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HEPIAHYH

«AIAXEIPIZH NEAATEIAKQN ZXEXEQN (CUSTOMER RELATIONSHIP
MANAGEMENT) otov EAAHNIKO TPAINIEZIKO XQPO»

Inpoavtikoi Opov. CRM, Ednvikdg Tpanelukoc Topéoag,

O Tpamelikdg KAGOOG OOKATEXETAL OO £VIOVO OVIOY®VICUO Yot TV avENCN TOV
puepwiov ayopdc. To televtaion €t Opmg €xer onuewbdel pio aAloynq otov
TpocavatoMopnd tov Tpamelov, €xoviag o¢ otdyo TV KoAvTEPN e&ummpétnon Tov
TEAAT KOl TV TPOGPOPA TOOTIKOTEPMV VN PECLDV KoL TPOIOVT®Y.

Nuepa, to Tpomelucd [dpopata givorl avTiHETORO Kot L To, ETaKOA0v00 TNG TOYKOGUING
OIKOVOUIKNG KPIoMG, MOTE VO, EMIKEVIPOVOVTIAL, TAEOV TOV TEAGTN, OTNV UEIWON TOV
KOOTOVG.

To Customer Relationship Management — Awyeipion [lelotelokov Zyxéoemv ival pio
oTpatnykn modtrag mov Ponbd o610 YTICWO «OTEVAC» OYECNG UE TOV TEAATN,
TomofeTMOVTOG TOV TEAATN OTO KEVTIPO TNG TPAmelag oAAd TavTOXpOova £ivol Kot pio
pebodoroyia pecompdbeoung peiowong tov KOcTOvg. Me dAlo Aoy m Tpdmela
LEYIOTOTOIEL TO «UEPIDI0 TOL TEAATN KO EAAYIGTOTTOLEL TO KOGTOG AEITOVPYIOG.

YKOTOG NG TOpovoag epyaciog, eivatl va eEetdoet Aemtopepmg to ovotnua CRM kot
EOIKOTEPOL TNV EQOPHOYT TOL oTov Tpame(ikd Topa. XtOY0C ™G €pyaciag sivar M
eneEnynon tov CRM otov avayvadotn, HEC® WG IOTOPIKNG OVALOPO UG TOL ApOopd TNV
e&ehiktikn mopeia Ttov CRM kabmg kot péow AenTopepovg avaALGN S PACIKMOV EVVOLDV
Kot TpovmoBécewv epappoyng evog CRM, eotialovtag mavia otov EAAnvikd tpomeliKd

ADPO.

Metd T1c evvololoywkéc mpooeyyioelg efetdotnke mn  Oadikacio vOETMONG TOV
ovotuatog (CRM) and tic Tpaneleg kot avoldvOnkav évo mpog évo to. UEPN Kot Ot
eaoelg mov 1o amaptitovv. Eniong mpayuatomombnke pio dedtepn Ko 6€ PeYAAVTEPO
Babog avdAivon twv HEPOV TOL GLOTHUATOG, M0 TOLOTIKY OVOAVON TOV OVLGIACTIKA
TOPUOETEL TANPOPOPIES YO TV TPOKTIKY Kot KoOnpepivi] Aewovpyio 1oV GLOTHUNTOG
a0 TOVG YPNOTES KOl TAL OQEAT TTOL Hiat TPATEl amOKOUCEL OO TNV EPAPUOYT TOV.

Yto mloic TG epyaciog mpaypoTomowmbnke £pgvuva, HE TN HOPON  SOUNUEVOL

EPMTNUATOAOYIOV, HE TN CLUUETOYN Kol GLUVOPOUN T®V onuavtikotepmv Tpomelikodv
[Bpopdtov e xopog.

X1l



KE®AAAIO 1

EIZAT'QI'H

1.1,  Ewoayoyn

H teyvoroyum e&EMEN Ko M emyelpnpatiky ovamtuén eivat évvoleg odinAévoetec. H
avAyK™n Y10 CVTOHOTOTTOINON KOl TPOTLTOTOINOT] TOV AETOLPYIDV, Y10 OAES TIC EKPAVOELS
™G OpaoTNPOTNTAG TOVG, ONUOvPYNCAV Ta TANPOPOPIKE cvothiuata. H popen mov
elyav ta mTANpogoplokd cvotiuato g oekoetiog tov 1970, O6tov kol dpyloav va
TPOTOEUPAVILOVTAL GTOV EUTOPIKO KOCUO, 0eV NTav 0w pe TV topwvh. Ta mpota
TANPOPOPLOKE CLUGTILOTO KATEYPOUPOV KOl OO)EPILOVTAY TANPOPOPIEG GE TPMTOYEVEG

EMINESO KO P OmAOTKE dedOUEVAL, OTOC Y10 TOPASETY LA OO OE AT KO TTOPOLYYEATES.

Ta televtaio xpovie Opmg, ot moapdyovieg mov emnpedlovv TN Agwovpyio piog
emeipnong €yxovv morlomiociootel. Ol EMYEPNCELS CLVEXDS avaTPocapuolovy Kot
e€eMooOVV TA TANPOPOPLOKE GUGTILOTO TOV YPNOYOTO0VV MGTE VO EEVTNPETOVV TIg
ouvey®s petafarropeves avaykes tovc. 'Etor yevwhibnkov Kot to mANPO@Oplokd
ocvoTNuata dweiplone melotov, 1 Omwg Ooebvae Aéyovron Customer Relationship
Management Systems (CRM), pe okomd va dmuovpynocovy yvoon kot ofio yuo tov

TEAATN Ko TV EMyEipN o).

1.2, Avrikelpevikog 6Komog epyociaog

YKOomOG NG Tmopovoag epyoaciog eivon va efetdost PiPhoypapikd v dwyeipion

[Mehatewokov Tyéoewv (Customer Relationship Management) g po véa pebodoroyia



OV TPOGPAENEL GTNV EMIGHUAVGT], TNV TPOGEAKLGT KOL T S10THPTON TOV KOTAVOADTMV,
péoa omd tn dodkacio avamtuéng dwmpoconik®v oyxéoemv (tpamelo — meddnc). H
pebodoroyia tov CRM amookomel ot dloTrpnon TG IKAVOTOINGNG TOV TEANTN Kot GTNV

avENoT TG KOTAVOAMTIKNG TOTOTNTOG.

Onwg elvar @uowd kabe €idovg emyeipnon N opyoviopdg embopet va  €yet
IKOVOTO M UEVOLG TEAATEG. MeYdAo TOGA SOmMOVAOVTOL OO Y10, TNV OEEOYWYN EPEVVAOV
KOVOTIO N oNG MOTE VO TPOGIOPIGOVV TO EMIMEO KAVOTTOINONG TV TELNTMOV TOVG OAAGL
KOl ToL 0dVVOTO OTUEID GTO OO0 TPEMEL VO, EGTIAGOVV TPOKEYEVOD VoL H10.TPOVV LYNAL
enineda wavoroinong. H mapovoa dotpiPr], amacyoreital e v HEAETN TOV TEYVIKOV
dwyeiplong TeELATEIONKDOV GYEGEMV 6TOV TPameCKo KAGS0. O cuykekpévog kKAAd0G givat
W0TEPOL OVTAYOVIGTIKOG EVM Ta TEAELTOLN YPpdVIa. £xEl ONUEIDOEL parydaia ovamTvén. Ot
€101K01 TOL KAGOOV EKTIHOVV OTL SEV LILAPYOVY TAEOV ONUOVTIKA TEPODPLo avarTLENG. O
aVTOY OVICUOG HETOED TV TPATECDV LETOPEPETAL OTT] SLOTNPNON TOV TEAATOAOYIOV HECH
KOVOTTOoNg mov 1 KAOe pio TPooPEPEL GTOVG TEAATES TNG, OO TNV TOPOYT] TOOTIKAOV
VINPECLOV. ZNUEPQ, TEPIGCOTEPO AMO TOTE AOY® KOl TNG XPNUOTOOIKOVOUIKNG Kpiomg
OV GLVTOPAGGEL TOV TOUEN OO T TEAT] TOU TPONYOVLEVOV £TOVG, 1 «GTPOPN» GTNV

TO10TNTO, EMOUEVMG KOl GTOV TEAATY|, KPIvETOL EMPEPANUE.

ATOGKOTMOVTOG G VYNAGQ €mimeda 1KOvVOmoinong kol motdtTag, ot Tpdmelec £yovv
apyicel vo epapuolovy cuotnuaTe Sl0yEIPIoNG TELUTEWKOV GYECEMV TPOKEUEVOL VO
EVOLVAUMDGOVV TIG GYEGELS TOVG LLE TNV TEAATELOKT| BAGT) TOVG.

1.3.  Aopn gpyasiog

H ovykexpipévn dotpip] mepthapavetl 0o evOTNTES, T BE@PNTIKY KOL TNV EUTELPIKN.
Xy Beopnriky evotnTa, yivetol M OVOALTIKY] EMOKOTNGN TNG LTAPXOVOOG

Biproypapiog oxetikd pe v owyeipion Ielatewokdv Xyécewv, v Ikavomoinon

KOTOVOA®T OAAL KO TNV TOTOTNTO.



[To avaAvtikd oto KeAhao 2, a@ov £xel mponynbel o elcaymyn Kol 0 6Komdg ™G
epyaciog, avoAveton 1 €vvolo Tov mEAdTN Kot 0 Pobpog wavomoinong tov amd TV
emyeipnon. Xto kepdAaio 3 kot 4 avokldovior Oewpntikd Pocikég Evvoleg Kot
yapoaktnplotikd Tov CRM, yivovton avapopég mg Tpog TNV OTPATNYIKH TOLG GNUAGioL Kot
T0. 0QEAN OV OVTE EMPEPOVY GE W0, entyeipnorn. 210 5° kepdlawo mapovoidletal M
oxéon tov CRM «at tov tpamelikod kAddov. n avdivon tov CRM og oyéon pe tov

Tpomelikod Topéa, 1| VAOTOINGT KO 1] EQAPLOYT OVTOV T®V GUOTNUATOV 6TIS TPATELES.

H devtepn eumeipikn evotnta nepthopfdverl ta keediio 6, 7 xar 8. 1o 6° ke@dAioo
noapovctdfovror paktikd Bépata epappoyng CRM otov Tparnelikd topéa. H epyacia
ohokANpdveTar pe €pevva (Ke@olao 7), pEcm €vOG SoUNUEVOL EPMTNHATOAOYIOV,
OXETIKA pHe TNV €poppoyn ovompitov CRM os ednvikég Tpameleg kot ta

ocvumepdopata g (kepdiotw 8).



KE®AAAIO 2
ENNOIA TOY IEAATH KAI O BAOMOZX IKANOIIOIHXHX TOY
AITO THN ENIXEIPHXH

2.1 H évvora Tov ehdtn

O caeng KabBopiopoc TOV GLVOAOL TOV TEANTOV WIOG EMEIpNoNG amotelel Wtaitepa
dVoKkoAn Sladkacion ooy amd TN O VIAPYOLV OPOPETIKEG KOATIYOPIEC TEANTMV
(tpéyovreg, mpoyevéotepol 1| SuYNTIKOL, ECMOTEPIKOL 1 EEMTEPIKOT TEAATEC) KO OO TNV
GAAN OTIG TEPIOCOTEPEG TEPUTTMOOELS O1 EMXEPNGELG OEV O10TNPOVV PACEIS dEdOUEVOV LE

TANPOPOPIES Y10l TOVG TEAATES TOVG.

Yty tehgvtaio éxdoon tov Word Book Encyclopedia Dictionary divovtot dvo opiopoi
TOV OPOV TEAATNG:
A) «ITeldg eivor o avOpwmog mov ayopdlel TOKTIKG amd piol ETAPELD 1] KOUTAGTI O

B) «IlgAdtng givar ekeivog pe Tov 0moio TPEMEL VoL SLOTPOLY LOTEVTEIC.

Yy mpdén, vhpyel SmPIGHOG TOV TEAOTOV oe Katnyopies. 'Etol yuoo mapdderypo
&yovpe SuVNTIKOVG TEAATES, ECOTEPIKOVS 1| EEMTEPIKOVG TELATES K.0L.
Avvnrikol meAdteg givarl Tor dropo mov Exovv v embopio, To KIviTPO Kol TOLG
OITOTOD LEVOV S OTKOVOULKOVS TTOPOLE Y10 TNV ayopd Tov Tpoidvtog/ vanpeciog.
Ecwotepikol meLldteg eivan 10 Tposmmikd g entyeipnong.
ESotepucol meldteg elvan o1 ayopaotéc 1 YPNOTEG TOV TEMK®V TPOIOVI®OV Ko

VINPEGIDV NG EMYEIPNOMNG 1] TOL OPYOVIGHOD.

[Tépo Ouwg amd TOVG TMOPUTAVEO OPIGUOVE KOl OOY®PICUOVS TOV TEAUTOV GCE

KOTNYOPIES, £Ival ONUAVTIKO VO, AVOPEPOVUE OTL 01 TEAATES oG TPAmelag S10PEPOVY amd



ekeivoug ALV KAAdwv. I'U avtd yuo va givol amoteleopotiky n epapuoyn evog CRM
GLOTHOTOG Ba TPETEL VO KATOYPAPETAL 1] GUYVOTNTO TMOV GLVOAALYDV, TO TEPIOVCLOKE

oTotyelo TEAITN KO €V YEVEL 1] TIGTOANTTIKY] IKOVOTNTA TOV KAOE TEAdTT).

Ov meddrteg pog tpdmelog dwpépovv oe peydAo Pabud oty KotavoA®MTIKI] GTOLG
ocvoumeprpopd. Kdamowtl cuvaridocovior moAd cvyva pe v tpimelo evd avtifeta
KAmo10t GAAOL £xovv TOAD apat] €mae. ALT 1 O10POPOTOINGCY OTNV KOTAVUAWMTIKY
CLUUTEPLPOPA  TOV  TEAOTOV oG  tpamefoc  onuovpyel  wpofinuo  otmv

amotereopatikotnta evog CRM cuvotiparoc.

O dwymplopdg NG ETEPOYEVOVNG OYOPAG TEANTMOV GE OWOIOYEVELG Katnyopieg e
TOVOLOIOTUTIEG GUUTEPIPOPES Etval EMPEPANUEVOG TPOKEEVOL VO £YEL TN OLVATOTNTO
tpanelo va emnpedlel ™ O1GpKEI TG OXEONS TG HE TOVG TEAATES TNG. Mia amAoikng
HOpONG Katnyopomoinon OB pmopodoe vo yivel e YE®@YPAPUKH, SNUOYPAUGIKA 1] Kot

YPNLOTOOTKOVOUIKA KPITHPLoL.

2.2. lIpocavatoMopos 6Tov TeELdT

O TPocaVATOMGHOG GTOV TEAGTN Kol 1 dnuiovpyio EVOG TEAUTOKEVTPIKOD GLUGTILOTOG
amoTeLel TPOTEPAIOTTAL T®V  GOYYPOVAOV smxapﬁcsmvl. H Oonmovpyla oyéong
EUMIGTOCVVNG UE TOV TEAATN OmoTeAEl gpaAtiplo Yoo TNV Pertimon ¢ a&lomoinong
ife-time-vaue» tov. Emapoctétmg, cuvictd £va amopacioTikd YopaKTnpLoTIKO Yo TV

enitevEn oYETIKOV TAEOVEKTNLAT®V ToTofétong (positioning).

H evioyvon tov mpocavatoAlopoy otov TeAdtn amotelel KAWL Yoo v avamtuén g
emyeipnong. o v emtuyio (oG TETo10g oTPATYIKNG Eival oNUovTiKO vo akoAovdn el
Lo OAOKANpoUEVT Tpocéyyion. H em@avewoxn eKmoidevon TV OTEAEYOV Kot

CUVEPYOTAV TNG ENXEIPNONG 0 BEUATO. GUUTEPIPOPES, OTTMG Y10 TOPAIEIYLLO, KTL LUITOPM

1 http:/iwww .crm2day.ar/library/documents/0011. pdf
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Vo KOVO €YD Y10 60G» 0eV GUUPAAAEL 0TV OALOYY] TG OTAONG OMEVAVTL GTOV TEAATN.
[Mpénel va KaBoploTOvV TOL YOPOKTNPIOTIKA TPOCHVUTOAIGHOD GTOV TEANTY (OOTE 1

EMLYEIPNON VO TETVYEL TNV SLOLPO POTOINON ATO TOV OVTOLYMVIGHO.

Inueio avo@opag Yo Ui OAOKAP®UEVT] TPOGEYYIOT) TPOGUVOTOAGHOD GTOV TEANTN
QmOTEAEL TO VO KATAGTEL AVTOG O TPOGOUVATOAGUOG (OC 0ONYOS Y10 TO GTEAEXT KO TOLG
ovvepyateg g emyeipnong. Na petatpomet dnhadn o€ rhocopio TG emyeipnong Kot
vo epappootel otnv mpdén oe Okec Tig Pabuideg g 1epapyiag. H Oompuovpyia
TPOGAVOTOAMGHOD GTOV TEAATN He TNV €vvolo ToL «PBpiokopol Kovtd otov meAdTn»
dnhad va (o customer intimacy?, onuaivel e@OpPUOY OGS  OAOKATPOUEVIG
npocéyylone. o va emrevybel kdtt T€1010 O TPEMEL 0 TPOGOVATOAGUOG OTOV TEANTN
vo Bpilokel oTHPIYHO TNV GTPATNYIKY OV Yopdcoel N extyeipnon. EmmpocBétmg, 1o
cOOTNUO O10TKNONG KO ETOVOTANPOPOPNONG TPETEL VAL EIVOIL TPOCOVUTOMGHUEVO GE QTN
™V ekdvo-oonyod. Avtd GMUaiveEL TNV OAOKANP®GOT TOV TPOGOVATOAIGUOD GTOV TEANTN
amo AmoyT TEPEYOUEVOD TOGO GTNV OVATTUEN TOV GTEAEYMV KOl GLUVEPYOT®OV, OGO Kol
otovg otdyovg ¢ emyeipnone. Kplvetar omopaitnmn m voBétnon katdAAning
TOAMTIKNG, MOTE O TPOGOVOUTOAMCUOG OTOV TEAATN VO YiVEL GTACT TV GTEAEXDV Kol

GLVEPYOTAV TNG ENLYEIPNONG.

[Tpokdmtel Opwg €va Pacucod mpOPANa Kot ovtd €ival €6V UTOPOVV TO TAPUTAVE VO
eQappootohv otV Tpdén. Tnv epdTNON «TL UTOP® VO KAV® EYD Y10 EAG» UTOPETL KAVEIG
vo TNV LVOPAAAEL OTO. GTEAEYN KO TOVG GuvePYATES TG emyeipnong. 'Etol opuwg dgv
aALalel otdon. [o ™V aVIHETMTION TOV TOPOTAVE EPMTNIATOS, TPEMEL 1 EKTAIOEVOT
va eoTidleTon oTNV oAAay TNG OTACTG, OO TNV U0 TAELPA e EVEPYELIES TNG S10TKNONG
KO oo TNV GAAN TAELPE LE GUVEYN ETAVOTANPOPOPNOT| amd TOVG TeEAdTeS. O TPOTOG e
TOV OTmoi0 M TPOCPOPE Yol TOV TEAATN UTOPEl GLVEXMG Vo PEATIOVETOL, TPETEL VO
amoTeELEl LOVIUN OTAOT) Y10 TOL GTEAEYN Kol GUVEPYATEG TNG EMyEipnong. Avtd odnyel 6to

EMOUEVO £PATNUOL EIVOL GTTOVOOIO KOT OPYAS VO TPOGYOVLE TNV EGMOTEPIKT] CKEYN TOV

2 phj| Anderson, Geoff Healey & Malcolm Locke: “When Operational Excellence meets customer Intimacy”, Critica Eye Review,
The Journal of Europe’ s Centre for Business Leaders, September — November 2005, pp14-19



TPOGAVOTOMGLOV GTOV TEAATY] KOl ATV OOTIGTMOGOVE ol BeATimon, TOTE Vo TpoPove
07O MU0 TOV TPOGAVATOAIGHOV GTOVG EEMTEPIKOVG TEAATEG;

2TV TpoKeUEVN TEPITT®On YpedleTol d101knom, LETPO Kot OTAn Sodkacion HETpnong
Yl TNV EKTIUNOT TNG IKAVOTTONoNG Kot TG cuvepyasioc. EEmtepkdg TpocavatoMopog
oToV WEAAT onuoivel cuverdg OtL ovtd €xel yiver Mon Plopa ecOTEPIKE oTNV
emyeipnon. Omoog Oev mpocavatoriletor oTlg emBupieg Kol TIC OTOTNCES TMOV

ECOTEPIKDOV TEAOTAOV, TNV 10100 6TdoN Bar £xEl Ko Yo TOVG EEMTEPIKOVS TEAATEG,.

Amd d1ebveic Epgvveg TPOKLITEL OTL O TPOGOVATOAICHOG OTOV TEANT OMOTLYYAVEL OTIG
dwdwaociec. IMapampeitor EAAenyn TpoPANUATIGHOD Y10 TO TL onuaivel | amoitnon yio
TEPIGCOTEPO TPOGAVATOAIGHO otov mehdrn. [lov Ppiokovror dpmg ot autieg yioo v
OVETAPKELD QLTOV TOL TPOGOAVOTOMGHOV; AEV EIVOIL TAVTOTE LOVO 1] GTAGT] TV GTEAEYDV

Kol TV GDVSp’YOﬂ'O’)V.

[ToAAéEC popég vapyet emiong adtapopia, yioti dev UTopel KaVELG VoL KOADWEL TOGO amAd
T1G emBopiec TV TEAaTOV. Ot S10d1KaGIES eV EIVOL TPOGAVATOAGUEVES OTIC OMOITHOELG
TOV TTEAATN KOl 1) EMLXEIPN O O€ OTL APOPE TOV GYEOIAGHO OEV EIVOL TPOGUVOATOMGUEVT LUE

GULVETELWN OTIC OVAYKES TOL TEAATN.

Otov ot J100KacIEG eV OVTOTOKPIVOVTOL GTIC OOITCEIS TOL TEAATY, TOTE LIAPYOVV

SVOKOAIEG GTNV TPOGPOPA TV TPOIOVTWY KO VINPECIOV.

2.3 Egumpétnon mehdn: rpotiyucn emoyn

Iveton Aowmdv avTiAnmrd 0Tl 1 emyeipnon oPeidel va. SNUIOVPYNCEL TIG KOTAAANAEG
npobmobEcels cuvepyaciog Pe TOv TEAATN HE TPOTO Tov Vo amopépel kEpdN. O Peter
Drucker ava@épel Yo paKTNPIoTIKA OTL ATOTEAEGUATO «EVTOG TMV TEYDV» JEV VOIGTOVTOL

(BA. Management: tasks, responsibilities and practices, 1973, 1st edition). H wavomoinon

3 EMvikd Iveitovto s€ompétnong mehatédv (EIEIT), Tevyog 2, Noéupprog — Aekéupprog 2007



Tov meAdTN TifeTal OTO ETMIKEVIPO TV EvepyEldV NG KdAOe emyeipnong, m omoio
emTvyydvetolr amd ™V TPoomAbelr SlopKoVG TPOGEYYIONG TOV OVOYKOV Kol TOV
OTTOLTICEDV TOV.

Ortav yivetor avopopd otnv @pdon «€Eumnpétnon e TodTnTo» TL £PYETOL OTO

HVOAO TOV TEANTOV KO V10T,

[Mapéyetl dprot euanpénon n enyyeipnon N o1 VIGAANAOL TNG;

Avtd ivol Koo EpOTALOTO TOV TPETEL VO, ATELOVVOVTOL GLY VA GTOLG TEAATES 1] KO TO
TPOCOTIKO NG enyeipnone. O HEGOS OPOS TOV CLGTNUOTIKMG CVAAEYUEVOV OTTOVINGEW®V
emt pa TovAdyoTOV TPlETia, 0dnyel o a&lOmoTeg £VvOeiEelg oyeTIkd e TO emBLUNTO

eninedo eEuINPETNONG TOV TEAUTOV.

O1 peréteg TV pNYovicpu®mv eEummpétnong TEANTMOV, CLUE®OVOVUV OTL TOo €100¢ NG
eEumMpPETNONG OV TTOPEYEL oL EMyeipnom €ival TO PHOVO TOL TNV SLOPOPOTOIEL OO TOV
avtaywviopo. Ta Tpoidvta Kot 01 VN PEGIEG AVTLYPAPOVTOL YPTYOPO. KO OTOTEAEGUATIKA
KOl TOVOVV TTOAD GUVTOMO. VO OTOTEAOVV OVIOYMVICTIKO TAgovEKTHo. H g&umnpénon
oL TEAATN Eekva pe po TpobmdOeon: avamntuén déopevong yuo v e&ummpétnon omd
OAO TO TPOCHOMIKO KOl OAOL TaL EMITESN TG 1EPOPY)iaG, TO omoio adlomolel cuveldNTd KaOE
SVVOTHTNTA TOV TOL TOPEYOLY Ol AEITOVPYIEG Kol 01 SLOSIKAGIEG TOL OPYAVIGHOD Yol TNV
KaAvtepn e&ummpétnon TV teELoTdV. Ot S10d1KaGIEC TOV 0PYAVIGHOD OEI0A0YOVVTOL KO
TPOTOTOOVVTOL UE KPUNPI0 TNV EXIEVEN TOL TAEOV IKOVOTOMNTIKOD ATOTELEGUATOG Y10

TOVG TEAATEG,.

Mo va metvyel évag opyoviopudg olkn eSumnpétmon Tov MEANTN, TPEMEL TPAOTU VO
QOVINGCEL LE aKPiPED 6€ dVO EPOTNCELG:
T yperaletar Bertioon; H avdivon tov tpotepatotitov Pertioong doac@aiilet
ot1 B emAeyohv 01 GMOTEG TPOTEPOOTNTES
[log Ba Pehtiwbdei; H emroyn tov pebddmv Pektioong dwopaiilel v cwot

EMAOYN TOP®V KL TNV SECUEVOT] TOV KOTAAANA®Y GTEAEXDV.



Soppaova pe ™y royn tov Dr. E. Deming® «to vo kévelg 6,11 kakitepo pmopsic dev
etvan apreto. [pénel mpodTa va emEEELS TL TPEMEL VO S10pHDGELS Ko LETA VoL KAVELS O,TL
KaAvtepo pmopeic». I[lpoxeévon va vAomomoet pa entyeipnon v nemoifnon tov Dr.
E. Deming, npémet va duaBétel 500 ciyypoves onUavTIKEG TPOceyYioels mov Ha mapéyovv
TO OTAOGTAGLO TNG OAKNG owdTNTOG. [IpdToV, TNV GOYKPIoN MG TPOG TIC EMOOGELG TOL
avtayoviepov (benchmarking) kot dedtepov, v avantoén g dwdikaciog TodtTog
(quality, function deployment). Avtd ta otoreion Ba 0dnynocovy TV enyeipnon otV
KON €ELANPETNOT TOV TEAUTOV TNG.

O Rick Johnson emonpaivel oto dpbpo tov “The redities of servicing the customer”
(2007)°, 611 yw v Pertioon kat Swrthpnon e KoAic eEvmmpétone mEAUTOV 1
emyeipnon mpénel vo mEPAAUPAVEL TEPICCOTEPO AEMTOUEPT MEAETN KOU GUVETN

TPOYUATOTOIN G, Y OPIS «1dlaiTtepn» TPOoTAOEL.

Ikavomoinon
Epyalopévov

N

Avamtvén Emyeipnong
AbvEnon Ecodmv

H odwoida tne EEvmampétnong Ikavomoinon [lehatdv

Z=
e

Agocinon [ehatdy &

Awaypappe I: H ahveioa g eEumnpétnong
ITnyn : www.business-meeting.co.uk (Johnson M. & Gustafsson A., 2002)

O agociwuévog meldng amotelel eyyimon emitvyiog yio v eneipnon. O mekdng

0VTOC GLVIOTE TEPLOVOIOKO GTOLXELD TNG EMIYEIPTNONG KOl O TETOO TPAYUO TPETEL VO

* Demi ng W. Edwards (2000). The New Economicsfor Industry, Government, Education (2nd Ed.), MIT Press
5 Johnson, R. (2007) “ The Realities of Servicing the Customer”, Supply House Times.
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aviipetoniletol. XOpeovo pe tov  Tom Peters’, «ot EMYEPNOELS TOV EYOVV MG
TPOTEPAOTNTO TO KEPOOG Oev elval TOTE TOGO KePOOPOPEG 660 avTéC Tov Palovy mg
TPOTEPAOTNTOL TNV TOWOTNTA. Kou TV e&ummpétnon». Emopévmg, emyelpnoelg, mov
TaPEYOVY GE Ui GLVEYN PACT TO0TIKA TPOIOVTIA 1) VINPEGIES, KEPSILovy TV eKTiUnoN
KOL TNV EUMIGTOGUVI] TOV TEANTMV, OTOKTOUV LOKPOYPOVIO OLPOGLOUEVOUS TEAUTES KOl

eUPAVIOLV CTLOVTIKA OTKOVO UK OTTOTEAEGLLOLTOL.

H avaykn v omotehespatiky] eEumnpétnon Tov TEAAT Kol VIEPPaoT) TOV TPOGIOKIDV
TOV, OMOKTO OAOEVOL KOl TEPIGOOTEPN PopuTnTa OTIG UEPEG OGS O10TL emnpedlet
AmOPACICTIKG TNV emtvyia piag etaipeiog Ppayvmpdbeopa, arld Kupiog peconpdbeca
Kol pokpompdOeopo. Agv givor Aoumov Tuxoio Tov To. TEAELTAiN YPOVIOL Ol GUYYXPOVEG
etapeieg emevovovy avéntikd otnv mpoomddeln Pedtimong g eSummpétnong TV
TEAOTMOV TOLG Kol TNV va evioyvon g oxéons pali tovg. Opmg, og mowo Padbud n
TOPOTAVED TPOCTAOEID TPAYHOTIKG 0modidel, emnpedloviag OeTikd To ETUXEPNUATIKA
amoteléopata; Yapyel KOmowo 6plo 6to oo o Enpene pio etopeion vo ETEVOVGEL O
TPOYPAUUATO KOl DTOSOUES, YioL TNV €EVMNPETNCT TOV TEANTOV TNG KOl TNV 0POGImoN
TOVG;

Yndpyovov iowg mapadsiypoto wpog pipmon (| amoguyn) omd TNV moyKOGHL
EMYEPNUATIKT] oknvy mov Bo pmopodoov vo avaivbBovv kot va pog Ponbncovv va
EKHOEVOOVUE CLUTEPAGHOTO Kol Yoo TnV EAAnvikn mpaypotkdtnta, Kot tehd,
VILAPYEL KATO10G OMOTEAEGHATIKOG TPOTOG HETPNONG TG ENTVYING TOV ENEVOVCEWDV TOL

KAVOUV OAO1 Y10, VO S101TN PTGOVV KOl VO BUENGOVV TOVS APOGLOUEVOVS TEAGTEG TOVG;

To Kévtpo Tnlegpavikic E&umnpémong g Millennium bank Bpafedtnke ota CRM
Grand Prix 2007’ mov Swpyavéver etnoiog 1 etarpeio Teleperformance kot képdioe 1o
Xpvood Bpafeio otic xoammyopieg tAEpoVikov kEVTIpov péYPL S50 eXTPOCOTOVS Kot
multimedia KTE, onAaon eéuanpétnon péow tmispovov kot e-mal. H PBpdaPevon
épyetar oe pio mepiodo Omov M mowovtnTa NG e&umnpEéTnong mEAGTn @Bivel AOY® ™G
avénuévng qmong miepovikng eéumnpétnong. o moapdderypo o pésog 6pog

6 Tom Peters, Nancy Austin (1986): “ A Passion for Excellence”, Random House
! http://www.euro2day.ar
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maveAladka €xel méoel 6to 57,85% amd 10 72,56% mov Pprokdtav mpwv omd 2 xpovia.
Qotoco 1 Millennium bank cuykévipmaoe 98,64%, tnv vyniotepn Pabporoyio mov Exel

EMTVYEL TOTE 67O SYOVIGHO Kdmoto call center.

O k. Kovotavtivog Awucé(xgs, AtevBovvtic EvaAloktikdv Aktdmv g tpanelog eSnyel to
Bood aitio mov 0dYNCE GTO TAPUTAV® ATOTEAEGHO. «T0 UVOTIKO TG ETXITUYIOS EIVaL 1]
eCelién tov avBpamivov dvvouikod. [ ..] . [lpooraboiue va dnuiovpyovus évo mepifidiiov
EPYOTIOS OOV AVOTTOOOETOL 1] avBpwTIvy TpwTofoviio. kor n owaleon e eComnpétnon
00 TWEAQTH — OTH EVOL 1 EIOOTOIOS OlAPOPC, KAL GOVOUO, TO OVIOYOVIOTIKO OGS
wheovéktnua. 2iyovpo, Péfaia dradpopotiCovy uEYGLO  pOAO Ol OL0OIKOCIES KOI 1]
teyvoloyio. alla 1 kovAtolpo. e ouddag ivar to mio onuovtiko. To call center araoyolet
22 agent xair o nquepnoilog oykog kinoewv avépyetor mepirov o 2500 xAnoeig, ue etnoio
poluog avénons 1%. Baon twv arotedecuatwy tedevtaios épevvag, 0 82% twv melatwv
OV ONAWOAY OTI EYOVY YPNOYOTOINTEL TV DTHPECLA, 1TAV A0 KIKOVOTOLUEVOD> EWG KA

KTOAD IKOVOTOIUEVOD.

AKOpO. CUUTANPOVEL, TOG «T0 aicOnuo evBivng amévovti oTov meldtn UOS VoL Vo
EWUO.OTE TAVTO, EKEL, VAL TOV AKOVUE KOL VO, KOTAAOLAIVODUE TO OITHUO. TOV, TIS AVAYKES TOD
kot g embouies wov. H Ppdfevon pog deiyver ot eluoote o€ Kalo Opouo oAld n
TPooTaleia TPETEL VO GOVEYIOTEL (DTTE VA PIVOVUE OKOUG KOADTEPOL. € [UIaL ETOYN TOV OAO.
OVTIYPAPOVTAL 1] TOIOTIKY ECOTNPETNON TEAGTH KAVEL GOPAS TH OLOPOPa., Ouws Bo. mpémet

Va. OIETEL T OTPOTNYIKO ETITENO OAN TNV ETOLPELO.

2.4. Enevovovtag 611 oxéon pe Tov TeAdT

Ot onpepvég ouvinkeg TG £viovng OVIOY®VICTIKOTNTOG TMV TPOIOVIOV Kol T®V

VIMPECIOV OV TPOGPEPOVTOL, TAPUAANAC HE TNV €EQTOMIKEVOT TOV AVOYKOV TOV

8 Exdnviko Ivotitovto ekompérnong nehatédv (EIEIT), Tevyog 2, Nodupprog — Aekéupprog 2007
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KOTOVOA®TAOV, 00NYoOV TIG EMYEIPNOELS VO ECTIAGOVV TALOV TNV TPOCOYN TOLG GTOV

meAdTN Ko otV avaPdduion tov oxécewv pali tov.

[Mopadooiaxd o emyyeipnon Oloyepiletar Tovg TEAATEC TNG HE OPUCTNPIOTNTEG
nodinong, marketing kot eummpémonc-vmootpiEng. Emmpochétwc, n emoen pe tov
TEAATN pmopel vor YiveTol oo S10LpOPETIKA TUAHATO oG emtyeipnong, Buyatpikéc e M
aKOUN KOl HEG® CLVEPYOTMOV TOL £XOLV avaAGPeL Yo Aoyaplacud g pio vanpecio. To
KaOe TUMHo 1 €TOpEia TOV EPYETAL GE EMAQN WE TOV WEAATN OMuovpyel ™ S TOV
EIKOVOL Y10 OVTOV, LE OMOTEAEGUO 1) YVAOT VO €VOL OMOCTOGHOTIKI] Kol Ol TANP®G
aflomomoun ywoo v etopein. Or mEPOPIGUEVEG SVVATOTNTEG TOV VIOPYOVI®V
TANPOPOPLOKDOV GUGTNUAT®V VO SO EIPIGTOVV UE EVIOIO TPOTO TO SAPOPO TUNHATO TNG
ETOPEING, AALG KO T S10POPETIKA KOVAAO ETIKOWVMVING LE TOV TEAATT), 0EHVOLYV OKOUAL

TEPLGCOTEPO TO TPOPANLLAL.

[Tpog Vv katevBuvorn avT N aTdKTNOT KoL S10EIPIOT EVIOIOG KOl GUGTN HATIKNG YVAOONG
TOV YOPOKTNPIOTIKOV Kol NG €kovog tov kabevog meddtn Eeyopiotda -Customer
Relationship Management- pe a&l0mioto TEANTOKEVTPIKG TANPOPOPIKE GLGTHUOTO KOl

AOoELS, amoteAel Eva 1YLPO OVTOYOVIGTIKO TAEOVEKTTLLO.

Me éva ohokAnpopévo cvamua Aloyeipiong Xyéocwv Ielateiog (CRM), n emyeipnon
pmopet vo 81(xuop(p(bvs19 TN CLUTEPLPOPE KO TO TPOTOV TNG GOUPMVA e OG0 YV pileL Yio
TOV TEAATT KOl TIC OVAYKEG TOL KOl VO, TOV EEVANPETEL TPOCOMIKA, LEGH OO OTOWLINTOTE
dpaoctnpotntd ¢ (mdinon, marketing | vrootpign) oALG Kot HEGH OO OTOL0ONTOTE

KovOAL emikoveviac (Tpocomikn exaen, internet, mieemvikd kévipa, ATM k.Ax.).

[Mopdiinia divetar m SvvATOTNTO TG KOTNYOPLOTOINONG TOV TEANTMV TOVG KOl TNG
€QapUOYNG mOATIK®OV Marketing Kot TmANGEDY TPOCUPUOCUEVOV OTIC I10TEPOTNTES Kot

TIG ATOTN GELG KAOE Katnyopiog.

o http://www.customerservice.gr/index/articles
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H xovAtovpa kot n epmepio g kdbe emyeipnong ot Owyeipion peydriov minBovg
TEAOTOV, HECH TOV TOWKIA®V VANPECIOV VITOGTHPIENG OV TPOCPEPEL 1 10100 NG
Tpochétel onuavtikd mAgovekTpoto. Eva  oloxinpopévo cvomnua  Awyeipiong
Yyéoewv Ilehateiog (CRM), eivar oamotelecpotikd oOtav cvvovdlel TNV  LYNHAN
teyvoyvooio pe ) Padid avdAivon Tov TPOTOL AEITOVPYING KOl TMV OTOITGEDV TOV

EMNVIKGOV ETEPTCEDV IOV S1aBETOVY ey Teratewokt Baon™.

H yvoon yw tov meddtn "ytiletot” cvAléyovtog otolygion mOv TOV A@OPOvV, Omd TO
SPOPO. TUNHOTO TNG ETOUPELNG TTOL EPYOVTOL GE Mo Mol TOL TopPIAANA0 pe GAAEG
Tapadoolokég TYEG Ommg ot Pacelg dedopévmv. To kevipikd cvotnuo dloyeipiong,
YPNOYOTOIDOVTOG T1] GUVOAIKT YVMGT Y10 TOV GUYKEKPIUEVO TEAATY], OTMOG EMIONC KoLl £vol
TOPOUETPOTOUUEVO GUVOAO KAVOV®V, TPOCPEPEL £EEIOIKEVIEVT €ELANPETNON GTOV

TEAATN KOl ALTOUATOTOLEL TV TOY POV TN dtoxEipiom g oy€ong g pali tov.

H Aertovpywodmnto g €QapUOYNG OVTOUATOTOIET TIG dPOOTNPIOTNTEG TOV TOANGE®V,
tov marketing kot ™¢ vrootPiEng, HEC® OTOOVONTOTE KAVOAOD ETIKOWVOVIOG KoL
EVILEPMVEL TOVTOYPOVO TNV EVIALO EKOVE TOV TEAATN. AVTIGTPOP®G, 1| EVIOLN EIKOVO TOV
neddtn eivon dwbéoun oe omoladnmote emopn pali Tov, amd OTOIOONMOTE TUN MO KO
HEG® OTOOVONTOTE KOVOALOD, PUGIKA LE TO OTOITOVUEVO EMITEDO AGPAAEING (OG TPOG TOL

SIKOUMULOTO TOV SUPOPETIKMDV OUAS®V YPNOTAOV TOV GLUGTHHATOG.

Me 1o CRM divetar 1 duvatdTnto TG TPOSMAIKNG EELMNPETNONG KO EMAPNG UE TOV
neldn (one to one marketing), aAld kou Tng TuMpoTomoinong TG mehoteiog ™G
emyeipnong, pe Paon Kowd YopaKTNPIoTIKA, Yot TNV EQUPHUOYN OTOTEAECUATIKOTEP®V

neb6dmv marketing kot toAncemv.

Enopévag to CRM amotelel Wavikiy A0om Yo TG EMYEPTGELS OTMG Y10 TALPASETY O TOL
tpomelikd Wpdpato omov dabétovv peydAn melateokn Pdomn, €xovv gupd SikTLO

GUVEPYOTAOV KO VTAY®VILOVTOL GE S10(pOPETIKEG AAAG DPLLEG AYOPEG.

10 Executive K now-How Magazine, December 2005, p. 31
! CRM magazine, December 2008

13



AT6 TNV GLVEYT] OTOKTNGN VE®V TEAATGOV T Sutovpyia oyéoemv™
Mo peyddo ddotnuo M Eueacn SvoOTOV OTIS GLUVOAANYEG Kol GTNV SELPLVCT NG

TEAATEWKNG BAGNG (VEOL TELATES) EVD 1) OIKOSOUNGN 1GYLPDV, OLOKATPOUEVOV GYEGEDV
Le Tovg meAdteg mepvovoe oe dgvtepn poipa. H mpocéikvuon véwv melatodv (101K ot
ayopég e VYNAQ emimeda @PUOTNTOG KoL KOPEGHOD) givar pia oA axpiPr) exévdvon ue
ocvwnbwg mevypd amoteléopata. [TAéov avtd mov eivor onpoaviikd dev gival amid va
‘kepdioel’ KOvelG TOVG TEAATEG OTN PAGCT TNG ETOVOYOPAS, GAAL VO TOVG GLUVOOEVEL KOTA
OAN TN J1BPKELDL TNG OLYOPAS KOl XPNONG KO VO, YPTGIUOTOEL GUYKEKPIIEVEG TTPOGEYYIGELS
®OTE Vo TOVG ‘0écel pe TNV papko N etoupeion oe Pabog ypdvov, TPOSPEPOVTOG

GLYKEKPWEVEC AMAVTNGEL OTIG AVAYKES TOVC.

Ot oyéoelc e Toue TEMGTEC e Keodhato - CRM ™

O1 oyéoelg pe Toug TeAdTeC TAEOV avTIHETOTILOVTOL OG KEPAANLO
To oyeclokd kepdroo Oo mpémel vo amotedei SOUIKO KOUUATL TNG Agrovpyiog
€VOG 0pyavIGHOD. Xt Aoyikn ovt €xet avartoydei ko to Customer Relationship
Management (CRM):

“To abvolo TV ETLYEPNUOTIKDY UETPWV VIO T COGTHUATIKY EVapcn, avartoln, olatnpnon

Kol O01op0laln, N Kol oKoun Tty Ol0KOTH Kol THV ETOVEVOPLN TV OYEGEMV UE TOVG

meAdTeg- av owto ivar omopaitnro” (rauss & Seidel, 2005) .

2.5 IIpoidvra ko Ytnpeoisg

H dibpion avapeca oto mpoidovio Kot T VANPesieg yYivetal oAoéva Kot TEPLGGOTEPO
duoyeEPNS OTIC HEPEC HOC. ALTO O10TL OAO KOl TEPICCOTEPEG EMYEIPNOELS, OTNV
TPOOTADELSL TOVG VO IKOVOTTO TGOV TOVG TEAITES TOVG, TOVG TPOGPEPOVY OAOKAT POUEVEG
vinpeciec. 'Etor o1 meldteg dev ayopdlovv mAéov pudvo LAWKG ayobd aAAd Kot Tig

VINPEGIEG TOL TOL GLVOOEVLOLVV. [0 TAPASELY LA Y10 TV 0yOPd ALVTOKIVITOL EVOG TEAATNG

2B, Strauss& W. Seidel (2005): “ Complaint Management: The heart of CRM”, South Western Educational Publishing
2 Strauss & Seidel, o.7.

14



dev ayopalel HOVO TO OWTOKIVITO OAAG KOl TIG VANPEGIEG TOV GLVOIEVOVTOL TPV OAALL

Kot HeTd v aryopd tov (test drive, after sales service k.Am.).

AT TV GAAN HEPIE O1 EMYEIPNOELS TOV TALPEYOVY VN PEGIES, TPOGPEPOVY GTOVS TEAATEG
TOVG KOl VAWKG ayofd pe Tnv oyopd vanpecidv. o mopddetypo ot eToupeieg Kivntig
TNAEQ®VIOG, 01 0TO{EG TPOCPEPOLV dWPEAY KIVITO TNAEPMOVO GTOVG TEANTES TTOL KAVOLV
véa 6UVOEDT] UE TO OIKTLO TOVG. ATO TO TOPATAV® TPOKVITEL 1] AVAYKT| H10(M®PICUOV TOV

EVVOL0V TTPOTOV - LI PEGiaL.

H Yanpeoio amotehel 10 amotélecpo 1@V GUYKEKPIUEVOV TPAEE@V/ EVEPYELDV OTIG
omoieg mpoPaivel 0 TAPOYOG TG, TOV EMOOCE®V OV O TAPOYOG £xEL TpoPaivoviag e
aVTEG TIG TPAEEIS KOOMDG KOl TOV OMOTEAECUATOV OV AVTES Ol TPAEELS £XOVV Y10, TOV
nopaAnmTy/ ayopaoty g vanpeciog. (Codvapng, 2003). Ztnv ovcio TpdKeTOL Yo pio,
CEPA OmO EMYEPNUOTIKEG OPOCTNPLOTNTEG TOV EXOUV UN-VAIKA YOPAKTNPIOTIKE, OeV
HITOpOVV Vo, amofnKeLTovV, 08V UTOPOVV VU HETAPEPHOVV Kol OEV £YOVV OUOOLOPQO
yapokmpotikd™. Tétotov &idovg emyelpnpaticég dpaotpomtag eivar ov Tpamelec,

Tnlenwowmvieg, Acpdreleg, Exmaidevon K.

O Kotler (1997) opiletl v vimpeoio oc eENc:

«H vanpecio eivar onowdnmote Tpdén N anddoor Tov Eva GLUPAAALOUEVO PEPOG pmopel
VO TPOGQEPEL OE €vo, GAAO KOl OV €ivol OVLCLOOTIKG (VA0 Kol OEV KOTOANYEL OF
Woktnoio Kamoov tpdyuatos. H mapaywyn g vanpeciog gite umopei va cuvoeton gite

r r r s 1!
oYL UE EVOL PUGLKO TPOTOV»,

O Mathe kot Shapiro (1993) opilovv v vanpecio ¢ eENG:
«Y7npeoia givat OAEG 01 dpacTNPIOTNTESG TOL Lo EXLXEIPNON EPAPUOLEL TPOKEUEVOL VL
mapaoyel a&io otn xpnom Katd ™ ddpkeln Tov xpdvov, Kot 1 ool aéio petpiEtol amd

r ’ . I r r o ’ v 16
™V QVEAVOUEVT IKOVOTO N O TEAXTAV HE £Va VAKO oyafo 1 i 6e1pd TpoidvTmv» .

¥ Tovvapng Zmopog, “Mapretivyk Yanpeowdy”, Rossili, 2003

5 Philip Kotler, “ Kotler on Marketing”, 1997, Free Press

8 Mathe, H., and R. D. Shapiro. Integrating Service Srategy in the Manufacturing Company. London, New Y ork: Chapman & Hall,
1993
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Ta Bropmyavikd TpoidovTo Kot 01 VINPEGIEG EYOVV KATO10 KOWE YOpaKTNPIoTIKA. Mio amd

TIG PacikéS SpopEG TOVS Eivail OTL OL VIINPEGIEG ‘TAPAYOVTOL UTPOGTAE GTO LATLOL TOV

neAdtn’ o€ avtifeon pe ta Propnyavikd TpoidvTo Tov TOPAYOVTOL GE EPYOCTACLN. XTOV

TOPOKATO TIVOKa , 1] TOPASOGIOKT O1GKPIoN HETOED TNG KATAOKEVNG KOl TOV VITTPECIHV

ATOKAAVTTEL OPICUEVES TALPAOOGIAKES dlopopég (Stonebraker kot Leong, 1994).

Mivoxag I

vanpeotdv (Stonebraker & Leong,1994)

XopoxkTnproTikd TOov TEPIPALAOVTOS TOPOYOYNS TPOIOVTOV KO

X0opoKTNPLoTIKA IIpoidvrta Ynnpeoieg
D61 EYKUTACTAGEMY
Ap1Bu6s eyKatooTdoeEmV Atyeg IToAAég

XopohETnon eyKaTooTACE®Y

Kovtd og mopovg khetdid

Kovtd otov katovolmt

Dvon epyalopivav

Tomoc TpocoOVTV Teyvicd 2OUTEPLPOPAG
Do GUUPETOYNG TELATOV

dvown emagn Mucpn| Meydin
SVUUETOYN TEAUTOV XounAn Yyniq
®von mapadoong

DBaptdc Oyt [ToAd mbavd
YOG Not O
[Tepropiopdg topwv Mnyoviuota, epycieio Epyacia
Pvon TOV KEQIAAIOY

>100epd KOGTOG Yynio XopunAo
MetofAntd K66T0G XopnAo Yynio

Yty Pifroypagia, ovagépovTot TOAG YapaKTNPIOTIKA TV vanpectev (Parasuraman et

al., 1985). Ot meplocdtepeg Opme vnpesics &xovy 4 Pacikd yapoktnplotikd’’:

Ovvmnpeoieg eivar gite Atyo €ite TOAD GVAEG.

Ovvmnpeoieg eivar SpacTnpPOTNTES 1| GEPE OPACTNPLOTHTOV Kol Ol o Tpaén.

Ot vanpecieg, TOLAAYIGTOV UEXPIS EVOG ONUEIOV, TOPAYOVTOL KOl KOTOVOAMVOVTOL

TAVTOYPOVOL.

O KoToVOA®MTAG CLUUETEXEL, LEYPLG EVOG ONUEIOD, OTNV TOPOY YK d1dIKoGiaL.

T Parasuraman A., Zeithaml V., Berry L., (1994): “Reassessment of Expectations as a Comparison Standard in Measuring Service
Quiality: Implicationsfor further research”, Journd of Marketing, Vol 58
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O Maister (1997) ava@épel OTL Ol EMYEPNGEIG TOPOYNG VINPECIOV £YOVV GE YEVIKEG
YPOUUES TNV 1010 amootoAr|. 'Etol kK4be emyeipnon mopoyng vInpecidv TPENEL va. Eivail G
0401 Ve IKOVOTOLGEL TPELS 6TOYXOVCS:

1. A&woonueiont egummpétnon nehatdv

2. Ikavomoinon gpyalopévov

3. Emitevén owovopikmv 6toymv

2.6 CRM ko Ixavoroinon katavaroti®

Ye éva OpK®OG UeTABoAAOUEVO TTEPIPBAAAOV, OOV Ol OVAYKEG KOl Ol TPOGOOKIES TV
KOTOvoA®TOV oAAdlovv kot teivouv vo (NTovv TEAEW TPOIOVTO KOl VANPECIEG HE
VYNAOTEPEG TPOSIYPUPES, O EMYEPNCELS LAALOV 0OVVOTOVV VO TPOGPEPOVY QTN TNV
«tererdmTo» . H prlocogia g ikavomoinoig mehatdv otnpiletat:
oTNV  avoyvaplon TV Katavolotdv (Kot cLVETEI OGNV TPOGEKTIKY
Tunpatomoinomn g ayopdc),
otov KoBopiopud TOV avayK®V Kol TPOGOoKI®V TOvG (Tov avayk®dv Kot
TPOGOOKIMY TOL GLYKEKPLUEVOD KAOE pOPEL TUNHATOG 0yOPAS) KoL TELOG

ot péTpnomn Tov avtikyenv tovg (Stenberg, 1997).

H yvoon tov avayKkov Tov KoTovolotdv eivol toitepo GNUOVTIKG o@oV OmToTEAE
OTOYO0 TV EMYEIPNOEMV VO KOAOWOLV aLTEG TIG avdykeg. Me avtd Tov Tpdmo gival o
€OKOAN 1 EMIGTELOT TOV SAOKACIDOV YO TNV TOPOYN TGOV WBOVIKOV TPOTOVIOV Kot

VINPECLOV GTOVG KOTOVOAMTEG.

"Eva axcopo tpdfAnpa mov eaiveton vo avTieTonilovy ot entyelpnoels eaivetal 0Tt etvat

N advvapio Tovg Vo avoKoADWOLV GAAEG HEBOOOVG MOV KAVOLV TOLG KOTUVOAMTEG

®David H. Maister, R. Galford & Ch. Green:“The Trusted Advisor“, 1997, Free Press Publications, p. 98
 Wirtz J., Bateson J. (1999): “ Consumer Satisfaction with Services | ntegrating the Environment Perspective in Services Marketing
into the traditional Disconfirmation Paradigm”, Journal of Business Research, Volume 44, 55-66
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wavoromuévous. H emapn tov epyalopévav oty entyeipnomn Le Toug TEANTES UTopel v
Shoel omavtioelc o autd to TPOPANUA. Ot VIGAANAOL TGOS YpauUic, omd TV
EMOPT TTOL EYOVV WE TOVG TEAATEG TNG EMYEIPNONG UTOPOVV VO KATAAABOVVY TIG OVAYKES
TOVG Ko va T1G petafipdoovy oty doiknon g entyeipnong. Avti 1 ox£on VTOAAMA®Y
— mehoTdVv dlvel TNV aicOnom otovg meAdteg 6TL 1 emyeipnon vordleTon Yo TIG avaykeg

Kat T TpoPAfpatd Touc? (Chase & Garvin 1989).

"o tov kaBopiopd TOV avoyKOV TV Katavolotdv ol extysipnosig/tpaneles dwbétovy
apKETA epyoreio OTTmG o1 €pguveg ayopdc & marketing, ot mpocwmikég cuvevtedEelg
nedat®v Kabdg Kot ta cvotyuate CRM, 6nov a&omoidvtog ta dedopéva mov €xovv

OLAAEEEL, LITOPOVV VO, TPOGO0PIGOVV TIC OTOUTNGELS TNG OYOPAS KOL TV TEAATMV.

< CRM >
[Mpocwmucn ygon ue [Eémmpémcn HETO TNV

Ecoropicevon [Tehdn [Moinon

Awaypappa I1.: Tleproyég eotiaong tkavomoinong meidtn

Ixavomowmpuévog

Awaypappa II. Ovrapdyovres mov copufairlovy 6TNV IKAVOTOINGT TOVL TEAGT

TTny: www.marketingteacher.com, August 20", 2007

2 perter F. Drucker & David A. Garvin: “Knowledge Management”, Harvard Business Review, 1998
2 Chase, Richard B. and Garvin, David A. (1989), " The Service Factory", Harvard Business Review,Jul-Aug, 1989, Val. 67, No. 4,
61-69.
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2.7. CRM ko copmeprpopa KoTavorlmT

"Eva akOpa VOL0QEPOV EPEVVNTIKO TTESI0 OMACYOAEITOL LE TN OLEPEVVNOT TV GYECEMV
7oL vrdpyovv avdipeco 6to CRM kot oe peTaPfANTES TG GLUTEPLPOPAS TOV KOTAVAAWDTN
(wavomoinor, avTtiAn@ty TOWTNTO  VLANPECING, EUMIGTOGLVY, TIOTH, OlTHPNON,
oLYVOTNTA ETCKEYEDY KOL AYOPDV, TOAGELS, TPoDEcES cuumepipopds k). H eicaywyn
CRM mpoxtik®v dnpovpyet véa ded0UEVOL GTOV TPOTO UETPNONG TMV CYEGEDMV OVTMOV
PO TV Kotevbuvon depehiviiong Tov emdpacemv mov £xovv ot evépyeleg CRM ot

. ;22
CLUTEPLPOPA KOTOVOAWDTN ™.

10 TAic10, AOMOV, GYETIKAOV EUTEIPIKOV TOCOTIKOV EPEVVAV EMYEIPEITAL N e&0Y®YN
CLUTEPACUAT®V, OGOV aPopd otov Tpoémo Kot tov Pabud mov to CRM emnpedlet

eCopTNUEVES HETAPANTEG CLUUTEPLPOPAS KOTAVOAMT.

Evo, Aowmdv, vmapyer peyddn wwnukdémra yuoo (nmuata CRM 1660 otOV
EMYEPNUATIKO OGO KOl GTOV EPEVVNTIKO YDPO, TPETEL VO TOVIOTEL OTL £V TANPOPOPLOKO
cvomua, 6mmg 10 CRM, yoo voo Ae1tovpynoel omoTeAeGUOTIKA YPpedleTal TPOTIOTMG
ocwoty €opon kot enefepyacin TV Oedopévev. Movo TOTE M avtiotoymn €KpoM|
TANPoPop1®V o elvar pe T oGP TG YPNOUN VIO TOV OPYOVIGUO TTOV YPNGULOTOEL TO
eV AOY® TANPOPOPLOKO cOOTNHO. AnAadn, TOES €ivol Ol €1GPOEG TOV GUOTHUOTOG

amotelel OEpa Kpioyng onpaciog.

