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NEPIAHWH

To oxXe0IAKO PAPKETIVYK AOXOAEITAI KUPIWG UE dlATAPNON KAl Evioxuon TNG
TMOTOTATOG TWV TTEAATWV HIOG ETTIXEIPNONG. H ouyxpovn dlaxeipion Twv TTEAATEIOKWV
OXE0EWV EXElI WG AVTIKEIMEVIKO OKOTTO TNV AvVAYVWPIOT TWV TTI0 dUVNTIKA KEPBOPOPWV
TTEAQTWV Kal TNV EVOUVAPWON TNG TTPOCAAWGCTG TOUG OTN NAPKA ) TNV €TTIXEIpNON. To
NQVIKO ePTTOPIO ATTOTEAET HEXPI CANEPA £va ATTO TOUG ONUAVTIKOTEPOUG XWPOUG YIa
TOV 0X€QI00WO Kal UAOTTOINON TETOIWV OXNUATWYV dIATAPNONG KAl augnong
TMOTOTATOG. TNV EAANVIKA ayopd, Hiag atro TIG TIPWTOTTOPEG ETTIXEIPAOEIG TTOU
Karavonoav TNV agia Tou OXECIOKOU NAPKETIVYK KAl TN OUUBOAR TOU OTNV ETTITEUEN
uwnAoTEPNG aTTOd0TIKOTNTAG €ival N Neppavog ABEE. To mrpoypaupa Magna 1rou
eQappooe duvapika atrd TG apxEg Tou 2000 dev £pepe WOTOOO TA AVAUEVOUEVA
armroteAéoparta. Ta dedopéva deixvouv dpwg OTI N eTaIpEia dUvaTal KAl OPEIAEl va
avadlapBpwaoel aueca Trn doury OAOKANPOU TOU CUCTANATOG BIAXEIPIONG TTEAATEIOKWY

oxéoewv, BETOVTAG TIG BACEIG yia Tn dnuIoupyia hiag akOun BeueAiudoug IKavoTnTaG.



MpdAoyog I
MpoAoyog |

O TPOTTOG PE TOV OTTOI0 EQAPPOLETAI TTAEOV TO HAPKETIVYK OAAAZEI AOYW TwV
OpAPATIKWY aAAQYwWV TOU €EWTEPIKOU TTEPIBAAAOVTOG KATA TNV TEAEUTAIO EIKOOQETIAN.
Tétoieg aAAayég gival n Oedopévn TTAEOV OIKOVOUIKE] TTAYKOOWJIOTTOINON, Ol CUYXPOVEG
EPYACIOKEG OUVONKEG, N vEQ TTANPOQPOPIAKN TEXVOAOYIa Kal N CUVEXAG KAl EKPNKTIKA
didxuon TnG yvwong. MNMoAAoi epeuvnTég avékaBev TTpooTTaBoUCAVY Kal TTPOCTTa00UV
VO KATAVONOOUV TN UON TWV aAAAyWV auTwv TOOO OTO VEO TTEPIEXOMUEVO TTOU
AauBavel To HAPKETIVYK GO0 KAl OTIG VEEG TTPAKTIKEG Tou. Me Tov aévaa augavouevo
ETTIXEIPNOIAKO AVTAYWVIOUO 0 POAOG TOU KATAVOAWTA €XEI YiVEI QPG TTIO
TTOAUTTPOOWTTOG. Eival TTAéov OUAAEITOUPYOG, cuvdnuIoupydg, CUNTTAPAYWYOS TNG
KATAVAAWTIKAG agiag, TTpdyua TToU ToV QEPVEI XwpPig AANO 0Tn onuavTIKOTEPN B€0N
Trou €ixe TTOTE". H Slaxeipion TTEAATEIOKWY OXECEWV SEV aTTOTEAET VEQ 1IB£0 1} TIPOKTIKA
oTnv eAANVIKN ayopd. EvTouToig, dev gival TTOAAEG O1 eTalpEieg TTOU £XOuv OXEDIAOEI

KAl UAOTTOINCEI €va APTIa CUYKPOTNUEVO oUCTNNA BIaXEiPIoNG TwV TTEAATWY TOUG.

! Yonggui Wang, Hing Po Lo, Renyong Chi and Yongheng Yang, “An integrated framework for customer value and customer-
relationship-management performance: a customer-based-perspective from China”_Managing Service Quality, Vol 14, No 2/3,
2004, pp 169-182
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EuxapioTieg II

Euxapiotieg Il

Ma TN oupPoAr oTnv OAoKANPWON TNG TTapoUoag epyaciag Ba ABEAa va euxapIoTAOW
Bepud Tov emBAETTOVTA KABNYNTA pou METpo MaAAIapn yia Tnv kKaBodrjynon Tou Katd
TO oXedIAoUO Kal uAoTToinon TNG MEAETNG. ETITTAOV Ta OTEAEXN TNG ETAIPEIAG
eppavog, ka BavidAn «Senior Product Managery, ka Tplavata@uAAlidou «Assistant
Product Manager», ko KaAoyepdtmouho «Information Technology Director», ko
2KavOAAn atréd 1o TuAPa Mnxavoypdenong Kabuwg kail Tov Matradddnua AAECavdpo
«CRM Director» Tng MRM-Zentropy, TTou avtatrokpitnkav otnv TTpdokAnon yia
TTPOOWTTIKA ouvévTeugn. TEAOG, Ba nBeAa va euxapioTAow Bepud TNV Ka 'E@n
KoT1ToAQ yIa TNV ouc1aoTIKr) CUPBOAN TNG 0T SIEKTTEPAIWON TG CUYKEKPIKEVNG

ETMIOTNPOVIKAG MEAETNG.
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Kepahaio 1-Zxeoiakd MApKETIVYK

KEDAAAIO 1: OswpnTIK TTPOCEYYIOT TOU OXECIAKOU NAPKETIVYK,
TNG TOTOTNTAG TOU TTEAATN KAl TNG S1aXEIPIONG TTEAATEIOKWYV
OXEOEWV.

1.1. EIZATQrd

1.1.1. Eicaywyn

2.Tn XINIETIA TTOU BIAVUOUE Ol HAPKETIVYK PMAVATCEPS XwpPilovTal O€ EKEIVOUG TTOU
UI0OBETOUV Kal EQAPPOLOUV apXEC TOU OXECIAKOU HAPKETIVYK KAl O€ EKEIVOUG TTOU
ox1". O TIPWTOI AVASIOPYAVLIVOUV Ta TIPOYPAMMATA HAPKETIVYK PE OKOTTO TN
onuioupyia Kal dIaTAPNON TNG TNIOTOTNTAG TOU TTEAATN O€ JAPKA N KATACTNUQ,
divovtag dnAadr onuacia T600 oTNV aTTOKTNON OG00 KAl aTn d1aTPENOoN
TTeAatwv. MNMavouv va TToTevouv 0TI N OOUAEIG TOUG OTAPATA PE TNV
TTPAYUATOTTOINCN TNG TTWANONG, EVW avayvwpi(ouv OTI OTTOIAdNTTOTE TTWANCN
aTTOTEAEI EUKAIPIa dNUIOUPYIAG MIAG OTEVHG KAl KEPOOPOPAG OXEONG HE TOV

TTEAATN.

To HAPKETIVYK YVWPIOE, HETATTOAEUIKA, TEOOEPA ONUAVTIKA PEUUATA OTN
@iAocogia Tou'. APXIKG €ixe ETTIKPATATE! TO PalIKO HAPKETIVYK («mass
marketing») TTou atnpifétav oTtn padikn TTapaywyr], TTPoBoAr kal diavour, To
OTTOIO AVTIKATAOTABNKE ATTO TO OTOXEUMEVO PAPKETIVYK («target marketing»),
TTOU avayvwplioe OTI Oev gival OAoI oI TTEAATEG id1o1. H oTOXeuon dev OXETICOTAV
MOVO HE TNV TTapaywyn o €CEIBIKEUPEVWY TTPOIOVTWY, GAAG Kal e ueBGdoUG
OTOXEUPEVNG TTPOPOARG, diavoung kal eEuTTNPETNONG. AKoAoUBNnoE To dIEBVES

MApKeTIVYK («global marketing») TTou eQApuoCE TIG ApPXEC TOU TTPONYOUNEVOU OE

! John G. Sanchez, “Customer Relationship Marketing”. www.crmguru.com



Kepahaio 1-Zxeoiakd MApKETIVYK

MEYOAUTEPN KAIJOKA, AOYW TwV PEYOAUTEPWY TTAPAYWYIKWY dUVATOTATWY,
ETTIKOIVWVIAKWYV KaVAAIWV Kal dIKTUWV dlavoung. To TETapTo KUPa 0Tn
@INOCOQia TOU HAPKETIVYK ATTOTEAECE TO OXECIAKO PAPKETIVYK. O1 pavatlepg
ouveldnToTToinoav o1l KEQAAQIO OEV ATTOTEAOUV OI JAPKEG ATTO JOVEG TOUG AAAG
TO €MITTESO APOCiIWONG TWV TTEAATWYV TOUG O€ AUTEG. Z€ aAUTh TN BAon ekivnoav
TA TTPOYPANPATA TTIOTOTNTAG KAl N METETTEITA £CENIEN TOUG O€ CUCTHUATA

dlaxeipIong TTEAATEIAKWY OXECEWV.

1.1.2. AvTIKEIPEVIKOI ZKOTTOI

H epyacia otoxeuel ammd Tn pia TTAEUPA va avadeitel TIG EVVOIEG TOU OXECIAKOU
MAPKETIVYK KQI TNG TTIOTOTNTAG TWV TTEAATWY PECQ aTTO ETTIOTNHOVIKES TTNYEG TNG
d1eBvoug BiBAIoypagiag. MpoBdaAAel Tnv aia kal Ta oPEAN TNG opyavwpévng
dlaxeipiong Twv TTEAATEIOKWY OXE0EWV OTTWG AUTH €QAPUOZETal T TEAEUTAIA
XPovia. Ao Tnv GAAN ATTOOKOTTEI O€ TTPAKTIKO £TTITTEDO Va €peUvAOEl 0 BABOG
TO ouoTnua diaxeipiong TeAateiokwy oxéosewv TG leppavég ABEE. Tlio
OUYKEKPIPEVA, VO  EVTOTTIOEI  OUCIACTIKA Tov  TPOTTO  AEIToupyiag  Tou
TTpoypduuatog Magna, 1™ OUuBOAr} TnG TeExvoAoyiag otn diaxeipion Twv
TTANPOPOPIWYV TWV TTEAATWY, TIG EQAPPOYES TOU PAPKETIVYK yia TNV auénon Tng
MOoTOTNTAG, TO PaBud TNG OPYAVWOIOKNAG TIPOCAPUOYNS OE QUTAV TNV
@INoco@ia, Ta OQ@EAN TTOU TTPOKUTITOUV KABWG Kal TNV aT1rodoTIKOTATA TOU

OTPATNYIKOU QUTOU OX€edioU ETTEITA ATTO MIA TTEVTAETIA UAOTTOINONG.



Kepahaio 1-Zxeoiakd MAPKETIVYK

1.1.3. MeO6odoAoyia

O TpOTTOG GUAANOYNG TWV OTOIXEIWV EYIVE PE TN PEBODO TWV TTPOCWTTIKWV
OUVEVTEUEEWV aTTO OTEAEXN TOU PAPKETIVYK KAl TWV TTANPOQOPIAKWV
OUCTNUATWY TNG €TAIPEIOG . AnUIoupyrROnKe uia TTAATQOPUA EPWTACEWY TTOU
a@OPOUV YEVIKA OTOIXEIO OTTWG N I0TOPIA TNG ETAIPEIAG, OI agieg, TO dpaua Kal Ta
XPNUATOOIKOVOUIKG OEQOUEVA TNG TEAEUTAIAG TETPAETIOG. TO EPWTNUATOASYIO,
TTOU TTAPOUCIAZETAI OTO TTAPAPTNUA TNG MEAETNG, Oivel EUPacT OTO TTPOYPAUUA
Magna, Tn di1adikacia dnuioupyiag, avaTmTugng, diaTENONS Kal TEPUATIOUOU TNG
oX€0NG ME TOUG TTEAATEG TOU DIKTUOU, T d10iknon avlpwTTivou dUVAUIKOU TwV
KATaOTNUATWY, TV TTANPOPOPIAKK TEXVOAOYIA, TO EUTTOPIKO PHAPKETIVYK. Ol
OUVEVTEUEEIC ATAV WPIAIES KAl TTPAYUATOTTOINBNKAV OTOUG EKTTPOCWITOUG TWV

TUNMATWY OTA YPOQEia TNG ETTIXEIPNONG.
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1.2. MIZTOTHTA TOY MNEAATH

1.2.1. Zxeo10k6 MAPKETIVYK

Ta véa dedopéva Tou eEwTePIKOU TTEPIBAAAOVTOG, 6TTWG N TTANBUCHIaKA £€KpNnén
TOU TTAQVATN, N KOIVWVIOG TNG YVWONG KAl O QUENUEVOG ETTIXEIPNUATIKOG
avtTaywviouog odriynocav oTn QIAOCOQia TOU OXECIAKOU PUAPKETIVYK. TO
oXeolakd PHApKeTIVYK (relationship marketing) eotidletal otn diaTApNon Twv
TEAATWV EVOS opyaviouou’, xwpic va Trapayvwpilel TNV avaykn Kol TIC TAKTIKEG
TNG TTPOCEAKUONG VEWYV . ‘Exel avatrtuxOei, yéoa atoé tnv Tapadoaoiakr Jopen
Tou PApPKeETIVYK («traditional or transactional marketing»), Tou KAaoikou
MOVTEAOU TTPOIOV — TINA — TTPOROAN — diavour] , TTOU CUYKEVTPWVOTAV OTNV
TTPayHaTOTTOINON MOVAdIKWVY KUPIwWwG ouvaAlaywv. Aegv gival pia pnéikéAeudn
aAAayr} oTov TPOTTO OKEWNG TWV PAVATZEPS AAAG JIa ETTAVACTATIKI METABOAN
oToV TPOTTO TToU auToi dlaxeipi¢ovTal TTAEOV TOUG TTEAATEG Kal TIG HdpKeS Toug. O
TPOTTOG AUTOG PaCieTal OTNV ATTOTEAECUATIKA avayvwplion, TTPOCEAKUON,
TTPOOTACIA KAl EVOUVAUWON TNG TTPOCHAWONG TWV TTEAATWY O€ PIa JAPKA 1 £va
OIKTUO KaTAOTNUATWY. ETTOPEVWG TO OXECIOKO JAPKETIVYK TTPOKTIKA AOXOAEITal
eVOEAEXWG UE TN dnuIoupyia, diaTrpnaon Kai evioxuon TnG TTIoTOTNTAG TOU

KATAVOAWTH.

! Andrea Mcllroy abd Shirley Barnett, “Building Customer Relationships: do discount cards work?”, Managing Service
Quality, Vol 10, No 6, 2000, pp 347-355
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2KOTTOG TOU gival N €TTTEUEN PMOKPOXPOVIOU BEGHOU TTEAATN KAl ETTIXEIPNONG
Méoa atrd XapnAou k6oToug dladikacieg. AVATITUEN OXEONG UE TOUG TTEAATEG
I00BUVAET uE APIOTN PMETAXEIPIOT TOUG, TTAPOXN ETTITTPOCOETNG
avTIAGBAVOPEVNS aiag Kal KUpiwe TTPOoPOpd EEATOUIKEUPEVWY UTTNPECIWV .
Ta ouoTApaTta TOTOTATAG AVATITUXBNKAV yIa va KATATTOAEUNBoUV ol
QAVTAYWVIOTIKEG TTIECEIG, ME EU@acT TOV KAGDO Tou AlavIKOU euTTopiou, Kal
TTapdAANAa Tn IATAPNON TWV UTTAPXOVTWY TTEAQTWV HPE OKOTTO TNV au¢non Tng

KEPSOPOPIAC KAl GUVOAIKAS ATTOBOTIKATNTAC MIAS ETTIXEIPNONG.

1.2.2. Ti eival MoTétnTa MeAdTn (Customer Loyalty)

H moTtétnTa Tou TTEAATN aTToTEAOUOE aVEKOBEV OTOXO KABE ETTIXEIPNONG,
woT600 N HEBOdEUPEVN ETTITEUEN AUTHG METPAEI EAAXIOTEG JOVO OEKQETIEG.
MpwTepydTeg 0T dnuioupyia cuoTNUATWY AUgNONG TMOTOTNTAG TTEAATWY ATAV
Ol QUEPIKAVIKEG AEPOTTOPIKEG eTaIPEiEG oTn dekaeTia Tou 1980. M0 ocuykeKpIPEVaA
n eTaipeia American Airlines TTpooTrddnoe va Bpel OIKOVOUIKOUG aAA&
ATTOTEAEOUATIKOUG TPOTTOUG KAAAIEPYEIOG ouveEXOUG {rTNoNG aAAG Kal auénong
TMOTOTNTAC TWV UTTAPXOVTWY TTEAATWV. Me auTtév TOV TPOTIO £TMRBPAEREUCE TOUG
EMPBATES TTOU TAgiIdEUAV TTEPIOCOTEPO WE KATTOIO ETTITTPOCOETA WiAia atTd TN

QuVAIKOTNTA TWV TagIdIWV PE TN AilydTepn TTANPSOTNTA.

! Yonggui Wang, Hing Po Lo, Renyong Chi and Yongheng Yang, 6.n., 2004, pp 169-182

2 Mosad Zineldin, “Beyond relationship marketing: techologicalship marketing”, Marketing Intelligence & Planning, Vol 18
No 1, 2000, pp 9-23

3 Lisa O'Malley, “Can loyalty Schemes really build loyalty?”, Marketing Intelligence & Planning, 16/1,1998,pp 47-55
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Me autdv Tov TPOTTO €101XON OTO XWPEO TOU JAPKETIVYK N £vvola, anuaacia Kai
avAyKn TNG TTIOTOTNTAG TWV TTEAATWYV O€ £€Va OPYQVIOUO. ZTnV TTPOCTTABeIa va
OpIOTEI N €vvola auTh €xouv TTAPaTEDEI TTOAAEG YVWHESG BEWPNTIKWY OTNV
TTaykoopia BiBAloypagia. ‘Evag eTapkAg opioudg gival 611 ToTOTATA TTEAATN
atroTteAei TNV Eviova BeTIKN) oTAON Kal TTPOCOOKIa yIa IKAVOTToinon
OUYKEKPIMEVWV QVAYKWYV O€ MIa €TTIXEipNON 1 HAPKO TTOU OUVODEUETAI ATTO
OXeOOV ATTOKAEIOTIKI) ayopd TTPOIOVTWV-UTTNPECIWY OTTO TOV £V Adyw TTapaywyo

Kal KOTOARYE PE T 0UOTACN TS IKAVOTIOINONG AUTAS OF YVWOTA TIPOoWTIA .

ApXIKG uTTOOTNPIXTNKE OTI N IKAVOTTOINGN TOU TTEAATN , XOPAKTNPIOTIKO OTACONG,
aTTOTEAEI HOVABIKO TTPOCBIOPICTIKO TTAPAYOVTA TNG AYOPACTIKNG TOU
OUPTTEPIPOPACS. MANIOTA pia épeuva €Xel Beifel OTI Ia JIKPA aUEnon TS
IKAVOTTOINONG £M@EPEI OPANATIKA BEATIwWoN TNG TOTOTNTAS TOu. AuTO BERaIa
atroTeAEl Eva aTTAOUCTEUPEVO HOVTEANO £EYNONG TNG OXEONG, XWPIG va
TTapayvwpieTal n 1oxupn BeTIKA cuoxETion Twv dUo petapAnTwy. H artia gival
OTI évag IKavoTToINuéVog TTEAATNG duvaTtal va TTayel va ayopadel atmro Evav
TTapaywyo, eTnpeacuévog atrd AANeG PETABANTES TTEPIBAAAOVTOG OTTWG TOTTOG
EYKATAOTAONG EVOG KATAOTAUATOG, TO dIABECINO £100dnua Kail N TIUA. ETTopévwg
N BETIKA oTAON TTOU TTPOKUTITEI HOVO ATTO KATAVAAWTIKI IKAVOTTOINGN ATTEVAVTI
o€ JIa €TTIXEipNON 1 HApKa €ival atrd TN JIa OnNUAvTIKOG aAAG aveTTapkig O€ikTNG

TNG KATAVAAWTIKAG CUUTTEPIPOPAS Kal Apa Kal TNG TMOTOTNTAG TOU TTEAGTN.

! Andrea Mcllroy abd Shirley Barnett, 6.n., 2000, pp 347-355
2 John T.Bowen and Shiang-Lih Chen, “The relationship between customer loyalty and customer satisfaction”,

International Journal of Contemporary Hospitality Management, 13/5, 2001, pp 213-217
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‘ETreima ammd Tnv avayvwpion Twy TTEPIOPICHWY TTOU €XEI N IKAVOTTOINON 0av
Kavovag uETpnong NG moTéTNTAG, AvaTITUXONKAV CUUTTEPIPOPIKEG METABANTES
OTTWG N ouxvoeTNTa ayopdg, To dIACTANA TTOU PecOAaBEl HETAgU duo
OUVEXOMEVWY ayopwV KaBwG Kal N XpnHATIKA agia Twv cuvaAAaywy,
OTOXEUOVTAG OTO VO PETPAOOUV TOV KUKAO CWNG Tou TTEAATN, va TTpoBAEWouV
TNV CUNTTEPIPOPA TOU KAl VO TNV ETTNPEACOUV UE BIAPOPES TEXVIKES TTPOWBONONG.
EvTtouToIg N ouveXnG ayopd KATTOIWV TTPOIOGVTWYV i UTTNPECIWY aTTO évav
TTapaywyo aduvaTei Kal auTh atrd povn TG va eENyROEl TTwG Kal YIOT ugioTaral
N METABAAAETAI N TTPOCHAWON O€ pia pdpka. O1 eTTavaAauBavOoueveS ayopég
TMOAVA VA AVTIKATOTITPIOOUV KATTOIEG TTEPITITWOIOKEG CUVONKES OTTWG TO
aTTOBEPA OTO PAYP! EVOG KATACTHMATOG, TOV TPOTTO XPrONG TOU TTPOIOVTOG 1)
QKOMN KAl TIG OUVEXOUEVEG OIKOVOMIKEG TTPOCPOPEG auTou. MapdAo TTou Ta
OUMTTEPIPOPIKA PJOVTEAD ATTOTEAOUV ATTOTEAECHATIKOTEPO UECO UETPNONG O€
ox€0n UE TNV IKAVOTTOINON , €ival Eu@aveS 6T aduvaTouv va TTPoodIopicouV HE

Ca@nVeIa Kal EyKUPOTNTA TNV TTIOTOTNTA TOU TTEAATN O HAPKA | KATAOTNA.

21N BAaon autr o1 JEAETNTEG TOU NTAMATOG TTPOCEBECAV Kal KATEANEQV OTO
MOVTEAO TTOU CUVOUALEl XapaKTNPIOTIKG TOOO TNG oTAoNng 600 Kal TNG
OUNTTEPIPOPAG YIa Va KaBoploTouv Ta did@opa eTTiTreda Kai €idn ToToOTNTAG TWV
KatavaAwTwy. AuTtd BorBnoe onuavTika Kal oTnv eUpeon TPOTTWY PETPNONG TNG
TNOTOTATOG TWV TTEAQTWV PE ATTWTEPO TTAVTOTE OKOTTO va dIoIKNBei autr atrod Ta

oTeEAEXN TOU EKACTOTE OPYQAVIOHOU.
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1.2.3. Eidn mioTétnTag MeAdrn’

e Armouaia mmorornrag - «No loyalty»

Meprypdeel TNV KATACTAON OTNV OTTOIa O TTEAATNG OEV £XEI EEKABAPA KAl APKETA
dlapopoTroinuéva BETIKA oTdon aTTévavTl o€ HAPKA | KATAOTNKA TTOU
OUVOOEUETAI ATTO ATAKTN AYOPAOTIKI) CUPTTEPIPOPA (ouxvoTnTa, dATTAVN,
TT000TNTA KATT). ETriong dev diakatéxeTal atrd €1mOuUpia va ouoTioel TO v Adyw

TTPOIOV Il KATAOTNHA € AAAOUG KATAVOAWTEG.

e KiBdnAn Marornra - «Spurious Loyalty»

Meprypdeel TNV KATACTOON OTNV OTToIa O TTEAATNG OEV £XEI EEKABOPA KAl APKETA
dlapopoTroinuéva BETIKA oTdon aTTévavTl o€ HAPKA A KATAOTNKA TTOU
OUVOOEUETAI OUWG ATTO OXETIKN ETTAVAANTITIKOTNTA KAl CUXVOTNTA OTIG QYOPEG
OUYKEKPIPEVWYV TTPOIOVTWYV A aTTd £va KaTaoTnUa. O CUPTTEPIPOPIKES AUTEG
Tdo€Ig uTTopEi va deixvouv oToTNTA, AAAG BaacifovTal ouxva o€ GAAEG
TTAPANETPOUG OTTWG N BIABECINOTNTA EVOG TTPOIOVTOG, OI EIBIKEG TTPOCPOPEG, TA
dWpPa. ZUCTHVEI TO TTPOIGV-UTINPETIa gival OuwWS EUKOAOG OTOXOG

AVTAYWVIOTIKWYV TTPOCPOPWV.

! Lisa O'Malley, “Can loyalty Schemes really build loyalty?”, 6.n.
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e AavBavouoa mioTornta — «Latent Loyalty»

Eival xapakTnpioTIKA TTEPITITWON OOWV £XOUV BETIKA OTAON ATTEVAVTI OE JIA
MapKa i KaTdoTnua aAAd de deixvouv eTTavaAnTITIKOTNTA OTIG AyopES Tous. H
oTAaon Toug dNAAdI) dev £xEl ETTNPEACEI OUCIACTIKA TNV AYOPOCTIKI) TOU
oupTtrEPIPOPA. O TTeEAATNG ival dIaTeBEINEVOG va CUOTACEI T HAPKA 1)
KATAOTNUA OAAG DIAQPOPEG PETARANTEG ,OTTWG ABOAN TOTTOBECIA KATOOTAUATOG 1

aroBepa ayatrnuévng napkKag oTto PA@l, To KaBIoTOUV OUOKOAO.

o [laparcsrauévn motornTa — «Sustainable Loyalty»

2UVIOTA TNV KATAoTOON OTNV OTToia 0 TTEAATNG €XEI €VTOVN TTPOTINNON OTN JAPKa
N KaTAoTnua Kal I91aITEPA EUVOIKI ayOPACTIKI) CUMTTEPIPOPA TTOU
akoAouBouvTal atrd eTTavaAaUBaAVOUEVES AYOPES KAl CUOTACEIG TWV
TTPOTINANCEWV aUTWV. O TTEAATNG €TTIAEYEI OCUVEIBNTA TO £V AOYW TTPOIOV 1)

UTTNPECIA Kal IKAVOTTOIEiTal 0€ NEYAAO BaBuod atmd auTto.
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1.2.4. O@éAn Tou ZxeolakoU MAPKETIVYK

Mapadooiakd, To HAPKETIVYK EXEI DWOEI IBIAITEPN EUPAC OTNV ATTOKTNON VEWV
TTEAATWV, OAAG OrjUEPA OI OpyavIOPOi EpyalovTal oKANPA yia Tn diatienon Twv
UTTaPXOVTWYV TTEAATWY TOUG Kal TNV auénon TnG KaTavaAwong TOUG €€ aITiag Twv

OUYKPITIKWV TTAEOVEKTNMATWY TTOU TTPOKUTITOUV.

To KGOTOG yIa TNV TTPOCEAKUON VEWV TTEAATWY TTEPIAANBAvVEI uPnAd cuvhBwg
KOoTn dlagriuiong Kai TpowBnong. H TTpocéAkuon evog véou TTEAATN €XEI
atrodeixBei OTI eival TEOOEPIG PE EPTA YOPEG TTIO daTtTavnpr atrd Tn diatrpnon
€vOg uttapyovTa (customer retention) avaloya pe Tov KAGd0 dpaocTtnpioTToinong.
2UVETTWG, N APTIa KAl OPYOVWUEVN EQAPUOYI OXECIAKOU PAPKETIVYK EXEI
ooBapd avTiKTUTTO 0TNV KEPOOYOPIa TNG ETTIXEIPNONG, MIAG KAl PEIWVOVTOI

aI00NTA O SATTAVEC PAPKETIVYK JE OKOTIO Th dnuioupyia vEwv TreAaTwv’.

O moTég TTEAATNG €XEI COIKEIWDOEI PE Ta TTPOIOVTA KAl UTTNPETIES TNG
ETTIXEIPNONG, ME TO ETTITTEDO EEUTTNPETNONG, TNV ATHOCEAIPA TWV KATACTNHATWY
Kal TTOAEG QOPEG KAl PE TO TIPOCWTTIKO. ATTOTEAEOUAO auToU ival OTI XpeIdleTal
XOAMNAOTEPO ETTITTEDO EEUTTNPETNONG TTOU CUVETTAYETAI KAl MIKPOTEPO AEITOUPYIKA
€000, Ze pia épeuva Pavnke WoTdo0, ATl UTTEPXOUV KAGDOI, OTTWS N UPnAR
TEXVOAOYIQ, OTOUG OTTOIOUG O TTIOTOG TTEAATNG YiveTal OAO Kal TTIO aTTaITNTIKOG
atro Tov TTPopnBeuTr Tou. O1 BIadoXIKEC CUVOAAQYEG KAl ETTAPEG UE TO
KATAOoTNUA TOV WPIMACoUV Kal augdvouv TEAIKA TO TTITTEOO EUTTNPETNONG KAl

ETTIKOIVWVIOG TTOU aTTaiTeiTar’.

