EYXAPIZTIEZ

Oa nBeha va ekPPACW TIG EUXAPIOTIEG Jou OToV €TTIBAETTOVTA KABNYNTA QUTAG
NG OImmAwpaTIKAG epyaciag K. NikOAao [ewpyOtTToulo yia TNV auéPIOTN
OUPTTaPACTOON Kal TV TTOAUTIMN BorRBeia TTou TTapeixe kab' 6An 1n didpkela

EKTTOVNONG TNG.
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NEPIAHYH

H dnimrAwpaTik epyacia TTou akoAouBei ekTTovAONKE OTa TTAQicIa TOu
MeTatrTuxiakoU Mpoypdpuarog otn Aloiknon Emmixeiprioewy tou Mavetmiotnuiou
Meipaiwg.

To yeyovog OTI N OUYKEKPIPEVN €pyaoia ouyypd@nke ota TTAQioI0 evOg
MeTatrTuxiokoU  [poypdupatog, €0e0e  OpIoPéVOUG  TTEPIOPIOPOUS.  To
TTEPIEXOPEVO TNG E€ival aTTOPAITNTO VO XapakTnpietal amd akpieia oTnv
AvVOQOPA Kal EPPNVEID ONUAVTIKWY OpWV Kal Ol TTANPOQYOPIEG Ol OTTOIEG
ava@épovTal O’ QUTAV TNV €pyaoia TTPETTEI va €ival ETTIOTNUOVIKA OTTOOEKTEG.
Mpokelyévou AoImmov va IKavoTroinBouv o1 TTEPIOPICHOI auToi, PBaCIOTAKAUE
KUupiwg o€ &€vn apbpoypa@ia Kal Ol TNYEG OTIC OTI0IEG KATAQUYAME Eival
OUYXPOVEG. APKETEC TITUXEG TOU UTTO PEAETR BEPATOG avaAuOnKav av Kal apKeTa
onueia Tou Xpridouv akoua PeyaAuTepng avaAuong.

2Tn  OIMAWWMATIKA  €pyacia  TTou akoAouBei TTpooTTabrijoaue  va
TTPOOoEyYioOUhE 000 TO duvVATOV TTEPICOOTEPO TO BEPa TNG dlaxeipiong Twv
OXEOEWV TTEAATWYV OTO OUYXPOVO ETTIXEIPNMATIKO KOOUO.

ApXIKA, TTEpIypA®ovVTal 0l 0TOXOI TNG UAoTToinoNG evog CRM ouoTAuOTOg
KAl N oNUOCIa TOU YIa TIG ETTIXEIPNOEIS. KATOTTIV, YIVETAI MIO AvadPOr) TOU TTWG
KataAn&aue va PIAGUE yia dlaxeipion oxEoewv TTEAATWY, TI AKPIBWS onUaivel n
évvola CRM, TTWG autd UAOTTOIEITAI ATTOTEAECUATIKA KAl TTOI0 N APXITEKTOVIKK
TOU, TTola gival Ta OQEAN Kal o1 KivOUVOI yIa JIa €TTIXEIPNON aTTO TV €QApPUOYN
piag CRM oTpatnyikAg, TI ATTAITEITAI yIa TNV E€TTITUXNUEVN UAOTTOINCT TOU Kal
Baoel TToILV epyaAeiwv pTTopEl va afloAoynBei n ATTOTEAECHUATIKOTATA HIOG

TETOIOG UAOTTOINONG. ZTN OUVEXEID AVOPEPONAOTE OTNV avAykn £QAPPOYAG HIAg
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OTPATNYIKAG TTEAATWY OTOV TPATTECIKO KAADO KAl OTA OQEAN TTOU ATTOKOWICOUV Ol
TPATTECEG ATTO PIa TETOIA OTPATNYIKA. AVOAUETAl N €vvold TNG TTEAATOKEVTPIKAG
TPATTECAG KAl 01 avaykeg TTou KOAUTITEl TO CRM. KatdTmiv, ava@epduaocTe oTn
ouyxpovn €¢EAIEn Tou CRM, dnAadry Tnv TIPOEKTACH TOU OTO XWPO TOU
AlodIkTUOU. E&eTdloupe TNV €vvola TNG NAEKTPOVIKNAG OIAXEIPIONG TWV OXECEWV
meAatwyv  (e-CRM), Ta YeviKd XOAPOKTNPIOTIKA Kol Tn Ooury €vog TETOIOU
ouoTuatog e-CRM, tpofaivoupe o€ oUYKpIon WE TOV TTapadooiakd TPOTTO
dlaxeipiong oxéoewv meAatwv (CRM) kal avaAuoups Toug TTAPAYOVTEG TTOU
odnyouv 1o e-CRM oTnV €TMITUXIO. 2TN OUVEXEIQ, TTAPOUCIACOVTAIl Ol JEANOVTIKEG
Tdoeigc Tou CRM Kal KATTOIEG TTANPOYOPIES VIa TO PHEAAOV TNG dlaxeipiong Twv
OXE£0EWV TTEAATWV OTIC OUYXPOVEG EAANVIKEG ETTIXEIPNOEIS. KaTtaAryovtag,
yiveTal ava@opd oTa KUupIOTEPA OuuTTEpAoHaTa TTou €¢AxOnoav atmd Tn
ouyYpPO®r autig TNG JIMTAWMATIKAG £PYACIAG KAl PMEPIKA aTTd Ta BéuaTa TTOU

XPrCouv JEANOVTIKNAG €PEUVAC.
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KE®AAAIO 1

EIZAMQrH

1.1. Alaxeipion oxéoewv  TeAarwv  (customer  relationship

management - CRM).

H T1raykoopiotroinon Tng OIKOVOWiag Kal N eupeia  diadoon TOU
NAEKTPOVIKOU €UTTOPIOU, £XOUV AAAGEEI KATA TTOAU TO OUYXPOVO ETTIXEIPNMATIKO
yiyveoBal. O1 paydaieg TEXVOAOYIKEG €EENIEEIC OTOUG PIKPOUTTOAOYIOTEG KAl TIG
TNAETTIKOIVWViEG, To AladikTuo, KaBWGS Kal N dnuioupyia SIKTUWV Kal TTOKETWV
AOYIOUIKOU PE OAOEVA KAl augavouevn duvaTtoTnTa ICXUPOTTOIOUV TOUG OECHUOUG
TWV EPTTOPIKWY ETAipwy. Eival adlapeioBATNTo yeyovog OTI n TTpoodog TnG
TEXVOAOYIOG ETTIOPA KOTAAUTIKG OTIC OUYXPOVEG ETTIXEIPNUOTIKEG TACEIS Kal
OIAUOPPUWVEL EVa VEO ETTIXEIPNMATIKO TOTTIO.

2TN ONUEPIVI} QVTAYWVIOTIKI €TTOXI TOU NAEKTPOVIKOU ETTIXEIPEV (e-
business) n dlaTrpaypaTeuTIK dUVOUN €XEl PETOPEPBEI ATTO TOUG TTWANTEG-
TTpounBeuTéc oToug TmeAdTec. O1 TeNdTEG éxouv Ee@Uyel TIAéov amd Tn
VOOTPOTTIA TNG TUPANG TTPOOKOAANONG o€ pia papka (brand loyalty) Adyw Tng
TTANBWPAG TWV TTPOIOVTWY TTou duvavTal va €TMAEEOUV, KATI TTOU ca@éoTaTa
evioxUlnke pe TNV €€amAwon Tou HAekTpovikou EpTtropiou. Autd €kave TTOAU
TpéoeaTa Tov Regis McKenna va piAioel yia To«Bdvato Tou marketing»? oTo
OUYXPOVO TEXVOAOYIKO KOOHUO OTTOU O KOTAVOAWTAG-TTEAATNG €XEI ANETPNTEG
emAoyEG 0oTn OIABECT) TOU KAl N AyOPOOTIKA) TOU CUUTTEPIPOPAE XAPAKTNEICETAI

atré évrovn KIvNTIKOTNTA.
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AOYyw Twv TTapaTTdvw, Ta TTPOIOVTA auTd KaB autd Oev TTPOCPEPOUV
TTAOV OTIG ETTIXEIPNOEIC AVTAYWVIOTIKO TTAEOVEKTNUA. 'ETOI OI ETTIXEIPAOEIG £XOUV
METATOTTIOEI TO EVOIAQEPOV TOUG £0TIALOVTAG TN CTPATNYIKI KAl TN OUVOAIKF) TOUG
Tpooéyyion oTov TTeEAATN (customer centric approach). ZToIxeia PEAETWV TNG
eTaipeiog Ernst & Young® amodeikviouv 6TI ohoéva kal PeyaAUTEPOS apIBUOS
eMmIXeIpAoewy €tTevdlel oto CRM Kal OTn OXETIKA MPE auTO TeEXVOAOyia,
TTPOKEINEVOU VA TTPOCPEPEI TTPOIOVTA A UTTNPETIES TTOU TAIPIAOUV OTIG AVAYKEG
KAaOe treAdTn(customized products).

AUTOG O TTEAATOKEVTPIKOG TPOTTOG TIPOCEYYIONG TWV  ETTIXEIPNOEWY,
dnuiolpynoe 1o KAiga yia Tnv Avlbion Tou CuoTNUATWV BIaXEIPIoNG OXECEWV
meAatwyv 1 customer relationship management (CRM). Ta cuothuarta CRM
QEIOTTOIWVTAG TN MNXAVOYPAQIKA UTTODOUI TNG ETTIXEIPNONG Kal ETTITPETTOVTAG
TNG va XPNOoIJoTIolEl T AdN UTTAPYXOVTA CUCTAUATA MAIKAG TTapaywyng Kal
OIaVOUAG, TTPOCPEPOUV OTNV ETTIXEIPNON TN duvaTOTNTA “XTICIMATOS” I0XUPWY,
MOKPOXPOVIWY KAl KUPIWG ECATOUIKEUMEVWY OXECEWV JE TOUG TTEAATEG.

Oecwpwvtag Aoimmév 10 CRM wg éva atd Ta 1o duvapika B€épaTta
MAnpogoplakAg Texvoloyiag Tng véag XIAIETiag, Ba To opifape wg €ENG:
Alaxeipion oxéoewv TeAaTwy (CRM) gival n oAOKARpwon TwWV TEXVOAOYIWV KAl
TWV  ETIXEIPNUATIKWY  OIAdIKACIWY OC€ MIa  ETTIXEIPNON TTPOKEINEVOU VO
IKAVOTTOINOoUV Ol avAayKeg TwV TTEAATWY TNG KATA Tn OIApKEID KABE €TTA@NG-
aMnAemidpaong  TeAGTn-emixeipnong? . Mo ouykekpipéva, 10 CRM
TEPIAAPBAvVEl TRV aTTOKTNON, avAAuon Kal aglotroinon Tng yvwong yia Tov
TTEAGTN PE OKOTTO TNV augnon Twv TTWAACEWV Kal TG aTTodOoTIKOTNTAG. Eival
OKOTTINO VO onMEIWBEi OTI OTAV ava@epOUacTe 0TNV €vvola “TTEAATNG” EVVOOUNE

KAOe ATopo ) opdda atdépwy TTou XPEIACETalI TTANPOPOPNOCN ATTO TNV ETTIXEIPNON.
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2€ Opoug MNMAnpoopiakng Texvoloyiag, To CRM ¢gival n gvotroinon Twv
TEXVOAOYIWV O€ OAn TNV emmixeipnon. Mia Tétola oAokAApwaon TTepIAauUBAvEl TNV
Kartaypa@ry OToIXEiwv  0c  oAokAnpwuéveg Paocelg  dedouévwy  (data
warehousing), Tnv TTapoucia TngG eTmixeipnong oto Aiadiktuo (web sites), Tn
AeIToupyia KAEIOTWYV EVOOETTIXEIPNOIAKWY OIKTUWV KABWGS Kal KAEIOTWV JIKTUWV
OIETTIXEIPNOIOKWY  cuvaAAaywyv (intranets kol extranets avTioToIixa), TIG
A€IToupyieg Tou AoyioTnpiou, TwWv TTWANCEWYV, Tou marketing kai TNG TTapaAywyng.

To CRM Trapoucidlel TTOAEG OPOIOTNTEG PE TO CUCTAMATA OXEQIOCUOU
emxeipnoiokwy TTopwv (Enterprise Resource Planning Systems, ERP), kaBwg
Ta ERP cuotAipaTta Bswpeital 0TI atroteAoUV OAOKANPWON OAWV TWV EPAPHOYWV
MIag eTTIXEipNnONG TG00 auTwyv TTou dev AtrTovTal dueca Tou TreAdTn(back office
applications) 600 kal auTwv TTou atrTovTai dueca. H oTtpatnyiki CRM atroTteAei
OAOKAAPWON TwV AUECWV TIPOG Tov TreAATn  e@apuoywv(front  office
applications). Or1 kupieg front office e@apuoyég yia Tnv ETTIKOIVWVIO UETAEU
ETTIXEIPNONG KAl TTEAATWY, Ol OTTOIEG UTTOOTNPIXTNKAV Ta TEAEUTaia Xpdvia aTrd
etaipeieg  avamtuéng CRM  ouoTnUATWY, QVOQEPOVTAlI O OUYKEKPIMEVEG
TTEPIOXEC, OTTWCE N AuTOPATOTTOINCN®:
§8 Tng oxediaong dpdoewv marketing
8  TWV TTWANCEWYV Kal
§ NG €GUTTNPETNONG KAl UTTOOTHPIENG TOU TTEAATN (Service)

Mia agloonueiwtn diagopd petagu ERP kal CRM cuoTnudTtwy gival 6Tl

TA TTPWTA PTTOPOUV va UAOTTOINBOUV Kal Xwpeig TNV TTapdAAnAn ulotroinon Twv

OeUTEPWV. AVTIBETWG, Yia TN dlaXEipion OXECEWV TTEAATWYV ATTAITEITAI TTPOCRACN
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oe back office dedopéva (yia Tapddelyua o€ oToIxeia Aoylotnpiou) OTTWG

XOPAKTNPIOTIKA TTAPOUCIAdeTal Kal oTo didypapua 1.1, 1o “tpiywvo Tou CRM”:

ExkARpwon
MapayyeAiwv
MeAaTwv

ZUCTHMOTA
front office

ZUCTHMATA
Back office

Agdopéva
meAATWV

Agdopéva
€mIxeipnong

PATNYIKN TTANPOPOPNG
o dlayxeipion marketing
I TWARCEWV

AvoAuTikd
ZUoTHHATA

Aiaypappa 1.1:To Tpiywvo Tou CRM

To CRM oav évvola oTpépeTai yUpw atré To marketing® kai Egkivd 6TTwg
Ba doupe o€ ETTOUEVO KEQAAQIO, aTTO HIa €K BaBéwv avAAuon TG CUPTTEPIPOPAG
Tou KaTavaAwTA-TEAGTN. XpnolyoTtrolei Tv MAnpogoplakr TexvoAoyia yia Tn
OUAAOYI OedOMNEVWY, TA OTTOIO PETOUCIWVEI OE XPNOIUN TTANPOYOpIa, WOoTE vVa
UTTAPXEl MIa GUECN TTPOCWTTIKN oX€on ME Tov TTeEAATn. To TuRua marketing
Kabwg Kal o TuAua MNMAnpoopiakig TexvoAoyiag o€ pIa €TTIXEIPNON TTPETTEI va
ouvepydadovTal Kal Vo OUvTOVIi(OVTal TTPOKEINEVOU VA  OUVEICPEPOUV  OTN

diadikacia oxéong-aAANAETTISpacng pe Tov TeAGTn’.
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1.2. Zréxol Tou cuoTiiuarog CRM

ATTWTEPOG OTOXOG €vOg CRM OuoTAPATOG €ival N TTOIOTIKI KAl
TTPOCWTTIKY) AAANAETTIOPACT TNG ETTIXEIPNONG ME TOV KABE TTEAGTN KABWG Kal N
aglotroinon TNG yvwong TTou OTTOKTATAl PECW TnNG AAANAeTTIOpaong auTig,
TTPOKEINEVOU VA augnBei 0 apiBUdS TWV IKAVOTTOINUEVWYV TTEAATWYV KAl ETTOPEVWIG
Ta é008a améd TwAACEIC TS TTiXeipnonc®. Ma Tnv uAoTToinan Tou OTéXOU auToU
N xdpa&n Tng oTpatnyIkAg CRM arairei °:

- TNV améKTnon TOU CWOTOU TTEAATN

- TNV avamTtuén TnG KAatdAAnAng Trpotacng-agiag(value proposition) Tou
TTPOIOVTOG ) TNG UTTNPETCIAG TTOU TTPOCQYEPEI OTOV TTEAATN

- TNV avamTtugn Twv KAaTdAANAwV SIadIKACIWY TTPOKEIMEVOU TO TTPOIOV 1 N
uTTNPETIa va Tacel OToV TTEAATN

- TNV TTapokivnon Twv £pyafouévwyY OTnNV ETTIXEIPNON VA €0TIGOOUV OTO
“XTIOINO” OXECEWV PE TOUG TTEAATEG

- avaAuon TWV avTaywvioTWV Kal TwWV OTPATNYIKWY TTOU akoAouBouv auToi

TTpokeIgévou va kepdioouv uwnAng aiag TeAdTeg kal aglotmmoinon tng

YyVWOonNG TTOU aTTOKTATAI AaTTd auTr) TRV avaAuon.

2UVOTITIKG AoIrov Ba Aéyaue OTI N OlaXEIPION OXECEWV TTEAATWY HIOG
ETTIXEIPNOT OpileTal aTTd Ta £€AC TEooEPA oToIyEin™:

§ yvwpilw (know)
§ oToxeUw (target)
§ TwAw (sell)

§ TrapExw egutTtnpPéTnOon (service).
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To CRM oTOX€UElI OTO va KABIOTA TNV ETTIXEIPNON IKAVH va yvwpilel TTola
gival n ayopd Kal Trolol Ol TTEAATEG TNG, TTolol aTTd auTOoUG Eival TTEPIOCCOTEPO
ETMKEPDEIC yIa va OTOXEUOEI, TTOIA TTPOIOVTA Ba TTWARCEl 0TV ayopd-oTdxo TNG
Kal JEow TToIoU KaVOAIoU Kal TEAOG TTwG Ba diaTnproel Toug TTEAATES TNG péoa
QTTO UTTNPETIEG ECUTTNPETNONG OTTWG Eival Ta TNAEQWVIKA KEVTPa (call centers).

O1 kUplo1 peNAovTIKOi 0TOX0I Tou CRM TTapIoTAVOVTAl KOI YPOQPIKA OTO

oldypaupa 1.2.

O Aiatnpnoiyétnta
TTEAATWV
30%
0 i B Evotroinon ocuoTnuaTwy
25%
i OAUENoN Tng TTeAaTeiakng
Baong
20%
| OA&ioAOyNnon kai eTmAoyn
15%-
| B BeAtiwon Twv
TTWAROEWV Kal TOU
10%- marketing
1 O AvarrTuén kai diatpnon
506 NG TeAaTeIaknS Baaong
H W AUENoN
0% TTwANoewv/oTaupoeldeiq
TTWAROEIG

Aiaypapua 1.2: MeAAovTikoi oTdx01 Tou CRM

lnyn: IDC’s European Software End-User Survey, 2001
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1.3. Aia emikepdwyv TeAaTwy (customer lifetime value)

Makpoxpovia 10 CRM Trapéxel dia péEBOdO ouvexoug avaAuong,
TTPOKEINEVOU va BeATIWOEI N agia Twv eTIKEPOWY TTEAATWV YIa TNV ETTIXEIPNON.
Otav Aépe alia  emmKEPOOUG TTEAATN €VVOOUME TNV Trapouca agia Twv
HEAOVTIKWV ayopwyv Tou TreAdTn™. ZuvrBwe o utroloyiopds Tng afiag Twv
EMKEPOWV TTEAATWYV PacifeTal OTIC TTPOCOOKWHUEVEG  MEANOVTIKEG QyOpPEG
TIPOCOPUOCHEVEG OTO TTAPOV HE €vav OUVTEAEOTH TTPOEEOPANCNG TNG agiag
QUTWV Twv ayopwv. H yvwon Tng TTapoucag agiag Hiag PMEANOVTIKAG OXEONG
ETTIXEIPNONG-TTEAATN, €ival XPAOIKN YIQ TNV KATAOTPWON OTPATNYIKWY marketing.
H aia Tng oxéong evog TTeEAATn e TNV €TMIXEIPNON PTTOPEI va augnBei eite
augavovtag 10 KEPOOG ONnA. aufdvoviag Ta €00da ATTO TIG TTWANOCEIS OTOV
TTEAATN KA/ 1] HEIWVOVTOG TO KOOTOG EGUTINPETNONG OE QUTOV A ETTEKTEIVOVTAG TN
didpkela (wng NG oxéong.

H oulAAoyr dedopévwv TTOU Apopouv OToV TTEAATN KAl N KATAXwWPENoN
TOUG O€ eviaieg yia OAn tnv emmixeipnon Bdaoeig dedopévwy (data warehousing)
Kabwg Kal n Xpnon tng TexvoAoyiag e€6pugng dedopévwy (data mining), €ivai
XPNoiua epyaAsia yia Tov uttoAoyioud Tng agiag didpkelag (wng. H avaAuon Tng
KATOVOAWTIKAG  CUUTTEPIPOPAG KATA TO TTAPeEAOOV Kal n TTPORAswn Twv
MEANOVTIKWYVY QVAYKWY TOU TTEAATN TTOU TTPOCQEPEL, OTTWG Ba dOUUE OE ETTOPEVO
KEQAAQIO, N TeEXVOAoyia TnNG €€0pugng dedouévwy, Pondd TIG ETTIXEIPACEIS va
avTIAN@BoUV Tov KivOUVO TTOoU eVEXElI KABe TTEAATNG yIo AQUTEG KABWG Kal TNV

a1TOO00N TTOU AUTOG TOUG TTPOCPEPEL.
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ATTé oTpaTtnyIKr ATTOWn O TTPOPNBEUTAG-TTWANTAG £TTIBUMET va dIaTnPRoEl
MIa HOKpOXPOVIa oxéon ME Tov TTEAATN yiaTti €xel armmodeixTei amd €peguva Ol
KOOTICEl TTEVTE PE ETITA QOPEC TTEPICCOTEPO N EUPECN VEWV TTEAATWY ATTO TN
Siatipnon Twv AdN uTTapXOvTwv. H diatAPNon woTéo0 HIOG PAKPOXPOVIAS
ox€ong Me Tov TTEAATN Ba e€apTnOei atrd TO ETITTEDO IKAVOTTOINONG TOU TTEAATN
aAAd kal Tou TTWANTA. H IKavoTtroinon €ival aut TTOU ETTITPETTEI O€ MIA
ETTIXEIPNMATIKI) OXECTN VA TTPOXWPNOEI HEXPI EKEIVOU TOU onueiou OTTOU avaueoa
oTa dUo uépn Ba uttdpxel Ioxupr déopeuon. Kal Quoikd oo peyaAuTepn €ival n
IKAVOTTOINON ATTO TTPONYOUMEVESG ETTAPEG TTEAATN-TTWANTA, TOOO TTEPIOCCOTEPO

mOavod gival va OETPEUTOUV Kal O€ PIa HEAAOVTIKN oXEéon er']gls.

1.4. H onpacia tou CRM.

To CRM 0ev atroTeAei ammAd auTtouartotroinon Tou TTapadociakou
TPOTTOU TTWAACEWY, Tou marketing, TNG aAucidag Twv TTPOUNOEUTWY Kal TwvV
Aeiroupyiwv  “back office” péow TG xprAong TnNg TeEXVOAoyiag Kal  Tou
AvaoXeOIQOPOU TwV  ETTIXEIPNUATIKWY  OladIKaoIwy, Trapd dia  oAOKANPN
OTPATNYIKA “METANOPPWONG” TNG ETTIXEIPNONG 00OV apopd OTov TPOTTO YE TOV
OTTOIO AUTH AVTIMETWTTICEI KABE TTEAATN.

To CRM artroteAei atmrapaitntn €mIAOYN yia KABe €TTixeipnon TTou B€Ael
va XTioel yia duvath TreAarteiaky BAon Kal va TTPWTAYWVIOTEN OTO OUYXPOVO,
QVTAYWVIOTIKO Kal OIEBVOTTOINUEVO ETTIXEIPNMATIKO OKNVIKO KaBw¢ 10 CRM eivai
0 OTOBEPOG “OKEAETOG” TTAVW OTOV OTIOI0 OIKOdOMOUVTAlI OXECEIS apoIBaiag

EUTTIOTOOUVNG KAl apolIfaiou 0@EAOUG HETAEU TTEAATWV Kal ETTIXEIPRocwy. Ol
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TTEAATEG €ival av OXI TO ONUAVTIKOTEPO, éva aTTO TA TTIO CNUAVTIKA TTEPIOUCIAKA
OTOIXEIO MIAG ETTIXEIPNONG, TTOU O@EiAEl OXI POVO va dlatnpei aAAd kal va
eTaugavel 14

H diaxeipion Twv Ox€oEwV TTEAATWV WG OTPATNYIKN EPPAVIOTNKE Adyw
NG OIOPOPETIKOTNTAG TOU KABE TTEAATn OO0V a®opd OTIC TTPOTIUACEIS KAl TIG
QYyOpaOTIKEG TOU ouvrBeiec. Edv Aol o1 TTEAATEG pIag €TTIXEIPNONG fTav idlol &€
Ba uTTiPxE avAykn va KAvel TRV EPPAvIoT] TNG N £vvola Tou CRM™,

2€ KaBNUeEPIVA BACN O1 ETTIXEIPAOEIS TTPAYUATOTTOIOUV XIAIAOESG ETTAPES
ME TOUG TTEAATEG TOug. To KATAAANAO TexvoAoyikd uttoBabpo Ttou CRM
METATPETTEI OAEG AUTEG TIGC OAANAETTIOPACEIC O TTOAUTIUEG EUTTEIPIEG KAl VIO TIG
OUo TTAeupéc. Kar' autdv Tov TPOTTO N ETTIXEIPNON SIAQOPOTIOIEI CUVEXWG TNV
TTOPEXOUEVN OTOUG TTEAATEG TNG €EUTTNPETNON, OTTOKTWVTOG £va OTPATNYIKO
QVTAYWVIOTIKO TTAEOVEKTNUA.

To CRM BonBd uia eTTiXeipron va KAtavoroel TToloug TTeEAATES agiel va
QTTOKTNOEI, TTOIOUG va BIaTnNEAOCEl, TTOI0I ATTOTEAOUV OTPATNYIKOUG TTEAATEG YIa
QUTAV, TTOI0I €ival KEPOOPOPOI Kal TEAOG TToI0I TTPETTEI va eyKATAAEIPOOUV. Na va
EMTUXEl M1 ETTIXEIPNON TO OTOXO TNG €0TIAONG OTOV KATAAANAO TTEAATN,
XPEIACeTal €va ONUIOUPYIKO MiyHa oTpaTnyikKwy, OIadIKACIWY, TEXVOAOYIWY,
TTANPOPOPIGKWY TTOPWV Kal avOpwTTIVOU dUVAUIKOU.

[MpoKEeIPEVOU HIa ETTIXEIPNON VO KATAPEPEI VA ETTIRILCEI JAKPOXPOVIQ,
oTn oUyXPOoVN £TTOXN OTTOU KUPIOPXEI EVTOVOG QVTAYWVIOHOG, TTPETTEI VA E0TIACEI
oTa aKOAOUBA TPia oNUEIT YIa Va IKAVOTTOICEl TOUG TTEAATES TNG™:

§ OTnV €€aTOMIKEUON TNG €EUTTNPETNONG YIa KABE TTEAATN (customization)
§ OTO “XTIOINO” TIPOCWTTIKWYV OXECEWV UE TOUG TTEAATEG

§ OTNV UTTOOTAPIEN-ECUTTNEPETNON META TNV TTWANON
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2170 OlIdypaupa 1.3, TTAPICTAVOVTOlI AUTEG O TPEIS TTEPIOXEG €0TIAONG VIO

IKAVOTTOINON TOU TTEAATN.

CRM

E¢atopikeuon POOCWTTIKI OXEéO Egutmpémon
ME KABe reAATN META TNV

“T1 @éAs1 mpayuarika o mweAarng;”

Aidgypappa 1.3: O1 TpeIg rEPIOXEG £0TiaoNg Tou CRM yia IKavotroinon Tou TeAATn

ESaTopikeuon Tng e§utrnpétnong (customization)

To avTaywvVvIoTIKO TTAEOVEKTNUA 0T oUYXPOVN ETTIXEIPNMATIKA KOIVWVIa, N
oTroia Pacifetal otnv TANpogopia, dev egaptdtal TAéov amd Tn HaAdikn
TTapaywyr, 1o yadiké marketing, Tn padikf dIAVOWN, TIG OMOIOHOPYES YIa OAOUG
TOUG TTEAATEG OTPATNYIKEG KAI TIG OIKOVOUIEG KAIMOKAG. AVTIBETWG, TO KAEIDI yia
ETTIXEIPNUATIKA ETTITUXIQ €ival n padikn €gaTopikeuon (mass customization),
onAadn n TTapaywyr) TTPOIOVTWY KAl UTTNPECIWV TTOU TTANPOUV TIG IOIAITEPEG

avAayKeg Kal eTTIBUpiES kABe TTEAGTN EexwploTd (tailored products/services)'’.

MpoowTrikég oxéoeig ue Toug TreAATEG (personal relationships)

“XTIOIJO  TTPOCWTTIKWY  OXECEWV” ME TOUG TTEAATEG TNG ETTIXEIPNONG
onuaivel 0TI n €TTIXEiPNON akouel TI BEAEI O TTEAATNG Kal IAPKWGS TOU TTPOCHETEI
agia. NeAatng kai emmixeipnon armrolnTouv auoifaia eutTiIoTooUVn Kal auoifaia
OQEAN PEOA aTTO TTPOCWTTIKEG OXEoElG. QOTOOO, KATTOION TTEAATEG OTNPICOUV TIG
QYyOpPEG TOUG O€ PN TTPOCWTTIKA PEOQ, yia TTapddelypa 1o AladikTuo, Xwpig autd

Va JEIWVEI TNV avOpwTTIVR avAYKN YIA TTPOCWTTIKEG OXETEIG.
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YTmnpeoieg yerd Tnv TwAnon (After sales service)

O1 1meNdTEG €XOUV TNV avAykn UTTOOTAPIENG KAl PETA TNV ayopd €vOg
TTPOIOVTOG | MIOG UTTNPECIOG. 2TN ONUEPIVI €TTOXNA OTTOU Ta UuWnAd cTTitTreda
TTOIOTNTAG KAl POVO auTd Ogv TTPOCEOEPOUV AVTAYWVIOTIKO TTAEOVEKTNUA, N
TTPOCOXN Kal €EUTTNPETNON TOU TTEAATN KAl PETA TNV TTWANOn B€tel Tnv
ETTIXEiPNON O€ TIAEOVEKTIKA B€on &vavTl Twv aviaywvioTwyv. AEyetal OTI n
€€UTTNPETNON TOU TTEAATN €ival TTEVTE QOPEG TTIO ONUAVTIKA aTTtd TNV TIMN TOU
TTPOIOVTOG Kal OTI €I0IKA N UTTOOTAPIEN META TNV TTWANOCH €ival TTEVTE QOPES TTIO
onuavTikA até v eEutnpeétnon®®.

2710 didypapua 1.4 TapIOTAVETAl KAl YPAPIKA N onuacia Tou CRM OTIG XWPES

NG AUTIKRG EupwTing o€ TT0000TA.

> B YynAq
30 B Métpia
23] O XapnAn
201 O Mndeviki
151 W Aev yvwpilw
10

5

0

Aidgypappa 1.4: Xnpacia Tou CRM

lnyn: IDC’s European Software End-User Survey, 2001
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KE®AAAIO 2

ANAZKOINMHZH BIBAIOTPA®IAZ

2.1. EE&EAEn Tou CRM

H trapadooiakr TTpooéyyion Tou marketing divel Eugacn otn dlaxeipion
TWV TEOGAPWY OTOIXEIWV Tou piyuatog marketing® (4P’S) dnAadr oTo TTPOIGV
(product), tnv TTPOROAN (promotion), Tn Odiavour; (place) kar TEAOG TNV
TIoOAGynon (price). Ta TeAeutaia Xpdévia wOTOCO n TTAPAdOCIOKN AUTH
TTPOCEYYION AU@ICRNTEITAI KAl avTIKaBioTaTal OTIG ETTIXEIPACEIC ATTO WIa HOPPN
diaAeIroupyikou marketing (cross functional marketing), To CRM.

H véa tpooéyyion TnG OIaxXeEipIonNs TwWV OXECEWV HE TOUG TTEAATEG
avayvwpigel agevog autd Ta TEOOEPA OTOIXEID WG TTOAU ONUAVTIKA OAAG
TAUTOXPOVA €EUTTNPETEI TNV avAykn MIOG OIOAEITOUPYIKNG €0TIOONG OTO
marketing. H épg@aon petatotmifetal amdé TNV amokTnon Tou TTEAATn OTn
dlatpnon Tou TTeAATn, egac@aliCovtag Ot Xpodvog, XPAMa Kal dAAol TTépol
dlartibevtal kal oTa dUo auTA €pya.

Mpokeluévou pia €TmIXEipnOnN va €ival €mITUXNPEVN XPEIAZETAI va €XEl
OUCTAPATA PETPNONG TNG ATTOTEAECHATIKOTATAG TNG QEIOTTOINONG TWV TTOPWV
TToU dIaTiBevTal OTO XTIOINO OXECEWV HE TOV TTEAATN, OTTWG TIG TEAEUTAIEG dUO
OEKUETIEG €£xouv avaTTTuxOei TETOIO CuoTAMATA YIa TIG AAAEG AeIToupyieg TNG
emyeipnong  dnAadn NG TTapAYwWYNnS, Twv  XPNMOTOOIKOVOUIKWY, TOu
avBpwTTIvou dUVANIKOU Kal TNG TTANPOPOPIOKNG TEXVOAoyiag. TéTola cuoTApATA

wOoTOo0 deV TTPOCPEPOVTAIl ATTO TO TTAPAdOCIaKO marketing.
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ZAMEPA WIAGUE YIa TNV EMPAVION PIAG VEAG ETTIXEIPNMUATIKAG KOUATOUPAOG,
oUJPwWva e Tnv oTmoid N dlaxeipion TwWvV  TTEAATEIOKWY  OXECEWV
TTPAYUOTOTIOIEITAI PE DIAPOPETIKO TPOTTO O OXEON ME TO TTAPEABOV Kal n oTToia
ETTIRBAAAEI OTIG ETTIXEIPNOEIS TNV €QAPUOYN VEWV AUCEWV Kal Tn XAapagn veéwv
OTPATNYIKWYV TTPOKEINEVOU VA aVTATTOKPIBOUV aTnV aAAayr] auTh.

To CRM é€xel TIg pifeg Tou oTo “marketing Twv oxéoecwv” (relationship
marketing), OTTOU MIO ETTIXEIPNON XPENOIUOTIOIEI OUVOUAOTIKA TTPOCEYYIOEIG
marketing, €TTIKOIVWVIOG Kal €EUTTNPETNONG TTPOKEIMEVOU va  TTPOCIOPICEl
KATTOI0V TTEAATN, va dnUIOUPYROEl hia oxéon padi Tou Kal va Trn JIOXEIPIOTE YE
TETOIO TPOTTO WOTE VA OTTOREN TTPOG APEAOG KAl TWV BUO HEPLIV?

To 1850 o1 emixeIpAoelg TTpoocavaToAiovtav oTnv TTapaywyr (market
orientation) kaBwg pTTOpOUCAV va TTwARoouv oXeddv 6,71 TTapriyayav. 2TIG
apxéc Tou 1900 Spwg 6Ttav o avraywviouodg apxioe va augdvel OUVOUIKG Kal O
TEAATNG va OTTOKTA peyoaAUTepn OUvaun, O ETIXEIPAOCEIS  dpxioav va
TTpooavaToAifovTtal oTIg TTwANOEIG (sales orientation). To 1950 o1 €TIXEIPAOEIG
OuVvEIBNTOTTOIOUV OTI TTPETTEI VO KAAUTITOUV TTAAPWG TIG AVAYKEG TWV TTEAATWY,
TTapd va TTPpooTTaBouv va TOUG TTEICOUV va ayopdoouv auTd TTOU £XOUV TTPOG
TwAnon. ‘Etol mepdocaue oTov TTpoocavatoAiopod oto marketing (marketing
orientation) O1ToU OTOXOG €ival n AVTATTIOKPION OTIG ETTIOUPIEG TOU TTEAATN.
2AMEPQ €ipaoTe TTAEOV OTA TTPWTA OTAdIO €VOG VEOU TTPOCAVOTOAICHOU OTOV
mreAdTr(customer-centric orientation)® 6TTou o1 £TTIXEIPACEIC D Sivouv IBIAITEPN
éueacn oTo piyua marketing aAAG kateuBuvovTal atro TIG IDIAITEPES TTPOTIMAOEIG
KABe TTEAATN.