[épov tev yvootov epyoieiov kot pebBOO®V €10poNG oToyEiwV LIAPYXEL UEYOLO
TepmPo GYEO10GHOD, VAOTOINOoNG Kol aSlomoinong d1popwv GAA®Y TEYVOAOYIDV, Ol
onoieg Ba dtvouv T duVOTOTNTA GTNV EMYEIPNON VAL GLAAEYEL YPAGIHO Kol EI0TO U GO
dedopéva, pe afldmoto TPOTO Kol UE EAGYIOTO KOOTOG. XTN CLVEXEWN, UE TN YXPNOM
KotdAAnAwv epyareiov Emyepnuatikng Eveviag (Business Intelligence), ta dedouéva

0VTE UTOPOVV VO UETATPOTOVY GE TANpogopio kot yprown yvoon. H yvoon avty

2 Ap. Adap T1. Bpeyomoviog «HAgktpoviky dwyeipion oyéosov nelatdv (ECRM) - Iopolhoo kardotaon kot ovodudpeves TUGELS
otV eEMANVIKY ayopd», 2008, I. Zidépng, oeh. 68
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UITopel VO LETOPPOOTEL O OMOTEAECUOTIKEG EKPOEC UECH TNG YXPNONG KAVOTOU®V

TEYVOLOYIDV, EPOPUOYDV KOl GUGTNUATOV ETKOIVOVIOG IE TOVG TEAVTEG.

Enopévag, éva CRM Aoyiopikd pmopei cuvnbmg va kével mohd TepiocoTep TPAY UATOL
amd aVTA TOL TEAKA €ival oe BEom va kdvel M emyeipnon, M omoin KoAgital vo TO
ypnowomomoet. Ilapd tavta, 10 &vdWEEPOV TOAMGV €pguvntdv eoTdleTon O
JlEPELVNON KOWVOTOU®MV TPOT®V, WHE TOVG OMOIOLE OVTO TO TANPOPOPLOKO GUCTNUA
umopei v Tpo@odotn et pe exeiva ta dedopéva Tov Bo emttpéyovy oty emyeipnon va
alomomoel TANpoG TIC SvvatdtTég Tov. H ovveyng kou KoatdAAnAn pon g
TAnpoopiac eivar, cuvende, amapaitnTn TPoHTOOEST Yia Vo, PTopEGEL 1) EMLEIpTION VOl
EKHETOAAELTEL TAN PG TIS duvaTodTTEG TTOV TPpocPEPoLY T CRM cvotiuoata oAAd kot

Vo E160YAYEL KAVOTOHEG HeBAOVE ¥PIoNG TOVG.

2.8 CRM kot Katavolotikiy A@ocioon

O1 €180l GTNV 0POGIMOT TEAATHOV GLUPMOVOVY OTL £IVOIL OTKOVOLUK®MS 710 0T0O0TIKO Vo
dlTNPOvVTAL Ol VIAPYOVTIEC TEAdTEG amd TO va oamokt®vtal véol. Opmg Alyeg ot
EMYEPNOELS TOV €yovv BEcel o€ Aertovpyia Tpoypaupato dotpnong meratodv. Ommg
édeite pio mposeam £pevva’ tov CRMGUIU, mepiocdtepo and 10 70% tov nelatdv
vrootnpiler 611 M elAuic efumnpémon Tovg ovaykaoe vo oAAAEovv  eToupeiec-
GULVEPYATEC. TNV GAAN TAELPA, Ol SIEVOVVTEG TV EMYEIPNOE®Y AVTAOV Bempovv 6Tl 0

AOYOG Y10l TN S1OKOTY THS GLVEPYOGIOG TTOV OL TUUEG,.

Ye éva tomio 01eBvoig avTOy®VIGHOD, GTO OTTOI0 VAPYOLV TOALA TOPOUOLN. TPOIOVTA, O
TEPLOPICUOG TNG ATMAELNG TEAATMV KO 1] OIKOSOUNON 0pOGimong Umopel va omoderyovv

OTUOVTIKOG LOYADS OVATTTUENG I0LG ETTLYEIPNOMG.

2 Ap. Ada T1. Bpeyomoviog «HAgktpoviky dwyeipion oyéosmv nelatdv (ECRM) - Iopolhoo kardotaon kot ovodudpeves TUGELS
otV eEMANVIKY ayopd», 2008, I. Zidépng, oer125
2 Www.crm-guru.com
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, 25
Epevva

tov CRMGuru xotédeite 6tt oyedov to 80% twv KOpupaiwv OTEAE(DV
Be®poVV TNV 0Pocinon gite «eEAPETIKG ONUOVTIKI» 1TE «TTOAD onuovTikh». Opmg, to
40% divel TPoTEPAIOTNTO OTIG EMEVOVCELS Y10 OTOKTNOT VEOV TEAUTAOV, TOGOGTO TOAD

VYNAGTEPO 0o T0 22% 1OV JiVEL TPOTEPAOTNTO T J1OTHPTOT| TOV LILAPYOVTI®V.

H ag@ocioon tov telatov etvar kpioyn yio v enttvyio kaOe envyeipnong. Ta técoepa
BnaTo®® Yo TV adENoT TV TOGOGTOY APOGIMONC Kat TG SWTPNOTS TEAATMVY, TOV
BeATidvouy TNV amod0TIKOTNTO KO TNV KEPOOPOPIN TOV EXLXEPT|CE®V EIVOL GUVOTTIKA TOL
edng:

Mmneite ot 0éon TV TEAATOV Ko TPoomabnote vo KatoAdfete L odnyel otnv

TGN KO TL 6T QUYN

Avamtoéte pia oTpoTNyIK 0pOoGimong Tov £0TIALEL GTOVEC «KGMGTOVC» TEANTEG

[Tpocpépete GLOTNUATIKA ALTO TOL £XEL A&i0l Y100 TOVG TEAATEG GO

Epoppoote cvomiuoto pétpnong kot oviapolpng yw vo evBoappovete v

TEAATOKEVTPIKT GUUTEPLPOPE LECH GTNV ETYEIPNON.

AxoAlovBdviog To TOpamdve, 1 OpYAvVmON NG EmEipnong yivetar meEPLGGOTEPO
TEAATOKEVTPIKT, £Tol Omw¢ Oo émpeme dnAodn vo givar 1 Awyeipion Ilehotelokdv
Yyéoewv (CRM). H oyéon peta&d ™G a@ocioong TEAATOV Kot TG KEPSOPOPOG

avamTLENG EYEL amodeLyOEl 0O ETOUPEIEC TOV £XOVV ENEVOVGEL GE OVTO TOV TOUEN.

Apketéc gopég M extipmon tov Pabpod wavomoinong meAatmv dev amotedel a&lOMIGTO
Seiktn vl ™V omddoon N To eminedo mowdTTag TG eTonpeiac?’, Kvplog ot GLVORKEC
WGYLPOV OVTAYOVIGLOV OT®G oTtov Tpomelikd kAado mov e&etdletatl. 'Etol evd moAlol
opyavicpol €6TIGLOVY OTNV IKOVOTOWNOoN T®V KOTOVOAMT®MY TOVG, M EmTELEN Kot
JlTNPNON  KOTOVOAMTIKEG OPOGIMONG amotelel TOV OmOAVTO OTOXO EWOIKE Yo
eMEPNoEL mapoyng vanpecwwv. Ot miotol meAdteg ayopdlovv meplocdTepo, &ivol

dwatebeluévol va E0dEWouV TEPIOGATEPO, EIVOL EVKOAOTEPO VO TOVG TPOGEYYIGEL M

% www.crm-guru.com

%Yang Z., Peterson R. (2004): “Customer Perceived Value Satisfaction and Loyalty: The Role of Switching Costs’, Psychology &
Marketing Volume 21 No. 10, pp.799-822

7 Bresolles G. “ La Qualité de Service Electronique : NetQu@l. Proposition d'une Echdle de Mesure Appliquée aux Sites
Marchands et Effets Modérateurs’ , Recherche et Applications en Marketing, Vol. 21 No3, 2006, pp.19-45
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EMYEIPNON Kol GUUTEPIPEPOVTAL GaV EVOOLGLAGUEVOL GUVITYOpOL Yo TV emtyeipnon. H
wKavoroimon gival facikn mpovimodeon Yo TNV aPOGI®GT EVOE GLVOAOL TEAUTAOV, OAAL

dev amoteAel tkavr GLVONKT).

O 6pog «KATOVOAMTIKY CPOGIOON» TEPLYPAPEL TNV TACT TOL £(OVV Ol TMEAGTEG VO
EMAEYOLV 0. CUYKEKPIUEVN EMLYEIPNOT N TPOIOV EVOVTL GAADV Y10 L0l GUYKEKPIUEVT|

;2
vnpecio®®,

«H xotavodotiky aeocinon sival po Padid 6écpuevon enavayopdc evog TPOTIUNTEOL
TPO1OVTOg/ VI PEGING GLUVETMG 6T0 UEALOV, TAPE TIG EMOPACELS OO KOTAUGTAGELS Kol
npoondBeiec tov Mmarketing mov £€yovv g otOX0 THV OAAAYN TNG OYOPOOTIKNAG

GUUTEPIPOPGC TV TELaTdV.» (Oliver 1997, p.392)%

H wovonoinon katavolot kot 1 didbeon v emavayopd tov mpoidvtoc/ vinpeciog
ovoyetiCovtar Oetucd. Ot Reichheld & Sasser (1990) kon Reichheld (1996)* peiétnooy
mv aéilo vmapéng KoTtovohOTIKNG 0QOGIMoT|G 0O T TOPATOVO TOV TEAUTOV, OTO TNV
TPOPAEYN OAAOYNG KATAVOAWMTIKIG CUUTEPIPOPAS Kol OO TV TANPY KATAVONGOY| TOV
YTl 0l KOTOVOAMTEG GTPEPOVIOL GTOLG OVTUY®VIOTEG. Ol KOTOVOAWOTEG TOPAUEVOLV
motol Adym g a&log mov AapPdvovy and v enyeipnon. H dwuthpnon tov meldtn
amottel por cvveyn kot Lovtavny oxéon pe tov meddtn (Naumann, 1994, Heskett et al.,
1997).%

Ot Zeithaml et al. (1996)%, avopépovy 6Tt 1] TOWTNTO VINPESIHY KOL 1) IKOVOTOiNGT|
KOTOVOA®T] €T Pedlovy BETIKA TV CLUTEPIPOPA TOV KOTOVOA®TY. Ot TEAITEC TOV dEV
EYouv TPOPANUOTO OTIG TPOCPEPOUEVEG GE OLTOVG VINPEGIEG £YOLV TO. VYNAOTEPQ
enineda mototToc. [lapodra avtd, n TpdHect TOVS Vo TANPDCOVY TEPIGGOTEPO OEV Elval

OTUOVTIKA VYNAOTEPT GE GYEON UE TOLG TEAATEG TOV £XOVV TPOPANLOTO OTIC VNPETIEG

%ZYangZ., Peterson R. (2004): “Customer Perceived Value Satisfaction and Loyalty: The Role of Switching Costs’, Psychology &
Marketing Volume 21 No. 10, pp.799-822

# Oliver, R.L., 1997. A Behavioral Perspective on the Consumer. New Y ork: Mc Graw Hill | nternational Editions.

% Righy D.K., Reichheld F.F., Schefter P. (2002) “ Avoiding the four perils of CRM”, Harvard Business Review, 80, 2, pp 101-109.

* Heskett, James L., Jones, Thomas O., Loveman, Gary W., Sasser, W. Earl Jr. and Schlesinger, Leonard A. (1994), "Putting the
Service-Profit Chain to Work", Harvard Busness Review, Mar-Apr, 1994, Val. 72, No. 2, 164-174.

% 7eithaml, V.A., Parasuraman, A., Malhotra, A., 2002. Service Quality Delivery through Web Sites A Critical Review of Extant
Knowledge. Journd of the Academy of Marketing Science 30 (4), 362-375.
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oL OH®G AvvovTat KavoromTikd. 'Etot, ot etaipeieg mov emBoupovv vo BEATIOGOVV Tig
VINPEGIEG TOVG, €WIKA TV oamd To emBuuntd €nimedo, UTOPOVV Vo TO KAVOLV

vroloyilovtag Kot KAmolo KOGTOG.

O1 gtopeieg TOV GTOYEVOVV OTNV KOTAVOAWMTIKY 0POGI®MST TPOSAUPUOLOVV GUVEXDS TIG
TPOGPOPES TOVG TPOKEUEVOD VO KOADWYOLV TIG OAO KOl 10 EEEIOIKEVUEVEG AVAYKES TV
KOTOVOA®TAOV TOVG. Ta Tpoidvia Kol 01 VANPEGIEG TPOCPEPOVTOL GTOVS KUTOVOAMTEG GE
avTOy OVIOTIKEG TWEG. H exmAnpoon Tov anaitnoemy tov meAdtn umopel va eivar akpipn,
aALG aTEG o1 eTapeieg cuvBmE TpoaPrémovy oy aia (ong Tov meidtn (Anderson &
Mittal, 2000).*

ATO VIOKEWWEVIKNG OMOYEWC, TOTOTNTA elvat 1) emBvpia Y100 GUVEYLOT TG CLVEPYACIOG
pe tov mpounbevt. ATO TNV AWOYN TG GLUTEPLPOPAS TOV KATOVOA®T opileTor cov
EMOVOAOUPOVOLEVEG AYOPEC TTOV O TEAATNG TPy LOTOTOIET, ONAAON amd TIG POPES TOL O
Kotavolomg ayopalel o mpoidv/ vanpecion TG CLYKEKPUEVNG KATNYOPiOG TOOES

TPOTILAEL TV GUYKEKPILEVT EMYEIPTION Y10 VO KAAVWEL TNV OVAYKT] TOVL.

To mpoPAnuo Tov TPoKLITEL €ivot OTL N TPAOEGT] TOV KATOVAAMTY Y10 oyopd Umopel vo
UMV 0dNYNoEL TEMKE Gg ayopd v oKOU Kot o1 ETavolapuPavopeveg ayopéc dgv elvat

olyovpo 0Tt avtikatontpilovy Tpdheon Yo ayopd.

% Anderson, Eugene W. and Mittal, Vikas. (2000), “ Srengthening the Satisfaction- Profit Chain”, Journal of Service Research, Nov,
2000, Vol. 3, No. 2, 107-120.

23



Bipioypooio Ke@oraiov

=Zévn BiBMoypaoio

Phil Anderson, Geoff Healey & Malcolm Locke: “When Operational
Excellence meets customer Intimacy”, Criticad Eye Review, The Journal of
Europe’'s Centrefor Business L eaders, September — November 2005, pp:14-19
Deming, W. Edwards: The New Economics for Industry, Government, Education
(2nd ed.). MIT Press. 2000

Johnson, R., “The Realities of Servicing the Customer”, Supply House Times,
2007, 0. 112

Anderson, Eugene W. and Mittal Vikas, “ Strengthening the Satisfaction- Profit
Chain”, Journal of Service Research, Nov. 2000, Val. 3, No. 2, . 107-120.
Tom Peters, Nancy Austin: A Passion for Excellence, Random House, 1986
CRM M agazine, December 2008

B. Strauss & W. Seidd: Complaint Management: The heart of CRM, South
Western Educational Publishing, 2005

Philip Kotler, Kotler on Marketing, Free Press, 1997

Mathe, H., and R. D. Shapiro. Integrating Service Strategy in the
Manufacturing Company, Chapman & Hall, 1993

Parasuraman A., Zeithaml V., Berry L., “Reassessment of Expectations as a
Comparison Standard in Measuring Service Quality: Implicat ions for further
research”, Journal of Marketing, Vol 58. 1994

David H. Maiger, R. Galford & Ch. Green: The Trusted Advisor, Free Press
Publications, 1997. p. 98 — 105.

Wirtz J., Bateson J., “Consumer Satisfaction with Services. Integrating the
Environment Perspective in Services Marketing into the traditional
Disconfirmation Paradigm’, Journal of Business Research, Volume 44, 1999,
o. 55-66

Perter F. Drucker & David A. Garvin: Knowledge Management, Harvard
Business Review, 1998

Chase, Richard B. and Garvin, David A. "The Service Factory", Harvard
Business Review, Jul-Aug, 1989, Vol. 67, No. 4, 61-69.

Yang Z., Peterson R., “Customer Perceived Value Satisfaction and Loyalty: The
Role of Switching Costs’, Psychology & Marketing, Volume 21 No. 10, 2004,
pp.799-822,

Bressolles G. “ La Qualité de Service Electronique : NetQu@l. Proposition d'une
Echelle de Mesure Appliquée aux Stes Marchands et Effets Modérateurs’,
Recherche et Applicationsen Marketing, Vol. 21 No3, 2006, pp.19-45

Oliver, R.L., A Behavioral Perspective on the Consumer. Mc Graw Hill
International Editions.1997, p.392

24



Rigby D.K., Reichheld F.F., Schefter P. “Avoiding the four perils of CRM”",
Harvard Business Review, vol. 80, 2, 2002. pp 101-109.

Heskett James L., Jones Thomas O., Loveman Gary W., Sasser W. Earl Jr.
and Schlesinger Leonard A., “Putting the Service-Profit Chain to Work’,
Harvard Business Review, Mar-Apr, 1994, Vol. 72, No. 2, 6. 164-174
Zeithaml, V.A., Parasuraman, A., Malhotra, A. “ Service Quality Delivery
through Web Sites: A Critical Review of Extant Knowedge”. Journal of the
Academy of Marketing Science 30 (4), 2002. pp. 362-375.

EAAnvucn BiBMoy paoio

Elnviko Ivetitovrto eumpétnong mehatov (EIEID), Tevyog 2, NoéuBplog —
Aexéupprog 2007

“Executive Know-How Magazine’, Askéufpioc 2005, o. 30-32

Tovvapng Xadpog, Mapretvyk Yanpeownv, Rossili, 2003,

Ap. Adap I1. Bpgyomovhog Hickpoviky dioyeipion oyéoewv nelatwv (ECRM) -
Ilopodoa kordotaon Kol OVOODOUEVES TOOEIS TNV EAANVIKY ayopa, 1. Z1dépng,

2008, cel. 68, 125
Internet

http://www.crm2day.gr/library/documents/0011.pdf

http://www.euro2day.ar

http://www.customerservice.ar/index/articles

WWWw.Crm-guru.com

www.business-meeting.co.uk (Johnson M. & Gustafsson A, 2002)

www.marketingteacher.com, August 20", 2007

25


http://www.crm2day.gr/library/documents/0011.pdf
http://www.euro2day.gr
http://www.customerservice.gr/index/articles
http://www.crm-guru.com
http://www.business-meeting.co.uk
http://www.marketingteacher.com

KE®AAAIO 3
OEQPHTIKH ANAAYXH TOY CRM

3.1. Ewcayoy

To {ftpo tov oyécewv pHe TOLG TEAATEG, MOTE OEV MNTOV 7O CNUAVTIIKO Yo TIG
EMYEPNOELS OO TMOPO, TNV EXOYN TOV paydoimv eEeAiEemv Kot TG VENS €-01KOVO ui(xg34.
H emycipnon mov 0éler va vmepéyet, €xel avaykn omd €vo eEeMypévo cHoTNUO
Aoyiopkov Awygiptong Xyéoewv pe Ieddteg (CRM). To CRM egivar 1o Aoyiopikd mov
EMUTPETEL OTNV eMYElpNON va PpiokKel, va TPOGEAKVEL KOl VO GUVITPEL IKAVOTOU UEVOLG

KOl KEPOOPOPOVS TELATEG.

To Moywopukdé CRM omotedel tO TEYVOAOYIKO WHEGO Yoo TNV VAomOInom eviniog
TEAOTOKEVIPIKNG OTPATNYIKNG o’ OA0 TO. TUNMOTO Kol KovaAlo eSummpétnong g
emyeipnong. To CRM  amotelel o TeXVOAOYIKG TPONYUEVY  EQOPUOYN, TOV
OVTOUOTOTOLET KOl 0pYavdVEL TIG Agttovpyieg marketing, &vanpétong kot vrootpiéng
TEATOV, KOODS Kol TIC GLUVEPYIEC OVAIESH OTNV ETXEIPNON Kol TO HIKTVO GUVEPYUTAOV
™m¢. Emtpénetl oty enyeipnon va dtoutnpel oAokAnpopévn eikove Yo kébe meAdtn Kot
va Tov dloyepileTol e GUVETELN KO OMOTEAEGUATIKOTNTO OO OAO TO. oNUEin EmOPNG

pali tov.

Ta tehevtaio ypovie pe v avadelln tov Internet og éva Poacikd emiyelpnUatiKod
epyarelo, Ol EMYEPNOELS OVTETORILOVY U0 VEQ TPOYUATIKOTNTO 1 omolo EKppaleTan
amd TNV EVOTOUoTM NG ayopds, TNV ovAyKn Yo TEAUTOKEVIPIKY TPOGEYYIGT TOV

enyelpeiv kol v paydaio e&EMEn Tov e-marketing.

# Zevopdvrag Xaocdme : CUSTOMER RELATIONSHIP MANAGEMENT, Ot véec texvoloyisg TANpoQoptiig 6o TAEVPd Tov
emyelpNoewV yio. Bedtiotomoinon twv cyEcemv pe Toug TEAITES TOLG. WWW. plant-management.ar
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Mo vo aviipetonicovy KoaAVTEPO CLTH TN VEX TPOYHOTIKOTNTA, Ol ETOIPEIES £YOVV
apyiceEl VO TPOCMOTOTOWOVY TNV EMIKOWMVIOL TOLG HE TOVG TEAATEG OAAGL KOl v
TPOCOEPOVY  EQPAPUOYEG TOL  gvBappvVOLY TOV TeAdT] va avalntd HOVOS TOv
mAnpogopicg (e-services). Mia and Tig avadVOUEVES TAGELS OV SIEVKOADVOLV LTI TN

VEQ ETYEPNLOTIKY TparypoTikotnTo givor to Customer Relationship Management.

To CRM Loyiopukd enttpémet TNV TponyUEVT SLoEIPIoT TV GYEGE®V TG EMXEIPNONG UE
TOVg meAdTES TG, amd To Tppato marketing, ToAncemv Kol SUANPETNONG TEAATDV.
Avo PBoowoi otdéyor o CRM Aoyiopikod etvor agevog vo Tpoc@épel o€ KdaOe
epyalOuevo mov £pyeTal 6 OMOSATOTE EMAPN UE EVOV TEAGTY, pHio OAoKANpwTIKY, 360°
HOPAOV EIKOVOL TOV TEAATN KOl OA®V TOV ETOPMV KOl CUVOAANY®OV UE TO GUYKEKPIUEVO
TEAATY, AQETEPOVL VO EMTPEYEL GTOV £PYALOUEVO OWTO VO AEITOVPYNOEL OC LOVAIIKO
onueio e&umnpétnong tov TEAATN OO TV EMYEIPNOT), Y10 OTOONTOTE OVAYKT] TOV

. 35
eAdTN™.

[Mopadoociaxd, N emyeipnon eival KTIGUEVN OTN AOYIKN] TOV «Tl €ival KOAO Yoo TNV
emyeipnon». To onuepwvd emyeipnolokd mepPdAlov, amotel kol TV TPocOnkn g
AVTIANYNG TOL «Tl €ivol KOADTEPO Y1l TOVG TEAATEC». AVTO TOL €ivol KOAO Y10, TOLG
TEAATEG €fval KOAO Kol Yoo TNV EMYEIPNOT, EMEWN GLVOSEVETAL ATTO TO KTIGYO TIGTNG
neAaTelog Pe EMOVOAAUPOVOUEVES OYOPEG, UE MIKPOTEPO KOGTOG OGO M oxéomn meAdTN -

etapeiog e&glicoeTar aTo Ypovo.

Mo va yivelr n enyeipnon TEAATOKEVTIPIKT, TPEMEL VO, YEPUPDOGCEL TNV OTOCTAOT] UETAED
front office (rw\oegic, marketing, e&umnpétnon nehatdv) ko back office (Loyietipio,
amobnkec, VAKG K.AT.). [ tov meldtn, dev mpémel vo vrapyet front office ko back
office. Ilpénel va vdpyet povo éva, one office. Avtd givar eptd pe €vav Kot Hovo
Tpomo. Me 11 ovvdeon tov cvothiuotog CRM pe 1o ochotnuo evO0-EmEPTCLOKNG

opyavmong (ERP), mov e&uvmnpetei Mo 1o back-office. Tnv evomoinon olwv twv

% www . plant-maangement.ar

27


http://www.plant-maangement.gr

TUNUATOV TNG Emeipnong, OAwv tov epyalopévev, HEGH ADGEDV AOYICUIKOD TOV VO

elval evoouaTopEVEG HeTaED TOVG.

Svotiuara Front Office Zvotipara Back OD

Zrpomnyuai Iinpogopnon
1o Awygipion Marketing
& Sales

Avadoticd Zuotiatd

Avdypappa V. : To tpiyowvo tov CRM
IInyn: SAP Hellas

3.2. Opwopog CRM

O o6pog CRM (Customer Relationship Management) System 1 olumg Xdotnuo
Awyeipiong Tehatelokdv Zyécewv, £Tuxe EVPELNG avayvdPIoNG ot TEAT TNG deKaeTiog
oV ‘90. Ot 600 TapdAANAOL KOGHOL TNG £PEVLVOG KOl TOV EUTOPIOL GLVUVTIHONKAY Yo pio
aKOUN QOPA MOTE VO OVIOAAAEOLV OMOYELS KOl EUTEIPIEG TAV®D OE OVTO TO €100G
TANpogoplakol  cvothpotos. Omwe  avagépet kat o Groonroos® (1996), o
TANPOPOPLOKO GUOTNLLO TTOL S1oYEIPILETAL TIG TEANTEIOKES GYECELS EIVaL TOAD EAKVOTIKO,
KoODC OmoQEPEL ONUAVTIKO OQEAN TOGO OTIC EMYEIPNOCEL; OGO KOlU OTOV TEAIKO
KatavoA®t]. ‘Evag kotovolmtig mov &ival euyoplotnuévog omd  pio mopeOUEVN
vINpeGia 1 £va TPoidv eivar ToAD mhovo, av Oyl Glyovpo, va TPOTUNoEL Eava TV idwo

etapeion. Av 1 etoupeion KOTOPEPEL VO OVOKOAVWEL OAOVG TOVG ELYOPLOTNHEVOLS

% Groonroos, C. (1996), “Relationship marketing: strategic and tactical implications’, Management Decision, Vol 34 No. 3, May,
p.25.
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KOTOVOAWTES NG, Ppioketol 610 GmOOTO SPOUO Yoo VO ONUIOVPYNOEL LOKPOYPOVIEG
neratelnkég oyéoelg mov Ba ¢ eacporicovv eumopikn Prooudtnra, avamtuén,
avayvopIeIUOTNTO Kot KEPON. AVTH N TPOOTTIKY S1EVKOAVVETOL GE PEYAAO Pabud péca
amo €vo. CRM, €poGov 0 pHeEYAAOG OYKOG T®V GTOLEIDV OV TPOKLATOLV Ad OVTO
avaALBovV e KaTdAANAO Kol 0modoTIKd TpOTo. Me TN ¥pron TeEYVIKGOV OTm¢ 1] E0pLEN
dedopévov (data mining), umopel va TpaypatomomOel Aemtopepnc Ko EVOEAEYNG EAEYXOG
OTO GUVOAO TMV EKPOMV TOL TANPOPOPLIKOV GLOTHUHOTOS. To onoTEAéGUATO TMV
AVOADGE®V QVTAOV V0L HOGOVOG OTLOGTOG, POV UTOPOLV VO VTOSEIEOVV OALOYES O
TOV AETOLPYIKO HEXPL KOl TOV GTPATNYIKO GYESGUO TG EMyeipnong, 6tav ovtd Kpbel

avaykoio.

Mo va katoddfoovpe kaAvtepo tov 0po Tvotnuo Aayeipong IMehotov (CRM) Oa
TOPOOECOVLE KATOL0VG OO TOVG MO CNUAVTIKOVS 0pIoHoS TS d1ebvovg BipAtoypapiog
oV TPoomabovv vo. Tov TEPLYpdyovy. Ommg ypriyopa yivetan Katavontd, dev VIapyEL
évag andivtog optopog, kabmg 1o CRM avdloyo amd v ontikn yovio mov e&etdleton

pmopei va oprotel Kot avoldymg.

Toupova, owmdv, pe toue Galbreath kot Rogers® (1999), Zvotnuo Awgeipong Helotdv
glval T0 GUVOAO TV OPOCTNPIOTATOV TTOV TPUYUATOTOEL Lo EMYEPNON BOTE Va
avayvopicel, vo a&loAoyNnoel, Vo amoKTNOEL, VO avamTOEEl Kol TEAOG VO JloTproEL
TOTOOG Kol KEPOOPOPOVG TTPOG TNV EMYEIPNON TEAATES, LETAPEPOVTOS TO GMOOTO TPOIOV
0TO 0MOOTO TEAATN, LEGM TOV KOTAAANAOL KOVOAOD dlovo N, 6TO GOOTO XPOVO KOl LE TO
KatdAAnio k6otoc. To cwotd CRM, evompotdvel mOAGE, HOPKETIVYK, VINPEGIEC,
oLGTNHATA JaYEIPIONG Kol GYEdIOGUOD TV gTaptkmv mopav (ERP) kat g odvoidog
a&log g emyeipnong HEG® OVTOUATOTOMUEVAOV SLUSIKAGLOV, TEXVOALOYIKMY AVGEMV Kol
mmyov TAnpoeopnonc. 'Etot avédvetal 1 duvatdtnto g EMEIpNONG Vo EMIKOWVOVEL e
oV KGOe meldtn Eexmplotd Kol O1ELVKOAVVOVTOL Ol GYECELS TNG HE GAAEG EMLYEPNCELS,

TEAATEG, TPOUNOEVTES, EUTOPIKOVG GLVEPYATES KO VITOAAAOVG.

5 Galbreath J, and Rogers, T. (1999), “Customer relationship leadership: a leadership and motivation model for the twenty-first
century business’, The TQM Magazine, Vol 11 No. 3, pp.161-171.
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BAénovpe Aomodv nog amd v mhevpd tov Galbreath koaw Rogers, to CRM givan éva
cOOTNUO TIOV HE TNV EQOPHOYN TOL oty emyeipnon, Ba aAraéer pilikd tov TpdmO
AeTovpyiog Kot ETIKOVOVIOG TG e OAOL TO EUTAEKOUEVO, LE QT HEPT Ko KUPIMG TN
LEYIOTOTOM O TNG EMKOWVAOVIOG UE TOV TEAIKO KOTOVOAMTH T®V TPoidovimv tng. Oleg
aUTEG Ol OAAOYEG €YOLV GOV KUPLO OTOXO TNV OVOKAALYN Kol T onpovpyio

LLOKPOYPOVI®V CYEGEMV EUTIOTOGVUVNG LE TEAATEG TTOV OMOPEPOVY CNUAVTIKE KEPON TNV

emyeipnon.

t3 (2001), Zootpa Aayeiptong Mehatdv

Amo i devtepn ontikn ywvia, vt tov Swif
elval o €TOUPIKY TPOGEYYION-GTPOTNYIKI TOV GAV GTOXO £XEL VO KOTAVONGEL KOl VO
EMNPEACEL UEGH EMKOWVOVIOG TN GCULUTEPLPOPE  TOL KOTAVOAMTYN, PeEATIOVOVTOG
TOPOAANAL. TIG TEYVIKEC HE TIC Omoieg mpooeyyilel TOLG VIOYNPOVG TMEAATEC, OTN
GULVEYELN TOVG KAVEL SIKOVG TNG TEAATEG, ONUIOVPYEL GE AVTOVG aicHnua TioTG TPOG TNV
eTOPEIDL Kol TEMKGA TOVG HETOTPEMEL GE TPOGOSOPOPOVS TEAATEG Yoo TNV 0w TNV

etoupeio.

To onpueio oto omoio eotialel o Swift, sivor  emkowvovio Tov &gl n etatpeion pe TOVG
VIOYNPIOVG TELATEG TNG, MOTE VoL EMNPEACEL T GLUTEPLPOPE TOVG KOl VO TOLG KAVEL
TEAIKO TIOTOVG KOl TPOGOOOPOPOLS TPOG avTHV. Agv Tov omocyorel kabdoiov 1
O IKAGI0. EVOOUATOONG TOV GLOTHUATOG od TNV €TALPEIR, OVTE Kol Ol OAAQYEC TTOV

emEPYOVTAL ad TN AEITOVPYIC TOV GUOTHHATOG.

"Evag 1pitog op1opog mov £oTidleEl TEPIGGOTEPO GTIC TNYEG TANPOPOPNONG TOV 1 ETOLPELN
Stb€Tel Kat otV avaAvon Tov 6edopEVEVY Tov AapPdvel amd TV ayopd etvat 0vTtodg TOV
Hamilton® (2001). Zoppeva pe tov Hamilton Aowdv, Tvotnuo Awyeipong Helotdv
elvar 1 owdwkocio amodnKevong Kot ovaAlvong TEPUOTIOV OYKOL OESOUEV®OV, TOV

TPOEPYOVTUL OO TNAEPOVIKEG TOANGELS, OO KEVTPO EELINPETNONG TEAATMV KOl OO T1G

* Qwift, R.S. (2001), Accelerating Customer Re ationships: Using CRM and Relationship Technologies, Prentice-Hall, Englewood
Cliffs, NJ.
% Hamilton, D.P. (2001), “Making sense of it dl”, The AsaWal Street Journal, 21 May, p. T4

30



ocuvnOwouéveg TOANCES, YeYovota oamd To omoio. pmopovv va e&ayBoldv  ypnoiua
CLUUTEPACUOTA YlO. TNV KOTOVOA®TIK ovumepipopd. To CRM diver emiong 1
duvatdtnTa otV gToupeia vor dtoryelpileTot d1opoPETIKOVG TEAATES e SOPOPETIKO TPOTO.
Mo mapddetypo, n etoipeion pmopel vo TaPEYEL IO OPYEG VINPEGIEC GE TEAATEG TOL OEV
£00EVOVY TOALG YPIUOTO 1] VO XPEDVEL TEPICCOTEPA YPNLOTO GE TEAGTEG TOV OTALTOVV

aKp1POTEPES VINPEGIEG KO KOADTEPN HETAYEIPIOT OO TO GLVNOIGUEVN.

Av d10fdoel KAmo10g TPOGEKTIKA TOVG 0V0 TEAEVTOIOVS OPIoHOVE Bl S10MICTMGEL MG
potdlovv petald tovg. Ilpdyuatt kot ot dV0 OVAEEPOVTINL GTN CLUTEPLPOPE TOV
KOTOVOA®T TOV 1) KOTOVON O TS €lvat £vag 0md TOuG KOPLOVG GTOYOVG LOG ETALPETNG,
KaBdg amotehel moAvTYUN TANpoPopic. H dwpopd Tmv 600 opiopmy, eivat TG avtdg Tov
Hamilton cuvdéetatl mepiocdtepo pe v aviivon Sedouévev Kot e TO GUUTEPAGLOTOL
OV UToPovV va eEayBovv yio TN GLUTEPLPOPE TV TEANTMOV. ATO TNV GAAN TAELPE, O
Swift avaivel Tov TpdTO OV UTOPEL VO ETNPEACTEL 1] GLUTEPIPOPAE TOV KOTAVOAMTY|,
HEGM TNG EMIKOWVOVIOG ETALPEING-TIEAATN TOV TO. TEAELTOLN YPOVIK KLPIG AOY® KO TOL

naykdouiov dwdiktoov (Internet), avEdavertat pe odpatddelg puOpove.

Onwg avaeéptnke kol mTponyovpéEvmg, amd TNy avackomnon g Pipioypagiog
TPOKVTTEL OTL VIAPYEL TOIKIALD OPICUDV Y10 TNV OloXEIPIOT TEAUTEWK®Y oYEcewV. Evag
AOY0G oV Bol UTOPOVGE VOL OIKOLOAOYNGEL QLTI TNV TOKIAOLOPQI0 T®V OPICUAV Elval M
SPOPETIKOTNTA TTOL UTOPEL VO TPOGPEPEL GE KAOE eTaupeior 1 VIOOBETNON €VOG TETO10V
GLOTHHOTOG, OVATTLENG Kol Olayeiplong Tov oxécemv pe tovg meldtes. Tlapaxdrm

TOPOOETOVLE KATO10VG KOO OPLGHOVG:

"Evag and toug mo amlovg opiopovs mov pmopet va dobel yio to CRM cdupmva pe toug
Zikmund et al.*° (2003) givat: «To CRM eivot pa dtodkacio, 6tdy0c ¢ omoiag eivat 1
GLAAOYN TANPOPOPLDOV OV PonBovV GTO SOIKNTIKO TPOCOTIKO HIOG ETAPEING GTO vV
Sl EPIOTEL PE TOV KOADTEPO SVVOTO TPOTO TIG GYECELS TNG HE TOVG TEAATEG TG». Ot
Kaakota & Robinson (2001)" avagépovv 611 10 «CRM eivan o ohokAnpopévn

dadkaoio TdAnong, marketing, kot otpotnykng vINPecIOV TOL £APTATOL 0O EVPEING

“ Zigmund et al. (2003). * CRM: Integrating Marketing Strategy and 1T, Willey
“ Kdakota, R. & Robinson, M. (2001) e-Business 2.0: Roadmap for Success (Pearson Education Corporate Sales Division).
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KAMUOKOG GUVTOVIGUEVEG EVEPYEIEG OO W10 EMYEIPNON YL TNV TPOGEAKLOT Kol

TN PNON TEAUTAOV.

Enumpoécobeta o Tiwana (2001) avagéper 6t1 t0 ‘CRM  givan €évag ouvovacpodg
EMYEIPNOOKDOV SOOIKACIOV Kot TEYVOAOYiog mov viobetel pio emyeipnon Kol mov
EMOUDKEL VO ATOKMOIIKOTOUOEL TNV CLUTEPIPOPH TOV TEAUTOV TNG TPOKEIUEVOL VL
JPOPOTONOEL TAL TTPOIOVIO KOl TIG VANPECIEG TNG TPOGPAEMOVIOG OTNV OmOKTNON

. . 42
avVTay WV1IoTIKOV TE}\.SOVSK‘CT] Hatoc. '

To CRM ypnowonotei t1g Teyvoroyieg [TAnpopopikng kot ETikotvavidv tpokeipévoo vo
EVOOUOTOGCEL TPOKTIKEG Marketing, TOANGE®V KoL VANPEGIOV KOl VO, TTOLPEYEL VTN PEGIES
TPOGUPUOCHUEVEG OTIG OVAYKEG TOL EKACTOTE MEAGTN UE OTOYO TNV EVOLVOUMOT TNG

KOTOVOA®TIKNAG TOL LQOGIMOTG KoL TNV avENon ToL KEPSOLG.

"Eva mehotokevipucod cOotnuo dtoyeipiong omoteleitat amd 600 Pacucd Tunpoto.
Avéivon otoyeiov TeEAAT®OV

[Tpotewvoueves TPAKTIKES SLOOIKAGIES

[To ovykekpuéva 1o CRM amotedlei Tnv oTpatnyky] ovamTuéENG TG EMXEIPNONG, | OTToia
KAVOVTOG ¥pnom TV Bacemv dedoUEVOV oV S100ETEL KOt TNG TEYVOLOYING, OOLUOPPDVEL
H0L EUTEPIOTATMOUEVT] GO Y10L TOVG TEAATEG TNG e oTOYO OAEG Ol akoAovBoVUEVES
EMYEPNOIOKES Olad1Kaoieg Vo BEATIOVOVV TIG OYECELG TNG TPATELOG LE TOVS TEAATEG TNG.
Me diha Aoy to CRM, 6mmg mpokvmTel and TOLG TOPOUTAVE OPICHOVE, £ivol €val
oOUVOLO OlOOIKACIOV 7OV £XOVV OYESINOTEL HE OKOTO TNV GLAAOYN KOl OVAALON
mnpopopidv mov Ponbodv o emyegipnon oty dopdpemon Kot agloldynon
EVOALOKTIKOV GTPATNYIK®V oYedimv. Zkomdc tov CRM givat va Bedtidoet T vanpeoieg
OV TPOGEPEPEL [0 EMYEIPNON OTOVG TMEANTEC TNG, VO EVIGYVOEL TNV KOVOTOINom
TEAOTMOV Kol Vo, GUUPAALEL GTN ONpuovpyio - STHPNOT TOV HOKPOXPOVIDV CYECEMV.

"Eva. CRM cbvotnua anotelel Tov KOUBO GUALOYNG TANPOPOPI®OV TOV GYETILOVTOL LE TOVG

“2Tiwana, A. (2001) The Essential Guide to Knowledge Management: E-Business and CRM Applications (Prentice Hall PTR).
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meAdTEG oG TPAmelg, TO YOPUKTNPIOTIKA TOVG, TIC TOANGCELS TOV TPOIOVI®V Kol
VINPECLOV NG, TN CLUTEPIPOPH TOV TEAUTAOV GTO VEQ TPOTOVTA, TNV OVTATOKPIOY] TOVG

OTIG VEEG VTN PEGIEC KOl TOV TPOTO LE TOV 0moi0 Kveito 1 ayopd.

Ewwa éva tpanelicd CRM cvotnpo o mpémel vo pmopei va divel TAnpoopieg yio Tig
TPocpepOEVEG VINpecieg ™G Tpamelog amd T0 TMAEPOVIKO KEVTPO KaBMG Kot va divet
OVOALTIKY] OvOQOpPO GE Oyéon UE TIC KIWNGOELG €VOG TEAATH, QUGIKOD 1 VOUIKOV

TPOCOTOV, OKPPAOS HETE TNV OLOKAP®GCT] TMV GUVOAALYDV.

To CRM, 6nog avoaeépnke Kot Topamdve, ivol [io ETYEPNUATIKY OTPOTNYIKY, TOV
OoTOXEVEL OTNV  avéNon 1TNG IKAVOTOINoNG TOV TEAUTOV KOl €V OCULVEXElD OTN
LeYloTOTOMOoN TOV £600mV Kot TV kepdmv. Ot teyvoroyieg mov vmootnpilovv v
«prvocopio» CRM cuykevipmvouv kot amonkevovy dedopéva Y10, TOVG TEAATEG, TOVG

TPOUNOEVTES, TOVG GUVEPYATEG KO TIC ECOTEPIKES OLUSIKAGIES LG ETLYEIPNOTG.

To CRM 71 oAdg AZIT - Awyeipion Zyéong Iehatov, gival éva cdotnua d10iknong
TOV EMTPENEL GTOV OPYAVICUO VO EVTOTIGEL, VO TPOGEAKVGOEL KOl VO aENGEL TOV 0p1Oud
TOV <OUPOCIOUEVOV» KOl ETIKEPOIDY TELATOV TOL, KAvovtog opbn dwyeipion tov

nelatelk®y oyéoswv (Bradshaw kou Brash, 2001).%

To CRM eriong €xetl oprotel wg 1 dnpiovpyio Kot 1 S10yelpIon TOV TEAUTELNKDV CYECEDV
a0 TOLG OPYOAVIGHOVS, UEGO OO TNV KOTOVONGCT, TNV EKTIUNON Kol T Olyeipion Tov
AVOYK®OV TOV TEANTOV pHE Pdon T yvodon mov €xel amoktndel yio avtovg, ™ot va
avENBoHV 1 ATOOOTIKOTHTO KOl 1] IKOVOTITO TOV OPYOVIGHOV Kol KOTO GUVETELD TOL KEPOT

tov (du Plessis ko Boon, 2004). *

Onwg éxet avapepbei otn d1e6vn Piproypaeio. to CRM/AXIT amotedet pia entyeipnolokn
OTPATNYIKT] TTOV 0POPA OAOKANPO TOV OpyavIGHO. Zopemva pe v etoupeion Gartner to

CRM pmopel va xobopiobei ¢ o0 ETYEPNOIOKT] OTPOTNYIK] TOL  EMPEPEL

“ Bradshaw, D., Brash C. (2001), Managing customer relationships in the e-business world: how to personaise computer
relationships for increased profitability, International Journal of Retail & Distribution M anagement, 29, 12, pp 520-530.

“ duPlessis M., Boon J. A. (2004), Knowledge management in eBusiness and customer relationship management: South African case
study findings, International Journa of | nformation Management, V olume 24, Issue 1, pp 73-86.
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amoteléopata  OMMG:.  PeATioTonoinon NG Kepoogopiag, TV €000V Kol NG
KOVOTTOoNGg TOL MEAATN HECH TNG KOADTEPNG OPYAvV@OONG, TNG TUNUOTOTOINONG TOV
TEAATMV, TNG VI0OETNONG GTAGEMV KOl GUUTEPLPOPDY TOL TKOVOTOOVV TOVG TEAGTES Kol
TENOG TNV £QAPLOYT TEAATOKEVTPIKGOY Stadikacidv (Thompson kat Moscardini, 2002).*

Youpova pe tovg Strauss et d. (2003, oerido 408), to CRM amotelei [0, «OMOTIKY
JdIKaciol TPOGEYYIoNG, OmMOKINONG, OTpnong Kot avartuéng medotov». To CRM
EMOUEVMG OEV €ival omAd €val TOKETO EPAPUOYDOV N VOl AOYIGHIKO OAAG 1| GLAoGOoQia, O
TPOTOC OV AEOVPYEl po EMEipnon ®ote va KTIlEL HAKPOYPOVIEG CYECEIS LE TOVG

TeAGTeg TG

To CRM gppaviotnke otv EAAGSa Yoo mpdTn @opd mtptv and 9 -10 ypdvia. Ta npodta
GLOTIHUOTO NTAV GYESAGUEVA VO VTOGTNPIEOVV €var LOVO TN TG emyeipnonc. Onwmg,
KOTd T0 0e0TEPO 6TAd0 €EEMENC, avarTuyOnkav To olokAnpopéveg Avcelg (Kpntiko
kot Payovtng, 2003). Apyotepa 1 élevon tov Internet dAlaée dpaoTikd TV KOTAoTOOT
dedopévov 6t To Internet mpocseépetal Yo v eveoudtwon tov CRM, epdcov BéPaia
VITAapPYEL N amapaitnTn vrodoun og pa entyeipnon. Etot to CRM éywe electronic-CRM 7

e-CRM «at mAéov 0 dpoc &-CRM tavtiotnke pe 1o CRM (e-Emyepeiv 2004).4 %

NMuepa n maykoéopo ayopd tov CRM mapovcidlel cuveydg avodikég tdoeis. 'Epevva
7oV TTpaypatorombnke omd v etarpeio. cupPodriwv Forrester Research €deiée 6t1 ta
¢6000. amd 1o CRM avénbnkav oe $73.8 dicekatopupvpia to 2007. H etiota avénon g
ayopdg v ™ Prounyovio CRM mpopiéneton va eivor 10-15% kot ovtd ogeidetarl otnv
éviadn peyblov etoupidv oty ayopd 6mec 1 Microsoft (Kovtowovpric, 2003) .

TOUQOVE pE £pEVVO

nov &ywve to 2001, mpoPAénetarl tayvtotn avamtuén tov CRM
omv EALGSa. To 58% twv oteleydv emyelpnoewv ovépepav OTL Be®@povV TOAD

OMUOVTIKO Yo TV €myeipnon Tovg va gykotactnoet ovotnuae CRM. Oupwmg to 10600t

“ Thompson E., Moscardini N. (2002), Gartner's CRM Vison: A Roadmap for Customer- Centric Transformation, The Eight
Building Blocks of CRM", Gartner, April 2002.

“© Strauss J., El-Ansary A. Frogt R. (2003), E-Marketing, Prendice Hall Editions, 2003.

T Kpnuikod K., Payottng ©. (2003), Customer Relationship Management-CRM, ATA®UATIKY £pYACio. GE LETOMTUYLAKO TPOYPOLLLC
omovd®dv ota ITAnpogoprakd Tvotypare, Owkovopkd Mavemotiuo Adnvov.

“8 e-Emyeipeiv (2004), To Internet kot ot epappoyés Tov 610 CRM, mpdopaon 3 Oktwppiov.

4 Kovotiovprig B. (2003), Customer Relationship Management, AmA® otk £pyacio 6& PETOMTUYIOKO TPOYPULIL CTOVSOV 6T
ITAnpogoprokd Zvotpatae, Oucovoprkd Iovemotio Abnvov.

% CRM2day (2001), H mpdtn épsova oty EALGda yio to CRM: Mia véa aryopd yevvigtan yio Tig EANAVIKEG EMIYEIpHOELS.
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tov EMnvikev enyeipnoewv mov dbetav kamow epappoy] CRM ftav poig 21%

(CRM2day, 2001)>".

Téhog, n kpion mov mepmABe T0 XPNUOTOOIKOVOUIKO GHOTNHA KOTA TO TEAEVTAio £TOC,
Kaver akoun mo emtoktiky v viobétmon CRM cvommudtov ond to Tparelkd

[5pduara.

3.3 Ztoyot [IehatokevTpikoy ZvoTipatog Alaysipiong

H wavomoinon twv avoykdv tov TeAatdv amoterel Pacikd otdyo ovamtuéng kot
Aerrovpyiag pag tpdmelag. ‘Eva amoteheopatikdé CRM cvotnuo eival o tpomog pe tov
omoio pa Tpdmela £xel ™ dvvatdTTa Vo avTILaUPAvETOL Kot v aloAoyel TV yvoun
TOV TEAATOV TNG. To KEVTpo ™G emyeipnong eivar 0 TEAATNG Kol QVTO OMUOIVEL OTL |
tpanelo mpémel va gival oe B€om va dgl Kl VoL KOTOVONGEL TOV TPOTO Tov PAEmEL O
TeEAATNG TNV TPamela Kol TO TG KPIVEL TO TPOGPEPOUEVA TPOIOVTO KoL vnpecies. Me
aVTO TOV TPOTO 01 TEAATEG TAPOUUEVOVV TKOVOTTOUUEVOL KOl QVEAVETOL 1) TIGTOTNTO TOVG

TNV GVYKeKPIEVN Tpamelo.

H enitevén tov otoymv Tov CRM Sev givon i gvkoln dtodkacio. O McKenna (1993) >
avagépel OtL xpeldleTor Eva OAOKANP®UEVO GYE0 Tov va AdpPdvel voyn OAeg Tig
aVAYKEG KOl TIC YVOUES TMV TEAATMV, TN YXPOVIKN OBPKEW TNG OYECNG TOL HE TNV

Tpamelo Kol TIG CUVOAAAYEG [IE VT V.

Svunepacpotikd o otoyog tov CRM givat ) ikovomroinomn tov Katavoloth Kot 1 ovénon

NG TOTOTNTOC.

H ¢ihocopia wicw amd 10 CRM dev givar kavovpia: vanpye e0d Kot TOALL ypovio OTav

«t0 poyoaldKt g YETOVIAG» KOAMEPYOVGE MPOCHOTIKEG OYECELS UE TOV KAOe mEAGTN

* Adoxog A. (2002), Customer Rdationship Management, Inueidoec yo © pddnpa CRM, EdXnviy Etopsio Awoiknong
Enyeipnoeov (EEAE).
2 McKenna R. (1993), ‘Relationship Marketing: Successful Strategies for the age of the customer.’, Addison- Wed ey, Boston
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Eexmp1otd, Yvople OAES TIG TPOTIUNGEL TOV, Kol TOV EEVMNPETOVGE LE TOTN, TaXHTNTO
Kot a&omotio. Zuepa, N erhocoio tov CRM kot tov eCRM mapopével ota koplo
onueio M O gvioyvon Tov EMMEGOL KAVOTOINGNG TOL TEAATN UEGH TNG GLVEYOLG
BeAtiwong TG TOOTNTAG TOV TPOGPEPOUEVMV TPOTOVIMV KO VN PEGIDV, KO YEVIKOTEPQ
™G T™MPNONG OA®MV TOV EMAYYEAUATIKOV LTOCGYEGEMV TOL TOL £xovv dobel. Ot KHplot
otoyol Tov CRM Ba pumopovoav vo cuvoyiotovv g eEng: (N Alota dev e&avtiel Tovg
otoyovc T0v CRM, motdco kabiotd caen v kvpo Evvotla tov CRM):

[T png kot e BAOOG KaTAVON G TOV OVAYKOV KoL TOV ETHVULOV TOV TEAUTOV

Evpeon tpoémov vo mewoTeEl 0 MEAATNG VO «EUTAOKEDGE SPUCTNPOTNTEG TTOV

AmOPEPOLY KEPDOG OTNV ENYEIpNON

[Tpocédkvon VE®V TEAAT®V HECH TNG TPOCOTOTOIoNG KOl TG TPOGUPHOYNS TOV

TPOGPEPOLEVOV VINPECLDY OTIG OVAYKES TOV EKAGTOTE TEAATN

BeAtioon tov T0606TO0 S10THPNONG TEAUTOV HECH TNG OUPIOPOUNG ETKOVAOVIOLG

Ko TG avEnuévng avapuéng tov meddt (customer involvement) pe tnv etaipeio.

Me Baon Toug GUYKEKPILEVOVS ALTOVG GTOYOVG, O EMLEIPNCELS TPEMEL VO, VIOOETNGOLV TIG
KOTOAANAeS AOOELS e OKOTO TNV aENGT TOU TOGOGTOV Ol0THPN OGS TMV TEAUTOV TOVG
OmM®G emiong Kot TNV TPoGEAKLOT VE®mV. Mo etaipeio dSHVATAL VO OTOKTNOEL LOKPOYPOVIO
AVTOYOVIOTIKO TAEOVEKTN O, LOVO €4V givatl o BEom va yvopilel otoryeia mov oyetifovran
He Tovg mEAdTEG TNG TO. OmOoilo. O OLOETEL O OVTOY®VIGHOG, Kot Ppiokel TPOTOLG va.
dtayéeTon M TANPOPOPio. 6€ OAOVG TOLG VITOAANAOLS Kol CLVEPYATEG MOTE VO BEATIDVETOL
ONUOVTIKA 1| ANy amopdce®mv. Avtd onuoivel 0Tt OAol ot opyavicuol, aveoptnTmg
peyébovg, oe yperdleTor pHovo va S100€ToVV PEYAAES TOGOTNTEG TANPOPOPNONG Yo TIG
avaykeg KaOe PEPOVOUEVOL TEAATY OALG TTPEMEL TpWTIoT®S Vo enelepydloviatl avtn TV
TANPOPOPioL Yol VO SIUOPODVOLY KOTOAAANAG, TO. TPOIOVTO KOL TIG VLANPEGIEG TOL

TPOGPEPOVV GTOVG TEAATES TOVG.
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Avdypappoe V. Merhovtikoi otéyor CRM
IInyn: IDC’'s European Software End-User Survey, 2001

3.4 Avaiven Tov Tprav Aégewmv Tov akpovopiov CRM

XPNOHOTOIDVTOG OPKETH TEPLEKTIKOVG OPIoHOVG YOpw and tov 6po CRM katavoncope o
EVOL TPMTO EMIMEDO WG £VOL TANPOPOPLOKO GVGTNILA SOYEIPIONG TEAATMV Eival amapaitnTo
TAEOV Y10. Lol ETOPELD TOV BEAEL VO ETVOIL AVTOYOVIGTIKT], EVEMKTT GE OOUES KO OO PACELG
Kot B€AeL vo SpaoTnplomolEital 6€ TAYKOGUIO0 OALG Kol o€ €Bvikd mAéov eminedo. Méoa
Ao TNV TOAV-TPICUATIKY 0VAALGOT) TOL TPOnYNOnKe, eidape Twog yio va propécel to CRM
va gival AEITOVPYIKO Kol AmOTEAECUOTIKO, O Tpémel va evompatmbel omd T0 6GOVOAO TV
TUNUATOV TNG ETOUPEING, MOTE 1) YVAOON OV TPOKLATEL and aVAALGN TOL OYKOV TV
dedOUEVDV VAL oy EETOL GUEST KOl TUTOTOMUEVE GTO GLVOLO TG etatpeiag. 'Etol ola ta
Tunpoto TG etapeiog Oo elvorl dueco yvodoteg TV TAGE®V TNG 0yopag Kot TG
CLUTEPIPOPAS TOV TEAATMV, INUIOVPYDVTOG OVTOYMOVIGTIKA TAEOVEKTHLOTO YVAOOCNG TOL

WITOPOVV VO 00Ny GOVV GE ONUAVTIKEG KOl TPOGOS0POPES AMOPAGELS Y10, TNV ETOPELQL.

Mo va Kotavoncovpe aKOUN TEPIGGOTEPO TOV OPO TOV TOGO OMOTOMO EIGEPUAE GTOV

EUTOPIKO KOGUO, KPIVETOL OKOTIHO GE OVTO TO onueio va dympicovpe T1g AEEES OV
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anaptifovv tov 6po CRM (Customer Relationship Management) kot va avolvcovpe Eva

TPOG £VOL TOL KOUUATLO TTOV GLUVOETOVY TO TTACA TOV TANPOPOPLIKOD GUGTHOTOG.