! Andrea Mcllroy abd Shirley Barnett, ‘0.1., pp 347-355

2 Werner Reinartz and V.Kumar,"The Mismanagement of Customer Loyalty”,Harvard Business Review,7/02, pp 86-94
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O agooiwpévog TTEAATNG €ival KAl IKAVOTTOINKEVOG KATAVAAWTAS TTPOIOVTWYV Kal
utTNPEEoIWV. ‘Exel eTTopévwg aveAaoTIKOTEPN ¢ATNON dNAAdr UIKPATEPN
euaioBnaia oTIg TINOAOYIOKESG augnoElS. AUTO Onuaivel TIPAKTIKG OTI O€
TTEPITITWOEIG QUENTEWV TWV TIMWY, O TTIOTOG TTEAATNG dev PETAPBAAAEI coBapd TIG
AyOPOOTIKEC TOU OUVABEIES'. TAUTOXPOVA N IKAVOTIOINON auUTH XTilel IOXUPd
EUTTOSIO PETAOTPOPAC OE AVIAYWVIOTIKEC HAPKES i GAUCIDEC KATAOTNPATWV?.
EvTouTolg, xpeldaletal va onuelwBei 0TI apkeToi TTEAATES yvwpilovTag Tn dUvaun
Kl agia Toug atrévavTi OTIG ETTIXEIPNOEIG, TTOAAEG POPES aTTAITOUV ATTO éva
OnNMEIo Kal JETA va Xaipouv XAPNASTEPWY TINWYV WS avTAAAayua TNG

MaKkpOXpovng TTPOCAAWGCNG TOUG OTNV ETTIXEIPNON.

EmmAéov, o moTdg TEAATNG AciToupyei wg APIoTOS dIAPNUIOTAG dla OTOUATOG
(word of mouth) Tng pdpkag f KaTaoTAUATOG, NETadidovTag BETIKG unvupaTa NG
IKAVOTTOINOAS TOU € YVWoToUC Kal gidouc’. Mepiypdgel TNV avTIAauBavOpevn
agia Tou TpocAauBdvel amrd Tnv KaTavaAwaon TTPoidvTog 1) UTTPETiag
TTPOTPETTOVTAG KOI CUCTAVOVTAG 0€ GAAOUG VO OKOAOUBAOOUV TIG QYOPOOTIKEG
ToU €mMIAOYEG. Mpdyua TTou peTa@pAldeTal o€ Peiwon TNG avAyKNG YIa UPNAEG
datraveg TTPOROAAG aTTd TTAEUPAC TNG ETTIXEIPNONG. AUTO atToTeAE éva aTrd Ta
IOXUPQ ETTIXEIPAMATA UTTEP TOU OXECIOKOU JAPKETIVYK Kal AGyO €TTéEVOUONG O€

auTd aTrd TTOAAOUG OpyavIouoUG.

TéNog, 0 MOTOG TTEAGTNG gival TTPOBUPOG va SOKIPNACE! TA VEA TTPOIOVTA TTOU
avatrTuooel n emyeipnon. Otav €xel dnuioupynBei pia oxéon uyioug
EMTTIOTOOUVNG aTTO €vaV KATAVAAWTA ATTEVAVTI O€ PIA JAPKA i KATAoTNPA, TOTE

MEIWVETAI O AVTIANTITOG KivOUVOG TNG ayopdgs eVOG VEOU TTPOIOVTOG, AOYW TNG

! Andrea Mcllroy abd Shirley Barnett, ‘0.1., pp 347-355

2 Werner Reinartz and V.Kumar, 6..
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TTapeABoUCAC BETIKAC KATAVOAWTIKAC euTTEIpiac’.  ZuveTtwg, sival Toave
TTOANOI ATTO TOUG APOCIWPEVOUG TTEAATEG VA ATTOTEAOUV KaI TOUG TTPWIKOUG
QATTOOEKTEG 1 AKOWN KAl VEWTEPIOTEG OTNV UI0BETNON VOGS KAIVOUPIOU TTPOIGVTOG

N UTTNPECIag oTnv ayopda.

21N Baon autn éxouv avaTrTuxBei TTOAEG oTpaTnyIKEG O€ BewpPNTIKG Kal
TTPOKTIKO ETTITTEDO, PUE OKOTTO T dNUIoUPYia Kal EViIoXuon TwV OXECEWV PETAGU
TTEAATN KAl ETTIXEIPNONG ME KUPIO QOPEN TA KATAOTAMATA AIAVIKAG TTWANONG

(retail market).

1.2.5. ZKOTIOi TIPOYPANHGTWY TOTOTNTAC?

Ta Tpoypduuata moTéTNTAG dNUIoUPYOUVTAl KAl avaTITUcoOoVTal VIO VO
UTTNPETACOUV BIAQOPOUG OKOTTOUG KOl QVTIKEIMEVIKOUG 0TOXOUG. OI

ONMAVTIKOTEPOI QUTWV €ival ol akdAouboil:

e EmpBpdBeuon motwyv meAatwv — «Reward loyal customers»

O1 repioodTeEPES aAuaideg Alavikng TTwAnoNng utrooTnpiouv 0TI OTOXOG TWV
TTPoypPapudaTWY TOUug gival n emRPA&ReUCN TwV ETTAVAAAUBAVOUEVWV AYOPWV.
AUTO ETTITUYXAVETAI JE TO CUVOUACHO TIMOAOYIOKWY TTPOCPOPWY Kal AAAWV

OIKOVOMIKWYV Bpapeiwv. O KaTavaAwTES QTTOKTOUV TO KivnTPO TNG CUPMETOXNAG

! Andrea Mcllroy abd Shirley Barnett, 6.n.pp 347-355
2 Lisa O'Malley, “Can loyalty Schemes really build loyalty?”, é.n., pp 47-55
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o€ TETOIO OXAMATA TTIOTOTNTAG, O10TI KATd BACN O TTEPICOOTEPOI APETKOVTAI OTO
va atrokTouv ayabd dixwg va Buoidoouv KATI. Autd JAAIoTa £xEl aTTOdEIXOEi

Méoa aTTd TTANBWPA TTPOCEATWYV EUTTEIPIKWYV EPEUVWIV O€ KATACTHAHATA AIQVIKAG.

e Anuioupyia TpwToyEvwy TRywv mAnpoeopnon- « Generate Information»

Eival yvwaoTr) n duvaun TG yvwong TwV XApPaKTNPIOTIKWY TwV TTEAATWV KAOE
emyeipnong. Méxpl TTpoéo@aTa Kail TPIV Ta TEPACTIA TEXVOAOYIKA AApaTa, ol
AlavéuTropol aduvatouoav Va KATAVOrNOOoUV TO TTPO@IA TwV TTEAATWYV TOUG JEoa
atro TIG TTOANEG KABNPEPIVEG OUVAAAQYEG TOUG. AEV UTTAPXAV O INXAVIOUOI
OI0IKNTIKOI KAl TEXVOAOYIKOI, TTou Ba €TTETPETTAV T CUAAOYI) KalI ETTECEPYATIT
0edopEVWY Twv TTEAATWYV. To TTPWTO BAua ATav Ta NAEKTPOVIKG onueia
TTWANONG, TA OTTOIA OUWG AIXUOAWTICaV dEQOPEVA YIA TA TTPOIOVTA Kal O YIA
TouG TTEAGTEG. O1 OUYXPOVEG HETABOAEC WOTOCO O€ ETTITTEDO KATAOKEUNG KAl
emegepPyaciag TEPACTIWY BACEwV dedoUEVWY, EQEPE o€ BEDTN TOUG pavaTleps va
OUAAEYOUV OTOIXEID TWV TTEAATWYV TOUG ETTEITA ATTO TNV TTPOCPOPA avAAoywv
KIVATPWYV. ATTOTEAECUA QUTWV €ival oI AIAVEUTTOPOI VA JTTOPECOUV OUVOUACOUV
TA TTPOPIA TWV TTEAATWYV TOUG PE AANEG DEUTEPOYEVEIG TTNYES TTANPOPOPNONG
(YEwdNUOYPaAPIKES, TPOTTOU (WG, KATAVAAWTIKWY TTPOTUTTWYV aTTO TPITEG TTNYES
TTANPOPOPNONG) OKOTTEUOVTAG VA XTICOUV HIa TTIO OAOKANPWHEVN EIKOVA TOU

uTTApxOoVTa Kal duvNTIKOU TTEAATN TOUG.
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o Xelpiouog KaravaAwrikng Zuutrepipopds — «Manipulate Consumer»

MapoAo 1mou kKUpIog AOyog UTTapENnG Kal £dpaiwong evOg TTPOYPANHATOG
TMOTOTATOG €ival N eMRPABeucn Tou TTEAATN, O BACIKOG KaI ATTWTEPOG OKOTTOG
gival n kaBodrynaon TNG KATavaAwTIKNG CUUTTEPIPOPAS HECTA aTTO £va
opyavwuévo ouoTnua. H TexvoAoyia eTTETPEWE TNV TTAPOXN KIVATPWY 0€ KOAQ
OTOXEUPEVEG AYOPEG OTOXOUG UE OKOTTO TNV EvBAppuvon yia OOKIUN VEWV
TTPOIOVTWYV, AUgENONG TTWANCEWY, PEIWon EAAOTIKOTATAG (ATNONG. 2TIG TTIO
TTPOCQPATEG TIPAKTIKEG TWV OXNUATWY TTIOTOTATAG Ol AIAVEUTTOPOI TTEPACAV KAl
OTO OTAdIO TNG CUOXETIOPEVNG 1] ACUOXETIOTNG TTAPOXHG UTTNPECIWY OTOUG
TTEAATEG TOUG (TPATTECIKA TTPOIOVTA, IAOKEDAON, POPUAKEUTIKA TTEPIOAAWN)
BEAoOVTaG va TTETUXOUV IO OMIOTIKN TTPOCEYYION TWV AVAYKWY TOU OUYXPOVOU
KATAVOAWTH Kal a1TO TNV AAAN VA PEILWOOUV TO ETTEVOUTIKO TOUG PIOKO PEoa aTTd

TIG OTPATNYIKEG AUTEG OUMMAYXIEG.

o  AUUVTIKOS unxaviouog o€ aQviaywVvIOTIKA TTpoypauuara —

«Defensive measure to combat competing schemes»

2TNV TTPAYMATIKOTNTA OEV ival AiyEG Ol POPES TTOU OI EVTOVEG AVTAYWVIOTIKEG
TMECEIG KIVATOTTOIOUV £vav opyaviouod yia Tnv avatmTuén evog TTpoypAuuaTog
evioxuong TnG mMoToTNTAG. AUTO £XEI ATTOOEIXOET EUTTPOKTA ATTO AEPOTTOPIKES
eTaIpeieg Kal aAuaideg AlavikAg TTWANONG. To PEIOVEKTNUA AQUTOU TOU OKOTTOU

gival &1I ouxva Ol ETAIPEIEG TTPOOTTABWVTAG AUECT VA KEPDIoOUV £DAPOG,

14
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OTAVOUV TTPOXEIPA £VA TETOIO TTPOYPANMA TTOU TEAIKA TTAPOUCIACEl DUOKOAIEG

oTNV £QApUOYN Kal QUOIKA dev UTTOOXETAI ATTOOOTIKOTNTA.

1.2.6. MBavd TPOoBARHATA TTPOYPOAUHATWY TIOTOTHTAC

Kavévag oxediaouog Kal UAOTToINON TTPOYPANMPATOG TTIOTOTNTAG OEV OTTOTEAEI
TTavakela yia KdBe opyavioud. MAAIoTa TTPONYOUNEVES £PEUVEG £DEIEaV OTI TO
70% TTEPITTOU TWV TTPOYPANMPATWY TTOU ixav UAoTToinBei uéxpl 1o 2001

oTEQONKE PE aTToTuXia A aTTAG BEATIWOE OpIaKA TNV ATTOdOTIKOTNTA TNG

eTTIXEIPNONGZ.

MoAAG a1Td Ta UTTAPXOVTA TTPOYPAUMOTA TTIOTOTNTAG AKOWN KAl OAUEPQ, OF
EANGOa Kal eEwTEPIKG, Bivouv 1IBIaiTEPN EUPacn OTIG TIMOAOYIOKES TTPOCPOPES
KAl EKTTTWOEIG, XWPIG va Ia@EPOuV ONUAVTIKA aTTd TIG OIAPOPES ATTAEG TEXVIKEG
TTpowOnong Twv TTwAAcEwv. MNapéxouv dnAadr KivnTpa yia dueon aviamokpion
TWV TTEAATWYV TOUG, OTOXEUOVTOG OTNV ETTITEUEN HOVO BPaxuxXpOVIWV KEPDWV.
AUTO aTTOTEAET ETTIKIVOUVO TTEPACUA OTN HAKPOXPOVIA aTToTUXia TG aAucidag A
Mapkag. lMNa va gival éva TTpoypauua eRpAapeuong KEVTPO KEPOOUGS Kal OxI
MOVO KOOTOUG, TTPETTEI VA QPTACEI VA XEIPICETAI TNV KATAVAAWTIKI) CUMTTEPIPOPA

aTroTeEAEOHATIKG Kal aTTOBO0TIKA.

! Lisa O'Malley, “Can loyalty Schemes really build loyalty?”, 6.n., pp 47-55
2 Christopher Bull, “Strategic issues in customer relationship management (CRM) implementation, Business Process
Management, Vol 9, Number 5, 2003, pp 592-602
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EmimTAéov, o1 TTEAATEG O€ APKETEG TTEPITITWOEIG BPICKOVTAI QVTIMETWTTOI PE TNV
TTANBWPEA TWV TTPOCPOPWYV TTOU KAVOUV TA TTPOYPAUMOATA AUTd, JE ATTOTEAECHA
N HAXN TWV ETTIXEIPACEWY VO UETAPEPETAI OTNV CUVEXN AUENON TWV
KATAVAAWTIKWY TTPOCOOKIWY, KATI TTOU QUOIKA atTopaivel €1 BAPOGS TNG

MEAAOVTIKAG aTTOOOTIKOTATAG TOUG.

H eupeia kal évrovn TTPOoROAR KATTOIWV TTPOYPAUUATWY TTIOTOTNTAG WONOoE 0TN
dnuioupyia MOoTéTNTAG OTO TTPOYPANUA Kal OXI 0Tn HApPKaA 1 KATAoTnuaA.
MapoAo Tou auTtd apyxIKa TTPOKOAEI pia Baon diagopoTroinong aTo Tig
AVTAYWVIOTIKEG TTONITIKEG, TO TTPOYPANKA aTTd HOVO TOU OEV ATTOTEAEI OUCIAOTIKO
TTapdyovTa dlaTApNoNg Twv TTEAATWY, yiaTi attAd TTpocdidel oplakda

emMTTPO0OETN agia oTo TTPOIOGV A UTTNEETIa Kal 61 povadikA TTPOTAcH TTWANCNG.

H évtovn TAoN yia CUYKEVTPWOTN OTOIXEIWV TWV TTEAQTWYV PJE OKOTTO TN
MEAAOVTIKA a&loTToinoT) TOUG YIa EEOTOMIKEUMEVES TTONITIKEG, 0BYNOE OTO
avTiBeTo aTToTéAeoHa KATTOIES ETTIXEIPAOEIS . H UTTEpBOAIKA £Upacn oTo Béua
TTPOKAAECE OPIOUEVES POPEG TNV UTTEPPOPTWON TWV CUCTNHATWY PE dedoUEva
TWV TTEAATWV TTOU TEAIKA €ueivav avagiotrointa Adyw aduvapiag eTTeCepyaaiag
TouG. O oTPaTNYIKOG OXEDIAOPOG eV gixe TTPOPAEWEI TN dNIoUPYia EKEIVWV TWV
UTTOOOHWYV TTOU Ba PTTOPECOUV va deXTOUV Kal ETTEEEPYAOTOUV Ta OedOPEVA

QUTA TTPOG OPEANOG TWV TAKTIKWY PAPKETIVYK TNG ETTIXEIPNONG.

2TIG TTEPITITWOEIG TTOU TA TTPOYPAUUATA TTIOTOTNTAG OXEDIAOTNKAV YIa AUEDN

QVTIMETWTTION AVTAYWVIOTIKWY TTIECEWV ] aTTAG 0T BACN YIOG AEITOUPYIKAG

! Mary Wardley,"The value of extending customer service applications for holistic customer handling”,2004.www.idc.com
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TTPOTUTTOTTOINONG KE TOV NYETN TNG ayopdg, odrynoav €iTe o€ ATTAN Kivhon
TAKTIKAG ME OpIakd o@EéAN i aixpaAwaoia o€ €éva {nuIoyovo Kal SUCKAPTITO

Trauyvidr”.

TéNOG, €va Baoikd oTpaTnyikO AAB0G TWV ETTIXEIPACEWY £XEI ATTODEIXOEI N
QTTOUCia TTPOCBIOPICOU OUCIACTIKWY OTOXWV OTa OXAUATA £vioXuong TNG
TTPOCHAWONG TwV TTEAATWYV TOUG. 110 CUYKEKPIYEVA, BEV £€XOUV TTPOOXEDIACEI
atTo TN MIA TO ETTITTEDO TMOTOTNTAG TTOU BEAOUV va TTETUXOUV Kal a1TO TNV GAAN
TNV TUNMOTOTTOINON TWV TTEAQTWYV TOUG UE dIAYOPA KPITAPIO OTACNS Kal
OupTTEPIPOPAG TTOU Ba BonBrcouv TNV avixveuon TNG TTAPOUCAG Kal

MEANOVTIKAG apooiwong oTn udpka r KataoTnua.

! Tan Corner & Matthew Hinton,"Customer Relationship Management Systems:implementation risks and relationship

dynamics”,Qualitative Market Research:An International Journal, Vol 5, No 5,2002, pp 239-251
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1.3. ZYZTHMA AIAXEIPIZHZ NMEAATEIAKQN ZXEZEQN

1.3.1. Ti gival ZooTnua Alaxeipiong MeAareiokwy ZXECTEWV

To ouoTnua dlaxeipiong TTEAATEIOKWY OXECEWV ATTOTEAEI TNV OAOKANPWHEVN
TTPOCEYYION TOU OXECIAKOU PJAPKETIVYK. ZUVIOTA €va TTOAUDIOCTTOOUEVO
TTEPIBAAANOV TTOU UTTEPACTTICETAI TN TTPOCPOPA SIAPOPETIKWV TTPOIOVTWV N
UTTNPECIWV O€ BIAPOPETIKOUG AVOPWITTOUG. ZXETICETAI UE OAEG TIG ETTIXEIPNCIOKES
dladikaoieg Kal divel IdIaiTEPN £UPacn OTNV ATTOTEAECUATIKI dI0iknon TwWV
OXE0EWV UE TOUG UTTAPXOVTEG TTEAATEG, UE OKOTTO TTAVTA TN dIATHPNOT) TOUG.
IMoAAoi €Becav Tn diaxeipion TTEAATEIOKWY OXECEWV KUPIWG 0TOUG KOATTOUG TNG
TEXVOAOYIaG. PUOIKA N avATITUEN TWV TEXVOAOYIWV OTTWG oI BACEIC dEdOUEVWV
(database technology), e¢6puéng dedouévwy (data mining techniques),
duvatoTnTa atroBnkeuong PeyaAwyv Oykwyv dedouévwy Kal TTAnpogopiwy (data
warehousing) ouvtéAecav coBapd otnv £dpaiwan Kai iIoxupoTroinor] Tng'. H
@INocogia Tou Z.A.N.2 TTepIAauBAvel Evav TTEAQTOKEVTPIKO opyaviouo, odnyei
OTOV TTPOCOIOPICHO OTPATNYIKWY KAl TOKTIKWY, aploToTrolEi TN diadikaaia
dnuioupyia MOoTéTNTAG, TTPOCAPHOLEI OPYAVWOIAKA TNV ETTIXEIPNON, AVATITUCCEI
TIG IKAVOTNTEG TWV UTTAAAAAWYV Kail XTICEl uNXAVIOUOUG KIVATPWY PE OTOXO TN
BeATiwon TNG OIKOVOMIKAG aTTOdOo0NG HECA aTTd TNV AvayvwpeIon Kal

EKPETAMEUON TWV TTIO KEPSOPOPWV TTEAATWIVZ.

! John Byrom, “The role of loyalty card data within local marketing initiatives”, International Journal of Retail &
Distribution Management, Vol 29, No 7, 2001, pp 333-341

2 Adam Lindgreen, “The design, implementation and monitoring of a CRM programme:a case study”, Marketing
Intelligence & Planning, Volume 22, Number 2, 2004, pp 160-186
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1.3.2. TUTTOI TTANPOQPOPIWV GXETIKA HE TOUGS TrEATES

‘Eva ouoTtnua dlaxeipiong TTEAATEIOKWY OXETEWV OQEIAEl va TTapAyEl Kal va
TTaPAKOAOUBET OAEG TIG TTANPOYOPIES TTOU OXETICOVTAI UE TOUG TTEAATEG TNG
eTaipeiag. Kabe t0tTog TTANpo@opiag £xel To OIKO TOU VEUPAAYIKO pOAO OTO

XTIOIUO Kai d1aTHPNON MIOG UYIoUG OXEONG WE TOUG TTEAATEG.

1.3.2.1. lAnpogpopicc Twv meAarwyv (information of the customer)

O1 «TTANPOPOpPIES TWV TTEAATWVY TTEPIAANBAVOUV TOCO TTPOCWTTIKA GCO0 Kal
OUVOAAGKTIKG dedopéva yia Evav TTeEAATN. Eival o TUTT0G TTAnpOQOPIWY TTOU
OUAAEYETAI TTEPIOCOTEPO YIA TIG EQAPPOYEG EVOG OUCTAHATOS dlaxEipiong
TTeEAaTEIOKWY OXEoewv. Ol ETAIPEIEG ATTOKTOUV TA TTPOCWTTIKA dedopéva e
OKOTTO VA KATAVONOOUV TOUG OYKOUG TTWAACEWY ava KaTnyopia TTpoidvTog, Thv
KEPOOPOPIA, TIG AYOPAOTIKEG CUVABEIEG, TN CUXVOTNTA AYOPWY, TIG TIPOTIKNOEIG,
KATT. O1 Tpda1TedeC atroTEAOUV TTAPAdEIYHATA ETAIPEIWV TTOU dIATNPOUV
TEPAOTIOUG GYKOUG TTANPOPOPIWY VIO TOUG TTEAATES TOUG O€ BACEIG OEDOPEVIWIV
ME okoTTd va dlaxeipi¢ovTal Toug dIAQopoug TPATTECIKOUG AOYapIaoHoUS Kal
TTpoidvTa KaBWG Kal va TTpoadiopi{ouv TTolol TTEAATES ival TTI0 KEpdo®dpol. To
MAPKETIVYK UE Bdoeig dedouévwy (database marketing) otnpifeTal ammé tn euon

TOU OTNV OTPATNYIKA XPHON TWV TTANPOPOPIWY TWV TTEAATWV.

! Chung — Hoon Park and Young-Gul Kim, “A framework of dynamic CRM: Linking marketing with information

strategy”, Business Process Management, Vol 9, No 5, 2003, pp 652-671
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1.3.2.2. [1Anpogopics yia Toug reAdreg (information for the customer)

O1 TTANpOoYOpIES yIa TTPOIGVTA, VIO UTTNPETIEG, ] YIO TOV OPYQVIOUO YEVIKOTEPA,
TIG OTTOIEC avTIAAPBAvETAl 0 TTEAATNG WG XPHOIKMES OUVICTOUV ThV KaThyopia
«TTANPOYOPIES YIa TOV TTEAATN». AUTOG O TUTTOG TTANPOPOPIWY TTAPOUCIAZETal
Méoa aTTd diId@opa KavAAIa ETTIKOIVWVIOG, WOTE oI TTEAATEG va TIG
TTPOCAQUBAVOUV Kal Va TIG ETTECEPYALOVTAI YIA VA TTAIPVOUV apTIOTEPES
ammo@doelg. O1 eTaIpEiEG TTAPEXOUV TETOIEG TTANPOPOPIEG HECW TAXUOPOMIKWV

£MOTOAWY, O100IKTUOU, €VTUTTOU TUTTOU KATT.

1.3.2.3. Anpogopicc amrd rouc meAarec (information by the customer)

O 1piTOG TUTTOG, OI «TTANPOPOPIEG ATTO TOUG TTEAATEG» OUVIOTA TO GUVOAO TWV
OedOUEVWV EKEIVWV TTOU OEV TTPOEPXOVTAI ATTO TIG EUTTOPIKEG OUVAAAAYEG TWV
TTEAATWV PE TNV €TaIpEia, aAAd TTepIAapBavouy TTapdTTova, TTPOTACEIG,
KatayyeAieg KATT. TETOlOU €idoug TTANpo@opieg OPwG, TTPETTEI va AauBdavovTal
ocoBapd uttTéYwn oTOoV TTPOCBIOPICHO TOU TTPOPIA TwV TTEAATWY, BIOTI
IOXUPOTTOIOUV TIG DIOBIKACIES KAl ATTOTEAECUATIKOTNTA TNG APPiIdpOoUNG

ETTIKOIVWVIAG.
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1.3.3. Aladikaoia evotroinong dedopévwy Kal amopdoewv’

APXIKA YiVETAI N El0aywYr TWV TTPWTOYEVWYV Kal OEUTEPOYEVWV OTOIXEIWV TWV
TTEAATWYV TTOU OUAAEyovTal atrd TO TTANPOPOPIaKSO ocUCTNUA OTA onuEia
TTwANoNG. Edw aTtraiteital o d1IakpITOG dlaxwpIoHUOG TV OTOIXEIWV TTOU
OUAAéyovTal €V yVWOoel Tou TTEAATN, dnAadn N CUUTTARPWON TNG POPUAG
EYYPOYPNAGS 0TO TTPOYPANPa TIOTOTNTAG, OTTO €KEiVa TTOU pJadelovTal v ayvoia
TOU, OTTWG TO TTOOO TTOU dATTAVA, N CUXVOTNTA TWV AYOPWY TOU, TA TTPOIOVTA
TTOU TTPOTIUG KATT. ETTIBAAAETAI £vaG APIOTA CUYKPOTNUEVOG UNXavIoUOG TTou Ba
aixMoAwTiCel Ta dedopéva auTd KaBwG Kal Ta aTrapaiTnTa KivnTpa OTOV
KATAVAAWTH yia va ouvaivéoel otn d1adikaaoia, OTTwG N EKTTITWON JWE TN XPAon

KAPTOG OTO TAEIO.

AkoAouBei To 0TddIO TNG ETTECEPYQTIAC TWV BEDOUEVWY, WE TNV KATAAANAN
EVOTTOINON TWV CUCTNUATWY OTA onuEia ANIaviKAG PE TIG BATEIG DEDOUEVWV TNG
eTaipeiag. Autd repIAauBAvel TN Xpron TTPOYPAUUATWY OTAPIENG ATTOPACEWY,
OPYOVWHEVES BAOEIC KAl aTTOBNKES OEOOPEVWV, TEXVIKEG £€O0PUENG OTOIXEIWV Kal

TTPONYMEVA CUCTAMATA TEXVNTAG vOnuOoUvNG.

! Chris O’Leary, Sally Rao and Chad Perry, “Improving Customer Relationship Management through database/Internet
marketing”, European Journal of Marketing, Volume 38, Number 34, 2004, pp 338-354

2 Jeong Yong Ahn, Seok Ki Kim, Kyung Soo Han, “On the design concepts for CRM systems”, Industrial Management and

Data Systems, Vol 113, No 5, 2003, pp 324-331 21
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2710 TEAIKG 0TddI0 AauBdavovTal ol KapTroi TNG evoTtroinuévng diadikaoiag TTou
gival n xapagn otpatnyikwyv. MepikéG ammd auTtég gival N TUNUATOTTOINCN TWV
TTEAATWYV, O OTAUPOEIBEIG TTWAARCEIG, N dIATHPNON TWV TTEAATWY, N TTPOCEAKUCN
VEWV, N €EATOUIKEUPEVN ETTIKOIVWVIA, O OXEDIOONOG EIBIKWY TTPOWBNTIKWYV KAl

SIA@NUICTIKWY EVEPYEIWY, N TOVWON TNG TTIOTOTNTAG.

