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NMEPINAHWH

Autr] Tn oTiyu otnv EAANGBa TTOAAEG emTIXEIpAOEIS epapudlouv Th- pIAoco@ia HAEKTPOVIKNG
Alaxeipiong  2xéoecwv [lehatwv(Electronic  Customer Relationship Management) otnv
oAMNAeTTiOpacn TOug e  EMXEIPNUOTIKOUG TreAdTeg  (B2B)  kai  katavoAwtég (B2C)
xpnoigotroiwvTag Ta dlaBéoipa eutropikd cuotiuata CRM kai Tig- TexvoAoayieg MAnpo@opikng
kalr TnAemkoivwviwv (ICT) yevikdtepa. O1 uTTnpEeaieg TTOU TTPOCPEPOUV TA CUCTHHATA AUTA
éxouv cav Baoikd oTdox0o Tov avaoXediaoud Kal ThV AUTOPATOTTOINCN TWV:- 8IadIKACIWY TToU
OI€TTOUV TIG OXE0€IG e Toug TTeEAATES (dnAadr front-end d1adIKAGCIEG), PEIWVOVTAG TO KOOTOG KAl
BeATiwvovTag TO €miTTEdO €EUTTNPETNONG KAl IKAVOTTOINGNG  TwV: TIEAATWY, TIPOCPEPOVTAG
TapAAANAa AUc€IG o€ TTPOPRAANATA, KOIVOTOUIKEG TIPOTACEIG QEIOTTOINONG. ETTIXEIPNHOTIKWV
EUKAIPILV KAl EAKUCTIKA PETPACIUA atToTEAEOPaTA. Ta ouoTaTiké oTolxeia Twy e@apuoywyv CRM
OOCKOTIOUV OTNV €EUTINPETNON TWV AELTOUPYLWV Tou MApKeTIVYK, Twv FwAAcewv Kal Tng
E¢utnpétnong TeAatwyv  TTpoo@épovTag TeEPAOTIEG  OUVATOTNTEG TTAPAPETPOTIOINCNG KAl
OAOKARPWONG PE eVOO-ETTIXEIPNTIOKA Kal SIETTIXEIPNTIOKA TTAnpogopliakd cuaThuata (1r.X. ERP,
SCM).
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ABSTRACT

This moment in Greece a lot of companies adopt the philosophy of Electronic Management for
the Relations with Customers (Electronic Customer Relationship Management) in for their
interactions with companies (B2B) and consumers (B2C) using commercial tools such as CRM
and the Technologies of Information technology and Telecommunications (ICT) in general. The
services that those types of systems offer, focus on replanning and automating processes that
characterize the relations with the customers (front-end processes). As a result they succeed in
decreasing costs and improving the level of service and satisfaction of customers, offering at
the same time many solutions for a lot of problems, smart proposals for capitalizing business
oportunities and attractive, measurable results. The constitutive elements of CRM applications
suit the needs of Marketing, Sales and Customers Service offering enormous possibilities in
terms of parametrization and completion with business-to-business and [B2B] informative
systems (eg. ERP, SCM).
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KE®AAAIO 1° - EIZANQrH

1.1 EIZAIrQrH - ZYNTOMH NEPIrPA®H

2 YeVIKEG YPOPMEG OTIG £TTOEVEG OENIDEG TTAPOUCIACOVTAl O EVVOIOAOYIKOG TTPOCBIOPITHAOG TOU
CRM 1600 o¢ etitredo Asitoupyikig ovtdtnTag 6oo Kail o€ eTTiTedo epapuoyns. MNapouaiddovTal
o1 did@opeg katnyopieg CRM Bdon Tng XpNOTIKOTNTAG Kal BACN TOU €iBOUG TWV-ETTAYYEAUATIKWOV
OXE€0EWV OTIG OTToieG TTpayuaTtevovTal (B2B — B2C). H reAaTtokevipikh @IAoco@ia KaTaAaupdvel
£€va ONUOVTIKG PEPOG TNG €pyaoiag KAl ATTOTEAEl ONUAVTIKO KEQAAAIO TNG MEAETNG TTOU EXEl
TpayuatotroinBei. Tooo ol apxikég Bewpieg yia TI marketing oxéoeig Tou TeAdTn 600 Kai Ol
OUYXPOVEG ATTOYEIG AVOQOPIKA PE TN onUAVTIKOTNTA TOU YIA TNG €TQIpia, TIG marketing oxéoeig
TTou TIPETTEl va  dnuioupynBouv Kkal TIGC TACEIG  UAoTroinong atrd. T1a - ouyxpova CRM
TTapouaiddovtal Kal avaAuovTal S1ECOdIKG TTapakaTw. Ev ouvexeia, n 1pammedikn €UTTAOKA OTh
Tdon Xxpriong CRM kai o TpdTOI XpnAong Tng avagépovtal OI1E€0dIKA Kai BonBolv oTn
oQaIpIKOTEPN KAGAUWN Tou BépaTog atrd TTAeUpAs avaykwy Kal Tdoswv. Mpoxwpwvtag Ba doupe
Ta BETIKA Kal Ta apvnTIKA TNG xprions CRM yevikoTepa aAAd Kal yia TpooTrddeia oxedlaouou o€
etTiredo UML aAAd Kal TnG oxeoIakng Baong evog pikpou CRM 10 0110i0 Ba PTTOpEi va KOAUTTTE
TIG ONUAVTIKOTEPEG AVAYKES MIOG ETAIPIOG  evOg TPATIE(IKOU opyaviopoUu. Ta Uml’'s TTou éxouv
onuioupynBei, Bewpolpe ATl KAAUTITOUV. OAEG TIG BACIKEG -QVAYKEG Miag oUyXpovNG ETTIXEIPNONG
TTou dlaxeIpifeTal TTPOOWTTIKA Kal YEVIKA . guaioBnta - dedopéva TTeAATWV, MIAG Kal  gival
Katayeypaupéveg AUoeig Tou Treplypdgouv 1o operational CRM kai 1o Collaborative CRM.

ETriong mapoucidletal yia mpdTtacn xpriong multichannel duvarotrtwy atrd Tnv OTITIKA
ywvia TG KAAUWNG TwV TEXVOAOYIKWY QVAYKWY - €VOG WETOU XPAOTN Kal OXI Tou TTOAU
e€e1dIKeUPEVOU 1 Tou TTEPIOTACIaKOU. H gvvololoyikr) ovTdTnTa Sales atmmoteAei onuavTiKA avaykn
yla TRV OTToia £yIve TTPOCTTABEIa VO KAAUPOEi. Z€ YEVIKEG YPAUMEG, METG aTTO OAN TNV £pEuva TToU
£yIve 1600 aTrd TNyES 600 Kar ammo Tnv Tpdmela MNeipaiwyg n oTroia ATAV Kal JEAETN TTEPITITWONG
™G €pyaciag, €EnNxOn T1o cuuttépacpa 6Tl TTapOAo TTou n TeXVOAoyia €xel €mTPEWEl TNV
EUKOAOTEPN TTpOoWONON - PIag TTwAnong, n avBpwTrvn Tapéufacn Kal n €mMKOIVwvia Tou
uTTaAAfAOU pPE Tov TTEAATN TTaiel TOV TTIPWTAPXIKG TTapdyovTa. Mia pikpry TTapouciacn Twv
onuavTikéTeEpwyv CRM Tng ayopds, KaBwg kal £vag evOEIKTIKOG TTiVAKAG PE T TTOOOOTA XProng
Twv onuavTikéTepwy  CRM Ba BonBricel Tov avayvwoTn va avTIAngBei 1o o@aipika Kal
OUCIaCTIKG TO €TTITTEDO TNG TEXVOAOYIOG TTOU XpnOIuoTTolEiTal, TO PéEyeBog TTou AauPBdavel oTtnv
ayopd aAAd Kal T onuUAvTIKOTNTA TOU €PYAAEIOU yia Tnv OUAAN Kal GPUOVIKA AEIToupyia piag
ETTIXEIPNONG.

KAgivovTag avaypa@eTal TO CUUTTEPACHA TOU POITNTA TO OTToI0 £X€I £€axBei T6GO atod Ta
oToIXeia TTOU ava@épovial OTnv €pyacia aAAd kal OO YEVIKOTEPEG TTANPOPOPIEG TTOU
OUAAEXTNKOV KOTA TN~ OIGPKEID TNG MEAETNG KAl apopoUucav  CUPTTANPWUOTIKEG TACEIG KOl
avaykes. Aev gival Tuxaio 611 6Aol oI TPATTECIKOI OPYAVIOUOI TTAYKOOMIWG OAAG Kkai OAeg ol
ETTIXEIPNOEIG TTOU . CEROVTAl - TOUG TTEAATEG TOUG XPNOIYOTToIoUV epappoyég Tutou CRM Kal
otnpiouv Pey@Ao TTOCOCTO ATTO TIG AVAYKEG TOOO TIG OIKEG TOUG OCO0 KOI TWV TTEAOTWVY TOUG OTN
owoTh xprion Twv CRM Kal Twv £€Qapuoywy TTOU TIG CUPTTANPWVOUV. H TEXVOAOYIKN €EENIEN Twv
TeEAeUTOIWV 16iWG €TWV, KABWG Kal n TTPO0d0G TNG QVTAYWVIOTIKOTNTAG TWV ETAIPILOV TTOU
TIPOCPEPOUV TETOIEG EQPAPUOYEG E€XEl ATTOQPEPEI TN dnuioupyia TTOAU TTOIOTATWY CUCTNUATWV
CRM 110U ciyoupa BonBouv Tnv algnan TG TapaywylkKOTNTAG TWV ETTIXEIPACEWY

MeAétn kai Avamrruén CRM 8
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KE®AAAIO 2° - EIZAMQrH TO CRM

2.1 ENNOIOAOrIKOZ nPOZAIOPIZMOZ ZYZTHMATOZ CRM

H avatTugn kai n €€ENIEN Twv TTANPOQOPIOKWY TEXVOAOYIWV KAl TWV TAAETTIKOIVWVIWY. ETTITRETTEI
OTIG €TIXEIPOEIG va CUAAEEoUV TTAoUCIa Sedopéva yia Toug TTEAATEG Toug. AlaBéTovTag Ta
o0edopéva autd, n KABe emmixeipnon WTTOPEl va dnuioupynoel pia Ioxupr oxéon auTtig Kal Tou
TEAATN TTou Ba eival OTaBEPr], €TMKEPONG, Kal POvIUN. Me Tov TpoTTO autd Ba pTTopei va
ETTWQPEAEITAI TWV TTAEOVEKTNUATWY AUTAG TNG OXE0NG WOTE va BeATIwael TO marketing TnG, KaBWG
Kal TPOTTOUG YIa VA TTPOCEYYioel VEOUS TTEAATEG 1 va dlaTnproel Toug Adn uttdpxovTes. (Peppers
& Rogers 1993)

MNa 1o onuepivo emixeipnuatikd TTePIBAANoOv, OTTOU oI aAAayEG OTA. TTPOIGVTA Kal TIG
utTnpeoieg civalr Taxutareg, ol dpaaTtnpiotroinon Ogv eutrodideTal. Ao QUAIKA ouvopa, Ol
OUYXWVEUOEIG PEYAAWY ETAIPILOV KAl O ETTAVATIPOCBIOPIOUOS TWV TTEAATEIOKWY  PACEWV TWV
ETAIPWV KAl 1N TeEXVOAOYia, KAVEI €QIKTA TNV AP@IOPOUN ETTIKOIVWVIA HECW TTOAAATTAWV
OI1aBé0IywyY KavaAiwy, N uioBETNON PI0G TTARPOUG TTEAOTOKEVTPIKAG OTPATNYIKAG €XEl ATTODEIXTE
WG N MOVODIKA TTPOCEYYION TTOU UTTOPEI va TTPOCdWaEl O€ Wia €TTIXEipnon avetdptnTa ammd 10
MEyeBOG TNG N TO TTEdi0 BPACTNPIOTTOINCNG TNG, TO AVTAYWVICTIKO TTAEOVEKTNA KAl TV UTTEPAEia
TToU avalnTa.

2Auepa, To CRM &¢ev gival éva atrAd AoyIOHIKO TTPOYPONKA-TTOU XPNOIUOTTOIEITAI aTTO TIG
ETTIXEIPACEIS yIA TNV aTTAR atroBnkeuon - TTANPOPOPIaS yia TO TTEAATOAOYIO TnG. ATToTeAEl €va
oTPATNYIKO E€PYOAEIO TTOU Ol ETTIXEIPNOEIG. XPNOIMOTTOIOUV. yia va €£opUEouv ONPAVTIKEG
TTANPOYOPIES, WOTE VA EVTOTTIOOUV VEEG EUKAIPIEG KAl VO ATTOPEPOUV KEPDN.

270 evOEXOUEVO TTOU Ol ‘managers  ppouv. TPOTTOUG VO OTTOTIUACOUV Tnv agia Twv
OXEOEWV TOUG WE TOUG TTEAATEG - TOUG, HTTOPOUV Vva HETPAOOUV Kal va OIOIKAGOUV Tnv
QvTayWVIOTIKN B8éon Tng €mxeipnong Toug Trio €UKOAA Kal 1Mo cwoTd. ‘ETol, utropouv va
AVAYVWPIoOUV TIG KATAVOAWTIKEG GUVONKEG TwV TTEAATWYV TOUG, VA TIG KATAYPAWOoUV o€ KATToIa
Baon Oedouévwy, va oxedIAOOUV . UIa OTPATNYIKN ETTOQN ME TOUG TTEAGTEG Kal va Tnv
UAOTTOINCOUV PE GKOTTO TNV augnan Twv TTWAACEWV TOUG.

O 6po¢ Customer relationship management (CRM) énAwver tnv uegbodoAoyia tou
eEuTTNPETEl OTNV EMIONUAVON-EVTOTTIGHO Kal TNV. TTPOCEAKUON TwWV KaTavaAwrwy uéoa armod tnv
oladikagia avarmruén SIaTTPOCWITIKWY OXETEWV.

H peyoAUTepn UTTOXPEWON €VOG  TETOIOU CUCTHAMOTOG €ival N OUYKEVTPWON Twv
OIAPOPETIKWV QVAYKWY TTou £xouv ol TTeAdTeg. ETriong, peydAn TmpotepaidTNTa OTTOTEAEI O
TTPOCOIOPICHOG TNG TEIPAG EVEPYEIWV QTTO TIG ETTIXEIPATEIG, HE TEAIKO PEANUA TNV €EUTTNPEETNON
TOU KOTAVOAWTIKOU KOIVOU. ZnuavTikO KOoPPAT Tou CRM eival n aAAayr] TTou @épvel GTnV 00N
Kal TRV OKEWN TNG ETTIXEIPNONG, HEoa aTTO TIG DIEUKOAUVOEIG KOI QUOIKA TIG TIPOOTITIKEG KEPOOUG.

To CRM amoteAei pia emruxnuévn pEBodO, TTOU €yKAIVIAOTNKE KATA TNV OIAPKEIA TNG
oekaeTiag Tou 70, €€eAixBnke ae.autn Tou 80 aAAG yvwpIioe TNV TIIO CNUAVTIKN TNG wONon oTa
TEAN TOU 90 AOyw TNG PEYAANG €EENIENG TWV TTANPOQOPIAKWY CUCTAPATWY KOl TWV EQAPHOYWYV
TOUG.

To marketing Twv oxéoewv pe Tov TEAAGTN BacifeTal oTnv BewpnTiKA ATTOoWn OTI UTTAPXEI
EVO «OUVEXEGH TWV OXECEWV TNG ETTIXEIPNONG YE TOUG TTEAATEG, TO OTTOIO EKIVA ATTO IO OTITIKA
TTOU apyXIKG OToXeUEl oTnV €TTTEUEN ATTAWV CUVOAAQYWY PE TOUG TTEAATEG KAl QTAVEl £WG TNV
UI0B€TNON POKPOTTPOBECHWY Kal apoIfaia IKAVOTTOINTIKWY OXEoEwv e autoug. (Mataiwdvvou,
2005)

MpaKTIKG, TO ATTOTEAEOUA TNG €QAPUOYNAG TNG HEBOOOU gival N BeATIwWON TWV OYXEOEWV
TNG €ETAIPIAG PE TOUG TTEAATEG Kal N oUvdeon padi Toug yia 600 TO duvaTdVv TTEPICOOTEPO XPOVO
TNG KATAVAAWTIKAG CWAG, TTPAYHUA TTOU JOPTUPA TIICTOTATA TOU TTEAATN TTPOG TNV ETTIXEIPNON.

MeAétn kai Avamrruén CRM 9
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Aikaiohoynuéva Aoimtov, TToAAoi peAeTnTéG uTTooTnpPiCouv 6Tl TOo CRM atroteAei Tn
onuavTikGTEPN €TTAVACTACON OTNV  BI0IKNON TWV ETIXEIPACEWY HETA TNV €QEUPECn ToU
€PYOOTACIOU Kal TNV UI0BETNON TNG YPAUUng TTapaywyns (KouutrapéAng, 2003).

Mo ouykekpipgéva oTov TPATTEQIKO TOUED, €vag OTTO Ta BACIKOTEPEG UTTOXPEWOEIG TOU
THAMOTOG TTpoWONOoNG Kal dla@hpiong YIag TPATTECag gival va QEPEl O ETTAP AyOpPaOoTES Kal
TTWANTEG TTPOIGVTWY Kal UTTNPECIWV £TO1I WOTE VA dNUIOUPYNOEl TTEAATEG. Z& PEPEG OTTOU N
@IN0COPia OAWV TWV ETTIXEIPNOEWV dEV UTTOPEI TTOPA va gival TTEAATOKEVTPIKA, N avAaTITUgn Kai
dIaTAPNON OXE0EWV HOKPOXPOVIAG OUVEPYAOiag Kal dEOPEUONG MIOG ETIXEIPNONG . ME - TOUG
TTEAATEG TNG €ival KATI EEAIPETIKA SUOKOAO aAA& TTOAU oNUAVTIKO yIa TNV avaTITuén TNG eKAOTOTE
ETTIXEIPNONG.

H diaxeipion meAateiakwv oxéoswv (CRM) atroTeAei AoV aTTaPQITATA OTPATNYIKA YId
OAeg TIG emTiXEIpr|OElG, dedopévou OTI N ATTOTEAECUATIKY) €QAPMOYH ThG UTTOPEl va auénoel Tnv
IKAVOTTOiNGT), TNV TTIOTN Kol Tn diatipnon TeAATwY Kal €701, TIG TIWAAOCEIG KAl VO 0BNYyroEl O€
emavahappavopeveg ayopés. Mapdha autd, av kai To CRM egival pia omd 11 ToxutaTa
QVOTITUOOOUEVEG BIOIKNTIKEG TTPOCEYYIOEIG yIa TNV oUyXPovn €TIXEIPNON, N €QApPUOyr Tou dev
Exel ammodwoel TTavTa Ta avauevopeva atroteAéopara. - 2e  €peuva Tou o -Kekoe (2002)
dlatrioTwoe o1 PEXP!I Kal TO 20% Twv ETTIXEIPNCIOKWY AVWTEPWV UTTOAANAWY UTTOOTAPIEE OTI OI
TPWTEG e€@apuoyég Tou CRM egixav PAayel TIG¢ TreAateiakéG oxéoelg. 'ETOl, o TpATTEQIKEG
ETMIXEIPACEIG XpEIadeTal va €EETACOUV TTPOCEKTIKA TIG €TTeEVOUCEIC 0€ CUOTAUATA dlayeEipiong
TeAaTelakwy oxéoewv (CRM) €101 WoTe va €xouv TO €mOUUNTS yIa TNV ETTIXEIPNOTN OTTOTEAECA.

2.2 OPIZMOZ CRM KAI FENIKH ®INOZO®IA

To CRM (customer relationship management). fj aAAiwg dlaxeipion TTEAATEIOKWY OXECEWV OeV
gival ammAd éva tmpoidv | éva TTPOYPANMA, gival QIACCOQIQ; gival O aVTIKATOTITPIOWOG TNG KABE
ETIXEIPNON OTTévavTl OTOUG TTEAATEG TNG.

2UpQwva e TTOAAEG BiIBAIOypagieg,  TTPOKUTITEL OTI UTTAPXEI TTOIKIAIG OPICUWVY YyIa TNV
dlaxeipion TeAaTelokwy oxéoewyv. ‘Evag Adyog TTou Ba utropouce va SIKaloAoyAoEl auTh Tnv
TTOIKINOOPQIa TWV OPIGUWV €ival N SIAQPOPETIKOTNTA TTOU- UTTOPEI VA TTPOCPEPEI OE KABE eTalpeia
n uloBétnon evog TETOIOU CGUCTAMATOG, AVATITUENG Kal OlaXEIpIONG TwV OXECEWV HE TOUG
TTEAATEG.

To CRM c¢ival pia €TTIXEIPNPOTIKI) OTPATNYIKA TTOU OTOXEUEI OTNV HEYIOTOTTIOINGN TWV
€000WV Kal TwV KEPOWV KABWE Kal TNV augnaon Tng IkavoTroinong Twv meAatwy. Or TexvoAoyieg
TTou utrooTnpifouv TNV «@IAocoia» CRM cuykevTpwvouv Kal ammoBnkeuouv dedouEva yia TOUG
TTEAATEG, TOUG TTPOUNBEUTEG, TOUG CUVEPYATES Kal TIG EEWTEPIKEG KAl ECWTEPIKES DIOBIKATIES WIAG
ETTIXEIPNONG.

H avAykn autr Twv. €TTIXEIPAOEWY. VO GUYKEVTPWOOUV 600 TO OUVATOV TTEPICOOTEPES
TTANPOYOPIES yIa TOUG TTEAATEG TOUG (UOTE VA UTTOPECOUV VA TOUG EEUTTNPETIIOOUV KaI VO TOUG
kataAdBouv kaAuTtepa dev gival KATI Kavouplo. OUTE, QUOIKA, Ol ETTIXEIPATEIG TTOU UIOBETOUV éva
oloTnua  GUAAOYNAG.  TreAaTEIOKWY - Oedopévwy  Ba  aTToKTAOOUV  Giyoupa  avTaywvIoTIKO
TIAEOVEKTN AL

>1nv TpayuaTikoTnTa -To 1988 o Harvey Mackay €¢édwoe 10 BIBAio «Swim with the
sharks without being eaten alive». O okomdg Tou BIBAiou ATV va dWoEl OTOUG OVIAYWVIOTEG
TOU TTPOKTIKEG OUUBOUAEG yIa TO TTWG OI ETTIXEIPACEIG UTTOPOUV Va dWOOUV VEEG BIOCTATEIG OTIG
UTTNPECIEG . TOUG TTPOG. TOUuG TTeAdTeG, OivovTtag Toug Tnv duvatdoTnTa va  ATTOKTAOOUV
QVTAYWVIOTIKO . TTAEOVEKTNUO -Kal OKETITOPEVOI Tnv TeXvOAoyia Tou 1988, o Mackay o©Oev
avaepoTav o€ TTpoidvTa Goldmine i Act.

Mo ouykpiyéva o Mackay dHAwoe «Aev PTTOPEITE va TTIOTEWETE TTOOO TTOAAG EEpoupe
yla Toug TTEAATEG pag. Oféhoupe va EEpoupe, Paci{OPevol OTNV TTAPATNENTIKOTNTA KOl OF
oulnTnoeIg pouTivag, TI apéoel OTOUG TTEAATEG pag, PE TI Ba aioBavotav TTEPAPaAvVOL... OTav
yvwpifoupe 0Toug TTEAATEG PaAG KATTOIO OTTO TA IBIGITEPT XAPAKTNPIOTIKA TOUG, TTAVTA BPiOKOUME
Mia Baon wote va €pBoupe o€ emagn padi Toug kai va Toug piIAfncouue» (Glick, 2007)

3TNV TTEPITITWON QUTH UTTAPYXEl TTAVTOTE O KiVOUVOG N YyVWOon QuTH va TTAPOUEIVEI O€
MEMOVWHEVOUG avBpwTToug Kal va unv diapoipacTei yéoa oTnv emixeipnon. MNa tov Adyo autd o
Mackay emépeve 6T oF TTANpo@opieg Ba ETTPETTE va ypAPOoVTal, VO KATaXwPOoUvTal Kal va
dlaoTrEipovTal HECQ OTNV E€TTIXEIPNON.
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Me Tov TPOTTO auTtd dnuioupyRdnkav Ta Tpwta CRM cuaTtriyara. MNMoAU cuuavTikd yia
TNV €TMXEipIon €ival va Bpedei évag TPOTTO va POIPATTEN N yvwaon £T01 WOTE 0 KaBévag péoa otnv
eTmIxeipnon va Bpel évav TPOTTO va TTPOOPEPEl EEAIPETIKEG UTTNPECIEG OTOV KABE TTEAGTN. KT
TETOIO UTTOPEI XPNOIKMOTTOIWVTAG TTIO TTOAUTTAOKA TTPOYPAUUATA.

H kdBe emixeipion kdvovTag otroladATToTe €AoY AUONG, TO TTO- ONPAVTIKG €ival va
OUYKEVTPWOEl Kal va Kataypdyel 6ed0ouEVA YIa TOUG ONPAVTIKOUG TNG TTEAATEG (DOTE VA UTTOPEI
VO aVTATTOKPIBET KAOAUTEPA OTIG TTPAYHOTIKEG AVAYKES TWV TTEAATWV TNG.

‘Eva Customer Relationship Manager ptropei va opioTei ammé 1a €€hg TEooEpQ oTOIXEIQ:
I'vwon (know), XZréxog (target), mwAnosic (sells), Ymnpeoia (service). (IDC and CAP
Gemini, 1999). 'Eva CRM atraitei va €ival yvwoTo Kal KATavonto. OTnv €TTIXEIPNON 01 TTEAATEG
TNG Kal 1 ayopd OTNV OTToia ATTeEUBUVETAIL. Z& AUTO EPTTEPIKAEIOVTAI OI AETTTOMEPEIG TTEAATEIOKEG
TTANPOYOpPIEG PE OKOTTO n E€TXEipnon va €mMAEEEl TOUG TTIO ETTIKEPDEIC TTEAATEG TNG Kal
avayvwpioel autolg yia Toug oTroioug Oev agiCel TTAéov va etrevduel. EmAéov 10 CRM,
ouvett@yetal TNV aglotroinon Tng TPoo@opds: Moia mpoidvra Ba TrPétrel va TTOUAROEl N
EMIXEIPNON, O€ TTOIOUG TTEAATEG KAl PECW TTOIWV KAVAAIWYV. ZTIG TTWANCEIG Ol ETTIXEIPNOEIG
xpnoiyotroiolv Campaign marketing yia va au§joouv Tnv- amoTeAeoaTIKOTATA TOU marketing
Toug. TéAog, To CRM TmrpooTraBei va diartnpAoel Toug TTENATEG TNG ETTIXEIPNONG WE TNV BorBeia
S1aPOPWV UTTNEECIWY OTTWG Yia TTapddeiyua TNAeQwVIKA kKévTpa (call centers) (Siomkos, et. Al,
2006).

To CRM atroteAei pia évvola duo ETTimedwy.

e To TpwTo €TTTEDO QAVAPEPETAI OTO VO UTTOPECEl N ETTIXEIPNON VA Yivel
TTEAATOKEVTPIKA. AUTO CUVETTAYETAI OTI Ba TTPETTEI VA OAAAEEI TOV TTPOCAVATOANICUO TNG
atrd TO TTPOIGV OTOV TTEAGTN Kal va Kabopioel yia oTpaTnyikh a1rd «€EW TTPOG TA PHECO»
Kal Oxl1 atrd «PECa TTPOG Ta €EW» 2TO ETTIKEVIPO TNG ETTIXEIPNONG Ba TTPETTEl va gival Ol
QAVAYKEG TOU TTEAGTN KAl OXI TA XAPAKTNPIOTIKA TOU TTPOIGVTOG.

e O emixelpnoelg oT1o. OeUTEPO  €TTiITTESD - WOBOUV TNV  AVATITUEN TOUG
TIPOCAVOTOANIGUEVEG TTPOG Tov TTEAATn evowpatwvoviag CRM oe 6Ao 10 PRAKOG NG
aAugidag agiag Tou TTEAATN HoxAeUovVTAG TEXVOAOYIEG WOTE va TTETUXEI Wia TTEAATEIOKA
d1oiknon 1pog Toug TreAdreg. (IDC-and Cap Gemini, 1999)

T gival Aoittév €va oUCTNPA TTEAATEIAKWY. OXECEWV;

Av kal Oev UTTAPXElI KATTOIOG OPIOUOG CUYKEKPIYEVOS YIa TO TI akpIBwg ecival éva
ouoTtnua CRM, évag opioudg Ba utropouae va gival o TTapaKATw:

«H owoTA xprion avBpwTTwv, TEXVOAOYIWV, GTPATNYIKWY Kal SIadIKATIWY WATE N ETAIPIO
va OnNUIoUPYACEIL, va BEATILWOEI Kal va OI0TNPENACEI TIC OXECEIG TNG ME TOUG TTEAATEG TNG WOTE va
peyaAwael Tov KUKAO Cwr¢ TNG Kal va auEnoel TIG TTwANCEIS TTpog auTtougy». (MaoxdtToulog,
XouUpua, 2003)

O mmo atmAdg opioudg TTou ptropei va 80B¢i yia To CRM cuu@wva e Toug Zikmund et al.
(2003) civar:

«To CRM c¢ivar pia diadikaaia, o1éxog TnG otroiag €ival n guAAoyr] TTANPOQOPIWY TTOU
BonBouv aTo dI0IKNTIKO TTPOCWTTIKG UIAG ETAIPEIAG OTO va BIAXEIPIOTEN PE TOV KAAUTEPO duvaTO
TPOTTO TIG OXEOEIG TNG UE TOUG TTEAATEG TNG.»

‘Evag ammAouoTEPOG OPICHOG Eival:

«H ouptmpagn marketing, TTWAACEWY, UTTNPECIWY Kal TEXvOAoyiag yia Tnv dnuioupyia
TOTWV TEAATWYV  ATTOOKOTIEl OTO KEPDOOG HEOW TNG BeATIWPEVNG QVTAYWVICTIKOTNTAG KOl
€EUTTNPETNONG

EmimAéov:

«To CRM ¢ivai évag ouvduaopog TNG ETTIXEIPNUATIKAG d1adikaoiag Kal TEXVOAoyiag TTou
avalnTa TNV KaTavonon Twv TTEAATWY TNG KABE ETTIXEIPNONG OTTO TNV TTPOOTITIKI TOU TTOIOI Eival,
TI KGvOUV Kal T Toug apéael». (Could Well, 1998)

O1 Kalakota kair Robinson (2001) avagépouv 611 «t0 CRM €ival pia oAokAnpwpévn
oiadikaoia TwAnong, marketing, kal oTPATNYIKAG UTINPECIWV TTou €EapTdTal ommd €upeiag
KAIHOKOG OUVTOVIOUEVEG EVEPYEIEG ATTO pIA ETTIXEIPNON Yyia TNV TTPOCEAKUCH Kal dIaTAPNON
TTEAATWV.»

EmmpdoBbera o Tiwana (2001) avagéper 611 «To CRM eivar évag ouvduaouog
ETTIXEIPNOIOKWY OIAdIKACIWY KAl TEXVOAOYIOG TTOU UIOBETEN HIa ETTIXEIPNON KAI TTOU ETTIOIKEI va
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ATTOKWOIKOTTIOIACEI TV CUUTTEPIPOPA TWV TTEAATWYV TNG TTPOKEINEVOU va DIAQOPOTIOINCEl TA
TPOIOVTO KAl TIG UTINPECIEG TNG TIPOCPRAETTOVIOG  OTNV  QTTOKTNON  QVTAYWVIOTIKOU
TTAEOVEKTANATOG. »

ETriong €xel diatuttwOEi OTI:

«To CRM &¢v cival éva 1Tpoidév AAAa Pia ETTIXEIPNPATIKA QIAOCO®Ia TTOU. TTPOCEYYICEl
d1d@opa avegdptnra TuAMaTa Tou opyaviouou. O1 egpapuoyés CRM eival oxedlaopéveg yia va
OleUKOAUVOUV Thv evoTroinon, Tnv avdAucon kKai Tnv 81adoon Twv TTANPOPOPILV ATTO TOUG
UTTApYOVTEG BUVNTIKOUG TTeEAdTES. T va eival epapudoiun pia Auon CRM- xpeidletar va givai
TEXVIKA OAOKANpwpévn Kal w¢ €K TOUTOU OTTQITEI OUVETTEIG OIOPOIPACOPEVEG  ATTOBNKEG
TTANPoYopIwV Twv TTEAaTWV» (Vlachopoulou et al, 2002)

2uvorrTikd, o CRM givar pia orparnyikn Kard tnv Orrola. ol ETAIpIEC dnuioupyouv uia
TTEAQTOKEVTPIKI QIAooogia eoTIaOEVN TTAVTA OTIC OIAPOPOTTOINUEVES QVAYKES TOU KABE TTEAGTN.

‘Eva CRM cuotnua atroteAsital atrd duo pépn:

CRM=customer understanding + relationship management.

(Jaideep Srivastava et al, 2002)

Mia pikpr etmixeipnon givalr eUKOAO va KATAAABEN TIG AVAYKEG TwV: TTEAATWV TG, avTiBeTa
ME TIG HEYAAEG ETTIXEIPNOEIG TTOU EEUTTNPETOUV €vav PEYAAO apIBUO TTEAATWY Kal dUOKOAEUOVTaI
va KaTaAdBouv TIGC avaykeg Tou KABe TteAdTn EexwpioTd. ‘Evag amd Toug BacikOTEPOUG
TTAPAYOVTEG YIa TNV UIoBETNoN €vog  cuaThuaTtog - CRM.  ATav n-ouveidnTotroinan, amo Tig
ETTIXEIPATEIG, TNG UTTAPENG AUTOU TOU XAOUATOG YWWOEWG.

QoT1600, 0 BacIkOTEPOG OXedIAoUOS Twv. CRM cuoTnuaTwy, £yIve yia To 0eUTEPO PEPOG
NG €€icwong CRM=customer understanding + relationship management.

Tnv diaxeipion oxéocwv (relationship management). Xwpig Tnv karavonaon Tou TTeEAdTN
OuwWg, n dlaxeipion oxéocwy, NTTOPEN va Pny gival 1Id1aiTEpa TTapaywyikn.

2TNV KOAUTEPN Kal TTO0 AUECN QVTATTOKPION TOu TrEAATN, OnAadr oTnv KaAUTEPN
dlaxeipion Twv OXEoewyv, UTTopei va odnyAoel n BeATiwon Tng Karavonong Tou TTeAdTn (customer
understanding). Auté pe Tnv oeipd Tou 0dnyei OTNV. GUAAOYN TTEPICTOTEPWY OESOUEVWV TTOU
a@opoUV Toug TTEAATEG, ATTO TIG OTTOIEG Ol ETTIXEIPNOEIG KATAAyouv o€ TTio {ekABapn katavonon
Tou TTEAGTN. AuTh N KUKAIKA diadpopun n-aAAIwg virtuous loop, @aiveTal oTo TTapakdaTw oxAua 2.1
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To virtual loop yia va eQaPUOCTEl OTIG ETIXEIPAOEIS €ival avAykn va oUUBOUV TTOAAEG
aAAOYEG OE OPYAVWTIKEG KOl TEXVIKEG UTTOBETEIC.. ApXIKA, Ta TTEPICOOTEPA BESOUEVA VIO TOUG
TTEAATEG GUAAEYOVTAI yIa AEITOUPYIKOUG Aoyoug Kal &gv PTTOPOUV €UKOAQ va opyavwBouv yia
avaAuon. Auté TO TIPOBANUO  MTTOPEI - VO. QVTIMETWTTIOTEl PE XPrion TEXVIKWY avAaAuong
oedopévwy (data -analysis techniques), pe TG oTroieg ptmopolv va agiomroinBouv autd Ta
oedopéva Kabwg Kal'va Bonbrioouy TIG ETMIXEIPATEIG VA avOKAAUWOUV VEEG EUKaIpie. ETIITTAEOV,
gival TTOAU onuavTikG auTh N yvwan va KaAUwel 6Aa Ta KavaAia Kal Ta Onueia eTagng Twv
TEAATWV — WOTE N BACN TNG TTANPOPOPIaG va gival OAOKANpwHEVN Kal va BeiXVel Jia OAIOTIKN Kal
OAOKANPWHEVN EIKOVA YIQ TOV KAOE TTEAATN. Z€ AUTO EUTTEPIEXOVTAI Ol TTEAATEIAKEG TUVAAAAYEG,
aAANAEMOPAOCEIG,  TO - XOPAKTNPIOTIKA Kal To  TIPOQIA  TOug, 10TOPIKO TWwV UTTNPECIWY,
ONMUOYPAPIKA, WUXOYPAPIKA Kal OAa Ta UTTAPKTA dedopéva TTou TTEPIAAUBAVOUV TOUG TTEAATEG.
TEAOG, TTOAU onuUavTIKO gival aAAayr TNG OpyavwTIKAG @IAOCOPIag atmod Tnv TwPIVA ETTIKEVIPWON
oTa TIPoIdvTa OTTWG TTAPOUCIAleTal 0To OXAUa 2.2. H mreTuxnuévn uioBéTnon evog CUOTHUATOG
CRM atrairei aAAayég oTo marketing atmé 10: «2¢€ TOIOV UTTOPW vVa TTOUAROW Ta TTPOIOVTA LIOU; »
210 «TI Xpeialerar o0 TTEAQTNG LIOU; »
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Customer focused Mmarketing
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ZxAua 2: AAAayég TTou atraiToUvTal va yivouv oTo marketing yia etuxnuévn €Qapuoyn
ouoTnudrwv CRM

Texvoloyieg MAnpoopikng kai Emkoivwviwy  XpnoipotrolotvTal ammd éva CRM €101
WOTE VO eVOWWPATWOEl TIPAKTIKEG marketing, " TTWAACEWY. KAl UTINPEECIWV KAl VO  TTOPEXEI
UTTNPECIEG TTPOCAPUOCUEVES OTIG QVAYKEG TOU EKACTOTE TTEAATN OTOXEUOVTAG TNV €VOUVAUWOEI
TNG APOCiwaoNG TOU KATaVOAWTA KAl TNV augnon Tou KEPSOoUG.

‘Eva CRM atroteAeital armdé 600 BACIKG THAPATA:

* AvdAuon oroixgiwv. reAarwv

* [Tporevoueves TTPAKTIKES OIAdIKATIEC

Mo ocuykekpiyéva 1o CRM atroteAei Tnv oTpatnyikf avATTTuéng Tng €mixeEipnong, n
oTToia KAVoVTag Xprion Twv BAcewy dedoueEvwy TToU SIOBETEl KAl TNG TEXVOAOYIAG, SIaUOPPUIVEI
MIO EPTTEPIOTATWHMEVN  ATTOWN YIA- TOUG TTEAATEG TNG ME OTOXO OAEG oI aKOAouBoupeveg
ETTIXEIPNOIAKEG OIABIKACIEG VO BEATILOVOUV TIG OXEOEIG TNG TPATTECAG PE TOUG TTEAATEG TNG.

Me aAAa Adyia 1o CRM, OTTwg TTPOKUTITEI aTTO TOUG TTAPATTAVW OPICHOUG, €ival éva
oUvoAo S1adIKACIWV TTOU €XOUV OXEDIOOTEI UE OKOTTO TNV GUAAOYA Kal avdAucn TTANPOQOPIWY
Tou BonBoulv. pia eTmixeipnon otnv dlaudpewaon Kal agloAdynan evVAAAAKTIKWY OTPATNYIKWY
oxediwv. ZKotmog Tou CRM givar va BEATILWOEI TIG UTINPETIEG TTOU TTPOCPEPEI MIa ETTIXEIPNON
OTOUG TTEAGTEG TNG , VO EVIOXUOEI TNV IKAVOTTOINON TTEAQTWY Kal va cupBaAAel otnv dnuioupyia-
d1aTrPENoN TWV PAKPOXPOVIWY OXETEWV.

SUPTTEPOAOHATIKY, Ba pTTopolcape va TToUPE TTwg N @iIAocogia Tou CRM ptropei va
OUVOUYIOTEI OTA TTAPAKATW.

o Eomdadel otov EAATN TTEPIOCOTEPO ATTO TO TTPOIOV.
o Amaitei aAAayEg OTIG TTOPAdOCIAKES ETAIPIKEG OIABIKATIEG, OTA CUCTHUATA AAAG KAl OTNV

KOUATOUpPA TNG ETAIPIAG.

e Aykahidlel TIG AsiToupyieg Twv TTWANCewv, Tou marketing dAAa kai TIG dladIKATIESG

UTTOOTAPIENG.

e Aykahiddel Ta TTapadociokd kavahia diavoprg GAAa Kal To Internet.
e YmooTnpifel To KUKAWPA TTPOUNBEUTWYV OTIG ETAIPIEG.

ZU0pewva pe Tnv BiBAIoypagia utrdpxouv Tpia €idn CRM:

e Aeimoupyiké CRM (Operational CRM)
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e uvepyatikdé CRM (Collaborative CRM)
e Avahutik6 CRM (Analytical CRM)
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ZxAMa 3: Apxitektovikl CRM cuoTnudTwyv

2.2.1 Aszitoupyiko CRM (Operational CRM)

To Aeitoupyiké CRM trapéxer front-office utrootipién oTig TTwARCeIg, 1o marketing kal oTnv
eCuttnpétnon meAatwyv. Ta kdABe  1eAdTn &IATNPEiTE TO «IOTOPIKG TIEAATN» OTO  OTI0IO
Kataypd@etal KABe aAANAETTIOPOACN TOU CUYKEKPIUEVOU TTEAATN, £TAl WOTE OAO Ta PEAN MIOG
ETTIXEiPNONG va PTTopoUv va KAvouv KARon dedopeévwy atrd pia BAon Pe TO 1I0TOPIKG TOU TTEAATN,
otrote auto eival atmapaitnTo. To HPEYOAUTEPO ICWG TTPOTEPNMA TOU €ival TTwG KABe TTEAATNG
MTTOPEI VO ETTIKOIVWVEI PE TTOAAG OIOQOPETIKA ATOUA 1] PETW TTOAAWYV SIAQOPETIKWY KAVAAIWYV
Méoa o€ pIa €TTIXEIPNON, XWPIG va gival atmapaitntn KABe gopd n avagopd 6Ao0 Tou IGTOPIKOU
TWV EVEPYEIWV TTOU €xouv Yivel ‘Eva Acitoupyikd CRM cuAAéyel 6edopuéva yia Toug TTEAATEG JIag
ETTIXEIPNONG WOTE:

¢ Na diaxeipiovtal EUKOASTEPA O TTPOWONTIKEG evEPYEIEG (Campaign)

e Na autopatoTroiolvTal TTOAAEG AsiToupyieg marketing

e Autopatotroinon Twv TTwARCEwV Kal TNG TTapayyeAioAnwiag (Phillip Lauren)

levikad Ta ouoTipara CRM BonBouv Tig TIXEIPHOEIG va DIAXEIPICTOUV TIG GXECEIG TOUG
ME TOUG TTEAATEG; Kai gival uTrelBuva yia Tnv oUAnwn, Tnv ammobnkeuon kai Tnv avaiuon
TeAaTelokwy dedopEvwy. Ta Asitoupyikd CRM BonBouv Tig emixelprioelg va aAAnAemdpdoouv
KOl va €TTIKOIVWVACOUV UE TOUG TIEAATEG OUVABWG HE TNV HOP®A TNAEQWVIKWYV KEVTPWY,
IoTooeAidwv, direct mails, direct sails kal communities.