H npotm Aé€n (Customer) tov 6pov CRM avagépetat otovg mehdteg. Eivatl svvomto mwg
amoTeLel Kot TN YEVEGIOLPYO aiticl TOL Opov. Xwpig TEAATEG TO TANPOPOPLOKO GOGTN O
dwxeipiong «melatdv», o€ Ba eixe Aoyo Kot okomd vmapéng. Ot meAdTeg Giyovpa TPEMEL VoL
AopBAavovTol VITOYN Kot Vo LEAETMVTOL TO, YOPUKTNPLOTIKG TOVS (MAKIOKE, dNHoYpaQiKd,
nepforlovtikd K.o.). Emedn opog o epumopikdc kOGHog, ival £va duvapkd mepiBoilov
ov e€eMaooeTot Kot oAAACEL HEpa e TN HEPQ, AVTO TTOV OgV £xel Yivel KaTovoNnTd KO
07t0 TO GUVOAO TMV ENYEPNCEDV EIVOL TOG O TEAATNG ATTOKTA OLO KOl TEPLGGOTEPT SVVOLN
oTO YEPLOL TOL, KLPIWG HECH TNG AUECTC EMKOWVAOVING TOU UTOPEL VO EXEL LE EKOTOUUDPLOL
OLO10VG TOVG avA TOV KOGHO, 0TS Yo Tapadetypo pécw tov Internet. ‘Etot, o meldng d¢
Oo Tpémel va avTipeToniletal TALoV Gov Eva TaNTIKO KOUUATL, TOV ATAG KOTATACGETAL GE
popec Kotnyopieg pe Pdon o TEYVIKE YopuKTNPIoTIKE Tov Tov dtEmovv. Ot etaipeieg
oL 6T0 PEALOV O Ba VTIUETOTIGOVV TOV TEAATN GOV £VOL EVEPYO HELOG TNG TTOPOY WYIKNG
ToVg ddKaciog, Bo pmaivouy GToV avTayOVICUO HE €VO UEOVEKTNUO. XTO HEAAOV O
TeEAATNG, HE PAom TG TPOTWUNGELG Ko To. BEA® Tov, Ba gival avtdg mov Ba kabopilel o

KAo10 Babpd Tov TPOTO LE TOV 01010 01 EMXEPNGELS Bol KaTaokeLALOVV TO TPOIOVTO TOVG.

"Hom vrdpyovv mopadeiylloto 6To ToyKOGUIO EUTOPLO LE ETOPEIEC OV emnpedlovial og
peydlo Pobpd amd tovg mEAATEG TOVG. XOPOKTNPIOTIKO Tapddetypo eivarl 1 16TOGEAIDO

www.Priceline.com, 1 omoio. TopoKivoHoE TOVG TEAATEC TNG VO TPOTEIVOLV Ot 10101 TNV

TN, 6T0 TPOidV OV NOEAAV Vo ayopdoovy. AvTi 1| TEPIMTMOON UTOPEL VO YOPOKTPLOTEL
o¢ TepinToon emkowvmviog teAdt mpog emnyeipnon (C2B — costumer to business) kot
givor 1 avtifetn amd T yvootn popen emkowvmviog emtyeipnong mpog meddtn (B2C —
business to customer).

[Mpoywpwvtag £€vo Pruo mo mEpa, mopatnPRONKOV TEPUITAOCELS TOL Ol TEAGTEG
TOPOKAUTTOVV EVIEAMG TIC EMYEPNOELS KOL AETTOVPYOVV LE TPOKTIKEG OYECEMV TEAATN
npog merdtn (C2C — customer to customer), yopic va mapepPaiietar kabolov entyeipnon.

Avti] N TPAKTIKY GYEoNG, €ivol 1 avtiBetn amd v cuvnopEVI TEPITTMON EMKOVMVING
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enyeipnon mpog emyeipnon (B2B — business to business). To mo tpavtoytd mapddetypo

elvar 1 1otocerida dnpompocihy Www.eBay.com, Omov OmMOl0GONTOTE KOTOVUAMTNG

pmopel vo. dNUOTPATHCEL OO0 OvTIKEINEVO emBuvpel, N TWR TAOANGNG TOL 0m0iov

KaBopileTon amod TIC TPOTAGELS TMV EVOLLPEPOUEVDV.

Eivatl amodederypévo mmwg vmdpyetl o avaroyio Paretto 80:20 oto 10600Td TOL KEPSOLG
Hog eTapeiog o€ oyEon Ue TO TOCOGTO TOV TEAUTOAOYIOV TNG. Me mo amld Adyw to 80%
TOV KEPOOVG oG etatpeiog, mpoépyetor and 1o 20% twv melotov g Eivar gvvomto
howmdv, mog kabe etaipein mov Béhel va eEoocparicel pakpoypdvia otobepdtnTo Kot
Buwowomrta, o mpémer va ovakoAidyel avtd 1o 20% ko vo, onpiovpynoel poli tov

JECUOVG KOt ALUPIOPOUEG GYETELG EMKOVAOVIOLC.

M etoupeion mov yvopilel v KOplo Tyn TOV €000mV ™G, umopel vo e&umnpetel mo
YPNYOPO KO OTOTELECUATIKA TOVG TMEAGTES QUTOVG 1] VO TPOGPEPEL KOAVTEPES KOl TTIO

VYNAG OUEPOUEVES VAN PEGIEG GE ALTOVG TTOV TO EXHVLOVV.

H devtepn Aé€n (Relationship) tov 6pov CRM avoeépetat oTig S1popeg LOPPEC GYEGEDV
OV avoTTVoCoVTOL PETAED eTaipeiog Kot telatdv. H mo cuvnOopévn popen enkovmviog
OV OVOTTOGOETAL €ivol PeTagh oG eTapEiog Kol ToAA®V Teatmv tg. BEPata vdpyet
Kat 1 GAAN Gmoym, mov vrootnpileTon Yo mopddetypo omd tovg Peppers kat Rogers™
(1993), cOpuewva pe v omoia M etapeio oyetiletor pe kdbe meld ™mg Eexympiotd kabe
eopd, dnuovpyadvrag oyéoels 1 mpoc 1 (One to One). O dpoc avtdg €xetl dutr onuacia,

KoODS ovapEPETOL GTN GYECT] ETOPELNG TPOG TEAATT Kol TEANTN TPOG ETOPELD EEYMPIOTA.

AvaAdovTag TEPIGOOTEPO TNV TOPOTAVED GYECT, UTOPOVUE Vo avadeifovpe katl to Tpita
HéEPN mov mapepPaivouy oe oTAV Kol ETNPEGLOVY TOV KATOVOA®MT GTNV TPOGTAOEID TOV
VoL TAPEL TV TEAKN omdPaoN TG ayopag evog mpoidvtog. [Tio cuykekpiéva, ol vaNPecieg

OV TOPEYOVTIUL KATA TNV ayopd €vOC mPOIOVTOG 1] LG VINPEGING OO TOVG ECMTEPIKOVS

3 Peppers, D. and Rogers, M. (1993), The one to one Future: Building Relationships One Customer a a Time, Currency Doubleplay
New York, NY.
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(tuMpo moMoewv) kot Tovg EMTEPIKOVG TOPAYOVTEC MG  etaipeiog  (etaipeio
TOYVUETOPOPDV), OTOTELOVY TOAD GNUAVTIKEG AETTOUEPEIEG Y10 TN SMLOVPYIC LG VYIOVG

KOl LOKPOYPOVIOG GYECTG.

H tpitn AéEn (M anagement) tov 6pov CRM ava@épetat 6TIC GTPATNYIKES SloyEIPIOoNG TOV
avamTOOoEL N ETAPEiD. AV Kot HEXPL TP OAEC Ol OTPATNYIKEG ElYoV G Pactkd dova TV
Ot TV eToupeio, 0 TEAATNG OMOKTA OAOEVA KoL 7O €VEPYO POLO, GTN O0LOIKOGI TOL

OoYXEO0GLOD TMOV GTPOTNYIKAOV T®V ETAPEIDV Kot 1 Tov Tpareldv.

‘Evag and tovg Pacikovg okomovg evog CRM, eivar n onuovpyion €vog 010-0paoTikon
TePPAAALOVTOG EMKOWVOVING TEAATN — eTaipeiag, OTOL o1 Tehdteg Bo GUUUETEYOVV EvEPYA
oe 01001Kaoieg OGN oxediooT EVOG TPOIOVTOC, 1) TOPOLY™YT TOV, AKOMO Kot 0 KaBoptopdg

NG TYWOAOYLOKNG TOV TTOALTIKTG.

Avt6 oV TPEMEL VOL TOVIOTEL, givar Tmg ot eTapeieg Do mpémel TpMOTO VoL £YOVV avoyVOPIGEL
HéEGo amd TN 6motn aviivor tov otoyeinv mov Eéva CRM mapéyet, avti v opddo Tov
TEAATMV TOV TOVG OMOPEPOVY KOl TO PEYAAVTEPO TOCOGTO TOV KEPOOLS TOLG. Me avTovg
Tovg meAdteG B mpémel ol erapeieg va dtaffovievBolv, va oxed1lcoVY Kol Vo TEPOLV
amoPAceELS Yo To0 TG Bo Tpémel va elvan o Tpoidvta tovg.. H e&umnpémon nelotdv un
TPOG0d0POPmV Ba TPEMEL VoL YiveTol amd Tpiteg eTAPEIES, LE TPAKTIKES ovdBeong epyaciog

MOTE VO EMTVYYOVOVTAL YOUUNAOTEPO TEAMKE KOGTN Yo TNV 1010 TNV €TOPETQL.

Ye o mpoomabeia exoLyypovicpov opispov tov CRM, Bo Aéyoue mog to CRM
avaQEPETOL OT1 JldKacio avanTuéng oxéoemv petalld meAdtrn, €taipeiog Kol TV
VIOAOIT®OV EUTAEKOUEVOV LEPDV, CYECEWV OV TPENEL Vo eVBapphvovTal vo EeKvave amd
™ pepLd tov Kotovolotr. To peydho otolynuo eivor 1 dnuiovpyior vOg d10-0paoTIKOD
TePPAAALOVTOG Yo OAEC TIG TAELPES, TEPBAALOV oL Ba Hivel T duvaTOTNTA GTNV ETOPELN
Vo aQovykpaleTon Aueco, HEC® TOL TANPOPOPLOKOD TNG CLOTHLOTOC, TIG OVAYKEG TIG
oyopdic, MOTE VO TOPVEL AUEGES KOl GTOYEVUEVES amoPdoels. Bacilopuevn otn yvoon mov
amoktd o6 0 CRM, 1 etoupeia / Tpdmela pmopel va avampooapuolel GUESH TIC TOKTIKES

™G mve o€ OEHOTO LAPKETIVYK, TOANGEMV Kot 5N PETNONG TELATAOV Kol VO TOUPVEL TIG



OMOTEG AMOPACEL; OO TO AEITOVPYIKO UEYPL Kol TO SOIKNTIKO eminedo tng. Ot Tpelg
npoovapepbeiceg meployés (LAPKETIVYK, TOANGES Kal eEumnpétnon TeEAUTOV) OmoTELOVV
T0V¢ Packodc TLAMVEG TIG EMyEIpNONG HE TOLG omoiovg cuvvdéetal dueco 1o CRM,
cOpemva kat pe Toug West (2001), Kincaid (2003) kot Xu™ (2005). O West mpoympdvtag
éva Prjpa Tapomivm, AEeL HETOED AAAWMYV, TTMG 01 TPELS AVTEG TEPIOYEG UITOPOVV VO, Op1oBovv
®¢ 0 KVKAOG {ong g oxéong ¢ eTaupeiag pe tov meadtn. H oyxéon avtr, Eexvdel omod To
OTAOW0 TOV UAPKETIVYK, KO TEPVMVTAG OO TNV TMOAN O, KATAANYEL 0TV eELMNPETON KOt
otV vrooThpiEn HeTd TV modAnon and v etopeio (avtd mov cvvnbiletor vo Aéyetan

after sale service).

Yo L. O 3 weproyég g eTonpeiog mov cvvosovrar pe 1o CRM

Marketing

Iy : Bhoygomovrov Mapo (2003) &

Mo va propéoet va docuvoebel oVoGTIKA, OU®S, TO TANPOPOPIOKO GUGTNUO UE TOVG
TPELG OVTOVG TOUEIG TNG EMXEIPNONG VILAPYEL £VOG TETOPTOS TOPAYOVIAG OTOPUGIOTIKT|G
onuaciog mov givol 0 TopEng ™G teXvoroykng vroothpiEng (Information Technology-
Information Systems — IT-1S). O mapdyovtog IT-1S, nailel To poAo TOL GLVIETIKOD Kpikov
petalld G eTaPEinG KOl TOL TANPOPOPIOKOD GUGTHHATOG. XMPIG TNV TEYVOYVOGIO TOV
GLYKEKPIUEVOL TOUEN, 1| TPOOTAOEW EVOPUOVIONC TOV TANPOPOPLOKOD GUGTHHATOG GTO.
mAaiocl Asrrovpyiag tng etoupeiog £xer peydAn mbavotnra amotvyiog. Avtifeta pe
Bonben g tEYVOAOYiRG, HmOPOVV VO, GYESOTOVV GTIPATNYIKEG TOV WHEGH Omd TNV
avéAvon Tov KatdAAnAov dedouévev, Oo amoEEPOVY OTNV EMYEIPNON ONUAVTIKEG

TAT|POQOPIEC GYETIKA HE TO TOGO TOAVTWOG NG €ival 0o Kabe meAdtng g pe Paon to

% Xu M. and Walton J. (2005), “Gaining cusomer knowledge through analytical CRM” Industrid Management & DataSystems, Vol.
105 No. 7, pp. 955-971.
% Bragomovrov Mépw (2003), “e-Marketing — Awdtktvoxd Mapketivyk”, Exdooeig Rosli.
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Wuitepa yopaktnplotikd tov. 'Etol n kdbe emyeipnon Ba £xel ) yvoon va kotevdover v

mopeio. TG, COUQOVO e

e£0oPaAIoVV 01KOVOLIKT EVPOOTIO KOl BLOCLOTNTO.

TIG OVAYKEG TOV “KOADV' TEAOTOV TNG, OUTMV 7OV TNG

Yyqpo I Ov wapayovreg TS eTonpeiog mov ariniemopovv pe o CRM

SERVICE &S
SUPPOR'IT

I & IS

Iy : EW.T. Ngai (2005) *®

3.4.1 Awogopéc CRM ko Marketing

MMivaxag I1.: O koprétepeg dwapopéc MKT- CRM >

Mapdyovreg Mar keting CRM
EoTtioon Xg mpoidv 1 opdda Y merd
I pogopicg meratn AVOVVUES — TPOQTA KATIYOPLDV [IMpeg Tpopik avd mehdn
Y1601 Meyiotonoinon  mopaywymg A@ocimomn merdtn

EAALYIOTOTOINGT] KOGTOVG

AvTipeT@mion ayopag

Q¢ GUVTOVIGOG AVTOALAYDV

Q¢ diktvo oTabEPDOVY YEoEDV

Koéotog Meydro Miukpd (ue e€aipeon 10 apy ko)
Egappoyn Métprag Suokorog Avckoln
AmoteléopaTa Bpayvnpobeopo Moxponpofeopia

% E.W.T. Ngai (2005), “Customer relationship management research (1992-2002). An academic literature review and classification”,
Department of Management and Marketing, The Hong Kong Palytechnic University, Hong Kong, Peopl€ s Republic of China.
" Avoavdpov N. (2007), Awysipion neltelokdv oyéoemv, n afio ka1 avaykn spapuoyig oto marketing
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3.5. E&ghktuci] mopeia tov CRM

Ovrog 1o KOp1o epyareio emapng TG etoupeiog pe Toug merdtec, to CRM onuepa npénet va
TapoTPHVEL TNV apeidpoun enkowvmvia petabd meddtn kot tpanelas. To ovyypovo CRM
dev Olabétel o otoTikn Pdon dedopéEvav OTme ot Pacelg dedopévav Tov TapeABOVTOG,
oAAG o Lovtavn kol TAovota Bdorn mov av eEopuybel pe Ta KatdAAnla epyoieia, ivol
duvatd vo UETOoYNUATIoEL Vol TEPAOTIO OYKO OEOOUEVAV, GE Mo TANOMPO TOAVTIU®V
YVOOEMV Y10 TOVG TEAATEG TNG €TOPElnG. AT 1 SLVOTOTNTA OUPITAELPNG GYECNG TOL
dwbéter to CRM ofjuepa eivor Kot 10 HEYAAO OVTOY®OVIOTIKO TOL TAEOVEKTN L GE GYEOT LE
TOVG TPOYOVOLG TOV, KOOMG 1 YVMOGT TOV TPOSPEPEL GTNV ETOPEin ivat emikapn. Tehd,
TPOKELTOL Y10, LU0 EVTEAMG OLOLPOPETIKN PIAOGOPICL, TPOGEYYIOT KOl S1LOTKOGI0 EXNPEAGLOV

o€ OAO TO PAGLLO TV CYEGEMV TNG TPATELG LE TOVG TEAATES TNG.

To ovyypovo CRM, 6nwg Kot OA0 T0. GUYYPOVO TANPOPOPLOKE GUOTHUOTO, OlBETOVV
dwdkaoicc avorpopoddmong (feedback) mov divovv ™ Svvatdomto oV €taipeio va
evromilel Ta AGON TG Ko vo avampocsapprolel TIG GTPUTNYIKES TG, COUPMOVAE HE TIG
avdykeg mov Onuovpyodvior kdbe @opd. Av OEAovUE VO OKTIVOYPOQNGOVLUE &vol

TANPOPOPLOKO GUGTI LA, LTOPOVUE VO AVATPEEOVIE GTO TOPUKAT® Gy LOL.

Yympa 1. Aopn ainpo@oplokod cvoTHNOTOS
ENIXEIPHZH IMAHPO®OPIAKO XYXTHMA®>®

Eicoo6o¢ :> EneEepyacia :> "EE0d0¢

Avaopaon

* Bloyomovrov Mépwm (2003), “e-Marketing — Awdiktoaxd Méapketivyk”, Exdooeig Rosli.



Emypappoticd Evo TANpo@oplokd GOGTNU OTOTEAEITAL 00!
Eicodo (dedopéva, oomyieg).
"E€0d0 (avopopég, VITOAOYIGUOT).
[TepdArov péco oto omoio Aettovpyel Kot mpaypotonoleiton 1 enelepyacio
TOV OEOOUEV@V.
MnyoviGpovg avadpacnc Tov EAEYYOLV TNV AglTovpyia, TNV EMTLYIN Kol TV
OVOTTPOGOPLLOYT) TMV GTPOATNYIKAOV TOV £QApUOLOVTaL.

H g£6uén tov CRM cvotnuétomv >

To CRM eg&ehicoeton Kot aykoAMalel OA0 Kol TEPIGGOTEPES dPACTNPIOTITES TOV £XOVV VO
Kavouv pe Vv olayeipion mehatwv. Xy mpdén 1o CRM éxer petatpamel oe CM

(Customer Management). IIpdooata 1 Gartner oe pio épevva®

™m¢ SwTOHTOVE TOV
mpoPAnpatiopd g ya to 6tL o 70% tev entyeipnoewy to 2007 dev Oa eivan og Béon va

KOVOTTOW0UV TOVG TEAATEG TOLG e Pdorn To mpotvma mov Ba Eyovv dmpovpynoet.

[ToAAéc etaipeieg ypnowomoincav eeMyUEVOL GLUOTAUOTO YO TNV KOTOYPOQT Kot
KOTnyoplonoinon tov meAat®v Toug. Ilapddinio onupodpynoav eSoipetikd TURHATO
VIOGTNPIENG HE EKTOUOEVHEVO TPOCHOTIKO TOPEYOVTOS £TGL OAOKANPOUEV LTOGTNPIEN
otovg meAdteg tovg. Kamov edd Eexwvdelr kor 1o mpoPAnpa. Ot mpoava@epOUEVES
JldKacieg dev eival cLVOEdEUEVEG UETAED TOVG, UE OMOTEAECUO VO, UMV UTOPOLV Vo
a&lomomBobv o1 mAnpoopieg mov TPOKVLITOVV. AVTO E€ivol Kol TO OTOYMUA Yo TIG
Tpaneleg. No KOTa@EPOVY Vo ONUIOVPYHGOVY LITOOOUEG TTOV B EMTPEMOVY TNV GLECT|

JlKivNnon TV TANPOPOPIDY GE OAOKAN PO TO PACHLO TG TPATElAS.

InUovTikd emiong €ival 1o KEPSOG omd TNV dueon SwPifacn mANpopopidv mpog KAbe
KatehlvVoT| Kot 0 TN SLVOTOTNTA Y10 AUECT CLAAOYN Kot emelepyacio oTol El®V amd T
Spopo. THRHOTA. B0 ATOKTNGOVV Ol EMYEIPNOELS TN dvvaTOTNTO Yo dueon enelepyacio
TV SEO0LEVMV KOt B0l LELOMGOVV YOPUKTI PLOTIKA TOVG YPOVOLG TOV AITOTOVVTOL Y10, TTOAAEG

E0MTEPIKEG OALOIKOGIEC.

* www.CRM2day.ar « H e£éMén tov CRM svompdtav» Ztavpog Kovtakorg,
% www.gartner.com


http://www.CRM2day.gr
http://www.gartner.com

[MopdAiniao Bo eTITPEYOLV GTO TUAUOTO TOVG TOV EXOVV GUECT] EMOPN LLE TOVG TEAATEG VO
BEATIOTOMOMGOVV TIG VANPEGIEG TOVG EMTLYXAVOVTOG £TGL KOADTEPO OMOTEAECLOTH GE

TopElg OTmG 01 TwANoELS, TOo customer loyalty «.a.

Avtog gival Katd To ovopeVa 0 OPOIOG TTOL TPETEL VAL AKOAOVONGOVV 01 ENLYEPNCELS OV
0€loVV Vo £Y0VV TO GLYKPITIKO TAEOVEKTNHO OTO HEAAOV KOL VO OVIOTOKPIOOLV OTIg

oAo€va. kol av&avopeves avaykes tov CRM.

) Focus on
IHoapaywyn | IHoinosic) Marketin
payeyn TOEIS & Customer
1850 1900 1950 2000

Avdypappe VI: EEEMEn tov CRM cvoetipdromv
ITnyn: www.plant-management.gr

BRP

Xpnuw/ixod

Management

IT

Avdypappa VII: H opeia oo CRM otov ypdévo
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LTPATHI'TKH MEIQEHE KOXETOYZE LTPATHI'TKH ANAIITYZHX

ERP SFA CRM e-CRM

C e

1980 1990 2000

Avdypappoe VIIL: H g£émEn tov CRM péypr oijpepa
IInyn: Kévtpog A. «H onuacia g [ehatoxevipumg [Ipocéyyiong otov tpomeliKd Topéa,
Agltiov 'Evoong EAAnvikov Tporelav, tev. 29, Anp-lovv 2002, 6eA66-77

3.6. MéyeBog Ayopdc CRM

To péyeboc g ayopds ocvotnuitov CRM ftav 11,7 dic dordpra to 2006 (Aoyiopiko,
gykatdotact, cuvtinpnon, e6EMEN, KAr.). Elxe o avénon g taéng tov 8% oe oyéon e
10 2004, kot 18% oe oyéon pe to 2003. H ayopd mpofAénctan va éxel péyebog $19,2 dic.
émg 10 2011, omhadn va av&avetal pe puOud mepimov 9% tov ypodvo (n eAAnviky oyopd
eneaviCer avaloyn coumeppopd).

Avto detyvel 0T, M ayopd cuveyilel va €xel o otabepd avodKT TAOT|, GUVETIKOLPOVUEVN
oo TNV TPEYOLGO. OIKOVOUIKT Kpion mov mAnTtel to Tpamelikd Idpdpata kot ta mbel ot

evépyeleg Peltioong g modTTOG TOV YOPTOELAOKIOV, MTol LVIOBETNON GvoTHUATOV
CRM.
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3.6.1 Xvpnepdopato Epeovov otnv EAAnvikn [poypatikétnto

SOupova pe oxetikn épevvo (LEC® GOUMUEVOL EPMTNUATOA0YIOV), VIO TOV KO AVJ.

T'odévn (MBA, CRM Consultant) mpoékoyav ta €€ Pacikd cupmepdopota:

O Pabudc wavomoinong omd v eeoppoy] CRM 1ftav vynidg ortig

TEPLOCOTEPEG EMYEPNOELS OV £papudiovvy CRM.

O1 AOYO1 EQOPUOYNS CLYKEVTPMOVOVTOL GE 4 POCIKES KOTIYOPIES:

1.
2.
3.
4.

Meydhog ap1Bpdc meratoroyiov,

Avaykn Tunpotonoinong ayopds,

AvEnon Mowmrtag mapeyopuevov After Sales vimpeciav,
Ytoyevon Marketing Campaigns.

Katd ™ Myn ¢ amdgaong spmiékovial o obvoro tov Avbiveewv (IT,

Sales, Marketing) g etaipeiog, omoTe OMOTEAEl OTPATNYIKNG ONUAGING

andpoon).

Téhog, 6oeg 0 80% TtV eTapemv mov dev dwbétovy Mo CRM epappoyn

avayvopilovv ta 0@éln Kol TPoTIBEVTOL VO TPOXM®PNCOVY GE EPOPUOYY TOL

EVTOG NG MO UEVIC 3eTiOG.

IMivaxkag III: Megpiowe Ayopic CRM
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3.6.2 EvdsikTikég spappoyéic CRM etnv elnvikn ayopd *

[Mapaxdto avaeépovpe (evdewktikd) kdmoeg Avoelg CRM ot omoieg vmdpyovv otnv
EAMMMVIKN ayopd Kol omevfuvovTot GE PKPO UEGOIES ETLYEIPN OELC.
CoRMOS CRM
Microsoft Business Solution — CRM Customer Service
SalesMANAGER 5.5
AIAY CRM Software
Arotron CRM
Rainbow CRM Lite Single User
NOUS CRM
SOFFRONT Track CRM
Maximizer Enterprise CRM 9
Sugar CRM Suite

3.7 Tomor tov CRM otnv o0yypovy} emoyn

AoV meptypayape TOVG 3 KOPLOVG TOUEIS TNG ETAPETLNG, HE TOVS OTOI0VG SOTPOLY LOTEVETAL
ocvwnbwg éva CRM, kpivetatl oxomipo va avardcoovpe kot o £idn tov CRM mov vdpyovv

dwbéoipa onuepa.

TOuQoVe Kot pe ) obyypovn BiAtoypapia kat toug Chaudhury and Kuiboer® (2002) kot
Sap.com (2003), ta £idn Tov CRM diakpivovtot ota mopakdto T€66Epa.

i. Aertovpywké CRM (Operational CRM)

ii. AvadAvtiké6 CRM (Anaytica CRM)

iii. Xovepyatiko CRM (Collaborative CRM)

iv. Hhektpoviké6 CRM (e-CRM).

L KETA (Kévtpa emtyetpnpuotikic Kat TexVoroyIKAS avamtuéng ) , Odnyog dioyeipiong meraTelakdY oxéoemy
€2 Chaudhury A. and K uiboer J.P. (2002),” e-Business and e-Commerce | nfrastructure”, McGraw-Hill, New York, NY, p. 424.
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Y10 Agrtovpyiké CRM, 1 etaupeion cuykevipdvel kot amoOnKevel TANPOPOPIES Y10l TOVG
TEAATEG TNG OO TOAAEG TNYES, OTMG TO POE, TO NAEKTPOVIKA UNVOLOTO, TO KEVIPO ETAPDV
oL oVVNBWG eEVTNPETEL TOVG TELATES, TOL GTEAEYT S101KNONG KO TO TUAUO TOANGEMV TNG
etapeiog mov Epyetor og Gueon emagn Kot eEumnpetel Toug meAdteg KA. Oleg avtég ot
TANPOPOPIEG CLYKEVIPOVOVTAL, OOONKEDOVTAL KOl OPYAVAOVOVTOL GE [0 TEAATOKEVTPIKY|
Baon dedopévav, atnv omoia £xovv TpdcPacn OA To dTopa Tig EToUPELNG TOL gival TOAvVO
Vo ETKOV@VNoOUV UE €va meAdt. 'Etol péow tov Asttovpyikod CRM, kdbe vrdAiniog
™G eToupeiog Umopel vor £yl avd TAGO GTIYUN L0 EUTEPIGTATMUIEVT, GE UEYAAO EVPOG KL
GLVEX(DS OVOVEDGLUN YVMGCT] Y10 TOV TEAATY] OV TPOKEITOL Vo £pOEL 6€ EMAPT. ZOUPOVOL [E
tov Kotorov® (2002), 1 otpatnywch avty eotidler 100% otic avéykeg tov mehdm. To
OPELOG TTOV TTPOKVMTEL EIVOIL 1] TPOCMTOTOINGT TNG GYEONG UE TOV KGO TeAdT, e dha T

OeTikd emakOAOVON TOL GLUVETAYETAL [0 TETO10 KOTAGTOGT) Y10 TNV ETALPELL.

>10 Avaivtiké CRM, n etaupeio avaAvel To 050 eV TOV EXEL Y10 TOV KAOE TEAdTN oTNV
KEVIPIKN TNG PAon ypNOLOTOIDVTOG U0t GEPA amd €PYOAEID KOl TEYVIKEG OVAALONG
dedopéEvmv. Me autd Tov TPOTO 1 ETAPELN TPOGTOOEL VoL SNUIOVPYNCEL TO TPOPIA TOV KAOE
TEAGTN TG, VO KOTOVONGEL TNV OyOPUGTIKT TOL GUUTEPLPOPA, Vo KaBopicel To péyebog g
KOVOTTO N oNG OV 0TOG amokopilel amd TNV ayopd £vOG TPOIOVTOG TG KOl TEAIKA VO, TOV
KOTaTAEEL OE KaTNyopieg Le PACT) T TPONYOVUEVO YOPOKTNPIOTIKA TOV. [0l TIg TOpamivem
OVOADGELS YPNOILOTOI0VVTOL EEXWPIOTEG PACEL;, amobnkevong Kot dloyeipong twv
OEJOUEVMV, TTEPQ TNG KEVTPIKNG, TPOPAETTUKG LOVTELQ, TEXVIKEG AVAALGNC OEGOUEVMV OTMG
to datarmining, teyvikég Katdtaéng Kol GLGXETIGHOD OVTIKEWEV®Y OTTmg To clustering kot
Teyvikég a&oAdynong g agiog tov meddtn. Exyovtog Oiec avtég Tic mANpogopieg kot
TEMKO TN yvoon péco amd €va avolvtikdé CRM, n etapeio pmopel vo avomtoéet
OOTEAECUATIKEG GTPUTNYIKES UAPKETVYK KOl va TpombBncel ta mpoidvio g otnv
KOTAAANAT opuddo 6toY0 Kabe opd. Zopemvo pe tov Kotorov (2002), to CRM avtod tov

tonov amotelel pa 360 popdv Bedpnon tov TEAGT.

& Kotorov, R. (2002), “ Ubiquitous organi zation: organizational design for e.CRM”, Business Process Management Journal, Vol. 8 No.
3, pp. 218-32.
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To Avaivtikd6 CRM ocuvviotd v Aoy ovvéyewr tov Aguwovpyikov CRM. Kabe
emyeipnon n omoio €xel viomowoel Aguwtovpyikdé CRM pe okomd tnv xobnpepwvn
KOTOY PN, TV GLTOLOTOTTO NG TOV S0OKAGLOV KoL TNV J0YEIPION TV GXEGEMV L€ TOVG
TEAATEG CUVEXDC EVIUEPDVEL Kol EUTAOVTICEL pia Bdiom dedopéEVmV.

Avty v Paon dedopévaov kokeitor to tuquo Marketing va avalvoer pe epyoleio

Avaivtikov CRM kot va Bydiet xprioipo Kot ToAOTIUO GOUTEPAGLOTAL.

To Avoivtiké CRM mparypatomotet:
Ytoyevuéveg kaumaviec marketing
AvéAvon ™G CLUTEPIPOPAS TV TEAUTHV
E&edwevpévec kapmavieg marketing pe oxond to Cross-selling kot to Up-selling
E&educevpéveg mpoPAEYELS TV HEAAOVTIK®V YPTLOTOPPODY

Avaivon kepdopopiog (yevikdTepa , OAAG KoL ove TEAATT))

MMivokag |V: Mapadeiypato Asrtovpykod évavtt Avaivtikod CRM o4

Agrrovpyiké CRM Avoivtiko CRM

Alyeiplon ETOOV KoL AOYOPI0GUOV Avélvon kepdoopiag TELUTOV

Awyeipion nyeciog Avérvon kepdopopiag TPoidvTog

Telemarketing (marketing €€ amootdcewc) | Avayvopion evkopuwv  Up-selling ko
cross-selling

Teleselling (moAnoeig €€ anootdcemc) Emhoyn tov kaAbtepov kavoriod yuo kabs
ouAd0 TEAATMV

e-selling (Hhextpovikég mornoeic ) Avayvopion — tdoewv  6tov  KOKAO
TOM|GEDV

Awyeipion exotpateimv Marketing Avamtoén  oTPOINYIKAOV  TEAATELNKNG
Tunuatomoinong

Entomeg moinoeig Avéivon EMMES OV e&ummpétnong
BocIoUEVOV GE EMKOIVMVINKE KOVAALO

Mnvoua emromiog eumnpetnong AvEAvon ovaAOYIDOV HETATPOTNG

Awyepior] copforainv Avayvopion  mpoPinudtov  Soppong
TEAATOV

e- marketing (nAextpovikdé marketing) Avantoén Tpoeid tedatdv

®povrioa mehatov ko Help desk Avéivon TOPAYDYIKOTNTOG
OVTUTPOCOTEVTIKMOV TOAMCEDV Ko
OVTUTPOCMOTEVTIKNG EEVTNPETNONG TEAATOV

& Laudon K. Laudon J, 2006, M anagement | nformation Systems, 9" edition , Pearson Prentice Hall, p.398
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Y10 Xvvepyotiké CRM, vrdpyet o mo apeidpoun oxéon peta&d etoupeiog Kot TeANT.
To ovvepyatikdé CRM olokAnpdvetor Pe To GAAN GLOTHUOTO TNG ETOPEING OE TETO10
Babud mov vo emiTpémel TayvTEPN Kot UEYOADTEPT OVTOTOKPIOT OTOV TEANTN HECH TNG
gpodlaoTcc ahvoidag, oopemva kot pe tove Kracklauer kar Mills® (2004). Exteivetat
€€ amd ™V etoupeion kot TEPAAUPAVEL TOVG GTPATNYIKOVS 1 LN GLVEPYATES KOl TOLG
nmpounBevtég ™. 'Exel evoouatmpéveg 51001K0GIEG TOV GTOXEVOVY GTO UETAGYNLOTIGHOV
™G OYE0NG TEAATN — EMYElpMONG OO [ ATAT] OXECT O HOKPOTPOOES N GuvEpPYsia, TOL

0o Baciletal otV oAANAETIOpaoT) KOl GTNV EKATEP®OEV EMKOVMVIAL.

Téhog oto Hiektpoviké CRM, ot minpopopiec oyetikd pe tov mehdtn eivor dueco
SLBECIIES Y100 TOVG VITOAANAOVG TNG ETOPEIG 1) Y10 TOVG EEMTEPIKOVS TNG GLVEPYATEG,
HEG® TOL O10OIKTOHOL 1) KATOOV ecmTEPIKOD diktvov (intranet). Touewva pe o épgvva
tov Forrester® (2002), 1o eCRM pmopei vo. optofel ¢ pio MAEKTPOVIKO-KEVIPIKT
TPOCGEYYION NG £TALPeing, oTNV TPOSTAOEW THS VO GUYYPOVICEL TIG GYEGELS TNG LE TOVG
TEAATEG, HECM NAEKTPOVIKMOV KOVOADV ETKOVOVIOG KOl ETTYEPTUATIKOV Agttovpyldv. To
niektpovikdé CRM diver ) duvordtnto yio mopoyyeleg HEC® TOL SIKTOHOV, CVTOUOTY

niextpovikn eEVINPETNON, NAEKTPOVIKEG amavTioel uécm emall kot mpoowmomompuévn

egummpétnon.

3.7.1 Movtehomoinen ko EE0puén dedopévov

H a&omoinomn tov TAovtov TG TANPoQOoping Tov TaPAYETOL amd T J10PKT| OAANAETIOpaoT
enyeipnong — medarn (Closed Loop Principle) amotelel éva omd ta mo kpicwya Kot
amoUTNTIKG oTddw TG dwdtkaciog katavonong tov CRM evd mopdiinia pmopel vo
OMOTELEGEL KOL ONUAVTIKO Tapdyovto emurvyiog vAomoinong tov. Ot TPoKANGES TOL

Tapovclaloviatl oty eaor avty TNydlovv OG0 amd Tov PEYEAD YKo dedoUEVEOV OGO Kot

& Kracklauer, A.H. and Mills, D.Q. (Eds) (2004), “Collaborative Customer Relationship Management Taking CRM to the Next Level”,
Springer, Berlin.
% Forrester Research (2001), “ Glossary”, available a: www forrester.com
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oo TG TOAVTAOKESG OOUES TTOV TEPLYPAPOVY TO GVOALTIKO 1GTOPIKO YPNONG VINPECLOV —

aAnhemdpaonc.®’

To data mining 1 oliodg teyvik €E0pvéng dedopévav givar o depyacio mTov
YPNOWOTOEL o TOWKIAIL amd TEYVIKEG AVAALGNG OedOUEVOV KOL HOVIEAOTOINGONG
TPOKEEVOL VO AVOKAADWYEL GTO dEDOUEVA TPOTLTIOL KOl GYEGELS, TOV Y PN CILOTOIOVVTOL Y10,
va katavonBobv kot va wpoPrieeBolv ot embupieg Tov meEloTdy. Xpnoyonoleitor mg
epyadeio ota mAaicia Tov avaAivtikov CRM kot Bonbd dote va emdeyovv ot KatdAAniot
VTOYN POl TEAATEG OTOVG Omoiovg 1 emyeipnon Ba wpémer va  emkevipmbel, va
TPooPePHOVV Ta KATAAANAO ETTPOGOETO TPOIOVTO GTOVS NOT| VTLAPYOVTIES TEAATES KoLl VoL
aVaYVOPLOTOUV 01 Kool TeAdteg mov vapyel mbavoémmrta va amoympioovy. Oia avtd
ovvendyovtor avénuéva €coda efoutiog TG PEATIOUEVNC KOVOTNTOG VO OTOVIA 1)
emyeipnon e Tov TAEOV KOTAAANAO TPOTO Kot HEWUEVE €000 AOY® TOV KOTAAANAOL
enepiopod tov mopav. Ot CRM epapuoyég mov ypnoipomolovy to datamining sivou

onmg avaeépnke ot avarvtikég CRM epappoyéc.

3.7.2 lIpoopopa CRM timev

‘Eva. moAhb evdwpépov atoyeio Ba ftov vo e£ETACOVUE LE Ol GLYVOTNTO TPOGPEPETOL
Kabévag omd tovg mapomdve tomovg CRM  (Avolvtikd, AEOLPYIKO, GLVEPYATIKO,
NAEKTPOVIKO) OO TG KATAGKEVAGTPIEG TOPEiES. No OTUEIOCOVLE TG 1 Y PNooToinon
KAO100 0t TOVG 3 TOTOVG OEV OMAYOPEVEL AALG OVTE VITOYOPEVEL TN YPTCLOTOINGT TV
vroloinwv. [a va Avcovpe Aomov T cvyKekpyévn omopio ovatpégope oty epyacio TV
Xu kot Walton (2005)%, ot omofot e&étacav éva Seiypa 20 £TapeidY OV KATAGKELALOVY

kot tolobv CRM oce 6Ao tov kocpo. To delypo eivor avimrpooommevtikd, Kodmg

5T, Kpaoadkng, Head of Analytics oty datamine épBpo «emavamposdiopilovrag o CRM», Eenuepida Képdog 20.3.2006
X u M. and Walton J. (2005), “Gaining customer knowledge through analytical CRM” Industrid Management & DataSystems, Vol.
105 No. 7, pp. 955-971.
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TEPMOUPAVEL LEPIKEG OO TIG O ONUOAVTIKEG ETAPEIEC oTOV TTOYKOGUI0 Ydpo Touv CRM

onoc 1 Siebel, n Oracle, 1 SAP®, 1 Microsoft, 1 Intershop kat Aec.

Onoc gaivetor kot and to yphonua mov akolovbel (oyfuo 3.6.1), ov etaipeieg mov
Kataokevalovv kat toiovv ta. CRM, mpoceépovy Olec, ywpig kopio e&aipeor, tov TOMO
oV Asrtovpywkod CRM. Avtd eival amdOAVTO UGIOAOYIKO OV OVOAOYIOTEL KOVELS TMG TO
KOppdtio mTov amaptiCouv Eva Asttovpyikd CRM gival 10 HAPKETIVYK, Ol TOANGELG KOl 1|
eEummpétnon, mov OmwG £Yove TEL Elvat o1 TPEL Poctkol TOUEIS TG eToPEinG HE TOVG

onoiovg to CRM gival aAAnAévoeto.

Tympe 1V: HMpocgepépevor Tomor CRM

Yvyvotnte Torwv CRM

25
20
15 -
10 -

5

0

Agrrovpyiko Avaivtiké CRM 2ovePYaTIKO Hiextpoviko
CRM CRM CRM

O debtepoc mo oMo Pt THmog tov CRM, givat 0 NAexTpoviKog o€ T0600To Tepimov 50%
(9 otig 20). Ot etoupeieg Bempodv oNUAVTIKO TO YEYOVOG, Ol GUEGH EVOLPEPOLEVOL VO
&ovv mAextpovikn mpoéoPaocn ota apyeion tov CRM. Xe mo pkpd m0c0GTo, KOl 7O
ovykekppévae 40% (8 otic 20), mpoopépovy tov TOT0 ToV avalvtikod CRM. To avaivtikd
CRM, mpoywpd oe oo mo AerTOUEPN OVAALOT TOL KOOE TEAATN KOl TEMKO TOV
KOTOTOOGEL, GOUP®MVO HE TO 1010ATEPA. YOPOKTNPIOTIKG TOv. Me Vv avamtvén g

TEYVOAOYiOG Kol TV d10pdpwv PeBddwv avaivonc, o TOmog avtdg Bo yiveton oAoéva Kot

% Sgp.com (2003), “ SAP white paper — analytical CRM”, avail able at: www.sap.com.
X uM. and Walton J.6.x.
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71 , . , . .
O IMUOPUNG ~, APOoV T AMOTEAEGLATA KOL 1] YVAOGT TOL UTOPEL VO OTOKOUGTEL Y10 TOV

neAdTn Bepeitan 10GOVOG ONUAGING KO ATOPEPEL TOAALUTAG OQEAT Y10 TNV ETOPETL.

O Ay6tepo IMMUOPIANG TOUTTOG OO TOVG TEGCEPIS VAL O GLVEPYOTIKOS, O OTO10G TAPATEUTEL
oe oTpatnyikég ovvepyaoieg petalld etapetmv. O THTOG aVTOC TPOSPEPETOL GE TOGOGTO
20% (4 otic 20), agov o gtaipeieg dvokoia amopacifovy va ekBécovy TIC TANPOQPOpPiES

7OV J1BETOVY Y10 TOVG TEAGTEG TOVG GE ATOO TTOL O€ PPICKOVTAL EVIOC TV TEY DV TOVC.

3.8 Awwotaceig CRM

[ToAlol omd TOovg oOptopohE mov €xovv dwmotwbel péypt onuepa v 1o CRM
EMKEVTPMVOVTOL GE [0 O1AGTOCT TOV, OTWG 1 EEVTTPETNON TEANTAOV, O TEXVOAOYIKES TOL
JUVOTOTNTEG N TOL EMYEIPNOIKA OQEAT. TNV OVGI0 TPOKEWOL Y10 TIG TPELS OLOPOPETIKEG
Suothoeic’® tov CRM, Tnv Texvoloyiki|, TV ETyEepNokh/oTpaTnyKy Kat Thv

TEAATELOKT] O100TAON.
A) Teyvoroyki ordcTact)

H teyvoloyum mpocéyyion tovo CRM avagépetol 6T duvoToTNTEG TOV TAPEXEL OTNV
EMLEIPNON Y10 KAAVTEPT) IKOVOTOINON AVAYKMOV TV TEANTOV TOV, HEGH OO TNV AVAALON
dedopévov Kol Vv dpopewon tv wpoeik tovc. To CRM moapéyet v katdAAnAn
vTodoun Kot To KOTAAANAO €PYOAEiD. OV EMITPETOLV TNV KOAVTEPT KOTOVONOY TMV
TEAATOV EYOVTUC MG OTOTOKO TNV A0d0TIKN dAANAETdOpaot pe avtovs. Mécw tov CRM
oAOKATpOVOVTOL KOl gvomolovvTol dadikacieg Marketing, toincemv kot e&umnpétnong
TEAATMV, ONUIOVPYOLVTOL KEVIPWKEC PAcEl Oedouévov Kot pe owtdv Tov TPOmMO Ot

SrdKaoieg eELINPETNONG TOV TEANTAOV YIVOVTOL TIO EVEMKTES KO OO0 TIKEG.

" Xu M. and Walton J. (2005), “Gaining cusomer knowledge through analytical CRM” Industrid Management & DataSystems, Vol.
105 No. 7, pp. 955-971.

2 Teo TSH, Devadoss and Pan SL, 2006, 'Towards a holistic perspective of customer relati onship management (CRM) i mpl ementati on:
acase sudy of the Housng and Development Board, Singapore', Decision Support Systems, vol 42(3), pp 1613-1627
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B) Ilehotswokn dwaotoon

H nehateioxn ddotaon eoTidleTan oTIg EMAPEG Kot To. ONEi AAANAETIOpOGTC TOV TEANTT
pue v emnyeipnon. H emaen pe mv emyeipnon omokoAOTTEL TOAAL GTOLElD Y10, TNV
€0TIOON KO TO EVOLPEPOV TNG Y10 TOVG TEAATEG, KAOMDG KOl Y10 TNV KOVOTNTO TNG VO TOLG
egummpetnoet. To CRM pe v ypnoyomoinon KatdAANA®v epyoieimv Yo TNV KoToypaen
KOl oviAVoN TV 030 UEVOV TOV TEAOTOV, SIVEL ELPOACT) GTNV GLALOYT] TANPOPOPLOV Y10

TOVG TEAATEG TNG EMYEIPNONG, TPOKEUEVOL Vo, BEATIOOE TO EMiMEdO LITPECIOV.

I') Emygipnowoxn / Ztpotnykii owdetaon

SOUQoVo HEe TNV ENYEPNOOKN-oTpatnYikn dwdotacn, o CRM oamoteAel por evphtepn
OTPATNYIKT TOL OTOYEVEL GTNV EMITEVEN HOKPOYPOVING KEPSOPOPING HESH OO TNV APLoT
KOVOTTO o TEANTAOV Kot TNV €0Tioion otovg emkepdeic meddtec. H dopodpomwon Pacewv
OEJOUEVOV TOV TELOTMV, 0 KOBOPIGUOS TTPOPTA KoL 1] TUNHOTOTOINOT| TEAATMV TPOGPEPOVY
TNV OTOPOATNTI TANPOEOPNON YO TNV ANYT] OTOQACE®V Kol TNV Xapaln emuéPous Kot
KOTOAAN A0 GTOYEVHEVOV oTpatnYIK®V. H emyeipnolokn| didotoon avapépetol emiong otnv
avaykn Sy voNG TNG TEAUTOKEVTPIKIG PIAOGOPING 6€ OAN TNV EMEIpNOT|, KAODG KOl GTOV
avaoyedoUd OA®V TOV ETYEPNOIONKOV JOIKACIHV, MOTE VO SoPaAiletal 1 TG

Ko Hokpoypdvia a§lomoinon Tev SuVaToTHTOV oL TpocPépel To CRM.

Type V: Ovtperg Srostdsag rov CRM ™

™ Teo TSH, Devadoss P. and Pan SL, 6.7
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3.9CRM & eCRM

Ot 1epdotieg OSvvaTOTNTEG TMOPOUETPOTOIMNONG TOV  TANPOPOPLOKADV  GUGTIUATOV
VIOGTAPIENG TOV GYECEMV TOV EMYEIPNCEMV LE TOVG TEAATEC TOVG (emyelpr oelg Bkt
KOTOVOA®TEG) TPOGEEPOVY VO EAKVOTIKO TEdlo €pevvoc TOGO Yio. TV OKOOT UK

KOWOTNTO OGO KOl Y10 TOVG EMYELPT LOTIKOVS OVUAVTEG.

Ta cvothuata NAEKTPOVIKNG dloyeipiong oyéoemv melatav (e-CRM) £pyovtat va ddcovv
AOoelg og TPOPANUATO TOV OLPOPOVV OTIS OYECELS EMYEIPNONG-TELATN, OAAG Kol Vo
TPOCGOEPOVV VEEG OLVATOTNTEG avaPAOUIong TOV TOPEYOUEVOV VINPECUDY TPOG TOVG
neAdrec. H emyeipnuatikny dpactnpiotnta, 1060 amd v TAevpd tov tpoundevtov CRM
AMcemv 660 Kol amd TNV TAEVPE TOV EMLYEPNCE®Y, 01 0Toieg dlabétovy 1 TPOKETOL VO
V100ETGOVY OTO AUECO HEALOV TETOW GLOTIHOTO, PploKeTal og KavomomTikd Pobuo,
660V 0popd o Ogikteg mov avtikaTontpilovy Tov Pabud g oxetikng kvnrikdmrag. H
avTioToyn EPELVNTIKT dpacTNPLOTNTA TPOcTaHET Kol AVTH HE TN GEPA TNG VO TPOGEYYIGEL
TO GUYKEKPEVO OEHO OmO SLPOPETIKEG TAEVPEG, TPOCOEPOVING YPNOLULO EVLPTHOTO
Be@PNTIKNG GLUVEIGPOPAS GTNV LILAPYOVGO YVAOGCT OAAGL KOl TULPOYNG PN OIUOV TPOTACEWDV

, , 74
TPOG TIS SIOIKNCELS TMV EMLXEPTGEDV' .

3.9.1 Metapaon oto e-CRM

H e&EMEn kot 1o younio kootog tov Alndiktoov €dmwoe mbnon oto CRM, mote ot
duvatdTNTEG KOl TOL OPEAN TOV, VO, Eival TPoGitd o€ KAbe etarpeion TOv dpacTNPLOTOLEiTOL
oto Awdiktvo, aveopttog peyébovg. H emidpacn pdiiota tov Internet ntav tétow mov
emkpdInoe kupimg o 6pog e-CRM, O6mwg pe TG mEPLOGOTEPEG £VVOIEC YOP® OO TO

O100TKTLO.

™ Ap. Adap I1. Bpexdmoviog Hiektpovikn Staysipion oyéoewv mehatdv (ECRM) - Tlapodoo Katdotaon kot avaduOpeves Taoslg oty
eMAVIKY ayopd, 1. Z1dépng, 2008
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To e-CRM dev amotedel HOVO TPOKTIKY Y10 TV SOYEIPION TOV CYECEMV UE TOVG TEAATEG
oV Atdiktoov. To e-CRM mopéyel ta pEGa Yo THV KOTAAANAN KOl GAANAETIOPACTIKY|
EMKOWMVIOL IE TOVG TEAATEG, TOGO UECH MAEKTPOVIKAOV OGO KOl UECH TOPUOOCIUK®OV
KoavoMav. Teyxvoloyikd, amoppéel amd TIG TEYVIKEG TOV AVENGOV TV OTOS0TIKOTNTO TWV
TNAEPOVIKOV KEVIP®V KOl TOL EENTOMKEVHEVOD HAPKETIVYK Yo, TNV TPpodBnorn palikd
ToPAYOUEVOV TPOIOVIOV GE WKPA TuUnpoto g ayopdc. [Maveo o' avtég Tig Te)VIKEG
Baociletor Kol TIC emekTEIVEL [E VEEG TEYVOAOYIEG TUNUOTOTOINONG KOl oviAvong g
ayopag, véa Kovoio erkowvoviog kot «1 mpog 1» aAinienidpaon. ['eyovog eivar 6tL ot
TEAGTEG CNUEPQ OTOLTOVV O,TL KO TAVIOTE: TOAATAEG SUVOTOTNTEG EMAOYNG, EVKOAN Kot
vevBovn e€umnpétnon o o dedikacio mov ypouatileton e £vay TPOSHOMTIKO TOVO. X1
VEOL OIKOVOUI, TO KOVAALNL ETIKOWV®OVING OV YPNCUYOTOIOVVTIOV Y10, GAANAETIOpOCT HE
TOVG TEAATEG €YoV TOAAATMAaGLOoTEL. Ol EMYEPNOES TPEMEL VO TOPEYOLY TNV 1010
To0TNTO VINPESiog péca amd OAa To Kovalo emkowwmviog: Atadiktvo, HAektpovikd

TOYLOPOUEID, NAEKTPOVIKT GUVOLIAD, SILOTKTVOKY THAEP®VIM, TNAEP®VO.

Mo mopdderypa, ot TEAATEG XPNOOTOIOVY TO A10OIKTVO Y10 VO GLUYKPIVOLV TIUES, OALY
o pdAInAa 6Elovy va Exovv tnv duvatotnta va oteilovy évo e-mail oty mepintwon mov
arortovy emmAéov eEummpétnon. Onwg yivetar katavontd, to e-CRM [Bpioketonr og
vynAdTepn KAipoaka amd to CRM, yiati entyeipel vo cuvEVOGCEL T SIECTAPUEVO KAVAALL
EMKOWMVIOG KOl T1) CLGCOPEVUEV TANPOoPOopia YOpw amd avtd. [Tapdiinia, To e-CRM
aeopd otnv mpombnon ot eninedo “1 mpog 1” — évrovo eEQTOUIKEVUEVOV GE TAT POPO piol
npoiovtwv, oe avtifeon pe 1o CRM to omoio apopd otnv mtpombnon mdAl oe eminedo “1

mpog 17 - palud mapoydpevav mpoidviev (Komavoc, 2000)™.

O1 6paoTNPIOTHTES TTOL TEPLYPAPOVY TNV ETYELPTLOTIKT TOV SAOKAGI0 0POPOVV:

1) 670 6YES10GUO TOV OAANAETIOPAGEDVY EMLYEIPTONG KO TEAATGDV,

2) omv e&uatopikevon ¢ Kabeg dpdong yo kaOe meAdTn,

3) otV enkow®Via Ue TOV TEAATN, GTOV KOTAAANAO ¥pOVO Kot TOTO Kol PE TO KATAAANAO
EMUCOVOVIOKO HEGO KOl

4) ot 61EVKOAVVOT KOl 6TO KAEIGILO TG GUVOAALYTC.

" Komavog, X. (2000), “H tavtétnta tov CRM” XRAM, (dexéufpioq), oel. 14-16.
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Enmpocheta 10 e-CRM, dedopévov OTL amotelel 10 NAEKTPOVIKO HEPOG TNG GLVOMKNG
dpaotnpotnrog tov CRM, mepthapPdvel kot tnv vAOTONON KAUCIKOV EPOPUOYDOV GTO

AwdikTvO.

Téhog 10 e-CRM pmopel va epoplocTEL EKTOG OO TNV KOTOVOAMTIKY HEPID Kol OTNV
avTioTOlYN TV EUTOPIK®OV OYEcE®V N mpounbevtdv. Mg tov TpOmo ovtd €yovue
duvatdtnta v Business to Consumer CRM (B2C) kot Business to Business CRM (B2B)
(Vlachopoulou, «.¢., ). Emm\éov, e&edikevpéva mpoypdppato E-CRM pmopodv va
ONUOVPYNCOVY GTPOTNYIKEG GUUHOYIES HETAED ETAPEIDY LE OHOELOEIS TEAATEG, MGTE OAOL
To. LEAN TG cvppoyiog va Kepdicovy amd t deiodvuon oe akdUN TEPIGGOTEPOVS TEAATEG,
KoBdG Kol va S1EVPHVOVV T YKAUO TV TPOIOVIMV KOl VINPESLOV TOVG, HECH OO TNV

TovTdypovn Sievpuven Tov Suvatothtev ebvmnpémmong (Snullin, k.d., 2004)7.

OloxAnpwvovtog o TPENEL Vo GNUEIDCOVHE OTL 1) ENIOPOCT TNG TEXVOLOYiNG Eival TETO0
7oL 01 0vo évvoleg CRM kot e-CRM £éywvay oyedov TouTtdonIEG Kot XPNOLOTO00VTOL omd

™ BiAoypapio vrodnimvovtog Ty idta Evvotd.

% Vlachopoulou, M. and Manthou, V. (---), “Supply Chain and Relationship Management Systems Supporting the Responsive
Enterprise: An Emperical Research”, International Journal of Services Operations Management, in press.