210 d1Idypaupa 2.1 TTapoucidalovtal ol ETTIXEIPNMATIKEG TACEIG OTTO TO

1850 £éwg oAuepa:
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EoTiaon
OTOV TTEAATN

> TTapaywyn > TTWAAROEIg > marketing

1850 1900 1950 2000

2.1: Emxeipnpartikoi rpocavatoAiopoi Ta TeAeutaia 150 xpoévia

EEEE

H 16éa tTng padikAg TTapaywyng (mass production) Kar Tou padikou
marketing (mass marketing), n oTroia €ixe TTPWTOEPPAVIOTEI OTA XPOvIa TNG
Biounxavikng ETravdotaong, eutrAouTi(eTal atmd VvEEG I0€EC OTIG OTTOIEG Ol
TeAQTEIOKEG OXEOEIC OTTOTEAOUV TO PaCIKOTEPO ETTIXEIPNUATIKO Bépa’. Ol
ETTIXEIPNOEIC CHPEPA EVOIO@EPOVTAI VO AUEACOUV TNV agia Tou TTEAATN oAoéva
KAl TTEPICOOTEPO, XPNOIMOTTOIWVTAG MIa TTANBWPA epyaAciwy Kal TEXVIKWY CRM,
OTTWG eival ol TexVIkEG data warehousing kai data mining, Bacifoueveg Tavra
OTIG apX£G Tou “marketing Twv oxéoewv”.

O1 TTaANIEG TTPOCEYYIOEIG €0TIOONG OTO TTPOIOV, OTIG OTTOIEG TO POVTEAO
ATav  “OxedloOUOG-  XTiOIJo-  TTWANON”, avTikaBiotavral amd  oUYyXPOVES
TIPOOCEYYIOEIG €0TiIAONG OTOV TTEAATN ME TO POVTEAO “TTwWANCON- OXedIAOUOG-
avaoXedIaoPog”. To padikd marketing divel Tn 6éon TOu OTO €CATOMIKEUPEVO
marketing (one-to-one marketing)®. AeSopévou Tou uPnAoU KOGTOUG ATTOKTNONG
VEWV TTEAATWV, N €0Tiaon Tou marketing petatoTriCeTal ammd TNV ammOKTNON VEWV
TTEAATWV Kal TNV £vvold ToU €UPOUG TNG TTEAATEIOKNG BAoNG, 0Tn dIaTiPENon Twv
UTTapPXOVTWYV TTEAATWV Kal TNV évvola Tou BA6oug TwV avaykwy auTwy. Zawgs n
YEVIKEUMEVN XpAon Tou AIadIKTUOU CUVEICEQEPE OTN METATOTTION QUTH TNG
eoTiaong Tou marketing, kaBwg on-line TTAnpo@opnon eival dilabEoiun oToug
TEAATEG avd TTACA OTIVUA KOBIOTWVTAG TOUG TTEPICOOTEPO EVNNEPWHEVOUS Ua

Kal G'ITGITF]TIKO[IJQ.
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O1 emixeipnoceig oApepa  €xouv  aAAAgel TPOTTO  TTPOCEYYIONG  TwV
ETIXEIPNMATIKWYV BepdTwy. 'ETol evwy Tn dekaeTia Tou 1970 €ugpaon divoTtav OTo
XPnNUaToolikovopikd management, Tn dekasTia Tou 1980 oTOV AVOOXEDIOOUO TWV
emXeIpNUATIKWyY dladikaciwyv (BPR) kal ota 1990 oTta CUCTAPATA OXESIACHUOU
emyeipnuatikwy  Topwv (ERP), o1 onuepivoi managers oTpE@ovTal OTn
Slaxeipion Twv OXEOEwV We TOug TTEAGTEC?, KGTI TTOU €VIOXUETAI Kal aTTd TOV
ohoéva augavouevo pdAo  Tng  TAnpogoplokAc  TexvoAoyiag, OTTWG

TTAPOUCIAZeTal OTO dIAYPAUMa 2.2:

BPR
Xpnu/ k6
Management
IT
1970’s 1980’s 1990’s 2000’s

Aiaypappa 2.2: H mopeia Tou CRM oT10 Xpdvo

H ¢éugaon oto CRM Ta TeAeutaia xpovia & onuaivel 0TI autd degv
TPoUTIHPXE. H apxA kal Ta eUonua TNG KAIVOTOMIAG AvAKOUV OTnV ETTIXEIPNON
Dell, n otroia xpnoiyotrolwvtag 10 AladikTuo €I0Ayaye Pia TTpwTOYvVwWen HEBodo
TIPOOEYYIONG Kal €EUTTNEETNONG TWV TTEAATWYV TNG, ME ATTOTEAECHA ONUEPA VA

0100£Tel TTAvw atmd 40.000 10TO0EAIDEG EIDIKA TTPOCAPUOCHUEVEG OTIG AVAYKEG
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KaBe 1TeAATN TNG. Ta cuotiuata CRM €xouv yvwpioel yeyaAuTtepn avenon ta
TeAeuTaia TTEVTE XPOVIA, KABWG TTpwTUTEPA PpioKovTav KATW aTTd Tn OKIA TwvV
ouoTNUATWY OXedlaoPoUu eTmixeipnolokwy TTopwv (ERP).Ta cuotipata autd
UTTOOTNPICOUV TNV EKTEAECN TWV KABNUEPIVWOV AEITOUPYIWV MIOG ETTIXEIPNONG ME
OTOXO TNV QAUTOMATOTTOINON Kol OAOKAAPWON TWV BOCIKWY ETTIXEIRPNMATIKWV
d1adIKACIWV KABWG Kal TN CUYKEVTPWOT evidiwy OeOOPEVWV KAl TTANPOPOPIWY
e SuvardTnTa dueong TTpooTéAacng o€ oAOkANpN TNV eTmixeipnon’.

Eidikd otnv EANGOa, o O6pog CRM kévipioe To €eVvOIOQEPOV TWV

ETTIXEIPNHOTILV Ta TEAEUTAiT Tpia Xpoviad.

2.2. MaAaidétepol Kal ouyxpovol opiopoi Tou CRM

Alaxeipion TeAaTeiakwy oxéoewy (CRM) oUpgwva pe Tov Anton® (1996)
«gival pia TEPIEKTIKA, AEITOUPYIKI aTPATnyIKh marketing n ormoia evorroigi o€ uia
ETIXEIPNON TIC EVVOIES TeEXVOAoYia, OIAOIKATIES KAl OAEC TIC ETTIXEIPNUATIKES
0paaTnPIOTNTES TTOU OTPEPOVTAl YUpw atrod Tov TeAGTn». Edw 1o CRM opileTal
KUPIWG 0€ OPOUC OTTOKTNONG Kal dIATAPNONG TOU TTEAATN Kal TG TTPOKUTITOUCOG
KEPOOPOPIAG.

ZUpowva pe Tov Galbreath (1999) n évvoia Tou CRM opiceTal wg €EAG:
«CRM ¢&ivai 10 oUvoAo Twv OpaoTnpIOTATWV TTOU EKTEAEI uIa ETTIXEIPNON
TTPOKEIUEVOU VA Qvayvwpioel, va QITOKTAOEl, va avarTuéel Kal va diaTnpnoel
MOTOUS Kal KEPOOPOPOUS TTEAATES, mmapadidoviac OTO0 OwOTO TTEAATH TO
Kar@AAnAo mpoidv 1 Tnv umnpeoia, péoa armré 10 owoTo KavdAl diavoung, To

OwaTO XPOVO Kal UE TO KAAUTEPO KOOTOG» 0 To CRM evorolei TIG AEITOUPYIEG
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TwWV TTWAACEWYV, Tou marketing, Tou oXedIOOKOU TWV ETTIXEIPNOIAKWY TTOPWYV KAl
TNG dlaxeipiong TNG £OdINCTIKAG aAucidag, yéoa atrd TNV AQUTOUATOTTOINCN TWV
ETTIXEIPNMATIKWY OIadIKACIWY, TNV €QAPMOYH TEXVOAOYIKWV AUCEWYV, Kal TNV
aglotroinon TTANPOPOPIOKWY TTOPWYV, JE OKOTTO TN WEYIOTOTTOINON TNG agiag KABE
OIETTAQPNG TTEAATN-ETTIXEIPNONG.

2Upowva pe Tov Chablo (1999): «To CRM ouwviotd tnv mpoatmrabeia uiag
ETTIXEIPNONGS va LIEYIOTOTTOINOEI TNV aéia Tou TTEAQTN yia Thv idia, dnuUIoUPYywVTag,
olarnpwvrac Kail OIEUPUVOVTAS TIC OXEOEIS TNG LE UTTAPXOVTES Kal TTIBavous
meAdrec»tt. H dnuioupyia TTEAATWY GuvioTaTtal TNV avayvwpion Kol OTOXEUON
VEWV TUNMATWY ayopdg Kal TNV TIPOCEAKUCHN VEWV ayopwv-oToOXwv. H
MOoKkpoxXpovia dIatiENon TNG TTEAATEIOKNG PAong  ETITUYXAVETAI ME TNV
TTapakoAoubnon ¢ agiag Tng didpkelag CwWAG TOu TTEAATN KAl TO OUVEXN
TTPOCAVATOAMICHO TWV  ETTIXEIPNUATIKWY OPACTNPIOTATWY OTIG ETTIOUMIEG TOU
TeAATN. TéAOG, n dleUpuvon TNG agiag Tou TTEAATN gival ATTOTEAECPA agloTToinoNg
TTONITIKWYV OoTaupoeidwy (cross-selling) kal avaBabuiopévwy TTwANRcewy (up-
selling).

2Upowva pe tov Ryals (2000): «To CRM ¢ivar n diaxeipion uiag oxéong
CwAC e ToV TTEAGTN péoa amd 1 xpron e MAnpogopiakric Texvoroyiac» *2. H
TEXVOAOYIO WOTOOO OTTAG €CUTTNPETEI OTN METATPOTT TNG OTPATNYIKNG O€
emxeipnUaTika atmmoteAéopaTta. To onuavtikdétepo pdAo oto CRM Traiel o
avBPWITIVOS TTapAyovTag Kai OxI n TTAnpopopiakr Texvoloyia™s.

O opiopog Tou Swift (2001) yia 1o CRM ¢ival o €€n¢: «CRM eivar uia
ETTIXEIONUATIKN  TTPOCEYYION KATavonons Kail EMPPOoNS T1NS  KAatavaAwrTikAg
OUUTTEPIPOPAC UECTW TTOAAWYV TPOTTWV ETTIKOIVWVIAS UE TOV TTEAATN, TTPOKEIUEVOU

va BeAniwBei n armréktnon tou mEAATn, n dlIATRPNCN TOU, N TTICTH TOU Kai n

CRM kar e-CRM 19



kepdogopia Tou»™. ZTov opiopd autdv Tou Swift TTapatnpoUpe OTI PTTAiVEl TO
OTOIXEIO TNG ETTIPPOAG Kal AAAAYNG TNG CUPTTEPIPOPAS TOU KABE KATAVAAWTH)-
TTEAATN HEOW TNG ETTIKOIVWVIAG, KATI TTOU OQEIAETAI OTNV TaXUTATN avATTTUEN TOU
Internet pyéow TOU OTTOIOU OI AVOPWTTOI ETTIKOIVWVOUV METALU TOUG BiXwg
TOTTIKOUG | XPOVIKOUG TTEPIOPIOUOUG KAl Ol OKEWEIC A N CUUTTEPIPOPA TOUG
MTTOPOUV Va aAAGEouUV eUKOAQ atTO AAAOUG.

O Hamilton (2001) epunvevel Tnv évvoia Tou CRM wg £ENG: «ATTOTEAET Lia
oladikaoia oUAAoYAS Kal av@Auong mToAAwv Oedouévwy TToU aQopouV OToV
meAATn, 1a orroia €xouv OUAAEXBei atTé OIAQOPES TTNYES, OTTWCS yIa TTapAdElyUa
armo kévipa EUTTNPETNONG TTEAQTWYV, QTTO TNAEQWVIKES TTWANCEIS KATT. Kai Ta
orToia  UITOPOUV va TPOOPEPOUV LBaburepn yvwaon TnNS CUUTTEPIPOPAS TOU

TeAGTN» ™.

H d&mown tou Hamilton divel éugaon Kupiwg ota dedouéva Twv
TTeAATWV KABWG n XpHon Miag Paonc dedopévwy (data warehousing) kai n
avaAuon Twyv dedopévwy autwy (data mining) BonBa TIG ETTIXEIPATCEIS VA £XOUV
oa®n yvwaon Tou TTPO@IA KABe TTEAATN KAl VO CUPTTEPIPEPOVTAI DIOPOPETIKA OE
KGBE TURAHO TrEAaTWVE.

2Upowva pe Toug Davenport, Harris kai Kohli (2001): «Aiaxeipion
TEAQTEIQKWY OXECEWY gival OAa ekeiva T1a epyaAgia, o1 TEXVOAOYIES Kal ol
O1adIKaOiES TTOU ATTITOUVTAI O€ A ETTIXEIONON TTPOKEIUEVOU va OIaxXEIPIOTOUV,
va BeATiwBouv N va S1EUKOAUVOOUV oI TTWANCEIS Kal N EEUTTNPETNON TWV TTEAQTWV
Kl TWV ETTIXEIPNUATIKWV ETQiowv» ™’

ZUpowva e Tov Smith (2001): «CRM egivar uia eTmixeipnuarikyg oTparnyikng
ToU ouvOUAleTal UE TEXVOAOYIQ TTPOKEINEVOU VA BIAXEIPIOTEI TTIO ATTOTEAECUATIKG

10 00voAo ToU KUKAou Cwhi¢ Tou meAdrn»'®. O Smith opilel To CRM até

OTPATNYIKAG OKOTTIAG, OTmw¢ Kkai o Buttle (2002): «CRM ¢ivar n  kupia
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ETTIXEIPNUATIK) OTPATNYIKH N OTToid OAOKANPWVElI £0WTEPIKES OIAdIKATIES Kal
AcIToupyies e eEWETTIXEIPNTIAKA OIKTUA TTPOKEIUEVOU va TTPOoOoQEpEl aéia aToug
TEAQTEC TNC EMTIXEIPNONGS. 2av oTPATNYIKN BacileTral oThV uWwnAn 1moiotnTa Twv
OcdouévwY TwV TTEAQTWVY Kal UAorroigital pe tn Bonbsia tng lNAnpogopiakns
Texvoloyiac»™ .

AvTifBeta o Rembrandt (2002) BAéTTel TOo CRM a1rd AcIToupyIkAG OKOTTIAG:
«Eva kaAo mpoypauua CRM OIEUKOAUVEI TOUS TTEAGTEC va €xouv €UKOAN
mpooLacn o€ 1mAnpogopia 1mou xpesialovral ava mrdoa oTiyun, 24 wpeS v
nuépa kai 7 nuépes tnv gBdouada kai tepIAauBavel To XTiolwo 10To0eAidac,
epyaAgia nAektpovikou taxudpopciou (e-mail) kar Tn duvarérnra oculATnong Twv
TPOLBANUGTWY KABE TTEAQTN TTapd éva armmAd NAEKTPOVIKO oUCTHUQ QTTOKPIONS O

EPWTHOEICH.

2.3. NpouTroBéoeig uloBéTnoNG £vog cuoThparog CRM

MNa TNV avamTuén evog CUCTAPATOG DlaXEipIoNG TTEAATEIOKWY OXECEWV O€
MIO  €TTIXEIPNON aTTaAITEITAl va TTANPOUVTAlI Ol AVAYKAIEG TEXVOAOYIKEG Kal
OPYOVWTIKEG TTPOUTTOBECEIG.

‘ETol amrd TTAEUpdg TEXVOAOYIKNG UTTOOOUNAG, N UI0BETNON KAl €QApUoyn
evog ouoTthuato¢ CRM atrairei tnv Utrapén &vog oUyXpovou TNAEQWVIKOU
kévtpou (call center) kai TG TexvoAoyiag CTIl (Computer Telephony Integration)
Yo TNV OPUOVIKA dlaxeipion Twv EI0EPXOPEVWY Kal eEEpXOMEVWY KAROEwyv. H
TEXVOAOYIO QUTA ava@EPETAI OE CUCTAPATA TTOU ETTITPETTOUV O€ £vaV UTTOAOYIOTH

va AEITOUPYEi oav TNAEQWVIKO KEVTPO, va OEXETAI EI0EPXOUEVES KANOEIG Kal va
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TIG KATEUOUVEI yIa atTdvTnon oTnv KATAAANAN ouoKeun f TO KATAAANAO dTtopo.
2AuEpa  Ta  ouoTApatra  CTI  diaxeipiCovial  KABE POPQPNG  ETTIKOIVWVIQ,
€IoEPXOPEVN Kal ECEPXOPEVN, CUMUTTEPIAANBAVOVTAG TNAEQWVIKES KAAOEIG, fax Kal
unvopoTa péow AadikTuou?. Tia To XTioIHO TOu TIPO®IA KABe kepdOPAPOU
TTEAATN atraireital éva ouoTnua ammobrkeuong dedopévwy (data warehousing),
TTOU Ba ATTOTUTTWVEI TV AYOPAOCTIKA CUUTTEPIPOPd, TIG ETTIOUMIEG Kal TIG
TTpoTINNOCEIG Tou TTEAATN. O1 “amoBnikeg dedopévwy” TTepIAaPBAavouy peyaAn
TTOIKINIO QEQOMUEVWV TTOU A@QOpPOoUV OTOV TTEAATN Kal divOuv HIa TTEPIEKTIKA,
OUVOAIKN €IKOVA TWV ETTIXEIPNMATIKWY CUVONKWY O€ JIG CUYKEKPIUMEVN OTIVUA. H
QVATITUEN TOUG CUUTTEPIAANPBAVEI TRV AVATITUEN CUCTANATWY TTOU BIEUKOAUVOUV
TNV €€0pUEN dedouEVWY aTTd AEITOUPYIKA CUCTAMUOTA KAl TNV EYKATAOTAON €£VOG
QIOIKNTIKOU CUCTAPATOG PBACNG OeOOPEVWVY TTOU TTAPEXEI OTOUG OIOIKOUVTEG TNV
ETTIXEipNON €UKOAN TTpOoBacn oTta dedouéva. O 6pog “data warehousing” yevikd
Ava@EPETAl OTO OUVOUOOHO TTOAAWY OIa@OPETIKWY Bdoewv Oedouévwy OE
OAOKANPN TNV ETTIXEIPNON.

Ta ouotiuata CRM oTtnpiovial oTa evoTroiNuéva  CUCTAUATA
oXedlaopoU ETTIXEIPNUOTIKWY TTOpwV (ERP) &16TI yia TNV dueon €guttnpéTnon
TOou TTEAATN €va ouoTnua CRM xpeldleTal OIKOVOUIKG OTOIXEIO KaBWG £TTIONG Kal
oTolxeia atmd TNV ammoBAKn Kal To ouoTnua TrapayyeAloAnyiag KATI TTou
TTpoo@épeTal amo Ta ERP cuotApara. Apa atraireital oAokAipwon Twv ERP
ouoTNUATWY PE TO ouoTnPa Tou CRM.TEAOG, n TexvoAoyikrh uttodouny Tou CRM
Ba péTTel va uttooTnpiel To AIOdIKTUO WG £va atrd Ta KavAAIa ETTIKOIVWVIOG PE
ToV TTeAATN?.

levikd, Ocwpeital avaykaio va UTTapxeEl N oTrapaitnTn  uttodoun

MNXavopyavwong, TTPOKEIMEVOU va agloTroinfei TO CUVOAO TwV £QAPUOYWV
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CRM. H umodopny auth Ba Trpétrel va TTPoBAETTEl Kal va TTpoAauBavel TIg
QVAYKEG TOU TTEAATN KAl VA TIG IKAVOTTOIEl, KOBWG YiVETAI OAOEVA KAl EVTOVOTEPO
TO QAIVOPEVO TWV TTEAATWY TTOU OEV EVNUEPWVOUV TIG ETTIXEIPNOEIS VIO TIG
TIPOCWTTIKEG AVAYKEG TOUG Kal Adyw Tou PEYAAOU avTaywVIOPOU OTPEPOVTAI O€
GAAn emmixeipnon 1Tou Ba Toug TIG IKAvoTTolEl. QOTOOO YEVIKA 1 TEXVOAOYIKA
epapuoyn piag CRM AUong gival pia SUOKOAN uttdBeon dIOTI:

0 Xpelalovtal HEYAAEG BACEIC OEDOPEVWV.

0 £XOUV EUPAVIOTEI VEEG TEXVOAOYIEG KOl EKTTAIDEUTIKA TTPOYPAMMATA.

0 TO AOYIOUIKO TO OTTOi0 XpnoldoTTolEiTal Oev €ival aKOUA OOKINAOUEVO VIO
MeEYAGAO xpoviké OidoTnua, agou To CRM ¢€ivalr pia OXETIKA VéQ
TTPOCEYYIoN.
2UPQwva pPe Ta TTAPATTAVW, MIa oAokAnpwuévn Auon dlaxeipiong

TEAATEIOKWY OXEOEWY Ba TTPETTEN Vo UTTOOTNPICEI®:
TN OUYKEVTPWOTN Kal TNV eviaia atroBrikeuon OedOPEVWV TTOU QPOPOUV
KABe Kivnon Tou TTEAATN aAAd Kal TNG ETTIXEIPNONG TTPOG TOV TTEAATN HECW
OAWV TWV KAVOAIWV ETTIKOIVWVIAG.
TNV TTAPAAANAN OAOKAAPWON OAWV TWV KAVOAIWY ETTIKOIVWVIAG HE TOV
TTeEAATN. O1 TTEAATEG Ba TTPETTEI VA AaUBAVOUV TIG iDIEG TTANPOPOPIES PETW
OAWV TWV KavaAliwyv ETTIKOIVWVIAG(TNAEQWVIKG KEVTPO, fax, TTwANTEG,
NAEKTPOVIKA KATAOTAMOTA)
TNV avdAuon Twv 0edouEVWY TWV TTEAATWY Yia Tn dnuioupyia TUNPATWV-
OTOXWV, TTPOQIA TTEAATWYV, TNV AVATITUEN PETPAOEWV ATTOOOTIKOTNTAG KAl
agiag Cwng Tou TEAATN KOBWG Kal T duvatotnTa TTPORAEYNS NG
MEANOVTIKAG CUUTTEPIPOPAS TOUG.

TENOG, TN oTpaTnyIKr marketing
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ATTO opyavwTIKNG TTAEUPAS N uloBEéTnon evog CRM OUCTANOTOG ATTaITEI
MId  TTONITIOMIKA  aAhayy o€ OAn TNV €mIXEipnon Kal  UTToOTAPIEN NG
TTEAATOKEVTPIKNAG QINOCOQIOg OXI HOVO aTTO TA AVWTEPO OTNV IEpapXia OTEAEXN
(upper management) aAAd kal aTTd ATOPA-KAEIDIG OAWV TWV TUNPATWY TNG
emxeipnong. AMNMwoTe, O0TTwg Ba doUME Kal OTn CUVEXEID, N AvTioTaon oTnv
aAAayn (resistance to change) €ival o onuUAvTiKOTEPOG AGYOC ATTOTUXIAG MIOG
otpatnyliking CRM. TéAog Ba TTpétrel va €1TevouBei XpOvog Kai XpAMa yia Tnv
EKTTAIOEUON TWV OTEAEXWV TTAvW OTn XPNon VEWV TEXVOAOYIWV Kal TNV
TTPOCANWN OTEAEXWV UE ECEIDIKEUUEVES YVWOEIG.
210 dIdypaupa 2.3 TTapIoTAVOVTAl KAl YPA@IKA ol TTPoUTTOB£0EIS UAOTTOINONG

MIag oTpaTnyiknG CRM.

MpoUTroBéoeig yia TRV UAOTTOINON HIOG OTPATNYIKAG
CRM

O AvaAuTikd EpyaAeia

70% -+
60%
50%

B Evotroinon front-back
office

O Evotroinon Twv
KAVOAIWYV ETTIKOIVWVIOG

ME TOV TTEAATN
O Autopatotroinon Twv

KAVOAIWYV ETTIKOIVWVIOG

40%-
30%-
20%-
10%-

0%

B Company-wide
customer

Aiaypappa 2.3: Mpoitodéoeig uhotroinong CRM

[nyn: IDC’s European Software End-User Survey, 2001
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2.4. ®aoeig Tou CRM

To CRM oTtnv TTpaydatikétTnTa €ival Yo eTTavaAnTrTiky dladikaoia, £vag
KUKAOG TTOU atToTeAETal KAl ONOKANPWVETAI OE TPEIG PATEIC:
1. AvdaAuon yvwong-armoriunon (knowledge discovery-assessment)
2TnN @Aon auTtl MEAETWVTAI Kal avaAuovTal Ta Oedopéva Tou TTEAATN
ONUOYPAPIKA, WUXOYPAPIKA KATT. yIO TNV OTTOKTNON yvWong kai Tn dnuioupyia
€EVOG MOVTENOU OUMTTEPIPOPAS TOu. 2TOXOG E€ival n avayvwpion TTidavwy
EUKQIPIWV YIa €TTEVOUCN Kal TTpowBnon TTPOIOVTIWYV 1 UTTNPECIWY. 2Tn ¢don
QUTH YiVETQI ATTOTIMNON TwV AEITOUpYIWY Tou marketing, Twv TTWARCEWV KAl TNG
€€UTTNPETNONG TWV TTEAQTWV KAl CUYKPIVETAlI N TPEXOUOO KATAOTOON ME TOUG
EMOUPNTOUG OTOXOUG.
2. 2xediaoudg (market planning)
2€ auth Tn OeUTepny @dAon, To TUAPa marketing Tng ETTIXEIPNONG
aTToQaCifel TO OXESIAOUO TTPOCPOPWYV Kol TWV TPOTTWV TTPOCEYYIONG TWV
TTeEAATWVY, OTTWG AUTOI ATTOTIMABNKAV OTNV TTPONYOUNEVN @ACH. ZTO ONUEio auto
MEAETATON ETTIONG N APXITEKTOVIK] TOU KEVTPOU ETTIKOIVWVIAG, OXeOIACETAI TO
ouoTnua Kal diayelpifetal N aAANAETTIOpacn Pe Tov TTEAATN HECA ATTO PnvUPaTa
KAl TTPOCPOPES o€ OAA Ta TTIBAVA OnuEia ETTAPNG.
3. EktéAeon Kai BeATiwon (execution-refinement)
2T @Acon autr] uAoTrolouvTal OAa 6ca peAETBNKav oTn @Acn Tou
oxedlaopou. Tivetal aglotroinon TG yvwong Tou €XEl CUCOWPEUTEI OTIG
TTPONYOUNEVEG  QACEIC  WOTE VA  EKTEAEOTOUV  OTTOTEAEOUATIKA Ol

TTPOYPOUMOTIOUEVEG EKOTPATEIEG TTPpowONONG Twv TIPOoIdvTwy. ETTiong oTo
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ONMEIO QUTO EKTINWVTAI TA ATTOTEAEOPATA TNG €KTEAEONG ME avaAuon Twv
OeQONEVWV TTOU £XOUV TTPOKUWEI ATTO TNV AVTATTOKPION TOU TTEAATN, TA OTOIXEIA
TWV OTToiwv Ba xpnoigotroinBouv oTn @ACN TNG ATTOTIMNONG TOU ETTOMEVOU
KUKAou CRM. T€Aog TTpaypaToTrolgital d10pBwaon Kal BEATIWON TNG ETTIKOIVWVIOG

LE TOV TTEAGTN HE BAON Ta VEX DESOPEVO™.

2.5. YAotroinon cuotijuarog CRM

2.5.1. Mpodiaypa@ég UAOTTOINONG CUCTHHATOG

O1 BaoikdTEPEG TTPOdIOYPAPEG TTOU TTPETTEI VA TTANPOI HIa ETTIXEIPNON
TTPOKEINEVOU VO UAOTTOINOEI ATTOTEAEOATIKG éva aUoTnua CRM eival o1 €€/¢%°:

H emixeipnon TPETTEl va KATAYPAWEl TTPWTIOTWS OAEG TIG UTTAPXOUCEG

EMIXEIPNUATIKEG  OladIKaoieg TToUu  oxeTiCovrar  pe  Tn  dlaxeipion

TANpo@opiag Twv TeAatwyv OnA. 1o marketing, TIC TTWAACEIG, TNV

eCuttnPETNON,.

Na €mAéCel KATTOIOV OTPATNYIKO OUVEPYATn O OTroiog Ba OlaBETel

TEXVOYVWOIa Kal epTTEIpia o€ BépaTta uhotroinong Aucswv CRM, aAAdG Kai

EKTEVI] YVWON TWV AVAYKWYV TNG ETTIXEIPNONG, WOTE va AEITOUPYAOEI EKTOG

aT1TOé UAOTTOINTAG KAl WG OUUMBOUAOG OTnV e@apuoyry Tou CRM.

Na €mmAégel TNV KATAAANAN TTAaTt@opua CRM Bdcel uttapXOviwy Kal

MEANOVTIKWV avaykKwVv KoBw¢ Kal PACEl  TEXVOAOYIKWYV  KPITNPIWYV,

EMCNTWVTAG MIKPO KOOTOG HEANOVTIKWV OAAQYWV.

Na epapuooel To CRM oTadiakd kal va tpofei oe éva TTpoypapua

EKTTAIOEUONG TWV XEIPIOTWY TOU CUCTAMOTOG, METAPEPOVTAG TO WAVUMO
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o011 To CRM Ba opyavwoel KOAUTEPA TNV KABNUEPIVA TOUG evaoXOAnon Kal

o€ Ba Toug dnuIoupyAoel TTPORANUQ.

2.5.2. EvaOAAOKTIKG ogvdpia TpOTTWY UAotroinong Tou CRM

To peyaAUTEPO TTPORANUA TWV ETTIXEIPAOEWV OTNV ATIOPACT] TOUG VIO
uhotroinon evog CRM  OuoTAMATOG QVAYETAI OTOUG  TTEPIOPIOHOUG  TWV
UTTAPXOVTWY ECWTEPIKWY GUCTNPATWY SIAXEIPIoNG ETTIXEIPNTIOKWY TTOpwV2’. Ta
OUCTAPATO QUTA €xOouv OXeDIAOTEN YIO va UTTOOTNPIEOUV  OUYKEKPIMEVEG
EVOOETTIXEIPNOIOKEG  OladIKACIEG  XwpPic Opwg  va  TTapakoAouBouv, va
TTpoypauuaTtiCouv i va TIPORAETTOUV TNV  QYOPOOTIKI) CUUTTEPIPOPA  TwV
TeEAATWY, KATI TTOU TTPooPEépouv Ta oucoTthuata CRM. Q¢ ammoTéAeopa,
TIPOKUTITOUV CNMPAVTIKEG OUOXEPEIEG OTTOU TEAEIWVEI TO £va oUCTAPA Kal apXiCel
TO GAAO, dNAQdK OTIG BIACUVOEDEIG ETALU TOUG.

Y1rapxel Aoirrov n duvatdtnTa uAotroinong evog CRM ouoTAPATOG atro
TNV idla TNV €TTIXEipnon UEOW OlaoUVOETEWY TTPOCOETWY £QapUoywY O AdN
utTdpxovta cuoTtiuata. QoTéoo gival TTOAU €UKOAOTEPO va UAoTToINBEi atrd Tnv
apxn €va véo cuoTnua pe duvatdtnTa UTTOOTAPIENG OAOKANPWHEVWY AUCEWV
TTou Ba ouvdéouv OAEC TIC E€OWTEPIKEG AEITOUPYIEG TNG ETTIXEIPNONG ME TN
dlaxeipIon Twv TTEAATWY KAl TwV AOITTWV ouvepyaTwy TNG. O1 AUCEIC auTEG
TTPOCPEPOVTAI WG TTAKETA AOYIOUIKOU ATTO TPITEG ETTIXEIPAOEIG, UIa PHEBODOG N
OTTOIO ETTITPETTEI OTNV ETTIXEIPNON-TTEAGTN VO QUENOEI TO PUBUS PETATPOTIAG TWV
TTWARCEWY TS oTTd 18% o€ 24%* .

O1 emixeipnuatieg OPwG o1 OTToiolI £XOUV €TTEVOUCEI OE TTANPOPOPIOKI)

uttodopn dgv gival €ToIUol va EEKIVIIOOUV MIa OAOKANPWTIKA vEéa Auon yia Tn
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dlaxeipion Twv TTEAATEIAKWY OXE0ewV. Q¢ €k TOUTOU, avalnTouvtal AUCEIG TTPOG
TTOAAEG KATEUBUVOEIC YIa TNV AgIOTTOINON TWV UTTAPXOVTWY CUCTANATWY Kal TV
EVOTTOINON TOUG aTTd TIG €TAIPEIEG AVATITUENG KAl UTTOOTHPIENG TEXVOAOYIKWV

ANoewv?.

2.5.3. BApara diadikaciag uhotroinong Tou CRM

H avdatmruén kar uAotroinon piag oAokAnpwuévng Auong CRM yia pia
EMIXEipnonN €ival yevik@ pia  TTEPITTAOKN  dladikaoia OAOKARpwong UAIKOU
(hardware), Aoyiopikou (software) kal e@appoywv (applications) yevikd o€
atroTeAEl TTPOKANON N 10€a piag TéTolag uAoTtToinong. QoT1do0, atToTEAEI BUOKOAO
¢pyo OI10TI atraITei CUVOAIKT) avAAUCT TWV ETTIXEIPNMUATIKWY OI1adIKATIWY, MEYAAO
OYKO yvwong, diaxeipion épyou (project management) Kal GUVOAIKO OXEDIACUO.

H avdamruén yevikd evog ouoThpatog CRM Bacifetal oTnv  TUTTIKA
Tpooéyyion Tou kUkAou Cwrg Tou*® (CRM development life-cycle)n otoia

OAOKANPWVETAI OTIG OXTW PACEIG TOU dlaypduuaTog 2.4

ZUCTNMIKN
ﬁ avdAuon )
L R

E Npocappoyn Zuvripnon YAotroinon <:J

Aidypappa 2.4: «KOkAog {wng CRM»
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MNa TNV avdartTugn OTToIoUBATTOTE CUCTAMOTOS akoAouBouvTal auTég Ol
oxXTW Qaoelg. EIdIkG yia tnv avamTtugn evog CRM CUCTAPATOG UTTAPYXOUV
ETTITTAEOV TECOEPA KUPIO XAPAKTNPIOTIKA VIO ATTOTEAECHATIKO avaoXeQIOoUO TwV
TTANPOPOPIOKWY  CUCTNUATWY  WOTE  Vva  KOAUTTITOUV TNV évvola  Tou
e€aTopikeupévou marketing (one-to-one marketing) kai eivar Ta €€7G

Avayvwplion TPOTTWY CUAAOYAGS TTANPOQOPIWV OXETIKWY HE TOV TTEAATN

Avaoxedlaoudg Twv dEQOUEVWIV

ANMDNAeTTiOpacn pe  Tov  TTEAATN HEOW  XPNONS  TTANPOQPOPICKNG

TEXVOAOYIOG

MeTddoon dedopéEvv

AuTd Ta XOAPOKTNPIOTIKA €EVOWMATWVOVTAl OTIC OXTW QACEIS TTOU

TTEPIYPAPNKAV TTAPATTAVW KAl TIG OTTOIEC Ba £€ETACOUNE AVAAUTIKA:

®don 1. Mpoypappartiopds (planning)

Otmwg oupPaivel pe OAa Ta ETTIXEIPNUATIKA OXEDIQ, €TOI KAl TO OXEDIO
uAotroinong Tou CRM atraitei Tn OE0PEUCT) TOU AVWTEPOU IEPAPXIKOU ETTITTEOOU
MIOG E€TTIXEIPNONG. ZTO Onueio autd yivetal avaAuon Twv ETTIXEIPNUOTIKWV
O1adIKACIWY KAl TOU TIWG AUTEG MTTOPOUV VO  avaoxXedlooTouv WOTE va
eCUTTNPETOUV pIa Oxéon €va- Tpog- éva (one-to-one interaction). ETTiong
TTpoodiopifovTal Ta onueia aAAnAeTTidpaong Pe Tov TTeEAGTn, dnAadrh 10 TTWG,
TTOTE Kal TToU N €TMIXEipNON Ba £pxeTal o€ ETTAPR ME TOV TTEAATN Kal TTAPAAANAQ
YivVETOl KOTaypa®r QUuTWV Of€ €va TTANPOQOPIOKO ouoTnpa £TOI WOTE KABE
TTANPO@OpPIa yia Tov TTEAATN va €ival TTPooBAciun atrd 0Aoug oTnv ETTIXEIPNON.
EiBIka o1 dloikouvTeg TNV eTTIXEipnon XpeiddovTtal TTpdoRacn o€ TTANPoPOpnon

TTPOKEINEVOU VA BEATIWOOUV TNV TTOIOTNTA TWV ATTOPACEWY TToU AauBdvouv.
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‘ET01 AoItTév oTn @Acn Tou TTPOYPAPUATIONOU TTPoadiopifovTal Kal Ol TPEXOUOEG
d1adIkaoie¢ AAYNG aTToQACEWY KABWG €TTiONG KAl TO TTOIEG ATTO QUTEG Oa

dlatnpnBouy, TToIEG Ba TPOTTOTTOINBOUV Kal TToIEG Ba EKALIPOUV.