To Aeiroupyiké CRM diamrpaypoTteletal JE Tov KUKAO €TTIKOIVwviag (contact cycle).
MpwTapylIk6 oTdX0 OTOV KUKAO ETTIKOIVWVIAG OTTOTEAEI N dnuioupyia VEWV OXECEWV.
MpoBAAuaTa TTOU €vOEXETOI VO TTPOKUWOUV Eival ATTapaitnTo va OVTIUETWITIOTOUV KOl VEEG
TEXVIKEG O EQAPPOCTOUV :

e Autopatotroinon TwARocwv. (Sales force automation — SFA)

To SFA, autopatoTrolei JEPIKEG OTTO TIG TTIO CNUAVTIKEG TTWAACEIG TNG ETTIXEIPNONG Kal

Topéwv Tng dloiknong TIwWANCewy, OTTwG yia Tapddeiyya lead/account management,
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ETMKOIVWVIOKO management, TTpofAéwelg, dielBuvon TWAACEWY, ONUOYPAPIKA  Kal
WUXOYPAPIKA XOPAKTNPEIOTIKA, KaBWwg Kal Tnv atmrédoon Tou management. Ta epyaieia SFA
£Xouv oxedIOOoTEl WOTE VA BEATIWWGOUV TNV TTAPAYWYIKOTNTA TWV TTWARNCEWV.

o [leAaTtelakég utrnpeaieg kal uttoaTrpiEn (Customer Service and support- --CSS)

To CSS autopaToTrolEl PEPIKEG UTTNPEECIEG TTOPATIOVWY, ETTICTPOPAG TTPOIOVTWV Kal
avag¢htnong TAnpogopiwy. lMapadooiokd eowTepikd epyaAcia Ponbeiag kai TTapadoaiokd
TNAEQWVIKA KEVTPO UTTOOTHPIENG VIO TIG €PWTNOEIC TWV TTEAATWV CUPTTEPIAQUBAVOVTAl OTO
“Customer interaction center — CIC) xpnoipotroliwvTag TToAAd kavaAia (81adikTuo, TNAEQwVO.
dag, TPOCWTTO PE TTIPOCWTTO, KATT.)

e Autoparotroinon eTmxeipnoiakoU marketing (Enterprise marketing automation — EMA)

H EMA T1poo@épel  TTANPOPOPIEG OXETIKEG ME TO - ETTIXEIPNOIOKO TTEPIBAAAOVY,
CUMTTEPIAOUBOVOPEVWY TWV QVTOYWVIOTWY, TNV YEVIKA KATEUBUVON TNG ETTIXEIPNONG KABWG Kal
MOKPO-TTEPIBAANOVTIKEG PETABANTEG. Eival n eKTEAEOTIKA TTAEUPA TNG KaPTTAvVIAg Kal Tou Lead
management. O okotdg piag EMA e@apuoyAg eival n BeATiwan TG atroTeAEOUATIKOTNTAG TNG
ekoTpateiag marketing.

H Acitoupyia tou TtrepiAauBdvel dnuoypa@iky avdaAuon, MeETABANTH KATATUNON Kal
MovTéAa TTPOBAEWNG.

2.2.2 uvepyariké CRM (Collaborative CRM)

To 2uvepyarik6 CRM xpnoIyoTToOIEiTal YIO VO EVOPUOVIOE TIG TTOAUKAVAAEG UTTNPETIEG Kal TNV
UTTOOTAPIEN TTOU TTPOCQEPEI N €TTIXEIPNON OTOUG TTEAdTEG TNG. TiveTal Xprion TnG UTTOdOoUAG yia
QVTOTTOKPION KOl OTTOTEAECUATIKI] UTTOOTHPIEN - TTOU - TTAPEXETAL OTOUG TTEAATEG Kal agopd
EPWTACEIG, TTAPATTOVA, TTEAQTEIAKA BEUATA KATT.

To Zuvepyatikdé CRM utrooTnpiel diadikaoieg Trou dieayovTal o€ emmitredo back-office,
TToU €TTNPeAdouv TIC OPACTNPIOTNTEG TWV TIEAATWV Kal Tnv dIaTAPNON TwV TTEAATEIOKWY
oxéoecwv. TEToieg gival o1 Collaborative ecwTtepikéG AsiToupyieg dietBuvong IT, n diaguion, n
TIMOAGYNON, N ouvTAPNan, 0 oxedlaoudg, To marketing.

To Zuvepyariké CRM pTtropei-va xpnoiyotroin@ei pe emtuxia oe dIGQopa TUAPOTA
ETIXEIPACEWV OTTWG TTWANCEIG, TEXVIKN UTTOOTHPIEN Kal marketing, pe okoTrd va diauoipacTouv
MEoQ OTNV ETTIXEIPNCN O CNUAVTIKES TTANPOYOpPIEG TTOU GUAAEyovTal aTTO TIGC GAANAETTIOPACEIG UE
Toug TreAGTeEG. O KuplodTEPOG OTOXOG €vog Collaborative CRM eival n xpnoiyotroinon Ttwv
TTANPOYOPIWV TTOU £XOUV CUYKEVTPWOET atTd dAa T TUAMATA TNG ETTIXEIPNONG WOTE va PEATIWOEI
n moIéTNTa TWV TreEAaTelakwv-utTNpeaiwy. (Phillip Lauren)

E€aitiag Tou 6T 1O Zuvepyarikd CRM KaAUTITEl AuETES AAANAETTIOPACEIG PE TOUG
TEAATEG, aTTOTEAEI ‘M PHEBODO 1810iTEPO- ATTOTEAEOUATIKA OTIG €TMKOIVWViEG. H eTiTeuén tng
aAAnAeTTidpaong ‘ummopei  va - TTpokUWel Jéow 10TooeAidwy, e-mail kai Automated voice
Response. Miag kai €ival éva duvapikd epyaleio, KAvel EQIKTO aTnv €TTIXEipnon va diapoipadel
oToUG dIaPOPOUG TOMEIG TNG TIG TTANPOPOPIES TTOU CUAAEXTNKAV aTtTd TNV aAANAeTTidOpaon auTr) he
TOUG TTEAQTEG.

Ek16g amd Tov--Baoikd 0T1dx0, TOUu cuvepyaTikou CRM Ttrou eivalr n BeAtiwon Tng
TTOIOTNTAG TWV TTEAATEIOKWV. UTINPECIWY, KATTOI0lI EMTTAEOV €ival n adgnon Tng ammodoTIKOTNTAG,
TOU €1I000UATOG KAl TNG IKAVOTTOiNONG Tou TTEAATN. To KupidTEPO TUNHa Tou ZuvepyaTikou CRM
gival .0 ouvduaouOg eyKATAOTOONG AOYIOMIKOU KOl TTEAQTOKEVTIPIKWY OTPOTNYIKWY. AQOU n
TexvoAoyia gival éva duvapikd epyaleio yia Tnv utrooTtrpign Tou CRM, xwpig Tnv «ouvepyacion
ME TOug TTEAATEG, TO -epyaAeio autd Oev Ba TTPOCEPEPEl IKAVOTTOINTIKO TTAEOVEKTNUA OTNV
ETIxXEipNoN.

& ouvapTnon -PE TIG OTTAITAOEIS TNG KABe emixeipnong, Ta amoTeAéopata evog
oTparnyikod CRM ptropolv va xpnaiyotroinbouv oav éva epyaleio oTo Bacikd AoyIOUIKO 1) oTnv
EYKATAOTOOT) TTEPIOCOTEPO TTOAUTTAOKWY AOYIOUIKWV.

Mapatnpeite 611 01 TTEPICTAOTEPES ETTIXEIPHOEIG BUOKOAEUOVTAI VO dnUIOUPYHOOUV €va
ouoTnua TTou va OoUAeUEl, TTapa TO YEYOVOG, OUWG N XPnoiyotroinon evog Zuvepyatikol CRM
givalr pia oAU koA kai agiloBaupaotn 16€a. To TTpORAnua evTomileTal amd 10 yeyovog OTl TO
KGBe TUAPa TG €TTIXEIPNONG AcITOUPYEl QUTOVOUQ OTOV «OIKO TOU KOGHO» Kal UTTAPYXOUV HOVO
KATTOIEG MIKPEG QUOIKEG OAANAETTIOPAOCEIG yia TTAPAdEIYUaA MPETACU Twv TWAACEWV Kal Twv
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TEXVIKWV UTTNPECIWV. H xpron TG TeEXvoAoyiag Ptropei va dnuioupyroel KavaAia ETTIKOIVWVIaG
METAEU Twv d1Ia@OpWV TUNUATWY, EVBapPUVOVTAG TWV TTANPOPOPIWY.

ATTO TNV AAAN, TTOAAEG ETTIXEIPATEIG XPNOIUOTTOIWVTAG ZuvepyaTikd CRM kai epyaAgiwv
ETMIKOIVWVIAg PTTopouv va BonbAcouv atnv die§aywyn Kalr otn diddoon TG yvwong, €0TwW Kal
éva atrAé e-mail ptropei va xpnoiyotroindei yia Tnv diddoon XpAoINwyY TTAnpo@opiwv. Mapdho,
OuWG TTou N TeEXVoAoyia utropei va fonBriael oTnv KAAUTEPN ETTIKOIVWVIA PETACU TwV. TUNUATWY,
Oev PTTOPEI VO avayKAoel TOUG UTTAAARAOUG va JoipacTouv onpavTikEG TTANPo@opieg. AuTo eival
OOUAEIG TwV Managers, ol OTToiol TTPETTEI VA dNUIOUPYACOUV TNV KATAAANAR vVOOTPOTIia TTou va
eMTPETTEl TNV €AeUBepn porl TNG TANPOQYOPIag MHECW OCUCTNUATWY XuvepyoTikou CRM.
MapakdTw TTapatifevtal HEPIKEG CUPPBOUAEG yia TNV dnpioupyia TETolou TTEPIBAAAOVTOG.

e Anuioupyikn okéyn: O1 TTAnpogopie¢ CRM TTou diapoipdlovTal dev €pxovTal QUOIKA.
MpoépyovTal atrd TRV avayvwpion TWY EUKAIPIWY Kal TV. dpdan TTavw O€ AUTEG.

e Talk it over: Ta TuAuaTa Twv TTWAACEWY, Tou marketing, TG TEXVIKNAG UTTOOTAPIENG
KaBwg kal GAAa Bacikd THAPATa TG €TTIXEipnong Ba pétel OAa padi avda TAKTA XPOVIKA
dlacTAPATA va ouvepyadovTal yia TV BEATiwon TNG IKAVOTIOINONG TOU TTEAATN Kal TNG
TOoTOTNTAG OE aUTOUG.

e Anuioupyia EpeBiopdrwyv (Creative incentives): O1 uttdAAnAol TTou dnuioupyolv VEEg
peBodoAoyieg atnv cuAAoyr kal atnyv dlavoun g yvwong CRM, péoa otov opyaviopo,
Ba péTrel va avTapegifovTal.

e Drive home the message: To CRM yevikd oI TTepiogdTePOl TO avTIAAPBAvovVTal wg KATI
TToU agopd oTIg TTwAACEIG, oTo marketing Kal oTIG TTeAaTeIakéG uTTNPETieS. Drive home
the message — pe news letters, 10T00€AIdEG, posters. kal GAa péoa — 6mTou Ol
TTEAQTEIOKEG UTTNPETIEG Kal N IKavoTroinon gival n Bacikr) douAeld OAwv, Kal va TOUG
O€iel TTWG va PoIPACTOUV TTANPOPOPIEG.

[evik& ptTopoUpe va TToupe TTwg To 2uvepyaTtikd CRM cival éva 1ToAU duvaTtd gpyaAcio,
OTTWG Kal pia KaAn 16€a.

2.2.3 AvaAuTiké CRM (Analytical CRM)

To AvaAutiké CRM atroteAei Tnv Aoyikr] guvéxeia Tou AeIroupyikoU Kal Tou 2uvepyatikou CRM.
KaBe emmixeipnon n omoia é€xel uAhotroimjael Acitoupyikd kai Zuvepyatrikd6 CRM pe okotmd Tnv
KaOnuePIVA KaTaypa@r], TNV QUTOPATOTTOINGN TwV dIadIKACIWY Kal TNV BIaXEipIoN Twv OXETEWV
ME TOUG TTEAATEG CUVEXWG EVNUEPWVEL KAl EUTTAOUTICEI TNV Bdaon dedopévwyv. AT auth Tnv Bdon
oedopévwyv KaAgital To TuAPa -marketing va avaAloel pe 1o gpyaAeio AvaAutikd CRM kai va
€cayel xproipa Kal TTOAUTINA cUuTTEPATUATA.

Customer Information Customer Interaction
Platform
Channel
Analytics

Customer

IyxAua 4: Apxitektoviki AvaAutikou CRM cuoTtiparog

To AvaAutiké CRM TrpaydaTOTIOIE
e XTOXEUOMEVEG KAPTTAVIEG marketing.
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o E&adikeupéveg kaptravieg marketing, pJe okotrd 1o cross-selling kai To upselling.

e AvAAuon TNG CUNTTIEPIYOPAG TWV TTEAATWY, WOTE va UTTOOTNPIXTE N dladikaacia
AYNG amoPAcEwY OXETIKA PE TA TTPOIOVTA KAI TIG TTIPOCQYEPOEVEG UTTNPETIES.
MPOoBAEWEIG TWV HEAAOVTIKWV XPNHATOPOWV.

Avdaluon kepdopopiag (YEVIKOTEPA Kal avd TTEAATN)

e To AvaAuTik6 CRM yevik@ KAvel guxvh XpAon Tou gpyaleiou e€6puEng Oedopévwy
(data mining).

Evw, 10 Acitoupyiké CRM kai 1o Zuvepyatikd CRM aAAnAemdpolv e Toug TTEAATEG,
dlaxeipiovtal TIG dIAdIKACIEG KAl JolpdlovTdal TIG TEXVIKEG PE SIAPOopPa KavaAia o€ éva ovadiko
oUoTNPa, WOoTE va TPOQYOodOTNOEl MIa TTAATEOpUA ANWNG atmmo@acewv. TETola - KavaAia
oupTtrepIAauBdvouv d1dPopeg ouVIOTWOES evOg ouaThpaTog CRM - callcenters, autoparotroinon
TTEAQTEIOKWY UTTNPECIWY, QUTOATOTToiNoN marketing kal autoparotoinon mwAnoswv. (Hughes,
2001)

To AvoAutik6 CRM Ttrapéxel pia TTANPNG €IKOVO. TwV. TTEAQTWY Kal €101 BonBd tnv
eTXeipnon va kataAdpel Trolol gival o1 TTEAATEG TNG, TI XPEIAlovTal Kal KUpiwg TI UTTOPE va
Kavouv oTo PEAANOV. ZUuewva pe Tov Steve Bonnadio, o emixeipriocig ou dev e@apudlouv
otparnyikég AvoAutikolU CRM, ouyxpovwg HPE aQuTEG TwV AEITOUPYIKWY KOl - ZUVEPYOTIKWY,
ouviBwg atrotuyxavouv oto CRM.

H avdhuon CRM xpnoigoTroivTag TEXVIKEG €§0puéng Oecdopévwy (data mining)
Bpiokerar otnv kapdid Tou AvaAutikou CRM. 10 oxfua 2.4 @aiveral n apxITEKTOVIKA €vog
AvaAutikou CRM. H apxitektovikn Bagifetal og €va eupéwg d1adedopuévo ouoTnud, TO OTToio
MTTOpE va dlaxwploTei o€ duo uttoouoThjuara, backend kai front-end. (D.K.N. Chiu et al, 2003)

To umroocuoTnua back-end, 10 oOTT0I0  OXEDIAOTNKE YIa Tnv avAAucon, ava@opd Kal
TTPORAEWN TNG CUUTTEPIPOPAS TOU TTEAATN ME XPNON TEXVIKWYV ££0pUENG dedouévy, CuUVIOTATAI
oTo data warehouse kal 010 mining engine. To data warehouse ptropei va BswpnBei wg pia
MEYAAN atmoBbrkn Twv CUAAOYIKWY Oedopévwy. E@Epel OTIG €mixeIpRoclg didgopa dedopuéva
TTOU TIG ETITPETTEI VO ATTOKTOUV YVWOEIG OXETIKA PE TOUG TTEAATEG. AVTIOETWGS TO Mining engine
avaoAuel Ta dedopéva TTou ival atmoBnkeupéva. To mining engine avaAuel Ta dedopéva TTou gival
amobnkeupéva oto data warehouse oToxeUovTag va. UTTOOTNPIEEI TIG ETTIXEIPATEIS va Adouv
KOAUTEPEG ATTOPACEIG OTO OXEDIACNO, OTNV OTOXEUON TwV: TTEAaTWV, oTo marketing kai o GAAeg
Aeiroupyikég S1adIKaaieg.

To front-end umoouoTnua oupTrEPIAGUBAVEL  AAANAETTIOPACEIC  EQAPUOYWY  YIa
MeANoOVTIKEG ouppeToxéG oto AvaAutiké CRM. H Baoiki Asitoupyia ival va Tapéxel didgopa
MOVTEAQ OTOUG XPrOTEG WOTE Va dlaxelpioTolv To data warehouse kal To mining engine Kai Je Tn
oeIpd Toug va diaxeipioTouv TIG diadikaoieg avaAuong. Baoifduevol otnv avaAuon Twv avayKwy
TNG KABE £TTIXEIPNONG, Ol OKOTTOI €Qapuoyns evos AvaAuTtikou CRM eivai:

e H oTtadiakr dnuioupyia evog TTEAATOKEVTPIKOU data warehouse.

EvotroiwvTtag Ta meAareiokd dedopéva, dlaaTreipovtal y€ca atnv €Tmxeipnon pe tnv Bordeia
O1apopwv PEBGdWY eEaywyng, METAPOPAGS, Kal ETTIAOYAG EKEIVWV TWV TTEAATEIOKWY OESONEVWV
TTOU OXETICOVTAI JE TOV. UTTOAOYIGHO TNG aiag Tou TTEAATN, TNG TNIOTOTNTAG TOU TTEAGTN KATT.

e T[loooTikA avaAuan TnG TMATOTNTAG TOU TTEAGTN.

H Onuioupyia TOTWV - TTEAATWV. OTNV  €TTIXEIPNON, QaiveTal ge éva aA@anmiké cUoTnua
TTepIEXOMEVWY. O UTTOAOYIOPOG TNG agoaiwong Tou TTEAATN yiveTalr pe Xprion €mAEYPEVWV
aAyopiBuwv.

o ATmoTeAeOPOTIKA TAEIVOUNGN TWV TTEAATWV.

H Tagivounon yiverar cUp@wva PE Ta XapaKTNPIoTIKA OTTWG N agia Tou TTeEAGTN Kal TOTToBeTouvTal
oe dIOPOPETIKEG Opddeg. Me autdv Tov TPOTTO N €TIXEipNON PTTopEi va KataAdfel KaAuTepa Tig
avAYKEG TIG KABE DIAPOPETIKAG OPAdAG TTEAATWY KaI VA EQAPPOCEl DIOPOPETIKEG OTPATNYIKEG.

e AvAAuon TwV AITIWV OTTWAEIQG TTEAATN.

Me tnv BonBeia emAeypévwyv aAyopiBuwy, avaAlovTal XapakTNPIOTIKA TwWV XOMEVWY OuGdwv
TTEAATWYV Kal Bpiokouv Toug AGyoug TTou auTd ouveRn.

e >uoTnua agiohdynong.

AvoAUovtal Ta amoTeAéopata Tng Tagivounong TreEAATWY, Twv XOPEVWY TTEAATWVY KOl TOU
UTTOAOYIOHOU TNG a&iag Tou TTEAATN. ZugnToUVTal TO TTAEOVEKTAUOTA KOI TA PEIOVEKTAHATO TWV
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ETMAEYMEVWY aAyOPIBPWY KAl JE QUTOV TOV TPOTTO BeATILOVOVTAI Ol JETPROEIS. (Zu Qiaohong et al,
2007)

‘Eva CRM cuoTtnua amroTteAei Tov KOUBO GUAAOYAG TTANPOQOPIWV TTOU OXETICOVTal ME
TOUG TTEAATEG MIaG TPATTECOG, TA XAPOAKTNPIOTIKA TOUG, TIG TTWANOCEIG Twv  TIPOIGVTWY Kal
UTTNPECIWV TNG, TN CUNTTEPIPOPA TWV TTEAATWY OTA VEQ TTPOIOVTA, TNV QVTOTTOKPIOH TOUG OTIG
VEEG UTTNPECIEG Kal TOV TPOTTO PE TOV OTTOIO KIVEITAI N ayopd.

‘Eva armroteheopariké6 CRM ocuoTtnua TrepIExel AETTTOUEPA OTOIXEIa Vyia - OAOUG TOUG
TTEAATEG MIAG TPATTECAG TTPOKEIMEVOU OAA T TUAPATA TNG TPATTECAS va PTTopoUV. va €xouv Adyo
TTPOCRACNG 0€ auTd, VO ouvOUAZoVTal Ol AVAYKEG TwV TTEAATWYV HE TA TTPOCPEPOHEVA TTPOIOVTA
KAl VO UTTAPXEl KATAYEYPANPEVO OAO TO IOTOPIKO TTOPAYYENWY TWV TTEAATWV.

Eidikd éva tpatrelikd CRM cUoTnua Ba TTpéTrel va Ptropei va divel TTANPOQopIES yia TIG
TIPOCPEPOUEVEG UTTNPETIEG TNG ATTO TO TNAEQWVIKO KEVTPO KABWG Kal- va Oivel - avaAuUTIKY
avaQopa 0 OXECN UE TIG KIVAOEIG eVOG TTEAATN 1] MIOG ETAIPEIAG AKPIBWG PETA TNV OAOKANpWON
TWV oUVOAaywv.

2.3 CUSTOMER MANAGEMENT (CM) & RELATIONSHIP MARKETING
(RM)

To CRM c¢ivail emmiong yvwaoTto, pe GAAoug 6poug, wg 0 auvduaouog Tou relationship marketing
Kal Tou customer management Kal £x€l va KAvEl e T dnuioupyia, Tnv. avarTugn kai diatripnon
TIPOCWTTIKWY OXECEWV E TOUG TTEAATEG TTOU ATTOTEAOUV «MEAN» KOAAA ECTIOOPEVWY OPAdWV
oTéxwv (target groups) TTOoU 00NYEi OTN PEYIOTOTTOINON TNG TTPOCPEPOEVNG agiag.

H Bewpia Tou Relationship Marketing 61mwg dpxioe va SIOTUTTWVETAI OTIG APXES TIG
oekaetiag Tou 1990 avagépel 6T aTToTEAET éva OUVOUAOHUO TPIWV OTOIXEIWV:

1.Marketing, TTou agopd TG dpaCTNEIOTNTEG YIA. TNV OTTOKTNON VEWV TTEAATWV XWPIG
Ouwg va divetal onuacia atn dIaTAPNCN TV UTTAPXOVTWV.

2. H €€uttnpétnon tou TreAATn TTOU TrEPIAQPBAvEl TTANB0G dpacTnPIoTATWY OTTWG N
TTapoxn €EUTTNEETNONG TTPIV KAl METG TNV TTWANGCN, dIEPEUVNON TTAPATTOVWY TWV TTEAATWV K.d.

3. H moi6tnTa 1Mou TTAEoV €xElEEQUYEL ATTO TNV- THPNON TWV TEXVIKWYVY TTPOdIaYPAPWY KAl
£XEl QTTOKTAOEI KTTEAATOKEVTPIKO» XAPAKTAPA.

Ta tpia autd oToixeia €xouv wg KOvO OKOTTO Tn dnuioupyia «mmoTwvy» TTeAaTwv. Ol
NYETEG TWV ETTIXEIPAOEWY TTPOCAVATOAI{OVTAl TTAEOV OTOV TPOTTO WE TOV OTTOI0 Ba PETAAAGEOUV
TNV TTpocéyyion Tou Marketing atré tnv kAaoikr) 6ewpnaon Tou piyuatog Marketing (1rpoidv, Tiun,
olavoul & mpowbnon) mpog 10 Customer Management. To mepiopiouévo TTaPadOCIaKS
Marketing, yia To otroio Ta TeAeuTaia Xpovia of TTPORANUATIOUOI auEdvovTal, @aiveTal 0TI aPrVel
otadiakd Tn B€an Tou o€ véa Yop@r) Tou cross functional marketing CRM.

H uioBétnon tou CRM wg atparnyikry TpogodoTteital amd Tn diamiotwaon 6T ol
MOKPOXPOVIEG OXECEIC ME TOUG TIEAATEG cival €va ammd Ta TTAEoV onuavTika Béuata oTig
ETTIXEIPATEIC. TN oUyXpovn €TToxN OTToU, JE TNV EENIEN TNG TEXVOAOYIAG o1 TTAPAdOTIOKES TTNYES
QVTAYWVIOTIKOU TTAEOVEKTHMOTOG (XAMNAEG TIWEG, 1I0XUPA brand names) dev apkouv, n uloBETnon
Tou CRM diagaiverar o1 Ba odnyncel oTn Onuioupyia kair Ol0TAPNGN AVTAYWVIOTIKOU
TTAEOVEKTAPATOG YEYOVOG TTOU aTToTEAE Kal TO {NTOUMEVO YIA TIG ETTIXEIPAOEIG.

Eivalr yvwoTt6 611 01 datraveg yia 1o Marketing dev £mmovTal o€ avTioTOIXO OTTOTEAEOUATA.
Ymdpyouv TTapadeiyuaTa ETMXEIPACEWY PE HIKPEG datraveg Marketing va éxouv pia otabepn
TeAATEIOK Bdaon aAG @TwxO positioning kal xaunAd emiTTEdO  OTTOTEAEOUOTIKOTNTAG TOU
Marketing. AA\eG emixeIipAoeig e xaunAég darmdaveg emTuyxdvouv agidhoya amroteAéouara,
TETOIO TTOU YIA VO TA €TNTUXOUV KATTOIEG AAAEG £TTIXEIPNOEIG daTTavoUv TTOAU TrepiooadTepa. ETol,
olagaiveral 611 pe 10 Mapadooiakd Marketing dev gival EUKOAO va TTPOKUWEI ATTOTEAECUATIKO
Marketing 1TToU Ba 0dnynoel oe emTuyia avaloyn Twv datmmavwy. Ekeivo 1Tou xpeidlovtal ol
ETIXEIPNOEIG €ival Ta KaTAANAa cuoTruara uétpnong Ta omoia Ba PBaciovral oTn PETPNON
OUYKEKPIPEVWV TTAPAYOVTWY Kal Ba gival ECTIQOPEVN GTN GUUTTEPIPOPA Tou TTEAATN. Me autdv
Tov TPpOTTO Ba BePaiwveral n atmroTeAeopaTikotnTa Tou Marketing, xapakTnpioTiké TTou ATAvV £va
amé Ta aduvaua onueia Tou Trapadoaiakou Marketing. O Adyog TTou cuvéBaive autd ATav
emreIdf 1o mapadooiakd Marketing Tav €0TIAOPEVO OTNV OTTOKTNON TTEAATWV. 2TV QIAOCO®Ia
Tou Marketing avayvwpicetal 611 To CRM apyilel ouoiaoTik@ pgeTd Tnv TTWANGCN Kai 61 TTpIV aTTd
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autl OTTwG oupPaivel pe To TTapadooiakd Marketing Tmou oTaupardel étav n TTWANON
OAOKANPWOEI.

‘ETOI €ival EMTAKTIKA avAykn va dnuioupynBolv Ta KaTAAANAQ CUCTAPOTA PETPNONG TA
oTroia Ba TTPETTEl va gival ouveEXWG evePYa waTe pPeAAoVTIKG va 0oBouv ol - duvatdTnTeEG Va
uAoTroloUvTal ETTAKPIRWG oI oTPpaTNnyIKEG Tou Marketing.

Me Tnv epapuoyry Tou CRM TrioTeveTan OTI €ival €QIKTH n aTToTeEAEOUATIKA -dlECaywyn
TETOIWV PETPHOEWV.

21a TAQicIo TNG KPITIKAG €¢€NIENG Tou TTapadoaiokol Marketing Trpoékuwe N avaykn
peTatroinong Tou oto Relationship Marketing To otoio onuaivel TR dnuioupyia, avamTuén Kai
dlatipnon e&vog OIKTUOU OTO OTToio N emixeipnon Ba efeAicostal kal Ba yiveral OAO Kal TTIo
QVTOYWVIOTIK ME TO Xpdévo. O Opog Marketing pe Aiya Adyia amoTteAei Tnv TEXvn Tou va
OnMIoUPYE YIa ETTIXEIPNON IKAVOTTOINKEVOUG TTEAATEG 01 OTToI0I B yivovTal GAo Kal TTIo TTIOTOI JE
TO TTEPOCHUA TOU XPOVOU OTTOTEAWVTAG OUCIACTIKA Th {wvTavr dIagruion TG idIag TNG ETAIPIAG.

O Abyog yia Tov oTT0i0 KAVOUUE TV ava@opd auTh, gival yiaTi ol TTEAATEG o1 oTToiol gival
IKOVOTTOINUEVOl QTTOTEAOUV TO ONUAVTIKOTEPO OTOIXEIO TTOU SIACQPOAICEl TN - HAKPOTIPOBEC N
eMBiwon kal avatrTuén Piag emixeipnong. To yeyovdg autd atroTeAei Kal Tov Bacikd Adyo TTou To
Relationship Marketing oTig pépeg kepdidel OAo Kal TTEPICTOTEPO £00POs. O TPOTTOG UE TOV OTT0I0
10 CRM 1Tpoékuye atrd TIG apxég Tou Trapadoaiakol Marketing dev £xel ammooa@nvioTel akoua.
O ot16x0¢6 Tou CRM cav gvvoloAoyIK ovTOTNTA, 0a®We Kal gival 0 idlog pe autdv Tou Marketing
oTa Baoikd Tou oToixeia. To CRM Trepiypdgeral amd 6 d1aoTACEI TTOU SIaPEPOUV OUCIAOTIKA
atd Tov Kabiepwuévo opliopd Tou Marketing, KATI TO 01T0i0 OpICEl KAl TIG BIAXWPIOTIKEG YPAMMPES
pe 1O TTapadocoiakd Marketing. O1 8100TACEIG AUTEG €XOUV TO OUVAUIKO va WETAAAGEOUV Tnv
uTTdpyxouaa Armoyn TWv EMXEIPAOEWY yia To Marketing.

H petdAAagn autr Eekivagl ammd Tov TPOTTO PE TOV. OTTOI0 EPTTAEKETAI N TEXVOAOYia Twv
TTPOIOVTWYV KAl TWV UTTNPECIWY, €W Tn OOWA TNG ETIXEIPNONG PECW TNG OTToIaG ETTITUYXAvovTal
01 oTOXO0I TNG ETTIXEIPNONG.

Autég ol €61 diaoTdoelg gival (Gordon, 1998):

e Anuioupyia véag agiag yia Toug TTEAATEG OAAG Kal ETTIMEPICUOG TNG Kal OTIS OU0

EMUTTAEKOUEVEG TTAEUPEG (ETTIXEIPNON — TTEAATEG).

e Avayvwpion Tou KPioIuou POAOU  TwV OCUYKEKPIMEVWY TTEAATWV, OxI POVO WG

ayopaaTéG aAAd, wg autoi TTou TeAIKG Ba opicouv Tnv €mOBuunTA ammd auTtoug agia. Me

10 RM 01 reAdTeg BonBouv Tnv emixeipnon va 1rpoodiopicel TR weéAcia. ‘ETal, n aia

Oev dnuIoupyeiTal yia Toug TTEAATEG, AAAG padi pe auToug.

o [lpoUTToBETEl OTI N ETMIXEIPNON, WG CUVETTEIAQ TNG OTPATNYIKAS TNG KAl TNG €0TiaoNg

otov TeAATn, oxedIddel Kal TPOCOPUOLEl TIG ETTIXEIPNOIOKEG TNG  OIAdIKACIEG,

ETTIKOIVWVIEG, TNV. TEXVOAOYia Kal To avBpwTTivo duvapiko TTou Ba TTpoc@épouv Tnv adia

oTov TTEAGTN.

e Eival ouvexAg cuvepyaTikr TTPOCTIA0EIa JETAEU TOU AyopaaTr Kal Tou TTWANTA Kal

eCeNiooeTal o€ TTPAYUATIKO XPOVO.

o Avayvwpicel 6Tl N Jakpoxpovia dnuioupyia afiag oToug TTEAATEG gival onUAvVTIKOTEPN

atrd TIG. ATTAEG GUVOAAQYEG.

e Avalnta vao KTiogl pia aAucida oxéoewv TOOO METAEU TNG ETTIXEIPNONG KOl TWV

TTeEAATWY AAAG Kal PETAEU. TNG ETTIXEIPNONG KOl Twv KUPIWV CUVEPYATWVY TNG, OTTWG Eival

ol OIAPOoPOI TTPOPNOEUTEG, DIAVOEIG AAAG KOl TwV KUPIWV PJETOXWV TNG.
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ZxAua 5: Aiaotdoeig Tou CRM

AuTéG 01 BIa0TACEIG €XOUV [Ia aeIpd aTmd onuavTikEG emdpdoelg. Me Bdon 10 RM n
ETTIXEipNON €0TIAlEl O€ £€1 TTEPIOXEG: Q) OTNV. TEXVOAOYIa KAl OUYKEKPIPMEVOUG TTEAATEG, B) OTOV
OKOTTO TNG ETMIXEIPNONG, Y) OTNV EMAOYR Kal attéppIyn TTeEAATWY, 8) oTNV aAuaida Twv oxEocewy,
€) otnv avaBewpnon Twv 4Ps Tou marketing ka1 oT) aTn Xprion Twv relationship managers 1mou
Ba Bonbroouv TIg emXEIPACEIS aTN dnuioupyia agiag . (Gordon, 1998)

AuTto TrpokuTITEl aTTd TO 0T To CRM d1a@épel ammd 10 cuppaTtiké Marketing Twv 4p’s
(Product, Place, Price, Promotion) 6tmou o o1éxo¢ ATav n Trapaywyrp 660 10 OuvaTov
MeyaAUTepng TToodTNTAG TOu idlou TTPoIdvTog (Mass production) otn xaunAdtepn duvarr TiuA
TTPOKEIUEVOU Va TTpowBNnBei e 6ao To duvaTd TTeEPIoTOTEPOUS TTEAATEG (Mass marketing).

To CRM e@apudloviag TAAPWG TNV ~TTEAATOKEVTPIKA @QIAOCO®Ia  €0TiAONG OTIG
O1aPOPOTTOINUEVES AVAYKES TOU KABE TTEAATN EeXWPIOTA, dnuIoUpyEi VEEC DOUEG, dNUIOUPYET VEES
O1adIKaCieG e ATTOTEAEOA VO ETTITUXEI OANAYEG OTN GUYXPOVN ETTIXEIPNUATIKA OKEWN Kal dpdon
IOICITEPA OTOV TOPEQ TWV UTTNPETIWV.

OuaiaoTikd, 10 CRM ¢gival pia. @IA0cOQIK £@apupoyry Tou cuppatikou Marketing 1ToU
gekivnoe n dekaetia Tou 1970 amd TIG eTaIpeieg Mail order. To cupPaTikd Marketing €€eAixBnke
oe Data Base Marketing, One to One Marketing Kal 0Tn CuvEXEld OTO yWWOTO 0€ OAOUG Hag
CRM. Eival Aoimrév pia @iAocogia TpoTToTroinuévn TTou TTpoaceyyilel Tn dladikagia eTTNEEACOU
NG oxéong MeE Toug TTENATEG 0 OAO TO @Aoua Tou KukAou Tng oxéong (Kukho ZwnAg Tou
MeAdTn).

2.4 CRM vs. MARKETING

To CRM, cav evvoioloyikr ovToTnTa, dev amoTeAei éva etrimedo otn dopn Tou marketing. Eivai
Mia @IAocogia TTou-Bivel aToug marketeres véa TTPOOTITIKA Kal avoiyel vEOug OpiCoVTEG.

H onuavTikétepn diagopd Tou CRM ot oxéon pe 10 TTapadooiakd marketing (mass
marketing), TTou divel Egpacn o€ dId@opa TUAUOTA TNG ayopPdg, cival 6T To CRM eTTIKEVTPWVETAI
O& OUYKEKPIMEVOUG TTEAATEG O OTTOIOI TTANPOUV CUYKEKPIPEVA PETPAOIYA KpITHpIa. H eaTiaon Tou
CRM vyiveral pye éva TTpoowTtmikd TPOTTO KAl Hia OUYKEKPIYEVN AOYIKY), CUU@WVA JE TNV OTToIa Ol
o1adIkaaieg oxeTiCovTal Pe T Onuioupyia agiag TTpog Tov TTEAATN. ZUPQwva Pe Toug Sarmanioti
kai Stefanou (2003): «to CRM mrpoxwpdel éva Brua mavw atd 7o marketing oxéogwv, yiati 1o
QvTIKEIPEVO TOU eival, TTépa ammd Tnv avdamrtugn Tou pepidiou Twv TTeAaTwv (customer share
development) va aufrjoel pe Tnv TTAPOOO TOU XPOVOU TOUG ETTWQEAEIG yia TNV ETTIXEipnoN
TTEAATEG ATTO TN OTIYUNA TTOU ETTIKEVTPWVETAI OTOUG «ETTIKEPDEIG» (economically valuable) TreAdreg
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KOl TOUTOXPOVO TIPOCTIOBEl va MEIWOEl TOUG OIKOVOMIKG [N €mKePdEiG (economically
invaluable)».

To CRM amoteAei  «mreAaTokevipikA»  aviiAnyn, evw . T0  marketing
«TrpoiovToKkevTpik» (Rust et al.,, 2004). To CRM oKoTtrd €xel, TN OuveXI(OPEVN KAl OUVEXN
ETTIKOIVWVIQ/ €TTAQR PE TOV TTEAATN Kail Oivel JEYAAN €UPacn OTnV €EUTTNPETNON TWV TTEAATWY,
evw To marketing tnv TTEpIoTACIOKY €TTaQr. Ooov agopd Thv TTapaywyr, yvwpiouue Ot TO
marketing ETIKEVIPWVETAI OTA XOPAKTNPIOTIKA TwV TTPoIoVTwWY/ uTtnpeoiwy, evw To CRM
ETTIKEVTPWVETAI OTNV aia Twv TeAatwyv. Kai n 1moidétnta ToUu TrapayOueEvou TTPoiovTIog K
uttnpeciog oto CRM atroteAei péAnua OAou Tou TTPOCWTIIKOU TG ETTIXEIPNONG €VW OTO
marketing To {nTOUEVO TNG TTOIOTNTAG ATTOTEAEI HEANUA UGV TOU TTPOCWTTIKOU TTAPAYWYNAG -

To Customer Relationship Marketing €ival pia ouvoAikfy TTEAQTOKEVTPIKE TTPOCEYYION
TTOU ETTITPETTEI TOV EVTOTTIONO, TNV TTPOCEYYIoN Kal TN dnuioupyid S1axPoVIKA TTICTWY TTEAATWV
péoa atrd éva oAokAnpwpévo cuoTnua dlaxeipiong TnG SIATTPOCWTTIKAG oxéong padi Toug. To
CRM pe tnv TTEAATOKEVTPIKN @QIAOCO®IO £0TIOONG OTIG BIAPOPOTTIOINKEVES. AVAYKEG TOou KAOE
TTEAATN OnuIoupyei véeg dopég Kal dladikaoieg aAAAlovTag TRV aUyXPOovn ETTIXEIPNUATIKI OKEWN
Kal dpdon 181aiTepa oTov Topéa Twv utTnpeoiwv. To CRM diagpépel atrd To cupPBatiké marketing
Twv 4 P’s (Product, Price, Place, Promotion) é1Tou 0 atdx0g fTav n rapaywyr] 600 1o duvaTtov
peyaAUTepng TToodTNTAG TOu idlou TTPoidvTog (Mass production) oTn xaunAdtepn duvath TiUn
TIPOKEINEVOU va TTpowdnOei o 600 TO duvaTdv TIEPICOOTEPOUG TTEAATEG. AvaQOopEég aTTd
d1d@opoug etTayyeAuaTieg avagépouv 0TI n diaxeipion MeAaTelakwy ZXECEWV ATTOTEAET TN BACIKN
KTTAATPOPPO» yIa TNV AEITOUPYIKR UAOTToinon Tou marketing oxéoswv.

O1 kavotroinuévol TTEAATEG aTTOTEAOUV - TO YOVODIKG - OTOIXEIO TTOU Olac@aAilel Tn
MOKPOTTPOBeoUN €mBiwon Kal avATITUEN WIAG ETTIXEIPNONG, YEYOVOGS TTOU aTTOTEAE Kal TO BACIKO
Aoyo 1Tou To marketing oxéocwv kepdilel £dagog (Westcott, 2006).

O 1pd1T0G PE ToVv o1Toio TOo CRM Trpoékuwe atrd. TIG apXEG TOU TTapadociakou marketing
oev éxel dlacapnvioTei akopa. To CRM ca@wg kal €xel ToV idI0 OTOXO PE auTOV TToU €XEl TO
marketing aAA&, pe TG €81 dIAOTACEIS TTOU . £XOUME AVOAUCEl TTAPATTAVW, OIOQOPOTTOIEITAI
oucIaoTIKG aTrd Tov Kabiepwuévo opiopd Tou marketing. O1 diaotdoeig autég diaBéTouv TN
duvapikf yia va oA\dgouv Tnv uttdpyxouoca ATToyn Twv. €TMIXEIPACEWY yia 10 marketing. H
aAAayr) auTh eKTEIVETAI OTTO TOV TPOTTO JE TOV OTTOI0 EUTTAEKETAI N TEXVOAOYIQ TWV TTPOIOVTWY Kal
TWV UTTNPECIWV, €W TN doun TNG ETTIXEIPNONG HEOW TNG OTTOIAG ETTITUYXAVOVTAI Ol OTOXOI TNG.

O1 di00TA0EIC QUTEG €XOUV MIO O€Ipd aTrd -onuavTikEG emmdpdoel. Me 1o marketing
OXEOEWV n €Tmxeipnon €omidletal o€ €€ TTEPIOXEG: OTNV TEXVOAOYIO KAl O€ GUYKEKPIMEVOUG
TEAATEG, OTO OKOTIO TNG ETTIXEIPNONG, OTNV €AoY Kal améppiyn TTEAATWY, OTnv aAugida
oxéoewv, oTnv avabewpnaon Twv Tecodpwy P Tou marketing kai otn xprion Twv SIaXEIPIOTWV
oxéoewv (relationship' managers) 1mou 6a fonbrijcouv otn dnuioupyia agiag

QaTooo dev eival, og kayia TrepimTwaon, To CRM avTikataoTtdrng Tou marketing , 61Twg
auTtd e@apuoldTav WG TWwPa, Kal oiyoupa Ogv eival KATI vEO. ATTOTEAEI TTEPIOCCOTEPO MIA
TEPITITWON d1EUPUVONG KOl ETTAVOTTPOCBIOPIoUOU TNG PIAoco®iag Tou marketing, e TNV éugacn
va £xel 000¢i oTIC OTPATNYIKES BEATILWANG TNG «APOCIWONG» TWV TTEAATWY OTNV ETAIPEIA KAI TNV
IKavOTNTa va dlatnpei Toug 1fdn UTTAPXoVTEG TTEAATEG TNG. Me TNV «a@oaiwony o€ Jia eTalpEia n
£va opyaviouo, €vVvOEiTal N TTPOTIUNCN TTou Octixvel £vag TTEAATNG OTn CUYKEKPIYEVN ETAIPEIO N
opYyavIouS Kai TN OUCKOAIQ TOU VO TTPOTIMNACEI KATTOoIa GAAN.

2.5 B2C KAl B2B CRM

>xeO0V - OAeG oI ETIXEIPNOEIG Xpnolyotrololv éva piyua B2B (Business-to-Business) «kai
B2C(Business-to-Customer). O1 karnyopieg autég Tou CRM armroteAolv agoppr] yia okéwn Kai
TTEPIOCOTEPN QVAAUGH-yIO TO AOYO OTI TTAPEXOUV €va «XAPTN YVWOEWV» YIa TIG ETTIXEIPNOEIG KAl
pia véa TrpooTiTiki(Gummerson, 2004).

Ta Business-to-Business povtéAa mTapadooiakd eUTTAEKOUV TNV TTWANON 1 avTaAAayn
METAEU dUo emmxeipnolakwy ovToTATwy. Oco agopd 1o diadikTuo, B2B cuvaAAaynf atroTteAsi n
avtaAAayry  TIPOIOVTWYV, UTTNPECIWV 1 TTANPOQOPIWV  PETAEU  ETTIXEIPHOEWY  TTOU
opacTnploTrolouvTal Kail 1 pévo ato Internet. KUpia trapadeiypara TEToIwV cuvalAaywy gival ol
NAEKTPOVIKEG TTOPAYYENEG KAl OIEKTTEQAIWOEIG QUTWY, N avTaAAayr] TIHOKATOAOYwV, KATT.
Mapdaderyya B2B cuvaAhayrg gival n armrooToAr TTapayyeAiag atmmd 10 ouoTnua evOog oOUTTEP
MAPKET oTOV TTPONNBEUTA Tou. To B2B emTpéTTel o€ pIa €TMIXEipnon va aAANAETTIOPACEl YE HIa
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AAAN emmixeipnon nAektpovikd, kKai 1d10itepa pEow Tou loTou. Ta o@éAn Tou B2B eival TTOAAG,
MEPIKA aTTd Ta oTToia TTEPIAAUBAVOUV: augnon TTapaywyIKOTNTAG, HEIWON TwY TBAVWV YEVIKWV
€EO0WV TTPOCWTTIKOU Kail AoyiaTiké. Av Kail dilagopoTroinuéva armé 1o B2C, TToAAG povTéAa B2B
TepIAaPBAvouV oToIxEia PEPIKWY KeEPOOoPOpwy B2C mrpoTtUTiwv (T1.X. OnPOTIpadies), aAAd Kal
gival Baciopéva o€ oKOUA EAKUOTIKOTEPEG OIKOVOUIKEG apxéG. ETTTAéov To B2B- aTtreikovilel To
onueio TTou uTTEPEXEl TO BIAdIKTUO O€ oxéon ME TOV €KTOG OUvdeoNG KOOWO, OTNV TTAPOXH
oUVOETWY TTANPOPOPIWYV UTTNPECIWY (Zeng et al., 2003).