" seullin, S., Fjermestad, F. and Romano, N. (20040, “E-relationship marketing: changes in traditional marketing as an outcome of
electronic customer re ationship management”, Journal of Enter prise | nformation Management, Vol. 17, No. 6, pp.410-415.
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KE®AAAIO 4
BAXIKA XAPAKTHPIXTIKA KAI BAXIKEYX ENNOIEX CRM

4.1. To pacikd yopaxtnprotika CRM

Apketol epeuvntég €yovv acyolnbel pe tov kabopwopud kol T depedvnon TV
YOPOKTNPIOTIKOV oL cuvBétovy pae CRM Adom. Xvykekpyiéva, To €PELYNTIKO OLTO
PEVLLOL OLOYOAELTAL LIE TN KOTOY PO TOV GTOYXEI®V eKetveV OV GuUPdAlovy ot Pertinon
TOV GYECEMV LE TOVG TEAITES KOt TO. Omoia ToKiAAovy o€ peydro Pabuod, avdioyo pe tov
KAGOO GTOV OTOI0 OVOLPEPOUOOTE, TO KOVOIAL TOV YPNCLUOTOIEITOL Y10 TV EXKOVOVIO LE
TOV TEAATN KOK. AVTA TO. GTOYELD Y POYOTOI0VVTAL, GTI] GUVEYELD, Y10 TOV KOHOPIGHO TOV
Babuov, otov omoio pa enyeipnon £yl Tpoympnoel oty vioBEon CRM npoaktikdv. o
TopadelyHa, N VTopén TMAEPOVIKOD KEVIPOV, To omoio dwyxelpiletan TIG €10EPYOUEVEG
KANGELS -KOl TTLO GUYKEKPIUEVA TO, TOPATOVH TMV TEAATMV- B0 LTOPOVGE VO, YOPOKTPLOTEL
éva ototyeio N yapakmpiotikd CRM. BéBata, 010 mapddetrypo avtd eivor mpo@avég 6t n
Omoapén €vOG TETOOV GLOTHUOTOC UTOPEl Vo €yl TOAAEG apoArayég Kot dlopaduioets,
0G0V apopd Tavta 6to Tmg aglomoleital 1 Texvoloyia Yo T PeATimon TV TapEXOUEVOV
VINPECLOV. ZVYKEKPYEVA, Vo TETO10 VTN B pmopovoe vo divel T duvatdT T GTOVG
agents va £yovv po OAOKANPOUEVT] KOV, TOL TEAATT), VO TOVS TPOTEiveL BEATIOTEG ADOELG

Y10, T1] ADOT) TOV EKAGTOTE TPOBATUATOC S,

Yuvenmg, o Paburog avtopatomoinong, o TPOmOS Jlayeipiong TG TANPOEOPIG Kot M
avtiotoyn Otelodvon TeYVOAOYIKGOV AVvcewv elvanl €vag Oeiktng mov pmopel vo
ypnowomo el yuo T dudyvewon tov Pabpov ypriong kot dieicévong CRM Adoewv. Me v
O Aoyikr], éva odokAnpopévo Aoyiopikd CRM, evd divel ameploploteg duvaToOTNTEG

ovAloyng, emefepyaciog kol aflomoinong g YvAoNg MOV TPOKLATEL, GLVHOmG dev

8 Ap. Adap T1. Bpeyomoviog Hiektpovikn Staysipion oxéocov mehatdv (ECRM) - ITapodon KaTGoTaom Kot avadvOpeves TUGE otV
eMA VKN ayopd, 1. Z1dépng, 2008
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a&lomoteiton pe tov 1610 TpOTO amd OAEG TIC EMYEPNGEIS TOV TO EVOMUATDOVOVY GTOV TPOTO

Aerrovpyiag Tovc.

Ye kGbe mepintwon, eivor onuovtikd va Kaboplotohv OAEC eKeivec ol PETAPANTEG TOL
ocuvbétovy éva cvommpua CRM, étol dote KaOe opyavicopuog va gival oe BEom v Kpivel Tov
Babuod kar to gidog g CRM Avong mov non ypnoponotei. H Alota avt) evdéyetarl va
TepAPAVEL YOPUKTNPIOTIKA TOV umopel va Ppetl KAmo10g eite oto Website e etaipeiog,
gite og SENUIOTIKEG Koumavieg uécm e-mail, eite otig eloepydueves kat e&epyOUEVES
KANGEL LEG® TNAEQ®VIKOD KEVTPOV, €iT€ GTOV TPOTO OV AAANAETIZPOVV Ol TOANTEG LE
ToVG  TmeAdteg, oOT0  WAOIGO NG QUOIKNG  HETAED  TOVG  EMIKOWVMVIOG.
H ovykekpyiévn epguvntikn katebBovvorn ypnoyomolel kupimg Biproypagikn Eépevva o€
oLVOVAGUO UE EUTEIPIKEG TOLOTIKEG Epguveg (Ty opddeg gotiaons, TPOcHOTIKES og Pdbog
oLVeVTEVEELS), 6TO TAAIGI0 TV 0TIV CLUUETEXOVY KLpimg TeAdTeg (emyelpnoelg /Kot
KOTOVOAMTEG) KOl EUTEPOYVAOUOVES (TTY OTEAEYM EMYEPNCEMY EMPOPTIGUEV HE TN

doiknon CRM épyov).

4.1.1 Baowka (opoKTNPIoTIKG Tov Tpénel vo wapoi éva cvetnue CRM

H emektoodétta Kot 11 GLVOEGIUOTNTO TOL GUOTNUATOG €ival Ta. TAEOV amapoitnTa
79 I ) ’ r

yxapoktnpotikd . Onmg dAlwote toviletar oe Oebveig peréteg ywoo 1o CRM, ot

emyelpnoelg Ba mpémel va avalnTovv €iTe AvOrTNG OPYITEKTOVIKNG AOYIGHIKO €iTE EToylol

“makéta”’, Ta omoio Opmg Ha EMTPETOVY TNV EVKOAN OAOKANPMOOT| LLE TPITO. GLCTH AT,

AMo Poocikd YOPOKTNPIOTIKO TOV GUOTNUATOV 0LTOV €ival Vo amoteAodV onueio
avaQOPaG KOl OVEVPECTG OTOWEIMV TOV TEANTOV. XMUEPO Ol EMXEPNOES Kol Ol
opyavicpol yvopilovv TOAAG Yo TOLG TEANTEC TOLG OAAG M TANpoedpnon &ivol
KOTOKEPUOTIGUEVT avapesa ota dtdpopa Tuqpata. Kdanowo mpdypata yvopilel to tuquo

TOMOE®V, KATowW GAL0 TO TUNHo eEVTNPETNONG KATOWL GAAD £VOG OVTITPOGMTOG, OALY

KETA (Kévtpa emietpnpotikic Kot Texvoroyikig avamtuéng ) , Odnyog dioayeipiong meraTelakdy oxsoemy
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Kaveic oev €xel evwoia ewkdva. To CRM cvompa Ba tpénet va amobnkevel O a ekeivo Tol
dedopévo mov o TO KATOOTHCOLY MG TO £€vo. KOl HOVOOIKO ONUEID avoeopac Kot

EVTOTIGUOV TNG TANPOPOPIAG IOV APOPd TOV TEAATT).

H vmoompin molMomlodv  KovoModv —emikowvoviag eivoar  emiong  éva coPapd
XOPOKTNPOTIKO TV cvotnudtov CRM. To cvotnuo mpénet va divet tn duvatdtTa Kot
mv eveMéia o pa Entyeipnomn vo TANGIACEL KOt Vo EELTNPETNGEL TOV TEANTI UE TOAAOVG
Kol Olopopetikovg Tpomovs. Ilpémer vo toviotel 0Tt aveddptnra amd TO  KOVOAL
EMKOWMVING 0 TEAATNG TPEMEL VoL £YEL eviaia avTIHETOMION. O «pvoOG» TEAdTNG amontel
vynAn eéumnpéton eite Pploketon péoa oty emyeipnor] uog, gite {nrder kdamoln
mnpogopio pécm tov cal center 1 tov gtapkov Site, kKA. Tvveyilovtog v avdivon Tov
KPIGIU®V YOPOKTNPLOTIK®OV ToL cvothotoc CRM avagépovpe 0TL Tpénetl vo TopEyoviat

epyadeio yuo ypiyopn Kot axpin evnuépmon.

O koabopropdc ko M mopakorlovbnon g porg tov gpyacidv (workflow management)
npénet vo vrootpiloviat eniong. To cvotnpa mpénet vo eEac@arilet 6Tt po eTaen LE TOV
neAdTn Oev Ba pével ToTé 6e ekkpepoTTa. Elvat onpovtiko, oyt amkd va KatoypaeeTot Eva
TpoOPANUa, oARG kot vo eEacpariletar n evoederypévn avtamokpion. Ta oarthpoto Tomv
TEAATMOV TPENEL VO TPO®OOHVTOL YPIIYopo. 6T KOTAAANAQ GTOU LEGO GTNV EMLYEIPNOT YO

va dtvovTol o1 KATAAANAEG AVGELS.

4.2. Amapaitiror pnyovicpoi yia cOyypoveg epappoyés CRM®

* Customer information building: ZvAloyn mAnpogopidv (m.y. 16TOPIKOTNTA OYOPOV,
IMuoypaeikd otoreion k.Am.) kKot a&lomoinon Tovg Yy TV Topoyn 660 TO duvaTOV

KOADTEP®V VANPEGIDOV TPOG ToLG Tedteg (operationa CRM).

O RKETA (Kévtpa emtyetpnpotikic Kot Texvoroyikig avamtuéng ) , Odnyog dioyeipiong TeraTelakdY oxsoemy
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» Customer retention: Anuwovpyio cevopiov enkowoviog (T.y. TOES AmOVTGELS TPETEL
vo 8ivovTon GTOV TEAATN) KOl 1) 0VayvVAOPIoT EVKOPLOV Yo emmpdcbetec ToAnoslc (Léoa

amd TV AVIAVGT TV EPOTCEMV TOL JEYETAL T EELANPETNON TEAATMV).

» Targeted customer acquisition: Evpeon tov nehotdv (1] VIIOYNEIOV TEAATMV) LE TO O

evolopEpov TPo®id (LyMAN mhavOT T Yo EmaVOLopUPovOLEVES ayopég ey GAN G a&iag).

» Viditor conversion: Metatpom) TOV EMCKENTOV G€ ayopootés. [ mapddetypa,
TopaKoroVOOVTOG TIG KIVNOES TV TeAaT®V péoo oto Site n tpdmelo pmopel va
nAnpoeopndel 6t 0 ypnomg X ortmbnke Hev Yy o TPO-TATPOUEVN KAPTA, OALY
dOTAVNGE KO APKETO YPOVO OTIG GEAIDEG Y10, TIOTMOTIKEG KAPTES Apa TOOVOTATO CKEPTETOL

KOL TNV €KO00T| TG TOTIKNG.

* Customer analysis: A&wldynon ¢ poakpompdleounc a&iog tov meAdtn yuw v
entyeipnon (anaytica CRM). Avty emituyyGvetol fe VITOAOYIGHO TOPAUETPOV OTOG TOV
TPOCOOKMUEVOV €6O0®V OmO aVTOV TOV TeAdTY, pe PAon To omoio EKTIHOVUE TOGOVG

TOpovg a&ilel va apIEPMGOVLE GE QVTOV TPOKEUEVOL VL KEPIIGOVLE TV TPOTIUNGT| TOV.

» Cooperative Marketing: Xvvepyacia pe to cuetquata () to dedopéva) CRM aAlwov un
OVTOY®VICTIKOV ETOPELOV Kot ayopd 1 avtodlayn dedopévmv (Yo mopaderypo tpomelikd

idpvpa pe etapeio Kvnng ThHAEPMVING).

* Viral Marketing: A&womoinon g teyvoroyiog FTAF (Forward-to-aFriend) n omoia
dtvel og KaBe meAdT TN HLVATOTNTO VO OTEIAEL GE PIAOVS KOl YVMGTOVS TOL VO TPOCOTIKO
e-mall, exbeialovtoc Ta mpoidvia kamolag entyeipnong. Xapn og ocvotyuoto FTAF o
etapeio pmopel va yvopilel moot TeAdTes TG TV d1opn pilovy TEPIGGOTEPO GE TPITOLG Kol

V0L TOVG aVTOUEDYEL OVIAOYOL.
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* Campaign Analyss Ilapakoiovbei oe moleg am' TIC TPOSPOPES TTOL GTAAONKOY
avtoamokpinke Oetucd o mEAATNG, TOlEg TOV EKavay Vo (NTHGEL TEPIGGOTEPES TANPOPOPIEG

(¢otw Kt av TeEMKE dev aydpaoe) KA. (Mdpyog Emridetog, www.gepiti.com, 2005)%

4.3 Tyedwoopoc Xvotipatog CRM

levikd, n epopuoyn GLOTAUATOS JwElploNg MEANTEWK®OV oy€cemv otnpiletal oV
GLAAOYN ONUOVTIIKOV TANPOPOPIOV TOV OYeTI{oVTOL g TEAATEG KOL GTOXEVOVV OTN
onuovpyior pag Phong dedopévav pe ototyeio Yoo T0 meAatoAdylo g tpanelag. H
OTUOVTIKOTNTO TG VTTOPENG aVTNG TS Pdomng dev eivar amdd otV amobnkevor dedopévav
Yl0. TOVG TEAATEC OAAG OMOTEAEL TO TPMTO PRl YO0 TNV UETEMEITO YPIOT TOVS Y10 TOVG
okomovg g tpanelog. Ta epompato mov tibevior Yo Tov  oXedGHO  EVOG
amoteleopuatikov cvotpatog CRM etvar ta e&nic:

[To1og givat 0 oKOTOG TNG AVAAVGTC GESOUEVMV;

T eidovg dedopéva Ba elcdyovtal ot Pdon;

[Towa popoen Ba wpénet va éxet to ovotnuo CRM, méve oto omoio Ba poptmdvovtal

To 6edopéva,

Ta mopandveo ep@THOTO 0POpoVV o€ KAOe emyeipnon mov embupel va ewoaydyel Eva
OTOTEAEGUOTIKO GUOTILO OO EIPIONG TEAUTEWLK®OV GYECEWV, TPOKEUEVOL VO UTOPETL HEGOL
amd to ovoTnua avtd vo eneepydletol To. dedopEVa TOV TEAATOV, EAYOVTOG PO
CUUTEPAGUOTO Y10l TIC AVAYKES TV TeAaTmV. ['evikd, odppova ue tovg Ahn et al. (2003)
To. onpeio. oToL 0molo TPEMEL VO, ECTIACEL 1 EXYEIPNON OCWV 0POPA GE TPOUKTIKA OEpaTa

YOP® 0O TV AMOTELEGLOTIKY EQOPROYT Kot Staeipton Tov CRM eivor:®

1. Zvidoyn dedopévmv: T'or MV cuAAoYN TV 6edopéEveV omd Tovg TeAdteg 1 Tpamela Oa

TPEMEL OPYIKE VoL TPpoodiopioet oo eivar ekeiva ta otoyeio mov emBupet va e&dyel and

& http: //www. eeei.gr/interbi z/arti cles/ecrm.htm
& Ahn,J. Y. et d. (2003), On the design concepts for CRM system, Industrial Management & Data Systems, 103(5), pp. 324-331.
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Tovg meAdteg. Aol mpoodlopicel pe axpifewr molo otoyeio ypewdletol, Emetta e
EPAPLOYEG TOV JOIKTVOOV, UTOPEL VO YIVEL 1] GLAAOYN TOV JESOUEVOV GTO TPHYPOLLLLLOL

Sl ElPIo”NGg TELOTEIKMDV GYECEMV.

2. llpo-enefepyocio dedopévmv: AQopad o OAEG EKEIVEC TIG EVEPYEIEG TTOV YIVOVTAL TPV 1M
avdAivon dedopévav Eekivioet. To otddo avtd meprhapPdvel ToAAEG dladikacieg, OT®G
aVayVOPLoT] GUVOALAYDV Kol OAOKApmon cuvoldaymv. TIpokeital yio pa ypovoopa

dtdKacio, otV omoio TOALESG S10OIKAGIES EIVOL OVTOUATOTOUEVEC.

3. Avélvon dedopévmv: XTOY0c ™G avaivong dedopévav eivor av egoybodv exeiveg ot
TANPOPopieg mov elval omapaiTNTEG TPOKEWEVOL VO EEACPAAIGOVYV OTOTEAECUOTIKEG
vrnpeoiec otoug ehdte (Cooley et a., 2002)%. Se moréc Tepmtdoeic OpOS 0 optOUOC
TOV 0ed0UEVOV TTOV GLAAEYOVTOL €ivol OAD HEYOAOS KOl Y10 TIG TMEPUTTMOELS OVTEG

VILAPYOVV OAPOPES TEYVIKEG OVAAVOTG OEGOUEVAV.

4. AAMAOeTidPaOT] CLUOGTNUOTOC HE TOV ¥PNOTN: O OYESOUOS TOV GLOTHHOTOS 7OV
ouvvdéel Tov meAdTn pe v Tpdmela ivat £va 10iaitepa KPIGIHLO onpeio yio TNV enLTuyio TOV
oLGTN TG dlyeipiong mehatelakmv oxécemv (CRM). O mo onuavtikog kotd tov Cooley
(2002) mapdyovtag yio TV EXLTV) 0 TOL GLGTAUOTOC Eival TO Vo KataAdPel 1| Tpdmela oot

glvat o1 YpNOTEG TOL CLOTNLOTOS KO TL OKPPADE TPOGOOKOVV OO TO GVGTN L.

5. Ogpého I'vioong: H Bacukcotepn Aettovpyio tov CRM givat 1 Kotavonon Kot TpokTiKn
a&lomoinon Tov TANPOPoPLOY TV TEANT®V. O TPOTOG LLE TOV 0010 01 TANPOPOPIES TOL
oTélvouv o1 Teldteg amofnkevovtal, avédvovtal Kot opyavavovtal o kabopicet ev Té€AEL

KOL TNV OTOTEAEGLOTIKOTNTO TOV TPOGPEPOLEVOV GTOV TEAATT) VN PECIDV.

6. [Ipocwnomompéveg YNpecies: 6T0 GUYYPOVO OAVTOY®OVIOTIKO TEPIPAAAOV, 1| TPOGPOPA

a&log otov meldtn eivor éva 10WiTEPO ONUOVTIKO GTOYELD Y0 TIG EMIYEPNOELS TOPOYNS

®Rathenberg J. Dawson S. Cooley R. “ Shaping the Future: Predictive Analytics ddliver the Promise of CRM”, Val.3, October 2002,
CRM Project, pp.31-46
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vanpecidv. O TPOTOG Ue TOV OToi0 TPooPEPETOL a&ion oTov TEAATN €lvonl PECH NG €1G

B&Boc yvopytiag Tov kat TN eEatopkevpévc eEvmnpétnonc tov. (Kobsaet a., 2001)%

7. ASP (application service provider): ‘Evo axdpo onpovtikd oTtoiyeio 6To oYedacd TV
CRM etvar n emthoyn tov ASP. O ASP @iloevel kar daxepiletot t0 AOYIGUIKO Ko
TOPEYEL TNV VANPEGIO. GTOV TEAAT HECH TOL OOIKTOHOL 1 WINTIKOV MeOmUEVODV
YPOUUOV emkovmviag. Ta tedevtaio ypovia mapatnpeitor po. otpo@i tpog toug ASP'S
vy Aoelg CRM, €101kd omd emyepnoelg mov dev d100EToVY TNV TEYVOYVMOGIO Kol TNV
TEYVOLOYIOL TPOKEWEVOD VO VTOGTNPIEOLY  OAOKANPOUEVE  GUOTHHOTE  OloyEiptong
TEAATEINKDOV GYECEMV. ZNUOVTIKE OQEAN OV TPOKLATOLV OO THV YPNOCYLOTOINoN TOV
ASP givat to yopunAotepo KOGTOG, 1 TAXOTEPT] EPAPUOYN, CLENUEVN AEITOVPYIKOTITO KOL 1|

a&lomotio Tov TAPOYOV.

4.3.1 Amotuyia epappoys ™S oTpatnykic Tov CRM

H onuocioc tov CRM  yuo v emyeipnon dev Umopei vo, Tpocd1optoTel €6V TPONYOLUEVOG
dev vmdpyel Eexdbapn emyepnolokn otpatnyikn. Ot enyelpoeS GVYVA LIOTIHOVV TIg
amotnoelg kot ) moAvrtaokotrta tov CRM. H AavBacpévn avtiinyn 6t1 «to CRM eiva
amhd o Avor software mov 6tav eykatactabdei Ba Avoel Olo Tor TPoPApaTO omoTeElel
KOO £VOL, CIILOVTIKO EUTTOO10 V1oL TOAAES eToupeiec. ['eyovog givar 611 to CRM avagépetan
oTNV KAAMEPYEW TNG KOTAAANANG ETOPIKNG KOVATOVPOG KOl GTNV SN HIovpyio 0modoTIKGV
TEAATOKEVTIPIKMOV S1001KOGLDV, 01 0Toieg Voot pilovtal amd T0 KOTAAANA0 Aoyiopkd. H
TOPOTAV® SOTIGTOOT] OOTOCO 00MNYeElL OPIWOUEVHL OTEAEYT OTNV TPOocdokio. OTL M
EYKATAGTOOT MG KOANG — Kot EVioTe- axpiPng Avong Ba amotedéoet v andvtnorn og oA
To. TPOPANHOTO TOV AVTILETOTILOVY KOONUEPIVA, LE OMOTEAECHO 1] OVETLTUYNG KATAANEN

oV £pyov va avtipetoniletal pe Ekninén, otav o Enpeme va Oempeitar dedopévn Paoet

84 . ) ) ! .
Kobsa, A., Koenemann, J. and Pohl, W.: 2001, Personalized Hypermedia Presentation Techniques for I mproving Customer

Relaionships The Knowledge Engineering Review pp372-378
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tov cuvOnkov. To amotélecpa givar va ydvoviotr moAvTiol Topot kot BEPata dev givan

. 2 , S
amolvta coeég 0Tt 1o CRM Bo viomombei pe Tov 6motd TpOTO.

4.4. TIpovmoBéoeig Yo viomoinon CRM otpatnykig

H opb1 gpappoyn oo CRM anoteAel mpdPAnpa yio ti¢ mepiocotepes etoupeiec. [ToAlég
EMYEPNOELS, OMWG OVTEG TIG AWVIKNG, €lval avikaveg vo. TPOGAlopicovy Tolol givol ot
neAdteg Tovg. Exelveg mov pumopovv, omdvia £xovv o akpiPr] eKTiunon ylo To motot gival
ot o KePOoPOpol N oot Ba yivouv ot wo kepdoopol. Alyeg kataioafaivouv Tt BELOVY
TPOYUOTIKA Ol TEAATEG TOVG, Y10 O YKAUO TPOIOVIMV EVOAPEPOVTAL 1] OO EMIMESO

gEumnpémong omartiBnke (AleEiov, k.d. 2005)%.

H amdvimon og 0Aa T0 TOpATAVE® OTOLTEL TOV ETOVOTPOGOIOPIGHO TNG CTPATNYIKNG KoL TNG
euhocopiag mov dEmel po emyeipnon. H allayn vootpomiog eivor M onpovtikdtepn
npobndOeon. H déopevon 6’ €va TEANTOKEVIPIKO GTOYO GE OAOKANPM TNV EMyeipnomn elvat
TPOTAPYIKOG TOPAyovTog Yo TNV €pappoyn emttuynuévov CRM Acewv, yeyovog mou
npovmobétel v vroopiEn ™¢ Atoiknong kot tov avBporvov duvapkov g (Gefen,
K.G., 2002)%.

[To ovykekpuéva pia emyeipnon mpv and v vAoroinon pog CRM otpoatnykig mpénet:
VoL KATOypAWYEL TIG OTOUTNOELS TNG, TO €101 TOV TEAATMV TOV £YEL, TN GLYVOTITA TMV
TOMGCEWDYV, TOVG TOUEIS TOL AVTES APOPOVV, TOVG TOANTEG Kol T TPOPANUATO TOV
ol meAdTEC pmopel Vo aVTIUETOTICOVY UE TO, TPOIOVTO TNG. AKOUN TPEMEL va
Mooy vroyn 10 avBpodmvo Svvapkd mov Ba amonBel kobhg Kot ot

OUKOVOULIKES OTTOTT| GELS.

8 Mavtikac AAEEavSpoc, Tevikog Alving ALPHA METRICS (2006), « 1 KpvotaAivn opaipa tov CRM- TIporéyelc kot thoeic»
Customer Care, tevyog 42, oeh. 24-27

% AkgEiov, N. kar Mavpéin, N. (2005), “CRM: Méda 1§ Avaykn — Avalntédvrag tov yopuévo mehdrn”, Financial RAM, (Méptioc),
oeh.18-39.

% Gefen, D. and Ridings, C. (2002), “Implementation Team Responsiveness and User Evaluation of Customer Reationship
Management: A Quas — Experimental Design Study of Social Exchange Theory”, Journal of Management | nformation Systems, Vol.19
No. 1, pp.47-69.
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vo eAEYEEL TOlEG TPOGOPUOYES ypewdlovtol ot vootpomia. NG emyeipnong. H
enutvyioc tov CRM egfaptdton oe moAd peydho Pabud amd 10 KoTd TOCO 1M
enmyeipnon Ba mpocappootel ot vootponio mov amarteitot. O meAdNG TPEmEL Vo
Aoppdvel TPOGOTOTOMUEVEG TPOG OVTOV VANPECIEG YOPIG VA TOV TOPEXOVTOL
OmOPOUTATOS Omd  €vo.  GUYKEKPIUEVO OTEAEXOG NG emeipnone. Me v
gykatdotoon £vog cvotnuotoc CRM, mavetl va £xel 0vGLOGTIKO VOMUA 1] £EKPPOOT
«0 mEMITNG pov», kobmg omotoodnmote €xel mpdoPacn oto CRM pmopel va
yvopiletl o mavta Yo KOs meddtn. To CRM Baler mpotuma o kdbe Tpunqpa yuor to

g O Tpémel va avTipeTonileTal o kdbe meAdTNG.

va Eemepdoel Tig empuAdtels tov epyalopévev kot vo toug Ponbnoetr va
vioBetcovv o CRM w¢ otpoatnykn g emyeipnong. Oa mpénetl va e£nynoet Toug
AOYOVG TTOL EMPAAAOVY TNV VIOOBETNGTN TOL Kol VO ETCNUAVEL TIC GUVETEIEG TNG 1N

aAloyN G Kat oL 0EAT TG olhayng (LEow oepvapimv, EKmaidevonc, K.AT.).

Vo VTApYEL KaAN TpogTotpacio. H emtruymuévn eykatdotaon apyilel ToAd mpv amd
TN QLGIKY] EYKOTAGTAON TOV AOYIGHIKOV. Apyiletl kot e€aptdTan amd TV Kotoy poen
TOV ETYEPNUOTIKOV OTOITNGEDV OGO KOl 0O T VOOTPOTIO TV GTEAEXDV OV Ot
70 ypnowomonjcovv. Katd v mpostoocio o oTEAEYN TPEMEL VO, KOTOYPAYOLV
TOVG oTOYOoVG omd TV gykatactacn tov CRM cvotiuatog. Ot 6td)0l TpEmel va
givol cuykekpuévot (BeAtioon Tov ¥pOVoOL OVTOTOKPIONG TV TOATOV KAT) MOTE
aQ’ VoG 6TN PACT TNS VAOTOINGNG VO LTOPOVV VO ATOTLVITMOOVV MG OTONTIGELS Kot
aQ’ €TEPOV LETH TNV LAOTTOINGT VO VITAPYEL SLVOTOTNTA KOTOYPAPNG TNG EXTVYI0G
N Oxt T0L CLVOAIKOV £pyov. AKOUN TO. OTEAEYN O TPEMEL VO AVOGYEIIAGOVV TIG
VOIOTAUEVEG ETALPIKES O1AOIKAGIEG DOTE Vo eE0AEIPOOVY AdON ToL TaPeABOVTOG Kot

va a&orombei kadvTepa To TPog eyKaTdoTact ovotnua (Swtnpdmoviog, 2003)%

‘Evag amd toug onuavtikotepovg AOYOVg omotuyiog TG €QApUOYNg €ivar 1 oamovcio
devbuviikev oteleydv TV TUNUATt®Y 0mov Ba Acttovpynoet to CRM: tov [Moiicewv,

00 MApKeETVYK KAT, TO. Omoio, avTUETONILOVTOC TO £pY0 G «EPYO TANPOPOPIKNGY,

83 ompomoviog, T. (2003), “To CRM omv starpsia: Epyoieio f a&eoovdp”, HOW?, (Oxtdproc), oeh. 20-24.

70



Bewpov mwg o1 VIEHOLVOL TEXVOLOYIOG TPETEL VO PPOVTICOVV Y10 TNV EYKOTAGTAON EVOG
TETO10V CLGTNHOTOC YWPIG TN S1KN TOVG EUTAOKT. Oa TPEmeL AoutoOV va Yivel avtiAnmtd OtL
ypelaleTonl GUEST) Kol OAOKANPMOTIKY] GUUHETOYN Kot vrootnpién amd ) Aoiknon g
etapeiog (Gefen, «.d., 2002)%.

Emwiéov, ot emyepnoelg mov Ba emyepnoovy va tomobetnBodv 6to ympo tov CRM,

npénel vo, eeTdoovy €61 factkd oTotyeia:

Ta MAEKTPOVIKA KOVAAIL ETIKOWVOVIOG: VEO KOVAALL ETKOWVOVIOG, OT®OC TO
dwdikTvo, £YouV Yivel TO UEGO Yo YPNYOPT, OAANAEMOPUOTIKY KOl OIKOVOUIKN
EMKOWVMVIOL LE TOVG TELATEG,.

Tnv ©dw v enyeipnon: péoa and 1o CRM, eivar avoykaio va domepactodv
opiovTio OA0. TO TUAUOTO TNG EMXEIPNONG KOl TO OTEAEYN TOVG TPEMEL vV
KOTOAOBOIVOLV KOt VO, OTOTILOVV TN GUUTEPUPOPE TOV TEAATT).

Tnv evduvdpmon TV TEAOTAOV: TPENEL M| EMXEIPNON VO KOTOVONOEL OTL pid
otpatnykn CRM mpénetl va dievkoAhvel Toug TEAATEG VO SIHAEYOVV 01 10101 TO TMG
Bo emucotvaovohv e TNV eToupeion Kot HéEsa omd To1 Kavail. Méoa and o tétoto
SdIKACI0L Ol EMYEPNCELG TPETEL VoL KEPOILOVV TO TPOVOUIO VO ETIKOIVOVOVDV LE
TOVG TEAATEG TOVG KOl O)(1 VaL TOVG Be®PovV ded0UEVOVG.

Tnv owovopio TOV TELATEWKOV OYECEWV: Alyeg €ivol Ol EMYEPNOELS 7OV
KOTavooOV UE TO0V TPOTO Kol HéEsa omd molo KovaAl Oo dtwbécovv ta yprpoTo
TOVG Y10, 0L ETUKOVMVIOLKT] TOKTIKY).

Tnv omotiunon TV TEAATEWK®OV OYECE®V: 1 0w®OT Owbeon ypnudtwv oe
EMKOWMVIOKES TAKTIKEG EEQPTATOL AUESO OO TOV TPOTO LE TOV OTTOT0 1 EMLYEIpNON
OTTOTUG, TOL OTTOTEAEGILOTOL LLOLG EMIKOVMVIOKNG OTPATNYIKNG, HESA OO To S1dpopa
KOVAALOL ETOPNG LLE TOVG TEAATEG.

Tnv ypnon e€otepik®mv TNY®V TANPOQPOPIaG: 1 TANPoPopio oL eivol dbéciun

elte and Tpitovg gite omd AOYIGUIKO TO OTOI0 OVOAVEL TN GUUTEPLPOPA TEAUTMY GTO

® Gefen, D. and Ridings C. 6.1
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Awdiktvo, umopel va amodeydel ypioyn oTNV TEPOUTEP® KATOVONGT TOV TEAUTOV

(Kémavoc, 2000)%.

Epooov e&etactobv ta nmuato mov avaeépbnkav, n mpog emévovon Avon CRM, 6a
TPEMEL VO KOADTITEL TIC TOPOTAVE dpactnpotres. Opwg mpwv mpofel oty ayopd Ko
viomoinon &vog ocvotiuatog CRM, mpémel va el por cogn €ovo yio 10 KOGTOG
vAomoinong Kol EQaPUOYNS VOGS TETOWOL GLGTHUOTOS, YTl TO KOGTOG Umopel va €xel

OTUOVTIKOTOTEG OMOKAEIELS. YTTAPYOUV apKETA oNUovTIKG onpeia ta omoio Kabopilovv T0

KOOTOG €VOG TETOOV GLGTH HATOC,.

Hivaxoeg V: IMMapayovres kKon exidopacn Qappoyng CRM*

Hoapdyovrag

Enidpacn péoa otovg emdpevovg 12 piveg
gpappoyns Tov CRM

1. Xpnoteg tov CRM Software

To ko6ctoc Tov Software amotehel £mg Kot ToO
42% tov GUVOAOL

2. T'ewypagiég Teploy€g mpog KoAvym

To k60T0g d106VVOEON G TV onueiov mov Ha
gykotootadel 1o chHoTN U

3. Agrrovpyieg g emyeipnong mov Ha
KoAveOobv my. moincelg, marketing,
customer services, [TpounBevtég

H vmoompién mepiocdtepov  SadIKOGIDV
avEavel 10 KOGTOG

4, H éxtaon omv omnoio  Oo
vAoTo 00UV OAEC ALTEG O1 S10LSTIKOGTES

O emavaoyedloouog TOV ddIKacIdV Tov Ho
evtoyBotv oto CRM avédvet 10 KO66TOG

5. Tlopoperpomomoel  ywo v
viomoinon tov CRM péoa oty
enyeipnon

Ot mpocappoyég &vog ovotquatog CRM
umopei va avé&noovv to k6otog péypt kKot 28%

6. Ot amoutnoelg OoHVOESTG TOV
CRM pe ta vapyovia mAnpoeoplokd
GLOTH HLOTO

Amotedel  amd  TOVG  OMUAVTIIKOTEPOLG
napdyovteg avénong tov Kootovg (Emc Kot
duthaciacud) kot kKabvotepiiceav (§mg kot 12
pivec)

7. H dmopén adomomoiung vrodoung
Bacewv dedopEvmv

H omopén OPYOVOUEVOL TUNHOTOG

punyovoypdenong kot m  Aettovpyion  Pdong
JEJOUEVOV LELDVEL SPAUOTIKA TO KOGTOG

8. Néoc pmyavoroykog eEomAiondg

9. TnAemKovmVIoKOS eE0TAICUOG

Oco vedtepog eivor o vadpyov eE0mAMoUOG
1660 HIKpATEPO Ba givat To KOGTOG LAOTOINONG

10. Awyelpion  aAhoyov
emyeipnon

otV

Ed®d vmoroyiletal 1o avOpmmivo duVOKO TOL
O cvuPaiiel vIEP TOV dALOY®V OAAG KOt Ol
VITAAANAOL oV Oa Aewovpyncovv
VOGO TOATIKG.

O K dmavog, X., “H tavtémra tov CRM” XRAM, Agkéufprog 2000, oeh. 14-16.
* Maoyokdmovdog, k.0., 2003, http://www.go-online.gr/ebusiness/index.html
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Amd 1t otiyun mov Ba £ETOGTOVV Kol O1 TOPAYOVTEG TOV KOGTOVG, 1| Entyeipnomn Ba mpémet
VO KOTOoTPOoEL To Pripata (PACELS) Kol TN GTPATIYIKN VAOTOINONG TPOKEEVOD Vo
EVIOMIOTOVV KOl VO OVIWETOAICTOVV TLYOV TPOPANUOTA KOTG TNV EQOPUOYN.
[Tponyovpévmg OpmG Kpivetol oKOTILO Vo, eEETOGTOVV TOL GLGTHHOTO EKEIVOL LE ToL Omoln

umopei va ouvdedei to CRM dote va mopéyet To OAOKANPOUEVEG VN PEGIES.

Lotk
Avtinan

Epevv Yyl

V

Lpoypopariopoc

Kermuokeun

[pooupuoyy W Zovmpnon M Yiemoian

Avdypappa | X. Bijpote dtadwkaciog vioroineng CRM

4.5 ®daosig oyedacnov Kot vAomoinong etpatyikiisc CRM

Onwg Mon avaeépape, ovtd Tov TPoEYeL TPOTov £yKataotadel 0mol0dmoTE GVGTNUA
CRM, givai n viobétnon kot n eQappoyn TG PIA0GOMI0G TOL HAPKETIVYK TOV GYEGEMV,
amd TAEVPAG emyEipnong kabmg emiong Kol TOL TEAATOKEVIPIKOV TPOGOVOTOAGUOV
(Stringfellow, k.4, 2004)%.

% Stringfellow, A., Winter, N. and Bowen, D. E. (2004), “CRM: Profiting from Understanding Customers’, Business Horizons, Vol. 45,
No. 5 (September-October), pp. 45-52.
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Enpoceta to CRM amoteAel kot @rAocoeior TV omoio wPEmeL Vo amodeyTel Kot vol
vroomnpiéel N avotatn dwoiknorn. Eivar guBdvn tng dwoiknong, m vmoxkivnon kot m
EKTA{OEVOT TOV TPOCHOTIKOV, OGOV APOPE GTT) GLUTEPIPOPA TOV LE TOVG TEAATEG OALA KOl
070 XEPIOUO ToV cvothuatog. Emiong n emttuyng vAonoinon evog CRM g&aptdrot and v
amodoyN Kol €QPAPUOYN TOV OO OAQ TO TUNUOTO TNG EMYEIPNONG TOL £YOVV GpECN 1M
ELLLEDT] ETOLPT LLE TOV TEAATT).

To emduevo otddo €xel va kavel pe Vv teQvoloyin, 1 omoio amotedel To ovaykaio
gpyaieio yo v viomoinon kot vmootpiEn wog CRM mpocéyyiong. H ovppetoyn
EMAEYUEVOV OTEAEYDV TNG emyeipnong otn dwdikacio emAoyng evog cvotipatog CRM
e€aoparilel T0 6mOTO KABOPIOUO TOV AVAYK®V TNG EMYEIPNONG, EVO TapdAANAd, TPOowOEl
TNV GLUVEPYOGIO KOl TV OT0d0YN TOL VEOL GLOTNHUATOG. META TO GTASIO TNG OPYOVMTIKNG
VIOdOUNG KoL amd TN otiyun mov o Kabopisbovv 1 opdda vAomoinong tov £pyov Kot ot
EMYEPNUATIKES aVAYKES, Umopel va emheyel T0 KataAAAo Aoyicpkd CRM, kabdg kot vo

op1obel 1 TEYVOAOYIKT] VITOSOUN TTOL OTMOLTELTOL TPOKEUEVOL VO TO VITOGTNPIEEL.

Avaykaio otadre yio v emioyn kKaraiinlov software

2waoty IDnpopopnen — npaoty vy tov CRM
H dnuovpyio ko cvvtipnon oyéong pe tov meddt Paciletor otn cmOT Kol EXOPKN
mnpoedpnon™ ywo k6be évav Egyopiotd. Avth 1 TANPoEdpNon Ba emTpéyel ™ Aym
CWOTNG OmOPAoNG:
l. To cwotd segmentation méve 6to omoio Ba oyediactei To enrrvynuévo Marketing mix
Il. Tnv cooT avaAvon TV AmToTEAECUATOV amd OAES TIC TAKTIKEG evEpyelec marketing
To software 1o onoio 0o emdé€el 1 emyeipnon Oa £xel Gav 6TOXO TNV KOTOYPAPT], AVAALOT|
KO 0VO.GLYKPOTNOT| TNG TANPOPOPNONG HE OMOOEKTEG TOVG OVOPDOTOVG TOL UAPKETIVYK.
Opiopog ETUPIKIS CPAIPIKHS CTPATHYIKNS
Onwg avagépbnke kot mponyovuévmg, o CRM ywpiletol oe tpio TUMHOTO: TO AETTOVPYIKO

CRM, 1o avaivtikdé CRM ka1 to CRM ¢ aAinienidpaonc. [TAéov, vmdpyovv Aoyiopkd

% T¢ehexomovrog, B. (2001), “ Customer R ationship Management” , Evposvwoiaxéy Oxovouikdv Agitiov Aioikioewe Emyeipioewy,
Tebhyog 331, (Noéupprog- Aeképuppiog), oer.88-90.
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ov KoAdmTowy éva M kol meplocotepa Tuqpato Tov CRM avdloya pe Tig avdykeg H
emyeipnon Bo TPEMEL VO OMOPAGIGEL TOWO TOUEN £XEL TEPIGGOTEPO OVAYKN: TOV TOUEO
EMOPNG TPV TNV TOANGCY, TV B T SwdKacio ™G TOANONG N TNV UETE TOANON

eELIMPETNON Kol EMKOVOVIOL.

2vvepyacia pe E101KOVS
H ovvepyaocio pe etapeieg ovpfodrov CRM, Bonbdet kot otn cmoth €nAoyn Kot TV
EVOOUATOON TOL AOYIGUIKOV oL TTpoypatikd ypetaletar. Emiong, kpivetoanw okdmipo vo
egetaotel 11 ypedleToan amd mAgvpdg teXVOAoyKNnG vmodounc. To CRM amottel éva
ovyypovo Kévtpo Tnrepwvikng E&uanpétnong kat teyvoroyia CTI (Computer Telephony
Integration) ywo v appovikn daygipion Tov el6epyOUEVOV Kot eEgpyOpevmY KANncewy. o
TO YTIGO TOV TPOPIL TOV KEPOOPOPOV TTEAATN, amarteital Eva cvotnuo Data Warehouse,
7oV B0 ATOTVMVEL TN GLUAEPLPOPA, TIG EMPVUIES KOl TIC TPOTIUNOELS TOV TEAGTY]. ZTM|
OLVEYELN, 1 TEYVOAOYIKT] Vodoun Tov CRM Ba mpénet puowd va vmootnpiletl to Internet

®G £va. ad T KOVOAL0 ETIKOVOVIOG L€ TO TEAATT).

Metd ™ @dor onpovpyiag ToL TANPOPOPIAKOD GLGTHUATOG AKOAOVOEL | PAGT TV aPoPA
oTN PN ON AOYIGUIKOV ovAADONG KO TUNHATOTOINGN S TG ayopdc, To omoio Ba Paciletan
0TOV OYKO TV GTOWEI®V OV APOPOHY GTOVG TEANTEG — KOl TO. OO0 VITAPYOLY NON GTO
TANPOPOPLOKO GUOTNUA. MEGH GTATIOTIK®V KOl GAA®V HEBOd®V avaivong, 6mmg HEBodot
TOV HOG ETTPETOVY T ONUOVPYie TOADTAOK®V epmTNoe®mV otr| Bdon dedopévav (OLAP)
N pebddov mov pog semrpénovv v eE0puén abéatwv cvoyeticewv (Data Mining), sivat

duvatr 1 PEATIOTN AVAALOT] TUNHOTOTTO N O™ Kol TPOPAEYN TNG Oyopag TG ENLEpNONG.

To endpevo otddio eivor M vAomoinomn g unyavig eEOTOUIKEVONG TG EMKOWVMVIOKNG
tokticY. TIpoidvta, vanpesies kot emkovavio eivol duvatdv va otoxebovy e Kabe
TeEAATN EEXYOPLOTA, HECH O1001KACIOV Kol HOVTEA®V oL Pacilovtal oty TAnpoeopio mov
&ovpe yoo kéBe mehdt. To Tétopto oTASI0 OQOpdE ot dNuUovpyio. TG HNXAVIS
enwowwviog. H umyovn aut tpémetl va mopéyet T duvatdTnTo GUVEYXOVS OAANAETIOpaoNg

peta&d mehotdv ko entyeipnong. H aAinienidpaon avtn de Oa tpénet va Paciletar og Eva

® T¢ehexdmovrog, B. (2001), 6.7..
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HEGO Kol HOVO. Av kol TO SldiKTVLO EYEl YOpaKINPIoBeEl MG TO OIKOVOUIKOTEPO UEGO
emKowmviog, kaveic 0g pmopel vo Bpioketar e avtd 6€ ohonuepn Paot, omoTE Kol O
TPOCOVOTOMOUOG NG emkowmviag Ot pmopel vo Pociletor poévo o’ avtd. Muo
OAOKANPOUEVT] LIYOVI ETKOIVOVIOG TPETEL VAL EIVAL CVOTYTI OTNV OPYITEKTOVIKY| TNG, OOTE

va Voo TNPILeEl 6GO TO FLVOTO TEPIGGOTEPO KOVAALD ETOPNG LE TO TEAATN.

Televtaio otddo oty viomoinon o Avong CRM eival 1 unyoviy Tov cuvoAloy®v.
Avt Bo Tpémel va EMTPENEL TNV AVTOAAGYT] AN POQOPIOG HETAED EMyeipnong Kol TEANTN,
Kol ovtd O10TL 11 TANPOPOPIOt TOL TOPAYETOL KOTO T CULVOALUYY OTOTEAEL ONUOVTIKO
KOUUATL aVOpPOPAG Y10 TO TANPOPOPLOKO GUOTNHUO TOV SIOOETEL GTOLYEID TOV TEAATMV TNG
emyeipnong. 'Etot, 10 TANpopoplakd GUOTNUO OV YPNOCILOTOIEITAL Yol TV KOTOXDPNOoM
TOV OTOWYEI®V TOV TEAATMOV TOPEYEL TN OLVATOTNTO GLVOAIKNG Agtovpying, TOGO GTO

TOPOSOGLOKO OGO KOl GTO NAEKTPOVIKO KOTAGTILLO.

Yhlomoinon kot Eykatrdotacn tov CRM cvetiipatog, Zoveymg vaostipién Kot
GUVTI|P1G1] TOV GUGTI|HLOTOS
Mo ™ S106QAAIoN TOV EMYEPUATIKOV TAEOVEKTNUATOV Eival onUavTiKd 1 entyeipnon va
TPOYUATOTOMNGEL TOVG OVAAOYOVS EAEYYOLG KO TIG amopoitnteg aAloyEG oto epyaleio-
EPUPUOYEG, £TOL MGTE 1] ATOS0GH TOV GLoTHHATOG Vo givar emBount (TlelekodmOVAOG,

2001)%.

[To avaAvtucd kot copeove pe to Adypappa IX ot @doglg avamtuéng kol vAomoinong
CRM eivau:

H avéntoén yevikd evog cvotiuatog CRM Baciletal otnv TUMIK) TPOGEYYIoT TOL KUKAOL
Lomc Tov™® (CRM development life-cycle- Awaypoppa IX) 1 omofa olokAnpdveron oTig
OKT® PAcELS TOV dlaypdppatos. Ewud yo v avartuén evoc CRM cuvotipatog vrdpyovv

EMMALOV  TEOOEPA KLPLOL  YOPOKTNPLOTIKG YOl OOTEAEGUOTIKO  OVOCKEOIOGHO TV

% T¢ehecomovrog, B. (2001), 6.n
% Bose, R., Bose, R. (2002), "Customer relationship management: key components for IT success’, Industrial Management & Data
Systems, Vol. 102 No.2, pp.89-97
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TANPOPOPLOKDOV GUOTNUATOV MOTE VO KOADTTOLV TNV €VWOld TOV EENTOMKEVUEVOD
marketing (one-to-one marketing) kot ivat ta e’
Avayvapion TpOT®V GLALOYNG TANPOPOPLDY GYETIKADV LE TOV TEAATN
Avaoyedloe oG TV OESOUEVOV
AMNAETIdpaon pe TOV TEAATN HECH XPTONG TAN POPOPLOKNG TEXVOAOYIOG
Metddoon dedopéEvmv

AVTA TO YOPAKTNPLOTIKA EVOOUOTOVOVTOL GTIG OYXTM PAGELS TOV TEPTY PAPTGOV TOPOTAVED

Ko T1G 0moieg Oo eE€TAGOVE OVOAVTIKA:

®aon 1: Mpoypappaticpds (planning)

Onwg ovpPaivel pe 6Ao o ETYEPNUATIKO OYEOLD, £TGL KOl TO GXE010 LAOTOINGNG TOV
CRM omottel ) 0EGUEVGON TOL OVATEPOV 1EPOPYIKOD EMTEIOVL WG EMYEIpNONG. XTO
onueio ovtd Yivetol avVAALOYT TOV ETYEPNUOTIKGOV Ol0OIKOCIDV KOl TOL TTAOC OVTEG
LITOPOVV VO OVOLGYESILGTOVY MGTE Vo eEuANPETONY e 6o éva- Tpoc- éva. (One-to-one
interaction). Emiong mpocdopilovtal ta onueio aAAnAeniopaong pe tov meAdtn, Sniad to
TAC, TOTE Kot Tov 1 emtyeipnon Bo Epyeton e emaen e TOV TELATN Kot TapOAANA YiveTot
KOTOYPOQN OUTOV GE £V TANPOPOPIIKO GLOTNHO £TGL MOTE KA TANpoopia Yo TOV
meAdTn va glvor wpooPacyn amd 6lovg otnv emyeipnon. Ewdwd ot dowovvreg v
emeipnon ypedlovior mpocsPacn oe TANPOPOPNCT TPOKEWEVOL Vo PEATUOGOLV TNV
TOOTNTO TOV OTOPAGE®V OV Ao dvouv. 'ETol Aomtdv 6t @Act TOV TPOYPOUUOTIGHOD
pocdopiloviarl Kol 01 TPEYOVOES JOIKAGIEG AMYNG amoPacewv Kabmg emiong Kot 1o

mo1eg omd avtég Oa St pnbovv, moieg Bo TpomomomBovy Kot Toteg Ba ekAElyoLV.

®aon 2: 'Epevva (ressarch)
2T @AoT NG EPELVAG, 1| OUAdO TNG TANPOPOPIKNG YPEWIleTaL Vo avoyvopicel peBddovg
MOTE 01 AVAYKEC TNG EMLyElpNoNG va cuvddovy pe ) dopun Tov CRM. 1o onpeio avtod givan

YPNOUO Vo, ANeBovY v’ OYIV 1] OPYOVMOGLOKT] SOUN, 1| KOVATOVPX, TO DAKO Kol AOYIGHIKO

 Wells J.D, Fuerts W.L., Choobineh, J., 1999, “Managing information technology (IT) for one-to-one customer interaction”,
Information & Management, vol. 35, n. 54.
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mov dbétel | emyeipnon, ot Tpounbevtég K.o. Kpiown eivon emiong kot pio mpocekTiKng

eKTiEMoN TeV S0BECIUOV TOPOV Kol TV GLVINKOV TNG 0yopd.

®ddon 3 Xvetnuky avalvon ko Osopntiky oyedioon (System analyss and
conceptual design)

H mpot @don tov mpoypoppatiopod poll pe m @aon e CLOTNIKNG 0VAAVOTG Kol TOV
BempnTiKoh 6YEdIGUOD ATOTELODV Ta TTO GNUAVTIKA Pt TG dtdtkaciog vAoroinong

t0v CRM. Ot Bacikdtepot mapdyovteg mov TPEMEL VoL ANPOoVY vITOYN 6T AGCT aVTN ivat:

- AAAnlemiopoon e tov weldn

Yrdpyovv kupimg dvo Pacikol tpémol pe Tovg omoiovg £va cvotuo CRM alAniemidpd pe
tov mehdtn. O €évog elvar pe ypion G TANPOQOPOKNG TeEXVOAOYing, OmAadn ue
YEWPOKIVITO PHEGO KOl 0 AAAOG Eival Pe YPIOT OUTOUOTOV HEGMV. TNV TPOTN TEPIMTOON,
peta&d tov ocvoruoatog CRM kot tov meddtn pecorafel o epyaloduevog. ITapaderypa
aAnAeniopaong meddtn kot CRM cuoTiHatog pe xpnon TANpoeoplokng teyvoroyiag eivat
N Ymopén KEVIPOL VIOGTNPIENS TNAEPOVI|LATOV OOV 0 TEAATNG UTOpEl Auesa va £pBetL o
EMOQPN HE KAMOWOV OvVTIIPOCONO TG Eenyeipnong kot vo  {ntmoet  vmootpién
vrofonBodpuevoc amd 10 makéto CRM mov €yel vAomomBel. tn dedtepn mepintwon g
QLTOMOTNG EMKOWVOVIOG, O TEAGTNG OAANAemOpd AGueco pe 10 ocvommuo CRM. T
TOPASELY LD, LEG® ALOOIKTVOV 1 [LE TN YPNOT) CVTOUAT®V TNAEPOVIKOV GLUGTNHATOV, YOPIG

va arouteiton 1 TopEpPoon Tpitov TPOGHTOV.

- 2pogn o€ EEOTEPIKOVS GVVEPYOTES

Edv n emyeipnon dev el eumeipio maveo oto CRM, pnopel va otpogel o€ e£0TEPIKONG
TOMTES ETopav makétmv-Aboenwv CRM kat cupfodrovg yo pio €toto vAomoinon. Ot
eEmotepkol cOPovAOL umopovV va BonBNcovy GTOV aVOCKESIOGHO TOV ETYEPTUOTIKOV

SO IKACIOV Ko TNV EKTaidevon Tov epyalopévov yuo eéokeimon pe 1o ovotnuo CRM.
- YAomoinon tov cvotiuaros CRM arodioxa

‘Eva ano ta mheovektnuato tov CRM givor 611 pmopel va viomoin el otadiokd. AKOpo Kot

av M enyeipnon SBETEL TOVG KATAAANAOVG TOPOLG Y10, TOV AVAGYEOAGUO TNG GE GUVTOUO
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YPOVIKO Oldotnua, €ival mpotiudtepo va viomouwoel to cvotnuo CRM katd otddw
EeEKVOVTOG ammd TNV VAOTOINGN TV POCIKOV XOpaKTNPoTik®dv Tov. 'Etel n viomoinon
KATO10V TEYVOAOYIDV Om®¢ eival yio mapddetypo amodnkevon dedopévov o Peydleg
Baoeig dedopévav (data warehousing), e£6pvén kat avdAivon tov dedopévov avtav (data
mining), oAokANpouéva TNAEP®VIKE cuoTipaTe Kot avoafaduicelc Tov S1kTvov, amoTelel

npobmdOeomn yio v viomoinomn tov CRM.

- AvooYed1aoUog TV OEOOUEVMDY TV TEAATOV

To TuNUa TOV TANPOPOPLOKAOV GLOTNUAT®V TNG enyEipnong cuvnbmg ETaVEKTIUG TOV
TPOTO e TOV 0T0i0 amobnkevovtal Ta dedopéva mpokeévoy v viorombei to CRM. 1o
onueio ovtd vAomolovvtal Oépato dote Ta dgdopéva TV TEAOTOV vo elvon dueco
npocPdoya, va givor cuykevipopéva og «amotikec» (data warehousing), va eotidlovv
OTOV TEAATN KO VO KATIYOPloTolovvTot BAcel TeEAotdv Kot Oyt BAcetl Tpoidvimy 1 Kamolog

AN G neBOdOL.

- MeAétn oxomuotntog
Edm m emyeipnon mpémel vo peletnoel To Katd mOco SBETEL TOVG KOTAAANAOLS TOPOVG
Yy TV vAomoinon evog cvotnuatog CRM -vAtkovg kot ypnuotikodc- Kot TNy avaioyn

VIOoTNPIEN Ao OAQ TOL TUNMALTO TG ETLYEIPTONG KOl KUPpimG amd To avdToTo Mmanagement.

®daon 4: Tyedioon (design)

AoV  €xel ohokANpmOEl 1 TPONYOVUEVN] QACT] TOL TPOYPOUUATIGUOD TOL OAOL
TPOYPAUUATOG KOl £YEL TPOGHI0PIOTEL 1| PIOGIUOTNTA TOV, 1 TETAPTN PAoT TEpLapPdvel T
Aemtopepn oxedioon. Zyxedioon onuaivel MOy TV PACIK®OV TEYVOAOYLOV dNAAdY TNG
OPYUITEKTOVIKNG  OIKTOOV, TV Pdoewv OedoUéveV, TOV GCLGTNUATOV VLTOGTHPIENG
amopdcewv (Decison Support Systems, DSS) kot tov mokétov Aoyiopkod mov Oa

e&ummpetovv to cvotnua CRM.
AOY® TOL OTL 1| dwxeipion TEAATEWK®OV oyécewv pe T popen tov CRM PBpioketon akdpo

o€ PO OTASI0 OVATTVENG GTNV Oyopd, OEV VITAPYOVV TOKETO TOV VO TPOGPEPOVY L0,

oAokAnpopévn Avon CRM. Avtd mov emurvyydvetor, cuvibog pe tn Pondelo kdmoov
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EUmelpov ouUPovAOL, Elval N OAOKANP®GCT TOAADY SLUPOPETIKAOV TOKETMV LLE TIO SVGKOAN

™V ook pwon peta&d CRM kot ERP moakétov.

®daon 5: Kataokev (construction)

¥t @don avt exteheitor 1o mPOHYpappo oxedloong e TETAPTNG eAcnc. Av 10 OO
npoypoppa viAomoinong tov CRM dev éyer xotoatunbei oe otddia, 01 TEPIGCOTEPES
eMEPNoeL; omoteivovtal o Kamowv e£mtepikd ovuPovio pe eumepio oe OEparta

Kataokeung cvotnudtov CRM.

®daon 6: Yhomoinoen (implementation)

>t @Aon ot TOAD GNUOVTIKO pOAo €xel M ekmaidevon Tov epyalopévov OAWV TV
EMMESOV NG 1Epapyiog UG EMEPNONG, TPOKEUEVOL VO KOTOVOIGOUV OYl HOVO TOLG
o10)ovg €vog ovatnuatog CRM, alAd kot To M 1 VAOTOM O £VOG TETO0V GUOTHLOTOG

00 cLUVEICQPEPEL OTNV KOAVTEPT EEVTNPETNOT TWV TEAATDV.

daon 7: Tovrpnon (maintenance)

X1 @Aacn avtn N EMYEIPNOT EMOUDKEL VO EUTAOVTILEL GLVEXDG TIG YVMGELG TNG YOP® Omd
TOVG TEAATEG TNG. AGY® TOV SLVAIKOD YopakTnpa g ayopdc, 1o CRM amattel cuveyn
a&lohdynon g anddoong TOV GLGTAUATOG. To TUNHO TOV TANPOPOPLIKOV GLGTNUATOV
™m¢ emyeipnone Bo mwpémel vo cvvepydletor pe ta dAlo tuquate tov marketing, g
TOPOYWYNG KA., TPOKEWEVOL VO, omodelyTel Kotd mO6co T0 ovotnue tov CRM

OVTOTOKPIVETOL OTIC OVAYKEG QVTMV TOV AAUPAVOVY OTOPACELS OTNV EMLYEIpNON.

