKeKPpev emtyeipnon. To 0Tad1o avto oyeTiCeTar apeoa pe 10 ETOUEVO, TO OT0I0 APOPA
oV kepdopopia THS emryeipnong, Kabwg o apooliwpévog meAdtng eivat mbavo va
avadntoet kat AAa mpoidovia 1) vInpeoieg Ta oroia KAAVIITOLY TI§ AVAYKEG TOV
aro T ovykekplpevny  emiyeipnon. Emurhéov, n emyeipnon Oa eSowovoproet

XpHpata amo 1 datrpnon TG MEAATEIAg TG, HEWWVOVIAG €TI0l TO KOOTOG TNg
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€DPEONG KAl TIPOCEAKDONG VEDV TIEAATOV. ZOPPOVA e £PEVVEG 1) dlat)pnon evog
reAatn Kootifet 5 @opeg Ayotepo amod TNV Arokton evog véov. Ot emyelprioetg
avTAapPavopeveg T ONPAVTIKI) eS0IKOVOPNOT XPNHRAT®V, IO EMTOYXUAVETAL ATIO
TOVg IMOTOVg meldteg, emdoOdnkav oe mpooriadeleg datr)pnorng TovG. Xe TIOAAEQ
MEPUITMOELG  HAAOTA, TIPOKEPEVOD VA KAVOLV KATAVONTA - TAd - ONHAVTIKA
OLKOVOHLKA OQEAT IOV IIPOKDIITODV AIIO TOLG APOCI®HEVOVG HEAATESG, DIIOAOYIOLY
Vv adta tovg pe Paon 1 OLVOAKI] ITapoxt| ayafdv Kat DINPEoIOV P0G ALTOLS

Katd t) dwdapketa tov Biov Toug.

40 otadlo: OwKovopika anmoteAéopata

To ovvolo twv TPV mponyovpevev otadinv odnyet oto TeAko otadio. H emitendn
ONPAVTIKOV OIKOVOPIKDV CIIOTEAEOHAT®V, HE YVAOHOVA TI PEIOON TOL KOOTODG
MAPAy®YI)g TOL IIPOTOVTOG 1) IMAPOXING TNG LINPECIAg KAt TNy avdnon g
Kepdo@poplag Tng emyelpnong, CLVIOTOLY AIIAPAITHTA OTOlXEld Yid TNV PLOCIPOTHTA
mg emyelpnong. Zxnpatika akoAovfodv Hapaxkdte® Ta Téooepda otadid IIOv

odnyoovv otnyv emitendn kepdoPopiag yia v emyeipnon:

Ixnpa 1.2: Ot mapayovieg mov 081yoov otnv emitendn KePOMV pid eMyeipn o)

EoWwTEPIKN TTOIOTNTA

SO

ESwTepikA mo1oTnTa &
IKAVOTIoinon Tou TMEAATN

_—

A@ociwon kai diarnpnon
TOU TIEAATN

—

OiIKovouIKa
amoreAéopara:
Meiwon kéoTOUG-
AU¢non Kepdwv
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Zopgova pe épevva g opadag ovyypagémv tg Lifeskills International Ltd, to
2002:

»> H aofnon tmg Swatu)pnong tov nehatov katda 5% prmopetl va aodrjoet ta
kepdn amo 25 &wg 35%.

> H peiwon g anwletag nedatwv oto 5% pmopet va avdrjoet v kabapn adia
yla xabe mehatn xatda 75%.

> 2& OPLOHEVEG EMMXELPNOELS IIAPOXIG OLIMNPEO®V  €wg Kat To - 35% Ttov
IIPOOMIIKOL acyoAettat pe tr) dtopbwon Aabav.

» H wavomnoinon tov mehatn durhacialetat otav. ot emyelprjoelg Betoov
MPOTLIIA AVIAIIOKPLONG OTA IIAPAIIOVA KAl OTIG EPMTIOEL TOV MEAATOV KAl
HEWWVOLV TO YPOVO AVAHOVIG TOVG OTHV ODPA.

> ZTIG EMYELPIOELG TIOD AKOAOLOOLY OTPATNYIKEG OlatH)pnong HeAatmv, To 56 %
TOV OTEAEX®V OTA AVAOTEPA EPAPYIKA EMIEOA APIEPD®VOLY YPOVO Yld Vd
aKoLOOLV Ta MPOPANPATA TOL TIEAATH), €VM OTLS EIMLYELPIOELS TIOL Oev

ePAppPoOfovV TETOLEG OTPATYIKEG TO IIOOOOTO ADLTO PTAVEL PLOALG 0TO 28%.

ATIO Ta Iapardave oovAayeTal TO COPIEPACHA OTL O APOCIOPEVOG ITEAATIG ATTOTEAEL
gyyonon emroyiag ywa v emyeipnorn. O meAdtng avtog oLVIOTd IIEPLODOLAKO
otolyelo TG ermtyelpnong Kat @g TETO0 MPEMHEL VA AVTIPETOIICETAL. ZOPPOVA HE TOV
Tom Peters «O1 emryeiproerg oo €yoov wg poTEPAIOTHTA TO KEPOOG OV €lval TIOTE TOOO
KepOOPOPeS 000 AvTEG oV PAJOVV WG TPOTEPAIOTHTA THV JOI0THTA KAl THV eSOITHPETHON».
Enopevmg, emyetprioelg, Moo Mapexovv oe pid ovvexl) BAorn moloTikd mpoiovida 1)
vnnpeoieg, kepdiovv TV eKTIPNOI KAl TV EUIIOTOOLVI] TOV IEAATOV, AIIOKTOOV
HAKPOXPOVIA - APOOI®HEVODS  MEAATEG KAl ep@avifoov ONPAVTIKA OWKOVOPIKA

ATIOTENEOP AT
1.3.3 'Epnodia otnv eonmp£tnorn Too neAdty
Eivat yeyovog, OTL Ol IEPLOCOTEPEG EMXEIPNOLLS ONpePa £xoLV avtAngdet v

AvVayKalot)Ta napoxrg g kalvtepng dvvatr)g eSonnpetnong oTovg meAdTeg T0G,

OH®G elvat Alyeg aLTEG IOV KATAPEPVOLV Va HAPExovV To embopnto emtredo.
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Optopévot amo tovg AOyovg IOV ArIOTEAODV OO0 OTHV IKAVOIIONOl) TOL IEAATH)
KA1 KATA OLVEIIEL 0TIV APOOimOT) TOL 0T OOYKEKPIHEVT) EILyelpn o etvat ot e€ng:

1. AxolovBovpsveg moMtikég  emiyeipyong  Zoxva — Onplovpyovdvial
npoPAfjpata amd IV pepld g emyeipnong eSattiag T®V KAVOVIOH®OV
OXETIKA HE TOV TPOIO MAPOXNS TNG LIINPECLAG KAl TOV HIXAVIOH®V EAEYXOD
1oL ePappOdeL.

2. Ede1bixevon epyaoiag Tig meploootepeg @QOPEG  TO MPOODIIKO TG
ermyeipnong dev £xet TIg ATIAPAITTEG YVOOELS Yid Tr) OleKIepaimor OAOL TOV
PAOPATOg TV evepyelwwv Iov amdttel. pra napoxr. Ot alvoldmtég
dadkaoieg xat 1 ypagelokpatia, oo Aapavoov xwpa KATd TNV Iapoxn
NG LINPEOLAG, AIOTEAOLV EUIOOI0 OTNV PECH) KAl YPIyopr| €SLIINPETNON)
TOL HeAdT).

3. EMewpy ovvroviopov: H ENAewyn. OLVIOVIOHOD TOV  E0DTEPLKDOV
dadikaoiwv, Mmov elvatl AmoTéAeopd TG KAKNg Opydavmong, HIOPEl va
npoxkahéoet MAN0og MPOPANPAT®OV  OTO AIIOTEAEOPA T®V IIAPEXOPEVAOV
VIINPECLMV.

4. Anyny anogaocewv: TIoA\ég @opég dnpiovpyovvtat mpoPAnpata amo TV
avappodlomta opopévev vonalnlev va Odwmoovv dpeca Avoelg o€
HPOoPAjpata PKP1g OrnovdatotIag, yeyovog mmov npokalel kabvoteprioetg
KAt VIOV ODOAPEOKELAL.

5. Eotiaoy ota ¢§oda: H eotiaon g emyeipnong oty mpoomdbela peimong
TOL KOOTOUG OnplovpPyel KAKI) €KOVA OTOoLG IEAATEG OXETIKA HE TIG
IIPOTEPALOTITEG TTOV DETeL.

6. Avadiomiotia exryeipnong: IToAeg eivat ot emyelpr)oelg Moo LIIOCXOVTAL TV
IIAPOXT] OLYKEKPLPEVOV DINPEOI®YV, TIG OINOleg Op®G Oev  €xovv TV
duvartotnra va npoogépovv. Etol, mpoxkaleitat pia avaviotoyia tov
DIIOOYXOPEVMOV TAPOY®V KAl auT®V 1oL TeNikd AapPaver o medatng. H
dnpovpyia npoPANpPATOV OTNV HEPUITOOT AVTI) ELVAL AVAPEVOHEVT).

7. Ilpoowmixo: H ikavoroinon tov meAdtrn) £xel et OXEON HE TG IKAVOTITEG
KAl TI) OOPIIEPLPOPU TOL MPOOMIIKOD eNAPIG. AV TO IIPOOMIIKO Oev elvat

KatdAMnAa exnadevpevo kat dev £xel ta amapaitnta Kivnrpa yia Ty
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IapPOXT) KAAIG eS0MNPETNONG, TOTE TA ANOTeAéopata yida Ty emyeipnon Ha
elvatl aroyonTeLTIKJL.

8. Anmiovpyxoryra: H dnpiovpyikr) okéyn oty emnilvon tov. poPAnpdiev
elvatl MOAD ONHUAVTIKI) Yid TNV AVTIPETOIION TOV IAPATIOVOV TOV TEAAT®OV.
Ot meAdrteg evolagépovtat va AdBooV IKavorouTikeg eSnyroelg yia Tig attieg
EPPAVIONG TOV IPOPANPATOV KAl vd Tovg mpotadodv Plootpeg ADoelg mapa
va tovg xopnynOet an\d pia anolnpinon, otav avtod kpbet amapaitmto.

9. Amovoia «akpoaong» melatwv: To mpoPAnpa avtod npokaleital Koping aro
TAd AVOTEPA EPAPYIKA KAPAKLA, OOV HAPATNPEEITAl TO QPAIVOPEVO TG
adtagopiag evaoyoAnong pe anAda Oépata mov anacyoAovV TO0G ITEATES. 2e
APKETEG EMYELPLOELg 1] OAn Ipoonabeta yia v eSOINEETNOL TOL MEAATH KAt
TV KATAVONol] T®V davayke®v Tov  Iepopifetar ot OSwayeipion tov

IIAPAIIOV®OV TOL Kdt Oev yIvVOVTAl ODOLAOTIKEG EVEPYELEG YA TV IIPOANYN)

NG ERPAVIOTL|G TOVG.

Zopgova pe gpeova oo Owelrxon to 1998 ano 1t Learning Dynamics, 1o 40% tov
avotatov otedexyov odevoov Atyotepo amo 10% Ttoo xpoOvov TOLG PE TOLG
nmelateg. 2ovi0wg n avetatn Oloiknon aoyoleital pe yevikotepa kadnkovta (0rmg
dNADOELg TNG ArIOOTOAN|G TG EMXEIPNONG KAl TOV IOATIKOV THG), TA OIOold av Kdt
elval ONUAVTIKA,  OOTO00 Oev  DIAPXEL DLIOKATACTATO TG MO@EAELAG IIOV

aroKOopifovV Ta OTENEXT) THG EPXOHEVA OF ETIAPT) L€ TOVG IIEAATES TOVG,.
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KEDAAAIOQO 20
H IKANOIIOIHXH KAI A®OXIQYXH TOY IIEAATH XTHN
EIIIXEIPHXH

"’O1 eldteg piag emryeiprnong Ol VOOV 1KavoToIpevol

amAd Kar povo yiari o1 IPocdOKieg TOOG eivar yapnAeg kai

y1ati kaveig AAAog O&V TOVG TIPOOPEPEL TEPITTOTEPA. . .

Av 11 emyeipnon Oéer mpaypatixy avantody, Oa pérer va
UETATPEWEL TODG 1IKAVOTTOIUEVOVG TIEAATES O€ PavaTikodg omadodg !
Blanchard & Bowles, Raving Fans

2.1 H évvoua g tkavonoinong
Opropog

Ooov agopda tov oplopo g évvolag wkavoroinon Oa npemnet va avagepbet ot dev
DIIAPXEL KATIOLOG KOWVA A0OEKTOG 0ptopog, I'ta 1o Aoyo avto eav avatpedet kavelg
otV vrapyovoa PipAtoypagia Oa avipetwniost moAAég daotaoelg g evvotag. O
Oliver ava@épel Yapaktnplotikd yia to mpopAnpa avto (1997): “...0 ot yvaopiloov
TL elval wavormoinon, ¢mg otov {ntnbet va dmoovv evav optopo... Tote paivetatl ot
Kavelg dev yvopilet...”.. ESattiag g peyalng onpaociag moo £xet 1 KAvoroinon
TO0O yla TOLG MEATEG 000 KAl yla TNV emyeipnon kabiotatal anapattnr 1)
avag@opd Oxt TG ETVHOAOYKIG £VVOLAG AANd TNG EVVOLAG IKAVOIIO O O OXE01) HE

) Srayeiplon oxéoemV MEAdT®V KAt TO OLYXPOVO management.

Ot Westbrook xkat Oliver (1991) opifoov v ikavomoinon Tov HeAdTn ®¢ TN
ODVOALKI] OTdOL TIOL AVTOG SIAPOPPAOVEL Y1d £VA IIPOTOV TO OIOI0 XPIOLHOIOLNOE,
agpov 1o amektnoe. Ilpokettat dnAadr), ywa pra adiohoyntikry) xpion peta v
EMAOYT] TIOD IIPOKDIITEL AIIO Pl OLYKEKPLHEVI] AYOPAOTIKI) EMAOYT KAl arod v

gpIElPid TG XP10NS- KATAVANDOT|G TS,

Ot Giese xat Cote (2000), apod Kavoov pia MOAD AVAALTIKI] IIAPOLOLAOCN TO®V
MIEPLOCOTEPO YVMOTAV KAl OLXVOTEPA YPNOLPOIOIOVHEV®OV OPLOP®Y, MPOTELVOLV

éva mAaiolo avdantodng eSeldIKeLPEVOV OPLOPMV KAVOIIONO1)G TOL KATAVAADTI)
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avaloya pe TtV Hepimtoon. Tevikd, KataArnyoov OTO OLPIEPACPHA OTL 1)
Kavoroinon amotelel pia OLVOAIKI) CLYKLVNOLAKI aviidpaon mowiing évtaong. O
akp1P1g TOIIOG OLYKIVIOLAKIG avTidpaong Kat To emirnedo éviaong mov Plovel o
KATavaA@trg mpénet va optlovial enakpiPmg amo Tov epeovnt] avaloyd pe v

MEPLITTOOI IOV TOV EVOLAPEPEL VA AVANDOEL.

O x. Tobvapng obppwva pe tm PpAoypagia, mapabetet OO eVAANAKTIKOLG
OplLopo0g TG évvotlag ikavornoinon (I'odvapng Z., 2003) :
> «To amoté\eopa g Owadwkaociag alloloynong prag emAoyrg, To omoio
emPefatmvetl OTL 1] EMAOYL ALTI) (TAV TOOO OMOTI) 000 APXIKA eixe exTipnOet
ot Ba etvaw.
> «To amoté\eopa oOT0 OmOIO @PTAVEL O KATAVAA®TYG, a@OL &fetdoel TN
dragpopd petald 1@V mPoodoKI®Y TOL PV TNV Ayopd ToL HPOIOVTOG 1] TG
vrnnpeoiag Kat g arodoong TOL MPOIOVIOG 1) TG LINPEcIAg agov

ayopdotnke Kat aStoAoynonke».

O Philip Kotler avalvet v €vvola Trg KAVOIONONG TOL IIEAAT] O TA
oovatobnpata evyapiotnong 1 OLOAPLOKELAG EVOG ATOPOV IOV IIPOKLIITOLV IO
TNV DIOKEEVIKI] ODYKPLOT TG Artodoong (1) TOL AIoTEAEOHATOG) £VOG IIPOTOVTOG O
oxéorn pe Tig mpoodokieg tov. To av o ayopaotr)g elvat IKAVOIOUHEVOG 1) OXL HETA
amnod v ayopd, €aptdatal dmo TNV arodoon] Tov IHPoilovVIog Ot OXE0n HE TIG

PoodOoKieg TOL AyoPAOTY).

H wavomnoinon Aoumov arroteAel pid AeTOvPYld DIIOKEIPEVIKIG AIIODOONG Kat
poodoKlmV. Av 1 arnodoor eitval pikpoOTepn Ao Tig IPOoodoKieg, 0 MeEAATNg elvat
dvoapeotnpevog. Ay 11 dIlodoon CLUIIUITEL PE TG IIPOOOOKieg, O IEAdTNG elval
wavoroupévosg. Av 1 arnodoorn voepPatvet Tig Ipoodokieg, o meAdTng etvat Mo

Kavomowupévog 1 evlovotaopévog.

4 Zwopxog, 1. 2002. Zoupmepupopd KATAVAA®TI] KAl OTPATNYIKI] HAPKETWVYK, 21 ékdoor). AO.
ZTapoovAn), Afnva, oe. 701.
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ZOp@@va AOUIOvV e TOLG MAPAIIAV® OPLOHOLG HIIOPOLHE VA IOLPE OTL 1)
wavornoinon arotelet pia dradikaoia adtoAdynong Kat cLYKPLONG TV IIPOCOOKIDV
Kat tov anotedeopdatov. Eivar amoppoia prag  woxoloyikrg dradikaoiag
OLYKPIOE®V, T1)G OIOLAG TA OLUIIEPUOPATA OLVAYOVTAL HETA TNV OAOKANP®OL) NG

KATAVAADONG.

Amo ) pua mevpd, 1 kabe emyeipnon evolagepeTal yua TV IKAVOIOINON TOV
nedatov, kabwg tng eaopalifel peydho pepidio ayopdg, KaAr} @rjprn, Motovg

IeEAATeg KAl KAt eMEKTAON TV emPimor) g Kat v enitendn oynAng kepdogpopiag.

Ao TtV OKOIld TOL ITEAdTI] KAVOIIOUNON onpaivel n emitendn evog emopntob
emIrEdoL EKIMANP®ONG PLAG AVAYKNG AIIO TV ayopd evog ayaboo 1) ) Ayn plag

VIINPECLAG, ATIOPEVYOVTAG TIG OLVEIELEG TTOD Ba eiye pia Kaxr) emAoyr).

[TapaMnAa, 1n evvolwa TG 1KAVOIOINONG HIOPEL va IIPOOOOPLOTEl KAl ®G
OLVAPTION TOV AVIINYPEDV TOV IIEAATOV OXETIKA He TO TU Oe@poLV MHOLOTIKN
IIAPOXT). 2TV IIPOOLYYLOT ALTH TO €mtredo TG MapeYOPEVG LINPeoiag eSapTdatat
aro Tov TPOIIo IOV TV AVTIAAPPAVoVTal ot IEAATEG. ZTOX0G TOV EMLYELPTOEDV O
aot MV meplteon eivat 1 kafodnynon TV avTAPedV TOV HEAdT®V OO0V

Aa@OPA OTNV €VVOLd T®V ITOIOTIKMV DIINPECLADV.

Eva moAb onpavtiko epotnpa mov tibetat oto onpeio avto eivatr xkatd mooo 1
1KAVOTIoin o1 TOV. IEAATWV OOVOEETAL AUETA YE THV TTOLOTHTA TV TAPEYOUEVOV DITHPETIOV.
ZoxVvd, 1 OX£01 TV OVO ALTOV evvolwV dev eival amolvta Sexabapr, Kopimg Aoyw
TOV KOWOV XAPAKTINPOTIKOV TToL ep@avifoov. Ot amoyelg mov KAtd KAipovg
éxoov Otarvnmbel eMKEVIP®VOVTAL OTO YEYOVOG OTL 1) HOOTHTA TOV IAPEXOHEVOV
VI PECIOV OTNV. 0LOLA ATIOTEAEl CDOTATIKO OTOLXEIO TIG IKAVOIIoiNong Kat mbavr)

npobdnobeon yia v eniteodn g (Lassar W. M., 2000).5

> LASSAR W. M. (2000), “Service quality perspectives and satisfaction in private banking”, Journal
of Service Marketing, vol. 14, No. 3, pp. 183-185.
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2.1.1. H wavonoinorn) Tov MeEAdTn KEVIPIKOG 0TOXO0G Y1d TNV EMLYELPNOT)

ATOTEPO 0TOY0 PLAG EMLYELPNONG OLVIOTA 1) MOLOTIKI] KOl IPOCMIIKY] aAAnAemidpaon)
g pe tov kabe mehatn kabwg xat 1) adlomoinon g yvmorng oy aroKTATAl HEo®
Mg  alMnlenidpaong avtr)g, mpokewevov  va  avdnbet o apibpog TV
IKAVOIIOUPEVAOV TEAT®V KAl EMOPEVAOG TA £000a A0 HNOANOELS TNG EMLXEIPNONG.
2t Pdon avtr n emtoyla plag emyeipnong mpoodopifetatr amd 1o Padpo
KATAvO1 01§ T®V IIPOOOOKI®V TOV MEAAT®V, AIIO TV OOOTI) EMIAOYI) TOL TPOIIOL Kt
TOL XPOVOL IIPOCPOPAS THG AYOYNG LINPEECLAS KAl A0 THV dLVATOTTA g Va

IIapPEYEL ITOL0TIKEG LIINPeoieg oe kabe otadto.

H xapaln otpat)ywkng yia v emitendn Tg WKAVOIoNong Tov IEAATH Kdt
EMOPEV®G TO KAe1d1 THG amattet:
> TV aroKInol) ToL OOOTOL MEAdT)
> v avantodn g KataAAnAng mnpotaong-adiag (value proposition) too
IIPOLOVTOG 1) TG LI PECLAG TIOV IIPOOPEPEL OTOV ITEACTN
» TV avarrtodn 1oV KATtAANAoV d1adiKaolmv IPOKEPEVOD TO TPOTOV 1) 1)
LI PECLA VA PTACEL OTOV TIEAUTH
> TNV napaxkivnon t@v epyalopevav otny €myelpnon oto va €0Tlaoovy Ot
OepeAimon piag ovolaoTIKIG OXE0NG HE TOV AT
> TV avaloorn) ToV OTPATyK®V IT00 akoAovbel 0 aviay®Vviopog IPOKELPEVOD

va aglomno)fet 1 yvoON IOV AIOKTATAL AIIO AUTL) TNV aVAAvor.

Me tov tpomo avtd Ba avamroxBel 1 emyepnoiakny xovArodpa, 1 omoia Oa
dapopeavet, Oa eaopaliet kat Oa dratnpet onpavtika entreda eSonmpétnong xat
KAVOITIOiNong Tov meAdt oto peANov Kabmg emiong kat vYPNAO erinedo apooimong,

£vvola 1] onoia avaAvetal IapaKato.
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Ixnpa 2.1: Ot napayovteg mov copPANAODV 0TIV IKAVOIIOiO1] TOD MEAdTY)

N

Ixavomoinuévog
neAarng

IInyn: www.marketingteacher.com, August 20th, 2007.

2.2 H a@ooiwor tov neAdatn otnv emyeipnon)

H obyyxpovn avtiAnyn opilet tv agooinon og éva Oetiko emimedo Oéopevong tov
neAatov, to omoto dev mpémet va Paociletat pOvVo o IIPOYEVECTEPEG EVEPYELEG

ayop®yv (1] enavaAapPavopevav. ayopmV) evog IIPOTOVTOG 1] DI PEOIA.

ITo ovykekpweva, o Oliver divet tov axolovBo Yapaxtnplotikd oplopod: «H
apooiwot. eivar pia 10yopH. 0opevon TV redatov ott Oa emavardapfoov v ayopa 1 Oa
ooVEYIooVV va eival TENATES EVOG PoiovTog 1] Hiag vrnpeoiag oto Ao, avelaprnta amo
EMPPOES O1APOPWV KATAOTATEDV 1 amd ympoomdbeieg Tov marketing mov €yovv 010 0 THV

aldayn 11g ayopaoTikyG COUTEPIPOPAS TOV TEAATOV. . .».
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2.2.1 Ta o@£An g apooimong

I'a pa onowadrjmote emyeipnorn), Ta oNPAvTKOTEPA OPENT ATIO TV dPOOI®OL] TOV
meAATOV TG  elval Koplog paxkpomnpobeopa xat owpevtikd. Ot agoolwpévol
MEAATEG ATIOPEPOLY PeYaALTEPA Kepdn oOe OXEOn Pe TOLG MEATEG MOL ANA®S
enavalapBavoov pia ayopd (aAAa xopig va éxoov TV aiobnon tng 6éopevong) 1)
pe TOLG TIEPLOTAOlaKOLg ayopaotés. Emumpoobetmg, 1 avdnorn tov emmédov

a@ooimong propet:

» Na pewwoet ta £égoda marketing, kabwg kat 10 KOOTog GOVANAYIG
» Na avdrjoet Tig COVAAaYEG avd MeAdT)

> Na PeAtiwoet ) @rjpn g etaipeiag (word-of-mouth).

APKETEG, EPMEIPIKEG KOPLDG, PEAETEG ATIOOEIKVDODY OTL Ol APOOLOPEVOL ITENCTEG HLAG
ermyeipnong etvat Atyotepo emppemneig oe IPOOPOPES AVIAYDVIOTIK®V HIPOIOVI®Y /
LIINPECLOV, TIAPOLOLACOLY PEYANDTEPT] EAACTIKOTTA TIPS, Ve ot mBavotnteg va
ayopdoovv Kat AAd ved IPOTOVIA KAl DINPECLEG TIOL IIPOOPEPEL 1] OLYKEKPIHEVT)

etaipeia, etvat avlnpéveg.

To Paowotepo amotédeopa NG APOOI®ONG MovL OKAloAoyel Ta MHPONYOLpEVA
ovpIepaopatd, ivar 1y 01atpnon tov weldty (customer retention). Opwg, mola popQr)
naipvel xat nmg propet va eSnyndet n oxéon avdapeoa oty ad@ooimor) ToL IEAJT
Kdl OTd OWKOVOMIKA daroteAéopata pag emyeipnong H amavtnon eotialetat otig
avfnpeveg dovaToOTNTEG AVAITLSNG TNG EMLYELPNONG KAl OTO YeEYOVOG OTL €vdag
MEAATNG Ano@ePel OAO Kat peyalvtepo kepdog oe Pabog xpovoo, koplwg AOYym TV
eNavaAapPavopevev ayopmv Tov dMd KAl T®V OLOTACE®V TG €Tdalpelag oe

Tpitong.
2.2.2 Katnyopieg apooiopévev neEAatov

Ot xpiowot mapdyovteg oo ennpedfovy Kat etvat oe B€01 va Katyoplonoujcoov

TNV APOOIHON TOV IIEAATAOV, ELVAL TO VYOG TOV ENAVANAPPAVOPEVOV ayop®V KAt O
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Pabpog agooiwong oto npoiov / vrnpeoia (Babpog mpotipnong kat avtiAnyn ya

1 S1a¢POPOTIIOIN O] TOL CLYKEKPIHEVOD IIPOTOVTOG/ DIINPEDLAC).

Me Baon ta nponyyoopeva, o Griffin dtaxpivet 4 drapopeTikég Katrnyopieg

agooiwong:

1. Mn agooiwon: Apketoi kataval®tég Oev mapovotalovy Kapia a@ooimorn yia
OLYKEKPEVA Mpolovia 1) vrnpeoieg, ala ovvnbdioov va alAaloov papka 1)
npopnbevtr) xwpig kamowa eppavr) aitia. Ot emyeprjoetg Oa npenet va epappoloov

ODYKEKPUHEVEG OTPATNYIKEG, MOTE VA ATIOPEDYODV TETOLEG MEPUITWOELG.

2. Adpavrg agooiwon): ITpokettatl ywa éva 100G apooimong mov opetletal Kopimg
ot oovifela. 2V MEPUIT®ON aLT), HAPA TO YEYOVOG OTL Ol ITEAATEG
MPAYHRATOIIOODY TIOANEG, enavalapPavopeveg ayopes, 1 Oeopevor] Tovg yld To
Ipotov etvat pikpr). Ztpatnyukég mov Paoifovrat ot dagpoporoinorn etvat oe Oéon
VA PETATPEYOLV TO OLYKEKPIPEVO €l00g APOOi®ong oe pid HOP@I IO EVIOVIG

deopevorng.

3. Aavlavovoa a@ooiworn: XtV OePUIT®ON avTL], Ol HeAdTEG IPAYHATOIOODV
povo Atyeg enavalapPavopeveg ayopes, IAPA TO YEYOVOG OTL APOOi®OI) TOVG OTO
npotov/ vmnpecia etvat apketd vynAn. Av avto dev ovopPaivet AOy® TV
oovOnkwv NG ayopdg (.. govor Kat €ldog mpoiovtog / vrnpeoiag), n etaipeia Oa
Hpénet va avalntioel Tovg AOyovg oL AroTEAODY EUIIOO0 OTNV MPAYRATONONOT)

peyalvtepov aplipod covaliayav).

4. Anolvtn agooiwon: H nepinrtoon avtr) amotelet tnv mo embopntr) Kataotaon
yla onowadnmote emyetpnor). Ot mehdateg napovotdfovy vYNAO emirnedo deopevong
HPE TO TPOTOV, EV® TALTOXPOVA MPAYHATONOLOLY MOAAEG enavAAdpPavOpeveg
ayopés. 'Etot, pmopel va armoteAéoovv tovg KaADTepPovg «dlagnpioteg» 1 / Kat

«DIIEPAOTIILOTEG» TV IPOIOVIMV TG ETAIPELAG.
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Zxnpa 2.2: H a@ooiworn too neAdatn otnv enyeipnon)

Customer Loyalty

I will recommend you o athers

I willl Buy mare from you

m I will continue to buy from you

| weill buy less from you

Detractors

| weill stop buying from you

| weill tall athers not 1o buy from you

Adapled mom “Loyally-based Marsgement,” Dy Frederck F. Reichheld, Harvand Suaimass Rewvede, Movembes 15, 2000

IInyn: www.enterprise-dashboard.com.

2.2.3 'E€1 «apx£g» IOD PIOPOVYV VA EMLPEPOVY TV APOCIMOI] TWV HEAATOV

Ot apyég xabodnyoLv Tig OXE0ELG AVAREOa OTOLG aAVOP®IIONG, TG KOV®ViEg KAt Td
KPATI), €VIOXDOLV TI§ &VVOoleg NG EUILOTOOLVHG Kat g otabepotntag oe éva
Srapkwg petapallopevo kat aotadég mepiBailov. Eivatl mold onpavtiko, ovovenwg,
N agooiworn tov meldtn va kabodnyeitat anod éva oovolo otabepav apymv, ot
oroleg ArOTEAOLV TO OLVOETIKO KPIKO ~AVAPEOA O pid EMLYElpnon Kdat Tovg

avOpmmoog mov v mEPPANAODV KAl OTOVG PACIKODG T1)G TIENATEG.

Axolovfel pia mapoooiaon TV PACIKOTEP®V APXDV IIOL «KaABodnyovv» v

Aa@ooimOo1] TOL MEAATH).

11 apxn: Zovepyaoia Paociopevn otnv HOwr) xat v Akepatotnta

ZNPAaviko poAo oty a@ooimorn tov meldtn dadpapatifoov ot katevbovrrpleg
YPOppEG Tov akoAovbel pia emyeipron Katd ) Aettovpyia g KAt agopovy Vv
nown. O meldtng ovyvd, MPOKEWPEVOD VA SEKLVIOEL TN OLVEPYAOIA TOL He Hid
emyeipnon, Sexivad va v Kpivel avaloya He TV KOW®OVIKY] TG

AIIOTEAEOPATIKOTITA, TNV emidpaot] tng oto HmePPAANOV KAl Tov POANO TG OtV
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emiloon 11 Onplovpyila kKowavikev HpoPfAnpdreov. To nodwko oAtoOnpa piag
EITLYELPNONG OTI) ONPEPLVI] EMOXI] PIHOPEL TIOAD YPI)YOPA VA YiVeL eDPOTEPA YVMOTO,

L€ OTL COVEIIAYETAL KATL TETOL0 Y1d TI) P KAl TEAATELd T1)G EmLyelpnong.

21 apxn: IIpootiBepevn ASia otnv oxéon IleAarn-IIpopnBeotn

21 obyXpovi) E€moxl] TV OaPK®DG PETAPANAOPEVOV . XPIHATOOIKOVOHIKOV
eCeAiSev, yiverat AOyog ya tHv Omapln TeYVIKOV K 'OTpATHyik@V apoifaiov opelovg
AVAPEOA OTNV EMLYELPNON KAl OToV IeAATn Kat T Onplovpyila piag oxéong oty
omnoia kat ot dvo kepdifovv (win-win strategy). LOTOOO Ol MEPLOCOTEPES EIMLYELPL)OELG
AIIEXOLV PAKPAV IO TNV €PAPHOYI] TETOIOV OTPATNYIKAV. ZOPPOVA HE ALTH T
dedtepn apyr) pla emyeipnon npénet va exel v nenoibnon ot vdpyet (Ppiloxetat
oe Aettovpyla) mpoxkelpévov va mpoodeétet alnbivry adia otovg Paockovg g
reAdteg. Aot n adia npénet va Angbet amo tov meAdtn otn pop@n g PeAtioong
g Owng Tov amoteleopatikomrag. Avt) 1 Peltioon épyetar péowm NG
ovveloPopdg Tov mpopndevtr) OtV HOWOTTA TG EMLYElPNONG-TIEAAT), TO KOOTOG
TOV, TNV TeEXVOAoyia Tov KTA. AvTd elvat O@END IOV o TIEAdTNG Oev pIopel pOVOG TOL
va emroyel Kat 0dnyodv oe DYNAOTEPT] AVIAYDVIOTIKOTITA KAl KePOOG yid aLTOV.
Ano mv pepwa too o mpopnbevtng kepdilel évav aAPOOIPEVO TIEAATH IIOV

oovelopépel LYNAOTeEPa kPO O avtov ot pia pakporpobeopn Baon.

31 apyn): ApoPaia epmotooovn

Baowo «dopko vAko» yia 1) Oepedioon piag ovolaoTikn)g OxEon avAapeod OtV
ermyeipnon kat tov meAdtn elvat 1 apoipaia epmotoovvn, 1 onota xtifetal pe to
xpovo. Etvat pia Prjpa nipog Pripa enavalnmtikr Stepyaoia, al\d eivat eSatpetika

WDPEANLIL O OPOLG APOOLWONG TTOV EMPEPEL KAl OTIG VO IMAELPEC,.

4n apy1): AvolyTi) HOANITIKI) TNG EMYEIPNOTG

Avt) 1 oAtk onpatvet Ot pia emyeipnorn etvat mpoboun va elodayet Tov meAdt)
«OTO E0MTEPIKO TNG» TG OYETIKA HPE TNV TEYVOAOYld IMOL XPNOWHOHOlel, TIg
EMLYELPOLAKEG OTPATNYIKEG MOV akolovbei, Ta otoixela ToL KOOTOLG TG, TOLG

Paowkovg g meAdTeg, Ve KAl Ol ITEATEG He T Oelpd Tovg elvat mpobopot va
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kavoov to 10w. IToAo Alyeg etaipeieg éyoov @tdoet oe avto 1o eminedo
EMITIOTOODLVIG, IOV elvat 1) ovotla TG Ipaypatikyg covepyaoiag. H emyeipnon etvat
pla enextaon tov PAokeVv TG MEAAToV, eKTOg PéPata tng Ol0KTHolAg KAl TV

XPHATOOIKOVOPIK®OV NG EMyeipnong.6

51 apxn: Emxévipwon oto pn avapevopevo, Imov ONHIODPYEL TNV ENUIAEOV
LKAVOIIOiN 01 0TOVG HEAATEG

Ot meplo00TEPEG EMXEIPIOELG OTOV AYOVA VA KePdloovV MeAATEG IIAPEXOLY EVaAV
IIOPNVA XAPAKTNPLOTIK®V TA OMOold 0 MeAdTNG avapevel Kat AapPavet. Zipepd, ot
VYnAég mPoodokieg TOV KATAVAN®TI] EXOVV IIEPLOPLOEL TA XAPAKTPLOTIKA KAl TV
IOWOTNTA TOL IIPOTOVTOG 1) vIMpPeoiag oe Kdtt 0edopevo. Ot meAdteg apyxika dev
AIopaKpvvovTal, ®otoco dev evbovoiralovtat mieéov. H mo npoogarn tdon eivat 1
dnplovpyla KAMOWWV YAPAKINPLOTIK®OV T oHola ot meldrteg dev yvapiloov 1)
npoodokovv, alda Ttovg evbovoolwaloov omote ocvpmeplAapPavovrat. Avta Ta
EIMUIINEOV, PN IIPOOOOK®MHEVA, YXAPAKTNPLOTIKA YEVVOLV TNV yontela OTtov IIEAJTN)

KAl TV PETENELTA APOOL®OT.

61 apxn: XTEVI) 0X€01] PE TOV TEAATY)

O mowotkog xpovog mov {odevet pia emiyeipnon yia TV eSomInpetnon Kdat
KATAvonor TOV aVAYK®V TOL HEATI] KAl I eakoAovdn MPOO®IIKI) OXEor TOL
apotpaiov cefacpod KAt euImotooLVHG amotelel Tov akpoywviaio Atbo yia v
avarrodn tov peyebwv g emyeipnong, v edpaimorn) Tng otV ayopd Kat QuOKA

T0 KAe1Ol TNG EMITLXLAG EVAVTLA OTOV AVTIAYDVIOHO.

2.2.4 Ikavomnoinot) Tov neAdtn d€ onpaivel anapaitnTa Kat a@ooinor)

Ao ta mpornyobpeva eivatl MPO@AVEG OTL 1 IKAVOIIOLINON KAl 1) a@ooil®on T®V
meAatov ovvoéovtal pe kdmotov Tpormo. [lowa eival, opwg, 1 oxéon avapeoda oe

avTtég g OO Evvoleg;

6 Hughes, M., (2003) The Customer Loyalty Solution: What Works (and What Doesn't) in Customer

Loyalty Programs, McGraw-Hill.
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ApPKETEG PENETEG, TOOO EUMELPIKEG 000 Katl Dempntikeg, £xouv Oeiel OTL ONPAvVTIKOg
appog Kavormompevey meEAdI®v arno@aocilet va otpag@et oe Al emyeipnon
[Reichheld F.F. (2003). Loyalty rules! How leaders build lasting relationships,

Harvard Business School Press, Boston]:

* Iepimoo 1o 60% - 80% TtV meAatwv ONA®VOLV IIOAD IKAVOHOUPEVOL ATIO TV

eTalpelda IPv Aaro@aoioovy va IPOTIHI00VV KAIIOOV AVIAY®VLOTL).

* Karta péoov 0po 10 84% 1oV nehatov etvat ikavomojiévol, alAa povov to 41%

ELVAl APOOI®HEVOL OTNV eTALPELd.

H Baowotepn attia anmAetag DeAatov Qaivetat va etvat 1 Kakxi) eSonnpEtnon Kat

OX1 1] OLOAPEOKELA Yla TO TIAPEXOPEVO IIPOTOV / LIIPEoia.