O1 Business-to-Customer (rj Consumer 1} Client) docoAnwieg €ival autég OTIG OTTOIEG O
TENIKOG XPAOTNG gival o TTpayuaTikdg TeAATNG. B2C eival of cuvaAAayég TTou a@opouy To AIGVIKO
KOMUATI TOU CUYXPOVOU NAEKTPOVIKOU euTTopiou, dnAadn n TTWANGCN TTPOIOVTWV. 1} UTTNEECIWV
oTov TENIKO TTEAATN. MNa TToPAdelyua, éva DICKOTTWAEIO TTOU TTOUAGEl MP3 POUGCIKA KOPPATIA
pMéow Tou Internet xpnoipoTtroiei pia B2C epapuoyn yia va diektrepaiwael pia B2C ouvalAayn.

2.5.1 B2C ka1 B2B CRM : O1 Baoikég S1a@opég Toug

MeAeTWVTAG TIG ApXEG TNG eVOOETTIXEIPNOIOKAG dlaxeipiong oTIG oxéoelg Twv TreAatwy (B2B
CRM) eival KATTWG BIaQOPETIKEG AT QUTEG TNG TTAPAOOCIOKAS OIaXEIPIONG. OXEOEWV WETAEU
emixeipnong kai katavahwtr) (B2C CRM). H aAiBeia eivar 611 To B2B CRM civar mBavwg
TTaAQIOTEPO KaI TTEPIOTOTEPO «KaBiepwuévoy atmd 1o B2C CRM, emeidr) akoéun kai TTpotou To
KOTAOTAOOUV Ol UTTOAOYIOTEG Kal N TEXVOAOyia €UKOAO, 01 utreUBuvol TTWARCEWV dlaTnpoucav
apxeia ato TIG ETTAPES TOUG HE TIG TUVEPYACOUEVEG ETTIXEIPATEIG.

Supowva pe Tnv BiBhioypagia pag,( Peppers kai Martha Rogers (2007)) utmrdpxouv
KaTToleg Baoikég dlapopés petatu B2B kai B2C.CRM:

e Ta oTamoTika epyoAeia Tou egival xproiya oto B2C CRM eivalr doxeta otmoTte

dxpnota oto B2B CRM kai auté yiati To B2B CRM aoxoAeital pe TToAU Aiyotepoug améd

TN Pia 0AAG KATG TTOAU JEYOAUTEPOUG (TTOAUTIUOTEPOUG) ATTO TNV AAAN TTEAATEG OI OTTOIOI

ouxva gival JeyaAol OpyavIoUOi.

e H 0eltepn dlagopd cival n TOAUTTAOKOTNTA Twv KavaAiwv. 210 B2B CRM, n

oiadikacia diavoung dIKTUWV UTTOPEi va gival EEQIPETIKA TUVOETN.

e Mia AAAn dlog@opd . cival autd TTou KoAoUue TTWANCon Baciopévn OTn yvwon

(knowledge-based selling). ETreidr Ta TrpoidvTa Kal Ol UTTNPETiEG TTOU TTWAOUVTAI O€ £va

B2B TAdqicio eival cuyvd 10iaitepa ouvBeTa, cup@épel va Baociotei n dladikaagia

TTWAACEWVY OTNV eKTTAIOEUON KAl TNV KATAPTION Twv TTEAATWY, TTEPIOCOTEPO O0TO B2B

CRM a1’ 6,11 ot0 B2C CRM.

e AkOua pia diagopd eival ol aTravieg ayopés. 10 B2B CRM, o1 ayopég cival moavo

va gival oTraviOTEPEG KAl - apalEg o€ ouxvoTnTa. AuTO xapaktnpilel TToAAEG B2B

oladikaoieg, ‘kal o€ TTOAEG B2B emixeipoelg, pia mpoomddeia peydAn yiverar ota

TAgiola Tou -CRM . woTe va- OnUIOUPYrOEl I OUVEXH TIOPOXH UTTNEECIWV TTou

TTEPIBAAAEL TNV TTEPIOTACIOKA TTWANCN TWV TTPOIGVTWY, £TCI WATE va dnuioupynBouv ol

€UKaIpieg va d1aTnENBoUV o1 GXECEIC TNG ETTIXEIPNONG ME TOUG TTEAATEG.

o TéAog, To B2B CRM aokei katd k&moio TpO1To management otoug TTeAATEG, pia TTOAU

MeyaAng atiag TTpoo@opd, O10TI BonBdel TNV €MIXEipNOn va &VAPUOVIOTEI PE TOUG

TTEAATEG TNG.

Opiopéveg popég ol ypapuég peTagu Tou B2B kai B2C CRM &¢gv cival EekdBapeg kai ol
0U0 auTEG OPaaTNPIOTNTEG aokouvTal TTapAAAnAa: «Or AlavoTTwANTEG KAVOUV KOl QUuTOi TTWARCEIG
o€ GAeg emmixelprioeis.» Kar emonuaivel opiopéveg dlagopég petagl B2B kai B2C CRM wg €€ng:

Eivar yvwoTtd o1 evid uttdpxouv opoiotnteg petaéu B2B kai B2C, umrdpyouv eTmiong
olagpopég:. To B2C eoTialel otn Aiavikn TTWANGN, OTTOU UTTAPXEl N avAyKn va avTIJETWTTIOTOUV Ta
EKATOUHUPIO TV TTEAATWY OTTOTEAECUOTIKA Kal TToU KABE TTEAATNG €ival PIKPOG.

MNa 6co- pia orparnyikpl CRM e@appoletar 100%, Ta emyeipnolakd oTeAéxn Ba
€0TIOOTOUV TO 010 KAl oTo B2B kal ato B2C, aAAG autd tTou Ba cival diagpopeTikd Ba eival To
AOYIOUIKO TO OTT0i0 Ba TToIKiAEl TTOAU avdaAoya pe To pEyeBog TnG ayopdg, Tov apiBud TTeAaTwy,
TO PEYEBOG TWV TTANPOPOPIWY YIa TOUG TTEAATES Kal T SIaBECINOTATA AUTWY TWV TTANPOQPOPIWY.

KaBwg 80%, iowg 90 % OAou Tou NAEKTPOVIKOU gUTTOpiou atroTeAoUv ouvaAayég B2B,
N NAeKTPOVIKA diaxeipion TreAaTeiakwy oxéoewv (e-CRM) apuddlel TepiocoTEPO OTA PIOPNXAVIKA
ayaBa kai Tig utinpecieg. To B2B CRM aokeital PEPIKEG POPEG QUTOPATOTTOINMEVA OTTO TIG
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ETTIXEIPACEIG OTAV TA UTTOAOYIOTIKA OCUCTHMOTA TWV TTEAATWV €VTOTTICOUV TIG €AAEiYeEIS Kal
TTPAyPaToTToIoUV TTapayyeAieg Kal on-line ayopég atrd TIG TIPOUNBOEUTPIEG ETAIPIEGY.

2.6 CRM - ERP: NQZ ZXETIZONTAI

Apxikd Ba ATav OKOTIPO va Trpoodiopicoupe Tnv €vvola Tou ERP (Enterprise: Resource
Planning): Mpékertal yia AUon AoylopikoU n otroia oAoKAnpwvel dIaQopeg AsiToupyie¢ ae pia
eTaIpia. Av KAl KATA TNV €yKATAOTACT TOU TTOPAPETPOTIOIEITAI YIA TIG AVAYKEG TNG KABE €TaIpiag,
evToUTOIG TTPOKEITAI VIO £TOINO TTAKETO AOYIOUIKOU Kal OEV KATAOKEUAZETAI ATTO TNV OPXN YIa TV
ekdoToTe eTaipia. ANwOTE, TTOAAEG atrd TG Sladikaaieg TTou KAAUTITElL éva TTakéTo ERP. gival
KOIVEG o€ KGBe eTaipia (A.X. eTTeEepyaaia TTapayyeAiwy, TIHOAGYNON, ICOAOYIOUOI K.4.)

210X0G6 Tou ERP (ZUoTtnua Evdo-etmxeipnoiakol Zxediaouou) dev gival n €EUTTNPETNON
TWV ATTAITACEWY €VOG TOUED OTNV ETTIXEIPNON, OTTWG A.X. TOU AoyloThpiou, TNG TTAPAYWYAS, TWV
TTWAACEWV KATT., AAAG N €EUTTNPETNON TwV B1I0BIKACIWY HECA OTNV

€TMIXeipnon, oTIg otroieg diadikaoieg euTTAéKovVTal O OIAPOPOI TOUEIG, €TOI WOTE VA
MTTOPEI aUTA va BIEKTTEPAIWVEI TIG KUPIEG ETTIXEIPNUATIKEG DPAOCTNPIOTNTEG TNG (core businesses).
A6 T oTiyun TTou Ta dedopéva eloayxBolv og katoia-povada (module) Tou ERP, autd eivai
d1aBéoipa o€ otroiadntrote povdada Tou ERP ta xpelaaTei. Me Tov T1pOTTO QUTO, ETTITUYXAVETAI [ia
AoyIKr evoTtroinan Twv d1adIKACIWY PETAEU TwV TUNPATWY TNG ETTIXEIPNONG

To ERP cival Aoittév éva AOyIOUIKO TTPOYPAPPOTIONOU TwV- TTOPpWV JIag €Tmixeipnong. H
@IAodotia evog ERP Aoyiopikou gival va evowdaTwoel OAa Ta TUAMATA KAl TIG AEITOUPYIEG MIOG
eMXeipnong Tévw o€ pIa eviaia TTAATEOPUA AOYICHIKOU TTOU VO UTTOPEl va €EUTTNPETACE! TIG
1I010ITEPEG aVAYKEG OAWV EKEIVWV TwV dlaPopeTIKWV TuNUdTwy (Wallace and Kremzar, 2001).

To eviaio autd Tpoypapua AoyIouIKOU TTPETTEI Va. gival IKaVO va eEUTTNPETEN TIG avAYKES
TOU XPNMATOOIKOVOUIKOU TUAMATOG, TOU TUARUOTOG avOpwTTivou SUVANIKOU OTTwG TO id10 Ba KAvel
KQI € TOUG aTTOBNKEUTIKOUG XWPOUG KABWG KAl PJE OTTOI00NTTOTE AAAO TN Q.

Me tnv Aoy TNG TeXvOAoyiag n emmixeipnon WTTOpei va €xel KaAUuTepn dlaxeipion
mopwv Pe Bdon éva ERP, kaAUtepn Kai TTANPECTEPN TTPAYUATOTTOINGN TWV AEITOUPYIWV Kal
TENIKE va SIAPOP@WVEI KAl VO UAOTTOIEN TIG TTEAQTEIOKEG TNG OTPATNYIKEG.

Ta Teleutaia xpovia, Ol ETTIXEIPACEIS EXOUV  QPXiOEl va OTTOKTOUV OAOKANpwpéva
OUCTAPOTA yia TNV €EUTTNPETNON TWV AVAYKWY TOUG, YE KUPIO avTITpOowTro To ERP 110U £€x8l
TTOAAEG opoidTNTEG pe To CRM. Ze traykéopio eTmiTedo TTAEOV, O TTEPIOCOTEPEG ETTIXEIPAOEIG
O1aB6éTouv €va OAOKANPWHEVO OUVOAO EQAPUOYWY TTou €EUTTNPETOUV OAEG TIG AEITOUPYIEG TNG
emixeipnong. O1 Aeitoupyieg autég TTou xapakTnpifovtal wg Trapacknviakég (backend) eivair ol
€€NG: a) dladikacieg kai oAokArpwon Trapayyehiwv B) Zxediaouog & lMpoypayuatioyos Tng
Tapaywyng v) ‘EAeyxog kai diaxeipion uNikwv ) MNpounbeieg €) AoyioTik oT) MeTagpopég Kai
¢)diaxeipion Trpoowtrikou(Chen and-Popovich, 2003).

Me 1o ERP auToparotroioUvTal Kai €EUTTNEETOUVTAI Ol TTAPACKNVIOKES AEITOUPYiEG TNG
emyeipnong. MNa mapddeiyua, ye 1o ERP n diavour Twv mTpoidvTwy PEXPI TOV TENIKO TTEAATN
yiveTal g PIKPOTEPO XPOVIKG SidoTnpa Adyw TnG TTapeXOPeEVNG atmd autd QUTOMATOTTOINCNG,
OTIOTE TO TIPOIOVTA ~@TAVOUV YPNyopoTEPa OTOV TTEAATN Kal ETTOMEVWG QUEAVOUV TNV
IKQvVOTTOING1 TOU.

Av o¢ pia emmxeipnon eykaraoTtaBei pia epapuoyri CRM 110U €ival autdévoun Kai dgv EXEl
oxéon pe 10 ERP, 161 dev utmopei va atmoteAéael To aTpatnyikd epyaAgio TnG emixeipnong. To
CRM ®ev pmopei va Asiroupynoel xwpig To ERP yiaTi ammaitei mpdoacon oe dedopéva Ta otroia
BpiokovTal o€ autd. Av n emixeipnon BéAel va dnuioupynoel éva oAokAnpwuévo CRM, mTpétrel va
10 oAokAnpwael Pe 1o ERP. ‘ET0I, TrpéTrel autoi TTou Ba avaAdBouv va uAhotroijoouv 1o CRM va
(PPOVTIOOUV. VA EYKOTOOTAOOUV TOUG OTTOPQITNATOUG OUVOEOUOUG PETOEU Twv OUO GUOTNHATWY
WOoTE va ONUIOUPYACOUV HIa  au@idpoun AEITOUPYIKA OXEOn Kal KAT  €TTEKTOON  €va
oAokAnpwpuévo ouoTnua Tou Ba aTroTeAEEl TNy AVTAYWVIOTIKOU TTAEOVEKTANOTOG yIa TNV
ETTIXEIPNON.

O1 AeIToupyieg TPWTNG YPAUUAG OTTWG gival o TIWANCEIG KAl N UTTOOTHPIEN TWV TTEAATWV
XPNOIYOTTOIOUV WG TTNY «TPOPOdOCiacy OEOONEVWV TIG TTAPOACKNVIOKEG EPOAPUOYES. AUTH N
ETMKOIVWVia PETagU TNG TTPWTNG Kal TNG TTAPACKNVIOKNAG YPAUUAS TTapEXEl AUean TTANpopopnon
oto CRM woTe o1 epyaldpevol TnG TTIpWTNG YPAUMAG,
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OTTWG gival ol TTWANTEG A auToi TTOU UTTOOTNPICOUV TOUG TTEAATEG PETA TNV TTWANON, va
£XOouv Ta £@AdIA yIa VA KPATOUV IKAVOTTOINUEVOG TOUG TTEAATEG.

2.7 H NEAATOKENTPIKH ®INOZO®IA

O TreAATOKEVTPIKOG TTPOCAVATONOUGG HETATOTTICEI TRV ETTIXEIPNOIOKN EUpaon atrd TIG d1adIKaaieg
OTIG QVAYKEG TWV TTEAQTWV.

O TreAaTOKEVTPIKOG TTPOCAVATONONGG Oev atToTeAEl o véa TTpéTacn yia Tn dl1ebvi
BiBAioypagia. Mpiv atmd mepitrou 50 xpodvia, o Drucker (1954) éypage oto. BifAio Tou «The
Practice of Management», 6TI: «gival 0 TTEAETNG auTdG TTOU ATTOPACiCEl TI Eival MIQL ETTIXEIPNON, TI
TTapdyel Kal av 8a Tpoodeuael», apyoTepa o Levitt (1960) onueiwve 0TI «ol ETTIXEIPAOEIS € Ba
ETTPETTE va €0TIACOUV OTO TTAPAYOPEVO TTPOIOV, AANG OTNV EKTTANPWON TWV AVOYKWVY TWV
TEAATWVY». 2TOV  TTUPAvVA AuTOU TOU TTPOCOVATOAMIOHOU  UTTAPXEl N - avaykn . yia TIG
MOKPOTTPOBECUEG OXETEIG ME TOUG TTEAATEG TTOU OTOXEUOUY OTn PBeATiwWoNn TNG. €6UTTNPETNONG
TTEAATWV KAl TAG IKAVOTTOINONG TOUG.

O 1pocavatoNIoPOG OTov TTEAATN TTEPIYPAPETAl WG Hia QIAOCOQIa Kal CUNTTEPIPOPA
KateuBuvopevn TTPOG Tov KABOPIOUO Kal TNV KATavonon Twv avaykwy Tou TTEAETN-OTOXOU Kal
oTnNV TTPOCAPHOYK TNG AVTATTOKPIONG TNG ETAIPIAG TTWARCEWV, UE OKOTTO VA IKAVOTTOINCEI EKEIVEG
TIG avAYKEG KAAUTEPA OTTO TOV AVTOYWVIOUO, KAl PE auTd Tov. TPOTTO va dnuioupynoel éva
avTaywvioTIkG TTAgovékTnua (Webster Jr., 2005).

To marketing Twv oxéoewv OKOTTEUEl OTN ONUIOUPYIO HAKPOXPOVIWY Kal auoifaia
IKQVOTTOINTIKWY OXE£CEWV UE TOUG TTEAATEG, TOUG TTPOMUNBEUTEG KAl TOUG OIAVOEIG TWV TTPOIOVTWV
NG €mXeipnong Me oOkommd Tn  Olekdiknan Kal SlaTApNoN Twv TIPOTINACEWY  Kal  TNG
ETTAYYEAUATIKAG OUVOEDNG TOUG UE TNV ETTIXEIPNON HAKPOXPEOVIA. ATTO TOUG ava@pEPOUEVOUG O
ATTOOEKTEG TOU EVOIOQEPOVTOG TNG ETTIXEIPNONG OI TTIEAATES €ival 0a@UG ol oTTOUdAIOTEPOI

H un eukaipiakn Kal eVEAIKTN @UOTN TNS TIPOCAVATOAIOUEVNG OTOV TTEAATN CUUTTEPIPOPAS
NG ETMIXEIPNONG EMITPETTEl £6ICOU GTOUG OPYAVIGHOUS Ayopds Kal TTwANoNG va emTUXOUV TOUG
KOIvoUG TOUG OTOXOUG Kal IKAvOTToinon Méow MIoG axéong avraAlayng. Mia emixeipnon ue
TTEAQTOKEVTPIKO XOAPAKTAPO £xEl TN OuvaTOTNTA VO JETaxEIpifeTal KABE TTEAGTN EeXxwpPIOTA Kau
avaAoya Je TIG OIKEG TOU aVAYKES Kal EVOIQPEPETAI O YIA TOV UTTOAOYIOHO Tou KEPDOUG aTTd MIa
oeipd cuvaAAaywyv aAAd yia Tn diaTrpnon Hakpoxpoviwv oxéocwv Pe Tov TTeAdTN(Rust, et al.,
2004).

To marketing Twv Ox€0gwv ATTOTEAEI TNV OUGIa TOU TTIO TTPOCPATOU TTPOTAVATOAICUOU
(pIAocoiag) Twv  emXeIPioewv  ToU  gival - TTAéOV  yWWOTOGC WG TTEAATOKEVTPIKOG
TTpooavaToAIoHOG (customer-centric orientation). H @iIAocogia autr] uloBeTeital 6A0 kal armmd
TEPIOOOTEPEG OUYXPOVEG ETTIXEIPNOEIS Kal £TTETAl TNG @IAocogiag Tou marketing (marketing
concept), TTou Pe Tn oeIpd TNG €xel D1adexBei TIC PIAOCOPIEG TWV TTWAATEWY Kal TNS TTAPAYWYNAG.
H 1TeAaTOKEVTPIKN - PINOGO®Ia ) TTPOCAVATOANIGUOS UTTOYPAUMICEl TN onuagia TG avaTTugng Kai
Kabiépwong — YEow TNG EQAPUOYAS Tou marketing Twv OX€0EWV — JOKPOTTPOBECUWY OXECEWV
ME TOV KABE TTEAATN ATOMIKG KOl TTPOCWTTIKG PE TEAIKO aTOXO T S10TAPENGCT TOu WG TTEAATN TNG
ETTIXEIPNONG. AUTO ETTITUYXAVETAI PE TN BIOPKH Kal «aBpoIaTIKA» IKavoTroinan Tou TTeAdTn. Katd
OUVETTEIQ, HIO KOPUPAia TTPOTEPAIOTNTA OTTOIOCOATTOTE TIPOODEUTIKNG KAl SUVANIKAG Opyavwaong
TTWAANCEWV TIPETTEI VA €iVal VA ATTOTPEWEI TNV ATTOOKIPTNON TTEAATWV KAl 0 KAAUTEPOG TPOTTOG VO
TETUXE AuTO gival va IkavoTToinBouv ol TeAdTeg TNG (Sarmaniotis and Stefanou, 2005). To TeAikd
O¢ ¢nToupevo yia.Tnv emixeipnon eival BeBaiwg n avénon Twv TTWAACEWY Kal TOU KEPOOUG.

2.8 ZTOXOI NMEAATOKENTPIKOY ZYZTHMATOZAIAXEIPIZHZ ZTON
TPANEZIKO XQPO

H kavoTroinon Twv avaykwv Twv TTEAATWV aTToTeAEl Baoikd aTOX0 avaTITUENG Kai AeiToupyiag
piag TpameCag. ‘Eva ammoteAeapatiké CRM aluoTtnua gival 0 TpOTTOG JE TOV OTToi0 pia TpdTTeda
€xel Tn duvatdTnTa va avTIAapBAaveTal Kal va agloAoyei TRV yVWHN Twv TTEAATWV TNG. To KEVTPO
TNG €TMIXEiPNONG €ival 0 TTEAATNG Kal auTd onpaivel 6T N TpaTTeCa TTPETTEl va gival o B€on va o€l
Kal va KOTovorjoel Tov TPOTTo TTou PBAETTEl 0 TTEAATNG Tnv TPATTeda Kal TO TIWG KPIveEl Ta
TTPOOPEPOUEVA  TTPOIOGVTA KOl UTINpPecieg. Me autd Tov TPOTTO oI TTEAATEG TTAPAPEVOUV
IKAVOTTOINMEVOI KAl QUEAVETQI N TTIOTOTNTA TOUG OTNV OUYKEKPIPEVN TPATTECQ.
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H emiteuén Twv otéxwv Tou CRM &¢ev eival pia eukoAn diadikacia. O McKenna (1993)
avagEpel 0TI XPEIGZETAl €va OAOKANPWHEVO OXEDIO TTOU va AauBavel uttTown OAEG TIG avVAYKEG Kal
TIG YVWHEG TWV TTEAATWV, T XPOVIKI] SIAPKEIO TG OXEONG TOU PE TAV TPATTECA KAl TIG CUVAANQYEG
ME QuUTAV.

2uptrepaopaTiké o otéxog Tou CRM gival n IKavoTToinon Tou KaTavaAwTr) Kal N avénon
TNG TMOTOTNTAG. TNV CUVEXEIA YivETAl pia BIBAIOYPAPIKA avaoKOTTNon Twv dUO. AUTWV. EVVOIWV.

2.9 IKANOMNOIHZH TOY NEAATH-H A®OZIQZH TOY

O1 TeNdTEG €ival TO MO ONUAVTIKO ATTOKTNUA Yia OTToladnTToTe eTTiXEipnon. Na Tov Adyo auté ol
eMXeIPAOEIG Ba TpétTel va emmevdlouv oTnv dloiknon Tng agiag Tou. TTEAATN Kal - OTnv
TPOCEAKUCT, QVATITUEN Kal dIaTAPNoN TwV TTEAATEIAKWY Toug oxéocwv. H avTtiAnyn atrd Toug
OPYQVIOHOUG TWV TTApayOvVTwY TTou dnpioupyoulv agia atov TTEAATN eival pia Bacikr evaoyxoAnon
Tou Topéa marketing. (Blattberg R.C., 1998).

H amdédoon tng kABe emmixeipnong, dev e¢aptdral TG0 TTOAU aTTd TRV ONnuioupyia véwv
TEAATWYV, 0G0 ATTd TO VA BNUIOUPYATEl AQOCIWUEVOUG TTEAATEG OTA TTPOIOVTA TTOU TTPOCPEPEL, Ol
oTroiol BUOKOAQ va OTPAQOUV TIPOG TA QVTAYWVIOTIKA ‘TTpoidvTa. Mia TETOlor GUUTTEPIPOPA
TTEAATWV UTTOPEI va dnuioupynBei TTPOCPEPOVTAG TETOIEG UTTNPECIEG KAl TTOIOTNTA TTPOIOVTWY,
woTte o TeEAGTEG va eivalr armdAuTta IKkavotToinuévol. Auto pe Tnv -Oelpd Tou OnuIoupyei
QVTOYWVIOTIKO TTAEOVEKTNUO OTNV ETTIXEIPNON ME ATTOTEAECHUA va augdvovTtal Ta KEPON Kal n
atrodoTIKOTNTA TNG.

‘ETol Aoimmév, n dnuioupyia IKOVOTTOINUEVWY TTEAOTWY OTTOTEAE €vav aTTd  TOug
TTPWTAPXIKOUG 0TOX0UG KABE opyaviopou. H ikavoTtroinan TnG KABE £1TIOUMIag Kal TwV avayKwv
TWV TTEAATWY, €ival 0 JovOG OTABEPOS KavOVAS TwV ETTIXEIPAOEWV. AG INv Eexvapue ttiong OTI n
IKQVOTTOiNON TWV TTEAATWYV TTaidel onUAvTIKO POAO aTNV AQPOCiwan Kal aTnV atmodoTIKOTNTA.

O1 didpopeg HeNETEG opiCouv TNV IKavoTroinon Tou TEAATn a1rd  JIAQOPETIKES
TIPOOTITIKEG: transaction-specific kal cumulative aspect. (Johnson et al, 2002)

O1 reAGTEG, TTPIV OTTO OTTOIOOATIOTE EUTTEINIA TOUG UE TTPOIOVTA KQI UTTNPECIES, £XOUV TIG
TTPOCOOKIEG TOUG Kal/fj TTOAQIOTEPEG EPTTEIpiEG. AUTA Ta OUCTATIKA OTTOTEAOUV WEPOG TNG
gUTTEIpiag KAl €TTNPEACouV TO €TTITTEDO IKAVOTTOINONG TOU TTEAATN KaTA TNV JIdpKEIQ KAl PETA TNG
diadikaciag auTng.

EmmAéov, To cumulative aspect eival TepiIoooTEPO GUUPBIBACUEVO PE TRV €vvola TOU
experiential marketing. Zup@wvei pe Tnv BIBAIoypagia, n IKavoTroinan Tou TTEAATN opideTal wg N
agloAdynon Kal n cuvaiginuaTiK avayvwpion MIAag oAOKANPwUEVNG ayopaaTIKAS S1adikaaiag.
(Yi -Hua "Erin” Yuan et al, 2008).

H @1Aooco@ia Tng IKavoTroinong TeAATwy oTnpileTal:

e OTNV QVAYVWPION TWV  KOTOVOAWTWY (KOTA OUVETTEIQ OTNV  TTPOCEKTIKA
TUNUaTOTIOINGN TNG AYOPAS),
® OTOV KOBOPIOUO TwV avaykKwyv Kol TTPOCdOKIWY Toug (TOV avayKWV KOl
TTPOCOOKIWY TOU CUYKEKPIUEVOU KABE popd TUAHMATOS ayopdg) Kal TEAOG
e OTN PETPNON TWV AVTIAAWEWY TOUG. H yvwon Twv avayKwy TwV KATavOAWTWY
gival 1I810iTEPA GNUAVTIKA aQOU aTTOTEAEI OTOXO TWV ETTIXEIPACEWY VA KAAUWOUV QUTEG TIG
avAaykeg. Me autd Tov TPOTTO €ival MO €UKOAN n €MiOTTEUON Twv BIAdIKACIWV YIO ThV
TTAPOXI) TWV I0AVIKWY TTPOIOVTWY KOl UTTNPECIWV OTOUG KATAVOAWTEG.
Omwg  mpoava@épBnke, n Onuioupyia IKavoTToiNuévwy  TTeEAaTWyY, odnyei  oTnv
onuioupyia a@ociwuévwy TrEAaTwy. Kol autd pe Tnv oeipd Tou dnuioupyei  augnuévn
atrodoTIKOTONTA KAl KEPON OTNV ETTIXEIPNON.

ATIO TNV TTAEUPA TWV ETTIXEIPACEWV, IKOVOTTOINUEVOI TTEAATEG, €ival auToi TTOU TTPOTIPOUV
TIG UTTNPECIEG Kal - Ta TIPOIOVTA TNG ETMIXEIPNONG Ao aAuTA Twv avTaywvioTwv. H agoaciwon
MTTOpEl va €TeKTOBEl MO TO va €x€l O TTEAATNG pIa PETPIO TTPOTIUNON £wg TO va gival évag
duvardg UTTOoTNPIKTAG OTTaddg TNG £TTIXEIPNONG. Eival yevikd atrodekTo TTwG OTO KATAVOAWTIKS
marketing évag TeAATNG TTOU VIWBEI TTOAU KOvTa oTnv emixeipnon (uwnAn agociwon) ival
ONMAvTIKA IO ETTWQPEANG OTNV ETTIXEIPNON aTTd OTI AUTOG TToU dev VIWBEl TOCO KOVTA OE QUTH

(xaunAn agoaiwan).
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eviKd pTTOPOUUE va TTOUNE, TTWG N aPociwan Tou TTEAATN £xel dUO TTPOCEYYIOEIG: TNV
TTPOCEYYION atmd TNV TTAEUPd TNG CUPTTEPIPOPAS Kal TNV TTPOCEYYIon atmd Tnv TTAeupd Tng
WuyoAoyiag.

MaAaioTépa o1 TTEPICTOTEPES £peuveG EDIvav 101AITEPN £U@AOT OTNV TTPOCEyyIon e Bdaon
TNV oupTtrepipopd. MNa Tapddeiypa o Newman kar o Werbel 1o 1973 6picav Tov. a@ooiwPéEVO
TTEAATN WG «AUTSOV TTOU Eavayopddel TNV PAPKA, OKETITOUEVOG JGVOV QUTH TN HAPKa KAl Xwpig va
avadnta TTANpo@opieg OXETIKA YE TNV Papka». O Similarlg kai o Telis To 1988 karauéTpnoav tnv
aQoCiwon wWg «MIa ouxva eTTavalappBavopevn ayopd»

Mpdéoeata, n a@ooiwaon opioTNKE Kal atrd TNV TTAeUpd TnG wuxoAoyiag. H wuyoAoyikni
agooiwaon ouuTrepIAaPBAavel TTpocavatoNloud oThn yvwaorn, OTo cuvaioBnua kal otnv- BEAnon.
(Oliver, 1997)

O Oliver emiong 10 1999, TOoTTOBETNOE TECTEPEIG PATEIG TTOU TTEPVA O TTEAATNG KAl TTOU
odnyouv oThV apoaiwan.

1. H agociwon otnv @don Tng yvwong BacileTal €ite 0TNv TTPONYOUHEVN YVWON €iTe o€
TTANPOYOPIEG TTOU TTPOEPXOVTAI OTTO EUTTEIPIA TTOU EiXE O TTEAATNG UE TNV CUYKEKPIPEVN JAPKA.

2. H agociwon otnv @don Tou cuvaioBrnuaTtog. AQopd To va ap€oel kal va TTpoTiud o
TEAATNG MIA PAPKA O€ oxéon MPE TIG avTaywvioTiKES. ETTTAéov Baaifdpevol otnv cumulatively
IKQVOTTOINGN TTOU XPNOIKOTIOIE YEYOVOTa, O TTEAGTEG ATTAA TTPOTIMOUV HIa JAPKA aTTd pIa GAAN.

3. H BouAnTikA agociwaon, opideTal wg n TTpoBean Tou TTEAATN va cuvexioel va ayopddel
éva TTPoidv aTo PEANOV. To TeNIKO Briua, OTIG TPEIS QACEIS agoaiwong, eival n dpdon TnNg
apoaciwaong, Katd Tnv oTroia N TTPABEoN yia dPACTNPIOTTOINGN METAUOPPWVETAI O€ IKAVOTNTA YId
opdaon.

H agociwaon Tou TeAdTN gival pia Babia pilwuévn 6€oUEUan va Eavayopdael Eva TTpoidv
n pia utnpeecia oto PEANOV, avetdpTnTa ammd Tnv €midpaon TG TOToBETNONG Kal TIG
TTPOCTIABEIEG TOU marketing va TTPOKAAETEl EAAOVTIKI) aAAQyT) TNG CUUTTEPIPOPAG.

2.10 H AIATHPHZH TOY NEAATH

H BeAtiwon Tng IkavoTroinong Kai NG TTioTng TTEAATWY odnyei TeEAIKG oTn diatApnon TeAatwy. H
OPACTIKOTNTA TWV CUCXETICOUEVWV OTPATNYIKWY, TTou Oivel €upaan aTtn dlaTrpnaon Tou TTEAATN,
emegnyeitTal amd epeUVNTIKEG PEAETEG, OI OTTOIEG TTPOTEIVOUV OTI N ATTOKTNON TWV VEWV TTEAATWV
KOOTICEl TTEVTE POPEG TTEPICTOTEPO. ATTO OTI ATTAITEITAI YIa va SI0TNPHOEl KAl VO EPYOOTE JE TOUG
Ndn uTTapxovTeG TTEAATEG.

EtreidA Aoitrév n diatripnaon evog TeAATN KoaTidel NyOTEPO 0 OXEON UE TNV TIPOCEAKUC
€VOG VEOU, N ETTIXEIPNON TTPETTEI VO yVWpPICEl TToloi gival oI Adyol yia Tn dIaTAPNCN TWV TTEAATWV
(customer retention). Av o1 Adyol auToi dev eival cageic oTnv emxeipnan, T6Te apyd 1 ypriyopa
ol TTeAATEG Ba @uyouv, Ba xaBolv ol OTTolEG £TTEVOUCEIC £yIvaV yIa TNV TTPOCEAKUGT TOUG Kal
TeENIKG N emmixeipnon Ba xdoel TRV aTabepn TTeAaTeIaKr TNG Baon.

‘Eva onuavTiké €0pnua  OPKETWYV MeEAETWV OTTwG nNdn avaeépbnke eivar 611 n
TPOCEAKUCN VEWV TIEAATWY OTNV €mixXeipnon €ival TTOAU TepIoadTEPO datravnpr] amod Tn
dlatpnon Kai. TTapapovr Twyv utmmapyxoviwyv. Exel Bpebei emiong o6m n diatipnon Twv
UTTOPXOVTWV TTEAGTWV, OTTWG EKPPACeTal aTTO TIG HETOBANTEG:

Q) agociwon oTNV-EMWVUIa Tou TTpoidvTog (brand loyalty),
B) Tp6Beon emavayopdg (repurchase intention)
y) emavaAauBavoueveg TwARGCEIG (repeat sales)

Etre1df 6¢, auto TTou TEAIKA PETPAE! €ival TO CUVONIKO aTTOTEAECUA TNG ETTIXEIPNONG, Eival
onuavTiKGTaTn Kal- N dIaTTioTwaon OpPIoUEVWY WEAETWY OTI N dIaTENoNn Twv UTTOPXOVTWV
TTEAQTWYV €TTNPEAGCEI BeTIKA TNV aTTOdOTIKOTNTA TNG €TMIXEipNONG. (ZappaviwTtng kal Kapyidng,
2004).

O1 emyeiprioelg €xouv ouveIdNTOTTOINCEI OTI TTPOKEIYEVOU va  avaTTuxbouv 600
EMTUXNMEVEG TOOO KOl PHAKPOTTPOBECUEG OXEDEIG UE TOUG TTEAATEG TTPETTEI VO ECTIAOOUV GTOUG
OIKOVOMIKG TTOAUTIMOUG TTeAGTEG (high value customers), KpaTwvTag PaKpIG Kal atToBaAAovTag
TOUG MN ETTIKEPDEIG .
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O o16x0¢ yIa IKavoTToinan Kal d1aThpnon Twv TTEAATWY £XEI XAPAKTNPIOTEI WG AUUVTIKN
oTPaTNYIKA HIag emyeipnong. O oTdX0G TNG AUUVTIKAG OTPATNYIKAG €ival n eEAaXIOTOTTOINGN TOU
KUKAOU €pyaciwy TTeAaTWV (PEYIOTOTTOINGN TNG DIATAPNONG TTEAATWV) HECW TNG TIPOCTACIAG TWV
TPOIOVTWVY KAl TwV Ayopwv aTTd TA OVTAYWVIOTIKA EUTTOPIKA OHUATA KAl YEVIKA aATTO TIG
QVTOYWVIOTIKEG ETMIOPOUES, TTAPA TOV AUEAVOUEVO QVTAYWVIONO KAl WPIMaVon Twv ayopwy, TO
apuUVTIKO marketing yiveral Ta TEAeuTaia XpOVIa EAKUCTIKOTEPO KAl ONUOPIAEG :

Ooov agopd Tnv eTTIXEIPNPOTIKY a1TOd00T, BPIOKETAI OTO KEVTPO TWV TTANPOPOPIOKWV
ouoTnuatwy. Kot apXdg n emixeipnuatik amédoon €ival pia TTOAUSIAOTATN KATOOKEUN - TTOU
TTEPIBAAAEI TIC ECWTEPIKEG KAl TIG EEWTEPIKEG PETPAOEIG, €ival KOIVA aTTOBEKTO OTI 01 Adyol TG
ETTIXEIPNMATIKAG  ATTOBOTIKOTNTAG  €ival QUOKOAO va OpPIOTOUV. YTTOKEIMEVIKEG -~ HETPNOEIG
arrotedolv Bépata TnG pUBUIONG Twv TTIPOKATOAAWEWY aTTd TNV dIABecIudTNTA TTPOCEATWV
YEYOVOTWY, €VW N KATEUBUVON TOU QITIOTOU TIOMNMWVY  UETPACEWYV, OTTWG Ol  E0WTEPIKES
(ikavoTroinon Twv UTTAAAAAWY) A o1 eEWTEPIKEG (IKavoTToinan Tou TTEAATN) €ival cuyxvd aoTaBEig,
auth n kKatdoTtaon oupPaivel Adyo Tou OTI oUuXvA Ol - TTANPOPOPIOdATES  AVTINETWTTICOUV
TTEPIOPICHUOUG OTAV AVAKANGN avadpOUIKWY TTANPOYOPIWY, OTTOTE Ol HETPACEIG TTEPICTOIXICOVTAl
a1Té TTAAOTEG OXETEIG KOl DIPOPOUUEVEG AITIEG.

O1  peTPNOEIG  ETTIXEIPNUATIKAG  ATTOBOTIKOTNTAS  Oa ~TTpETEl va  gival  TTEIOTIKA
ToTrOBETNUEVEG. [oAIOTEPEG HEAETEG aTTEDEICOV TTWG OI PETPACEIS TNG - ETTIXEIPNMHOTIKAG
amdédoong Ba TTpETTEl va e@avifouv Tpia Bacikd XOpAKTNPIOTIKA:

e Oa TpéTTEl va TTOPEXOUV €vav TTOAUBIACTATO KAl 1I00PPOTTNUEVO UTTOAOYICHO TNG
atrédoong.
e Oa TTPETTEI VA EVOWMPOTWVOUV £VA QVTAYWVICTIKG UTTOAOYIGTIKO OTOIXEIO
e Oa mpéTTel va atTeuBivovTal TTPOG TNV, avTiAnwn TG atrédoong 6oov agopd Tnv TTAPodo
Tou Xpovou (Timothy R Coltman et al, 2006).
AUTEG 01 TPEIG KATEUBUVOEIS eQapuolovTal O€ [HiIa I00pPOTTNUEVN scorecard oThv oTToid
@aivetal n amédoaon TnG eTIXEipnong Kal TrePIAaBEvOouV:
1. Oikovopikég peTproelg, 0Tmwg ROI (return on investment)
2. IkavoTtroingon Tou TTEAATN, GUPTTEPIAaNBAVOUEVNG TNG AVATITUENG TWV TTWARCEWV.
3. Aodikaoieg PeATIWONG TNG €TTIXEIPNONG OTTWG Peiwaon Tou KOOToug aAAnAeTTidpaong
ME TOUG TTEAATEG.
4. KaivoTopieg ) 10001 paTa atmod TNV TTapaywyr] VEwv TTPoIOVTwV.

2.11 AOrOl XPHZHZ ZYZTHMATQN CRM ANO TIZ ENIXEIPHZEIZ

H diaxeipion eAareiakwy oxéoewv n-aAAIWG customer relationship management civai pia Alon
TTOU EPPAVIOTNKE TTPIV. TTO TTEPITIOU OEKA XPOVIa Pe OKOTTO va Bonbnoel TG €TTIXEIPAOEIS va
QVTIMETWTTIOOUV TOV QVTAYWVIOUO TTOU TTPOEPXOVTAV OTTO TNV TTAYKOOMIOTTOINON Kol GAAEG
MOPQEG BlounXavikoU Kal YEWYPAPIKOU avTaywviouou. ATTé Tnv CTIYUA TTOU 0 KOCUOG TTeEPINADE
OTO KOATW®AI TNG METOBOANG OTTO pIa OIKOvouia Baciopévn OTO EUTTOPIO OE HIA OIKOVOMIa
Baoliopévn oTIG OXECEIG Kal Ol ETTIXEIPATEIG Ba ETTPETTE va aAAGEouV aTTd TTPOIOVTOKEVTPIKEG OE
TTEAATOKEVTPIKEG.

OT11wg Tpoavagépbnke, To CRM cival pia oTpatnyikr] TTPOCEyyion yia TNV CUCTNUOTIKN
OTOXEUON, QVIXVEUON, ETTKOIVWVIO Kal METAPPACN OXETIKWV TIEAATEIOKWY OedOUEVWY  O€
QAYWYIPEG TTANPOQYOpIEG OTIG 0TToieg BaaifovTal aTPaTNYIKEG AfWNG atToQacewv. Kal evid TTOAAEG
gival ol €TmxeIProeIg TTou GUAAEyouv TTeAaTEIOKG dedopéva, auTd Ta OedOPEVA TTOPAPEVOUV OF
OUYKEKPIPEVA TUAKOTA TNG ETTIXEIPNON, XWPIG va diauoipdfovTtal o€ OAO TNG TO PAKOG.

la-Tov Adyo autd Aoimrév, n xprion cuotnudtwv CRM T1a TeAeutaia xpovia yiveral
oAoéva Kal TTo onuavTikh yiari BonBd TIG EMXEIPACEIG va HPOIPACTOUV TIG ONUAVTIKEG
TTANPOYPOPIEG PETAEU TWV TUNUATWY TOUG KaIl £TG1 VA BEATILOOOUY TNV agia TwV TTEAATWY TOUG.

MpopnBelovTag Pe TIGC GUAAEYOUEVEG TTANPOPOPIES, TO ICTOPIKO KAl TO TTPOPIA TOU KABE
TTEAATN TNG, N ETTIXEIPNON, UTTOOTNPICEI éva onuavTikd marketing TTWARCEWY KAl UTTNPECIWV.

2TIG TTAPOKATW EVOTNTEG TTapoucidlovTal KATToIol KAVOVES yia Tnv Olaoc@AAIon pIag
emrtuxnuévng CRM e@appuoyng, Ta o@EéAN TTOU QTTOKOWICEl pIa €TTIXEIPNON aTrd TNV €@apuoyn
ouoTnuaTtwyv CRM kaBwg kal Ta BACIKOTEPA PEIOVEKTHPATA TWV CUCTNUATWY AUTWV.
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212 TNMPOYNOOEZEIZ - KANONEZ KAl MPOAIArPA®EZ
NMETYXHMENQN E®APMOINQN CRM ZYZTHMATQN

Eivar TTAéov eupéwg amodektr) n amown Om n emTuxia evog cuoTtripatog. CRM BaagileTal
TTPWTIOTWG OTOV avOPWTTIVO TTAPAyoVTa.

H atmrodoxr Tou atmmd 6An Tnv KAipaka avBpwTrivou duvauikouU gival icwg 0 KPIoINOTEPOG
mapdyovtag emrtuyiag. OAn n avBpwTivn aAucida Tng emmXeipnong: dloiknon; UTTAAANAoL,
TTEAGTEG, TTPOUNOEUTEG Ba TTPETTEl va evaTepvioTolv To CRM Kal va To evTAEouV GTIG KaBNUEPIVES
Toug Oladikacieg ouufdAlovtag oTtnv emTuxia Tou. MMAap&dAANAQ, 0 E€KGUYXPOVIOUOG TwWV
MNXAVOYPAPIKWY CUCTNUATWY TNG ETTIXEIPNONG, ETTITPETTEI TNV OTTOTEAECUOTIKOTEPN avalATNON
Kal dIayeipion TNG TMIXEIPNOIAKNG TTANPOPOPIAG, EVW TAUTOXPOVA. KPICIO TTAPAYOVTA ATTOTEAEI N
OAOKARPWON TNG OUVOAIKNG ETTIXEIPNOIOKAG TTANPOQOPIaG Ot OXEON e TNV, KEPdOYOpPIa, Th
OUpPTTEPIPOPA TOU TTEAGTN KAl TIG ETTIXEIPNOIAKES AEITOUPYIEG .