®daon 8: Tlpocappoyn (adaptation)

¥t @don avti] yivetor mpocapuoyn tov cvotipatog CRM dote va avtomokpivetol o€
aAlayég mov ovpPaivovv oty emyeipnon. o mopdderypa 1 avantvén evog vEou
TPOTOVTOC 1| 1 ELPAVION VOGS VEOL KOVOAOV TMOANGTG OAAALOVY TOL dESOUEVA. ZOUPOVOL [E

tovc Rogers kot ers (1993 98, o PAunoto the dwdwkacioc vAOTOl gvoc CRM
¢ Rog Peppers ( aft ng S nong &vog

% peppers, D. and Rogers, M..: 1993, The One to One Future: Building Relati onships One Customer at a Time. Currency Doubleday,
New Y ork
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GLOTIHOTOG GE GYECN LE TNV TOPATAV® TPOGEYYIoT Tov KukAov (mng Tov CRM kot givat

o 9.
To €ENG T€COEPQL .

1. Ilpoodiopiouog twv meAaTV TS EXLYEIPNOTG.

[Tpocdiopilovtar 6A To TOAVTIUO GTOXELD, ONUOYPAPIKA KOl YUXOYPOPIKE, TOV GpOpPOHV
o€ KOO TELATN Kol VTOGEKVOOVV TNV AYOPOGTIKT TOL GUUTEPLPOPE KOl T GYECT TOV EXEL
dwpopemoet pe v enyeipnon. Tétown otoryeio cuAAéyovtal amd To onueio EmaEng Ue
TOV TEAATT), OT®G £ival 01 TOANTEG, To TUAHOTE EELTINPETNONG KO LTOGTNPIENG TEAUTDV,

TOL NAEKTPOVIKA KOTOLOTHLOTOL KAT.

2. Katnyopromoinon twv meAatv POoeL GTOVOAIOTHTAS VIO, TNV ETXLYEIPNOT].
Y10 onueio awtd gpapuoletor o Kavovag tov Pareto, sniadn to 80% tov KikAov epyacidv
npoépyetor omd to 20% TtV mEAaT®V. Avtoi ol mEAATEG MOV Eival Ol TEPICCOTEPO

TPOGOS0POPOL TPETEL VOL ALVOLY VAOPIGTOVV KO VO, S0 WPLGTOVV OTO TOLG VITOAOITOVG.

3. Avamtoln unyovioumy aueiopouns EXIKOIVOVIOS UE TOVS TEAGTES.

H emyeipnon emavektiud ta Mo vmdpyovto onpeion emagng Kot divel Kivitpa otovg
TEAATEG MOTE OVTOL VO, apyicoVV JSGA0YO HE TNV EMYEIPNON GYETIKA LE TO TPOIOVIA TNG,
T1G O1001KOGIEG TOV aKOAOVOET, THV To1dTNTA EELTNPETNONG TOL TPOGSPEPEL KAT. OAor ovtd
To. OEOOUEVO, TOV GLAAEYOVTOL OO T OMUEiD EMOQENG OMOTEAOVY TO TOALTIUOTEPO
KEPOAOLOVYIKO GTOTYELD TNG EMYEIPNONG, KAODS OTNV apéva TNG VENS OIKOVOUING O TEAATNG

Kol 1 oyéon pali Tov TPoGoIdovV GTIG EMYEIPTOELS OVTAYMOVIGTIKO TAEOVEKT LA

4. A&iomoinon 0LV TV TOPOTEV® YIo. THY AVATTOEN GYECNS UE TOV TEAGT.
Y10 Ppo awtod yivetal alohdynon oAV TV GLALEYOUEVOV dedouévev Kot a&lomoinon

QUTAOV HE TOV KOAVTEPO dVVATO TPOTO TPOKEWEVOL v avénbel 1 ToTdOTNTO TOL TEANTN

oTNV EMYEIPNON.

% Peppers, D. and Rogers, M .: 1993, ..
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4.6. Avaykal0tnTa, 0QEAN-TAEOVEKTIHOTA Kol AOYol amoTvyiog pog epapuoyig CRM

Avaykaotnto tov CRM

[Mopoakdte yivetor pio cbvioun emokdémnon oy mo mpoécearn Pifioypapio Kot
egetdletar n otpotnywkn onuacio tov CRM, 1o o@éAn amd TNV €yKatdoTooy TOL
GLOTIHHOTOG KAOMG KOl 01 TOPAYOVTEG EMITUYIOG KOl T O{TI0L OTOTVYIOG TV GLOTUATOV
CRM. To CRM ovykevipdvel mAnpogopieg amd OAeg TIC TNYEG OESOUEVDV €VOG
OPYOAVIGHOV Kol TOALEG POPES Kol EE® OO ALTOV Y10 VO SNUIOVPYTCEL L0 CQAPIKT EIKOVOL
v kabBéva meAdtn o mpaypatikd ypovo. Xuvvovdler pebodoloyio, AoylopKO Kot
teyvoloyieg, to omoion eotialovv oMV avTtopatomoinon Kot ot PeAtioon TV
emyepnookomv dwdkaciowv. To CRM ompiletar oty extetapévn ypion Pacewv
dedopévmv. Xe avtég, N etoupeio tnpetl Eva mAn0og and mAnpogopieg o1 omoieg pmopoHv vo
ypnowomombovy €ite yio vo avEoovv TG TOANCES TG &ite Yoo vo e&umanpetn et

kaAbtepa 1 7N vdpyovoa meateio ™ (Cavvapdinc, 2004).'®

Onoc avépepe o Peppard (2000), to CRM dievkoArbvel Tov TEAATN 6TIC GUVOAAAYEG TOV UE
mv enyeipnon. Ov meddteg dev Oa ypeldletar mAEOV VO OVTIUETOTIGOVV TNV
TOADTTAOKOTNTO. TOV ETOPEIDOV (OmapyoimpuEves SoUEG Kot TexvoAoYies) kal Ba mpénet va
amoeacicovy ot 1ot Tov TPOMO e TOV OTOIOV EMBVUOVV VO, GUVOALYTOVV UE TNV
enmyeipnon. Eniong agopd tnv avdivon e TANpo@opiog GYETIKA LE TOVG TEAITES Y1 VO
INeBoHV EMYEPNUATIKES ATOPAGELS LE GTOYO VO KATOAAPOVY Ol ETOPEIES TIG AVAYKES TV
TEATMOV TOLG, VO TUNUOTOTOWGOLY TV 0yopd, vo. TpoPAéyovv v mlavotnto g
«amooKipTonNg» Tev tehotav (anti-attrition), va aveivcovv v ‘agpocioon’ (loyalty) tovg

, y 101
Ka0hG kot Ta kéPST.

Toupove pe touc Peppers et d., (1999)'% 10 CRM apyid eotidlel otn dnuovpyia

OTEVHV GYECEMV UE TOVG TEANTES EMYEPMVTOG VO OAAGEEL T CLUTEPIPOPE TG ETAPEinG

10 Travvapaxng 1. (2004), Tapadupo oto Mérhov, Aoyiopikd, Xproteg kar Xpron, épsvva tov e-business forum, Eenuepido "To
Brjpa" , 16 Maiov 2004.

1% Peppard J. (2000), Customer Relationship Management (CRM) in Financial Services, European Management Journal, Vol 18, No 3,
pp 312-327.

1% peppers D., Rogers, M., Dorf, R. (1999), Is your company ready for one-to-one marketing. Harvard Business Review, Jan-Feb, pp
151-160.
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amEVAVTL 6TOVG TTEAATES PAoel TG TANpoopiag mov dabétet 1 eTopeio Yoo avtoHs. Avtd
EMELON O1 VIAPYOVTIES TEAATEG OMOPEPOVV TEPIOCOTEPO KEPOT OO TOVG VEOLG TEAATEG KOl
EMEON £XEL LYNAO KOGTOC M TPOGEAKVOT VEOV Tehatdv. O anmtepog otd)og Tov CRM
oNAadn etvor va avénoeet o ypdvo TOPAUOVIG TMV TEAATMV GTNV ETALPEL. XTI GNUEPIVI
GKPOC AVTOY®VIOTIKY] oyopd, pe tnv gykatdotaon ocvotnudtov CRM ot etoipeieg
otoxevovv ot Peitioon g gvehéiog Tovg, TG dwdKaciog ANYNG aAmoPice®y, ™G
TO0TNTOG TOV LVANPECIOV KOl TOV TPOIOVI®MV KaODG KOl T®V GYECGEMV UE TOVG TEANTEG
®ote vo. dStwoporicovv v ‘apociowon’ tovg. Emiong mepyévovv duecn mpdcsPacn otig
TANPOPOPIES Y10 TOVG TEAATES KO IKOVOTOMUEVOVG ¥PNOTEG TOV GLGTHHOTOC KOOMG Kot

avEnon ota. kéPdN kat peimon ota koéotn (Roh et a., 2005) %,

Onwc avagépovv kat ot Berhad kot Tyler (2002) ™, o1 etonpeiec eykobiordvroc CRM
elvar og Béon va TPOGPEPOVY KATAAANAQ KIVIITPOL KO VO S1OTNPHCOVYV KAUPOGIOUEVOVCH

TEAATEG 01 00101 B0l ATOODMGOVY TEPIGGOTEPO GTNV ENLYEIPNON.

4.6.1 Eykatdotaon too CRM

Katd v gykatdotaon evog cvomuotoc CRM, 1 epdtnon mov po etoipeio Tpémet vo

05 ;o . , .
% givar: Tlow givan 1 koAbTepn 0pydveosn ™G

amavtioel coupva pe tov Kotorov (2002)
gtarpeiog amd v mhevpd TV telatdv; Zopemvo pe toug Rigby ko Ledingham (2004)
106 TPETEL VOL YIVOUV 01 £ENG EPMTNOELS:

Eivar otpamyumc onupaciog; IMow etvor to advvata onueio tov CRM; Xpeidletar n
etapeio. TANPN oTOoYEI Y10 TOVG TEAATEG KOl TOEG CLYKEKPEVA dPACTNPIOTNTES TO

yperalovtat; [Tov Ha katevBuvOel  eTapeio HETA TNV EPAPLOYT TOV GLOTHUOTOG;

% Roh T. H, Ahn C. K., Han I. (2005), The priority factor model for customer rel aionship management system success, Expert Systems
with Applications, Vol 28, No 4, pp 641-654.

1% Berhad A., Tyler T. (2002), Customer Re ationship Management in Asia, Peppers and Rogers Group Asia, January 2002

1% K otorov R. (2002), Ubiquitous organization: organizational design for e-CRM, Business Process Management Journal, Vol 8, No3,
pp 218-232.

1% Rigby D.K, Ledingham D. (2004), CRM Done Right, Harvard Business Review, November 2004, Reprint RO411H, pp 1-11.
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Onwg avépepe o Adebanjo (2003) %, i emhoyh tov CRM mpéret v eivan oTportnyik Kot
va Poactotel oe opfd kpumpla. Avtd mepAapPdvovy AEITOVPYIKOTNTA, GTPOTNYIK TNG
ETOPEING, CLOTNUOTO VTOGTAPIENG KOl TNV OPYITEKTOVIKN) TOV ouothuatog. Ot véeg
teyvoroyiec CRM (CRM portds, data warehouses, predictive and analytica engines)
SEVKOAHVOLV T1 GLAAOYT, AVAALGT] KOl POT| TNG GYETIKNG LUE TOV TEAATN TANPOPOPING GTO

gomTepkd TG enyeipnong (Eckerson kan Watson, 2001).1%,

Ta opéAn Tov pumopei va £xetl o enygipnon amd Vv eykatdotoot evog cvotipoatog CRM
etvar moAAG. To CRM avtopotomotel kébe onpeio emapng g emyeipnong He Toug TeAATeg
™G, OO TNV TPOGEAKVOT] TOV TEAATMV UEYPL TNV PEATIOON TV TPOIdVT®V, TIG TOANCELS,

mv eEomnpétnon ko tn Swtipnon tev nekatdv (Rigby kot Tedingham, 2004).'%

H emyeipnomn pmopel vo voompietl Kot vo, 0pyovmGEL OMOTEAECUATIKG TIC TOANGELS TNG
KoL TNV Tpo®minomn Tov mpoidviov/umnpesidv e, Vo KOTAVONGEL KOADTEPO TG AVAYKES
TOV TEAATOV NG, VO SIOUOPPDGCEL KO VO, GLGTIATOTOMOEL TNV ENKovavio poll Toug Kot
NV TOMTIKY NG, Vo PEATIOCEL TNV TOPOy LANPECIOV Kol e&uanpétnong Kol va
TaEIVOUNOEL TANPOPOPIEG GYETIKEG LE TOV OVTUYOVICUO, TNV 0yopd, TO. TPOIOVTO Kol TIG
vrnpeoiec (Adokoc, 2002).1°

Onog avaeépovy kat ot Stringfellow et a, (2004)

, 0tav gykotaotabel emtuymg £va
cvomuo CRM, pumopel va €yl ot oNUOVTIKY ETOPAOT 6TV ATOSOTIKOTNTO TNG ETAPELNG
.y M etoupeio Lowe's Home Improvement Warehouse péco oe 18 pveg métuyxe 265%

ROl otnv enévévon twv $11 ekat. mov iy kbvel oto CRM.

EnumAéov n etfjoia épevva g etaipeiog Ban & Company wov d1e€nybn to 2003 o 708

TOYKOOMOVG  emyelpnuotieg €0eie 011 ol emyyelpnoelg mapovotdlovv avénon g

07 Adebanjo D. (2003), Classifying and selecting e<CRM applications: an analysis-based proposal, M anagement Decision, 41,6, pp 570-
577.

% Eckerson W., Watson, H. (2001), Harnessing customer information for strategic advantage: technical challenges and business
solutions, Indusry Study, LLC, p. 6.

1% Rigby D.K, Ledingham D. (2004), CRM Done Right, Harvard Business Review, November 2004, Reprint RO411H, pp 1-11.

M0 Adokog A. (2002), Customer Relaionship Management, Inpaiwosic v 1o pdbnua CRM, EXAnvik Etaipsia Atoiknong
Enyepnocov (EEAE).

1 Stringfellow A., Winter N., Bowen D. (2004), 6.1



KOvOmoinong Tov meAT®V Toug METd v epapuoyy ovotnuitov CRM (Rigby kot

L edingham, 2004)™*,

To onpovtikd mov pio emyeipnon opeikel va yvopilet givor 6t Kabe viomoinon CRM
TPENEL VO, KOADTTEL TO GUVOAO TMOV HOPO®V ETIKOW®OVING TEAATN Kol emyeipnong,
TOPEXOVTOG TN OLVOTOTNTO GE KAOE EMEipnoN VAL GLUYKEVTPMVEL Kol Vo, ovaAVEL H1EE0O KA
0G0 GTOYELD KOTAYPAPNKOAV KOTA TV EXKOWVOVIOL TNG UE TOV TELATI], OTO0ONTOTE UEGO

KOUL 0V PN OOoToince avtdg Yo vo £pet o€ emapn pall .

4.6.2 ITieovektipata epappoyis CRM kot 0@éin Yo Tnv emyeipnon

‘Eva ovompo CRM mpocpépel TAEOVEKTLOTO KO EVKOIPIES Yol oL ETOpEia, 1010iTEPOL OV
TO OLYKPUWIKO TNG TWAEOVEKTNHO oTNpileTal oTnNV TPOVOUIKOD ETTESOV YVMOT Kot

eEummpétnon Tov TEAdTY.

Kémow omd ta Pacwd o@édn mov mpokdmtovy and v evooudtmoon tov CRM oty
EMYEPNUATIKT] KOVATOVPO €IV 1] OVATTUEN HOKPOYXPOVIOV SIETIYEIPTCIOK®Y OEGUMV LE
TOVG TMEAATEG TNG EMElPNONG, N ASGAEWTn Sdyvon NG TANPOEOPING G OAOV TOV
EMYEIPNOIOKO OPYAVIGHO TOV EPYETOL OE EMOPN HE TOVG TEAATEG, KoOMC Kol M
OTOTEAECUOTIKN OlOYEIPION Kol EKUETAAAEVON TNG YVAOONG TOL ONUIOVPYEITAL AVAPOPIKA
LE TOV TEAATN, OALG KO 1] OLOTOHOPPI TNG EMKOWVOVING TOV AapPdvel o TEAITNG, YEYOVOG

7oV Tov divel pia Eexdbopn KOV TG ETAPEING LE TNV OTO10L GUVOAAGCGETOL.

H Beltioon Tov vanpecidv Tpog v Katevhuven Katovonong TV avoyKOV TOV TEAATOV
KOl TNG OVOTPOCUPUOYNG OVTIOTOTX®G TV TPOCPEPOUEVOV TPOIOVIMV KOl VINPECIADV,
YEYOVOC TOV KOOIGTA OTapaiTTO TOV EXAVOTPOGIOPICUO TWV AEITOVPYIDV TOL HAPKETIVYK

KO TNG TOPUY @Y.

112 Rigby D K, Ledingham D. (2004), 6.
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H peyiotomoinon tov Pabpod kavomoinong tev meratdv Kot 1 adénon e eUmiotoohvig
Kot TG miotg Toug oto Tpoidvto/ vanpeoieg g entyeipnone. H dvvatdmra va av&dvet
TNV 1KAVOTOINoT TOL TEANTN GLVTEAEL OTN pelwon Tov aplfuold TV OToY®PT|CEMV
TEAATOV, YEYOVOG OV iva {OTIKNAG ONUOGING Y10l TIG EMLYELPNOELS TOV dPOCTNPLOTOLOVVTOL
oe Topelc pe éviovo avtayoviopd. O wavomomuévog meddtng eivar mbovd o6tL Oa
Topapeivel apootopévog oty etonpeion ko oto mpoidv (Griffin, 2002)*2. Emmfov,
aLENUEV 0LPOGTI®MON Kot Sl0THPNOT] — TOPLUOVI] TOV TEANTOV, conuaivel 6Tt mbovotato
aVTOl  TOPAPEVOLV  TEPIOGOTEPO YPOVO ®C TEAATEG NG EMyEipnong, ayopdalovv
TEPLEGOTEPO 1 ayopdlovv cuyvotepa (Zapuavidme, k.a., 2002, Kelley, «.d., 2003, Clark,
1997)114 115

Emnmpocheta, otoyedovtag otn O0pKn 1KOVOTOINon TV TEANTOV, 1 Omoio OTMG
TPOAVAPEPALE, OOMYEL GE QPOGIMON EMITLYYAVETAL KOL UEYOADTEPN OMOSOTIKOTNTA TMV
nehatcv (customer profitability) (Tae Hyup Roh, k.a., 2005, Kelley, «k.d., 2003, Dekimpe,
K.G., 1997)H0 17,

Kot tovto, 0yt povo 810t1 o1 vdpyovteg ayopdlovv mePIGGOTEPO, POV GOUP®VO, LE TN
apyn Tov Pareto, amd to 20% tov meratov pog entyeipnong mpaypatomoteitot 1o 80% twv
€000®V, OAAG kol AOY® OTL damovovvtol AydTeEPO. YPNUATO OTN TPOGEAKVLGN VEW®V
neratov. EEGALov, 1 dttnpnon Tov vrnapydviev TeAAT®V KooTilel TOAD Ayodtepo amd OTL

n Tpocékuon véev (Massey, «.d., 2001)™2.

™3 Griffin, J. Customer Loyalty: How to Earn It, How to Keep It, Griffin Group, Austin, 2002.

4 sappavidmg, X., Tnkidov E. ko Kokkivig I'. (2002), “H wavomoinon tov ITehdtn ko 1 Mghétn g Zvunepipopdg Mapamdvay
to0v ¢ IMapdyovies  AviayowvioTikdmtag g envyeipnong” oto 8o Adigbvég Xvvédpio wg Etaupeiag Oikovouoldywv Ocalvikng,
Owovopukyy Avarroén — MeyéOovon kor Avioywvietikétnra oty Evpaomy. Taoeis kor Ilpoomukég, Tlovemotnuo Moakedoviag,
Ogooolovikn.

15 Kelley, L., Gilbert, D. and Mannicom, R. (2003), “How e-CRM enhance customer loyalty”, Journal of Marketing Intelligence &
Planning, pp. 239-248.

6 Tae Hyup Roh, Chedl Kyung Ahn and Ingoo Han (2005), “The priority factor model for customer relationship management system
success’, Expert Systemswith Applications, Vol. 28, No. 4, pp. 641-654.

7 Dekimpe, G., Steenkamp, M., Médllens, M. and Abedle, V. (1997), “Decline and varibility in brand loyaty” International Journal of
Research in Marketing, Vol. 14, No. 5, pp. 405-420.

M5 Massey, A.P., Montoya-Weiss, M. and Holcom, K. (2001), “Re-engineering the Customer Relationship: Leveraging Knowledge
Assetsat IBM”, Decision Support Systems, Vol. 32, Issue 2, pp. 155-170.
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, . . . 119
ASio amo TOVGS IKAVOTOINUEVOVS TEAATES

O1 kavomompévol Tehdteg ayopalovv TePIocOTEPO
Mmnopeite va HeUdoETE T0 KOGTOG eEumnpétnong otav Yvopilete Tovg TeAGTES
Ot apoctopévol merdteg popalovtal poli 6og Tig YVAOGCEL TOVS Y1 TV 0yopd

Otov ov meldteg pévouv evyoaplotnuévor amd v eéuanpétnon  eivan
JTEDEIUEVOL VO TANPMDGOLV PEYOADTEPES TILES

O1 KovoTompEVOL TELATEG GLGTHVOLY TOVG KOAOVG TTpounBevtéc e dAAOVg
OYOPAOTEG

[To ovykekpéva, €pevvec mOL TPaypoToTOWONKOV TO TEAevToior YPOVIO. GE TOAAEG
etatpeiec oG kat axadnpaikéc Epevvec katéAngay ota eEng (Kovpric, 2000)™°:

Kootilet ££1 popég meptocOTEPO VAL TOVANGCELS G £va VEO TEAUTN amd TO VO, TOLANGELS GE
évav vrapyovia. ‘Evag tumikdg dvcapeotnuévog meldtng Bo pwAncestl yoo v doynun
eumelpior Tov o OKTM £mG déKA AAAoVG avBpmmovg. Mo etaipeio pmopei vor avénoet to
KEPON NG €wg Kot 85%, av&avovtog TNV TG0 IKAVOTNTO GUYKPATNONG TEAUTOV HOVO
Kkatd 5%. Ot mBovotnTeC Vo TOVANGELS Eva TPoidV oe €va véo meldtn eivon 15%, evd ot
mOavOTNTEG VO TOVANGELS TO 1010 TPOioV G Evay vrdpyovta teddt eivar 50%. ERdopunvra
TOIG EKOTO TV TOPOTOVOVLEVOV TEAAT®V Bo cuvepydlovtay Eovd pe o entyeipnon, eav

avt dopbwve ypryopa Eva TpoRAn e mov elxe epeaviotel 6To TapeAbov.

‘Epgacn oty avartuén g ecmtepikng entkovaviog petad tov front office (uapretvyk,
TOANGEI KOl VANPEGIEG) Kol TOV OPpUOSIOV S1evBuvIdVY, YEYOVOG TOL EVIGYVEL TNV
ouvepyoaoio. Kot TNV OAANAETIOpOoT HETOEDL TOV ECOTEPIKMYV KO ETYEPNUOTIKOV

HOVAS®V.

ATOTEAEGHOTIKY] 0&10T0MNON KOt EKUETAAAELON TOV EVOALOKTIKOV KOVOADV TOANGONG
(Internet, Call Centers, Info Kiosks kix). 'iveton 6A0 Kot 10 KOTOVONTO TMG 1] £VVOL0, TOL
CRM eg@ocov odokAnpmbel pmopel va odnynocetl v enyeipnon mo kovtd oty emitevén
TOV 6TOXOV TNG OV UETAPPAlovTal 6e VYNANG Todtntog vanpecies. H ohokAnpwon tov

GLOTHUATOG EMTPETEL GTOVG YPNOTEG VO YPNCLOTOLOVV KO VAL TOPAKOoAOoVHOHY TOAVTIUEG

M9 Gram, T., O1 mehdteg mov petpave, Kprrue A.E., A0fva, 2004, oel. 67
2 Kovprg, I'. (2000), “Mua véa TonTOTNTA Y10, TOVG TEMOTOKEVTPpLods” XRAM, (dexéufpiod), oei. 9-13.
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TANPOPOPIEG GYETIKA LLE TNV ETOUPEIN KOl TOVG TEAATEG GE TPAYLOTIKO XPpOVO, eviomilovTog
OYOPOOTIKEG TAGELS GE GUVTOUO YPOVIKO S1AGTNHO, KOl ATOVTIOVTOS OTIYUoi0 68 d18.popeg
QLT GELS TANPOPOPNONG TPOEPYXOUEVES TOCO UEGO OGO Kol €KTOC TOL OpYaviGHoV. Mg
dedopEVO OTL OAN avt M dadikacio Tpaypatonoleitol HEGM oG oedidag Web mov kdbe
YPNOTNG UTOPEL VO SILUOPPDGEL OVAAOYOL LE TIG OVAYKESG TNG BEONG EPYOTInG TOV KATEXEL,
N enyelpNoN YIVETOL O OTOSOTIKY KO OTOTEAEGHOTIKY OTNV £NEEEPYOTID TOV OTNUAT®V
TOV TEAATOV TNG, LE AMOTEAEGHO TNV OOENCT TG KOO oG Tovus. ['a vor emtdyel OUmg
NV TANPN EKUETAALELON TOV OTEPLOPLOTMOV SVVOTOTIHTMV TOV TPOGPEPEL 1] OAOKANPMOT)
CRM, o emyeipnon mpémer va avoiel v ypnomn Tov 6e OAOLE TOVG XPNOTES OV

. 121
oyetiloviat pe avtv.

Yvvoyilovtag, ol EMYEPNOELS TOV EYOVV 110N LIOOETNGEL TNV CLYKEKPUEVT PLAOGOMI0 Kot
&yovv eykataotiost suotipate. CRM, amokopilovy o mapakdted TAEoveKTHNATO 122
Evtomiopnog onpovtikdtepmv TEANTOV.
AbvEnon TV TOG®mV oL S10OETOVY Y10, KATOVOAMTIES OOTAVES .
2TOYELOT TNG EUTOPIKNG EMKOVAOVIOLS.
[Teprop1opdg TV AMOAEIDV TNV KOTOVIA®TIKY BAoT .
Awprnc kot atabepry vroompién omd cvyypova back office cuotiuota (m.y.
ERP).
Anpovpyia kot cuvtnpnon evwiov [lehatoAroyiov.
Aaygipion KatahOywv TpoiovImV Kot VINPESIOV (S10PKNG OVaVEDON, TOAMATALS
€KOOGELS).
Eveléio kot Toyvtnto 6Tty Tpodinomn Kot S10QpncT VEOV DINPECLOV Kol
TPOIOVI®V.
Entloyn tov KatdAAniov epyoieiov avdivong Kot a&lohdynong g TAnpogopiog
oe 6Ll ToL ETITEDOL KO TIG PAGELS TNG EXYEPNUOTIKNG dPOOTNPLOTNTOC.
Ecwtepikn S10pKkng EVUEP®OT) TOV EUTAEKOUEVAOV Y10 TO GOVOAO TNG TEAATEIOKNG

Baomng.

2 hitp://wwwv. cententia.com/
2 KETA (K£&vtpo emyelpniatikic Kot TEXVOAOYIKTC avamTuéng ) , Odnydc Swyeiplong meraTelakdy oyiocov
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4.6.3 MMapayovreg emroyiog CRM

O etanpeieg mpénetl va givar oe B€om va aviiin@Bodv ool Tapdyovieg GUVTEAODY TNV
enrvyio vog ovotiuatog CRM yia va to gykatactioovy amotelespatikd. Ot Roh et al.
(2005) d1epevvnoay éva 'wovtélo emitvyiag evog cvotiuatog CRM kot copmépavay 6t ot
KOplot mapdyovieg emruyiog tov CRM mepiiapBdvovv: diadikooio: To cvotnuo CRM
TPENEL Vo EYEL OYeEOOTEL PACEL KOAG UEAETNUEVOV OOIKOGIDV. ZNUOVTIKO €lval 1
etapeio vor S100€TeL S10IKAGIES TPOG GVOTNUATOTOINGY|. [1010THTO TS GYETIKNG UE TOVG
TEAGTEG TANPOPOPIaG. OVTO GUVETMAYETOL OMOTEAECUOTIKY] EKUETOAAELON TOV ANYOV
TANPOPOPNONG. Yroaotnpiln tov ovatiuotog: M etopeio pnopel va emm@eindel povo av 1o

, I ’ ’ . . 123
cvotnpa £xet eykataotadel kot vioBet Bel emtuyde.

Ot mapéyovieg emrvuyiog evoc ovotipotog CRM oopemvo pe tov Dyche'* (2002) givat: to
apykd kivntpo, dnAadn va meotel 1 d1ievbuver 6Tt To cvoTNUe B0 ATOTEAEGEL GLYKPITIKO
TAEOVEKTNOL Y10, TNV EMEIPNOT, N OTOGAUCT Y. YPNHUATOSOTNON TOV GULGTNUATOG, O
TPOGdI0PIGUOG TV oTdY®V TG gyKatdotaong tov CRM (agocimorn mehatdv, ovEnuéveg
TOMOES K.AT.), 1 ETAOYN TOV KATAAANAOV GUGTHUOTOG KAl 1] EVEOUATOOT TOL 6To, NON
VILAPYOVTO TANPOPOPIOKA GUGTIHHATO TG EXLXEIPNONG, N ONUIOLPYID KOWOTNTOG XPNOTMV
ot onoiol Tapdro oV PpicKovial 6€ SPOPETIKG TURHaTO TNG entyeipnong Pacilovv Tig
AOPAGELS TOVG OTIG 101EG TANPOPOPIES Y10 TOVG TEAATES, 1) OTOSOTIKOTITO TOV GUOTHLOTOG
Kat 1 pETpnon TS omddoonc Tov. Toueava pe tovg Rigby kot Ledingham (2004),'% ot
EMYEIPNOELS KOTA TOV OYeOOHO Kol TNV gykatdotaon ocvotnudtov CRM mpénel va
€0TIALOVV OTIC OVAYKES TOVG KO O)1 OTIG dSLVATOTNTEG TNG TEYVOAOYING Kot Vo akoAovBohv
GLYKEKPUEVT GTPUTNYIKN Yo v, eEacporicovy Ty emtuynuévn gykotdotacn tov CRM

, , , , . . 12
1LE OG0 TO SVVATOV YOUMAOTEPO KOGTOC KO LKpOTEPO Kivuvo. 2

3 Roh T. H, Ahn C. K., Han I. (2005), The priority factor model for customer relationship management system success, Expert Systems
with Applications, Vol 28, No 4, pp 641-654.
24 Dyche, J., The CRM Handbook: A business Guide to Customer Rel ati onship Management, Addison Wesley, Canada, 2001.
Rigby D.K, Ledingham D. (2004), CRM Done Right, Harvard Business Review, November 2004, Reprint R0411H, pp 1-11
% Dyche J. (2002), 6.7.
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To ovomua CRM mpénetl va etvon dtobécipo Kot TpooPaciuo oe kGbe onueio emoEng e
TOV TEAATN, £TOL MOTE 0€ OMO10 oNueio Kot av £pPel 0 TEAATNG OE EMAQN LE TNV ETOIPEIX,

va vapyet Stadéoym n mAnpogopia (Stringfellow et al., 2004).*

Inuovtikny mpobmdOeon emituyiog elvon emiong kol M PeAtioon NG KOVATOUPOG TV
oteleydv. Ta oteléyn mpénet vo deytovv prlikéc aAhayéc otnv Kabnuepivn Tovg epyacio
KOl VO TPOETOOCTOVV Yo O6co M gykatdotaon &vog CRM mpokettar vo  @épet
(Sompoémovrog, 2003)*2. H enyeipnon mpénel vo Ponbicel toue epyalOHEVOLS Vol
EeMePAGOVVY TIC EMLPLAAEELG TOVG HE TN SIEVEPYELD TOKTIKAOV EVIUEPOTIKMDY GUVOVINGE®V,
va e€nynoet Tovg Adyovg mov emPdArovv v vioBémon tov CRM kot va emonudvel ta
0PEAN NG aAlayNG KaBMDG Kot TIg cuvéreleg TG Un aAdaync. Emiong mpémet va axovoet
TOVG TPOPANUATICHOVS TV epyalopévav Kot va emiBpafedel ovToVE TOL TPOTOGTOTOVV

otig adhayéc (Makpopovolrdkng, 2003)2,

4.6.4 Aitwo 0roTUYI0GS TOV GUGTINATOS-LOYOL TOTVYIOG

Onwmg £xel NN avaeepbei moArég popeg, 10 CRM eivar, mpdta amd 6Aa, po eriocoeia,
L0 OAOKANP®UEVT] EMYEPNOIOKT] KOVATOVpa, 1 omoio vroompiletonr amd To. epyoieio
“hoyiopikoy” to omoion £0TIAlOVV OTNV  avTOMATOmOiNon Kot oty Peitioon Tov
EMYEIPNOIOKDOV SOOIKACIOV TOV OeTILoVTOL Ue TNV JayEIPION TOV GYECEMV UE TOVLG
TEAATEG GTOVG TOUEIC TOV TMANCEMV, TOL UAPKETIVYK, TNG TAPOYNG LANPECIOV KOl TNG
vroompiEng. O Poaowdtepog Opmg mapdyovtag emtuyiog €ivar 1 viobénon Kol 1

EQPAPUOYT TNG PLA0GOQ10G TOL MdapkeTivyk Tov Tyéoewv (Stringfellow, k.4., 2004)130.

Amotelel, OUOG, TapddoEn TPOGOOKiN TV GTEAEYMV TOALDV EXXEPNGEDV, TO YEYOVOS OTL
Bacilovion og peyddo Pobud oto TEYVOAOYIKE GLOTHUOTO OC TOVAKEWN. AVTO amoTeAEl

Baown yevestovpyd artia vOg peydAov Tocootol anotuynuévev Epyov CRM.

2 Stringfellow A., Winter N., Bowen D. (2004), 6.x.

B 3 wmpomoviog T. ( 2003), 6.7

2 Mmépng E. Migordmoviog M. «CRM Applications in the Greek Mobile Telephony Companies A comparaive andysis»,
«SPOUDAI», Vol. 56, No 3, 2006, University of Piraeus, pp. 71-9%4

10 Stringfellow, A., Winter, N. and Bowen, D. E. (2004), “CRM: Profiting from Understanding Cusomers’, Business Horizons, Vol. 45,
No. 5 (September-October), pp. 45-52.
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AN épevva (Gefen, k.6., 2002) avaeéper 6L ot epappoyr; CRM project, évo 10606to
™G tééng twv 65% amotuyydvel Ko KupldtePN oution €ival 1 U amodoyn TV (PoT®V
(&pvmon xpMong Ady® eofiag, EAAITNG EKTaidEVoT TOV XPNOTOV, Kayvmoyio K.A.T.). ['a to
AOYO avTd, omoteAel onuovTiKd {RTNHO TO VO KATOQEPEL N EMLYEipNOT VO EETEPAGEL TIG
EMELAAEELS TV gpyalopévov kal va tovg Ponbncer va vioberioovv to CRM g
OTPATNYIKN TNG EMLYEIPNOT], KAODG EMIONG KOl VAL TOVG EKTOOEVOEL MGTE VAL TNV EQAPLOLEL
cwotd. Ola avtd PéPata Tpoimobétovy v vrootpién tov top level management, to
onoio Oa mpémel va katevbivel v Tpoomddeia Kot va uetExel e avtny evepyd (Gefen,
Kk.6., 2002, Chen, k.., 2003)**2. Enmpdobeto, onuaviikoc maphyoviac sivon 1 Omopén
KOTOAANANG VTOSOUNG GE TANPOPOPLOKT TEYVOAOYia. Meydin onuocio divetat eriong ot
duvatdtnta eveoudtmong tov CRM Aoyiopiko pe i vtdhoutes eQapUOYES LE TIG OTTOTEG
Agwwovpyodv to. GAAo Tpqpoto TG emxeipnone. [MoAAéc etaipeieg ypnoyomoincav
e€elypéva. GLOTNUOTA YlO. TV KATOYPOQY KOl KOTHYOPOTOINGoT TOV TEAUTOV TOVG.
Katagepav étor pe avtég tig back office dodikacieg vo otoyedoovv kolvtepa Tig
SPNUOTIKEG TOVG KOMTAVIEG KOL VO €mTOYOVV péca omd Cross-selling dwdikaoieg
avénuéveg mooeic. Tlapdhinia dnuovpynoav efopetikd help desks 1 tuquota
VIOGTNPIENG HE EKTOUOEVHEVO TPOCMOTIKO TOPEXOVTOG £TGL OAOKANPOUEVT LTOGTNPIEN
o0ToVG TEAATEG TOVG. OU®G, 01 TPOOVAPEPOUEVES OLOIKOGIES OV €ival GUVOEdEUEVEG
petalld TOvG, HE OMOTEAECHO VO UV Umopovv va aélomomBodv ot TANpoPopieg mov
npokVOTTovy. [Tio amhd, ot VEEAANAOL TOL TUAIATOG EEVTNPETNONG TEAATMV T.Y. OEV EXOVV
Gueon mpoécPacn otig TANPoeopieg mov £yovv cLAAEEEL o1 etaupeieg pe Tig back office
SO IKAGIES KOl TO aVTIOTPOPO. AvTtd dvoyepaivel To £pyo Kot TV dHo Kot dnpuovpyel Eva

r ’ , r 1
KEVO TO OTTO10 KO(T(X)\.T]’YSl oToV TES}\.(XTT] 34.

Emiong, ovpoave e épevva, mov dieé&nydn and to IBM Institute for Business Value, tunpua

Tov Topéa tv Business Consulting Services, n dwayeipion tov CRM mpénet va yivetol og

3 Gefen, D. and Ridings, C. (2002), “Implementation Team Responsveness and User Evaluation of Customer Relationship
Management: A Quas — Experimental Design Study of Social Exchange Theory”, Journal of Management I nformation Systems, Vol.19
No. 1, pp.47-69.

2 Chen, 1.J. and K. Popovich (2003), “Understanding customer relationship management (CRM): People, process and technology”,
Business Process Management Journal, Vol. 9, No.5, pp. 672-688.

2 www.CRM 2day.com Etobpog Kovroikrong
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ETOPIKO EMIMESO N SWTUNUATIKA. Zyeddv ot 75% TV eToupidv 1 dwyeipion yivetal 6to
eminedo tuNpOTog, Omwg T0 Mdpketvyk, ot IloAnceg, 1o Tuua ITAnpopoplokdv
Yvomudtov 1 to Tpquo E&umnpémong Ilehatov. Movo oto 25% tov gtoupiov 1
dwxeiplon yiveton og €TPIKO EMiNEdO, OMOV [0, OPASO OVATEP®YV GTEAEYMV CLVHOM®G
YEQUPMOVEL TOAOTAG TUIOTO Kol EXYEIPNUOTIKEG Hovades. Otav n dayeipion tov CRM
YiveTol omd €TOPIKEG MOVADES M OlOTUNUOTIKEG OHAdES, VTapyel 25-60% upeyordtepn
mBavotnta entrvyioc™>. Tapoha avtd moAEC etapeieg mov epapudlovv CRM Abdoel,
elvol aKOU OPYOVOUEVEG GE TUNHOTA, HE £V TPOTO OV KOAMEPYEL TV AVTOVOUIN TOV
KGOe TUAOTOC, e EAAYIOTN EVOTTOINOT TNG OPYAVMOONG TMV OOUDV, TV CLGTNUATOV KOl
™¢ mAnpogopioc. H viobBémon piog mpocséyyiong mov TpocavatoMEETOL GTNV IKOVOTOiNoT

TOV TTEANTN OMUOIVEL TV KOTAPYNOT) TMV TOPASOGIOK®DV OO MPICTIKDV Y POUUDV.

Emmpocheta, n EAAMITNG KOTOY papT] TG VITAPYOVGOG KOTAGTOCTG GE OAOL TOL EMLYELPT LOTIKA
emineda, m Un oplobéTnNon CUYKEKPWEVOV Kol UETPHOIL®Y, TOWOTIKOV KOl TOGOTIKOV
OTOY®V TOV €PYOV KoL 1] U1 TopakoAovOnon g amdooong tov £pyov (Rol) gival exuthéov

AOYo1 TOV GVVIBWS 0dNYOVV GE amoTLY .

Yvvoyilovtag Oa Aéyape 611 Katd TV mpoomdbeln oyxedoopod pog otpatnyikng CRM,
ocvwnbwg ayvoovvrat:
O ke00propdg KoL KOTAYPOPN TOV ETLYEPNCLOUKOV GTOYWOV KUl GKOTMOV.
O xoBopiopocg, Kataypopl Kor TEKUNPIOOT] TOV VIOPYOVODV ETLYEPTCLOKDOV
dwdwaciov. Oka 6o yivovtar o€ o entyeipnomn axolovBodv pio dodikacio, gite
avty elval ovotnpd KoOBOPIGHEVN KOl KOTOYEYPOUUEVT] €ITE QQNVETAL OTN
JSKPITIKOTNTO, TOV KAOE VITOAANAOL OV TNV eKTEAEl. AVTEG Ol d1dIKOGIEG TPEMEL
va a&wloynfobv ywo TV OTOTEAECUATIKOTNTA TOVC GE OYEON HE TOLG
EMLYEPNGLOKOVS GTOYOVS TTOL £xEl BEGEL M| emyeipnon.
O xaBopropdg ™G ayopds. Katavonon twv mpoceepOUeEVOV TPoidVI®mV Kol
VINPECLOV GE GYEON UE TIG OVAYKES TV Tedatdv. Kataypoapn Kot Katavonon tov

AVTOY WVIGHOD TN G EMLYEIPNONG GE OAOL TOL EMITEDOL.

3 http://www.ibm.com/ondemand
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H a&ohdynon g 0moTELEGPATIKOTITAS TOV TPOCOAIKOL € OAN T EMITEDDL KO
™G dLVOTOTNTOG TNG EMYEIPNONG VO dlaXEPIoTEL KOl v VI0OETAOEL TIG EMIKEIUEVES
oAAOYEC.

H emavallohdynen Kou ETOvVOCYEOUGHOS TOV EMYEIPNCIOKDV  OlUSIKAGIDOV
(processes re-engineer) ot A0yiKn NG €MITEVENG TOOTIKOTEPOV TPOIOVTOV KO
VIINPECIOV TPOG TOLG TEAGTEG G€ OAn Ta emtinedo (pre-sales, aftersales), kolvtepn
KO ATOTEAECUOTIKOTEPT GLYKEVIPMOT Kol d1tvopUn TG TAnpoopiag. EEacpdiion
0Tt 0 &emavaoyedoudg TOV  JdIKOCIOV  SoeoAilel v aptidTnTa ™G
TANPOPOPIOG KO TNV OAOKAN PG| TNG OTO, SILPOPETIKA TN UOLTO TNG EXLYEIPNONG.
H ovvec emxowvovia pe 6A0 T eXinEdD TPOCHTIKOD GTNV ENLYEIPNOT, DOTE Vo
SCPOAGTOVV 01 GTOYOL KOl 1] OTPATNYIKN TNG, LE aTOYO0 Vo emtevyOel  amodoyn
Ko vo, petmbel ) avtiotoon oty ETKEIEVT) aALayT].

O koBopropog TpoteparoTTOV vAomoinonc. [loeg amd T1g ddikacieg avtég Oa
viomomBodv TPMTEG Kol TOEG OTN GLVEXEW HE Pdaon 1o pkpodTEPO Pabdud
TPOCOPUOYNG. AvaBedpnomn Kot TeKunpimon ¢ aroyng 0Tt OV WropoHV va yivouv
OO TAVTOYPOVOL.

H ovveg éheyyoc kot  alloloynon 1TNG  OMOTEAECUOTIKOTNTOG TV
EVOOUATOUEVOV ETYEPNCOKOV OAdIKOCIOV OAAOYNG KOl TNG EQUPUOGHEVNG
TEYVOLOYIKNG AVonG. Edd mpémer vo QupOHaoTE OTL 1] OTOTEAECUOTIKOTNTO TMV
EMYEIPNOOKOV  Olodkaoldv  eivor  ovt] mov  Bo  kobopicet kor  tnVv
omoteleopaTcOTTO. TG Avong Tegvohoyiag (Kapaydiog, 2003)°. Ze moiréc
TEPIMTMOGELG KpiveTar avaykaion n vrmootpiEn omd groipeio Consulting mov Oa
emPAénet Kot Ba cuvinpel to project, kabwg emiong kot avabeon og Eva Kopveaio
otéleyog TG emyeipnong g €vbdvng avamruéng ¢ dwdikociog, ™G
EVOLVAL®ONG Kot TNG cuveyols PEATImONG TOV £pYOV, TPOKEEVOL VO OTOPELY oV

N VO OVTILETOMIGTOVV T OTO10 TPOPALOTA TPOKVWYOLV.

Oloxinpwvovtog Bo Aéyape 611 onpaviiky mpobmdbeon emitvyovg vioBEToNg Kot

epappoyng wog CRM mpocéyyiong, amotelel n dSuvatdHTNTO TOV EMYEPNCEDV KOl KOT’

EMEKTAON TOV GTEAEYMV TOVG, OLPEVOG, VO KATOVONGOUV TANP®S TNV £vvola Tov CRM kot

3 Kapaydiog, IT. (2003), “TI6te amotuyydver | epappoyy evog svotiuatog CRM”, HOW?, (Oxtdpproc), oeh. 28-29.
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apetépov 011 0 CRM g emyepnuotiky pebodoroyio, mpémer vo. eA&yyeton, vo

TapoKoAovbeite Kot cuve®S Vo BEATIDVETOL.

[ToAlol epevvntég vroompi&av ot ot gpapuoyés CRM amotuyydvouv vo amoddhcouy to

137 75-85% t0v cuoTHATOV

avapevouevo, arotedéopata. Onwc avéeepe o Earley (2002)
CRM amotvyaivouv. Zopemvo pe épevva mov deényaye o Bain to 2001, aviusoa oe 25
YVOOTO CLGTAHOTO SLYEIPIONG TTOV YPNGIHLOTO0VY Ot eTanpeieg, 1o CRM katatdytnke ota
piol Televtaio doov apopd tv wcavoroinon (Rigby et al., 2002)™%,

Enwhéov, o Kehoe (2002)° avégepe 6tt mepimov 20% tmv oTENEXDV EMYEPHOEDV
vrootnpifovv 611 0 CRM £Bhaye Tig melatewakéc oyxéoels. Ot avemtuyeic mpoondfeieg
CRM og évav Babud mpokhmtouv amd TNV TOVIEAN] amovcio €VOG OpIoHOD TOL OPOL Ot
™V TAELPA TNG EMYEipNONG. ZNUavTiKd AdOn amotelovv 1 vAomoinon tov CRM mpwv v
VI0OETNON WG OTPATNYIKNG TEAATMOV, T EYKOTACTACY TPW TNV OAOKANP®OON T®V
OTOTOVUEVOV OALOY®DV OTO E0MTEPIKO NG emyeipnong, kabdg kot m vrndbeon Ot
neprocdtepn CRM teyvoroyia eivar kaAdtepn kot akOun emloyn AovOaouUEVOL TPOTOL
omdKTNoNG S 'agoscinonc tov nekatdv (Adokog, 2002).

Tnv amotvyioc Aoye g EMeync otpatnyikic CRM avépepav eniong ot Cann (1998)*,
kat Rigby et a. (2002). Enmhéov 6maoc avépepav ot Bradshaw & Brash (2001) ** o1

epappoyég CRM dev mpémetl va eykobictaviol HOVO 0To TUNUOTO EKEVOL TTOL £PYOVTAL GE

Gpeo emAQN HE TOV TEANTN OALA KO OTO, GAAO OTOG T.)(. 1] TOLPOY WY KoLl 1] TIHOAOYNON).

‘Exetl owmotmbel 611 ov peydreg etoupeieg £xovv apketég epappoyés CRM, dtapopetiég
peta&h Tovg 01 OTOIEG AEITOVPYOVV TAVTOYPOVA UE ATOTELECHO VAL ¥PELALOVTOL EVOTOINGM.

INUovTikd emiong gival 0Tt ot gtaipeieg mpv TPoPodv otV EYKATACTOOT) EVOC GUGTIHHATOG

¥ Earley R. (2002), How to avoid the CRM graveyard, Customer | nteraction Solutions, 20, 12, pp 26-30.

% Rigby D.K., Reichheld F.F., Schefter P. (2002), Avoiding the four perils of CRM, Harvard Business Review, 80, 2, pp 101-109.

1% Kehoe L. (2002), Long live e-business: software is finding a new role in helping companies to share information
effectively, Financial Times, March, 14.

M0 Adokog A. (2002), 6.7

1 cann C. (1998), Eight steps to building a bus ness-to-business relationship, Journal of Business & Industriadl Marketing, 13, 4/5, pp
393-405.

2 Bradshaw, D., Brash C. (2001), Managing customer relationships in the e-business world: how to personalise computer rel ationships
for increased profitability, Internationd Journal of Retail & Distribution Management, 29, 12, pp 520-530.
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CRM va. katavoohv TANP®S TG OTOUTHOES KOt T0, 0QEAT TOV, dedopEVOL OTL glvat axpiPn

enévdvon (Brickle 2002). *

Yvvoyilovtag, n amotuyio g éviaéng tov cvotuatog CRM umopei va opeileton oe:
Mn amodoy1| Tov ard Tovg ¥PNoTeES (E101KE ad TO TUNUO TOANCE®Y TOL £YEl Hdbet
Vo SOVAEVEL UE L0 TP OISO GLUKO VS TPOTOVG).
Advvapio ETEPNUATIKNG 0VOSI0PYEVOGCTG OTO VED SEGOUEVAL.
AVTIKPOVOUEVO EVOOETYEIPNGLUKO GUUPEPOVTOL.
Entoyn AavBaouévng pebodoroyiog viomoinong Kot Olyelpicels tov VEoL
GLOTH LOTOG,.
YnrépPaon apykod mpoHTOAOYIGHOD HE OMOTEAEGHO, TNV OWKOTH TNG TANPOVG
vioBétong tov CRM.

4.7. Koéotog viomoinoeng evog CRM esvotiparog

r e r , ’ ’ ’ 144
To x6otog gykatdotaong evog cvompuatog CRM pmopet va givat apketd vynAd™ yio ta
Tpanelwkad Idpopata. Emmiéov 6mmg kdbe GAAN e@appoyn, UTOpel vo EYEL CNUOVTIKEG
AmOKAEIGELG TOGO amd ToV apyikd oyediacud 660 Kot omd Tpdmelo o€ Tpdmela. AkoloHOmG

O TeptypapoVV Ta GNUEIC TOV GVVIGTOVV TO KOGTOG LAOTOINOMG.

4.7.1 Apeco & 'Eppeco k06tog

Ap1Buog tov ypnotdv mov Oa ypnoipomrotovv to CRM Software
Ag1tovpyleg Kol TUHOTO TNG EXLXEIPNOGELG TTOL Bal KaAvpOovv

O mBavog emavacyedloo oS TV ddIKacL®Y Tov Ba evtayBovv.

5 Brickie R. (2002), Strategy first, Conspectus, [accessed 15 October 2005 www.conspectus.com].
M KETA (Kévipa emyelpnpoTikic Kot Texvoloyikng avamruéng ) , Odnyog Staysipione melatelakdy oyéoenv
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H mapapetpomoinon mov unopet va amatteital 6to Aoyiopiké CRM mov Ba emidéyet.
O1 tuydv amortioelg dtacvvoeong tov CRM pe oAl TANPOQOPLOKE GLGTHLOTOL.
O véog eEomhiopog mov Ba ypetaotel (omd amoyn Hardware).

H exmaidevon 1ov Tpocomikon Yo Vo, KOTOVOTGEL TO VEO GUGTTLAL.

[Tépo amd To mopamAve, eVOEIKTIKG va avoeépovpe 0Tt ot Twég CRM maxétmv g
EMMVIKNG ayopdc dtapopomolovvtatl aviaroya pe to takéto CRM mov o emiééer | kdbe
emyeipnon Kot ovéroyo pe tov apliud tov SErVers, tov ypnotov g EQUPUOYNS TO 0010
KOGTOG mpoocavEavetal omd TG Aowmég mopexoueveg vmnpeoieg (anaysis, reporting,

parameterization k.AT).

4.8 Tvyperdleron yro v emroyio evog CRM cvotipatog

Ta 4 P’ stng emroyiog Tov CRM

H teyvoroyio amotelel avondonacto koppdtt evog cvotuotog CRM kot evieyvet v
OOTEAECUATIKN AetTovpyia Tov. Q06TdG0, VIdpyovy Kamowa GAla BEpata TOv TPEMEL Vol
npocefel M emyeipnon otav viobetel éva TéTolo ovoTNUA, TPV KATOANEEL OTNV
TEYVOLOYIK TTAATEOppa otV omoia Ba Paciotel To CRM. Ot mapdyovteg 6tovg omoiovg
TPEMEL VO EOTIACEL 1) emyeipnon amoteAodv ta Ttécoepo “P'S’ g emutvyioag Tov

, 145,
GVoTAHpATOC

1. Zrparnyikog oyxedracpog (Planning)
O otpamykdc oyed1GHOS eival 0 oNUAVTIKOTEPOG TTapdyovTag, pali pe tov avlponivo
nopdyovta, Tov odnyet Eva CRM chotmnua oty emituyio. Mo 0OAOKAN pOUEVT GTPOTNYIKY
CRM améyet kotd moAd amd v gyKotaotacn pog aning Avong CRM. AvtiBétmg, apopd
OTIV avadI0pYAVMOON TOV ETIXEIPTUOTIKOV O001KACIOV UE TPOCHVOTOAGUO GTOV TEANTN

Kot otV olokAnpwon tov front kot back office. Amattel ooy kovAtovpag amd Ta

% Gerson, R., “Secrets of CRM Success’, http://www.intelligentCRM .com/
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TOPOSOCIOKG LOVTEAN EOTIOGCTG GTO TPOIOV 1 TIG SLOOIKAGIES TOV AETTOVPYIK®V TUNUAT®V
™G emyeipnong Kot péco amd TV TPOCEAKVLON KOl S0THPNON TV TO KEPSOPOP®V
neATOV, oplobetel vEOUG OPOVG Y EMTEVEN AVTOY®VIGTIKOD TAEOVEKTILOTOC.
Katd ™ dbpkelo tov otparnykod oyedocpov kabopiloviar o Opapo, ot 6TtoOYol, M
OTPATNYIKN KOl 01 TOATIKEG. Xe KAOe Eva amd avtd gpmiéketot aueca 1o CRM. Onwg og
KGBe mpoomdbelnn oTPATYIKOD  OvaoYESGUOD, €TOL KOl 1] VAOTOINGON UG
omotereopaTknc otpotnytkric CRM Siémetat amd tig eéng apyéc™™:
>  kaBopiopdg TOV EMYEPNUATIKOV O0dIKACIOV oL emnpedlovv Kot e£umnpetovy
™V OANAETIOpOLON UE TOVG TELATES
> ovVOoYXEOIOCHOG TOV TOPUTAVE Ol0dIKACIDV OOTE VO TPOGOVATOAILOVTOL OTOV
TeEAATN
> 0vVOoYESIOGHOG TOV GUGTNOTOC TOPAKOAOVONONG TNG EMYEPNUATIKNG TOPELOG e
eotioon otV eEuanpPEToN TOL TEANTN
» evBdppuvon ¢ eTKovoviag HETAED TV PYALOUEVMV GTO 1010 AEITOVPYIKO T
OAAQ KOl OTO GUVOAO TNG EMyeipnong kot oidyvon g erhocopiag OTL pE TNV
TAOANGCT £VOG TPOIOVTOC 1 L0 VAN PEGTNG, «TtAgiton id1a 1 emyeipnon
déopevon g d1oiknong
» oa&omoinon g TAnpopopiag yio Tov TEAATN omd OAOL TO TUNLOTO THG ETLXEIPTNONG

Ko Oyt povo amd to front office.

INa v vidomoinon uwag CRM otpatnywng mpémet va Anebodv v’ oy omd v
emyeipnomn ot €€Ng napdyovrsgl47:

Awyeipion yvoong (knowledge management).
Y70 KEVTPO TNG LAOTOINONG MG TETOLOG OTPATNYIKNG €lvat 1 amdKTnon Kot 1 avaAvon
TANPOPOPIOG CYETIKNG HE TOV KAOE TEATT).

Yuyyodvevon tov Baoesmv dedopévov (database consolidation)
O mopdymv ovtdg aPopd 6T GLYKEVIPMOOT] TOV TANPOPOPLDY GE L0 Kol LOVadIKY Pdon
OEJOUEVMV TPOKEUEVOL KAOE OAANAETIOPALOT| LE TOV TEAATN VO €IVl KOTOYEYPUUUEVT GE

£va LEPOC.

6 Matikooptng, I1, “H entyeipn otk oTpotnylky T vEug owovopiag 1 1 aAynpeio me minpogopikic otov mehdTn”, www.plant-
management.gr
" Fathy, N., “E-commerce: al about customer relationship management”, 1999, www.eCRM guide.com
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OMOKAMP®ON TOV KOVOADV KOl CLUCTNUAT®V EMIKOW®VING HE TOV TEAATN

(integration of channels and systems)
Ed® pindpe yioo v avtamokpion 6tov TEAATN HEGA OO TN XPNOT KOAVOADY ETKOVOVIOG
™G OKNG TOL EMAOYNG Kol 68 GLVIVAGUO peETa&D Tovg. Emiong o mapdyovag avtdc apopd
omv olokAnpwon tov CRM pe dAleg e@aployéc TG emyeipnong Kol EmEPTUOTIKA
oLGTN AT TOL 1O VIEdpyovv(r.y. ERP, e-commerce spappoyéc kAm.)