®daon 2: ‘Epeuva (research)

2T @Aon TG £€peuvag, n opada TG TTANPOPOPIKAG XPEIAZeTal va
avayvwpioel peBddoUG WOTE 01 avAyKEG TNG ETTIXEIPNONG VA CUVAdOUV HE TN
oopr Tou CRM. 210 onueio autd €ival XpAoIMO va An@Bouv utr oyiv n
opyavwolakry Oourf, N KOUATOUpd, TO UAIKO Kol AOYIOMIKO TTou OIaBETEl N
ETMIXEipNON, OI TTPOUNBeUTEG K.a. Kpiolun e€ival €Triong Kal HIo TTPOCEKTIKN

EKTIMNON TWV SI0BECIHWY TTOPWYV KAl TWV CUVONKWY TNG ayopdc.

®don 3: ZuoTnuiKy avaAuon kal BswpnTik oxediaon (system analysis
and conceptual design)

H TpwTn @Acn Tou TTPOYPAUUATIONOU Jadi he TN @Aon TNG CUCTNUIKAG
avaAuong Kal Tou BewpnTIKOU oXEDIOOUOU OTTOTEAOUV TA TTIO CNPAVTIKA Bripata
NG diadikaciag uhotroinong Tou CRM. O1 BaoikdTePO! TTAPAYOVTEG TTOU TTPETTEI
va AneBouv uttéyn oTtn @Acn autn givai:

AAnAetTidopaan e Tov TeAATn

YTdpxouv Kupiwg dUo Bacikoi TPOTTOI JE TOUG OTToIoUG €va cUoTnUa
CRM aAAnAemdpd pe Tov meAdTN. O évag eival ye XpAon TNG TTANPOQPOPIAKNG
TEXVOAOyiag, dnAadn pe xelpokivnta péoa (IT assisted interaction) kar o GANOG
eival pe xprion autopatwy pécwyv (automated interaction).

2TNV TTPWTN TTEPITITWON, METAEU Tou ouoThPaTog CRM Kal Tou TTEAATN

pecoAaBei 0 epyalduevog. lMapddeiyua aAAnAemidopaong TTeAdTn kar CRM
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OUCTAPATOG ME XPNOoN TTANPOPOPIOKAG TEXVOAOyIag cival n UTTapén KEVTPou
UTTOOTAPIENG TNAEQWVNPATWY OTTOU O TTEAATNG PTTOPEI va TNAEQWVNOEI KAl va
KAvEl €PWTNOEIG, AUECO va €pOel O0€ €TTAQPR HPE KATTOIOV AVTITTPOOWTTO TNG
ETMIXEipPNONG Kal va ¢nthoel uttooThpIEN uttoonBoupevog atrd 1o TTakéTo CRM
TTOU €XEI UAOTTOINBEI.

2Tn OeUTEPN TTEPITITWON TNG AUTOPATNG  ETTIKOIVWVIOG, O TTEAATNG
aAANAeIOpd dueca pe 1o cuoTnua CRM. MNa trapddeiypa, péow AiadikTuou N
ME TN XPAON AUTOUATWY TNAEQWVIKWY CUCTNUATWY, XWPEIG va ATTAITETAl N
TTapEUPOON TPITOU TTPOCWTTOU.

210 OlIQypaupa 2.5 TTapoucialovtal Kal ypa@ikd ol eVOAAAKTIKOI TPOTTOI

aAANAeTTIOpaONG TTEAATN-ETTIXEIPNONG.

YmofonBouusvn aAAnAsmidpaon

AAAnAeTrispacn Er:mﬁzgz\;m
R «— °
epyalopévou igurzf}‘%izlg ng
A=Sopéva
TIANPOPOPIOKOU
OUOTNHOTOg
CRM
AAANnAemidpaon
B “EAG’TT]-C RM \

Aurouarn aAAnAsmidpaon

Aidgypappa 2.5: YroBonBoupevn Kai autéparn aAAnAemridpaon mweAdTn-
OUCTAUATOG

lnyn:Mpooapuoouévo arré Wells et al.,Information & Management, vol. 35, 1999
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2Tp0QnN O€ eEWTEPIKOUS OUVEPYATES

Edv n emixeipnon dev €xel eutreipia mdvw oto CRM, utropei va oTtpagei
o€ €CWTEPIKOUG TTWANTES ETOINWYV TTOKETWV-AUCEWV CRM Kal cuuBouAoug yia
Mia T€Tola uhoTtroinon. O1 egwTepIKoi oUPBouAol PTTopouv va BonbrAcouv oTov
avaoxedIaoud TWV ETTIXEIPNMATIKWY  OI1adIKACIWY KOl TNV €EKTTAidEUCn Twv
epyadopévwy yia €€olkeiwon Pe To ouoTnua CRM.

YAorroinon rou ouotiuaro¢ CRM oradiaka

‘Eva atmmd ta TTAcovektriiuata tou CRM egival 611 ptropei va uAotroindei
oTadlokd. AKOua Kal av n emmixeipnon d1aB£Tel TOug KATAAANAOUG TTOPOUG YIa TOV
avaooXedIOONO TNG O€ OUVIOMO XPOVIKO dIdoTnua, €ival TTPOTIMOTEPO va
uAotroinoel 1o ouotnua CRM katd oTddia eKIVWVTAg atmd Tnv UAOTToINCN Twv
BaCIKWV XOpaKTNPIOTIKWY Tou. 'ETOI N UAOTTOINON KATTOIWV TEXVOAOYIWV OTTWG
cival yia Tapddelypya atrobrikeuon Oedouévwyv Ot PeEYAAEG Baoelg dedOUEVWIV
(data warehousing), €€6puén kal avaAuon Twv dedouévwy autwy (data mining),
OAOKANPpwWHEVA TNAEQWVIKA CuoTAUATA KAl avaBaBuioelg Tou DIKTUOU, QTTOTEAEI
TTpouUTTé6eon yia TV uAoTroinon Tou CRM.

Avaoxedlaouog Twv OEQ0UEVWY TWV TTEAQTWV

To TUAMA TwWV TTANPOPOPIOKWY CUCTNUATWY TNG ETTIXEIPNONG OUVABWG
ETTAVEKTIMA TOV TPOTTO HE TOV OTTOI0 aTTOONKEUOVTAl TO OEDONEVA TTPOKEINEVOU
va uAoTroinBei To CRM. 210 onueio autd uAhoTroiouvTal BEuaTa:

0 OAOKANPWONG TWV dEDOUEVWV TWV TTEAATWY O€ OAN TNV ETTIXEIPNON
Mpokeiyévou €va ouotnua CRM va TTpoo@EPEl TTAEOVEKTAUOTA OTNV ETTIXEIPNON,
0l XPAOTEG Kal Ol DIOIKOUVTEG TTPETTEI VA UTTOPOUV va €XOouv aueon TTpéofacn o€
d1axutn TAnpogopia. Ta Oedopéva Ta OTTOIa  €ival OUYKEVIPWUEVA OE€

«atrofnikeg»(data warehousing) TpETTEl va €oTi@louv OTov TTEAATN Kal va
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KartnyoplotroiouvTal Bdacel TTeAatwy Kal Ox1 Baoel TTpoidvTwy i KAtTolag AAANG
MEBODOU.

MeAérn okommiuornrag

Edw n emixeipnon mpETTEl va PEAETACEI TO KATA TTOOO Ol0BETEl TOUG
KatdAAnAoug TTépoug yia Tnv ulotroinon evdg cuoThpatog CRM-UAIKOUG Kal
XPNHATIKOUG- Kal TNV avaAoyn uttooTipign atmd OAa Ta TUAUATA TNG ETTIXEIPNONG
Kal KUpiwg a1rd TO avwTato management.
®don 4: Lxediaon (design)

A@ou éxel oAokANpwOEi N TTponyoupevn @ACN TOU TTPOYPAUMATIONOU TOU
OAou TTPOYPAUMATOG Kal £XEI TTPOOBIOPIOTEN N BIWCINOTNTA TOU, N TETAPTN QAON
TepIAauBavel Tn Aetrtopepn oxediaon. Zxediaon onuaivel TIAOYA Twv BACIKWY
TEXVOAOYIWV dNAABN TNG APXITEKTOVIKAS OIKTUOU, TWV PACEWY dedOUEVWY, TWV
ouoTNUATWY UTTOOTAPIENS atTrodoewy (Decision Support Systems, DSS) kai
TWV TTAKETWV AOYIOUIKOU TTou Ba e§utTnpeTouv To ouoTnua CRM.

AGyw TOU OTI N dlaxEipIon TTEAATEIOKWY OXECEWV ME TN Mop®r) Tou CRM
BpiokeTal akdépa o€ TTPpWIYA OTAdIO AVATITUENG OTNV ayopd, Ogv UTTAPXOUV
TTOKETA TTOU VA TTPOCPEPOUV  MIa OAokAnpwuévn Auon CRM. Autd TTou
ETTITUYXAVETAI, CUVABWS PE TN PonBeia KATToIOU EUTTEIPOU CUPBOUAOU, €ival n
oAoKARpwar TTOAAWY SIAQPOPETIKWY TTAKETWY HE TTI0 OUCKOAN TNV OAOKARApwWON

peETagu CRM kal ERP TTakéTwy.

®daon 5: Kataokeun (construction)

21N @Aon auTr ekTEAEiTal TO TTPOYPAPUA OXediaoNGg TNG TETAPTNG PAONG.

Av 10 6Ao TTpOypaupa ulotroinong Tou CRM dev €xel katatunBei oe o1ddia, ol
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TTEPIOCOTEPEG ETTIXEIPNOEIS ATTOTEIVOVTAI OE KATTOIOV €EWTEPIKO CUPPBOUAO ME

EUTTEIPIO 0€ BEPaTa KATAOKEUNG ouoTnUATWY CRM.

®don 6: YAotroinon (implementation)

2TnN @Acn auTth) TOAU onuavtikd pOAo €xel n  eKTTaidEUon Twv
epyadopévwv OAWV Twyv eTTITEOWY TNG IEPAPXIAG MIOG ETTIXEIPNONG, TTPOKEIMEVOU
VO KATtavorioouv Ol HOVO TOuG OTOXOUG evog cuoThpatog CRM, aAAd kal To
TTWG N uAotroinon €vOg TETOIOU CUCTHAMATOG Ba CUVEICQEPEI OTAV KOAUTEPN

€EUTTNPETNON TWV TTEAQTWV.

®don 7: Zuvripnon (maintenance)

2T @AcN QUTAH N ETIXEIpNON EMIOIWKEI VA EUTTAOUTICEI CUVEXWGS TIG
YVWOEIG TNG YUPW aTTO TOug TTEAATEG TNG. AOYW TOU DUVAUIKOU XOPAKTAPA TNG
ayopdg, To CRM atraitei ouvexh agioAdynon tng atrédoong Tou CUCTAPATOGS. To
TMAMA TWV TTANPOPOPIOKWY CUCTNUATWY TNG €TIXEipnong  Ba TTpétel va
ouvepyddetal pe Ta GAAQ TPRuata Tou marketing, TNG TTOPAYWYNS KATT.,
TTPOKEINEVOU va atrodeIxTel KaTd TTO00 To oUoTnpa Tou CRM avTtatrokpiveTal

OTIG AVAYKES QUTWV TTou AdPBAavouv aTToQAcEIS OTNV ETTIXEIPNON.

®don 8: Npocappoyn (adaptation)

2Tn @Aaon auth yivetal Tpooappoyr Tou cuoThuartog CRM woTte va
QVTATTOKPIVETAI 0€ AAAAYEG TTOU oupBaivouv oTnv emmixeipnon. MNa mapddeiypa n
QVATITUEN €VOG VEOU TTPOIOVTOG N N ed@Avion evog véou KavaAiou TTwAnong

aAAalouv Ta dedopéva TTOU TTPETTEI VO CUYKEVTPWOOUV.
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SOuewva pe Tougc Rogers kai Peppers® | 1a BApara Tng Siadikaciag
uAotroinong evog CRM CUuCTAMOTOG €ival TTEPICOOTEPO CUYKEKPIUEVA OE OXEON
ME TNV TTapATTavw TTPOCEYYIoN Tou KUKAou Cwnhg Tou CRM kai gival Ta €¢ng
TéoOEPQ:

1. TpoodIopIcPOS TWV TTEAATWYV TNG ETTIXEIPNONG.

Mpoaodiopifovtal OAa Ta TTOAUTIMA OTOIXEID, ONUOYPAPIKA KAl WPUXOYPAPIKA, TTOU
a@opPoUV 0¢ KABE TTEAATN Kal UTTOOEIKVUOUV TNV QYOPAOTIKI) TOU CUPTTEPIPOPG
Kal TN oxéon TIou €xel dlauoppuwaoel e Tnv ETmixeipnon. TETola oTolxEia
OUAAEyovTal aTTd T OnUEia ETTAPNG ME TOV TTEAATN, OTTWG €ival o1 TTWANTEG, TA
TUHAMATA €EUTTNEETNONG KOl UTTOOTAPIENG TTEAATWY, T NAEKTPOVIKA KATACTHHATA
KATT.

2. Katnyopiotroinon Twv meAatwyv BAcel oTToudaidTNTAS VIO TNV ETTIXEIPNOT.
2TO OnuEio auto epapuoleTal o kavovag Tou Pareto, dnAadr) To 80% Tou KUKAOU
epyaciwyv TPoEpxeTal atmo 10 20% Twv TTeAATWV. AUTOI oI TTEAATEG TTOU €ival Ol
TTEPICOOTEPO TTPOCOOOPOPOI TTPETTEI VA AVAYVWPIOTOUV Kal va OlaxwpPIoTOUV
aTTd TOUG UTTOAOITTOUG.

3. AVATTTUEN PUNXAVIOHUWY AP@IOPOPNG ETTIKOIVWVIOG PME TOUG TTEAATEG.

H emmixeipnon emmavekTiyd Ta non utrdpxovra onueia ema@ng kal divel KivnTpa
OTOUG TTEAATEG WOTE AUTOI va apxioouv BIAAOYO HE TNV ETTIXEIPNON OXETIKA PE TA
TTPOIOVTa TNG, TIG dIAdIKACIEG TTOU AKOAOUBEl, TNV TToIOTNTA €£EUTTNPETNONG TTOU
TTpoo@épel KATT. OAa autd Ta dedopéva TTou CUAAEyoVTal OTTO TA ONUEIA ETTAPAG
QTTOTEAOUV TO TTOAUTIUOTEPO KEPAAQIOUXIKO OTOIXEIO TNG ETTIXEIPNONG, KABWG
oTnVv apéva Tng véag olKovouiag o TTEAATNG Kal N oxéon padi Tou TTpocdidouv

OTIG ETTIXEIPHOEIG AVTAYWVIOTIKO TTAEOVEKTNHA.
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4. Alotroinon OAwWv Twv TTOPATTAVW YIO TV QVATITUEN oxéong ME ToV
TTEAATN.

210 Bripa autd yivetal agloAdoynon OAwv Twv CUAeyOUeEVWY OeDONEVWV KAl

aglotroinon auTwyv PE TOV KOAUTEPO duvaTo TPOTTO TTPOKEIMEVOU va augnBei n

mOoTOTNTA TOU TTEAATN OTNV ETTIXEIPNON.

2.5.4. Eymédia otnv uhotroinon evog CRM ocuothpatTog

To CRM aTtroTeAei 0TNV oudia Tou pia VEQ TTONITIOMIKY TTPWTOROUAIa oThV
emxeipnon®. T autdé kal n ulotroinon evég CRM OUGTAUOTOGC GUVETTAYETAI
ONMAVTIKEG AAANAYEG O€ ETTIXEIPNMUOTIKES OIODIKATIEG, TIG OTTOIEG OAAQYEG TTPETTEI
Va KATavoouUVv TTANPwS OAOI 01 XPOTEG TOU CUCTHPATOG. 2ZUXVA TA TTEPICOOTEPA
ETTIXEIPNMATIKA OXEDIO TTOU €XOUV OXECH ME TEXVOAOyia gival kaTadikaouéva va
aTroTUXOUV E€QITIAC TNG TTAPEUBOAAS Tou avBpwTTIvou Trapdyovta’®. To yeyovog
auTd o@eileTal oToug akOACUBOUG AGYOUG:

'VWOTIKOI  TTEPIOPICUOI  KATA TNV UI0BETNON  €EUTTVWV  CUCTANATWY

(intelligent systems).

AuokoAia diaxeipiong JeyAaAou GyKou TTANPOPOPIag KAl yVwonG.

AuokoAia o1TodoxNG Kal €viagng oOTIC KaBnuepivég OladiKaoieg evog

TEXVOAOYIKOU OuoTAMATOG a1td OAn TNV avlpwTrivn aAucida Tng

etmixeipnong (d1oiknaorn, UTTAAANAOIL, TTEAATEG, TTPOUNBEUTEG).

Avnouyia kal ¢OBog Tou avepwITIVOU TTAPAYOVTA YIa TO AV Ol AVAYKEG

Tou Ba IKavoTtroINBouv atd To VEO oUCTNUA.

®o6Bog yia aAkayr Tou status quo péoa oTnv €TTIXEIPNON.
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Eidikd ta mpoypdupaTta uAotroinong piag Auong CRM atrotuyxdvouv
ouxvd. ZToixeia deixvouv OT1 TepiTTou 70%-90% TWV £QAPHUOYWV ATTOTUYXAVOUV
Kal OTI PIa OTIG TTEVTE EQAPUOYEG €XEl BAAWEI KUPIOAEKTIKA TIG OXECEIG UE TOUG
eAATEC®. O1 AOYOI QUTAC TNG OTTOTUXIAC Eival TTOAAOL.

‘Evag ammdé autoug €ival OTI Ol ETTIXEIPAOCEIS UTTOTIUOUV TO €UPOG TNG
évvolog Tou CRM kal 1o Bewpouv ammAd WG HIO TEXVOAOYIKI) €QAPMOYH.
AvTIOéTwg To CRM ¢gival pia oTpaTtnyikr TTPWTOROUAIC TTOU ATITETAI OAWV TwV
AEITOUPYIWV TNG ETTIXEIPNONG.

‘EAAEIYN  €TTIKOIVWVIAG MPETALU TWV OTOPWVY TNG OAUCidag OXEoewv
TTEAATWV 00NYEi OTNV aTTOKTNON PIAg EAAITTOUG EIKOVAG VIO TOV eAGTN®. MoAU
OuXVA Ta ATOPA TTOU EUTTAEKOVTAI OTNV UAOTTOINON Tou CRM &8¢ yvwpifouv TTwg
vVa ETTIKOIVWVOUV HETAEU TOUG, TTWG va E€TTIAUOUV OUYKPOUOEIG KOl TTWG VA
AauBdavouv CUANOYIKEG ATTOQACEIS. AUTO €XEI AVTIKTUTTO OTNV OTTOTEAEOUATIKN
epapuoyn Tou CRM ouoTAiuaToG.

‘Evag GANog TTOAU onuavtikdg Adyog atrotuxiag ulotroinong CRM
OUOTNMATWY €ival N TTPOCKOAANCN TWV ETTIXEIPACEWY OTOV TTAPAdOCIAKO TPOTTO
TWANONG Twv TIPOIOVTWY Toug>. Ol TIEPIOTOTEPEG  ETTIKEIPATEIC  €ival
OPYOVWUEVEG KATA TTPOIOV ) KATA YEWYPAPIKY TTEPIOXH. AUTH N KABETN POpPPN
AeIroupyIkng OounNG epTTodiCel TNV 0pBr ekTéAeon Twv CRM oTtpaTtnyikwy, dI16TI N
UAOTTOINCTN QUTWY TWV CTPATNYIKWY OTTAITE JIa opIfOVTIA OOMN, ETTIKEVTPWHEVN
oToV TTEAATN KAl PIO ONIOTIKA TTEAATOKEVTPIKI Bwpnon.

‘Evag atro Toug oTroudaldTEPOUG AOYOUG aTTOTUXIOG VOGS TTPOYPAUMOTOS
CRM ¢ivar n avrtiotaon Twv OIOIKOUVTWY Kal OIOIKOUYEVWY O KABg
EMIXEIPNOIOK OAAayry Kal YeVIKOTEPA N pn atmodoTikh diaxeipion aAlaywv

(change management). ‘Exel atrodeixtei 0TI TO 87% TWV TTpoypapudTwy CRM
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aTroTUYXAvel yia autdv To AGyo®®. Emiong n éAeipn utrooTApIENS ommd T
avwTaTtn Oloiknon Kol TOUG EO0WTEPIKOUG TTAPAYOVTEG-KAEIDIA OAWV  Twv
TMNUATWY OUCXEPAIVEI TNV QATTOTEAECHUATIKA UAOTTOINCN TOU OUCTHUATOG.
2Upowva pe Tnv Rosabeth Moss Kanter : «Eivar Aurrnpo 1o yeyovog 011 oxed0v
o€ 0Aov Tov KOOWO ol etTixeipnoeis aAAadouv 1600 Aiyo, 600 mpérrel va aAAaéouv
Kai 6x1 1600 600 Ba utropouoav va ardEouv»™.

H avtiotaon otnv aAAayr] TTou €TTIYEPEI N UAOTTOINON £VOG TTPOYPAUUATOG
OIaxEipPIONG TTEAQTEIOKWY OXECEWYV, UTTOPEI VO eKONAWBEI aTTd Ta OTEAEXN KABE
IEPAPXIKOU ETTITTEDOU, ATTO TO KATWTEPO WG To avwTtaTo. 000 OuwWS uYWnAdTEPQ
oTnV IEpapxia Tng ETIXEipnong Ppiokovtal Ta OTEAEXN TTOU €KONAWVOUV
avTioTaon, T000 PeEYaAUTEPO gival TO euTTOdI0. Ki autd dI0TI OTAV HIa €TTIXEIPNON
TPETTEL v avatiTugel  véeg  OIOBIKACIEG  TTPOKEIMEVOU  va  UAOTTOINCEI
atmroTeAeopaTIKA éva TTpoypaupa CRM, ol managers €ival autoi ol OTToiol
KaAouvTal va oxedidoouv HIa oTpaTtnyik aAAayr}, va kaBodnyriocouv Kai va
BonBAcouv Ta KATWTEPA OTEAEXN WOTE VA avTeTTeEEABOUV OTa VEQ dEDOUEVQ.

2UhQwva pe Tov Ansoff: «Tooo n oxerikhy BiBAioypagia, 6co Kai n
eutreipia deixvouv 011 01 AvBpwWITOI AVTIOTEKOVTAI OTNV aAAayr OTav Toug KAver va
ViwBouv avao@aAeic aArd kai étav armeieitar n 6éon Touc»™®. O @dBog dnAadH
yid TO AQyvWwaTO, YIG TV avaAnyn VEwV pOAwWYV, yia PEIWON TwV ATTOO0OXWV KATT.
gival AGyol yIa TOUG OTTOIOUG Ta BIEUBUVTIKA OTEAEXN MIOG ETTIXEIPNONG TTPOTIMOUV

va unv TTpofouv otnv aAAayrp TTou emTAooeEl n uAotroinon evog CRM

TTPOYPANHATOG.
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2.6. Apxitektovikil Tou CRM - ZuoTtartikd pépn tou CRM

Mpotou &ekivoel n dladikaoia e@apuoyng evog CRM cuoThpartog, ol
ETTIXEIPNOEISC TUANEYOUV OeDOUEVA TTOU APOPOUV OTOUG TTEAATES. Ta dedouéva
QUTA PTTOPEI va TTPOEPXOVTal ECWTEPIKA aTrd TnVv idla TNV ETTIXEIPNON 1 VA £€X0UV
atrokTNOEi ammd eEwTePIKEG TTNYES. TNYEC €0WTEPIKNG CUAAOYAG OedOPEVWIV
atroTeAoUV yia TTapadeypa’:

O  ZUVOTITIKOi TTIVOKEG TTEPIYPOAPAG TWV TTEAATWY TTOU KaTAPTI(El MIa

ETTIXEipNON.

0 'Epeuveg mTou diegdyel n eTTIXEipnon o€ ouada TTEAATWY TTOU ATTAVTA O€

EPWTNOEIC.

0 Aedopéva ouuTTEPIPOPAC TToU JI0BETEN KAl Ta oTToia TTEpIAapBAavovTal o€

OUOTAMATA OUVOAAQYWV.

H ouAhoyly Oedopévwy TTEAATWY ATTO EEWTEPIKEG TINYEG MTTOPEI va
TTPOCOWOEl OTNV ETTIXEIPNON AVTAYWVIOTIKO TTAEOVEKTNNA WG TTPOG TN yvVWon
TToU KOTEXE! Via Tov TTEAATN™. MNyég e€wTePIKAC GUANOYAS DEDOPEVWV TTEACTWV
atroTeEAOUV  yIo TTAPAdEIYHO N €peuva O€ TNAEQWVIKOUG KATAAOYoug yid
TNAEQwVa Kal dIEUBUVOEIG, N EUPECN TOU TTPOPIA TOU TTEAATN O€ IOTOCENIDESG KATT.

H dopnp evdég CRM TrAaiciou pTropei va ouvoyloTei o€ Tpia Pacikd
eTTiTTeda aveEdpTnTa amd ToV KATaoKeuaoTr Tou TTakéTou CRM TTou TTpowBEiTal
w¢ Auon o€ pia Tixeipnon® kai Ta otroia Ba TPETTel va AsitoupyoUv padi we pia
EVIQIQ OUVEKTIKI OVTOTNTA

#® To Aerroupyikd A emixeipnoiakdé CRM (operational CRM - oCRM)

@ To avaAutiké CRM (analytical CRM — aCRM) kai
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@ To ouvepyaTiké CRM (collaborative CRM — cCRM)

2.6.1. Aeitoupyiké CRM (Operational CRM)

Ta Tapadociokd ouoThApata CRM, Ta OTIOi0  QUTOUATOTTOIOUV
OpACTNPIOTATEG TTOU £XOUV OXECN UE TNV ETTOQN ME TOV TTEAATN, ATTOTEAOUV TO
Aeiroupyikd CRM kai repiAapBavouv utroouotripata front office émTwg:

AuTouaToTToiNCN TWV TTWANCEWV(SIaXEIPIOT BUVATIKWY TTEAATWYV)

AuTtouaTtoTroinon TG  €LUTTNPETNONG KOl UTTOOTAPIENG  TTEAQTWV

(ouoTAuaTa TNAEQWVIKWYV KEVTPWV-call centers, on- line BoAB&ia KATT)

AutopartoTroinon evepyelwv marketing (autépartn  €TMKOIVWVIO PEOW

NAEKTPOVIKOU Taxudpoueiou- email, autopateg TTPowONTIKEG EVEPYEIEG

KATT.)

2.6.2. AvaAuTtiké CRM (Analytical CRM)

Ta ouoTApaTa TTOU  UTTOOTNPICOUV TIG €0WTEPIKEG OIEPYQOTiES, TTOU
TEPIYPAPNKAY  TTAPATTAVW, TNG OUAANOYAG, atmoBAKeuong, E£TTeCEpyaaiag,
opyadvwong Kal avaAuong OTOIXEIWV TToU a@OopoUVv OTOUuG TTEAATEG MIOG
ETTIXEIPNONG KOl TTApEXOUV TNV eu@uia (customer intelligence) Ttou e€ival
avaykaia yia Tnv opBoAoyIKA UAoTTOINCN TwV oTpaTnyIKWV Tou CRM, atroTteAouv
TO AVaAUTIKO eTTiTTEdO TOU CRM.

H oulAhoyn Twv OToIXEiwV, TTOU £XOUV TTPOKUWEl AtTd TO TTPONYoUUEVO

AeIToupyIKO €TTiTTEdO, TTPAYUOTOTTOIEITAI JE TN BoNBeIa Twv PACEWV OEOOUEVWV.
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AuTéG pTTopEi va gival peyAAeg Kal va ouvoudalouv Baocelg dedopévwyv atmd OAn
TNV €mxeipnon (data warehousing) 3 va €ival PIKPOTEPES Kal va €0TIAJOUV O€
éva OUYKeEKPINEVO TUAMO TNG emmixeipnong (data marts). Ta data warehouses
aTTOONKEUOUV TTANPOQPOPIEG YIA TOUG TTEAATEG KAl TA TTPOIOVTA HE OTOXO ThV
opyAavwaon Kal aglotroinon Twv OToIXEiwV atré To marketing Kai Tig TTWAAOEIG.

H duvarétnta ouAloyng TePAoTIOU OyKou OedOPEVWY TTEAATWY TTOU
OI00ETOUV 01 OUYXPOVEG ETTIXEIPAOEIG, OdUOXEPAIVEL TNV ETTEEEPYATia TWV
OedOUEVWV QUTWV YIa TNV €gaywyr TTOAUTIMWY TTAnpogopiwy. H emegepyacia
Kal avaAuon Twv OedOPEVWV TTOU £XOUV KATAYPAYEI OTIC aTToOnKeG OEOOPEVWIV
(data warehouses) uAoTroigital ye T BorBeia OTATIOTIKWY EPYOALiwWV OTTWG gival
Ta ouoTApaTa OLAP (Online Analytical Processing) kai pia véa TeXVoAoyia TTou
ovopaletal e¢6puén dedopévwy (data mining).

210 Oldypauua 2.6 TrapioTdvovial T TTOOOOTA TnG XPHong Twv

TTapATTavw avaAuTIKwy epyaAeiwv Tou CRM oTtnv EupwTn.

25%

15%

13%

YAoTrojoipa oTo ¢ 1'ET0G e 3'ETn
Tapov

Ailaypappa 2.6: Xpon avaAuTiKwy gpyaAeiwv CRM otnv Eupwrrn

lnyn: IDC’s European Software End-User Survey, 2001
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2.6.2.1. OLAP ka1 CRM

Ta cuoTthpaTa OLAP ékavav TNV EUPAVIOT) TOUG OTIG ApXEG TNG OEKAETIAC
Tou 1990. AvéAuav dedopéva TTou gixav CUANEXBEei atTd dIAPOPES TTNYEC EVTOG
TNG ETTIXEIPNONG XWPIG va €oTIAlouv €I0IKA OTNV avAAuon SeBOUEVWIV TXETIKWV
ME TOUG TTEAATEG. 2UVNBEIC €@apuoyés Twv ouotnudtwv OLAP nATtav n
XPNHUATOOIKOVOMIKA avaAuon Kal n avaAuon TTwAACEWYV, 0 TTPOUTTOAOYIOUSOS
KATT., €Qapupoyég dnAadny o1 otroieg atrairoucav oUAAoyikG dedopéva kal Oxl
EOTIOOUEVA O€ KABE TTEAATN.

levikd, augnon Twv KeEPOWV MIOG ETTIXEIPNONG, MEOW TNG KAAUTEPNG
OIaXEIPIONG TWV OXECEWV UE TOUG TTEAATEG, UTTOPEI VA ETTITEUXOEI uE cUVOUAOUO
TWV OTOIXEIWV TOU AEITOUPYIKOU KOl TOU AVAAUTIKOU AOYIOUIKOU. ZUYKEKPIUEVA, Ol
TTANPOQOpieG TTou eKAoTOTE avTAouvTal atmd 1o Aeiroupylikd CRM Ba trpétrel va
evoTtrolouvtal ye dedouéva Tou avaAutTikou CRM, ue TéToloV TPOTTO WOTE Ol
uTTEUBUVOI Tou marketing va PTTOPOUV va TTPOCdIoPIicoUV TO TTAAPES OUVAUIKO
KaBe treAdTn (full profit potential), avriAaupavéuevol Tnv 1IBIAITEPN AYOPACTIKA
OUMTTEPIPOPA  TOu. TO yeyovog auTO XAPAKTNPICeEl Kal Tnv avAaykn yid
OoAOKANpwuéveG TTpoocsyyioelg TNG €vvolag Tou CRM, O1TOU TOOO OTOIXEId
AeiroupyikoU 600 Kai oToixeia avaAutikou CRM Ba dpouv TTapdAAnAa yia Tnv

ETTITEUEN €VOG KOIVOU TTEAOTOKEVTPIKOU OTOXOU.
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2.6.2.2. EE€6pun dedopévwy (data mining) kot CRM

Mepitmou oTa idla Xpovik& TTAdiola pe ta cuoTtiuata OLAP ékave Tnv
EMQAVION TNG Kal n TexvoAoyia NG €€dpugng dedouévwy (data mining). Ol
pEBODOI €EOpUENG OedOMEVWV  EITE XPNOIMOTTOIOUV OTATIOTIKA HOVTEAD VIO
QTTOTiUNON OTATIOTIKWY UTTOBE0EWYV Kal EAEYXO TWV ATTOTEAECUATWY, EiTE KAVOUV
XPNon TeEXVIKWV TeXVNTAG vonuoouvng (artificial intelligence) pe okotmd Tov
TTPOCBIOPICHO TWV TTAPAPETPWY €VOG POVTEAOU. H xprion Tou povTéAou autou
MTTOPEI VO avOKOAUWEl KPUHPMPEVEG OXEOEIG TTOU UTTAPXOUV OTa Oedopéva TwV
TTEAQTWV Kal PTTOPEI va TTPORAEWEI TN MEANOVTIKI)  QYOPOAOTIKA CUMTTEPIPOPA
Toug. H Texvoloyia Tng €€0puins OedoPEVWV aTTOTEAEI PNEPOG PIAG €upUTEPNG
dladikaoiag TTou AéyeTal «avakaAuyn yvwaone» (knowledge discovery).

H €¢oputn dedopévwv xpnaoipoTroleital o€ TTOANOUG KAGDOUG OTTWG Yid
TaPAdElyUa  O€  XPNUOTOTTIOTWTIKEG, KOATOOKEUAOTIKEG KAl ETTIXEIPHOEIG
TNAETTIKOIVWVIWY, OTO AIAVEUTTOPIO KATT. 2TOV KAGDO TOU AIavEUTTOPIOU Kal EI0IKA
OTO XWPO TOU NAEKTPOVIKOU €UTTOPIOU, N XPHon €pyaAciwv €gopugng divel Tn
duvatoTnNTa OTNV  ETIXEIPNON VA TTOPEXEl  OIAQPOPETIKEG  UTTNPECIEG OE€
OIAPOPETIKOUG TTEAATES Kal va oXedIAZel TN OIOPNUICTIKI) TNG EKOTpATEIQ BACEl
TWV  QYOPAOTIKWY  OUVNBEIWY  TwV  ETTIOKETITWY  TOU  NAEKTPOVIKOU
KOTAOTAMOTOG™,

H peAETN TOou KUKAou CwAG Tou TTEAATN (customer lifecycle) TTapéxel éva
KaAO BewpnTikO TTAQICI0 e@apuoyig TNG €€0pugng dedopévwv oTn dlaxeipion

oxEaewV TTEAATWV. O KUKAOG {wh¢ Tou TTEAGTN TTepIAapBavel Téooepa oTadia’™:
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1. Auvnrikoi TTeAATEG (prospects)
Eival Ta dropa ekeiva Ta o1roia €xouv eviaxBei oTnv ayopd-oTOXo TNG
emxeipnong (target group) aAAG dev atroTeEAOUV AKOUA TTEAATEG TNG.

2. Avrtatrokpivépevol (responders)
Eivar o1 duvnTtikoi 1eAdTEG 01 OTTOIOI €KBNAWVOUV TTPOBECN YyIa ayopd TOU
TTPOIOVTOG ) TNG UTTNPECIAG TTOU TTPOCQPEPEI N ETTIXEIPNON.