Aev uttdpxel Kdamola aiyoupn cuvTayn yia TTeTuxXnuéveg eapuoyés CRM ouotnudaTwy
amd TIG emxeIphoelg. lapoAa autd, MTTOpoUPE VA TIOPOUCIACOUNE ~ KATTOIEG BAOCIKEG
OUPBOUAEG/KavOveg, TTou odnyouv o€ TreTuxnpéves diadikaoieg CRM.

o Karaypa®r OAwV TwV UTTOPXOUCWV ETTIXEIPNOCIOKWY dIadIKaoIwy TToU OXETiCovTal
Me Tn dlaxeipion TAnpogopiag TEAATn  (eSuttnpétnon, - TTwANoelg, marketing,
uTTOOTAPIEN).

e H Ummapén uiag TTEAATOKEVTPIKNG QIAOCO®IOG aTnV £TMXEipNON KabBwg Kal n UtTapén
ETTIKOIVWVIAG e OAOUG TOUG pyalouEVOUG.

e HkaBiépwon peaNIOTIKWY OTOXWV KAl XPOVIKWY TTEPIBWPIWV.

e H avdamtuén TpoypapuaTwy ekTTaideuong yia OAa Ta PEAN TNG OPAdAG TTOU
OouAelouv TTavw oTig¢ CRM e@apuoyég, kateuBuvoueva atrd Tov project manager
Kl Ta OTToia dNIoUPYEi Pia SIadPACTIKI CUUTTERIPOPA TTPOG TOUG TTEAATEG.

e H emAoyA Twv Mo KATAAANAWY atopwv yia Tnv-8€on Tou project manager, TO OTT0i0
Ba TTpéTTel va £XEl DI0IKNTIKES IKAVOTNTEG.

e EmAoyr oTpatnyikoU CuvepyaTn OTnNV ayopd, TTou va OIaBETel TEXVOYVWaia Kal
eutTeipia otnv  uAotroinon - AUcewv  CRM, aAAd Kol €KTEVA  yvwon Twv
ETTIXEIPNOIAKWY  QVAYKWY. -Kal  AEITOUPYIWV, WOTE VO AEITOUPYNOEl €KTOG ATTO
EQPAPHOYEG Kal WG GUMPBOUAOG Kal KaBodnynTAG TNG ETTIXEIPNONG OTAV £QAPOYR TOU
CRM.

o EmAoyn mAat@opuag CRM pe emyeipnuatik& Kpitripia, BAacel uttapxOvTwy Kai
MEAAOVTIKWYV. “avaykwyv, KaBwg Kal Tou eupUTEpoU TTAaigiou OTO  OTToio
dpaoTnpIoTToIEiTAl.

o EmAoyn mAatpopupag CRM - ue - TexvoAoyik& KpITAPIA, €mMINTWVTAG €UEAICia
TIPOCAPHOYWV-KaI KPS KOOTOG HEAAOVTIKWY AAAQYWV.

e Eoappoyr Tou CRM oTtadiakd, EeKIVWvTag atrd TIG dpacTnpIOTNTEG TTOU £XOUV TN
peyaAUTepn avaykn/Bapltnta, OTIWG yia TTAPAdEIYUa N eEuTTNEETNON.

o O mePIOBIKOG EAEYXOG TNG AVATPOPODATNONG TTOU TPOPODOTEITAI ATTO TOUG TTEAATEG
OTIG OlI0QPOPES TIPAKTIKEG TTOU AVATITUCCOVTAI ATTO TIG ETTIXEIPATEIG.

e _H xprion mAnpogopiwv uttodoung yia Tnv uttooThpiEn Tou CRM project manage kai
OXI WG QVTIKATAOTATNG TOU ETTITUXNMEVOU OXEBIOTOU TOU.

TNV opyavwrTIkr doun Tng emixeipnong mmou epapudlovial CRM TTPAKTIKEG UTTAPXOUV
TTPOOWPIVEG  aAAAYEG,  aG UTTOBECOUPE €va OUYKEKPIYEVO TUTTO OOMNG, evw Ta Bacika
TTAEOVEKTAPATA ATTOTEAOUV [IA ETTOVEVWOT OUYKEKPIUEVWY APUOBIOTATWY atrd SI0QOPETIKOUG
TOUEIG.

eviIKa pyTTopoupue va TToupe Tiwg va emmuxnuévo CRM xpeiddetau:

e [146og: o1 leaders Tpémmel va €mOEIKVUOUV €va UWNAG ETTITTEQO UTTEPACTTIONG Kal
evBouaiagpoU yia To CRM. O1 leaders Ba TTpETTEl VO CUUMETEXOUV EVEPYA GTOV
oxedlaoué CRM oTpaTtnyikKwy Kal OpaudaTwy.

o [pakTiKEG: oI leaders Ba TTPETTEI va CUPPETEXOUV AUECQ OTIG OIAdIKATIEG EQAPHOYAG
CRM. O1 utrdAAnAor Tng eTaipiag Ba TrpéTrel va uioBetrioouv 10 CRM. Auto onuaivel
OTI Ba TTPETTEI VO XPNOIYOTTIOINCOUV TO OUCTNUA: va €I0AYOUV TTANPOYOPIEG KAl VO
poipdgovTal yvworn.
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e YTodovh: ol leaders dev Ba Tpémel va Trepigévouv o CRM culotnua va
onuIoupynBei péoa o€ pia PEPQ, XPEIAZeTal XpOVOG, TIPAKTIKEG Kal EKUAonon.
e Empovn: ol leaders Ba trpétrel va pévouv ouykevipwuévol ato CRM kdéBe pépa, va
diatnpouv Tig diadikacieg CRM eTmikaipeg.
Eg@ooov Aoittév n emmixeipnon atmmo@aacioel va TpoRei oTnv UAOTToinon £vog CUCTAUATOG
CRM TpétTel va €Xel JIa oa@r] €IKOVA Yo TO KOOTOG UAOTTOINONG Kal €QAPHOYNG VOGS TETOIOU
OUCTAPOTOG. TO KOOTOG UTTOPET VA £XEI ONUAVTIKEG ATTOKAEIOEIG.

2.12.1 O@éAn kKai MAgoveKTRHATa amd TRV £vraén Tou CRM oTtnv emyeipnon

‘Eva cuotnua CRM 1rpoo@épel TTOAG TTAEOVEKTHOTA KAl EUKAIPIEG OTNV €TAIPIA OTNV OTToia
€QapuoleTal, KUPIWG av TO BACIKOTEPO TNG AVTAYWVIOTIKO TTAEOVEKTNKA €ival N €EUTTNPETNON TWV
meAaTWV TNG. ‘Eva amd T1a Bacikotepa o@QEAN TTou TTpoo@épel pia epapupoygl CRM otnv
ETTIXEipNON €ival N avAaTITUEN AQOCIWPEVWVY TTEAATWVY apoU dnuUIoUpYEi JAKPOXPOVIOUG BECOUG
TNG €TMIXEIPNONG ME TOUG TTEAATEG.

ETriong, BonBd& otnv diapkr pon Twv CNUAVTIKWY TTANPOPOPIWY 0 OAO TO PAKOG TNG
ETTIXEIPNONG TTPOCPEPOVTAG £TOI €CAIPETIKEG UTTNPECIEG ‘ATTO OTTOIOOATTOTE UTTAAANAO OTOUG
TTEAATEG TNG.

H xprion CRM cuoTnudtwy, TTPOCQEPEl OTIG ETTIXEIPATEIG TTANPN YVWON TWV TTEAATWV
TOUG — OTTOI0 KaVAAI ETTIKOIVWVIAG KI av diaAé¢ouv — web, TnAEpwvo, fax, email, ye é1olo TUAUA
NG €TTIXEIPNONG KI av €pBouv o€ eTaQr], YE TTAPAAANAN Kal TauTdxpovn agloAdynon Kal he TNV
XPNO™N TTOCOTIKWY KAl TTOIOTIKWVY KPITNPIWV TNG amTddoong KABe TTeAdTN.

H BeATiwon Twv UQICTAUEVWY ETTIXEIPNMOTIKWY OOUWY Kal O OTPATNYIKOG OXEDIAOUOG
TWV ETTIXEIPNUATIKWY S108IKATIWY TTOU TTPOCPEPOUV TA- CUCTAMATA TTEAATEIOKAS dlaxeipiong,
onuioupyoulv 10 KaT@AANAO TTEPIBAAAOY yia TNV KaAUTEPN duvarTr) UTTOOTAPIEN Kal dlaTAPNoN Twv
TTAPOVTWY TTEAOTWV.

Etriong, Tpoo@épouv, TTOAUGPIBUEG ETTEKTATEIS - KOl AEITOUPYIKEG OIETTAPEG ME TPITA
OUCTAMOTA, TTOU PAG KOAUTITOUV TIG aVAYKESG TTOAAQTTIAWY. KAGOWV Kal TTpoc@Eépouy agia otnv
ETTIXEipNON.

Méow Tng auTopaToTIOINONG TWV - ETTIXEIPNCIAKWY pPOowv, ol e@apuoyés CRM,
TIPOCPEPOUV UTINPETIEG UWNAOU TTITTEOOU [E ATTOTEAECUA va AQUEAVETAl N IKAVOTTOINGN Tou
TTEAATN KAl KAT' €TTEKTACN N TOavoTnTa dnuioupyiag agoaiwuévou TreAarn.(Harej, Horrat, 2004)

EmimTAéov 0@éAN TTou TTapéxouv. o epapuoyEés CRM eivai:

e 2TpaTnyIKO OXeBIAOUO Kal - TTPOWONCT, ATTOTEAECUOTIKWY VEWV TTPOIOVTWY  Kal
UTTNPECIWY UWPNAAG TTpooTIBEuevng Gglag, oUuQwva, TOCO HE TIG QVAYKEG TNG
ayopds 600 Kal JE TIG IBIAITEPES ETTIBUMIES TWV TTEAATWV.

e BeAtiwon TNG avtaywvioTIKOTATAS Kal TNG KePOoPopiag Péow TNG MPEiwoNng Twv
A€IToupylkwv datTavwy Kal TNG TTapdAANANG aufnong TNG aTTOTEAECUOTIKOTNTAG.

o ATOAUTN aopAaAcia SedoPEVWV.

o 'Eva oAokAnpwuévo, @IAIKG Kal eUXpNOTo £pyaciakd TTePIBAAAOV.

e [IAjpn utrooTApiEn Oladikaoiwy TwAAcewy, marketing, e€EutnpéTnong Kai
uTTOOTAPIENG TOU TTEAATN.

e [vwon Twv. AVOyKWwV Kal TwvV TIPOTINACEWY TwWV TTEAATWV Kal QvATITUEN VEWV
TTPOIOVTWV. KOl UTTNPECIWY TTOU AVTOTTOKPIVOVTAI OTIG ATTAITACEIG TNG ayOPdS.

e Aflotroinon - Twv.  OlaBEéciywy  TTANPO@OPIWV  YyiIa TV oxediaon  KaAUTepa
OTOXEUOHEVWV EVEPYEIWV TTPOWONCNG.

o OMNokAnpwypévn dlaxeipion Twv TTPOWONTIKWY EVEPYEIWV OTTO TO OXEOIQONO HEXPI
Kal. TNV OAOKApwOnN TOUG, JE TAUTOXPOVA Kal online TTapakoAoUuBnon autwy yia Tnv
avaAnwn S10pBWTIKWV KIVACEWV.

MeAétn Tou Insight technology avagépel 6T T0 21% Twv £pywv CRM ikavoTroinoav 1o

100% Twv aTTAITACEWY TOU OXEDIOONOU TOUG. € AQUTO TO TTOOOOTO TTAPOUCIACTNKE aUENoNn Tou
1¢ipou €wg Kal 42%, peiwon Tou KOOTOUG TTWARCEwv MEXPI Kal 35%, peiwon Tou KUKAOU
TTwWARoEwV £wg kal 25%, auénon Tou TrepIBwpiou kEPSOUG 2% Kal augnaon Tng IKavoTToinong Tou
TeAGTN 20%.

evikG pTTopoupe va ouvoyicoupe Ta TTAeovekTApaTa Twv CRM epapuoywy oTa eEAG:
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e AUENON Twv TTWANCEWV.
e Meiwon Tou K6OTOUG.
e AU¢non euehigiag oTig ahAayEg TNG ayopdc.

e H augnon tTwv TTWAACEWV TTPOKUTITEI OTTO:

e Néoug TreAdTeG.

e [leAdTeg TTOU £OBEUOUV TTEPICOOTEPA OE UTTAPXOVTA TTPOIGVTA N ayopdalouV VEQ.

e  Emtdyxuvon Tng dladikaciag TTwWANONG a@ol PTTopEi va atrairouvTtal AiyoTepeg
ETTAPEG YIA TNV TTWANCN TOU TTPOIOVTOG I\ TNG UTTNPEDIAg.

AUENON TTWANCEWVY TTPOIOVTWYV HE PEYOAUTEPO CUVTEAEDTH KEPOOUG.

KaAUTepn uttooTAPIEN.

H peiwon Tou kK6oTOUG: N eykatdoTtaon evég cuoTApatog CRM utropei va
Bondroel 0TIG aKOAOUBES TTEPITITWOEIG.

21nv Asitoupyia evég call center — Ké€vTpou €EUTTNPETNONG TTEAQTWY, JEOW TNG
QUTOHATOTTOINONG TWV BIOBIKATIWV.

e >tnv BeAtiwon Tng amoteAeopatikdmTog  Twy. direct mail.. To CRM
BeAtioToTrolIEl TN OTOYXEUON, TNV TTPOCWTTOTIOINCON KOl -YEVIKOTEPA TNV
amroreAeopatikéTnTa Twv direct mail.

e 2TnVv BeAtiwon TNG ATTOTEAECUATIKOTNTAG TNG SIOPrUIONG.

e 2TnNV  OTIOTEAECUATIKOTEPN  UTTOOTAPIEN Twv - TWAACEWV, MPEOCW  TNG
QUTOMATOTTOINONG TWV TTPOCYPOPWY, TNG KAAUTEPNGS  TTANPOPOPNONG YIa TOV
TTEAATN, TNV dnuIoupyia TTPORAEWEWY TTWANCEWVY KATT.

e 3TNV augnuévn IKavOTTOiNON TG OPAdAG TTWANCEWY £QOCOV QUTH ATTOAGUBAVEI
augnuévn utTooTAPIEN ATTO TnV. ETAIPIA KAl UTTOPEI EUKOAOGTEPO VA UTTOCTNPIEE!
TOUG TTEAATEG.

Ymapyxouv CRM ouotuata 1a omoia Pondnoav onuavTik& TIG ETTIXEIPAOEIS VA
TIPOCAPHOCTOUV OTIG ONUAVTIKEG ETTIXEIPNUATIKEG AAAQYEG.

Me Tnv eykatdoTaon Twv cuoTnudtwv. CRM n emyeipnon &gv akoAouBei amAd Tov
avtaywvioud, ‘Exovrag tnv duvardtnta va yvwpioel Toug TTEAATEG Kal TIG avAyKEG Toug avd
TAoA OTIYUr MTTOPEl va TTpocapudlel Ta TTPOIOVTA, TV TIMOAOYIOKK TTOMITIKA TNG, VO OTOXEUE
KaAUTepa Tn OI0QAMICN TNG KOl va XPNOIUOTToIEl T atmodoTikoTeEpa KavaAia diavoung, ‘Etol
onuioupyei TIg TAoE€Ig TNG OTOV KAADO, KPATWVTAG TOUG TTEAATEC TNG KOVTA OE QUTHV.

2.12.2 O@éAn amdé TNV E£QPAPHOYR OCUCTNHATWYV Jdlaxeipiong mMeEAATEIOKWV
oX£oewVv oTov Tpameliko Xwpo

H koivwvia tng mAnpo@opiag dnuioupyei éva ouveXws METABAAAOUEVO TTEPIBAAAOY yIa TIG
TPATTECEG, O OTTOIEG TIPETTEI VA Eival 0€ £ypryopaon Kal Va UIOBETOUV TIG VEEG £EENIEEIC OTO XWPO
TTPOKEINEVOU VO TIAPANEVOUV avTaYyWVIOTIKEG. H Baadikr] diagopd oTov TPOTTO AEIToupyiag Twv
TpaTTe(WV ONPEPA gival OTO yeEyovog 0TI OAO Kal TTEPICCOTEPEG TUVAANAYES TTPAYUATOTTOIOUVTAI
NAEKTPOVIKA, PIa EVTEAWG BIAQOPETIKN-@IA0COQIa £EUTTNEETNONG TTEAATWY ATTO QUTA TNS QPUOIKNG
TOU TTapOoUdiag o€ KATToI0 KATdoTnua Tng TpdTrelac.

Ta Tmapadooiakd - povTEAa eEUTTNEETNONG TTEAOTWY €XOUV TTAEOV KOPEOTEI Kal n avAamTuén Kai
kepdopopia Twv. TpaTeCWV BaciCeTal TTAEOV O€ VEEG EUKAIPIEG TTOU TTOPEXOVTOAI OTTO TIG EEEAIEEIG
OTOV TEXVOAOYIKO TOEA. O avTaywvIoUOg Kail N AEIToupyia oTo VEO ETTIXEIPNUOTIKO TTEPIBAAAOV
avoiyel Eva JeyAAo PEPOG GTPATNYIKWY ETTIAOYWYV KAl EUKAIPIWY VIO KAIVOTOUIKA TTPOIOVTA KOl
uTTnpeoieg. Mapadeiyyara TETOIWV TTPOIOVTWY Eival:

1.Anpioupyia NAEKTPOVIKWY TPATTECUWV XWPIG TTAPOUCia aTo QUGIKO Koo uo (Tpdrrela Meipaiwg)
2. HAektpovikn TiyoAdynon (Tpdateda MNeipaiwg)

3. AvamTuén online TpaTTediKWyv 10TOTOTTWV yia ayopd Tpamefikwyv Tpoioviwv (Tpdamela
Meipaiwg)

4. 'Exkdoon daveiwv nAekTpovika (Tpdmela Meipaiwg)

5. HAekTpovika xaptopuAdkia (Tpatrea MNeipaiwg)

H Asitoupyia o€ éva TETOIO ETTIXEIPNUATIKO TTEPIBAANOV £XEI QVAPEPEI GNUAVTIKEG WQPEAEIES VIO TIG
TPATTECEG, OTTWG:
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Meiwon kéoToug Aeitoupyiag TMOAAEG emmixelprioelg €xouv TIpofei o€ emmavaoyediaon Twv
Baoikwv Toug d1adIkaoiwy TNV TeAeuTaia dekasTia. AuTO £Xel 0dnyATEl € ONUAVTIKA PEIWON Tou
KOOoTOUG AgiToupyiag Twv Tpatrewv. To KOOTOG OUVOANAYAG evOg TTEAATN Of éva KATAOTNHO
dla@épel onUavTIKG aTrd TO KOOTOG CUVAAAYAG HECW BIAdIKTUOU OTTWG QAIVETAI OTOV TTOPAKATW
Tivaka:

Tpomoc ECvmnpemyeons Kootoc Tuvoiionjs
Kotaomuo tpanelos 1.20
ATM 0.40

Trreoovisn EXvmpémaon | 0.30
PC Banking 0,20
Intemet Banking 0,01

ZxAua 6: KavdaAia e§uttnpéTnong reAaTwy Kol OXETIKA K6oTn ouvaAAaywy (Peppard, 2000)

» BeAtiwon emmmédou eguttnpéTnong

H ayopd 1Tpooc@épel ONUAVTIKEG ETTIXEIPNMOTIKEG EUKAIPIEG yIA TIG TPATTECEG TTPOKEINEVOU va
ETTAVOTOTTOOETACOUV Ta TPATTECIKA TOUG TTPOIOVTA KAl VA ETTAVOOXEDIACOUV TIG TTPOTPEPOUEVES
TTPOG TOV TTEAATN UTTNPEETieg, OTTWG yia TTapddeiyua. TNV oxediaon vEwv TTPOCQPOPWY Kal TNV
BeATiwon TnG TTOIOTNTAG TWV TTAPEXOUEVWY UTTNPEOIWY. 'Evag ohoéva kal au&avouevos apiBuédg
Tpatredwv Oivel T duvaTdTNTA OTOUG TTEAATEG TOU va €Xouv 24wpn TTpdcacn oTov TPATTECIKO
TOUg Aoyaplacuo Kai va diaxelpi¢ovtal pEow dIadIKTUOU T XOPTOPUAAKIA TOUG.

* XapunAd Eptédia ei06dou otnv TpaTTedIKr- ayopd

O1 eUKOAIEG TTOU TTPOCPEPOUV Ol VEEG TEXVOAOYIEG OTNV ayopd GUUPBAAAOUV OTNV

augnuévn duvatdétnTa €100dou aTov TPATTECIKO KAGDO aTTd ETTIXEIPNUATIKEG OVTOTNTEG TTOU OEV
ugioTavTal OTOV ‘QUOIKO KOOMO'. EISIKA OTO €EWTEPIKO UTTAPYXOUV NAEKTPOVIKEG KAl HOVO
TPATTECEG, OI OTToieGg WEow TNG aflotroinong Twv OuvaTtoTATWY TOu OIadIKTUOU, TTPOCEPEPOUV
TPaTTE(IKG TTPOIOVTA KOl UTTNPETIEG aTTOKAEIOTIKG aTTé TO internet.

2.12.3 Artieg amoTu)iag Hiag eqappoyns CRM

O1rwg Trpoavagepbnke, o epapuoyéc CRM, BeATIWVOUV KOl QUTOUOTOTTOIOUV TIG ETTIXEIPNTIAKES
o1adIkaaieg TTou OXeTiCovTal PE TNV BIOXEIPION TWV OXECEWV PE TOUG TTEAATEG OTOUG TOUEIG TWV
TTwAACEWV, Tou marketing kai Twv uTTHPECIWY. O BacIKOTEPOS OUWG TTAPAYOVTAG ETTITUXIAG HIAg
eQapuoyng marketing givar-n diathpnon aQocIwPEVWY TTEAATWY GTA TTPOIGVTA TNG £TAIPIAS aPOoU
ME Tov TPOTTO auTd autdvel Ta €0000 KAl TV aTTOd0TIKOTNTA TNG.

Agou Ta CRM dnuioupyolv T6oa 0QEAN OTIG ETTIXEIPATEIS YIATI ATTOTUYXAVOUV; TI AdB0g KAvouv
TTOU 0dnyouv aTov KAovigud Twv CRM e@apuoywy;

20powva  Pe . uia peNéTn Tou- Lawrence Crosby kai Sheree Johnson (2002), n
QTTOTEAEOUATIKOTNTA TNG - €TTIXEIPNONG oTn dnuioupyiac CRM ouoTnudtwy eaptdtal ammo
oTPaTNYIKEG TTOU. Ba £papuooTolV, Ta TTpoypdupara kai Tig dladikaoies. Eivar autd tmou Ba
kaBopioel av n epappoyr) CRM Ba 1TeTUXel N Ba atroTUXEL.

O1 Mo ouxvEG AoITTdv aiTieg TTou KAVOUV Ol ETTIXEIPAOEIG Kal odnyouv Ta cuothuata CRM atnv
atroTuyia eivar ore€AG: (Sudhir Kale, 2004)
e HB¢aon Twv CRM 1TpwToBoulitdv wg TEXVOAOYIKEG TTPWTOBOUAIEG.

O1 TepioooTEPEG ETTIXEIPNOEIG BAETTOUV TIG e@appoyEg CRM wg payikég TEXVOAOYIKES “o@aipeg”
TToU Ba BeATiwoouv dpapatikd Tig bottom line Toug. To CRM atraAAaypévo attéd Tnv aTTeikovion
TOU WG TTAVAKEIQ YIO OAEG TIG ADEEIOTNTEG TWV ETTIXEIPACEWV, OEV gival TITTOTE TTAPATTAVW ATTO HIa
TTPAKTIKA TOU TTapadociakoU marketing pe pia augavopévn eatioon atnv dnuioupyia agiag Tou
meAaTn. O1 eowTepikoi “TreAATeS” TNG €TmiXeipnong (uTdAAnAol) gival autoi TTou odnyoulv oTnv
dlatApnNoN Twv TTEAATWV Kol 01 n TexvoAoyia. I’ autdv 10 AGYyO Kal TTapaTnPoUpe TTOAAEG
ETMIXEIPNOEIS va Onuioupyolv 1D1aiTepa  afloonueiwTa  oTTOTEAéOPATA  PE  XPnon METPIag
TEXVOAOYiaG.
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o 'EN\eiyn mreAarokevTpikoU opduaTog.

Jupwva pe éva apBpo Tou Mercer marketplace «H €dpaiwaon Kal N ouvTAPNON TTEAATEIOKWY
oxéoecwv, Ba cival éva ammd Ta BACIKOTEPA AVTAYWVIOTIKA TTAeovekTAUATA Tou 21ou aiwva. Ol
eTmIxeIpPNoelg Ba TPETTEl va aAAGEouv OpapaTiké atré Tov TTaAIO TTPOCAVATOMCONG OThV ayopd O€
évav VEO TTPOCAVATONITHO TTPOG TOUG TTEAATEG TNG, WOTE VA TTOPAUEIVOUV AVTAYWVIOTIKEG». Evw,
AoiTrév, ol TTEpIoodTEPOl €18IKOi Tou marketing Tovifouv OTI «TTeAATNG €ivar BaciNdg», pia
TIPAYMATIKY  TTEAATOKEVTPIKN)  TTpoCéyyion oTravia  trapatnpeital.  O1 emxXeEIpRoelg -~ oTav
xpnoigotroiodv. CRM epappuoyég, ouxvd gexvouv 10 «C» ammd 1o CRM pe amotéAeopa va
avTihapBavovtal 611 ol epapuoyég Tou CRM dev atmo@EPOouV TA QVAPEVOUEVO OTTOTEAEOUATA.
21NV TTPAYMATIKOTNTA Ta 2/3 TWV ETIKEIPAOEWV TTou XpnolyoTtrololv - CRM- Aoyiopika gival
«AIyéTEPOY TTEAATOKEVTPIKEG ATTO OTI TTPIV TNV £@apuoyri CRM.

e Avemmapknig ekTipnon Tng a&iog KUKAoU CwNAG Twv TTEAATWV.

To marketing Twv oxéoewv amaiTei aTTOPAKPUVON TWV TIPOKTIKWY -Tou marketing a1 TIg
EUTTOPIKEG OUVOAAQYEG Kal OUYKAION TTPOG TIG TTEAATEIOKEG  OoxEoelg. O Adyog eival yiari, ol
MEYAANG BIAPKEIOG OXETEIG PUE TOUG TTEAATEG €ival TTIO ONUAVTIKEG KOl ETTIKEPOEIG ATTO TIG OXETEIG
MIkpNG didpkeiag. QoTdéoo, Ba TTpéTTel va avayvwpioel pia atpatnyikf) CRM 611.6¢ev gival OAeg ol
oxéoelg 10 idI0 €TMKePDEIG Kal €MOUUNTEG. Oa TTPETTEI VA ETTIKEVTPWVOVTAI OTNV €EUTTNPEETNON
EKEIVWV TWV TTEAQTWV TTOU £XOUV TTEPICCOTEPEG TNIBAVATNTEG VA TTPOCOWOCOUV PEYOAUTEPN aia
OTOV KUKAO {WNAG TNG ETTIXEIPNONG.

e AveTrapkng UTTooTAPIEN aTTO TNV avwTEPN d10ikNaN.

H avwtepn dioiknon Ba pétel va avaAaudver Tnv Kuplotnta TnG epapuoyhs CRM waote owoTh
va gival TITUXwpévn. Xwpig TNV UTTooTAPIEN Kal TNv. 8€oueuon atrd Tnv avwTdrn dioiknon, akoua
kal To 1Mo £€pueg CRM cuotnua KatadikAZeTal GTnV. aTToTUXia.

e YTroTignon Tng onuavTikOTNTAag aAAayrg Tou management.

H aAAayr) Tou management gival 1I81QITEPO TNPAVTIKN yIa TNV €TTITUXNUEVN €@appoyrl Tou CRM.
Av n dioiknon dev aAagel, To CRM aiyoupa dev Ba- putmopéael ToTE va Acitoupyroel cwaoTd. Kai
n aAAayr auTr] iowg €ival To MO GNPAVTIKO CUCOTATIKG OTNV ETTITUXIA TNG £QAPUOYAS. ZUPPWvVa
pE €peuveg TTOU €yivav, To 87% Twv amotuxnuévwy. €pappoywv CRM oe pia emixeipnon
ogeihovTav o€ EAAeIPN €TTAPKAG aAAayng TNG dloiknong.

o ATroTuxia oTOV ETTAVACXEDIATUS TWV ETTIXEIPNUATIKWY OIAOIKATIWV.

‘Evag, CWwTIKAG onuaciag TpooavatoAiopos. Tou CRM, cival n evowpdtwon OAwv Twv
o1adikaciwv Tou AauBdvouv xwpea JETAEU TNG ETTIXEIPNONG KAl Twv TTEAATWV TNG OTnV
€@odiaoTikr aAucida. KaBe emixeipnon mou uiobetei CRM cuoThuata Ba TTPETTEl va TTEPIYEVEI
ONPAVTIKEG aANayEG OTOV ETTAVACYKEDIOOUS TwV dIadIKACIWY TNG. Z& Mia £peuva Tou 2001 atrd
Tnv Garther Research, kd8e CRM e@appuoyr 11 ox€on 1Tou avamTuooeTal JETAEU Tou TTEAATN Kal
NG emixeipnong Baciféuevn OTIC avAYKEG Tou TTEAATN Ba TTPETTEl va TTapakoAoubeiTal Kal va
oloikeiTal pe Baon Tov KUKAO CwN¢G Tou TTEAATN evw ol dladikaagieg Ba TTpETTEl va TTpocapuolovTal
wWoTe va dl1oiIkoUv- CwoTd auTtdv Tov KUKAO wrg. Ze éva ouaTtnua CRM o diadikaacieg Ba mpéTrel
va eTTavacxedIGlovTal WaTE va YivovTal TTEPICOOTEPO TTEAATOKEVTPIKEG Kal va TTpogBEéTouy agia
oToV TTEAATN.

e YToTipnon Twv dUCKOAIWV TTOU TTPOKUTITOUV atrd To data mining kai To data integration.
>& OAOUG TOUG oOpyaviopoug, Ta TreAarteiakd &edopéva TTou OUAAEyovTal, poipddovTal oTa
dIdgpopa TUAPaATa TOU opyaviopou, atréd Tnv back-office Baon dedouévwv wg Tig epappoyég ERP
kal CRM. Autd Ta dedopéva Ba TTpETmel va avaAuBouv WOTE va aTTOKTACOUV BIayVWOoTIKN agia.
AuTtdg gival o Topéag Tou data mining. To data integration ammé Tnv GAAN pePId, OXeTiCeTal PE TNV
OI1dyuon OAwv auTwy Twyv dedoPEVWY OTA BIAPOPA TUAUOTA TOU Opyaviohou KaBwg Kal 0To va
KAvel autd Ta Oedopéva XPROoIUa OTOUG XPNOTEG, OTTWG yia TTapddelypa va dwaoel pia TTARpn
£IkOva 360° Twv. TIEAATWV.

AAMa cuxva ePTTOdIO TTOU AVTILETWTTICOUV Ol ETTIXEIPNOEIG KATA TNV £pappoyr) CRM cuotnuatwy
eivai: (Cap et al, 2003)

e H éMeyn meiBapyiag oTov EVTOTIONO ONPAVTIKWY HETPROEwWV ammodoong, 52% Twv

executives dev yvwpi¢ouv 1o ROl a116 TIg eappoyég CRM.

e Aduvaun dI0IKNTIKA opyAavwaon PTTopei va PTTEPOEWEI TOOO TOug UTTAAARAOUG 60O Kal

TOUG TTEAATEG.
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o Néeg Texvoloyieg Kal AUCEIG XpNnOIPOTToIoUVTAl WG EPYAALia Xwpi¢ TO aTTapaiTnTO
BewpnTikd emiTredo yia Tig CRM oTparnyikég.

ZUpQwva pe Tnv JeAETn Tou Mendoza, Marius, Perez kar Griman (2006), o€ épeuva TToU €yIVE O€
700 emmixeIpAoEIg, ol KUpIGTEPOI AGYOI ATTOTUXIOG gival:

o OpyavwTég aAAayEG (29%)

e Mikpnr katavénon Tou CRM (20%)

o  d1wxég CRM IkavoTnTeg (6%)

o Emixeipnolokég TakTikEG/adpavela (22%)
To CRM &¢v cival atmAd éva Aoyiopikd TTakéTo TTou Ba BonBAacel ammAd pia. eTTixeipnon. va
eCao@alioel wg dla payeiag Tnv ToTéTATA Twv TEAATWV TNG. To CRM egival pia yeviki
TTeAATOKEVTPIKA Sl1adikaoia n otroia atraitei aAAayh TNG HEXPI ONUEPO DEDOPEVNG ETTIXEIPNTIAKNAG
okéWng kal 6pdong Tmou Ba BonBd TNV KABE £TAIPIO VO OTTOKTAGEI QVTAYWVIOTIKO TTAEOVEKTNA.

KE®AAAIO 3° - MEAATHZ

3.1 OPIZMOZ

Mia atré T11g Mo SUOKOAEG SIadIKATIES YIa HIa ETTIXEIPNON €ival O EVTOTTIONOG TWV TTEAATWV MIOG
KAl UTTAPYXOUV OIAQOPETIKEG KATNYOPIEG TTEAATWV OTTWG Kal eEaiTiag TG €AAewng diatrpnong
Baoewv dedopévwv hE TTANPOPOPIES YIa TOUG TTEAATEG TNG ETTIXEIPNONG.

‘Evag KAAOIKOG OpICHOG €ival O TTAPAKATW:
«Mehdreg piag emixeipnong eival Ta dropa Tou- AauBdvouv TiG atro@dcelg ayopds Twv
TTPOIOVTWYV 1 Twv UTTNEECIWY TTou dIabéTel n etaipeia auth.» (Engel et al., 1978,MayvcaAng,
1981)

AUo akoua opioudg TpoEpxeTal ato 1o PiAIo  Word Book Encyclopedia Dictionary :
A) «[MeAdTng gival 0 AvBpwTTOG TTOU AyopPAlel TOKTIKG ATTO MIa ETAIPEIR 1] KATAOTNUA»
B) «[MeAdTng €ival ekeivog e TOV OTTOIO TTPETTEN VA SIATTPOYMOTEUTEIGH
MeAdTng eival emmiong : «Eva TpdowTTo N €vag opyaviouog TToU O CUVAAAOCOOUEVOI TTIOTEUOUV
TTwG Oa emw@eANBoUv atrd Ta TTPOIGVTA KAl TIG UTINPECIEG TTOU TTpoava@épovTal atmmd Tnv
€TTIXEipnon Tou cuvaAAdooovTal.»

O ouvexng ayopaaTrg TTou aTTOTEAET TOV BACIKO TTPOUNBEUTH TWV ETTIXEIPHOEWY Kal €ival
n Paciki por] Xpnuatwv-e06dwy TTPOG TNV ETTIXEIPNON €ival o TTEAGTNS. Mia eTTixeipnon utTopei
va €xel Ta KOAUTEPQ TTPOIGVTA, TOUG KAAUTEPOUG AoyIOTEG, TNV KOAUTEPN Bl0iknon, aAAG dev £Xel
TITTOTA XWPIG TNV Baagikr por €igcodruaTtog TnG. Kai n pory auth €ival n dueon ouufoArn Twv
TTWAACEWV.

TiTrota dev cuuBaivel éwg 6Tou TTOUANBEi kaTI. (Harej, Horvat, 2004)

O1 1eAdTeG pPTTOPOUV VO XWPIGTOUV O€ TPEIG PBACIKEG KATNyopie. Toug TTEAATEG TTOU
UTTAPXOUV, TOUG TIPOTEPOUG TTEAATEG KQI TOUG BUVNTIKOUG TTEAATEG.

» O1 TeAdATEG TTOU UTTAPXOUV.

O1 TeAdTeg TTOU €xouv ayopdoel i £XOUV XPNOIYOTToINoEl ayaBd r uttnpeaieg TNG
ETMIXEIPNONG PECO OE IO KaBopIoUEVN XPOVIKA TTEPIODO aVAKOUV OTNV KATNYOPia Twv TTEAATWYV
TToU UTTdpyouv. To xpovikd TTAciclo TroikiAel avaAoya Tnv emixeipnon, 6nAadn yia KAETToIEg
ETIXEIPNOEIS TO XPOVIKO TTAaiolo eival pikpd, yia mapddeiyua éva sandwitch shop Bewpel
KATTOIoV TTEAATN WG UTTAPXOoV TTEAATN av €xel ayopdoel YEOO OTOUG TEAEUTAIOUG TPEIG MMAVEG.
AVTIBETWG GAAEG emTiXEIpAOEIG Bewpolv UTTApyov TTEAATN KATTOIOV TTOU MTTOPEI va pnv €XEl
ayopdaoel TTPOIGV i UTTNPECia TNG €TXEipnong Ta TeAeutaia xpodvia. H karnyopia aut Twv
TTEAQTWV ATTOTEAOUV TOUG  TTIO ONUAVTIKOUG TTEAATEG, A@OU UTTAPXOUV NdN OVETTTUYUEVEG
OX£0€IG JETAEU QUTWV KOl TWV ETTIXEIPAOEWV Kal £T1 AQUTEG OUVEXICOUV va ETTIOILDKOUV OXECEIG JE
autoug. EmmpdoBeta o1 TeAGTEG auToi aTTOTEAOUV TO KOAUTEPO OYOPOGCTIKO KOIVO YIO TTWAARCEIG
Tou PEANOVTOG. AuTO €ival TTOAU TTIO €VTOVO av O TTEAATEG QUTOI €ival IKOVOTTOINPEVOI ATTO ThV
OUVEPYOOIia TTOU €ixav PE TNV €TTIXEIPNON. AV N ETTIXEIPNON KATAPEPEI VA TTOUANACEI TTEPICOOTEPO
o€ auTtdv TNV KaTnyopia TTEAATWY €ival onPavTiKa Alydtepo datravnpd Kal Xpovoopo atr’ 1o va

MeAétn kai Avamrruén CRM 34



«MeratrTuxiaki AlatpiBi» AnunATpiog Kovrog

Bpel kaivoUuploug TTEAATEG Kal aQuTO yIaTi yvwpeifouv Kal EUTTICTEVOVTOI TA TTPOIGVTA TNG Kal, av
yivel owoTh dloiknon, €ival Mo €UKOAO va €TTIKOIVWVAOEI Jadi Toug. (TT.X. oTéAvovTag pe e-mail
MIa TTPOCOETN EKTITWON EVOG VEOU TTPOIOVTOG).

» O1raAaioi TreAATEG.

AuTtrp n karnyopia TepIAauBdvel dAoug Gooug eixav OTO TTAPEABOV OXECEIG PE TNV
ETTIXEIPNON, TUTTIKA PEOW MIAg TTponyouuevng ayopds. QoTtdoo, n emyeipnon dev Bewpei OTI
QVAKOUV OTNV KAThyopia Twv UTTOPXOVTWY TTEAATWYV, €iTE yiaTi dev aydpacayv atrd auTth péoa o€
£VO OUYKEKPIPEVO XPOoVIKG SldoTnua €ite Adyw GANwV evoeiewv (T1.X. €vag TTPOTEPOG TTEAATNG
ayépace éva TTapdpolo TTpoidv ammd Tov avtaywvioTh). H aia TTou éxel auth n Katnyopia
TTEAATWV YIQ TNV ETTIXEIPNON EQPTATAI TO AV N TTPONYOUUEVN OXEON TTOU €iXE AVATITUXTEI JETAEU
TEAATN Kal €TMXEIPNONG BewpPnBNKE IKAVOTTOINTIKA €iTE yia Tov évav eite yia Tov- GAANo. Ta
TTapddelypa évag TTponyounevog TTEAGTNG TTou aloBAvOnke 0TI Bev AVTIMETWTTIOTNKE CWOTA ATTO
TNV €Tmxeipnon Ba eival TTOAU SUCKOAGTEPO va TTEIOTE va avayopdael aTrd TNV CUYKEKPIUEVN
ETTIXEIPNON O€ OXEON PE KATTOIOV TTPONYOUNEVO TTEAATN TTOU TOu ApECE N ETTIXEIPNON Kal aTTAd
atro@doioe va ayopdaoel atrd KATTolou AAAOU TTOU €iXE TTAPOUOIO TTPOIGV ) UTTNEETIa GAAG YE TTIO
XOUNAR TIp.

» Ev Auvdpel TreAATEG.
>tnv Tpitn Katnyopia TreAatwy TTepIAapBavovtal 0Aol 6ol ival-HEAAOVTIKOI TTEAATEG,

6Aol 600l dev £Xouv ayopdaoel KATTOIO TTPOIGV PEXPI AUTA T OTIYUA, OUWG N €TTIXEipnon moTeUEl
OTI €x0OUV OAEG TI aTTAPAITNTEG TTPOUTTOBETEIG yIa va yivouv TEAIKA eV evepyeia TTeAdTeg. Ol
TTPOUTTOBECEIG TTOU XPEIAdeTal va £XEl €vag TTEAATNG WOTE va BewpnOei atrd tnv emmixeipnon wg
utTdpyov TTeAATNG, TTEPIAaUBAVOUV TO va £XOUV- TNV AVAYKN VA ayopAacouv TO TTPOIOV, va €X0UV
TNV OIKOVOMIK duvaToTNTA YIO VA TO ayopdoouVv Kal va £XOUV TNV TIVEUUOTIKN IKAvOTNTA VA
TTpoBolv € PIa ayopPaaTIKN aTTéQacn.

O evtomopog Twv ev duvauel TTEAATWV - atroTeAel pia Tpéxouoa dladikaaia yia dUo
Aoyoug: a)lati o1 uttdpyovTeg TTEAATEG UTTOPOUV va yivouv TrpdTepol TTeEAdTEG ( TI.X. va
QTTOQACioOUV VA ayopAaoouv aTrd. TOV avTaywvioTH) - Kail B) lNati evw o1 uTTdpyovTeG TTEAATEG
atroteAoUV TNV KAAUTEPN TTNYN VI HEAAOVTIKEG TTWANCEIG, O MEAAOVTIKOI TTEAATEG €ival auTd TTOU
XPEIAZETaI N ETTIXEIPNON WOTE VO UTTOPECEl va €TTEKTOBEI Kal va avatTuxBei otnv ayopd. lNa
TTAPABEIYHUA, PIa ETTIXEIPNON TTOU TTOUAA pGvo oTnv BIKA TNG Xwpea, Ba TTaparnperoel yeiwon otnv
QVATITUEN TWV TTWARCEWY TNG, AV JEYAAO TTOCOCTO TOU TTANBUCHOU TNG XWPAG Eival UTTAPYXOVTES
TTEAATEG TNG.

‘EKTOG a1T0 TPEIG KATNYOPIESG TTEAQTWV TTOU TTPOAVAPEPBNKAY, UTTOPOUNE VA TTOUUE TTWG
UTTApYOoUV, KaTd YEVIKI) opoAoyia, £€1 TUTTOI TTEAQTWV:

= ECwrepikoi TTEAATEG: ATTOTEAOUV. QVOPWTTOUG | OPYaVIOUOUG TTOU £XOUV avAykn TO
TTPOIGV ) TNV UTTNPECIa TNG ETTIXEIPNONG, Kal SIGBETOUV TNV OIKOVOUIKN duvatdTtnTa va
T0 ayopdoouv. ‘Exouv Tnv olkovouikr aveapTnaia va armo@agicouv 1Tou Kal TTwg 6a
godéwouv Ta xpruaTd Toug.

= J(0puaxol: Autog o TUTToG TreAaTwyv, TTepIAauBdvel 6Aoug 6ooug eival XprioTeg Tou
TTPOIOGVTOG 1 TNG UTTNPECIOG TNG €miXeipnong aAAG dev gival autoi TToU TTaipvouv TIG
aTToQAacelg. AuToi O TTEAATEG, ouvrBwg, dev €XOUV TA XPMMATA YIO VA ayopaoouv TO
TTPOIOV, TTaiCouv OPwG onuavTikd poAo oTnv emMITUXia TNG eTaIpiag. MTTopei va unv €ivai
QUTOI TTOU TTAiPVOUV TIG aTTOPACEIG OAAG UTTOPEI VO aOKroouv PeydAn emmidpacn oTo
aTTOTEAEOMA. ZUVABWG €XOUV OTevr) OUVOEON ME TOUG €EWTEPIKOUG TTIEAATEG Kal N
TOTTOBETNON TOUG WG CUMMAYO! GTNV ETTIXEIPNON gival IdIAITEPA ONUAVTIKHA.