1.3.4. KUkAog {wng TNG oxX€éong TTEAATN KAl ETTIXEIPNONG

MoAAEG eTaupeieg €xouv TTEVOUOCEI TTIOTEUOVTAG 0T dnIoupyia 600 duvato
TTEPIOCOTEPWYV OXECEWV PE TOUG TTEAATES TOUG TTAPA 0T dnuIoupyia Tou
OwOoTOoU TUTTOU OX€éoNnG. AuTo ptTopei va odnynoel atod Tn pia oTnv aduvapia
avayvwpiong Tou TTEAATN TTou €XEI agia yia Tnv €TTIXEipnoN Kal apa EAAEIWN
EMPBPAPREUONAG TOU Kal atré TNV AAAN oTnv £TEVOUON O€ OPIaKOUG ) {NUIOYOVOUG
TTeEAATEG. H dlaxeipion Twv TTEAATEIOKWY OXECEWV OPWG XPEIAleTal va BaaieTal
OTNV OTITIKA YwVia TWV TTEAATWY Kal OXI TWV HOPKWYV I TIPOIOVTWY OTTWGS YIVOTAV
€wg onuepa. AuTtd ICOBUVAET PE TO XTIOIMO PIAg eviaiag avTiAnywng Tou TTEAATN
o€ OAa Ta onueia eTTAENG YE AUTOV Kal dIdXuong Twv OedOPEVWY TTOU

atTokopifovTtal o€ OAEG TIG ETTIXEIPNOIAKESG AEITOUPYIEG.

‘Eva dpTia TEKUNPIWPEVO UTTOBEIYHA, aTTOTEAEI O KUKAOG CWNAG TNG 0XEONG TOU

TTEAATN PE TNV ETTIXEIPNON, TTOU TTEPIAAUBAVEI TPEIG ETTINEPOUG PATEIG
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avaTtTuéng. Tn dnuioupyia TNG ox€ong, Tn diatrEnor TNS KAl TOV TEPUATIONO
¢’. H i1o0ppoTria Twv SpacTnpIoTATWY TNS SIAXEIPIoNS TTEAATEIAKWY OXECEWV
o€ KABe @don, Baciopévn oTN YEYIOTOTTOINON TNG AauBdAvoucag agiag atmd Toug
TTeEAATEG, dUvaTal va ouvoeBei Kal va eTTnPedoel cwoTA TN CUVOAIKA

a1TOdOTIKOTNTA TNG ETTIXEIPNONG.

2UVETTWG N dlaxeipion TwV TTEAATEIOKWY OXECEWV OUCIACTIKA PETATPETTETAI O€
OuCTNUATIKN Kal TTPpodpacTIKA dloiknon TnNG £€vapgng, ouvtrenong Kal
TEPMATIONOU TNG oxéong o€ OAa Ta onueia eEUTTNPEETNONG OTOXEUOVTAG OTN
BEéATIOTN duvaTh ammédoon TnG emEvouong. H TToAueTTiTTEDdN auTh AsIToupyia TNG
dlaxeipiong TreAaTelakwy oxéocwyv TrepIAauBavel kal empépous oTadia o€ KABE
@daon, Tavw oTa oTroia £Xel BacioTel Kal N JEAETN TTEPITITWONG TTOU AKOAOUBET

OTO €TTOUEVO KEPAAQIO .

! Werner Reinartz, Manfred Krafft and Wayne D.Hoyer, “The Customer relationship Management Process: Its Measurement

and Impact on Performance”, Journal of Marketing Research, Vol XLI, August 2004, pp 293-305 23
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1.3.4.1. Evapén 2xéonc

H évap¢n Tng ox€éong pe Tov TTEAATN TTepIAapBAvel atmd Tn pia Tnv agloAdynon
TOU Kail atrd TNV AAAN TNV TTPOCTTABEIa £1I0000U TOU EVEPYOU 1) aVveEVEPYOU TTEAATN
o010 OUCTNUA, O€ TTEPITITWON TTOU N agia Tou Bewpeital eydAn yia TRV

EMIXEipNON, TTapéxovrag avaloya Kivntpa A TTpovouia.

1.3.4.2. Aiarnpnon 2xéong

O dilatApNoN TNG OXEONG EPTTEPIEXEI TIG TTPOCTTABEIES YIA ETTITEUEN BETUOU UE
TOoV TTEAATN o€ 0pBOAOYIKO 1} WuxoAoyiko eTTiTredo. 10 CuyKeEKpPIYEVQ,
TTepINauBAvEl TIG CUCTNUATIKES TTOAMITIKEG AUENONG TWV TTWARCEWY, PETPNON TOU
EMITTEDOU TOTOTATAG TOU TTEAATN KAl EVIOXUOAG TNG, Tou Babuou cuoTtaong TNG

ETTIXEIPNONG 1 TWV TTPOIOVTWYV TNG 0€ AAAOUG KATAVAAWTEG.

1.3.4.3. Tepuaniouog 2xéong

H idia n @iIAocoia Tou oXe0IaKOU HAPKETIVYK OEV QOXOAEITAI JE TOUG TTEAATEG
TNG €TMIXEipNONG TTou O¢v gival atTodoTIKoi. To oTAdIO TOU TEPPATIOHOU TNG
ox€0nG €IXEipnoNng Kal TTEAAGTN TTEPIAQUPBAVEI apXIKA TN METPNON TNG agiag Tou

TTEAATN, JE OKOTTO QUTA va CUYKPIOEi e Ta TTpoKaBopIouEVa ETTITTED
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KepOOPOpPIag. TNV TTEPITITWON auTth ekivd n diadikacia opuaAlg e€6dou Tou
TTEAATN aTTd TO CUCTNPA BlOXEIPIONG TTEAQTEIOKWY OXECEWY, ME TNV TTAPOXNA
€I0IKWV AVTIKIVATPWY OTTWGS O TTPOCOIOPICHOG KATWTATOU Opiou KaTtavadAwaong,

XEIPOTEPN EEUTTNPETNON KATT.

2UVETTWG, N dlaxeipion TTEAATEIOKWY OXECEWV TTPETTEI VO TTPOCAPHOLE! TIG
AUQIOPONES EVEPYEIES TNG KAl VO ETTNPEACEI EvEPYNTIKA KABE 0TAdIO TOU KUKAOU
CWAG TNG oxéong eTIXEipnoNG Kail TTEAATN. ZKOTTOG €ival 0 0pBAG KATAPEPIOUOG
TWV TTOPWV TTou Ba datravnBoUv o€ CUYKEKPIMEVOUG TTEAATEG OE AVTIOTOIXIO ME
Ta £€000a 1) KEPON TTou Ba ETTIPEPOUV auToi aTOV opyaviouo. AnAadr) Ba
eTevOuBoUV Ke@AAaia o€ KEPOOPOPOUG A BUVNTIKA KEPBOPOPOUG TTEAATES Kal Ba
atmmo@euxBei n otratdAn Tépwv o€ AAAoUG CnuIoyodvoug 1) oplakd agidAoyoug. €
QUTAV TNV TTEPITITWON Kal WOvo atrokTd BapuTnTa Kal atroTéEAECUa n QIAoCOoPia

TNG SIAXEIPIONG TWV OXECEWV PE TOUG TTEAATEG JIAG ETTIXEIPNONG.
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Kepdahaio 2-MeAéTn nepinTwong Meppavog

KE®AAAIO 2: MeAéTn TOU OCUCTHMATOG S1aXEipIONG TTEAATEIOKWYV
oxéoewv-Magna tng eraipeiag N'eppavég AEBE

21 EIZArQrH

H peAETN TTEPITTTWONG TTOU aKOAOUBEl TTEPIYpaQel 0 BABOG TN AsiToupyia Tou
oxAuaTog moTéTNTag Magna 1rou xpnoipotrolsi n dloiknon Tng Meppavog AEBE
yid VO TOVWOEI TNV aQooiwon Twv TTEAATWYV TG OTO BIKTUO TWV KATACTNUATWY
TNG. H peAéTN gekiva TTapaBETOVTAG TIG YEVIKEG TTANPOPOPIES TTOU APOPOUV TOV
OMIAO Kal TRV gTaIpgia, OTTWG N 1I0TOPIa TNG, TO OPANA TNG, O aieg Kal QIAoCOPIa
TNG KOBWG Kal N oTPATNYIKI TTOU XAPAOCCETAI VIO VA QVTIMETWTTIOTOUV Ol EVTOVEG
TTEPIBAANOVTIKEG TTIECEIG. AKOAOUBEI N avaAUTIKY ava@opd Kal TTEPIYPOQr) Tou
OuCoTAPATOG dlaxeEipiIong TTEAQTEIOKWY OXECEWV , TToUu TTEpIAaUBAvel To dpaua
OTO OTI0I0 OTNPIXTNKE n dnuIoupyia Tou, TIC OPYAVWOIAKEG OAAAyEG TTOU
eEMAABaAV, TIC AEITOUPYIKEG TOKTIKEG, TO  XEIPIOMO TNG  KATAVAAWTIKAG
OUNTTEPIPOPAS KABWG Kal TOUG TPOTTOUG YETPNONG TNG aTTOd0TIKOTNTAG Tou. To
epWTNUATOAOYIO TWV cuvevTeUEewv (MapdpTnua) BacioTnKe OTO UTTOBEIYUA TOU
KUKAOU CwNG TNG ox€ong TTEAATN Kal €TTIXEIPNONG, TO OTToio £XEl avaAuBei oTo

TTPONYOUUEVO KEPAAQIO.
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2.1.1. loTopIki} avadpopn TS eTaipeiog’

H 1oTopia Tou Opilou gekivael To 1980, éTtav avoiyel TO TTPWTO KATACTNUA
AlaviKAG TTwANoNG PTTaTapiwyv otnv ABrva, otnv 006 M1revakn. To Aiktuo
Alavoung KatavaAwTikwy MpoidvTwy atroTeAei Evav atrd Toug apxXIKoUG TOUEIG
dpacTtnpidétTnTag Tou Opidou ETaipiwyv Mepuavog, ue TNV TTPWTN CUVEPYATIa va
EeKIva To 1984, oT1av uTTeEypA®n N aTTOKAEIOTIKI) oup@wvia ue Tnv TOSHIBA

Battery Corp..

To 1990 eykavIGoTNKE TO TTPWTO KATACTNUA MEpPavog pe Tn EBodo
franchising, pia Kivnon TTou TEdPACE KATAAUTIKG OTN UETETTEITA TTOPEIA TNG
eTaipiag. AkoAouBnoav KaBopIoTIKEG ETTIXEIPNPATIKES KIVIOEIG, OTTWG N e¢ayopd
Tou Biounxavikou Zuykpotiuarog SUNLIGHT 1o 1991, To Gvoiypa otnv ayopd
NG AvatoAikAg Eupwtng 1o 1992 kai n dpacTnpIoTToincn OTO XWPEO TNG KIVNTAG
TNAcQwviag 1o 1994. O1 paydaieg £¢eNiCeIC 0TV ayopd TNG KIVATAS TNAEQWVIAG
oT1a TéAn TnG dekaeTiag Tou '90, Bprkav To Mepuavo eQodiacuévo PE yvwon,
e€e1dikeuon Kal UTTOOOMN VIO va avTaTTECENDEI OTIG HEYAAEG ATTAITACEIG TWV
karavaAwtwyv (Mivakag¢ 1, Karaoraon MNivakwv). O Ouihog ETaipiwyv Mepuavag,
Méow Tou AIKTUOU KataoTnudtwy Tou, TTpoo@épel oTnv EAAGDQ, utTnpeaieg
KIVNTAG TNAe@wviag Twv etaipiwv COSMOTE kair TELESTET a6 1o 1998,
utTnpeoieg otaBepng TnAspwviag Tou OTE kai Tng TELLAS atré 1o 2002 kai 10

2003 avrioToixa ka1 uttnpeoieg NG VODAFONE atré 1o 2003.

! Enionpo site Tng Taipsiac: www.germanos.gr
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ETtiong, 6oov agopd oTIC ayopés TNG AvaToAikng Eupwtrng o GPIAOG eTaipiwv
"eppavog TTPOC@EPEI TTPOIOVTA KAl UTTNPECIEG TNAETTIKOIVWVIWY PHECQ aTTo £va
€upU Kal duVaPIKO dIKTUO KATAoTNUATWY OTIG ayopég TNG BouAyapiag,

Poupaviag, NMoAwviag, Mpwnv MNouykooAapikng Anuokpatiag Tng Makedoviag

kal Kutrpou (lMivakag 4).

2AMEPQ, META aTTO 23 XPOVvIa TTITUXNUEVNG AsIToupyiag, diaBétel 773
KataoTAuata o€ 6 xwpeg (EANGDa, MNMoAwvia, Poupavia, BouAyapia, Kutrpog,
Mpwnv MNouykooAaBikr) Anuokpartia Tng Makedoviag) Kal aTToTeEAE TO
MEYOAUTEPO €AANVIKO BiKTUO KATAOTNHATWY TTPOIOVTWY KAl UTTNPECIWYV

TNAETTIKOIVWVIWYV O0TnV Eupwtn.

2.1.2. Opapa’

To eTaIpIKO Opapa gival: «Zuvdéouue Tov "AvBpwTTO e TNV TexvoAoyiar.
«YTTOKIVNTAG KAl EKYPACTNG KABE ETTIXEIPNUATIKAG TTPwTORoUAiag Tou OpiAou
Etaipiwv Meppavog gival To Opapd Tou va ouvdéel Tov AvOpwTTo UE TV
TEXVOAOYia o€ OAO TO PACHO TWV KABNUEPIVWV dPaCTNPIOTHTWY TOU.

To 6papa BETel TOV EAANVIKO OPIAO ETAIPIWV VO AEITOUPYEI ME TIG QUVAUIKES Kal
agIoTToTEG BIadIKOOIEC TWV dIEBVWV TTOAUEBVIKWY OPYAVIOUWV.

Me tnv avatrTugn kai d1a0€0n KAIVOTOUWY TEXVOAOYIKWY TTPOIOVTWY Kal

UTTNPECIWY, TN dNUIOUPYIa TTPWTOTTOPIAKWY EVEPYEIAKWY EPAPHOYWYV KOl TN

! Enionpo site Tng Taipsiac: www.germanos.gr
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ouveXN avaTTuén Tou avBpwTivou dUVAUIKOU Tou, 0 OUIAOG eTaIpIwV [epuavog
uAoTrolgi To Opaud Tou pe ogBacuod Ki euBUVN aTTEvavTl OTNV Kovwvid, To
TTePIBAAANOV Kal Tov AvBpwTTo. H nyeTIKr B€0N TOu opiAou eTaipiwv Mepuavog Kal
N ETTEKTAON TWV dPACTNPIOTATWY TOU €VTOG Kal €KTOG EAAGDAG, BETOUV TIG

BAoEIC yIa TTPOOTTITIKEG OUVAMIKAG AVATITUENGY.

2.1.3. ®ihooogpia’

H avwrartn dioiknon dnAwvel pe Bepaidtnta 611 «Ba cuvexioel TNV avodikn
TTopEia e G&ova Tnv TTEAATOKEVTPIKA QIAOCOQIa , KaBigepwvovTag Tn B€on TG
ETAIPEIAG OTIC AYOPEG TOU EEWTEPIKOU OTTOU OPACTNPIOTTOIEITAI KAl EVIOXUOVTAG
TNV NYETIKA Béon oTnv EAAGDQ, péoa atrd Tnv augnon tng amrodoTikOTNTas KABE

ETTIXEIPNMATIKAG dpdong».

2.1.4. MoAITiIKRA Tn¢ eTaipeiog Meppavoc kar Makpoxpoviol otéxor’

MoAITIKA) TNG €TQIPEIOG €ival «n avavéwan TwV TTPOIGVTWYV KAl UTTNPECIWY,
@EpvovTag To JEANOV OTa XEPIA TOU KATAVAAWTH o€ KAOE ywvid TNG EAAGDAC,
TTapEXOVTAg TN duvVaTOTNTA TNG AVTIKEIMEVIKAG AUONG YIa KABE TNAETTIKOIVWVIAKI)
TOU avdAykn. ZTOXEUEI OTNV TTEPAITEPW EVIOXUON TNG TTAPOUCIAG TNG OTIG XWPES

NG Kevtpikng kai NoTioavaToAikrig Eupwtrng 61Tou Adn dpacTnpIoTTOIEITAl.

! Enionpo site Tng Taipsiac: www.germanos.gr
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Avatrtuooel 1o AiKTud pag pe n uéBodo Tou franchising, oTpartnyikn €mAoyn
TTOU OUUBAAAEI 0TV €TTEKTAON OTNV EAAGDQ Kal TO EEWTEPIKOY».

ACKWVTOG TO ETTIXEIPEIV UE KAIVOTOUIA, ETTIOIWKEI VA TTPWTOTTOPEI KAl VA TTAPAYEI
€PYO TTOU KAAUTTTEI TIG AVAYKES TWV KATAVOAWTWYV. «Na TTPOBAETTEI TIGC CUVEXEIG
aAAQYEG TOU ETTIXEIPNPATIKOU Kal TEXVOAOYIKOU TTEPIBAANOVTOC Kal va
TTPOCAPUOLETAlI APECA KAl ATTOTEAEOUATIKA OE QUTEG, EVIOXUOVTAG DIOPKWG TN

oTaBepn TTopeia avaTTuéng Tou Ouilou.

«AKOAOUBEI TO £TTIXEIPNUATIKO OPANA UE KIVATHPIA dUVANN TOUG avOpWITTOUGS KAl
XapAadel pakpOTIVON OTPATNYIKN BETOVTAG VEOUG OTOXOUG TTOU TTPOCTTOBOE e

ETTIMOVA VO KATOKTACEIY.

2.1.5. Aiec’

«O Opihog ETaipiwv Neppavog diatnpei akEpaieg TIG BeueNIWDEIG agieg TTou
OIETTOUY, €TTi 24 XpoVIA, TNV KABNUEPIVT ETTIXEIPNUATIKI) TOU TTPAKTIKN. [MIOTEUEI
oTnv aglomoTia wg AsIToupyikh Baon K&Be TTpooTTabeIag, utTtooTnPICel TNV
TTPpWTOROUAIO WG TTUPrVa VEWV I0£WV Kal ETIBPAREVUEI TNV AKEPAIOTNTA WG NBIKO
dagova TnG ETMIXEIPNUATIKOTNTAS. EVBappuvel TN QIAIKOTNTA Kal TIG SIaXPOVIKESG
OX£EOEIG EUTTIOTOOUVNG, TTAVTA PE OEBACUO OTNV AEIOTTPETTEIA KAl TN
OIAQOPETIKOTNTA TWV AVOPWTTWY, KABWG Kal TwV TOTTIKWY KOIVWVIWYV Kal

TTONITIOYWY TTOU QUTOI QVTITTIPOOWTTEUOUVY.

! Enionpo site Tng eTaipeiac: www.germanos.gr
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2.1.6. H ayopd’

H etaipeia N'eppavog €xel oav KUPIO TTUPHVA dPACTNPIOTATWY TNG TN KIVATA
TNAe@wvia, apou atroTeAei To 40% TTEPITTOU TOU KUKAOU £PYOCIWV TNG, TNG
otroiag n digioduon €xel Eemepdoel To 80% oTnv eAAnVIKR ayopd. H eTaipeia
KaTEXEl HEPIBIO TNG TAENG Tou 40% oTnV eAANVIKA ayopd TNG KIVATAG TNAEQWVIaG
TNG OTTOIOG TA TTEPIBWPIA TTEPAITEPW AVATITUENG OTEVEUOUV onuavTIKA ([Tivakag
1) . O1 YnPIOKES EQPAPUOYEG WOTOCO ATTOTEAOUV EAKUCTIKOTEPN ayOpd& UE PUBUO
avamTugng Trou ayyicel To 100% 10 XpOVO Kal TNV €TaIpEia va KaTéxel Adn TO
35% TOU OuvOAou. Epeuveg €xouv Beigel OTI €61 0TOUG OEKA KATAVOAWTEG
QAvOKaAOUV TTPWTO TO BiKTUO MEpuavVOS PETAEU TwV KATAOTNUATWY TNS KIVATAG
TNAeQwviag atnv EANGSa (MMivakag 1). To 2004 n eTaipeia €XEl KATAPEPEI VA EXEI

3,4 ek ouvdpounTEG KIVNTAG TNAEQwviag (lMivakag 4).

2.1.7. O avraywviopog’

H duvapuikr kal TaxuTartn digioduon TnG KIivnTrG TNAEQwviag otnv EAAGDa
TTPOKAAECE OTTWG NTAV AVAUEVOUEVO IOXUPEG AVTAYWVIOTIKEG TTIECEIG KAl OTOV
TOoMEQ TNG AIAVIKAG, O1 TPEIG JEYAAOI TNAETTIKOIVWVIOKOI TTOPOXEIG
OuVEIdNTOTTOIWVTAG TIG EUKAIPIEG TTOU TTPOEKUTITAV OTO VEO Kal EGEANICTONEVO
TTEPIBAAANOV KIVABNKAV OTPATNYIKA, TTPAYUATOTTOIWVTAG KABETOTTOINON TTPOG TA

EMTTPOG TNV TEAEUTAIQ TTEVTAETIA. [Tpoxwpnoav oTn dnuioupyia dIKWV TOUG

1 An6 ouvevTeUEEIC OTEAEXOV TNG ETAIPEIag
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aAucidwv AIaVIKAG TTWANCNG OCUOKEUWY KAl OUVOECEWV KIVNTAG TNAEQwviag. To
2004 Adn, evw n Meppavog €xel 301 kataotiuarta, o OTE diabétel 400, n
Vodafone 200 ka1 n TIM 150 (lMivakag 5). BéRaia n Meppavog atroTeAei Tn
MEYaAUTEPN avegdpTnTn aAucida oTov KAGdO, €xovtag To 60% Twv ouvOECEWY
NG TIM, evw 10 45% Twv cuvdéoewv Tng Cosmote kal Vodafone
TTPAYMATOTTOIOUVTAI HECW TOU BIKTUOU TG, TIPAYMA TTOU TNG TTPOCdidel pia

IB1aiTEPO AugnuéVN dlaTTPAYUATEUTIKA dUvaun.

2.1.8. Etaupiki ZTpatnyikn’

Ta avwTata oTeAéXn TnNG Taipeiag dnAwvouv OTI n eTaipeia Ba ouveyioel va
akoAouBei oTpartnyiki opI{OVTIOS ETTEKTAONG O€ EEVEG ayopES. Ta KUpIa KPITAPIO
ME Ta oTtroia AapBdaveral n amré@acn £iI0000U O€ JIa ayopd gival o Babuog TnG
dieiocduong TnNG KIVNTAG TNAEQWViag KaBwg Kal Ta euTTédia €10600uU 0€ auTh
(avTaywviouog, vouika {ntruaTta KATT). H e@apuoyr TG oTpaTnyikng
avaTrTiooeTal oTadIakd, LEKIVWVTAG atrod TNV TTIAOTIKI dnuioupyia 1I810KTNTWV
KATAOTNUATWY KAl TAUTOXPOVN EKTTAIOEUCN TWV TOTTIKWYV OTEAEXWY, UE OKOTTO TN
OTeVA TTApaKoAoUBNaN TNG ayopds Kal TTPOETOINACIA TWV ETTOPEVWV KIVAOEWV.
AkoAouBei TO XTiOIHO TNG AVAYVWPICINOTNTAG TNG ETTWVUHIOG NECW
OI0PNMICTIKWY EKOTPATEIWV PMEYAANG KAipakag. 'ETTeTal n eTTEKTACN TOU IKTUOU
Me TN u€Bodo Tou franchising kai n au¢non Twv TTEPIBwpPiwV KEPOOUGS PECW TNG

MadIKwyV TTPOPNBEIWY Kal ETTAVODIOTTPAYHATEUCONG TWV OPWV TWV CUUBOAQiwV.

1 An6 ouvevTeUEEIC OTEAEXOV TNG ETAIPEIag
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2.1.9. AvTaywvVvIOTIKO |‘|)\£0VéKTﬂ|.Id1

«To avTaywVIOTIKO TTAEOVEKTNUA TOU DIKTUOU OIAVOUNG KATAVAAWTIKWY
TTPOIOVTWYV TOU OMiAoU Mepuavog £yKeiTal 0TV TTPOCPOPA OAOKANPWHEVWV
UTTNPECIWV OTOUG CUVEPYATEG Tou. Méoa aTrd £va €CEIDIKEUUEVO Kal TTANPWGS
MNxavoypa@nuévo oUuoTnua, TTAPEXEI OAOKANPWUEVEG UTTNPECIEG OE TOUEIG
TTWAACEWYV, HAPKETIVYK, OIAVOUWYV Kal EEUTTNPETNONG. XApPn OTO EUEANIKTO oXrua
TOU, TO QiKTUO dIaVOMNG Tou opiAou Mepuavog eyyudaral TV TTAEov
QATTOTEAEOUATIK TTPOWONON TWV TTPOIOVTWY TTOU DIAVEUEI O KABE ywVvId TNG

EANGOAG, ue akpifBeia Kal agloTTioTion.

2.1.10. ZuvoTITIKG XpNHOTOOIKOVOMIKG ETOIXEi0?

O KUKAOG £pyaoIwyV TNG ETAIPEIAG OTNV TTEVTAETIA TTPOCEYYiCEl augnon TG TAENS
ToU 194% @T1avovtag Ta 423 ek.€ 10 2000 Kai TTPORAewn yia To 2004 Ta 820
ek.€. lMapopola agidAoyn TTopeia £Xouv Kal Ta KEPON PETA @OPWYV UE HETABOAN
TNG Ta¢NG Tou 178% Kkatd Tnv idia ePiodo, EekIvwvTag atrd Ta 29,2 eK.€ Kal

TTPORAewn yia 2004 Ta 52 ¢k.€ ([ivakac 2).

! Enionuo site Tng eTaipsiag: www.germanos.gr

2 Enionua oToixeia eTaipeiag Meppyavog ABEE
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2.1.11. Npoiévra’

Ta TTpoidvTa auTd aPopoUV O€ TOUEIG EVEPYEIAG Kal TNAETTIKOIVWVIWY. EIdIkéTEPQ
70 OIKTUO KATAOTNUATWYV [EpUaVOS TTPOCPEPEI OTOUG KATAVOAWTEG TNV
TTANPECTEPN CUAANOYN TTPOIOVTWY Kal UTTNPECIWY TNAETTIKOIVWVIWY. XA&pn 0Tn
BePATIKA TUNUATOTTOINCTN TWV TTPOIOVTWY 0€ KABE KATAOTNUA, O ETTIOKETTTNG EXEI
aueon TTPOCRACN OTA TTPOIOVTA TTOU TOV EVOIAPEPOUV. H TUNUATOTTOINGCT TOUG

EXEl WG €EAG:

e TunRua KivntAg TnAspwviag (OUOKEUEG, KAPTEG, OUVOETEIG)
o TuARua Z1aBepig TnAepwviag (OUOKEUEG, OUVOEDEIQ)

e TunRua AiadikTuou (CUVOETEIQ)

e TunRua TnAemkoivwviwv/Yneiaknig TexvoAoyiag

e TuAua MTratapiwv

o TunAua Maixvidiwv

e TunRua Mikpwv HAEKTPOVIKWY ZUOKEUWV

e Tunua Emokeuwv

! Enionpo site Tng eTaipeiac: www.germanos.gr
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2.2. TO ZYZTHMA AIAXEIPIZHZ MEAATEIAKQN ZXEZEQN FrEPMANOZ

2.2.1. Eicaywyn

To cuoTtnua dlaxeipiong TTeEAATEIOKWY OXECEWV PE Oxnua TN Magna kdapTta
dpxioe va peAeraral 1o 1999 kai va Asitoupyei 70 2000, atToTEAWVTAS HIO
TTPWTOTTOPIOKK £TTEVOUCN TOOO YIa TO KAADO 600 Kai yia Ta EAANVIKG dedopéva
YEVIKOTEPA. MapdAo 1Tou N aAucida kataoTnudTwy Mepuavog KATEIXE TNV NYETIKNA
Béon oTn 81IAB0N TNAETTIKOIVWVIOKWY TTPOIOVTWY KAl UTTNPECIWY, XWPIS va
AVOUEVEI AUECES AVTAYWVIOTIKEG OTTEIAEG, BIEKPIVE TN XPNOIUOTATA EQAPHOYAS
€VOG opyavwuévou TTpoypAauuaTog moTotTnTag. MAAIoTa TNV €TTOXH EKEIVN, OI
MeydAol TnAeTTIKOIVWVIOKOI popeic Cosmote, Vodafone kail Tim ékavav n
oxedialav deING TNV KaBeToTTOINOT TOUG O€ £TTITTEDO AIaVIKNG TTwANoNG. OTToTE N
TAKTIKA TNG dnuIoupyiag evog oUyXPOVOU CUCTHHATOGS DIAXEIPIONG TTEAQTEIAKWYV
OXE€0EWV OTNPIXTNKE OTO OTPATNYIKO Opapa TNG dI10ikNoNG, ME YVWHOVA TO
ouveXWG Kal paydaia HeTaBaAASueVO TTEPIBAANOV TWV TNAETTIKOIVWVIWY Kal TAG

TEXVOAOYIOG YEVIKOTEPQ.
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2.2.2. Eidn KapTWV MOTOTNTAS 0TO AlAVIKO EPTTOpI0’

2.2.2.1. Kapreg Novrwv

O1 KApPTEG TTOVTWV €ival n atrAouoTEPN JOPPN KAPTWY TTOU XPNOIYOTIOIEITAlI OTA
oxAMaTa gvioxuong Tng mMaoTtotnTag. OI TTOVTOI ATTOTEAOUV ETTIBPAREUCN TWV
TTEAATWV Kal €APTWVTAI ATTO TO PEYEBOG TNG dATTAVNG TTOU TTPAYUOTOTIOIEITAI O
éva kardotnua. O1 TTovTol auToi JTTOPOUV VA £EQPYUPWOOUV a& JEANOVTIKEG
QAyopEG OTO KATAGTNUA JE TN HOP@H EKTITWOEWY 1 AAAWV emmBpaBevoswv. Ol
emMBpapevoeig TTOIKIAOUV 0€ KABE TTPOYPAUUA TTICTOTNTAG KOl UTTOPEI va gival
atrd dwPEAV EICITAPIA KIVIUATOYPAPIKAG TAIVIAG JEXPI TNV KARpwOon £vOg
TTOAUTEAOUG OTTITIOU. Mapddeiyua T€T0IaG KAPTAG 0TNV EAAGSQ €ival n Magna

kapta NG MNepuavog AEBE kai n SmartClub tng treTpeAdikig eTaipeiag SHELL.