3. Evepyoi TeAdTEG (active customers)
Eivar ekeivolr 1mmou AdN XPNOIMOTTOIOUV TO TIPOIOV 1 TNV UTINPECIa TNG
ETTIXEIPNONG.

4. TMpwnv treAdTteg (former customers)
2TNV KATNyopio QUTH AVAKOUV Ol «KOKOi TTEAATEG», auToi OnAadr Trou Oev
QVTATTOKPIVOVTAl OTIG UTTOXPEWOEIG TTANPWHPAG TOUG KAl AUTOi Ol OTToiol
EO0TPEWYAV TIG AYOPES TOUG OE QVTAYWVIOTIKA TTPOoIOVTA.

To TeAIKG ({nToUpevo ammd TNV UAotroinon uiag CRM Auong eival n
dlaxeipIon Tou TTapATTAvw KUKAOU (wng TNG oxéong Pe Tov treAdrn (Customer
Lifecycle Management, CLCM), 6TTw¢ auTtdg TTapouaciddetal oto didypaupa 2.7
Mo ouykekpipgéva, Katd TN OIdpKela OlaXEIpIoNG TwV OXECEWV TTEAATWY,
akoAouBeital €évag aévaog KUKAOG, TTou atroTeAsiTal atrd TEOOEPIG DIOKPITEG
SiadKaoiec*:

Vv Tnv emaen (engage)
v/ TNV mmapayyeAia (transact)
v TNV ekTéAeon TnG TTapayyeiag (fulfill)

VTNV UTTOOTAPIEN TOU TTEAGTN KAl TOU TTPOIOVTOG (Service)
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To CLCM: KikAog {wrg CLCM

\/ ZUVTOVICEl TIG ETTIXEIPNMATIKEG
dladIkaaieg, TIG TEXVOAOYIES Kal
TOV KUKAO CWwNG Tou TTEAATN.

Vv ZuvToviel To CRM pe 10
OUCTAKOTA TTWARCEWYV,
marketing Kal UTTOOTAPIENG

VETTIKEVTPWVETAI OTIG AVAYKEG
TOU TTEAATN Kal 61 oThV
TexvoAloyia 1 Tig dladikaoieg

KUkAOG Cwn\G TTEAGTN-
€TMIXEIPNONG

Marketing,
TIWANOEIG,
UTTOGTAPIEN

MepiBaAAov
TEXVOAOyiag
CRM

Aidypappa 2.7: KOkAog (wnRg TG oxéong pe Tov reAdTn (CLCM)

O KUKAOG auTog etTavalauBavetal yia KABe TTEAATN Kal yia KABE eTTa®n
ME TNV emmixeipnon gexwpiotd. To CRM T1rpemmel va Kataypd@el auth TN
dladikaoia Kal va gival og B€on va TTapEXEl oTolxEia atrd 61Tou ¢nTnBouv. Edw
gival TTOAU XpAoiun n epapuoyr TG TeEXvoAoyiag £¢oputng dedopévwy, n oTToia
divel T duvatoTNTa dNMIoUPYIag eviaiou TTPO@IA Tou TTEAATN Kal TTAPOXNG
OAOKANPWHEVWY UTTNPECIWV O autov. ETTiong pe Xpnon Tng TeXVOAoyiag
e€Opuinc dedopévwy PTTopEl va TTPoRAe@Bei n Kepdoopia Twv dUVNTIKWVY
TTEAATWV KOBWGS PETARAIVOUV OTAV KATNYOPIa TWV EVEPYWV TTEAATWY, TO TTOCO
Xpoviké didoTnua Ba TTapapeivouv 010 oTAdIO auTd Tou KUKAOU CWwAG TOUG Kal

600 mOavov gival va guyouv atrd auTo.

2.6.3. Zuvepyariké CRM (Collaborative CRM)

To ouvepyaTikd6 CRM TreplAaupBavel OAa ekeiva Ta CUCTAPOTA KAl TIG

MEBODOUG TTOU ETTITPETTOUV OTOUG TTEAATEG, TO TTPOCWTTIKO KAl TOUG OUVEPYATEG
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va éxouv Tpéofacn oTnv ETIXEipNON Kal Ta TTPOoIGvTa TNG OAAG Kal TO
avTioTpo@o, OnAadh TTPOCRACN TNG ETIXEIPNONG TIPOG TOUG TTEAATEG, TO
TIPOCWTTIKG KAl TOUG CUVEPYATESG TNG KAl TEAOG ETTIKOIVWVIA PETAEU OAWY AUTWV.
TéTOolI0 CUCTAPATA TTPOCRACNG MTTOPEI Va gival HECW PWVAGS OTTWG TNAEPWVO Kal
IVR (Interactive Voice Response), diadIKTUGKAG cuokeywng (web-conferencing),
NAEKTPOVIKOU Tayxudpoueciou (e-mail), @ag kal atreubeios emagrg. EIBIKG n
TEXVOAOYia TOUu AIQBIKTUOU ETTITPETTEI TO PETAOXNMATIONO TNG GAANAeTTIOpaong
TNG ETTIXEIPNONG KE TOV TTEAATN O€ HOPPr EVOG OUVEXOUS TTPOCWTTIKOU SIAAOGYOU
o€ one-to-one Bdon kal dpa cuvTeAei 0Tn dnuIoupyia OXECEWV TTEAQTWY TTOU
BagoiCovtal 0Tn yvworn, 0TV EUTTIOTOoUVN KAl 0TAV KATAvOnor.

2710 didypapua 2.8 TrapioTdvovTal Kal YPa@IKAa Ta Tpia eTTiTreda TNG SOUAG

evog ouoTApaTog CRM.
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Aidgypappa 2.8:To repiBdAAov Tou CRM

lnyn: META Group, NoéuBpio¢ 2000

2.6.4. EAI- Mia utrodopun yia evotroinpéva cuothpata CRM

H évvoia Tng evotroinong (integration) atmroteAei Tn AUon oTo TTPORANUA

TWV ETTIXEIPACEWV VYIa OIACUVOECIUOTNTA QAVOUOIWY CUCTNUATWY Kal gival

atmrapaitnt™ TTPoUTI60eon vyia Tnv UAoTroinon ouoTnudtwv CRM, yia Tn

dlaxeipion TNG £@odIacTIKAG aAucidag (supply chain management) kal GAAwWvV e-

business TpwTtoBouAiv*’.

H emiteuén Tng evotroinong ecivalr dUOKOAO £pyo OIOTI OTOXO £€xEl Tn

ouvoeon TTOAWY ATOHWY, BIAPOPETIKWY CUCTNUATWY Kal OedOUEVWY aAAG Kal

OIAPOPETIKWYV ETTIXEIPACEWV METAEU TOoug. O O0TOXOG QUTOG ETTITUYXAVETAI ME

ouvOuaoud epyaAgiwy Kal hJE TN XPAON MIOG EUTTEPIOTATWHEVNG HEBOBOAOYIOG

Kal apXITEKTOVIKNAG.
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Mia atro TIG TEXVOAOYiEG dlaouvdeong dIaPOpwWV CUCTNUATWY Eival Kal n
TEXVOAOYIO-AOYIOUIKO  €vOTTOINONG  ETTIXEIPNOIOKWY  €papuoywyv (Enterprise
Application Integration), n ApPXITEKTOVIKI] TNG OTI0IAG TTAPOUCIAZETAI OTO

oldypaupa 2.9

WEB

BAZH

AEAOMENQN

ERP

MéBodol yia

avTaAAayn

TTANPOPOPIWV
CRM COM

CORBA

HTTP

JAVA
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E
N
A
|
A
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E
2
E
2

A 4

MNEAATHZ

Aildgypappa 2.9: ApXITEKTOVIKH TEXVoAoyiag EAI

O1 1doeig TToU TTApaTnPoUvVTal O€ dIEBVEG eTTiTTEDO €ival n TTPOCTTABEI
ouvepyaoiag Twv Aloswv CRM peg auTég TTou agopouv oTa cuoTApaTta ERP o€
uia emixeipnon®®. H ouvepyaoia auti pTropei va TrpaypaTwBEi uéoa améd n

Xpnon tng texvoloyiag EAI, 6w tTapiotdveTal oTo didypauua 2.10
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CRM ERP
EAI

Aiaypappa 2.10: Alao0vdeon ERP cuotnudrwyv- CRM pge Tn XpARon TeXVoAoyiag
EAI

Eg@ooov n emixeipnuaTikh Xprion tou AladIKTUOU OrUEPA Kal OTO PJEAAOV
Bewpeitar dedopévn, o1 ETAIPEEG TTOU TTPOWOOUV CuCoTAUATA dlaXEiPIoNG
emxeipnoiokwy mopwv (ERP) kal cuoTAuata dlaxeipiong OXECEWV TTEAATWV
(CRM), Ogv ptrOopoUV va Qyvornoouv Tnv avaykn evVOWPATWONG AUCEWV
dlaxeipiong 6edopévwy péoa atrd 1o AladikTuo. H OAOKANpwWON TWV EQAPHOYWY
dlaxeipIonNg oxX€0ewv TTEAATWYV uTTOOTAPICOPEVN aTTd TNV TeEXVoAoyia EAI ptropei
VO atToTeAECEl oNUAVTIKA €TTEVOUCT TTOU Ba atrodwaoel oTnV ETIXEipnon Méoa
atro 170 BaBuod kKavoTtToinong Tou TreAATN. H TexvoAoyia EAI utrooTnpilel pe véa
EPYOAEIQ TNV UTTAPXOUTQ ETTIXEIPNUATIKA OTPATNYIKI, AAAG TauTOxpOova divel TN
duvatoTnTa va UAoTToINBoUV VEEG OTPATNYIKEG TTOU Ba aloTToloUV TIG VEEG

TTPOKANOEIG.

2.7. EQappuoyég Tou CRM

To CRM 0&¢v atroteAei attAd éva oUvoAo TTPOoIdVTWY Kal Aoyiopikou. Eivail
MIO ETTIXEIPNOIAKN QIAOCOQIia, ETTIKEVIPWUEVN OTOV TTEAATN, N OTTOI0 QPEPVEl O€

eTTA@r TTOANG aveapTnTa TUAKATA PIAG ETTIXEIPNONG.
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O1 &&oveg oToug otroioug otnpifetal To CRM éxouv dueon oxéon UeE TNV
TreAaTeIaK BACT KAl Ol KUPIOTEPES EPAPUOYES TOU Eival of €EAC™:
P [lwAnoeig (sales):NMoAAoi Bewpouv OTI TO TUAMO TwWV TTWAACEWV €ival To
TaXUTEPO AVOTITUOCOPEVO OE MIa ETTIXEIPNON. EOW cuykaTaAéyovTal EQAapUOYES
TToU auédvouv TIC TIWANCEIG KAl TNV  ammodoTIKOTNTA  TwV  TTwANTWY,
QUTOMATOTIOIOUV TIG dpaACTNPIOTNTEG TTWANCEWY, BeATIWvVouV T dladikaoia
ETMIKOIVWVIAg Pe évav Bavo TTeAATN Kal JeTaBAAAouV évav duvnTIKO TTEAATN O€
evepyd. 210 CRM OAa Ta OTOIXEIQ TTOU QQOPOUV OTOUG TTEAATEG, OTA TTPOIOVTA
KAl OTOUG QvTAYyWVIOTEG CUAAEYOVTAl KAl KATAXwPOUVTal 0 BACEIS OEOOPEVWIV
WOTE va PTTOPOUV €UKOAA va avakTnBouv atmd TO TTPOCWTTIKG TOU TURMATOG
TTwARoewyv. OTtroloodATToTE €XEl TTPOCPAON OTO OUCTNUO TTOPAKOAOUBEi TOV
KUKAO CWAG Kal TTWARCEWV KABe TTEAATN EEXWPIOTA Kal péoa atTrd epyaAcia
TTPoOoBacng oto AladIKTUO Kal XPrion NAEKTPOVIKOU Taxudpoueiou eTautdvel Tnv
TTAPAYWYIKOTATA TOU.
P Marketing: To evdla@épov Twv avBpwTTwyv Tou marketing €xel ETTIKEVTPWOEI
ONMEPQ OTNV avAAUON TWV CUYKEKPIMEVWV QVAYKWY TOU KATAVOAWTIKOU KOIVOU.
O1 TexVIKEG one-to-one marketing oTig otroieg oTnpifeTal To CRM OKOTTO €xouv
TNV KOAUTEPN TTPOCEYYION Kal avAAUCH TWV XAPOKTNPIOTIKWY TOU ayopacTIKOU
KolvoUu. Edw avrkouv e@apuoyég TTou  dleupuvouv Tnv  TTPOcRacn TG
ETTIXEIPNONG OTNV ayopd TTPIV atrd TOUG AvTayWwVIOTEG TNG KAl AUTOUATOTTOIOUV
TIG TTPOWONTIKEG EVEPYEIEG TOU Marketing.
B Eéumrnpérnon meAatwv (service): Edw TrepIAapBdavovtal eQapuoyEéG TTou
Q@OPOUV OTNV AVATITUEN TOU TUAMATOG TNG €EUTTNPEETNONG TTEAQTWY  MIAG

EMIXEipNONG MECW QUTOMATOTTOINONG TWV  OIadIKACIWY  €EUTTNPETNONG KAl
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UTTOOTAPIENG Kal dlaxeipiong aImnuAaTwy €EUTTNPETNONG PE ATTWTEPO OKOTTO Th
100 PAAION IKAVOTTOINUEVWV-TTIOTWY TTEAATWV.

P Tniepwvika kévipa (call centers): Edw avAkouv €QApUOYEC  TTOU
uTTOOTNPICOUV TN ALITOUPYIO TWV TNAEQWVIKWY KEVIPWV HE EICEPXOPEVES KAl
eCepxoOpeves KAROEIG, Xpron TToAUpéowy (multimedia) KATT., TTPOCQEPOVTAG MIA
oAOKANPWHEVN €IKOVA Yia TOV TTEAATN.

[ 4 HAektpovikd eumrépio (e-commerce): H texvoAoyikr) uttodour Tou CRM,
OTTWG éxoupe TTEl, Ba TTPETTEl va uTtooTnpEifel To AIodIKTUO w¢ éva atmod Ta
KavAAIia €TTIKOIVWVIAG JE Tov TTEAATN. ESw ava@epduaoTe o€ OAOKANPWHEVES
EQPAPUOYEG TTOU €EUTTNPETOUV TIG TTWANCEIG, TO marketing Kal Tnv UTTOOTAPIEN
TOUu TTeAdTn pEOw AIadIKTUOU, TIOU OUYKEVTPWYOUV OTOIXEId TTEAATWY,

dlaxelpiCovtal TTapayyEAIEG QUTWV KATT.

2.8. XapakTnpIoTika evog cuaTiuarog CRM

‘Eva ouotnua CRM Ba TrpéTrel va €XEl To aKOAOUBA XapaKTNPIOTIKG®Y:
* O oxedlooudg Tou OCUCTAPATOG va ETTITPETTEI TN YPHyopn Kal ac@aAn
TTpooBacn oe TTANPOPOPIa OXETIKA HME TOV KABe TTEAATN, WOTE AUTOG va
eCUTTNPETEITAI AUEDQ.
* No ameuBuvetal o€ KABe TTEAATN EEXWPIOTA, AKOAOUBWVTAG TIG apXEG TNG
TEYXVIKAC TOU one-to-one marketing kal va TTePIAAPBAVEl OAES TIG UTTOAEITOUPYIES

KGBe @aong Tou KUKAOU CWwrG TwV TTEAQTWV.
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* To ovotnua CRM va eTTIKOIVWVEI JE TO ouoTnua ERP TNG €TTIXEIPNONG Kal va
TTPOCAPUOLETAI OTIC ATTAITACEIS TOU, KABWGS N TTANpogopia cuvnBwg dlaxéeTal
pMéow Tou ERP o€ pia etixeipnon.

* Na Baocietal oTnv UTTdpXouoa UNXavoypagikr) UTTOOOWN TNG ETTIXEIPNONG KAl
TIC UTTAPXOUOEG PACEIC OEDOUEVWV VIO KATAXWPENON Kal ETTECEPYATia TwV
OXETIKWV PE TOUG TTEAATEG OTOIXEIWV.

* Na TTpooapudleTal OTIC EKAOTOTE CUVONRKES AEITOUPYIOG TNG ETTIXEIPNONG KAl
VO QVTOTTOKPIVETAI JE KABE AETTTOUEPEIN OTIG £CEIDIKEUPEVEG avAyKeS TNG. EIDIKG
VO AVTATTOKPIVETAl OTOUG OTOXOUG QVATITUENG TnG ETIXEIPNONG €iTE  QUTOI
aQOpoOUV o€ dleupuvon TNG TTEAATEIAKAG BAONG KAl TwV KavaAlwy dlavoung, Thv
EI0AYWYH €VOG VEOU TTPOIOVTOG i MIOG UTTNPETIAG KATT.

+ Na oAokAnpwvel TiIG e@apuoyég Tou front office ue autég Tou back office woTe
N TTANPOQPOPNOCN YyIa TOV KABE TTEAGTN va cival TTARPNG Kal N eEuTTnEETNON AQUTOU
aueon.

+» H 1exvOAOyIKr utTodour Tou CRM Ba 1pétrel va uttooTnpicel To AladiKTUO WG
éva ammd T KAVAAIO ETTIKOIVWVIOG ME TOv TTEAATN. KAt TéTOIO WTTOPEI va
TTPAYUOTOTTOINBEI EQOOOV N OAN TTpooTTaBEIa eviaxBei oTo eupUTEPO TTEPIBAAAOV
TOU NAEKTPOVIKOU €TTIXEIPEIV (E-CRM).

* TéNog, n OlaBeociudtnTa TOU OUCTAMATOG 24 WpPEG TO 24/wpo Kal N
€€UTTNPETNON TOU TTEAATN OTTOUBATTOTE KAl OTTOTEQATTOTE, TTAVIA CUVOUAOUEVN
ME MIKPO KOOTOG Olaxeipiong, atToTeAEl TTAEOVEKTNUA yIa TNV ETTIXEiPNON O€

OX£0N ME TTAPADOCIOKES HEBODBOUG DlaXEIPIONG OXETEWV TTEAQTWV.
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2.9. O@éAn kai Kivdouvol Tou CRM

2.9.1. O@éAn Tou CRM

To CRM aTtroTeAEi €KEivn TNV ETTIXEIPNOIOKY OTPATNYIKN, N €EQAPHOYA TNG
oTroiag Ba wOAcEl TNV ETTIXEIPNON va Pyel amd TNV €0WOTPEPEIA KAl vd
TTPOOCEYYIOEl TNV ayopd PE TTONITIKI) aTTd "€Ew TTPOG Ta pECA” Kal 01 a1To “péoa
TTPOG Ta £EW”. H epapuoyn piag CRM oTpaTnyIKNAG ETTITPETTEI OTNV ETTIXEIPNON va
€TeVOUCEl OTOV TTEAATN TOTTOBETWVTAG TOV OTO KEVTPO THG OPYAVWOIAKAG OUNAG
TNG Kal divovTag €ueacn OTIC AVAYKEG TOU Kal OXI OTA XOAPOKTNPIOTIKA Twv
TPOIOVTWV TNG. Mg autdv Tov TPOTTO N OUyXpPOovn ETTIXEIPNON ATTOBNKEUEl Kal
EKMETAAAEUETAI OAN TN OXETIKN ME TOV TTEAGTN YVWOTN TTPOKEIMEVOU VA OTTOKTACEI
MIO OX€0N €PTTIOTOOUVNG MAdi TOU KAl AgIOTTOIWVTAG QUTAV TN oX€0N va OTNPIgEl
dpaoTnPIOTNTEG Marketing Kal TTWANCEWV TTEPICCOTEPO QTTOTEAECUATIKA. Apa
Aoirrév To CRM aTtroteAei otnyv oucia “etrévducn otov eAdTn”. Méoa atmd Tnv
epappoyr oAokAnpwpévwy Auoewv CRM n €TTixeipnon atmokTd oAOKANPWHEVN
atroyn yia Tov TTEAATN Kal TN duvaTOTATA VA TTAPEXEI OPYAVWHEVN UTTOOTAPIEN
oTov KG&Be TTeEAATN, €&vwW TauTOxpova va PBeAtioTotroiei TR dladikacia
TIPOCEAKUONG VEWV TTEAATWYV. ZUPQWVA PE TTPOCOATN £PEUVA, OI ETTIXEIPACEIG
oTig HIMA ka1 Tnv EupwTrn odnyouvtal otnv uAotroinon Tou CRM pe ot1éxo Ta
akohouBa opEAn’:

) | QATTOKTNON EUTTIOTOOUVNG TOU TTEAATN, augnon Tou BaBuoU IKavoTToinong
TOU KaI PEIWOoN TOU apiBUoU Twv TTEAATWYV TTOU eyKaTaAEiTTOUV (churn).
| TTAPOXN TTPOCWTTOTTOINKEVWY UTTNPEECIWY OTOUG TTEAATEG Kal TTAPOXN

YPNYopPNG avTatToKpIonG o€ TTPORAAMATA TTOU TOUG OPOPOUV.
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a BeATiwon Twv  TTPOCPEPOUEVWY  UTTNPECIWV  OTOV  TTEAATN  Kal
dlapoPOTToINoN aTTO TOV AVTAYWVIOUO.
| AvVayVvWEIoN TOU PEPIBIOU TWV TTEAATWYV TTOU Eival TTEPICOOTEPO ETTIKEPDEIG
yla Tnv €TTIXEipNON.
| Kataypan Tng avadpaong Twv TreAatwy (feedback) tmou 6a odnynoel
oTn BeATIWON TWV TTPOIOVTWYV 1 UTTNPECIWY TNG ETTIXEIPNONG.
| KATAKTNON VEWV ayopwv Adyw TIPOoCEAKUONG MEYOAUTEPOU OYKOU
TTEAATWV €QAPUOLOVTAG TN OTPATNYIKI TWV AAANAETIBPACEWY TTOU TAIPIALE!
KaAUTEPQ O€ KABE TTEAATN.
O1 euepyeTIKEG emIdOPACEIC TNG eQappoyng Tou CRM o€ pia eTTIXEIpNON
UTTOPOUV VO GUYKEVTPWOOUV O€ TETTEPIC BACIKEC KATNYOPIEC :
1. Auénon Twv 000wV
H atroteAeopatikr) dlaxeipion Twv OXECEWV PE TOUG TTEAATEG dNIOUPYET
EUKAIPIES VIO aUgNON TwWV £€06dwWYV Péoa aTo:
TNV TTPOCEAKUCN VEWV TTEAQTWV
TNV €@appoyr avaBobuiopévwv(up sell) kar otaupocidwv(cross sell)
TTONITIKWV TTWAROCEWV.
TN MOKPOXEOvVIa d1IaTAPNON TWV TTEAATWV KABWGS oI ETTavaAapBavouevol
TEAATEG €XOUV MEYAAN agia yia Tnv E€TTIXEIPNON KAl auédvouv Tnv
kepdopopia TNG>>.
TNV augnon Twv TTWAACEwV O0€ TTEAATEG TTOU ayopdlouv TTpoidvTa 1

UTTNPECIiEG JE UYWNAOG TTEPIBWPIO KEPDOUG(BEATiIwWoN Tou customer mix).
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2. Mciwon ko6oroug

H ulotroinon piag otpatnyikic CRM emidpd dueca oTn peiwon Tou
KOOTOUG TNG €TTIXEIPNONG, HEoA aTTO:

TN PeATiwon Tou epyaciokoU  TTEPIBAAAOVTOG HE  augnon  Tng

TOPAYWYIKOTNTAG  TWV  €PYACOPEVWY KAl  JEIWON TOUu  TTOC00CTOU

METAKIVAOEWV.

TNV AuTOPATOTTOINCN TNG dIAXEIPIONG TTAPATTOVWY TWV TTEAATWV

TA XOUNAOGTEPA AEITOUPYIKA KOOTN(TT.X. MEIWON dATTaVWY Yia TNAEQWVQ)

3. Amokrnon sueAi§iag

EueAigia atroktaTal atmé Tnv uhotroinon tou CRM péoa atrod 1a €€AG:

TNV TaxXUTEPN AVTATTIOKPION OTIG ATTAITHOEIC TNG AYOPdG.

Ta CRM ouoTthuata JTTopoulv va TTPOCQEPOUV UTTOOTHPIEN O KABE

OPYQVWTIKI aAAayr Kal ypryopa aTToTEAEOUATA O€ OTPATNYIKEG OAAQYEG

TTOU EUTTAEKOUV TO TTPOIOV ] TNV UTTNPECIA TTOU TTPOCPEPEI N ETTIXEIPNON,

TNV TIMOAOYIOKK TNG TTOAITIKF KABWGS Kal TTANPOQYopieg yia TO TTEAATOASYIO

mg..

TN dNUIoUPYia avVTAYWVIOTIKOU TTAEOVEKTIUATOG.

To KATGAANAO TEXVOAOYIKO UTTOROOPO METATPETTEI TIG KABNUEPIVES

OAANAETTIOPACEIC ETTIXEIPNONG-TTEAATN aTTO OTTAEG dPACTNPIOTNTEG OFE

TTOAUTIMEG EPTTEIPIEG Kal yia TIC Ouo TTAcupég. ‘ETOl n  emmixeipnon

OIa@OPOTIOIEI CUVEXWGS TNV TTAPEXOMEVN OTOUG TTEAATEG €EUTTNPETNON

QATTOKTWVTAG OTPATAYIKO AVTAYWVIOTIKO TTAEOVEKTNUA.

4. AmAormroinon seoCwrEPIKNS opyavwong

H eowTtepikn opydvwaon atTAoTrolEiTal J€oa aTro:
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TNV avATITUEN EOWTEPIKAG ETTIKOIVWVIOG HETAEU TwV TUNUATWY TNG

ETTIXEIPNONG KAl TV TTPoWwONOoN TNG CUVEPYQTIag TOUG.

TNV OpyAvwaon TwV ETTIXEIPNUOTIKWY OI1adIKaoIWV ME YVWHOva TNV

TTEAATOKEVTPIKI) OTPATNYIKA TNG ETTIXEIPNONG.

TNV ETTITAXUVON TNG POAG TWV epyaciwv(workflow).

TN BeATiwoN TNG TTOIGTATAG TTANPOPOPNONG.

evikd, n uhotroinon evog oAokAnpwpuévou cuotiuaTog CRM divel otnyv
emxeipnon N duvaTtdTNTA VA QVTIUETWTTIOEl PE ETTITUXIQ TIG TTPOKAACEIS TNG
OIKOVOMiag Tou AIladIKTUOU, Vva avTtAnoel TTAnpo@opnon atrd  TTOAAATTAG
ETTIXEIPNOIOKA CUCTAMOTA KOl va XaPAgel Tn MEANOVTIKA TNG ETTIXEIPNCIOKN

OTPATNYIKA avaAUOVTOG TO CHEPQ.

2.9.2. Na ToIEg EMIXEIPNOEIS Eival TTEPICOOTEPO XpROIMo To CRM

To CRM pTtropei va uAotroinBei oxedov oe KABE ETTIXEIPNMATIKO KAAGDO
OTTOU oI TTWANCEIG, N €EuTTNPEETNON Tou TEAATN Kal To marketing Traifouv
onuavTikd poéAo. ETTixeiprioeig Tou uhotrololv Aucelig CRM egival katd KOpov
ETTIXEIPNOEIG TNAETTIKOIVWVIWV, QPOPHUOKEUTIKEG, TTPOCYOPAG
XPNHUATOOIKOVOMIKWY UTTNPECIWY, aOQAANIOTIKEG Kal TagIdIWTIKEG. H diaxeipion
TWV OXECEWV TTEAATWYV TTPOCPEPEI TTAEOVEKTAUOTA O€ KABE TTIXEipnon. QoTd00,
oUPQWVA PE TTPOC@PATO dnuoaicupa oto Harvard Management Update (2000)>*,
TTPOCBIOPICoVTAl Ol ETTIXEIPNOEIS TTOU WQPEAOUVTAI TTEPICOOTEPO KAl AUTEG TTOU

weeAouvTtal Aiyotepo atmd 1o CRM:

CRM kar e-CRM 56



= O1 emixeIpAoeIg TTOU wW@EAOUVTAI TTEPICOOTEPO ATTO TNV UAOTTOINCN MIAG
oAokAnpwuévng Along CRM eival ekeiveg ol oTToieG OUAAEyouv TTOAAQTTAG
OeDOUEVA OXETIKA PE TNV QYOPACTIKA CUUTTEPIPOPA TWV TTEAATWYV TOUG, OTTWG
givar  yia  TTapadelyua Ol XPNMOTOOIKOVOUIKEG KOl Ol  ETTIXEIPNOEIG
TNAETTIKOIVWVIWV.

= AvTiOeTa, ETTIXEIPAOEIS OI OTToiEg €ival AlyoTepo TBave va w@eAnBouv
atroé To CRM eival ekeiveg OTIG OTTOIEG O TTEAATNG OEV EPXETAI OE ETTAPNA PE TOUG
avBpwTToUG TOu TUAMATOG Tou marketing, n agia Tou TTEAATN €ival XapNAAR Kal O
TTEAATNG €YKATOAEITTEI EUKOAa TNV eTmixeipnon (huge churn). ETTIXEIPACEIC PE
TTEAATEG OI OTTOI0I £XOUV OMOIOUOPPESG AVAYKES Kal OXI dIAQOPOTTOINUEVEG, Eival
Aiyotepo mBavd va weeAnbouv amé 10 CRM Kal TO QvTioTpo@o, OTTwWG
TTapouciddetal oto dldypauua 2.11 uye ava@opd O€ OUYKEKPIYEVA €idn

ETTIXEIPAOEWV.

YynA , . :
qT b AEPOTTOPIKES ETAIPEIES dappuakeia
(=
5
S
c
R
wr
<
Mpatipia Beviivng BiBAloTTwAEia
Avaykeg TTEAATWV
XapnAn »

Opoidpoppeg Me peydAn
SiagpopoTroinon

Aiaypappa 2.11: Molog weeAgital repioodTepo amé Tto CRM

lnyn: MNpooapuoouévo arrd “Checkpoint tool” otnv ioTooeAida www.1tol.com rwv
Peppers kai Rogers Group.
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2.9.3. O1 kivduvol Tou CRM

H uAotroinon evdég CRM GuoTAUOTOG eVEXEI TEOTEPIG KIVOUVOUG yia pia
ETTIXEIPNON TOUG OTTOIOUG TTPETTEL VA ATTOQUYEl TTPOKEIMEVOU VO ETTITUXEI

ONUOVTIKG TTAEOVEKTAPOTA .

Kivduvog 1: YAoTmroinon Tou CUCTAMATOG XWpPig TNV TTapdAAnAn xdapagn
KATTO10G OTPATNYIKAG YIO TOUG TTEAATEG.

To CRM wg véo epyaAegio Tou management gival apkeTd deAeaoTiKO Kal
UTTOOXETAI TNV QuTOPATOTTOINON NG  dIadIkKaoiag  ATTOPAKPUVONG  HN
KEPOOPOPWY TTEAATWV KOl TNV TTPOCEYYION AUTWY TTOU TTPOCPEPOUV OTNV
emxeipnon uwnAd 1epIBwplo KEPOOUS. AUTO OUWG PTTOPED va TTITEUXOEI pOvOo
av n Emxeipnon €xel Xapdéel pia oTpaTtnyiky amoktnong Kai diatipnong
TTeAaTwv. MNMoAAEG eTTIXEIPAOEIC Bewpouv-Kal ag gival AdBog- To CRM attAd wg
TEXVOAOYIa Kal avaBEéTouv Tn BIAXEIPION TWV OXECEWV TTEAQTWY OTO TUAMA TWV
TTAnpo@opiakwyv cuoTnuatwyv (CIOs). Mia TexvoAoyia n oTtroia €mdpd OTOV
TTEAATN TTAVTA TTPETTEI VA eUOUYpAMICETal uE T OoTPATNYIKA marketing.

Apa Aoirtév TO TTPWTO PBAPa TTOU TIPETTEI VA YiVEl TTPOKEIMEVOU N
uAotroinon evég CRM ouoTAPATOG va gival ATTOTEAECUATIKY, €ival N xapagn uiog
oTPATNYIKAS TTEAATWV. Mia €TTIXEipNON TTPETTEI VA CEKIVA PE TNV ATTOQACN ME
TTOIOUG TTEAATEG €TTIOUMEI va dNUIoUPYROEl OXEON KAl PE TTOIOUG OXI Kal va BETEl
oToxoug marketing. ETmeidr) kdBe TTeAATNG £XEI DIOQPOPETIKEG QVAYKEG KAl
EMOUPieS, N TTeEAATEIOKA BAON MIOG ETTIXEIPNONG TTPETTEI VO XWPICETAI O€ OPADEG

TWV TTIO ETTIKEPOWV KAl TwV AIYOTEPO TTPOCOdOPOPWY TTEAATWYV Kal auTdg O
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dlaxwpPIoPOS va emiTuyXavetal yéoa atmo Tn diadikacia TG TUNPATOTTOINONG
(segmentation).
MNa TN xdpaén MIOG OTPATNYIKAG TTEAATWY, N ETTIXEIPNON KOAgiTal va
QTTAVTAOEI OTIG OKOAOUBEG EPWTAOEIC:
Mwg TPETTel va aAAGgel Tnv TTPOTACH QoG TTOU TTPOCYEPEI OTOUG
TTEAATEG, TTPOKEINEVOU va KEPDBIoE! TNV TIOTOTNTA TOUg (customer loyalty);
Mola Ba cival n TTpokUTITOUCA adia yia TAV €TTIXEIPNON €Aav au¢nbei n
TOoTOTNTA TWV TTEAATWV;
Méoo xpovo Kal xpApa ptropei va diabéoel oto CRM;
Mwg PTTOPEl Va €TTEVOUCEI TTEPAITEPW OTO «XTIOINO OXECEWV» HPE TOUG

TTEAATEG, XWpPIg va TTpoPei oe AAAa £€00a yia TEXVOAoyia;

Kivduvog 2: YAotroinon tou CRM Xwpig TNV aTTAITOUMEVN OPYAVWOIOKK
aAAayn.

To va uttdpxel M OTPOTNYIKA OTTAG  dev  €TTOpKEl.  XpelddeTal
AVOOXEDIOONOG TWV ETTIXEIPNUATIKWY OIOBIKACIWY TTOU OXETICOvTal PE TOUG
TEAATEG, ATTO TNV TOTTOBETNON £wg TNV eKTEAEON TNG TrapayyeAiog. AnAadn
XPEIACeTAl ETTOVATTPOCDIOPIOUOS TWV HETPWY OTTOd00NG, TWV CUCTNUATWY
QUOIBWYV, TWV TTPOYPAMMATWY EKTTAIOEUONG KATT. TTPOKEIMEVOU OAA auTtd va
QVTATTOKPIVOVTAl OTIG aVvAYKEG TwV TTEAaTwy. OAOKANPN n €tmixeipnon Pe Aiya
AOYIa ATTAUTEITAI VA ATTOKTHOElI TTEAATOKEVTPIKA QIAOCO®Ia KAl VO TPOTTOTTOINCEI

TNV ETAIPIKI) KOUATOUPA TNG AVTIOTOIXA.
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Kivduvog 3: YrepBoAikA Xprion Tng texvoAoyiag Tou CRM

[MoAAG oTeAéEXN eTTIXEIPAOEWY Bewpouv 6T TOo CRM TTpéTTel va oTnpieTal
o€ YEYAAo BaBuo oTov TTapAyovTa «TEXVOAOYIO». ZTNV TTPAYUATIKOTNTA OUWG Ol
okotroi evo¢ CRM OUCTAPOTOG MTTOPOUV va ETTITEUXOOUV XWwpiG MEYAAES
eTevOUOEIC o€ TeEXVOAoyia, KATI TTOU KOOTICel TTApa TTOAU, OAAG HEOW TNG
UTTOKIiVAONG TWV €PYadopévwV WOTE va Eival TTEPICOOTEPO EVIUEPOI YIA TIG
QVAYKEG TwV TTEAATWV. To TEXVOAOYIKO PEpPOG Tou CRM e€aptdtalr ammd Tn

OTPATNYIKA TTOU 0KOAOUBEI N TTIXEIPNON.