Ot agootopévot mehdteg, arod v alAn), avarrtvooovy oovrfwg pia 0éopevor) Kat
Hla Ox€on He TV €TAlpeld IOV, O¢ APKETEG MEPUITOOELS, Otapkel «pia oAOKAn P
Corp». 'Etot, orjpepa, eival xowva amodexto [PAene Vavra T. G. (1997). Improving
your measurement of customer satisfaction: A guide to creating, conducting,
analyzing, and reporting customer satisfaction measurement programs, ASQC
Quality Press, Milwaukee] ot1t o1 agoowwpévol mehdteg mapovotdalovv oywnlo
errinedo kavoroinong, eve to avtibeto dev woyvel kat” avaykny. «... H ikavomoinon

etvar avayxaia aAa oy1 tkavy oovOnKy yia THV aQooioot TV TEAATOV. .. »

Xxnpa 2.3: Ztadia a@ooinong Tov MeAdTn otV

EMYELPNOT)
(R (R \
Xovepyarng Epgaon ot
ODYKPATIOT)
MEAATOV

ITiotog Omadog

Ynootnpiktrg

Taxktikog [Tedatng

Epgaon
otnv
nPooiAKLOoN IMBavog IMehatng
MEAAT@OV - -

ITeAatng

36



2.3 Aoyotl yla TO0G OmOiovg Ol HMEAATEG AIOPAKPOVOVTAL A0 TNV
EMYEIPN O

Ze IIPOINYOLHEVI] EVOTNTA E€YLVE AVAPOPU Of OPLOHEVODG AOYODG Ol . OHOLOoL
AIIoTeAOLV €PIIOdI0 OTNV 1KAVOIIOUNOl] TOL MEAdT] KAl KATd OLVEIELd OtV
agooiwon tov oe pia emyeipnon. Iapakdte avagepoviatr ot KOptot Adyot oL
o1 yoLV OTNV AIIOPAKPLVOT] TOL HEAdTH) AIIO TV Etyeipnon:

» XapnAry dtagoporoinon IIPooPePOPEVOL  IIPOTOVTOG KAl - IIAPEXOHEVIS
vrnpeotag. H dtagpopomoinon g efonnpétong mov mapexetat eivatr pla
IIEPLox1) Omov etvat dvvatd va «atypal®tiobel» o meAdTng KAt va AroKTroet
1] EM1XElPNON AVIAYDVIOTIKO IIAEOVEKTNHAL.
Ot teXVONOYIKEG KATVOTOPLEG AVTLYPAPOVTAL TIOAD EDKOAL.
Ot deopol tov medatwv pe 1o OPoiov 1) Vv vInpecia elval aobeveotepot
YlaTl DIIAPYOLY HOAAA DIIOKATACTATA IIPOTOVTA Stabeotpa.

> TloM\eg emyeiproetg dev eivat oe 0éon va ekpeTal\evtodV TNV evKatlpia va

IIAY1WOOLVV TIG OXE0ELG TOVG He TOVG IEAATES:

Ot avalvtég g ayopdg éxoov avakowvmoel 0Tt 1o 70% tov enavalappfavopevov
N®ANOe®V yivovTal ano adtagopia kat oxt amno agooioorn (loyalty). Aoto onpatvet
OTL pia peydAn pepilda T@V MEAATOV PIIOPEL EDKOAA VA OTPpAPel OTOV AVTIAYDVIOHO

Kat vrnoypappidet v avaykn va evioxobet 1) epmotoodvn TOV TEAdT®OV.

37



KEDAAAIO 3°
H ©OEQPHTIKH BAXH TOY CRM

3.1 To napadoorako Marketing

Ao 11§ apyxég tov 200 adva Sa@AvnKe 1] AVAYKN IO TIG EMLYEPNOELS TNG
KATavonong TV MEAdTOV  ®G IPOAIIAITODHEVO yid TV abdnon g
ATIOTEAEOPATIKOTITAG T®V N®ANoe®V. Akopa kat otnv EAAada, 1o marketing éxave
NV EUPAVIOI) TOL TNV 10la Mmeplrov ernoxr) pe npwtonopo etawpia mv «Etaipeia
Otvev xat Owonveopdatov». Apyotepa ot dekaetia tov 1960, omov 1o ovyxpovo
marketing éyive I\éov pia evepyotatn oviotntd pe TV eSANMA®OI TOV PEYAA®DV
nolvedvikov etatpeiwv mmov Owbetav altodoya oteléyrn, Onprovpyndnkav Kat ot
AVTIOTOLXEG EMYEIPIOLAKEG DIIOOOPEG YA TNV IIPAYHATONOU0 T®V AELTOVPYLOV

Tov marketing.

Ot emyeproetg apytoav Aourov va mpo®foov ta mpoiovia Kdt Tig DINPESIEG TOLG
otV ayopd OnNplovpymvTag Tpid Kopta medid e@pappoyrg Tov, oL PIOPOLYV vV
APOPOLV PEYANEG YEDYPAPLKEG IMEPLOXES 1) EMXELPNOELG KAl OPYAVIOPOVG OADV TV

OV 7

» To marketing xatavaAo@TIKoV IPOIOVI®V, TO OIOIO £XEl MG EMIKEVTPO TOV
avlpero, Tig embopieg Tov omoiov npooradet va kalvyet. Etatpeieg onag n
Unilever, Procter & Gamble eivat pepukeg amo Tig emyelprioetg Iov mpwteg
Katavonoav ta ogéln tov marketing.

» To marketing fropnyavikeov IpoiOVI®V, OIOL Ol AYOPAOTIKEG CAIIALTIOELS
KAt avdaykeg 0ev. agopovv avlpmrovg al\d emyelpr|oelg Kat opyaviopous.
Ot emyeprijoetg avteg, onwg 1 British Steel, apyioav oxetikd apyotepa va

avtilapPavovtal tov o@életa tov marketing, diamiotwoav Opwg OTL edv

! Koopdrog, A. (2004), CRM Awyeipion ITlehateiokodv Zyéoswv - H Ztpoamnywn Emidoyn, Exdoceig
KiewdapBpog, oer. 19.
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noedav va emPwwooovv Oa mpémet va VOO IOOLV TG MPAKTIKEG TOL
marketing.

»> To marketing vmnpeowwv, 10 omoio av kat ep@avifel KAMOlEG HIKPEG
dragopég oe oxeon pe To marketing twv npoiovimy, @otdco akolovboovvrat

aro TG 10teg Paoikég apyes.
3.1.1 H £§¢Mén too mapadooraxov Marketing

Zopgova pe tov K. I1étpo Topdpa, Kabnynt) Mdapxetivyx too Tpnpatog Epnopiag
kat Awagnuong too TEI Afnvag «pe tov Opo marketing, O0ev mpémer va
ePLoPL{OPAOTE POVO O PLa EMLYELPTOLAKT] KOVATOOPA AAAA VA EIMEKTELVOUAOTE O
pa guloco@ia mov enmpedlet Ta mAavia péoa oty emyeipnon O10Tt amotelel pa

oTpatnyiki) Olepyaocta oo nPoodlopifet TIg HPAOTNPLOTLTES THG EMLXELP|ONG».8

Ot dpaotnprotnteg tov marketing, onmg napadooiakd extehovvtat, Paoifoviat oto
Aeyopevo «piypa marketing» oo Swatvnwoe o E.J McCarthy 1t dexaetia tov '60,

neptAapPavet teooepa otoyeia, yvootd Kat og ta téooepa P too marketing (BA.

Zxnpa 3.1).

Ta t¢ooepa otoyeia avta givat: Ipoiov (Product), Tipn (Price), Avavopr) (Place)

kat [IpowOBnon (Promotion).

Onwg Ba avagepbet oe emopevo tprjpa g datpiPrig, oto oxeowako marketing ta
napadootaxkda 4P aAadav 0oov. agopd 1o IMepleXOpevo tovg. Amektnoav dnAadn
KAt aoTd TNV HEAATOKEVTPLKL] @hooopia, mpoornabwvtag va xkavoov kdbe mehatn

mo moto (loyal) otnv emyetpnon’.

8 Topdapag, IT. (2000), Etoaywyn) oto Marketing xat v Epeova Ayopdg, Exk80oelg ZtapoovAn), oeA.
15-36.
? Tiwana, A. The Essential guide to knowledge management. E-business and CRM applications.

Prentice Hall, p. 20.
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Ixnpa 3.1: Ta «<napadooraxkda» 4p too Marketing

To Hiypa Tou

MapkeTIvVYyK

To piypa too pc'[pKéu\'/yK 'dpy(')'fepof ’aﬁaxtc't@r]Ka amo TE0oepd Ot elTd OTolyeld.
[Tépav tv Teooapoov onou anora}\vi T0 IAPAdOOLAKO «Hiypa TOL HAPKETIVYK»

(the marketmg mlx) HpOO'reGr]KaV smonc_; ta 816 tpia otoyeia

Fy

i

Ava(onm (Pmple), Heptﬁa);)xov (Physical evidence) xat Awadikaoieg (Processes)
(BA. mem 3. 2 )
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Ixnpa 3.2: H e§&Mn oto «piypa too Marketing»

Mpoioév
(product)

duoikd
MepifdaAAov
(physical

environment)

Mpow6non
(promotion)

Marketing mix

Aiavopn
(place)

A1adIKaoiEg

(processes) Avepwriol

(people)

To nmapadoolakd papxkeTivyk Yprotpomotlel avtd ta ototyxeia povodiaotata. O
POVOOldoTaTog XAPAKTINPAG EYKeltdl oOto OTL Td IMPONYyOLHEVA YPOVid TO
PAPKETIVYK arevfovotav og peyala THAPATa TG ayopds, onov npoonabovos va
npomOnoet to mPOIOV XWPI§ VA AOYXOAELTAl HE TO €AV TA XAPAKTIPLOTIKA TOL
propobdv va npooeAkvoovv mehdates. Emiong, de AapPave vnoyn tov ta diaitepa
XAPAKTNPLOTIKA TV avlponey 1) Wdiaitepeov opddev aviponwnv g ayopds otnyv
onoia arevBovotavll. Yriapyoov Bepata kat mepurtooelg oto napeA\fov omov éyoov
EPAPHOOTEL EMTOYMG TETOLEG TAKTIKEG, ON®G yia Hnapadetypa pe v Coca Cola 1

omota arevfovinke pe tov 1010 TPomo Kat pe akpPpwg to 1810 mpoidov oe Ao Tov

KOOHO.

Me 10 mapadoolaxko PAPKETLVYK, TA IPOTOvTad Otavépoviat oe OAA Td onpeia
IOANONG £XOVTAG T 101a YAPAKTINPIOTIKA KAt IPooeyyifovTag OAOLG TOVG ITEAATEG

pe tov ido tpomo (Malwovptng xat KavehomovAog, http://www . franchise.gr,

10 Kooparog, A. (2004), CRM Awayeipion Iedateiakov Zyéoeov - H Ztpatyywrn) Emloyr), Exdooetg
KAewdapiBpog, oeA. 23.
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2001). H ¢ulocogia tov napadoolakod HAPKETIVYK Oempel OTL TO PAPKETIVYK
OTAPATAEL e TNV eMiTeLEN TNG TMAINONG KAt HETA OTPEPeTat o aAAAoLG otoxovg. O K.
Koopatog (CRM: H Ztpatnywr Emhoyr), 2004) avagépet yapaxtnplotkda: «H
TOANoN elvar povo pia popEn emKoO®VIag pe Tovg TEAATES KA1, AV kdmo10G Vouiler 0Tt gival
TO YOVO JTOD UETPAEL, ONuAaivel OTL ayvoel 1 onuaocia tng O1aYeip1lonNg Kar TV VIOV
APAYOVTOV OIS 01 TIUES, 1] d1avour], kalwmg kai 040l 01 DTOAOITOL TPOTOL EMKOIVWVIOS YI0.

™V eMITEVLN KEPOOPOPDV TWANGTEWV».

2TV €m0y Tov ovyxPovoL marketing vrIdPYoLV Kat AANOL IAPAYOVTES IOV IIPEIIEL
va avalvovtai, va dnpiovpyoldvIal Ta avaloyd THHATA TG ayopds, Kt He
MIEPLOCOTEPT IIPOOOXT) VA HPoo@épovtal Ta ayadd pe Koplo yvepova Tig embopieg
KAl TI§ aVAyKeg TV meAatov. Metd v noAnor, to marketing npémet va ooveyiet
kat va dnpovpyet tig mpodrobeoelg yia v avarrtodn Kat IOV DOACe®V IPOTA

0TOVG 1)01] DPLOTAPEVOVG TTEAATEG KAl ETIELTA O VEOUG.

O mo amnoteAeopatikog TPOIOG yia oLVexelg IOALNOELG elvatl 1) Snjpiovpyid 1OXLPOV
OX€0E®V € TOVG MEAATEG, KAl KATL £TOL EMTOYYAVETAL POVOo edv to marketing al\a
KAt OAOKAnpn 1 emyeipnon aAAAaSovyv omtikyy yovia kat Aettovpyodv armd T
OKOIILA TOL TeAdTr). Me ) dnjpiovpyla 10X0p®mV OxXE0e®mV HETASD TN|G e elprong Kat
TOV IIEAAT®V PIIOPOLV VA AVIIPHETOIIOTOLY AKOPA Kdt ot OVOKOAeG ertoyeg (Shaw,

2005).

3.1.2 Ano 1o pafiko oto npoownonotnpevo Marketing

210 IPpWTO OTAdl0 pe To napadootaxo marketing 1) onwg Aéyetatl ota ayyAlka mass
marketing (paCiko papketivyk PA. Zynpa 3.3), Ot emyelproelg elyav mg KEVTPO
TOV dpAoTPLOTT®V TOLG TA IPOTOVTA IOV IAPIYOLV 1] TIG DINPEiEG TOVG. ADTO
onpaivet 0Tt meplopifovtav oe avtr) T PAaoc HOVOo Oty Iapay®yt) kat dtabeon tov
IIPOTOVIMV TOLG TOV OMOIMV 1] HOPPY] KAl TA YAPAKTPLOTIKA IIapépevay otabepd
X®pig ototyeta mov va ta npooappoloov otig embopieg Tov mehartr). Ot emyelproetg

dev ypnowponotovoav KaboAov 1o epyalelo TG €pevvag yid TG IPOTIINOELG TOV
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KATAVAA@TIKOD KOLVOD, EV® Ol ALYOOTEG DAPNPIOTIKEG KAPMIAVieg arevbovotayv oe
éva eopd PAOPA TNG AYOPAS TO OIOI0 EKTEWVOTAV O OAN T XOPA 1) KAl AKOpd

reploootepo. Etot, o1 otoyot tov marketing etyav Ppayvmrpobeopo yapaxtipa.

2xnpa 3.3: To «Maliko Marketing»

Mass Marketing

Fotential customers

Untargeted & impersonal message

Existing customers

IInyn: Site : www.themanager.org

Me v ndpodo te@v etwv nepvdpe oto devtepo otadio tov marketing T onoto aoket
TIg OpACTNPIOTATEG TOL O OLYKEKPIPEVA THIHATA TG ayopds. Avtd Ta
ODYKEKPIHEVA THIHATA TG AyOPds, IIOL €XOLV MPOKOWYEL Ao eGETAOT KAl £PELVA
dlapopmwv MAPAPETP®V, 0OnyoLV O KATATHNON TG AYOPdg Ot OpAdEG-OTOXODG
(target groups). H ayopda pmopel va xatatpnOel pe yeoypagika xptujpta (m.x. av
elvat mOAn 1) X®PLO, OOPPHOVA Pe TIG KAPATONOY1KEG ouVONKeG, TNV MLKVOTTA TOV
mAnfoopov), pe Snpoypagikd Kpttpla (To QOLAO, TV NAKIA, TNV OWKOYEVELAKI)
KATAoTaor), TO €HAYYeApd, KAIL), HE WPOXOYPAPIKA KPltpta (IIPOOMIIKOTN T,

kivntpa, tponog {wr)g, KAIL.).1

"' Koopdrtog, A. (2004), CRM Awayeipton Iehateiakov Zyéoewv - H Zrpatnyur) Emhoyr), Exdooeig
KAewdapiBpog oel. 32-34.
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To enopevo Prjpa etvat n petafaon tov marketing xat twv dpaocTnPLOTTOV TOL O
Tprpata g ayopdg (market segments). Kabwg ot meAdteg mpoPaivoov oe ayopeg
MPOTOVTIOV AN KAl DINPEOLHV, IPOKLIITOLY ONOEVA KAl IIEPLOcOTEPA dedopeva
oo oyetiCovtatr pe avtovg. Ot emyelprioelg ovpmepaivoov ott Oa émpene va
eKpetal\evovtatl avta ta dedopéva mov eivat to 1010 XP1olpa Kat IOADTIpA e
avTtd TOV IPOTOVIMV, WOTE VA OLOXETIOOLY TOVG MEAATEG PE Ta HPotovTa Tovg. Me
duTO TOV TPOIIO Ol EMLYELPTOELG dpxloav va PAEroov Tig drapopeg petalp opdadmv

EAATOV IOV OXNPATICOLY TA THHHATA THG AYOPUS,.

Ta dedopeva agopovy dlagopa YAPAKTNPLOTIKA TOV HEAATOV OII®G :12
> Teoypa@kd YapaxInploTiKd, IOD APOPOLV TN YE@YPAPIKY] KATAVOHL] TV
KATAVAA@TOV ON®G o MANOvopdg Oe pia IEPLoxT), I} ITDKVOTNTA TOL
mAnBoopov, ot KA\ipatoloyikég oovOnkeg K.d.
> ANpoypa@lKda XApPAKTIPEIOTIKA OI®G TO QPLAO, 1] NAIKIA, 1] OIKOYEVELAKI)
KATAoTAoT), T0 HOPPWOTIKO eMiredo, To e100dnpa K.d.
> Woxoypa@ikd Yapaxktnplotikd, 0nAadl) 1 IPOO®IKOTTA T®V HEAAT®V 1] O

TPO10G (®I)G TOLG.

Ot emyelprioetg, pe v avdaioon avtav TeV 0edopevemv Kat oe oLVOLAOPO He Ta
XAPAKTNPIOTIKA T®V HPOIOVI®Y KAl TOV AVIIOTOlY®V pypdteov tov marketing,
HPIIOpoLY va dnpiovpyroovy Ta KataAnAa tpipata g ayopds. Ta tprpata avta
elvat opadeg MEAATOV He KOWA YAPAKTPWOTIKA OTad OIOoid HIIOPOLV Vd
IIPOOMEPOLY KAl Ta avriotolya mpoiovia. Me tnv avdlvon tov THNPHATOV TG
ayopdgs, IETLXAIVOLV TALOV KAADTEPT) TIPOOLYYLON HE MEPLOOOTEPO eSelOIKELPEVEG

npomdntikeg xvroelg (Topapag, 2000).

Z1g apyeg g dexaetiag tov 1970 mapatnpovpe T peteCENdn g £vvolag Tov
marketing pe Vv epgavion too opov «direct marketing» (apeco marketing PA.

Ixnpa 3.4), onov 1 npowbnon agopd peyalovg apldpovg medatov oovidmg péow

12 Topdapag, ITétpog (2000), Eroaywyr) oto Marketing kot v Epevva Ayopdg, Ex60oeig Ztapoovln),
oel. 15-36.
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drapnpiotiknig alnloypagiag, padikr) armooToAr] €mOTOA®V, Ola@npioce®V O
replodikd kat epnuepideg. To dpeco marketing, Paoclopevo oro mapadooiaxod
marketing, eotiaetat ot padikr) mpowbnon Kat IOANCH MPOIOVI®V Ot 000 TO
dvvatd meplocotepovg meldteg. Ot avaldoelg yla TV AIOTEAEOHATIKOTNTA TOV
apeoov marketing ovowaotika efetalovy TNV ANOTEAEOPATIKOTNTA - TV
npo®tnNTK®V Kivroewv, mmov Ot dtagepovv amod meplmtmon ot meplrtaor). Ot
KLVI|0elg avteg elvat ot 10teg mov epappolovial oe SlaPOopeTIKEG MePLOYES TNG

ayopag.
Ixnpa 3.4 : To «Apeoo Marketing»

Direct Marketing

F'l::-tential CL 5tumer5

%7@

Somewhat targEtE:I & personalized message

Existing customers

2A8

IInyn: Site : www.themanager.org

dravovrtag oto onpepa; To marketing Paocietat otig melatelakeg OXEOELS EVR 1)
¢pevva elvat mo MOALIINOKI Kdt @tavel oe peyalvtepo Pabog. Me tn xpron tov
VE®V TeXVOAOYI®V, Ta dedopeva mov ovAAEyovTal aSlomolodVIAl e TETOL0 TPOIIO
oote To marketing va prmopel va amoxtrjoet MANpr KAt OQAlPlKr) €KOvVA yld TovV

Kkale meAdtn Yoplotd. Avtd £xel Og AroTéAeond 1) emyeipnorn va eottdletat oe kade
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nelatn), pe Tov omoto mpoonabel va dnpiovpyrjoel pia 0xLPL KAt PAKPoXPOvia

oxéon (Koopdarog, 2004).

3.1.3 «One-to-one Marketing»

To «one-to-one marketing» (¢vag mpog évav) etvat 1 emxowevia pe Tovg HeAdteg
oe pla mpooomikr) Pdaon, OnAadn) 1 AVTIPEIEIION TOV MEAATOV O ATOPIKEG
OVTOTNTEG IIAPA MG AVTIKEIPEVA HAJIK®V IOANOEDV.
[Tpokettat yia pia pébodo papKeTvyK mov:

» Baoiletat otov mehatn (avaykeg, embopieg, evolagpepovta, opeAn).

» Baoiletatl otv nAnpo@opnor (information-intensive).

> 'Exet paxponpobeopo opilovta.

> Emxevipovetat oto pepidio tov meAdtn napd oto pepidlo g ayopds.

TehAika to «one-to-one marketing» 0ev. elval THOTA MePLOOOTEPO A0 TNV
KATAAANAI HIPOO®IIKI) OXE0I IOV KAAlEPYelTAl avVAapeoa OTov HMANTL KAl OToV
riehatn). Ilpokettat yia pia péfodo, ota mhaiola Tov papKeTvyk oo Paociletat otnv
OX€on pe Tov meldtr), IPoKepEvoL va Onpovpyndel 1 agooiwon tov medatn. H
AavAayKn YP1jong Tov IPOKLIITEL ATIO TO YEYOVOG OTL Ol ITEAUTEG:

> 'Exovv yiver mo «e§onvow dtott Stabétovv meptoootepn mAnpogpopia.

> Awabetoov Atyotepo edevbepo xpovo yia evaoyOAnon pe dragpnpioets.

» Baoilovtat Aryotepo oty papxa (brand loyalty).

> Alvoov peyaldtepn EH@aAc) oty T KAt OtV 00T Td TOL IIPOTOVTOG,.

ZOVEN®OG ALTO IOV ENOIWKEL O OVYXPOVOG KATAVAND TG IIPOKEHEVOD VA AIIOKTI|OEL
EUITIOTOOLVI) OF Il EIMYELPNON, €lval 1 IIPOOKIIKI] OXEON PE TOV OOANTL. Z€ ALTO
10 OpoPAnua épxetat va dmoel ADOI TO «Evd IIPOG £Va» HAPKETIVYK, TO OIOiO0
BePata Ba frav advvato ywa évav peydlo opyaviopod va vAomowbetl ywpig v

arapattnt xpron texvoloylag, Iov oty npokepevn nepintmorn) etvat to CRM.
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3.2 H g1 \oco@ia too Mdapketivyk

Baowr) apyr) tov pdpxetivyk anotelet 1) PooéAKLON KAt 1) Olatr)pnorn HEAAT®V IOV
aro@époovv képdn omv emyeipnorn. O Phillip Kotler amo to 1984 oto BipAio tov
“Marketing Essentials” ava@épet o1t 11 @thooogia tov marketing «Bewpet oav
KAeWOl, yla v emiteouln) EmyelppATIKOV AIIOTEAEOPAT®OV, Tov KADOPlopo Tov
Avaykov Kat embopiov 1oV ayopmv-otoxmVv (target groups) Kdt TV KAvoIIoinor)

TODG IT10 AMIOTEAEOPATIKA KAt arIodoTIKA Ao Tovg aviayaviotég» (Topapag, 1997).

O xevipkog antog okorog tov marketing mpovmobétel 0T 1) eTarpia eivan oe Béon
va yvopilel Ta XAPAKTNPLOTIKA KAl TIG IPOTIPHOELG TOV TIEAATELAKOD TG KOVOD Kt
va MIpoo@epel MPOIOVIA KAl LINPeoieg MOV va KAVOIIooLY Tig efeAtooopeveg
arnattrjoelg T@v nelatov ([MAaxoywavvaxn, 2003). Kopo epyo Aoutov xabe
Tpnpatog marketing piag emyetpnong etvat i Afjyt) aro@aoem®v oL d@opPOovLV OTO
marketing avTrig, ovvenwg eival avaykaia 1 mArpn yveoon TG COPIEPLPOPG TOD
EAATH/ KATAvVaA@Tr) OXt HOVO KATd TV dyopd T®V MHPOIOVI®V KAl LIIPEcLOV

al\a pwv kat petd ano aotny (Webster Jr., 2005).

Ze eva Oovapuko meplPalAov IMOL Ol KATAVAADTEG €xovv T dvvatot)ta va
emAECOLY avAapeod 0e TTOAA AVIAY®OVIOTIKA IPOIOVIA KAl LIIPeoieg IAPOPOIOV
PodlaypaAPaV, 1 IPOCEAKDON KAt 1) dlatrpnon neAdt®v otnpifetatl ooyxvd otnv
¢ppaon oo detyvel n mpopnbedTpla emyeipnon oV MPOOWMITIKY] EMKOIVAOVIA Kt

KATavonorn Tov- avaykev too nedartn (IT\akoyiavvakn, 2003).

Zopeava Aouiov . pe Vv @ulocopia tov marketing (marketing concept), o
KATAVAA@TIG AIIOTeEAEL TOV KOPLo adova yOP® drIo TOV OIoio Kiveitdt 1) ermyeipnon).
Oa pnopovoape va movpe NG 1 @Uocopia tov marketing ovviotatat oty
AaVeLPEOT] KAl EKMAIP®OL TOV AVAYK®V TOL IeAdTtt). O IpooavatoAlopog anTtog Tov
emyelproemV, £xet Sexivroetl amo v dekaetia tov 1960, omov ot duaopeg Taipieg

APXLOaV VA OLVELDNTOIIOIOVY TV AVAYKI) VA ITANOIIC0DY TOV KATAVAADTI) KAl Vd
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YV®PIOOLV T AVAYKES, MPOTIPNOES Kal Olabeoelg Tov Kat pEXPL TG HEPES HAG
eSakohovbel va amotelelt (nrovpevo ya Tig emyepnoelg. H @uloocogpia tov
marketing (marketing philosophy) ex@pdalet v amodoyr) tng xvplapxiag too
neAatn/katavalet) oo v - emiyeipnorn. Ot emyelpr|oelg  mapdyoovy — o,Tt
embopody Ol KATAVAADTEG KAl (PLOWKA HMEYLOTOHOOLV TNV IKAVOHOLINorn TOL
Katavalatr) (customer satisfaction) €tot 1o x€pdog Oa ¢pber oav amoteAeopa tng
wavornoinong avt)g. Ta kopla otoyeia g @hocopiag tov marketing,(marketing
concept), onwg avagepovtat oto PipAio Eloaywyr) oto Marketing xat v Epeova
Ayopdg (2000) tov k. IT.Topapa etvat:

» Ipooavarohiopog otov medarn/katavalory. H emyeipnon  npoonabel va
evtomioetl Tig embopieg Kat Tig avaykeg TOV MEAATOV KAt QPOVTi(el va Tig
IKAVOTIOU)OEL IIPOOPEPOVTAG TOVG TA KATAANAA IIPOTOVTA KAl DIINPEcieg OO0
10 duvatov KaALTePd, AIIOOOTIKOTEPC KAl AIOTEAEOHATIKOTEPA AIIO TOLG
AVIAYWDVIOTEG.

» Tunuaromoinon Mg ayopas. A@ov X@PlOTel 1] ayopd oe TpNpata (segments),
Oa mpenet yia kabe tprjpa va akoAoodndet dlagopeTiky] OTPATYIKL). Ze AUTL
Vv nepinteorn) fewpeitat avaykata 1 peEAET) COPIIEPIPOPUS TOV KATAVAADTI)
KAl 0¢ PePIKEG MEPUITM®OELG aKoAovDeital dSapopetiki) oTpatyikr) yia Kabe
riehatn) (client account approach).

> Xoveyn mapaxkodovBnon  tov mepifardovrog  THG  emyeipnong  (MOATIKO,
OLKOVOPIKO, IOALTIOTIKO, VOHIKO, KOW®VIKO HePIPAMOV peoa oto omoio
dpaotnplomoteitat 1 emyeipnon).

> To képdog th¢ emyeipnong, to omoio Ba épbet wg PuOoKO ermakoAovbo, apov 1
ermyeipnon £xet vrobetrioet Kat epappolet ) OTPATN YKL TG COPPOVA e T

¢@uooogia too marketing.

Etval yapaxtplotiko 0Tt mOANEG emyelpr|oelg £Xovv arodeytel T @rloco@pia tov
marketing aAAd dvokoledovial va TNV epAPPOOOLY PEXPL KAl ONHEPA AV KAl
diabétoov OAa ta otolyeia tov piyparog marketing. Kat aoto ywati amattettat
okAnpr} OovLAeld KAl APKETOG XPOVOS yia va dAdASet 0 MPOooavdatoAopog Tng

emyeilpnong, OnAadry va petatomotel To KEVIPO PAPOLG TOL EMXELPNHATIKOD
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IIPOCAVATOAOPOD A0 TOV IIPOCAVATOAIOHO THG IAPAY®YIG 1) KAl TOV HOANCEDV
otV ayopd kat tov mekatrn/ tehiko katavalet) ([TaSipadng, 2002). H kalvtepn
KATAavonorn TV YAPAKINPOTIKOV TG Iedatelakng Pdong oovpPaliet ot
dnpovpyia xat petaPifaon oynAng adiag otov meAdtn KAt Ot HeYLIOTOIIOIN 0T TG
kepdogopliag tg emyeipnong. I'a va emrevybet avto, évag avavopevog aptopog
EMLYELPT0E®V EPAPHOCeL TTEAATOKEVTIPIKEG OPACTNPLOTNTEG 0TV AYOPd, ON®G elvat
Ta ovoTpata Olaxeiplong Twv oxeoewv pe toug nedareg (Customer Relationship
Marketing 11 Management), oxeTikd pe ta omoia yivetal eKTEVIG ava@opd Otd

\atiola g napovodag dtatpPrg.

3.3 To MAPKETIVYK TOV ZXEOEDV

Onwmg avagépOnke oe mponyoLHevVI] evOTNTd, Ol EMYEIPIOLS AVAYKAOTNKAV VA
EQPAPPOOOLY Veeg popPeg marketing mpokeévov va avtipet®nicovy tov ohoéva
KAt avSavopevo aviay®viopo. Amno to TéAog g Oexkaetiag too 1980, to
Mapketivyk  t@v oxeoewv (Relationship Marketing- RM) epgaviotnke oto
IIPOOKI VIO ®G EMOTNHOVIKOG TOPEAG TOL HAPKETVYK. Me Atya Aoywa, o 0pog
marketing oyéoewv (BA. Zynpa 3.5) meprypdgel Vv TEXVN va Onpovpyel pua

EITLYELPTO1) IKAVOIIOUHEVODG TTEAATEG KAl VA PITOPEL va TOLG Otartnpet.

2xnpa 3.5: To Mapketivyk tov Zx¢oewv (Relationship Marketing)

ENECIOKD
MAapKETIVYK

EfutTnpTnon
MeAaTUdv

IInyn: Site : www.business-meetings.co.uk
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Méoa ota m\aiowa g Kpitikng tov napadootakod marketing oo petefn oe pa
nepiodo  omov 1o marketing Aettovpyodoe yia mdpa moMa  xpovia
IIPOOAVATOANOPEVO OTA THIRATA TIG AYOPAS, IIPOEKDPE 1] AVAYKI AVILKATAOTAOLG
Tov pe To marketing oxéoewv To omoio onuaivet ) Onprovpyia, avdamrodn Kat
diatr)pnon evog OIKTOOL MEAAT®V HEOA OTO Omoio 1) emiyeipnon Ba avamtodetl Tig
dpaotmpromteg g (Iladiypadng, 2002). To marketing Twv oxéoemv Aourov
OKOIIEDEL 0TI ONHIoVPYIAd PAKPOXPOVI®V KAl Apolaia IKavorouTik®V OXEoemV He
Toug meAdteg, Tovg ImPopndevTég Kat Tovg OLAVOHELG TNG EMXEIPNONG, € OKOIIO TN
dtexdiknon kat I datr)pnon TV MIPOTIHIOE®V KAl TG HAKPOXPOVIAS OOVOEOTG

TODG pe TV emyeipnon (Zappaviotng, 2002).

To marketing T@v oxeoemv g évvola, DIIAPYEL ATIO T} OTLY[I) 0L ERPAVIOTNKAV Ol
epnopikég oovalayeg petald tov aviponwv. Etotl, Oefayotav avéxkabev oe
ermnedo KATAOTPATOG TNG YELTOVIAG 1) HIKPLG emtyeipnong yevikotepd, OIov o
WOWOKTN TG AVENTLOOE IIPOOWMIIKES OXEOELG HE TOLG, TIEPLOPLOREVOL aplipov,
MEAATEG TOV. XTI OLVEXEL, PE TNV adSON TOL PEYEHODG TV EMXEIPIOEDV KAl TOV
aplpod TtV meAatov Ttovg, pewwbnke 1) eAaytotomou)dnke 1 SvvatomTad TOV
EMYELPIOE®V VA AVAIITOOOOLY IIPOOMIIKEG OXE0oelg pe Tovg meldteg tovg. Ot
napadootaxég dpaotnprotnteg tov marketing agopovoav Kopimg TV MPOCEAKDOT)
vé@dv IEAatev, eve  de dwotav 1 avdloyn onpaocia ot Swat)pnon TV
VIIAPXOVI®V HEAdT®V, KAtt Imov 1)pbe va kalower 1o marketing oxéoewv. To
marketing tov oyéoemv avagipetat oe 0Aeg Tig Opaotnplotnteg Tov marketing ot
oroileg otoYeLOLV OtV KabEpwor, avamtodn Kat Oatpnon METLXNHEVHOV

«OXeOLAKOV» AVTIAAAAYQDV pe Tovg Iehdateg (Zappaviotng kat Kapyidng, 2004).

[TA¢ov, pe Ta KATANANAA OLOTPATA HETPNONG, Ol EMLYEPNOELS HIIOPOLV Va
YVopiloovv Oxt opddeg meAatav alAd Tovg id1ovg Tovg meldreg. Baowr) apyr) etvat
0Tt 0 KaOe ITeAdTNG elvat S1aPoPeTIKOG KAt 1) EMYeip1OnN PE TNV €0TiAON OTOV IIEATTN
avalvel To IPo@i\ KAt Tr) COPIEPLPOPA TODL KAl TOL IIPOOPEPEL TA KATANNAA
MPolOVTa 1] LHONPEOlEg MOL MALOV APYOAV VA AIIOKTODV £vav IPOCKIIKO

xapaxtpa (Rust, et al., 2004).
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To marketing oxéoewv eivatr n televtaia ovviayr oty avalton TV
EMLYELPTOE®V Y1a T SNPIoVPYIAd AVTIAY®VIOTIKOD ITAEOVEKTIUATOG OTIG AYOPES TTOV
dpaotnpromotovvtat. [ToAot epevvnteg 1oyvpifovtat 0Tt avty n véa @rioco@ia, to
marketing oxeoewv, amotelel YAPAKTINPEOTIKO MAPAOelypa HETANTOONG TN
€oTiaong @V OLVANAKTIK®V (transactional) Aettovpywwv tov marketing, oe éva
marketing oo eotialetat oTlg OXE0elg PETASL TOL MEATH KAt TOL Ipopndevtr| Tng
emyeipnong. O  OLVAANAKTIKOG  XAPAKTPAS TOL  HAPAO0OIaKOD - (Palikov)
marketing exet m\éov apyioet va epgavifet adovapieg oto va e§nyroet ) goor Kat
T1G O1AITEPOTITEG TOV OXE0EMV HPETASL T®V eUnAeKOpEVOVY og avto (A. Koopdtog,

2004).

To marketing tov oyxéoewv Paoiletat ot Bewpntikn damowrn OTL LIAPXEL &va
«oouvexeg» (continuum) TOV OXE0E@V TG EMXEIPNONG HE TOLG IEAATEG, TO OIOL0
Sekvdd amd Hua OMTIKI) 1) OIOLd OVLOLAOTIKA OTOXEDEL OTNV EMiTELSH AADV
OLVAAAAY®DV HE TOLG MEAATEG KAl PTAVEL MG TV bLobEtnon piag prlocogiag 1) onota
emdwwket T dnuovpyla - otabepov,  paxpompobeopov  kat  apoiPata
IKAVOIIOU)TIK®V OXE0E®V HE aLTOLG. Me avtO TOV TPOIO 1) EMYelpnOr OKOIELEL
TeAka ot Onplovpyia «abpoilotikrg» (cumulative) wkavornoinong Tov meAdtn Kat
OXt amnAd Kavomoinong damo pepoveopéveg, epamnal ayopés. To teAko Oe
aroteAeopa elval 0Ty, KAtd maod mifavotntd, 0 wKavormoupévog medtng Oa
Iapapetvel IMEAATNG THG EMXEPNONG, KATL IIOD OLHEPEPEL OTNV  EMXELPNON
dedopevou OTL 1. Sapnon TOV LVHAPXOVI®V HEAdT®V elval IMOoAD Atyotepo
damavnprn amod MV IPOOEAKDON VEDV. ZNpelmveTal 0e OTL pe TOV OpO MeAdTNg
evvoeital ette 0 TeAkog mehdrng, dSnAadr) o Katavalmtng, eite o evolapeoog, dSnAadr)

0 EMLYELPNOLAKOG ayopaotr§ (Zappavimtng kat Kapyidng, 2004).

H véa aotr] @ulocogia, Imov Epxetatr g Hwa OTPATNylKn avtidpdon Ttwv
EMYELPT0E®V OTIG AAAayég IOV oLUPAivoLV OTO emelPnolaKo mEPPBANOV, yive
Oextr) pe apketd evBovowaopo. Ot vmoowpiktég tov marketing oxéoemv
oyoptlovtat ot éva woxvpo kat wavo marketing, mov éxet wg Paon m véa

¢pu\oco@ia, propel va dnpovpyr|oel Kat va bIootnpiset pa apoPpaia oovepyaotia
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Kat aAnAeSaptnon petadd TV ePIAEKOPEVOV HEP®OV IO 00N yoLV OTr dnptovpyla
adlag yia tov mehdtn), oe avtifeon pe 10 KAAoOoKO obVaAaxTiko poviého (Bendell,

2006).

3.3.1 Ta otoiyeia T00 MAPKETIVYK TV OXE0E@DV

H mpotovtikr) diaotaor noov emkpatrovoe oto napeAbov omov dwvotav épugaon ot
d1abeon ToL MIPOTOVTOG KAl 01 PAciKol APAyoVTeg TG AeLTODPYLAG 1)TAV TO OMOTA
dapoppapévo piypa tov marketing, petatpdnnke o€ DIIOOLVOAO TG ELPVTEPIG
évvolag g eSonnPETNong TOL MEATH) IOV EVODUATOVEL THV eSLIINPETNON PETA TV
noAnorn (after sales service), v apeon emiAvorn npoPAnpdateV mov epgavifovrat,
kabwg xat ) ovAloyr), OlepedVNON KAl AVIIHET®IION TOXOV IANPOPOPLOV IIOV

dtatvnewvovTtatl aro 100G ITEAATEG.