Teyvoroyia kot vrodoun (technology and infrastructure)
O mopdyoviog ovtdg meprAapuPdvel ta amottovpeva, Yo v viomoinon o CRM
OTPATNYIKNG, TEXVOAOYIKA EPYOALEID.

Awyeipion odloydv (Change management)
H amotelecpatikn dwyeipton g dAloyng TG QUAOGOGIOG NG EMYEIPNONG TPOG Hio
TEAATOKEVTPIKT Oedpnon, amotedel TOAD ONUAVTIKO TapdyovTa OV TPEMEL Vo ANQOel
VIOYT Katd TV vAomoinon g otpatnyikng CRM. H vionoinon pog otpatnyikng CRM
aKOAOVOEL TOL «UOVOTTATION TNG OPYOUVAOTIKNG OVAdIATAENG TOV GLVIGTE TO dEBVEG TPOTLTTO
1SO 9001 tov 2000. Ot évvoleg TOV AVOGKEOIOGHOV, TNG TEANTOKEVIPIKNG PIAOCOPI0G Kot
™G ovveyobs mapoakolovbnong TG  EmpyEpNUOTIKAG  mopeiog  Pdosl  dEKTOV
EMYEPNUATIKNG OTOSOCNG, OMOTEAOVYV To. KUPlOL oToElor Tov deBvovg mpoTdIOL KO

Tavtdypova Pacikd cvotatikd evog CRM cuothuatoc.

2. AvOpomvog mapayovrag (People)
Mo ™mv amotelespatikn viomoinon evog CRM cvotuotog, amatteitot 1 EUTAOKT, HECH
VoKV ONG, OAOVL TOV TPOCMMTIKOV GTNV TPOoomadeln avtr. Xpeldletal ekmaidevon Tov
TPOcOTIKOD Yyl amoktnon odelomtov oe  Bépoata  eSummpétnong TEAATOV Kot
OVTOTOKPIONG GE TEYVOAOYIKEG OAAOYEG TOL MEYPL TOP TPOmOL gpyaciog tovg. O
avOpPOTIVOG TOPAYOVTOG WG ETXEIPNONG Vol 0VTOG OV OMNUOVPYEL GYECELS HE TOVG
neAdTeG YU o0t Kot ypetdletol Witepn TPOcOYN GTOV TPOTO UE TOV 0010 o1 EpyalOpevol

aAANAETIOpOVYV, eMNpedlovy Ko eEumnpetovy ToV KAOe TEAQTT).
3. Awdwkacia (Process)

Xperaleton TpooekTiky HEAETN NG Stadikaciog tov CRM, dnAadr Tov TpOTOv TPOGEYYIoNG
TOV TeEAaT@OV. Méoa amd T ypnon owypoupdtov pong (flow charts), doypappdrov
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yapokdkarov (fishbone diagrams) kot dAlwv epyodeinv, TPEMEL VO YVOGTOTOEITOL GE
OAOVG OTNV EMYEIPNON TO TMOG GLAAEYETOL 1 TANPOPOPIO. Y10, TOV TEANTN, TAOC UTOPEL M

emyeipnon vo v enelepyaotel KAT.

4. Teyvohroywn vrroot)pién (Platform)
Epocov &xovv Anebei v’ dyv 6hot o1 TpoavapepBivieg mapdyovteg emtvyiog oo CRM,
N EMYEIPNON KATAANYEL GTOV TPOGOOPICUO TNG OMOUTOVUEVIG TEYVOAOYIKNG LITOGTNPIENG.
Y10 onueio avtd eTEYETAL TO AOYIOUIKO EKEIVO TO 0010 TOPLALEL 0T ASTOVPYia Kol TOVG

TeEAATEG TNG EMLYEIPNOTG.

4.9 Métpnon g amoteheopaTikotTnTog prog CRM otpatnyikig

4.9.1 IMivexog Aroroynong CRM

O mivokag agordoynong tov CRM amotedel €va ypnowo epyodeio pétpnong g
OOTEAECUATIKOTNTOG TNG EQappoyns o CRM otpatnyikng. Metaepdlel ™ otpatnyikn
CRM g emiyeipnong oe 0povg KpioHmv mopaydvimv emTuyiog Kol HETPNOEDV NG
enidoong tov CRM. Metpd mv emidoon tng otpatnykig tov CRM Bdocel tecodpwov
aOVOV EKTEAEGNC OVTTG TNG GTp(X‘CT]’YlKﬁg148:
>  XpNUOTOOIKOVOUIKG: HETPE KOTE 7TOGO Ol YPNUOTOOIKOVOUIKOL GTOYOl NG
otpatnyiknc CRM emrvyydvovrtat yo kébe TR TEAATOV .
» [leloatewkd: petpd xotd moéco pe 11 otparnyikn CRM  mov vlomoteital,
EMTVYYAVETOL 1] GUUTEPLPOPE TOV emBVpETTOL V1oL KAOE TUAO TEAUTAOV.
>  Asgttovpykd: peTpd Kotd TOGO Ol POCIKEG OOIKOGIEG TOV HETOTPETOVV TIG
duvatdNTEG oG emyeipnong oe adio yio kKibe T O TEAATMV S1EVKOADVOVTOL LE

™ otpatnyky CRM.

8 Brewton, J., 2000, “ The CRM Scorecard+ Strategic Sigma: a powerful approach for maximizing CRM Strategy Execution Success”,
www. eECRMguide. com
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» AvOpomivov duvoukd/ ITAnpogoplakn teyvoroyia: HETPA KATH TOGO VIAPXOVV Ol
TEYVIKEG YVAGELS TTOL VITOGTNPILOVY TNV ATO00N TOV TOPATAV® AETTOVPYIDV Y10

KGOe T O TEAATOV.

IMAevpa Tov wivaka alordynong mov T pémer va emrevy0el Yo kGO TAgvpd
peTpaToL (CRM Success Factors
(CRM Scorecard Per spective)

Xpnuatoowovopikn (financial) Meyiotomoinomn a&iog ETKepODOV TEAATOV
(CLV)

[Mehatewoxn (customer) Meyiotomoinon datnpnodTrTog
(retention)
Meyiotonoinon dieicdvong oty ayopd
Mey1otomoinon Kovomoinong TeAGTN

Marketing (operations) Mey16T0m0iN 6™ OTOTEAEGLATIKOTNTOC TOV
Marketing

IMoinoceic (operations) Mey16T0m0inon TOPAY®YIKOTNTOS TMV
[MoAcemv

E&vmnmpémon (operations) Meyiotomoinon mowdtnag Eumnpétmong

AvOpodrvo duvopikd /mAnpoeoplokn Avénon wavoroinong
Teyvoroyia AvEnon oTpatyIK®V TAEOVEKTLATOV
(people/1T)

Avdypappoe X: IMivakog agroréyneng CRM

ITnyn: Brewton, J., 2000, “The CRM Scorecard+ Strategic Sigma: a powerful approach for
maximizing CRM Strategy Execution Success’

Eriloyn ctparyyikov uetpiicewy tovo CRM

AoV £xel oAokANpmBel 0 «ydptnc» ¢ otpatnykng tov CRM, 1o endpevo Prpa givar n

EMAOYN TOV UETPNOE®V 1TNG omddoong kdbe mopdyovto emrvyioc. O apBudg twv
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UETPNOE®V TTOV OOl EPAPLOCTOVV OEV £Vl GLUYKEKPIUEVOG KO EEAPTATOL ATTO TOVG GTOYOVG
mov 0éter n emyeipnon. Ov petprioelg omewovilovy TV amdd0CcN TOV TOPAYOVIMV
emuyiog Yo kabe KavaAl emkowvoviog pe tov meldt. To telkd Pua o edon avtm
glvalm emloyn Tov oTtoOY OV omddoong Yo Kabe otpatnykn) pétpnon tov CRM.

[Mopadetypato TET010V pHETPoE®V TOPOLGIALOVTOL 6TO O1dypappo XI.

Avdypappo XI: Asikteg anddoong Yo KG0s Tapayovra emroyiog

Inyn: Brewton, J., 2000, “The CRM Scorecard+ Strategic Sigma: a powerful approach for
maximizing CRM Strategy Execution Success
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2Pvdeon TV TAPaTave UETPHGEMY UE TO HETPA ATTOOOCHS KAOE TUNHOTOS, OUAOAS KOl
Hepovousvwy epyalouevwy

Otav ohoxkAnpwBel 1o Prua 3, dnuovpyeitar €vag 1oyvpds deoudg petoEd TV
epyalopévev TPOTNG YPOUUNG OV AdUPAvouy KaONUEPIVES ATOPACELS GTHV ETXEIpNON,
TV €pYalOUEVOV Kol TNG OTPOTYIKNG anddoons tov CRM.

2vvoeon s uétpnons tys anodoons tov CRM ue v kovitovpa thc eriycipnons

Mo 1t peyotomoinon g amddoong g xpNong tov mivoka a&ordynong tov CRM
yperaletor ovtdg vo amoTEAECEL PEPOG OAOKANPNG TNG KOVATOVUPOG TNG EMXEIPNONG.
[Mpokewévoy o emyeipnon va givol eotcpévn ot otpotnyikny tov CRM (CRM
Strategy-focused) omotteiton dpeon cHvoeoTn TV HETPRGEDY TOV Tivaka aloAdynong Tov

CRM pe ta cuotiuato d10iknong g entyeipnong.

Avtd Teplapfavouv: TNV ETIA0YN Kol TPOSANYT avOp®TIVOL dVVOIKOD, TNV EKTAidEVo,
NV avayvoplon e amddoonc Kol TNV avTouolfn, Ty emKowmvio Kot TEAOG T CLVEXT

BeAtiwon.

4.9.2" Six Sigma” : M pebodoroyia svveyovg fertimong

H pebodoroyio twv “6 ciypa” amotehel po pebodoroyio pétpnong g amddoong oG
dwdaociog pe okomd ™ cvveyn Pertioon. Kvplolektikd onpaivel va unv kovoromBovv
Ol OMOTNOELS TOV TEAAT®V UOVO 3,4 POPEG GTO £VOL EKOTOUUVPIO TV TPOSTADEIDV TNG
emyeipnong. Ilpoxktikd onpaiver ovveyn PeAtioon g péong amoOd0OMG Kol TNG
StaKOUOVONG TG OGO0oNG MG ETLYEIPNONG OTNV TPOOTAOEID TNG VO TKOVOTOU|GEL TOVG

nehdre e .

H mpocéyyion tov "6 ciypa” avamtdydnke yio mpdn eopd otnv enygipnon Motorola cta
uéoa g oekoetiog tov 1980. Tn dekaetian tov 1990, dllec emyyeipnoelg omwg . General

9 Evans JR. Lindsay W.M., The Management and Control of Quality, Thomson Southwestern, 6™ ed. 2005, pp. 132
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Electric evooudtocav oty npocéyyion tov “6 oiypa” kot dAleg pebodoroyieg cuveyovg
Bertimong 6mwc 1 dwoiknon olikng mowotntag (Total Quality Management-TQM) kot o

avooXed0o UOC ETLYEPTNLATIKOV dadikaoidv (Business Process Reengineering-BPR).

Yto mAaicilo g pebodoroyiag tmv 6 ciyua, vdpyovv dvo poviédla Pedtimong ta omoia Oa

, 150,
EETAOTOY ovaALTUCG™:

1. DMAIC povréio

To povtého ovtd epappoletor yuoo vo PBEATIOGEL THV OmOS00N TOV VLIAPYOVCHV

;151 ’ r_ s , r Ie ’
O KOCIOV Kot omotereital amd mévte Pripata dmwe tapovctalovral otov mivaka XV.

IMivaxkag VI: To povrého DMAIC

Bipa povréhov DMAIC AVTIKELPEVIKOG 6KOTTOG KAOE fripaTtog
1. KaBopiopog(Define) Kabopiopog mc mbavotntag Pektioong
NG S0 IKOGToG
2. Métpnon (M easure) Métpnon ™G tpéyovcas amddoong NG
ddkaociog
3. Avdlvon (Analyze) Kabopiopog tov oty ™mc  “oroyig’

amOd00NG TNG OAOIKOGIOLG

4. Beltimon (I mprovement) Ywob0émon olhaydv mov Oa Bedtidcovv

™V andd0om TG SO IKOGToG

5."EAeyyoc (Control) ‘Eleyyog v ouvveyn Peitimon g

aTOd00NG TNG OALOIKOGIOLG

IInyn: pocappocuévo: The Management and Control of Quality, Evans J. Lindsay W

%0 Evans JR. Lindsay W.M., The Management and Control of Quality, Thomson Southwestern, 6 ed. 2005, pp. 132 - 148
B EvansdR. Lindsay W.M., The Management and Control of Quality, Thomson Southwestern, 6™ ed. 2005, pp. 488-489
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Ye k6Oe £vo amd To PripoTo TOV TOPATAVE HOVTEAOD VIoBETOVVTOL EPYOAEID OTATIOTIKNG
KO TEYVIKEC TPOKEEVOL VO AVOYVOPIOTOVV Ol OTIES TV TPOPANUATOV amOd0oNS UG
dradKaciog Kot vo enAeyBovv o1 Aoelg Tov Ba emitvyovy Tovg 6TdY0VS PeAtioong. Tétow

epyadeia yuo kbe 6TAO10 TOV pOVTEAOL TTopovclalovton 6Tov Tivoka XVI.

MMivaxag VII: Epyaieio Tov Movtéhov DMAIC

Bripa povréhov DMAIC Epyaieio DMAIC
1. KaBopiopdg (Define) Xapmg Epyov 6 oiypa (Project charter)
2. Métpnon (M easure) > Iotoypoppa

» Ilivakag Pareto

» Atdypappo Cause & Effect
3. Avdlvon (Analyze)

Zvoyétion
Avdivon IToiwvdpdunong
4. Behtimon (Improvement) Benchmarking
5."Eheyyog (Control) AVEAVON PHETPGEDY GLGTNUATOV

IInyn: Ipocapuocpévo: The Management and Control of Quality, Evans J. Lindsay W.

2. To puovréio DESS (Design for Six Sigma)

To povtého DFSS eotidlel oe dvo mepurtdoelc epapudlovtog texvikég oyedcuot /
avaoyediacob dwdacioc™:
I. o1 Bedtimon vopyovcmdv dadikacidv oTig onoieg To poviého DMAIC dev givan
apKeTO Y10, VO TETHYEL TOL TPOCOOKMUEVH ETITEIA OTASOOT|C.

I[l. omv avantuén S1001KacIdOV OTOV QVTEG OEV VITAPYOLV.

152 Evans J.R. Lindsay W.M., The Management and Control of Quality, Thomson Southwestern, 6™ ed. 2005, pp. 132 - 148
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4.9.3 Mivakag A&oroynons CRM ko Six Sigma

Yvvovalovrag Tic 0o pebodoroyieg Tov mivaka aorldynong tov CRM kot twv «6Sigman,
N enintwon oty emtvyio Tov CRM etvor peydin. 1o Awdypappo XII wopovoidletatl o
oLVOLOOTIKOG TPOTOG TV dV0 HEBOGOAOYIDV LE OKOTO TN UEYIOTOTOINGN NG Amddoong

tov CRM o¢ i enyeipnon:

Emuioyn
Mertpnioeomv CRM
tpog Beltiomon

/
CRM Strategic 6
Scorecard Sigma

N

\

Beltiomorn tTov /
HRETPITEDOV
_

Avaypoppa XII: Xovévacstikég Tpomog Strategic Six Sigma & Scorecard
IInyn: Ipocapuocpévo: The Management and Control of Quality, Evans J. Lindsay W

SHUEOVO LE TO TOPATAVED GYNUO opyikd epapudletal o wivaxkag a&lordynong oo CRM
KOl TPOYHOTOTOIO0VTOL Ol OVAAOYEG UETPNOELS TMOV TOPUYOVTIWV smwxi(xglss. Otav ot
HETPNOELS OVTEG OMEXOLV A0 TOVG GTOYOVLG amddoong kol dpa ypewlovral PBeitimon,
eQapUOleTOL M TEYVIKT TOV «6 Giypor»kot Tov poviédov Bedtioong DMAIC kol DFSS. 1o
mAaiclo avtd Tifevion ot 6toYol Pertiong Kol emléyetal pio opdda atOp®y 1 omoia
OKOTO £YEl V. oVOKOAOWEL TG pLUIKES autieg ¢ “@Toyns” amddoong Tov GLGTHHNTOC. Me
™V Vbétnon TV Topatdveo poviEAwv Pertioong eSumnpeteital 1 €0pecT TOV AVCE®V

ekelvav mov o avénoovy v anotedecpotikdtnta Ttov CRM oe o emyeipnon.

1% EvansJ.R. Lindsay W.M., The Management and Control of Quality, Thomson Southwestern, 6™ ed. 2005, pp. 379-387
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Ta xoptOTEPO OQEAN OO U0 TETOW. OAOKANP®UEVN TPOGEYYIoN a&lOAdYNoNG TNG
OOTEAEGUATIKOTNTOG TG oTpatnyikn Tov CRM givan ta 82’;1’]g154:
EvkoAn oavayvopion tov onueiov ekeivov g otpoatnyikng tov CRM  movu
yperaloviot Bertioon.
YTOYEVON TOV EMYEPNCLOKOV TOPp®V Katevbeiov otn dwadikacio Peltiwong Tov
CRM.
EvkoAn avayvdpion g enintmong g npoonddeiog Pertimonc ton CRM.
Enitevén g péyiomg anddoong enévovong oe CRM (ROI).

4.10 CRM & TQM - H gpappoyi morétnrag 6to Tpanelikd cvuoTna,

‘Evag opiopdg yuo ) Awiknen Ol owotitag (AOIT) — Tota Quality Management
(TQM) ivat o axérovBoc™™:

Awoiknomn Olikng Tlowdtntog eivat  @IA0GOoEIo KOt 01 dPUCTNPIOTNTEG TOV OTOGKOTOVV
OTN GLVEYN IKOVOTIOINGT TV ATOTNCEDY TOV TEAATT, LE EANYIOTOTONON TOV KOGTOVG KOl

EVEPYOTOLDVTAG OAOVG TOVG EPYALOUEVODG GTNV EMYEIPNON 1 TOV OPYAVIGUO.

H AOII Baciletar otovg avhpmmovg kot vanpetetl Tovg avOpmmovg. Ot dpactnplotreg, To
Héca Topaymyns Kot ot péfodot etvat amdmg epyareio yioo TV emitevén ¢ tKavomoinong
TOV TELATAOV, TOV Tpopundevtdv kot tov epyalopévov. Ta epyodeio avtd eEehicooviot
CUVEXELDL MOTE VO O1EVKOADVOLV TTEPIGGOTEPO TNV OAN Tpoomddeia. H mpoondbeio sivar
opadkn. Ot merdteg amoteloVV [0, TPOEKTOOT NG EMEipnong, He TV Evvolo OTL Ol
TOPOTNPNOGELS TOVG, Ol OMOUTGELS TOVG KOl YEVIKOTEPQ 1) YVOUN TOVG AapPdvoviotl vdyn
omv &&EMén tov cvotuotoc. Mo to okomd avtd eivol amoapaitnT) 1 OpYAvmoT EVOG

TANPOPOPLOKOV GVOTAUATOG H10TKNGNG TOV EIVOIL OVOIKTO KOl OAOKANPOUEVO.

% EvansdR. Lindsay W.M., The M anagement and Control of Quality, Thomson Southwestern, 6" ed. 2005,
% Bruce Brocka& Suzane Brocka: «Quality Management: implementing the i deas of a master» Business Irwin 1993, p3
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Avoikto givor éva chotnuo 0tav umopel vo Tpocapuoletal Pe EVKOAIN OTIG EEMTEPIKEG
OAAOYEG, EVD M OAOKANPMGT OVOQEPETOL OTT] SLVATOTITO GLVIOVIGHOD KOl GLVEPYACING
TOV J0POPOV TUNHATOV TNG ENXYEIPNONG 1 ToL opyavicpov. H cuvepyacio yivetal o€ o
yadopn Péon enedn 10 GVGTNUA EIVAL OTOKEVIPOUEVO GE OUAOEG LEYOADTEPNG AVTOVOLIOG
OV UTOPOVV VO, EEAGKNCOVY SN IOVPYIKOTN T Kot TPOTOPOLAIL Kot va givat TepieodTEPO

EVENIKTEG KOl YPYOPES OTIG OO PACELS TOVG.

Emiong, npémel va onueiwbei 611, 1 AOII dev avtitiBetor ota GAlo cuaThpoTo 0ALG elvat
vepovoro tovg. H AOIT mepikieier tn Aacediion Tlowtntog, 6tmg owt) pe T oepd
™m¢g mepikAeier tov Tlowotikd 'Eleyyo, mov pe ™ oepd tov €ivor LAEPGHVOLO TNG

Emfedpnong™®.

4.10.1 O@éin AOIT am6 TV TALLPA TOL TELATY

O mehdng oe KBe ayopd TOV amOAUPAVEL TNV TPOSIOYEYYPAUEVT TOWOTNTO KOl €ivort
olyovpog Yoo ™V KATOAANAOTNTO Kol GMOTH AETovpyio TOov 7PoidVTOg, Ywpic vo
avaykdletot o 10106 vo S1eEAYEL EVEPYEIEG Y10 EAEYYO TMOV YOPUKTNPIOTIKAOV TMV TPOIOVIW®V.
Ot melditeg Oa eival TEPIGGOTEPO EVYOPICTNUEVOL, T Topamova Ba peiwbodv astntd Kot n

TPOGEAKVON VEWV TEANTOV OAOEVHL KOt B0l LEYOADVEL.

H BeAitimon 1660 ™G €0wTEPIKNG 00O Kot TNG EMTEPIKNG EmKovmVviag, fonbdel omv
KOADTEPT  KOTOVOMON KOl  OVIWWETOTION TOV OTOITHCE®V TOV TEAUTOV. AKOUN
avaQEPOVTAL PEATIOCEIS OYETIKA ME TIG OMOCTOAEG TNG EMYEIPNONG KOl TO TOGOGTO
EYKAP®V TOPASOCEDY GTOVG TELATEG. AVTA £YEL MG OMOTEAEGHO TV OOKTION TOL TO
OTUOVTIKOD KOl HOKPAG O0PKEING MIGTOTOUTIKOD «EVOS TKOVOTOTUEVOL TEANTN» TTOV

oéPeTal To GVOpOL TNG ETAPEING KO TN TPOGNAMOT TNG GTNV TOOTNTA.

1% Agpprioidmg K. Atoiknon Ok Iotétntag, Nopukr Bifitodnkn, 2005, cek. 70
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Emmpocheta €xel mapatnpnbel mwg 6€ 0pyaviGHoUg TOV TPOYDPNCOV GE TIGTOTOINGT
(katd 1SO) TV d1ud1Kac1OV TOVG, TOPOVGIAGHY VYNAN £0¢ TOAD VYNAN omddocn otV
oLyl ko emefepyacio mopamdvav™. TIoAd yopmidtepn eivor dpme 1 amddoon Tovg,
aKOUN KOl UETE TNV TGTOTOINGT), OGOV apOpd TV GLALOYN Kot ENEEEPYACIO TPOTACEWV
amd tovg meAdteg. H younA amddoomn otmnv epdon yi ™V Omoapén €micGNUOv
oLGTNHATOG VTOPOANC TpoTdcemv amd T0 Tpocmmikd (otv Katnyopior Sloyeipiong
avOponivov Topwv) delyvouv OTL Ol EMYEPNCELS OV £YOVV GLVEIONTOTOCEL OPKETA
aKoOUN TNV avAyKN Yo, cuveyT| PeATimon Kot deV EKUETAAAEDOVTAL TIG 10EEG TTOV UTOPOLV VO

TPOGPEPOVV 01 E6mTEPIKOTL (Epyaldpevot) Kot eE®TEPIKOL TEAATES TOVG.

H mopokolovnon tov anoirtnosov kKot emBopidv Tov meELoTdv, 0 KoBopopog Tov
KPIGIH®V Y100 TNV IKOVOTOINGT TOLG 6TolXElmV, Kabmg Kot n Tapakolovbnon kot pétpnon
MG IKOVOTOINGoNG TOLVG amd To TPOIdV 1] TNV LANPEGia, NTav oTorKeio 6ToL Oomoio Ot
opyavicpol glyov HETPIOL KOl YOUUNAOTEPN TOV HETPIOV aOS0CN TPV TNV TIGTOTOINGN, M
omoio OUMG HETA TNV TOTONOM O™ YiveTan apkeTd vYNAN. Agv 1o)bEL TO 110 KO Yo TNV
TopOKOAOVONON KOl GUYKPLON TNG WKOVOTOINGONG TOV TEAUTOV GE OYEON HE TNV
Kavomomon mov AapuPavouy omd avIay®VIOTIKA TPOIOVIO KOl LANPECIES. L& OVTO TO
onueio, 6Tmwg dAlmote katl pe o benchmarking, ol exyeypmoeig eiyov younAn amddoon
TG0 TPV OGO KOl LETA TNV TGTOMONGN. ZYETIKA UE TNV TPOSPOPE eEVTNPETNONG TPV Kot
HETA TNV TOANOY|, Ol EXLYEIPNOELS TO.POVCIOGOV AVATEPT TOV UETPIOL omd00T TPV amd
TNV Totomoinon, N onoio pe ™V pkpn Pertioon mov 6€ynke AOY® TNG MIGTOTOINONG,

. .o 158
£QTOCE € VYNAQ emimedo .

Téhog, 660V apopd TNV evarcOntomoinon Tev epyalouévmy 6T GNUAGI0 TG IKAVOTOIN oG
TOV TEAATN, PAETOLUE OTL Ol EMYEPNOEIS TNV YOPAKTAPIOOV HETPO. TPV ONO TNV
TIOTOMOINON Kol LYNAN HETA omd ovTiV. YTapyel Aowdv Kol 6 avTdV TOV Topdyovto
onpoavtikn BeAtimon, n onoio pumopel va cuvoebel pe TV avATTLEN KOVATOVPOG TOOTNTOG
omv enyeipnon, 1 omoio omodelyTnke ®G TO OeVTEPO  POCIKOTEPO OPEAOG 1TNG

TIGTOTONoNG.

7 AgpPrioidg K. Aviayovietucdtnro pe Atoiknon Oluic Iotdmtag, I nterbooks, 2001, ogl. 221 - 230
38 Agpprroibne K. o.7.
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4.11 Tpaneleg ko Awoiknon Olkig Hm(mrraglsg

Y10 EAAvikd tpomelikd ocvotnuo, To TEAELTOi0 YPOVIKL £YOVV YIVEL TOAD ONUOVTIKEG
aArayéc. H mepiodoc avt yapoktnpiletor and ) cvveyn ddikacio anelevdEpwong Tov
TIOTOTIKOD GLOTHUOTOG, TOGO OVOPOPIKA UE TNV TIWOAOGYNoN (ETTOKI) OGO KOl UE TOVG

EAEYKTIKOVG UNYOVIGHOVG.

[MopdAinia pe v oameAevbEépmon, GLVIEAOVVTOL Kol GAAC GNUOVTIKE PrApoato 6Tov
Tpomelkd TOpEN , OTMOG M XPNOT CUYYPOVOV HEGMOV GUVOAAUY®OV KOl 1) TPOGPOPH VEMV
TPOIOVIOV Kol LINpecidv. Ta KupudtePO GUYYXPOVO HECOH GLVOALOY®V, 7OV GAlO
YPNOYOTOI0VVTOL GE PEYOADTEPO KOl AAAL GE HIKPOTEPO PO gival 1 TOTOTIKY KAPTOL,
to Phone Banking ka1 to e- Banking. H punyavopydvoon mov éxel avamtuybel pe toyeig
puOUovE Tl TEAELTOINL YPOVICL GTO EAANVIKO Tpomelikd oCLOTNUO, OTOTEAEiTOL amd To
oLoTN AT ETKOV®VIaG pécm tniecvvoeong (ATAZ, HELLASPACK, EDI, SWIFT) kot
TIG €Qapuoyéc oty mAnpogopikn. Ot tpameleg otnv EAAGSa ypnoyomolodv, o€
nePOPIopéVo Pabud, To GLOTAHOTO EMKOVOVING LEGH TNAEGVUVOESNC KO GE OKOUN O
ukpd Pabuod, ta [TAnpogoplokd Tvatiuoto Aoiknong Kot to. ZuoTHHaTe YTooTHpiEng
Amopdcewv. To va Tpocdiopiotel 1 Evvola TG TOOTNTOG GTO YMDPO TMV VINPECIDOV Elvat

TOAD dVGKOAO e€outiag TNG CLLANG PVONG TNG TPOGPEPOLEVIG VTN PECTOG.

Ot Parasuraman, Zeithaml ko1 Berry (1985)'® npocdiopioav 8éka mapdyoviec mov mpémet
Vo LIapyovv ot mowotnte. vanpecidv. Ov moapdyoviec ovtoi eivor n  adlomiotio
(reliability) n avtomokpion (responsveness), n appodidtnra (Competence), n tpocsyyion
N M mpoomélacn (access) n evyéveln (courtesy), m emwowwvia (communication), n
eepeyyvomto (credibility), n acedieia (security) n katovonon Kot n yvoon tov meddn

(vnderstaning/knowing your customer ) kait ta Ak Teplovelakd ototyeio (tungibles).

¥ To case study avamtoxfnke amd v k. Mapia BaEeBavidov, vroyfga Si8Gktopa 100 TpRpatog Opyéveong kat Atolknong
Enyeipioeov tov [Tov/wov Makedoviag, og cuvepyaoia pe tov Av.Kabnyntm k. Fedpyro Towotpa.

® Parasuraman, Zeithaml & Berry: “A conceptual model of Service Qudity and its implications for future
research”, Journal of Marketing, 49 (4), Fall 1985, p.p. 41-50
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Ytov EMnvikd yopo Bewpeiton 611 n emroympévn epapuoyn g AOIT otov topéa twv
VINPECLOV KOl O CLYKEKPLUEVA, 6TOV TPATECIKO Ydpo e&optdTor amd TapuKaT® Bactkég
petafantéc™:

Tov e€TEPIKO TEAATT

TOV E0MOTEPIKO TEAATN

TIG SO KOGTES

TNV EMYEPNUOTIKT GTPOTNYIKN

4.11.1 EEotepikog & Ecmrtepikdg Ileratng

H oyéon peta&d twv mpocdokidv Tov TEAATN Kot TNG TapEXOUEVNG VAN PEGING cLVOETEL TNV
EIKOVAL TNG TOLOTNTOG TTOL £XEL O TEAATNG Y10 TOV opyowwu()lsz. Mo va Bertiodel n mapoyn
TOV TPOCPEPOUEVOV VANPECIDOV Kol TPOIOVIWV TPOS TOV TEAATY, TPAOTN Kol POCIKN
npovmodeon etvar . TANpoeopnon tov. H 660 1o duvatdév kahdtepn mAnpodpnom
onuaivel kahdtepn mowtta’®. Yrdpyovy mépo moAhoi tpdmol Y va mAnpoeopnOel o
eAdTNG. Avtol o1 TpOTOL €ival 1] GUEST) EMKOWVMVIO e TOV VTAAANAO TNG LANPESING, M
YVouN €vOg £101K00, 1 ONUOCIOTNTO. KOt YEVIKOTEPA TO Uiypo TG TpoPfoAng mov amopacilel

n rp(msCam.

‘Evag dgvtepog mapdyoviog Pedtioong g mPosOEPOUEVIG VAINPEGING TPOG TOV TEANTN
EKTOG TNG TANPOPOPNONG, Elval Ta UETPO. TOV Aapfdavovtol yio T Heimon Tov Ypovov
avapovig yio eSumnpémor). To eavopevo Topoyng KoKNG TOOTNTOS VTN PECIHV EIOTKA GTO
Y®OPO TV TPamelDV opeileTan cuvNBE 6T dNovpYyio CLVPGV avapovig. Ot TEPIGGOTEPES
EMnvikég tpameleg yioo T peimon tov xpoévov avapovig 0ev TomoBETnoay TePIGGOTEPQ
Tapeion GALG TPOGEPLYAV GE ALTOUATOTOMNUEVEG AVoELS. [ var dtacpaiicel 1 TodTTO

TOV TOPEYOUEVOV VINPESIOV Bo mpémel  Tpamelo TpdTo, am' OAd Vo, opicel To Kpiola

% BaggBavidov M. o.m.

2w, Boulding, A. Karla, K. Staelin, V. Zeithaml, « A dynamic process modd of service quality: from expectations to behavioral
intentions» Journal of Marketing Reseacrh, vol. Xxx, Feb.1993, pp9-20

% G. Michale Ashmore, « Better information means better Quaity» The Journal of Business Strategy, JarVFeb 1992, pp57

% william Boulding,A. Karla, K. Stadlin, V. Zeithaml, 6.1
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YOLPOKTNPLOTIKG TOOTNTAG Y10 TV EELANPETNOT TOV TEAATT, VO 0picel peBOOOVG EKTIUN GG
™G KOvVOToinong Tov TEAATN KOl Vo eviomicel To. AAOn mov yivoviow oTig S1dpopeg

EPYOGIEC TNG.

Mo ™ PeAtioon ™ TOOTNTOG TOV TAPEXOUEVOV LANPECIOV Kol TPOiOVT®V YpetdleTon
TPAOTO, 0O OAOL 1) SEGUEVCT) TOV EGMOTEPTKOV TEAATT Y10 TV THPNOT T®V TPOoHmoBEGE®V NG
TO10TNTOG, TPOTAGELS PerTiong, opydvmor TG £PYNCIoG G€ OUAOES KI OMOTEAEGHUATIKY|
Aerrovpyio Tov cvoTroTog eAéyyov. H déopevon tov €0@TEPIKOD TEAATN WTOPEL Vo
emuevyBel pe caen Kol SpKr TANPOPOPNCT, LE OVOIKTH KO TOKTIKN ETIKOW®VIL, UE
LETAO0GT] TOV OPALOTOS KOL TMV OTOY MOV TNG O101KNONG, LE EUTIGTOGVUVN GTOVG GUVEPYATEG

Ko pe amaitnon ywo 10éeg Pedtioong kabe ypovo amd kabe epyalduevo.

Extog BéPota amd ™ OEGUELON TOL TPOCOAIIKOL LIAPYEL KL 1 SECUEVON TG AVOTOTNG
Awoiknong. H déopevon yio v epoppoyn kat m Pertioon g motdTTog TPEmel vo, givart
YPOTTY], VO VOYPAPETAL OO OAQ TO, LEAT TOV A1OIKNTIKOO ZVpPBovAiov Kot T0 KEUEVO va

TOPANEVEL GTNV EMLXEIPNON Y100 E0mTEPIKT YpHon .

4.11.2 O Awdkaoieg

Ot dwdaocieg eival Oleg ot amapaitmreg Aertovpyieg mov yivoviar péca oty tpamelo
TPAOTO, o' OAQ Y10 TN OOOTH Agwovpyia TG, O0EVTEPOV Yol TNV OVOATTLEN EVEAIKTOV Kl
OOJOTIKAOV GYECEMV HE TOV EEMTEPIKO TEAATN Kot TEAOG Y10 TNV TOPOKIVION Kl OVATTUEN
vevfuvoTNTag TOL £0®TEPIKOV TEAdTN. Ot povadeg pe TIc omoieg peTpodviol To
YOPOKTNPIOTIKG TO10TNTAG OTIG OlOIKOGIEG TOV TPAme(IKOV GLOTHUOTOS UTOPOVV Vo
etvor™®:

0 ¥pGVOG aVOIOVIG KO EEVTNPETNONG

70 1060670 (%) TEAUTMOV pE TOPATOVaL

1% Jean — Marie Douchy, « L e management strategique pour |a qualite dans activities industriell es et de services» ed . Dunod 1990,
ppl49

% Tsotras V. Vaxevanidou M: Customer/Supplier Relationship for Technological Productsin the Greek Banking System,
http://hdl .handle.net/2159/6050
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70 1060670 (%) Loyoplacudv pe Aaon

n a&omotio

70 1060670 (%) PAaPdV pe To GVYYPOVA HEGO GUVAALAY DV

ot aKkdAVTTTOl Aoyoplac ol w¢ 1060616 (%) emti TV TOAGEDV

TO HEPIOL0 aryopdg

OLYKPUITIKOT OEIKTEG AVTOYWVICTIKOTITOG

T0 KOOTOG TOLOTNTOG MG T0600To (%) el TV TOANCEDV

0 XPOVOG E1GOYMYNG VEOV TTPOIOVTIWV GTNV 0yopd

TO KOOTOG OVTUETAOMIONG TTOPAUTOVAOV MG 1060670 (%) TV TmAcEDV

N anddoon keparaiov (1.y. TovAdyiotov 16%) pe xpnor aptBodeKTOV KA.

Ot 1pémotl a&loAdynong g amddoonG TOV GLUGTHHATOS EAEYXOVL TTOWOTNTOS UTOPOvV Vo
etvar™®”:
70 KOGTOG EAAENYG TOIOTNTOG
M TOYVTNTO AVTIOPUOTC GE TPOPAN AT TOLOTITOG
1 EVKOAMOL EVTOTIGUOD 0TIV KOKTG TO0TNTOG
N HETPMOT TNG TTOLPOLY OYIKOTNTOG
1N SWUOPP®ON KEPSOVG

1N TANPOPOPNON TOV TPOEPYETOL OO TOVG TEAATEG,.

Téhog, o1 petofAntég mov pmopovv va xpnoiponombodv oto tpamelikd GLGTNUA Yo TN
Bedtiomn Tov GLGTAHATOG TTOOTNTAG EVAL:

0 YPOVOC aVOUOVIG 6TV 0Lpa Yo e&umnpétnon amd tov teller

0 xpovog avapovig ota ATM

N Gvetn, ypryopn Kot ac@aAng eicodog ota ATM

0 YPOVOG OVTATTOKPIOTG OTA YPALLLLOTO TOV TEAUTOV

0 (POVOG AVTATOKPIOTG GE TNAEPMVIKT KA|ON TOV TEAATMV

N pelwon Tov aplfpov Twv Aabov oTig emtTayég

1 neiowon tov Aoy/opdv mov KAgivouv ovd gfdopdda 1 pva

1N pelmon Tov aplfpol TapaTdOVEY omd TEAITES OV piva.

167367 Tqotras V. Vaxevanidou M. 6.7.
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0 0plOUOS TAPATOVOV TEAUTOV TTOL EMTLYDS ETAVOVTOL VA RS0 UAdaL

N Helmo™ Tov ¥POHVOL AVTOTOKPIoNG G OTOI0ONTOTE AT L0 TOL TEAGTY

N pelmon Tov Pnudtov Kot S10d1Kac1OV Y10, Topoyn VINPECIOV

N peiowon TV eYypapOv

1N peiowon Tov ToAOV KodKoV (xpron evog P.IN. yia 6Aeg T1g GuvaliayEg)
TOL EKTOOEVTIKG TTPOYPALLLOTO K1 EVILEPMOOT)

N Pekticoon tov e£0TMGHOV

N avamrTLEN VITEVLOLVOTNTOC GTOVG EPYALOUEVOVG

0 EMOVOCYEOOGHOG TV BEGEMV EPYAGIOG KOl TOV TEPIEYOLEVOD EPYOCTOG

0 GLYVOTEPOG EAEYYOG.

4.11.3 H Emygipnpotikni ZTpatnykn

H avantuén otpomnyikng oouemvae pe mv kiaocikn Bewpio tov pdvatipevt Pondd ot
dteiodvon ¢ ayopds Kol oty omTOKTNGT VE®V Kaun T S1Thpnon TV 101 TEAATELNKOV
oxéoemv. Ot otoyol ¢ tpanelog, Aoufdvovtag vmoyn 1060 TO ECMTEPIKO OGO KOl TO
e€otepkd g mePPAALOV, UTOPOVY VO 0POPOLV OEUATO OIKOVOUIKA, TEXVIKA Kot
avTaymviopob 6mec ®:

KOVOTO (N oY TV HETOY®V

onuovpyia 1 St pron ewwovag «Image»

avEnon KepoOmV

KOVOTofnon tov meAdtn

avénon kot St pnon pepdiov ayopdg

Bedtiwon g TodTN TG

dnpovpyia 1lyvpov diktvov e&umnpétnong (vrokatastnpdtov Kot ATM)

ONLOVPYIO, OVTOY OVIOTIKOD TAEOVEKTILLOTOG

o1ebvn epPéreta

xpNon o0y povng texvoroyiag

16818 Tqotras V. Vaxevanidou M: 6.1.
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TPOGPOPA VEWV TPOTOVIMV KOl VEDV VTN PECLOV
TOLPOKOAOVINON TOV AVTOY®VIGTOV

amoKTnon N dtnpnomn BEeNC 6TV ayopd Kot

dnuovpyia diktHov cuvepyaciog pe dAleg Tpaneleg (network).

Mo vo Peltidoel 10 emyePNUATIKO NG TPOGIA M Tpamelo Kot v ONHIOVPYNCEL TNV
moAvovNTUéEVN amd Ta. cVYYpova BiAio Tov pavatlHevt Kot ToV UEPKETIVYK <EIKOVO,
pmopel v epopUOGEL KATOWL OO TO, TOPAKAT® LETPO. CTPATNYIKTG no?mud]glegi

tpamelkn epmepio

TPOCOTIKN EMALQY LE TOV TEAATN Y10 T1) nNpovpyic BETIKOD KMUOTOG

SUOPP®ON TOV ECMOTEPIKOV YDPOL OO Amoyn KoloicsONnciog Kot TPaKTIKOTNTOG

xpnon o0y povng texvoroyiag

SVVOLIKT TPOMONGT KOl TOPOVGIN GTO YDPO TOV VEMV TPOTOVT®V KO VITNPECIHV

€0UKOAN €16000 oTO VAT EELTINPETNONG

e£OTEPIKT K1 EGMTEPIKN EDKOAN OVOLYVOPIOT

xpNon tov piypotog tpoPoing (rpoddnon, dtaenon, S1poctoTTo) K.AM.

H otpamyum mailer kabopiotikd pébro wg mpog tn 0éon g tpdmelog otV ayopd, ™
ONUOVPYio. CLYKPLTIKOD TAEOVEKTALOTOC Kot T dnpovpyio ewovas. o va katapépet
Tpanelo OA0 TO TOPATOVED UEGOH OO TNV EMYEPNUATIKN TNG OTPOINYIKY B0 Tpémetl va
AGBeL LITOYT TG TO GLVOAD TMV GTOLKEIWY TTOL TNV GVVOETOVY OTIMG TOV EEMTEPIKO TEAATN,
TOV E6MTEPIKO TEAATY Kol TG SLOOIKOGIES TOPOYNG TPOTOVIMV KOl VITNPECIDOV LE TN XPNOM

TEYVIKOV KOl GLGTIUATOV Y1 TN cvveyT Pertimon Tng modTnTog TNe.

Ytovg Topeig 6mov Bo Aéyape 0Tl gpeoviloviol TEPICCOTEPO GTOYYEIN EPAPUOYNS TNG
Awoiknong Ilowotntog gival otic oYEcES e TOV EEMTEPIKO TEAATN, OTN CTPATIYIKN KOl
oV eKmaidevon Tov €0MTEPIKOD TEAATN. AvtiBeta, otovg toueic 6mov ot tpdmeleg
Topovstilovy kabvatépnon o 0,tL apopd ™ Awoiknon Iowdtnrag eivon otig oyéoeig pe

TOV EAeYY0 KaOMG Kot TN PEATIOON TOV S100TKOGUDV.

16919 Tqotras V. Vaxevanidou M: 6.1.

114



Biuimoypooio Ke@aoraiov

=Zévn BiBMoypaoio

Ahn, J. Y. et al. “On the design concepts for CRM system’, Industrial
M anagement & Data Systems, 103(5), 2003 pp. 324-331.

Cooley R. Rathenberg J. Dawson S. “Shaping the Future: Predictive Analytics
deliver the Promise of CRM”, Vol.3, October 2002, CRM Project, pp.31-46
Kobsa, A., Koenemann, J. and Pohl, W.: “Personalized Hypermedia
Presentation Techniques for Improving Customer Relationships’. The Knowledge
Engineering Review, 2001 Vol. 6. 12 pp.372-378

Gefen, D. and Ridings, C., “Implementation Team Responsiveness and User
Evaluation of Customer Relationship Management: A Quasi — Experimental Design
Sudy of Social Exchange Theory”, Journal of Management Information
Systems, Vol.19 No. 1,2002 pp.47-69.

Stringfellow, A., Winter, N. and Bowen, D. E.. “CRM: Profiting from
Understanding Customers’, Business Horizons, Vol. 45, No. 5. Sept-Oct 2004, pp.
45-52.

Bose, R.: "Customer relationship management: key components for IT success’,
Industrial Management & Data Systems, Vol. 102 No.2, 2002 pp.89-97.

Weéls J.D, Fuerts, W.L., Choobineh, J., 1999, “Managing infor mation technology
(IT) for one-to-one customer interaction”, Information & Management, vol. 35, n.
54.

Peppers, D. and Rogers, M.: The One to One Future: Building Relationships One
Customer at a Time. Currency Doubleday, New Y ork, 1993

Peppard J: “ Customer Relationship Management (CRM) in Financial Services’,
European M anagement Journa, Vol 18, No 3, 2000, pp 312-327.

Peppers D., Rogers, M., Dorf, R., “Is your company ready for one-to-one
marketing” . Harvard Business Review, Jan-Feb 1999, pp 151-160

Roh T. H, Ahn C. K., Han I. “The priority factor model for customer relationship
management system success’, Expert Systems with Applications, Vol 28, No 4,
2005 pp 641-654.

Berhad A., Tyler T., Customer Relationship Management in Asia, Peppers and
Rogers Group Asia, January 2002

Kotorov R. “Ubiquitous organization: organizational design for e-CRM”,
Business Process M anagement Journal, Vol 8, No3, 2002, pp 218-232.

Rigby D.K., Reichheld F.F., Schefter P. “Avoiding the four perils of CRM”,
Harvard Business Review, 80, 2, 2002 pp 101-109.

Adebanjo D., Classifying and selecting e-CRM applications. an analysis-based
proposal, Management Decision, 2003, 41,6, pp 570-577

Eckerson W., Watson, H.. Harnessing customer information for strategic
advantage: technical challenges and business solutions, Industry Study, LLC, 2001
p. 6.

Rigby D.K, Ledingham D.: “CRM Done Right”, Harvard Business Review,
November 2004, Reprint RO411H, 2004, pp 1-11.

115



Griffin, J. Customer Loyalty: How to Earn It, How to Keep It, Griffin Group,
Austin, 2002.

Kelley, L., Gilbert, D. and Mannicom, R., “How e-CRM enhance customer
loyalty”, Journal of Marketing Intelligence & Planning, pp. 239-248. 2003

Tae Hyup Roh, Cheol Kyung Ahn and Ingoo Han, “The priority factor model for
customer relationship management system success’, Expert Sysems with
Applications, Vol. 28, No. 4, 2005. pp. 641-654.

Dekimpe, G., Steenkamp, M., Médlens, M. and Abeele, V. “Decline and
varibility in brand loyalty” International Journal of Research in Marketing, Vol.
14, No. 5, 1997pp. 405-420.

Massey, A.P., Montoya-Weiss, M. and Holcom, K., “Re-engineering the
Customer Relationship: Leveraging Knowedge Assets at IBM”, Decision Support
Systems, Vol. 32, Issue 2, 2001pp. 155-170.

Gram, T., O1 wedares mov uetpave, Kpitikn A.E., Adnva, 2004

Dyche, J., the CRM Handbook: A business Guide to Customer Relationship
Management, Addison Wesley, Canada, 2001.

Chen, 1.J. and K. Popovich, “Understanding customer relationship management
(CRM): People, process and technology”, Business Process Management
Journal, Vol. 9, No.5, 2003, pp. 672-688.

Earley R. “How to avoid the CRM graveyard”, Customer Interaction Solutions,
20, 12, 2002 pp 26-30.

Kehoe L. “Long live e-business. software is finding a new role in helping
companies to share infor mation effectively” , Financial Times, March 2002, 14.
Cann C. " Eight steps to building a business-to-business relationship” , Journal of
Business & Industrial Marketing, 13, 4/5, 1998, pp 393-405.

Bradshaw, D., Brash C. “Managing customer relationships in the e-business
world: how to personalise computer relationships for increased profitability”,
International Journal of Retail & Distribution Management, 29, 12, 2001, pp
520-530.

Brickie R., “Strategy first”, Conspectus, 2002 [accessed 15 October 2008,
WWW.conceptus.com)].

Evans J.R. Lindsay W.M. The Management and Control of Quality, Thomson
Southwestern, 6™ ed. 2005, pp. 132

Bruce Brocka & Suzane Brocka: Quality Management: implementing the ideas of
a master, Business Irwin 1993, p3

Parasuraman, Zeithaml & Berry: “A conceptual model of Service Quality and its
implications for future research”, Journal of Marketing, 49 (4), Fall 1985, p.p. 41-
50

Boulding W., A. Karla, K. Staelin, V. Zeithaml, «A dynamic process model of
service quality: from expectations to behavioral intentions» Journal of M arketing
Reseacrh, vol. Xxx, Feb.1993, pp20-29

Ashmore G. Michale, “Better information means better Quality” The Journal of
Business Strategy, Jan/Feb 1992, pp57

Douchy Jean — Marie, Le management strategique pour la qualite dans activities
industrielles et de services Dunod 1990, pp149

116


http://www.conceptus.com

EAAnvucn BiBMoy paoio

Ap. Adap I1. Bpgyoémovhog Hicktpovikn oiayeipion oyéocwv medarwv (ECRM) -
Topodoa katdoToon Kol avoodVOUEVES TOTELS atny eEAAnvIKN oyopd., 1. X10épnc, 2008
Mavrikag AréEavopog, ['evikog Alving ALPHA METRICS, «H Kpvotaliwn
opaipa. tov CRM- Ilpofléweis kou taoeic» Customer Care, tetyog 42, 2006 oel.
24-27

Akeg€iov, N. kan Mavpéin, N., “CRM: Mdoda 1 Avaykn — Avalnrovias tov youevo
reAarn” , Financial RAM, Maptiog 2005, ce).18-39.

Tavvapdxng L. «llapabvpo aro Mélrov, Aoyiouixo, Xprortes koi Xpnon, Epevva. 1o
e-business forumy, Eenuepida "To Bijpa” , 16 Maiov 2004.

Adoxkog A., Customer Relationship Management, EAlnvikn Etaipeion Atoiknong
Enyeprioewv (EEAE).2002

Xoappoviatig, X., Tnakidov E. ko Kokkivng I'. “H ikavomoinon tov IleAdtn xou
n Melétn e Zoumepipopas Hoporovwv tov wg llapdyovies AvioywvieTikotntog
e emyeipnons” oto 8o AweOvég Touovédpro tig Etaipeiog Owkovoporoymv
O¢co/vikng, Owovopkn Avartoén — MeyéBovven kot AvtoyovieTiKOT)TO 6TV
Evpom: Taoeg ko Ipoontikés, IMavemomuio Maxedoviag, Oeccahovikn.
2002

Kovpig, I'. “Mia véa tavtotyro ya tovg medatoxevipikoisd” XRAM, Aeképupprog
2000, ogh. 9-13.

Mnarépng E. Muyaroémovriog M. «CRM Applications in the Greek Mobile
Telephony Companies: A comparative anaysis», «<SPOUDAI», Vol. 56, No 3,
2006, University of Piraeus, pp. 71-94

Agpprrovog K. dwoixnon Olikng Hoiotntag, Nopkn BipAodnin, 2005, cel. 70
Agpprroramg K. Avtaywviotikomyra pe Aoiknon Ohikng [loidttag, Interbooks,
2001, cer. 221 - 230

Mapia BagePavidov: to case study «AO0I1 kor Tpamelec» avoamtoybnke og
ocvvepyacia pe Tov Av.Kabnynt k. F'edpyro Torétpa.

Kapayahiog, I1. “I16te anotvyydvel n epapuoyn evog cvotnuotoc CRM”, HOW?,
Oxtopprog 2003, oeh. 28-29.

Morkovptig, I1., “H eriycipnuoticny otpatyyixn e véag okovouiog n 1 oAynueio;
NS TANPOYop kNS otov welaty” , WWW.plant-management.gr

KETA (Kévtpa enyeipnUotikng Kot T€YVOLOYIKNG avamnTtuénc), Odnydg dwoyeipions
TEAQTEIQKDV TYECEDY

Koénavog, X., “ H tavtompra oo CRM” XRAM, Aexéufprog2000, oel. 14-16.
Yompémovrog, T. (2003), “To CRM oty etawpeia: Epyaleio 1 aleoovdp”, CRM
HOW?, Oktofprog 2003, oer. 20-24

TCehekomoviog, B.. “Customer Relationship Management”, Evpogvooiakév
Owkovopkév Agrtiov Awowknioemg Emyepniocsov, Tevyoc 331, NoéuPprog-
Aexépupprog 2001, 5eA.88-90.

117


http://www.plant-management.gr

Internet

http://www.eeei.gr/interbiz/articles/ecrm.htm
http://www.go-online.gr/ebusiness/index.html

Gerson, R “ Secrets of CRM Success’, http://www.intelligentCRM .con/.,

Fathy, N., “E-commerce: all about customer relationship management”, 1999,
www.eCRM quide.com

Brewton, J., , “ The CRM Scorecard + Strategic Sgma:a powerful approach for
maximizing CRM Strategy Execution Success” , 2000, www.eCRM guide.com
http://www.go-online.gr/ebusiness/index.html

http://www.cententia.com/

www.CRM2day.com Ztovpoc Kovraktong

http://www.ibm.com/ondemand

Tsiotras V. Vaxevanidou M: Customer/Supplier Relationship for Technological
Productsin the Greek Banking System, http://hdl.handle.net/2159/6050

118


http://www.eeei.gr/interbiz/articles/ecrm.htm
http://www.go-online.gr/ebusiness/index.html
http://www.intelligentCRM.com/
http://www.eCRMguide.com
http://www.eCRMguide.com
http://www.go-online.gr/ebusiness/index.html
http://www.cententia.com/
http://www.CRM2day.com
http://www.ibm.com/ondemand
http://hdl.handle.net/2159/6050

KE®AAAIO 5
ATAXEIPIZH ITAPATIONQN ITIEAATQN KAI Ol HIEAATEIAKEX XXEXEIY XTIX
EAAHNIKEX TPAIIEZEX

5.1 Evoayoym

Me Vv Kab1€pmor Tov eviaiov VORIGHOTOC Kol TNV €16050 TG dpag pag otnv Evpwlown,
o1 EMNVIKEG Tpameleg ApYIoaV Vo AEITOVPYOHV GE Evol EVIOVO AVTAYOVIOTIKO TEPPAALOV,
0TO 07010 M KOTOVON G TOV OVOYK®V TOL TEANTN, 1) GUECT] OVTOTOKPIOT OTIG OVAYKES TOV
Kot 1 onpovpyio pog pokpds oyxéong pali tov, amotelel kpioyun apovmdOeon emrvyiog
Y 11§ Tpamelec, KaOIGTMOVTOG EMITOKTIKY THV aVAYKN Yo O0pOpoTIKEG aAAOYEG TOL
tpomelikov cvotnaToc. E1dwd o £vtovog avtayoviopdg mov EKONAMVETOL GTOV TOUEN TNG
MoviKNG TpameCIkng QEPVEL TIG EMYEPNCES OVIWETOREG HUE IO GEPE OTPOTNYIKOV
TPOKANGEMV OTIG OTOIEG Ol EMYEIPNGELG TPETEL VO, AvTATTOKPIOOHV LE TOV KOADTEPO duvaTd

(170
TpoOmo .

Méca and v vioBETnon Kol EQaPUOYN KOTAAANA®Y TEAUTOKEVIPIKOV GLUGTNUAT®V Ot
Tpaneleg OMUIOVPYOLV OTEVOTEPEG GYECEIS UE TOVG TTEAATEG Ko BETOVV TIG TpobmoBEicelg
Y. HOVIHOTEPES GUVEPYOOCIEG KOl TOPOYN] VANPECIOV TPOSTIOEUEVNS a&log GE QVTOVG.
Tavtoypova eocearilovv v 660 T0 dvvatdv TayVTEPN Kot TANPEoTEPT e&umnpéTnon
TOV VOICTAUEVOV Kol SUVNTIK®V TEAAT®OV. MEco omd ™V €QOpPUOYN MG 7O
OTOTEAEGUOTIKTG OPYOVOTIKNG OOUNG, TNV EVOOUATMON GE OUTNV VE®MV TATPOPOPLOKOV
cLoTNUATOV Kat TV Tpom®bnon ¢ niektpovikng tpomelikng (e-banking), ot emygipnoeig
npoPaivouv og pelmon TV AEWOLPYIK®OV TOLG domavdv. Expetoilevdpeveg Tig
dUVOTOTNTEG OV TOVG TPOCPEPEL 1 YPNON TOL ALSIKTVOV YAPACCOVY TNV KOTAAANAN

GTPOINYIKN Y10 TPOGPOPA PN LOTOTICTOTIKMV VN PECIDV GTO Y MPO QVTO.