Kivduvog 4: «XTioIJo OXECEWV» ME dUVNTIKOUG TFEAATEG Ol OTroiol eV TO
€moOupouv

H emixeipnon pETTel va gival TTOAU TTPOCEKTIKH) OTNV ETTIAOYA TWV ATOPWYV
ME Ta oTroia «XTiem»uIa oxéon. H erévduon o€ évav duvnTIKO TTEAATN, O OTTOIOG
Ba cival KepdoPopog aAAd dev alioloyei BETIKA Tn oxéon PE TNV ETTIXEIpNON, Ba
gival partain. H amégaon Tng €mixeipnong yia 1o TTolIoug Ba TTpooeyyioel Kal
TTOI0UG OXI €CAPTATAI ATTO Tr OTPATNYIKI TOU TTEAATN TTOU AKOAOUBEI Kal 01 1T
T0 CRM 1TpOYypapua TTOU UAOTTOIE.

2T0 onueio autd Ba ATav XPAOIMO va ava@EPOUNE TOUG (POBOUG TTOU
ekppacovtal amrd 1TToANOUG, o1 OTToIoI TTEPIOTPEPOVTAl YUPW aTTO TO NTNUA TNG
TTpooTaciag TNG IVIWTIKOTNTAS. H apxITekTovikA Tou CRM e TIG TEPAOTIEG BATEIS
OedOUEVWY, PE eKATOVTADES TTEDIO Kl XIANIADEG EYYPAPEG, ATTOTEAEI TAUTOXPOVA
atmelAf yia evdexouevn TTapafiaon Tou TTPoowTTIKOU atmmoppntou. O TTeAATNG
TIPETTEI va TTANPo@opEiTal Tov akpIBr AGyo yia Tov oTToio GUAAEYovTal DEdOoPEVQ
OXETIKA ME aAUTOV, VO EVNUEPWVETAI PE KABE duvaTh AeTTTOMEPEIO YIa KABOE

MEANOVTIKR] XPAON auTwv Twv OedOPEVWY Kal IBIAITEPA yIa Ta AToua TTou Ba
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€Xxouv T0 dIKaiwua va Ta TTPOCTTEAAUVOUV KaBwWG Kal yia Toug Adyoug yia Toug
oTToioug Ba To emmIXeIpoUv. EEAAAOU, O TTEAATNG TTOU E€ival Oiyoupog yia Tnv
uTTEUBUVOTNTA TNG ETTIXEIPNONG ME TNV OTTOIO OUVEPYAETAl €ival TTAVTOTE KAl O

KaAUTEPOG TTEAGTNG .

2.10. Th xperaderal yia Tnv emruyia evog CRM cuoTtiuaTog

2.10.1. Ta 4 P’s Tng emtuxiag Tou CRM

H TtexvoAoyia atroTeAei avatrooTTacTo KOUUAT! EVOG ouoTruaTog CRM Kai
evioXUel TNV atToTeAeoUaTIK Aciroupyia Tou. QoTO00, UTTAPXOUV KATToIa GAAQ
Béuarta TTou TTPETTEl va TTPOCELEI N ETTIXEIPNCN OTAV UIOBETE éva TETOIO OUCTNUA,
TIPIV KATOANEEI OTNV TEXVOAOYIKN TTAAT@OpUa oTnv oTroia 6a BacioTei To CRM.
O1 TTapdyovTeG OTOUG OTTOIOUG TTPETTEl VA ECTIAOEI N ETTIXEIPNON OTTOTEAOUV T
Téooepa “P’s” TNG EMITUXIOG TOU GUGTANATOS  :

© 21patnyikég oxediaopog (Planning)

O oTpaTnyIKOG OXEDIAOUOG Eival O ONUAVTIKOTEPOS TTapAyovTag, Hadi e
TOV avBpwTTIvOo TTapdyovTa, TTou odnyei éva CRM ouoTtnua oTtnv emituxia. Mia
oAokAnpwuévn oTpatnyikfp CRM atréxel Kartd TTOAU atroé TV €yKataoTaon Piag
amAAg  Auong CRM. AvriBéTwg, agopd otnv  avadiopydvwon  Twv
ETTIXEIPNPATIKWY  OIadIKACIWY ME TTPOCAVATOAIOMG OTov TTEAATN KAl oTnv
ohokANpwon Twv front kai back office. Atrairei aAAayr) KOUuAToUupag atrd Ta
TTapadooiokd PovTéAa €0Tioong OTO TTPOIOV 1) TIG SIAdIKATIEG TWV AEITOUPYIKWV

TUNUATWYV TNG ETTIXEIPNONG Kal péoa atrd Tnv TTPOCEAKUCH Kal dIaTAPNoN Twv
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Mo KEPOOPOPWYV TTEAATWY, OPIOOETEI VEOUG GPOUG yIa ETTITEUEN AVTAYWVIOTIKOU
TTAEOVEKTAMOTOG.

Katd mn didpkeia Tou oTpaTtnyikou oxedlaopou kabopifovtal To dpaua, ol
OTOXOI, N OTPATNYIKA KAl Ol TIOAITIKEG. Z€ KABE éva atmd autd eUTTAEKETAI APECA
10 CRM. Omtwg og K&Be TTpooTTABEIa OTPATNYIKOU avaoXedIQOUOU, £TC1 KAl N
uAOTTOINCON MIOG ATTOTEAECMATIKAG OTpaTnyIKAG CRM JiémmeTal amo TIG €ENG
apxéce:

KABOPIOWOG TWV ETTIXEIPNMATIKWY  OIadIKACIWY TTOU €TTNPEACOUV  Kal

€EUTTNPETOUV TNV AAANAETTIOpACN PE TOUG TTEAATEG

AVOOXEDIOOPOG TWV TTAPATTAVW dIadIKACIWY WOTE va TTpocavaToAifovTal

oToVv TTEAATN

AvaOoXeOIOONOG TOU CUCTHHATOS TTAPaKOAOUBNONG TNG ETTIXEIPNMATIKAG

TTOPEIag PE 0TiAON OTAV £EUTTNPETNON TOU TTEAATN

evBdppuvon TNG ETIKOIVWVIOG MHETALU Twv epyalopévwy  oTo  idIo

AEITOUPYIKO TUAMO OAAG KAl 0TO OUVOAO TNG ETTIXEIPNONG Kal didxuon NG

@INoco@iag OTI he TNV TTWANON €vog TTPOIOGVTOG 1 MIAG UTTNPETIAG,

«TTWAEiTaN id1a N ETTIXEIPNON

déopeuon TG dloiknong

aglotroinon TnNG TTANPOQOPIAg yia Tov TTEAATN aTTd OAa Ta TUAMOTA TNG

ETMIXEiPNONG Kal 0x1 uévo atod To front office.

Mo Tnv uAoTtroinon piog CRM oTpaTnyIKAG TTPETTEN va An@Bouv utr’ oyiv
atré TNV €TMIXEIPNON O EEAC TTAPAYOVTEC™Y:

8 Aiaxeipion yvwong (knowledge management)
2T0 KEVTPO TNG UAOTTOINONG MIOG TETOIOG OTPATNYIKAG €ival n atTOKTNON

Kal N av@Auon TTANpo@opiag oXeTIKAG e TOV KABE TTEAATN.
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§ Zuyxwveuon Twv Bdoewv dedopévwy (database consolidation)

O mmapdywv autog apopd 0TN CUYKEVTPWOT TWV TTANPOPOPIWY O JIA KAl

pMovadikfy Bdon Oedouévwyv TTPOKEINEVOU KABE aAAnAemidpaon HE Tov

TTEAATN va gival KaTtayeypaupévn o€ éva PEPOG.

8§  OAOKApWON TWV KAVAAIWY KAl CUCTNUATWY ETTIKOIVWVIOG JE TOV TTEAATN

(integration of channels and systems)

ESw MIAGuE yia TNV avTaTtoKpIion oTov TTEAATN MéCa a1md TN XPron

KAVOAIWV ETTIKOIVWVIAG TNG OIKAG TOU ETTIAOYNG Kai 0€ GUVOUAOUS PETAEU

Toug. ETTiong o mmapdyovtag autdg a@opd otnv oAokAnpwon tou CRM

ME AANEC EQAPUOYEG TNG ETTIXEIPNONG KAI ETTIXEIPNUATIKA CUCTHUATA TTOU

non utrdpxouv(tr.Xx. ERP, e-commerce epapuoyEg KATT.)

§ TexvoAloyia kai uttodoun (technology and infrastructure)
O Trapdyovrtag autdg TrepiAapBdvel Ta aTAITOUUEVA, YIA TV UAOTTOINON
Miag CRM oTtpaTnyIkng, TEXVOAOYIKG epyaAcia.

§8 Alaxeipion aAaywy (change management)

H amoteAeopatiky  diaxeipion TG aAAayng TtnG  @IAocoQiag Tng

ETIXEIPNONG  TTPOG  MIO  TTEAATOKEVTPIKA Oewpnon, aTtToTeAEl  TTOAU

ONMAVTIKO TTAPAYOVTA TTOU TTPETTEI va An@OEi uTTOWn Katd TNV UAoTToinoN

NG oTpaTtnyikng CRM.

H uAotmroinon piag otpatnyikic CRM akoAouBei Ta «POVOTTATIO» TNG
OPYQVWTIKNAG avadidtagns TTou ouvioTd To d1EBvEG TTpdTuTtro ISO 9001 Tou 2000.
O1 évvoieg Tou avaoxedlaopou, TnG TTEAQTOKEVTPIKAG QIAOCOQIAG Kal TNG
ouveXoug TTapakoAoubnong TnG ETIXEIPNMATIKAG TTopeEiag PAcel  OEIKTWV
ETIXEIPNUATIKAG  aTTOd0o0NG, OTTOTEAOUV T KUpia oToixeia Tou OleBvoug

TTPOTUTTOU Kal TauTOXpova Bacikd cuoTtatikd evog CRM cuoTiuaTog.
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€ AvBpwTivog Trapayovrtag (People)
MNa Ttnv atroteAecuariky uAotroinon e&vog CRM OuoTAPOTOG, QTTAITEITAI N
EMTTAOKN, MEOW uTTOKiVNONG, OAOU TOU TTPOOWTTIKOU OTNV TTPOCTTABEID QUTH.
XpeladeTal ekTTaideucn Tou TTPOCWTTIKOU yia atrdékTnon O€gIoTATWY O Béuarta
€EUTTNPETNONG TTEAATWYV KOl AVTATTOKPIONG OE TEXVOAOYIKEG OAAQYEG TOU HEXPI
TwpPa TPOTTOU epyaciag Toug. O avlpwITTIVOG TTapAyovVTag HIOG ETTIXEIPNONG Eival
auTdG TTOU dNMIOUPYEI OXECEIG ME TOUG TTEAATEG yI' AQUTO Kal XPEIAdeTal 1IDI1AITEPN
TTPOCOXH OTOV TPOTIO PE TOV OTTOIO Ol EpyadOuEvol AAANAETIOpOUY, £TTNPEAlOUV
Kal €EUTTNPETOUV TOV KABE TTEAATN.

© Alodikaoia (Process)
Xpeladetal TTPOoEKTIKN UEAETN TNG dladikaciag Tou CRM, dnAadr Tou TpOTTOU
TTpooéyyiong Twv TeAatwyv. Méoa amd ™ xprnon diaypapudtwy pong (flow
charts), diaypaupdaTwy WyapokdkaAou (fishbone diagrams) kal GAAwV epyaAgiwy,
TIPETTEl VO YVWOTOTTOIEITAI 0€ OAOUG OTNV ETTIXEIPNON TO TTWG CUAAEYETAI N
TTANPOQOPIa YIa TOV TTEAATN, TTWG UTTOPEI N ETTIXEIPNON VA TNV ETTECEPYAOCTEI KATT.

€ Texvoloyikn uttooTthpign (Platform)
E@ooov éxouv AneBei utr’ dwiv OAoI oI TTPOavAPEPBEVTEG TTAPAYOVTEG ETTITUYXIAG
Tou CRM, n &mixeipnon KataAnyel oTov TTPOcdIopIond TnG ATTAITOUMEVNG
TEXVOAOYIKAG UTTOOTAPIENG. 2TO ONMEio auTd €TTIAEyETAl TO AOYIOMIKO €KEIVO TO

oTTOi0 TaIPIAdel oTn AEITOUpYia Kal TOUG TTEAATEG TNG ETTIXEIPNONG.
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2.10.2. “Customer relationship leadership (CRL)": é&va povrtéAo 1ToU

odnyei To CRM oTnv emiTuyxia

MNa TNV atmmoteAeouartiky) uhotroinon evog CRM CuOTAPATOG aTTAITEITAI Va
yivouv aAAayEég OTIG ETTIXEIPNMUOTIKEG OIOdIKATIEG, TO AVOPWTTIVO CTOIYEIO, TNV
TEXVOAOYia, TO OTUA TNnG dloiknong KATT. Mpokeiuévou AoImmév ol epyaldduevol va
0exbouv opaAd TIGC aAAayég autéc kal To CRM va uAotroin®egi pge tov TTIO
ATTOTEAEOUATIKO TPOTTO, £XEI TIPOKUWEI N avAykn UTTapéng OTIG ETTIXEIPAOEIS TOU
«ny€étn mmeAatwv» (customer leader) Kai EQapPoyAS TOU POVTEAOU NYETIOG OTIG
Ox£0€IC PE TOUG TTeAATEC (customer relationship leadership)®. Ymdpyouv Tpia
Baoikd XapakTnPIOTIKA OTOIXEid TOU MOVTEAOU auTOU TTou TTPETTEI va AdBel
utTOéYn TNG N ETTIXEIPNON TTPOKEIMEVOU va ETTITUXEI TOUG 0TOXOUG Tou CRM. Ta

oToixeia autd aAAd kal 6Ao To povTéAo CRL TTapoucidletal oTo didypauua 2.12

TTAPOKATW.
)
YmooTtnpign
HETA TNV Texvoloyia
ThAnon 21oixeia Ymokivnong
— —
s Epyadopevol . 0
o MpoowTrikég MepiBaAAov —
N ~
E&aTtopikeuon Kaivotopia
— —

Aiaypappa 2.12: OAokARpwon Tou CRM kai Tou CLM

Ta 1pia Baoikd xapakTnpioTIKA Tou povTéAou CRL cival Ta €€AG:

1. TexvoAoyia (Technology)

O nyéTng Twv Ox€oewv TTEAATWV TTPETTEl VA ToViCel TO onuavTIKG POAO TNG

TTANPOPOPIOKNG TEXVOAOYIOG OE HIa ETTIXEIPNON. ATTO TNV TTAEUPd TOu TTEAATN, N
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XPNon TngG TEXVOAOYIag CUVEICQEPEI OTNV KAAUTEPN €CUTTNEETNON KAl CUVETTWG
TN MEYAAUTEPN IKAVOTTOINOT TOU. ATTO TNV TTAEUPA TNG ETTIXEIPNONG, N TEXVOAOYyia
TTPoo@épeEl TN OUVATAOTNTA AVAYVWEICNS TWV TTI0 KEPOOPOPWY TTEAATWYV Kal
€oTiaong Tou KatdAAnAou epyaldpevou oOTnv €EUTTNPEETNON TOU KATAAANAoOU
TTEAATN.

2. Opyavwoiako mepiBariov (Organizational environment)
Ocoov agopd oTo opyavwolakd TrePIBAAAOV, €pyo TOu nyéTn eival va
OnNMIOUPYROEl Kal va d1adwael £va KoIVO Opaua JECa OTnV €TTIXEIPNON Kal va
EVOUVOUWOElI TOUG €PYACOMEVOUG YIO CUMMPETOX OTn AQWn OTTOQACEWV.
Xpeladetal va dwoel 0Toug €pYalOUEVOUG, AVECAPTHTOU IEPAPXIKOU ETTITTEDOU,
TNV €AeuBepia yia dpAon TTPOKEINEVOU AUTOI va «XTICOUV» OXEOEIC (WG KE TOV
TTEAATN Kal va gival uTTEUBUVOI yIa KABE atToTEAETUA.

3. Kaivorouia (Innovation)
H avamrtu¢n kaivotopiwyv divel Tn duvaTtdTNTa OE I ETTIXEIPNON VA BPioKeTAl
MTTPOOTA ATTO TOUG AVTAYWVIOTEG TNG KAl va dnUIOUPYEN ICXUPA EUTTOdIa £10000U
o€ évav KAGS0%. O nyéTng Twv oxEoEwV TTEAATWV PIOG ETTIXEIPNONG, dNUIOUPYEI
opGdeg aTtdéPwyv 01 oTToieg epyddovial OUAAOYIKA, TTapéXOVTag TOug TN
duvatoTnTa €AeUBePnS ékPPaAong YVWHNG. AAWOTE oI KOAUTEPEG 10€EC €ival
QUTEG TWV ePYalopévwy TTOU UTTOPOUV va odnyrnoouv OTnV avdaTiTuén MIOG
KaIvoTouiag.

MoAU onuavTikd péAo oto povtého CRL Ttaidel n évvola Tng utrokivhong
(mativation). '/EOTW Kal av OTOUG €PYalOUEVOUG €XEl TTPOCPEPOEI N KaAAUTEPN
TEXVOAOYia, TO KaAUTEpOo OuvaTtd TePIBAAAOV yia Opdon kal n  UTTapén
KaivoTopiag, &ev PTTOPOUV va TTPOC@PEPOUV TTOAAG av dev €XOuv Kal Tnv

avaykaia utrokivnon atrd TTAEUpdg nyETn. “O1 NYETEG TTPETTEI VA JETATPETTOUV TIG
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TTPOCWTTIKEG TOUG afiec ae dpdon”®?

dladikaoiag uhoTroinong Tou povtédou CRL.

2.11. Métpnon TnG amroreAeouatikotTnTag piag CRM oTparnyikng

2.11.1. CRM Scorecard (Mivakag A§ioAéynong CRM)

Kal Oxl va eival atrAoi TTapatnentég TNG

O Tmivakag agloAdynong tou CRM aTtroteAei éva XPpAOIMO €PYOAEio

METPNONG TNG ATTOTEAECUATIKOTATAG TNG £pappoyns Miag CRM oTpatnyikng.

Metagppdlel T oTpartnyikil CRM piag emixeipnong o€ Opoug  KpioIuwv

TTOPAYOVTWY ETTITUXIOG Kal UETPAOEWV TNG eTmidoong tou CRM. Metpd Tnv

etmidoon TNG oTpatnyikng Tou CRM Bdoel Teoodpwyv agdvwyV eKTEAEONG QUTAG

NG oTPaTNYIKAC®S:

XPNUOTOOIKOVOMIKI) TTAEUPA: HETPA KATA TTOCO OI XPNUOTOOIKOVOUIKOI
oTOXOI TNG oTPATNYIKiG CRM etTiTuyxdavovTal yia KABE TUAPA TTEAATWY .
MAeupd Twv TTEAATWYV: PETPA KATA TTOOO ME Tn oTpartnyikly CRM Ttrou
uAoTTolEiTal, ETTITUYXAVETAI N CUMTTEPIPOPA TTOU €TIOUEITalI yia KA&Be
TMAMO TTEAQTWV.

MAeupd Twv AsiToupyiwyv: PETPA KATA TTOCO 01 BACIKES DIAdIKATIEG TTOU
METATPETTOUV TIG OUVATOTNTEG MIAG ETTIXEIPNONG OE agia yia KABe TuRua
TreAaTwyv dIEUKOAUVoVTal e TN oTpaTnyik CRM.

MAcupd avBpwTTivou duvapikoU/ TTANPOPOPICKNG TEXVOAOYIOG: METPA
Katd TO00 UTTAPXOUV Ol TEXVIKEG YVWOEIS TTOU UTTOOTNPI(ouV Tnv

ATTOO00N TWV TTAPATTAVW AEITOUPYIWV YIO KABE TUAUA TTEAQTWV.
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Mapdadeiypa Trivaka agloAdynong CRM Ttrapoucidletal 010 dIdypappa

2.13
MeAdTeg
MAgupd Tou Trivaka agioAdynong mou Ti rpétrel va emiTeUYO<i yia KAOE TTAEUPG
METPATOI (CRM Success Factors)
(CRM Scorecard Perspective)

Xpnuatooikovopikn (financial) - MeyioTommoinon agiog eTTIKEPOWYV TTEAATWV
(CLV)
MeyioToTroinon o1aTNPNCIUOTNTAG
(retention)

MeAarelakr (customer) - MeyioTomoinon digicduaong otnv ayopd
MeyioToTTOinON IKAVOTTOINONG TTEAGTN

Marketing (operations) - MeyioToTroinON ATTOTEAEOUATIKOTNTAG TOU
marketing

MwAnoeig (operations) - MeyioToTroinon  TTapPAywyIKOTNTAG  TWV
TTWARCEWV

E¢uttnpétnon (operations) - MeyioToTroinon moIdTNTOG EEUTTNPETNONG

AvBpwtTIivo SuvapIKG /TTANPo@opIaKr TeXVOAoyia - AU&non IkavoTtroinong

(people /IT) - AU&non oTPaTNYIKWYV TTAEOVEKTNUATWY

Airdgypappa 2.13: Mapddeiypa rivaka agioAéynong CRM

2.11.2. MAgovekTApATA ATTO TN XPNOMN TOU Trivaka a§ioAéynong Tou
CRM

Ta TTAEOVEKTIUATA TTOU TTPOCQEPEI N XPNON Tou TTivaka agloAdynong Tou
CRM ¢ival Ta €€AG:
MeyaAUTtepn cUPTTVOIA JETAEU TWV NYETWVY TTOU KaBopifouv Tn oTPATNYIKA
CRM.
ATTOTEAECUATIKA ETTIKOIVWVIQ Kal Katavonon TG oTpatnyikig Tou CRM o€
OAn Tnv €TTIXEIPNON.

Anpioupyia TToAUdIGOTATNG GTTOWNG TNG aTTdédoong Tou CRM.
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EuBuypdupion TnG €1IXEipPNONG ME TOUG PACIKOUG TTAPAYOVTEG-“0dnyoug”
TNG €mITUXiag Tou CRM.

ATtroTeAeopaTIKn dlaxeipion Tng emmiTuyiag Tou CRM péoa armd tnv mapoxn
aKpIBOUG eTTAvVATTANPOPOPNONG TTAVW O€ BEPATA OTPATNYIKNS aTTOd00NG TOU
CRM

Au¢non Twyv duvatoTATwy TTPORAeWnS TNG atrdédoong Tou CRM.

2.11.3. Bpara avarmrugng Tou mivaka agioAdynong tou CRM

MNa v avarmTuén Tou TTivaka agloAdynong Kal TV QATTOTEAECUATIKA
gpapuoynl Tou OTn MPETPNON TNG atrdédoong TG oTpatnyikAg Tou CRM,
atraitouvTal Ta akOAouBa TTéEvTe Bripara:

1. Ka@opiouog tng orparnyikns rou CRM

ApxIKA TiBevtal ol OTOXO! KAl Ol AVTIKEIUEVIKOI okoTtroi Tou CRM Kal
OIEUKPIVICOVTal Ol TPOTTOI PE TOUG OTTOIoUG Ba eTTITEUXBOUV 01 OTOXOI QUTOI.
XpAoIho epyaAeio xapagng Tng oTpatnyikng CRM atroTteAei O «XApTNG
otpatnylikig CRM (CRM Strategy Map)». [Mepiypapua autou Tou «xXAaptn»

@aiveTal oTo dIAYPAPMG 2.14 TTapaKATW.
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MeAdreg <: MpéTaon
agiag

MapdyovTag emITUYXiOGg

XPNUATOOIKOVOMIKA
Meyioromoinon kepdogopiag

meAdTn

T

NeAGTNG MapdyovTag emITUYXiOg
Meyiororroinon ikavorroinong meAarn
AtroteAéopata 1
«Odnyoi»
ATTOTEAECUATWV
{} MapdyovTeg emTuyiog marketing, TTWARCEWYV,
eSutTNPETNONG
Acitoupyieg Meyiorormroinon amoreAsouarikornrag Kai
amoSoTIKOTNTAS AEITOUPYIWV
T KavdAia eTikolvwviag
- E-mail
i Mapdyovtag emiTuxiog - www
Avlpwrivo C fax
Suvapiké/ Meyioromroinon SuvaroriTwv avlpwirivou i
n.T. duvauikou * TnAépwvo

KavdAia eTikolvwviag

Aidgypappa 2.14: Mepiypappa «xdpTn oTparnyikig CRM»
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2. EmAoyn orparnyikwyv perprnoswyv rou CRM

AQoU €xel ohokANpwOei 0 «xdpTng» Tng oTpatnyikig Tou CRM, T1O
eTTOPEVO BAPA €ival N €TTIAOYN TWV PETPACEWY TNG atTddoong KABE TTapdyovTa
emruxiog. O apiBudg Twv MPeTPACEWV TToU Ba  epappooToUV dev  gival
OUYKEKPIUEVOSG Kal €CaPTATAI ATTO TOUG OTOXOUG TTou B€Tel n eTmmiyeipnon. Ol
METPAOEIG aTTEIKOVICOUV TNV atrdédoon Twv TTapayovIwy ETTITUXIAG yia KAOe
KAvAAl €TTIKOIVWVIAG PE Tov TTEAATN. To TeAIkKS BAPa oTrp ©Acn auth €ival n
€AoY Twv OTOXWV a1rddooNnG yia KABe oTpatnyikn pETpnon Tou CRM.
Mapadeiypata TETOIWV PETPAOEWV TTapouaiddovTal 0To Sidypauua 2.15

Agia d1dpkelag {wnig TTeAATN

Xpnuotooikovopikd(Financial) =—————————— (XPNHOTIKES HOVABES)

] MooooT6 diarnpnoipdTnTag(%0)
MeAdrng(Customer) —>  BaBud¢ IKavoTroinong(%)

-BaBudg peTatpo1rig TWARCEWV
yio KdOe kavdAl etrikoivwviag(%)

Aertoupyieg(Operations) —>  _“Eoco&da Kal KOOTOS
TWANCEWV(XPNHOATIKEG HOVADEG)

- EtriTredo e§utrnpéTnong yia kade
KavdaAl e§utrnpérnong(%)

. . -BaBuég IkavoTroinong Twv
AvlBpwymveo duvapiké/ MN.T > spyalopévwv(%)

(People/ IT) - AsikTng TTPdOPRAONG OF
mAnpogopia CRM(%)

Adypappa 2.15: Agikteg ardédoong yia KABe TrapdyovTa TTITUXIOG
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3. 2uvdeon TwWV TAPATTAVW METPHOEWYV HE TA METPA ATTOOOONS KAOE
THAMATOC, ouadag Kal UEHOVWUEVWY epyalOuEvVwV

OTtav oAokAnpwBei To BAPa 3, dnuIoupyEiTal Evag I0XUPOG OECUOS HETAEU

TWV €PYACOPEVWV TTPWTNG YPAPUAG TTOU AQUPBAVOUV KABNUEPIVEG ATTOPACEIS

oTnV ETTIXEIPNON, TWV £PYACONEVWYV KAl TG OTPATNYIKAGS attédoong Tou CRM.

4. 2uvdeon tng pérpnong tng amodoong rou CRM pe tnv KouAroupa
NS emixeipnong

MNa T peyioTotroinon TG atrdédoong TNG XPNoNG Tou TTivaka agloAdynong

Tou CRM xpeidletal autdg va attoTeAéoel HEPOG 0AOKANPNG TNG KOUATOUPAG TNG

emyeipnong. MNMpokelpévou Jia €TTIXEIPNON va €ival E0TIOOUEVN OTR OTPATNYIKA

Tou CRM (CRM Strategy-focused) atraiteital Gueon ouvdeon TwV PETPACEWV

Tou TTivaka agloAdynong tou CRM ue 1a ouoTipata d1oiknong Tng ETTIXEIPNONG.

Autda TTEpIAapBAvouy: Tnv €AoY Kal TTPOcANWN avepwTrivou dUVAMIKOU, Thv

eKTTai®EUON, TNV avayvwpion TNG atrdédoong Kal TNV avTapolfr, TNV ETTIKOIVWVIa

Kal TEAOG TN ouvexn BeATiwon.

2.11.4. “ Strategic Six Sigma”: Mia pefodoAoyia ocuvexoug BeAtiwong

H peBodoloyia Twv “6 oiyua” atmmoteAei pia pebBodoloyia péTpnong Tng
amodoong uiag dladikaciag Pe OKOTO Tn ouvexr PBeAtiwon. KuploAEKTIKA
OnNMaivel va unv IKAVoTToIinBouv ol aTTaITAOEIS TWV TTEAATWY JOVo 3,4 QopEG OTO
EVa EKATOUMUPIO TWV TTPOCTTABEIWV TNG ETTIXEIPNONG. PAKTIKA onuaivel cuvexn
BeAtiwon Tng péong amodoong kal TNG dlakuuavong Tng amodoong HIog

ETTIXEIPNONG OTNV TTPOCTTABEI TNG VA IKAVOTTOINCEI TOUG TTEAATEG TNG.
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H mpocéyyion Twv "6 oiyua” avarmtuxbnke yia TpwTtn @opd oTnv
emmxeipnon Motorola ota péoa Tng dekaeTiag Tou 1980. Tn dekaeTia Tou 1990,
GAAeg emixelpAoelg O0TTwg n General Electric evowudtwoav oTnv TTPooéyyion
Twv “6 oiyna” kal dAAeg peBodoloyieg ouvexoug BeATiwong OTTwg n dloiknon
oAIkig TroidtnTag (Total Quality Management-TQM) kal 0 avaoxedlaouog
emyeipnuaTikwy diadikaoiwy (Business Process Reengineering-BPR).

2Ta TTAdiol TNG peBodoloyiag Twv 6 oiyua, uttdpyouv OUO HOVTEAQ
BeATiwong Ta oTToia Ba £€ETACOTOUV AVOAUTIKG:

1. DMAIC povréAo

To MoOvTéEAO aQUTO €@ApPOleTal yia va BeATiwoel TRV amoédoon Twv

UTTaPXOUOWYV  OIOBIKOCIWY KAl  OTTOTEAEITAl ammd  TTévie  PBAuAta  OTTwG

TTapouciagovrtal oTo didypapua 2.16

Brua povréAou DMAIC AVTIKEIUEVIKOS OKOTTOS KAOs Briparog

1. KaBopioudg(Define) KaBopiopdg g mlavétnTag BeAtiwong Tng
dladikaaiag

2. Métpnon (Measure) Métpnon Tng Tpéxoucag amodoong TnG
dladikaaiag

3. AvdAuon (Analyze) KaBopiopydg Twv aAmwv NG “@TwxNS”

amoédoong Tng dladikaaiag

4. BeAtiwon (Improvement) Y100€éTnon aAAaywv 1ou Ba BeATILWOOUV TV

ammoédoon Tng dladikaaiag

5. ‘EAeyxog (Control) ‘EAeyxog yia ouvexr) BeAtiwon Tng amédoong

NG dl1adikaaoiag

Aidgypappa 2.16: To povrého DMAIC
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2€ KABe éva armmd Ta PriUOTa TOU TTAPATTAVW MOVTEAOU uloBeTOUVTAI
EPYAAEIQ OTATIOTIKNAG KAl TEXVIKEG TTPOKEIMEVOU VA avaAyVWPICTOUV Ol AITIEG TWV
TTPoBANUATWY atTddoong uiag diadikaoiag Kal va eMAExBouv ol Auceig TTou Ba
EMTUXOUV TOUG OTOXOUG PBeATiwong. TéTola epyaleia yia kdBe oTddio Tou

MovTéAou TTapoucidalovtal oTo didypauua 2.17

Bruara povréAou DMAIC EpyaAsia DMAIC
1. KaBopiopdg(Define) - “Xéptng €pyou” 6 oiypa (Project
charter)
2. Métpnon (Measure) - loTtoypaupua (Histogram)

Mivakag Pareto (Pareto Chart)

3. AvdAuon (Analyze) - Aldypapua aimiag-
atroteAéoparog(Cause-effect diagram)
2uoxétion (Correlation)

AvdAuon tTraAivopopnong (Regression

Analysis)

4. BeAtiwon (Improvement) - Benchmarking

5. 'EAeyxog (Control) - AvdAuon petpricewv  ouoTnudTWv
(MSA)

Aidgypappa 2.17: Epyalgia Tou povréAou DMAIC

2. To povréAo DFSS (Design for Six Sigma)

To poviéAo DFSS eoTidlel o€ dUO TTEPITITWOEIS EQAPUOLOVTAG TEXVIKES
oxedlaopou / avaoXediaouou dladIKkaoiag :
A) oTn BeATiwon utTapxouowv dIadIKACIWY OTIG OTToieg TO JovTéAo DMAIC dev
gival apkeTd yia va TTETUXEI TA TTPOCOOKWEVA ETTITTEdO ATTOdOO0NG.

B) otnv avarmtugn diadikaoiwyv 6Tav auTtég dEV UTTAPXOUV.
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2.11.5. CRM scorecard ka1 Strategic Six Sigma

2uvduddovTag TIG dUO peBodoAoyieg Tou TTivaka agloAdynong tou CRM
Kal Twv «6 oiyya», n emimTwon otnv emTuyia Tou CRM egival peydAn. 210
d1dypappa 2.18 TTapouciddeTal 0 ouvOUAOTIKOG TPOTTOG TWV dUO eBodOoAoYIWY

ME OKOTTO TN PEYIOTOTTOINON TNG a1mddoons Tou CRM o€ pia eTTixEipnon.

EmiAoyn perpiioewv CRM
mpOog BeATiwon i !

CRM Strategic Six
Scorecard Sigma

BeATiwon Twv HETPHTEWV &

Aidgypappa 2.18: OAokARpwon CRM Scorecard-Strategic Six Sigma

2UPQWVa PE TO TAPATTAVW OXAMO OPXIKA EQAPPOZETAl O TTIVOKOG
aglohdoynong tou CRM kal TTPayPATOTTOIOUVTAl Ol OVAAOYEG HETPNOEIC TWV
TTapayoviwy emmiTuxiag. Otav ol HETPROEIS AUTEG ATTEXOUV aTTO TOUG OTOXOUG
amodoong Kail apa  xpeiddovrtal BeATiwon, €QapuUOleTal n TEXVIKAR TwWV «6
oiyho»Kkal Twv JovTéAwyv BeATiwong DMAIC kai DESS. 210 TTAQicIo auTto TiBevTal
0l OTOXOI BeATiIWONG Kal ETTIAEYETAI YIO OMAdA OTOPWY N OTTOId OKOTTO €XEl va
QVOKOAUWEI TIG PICIKEG AITiEG TNG “@TwXNS” atrdédoong Tou cuoTiuaTog. Me Tnv
UI0BETNON TWV TTAPATTAVW MOVTEAWV BEATIWONG €EUTTNPETEITAI N €UPECN TWV
A0oewv ekeivwv TToUu Ba au¢ioouv Tnv atroteAeopaTikdéTNTa Tou CRM o€ pia

ETIXEIPNON.
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Ta kupioTepa o@EAN ammd  HIa TETOIO OAOKANPWMEVN TTPOCEYYIoON
agloAdynong TnNG ammoTeAeoPATIKOTNTAG TNG OTPATNYIKAG Tou CRM ¢ival Ta £EAG:

@ EUkOAN avayvwpion TwWV OnNUEiwy eKEVWV TNG OTPATNYIKAS Tou CRM TTOU
xpeiacovrai BeAtiwon.
B 31OxeEuOn TWV ETIXEIPNOIOKWY TTOpwWV Kateubegiav oTtn  diadikaoia
BeATiwong Tou CRM.
@ EUkOAn avayvwpion Tng ETMITTTWONG TNG TTPOCTTABEIag BeATiwoONG TOu
CRM.

@ ETmiteuén Tng péyiotng atmmodoong emévdouong o CRM (ROI).
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KE®AAAIO 3

TO TPANEZIKO TOMNIO KAl H ZHMAZIA TOY CRM

Me Tnv KaBIEPWON TOU EVIAIOU VOUIOUOTOG KAl TNV €i0000 TNG XWPAG HOG
otnv Eupwdwvn, o1 EAANVIKES TPATTECEG APXIOAV va AEIToupyoUv o€ €va €viova
AvVTaYyWVIOTIKO TTEPIBAAAOV, OTO OTTOIO N KATAvONOoN TWV avayKwyv Tou TTEAATN, N
Aaueon avTatmokpIon OTIG AVAYKESG TOU Kal N dnuIoupyia PIag Hakpdg oxEong Jadi
TOU, QTTOTEAEI Kpiolun TTPOUTTOBECN ETTITUXIOG VIa TIC TPATTECEG, KABIOTWVTAG
ETTITOKTIKI TNV avaykn yia d1apBpwTIKEG aAAayEG Tou TPATTECIKOU OUCTAMOTOG.
EidIkd o éviovog avraywviouodg TTou €KONAWVETAI OTOV TOMEA TNG AIQVIKAG
TpaTTeCIKNG (retail banking) @épvel TIC ETTIXEIPHOEIC AVTIMETWTTEG YE MIA OEIpd
OTPATNYIKWYV TTPOKARCEWY OTIG OTTOIEG O1 ETTIXEIPNOEIG TTPETTEI VA AVTATTOKPIBOUV
HE Tov KaAUTEPO duvaTd TpoTTor.