Emmpoofetog 1 évvola g mowomntag TV - OPOlOVI®V 1) OINPEOIOV  EXEL
avarpooappootel pe MEAATOKEVIPIKY] PUAOCOPIA KAt IMAEOV 1) HOWOTNTA KAl 1)
diatr)pnor) tng dev mepropifetat oty dradkaotia g DAPAy®yI)G, aAAA Kat OAeg ot
vroAotrreg diepyaoieg extehovvtal pe Pdorn npokabopilopeva mpoOTLIA IOOTNTAG He

EIMKEVTPO TIAVTA TV IKAVOIIOLNO1] TOV ITEAATH).

Oxto eivat ta Paocika ovotatika tov marketing oyéoewv ( A. Koopatog, 2004)

1. KooAtovpa kat

2. agieg (culture and values): H xovAtovpa kat ot adieg tng emyeipnong mpéret
Va EXOVV OLAPOPPDOEL EVAV IMTEAATOKEVTPLKO OLVOLACHO.

3. Hyeoia (leadership): H nyeoia, mpiv odnynoet v emtyeipnon va epappooet
1o marketing oxeoewv, Oa npémnet va Beoel mg otox0 T dnpovpyia oxéoemv.

4. Ztpatnyikn (strategy): H otpatnywkr mpémet va €xel MEAATOKEVTPIKO
XAPAKTHPA KAt va IEPINAPPAVEL AVTIKEIPEVA OXE0EMV KAl OTPATNYIKES, TTOD
va etvat ovvoedepéveg pe TODG ITEAATEG KAl TOLG 10XLPOVG OEOPOVG pe aLTOVG,.

5. Aopn (structure): Ot napadootaxés opyavaTikég dopeg elval opyavmpeveg

Katd npotov 1 ayopd. Ot opyavetikég dopeg Oa mpemet va arAagovv, Kat 1
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al\ay1 avty) va elvat OLPP®OVI] HE TOV IEAATOKEVIPIKO YAPAKTPA TIG
eryelpnong.

6. AvOpwmnot (people): H exniaidevon, n avamtoln otedexov mov 0a £xoov wg
KOWVO OTOXO TNV OKOOOPNOT) ITEAATELAKDV OXEOEMV.

7. Texvoloyia (technology): H texvoloyla pmopei va naiet moAovg polovg
H€Oa Oe pla etatpeld KAt petadd plag eraipelag Kat T@V HEAdTOV TG, O
eCHTEPIKEG KAl €OMTEPIKEG  EMKOWMVieG, IMANPOPOPLAKA OLOTHHATA,
AIIOKTI 0T YV®OIG KAt IPOoPAEPels.

8. Awadwkaoia (process): Enavaoyediaopog tov Stadikaoiov yopw ard tov
nehatn), Oépa yia 1o omoto pnopet va anattnfoovv ovowwdelg arAayég otig
vrapyovoeg dadikaoieq. Oa npemnet va dnpoopyndody auTOpATONoupEVES
dadikaoieg yia xabe meldtn amo v vrdpyovoa medatetaxn Paorn. Ot
dadikaoieg Oa oloxAnpawvovv Tovg avipwrovg, TV TeExvoloyla pe TN
dnpovpyia oxvpwv Odeopmv pe TOLG MeAdTeg.  Amatteitat Aourdv va
€0TLAOTOVHE OTIG OLaOIKAoieg eSDIINPETNONG TOV DIIAPXOVI®OV IMEAAT®V OOTE
va dwoovpe alla Ip®Ta Ao OAd OTOLG ITEAATEG KAl KAT EMEKTAON OTHV

eryelpnon).

3.3.2 Apovtiko kat emiBetiko Mdapketivyk

210 onpeto adiCelt va ava@epbodpe O0TOVG OPOLG «ARDVTIKO» KAl «emBeTiKo»
marketing. H otpatyixr) diatr)pnong tov vnapxoviov MEAATOV aro v IAevpd
NG EMLYELPNONG Kal 11 000 TO dLVATOV HeYaADTEPT) LKAVOIION o) ToLG ovopddetal
apovTIKO papkeTwyx (defensive marketing), evwo 1 avtibet Hepimt®orn OIOL I
ermyeipnon mpoornabet va IMPooeAkbOel VEOLG MEAdTEG dAIIO  AVIAYDOVIOTUKEG
EILYEPoelg Kat va  dtevpvvel 10 pepido g ayopag ovopaletar emtbetino

papkeTvyk (offensive marketing)!3.

13 Stefanou, Constantinos J., Sarmaniotis, Christos and Stafyla, Amalia (2003), “CRM and Customer-
Centric Knowledge Management: An Empirical Research”, Business Process Management Journal,

Vol. 9, No. 5, pp. 617-634.
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H &evtepn otpatnyikn) eav xat mo kootoopog (Jacobs 2007) mpotipatat amo Tig
EMLYEIPIOELG. ZKOIOG Tov apuvtikod marketing eivat va elaylotonou)oet v
AIIOX®PN 01 TOV TEAAT®V AIIO TNV EMYEIPIOT KAl VA PEYLIOTOIIOUOEL TV IIAPAPOVT)
TODG Og LTV M€ AIWTEPO OKOIO TNV IIPOOTACld T®V IPOTOVIMV TG EILYElPNONG
aro Tovg aAvIay®vioteg tG. To apovTiko PAPKETIVYK armotelel PAOIKY) OTPATYKI)
TOD PAPKETWVYK TOV Oxeoewv (Zappavwwtng, 2002). Zinv mpadn PePata ot
EMXEIPI0Elg epappofooy Kat Tig dvo oTpatnyikeg, divovtag OpmG peyalvTepn

¢U@aot) OtV APDVTIKT] OTPATN YK AOY® TOL AVEAVOPEVOD AVIAY®VIOHOD.
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KEDAAAIO 40
YYSXTHMA AIAXEIPIZHX XEXEQN ITEAATQN (CRM) -
OI BAXIKEXZ ENNOIEX TOY CRM

4.1 Ewaywyn

H paydata petaBolr) tov aviay®vioTikod HeptPAAAOVTog IOV COVIEAEOTKE KATA
TG Tehevtaieg dvo Oexkaetieg AOy® TNG IMAYKOOHIOHNOINONG, ThG OSLVONG TOL
aviay®viopod Kdat TG avamtodng tov  dadiktoov - dnpiovpynoe  otov
EIMYEPNHATIKO  KOOHO Véeg avdykeg yid - Oa@oporoinon Kdi avevpeon)
AVTIAY®OVIOTIKOD MAEOVEKTIHATOS, HEO® TG  OTPATNYIKIG  LAOIOINONG VEWDV
Texvoloywwv. Ot emyelprioelg yprjyopd Oldmiot@oav. OTt 10  aVIAY®VIOTIKO
MAEOVEKTNPA IOV oOtpiletatl oe MPOTOVTIKA  YAPAKTNPLOTIKA Ogv HIIOpel va
eSaopalioel pakporpofeopa o@ENN KAt €0TPeYPav TO evOLAPEPOV TOLG OTOLG
reAateg, e0Taloviag T OTPATNYIKI] KAl TI) ODVOAIKI] TODG IIPOOEYY1O0l 08 ALTOVLG
(customer centric approach). Ztowyela peletov g etaipeiag Ernst & Young
arrodelKvOoLV OTL ONOEVA KAl PEYANDTEPOG APOpOG EMYEPI)OE®V EMEVOLEL OTO
CRM xat ot OXeTIKL) Pe ALTO TeEXVOAOYLd, IIPOKEIPEVOD VA MPOOPEPEL TIPOTOVTA 1)

vrnpeoieg oo taiptalovv otig avdykeg kabe mehdatn (customized products).

Ot emyetpr)oelg IOL AMOTOLYYAVAV VA EMIEVODOOLY O AVTEG TIG TEXVOAOYieg KAt Katd
OLVEIELd VA ONUIOLPYIOOLY - €Vvd  AVIAYWDVIOTIKO TINEOVEKTNHA, elxyav @G
AIIOTEAEOPA VA DIIOOTOLV ONPAVTIKEG (npieg Oe OYEON e TOLVG AVIAYMVIOTEG TOVG

riov £8e1§av apeon avtamnoxkpon kat evehéia.

H nelatokevtpikr] @rlooogia, oo £xet Tig pieg g oto Relationship Management,
0g OLVOLAOPO pe TNV TeEXVOAOYLA TG MANPOPOPIKIG OO yNOaV OtV avAITodr Tov
Customer Relationship Management (CRM). To Customer Relationship
Management ¢xet tig pileg toL 0T QUAOCOPIA TOL OYEOLAKOD HAPKETIVYK

(relationship marketing) to omoio mpoteivel petatomon amo TV E0TiAON O
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pepovepeveg oOVANAYEG Kat T dtapkr) avadh)tnon Vemv MeAat®mV, ot Olatpnon)
TOV DIAPYOVI®OV HEAAT®OV KAl T dlaxelplon ToV oxEoemV pe autodsg, OTOXEDOVTAS

OTNV PaxKpoxpovid kepdogopia.

4.2 Opropog tov Customer Relationship Management (CRM)

To Customer Relationship Management (CRM), 6mov ota eAA\nvikd amodidetat pe
tov opo «Awayeipion Iledatetakov Zxéoemv» MPDTOLPPAVIOTHKE OTA HECA TNG
dekaetiag tov 1990 xat xpnowpomoteitat ywa va HEPLyPAYEL TG MPAKTIKEG, TO
AOYIOPIKO akOpa Kat Tig O1adIKTuAKEG EPAPHOYEG PEO® TOV OMOI®V Hid EMLXELPN 0N
katavoel kat efommpetel KAAOTEPA TG AVAYKEG €VOG TAAAIOL 1) KAl &vog
peAdovtikod melarn g (Payne and Frow, 2000). To CRM arrote)et pia OepeAiodn
EITLYELPNOLAKT| OTPATYIKI] AVAIITLSHG 1] OHOld AVAQPEPETAL OLXVA KAl G one-to-
one marketing xat amooxomel ot dOwaTPNOLN PAKPOXPOVI®V Kat apoPata
ENOPEA®V OXEOEDV HE TTEAATEG OTPATIYIKIG ONPAOLaG, eMOIWKOVTAG IAPANNAA TN
peytotomnoinon g xepdogopiag xat g adiag T000 yia Tovg IMeAdTeg 000 KAl yid
v emyeipnon. Ewdwotepa, peoo tng otpatnywkng CRM n emyeipnon emdimket,
epa aro T datpnon IOV MEAATOV Yid PHEYANO XPOVIKO OldoTid, T HETATPOI)
TODG Og PEYANDTEPODG KAl HEPLOOOTEPO KEPDOPOPODG MEAATES, TOVG OIIOIODG ELVAL OF

0¢on va eSonmpetet 0Ao kat mo arnodotikal4 (Chen and Popovich, 2003).

Tavtoxpova toyver kat 1o avrtifero, OnAadn ot emiyelproelg avalntovv va
avayvepioovy Tovg XELPOTEPODS MEAATES, 1) TODAUYIOTOV TOVG ALYOTEPO EMKEPDTG,
Kat npoorabovy va tovg amnobappvvoov arod T Olevépyeld OLVAAAY®V HE TV

ermyeipnon.

Ta Oedopéva twv medat®v ovAAéyoviat amo Sid@opa onpeia TG emyeipnorng,

ODYKEVIP®VOVTAL Of HPla Keviplkr] Paorn Oedopévev Kat pe Tn XPHon g

' Chen, L]. and K. Popovich (2003), “Understanding customer relationship management (CRM):
People, process and technology”, Business Process Management Journal, Vol. 9, No.5, pp. 672-688.

56



Texvoloylag, avalvovtal Kat «dlavepovtalr O OLDYKEKPLHEVA Onpela eviog Tng
emyetpnong. Ta onpeta avtda etvat ta Aeyopeva «onpeia emagrig» (touch points) xat
dev etvar adMa amod Tig nmeAroelg, Ta onpela Olayelplong el0epXOPEVOV  Kat
eepyopevev, Kabwg Kat OAA Ta LIIOAOUIA Onpeid OIOL 1) EMXEIPNON EPXETAL OF

EMAEP1] € TOVG IMEAATEG AAAA KA pE TOLG PO OevTEG TrG.

ITapaMnAa, pe tov 0po CRM katadeikvoetat 1) nmpoomdadela va emkevipmbel 1)
ermyeipnon oty mapoxr) PeAtiotg adiag yia toog meAdteg g, Peo® TOL TPOIIOL
IIOV EMKOLVMVEL P& aLTOVG, IOV OLVAA\dOooeTAl PACl TOVG, KAl TOL TPOIIOV IOV TOLG
eCuIINPeTel, ONIMG KAl PE0® TOV IIAPAOOOIAK®V PEOMV OIIMG ELVAL TO IIPOTOV, N TP,
1 IpoPoArn) kat 1 Owavopr). H otabepr), Oetikr) epmetpia tov meAdtn) oo mpoogepet
T0 CRM Owapéon TV ASITOLPYIOV PAPKETIVYK, HOANOe@V, eSommpétnong Oivet

otV emtyeipnon v dovarotntd va avdrost TV agooimor Tov meldtr (customer

loyalty).

210 onpeto avto adifel va napabécovpe TV AIIOYn £vog Kopu@aiov akadpaikov
yla tov tpomo pe tov omoio opilet To CRM. Zdpgwova pe tov Adrian Payne,
kabnynt xat dievbovtr) tov Centre for Relationship Marketing oto Ilavemotrjptio
Cranfield tng AyyAiag, «to CRM ovviotd tqv mpoomabeia piag emyeipnong va
peyioromooer Ty adia Tov - meAATy yia- TV 1614, Onpiovpywvrag, yTidovtag Ka
EMUNKOVOVTAG TIG OXEOEIS THS UE TOVG EAATES, YE TKOTIO VA TODG JIODAYOEL TIEPIOT0TEPA, VA
Tpaypatorooer cross-selling xai va toog Owatrnpnoer mepioootepo. EmmAéov o CRM
oovdvAel TIG OVVATOTHTES TV VEQV TEYVOAOYIQV UE T1] OVYXPoVH avTiAnpy T00 HAPKETIVYK,
TIPOKEIPEVOD 1] emiyelpnor va avamtOSer pakpoypovieg kar KepOOPOPeS OYETEIS UE TODG

TEAATEGY.

To CRM ovviota v avapevopevr eGEMEN 1oL Iapadlolakod PAPKETIVYK KAl TOV
nowAnoswv. H e§ehifn avt) épyetar wg avadpaon otg paydateg allayeg oo
oupPaivoov DayKOOHd O OLKOVOHUIKO KAl EMYELPNOAKO eminedo Kat ol Omoieg
EXOUV TIPOKAAEOEL AP@POPITon OTo KATtd MHO0O 10XVOLV Ol PACKOol OPOol TOL

papxetvyk. Ipaxtikeg tov napeA8ovtog deiyvoov ott dev priopovv mhéov va
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AELTOLPYT|OOLV HE EMAPKL) TPOTIO.

2vvoyilovtag Aourov Ba pmopovoape va movpe OTL 1] O1ayeiplon OyEoedV meEAaTOV
piag emryeipnong opiCetat amno ta e§r)g téooepa otoryeta:

> yvopiln (know)

> otoxevw (target)
> ToAo (sell)
>

IapeX® eSLIINPETNOT (service).

2xnpa 4.1 : Ta ovotatika otoyeia tng Awayeipiong Xxcoewv Iedatwv

ZTOXEUW

Mapéxw
ESurnpéTnon
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4.3 Awaoctaogig too CRM

IToAotl amo tovg oplopodg mov £xovv Owatvnmbel péypt orjpepa yia 1o CRM
EIMKEVIPOVOVTIAL O¢ pia Owdotaon Ttov, onwg 1 eSonmpétnon IMEAAT®YV, Ol
TeXVONOYIKEG TOL OLVATOTNTEG 1) TA EMXEIPIOLAKA OPEAT). ZTNV 00OLA, TIPOKELTAL
ya Tig Tpelg dragopetikeg draotaoelg tov CRM (PA. Zyrjpa 4.2), v texvoAoyiky),
TNV EMYEWPNOWAKY / oTpatnyik:) Kat v nedatetaxn) Owaotaon (Teo, Devadoss,

Pan, 2006).

4.3.1 Texvoloyikn Awaotaon

H texvoloywr nipooeyyton too CRM avagepetat otig duvatotnteg mov MapexeL
OTNV ELYELPNOL Yid KAADTEPT) IKAVOIIOINO AVAYK®V TOV HEAAT®V TOV, PECA AIIO
Vv avaloor dedopevov kat T Olapop@®on Tov Hpo@il tovg. To Zvompa
Awayeiplong Iledatelakov Zyxeoewv Iapéxel Vv KAtdAAnAn ovmodopr) kat tda
AVAADTIKA €PYAAEld IIOL EIMTPEIIODV TV KAADTIEPI] KATAVONOI TOV IEAATOV
EXOVTAG G aIIOTOKO TV arodotiky) alAnAenidpaon pe avtovs. Méow too CRM
OMOKANP®VOVTAl KAl €VOIIOtoLVTAl Oladikaoieg HMAPKETIVYK, HOANOED®V Kdl
eSonmnPeTNong meAatav, OnplovpyovvTal Kevipkég Paocetg dedopévov kat g avto
TOV TPOIo ot Jtadikaoieg eCLIPETNONG TOV MEAATOV YIVOVTAL IO EDEAIKTEG KAl

ATI000TIKEG.

4.3.2 Tlehaterakn Altaotaon

H nelatetaxny diaotaon eotiadel otig enageg Kat ta onpela alnAenidpaong too
reAatn) pe v enyeipnon. H enaegrn pe v emyeipnorn anokaomntet moAd ototyela
Yyld TV €oTiaon Kat 1o evOla@Qepov Tg yld Tovg IeAdte, Kabmg Kat yla TV
wavotnta g va toog efomnpetnost. H alAnlenidpaorn tov meddtn pe v
emyelpnon ennpedlet onpavikd to Pabpod mototntag, Onwg Kat T Ola@rnjpion
«amno otopa oe otopar. To CRM pe ) xpnotponoinon KataANAev epyalelov yla

NV Kataypd@r Kat avaivorn 6edopévav tov meAatov, divel éppaorn oty OLANOYT)
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IANPOPOPLOV YA TOLG MENCTEG TNG EMlYelpnOoNg, MPOKelpevov va PeAtimbetl to

TIAPEXOPEVO eMinedO LINPECIDOV.

4.3.3 Emyepnotaxn / Ztpatnyikn Awaotaon

ZOpQOVA pE TV EMYEPNOlaKn - otpatnyiki dwdotaon, to CRM amotelel pua
€0PVTEPL] OTPATNYIKI] TIOV OTOXELEL OTNV €MITELSH) PAKPOXPOVIAG KepdoPopiag peoa
aro TNV AploTy) KAVOIOoinNon MeAdT®V KAl OV €0TIAO0N OTOVG EMtKepOelg meEAATES.
H Owapopewon Pacewv 0edopeévav Tov MeAAT®V, 0 KABOPlopog MmPo@il kat 1)
THNHATOIIOWO1) MEAATOV IIPOOPEPOLY TNV AIAPALT T TANPOPOPION IIOL eivatl
avaykala ywa T Ajyn amno@doe®v Kdt T Ydpdln empepovg KAt KATtaAAnAa
otoxevopevav otpatnywkeov. H emyelpnowakr) daoctaon too CRM avagépetat
eriong otV avaykn Owayoong g IMEAATOKEVIPIKNG Pulocoplag oe OAn v
eryeipnorn, kabwg xat otov avaoyxedlaopo OA@V TV EMLYELPNOIAK®V OladKaol®y,
wote va Stao@aliletat 1 IARpNg Kat PHAKPOXPOVIA ASloIoinon T®V SuVAToT|TOV

oo npoo@epet to CRM.

Ixnpa 4.2 : Ovtperg draotaosig too CRM

TeXvoAoyikn
AigoTaon

Emy&sipnoiakn/
ZTparnyikn
AigoTaon
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4.4 H emyepnoraxi @\oco@ia too CRM

H og ave avagopd otig tpetg dtaotdoelg Too CRM  StevkoAdVvel TV OAMOTIKL] TOD
rpooeyyton, kabwg napatnpovpe ott To CRM amotelet éva piypa Swadikaoimv
oo mnpoobetet adia, mpoodlopilel, AvVAIITOOOEL, OAOKANP®OVEL Kal €0TLAfeL Tig
KavotnTeg (competencies) g emyeipnong ot «POVIp» TOL IEAAT ®OTE vV
dnpovpyroet paxkporpodfeopa vynAr) alia otov meAdtn €xoviag wg Képdog Tov
IIOAD KAAO IIPOOOIOPIOPO T®V DLHAPXOVI®V KAl TOV &v dvvdapel opddwv -

KATNYOPLOV TV IEAATOV

2opgava pe tov k. Koopdro (2004) mpoxomtooy okte OepreAiodn ovotatikd yida To
PLYHa TV TPV dtaotdoemv 1mov ovovietovy to CRM:
1. TlpooavatoAiopog g ayopag (Market Orientation),
2. Texvoloyia tav minpogopiav (Information Technology),
3. OMoxAnpwon (Integration),
KovAtovpa (Culture),
Awadikaoteg (Processes),
Hyeota (Leadership)
Ztpatnyikn (Strategy)

*® N o 9 -

AvBpaomvot Ilopotr (Human Resources).

O npooavatoAlopog g ayopds €xel eéva IMOAD Onpavtikd polo 00Tt odnyet v
EITYELPNON) VA AIIOKTNOEL P1d TIOAD KAAI| €IKOVA ThG KATatpnong tg ayopas. H
AIIOKTNON TNG EIKOVAG aLTIG £XEL W0aitepr) onpaocia yati, Iapd T0 Yeyovog OTL HE
TNV KATATHAINOL) TG ayopds Ot IEAATEG KATYOPLOIOLODVTAL O OPHAdEG OOPPOVA HE
KOWd  XAPAKTPEIOTIKA  ON®G  ONHOYPAPIKA,  OWKOVOHIKA,  YE@YPAPIKJ,
OLPIIEPLPOPAS, KAII. KAl IMAPOPOLEG AVAYKEG, TEAIKA DIIAPXOLV APKETEG dLaPOPES
petadd tov pehov kabe opdadag. Etor, upmopet ot meldteg va AapPavoov to
MEPLOCOTEPO AIIO avTO Mov embopovy alka Oxt To peéytoto. Me ) prthoco@ia Tov
CRM va dnpovpyet IPoO®ITKEG OXEOELG Pe TOLG TIEAATEG, 1] eMLyeipnon va pabatvet

arIo Tig OXE0ELG aLTEG VA OKLAYPAPEL TA YAPAKTPIOTIKA TOV HEAAT®V, IPOKDLIITEL 1)
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dvvatotta IPoodloPIoPOd T®V AVAYK®V TODLG, OMOTE elval KAt IO €QIKTH 1)

IIAT) PTG UKAVOIIOinOT) TOVG.

Zopgava pe tov kabnynt Marketing Philip Kotler, «o1 mo emroynpéveg emyeiproerg
etvar oA amodoTIKEG 0TV AmOKTHOY, O1aTHPNoN Kar avartody Tov medatov Tovg». Ot
emyelproetg avteg PeAtiwvoov Vv adia tng meAatelaxr)g Tooug Pdong akoAovbwvtag
TG aKOAOVOEG TAKTIKEG:

> Tlpoogépoov pia diaitepn) epmelpia OTov meAdt)

> AvSavoov 1) Sidapkela g 0XE0NG TOVG Hle TOLG MEAATES

> Metatpénoov tovg pr kepdo@Popovg MmeAdteg o€ KePOOPOPOLS 1] EVANAKTIKA

TODG EYKATANEUTODV
> Avartdooovyv Tovg IeAdTeg Tovg, péow cross-selling xat upselling

> Atvoov Owaitepn) Epgaot) otV eSOMNPETNON TOV MEAATOV {OTIKIG ONpLAoidag.

OA\eg o1 apamndve TAKTIKEG AVTUIPOO®IIELOLY T Phocogpia too CRM, to omoio
emdwwkel TNV avdnon g kepdogopiag  péoa amo v adlomoinon TV

AT POPOPLAOV TOV IIEAATMV.

4.5 Avagopég too CRM kxat too MARKETING

To CRM O0ev amotedel éva axkopa Tpnpa tmg @uoocodiag tov marketing. H
ONPAavIKOTEPN dlagopd Tov o oyxéon pe To mapadoolaxd marketing (mass
marketing), movo eotialetat og Tprjpata g ayopdg, etvat ot to CRM «aocyoAettar»
pe ovykekplpevoug mehdateg. H eotiaon too CRM yivetat pe évav mpoomIKko TpoIo
Kat AOYIKI), OOp@@VaA pe TV omoia ot dadikaoieg oxetiCovrat pe t) dnpiovpyla

adlag otov meAdtr). AvTovontd, 1) OOVEIELd ElVal ONUAvVTIKEG alayeg ot dopr) g

ey elpnong.

Zopgpova pe tovg Sarmanioti kat Stefanou (2003): «to CRM npoywpdet éva Pripa
nave arnod 1o marketing oyeoemv, ylati To aviikeipevo Tov eivai, mépa amo v

avantodr) tov pepdiov 1@V nedatmv (customer share development) va avdrjoet pe
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NV OAapodo Tov XPOVOL TOLG ENMPEAELG YA TNV EMLXEIPNOL) MEAATEG AIIO T OTLYHL)
IIOL EMKEVIPOVETAL OTOVG «emKePdeig» (economically valuable) meldreg xat
Tavtoxpova mpoorabel va peuwoel Tovg OWKOVOPLKA pr) emkepdeig (economically

invaluable)».

To CRM amotedet  «meAdTokevipiky)»  avtinyn, - evo  To  marketing
«mpotovtokevipikty» (Rust et al., 2004). To CRM emdikel, ) OLVEXT) EMAPT] HE TOV
reAdtn Kat Otvet peydAn) epgaot) oty eSomnpETon TV HeAAtoV, eve To marketing
Vv neptodikn) enagt). Ooov agopd Vv Hapaymyr), yvopifoope ott 1o marketing
EIMKEVTPAOVETAL OTA XAPAKTPIOTIKA TOV IPOIOVI®V 1] vInpeowwy, eveo to CRM
EMKeVTPAVEL 0TV adia Tov nedatwv. Kat n mowotnta tov napayopevoov mpoioviog
1) vrnpeoiag oto CRM amnotelet peAnpa OAOL TOL MPOCHIIIKOV TG EMLYELPTONG VD
oto marketing to {ntodpevo g HowoTNTAg aroteel pEANpA HOVO TOL IIPOCDITIKOD

napayayng (Galbreath and Rogers, 1999).

Zopgpova pe tov K. [Ma§ipadn (2001), to Customer Relationship Marketing etvat
Pla OLVOAIKI] TIEAATOKEVIPIKI] IIPOOCLYYLON IIOL EMTPENEL TOV EVIOMIOHO, TNV
IIPOOEYYlOn KAt T dnpiovpyia Slayxpovikd MmOT®V HEAdT®V HEod dmo &va
OAOKANp®HEVO ovoTNpa Olayelplong g dtarpoonkng oxéong padt tong. To CRM
HE TV HEAATOKEVIPIKY] PLAOCOPLa €0TIAONG OTIG OLAPOPOIOUIEVEG AVAYKEG TOV
kabe mehatn dnpovpyet véeg Oopég kat Owadwkaoteg aldalovtag Tnv oLYXPOVN
EIMYEPNUATIKY] OKEYn Kat Opdon 10waitepa oOTOV TOPEAd TOV  DIINPECIDV.
Emupootétmg, to CRM Sragépel ano to ovpPartiko marketing tov 4 P’s (Product,
Price, Place, Promotion) O6mob o OTOX0G§ NTaV 1] HAPAY®Y1) 000 TO OvvATOV
peyalvtepng moootntag tov idov mpoiovtog (mass production) ot xapnAotepn

dvvatr T IpokepevoL va npondndet oe 000 To OLVATOV IIEPLOOOTEPOVS TTEATES.

Ot avoroupévot TreAdteg anoteAody To HOVAOKO ototyeto mov drao@alilet

paxponpobeopn) emPimorn Kat avdamtodn pidag emyeipnong, yeyovog oo arroteAet
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Kat 1o Paowo Aoyo oo to marketing oxéoemv 15 kepdilet edagog (Westcott, 2006).

O 1podmog pe tov omoio to CRM mpoekvwpe armmd Tig dpxeg ToL HAPAOOOLAKOD

marketing dev éxel Otaoagnviotet akopa. To CRM cagag xat £xet tov 1810 otoxo pe

aotov oo £xet to marketing alAd, pe tig £§1 Staotaoelg IOL AVAAVOVTAL IO KAT®,

dragopormoteitat ovolwaotika amno tov kabepopevo oplopo too marketing. Ot

draotdoelg avtég drabetovv ) Svvapikn) yia va alldoov v vIdapxovod Aoy

TV emyelpnoemv yua To marketing. H al\ayr) avtr exteivetal amo tov Tporo pe

TOV OITO10 ENIAEKETAL I TEXVOAOYIA TRV IIPOTOVIMV KAl TMV DIIPECIAV, EdG T OOHT)

NG EMYELPNONG PLEO® TNG OIOLAG EMITLYYAVOVTAL Ol OTOXOL THG.

Avteg ot €1 draotdoeig etvat (Koopatog, 2004):

>

Anplovpyia véag adiag yia Toug meAdateg aAd Kat eMpeplopog g Kat otig
dv0 epmAekOpeveg MAevPEG (emtyelpnon Kat IMEAUTE).

Avayvmplon Tov KPioov POAOD TV ODYKEKPHEVAOV MEAAT®V -OXt HOVO
aroil ayopaotég ala xat avtot moo teAwka Oa opicovov v alia mov
embopoovv. Me to CRM o1 nehdreg fondovv v emtyeipnon va mpoodtopioet
v o@élela. Etoy, 1) alia 6e dnptovpyeitat yia toog mehdateg, ald padi pe
aoTtoug.

[TpobmoBétet OTL 1) emyeipnon, ™G OLVEMNEWA TG OTPATNYIKIG TNG KAl THg
eotiaong otov IMmeAdtn, oxedtalel Kat MPOooappolel TG EMXEIPNOLAKEG TNG
dadkaoieg, TNV emKoveVvia, Vv TexvoAoyld Kat To avip®mivo Suvapiko
£T01 WOTE va IIPooPEpeL adia oTov meldrt).

Eivat ovvexng ovvepyatikny mpoordfela petald Ttov ayopaoctr) KAt TOL
IO T Kat eSeMOoETal 08 IPAYPATIKO XPOVO.

Avayvepifet O0tL 11 pakpoypovia Onplovpyia adiag otovg MmeAdTeg eivat
ONHAVTIKOTEPT) AIIO TIG AAEG OLVANAAYEG.

ITpoonaBei va xtioet pia alvoida oxéoemv TO00 petadd g emyeipnong Kat

TOV HEAATOV 000 KAl PETASL TG EMLYElpNOoNg Kal T®V KOPLOV OLVEPYATOV

> Avagopég amd dapopovg enayyepatieg avagépoov ot o CRM amotedel ) Paocky)

«TINATPOPHa» YA T AelTovpY1Kr) LAomoinon Tov marketing oxeoemv

64



G, Onwg elvat ot dwdpopot mpopndevtég katr Owavopels, aAAd Kat ToV

KOPL@OV HETOX®V TNG.

Ot Sraotdoelg avTég éyovy pia Oelpd arod onpavrtikeg emdpdoets. Me to marketing
oxéoewv 1 emyelpnon eotwaletat oe &Gl MePLOXEG: OV TEXVOAoyla  Kat
ODYKEKPUHPEVODG MTEAATEG, OTO OKOIO Trg EMLXEIPNONG, OtV EMAOYT) KAl AIOPPLYT)
neAatwv, oty alooida oxéoewv, oty avabewpnor Tov Teoodpev P too marketing xat
ot XPHon TV Olaxelplotov oxéoewv (relationship managers) mov 0a Pondrooovv

ot Onpovpyia adiag (Koopdtog, 2004).

To CRM oto0oo dev ovviotd Oe Kapia IEPIIT®ON AVTIIKATAOTAT) ToL marketing
(Anderson and Kerr, 2002), onwg avto epappolotav &g Topd. Amotelel
IIEPLOOOTEPO PLa MEPIITOON JLEDPLVONG KAl EMNAVAIIPOOIIOPIOROD TNG PLAocoPpiag
Tov marketing, pe Vv éppaon va éxet dobel otig orpatnywkeg Peltioong g
«APOOIHONG» TOV MEAAT®V OTNV ETALPELA KAl OTHV IKavotnta va diatnpet tovg 1100

VIIAPXOVTEG IIEAATES TNG.

Emukéov, 1o CRM e@pappoletat moAv Imo OLOKOAd, pag Kat xpewaletat va
al\adovv moANeg dradikaoieg xat dopég péoa otV emyelpnon Kat QLOKA TO IIo
dvokolo epnodio etvar o avbpwriog, o omoiog cvoxva avtdpd otig arayég. Emiong
yia 1 owotr) Asttovpyia tov CRM ypewaletar 1 oovepyaoia oAOKAnpng ng
EIMYelpnong, aAQoL IPOKELTAl yld €vda OLEmYelPnoaKO OLOTNUA, YEYOVOG IIOV
dvoyepaivel akopa IePLOOOTEPO TNV KATAOTAON. ANO Vv dA\n mevpd TO

Marketing agopda povo éva tpnpa g emtyeipnong xat dev amattet alayég.

Mua alAn onpavtik dtagopda avdapeoda otovg OVo OPovg epPavifetat oTo yeyovog
ot to Marketing emdwwket Ppaxvxpovia amotedéopata, Onwmg avdnon TV
N®OAOE®V, KAl OLYVA Hevel eyKA@PLopévo oe Ppayvripobeopovg oxedlaopong Kat
m\ava. Avtifétng to CRM otoyedet KAt otV pakpoxpovid emdoor) g entyeipnong

Kat Kat' enéktaon otV empioor) g, kabwg ) fonda va amoxtroet aviaywviott-
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KA DAEOVEKTIHATA, VA Td ava{®oyovI|oel KAt £T0L va Iponynoel 1oV aviaymviotov

mg.

Emnpoofetmg, pia Otagopd OWKOVOPIKIG (PUOE®G avTH T Qopd,etval OTL ot
damaveg tov tpnpatog Marketing eivat coviBwg moAd vynAég yia v etaipela
16(Avoavdpov, 2007). Emurheéov tig dariaveg avteg 1) emyelpnorn elvat avaykaopévn
va T1g TANp®VveL ovvexws. Ze avtibeon pe ta é§oda yia 1o CRM ta omota eivat moAo
mo YapnAd, pe eSaipeon Vv ayopd kai eykataotraorn CRM xat exnaidevon tov
vnaAnAev. To xootog yia to CRM etvat peydho elval Opwg €va Iocd Iov 1
EILYelpnON MANP®VEL Pld QOPA KAl TO XPIOLHOIOEL Yld PEYANO XPOVIKO OldoTnpd.
Emuméov av avtd ovykpbel pe ta ogeéln ta omoia Oa mpoogepbovv otnv

ermyeipnorn, tote gaivetrat Sekabapa OTL TV COUPEPEL 1] EYKATAOTAOT).

Ztov ITivaxka 4.1 avagepovial mePIANITIKA 01 KOPLOTEPES dLAPOPEG AVApEOd OTO

Mapxketivyk kat 1o CRM.

ITivakag 4.1: Ot kvprotepeg Oragpopég Mapketivyk-CRM

IMapayovteg Mapxketivyk CRM
Eotiaon Ze mpotov 1) opada Ze mehdn)
ITAnpogopieg meAdatn Avevopeg/mpo@il ITAr\peg mpo@il yia 0Aovg
KAtnyoplwv TODG IEAATEG
Ztoyot Meyiotomnoinon napaymyns- | AQooimor meAdtn)
EAayiotonoinorn xkootovg
AvTipetoInon ayopdg Qg Zovtoviopo avialayev | Qg Aiktoo otabepov
OX£0E®V
Kootog Meydho Mwpo (pe eSaipeorn) o
apyKo)
Egappoyn Meétprag AvokoAiag AVOKOAN
AtnioteAeopata Bpayvnpobeopa Maxponipofeopa

6 Avoavdpoo N. ,(2007), Awayeipron Iledateiaxkov Zyéoeov (CRM): H A&la xat 11 Avaykn
Egappoyng oto Mapketivyxk.
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4.6 H perapaon amo 1o CRM oto e-CRM

To Awadiktoo amotéleoe pa oA KaArn evkalpia yia v avamtodn xat edpaimon
TOV OX€0e®V DEAATOV Kat etatptv. Ot pnyavég avadnmong Pordnoav moAd toog
reAdteg va Ppiokovv on line toug KatdAAnAovg poonbevteg Kat va eMKOWVmOVOLV
e avtovg. Me avto Tov TPOIo IPOOPEPOVTAV OTOVG IIP®TOVG M0 APECOL TPOIIOL VA

Hapayyetloovy kat va napaldapoov npotovta kat vnnpeoieg (Mavtikag, 2004).

IIpwv amo v avamtodn tov Internet, to CRM amotehovoe pia eetdikevpévn
dpaotnplotta, 1 onoia AOy® TOL KOOTOLG KAl T1)G ITOADIIAOKOTHTAS TG PIIOPOLOE
va avaln@et kat va npaypatonoudel povo amo peydAeg emiyelpnoelg. Zipepa
Opwg, N e§eAln Kat to xapnAo xkootog tov Atadiktvov é0woe mbnorn oto CRM kat
¢tol ot dvvatomteg Kat ta o@EéAn Tov elvair mpootta oe kabe etaipia Imov
dpaotnpronoteitat oto Atadixtoo, aveSapttag peyebovg. H enidpaon paiiota too
Internet fjtav 1000 peyaln mov emxpatnoe o 0pog e-CRM, omnwg pe Tig eplocotepeg

évvoteg yOopm amo to Atadixktoo.

To e-CRM 11 eCRM avagepetat otnv nAeKTpoVviki) Olaxelplon MeEAATEaK®V OXEOEDV
1 mo arAa oto CRM to omnoio Paoiletat oto Awadiktoo (Dyche, 2004). Tlapot to
OVOPA TOL IIPOKVLIITEL AIIO T XP101) TOL ALAOIKTOOL Kat povo, dev etvat etot. To e-
CRM dev amotehel pOVO HPAKTIKI] Yid TNV Olayelplon ToV OXE0emV pe TOVG ITEAATEG
TOL AladIKTOOV, €0T® Kl AV I} OIKTLAKI] OKOVOHLA elval auTr) oL TO &PEPE OTO
npooknvio. To e-CRM mapéyet oTig emyelprioelg ta PEOA yla TV KATAAANAD,
IIPOCMIIONOIEVT] KAt AAANAEIMOPAOTIKI| EMKOWVOVIA PE TOVG ITEAATES, TOOO PEOD
NAEKTPOVIKOV 000 KAl HEO® TMAPAOOOIAK®V KAvaAlav. Texvoloyikd, amoppéet amo
TIG TEXVIKEG TIOL ALSNOAV TNV AIIOOOTIKOTNTA TOV TNAEPOVIKOV KEVIP®V KAl TOL
eCATOPIKEDHEVOD HAPKETIVYK Yid TV Ipondnon padikda napayopeveov Ipoioviav
ot pKpa tpnpata tng ayopds. Ilave o avtég tig texvikeg Paociletat xat Tig
EreKTelvel pe VEEG TexVOAOYleg THNPATOIOINONG KAl avAaAvong TG ayopds, véa

Kavalia emxotveviag Kat «1 mpog 1» alnAenidpaor).
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Eivat yeyovog OtTt ot meAdteg orjpepd amattovv O,TtL Kl IIAVTOTE: HMOANAIIAEG
dvvatotnteg emAoyrg, eOKOA Kat vrevOovn) efvrmpétnon oe pra Stadikaoia 1mov
Xpopatifetat pe €vav IMIPOOMINKO TOVO. 2T VEAd OWKOVOPLd, Ta KAVAaAld
EMKOWOVIAG oL YpNnotponoodvIav yia aAnAemidpaocn pe Tovg ImeAdteg xoov
noAManhaotaotel. I'ia va otaboovv enapkmg oto veo aviay®@vioTiko mepPAaiiov, ot
EITLYELPT)O0ELG TIPETIEL VA IIAPEXOLY TV 1d1a Mmoot ta vINPeoiag peoa aro OAd Ta
kavala emkowveviag:  Awadiktoo, HAektpovikd tayxvOpopeilo, NAEKTPOVIKI)
ovvopilia, dtadiktoak:) tAepavia, THAépovo kat as. ‘Onwg yivetat Katavonto,
10 e-CRM Ppioketat oe oynAotepn xAipaka amo 1o CRM, ywati emiyelpel va
OLVEV®OOEL TA OlEOHApPpéva  KAVAAWD  EMKOW®OVIAG KAl T OLOCM®PELHEVT)
nm\npogopia yope amo avtd. IlapdAnia, to e-CRM agopda otv npowbnor oe
erriniedo “1 mpog 17 - éviova eSATOPIKELDPEV®OV Og TANPOPoPid IIPOTOVI®MV, O
avtifeon pe to CRM 10 omoio agopd otv npombnon nalt oe eminedo «1 mmpog 1» -

padka napayopevev npoioviev (Komavog, 2000).