2.2.2.2. Kapreg MNoAAwv NiavEuTropwv-2uvepyarikéG KApTeg

O1 KGpTeG AUTEG POIACOUV OTIG KAPTEG TTOVTWY OTO YEYOVOGS OTI OI TTOVTOI
kepdiCovTal Bdoel Tou UWoug TNG daTrdvng o€ £va KataoTnua. Or TTévTol auToi
Ba e€apyupwBouv oe HEANOVTIKEG AYOPEG UE TN HOPPN TIMOAOYIOKAG EKTTTWONG N

TTAPOXNS AAAWY dwPWV.

! Claire Wright and Leigh Sparks, “Loyalty saturation in retailing: exploring the end of retail loyalty cards?”,

International Journal of Retail & Distribution Management, Vol 27, No 10, 1999, pp 429-439
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H diagopd £ykeiTal aTo yeyovog OTI ol TTOVTOl KEPBICovTal OXI OVO aTTo £va
KATtaoTnua, aAAd atmd €va ouvoAo cuvepyaldpevwy AlaveuTTépwy. TEToIa KAPTQ

gival n «EMAGAON» Twv etaipeitov ALPHA BANK, OTE kai COSMOTE.

2.2.2.3. MNiotwrikn Kapra Karaornuarog

O1 hlavéuTropol aTnv TTPOoTIABEId TOUG VA KEPDOIoOUV PEYAAUTEPA PEPIDIO
ayopdg aTn Ydxn TOU avVTaywVIOPOoU, TIPOCQEPOUV TTIOTWTIKEG KAPTEG OTOUG
TTEAATEG TOUG, Ol OTTOIEG dUVAVTAI VO XPNOIMOTTOINBOoUV NOvo oTnV aAucida
KATAOTNUATWY TOUG 1 KAl 0€ AAAEG OUuvEPYACOUEVES. TO ETTITOKIO TWV KAPTWV
AUTWV gival JEYAAUTEPO ATTO TO TPEXOV TWV TPATTECIKWY TTIOTWTIKWY KAPTWV. Ta
EMTTPOOOETA OPEAN yIa TOV KATOXO auToU Tou €idoug KApTag givail ol dIdpopEeS
TIMOAOYIAKEG TTPOCPOPEG, DIAPKIG EVNUEPWON VEWV TTPOIOVTWY Kal UTTNPECIWY,
dwpa K.a. TTapddeiyua T€Tolag Kaptag gival n Magna Gold tng Nepuavog kai n

AB VISA 1ng etaipgiog AB BaoiAdtTouAog.
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2.2.3. 'Evapén Tou cucTAMATOG SlaXEiPIONG TTEAATEIOKWY OXECEWV

O1 Adyol TTou 0driynoav Tnv eTalpeia oTnv avaAnyn Tou eyXEIPAPATOS RTAV,
OUPQWVA PE TO AEYOUEVA TWV OTEAEXWV TNG, N ETTIRPAREUON TWV TTEAATWYV YIA
TIG ETTAVAAAUPBAVOPEVEG AYOPEG OTA KATAOTANATA, O XEIPIOUOGS Kal KaBodriynon
TNG CUMTTEPIPOPAG TOUG KABWG Kal N dnuioupyia piag eTmikaipng Baong
dedopEVWV Kal TTANPOPOPNONG Y1 auToUG. Ta o@éAn atro Tnv evépyeia Ba RTav
TTOIKIAAO KOl onuavTIKA, avaAoyifouevol OTI 0 KaTavaAwThG Tou KAGdou dUoKoAQ
aixMoAwTiCeTal atrd €vav AIavEUTTOPO, apou ol KUKAOI WG TwV TTPOIGVTWY gival
TTOAU GUVTOMOI AOYW TWV TAXUTATWY AAAQYWV OTIG VEEG TNAETTIKOIVWVIOKEG

EQPAPHOYEG.

H avwrtartn nyeoia £€d€1Ee atrOAUTN TAUTION PE TN OTPATNYIKH QUTA Kal OTHPISE TV
TTPOCTIABEIO TWV OTEAEXWYV TNG O€ PEYAAO BaBPO, yeyovog TTOU aTToTeEAEI
aTmapaithTn TTPOUTIOBEDN VIO TNV ETTITUXIC EVOC TIPOYPAUPATOC THOTOTHTAC 2. H
eTaipeia eppavog eTTiong ATTOTEAE], TTAVTA CUPPWVA UE YVWHEG OTEAEXWYV TNG,
OPYQVIONO HE IDINITEPA ATTOKEVTPWHEVO TO UNXAVIOUO TNG Ayng Twv
ATTOPACEWY, TTPAYUA TTOU ICOOUVAEI UE TN OXETIKI AUTOVOUIQ TWV ETTINEPOUG
THNUATWY OTNV avAANWnN Kal EKTEAECN TWV apPodIoTATWY. H oTpaTtnyIkn

otnEI¢éTaV OTN dnUIoUPYIa uNXAvIoPoU TTIOTOTNTAG UE TOUG TTEAATEG,

! Megan Divett, Nadia Crittenden, Ron Henderson, “Actively Influencing Customer Loyalty”, Journal of Consumer

Marketing, Vol 20, No 2, 2003, pp 109-126
2 Rado Kotorov, “Customer Relationship Management: strategic lessons and future directions”, Business Process

Management Journal, Vol 9, No 5, 2003, pp 566-571
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TTPOCOETOVTAG MIa AvTIANTITA TTPOCTIBEPEVN aia OTIC CUVAAAQYEG Kal

ONUIoUPYWVTAG TNV UTTOBOUA yIa avATITUEN Kal EKUETAAAEUON TNG TTEAATEIOKNG

Baong.

H eTaipeia €TEAECE va NV TTPOKUPNEEL DIAYWVIOUO ETAIPEIWV YIO EGWTEPIKEUON
QUTAG TNG ETTIXEIPNOIOKAG AEITOUPYIAG, apou Tn Bewpnoe OTI Ba ATTOTEAEDEI
OUYKPITIKO QVTAYWVIOTIKO TTAEOVEKTNUA EVAVTI TWV AAAWV ETTIXEIPHOEWY TOU
KAGdou. To véo Trpoypauua 1ng Magna kdpta avélaBe £vag véog dIOIKNTAG
TTPOIOVTOG O OTT0I0G Ba €iXE TN CUMPBOAA KAl TOU THAPATOG HAPKETIVYK OTO
oXe0I00UOG Kal oTadIOK UAOTTOINGN TOU TTPOYPAUMATOG. YTTOOTNPIKTIKN
BonBeia oTo oxedlaoPO Kal TNV UAOTTOINCN TTapEixe N d1Ia@NUICTIKA TNG ETAIPEIa
UNEXPECTED ka1 n ouvepydmnda Rapp Collins. EmimtAéov 10 TuAua NG
TTANPOYOPIAKNAG TEXVOAOYIAG ApXIOE va dNPIOUPYEI TNV TTAATOOPUA VI VA OEXTEI
Kal va uttooTnpicel Tn BEATIOTN cuAhoyn Kai dlaxeipion Twv dedouévwy TTou Ba

avtAouvTal atro Ta KATaoTAUATA.

O1 otox01 TTOU TEBNKAvV atro TV apxn OV gixav IBIAITEPA HAKPOXPOVIO OpifovTa.
O AOyog cival o1l Ta oxX£DIA HAPKETIVYK, OTOV KAGDO TTOU PEAETAWE, OTTAVIA
utTEPBaivouv ouoiaoTIKA TO £T0G, Adyw Twv paydaiwv aAAaywv 0T
avTaywvioTIKO Kal un TepIBGAAov. H Bdon pe Tnv otroia Ba kpivoTav n
ATTOOO0TIKOTNTA TOU TTPOYPANKATOS Ba ATAV O APIBPOG VEWY KATOXWV TNG
KAPTAG, N TTEPIOdOG XPONG TNG Kal QEUTEPEUOVTWG AUENON ETTIOKEWIUOTNTAG KAl
péong agiag ayopwyv . ApXIKOG oTdX0G NTav n digiocduon TnG KapTag oto 50%

TNG UTTApXouUCag TTEAATEIOKAG BAONG.
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To emKoIvwvIakd TTPOYypauua TNG magna TepIAGuBave aUVTONa TNAEOTITIKG
MNVUOTa Je oKOTTO TNV auénon Tng avayvwpioIgoTnTAs TNG, TTPoweNnTIKG UAIKO
EVTOC TWV KOTACOTNPATWY, OTTWG Ol KAPTOAIVES TOUEIWY KABWG Kal TTapOTPUVOEIG
TWV TTWANTWYV VIO EYYPAPR TWV ETTICKETTTWY TWV KATACTNHATWY OTO VEO

TTPOYPANHA TTIOTOTNTAG.

2.2.4. Ahiladikaoia karaypa@ng meAatwyv otn Magna

O meAdTng duvaral va yivel KaToxog TN ammAng Magna

MAGMNAGEED

e Kaptag ) Magna Gold puévo yéow KATTOIoU KATAOTHATOG

rovi - TOU QIKTUOU OTTOU KOI CUPTTANPWVEI TNV QITNON £yypoeng

(MapapTtnua). Auth atroTeAsiTal aTTd TPEIG EVOTNTEG APKETA OIOPOPOTTOINUEVES
METAEU TOUG, TTOU BonBouv oTn diaxeipion Kal TTapakoAoubnon Tou

TTPOYPANHATOG TTIOTOTNTAG.

H mpwtn evotnTa TTEPIAAPBAVEl Ta TTPOCWTTIKA OTOIXEIQ TOU TTEAATN. ZNTA& MIa
oEIpd dNUOYPOPIKWY XOPAKTAPIOTIKWY, OTTWG NAIKia, QUAO, eTTAyyEAuQ,
OIKOYEVEIOKI KaTdoTaon, NAIKia TTaidiwy, TOTTOG KATOIKIAG, TA OTTOI ApXIKA €iXE
¢NTAOEI TO TUAMO HAPKETIVYK YIA VO TO CUCXETIOEI UE AYOPAOTIKEG OUVNOEIEG,

agieg ayopwyv, YEWYPAPIKN dIACcTTOPd TwV TTEAATWYV TNG Magna KATT.
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H deUTepn evoTnTa atroTeAeiTal atrd dUo Kupia TTedia. To éva avagEépeTal oTa
eVOIOPEPOVTA TOU UTTOWN@PIOU KATOXOU, KOAWVTAG TOV va DIOAEEEI KATTOI0 aTTd TN
AioTa tTou TTapaTifeTal, 6TTwg Kivnuatoypdaog, 6éatpo, BIBAia, Tagidia,
aBANTIONOG, uTToAOYIOTEG KATT. Kal auTd Ta OoToIXEI, OUMQWVA KE TO TUAKA
MAPKETIVYK UTTAKAV OTNV QiTnon ME OKOTTO TN OKIAYPAPnon TwWV WYUXOoYPaPIKWV
TTPOQIA TWV TTEAATWY TNG KAPTAG. To AAAO TTEdio epeuvd TNV TTNYN EVNUEPWONG
ToU TTEAATN TNG MEpPavog yia 1o TTpdypapua Magna, 6TTwg ol diapnuicelg, Ta
EVTUTTQ, Ol TTWANTEG, O1 YVWOTOI, ATTOOKOTTWVTAG VA a&IoAOYAoEl KABE

ETTIKOIVWVIAKO KAVAAI yIa TNV OTTOTEAECPATIKOTATA TOU.

H teAeuTaia evotnTa cuptrepIAapBaver GAoug Toug TPOTTOUG JE TOUG OTTOIOUG N
eTaipeia pTTopei va €ABel o€ eTTa@r] Ye Tov TTEAATN yia didpopoug Adyoug. 'ETol
¢nTa d1evBuveon KaToIKiag, aplBudg oTaBEPOU Kal KIVTOU TNAEPWVOU KAl
NAeKTpOVIKA d1EUBUvOTN. AUTEG 01 EpWTACEIG dNUIoUPYRONKaV PE OKOTTO TNV
edpaiwaon evog TTPOCWTTIKOU KAVAAIOU ETTIKOIVWVIAG KAl EQAPHOYWY AUECOU
MAPKETIVYK. H €TTIXEIPNON OPKETEC POPES TTAPOUCTIOCE CUYKEKPIUEVEG
TTPOCPOPEG OTOXEUPEVA O€ KABE TUNHA TG ayOoPdg NECW YPOTITWYV UNVUPATWY

 NAEKTPOVIKOU TaXudpOuEiou.
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2.2.5. Kataxwpnon Agdopévwv

H diadikacia pe Tnv oTT0ia N QAiTNON @TAVEI OTA KEVTPIKA YPOQEia TNG TAIPEIQG
gival apTia oxediaopévn Kal opyavwuévn. To KatadoTnpa Tou SIKTUOU TaXUDPOEI
TN oupTTAnpwuévn aitnon otnv E-Value, pia etaipgia Tou opiAou Mepuavog mmou
OUVIOTA KEVTPO TNAEPWVIKNAG €EUTTNPETNONG Kal dlaxEipiong dedouévwy. H
eTaIPEia auTh KaTaxwpei dueoa oTig Bacelg dedopévwy TNG Nepuavog Ta oToIxEia
KAOe TTEAATN, avoiyovTag pIa véQ TTPOCWTTIKA KAPTEAQ, £TOIUN VO CUAAEEE! TIG
ETTEPXOMEVEG QYOPAOTIKESG KIVHOEIG TOU OTO OiKTUO BIaVOUAG KATAVAAWTIKWYV

TTPOIOVTWYV [EpPavOG.

21nv TepimTwon NG Magna Gold, n diadikacia gival Aiyo TTOAUTTAOKOTEPN BIOTI
UTTEICEPXOVTAI TA XOPAKTNPIOTIKA TNG TTIOTWTIKNG KAPTAG. TO TTPOCWTTIKO
Kataxwpei Tov TeAATN atr euBeiag otn Bdon dedopévwy TnS eTaipeiag Eurobank
Cards, yia va eykpiBei n ékdoon Tng KapTtag. Otav yivel autd n 1pdtmeda OTEAVEI
Mnxavoypa@nuéva otn Mepuavog Ta aToixeia autd Ta oTroia e Tn ogipd Toug Ba

evraxbouv 01O OUCTNUA TTOU TTPOAVAPEPONKE.

Tnv epappoyr autr} duvaTtal va TTapakoAoUBoUV VioTE KAl TO TTIPOCWTTIKO TWV
KATOOTNUATWY TOU OIKTUOU, JE OKOTTO TNV EVNUEPWON YIA TOUG TTOVTOUG KABE
TTEAATN KAl TNV TTIOTOTTOINON TNG £§apYUPWONG Twv. To TTPOYpAPUa CUVIOTA Hid
TTPOTUTTN EQAPUOYN YIO TO CUCTANA TTIOTOTATAG N OTToia OXEDIAOTNKE KAl

uAotroinnke atrd v idia mn MNepuavog.
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2.2.6. Npovopia Tng Kaprag Magna'

H kapTta apxicel va AsIToupyei Kal va XpnoIPOTTOIEITAI OTIG OUVOAAQYEG pia
epydoiun nuéEpa ETTEITA TNG AITNONG OTO KATACTNUA. TO TTPOYPAUMUA TTPOVOUIWV
NG Magna [epuavog Tpoo@épel TN duvaToTNTA va ETTWPEANBE 0 TTEAATNG aTTd
OAEG TIG ayopéG TOU PEoa aTTd Ta KATAOTANATA Tou AIKTUOU XWPIiG Kavéva
eMTTAEOV KOOTOG eyYPaPNAG. AuTO oUUTTEPIAQUPBAVEI TN dWPEAV CUVOPOUN, EIBIKA

EKTTTWTIKA KOUTTOVIO KOBWG Kal VEEG TIPOOPOPEG.

O xpAoTNG TNG KApTAG KEPDIZel TTOVTOUG, TTou ovoudlovTal magna, UOTEPQ ATTO
OTTOIAdATTOTE CUVAAAQYH O€ OTTOIOONTTOTE KATAOTNUA [EPpPavOG.

Na kaB¢e € 1,47 ayopwv ouykevipwvel 1 magna. Z€ TaKTA Xpovikd diaoThPaTa,
BpiokovTal OTa KATOOTAMATA TTPOIOVTA TTOU TOU TTPOCPEPOUV magna
emmpooBeTa. MOAIG 0 xprioTNG TNG KAPTAG CUPTTANpwaoel 80 magna, €xel TN
ouvatoéTnTa Va Ta avTaAAAgel e EKTTTwon € 2,94 o€ erduevn ayopd o€
oTroiodATToTE KaTdoTnua Mepuavoeg. XpnoigoTrolgital éva ouoTnua oTadepng
avaAoyiag oTnv EKTITWON TTOU TTAPEXETAI, XWPIG TNV UTTapén £mMTTPOCBETWY

KAIludkwyv empBpdpeuong.

! AikTuakr) TonoBeoia www.e-germanos.gr
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Tautdxpova 0 TTEAATNG TTOU XPNOIUOTIOIEI TNV KAPTA dUvVATAI VA EVNUEPWVETAI
YIO TOUG UTTOAEITTOMEVOUG TTOVTOUG TNG KAPTAG UE TPEIG TPOTTOUG. AUvaTal va
MABel TNAEQWVIKA KABNuEPIVA Xwpig xpéwaon atd 1o Tunua EEuttnpétnong
MeAaTwV TTOOOUG TTOVTOUG €XEI CUYKEVTPWOEI 1] WE UIO ETTIOKEW! O€
OTTOI0BNTTOTE ATTO T KATACTHMATA ToUu AIKTUOU 1) H€oa atrd TNV AVOAUTIKN
Evnuépwon Kivnong MAGNA T1Tou o€ TOKTA XPOVIKA dIACTHATA TOU

ATTOOTEAAETAI TAXUDOPOMIKA.

EkT6¢ ammd Tnv atrAil Magna kdpta, TTapExetal kai n Magna gold o€ cuvepyaaoia
pe Tn Eurobank Cards, TTou cuvoudadel Kal Ta XOPAKTAPIOTIKA MIAG TTIOTWTIKAG
Kaptag. H &1ty onuaoia tng Magna gold €ykeital 01o 011 0 TTEAATNG pE KABE
ayopd TToU TTPAYHOTOTTIOIEI CUYKEVTPWVEI magna, Ta OTToia UTTOPEi va
eCAPYUPWVEI O€ ETTOUEVEG AYOPES, AAAG Kal va KAVEI ayopEG JE TTIoOTwon JOvVo

atro 10 OIKTUO €W Kal 48 BOOEIC.

To m0000T0 KaTOXWV TNG Magna kKapTag, CUPNPWVA PE TA TTPWTA OTOIXEIQ,
Tpooéyyloe 10 30% TnG TreAaTeIakng Baong 1o 2001, evwy dpxioe oTadiakd va
pelwveTal gTavovtag repitrou 10 20% to 2004, Xwpig va eTIRERAILVEI TIG
QPXIKES €UOIWVEC TTPOPBAEWEIC. ZnUEILVETAI ETTIONG, UOTEPA ATTO avaAoyn
€EPWTNON, OTI N eTAIPEIQ OEV £XEI CUYKPOTACEI CUCTNUATIKO UNXAVIOHO
avayvwpiong duvnTIKWY uttowneiwy yia £€icodo oTo TTpoypapua Tng Magna.
EmmAéov dev XpNOIUOTIOIET NXaVIOPOUG TTPoadiopiopoU TG agiag Twv

duUVNTIKWV KATOXWV TNG KAPTAG.
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H ocuAAoyIOTIKA PE TRV OTToIa N €TAIPEIa TTPOODIOPICElI TO KOOTOG dNIoupyiag
€VOG vEou TTEAATN yia To TTPOYpauua Magna, €ykeiral oTnv akdAouBn @épuouAa.
Apxiké uttoAoyiCovtal kKal aBpoifovtal OAa Ta £€§0da TTPOROANRS KAl ouvTAPNONG
TOU PNXAVIOROU TNG dlaxeipiong TTEAATEIOKWY OXECEWV Kal dIaIPOUVTal JE TOV
apIBuO Twv TTEAATWYV TTOU OV £XOUV €I0EABEI OTO TTPOYPAUMA aKOun. Av Kal ATt
AVOQPOPES TWV OTEAEXWYV TOU THNMATOG HAPKETIVYK TNG ETAIPEIAG, TO KOOTOG
dnuioupyiag evog véou TTEAATN TTapAKOAOUBEiTal 0€ GUVOAIKA BAon Kail OxI
ETTINEPIOUEVO OE OPIAKO ETTITTEDO, ME OAEG TIG aduvapieg TTou n HEBODdOG auTh

EUTTEPIEXEL.

2.2.7. ETTavidpuon Twv oXEC0EWV JE XAMEVOUG TTEAATEG

To TTANPOPOPIOKO CUOTANA TNG ETAIPEIAG OEV OUVEAAEYE TA DEDOUEVA TWV
TTEAATWV 0€ OUVOAIKN BACN OTTOTE HIa OEIPG OUCIOOTIKWY EVEPYEIWV OEV
Aeiroupyouoav. Katd mpwTto Adyo, atroucidlouv uéBodol TTpoadiopicuoU TNG
agiag Twv TTEAATWYV TTOU £TTAUAV TN OXECN TOUG PE TNV €TaIpEia, dnAadn
oTaparovcav va xpnolyotroiolv 1n Magna. H eANITTNG evnuépwaon aTTOTEAECE
ooBapd PEIOVEKTNMA, TTOU EUTTOBICE TIC TTPOCTTABEIEC £TTAVIOPUONG OXEONG ME
TOUG QVEVEPYOUG TTEAATEG, pIa AsIToupyia BEPEAIO TNG PIAOCOYPIOG TOU OXECIAKOU

MAPKETIVYK.
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O katavaAwTrG Tou KAGOOU Twv TNAETTIKOIVWVIAKWY TTPOIOVTWYV KAl UTTNPECIWY,
Exel atrodelxOei Kal Baoel epeuvwv OTI gival apkeTd opBoAoyIKOS KATd TNV
ayopaoTikA Tou diadikaaia. Autd anuaivel 0TI XPNOIUOTIOIEI TO YVWOTIKO €TTITTEDS
TOU KaTA& KUPIo AGYO, ETTIBIWKEI VO CUAAEYEI OO0 TO dUVATO TTEPICCOTEPES
TTANPOPOPIES YIA TA TTPOIOGVTA TTOU TOV EVOIQPEPOUV KAl VA CUYKPIVEI TEXVIKA Kal
OUMNBOAIKG XapakTNPIOTIKA. H KOTAOKEUN KAl KATAvVONon VoG CUUTTEPIPOPIKOU
UTTOOEIYUATOG, WOTOOO, €ival SUOKOAN a@ou o TTEAATNG AEIOAOYEI TIG TIPOCPOPES
OTa VEQ KaI Jn TTPOoIOVTA PE KpIThpIa TTou aAAdlouv ouvexwg. Emmrpdobera,
AVOTTOQEUKTA UWNAR €ival n KIVATIKOTNTA TwV TTEAQTWV PETAEU TWV
AVTAYWVIOTIKWV aAucidwv Alavikng. 't autd 1o Adyo n diadikaoia
€EATOMIKEUPEVNG TTAPAKOAOUONONG TOU BABUOU HETAOTPOPAG OE AVTAYWVIOTEG
atro TNV TTAEUPA TNG ETAIPEIAG Eival ECAIPETIKA duoxePnS. TEAOG, aTnv aduvapia
emavidpuong NG oxéong Pe TTEAATEG TToU Oev XpnoluoTTolouy TTAéov T Magna
EXEI CUMPBAAAEI Kal N TTANUUEANG evoTToinon Kal EKUETAAAEUON TNG TTEAQTEIOKAG

Baong dedouévwy.
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2.2.8. NapakoAouOnon Tou CUCTANATOG BIaXEIPIONG TTEAATEIOKWYV

OXEOEWV

Eival cagég, 611 oTn oTpaTtnyIkni TNG dIaxEipIONG TTEAATEIAKWY OXECEWV
TrepIAauBaveTal n KATGAANAN TuNUaToTToinon TNG ayopds Kal QUOIKA N
TTPOCEKTIKI OTOXEUON, WOTE TO TTPOYPAUMA TTIOTOTNTAG TEAIKA VA ETTITUXEI TV
TTPOCOWKOPEVN aTTOdOTIKOTNTA. 'EVa atrd Ta KUPIA AVTIKEIMEVA TNG BlaxEipiong
TTEAATEIOKWY OXECEWV €ival N EUPECT TWV TTIO TTIOTWV AAAG Kal KEPOOPOPWV

TEAATWV KABWC KAl O TTOAITIKEC SIATAPNONS Kal avaTITUEAS TOUG .

21n Baon autr 1o THARPa MapkeTivyk NG Meppavog ota péoa tou 2003
TMNMATOTTOINCE TOUG TTEAATEG TWV KATAOTANATWY TOU BIKTUOU O€ TEOOEPEIG
BOOIKEG KAl OJOIOYEVEIG KATNYOPIEG UE KPITAPIA TO HECO £€0000 OTTO KABE
ouvaAAayn kai To BaBpo TTpooAAWONG Toug oTnv etaipeia (llivakag 6-7,
lMapaprnua). AkoAouBouv Ta TECOEPA TUNUATA TNG AYOPAG TTOU £XOUV

KaBopIoTEi yI auTd TO OKOTTO.

! Yanli Cui, Elizabeth S. Trent, Pauline M. Sullivan and Grace N. Matiru, “Cause-related marketing: how generation Y

responds”, International Journal of Retail & Distribution Management, Vol 31, No 6 , 2003, pp 310-320
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e Karnyopia True Friends

H TpwTtn THNUaATIKA Katnyopia ovouddeTai true friends kai repiAauBavel Toug
TTEAATEG EKEIVOUG TTOU dATTAVOUV TTAvVW aTTd éva TTOoO avda £TTIOKEWN Kal
deixvouv uwnAd Babud agooiwong otnv eTaipeia. Mo ocuykekpiyéva ¢odeuouv
avw Twv 70€ o€ TTPoIdvTa Kal UTTNPETiES [epuavog, ETTIOKETTTOVTAI Eva
KATAOTNUA TTEPICOOTEPEG ATTO TTEVTE POPEG TO XPOVO HUE TEAEUTAIO ETTIOKEWN
eVTOG TV TEAEUTAiWY U0 Pnvwv. AuTtoi attoTeAoUV 10 15% TTEPITTOU TWV

evepywyv reAatwyv Tng Magna pe dedopéva 2003 (Mivakag 6, MNapdpTtnua).

Eival dtopa pe oxetik& uwnAo €106dnua Kal TTPWIPOI ATTOOEKTEG TWV VEWV
TEXVOAOYIKWV OUOKEUWYV. Ayopdlouv PTTatapieg Katé Kupio Adyo, TTpoidvta
KIVNTAG TNAEQWVIOG Kal TTPOTIMOUV WNQPIAKEG OUOKEUEG EEUTTVWIV XPHOEWV.
AloonueiwTo gival 6 0TI 0 TTEAATNG TNG KATnyopiag Eodelel 6 e 7 QOpES

TTEPIOCOTEPA XPAMATA aTTd évav Pn kK&toxo magna (llivakac 7, MNapaprnua).