Méoa atrd Tnv uloBETNON Kal €QApUoyr KATAAANAWY TTEAATOKEVTPIKWV
OUCTNUATWY oI TPATTECEG ONUIOUPYOUV OTEVOTEPEG OXECEIG E TOUG TTEAATEG Kal
BETOUV TIC TTPOUTTOBETEIG VIO POVIMOTEPEG CUVEPYATIEG KAl TTAPOXH UTTNPECIWY
TTPOOTIOEPEVNG agiag o auTous. Tautdxpova eEac@ali(ouv Tnv 600 To duvaTdv
TaxuteEPN Kal TTANPECTEPN €CUTTNPEETNON TWV UQICTAPEVWY KAl dUVNTIKWV
meAatwyv. Méoa amd TNV €QAPUOY MIOG TTIO OTTOTEAECUATIKAG OPYAVWTIKAG
OOUAG, TNV EVOWMATWON OE AUTAV VEWV TTANPOQPOPIAKWY CUCTANATWY Kal TNV
TpowONon TNG NAEKTPOVIKNG Tpatredikng (e-banking), o1 ETTIXEIPHOEIG
TIPORaivouv 0€ UEIWON TWV AEITOUPYIKWY TOUG dATTAVWYV. EKUETAANEUOUEVES TIG

duvaTOTNTEG TTOU TOUG TTPOOQEPEI N XPrion Tou AIadIKTUOU XapAoOOouv Tnv
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KATAAANAN oTPATNYIKN YIa TTPOCEPOPA XPNMATOTTIOTWTIKWY UTTNPECIWY OTO XWEO

auTo.

3.1. Avaykn s@apuoyng Tou CRM oTo oUuyXpovo TpATTESIKO XWwpeo

Mpwtapxikd pPOAO OTO OUYXPOVO  XPNMATOTTIOTWTIKG  oUCTNUA
dladpaparifel o TTEAATNG, KABWG o1 idIEG 01 TPATTECEG avayvwpilouv TTWG N
TTPOODdOG TOUG OUVOEETAl APECA WE TNV IKAVOTIOINCOT Tou TTEAATN Kal TN
duvaToTNTA EUKOANG TTPOCAPUOYNAG TOUG OTIG OUVEXWG UETABAANOUEVES AVAYKEG
Twv TTEAaTWV. O1 TpATTECEG £XOUV AvTIAN@TEI TN oTTOUdAIOTNTA TNG dNUIoUPYIag
OTEVWV OXEOEWV ME TOV eKAOTOTE TrEAATN, MEOA a1mO TNV UI0BéTNON Kal
uAoTroinon TNG TTEAATOKEVTPIKNAG TTPooéyyions (CRM), KaBwg Kal TNV ETTITAKTIKA
QVAYKN TNG MEYIOTOTTOINONG TNG QGG TWV TTEPIOCCOTEPO ETTIKEPOWV TTEAATWV
(Customer Lifetime Value) ol oTroiol TTapEXOUV Ta EXEyyUA YIA TNV ETTITUXNMEVN
TTOPEIa TwV TPATTECWYV OE JIO AKPWGS AVTAYWVIOTIKA ayopd. H yeyioTtoTroinon Tng
agiag Twv ETTIKEPOWYV TTEAATWY ATTOKTA 1IB1AiTEPN BapuTnTa AdYyWw TNG I0XUOG TOU
“kavéva Tou Pareto” 1rou B€Ael To 20% Twv TTEAATWYV va ouveloPépel oTo 80%
TWV OUVOAIKWYV E0OOWV TwV TPATTECWV.

E@apuoldpeveg  TTPOKTIKEG Ol  OTIOIEG  ETTIKEVIPWVOVTAI  OE  MId
OUYKEKPIUEV ouvaAlayrp 4 oTn d1dBeon TTPOKABOPICUEVWY  TTPOIOVTWY,
avTIKOBIoTaVTAIl KAl OTOV TPATTECIKO XWPEO ATTO HIA TTONITIKI) TTPOCAVATOAMICUEVN
oTnV TTANPECTEPN €EUTTNPETNON TOU TTEAATN KAl OTNV €K BaBéwv PEAETN Kal

avaAuUCn TWV avVAyKwV Tou.
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3.2. H évvola TnG TTeAATOKEVTPIKAG TPATTESAS

ATTapaitnTo €pyaAcio yia Tnv atroteAeopaTikh Aermoupyia evog CRM
ouoThuartog eival n ummapén piag Bdong dedouévwy (data warehouse) otnv
OTTOIx €ival KATAYEYPAUMEVA T OTOIXEIO TwV TTEAATWYV. Eival Tpogavég OT1 yia
TIC TPAmeleg Oev  eival €UKOAO va  yvwpiouv Ta povadikd, 1diaitepa
XOPAKTNPIOTIKA T OTToia SIaPOPOTTOIOUV KABE TTEAGTN TOUG OTNV TTEPITITWON
TTOU Ta OTOIXEiO autd TnEouvTal O€ TTOAAATTAQ, DIOPOPETIKA TTANPOPOPIaKA
ouoTAuaTta. AvTIBETWG, N CUYKEVTPWON TOUG O€ Jia eviaia Baon dedopévwy divel
TN OuvaTtdtnTa KOAUTEPNG KATAVONONG Twv  duvnTIKWV  AVOYKWV  Kal
TIPOTINACEWY TWV TTEAATWY, KOBWS Kal Tng adiag OIdpKelag (wNAG AUTWV.
MapdAAnAa n xprAon epyaAeiwv data mining emTpémmel TNV TTPORAEWnN KAOE
TTOPAYOVTA TTOU PTTOPEI VO TTAPOKIVET TOV TTEAATN va TTPOPRaivel 0€ CUYKEKPIUEVN
ouvaAAayi.

H euputepn €vvola TN Bdong dedopévwy ocuvoyiletal oTo didypauua 3.1
KAl PTTOPEI va TTEPIYPAEi 0€ Opoug dIadIKAoIWY TTOU €ival AVAYKAIES yIa ThV
QUTOPATOTTOINON TNG ETTIKOIVWVIAG ME TOV TTEAATN Kal T OIEUKOAUVON TNG

MadiknG e€aTopikeuong(mass customization).
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MpoéAeuon Aiadikacia AiauAog pe TV

OTOIXEIWV Exka8dpiong ayopd
oTOoIXEiWV
-ZTOoIXEiO -E 5 - =
. YKUpOTNTO NMwAnoeig

f’:;ﬁ:’;avwv - Zuvévwon Bdon - Kévrpa
£§uTrpPETNONG :> LI AeBopévwv E?E‘?uw:]a;;?]ggn
S st Avake@alaiwon weAGTN
E et - Kaptravie
TNyég s

AvtAnon
Z1oIXeiwv TTAnpo@opiwv

Aidypappa 3.1: Baon dedopévwy Kal ouva@eig d1adikaoieg

2UhQWVa AOITTOV PE TO TTAPOTTAVW OIAYPAPMA, Ta OTOIXEia Kal Ol
TTANPOQOPIEG TTOU  AQOPOUV  OTOUG TTEAATEG  TTPOEPXOVTAl OTTO  TTOAAEQ
dlaopeTIkéEG TTNYEG (call centers, web sites kATT.). Katd 1n diadikacia tng
EKKOBAPIONG Ta CUYKEKPIUEVA OTOIXEIO-apxEia EAEyXOovTal KAl EvVOTTOIOUVTAl £TOI
WOoTE va armo@elyovtal Oi OITTAEG KATOXWPICEIS Kal va dlac@aAifeTal n
EYKUPOTNTA TOUG, OTTWG Kal N HOVABIKOTNTA Tou TTEAATN OTO cuoTnua. ‘ETol Ta
OTOIXEIO €ival CUYKEVTPWUEVA O€ PIa eviaia BAon TTAEOV KAl OpyavwpEVa yUpw
aT1To TNV OVTOTNTA "TTEAATNG”.

To emmduevo Brua gival n avaAuon auTwV TwWV OTOIXEiwV Yéoa atrd pia
dladikaoia TTou Ba PETOUOIWVEl Ta dedOUEVA O€ TTANPOPOPIa XPACIKN Yia Tn
A\WN ETTIXEIPNUATIKWY atto@doewyv (data mining) kail dueoa dlaBéoiun o€ OAa Ta
“‘onueia eTTaPng” TNG TPATTECAG WE TOUG TTEAATEG. 2TOV TPATTECIKO XWPEO N
epapuoyn TETolwV epyaAciwv diepelvnong Kal avaAuong 0edoPEVWV PTTOPET va

odnynoel o€ opBOAOYIKOTEPN TUNUOTOTTOINON TNG TTEAATEIOKAG BACNG, KAAUTEPO
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profiling Tou eAdTn, TPORAeWn TNG evdexdPevng dlappong Tou TTeAATN (churn
management) kabwg kal TnG agiag didpkelag Cwng Tou (predictive life-cycle
management) Kai TEAOG evToTTIoONO TNG atTdTng (fraud detection).

H emBiwon Ttwv T1patmewyv pakpoxpdvia, AOYywW Twv OTPATNYIKWY
TTPOKANCEWY TTOU AVTIMETWTTICOUV CHHEPA O€ IO TOXEWS HETABAAAOUEVN ayopd,
gival  dppnkta ouvdedepévn  PE TNV TOXUTNTA UI0BETNONG  €vOg  VEOou
TTEAATOKEVTPIKOU OUCTHUATOG, TTOU Ba TTpoo@Eépel TN duvatoTnTa TTpdoaong
oT1o AladikTuo (e-crm). EoTidovTag Tnv TTpocox OTo "XTioIuo” Kai Tn dlaTAPNoN
TWV OXECEWV PE TOUG KOAUTEPOUG TTEAATEG KAl E ATTWTEPO OTOXO TN BEATIWON
TWV OXEOEWV QUTWYV, TIPETTEI OTNV Oucia va EmOIWKovVTal AUCEIS TTou Ba
QVOUOP@WVOUV TIG TPATTECeG ammd MEéOA TIPOG TA €Ew ME  ATTOPAITNTA
TPoUTTé0e0n TTAVTA TN OEOUEUOT TWV DIOIKACEWV TWV TPATTECWYV YIa HIa TETOIA
aAAayr). ZTa TTAdioIa TNG dnuIoupyiag VoG TETOIOU TTEAATOKEVTPIKOU POVTEAOU Ol

TPATTECEG aKOAOUBOUV TpelG OIa00XIKEG @AoEelg, OTTWG @AiveTal Kal OTO

oldypaupa 3.2.

Aia
®don 1" ®don 2" ®don 3" yp
ap
Baoikn E@appoyn Anpioupyia Ha
TMNMOTOTTOINON TPONYHEVWYV TTEAATOKEVTPIKAG 39
Kal E0TiOoN OTO epyalsiwv TpaTTEdOg —
KOOTOG ;Z'r
adi

o dnuIoupyiag TTEAATOKEVTPIKAG TPATTE]NG

H mpwrn @don, otnv oTroia n TTapadoClaKkr TUNMATOTTOINON Kal N
€0TiAON OTO KOOTOG ATTOTEAOUV TIG PACIKEG TTAPAPETPOUG TTOU KATEUBUVOUV TIG
EVEPYEIEG TWV TPATTECWYV, XAPAKTNPICETAI ATTO:

B ETTIQAVEIOKA YVWON VIO TOV TTEAATN.
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= un SlI0QOPOTTOINUEVN AVTIMETWTTION TWV TTEAATWV.
B EAAEIYN ouvTOVvVIOPOU OTn OlaXEipion Twv KAVOAMWVY ETTAQNG PE TOUG
TTEAATEG.
= goTiOON OTO KOOTOG,.
21N OeUTEPn PAon ol TPATTECEG apXifouv va €QAPPOLOUV TTPONYUEVA
epyaleia diepelivnong Kal avaAuong Twv Oedopévwy. Kupla XapakTnpIoTIKA TNG
@AoNG auTAG eival:
B Anuioupyia Bdong dedouévwy Kal avaAuon auTwy.
= MeAéTn TNG QTTOBOTIKOTNTAG, TNG OCUMPTTEPIPOPAS KAl TWV  KAVOAIWYV
TTPOTINNONG TWV TTEAATWV.
B []pooTrdBeia avaTrTugng PacIKWY TPATTECIKWY £pYaciwyV 0To AladiKTuo.
TéNoOg, otnv T1pitn @don epapuoletal n Tpocéyyion Tou CRM oOTIg
TPATTECES KAl N @ACN aUTA XapakTnpileTal atro:
B gpapuoyni TNG TEXVIKAG Tou marketing éva- Tmpog- €va(one-to-one
marketing) Kal NG ap@idpopng ETTIKOIVWVIOG
= TTANPECTEPN KATAVONON TWV AVAYKWY Kal ETTIBUMIWYV TOU TTEAATN
B y1008£TNON OTPATNYIKWY TTPOCAVATOAICUEVWY OTOV TTEAATN
® TTPOCAVATONICHOG OTNV evioxuon TnG BEong Tou TTEAATN P€oa atrd 1mIAoYN
TTPOIOVTWYV, TTPOCWTTIKY EUTTNEETNON KAl UTTOOTAPIEN TWV ATTOPACEWY TOU
MOAAEG peyaAeg TPATTECES BpioKovTal OTO ApPXIKO OTAdIO TNG dnuioupyiag
TTOAUTTAOKWY CUCTNUATWY dlaxEipiong TTANPOQOPIWY, ETTEVOUOVTOS KUPIWG O€
Baceic Oedopévwy (data warehouses)evw TTapdAAnAa €xouv dnUIOUPYROEI
MOVTEADQ TTPOBAEWNG TNG CUUTTEPIPOPAC TWV TTEAQTWY TTOU TIG BonBouv va

TTPowWOBOUV Ta TTPOIOVTA TOUG OTN CWOTH OPAdA TTEAATWV.
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3.3. Avaykeg Twv Tpatrewv Tou KaAutrtel To CRM

2T0 TIAQiOI0 TNG €@apuoyns Miag oAokAnpwuévng Auong CRM, ol

EPAPUOCOPEVESG TEXVIKEG OTOV TPATTECIKO XWPO E€CUTTNPETOUV TOUG AKOAOUBOUG

OKOTTOUG?:

Tunuatotroinon TG ayopdg Kal avaAuon Twv TreAatwyv  (market
segmentation-profiling).
Me PBdaon KAmola KoIvAd XOPAKTNPIOTIKA OTTwG  YIa  TTAapAdElyua
ONUOYPAPIKA, OIKOVOMIKA, WUXOYPOQPIKA KATT, avayvwpifovTal atmd TIg
TPATTECEG OUAdEG TTEAQTWVY OTIG OTTOIEG OTOXEUOoUV (target groups) Kai
TTPOG TIG OTTOIEG ETTIKEVTPWVOUV TTIO TTAPAYWYIKA TOUG TTOPOUS TOUG.
AvaAuon atrodoTIKOTNTAG TTeEAaTeiag (customer profitability)
2UvOUACovTag OToIXEIa aTTO BIAPOPETIKOUG AOYAPIOCHOUG TWV TTEAATWV
TTOU TnPEOoUVTAl 0TNV TPATTECA OIaXPOVIKA, €ival EQIKTOG O UTTOAOYIOUOG TNG
agiag kAOe reAdTn. H agia autr) ytropei va XxpnoiyoTroinbei otnv avaTTugn
evog Ociktn TToU Ba TTPoo@EPEl T duvaTOTNTA KATNYOPIOTTOINONG TNG
UQIOTANEVNG TTEAQTEIGG CUPQWYA JE TNV TPEXOUOA ATTOOO0TIKOTNTA TNG.
MpooéAkuon Kal atrokTnon vEwv TTeAaTwy (Customer acquisition)
Bdaoel Tou “mTpo@iN” Tou uTTdpxXovTog TTEAATOAOYIOU, OI TPATTECEG UTTOPOUV
va TTPOO0OIopicouV VEOUG, ME MEYAAN TBavotnTa ayopdg, OuvnTIKoUg
TTEAQTEG KAl VA TOUG EVTALOUV OTNV TTEAATEIOKN TOUG BAon.
EkTignon Tou kivduvou (risk assessment)
Bdoel 10TOPIKWY  OTOIXEIWV MPTTOPEI va  eKTINNBei o Kivduvog TTOU

avolauBavel n Tpdtmefa ammoé TN davelodOTNon €vog TTEAATN KOBWGS ol
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TTEAATEG UTTOPOUV VA KATNYOPIOTTOINBOUV CUP@WVA PE TNV TTICTOANTITIKA
TOUG IKavOTNTA.
= Evromopog ammdrng (fraud detection)

H 1kKavotnta avayvwpiong dIa@opoTToINCEWY 0T CUMPTTEQIPOPA  TWV

TTEAQTWV TTAPEXEI TN OUVATOTNTA EVTOTTIONOU UTTOTITWV OUVOAAQywvV, YO

Tapdadelyya atmdrn amd xpron TOTWTIKWY KAPTWV Kal ARWng Twv

QATTAITOUNEVWY HETPWV

B Meiwon K6oToUug TTWARCEWYV Kal AEITOUPYIKOU KOOTOUG (cost reduction)

H peiwon Tou AeImoupylkoU KOOTOUG Kal TOU KOOTOUG TTWARCEwV Egival
atmmoTéAeopa  Tng  diaxeipiong Tou  TTEAATOAOYIOU E  OMOIOYEVH KAl
OUYKEVTPWTIKO TPOTTO.
= KaAUTEPN UTTOOTAPIEN TWV UTTNPECIWV £EUTTNEETNONG TNG TTEAATEIOG KABWG

OAEG o1 avaykaieg TTAnpogopieg Ba eival aueca dIOBECIUEG OTO TTPOCWTTIKO

TPWTNG YPauuAs (front-line employees) 1ou ouvaAAdoOeTal PE TOUG

TTEAATEG.

3.4. O@éAn Tou CRM via 1iIg TpATTreEdeg

H katavonon Twv avaykwy Twv TTEAATWY, N GUECN aAVTATTOKPION YIa TNV
IKAVOTTOINCT auTWwV Kal n dnuioupyia ox€oewv padi Toug BewpouvTal CAPEPA YIa
TIC TPATTECEG WG TO KAAUTEPO QVTIMETPO OTIG £VTOVEG AVTAYWVIOTIKEG CUVONRKES
OTIG OTTOIEG «ETTIRILUVOUV». H dnuioupyia TTEAATOKEVTPIKAG avTiAnwng Yéoa atro
TNV uAotroinon e@apuoywv CRM TTpoo@épel Ta €€NG TTAEOVEKTAUATA OTIG

TPATTECEG:
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B Avayvwpion Tng oTpatnyikng 6éong Tou TEAATN o€ K&Be dpacTnPIOTNTA
TOUG.

B BeAtiwon 1ng IKavéTNTOG TTPOCBIOPICUOU TOU €i0OUG TWV TTEAATWY TTOU
EMOUPOUV Va TTPOCEAKUCOUV Kal va dIaTnProouV.

B EukoAOTEPOG KOBOPIOWOC Kal TTPoweNnon eKkeivwy Twv TTPOIGVTWY Kal
UTTNPECIWYV TTOU BEWPOUVTAI EAKUCTIKA OTOUG TTIO ETTIKEPDEIG TTEAATEG.

B Auvatétnta TTpooéAkuong, aTTOKTNONG Kal OUYKPATRoNG Twv TTIO
atmodOTIKWV TTEAATWY, HME TNV €QAPUOYH OIC@OPOTIOINHEVWY TEXVIKWV
TTWANONG KAl UTTOOTAPIENS TWV TTWAACEWV.

M MNapoxy ToOU €idoug TnNG e€€umnpEéTnong Tiou 6Ba  IKAvVOTToIEl  TOUG
TEPIOCOTEPO  ETTIKEPOEIC TTEAATEG Kal Ba €Eao@alifel Tnv TTIOTOTNTA
Toug(loyalty).

M H cpapuoyl piag oAokAnpwpévng Along avaAutikod CRM, oe
ouvouaouod pe Tov TTPoadlopioud TnG agiag didpkelag CWAG TWV TTEAATWY,
TTapEXEl TN duvatdTnTa KaBopiopou Kal TTPORAEWNS Twv dIadoXIKWV
oTadiwv atro Ta oTToia dIEPXETAl Evag TTEAATNG OTN DIAPKEIA TOU KUKAOU
(wNAG Tou, CUPPBAAAOVTAG KAT auTOV TOV TPOTTO OTN MEYIOTOTTOINCN TNG
ATTOBOTIKOTNTAG UIOG TPATTECAG KAl KAT' ETTEKTACN OTN WEYIOTOTTOINON TNG
TTPAYHATIKAG aTTOd00NG TNG £TTEVOUONG O€ TEXVIKEG CRM.

EidIk& pe TNV gugavion tou AladIKTUOU Kal TNV EAeuon YEVIKOTEPA

TNG TTANPOYOPIAKAG TEXVOAOYIOG, ETTITUYXAVOVTAI OIKOVOMIEG KAIMOKAG OTIG

OX£OEIG PE TOUG TTEAATEG BIOTI TO KOOTOG CUVOAANAYWYV TWV TPATTECWY UE TOUG

TTEAATEG, ONAAdI TO KOOTOG TTPOCEYYIONG, ETTIKOIVWVIAG, SIOTTPAYNATEUONG,

ETTTEVENG CUPPWVIAG, TTAPOXH EEUTTNPETNONG METE TV TIWANON HEIWVETAL,
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Ta T0000TG UuAoTrOiNONG TOou CRM  ammd  TIG TPATTECEG

TTapouciagovrtal oto didypauua 3.3.

100%

" 90%
g 80% || EMeyahes
%: 70% TPaTTEdES
£ 60% | | OMeoaieg
S 50% .. TPaTTECEG
“E 40% OMikpég
S 30% | TPATTECEG
E 20% -
10% - —
0% - -
2001 2003 2005

Aiaypappa 3.3: YAotroinon tou CRM amé Ti§ TPATTECES

lnyn: Celent Communications

210 dldypapua 3.4, ocUhewva de €peuva Tng emmixeipnong IDC  (2001)
TTapoucialovTal ol epappoyEg Tou CRM avd kKAado dpacTnpidTnTag I TO £T0G
2000, 6étrou BAétToupe OTI oTov TPATTECIKO KAGDO TO CRM aTtroTeAei To 25% Twv

OUVOAIKWYV EQAPHOYWV.
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O Tparredikdg
KAddog
25% B Anpéoia

Aloiknon

13%
O Emikoivwvieg
8%
O Metatroinon
B AiaveuTropio 20%
7%
O MeTagpopég

7% B Mool KAGSo!

20%

Aiaypappa 3.4: Eeappoyég CRM avd kAddo 1o 2000
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KE®AAAIO 4

HAEKTPONIKH AIAXEIPIZH NMEAATEIAKQN ZXEZEQN (e-CRM)

4.1.NMwg TePpAcAPE OTNV NAEKTPOVIKH OlaXEipIon TTEAATEIAKWYV

OX£0oEWV

ATTO Ta Y€oa TNG TTPONYOUNEVNG OEKAETIAC OTAV YIa TTPWTN QOPA ApPXIoE
va avaAueTal TO BEPa TNG EUTTOPIKNAG eKPETAAAEUoN S Tou AladikTuou (Internet),
TO nAekTPOVIKO ETTiXEIpeiv (e-business) €xel Tepdoel amd apketd otadia. 'ETol
AoItTév apxIka yivoTav Adyog yia nAekTpovikil aviaAlayr dedopévwy (Electronic
data interchange-EDI) n oTroia OTn CUVEXEIA HETOVOPAOTNKE O€ NAEKTPOVIKO
euTTOpIo (electronic commerce). Méoa atrd TNV avATITUEn OIKTUAKWY TOTTWV,
TWV AEYyOUEVWYV ETAIPIKWY Web sites o1 eTTIXEIPAOEIG OTOXEUOUV 0Th dIdXuon TNG
TTANPOPOPIaG YUPW ammd auTég, OIXWG Tn duvartotnTa TTPAYUATOTTOINCONG
NAEKTPOVIKWV cuvaAAaywyv. YoTepa atrd Tn ¢Acn auTh TG atTAng TTapouaciog
NG emixeipnong oto Aiadiktuo, Trepdoaue otn @Aon TnG aglotroinong Tou
Al0BIKTUOU WG €UENIKTOU Kal €UXpnoTou péoou TTwANoewv. 'ETol ékavav Tnv
EMPAVIOT TOug oI Aeyoueveg dot com ETTIXEIPACEIG, Ol XWPIGC QUOIKA uTTéoTOON
onAadn, Trpokeigévou va KaTtaAALouue oTo oruepa otrou 1o AladikTuO apxilel va
XPNOIUOTTIOIEITAI OTO «XTIOIMO» HOKPOXPOVIWV OXECEWV TTEAATWV-ETTIXEIPNONG
(electronic CRM, e-CRM), P& TTPWTOTTOPIOKESG EQPAPUOYEG, QgIOTTIOTN UTTOOOUN
KOl VEQL ETTIXEIPNMOTIKA POVTEAQ TTPOCOPHOOUEVA GTOV YNPIOKO KOTHO™.

O1  véeg Texvoloyieg OpopoAoyouv  €CeAiCElc  OTO  OUYXPOVO

ETTIXEIPNUATIKO KOOHO PE KAATTAlovTa puBud. H gu@dvion Tou AladIKTUOU Kal TNG
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YEVIKOTEPNG €vvolag TnNG OIKTUWONG €xel aAAGEEl TIGC TTPOTEPAIOTNTEG TWV
ETTIXEIPNOEWV KAVOVTAG TNV TTapoudia oTo AIOdIKTUO ETTITAKTIKF). QOTOCO HIa
atTAf TTapoucia oTo Internet dev TTPOEEOPAET TTAPATTAVW OPEAN ATTO AQUTA TTOU
pTTOPEl va dwoel éva péoo dlapnuiong. Or eTIXEIPAOEIG KAVOUV TTEPICOOTEPQ
Bripata kal agloTrolouv TNV UTTAPXOUCO QUTH TeXVOAoyia oTn dlayeipion Twv
TTEAATEIOKWY TOUG OXECEWV, TTPOKEIMEVOU VO OTTOKTIOOUV TTAEOVEKTNUA £vVAVTI
TWV AVTAYWVIOTWV.

To AI0dIKTUO €XEl PEPEl ETTAVAOTOCN OTOV TPOTIO HUE TOV OTTOI0 Ol
ETTIXEIPNOEIG ETTIOIKOUV VA BEATILOOOUV TIG OXETEIG PE TOUG TTEAATEG TOUG, TOOO
atrod TNV TTAEUPA TwV TTWAACEWV (TT.X. NAEKTPOVIKO EUTTOPIO) OCO Kal ATTO TNV
TTAEUpd NG emiKoIVwviag. To Aiadiktuo €xel atrodeixtei éva véo TTedio
QVTAYWVIOUOU TTOU XOPAKTNEICeTal atmd véa OEOVTOAOYIKA Kal TEXVOAOYIKA
TTAQICIO KOl O0€EG ETIXEIPNOEIS €TMIBUPOUY VA AVAKOUV OTnV Véa olKovouia Ba
TTPETTEI VO OKOAOUBOOUV TOUG KAVOVEC TTOU 0PifOuV Ta TTAGICI QUTG?.

O xwpog ToU CRM Oploe 1o AIODIKTUO KOl TIG OXETIKEG ME QUTO
TEXVOAOYIEG WG TN QUOIKI CUVEXEIA TOU, XapdlovTag véa TTopeia Baciopévn otnv
1I5¢éa TNG SIKTUWONG. ZTIC apXEC Tou 21°%° aiwva n nAekTpovikh dlaxeipion Twv
oxéocwv TreAaTwy (e-CRM) petatoTtrifel To evdla@épov aTrd To yadikdé marketing
TUTTOTTOINMUEVWV TTPOIOVTWYV (of éva €CATOMIKEUPEVO marketing
TTPOCWTTOTTOINUEVWY TTPOCPOPWY HECA ATTO TN XPRoN TWV VEWV TEXVOAOYIWV
Kal Kupiwg Tou AladIKTUOU.

O nMaykéopiog lotdog (Web), o1 aocupupateg TeXVOAOYiEG Kal ol
TexvoAoyieg @wvng (IVR), KaBioTouv €@IKTO TO ouvdUaoud TNG TTPOCWTTIKAG
ETTAQPNG KAl TNV TTAPOXN €CATOMIKEUPEVWY  UTTNPECIWY  HME  Tn  HAdIKA

atmodOoTIKOTNTA TNG TTWANONG HE OXEOOV MPNOEVIKO KOOTOG. QOTOCO, N
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METATOTTION TWV TTEAATWYV OTN XPrion Tou AIadIKTUOU WG HECOU ETTIKOIVWVIOG UE
TNV €TTIXEipNON &€ oTNPICeTal OTO YEYOovOG OTI N ETTIXEIPNON ETTITUYXAVEI XAUNAO
KOOTOG. AUTO TOUG €ival adId@opo, EKTOG KI av €XEl AUECO AVTIKTUTTO O€ QUTOUG.
H uetaromon o@eileTal oTnv oAoéva Kal peyaAutepn diadoon TNG XPrRong Tou

Internet kai TNG TTPOORACNS o€ auTd®.

4.2. Op1ouég Tou e-CRM

To e-CRM ¢ival n emméktaon Tou CRM oTnv NAeKTPOVIKN €TTIXEIPNON. TO
Al0dikTUO aTToTeAEl éva 10aVIKO TTEPIBAAAOV BIaXEIpPIONG TTEAQTEIOKWY OXECEWV
AOYW TNG MEYAANG akpiBelag Twv dedouévwy TTou dnuioupyouvTal atrd Tnv
aAAnAetridpaon TeAdTn-emmixeipnong. Kard autdév Tov  TpOTTO  diveTal n
duvatoTnNTa OTOV KABE TTEAAT) VA OUPUETEXEI OTNV OTTOKTNON EPTTEIPIAG,
TIPOOWTTIKAG ETTIKOIVWVIAG KAl O€ TTOANEG TTEPITTTWOEIC OTNV QVATITUEN Twv
TTPOIOVTWYV 1 UTTNPECIWY TTOU ayOPACEl.

Mo ouykekpiyeéva, 10 €-CRM opiletal wg n  €@appoyrn NG
TTANPOQOPIOKNG TEXVOAOYIOG OTnN dlaXEipIon TwV OXECEWV HE TOUG TTEAATEG
TTPOKEINEVOU va BeATIWOET To eTTiTTEDO £€UTTNPETNONG Twv TTEAATWV?. To Internet
cival autd trou €AsITTE yia va oAokKANpwOEei 0 KUKAOG Tou CRM, dicupuvovTtag Ta
KavAaAia ETTIKOIVWVIOG e ToV TTEAATN. O1 AvBpwTTOol TTOU AVAKOUV OTO XWPO TWV
VEWV TEXVOAOYIWV YVwpilouv OTI oI aAAayEg gival TaxUTaTeG Kal dpa Ba TTPETTE
va gival €Tolpol va avTidpdoouv o€ oTTola TéTola aAAayr. Eival n evowudTtwon
Twv KavaAiwy Tou AladikTuou o€ pia CRM oTpaTnyIKr. ZTNV TTPAYUATIKOTNTA TO

e-CRM atroTeAei ammAd@ péPog TNG oTpatnyikAg Tou CRM oe i emixeipnon?’.
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KaBwg o1 ETTIXEIPAOEIS XPNOIUOTTOIOUV OAoEva Kal TTEPICOOTEPO TO
AlodikTuo, Ba uAoTTrolIoOUV Kal e@appoyéc CRM péow autou. To Internet
TTPOCQEPEI TN dUVATOTATA ELUTTNPETNONG TWV TTEAATWY 24 WPES TO 24/wPo Kal
365 nuépeg 1o Xpdvo. To e-CRM dnuioupyei TIC OXETEIG PE TOV TTEAGTN Tou 21°Y
aiwva Péoa atrd Tn dIEUpUVOoN TWV KAVOAIWY ETTIKOIVWVIOG. H emiKovwvia gival
TWPA EQIKTI MEOW NAEKTPOVIKOU Taxudpoueiou (e-mail), fax, TnAepwvou, WAP
(Wireless Application Protocol), TpoowTro pe TpdowTro.

To e-CRM TrepIAapBavel ouciaoTikd Ta e€AC Tpia onueia®:
§ T1Anpo@odpnon (yia TV €TIXEipNON Kal Ta TrpoidévTa) TpIiv ammd Tnv
TTWANON
8 Ymnpeoieg HAekTpovikoU Eptropiou

8 YmooTAPIEN PETA TNV TTWANCON

4.3. Zoykpion e-CRM kai CRM

H xprion tng texvoAoyiag, n ocuAAoyr Oedopévwy yia TOoV TTEAATN Kal O
dIGAoyoG TTEAATN-ETTIXEIPNONG €ival KOIVA Kal OTOUG OUO TPOTTOUG dIlaXEipIong
Twv oxéoewy TTeAatwy. H Baoikn apx Tou CRM, n IKavoTroinon Tou TTeAATN,
eival Kovj kai oo e-CRM atrAd mépace otn Néa Oikovopia’.

H diagopd tou e-CRM pe 1o CRM é€ykerral otn @uon Ttou e-CRM Kai
a@opd OTO YECO ME TO OTToio dnuioupyeital pia oxéon. ‘Etol oto e-CRM n
GUAAOYN OeQOPEVWYV VIO TOV EKAOTOTE TTEAGTN TTPAYMATOTTOIEITAI PE TN dIATAPNON
1o TTAEUPAG eTTIXEIPNONG XWpPou oTo AladikTuo (web site), oTToIadATTOTE OTIVUN

Kal OXI MEOO OTO KATAOTNMA ] HECW TNAEPWVIKOU KEVTPOU, OTTwG 0To CRM.
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QoT1600 n diagopd e-CRM kal CRM d¢gv treplopieTal uévo oto TTOTE Kal
TTOU dnuIoupyEiTal yia oxéon Pe Tov TTeAdTn. Evw yia To CRM 10 I0TOPIKO TOU
TTeEAATN TTAICEl TO BACIKOTEPO POAO, 0TO e-CRM autd atroTeAei atTAd éva uEPOG
TNG utmmoBeong. H onuavtikOTepn TTPOKANCN YIO TO XWPEO TOU MAEKTPOVIKOU
EUTTOPIOU, OTOV OTTOIO aVAKEl Kal TO e-CRM, €ival n avayvwpior TOU ETTIOKETTTN
pIag 10Too€Aidag. Kal edw Kpivetal TTOAU Xprioiun n d1atripncn TOU ICTOPIKOU
KGBe TTEAATN OAAG dev eTapkei. Kal auTtd yiaTti TO I0TOPIKO Tou TTEAATN TTOPEXE!
XpPNoiun TAnpo@dépnon yia TIG TTPOTIUACEIS TOU OTO TTAPEABOV aAAG Ot divel
Kapia 10éa yia TNV TWPIVH) CUUTTEPIPOPA Tou. NEEG TAOEIS KAl TEXVIKEG
avatrtuooovTal oto Xwpo Tou e-CRM (mr.x. e-CRM-enabled marketing)
TTPOKEINEVOU OI EUKAIPIEG TTOU TTAPOUCIACOVTAI VO U XAvovTal Kal n €TIXEipnon
VO UTTOPEI VO EKPETAAAEUTEI TNV ATTOKAAUWN TWV ONUEPIVWV OIOBECEWY TOU

TTEAATN YIA va KATOANEEI 0€ XPAOIUG IO TO JEAAOV CUUTTEPACUATA.

4.4, l'evikd XapaKTNPIoTIKA TOU e-CRM

H nAekTpovikr] dlaxeipion Twv TTEAATEIOKWY OXECEWV agopd o€ Tpia
onueia:
1. otnv mAnpo@dépnon TPV atrd TNV TWANon (yia TV TTIXEipPNON Kal Ta
TTEOIOVTA A TIG UTTNPETIES TNG)
2. OTIG UTTNPETIEG NAEKTPOVIKOU EUTTOPIOU
3. OTnV UTTOOTAPIEN WETA TNV TTWANCON
MNa KaBe éva atrd Ta TTAPATTAVW ONnUEia €XoUNE Ta €A XOPAKTNPIOTIKA

TToU OAa padi CUVBETOUV TA YEVIKA XAPOKTNPICTIKA Tou e-CRM?®:
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* Mpooapuoyn- €¢artouikeuon TNG I0TOOEAIDAG TNG ETTIXEIPNONG OTIG
avaykeg KABe TTEAATN (Site customization).