Emnpoobeta 1o E-CRM, 0edopevov OTL ammotelet TO NAEKTPOVIKO HEPOG TG
ovVOAkI)g dpaotnprottag tov CRM, nmepthapPdvel Kat TV LAOION 01 KAAOIK®V
epappoyav oto Awadiktoo onag (Emttr)detog 2005):

e XuMoyn nmAnpogopiwv nedat@v (Customer information building).
2oN\oyr) . mAnpogoplav- (LY. buying history, dnpoypagwa otoiyeia
K.AIL) Kat adlomoinor] Toug yla v ndapoxr) 000 1o dovatov KaAvtepmv
LIINPECLOV HPOG Tovg IeAdateg (operational CRM).

e Awatipnon nedatov (Customer retention). Anpiovpyla oevapiov
EMKOW®@Viag (.. IIOlEG AIIAVTIOELg IPEreL va divovtatl otov meldrn) yia
kabe mbavi) epwtnon 1] TapdIIovo Tov) KAt 1) avayvmPLlon EDKAIPIOV yid
enuIpoobeteg MwANoelg (peoa amo TV Aavdalvol TOV €POTIOEDV IOV
dexetat to customer care).

o Xtoxevon nelatwv (Targeted customer acquisition). Eopeon tov
EAATOV (1) DIOWPHPLOV IIEAATOV) PE TO o evOlapepov TIPoPil (DynAn)

mbavotmta yla enavalapPavopeveg ayopég peyaing adiag).
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Metatpomnr) emokentov oe ayopaoteg (Visitor conversion). Metatpornr)
TOV EMOKENTOV oe ayopaotés. Ia mapddetypa, napakolovbwvtag Tig
KIVI0El§ TOV IEAdT®V péoa oto site 11 1o e-shop (m.x. moteg oelideg
emoképinke o YpNotng ImPW ayopdoel) 1 eralpela  pmopet - va
nmAnpogopnbet 0Tt 0 xprjotng X ayopaoce pev pua tAeopdaoct), alia
damavnoe kat dapxetd xpovo ot oeAideg yia MP3 - players dpa
mOavoTata OKEPTETAL KAl TNV AYOPd Hid IAPOHROLAG ODOKEDIS.

Avalvon nedatewv (Customer analysis). ASliohoynor tmg pPAaxporpo-
Oeopng allag tov meAdatn ywa v emyeipnon (analytical CRM). Aot
EIMTOYXAVETAL Ple VIIOAOYIOPO APApeéTp@V onwg To LifeTime Value (tov
IIPOOOOKMUEVOV €000V aIld avtov Tov IEAdTn) pe Paon To oroio
EKTIOVIE TTO00VG TOPOVG ASIEL VA APLEP®OOVIE O AVTOV IIPOKELPEVOD
va kepdloovpe TNV IPOTLN O] TOV.

Zovepyatiko Mapketivyk (Cooperative Marketing). Zovepyaoia pe ta
ovotpata (1) ta oedopéva) CRM M@V pn aviay®dvioTIKOV ETALPEL®V
Kat ayopd 1) avtalayr dedopevev (yla mapddetypa pia eraipela 1)
omola moAet rewritable CD disks Oa pmopovoe va Owagnpioet Tig
VIINPEOLEG TNG OTOVG MEAATES Plag eTalpeiag 1) omota nwAet rewritable CD
drives).

Viral Marketing. ASionoinon g texvoloyiag FTAF (Forward-to-a-
Friend) n omotia divet oe kabe mehdatn ) dvvatotta va otetlet pexpt Kat
oe 20 (oovrfwg) @ilovg KAl yvooTtoLg TOL €vda IPOOMIKO e-mail,
exOeralovtag ta mpolovia KAmolag emyeipnong. Xdpn oe ovotpatd
FTAF ma etaipela pmopet va yvopilet motot medteg g v
dtagpnpifovv mePLOcOTEPO O TPLTOVG KAl VA TOVG AVTIAHENPEL aAVANOYL.
Avalooy ekotpatetwv (Campaign Analysis). [TapakolovOet oe moteg
ar’' TG Ipooopég rmov otaNdnkav avramoxpifnke Oetika o meldrrg,
IIOleg TOV €Kavav va (nioet meploootepeg NANpopopieg (¢0t® Kt av

TeAIKA dev ayopaoe) K.AIL
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To e-CRM pmopet va epappootel eKTOg amod TV KATAVAADTIKI] HePLd KAl OtV
AaVTIOTOLX1] TWV ERIIOPIKMOV OXE0eV 1) IIpoundevtmv. Me tov TpoIo avtd £yovpe )
dvvatomta ywa Business to Consumer CRM kat Business to Business CRM. 17
ONoxAnpwvovtag Ba mpémet va onpetwoovpe OTL 1] enidpaot) tng texvoloyilag etvat
Tetota oo ot Ovo évvoleg CRM kat e-CRM éywvav oxedov tavtoonpeg xat

xpnowponotovvtat amo ) PrpAoypagia vrnodnAwvovtag ty idia evvola.

"7 Vlachopoulou, M. and Manthou, V. (2005), “Supply Chain and Relationship Management Systems
Supporting the Responsive Enterprise: An Emperical Research”, International Journal of Services

Operations Management, Vol. 1, No. 4 pp. 358 - 371.
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KEDAAAIO 5°
TA BAXIKA XAPAKTHPIXTIKA KAI H AEITOYPITA TOY
XYXTHMATOX CRM

5.1 Ta cvotatika too CRM

To CRM ovpgava pe 11ig Anderson xat Kerr (2002) amoteAeitat amod teooepa
«OLOTATIKA:

1. O «koopuog» Twv medlatwv, 6yAady o1 TpEyovoeg andypelg, Ta npofAuata,
01 evdoraouoi, o1 vroyieg ka1 yevikorepa kabe avtilyyy ka1 dpaony avtov.
Etvat avtotl ot avBpwriotl pe To0g 0Imoiovg OUVAAAAOCOETAL 1] EMXELPNON KAl
pe Tovg omoiovg Oélel va ovveyioet va oLVAANNAOOETAL, APODL IMLOTELEL OTL
etvat ta xkat eSoxrv npooema mmov Oa ovvelopepovy ota kepdn g etaipiag.
2OVeENnmg elvat onuavtiko yia IV emyeipnorn va avakalvyel T00g TPOIong
pe tovg omotovg Ba tovg evlappovvet va ypnotponotody Ta Owkd g ayadda
KAl vd IIPOOOloploeL €KEIVODG TOLG HNYAVIOHOLG IIOL Katevfovoov Ty
oopreplpopd. Me v KATavonorn T@V LIAPXOVIOV AVAYKOV KAVEL £vd
Pripa PIIPOOTA AIl0 TOLG AVIAYDVIOTEG TNG, Onpeio Kpiowpng onpaoiag ya
éva 0tattepa OKANPO EMEPPATIKO HePPANAOV.

2. O api1Bpogkalwg kat y ovyvoTyTa TOV diremapav (interfaces) oo n eTaipia
IPooPéper  0TovS medateg THG. Agopd Ta kavdlia (mAépmvo, fax,
NAEKTPOVIKO TAYDOPOPElo K.a) Pe Ta Omoia O MEAdTHG EMKOWV®VEL pe v
eTalpid, mola amo avtd oe Kadnpepivy) fAorn Kat pe mota arnod avtd Atyotepo
replodkd. - Tt DAMKO petagépetat Olapecov avT®V, €AV Ol AIALTHOEL
IKAVOIIOOUVTIAL OMOTA KAl &dv IPoo@épovy pia edommnpétnon  Oixwg
IIEPLOPIOIODG OTOV MHEATH.

3. H eowtepiky mAypogopiaky tpo@odooia, OnAadn Tt Oedopéva exoovv
aroktnOel yla tovg meAdteg Tng emyelpnong, oe Tt avalvorn mpoPaivet pe

auTd KAt IeG Td alonotel @OoTte va avdr)oet Td eTAPKA TG KePON.
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4.

5.2

H eéwtepixny mAypopopraky tpogodooia, dnhadr| Tt ovpPaivetl oty ayopd,
TL oTPATNyKég epappolfoov ot aviaywvioteg, Oépata oxet{opeva pe 1o
Oeopko mAaioto Aettovpylag tng etaipiag Kabmg Kat avapopEg tov TOIIOL
EVToIIOL Katl NAeKTpovikov. Me 1) daxeipton Tov ev AOy® IANPOQOPLaKoD
poptiov vmapyet 1 Ovvarotnra ywa OopHwTIKEG KIVIOElG KAl avayKaieg

avtidpaoelg wote va datnpndet 1 kat va dtevpovet n mehatelaxr) Paon g

eryelpnong.

210x0¢ T0V ovotpatog dwayeipiong nehatwv (CRM)

Qg anwtepog otoy0g evog ovotnpatog CRM opiletat n MOOTIKI) KAl IPOCKOITKY

aMnAemnidpaon g emyeipnong pe tov Kabe mehatn xkabwg kat 1 adtoroinon tg

YV®O1)G TTOV AIOKTATAL PE0® TG aAnAenidpacng avtrg, IIpokelpévon va avdnbet o

aplpog TV IKAVOIOUPEVOV TEAdI®V KAl €nopéveg 11 Kepdogopla g

emyeipnong. Ia v vAomnoinon tov otoxoL AvTOL 1) Xapadn g otpatnyikrg CRM

arrotet :

» TNV AroKTnor TOL OWOTOL ITEAdTN

> v avamtodn g KAatdAnAng mpotaong-adiag(value proposition) too
IIPOTOVTOG 1) TG DIINPECLAG ITOL TIPOOPEPEL OTOV IIEAAT)

» TV avarrtodn 1oV KAtaANAoV d1adiKaolmVv IPOKEPEVOD TO TPOTOV 1) 1)
LIINPECLA VA PTACEL OTOV TIEAATH

> TV Oapaxivnon tov epyalopevemyv OtV emyelpnon va e0TaoovV OTo
“xtiopo” oxéoemv pe Toug IeAdTeg

> MV avdloon OV avidy®viotodv KAl TOV OTPATYIK®V 0L axoAovfoovv

MIPOKEWEVOD va Kepdioovv ovynArg adiag meldateg xat adiomoinon g

YV®O1G IIOL AIOKTATAL A0 avTr| TNV avdaAvon.
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5.3 Apxttektovikn too CRM

H Sopr) evog ovotnpatog CRM  pmopet va oovowtotel oe tpla Paocika emineda ta
onoia Oa mpéret va Aeltovpyovy @G pid evidaia oviotTa :

1. To Aettovpywo 1) emyerpnotako CRM (operational CRM - oCRM)

2. To avalvtikd CRM (analytical CRM - aCRM)

3. To ovvepyatikd CRM (collaborative CRM - cCRM)

5.3.1 Asgtrtoopywko CRM (Operational CRM)

Ta napadooiaxkda ovotrjpata CRM, ta onoia avtopdtornoovy dpactnplotteg Iov
£XOULV OXEON HE TNV €lA@n] PE Tov IeAdtn, arnotedodv To Aettovpywo CRM xat
neptAapPavoov vrioovotpata front office onwg:

> Avtopatoroinon) TV HoANoenV (Otayxelplon SuvnTIK®OV TeEAdT®OV)

> Avtopatoroinon tg eSoInPETNONg Kat bHOOTNPSNG MEAATOV (OvoTpata

TNAePOVIK®V Kevipwv-call centers, on- line Bor|feta kAm)

> Avtopatomnoinon evepyelwv  marketing (avtopatn emxowevia peéo®

NAEKTPOVIKOD TaxvOpopeiov- email, avtopateg mpomOnTikég evépyeteg KAL)

['a napddetypa pa Swadikaoia rmov avrjket oto operational CRM eivat 1) avtopatn
arrootoAn] e-mails o pla opdda mEAAT®V MOV IANPOLY OVYKEKPIHEVA KPLTHPLd Yl
) npowbnon evog veéov mpoioviog. Ot OpactnploTnteg daLTEG HIIOPOLV VA
Xapaxtnplotovv. og dpaotnprotteg CRM npatng ypapprg, vrootnpioviat xat
amo v vaapdn oty emtyeipnon evog Kevipoo KArjoewv. Avtod amotelet eva armo
Ta Paocikotepa epyalela TV EMYEPNOE®V YA TNV EMKOWVAOVIA TOLG HE TOLG

ITEAATEG.
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5.3.2 Avalotiko CRM (Analytical CRM)

To avalvtiko CRM Ponbda wote va xpnotpornowmfody arnoteAeCHAaTKOTEQ Ot MNYEG
A1) POPOPTOG IIPOKEIPEVOD VA KATavonOel KaAOTePA 1) COPIIEPLPOPA TOV ITEAATOV
Kal mapexoov v eogovia (customer intelligence) mov eivar avaykaia ywa v
opboloyikr) vAomoinon twv otpatnykov v CRM. To avalotuxo CRM ba
propovoe va yapaxktnplotel katr g napaocknviakdo CRM mov mapeyet oAa ta
epyaleia mpog to emyelpnoakd CRM ywa mmv avaloon TG COHIEPLPOPAS TOV
MEAATOV AN, KAl THV AVAADOT TOV AELTOVPYIOV TG eMyeipnong oe Kabe emiredo
Otav avtr] OOVAAANAOOETAL He TOLG MEAdTEG TNG EXOVIAG Oav. KOPLO OKOIO TV
KAVOIIOin o1 TouG.
> E&ayet otolyela ylia 10 10TOPKO TOL HEAdTL), Ti§ IPOTIMIOELG TOv, Kabwg Kat
nAnpogopieg ya v kepdogopila tov meldrtn, amo v Pdon Oedopévav
OAng tng emyeipnong (data warehouse) xat aro alAeg pikpOTepeg TN YEG
dedopevmy, ot oroteg e0TIACOVV O VA OLYKEKPIPEVO THHHA TG EMLXELPTON)G
(data marts).’® Ta data marts amotehoov vroovvolo tov data warehouse.
AmotehobV pla eVAMAKTIKL] ADOL), 1) Omoia YPrOWHOmIOoteital armd ITOANEG
etaipeleg mov elyav oav PAciko OTOYO TNV E€MLTELSH) PKPOTEPOL KOOTOUG.
Ava@épovtatr oe pikpég Pdoelg elOKA OxeOIAOHPEVEG YA P OTPATNYIKI)

EMTLYELPTNATIKT] POovAadd 1) yid €vd THI .

Ta data warehouses amofnkeboov Anpo@opieg yia Tovg meAdTeg Kat ta Ipoiovia
HE OTOXO TV OpYdveor Kat adtomoinon T@v otolxeiov amo 1o marketing xat tig
noAnoelg. H dovatodmra ooMoyrg tepdotiov OyKov dedopevev MmeAatov IIov

drabetovv ot ovyxpoveg emyelprioets, dvoyepaivel TNV eneSepyaoia 1@V 0edopevmv

8 o kbOptot oot Data Marts eivat dvo. (a) Dependent Data Mart onov otnv nepintoon avth
éyoope v dovatdtnTa va avrlypdayoope vmoopddesg Aettovpyikov dedopevev amo to Data
Warehouse oe pikpotepeg Paoelg 0edopévmv, Kabepid amod Tig OIOiEg aAVAPEPETAL O OCLYKEKPIHEVT)
eployt). Ztnv nepimtworn aovt) ta Data Marts ammotehovv mpoextaor) tov Data Warehouse. () Stand
- Alone Data Marts omov kdfe etaipeia pmopet va dwabetetl éva 1) meproootepa aveSaptnta Data

Marts xopig va owabétet Data Warehouse.
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avTev ya Vv e§aymyr) ToAvTipev nAnpogopiwy. H enefepyaocia xat avaivon tov
dedopevev mov éyovv kataypaget otig amobrkeg dedopévov (data warehouses)
vAormotettat pe t) Porjfeta oTaATIOTIKOV epydAelmv Onmg eivat ta ovotpara OLAP
(Online Analytical Processing) xat pua véa texvoloyia moo ovopdletat eSopvdn

dedopevwv (data mining), n omoia avaldeTAl OTV ENOHEVT] EVOTHTAL.

> Emtpénet v avdlvon xat npoPAeyn g adiag Kat OLPIIEPLPOPAS TOL

reAatn Kadwg Kat v ektipnorn g {ftnong pe peyaln axkpipela.

> Emrtpémet oy emyeipnon va Mpooeyyloel Toug IENATEG TG HE OXETIKEG

AN POPOPLeg KAl IIPOOPOPEG IOV ELVAL IPOCAPHOOHEVEG OTLG AVAYKES TOVG.

H 8eSiotta g avaloong tov IANPo@opldV TV IEAATOV KAt Tov IePPANAOVTOG
etvat to avalotiko CRM, nov eivar avtd mov Otver oto emyelpnotako CRM v
arolotn "eogoia' péowm TG dvvatotTag oLVOEOHG TOL He TG OLAPOPEG M YEG
dedopévav kat DANPoOPopl®V ON®G elvatl 1. Aoy pe Ta OToleld E€NAPOV TOV
nedatov, 1 Kevipwkny amofnkn O6edopévayv, 17 Kat AaAAeg INYEG £0MTEPIKEG T)

eCOTEPLKES.
Ta anotedéopata arro to avalvtiko CRM pmopovv va xataminoov. H avalvon
TV dedopevov priopet va dmoet MOAD CNUAvVTIKEG TANPOPOpPleg oL dnpiovpyodV

T1g mpoirodeoelg yia PeAtioon pe otoxo TV avinor) tg kepdopopiag.

['a v xa\dtepn Katavonon TV dagopwnv avapeoa oto Aettovpyikd CRM kat 1o

Avalotiko CRM napatibetat katobt o IMivaxag 5.1.
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ITivaxag 5.1: TTapadetypata Asttovpyuov évavtt Avalvtikodb CRM

Agwtovpywko CRM Avalvtiko CRM

Atayeipion enagov & Aoyaplaopmv Avalvor) kepdogopiag meAatov
Atayeipion nyeotag Avalvor) kepdogopiag mpoiovtog

Telemarketing (Mdpxetivyk e§ Avayvmpion evkatpiov up-selling kat
AII00TAOE®C) cross-selling

Teleselling (ITwArnoe1g €€ anootaoemg) Em\oyr) too ka\dTepov KavaAlod yia
kdale opdda mehatov

E-selling (HAextpovikég IO 0eLg) Avayvmplon Taoe®V 0ToV KOKAO
INwAnoewv

Atayeipion exotpatetov MApKeTvyk Avarrtoln otpatnylKoV IEAATELAKIG
THNPATOIIOWN 01

Emtomeg noAroetg Avalvor) enuredwv eSommpeTnong
Baotopévmv o€ EMKOIVOVIAKA KAVANA

Mrvopa enttomag eSonmnpetnong Avdalvor avaloylwVv PETATPOIIg

Awayeipion oopPolaiov Avayvoptlon npoPAnpdtov diapporg
[Tehatov

E-Marketing (HAextpoviko MKT) Avarrtoln npo@il nehatov

dpovtida meAdatav k' help desk Avdalvon napaymyKottag
AVTUIPOOMIIEDTIKOV IMAIOE®V KAt
AVTUIPOOMIIEDTIKIG eSOINPETNONG
eAaT®Vv

IInyn: Laudon K., Laudon J., 2006, Management Information Systems, 9th Edition, Pearson
Prentice Hall, p. 398.
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5.3.3 Zovepyatiko CRM (Collaborative CRM)

To ovvepyatiko CRM Ponba otnv ovvepyaoia pe mpopnbevteg, ovvepydteg Kat
reAdteg wote va Katavonfody kalvtepa ot avaykeg tov nedatov. [TepthapPavet
ONa exelva Ta OLOTHPATA KAl TI§ peBOOOVLG IOV EMTPENIOVY OTOVG IMEAATEG, TO
MIPOOMIIKO KAl TOLG ODLVEPYUTEG VA €YOLV IPOOPact) OTHV emyelpnon Kai ta
npotovta tng al\d xat To avtiotpogo, dnAadr mpooPaon Tng emiyelpnong mpog
TODG MEAATES, TO IPOOMIIKO KAl TODG OLVEPYATEG THG KAl TENOG EMKOIVOVIA PETASD

OAGDV.

Tetowa ovotpata npooPaong pmopet va etvat péon povig onwg tAépavo kat IVR
(Interactive Voice Response), O&wadiktoaki)g ovokeyng  (web-conferencing),
nAextpovikov tayvdpopetov (e-mail), @af xar amevbeiag enagrng. ITapalinia, to
ovvepyatko CRM:

> Emtpémet v e0VKoAn ovvepyaoia pe tovg meldreg, mpopndevtég Kat

ODLVEPYCTEG,.

> Emtpénet ) peyaloteprn aviamnokplon OTlg aVAayKeg TV MEAATOV PEO®D TNG
IIPOOPOPAS IPOIOVIMV Kdl - VINPEcOV £6® daImd Ta oOtevda Opld TG

eryelpnong.

> Bedtiwvel TV AIOTEAEOPATIKOTTA KAl TNV OAOKANP®OL HEO® OANG TG
alvoidag npoogopag (Supply Chain) xat too diktdov TG emyeipnong.

H tomonoinon tov vInpeciov oL MAPEXEL 1] EMXElPNOL IIPOG TOVG MEAATEG lvat
éva amo ta napadslypata MPOoOApHOY®V KAl TLIOMNOW|0E®V IOV HIIOPOLV Vd
emtevyxbovv pe 1t xpron too CRM. Ot vmnpeoteg dev mapeyovtat pe v idwa
pop@r) og OAOLG TOLG IeEAdTeg AAAd, PEO® TG YV®ONG IIOL £XEL, 1] emyelpnon
poodppodel Tov TPOIO IMAPOXNS TOV LINPeowV ot éva Pabpd mov va eivat

emBopntog anod kabe meAdtn 1) opdda meAatamv.
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Axopa pia dovartomta tov ovvepyatikod CRM etvar 1 entteodrn tomonoumpévav
KAl IIPOOAPHOOHEVAOV TPOIOV emKOwvaviag pe kade mehatn. Av ta dedopeva eivat
oMoKAnp®peva, 1 emyelpnon €xet Vv evkapia va yvepilel opaipikda tov kdabe
IeEAATH OLAPOPPOVOVTAG €TOL A IPOOMITIKY] OadIKAoIA eMKOVOVIAG KAt erneldr)
m\éov etvat tomonounpevn) dev kootilet MOAD aANd, €xel ONPAVTIKY] EMOPAOT OTO

Babpo wavoroinong tov meAdr).

Awaypappa 5.1: To nmepipaliov too cvotpatog CRM

)
E A
ni
\ 4 v v A A
N N A
Alaxeipion ZuoTAHaATa Al Data
ERP E@odiaoT. EMKUPWONG A K A Warehouse
alucidag A A
kv 7\4 I'm =z
B 1
YAaA
ESurinpéTnon Marketing MwAnoeig N -
meAarwv
o
A M
E
|
H
-
v v v
-
KaOereg Marketing Kapmtavieg
EQPAPHOYES
o

DdwvnTIKN E-mail Fax AnguBciag
EmMKoIVWVia Emmaon

5.4 Movtelomnoinon dedopévwv kat Data Mining

H alonoinon too mlovtov mnAnpogoplag mov mapdyetat amd T Oapkr)

alnAenidpaor emyeipnong -ehatn (the ‘closed loop” principle) amoteAet éva amo
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Ta mo Kplowa Kat anarttkda otadia g owadikaotag ‘katavonorg Tov eve
HapdMnAa propet va amoteléoet Kat onpavtiko mapdayovta emrvyiag CRM
vAomou)oemv. Ot IPOKATOeLg TTOL IIAPOLOLAoVTaAl Ot QAo avTh HNyAalovy TO0Oo
arnd 1o peydho Oyko Oedopéveov 000 Kat armd TG IMOAOITAOKEG OOPES IOV

MEPLYPAPOLY TO AVAANDTIKO 1OTOPLKO XP1)0NG INPECI®V — aAnAeridpaong!?.

To data mining 1] aMwg i Texvikry «e§opolng dedopévav» etvat pia diepyaoia
oo xpnowpornotel pla mowiMia amd  TeEXVIKESG . avdalvong dedopevev  Kat
POVTENOIIONO1G IIPOKEIPEVOD VA AVAKANDWYEL oTa OeOOPEVA MPOTLIIA KAl OXEOELS,
IIOL YPnotponotovvTal ywa va katavondoov xat va npoPAepboiv ot embopieg tov
neAatov. Xprowponoteitat og gpyaleio ota mAaiowa tov avaivtikod CRM xat
Bonba wote va emheyobdv ot KATAANANAOL DIOWTPLOL IMEAATEG OTOLG OIIOIOVG 1)
emyeipnon Oa mpémet va emxevipwbel, va  mpoogepbodv  ta  katalAnia
ermupoobeta mpoiovta otovg 1101 vIAPXOVIEG HMEAATEG KAl VA AVAYVOPLOTOLV Ol
Kalot IeAdteg oo vrdapyet mbavotnta va anoyxoprjoovy. OAa avtd cvverdayovtat
avinpeva £ooda eattiag g PeEATI®REVNG KAVOTTAG VA ATIAVTA 1) EMYELPN O HE
Tov TIAéOoV KATAANAO TPOHO KAt Hewwpeva  €6oda AOym TOL  KATANANAOL
empeplopon 1oV nopwv. Ot CRM epappoyég mov xpnowponotovy to data-mining

etvat onwg npoavagepdnke ot avalvtikég CRM epappoyeg?.

5.4.1 Avvartotnteg tov Data Mining

H o6wadwaoia tov data mining otpiletal oty neprypagr) tov dedopévav. Ia
apdadetypd HPIIOPOLHE VA IMEPLYPUWPOLHE TA OTATIOTIKA YAPAKTPLOTIKA TOV
dedopevev xat - va  embemprjoovpe omtika Ta dedopevda  XPNOHOIOIMVTAG
daypappata xat ypapnpata. Opmg 1 Heptypd@r] 1@V 0edOHEVOV AIIO POV TNG

dev pmopet va napexet eva oxedlo evepyelav. Ipenet va dnpiovpynet éva poviedo

" T. Kpaoaddkng, Head of Analytics otnv datamine dpBpo «Enavamnpoodiopifovtag to CRM»,
epnpepida ‘Kepdog 20/03/2006.

% Grant Norris, James R. Hurley, Keneth M. Hartley, John R. Dunleavy, John D. Balls, E-Business
and ERP, 2000.
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npoPAeyng Paocet oxedimv Kabopl{OpevmV AIl0 YVOOTA AIOTEAEORATA KAl TOTE Va

eheyxOet avto To povtelo oe dedopeva Oetyparog.

To data mining pmopel va xprowpomnowdet xat yia npoPArjpata tadtvopnong Kat
naAwvdpopnong. Xta npoPAfipata tadvopnong yivetatr mpoPAeyrn  oe  Iola
Katnyopia mep\apPaverat KAty ON®MG Yld HAPAdelypd Katd HO00 &va dTOpo
aroAapfavetl YapnAo moteTKO Kivoovo 1y mmoteg IIpoo@opeg etvat mbavotepo éva
atopo va deytel. Zta mpoPArpata malivopopnong, mpoPAemetat évag aplopog,

onwg 1) MOAVOTNTA £Va ATOHO VA AIIAVTHOEL 08 pid IIPOoPopd.

Eivat mpogavég ot pla anotedeopatwn) - CRM - mpooéyyion mpodmobetet
ODLVTOVIOHEVT Kdt ovvexn) npoondbeta, pe KATAANNAO coVOLAOPO eeldikeLPEVHOV
Texvoloywwv omnwg To data mining, EMYEPNPATIKIG YV®OONG, €QIEPlag Kat

OTPATHYKI|G.

5.5 Emiyelpnolakog oxedlaopog Kdai mapayovieg Emroyiag tng

otpatnyikng CRM

H dwapopgwon g otpatnykng CRM kat o mpoodloplopog tov aviiotolyov
depyaoiwv nov Ha tnv vAomou|oovy aroteAovyV To IPWTo Prjpa evog epyov CRM.
Ano tnv akolovBovpevn otpartnyikr) Oa npénet va npoxovyet eva opapa CRM 1o

onoio Ba etvatl Koo oe OAOLG OtV eI elpnon).

Ia v vlomoinon evog ¢pyov CRM Oev apkel am\mg 1) eyKATAoTaon evog
AOYIOPIKOD.  XTIG IIEPLOCOTEPES TOV IEPUITMOEDV, Ol ETAlPEleg TTOL Tpounbevovy
Aboelg CRM al\a kat ot obpoovAot mov acyolovvtat pe Oépata CRM npoteivoov
pia Avon OLVOAIKA yld TNV emyelpnorn), opwg TeAkda ovvepyaloviat povo pe 1o
tpunpa IT yia v vhonoinor). Ztig nepurtwoetg avtég, to CRM moov npoxovtet etvat
oe peydho Pabpo «aocopPifacto» pe Vv emyelpnorn Kat Tong otoyouvg ¢ Baoko
AOYO OLVIOTA TO YeYOVOg OTL ONHIOVDPYELTAL e YVOPOVA POVO TNV Texvoloyla Kat

oxt v alayr, ) PeATi®on Kat TV IPOCAPHOYT] Ot emyelpnpatiko emtmedo. [a
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To AOYyO auto, mapatnpeltat &va dapkKeta LYNAO II0CO0TO AIOTLXNHEVOV

vAonoujoedv CRM oe maykoopto eminedo, g tadng tov 70%.2

Zmv miewovotnta t@v CRM mov vlomoujfnkav xat yapaktnpifoviat og
EMTOYNPEVA, TO KOWO onpeto NTav Ott 1 epappoyn) toog {exivioe otadtakd amo
éva pOVo THHHA, KOPL®G TIg IOANOELS, OMOTE EYLVAV £DKOAA KATAVONTA TA OQEAD).
Eav 1o CRM apytoet va epappoletat oe eva povo tpnpd, kabiotatat eokoAotepn 1
dnpovpyia Tov IPOBIIOAOYIOHOD KAl g Artodoong TG enevovong yid To oLOT A
riov Ba dnprovpynOet yia OAn v emtyeipnon.22 Me tov Tporo avto dtagaiverat Ot
10 CRM pmopet va dwoet Tig mpodnobéoelg yla v eKmApoon oV oToX®V aAd
Kat T Onplovpyld aviay®vioTKoL MAEOVEKTHHATOG, OMOTE OTH). OLVEXEL KAl Td

VIIOAOUIA THIHATA EVOMPAT®VOVIAL OTAOIaKA Oto ovotnua kat méov to CRM

epappoletat oe OAn Vv emtyeipnon.

[a va yivet e@piktr) 1) Onjpiovpyia ovotpatog petpnong g enidoong too CRM, o
EMTLYELPTOALKOG OXeOIAOPOg TIPErel va IePIAapPavel Kat E&va OOVONO PETPIOLHDOV
MAPAYOVI®V eMTLXIAG. ADTO TO COOTNHA PETPNONG Oa DIIOAOYIOTEL APYIKA HE TV
epappoy1) oo CRM oto emAeypévo emyelpnolaKko TR Kat apyotepd KAt otnv

vroAouln emyeipnorn) otav Oa epappootet kat exet to CRM.

H Dyche Jill (2004) ovvowilet tovg mapayovteg emttoxiag too CRM movo

rapovowalovtat otov katoot [Tivaka 5.2.

*! Wilson, H., Daniel El, McDonald M. (2002), Factors for Success in Customer Relationship
Management (CRM) Systems, Journal of Marketing Management, Volume 18, Numbers 1-2,
February 2002, pp. 193-219(27), Westburn Publishers Ltd.

2 Dyche, Jill (2004), The CRM Handbook, A Business Guide to Customer Relationship
Management, Addison-Wesley pp. 3-18.
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ITivakag 5.2 : ITapayovteg emtoyiag too CRM

Ieprypapn g Kataotaong Hapavowag

H &1oiknon) et
AIIOKTIOEl OWOTI)
yvwor yia to CRM kat

To Tpnpa vrootr)pkng
MEAJT®V £XEL EMOTPEYEL

amo eva workshop kat

O product manager
€1de éva demo evog
AOY1ORIKOL Kat

éxel katavorjoel g ta | epabe ot péow too CRM | enéotpeye oto ypagpeio
O@&NN avTd pIropovv ermABe avdnorn tov Aéyovtag povo yia Tig
va o0nyrjocoov oe MIOAIOE®V AOY® Aettoopyieg kat Ta
AVTIAY®DVIOTIKO BeAtimong otig vINpPeoieg | XAPAKTPLOTIKA TOD
IIAEOVEKTIA IIPOG TODG TIEACITES
To obvolo g H emyeipnon oovohika | To IT amogaoilet va
dloiknong ooppmvet £XEL KATAVONoet Td vlomoujoet éva CRM
ott 1o CRM eivat peconpobeopa nmootka | emetdr) o mpopnBevtrg
avaykaotnta KOl ITIOCOTIKA O@EAT ATt | pel®oe To KOOTOG
avtay®viopov mv epappoyt) too CRM
Avlnon g miotng t@v | Na npoogépet oty Na avtopartonoujoet
nehatov, Pedtioon tov | emyeipnon to péyloto DIIAPYOLOESG
MIAPEXOPEVOV Babpo g yvwong yua dradikaoteg xat
DIINPECLOV TIPOG TOV MEAATH KAl Va eldwotepa av dev etvat
avtovg, avinon Tev BeAtwoet Tig oovalayég | pPnAod KOOTOVG 1)
€000mV Kat pa an\d va mpooféoet to
ONOKATP@PEVT) KAt CRM oto IT
BeAtiwpévn e€mtepika XAIPTOPLAAKIO
avtilnym
H Moo CRM 0a nipéniet | To CRM wg epyaleio Oa | Emhoyr) too
va éxet ta eSummpetet T1g depyaoieg | AOYIOPIKOD Kt TOL
XAPAKTNPOTIKA ®@ote | al\d Oa mpoogépet popnOevtr) X0Pig
va eSonnpetet T1g YV®OT] y1d TOV HEAdTH) pe | EMOTApévn) épeova
avAaykeg TG emy/ong | TV OAOKAI)p®O1) TV

dedopevav
To CRM Oa npenet va | To CRM va oovoéetat pe | To CRM va
oNoxAnpwOet pe v TO £TaPKO OIKTLO KAt ONOKANP®VEL TNV
DIIAPXOLOA TEXV/ KI) TV EMLXEIPTHATIKI) TeXVOAOYKT| LITOdOHT)
LIIOOOT) m\npogopia Kat ot va etvat
ovprrept\/ vaov too ERP ATIOPOVOPEVO
KAl T@V OOOTNHATOV
DATA WAREHOUSE
Meétpnon g Behtiwon g avtisnyng | Eykataotaon too CRM
arodoTIKOTTAG TOL yla TV voapxovoda o€ TIEPLo00TEPES O€0E1g
IENT), TG PEl®Oong reartetaxr) BAaor), yatg | amo avtég oo
TOV IAPATIOV®V, TN KAPIIAVIES, TIG AIIatTovvTal
avdnong tov noArjoeav | emrevydeioeg HOANOeLg
0€ OLYKEKPIPEVA KAt TV IOt TA TOV
onpeta IPOTOVI®V
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551 Customer Relationship Leadership (CRL): H ooviotwoa 1rg

emroyiag tov ovotparog CRM

[a mv anoteAeopartikr) vAomoinon evog CRM ovotijpatog amatteitat va ytvoov
al\ayég otig emyelpnpatikég dradikaoieg, to avipwimvo otoryeto, TV texvoloyid,
10 OTLA g droiknong KA. I[Tpoketpevoo Aoutdv ot epyalopevol va dexfovv opalda
Tig alayeg avteg kat 1o CRM va vlomowfet pe ToV Mo arroTeAeOpatiko TPoIIo,
£xel IIPOKOYEL 1] aAvAayKr) DIAPSNG OTLG EMYELPIOELG TOD «1YETN HEAATOV» (customer
leader) xat e@appoyr)g TOL HOVTEAOL 1yeolAg OTIG OXEOELS HE TOLG MENTEG

(customer relationship leadership)?.

Ynapyoov tpla Paocwka xapaxtplotikd otolyela tov poviéhoov CRL (PA.
Awaypappa 5.2) oo mpemnel va AdPel bIOWn TG 1) EMYELPNON MPOKEHEVOL VA

erttvyeL Tovg otoxovg Tov CRM, Ta onoia eivat ta eCng:

1. Texvoloyia
O nyémg TV oxéoemwv IEAAT®V IIPEHEL va TOVi(el TO ONPAVIIKO POAO Trg
AN POPOPLAKIG TexVoloylag oe pia emyeipnon. Amo tv mAevpd Tov HeAdTn, 1)
Xp1on g texvoloylag ovvelogépel otny KAaALteprn eSonmnpétnon Kat OLVENwg T
PEYAADTEPT] KAVOIIOUON] TOL. AIO TV DAELPA TG emxelpnong 1n texvoloyia
IIPOOPEPEL  T1) OLVATOTTA - AVAYVAOPLONG TOV IO KEPOOPOPMV IEAAT®V KAl

£0Tlaong Tov KataAANAov epyalopevon otV eSOINPETNON TOL KATAANANAOL HeAdT).

2. Opyavwoiaxko nepipallov (Organizational environment)
Oocov agopda oto opyavoolako neptPariov, Epyo Tov NyETn etvat va dnpiovpyroet
KAt va 9tadmoet €va KOO Opapd PECA OtV EILYELPN O KAt vd eVOLVAP®MOEL TOLG
epyalopevoug yia ooppetoxty ot Ay arno@aocemv. Xpeldaletat va 0moet 0Tovg
epyalopevoog, aveSapt)tog tepapyxikov emuedov, v elevbepia ywa Opdon

IIPOKELPEVOD aVTOL Va «XTi{ouv» oxéoelg (1) e TOV IMeEAdT) KAt va etvat

23 Zeng, Y., Wen, H., Yen, D., (2003), “Customer relationship management in business-to-business

(B2B) e-commerce”, Information Management & Computer Security, vol. 11, number 1, p.42.
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vrievbovor yia kabe arotedeopa.

3. Kawotopia (Innovation)
H avamtodn kawvotopiwv Otvel T dovatotta oe pia emxeipnon va Pploketat
HIIPOOTA AIIO TOLG AVTIAYDVLIOTEG THG KAl VA dnpiovpyel 10x0pd eprodia 100000 o
évav kKAado?t. O nyEtng TOV OxXE0emV IMEAATOV PG ermeipnong, Onplovpyet opddeg
atop®v ot omoieg epydlovtat OLANOYIKA, IAPEXOVTAS Tovg T dvvatotnta
ehevbepng exppaong yvoung. AMoote ot Kalvtepeg 10eeg elvat avtég Ttav

epyalopevmVy IIOL PIIOPOLY VA 0dNy1)0OLV OTV AVAIITLEL HAg KAlVOTOpidag.