2TpATnyIKN Kartnyopiag

H TToAITIKA yia auTriv TNV ayopd oToxo €ival n diatpnor| Toug, Jéoa aTrd
dlapPKH IKAVOTToiNON TWV avaykwyv Toug. EmOIwKeTal cuoTPATIKA aAAG OxI
TTOAU ouxVn ETTIKOIVWVIQ PE Toug true friends, péow NAEKTPOVIKOU TaxudpouEiou,
YPATITWYV UNVUMATWY Kal EVTUTTWV QUAAadIiwY, PE OKOTTO TNV TTpowdnon atrd Tn
Mia Tng Magna gold kai a1ré Tnv GAAN CUYKEKPIPEVWY TTPOIOVTWY UWNARG

TEXVOAOYiaG. To TUARUA auTd TNG ayopdg aTTOTEAE TTPOTUTTO yia Ta UTTOAOITTA,
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aAAG xpeladeTal TTPOCOXN OTIG DATTAVEG YIA ETTIKOIVWVIA KAl dIATAPNOT TOU WOTE

Va PNV KAtaoTei {nUIoyovo.

e Karnyopia Butterflies

Etmrépevn katnyopia Twv TTEAATWY TOU BIKTUOU gival ol butterflies, Tou ¢odeuouv
TTAvVW atTo €va TTooO aAAG Ogv deixvouv Evrovn TTpoohAwaon oTnv etaipeia . Ol
KATAVAAWTEG auToi datravouv TrepIocoTepa atrd 70€ katd yéoo Opo 1 popd
TTOU UTTAIVOUV O€ KATAOTNNA, OGAAG ETTICKETTTOVTAI TO KATAOTAMOTA AlYyOTEPO ATTO
TTEVTE POPEG ETNOIWG, APVOVTAG HEYAAN aTTOOTACN PETALU TWV dIAdOXIKWY
EMOKEYEWV. ATTOTEAOUV TOV KUPIO OYKO TwV KATOXwV NG Magna,
TTpooeyyifovTag 10 53% Tou cuvoAou (livakag 6, MNapaprnua). NpoTiouv
TTPOIOVTA KAl UTTNPECIEG TNG KIVNTAGS TNAEPWVIAG, aKoAouBouv o1 EGUTTVEG
OUOKEUEG Kal Ta TnAeocuoTiuata. Eival dvBpwTrol TTou Kuvnyouv Tnv KaAn
TTPOCPOPA VW atToPeUyouV va dévovTal e Evav TTpounBeuth (MMivakag 7,
lMapaprnua). O1 TTEA&TEG TNG KATNYOPIag SATTAVOUV OKTW HE EVVIA QOPES

TTEPIOCOTEPA XPAMATA aTTd €vav Pn KaTtoxo Tng Magna.

2TpaTnNyIKn Karnyopiag

To JAPKETIVYK ETTIBUUE va PHETAPEPEI OGO TO BUVATOV TTEPICOOTEPOUG TTEAATES
TOU TUARMATOG autoU aTnV Katnyopia Twv true friends. Etrevduel onuavTikd aAAd

ETTIAEKTIKA UE OTOXO VA UEYIOTOTTOIEI TO KEPOOG aTTO KABE ouvaAAayr oTa
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KATAOTAMATA TNV TTEPIOO0 TTOU 01 KATAVAAWTEG AUTOI €ival evepyoi. ETTEIdN
atroTeAOUV Kpioiun pada mreAatwy, ue upnAd mepiBwpla képdoug, xpeidloval
TTPOOEKTIKN MEAETN Kail dlaxeipion. XpnaolyoTtrolouvTal Ta idia kavaAia
ETTIKOIVWVIAG PE TNV TTpoava@ePBEica KaTnyopia Kai yivovTal €10IKEG

TIPINODOTNOEIG TTOVTWV.

e Karnyopia Barnacles

O1 TeNGTEG TNG KATNYOopPiag KAvouv XapnAd 1¢ipo aAAd £xouv uwnAd Pabud
TTpoocAwong oTo dikTuo eppavog. AttoteAouv 10 9% ToUu OUVOAOU TWV
KATOXWV TNG KAPTAG Kal BEwpouvTal TTIPOBANUATIKI) KATNYOPIa KATAVAAWTWY,
ereIdn otravia gival kepdo@opol (lMivakag 6, MNapaprnua). ‘Exouv TG idlEg
TTPOIOVTIKEG TTPOTIMNOEIG ME TOUG true friends dnAadr TIG YTTaTapies, TN KIVvNTH
TNAEQWVIa Kal TIG YNPIOKES EEUTTVEG OUOKEUEG (livakag 7, MNapdptnua).
AaTtravouv Aiyotepa atrd 70€ o€ KABe eTTioKEWN KATA HECO OPO, EVW
ETTIOKETTTOVTAI TO OIKTUO TTAVW ATTO 5 POPES TO XpOvo. Eival dtopa pe pIkpd
OXETIKA €1000Nua, TTou aAAdlouv eUKoAa TTpounBeuTr. O1 KATaAVOAWTES TNG
KATNYOpPIag €X0OUV TTEPITTOU TN MIOT MEON agia ayopdg aTrd évav Pn KATOXo TNG

Magna.
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2TpPaTnNyIKn Karnyopiag

To THAMA HAPKETIVYK ETTEVOUEI XAMNAG KAl ETTIAEKTIKA OTO TUARUA auTtd. Ol
TTEPITITWOEIG TTOU AiCouv TTPOCOXH aTTd QUTAV TNV KATNYOPIa €ival EKEIVOI Ol
TTEAATEG TTOU £XOUV UYWNAOTEPO dI0BETIPO €1I00dNUA, OTTOTE ITTOPOUV VA YivOuv
Kal KEPOOPOPOI. ZxedIAlovTal EIDIKEG DIOPNUIOTIKEG EVEPYEIEG TTOU VA
O10QOPOTTOIOUV TO BIKTUO £vaVTI TWV AVTAYWVIOTWY TOU, JE OKOTTO Va
TTPOKAAECOUV TNV AyopaoTIKA €mOuia Tou TuAuartog. livetal rpooTrdBeia
OnAadr augnong TOOO TNG MEONG Agiag ayopwyv 00O Kal TNG TTIOTOTNTAG TWV
KaravaAwTwyv autwv. MapdAAnAa TrpowBeital kal n magna gold, agou duvaral
vVa TOUG TTapAoXel TTPooTIBEUEVN agia kal TTpooiAwaon oTo dikTtuo. O
OXEOIAOPOG TWV HECWV ETTIKOIVWVIAG OE dIaEPEl ATTO TIGC AAAEG KATNYOPIEG.
evika atroTeAei pia kartnyopia mmou agiCel va divetal BApog, dIOTI £XEI ECAIPETIKES

TTPOOTITIKEG AVATITUENG.

e Karnyopia Strangers

O1 TeNGTEG auToi daTTAVOUV PIKPA TTOOA OTIG ETTIOKEWEIG TOUG OTA KATAOTANATA
Kal dgixvouv XaunAo Babuod TpooAAwong. Autoi attoteAouv 10 23% TTeEpiTTOU
TOU ouvOAoU TwV Katdxwv TNG Magna K&pTag, VW CUVIOTOUV KATAVOAWTEG TTOU

ouvnBifouv OTIG UEUOVWHEVEG OUVAANQYEG
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2TpPaTnNyIKn Karnyopiag

To TUAMO HAPKETIVYK TNG ETAIPEIAG dEV ETTEVOUEI KOBOAOU OTO TUAKA AUTO, APOU

gival 181aiTepa aoTabEG Kal eUKOAQ yiveTal {nuioyovo.

Ta oToixeia TTOU TTIOTOTTOIOUV TN oUCTACN Kal £EEAIEN TWV KATAYOPIWY QUTWV
OUAAEyovTal KABNUEPIVA HECO aATTO TA KATAOTAMATA aTTO £€va TTPWTOTTOPIAKO VIO
Ta eEAANVIKG dedopéva TTANPo@opIakd cuoTtnua. H Singular kataokelaoe yia
Aoyapiaoud g MNepuavég to SRS (Singular Retail System) éva mpdypappa
ANlaviKAG TTwANONG TTOU TTAPAKOAOUBE pia ogipd aTTd SIAQPOPETIKEG AEITOUPYIES
TNG EMTTOPIKAG diaxeipiong. H Baon dedopévwy Tou SRS ouvdéeTal pe mn Bdaon
dedopévwy TG Magna KapTag, Je ATTOTEAECHUA VA TNV EVNPEPWVEI ADIAAEITTTA
yIQ TIG KIVIOEIG TWV TTEAATWYV OTA KATAOTAHUATA. KaTaxwpoUvTal Ol NUEPONNVIES
ETMIOKEWNG, O&ieg ayopwy, TTPOIOVTA, TOTTOBETIA KATACTUATOG, OUXVOTATA

ayopwyv Tou XprnoTtn tng Magna.

To TUAMA HAPKETIVYK TNG ETAIPEIAG £XEI OTN BIABECT TOU QUTA TA OTOIXEIQ O€
KaBnuepivr Baon. Ta oTeAEXN MTTOPOUV PE KATAAANAEG TEXVIKEG VA AVTA|OOUV
Ta dedopéva aTrd TNV TEPAOTIO AUTH TTEAATEIOKN BAON KAl va Ta €TTEEEPYACTOUV.
O1 duvaTtoTNTEG TOU CUCTHUATOG €ival JEYAAEG YIa EQApUOYH CEAYUEVWV
MEBOBdWV PAPKETIVYK PE PATEIS OEDONEVWY, AAAG OTO PEYAAUTEPO NEPOG TOUG

TTAPEPEIVAV QVAEIOTTOINTEG JEXPI ONUEPA.
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2€ auTto TO onueio, agiCel va TovioTel OTI N TUNPATOTTOINON TWV TTICTWY TTEAQATWV
O¢ Ba TTPETTEI O€ KAMIA TTEPITITWON VA ATTOTEAET EEXWPIOTO pyaleio oTa xépia
TOU TUAMOTOG PAPKETIVYK' . XpeIAdeTal va EVOWHATWOEI oTnV UTTdpYouca
TUNMATOTTOINON TWV TTEAQTWYV TNG ETAIPEIAG, HE OKOTTO TNV APTIOTEPN ETTIBAEWN
TNG KATAVOAWTIKAG CUUTTEPIPOPAS Kal Tr dnuioupyia ouvepyiwy. Ta KPITAPIA JUE
TA OTTOIO KATNYOPIOTTOIOUVTAI Ol AQOCIWPEVO! TTEAATES TOU BIKTUOU TTPETTEI VO
€VOTTOINOOUV UE Ta UTTAPXOVTA KPITAPIO TUNPATOTTIOINONG KAl OTN OUVEXEIA VA
EMTTAOUTIOTOUV. Z€ TTEPITITWON dIAPOPETIKAG BIAXEIPIONG TWV KATOXWV KAl [N

NG KApTag Magna eANoxeUEl O KivOUVOG ETTIKOIVWVIOKNG OUYKPOUONG.

H eTaipeia Meppavog dev £xel AKOUN QEPEI O€ TTEPAG TN OTOXEUMEVN ETTIKOIVWVIQ
TWV TTPOIOVTWYV KAl UTTNPECIWV OTOUG TTEAATEG PE DIAPOPETIKN agia, av Kal

ATTOTEAEI OKOTTO TWV OTEAEXWYV Tou. H Tunuartotroinon Bdaocel agiag datrdvng Kai
TMOTOTATAG OTO OiKTUO £XEI BonBrioel oTn dnuioupyia piag Baong yia dnuioupyia
oTPATNYIKWY. H €atopikeupévn Kal AUEDN ETTIKOIVWVIA JE TOUG TTEAATEG €ival TO
ETTOMEVO 0TAdIO OXEDIOOPOU Kal UAOTTOINONG, WOTE TO CUCTAPA TNG dlaxEipIong

TENATEIOKWY OXECEWV VA EXEI OUTIOOTIKG VONUa UTTapEng Kai Asiroupyiag’.

AUO ONUOVTIKEG TTPWTOYEVEIG KATAVOAWTIKEG £pEuveg diEEAyovTal yia
Aoyapiaoud g MNeppavég o€ TaKTIKO €TTiTTESO KATA TN didpKeia Tou Xpoévou. H
MIa JETPA KUPIWG TNV ATTOTEAECHUATIKOTNTA TWV dIa@OpWV dIA@NUIOTIKWY
EVEPYEIWV, TO BaBuS IKavoTToiNoNG aTtro TIG UTTNPETIES TNG MEPPAVOS Kal ToV
BaBud avayvwpioiudTNTag Tou BIKTUOU KAl TwV TTPOIOVTWY Tou. H deuTepn

€peuva PEAETA TOV AvTayWVIONO Kal TV avTIAauBavouevn agia Twv

! Reichheld, Frederick, “Loyalty-Based Management”, Harvard Business Review, March-April 1993, pp 64
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TTPOCPEPOUEVWV UTTNPECIWY Kal TTPOIOVTWY. ETTiong atrd 1a pepidia TnG ayopdg
MTTOPEl TTPOCdIoPICETAI KA TO PEPIDIO TOU KATAVOAWTH, £vag onuavTikOg O€ikTng
yla T Xa&pagn véwv TTONITIKWYV YIa gvioxuon Kal diatripnon TNG TToTOTNTAG TWV

TTEAATWV TNG.

! John Byrom, “The role of loyalty card data within local marketing initiatives”, International Journal of
Retail & Distribution Management, Vol 29, No 7, 2001, pp 333-341
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2.2.9. Aiatiipnon TreAartwyv

H etaipeia, 6TTwg Tpoava@Eépbnke, duvaTtal va TTAPAKOAOUBEI TNV ayopaacTIKh
OUNTTEPIPOPG TWV KATOXWV Kal un TG Magna péow Tou SRS. Ta oTeAéxn
WOTOOO CNUEIWVOUV OTI T OTOIXEIA AUTA deV £XOUV CUAAEXTEI TTOTE O€
OUYKEVTPWTIKO €TTITTEDO WOTE va gival duvaTd va KaBoPIoTOUV VEEG TTONITIKEG

dlIaTAPNONG TWV TTEAATWV.

‘Evag uttooTNPIKTIKOG INXAVIOPOG TNG magna, €ival n au@idpoun £TmKoIvwvia
TTEAATN Kal €TTIXEIPNONG. Mia TNAEQWVIKY YPAPUA XWPIS Xpéwaon AsiToupyei o€
Kadnuepivr) B&on OAo TO €IKOCITETPAWPO Yia TN dlaxEipion Twv TTPORANUATWY
TTOU TTPOKUTITOUV aTTO TN XPHoN TNG KAPTAS. H ypauuf autr oTeAEXWVETAI ATTO
ekTTadeupéva droua, TTou uTTOOTNPICOUV Kal TNV TTIoTwTIKA Magna gold. H
AUQIdpOMN ETTIKOIVWVIA ETTAUCAVETAI KaI JECW PIAG aveEApTNTNG BIABIKTUAKNG
TOTT00E0IAg, TTOU CUAAEYEI TTAPATTOVA N ATTAG EPWTHHMATA TWV XPNOTWV TNG
KAPTAG Kal TTapéXEl CUMPBOUAEG 1) 0dnyieg yia eTTiAucTr Toug. TEAOG, TO SUVANIKO
TWV TTWANTWY TWV KATAOTANATWY gival KATAAANAQ eKTTaIOEUPEVO WOTE va
BonBnoel Tov KAToxo KAPTAG O€ KABE TOU aTTOpIa 1) TTAPATTOVO ATTO TIG

OUVOAAayEG TOu.

O1 TpooTTaBeleg TnG eTaipeiag va diatnprjocouv Toug true friends kai va
evioxUuoouv Tnv oToTNTA TWV butterflies kal barnacles, evowparwvovTal 010
OXAMa TG oTABEPAS TTPOCPOPAS TTOVTWY avAaAoya Ye TO UYog Twv ayopwy. Na

KAOe € 1,47 ayopwyv o TTEAATNG ouykevTpwvel 1 magna. MOAIG 0 xprioTng NG
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Kaptag ouuttAnpwoel 80 magna, €xel Tn duvaTtdTnTa Va T AvTOAAGEE! e
¢kTTTwonN € 2,94 o€ eTépevn ayopd o€ o1rolodNTTOTE KATdoTnua Meppavog. Autd
ICOOUVAEI PE MI EKTTTWON TNG TAENG Tou 2,5% oTnVv TIA TwV TTPOIOVTWY N
utTnEEoIwV. O1 TTEAATEG TTAPOTPUVOVTAI VA XPNOIKMOTTOIOUV TNV KAPTA TOUG Kal
OUAAECOUV 600 TO duVATO TTEPIOCOTEPOUG TTOVTOUG, HE OKOTTO TN UEAAOVTIKN

e€apyUpwar] TOUG 0€ KATTOIO KATACTNMA.

Méxpl 10 2004, n eTaipeia dev dIAPOPOTTOIOUCE TN OTPATNYIKH TNG YIa KAOE
Katnyopia moToTNTag. 2TNPICOTAV aTTAG OTO HNXAVIOUO TWwV TTOVTWYV KAl TO
KivnTpo TNG TIHOAOYIOKAG EKTTTWONG TTou Ba dexOei 0 KATAVOAWTAG. ZT0
TEAEUTAIO €TOI0 OXEDIO HAPKETIVYK, WOTOOO OXEDIOOE KAl TAKTIKEG OTOXEUMEVNG
ETTIKOIVWVIAG HECW YPATITWY PINVUUATWY, NAEKTPOVIKOU TaXUDPOMEIOU Kal TNG
AvaAuTiknG Evnuépwong Magna ota did@opa TAuATa XpnoTwy TnS Kaptag. O
oXeOIO0UOG aUTOG Oev eUTTEPIEXEI BERQIA TNV OTOXEUMEVN TTPOWONON

TTPOIOVTWY 1 UTTNPECIWY, TTPAYHUO TTOU Ba atToTEAETEN TO ETTOPEVO BAMA.

H etaipeia, unv £xovrag aglotroinoel BEATIOTA Ta OedoPEva TTOU TNG TTApEXOVTAI
atré 170 TTANpo@oplakd cuoTnua SRS, dev éxel eMOILEEI TAKTIKEG AUENoNg A
OTAUPOEIBWYV TTWAACEWYV OTOUG KaTdxoug TNG Magna. & autd cuvERAAAE Kai N
ATTOUCIa TUNUATOTTOINONG KAl OKIAYPAPNONG TwV TTEAATWYV TTOU ioXUE PEXPI
TTPOC@ATA, KABWG Kal N EAAEIYN OTOXEUMEVNG ETTIKOIVWVIOG. H KaTavonon 6uwg
TNG AYOPOAOTIKAG CUMTTEPIPOPAS Kal JETPNONG TNG IKAVOTTOINONG TWV
KATAVAAWTWY, AVOiyEl TIG TTPOOTITIKEG VIO EQAPHOYN TETOIWV TTPAKTIKWV

TTPowONOoNG TTWARCEWV.
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Mia atré TIG TEAEUTAIEG EQAPUOYES OTA TTPOYPAPUATA TTIOTOTNTAG OTOV
TTAYKOOMIO ETTIXEIPNMATIKG KOOWO, €ival N aglotroinon Twv 0ed0PEVWV TWV
TTEAATWV O€ YEWYPOAPIKO TTITTEDO. Ta OTOIXEIO TTOU GUAAEYOVTAI ATTO KAPTEG
TMOTOTATAG XPNOIKMOTTOIOUVTAI YIa TO TTPOCBIOPICHO TNG YEWYPAPIKAG BIACTTOPAS
TWV TTEAATWY, EKOTPATEIEC APECOU PHAPKETIVYK KAl AAAWV TTPOWONTIKWV
EVEPYEIWV AueoNG avTattokpiong. H etaipeia Mepuavog dev £xel akOUN
EVOWMOTWOEI QUTEG TIG TOKTIKEG, AAAG CUPQWVA PE TA OTEAEXN TNG ATTOTEAE! HIa

epapuoyn TTou oxedIAdeTal va UAOTTOINBEI OTO ETTOPEVO XPOVIKO dIACTNUA.

2.2.10. TeppaTiIohOGg TNG oXéong TTEAATN KAl EMIXEipNONG

To uttédelyua NG CwNG TNG oX€0NG METAEU TTEAATN Kal ETTIXEIPNONG
TrepIAauBavel Kal To OTASIO TOU TEPUATIOUOU TNG oxéong. H eTévduon oTn
dlaxeipion TeAaTeloKWwY oxE€0ewv BaaoieTal, OTTwG £XEl avaepOEi Kai
TTponyoUuEva, TOV TTPOCBIOPICUO Kal dIaTripnon TwV KEPOOPOPWV
KATAVAAWTWY PE OKOTTO TNV OUVOAIKA augénon TnNgG atmodoTIKOTNTAG TNG
ETTIXEIPNONG. ZTNV TTEPITITWON TTOU €vag TTEAATNG apxicel va yiveTal {nuioyovog
yla TOV Opyaviouo, TOTE XpeldlovTal ol KATAAANAES TTOAITIKEG YIO TOV TEPUATIONO

NG ox€0onG PE auToug.

H Meppavog katagepe, Je TNV TTPOCPATN TUNPOTOTTOINON TwV TTEAATWYV BAoEl

TMOTOTATAG KAl JEoNG agiag ayopwy, va KaBopioel Tnv Katnyopia strangers, Toug
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TTEAATEG ONAQDK TTOU dEV ATTOTEAOUV TTNYH KEPOWV yIa TNV £TTIXEipnon. AuToi
gival 6oo1 datravouv KaTw atrd 59€ ava etriokewn KaTd yEco 6po, Kal

ETTIOKETTTOVTAI TA KATOOTAUATA TOU BIKTUOU AlYOTEPO ATTO TTEVTE YOPES ETNTIWG.

2TIG TTEPITITWOEIG TWV OPIAKWY TTEAATWYV, Ol TTONITIKEG TTOU AOKOUV Ol ETAIPEIES
yId TOV TEPPATIONO TNG oX€0NG Madi Toug, ival n TTapoxn avTiKiviTpwy. Kdrroia
atré auTd €ival N aKUpWaon f EOKEPPEVN apyoTTopia TwV TTapayeAAIwyY, n augnon
TWV £LO0WV €EUTTNPETNONG, N TTAPOXN XEIPOTEPNG EEUTTNPETNONG KAl
PONVOTEPWYV DIOPOPETIKWY KavaAiwy diavoung. Me autdv Tov TpOTTO TEIVOUV va
TTAPACUPOUV TOUG TTEAATEG OTNV QUTOBOUAN TTaPAITNON ATTO TN OXECN TTOU £XEI

IOpUBEl hNE TO KATAOTNA.

H etaipeia MNeppavog woTdoo dev €xEl UIOBETACEI TETOIEC TTPAKTIKES £WG TWPA.
ATTAG €xel eTTIAEEEI va unv TTPOPRAETTEI TNV €TTEVOUON ETTIKOIVWVIOKWY KOVOUAiWV
O€ QUTA TA TPAMATA TG Ayopdg oTa TACIA TTAGVA TNG. AUTO deV OTTOKAEIEl OUWG

TN MEANOVTIKA avaBewpnon TOU OUYKEKPIYEVOU CNTHHATOG.
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2.2.11. Aiaxeipion TTeAATEIOKWY OXECEWV Kal d10iKnon avlpwrivou

duvauikou Tng Meppavog

H diaxeipion TTeAATEIOKWY OXECEWV QTTOTEAEI MO QIAOCOQIO TTOU TTPETTEI VA
dlaTTvéEl ONEG TIG OPYAVWOIOKES AsIToupyieg. XpeldleTal OxI HOVO va eviax0ei oTo
ouoTnua aglwv TNG eTaIPEiag aAAd Kal OTIC KABNUEPIVES TTPAKTIKEG ANWNGS

aTroPEcEWV Kal Siaxeipiong avBpwTrivou Suvauikoy'.

H etaipeia MNeppavég diabétovrag Eva TepdoTio dikTuo 301 KataoTnUdTwy oTnV
EANGSQ, ektTaidevel KaBnuepiva évav ueydAo aplOud TTwANTwy, UTTEUBUVWY
KATAOTNUATWY Kal ETTIBEWPENTWY TTWANTWV. TO TTPOCWTTIKG TWV KATAOTANATWY
EXEl EKTTaIOEUBE APTIO VO TTAPOTPUVEI TOUG TTEAATEG va ATTOKTACOUV TN Magna,
TTaPOoUCIAlovTag Ta OQEAN TTOU Ba ATTOKOMIoOUV atrd TO TTPOYPANKA TNG
TMOTOTATAG TOUG. TauTtdxpova yvwpifouv Tnv 1I81AITEPN EEUTTNEETNON TTOU
appolel oToug kKatdxoug TG Magna, kabwg kai Tn diaxeipion 6Awv Twv
TTANPOPOPIAKWY CUCTNHATWY TTOU TN oTnpifouv. QoT600, N atTouacia
S1aQOoPOTTOINUEVNG OTPATNYIKNG OTIG BIAPOPES KATNYOPIES TTEAATWY, TTOU iOXUE
MEXPI ONUEPA, IC0BUVANOUOE KAl UE OPOIOYEVI] QVTIMETWITION TWV KATOXWV TNG

KAPTAG Kal aT1Td TOUG TTWANTES TWV KATAOTNUATWV.

‘Eva JEIOVEKTNUO TTOU ava@EéPBnKe ava@opIka PE TN TTapoxn KIVATPWY O€

TTWANTEG 1 franchisees yia eTTITEUEN TTPOKABOPIOUEVWY OTOXWV OXETIKA PE TN

! Megan Divett, Nadia Crittenden, Ron Henderson, .n. pp 109-126
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Magna, cival 10 yeyovog OT11 To TUAPA MNMwANCEwY TNG TAIPEIAG DEV EXEI TTEIOTEI

QPKETA yIa T TTAEOVEKTAMOTA TOU TTpoypduuarog Magna.

ATrevavTiag, 0To 0UVOAO Twv 2,5 TTo000TIaiWY JovAdwY TNG EKTTTWONG TTOU
TTaPEXETAI TTEPIOBIKA OTOUG XPAOTES TNG KAPTAG YE TNV TTPAYPATOTTOINON
KATTo1aG¢ ayopdg, To KaTAoTnPa va eTTwui¢eTal To 1% autig. Ettiong, 10
TTPOCWTTIKG TWV KATAOTANATWY OgV €XEI KATTOIO KivnNTPO VA ETTITUXEI KATTOIOUG
OTOXOUG TTOU aPOPOUV VEOUG KATOXOUG KAPTAG 1) ETTITTEDA IKAVOTTOINONG TWV
TTOAQIOTEPWYV. ATTOTEAEOPA auToU, ival aTTd TN WIa O TTWANTES va unv
emBpapevovTal yia TN TTPOCEAKUCN Kal EEUTTNPETNON TTEAATWYV TNG KAPTAG Kal
atré TNV AGAAN o1 IBIOKTATEG TWV KATACTNPATWY va Jn Bpiokouv 181aiTEpo Adyo

TTpowOnong ¢ Magna.

2.2.12. Aiaxeipion TEAATEIOKWY OXECTEWV KOl HAPKETIVYK EUTTOPIOU

H Meppavdg, 0tTwg €xel AdN TpoavagepOei, avtAei 10 40% Twv €00dwvV TNG aTTO
TNV KIVNTH TNAEQWVia KaTEXovTag uwnAd etTireda dicioduong oTnv TTEAATEIOKA
Bdon Kal TwWV TPIWV PMEYAAWV TNAETTIKOIVWVIAKWY QOPEWYV. Ta dedouéva TTou
ouAAéyovTal aTtd TIG ouvaAAayég pe TN Magna, attoTeEAOUV GNPAVTIKN
TTAnpo@OpnNaon TTou Ba YTTopoUCE va XPNOIUOTTOINBEI yIa TNV Epapuoyn
OUVEPYOTIKWYV TTPowBNoewV. H peydAn diatrpayuateuTikr duvaun TG aAucidag
Ba uITOoPOUCE Va eVIOXUBEI a1t TNV TTAPOXN KOl XPrion TETOIWV OTOIXEIWV OE

Cosmote, Tim ka1 Vodafone kai n uAoTToinon onUavTIKWV EQapPOoywY AUETOU
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MAPKETIVYK Yia Aoyapiaoud Toug. O1 yeyaGAol TTPOPNBEUTES TNAETTIKOIVWVIOKWY
TTPOIOVTWY KaI UTTNPECIWY Ba aTTOKTOUCAV PIa CNPAVTIKI TTYR KATavonong Kai
XEIPIOPOU TNG KATAVAAWTIKAG CUUTTEPIPOPAS atrd To dikTuo Mepuavag, Pe
ANQiIdpopa 0PEAN. AuTO, CUPOWVA PE TO TUAMA JAPKETIVYK TNG Meppavag, dev
EXEl TTpayuaToTToINOEl aKOPN, AAAG BpioKETAI OTA ETTIKEIMEVA OXEDIA TNG

ETAIPEIAG.

2.2.13. TexvoAoyiki YTooThnpign

YtrevOupicetal 611 N peydAn diddoon Kai TTITUXIA Twv CUCTNPATWY dlaxeipiong
TTeEAaTEIOKWY BaoieTal o PeYAAO BaBUO OTIG TEXVOAOYIKES £CENIEEIC TWV
TEAEUTAiWY XpOvwyv. Avoigav ol 0pifoVTEG YIO EQAPPOYH TTPONYUEVWY PNEBODWV
OUANOYAG Kall £TTEEEPYATIAC OTOIXEIWY OKOUN KAl OE TIPAYMATIKG Xpovo'. Topéag
TTOU WQPEAAONKE TTEPICTOTEPO NTAV PUOIKA O KAAOOG TOU AlaveEUTTOPIOU, O
0TT0i0g duvaTal va KaTaypdwel peydAo apiBud ocuvaAAaywy Twv TTEAATWV Kal va

£€AyEl XPAOIUA CUPTIEPAOATA VIO TNV QYOPAOTIKY CUHTIEPIPOPE TOUG?.