™ Kosmidou K., Pasiouras F., Tsaklanganos A., “ Domestic and multinational determinants of foreign bank profits The case of Greek
banks operating abroad” , Journa of Multinationa Financial Management, 17, Jan-Mar 2007, pp. 1 -15
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5.2 Iotopwn} Avadpoun Tparelikod LveTipotog

5.2.1 Ietopika Xtoyeia

H wtopia tov EAAnvikod Tpamelikov Zvotiuatog Eekwvd 1o 1828 pe v idpvon g
Efvikng Xpnuotiotwng Tpdmelag, m omoia elye okomd vo ADGEL TO OIKOVOUIKA
npopinuata. To 1841 onpovpyndnke n E6vikn Tpdmela g EXAGdog (ETE) pe wbuwtikd
Ko Kpatikd kepdrata. Ot Bacikég epyacieg g NTov 1 amodoy Katabécewy, 1 yopnynon
EUTOPIKOV KOl OTEYOOTIKOV O0VEI®MV, OO EMIONG KOl TO HOVOTMOAWKO OlKoimpa ™G
éxdoong Tpameloypappatiov. Evag peydrog oapiBudg tpoameldv onmuovpynbnke oto
devtepo o6 tov 19v aidva, kot n Tpamelo AOnvov €ytve m devtepn peyaAvtepn

Tpdmela TNV ayopd.

To 1928, pe v 1dpvon g Tpamelog tng EALGSOG g KeVTptkng TALov Tpameloc oAl Kot
ue v dpvon g EOvikng Kmuartwng Tpanelag EALGSog (EKTE) kot g Aypotiknig
Tpaneloc EALGdoc (ATE), n ETE éxace 10 mpovouo me éK606NG YOpTOVOLIGUOTOC OAAG
Kol GAAES OpaoTNPLOTNTEG TTOV Elyov GYEOT HE TN LTEYOOTIKN Kol AypoTiKn mioTn. XT0
dtdotnua péxpt o B' Tayrkoopo TIodepo apketéc pikpég tpaneleg EKAEIGAV, VD AUECMG
HeTA ToV TOAENO akolovOnoav moAAéG cuyywvedoelg Tpaneldv (ETE — Tpanela Anvaov,
Iovikny - Adaikn Kk.0.). Ot peyoidtepeg tpamelec KpatkomombnKoy, He amoTEAEGUN TO
Tpanelikd Xvomuo otnv TAeoyneio Tov va TepEAdetl Eppeca 1 GUECH VIO TOV EAEYYO

TOL KPATOUG.

Amd 10 1960 Ko petd, n dwebvomoinon tov Tpamelikod GLGTAUOTOC O0OMYNCE GE Lo
ovoloTIKT avénon tov apBpod twv Eévav Tpanelmv mov eykatactdankav otnv EALGSa.
H eicodog avt tov EEvov Tparelomv cvveyicOnke vrofonboduevn Kot omd v Evtaén g

EALGdag oty Evponaikn "Eveoon to 1981.
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To 1984 Aertovpyovoav otnv EALGda 41 tpdmelec ko ed1kd motmTikd Wpopata. Amd

avtéc ot 21 oy EAAnvikég, amd T1g omoigg o1 15 (71%) avikav otov Anudcto Topéa.

[MAéov ko pe v eicodo g EALGdog oty EE, 1o tpomelicd cvotnuo &xer aAidtet
onpovtikd. Ewwd pe t véo yMetnpida ot ouyywvedoelg, ot eEayopég Kol ot
WOUOTIKOTOWGELG — UE TNV €16000 EEvav TpamelikdV 0lK®V — amacyOANCaV TOV EAANVIKO
tpomelikd Topén 6To0 GUVOAO Tov. H mAéov onuoaivovca aAlayn Ntav 0 TeEPOPIoUdg TV
Anpociov Xvpeepoviov Tparnelikdv Idpuopdtov, n GuykéEVIpoon ™G oyopdc Kot 1

eEmotpépela Tov emdEKVOoLY o1 EAAnvikég tpameles.

5.2.2 AvapOpmon EAnvikov Tpomelikod Xvotipatog

Muepa to EAMvikd Tpoamelikd Toompua, exktog e Tpdmelog g EALGSOC dwpBpmveTan
g e&ng™™

Hivaxog VIII: AvapBpowon EAdnviko0 Tpanelikod Xvotipatog

AIAPOPQXEXH EAAHNIKOY TPAIIEZIKOY XYXTHMATOX

APIOMOX TPAIIEZON, YIIOKATAXTHMATON & YIHAAAHAQN
Yrovysio 31/12/2007

A\

TPANEZEE || YIOKATAXTHMATA | mpozemiko
2006 | 2007 | 2006 | 2007 2006 | 2007

IIXTQTIKA IAPYMATA
ME EAPA THN EAAAAA 22 20 3297 3385 54993 57312

YIIOKAXTHMATA

AANAOAAIIHE 24 29 270 268 5754 5936
2YNETAIPIXTIKEY

TPAIIEZEX 16 16 143 154 1028 1102

TPAIIEZA THY EAAAAOX 95 87 2766 2763
2YNOAO 62 65 3805 3894 64541 67113

" Tpéamelo me EAMGSoc, ITiototikd I3pvpata, General Banknet 2008 www.bankofgreece.qr
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AxoiovBel  katdloyog tov  onuoviikotepwv  Tpamelikdv  Idpopdtov  mov
Spaotnpromototvot otnv Eado’ %

1. EBvum Tpamela g EALGSOG
AlphaBank

Eumopwn Tpanelo tng EALGSOG
EFG Eurobank — Ergasias
Tpdmela [Tepoing

I'evicn Tpamelo tng EALGSOG
Marfin — Egnatia

Aypotikn Tpanelo g EALGSOG

© © N o g~ DN

Tpbmela Attikng

10. Millenium Bank

11. Proton Bank

12. Tpdmela Probank

13. IMaverqvia Tpamela

14. First Business Bank

15. Aspis Bank

16. Tayvdpoukd Tapevmplo

17. Tapeio [opakatabnkdv & Aaveiov

18. Quéya Bank

Ynokaotipoato AAodandv [Tiototwov [dpupdtomv:
19. Tpanela Kompov
20. Royal Bank of Scotland (ABN AMRO)
21. Citibank
22. BNP Paribas
23. Deutsche Bank
24. HSBC Bank
25. American Express

26. Bank of America National Association «.a.

172 Tpéamelo me EAMGSoc, Ethowa Exbeon 2007, www.bankofgreece.gr
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Avaypappo XVII — E&&acn Evepynrukod Tporeldv' ™

5.2.3 Zuyyomvevoeg, E€ayopéc ko IoioTtikomoulseig Tpareldv

H xwvnrtucomra tov EAAnvikod Tpamrelikod Zuotnpatog S1opaivetol EDKPVmS Kot 0md ToV
mivake 7Tov oKoAovOel, OOV KOTOYPAPOVIOL Ol TAEOV GNUAVTIKEG GUYYX®OVEVCELS GTOV

X0 p0174:

B Emokomon Tpanelicod Topga 2005, Kantor Capitd S.A.
" Motoukd I3pdpora, Tpamela tg EALGS0g
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Hivaxkoeg | X: Xvyyovevoeg Tparnelov

XYI'XQNEYXEIX ITIOY HPAI'MATOIIOIHOHKAN XTHN EAAHNIKH TPAINNEZIKH
AT'OPA 1996 - 2007

AY0pacTi Yuyyovevleicao

MARFIN Popular bank MARFIN Bank, Eyvatio Tparela, Aaikn Tpamela
MARFIN Bank 10% ttng Eyvartiog Tpdmelog
Epnopun Tpdnela Tpbmelo Enevddoemv

EOvu Tpdmela e EALGSOG ETEBA

EFG EUROBANK Unit Bank

Tpanelo Mepormg ETBA

EFG EUROBANK Telesis Tpanelo Enevéioenv
Credit Agricole 6,7% ¢ Epmopunc Tpdmelag
BCB 50% tg NOV A Bank

Alpha Tpanelo Mictemg Tovikn Tpdmela

EFG EUROBANK Tpanelo Epyaciog

Deutsche Bank 10% ¢ EFG EUROBANK
Tpamelo Mepatmdg Nationad Westminster Bank
EOvu Tpdmela g EALGSOG EOvuc Kmpatikn Tpdmelo
EFG EUROBANK Tpamelo Kprimg

EFG EUROBANK Tpanela Epyoociog

Tpamelo [ewpordg Tpdarelo Makedoviag ®pdxng
Tpanela [epoing Xiosbhank & Credit Lyonnais
Efvucm Kmpatikn Tpdarelo mg EAAGS0G Efvum Zteyootikn Tpanelo
Tpanela [epoing EAAnvico Aiktvo Chase Manhattan
EFG Eurobank Interbank

Iwwtikoromoeic EMnvikav T poreldv

H mepiodog wdiwtikoromoewv towv Tparnelmv dpyioe to 1991 pe v Wwtikomomon g
Tpanelag Xiov, 6umg 10 étog 2005 omoterel otabud yw T IdiwtiKomomoElS TOV

> Me mv ehevon tov 2006, 10 KPATOG TPOYMPNCE Ot SIUOECT HETOYMV TNC

Tpanelav
Aypotiknic, otV TdAncn tov pepidiov tov oty Epmopiky oty Credit Agricole (mAéov
Kotéyel oxedov 10 75%) kabng kat v eisaywy oto Tayvdpopkod Topgvtnpiov oto

XA.

Youeova pe v Emow ‘Exfeon g EFG Eurobank — Ergasias, yio to 2006, @aivetat ott

01 W1MTIKOTOW GELG GLVTEAOVV OT1 BEATioN TNG AEITOLPYING TOV TIGTOTIKAOV 10PVUATOV

™ Etioia ExBson 10 to Tpomelikd Zoompo e EALGdoc, EFG EUROBANK — Ergasias. 2006
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Kol omotehovv yn euyiavong, avadiipbpmong Kot EKGUYYPOVIGHOD TOL Tpamelikov

KAGOOV.

Eéwotpéocio EAAnvikav Tparelov

[Tpémetl va onpUE®COLE EMIONG TNV CNUOVTIKY EEOCTPEPELN TOV EUPOVILOVY 01 EAANVIKEG
Tpaneleg v televtaio dexaetio. Tpamelwcol O6phor omwg g Ebvikng, tg EFG
EUROBANK, tg ALPHA Bank kot g Tpdneloc Ilepoidg £govv mpoywpnost o€
e€ayopéc tpameldv Kol AOwmEG emeVOLOES 0 YOpes ™S AvatoAkng Evpomng, g

Boixoavumg, otnv Tovpkio kaBdg kot otnv Atyvrro.

5.3. Avaykn gpappoyng Tov CRM oto oOyypovo tpamrelikéd yopo

[Mpotopykd poOLO GTO GUYYPOVO YPNUATOTICTOTIKO GVOTNUA Sdpapotilel o meAdnc,
KaBdg ot idteg o1 Tpdmeleg avayvopilovy T 1 TPOOSOG TOVG GLVOEETOL GUECH UE TNV
KOVOTTO o TOL MEANTN KOl TN SLVOTOTNTA €VUKOANG TPOGUPUOYNG TOVS OTIG GUVEXMG

HETAPOALOUEVES OVAYKES TOV TEAUTMV.

O tpdmelec £xovv avtnebel T omovdadTNTa TNG INUIOVPYING CTEVOV GYECEMV LE TOV
EKOOTOTE TEAATN, WHECO OomO TNV vwobBétnon kol vAOTONOM TNG TEANTOKEVTPIKNG
npocéyyiong (CRM), kafdg kot v entokTiKy avaykn g peylotomoinong g a&iog tov
TEPIGGOTEPO EMKEPSOV TELUTAOV''® 01 0moiot Tapéyovv o ex&yyva yia TV EmTLYHEVN

nopeia TV TpaneldV GE Lo TANPOS AVIOYOVICTIKT oyopd.

[TpoakTiKéG Ol OMOIEC EMIKEVIPAOVOVIOL GE 0. CLYKEKPIUEVY] GLUVOAAOYN N 1 O1dbeom
TPOKOOOPIGHEVOV TTPOTOVT®V, OVTIKOOIGTOVTOL HEGH HIOG TOATIKAG TPOGOVATOAICUEVN
otV TANpESTEPN eELINPETNON TOL TEAATY Kol 6TV €K Pabéwv perétn katl aviilvon Tov

OVOYKQOV TOV.

" Papazissmou L. Georgopoulos A. ¥ Customer-driven philosophy in the banking industry under different
ownership status: the case of Greece”, The Service Industries Journdl, Vol. 29. iss. 5, May 2009, pp. 607-620
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5.3.1 Kvpuétepeg taoerg 6to Tpameliko Topéa ofpepa

AvENom ToL AVTAYOVIGUOD HETOED TV TPATEC®Y Ko SLOKPOTIKA.

Enéxtaon tov tpaneldv c€ vEa XPNUOTOOIKOVOUIKA TPOIOVIL KOl TPOTOVTIO TNG
ACQOUAGTIKNG OYOPAG.

Suyx@vedoelg Kot eE0yopEG YPTHOTOOTKOVO KMV 1OPVUAT®V.

Al0pOpOTOGELS KO KALVOTOMIESG GE PNUOTOTIGTOTIKA TPOIOVTA.

Paydaio e£EMEN ™G Teyvoroyiag.

[Telatokevipikn avTiinymn Kot 6TOXELON TNV MOk Tpamelikn.

Meimwon tov meptBmpiov KEPSOVE.

AE1TOVPYIKOG OVOTYEIAUGHOC.

5.4. H évvowa TG TEAOTOKEVTPIKNG TP amelug

Amapaitnto gpyadeio yio v anoteAecpotiky Aettovpyio evogc CRM cvotiuotog eivon n
vroapén pog Péong deSoUEVMDV TNV OOl EIvail KOTOYEYPOUUEVO TOL OTOLXEIN TV TEAUTMV
Eivatl mpogavéc ot yia T1¢ Tpameleg dev eivan evkolo va yvopilovy Ta povadikd, dtaitepo
YOPOKTNPIOTIKG TO. OO0l S1POPOTOI0VV KAOBE TEANTN TOVLG OTNV TEPIMTOON TOV T
) ) , ) ) ) , 177
otolyelo. aVTG TNPOVVTIOL GE TOAAOMAG, OLPOPETIKA TANPOPOPLOKE GLOTHUNTO ..
AvtiBétmg, N cLYKEVIP®ON TOLG o€ o eviodo Paon dedopévav divel Tn dvvatodTnTo
KOADTEPNG KATAVONONG TOV SUVNTIKOV VOYKOV KO TPOTUNCEMY TOV TEAATOV, KOOMOG Kot

™G a&log d1apkelag CoMg ovTMV.

T Kévipog A. «H onpaocio mg Iehatokevipuaic ITpocéyyiong otov Tpameliké Topéo», Agktiov Evoong EXnvikédv Tpomeldv, Tedyog
29, Anpitiog — Iovviog 2002, ogh. 66-77
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[Mopdiinia n ypnon epyoreinv eE0puENG TANPOPOPIOYV emITpEnel TNV TPOPAeyn KAOe
napdyovwm oL UmOpeEl Vo TapoKvel TOv mEAATN vo TpoPaivel GE GUYKEKPUEVN
ocuvoliayn. H evpdtepn €vvola g Bdong dedopévmv cuvoyiletatl oto ddypappa XVI kot
umopei vo meprypapel oe 6POVE SASIKOGIHV TOL EIVOL OVOYKOIES Y10l TNV OWTOUNTOTOINGM

™G EXKOVOVING LE TOV TEAATN Ko TN S1EVKOAVVET TG MaCIKNG EATOUIKEVONC.

AT Ty
@ Toioeic
Trotyelo uvelhayy Eykupdmuo aé’;qusz ac
Kévrpo Ecompémong ZUvEVQON Bion :> E&;WIP 8;1 ;1@
Web Sites Tlowmma Aedopévav g]{:x o
Eéarepiéc Tyyéc Avaxepukoioon < ,m
N OpGVIES

|
e

Awaypappe XIV: Baon dgdopévov Ko cova@eig 61(161Ku6i£g179

SHUE®VO AOTOV LE TO TOPUTAVED SAYPOALLLLOL, TO. GTOTXELD KOl 01 TANPOPOPIEG TTOV ALPOPOVV
OTOVG TTEAATEG TTPOEPYOVTUL 0d TOALEG drapopeTikég Tnyég (call centers, web sites kAm.).
Katd ™ dwdikacio g ekkabapiong to cuykekpiuévo ototyeio-apyeion eAéyyovral Kot
EVOTOLOVVTOL £TGL MOTE VO OTOPELYOVTOL O1 OUTAEG KOTOY®PIoELS KO Vo S1c@aiileTon 1
EYKVPOTNTA TOVG, OTMG Kl 1] LOVAOIKOTNTO TOV TEAGTN 6T0 cvotnua. 'Etol ta otoyeio
elval ouykevipopéva oe o evioio Baon TAEoV Kot opyavepéva yup® omd TV ovtoTnTo

"meAdng” .

178 Papazissimou L. Georgopoulos A. “ Customer-driven philosophy in the banking industry under different
ownership status: the case of Greece”, The Service Industries Journal, Vol. 29. iss. 5, May 2009, pp. 607-620
I Kévipog A. 6.1
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To emopevo Prpa etvar n avdAvon aT®OV TOV 6TotElOV pHéca amd o dadikocio Tov o
LETOVOIOVEL T OedOUEVOL GE TANPOPOPICL XPNOUN YL TN ARYN  ETYEPLATIKOV
amopdcewv (data mining) kot dueoa dwwbéoun oe OAa ta “onueio emaeng” ™g tparelog
LE TOVG TEAATEG. ZTOV TPOTECIKO YMPO 1 EPAPLOYT TETOIOV EPYOAEI®V JEPELVIONG KO
avdAvong doedouéveov Umopel vo 0dNYNoEL 6 OpBOAOYIKOTEPY TUNUOTOTOON NG
nehotelokng Paong, kadvtepo profiling tov meddtn, TpdPreyn g evoeyouevng Stappong

oV TTEATN KoBmg Ko TG aglog dapkeag LoNg TOL Kot TEAOG EVIOTIGUO TNG OTATNG.

H emPioon tov tpameldv paxpoypdvia, AOY® TOV OTPUTNYIKOV TPOKANGEMV OV
avTETOTICOVV GNUEPO. GE U1 TOYEWS UETOPAALOUEV ayOpa, fval GppPNKTO GUVIESEUEVT
LE TNV Tay0OTNTO VI0OETNONG EVOG VEOL TEANTOKEVTPIKOV GUOTNUATOG, TOVL B0 TPOGPEPEL TN
Suvardtnro TpdoPaonc oto Aadiktvo (e-CRM)™.

18l on T STPNON TOV GYEGEMV HE TOVC

Eotidlovtag tv mpocoyr oto "yticyo
KOAOTEPOVG TEAGTES KOL LLE OMAOTEPO GTOYO TN PEATIOON TOV GYECEDV QVTMV, TPEMEL OTNV
ovcia vo emduwkovtal AGeL; mov o avapoppdvovy Tig Tpdmelec and péca mTpog to EE
He omopoitntn mpodimodheon mAVTA TN OECUEVOT TMV S0IKNGEOV T®V TPOTECDOV Yol Hid
TETO10L OAAQYT]. XT0 TAOUG1O TNG SNUIOVPYING EVOG TETO0V TEAATOKEVIPIKOV LOVTEAOL Ol

tpaneleg akoAovBOHV TPELS O1000)IKES PAGELS, OTMG PaiveTal Kot 6to Adypappo XV.

, Ddon 3
Odon 1: Oion 2: A ol
: , : nuovpyic
Buotr Tumuonorofon Eoupuoyi el ,
& Botlaon oto Kdotog |/ Tponypéva Epyodeiov H el
Tpémelog

AGypappo XV: tadwe dnpmovpyiog mehoTokevrpikig Tpameiac ™

WK svipog A. 6.7

%8 pgpazissmou L. Georgopoulos A. “Customer-driven philosophy in the banking industry under different ownership status: the case of
Greece”, The ServicelndugtriesJournal, Vol. 29. iss 5, May 2009, pp. 607-620

B Kévipog A. 6.1
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H mpoty paon, omv omoio N mopadoClOKT TUNUOTOTOINGT Kot 1) €0TiOT 6TO KOGTOG
amoTEAOVV TIG POCIKEG TOPAUETPOVS TOL KATELOVVOLV TIG €VEPYEIEG TV Tpamel®v,
yapakmpilerar omd e

EMUPOVELNKT] YVAOON Y10 TOV TEAATT).

UN S10POPOTOUEV AVTILETMTION| TOV TEAUTMV.

EAAEWYN GUVTOVIGHOV TN SLOXEIPIOT TV KOVOAMY ETOPNG LLE TOVG TEAATEG.

€0TI0LOT] GTO KOGTOG,.

2ty devtepn paon ol tpameleg apyitovv va gpapuolovv Tponypéva epyoreio dtepedvnong
Ko oviAvong tov dedopévav. Kopia yopaxtnpiotikd tng aong avtig ivat:
Anpovpyia oG dESOUEVAOV KO AVAAVGT] QVTOV.
MeAET TG Am0d0TIKOTNTOG, THG CUUTEPLPOPES KOl TV KOVIAIDYV TPOTIUNONG TOV
TEAATAV.

[Ipoondabeio avanTvéng Bactkdv TpamefiK®V £pyacidV 610 AadiKTLO.

Téhog, atnv ity pdon epopuoletor n tpoceyyion tov CRM otic tpaneleg kat 1 @don
ot yapoktnpiCeton omd:
eQapUOYT TNG TEXVIKNG Tov Marketing éva- mpog- £va(one-to-one marketing) ko g
AUQIOPOUNG EMIKOVMVING
TANPESTEPT] KATAVOT O TOV AVOYKAOV KOt ETOV IOV TOVL TEAATN
V100£TNON GTPATIYIK®V TPOGUVOTOMGUEVOV GTOV TEANTN
TPOGAVOTOMGUOG otV evioyvon g 0éong tov meldtn péco amd emloyn

TPOIOVIOYV, TPOCOTIKY EVTNPETNON KOL LTOGTHPIEN TOV ATOPAGEMY TOV.

[oAAéc peydhec tpamelec Ppiokovion oto apykd otddw™® g dnuovpyiog molbmhokwy
ocvoTNudtov dlayeipiong TANpoPopLdY, emevdvovTag Kuping o Pacelg dedouévav (data
warehouses) evd TopdAAnAa £xovv SNUOVPYHGEL LOVTELD TPOPAEYNC TG GUUTEPIPOPAS

TOV TELOTOV OV TIG fonBovV va. TpomBolv ta TPoidvTa TOVG 6T COGTN OUAS0 TEANTOV.

'8 Argyriou E. Melewar T.C. Meadows M.: “A Relationship Marketing Perspective in Electronic Banking: Evidence
from Greece”, Journa of Euromarketing, Vol. 15, iss. 1, Jan.2006, pp. 47-73

B Kévtpog A. 6.1
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5.5. Avaykeg Tov Tpanel®v mov kKaivrter To CRM

Y10 TAIG10 TNG EQUPLOYNG LG oAoKANpopévng Abong CRM, ot epapprolopeveg TeVIKEG

. , . . 185,
61OV TPATELIKO YMDPO EEVTNPETOVY TOVG KOAOVOOVS GKOTOHE

Tunpoatomoinon g ayopds Ko avdivon tov melotodv: Me PBdon kdmolo Kowd
YOPOKTNPIOTIKG OTMG Y10 TOPASEIYUO ONUOYPOPIKH, OIKOVOUIKE, YUYOYPOPIKA KAT,
avayvopiloviar omd Tig tpdmeleg opddec meAaTdOV 6TIC omoieg otoyevovv (target

groups) Kot Ipog TG OTOIEG EMKEVIPMVOLV O TOPUYWOYIKE TOVG TOPOVS TOVG.

Avéivorn amodotikotnTog meAoteiog: Xvvovdlovtag otoreion omd  SlPOPETIKOVG
AOYOPLOIGUOVG TOV TEANTMOV TOL TNPOVVTOL 6TV Tpdmelo Sl poviKd, eivar EQIKTOG O
voAoYIopog g o&iag kdbe meddt. H a&lo avty pmopel vo ypnoyomombel otnv
avamTuén evog delktn mov Ba TPOGEEPEL TN dVVATOHTNTO KOTIYOPLOTOinoNng e

VOIOTAUEVNG TEANTEIOG COLPMOVA LE TNV TPEXOVCA OTOSOTIKOTNTA TNG.

[Ipocéikvon kol omdktnon véov melatomv: Bdoel tov “mpoil” tov vmdpyoviog
TEATOAOYI0V, Ol TpAmeleG WTOPOVY VO TPOGOOPICOVYV VEOLS, HE UEYOAN mhavoTNnTOo

ayopag, SLVNTIKOVG TEAITES KOl VO, TOVG EVIAEOVY GTNV TEAATELNKT TOVS BAom.

Extipnon tov xwvdvvov: Bdacel 1otopikdv otoyyeiov pmopel va extiunbeil o kivouvog
ov avorapBdaver 1 Tpamelo amd TN doveldoTNoN €VOG TEAdTN KaBDC o1 meAdTEG

LITOPOVV VO KOTIYOPIOTO 000V GOUO®VA LLE TNV TIGTOANTTIKY] TOVG IKOVOTNTO.

Evtomiopog amdtng: H wovotnto avoyvopiong dlpopomol|GE®V GTI] GUUTEPLPOPE
TOV TEATOV TOPEXEL TN OLVATOTNTO EVIOMGHOV VROTT®OV GUVOAAAYDV, Y10
TOPAdEYIO amdT) omd XPNoN TMOTOTIKOV KAPTOV Kol ANYNG TOV OTAITOVUEVOV

LETP@V.

% Business Intelligence, 2001, “Developing and implementing a CRM srategy”, UK.
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Meimorn KOGTOVG TOANCE®MV Kol AEITOVPYIKOL KOoTovg: H peimon tov Aettovpykov
KOOTOVG Kol TOL KOOTOUG TOANCE®V glval amotélecpo TG Owyeiptong Tov
TEAOTOAOYIOL LE OMOIOYEVI] KOl GLYKEVIPOTIKO TpOmo. KaAivtepn vmootnpién tov
VINpPESIOV eEumnpETNoN G TG Telateiog Kabmg OAeg ot avaykaieg TAnpoeopieg Ha sivar
Gueoca Swbéoeg oto mpocwmikd mpatng Ypapung (front-line employees) mov

GUVOAAAGGETOL LE TOVG TTEAAITEC.
5.6. 0péin Tov CRM yo tig Tpdmeleg

H xowwvia tng minpogopiag onpiovpyet Eva cuvey®dg HETOPaALOUEVO TEPIBAALOV Y10l TIG
tpaneleg, o1 omoieg mpEmeL va, eival 6e gypiyopoT) Kot vo v1oBeTobv Tig véeg e&gliEelg oTo
YOPO TPOKEWEVOD VO TOPAUEVOLY OovToy®mVioTikEG. H Paocwn dwwpopd otov tpodmo
Aeurrovpyiag TV Tpanel®mv onuepa etvat 6T YEYOVOG OTL OAO KOl TEPICCOTEPES GUVAAAOLYEG
TPOYUOTOTOOVVTOL NAEKTPOVIKG, IO EVIEADS OPOPETIKY @lrhocopio e&umnpétnong

TEAATMOV OO QLTN TNG PLGIKNG TOV TAPOVGIOG G KATO0 KATASTN A TNG Tpanelag.

Ta TopadocloKd HOVIELN EEVANPETNONG TEAATMV £YOVV TAEOV KOPESTEL KOt 1) avAmTLEn
Kot kepdogopia Twv Tpanelmv Paciletal TALOV G VEEG EVKOIPIEC TOV TAPEXOVTOL OO TIG
egelilelc otov teyvoloywkd Topéa. O ovtoy®mviopog kot 1 Aswwovpyio oto  VEO
EMYEPNUATIKO TEPIPEALOV  avolyel v UEYOAO HEPOS OTPATNYIK®V ETOYADV Kol
EVKOUPLOV Yl0L KOWVOTOMKA TTpoidvia Kot vanpeciec. Ilapadeiypoto tétoiwv mpoidviwv
etvon'®;

1. Anpovpyio nAeKTpovIKOV Tpamel®V YmPIic Tapovsio 6To PUOIKO KOGHO

2. H\extpovikn tyuordynon

3. Avamtvén online tporelikdv 16TOTOT®V Yo ayopd TPOTECIKDV TPOTOVTMOV
4. 'Exooon davelwv nAeKTpovIKd
5

Hl\ektpovikd yoptouidakio

% Schlesinger L.A et al: “ Putting the Service-Profit Chainto Work”, Ju-Aug 208,V ol. 86 Harvard Business Review, pp.118-128
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H Aerrovpyia o €va téT010 eMyelpn otk TEPPAALOV EXEL OVAPEPEL CNUOVTIKEG OPEAEIEG

v T1G Tpdmelec, Onmg:

Meimon k6cTovg Asttovpyiog
[ToAAéc emyepnoelg Exovv mpoPel o€ emavacyedicon TOV PUSIKOV TOVG O10OIKOGIHOV TNV
tedevtaio Sexaetia (Currie & Willcocks, 1996)™". Avtd éyet odnynoet oe onpovtih
peimon tov kd6GTOVg Agttovpyiag Tewv Tpanel®v. To KOGTOG GLUVAALUYNG EVOG TEANTN GE
€vo KaTAOTNUO O0PEPEL CNUAVTIKA OO TO KOOTOG GUVOAANYNG UECH O1OIKTHOV OTMG
QOivVETAL GTOV TOPAKATO TIVOKOL:

Hivaxkoeg X: Kavaio eEumnpétnong TeELaT@OV KoL GYETIKA KOOTY onvaMay(i)v188

Tpomog EEumnpétnong Kédotog svuvairayng

Internet Banking 0,01

BeAtioon emmédov e&ummpétmong
H ayopd mpocpépet onuavTiKEG emtyelpnUOTIKEG EVKopies Yo T1g Tpdmeleg TPOKEWEVOL VoL
emavatomofetioovy ta  Tpomelikd TOLG TPOIOVIO KOl VO ETMOVOCKEOIAGOLV  TIG
TPOCPEPOUEVEG TTPOG TOV TEAATI LANPEGIEG, OTMG YioL TOPASEY I TNV oYedlaon VEWV
TPOCPOP®V Kol TNV PEATIOON TNG TOOTNTOSC TOV TOPEYOUEV®V VINPESIDV. AVEAVOUEVOG
apOpoc tpomel®v divel T duvatdtTTa 6TOVS TEAATES TOV Vo £xovv 24wmpr TpdcPacn 6Tov

TpomeliKo Toug Aoyaploopd Kot vo, dtoyelpilovral HEGH SdIKTLOV TO YOPTOPLAAKIE TOVG.

¥ Currie, W.L. and Willcocks, L. (1996) The New Branch Columbus project a Royal Bank of Scotland: the implementation of large-
scal e business process re-engineering. Journal of Strategic Information Systems 5(3), 213-236.

8 peppard J. (2000), Customer Relationship Management (CRM) in Financial Services, European Management Journal, Vol 18, No 3,
pp 312-327.
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XounAd Epnddio e166d0v otnyv tpamelikn oyopd
O1 gvKOAieg TOV TPOGPEPOVV 01 VEEG TEYVOAOYIEG OTNV ayopd GLUUBAAALOVY GTNV cENUEVN
duvatdtTa 16000V 6TOV TPAmElIKO KAGSO 0md EMIYELPNUATIKES OVTOTNTES TOL
dev vopiotaviat otov ‘Quokd kO6Gpo’. Edikd oto e€mtepikd vdpyovv NAEKTPOVIKES Kot
puovo tpameleg, ov omoieg péc® TG a&lOmoinoNg T®V OLVATOTHT®Y TOV  OladIKTHOV,

TPOGPEPOVV TPameCIKA TPOTOVTO KOl VN PEGIES ATOKAEIGTIKA ard To internet.

H xatoavomon tov avaykov Tov TEAAT®V, 1 GUECT OVTOTOKPIoN Yo TNV WKOvVOmoinon
avTOV Kol 1 Mnuovpyia oxécewv poli tovg Bempodviar onpepa yio Tig Tpdmelec o¢ 10

, ) , r , ’ . 1
KAADTEPO AVTIUETPO GTIG EVIOVEG OVTAYMVIGTIKES GUVOTKEC OTIS 0TOlEC «Bridvouv»'®.,

H dnpovpylo melotokevipikig aviiAnynmg péco amd v viomoinon geoppoycdv CRM
TPOGQEPEL Ta £ENC TMAEOVEKTAATO OTIC TPOmelec™™:
Avayvdpion g oTpatnyikng 0Eong Tov TeAdT o€ KAOe dpaotnploTnTé TOVC.
BeAtioon g wavoémTag Tpocdlopiopol Tov €100V¢ TV TEAUTOV OV EMOLHOVV
VO TPOGEAKVGOVV KOl VOL ST PIGOVV.
EvkoAdtepog kabopiopdg Ko Tpodinon ekelvov TV TpoidvTmv Kol VI PECIDV
oL BEPOVVTOL EAKVGTIK(G GTOVG T EMIKEPIELG TEAATEC.
Avvatdmro TPoGEAKLONG, OMOKTNONG KOl GLYKPATNONG TOV MO OTOJ0TIKAOV
TEAATOV, LUE TNV EQUPUOYN SOLPOPOTOMUEVOV TEYVIKOV TOANGNG KOl VITOCTNPIENG
TOV TOANGEDV.
[Mapoyn tov €idovg ™ e&ummpémong mov Bo Kavomolel TOVg TEPIGGOTEPO

emkepdeig meddtes kat Oo eEac@aAilel TNV TGTOTNTA TOVG.

H epoppoyn pog ohokAnpopévng Abdong avaivtikov CRM, oe cvvdvacud pe tov
pocdopopd e a&ilog dibpkelag CoMg TOV TEAUTOV, TOPEYXEL TN SVVOTOTNTO KOO0 PIGHOV
Kol TPOPAEYN S TV S0 d0Y KMV 6TadImV amd Ta omoio SEPYETAL £V TEAATNG 0T JIGPKELD
tov KOKAoL Cong tov, cvuPdilovtog kot ovtdv Tov TPOTO OTN UEYIGTOTOUON TNG

OmOd0TIKOTNTOG MG TPamelog Kol KOT ETEKTOCT] OTN UEYIOTONOINGT TNG TPOYUATIKNG

KKévipog A. 6.7
¥ gui-Hua Y u: “An Empirica I nvestigation on the Economic Consequences of Customer Satisfaction”, Total Quality Management &
Business Excellence, Vol.18, iss. 5, July 2007, pp. 555-569

133



amddoong Tne emévduong ot texvikéc CRM™. Ewducd pe tv epedvion tov Awdktoou kat
™V €Aevomn YeVIKOTEPO TNG TANPOPOPLOKNG TEYVOAOYIOS, ETITVYYAVOVTOL OIKOVOUIES
KApoKoG oTig oY£0E1G Le TOVG TEAATEG S10TL TO KOGTOG GUVOALNY DV TOV TPATELOV UE TOVG
meEAdTEG, OMAOON TO KOOTOG TPOGEYYIONG, EMIKOWVMOVING, OOMPAyUATEVONS, EMITELENG

CLLPOVING, TOPOYN EELTNPETNONG LETA TNV TAOANOT usw’wsrmlgz.

5.7. Awayeipion oy£6E®V TELUTAOV KOl TAUPITOVOV

5.7.1 Ta mapdmova ®g PYUALELD EVIGYVONGS TOV KEPAAGLOV TMV TELUTELLK®OV GYEGEMV.

H xpatodoa avtiinyn, aviyetonile yio ¥povia To TOPETOVe TOV TEAUTOV ®¢ TPOPAN L
Kol amofdppuveE OVOLOCTIKA TNV EKEPOCT TOVG. XYETIKG TPOCPATO OVOYVOPICTNKE 1|
ONHOGI0 TOV TOPATOVEOV OC HECO Y10 TNV TPOoTacia TG Kepdopopiag, T Pertimon g
TOOTNTOG TV VANPECUDY TPOS TOVG TMEAUTEG KOl TEMKE TNV OMUIOvPYio TEPIGGOTEP®V
. . I r 193 r r r , r
motov telatov og Babog xpovov . Ta mapdnova mwov Tumikd ekepalovtal amoteAoVV Eval

HKpO PEPOG OG®V TPOPANUATOV OVTILETOTILOVY 01 TEAATEC.

Yympa VI: To @orvopevo 100 Taryofouvov amwd TNV 6KOTIE TOV TAPUTOVEOV TOV OEV

, , , , 194
ekQpatovrar KadMOS Kol avT@VY OV dev KoTaypapovron™

3. [apamova Tov ek@palovTat Ko KatoypdeovTal

2. apdémova Tov exkppalovTat Kot dgv
KATOYPAPOVTUL — EKTEPPUGLEVO OE
onpeia ETAQNS M LE KEVIPIKA TUNHOTO

1LIMapdmova mov dev ekppalovtat

& Peppard J. (2000), Customer Rd ationship Management (CRM) in Financia Services, European Management Journd, Vol 18, No 3,
pp 312-327

192 Williamson, O.E., 1985, “The economic i ngtitutions of Capitalism: Firms, Markets, Rel ational Contracting”, Free Press, New Y ork
1% Jamal Ah.: “Retail banking & Customer Behavior: A Study of Self Concept, Satisfaction & Technology Usage”, The | nternational
Review of Retail, Digribution and Consumer Research, Vol.14 Iss. 3, July 2004, pages 357 - 379

1o4 Ipocappocuévo and toug Heskette Sasser & Schlesinger, 1997, oeh. 179
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Yymuo Vil Avoapeotnuévor Hskd'rsgl%

1 Amd Tovg onoiovg 50% mapamoviovvtal 6To
J\ avotepo Management
2 - Amd tovg omoiovg 20% cuveyilovv va TapapEvouy
{\ dVoOPESTNUEVOL
10 Cl Amd Tovg omoiovg 20% mopamToviovVTaL GTO
A pecaio management
50 ﬂl Amd Tovg omoiovg 25% mapapévouy
A dVoOPESTNEVOL
200 |i| And tovg onoiovg 40% mapamoviovvrol
0 100 200 300 400 500

®aon Agpgdvneng Ag@oocinon Avdivon
sV uepoOTNTAG & Enékroong oyéong

Awaypappa XVI: Xtdaowe ﬂ|§ avanTung ™G oyéong TOMTH — ayopacsti) & 1 onpacio
TV Tapamdévev Tov TErdT ° (Afovag X: xpovoc kot Afovag Y: n SOvaun the oyéonc)

% Mpocoppospévo amd tovg Heskett , Sasser & Schlesinger , 1997, oe) 181
1% Avpmepdmovhog K.(2004)., «H ayopaotikh mposhitmon tov Tpamelikod mehdn», oek 149, mposappocuévo amd tov Pamer,(1998)
o€l 122
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5.7.2 Baowoi eTapikoi 6toyo1 7ov £V peTovvTal 0l T droyEipion TV
napamxévov

1. Avéxktmon ¢ Kavomoinong Tov TeEANT®V péco amd pio toyeio, EAMCTIKN Kol U
YPOPELOKPATIKY] ETIAVGT TOV TOPATOVAOV. Anpovpyia BAong Yo moTdTNTA 6TN HdpKOL
KoL O10-KPATNoN TOV TEANTOV.

2. TIpoAnym 1oL KOGTOLG Y. TOV OPYOVIGHO TOV OYETIleTal He TIg OVTIOPACELS TV
TEAOTMV GE ol SLGAPESTY EUTEIPILQL.

3.  H dmapén evig evepyold GuOTHHOTOG dLoXEIPIoNG TEANTOV ATOTELEL AT EKQPOOT TNG
TPOYUATIKNG EMKEVIPOONG 0TOV TEAdTN. EQapuoyn e otpatnyikng enkevipmong
OTOV TEANTY).

4. IInpo@opnomn Héca amd TNV ENEEEPYACIO TOV TAPUTOVDV.

Emmpeacpdg e mpopoptkng ETKOvmVving Kot TG HETAPOPAS YVOUDV ontd GTOUO GE

otopo (word of mouth).

H eneepyacio mapomdvav epyoreio yio tnv Beltioon the [Howdtntoc.

Tympe IX: “ O kixioc rov Deming” '*®
N
-
C(»‘ ="
B 2.
- -

197 5 Srauss& W. Seidel (2005): “ Complant Management: The heart of CRM”, South Western Educational Publishing
18 Kéone B.,(2005, oel 123): «lioiknon Olixic Hoibtnrog, Ocwpia ki Ipérwma», Exdooeic Kprik AE
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ACT - Evépyeieg
A1opBwaoeig eav amaitodvial
Kabiépwon véwv ueboow
epyaociog

Amrotdmwon TV eUmEIPLADV
TTOD OTOKOULTTHKOY

DO - E@apuc
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5.7.3 MMapamova Kol 0IKOVOMIKT| 0T6d061]
[Mwg n «kKovAtovpa [Maparndvovs» evdg opyavicpod 0dnyel 6€ OIKOVOUIKT ETIO0GT).

Yympo X: KovAtovpa owayeipiong Topamoéveov Kol OLKOVOULKT £1ti60m]199

Ikavomoinon

Nehardy Maripnon [eharow

Awdwkosio Evépyeteg Beltimong Owcovopuukn
[apomdvav [Tapomdvav Enidoon

4

Zopmeppopd [kavorotnon
Epyalouévav Epyalouévav

1% B. Strauss& W. Seidel (2005): “Complaint Management: The heart of CRM”, South Western Educational Publishing
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ALQYELPLOT TAPOTOVOV — 1] TPOKTIKT TAELPA

Yympo XI: Avodikacio Avayeipiong l'[apanévcovzoo

 §
[Iposamikd Opyaviouog

Apeon Awdwkooia Aaysipiong Hapomovey

Evepyomoinon Awayetpion Enelepyooia \  Avtidpaon
[opomdvov [opamovay [opomovay / Hopamdvav

CRM

con Awootkaoto Aaysipionc Lapame

Avéioon PTIOS Xpnotuonoina

Awyeipiong , ,
T Tapandvav — / [TAnpopdpno

[opomovay

Teyvohoylo ITAnpodpnong & Emkovaviog
Enigeipnotono [epiPaihov

Avalvon Anusonc Aodtkaoiac Araysipiong l'[omomévcov201

Evepyonoinon Ioparndvav

To miéypo Owdwacidv oAAE Kol vooTpomudv mov oyetiletar pe v
KWVTOTOINoN TOV SVCOPEGTNUEVOV TELATMV VO, TPOYMPNGOVV GTNV £KQPOOT
TOV TOPATOVOL TOVG Kol TNV O1ELKOAVVOT TNG 10106 TNG O1001KAGTNG EKPPACTC
Kol EMKOWVOVIOG. XTOY0G NG TPOGEYYIoNns €ivol m  peylotomoinon Tov

TOPATOVOV

2B Srauss& W. Seidel o
2! Gummesson E. Total Relationship Marketing, Third Edition: Marketing management, rel ationship strategy ,CRM, and a new
dominant logic for the value-creating network economy, Paperback, 2008, p.p.208-215
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Amnodoyn IHopamdvav

Opydvwon g mtaporapng tov tapoarndvov: H dadkacio g maparapng tov
nmopanovov Oo mpémer vo opyovmbel. Tekunpiowon g oxeTkKng pHe TO
nopdrovo mAnpoeodpnons: OAn n mAnpoeodpnon mov oyetileton pe 1O

nmopdrovo Oa Tpémel va ival KOAG TEKUNPLOUEVT.

Eneéepyacia [Hopamdvav

Ymv kapdd g eneCepyociog tov mopondveov Ppiokovior o Koiplo
EPMOTNUOTA ‘TO10C KAVEL T1, TOTE Ko pe o oepd;’ Katavour| appodotitov

Kol pOA®V, TEPTYPOPT KO IEPEPYNON OL0OTKACIDV.

Avtidpaon ota [apdmovo

Oleg 116 evépyeleg daxeipiong ToV TOPATGVOL TOV TPYLATOTOOVVTAL OTd TN
TAEVPE TOL OPYOVIGHOV 7OV OVTILAUPAVETOL O TEAATNG Kol £(OVV AUEGEC

OLVETEIEC OTNV IKOVOTTOINGY| TOV.

, , , , 202
Enpeon ovoycipion oweolKooioc TopUmTovey — OVEAVTIKA 0

Avdivon Iopamdvav

To onuavtikd otoryeio g avAALoNG TOV TAPATOVOV EIVOL 1| GLUGTNUATIKT
EKUETAAAELGN TNG TANPOPOPIOG TOV SVVNTIKA EUTEPIEYETOL OTIG ONAMCELS Kol

ta. ototyeia Tov medatwv. [Tocotikn 660 Kol To10TIKY avdAvor).

"EAleyyoc Awyeipionce IHapandvav

Enupénel otovg doyep1otég TV mopamoveov vo 0ETOVV GUYKEKPILEVOLG
otoyovg Kot vo emPAémovv tov Pabud otov omoio ot otdol avtoi £yovv
emrevybel kol av kataotel amoapaitnrto, vo TPoxY®PNoovy € O10pHOTIKESG
evépyeles. 'Eleyyoc amodeiktikav otoyeiov (evidence controlling) emuépoug
épyov (task controlling) kot oxéong «kdotovc-operdv  (cost-benefit
controlling).

202
Gummesson E. o.7.
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Avaoopd Iopandvav

Ytafepn Kot evepyn TPOPOSOTNON LE amoTeAéouato Tov oyetilovral pe kébe
onueio ¢ 010d1KAGING TNG OUYEIPIONG TWV TAPATOVMV GE EGMOTEPIKES OLAOES
KOOV GTOV OpyavIold ATOTEAEGHOTO OO TO GTAO0 TNG OVAALGNG TV
TOPATOVOV, OAAG KOl TANPOPOPNGN OV TPOEPYETAL OO TO OTASO TOL

EAEYYOV, CYETIKA LE TNV OMOTEAECUATIKOTITA TOV 1010V TOV GLGTILATOC.

Xpnowonoinon g [Anpopodpnong

E@appoyn cuykekpipuévov TeQVIK®V TO10TIKOD GYEOGUOD OTNV OVATTLEN
TOV ACE®V oTa TPOPANUHOTA, TN YPNON TNG TANPOPOPNONG CYETIKE UE TO
mopdrovo og OUadES Kol KUKAOVG TO0TIKNG PeATimong Kot TNV avamTugn g

dVVATOTNTOG TOV TOPATOVOVLEVAOV VO TTOPAYOVV TPOTAGELS Y10 AVCELG.

5.7.4 Avaivon Mopanévov otig Erinvikéc Tpameleg o v alromoinon og

aVTOYOVIETIKO TAgovEKTNO — ‘Epgvva

210 onueio ovtd Ba TOPOVGIAGOVHE AVOAVTIKA épsuva203 OV TPy UaToTomOnKe pe
okomd va avadeitel to av ot Tpameleg £xovv TV KATAAANAN vIOdOUT], VOOTPOTiaL
KOVATOVPO, avOpdTIVO dVVOUIKO Kol 0pYEvVmGT, MOTE VO, avamTOEOVY GLGTILOTO
dwyeipiong — avdivong mapomdveV TEAATOV, TO OTOI0. CLOTNHOTE TPOGHIdOLV

OVTOYOVIOTIKG TAEOVEKTT LOTOL.

Ao ™V €pevva avadeiytnke 6t M dwyeipion TV mapandovev Ppicketol oe euPpoakod
016010, AMEYOVTOS TOGO amd TIS KOOEPMUEVES TPAKTIKEG TOV YMDPOL TWV VINPECUDY
YEVIKA, OAAG Kol amd TS PBEATIOTEC TPOKTIKEG TV TpOmeldV o010 eMTEPIKO.
[Mopampeitar éva kevd @A0CGOQI0G KOl VOOTPOTiOG, Omd Tn OTIYU) 7OV Ol
TPOTEPULOTNTES TOV GLOTNHOTOG ALPOPOVV GTN dNovpyia piog oxéong e Tov TeAd,
Tapd otV SITPNoN Kot TNV KOAMEPYELL TNG OTO OUVEKES. XE AEITOVPYIKO EMIMEDO,
dev VmApyovV €EEWIKELUEVO TUNUOTO 1| OTOUO ETPOPTICUEVO HE TO POAO NG

dlayeiplong Twv TapaTOVOV.

28 Amdotorog Kapodng : H Swyeipion Tov mapamdvey tov TeEatdv ka ot teratelakés oyéoelc otig Tpamneles, Iavovdpiog 2006
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H avtiperonion tov mopamrdvev Tumikd yivsralzm:
1. Eumepkd (yopic kevipikég odnyieg)
2. Tepmrwooroykd (ywpic va vrdpyet mpoPAeyn Yo TIC S10dIKAGIES
OV TPETEL VAL 0KOAOVON 001V)
3. TvpooPeotikd (ue nroduevo v €EGAenyn TOL TOPOTOVOL CAAG
YOPIG TIC OLVOTOTNTEG OVTIUETOMIONG TV otiov péoo amd £€va

dounuévo cVoTNU OVAPOPAS, TPOPOSOTNONG Kol ETEUSOOTC).

Amaé o 0QEAN OV 1 dlKEIPION TOV TOPATOVOV GULVERAYETAL, YIVOUV GOPY| GTNV
ayopd (oe emimedo miotOTNTOG TEAATAOV, €1KOVOG NG TPAmelag, EVKOUPLOV Yid
BeAtimon TV VEICTOUEVOV GUOTNUATOV, TAATEOPUO OVATTVENG VEWV TPOIOVT®V KoL
vInpecIdV kok.) Bo mpémer vo avouéveror 1 vwobétmon g dyeiplong twv
TOPATOVOV Kol and AAleg Tpdmelec pe tayeic puBuovg. H mpwtofoviia Oa propovoe
va Eexvnoet kot and v ‘Evoon EAlnvikov Tpanelov. H cvotnuotikn dwyeipion
TOV TOPOTOVOV TOV TEAATOV TOV Tpaneldv umopel vo amoteAécel éva TOAVTIHO

gpyareio Yoo OA0 TOV KAAOO.

A6 ™V avdAlvon TOV GLUTEPUCHATOV TPokLITEL 0Tl o1 Tpamelec onuepa otnv
EAMGda dratpéyovv tov kivouvo amotuyiog evog cuoTHHOTOS Alayeiplong CLVOAIKOV
TOPATOVOV  €POGOV dev  Qalvetor v givorl €Tolueg OokKOUO VO DAOTOU|GOLV
TPOYPAUHOTO  OlOYEIPIONG — OVOALONG TAPATOVOV, EVA  KOTAQOIVETOL OTL
vroAeimovtal o avaloyrn kovitovpa (complaint culture) kot dadikacicc. Extipdron
OU®G OTL 0 £VTOVOG OVTAYWVIGUOG TOL KAAOOL Kol 1 avaltnon vEwV ST prclLeyV,
OVTOYOVIOTIKOV TAEOVEKTNUATOV Bo amotelécovv duvauels mov Ba avadeiovv
onupacio g Owyeipiong — avdivong TOV TOPOTOVOV TOV TEANTOV KOl TOV
TPOCHOTIKOV, ®G €pyaieio ota mAOio UG TEAATOKEVIPIKNG OvVTIANYNG TV
TEMATEIOKDV O0YEGEOV. XMPIg TNV aS10AOYNON TOV CLUTEPUGUATOV KATOWS EPEVVAG
YOp® amd T Olepevvnon Tov TpoavapepBEvtog Tpamelikod TEPPAALOVTOG, KAl TNG
KOVATOVPOG YL TNV OTO00YN TOPATOV®V, 1 VAOTOINON €VOG TPOYPAULOTOS

’ r rooor ’ , ;2
dloyeiplong TV TapATOVOV TOV TEAUTOV £XEL LEYAAO KIVOLVO Y10 arroTvyio 03,

24 K Gpang A. 0.,
25 graussB. and Seidel W.,0.1., 291-297
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KE®AAAIO 6
YAOIIOIHXZH KAI EPAPMOI'H *YETHMATOZX AIAXEIPIZTHZ
MEAATEIAKOQN XXEXZEQN LTON TPAIIEZIKO KAAAO
CASE STUDY EAAHNIKHE TPAIIEZAX?®

6.1 Ewcayoy

H duadoom kat yxpnion vEwv TeXVOAOYLOV TANPOPOPIKTG KUl ETIKOIVOVIAV, KOl EO01KH
oL Adiktoov, enurpénel mAéov ota Tpamelikd WpHaTa vo LVI0OBETOVV VEN gVEAKTA
povtéia Aettovpyiog. Na opyavadvouv, OnAadn, TIC GCLVOALXYEG TOVG LE TOVG TEANTEG,
ue peboddovg mov otnpiloviar otn YPNON TOV SUSIKTVAK®V TEXVOAOYLDV (TTY.
NAEKTPOVIKO Eemyelpeilv), Kot va emevovovy oy aélomoinon g yvodong mov
Karéxouv.207 H yvoon avt propei, mAéov, va kwdikomomBel kot va gival dtbéoyun
HEC® TANPOPOPLIKDOV GUGTNUAT®V GE OLO TO PAGHO OPUCTNPLOTHTOV TS TPATELO.

H ypnon tov teyvorloyidv TANPOQOPIKNG KOl ETKOVOVIMDV Y10 TNV LIOCTNPIEN TNG
avadlopydvoong oavtig mepapPavel véa  emyEPNoloKG  epyoAeio KoL TNV
EYKOTAOTOON VE®MV TEXVOAOYIK®V GULOTNUAT®OV KOl LTOSOUADV, TNV Agwovpyion
ocvomnudtev dayeipong enyepnolakdv woépov (ERP) 1 tov oyéocemv pe toug

neddreg g (CRM), suvoogvoueva and avaioyn exévévon 6to avOpdTivo duvouikod.

6.2 Xtaorwa viomoineic cvotipatos CRM

O oyedwoudg kat viomoinon evog CRM mpémet va Eekivdel amd tov Tpoodiopiopd
, r . 7,2 . r

TOV ETYEPTHUATIKOV GTOY®V, GKOTMV Kat avoykdv2®, kafdg Kot Tov TpOmo e ToV

omofo Ba cupPet n petdAraén tov yapaktipa TG eTopeiog o meAaToKeVTpIKo. Etot

gyovpe ta €€NG 6TddL LVAOTOINONC:

26 Iy MOYOUG epmoTeELTIKOTITOC TO dvopa ¢ Tpamelag dev O avapepbei.

27| indgreen, A. and Antioco, M. (2005) ‘ Customer rel ationship management: The case of European bank’, Marketing
Intelligence & Planning, Vol. 23, No. 2 pp. 136 — 154.

%8 |DC. (2002). Survey — | T Adoption Patternsin the European Banking Sector: Focus on Solutions. 24 December 2002
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6.2.1 [1poco10pIoplég EMYEIPNUATIKOV GTOYOV Kot OKOTMV

[1pocd10p1GUAG EMYEIPNUATIKOV GTOY®V KOl GKOTDOV
[Ipaypatomoinon TEAATOKEVIPIKNG EXYEPNHOTIKNG GTPATNYIKNG
Yyedloopnog cvotiuatog CRM

Enloyn ™g katdAAnAng vrodoung

© N o g &

Ylomoinon

09

Anpovpyio mpodmobécewv ®ote vo elvalr ekt 1 gvbuypdupion ToV
EMUEPOVG EMYEPNUATIKOV TUNUATOV KOL TOV GTEAEXDV.

Anpovpyio EvOC GUOTNHOTOG AVATTLENG KOl EKTOOEVOTC TOV TPOCOTIKOV TO
omoio Ba KaAVWYEL TIG AVAYKES TOV AAALY V.

Ot epyaldpevol TpEmel vo. Lropovv va, a.povykpaloval Tov TEAGTN TOVG.

Toa otedéym mpémer vo yvopilovv nog va aflomolovv Tig Sbéotpeg
TANPOQOPiEG Omd TIG dPACTNPIOTITEG TOV EMITEAOVVTOL Y10 TNV £ELTNPETNON
TELOTAOV.

Yoveyouevn oLAAOYN oToyEimv amd tovg epyaldupevovs. I'voon yio v

omaoTn dlayElplomn TovG Kot EpuUnveio anTov.

6.2.2 Xyedraopég tov £pyov

O oxed106UOG TOL GLGTNHUATOC TPETEL VO, EIVOL TETO10G, OGTE VO UMV LILEPYOVV
TOPEKKAIGELS 0md aVTOV - £0¢ 6Tov oAoKANpwOEl T0 cvatua CRM - mov Oa
00N Y1 oOLV €1TE GE YPOVIKEG EITE GE YPNUATOOIKOVOLIKES O10LPOPOTO|GELS
[Ipocoyn oe Aemtopepeic otoyovs. [Ipooektikd Kabopiopéveg dadkacieg Kot
evépyeteg mov Ha ayyilovv OAa To EUTAEKOUEVA PEPN.

Aécpevon 1060 amd Tovg 0101KOVVTEG OGO Kol 0md TOLG EPYALOUEVOLS Yo TNV

oMOTH THPNOCT TOV SOIKAGUDV.

28 Bull, C. (2003) ‘ Strategic issuesin customer re ationship management (CRM) implementation’, Business Process
Management Journal, Vol. 9, No. 5, pp. 592 — 602.
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Anpovpyia evag emyelpnuatikov oyediov. Méow avtov Oa onpovpyndel va
TpOypappe yio v viAomoinon tov CRM 10 omoio Oa gival gvkoldtepo va

mopaKoAoVOeiTOL KO VoL EAEYYETOL ATTO TOVG OLOYEIPIOTEG TOV GLGTIUATOC.