IToAd onpaviwko polo oto poviého CRL mailet 1 evvola Tng LHOKivVIONG
(motivation). Eotw kat av otovg epyalopevovg exel mpoo@epbel 1 xalvrtepn
Texvoloyid, To Kalvtepo dovatod meptPaliov yia dpdorn Kat 1 bapsn KAtvoTopidag,
dev propovV va mpoopepovv MOAA av dev £XOLV KAt TNV AvAayKdid LIIOKIvIOr
aro mAevPdg Nyet. “Ot nyeteg IPEMeL Va PETATPEIIONY TIG IIPOOWMITIKEG TOVG alleg Oe

dpdon” % xat oyt va etvat aniotl napatnpntég g dtadikaoiag LAOIIONONG Tov

povtéhoo CRL.
Awaypappa 5.2 : ONoxAjpwon too CRM kat too CRL
N S e N
YmooTnpisn
HETA TRV SToIXEI Texvoloyia
mwAnon /\ Yrmokivnong ’/K )
d n ) e )
POOCWITIKES EovalOuevo
CRM ZXEOEIg N~ pyaiop W MepiBaAAov CRL
N_ Y, MeAareg \_ Y
a ) \f )
ESaTopikguon KaivoTopia

- J - J

24 Gubman, E.L., 1998, “The talent solution, aligning strategy and people to achieve extraordinary results”,
Mc Graw-Hill, New York, p. 169.
5 Badaracco, J .L., 1998, “The discipline of building character”, HarvardBusiness Review, p. 116.
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5.6 Métpnon ng anotedeopatikotntag prag CRM otpatnyikng pe
1 Pon0era tng CRM Scorecard (ITivakag AStoAoynong CRM)

O mivaxag adtohoynong too CRM amoteleti éva oo Xprjotpo epyaleio peTpnong
NG AMIOTEAEOPATIKOTTAG TG epappoyrg prag CRM otpatnyikng. Metagpadet )
otpatnyikr) CRM piag emyeipnong oe 0povg KPiop®v Iapayovimy. eItoxiag Kat
petproemv tng enidoong tov CRM. Metpa tnv enidoon tng orpatnywkng too CRM
Pdoet Tecoap®V aSOVmV eKTEAEONG ADTNG TG OTPATYIKIG2:

1. Xpnpatoolkovopiki) NAEDPd: PETPA KATA IIOCO Ol XPIHUATOOUKOVOHLKOL
otoyot g otpatnyikng CRM emtoyydvovtat yia kabe tprpa nmeAatov.

2. H nmAevpa tov medatov: petpd xatda nooco pe 1) orpatnywkyy CRM moo
DAOIIOLELTAL, EMITVYYCVETAL 1) COHIIEPLPOPA IOV embupeital yia kdbe tprpa
EAATOV.

3. H mAeopd t@Vv A1T00pYL®OV: PETPA KATA IIO00 Ot Pacikeg dtadikaoieg ITov
petatpenovy T1g dvvatotteg prag emyeipnong oe adia ywa kabe tpnpa
reAatov dtevkoAvvovtat pe  otpatnyikr CRM.

4. H m\evpa avBpwimvoo dovapikod Kat g IANPOQOPLAKIG TEXVONOYiAG:
HPETPA KATA MOOO DIIAPXOLV Ol TEXVIKEG YVMOELG IOV vIooTnpilovy TV

arrod001) TOV NAPAIIAV® AETOVPYIMV yid Kdbe Tprjpa meAataov.

5.6.1 ITAeovektipata amo tn xp1on tov nivaka agtoAoynong too CRM

Ta mAeovektrpata oo IPOOPEPEL I XP1IOT TOL Iivaxka aSloAOynong Tov

CRM etvat ta e€ne:

> MeyaAvtepn ovpmvola petadd TV 1yetov oo kabopifoov T oTpatnyik)
CRM.
> ADOTeAeOPATIKI) EMKOWVOVIA KAl KATAVON 0L TG otpatnyikg tov CRM oe

OAn TNV emyeipnon.

26 Brewton, J., (2000), The CRM Scorecard+ Strategic Sigma: a powerful approach for maximizing

CRM Strategy Execution Success. www. ecrmguide.com
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> Anpovpyla nolvdraotatng anoyng tng arnodoong too CRM.

> EvbBoypdapption g emyeipnong pe tovg Pactkoig napayovies-“odnyong”
g emrtoyiag too CRM.

> Amnoteheopatikr) drayeipion g emroyiag too CRM péoa amno myv mapoxr)
akp1fovg enavaninpo@opnong nAave os epata oTpatyikr)g arnodoong oo
CRM.

> AbdSnon tov dvvatot)tev npoPAeyng g anddoong too CRM.

[Tapdadetypa mivaxka aStoAoynong CRM napovoialetat oto Awaypappa 5.3.

Awaypappa 5.3 : ITivakag agtoAoynong CRM

ITAeopa toov mivaka afloAoynong moo T nmpénet va emreoyBei yra xabe
peTpdTat nAgopa
(CRM Scorecard Perspective) (CRM Success Factors)
Xpnpatoowovopikn) (financial) Meytiotonoinon tng adiag tov emxkepdmv

EAATOV

[Tehatetaxn) (customer) - Meyiotonoinon datnprnopotntag

- Meyiotonoinon kavoroinong tov

IIEAATOV

- Meytiotonoinon dietodvong oty ayopd

Marketing (operations) Meyiotonoinon g Dapay®@yKOTTag
TOV IO OE®V

INwAroeig (operations) Meyiotomnoinon g Hapay®yKoT)Tag
TOV IO OE®V
ESvnmpetnon (operations) Meytiotonoinon nototntag eSprmpetnong
AvOpomivo dovapiko /IAnpo@oplax: - Avénon kavormoinong
Texvoloyia - Avdnon oTpatyK®V IAEOVEKTNPATOV
(people /IT)

86



5.6.2 Bjpata avantodng tov nivaka atoAoynong too CRM

[a mv avdamntodn tov nivaxka aStoAoynong Kat TNV AroTeEAEORATIKI] EQAPHOYT] TOV

oty pétpnorn tng anodoong tng otpatnyikrg oo CRM, anattovvial ta akolovba

Prjparta:

1. KaBopropog g otpatnyikng too CRM
Apywa Tifeviat ot otoxot kat ot avrtikelpevikoi oxomoi 1o CRM  xat

dtevkprvifovrtat ot Tpomot pe Tovg oroiovg Oa emttevybodV ot oTO)O1 avTol.

2. Em\oyn otpat)yik®v perpnocov too CRM

A@ov éxet ohoxAnpwbetl n yapaln tng otparnykng tov CRM, 1o emopevo Pripa
elval 11 emt\oy1 TOV HETproe®v Tng arodoong kdbe mapayovta emttoyiag. O
aplpog twv petprjoe®v mov Oa epappootovv dev elval CLYKEKPIHEVOS Kdt
eCaptatat aro Tovg 0TOxovg oL Oetet 1) ermyeipnon. Or petproeig amnetkovifooy v
arodoon) TV MAPayovI®V eMTLXLAG yia KAOeKavaltl emKowvmviag pe ToV meAdT).
To tehiko Pripa ot @aon avt evat 1 eMAOy1) TOV OTOX®OV arrodoong yia xabe

otpatnyki) perpnon too CRM.

3. Zovdeon TV napanave PEIPOE@WV HE Ta peTpa amodoong kabe tpnparog,
Opadag Kat PELOVOREVAV £PYALOHEVOV

Me Vv oloxAfjpworn aotod Tov Prjpatog, Onplovpyeitat évag toxvpog deopog
petadd Tov epyalopevey Ipotng YPAappng oo AapPavooy Kabnpeptiveg arnopaoetg

OTNV EMLyelpnon, TV epYACopEvmV Kat TG OTPATnYiKng arnodoong too CRM.

4. YovOeon g pErpnong g anodoorng tov CRM pe v KovAtovpa

g EMmKEipnong

['a ) peyotonoinon g anodoong g XP1ong Tov nivaxka adtoloynong too CRM
xpetdadetat avtog va anoteléoetl péPog OAOKAN PG TIG KODATOVPAS TG EMLYELPNOTG.
IIpoxewpevoo pua emyeipnon va etvat eottaopevn ot otpatnyikr) too CRM (CRM

Strategy-focused) amatteitat dpeon oovvOeon TOV  HETPHOE®V  TOL IMivakKd
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aSlodoynong too CRM pe ta ovompata Owolknong tng emiyeipnong. Avta
neptAapPavoov: v emloyr) kat mpooAnyn avBpomvov dvvapikov, v
exIaidevor), MV avayveplon tg arnodoong KAt TV aviapoPr}, V. emKowvevia

Kat Té\og T ovvexr) PeAtioon.

5.6 Inpavtika npoPAfpparta kat napayovteg anotoyiag too CRM

Xe moMég mepurtooelg épya CRM  amotoyyxdvoov va  1KAvOIIOu|ooLv  Tig
OLKOVOHLKEG KAl OPYAVMTIKEG IIPO0dOKieg piag emtyeipnong, odnywvtag moANeg armo
avtég oto ovprepaocpa ot vmrpse Aabog emAoyn ovetpatog 1)/ kat npouneotr). O
EVOTEPVIOHOG TG E€TAIPLKI|G KODATODPAG A0 TO ODVOAO T®V OTeAeX®V darrotelet
KaboploTiko mapayovta yid v emroyia pag emyeipnong kat nepthapPavet éva
OOVOAO SLVAPE®V, SLAOIKAOI®V KAl YVHOEDV IOV IIPO0d10pifovy TV OOPIIEPIPOP
TOV OTEAEXMV TG EMLYELPNONG KAl KAT' €MEKTAOLN TNV OLVOAIKI] aviidpaon g oe
E0MTEPIKA KAl e§@TEPIKA eMyelpnotaKa gpebdiopata kat yeyovotda. Avto moo otnv
ovota amotelel To mpaypatiko TpoPAnupa etvatr n adovapta svboypappiong tg
etalpikn)g KovAtovpag pe v CRM mpooéyyion oto obdvolo TG, dnAadn oha ta
OTOlYEla eKelva IOV IIPEMEL VA OLVOOEVOLV éva ovotNua ota mAaiowa piag
EIMYELPNONG TIPOKEWEVOL  ADTO VA AETovpynoel Kat vd YprotpomotnOet

AIIOTEAEOPATIKA OO TA ETALPLKA TI|G OTENEXT).

IToAAég etapieg motevovv O0Tt Ta CRM npoypappata Aoyopkod kabopiloov xat
T OTPATHYIKY] TOVG, KATL IOV £xel Otayevotel emavelNnuéva. H otpatnykn) piag
emyeipnong kabopifet v emAoyny g texvoloylag kat Oxt 1 texvoloyla T

OTPATNY1KI).?

H olomoinon evog mpoypappatog CRM ywopig va é&xoov ylvel mpwta ot

arratrtoopeveg alayég oto opyavetikd mepiPdAlov mov Oa vmootnpifoov T

27 Anderson, Kristin and Kerr, Carol (2002), Customer Relationship Management, Mc Graw-Hill,
pp- 1-16 & 46-56.
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otpatnyk) CRM, onwg neprypagr) kabnxoviov, kaboptopog delktov agtoAoynong

arrodoorng, Kivntpa, exnaidevor) etvat advovartn.

Yndapyxoov ovovnfiopeva Aabn moo KAvoovv KAt eprodia mov avtipet®mifoov ot
emyelpnoelg  ota niatowa g vAomoinong xat Aettovpyiag prag CRM epappoyrg,

T ONPAVTIKOTEPA AIIO TA OMOLd HEPLYPUAPOVTAL IAPAKATR:

1. Anotoyia Onuiovpyviac tTne orpatnyiknc too CRM

H onpaota too CRM ywa v emyeipnon Oev pmopet va mpoodloptotel eav
nponyovpévag dev vrdapyet Sexabapn emyelpnotaxy) orpatnyky. Ot emyelprioetg
OLYVA DIOTIPOVY TIG AIIALTHOeLg Kat TV moAvnAokotnta tov CRM. H AavBaopévn
avtiAnyn ot «to CRM etvatl anmha pua Avor software mov otav eykataotadei Oa
Aboet OAa ta mpoPAfpata» amotelel AKOPA £Va ONHAVIIKO eRIOOL0 yia ITOANEG
etaipieg. I'eyovog etvat o1t to CRM avagepetat otnv Kaligpyeta g KataAAnAng
ETAIPIKI)G KODATOLPAG Kat oOtn Onplovpyild ArnodoTK®V —MEAATOKEVIPIKOV
dradikaoiav, ot onoieg vrootnpifovtat ano to KataAnAo Aoylopko. H naparndave
darriotwon ®otdoo odryel oplopeva oteAéxn OtV IPoodoKid OTL 1) EYKATAOTAOT
Hag KaAng -kati eviote akpPrig- Avong Oa amoteAéoel v anavinon oe OAd Ta
npoPAnpata Mmoo avtipeteniCovy - Kadnpepvd, pe dAIOTENEORd 1) AVEILTLXIG
KatdAndn tov épyou va aviipetoniletat pe ekminln, otav Oa énpene va Oempetitat
dedopévn Paocet twv oovOnkmv. To amotéleopa eivat va ydvovtatl TOADTIHOL TOPOL
(XpoVviKol, XPIHATOOWKOVOHIKOL, K. a.) Kat PéPata dev etvat amoOlvta oageg 0Tt T0

CRM 0a vonowfet pe 1o owoto tpomo.?8

2. AavBaopévn emAoyr) 000TANATOC KA TEYVOAOYLAC

H emoyn) tov katdAAnAov ovotrpatog etvat moAv onpavtiki). Av yivet Aabog 1)
napdlewyn oe éva aro ta tpta Prjpata tmg dradikaotag emAoyng TOTe 1) emtoyia

too CRM xwodvvevel. ITo ovykekpipéva av Katd TV KATAYPAPH TOV

28 Mavtikag, AheSavopog I'evikog A/ ving Alpha Metrics (2006), «H KpootaAwvn Zeatpa too CRM-
ITpoPAéyeig xat Taoeig», Customer Care, Tevyog 42, oel. 24-27.
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EMYEPNPATIKOV OIAOIKAOI®V IOV £XOLV OXEOT] PE TOV AT KATIOlEg dladikaotieg
napaleipbovv 10Te T0 ovotpa Oa exet mpOoPAnpa. Av pdalota avteg eivat
orovddaieg TOTe TO ovOTPA towg arotdxet. Emiong av o mpounbevtnig, Tov omoio £xet
emAeCet 1) etarpeia, dev €xet TV avaykata epmelpia 1) KAl yveor) g ayopdag, T0Te
T0 -mBavotepo elvatr va pnv propet va mpopndedoet TNV E€myelpnon pe To

KataAAnho cvotnpa CRM.

Emum\éov oe mepinmtmon Mmoo Ta Emyelpnuatikd 1) TEXVONOYIKA KPltpla eivat
eAAur) 17 eopaipéva malt to CRM, alda xat oAOxAnpn 1 emiyetpnon Oa éxet
npoPAfjpata. Ot emyelprioetg Tig IEPLOcOTEPES POPESG 0XedTIACOLY OPOTA TOV TPOIIO

e Tov omoto Oa avarrtvxetl eontepka éva ovotpa onwg to CRM, ocoxva opwmg dev
emMAEYOLV TNV avtiotoln texvoloyia ywa va vmootnpiet 1o ovotpa. Zovidwg
Noy® xootovg 1) adovapiag oty adohoynon eV ovvletov Oepdrov g
Texvoloylag, 1) emyeipnon mé@tet oty nayida OIov eite T0 AOYIOPIKO MOD EMAEYEL
ette 0 mpopnBevtrg Oev eivatl kataAAnAa yia va vrootnpisoov 1o CRM onwg 1) idwa
TO £xel oxedLaoel. YIAPYOLV APKETEG IEPUITWOELG IOV TO AOYIOHIKO IOV emAéybnke
dev elxe Ta anapait)Ta xapaKIPIOTIKA yia va eSonmpetroet Tig avaykeg too CRM
yla Vv emyelpnon, Kat avto oovePr emedrn) Oev eyve owotr)] Olepedvnon TV
dvvatot)te®v Tov. Ztov avtinoda, prropet T0 AOYIOPIKO VA elval auto mov priopet
va vrootpifel oto péytoto Padpo tig Aettovpyieg too CRM alAd, o mpopnOevtrg
ov etvat vrredOLVOG yid TNV IAPOXT) TOV AVTIOTOLXDV OLPPOLAEDTIKOV DIINPECLDOV
KAl TNV DAOIIOINOI TOL VA PNV €XEL TNV IEPA VA €KTENEOEL OMOTA OO IMIPEIIEL VA
Kavet. Av o mpopnBevtrg dev propel va PETAPPACEL OMOTA T AELTOLPYlEg TNG
ermyeipnong ota S1d@opa VIIOCLOTIATA TOV AOYIOPIKOD, ALTO oL Ba mpoxLYet de

Oa PonbOrnoet v emyeipnon 0oo kala xat av éxet oxediaoet 1o CRM.

3. Aotuoyid YEIPLOP0D TOV ADOWE@DV KAl TOV AVTIOPATE®V TOU NPOTWINKOD

IToAAég ermyetproetg otov oxedraopo tovg yia o CRM 6e Aappavoov vrioyn tovg
T0 yeyovog o1t to CRM mpenet va e§ammbel oty emyeipnon Kat va empépet

KAIIOlEG, ONUAVTIKEG 1 O aAayeg. Avto, padi pe to xpovo Kat Tig mpooradeteg oo
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AIIAITOLVTAL A0 TA OTEAEXT) TNG EMXELPNONG, PITOPEL VA TMPOKANEOEL AVTIOPAOELG
TETOlEG TIOL TEAKA va epnodioovy v emttvyia too CRM. O avbpwmog amno 1) ¢oon
oL Pofatat Tig peydleg al\ayeg Kat ovyvd avtioteketat oe avtég. ‘Etot moAot
gpyalopevor ot omoiot avtihapBavovtat to CRM ocav pla axopa Ooypatikn
MOALTIKI) TG ELyelpnong oL OOLVAEDOLY, KAl Ol OAV £vd epYANEio TTOL PIIOpel va
dtevkoAvVvel 1] OOVAELT TOVG, HLOKOAEDOVTAL 1] APVOLVTAL VA TO XPIOLLOIIOU)0OVV.
[a mv amo@ouyr] aotod TOL OKOIOL, TA OTEAEX] TNG EMLYELPNONG MPEHel va
EUIAEKOVTAL arIO TV ApXI) O€ OAA TA OTAOWd T1)§ AVAITTLENG KAl TG EPAPHROYTG TOV

CRM.

4. H eA\swwn xatdAAnAnc ekinaidsoonc

Axopa opwg xat av ot gpyalopevot eivat Otatedetpévol va XprotpoIou|oovy 1o
ovotnua dev Ba ta xkatagepoov av dev exovv HPMTA AdPel TNV KATAANNAN
exriaidevor) Kat avtog etvat evag akopn Aoyog amotoxiag. To peyalvtepo pépog tov
IIPOOMIMKOL N®Ar|oe@V Kat Marketing, oTig meploooTepeg eMyelProelg, dev Exet TV
KatdA\nAn exnaidevon yia va pmopet va ypnowponoumoet 1o CRM. AMNa xat 1o
KOOTOG T1g eKIaidevong  elval dIOTPEMTIKO, €Tdlpeleg ot omoleg €xovv
avtopatomnowoet Tig Aettovpyieg noAnoewv kat MKT etnav ot yua kdabe 1$ moo
§odevav yua tovg H/Y Sooevav kat 3$ pe 15$ yia exnaidevon tov epyalopevov

Katd ) Swdpketa tov project.?

5. AavBaopéva 0sdopsva

Ta AavBaopéva ototyeta, ot dumloeyypa@peg Kat ol ArIapXalopéveg IMANPOPopieg
AIIOTEAOLV  €va - ONUAVTIKO epnodto  yla va emrteoyboov ta embopnta
arotehéopata. H adovapia exxkabapiong tov dedopeévav kat emxaipomnoinong
OADV TRV OTolyel®V oL Pplokovtat oto cvotnpa Oev emrTpémet T dnpovpyla pag
arrofrjkng 6edopévav (data store), mov Ba mephapPavet OAn v expetaledoun
AN POPOPLa TG EMLYELPNOG TIOD CLYKEVTIPMVETAL AIIO TIG OLVAANAYEG THG He TOLG

nelateg. Aotd ovvenayetat ooyva Aabn oe xabe emagr] pe tov meAdatn, oynio

» Goldenberg, J., (2002), CRM Automation, Prentice Hall Edition.
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KOOTOG EMKOWV®OVIAG KAt avihon T®V Napdrovey, ta onoia oAa padt odnyovv oe
ONUAVTIKI] HEI®ON TNG €UIIOTOOLVNG PE TNV omotd MHePPANAOLY Ol XP1iOTEg TO
katwvoopyo ovotnpa. H analiwon too ovoujparog emépyetat ypryyopa Kat pe

pabnpatikr) akpipera.

6. IiwTtikoTnTA

[ToANég @opeg ta ovopata Kat ot Oevfvvoelg ImEAdTI®V Yivovtal avTtikelpeva
ayopanwAnotag. Ia to Aoyo avto HMOAA Kpdtr Kat opydaviopot £xoov Beomioet
VOHOULG ITOD A@POPOLV TNV HPOOTACId TAOV IPOCAIIKDOV dedOPEVOV TOV ITEAATOV.
dvokda ot vopor avtot otékovtat eprodio oto CRM, enetdr) akpipawg Sev priopet va
éxet mpooPaon ota dedopeva mov ypetaletat. H emyeipnon pmopet va Ppet 1pomovg
va kafnovydoet Tovg meAdteg g KAt va tovg daPefainoet 0Tt dev KivdvveLOLY

otav ovvepydalovrtat padl Tng, KATt oL XpetaleTal XpOVo Kat mpoomabdeta.

7. Avennapkng npoodopltopoc e smroyiac too CRM

H xprion too CRM ot1g emyeiproetg Sekiva e ) TV OAOKAN|Pp®OI) ThG EQPAPHOYIS
tov. Ot gpmmAekopevol oty Ayn v ano@paoenv yia to CRM eyovv xatavorjoet
Oépata onwg avtd petadd tv dagopanv vroovotpdt®v tov CRM aAld, moA\eg
popeg, 0ev Yyvapllovy NG €MOPA TO OLOTNHA OLVOAKA Ot AAAOLG IIAPAYOVTEG
ON®G elval 1 KAVOIIoinon Kat 1 ot Tov IeEAdtov, 1 dnpovpyla adiag otoog
niehateg K. a. ‘Etot, i anodotikotta tov CRM petpdrtat povo pe mv enidpaot) oo
£Xel O¢ MAPAPETPOVS ONWG I ALSNOIN T®V MOANOE®V 1] TOV KEPOWV. 2 TETOLEG
MePUIT®OELG, Oev exTipatal HANP®G N arnotedeopatikotnta too CRM kat mpoxvmtet
n avaykn Oeomiong ovotpatov petpnong mov Oa AapPdavoov vmoyn Tovg TIg
AavTIOTOl e IAPAPETPODG KAl AIlO TI§ OVO TAELPEG, NG Emiyeipnong KAt TV
MEAATOV NG ZTNV MEPUIT®OI IOV OV €XOLV OPLOTEL CLOTHPATA PETPNONG TNS
artodoong tov CRM, tote 1) emiyeipnon de Oa pmopet va eAéyyel av avto DAPAPEVEL

EMTLXEG pe TNV IApodo Tov Xpovoo.30

30 Rajola, F., (2003), Customer Relationship Management Operational and Technological

Perspectives, Springer’s edition.
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8. Meyalot KOKAO1 pAomoinong

Kdabe etaipia mov amogaoiler va emevOvoet oe eva maketo CRM pe oxord va
BeATidoEL TIG LIINPECIEG IOV IIPOOPEPEL OTOLG ITEAATESG TG, IPEMEL Va Sepel TTO0O
ypryopa a propeoetl va eyKATAOTOeL KAl VA dSlOMIOL)0eL TO KAVODPLO OLOTHd.
Zoxva ot etaipieg Ppiloxovtatr PIAeypeEveg Ot DAOIOU|OELS Ol OIIOLEG  ATIALTODV
IIOA\OUG prjveg péxpt va yivet 11 teAkn mapadoorn, eite ywati npoornabovv va
Aboovv moA\d Oepata, ette yiati dev tifevian Sexabapot otoyot. Eivat gpoowko oto
peyalo Swaotnpa mov pecoAapet petadd g évapdng Kat g Aféng Tov €pyou Ta
dedopeva g ayopdg va exovv aAMAASel, Ol AVAYKES THG €TAlplag vda €yoov
dragpoporomfel Kat yevikd va £xoov HPOoKLYEeL dlaPopot MAPayOoVTeg IOL NTAV
adbvato va mnpoPAepbovv peoa oe TOO0O  peyalo  xpoviko opifovra. Ta
aroteAéoparta Oev etvat ta embopntd KAt ot xprjoteg 0ev PIIOPOLY VA AIIOAdVOOLY

Ta mpoPAentopeva o@ERT).

Ztov [Tivaka 5.3 mapovotd{ovtatl COVOITIKA Td IPOPAPATA KAl Ol TAPAYOVTESG

arotoyiag evog mnpogopiakov cootrpatog CRM mov avagépOnkav napanave

ITivaxag 5.3: ITpoPAfnpata & nmapayovteg anmotvyiag tov ootrparog CRM

IIpofAnpata Kat Napayovieg anotuxiag

Arniotoyia dnpovpylag g oTpatnykg AavBaopéva dedopéva
too CRM
AavBaopévn emAoyr) ocootpatog Kat [Swwtikotta
Texvoloytlag
Anotoyia XElPLOpoL TOV AITOYEDV KAt Avernapkiig mpoodloptopog g
TOV avTOPAoE®V TOL IIPOCMIIIKOD emtoyiag too CRM
H é\\enpmn kataAAnAng exnaidevong Meydalot kbxkAot vAomoinong
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5.7 To CRM oTtig eA\)VIKEG EMYEPTOELG

H epappoyr) too CRM amo Tig obyxpoveg eANNVIKEG EMXEIPNOELS VAl OXETIKA
IIEPLOPLOPEVT] KAl IIAPOLOWIfel ONuAvTika mnepldmpla HeANOVTIKIG avAIrtudng.
Zoppava pe épeova mov OednxOn otig peyaldrepeg Pdoet KOKAOL Epydol®v
emyetproelg otnv EANada xat dnpootevdnke oto Business Process Management
Journal 1o 2003, mepimoo to 50% Ttwv emiyelprjoemv. Oev. exel vlobetrioet
MEAATOKEVIPIKY] PAooOoPpia, eve TAPANANAQ, Arlo TeXVOANOYIKIG AIIoyng, TO oTadlo
avarrrtodng oo CRM tov opyaviopov mov my epappolovy elval akopa dpKetd

IPWHO.

Elwdwotepa, pe Paon amnotedeoparta g épevvag mnov npayparonoumonke to 200331
oe Oetypa 170 peydhaov emyeiprioemv 10 41,5% tov emyeprioeov drabetel KAmoo
oLOTNPA KATAYPAPT)G OeDOPEVOV OXETIK®V HE THV IKAVOIIOiNOonN TOV IIEAATOV, OTING
ep@TNPAtolOyla, e-mail, épevveg kataval®@tav, THAePoViKO kevtpo. Emiong to
61,7% epappolel KAmolwo oLOTNPA KATAYPAQPHS HAPAIOVOV TV HeAatov. H
OLANOYT] DeDOPEV®V OXETIKA HE TNV KAVOIIOiNOr) 1] Td HAPATIOVA T®V IEAATOV HLAG
ermyelpnong etvat wiattepa xprjopr), KaAAOIITEL, OOTO00, £VA ITOAD PKPO TP TOV
AIIAUT0E®V O TIANPOPOPNOL) HOoL IIpovIIodetel 1) LIOOETNON PLag TEAATOKEVIPIKIG

KODATOVPAG,.

Enuipoobeta, odppava pe v €peova, 1 To IT0CO0TO TV EMLYEIPNOEDV IOV £XOLV
vAorou)oet éva Sex@Ploto eSetdikevpevo nAnpogoptako cvotnua CRM etvar 10,3 %,
eve 1) péon Owdpxela xprong tov ovotrpatog CRM eivat 14,5 prjveg, yeyovog mov
AITOKAADITTEL - TIO0O - IPOOPATH elval 1] €l0000g ALTOV TOV IANPOPOPLAK®DV

OLOTPATOV OTNV EANNVIKT] ayopd.

3 Stefanou, C., Sarmaniotis, C., Stafyla, A., (2003), “CRM and customercentric knowledge

management: an empirical research”, Business Process Management Journal, Vol.9, No 5,pp 617-

634.
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Oocov agopd Vv dmoyn T®V OTEAEXDV Yyld TNV HEAATOKEVIPIKI] Quloco@la, ta
AIIOTEAEOPATA TNG £PELVAG PAVEPOVOLY OTL 1] HALOYNPIAd TOV EPATOUEVHDV
Xapaxktnpifel oNUAvTiki 1] IOAD ONHAVIIKI] TV TOV®OOI TG EUIIOTOOLVIG TOV
neAatov ya myv emyeipnon (98,8%), ) Stapop@@on pakpoxpoOvi®v OxECEDV e
toug relateg (96,2%) xat v avinon g wavonoinong te®v meAatov (93,1%).

ZTeENEXT TG Ayopdag oL dHPAOTNPLOHOOLVTAL OTOV Topéd T®V ovotnpdatov CRM
exkTipovy OTt ot eSelilerg g ayopdg CRM mpoPAemovtat evvoikes, xabmg 1)
OTPATNYIKI) €0TiAoNg otov ImeAdtr kepdilet oloéva €da@og. APKETEG EMLYELPT)OELS,
wwaitepa  avtég 1MoL  dPAOTNPOMOIOLVIAL OTOV  TOHEd TV VIPECIOV
OLVELONTOIIOOLY Tr] OIOLOMIOTNTA THG IMEAATOKEVIPIKI)G IIPOOLYYONG Kat eivat
npobopeg va emevdvoovv mpog avty v katevOovon. [lapadAnia, 1
IIAYKOOHIOIIONO1), 1) OLYKAIOI] TOV ayopav, 1) Opdaotnplomnoinon moAvedvikov
EMYELPT0E®V 0TI X®PA pag mov epappofovv otpatnykr) CRM dnpiovpyoovv véa
dedopéva oy ayopa xat oty efomnpénon  Tov nelatov. Etvar emopévag
EIMTAKTIKI] AVAYKI Ol EAANVIKEG EMLYELPIOELS VA akolovbrjoovv Tig maparndave
eCelilelg voBeTOVTAG MEAATOKEVIPIKI] OTPATNYIKI), MOTE VA EMTOYOLV OATHPNON

TOV ONUAVTIKOV IIEAATOV TODG KAl TOVMOT) TG Kepdopopiag Toug.

5.8 Case Studies: H epappoy1n cvotnpatov CRM odnyet otnv
emroyia tig erapeieg ECDL HELLAS AE xat IIPAZEITEAHX AE

Iapaderypale : EEDL-HELEAS A.E.
IIpo@iN Emyeipnong

@ H etaipia ECDL Hellas A.E. avrket otov Optho etaipmv

Interfranchise o omotlog dpaotnplonoteitat oto xwpo tng ITiotonoinong I'vwoewv
kat AeSlotrtov, g Exnaidevong xat g I[Npotonng Iadikrg Poyaywyiag, otmv
ENAnvikr) kot Bakkavikn) ayopd. Ztov opiho, exktog ano v ECDL ENAag, avijkoov
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errtong 1 etapia [aideg ev Apdoet xat n etapia Exnaidevon MéAovtog. O Opthog
Interfranchise, évag tayxvtata avepXOHEVOG EMXEPNPATIKOG OPNOG TIAPOXNS
LI PEoIOV, aracyoAet meptoootepovg amo 100 epyalopévovg, kat ovveyifelt va
errevOvel Suvapikda oe véoog topelg dpaotnplot)tov. H ECDL Hellas A.E. eivan 1)
MPWTI AIIO TG TPELS eTatpieg TOL opilov otV onota OAOKANP®ONKE N yKATAOTAON)

tov Microsoft CRM amno ) SiEBEN.

Emyeipnpatikég anattioeig

H etaipia Owaxepifetat éva peyalo apipod meAat®v, KAMOolotl Ao Tovg OIoiovg
etvat meddteg Kat AANav etaipiwv too Opidov. ZToxog g HTav 1 KaAvtepn
apakoAovbnorn tng ovvepydaoilag pe Tovg IMEAATES TG KAl 1] AUTOPATOIIOIN 01 TOV
dadikaoiwv mov akolovbovvtat yia v motonoinon venv meAdatov. Emuiléov,
ONUAvTKO ywa TV etaipla elvar va pmopet va Otaxelpifetal Tig DIAPYXOLOES
ovpPaoetg rov £xet oovdayet pe ta E€etaotika Kevrpa xat tavtoxpova, va mapéyet

OTOLG ITEAATEG TIG DIINPEDLEG DITOOTIPISHG LYNAOD emuIEdOL.

H ECDL Hellas AE é¢xet  Sexoprota Tprnpata moo napaxkolovBoov  Tig
dpaotnplotTeg T®V MEAATOV KAl Olao@alifoov Tr OmOTr) OLVePydaold HE TV
etalpia, eAEyYouv TG DIOYEYPAPHEVEG OLHPACELS KAl MIAPEXOLY OLVEXT] TEXVIKI)
vrootpn 7 nuépeg v efdopdda. Embopovoe Aourov va emrtdyxel Kalvtepn
OPYAV®OI KAl ALTOPATONONon OA@V Te®V napdrdve owadikaoimv. Emuriéov 1)
Awoiknon g etapilag €dive onupavikn Papvtnra oto Oepa tov Avagopov
(Reporting). Zoykekpipeva, frav avaykaio, 1ooo oe eminedo Opilov, 0600 Kat ya
kabe etawpia Sexopota va AapPavoov kabnpepva avalotikd Kdt eoxpnota

reports yia Vv HOpeia T®@V EPYaAOI®V TODG.
[a mv avtipetomon OAov tov naparnave eméytnke to Microsoft CRM g

etaipeiag SiEBEN, étol mote va kalomrtet tig avaykeg g ECDL Hellas AE xat tov

vriodourov Opiloo.
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Avon

2oykekppéva, xpnowponoudnkav kat ta dvo module tov Microsoft CRM.
Emunhéov, éxoov yivel e1d01kég IApAapeTPOIIOU|0elg IIPOKEIPEVOD Va KAALPOoOV OAeg
Ol avdykeg tng etaipiag. Xoykekpipéva, to Sales Module emtpénet oto Tpnpa
Avamrodng Awtvoov va mpooeyyiCet pe  emttoyxia  vEoug IEAATEG KAl VA
napakolovbel 11§ oxéoelg g etaipilag pe tovg vmapyovies. Ilapalnia, Tto
KOxA@pa oopPdaoemv tov Microsoft CRM Pondd to Tpfijpa EAéyyov g etatpeiag
va napakolovbel pe evkoAia kat amotedeopatikorta T Owadikaoia ovvayng
vémVv oopPacemv kat Tig motonoumoetg ESetaotikmv Kevipov moo npaypatonotet )
etawpta pe ) PorPeia too dikrvov EAeyxtov mov dwabetet oe OAn tmv ENada.
Eniong avtopatronouinkav ot Owadikaoieg avavemong xat petaPifaong tov
2opPaoewv. IlapdMnha, to Customer Service module ypnotpomnoteitat
kabnpepwva amo tovg gpyalopéevovg tov Tprpatog ESvmmpétnong Zvvepyatovy,
®OTE VA AVIAIIOKPivovTal apecd ota ntpdtd Mo ariaoX0AOVV Tovg ITEAdTES, VA
paloov oe oepa avapovig dagopa Bepata mpog emilvon kat va ta davepoov
otoog appodiovg xprjotes. Emiong, éxoov ot Owdbeory tovg epyaleio Knowledge
Base mov tovg emtpénel va €mADOLV ATIOTEAEOPATIKOTEPA Kdbe meploTatiko I1mov

avtipeterifooy.

H SiEBEN ovovedeoe to Microsoft CRM pe 10 epnopoAoyloTikO ovotnpa tng
etaptag (KEPAAAIO), mpokeipevov va eoaxbobdv olkovopikd otovyela Kat
otolyela ayopaotévieov - mpoioviev otg Kaptéleg Ttwv  melatov. Emiong
petagepbnkav napedbovrikég minpogopieg (Data Migration) amod 1o malaiotepo
CRM epyahieto  (ACT) mov xpnowpornolovoav KAImolol XPrjoTeg, &V  EYLVE
dtaobvvdeon xat pe kamowa custom npoypappata (Extranet & MIS) movo
xpnowomnotet n ECDL Hellas ywa mv emxowvovia pe 1o S1KT0o TOV HEAATOV Kt
Vv opydaveon tov Efetdoemv. Méoa amod tn GtaovvOeon T®V HPOoypAappdtev
avtev pe to Microsoft CRM «ytiotnke» 1) mAnpng kaptea meAdatn ov draPadetat
m\éov amod pila xat povn mnyr, to Microsoft CRM. Téhog 1 epappoyrn) exet
evorioumndet pe to Outlook mpoxketpevoo ONot ot Xprioteg va €xovv IpooPBaot) oTig

erageg moov etvat katayeopnpéveg oto CRM, wote va priopovv va tovg oteiloov
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email, va nepvave pavtepfod oo agopovv nehateg CRM oto Outlook Calendar, 1y

tasks oo agopoovv nmeAateg CRM oto Outlook Tasks.

O@¢An

Ta o@éAn mov €yetl amokopioet 1) etaipia amno v eykatrdotaor tov Microsoft CRM
etvat onpavtika. To Tpnpa EAéyyev éxet opyavebel mnpwg avldavoviag tnv
arrodoon T®v vrnaAn\ev tov Tprpatog kabmg OAeg ot amapaityteg IAnpoPopieg
yia T dovAeld Tovg etvat ovykevtpapéveg oe eva onpeto. Emong, ta workflows oo
gxoov avarrtoybdet tovg Pondovv va napakolovboov akpiPmg ta otadia ota omnoia
Ppiloketatr kdabe vmobeon xat Tig epyaocieg mov mpémer va yivoov. To Tunpa
ESvommpetnong Iledatov xkataypdget kat opadomotet OAd  TA ALTPATAd  TOV
MEAATOV, ENTOYYAVOVTAG €T0L TV KAADTEPT] KAl AMOTEAEOPATIKOTEPT) ESVIINPETON
toug. To Tprnpa Avdamtolng AKTOoL OpydAV®Oe TOV TPOIO IIPOOCEYYIONG VEDV
MEAATOV, EVEO KaTaypdagel dedopéva Kat aroyelg tdV IeEAdT®V, e§ayoviag xprotpa
ovpnepaocpata ywa ta peAovtika frpata mg ECDL oty nepattépm avartodr) too
Awtvov g Télog, vmapyet n Sovatrotnta mArpovg adtohoynong kabe Tprpartog
g ECDL Hellas xat eSaywyng OTATIOTIK®V OTOLXEI®V IIOL EMITPENIOVV OTN
Avoixknon va Pydalel oopnepdopata yla Ty nopeia tng etaipiag. Avtiotoiya, oe
erinedo Opthov ma, oAoxAnpn 1 ECDL Hellas pnopet va adtoloynfet oav pélog

TODL OLVOAOL OTO OIIOLO AVIKEL.

INapaderypa 20 : TIPAZEITEAHE A.E.