H eCatopikeuon TNG 1I0TOOEAIDAG OTIC TTPOCWTTIKEG ETTIOUMIEG KABE TTEAATN
(one- to- one web sites), atmroteAei ouoiaoTiKG T0 péANOV Tou e-CRM (T1.X.

www.yahoo.com, www.my.yahoo.com)

. EvaAAakTIKG KavaAia TTIKOIVWViag (alternative channels).

210 e-CRM diatiBevTtal kal GAAa KavAaAla TTIKOIVWVIOG e TOV TTEAATN OTTWG
yla  TTapddelyua  TO  NAEKTPOVIKO Tayxudpopeio (e-mail), 10 fax, ol
NAEKTPOVIKEG QOPUEG, N TeXVOAoyia nAekTpovikrc oulntnong (chat), n
TEXVOAOYia @wVn¢ (voice technology) KATT.

* Mnxavnry avalitnong (search engine)

H utrapén pnxavng avadntnong eTITRETTEI OTOV ETTIOKETTTN TNG I0TOOEAIDAG
Va QVIXVEUEI ATTAVTAOEIG 0€ BEUaTA TTOU TOV EVOIAPEPOUV OO0V aPopd OTNV
ETIXEipNON.

* AuvatdtnTa TTAolYnong otnv 1I0TooeAida (site tour)

O emOKETTTNG TNG I0TOOEAIDAG €xEl TN duvATOTATA va TTAoNyNnBei o€ auThv
Méoa atro TN BonBeia evog «xXApTn» (Site map) TTou ETITPETTEI TNV IEPAPXIKN
ooéunon Twv oeAidwy Tou Site.

* Eicaywyn yia xprioTEG TTOU UTTAiVOUV OTNV I0TOOEAIDA TTPWTN
Qopa.

Mo Toug eTIOKETTTEG TOU Site yia TTPpWTN @opd uttdpxel n duvatdtnTa
TTAOAYNONG O€ HIO  €I0AYWYIK O€Aida n oOToia  TTEPIEXEI  XPNOIUN
TTANPOPOPIa yIa TO TIWG MTTOPEI va XpnolyotroinBei n 1oTooegAida TTIO
QTTOTEAEOUATIKA.

. HAEKTPOVIKEG ayopEg
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»* MAnpo@opnon vyia Ta OloTIBEUEVA  TTPOIOVTA ] UTTNPECIEG
NAEKTPOVIKA.

. AuvaTtdTnTa €KPPAONG TTAPATTOVWY NAEKTPOVIKA

4.5. Aopn Tou cuoTuarog e-CRM

4.5.1. Mnxaviouoi Tou e-CRM

Ol eTTIXEIPAOEIG KATAVOOUV T ONUACia Kal Ta OQEAN TTOU TOUG TTPOCPEPEI
0 NAEKTPOVIKOG TPOTTOG dlaxEipIong Twv TTEAATEIAKWY OXE0EwV TOuG. QOTOOO,
QVTIMETWTTICOUV TNV TTPOKANCN TOU va OXNUATIOOUV TNV KATAAANAN TEXVOAOYIKA
uttodopr. '‘Evag atmmAdg, pa Tautdxpova OTTaOPWOIKOG TPOTTOG OXNMUOTIOUOU
auTAG TNG doung Kal avaAnyng TTpwToBouliag yia e-CRM, eival pia Tpdxeipa
Kataokeuaopévn Baon dedopuEvwy UE TNV Kivnon TNG €TTIXEIPNoNS oTo AladikTuo
Kal TTAnpo@opieg ammd TG online ayopég. TéToleg TTPOOTTABEIEG  £XOUV
TTPAYHATOTTOINGEI ATTO APKETES ETTIXEIPACEIC KAl Ol TTEPICCOTEPESG EXOUV ATTOREI
GKAPTTEG.

H kataAnAdTepn TTpocéyyion  yia  Tnv  uAotroinon evog e-CRM
OUCTAPATOG €ival N EYKATACTAON MIAG TTEPIEKTIKAG TTAATPOPUAG AOYICUIKOU TTOU
TTEPIAAPPBAvVE! TTEVTE INXAVIOCPOUG, Ol OTTOI0I KABICTOUV EQIKTH TNV ETTIXEIPNMATIKA
dladikacia Tou e-CRM. AuToi oI TTEVTE UnXaviouoi gival ol €EAG:

®  [MeAATOKEVTPIKOG QTTOBNKEUTIKOG XWPOG TTANPOPOPILYV:  2TIG PACEIG
OEOOUEVWV OUYKEVTPWVOVTAI TTANPOPOPIES YIA EKATOUMUPIA TTEAATEG KABWG

€TTIONG KAl OAEG 01 TTANPOPOPIES TTOU Ba TOUG gival XPACIUEG.
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B Mnxaviopog Katatunong Kal avaAuong: O unxaviopog autog agloTTolE TIG
TTAPATTAVW TTANPOYPOPIES YIa TOUG TTEAATEG.

B Mnxavioudég TmpoowTtrotroinong: Ta pnvUhaTa KAl O TIPOCQPOPEG
TTPOCWTTOTTOIOUVTAI VIO TOV TTEAATN Kal €ival Jovadikd yia KaBévav.

B Mnxaviouég petrddoons: Me autdv 1O Pnxaviopud atrooTéAAovTal ol
TTANPOPOPIEG KAl Ol TTPOCPOPEG UECW TOU TPOTTOU TTOU ETTIAEYEI O iBIOG O
TTEAATNG.

B Mnxaviopdg ouvaAlaywv: O  unxaviopog outdg  OIEUKOAUVEL TNV
oAAnAeTTidpaon MeETOEU TOu TTEAATN KAl TNG ETNXEIPNONG, €iTE PE TNV
avtaAAayn TTANPo@opIWY eiTe PE TN dlECaywyry CuvaAAaywv.

O1 TTapatrdvw TTEVTE pnXaviopoi Tou e-CRM TTapioTtdvovtal oTo dIaypapua

4.1.
MeAaTOKeEVTPIKOG Mnxaviouog Mnxaviouog Mnxaviouog Mnxaviopuog
Ao NKEUTIKOG - KATATHNONG KAl TTPOCWITOTToINGNG - HETAS0OONG - ouvaAAaywv
XWPOg avdaAuong
TTANPOYopILV

= ixsélacpog Mpoowtromoinon AAAnAemidpaon Emikoivwvia p
n)\npoq)opld “ OUYYEVWV” KAOBe TreAdTn KA0e TrsAaTn
SpacTNPIOTATW

Aigypappa 4.1: Mnxaviopoi Tou e-CRM

4.5.2. YAotroinon Tou cuoTtiuarog e-CRM

Omwg kai oo CRM 1O TIO0 ONPAVTIKO MEPOG TNG OOPNAG TNG
NAEKTPOVIKAS DIAXEIPIONS TwV TTEAATEIAKWY OXEcEWV gival n Bdon dedousvwy °.

H Bdon auth cival ouvdedepévn HE €CWTEPIKEG TTANPOYOPIEG TTOU APOPOUV
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OTOUG TTEAATEG TTPOKEIMEVOU VA UTTOPOUV VA avayVwPIOTOUV OAEG OI aAAQYEG Ol
OXETIKEG ME KABE TTEAGTN TT.X. ME TA ONUOYPAPIKA XAPOAKTNEIOTIKA TOU Kal Ol
OTTOIEG UTTOPEI va €Xouv PJEAAOVTIKN agia. AQou CuyKevTPpwOOoUV Ol aTTapaiTNTEG
TTANPOQOpPIEG dnuIoupyEiTal éva TTPOPIA yia KABE TTEAATN TO OTTOIO TTEPIYPAPEI
TNV QYOPOQOTIKI) CUMTTEPIPOPA TOU KAl EVNUEPWVElI TOV UTTEUBUVO TNG
ETTIXEIPNONG YIA TO IOTOPIKO TOU.

To Aoyiouiké Tou ouoTriuatog e-CRM oTnpifeTal 0TV QPXITEKTOVIKHA TOU
Al0dIKTUOU TTOU TTPOC@PEPEI TaXUTNTA Kal EUKOAIQ UAoTToinong. Autég ol e-CRM
UTTOOOMEG ETTITPETTOUV OTIG ETTIXEIPNOEIG VA dlaxelpiCovTal OAEG TIG AEITOUPYiES
Tou marketing, Twv TTWANCEWV Kal TNG €EUTTNPETNONG Péoa aTTd Wi Kal JOVOo
epapuoyn (application). OAol o1 epyalOuevol UTTOPOUV va €xouv TTPOCRaCT OThV
id1a TTANPOOpIa Kal Yo CUVOAIKE €IKOVA yia KABe TTeAATn. MNa TTpdcacn otnv
epapuoyn xpeidletal povo n dieraery pe 1o Internet (web browser). Ol
epappoyég Tou e-CRM TTou TTPOC®EPOUV  ETTIXEIPNMATIKN €u@uia kal Babid
yvwon yia Toug TTEAATEG, EVOUVAPWVOUV TIG ETTIXEIPAOEIG KAl TOUG TTPOCPEPOUV
AVTAYWVIOTIKO TTAEOVEKTNMA. Ta KaAUuTepa e-CRM cuoTiuaTa TTPETTEI VA £XOUV
“avoIXTh” APXITEKTOVIKI], WOTE va PTTOPOUV va OoAoKAnpwOouv ue Ta utréAoira
OUCTAMATA PIOG ETTIXEIPNONG.

Omwg kai otnv uAlotroinon evog CRM  ocuoTthpartog, ol TpoTrol
uhoTroinong evec ouaTrhpaTog e-CRM eival 500

@ YMlotroinon Tou OUCTAMATOG QTG TV Bl TNV ETIXEIPNON MHEOCW
OUVOECEWV TTPOCBETWY EQAPUOYWY O€ N UTTAPXOVTA CUCTHUOTA.
H Ttrepimtwon auth Taipiddel oe  €IXEIPAOEIG TTou Ot OlaBETouv  PeEyAAn

OIKOVOMIKA dveon yia va UTTOOTOUV TO KOOTOG uAotroinong evog véou
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OUCTAMATOG Kal TTou €TTIAéyouv €va PovadIKO KaVAAl ETTIKOIVWVIOG HME TOUG
TTEAQTEG.
@ Y\otroinon até Tnv apxr €vog VEOU CUCTAMATOG.
O 1pd1TOG¢ AUTOG UAoTTOINONG €ival KATAAANAOG yia €TTIXEIPACEIG PE APKETOUG
XPNHATIKOUG TTOPOUG Kal TTEPIAaUBAVEN Ta €€AG BruaTa:
agloAdynon KdABe emixeipnuaTikAg O1adIKaoiag TToU OXETICETAl PE TOV
TEAATN
agloAdynon TNG UTTOOOUAG TNG ETTIXEIPNONG TWV OEOOPEVWV TWV TTEAATWV

agloAdynon TNG TeEXVOAOYIKAG UTTOOOMNG TG ETTIXEIPNONG

4.6. Mapdayovreg emiTuyxiag evog e-CRM cuoTAHATOG

O1 kpiolyol TTapdyovteg TTouU ouvteAoUv oOTnv emiTuyia evdég e-CRM
OUCTAMATOG €ival ol EEAC evvéa™™:

g >aeng agiohoynon Twv avaykwyv o e-CRM cuoTruara.
H emixeipnon xpeialetal va agloAoynoel TIG TTAPOUCES ETTIXEIPNUATIKES TNG
d1adIKaOIEG Kal TV TEXVOAOYIK TNG UTTOOOMN KAl VA IEPAPXNOEl TIG
TTpwToBouAie¢ TNG o¢ e-CRM cuoTthuata Baocifouevn o€ o avaluon
UTTOPXOUCWYV Kal JEAAOUCWYV QVAYKWV.

@ Karavonon TwV OTTAITIOEWY TWV TTEAATWV.
MpotoU 1EpapxnBoUv o1 TTpwTOROUAiEG TNG emmixeipnong ot e-CRM
TTPOoYPAUMATA, XPEIACETAl VA YiVOUV KOTAVONTEG O AVAYKEG TWV TTEAATWV

Kabwg €mmiong va yivel pia ekTiynon Tou Troleg aAAayég Ba  yivouv
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QTTOOEKTEG ATTO AUTOUG KAl TTOIEG TTPOCTTABEIEG dev Ba aTTOROUV WQPENIUES
yla Tnv €TTIXEIPNON.

@ Oewpnon Tou e-CRM 6x1 wg hIag TEXVOAOYIKAG TTPWTOROUAICG.
Kabe e-CRM TrpwToBouAia TrepIAapBavel  OTTWOONATIOTE  OTOIXEIO
TEXVOAOYIOG OAAG Bev aTTOTEAET TEXVOAOYIKA TTPpWTOROUAIC. AVTIBETWG, €ival
MIa ETTIXEIPNMOTIKA TTPWTOROUAIO n oTToia atraitei TNV TTeiBapyia Kal TNV
TTPOCAAWON TWV EUTTAEKOUEVWYV ATOUWV KATA TN SIAPKEID TNG UAOTTOINCNG
G.

@ [looOTIKOTTOINON TWV AVAMEVOUEVWY OTTOdOCEWY aTTO TNV UAOTToiNoN
evog e-CRM ouoTruaTog.
2€ KaBe uhotroinon e-CRM cuoTnudaTWwyY XPEIAZETaI N TTOCOTIKOTTOINON TNG
QVOUEVOPEVNG aTTOdO0NG ATTO TNV UAOTTOINCON QUTH KABwWG Kal n TTpocoxn
OTA ATTOTEAEOUATAL.

d To e-CRM Ttrpétrel va ammoTeAei pia TTpwToBouAia didxutn o OAn tnv
ETTIXEiPNON.
OTtroiadnTToTE €TMITUXIA PIKPN 1) MEYAAN TTOU TTPOKUTTTEI ATTO TN XpHon evog
OUYKEKPIUEVOU  KAVOAIOU  ETTIKOIVWVIAG UE  TOv  TTEAATN, TIPETTEL VA
ETTIKOIVWVNOEi o€ OAN TNV €TTIXEIPNON.

@ Evotmroinon 6Awv TWV KAVOAIWV ETTIKOIVWVIAG JE TOV TTEAATN.
OTtroi0¢ ki av gival o TpOTTOG UAoTToINONG Tou e-CRM cuoThuatog o€ Jia
ETTIXEIPNON, N evoTroinon OAwV TWV KAVAAIWVY ETTIKOIVWVIOG gival Kpiolun.

4 AvBpwTTIvo dUVAUIKO-UTTAAANAOI TNG ETTIXEIPNONG.
KaBe rpootrddeia uhotroinong CRM kail e-CRM cuoTnudTtwy trepIAapBavel
aAayég oTnv TexvoAoyia, TIG dIadIKaoieg Kal Toug avBpwTtroug. EIBIKA n

TEAEUTAIO OUVIOTWOA €ival Kal N onuavTikotepn. H emtuxia tou e-CRM
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ouoTAPaTog Ba kpiBei ammd 1o Katd TGO Ta ATOUA TNG ETTIXEIPNONG €ival
TTPOBUUA va EPTTAOUTIOOUV TIG YVWOEIG TOUG YUpw atmd TO Béua, va
QTTOKTOOUV VEES OECIOTNTEG 1) va apvnBouUV TO OTIOATTOTE.

@ [lpoBupia yia aAAayr} Twv dIadIKACIWV.
H ulomoinon piag e-CRM Auong OTwg ava@épBbnke kal TTapatravw
TTPOUTTOBETEl AAAQYEG OTIG ETTIXEIPNMATIKES dladikaoieg. O avaoXedIaouog
TWV BIAdIKACIWY CUVEICQEPEI CUVABWG OTNV TTEPIKOTTI TWV €LOOWV YIa ThV
ETTIXEIPNON.

@ Avayvwplon yevikd Omi kKGBe TpooTrdBeia epapuoyig  e-CRM
OUOTNUATWY gival hia TTPooTTadeIa aAAayng.
H avayvwpion Tou yeyovotog 611 kKABe uAlotroinon e-CRM Auceswv eival
ouvu@aouévn he Tn dlaxeipion aAlaywv (change management) atroTeAei

aTrapaitnTn TTPOUTTO0ECN YIa THV ETTITUXIA AUTAG TNG UAOTTOINONG.

4.7. MeAAovTikéG TaOoEIC TOu CRM

4.7.1. Tevika

H emTuyia piag €1mixeipnong TPoKUTITEI ATTd TO KATA TTOCO IKAVOTTOIEI TIG
QVAYKEG OAWV Twv evdlapepopévwy o’ autriv (stakeholders) dnAadrn Twv
TTEAATWV, TWV PETOXWV KAl TWV TTPOPNBEUTWY TNG. ATTO auToUug Tn PEYAAUTEPN
TTieon oTNV €TMIXEipnon aokouv ol TTeAdTeg. To péANov Tou CRM TTpoadiopideTal
KUpIWw¢ aTrd Toug €EAG TPEIC TTapayovTeg™:

Vv Ayopd: Kabwg ol ayopég Kal Ta KavaAia eTTIKOIVWVIOG yivovTal oAogva Kal

TTEPIOCOTEPO KOPEOHEVA, OI TTEAATEG ATTAITOUV HIa OIQPOPETIKI) OXEON WE

TOUG TTPOPNBeUTEG TOuG. AuTO TTPoodidel oto CRM 1diaitepn onuacia
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AOyw TG aAAayig tou poviédou MKT atmdé Tov TTpooavaToAIouO OTO
TTPOIOV OTNV TTEAATOKEVTPIKY) TTPOCEYYIO.

Vv Texvohoyia: 210 PENAOV ETTITUXNUEVEG Ba €ival EKEIVES Ol ETTIXEIPACEIS Ol
oTT0iEG Ba €0TIAOUV TNV TTPOCTIABEIG TOUG OTNV €UPECN Tou TI BEAEl O
TTEAATNG, TOU TTWG Ol AVAYKEG TOU PTTOPOUV va IKAVOTToINBouv KaAUTEPQ
Kabwg kal TOUu TIWG dTopei va dlatnpnBei o TeAdTng. ‘Eva
atmmoTeEAEOUATIKO ouoTnua CRM  egival autd Trou  TrepIAauBdavel Tnv
KAaTtAAANAN, TTponyuévn TeEXVOAOyIa TTPOKEINEVOU va OIaTNPOEl TOUG
TTEAATEG TNG ETTIXEIPNONG TTOU TO UIOBETEI.

v E&oikovounon kéoTtoug: To KOOTOG OTTWAEING €VOG ETTIKEPOOUG TTEAATN
gival peyadho kai apéalo 1o av Ba emoTPEWEl O TTEAATNG OTNV ETTIXEIPNON.
Apa 10 cuoTnua CRM TTOU UAOTTOIET MIO ETTIXEIPNON TTPETTEI VO OTOXEUEI
otn dlatnpnoiudtnTa Tou TeAATn. Etiong, éva CRM ouoTnua TTapéXEl
TTANPOPSOPNON YI TO TTPOPIA KAl TIG AYOPACTIKEG OUVAOEIEG KABE TTEAATN.
ATé tTnv amown oautp To CRM utropei va Bewpnbei oav pia TUTTIKN
dpaoTNPIOTATA TTPOCTIBEUEVNG adiag Kal BonBd& Tnv emixeipnon va
augnoel Ta €00da Kal va PEIWoEl TO KOOTOG TTwANCEWY TNG. H cwoTnh
MEAETN, eykaTdoTaon, Asiroupyia kal ouvtripnon evog CRM ouoTAPOTOG
MOVO O@sA0G TTPOCdIdEl OE HIa ETTIXEIPNON a@OU odnyei o€ pEiwon Tou
AEITOUPYIKOU KOOTOUG Kl aUENon TNG TTapaywyIKOTNTAG.

To péAov Tou CRM xapakTnpiletal atré TiS £EAC TPEIS TAOEIG™:

v Emékraon tou CRM Ttng emixeipnong o€ 6Ao 10 cuoTtnua agiag (channel
partners)
2€ QvTiBeon ME TTPONYOUUEVEG OEKAETIEG OTTOU Ol ETTIXEIPACEIC ATAV

aveCApTNTEG, N ETTOPEVN BEKAETIA Ba XapakTNPIeTal ATTO ETTIXEIPNUATIKEG
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oupuayieg (business alliances). H evotroinon Twv Asimoupylwv o€ pia
EMIXeipnon €ival apkeTd TTEPITTAOKN Oladikaoia. H eméktaon Tng
EVOTTOINONG TWV ETTIXEIPNUOTIKWY OIadIKACIWV HE AAAEC ETTIXEIPNOEIG-
TTpounBeuTéG  €ival akopa Tro  duokoAo €pyo. O  apiBudés Twv
TTPOMNOEUTWY ATTOTEAEI KPIOIMO TTAPAYOVTA VIO TNV EVOTTOINGH aUTA TWV
ETTIXEIPNHOTIKWV Siadikaoiwvi®. TTn olyxpovn ayopd Tou AIadIKTUOU N
OAOKAApwON TNG dlaxeipiong NG €QOBIOOTIKAG AAUCIOOG ATTOTEAEI TN
Bdon Tou avraywviouou.

O1 oxéoeig HETAEU €TTIXEIPNONG KAl TTPOPNBEUTWYV €ival UYWIoTNG ONPOCIag
OI10TI oI TTEAATEG €ival auToi TToU TTAE0V ETTIAEYOUV TA KAVAAIA ETTIKOIVWVIAG
ME TNV ETIXEIPNON KAl ATTAITOUV va €xouv KABe kavdaAl tTou Ba Toug
TTPOCEPEPE KAl MIA avTaywVvioTpla emmixeipnon. MNa tnv avdAuon tng agiog
TNG OXEONG ETTIXEIPNONG-TTPOUNOBEUTWY €XOUV TTPOTABEI TTOCOTIKA HOVTEAQ
Kal €xel atmmodeIxTei OTI KABe pEPOG dladpapaTiCel KAtTolo pOdAo OTnv
aluoida agiag TTpokeIuévou va eTTITEUXOET pIa eTmTuxnuévn oxéon®’.
MeploodTepa epyaleia agioroinong Twv OedOUEVWV

H epunveia Twv Ocdouévwyv TTOU AQOPOUV OTIGC TIPOTIUACEIS TWV
KATOVOAWTWY KAl TNV aTTOTEAEOUATIKOTNTA Tou marketing €ival SUCKOAN
utréBeon. ' auté 10 Adyo TTépa atrd Tn XPAon Tng TeXvoloyiag OLAP
Nnon e@appofovtal kal GAAa OTITIKG e€pyoaAcgia yia TV avdAuon Twv
SEDOUEVWV OTIC «ATTOBAKES» CUYKEVTPpWONS Toug™® (data warehouses).
Tdaon yia CUYKeEVTPOTTOINON TWV TTPOCYPEPONEVWY AUCEwv CRM
AedopévwV TWV TTOANATTAWY TTOKETWY AOYIOUIKOU Kal TNG TTANBWPAS Twv
TTPOOPEPOUEVWY AUoEwV CRM, cival SUoKoAO €pyo n oAokArpwon piag

Auong CRM. It autd 10 Adyo uttdpxel uia TAon yia €votroinon Twv
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TTPOCPEPOUEVWY AUCEWY CUOTNPATWY CRM. MeyAAeg ETTIXEIPAOEIS OTTWG
n Oracle kai n Cisco TTOU TTPOCPEPOUV «PACIKEG TEXVOAOyieg»(core
technologies) e¢ayopdlouv | ouvepydlovTal e OUYKEKPIMEVOUS TTWANTEG
TTou TTPoo@épouv Auoelg CRM TTpokKeINévou va eTTITEUXOEI OAOKARpwon
UAIKOU Kal AOYIOHIKOU PE OUOAS TPOTTO.

210 dIaypaupa 4.2 Trapiotdvovtal ol epappoyéc tou CRM avd

Xwpa 10 Xpoévo 2000.

9%

@ haAia

Ml loTravia

O Mey. Bpetavia
O Meppavia

H MaMAia

@ Benelux

Aiaypaupa 4.2: Eappoyég Tou CRM avéd xwpa 1o 2000

lnyn: IDC, 2001

2UYKPITIKA, 01O didypauua 4.3 mrapiotaveral n digioduon tou CRM oTig

emyeipnoelg Twv HIMA, Tng Eupwting kai TnG Aciag oto TTapov Kail To JEANOV.
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Aiaypappa 4.3: Aicioduon Tou CRM OTIG ETTIXEIPAOEIG

lnyn: Celent Communications

To CRM aroteAei pia ayopd TToUu TTapd TIG TPEXOUOEG QVTICOES
OIKOVOMIKEG OUYKUpPIEG, avlBioTaTal Kal TTETUXAIVEI IKAVOTTOINTIKOUG puBuoug
QVATITUENG. ZUpQwva pe épeuva Tng emmixeipnong IDC TTpoBAETETAl OTI N
TTaykoouia ayopd CRM oe adeieg Xpriong AoyiopikoU aAAd Kal utrnpeoieg Ba
augdvetal KGBe xpovo 29% katd uEéco Opo, eTavovtag Ta $125.2 dig To 2004.
Fivetal dpa avtiAnTITo 0TI N ayopd auTrh avauéveTal va £¢eAXOei o€ KUPIO JOXAO

avAaTITUENG TOU XWPOU TS TTANPOQOPIKAS™.

4.7.2. To pEAAov Tou CRM oTtnv EAAGSa

O1 eAAnVvIkéG eTTixeIpAoelc HONIG Ta TeAeuTaia dUo xpovia Apxioav va

EKONAWVOUV evIIOPEPOV yia UI0BéTNoN AUoswv CRM?. ¢ oxéon pe tnv
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EUPWTTAIKA KAl APEPIKAVIKN ayopd, N eAANVIKI ayopd UTTOAEITTETAI O€ avATITUEN.
QoTO600 TOV TEAEUTAIO KAIPO €XEI Yivel OUVEIDNON OTIG EAANVIKEG ETTIXEIPAOEIS KA
IB1aiTEPa 0 O0EG OPACTNPIOTTOIOUVTAl OTOV TOUED TWV UTTNPECIWY OTI N
ETTEVOUCON OTO  «XTIOIMO» TTEAATEIOKWY OXECEWV QTTOTEAEI T MOVAdIKA
OUCIOOTIKA €TTEVOUCH MIOG €TTIXEIPNONG OTO PEANOV. EkTipGTal 611 a1 TO 2002
€wg 10 2004 o1 eTrevduoelg oe Auoeig CRM éxouv auénbei paydaia Kal €I0IKA TOV
TEAEUTAIO XPOVO £EyIvav OPKETEG TTPOOTTABEIEG aTTd TIG ETTIXEIPAOEIS TTOU
TTPOCPEPOUV TTAKETA AOYIOWIKOU va opicouv To CRM kai va dwoouv To OTiyua
Toug oOTnv ayopd. Qotdéoo, MPEXPI OAMEPO Ta  Pripata  ToU  €XOuV
Tpaypartotoin®ei oto CRM  a@opouv Kupiwg OTAV  QUTOPATOTTOINCN Twv
TNAEQWVIKWYV KANoewv. H auTtopaTtotroinon Tou TnAE@wVIKOU Kévtpou (call
management) pe Treplopicuévn evotroinon ue Ta back office cuothuarta eivai
éva JOVO KoppaTl TNG 6Ang diadikaciag uhotroinong CRM Kal QUOIKA Ogv UTTOPET
va atroTeAéoel ammd povn TG oTpatnyikin CRM.

2NV €AANVIK ayopd UTTApxel TTPOCQPOPO €£0aPOC OTOV TOMEA TNG
eCuttnpéTnong TreAaTwy  (customer service), évag TOPEQG TTOU MTTOPEI va
TTPOOOWOEl AVTAYWVIOTIKO TTAEoVEKTNPA. Mo TTapddelyua, n  oAoéva Kal
TEPICCOTEPO PEATIWCN TNG PAUNG TWV ETAIPEIWV KIVNTAG TNAEQWVIag wlnoe Tov
OPYQVIOUO TNAETTIKOIVWVIWY TNG XWPAG MAg va avadntioel TpOTToug BeATiwong
TNG €LUTTNPETNONG TTPOG TOV TTEAATN, TTPOKEINEVOU va dwaoel ammdvinon OTov
avTaywviopo. H atreAeuBépwon TG ayopdg Kal O APECOG QVTAYWVIOUOG
TTPOBANUATICOV TTOAAEG ETTIXEIPAOEIS YUPW aTTd To B€ua Tng dlaTAPNONG Tou
TTEAATN. AUTA TN OTIYHN O1 TTEPICCOTEPEG EAANVIKEG ETTIXEIPNOEIC BpioKovTal OTN
@aon avalAtnong opAuaTog Kal KATavonong Twv OoQeAWV TnNG UAOTTOINCNG Tou

CRM.
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To emixeipnuaTtikd ToTTiIO 0TV EAAGDQ O¢cixvel peydAo evdlo@Epov OTN
BeATiwon TNG €EuTTNPETNONG TOU TTEAATN PECA aTTd TNV KOAUTEPN dlaXEipIon TwWV
OX€0ewv Twv TreEAATWY. KaBwg o1 ETTIXEIPAOEIG OTPEPOVTAlI OTOV TTEAATN N
¢nTnon vyia cuotiuata CRM kai e-CRM Ba akoAouBrjoel avodikr tropeia. H
eM\NVIK ayopd O10B€Tel OAa Ta €@OdIO TTOU XPEIAZETAl TTPOKEINEVOU  va
UI0BETNOEI TTEAATOKEVTPIKA OTPATNYIKA. ZUNQWVA HE HIa TTPOCPATH OTATIOTIKA
MEAETN TO 58% Twv €AANVIKWV ETTIXEIPAOCEWY OKEQPTETAI va UIOBETAOEI AUCEIG
CRM péoa oToug emopevoug 12 ufveg. Etriong, n euBuvn TG UAOTTOINONG MIOG
oTpatnyikng CRM peta@épetal atmd 1o TUAPA TTANPO@OPIaknG Texvoloyiag (IT)
TNG €TMIXEipnONG 0TOo marketing, OTIC TTWAACEIS KAl TNV €EUTTNPETNON TTEAATWV
Kabwg Kal otV avwTaTn 8loiknon, OTOoIXEI0 TTOU ATTOOEIKVUEI OTI OI EAANVIKEG
emxeipnoelis avrihauBavovtar 611 7o CRM dev cival govo pia osipd amod
TEXVOAOYIKEG EQAPUOYEG, OAAG HIa OTPATNYIKN ETTEVOUCH.

210 TTAQiola TNG NAEKTPOVIKAG dlakuBEépvnong (e-government) Kal pe
XPOVIKO opifovTa Ta €TTOMEVA TTEVTE XPOVIa TTPORAETTETAI va TTPOKUWEI Hia véa
ayopd auth TnNgG dlaxeipiong Twv OXE0Ewv PE TOUG TTOAITEG (citizen relationship
management). MNpokeITal yia pia véa oTPATNYIK TWV dNUOCIWY OpyavICUWV
TTOU 0aV OKOTIO €XEl TNV OAOKANpwEVN TTapakoAouBnon Tng oxéong TToAiTn-
onuociou TOMPEQ, TNV TIOIOTIKA €EUTTNPETNON TWV TTOAITWY, TNV au@idpoun
ETTIKOIVWVia padi Toug, Tn MEIwon Tou KOOTOUG €CUTTNEETNONG, TN MEYIOTOTTOINON
TNG IKAVOTTOINOoNG Toug, TN dIaTAPNON TG OXE0NG TTOAITWV-OPYQVIOHWY Kal TN
OTPATNYIKI agloTToinon TNG TTANPOPOPIAs TTOU aPopd O0Tn OXEOoN ME KABE TTOAITN
Kal oTnVv Taxeio Aqyn KaAUTeEpWVY atroPdcewy. AT Ta TTAPATTAVW PaiveTal OTI N
ayopd Tou CRM kai Tou citizen relationship management eival apkeTd

UTTOOXOMEVN OTN XWEA KOG YIa TO £yyUG HEAAOV.
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KE®AAAIO 5

FENIKA ZYMMNEPAZMATA KAI NMPOTAZEIZ I'lA NMEPAITEPQ EPEYNA

2T0 Onueio autd Ba avaKEPAAAIWOOUUE TA KUPIOTEPO CUHPTTEPAOUATA TNG

EpPyaciog autng Kal Ba TTpoTabouv BEuaTta yia TTEPAITEPW PEAETN KAl AvATTTUEN.

5.1. M'evik@ cupTtrEpGOUATA

H 1Taykoopiotroinon Kai n eAtTAwaon Tou NAEKTPOVIKOU eUTTOpiou aAAACE!
onuePa PICIKA TOV TPOTTO UE TOV OTTOI0 KABE ETTIXEIPNON avTAYWVICETAI TIG AAAEG.
To pé€yeBOC pIag ETTIXEIPNUATIKAG MOVAOAG KAl N YEWYPAQIKN B€on Tng, Oev
atroTeEAOUV TTAEOV KPIOIHOUG TTAPAYOVTEG ETTITUXIOG YI' AUTHV, O€ avTiOEon UE TO
TTapeABOV. 210 oUyxpovo paydaia PETARAAAOPEVO ETTIXEIPNUATIKO TTEPIBAAAOV N
owaoTr Olaxeipion Twv OXECEWV TTEAATWV KAl TO TTPOCQPEPOMNEVO ETTITTEDO
e€utTNEETNONG €ival, KAtd YeVIK opoAoyia, o oTroudaidTEPOS TTAPAYOVTAG
eTmITUXiag piag etmixeipnong’.

To CRM 0¢gv atroteAei atTAG pia TTpWTN €TTAQH UE TOUG TTEAATEG, OUTE
OXETICeTaN PE TO UYNAO eTTiTTEdO €EUTTNPETNONG TOug. Eival pia euputepn évvoia
TTOU a@opd aToV TPOTTO YE TOV OTTOIO N ETTIXEIPNON BIAXEIPICETAI TIC OXECEIG WE
TOUG TTEAATEG KAl TO ATTOTEAEOMATIKO CRM 1Tpocdidel atrd Tn pia TTAEUpd agia
oTtov TEAATN Kal atrd TNV AAAN €€aoc@alifel avAatTuén kal kepdogopia o€
MOKPOTTPOBEOHO OpifovTa yIa OAOUG TOUG EUTTAEKOUEVOUG, ATTO TOUG TTEAATEG

MEXPI TOUG JETOXOUG TNG ETTIXEIPNONG.
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To CRM eival pia A&IToupyIkry oTpaTnyik marketing, n oTroia atraitei TNV
avaBewpnon OAWV TwWV OTOIXEIWV HIOG ETTIXEIPNPATIKAG Yovadag, dnAadn Tng
TEXVOAOYIKAG UTTOBOUAG TTOU auTh dIaB£TEl, TwV dIadIKACIWVY TTOU AKOAOUBEI Kal
TEAOG TWV IKAVOTATWY Kal OECIOTHTWY TOU avOpwITivou Suvauikou Tng. Zav
évvola To CRM TrepikAgiel Tov avaoxediaoud oAOKANPNG NG ETTIXEipnong Kai
ATTAITEI TN XAPAgN Kal UAOTTOINON MIOG EEKABAPNG OTPATNYIKAG VIO TOUG TTEAATEG
(customer strategy), n otroia Ba TTEPIYPAPEl TOV TPOTIO HPE TOV OTIOIO N
ETTIXEiPNON Ba TTPOCEAKUEI CUVEXWGS VEOUG TTEAATEG, TOV TPOTTO PE TOV OTTOI0 B
augavel Tn datdvn Twv TTEAATWY OTa TTIo KEPOOPOPA yI' AUTHV TTPOoIdvVTA N
UTTNPECTIEG, TO TTWG Ba diatnpei Toug KEPOOPOPOUG TTEAATEG, TO TTWGS Ba augavel
TO TTOOOOTO TWV POKPOXPOVIWV TTEAATWV TNG Kal TEAOG TO TTWGS Oa aTTOQEUyEl
OXEOEIC HE N KEPDOPOPOUG TTEAATEC?.