» Eowrtepikoi TTeNATEG: O1 €0WTEPIKOI TTEAATEG MIOG ETTIXEIPNONG OUCIOOTIKG €ival Ol
utTtdAAnAol TnG. Eival autoi TTou Tnv uttooTtnpidouv Kai dnuioupyouv KA €IKOVO AUuTAG
oToug e€wTePIKOUG TTEAATEG. H KABe emmyeipnon Ba TrpéTrel va Tou TINA KAl va TOU
oupTTEPIPEPETAIl PE OEPAOUO. PTWYKEG OXEDEIG PE TOU ECWTEPIKOUG TTEAATEG UTTOPEI Va
TTPOKAAECEl BAVACINEG CUVETTEIEG VIO TOUG ECWTEPIKOUG TTEAATEG.

»  ETravoAapBavopevol TEAATEG: AUTA N KATNyopia TTEAATWV OTTOTEAEI TO KOOUNUO TNG
eTTIXeipnong. Eival ol TeAGTeG o1 oTToiol £UElvav IKAVOTTOINUEVOI ATTO TIG UTTNPECIES Kal
Ta TTPOIGVTA TNG ETTIXEIPNONG KAl GUVEYXICOUV va TTPOTIHOUV TNV ETTIXEIPNON OE OXEON HE
TOUG avTaywvioTEG TNG. EEGANOU KOOTIiCel TTEVTE POPES TTOPATTAVW VA OVTIKOTOOTACEI
évav TTeAdTn a1Td TO Va dlatnproel évav TTeEAATN.
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" «=avayevvnuévoly TTEAATEG: AUTOG O TUTTOG TTEAATWYV CUMPTTEPIAGURAvVEI OAOUG eKEIVOUG
Toug TTEAATEG TTOU YIa KATTolov AGyo otaudtnoav va ayopdfouv atrd Tnv eTmixeipnon,
gite yiati dev Epeivav IKavoTroinuévol atrd To TTPoidv eiTe yiati ayépacav TTapouoIo
TPOiGv TTou  KOOTICE  AyOTEPO, KOl avayuplioav OTnv  €TMXEipnan. 6Tav  auTh
evOIaQEPONKEG YIa AUTOUG KAl TOUG €KAVAV VA VILWOOUV OVADIKOI.

= ‘Bang of Wind’ : O1 TeAdTeG TTOU QVAKOUV OTNV KaTnyopia autr £Xouv JIkpR f KabéAou
EMPPON OTIG armopdoelg. AtroteAolv, ouxvd, éva €UKOAO onueio €106dou PECA OTOV
atmmoAoyiopd aAA@ omdvia CupBaAlAouv  oThv  dladIKaoia  TwV.  TTWANCEWV. TNV
TTPAYHATIKOTNTA, dnuioupyoUlv TTI0 TTOAU KOkO TTapd KaAG péoa oTnv. €TmiXeipnan.
Quoikd, n emyeipnon dev Ba TPETTEl va Tou ayvonael TTARPwG, aAAG avTiBeTa,  Ba
TIPETTEI VA EKYETOAAEUTEN TNV TUXOV yvWaon TTOU TNG TTAPEXETAI ATTO aUTOUS. ZuvriBwg,
TTAPEXOUV COQNVEIQ TOU TTOIOG €ival OUPPAXOG KOl TTOI0G £EWTEPIKOG TTEAdTNG. H
Katavonon auTwyv Twv avBpwTiwy icwg atmodeIxTel éva PeyAAO  TTAEOVEKTNUA  yIa TNV
eTIXEipNON.

MNa TG TTEPICOOTEPEG ETTIXEIPATCEIS N KATAVONOTN TwY TTEAATWV TNnG gival To KAEIBI TNG
ETMTUXIOG EVW, N YN KATAvOnon Toug, TIG odnyei aTnv atrotuxia. H ikavotroinon Tou TeAdTn dev
atroteAei  éyvoia povo Twv Tunudtwv marketing, atmoTeAei €yvoia . OAwv Twv  TUNUATWV
opyaviopou. Eite €xel KATTOI0G dueon €TmaQr Pe Toug TTEAATEG €iTe €upeon, OAa Ta PEAN Tou
opyaviopou Ba TTpéTTel va oéBovTal Tov pOAO TTou TTaifel 0 TTEAATNG OTNV ETTITEUEN TWv OTOXWV
TNG ETTITUXIAG.

3.2 CUSTOMER LIFE CYCLE- (CLC)

OAol o1 TTeEAATEG TNG KABE £TTIXEIPNONG ATTOTEAOUV TOUG TTIO ONUAVTIKOUG TNG TTOPOUG TTOU TTPETTEI
va TTpooTaTéWel. MpwTapxIKOg TG OTOXOG €ival N augnon TG agiag Tng TreAATEIOKAS oxéong. H
eTaipia Ba TTpéTTel va civalr oe Béon va amodeiel TI-8£on KaTtaAaufdvouv Ta TTPOIGVTA Kal Ol
UTTNPECIEG TNG OTN CUVEIdNoN Tou TTEAATN, KOBWG KAl TTWG AUTA TTOU TTPOCPEPEI Eival AVWTEPA
a1r’ OTI N APECWG ETTOUEVN ETTIAOY.

2Tnv dI0iKNON TwV TTEAATEIOKWY. OXEOEWV, O KUKAOG CwNG Tou TTEAGTN €ival TO PETPO
OPICHOU TWV TPOTTWV AAANAETTIOpAONG TNG E£TAIPEIOG WE TOUG SUVNTIKOUG Kal UTTAPXOVTEG
TeAGTEG. ATToTeAel pia eTTavoAaupavouevn diadikacia i otroia TPoRdAel TV aia Tou TTEAETN
Ka@ o6An tng OIdpKeEIa Twv CUVOAAYWY TOUG HE-TNV eTaipeia., OnAadh katd 10 dIACTNUA
TTAPAUOVIG TOUG WG XPNoTeS Twv- ayabwyv Tng. O KUKAOG CwNG Tou TTEAGTN KATNYOPIOTTOIET TOUG
TeENATEG e BAON TIG TIPOTIMACEIG TOUG, TNV Tapouoa Kal PeAAOVTIKA Toug aéia. ETmiong,
avayvwpilel Toug TTapAyovTEG TTOU ETTNPEACOUV TNV CUUTTEPIPOPA TwV TTEAATWV Kail fondd oTtnv
avAamTuén TTPOIGVTWY, UTTAPECIWY KAl TIPOYPANMATWY YE BACN TN TUNUATOTIOINON TWV TTEAATWV
Kal To 0TAdI0 TTou BpickovTal 0ToV KUKAO WwhG TOUG.

To va KaTagEépEl Mia €TTIXEIPNON va KEPOITEI TNV TTPOCOXN TwV TTBAVWV TTEAATWY TNG
givar 1010iTEpa TTPOKANTIKG. Aaufdvovtag utréwn Tnv dIaBeciudTNTA TWV  AVTAYWVIOTIKWV
EMAOYWV KABWG Kal €TTIONG KaI TNV SIAQAVEIQ TWV TTPOIOVTIKWY TTANPOQPOPIWV/ avabewproswy,
Ol eTaIPEiEg TTPETTEI VO OWOOUV HIa ETTITTPO0OETN TTPOCOXT OTNV CUANWN Twv mMOavWwy TTeEAATWV
KQl OTNV PJETATPOTTI) TOUG O APOCIWHEVOUG TTENATEG.

Av kal 0ev pTTopEi va dnuioupynBei évag oUuyKeKPIPEVOG KUKAOG {wr\g TTEAaTWwV Adyw Tou
6T Ta TTpOidvTa TNG KABe emixeipnong eival dla@opeTikd, €vag KUKAOG Cwng Tou TeAATn (
Customer Life Cycle- CLC) Trou pmopei va TIPOCOPUOCTEl Ot OAEG TIG ETMIXEIPNOEIG
TTapouaialeTal oto oxua 3.1

ATIO TO TTAPAKATW OXAMA TTAPATNPOUME TTIWG O KUKAOG Cwng Tou TTEAATN TTEPIAaPBAveEl
oTadIa WOTE n €mixeEipnon va utmopéoel va Tpafrgel Tnv TTpocoxn Tou TeAATn (reach), va
aTTOKTACEI Tov TTEAATN (acquisition), va diarnpriosl Tov TeAATN (retention)kar va dnuioupynoel
a@ooiwpévoug TreAdTeG (loyalty). Me auTtdv Tov TPOTTO OI ETTIXEIPNOEIG UTTOPOUV VA KOTOVOrOOUV
KOAUTEPA TNV OXEON TTOU £XOUV UE TOUG TTEAATEG.

2T €TOpEVEG TTapaypd@oug Ba avaAuBolv ol TTapdyovTeg TTou Traifouv Tov TTIO
onMavTikd pOAo 0Tov KUKAO Cwrg Tou TTEAGTN. AuToi o1 TTapdyovTeg £TTeITa Ba xpnoiyotroinbouv
aTTd TIG ETXEIPNOEIG WOTE va Onuioupyrnoouv Pacikols Oeikteg amdédoong, TTOU OnMaivel
ETTTEUEN TWV ETTIXEIPNOIAKWY TOUG OTOXWV.
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Enterprise Customer Life Cycle: SaaS

40%

Y%,

%

Catalyst Resources | ©2008

ZyxAua 7: KokAog Jwhig Tou TreAdTN

e Reach: onuaivel, 6TTwg TTPoavaPEPONKe TTapaTmdvw, To va-TpaBALEl n emixeipnon Tnv
TTPOCOXI] TOU TTEAATN. AuTé pTTopEi va oupBei pe dilagpopoug TPOTTOUG.

o Me Tov apiBud Twv apBpwv TTOU YPAPTNKAV ATTO KATTOIOV TTOU QVTITIPOCWTTEUE!
TNV €TMxeipnon.

o Me 1oV apIBud TWV TEAQTWY TTOU TTAPATAPNOCAV TIG BIOPOPEG ATTOWEIS YIA TIG
UTTNPETIEG 1) TA TTPOIGVTA TNG ETTIXEIPNONG OTNV I0TOCEAIdA TNG.

o Me Tov apiBpd Twv ouvdpounTwy EEEIBIKEUPEVWV TTEPIOBIKWY TWV OTTOIWV N
eTIXEiPNON €ival xopnyog 1 TTEPIEXOUV TNV UTTOYPAPr] TNG.

o Me TOV QpIBUS TwWV avayvwoTwy TTOU €ival OUVOPOUNTEG O €PNUEPIDES N
TTEPIOBIKA Kal Ba douv Tnv UTTOYPOQr| TNG ETAIPEIAG.

O1roI068ATTOTE ATTO TOUG TTAPATTAVW TPOTTOUG TTOU XPNOCIUOTIOIEI N €TMIXEipNOn yia va
TPaBngel TNV TTPOCOXNA . KATIOIOU - TTEAATN, €ival TO idI0 €UKOAO 60O Kal OUOKOAO va
TpayuatotroinBei. KdaBe OiKTUO JTTOPE  va. EVNUEPWOElI TNV €TMIXEipnon TTO0EC EVIUTTWOEIG
dlatuTwbnkav ‘n 160G Yopég avalntiBnke N mixeipnon oto d1adikTuo.

AvTioToIXa, OAEG 01 €PNUEPIOES KAl TA TTEPIOBIKA WTTOPOUV VA TNV EVNUEPWOOUV YId TO
TTOO0UG aVAYVWOTEG £XOUV Kal oUTw KaBegng. To TpoBAnua Eykeirar oTo OTI N eTIXEipnon &ev
MTTOPE Va yvwpilel TTOoOI gival ol avayvwaoTeg TTou didfacav To dpBpo Tou avTITTIPOCWTIOU TNG
yla Trapaderyua. Eivalr adlvaro va uttoAoyioTouv akpiBwg autd Ta dedouéva.

lMNa autd 1o Adyo, 1o Bripa autd Tou KUKAOU Cwng Tou TTEAdTN, cival TOoo dUOKOAO va
uttoAoyioTei. ‘Oco 1oxupég kai givar o Web e@appoyég avdAuong Tng €raipeiag, Kaveig dev
MTTOpEl va utToAoyioel Tov apIBuo Twy avBpwTTwy TTou OVTog KEPDBIGE TNV TTPOCoXN] Toug. 'ETol
AoITTév , gival oTev@ OuvOedEPEVO PE TIG TTPOOTTABEIEG TNG ETAIPEIAG YO TNV OTTOKTNON TOU
eAATN (acquisition). H emixeipnon YTTOpEi va unv KOTaQEPE! va HETPAOEI Tov apiBud 6Awv 6owv
TNV TTPOCEEaV, UTTOPEI OPWG VA PETPHOEI TO TTOCOOTO TWV AVOPWTTWY TTOU PTTOPEI VO ATTOKTACEL.
e Acquisition: onuaivel va Kata@EPEl N ETTIXEIPNON VO QEPEI KATTOIOV GTNV 0@aipa TTIPPONG
TnG. MNa apkeToUg, 1o acquisition gival évag PETPROIPOG TTAPAYOVTAG TTOU UTTOPET va PeTpnBei pe
akpiBeia, ge TNV Evvola OT1 ol TTEAATEG OXI HOvo Ba pdBouv yia Tnv Tmixeipnon aAAd Ba TTpofouv
kKal o¢ ayopég. 'ETol, av kdmmoiov TEAATNG TTPOOEEE Tnv €TMIXEIPNON, €xEl TTEPIOTOTEPEG
mOaVOTNTEG VA TTPAYHOTOTIOINCEI KAl KATTOIO ayOopPd.

TokTIKEG Kal epyaleia TTOU 0dnyouv aTnV aTTOKTNON KATToIoU TTEAATN €ival:
o To xaunAé kéoTog
o MoétnTa
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e Conversion: onuaivel n YETATPOTTH KATTOIOU O€ UTTAPXWV TTEAATN TNG ETTIXEIPNONG.
Mrtropei va petpnBei dlagopeTik& avaloya Tn dpacTnpidtnTa. Aev €ival dnAadn atrapaitnTo, va
I00BUVOED PE TIG TTWANOEIG.

Ol emIXEIPAOEIG PEAETWVTAG TO BrAPa autd, Ba PTTopEécouv va KAvouv: oAAayEG OTa

TTPOIGVTA TOUG KAl OTIG £QaPUOYEG Tou marketing eTTnpeacol Toug, £TO1 WOTE Ol TTEAGTEG va
£XOUV va £X0uv TNV duvaTOTNTA VA IKAVOTTOIAOOUV TIG ETTIBUUNTOUG TOUG OTOXOUG. AUTO ATTOTEAEI
Mia katdoTtaon win to win, agou odnyei oTnv IKavoTroinon Tou TTEAATN KAl TAUTOXPova OTnv
auénon Twv KEPOWV TNG ETTIXEIPNONG.
e Retention: onuaivel n diatipnon KAtolou TTEAATN OTO TTEAATEIAKO QUVAUIKO TNG ETTIXEIPNONG
yla 600 Kaipd xpelddetal. MeTd Tnv TTpayuatotroinon 0Awv Twv TTponyoluevwy BRUdTwy. Tou
CLC, n emixeipnon Twpa Ba TTpETTEl VO KATAPEPE! va dIATNProEl TTEAGTES TTOU Va TTPofaivouv o€
OUXVEG ayopég. 'Evag fdn uttdpywy TTEAATNG, €ival o onuaviikdg amo évav kaivouplo TTEAATN
ylati o uttépyov éxel ouveldntd €mmAéEel Tnv etmixeipnon. MNa tov Adyo auTtd, n €mxeipnon Ba
TPETTEl VA TOUG TTOPAKOAOUBEl OTevd Kal va TIPOOTIABEl va IKAVOTTOIE TIG OUVEXWG
MeTaBaAAOuEVEG aVAYKES TOUG.

Av n emixeipnon TouAd éva TTpoidv, aiyoupa KATTOIA avTaywVIOTIKY TNG Oa TO TTOUANCEI
Aiyo @BnvoTtepa. Av n eTTiXeipnon TPoo@EPEl UTTNPETieg aiyoupa KATToIa GAAN Ba TTpoCQEPEl TIG
idl1eg uTTNPETieg €ite KaAUTEPQ €iTe TTIO PONVOTEPA. H emixeipnon TavTa Ba gival eudAwTn oTO VA
Xaoe€l TTEAATEG TNG av OV TTPOCAPUOLETAI OTIG CUVEXWGS METABAAAONEVEG AVAYKEG TNG ETTOXNAG.

MNa Tov Adyo auTé, cival TOOO onUAvTIKN N KAaTtauérpnon tng diatnpnong Tou eAdrn. H
d1atPNonN PETPA OUCIAOTIKA, TIC dPACTNPIOTNTEG TWV TTEAATWV  TTOU ETTAVOAQUPAVOUV ayopEg
TPoIGVTWV TNG emixeipnong. MapakoAouBwvTag TIG dpaaTNEIGTNTEG AUTEG, N ETTIXEIPNON Ba £XEl
TNV IKavOTNTA VO QVTATTOKPIBEI AUETQ OTIG AVAYKEG TOUG Kal £TTEITA VA TTPAYHaTOTTOINCOEl Up sells
Kal cross sells o€ auTtoug.

e Loyalty: 1000uvauei PE TN METATPOTI TOU OTOUOU TTOU TIPOCEAKUCE N ETalpEia o€
uTTOOTNPIXTH TNG. ATTOTEAE TO OTAdIO OTTOU O TTEAATNG YiveTal oTTaddg TNG PAPKAG Kal dev £XEI
OKOTTO va oTpa@ei TTPOog GAAO avTaywvioTIKa Trpoidvia. H emxeipnon, €xoviag TeAdTEG
OTTadoUg ATTOKTA avTAyWVIOTIKO TTAEOVEKTNUA EvavTl TWV. GAAWV ETTIXEIPCEWY a@OU UTTOPEI va
TOUG XPNOIUOTTOINCEl VIO VA TNG QEPOUV VEOUG TTEAATES, XWPIG N idla ousIaoTIKA va Eo0EYEl
XPOVO KaI XpriHa o€ TTpowONTIKEG EVEPYEIEG. 2€ KABE Eva atrd auTd Ta BrpaTta Tou KUKAou CwNhg
Tou TTEAATN, n €mxeipnon Ba TEETEN va TTAipVEl ATTOQPACEIS KAIPIEG, OXETIKA PE TO TTOTE va
TTpooTradnoel va emevdUuoel o€ WIa vEa TTEAATEIORT Ooxéon i To TOTE va dlaTtnProEl KATToIa
UTTAPXOUCa TTOU €xEl JE Evav. TTENATN.

ATT6 Ta TTAPATTAVW, CUUTIEPQIVOUUE, TTWG O PACIKOG OKOTTOG TNG E€TMIXEIpNONG gival va
TPaBNRgEl TNV TTPoCOxN TTOAVWY TTEAATWY, VA TOUG MABEI TI aKPIPWS TTPOCPEPE], VA TOUG
METATPEWEI GE UTTAPXOVTEG TTEAATES KAl ETTEITA VO ONUIOUPYACEI APOCIWMEVOUG TTEAATEG, TTANPWG
IKQVOTTOINKEVOUG aTTO. TA TTPOIGVTA KOl TNG UTTNPETIEG TNG ETTIXEIPNONG Kai o1 oTToiol Ba wbroouv
KI GAAOUG TTEAATEG VA UTTOUV. OTOV KUKAO QuTO.

MNa va kata@épel AoITTOV N €TMIXeipnon va otoxeuoel TToioug TreAdTeC Ba TTpooTTabAoEl
VO aTTOKTACEN ) va diatnprioel, Ba TPETTEl va XPNOIUOTTOINCEl KATTOIO EPYAALIQ TTPOYVWOTIKAG
avaAuong WOTE VA ATToQACicEl TTola TTPOIOVTA ) UTTNPECIEG Ba TTPETTEI VA TTPOCPEPE! KAl JECW
TTOIWV KAVAAIWV.

O1 TePICOOTEPEG  ETIXEIPNOEIG  XPNOIJoTIolouv — gpyaAcia  data mining yia  va
TTPAYPOATOTTOINCOUV TNV, avaAuon auTthh. Me Tnv XprRon autwv Twv €PYOAEiwv o1 ETTIXEIPNOEIG
MTTOpOUV VO TTPOCOIOPICOUV. TNV CUUTTEPIPOPA TWV TIEAATWV TIOU QVOQEPETAl OE  €va
OUYKEKPIPEVO YEYOVOG Tou KUKAOU. ‘ETOI 01 €TTIXEIPROEIG OTTOKTOUV TV duvardTnTa va Bpouv Kal
aAAoug avBpwTToug o€ TTapdpola BApaTa Tou KUKAoU {wrg Kal va TTpoodIopicouv TToIol TTEAATEG
£XOUV TTapPOpOoIEG CUPTIEPIPOPEG.( Pishany)

ZUVOTITIKG; Ba Aéyape OTI o1 BacikdTEPOI OTOXOI TNG UTTAPENG Kai Tng dlaxeipiong Tou
KUKAOU CWwAG Tou TTEAQTN €ivar:

Anpuioupyia agiag

AlatApnon TreAaTwv

Eveappuvan xpnong

AvTaywvVICTIKI dIapopoTToincn

ATTOBOTIKOTEPN BIAXEIPION OXECEWV PE TOUG TTEAATEG
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e AUEnON TNG avTaTroKPIoNG Twv TEAATWV OTIG evépyeleg marketing, OTTOOKOTTWVTAG O€
peyaAlTepo ROI ( Return On Investment)

3.3 NMPOBAEWH ANQAEIAZ NEAATH- AIATHPHZH KAl ENANAKTHZH
NMEAATH

O peydAog avTaywVIoPOG METAEU TWV ETTIXEIPHOEWY, AVATTOPEUKTA, Ba 0dnyroEl OTNV aTTWAELIa
KATToIWV TTEAATWV Toug. Q¢ aTTOTEAEOUA, N onuUacia TG dIAaTAPNoNG TwWV TTEAATWYV YiveTdl OA0
Kal TTIo atrapaiTnTn YIa TIG OUYXPOVEG £TTIXEIPAOEIG. (Berry et. Al., 2000)

duoikd, To va TTPoBAEWEl pIa €TTIXEiPNON TIG TNOAVEG ATTWAEIEG TTEAOTWY TNG OEV. Eival
KaBoAou gUkoAn uttdBeorn. O1 €181Koi Tovi(ouv TTWG POVO €va PIKPG TTOCOO0TO TWV KATAVAAWTWYV
Ba TTapatTovedei KOBWG — CUPPWVA PE EPEUVEG- HOVO €va 4% TwV. OUCAPECTNUEVWY TTEAQTWV
olapapTupeTal. To uttéhoimmo 96% atmmAwG eykaTaAeiel Tnv - emyeipnon kar 10 91% dev
ETTIOTPEPEI TTOTE.

O1 emixeipoelg, oUTWG woTe va TPoRAéwouv TNV mmOavr) atmmwAgIag TTEAATWY,
€Qapuolouv ouoThaTa BIaXEIPIONG ATTWAEIOG TTEAATWY TA OTTOIA, ETTIKEVTPWVOVTAI OTOUG TTIO
TOavoug TTEAATEG yIa aTTOXWENCN aTTé TO AYOPAoTIKG OUVANIKS TNG ETTIXEIPNONG, ETTIKOIVWVOUV
padi Toug E£ykaipa Kal e@apuolouv oTpaTtnyikéG SlATAPNONG TIPIV ATTOXWPHOOUV atrd Tov
opYaVvIoUO.

O1 duo Bacikdtepol oTéX0!l Tou PovTEAOU TTPORAsWNGS atTwAelag cival n MpdéRAsyn kai n
Emreéiynon.

Méow autng NG NMPORAEYNg o1 £TTIXEIPATEIG NTTOPOUV VO ETTIKEVTPWOOUV 0€ pIa JOvo
MIKPF] KAiaka TTEAQTWVY ( TT.X. OTOUG TTI0 TNIBavoUG yIa atroxwpnaon, atrd Tn mmxeipnaon, TTeAATeg)
Kal £TTEITO va KATOQUYOUV O€ KOIVOTTPAEiEG WOTE VA MUTTOPECOUV VA KaBodnyrijoouv Tnv
odlatipnon Tou TreAdTn. Méow Tng Eme€Aynong, o1 €TTIXEIPAOEIS UTTOPOUV va evTOTTiCOUV
KATTOIEG OUVNBIOUEVEG POPQEG TTEAATEIOKAS - CUMTIEPIQPOPAG, - TTou Ba TIg BonBdrioouv oTtnv
KaAUTEPN KATAVONON TWV TTAPAYOVTWY TTOU €XOUV WEYAAN €midpaan oTnv agogiwaon Kal oTnv
aTTWAEIO TTEAQTWV.

O1 edikoi avagépouv, TTwG n dlatipnon TTEAGTN A n €MAVAKTNON OTTOAECOEVTWY
TTEAQTWV UTTOPEI Va ETTITEUXOEI AKOAOUBWVTAG T TTAPOKATW BrpaATA:

e [1poodiopIiou6g TWY MIBAVWY ATTWAEIWV
O mpocdIopIoUOG TWY TMOAVWV ATTWAEIWY, OTTWGS avaPEéPBNKEeS, yiveTal ue TNV xprion d1agopwv
MovTéEAWV TTPORAewns aAAG kal TnG xpriong Data WareHouse. Or1 €idikoi pe 10 B€ua
utroaTnpifouv OTI AKOMN KAl JIa TUTTIKH KAl OX1. TOOO GUYXVH ETTIKOIVWVIO TNG ETTIXEIPNONG HE TOUG
TTEAGTEG TTOU £X0UV QUYEI ATTO AUTH WTTOPEI va ETTIPEPEI KETTIOTPOPESY KAl AUTO YIOTi O TTEAATEG
£Xouv avdykn va viwBouv 0TI N €TTIXEIPNON EVOIAQEPETAI TIPOTWTTIKA YIA AUTOUG.

e Emkoivwvia pe Toug meAdTEG.
‘Exel O10mmoTWOEl TTWG N emMKOIVWwvia, TNAEQWVIKE, pe sms, e FAX, ye e-mail A akdéun Kai
TIPOCWTIIKA, UTTOPEI VO TUYKPATACEI TIEAATES TTOU BpiokovTal oTa TTPoBupa TNG QUYNG.

e YulnTAOEIG ME TOUG TTEAATEG TNG « TTPWTNG YPAMMASY
O1 oulnTAcEIg Pe TOUG avBPWTTOUG TTou PIAOUV atTeuBeiag pe Tou TTEAATEG, cival évag Baoikog
Kavovag TTou ToviCouv OAOI ol GUUBOUAOI ETTIXEIPACEWY. ZTa TUAMATA eEUTTNPEETNONG TTEAQTWV
elIo€pyovTal OAeG o1 duoAgiToupyieg, Ta AABn, oI TTOPOAsiPelg Kal O avakoAouBieg pia
ETIXEIPNONG TTPOG TOUG TTEAGTEG. AuToi 01 AvBPWTTOI €ival OI TTPWTOI TTOU ETTIKOIVWVOUV HE TOUG
TEAATES Kal JaBaivouv TI TOUG EVOXAEI.

e  KaAn ouptrepipopd oToug TTOAUTIMOUG TTEAGTEG
H emixeipnon Ba mpétrer va oudntd pe Toug TTEAATEG TNG WOTE va OIATIOTWOEl TO ETTTIEDO
apOoCiwong TOUG -OTNV €TTIXEiPNON OAMA Kol TO €TTTEdO UTTNPECIWV TIOU TTPOCPEPEl. H
etmixeipnon Ba TTpéTel va kabopioel Tnv pakpotrpoBeoun agia kaBe TeAdTn ( uwnAnR, péETpia
XOMNAR) kai Tov BaBud onuavTiKOTNTOG yia va Tov dIatnproel 0TOUG KOATTOUG TNG.

e XpnRon Twv «eutrodiwv £§6dou» e TTPOCOXA
‘Evag TpOTTOG dIaTApNoNG TTEAATWV €ival va KATAOTAOEI N ETTIXEIPNON, OXETIKA TTOAUTTAOKO OTOUG
TEAATEG VO aTTopakpuvBouv atrd autr. AnuioupywvTag éva eutrodio atn £€€000 Tou TTEAGTN atmod
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auTr, KEPJICEl oNUAVTIKO XPOVO yIa va TTPoREi O€ TEXVIKEG ETTAVATIPOCEYYIONG TOU TTEAATN Kal
€TMIAUONG TWV TTPORANUATWY TTOU TOV 0dAYNCAV VO QUYEI.

e Emmavdktnon Twv cwoTwyV TTEAATWV

Mapd Tig éTT0IEG TTPOCTTABEIEG, cival OedoPévo OTI KATTOIOI TTEAATEG Ba @Uyouv aTTd TNV
etmxeipnon. O1 eTMXEIPACEIG TTPOOTTABWVTAG VA ETTOVAKTIOEI AQUTOUG TOUG TTEAATEG B TTPETTEL:

e Na evrotrioouv TToIoUG TTEAATEG BEAOUV TTIOW

e Na kataAdpouv yiarti Eépuyav

e Na emAUcouv 10 TTPORANUA

e Na Toug TTPOOKAAECOUV VA ETTIOTPEWOUV

O1 oxéoelg TTou Ba TTPETTEl O ETTIXEIPHOEIG va TTPOOTTABACOUY va avaKTAoOUV; Eival

EKEIVEG TTOU NATOV IOXUPEG Kal yIa KATTOoIoV AOyo SlokOTTNKav. AuToi ol TreNdTeg gival 181aiTepa
TTOAUTIPOI YIO TIG ETTIXEIPHOEIG, OXI HOVO egaITiag Twv ayopwy Toug aAAd Kar Adyo Twv KOAWvV
AvVOQOPWV TTOU KAVOUV O€ TPITOUG, BEATIWVOVTAG UE AUTO TOV TPOTTO TNV €IKOVA TNG ETTIXEIPNONG
TTPOG TA £EW.

3.4 NPOIONTA KAI YNHPEZIEZ

H d1dkpion avdueca oTa TTPOIGVTA Kal TIG UTTNPECIES YiVETAl OAogva Kal TTEPICTOTEPO DUOXEPNAS
OTIG MEPEG Pag. AuTO OI0TI OAO Kal TTEPICOOTEPEG ETTIXEIPAOEIG, OTNV TPOCTIABeId TOug va
IKOVOTTOIN)OOUV TOUG TTEAATEG TOUG, TOUG TTPOCPEPOUV OANOKANpwuéveS uttnpeaieg. 'ETol ol
TeEAATEG OEV ayopdlouv TTAEOV POVO UAIKG ayaBd aAAd Kal TIG uTTnPETieg TTou Ta CUVODEUOUV.
MNa Tapddeiypa yia Tnv ayopd auTokivATou £vag TTEAATNG Oev ayopddel JOGVO TO QUTOKIVNTO aAAG
Kal TIG UTTNPETieg TTou auvodeUovTal TTPIV aAAd Kal PHETA TNV ayopd Tou, OTTWG N TTANPo@SOpPNoN
TTOU TOU TTapEXEl 0 TTWANTAG, To test drive KTA. Xwpig TIG UuTTNPETiEG auTEG 0 TTEAATNG iIowg va
MNV IKavoTToloUvTav Kal va atreuBuvotav g€ AAAN €TTixXeipnaon.

ATO TNV GAAN pepI& o1 ETTIXEIPACEIS TTOU TTAPEXOUV UTTNPECIEG , TTPOCEPEPOUV GTOUG
TTEAAGTEG TOUG Kal UNIKG ayaBd pe Tnv ayopd uttnpeoiwy. Mo Tapddeiypa o1 eTaipeieg KIvNTAG
TNAEQWVIAG, 01 OTTOIEG TTPOCPEPOUV dWPEAV KIVATO TNAEQWVO OTOUG TTEAATEG TTOU KAVOUV VEQ
oUvdean e 1O OIKTUG TOUG.

AT Ta TTAPATTAVW CUUTTEPAVOUNE TNV, avAyKN OIaXWPICHOU TWV EVVOIWV TTPOIOV Kal
uTTnNpPEaTia.

H YTrnpeoia 1 aAAIWG service atroTeAEl TO ATTOTEAEOUA TWV OUYKEKPIYEVWY TTPAEEwWwV/
EVEPYEIWV OTIG OTTOIEG TTPOPaiVEl N ETAIPIO TTAPOXOG, TWV ETTIOOCEWV TTOU N ETAIPIA TTAPOXOG EXEI
TTPoRaivovTag g€ auTéG TIG TTPAEEIC KABWG KAl TWV ATTOTEAEGUATWY TTOU QUTEG OI TTPAEEIG £XOUV
yla Tov TTapaAATTn/ ayopaaTh TnG uttnpeaiag. (Mouvapng, 2003). Ztnv ouadia TTPOKEITAl yia HIa
oeIpd OTTo  ETMIXEIPNUOTIKEG KIVIAOEIG TTOU - £XOUV  AUAQ  XOPOKTNPIOTIKE, Ogv ptmopolv va
atmobnKeuToUv, Ogv PTTOPOUV- VA UETOPEPBOUV Kal Oev £XOUV UAIKA XAPOKTNPEIOTIKA. TETOIoU
gidoug dpacTtnpIdTNTag gival o TpATreleg, ol eTaIPieg TNAETTIKOIVWVIWY, O A0QANICTIKEG ETAIPIEG
KTA.

O Kotler (1997) opiCel Tnv utinpecia wg €ENG:

«H utnpeoia givai ommoiadrmote TTPAEN 1 amédoon Tou £va cUUBaANOUEVO PEPOG UTTOPET va
TTPOCPEPEL O€ Eva AAAO Kal TTou €ival oualaoTiKG duAo kal Ogv KataAfyel o€ 1010KTNaia KATToIou
TpdyuaTog. H Tmapaywyr TNG UTNpeciag €ite Ptropei va ouvdietal €ite Oxl PE Eva QUOIKO
TTPOIGV.»

O1 Mathe kai Shapiro (1993) opiouv Tnv utinpecia wg €ENG:

«YTnpeoia eival OAeg. 01 dpacTnPIOTNTEG TTOU HIa ETTIXEIPNON €QAPUOLEl TTPOKEIYEVOU va
Tapdoxel agia otn xprion Katrd Tn SIGPKEIG TOU XPOvou, Kal n oTroia aia peTpiéTal ammd Tnv
au&avopevn IKavoTToinon TTEAATWY PE éva UAIKG ayaBd ) pia ogipd TTpoidvTwy.» Ta Biounxavika
TTPOIOGVTA KAl O UTTNPETIEG £XOUV KATTOIO KOIVA XapakTnpIoTIKG. Mia atmod Tig Baoikég dlapopEg
TOUG gival OTI Ol UTTNPECIEG ‘TTapAyovTal PTTPOCTA OTa PATIA Tou TTEAATN’ o€ avTiBeon pe Ta
Biounxavik@ TTpoiévTa TIOU TTOPAYOVTOl O€ €PYOOTACIA. 2TOV TIAPOKATW TIiVAKA , N
TTapadooiakf dIakpIon HPETALU TNG KATAOKEUNG KAl TWV UTINPECIWV OTTOKOAUTITEI OPICHEVEG
TTapadooiakég dlapopés (Stonebraker kai Leong, 1994).
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XupuKTMIGTIKG poidvra Ymypeoisc
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Evkatactaceay
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Tomo: mpocdviey Evrd TUUTEPLPOPAS
DUoN COPPETOYI|C TELETOV

Ducia] emagt M) Meydin
TUUUETOY TEhaTdy Ko Tymin
dvon mupadoc)S

Sbaprog On TToho mbovo
Yhawog No O
[Tzproponos mopav Minyowijuorte, Epyoieio Epyoocia
DUcn TOV KEQUiOioY

Trofepd wooTos Yymho Kounio
MetafinTd wooToc Hounio Tymio

ZxAua 8: XapaKTnpIioTIKA Tou TTEPIBAAAOVTOG TTAPAYWYNS TTPOIOVTWY Kal UTTnpeaiwyv (Stonebraker
& Leong, 1994)

21n BiBAIoypagia, avagépovTtal TTOAAG XOPOKTNPIOTIKA uTrnpeoiwv. O TTEPICOOTEPES Kal TTIO
agIOTOTEG UTTNPEDIES £XOUV 4 BACIKA XOPOKTNPIOTIKG:

1. O1 uttnpeoieg civai €ite Aiyo €ite TTOAU AUAEG

2. O1 uttnpeaieg ival ©paaTnpIoTNTEG 1) oEIpd dpacTNPEIOTATWY-Kal Ol Hia TTPAgn

3. O1 utnpeaieg, TOUAGXIOTOV - PEXPIS VOG- onueiou,  TTapdyovTal KAl KATavaAwvovTal
TauTOXpPOVA.

4. O KaTavoAWTAG CUUMETEXEI, TOUAGXIOTOV PEXPIG EVOG anuEiou, aTnv TTapaywyikh diadikaacia.

O Maister (1997) avagépel OTI O ETMXEIPATEIS TTAPOXIG UTTNPECIWY £XOUV OF€ YEVIKEG YPOAUMES
TNV idla atmooToAr. ‘ETol kABe €Tmixeipnon TTapoxnAS UTTNPECIWY TTPETTEI va gival g B€on va
IKQVOTTOINOEl TPEIG OTOXOUG:

1. A€loonueiwTtn €€UTTNEETNON TTEAQTWV
2. IkavoTroinon epyadouEvwv
3. ETiTeuén OIKOVOUIKWY OTOXWV

KE®AANAIO 4° - ANAAYZH KAI ZXEAIAZMOZ ZYZTHMATOZ CRM

4.1 KATArPA®H ENIAOZEQN ZYZTHMATOZ CRM

Ta cuotApata CRM aAAGlouv TTOANEG eTTIXEIPAOEIG KAl €TTNPEACOUV TTOAAOUG TTeAdTEG. OTTwg
TTpoavapEpBnke o€ TTponyoUhevo KepdaAaio, To TTAcovekTAuaTa evog CRM cuothuarog eivai
TTOIKIAQ. ZUVOTITIKG, JEPIKA €€’ QUTWV eivar:
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AUEnon TG dIaTAPNONG KAl APOTiwong TwY TTEAATWV

YynAdtepn treAaTeiakr) kepdopopia

Anpioupyia aiog TTeAATN

NAiyéTepeg dladikaaieg, uynAdTePN TTOIOTNTA TTPOIOVTWY KAl UTTNPECIWV

Eival TTOA0 dUOKOAO, KATTOI0G VA a&loAoyrioel avTIANTITEG AANayYEG OTOUG TTOTOUG TTOU
UTTApYOUV OToV OXeBIAoNO, avdaTrTuén uAotroinon Kal Asitoupyia evég cuotiuatog CRM. Ta tov
AOyo autd n emmxeipnon Ba TIPETTEl va UTTOAOYIOEl PN PETPROIYA  TTAEoVEKTAUATA OTTWG,
a@oaciwaon TTEAGTN, TTOIOTNTA UTTNPECIWY, OTTOTEAECUATIKOTNTA TWV UTTNPEETIWY, KAIVOTOUIA TNG
EQPAPUOYAG, PEATILWON TWV UTTNPEECIWV QVTAYWVIOTIKOTNTA, EUTTIOTOCUVH KAl ATTOSOTIKOTNTA.

2UvnNBIoPEVEG OIKOVOUIKEG HEBODBOI yia afloAdynon eTmevOUCEWY ATTOTEAOUV TIG. TTIO
TTOAUXPNOIPOTTOINUEVEG MEBOBOUG Kal yia Tnv agloAdynon Tou marketing. Autég o1 péBodol,
o1Twg gival ol NPV ( Net Present Value), ROI ( Return On Investment) kai IRR ( Internal Rate of
Return), dev gival KATAAANAEG yia TNV a&loAGynon eTTeVOUOEWY TTOU AVAPEVETAl VA ATTOOWOOUV
aTTPoodIOPIOTA, EMPECT i} OTPATNYIKA TTAEOVEKTAUATA.

AuTo 1O TTPOBANUA, iowg KaTtapépouv va To €TTIAUCOUV , YéBodoI ol 0TToieg Ba PTTOPOUV
va UTToOAOYyioouv TOOO TTPOCBIOPICUEVEG OC0 Kal aTTPoodIOPIoTEG PETARANTEG. AuTEG oI PéBodol
TepIAapBAavouv, oikovopikeéG TTAnpogopieg, CBA ( Cost Benefits Analysis), ROM ( Return On
Management), avaluon a&iag kal €mevouTiké XapTOQUAGKIa. To PEYOAUTEPO TTAEOVEKTNUA
TETOIWV PEBOdWV cival OTI PBacifovtal OTIG PETPATEIG TTOU TTPAYUATOTTOIOUVTAlI O WETPHOIUA
TTAEOVEKTANATA.

Ki dAAeg péBodol, kaBwg TTepvoloav Ta Xpdvia, TTpooTTddnaav va afloAoyoouv Tnv
ATTOTEAEOUATIKOTATA TW V Qappoywv CRM, 6x1 6w aTTOTEAEGUATIKA.

A6 6Aeg auTtég TIG TTpooTTdBeieg N PéBodog BSC ( Balanced Scorecard) atrodeixtnke
1I010iTepa  atroteAeouatikl. H péBodog autr, TrpoTiBeTal. va - dlacuvOicel PIKPAG OIdpKEIag
ETTIXEIPNMUATIKO €AEYXO ME HEYAANG dIAPKEIOG OTPATNYIKES. Me auTtdv Tov TPOTTO N €TTIXEipnon
ETTIKEVTPWVETAI OTOUG KPICIMOUG TTOPAYOVTEG TWV  GNUAVTIKWY TTEPIOXWY OTIG OTIOIEG £XEI
oToxeuoel. H yéBodog auTr) UTTEPVIKA TA PEIOVEKTAMATA TWV HEBOdWY afioAdynong eTTevouoewv
a@oU eVAPMOVICEI TIG OIKOVOMIKES KAl TIG N OIKOVOUIKEG HETPHOEIG, BivovTag OTOUG managers Jia
ICOPPOTTNHEVN EIKOVA TWV TTOAATTAWY TTPOOTITIKWY. -KaTd Tnv afloAdynon Ol Jn OIKOVOMIKEG
METABANTEG, OTTWG N TTEAATEIAK) IKAVOTTOINGN, Ta KavAAia 810iknong Kal N TTEAATEIAKK KAaTavonon
gival 1o id10 ONUAVTIKA PE TIG OIKOVOUIKEG UETARANTEG, ( alEnon kEpdoug, TTWANTEIG, JUEiwan Tou
kéoToug). H BSC, civar pia péBodog kaAd cuvtoviopévn yia tnv agloAdéynon t™g CRM
atrodoTIKOTNTAG.

Ta Kupi6TEPa TTAEOVEKTAMATA pIa PeBGdou BSC ival Ta TTapakdaTw:

e H BSC d&ivel Tnv duvatdtnta OTIG €TTIXEIPACEIS va afloAoygouv TIG DIOIKNTIKEG TOUG
OpacTNPIOTNTEG OPEPOANTITA, TTAPEXOVTAG TTPOCOIOPICUEVEG KOl Un TTPOCOIOPICUEVES
OIKOVOUIKEG PETABANTEG.

e H BSC afiohoyei kai evotroiei OAeG TIG KUpPIEG TEXVOAOyieC Ka OpaoTnpPIOGTNTEG TNG
ETTIXEIPNONG.

e H BSC c¢ivar éva oloTtnua -TTpocavatoAiouévo atov aTtdxo. Na tnv agioAdynon ng
armoteAeopaTnikéTnTag Twv. CRM cuotnudtwy oe éva otaBepd UQOG, n ETTIXEipnon
MTTOPEl va PEAETAOEL TOUG GTOXOUG Kal Ta avTikeipeva Tou CRM.

e H BSC cival éva.ouotnua TpooavaTtoNiouévo oTny dpdaan. MTropei va TTapakoAouBAoel
Kal va BEATILoEl TRV a1Tdd00T TNG ETTIXEIPNON.