21NV eTaipeia Mepuavog uttdpyouv dUo Bacikd TTANPOPOPIaKA CUCTAUATA TTOU
BonBouv Tn dlaxeipion Twv TTEAATEIOKWY OXECEWV, KAl TTIO CUYKEKPIMEVA TO
TTpoypapua 1NG Magna kdptag. To éva a@opd Tn KATaypa®rn YIog vEag aitTnong
oTnv TreAarteiakni BAon TG €TaIPEiag Kal To AANO TNV ETTECEPYATIA TWV OTOIXEIWV

AUTWV.

! Mosad Zineldin, “Beyond relationship marketing: techologicalship marketing”,6.n., 2000, pp 9-23
2Jeong Yong Ahn, Seok Ki Kim, Kyung Soo Han, 6.n.,pp 324-331
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ApXIK&, 0 TTEAGTNG TOU BIKTUOU CUUTTANPWVEI JE TN BonBeIa Tou TTWANTH Pia
aitnon €106dou OTO TTPOYpaupa Magna. AuTr) Ye TN o€Ipd TNG TaXUdPOEITAl
otnv E-Value, etaipgiag péAoug Tou opilou Mepuavog, n otmoia avalauBaver va
KATAXWPAOEI Ta OTOIXEIQ TNG aiTNOoNG aTT €UBEiag oTIG ATTOBAKES BEBOUEVWV TNG
"eppavog AEBE. Mo ouykekpipéva, dnuioupyei pia véa kapTéAa TTeAATn TTou
TepIAauBavel SAa Ta dnuoypa@IKG OTOIXEIA TOU KAl TOUG TPOTTOUG ETTIKOIVWVIOG
ME auTdv. H kapTéAa gival €ToINn OTN cuveExela va dexTel 0TToI00NTTOTE OEOONEVO
a@opd TNV ayopaaTIKA TOU CUUTTEPIPOPG aTTd TO aKOAOUBO TTANPOPOPIaKS

ouoTnua.

Ta TeAeuTaia €1, n eTaipeia TTapriyyelAe atrd m Singular pia epappoyn TTou va
aTTeUBUVETAI OTIG EEEIBIKEUPEVES DIOXEIPIOTIKEG KAl KPIOIMEG AEITOUPYIKEG QVAYKES
Tou OIKTUOU TwV KaTtaoTnuaTwy. To SRS (Singular Retail System) 61mwg
ovoudoTtnke nTav duvatd va ouvoedei Kal e oTToIodNTTOTE AANO KEVTPIKO
ouoTNUa, €va €K TV OTTOIWYV Kal To ZuoTnua Alaxeipiong MNMeAaTeiakwy
2x€0ewv. ATTOTEAECE PIa QPKETA ETTAPKEA dUVATAOTNTA EVOTTOINONG TWV
OUCTNUATWY Kal HETAEU TWV KATAOTANATWY, TTAPEXOVTAG OTOIXEIO O€

TTPAYMATIKO XPOVO.

Ortav o kaTox0¢ TNG Magna trpayuatoTrololoe pia cuvaAAayr], TOTE N KAPTA
TTEPVOUOE aTTd éva oUOTNUA avAyVWwOong Kal KATaypaens Twv did@opwyv
0edopévwy TTou TNV agopouv. Mepikd atrd Ta oToIXEia auTd gival N nUEPOPNvia
TNG ETTIOKEWPNGS OTO KATACTNUA, N Agia TWV ayopwy, 0 CUVOUACHOG TWV
TTPOIOVTWYV, 0 KWAIKOG TOU KATaoTANATOG. H Bdon dedouévwy Tou SRS

ETTIKOIVWVEI hE TN Bdon dedopévwy Tng Magna, 1Tou diaxeipifeTal TO THAUA
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MAPKETIVYK Kal duvaTtal ue TTANBwpa TeEXVIKWVY ££0putng dedopEvwyY va eEAyeEl
OUMPTTEPACHATA VIO TV KATAVOAWTIKA CUUTTEPIPOPA TWV TTEAATWYV TNG ETAIPEIAGC.
Ta oTeAEXN TNG PNXavoypd@nong CNPEIWVOUY OTI TO VEO TTANPOPOPIAKO
ouoTtnua alphapartner TM €ivai IKavo va evowuatwoel OAEG TIG AEITOUPYIES TNG
dlaxeipiong Twv TTEAATWV OTTWG TIG EVTOAEG YIQ ETTIOKEUN KATTOIOG OUOKEUNG, TIG
TTWANCEIC OAWV TWV KWBIKWYV, TIG AITAOCEIS YIa OUVOEDN OE TTPOYPANUA
TNAcQwviag. Autd Ba KaTagEPEl va EVOTTOINOEI AKOUN TTEPICTOTEPE TaA BIAPOP
OUCTAMOTA TTOU UTTAPXOUV QUTHA T OTIYMI OTNV €TAIPEIQ KAl Ba 1I0XUPOTTOINCEI

Kal TN dIaXEipIon TwV TTEAATEIAKWY OXECEWV.

TENOG, TTOAAEG QOPEG €xEl DIATTIOTWOEI OTI AKOWPN KAl N OTPATNYIKA XPHon Twv
TTANPOPOPIAKWY CUCTNHATWY PTTOPEI va TTPOCOWOElI GUYKPITIKO TTAEOVEKTNMO
éVavTl TOU avTaywviopou'. TeAéxn TNG eTaIpEiag ava@épouv 4TI Tov Topéd
auTo, n eTaipeia dev £XEl va TTAPOUCIAcel KATToI0 TTpoBdadioua, d10TI Kai Ol
AVTAYWVIOTIKEG aAuaideg Aiavikig dlaBETouv avaAoya ouCTAUATA TTOU
utToOoTNPICOUV TIG DIOXEIPIOTIKEG AEITOUPYIEG TWV KATAOTNUATWY TOUG AVAPOPIKA
HE TOUG TTEAGTEC TOUG?. QOTAO0, TovileTal OTI N eTAIPEia S& B GTAYATATE! VOl
eTTEVOUEl O€ TTPONYMEVEG TEXVOAOYIKEG AUCEIC TTOU Ba cuvTEAOUV OTO OXEDIAOUO

KAl UAOTTOINON TNG ETAIPIKNAG KAl ETTIXEIPNOIOKAG OTPATNYIKAG.

! Simon Cooke, “Database marketing: Strategy or Tactical Tool?”, Marketing Intelligence &Planning,
Volume 12, No 6, 1994, pp 4-7
2 Arthur Hughes, “Strategic Database Marketing”, 2003, Irwin
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2.3. ATIOAOTIKOTHTA THZ AIAXEIPIZHZ NMEAATEIAKQN ZXEZEQN

2.3.1. Eilcaywyn

2T0 XWPO TOU PAVOTCUEVT TWV ETTIXEIPACEWV Eival yvwoTo TO pnTd «OTI OE
MTTOPEI va ueTpnBei 6 PtTopEi va dIoIKNBEI», TO OTTOIO EUTTEPIEXEI TN TTEUTITOUCI
KAOe 16€ag, oTPATNYIKAG KAl TTPOYPAUMATOG. O EAEYX0G TWV ATTOTEAEOUATWY TWV
oxediwv Kal Twv atmokAioewv Toug gival dladikacia (WTIKAG onuaciag oTn
@IANoco@ia TnNG d10iKkNONG TWV ETTIXEIPACEWY. To aTToTéAECUa OTNV KEPOOPOpPIa
KAl aTTOOO0TIKOTATA TWV KEQPAAQiIWV HIaG ETAIPEIAG gival TO JETPO TTOU oTaBUICEl TO
BaBuod emmiTuxiag A PN evog TTPOYPANPATOGS TTIOTOTNTAS KABWGS Kal TRV

KOTEUBUVON TWV AVOTTIPOCAPHOYWY Tou .

2.3.2. A%ia yia Tov NeAarn (Customer Value)

H mmpoo@opd avwTepng agiag yia Tov TTEAATN avayvwpeiletal TTAEOV w¢ évag aTrd

TOUG TTI0 GNUAVTIKOUC TTAPAYOVTEG YIa TNV ETTITUXIO KEBE ETTIXEIPNONG OAUEPTZ.

! Yonggui Wang, Hing Po Lo, Renyong Chi and Yongheng Yang, “An integrated framework for customer value and
customer-relationship-management performance: a customer-based-perspective from China”,_Managing Service Quality,
Volume 14, Number 2/3, 2004, pp 169-182

2 Evert Gummesson, “Return on relationships: The value of relationship marketing and CRM in business to business

contexts”, Journal of Business & Industrial Marketing, Vol 19, No 2, pp 136-148
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AuTto 816TI n dnuioupyia kal diavour uwnAng agiag £xel eTidpaon OTIG
OUMTTEPIPOPIKES TAOEIG TWV KATAVAAWTWYV Kal KATEXEI 101aiTEPO POAO OTNV
evpeon TPOTTWV agIOAGYNONG VOGS TTPOYPAUMATOG SIaXEIPIONG TTEAATEIOKWY
oxéoewv'. Ia va yivel autd, XPeIGZeTal HIa BaBEId KATavONon Twv dI0OTACEWY
TTOU BIETTOUV TNV agia yia TOV TTEAATN, TNG YVWONG TOU TTWG va BEATIWOEI KAOe
MIa aTTd QUTEG KOl TWV TTPOKTIKWY CUUTTEPACUATWY TTOU TTPOKUTITOUV VIO TN

METPNON TNG ATTOBOTIKOTATAG £VOG 2. AM.2.

Atia yia Tov TTEAATN atroTeAEl N evouveidnTtn fj uTTOCoUVEIdNTN CUYKPION TWV
TTOIOTIKWV W@EAEIWV TToU AauBdvel atrd TNV KaTavaAwaon JIa UTTNPETIag N
TTPOIOVTOC HE TNV AVTIANTITA Buaia TTou KataBAEAAE! yia TO OKOTIé auTtd?. Ol
TEOOEPEIG OIOOTACEIG TTOU TN CUVBETOUV €ival N AEITOUPYIKI, KOIVWVIKH,
ouvaloOnuartikh agia kai n avriAaupavépevn Buaoia. Mia GAAN Bewpia Twv
SIAoTAoEWY TNS agiag yia Tov TEAGTN Bdoel Tou KOTAep?, TTou B¢ dlapEpeEl
ouoIaoTIKA, gival ekeivn TTou TTepIAauBavel Tnv agia Tou TTPOIGVTOG, TNG
€EUTTNPETNONG, TOU TTPOCWTTIKOU Kal TNG €IKOvaS. H agia TTou TTpooc@EpeTal 0OTOV
TTEAATN PEOA aTTO TO TTPOYPAPMA TTIOTOTNTAG CUVIOTA TEAIKA TO KOOTOG TNG
dnuioupyiag Kal dIaTrPENoNG TNG OXE0NG. ZKOTTOG ETTOUEVWG TNG ETTIXEIPNONG
gival n katavonon TNG KATavoAWTIKAG CUUTTEPIPOPAG KAl N CUVEXNG TTAPOXNS
avwTePNGS avTiAapBavopevng agiag yéoa atd 1o TTPOYPAUMA Evioxuong

TTOTOTNTOG.

! Chung — Hoon Park and Young-Gul Kim, “A framework of dynamic CRM: Linking marketing with information
strategy”, Business Process Management, Volume 9, Number 5, 2003, pp 652-671
2 Yonggui Wang, Hing Po Lo, Renyong Chi and Yongheng Yang, 6..
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2.3.3. A%ia Tng Aiapkeiag Zwng Tou MNeAartn (Customer Lifetime Value)

«H agia g didpkelag Cwrg Tou TTEAATN €ival Ta OPEAN TTOU ATTOKOMICEI N
ETMIXEIPNON KATA TN OIAPKEIA TNG OXEONG TNG ME TOV TTEAATN. YTTOAOYICETAl
OTATIOTIKA PE TO ABPOICHA TWV JEAAOVTIKWY KEPOWYV TTOU Ba TTPOEPXOVTAV ATTO
TN TTPORAETTOMEVN DIAPKEIQ TNG OXEONG ME TOV eAaT» . H agia Tng diIapKeIag
CwNG Tou TTEAATN cuvioTaTtal atrd OPATEG KAl N opaTtég TITUXEG. H opatn
TTAEUPQ, TTOU ATTOTEAEI KQI TN TTIO0 CUXVA XPNOIUOTTOIOUMEVN aTTO Ta OTEAEXN,
gival N KaTavaAwTIK CUPTTEPIPOPA, dNAadN TO TTOOOOTO dIATAPNONG TWV
TTEAATWV, OI OTAUPOEIONG Kal ETTAVAANTITIKEG TTWAACEIG, N CUXVOTATA AYOPWV
Kdl Ol oUOTACEIG. AUTA OAa duvavTal va ¢avouv JEoa aTTo £va ApTia
OPYQVWHEVO cUOTANA OUAAOYAG Kal TTECEPYQTiag SEOOPEVWV TV TUVOAAQYWV
KAl XpNOoIJOTToIouvTal Yia va TTPoRAEWouV Ta TTpoeEopAnuéva kKEPDN. AvTiBeTa,
TN PN opaTtr] TTAEUPA ATTOTEAOUV ) IKAVOTTOINGN TOU TTEAATN KAl N TTIOTOTNTA OTNV
aAuCida KATAOTNUATWY, OTOIXEIO TTOU TTPOKUTITOUV PJOVO PJECT ATTO TTPWTOYEVH

€PEUVA KAl CUPTTANPWYVOUV TNV €IKOVA TNG agiag Tou TTEAATN yia TNV ETTIXEIPNON.

H agia Tng didpkelag TG CwAG Tou TTEAATN aTTOTEAET CWTIKO EpYaAEio oTnv
METPNON TNG ETTITUXIAG EVOG TTPOYPAUMATOG TTIOTOTNTAG. [MPAKTIKA, ATTOTEAEI TO
QVOUEVOUEVO KEPDOG TTOU Ba ETTIPEPOUV OI AYOPES EVOS TTEAATN OTO PEAAOV.
MapoAo mou oTnpiCetal o€ TTapeABoOVTIKA aToIxEia, N agiag TnG didpkelag CwNAg
ava@EPETal 0To JEAAOV Kal OTNPICETAI KUPIWG OTO AVAPEVOUEVO TTOCOO0TO

SIaTAPNONG TIEAGTWV KAl TNV TIPOCOSOKWHEVN SATTAVN QUTWVZ.

! Chung - Hoon Park and Young-Gul Kim, 6.n.

2 Arthur Hughes, “How to compute customer lifetime value”, dbmarkets@aol.com
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H emixeipnon tmou emBupei va TTapakoAouBei Kal va JETP& TNV GUVOAIKA
ATTOBO0TIKOTNTA TOU TTPOYPANPATOS BIaXEIPIONG TTEAATEIAKWY OXECEWV
EMRAANETAI VO PETPA BIAPKWGS TOOO TNV adia TToU TTAPAYEl yIa TOV TTEAGTN TNG
000 Kal TV agia Tou TTEAATN y1 auTh. H oUuykpion Twv dUo peyebwyv, diadikaoia
IB1aiTEPQ BUOXEPNAG, TTPOCBIOPICEl TNV ATTOOOTIKOTNTA TOU CUCTAUATOG

OlaXEIPIONG TTEAATEIAKWY OXECEWV.

2.3.4. ATTOS0TIKOTNTA OTA ETAdI0 TS EXEong MeAdtn kai Emixeipnong’

Mia GAAn didoTtaon oTnV aTTOdOTIKOTNTA TNG OIAXEIPIONG TTEAATEIAKWY OXECEWV,
€xel TIPOTABEI TTOU APOPG Ta OTASIA TS OXEONC ETTIXEIPNONG Kail TeAGT . To
UTTOOEIYUA TTOU EVOWMPATWVEI TOV KUKAO (WG TNG OXEONG KATAVOAWTH KAl
TTPOUNBEUTA, OTO OTTOIO £XEI OTNPIXTEI KAI N TTAPOUCQ £pYOCTia, avapEépEl T
o1ddia TnG évapéng r dnuioupyiag, diatrenong Kai TepuaTiopou. O opyaviopog
TTOU AEITOUPYEi Eva oUuoTnUa dIATAPEPNONG TTEAATEIAKWY OXEOEWV, TTPETTEI vVda
TTapakoAouBei TNV atrodoTIKOTNTA KABE PAoNGg, va TTPoadlopilel TOUG
TTaPAYOVTEG TTOU TN BEATILWOVOUV Kal va TTPORAETTEI TN XpoviKr didpkeld TnG. H
MEAETN AUTH) OUVOTITIKA, CUVIOTA TOV UTTOAOYIOUO ETTIHEPOUG OEIKTWV
aTTOdOTIKOTNTAG O€ KABE PACT TTOU ETTITPETTEI TNV OTTOTEAECUATIKOTEPN
TTapakoAouBnaon, €Aeyxo, dioiknon Tou TTPOYPANMPATOCS TIICTOTNTAG KAl

OUYKPIOTG TOU PE EKEIVA TWV QVTAYWVIOTWV.

! Werner Reinartz, Manfred Krafft and Wayne D.Hoyer, “The Customer relationship Management Process: Its

Measurement and Impact on Performance”, Journal of Marketing Research, Vol XLI, August 2004, pp 293-305
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2.3.5. Métpnon amrodoTIKATNTAG TOU ZuoThpaTog Alaxeipiong MNMeAareiakwy

2xéoewv otn Neppavog AEBE

H etaipeia Meppavog Kal TO THAPA JAPKETIVYK £XOUV UIOBETACEI TO TTPWTO
UTTOdEIYUa PETPNONG TNG ATTOBOTIKOTNTAG TOU TTpoypduuaTtog Magna. lNvetal pia
TTEPIODIKN OUYKPION TOU TI AQUBAVEl 0 TTEAATNG WE TO TI ETTEVOUEI N ETTIXEIPNON.
AuTO BEBaia TTpayuaToTTOIEITAI HE COPBAPES EAAEIYEIG, TTOU TTPOKUTITOUV OTTO TN
M MEBODIKA Kal avaAuTIK TTapakoAoubnon Tng dlaxeipiong TTEAQTEIAKWYV

OXEOEWV.

2.3.6. Agia yia Tov lNeAarn otn Meppavog (Customer Value)

H etaipeia Meppavog TpayuaToTrolel TTOAU CUXVA KATAVOAWTIKEG EPEUVEG
ayopdg, JE OKOTTO VA KATAVOEI TIG AVAYKES TWV TTEAATWY, TOV TPOTTO (WIS TOUG,
TIG KIVAOEIG TWV AVTAYWVIOTWV KATT. ZTIG €PEUVEG AUTEG CUPTTEPIAQUBAVEI
EPWTAMATA TTOU APOPOUV TNV IKAVOTTOINGTN TwV TTEAATWYV atTd Ta TTPOCPEPOUEVA
TTPOIOVTA KAl UTTNPECIEG TOU BIKTUOU, TNV avTIAapBavouevn agia TTou TTPOKUTTTEI
atro TNV KATavaAwaor) Toug, TNV €EUTTNPETNON TOU TIPOCWTTIKOU, TIG TIMEG, TV
€IKOVA Kal aTHOC@AIPA TWV KATAOTANATWY, TNV ATTOTEAEOUATIKOTATA TNG

Sla@rMIoNGS Kal TWV TTPOWONTIKWY EVEPYEIWV K.O.
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EvTouToig, éxel TrTapaAgiyel va cuuTtrEPIAGBEI EPWTHHATA TTOU GPOPOUV TN KAPTA
Magna. Agv €xel JEPIMVAOEI VO KATAYPAWEI TIG KATAVAAWTIKEG avTIOPAOCEIS ATTO
TO TTPOYPAUMA TTIOTOTATAG TTOU £XEI EI0AYEI KOl AEITOUPYEI Ta TEAEUTAIQ TEOTEPQ
Xpovia. Mo ouykekpipéva, dev €XEl HETPNOEI TTOIOTIKA N aTTod0XI) TOU
TTPOYPAUMATOG, N IKAVOTTOINCN atTd TO CUCTNUA TWV TTPOVOUIWYV TToU
TTapéxovTal, N Utrapén A uN emMmPoo0eTng avriAauBavouevng agiag, n eIkOva
NG Magna, n dieukdAuvon TNG XxPRong TNG, Ta KavaAia ETTIKOIVWVIAG TTOU TV
UTTOOTNPICOUV KOl OI CUCTACEIG TWV KATOXWV TNG. To appodIO TUARUa TTOU
dlaxelpiCeTal TN KAPTA, OEV TTANPOPOPEITAI TIPWTOYEVWG TOUG TTEAATEG TNG
Magna, aAAd SiIdAe€e va kaTaypd@el avTIOPACEIG, EVTUTTWOEIG KAl TTapATTova
TTOU YEVVIOUVTAI KAl EKQPACOVTAI O€ TTWANTEG KATAOTANATWY, OTN TNAEQWVIKA
€EUTTNPETNON TWV TTEAQTWYV TNG KAPTAG KAl 0TOV AvTioToIXO dIadIKTUAKO TéTTO. OI
TTANPOPOopiEg TTou cuAAEéyovTal atrd Tnv aitnon Tng Magna, TTou okiaypa@ouv To
TTPOQIA TWV HEANOVTIKWYV XPNOTWYV TNG KAPTAG, OEV £XOUV XPNOIUOTTOINOEI TTPOG

OPEAOG TOU TTPOYPAUMOTOG.

EkT6G a116 QUTEG TIG aduvaieg OToV TTPOCBIOPICKO TNG a&iag TTOU TTAPEXEI N
Magna oTtov eAdTn TG aAucidag, atroucIddel Yia dounuévn XPrnon Twyv
TTOIOTIKWYV KOl TTOOOTIKWYV OTOIXEIWV TTOU TTPOEPXOVTAI ATTO TIG TTEPIODIKEG
KATAVOAWTIKEG €peuveg. AnAadr], To ocuoTnua PETPNONG TNG agiag TTou TTapaAyel n
Magna yia Tov xpriotn Tng, 08¢ AapBavel uttown TNG, CUPPWVA UE TO ETHTI0
OX€DQI0 JAPKETIVYK, TA ATTOTEAECUATA TWV EPEUVWIV TTOU YivovTal yia Aoyapliacuo
TOU OIKTUOU YeVIKOTEPA. [TANpOYOpPiEG OTTWG N TTOIGTNTA KAl TAXUTATA

€CUTTNPETNONG, N YKAUA TwV TTPOIOVTWY KAl UTTNPECIWY KABWG Kal IKAVOTToinon
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até pia o€ipd Asitoupyieg TNG aAuaidag Ba cuvéBalav oca@wg BeTikG aTov
apTIOTEPO TTPOCOIOPIoHUS TNG ATTOOOTIKAOTNTAG TOU TIPOYPAUMATOG dIaThPenong

TTEAQTWV.

2.3.7. A%ia Tng Aidpkeiag Zwng Tou MNMeAartn (Customer Lifetime Value)

H etaipeia Meppavodg emdiwkel va divel BAPog oTn PETPNON TNS agiag TNG
d1dpkeIag CwNG Tou TTEAATN. To TTANPOPOPIOKO CUCTANA TTOU UTTOOTNPICEI TN
Aeiroupyia Tng Magna , 0TTwG £xel TTpoava@epBei, £€xel Ta duvaTdTNTA VO
OUAAEYEI OTOIXEIO TG KATAVOAWTIKAG CUUTTEPIPOPAS TWV XPNOTWV TNG KAPTAG,
KAl va TOUG TNUatoTrolei Baoel Trpokabopiopévwy oTabuioswy. To TuAPa
MAPKETIVYK YVWPICEl Ta eTTITTEOQ HEONG agiag ayopwy Kal TO dIACTNUA TTOU
MecOAABEl HETAEU BUO CUVEXOUEVWY ETTIOKEWEWVY OTO dikTUO. QOTOCO, CUNPWVA
ME TO €TACI0 OXEDI0 PAPKETIVYK TNG Magna, n atmodoTIKOTNTA TOU TTPOYPANUATOS
TMOTOTATAG OTNPICETAI OXEDOV ATTOKAEIOTIKA O AOYIOTIKOUG UTTOAOYIOUOUG
000wV Kal kepdwv (Mivakag 8-9, MNapaprnua). MNio ouykekpipéva, cUAAEyovTal
atro TN pia Aol o1 véol KaTtoxol kKapTwy Magna kai atroé Tnv aAAn 6Aa Ta k6oTn
TTOU A@OPOUV ThV ETTIKOIVWVIQ Kal AEITOUPYIKH dlaxeipion Twv true friends,
butterflies kai barnacles kai TTpaypatoTroiénkav eviog Tou £Toug. Katotv 1a

QeUTEPA CUYKPIVOVTAI JE TO OPIAKA €000 TTOU CUVEICEPEPE OUVOAIKA O KATOXOG
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Magna ue Tov un KATox0, KaBWwG Kal KaBe kartnyopia xpnoTtwv ¢ Magna. Ol
O¢eikTEG auToi KOBOPICOUV TNV ATTOTEAEOUATIKOTATA TOU TTPOYPAUMATOS
TMOTOTATAG KAl TTPO0dIOPICouV TIG HEANOVTIKEG ETTEVOUCEIC KAI TAKTIKEG.
MapayvwpifovTtal o1 TTOIOTIKES TTAEUPES TNG TTIOTOTNTAG, OTTWG O BaBudg
OUCTACEWYV Kal 81ddoong KAAAG @KNG Kal N TTIOTOTNTA TwV TTEAATWV TTou Ba
MTTOpOUCE Va avTAnBEi atrd TTpwToyevEiG Epeuveg. TEANOG, dev yiveTal avagopd
o€ JEANOVTIKEG TTPOPBAEWEIC TTOOOCTOU BIATAPNONG TTEAATWYV KAl KATAVOAWTIKAG
daTTAvng, WOTE VA TTPOCDIOPIOTEI TO AVAUEVOPEVO KEPDOG avda TTEAATN Kal va
OUYKPIOEi PE TIG OPIOKES TTPOPRAETTOPEVEG ETTEVOUOCEIS OTO TTPOYPAMMA

MOoTOTNTAG.

71



Kegpahaio 3-KpITIKN TNG YEAETNG NEPINTWONG

MINAKAZ NMHIFQN AEYTEPOY KEDAAAIOY KATA ZEIPA ANAOOPAZ

www.germanos.gr

2UVEVTEUEEIG OTEAEXWV TNG [eppavog
Claire Wright and Leigh Sparks, “Loyalty saturation in retailing: exploring the end

of retail loyalty cards?”, International Journal of Retail & Distribution

Management, Vol 27, No 10, 1999, pp 429-439

Megan Divett, Nadia Crittenden, Ron Henderson, “Actively Influencing Customer

Loyalty”, Journal of Consumer Marketing, Vol 20, No 2, 2003, pp 109-126

Rado Kotorov, “Customer Relationship Management: strategic lessons and future

directions”, Business Process Management Journal, Vol 9, No 5, 2003, pp 566-

571

www.e-germanos.gr

Yanli Cui, Elizabeth S. Trent, Pauline M. Sullivan and Grace N. Matiru, “Cause-

related marketing: how generation Y responds”, International Journal of Retail &

Distribution Management, Vol 31, No 6 , 2003, pp 310-320

Reichheld, Frederick, “Loyalty-Based Management”, Harvard Business Review,
March-April 1993, pp 64
John Byrom, “The role of loyalty card data within local marketing initiatives”,

International Journal of Retail & Distribution Management, Vol 29, No 7, 2001, pp

333-341
Mosad Zineldin, “Beyond relationship marketing: techologicalship marketing”,

Marketing Intelligence & Planning, Vol 18, No 1, 2000, pp 9-23



http://www.germanos.gr/
http://www.e-germanos.gr/

Kegpahaio 3-KpITIKN TNG YEAETNG NEPINTWONG

Jeong Yong Ahn, Seok Ki Kim, Kyung Soo Han, “On the design concepts for

CRM systems”, Industrial Management and Data Systems, Vol 113, No 5, 2003,

pp 324-331
Simon Cooke, “Database marketing: Strategy or Tactical Tool?”, Marketing

Intelligence &Planning, Volume 12, Number 6, 1994, pp 4-7

Arthur Hughes, “Strategic Database Marketing”, 2003, Irwin
Yonggui Wang, Hing Po Lo, Renyong Chi and Yongheng Yang, “An integrated
framework for customer value and customer-relationship-management

performance: a customer-based-perspective from China”, Managing Service

Quality, Volume 14, Number 2/3, 2004, pp 169-182
Evert Gummesson, “Return on relationships: The value of relationship marketing

and CRM in business to business contexts”, Journal of Business & Industrial

Marketing, Vol 19, No 2, pp 136-148
Chung — Hoon Park and Young-Gul Kim, “A framework of dynamic CRM: Linking

marketing with information strategy”, Business Process Management, Volume 9,

Number 5, 2003, pp 652-671

Arthur Hughes, “How to compute customer lifetime valu”, www.dbmarkets.com

Werner Reinartz, Manfred Krafft and Wayne D.Hoyer, “The Customer relationship
Management Process: Its Measurement and Impact on Performance”, Journal of

Marketing Research, Vol XLI, August 2004, pp 293-305



http://www.dbmarkets.com/

Kegpahaio 3-KpITIKN TNG YEAETNG NEPINTWONG

KE®AAAIO 3: KpiTiki} TnG pEAETNG TrepiTTTwong Magna-I'epuavég

3.1. Eicaywyn

O oT1paTnyIKOS TTPOYPAUMATIONOS adIaUPICRATNTA aTTOTEAET TTPOUTTOBEON VIO
TNV ETTITEVEN ATTOBOTIKWYV ETTEVOUCEWV. QOTOCO, eV ATTOTEAEI EXEYYyUO, OIOTI
XPEIGZeTal va TTAAICIWVETAI ATTO UEAICI KOl TTIPOYPAUMATIONO OTNnV UAOTTOINON.
Méco pydAAov 6Tav PIAGUE Yia TNV TTEPITITWON TOU KAGOOU TwV TNAETTIKOIVWVIWY,
eVOG payodaia e¢eAlooduevou Kal JETABAAAOPEVOU TTEPIBAAAOVTOG TTOU OTTAITEI
TTPodPAOCTIKES KIVoelS. H Mepuavég ABEE civar pia etaipeia TTou evw atmd n
MIa Xaipel TNG TTPpwToKABedPIag Twv ayopacTIKWV TTIAOYWYV Tou ‘EAANva
KATAVOAWTR TNAETTIKOIVWVIOKWY TTPOIOVTWYV KAl UTTNPECIWY, aTTO TNV GAAN
ETTIXEIPNOE VA TTPWTOTTOPHOEI OPYAVWVOVTAG €va oUoTnua diaxeipiong

TTEAATEIOKWY OXE0EWV, AavodpovTtag Tn Magna Kapta TTPOVOMiwV.