To CRM oTOX€EUEI OTNV UTTOOTAPIEN OAWY TWV OXECEWV HIOG ETTIXEIPNONG
ME KABE pepovwuévo TTEAGTN. H diapopoTtroinuévn heTaxeipion Twy TTeAATwy o€
onuaivel 0TI KATToI01 TTEAATEG BEXOVTAI ECUTTNEETNON KATWTEPNG TTOIOTNTAG, AAAG
OTI KABe TTEAATNG Ba BEXETAI TNV €CUTTNPETNON TTOU OUVABEI PE TIG IDIAITEPEG
avaykeg Tou. OTav ol ETTIXEIPNOEIS TTPOCPEPOUV EEATOUIKEUMEVN €EUTTNPETNON
OTOUG TTEAATEG TOUG auEdvouyv aTTd TN Mia TO PEPIDIO Tou KABE TTEAATN dnAadr TO
TTOOOOTO TWV AyopalOPeEVWY TIPOIOVIWY 1 UTTNPECIWV Kal attd TNV AAAN
augavouv Tnv mMOavoeTnTa dIOTAPNONG TOU TTEAATN.

Ta avaAuTikd gpyalcia ammobrikeuong dedopévwy (data warehousing) kai
e€opuing oOedouévwy (data mining) EMTPETTOUV  OTIG  ETTIXEIPACEIS  va
dlaxelpifovTal JEYAAES TTOOOTNTEG DEDOUEVWV TTOU OPOPOUV OTOUG TTEAATES Kal
VO KATAVOOUV TIG AVAYKEG TOUG TTANPECTEPQ, £TCI WOTE VA ETTITUYXAVOUV aUEnon

TWV €000WV Kal TG Kepdogopiag. AuTto katéypawe pia €psuva Tng Delloitte &
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Touche® og 200 eupwTTaikéG ETTIXEIPACEIC OTTOU ATTODEIXTNKE OTI AUTEC TTOU
AeIToupyouVv TTEAQTOKEVTPIKA €ival 60% TTI0 KEPOOPOPES ATTO TIG UTTOAOITTEG, EVW
MEYOAWVOUV g iBI0UG PpUBPOUG. H atTOTEAECUATIKA XPNON TWV TEXVIKWY TOU
CRM Trapéxel e€miong TTPORAEYINOTNTA TG MEANOVTIKAG  QyOPAOTIKAG
OUMTTEPIPOPAG TWV  TTEAATWYV, ME OUVETTEID TnVv OTTAOTTOINCn TO0O TOU
oXedlaopoU 600 Kal TwV OIadIKACIWY KATA PAKOG TNG €QODIOCTIKAG AAUCIdAG.
‘EVOG  OUYKEKPIPNEVOG TTEAATNG pTTOpPEl pE TNV TTAPOdO TOu XpOvou va
XPNOIUOTTOIEI TTEPICTOTEPA ATTO £VA KAVAAIQ ETTIKOIVWVIOG PE TNV ETTIXEIPNON Kal
KABe KavAaAl eTmIKOIVWVIOG TTPETTEL VA UTTOOTNEICETal OTTO TIG KATAAANAEG
TEXVOAOYiEG, OIABIKOOIEG KAl OPYOVWTIKEG OOMEG €701 WOTE TO TIPOIOV A N
uTTNPEECia va TTapadobei 0To XPOVO, OTOV TOTTO KAl PE TIG TTPOdIAYPAPES TTOU
oploe o0 TTEAATNG. H oAokAApwon dAwV TwWv onuEiwy ETTAPAS TNG ETTIXEIPNONG ME
TOUG TTEAATEG, TOUG €PYACOMEVOUG KOl TOUG TTPOPNBEUTEG TNG CUMPAAAEI OTnV
augnon Tng KEPOOYOPIag TNG.

2T0 OUYXPOVO ETTIXEIPNMATIKO KOOMUO n OUvaun €XEl METATOTTIOTEI OTOV
TEAATN Kal yI' autd TOo AOYO oI €TIXEIPAOEIG avalnTouv VEOUG TPOTTOUG
TTPOOCEYYIONG TWV TTEAATWY TOug. KevTplkO onueio auTAG TnG TAong €ival To e-
CRM 0&nAadn n nAekTpoVvIK dlaxeipion OXECEWV TTEAATWYV, TTOU ATTOTEAEI MIa
OAOKANPWWEVN  TTPOCEYYION avayvwpliong, TTIPOCEAKUCNG, OTTOKTNONG  Kal
dIaTAPENONS TWV TTEAATWV PE NAEKTPOVIKO TPOTTO, oW Tou AIadIKTUOU.

270 OUYXPOVO  XPNMATOTTIOTWTIKG  oUoTnua  TTPWTAPXIKO  pOAo
dladpaparifel o TEAATNG, KABwWG o1 idlEg o1 TpATTE(eg avayvwpilouv TTWS N
TTPOODdOG TOUG OUVOEETAl APECA WE TNV IKAVOTTOINCN Tou TTEAATN Kal TN
duvaToTNTA EUKOANG TTPOCAPUOYNAG TOUG OTIG OUVEXWG METABAANOUEVES AVAYKEG

Twv TTEAaTWV. O1 TPpATTECEG £XOUV AVTIAN@TE TN OoTTOUdAIOTNTA TNG dNUIoUPYIag
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OTEVWYV OXEOEWV ME TOV eKAOTOTE TrEAATN, MEOA ammO TNV UI0BETNON Kal
uAoTroinon TNG TTEAATOKEVTPIKNAG TTPooEyyiong (CRM), KaBwg Kal TNV ETTITAKTIKA
QVAYKN TNG MEYIOTOTTOINONG TNG Agiag TwV TTEPIOCCOTEPO ETTIKEPOWV TTEAATWV
(Customer Lifetime Value) ol o1Toiol TTaOpEXOUV TA EXEYyUA YA TNV ETTITUXNHEVN
TTOPEIa TwV TPATTECWYV OE JIO AKPWGS AVTAYWVIOTIKA ayopd. H yeyiotoTroinon Tng
agiag Twv ETTIKEPOWV TTEAATWV ATTOKTA 1ID1AiTEPN PapuTnTA AdYyW TNG IOXUOG TOU
“kavéva Tou Pareto” mmou B€Ael TO 20% TwV TTEAATWYV va GUVEICPEPEI oTo 80%
TWV OUVOAIKWYV £000WV TWV TPATTECWV.

levikd To CRM  ammoTeAei  pia onuavTIK — €ukalpia  aAAayng Tou
ETTIXEIPNMATIKOU TOTTIOU O€ AKPWG AVTAYWVIOTIKEG QYOPEG VIO EKEIVEG TIG
EMIXEIPNOEIC TTOU Ba evragouv 10 CRM ©OTn OTpATNYIK TOug Kal Ba TO
UIOBETAOOUV WE ETTITUXIA, ALIOTTOILVTAS TAUTOXPOVA TA EPYAAEIQ TTOU TTPOCQEPEI
n ouyxpovn TexvoAoyia. Ta €mIXEIPNUATIKA TTAEOVEKTAMATA OTTO TNV UI08£TNON
Miag CRM oTtpatnyIkng eival TTOAATTAG:

U EpmAoutiopog NG yvwaong yia TIGC TTPOCOOKIEG KAl TIG AVAYKEG TWV

TTEAATWV
U AUEnon Twv KePdWV PEow eQapuoyAg HEBOdwY oTaupoeldwy (Cross-
selling) kai avaBabuiopévwy TTwAnocwv (up-selling)

U Aiatipnon eviaiag TTOAITIKAG VIO TTPOCEYYION TWV TTEAATWV

U BeAtiwon TnNg €guTTNPETNONG TWV TTEAATWV

U Meiwon Tou AsIToupyIKOU KOOTOUG

2TO ONMEIo autd XPEIACETAl VA TOVIOTEI OTI ONUAVTIKY TTPOUTTO0ECN YIa YIa
EMTUXNMEVN OTPATNYIKA TTEAATWV aTtToTEAEl 0 POAOG Tng avwTaTtng Aloiknong
KAOe emmixeipnong. H TeAATOKEVTPIKA KOUATOUPQ avaTrTtuooeTal otav n Aloiknon

ETTIKOIVWVEI ME OUVETTEID TNV TTEAATOKEVTPIKA @IAOCOQIa €TOI WOTE VA
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QAvVaTITUXO0UV CUMTTEPIPOPESG Kal dladIkaoieg TTou Ba €Xouv OTO KEVIPO TOV
meAdTn. O1 TTpooTrdbeleg yia uhotroinon piag CRM oTpatnyIkngG atroTuyXavouv
oTav uttapxel Xaopa avaueoa otn Aioiknon Tng €TIXEIPNONG KAl TO avBpwITIvVO

OUVAMIKO TTOU BlaXEIPICETAI KABNUEPIVA TIC OXECEIG E TOUG TTEAATEG.

5.2. Mpotdoceig yia TrEpAITEPW EPEUVA

H tmmapouca epyacia &€ Ba pmmopouce va KAAUWEl OAEG TIG TITUXEG TOU
Béuatog Tng dlaxeipiong Twv OXE0ewv TTEAATWY. 2’ autd TOo onueio Ba
AVOQEPOUUE KATTOIEG TTPOTACEIG TTOU WTTOPOUV va atroTeAéoouv BEpata yia
MEAAOVTIKR €pguval.

U Tpémel va peAetnBei avaAuTIKOTEPA TO KATA TTOCOO Ol CUYXPOVEG
ETTIXEIPNOEIG KAl AUTEG TTOU DPACTNPIOTTOIOUVTAI OTOV EAANVIKO XWPO,
uAotroiouv pia Auon CRM, TI TTpoodOKOUV aTTd WIa TETOIO UAOTTOINON
KAl va Yivel JIa OUYKPIOT TWV ATTOTEAEOHATWV.

U Tpémmel va digpeuvnBei TO TTOIEG EAANVIKEG ETTIXEIPNOEIS £QAPUOlOUV
Non Mo oAokAnpwuévn otpatnyikil CRM kal o€ 1moiév KAAd0 avAKEl
KaBepia Kal va yivel oUykpion TwV TTOO0OTWV uloBétnong Tou CRM
avaAoya pe Tov KAGdo dpaoTnpidTNTOG.

U Tpemer va peAetnBei oe mola atmmd TIG UTTAPXOUCEG TTPOCPEPOEVEG
AUoeic CRM deixvouv peyaAUTEPN EUTTIOTOOUVN Ol ETTIXEIPACEIS KAl
TToia ayopdlouv, BAoel TTAVTA TWV AEITOUPYIKWY QVAYKWY TOUG.

U Tlpémel va digpeuvnBoUv oI CUVOAKEG Kal Ta utTdpxovta Oedopéva

Kabwg Kal va TTpoTabouv TpdTTol avaoxedIaouou TNG AsIToupyiag Twv
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EMANVIKWV  ETTIXEIPACEWY  TTPOKEINEVOU  va  «avBioer»  akOpa
TTEPIOCOOTEPO N NAEKTPOVIKA SIaXEIPION TWV OXECEWV TTEAQTWV.

Na avaoAuBei d1e€odikdTepa n véa Tdon Tou Customer Managed
Relationship (CMR), étmmou o 1eAdTNG KateuBuvel Tn oxéon UE TNV
ETTIXEIPNON-TTPOUNBEUTH Kal KEPDBICel peyaAuTepn agia (akpifeia otnv
TTANPo@SPNOCN, TaXUTNTA AVTATTOKPIONG O€ TTapdiTova), HEoa atrd T
Xpnon epyaAeiwv management utroonBoupevwy atrd 170 AladiKTuO

Kai TTola n diagopd Tou he To CRM.
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NMAPAPTHMATA

MNapdprnua 1: CRM kai e-CRM otnv EAAGSa- YITApXOUOoEG UTTOBOMEG

Kal AUOEIg

Méxpl TO onueio auto €xel e¢eTdoel To BewpnTIKO KOPUATI Tou CRM Kal n
METEEENILY TOU OTO Xwpo Tou AladikTUou (e-CRM). Ztnv evotnta authi Ba
ava@ePBoUV o1 AUCEIG TTOU UTTAPXOUV OTNV EAANVIKI} ayopd Kal Ol UTTAPXOUCEG
ETTIXEIPNOEIC TTOU aoyoAouvTtal pe 70 CRM kKoBwg kal 1o TTWG KABe pia
avTIAapBavetal Tn dlaxeipion TwV TTEAQTEIOKWY OXECEWV.

& ALPHANOVA
2Upowva he TNV marketing manager g emixeipnong ALPHANOVA: «O 6pog
CRM xpnoIUOTTOIEITAl VIO VO OPICEl TNV AUTOUATOTTOINCTN KABE AgIToupyiag TTou
TTPOUTTOBETEl €TTAP UE TOV TTEAATN, OTTO TNV QUTOPATOTTOINCN TNG OlaXEipIoNg
TWV TTWANCEWV PEXPI TN CUYKEVTPWOTN OTOIXEIWV YIa TN dnuioupyia TTPOPIA Twv
meAatwyv. H uhotroinon Tou CRM TTpoUTToB£Tel TNV UTTapén ouoTnUATWY TTOU Va
UTTOOTNPICOUV TO CUVTOVIONO TWV OXECEWV O OAA Ta KAVAAIQ ETTAQNG UE TOV
TTEAATN KOl VEVIKG TNV UTTOPEN TTEAATOKEVTPIKAS PIA0coQiac?». Mapadooiakd
QuTA Ta KAVAAIO €TTOQAG ATAV N TTPOCWTTIKA £TTAPN YECA ATTO TIG TTWANOCEIG, TO
marketing Kal TNV €EUTTNPETNON TWV TTEAATWY, TO TNAEQWVO Kal TNV ETTIOKEWN
OTO KaTaoTnpa. Me Tnv €€€AIEN TNG TEXVOAOYIOG TO OnuEia ETTAPNG YE TOV TTEAATN
augavovTal hE TN xpron Twv ATM’s kal Kupiwg Tou AladIKTUOU. ATTOTEAECUA
QUTAG TNG €EENIENG €ival N augnuévn ATTOTEAECUATIKOTATA KAl TTAPAYWYIKOTNTA

TWV OUVOAAOYWV PE TOUG TTEAATEG.
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H Auon CRM Ttrou mrpoo@épel n ALPHANOVA ovopddetal «alpha partner». To
alpha partner oTtnpifetal o€ TTPWTOTTOPO TEXVOAOYIKI] QPXITEKTOVIKN], €EIOIKA
oxedlaopévn yia va UTTOOTNPICEl OUVEPYOQOieG Kal TTPpOoRacn METAEU TwV
emxeipnoewy. Mpokerral yia éva AoyiouIKO TTAApwG Baciopévo oto AladikTuo
(web — based software) TTou ouvOUACel TEXVOAOYIEG NAEKTPOVIKOU ETTIXEIPEIV UE
TEXVOAoyieg Olaxeipiong TreAaTwyv. H TeEXvOAoyikn utrooThpign (platform) Tng
AUONG QUTAG TTPOCPEPEL:

B TTPOCWTTOTTOINKEVN TTPOCEYYION TOU TTEAATN

P TTOAAaTTAG KavaAia diavoung (delivery channels)

B avoixTh dlaouvdeoINOTNTA (Open connectivity)

@ DECISION SYSTEMS INTEGRATION
To CRM aT1roTteAei TNV KUPIA ETTIXEIPNTIAKT OTPATNYIKA, N UAOTTOINON TNG OTToiag
BonBd kdaBe emmixeipnon va Tpooeyyilel TNV ayopd atro «EEW TTPOG TA HECO»KAI
Oxl atmd «péoa TPog Ta £Ew». H epapuoyni piag CRM oTpaTnyIKAG ETTITPETTEI
oTnV £TTIXEIpNON va €1Tevduoel otov TTEAATN divovtag €ugacn oTa OIKEG Tou
QVAYKEG Kal OXI OTA YAPAKTNPIOTIKA TwV TTPOIOVTWY TNG. Ta TTOAAATTAG péoa
ETTAPNG TNG ETTIXEIPNONG KE TOV TTEAATN Kal 1I8IAiTEPA TO AIAdIKTUO EVETEIVAV TNV
QAVAYKN EVOTTOINPEVNG ECUTTNPETNONG.
H texvoloyikn mAat@opua CRM trou mmpoo@épel n DECISION atrd 10 1996,
ovopaletal «Vantine CRM». H couita auti tepIAaUBAVEl TIC EQAPUOYES e-
support, e-sales, e-marketing, e-helpdesk kai e@appoyég avaAutikou CRM.
MeAdteg  Tng DECISION civar n  Alpha Xpnuamiotnpiakr}, n M&K
Xpnpatiotnplakd, 1o Kevipikd AmmoBetApio A¢iwv, n Unifon, n Winbank Ttou

Opilou Meipaiwg kar o Ouihog Etaipeiwv Toyota EANGS. H TexvoAoyiki AUon Tng
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DECISION Ttrapéxel €éva @IAIKO Kal eUEAIKTO TTEPIBAAAOV OTOV TTPOYPOUMATIOTH
Kal éva eUxpnoTo oUoTNPa oToV TEAIKO XproTn.
&® INFOSERVE
2Upowva pe 1o dleubuvovta ocupBouro NG INFOSERVE: «To CRM ecival pia
amoé TIC payddia AVOTITUOOOWPEVEG ETTIXEIPNMUOTIKEG OTPATNYIKEG, 1N OTToid
QTTOOKOTTEl OTN OIEUKOAUVON QVEUPEONG VEWV TTEAQTWY, OTNV aug¢non Tou
OQEAOUG VIO TIG ETTIXEIPAOEIS TTPOCPEPOVTAG TOUG TA KATGAANAQ TTPOIGVTA KOl
augnon Tou Babuou OoTOTNTAG TWV TTEAATWY TTPOG TNV £TTIXEipNon (loyalty)».
Ooeg eTIXEIPAOEIC UIOBETOUV [Ia  TTEAQTOKEVTPIKA TIOAITIKA TTPETTEl va TNV
epapudlouv atmmd 1O avwTePO ETTITTEDO OIOIKNONG PEXPI TOV KATWTEPO OTNV
IEpapyxia utTTdAANAo.
To Infoserve cival pia epapuoyrn CRM T1ng emixeipnong INFOSERVE o¢
TTEPIBAANOV AIQBIKTUOU KAl OTN ONUEPIVI TG MOPPH UTTOOTNPICEl TNV akOAouBn
AEIToupyIKOTNTA:
= Relationship management: TAAPNG KaTaAypa@r Twv OTOIXEIWV Twv
ETIXEIPNOEWV TTOU  €ival UTTApXovTeg 1 TmBavoi TTeAdTeG, opydvwon
OuVvavTACEWY, TNAEQWVNUATWY, aAAnAoypagiog Kal  KAaANIEpyelad  Twv
OIATTPOCWTTIKWY OXEOEWV TWV  EKTTPOCWTTWY TWV TTEAATWV ME TNV
ETTIXEIPNON.
®  Opportunity management: Opydvwon TwV ETTIXEIPNUATIKWY EUKAIPILV
TToUu OnuioupyouvTal atmmd TIC ETTAPEG ME EKTTPOCWTTOUG TWV TTEAATWY,
TTapakoAoUBNon TNG ETTIXEIPNUATIKAG EUKAIPIOG MEXPI QUTA Va Yivel TTWANON
] V& atroTUxEl Kal duvaTtdTnTa yia TTPORBAEWN TNG ETTITEUENG OTOXWV WE BAon

TIG ETTIXEIPNUATIKEG EUKAIPIES TTOU €ival O€ €CENIEN.
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= Knowledge management: Anuioupyia piag Kevipikng Baong dedopévwv

OTTOU PE TN XPAon PIag AéENG-KAEIDI gival duvaTh n aveupeon TTANPOYOPIag

amoé avOpwTToug TwV TIWANCEWyY, Tou marketing Kal TG UTTOOTAPIENS

TTEAATWV.

B Customer service: Karaypa@r Ttapamévwy TTeAATwyY, BuvatotnTa

QVOAUTIKAG KaTaypa®Ag Twv Bnudtwy TTou akoAouBribnkav atrd Tov appodio

eTTiAuong Tou TTPORAANATOG Kal duvaTdTNTA TTAPAKOAOUONOTG TNG ETTIAUCNG

€VOG TTPOPBAAUOTOG.

= Document management: E€ao@aAiel CUYKEVTPWTIKI apXeloBETnon dAwv

TWV €YYPAPWY TTOU AQOPOUV O€ UTTAPXOVTEG Kal TTIBAVOUG TTEAATEG.

@ SAP HELLAS
H emyeipnon SAP, pia ammd TIG PMEYAAUTEPEG ETTIXEIPAOEIS TTAPOXNG TTAKETWV
AoyiopikoU kal Auoswv CRM, Tovilel To TTOOO TTOAU OI OUYXPOVEG ETTIXEIPACEIG
Xpelagovral AUOEIG Ol OTToieg va evoTTolouv To front-office pe To back-office, 6Aa
Ta KAVAAIQ ETTIKOIVWVIAG PE TOV TIEAATN KAl VA €iVal «AVOIXTEG» OTOV KOOUO TOU
Aiadiktuou. EBIK& 10 Aladiktuo atroteAei éva kavdAl TTwAACEwWV, TO OTTOIO
MTTOPEI VO aTTOdWOEl AUTOVONA KAl PE MIKPO KOOTOG OuvThpnong. Ta oToixeia
TTOU padeuovTal Kata Tn OIAPKEIA TNG ETTIOKEYNG TOU TTEAATN OTNV IOTOOEAIdA TNG
ETIXEIPNONG  WTTOPOUV va  XPNOoIJotroiNBouv  yia TN AQyn  oTpaTnyikwy
ATTOQPACEWY OXETIKA PE TOV TPOTTO PETAXEIPIONG TWV TTEAQTWV.
H AUon tng emmixeipnong SAP ovouddetal «kmySAP CRM» Kal KOAUTITEI OAEG TIG
QVAYKEG OIaXEIpPIoNG TTEAATEIOKWY OXECEWV. Ta oevdpia TTOU TTPOCPEPEI N AUoN
auTh givail:

» AladikTuokég TTwAAoelg (Internet Sales) : H epapuoyny autrhy TTpooBETEl

éva aKOpa KavaAl 0To TUAUA TTWARCEWVY yia Tov TTEAATN. O evVOowHaTWPEVOG
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NAEKTPOVIKOG KATAAOYOS TTPOIOVTWY KAAUTITEI OAEG TIG AVAYKES TWV TTEAATWV
KAl TTPOC@EPEI OUVATOTNTEG OTAUPOEIdWY KAl AvABAOUICHEVWY TTWARCEWYV
(cross-selling kai up-selling avrioToixa).

# Internet Customer Self Service: lNpoo@épel oTOUG TTEAATEG TTPOOROON
Méow Tou AladIKTUOU. H UuTTOOTAPIEN QUTOU TOU OCEVOpIiou YiveTal PE TN
BonBeia £gutTvwy cuoTnUATWY (case-logic systems) yia Tnv avayvwpion Kai
eTTiAuon TTPOBANPATWY.

® TnAepwvikd kEvTpo egutTnPETNONG TTEAATWYV (Service Interaction Center):
ATTOTEAEI HEPOG TNG EUPUTEPNG AUCNG TOU TNAEPWVIKOU KEVTPOU Tou MySAP
CRM, utrooTtnpiCel emmikoivwvia pe TNAéQwvo, fax, e-mail kol ypaTrTi
aAAnAoypagia.

+ Mobile Sales: EvOuvapwvel 1o TURUO TTWANCEWV TTOU aoXoAgiTal dueoca
ME TOV TTEAATN.

* Mobile Service: Eival oxedlaopévo yiad va AuTOUATOTTOINOEI OAEG TIG
dpACTNPIOTATEG UTTNPETIWV.

+ Marketing Management. [lpoo@épel  dlaxeipion  dIAPNUICTIKWY
EKOTPATEIWV OE £VA OAOKANPWHEVO TTEPIBAAAOV TTOU KOAUTITEI OAQ TO onuEia
ETTAPNG YE TOV TTEAATN.

» Marketing Analysis: To mySAP CRM Tpoo@épel epyaAcia yia Tnv
avaAuon Twv dIA@NUICTIKWY EKOTPATEIWV XPNOIMOTTOIWVTAG ECWTEPIKA KAl
€EWTEPIKA OTOIXEIO JE OTOXO TNV AULNON TNG ATTOTEAECPATIKOTNTAG TOoug. lNa
Tov UTTOAOYIOUO TNG agiag Twv ETTIKEPOWY TTEAATWY XPNOIKMOTTOIOUVTAI
epyaAeia  avaluong kepdogopiag (profitability analysis) kol  TEXVIKEG

KooToAOynong (overhead costing techniques).
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@® SAS INSTITUTE S.A.-HELLAS
lNa tn SAS Hellas n diadikacia Tou CRM euTTAéKEl avOPWTTOUG Kal TEXVOAOYia
padi. Eeappoloviag upia otpatnyikp CRM, atraireital pIfIkfp YETATPOTI TOU
TPOTTOU A€ITOUPYIag TNG ETTIXEIPNONG, WOTE O TTEAATNG va TOTTOBETNOEI OTO
KEVTPO TNG €0TIAONG KAl €AV N ETTIXEIPNON O€ OTPAYEI TTPOG AUTO TO BEua, n
otpatnyliki CRM egivar katadikaopévn va atrotuxel. H Auon CRM tng SAS
TTPOCQEPEI TA EPYOAEIQ EKEIVA OTIG ETTIXEIPNOEIG TTPOKEILEVOU VA OTOXO0OETHOOUV
KAl VO QvTOTTOKPIBOUV OTIC AVAYKEG TWV TTEAQTWY Toug. ETTIXEIpACEIS Kal
OPYQVIOHOI UTTOPOUV Va £XOuV TTPOCRaCN Kal VO OpYaVWVOUV Ta OEdOUEVA TWV
TTEAATWV TOUG aTTO OAA Ta ONUEIA TTWANCEWY, CUPTTEPIAAUPBAVOUEVWY KAl TwV
OUCTNUATWY NAEKTPOVIKOU guTTOpiou. TO oUVOAO Twv AUctswv CRM Tng SAS
OoTOXEUEl OTNV avAAuon Twv AEITOUPYIWV TNG ETTIXEIPNONG, ME ETTIKEVTPO Ta
akoAouba:
MO YPAYopn Kal TTO  OIKOVOMIKA aTtrokTnon TeAaTtwy  (customer
acquisition)
augnon Tou dykou ocuvoAAaywV PE Toug TTEAATEG (customer growth)
ETTEKTAON TNG OXEONG ME TOUG TTEAATEG XPOVIKA (customer retention)
& STAT COMMUNICATIONS
2Uhewva pe Tn STAT COMMUNICATIONS, kd6e utrowneia eTTiXeipnon Trou
emOupEi pia Abon CRM, Ba TTPETTEl TTPWTA VA €XEI ATTOOAPNVIOEI TTOIOG TOUEQG
NG XPrZel PeATiwoNG Kal KatdTIv va SIGAEEEI TO KATAAANAO TTpoidv. H avdaTTuén
Tou CRM o@eiAeTal otn diatmioTwon OTI 600 01 ETIXEIPNOEIS PEYAAWVOUV O€
MEyEBOG, TOOO TMIO OUOKOAO €ival yI' AUTEG VA OCUYKEVTPWOOUV KAl VA
QagIOTTOINOOUV TIG TTANPOPOPIEG TTOU £XOUV YIa TOug TTeEAATEG. H diadoon Tou

Al0dIKTUOU wWONOoE pia TTAEIGdA TEXVOAOYIKWVY AUCEWV KAl €KAVE TOUG TTEAATEG
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MO ATTAITNTIKOUG, AugAvovTag TaUuTOXPOova dPAPATIKG TOV aviaywvioud UeTagu
Twv emixelipnocwy. ‘ETol, N owoTr dlaxeipion Twyv TTEAATEIOKWY OXECEWV Kal N
eykatdoTtaon evog CRM cuoTApaTog gival TTAEOV avAyKn ETTITOKTIKH.
H oAokAnpwuévn Auon CRM trou mpoo@épel n STAT COMMUNICATIONS
ovopaletal «Avaya». H Auon auty KaAutrTel T600 TOV €EOTTAICO GO0 Kal TO
QATTAPAITNTO AOYIOUIKO KAl TTPOCQEPEI 24WpN UTTOOTAPIEN O OAA Ta TTPOIdvTa
TNG ETTIXEIPNONG.

@ HEWLETT —- PACKARD HELLAS
H AUon otov Topéa Tou CRM 10U TTpoo@épel n emmixeipnon HEWLETT —
PACKARD (HP) ovoudacletar « HP front office». H AUon aut XpnoIhoOTTOIE
TTPOEYKATACTNUEVEG €QAPUOYES (modules) oI OTToiEG ETITPETTOUV TO «XTiOIUO»
CRM AUoewv o€ gUVTOUO XPoVIKO dIdaTnUa Kal TA duvaTdTNTA CUVTOVIOHOU TWV
Aeiroupyiwv Tou marketing, Twv TTWANCEWV Kal TNG €EUTTNPETNONG META TNV
TwAnon. H Adon HP front office atroteAcital atrd Tpia aveEdptnta modules Ta
oTToia A&iIToupyouv autévoua Kal ouvduddovTal PETagU Toug Xapn oto «HP
smart contact». To HP smart contact €ival yia Auon diaxeipiong TaQwy e ToV
TeAATn (customer contact management), pe ouvarotnteg CTI (Computer
Telephony Integration) kai xprion d10@OpwV HEBODdWV ETTIKOIVWVIAG OTTwG fax, e-
mail, video. Ta 1pia autd modules €ival Ta €¢N1G:

B E — marketing: emTp&TTel TNV auTopaToTToinon Tou Internet marketing.

P E — sales: atmmoTeAei «€EUTTVN» EQAPUOYN VIO NAEKTPOVIKO EUTTOPIO.

™ E — support: TTpoo@épEl evoTroinon TNG 10TOOEAIDAG UTTOOTAPIENS

(support web site) pe 10 THAEQWVIKS KEVTPO.
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® IBMHELLAS
H IBM cival n peyaAutepn €Taipia 010 XWPEO TNG TTANPOQPOPIKAG Kal PETAEU TWV
AAwv  Tpoo@épel kKal Auceig CRM ocuoTtnudtwv. H IBM Trporteivel Tnv
oAokAnpwuévn Auon CRM yia Toug xwpoug TG Alavikig Tpatrelikis (banking),
TWV OIKOVOPIKwY Oladikaoiwyv (finance) kal Twv ac@aleiwv (securities). Ta
BaoIKA XapakKTNPIOTIKA AUTHS TNG AUONG €ival:
# Sales transformation: Emdiwkel va Bondnoel TIG TpATTECES VA augroouv
TNV KeEPdOoPopia Tous. Mpooeépel TN dnuioupyia Tou TTPOQIA Twv TTEAATWV
TNG ETTIXEIPNONG, OTPATNYIKNAG TTWANCEWY KAl TTPOYPAPUATIONO dpdong.
# Proactive customer care: H AUon auTh cival o€ B€on va TTPOCQPEPEI OTOUG
TPATTECIKOUG OPYQVIOPOUG Tn duvatotnTa va €TmAEyouv TTEAATEG UWNARG
agiag Kal va Toug TTPOCPEPOUV TTOIOTIKEG UTTNPETIEG.
# Multi-channel delivery: To xapokTnpIOTIKO aQuUTO TTOPEXEI  OTOUG
OIKOVOMIKOUG Opyaviopoug Tnv €yyunon OTI n Tapddoon TwV UTTNPECIWV
TOUg yiveTal o€ OAa Ta £TTITTEDA.
levikd o1 uTTnpedieg TTou  TTapéxovTal ammd  Tn  XPAon Qutng Tng
OAOKANPpwHEVNG AUONG PTTOpoUV va ouvduaoBouv pe AAAeG AUCEIG TTOU
QQOPOUV OTIGC NAEKTPOVIKEG OUVAAAQYEG Kal TN dlaxEipion TTOPWVY  UE TETOIO
TPOTTO WOTE VA TTPOCPEPOUV €va ETTIXEIPNOIOKO TTEPIBAAAOV TO OTTOIO va
pTTOpPEl VO dlopop@wOei pe BAON TIC OUYKEKPIUMEVEG aAVAYKEG KABE
opyaviouou.
® ORACLE HELLAS
H ORACLE cival avap@ioBATnTa pia atmmd TIS TTPWTAYWVIOTPIEG ETTIXEIPNOEIG
oTov Topéa TNG TTapoxnS oAokAnpwuévwy Aucswv CRM. O1 epapuoyég CRM

TG ORACLE ptropouv va ocuvepyacoTtouv pe cuoTthuata ERP. H emkoivwvia
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METACU Twv OUO ETTITUYXAVETAI PE TNV AvVAYVWEION KAl TNV OAOKANpwon Twv
«business-level objects» 1Tou cuppeTéxouv OTIC AAANAOETTIOPACEIG PETAEU TWV
epapuoywyv. Q¢ «business-level objects» Bewpouvtal o TEAGTNG, N TIUA, TO
TTpoidv Kal n TrapayyeAia. To CRM g ORACLE trepINauBAvEl TIG OOUITEG TwV
marketing, TTWANCEwWV, €EUTTNPETNONG TTEAATWY, CUUPACEWV VIO QYOpPEG Kal
TTWARCEIC Kal Tou KEvTpou aMnAeTTidpaong (interaction center)?.
* H ocouita ORACLE marketing emtpétrel ota oTeAéxn Tou marketing va
dNUIOUPYAOOUV TTOIOTIKEG EUKAIPIEG TTWANONG, va dieupUvouv Thv TTPOCRAcn
TNG ETTIXEIPNONG OTNV Ayopd KAl VA UEYICTOTTOINCOUV TNV AtTodOTIKOTNTA TOU
marketing.
® H oouita ORACLE sales trepiIAauBavel epapuoyES TTOU BEATIOTOTTOIOUV
TIC TIWANCEIC TNG ETTIXEIPNONG KAl  ouyxpovi(ouv TIG OpaoTnpIOTNTEG
TTwAAoewv o€ emiTedo opyaviouou, Olauécou OAwvV TwV  KAvaAlwv
TTWARCEWV.
* O epapuoyég TG oouitag ORACLE service TTpoo@épouv To €UpPOG TNG
AEITOUPYIKOTNTOG TTOU ATTAITEITAI YIA TNV ETTITUXIO TNG ETTIXEIPNONG OTOV TOPEQ
TNG €CUTTNPETNONG TTEAQTWY. ME TIG EQAPUOYEG TNG COUITAG AUTHG TTAPEXETAI
TAApNG TTPooPBacn o€ OAoug Toug UTTOAAAAOUG TNG ETTIXEIPNONG TTOU
£pXovTal € TTa@r JE ToV TTEAATN O€ TTANPOQOPIES YI' AUTOV.
® H oouita ORACLE contracts €ival n povadiki Auon otnv ayopd Trou
dopEei Kal auTOPaTOTTIOIE TN dlaxEipion CUUBACEWY VIO ayopEG Kal TTWANOEIG,
eyyunoeig (warranties) kalr TTpooBeTeg eyyunoelg (extended warranties).
Eriong n oouita autr diaxeipieTal CUPPATEIG TTVEUROATIKWY SIKAIWHUATWV.
* H oouita ORACLE Interaction Centre utrooTtnpiCel Tn A€IToupyia €vog

TNAEQWVIKOU KEVTPOU WE EICEPXOMEVEG KAl E€CEPXOMEVEG KAROEIG, ME Mign
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kKAoewv (call blending) kai pe TTOAUMEDIKN eTmIKOIVWVIa (multimedia)
TTAPEXOVTAG OTO XPAOTN MIA OUVOAIKA €IKOVA TOU KEVTPOU AAANAETTiOpaon,
BeATiwon TNG eTIKOIVWVIAG YE TOV TTEAATN, MEIWON TOU KOOTOUG TTWARCEWV
Kal eguttnpétnong. TéAog, oTo Interaction Centre avAkel Kal n KABETN
epappoyn Collection Center 1Tou BonBd Tnv €mXEipnon va QvVAKTHOEI
EMOQAAEiG aTTaITAOEIGC ATTO TOUg TTEAATEG TNnG (bad debts).

Kd&Be oouita Tng ORACLE CRM TrepPIEXEI KAI TNV AVTIOTOIXN «ETTIXEIPNMATIKA
euguia» (Business Intelligence) Tmou peTalu aAAwv divel TNV ETTIXEIPNON TN
duvatotnTa va avaAucel o€ PABog Tnv amoédoon Twv  TTPOowONTIKWV
evepyelwv Tou marketing Tng, TNV €mmidoon TwWv TTWARCEWV ava TTPoIdy,
TTWANTA KAl YEWYPAPIKI TTEPIOXN, TIG AVAYKES TWV TTEAATWYV, TNV IKAVOTTOINON

KAOe TTEAATN Kal TNV TOAvVOTNTA ATTWAEING VOGS TTEAATN (churn).
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