6.2.3 Emyeipnuotikég 6yeo10.o6pnog

KaBopiopog petprioipnmv tapaydviov enttoyiog:
Beltiowon tov vanpecidv mpog toug meAATEG
AvEnomn tov 660wV
Beltioon oty e£mtepikn avtidnyn g etopeiag
Evoopdtoon tov CRM pe v  vadpyovso TEYVOAOYIKY  VTOdOUN
ocvunepapfovopévov  tov ERP 1 omowwv  GAAwv  mAnpogoplak®dv

oLOTNUATOV YpNoporotel 1 Tpdmela.

6.2.4 IIpoctorpacio Tov Xyediov opacnc

O emyelpnolokog oxedoHOgC KAEIVEL Pe TNV GOVTOEN TOV EMXEIPNHOTIKOV GYESIOV
070 0moi0 TEPYPAPETAL EMAKPIPDOS TO GYEd0 dpAonc Yoo TV vAomoinon tov CRM.
To oyédto opaong Ba tpimet va mepthapfdvet ta séﬁgm:

Tovg enyepnuatikovg otdyovg tov CRM

To avapevopeva 0QEAN amd TV LAOTOINGCT TOV

T1¢ amattrogig kot Tpodiaypagéc yio Ty véa texvoroyio Tov CRM

Tnv enidpaocn omv vrdpyovoa etalpikny vrodoun (Emyeipnolokn Kot

Teyvoloyikn)

EvoAloktikéc AMoelg

Amodoym tov Enyeipnuotikov oyediov amd 6Aovg T0VG EUTAEKOUEVOLG

[Ipocdopiopdg aroutncemv

20 pries Chr. & Stone M.: “Managing CRM implementation with consultants — CRM or change management?’, Journal of
Change Management, Val. 4, issue 4, 2004, pp. 351-370
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AxpN¢ Tpocdloptopnds Kot avaivon TV anaitnoewy yio 1o CRM

2xedopnog apyttektovikng: Extiunon kot mpocsdlopiopds Tov amocemy
VAMKOV KOl TOP®V Yoo TNV VAOTOU|ON TOV OCULOTNHOTOS. X€  OVTA
nepapfavoviat To amapaitnto vikd (hardware) kot yevikd n vAkoteyviki
vrodoun (diktva, H/Y, dtadiktvokéc vrodopués K.a.) 660 Kol Ol oopaitnTol
TOPOL Y10 TNV OVATTLEN TOV TPOGMOTIKOV, OTMG Y€1 EKTaidevong, nEBodoL
ddyvong g mAnpogopiog kKAm. Kabe emrvynuévo CRM mpémer va éyet
oxedwotel ®ote va pmopel vo efumnpetel T1g dwdkociec kot vo ADvel
TPOPANUATO CYETIKE LE TIC EXLYEIPNUOTIKES OPOUCTNPLOTNTES TOV EUTAEKOVTOL
HE TOV TEAATY. ZYESGLOC TMV TPOTEPAUIOTNTMOV GYETIKA LE TIC OEPYOGIES KO
Aertovpyieg g emyeipnong cuVOMKA 1 TOV EMPEPOVS TUNUATOV TS TToL Hat

TPEMEL VOL EMITEAOVVTOL LE TNV VTOGTNPIEN TOV VoGVt ATV Tov CRM.

6.3 Amoteléopato am6é TV E@appoynq tov CRM

Apxetd Tpoamelwkd WpdpaTo avé TV VENA0 £YOVV EMCNUAVEL TOG OMO TNV
epappoyn pefodwv CRM mapovsiccav afloonueiont smrux{azn. H Awyeipion
[Mehateiokdv Xyéoemv (CRM) mpoo@épel yopakInplotikd Kol AEovpyieg oTIg

aKOAoVOEg TEPLOYES TG EMIYEipnONG:

Tuquo.  Marketing — Bektidver v oamotelecpotikdtta TV
dpaotnpottov Marketing npooceépovtag Aettovpywotnto yoo product
development, marketing planning, campaign management, lead
management, marketing analytics, customer segmentation (tunuotoroinon
ayopdc), persondization (mpocwmomomuévn emkowmvia) Kot trade
promotion management.

Tupo TloAncewv — BeAltiotomolei OAo to KOVOMO TOANGE®V LE
Aertovpyieg Yo oyedloopd TOAMGE®V Kol TPOPAEYNG TWOANCEWYV,
dwyeipion TV TEANTOV OVE YE@YPOQPIKN TEPLOYY|, TAPUKOAOVONOM

OPACTNPOTATOV Kol EVOEYOUEVOV EVKAUPIOV KABDG Kot EAeyy0o T®V

21 Newell, F. (2000) “Loyalty.com: Customer Relationship Management in the New Eraof Internet Marketing”. McGraw - Hill,
New York, NY.
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EKTIUNGE®V KOGTOVS TV SLUPOANI®V, TOV KIVITP®V Kol TV TPOoUnOeumv
TOANCGEWV.

Service — A&onoiel v mOavOTNTO, KEPSOPOPIAG Y10 TV OPYAVOGT TMV
VANPECLOV HE AETOVPYIKOTNTO Y10 TOAVKOAVOAIKEG VINPEGIES, Olayeipion
kol a&lomoinon twv TOpwV, SWKEIPION TOV AETOLPYIOV GUVINPNONC,
opyavwon kot TwpoPreyn vanpecudv, eummpémmon  mEANTOV Kol
EMALYYEAUATIKEG VTN PECIES.

Analytics — A&oAoyel v amddoon ¢ enyeipnong pe evpeia dSvvatdHTnTa
aVOALONG KOADTTOVTOG TANPOPOPIEC TOL OPOPOVYV GTOVS TEANTEG, OTO
marketing, otig T®ANGELS, OTIC VINPEGIEC Kol 6TV amdd00T TV KOVAAIDV
TOANCGE®V KO ETIKOVOVIOG.

E-commerce — Metatpénetl 10 A0dikTuo o€ KePOOPOPO KOVAAL TOANCEWV
ue Aerrovpywdra yo. marketing, ToANoelc, VaNPEciec Kol OVOAVTIKEG
avaQOpPEC LECM Saductoov??,

Interaction center operations and management — BeAtidvel v amddoon
TOV TNAEP®VIKOV KEVTpoL e&umnpétnon melatmv (interaction center) pe
Aertovpyiec yio telemarketing, telesales kabmg kot Tpocheteg dvvatdmreg
oL £6T1ALOVV GTOV TTEAATY).

Channel management — Beltiotonmowel ta Koviilo TOAGONG HEC®
avimpooOnwv  (cvvepyatdv) pe  AswwovpyikdTnTe. Yoo dloxeipion
ovvepyatmv, Marketing Jwrtbov ocLVEPYOT®V, TMOANGCES, VANPEGIES

eumopiog HEG® OIKTVOV GLVEPYATMOV.

6.4 Ilepintoon cpappoyins CRM am6 pia erinvikn) Tpanelo

210 KEQPAANIO aVTO B TOPOVCIACOVHE AVOALTIKA TV Tepintmon epappoyng CRM
and plo eAnvikn Tpdamela. Ev ocvveyeio Oo moapovcidoovpe to amoteAEGHOTO
EPELVOC EPOTNUOTOAOYIOVL 7OV amevBivinke o©T0 GOHVOAO TV GNUOVTIKOTEP®V

EMnvikov Tparelov.

22 gtrauss, J., El-Ansary, A. and Frost, R. (2003) “E-marketing” . Prendice Hall Editions. 3rd edn, NJ.
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H epappoyn ocvomuatog Awyeipiong Ieloteiokodv Xyxécemv amotelel Eva cvvbeto
epyareio mov cuvdvdletl texvoroyia kol BAoelg dEO0UEV®V, TPOKEUEVOD 1) EKAGTOTE
Tpamelo va KEQAAOTOMGEL TIG TANPOPOPieg Tov dabétel Yo ToV KABe TEAATN OALA
KOl V0L LEYIGTOTOMGEL TO OQEAOG amd TNV oxéon avtr). H evomoinon 6Awv dnAaodr| tov
dedopévmv ¢ meAaTEKNG Pdong g tpdmelac, KAT® amd o Ko TAatedpua,
amotelel TO ONMUOVTIKOTEPO PrHa Yoo TN YVOON TOV AVAYKOV KOl TNV CWOOTY
egumpétnon Tov TEAATOV omd OA0 T ETIKOWOVIOKE kavée. XNueEpa 0
av&avopuevog emBeTIKOG aVTOYOVICUOS TPOCOIOEL AKOUN UEYOAVTEPN GNUOGIO GTNV
emoyn dwyeipion g mAnpogopiog and tic Tpaneleg, apod mpoxertal Yo {OTIKNG

onpaciog ototyeio ywo v kepdoPopia Kot TNV enPimon g TpéUIS(;(XQ.ZM

To CRM ovuufdiel amopacioTikd 6TV OTOTEAEGUATIKT S10YEIPION TOV GYECEMV NG

Tpamelog e TOVG TEAATES TNG, ATOPEPOVTOG CTULAVTIKA OPEAT] OTTMC:

§ Ilpocéyyion TV TPAYUATIKOV OVOYKOV TOV TELATOV
§  AvEnom ¢ IKavoToinong TV TEAUTOV

§ IIpoc@opd TOOTIKOTEP®Y VINPECLOV KO TPOIOVIMOV
§  Meyalvtepn e€atopikevon Tpoidviwy

§  Evupitepo kaviM TOANCEWV Kol VITNPEGLOV

§  AtevkOAvvon 610 GYESINOUO VE®V OTKTUMV OL0VOUNG
§ Meiwon k6cTOLG

§  AvEnom g kepdoPopiag

§ Meiwon tov Kivduvov

6.4.1 X160 Zvotmipnotosc CRM

Kvprog otoy0oc evog CRM cuotiuatog givatl vo BEATIOCEL TV €1KOVO TOL TEAATY Y10l
Vv 1pdmelo Kal, avtioTpoPa, TG O101KNoNG O OXEON UE TNV EMAPT TOV TEAATN UE

mv tpdmelo. Avtd Bo odnynoel apevog 6e avENCT TG IKOVOTTOINOTG Kol ETOUEVMG

23 Ciborra, C. and Failla, A. (2000) ‘Infrastructure as aprocess: the case of CRM inIBM,’ in Ciborra C. (ed.), From Control to
Drift: They Dynamics of Corporate Information Infrastructures. Oxford University Press, Oxford, pp. 105 —124.

24 Zineldin, M. (2005 ) *Quality and customer relationship management (CRM) as competitive strategy in the Swedish Banking
industry’ , The TQM Magazine, Vol. 17 ,No. 4, pp. 329 —-344 .
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NG EUMIOTOGUVIG TOL TEANTN TPOG TNV TPAmelo Kol, AQETEPOVL, GE AVENON TOV
KePOMV NG TeAevtaing. H wavomoinon Ba PeAtinbel av&dvovtag tnv kavotta g
tpamelag va eEumnpetel Tig e€e1dkeLUEVEG avayKeG Tov KAOBe meddtn, eEetdllovtag
Eeymplotd 10 TPoidv/ vanpecic mov TPoceEépetal o€ KAbe meEAdTN, TO WOTE

/4 4 Xy 4 r 21
TPOGPEPETAL, AT TPOTOV KO [IE TOL0 TPOTO. >

Edd n évvolr «diayeipion tov meAdtn» dev mepPlopileTonl 6 QUOIKA KOl VOLIKG
TPOCMOTO, OAMG emekTEivETAl KOL OTO YOPO (M.). YEOYPAPIKG), GTO OVTIKEIUEVO

dpaong (m.y. unyovikot), otnv enkowvmvia (7.y. TPAYUOTIKY 1| EIKOVIKN) K.4.

INUEPO, Ol AVAYKES OQVTAOV TOV TEAUTOV HWITOPOVV Vo emLtevydody emTuydg HOVO LE
™ Ponbein g teyvoroying CRM Adym TOv TEPAOTIOL OGYKOVL TANPOPOPIDV TTOV

amotteiTon vo 010 EPIoTEL.

Y10 mAaicto avt)g TG Olayeiptong eEetalovion avAyKes, ETIKOVMOVIEG, OILCVVOECELS,
TPOGOPUOYEG, CLUTEPLPOPES KOl GYEGELS TTOL EXOVV AVOTTVEEL Ol TTEAdTES HETAED
ToVG, He ™V Tpamela, pe To TPOidvTa/ LVINPEGIES, LE TOVG LVLOAARAOVS, HE TNV

teyvoroyia mov dolabétel n tpdmela K.0.K.

Inuewwvetal, 0Tt 1 ocwot) Aertovpyi evoc CRM dev efaptdtoar povo amd v
wKavOTNTAL O0YEIPIONG HEYAAOVL OYKOVL TANPOQOPIOV, OAAE TpobmoBitel kol TV
EQOPUOYT MG TEAATO-KEVTPIKNG, EVOTEPVILOMEVN TG ap)xES ™G Atoiknong OAkng
[Towdtntog, kar Oyt Aoyapraocud-kevepikng (account-oriented) ¢uiocogiog otnv

GLVOAIKY| Agttovpyia TG Tpdmelac.

6.4.2 Aop) CRM

H teyvoloyio CRM, 6mmg €xetl epappocdel oty vid e&étaon tpdmela, meprlapufavet
TPELS AEWOVPYIKES OVIOTNTEG, TIS OMOIEG OVOADGOUE GE TPONYOVUEVO KEPAANLO

de&odd:

25 Sotiropoul os, T. (2003) ‘CRM in the company atool or an accessory? . Magazine Ne.o/ C i’ w. October, 14 — 16
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8§ To Aartovpyiké CRM mov meploufdvel Tig €QOpUOYEG TOV YPNOOTOIEL M
Tpamela Y10 TN GLYKEVIPMON TOV TANPOPOPIDOV TOV XPELALETOL Y10l TOV TEANTN.

8§ To Avalvtikdé CRM mov mepihapPdvel €@oppoyéc ot omoieg avaAbovV Kot
enelepydlovion To OESOUEVA TOV TEANTAOV TOV £XOVV TPOKVYEL OO TO EPYAAEinL
tov Agtrtovpyikod CRM, mpoxeipévon va maphBovv 01 GOOTEC ATOPAGELS:

0 to DataWarehouse

0 ta DataMarts (uikpotepng eppérerag DWH)
0 Aowmd povtéla e£opuénc (OLAP, Data Mining)
(0]

novtéla ypapnuatov kat ekfécewv (Visualization & Reporting)

8 To Xvvepyotiké CRM eotidlel oty emaeng peta&d melatn kat tpdmeloc. To
Yvvepyotikd CRM mepilapfavel Aertovpyieg mov mapéxovy éva onpeio dt-emaeng
KOl EMKOWOVIG pe Tov meAdtn, onladn ta kavalo emkowvoviag omwmg call

center, web, e-mail «.d.
6.5 Epyoieio oo CRM cvotipotog

"Eva CRM cvotnpa €xet técoepa Oepeiimon spyaksiazm:
AVTOHOTIOUOG TPOMONONC TOANCEWV.
E&ummpémon kot vrootnpiEn meAatov.

Avtopatiopdg marketing.

WD P

Field service automation.

Ta CRM cvotipato oty ayopd gival Katd Koavova TepAoTio. Kot TOAOTAOKA, KoL 1)
Aertovpywdm o mov mEpKAEiovy givan ekteTapévn. Eivon emopévog onuaviikd va
Katavonbet méGo KoAd ovTn 1N AEITOLPYIKOTNTO OVTOTOKPIVETOL OTIG AVAYKES Kol
nOc0 eOKoAn umopel va ypnowyomomBel amd TOVG VEOAAAOVLG. Agv VTAPYEL
LLOVOGTLOLVTT] OTAVINGT OTIC EPMTIGELS OVTES, 01 BACIKES - WOTOGO - AS1TOVPYIEG OVA

module tapovoialovtot TopaKaTo.

26 Greenberg P. CRM at the Speed of Light, Hardcover, 3 ed. , 2004, pp.95-106
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1. Avtoupatioudc IlpomOnonc Hwkﬁcswvm

Modikooies [winoswv | Aiayeipion Apaotnprotitwy

Avtd ta epyareio TPOGPEPOVY Y PN CIUN AEITOVPYIKOTNTA, OTWS TYESIUGHOG O10LPOPOV
TPOWONTIKAOV evePYEI®V Yo TEAATEG KAEWWA, unvopato vrevOduong otav KTt
ONUOVTIKO TPETEL VO Yivel, onuovpyior eyypaewv 1 ANyn omogdocwv Pdon tov
TANPOPOPIOV TOL TOL divovion amd Tov YpNotn. [ mapddetypo, Otav KATO10G
TeAdTNG elvatl adpavig Yo apketd kapd, o CRM pmopel va wépet v andeaon Ot
npénel va oToAel kémowo e-mail pe mpo-SlpopPOUEVO KEIPEVO, TOL VO TOV
TOPOTPOVEL VO KAVEL YPNON NG TIOTOTIKNG KApTag tov vmevhouiloviag toyov

TPOVOLULA 1] TPEXOVGES TPOGPOPEC.

Awoyeipion & Aciroroynon Hwinoewv & Twintav

Ta epyoreion Swyeipiong mwAncewv dtvovv ) SuvatdOTNTA 6TOLS O1ELOLVTEG
TOANGE®V VO EMPAETOVV TOAAES OUAOES TOANCEMY Kot T1G dpaocTnpoTTEG TOLG.. H
dwotknom Ba emBopovoe va yvopiler moco mhavo eivon va emttevyBodv cuoppmvieg
0TO QUEGO UEALOV, TPOKEIUEVOL Vo TPOPAEYEL TNV TTopeia TG Tpdmelag Kol avaldyw®g

Vo GYEOAOEL TIC OPOUSTNPLOTNTES THG.

H a&loynon mg andooong TV TOANTOV TPOGPEPEL TANPOPOPIES Y10 ATOPACELS

EMOVEKTAIOEVLONG, KOTAVOUN TEPLOY DV TMOANGEDV TEPLOYES TWANCEWV.

[Ma ™ pérpnon ™c anddoong tov Kabe vraAlAov Katoypdeovol peyén O6mTmg:
8 Méyebog TmANGE®Y - AV TPOIOV - AVA TEAATN - OVE THAEPOVTLLOL
8 AvEnon noinoenv & kePO®V
8 'E&odo mmAncewv / budget toAncemv
8

ApBpdg Kovovuplov Aoyaplacudv & AoYaplouGUaY Tov Katapynonkay.

Miayeipion Eragrc (contact management)
To Contact Management eivai éva Backo epyaieio dayeipiong TwAcE®V, TO 0010

oLVOLALEL TV OpYaVMOT Kot O10XEIPIoN TV OEOOUEVMV TTOV ALPOPOVV KATO10 TEAATT).

27 Thompson K. T.: Sakes Automation Done Right, 2005, SalesWays Press, pp. 143-160
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Ta dedopéva avtd KaAvTTOULV TANPOPOPiEG Yoo Ta drtopa pe too omoior B €pBet M
tpamelo oe emagn Omw¢ B€omn oty etoupeia, SPACTNPOTNTEG KAl TPONYOVUEVES
oAANAemdpdoelg, Katd T OdpKeE Kot HETE TN TAOANON KATOOL TPOidVTOS Kot
VANPEGIOG, OTMG OYEOUCUEVA KOl TPOLY LOTOTTO U UEVO, TNAEPOVILOTOL KO EMIOKEYELC.
Eniong, eEiocov omuavtikd oedopéva vy tovg meAdtec eivor M kepdoopia,
Kavoroinon, 61dfeon yuo datnpnon e cvuvepyaciog Kot mctémm.m SOUOOVA IE
EUTEIPIKEG EKTIUNOELS TO O CUAVTIKG dedopéva oL ypelaleton va eivatl oabéotua
Y10 TNV OAOKANPOUEVT EKOVO TOL TEAATN €ivol T OEGOUEVO TTOV OVAPEPOVTOL GTO
TOTE 0 TEAATNG AyOPACE KATO10 TPOIOV 1 VAN PESia, 0 aplOUOC TOV AyopdV TOV EKOVE

0€ U0 GUYKEKPIUEVT XPOVIKT TEPT0O0 KOl 1) TTOSOTIKOTNTA TOV Y10 QLT TN TEPTL0O.

Moyeipion Evieileawv Ayopag (Lead Management)

To Lead Management mopéyetl Aertovpyieg mapakoAovONGTC TG 1GTOPIKOTNTAG TOV
AOYOPIGHOD TOV TEANTY, KOTAYMPNGT TANPOPOPING Y10 Lo GLYKEKPEVT gvKapia,
TOPAYWYN ETOUEVAOV PNUATOV, KOATOVOUY TOV EVKAIPIOV GE GUYKEKPIUEVO ATOMO KO
opddeg, extiunon wBavoTNTOG OAOKANP®ONG MoG evkapiag, mhava TEAKA

OTOTEAEGULOTAL.

Awayeipion mAnpopopiav
H npoécPaon ot avaykoaio mAnpoeopior 61evKOAOVEL TIC dOOIKOGIEG TAOANONG Kol
BeAtiotomolel T ovvepyoosio KOl OPYAVMOOT TOV GLVOAOL TMV TUNUATOV TNG
Tpamelog:
Ta cvotpota dtayeiptong TANpoPopLdV cLVNOWS £xovv TIC akdAoLOEG Asttovpyieg:

§  Awrnpnon 16topikdTTag & TYYNAAGIUOTNTAG CAAAYDV TNG TAT POPOPIaC.

8§  Mnyavn avalinong Kot e0peons eYypaewv.

2. E&vmnpétnon kot vrootnpén meldn 219

H e&umpétnon ko vrootpi&n tov meddtn Bewpeitoanr og Aerrovpyio mopnva dtav
epapuoletar évo CRM ocvomua. Eeapudloviag cmwotn e&umnpétnon Kot vrootipién
TOAAG TAEOVEKTNUATO LITOPOVV VO EMTELY OOV Kol 01 opyavicuol Katalapaivouv ot
N €£06QAAIGN VYNAOVG TTO0TNTOG LTOOTNPIENG €E0GPOAILEL ot TTPAYHATIKOTNTO

VYA Betikn enidpacn oTig oxéoelg pe Toug meAdtes. ['a avtd TapakorlovBmvrtag Kot

B \Welch C. & Geisder P. : Applying total Quality to Slaes, ASQC Quality Press, 1995, pp. 189-211
29\WelchC. & Geisder P.: 6.m.

154



eléyyovtog 1o Pabud woavomoinong twv meAaT®V, 0 pLOUOS EYKATAAEWNG T®V

TELMTOV PUmopel va petwBel onpovtikd.

3. Avtouaticudc Marketing

O o16)0¢ TG avtouatonoinong tov Marketing sivat va Tpoc@épel T0 crGTO uivLUQ
0TO GMOOTO TEANTN TN GMOTY GTIYUN KOl LEGH TOV GOGTOV KAVAALOV entkovaviag. O
QUTOUATICUOC TEPIAAUPAVEL OAEG TIG EKQPAVOEIS TOV GLYypovov Marketing omog

Gueco, oToyELUEVO, TPOCOTOTOMUEVO, Ko marketing kopmavia.

4. Field service automation

O ovTopaTOTOMUEVOG UNYXOVICUOG TOL VAOTOIEL TO Tapamave oy€dlo Asttovpyel
mePimov ¢ ENG:

(1) Moapaywyn AioTog TOV TEAATOV TOV OVTOTOKPIVOVTIOL GTO GUYKEKPIUEVO TUAUO
™G ayopags, Ommg £xel KaBopiotel amd 10 oYESOGHO TNG EKGTPOTEILNG,

(2) Kabopiopdc e pong epyacidy Kot xpovodioypaiiatog yio Ty eKoTpateia,

(3) ITpoodiopiopdc Tov eVOEXOUEVOD KOGTOVG KAl KEPODV,

(4) éleyyoc TV AMOTEAEGUAT®V SLOPOPETIKDOV GEVOPI®MV AVALOYOL LLE TNV ETAOYT TOL
TUNHOTOG TNG OYOPdS, TO XPOVOSIIYPOLUN TNG EKOTPOTEING KOL TN TPOGPOPH TOL
TPoidVTOG,

(5) Avéivon g omd06NE TPONYOVUEVOV EKGTPATELDY KOl YPN|CIUOTOINOT| TOVG GTO

OYEOGHO KOVOUPLWV.

Cross— Selling xar Up - Selling

H otovpocdng modinon elvar n nwdinon evog mpoidovioc/vmnpesiog oe mEAT ®C
emakolovfo pog GAANG ayopds.. Ot tpdmeleg emBupovy vo. KIVITOTOW|COVYV TOLG
VILAPYOVTEG TEAATEC HOTE VO AYOPACOVV KATO10 TEPIGGOTEPO KEPIOPOPO TPOIOV KO
avto ovoudletar up-selling. H avtopatonoinon tov marketing £yet tn dvvatdtto va
avayvoPIioEL TOVE TEATEG EKETVOLG TTOV £ivar TOAVO v avTamoKpliovv.

. . ;2
Av@Lvon 0€00UEVOV TELATAOV 0

H xatavolotikg agocinon, onwg avaeépape 6to ke@aialo 1, eivor eEapetikng

onpaciog. o avtd kot ot tpaneles ypnoyomotovy to avaivtiké CRM mpoxeévov

20 Chorafas D: Integrating ERP, CRM, Supply Chain Management, and Smart Materials, Auerbach, 2001, pp.107-126
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Vo €VTOTIGOUV molol meAdteg elvalt mBavd vo @UYoLV Kal, OTN GULVEXEW, VO

EVEPYOTTOMGOVV SAPOPOVS UNYOVIGUOVS OV B dMGOVV GTOVE TEANTEG KivnTpa yio

va petvovuv.

Youmepacuatikd, €ivor TOAD ONUOVTIKO Yo TV TPAmelo VO OVOAVCEL 1GTOPIKA

oedopéva  TPOKEWEVOL  va  TPOPAEYEL  HEALOVTIKEG GULUTEPLPOPES.  Mepikd

mopadeiypata avaivong eitvor ta axolovda:

§

w W W W

Avaivon kepdopopiag.

AvdaAivon Téong o oyopd VI peCiog

Endépevn mbavn ayopd.

AvdaAivon ¢ 6Y£oNG TV TPOIOVIMV.

Movtehomoinon €lOoTIKOTNTOG KOl OLVOUIKNG OHOPP®ONG NG TIUNG

(emtokiov) yia TpoidvTa KOl VN PEGIES.

H avayvapion tov teptocdTEPO OMOSOTIKOV TEAUTOV OV ivat EVKOAN Kol aotel )

ypnomn eWkov epyoreinv. H dwudikacio avayvopiong uropel vo mpayuatonombel oe

0V0 oTGoWL:

§

[Ipota avayvopilovtor ot meldteg mov €otalovy HOVO GTNV TIUN KOl TO
TPOCHOTIKO KEPOOG KOl 01 0Toiol 0ev mPOKELTOL OTE Vo deiEovV ToTHTNTA.
Avtd pmopetl va yiver pe 1N mopakoAovOnon Tov oyopdv mov yivovtol e
EPI000 EWIKDV TPOGPOPDOV.

> ovvéxewn avoyvopilovior ot meAdtec pue tovg omoiovg eivar mibovod va
dnovpynBovv otabepég oyéoelg Kal va kepdioel | Tpdmelo TV EUTIGTOGVVT

TOLC.

AvToi 01 TEAATEG LITOPOVV VO O10KPIOOVV GE TPELS KOTNYOPIES:

§
§

[Teddteg mov elval TOAD amodoTIKOL.

[Teddteg mov givar apKeTd KEPSOPOPOL AAAG £XOVV TN SVVATOTNTA VAL YIVOLV Ol
KOpueaiol ot KePOOPOPia TOVS TPOG TN TPAmel.

[Tehdtec mov elvar kepOOEPOPOL OAAGL pHE TEPLOPIGUEVEG  OLVOTOTNTEG

BeAtimonc.
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Oépora Epmortevtikotnrog
H ovveymg avéavopevn 6100ec1udTTO 0E00UEVAOV TOL AUPOPOVV GTOVG XPNOTES EXEL

odnynoel otn OMuovpyic. BEHOTOG GYETIKO HE TN TPOOTUCIO TMV CTOLEDV TMV
neratov. ['a to Adyo avtd 1o CRM cootua Oa mpénetl va Tpospépel OAoVG ekeivovg
TOVG WNYOVIGLOVG 7OV OPOPOVV GTN TPOCTAGIH TPOSMTIKMV OedoUEVOV Kol Oa
TPEMEL VO, TPOSPEPEL TANPOPOPN OGN GTOVE TEANTES Y10 TO MG TO, SEGOUEVA TOV TOVG

a@opovv Ba ypnoomomovv.
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KE®AAAIO 7
EPEYNA - CRM XTON EAAHNIKO TPAIIEZIKO TOMEA

7.1 Tavtétnta ‘Epgvvag

210 mAaiolo TG SUTAMUATIKNG £pyociog mpayuatomomnke avaivon £pevvag mTov
oEeENyOn pe ™ pHopEN SOUNUEVOL EPMOTNUATOAOYIOV. ZKOTOC TG £PELVOG KOl TOV
EPOTNUATOAOYIOV NTOV 1 GLAAOYT TANPOPOPIOV Kol 1 £E£0y®YT] CUUTEPACUATMV
OYETIKG pe T onuaocio mov dadpapatifer n ypon CRM cvothudtov/epapuoymv
otig EMnvicég Tpamelec.

>mv €pgvva cvppeteiyav 107 avotepa - dievbovtikd otedéym amod tig eEng Tpdmeleg
Kol QuyaTpikég Tovg:

Eurobank EFG,

AlphaBank,

EOvum Tpdmela,

Marfin Bank,

Attica Bank,

Tpdmela Kdmpov,

Tpdnela Iepoumg,

ABN AMRO Bank — Royal Bank of Scotland,

Citibank

Pro Bank

EMnvikn Tpanela

To gpotpatordyo tephaupave 35 epmwtnoetg, Sounpévec o€ BePaTIKEG EVOTNTEC:
[Mevika otoyeio viOAANA®V
[Mieovekmpota CRM w¢ mpoc v eumnpénon TV TeAaTov
Agrrovpywotnta CRM
Enitevén otoyov pécm g epappoyng CRM
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210 oy pappote Tov akoAovdoHv Tapovstalovtol 01 ATOVINGELS TV VITUAANA®Y GE
po KApoko pe S dtapopetikég mapapéTpouvs. H kiipoxa pétpnong eivor n eé€ng:
§ Kaborov
Atyo
Métpua
Apketd

IToAv

w w W W

Ta dedopéva g €pevvag KataywpnOnkayv kot avollOnkoyv 610 GTUTICTIKO TOKETO

Microsoft Excel.

2m ovvéyelo yivetar o TPoomdBelr CLUYKEVIPOONG TOV GTOWEI®Y avTt®V Kol

TOPOVGIOGTG TMV TTO CTUAVIIK®V OTOTEAECGUATOV.

7.2 T'evika otovyeia Yrarliniov

Y10, ak6AovO0 3 Sy pAUUATO TOPOVGIALETOL L0l YEVIKT] EIKOVO, TOV OeiyloToc, Omme

eumepio otov Tpamelikd yopo kot «oyéon» ue CRM epappoyéc.

Buwitepa onuavtikd otoyeio eival 10 0TL T0 GOVOAO TOV EPOTOUEVOV Ol00ETEL
OTNUOVTIKT KO GQAPIKT TPOTECIKN EUmEPin, OALA KAl OTL £PYOVTOL GE ETAPN LE TOVG
nmeldtec. Omdte yvopilovv ek TPOTNG TO OMOW TPOPAAUOTO MG TPOG TNV

e€umn pETNoN TOV TEAATOV 0AAL £Y0VV Kol TNV EUmEPio AE10AOYNONG TOVC.

To epomuaToOLOY1I0 €0TAAN ot TPAmelec MOV OV VIAPYEL EYKATOOTNUEVN KATOO
CRM egappoyn aAld kar oe tphmeleg mov ypnowomowov CRM. Emouévac ot
ATOVTIGELS £IvOL SUTOAIKES, e TOVG G0 TOAOVE Vo alpopovv TV vrapén 1 0xt CRM.
Ev ovveyeio mapoatnpodpe TO¢ onuovtikog apbuog otereydv mov dbétet CRM
kpivel owBétel kar plo oyetikn e€owkeimon oAAE Kpivouv TG Ol TAPEYOUEVES

TANPOPOpieg xpilovV EUTAOVTIGHOV Y10 TNV TPOCPOPE TOOTIKOTEPMV LI PECLAOV.
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[T6oa £ anaocyoleiote oty Tpanelo
55

c53888883

1léwg5 5éwg 9 9 kot Gve

Awaypappa XVilla: T'evikd Xtoyyeio 'Epevvag

O'Eyete anoaoyoAindel oe dAla TuqpoTo TG TpameCog
B'Epyeote o€ dueon emoaen pe meAdteg g tpanelog

NAI OXI

Awaypappa XVIIb: T'evika Xroyeia "Epevvag

O Eav épyeote o Gpeon enaon e TEAATES, TO GLOTNLATA TOV YPNGULOTOLEITE EXAPKODY YLOL VOL TOVG
eELTNPETAOETE MOLOTIKAL

Bl Eiote owketopévor pe v Xpnon epappoydv CRM

O Xpnowonoteite kabnpuepvd CRM gpappoyés

O Miotedete OtL emapkoHV oL TANPOPOPIEG Yt TO TEAATOAOYLO

Koaboiov Atyo Mértpia Apxetd [Tov

Awaypappa XVIlic: I'evika Xrovyeia 'Epgovag
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7.3 IMieovektipota CRM mg pog v e&uanpétnoen tov aerhdtn

O1 emduevec 9 amavtnoelg TV oteAey®V a@opovy to mhsovektiuoata CRM wc mpog
v e&umnpétnon Tov meEAdT. Ao Ta GTOLXEIN TG £PEVVAC TPOKVTTEL OTL M EQAPLOYN
CRM ocvomudtov dev givor opiun oAl TpOKETOL Yo, VEO €PYOAEi0, ETOUEVOC
enelnyeiton kot M Oyt amdAvtn  Kovomoinom oamd TNV OmMOlo  EQOPUOYN
ypnowonoeitot. [Tapodtt ot mAetoyneio kpivet to CRM o¢ onuavtikd chotno Tov
LEYIOTOTOLEL TNV TOOTNTO TWV TAPEYOUEVOV VINPEGUDY, TNV IKOVOTOINOoT) TOL TEANTN
OAAG Kol TV aVTILETOTION TPoPANUdT®Y, dtopaivetal Tmg ypeldleTonl TEPIGGOTEPT
avOALON TV OE00UEVOV OAAG KOl O €VPEiD YP1GT TOV. XTO GLUTEPAGHO OQVTO
odnyovaoTE EMIoNG OO TO YEYOVOG TS KPIvETOL 1] OTTO10 OLOOOTTOINON TV TEAATMV
emttuyydvetar amd6 1o CRM dev avomoiel amdlvta o GTEAEYN, NTOL VIAPYOLV

«vekpd» onueio oto TEdiol TOV GLOTHUATOC.
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AMaypappo XIX: éca étn ypnoponorei n tpdnelo CRM cvotipota
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Kaborov Atyo Métpla Apxketa [ToAv

Avdypoppa XX: Ikavoroinen oo Tig tpocpepopeves vanpecicgc CRM

Kaborov Atyo Métpla Apxketa [ToAv

Avdypoppa XXI: Eivar onjpavtikn n epappoyn CRM ywa tovg mehdteg

Kaborov Atyo Métpla Apxketa [ToAv

Awdypoppa XXI1: Eival ikavomromtikég ol owa0éopneg mtainpogopics amwdé to CRM

Yo TNV VN PETN 6 TOV TELATOV
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30 o5

KaB6rov Atyo Métpa Apketd [ToA0

Awaypappa XXVI: Eivor onpovtikn 1 adénen s KAVOnToinoNg TOV TEAUTOV

mov emrvyydverar péow CRM
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Adypoppa XXVII: EZnpavrikétnra Tacewv [ehotov péom CRM

7.4 Aaevtovpywkotnta CRM

21 ovvéyela Tov epaTnratoroyiov {ntmonke and tovg vAAAAovg va aEl1oA0YGoVY
mv Aertovpykotnta ¢ epappoync CRM (15 epotioeic) mov ypnoyomotody. Amod
TIC OmAVINGES ovumepaivovpe OTL HEYAAO TOCOGTO T®V VITOAAMNA®WY Bempovv OTL

vapyel mepoplo Pertioong tov dedopévav mov siwedyovtal oto CRM. Emiong
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AVOQOPIKE HE TO KOVAAO Tpopodoaciog TV dedopévov tov CRM, dwapaivetal 6Tl n
TPOCMOTIKY EMAPT], TA KEVIPIKG TANpo@oplokd cvothuata, ta Call Centers aild kot
GAleg PBaoeic odedouévov (my. Tepeoiog) eivor ot Pactkéc mnyéc mANPOEOPNONG.
Amevavtiog KavdAlo 6mov mpayuatomoleital n ypnon TV Tpanelikdv Tpoioviwmy
onwc ta. ATMS ko to Internet dev AapPavovtal vdyn 6co Ba Enpene. Ev cvveyeio
eoivetal Twg T0 GHVOAO TV £pOTNOEVTOV BepOoVV TS N GLAAOYY| OESOUEVOV APOPE
apKETE oTolyEiol TOV TEAATY), MOTE 1 TPATELQ VO UTOPEl Vo oynUOTiostl piol COOPIKT

€OV Y10 TO TPOPIA TOV TEAATY).

Avagopikd pe to Aiktvo tov Katastnudtov aArd kot tig Atevfiveoeig Xyediaopuod &
MdpkeTvyk vdpyet pio PETPLOL IKOVOTTON o™ amd T ¥pNon Kat vAoroinon tov CRM,
mov emeEnyeitol amd TO YEYOVOS OTL O TPOMOG KOUTAYPOPNG TMV OVOYK®OV KOl
mpoPAnudtov TV mEAaTOV Kpivetor ¢ METPLOG. AnAadn o oxedacuds TV
mpoidvtov oG ko M géummpétnon oto kotdotnuo, Weatd Oo Enpeme va
vroompiloviat amd to CRM oAAd v TéAel anTo dev emttvyydvetal oto Babud mov ta
oteAéym Ba embopovoav. e cuvapTNoN HE TNV TAPATAVE OlomicT®mon eival Kot 1
agloloynon ¢ onuoviikdémrag e oxéong Cross Selling & CRM, 6mov ot
epotBévtec aforoyovv 1o CRM  ®¢ €éva apketd onuaviikd epyoAeio yuor v

mpoyuatonoinon €ross selling cuvaliaymv.

EmpocHétawg ta tpamelikd otedéyn kAnkav va amaviicovy og moleg TPanelikég
Aertovpyiec ypnoipomolovvtal ta data mov cviAiéyer 1o CRM. H yprion Aowmodv tov
data eivor pev yevikr and Call Centers £éw¢ oxedlooud mpoidovimv, aAld Oyl TANPOC

EKUETAAAELOLEVT).

Ev cvveyeia ta otedéyn emonuoivouy e TIG OTOVTICELS TOVG TNV CUAVTIKOTNTO TNG
oxéong peto&u CRM ko mopakorohOnon mapomdvov. Alaeaivetal 1 Epopuoyn vo
votepel 610 £0pog TG Kataypaens (Tpoeavdc ypetdletol cvoTeKES OvVaTTOEELS),
Qovopevo mov emeEnyeitol amd TO YEYOVOG TG M TAEOYNQIOL TOV EAANVIK®OV
tpomelwv dev dabétel «eumelpio» oto CRM, aAld ypnoyomolel v eQapuoyn to
televtaio 5 ypovia. EmmAdéov, n épevva avadeikvder 10 CRM w¢ epyaieio Anti-
Attrition kou retention, otoygio vyiotg onuociog e101kd Ady® TG TPEYOVGAG KPIoNg

OV OLEPYETOL TO EYYMPO TPATECIKO GUOTNLAL.
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210 onueio avtd, to oTEAEYM €EEEPPOGOV HE TIG OMAVINGELS TOLG TNV UETPLOL
Kavooinom Tovg amd v dlayeipion aArd ko TV ekmaidgvon mov EAafav yo v
epappoyn. Kot avtd n téon artoroyeiton 6t1 10 detypa amaptildtav and Eumeipa
OTEAEYT HEV, OAAG OYeTIKO peYAAO o MMKio, OmWOTE M YVOON KATOWG VENS

teyvoroyiag elval emopevo tovAdyiotov va Eevilet.

TéLog, otV Kot yopia oVt TOV EPOTHCEMV ETEOM GOV KUl EPOTNCEIS AVAPOPIKA LE
T0, TPOPANHOTO KOl TOVG OVOGTOATIKOVG TOPAYOVTES TTOL OVTILETOTILEL 1) Tpdmela amd
mv epappoyn tov CRM, kot 6to onueio avtd 1 épevva vrootpite v Bewpio.
Epbdcov, var pev ta otedéyn oev Bempovv ta 6ota TpoALate TuXOV aVTILETORIGEL
n tpanelo g Papdvovia ywo ™V un e@appoyn cvotiuotos CRM aAld kot o

ONUOVTIKOTEPOG AOYOS ep@avileTon va ivat To VYNAO KOGTOG.

Yvvoyilovtag v v Ady® evOTNTA, GUUTEPUIVOVLE TG 1) TAEWOYN QIO TOV CTEAEXDV
avayvopiler v ovvelopopd tov CRM oty kaldtepn e&uanpénon tov meAdrn,
oV &v Yével Bedtimon TV VINPECIOV TG TPATelog EMOUEVMG OTNV avénon g
KOVOTTOINoNG TV TEAATOV aAAd epoavilovtal TpoPANUATIGUEVOL Amtd TO KOGTOG
ayopdc n/kalr cuvtApnong ™G EPAPHOYNG OAAG Kot TN YEVIKN LRootNpiEn mov
Aoppaver amd ™V vrebbovn  Swyepotikny Sevbvvorn (my. owvbovon IT -

DataWarehouse).
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Kaborov Atyo Mérpua Apketd TTov

Avdypoppa XXXI: Yroroinon & Xpiion CRM a6 10 Atktvo Kataotnudtov

Kaforov Atyo Métpuo Apxetd [ToAv

Avdypoppa XXXII: Yiomoinon & Xpnioen CRM amd Awevd. Xyedwoopod &
M arketing
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Awaypappo XXXI11: Eivar onpavriki n oyxéon Cross Selling & CRM
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O Kaboriov B Atyo OMétpio O Apketd B ITIoAd

Avdypoppa XXXIV: Xpion Asdopévov coiroyis CRM
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Aaypappo XXXV: Kataypaen Ipofinuatov & Aveykov [lehatov oto CRM
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Koaforov Atyo Métpua Apketd [ToAb

Awgypappo XXXVI: Xnpevrikétyre mopaxkorovOnong, pécw CRM,

OTTOOEKTAV UTULTI|CEOV TOV TELATAOV

Kaborov Atyo Métpia Apxketa IToAv

Awaypappa XXXVII: To CRM og epyaieio Anti-Attrition & Retention

Koaforov Atyo Métpua Apketd [ToAb

Adypoppa XXXVIII: Ikavoroinen amwd tnv Kevrpuki) Awayeipion tov CRM
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Koaforov Atyo Métpu Apketd [ToAb

Avgypappo XXXIX: Ikavomoinon amd ekmordevtikd npodypappe CRM

Koabforov Atyo Métpla Apketd [ToAb

Awaypappa XL: Ikavoroinen amd Katnyopromoinon terat®v

Koaforov Atyo Métpu Apketd [ToAb

Adypoppa XLI1: Enpavrikétnra [popfinuatov CRM gpappoynig
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O Koforiov B Atyo O Mérpua OO Apketd Hl [ToAv
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Awdypoppa XLI11: Kdpror avastadrtikei mapdyovreg yia tnv epappoyn CRM

7.5 Enitevén otoymv Tpanelog péocw CRM gpappoyiig

Ot tedevtaieg 4 epooElS TG €pevvag apopobv TV cvvelspopd tov CRM, oe
TPAKTIKO €Minedo, otV enitevén TV otdY®V TG Tpdnelac. Bdcel Tov anaviioewv,
ocvumepaivovpe TS oxeddV 10 cUVOAO TV otedey®@v (90%), acyitmg av dlnbitel 1y
o1 CRM, Bewpetl mog 10 CRM mpocdidet aviaymvioTikd TAEOVEKTN UL 0AAG Kot Elvat
ONUOVTIKO Yoo TV emitevén tov otdyov g tpanelag (m.y. avénon mwAncewv,

KaAOtepN e&umnpétnon neAatdv, LEimon Tapamdvoy).
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Ev cvuveyeia avaivovtog Tig amavinoelg mov AaPape n misoyneio Bewpel 6TL Tl
mieoveknuata epappoyns CRM kot n emitevén tov otdyomv OBsmpoldvior mToAd
onuavtikd. Eniong, ot kOpiot o160t mov 1 tpdmela BTl yio v v1oBETHON CLTHG TG

£QOPUOYNS BE®POVVTOL ATTO TOVE TEPLGGOTEPOVG ATTO APKETA £MG TOAD GNUAVTIKOL.
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Avdypoppa XLIT: Znpavriikotntae [Micovektnuatov CRM o Tpanela
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Avdypaoppa XLI1V: Zvppoiy CRM oty emitevén Xtoyov
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Avdypoppa XLVI: Enpavrikétnta Loyov epappoyins CRM ywa v Tpanela
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KE®AAAIO 8
XYMIIEPAXMATA

8.1 Kvpwa Xoprepdopota

XMuepo, OOV M OWKOVOUIKY Kpion dvoyepaivel v Agrtovpyio TOv TOYKOGUIOV
TpamelIKOV GLGTIUOATOC, 1| OVOOEDPNON TOV GTPATNYIK®OV OTOPACEDV TOV TPATE(DV

elvat meplocOTEPO OId TOTE avaryKoia.

H otpamywn CRM, 6mtmg deiéape oto kupimg HEPog g epyaciog avTng, opa g Eva
onuavtiko epyaieio vép tov Tpanelov Yo v emPimon kot v evnuepia Toug. To
CRM, &ite wg ovotnua, ite wg EIAOGOQIN €iTe OKOUN WG CTPATNYIKY dNUIOVPYEL TIC
KATAAANAEG ovvOnkeg dote ot tpdmeleg va £pfovv o OLGGTIKN ETOPY| HE TOVLG
meEMATEG TOVG. ANAad TPocdidel pio TEAATOKEVTPIKY @Aoco@ia oty Tpdmelo o€
evapuovion pe 16 apyés ™mg Olwmg [lowmtag. H yvoon ovm eivar mAéov
EMITOKTIKY €QOGOV 1 Kepdoopio TV Tpamelmv dev e€aptdtarl amd v avEnomn Tov

nmelatoAoyiov oAl amd TV «ahénon Tov TEAdTN».

To CRM dnpovpyei tic ovvOnkeg yo v peytotonoinon tov Customer Share kot oyt
tov Market Share. Awbveic opyavicpoi 6nmg o cvppmvo ™ Bacteiog — Basel 1,
ent v evkopio TG YPNUATOOIKOVOUIKNG KPIoMNG EMEGTNOAV TNV TPOGOYN TMV
Tpanelikadv Opidwv oty Pedtioon Tov YOPTOPLANKIOV TOLG KOL GTNV YVOGT TOV
neddtn tovg (Know Your Customer Principle). To CRM og mpoktikovg Opovg
onmovpyet avtv akpPag ™ yvoon. H tpanela yvopilel €€ ohokipov Tov meAd,
TIC avAYKeES TOV, TIG CLVNOELEG TOV LE ATOTEAEGHO VO TPOGPEPEL OVTO TTOL AKPPADG
Béhet kar yperdletarl o mEAATNG 0ALE EMTPOGOHETMS VO TO TPOGPEPEL GTOV TEANTN TOV
n tpdnela kpivel twg BéLeL e€umnpetnoel, eEaocpaiiloviag €161 To OQEAN TG KO

eloylotomolmvTog T (nuia Tng.

BéBoawa, or EAAnvikéc Tpamelec axoun oev éxovv evotepviotel € 0AOKANpOL TNV

euhocopio Tov CRM, 6ntwc dAAwote kot T @locoeio g Olwkng TTowtag. Xe
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apketég Tpameleg var pev Agttovpyovv cvotiuoato CRM oAld dev akolovBodvton
0VUTE OO GYETIKN GTPOTNYIKN OAAG 0VTE KO 0O pio TEAATOKEVTPIKT TPOGEYYIoT. Me
dAha Aoyla ) otpatnyikn CRM oaivetal va givatl og oyetikd epufpookd eminedo oty

YOPO LOG omEVAVTIOG LE TO Tt cLUPaivel 6TO EEMTEPIKO.

Emiong, n epappoyn evog cvotiuoatog CRM dev gival ovte g0KoAN, oVTE avECOOM
oAAG 0VTE Ko pe mpodtayeypopupévn emttvoyio. Ot mapdyovteg mov v ennpedlovv
empepifovral 6to cHvoro ¢ Tpdmelag, NToL TNV A10iKNGT, TOVG VTOAAAOLS AAAG
Kol To O vrdpyovra Aettovpyikd cvotiuota. H vioBétnon evog svotipatoc CRM
dev amotelel Kot ex€yyvo emtvyiog oALd ypeldleTon, EKTOC omd TNV KOAMEPYEWD TNG
OYETIKNG KOVATOVPOG, GEPA GALDV 0ALOY®V Kot PEATUOCEMV, GTIG O10OIKAGIES, OTA

CLCTNLOTA K.ATT DOTE 1) GTPATNYIKY CLUTY OITOPOCT VO OTOOMGEL TO HEYIOTAL.

Agv vrapyel kopio apeiBorio 0Tt To pEALOV aviKel 6€ O0eg Tpamelec TaAPEYOLY GTO
nerdn e&atopkevpéveg vanpeciec. To CRM pmopei vor KoAOWeL avt TNV avaykn
Kol vo amoteAEcel Oyl amAd Eva epyaleio oayeipiong mapandvav aArd Eva epyaleio
TpOPAEYNS Kol tkovoTtoinong Tov meAdtr). Ipdketton dpme yia por apketd mepimAokn
dpacTNPOTNTA 1 0TTOi0 AmALTEL ONUAVTIKEG EMEVOVGELS O EEOTAIGUO, AOYICUIKO Ko

0€ EKTTAOEVUEVO TPOCOTIKO.

8.2 vpunepaopata 'Epevvog

Onwg mpoavagépaue oty €pguva GUUUETE OV Eumelpa Tpomelkd GTEAEYT OV gite
ypnoomowvv gite Oyt ovotuotoe CRM. To civoro TV cuoppeteydvimv £6e1Ee va
avayvopilel ) onuocio g otpatnyikng Ayeipiong Ielateiokmv Zyéoewv Kat To

OVTOYOVIGTIKO TAEOVEKTI LA TTOV OVTN TPOGOIdEL otV TpaATeECQL.

Ao TNV GAA TAEVPA TO GHVOAO TV £pOTNOEVTOV avadelEe onuavtikd TpoPAr Lot
mov avietonilovy ta cvotiuota CRM oty €pappoyn tovg amd g AANVIKES
Tpdneles. [IpopAnpata dnmg n cPapikny KAAvym TV dedouEvmv evOg TeEAdTN, TNV
gvpela epapuoyn Tov oe depyacicg mEPavV TG dyeipong TopATOVOV, TO VYNAO

KOOTOC EQPOPUOYNG, EKTAIOEVOTC KO GUVTIPNGNG TOV GUGTIHOTOG
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Térog amd TV £pevva TPOKVTTEL OTL TOL GTEAEYN TOV TPATELDV TOL GLUUETEL( OV GTNV
épevva miotevouvy 6t éva CRM oot o cuvelopépst:

otV adENGN TOV KEPSOLG oL Hmopet va arokopicel n Tpdmela amd Tov meAdTn
otV avénon g a&iag Tov teAdtn oT0 YPOHVO

oTN 0TI PO TG TEAUTELOKNG OYEONG Y10 LEYOAO YPOVIKO SLUGTILLOL

oTN YPNYOPN KOl OTOTEAEGLOTIKY] EELTNPETNON TOV TEAUTAOV

oTNV AOENGN NG TOOTNTAG TOV VANPESIOV OAANL KOL TOV TPOTOVI®OV

070 KAAOTEPO oYedlaoUd TV Tpoioviwv g Tpanelog

oV peiwon tov kdotovg Marketing

otV Pertimon ¢ eEmtepikng ewdvag g Tpanelog Kot TEAOG

w wu W W W W W W W

otV ABENGN NG IKOVOTTOINoNG TV TEAAT®V amod T1) oxéomn tovg pe v Tpanela.

8.3 IIpotacels Yo meporTEP® EPEVVA

H moapovoa perétn e€nyaye coumepdopoto oxeTikd Pe T onpacio tov dwdpapatilet
n xpnon CRM  ocvotnudtoviepapuoydv ot EMnvikég Tpamelec. And 1o

CLUTEPACHATO OVTA OVEKVW OV Kol TfavE Tedio TeEpaTEP® EPELVOG.

Kpiveton ev ovveyeia va okdmyo va gpguvnBovv, mocoTik®s, dedopéva Ommg 1 oYEom
avénong képdovg, 1 avénon S TNPICIHOTNTAG & KAVOTOINoN G TOL TEANTY, 1 AOEN oM
™G TopeXOUEVIG TOOTNTOG, 1) OYEON UEIWOT KOGTOVG K.G. LE TN (PO CLOTNUAT®V
CRM; dgdopéva to omoia avedelynoav omd v mapovoa pedétn oAAd Ogv

OLYKEKPIUEVOTTOM ONKOLY.

Emiong, ovvatar va depeovnbel cuykprtikd mn mepintoon epappoyns CRM oe
OKAOOKO emimedo, Yo Tapaderypo 0 TPomelIkdG Kot 0 KAAOOG KV TG TNAEP®VING.
AxoAoVBmg avtikeipevo £pevvag pumopel va eivat kot n oxéon g otpatnyikng CRM

& CSR 1 kot GAAov toltikdv marketing
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ITAPAPTHMA A
EPQTHMATOAOI'TO EPEYNAX

IMANEINIXTHMIO ITEIPAIQX
TMHMA OPI'ANQXHYX KAI AIOIKHXHY EINIIXEIPHXEQN
EYPQITAIKO METAINITYXIAKO ITPOT'PAMMA XTH AIOIKHZH
ENNIXEIPHXEQN - OAIKH ITOIOTHTA

EPEYNA ME OEMA: «CUSTOMER RELATIONSHIP MANAGEMENT
XTON EAAHNIKO TPAIIEZIKO XQPO»

EINIMEAEIA: MITIONHX IQANNHX

Y10 mloicto t0v  Evpomaikod Metantuywokov Ipoypappatog  «Atoiknon
Enyeipnoemv — OAucn oot ta» tov [Havemompiov Tepaimg, Tpaypatonolovpe
deEaymyn €pevvag, ¢ HEPOG OMAMUATIKAG epyaciag, ue 0épa: «CUSTOMER
RELATIONSHIP MANAGEMENT XTON EAAHNIKO TPAITIEZIKO XQPO».

YKomog TG £pevvag €ivat 1 GLALOYN TANPOPOPLAY Kot 1 €E0Y®YT) GLUTEPACUATOV
OXETIKG pe TN onuaocio mov dadpapatiCer n ypron CRM cvothudtwv/epapuoymv
ot EMnvicég Tpameleg. 1o onueio avtd, yuoo T OELKOAVVOTN OO KATO TN
CUUTANPOOT] TOV EPMTNUATOAOYIOV, Topakorl®d Ommg Bempioete 10 CRM w¢ pia
OTPOTNYIKN]  ONUIOVPYIOG  MEAATOKEVIPIKNG  OLOGOQIOG  EOTIMGUEVIG  OTIC
dwpopomompéveg avaykeg tov merdn. O gpapuoyéc CRM, eivar 1 teyvoroykn
EKPOAVOT TNG OTPOTNYIKNG QLTIS, OOV GLAAEYOLV Kol emeEepyAlovTat Ta oTOYEIN TOV
neddtn dote n Tpanelo va peyiotoromoel to "customer-share” kot vo, Kotavonoet
aKp oG T1¢ avaykes TV tehat®v TG. H épevva amevbiveton oe pecaio kot ovatepa
oTeAEYM T omola £X0VV TPOTEPT umEpia 6T Acttovpyio cvatnudtov CRM.

To gepotpatoArdylo mov akorovbei meprhapfavel cuvropes kol aniéc epotmoets. Ola
ta. ototyeio mwov Ha ypnopomomBodv amokAEGTIKA Kol HOVO Yoo TV €pgvval, LE
AP exepdeta, kol ta dgdopévo mov Ba  mpokdyouv Oa  mopovclaucTOHV
opadorompéva. H copumAnpoon tov epotnuatoroyiov dev Oa aroit)cel TEpIocOTEPQ
and 15 Aentd amd Tov xpdvo coc.

[Mapakarodpe vo. copunAnpmoete pe X 610 KOLTdKl 6€ KaOe amdvtnon cag.

TéLOG, pe TV GLUTAT POGT TOV EPMOTNLATOAOYIOV TAPAKOAD OTMOC TO ATOGTEIAETE GE
pio amod T1g axkoAovbeg d1evBiveelc:

- bonis_john@hotmail.com, yannis bonis@yahoo.gr,

- 210 — 9289240 (fax)

- Inmokpdrovg 2, 151 21, TTebkn AGHNA

Mo omoladnmote mANpo@opion N/Kat SlEVKPIVIOT TOPUKOAD pn  O16TACTE V.
EMKOIVOVNOETE GTO akOAOLOO TMAEpwvo: 6973 44 66 43
20.G EVYOPICTOVLE EK TOV TPOTEPWV Y10L GUUPOAN| GOG oTN £PELVA LG,
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