‘Eva o 1o poviéha afloAdynong CRM  ocuotiuatog eivar  pia  diadikaoia
aAMnAemtidpaong Tou  kaBopifel Tnv ammoteAeouaTikOTNTa €vog ouoTtiuatog CRM. Omwg
TTAPATNPOUUE OTNV. TIOPAKATW €IKOVA, TO TTPWTO Bripa Tig diadikaoiag gival 0 kaBopliopdg TnG
QTTOOTOANG Kal TOu OTOXOU Tou €ival n eykataoTtaon piag otpatnyikrig CRM. Otav autd
QTTOQACIOTEl, TO ETMOUEVO BAUA gival N eykaTtdoTaon piag otparnyikng CRM. H mpéBeon autou
TOU BrPaTOG €ival N avakdAuWn TwWV ApXIKWY OTPATNYIKWY TTapayoviwy. To eTTOPEVO Brpa, JETa
TNV avakaAuwn Twyv OTPATNYIKWY TTOPAyovTwy, €ival n eupeon aAAnNAoCuoXeTioEwv avdueoa
oTIG OPaOTNPIOTATEG TOU €ival n egykaTtaoTaon piog oTparnylikng CRM kai Twv oToXwv Tng
eTmxeipnong. ( o BacikdTEPOG OTOXOG TNG ETTIXEIPNONG €ival N auénon Tou KEPOOUG)

ATIO Tnv avaAuon TNG Ox£€0NG AUTAG TIPOKUTITEI OTI Ol ETTIXEIPHOEIS JTTOPOUV va udBouv
TI TIPETTEI va KAVOUV WOTE va TIETUXOUV KOAUTEPA amroTEA(OPATA KOBWG ETTIONG KAl TTOIEG
TTPOOTITIKEG €ival TTI0 ONUAVTIKEG WOTE va eMTEUXO0UV auTd Ta armoTeAéopara. To amoTéAeoua
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auTAG TNG avaAuong agloAoyeiTal yia TNV avayvwpion Tng atrodoTiKOTNTAG TNG epappoyng CRM.
AuTA n atrotignon divel emMTTPOCOETN yvwon yia Tnv aTpatnyiki CRM kai BonBa Toug marketers
va KaBopioouv TNV oTPATNYIKK TOU.

ZXETIKA Pe Tnv oxéon Opdaong- atoTeAéoparog oTnv dladikacia afidAoyng Tou CRM,
TTaPATNPOUUE OTI APXIKA N ETTIXEIPNON WTTOPEI VA CUYKEVTPWOEI Eva JEYAAO APIBUO TTEAATEIOKWV
0edopévwv Kal Ta oxXnUaTotroIfoel dnuioupywvtag TreAartelokd po@il. ‘Emeita, pe tnv BorBeia
epyaAciwv data mining kara@Epvel va avakaAUWel KPUPPEVA TTEAATEIOKE XapaKTNEIOTIKA. KabBwg
T CUCTAMATA €XOUV TEPAOTIEG BUVATOTNTEG yIA TNV CUAAOYK Kal atroBrikeuon dedopévwy, Ol
ETTIXEIPACEIG UTTOPOUV VA OnuIoUpyrnoouv Vvéa TIPOIOGVTA KAl VO TIPOCApPPOCOoUY “Ta 1dn
UTTAPXOVTA HE KAIVOTOUIKOUG TPOTTOUG.

AedTepov, n emxeipnon YTTopei va evoTrolsi OAEG TIG OXETIKEG TTANPOPOPIEG KABE TTEAATN
WoTe va dnuioupynoel atroteAeopaTikd oxedliaoud marketing Kai TTapoxr UTTNPECIWV.

H avayvwpion Tng TeAATEIOKAG yvwaong Borba oTov eVIOTIONO TWV TTEAATEIOKWYV
avaykwy, étav n emxeipnon aAANAEIOpda pe Toug TTeAATES. Kal étav:- OAeG oI TIpoodOKiES TwV
TTEAATWV IKAVOTTOINBoUV, agociwpévol TTEAATEG dnuioupyouvTal. H aia Tou TTEAATN, UTTOPE va
TTPOOTEDEl yIa TNV TTPOCAPPOYH TWV TTPOIGVTWY KAl TWV UTTNPECIWV. KAl YIa ToV €QOodIacud TNG
ETTIXEIPAOEIG PE ETITTAEOV TTANPOQOpPIEG. H KaTtavdnon Kal N CUAAOYH TWV TTEAGTEIOKWY QVAYKWVY
givar 1d1aiTepa onuUavTIKG yia TV SlaXEipIon auTwy Twv dPaCTNPIOTATWV

TpitTov, IKOVOTTOINTIKEG OXECEIG WE TOU TTEAATEG PTTOPOUV va atrodelxBouv XpProiuol
BonBoi, yia Toug UTTAAAAAOUG, yIa TNV QTTOTEAEGUOTIKOTEPN Kal TTPOC0O0POPa €EUTTNPETNON
TTEAQTWV.

TéNog, n emixeipnon auédvel Ta €l000AUATA TNG Kal Ta KEPON TnG. Tummkd n agia Tng
ETMIXEipnONG Ptmopei va TTpoadiopioTei atmd Tnv. BeAtiwon Tng €ikévag TnNG Qiphag, PE TNV
TTPocOriKkn dNuUdCIWY ava@opwy Ka TV TTRPOAYWYN TwV TTWANTEWVY TNG.

4.2 ZIXEAIAZMOZ ZYZTHMATOZ CRM KAI MEOOAOXZ KATAZKEYHZ
CRM ZYZTHMATQN

To CRM artroteAei €va atmd 1a TTAEOV EVTUTTWOIOKA TTANPOPOPIOKAE CUCTAKATA OTTd TNV OEKAETIA
Tou ’90. AmoteAdolv pépog efouaiodotnuévwy IT ouoTnuaTwy yia TV UTTOOTAPIEN TNG
ETTIXEIPNOIAKNAG OTPATNYIKAG “WOTE va KTiogl PEYAANG OIApPKEIAS Kal €ETTIKEPDONG OXEOEIC UE
ouyKekpipévoug TreAGTeg. To Paoikd avTikeiyevo €vog CRM  ocuoTAuartog eival Trapoxn
KATAAANAWVY TTANPOQOPIWV YIa TOUG TTEAATEG KABWG Kal N €TTid00N €CATOMIKEUPEVWV TTPOIOVTWV
Kal utrnpeoiwyv. Ta Téooepa AoyiopiKa TTakéta evog CRM ocuoTAuartog eivar: call centers,
QUTOMATOTTOINGN TWV TTWANCEWYV, auTOUaTOTIoINON AUCcswv marketing Kol UTINPETieg TTeEAATWV
Kal eEuttnPETNONG. H apxITeKTOVIKR £vOG auaTruatog CRM @aiveral 6To TTapakdaTw oXAUa:

MeAétn kai Avamrruén CRM 43



«MeratrTuxiaki AlatpiBi» AnunATpiog Kovrog

Customer ‘
f
Y
Call Center
Services
A
| J Y Y
Sale Services | Customer Services ‘ Marketing Services
A ' i A

— = Data Warehouse |‘7

ZxAua 9: Apxitektovikl CRM

H avdAuon Tng ayopacoTiKAG CUUTTEPIPOPAS TWV TTEAATWY OTTOTEAEI HIa anuavTikh BAaon
yla Tov oXedIaouo Twv Asitoupyiwv evog ouoTAuatog CRM. H ayopaoTiKr) CUUTTEPIQPOPE Twv
TEAQTWV €ival n HIa OYn Tou- TTEAATEIOKOU. TTPO®IA, TO TTPWTO PAMA yia Tnv avaAucn Tng
TTEAATEIOKAG ATTOOOTIKOTNTAG Kal n BAcon yia TNV TTapoxn utrnpeciwy. H ayopaoTikA moavoTtnTa,
gival pia atmod TIG TTI0 ONUOVTIKEG PMETARANTEG OTNV TTEPIYPAPA TNG AYOPOOTIKAG CUMTTEPIPOPAEG
TWV TIEAATWV Kal €vag aTmd TOUG TIO. ONUAVTIKOUG TTapAyovTeG OTOV  UTTOAOYIOWO TG
MaKkpoxpoviag agiag -Toug. Av UTTPXE KATTOIOC TTIO aTTOOO0TIKOG TPOTTOG va UTTOAOYioouv Ol
ETTIXEIPACEIC TNV AyOPAOTIKr) TNOavOTNTa Ba BEATIWVE TNV AVOAUTIKN AEITOUPYIa TWV CUCTNPATWY
CRM.

Ma. tnv evomoinon Twv dpactnpioTiTwyv Tou marketing, Twv TWARCEWV KAl TwV
uttnpeeciwy, 10 CRM atraitei 1oxupr] €votroinon Twv E€TTIXEIPNOIOKWY OpACTNPIOTATWY TToU
TepIAapBavouy . Toug TTEAdTeEG. H apxitektoviky pia  epappoyrig CRM  evowpartwvel  Tig
ETMIXEIPNOIOKEG Oladikaaieg -TTou avayvwpifovial wg oxeTikég pe 10 CRM. MtropoUpe va
Eexwpiooupe Tpeig katnyopieg CRM diadikaoiwv:

e CRM diadikacieg TTapadoong.
ATtroteAoUv BIadIKOCIiEG PE AUEDN ETTIKOIVWVIO e TOv TTEAATN TTOU £XOuv OXedIAOTEI WOTE va
KoAUyouv To pEPOG TnG TreAaTelokrg dladikaciog (management TTwArfoewv, management
UTTNPECIWY, Management TapaTTovwy)

e CRM diadikaaieg uttooTrpIEng
ATtrotehouv dladikacieg he AUEON eTTIKOIVWVIA PE Tov TTEAATN TTOU Oev gival OXEDIOOUEVEG va
KOAUTITOUV PEPOG TNG TTEAATEIOKAG O10dIKOCIOG, OAAG va EKTTANPWYOUV CUUTTANPWHATIKESG
Aeiroupyieg péoa o€ éva CRM mrepifdAlov ( €peuva ayopdg, dioiknon agoaiwaong).

e CRM di0dikaoieg avaAuong.
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ATtroTeAoUv O1adIKOGIEG TTOU €VIOYXUOUV Kal avaAUouv Thv TTEAQTEIOKK] YVWOT], TTOU €xel GUAAEXDET
MEe atmd dAAeg CRM diadikacieg. Ta amoteAéopara tng avaAuong TTepvolv OTIG OIadIKaaieg
Tapddoong kal uttooThpigng Tou CRM kaBwg €TTiong Kal OTIG UTTNPETIEG KAIVOTOMIAG Kal OTIG
O1adIKaaiEG TTAPAYWYNG UTTNPETIWY, WOTE va BEATIWOEI N aTTOTEAECUATIKOTNTA TOUG ( TTEAQTEIOKT
TUNPOTOTTOINON).

H apxitektovikr) evég ouotripatog CRM ptropei va Baoifetal kal o€ epyoAcia data
mining. Av 10 data warehouse, To OLAP ka1 dA\a epyaAcia avdAuong xpnoipotroinBolv
ateuBeiag otnv Bdon dedopévwv TNG €TTIXEIPNONG, yia TTapddelyua sale data base, marketing
data base dev civar ammAd xdoigo xpdvou aAAG kal pn e€idavikeupévo. EmTTpooBeTa,. gival
ouveTrd Ta Oedopéva atrd Tnv Bdon dedopévwv TnG emixXEipnong va odnyouvTal 010 data
warehouse agou TTpwTa autd éxel kaBapioTei, egaxBei, peTapopPwOei kal gopTwlei. Me ToVv
TPOTTO auTd, Ta dedopéva Ba TTPOTPEPOUV TNV KAAUTEPN duvVaTH YVWOon yId TIG EQAPHUOYEG TOU
data mining. H avdAuon dedopévwv Ba yivel 1I81AITEPA ATTOBOTIKH ECAITIAG TNG XPHONG EPYAAEIWV
data mining. H apxitektoviky Tou CRM Baciopévn oto data warehouse Ttrapoucidletal oTo
TTapak&Tw oxAua:
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Customer Service

Marketing Management

Product Management

Campaign Management

etc

A
Application Layer
Cross ‘;.r lling
Up Selling ]
Customer Profit
i
Channe I History
. Y Y Y
QLAE RAQ. Web Services API's
T T A A
Operation Layer
' ‘ — —
L Database )
A3 —— &
Data Layer .
Y
|:> 51e
L[IL Ell'lrr'l'l:'_" :I Peripheral
atabase Database

¥

Data Warehouse

ZxAua 10: Apxitektovikl CRM Baociopévn oto data warehouse

MeAérn kai Avamrtugn CRM 45



«MeratrTuxiaki AlatpiBi» AnunATpiog Kovrog

H €icodog Twv cuoTnudtwy CRM ATav T6G0 duvVapIKr OTToU TO OUVOAIKO OoXAua Twv IT
ouoTnuaTtwy aAAage ammo Ta ERP cuoTtAuara ( back — office automation) oe front — office CRM
OXeDIAOOUG Kal 00rynNaoe aTnv YPAYopPn avaTTuén Twy TTpopnBeutwy front- office Aboswyv 6TTwg
n Siebel. H kataokeu Twv ayopaoTikwv dedouévwy Kal Tou data warehouse kdtw atmméd autd 10
ouoTnua Ba Tpémel va eival €101 WOTE va KOBUOTEPOUV Tnv UAOTTOINON  QUTWV TWV
QUTOTTOINUEVWY OUCTNPATWY — EAAAOU N €TTIXEIPNON TTPETTEI VA €XEl YIA TTNYH ETTIXEIPNOIOKWY
oedopévwy, TTPIV UTTOPETEl VA TA XPNOCIKMOTTOINCEI WG TTNYR 10TOopIKWY dedopévwy yia To data
warehouse.

Ymapxel pia euoiki diaragn yia tTnv karaokeury CRM cuotnudtwy. Ta Tpia autd aTddia
gival Ta €¢N1¢:
21dad10 1: AutopaToTroinon OAWY Twv AEITOUPYIWVY TTOU £XOUV OXECT WE TOUG TTEAATEG

ZTAd10 2: Anuioupyia ICTOPIKWY AyopaoTIKWY deSOUEVWV YIa KABE AsiToupyia KaBwg eTTiong Kai
XPAON TWV TTANPOQPOPIWV QUTWV YIA T CUVEXOMEVN PBEATIWON TWV TTEAQTEIOKWY EMTTEIPILOV
KaBWGS XpNOIPOTTOIOUV TIG AEITOUPYIEG AUTEG.

Z1ddio 3: YAotroinon PIag evoTToiNuéVNG OXEONG AVAPECO OTOUG TTEAATEG Kal -TO ware house
TTOU va dlapKei KB OAn Tnv dIGPKEIA TWV AEITOUPYILOV TNG ETTIXEIPNONG TTOU €XOUV APECT OXEON
ME Toug TeAdTeG. M € autdv Tov TPOTTO n ETTIXEIPNON. ATTOKTA- pid TTARpN €ikéva yia TNV
TTEAATEIOKT) OX€on atTrd TNV TTPWTN OTIYUA.

4.3 ZXEAIAZMOZ 2YZTHMATOZ CRM ZTON TPAINEZIKO XQPO

levik&, n €Qapuoyr) CUOTAMATOG BlaXEIPIONG TTEAATEIOKWY OXETEWV OTNPICETAl TNV GUAAOYRA
ONUOVTIKWVY TTANPOQOPIWY TTOU OXeTICoVTal HE TTEAATEG KAl OTOXEUOUV OTn Snuioupyia piag
Baong dedopévwyv e aToixeia yia To TTEAATOAOYIO TNG eTaipEias. H anuavTikéTnTa TNG UTTapgng
QUTAG TNG Baong dev gival atTAd oTnv atmoBrikeuan 6€doUEVWY YIa TOUG TTEAATEG OAAG aTTOTEAET
TO TTPWTO BANC yIa TNV PETETTEITA XPHON TOUG YIO TOUG GKOTTOUG TnG TpATedas. Ta epwTruaTa
TTOU TiBevTal yIa TOV OXEDIOOUO VOGS aTToTEAEGUATIKOU ouaThaTrog CRM gival Ta €€AG:

* [olog gival 0 okoTrog TNG avaAuong Sedopévwy;

* Ti €idoug dedopéva Ba eicdyovtal oTn Bdon;

* Moo poper) Ba mpémel va €xel 10 auotnua- CRM, 1dvw oT0 oTT0i0 Ba QopTwvovTal Ta
oedopéva;

Ta Tapamdvw epWTANPATO aPopouv ae KABE eTTixeipnon TTou €mOuEl va eilocayayel éva
QTTOTEAEOUATIKO GUCTNHA BIaXeipIoNG TTEAATEIOKWY OXECEWV, TTIPOKEIYEVOU VO UTTOPET PEoa aTTd
TO ouoThua autd va emmegepyadetal 1o Ogdopéva Twv TreAaTwyv, eEdyoviag xproipa
OUNTTEPACHOTA YIA TIG OVAYKEG TWV TTEAATWV.

levikd, oUpewva pe Toug Ahn et al. (2003) Ta onueia oTa oTToia TTPETTEl va €0TIACEI N
ETMIXEipNON OOWV aQopPda Ot TTPAKTIKA BéuaTta yUpw atmd TNV ATTOTEAECUATIKN €QAPMOYN Kal
diaxeipion Tou CRM ¢ivai:

1. Zulhoyn Aedopévwyv: MNa tnv guloyn Twv dedopévwy atrd Toug TTeAATEG n Tpdatrela Ba
TPETTEI apXIK& va TTPOCOIoPIoEl TTola €ival EKEiva T aToixEia TTou €TTIBUMED va eEAyeEl ATTO TOUG
mTeAGTEG. AQoU TTpoodlopicel Pe aKpiBeia TTola oToIxEia XPEIGdeTal, ETTEITA JE EQPOAPPOYEG TOU
O1adIKTUOU, UTTOPEi Va Yivel n OUAOYN Twy OeBOPEVWV OTO TTPOYPAUHA DIOXEIPIONG TTEAQTEIOKWY
OXEOEWV.

2. Mpo-emeepyacia Acdopévwv: AQopd Oc OAeG EKEIVEG TIG EVEPYEIEG TTOU YivovTal TIPIV N
avaAuon oOedopévwv - Eekivrioel. To oTddlo autd TrepIAauBavel TTOAAEG dladikaaieg, OTTWG
avayvwpion ouvaAlaywv Kal oAokAnpwaon ouvaAiaywyv. [lpokemalr yia pia xpovofRopa
oiadikaaia, oTnv omoia TTOAEG d1adIKaoieg ival QUTOPATOTTOINUEVEG.

3. Avdhuon Aedopévwy: 210X0G TnG avaAuong Oedouévwv eivar av egaxbouv ekeiveg ol
TTANPOYOPIEG TTOU Eival ATTOPAITATEG TIPOKEIPNEVOU VO EEA0PAAICOUV OTTOTEAECUOTIKEG UTTNPETIES
OTOUG TTEAATEG. 2€ TTOAAEG TTEPITITWOEIG OPWG O apIBPOG Twv OedOPEVWY TTOU CUAAEYOVTaI €ival
TTOAU MPEYAAOG KOl yIO TIG TIEPITITWOEIG OUTEG UTTAPXOUV OIAPOPEG TEXVIKEG avAAuong
oedopévwv(Cooley et al., 1997).

4. AMnMoemidpacn CuOTAPATOG HE TOV XPHOTN Kai customization: o oxedlaopog TOU
OUCTAPOTOG TTOU CUVOEEI TOV TTEAATN PE TRV TpATTeda gival éva 1IBIAITEPA KPICINO ONEio yia Thv
gmTUYXia Tou cuoThuaTtog Alaxeipiong TreAateiakwy oxéoswv (CRM). O 1Mo onuavTikog Katd Tov
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Cooley (2000) TTapdyovTag yia Tnv €TMTUXiO TOU CUCTAPATOG €ival TO va KataAdBel n Tpatreda
TTOl0I €ival O XPAOTEG TOU GUGTHATOG Kal TI aKPIBWG TTPood0oKoUV atrd To GUCTNA.

5. @epéhio T'vwong (Knowledge base): H Baoikdtepn Asitoupyia Tou CRM gival n katavonon Kai
TIPAKTIKA a&loTToinan Twv TTANPO@OopIWY Twv TTeEAaTwy. O TPOTTOG HE TOV OTTOIO OI TTANPOPOPIES
TToU OTéAVOUV Ol TTEAATEG aTTOBNKEUOVTAI, AUEAvOVTal KOl opyavwvovTal Ba kaBopioel ev TEAE
KAl TNV ATTOTEAEOUATIKOTNTA TWV TIPOCPEPOPEVWV OTOV TTEAATN UTTNPECIWV.

6. MNpoowTroTroiNuéveg YTTNPEoieg: OTO OUYXPOVO avTaywvioTIKG TrepIBAAAOY, N TTPoCc®Oopd
agiag otov TrEAGTN cival éva 181aiTEPA ONUAVTIKO COTOIXEIO yIa TIG ETMIXEIPAOEIG TTAPOXAG
utTnEeoiwv. O TPOTTOG YE TOV OTTOI0 TTPOCQEPETAI agia aTov TTEAATN €ival péow TNG €1G BABog
YVWPILIAg ToU Kal TG EEATOUIKEUPEVNG ECUTTNPETNOTG TOU.

7. ASP (application service provider): '‘Eva akéua onuavTiké aTtoixeio oto axediaoud tou CRM
givar n emAoy ) Tou ASP. O ASP @iAoevei kal diaxelpieTal 10 -AOYIOUIKS KAl TTAPEXEl TNV
uTTNPECia oTov TTEAATN PECW Tou SIAdIKTUOU 1 IBIWTIKWY MICOWUEVWV. YPOUPWY ETTIKOIVWVIOG.
Ta TeAeuTtaia xpovia Trapatneeital pia oTpo®h Tpog Toug ASP’s yia Auoeig CRM, €1dIka atro
EMXEIPACEIG TTOU Ogv DIABETOUV TNV TEXVOYVWOIA Kal TNV TEXVOAOYiQ  TTPOKEINEVOU va
UTTOOTNPIEOUV OAOKANPWHEVA CUOTAUATA SIOXEIPIONG TTEAATEIOKWY OXECEWV. ZNPAVTIKA OPEAN
TTOU TTPOKUTITOUV aTTé TNV Xpnoigotroinon Twv ASP eival To XaunAdTepo KOOTOG, N TaXUTEPN
€QAPUOYA, augnuévn AsitoupyikOTNTA KAl N AgIOTTIOTIA TOU TTAPOXOU.

4.4 2YITKPIZH TQON CUSTOMER RELATIONSHIP MANAGEMENT - CRM
KAI CUSTOMER KNOWLEDGE MANAGEMENT - CKM

2TIG TTPONYOUMEVEG EVOTNTEG EYIVE PIO AVAAUTIKI - ava@opd yia To Tl akpIBwg €ival éva ouoTnua
CRM kai TTwg Bondd& TIG €TMXEIPNOEIG VA ETIPIWOOUV KAl VO OTTOKTHIOOUV TTAEOVEKTNUA £vavTi
TWV AVTAYWVIOTWY TOUG.

21nv evotnta autr Ba avagepBoupe oto CKM ( Customer Knowledge Management) 1o
oTToi0 gival oTeEVA ouvOedEPEVO e TIG epapuoyég CRM.

Otmrwg mpoavagépbnke, To CRM avagépeTal oTnv dlaxeipion NG TTEAATEIAKAG yvWong
WOTE N EMIXEIPNON va KATOQEPEl va KATAAGREI TOUG TTEAATEG TNG KAl VA TOUG €EUTTNPETACEI
KaAUTepa. Eival pia e@apuoyr) 1Tou ToTroBeTei - 0TO KEVTPO TnG €Tmixeipnong Tov lleAdrn. H
gtutpétnon TreAatwy  givar éva onuavtikd ocuotamikd yia 1o CRM, wotdéoco 10 Baoikd
evolapépov Twv CRM e@apuoywv gival va GuvTovioouv TIG TTEAATEIOKEG OXECEIG HETA ATTO OAEG
TIG AEITOUPYIEG TNG ETTIXEIPNONG KaI Ta-agnueia aAAnAeTTidpaong.

To CKM, eival 'n &laxeipion TNG €TAIPIKAG YyVWONG Kal Twv TTANPOQOPIWY WOTE N
ETTIXEIPNON va PTTOPEDEl va £@QOBIACEl PE QUTEG TIG TTANPOYOPIEC 6G0 TO BUVATWY TTEPICTOTEPA
MEAN TNG, KABwWG €TTiong Kal va €QodIACEl TIG ETTIXEIPNOIOKES OIaOIKOTIES, WOTE va evBappuvel
KOAUTEPEG KAl TTIO OPOPWVEG ATTOPATEWV.

Me tnv evowpdtwon Twv CRM operational 0edopévwv Kal PE TNV yvwWaOn Trou
TTPOEPXETAI ATTO OAO TOV. OPYAVIOUO, N ETTIXEIPNON UTTOPEI VA XPNGCIUOTTOINGEI TIG TIPOKTIKEG TOU
analytical CRM «kai pe autég va Tapel ,ammoOAUTa TTEAATOKEVTPIKEG, atro@doelg. To TTAaicio
epyaciag Tou CKM trapoucidletal oto oxfua 4.3.1. Kol CUPQWVED JE TIC TTAPAKATW TECOEPIC
01a0IKOTIEG:

Avayvwpion Kai-dnuioupyia TngG yvwaong
KwdikoTroinon kar ammobrikeuon TnG yvwong
Alavoun TNg yvwong

Exkpet@Aeuon kai avadpacon Tng yvwaong
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ESR's Knowledge Management Maturity Model
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ZxAua 11:MAaiolo epyaciag Tou CKM

Mo avaAuTIKE,

H Avayvwpion Kai n dnuioupyia Tng yvwong tepIAaupdavel Tnv avayvwpion Kai Tnv
onuIoupyia Kaivouplag yvwong TTou gival ammapaitnTa yia Tnv emiteugn tretuxnuévwv CRM
01adIKaCIWY, KaBWG £TTIONG KaI yIa TNV aTTOKTNON 1 TNV dNMIOUPYia yvwaong TTou TTPOKUTITEN aTrd
TNV TTapakoAouBnon Twv dIadIKaCIWY ToU TTEAGTN Kal GAAWV «TTAIKTWVY» GTNV ETTIXEIpNON.
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H Kwdikotroinon kal amroBnKeuon yvwong avagépeTal OTOV UETAOXNUATIONO TNG
yvVwong o€ @OpUa TTou va UTTopei va dlaBacTei atrd Tnv PNXavég Kal va atmmobnKeuTel o€ auTég
yla peAOVTIKR Xpron. O1 TexvoAoyieg TTou pTropoUlv va xpnaolpotroinfolv yia Tov OKOTTO auTd
gival or:

o XML,
e Universal Description,
e Discovery and Integration ( UDDI)

H diavopl Thg yvwong atroteAei pia diadikacia mmou ouvdéel Thv dlacTropd TnG
yvwong péoa oe kABe onuegio Tou opyaviopou Kal TV SIaxeipion aIirnudTwy TTou. apopouv
OUYKEKPIPEVA OTOIXEIO TNG yvwong. H dlaotmopd TnG yvwong Utropei va atmaoXoAfoel ‘Push’ 1
‘Pull’ TexvoAoyieg TTpdyua To oTroio €¢apTdtal ammd TNV KOUATOUPO TOU OpyavIoHOU Kal Thv
UTTOOOWI TOU.

H ekpeTrdAAguon kal n avddpaon ThG yvwong , amoTeAel avaTTuén g yvwong Kai
dnuioupyia avadpaong. Autr) n dladikacia Bonbd TIG ETIXEIPATEIG va avVOyVwWPIioouv Kal va
QVOKTACOUV aTTapaiTnTeG TTANPOQOpPIES TTou BonBouv oTnv emmiAucn TTPOBANUAETWY.

O Liyun et al ( 2008), avagépel TTwg T0 CKM d¢ev gival atrAd €vag oKoTToG aAAG Kal hIa ovTOTNTA
Twv CRM gg@appoywv.

ATtroTeAei Tov Pacikdé TTapdyovrta emTuxiag pia CRM g@appoyng, agou pévo av n
ETTIXEIPNON KATAPEPEI VO EVOWUATWOEN TNV dlaxEipion TNG TTEAQTEIOKNAG yWWoNg pEoa o€ éva
ouoTtnua CRM, Ba ptropéoel va TTpocapudoel TiIG TIWAACEIS TNG Kal TIG UTTnpeaieg Tou marketing,
WOTE va TTETUXEI TRV €TMISIWEN TNG YIa TTARPN SlIaXEIPION TWV TTEAATEIOKWY OXECEWV.

MNa tnv uAhotroinon uia diadikaciog CRM Baciouévng oTnv yvwon, ol EmMYEIPACEIS Ba
TPETTEI VO UTTOOTNPIEoUV dIGPOPES KATNyopieg - dUVATOTATWY TNG Olaxeipiong TTEAATEIOKNG
yvwong ( CKM) péow tng avamtugng Kai TIG 0OAOKApwaNG SIABETIUWY TEXVOAOYIWV.

H xprion Pia apxITEKTOVIKAG PE portals TNG ETTIXEIPNOIAKNAG YVWOoNG ETTPETTEI TNV KOIVH
d1aoUvdean TNG yvWong atmo SIOPOPETIKES TINYEG, OTTWG £yypaga, aiThoelg Kal data warehouse.
21nv 1Mo uynAn Babuida To TAaicio epyaciag utropei va avaAuBei ae dUo pépn;:

MpwTtov: ‘Exel oxediaoTei yia va PITOpE va augnoel Tnv. atmodoTIKOTNTA TNG YVWOEIG KaBwg
ETTIONG KOl yIa va UTTOPE va dNUIOUPYACEl VEQ yvwan PECA ATTO TIGC CUVEXOUEVES UOABNCIAKES
o1adIkaaieg.

Acgotepov: Ta opboywvia, e €TIKETEG, Koumid Ocgixvouv TIG duvartotnteg Tou Knowledge
Management Kabwg €1Tiong Kal PEPIKEG OIOBETIUES TEXVIKESG | TEXVOAOYIEG TTOU PTTOPOUV va TIG
opicouv.

Mia oUvToun TTEPIYPAEPR TWV OUVATOTATWY QUTWY TTAPOUCIAZETAI TTAPAKATW:

e Presentation: H- TTapouciacn . tmepiAauBdavel Tnv €icodo kar TNV €KBeon Twv
atmmoTeAeoudTwy atrd TNV aAAnAeTTiOpacn Twv TTEAATWY PE TNV €TTIXEipnon. Exel T€Tol0
oxedlaoud TTou eMITPETEI KABE TTEAATNG TNG €TMIXEIPNONG va yvwpilel TTOU UTTOPED va
avalnTnoEgl QUTEG TIG ETTIXEIPNOIAKEG YWWOEIG. Aivel TNV duvaTtdTNTa OTIG ETTIXEIPATEIS VA
TTPOCAPPOCOUV TOUG TUTTOUG TTANPOPOPIWV TTOU Eival OXETIKEG JE TOV TTEAATN.

e Personalization: H eEatopikeuon eival Aeitoupyia mou fonBd oTnv TTPOCWTTOTTOINGN
TWV. TTPOIOGVTWYV. KOl TWV UTINPECIWV TNG ETTIXEIPNONG WOTE VO TTAPEXEI TTPOCEYUEVEG
TTANPOYOPIEG OTOUG TTEAATEG, PacifOpeveg OTa dIAQopa TTEAATEIOKA KPITAPIA Kal
mpoTipnoels. - H- Baoikdtepn duvardtnra autriig TnG Aeimoupyiag TepIAauBaver Tn
OnuIoupyia - EEOTOUIKEUPEVWY  TTPOQPIA TTEAQTWV  TTapEXovTag Tnv duvarotnTa, oTIg
ETTIXEIPNOEIG, YIa KAAUTEPN KATNYOPIOTTOINCN TWV TTEAATEIAKWY OVAYKWY.

e Collaboration: H Asitoupyia Tng cuvepyaaiag £xel OXeDIAOTEI £TO1 WOTE VO TTOPAKIVEI
TNV ouvepyaaia pgEow TnG oAANAeTTiOpacng Tng amobnkKeuuévng YVWOEIG Kal TwvV
EQApPoywyV, OTTWG yia TTapaderypa 1o Workflow.

e Process: H Agtoupyia autr) emMTPETTEl OTOUG TTEAGTEG VO CUMMETEXOUV  OTIG
ETTIXEIPNOIAKES OPACTNPIOTNTEG, TTAICOVTAG IDIAITEPA TNUAVTIKO POAO.

e Publishing and Distribution: O1 Aeitoupyieg auTég TTapéxouv Tnv duvaTtdTNTa GTOUG
TeAATEG va AdBouv kal va JlavEPOuvV  €idn YVWOEWG WOTE va JTTopouv va
TTapakoAouBouv Kai va TTpowBouUv TIG ETTIXEIPNCIOKEG dPACTNPIOTNTEG.
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e Integration search: H Asitoupyia auth) cival oxediaopévn WOTE VA PTTOPEI N €TTIXEIPNON
va TOTTOOETEl OEiKTEG OTIG TTANPOYOPIEG, WOTE VA HEIWCEN TNV UTTEPPOPTWON TWV
dedopévwy Kal TNV TTEPITTH avadrTnon TTANPOQPOPIWY TTOU AQOPOUV TOUG TTEAATEG.

e Categorization: H Asitoupyia Tng KaTnyoplotroinong €TMTPETTEI TNV - ETIXEiPNON va
dlaxeIpIoTel KAAUTEPA TIG DIGPOPES KATNYOPIEG YVWOEWG.

e Integration: H Agitoupyia auTr] TTApEXEl €YYUAOEIG YIA TNV CUUQWVIO PETOEU TwvV
TTAPATTAVW AEITOUPYIWV KOl TWV TTRYWV YVWOEWG.

O1 BaoikéTepeg dlagopég peTagy CRM kai CKM trapouciddovTal To TTapakaTw oxnua:.

KM

Knowledge sought ~ Employee. team, company.

in network

Axtoms ‘if only we know what we
knew’

Objectives Sharing knowledge about
customers among
employees

Role of customer ~ Passive, recipient of
product

Recipient of Employee
Incentives

Corporate role Lobbying knowledge
hoarding employees

Business objectives  Efficiency and speed
gains, avoidance of re-
mventing the wheel

Conceptual base ~ Customer retention

Business mefrics  Performance against
budget: Customer
retention rate

xAua 12: Alagopég petaiu CRM kai CKM
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CRM

Customer Database

‘retention 1s cheaper than
acquisttion’

Mining knowledge about
the customer

Captive. tied to product
by loyalty schemes
Customer

Captivate customers

Customer base nurturing,
Maintaining our
customers

Customer satisfaction

Performance 1n terms of
customer satisfaction and

loyalty

CKM

Customer experience and
creativity

‘if we only knew what our
customers know’

Gaining. sharing and expanding
knowledge of (inside) the
customer

Individual or group expertences
in applications, competitor
behavior. possible future
solutions, efe

Active. knowledge partner.
Customer
Emancipate customers

Collaboration with customers.
joint value creation

Customer suceess, 1nnovation,
organizational learning
Performance against competitors
in innovation and growth:
Contribution to customer success
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4.5 HAEKTPONIKO CRM

4.5.1 H ocupBoAn Tou internet oTnv avanmrugn cuoTnuarwv CRM

To d1adikTuO aTTOTEAECE MIO EUKAIPIA YIO TNV AVATITUEN Kal £€dpaiwon TwV GXECEWV. TTEAATWV Kal
eTaipiwv. O unxavég avadntnong BoriBnoav oAU Toug TTeEAdTEG va Bpiokouv on line Toug
KATAAANAOUG TTPOUNBEUTEG Kal va ETTIKOIVWVOUV PE auToug. Me autd Tov TPOTTO TTPOCPEPOVTAV
OTOUG TIPWTOUG TTIO duecol TPOTTOl va TTapayyeilouv Kal va TTapoAdfouv  TTpoiovTa. Kal
UTTNPETIEG.

To Internet atrAotroinoe TNV au@idpopn emmKoIVwvia TTEAATWV-eTAIPEIWV. OI TTEAATEG avTi
va elo€pyovTal o d1adIkaoieg avauovig KATtolag €18IKAG @opuag f Tn diadikacia avoiyuaTog
€VOG Aoyapiaoou, aTTAG TTPETTEI VO OTEAVOUV UIA QiTnON HECW TOU KUBEPVOXWPOU, WOTE EUKOAA
Kal ypriyopa va TrapaAdpouv 1o €mBuuntd 1Tpoidv. EEGAAoU 1o Internet eival éva repIBAAAov pe
pNdeviIKn KabuoTépnon To OTToI0 TTAPEXEN TTANPOYOpIa o€ TTpayuaTiké xpovo. Etiong o1 xpAoTeg
EKTIMOUV 1D10iTEPA TO YEYOVOG OTI atrAotroiROnke n diadikaoia TNG €PEUvag ayopds, Xwpic va
gival armapaitnto va petakivnBouv. To Internet kaBiépwoe véoug unxaviopoug ETTIKOIVWVIOG: e-
mail, interactive chat, web telephony kai TTpdo@epe GTOUG TTEAATEG ETTIAOYEG TTOU OEV gixav
TTaAIOTEPA PE TTPONYyoUNEVa KavANia TTIKOIVWVIaG. AuTEG gival n 24dwpn TTPoOcRacn GTo XWPO
TNG €TTIXEIPNONG TTOU evOIaPEPEI TOV TTEAATN, TTANPOPOPIa O€ TTPAYHATIKG XPOVO (yia TTapdadelypa
TIUEG METOXWV, 101OTNTEG TTPOIOVTWY Kal TIMEG), on line TreAaTeiakr) UTTOCTAPIEN Kal on line
auToeguTINPETNON.

Mpiv amdé tnv avamtug¢n Tou Internet To CRM atoteAoloe pia  e€eIdIkeupEvn
0paoTnEIGTNTA, N oToia AOyw TOU KOOTOUG Kal- TG TTOAUTTAOKOTNTAG TNG MTTOPOUCE va
avaAneBei kal va TTpayuaToTroindei povo atmd PeYAAEG ETTIXEIPACEIS. ZNPEPA OUWG, N EENIEN Kal
TO XAMNAG K6OTOG Tou O1adikTUoU £€dwaoe wonon oto CRM kal €161 01 duvaTdTNTEG KAl TA OPEAN
TOu gival TTPOCITé o€ KABE eTaIpia TTOU BPOCTNPIOTTOIEITAI OTO BIAdIKTUO, AVEEAPTATWS PEYEBOUG.
H emidpaon paAioTta Tou Internet Atav 1600 UeyAAn TTou €mKPATNOE 0 6p0og e-CRM, 61TTwG e TIg
TTEPITOOTEPEG EVVOIES YUPW aTTO TO BIAdIKTUO.

4.5.2 MeraBaon ammré To CRM o1o e- CRM

Mpiv ammé tnv éAeuon Tou Internet, To CRM atroteAouce pia e€gidikeupévn dpaatnpidtnTa Povo
yla PEYOAEG emTIXEIpAOElG, AOyw Tou KOOTOUG Kal TNG TTOAUTTAOKOTNTAG TNG. ZNPEPT OPwWG, Ol
duvaroTnTeg Tou CRM TTapExovTal € OAEG TIG ETAIPEIES KAl T 0QEAN TOU gival TTAéoV TTPOOITA O€
KGBe eTaipeia TTou dpacTnEIOTTOIEITAl GTO BIAdIKTUO, aveEapTATWS MEYEBOUG.

To diadiktuo BorBnaoe kai Ta dUO WEPN, TIC ETOIPEIEG KAl TOUG TTEAATEG TOUG, WOTE TO
CRM va ptropei va yiver mo eUkoAa Trpayuatikétnta. To diadiktuo divel Tn duvaTtdTNTa OTIG
ETAIPEIES, APEVOS va GUAAEEOUV TTANPOYOpPIEG aTTO TOUG TTEAGTEG TOUG MECW TOU DIKTUOKOU TOUG
TOTTOU | Péow e-mail epwTNUATOAOYIWY Kal, APETEPOU VA TTPOCPEPOUV OTOUG TTEAATEG TOUG £va
aKOMN KavAaAl EUTTNPETNONG.

To e-CRM ¢gival 10 nAekTpoviKO MPEPOG TNG OUVOAIKAG OpacTnpiotntag CRM piag
eTaipeiag kai TepIAapBaver Tn. dladikTuakr ¢€kdoon kKAaolkwv e@appoywv CRM omwg: (Mitag,
2008)

e >UMNoyh TTANPOPOPIWY, OTTWG YIa TTAPAdEIYUA IGTOPIKO OyOPWV Kal TTPOTIUACEWVY,
ONUOYPAPIKA OTOIXEia K.ATT. Kol aloTroinar] Toug yia Tnv Trapoxr] 6co 1o duvardv
KOAUTEPWV UTTNPECIWY TTPOG TOUG TTEAATEG.

e Alatipnon TTEAATWV PJECW KOaAUTEPNG EEUTTNPETNONG:

Eivar.n mo yvwoTr mAeupd Tou CRM kai gekivd atrd mn didxuon Tng TTANpogopiag yia
TOoV KABe TTEAATN WOTE OTTOI00BNTIOTE UTTAAANAOG TNG ETAIPEIOG VA UTTOPEI va TOV €EUTINPETEI.
Mpoxwpd oTn dnuioupyia oevapiwy ETMKOIVWVIAG (TT.X. ATTOVTACEIG TTOU TTPETTEN va SivovTal OTOV
TEAATN yIa KABe MOavA £pwTNON i TTAPATTOVO TOU) Kal KAEIVEI JE TNV AVAYVWPICT EUKAIPIWV YIA
alénon Twv TTWARCEWV aTrod TIG TTANPOPOPIEG TTOU TTAIPVEI N ETTIXEIPNON ATTO TOV TTEAGTN.

e MeTATPOTI) TWV ETTIOKETITWY OE AYOPACTEG:

‘Eva e-shop €xel Tn duvardtnta va Kataypdwel To XPOvo Kal TIG ETTIOKEWEIG TTOU KAVEI
€vag TTEAATNG OTO «TPNAMA». Av 0 010G TTEAATNG €xel ayopdoel GAAa «KoPpaTia» To e-shop
MTTOPEI VO TOU OTEIAEI Eva NAEKTPOVIKO TTAVTA EKTTTWTIKO KOUTTOVI.
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e AgloA6ynon Tng pakpotrpdBeoung agiag Tou TEAATN yia TNV €mXeipnon (customer
analysis).

To e-shop €xel Tn duvaToTNTA VA UTTOAOYIOEI TRV JOKPOTTPOBECTUN agia Twv ETTICKETTTWV
— TTEAATWV TOU PECW TNG KATAYPOQNG TWV ETTIOKEWEWVY, TWV AYOPWY, TWV QVTATTOKPICEWV O€
TTPOCPOPES ATTO TO KATAOTNHA A JECW mail, TNV eyypa@r] o€ newsletter, kal yeviké Twv. TTOQWV
Tou We TO site. Méow auTAg Tng dladikaaiag To e-shop ptTopei va amo@aaciocel:

e [l6c0 Xpdvo kal TTéoouUg TTOPOUG (TT.X. EEATONIKEUDN) TTPETTEI VO AQIEPWOEI OTOV. TTEAATN
TOo0 TPOBupog cival o K&Be TTEAATNG yIa VEEG QYOpPEG, WOTE VA TOU KATEUBUVEI
uNvUpaTa yia TTpoc@OPES KAl EKTITWOEIG.

e Juvepyaoia pe GANeG, Un avTaywVIOTIKEG €TalpEieg. MNa TTApAdEIyUa, £va NAEKTPOVIKO
BiBAIoTTWAEIO Ba pTTopoUce va avTaAdgel oToIXEia he TV ETTIXEIPNON pag. EKTOG atmd
TNV avTaAAayr) dedopévwy Ba ptropei va yivel kal aviaAAayh banners oTIG 1I0TOOENIDEG
TOUG.

e AvdAuon ekoTparteiag.

‘Eva e-shop ptropei va mmapakoAouBioel Trolol TTEAGTEG avTaTToKpivovTal, TTOOO ouxVvd,
o€ TToIEG Sla@NiceIg (NAEKTPOVIKA KOUTTOVIA, banners, TTpo0@OpEG, TTaIxVidla Pe ETTABA0) Kal yia
TTOI0 TTPOIGVTA.

Alotroinon Tou «ioyevvoug» (viral) marketing n omoia divel 1Tn - duvatdTNTA OTOUG
TTEAATEG, HEOW €VOG e-shop va aTéAvouv 0€ ywwOoToUG TOuG e-mails; TTPOoTEIVOVTAG GUYKEKPIMEVQ
TrpoidvTta. To e-shop utTopei £T01 va yvwpilel TOUG TTEAGTEG TTOU EKTIMOUV TA TTPOIOVTA TOU Kal Ta
dlanuidouv (dwpedv) Kal va TOug avTOUEIYEL.