3.2. 'Evapén Tou ouoTANATOG SlaxEipIoNg TTEAATEIOKWY OXECEWV

To TTpOypaPua TTIOTOTNTAG TTOU OXEDIAOTNKE OTNPIXTNKE OTO OPANA TNG
avVWTATNG NYETiag, 6 PAVNKE OUWG Va £XEl KAl TNV AQUEPIOTN UTTOOTAPIEA TNG O€

oTpatnyiké kai Asitoupyiké emitredo. H 10€a opBa okdTTeEuE va emifpaBeloel
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TOUG TTIOTOUG TTEAATEG TOU BIKTUOU, VO KaBodNYNOEl TN CUPTTEPIPOPA TOUG Kal va
ONUIOUPYNOEI PIa cUVEXWGS evnpepwévn TTeEAaTelakn Baon. MdAioTa, n 16éa
YEVVAONKE o€ pia TTEPiodo TTou TO BiKTUO TTapouaiale TPOUEPES avoOdOUG OTO
KUKAO €EpYQOIWV TOU Kal oTa KEPSON avTioToixa. H dioiknon Tng eTaipEiag Ouwg
Oev eTavaTTaudnke oTnv NyeTIKA 6€on Tou BIKTUOU, aAAd BéAnoe va eTTevOUTEl
OTO OTTAO TTOU AEYETAI OXECIOKO JAPKETIVYK Kal BIaxEipIon TwWV TTEAATEIOKWYV

OXEOEWV.

O1 opyavwaolakég aAAayEG TTOU TTpayuaToTToIOnkay, CUP@WYA Kal JE TA
onuepiva TeAIKG attoteAéopaTta, & @avnkav BEBaia va uttooTnpigouv copapd To
vEo gyxeipnua. Mo ouykekpiyéva, n B€on evog dloiknTA TTPOIGVTOG TTOU
dnuIoupyndnKe Kal ugioTaTtal £WG CNPEPA, TTPOIBEAGlOUV 0€ KATTOI0 BaBusd Tn
MIKPFA TTPOCOX TTou dOONKE 0T dnuioupyia Kai diatripnon TTIOTWV TTEAATWV.
Op64, evrouTolg n eTaipeia dev aTTOPACIOE TNV OAOKANPWTIKA £CWTEPIKELON TNG
AeiIToupyiag autng, 16T atroTeEAOUCE £va €V OUVANEI AVTAYWVIOTIKO
TTAEOVEKTNUA, Pia IoXUpr BepeAtudn IkavoTnTa. ETTEAELE TTPOOEKTIKA yIa
OUVEPYATEG OTO OXEDIAOHO TN dIOPNUICTIKI TNG ETAIPEIQ KAl TNV UAOTTOINON MIA

ETAIPEIQ TOU OMiIAOU.

O1 apyikoi otdxo! atrodeixBnkav uttepPoAiké aio10d0&0l BACEl ATTOTEAECUATWYV
Kal Bdaoel TG TTpooTrdbelag TTou TeAIKG KaTtaBAnenke. H emBupia Tng dioiknong
ATAV 01 KATOXO! TwV KapTwv Magna va @Taocouv 0TO PIOO TNG TTEAQTEIOKAG
Baong, KATI TTou OgV TTPAYHATOTTOINONKE TTOTE, KAl agifel va TTpoodIopIoTOUV Ol
moavég aitieg NG €€EAIENG auTG. ETTiong onueiwveTal 0TI dgv TEBNKAV TTOIOTIKOI

OTOXOI YIa TO TTPOYPAPHA, YEYOVOG TTOU BEIXVEI OTI TTApAYVWPIOTNKAV BACIKES
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TITUXEG TNG TTIOTOTATAG TWV TTEAATWY OTTWG 01 OEIKTES IKAVOTTOINONG aTTo TA
TTpovouia TG Magna kai n diddoon TNG eriuNg ToU TTPOYPAUMUATOG.
Adiau@IoBATNTN €ival N onuacia TG didxuong TNG onuaciag Tng mMoToTNTAG TWV
TEAATWV 0€ OAQ TA THAKOTA Kal IEPAPXIKA ETTITIEDA TNE £TTIXEiPNONG'. O
OUVEVTEUEEIC AAAG Kal n TTPAEN £B€IEav OTI TO THAKA TTWANCEWV OEV TTEIOTNKE
QPKETA yia TNV agia Tng dlaxeipiong Twv TTEAATEIOKWY OXECEWV. AV UTTOOTHPIEE
EUTTPAKTA TO TTPOYPANMA OTA TTAQiCIO TwV ApPOodIOTATWY Tou, dNAadr yéoa ota
KATAOTAMATA. 2€ auTO €UBUVETAI KAl N AvVWTATN NYEoia TTou dgv TTPOCTIABNCE va

METAdWOEI CUCTNUATIKA TO OPAUd TNG KOl TOUG OTOXOUG TWV ETTEVOUCEWY TNG.

3.3. ATroékTnon, d1aTAPNoN TEAATWY Kal ETTAVIOPUON OXECEWV UE

XOMEVOUG TTEAATEG

H diaxeipion 1ng moTtdTNTAG SIETTETAI ATTO OPICUEVOUG «KVOUOUGY, £VAG EK TWV
OTTOIWV €ival OTI N TOTOTNTA ATTOTEAEI «OUVOAIKN euTTEIpia TNG BIAdOXNAG TWwV
OTIVMWV a)\ﬁeslag>>2. H dlaxeipion TeAaTEIOKWY OXECEWV OKOTTEUEI KUPIWG OTNV
eUpEON Kal dIATAPNON EKEIVWYV TWV TTEAATWY, OI OTTOIOI €ival TTIO KEPOOPOPOI YIa
TNV €mMxeipnon. QoT600, Ta cUyXPova TTPOYPANKATA TTIOTOTATAG TOU AIAVIKOU
EMTTOPIOU DIOBETOUV KAl uNXAVIOPOUG avayvwpiong uTToyn@lwyv TEAATWV?,
KATavaAWTWV dnAadr) TTou ep@avifouv evoeigeig AavBavouoag ) TTapaATETAPEVNG

MOoTOTATOG (KEP. 1.2.3.) K €ival TTOAUTIUOI OTNV ETTIXEIPNON.

! Rado Kotorov, “Customer Relationship Management: strategic lessons and future directions”,6.n., pp 567

2 Angus Jenkinson “The Laws of Loyalty marketing: An Intensive Review”, Journal Of Database Marketing, Vol 4, No 2, 1996

3 Werner Reinartz, Manfred Krafft and Wayne D.Hoyer, 0.n., pp 293-305 74
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H texvoAoyia TTou uttooTnpidel Ta CUCTAPATA dIAXEIPIONG TTEAATEIOKWY OXECEWV
TTEPINAUBAVEI EQAPUOYES TTOU ITTOPOUV VA AVAYVWPIOOUV TETOIOUG TTEAATEG.
Katd Tnv eicaywyn NG KAPTAG OTnNV ayopd, n eTaipeia Mepuavog eTéAete va
dlapnuicel o€ Jadiko €TTiTTeEdO TNV KAPTA TOTOTNTAG Magna oT1o SikTud TNG aAAG
KUpiwg oTnv TNAEOpaoT. Agv eKUETAAAEUTNKE WOTOOO Kal TV UTTdpXouoa
TTEAATEIOKN TNG BAOCN, WOTE VA ETTIKOIVWVAOEI OTOXEUMEVA TO TTPOYPAUMO
TMOTOTATAG O€ KATAVOAWTEG TTOU TTANpoucav TIG TIPOUTTOBECEIG TTOU
TTpoava@épinkav. OuoiaoTikd, N Magna KapTa dev ATTOTEAECE ETTIKOIVWVIOKA
TTapd £va TTPOYPAUUA TTPOWBONCNG TTWANCEWY, TTOU UTTOOTNPICETAl ATTO
TTPONYMEVEG TEXVOAOYIKEG EQAPUOYEG. Ta XaUNAG TTOOOOTA VEWV KATOXWV

ammédeigav ot n diadikacia amrokTnong TTeAaTwy Magna cixe coBapég eAAEIYEIC.

H aitnon eyypa@ng oT1o TTPOYPAUHA, ATTOTEAEN JIa GNPAVTIKR TTHYA
TTPWTOYEVOUG TTANPOPOPNONG. ZUNPWVA UE To BIoIKNTA TTPOoIdvTog TNG Magna,
Ta Oedopéva auTd OUBETTOTE XpnolpoTToInOnKav &€ auvduaouo PE aToIxXEia
KATAVAAWTIKAG CUUTTEPIPOPAG, VIO VA dNUIOUPYHOOUV OAOKANPWHEVA
dnuoypa@Ik& Kal Yuxoypa@ik& TTPo@iA Twv XpnoTwy TnG Kaptag. OuoiaoTikd, n
OuAAoyr} TTANPOQOPIWYV YIa TOUG TTEAATEG TTOU EI0EPXOVTAV OTO TTPOYPAUHA

éueive avaglotroinTn.

OT11Wwg €x€l TTPpoavaPePOEi, TO THAPA NAPKETIVYK TNG ETAIPEIOG TUNUATOTTOINOE
Toug TTeAGTEG Magna 1o 2003 pe kpitrpia 7o péon datrdvn ava eTTioKeWn, Tn
ouxvoTNTaG ayopdgs TTPOIOVTWY Kal UTTNPECIWY aTTd TO OIKTUO KABWGS Kal TO

dl1aoTnPa TTou pecoAaBei atrd Tnv TeAeuTaia eTTiokewn. H TunuaroTroinon autn
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Sev éAape utrdyn TNV ToIdTNTA TNS oxéonc (relationship quality)', dTrwe n Téon
yia d1adoon TG @rUNG TNG TAIPEING, N IKAVOTTOINGN ATTo TO ETTITTESO
TTAPEXONEVWV UTTNPETIWYV Kal TTPOIOVTWY, Ol CUVAICONUATIKOI OETHOI UE TO
OikTUO K.A.TT. H TTANUUEANG KaTnyoploTToinon Twv Katoxwv Magna odnyei

AvVOTTOQEUKTA Kal oTn AavBaouévn dlaxeipion TNG KATAVOAWTIKAG

OUMTTEPIPOPAG.

3.4. Aiatpnon TEAATWYV Kal TTAPAKOAOUONON TOU TTPOYPANHMATOG

21 dlaxeipion Twv TTEAATEIOKWY OXECEWV OTO AIAVIKO €UTTOPIO €ival aTTapaitnTn
N TOKTIKA OUAAOYR Kal avaAuon 6eB0UEVWV TNG KATAVAAWTIKAG CUPTTEPIPOPAG.
H mmAnpogopiakr dopr) TTou uttooTnPiCel To TTPOYypaupa Magna emITPETTEl TNV
TTaPAKOAOUBNON TETOIWV OTOIXEIWV O€ TTPAYHATIKO oXedOV Xpovo. Ta oTeAEXN
MTTOPOUV XPNOIMOTIOIVTAG TIG OTTOONKES Kal BACEIS OEDOPEVWV TOU
OUCTAPATOG Va KAvouv «eEOpUEN» KAl oUVOUAOHOUG BEBOPEVWY OTTOTE TO
€mMOupPoUV. ETTOpéVG, TO THAKA JAPKETIVYK CUXVA avayvwpiel TToIol aTTd TOUG
TeAATEG Magna €xouv TRV uwnASGTEPN agia yia TOV OpyavIoUO, UE TA KPITAPIA

TTOU £X0UV 10N avagpepBOei 0TO TTPONYOUNEVO KEPAAQIO.

‘Eva peyGAO PEIOVEKTNUA TOU OUCTAMATOG DIOXEIPIONG TTEAQTEIOKWY OXECEWV
gival n EAAeIYn TTpwWTOYEVOUG £PEUVAG OTOUG XPAOTEG TNG KApTag Magna, Ta
atmmoTeAéopATA TNG OTTOIAG Ba uTTOPOUCAV VA BIAPWTICOUV OPKETEG OKOTEIVEG

TITUXEG TNG TNIOTOTNTAG TTEAQTWV. ZTIG TAKTIKEG KATAVAAWTIKEG EPEUVEG TTOU

! Yonggui Wang, Hing Po Lo, Renyong Chi and Yongheng Yang, 6.n. 2004, pp 173
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TTPAYMOTOTTOIEN N ETAIPEIA OEV £XEI OUBETTOTE CUMTTEPIAGPBEI EPWTHUATA TTOU
a@opouV ThV TTOTOTATA, TNV IKAVOTToiNoN Twv TTeAaTwy atrd T Magna kai Tnv

avTIAauBavopevn agia Twy TTPOVOUIWY TTOU TTPOCPEPEI OTOV XPNOTN.

H diaxeipion Twv TTEAATEIOKWY OXECEWV CUUTTEPIAQUBAVEI TNV 181QITEPN
OlaxXEipIoN TWV KATAYOPIWV TwV TOTWVY TTeAaTtwy. H kabuoTtepnuévn
TUNPaToTToiNoN Twv XpNoTwv Magna dev emETpEWE TNV eQapuoyn HEBGdwWV
S1aQOPOTTOINUEVNG ETTIKOIVWVIOG EVTOC TV KATAOTAUATWY Tou SIKTUOU 1) TV
TTPOoWONCN TTPOCAPHOCHEVWY TTPOIOVTWY Kal UTTNPEoIwy (customized
solutions). ETriong Ta oToixgia Twv cuvaAAaywyv oudETTOTE XpNolUoTToINONKav
WC YEWYPAPIKEC TTANPOPOPIES’ VIa EQAPHOYEC AUETOU UAPKETIVYK 1 GAAWY
TTpowONTIKWYV gvepyelwy. Eival euoiwvo O11 n eTaipeia oxedIddel woTdOOO TETOIEG

TAKTIKEG.

H diatripnon Twv TTeAaTwy TTou £Xouv uWwnAn agia yia Tnv €Tmxeipnon €ivai o
OKOTTOG TOU TTPOYPAMMATOC. H evOEAEXG yVWON TOU TTEAATN €ival TTOU ETTITPETTEI
KAl TNV TTAPOXI CUYKEKPINEVWY OIKOVOUIKWY Kal CUMBOAIKWY KIVATPWYV EITE yIa
TN auénon TNG KATavaAwTIKAG dATTAVNG O& OUYKEKPIYEVA ayaBd avd eTTiokeywn
€iTE TNV OTAUPOEIBN TTWANCN TTPOIOVTWY Kal UTTNPECIwV. H eTaipeia MNeppavog
BagcioTnke oTo CUCTAPA TTOVTWY TTOU TTAPEXOVTAI OTOV TTEAATN aTTd KAOE
ayopd, xwpig va dnuioupyei 1I81aiTepa cuoTAPATA TIRBPAREUONS A TTPOWBNONG
TWV TTWANCEWV Kal Xwpig va emdiwkel heBddoug «up-selling» ) «cross-selling».
O moTég TENATN avTapeiBeTal ammAd YE pia EKTTTWOoN TNG TAENG Twv 2,5

TTOCOO0TIAIWY PovAdwY, EVW BV UTTAPXOUV TTEPETAIPW dIadikaaies i KivnTpa

! John Byrom, “The role of loyalty card data within local marketing initiatives”, International Journal of Retail &

Distribution Management, Vol 29, No 7, 2001, pp 333-341
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TTOU Ba TOV UTTOKIVI)OOUV VO TTPAYMOTOTTOINCEI TTEPIOCOOTEPEG I HEYAAUTEPEG

ayopég.

H etaipgia katéBaAAe TTpoOTTABEIEG VO dIATNPNOEI ] VA QVAKTHOEI QVEVEPYOUG
TTEAATEG PE KATTOIEG OTOXEUMEVEG EVEPYEIEG HOVO pEoa oTo 2004, OTTWG N
ETTIKOIVWVIA HEOW TNG AVOAUTIKAG EVNUEPWONG TTOVTWY Kal Ta ypaTTTé unvupaTa
OTO KIvnTO TOou KaTdxoug Magna. Etrediwée va evioxuoel TIG KATNYyopiEg true
friends kai butterflies (ke@. 2.2.8.), TOOO £TMIKOIVWVIAKA GO0 KAl PE TAKTIKEG
MeEYaAUTEPWYV eTTIBpaBeloewv. Av Kal ol apiBuoi deixvouv 0TI ol TTEAATEG TOU

OIKTUOU d¢gv €xouv avakaAuyel Tnv emTTPOoBeTn agia Tou TTapéxel n Magna.

IMoAAoi epeuvnTEG £XOUV aQVaPEPEL OTI «n TTIOTOTNTA TOU TTEAATN PTTOPEI va
EVIOXUBEI evBappUVOVTAG TOUG KATAVOAWTES VA £CWTEPIKEUOUV TA TTAPATTOVA
Touc» . TN Bewpia auTH THoTEWE N eTaIpeia FepuavOS Kal dnUIoUpynoE HIa
AVOIXTH TNAEQWVIKI YPAMMA ETTIKOIVWVIOS XWPIG XpEwaon yia Tn diaxeipion Twv
TTPOBANPATWY TWV TTEAATWYV TTOU TTPOKUTITOUV atrd Tn Xpron mng KapTag. H
AU@IdpouN ETTIKOIVWVIA ETTAUEAVETAI KOl HECW TNG aveEAPTNTNG OIOBIKTUAKNAG
TOTT00ETIag, TTOU CUAAEYEI TTAPATTOVA N ATTAG EPWTHAMATA TWV XPNOTWV TNG

KAPTAG AAAG Kal Aatrd TO OUVANIKO TWV TTWANTWY TWV KATACTAPATWV.

! John Byrom, “The role of loyalty card data within local marketing initiatives”, International Journal of Retail &

Distribution Management, Vol 29, No 7, 2001, pp 333-341
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3.5. TeppaTiIONOG OXEONG HE TOUG TTEAATEG

H idia n @iAocoia Tng diaxeipiong Twv TTEAATEIOKWY OXECEWV ATTOKAEIEI TOUG
TTEAATEG €KEIVOUG TTOU Oev TTPOoCPEPOUV atia oTnv £mmixeipnon (low value), €ite
AOYW PN &ekdBapng otdong atmévavTl oTn Japka €ite Adyw ATAKTNG QYOPAOTIKNG
oupTTEPIPOPAC. O1 TTEAATEG auToi dev gival aTTodOTIKOI, BIOTI EVW ATTOPPOPOUV
MEPOG TNG ETTIKOIVWVIOKAG Kal AEITOUPYIKAG dATTAVNG TNG ETTIXEIPNONG, OEV

datravouv TTood TETOIa TTOU va SIKaIoOAOyoUv Tnv €TTéEvOUCn QUTH.

Ev mTpokelyévw TNV Katnyopia autri ouvBETouv ol “strangers”, TTEAATEG TNG
KapTtag Magna pe xaunAr katavaAwTikA datrdvn Kal xapnAni TpoonAwaon oTo
dikTuO. H eTaipeia kaTagepe va TTPOCdIoPIcEl TO PEYEBOG Kal TO XAPAKTNPIOTIKA
TOU TUARMATOG auTou Kal va TTayel K&Be gidoug erévduor). O@a utropouoe
eMTTPO00eTA va €1I0AyEl KATTOIO AVTIKIVATPO, OTTWG auTo TNG EAAXIOTNG
ouxvoTNTag XPRong A katolag eAAxI0TNG £TA0IAG oUVOPOMNG. Mg autdv Tov
TPOTTO, Ol TTEAGTEG TTOU KAVOUV JEUOVWHEVES Kal OTTAVIEG cUVaAAayEG Ba
émauav TN Xpnon tng kaptag Magna kai Ba arroteAovoav atrAd TTEAATES Tou

OIKTUOU.

! John Byrom, “The role of loyalty card data within local marketing initiatives”, International Journal of Retail &

Distribution Management, Vol 29, No 7, 2001, pp 333-341
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3.6. Alaxeipion avlpwTtrivou SUVapIKOU KOl KATAOTHHATWY

O Topéag TnG dlaxeipiong Tou avlpwTTivou dUVANIKOU aTTOTEAET VEUPAAYIKO
KOMMATI TNG dlaxeipiong Twv TTeAATEIOKWY OXE0ewv. Ol opyavwaolokEéG aAAayEQ
KABwWG Kal Ol CUYKEKPIPEVES TTOAITIKEG B10iKnoNg Twv avpwITwy ToU
opyaviopoU aTraiTeital va Bacifovial aTn GIA0COQIa TOU GXECIAKOU HAPKETIVYK .
H diatripnon Tou TeAATN dEV €ival JOVO ATTOTEAECHA HIOG TTPONYMEVNG
TEXVOAOVYIKAS £QOPHOYAS, GAAG €18IKE OTO AIGVEUTTIOPIO PEPOC TNG
OPYQVWOIAKNS KOUATOUPOG Kal KABNUEPIVAG TTPOKTIKNAG O OAA Ta KEVTPA

ETTAPAC e Tov TIEAGTN® (contact centers).

To TUANA PAPKETIVYK ONUEILVEI OTI Ol TTWANTES TWV KATAOTNUATWY £X0OUV
eKTTaIOEUTEI KUPiWG OTIG d1adIKagieg KaTaypaPng evog véou TTeEAATN oTn Magna.
Agv €xouv punBei wotdoo atod Tn pia oTn diadikaoia evioxuong Tng moToTNTAG
TWV TTEAATWV Pé€oa atrd Tn dladikaoia TG KABNUEPIVAG £EUTTNPETNONG KAl ATTO
TNV GAAN atroucidfouv Ta KivnTpa TTou 6a Toug wBroouV va TO KAVOUV. Z& auTd
EXEl OUMPBAAAE Kal TO THRMA NMwAACEwWV TO OTTOI0 eV £XEI TTEIOTEI ATTOAUTA VIO
TNV ATTOTEAEOUATIKOTNTA TOU TTPOYPAUMUATOG Kal OV £XEl OXEDIATEI TTPOYPAUMA
AVTANOIBWY TWV TTWANTWY TTOU TTETUXAiIVOUV 0TOXOUG OTa TTAQICIO TNG

dlIaTAPNONG TWV TTEAATWV.

! E-Gain Communications Corporation, “Doing more with Less: Next Generation Strategies and Best Practices for Customer
Service”, 2003, www.egain.com

2 Rado Kotorov,,6.n.

3 Executive Summary, Ernst & Young, “Transforming the shopping experience through technology”, 2003, a study in

European consumer buying behaviour , www.crmguru.com


http://www.crmguru.com/
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To diktuo Nepuavog otnpiletal oto ouoTnua «franchising», yeyovog mou
onuaivel 0Tl KABe KATAoTNPA AEITOUPYEI €A OTA TTAQICIO TNG ETTIXEIPNOIAKNG
oTPATNYIKAG, GAAG KOl CUP@QWVA JE Ta OQEAN TTOU €KEIVO Ba atTokopioel. To
TTpoypauua Magna, cUPNQWVA PE YVWHES OTEAEXWYV TOU JAPKETIVYK, BEV
KIVNTOTTOIEI TOUG IBIOKTATEG TWV KATAOTANATWY va uttooTnpi¢ouv 1n diadikaaoia.
AuTO 01611 6X1 uOVO eV UPIoTAVTAI OIKOVOMIKA OQEAN OTTO TNV ATTOO0TIKOTNTA
TNG dIaxEipIoNG TTEAATEIOKWY OXECEWV, OAAG £va HEPOG TNG EKTTTWONG TTOU
yiveTal oTov TTOTO TTEAATN TNV ETTWHMICETAI TO KATACTNWA PE T HOP@N TTIOTWONG.
ATTOTEAEOUO AQUTWV Yia TO KaTdoTnua €ival o TTeEAATNG Magna va un xaipel
1IB1aiTEPNG METAXEIPIONG VIO TNV TIOTOTNTA TOU, AAA& va aTToTeAE! Evav

KaBNUePIVO KaTavaAwTh TTpoidvTwy Tou OIKTUOU.

Eival avap@ioBATNTN N aia Tng TTONITIKAG TNG «wBnong» (push strategy) o€
ouvOuaaud Pe TNV TTOMITIKA TNG «EAENG» (pull strategy) 0TO OXECIAKO PAPKETIVYK
TOU OUYKEKPINEVOU KAGSou”. H eTaipeia UTTOOTAPIEE Pe HOJIKA ETTIKOIVWVIOKT
oTpaTnyIKA 10 TTPOYpapua Magna, aAAd &€ @POVTIOE va UTTOKIVACEI TO JEAN TOU

OpYyavIoPoU TTPOG TNV KATEUBUVON TNG ATTOTEAEOUATIKAG EQAPHOYAG TOU.

! Anders Gustafsson, Inger Roos and Bo Edvardsson,"Customer Clubs in a relationship perspective: a telecom
case”, Managing Service Quality, Volume 14, Number 2/3, 2004, pp 157-168
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3.7. Alaxeipion TTEAATEIOKWY OXECTEWV KAl HAPKETIVYK EUMTTOPIOU

To dikTuo KaTaoTNPATWY MEPPavOg £xel uPnAR dlaTTpayPATEUTIKA dUvapn
aTTéVavTl OTOUG TTPOUNBEUTEG TOU, BIOTI ATTOTEAEI Hia ATTO TIG TIPWTIOTEG ETTIAOYEG
TWV KATAVOAWTWY TV TEXVOAOYIKWYVY Kal TNAETTIKOIVWVIOKWY TTPOIOVTWY OTNV
eANVIKN ayopd. AuTO gival pia TTApAUETPOGS TTOU €VIOXUEI TO CUYKPITIKO
AVTAYWVIOTIKO TTAEOVEKTNUA TNG KAl dIac@aAilel o€ KATTOI0 BaBuo TN HEAAOVTIKA

ETTITUXN TTOPEIa TNG ETAIPEIAG.

H diaxeipion Twv TTEAATEIOKWY OXECEWV , OTTWG EXEI TTPOAVAPEPDEI, TIPOCPEPEI
aveCAVTANTN yvwaon yia TNV KATavoAWTIKA CUUTTEPIPOPA. Tapéxel, €TTioNG,
TTANBWPA EUKAIPIWV XEIPIOUOU TNG, OTTWG TAKTIKES TTPOWONONG TWV TTWARCEWV
O€ OUYKEKPIMEVA TUAMATA TTIOTWV TTEAATWY, YPAYOPNS E1I0AYWYAS TTPOIOVTWY
MEoQ aTTO CUYKEKPIPEVA KAVAAIQ ETTIKOIVWVIOG Kal SIavOURS KATT. AuTd
atroTeAOUV aTTO TN PIA OTTAQ OTIG OXEOEIG TNG ETAIPEIAG UE TOUG TTPOPNBEUTES TNG
Kal a1rd TNV GAAN duvnTikn TNy €06dwv. H Meppavog xpeidletal va
EKMETAAAEUTEI TO CUOTAA EvioXuong TMOTOTNTAG TWV TTEAATWV Kal TTPOG QUTAV

TNV KateuBuvon.

! E-Gain Communications Corporation, “Doing more with Less: Next Generation Strategies and Best Practices

for Customer Service”, 2003, www.egain.com
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3.8. Alaxeipion TTeEAATEIOKWYV OXECEWV Kal TEXVOAoyia

H texvoAoyia atroteAei éva Baoikd Adyo Tng eupeiag diddoong TnG diaxeipiong
TTEAQTEIOKWY OXECEWV, YIATi ETETPEWE TN YPYopn CUAAOYN, ETTECEPYQTIa Kal
TTapakoAoubnon Twv OeB0UEVWYV TTOU APOPOUV TNV KATAVOAWTIKA
oupTTEPIQPOPAG. Eival adlavénTtn n emTuxia evog TTpoypAauuaTog TOoTOTNTAG

XWpPIig TNV KAaTtdAANAN TeEXVOAOyYIKA UTTOOTAPIEN 0€ OAO TO PACHA TNG.