IIpo@iN Emyeipnong

H etawpeia TTPAEITEAHX A.E. e0pevet ot Osooalovikn kat eSayet LYNArg
nowotntag povya oty Evporn otig HITA xat otov Kavadd. 16pvbnke to 1973 xat
aro 1ote akolovbetl pia otabepda avodikr) nmopeia. Ztv emtyeipnon epyalovtat oe
povipn Pdaon mepimoo 25 dropa (Tpnjpa O®Anoswv, Aoylotnpiov, amobrkng,
oxedlaong, napaymyr|g, KAI).
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H paxpa mneipa otov Topéa Tng kKAwotodgaviovpylag kat Tty  &vooon
vrootnpifetat ard aPTio PnXavoAoyKO eSOMAIOPO KAt AIO eSeAYpEVA OLOTHHATA
vroAoylotov  kabwg ermiong kat amd opdadeg eSelOIKELPEVAOV  OTEAEX®V  OF
OvYKeEKPpeEVOLg Topelg pe amotéeopa 1 Ilpaditédng va xabiotarar pla amo tig

KaloTepeg Evponaikeég KA@OToBQAVTOLPYIKEG EMTLYELPT)OELG.

Emyepnpatiki) Avaykr)

H emyeipnon ta tedevtata xpovia avtiAnpbnke 0Tt pe To SLaPKOG AVIAYDOVIOTIKO
neptBalov mov avtipetomnifel, xpeldafoviav MeploooTePr) KAl MO eSelOIKELHEVT)
AN POPOPTOL] Y1 TOVG ITEAATES T1)G, O OLVODAOHO IIAVTOTE e EDENIKTEG EPITOPUKES

moMtikég mov Oa pmopovv va ompifoviat oe  HOVIEAA  avdaloong  Kat

KATIYOP1OIIOiN0Ng TG ayopag.

H O6wiknon g emyeipnong ooveldnromoinoe OTL T POVA OTOlyela IIOL eixe
dabcopa yia tovg meldreg g, NTAV ALTA TV OLVAMNAY®V Kdt Oev vIrpyav
KaBoAov MOLOTIKA OTOLEWd yld TOV TPOIo mov o kabévag ayopdalel. Aev vrmpye
rovBeva 1 mAnpo@opnon ya to Pabpo tkavoroinong tov MmeAdtn) Ao ToV TPOIo
Iov 1) emyeipnon eSonnpetovog, 0ev yvwpile av ot mehdateg ayopalav mpoiovia
AV aVIAy®VIOT®V KAt I01eV, 0ev yVoplle av KAADIITOVTAV MANP®G Ol aVAyKEeg
TOug KAt av Oxt ywatt oovePatve avto, dev 1éepe TEAKA Tt AAAeG avAykeg elyav ot
reddteg TOvg ®OTe va mpoomnabnoet va Ttg kaldvyel. Ta ovomwpata oo
Xpnowpomnotlovoav, Oev mapeiyav tm) dvvatdtta Kataypagr|g Kat mapakolovdnong
OA®V TOV HNAPAIIAVE KAl 1) eyeipnon avalnroviag Avorn oe OAd avuTtd aroQaclos

va vobetrjoet TV @rioco@ia tov CRM.

Avonq

H emyeipnon amogdaoioe va eykataotroel eva ovyypovo gpyaleio CRM xkat
ovykekppeva to Microsoft CRM pe v eetdikevpevn kabodrjynon g AST wote
va Ponbroet xopiwg to Tpnpa marketing aAa xat va kabopioet pe peyaln
akpifela TNV OOPIEPLPOPA TOV MEAATOV TNG KAl VA £PAPHOOEL VEEG OTPATNYIKEG

NPOMONTIK®V EVEPYELDV WOTE VA EKPETANAEDTEL TA HOLOTIKA XAPAKTIPLOTIKA TOV
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IIPOPIA TOVG.

H epappoyr) oo emAéyOnke amoteleitatl ano apketd KOKA@PATA (DIIOCLOTHLATA)
On®g yla Hapddetypd KOKA@pPA TEAdT®V, OlaXEPLoNng HNVOPAT®V, ELKAIPLOV
N®OANONG, IMIPOCPOP®V, IMPOYPAPHRATIOROD EVEPYEIDV MIMOANONG KAl Olaxeiplong

npo®bNTiK®V evepyelmwv (campaign management).

O@¢An

Ta o@éAn ywa v emyeipnon amod v OPOT  OTYHI HTAV  JpECA Kl
arotedeopatika. Ot  epumAeKOpevol PE  TO  ODOTHHA . XPNOTEG, - KATAX®POLY
kabnpepva mAéov omoladnmote MANPOPOPIA aAPOPA TOVG IEAATEG, OTIVOVTAL
avtopartonopéveg Sadikaoieg KAt otn ovvexeld to ovotpa kabodnyei tovg
XP1OTEG yia To Tt Impénet va yiver avd neldrt. Kataypdgetat 1) wotopikotta tmg
emxkoweviag pe tov kdabe meAdatn fexplotd, Kataptifovidl OpyavoMEVA
EPOTNHATONOYLA EPELVAG AYOPUG, KATATACOOVTAL Ol IIEAATEG AVANOYA HE TO IIPOPIA
Toug KAt akolovBovvtatl eCelOIKEDPEVES EPITOPIKEG TTONITIKEG Pe Bdon To mPOo@Pih
avto (Customer Profile Analysis). Ot meAdteg katnyoptomotovvtat ava peyebog
(pkpol - peydlol), avd ye@ypd@ilkr] IepPloxr), avd kAddo Opaotnploroinorg.
Eniong xatnyoplomotovvtat ava eoaiotnola mov PIopel va a@opd TG Tipég
(avtidpaon meldrn ot petaPoAr) g TWNG) 1) Avd oLXVOT)TA  AYOpP®V
(emavalapPavopeveg 1y pn)).

Enetta ano ta napandve, oteAéxn g emyelpnong avépepav Ot 1 avdnon v
N®ANOE®V IOV TIETLXAV HEOA O Alyovg PIVeG elval evILH®OlAKT) (mepinov 35% oe
OX€01] HE TO HIPONYOLHEVO eSAunvo) Kat 1) PeAtiotomnoinon tov dadkaoiov eivat
n\éov yeyovog. [Tepa amd v avdnon tov NeA)oe®V, KATAPEPAV VA HELWOODV
npoadntikeg damdaveg mov KATEANyav oe JOKOIeG evepyeleg Kat Aabog mehdteg,
Pedtiwoav otov amolvto Pabpo To otoyevpévo marketing (cvykexpipévn
IIPOOPOPA OLYKEKPIHEVAOV TMPOIOVI®V O OLYKEKPIHEVODG IEAATES), PeATimoav
ONOKANPOTIKA TIG OYEOEWS TNG EMXEPNONG He TOLG IMEAATEG KAl TEAKA
dnpiovpynoav eva apketd moto IeAAToAOY10 1oL eivat OvokoAo va yabet xat oo

kabe pépa avdavetat!
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KEDAAAIO 6°
H XHMAZXIA THX ATAXEIPIZHY XXEXEQN ITEAATQN
XTON TPAIIEZIKO KAAAO

6.1 To onpep1vo NAyKOOPIOMOUPEVO TPATIECIKO TOTILO0

Ot paydaieg e8elifelg, mov AapPavooy xopa OTO IIAYKOOHIO IIPOOCKI|VIO, £XOLV
oovtehéoet otV alAayr) Tov HePBANOVTOG OTO OO0 AEITOLPYOLV Ol OLYXPOVEG
emyepnoelg. Ot Paowoi mapdyovieg, mov Hpoodlopifoby TO  OLYXPOVO
XPNHATOOKOVOPIKO meptPailov, cvvowilovtal otnv Otebvoroinon Tov ayopmnv,
OTNV €VOIIONOI) T®V Ayop®V XPHHIATOG KAl KEQAAAIOD KAl OTNV areAevdepmon Tov
XPNHATOMOTOTIKOL TOPEA AIIO TOV KPATIKO mapepPartiopo. Méoa oe éva tetolo
nAatoto o tpaneQikog topeag dev Ha propovoe va peivel aAwPntog. ATOTOKOG TV
AVOTEP® 1)TAV 1] EMEKTAON TOV OPACTNPLOTHTOV TOV TPAINe(®V Oe VEES aAyOpPES, 1)
IIAPOXI] VEDV IIPOTOVIMV KAl LIMNPEOI®V, 1] AVAYKI) ENAVAIIPOOOI0PIOHOL TOL
PONOL TOLG KAl I &vViOYDLON TV TACE®Y Yld OLYX®VEDOELG KAl &SayOpPEQ,.
KaBoplotiko polo otig eSelilerg avtég dradpapdrtioe kat 11 aApatmdng avarrodn
g Texvoloylag Kat 1) tayotnra 61adoong tng mAnpogopiag peom too dadikrvoo.
H dvvatomta tov tpanemv va avSavoovy v Napay®ylKoTnTtd KAt TV tayxdt)Ta
AVTAIOKP1o1)g TOLG OTIG AIIALTI|OELS TOV MEAATOV ONPlovPyNoe Véeg oLVONKeg OtV
ayopd, OIoL O HOVOG TPOIOG emiPi®ong ot véa avtr) HPAYRATIKOT)TA &lvatl 1)

eoeiSia Kat  IPOCAPHOOTIKOTNTA.

Emum\éov, 1 maykoopiomnoinor, To Avolypd TV dyop®Vv KAl I €l0ay®yl) OTov
TPAIeCIKO YWPO OPYAVIOH®OV, IOV IIPOOPEPOLY MAPOPOLA IPOTOVTA KAl LIINPEOLEG
pe g Tpameleg, ofpvav axOHn IEPLOCOTEPO TOV HETASD TOLG AVIAY®VIOHO.
ITapaA\nAa, to mA1100¢ TOV IIPOOPEPOPEVOV TIPOTOVIM®V KAl DIIPECI®V ALSNOE TIg
emAOYEG TOV IEAAT®V KAt dlevpovve Tov opifovtd ToV arattjoemv Toug. To Kk6otog
aroktnong kepalaiov avindnke, kabwg ot meEAdTeg dPX1OaV Va OTPEPOVTAL OF IO

ITOANDITAOKEG  HOP@PEg  emévdvong  vynAotepng amodoong. [lpoxepeévoo  va
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avtamnoxkptoov ot tpdmeleg OTIg VEEG ALTEG ATIALTIOELG 10N YAYaV eCelOKEDPEVA
MPOTOVTA TIPOCAPHOOHEVA 0Tl 10laitepeg avdaykeg TV IEAdI®V. O&hovtdag,
EIMIINEOV, VA AIIOKTI|OOLV PEYANDTEPT €DEASIA PEI®VOVTAG TO KOOTOG TOLG KAl
avSavovTag TV aroTeAeOPATIKOTNTA TOLG IpoeProav oe arayég g @rthooopiag
d101kNo1)g TOLG KAl TOV OTPATNYIKOV TODG, EMKEVIP®VOVTAS TIg IPoondbelég Toog
O¢ HPla IO IEAATOKEVIPIKI] [PAOH KAl E0AYOVTAS - VEEG TEXVOAOYLEG — KAl
AT POPOPLAKA OLOTIHATA, TAPANANAC pe TV EKITAidevOn) Kat TV ENPOPP®OL] TOV

IIPOOGITLKOD TOVG.

Enopévag, mapatnpeitat pia véa taorn ota tparefika dedopéva. O meldreg, 1Iov
nalawotepa omavia dMalav tpamnefa, onpepa eivail oe Beon va yvepifoov Tig
vmnpeoieg Kat tad MPOIOVIA IOV IIPOOPEPEL TO OLVOANO T®V TpAne(®V KAl va

EMALYOLV LTI IOV IKAVOIIOtEl KAADTEPA TIG AVAYKES TOVG.

6.2 Alaxeipion ox€0emV MEAATOV Kat EAAVIKO Tpanefiko ovotnpa

To e\\nviko Ypnpatomot®Tiko ovotnpa Owavdel pla mepiodo  OonpAVIIKOV
AVAKATATASE®V IOV OLVOLOVTAL APECA He TNV AVAYKAOTTA IPOCAPHOYIS TOL
ota Oedopéva Ttov veov meplPalloviog Opdong mov 101 exel apyioet va
dapoppavetal. ZoyKekplpéva, pe v el0odo g xwpag pag oty Evpalmvn xat
MV KaOpmon Tov eviaiov Voptopatog, ot eAAnvikeg tpdmeleg dapyloav va
Aettovpyovv Og Eva éVIovd avIay®VioTKo HePIPAANoV, KAOloTOVTAG EMTAKTIK)
Vv avdaykn ylia Otapbpatikég alayég tov Tpamnelikov ovotrpatog. Ewdwa o
£VIOVOG AVTAY®VIOHOG oL eKONA®VETAL OTOV Topea TG Ataviki)g Tparnelikr|g (retail
banking) @¢pvel Tig emIXElPNOElg QAVTIPETOIIEG HE HIA  OEPAd  OTPATYIK®OV
IIPOKAN|OE®V OT1G OMOleg Ot Tpdreeg opeilovv va avtanokplfovv pe Tov KaALTeEPO

dvvatod Tpormo.3?

ZoyKekppéva ot tparneleg Oa mpermet:

32 Kevtpog Anp., 2002, ApBpo «H onpaoia tng IEAATOKEVIPIKI|G IIPOOEYYLONG OTOV TPATIE(IKO

TOpEQ».
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> AapPavopévng vmoyrn TG OTEVOTEPNG OXEONG IIOV AVAIITOOOETAL PETASL
Tpane(®v Kat MeEAdT®V, va OnpiovpyoLv Tig mpodmobéoelg povipotepav
OLVEPYAOLMV KAl IIAPOXI] LINPECI®V MPooTfépevng adiag otovg ImeAdteg
TOLG.

> Na eSaopalioov v 000 dovatov TaxLTEPN Kat MANPEOTEPT] ESLIINPETIOT)
NG DPLOTAMEVIG KAt OLVNTIKI|G TOLG MEAATELAG.

> Na avalntodv evalaxTikeg Inyég €000V pe T Olagoporoinon Kat
d1evPLVON TOV EPYACI®V TOVG (TI.X. 0T OTEYAOTIKI] KAl KATAVAADTIKY| ITioTH),
ota Tpareoao@PANOTIKA IIPOTOVTA K.d.).

» Na avamtooooov 06e§lotteg o  TOpelg  Imov - ektelvovtar amo v
artoteAeopatiki) diayeipton peyalov OyKov IANPOPOPLOV TOL AT Kt TN
Bdorn 0e00pEVOV PAPKETIVYK Katl POAVOLY pexpL 1) OTPATI YKL ODVEPYAOoia

Kat Iapddoor) g DINPECLAg HEO® EVANAAKTIK®V KAVAADV.

[TapaMnAa, ta tedevtata ypovia onpelwdnkav otov tpamefiko xopo aAAayEg
NPOTOYVWOPEG yia ta eMnvika Oedopéva, kabooov evioxvOnke n tpamelir)
arodtapecoldapnon, dnuovpyndnkav péoa amo eSayopég, ovyxwveLOoelg Kdat
oTPATNYKEG ovppayieg woyvpol Tpamelikol Opthol Kat Afgonkav pérpa yua v

eSuytavor) Tov Tparefikov CLOTHIATOS.

Ztg ovvinkeg  avtég kaboplotikd mapayovia yia Tt Peltioon g
AITOTEAEOPATIKOTNTAG KAl TG PEl®OoNg Tov KOOTovg TV Tparnel®v damotelet 1)
vobétnon pwag - véag otpatnykng @uooco@iag, 1n omoia avayvepifet v
eCoINPETNON KAl TNV AVAITLSN TOV OXe0e@dV pe TNV meldtela oav Paokd
IIPOAIIAITOVPEVA Yld T1) PEANOVTIKI) Tovg avamtodn kat pete§eAtdn). H xatavonon
AOUIOV TWV AVAYKOV TOV HEAAT®V, 1] HECT AVTAIIOKPLON OTl§ AVAYKEG KAl Tig
11poodoxieg Tovg Kabmg kat 1 dnprovpyla ptag paxkpdag oxeong padi Tong covioTtovy
AoV TA PACIKA KPLT)pla Oxt HOVO TG emttoyiag aAd Kat tng emPilmong tov

Tpamnefmv.
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Méoa ano v ovwobemon kat  e@pappoyr] KATAANA®V  HEAATOKEVIPIK®OV
OLOTNPATOV Ol Tpdareleq dnEIOLPYOLV OTeVOTEPEG OXEOELG PE TOVG ITEAATEG KAl
Oétovv TG mpodmobécelg yia povipotepeg oLVEPYAOiEg KAl IIAPOXT] LIINPEOIDV
npootlepevng adiag oe avtovg. Tavtoypova eSaopalifoov v 000 10 dvvaTov
TayOTePn) KAt IANPEOTEPT) ECUIINPETOL TOV DPLOTAPEVAOV KAl OOV TIK®V ITEAATOV.
[TapaMnAa, 1n e@appoyry HlAg IO  AMOTEAEOHATIKI)G OPYAVOTIKNG Oopng, 1)
EVOOUATHOON Of AUV VE®V IANPOPOPLAKOV CLOTNHAT®V KAl 1) Ipombnon tng
nAektpovikng Tpame(ikr)g (e-banking), obnyel Tig emiyelprjoelg oe pelwon TV
Aettovpyik®wv  tovg OSamavav. Expetalevopeveg Tig Svvatot)teg IOV  TOLG
MIPOOPEPEL 1) XP1ON ToL AladiKTOOL YAPAOCOLY TNV KATAANNAL OTPATYIKI] Yld

IIPOOPOPU XPNILATOIIOTOTIK®V DIINPECI®OV OTO XOPO AVTO.

6.3 Avaykn epappoyrng too CRM oto o0yxpovo Tpanefiko ocvotnpa

[Tp@tapykd poAo OTO OLYXPOVO XPNUATOHMIOI®TIKO ovotnpa dtadpaparilel o
neAatng, kabwg ot 10teg ot Tpdmeleg avayvopifovy Nmg 1 IPOoodog Tovg cLVOEeTal
APECA HE TNV IKAVOIIOiNOr) TV MEAAT®V Kat T O0VATOTTA EDKOANG IIPOCAPHOYIG
TOVG OTIg ovveX®S petaPallopeveg avaykeg Tovg. Ot tpdreleg £xovv avtAn@Tel )
orIovJAOTNTA TG ONHIOVPYIAG OTEVOV OXE0EMV HE TOV EKAOTOTE MeAdTI), péod aro
Vv vrobétnon xat vAomoinon g meAatrokevipikrg rpoocyyong (CRM), kabwg xat
TNV EMTAKTIKY AVAYKN TG HEYLOTOHoNong g adiag TV MePLO0OTEPO EMKEPODV
nedatov (Customer Lifetime Value), ot omoiot mapéyoov ta exéyyoa yia tv
EMTOYNPEVT] TOPEld TV Tpanelmv oe pla dKP®S AVIAYOVIOTIKY ayopd.’® H
peylotonoinon g asiag TV emxepOmV meAat®Vv aroktd taitepn fapotnta Aoyw
NG 10X0OG ToL “Kavova Tov Pareto” mov Bé\etl 1o 20% TtV mEAAT®V va ovvelopepet

oto 80% TwV OLVONK®V 000GV TRV Tparelmv.

e opog «Customer Lifetime Value» avagépetatr omyv mapovoa adia OA®V Tov peANOVTIK®OV
€000®V 10V IpokLITTOLY amod évav medatn. H Bewpia too CLV aviipetoniel Tovg mekdreg og evay
IIOPO ard TOV OIOi0 1) EMLYEIPN O] IPEMEL VA AVTALOeL 600 To dvvatov peyalvtepn adla. H extipnon
tov Customer Lifetime Value amotelel pia peébodo tpnpatonoinong 1@V meEAdT®OV KAt eVIOIOROD

meEAaTOV (OTIKIG ONPLAoiag.
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Egappolopeveg MIPAKTIKEG Ol OIOlEG EMKEVIPOVOVIAL Of A OLYKEKPUHEVT)
ovval\ayr) 1) ot dwabeon npoxaboplopévev mpolovimy, avikadiotaviatl Kat otov
Tpaneflkd Y®PO dII0 Pl  IOAMTIKI] IIPOCAVATOAIOPEVI) OTHV  IIANPEOTEPT)
eommnPeTNon Tov mHeAdty Kat otV ek Pabdéov pelétn kat avaloorn T®V avaykov

TOV.

6.4 H ¢vvola tng melatokevipikig tpamnefag Kdai Ta O@EAN TV
Tpane(@vV amo TNV £€QAPHOYN] OVOTNHATAOV OlAXEIPLONG OXEOEWV

meEAAT®V

Onwg npoavagpepOnke, ot tpdamneleg avayvapifovy nog yia vd emPiooovv oe pid
OLVEX®G IIAYKOOHIODHEVI] KAl JKP®G AVIAYDVIOTIKI) ayopd, 1] OTPATNYLKI)
«goTiaong otov meAatn» xabiotatat emtaktikiy) avaykn). Enopévag, n npoondabeia
TOV Tparne(®v Mmov eival IPOCAVATONOHEVEG OTOV HMEAAT MAEOV EMKEVIPMVETAL
OTO va Olao@AAloTel OTL Ol KAADTEPOL MEATEG TOVG OAP®S OLAPOPOIIOIOVVTAL KAl
ornov kadiotatat ePiKto, TOYXAVOLV KAl MPOOMIIKIG eSOINPETNONG. ATIOTEAEOPA
avTtoL AouIov arnoteAet ) avdron tov pepdiov ayopds TV Tpanel®y, ToL peptdilov
EPYAOI®V TOLG pe Tov meAdrn kabwg xat g ovbvoAlkng adiag mov napayetat kad’

OA1) 1) Oudpxela g {@r|g Tov.

Xe avtr) T Paon kpiverat avaykaia 1n vwobétnon plag mo OAOKANP®HEVIS
OTPATNYIKIG IIPOOLYYIONG, AvThg TG diayeiplong oxeoewv pe toug meAdateg (CRM).
To CRM o6nwg @atvetatr xat oto Awaypappa 6.1 moo axolovbel, amotelei )
peteSeAiln tov ovompatev «Evooemyetpnolaxrg Opyavaong ITopwv (Enterprise
Resource Planning- ERP) xal «Avotopatonoinong tov IloAncewv» (Sales Force
Automation-SFA). Etdwkotepa, mapatnpeitat pa petdBaon amo Tig EMKeVIPOPEVES
oTI) Pelworn Tov KOOTOLG OTPATHYIKEG IIPOG TV EPAPHOYI] HAG VEAS OTPATIYIKIG
avarrodng, 1 onoia xabodnyeitat anod tig dpactnprotteg 100 MApPKETIVYK Kat
otoxevel ot Onplovpyia evog OAOKANP®PEVOD OLOTHPATOG IToL efprmnpetel OAA Ta

«onpeia emagrg» (touch points) Tov opyaviopoov pe Tov meAdrn).
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Znueiwveral 0T1 yia v TpEyovon dekaetia, 1 viobeTnon xar avartody epappoywv eCRM

(CRM oo Owadiktoo) amo 11§ 1pamedes, mpofAémerar va anoteléoer 1] ONUavVTIKOTEPY] 106G

OTPATHYIKY Y1a TV eTITEVSH H1AG EMITOYUEVHS TIOPELAg.

Awaypappa 6.1: H E§EMEN too CRM

ZTpaATnYIKN HEiwong Tou KéoToug é}rpaﬂwmﬂ Avanrtuéng

= =5 @ @
< miea > < maketmaies >

1980’s 1990’s 2008

A
v

Anapattto epyaleio ywa v arnoteAeopatikr) Asttovpyia evog CRM ovotrjpatog
etvat 11 onapldn pag Pdong dedopévev (data warehouse) otnv omoia eivat
Katayeypappeva ta ortolyeia tov nehatev. Etvat mpogaveg ot ya tig tpamneeg dev
elvat e0KoAo va yvepllovy Ta HOVAOKd, Olaitepa XAPAKTINPIOTIKA Ta OmHold
drapoporniotovy kabe meAdTn 100G 0TV MEPUTTOOL ITOL TA OTOLXELd ADTA THPOLVIAL
oe TONATAJ, dLaPOPETIKA TANPOPOPLAKA OLOTHHATA. AVTIOET®S, 1 CLYKEVTIPWOT)
Toug O pa eviaia Paorn 0edopevav divel ) dvvatotTa KAAdTEPNG KATAVONONS
TOV JLVITIK®OV AVAYK®V KAl IPOTIHN0e®V T®V IEAdT®V, kabwmg xat tg adiag

drapkerag (w1g avTwv.

ITapaA\nAa n xpron epyaieiov data mining emrtpénet v mpoPAeyn xdbe
IIAaPAyoVTa II0L HIopel va mapakxivel Tov meAdtn) va mIpoPaivel 08 COYKEKPIHEVT)
ooval\ayr). H evpotepn evvola g Pdaong dedopévav oovoyiletat oto Awaypappa
6.2 xat propet va neprypaget oe Opovg dadikaolmv Mmov elvat avaykdaieg yia tv
QOTONATONOLNON TG EMKOVMOVIAG pe TOV meAdTr Kat tr) OtevkOAvvor g padikng

eSatopikevong (mass customization).
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Awaypappa 6.2: Baon dedopévwv kat oovageig dradikaoieg

MpoéAguon Awadikacia AiauAog
OTOIXEiWwV exkkabapiong ME TV
OTOIXEiWV ayopd
- ZTOIXEia - EykupoTnra /\ - MwAnoeig
ZuvaAAdaywv \/
- Zuvévwon Angioupyia - Call Centres
- Call Centres i Bdaong i
- Moi16TnTa Agdopévwy - E§uninpérnon
- E§uninpérnon MeAdarn
MeAdarn - Avake@aAaiwon
- Campaigns
- E§wTtepikég
Mnyég
Epyacigg i
- Campaign AvrAnong
Data Zroixciwv/
MAnpogopiwv

ZOPP®VA AOUIOV e TO MAPAIIAV® OlIYPARHd, TA OTOLYEld KAl Ol IANPOPOpPieg ITOV
a@oOPOLV OTOLG ITEAdTEG MPOEPYOVTAl ard MOANEG dragopetikég rnyeg (call centres,
web sites kA1), Kata ) dtadwkaota g ekkabdapiong ta ocvoykekpipéva ototyela-
apyela eleyyoviat Kdi €VOHNOLOLVIAL £TOL ®WOTE VA AIOPEDYOVIAL Ol OUIAEG
Kataxoploelg Kat va dacpalifetat 1) eyKopOTTd TOVG, OIIMG KAl 1) HOVAOIKOTTA
ToL neldtrn oto ovotnpd. Enopevmg, ta otolyeia etvat ooykevipopéva oe pid eviaia

Bdon mAéov Kat opyavepeva yopo aro v oviotnta “mehatng”.

To enopevo Prjpa eivat n avalvon avte®v T®V otolyel®v péoa aro pua dradikaoia
oo 0Oa petovowwvel Ta Oedopéva oe TAnpogopia XPNOowun yid T ANy
EMXEPNPATIK®V ano@aoceV (data mining) kat apeoa dwabéown oe OAa ta “onpeia
eragng”’ g tpamedag pe Tovg MeEAdTeg. ZTOV TPANECIKO X®PO 1 EPAPHOYT| TETOLDV
epyaleiov diepevvnong xat avalvong Oedopeveov pmopet va  odnyrjoet oe
opboloykoOtepn) THNpATONOinon Tng meAatelaxt)g Paong, kalovtepo profiling tov
rehatn, npoPAeyrn g evOexopevng dtappong tov meldtn (churn management)
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kabwg xat g adiag Owapxelag (wrg tov (predictive life-cycle management) xat

TeAOG evTomopo g andrrg (fraud detection).

H emPioon twv tpane(odv pakpoxpovia Aourdov, AOYy® TOV. OTPATYIKOV
MIPOKANCE®V MOL AVTIPETOII(OLY, elvatl appnkta ovvOedepévi) pe TV TayLTa
vobétnong evog VEOL MEAATOKEVIPIKOL OLOTNPATOG, Mov Ba mIpoogéper
dvvatomta npooPaong oto Awadiktoo (e-CRM). Eotwalovtag mv mpoooyry otn
dnpovpyia xat T datrpnon 1OV oxEoe®V PE TOuG KANDTEPOLG MENUTEG KAl e
Ar®TEPO OTOXO T PeATioon TV OxEoe®V avuTI®V, IPEHEL OV OLOId Vd
emdwwkovtatl Avoeig oo Ha avapoppavoov Tig Tpdieeg amo peod Ipog td 6o e
arapattnt) npodrodeon mavta t) OEopevon) TV OL0KI0E®V TOV TpanelmV yid pia
Tétola alAayr). Zta mAaiowa g Onpovpylag evog TETOODL MEAATOKEVIPUKOD
povtéov ot tpareleg akolovbovv Tpelg drtadoxikeg PAoelg®, OTIMG PATVETAL KAl OTO

Zynpa 6.1.

Ixnpa 6.1: Ta 3 oradia e§eMEng tng mehatokevrpikig Tpdmnefag

1" da

Baoikn
Tunparomoinon
ko EoTiaon
oro Koéorog

Anpioupyia
MeAATOKEVTPIKAG
Tpamelag

E@pappoyn
Mponypévwyv
EpyaAsiwv

H 17 @don, omnov 1n napadoolaki] TPNEATONOINon Kdl 1) €0Tidon OTo KOOTOg
arroteAodY TiI§ PBACIKEG TAPAPETPOVS O1 OIIOlEG KATELOOVOLV TG OPACTNPLOTNTESG TOV

Tpanelov, yapaxktnpifetrat amo:

3 Kévtpog Anp., 2002, ApBpo «H onpaocia g meAaToKevIpIKLg IPOOLYY101G OTOV TPAEGIKO

TOpET».
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V V V V VY

Emg@avelaxn) yvoorn yia Tov meAdrtr).
Baow) tpnpartonoinon g arnodotikotntag.

Eviaia pn Stagpopomou)pév) avTipetoInon ToV TEAdT®V.

EX\ewyn oovtoviopov otr) Staxeiplon T®V KavVaAl®V ena@ng pe TOug ITENATES.

Eotiaon oto Kk00tog Kat TV arnoteAeopatikoTTd.

21 Owapkewa tng 215 gaong ot tpameleg apyifoov va epappofovv mepLocoTePO

IIPONYHEVEG TEXVIKEG KAl gpyaleta Oiepevvnong KAt avdivong tov dedopevov.

Kopua xapaxtnplotikd g 21 ¢paong aroteAodv:

>
>

>
>

H dnpovpyia pdaong dedopevmv kat avalvor antmv.

H pelétn g amodotkotntag, TG OLHIEPLUPOPAG KAl TOV KAVANIDOV
IIPOTIPNONG TOV IEAATMV.

H npoondaBeia avarrtodng factkav Tpanefikov epyaciov 0To Atadiktoo.

H napddoon t®v otoiyelov Kat IANPoQoplRdV oOtd «Onpelda enagng» tng

TpdmneCag pe Tov mehat).

Téhog, oty 37 @don avamtoooetat To TPAMEQIKO MEAATOKEVIPIKO HOVTENO,

epappoletat dSnhadr) 1 mpooeyylor Tov Kat Yapaxktnpifetat amo:

>

Egappoyr) mg Texvik)g tov marketing éva- mpog- éva (one-to-one

marketing)3® Kat g appidpopng emxoveviag

> TIAnpéotepn Katavonorn Tov avayk®v Kat emopiov Tov Hehdr).

> Opyavotikég  dopeg, ovotpata Owadkaowwv KAt — OTPATYIKEG

IIPOOAVATOAOPEVEG OTOV ITEAAT)
Evioyvor tng 0¢ong tov mehdtn péoa amo emAoyr] IpolovimyV, MPOCKIIK)

eCOIINPETION KAt DIIOOTH P TOV ATIOPACEDV TOD.

210 onpeio avto Oa mpénet va onpewwdet 0T 1] oLYKeKPEVT Oradkaotia 1 onoia

avayvepifetat and moAAovdg Tparedikodg opyaviopovs ¢ 1 KAtalnAotepn Avon

yla 1) dnpovpyia Kat Siatprorn arodoTIKOV OXE0EDV HE TOVG ITEAATES, emPANAEL

> O 0plopOG KAl TA XAPAKTIPLOTIKA TOL one-to-one marketing éxet avavBei oto 3° Kepdhato g

napovoag Atmepatikng Epyaotag (evotnta 3.1.3 oel. )
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pia pCikr) PETATPOII] OTOV TPOIIO AELTOLPYIAG TODG WOTE O MEAATNG va TorobetnOet
0TO KEVIPO T®V dpaotnplottov toug. Emmpoobeta, epmiéket tov avlpwro pe )
véa texvoloyla 0edopevon OTtL 11 DIOOETNOT) TG, AP TV ITOAVIIAOKOTITA KAl TO
oyn\o xootog, exel amodetybel amoAdTwg avaykaia yia TV IPOOEyylorn Kdt
diatr)pnon tov onpePVoL amattnTikov meAdty. I'a 1o Aoyo avtd MoAAEg peyaleg
tpaneleg Pplokovtat oto otddio tg Onplovpylag KAt yKATAOTAONG HONDIAOK®DV
OLOTNPATOV OlAXELPLONG TANPOPOPI®Y, €MEVODOVTAG ONPAVIIKA KEQPAANALA TODG
Kopiwg oe Pdoelg Oedopévev (data warehouses) xatr Swadikaocieg AavrtAnong
nm\npogopwwv (data mining), onwg mpoavagepbnke, eve MApIAANAa &xoov
dnpiovpyrnoet povteda HOPOPAeyng TG OLHIIEPLPOPAS TOV HEAAT®V IIOL TIG
BonBovv va npombovv ta mpoidvia tovg ot 0ot OPAOA IEAAT®V. ZOPPOVA e
¢pevova mov Oelrjyaye 1 d1edvodg @Qripng €TAPEId OIKOVOHIK®YV HEAETOV Kl
rapoxt)g oopPovAevtik®v vrnpeotwv Celent Communications to 2006, ta mocootd
VAOIIONNONG KAl EPAPHOYI)G TOV OLOTIHATOS Otaxelplong HeAatwv otov TPareiko

KAado napovotadovtat oto akoAovbo Awaypappa 6.3.

Awaypappa 6.3
YAoTtroinon Tou ZuoThparog Alaxeipiong ZXECEwWV
MeAatwv otov Tpatrediké Xw po

80
MNoocoota gq- 50 @ MeydAeg
uAonoinong Tpatredeg

(%) 40 0 m Meoaieg
20 | ngns(sg
0O Mikp€g
0- TpaTrelec
2001 2003 2005
‘ETn

[Tapatnpobdpe OTL Kat 0TI TPELG KAt yopieg Tpamne(®v 0 ITI0000TO DAOIION0NG TOLG

ovotpatog CRM kata v tetpaetia 2001-2005 avdnbnke onpavtikd. Ztnv
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Hepint®on TV peyalev tpanelmv, ano to 2001 eng 1o 2005 To mocooto vAomoinon
TOL OLOTPATOG OlaXEIPlONGg MENATEIAK®DV OYE0E®V OUIAAOLAOTNKE, PTAVOVTAG
oxedov oto 100%, kdtt to omoio exel mepatwbel orjpepa ev ety 2008. Avtiotoya,
OT1g peoaieg aMd KAt OTig pkpoTepeg Tpdreleg, PIIOpet pev 1) AN PG EPAPHOYT] TOV
¢pyou crm va pnyv £xet oOAoxAnp@Bet akopn, wotooo eav Aafovpe DIOYV Ta peyedn
Toug kabwg emiong xat To KOOTOG MOV AIALTEITAl yid TNV HANPL DAOMION 0N TOL
OLOTIATOG IIAPATNPOVHE ONPAVILKY] abSNOT OTd IIOCOO0TA DAOIIOINOT|S ToV, Kabag
ya tig peoateg tpareleg éxoov tpurhaotaotet katda v tetpaetia 2001-2005, eve

Yd T pikpOTtepeg Tpdmedeg YO0V MEVTATIAAOLAOTEL.

Ano ta mapanave Aourov  e§dyetat To  OLPIEPAOpA  OTL 1) dnuovpyla
MEAATOKEVIPIKNG avTiAnyng pe v avamtodn epappoyov CRM oyt povo
avayvepilel ) otpatnykn 0¢on tov meldrrn oe kabe Spaotnprotta g tpamnelag,
AAAA TALTOXPOVA PEATIOVEL TV IKAVOTNTA HPOCOIOPLOROD TOL £1d00g TOV ITEAATOV
rov emopet va mpooeAkvoet Kat va diartnproet. Emuipoodetmg, prmopet va mapéyet
10 £100g exelvo g eSomnpEtong To omoio Ba wavorotel tovg emkepdeig meAateg

kat Oa eSacpalilet v motOTTA TOVG.30

6.5 H e@appoyn too ovotiqpatog CRM oto O8wiebvoog @rpng
xpnpatomottTiko opilo tng DEUTSCHE BANK

6.5.1 Ewaywywka otowyeia yua ) Deutsche Bank

DEUtSChE Bank I Otav 1 0éa g dpvong g Deutsche Bank éyuve

npaypatnkotta oto Bepolivo to 1870, to tpanefikd cvotnpa Pplokotav ot péon

g PWCIKI|g aAAayT)G: 1) EKPLOpnXdvion onpave 0Tt ot avAayKkeg XPnHatodoTnong g

Popnyaviag aovfavovtav kat o uaitepa Mapadoolaxkog Tparedikog TOpeag

% Anp. I'. ITavAaxng, 2001, «TpaneCiko Mapketvyk oty Ipagn», Exk6ooeig IToAvoodnyos.
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enpoxelto va amoovplet pe to mEpaopa tov xpovoo. Idpotrg tng tav o Adelbert

Delbriick, 1tdiotng tpamneitng.

Znpepa 1 €dpa g Deutsche Bank Ppioketat ot Ppavkpovptn. H Deutsche Bank
AIIoTeAel €vav arod Tovg HAYKOOHIODS KOPLPALODG OIKOVOPIKOVS POPELS IIAPOXT)S
vmnpectwv. Me kata mpootyyon 67.000 ovnaAnloog 130 SragopeTikmv
efvikottwv, n tpanefa eSomnnpetel Tovg meAdteg oe 73 ywpeg maykoopimg. Eivat
XAPAKTNPLOTIKO TO YEYOVOG OTL IEPLO0OTEPO ATIO TO P10 avipmmivo dvvapiko g
epyaletatl ¢§o amod ta ovvopa g I'eppaviag. H Evpwnn ooviota myv eyyopla
ayopd g tpaneag. H nayimon g woxvprg Beong g oty Evponn, kat eldwa

OTI) YEPHAVIKY] ayopd, aroteAet T fAon) TOV HAYKOOPIDV OPpAoTPLOTT®V TNG.

Qg ovyxpovn naykoopa tpdnela, 11 Deutsche Bank mpoogépet éva evpo ¢aopa
«IIPOTOKAAOOAT®V» Tpanefikov vonpeowwv. H tpamefa napéyet otovg vynAng
adlag mehdateg g pia OAOOKANP®EVT) DIINPECLA IOV EMEKTEIVETAL ATIO TOVG ATIAODG
KATAOeTIKOOG AOYAPLAOPODG KAl TNV IIAPOXI] €HEVOLTIK®V OCUPPOLA®V pEXPL TN
drayeipton g Kvnt)g Kat akivntg meptovoiag tovg. [Ipoogpepet otovg etatpikovg
Kat Oeopkodg meAdteg v AP YKAPA IPOTOVIMV KAl LIPSOV evog d1eBvoig
PHPNG €MEVOLTIKOD KAl EMYEPNHATIKOD OPYavIopoL - amd T Owadwkaoia
IANPOP®OV KAl TV €IAPKL] xpnpatodotnon pexpt tmyv vmooot)pwsn pe IPOs.
Emum\eov, 1 tpamefa katéyxer xoplapyn 0eon oto Oebveg covalaypa xat otnv

IIAYKOOPLA AyOPd OHOAOY®V.