To e-mail gival To pévo atd dAa Ta gpyaAsia Tou dIadIKTUOU, TO OTTOIO PAG ETTITPETTEI VA
£€pBoupe G’ €TTA@N PE TOV UTTOWNA@IO TTEAATN, QVTi VO TTEPIMEVOUUE TTOTE Ba Pag €TTIOKEPOEi
ekeivog. 1" autd OAO Kal TTEPICCOTEPEG  ETTIXEIPATEIS - TO  XPNOIUOTTIOIOUV yId OTTOOTOAN
dlIa@NUICTIKWY e-mails waoTe va TTpowdbrnoouv TIG UTTNPEdie¢ kal Ta Tpoidvta Toug. Ol
ONUOQIAECTEPOI TPOTTOI ETTIKOIVWVIAG ME TOV TIEAATN HEOW. e-mail gival o TTapakdTw:

o Newsletters. Eivali €k0O0€IG  NAEKTPOVIKWY. - TTEPIOBIKWYV  HECW  NAEKTPOVIKOU
Taxudpoueiou. O cuvdpountrg divel T0 e-mail Tou, ammodexOueEVOS €101 TN Afyn Tou
newsletter. To newsletter mepIAQUPBAVEI XPMOIUES TTANPOPOPIES YEVIKOU TTEPIEXOMUEVOU
aAAG Kal TTpowBNCN Twv TTPOIGVTWY A UTTNPECIWY TNG ETAIPEIAG.

e Response Management. AutOuaTteg €QAPPOYEG ATTOOTOANG ATTAVTATIKWY e-mail yia
OUYKEKPIYEVEG EpWTNOEIC 1) TTepIoTAOEIG (T.X. emBefaiwon AQWNG Tou unvUPaATog TOU
TTEAGTN KOl QTTOOTOA 0€ AQUTOV. TOU KWwOIKOU TTapakoAoubnong Tng TrapayyeAiag Tou).
MTtropoUv va ouvodeUovTal Kal OTTd. Jla@nNUIcEIS TTPOIOVTWY TToU €VOIOPEPOUV TOV
TTAaPAAATITN (OTTWG £XEI 0 iBI0G ONAWTEI HECW EPWTNUATOAOYIOU | HECW TNG KATAYPAPAS
TWV TTEPINYACEWV TOU OTO- e-shop).

4.5.2 Multi-Channel CRM

Mapd Ta 61ToIa TTAcoVEKTHATA , TO e- CRM d¢ev ptropei va dwaoel Aioeig ae 6Aa Ta TTpofAnuaTa
Il TIG EUKQIPIEG TNG ETTIKOIVWVIAG TNG ETTIXEIPNONG PE TOUG TTEAATEG, YIa TOV ATTAOUOTATO AGYW TOU
6T o1 TepioaoTePOl TTEAATEG dlaBéTouv TTpOoBacn aAAd kai €mBupolv va kévouv Xpron
TTOAAWV PECWV ETTIKOIVWVIOG.

‘ETO1, avAGAoya pPE TNV XPOVIKN OTIyur, TN &108e01udtNTa TOUG Kal TIG avAYKEG TOUG, Ol
TEAATEG. - PTTOPEl - va - Xpnolyotroijoouv  dld@opa  KavAAia  €MKOIVwviag, oTa  oToia
mepIAauBavovTal;

Call

Web

IVR

e- Malil

Direct Mail

Direct (field) sales force
Direct Retail

Indirect Retail
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e Fax
o Field Service

Mapakdtw avaAUovTal CUVOTITIKG Ta KavAaAia ETTIKOIVWVIOG wg €ENG:
e Web Channel:

Méow Twv Web Channels, o1 TTeAdTEG UTTOPOUV Va €AEYEOUV TIG DIABECIYEG UTTNPETIEG,
va YALoUV TIG TTEPIYPAPES TWV TTPOIOVTWY KaI va avagEépouv Ta didgopa TTpoAfuata. Ta Web
Channels, utrooTtnpifouv évav apIBUO TTEAATEIAKWY UTTNPECIWV KABWG Kal Tnv. diaxeipion 1ng
TTEAATEIOKNG agiag.

O1 TeNiKoi XpAOTEG Ba pTTOpOoUV Va TTAPAKOAOUBOUV Kal yia TTOPAdEIYHA VO TTANPWVOUV
TOUug Aoyaplacpoug Toug online. H diaxeipion Tng agiag Twv dpacTneIoTATWY ( T1.X. N aAAayr] Tou
TPOTTOU TTANPWUWY, N allay TTANPOQPOPIWY  ETTIKOIVWVIAG, N aAlAayn - dievBuvong Twv
Aoyaplacuwy) ptTopei eTmiong va oAokAnpwBei péow Twv Web kavahiwv
e |VR Channel:

To IVR Channel, ( Integrated Voice Response Channel), amoTeAei pia-oAokAnpwpévn
AOon. Ta amoteAéoparta mmou TrpoépxovTal atrd 10 IVR, peTagEépovtal oTa KEVIPA OeBOUEVILV
MEow TNG B1600U TWV dwpedv BIKTUWY. To KavaAl autd Ba Trailel dIAPOPETIKO NXNTIKO PAVUPA
avaAoya JE TNV TIOI0 OUYKEKPIPEVN €@appoyn BpiokeTal og- Asitoupyia, Kar B6a ouAAéyel
TTANPOYOPIES TIG OTTOIEG £TTEITA B TTPOCBETEI OTOUG Aoyaplaououg Tou K&Be TTeAdTn. Ettiong, 1o
IVR kpatd otnv avaupovh Toug TreAdTeg pEXPIG OTou To CRM cuotnua va €mmAEEEl TTOI0G
UTTAGAANAOG gival KaTaAANAGTEPOG va SexTel TV KAROT.

e Call Channel:

To kavah Call, £xel TTAAPN €ic0d0 OTIGC TTWAROEIG, OTAV KATAXWENON TWV TTOPAYYEANWY
Kal oTig TreAatelokég uttnpeaieg Tng CRM mmAat@dppag. Ta Call Ba traipvouv TIG 10€pXOUEVES
TNAEQWVIKES TTWANCEIG , Kal Ba PTTopouv. va evioTtiouv Kal va dlaxelpi¢ovTal TIG KATEUBUVOEIG
NG eTaipeiag. AuTEG TIG TTANPOQOpIEG Ba TIG PETAPEPOUV OTIC KATAAANAEG pnxavig dlaxeipiong
OIA@NUICTIKWY EKOTPATEIWV YIA OTOXEUCT) TTEAATWYV. Kal TTEPAITEPW avAAuon.

e E-mail Channel:

O1 meAdTeg pTTOPOUV VO EKUETAAAEUTOUV QUTO TO KAVAAI  ETTIKOIVWVIAG yia va
uttoBAaAAoUV epwThaTa, va gAéyEouv aToIXEia Kal va avaBabuioouv TIG UTTNPECIEG AITNUATWY.
O1 e- Mail utnpecieg PTTOPOUV. VA TTPOCQPEPOUV QAUTOUATOTTOINUEVEG YVWOEIG O OAEG TIG
avalntnoeig eAatwyv. H TAateopua CRM, etiong, Ba ptropei va XpnoiuoTrolei autd To KavaAl
we éva e€epxOuEVO KavaAl yia va ‘TTpowBnael’ véa yia Ta vEa TNG TTPOIOVTA KAl va Ta dla@nuicel
o€ 600UG TTENATEG TNG £0c1Eav evOlaPEPOV va AGBouv auTég TIG TTANPOYOPIEG.

e Direct Mail Channel:

Ta kavahia duecou Taxudpoueiou xpnoigotrololvTal atrd TIG ETMIXEIPACEIS, YA TIG
ECWTEPIKEG ETTIKOIVWVIEG TNG ME TOUG TIEAATEG. To marketing kal OF OPAOEG TTEAQTEIAKWV
UTTNPECIWV JTTOPOUV - VA  ¥pnaigotroifoouv Tnv mAat@oppa CRM yia Tnv  dnuioupyia
Bondnudrwy 10U OTéEAVOVTAI AUECO OTOUG TEANIKOUG XproTes. Ta eioepxoueva direct mails armmo
TOUG TTEAATEG OTNV emixEipnon dev diaxeipiCovTal ato Ti¢ TTAaT@oppeg CRM.

e Direct (field) Sales Force Channel:

O1 avTImpOoWTIOl TWV- AUECWY TIWANCEWY, OTTOKAEIOUV Toug TEAATEG OTTO TNV
mAaT@oppa CRM. Or - avmimmpéowTol  auToi, xpelafoviar TmpoofBacn , péow laptop yia
mapdadeiyua, oT1o back — end oluoTnua woTe va OAOKANPWOOUV TIG TIWAACEIG Kal va
KaTayxwpioouv TIG. TrapayyeAieg kar TiG dpacTnpIidTNTEG Twv TTEAATEIOKWY UTINpPeciwyv. Ol
QVTITTPOOWTTOI PTTOPOUV va WAXVOUV TTANPOQPOPIEG YIO T TTPOCPEPOUEVA TTPOIGVTA, yIa TNV
oAokAfpwoN Twy TTapayyeAiwy, Kai yia TIG €€ * aTTOOTACEWS dpaaTNPIOTNTEG EEUTINPETNONG TWV
meAaTWV uwnAou emmédou. OtroiadnTrote aAAnAeTTidpacn Tou atraitei Tpdofacn oto back-
end ouoTnua amairei Tnv xprRon kavoAiwv Call yia av oAokAnpwoei.

e Direct Retail Channel:

Ta kavaNia autd, TTepIAapfBdavouv TG BITPiveG KaI Ta KIOOKIG OTTOU T TTPOIOVTA KAl Ol
utinpecieg TwAouvTtal. Xpnoigotroiotv 1ig CRM  gpapuoyég yia va  TTpayuaroTioifjoouv
TEPIOOOTEPEG TTWAACEIG, KOTOXWPNAOEIG TTOPOYYENWY Kal  dpaoctnpidtnTeg  €EUTTNPETNONG
TTEAATWY UWnAoU eTTITTEOOU
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e Indirect Retail Channel:

Ta Indirect Retail Channels, cuptrepiAauavouv 0Aeg TiG BITpiveG TTOU OEV OVAKOUV OTNV
idla TNV emmixeipnong, aAAd TTwAOUV Ta TTPOIGVTA A TIG UTTNPECIEG TNG. XPNOIUOTIOIOUV EQOPUOYEG
CRM vyia va TIpayudaToTIoIACOUV TIG TIWAACEIG, TIG KATAXWPEAOEIG TTOPAYYEAIWY KOl
OpaoTNPIOTNTEG ECUTTNPETNONG TTEAATWY UYWNAOU ETTITTESOU.

e Field Source Channel:

O1 avTITTpOOWTTOI TWV KAVOMWY QUTWY OTTOKAEIOUV TOUG TTEAATEG ATTO TIG EQOPUOYEG
CRM. Kai 6mmwg kar otnv Tepirtwon Twv Indirect Retail Channel, ol avTimrpoocwtior. Twv
KaQVOMWYV auTwyv £Xouv Treplopiouévn TTpdofacn ota cuoThuara tou CRM kai TrepiopifovTal
oTNnV TTapakoAoUBNCN TWV TTPOIOVTWY KAl TWV TTEAATWV.

e Fax Channel:

To marketing Tng e€mxeipnong, kar ol ouddeg €EUTINPEETNONG TTEAATWY UTTOPOUV va
xpnoigotroifjoouv TIG TTAaT@OpueG CRM yia Tnv dnuioupyia €yypa@wy. gag TTou oTEAvVovTal
kateuBeiav aToug TeAATEG. O1 TTEAATEG PTTOPOUV VA XPNOIUOTIOINCOUV auTd TO KavdAl yia va
UTTOBAAAOUV €PWTHAHATA OTNV ETTIXEIPNON, KAl VA ETTIKOIVWVHOOUV PE auThv. O1 TTAATQOPUES
CRM ©0¢v diaxeipiCovtal Ta €10€pXOPEVA OTTO TOUG TTEAATEG QO
210 TrapokdTw oxAua TrapoucidlovTal Ol TTOAUKAVOAIKEG AAANAETTIOPACEIG YIO OUVEXN
TTEAATEIOKT) EPTTEIPIAL.

Customers

aJualadxy
FEITT
Abajens
|2uueydiRInw

Channel Partners
and Resellers

ZxAua 13: NMoAukdvakeg aAAnAemISpdoeig

Me OAa Ta diaBéocipya kavahia, Ba TTpETTel va yvwpilel , n €mixeipnon, 6m 1o «Internet
Silos» ptropei va dnuioupynOei pe Tnv uhottoinon pia CRM petarpotmg. H kaAUTepn Auon civai
va eEac@ahlioel 0TI 6Aa Ta kavaMia eival oAokAnpwpéva. O okotog cival n eEac@alion pia
OUVETTAG TTEAQTEIOKNAG EPTTEIPIAG PEOA aTTO OAa Ta KavAAia.

To e- CRM, Aoitrdv, Oev €ival pia autovoun dpacTnpiotnTa. ATTOTEAE éva PEPOG TNG
OUVOAIKAG ETAIPIKNG €TTIKOIVWViag. Ooo TTepvAEl OPWG 0 KaIPOg, OAO Kai TTI0 ONPAvVTIKOG YiVETal O
pOAoG Tou aTo ouvoAIkd CRM Tng etmixeipnong
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KE®AAAIO 5° - YAONOIHZH KAI E®APMOIH zZYZTHMATOZ
AIAXEIPIZHZ NEAATEIAKQN ZXEZEQN ZTON TPANEZIKO
KAAAO

5.1 EIZArQrH

O1 véeg Texvoloyieg TTANPOQPOPIAKWY CUCTARATWY Kol THAETTIKOIVWVIWY TTOU XPNOIUOTTOIoUVTAl
Kal €€ATTALOVOVTAI, KOl TTIO CUYKEKPIPEVA N XPAon Tou Internet, KAvel €QIKT TNV XpPron vEéwv
TIPWTOTTOPIOKWY POVTEAWV OTIG ETTIXEIPAOEIG. 'ETOI 01 €TTIXEIPAOEIG uTTOPOUV. va oTnpifouv oThv
XpPnon Twv AIadIKTUOKWY TEXVOAOYIWY, TNV AgiToupyia Toug, dnAadn TIG CUVOAANAYEG TOUG JE
TTEAATEG, TTPOUNOEUTEG KAl GAAEG €TTIXEIPNOEIG, €TTEVOIOVTAG £TOI O€ - PEYAAO TTOCOOTO OTNV
aglotroinon TNG yvwong Tou Katéxouv. H yvwon auth TTou atrokTaTte givar duvardv va
peTaTpaTrei Kal TENKE va yivel EKUETOANEUOIUN OE WNQIOKK -HOPPH, NECW TWV TTANPOPOPIaKWY
OUCTNPATWY, BIEUKOAUVOVTAG £TA1 OAO TO QACHA AEITOUPYIWV TG ETTIXEIPNONG.

Me dedopéva OAa Ta TTAPATTAVW, O TPATTECIKOG ‘XWPoG -0ev Ba ptmopoloe va Pnv
aglotroinoel OAeg auTég TNG TEXVOAOYIKEG HEBGBOUG. ETO 01 TpaTTeCeC o@eilouv va divouv Eugpacn
oTn UWnAn TTapaywyikdtnTa, Tnv €UeAI§ia Kal TTPOCAPHOCTIKOTNTA, ~TO “XAUNAS KOOTOG
TTAPAYWYNAS Kal TNV €EWOTPEPEIQ, TA OTTOIA UTTOPOUV VA ETTITEUXBOUV PHECW TNG ECWTEPIKAG TOUG
avaTTPooapuoyns. MNa Tnv avadiopydvwaon TOUG QUTH UTTOPE va Yivel Xprion Twv TEXVOAOYIWV
TTANPOYOPIKAG KAl ETTIKOIVWVIWY, Kal TNV EKPETAAAEUON VEWV. ETTIXEIPNOIAKWY EPYOAEiwyY, TNV
EYKATAOTOON VEWV TEXVOAOYIKWY OCUCTNUATWY . Kal - UTTOOOUWY, TNV A&IToupyia ouoTnUATWY
dlaxeipiong emxeipnolakwy mopwv (ERP) émmwg kar xprion auotnudtwyv dlaxeipiong Twv
TeAATEIOKWY TNG OXEOeWV(CRM), €1mevOUoVTAG TAUTOXPOVA Kal O€ KATAAANAQ eKTTAIOEUUEVO
TTPOCWTTIKO..

5.2 BHMATA YAONOIHZHZ TPANEZIKOY ZYZTHMATOZ CRM

‘Eva CRM ouloTtnua yia va Jtopei va uAotroindei, TpéTmel oav TTPWTapXIKA ataitnon va
UTTAPXOUV KOAG OPITHEVOI O ETTIXEIPNMOTIKOI GTOXO0I, GKOTTOI Kol avAYKESG TNG ETTIXEIPNONG, OTTWG
€TTIONG Kal va opioTei opBd Kai ‘Katnyopnuatikd o TPOTTO¢ PE TOV OTToio n emxeipnon Oa
METOANOXTE O€ TTEAQTOKEVTPIKA.

Ta otadia uhotroinang Tou xpeldletal va AdBouv XWEo gival Ta TTapaKATw:
1. NpoadIopICUOG ETIXEIPNHUATIKWY OTOXWV KOl GKOTTWV
2. Npaypatotroinon TTEAATOKEVTPIKAG ETTIXEIPNUATIKAG OTPATNYIKAS
3. Zxediaouég auotiuatog CRM
4. EmAoyr TnG KatdAANANG uttodoung
5. YAotroinon

5.3 ENTOMIZMOZ ENIXEIPHMATIKQON ZTOXQN KAI ZKOMNQN

o ToV TPOCSLOPLOUO TWV ETILXELPNHOTLKWY OTOXWV KAl OKOTIWV £lval amapaitnteg ol
TIOPOKATW EVEPYELEG :

* H . Onuioupyia Twv atmapaitnTwy TTPOUTTOBEcEWY £TG1 WOTE va UTTAPXEl KOV KaTeubuvon
METAEU TWV ETTINEPOUG ETTIXEIPNMOTIKWY THNUATWY KOl TWV OTEAEXWV.

* H dnuioupyia evog Tunuatog €CEAIENG Kal  EKTTOIOEUONG TOU TTPOCWTTIKOU yIa TNV €E0IKEIWON
TWV OTEAEXWV KaI EPYACOpEVWV OTN VEQ TTPAYMATIKOTNTA TNG ETTIXEIPNONG.

* H yaAouxnon twv. epyalOuevwy €101 WOTE VA €XOUV Tn duvaroTNTA va eKPETOAAEUOVTAl KAl
QIATPAPOUV TIG TTANPOPOPIEG TTOU PTTOPOUV VA CUAAEEOUV aTTO TOU TTEAATEG.

*H alotroinon Twv TTANPOQOPIWY aTTO TOUG avBPWITTOUG TTOU OTEAEXWVOUV TNV ETTIXEIPNOT, TWV
TTANPOPOPIWV, TTOU EKPEOUV ATTO TNV ETTAQPN PE TOUG TTEAATEG UOTEPO OTTO TNV €EUTTNEETNON
TOUG.

* H aotapdrntn cuAhoyr) TTANPOQOPILY Kal VEWV OEBOUEVWV ATTO TOUG £PYACOUEVOUG. ZWOTH
XPron Kal « JETAPPACT» TTPOG TNV KAAUTEPN €EUTTNEETNON TOU TTEAATN.
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5.3.1 Zxe81a0NOG TOU CUCTHHATOG

o To oXeSLOOUO TOU CUCTALOTOG ElvVaL AmapaitnTeG oL APAKATW MPoUToBEoELC :

* Oa TpéTTel va atmro@euxBoUlv aitieg TTou Ba ptropoloav va TTPOKAAECoOUV Thv AdBog oxedioon
TOU OUOTAMATOG Kol TTou TeAIKE Oa TTPOKOAOUCQV XPOVIKEG €iTE O XPNMUATOOIKOVOMIKEG
d1aPOPOTIOINCEIG

« O Aemrropepelokd opiopévol oToxol Ba Trpétel va TrepikAgiovTal amd  KaBoPIOUEVEG
d1adikaacieg kal evépyeleg TTou Ba eTTnpedlouv OAa Ta Pépn TTou OXETICovTal.

« O dl0dikaoieg Ba TpETTEl va gival CwOTA OPICPEVEG KAl VA  eKTEAOUVTAI ~PE - TPOTTO
TTPOKABOoPIoPEVO OTTWG aUTOG opideTal AaTTd Ta DIOIKNTIKA OTEAEXN TNG ETTIXEIPNONG.

*H Ummapén evog emixeipnuatikol oxediou eival atmapaitntn.. Ao autd eivalr duvardv va
TTPOKUWEl éva PEANIOTIKO Kal €UKOAQ UAOTTOINCIYO KAl EAEYEINO TTPOYPAUMA YIa ThV UAOTTOINGN
TOU CUOTHHATOG TTEAATEIOKAG dlaxEipiong.

5.3.2 Emy&1pnUaTIKOG OXESIAONOG

Mo TO ETUXELPNHUATIKO OXESLACUO lval amapaitnTeS oL MapaAKATW NPOoUTT0BETELG :

* O 0a@ng KaBoPIoPOS TWV  PETPACINWY TTOPAYOVTWY ETTITUXIOG

* H BeATiwon Twv UTINPECIWY TTPOG TOUG TTEAATEG

* Halg¢non twv e06dwv TNG €TTIXEIPNONG

* H BeAtiwon otnv EwTePIKA avTiAnwn TG eTaipeiag

* H evowpdtwon Twv ouctnuatwy CRM pe 1nv . ummdpyxouod TEXVOAOYIKA UTTOOOUN
oupTtrepIAauBavopévwy Tou ERP cuoTApaTtog Tng emxeipnong.

5.3.3 Anpioupyia Baceswyv yia To Zxediou dpaong

Avaykaio yia Tnv owoTA UAOTTOiNON TOU ETTIXEIPNOIOKOU. OxedlOoPOU €ival n olvtaén Tou
ETTIXEIPNMATIKOU Oxediou. 10 ox€AI0 AUTO YivETal avaAuTIKY TTEPIYPAQN Tou oxediou dpdong Tng
ETTIXEIPNONG YIa TNV TEAIKA Kartaokeun Tou ouoTiuarog CRM. To oxédio dpdong atraitéiral va
mepIAapBavel Ta €EAG:
» Toug emixeipnuaTikoug oTéxoug Tou CRM
* Tig amTaITACEIG KAl TTPOdIaYPAPEG yIa Thv. vEQ TEXVOAoyia Tou CRM
» Tnv emidpaan oTnv UTTApXouCa TaIPIKN UTTodour (ETTixeipnaiakn Kal TEXVOAOYIKN)
*EVTOTMONOG eVAAAOKTIKWV AUCEWY
» Atrodoxn Tou Emixeipnuatikol oxediou atrd OAOUG TOUG EUTTAEKONEVOUG TNG ETTIXEIPNONG
* [poadiopIoudS ATTAITHOEWV
* AKpIBrig TTpoadiopioudg Kal avaAucn Twv aTtaiTrioswy yia To CRM
o 2XeOIOONOG OPXITEKTOVIKAG YIO -TO TTPOCOOKWHEVO £pyo: O TTPoadIopIGUOG Kal N HEPIKN
EKTIMNON TwV UANIKWV ATTAITAOEWY Kal Twv TTOPpwV yia Tnv uAotroinon tou CRM cuoTruarog.
Autd atroteAoUlv. :To amapaitnto UAIKO (hardware) kai ol atrapaitnteg uttodopég  (diktua, HYY,
OIadIKTUAKEG UTTODOMEG K.O.) 600 Kal Ol aTTapaitnTol TTOPOI yIa TNV avaTTTuén Tou TTPOCWTTIKOU,
OTTWG oxEdIa ekTTaidEUONG, pEBOBOI Bidxuong TNG TTANPOPOPIAG KATT

MNa va BewpiBei éva cuotnua CRM emtuxnuévo Ba TTpéTrel va gival oxedlaguévo ETal
WOoTE va £XEl TN OUVATOTNTA VO EEUTTNPETEI TIG ETTIXEIPNOIOKEG BIAOIKACIEG-POUTIVEG KAl VO ETTIAUEI
TUXOV TTPOPRANMATIKEG  KATOOTACEIG TTOU MTTOPEl va TTpokUywouv péca amd Opdoelg TTou
OXETICOVTAl E TOV EKACTOTE TTEAATN.

MpoodiopIopdg Twv TTPOTEPAIOTATWY OOWV aPOPA dIEPYACIEG KAl AEITOUPYIEG TNG
ETMIXEIPNON A Twv TUNPATWY AUTAG, OI OTToiEG Ba TTPETTEI va EKTEAOUVTAI OTTO TA ETTIPEPOUG
ouoThpoTa evog oAokAnpwpuévou ouoTApartog CRM.
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5.3.4 AnmoteAéopara Xpriong Tng Eqpappoyng Tou CRM

‘Eva olotnua Alaxeipiong MeAateiokwyv Zxéoewv (CRM) €xel TeAlkd Tn duvototnta va
TTPOCPEPEI XAPAKTNPIOTIKG KOl AEITOUPYIEG OTIG OKOAOUBEG TTEPIOXEG TNG ETTIXEIPNONG:

TuAua MNwARoswv —lkavotrolei oe PEATIOTO BaBud OAa Ta KavaAia TTWAACEWV UE
Aeiroupyieg yia oxedlaopo TTWANCEwWY Kal TTPORAEYNS TTWARCEWY, dlaxeipion  Twv
TTEAATWV avd YEWYPOQIKA TTEPIOXH, TTApakoAoUBnon dpacTNPIOTATWY Kal EVOEXOUEVWV
EUKAIPILV KABWGS Kal EAEYXO TwV EKTIUACEWV KOOTOUG TWV CUMPBOAdIWY, TwV KIVATPWY
KOl TWV TTPOUNBEIV TTWAHCEWV.

TuAua Marketing — H atroteAeOopaTIKOTNTA Twv dpacTNPIOTATWY: Marketing BeATIWVETQ
oe onuavTikd Babud TTpooeépovTag AEIToupyikOTNTA yia marketing planning, campaign
management, lead management, marketing analytics, customer segmentation
(TMnuaToTToinOoNn ayopdg), personalization (TTpoocwTTOTTOINUEVR ETTIKOIVWYVIA) Kai trade
promotion management.

Service — Aivel yeyaAitepn aéia Tnv mOavoTnTa KEPBOPOPIAs yia TV opydvwaon Twv
UTTNPECIWV PE AEITOUPYIKOTNTA YIa TTOAUKAVOAEG UTTNPEDIEG, dlaxeipion Kal aglotroinon
TwWV TOpwV, OIOXEIPION TwV AEITOUPYILV OCUVTAPNONG, OpyAvwaon Kal TTPORAswn
UTTNPECIWY, EEUTTNPETNOT TTEAQTWV KAI ETTAYYEAUATIKEG UTTNPETIEG.

Analytics —Kpivel Tnv amodoon Tng mmixeipnong KAAUTITOVTAG HEYAAO €0POG TTEPIOKWV
OTTWG : TTANPOYOPIEG TTOU aPopoUV aToug TTEAATEG, oTOo marketing, OTIG TTWANCEIG, OTIG
UTTNPEGIEG KaI OTNV aTTOd00T TWV KAVOANIWY TTWANCEWY Kal ETTIKOIVWVIOG.

E-commerce — To Internet petap@iéletal o€ TTPOOOdOPOPO KAVAN TTWAACEWV UE
AeiroupylkoTnNTa yia marketing, TTWANACEIG, UTTNPECIEG KAl OVAAUTIKEG AVOQOPESG HETW
auTou.

Interaction center operations and management — O1 emMOWOEIS TWV TNAEPWVIKWV
KEVTpWVY eEuttnpétnong TreAatwv (interaction . center) audvovtal OnUAvTIKA JE
Aeiroupyieg  Ommwg  telemarketing, TNAEQWVIKES - TTWANCEIG KOBWG Kal TTPOOBETEG
duvaTdTNTEG TTOU E0TIAJOUV OTOV TTEAGTN.
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KE®AAAIO 6° - MEAETH NEPINTQZHZ XPHZHZ CRM AMNO THN
TPANEZA NEIPAIQZ

6.1 EIZArQrH

H tpdatreda Meipaiwg 1600 Ta TeEAeUTaia Xpovia 600 Kal TTAAIOTEPA, CEROUEVN TIG AVAYKES TWV
TTEAATWV YIa CUYXPOVO TPOTTO QVTIMETWTTIONG TWV AVOYKWY TOUG Kal TwV. TTPORANUATWY. TOUG
eTTEVOUE Kl ETTEVOUEI OTN TEXVOAOYIQ, TIG VEEG IBEEC KA TN KAIVOTOMIA. ATTO Ta TTPWTA XPOvIa TNG
Aeiroupyiag Tng emévduce TaAvw otn xpron CRM 10 omoio Ba ptmopolce. va TTPOCQEPE!
MEYOAUTEPNG TTOIOTNTOG  UTTNPECIEG OTOUG  TIEAATEG TIG KOl - €€Aywyr  TTOIOTIKOTEPWV
OUUTTEPACHATWY.

6.2 EZEAI=ZH TON ZYZTHMATQN CRM ZTH TPANEZA NEIPAIQZ

Apxikd pe To Vantive CRM kai ev ouvexeia pge 1o CRS kai- 10 CoMaS ptépece va
Badioel o1 TTpwTeg BEoeIg TToIdTATAG Kal aglommoTiag. H-emévdouon o€ CRM cuotiuaTta oAa
autd Ta Xpovia £Qepe oav ATTOTEAEOMA TRV UTTAPEN TTARPOUG 1I0TOPIKOU TWV TTEAATWV TNG,
TTAAPNG KaTaypagng Twv KIVACEWV TOUG Kal KaTd OuvéTrela, Utrapén ekdbapng €ikévag Twv
QAVAYKWVY TOUG.

Vantive CRM
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H xprion tou CRS kal Tou CoMaS cival aveTrtuypévn oe 6Aa Ta BaAkdvia Kal YevIKA
o6tou é€xel TTapoucsia n TPATeCa PE ATTOTEAEOUA N dIATAPNON TTEAATOKEVTPIKOU TIPOQIA va
OIEUKOAUVETAI, va EENICOETAI KAl VO QVOTTTUCCETAI TUVEXWG.

To CoMaS armoteAei To CRM Module yia Call Center kai e§utrnpetei - Multichannel
avaykeg 6mrwg call, email, Internet etc.

I CoMat - Conbact Management Systum
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H xprion Tou Bon6dsl Tnv avamTuén Kal €£0puUEn CUUTTEPACHATWY, £XEl BEATILOOEI TNV
atrodOoTIKOTNTA TWV ' XPNOTWV,; TNV IKAVOTTOINGN TWwV TTEAATWY Kal TNV AEITOUPYIKOTNTA TWV
ouvepyalduevwyv auoTNUATWV. ZNUavTiKG BaBuod aTnv TMITUXIO TOU €XEI TTAIEEI TO YEYOVOG OTI TO
CoMas cival inhouse development software 1o oTr0i0 €mITPETTEI TNV €UKOAN ETTIKOIVWVIO ME
ECWTEPIKEG EQAPUOYEC TTAVTA PE XapNAG ko6oTog. H Utrapén ticketing application n otroia
EMTPETTEI TNV ETTIKONVWVIO OAWV - Twv TUNUATWyY TnG Tpdmedag pe 1o call center pe €UkoAo,
KOTEUBUVOPEVO Kal GUECO TPOTTO ETMITPETTEI OTOUG XPNOTEG va diaTnpoulyv, va JETAPEPOUV Kal va
ETTIKOIVWVOUV- OTTOIOONATTOTE TTPORANUA 1 YEVIKOTEPA UTTOBEAN KATTOIOU TTEAATN O€ OTTOIOOATTOTE
TUAMO TNG. TPATTECAG I AKOPA Kal oTov id10 ToV TTEAATN.

Agv gival Tuxaio 0TI N gueNigia Tou CUCTAPATOG QUTOU ETTITPETTEI TNV AVTIKEIPMEVIKOTEPN
a&loAdynon Twv avaykwy Twv TTEAATWY, TNV {EKABapN aTTEIKOVION TWV EVEPYEIWV TWV XPNOTWV
Kal TOV XpOvo €TTEEEpYaniag Twy aimnudaTwy otoxelovtag oTa adlvapa onueia xpriong Trou
XpiCouv BeATiwong. ZekivwvTag Tnv 1I0€a Tng dnuioupyiag CRM n 1patreda peAETnoe DIEEODIKA TIG
AVAYKEG Kal TIG AdUVOUIES TNG, TIG BUVATOTNTEG TWV CUCTANATWY TNG Ayopds Kal TWV IKOVOTHTWV
TOUG Kal KOTéEANEE OTO OupPTTépacpa OTI ATTAITEITAI N XPAON €&vOG OUCTHAPATOG aTTOAUTA
EVOPUOVIOPEVOU ME TNV TTONITIKF) TNG TToU ATav Kol £€aKOAOUBEi va gival n IkavoTtroinon Tou
TEAATN. ZuykevTpwbnkav 6Aa Ta dedopéva, oxedldoTnkav OAa Ta modules kal n avdamTuén
&ekivnoe.

Ta kavdAia TTou apxik@ uAotroiiBnkav ATav 10 Call Kar To SMS Kal ev ouvexeia,
olaBAEéTTOoVTaG avaykeg €EENIENG, evowpaTtwBnkav duvardtnteg FAX kai email. ZAuepa eivai
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TANPWG cupuBard 1o uttdpyxov pe 2 peyaia CTI Tng ayopdg kai e 2 FAX Servers. H diaxeipion
Twv emails yivetal pe Tn ouvepyaoia Tou Microsoft Exchange Server. Aegv gival Tuxaio 611 Yetd
atmd PEAETN Twv OTEAEXWV TNG TPATTECAG , TTaPaTNPEABNKE OTI N UTTApENn Kal HOvo ECWTEPIKA
avamTruooopevou software kalr dn CRM emétpeme Tn péyiorn eueligia, Tnv. 6co 10 duvard
MEYOAUTEPN EPTTIOTOOUVN TWV XPNOTWV UIAG Kal TO Bewpouocav TTI0 OIKEIO — TTI0 TIPOCWTTIKS KAl
TNV TTPOWBNOoN TNG CUVEPYAOiag Twv TUNUATWY TTOU TO XPNOIYOTToIoUV Kal TO avatmTuooouv.

Toéoo ol avaykeg collaborative CRM, analytical CRM & operational CRM - gival evotnteg
TTOU KOAUTITOVTAI 600 TO duvaTd TTEPICCOTEPO aTTd TA £V AOYW CUCTAPATA. Ziyoupa O¢ PTTOPE]
va yivel oUyKpIon YEVIKWY OUVATOTATWY HE EUTTOPIKEG EQPAPUOYEG TTOU avaTITUoCOVTal TTdpa
TTOAG xpovia aAAG ammd Tnv GAAn TTAeupd eival TTANPWG TTPOCAPHOCUEVO KAl EUENIKTO. OTIG
MeTaBaAAOuEVEG avAYKES TNG EAANVIKAG TPATTECIKAG ayopdc.

6.3 AOIKOZ ZXEAIAZMOZ ANMOOHKEYZHZ AEAOMENQON

H evOOETTIKOIVWVIAKK avAykn n OTroia u@ioTaTo TTAVTA KAl N OTToia QWG E£YIVE EVTOVOTEPN TA
TeAeuTaia Xpodvia AGyo TnG TTOAUTTAOKOTNTOG TWV UTTOBECEWV TWV- TTEAATWYV, OTTWG avaPEPAE
KAl TTapatrdvw, yévvnoe Tnv duvatoTnTa ammooToANG TNG UTTOBe0NG Tou TTEAATN €iTe HEOW comas
gite péow dIdPopwv £Qapuoywy, EEKIVWVTAG atrd To comas. O xprRoTtng (operational CRM) dev
pTTopei TTAéov povo va kartaypdeel Tnv uttdéBeon, ATTAITEITAI VO PITTOPEI va TNV ATTOOTEIAEl KAl O€
GAAa TUAATO T OTTOIO €iTE XENOIKMOTTOIOUV KAl QUTA comas €ite Oxl.-2Tn TTPWTN TIEPITITWON TA
Tpayuata dev gival T0oo dUOKOAa apou n avaBean KaTd Tnv amobrikeuon oTo Apuodio TUAuUA
AUvEl TO TTPOPANUA €V TN YEVEDEI TOU. 2€ TTEPITITWOEIS OPWG TTOU Ta AAAG TURPOTA BEV £XOUV TN
ouvaTtoTnTa XPrnong Tou comas aAAG xpnoigotrololv. gite GAa CRM ¢gite dev XpnoigoTTolouv
CRM 10 comas €xel Tn duvardtnTa péow Web Service Suite 1mou 0100£T€l va aTTOOTEAAEI TV
uTT00e0n pe OAEG TIG ATTAPAITNTEG TTANPOPOPIES yia Tov TTEAATN. AUuTO onBda oTnv €TTIKOIVWViIa
Kal oTnv €TTAucn Twv TTPORANUATWY. MNa TTEPITITWOEIG TTOU £TTPETTE va UTTAPXEI au@idpopun
ETTIKOIVWVIQ, TO comas Kal TTAANl CUPMETEXE Aol ETITPETTEL KAl OTO €EWTEPIKO TUOTNUO VA
emMKoIVwvAoel padi Tou, va eigdyel dedopéva i va aAAdgel Adn utrdpxovTta TavTa Baaciovrag Tig
KIVIOEIG TOU O€ OUYKEKPIYEVEG TAKTIKEG TTOU £XOUV TTPOCUNPWVNOEI.

Contact
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H TTOAUTTAOKOTNTG TWV €PYACIWV TTOU YivovTal OTA THAUATA yia va eEUTTNPEETAOOUV TIG
AVAYKEG TwV TTEAATWV TnNG, £XOUV €I0AYEl TNV AVAYKN XPAONG €QAPUOYWY HE OIOPOPETIKEG
ouvardTnTEG aTrd aUTEG TToUu TTPoo@épel éva CRM. O1 e@apuoyEG auTEG, N OTTOIEG UTTAPYOUY,
egeAiooovTal Kal autopaTtoTrolodv diadikacieg akoAouBouvTtal ammé API’'s Ta oTroia €TTITPETTOUV
«EEVEG» EQPOPUOYEG Va ETTIKOIVWVOUV Padi Toug. AuTd Ta API’s ekueTOAAEUETAI TO- COMaAs Kal O€
ouvepyacoia pe Tn oouita ammdé Web Services TTou TTpoo@Epel ETTITPETTEI THV APHOVIKT Xprion 0Ang
TNG YKAKOG TWV EQAPHUOYWY TTou diaTiBevTal.

Inbound Call Management (call flow)

Agent Ready l
Search

New Case Open
successful?

No No
Verified Customer? PPN
Search Customer Get From CRS

= CRS
ustomer histo. Customer Edit Yes Search
| successful?

Save New Customer

A
Save Data |
l
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Me 1O TTépOOA TOU XPOVOU KAl OPHWHPEVOI ATTO TIG OTPATNYIKEG OVAYKEG TTPOCEYYIoNG
TWV TEAATWV PE Baon TACEIG, TTPOOTITIKEG KAl TTPOCWTTIKEG AVAYKEG YEVVIONKE TO aiTnua
€EAYWYNG OTATIOTIKWY OpPXIKA atmd Tnv uttapxouca Bdon mapaywyns. Ev cuvexeia emmeidn ol
avAayKkeg auTéG augnbnkav yopyd Kal o€ YeyaAa voupepa, dnuioupyndnkav ol Bdong data ware
house. To comas xpnolhoTToIEl TETOIOU €id0OUG BACEIG KOl OTPATNYIKEG OUTWG WWOTE VA UTTOPETEI
VO TIPOCQPEPEI TA ATTOTEAECHUATA KAl TG CUPTTEPACHATA TTOU ¢nTABNKOV aTTO TO TTEPIPEPEIAKA
TUAMaTa 6TTwG TOo Marketing Department kai To Operations.

Reporting (agent live)

Outbomd Reporing
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KAgivovTag, Ba Trpétrel va ava@epBoUupe Kal OTn YEVIKOTEPN HEIWON KOOTOUG TNV OTToia
£XEl TTETUXEI O OPYAVIOUOG PE TN Kivnon AQuTh Kal n oTroia £X&I TPOPODOTHOEl, € KATToI0 Baduo ,
TN BeATIWON TwV CUVONKWY £PYACiag KAl TWV aTTOSOXWV TWV EPYACOUEVWV.
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KE®AAAIO 7° - E®APMOIH zZYZTHMATOZ AIAXEIPIZHZ
MEAATEIAKQN ZXEZEQN ANO ENIXEIPHZH FENIKHZ XPHZHZ

7.1 EIZArQrH

O1 epappoyég TUTTou CRM atroteholv €va oUvBeTo epyaAeio TTou. ouvdudlel oUlyxpovn
TEXVOAOYIQ Kal IGTOPIKOTATA, TTPOKEINEVOU N ETTIXEIPNON VA ATTOKTHOEI TTIO OQAIPIKI] €IKOVA YIa TN
oxéon Ttou OloTnpei pe KABe TrEAATn. H evotroinon OAwv dnAadry Twv OedoPEVWV- TNG
TTEAATEIOKNAG BAONG TNG TPATTECAS, KATW aTTO WA KOIVI) TTAATQOPUA, ATTOTEAEI TO GNUAVTIKOTEPO
BApa yio TN yVWOon TwV AVayKwv Kal TNV owoTr €§uTTNPETNON TWV TTEAATWY a1rd OAa Ta
ETTIKOIVWVIAKA Kavahia Tng TpdTredag Melpaiwg.

To CRM Ba cuppdaAel aTToOQACIOTIKE OTNV OTTOTEAEOUATIKE SIOXEIPION TWV OXECEWV TNG
TPATTECAG YE TOUG TTEAATEG TNG, ATTOPEPOVTAG CNUAVTIKA OQEAN OTTWG:
* KaTavonon TWV TTPAYHATIKWY QVAYKWY TWV TTEAATWV
* AUEnon TNG IKAVOTTOINONG TWV TTEAATWV
* e€ATONIKEUON TWV TTPOIOVTWV
* ueyevOupévo KavaNl TTWANCEWY Kal UTTNPECIWV
» AicukéAuvan a1o oxedIaauo VEWY DIKTUWV SlIavOoung
* Meiwon kéoToug
* Meiwon Tou KivdUuvou

7.2 ZTOXOZ ZYZTHMATOZ CRM IlA THN ENIXEIPHZH

KUpiog o1oxog evog CRM ¢gival va rpoo@épel Tn duvaTtotnta - UTTapENG oQaIpIKAG €IKOGVAG Tou
TEAATN yIO TNV ETTIXEIPNON Kal, avTioTpo@a, TNG O10iknong 000V aPopd TNV ETTIKOIVWVIA TOU
TEAATN PE TNV €TTIXEIPNON. ATTOTEAECUO TWV TTAPATTIAVW £ival va odnynoel apxIkad ae auénan Tng
IKOVOTTOINONG TWV TIEAATWYV KAl - KATA CUVETTEIO TNG EMTTIOTOOUVNG TOU TTEAATN TTPOG TNV
emxeipnon. H ikavotroinan tou TTeAATN Ba BeATIWOE - auédvovTag TNV IKavOTNTA TNG ETTIXEIPNONG
va eEuTTNPETE TIG €CEIOIKEUPEVEG QVAYKESG TOU. To TTOTE TTPOCPEPETAI KAl PE TTOIO TPOTTO €va
TTPOoIdV, TTETUXAIVEI N ETTIXEIPNON, AUENAN KUPOUG Kal EUTTIOTOCUVNG TTPOG TOV TTEAATN.

H évvoia «dlaxeipion TeAdTn» dev TrepIopideTal HOVO O€ QUOIKA Kal VOUIKA TTPOCWTTA,
OAAG ETTEKTEIVETAI KOI OTO - QVTIKEINEVO Opdong (TT.X. €PYOAdBol), otnv emkoivwvia (TT.X.
TTIPAYMATIKA A €IKOVIKA) K.&. TN oUyXpovn €TTOXH, Ol AVAYKEG AUTWY TWV TTEAGTWV PTTOPOUV va
EMTEUXOOUV EMITUXWG MOVO pe TN BonBeia eviwng CRM Adyw Tou Gykou Twv TTANPOQPOPIWY TTOU
atraiTeiTal va emme€epyacTolyv. ZTa TTAdioIa auTiAg TnG diaxeipiong e€eTdlovTal TAOEIG, TTPOTACEIG,
OUMTTEPIPOPES KAl OXETEIG TTOU €XOUV. avaTTUEEl O TTEAATEG PETAEU TOUG, PE TNV ETTIXEIPNON, WE
TQ TTPOIGVTA KAl JE TOUG UTTOAANAOUG.

AtiCel va-onuelwBei, o1l N cwoTr Aeitoupyia evog CRM dev e€aptdral pévo ammod tnv
IKavoTNTa dlaxeipiong PeydAou Gykou TTANPOQPopIwY, OAAG TTPOUTTOBETEI KAl TNV €QAPMOYT MIOG
TTEAATOKEVTPIKAG PINOCOQIaG OTN YEVIKOTEPN GUVOAIKN AgIToUupyia TNG €TTIXEIPNonG.