H etaipeia MNeppavédg, wg ywAOIa eKTTPOCWTTOG TOU KAGDOU TG TEXVOAOYiag Kal
TOU OPAUATOG TNG, €KAVE TA CWOTA BAPATA TTPOG TNV KATEUBUVON TNG 0pBNG
TEXVOAOYIKAG 0TNPIENG TNG Magna. Téoo 1o TTAnpoopiakd cUoTAPA
KATAYPOPNS TwV VEWV AITACEWY 000 Kal EKEIVO TNG TTApPAKOAOUBNONG TWV
KIVAOEWV Twv TTEAATWV Bordnoav otn Afwn Twv ammo@docwyv. H duvatdétnta tng
€€OpUENG TTANBWPAG OTOIXEIWV TTOU APOPOUV Toug TTEAGTEG Magna o€
TTPAYMATIKO XPpOVO CUPPBAAEI BeTIKG OTNV ATTOTEAECUATIKOTNTA TOU
TTPOYPAUMATOG. ZNUEIWVETAI ETTIONG, OTI TO TUANA TTANPOPOPIAKNAS TEXVOAOYIAg
oxedIadel Kal TNV el0aywyn VO akOPn TTANPOQOPIAKOU CUCTHUATOG
(alphapartner) TTou Ba evioxUoel TNV EvoTToiNON TWV dIAPOPWYV ETTIXEIPNOIAKWYV

A&ITOUpYIWV Kal TNG dlaxEipIong TTEAQTEIOKWY OXETEWV.

H texvoAoyikr uttodour atroTeAei KOPPATI TNG oUyXpovng aAuaidag agiag Twv

ETTIXEIPNOEWV, N OTTOIO UTTOPEI VO ATTOTEAETEI AVTAYWVIOTIKO TTAEOVEKTNUA TNG
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Kkl OIS IKAVOTNTA TS €TTIXEIPNONS'. AV Kal TO 3IKTUO KATAGTNUATWY
"epPavOg dev AVTIUETWTTICEI TN OTIVHN QUTA £XOPIKO TTPOYPAUMA EVioXUoNng TNG
TMOTOTATAG, O TTPOCAVATOAMIOUOGS TN dIapKn BEATIWON TWV TTANPOPOPIAKWV

ouoTnuaTtwy Tou Z.A.l.Z. ouvioTd ONUAVTIKO OTPATNYIKO OTTAO.

3.9. ATToS0TIKOTNTA TOU CUCTAMATOG B1aXEipIoNG TTEAATEIOKWY OXECEWV

NG eTaipeiag Meppavog

H ammodoTikdTnTa evOg 0TPpaTNYIKOU OXEDIOU £ival EKEIV TTOU TO KABIOTA
EMTUXEG N uN. H atmmodoTikdTnTa TNG dIaxXEipIong Twv TTEAATEIOKWY OXETEWV
METPIETAI JE TTOIKIAAEG HEBOBOUG TTOU £XOUV TTPOTABEI ATTO BIAPOPOUG EPEUVNTEG,
OTTWG PAOEI «KATAVAAWTIKAG CUPTTEPIPOPAG (customer-behaviour-based CRM
performance)», «mo10TNTAG TNG oxéong (relationship quality)», «TpocAAwon
oTn pdpka (brand loyalty)» kai «ikavoTroinon TeAGTn (customer satisfaction)»?.
Eival ca@ég 611 N a1rodoTIKOTNTA XPEIAleTal VA OTNPICETAI TOOO OE TTOOOTIKA
oToIXEia, OTTWG TO TTO000TO dIATAPNONG TTEAATWY, Ol BEIKTEG ETTAVAANTITIKWV
aAyopwyv, CUXVOTNTEG ETTIOKEWNG OTO KATAOTAMA, N 81Gdocn TNS ¢rung, 600 Kal

o€ TTOIOTIKA dedopéva OTTWG N IKAVOTTOINON KAl TTIIOTOTNTA TWV TTEAATWV.

! Fred R.David, “Strategic Management”, Prentice Hall, 9" edition, 2003

2Yonggui Wang, Hing Po Lo, Renyong Chi and Yongheng Yang, “An integrated framework for customer value and
customer-relationship-management performance: a customer-based-perspective from China”, Managing Service
Quality, Volume 14, Number 2/3, 2004, pp 169-182
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H etaipeia 'eppavog mapapepifel TTOAAEG TTAPAUETPOUG TTOU ETTPETTE VA
METPNOOUV yia va okiaypa@rioouv opBd& TNV atrodoTIKOTNTA TOU TTPOYPAUMATOS
Magna. lNpoava@£pObnke Kal o€ TTPONYOUHEVO KEQAAQIO, OTI Ol TTOIOTIKEG
METABANTEG TNG IKAVOTTOINONG TWV TTEAATWYV ATTO TO TTPOYPAUMA KAl N TTOTOTNTA
Toug &ev AauBdvovTtal uttdwn ato Ta apuddia oTeAéXn TNG eTTIXEipnong. Etiong
TO onuavTikd epyaAcio TNG HETPNONG TNG BIAPKEIAg (WG TTEAATN epapuoleTal
TTANUMEAWG aPOU dev TTPOPRAETTOVTAI T AVOUEVOPEVA OQEAN ava TTEAATN, aAAG
agloAoyeital n atmrodoTIKOTNTA PEXPI ONUEPA. ZUVETTWGS JECQ OTO TTAQICIO TWV
QAVOTTPOCAPUOYWY TOU TTPOYPAHUMOTOG £VIOXUONG TTEAQTEIOKWY OXECEWV,
aTmrauTeiTal va oxXedlaoTei pia 1o oAoKANpwuEVn @OpUoUAa agloAdynong Twv

ATTOTEAECUATWYV TOU.

Av agloAoynBei To TTpdypaupa oUUPWVA PE TIG UTTAPXOUOES HEBODOUG Kal
OTOIXEIO TTPOKUTITEI MIO KATAKOPU®N TITWON OTIG VEEG AITAOEIG YIA EYYPAPr) OTO
TTpoypauua Magna tng 1a¢ng Tou 50% katd Tnv TeAeuTaia TpIETia. ETTiONg TO
TT0000TO TwV XPNOoTWV TNG KApTag atrd 30% £mmeoe 010 15% HE oTOIXEIQ TOU
2003. H etaipeia TTpooTrabei TTAEOV TUNUATOTTOIWVTAG TOUG TTIOTOUG TTEAATES VO
QUEAOEI CUYKEKPIMEVOUG BEIKTEG , OTTWG AUTOI TNG OUXVOTNTAG ETTIOKEWYNS OTO

OiKTUO Kal Péong daTTAvnG ava ETTIOKEWN.
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3.10. Emioyog

H peAETN TOU CUOTAPATOG BIaxEipPIONG TTEAATEIOKWY OXECEWVY TNG Meppavog,
OTTWG auTo £xel AaBel xwpa £wg ohpepa, deixvel 6Tl To TTpdypaupa Magna
eEuTTNPETNOE DIOPOPETIKO OKOTTO aTTd €KEIVO TTOU ApPXIKA €ixe TEBEL. Ta KivnTpa
TTOU KIVNTOTTOI0UO0AV TOUG TTEAATEG ATAV ATTOKAEIOTIKA OIKOVOUIKA Kal
adlagopoTrointa péxpl kal 1o 2003. H Magna ouuTrepaouaTIKA aTTOTEAET
TTPOYPauua diatrenong TTEAATWY Kal OxI evioxuong Tng moToTnTag. H auénon
TNG TMOTOTNTAG BEV TTPAYUATOTTOIEITAI UOVO PE TTAPOXT] OIKOVOUIKWV
€PEBIOUATWY, OTTWG N ATTOKTNON TTOVTWY OTNV KAPTA PE KATToIa ayopd
TTPOIOVTWY, AAAG E SUVOIKA ETTIPPON TOU GUCTANATOS IV Tou TrEAdTn'. H
eTaIpEia XpEIAZeTal va KATAVOANOEI TA 1I8IAITEPA XAPAKTNPIOTIKA KABE KaTnyopiag
TMOTWV TTEAATWY, WOTE Va dNUIOUPYNOEl avwTEPN CUPBOAIKNA KAl OIKOVOUIKH
agia oTa TTPOIGVTA TTOU TOUG TTPOWBEI e OTOXO va augnoel v TEAEI TV BIAPKEIQ

CWAG TwvV TTEAATWV Kal TNV KEPOOPOPIa TOUG.

! Jones, Thomas O. and W. Earl Sasser, Jr., “Why satisfied customers defect”, Harvard Business Review,Nov-Dec 95,
pp 88-89
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3.11. NpoTdaoeig yia TTEPETAiIpW EPEUVA

H mTapouca epyacia TTpayuateleTal To BewpnTiKO TTAQICIO TOU OXECIAKOU
MAPKETIVYK OTTWG auTO eKPPAeTal Eoa aTTd Tn dlaxXEipion Twv TTEAATEIAKWY
oxéoewv. Tautdxpova TTapoucidlel Kal JEAETA TO TTPOYPAMMA EvioXuong
moTéTNTag Magna 1ng eTaipeiag Meppavog, TTpooTTabwvTag va dlIaQwTioel TV
TTONITIK JIag ouyxpovng EAANVIKAG AlaVIKAG aAucidag TTou TTPWTOOTATEI OTOV
KAGDO TWV TEXVOAOYIKWY KAl TNAETTIKOIVWVIOKWY TTPOIOVTWYV Kal uttThpeciwyv. O
TOMEQG TNG DIAXEIPIONG TWV TTEAQTEIOKWY OXECEWV Eival OXETIKA VEOG OTNV
eANVIKN ayopd Kai Xpicel 101aiTepng MEAETNG, TOOO o€ ETTITTEOO OTPATNYIKAG KAl
AEITOUPYIKNAG OpYAvVWOoNnG 600 KAl O€ TAKTIKEG UAOTTOINONG KOl JETPNONG

ATTOd0TIKOTNTAG.
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Kataotaon Mvakwyv IV

Mivakag 1:

Aiavikn

Biounxavikoé

Xovdpikn

Mivakag 2:

ETOZ

1998
1999
2000
2001
2002
2003
2004

«TEPMANOZ»

«SUNLIGHT»

«TOSHIBA»

2roixeia Opilou Neppavog

Oéon

40% pepidio
atnv
eANVIKA
ayopd kai
60% TWwV
KaT/TwV
avakaAouv
TPWTN TNV
aAucida
MeTagU TOU
KAGdou

OAyottwAIO

30% pepidio
ayopd

KukAog Epyaciwv

123
276
423
506
607
707
810

Znuavrikoi
MapdyovTeg

AvaTtrtuén
KIVNTAG
TNAEQWViag oTIg
ayopég oTOX0UG

KuUkAog
AvTIKOTAOTOONG
3-5 €1

AvarrTtuén oTig
pre-paid cards

KaTtaoTaon Mvakwv IV

ZUVOTITIKA XPNMOTOOIKOVOMIKG ZTOoIXEia ETalpeiag

Képdn peTd pépwv

57
14,2
29,2
29,5
34,3
45,2

51

Ytwv
TWAQCEW | ZTPATNYIKA
v
60% .

84 3;’/0 AvaTrTuén
6,9%

11,4% Avarruén
30% >1aBepoTroi
3,8% non

KaBapé
Mepi1Bwpio
Képdoug
5%

5%

7%

6%

6%

6%

6%
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KaTtaoTaon Mvakwv IV

Mivakag 3: Ayopég ekTdg EAAGDOG via Tn Meppavoeg AEBE

MNoAwvia

BouAyapia

Poupavia

Makedovia
Kotrpog
Oukpavia
OuluTtrekioTdv

MAnBuouoc o€

£K
38,7

8,2

22,5

0,7
50
27

48%

45%

33%

34%
82%
16%
1,5%

Puluog
Aigiocduong

KartaoThpara

epupavog 323,
Liberty 133,
Modex 160

eppavog 49,
Mobitel 122,
Globul 21,
Globalnet 32,
DaDa 21

eppavog 70,
Orange 14,
Cosmoroom 2,
EuroGSM 40

eppavég 21

epuavog 18

eppavog 32
Oyx1 akoun

Mivakacg 4: Yuvdpountég Kivntg TnAspwviag Tou AikTOou Mepuavog

ETOZ

1998
1999
2000
2001
2002
2003
2004

2uvOpounTtéc o€ XIAIAOEC

222
537
1280
2104
2750
3250
3400
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KaTtaoTaon Mvakwv IV

Mivakag¢ 5: Ta Aiktua Twv AvTaywvioTwy Tou KAddou

ETaipsia Ap18uég KataoTnudrwy AIKTU0OU
VODAFONE 200
TIM 150
COSMOTE-OTE 400
FEPMANOX 301
AOINOI 250

livakag 6: Katnyopigg mioTwyv TEAaTwy 10 2003

True Friends Butterflies Barnacles Strangers

14.8% 52.9% 9% 23.3%

Mivakag 7: AyopaoTikég ZuvnBsieg Twv Karnyopiwyv Motwyv MeAarwyv

True Friends Butterflies Barnacles
Ap18pu6g 3527 12557 12557
Kartnyopiag
AyopaoTikég %Bdoel Kwdikou %Bdoel Kwdikou %Bdoel Kwdikou
2uvnosieg MpoidvTog MpoidvTog Mpoidvtog
1 MtraTapieg 50,8% KivnTi 57,9% MmraTapieg 46,8%
TnAepwvia
2 KivnTh 17% ‘E€utTveg 10,1% Kivnn 41,9%
TnAepwvia 2 UOKEUEG TnAepwvia
3 ‘E€utTveg 8,7% TnAeocuoTtiuara 8,8% ‘E€uTTVEG 7,8%
2UOKEUEG 2UOKEUEG
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Mivakag 8: Txédio MapkeTivyk Magna-AmrodoTtikotnTta A’ ESapvou 2004

P&L

Evepysiwv
Ap.MeAaTtwv
Méoog Tipog
MeAdtn

Tgipog MeAaTtwv
Incremental
Tdipog

TOTAL TZIPOZ

Gross Margin

MeAaTwyv

Incremental

Margin MeAarwv

TOTAL GROSS

MARGIN

Cost reAatwv
Incremental Cost
TOTAL COST

NET MARGIN

TOTAL

FTEPMANOZ

1399164

20€

40251710 | 100%

0 0%

40251710 | 100%

3622654 9%

0 0%

3622654 9%

0 0%
0 0%
0 0%

3622654 9%

MAGNA

18226

350€

6369987 | 100%

1672437 | 26%

8042424 | 126%

464756 7%

206759 18%
771515 10%
16586 0%
32871 2%
49457 1%

722058 9%

MH-MAGNA

1380938

24,54€

33881723 | 100%

0 0%

33881723 | 100%

3049355 9%

0 0%
3049355 | 100%
0 0%
0 0%
0 0%

3049355 9%

MAGNA
vs MH-

MAGNA

19%

0%

24%

15%

0%

25%

0%
0%
0%

24%
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Mivakag 8: Txédio MapkeTivyk Magna-AmrodoTtikotnta B’ ESapjvou 2004

P&L

Evepyeiwv
Ap.MeAatwv

Méoog Tiipog
MeAdTtn

Tdipog
MeAaTwv
Incremental
Tgipog

TOTAL TZIPOZ
Gross Margin
MeAatwv

Incremental
Margin
MeAarwv
TOTAL
GROSS

MARGIN

Cost reAaTtwyv

Incremental
Cost
TOTAL COST

NET MARGIN

TOTAL

FTEPMANOZ

5596656

29€

161006838

100%

0 0%

161006838 | 100%

14490615 9%

0 0%

14490615 9%

0 0%
0 0%
0 0%

14490615 9%

MAGNA

72904

350€

25479948 | 100%

6689748 26%

32169696 | 126%

1859024 7%

1227036 18%
3086060 10%
66344 0%

131484 2%

197828 1%

2888232 9%

MH-MAGNA

55623752

25€

100%

135526890

0 0%

135526890 | 100%

12197420 9%

0 0%
12197420 | 100%
0 0%
0 0%
0 0%

12197420 9%

MAGNA
vs MH-

MAGNA

19%

0%

24%

15%

0%

25%

0%

0%

0%

24%
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Kataotaon Alaypappdatwy V

paenua 2,1

o qQ o0 3

Q

900 +

800 4

700 4

600 4

500 4

400 4

300 4

200 4

100 4

KukAog Epyaciwv omv EmrragTia

1998 1999 2000 2001 2002 2003 2004

‘ETOgQ —e— KUkAog Epyacitwv

rpaenua 2,2

oqQ o 13

™ Q

55 4
50 4
45 4
40 4
35 4
30 4
25 4
20 4
15 4
10 4
5 4

Képdn Metd Pépwv otnv ETrracTia

1998 1999 2000 2001 2002 2003 2004

‘Etog —o— Képdn peTd @opwv




KaTaoraon Ailaypappatwy V

pdaonua 4,1
3400 4 2uvdpountég otnv Emrrastia
3000 -
b3
u 2600 -
v
5 2200 -
o)
° 1800 -
H
1400 -
n 00
T 1000 4
£
S 600 -
200 . . v .
1998 1999 2000 2001 2002 2003 2004
‘Etog —e— TuvdpounTtég o XINGdeg
papnua 5,1
450 -
K 400
a
;3501
a 300
9 2504
T
AR 2004
M 1504
a
; 100
a 50 4
0 T T T
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‘Etaipeia . . ;
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rpaenua 6,1

NOXO>TA ANA KATHIOPIA MIZTON NEAATQON

60%

50% <

40% 4

30% 4

20% 4

O-m™MOMOZO

10% 4

0% T T
True Friends Butterflies Barnacles

NPOION

rpaenua 7,1

ArOPAZTIKEZ 2YNHOEIEZ TON TRUE FRIENDS

60%

50% <

40% 4

30% 4

20% <

oO-4MOMOZO
MIMIZE—-—-07TO

10% 4

0% T T
Mrmratapieg KivntA TnAspwvia ‘E€UTIVEG ZUOKEUEG

NPOION
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rpaenua 7,2

ArOPAITIKEZ 2YNHOEIEXZ TON BUTTERFLIES

70%

n 60%
n ('; 50% -
g T 40% 4
|
Om 30% -
z H
T 5 20% A
(o)
H  10%
z
0% T T
KivntA TnAcpwvia ‘E€uTTvEG ZUOKEUEG TnAecuoTriuara
MPOION

rpaenua 7,3

ArFOPAZTIKEZ 2YNHOEIEZ TON BARNACLES

50%
45% 4
40%
35% 4
30% 4
25% A
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15%
10%
5%
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e  INDEEDEEEEEE @ DD IDEEEEEEEE
HM. TENNHEIHE NAIAION: 1o CTICTICTT ] 2o LTI T T

HM. MHM. ETOL HM. MHN. ETOZ

3o LLILLILLLIL] 4o[TICLILTLT]

HM.  MHN. ETOZL MHM. ETOL
ENAMTEAMA: [ 1A YTAAMHAOE (] EMNoPOE (] EAEYO. ENATTEAMATIAE
[ eprathz ] ENIXEPHMATIAE [] AHM. YAAAHAOE
[ owiaka [[] znoYAAZTHE/MAGHTHZ
[] arpotHE [] ryntAziOYXOX

ZYMMOAHPQMATIKEZ NAHPO®OPIEZ

Ta evbiapépovia oag nepihaufavouy: D KIVNHOTOYPAPO |:| Bearpo D piphia/nepiodika
[] unohoyioréc/internet [] eBAnTiops [] 1agisia
[] povoikni [ ] videogames [] éMer
EvnpepwBiikate yia o npéypappa MAGNA FTEPMANOL péoe: [[] siagnuicewy [ evnpeporikéy evidnwoy
[ pirev/yvworay [ ] npogopikig evnpépwang ota karaotipara TEPMANOL

MEZA ENHMEPQZHZ MPOTPAMMATOZXZ MAGNA FTEPMANOZ

AIEYOYNEH ENHMEPQEHE (Eupninpdaote dhAn, ot nepintwon nou Siapépsi ané Ty napandve)
ClEE e (S S| | | [ R

OADE AP. TK. NOAH/ZYNOIKIA

Mnopeite va enhéEere éva i nepioadTEpa pEoa yia Ty evnpépaon oag: || ypantd pivupa S.M.S. [ nhextpovikd SietBuvan

H nhekrpovikd pou SieiBuvon (e-mail) eivar: LI [ [ | [ [ [ | | | [ I = o o | i
[] xaroikiag [] epyaoiag

umepomHnia LI

HM.  MHM. ETOL

MAGNACGEED

oag cuvBget [ie Evav K6opo npovopiny

XQPOE YMOTPA@HE MEAATH

Me v unoypopi g nopoloag afnong cupperoxig ote npdypappa
MAGMA EPMANOE, nopéxw ornv eraipia TEPMANOL w pnrd
ouyrardBeari pou va enefepydzeral o dved aTepika peu i

NROKEIPEYOU Va LE EVALERRVE! yia ayefla kal unnpedies nou npoopépel 10
Sikruo karaornpary TEPMAMOE, to onoia xetd v kpien g WE
evBiopepouv. Emnhdoy, Snkdve prtide o Ehafa yvidon Twy dpav nou
BiEnouy To NPoYPOKO KO TNV KAPTO, GNLWG CUTCH avaypPOEavYTal OTNY Moty
nhkeupd g afmaong, Toug onoioug anobExopal avenipuiakia.

Ap. Kdprag:

-VIII-



MapapTtnua MeAéTng VIII

EpwtnuatoAdyio NMNpoowTtriKWV ZUVEVTEUEEWV

lpéAoyog Epeuvag

H akéAouBn TToI0TIKA £€peuva TTPAYUATOTTOIEITAI OTA TTAGiCIO OITTAWMATIKAG £pyaaiag
yIQ TNV ATTOKTNON METATITUXIOKOU OITTAWMOTOG 0Tn Aloiknon Twv ETTixeipriocwv
(MBA) Tou lMNavemmoTnuiou Meipaiwg. MpaypateleTal TNV KTEVE dIEPEUVNON MIAG
TTEPITITWONG ETTIXEIPNONG, TTOU BIOBETEI BiKTUO AIAVIKAG TTWANONG Kal AEITOUPYEi
mpoypauua Customer Relationship Management tnv teAeutaia teTpactia. Ta
oTolxeia, TTou Ba diateBouv atrd TNV €TAIPEIA, TTPOOPICOVTAI ATTOKAEIOTIKA KOl JOVO
yIQ ETTIOTNPOVIKI avaAuon Kal JEAETN, OKOTTEUOVTOG VA dIOPWTIOOUV KATTOIEG
BAOIKES TITUXEG TOU OUYXPOVOU OXECIAKOU PHAPKETIVYK KOl TWV TTPOOTITIKWY TOU OTNV

eEAANVIKN ayopda.

‘Evapén Aiaxeipiong lNeAarsiakwyv Zxéoswv

1. To ATLZ. BaoioTnKe 0€ AEITOUPYIKO-TAKTIKO ) OTPATNYIKO TTPOYPAMMATIONO;
Moloug atrd Toug akdAouBoug Adyoug 1 cuvduaouoi auTwyv AdBRaTe uTTOWN yia
TNV avatrtugn Tou A.M.Z.; @ emBpdaBeuon TTEAATWYV, XEIPIOPOG KATAVAAWTIKNG
OUNTTEPIPOPAG, TTPWTOYEVAG dNUIoUpYia TTANPOPOPIWY, APUVTIKA TOKTIKN
QTTEVAVTI O€ AVTAYWVIOTEG.

2. Toéte autd gekivnoe, {NTABNKE N cuvOPOUN ETAIPEIWV EEEIDIKEUPEVWV OE
TTAPOUOIa TTPOYPAUMOTQ;

3. Tloia ATav n TauTion TNG avwTaTng Nyeoiag NG Neppavog pe 1o Z.AM.Z;

4. Anuioupyndnke autévoun oudda yia TNV avaAnyn, oxediaouo Kal uAoTroinan Tou
eyxeipipaTog; Ti opyavwaoiakéG aAAayEg uTmhpéay;

5. Tloiol ATav o1 apyIkoi 0TOXOI TTOIOTIKA KAl TTOOOTIKA;

6. Mwg TTPoBAABNKE N Magna KapTa apXIK4;
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Aiadikaoia karaypaeng meAarwv orn Magna kdapra

0N~

Ti €idoug aToIxeia CUANEYETE PE TNV AITNON EYYPAPNG;

Mola gival Ta TTPOVOMIA TTOU TTAPEXOVTAI OTO XPNOTN TNG KAPTAG;

Méool gival o1 KAToXol KAPTAG OE AVTIOTOIXIO PE TOUG N KATOXOUG dIaxPOVIKA;
Ymdpxel cuoTnUa avayvwpiong duvnTIKWY TTEAATWVY Kal agiag autwy oTnv

ETTIXEipNON;

5. TMoia gival Ta TTpovéuia TG Magna;

6. Mg 1T010 TPOTTO KaBOpPIfaTeE TO KOOTOG YIa TN dnuIoupyia ox€éong YE Evav TTEAATN;

Emavidpuon oxéoswv e XAUEVOUS TTEAATES

. YTrdpxel unxaviopog péoa amod 1o Z.A.M.Z TTou avayvwpidel Toug TTEAATES TTou

oTaudTnoav Tn oxéon Je TNV eTaipeia; Mropeite va TTpoodiopiceTe TNV agia Toug;
YT1rapyouv d1adpacTIKA HECA TTOU TIPOCEAKUOUV TTAAI TOUG TTEAATEG TTOU

OTPAPNKAV OE AVTAYWVIOTIKA KATAOTHUATA;

lMapakoAoubnon rou 2.A.I.2

. Mg 1moia kpiTApIa TTpoodiopifovTal o1 TTEAATEG e TNV UWNASTEPN agiq;
2. lo6oo ouxva avtAcital oToixeia yi auto;

3. YTTApXEl uNXAVIOPOG TTOU DIAQOPOTIOIEI TNV ETTIKOIVWVIA O€ TTEAATEG JE

OIAPOPETIKA agia EVTOG KAl EKTOG KATACTNHATWY;

4. T16éoo ouxva TTpoodIopileTe TO PEPIOIO TOU TTEAATN OOG;

5. Mwg petpdrte TNV avtiAaupavopevn agia rou €xel o TTEAATNG TOoo aTrd TN Magna

000 Kal aTTO TA TTPOIOVTA KAl UTTNPECIEG OOG;

Aiarnpnon meAarwyv

. YTrapxel dounuévog TPOTTOC TTOU TTAPAKOAOUBEI TIC AyopacTIKES GUVHBEIEC TwV

KaTtoXwv Kal un tng Magna;

2. YTTApXEl QUPIOPOUO ETTIKOIVWVIOKO KAVAAI JETOEU ETTIXEIPNONG KAl TTEAATWY;

3. Twg evioxUeTal TV TTIOTOTNTA TWV TTEAATWY TTOU OTOXEUETE;
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4. YTapxel EEQTOUIKEUPEVN TTAPOXT] TTPOVOUIWV-TTPOIOVTWY O€ TTEAATEC E
dlapopeTIKA adia;

5. Ymapyouv d1adikagieg dIa0TAUPWHEVWV-aUENoNG TTWARCEWY PEoa aTTo TN
Magna;

6. XpnolyoTroleite Ta OedOPEVA TWV TTEAATWYV YIA TTPAKTIKEG YEWYPAPIKOU KAl

AMECOU UAPKETIVYK;

Tepuariouog OXECEWV UE TTEAATES

1. Ymépyxouv 1poTTOI Va €VTOTTICETAI TTEAATEG PE XauNAn agia;

2. Tloiwa gival n TTONITIKA 00G JE aUTOUG;

Aioiknon avlpwmwyv Kai KATACGTNUATWY COXETIKA e 10 2.A.M.2

1. Ymrdpxouv ouoTnuaTikéG dIABIKATIEG EKTTAIOEUCNG TWV AVOPWTTWYV TTOU £PXOVTAl
o€ €TTAPNA PE TOV TTEAATN OXETIKA pe T Magna;
2. YTdpxouv KivnTpa 0TOUG TTWANTEG KAl KATOXOUG KATAOTANATWY yId TNV TTITEUEN

OTOXWV OXETIKA he TN Magna;

2.A.[1.2 ka1 emidpacn OTIC OXECEIC UE TOUS TTPOUNOEUTES

1. MNwg eTnpedlouv Ta OEOOPEVA TWV TTEAATWYV OAG TIG OXECEIG JE TOUG HEYAAOUG

TIPOUNOEUTEG TNAETTIKOIVWVIOKWY UTTNPECIWV;

Ymoornpikrikn TexvoAoyia

1. 'Exete emTEVOUCEI O€ TEXVOAOYIA TTOU TTAPEXEI TTANPOPOPIES YIA TOUG TTEAATEG 0OG
O€ TTPAYMATIKO XPOVO;

2. e T BaBuod gival n evoTroinon Twv TEXVOAOYIKWY EQAPHUOYWYV TTOU ATTTOVTAI TOU
AN

3. Tloieg TEXVIKEG £€0pPUENG Kal ATTOBNKEUONG DEDOUEVWV XPNOIYOTTOIoUVTAl,
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Mérpnon amodorikérnrag rou 2.A.M1.2
1. [Molol gival ol TTapAyovTeg TTou oTABWICoUV TNV ATTodOTIKOTNTA TOU CUYKEKPIKNEVOU

TTPOYPAMHATOG;
2. 2& TI BaBuod ol apxIkES eMOIEEIG ETITEUXONKAY;
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