Yrpatnyikeg Kwvnoete tng Deutsche Bank tnv teAevtaia dskastias

1998

ESayopd g PeAyixrg tpamneag Crédit Lyonnais.

1999
- ESayopa g Bankers Trust. Eivat n peyaotepn eioodog mov npayparomnor)Onke
IOTE PG YEPHAVIKIG TPANe(ag OTNV APEPLKAVIKI] XPNIATOOIKOVOHLKY] ayopd.

- TTehdreg AMavikng tpanelikr)g Kabmg Kat PiKpOopeodieg emyelprjoelg HETAPEPOVTAL
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arno Tt Deutsche Bank otnv Oovyatpwr) «Bank 24», n omoia petovopadetat

amnevBeiag oe «Deutsche Bank 24».

2000
AxOpwon TG TPOYPAPPATIOpEVI)G ovyx®vevong pe T Dresdner  Bank

2001

- H Deutsche Bank ewoayet pa veéa Oour] opadag mov otpégetat oe OvO
npooavatolopeveg mehdatelaxkeg opddeg: H opdda etaipikov kat tpanefikov
epyaolov emévdvong oovdvdlet Oleg TIg OpAOTNPLOTNTEG OTOV  TOPEA <T@V
NOAOEOV KAl TOV EUHOPIKOV OOVANAY®OV», TNV «ETAIPIKI] XPNPATodOTHON» KAt
TG «tpamnefikég epyaoieg oovalayne». H opdda dwayeipiong evepyntukod
oovOLACeElY TOLG EMYEIPIOLAKODG TOHELG - «IIPOOMIIIKEG TPAIEQIKEG epyaAOieg»,
«dLTIKEG Tparteikeg epyaoieg» Kat «Olayelplon eVEPYNTIKOL».

- 2ug 3 Oxtapfpiov 2001, ot epmopikég ovvarlayég tov petoxav tng Deutsche
Bank apyifoov oto Xpnpatiotpto ASiov tng Neag Yopxng.

2002

- H Deutsche Bank oloxAnpavet mv ayopda tov U.S. asset manager Zurich
Scudder Investments.

- H Deutsche Bank 24, to private banking xat opiopéva pépn too corporate
banking oovovalovtat xat® amo Vv oprnpéla tov brand name g Deutsche Bank

oto véo etalpiko Tpnpa "Private & Business Clients".

2003

H Deutsche Bank amoxtd tv e\Petikr) idriotik) tpanefa Rued Blass & Cie.

2004

H Deutsche Bank avotyet éva vrokataotpa oto Ilexivo.
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2005
H Deutsche Bank yivetat povog idroxtr)tg 1@v opoldoywv Bender (Kwv/mmoAn).

2006

- ONoKANp®On TG OLYX®VELONG pe TN POk Tpdmnea emevovoewv United
Financial Group (UFG).

- Iépvorn vroxataotpatev oto Ntoopmat kat to Piravr.

2007

H Deutsche Bank Aavodapet 1o private & business banking otnv Kiva.

6.5.2 E@appoyn cvotnpatog CRM oty Deutsche Bank

ITedia epappoyr)g too CRM amotedovv ot: a) Corporate and Investment Bank (CIB)
Group Division xabwg xat ) Personal and Corporate Banking Division (PCB) trg

Deutsche Bank.

H Deutsche Bank rj0ele va dopr)oet éva obOxpovo ovotnpa diaxelplong IeEAATELAK®OV
oxéoewv (CRM) pe otoxo TV avukatdaotaon tg nalaiotepng epappoyrg CRM

Iov eilye avamtoydei mpOTLTEPA OTOV OPYAVIOHO.

To veo ovotpa mpénet va Owabetel @G KOPLO XAPAKTNPLOTIKO TNV IIAPOX!] OTO
Tprpa TloAroeoy evog evéAKToL gpyactakod oxnpatog mov Oa oovvoéel v
mAnpogopia CRM pe al\eg Anpo@opieg avapopikd He TIG EMLYELPTOELS, £TOL MOTE
va eSaopalifetat pia akpiPprig, evnpeP@PEVI) KAt MEPLEKTIKI] €KOVA yld Kabe

IeAdTn.

O xovplog oxkorog fNrav otL 1 véa aoty epappoyn) Oa PeAtidoet v mootTa g
oxéong ¢ Tpamnefag pe tovg meAdteg TG, Oa avdrjoet v amodotkotTa TOV
MapeXOpevaVv oinpecwv  kKat 6Oa xataotmoet v Tpanefa mneplocotepo

MIPOCAPHOOHEVT] KAl EDEAIKTL] OTIG AVAYKEG TOV HEAAT®V.
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H Moonq

H etaipeia Luxoft, o peyaldtepog pmoikog mapoxeag vypnAng mototntag ADCE®V Kat
vnnpeoltov nAnpogopikng kat IT, oe otevr) ovvepyaoia pe ) AtevBovon Aebvaov
Emyelpnpatikov Xpnpatodotoewv tng Deutsche Bank, aventole pia diktoaxn
noAn CRM. H vea epappoyr) CRM, n onowa ovopaotnke Client First (Ilpota o

Iledatng), elval Pactopévi) O pid APXITEKTOVIKY] TPI®V ENUIEOWDV.

H ovwobétnon plag apyttektovikrg tptov enuredmv, pe 1 Pdon dedopevov kat v
gappoy1) va eykabiotavtatl oTov KeVIPLKO DIOAOYLOTL], AMAOIOLEL EVIDIIOOLAKA TI)
OLVTI|P1OL CLOTNHAT®V, TI§ OadIKaoieg KAl EMITOYXAVEL OHAVTIKA AIIOTeAéopaTd.
Ot xprnoteg tov ovotnpatog CRM ypetaloviat mAéov pOVO Hpla TOIOMIOU)HEVT)

pnxavr) avadhnong totov (web browser).

H apyttextovikn) Aettovpyet aveSdptnta aro To AETOLPYLKO OLOTNHA XPNOT®Y,
AIIOPELYOVTAG KATA OLVEMNEWd TNV AVAYyKn va  Onpioopyndovv OlapopeTikég

EPAPHOYEG YA VA IIPOCAPHOOTOVY TA OLAPOPETIKA AELTOVPYIKA OCLOT AT

OAa ta dedopéva amobnkevovtat oe pia- Paon dedopévev g Oracle xat
AvaKToOVvIdal pEowm evog business-logic layer xat epgpavifovtatl péowm piag web-based

dtempavetag,.

Mua xawotopia 1 omoia ewoayetat oto web-based ovotnpa etvatr 1 xprion tov
Think Map module niov emdewvoet ta dedopéva 1oV meAdT®V o TPeLg dlaotaoels,

YeYovog 1o 0o110io Kabtotd eDKOAOTEPT] TNV AVANLOI) IIEPLOCOTEPDV OTOLXEl®V O pia

YPAPIKT) IIAPAOTAOT).

[Tepattépm evkoAia mpoobétet To yeyovog OTL 1) Olem@dveld TOL OCLOTHHATOG
EMTPEIEL 0 OAOVG TOLG LIAANAovg tov Tprpatog IlwAnoewv v poocPaon oe
ONeg TIG Aettovpyleg TOL OLOTNPATOG KAl TS TANPOPopleg MEAAT®V  dAIIo
ornoladnmote torofeoia xat av Ppiokovidal, eved napalAnla xabe xprotng éxet tn
dvvatomta va mpooappooet 1o mePPAANOV epappoyng ToL yla va avianokpidet

KAaAOTePA OTLG 1O1aiTEPEG MPOOMIIIKEG TOV AVAYKEG KAl IPOTLHIOELG.
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H b&wenaegn g epappoyng etvat Otatotntik) kat «eSomAife» 10 MPOOMIIKO TG

Tpdnelag pe v aiobnon g XP1ong Kat yvwong piag amxd Ti§ o yVOOTES Kal
onpoileig emyeipnuatikég epappoyeg 61e0vwg, Tov CRM.

Ta o@éAn

H epappoyr) tov veoo ovotrpatog CRM, PorOnoe ) Deutsche Bank va PeAtiooet

T PO1) TG emyelpnolaxr)g dradikaotag peoa otov Tpdmela.

Qg anotéAeopa NG EPApHoy1g Tov véoL ovotrpatog CRM, o xpovog mov yperaletat
ylia mv ewoayoyn O0edopévev Kat T OudaxLon TG TANPOQOplag peéod OTov
TpaneCiko opyaviopo exet petwbet onpavtikd. [lapadetypatog xapiv, o xpovog oo
amatteital ywa va xataypa@el pia mAepoviki avagopda pewwbnke amo 8 oe 3

AeIrtd, KAaTt To omoto ovvenayetat eowkovopnon 750 epyatopwv ot prviata Pdorn.

To veo ovotnpa CRM napéyet éva povadiko onpeio mpooPaong ota otoryeia tov
ETALPIKOV IIEAATOV IO ONd TA evOlapepopeva Tpnpata tg tpamefag xat Ponda
Ot ovvePYAoid PeTalyd v otehex®v tov Tunpatog IwAroemy, g Atevbovong
Awebvov Zyeoewv kat tov Topea EmevOvoewv oe oAOxAnpo tov tpameiko

OPYAVIOHO.

To obotnpa eivatr Tpelg Popeg ypPnyopoTepo Ao TOV IPOKATOXO TOL KAl 1 VEd
Aettovpyla emtpenel otovg Tpaneliteg va diayepilovial to meAAToAOY10 TOovg pe

évav mo O1adpaoTiko Kat £0QUI) TPOTIO.
Y1a npooleta o@eln nepilapPavovrau

Kevtponoinon: Ta dedopéva amo pla mAewada emTepk®v MNY®V OLYKEVIP®-

vovtal oe pid KataAAnAn torobeota.

Searchability: H epappoyr) exet mpowbrjoet Tig Aettovpyieg avadlrtnong.
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IpooPaocwpotnta: Ta atopikd XAPAKTPIOTIKA KAl Ol TANPOPOPLeg OITOLOVONIIOTE

rehatn) etvat drabeopa oe OAa ta otehexn tov Tpnpartog [NwAncewv g Tpdamedag,

apket va £xoov npoofaon oto Atadiktvo.

Kawortopia: H dvvatomta 1o obdotpa va npooappoletat kat va Aertovpyet oe

OIOladMIITe KLvNTr) OLOKeLY) Kat T avdrmtodn too Think Map module.

Ao@alewa: Eva mepim\oko poOvtéNo TO omoilo  xpnolpoIoleitat povo  aro
€CovOL000TNHEVOLG XP10TEG PLATPApPEL Ta dedopeéva oOPPVA pe e0IKA KPLTH)pla

onwg 1) B¢on T®V Xp1notav, 1) 0¢on T®V IeEAAT®V, K.AIL

To véo obotnpa evoopatovetal pe v DAELOYNPLa TOV EPAPHOYDV IOV APOPOLV
Toug meldateg otig Paoelg 0edopévav tng Tparmelag, emrpenoviag oty Tpdanela va
TPOPOOOTHOEL APEC KAl VA HPETAOMOEL OTODG XPIOTEG TG VEEG TIANPOPOPLEG IOV
gxoov ovAexOel amo tovg meldreg, pOAlg avteg etvat Otabéotpeg. H dtadwaota avtr)
dtevkolvvetatr peom tov Apyeto Tlehatewaxng IMAnpogopnong CIF (Customer
Information File). To CIF etvat évag povadikog kmOkog Tov omoio €xet o Kabe
ITEAdTNG Kat o o1otog etvat 10tog oe 0Aa ta ovotnpata g Tpdmnelag. ['vopilovtag n
TpdaneCa to CIF evog mehatn) propet va Ot v oAoxAnpapévn ekova tov. Etot
divetar 1 dvvatomra oty Tpdmela va PAenet oovolikd tov kabéva armd toog
reAdteg G, aveSaptT®g ToL AdPBHOL TOLG KAl TOV OYKOL T®V IANPOPOPLOV IOV

éxet arrobnkevtet.

H oobétnon Aoutov g 6LYKEKPIHEVTG APYLTEKTOVIKI|G TPL®V emuIedmV, pe T Baon
dedopevedv KAt TNV - £PAPHOYI] EYKATEOTNPEVEG OTOV KEVIPLKO DIIOAOYLOTH),

arr\omotel eVIDIIOOLAKA T OOVTP1OT] TOL CLOTHIATOG.

To veo ovotnpa CRM g Deutsche Bank enetoye évav oynAo Pabpod amnodoong g
errevovong (ROI- return on investment)?, o omotog vroAoyiletat ot odrjynoe oe

peiwor) tov ovvoAkov xkootovg Aettovpytag (TCO- total cost of ownership) 30 - 40%

37 Eivat yveotd ott kadiotatat moAd SVOKONO va petprjoelg v arodoor) evog ovotuatog CRM,
kabwg TTOAAd, ald Oxt OAa, amod Ta o@éAr Tov dev eival dpeod PETPIOLA, €T0L XAVETAL EVd HEPOG

TG IPAYHATIKNG anodoong tng enévovong (ROI).
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nepimoo. To TCO etvat o deiktng mov perpd Oxt HOVO TO APXIKO KOOTOG KT 01)G

AAAd KAt Ta 0QEAT] IOV TIPOKDIITOLV AT TI| XP1OI) OTA ENOHPEVA XPOVLdL.
Bpapeio xawotopiag ya ) Deutsche Bank

Ta BpaPeia Egappoopevng Kawvotopiag (Applied Innovation Awards) mov
yoptaoav to viepmnovto tovg to 2007 oto ST. REGIS, ot Nea Yopkr), anotedovy ta
npota Owbvr) Ppafela avayveoplong oV KANOTEPOV MPAKTIKOV yld TNV
Kawotopla kat T otpatnywkr npoofaocn Avayvepifoov kat Ppapedovv toog
OPYAVIOpOLg TIODL €YoV OLANAPEl EMITOUXMG Pl ONPAVTIKI] 10&d KAl TNV €YOuV
vAoIIOU 0L, MAPOLOLACOVTAG AITA aroTeNéopata Twv mHpoonadsiwv tovg. H
Deutsche Bank é\afe 1o 2007 to €00 Ppapeio g Kprtikrig Emtpomnr)g, ya v
EQPAPHOYI] EVOG EDKOAOD OTN XPI0N KAl Og IPAYHRATIKO Xpovo ovotrpatog CRM to
onoio avémrole pe ) Por)eta g Luxoft xat eSonmpetet nieprocotepovg amo 5.000
vnaAAnAovg g Deutsche Bank oe oAOxAnpn v Evponn t Bopeia Apepikr) xat
v Aota. H avamtoln xat epappoyr) avtod tov veoo  ovotrpatog CRM amoteAet
Hla peydAn emroyia yua mVv e0ntepike) Aettovpyia tng Deutsche Bank, yeyovog oo

armodeikvoetat Kat pe tn d1edvr) g draxpion).
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KEDAAAIO 7°
YAOIIOIHXH KAI E@CAPMOTI'H XYXTHMATOZX
ATAXEIPIXHY XXEXEQN ITEAATQN XTON TPAIIEZIKO
KAAAOQO: HIIEPIIITQYXH THX ATTICA BANK

7.1 lotopwka otoyeia - Tavtotyta g Attica Bank

Ji attica bank

H TpaneCa Attkng A.E. Aettovpyel ®g Aveovoun
TpaneQukry Etapia oopgpova pe tig owatalerg tov v. 2190/20 mept Aveovopwv
Etaipwov, onwg toxvel onpepa, tig Owatddelg tov v. 2076/92 mept ITiototikov
ISpopatav xat Tig dratdalelg twv Aowmav covapav vopobetnuatov. H Sidpxela g
TpaneCikr)g Etaiplag éxet opilotel 0 ekato xpovid, dmo TV IHEPOHRNVia
dnpootedoemg ToL APXKOL Kataotatikov Awataypatog, frot ano Sng Pefpovapiov
1925 xat Arjyet v 4n PePpovapiov 2025. O okonog g Etaipetag kabopiletatl ota
apBpa 2,15 xat 16 tov kedikonompevoo kataotatikov tng Tpamnefag. H Tpamela
evepyel otv ENada 1) oto e§@tepiko, yia Aoydaplaopo g 1] yia Aoyaplacpo
aA\@V, OAeg TIg TparteCikeg KAt XPNHATOMOTOTIKEG EPyAOoieg MOL avayvapifovtat 1)

avatibevtat otig Tpareleg ano v ekaotote woyvovoa eAAN ViKY vopobeota.

H Tpdanea Attikrg dpvOnke 1o 1925 amno Ietpaiwteg Propnyavong Kat epropong
pe dpa tov Ietpatd. Edpa tng etapiag eivat o Arjpog ABnvaiov, 0dog Ourpovo 23,
T.K. 106 72. H ovowactiky) g evepyomnoinon Sexwvdet To 1964 otav eSayopdaotnke
aro tov Opo Etaipiov g Epnopwrig Tpanelag. Eior)x0n oto Xpnpatiotypto
otig 2/6/1964. X1ig 26/6/97 o Ophog Etaprwv Epnopikrig Tpamnelag petaPipace,
peom tov X.A.A., pepog tov petoxwv mov xateiye oto TEMEAE xat oto Tapeio
[Tapaxatabnkev kat Aavelov, datnpoviag pexpt to ZemtepPpro 2002 pepidro

nepinoo 17% tov petoxyov tng Tpdmelag, to omoio xat teAka petaPiface otig
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9/9/2002 oto Tayvdpopwo Taptevmpro. To ¢tog 2006 yiverar alayr tov

dtakpttikon tithov g etatpeiag amnod «Tpdmela Attikng» oe «Attica Bank».

Ot Paowkot petoyot tng Tpdmelag xat ta mocootd coppeToxr|g toug, v 18/02/2008
ntav g edng:

ITivakag 7.1: Ot paocikoi-Beopikoi peroyor g Attica bank

BAXIKOI-©OEXMIKOI APIOMOX % XYMMETOXHZX EIII
METOXOI METOXQN TOY XYNOAOY

TAMEIO 2YNTAEEQN 55.926.494 42,33%
MHXANIKQN KAI
EPTOAHITTQN
AHMOZIQN EPTQN
(T.ZM.E.AE)

TAMEIO 25.158.422 19,04 %
ITAPAKATA®HKQN
KAI AANEIQN

TAXYAPOMIKO 25.114.708 19,01 %
TAMIEYTHPIO
EAAAAOZ

2YNOAO 106.199.624 80,37%

A10 10 1999 1 Tpanela dievpovvel oLVeEX®G TIg OLVATOTITEG TG, P TNV 1OPLOL) EVOG
xpnpatomotatikod Opthov. H Tpdamnela, péowm tov S1KTOOL KAl TOV DINPECIOV TG
Kabwg Kat péom teVv etalpelov tov Opilov TG, MPooPEpel eva TANPeg QAOPA
XPNHATOOIKOVOPIK®V DIINPECI®V IOV KAADITTEL TOVG TOPELG TG Atavikr|g (retail), tng
TpaneCikrg peydA@v medatov (corporate), tng Otaxeiplong kepalaiov xabmg xat

eOKMV XPHATOOIKOVOPIK®V KAl TPATIECOACPANIOTIK®V IIPOIOVIMV.
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Ztov opho g Attica bank tov Mdptio too 2008 mepthapPavovtat ot katmOu
eTalpeleg:
> ATTICA WEALTH MANAGEMENT AEAAK.
ATTICA VENTURES A.E.
ATTICA CONSULTING S.A.
ATTICA FUNDS PLC.
ATTICA BANCASSURANCE AGENCY S.A.
ATTICA BANK PROPERTIES A.E. Awayeipiong AKivitov

YV V V V V¥V

[TapaMnAa, n Awiknon g Tpdnelag peeta ) Onpiovpyia Joint-Venture pe
etalpla AavaAOYlOTIK®V HEAETOV yld TNV HIAPOXI) VLINPECIOV 1OpLONG  Kat
drayeiplong EnayyeApatikov Acpaliotikeov Tapeiov, pla omnpeoia 1 onota dev

Hapeyetat pexpt onpepa opyavapéva otnv EAAada.

7.2 TIlapoooiacn T®V IPOCPEPOREVOV TIPOIOVIWV Kal DINPECLOV

amo v Attica Bank

H Tpamnefa ATttiknig, peo® TOL OIKTOOL KAl TV LIIPECIOV TG KAOmg KAt PE0® TV
etapelov tov Opilov TG MPooPépel £va MANPeG QPAORA XPNHATOOIKOVOHIKOV
VIINPEOLOV TO OMOl0 KAADITEL TOLG TOopelg NG Atavikng (retail), tng tpamelikng
peyalov medatov (corporate), tng daxeipiong kepalaiov kabwg kat eldKmv
XPNHATOOKOVOPIK®V  mpoloviey. Onwg mpoavageépbnke, 1n Attica Bank
dpaotnplomnoteitatl 0To OLVOAO TOV TOPEDV THG XPIHATOIIOTOTIKI|G ayOPdS:

Ayopd [dwtev

Mwkpopeoaieg Emyelprioetg, EnayyeAparieg

Meydaleg Eraipieg (Corporate Banking)

Enevdotikég Yrmpeoteg

YV V V V V

Bancassurance

Ztov mivaxa 7.2 mov akoAovbei mapovotafovtal OLYKEVIPOTIKA KAl COVOITIKA Td

IIPOLOVTA KAt Ol LIINPEoieg ITOL IapeyovTal amo Vv Attica bank.
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ITivakag 7.2 : IIpoo@epopeva mpoiovia Kat DIpPecieg

Avavikn TpameQikn Yunpeoieg Emyziproeig
(Retail) (Corporate)
Katafetikoi Aoyapraopoi | ITayieg Evtolég Katafetikoti
(Tapieotnpiov, Tpeyodpevog, Aoyapracpot
[TpoBeopiag, Repos, Meragopa Kegpalaiov | (Oyeng, ITpobeopiag,
ZOVAAAYpPaTog) (Awaxeipron Emrayav, Zovalaypartog)
HETAPOPES
Aavsiwa peom SWIFT, Aaveiwa
(Zteyaotika, Avoiktd, Eppaopata) (Kegpdahato Kivnong,
Katavaletikda,) MaxkponpoBeopa
Elwoaywyeg/E¢aymyég Advewa)
IMotwtikeg & Xpewotikég | (Orayeiplon PopTOTIK®Y,

Kapteg
(Visa, Electron, Gift Card)

EVEYYDEG ITIOTWOELG)

IMA\npopn Miobov-

Opoloyraka Adavewa

Eveyyoeg ITiotwoztg

Enevévtika I[Ipoiovta Jovradewv

(ApoBata KepdaAaia, Leasing

[Tpotovta Eyyonpévoo

Kegpalaiov) Factoring

Bancassurance Venture Capital
Kowotnika
IIpoypappata

7.3 Aiktoa 61avopr)g IpoiovI®V Kl DI PECIOV

7.3.1 AiKT00 KaTaoTnpdtev Kat atm’s

H Attica Bank Owabetet eva avamtoooopevo OIKTDO KATAOT)PAT®OV, TO OIOL0
avépyetat onpepa oe 74 xataotrpata oe OAn v EN\ada, ta omota npoogpepoovv
OAO TO @Aopa T®V Tpanefikov epyactov. 2toxog g Tpdmelag yia v emopevn
dtetia etvat 1) Otevpovorn Tov dkTdOL 0 90 TOLAUKIOTOV KATACTHUATA TA OIIOia KAt
Oa xalvrrtovy 0VAovg Tovg vopovg Tng EAMadag kxat avamtoooopeveg ovvoikieg otnv
ABnva, otov Iletpaia xat omyv Oeooalovikn. H Attica Bank mpoo@epet otovg
IeAdteg g Tpanelik) eSoNNPETNON KAl Peo® Tov W0kt Tov duktvov g ATM, 1o

omoto aptdpet oovolika 80 onpeia eSomnpétnong oe OAn v EANada. ITapalinAa, n
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TpdaneCa ooppetexel oto Atatpaneiko Zootpa Atag péow® Tov omotov ot meAdteg
¢ tpareag eyoov rmpooPaon oe nave ard 5.000 ATM naveA\adukd. ZovoAikd, To
2007 tonmoBetr|Onkav evvia veeg povadeg ATM, ermrta ano avteg oe Kataotpata g
Tpdamelag xat dvo off site. H emAoyr) tov onpelov eykataotaong tov ATM’s eyive
HPE yvopova Ty 0DYnAn Toug EMOKEYIPOTTA, T YEDYPAPLKI] TOLG KATAVOL), TO
€100g TV etalpelmy 1] Twv Opyaviopmy oTovg Y®Povg ToV OoHol®Vv gykabiotavrat,
TNV eVioY0OT TOV OXE0EMV HE TOVG IEAATEG KAl TNV avdn o1 TNg aAvVAayVOPLOHOTTAS
¢ Tpamnefag. H moAttikr) g eykataoctaong ATM oe xopovg tpitwv  ovveyifetat

xat to 2008.

7.3.2 Customer Relationship Management (crm) -Call Centre

Katda m Suwipketa tov 2007 1 Tpdnefa oAokArpmoe TV VAOMIOiNon X0OoTHHATOg
Awayeiplong Ilehatetakov Zxéoewv (CRM). Ilpokettat ywa pia pebodoloyia moo
Oétel tov meldtn OTo emikevipo NG emyelpnpatikng Owadikaoiag. XToxog ToL
ITEAATOKEVTIPKOL yapaktrpd Too CRM eivart 1) dtayxpovikr) mwAnorn Kt eSormnpetnon
eAat®wv, péoa amod €va OLYKEKPLIEVO- ovotnpa Olayeiplong, oe OAa ta onpeia
ermagprng tov mehatn pe v Tpdnela (Katdaotpa, site Tpdmeag, tAepoviko

KEVTPO).

'Hon, exet eyxaraotabet xat Aettoopyet CRM-CTI oto helpdesk tov e-banking xat
apeoa mpokettat va Asttovpynoet oto Turpa OxAnfoeov g Atevbovong
Awayeiplong Aaveiov. Katd ovvernela, ormotadnnote emxkowaevia pe tov meAatn 0a
Kataypdgetat ot 0éor tov mekdrn) kat Oa propet va altoronOet peAlovtikda amo

Vv Tpamnela.

Ztoxog g Tpamefag yia to 2008 eivar to CRM va eykataotabet oe ola ta
tAepoVviKda kevtpa tng Tpamefag xat oto ['pageio Idtwtov TV Kataotpatoy.

H vMomoinon tov Xvotpatog CRM xat 1) oootnpatiki) xprion tov, 0a oovrteleoet
OLOLAOTIKA OV emitevdn TV akoAovbwVv oTox®V:

> Tlpoogkvon venv meAatmv
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> Aovdnon teov noAnoemv avd meldrr (cross & up selling)
> Meinon Tov AettovpyKoL KOoTovg dtayeiptong mehdatn
> ASloAOYN 01 TOV IPOOPEPOPEVMOV IIPOTOVIMV KAl DIINPEOIOV KAt 0Xed1aopog
VEDV
To CRM Oa exet xaboplotikd pPOAO OtV  HETATPOMI] TOL  OKTIDOL  TO®V
Kataompatov amo onpela noAnong oe xevipa eSonmpenong, He OKOIO TNV

empPpdapevon KAt TV IKAVOIIOiNor) TOL MOTOD IEAAT).

7.3.3 E-Banking

H Attica bank dpaotnpromoteitat amo to 2006 xat otov Toped NG NAEKTPOVIKIG
TpaneCikrg, ovovexifovtag TV IETOYNHEVI] IOPEia OTNV HAPOXI) OLYXPOV®V
NAEKTPOVIKQV TparneQikov ovmnpeowv. H nlexktpovikyy tpamelikr) (e-banking)
nepAapPavel onoladrmote epIoOPIK) OLVAAayr Iov Oeayetat petalv g
Tpdnedag Kat 1oV DEAAT®V TG S1apeoon NAEKTPOVIK®OV IKTO®V, KOPLDG PEO® TOL
Internet, xat PonBdet 1) 00nyel otV H@AnNON TPATIECIKOV IIPOTOVIOV KAl DIINPECI®V.
Me v avaPdabpion tov v@rotdapevoo mAnpogopiakov ovotnpatog Globus otnv
¢xdoon T24, 1o e-banking, To mobile banking xat ta ATM tng TpdmneCag amnéktnoav
véeg duvatotteg. H tporomnoinon vnapxovi®v oovallay®v yid TV eVAappoviorn)
Toug pe ta véa npotona ninpopwv DIASCreditTransfer, odrjynoe oe avdnon tov
evepymVv medatwv Tov e-banking xata 122% xat aovdnon tov pnviaiov apidpod
oovalayeov xatd 232% oe oxeon pe to 2006. Zta teAn tov 2007, ot evepyot meAdteg
aviABav otovg 2.245, eva 0 Oykog covalayav ayyiée tig 34.000.

O Opthog TV etalpelmv TG elvar ONpepa £vag ovyxXpPovog Kdat Ouvapikd
AVAIITDOOOHEVOS - XPIHATOOIKOVOHIKOG  opyaviopog oty EAada o omotog
IIPOOPEPEL EVA EDPL PAOUA XPNILATOOIKOVORIK®V IIPOIOVI®MV KAl LIINPECI®V IOV
nepthapPavet tpanelikeg epyaoieg, xpnpatodotroelg, factoring, leasing, aogpdaleteg
yevikov xAadovo xat (wrg, XpnpatoemevOuTikeg  vIMpeoieg Kat Oiayeipion

apoPaimv Keparainv.
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7.3.4 Kevtpwko ITA\npogoprako Zootnpa

H O&opry tov mnAnpogopiakov ovotpatog TG tpanefag Paoifetar  oto
oAoxAnpopevo ehatokevipiko ovotnpa GLOBUS.
Ta televtaia xpovia, evraxbnkav oto GLOBUS ot axolovbeg xatnyopieg
POTOVIOV/ EPAPHOYEG:
> ANnAoxpeot Aavetaxotl Aoyaptaopot
Advela tov oroimv to emttokto ovvoeetat pe 1o EURIBOR
Eyyontikeg Emotolég
AyopanoAnoia Opoloywv mekateiag

YV V V V

Advela oe covalaypa

Eniong avantoxfnkav kat ta akoAovba cvotpata epappoywy:

> Zvotpa HAektpovikrg TpameQixng (e-banking)

> 2Zvompa Awaxeiprong Ipooonmikoo

> Zootpa ASohoynong [ Tiotetikev Kivéovev kat [Tapoyrig Emyetpnpatixig
ITAnpog@opnong

» Avapabpion Tnlemxoweviakov Awktoov kat YAomoinong IloAttikrg
Aogaleiag

> HAextpovikn) Awayeipton Paxkedov Nopponou|joemv

> Xovompa Awayetprong Aradiktoakoov Toroo

> Xovompa Awayeipiong Kaptov e-Global

7.3.5 N¢o Website tng Attica Bank

Zta mhatiowa vAomoinong t®v ovotquatov e-banking xat CRM, n Attica Bank,
dnpovpynoe eva véo, ovyxpovo website. To véo website, divel ) Sovatotnta otov
EKAOTOTE XPI)0TN), Va AdpPAavel avalvuTikég AN Po@opileg avapopikd pe Tda Ipoiovia
Kat Tig vmnpeoieg oo mapeyet 1 Tpamnefa, xabog xat va mpaypatorotel Tig

OLVAA\AYEG TOL, HEO® TIG LIINPEOiag Tov e-banking.
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H evnpépwon yia mpoiovta Kat vrnpeoieg, peom tov veéov website, Oa avaPabpioet
Vv ewova g Tpdamnefag kat oe ovvOLACPO PE TV KATOXVP®OT Tov véou domain

name Ttg Tpanefag www.atticabank.eu, Oa v kataotoet  eSatpetikda

AVIAay®VIOTIKI] 0TO0 0LVOAO Tov dikTOOL TV Tpamelwv.

7.4 YMhomoinon ¢pyoo CRM otnv ATTICA BANK

Ot dwadikaoteg epappoyrg tov ovotrjpatog CRM otv Attica Bank Sexivnoav to 1°
tpipnvo tov 2006. Ta v vlomoinon tov é€pyov emAéxbnke 1 mAatpoppa
PeopleSoftCRM peyalng xat xkataliopévng otv ayopda CRM ocvotpdatov
etawpeiag. H mhatpoppa evoopatmvel «best practices» g €Topeg emyelprOLaKeg
pogg, drabetel avoikty apyirekToviky38, TOL EMTPEMEL TV AIPOCKOIITH POI| TNG
nAnpo@opiag pe ta vglotapeva ovotpata tov. Opyaviopoo, eve 1 web-based
APXLTEKTOVIKI) TG OeV amattel eyKATAOTAON AOYIOHIKOD OTOVG EMpEPovg oTadpong

gpyaotag.

Zoykekppéva, Ttebnkav oe Aettovpyla ot epappoysg PeopleSoftSupport,
PeopleSoftMarketing, PeopleSoftTelemarketing, ot omoieg agpopobdv avtiotoya
otov KOKAO Otaxeiplong g eSonnpEtnong Kat vroot)piing oV IMEAATOV KAl OToV
KOKAO Otayeiptong tov marketing kat telemarketing exotpateimv mov dievepyet 1

Tpdmnela.

8 Q¢ avoiytr] apytteKToViKI opifetal 1 Katd TETOOV TPOIO OPYAV®OI €VOG IANPOPOPLAKOD
OLOTHHATOG OIToL ITPo@Pet TV eAepBepia emMAOY®V OTA OLOTATIKA IOV TO AIAPTIOLV KAl EMITPEIEL
1] akOpa xat eovoet 1 ovvleon) tg IPooPopoOTePng AdoNG AId eVAANASIIA CLOTATIKA. ZIPAVTIKO
XAPAKTNPLOTIKO [1AG AVOLYTIG APXITEKTOVIKI|G etvatl kat 1] duvatdtnta moAarmrg adlonoinong tov
0edoEVOV KAl IAPEXOPEVOV AELTODPYIDV EVOG IATPOPOPIKOD CLOTHHATOG e TPOIIOG IOV mBavov
Oev etval yVOOTOL KATd T OTlyHI) IAYI®OoNg TOV TEXVIKOV XAPAKTPIOTIK®V Tov. To Yapaktnplotiko
aoto 1mpoodidel eveAilia OTO OOOTPA KAl TOL EMITPENEL VA AVIAIOKPIVETAL HE EMITOYIA OTIg

petaParAopeveg emyelPOLaKEG AVAYKES.
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7.4.1 Xapaxktnprotika Xvotpatog CRM g Attica Bank

> Anplovpyta oovolkng, «360° elovag nehdrrn», 1) onoia:

AtnreikoviCet to oovolo tev Tpane(ik®v mpoiovI®V oL XPNolpoIIotel
0 IEAATNG, ON®G KATAOeTIKA 1) / KAl AOQAAIOTIKA IIPOIOVTdA, Tepos,
Kapteg, apoPaia kepalaia, Oavela Kat AANeg XOpny1Oelg

Awabéter dvovarotnteg «drill down analysis», emtpenovtag ano v
ewova mehatn v nlonynon - eioodo ot eva ek twv Tpamnefikov
IIPOTOVI®V IIOL XPNOHoIotel avtdg, OIS yia Iapadelypd 1 KAptd,
PEXPL KAl TNV TAONYNOI OTlG EMPEPOVS KATAYEYPAPPEVES XPEDOELS
KAl ITIOT®OELG AUTIG

Emtpénet v tm)pnon mAr)poog 10TopkoTNTAG KIVIoemV, yid Kabeva

e TV Tpamne(ikov IpoiovImV Mov £XoLV XProtpomnotnet.

> Kataypagry xat ohoxAnpopevr Otaxeiplon Tov OLVOANOD TG EMKOWVOVIAS

g Tpamnelag pe kabe meAdrn) g, aveSapTNTA AIIO Ta KAVANA EMKOWVOVIAS

IOV YPIOHOIIOt0LVTAL KAOE pOpd (TNAEP®VO, EMOKEWT) O KATAOTIILA KAII)

>  OMNoxAnpapévn diayeiplon ToV AlTpatoV, DAPAIOVOV KAl EPOTIOEDV TOV

neAatov (kataypagr), dpopoloynon xat eSormpétnor))

>  OMoxAnpapévn dwaxeiplon tov marketing xat telemarketing exotpateiwv, pe

aolnpéveg dovatotTeg yia:

2xedlaop0 eKOTPATEL®V

Awayeipton vnapyoOvi®v AloT®V pe TIEAATEG

Anpoopyid VE®V AMOTOV IEAATOV KAl DIOYNPLOV IEAATOV, PE XPL01)
OAPOPETIKOV KPLUTNPL®V OPadoIIoinor)g Tovg

Optopo  empépovg pPeTPK®V  aSloAOYNOoNg TOV  AIOTEAEOPATOV
Sexmprota yua kabe marketing 17 / xat telemarketing exotpartetag
[Tapakolovbnon teov damavev mov ovvenayetat ywa v Tpanea
Kabe ekotpatetla

Kataypaegny xat avtoparn Onpiovpyld e0KAPLOV IOANONG, ON®S
aotég mpoxvmrovy amod T Olevépyela TtV marketing kat

telemarketing exotpatewwv, xkabodnynon TV HEAATOV ~ OTO
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nAnoteotepo Tpame(ikd xataotnpa, yia to KAElOWo TG evokaipiag
NOANONG KAt avtopatn evnpepwon pe email tov  Sevbovt
KATAOTHHATOG Y1d TNV EMKEIPEVT) EDKAPIA IIOATONG,.

> Xvotpa Epmlokov yla 1 oovolkr Kataypd@r kat dtaxeipion  tov

0PENDV TOV TEAATMV HE XP1)0T VOPIK®OV KAl ANADV EVOIKOV HECHDV.

7.5 Aoprn) CRM otnv Attica Bank

H texvoloyia CRM, onwg £xet epappoobet otnv Attica Bank, mepthapfdvet xat tig
TPelg AELTOLPYIKEG ovtoTnTeg, Tig omoieg dabetrer kabe ovompa CRM (éxoov
ava@épel K' og IIPOIYOOHEVO KEPANLO):
> To operational CRM mnov nepthapPdvel epappoyég AaVIIPETOIIONG TOL
nehatn (customer facing applications), moo evomotovv ta front-back- xat
mobile-offices ovotrjpata pe oTOXO TV ALSNOL TG AMIOTEAEOPATIKOTNTAS
TOV dlenapov pe tovg meldtes. [ia 1o oxkomd avtd avapetyvdovtat
dtadikaoleg ALTOPATIONOL  TOV .~ EMXEPNUATIK®OV  AELTODPYIOV  TOV
opyaviopod, onweg dadikaoieg mponbnong nwAnoewv, efonmpétnong
nehatowv, marketing kal yeEVIKQV ~ PNXAVIOP®V  DIOOTNPWNG Kot
eSommpetong. BePala, mpoxepevoo va ote@bel pe emrtoyia n xpnon g
operational ovtottag ot vmaAAnlot mpémet va €xoov TG KATAAANAEg

IKAVOTINTEG.

> To Analytical CRM nov nept\apfavet epappoyég ot oroieg avalbovy Kdat
eneSepyadovrtal ta dedopeva T®V DEAdT®V MOV £XOLV MPOKLYEL KOPI®G ATIO
ta epyaleta g Operational ovtomtag. Ta dedopeva, ovvrbag,
arrodnkevovtat oe data warehouse To omoio propet va meptypagel og pia
arofnkn amo oxetka dedopéva. Ta dedopéva avta Oa mpoopépoovv otnv
Attica Bank tnv mAnpogopia moo ypetaletdal IPOKEPEVOD VA AIOOMOEL 08
kabe meAatn v adia mov tov avaloyel oOpP®Va pe npoxkaboplopeva amo
v Oroixknon kptrpta. [ia avto etvat onpaviiko va obAAEyovTal Td 0OoTd

dedopéva peom plag Oradikaoiag Imov mpenel va Opdypdrornoleitat pe
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IPoooxt] Kat edwovg pnyaviopovg eAéyyov. To data warehouse amotelet
éva onpavtko xoppdtt too CRM g Attica Bank, xkaBwg evormoupeva xat
opoyevonoupéva dedopéva eivat anapaitnta mpokepevon va napboovv ot
OMOTEG ATIOPAOELS OXETIKA HE TO MMG MPEIEL VA ESOINPETOVVTAL Ol IIENCTEG,
Eav ta 6edopeva Oev eival evomoupéva 1) €KOVA TOV OXEOEDV HE TOLG
nelateg Paocifetal oe €va DIOOLVOAO TOV MPAYHATIKOV ENAPMV HE TOLG
reAdteg, IPAaypa oo odnyetl ot oovinpnon plag Aaviaopévng ewovag yia

TO TIEATH.

o Data Mining xat Data Analysis module: To ovyxekptpevo module vootnpilet
ToVg aApPpodlovg otV «e§OPLEN» TG MANPOPOPIAG YA TOVG MENUTEG AVANOYA PE TO
(nrovpevo kdabe @opd (XPNOPONOI®VTIAG KATAANNAEG TEXVIKEG elval €DKOAO va
rapakolovfodpe Tig TACELG TIG AYOPAS, VA EVIOMICOVHE TI§ AVAYKEG TOV MEAAT®YV,
va «TpéSovpe» OTOXELOPEVEG KAUIIAVIES, VA TIPOPAEYOLHE TO PEANOV TODG KAl vd
Kavoope amoloytopo). Ot Paoikeg texvikeg tov module avtov avagépovtat oto
data mining, OLAP (On-Line Analytical Processing) to clustering, ta profiles twv
nehatwv, segmentation, predictive models, etc.

o Data Visualization & Reporting: To module avtd Oivet v evkaipia otovg
appodlovg va eyoov. dapeoa pia mANPn exkova ywa ta dedopéva 1mov Tovg
artacxoAovv (O1dQop@V TOIMV YPAPHHATA) KAl TALTOXPOVA Vd £xovv otr Owdbeon
Tovg eite £topeg npokablopilopeveg exbeoetg, eite dovapikég exbéoelg Twv onoimv to
repteyopevo Ba kabopiletat armoKAEIOTIKA Ao avTovg.

o  Workflow xat oAoxArjpwor) pe dAa ovotjpata: OvolaoTikd 0 CUYKEKPLIEVOG
pnxaviopog etvat to onpeio ovvoeong tov Analytical pe to Operational CRM. Ot
Paoikotl ToL OTOYOL ElvAl I OPYAV®OL) TOV EMYEIPOAKOV dladKaAolwV ovvOLovTag
petadd Tovg OlaoOPEeTKEG Aeltovpyleg OTta MAAiOWd  HAG HEAATOKEVTPLKI|G
OTPATNYIKIG, I EMLTAXVVOL) TG ponig Twv epyactov (workflow) kat n eSalenyn) pn
MAPAYDYIKIG POTG TTANPOPOPNONG.

o Data enhancement: Ze TOAEG TIEPUIT®OELS KPIVETAL AIIAPAiTNTO VA
epmAovTioTel 1) fdon 0e0OPEVOV TOV ITEAAT®V HE VEA OTOLXEL 1] e TIA)POPOPLA TIOD

Oa mpoxdwetl ammo al\eg Pdoetg g emyeipnong. Xovenwg Oa mpemnet va mpoPAeget
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1 onapdn pnxaviopmv omov Oa vmootpiSovv HeANOVTIKEG AIIALTHOElS  Yid

EUIAOVTIOPO TOV 0eQOPEVMV KAl AITO AANEG TINYES.

> To Collaborative CRM eotialet oty O1eDKOALVON TG EMAPIG PETASL TOL
reAdtn xat g Attica Bank. H povodpopn emxowvevia (medatng |:‘>
tpamneda) mpemnetl va avukataotadel pe apidpoun) emxovovia (eAatng
<:>rpdne§a), KOPI®G OTav o Mmeldtng épyetat oe enagn pe Oépata moo
otyovpa Oa ernmpedooovv T peAoVTIKY oopEPLPopda Tov. Me aMa Aoyia, to
Collaborative neptAapfdvet Aettovpyleg MOL IAPEXOLY EVA ONHELO OlENMAPIG
KAl EMKOW®VIAG pe Tov meAdtn, dnAadr) ta Kavaiia emkowaviag onwmg call

center, web, e-mail x.d.

7.6 Xtoyog Xvotnpatog CRM yua tnv Attica Bank

H epappoyr) ovotjpatog Awayeipiong IeAatetakov Zyeoemv amotelet eva obOVOeTo
gpyaleio oo ovvdvadlet texvoloyia kat Pacelg dedopévav, IPokelpévoo 1) Tpamela
ATTIKIG Va amoxTr|oel KAADTEPT ELKOVA Yld T Oxeor mov Otatnpet pe kabe mehdrn.
H evomnoinon oAwv dnAadn tov dedopévev tng meAatelaxng Paong g tpdmnedag,
KAT® Ao pia KOwi) IAAT@OPHd, dIIOTEAEL TO ONPAVTIKOTEPO Prjpd yia T yveoon
TOV AVAYKOV KAl TV 0®OTI| S0NNPETNON TOV HEAATOV AIIO OAA TA EMKOVOVIAKA
kavalwa g tpaneag Attikng To CRM Oa oopPdAet amo@aoclotika otnv
aroteheopatik) Owayeiplon TtV oxeoewv g TPAelag pe Tovg IMEAdTEg TrG,
ATIOPEPOVTAG ONHAVTIKA OPEAT) OIMG:

1. Tlpootyyion TV IPAYHATIKOV AVAYKOV TOV HEAATOV

2. Avdnon g Kavomoinong Tov IEAatmv

3. Eopoutepo kavat T®A|0e®V KAl DIINPECIOV
AtevKONLVOL) 0TO OXeDLAOPO VEDV OIKTO®V OlAVOT|g
Meyaloteprn) eSatopikevorn) poiovi®v
Meiwon xootovg
Avnon g xepdopopiag

Meiworn) tov KtvdvvoL

® N > 0w
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Koplog otoxog too CRM ovotrjpatog eivat va PeATidoet v €KOvda Tov MeAdTn
yia v tpamnefa ATTiKIG Kdt, avtiotpo@d, TG O10iKNong 0e OXE0N HE TNV EMAPL] TOV
rehatn) pe v tpdnela. Avto Oa odnyroet agevog oe avinor g Kavoroinong Kat
EMOPEV®MG TG EPITLOTOOLVNG TOL TEAUTH IIPOG TV TPdIea Kat, dpeTépov, o avinon
Tov Kepdwv g tedevtatag. H wkavomoinon Oa Pedtiwbel avfavovtag tnv
wavotmta g tpanefag va eSonmpetet Tig eGelOIKEDPEVEG AVAYKEG TOL Kabe meAdtn,
eSetafovtag Sex®plotd 10 MPOTOV/ LIMNPEoIA IOV MPOOPEPETAL Oe KaDe meldrtr), O

MOTE IIPOOPEPETAL, AIIO IIPOTOV KAl HE IIOL0 TPOIIO.

Me Mya Aoy o o1oyog tov ovoryuarog CRM g Attica Bank tavtierar pe 1o Paociko
otoyo xabe CRM ovoriuatog o omoiog Ogv eivar dANog amo TV 1] apooiwon Tov meAATH

(customer loyalty), évvola i onoia exel avalovbel oe mPONYOLHEVO KEQAAATLO.

Edw 1 évvowa «draxeiption tov medtn» Oev Heplopifetat Oe PUOLKA KAl VOHIKA
MPOOMIIA, AN EMEKTEIVETAL KAl OTO XWPO (ILX. YEDYPAPLKA), OTO CVTIKELPEVO
dpdong (Mm.x. PNXAvikot), OtV emxowvwvida (I.X. HPAYHATIKI] I] €KOVIKI)) K.d.
ZIHEPQ, Ol AVAYKEG AVTOV TOV MEAATOV HIOPOLV VA eMTeELXOOVV EMTOY®G LOVO HE
) Porfeta g texvoloyiag CRM AOy® Tov TEPAOTIOD OYKOL IANPOPOPI®V IIOV
amatteitat va Owayeptotel. Xta mAaiowda - avt)g g Owayeipong eSetalovral
AVAYKEG, EMKOWVOViEG, O1AOLVOEOELG, TPOOAPHOYEG, OOUIIEPLPOPEG KAl OXEOELG TIOV
EXYOoLV avamtudel Ot IEAdTEG PETASL TOLG, pe v Tpamela, pe ta mpotovia/

LIINPECLEG, P1€ TOLG LIIAAANAODG, e TV TexVoAoyia mov drabetet i) Tpamneda K.0.K.

Znpewvetat, 0Tt 1) 0ot Asttovpyia evog cvotrpatog CRM dev eSaptatat povo
aro TV Kavotnta OuIxeiplong peyalov OyKov NANPo@opl®y, alla mpovrobetet
Kat v epappoyr) pag nehatoxkevipikng (PA. apyttektovikyy GLOBUS) xat oyt

Aoyaptraopo-kevipikng (accountoriented) @ulooogiag otnv ovvoAkn) Aettovpyla

g Tpanedag.
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7.7 Ta avtaywviotikd nieovektipata 1oo CRM otv Attica Bank

To eyxkateomqpévo mAéov CRM, diver 1w Odvvatdomra omyv Attica Bank va
AVTAIIOKPIVETAl pe €LEASIA OTIG E0MTEPLKEG EIMLYELPNOLAKEG AELTOLPYIEG TNG, HE
AIIOTEAEOPA ATIOOOTIKOTEPO OTEAEXIAKO OVVAHUIKO KAl APECOTEPT AVTATIOKPLON OTIG

ATIALTI)OELG TIG AYOPdS.

Apywd ) Porbnoe va yvwopioet tov kabe meAdTn Thg ATOPIKA £T01 ®OTE VA PIIOPEL
va Bpet 1o KATAAAA0 Ipoidv yia avtov, To onoio Oa etvat armoAvTa evappoviopévo
pe Tig avaykeg kat 11§ embopieg tov. Emum\eov i) Tpdanela yapiv oto CRM yvepilet
Ta mavia ywa Tg Owadpdoelg Tng pe Tov IeAdtn, Kabwg otV KApTteAa Tov
avagepetal pe mowov pinoe, note, Tt 10eke KTA. Me tov TpodIo avtod 1 Attica bank
propel va €xel KAAOTEPN AVAALON TG MEAATELAKIG OLHIEPUPOPAS (customer

behavioral analysis).

[TapaMnAa, pe wm PorPeia tov CRM 1 Tpamela katda@epvel vd AIIOKTIOEL
pakporpobeopeg oxeoelg pe KePOOPOPOLG IIEAATEG THG €XOVIAG ®G OTOXO TN
dlagpoporioinon amo Tovg AVIAY®OVIOTEG TNG KAt T ot)piln TNg emXEPHATIKIG
otpatnywns. I'a ) dwatpnon avtrg g otpatnykns, 1 Tpdamela Oa mpénet va
IIAPEL OPLOPEVEG ATIOPAOELS KDPLWG OO0V agopd T1) diayxeipton Tov meAdtn Kdat o
avteg ovpPariet to CRM. Onwg Sragatverat Kat amno v IapdIiidave ava@opd otd
meovextrpata tob CRM, to CRM otpiet Tig otpatnywkég g Tpamefag, ala xat
TI§ AIIOPAOCELG IOV APOPOLY ONPAVTIKA (nrrpata Kat kalettat va mdpet 1 Attica

bank.

Eva d\\o moAd onpavtikd aviay®vioTiKO IAEOVEKTNHA IIOL améktnoe 1n Attica
bank etvat  avdnon 1@V neAroemv Kat 1) enitevln otox®v, kadwg 1 xpron 1o CRM
eovoel 1000 TIg oTavpoetdeig A oelg (cross selling) 0oo xat Tig avapadpiopéveg
nwAnoeig (up selling). To cross-selling eivat n nwAnon evog npoiovtog/ vmmnpeoiag
o€ evd IENdT ®©¢ eakOAovOo piag aAng ayopds. Avto npovrodétet 0Tt 1) tpamela

yvopiletl T oxéon petadd 1@V Mpoiovi®Vv Kat moio mpoiov evdexopévag propet va
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odnyroet oty ayopd xarotov alov. Ot tpareleg emBLPOLY Va KIVITOIOW)0OLY
TODG LIIAPXOVTEG IEAATEG MOTE VA AYOPUOOLV KAIIOWO IIEPLOCOTEPO KEPOOPOPO
poiov kat aoto ovoupdaletatr up-selling. Ilapddetypa otavpoedovg mmAnong
arotelel 1) OD®OANON O €vav IEAJT €KTOG TOL OTEYAOTIKOL daveiov damo tnv
Tpanela xat evog KATtavaA@Tkov Oavelov yla TV EMIIA®OL TG KATOKIAg Tov.
[Mapadetypa avapadpiopévng noAnong armotedel 1o va meloel éva xatabetiko
IEAATH), £XOVTAG IAVTA TV KATANANAL ITA)POPOPNON VA PETAPEPEL O ADTL] KAL TIG
katabeoeig mov eiye oe aleg tpaneles. To marketing automation copfalet oty
npaypatomnoinon tov cross-selling kot up-selling meptoootepo amoteAeopatikd,
agov &xet ) OLVATOTNTA VA AVAYVOPIOEL TOG MEAATEG eKelvong mov etvat mbavo

Va avtarnokpldovy omoTd og pia TEToLd Kivnon.

Emnpoobeta, xapwv oto CRM 1 Attica bank xatdgepe va opyavwoet Tig
dradkaoieg g KaOTepa, ypnyopoTeEPd KAl AIIOTEAEOPATIKOTEPA, IIPOoOidovVTaAg
IOWOTNTA KAl MOTOTNTA 08 ALTEG. ZDYXPOV®S KATAPEPE, VA KATAVONOEL KAANDTEPA
T1G AIICALTHOELG KAl TIG TAOELG TNG AYy0PAg O1el00VOVTAG ATIOTEAEOPATIKOTEPA O ALTY),

Aappavovtag «eSurveg» eMyElPNPATIKEG ATIOPUAOELS.

H PeAtioon tng owovoutkig kataotaong tg Tpdamnefag gpatvetat amo v taxvtatn
aolnon v peyedov g Tpamelag ta tehevtaia ypovia. Xiyovpa eivat wdiattepa
dvOoKOAN 1 mocoTiKonoiNo1 TV oPeAav aro to CRM, etvat opwg adiap@ropnntn

1] oL POAT) TOLG OTH YPIYOPN OLKOVOHLKY| avarrtody g Tpamnedag.

ZOVOIITIKA Ta MAgoVeKTpAta amo tnv epappoyr) too CRM omv Attica bank

avagépovrat katmdt:
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ITivaxag 7.3 : Ta avtaywvioTikda nAeovektpata ano v epappoyr) too CRM otyv

Attica bank

MowdTnTa KoL TMILOTOTNTA OTLG ECWTEPLKES dLadikaoleg

C ETLNELPNHATLKES TP OKANCELG
v o

: l-l-.a-i:"'sl:-;dj}lrlll:‘-]l 1;E

Auvgnon mwAnoewv pe mapdAAnin Swarripnon tng neharelakng Baong

Ikavomoinon alTNRETwY TwWV TEAQTUWV

Anpoupyla ko SLaTripnon MOTWY KoL oioS OTLKWY TTEAGTWW

7.8 Zopnepacpara yua 1o Tootypa Atayeipiong Xxcoewv Iehatov

g Attica Bank

ZOHP®VA e TNV AVATEP® HAPOoLoiact) Tov epappolopevoo ovotrpatog CRM amo
mv Tpanea Attikng, mapatnpovpe OTL 1) LAOHOINON KAt 1 Aettovpyla evog
ovotjpatog CRM a6 v Tpdamnefa kabiotatat Otattepmwg onpavtikiy). Xdprn oe
aoto dtevkoAvvetatl T100o 1 Aloiknor), 000 KAt 1] OLVEPYAOoLAd PETAS TOV THNPATOV
g Tpamefag yia v Kalotepn eSomnpetnon OV HEAdt®v, péod amod TV
AITOTEAEOPATIKI] KATAYPAPI] TOV O1AITEP®V YAPAKTPIOTIKOV KAl AVAYKOV TOVG.
H xpron tov ovotpatog CRM  oopPdAlet onpavtikda oty aovénor tov Pabpoo
wavonoinong v mehatov amo v Tpdmnefa, g diver ) Odvvatdmta va
avartddel TOVG DPLOTAPEVOLG TEAdTEG TG, VA dIIOKTIOEL VEOLG KAl VA KAVel

MEAATEG TNG AKOPA KAl TODG OLVEPYATEG TNG.
To onpavikotepo ovpmépaopa wotodoo é€xet va Kavel pe Ta  Oaitepa

XAPAKTNPLOTIKA IOV elvat Kalo va éxel eva ovotnpa CRM wote va emttoyyavovtat

ot otoyot tov. Eva tetoto ovotnpa Aoutdv Oa npémnet va eivat oe O¢on va adomotet
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peyalo Oyko OedOpEVOV IIOL APOPOLV TOLG HeAdteg, ®ote va eivat dovartn) n
katnyoptlonoinon tovg (Classification) pe Paon ta YapaxIinplotikd, T avdaykeg
Toug 1)/ KAl T OLPIEPLPOPA Tovg Kat va propet 11 Tpamefa va avamtdooet
drapopetikég moATIKEG yia kabe katnyopia. Ot moAttikeg avteg Oa elvat OXeTIKEG pe
Vv IPo®ONoIn KAtvoupledVv IPoioVI®V KAl DINPEOIOV, TV eSLIMPETN 0L TOVG, TV
éykpron Savel®v, Vv evpéP®or] Toug pEod arrd KATAANANAAD KAVAAL EMKOVOVIAG
K.TA. BéBaia, Oa npémet avtd ta dedopéva va avavemvovIal KAl VA EVIHEPD@VOVTAL
0€ TAaKTd OlAOTHPATA, MOTE Va elvat SLVATL) 1] KATAYPAPI] TOL IPOPIA TRV IEAAT®V

Kat g e5EMENG tov péoa oto Ypovo.

Eivat mpogavég 0Tt mpokelppévon va Kataotet dvvatr) 1 diayeipion T€Tolon OyKov
Kat eidoog dedopévmv etvat amapaitto apyikd va vAomowbet éva Analytical
tnoo CRM pe v mnapovoia evog Data Warehouse (DWH) omov 0Oa
Katayopovvtat OAa ta andartovpeva - dedopeva - Ovvapwkda. Exeiva  Oa
ODYKEVIP®VOVTAL PEOA dIIO OLYKEKPIHEVEG MNYEG (AOyaplaopol, HDANPOHES,
NAEKTPOVIKI) EMKOVOVIA pE TOLG HMEAATEG K.T.A) ToL Ppiokovtal oto Globus xat Oa
rapovotafovtal oe reports mov Ba karaocxkevalovrat ywa ta Owdgopa Bépata moo
araoyolovv v tpdnefa onwg Marketing, Collections, Katavaletikd xat
Zteyaotukd davewa (BA. Awaypappa 7.1) kat Oa AapPdvovrat amo@doeilg yida

KALVOOPLeG TIOATIKEG, OPAOELG KAt IIPOTOVTAL.

Awaypappa 7.1 Zootqpa CRM Tpdanefag Attikig

YTIKO
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OMNoxAnpavovtag Vv IapdaIidave avaloor), onpetmwvoope ot 1 Attica bank éxet wg
otoxo TtV avamtodn evog ovotpatog DWH mov Oa mepihapPdvet, toog
Katabetikovg Aoyaplaopodg kat ta Odvela (EMelpnpatikd, KATAVAA®TIKA,
OTEYAOTIKA, IMOTMOTIKEG KAPTEG KAIL), KAOwg emiong Kat OAeg T1g COPIANPOPATIKEG
Anpo@opieg mov Bempovvtal anapaitnteg yida Iy avarrtodl) VoG OOOTIHATOG ITOL
Oa avtanokpivetrat otig avaykeg g tpamnefag. Tavtoxpova, i avamtody) g Paong
Oa dwoet ) dvvarotnta, pe ) PorPera evog Analytical CRM epyaleiov, v
adloroinorn T@v Oedopévewv pe otoxo va Tpogodotrjoet To marketing yia to
0xXedlaoP0 VE®V MIPOTOVIMV KAl TNV AVAALOI) (KAt OXt POVO T®V 1101 DIIAPXOVIDV
neAatov) pe otatotikeg pebodovg onwg segmentation, cluster analysis xAm., ta
collections ywa tv awomoinon tov credit scoring xabwg emiong xat TV
KATAVAA@TIKI-EMYELPNIATIKY-OTEYAOTIKY] IO HE TN popQr reporting yia v

AavAalvorn Kat v ITapakoAodOnon Tov GLVOAOD T®V IEAATMV.

7.9 IIpotaoeig yia tn PeAdtiwon too CRM 16 Attica Bank xat ywa v

€ViOX0OI] TOD HEAATOKEVTIPIKOD XPAKTHPA TNG

Avayvepifovtag ott 1 dtadwkaoia vAomoinong tng otpatnykrg CRM oty Attica
bank mmov vrootpilerar amd ta avriotoya software, arotelel pia OLVARIKI) Kat
eSehooopevn Owadwkaoia, 1 omnota mapovotalet Oetika detypata emttoyiag 0 Oa
propovoape va pnyv avagepbovpe o 0plopéveg IIPOTACELS pe 0Toxo 1 PeAtioon
KAt TV emitendl) ToV PEYIOT®OV  AloTeAeopdatov yia Tt Auaxeiplon 2xéoemv
ITehatov tng Tpdamefag kat v evioyoon TG MEAATOKEVIPIKIG NG PLAO0cOPiag.
21V vnoPoAr) TV KAT®0l PEATIOTIKGOV IIPOTACE®V, ONPAVTIKO pOAo Stadpapdtios
n peXét tov epappolopevov ovotpatog CRM tov kopogaiov maykooptov

XPNHATOMOTOTIKOL 0pyaviopoo tg Deutsche Bank.
Avalvtikotepa, H Tpamefa Oa mpémet va emevdvoet oty epappoyny Tng

Awayeiprong Exotpatewwv (Campaign Management) 1mov éxet @G OTOXO TNV

EKIIOVIOI] OTOXEVPEVAV IPORONTIK®V EVEPYEWDV, TNV dOTOHATONOLNON TOL
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oXeOlaopoL, TG EKTEAEONG KAl TNG MOAPAKOAOLONONG TV EKOTPATELWV OF

EMAEYPEVA TUHPATA TEAATOAOY10D.

Emu\eov, eivar moAv onupavtiko 1 Attica Bank va xatagépet va dnpiovpyrjoet
vrodopn rmov Oa emttpenet v Aapeot) dakivnon T®V IANPOPOPLOV 0 OAOKANPO TO
(PAOPA TOL OPYAVIOHOL, ON®G ONHAVIIKO emiong eivat 1o képdog amod Ty dpeon
drapipaon mAnpogopiev mpog kabe karevbovon kat ano T dvvaToTNTA yid dPEo)
ovA\oy1) Kat eneepyaotia otolyeimv tooo amo ta back office Tpnpata ooco xat amo
ta front office. Me tov Tpomo avtd Oa amoxtroel T SLVATOTNTA Yld CHEOT)
ereSepyaota T@v O0eOopevav Kat Oa pelmwoel XAPAKTINPLOTIKA TOVG XPOVOLS II0V
arattoovtat ywa MmoANég eowtepikég dradwkaoieg. ITapaMnAa Oa emtpepetl ota
Tprjpata moo €yoov dapeon emagr) pe TOvg MEAATEG VA PEATIOTONIOU|00LY TIg
LIINPECLEG TOLG EMITOYXAVOVTAG £TOL KAADTEPA AIOTEAEOHATA Of TOPELG OIMG Ol

MOANOELS, I APOOL®ON K.d.

ITapanAa, 1 TpaneCa Oa npenel va nmapaxkolovbel xat va Xprotpomnoet tig véeg
exdooelg oo CRM, ot omoieg Oa elvar PeAtiopéveg 1000 O TANPOPOPLAKN
texvoloyia (Informational Technology) 000 xat oe emyelpnuatko emiredo
(Business Level). I'ia mapdadetypa pe tm xprion pwag diktvaxkrig CRM (web)
gQPAPPOYIG Kat evog popntod HAektpovikod Ynoloyioty Oa kabiotatatl dovato va
nnyatvet o 1010g 0 epyalopevog g oty £dpa TOL MEAdTH) KAl VA HIIOPEl Ao eKel
va avoildet emitOHov 10 AOYAPLAOHO TOL HEAdT) KAt va KAEloel 1) COpP®VIA
ovvepyaoiag. Me tov tpomno avto o rehatng dev 0a etvat avaykaopévog va petafet
omv Tpdanela ywa tig oovalkayeg tov. Etor Oa &idetanr adia otov meldtn kat

(PLOKA AVTIAYOVIOTIKO MAgoveKTpa otV Attica Bank.

Ooov agopda tov nehatoxkevipiko yapaxktpa g ATTICA bank, n Tpdmela éxet
(PTAOEL O VA APKETA KANO Onpeto, EXOVIAG pia KaA1) eKOVA Tov meAdtr) aA\d Kat
dvvatomrta yia avalvoeg. Ano v aA\n pepua n Tpanela dev pnopet akopn va
OempnOetl mAr)pwg meAatokevtpikt). Avtd oopPatvet ylati akopn ot epyalopevot Kat

Ta oteAéxn g pabaivoov katr avamtooooov To CRM kat kavoov Olapkog
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PeATioelg 0TI OPYaveTIKEG OOpEG, OTa OLOTHATA OladIKAOWWV KAt OTig

aKoAovOOLPEVEG OTPATIYIKES.

Ia wmv evioyvon tov meAatokevipkov yapaxtipa tng 1 Tpamela pmopet va
dlopyavavetl exotpateleg mov Paocifovtat oe yeyovota (event-based campaigns). Ot
exotpateieg avtég Oa Aappavoov yopa otav ardlet ) katdotaon Tov meAat. ['a
napdadetypa otav évag avdpag arrod ayapog yivetat eyyapog tote ) Tpamela Oa g
rpoteivel ta KATAMNNAA mpolovid ON®G £va OTeEYdOTIKO KAl &VA KATAVAADTIKO
davelo, ta omoia Ba tov Ponboovv oto veo tov Sexivnpa {wrg. Avto detyvet 0Tt 1)
Tpanela agovykpaletat Tig EKAOTOTE AVAYKEG Kat embopieg Tov meldrtn Kat dpa
kKatdMnAa ywa avtég. Tov npoogepetat dnAadn avtd akpiPpaog mov xperdletat )
o®OoTr) ottypr), Oivovtag tov adia peéom g e€aropikevons, apov ta mpoiovta eivat

oYnAng oot tag Kat npoxkabopilopéva povo yia avtov (tailor-made).

Emnpoofetmwg, n Tpdnela yia va kataAndet oto embounto anotéleopa, dSnhadrn) va
yivet m\rjpwg meAartoxevipkyy Oa Ipémet va XpnotpoIou|oel TV 100PPOIIHEVT)
kapta emntdoong CRM (CRM Balanced Scorecard), ywatti 6a ) Ponbrjoet va
aSloAoynoet TV OTPATNYIKI] TG Kat va e§dyel MOAND XPrjolpd OOLPIIEPACHATA.
ITapa\\nAa, va yprnowpornou)oet Ta arotedéopatd oo 0a mpoxkoyoovv amod v
CRM Balanced Scorecard yia avatpo@odotnorn. Ziyovpa eivat oAb dOOKOAO va
aro@ovyel NANP®RG T0 Aeyopevo ydopa emidoong (performance gap), dnAadr to
XAOpd avdapeoa OTovg OTOXOLG IOV elye Déoel KAl Og ALTOLG IIOL IETLXE OO0V
agopa 1o CRM, pe v avatpo@odotnorn tov IANPo@optmv opmg ot mbavotnteg

dnpovpyiag xaopatog ENATIOVOVTAL ONPAVTIKA.

Av xat 1 alMayny kovAtovpag xat @guoocopiag g Tpamefag ota mAaiowa ng
epappoyng too CRM gatvetat 0Tt teAeopopet Betika amod Tig IPAKTIKEG TG KAl TOV
TPOIIO dPAONG TOOO T®V EPYACOPEVOV 000 KAl T®V OTEAEX®V TNG, GOTOCO DIIAPXOLV
akopa neplmpla Peltioong, Xpewaletat ovANOYIKY| Hpoonddeld MPOKEPEVOD 1)

otpatnykr) CRM va mepdoet ot apxég Kdat otr COPIEPLPOPU OADV TOV OTEAEXDV
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Kat epyafopévmVv KAl va evVOTePVIOTouV MANpwg T Bewpla «o meldrng etvat oto

EMLKEVTPO».
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KEDAAAIO 8°
SYMIIEPAXMATA

H naykooptonoinon g owovoptag xat ) evpeia dtadoon tov Atadiktdoov éxoov
aldaler ex Pabpwv 10 ovyypovo emiyepnpatiko yiyveodat. To péyebog piag
EMYEPNHATIKIG povadag Kat 1 yeoypagiki) Oeon g, Oev amotehovv HALov

Kplopovg mapdayoveg emtoyiag yu' avt)yv, oe avtibeorn pe 1o mapeAfov.

To xAedi yia 1) datr)pnon Tov AVIay®VIOTIKOD MAEOVEKTIHATOG OTLG OLYXPOVES
EILYELPT)0ELG elvat 0 meAdtng. Ot emyelpr|oetg ogpeilovy va yveopifovy oot eivat ot
MeAATEG TOVG, TOLEG KATNYOPLeG MEAAT®V TODG ATIOPEPOLY TA HEPLOOOTEPA KEPDT) KAt
Tt Oa xkpatr)oel Toug MEAdTEG ALTOVG IKAVOIIOU1EVODS KAl APOOI®HEVODS Y1d MOAD
KApo. ZOVEN®g Ipemnel va Otaxelplfovtat TG OYE0elg TOVG e TOLG MENATEG, €AV
Oéhovv va otoxevoov otmv kat  e§akolovbnon xat Oxt pOVO OTnV E@rpePn
ooval\ayr), ywatt povo étot Ba yvepiloov Tig avaykeg xat Tig embopieg tovg, T

Babpod wavornoinorg Tovg KAt MG €K TOLTOD VA TOVG JLATNPOVY APOCLOHEVODS,.

Enopevmg, n omotr) Staxeiplon ToV oxEoemV MeEAdT®V KAl TO IIPOOPePOHUEVO EITiedo
eCLINPETNONG  Elval, KATA  YEVIKI] OHOAOyld, O OmovdalOTePOg IAPIYOVTAS
emttoytag pag emyetpnong. H Atayeipron tov Zyeoewv pe tov IleAdmn (Customer
Relationship Management), oyxetiCetat pe Ha EMXEPNUATIKY] OTPATNYKI)
marketing, 1 omotia gyet g pileg g ot @rhocoPia o0 MAPKETIVYK TOV ZXE0E®V
(RM- Relationship Marketing) kat eotidalet otov meldtr), avayvepilovrag ot 1)
IKAVOTNTA  KATAVONONg Tov Kat aAMnAemidpaong pe davtov aroteAel Kpiotpo
MAPAayovIa EmToylag oto oLyxpovo paydaia HeTABAAOHEVO  EMXEPNIATIKO

reptBaiiov.
To CRM amattet mv avabeppnon OA®V 1OV OTOXEl®V MG EMUYELPNHUATIKIG

povadag, dnAadn) g TeXVOAOYIKIG LIIOOOWTG MOL avtr) dtabetel, TV dradikaciwv

oo axoAovbel kat TéAOG TV KAVOT)T®V Kdt OeSlottov Tov avipomivoo
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dvvapwkov mg. Zav évvola 1o CRM nmepucheiet tov avaoxedlaopo oAOKANPNG TG
ermyeipnong xat anattet ) xapadn Kat vAomoinorn piag Sekdbapng oTrpatnyikng yia
Toug IeAdteg, 1) ornoila Oa meptypd@etl Tov TPOIIO PE TOV omolo 1) emtyeipnon Oa
IIPOOEAKDEL OLVEX®DG VEOLG TeAdTteg, Oa avdavet ) OAIIAVI] TOV MEAATOV OTA IO
Kkepdopopa yU' avtiv mpotovta 1) vinpeoieg, To nwg Oa datnpet Tovg KePOOPOPOLS
IeAdteg, o Iwg Oa avddavel T0 TOCOOTO TO®V PAKPOXPOVI®V HEAATOV. T1)G KAl TEAOG
10 g Oa aro@evyetl oxéoelg pe pn kepdopopovg meldreg. Ta avalvtikda epyaleia
arnofnkevong Oedopévav (data warehousing) katr eSopvdng Odedopévmv (data
mining) emrtpeénovy oOtTig emyelpnoelg va Olayelpifovrat  peyaleg MmoooTnTeg
dedopévov mov a@opoLV OTOLG MEAATEG KAl VA KATAVOOLV TI§ AVAYKEG TODG

MANPEOTEPQ, £TOL WOTE VA EMLTVYXAVOLV aLSNON TOV €000V KAt TG Kepdogpopiag.

[Tapa ta onupavika ogeAn mov to CRM eivat dvovatov va mpoogepet Kat ta
TePAOTLA ITOOA TTOL £X0LV enevovletl péxpt onjpepda naykooping oe ovotpata CRM,
éva peyalo IMOOOOTO EMLXEPNO0E®V HOL. TO €Aappooav Oev xatopbwoav va
avtArooovv v avapevopevn adta. Evag amno 1ovg koptotepong AOYong (paivetat va
etvat o1t 1o CRM avupetonietat wg eva gpyaleio Aoyiopikov. To CRM dev eivat
éva Aoylopiko naketo oo Oa ayopdoet pia emyeipnon kat Oa avdnbet n mototta
TOV Dedatov Mg &g owa payeiag. Eivat oAoxAnpo to mAaiolo, 1 MOAITIKI] KAl 1|
MEAATOKEVIPIKY] OTPATNYIKI] He TNV omola Aettovpyetl pla emyelpnorn amo Axprn) oe
AKpr), amo THNpA Of THNRA KAl aro To avetepo emirnedo Management €wg tnv
IPp®WTH YPAppn. Apd 1) eKmaidevon Kai 11 €prvevon v epyalopevov @Oote va
ylvoov meAatokevipikol arotedodv Kpiowpo napdyovrta. Emyelpnotaxa npémet va
avalvoel kaveig oe kabe turpa 0Aovg ekelvovug TOVG ITAPAYOVTEG IOV enmnpedfovV

T 0X€01) pe Tovg TIEAATEG KAt va eetaocet g Oa epmhaxkovy oto CRM npoypappa.

AgbTEPOG OLOLAOTIKOG TIAPAYOVTAG AIIOTLXIAG ePAPHOYNS TV ovotnpatev CRM
arotedet 11 avrtiotaon TV epyalopevev TG emyelpnong oty alayn.
ITpokewpévoo va Aettovpyrjoet amodOoTIKA KAl OLOWIOTIKA éva MPOypappda
dlayeiplong oxéoemv meAatmv ypewdletat ofevapry vrmootPisn Ao TV aAvEOTATY

Hyeola kat tovg e0mTePIKODG MAPAYOVTEG-KAEOId OA@V TV Tpnpatev. Kopiog,
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OP®G, TIPEMEL VA €VOTePVIOTEL TNV IEAATOKEVIPIKI] @ocopia OAOKAnpn n
ermyeipnon. Av 8ev motePoovv OAot ot VIAAANAOL piag etaipiag Kat de OeopevTovV
va mapexovv ovvexr] adia otoog meldteg tovg, Kavéva ovotnua CRM dev etvat
KAVO VA arod®Ooel Td EMYELPNHUATIKA OQENT IOV IIPOCOOKOLVTAL AIIO Ml TETO
errevovor. Ot etalpieg CLYKEVTIP®VOLV PEYAAO OYKO IPOOKIMK®V OedOpPEVOV y1a va
KATAYPAYWOLV TO IPOPIA TOV KATAVANDT®V TOVG, eM{NT®VTAG TV dPOoi®aor) ToUg,
Op®G ITOANEG popeg rTapatnpeitat kataypnon [Fournier, k.a., 1998] ano v mevpa
TOV ETAPLOV, IOV EIIKEVIPO &xOouv TO KEPOOG TNG emyeipnong kKat oyt v
Kavormoinon v meAdatov Tovg. H ovola tov aAnbivev oxéoemv Ppioketal oto va

MIPOKOITTEL MAEOVEKTIIA KAl Y1a Ta OO PEPT, ETAlPlAG-TIEATTH.

Zopgova pe 1t Oewpla tng melatokevipikrg tparelag, tpla elvar ta otadwa
egeMlng me¥. Zto mpwto otadto ot dpactnPEloTTEg TOV TPpamne(mwv xatevbovovtat
aro TV IapadooldKl) THNIATOIIOW 0N KAt TNV €0Tidorn 010 KOOTog. XT10 OgbTEPO
otadto ot Tpdreleg apyxifovv va epappolovy MmePLocOTEPO TIPONYHEVES TEXVIKEG KAl
epyalela Oiepevvnong tov Oedopévav. Xto  Tpito Kat Ttelevtaio otadlo
avarrtdooeTal 10 TPAINEQIKO MEAATOKEVIPIKO HOVIEAO KAt Onpiovpyovviat ot
Tpaneleg pe MEAATOKeVIPKEG Tpooeyyioelg. Eivatr PePato ot otr  tpameleg
Xperadovtat apkeTo XPOVO KAt APKET) SOLAEWI y1d VA HIIOPECOLY VA IIEPACOLY ATIO
10 ¢éva otddio oto allo. Aedopevou ot ta ocvotjpata CRM exoov oxetikd Aya
Xpovia mov éyoov £pbet otV ENANVIKT) ayopd OOPIIEPAIVOLHE OTL Ol IIEPLOOOTEPES

Tparneleg pénet va Bplokovtatl akopn oto IP®To oTddlo.

To CRM &¢v amotelel v IpmTr ea@r) pe Toug MeAdTteg 00Te OxeTileTal pOvo pe To
oYnAo eminedo eSonmpetnorg toug. Elval pla capmg evpotepn évvola: mpoxettat
yla Tov TPOIOo MOV O OpPYyaviopog dtaxelpiletal Tig meatelakeg tov oyxéoetg. To
arnotedeopatiko CRM eivat o mapdayovrtag ekeivog oo mpoodidet adia otov meAdatn

kat eaopaliet avdmtodn kat kepdogopia oe pakpornpobeopo opilovta oe OAovg

39 Kévtpog Anp., 2002, ApBpo «H onpaocia tng meAatoKevIPIKIg IPOOLYYIONG OTOV TPAIE(IKO

TOpET.
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TODG EPITAEKOPEVOLG: AIIO TOLG MEAATEG HEXPL TOLG HETOXOLS. Armotedel pla
orovdata evkatpia aAAAY1)G TOL EMYEIPIPATIKOD TOMIOD KAl KOPLAPXLag 0 AKP®S
AVTIAYOVIOTIKEG AYOPEG YA €KELVODG TOVG «IIAiKTEG», Ot omoiot Ba evtagovv to CRM
ot oTpatyKy Tovg Kat Oa to viobetrjoovv pe emttoyia, adtonolwvtag KATaANnAa

Ta epyalela Moo Dapéxet 1) oLYXPOVI) TeXVOAOyid.
Ev katakAeiOt, To peANOV y1d TG EMYELP1)Oelg AIIOTEAODV 01 10XDPO1 deopol e Tovg

nedateg kat aoto pmopel va emrtevybet pe 1o CRM e@ooov  vrobetndet g

OTPATNY1KI] EMAOYT).
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