H Ttexvoloyia CRM, omwg éxel epapuocBei otnv Tpatreda, TrepIAaupavel TpEIg
AEITOUPYIKEG OVTOTNTEG Ol OTTOIEG Eival:

» operational CRM: To CRM autou Tou 1UTTOU TTEPIAQUBAVEI EQAPPOYEG QVTIUETWTTIONG TOU
meAATN (customer facing applications), TTou evotroloUv Kai petaoynuaTifouv Ta dedopéva o€ Eva
6pop@o Kal Asitoupyikd Front End pe o1dxo TNV avénon Tng amoTEAEOUATIKOTNTOG TWV ETTAPWIV
ME TOug - TTEAGTEG. [ TO OKOTMO aQuUTO avapelyvuovtal OlodIKACIEG QUTOMATIOPOU  Twv
ETTIXEIPNMATIKWV  AEITOUPYILWV TOU Opyaviopou, OTwg Oladikacieg TTpowbnong TwANoewy,
eEuttNPETNONG TrEAATWV, marketing Kal yevIKWv INXOVICPWY UTTOOTAPIENG Kal EuTtnpéTnong. MNa
TTapadelypa pia diadikaaia TTou avrkel aTo operational CRM eival n autéuarn ammooToAr] sms o€
Mia opdda TTEAATWV TTOU OVAKOUV O€ Mia OUYKeKPIPEVN AioTa TTOU OKOTTO £Xel Tn TTpowbnan
KATTOI0U VEOU TTPoidvToG. BEBala, TTpokelyévou va oTe@Bei pe emmTuxia n xprion Tng operational
ovTOTNTAG Ol UTTAAANAOI TTPETTEI VA £X0UV TIG KATAAANAEG IKAVOTNTEG, YVWOEIG Kal va akoAouBouv
TIG avAAoyeg dIadIKATiEG.

* Analytical CRM 1 aAAiwg CRM Reporting: To CRM autoU Tou TUTTOU TrEPIAQUBAVEI
EPAPHOYEG, O OTToieg avaAUouv Kal eTTeEepydlovTal Ta OeOOUEVA TWV TTEAATWV TTOU €XOUV
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TTpokUWel Kupiwg amd Ta epyaAeia Tng Operational ¢dong. Ta 0Oedopéva, ouvhbweg,
atroBnkevovTal o€ PeyaAeg Baoelg dedopévwv véou TUTTOU (data warehouse) To oTroio uTTopEi va
TEPIYPOAPEI WG WIa atrobrkn ammd dedouéva TreAaTwv. Ta dedopéva autd Ba TTPOCPEPOUV OTNV
ETTIXEIPNON TTANPOYPOPIEG TTOU XPEIAZETAl TTPOKEINEVOU VO aTTodwaoel o€ KABe TTeAdTn TNV agia
TToU TOoUu avaloyei oUPQwva pe TTpokaBopiouéva attd tnv dloiknon KpimApla. Ta autd civai
onuavTiké va OUAAéyovTal Ta OowoTd dedopéva péow pIag dladikaoiag TToU  TIPETTEL va
TTPOYHUATOTTOIEITAI JE TTPOCOXN] Kal €181KOUG UnXaviououg eAéyxou. To data warehouse atroTeAei
éva onuavTikG  KOPMAT TnG  vevikéTeEPNG  e@apuoyrig CRM, kaBwg evotroinuéva. Kal
TTpouTroAOyIouéVa dedopéva gival aTTapaiTnTA TTPOKEIMEVOU va TTApBoUV Ol CWOTEG ATTOPACEIG
OXETIKA ME TO TIWG TIPETTEl va TTPOCEAKUBOUV o1 TTeAATEG. Edv -Ta - dedopéva. dev - gival
HOPQOTTOINUEVA OWOTA, N €IKOVA TWV OXECEWV WE TOug TTEAATEG BacileTal o€ éva UTTOOUVOAO
TWV TIPAYHATIKWVY ETTAQWY PE TOUG TTEAATEG, TTPAYUA TTOU 0dnyEi 0Tn OUVTAPNON MIAG €IKOvVAG
yla TO TTEAGTN N OTTOIa Oiyoupa TTAPOUCIAEl TTOAAG Kevd.

* Collaborative CRM: To CRM autouU Tou TUTTOU, £0TIACEI OTN OIEUKOAUVON TNG ETTAPASG PMETAEU
TeAGTN Ko Emixeipnong. H piag karelBuvong emkoivwvia (TTEAGTNG -> €TTIXEIPNON) TTPETTEN va
avTIKaTaoToBEl e ap@idpoun emkoivwvia (TTEAETNG <-> emixXeipnon), Kupiwg otav o TTeAdTNg
EpxeTal og €maQr Pe Bépata TTou gival onuavTikd Kai xpidouv 181aiTepNg TTPoooxs. Me GAAa
Aoyia, to Collaborative CRM TtrepiAauBdvel duvatdTnTEG TTOU TTAPEXOUV ChUEIQ €TTAQNG KAl
ETTIKOIVWVIAG PE TOV TTEAATN péow XPAoONGS TTOAAWY KavaANiwy, dnAadn Ta KavAaAia ETTIKOIVWVIAG
o6mrwg call center, web , e-mail K.4.

7.3 MODULES TOY CRM ZYZTHMATOZ

‘Eva CRM cuotnpa amroteAeital amd 3 facikd modules:
1. AuTouaTIOPOG TTPOWONCNG TTWANCEWV.
2. EEuttnp£éTnon Kai UTTOOTAPIEN TTEAOTWV:
3. Autopariopég marketing

Ta CRM cuaoTtruata otnv ayopd gival Katd Kavova PeYAAES Kal TTOAUTTAOEG EQOPUOYEG,
Kal N AsitoupyikéTNTa TTOU TTEPIKAEIOUV “gival - TTOAUTTIAOKN Kai AeTrTopepns. Eival etmmopévwg
onuavTiké va karavonBei T6oo KaAd auTr] n-AEITOUPYIKOTNTA QVTATTOKPIVETOI OTIG AVAYKES KAl
TO0O0 €UKOAQ uTTOPEl va xpnoigotroindei amd toug ummaAAfAoug. O1 BacikéG Asitoupyieg ava
KATNyopia TTapoucialovTal TTapaKATw.

7.3.1 AuTOoHaATIOHOG TPOWONONS TWARCEWV

H avdaykn autopatotroinong Twv S1odIKAgIWY TTPowbnong TTWANCEwWY TIPOKAAEITal aTtd Tnv
augnon Twv €1I000NUATWY, KAaBwg €TTIONG Kal TNV avAyKn MEiwong Tou KOOTOUG TTWARCEwWY. Av n
ETTIXEIPNON ETMTUXEI VO EAATTWOEl TO XPOVO TTOU Ol UTTAAANAOI agxoAoUvTal Pe TIG TTWAACEIG,
divetal n duvartoTnTa va ekTeAOUV- AAAEG AciToupyieg diaxeipions. EmTTAéov, n auTtouaToTToinon
TWV TTWAACEWV 00NYEi .OTNV evioxuaon TnG TTAPAUOVAG €vOG TTEAATN KUupiwg péoa atmd Tnv
BeATioToTrOiNON TNG OXEONG TOU TTEAATN ME TNV ETXEipNon Kal KABe UTTAAANAO EexwploTd.
ETriong, mpotapxikh avaykn eival n duvatotnTa Tpowbnong Twv TTWANCEWY PECW KaIVOUpIwV
KQVAAIWV ETTIKOIVWVIAG JE TO TTEAATN EKTOG aTTO TOV TTAPadOCIako, 6TTwG sms ,chat k.a.
Aiadikaoieg TwARoEwyV / Siaxeipion SpaoTnPIOTATWY

OAeg o1 emixeiprosig €xouv Tn dIKIG TOUG ATToWwn yia Ta BrAgata Twv Oladikaciwy
ava@opIKA pE TIG TIWAACEIG, yIa auTo Kal KGBe pia éxel TIG BIKEG TNG dladikaoieg TTwANoewv. Ta
epyaleia  «Aiadikaoieg TwARcewy / diaxeipion dpacTnpioTATwy» TTEPIAaUBavouv €va alvolo
a1t AsiIToupyieg TTou Ba KaBodnyrnoouv Toug avVTITIPOCWTTOUG (TTWANTEG), BAKa TTPOG BAUa OTn
dladikagia TTWANCNG €vOg TTPOIOGVTOG 1 UTTNPEDiag. AuTa Ta €pyaAsia TTPOCPEPOUV XPHOIUN
AEITOUPYIKOTNTA, OTTWG OXEDIATHOG EVEPYEIWV YIA TTEAATEG KAEIOIA, pnvUparta utrevBupiong érav
KATI OnMOvTIKO TIPETTEl va yivel, Onuioupyia eyypdpwyv 1 AQWn amo@dcewv Bacn Twv
TTANPOYOPIWV TTOoU TOu divovTal aTTd Tov XpHoTn. MNa TTapadelyua, otav KATTol0G TTEAATNG gival
adpavig yia apkeTo kaipd, To CRM ptropei va €€ayel oupTrépacpa oUTwG WOTE VA UTTOPEI TO
marketing va TTdpel TNV ammo@acn Ot TTPETTElN va OTaAei kKatTolo e-mail e keiyevo avaloyo Tng
avAyKng TO OTToio Ba eMTUXEI TNV ETTAVEVEPYOTTOINGN TOU TTEAATN KAl KATA CUVETTEIQ TNV EIGPON
KEPBOUG yIa TNV ETTIXEIPNON.
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Alaxeipion TwARoswv

Ta epyakeia diaxeipiong TTWAACEWV divouv Tn duvATOTNTA OTA OTEAEXN TWV TTWARCEWY
va emBAETTOUV TTOAAEG OpdGdeg TTWAACEWY, TIG OPACTNPIOTNTEG TOUG KaI va €AEyXOuv Ta
XOPOKTNPIOTIKA Twv €V OUVAMEI Kal €V gvepyeia TTEAATWV TOUG. Ta epyoAcia €mMITPETTOUV TN
onuioupyia ouadwyv TWAACEWY, TR OUVOECN TOUG HE OUYKEKPIUEVEG OMADES XPNOTWV, TN
onuioupyia kal cuvtApnon Tou TTPOPIA yia KEBe oudda aAAd kal K&ABe PEAOG TNG OPAdAG,
a1roBNKEUOVTAG TTPOCWTTIKA Sedouéva.

AgloAéynon 1ng amédoong Tpowdnong TWANCEWV

H a&loAéynon Tng amédoong yia Tn TTpowlnon TTWAACEWY gival TNV TTPAYUATIKOTATA N
OUYKPION TWV ATTOTEAEOUATWY TWV TTPOWBNTIKWY EVEPYEIWV OE OXEON - ME TOUG QPXIKOUG
QVTIKEIMEVIKOUG OTOXOUG TTou gixav oploTei. H owaoTr agloAdynon €mTpETTEl OTNV ETTIXEIPNON VA
TTPAYHUATOTTOIACEl PIA TTIO CWAOTH KATAVOUR TTOPWYV, VA XPNOINOTTOINCE! HE KATAVEUNUEVO TPOTTO
TO TTPOCWTIIKO TTou OIaBETEl, va €TTIAECEl TO TTIO TTPOCOOOPOPO KAVAAN ETTIKOIVWVIOG KAl va
oToxeuoel oToug KaTdAANAoug TTeAdTEG TToU Ba atro@épouv KEPSOG.

AvdAuon TTwARoEWV
H diadikaoia avdAuong TwAnoewv tepiAappavel 3 fuara:
¢+ EmAoyA Twv OIKOVOUIKWY HEYEBWV Kal Twv OTOXWV YIA VO. XAPAKTNEIOTEN N Kivnon
ETTITUXNUEVN.
¢+ EmAoyA TTapaydvTwy eAEyXOU, VI va EAEYXETAI N TTPOOOOG TNG EVEPYEIAG.
¢+ AvdAuon 6edopévwyv Kal TTPOETOIUOCIO avaPopdg Katd Tn diIdpKela Kal PJETA TO TTEPAG
NG EVEPYEIQG.
Ag1oAdynon T1ng amddoong TWV TTWANTWV

H aloAdynon Tng amddoong Twv TTWANTWY. TIPOCPEPEI GNPAVTIKEG TTANPOYOPIES YIa TN

Ayn atmo@doewv Kal KaBopIoPO oTOXWV OTTWG:

¢+  Emavektraideuon mOC0 onuavTikKA €ival yia Tnv ETiXEipnon;

¢+ Moo Bépara atmmoteAolv GTOXO TTPOG PEATIWON;

¢+ Me 1010 TPATTO TTPETTEI OI GTOXOI TWV TTWAACEWY VA KATavEUNBoUV;
Contact management

To Contact management. system eival Pacikd. €pyaAEio TTPOWONTIKWY EVEPYEIWY, TO
otroio cuvdudlel TNV opydvwan kai dlaxeipion Twv 6edoPEVWY TTOU aPopoUv KATToIO TTEAGTN. Ta
0edopéva auTd KOAUTITOUV OTOIXEIQ ETTIKOIVWVIAG Kal TTANPOQOPIES yia Ta ATOUA JE Ta oTToia Ba
£pBel n emixeipnon o€ eTaQn.

E€icou onuavTikd oedopéva yia Toug TTEAATEG €ival n peiwon Tou KOOTOUG Kal N
IKOVOTTOINGN TOU TTEAATN. ZUNQWVQ JE EKTIMATEIS TA TTIO anuavTiKG dedouéva TTou XpeldleTal va
gival dlaBéaipa yia TRV 0AOKANpwUEVN €IKOVA Tou TTEAATN €ival Ta dedopéva TTOU avaQEPOVTOI
OTO TTOTE O TTEAATNG AyOPaCE KATTOIO TIPOIOV I UTTNPETia, 0 apIBudS Twv ayopwy TToU £Kave O€
MIa GUYKEKPIJEVN XPOVIKH TTEPIOdO Kal N atmrddoan KEPOOUG yia Tn TTEPIOd0 AUTH.

Alaxeipion evdeifewv ayopdg (Lead Management)

To Lead Management Bewpcital wg éva ammd 1a onuavTikétepa module TTpowOnong
TTWAROEWV. ZT6X0G auToU Tou module, To 0TT0i0 gival yvwoTé Kal ws «EEOpUEN eukaipitovy, gival
va TTAPEXEl OTN OTPATNYIKN. TTWANCEWV KateuBuvoelg TTou Ba eEac@aAlicouv 600 TO duvaTd
MEYOAUTEPN ETTITUXIO JE MIKPOTEPO PIOKO.

To lead management TTapéxel duvatoTnTeg TTapakoAoUuBnang TnG ICTOPIKOTNTAG TOU
TEAATN,  KATOXWPENON TANPOYOPIag YIa €va OCUYKEKPIMEVO TTPOIOV, TIOPAywyr EUKOIPILV
TWANONG, avdabeon TwV EUKOIPIWY Of OUYKEKPIMEVEG OMPAdEG, eKkTipnon TBavoTnTag
OAOKANPWONG PIOG EUKAIPIOG KOI TEAOG UETATPOTTT VOGS TTEAATN OTTO €v dUVAUElI OE €V EvePyEia
yIa £va OUYKEKPIPYEVO TTPOIGV.

Ailaxegipion TANPoQ@opIwV

O1 gepyagdpuevol 0To TUAPA TTWARCEWY XPNOIPOTTOIOUV TTOAAEG TTANPO®OPIES KaBNUEPIVA.
H 1TpéoBacn otn avaykaia TAnpogopia dieuKoAUvEl TIG S10dIKATieg TTWANCNG Kal BEATIOTOTTOIE
TN CUVEPYATia Kal OpyAvwaoTr TOU TURUATOG Kal TAG ETTIXEIPNONG OAOKANPNG.

Ta cuoTtApara diaxeipiong TTANPOYoPIWY CUVABWG £X0UV TIG AKOAOUBEG AsITOUPYiEG:
+ AloTApnon 1I0ToPIKOU yia To TTolog GAAage pia TTAnpogopia oTe (auditing).
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¢+ Mnxavl avalAtnong , n oTroia emMTPETIEl TNV €UPEDN eyypA@wv HE AEEEIG KAEIDIA N
akOpa Kal Keipevo (search)
¢+ Mnxaviopd Karaypa@ng eEaywyrng OTATIOTIKWY aTTO TOUG XPOTEG.

7.3.2 E§uninpéTnon kai umtooTAPISN TeAdarn

H eCuttnpéTnon kal uttooTrpIgn Tou TTEAATN Bewpeital w¢ Bacikni Asitoupyia étav e@apudleTal
amd éva CRM ouotnua. E@apudloviag ocwoTh €EUTTNPETNON Kol - UTTOOTHPIEN - TTOAAG
TIAEOVEKTAPATA UTTOPOUV Va €MITEUXBOUV Kal oI opyaviopoi kataAaBaivouv 0TI n €€ac@AaAion
UYNAAG TToI0TNTAG UTTOOTAPIEN, €CA0@aAICEl OTn TTPAYUATIKOTNTA UWnAR BeTIKA emidpaon oTig
oxéoelg he Toug TTENGTES. MNa autd TTapakoAouBwvTaG Kal EAEYXOVTOG TO BaBud. IKavoTToinong
TWV TTEAATWV, 0 PUBUOG avATTTUENG Twy TTEAATWY PTTOPET va augnBei-av oyl va diatnpnBei oTta
idla eTTiTreda XWpPIig aTTWAEIEG.

7.3.3 Autopariopog Marketing

O o16x0¢ TNG auTtopartotToinong Tou marketing gival va Tpoo@épel To cWaTd PAVUPA OTO CWOTO
TTEAATN TN CWOTA OTIYU KAl HEOW TOU OWOTOU KAvaAioU. €TTIKOIVWVIOG. Tio ouykekpipéva, oTa
TTAQicIa TOU QUTOPATIONOU auToU TTPAYUOTOTTOIEITAl :

Direct marketing

To Direct marketing mepiAapBavel atreuBeiag emkoivwvia e éva peyalo apiBud
TTEAATWV Kal YIVETAI XPNOIMOTTOILVTAG Ta dIAPopa KavAaAia OTTwG gival Ta: sms, THAEQwvo, FAX,
Chat kTA. H Agitoupyia Tou Direct marketing TTpETTEl va €TITPETTEI TNV TTAPAYWYI KATAAOYWV
01EuBUVOEWY TTEAQTWV CUPQWVO JE CUYKEKPIPEVO KPITAPIA Kal TN dnuioupyia ekaTpateiwy direct
marketing .

Target marketing

To target marketing ptropei va Treplypa@ei oav. TTPOKTIKA TTPOWONoNG TTPOIGVTWY Kal
UTTNPECIWV 0E €V  OUYKEKPIYEVO  APIBUO . OTOXEUPEVWV  TTEAATWV  HE  OUYKEKPIPEVA
XOPOKTNPIOTIKA Kai 1016TNTEG. ava ptropéael va gival ammoteAeopaTikd 1o target marketing
QTTQITEITAI N TTPOEPYACIA KAl PEAETN TWV QVAYKWY KOl TWV TACEWV TwV TTEAATWY, N 0pBoAoyIKN
OuyKPOTNON TWV TTAEOVEKTNUATWY KOl TWV MEIOVEKTNPATWY TTOU TTPOCQPEPEI N ETTIXEIPNON
YEVIKOTEPA KAl O KOBOPIOWOG Twv TTPOTAcEwV TTou Ba TTpowBnBouv. To uéyeBog Tou target
market ptropei va dla@épel TOAU,. EekiviovTag atrd oAOkANnpn 1n Pdon teAatwv péxpl Kai éva
povadiké TTeEAATn (one-to-one marketing). woTdooO n TUNUOTOTTOINON TNG QYOPAG Eival TO
onMavTIKOTEPO TTAcoVEKTNA Tou target marketing.

Marketing segmentation

To marketing segmentation. pmopei va opioTei wg diadikacia TPnuUAToTToinong TnNg
ayopds o€ OIaQOPETIKA oUVOAQ TIEAQTWV TIOU  TTAPOUCIAlouV  TTAPOMOIEG TACEIC Kal
TTpouTroBéaelg. MeTd Tn TUNPATOTTOINGN TNS AYOPdS N ETIXEipNON TTPETTEl va agloAoyhoel owaTd
TA TUAUATA KAl TN GUVEXEID VA QTTOQPACITEl € TTOOA Kal TTola TTPETTEl va dwaoel Eugaocn. O K&be
TEAATNG PTTOPEI VO avAKEl 0€ TTOANEG KATNyopieg DIAPOPETIKEG HETAEU TOUG. O dlaxwpIoTHOS TwV
KATNYOPIWV TIPETTIEI VA €ival TTPOOEKTIKOG Kal HEAETNUEVOS OUTWG WOTE va KataveunBouv ol
OwaoToi TTEAATEG OTIG OWOTEG KaTNnyopieg. Kard Tnv agloAdynon Twv TUNUATWY TTPETTEN va AGRBEl
uTTOWYn TOUG TPEIG TTapAyovTeG: HEyeBOG TUAPATOG, EUKOAIa diaxeipiong TNg SOPAG TOU TUAMOTOG
Kal gTOXOI TOU OpYyavIouoU.

One-to-one marketing

To One-to-one marketing onuaivel va GUUTTEPIPEPETAI N ETTIXEIPNON O€ KABE TTEAATN UE
€va OUYKEKPIPEVO TPOTTO. H duvardtnTa avaAuong Twv oToixEiwy Tou TTEAATN Pe T BorBeia Twv
OXEOIOKWVY Baocwv TTou TTEPIKAUOVTAI O€ éva CRM €TPETTEl GTON OPYaVIOUO va KOTOAGREN TIG
TTPAYMOTIKEG AVAYKEG TOU TTEAGTN Kal Opyavwael KAaTaANAa Tn TTpowBnTIKr eVEPYEIEG TTPOG TOV
Il TOUG TTEAATEG.

Campaign management

OA\eg o1 atroTEAEOUATIKEG EKOTPATEIEG Marketing o€ UTTAPXOVTEG Kal KAIVOUPIOUG TTEAATEG
BaoiCovrar oTn xprion TAnpogopiwv yia Toug TreAdTeg. H dlaxeipion piag Kaumaviag
TepIAauBavel 6 Brpara:

1. ZUMNYN 18€0¢.
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2. 2xedI00u6G Kal KaBopPIoPOG TTPOUTTOAOYIOUOU.

3. KaBopiopog Tou target group.

4. EmiAoyr) Tou KavaAioU ETTIKOIVWVIOG.

5. EkTéAeon.

6. AvGAuon aTTOTEAEOUATWV.

O auTtopaToTroINPEVOG PNXOVIOUOG TTOU UAOTTOIET TO TTapATTAvW OXEDIO AEITOUPYEI
TTepiTTou W¢ €€N1G: (1) Mapaywyr ANioTag pe Ta ovouaTa Kal TIG TTANPOQPOPIEG ETTIKOIVWVIOAG TWV
meAaTWV, (2) KaBopiopog Twy d1adikaoiwy Kal Tou XpovodiaypduuaTog yia ThY. KauTravia, (3)
MpoodIopICUOG TOU eVOEXOUEVOU KOOTOUG KAl EKTIUNON TV eVOEXOUEVWV KEPDWV. AauBavovTag
uTTOYn TTAVTA TO PIOKO ETTAQNAG, (4) EAEyXOG TWwV ATTOTEAEOPATWY KATA TOKTA XPOVIKA
dlaoThpaTa  SIOQOPETIKWVY aevapiwy. (5) AvaAuon Tng atmrdédoong TTPONYOUPEVWY EKOTPATEIWV,
TTaPOPOIAg XPrAoNG, Kal XPNOIUOTToINGT) TOUG OTO OXEOIAOUS KAIVOUPIWY. JE HIKPOTEPO PIOKO.
CROSS-SELLING and UP-SELLING

To cross-selling €ival n TWANoN evég TTPOIGVTOG/UTINPETIa g€ TTEAATN WG eTTAKOAOUBO
MIag GAANG ayopdg. Autd TTpoUTToBETel OTI N emXEipnon yvwpilel Tn OX€on MPETAEU Twv
TTPOIOVTWY Kal TToio TTPoidv. O €TTIXEIPNOEIG £TMOUPOUV VO KIVATOTTOIAOOUV: TOUG €V EVvEPYEia
TEAATEG WOTE VA AYOPACOUV Kol KATTOI0 GAAO TTPOIOV. UE QTTOTEAECHO Tn OUCOOPEUCH
TeploodTEPOU KEPDoug. H evépyeia authy ovopddetalr up-selling.To -marketing automation
OupBaAel oTnv TTpayparoTroinon Tou cross-selling kai up-selling TTEPICOOTEPO ATTOTEAECUATIKA,
agou €éxel Tn OuvatétnTa Vva avayvwpioel Toug TreAdTEG ekeivoug TTou eival TmBavd va
avTaTroKpIiBouv ocwaoTd o€ pia TéTola Kivnon.

AvdAuon Sedopévwv TTEAATWYV

H karavaAwTiKn agociwaon, 0TTwG TTPOEITTapE , €ival eEaIpeTIKAS onuaaciag. MNa autd kai
ol €mMIXeIpPNoeig Xpnoipotrololv 1o analytical CRM Trpokeipgévou va €xouv TTArpn €IKOva Tng
Kardotaong Tou TreAatoAoyiou TTou diabéTouy, Ma TTapddeiypya va PTTopouv va Souv TToiol
TEAATEG €ival TTIOTOI, TTOI0I AUPITAAQVTEUOVTAI. JETAEU TNG TTAPOUCAG ETTIXEIPNONG KAl KATTOIOG
GAANG avTaywVICTIKAG Kal TTol0l BpioKovTal €va BAKG TTIRIV TNV, ATTOPAKPUVOT).

ZUpTTEPOOHATIKG, €ival TTOAU onuavTiké yia TNy €TXeipnon va avoAUel 1I0TOPIKA
0edopéva TTPOKEINEVOU VA TTPORAETTEI CUPTTEPIPOPES Kal TAoelg. Ma TTapddeiyua utropei va
TTPOBAEWEI Kal av avaAUoEl:

* KepdOPOpIa.

* Tdon yia ayopd. ExTiudTal To10 TTPoidv. N uttnpeaia £xel TTepIcadTePn ¢ATNON.

o Emépevn mOavr ayopd. EkTiudralr Troidv gival To €TTOPEVO TTPOIOV TTou €vag TTeAdTNG Ba
ayopdaocel.

* AvdAucon oxéong  TTPOIOVTWY. Katavonon CUPTTANPWUOTIKWY TTPOoIGVTWY  Kal  TPOTToI
TTpowlnong Toug.

* MovTteAotroinon €AaCTIKOTNTAG Kal SUVAMIKAG Slaudppwaong TIUAG yia TTpoidvTa. EkTipnon tng
Baong eAaoTIKOTNTAG TNG TIMAG

H avayvwpion Twv TTEPICCOTEPO ATTOOOTIKWVY TTEAATWYV OeV gival EUKOAN Kal OTTAITE TN
xprion €idikwv epyaieiwy. -H- diadikacia avayvwpiong utmopei va mpayuatorroinBei oe duo
oTadia;

* MpwTta avayvwpilovtal ol TTEAGTEG TTOU £0TIACOUV UOVO GTNV TIPA KAl TO TIPOCWTTIKO KEPDOG KOl
ol oTroiol &gV TTPOKEITAI TTOTE va Ogifouv TOTOTNTA. AUTO UTTOPE va yivel Pe Tn TTapakoAouBnon
TWV ayopwV TToU YivovTal O€ TTEPIodo
€10IKWV TTPOCPOPWIV.
* 2Tn ouvéxela avayvwpifovtal ol TTEAATEG PE TOug oTToioug €ival TOavo va dnuioupynBolv
oT0BepEG OxEoElG, eivalr OEKTIKOi OTO pnvUpoTa TNG TPAmelog Kal UTTopei va Kepdioel n
ETTIXEIPNON TNV EUTNIOTOCUVN TOUG. AUTOI 01 TTEAATEG UTToPOUV va dlakpiBouv o€ TPEIG KATNYOPIES:
¢+ [leAdTeg TTou gival TTOAU atrodoTIKOI BACT) Twv TTPOIOGVTWY TTOU TTPOCYEPEI N ETTIXEIPNON.
¢+ [ehdreg TTOU Eival ApKETA KEPDBOPOPOI AAAG £xouv T duvaTdTNTA VA YivOuv Ol KOpuPaiol
aTn KEPBOPOPIA TOUG TTPOG TN ETTIXEIPNON.
¢+ TleAdTeg TTOU €ival kKePOOPOPOI AANG pE TTEPIOPIOPEVEG dUVATOTNTEG BeATiwong, Adyo
OIGPOPWV AdUVAMIWV
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Ofpara EYTTIOTEUTIKOTNTAG

H ocuvexwg aufavopevn CUYKEVTPWON TTPOCWTTIKWY OEQOUEVWV TTOU OQOPOUV OTOUG
XpNoTeg €xel odnynoel otn dnuioupyia BEuaTog Kal avAaTTUEn VOUOBETiag OXETIKA HE TN
TIPOCTACIA TWV OTOIXEIWV TWV TTEAATWV.
lNa 10 Adyo autdé To CRM cloTtnua Ba TTpETTel va TTPOooPEPEl OAOUG EKEIVOUG TOUG PNXAvVIOPOoUG
TTOU a@OpoUV OTN TTPOCTACTA TTPOCWTTIKWY OedOPEVWV. H TTONITIKA ao@AaAelog €yKeiTal TOOO O€
TpooBdoelg 600 Kal o€ KWOIKOTTOINCEIG XPNOIUOTTOIWVTAG KATAAANAG KAEIBIG TOOO TTvw OTO
software 600 Kal TTavw oTIG BACEIG OEDOPEVWV.

KE®AAAIO 8° - AIATPAMMATA UML

8.1 AIATPAMMATA UML ENOZ OEQPHTIKOY CRM

ZekivivTtag Ba rpétrel va AdBoupe uttéwn Thv dour) TTavw oTnv- otroia Ba eykataoTabei To CRM
Kal TIG TTOAUTTAOKOTNTEG EYKATAOTACEWY TTOU TTPETTEI VO UTTOOTNPICEL.

21N ouvéxela tapatifeTar  n TAéov euaioBntn doury eykatdoTaong Tou agopd To
module Tou call center To otroio KaI TTPETTEI va uTToOTNPICETAl ATTO OTTOI08rTTOTE CRM OIEKDIKEI
pepidio oTnv EAANVIKA ayopd.

CRM Pre - Required Infrastructure

CTI DataBase

g Server

°ff

Networl

=
CTl
Customer PBX
@ ”/ Agent  Phone
Printing Applications E_p"caﬁor < g 8 @
‘@Q ] CRM Phone
; 5 Agent
‘\ Qb
Fax Applications SmS Applications

CRM Pre — Required Infrastructure

ZEKIVWVTAG TN PEAETN TTPETTEI VA DWOOUNE €UOACT OTO YOVTEAO KATOPPAKTN TO OTTOIO
TTAPOUCIACEl ETTIYPAUUOTIKG Ta OTAdIa €EENIENG TTOU TIPETTEI va XOPOKTNPiICouv TNV TTPOod0o Kal
TTopeia Tou CRM oTo TTépaca Tou Xpoévou.
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MovTtéAo KaTtappdkTn

MONTEAAQ KATAPPAKTH

ANAITH2EIZ ZYZTHMATOZ
ENUIKIERZH

BN

FNAMEGRYRH

ENAMHGEYRH

FABTX% ENATHIAS,

FIAMHOEYAL,
EABDQ KALOQKIH
L
ETIKIEEA

To CRM cav. epapuoyry GAANAETIOPAE HECW TWV XPNOTWV KAl HECW TWV TTEPIPEPIAKWV
EPAPUOYWV TOOO HE TO EOWTEPIKO OCO KAl PE TO €EWTEPIKO TTEPIBAAOV . TTapakdATw
TTAPOUCIACETAI OXNUOTIKA ava@opd €TTi auTou.

MeAérn kai Avamrtugn CRM 69



«MeratrTuxiaki AlatpiBi»

E€wTtepiko kal EowTepikd MepiBdAlov

Application VS Envircnment

EZRITERIKD [IERIBAAADH

EZRTERPIKD, NERIBAMMDN

CRM
EQAPMOC]

AnunATpiog Kovrog

JUppwva pe TIG oUuyxpoveg TAoEIg, éva €UENIKTO Kal oluyxpovo CRM Ba mpémel va
diaxwpilelr To application layer, To database layer kai To Ul layer oUtwg wate va diatnpei
duvardTNTa TUNPATOTTOINCNG, ETTAVAXPENOCIUOTTIOINCNG TWV ETTI JEPOUS KOUMATIWY Kal TEAOG TNV &V

OUVANN IKaVOTNTA EYKATACTAONG KAl AEITOUPYIaG OTO «ZUVEQPO»

MeAérn kai Avamrtugn CRM
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Deployment Diagram

UML Deployment Diagram:
CoMas Application

y
<<device>> < <device>>
:Application Server / 1IS :DB Server/ SQL Server
J/Tomcat
:Container
=)
:  —— . |
y - I
A i
:CRM Client Application A 3
// /" r" |
< <HTTP>>— AT——QEBC— }
|l = || . ‘
Application e k-5 CRM < / CRM
‘Web or Deskto > DAO / Reportin: TUBE
P / g CUBES
'~ ’
‘\_\ l?
‘\.‘ 7
\\\ 'J
‘\\ /
\\\‘ -_ "J'
\\ ra I
Bl crM Class |
Schedule
r'll

‘Eva ouyxpovo CRM Ba 1rpétrel va uttooTnpidel TTOAUKOVOAIKEG BUVOTOTNTEG.

AnunATpiog Kovrog

Ev ouvexeia, Ba TpétTel va €xel diaxelpioTiKE modules 1T Twv BACIKWY OVTOTATWY TOU TToU €ival

Ta Customer, Product, Services.

Mapakdtw Tapoucidletal n TAoUCIa €IKOVA PE TV OTToia TTPOCTTAB0UNE va KAVOUE

EMPAvVEG

MAouoia Eikéva

N
)

KD

s S — __ Cost Opportunity Product
Contact "~ Campaign )
Customer < Product
AN | Fleteri/bmi—— | N Logistics
AN . Case O
Marketing —

(Campaign Management)

(" Cust_Action

Employee
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Employee
Management

Main CRM Supported Functions

AnunATpiog Kovrog

Customer
Management

Sales Mamagement

Multi Channel
Contact Support

Knowledge Base
Module

Api's & Web
Services

Case Management
- —————

H Baoikn ovtotnTa «eAdTng» n ommoia £xel KUKAO {wNG Kal XapakTnpEilel Toug TTEAETEG
MIag €TTIXEIPNONG OTO GUCTNUA TTAPATABETAI TTAPAKATW:
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Contact (EngpEc) Exouy. 0
Prospect, Account &
Customer

H- xpncn~ Tq:w quu)\ 'v £'I-fiKOIV(,UVIG§ amé 10 ovoTnua, OTwg eival kai To email

xapamnp@auv m qumn orpxn ‘éopng XPrioNg TOU GUCTHATOG TTOU Ba €TTNPEACE! TN YEVIKOTEPN
)\£ITOUp'VI(X TOWA LT.o aeuwty diagram Tou email TrapariGeral.
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AnunTpiog Kovtog
UML Activity Diagram: Email Connection

-
( Establish E-mail
Communication

See Subsidiary
Activity Magram
LML Ackivity

o -

Diagram - Email

Encryption

Receive Response

Wait 2 Hours
. W after send
’/ E ted ’/.
{ ncrypte { )
| |—|‘| : | Regular E-mail
\ E-rmail L
[no reply] || [error]
—

[walid reply]

e

|"' Communication
\ Established
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UML Activity Diagram: FAX Connection

- -
{ Establish FAX
KCommunication

- -
- ~ y

{
k Send FAX ) !\E{fceiue Responsd
[ |

[private content else

Wait 2 Hours
after send

\ A

[mo reply] || [error]

[valid reply]

|"' Communication
\ Established
- _;

\

|®

.

o
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UML Activity Diagram: LETTER Connection

- -
{ Establish LETTER
KCammunicatinn

" Send LETTER Template
K to the Printer

.__.

Fa
KREgular Prll‘]tEF)
S
{  Package Al
\\ Letters

-
f Send All Letters)
&

Communication
K Ended
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AnunATpiog Kovrog

UML Activity Diagram: Chat Connection

Establish Chat
Communication

Ses Subsidiary

- -

Va
Activity Hagram Send Chat Receive Response
LML Activity
Diagram - Chat
Encryption

[private content]
it maximum 2 minutes
) A W
- .

after send
-

Encrypted
|—|-| Chat | Regular Chat

[no reply] || [error]

[valid reply]

.

|"' Communication
\ Established
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UML Activity Diagram: SmS Connection

e h
{ Establish SmS
Communication

-~ -, o =

ra
|'f l-.
[ Send SmS I | Receive Response

-
¥

| Regular Sms.
s

Wait 2 Hours
after send

[no reply] || [error]

[walid reply]

-

Communication

l- Established
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UML Activity Diagram: Virtual Connection

Dpen Virtual Case
Faorms
vV

fKSEE.\H;h Cu stuma

[Customer Exists] [else]

L -, - —,

p -
/ Choose Unknown
Q:haose CuaturneD K Customer )

Open Case

v

Saves Case
Results

Y

Contact With
External Channels

oy

Close Case

o

—
\_/

-~

—
| %
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UML Activity Diagram: Call Connection

( Establish Call
KCnmmunicatinn

o~ - e
& Dial ) '\ Receive Call )

|
|
[Cutbound Call] [else]
Wait On Queus
IS | — ) W B
/ Save Contact And /- ave Contact, No
Case k Case
( CTI /IR
‘:.._._ -

[ Communication
'\_ Established

O
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UML Activity Diagram: External Application Connection

In"f Establish External

| Application

N Communication
N~

v
o= TS
7
| Receive Response i

[private content] Y

SN

Wait for WS,

'L Authentication WRESZ fz;?éﬁ : o :
\ Response P no reply error

=)

,

Communication Finished
\\_ Successfully

(o)

H diadikacia kataypa®rg piog umdBeong TeAATn agopd otabepr kardotaon Tou Ba
BaagioTél kal Ba eTNPedOEl TN KATAYPAPA TWV KATAOTAGEWY TOU TTEAATN.
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/
/
[
[ product/
o Services P /
|
\
\
AN

MeAérn kai Avamrtugn CRM

L Result(15)

Data Flow Diagram
(Case Management)

AN
\
\‘
|
N
)
1T |
i /
Extra / :

{
\
AN

AnunATpiog Kovrog

Activity ! N
Initiator / S

i
/ Other System “\\ /
|‘\ Communicatio | /
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UML ACTIVITY DIAGRAM SAVE CASE Processing

R

MeAérn kai Avamrtugn CRM

New Contact Details

New Action

AnunATpiog Kovrog

New LCase

Y

External Application
Contact

Campaing Details

Call Script

New Action

External Application
Contact

New Action

=
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UML Activity Diagram: Order Processing

Custgrner Drgler Accounting Sh pping

Place arder

Take order

Ship order

S

Clase order

( Pay bill -\}

Avagopd €11i TOU communication diagram To 0TT0i0 aPOPA TNV €i0000 TOU XPHOTN OTO
oUoTNPA KAl TwV OIKAIWUATWY TTOU aTTOAAPBAVE TTAPATIBETAI TTAPAKATW
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UML Communication Diagram: Log-On Scenario

1.2: displayLogon()
3.1: displayMessage()
4.1: display()

-
1: requestLogon()
2: Logon(name, pass)

.

. Seculitylogon
\

Actor
3:isValid():boolean

: AccountDB

4:userType(name): string

: System

Téhog Class Diagram €T Twv OVTOTTWY QAVOQOPIKG PE TO case To contact, T0
campaign Kai.To Script, CUPTTANPWHEVO YE TOV XPrOTN Kal Tov TTEAATN TTapaTifeTal.

MeAérn kai Avamrtugn CRM 85



«MeratrTuxiaki AlatpiBi» AnunATpiog Kovrog

Application Class Diagram

«implementation class» — o I
User «implementation class» “me e‘r:n::';alif;"nc -
-username -End5  -End6 Contact - —
- -ch I 5
password channel T contact type
-name -customer End7.. ldescription
-surname * * lcaseid -Egqlg descriptio
active
* -End3 ; -End?
b -End4
«implementation class» ' -End10
Case
sTime «implementation class»
-eTime Script
-description -question
-answer
-description
End2 | * pecript
-End1 *
«implementation class»
Customer
-name
-surname
-source
-address
-phone
-employment
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Database Diagram (Minimal)

AnunATpiog Kovrog

MeAérn kai Avamrtugn CRM

CustomerAddress CustomerCreditCard
g
Action
Language %
Jg g
oo | Case*
CustomerSource Customer =0
R : :
! “ Contact * Comment
§
% g
Customer_Source
Call *
CustomerPhone
CustomerType = AgentSession
Nationality g
§ aers %9 1_Users_UsersGroup
CustomerEmail %

UsersGroup

%}

g

1_Case_Group
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Database Diagram (Detailed)

Language CustomerAddress | | CustomerCreditCard | | Action e
i P P ju 01
Customer Customer Case 1d e i
& AddressType d fin (e ConmenType i
ActnlsersGroup id
P ﬁ
CugtomerType Gt Gender @
L P14 G § 1 Case* %
s Call
DeacvatorReason 1d 71 fu
Nationalty Id — CalResult Id
Gender [d '
Nationality CstomerTpe Jd Snis i
74 e 0 | 1_Users_UsersGrouy
% Sessndssigned casel) f § | 9L
" | - Contact* P Userroup i
Customer_Source H T
Clstomer i i Y i | @
Soure ; q
T Identitykey i AgentSessmn Fax-.: q UsersGroup
ey L o G
'd lge d Agentesson d e
4 Custonerfna "
ju 8 mﬂ b
% Custorer Users @
Enalype CustomerPhone 11 P I Case_Group
CustomerSource he TR
7 id Customer id o i
nane PhoneType id
SourceSysten 0 DeactiatonReason 4
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AEZIKO OPON

AnunATpiog Kovrog

e CAMPAIGN

Baoikr apyikr) ovtétnTa €vvoIOAOYIKAG OadoTToinong OAwY Twv
AOYWV avAaykng ETTIKOIVWVIAG TTEAATWV UE EPAG 1) TO avTiBETO.
‘Eva Campaign T1péTrel va opifeTal o€ €va A TTEPICOOTEPQ
KavAaAia Kal va atreuBuveTal o€ CUYKEKPIPEVO TTEAATOASYIO (real
prospect).

Emiong €éva Campaign pmopei va a@opd egepxopevn A
€10EPXOMEVN ETTIKOIVWVIA. TN TTPWTN TTEPITITWON TTOU WIAGUE YIa
TTPOWONTIKI evéEpyela TIPETTEl VA CUVOEETAIl UE OUYKEKPIMEVN
Aiota utroywneiwv TTeAatwyv r; LEADS (MPOZOXH ! n évvoia
TOU TTEAATNG €ival WG TTPOG TO TTPOIOV/UTTNPETIa)

e CASE

Y1é0eon MeAdTn ptropei va atroteAeital attd ToAAG ACTIVITY /
INTERACTION, ACTIONS, TASKS etc

2€ autd KaTaxwpeital To Bacikd aitnua Tou TTEAETN aveEdpTnTO
TWV EVEPYEIWV 1 OTIdNATTOTE AANO atTaiTeiTal yia Tn OIEuBETNOoN
TOU.

e CASE STATUS

Submitted, in progress, rejected, completed, etc o€ 1010 GTAdIO
BpiokeTal N uTT6Beon TOU TTEAATN, PTTOPEI KAl VO CUVOEETAI UE TA
avoixTa  kAeiotd ACTIVITY / INTERACTIONS etc.

e CASE REASON

NAGyog dnuioupyiag uttéBeong TeAdTn TTX. ATTwAeIa MOTWTIKAG
KAPTAG KTA

e INTERACTION

Epyacieg emiAuong uméBeong meAdTtn. 1 case éxel mavia 1 R
TTOAAG INTERACTIONS. 1

e INTERACTION STATUS

Submitted, in progress, rejected, completed, etc o€ 1010 OTAdIO
Bpioketal To cuykekpipgévo INTERACTION

e INTERACTION RESULT

AimioAoyia INTERACTION Trou dikaioAoyei kal Tov AGyo apXIKAS
onuioupyiag Tou.

e CHANNEL

Kavahl emkoivwviag (email, fax, phone, sms etc) guvdéeTal pe
T0 INTERACTION Kai utrodnAwvel To PJECW ETTIKOIVWVIAG TTOU
XPNOIUOTTOINONKE.

e CHANNEL RESULT

ATTOTéEAECPO ETTIKOIVWVIOG TTOU UTTOONAwWvVEl TNV €ykupn 1 Oxl
OAOKApWON TNG €VEPYEIOG O TEXVIKO €TTMESO KaI Oiyoupa
avegdptnto amod Tnv uttéBecn Tou TTEAATN KOl TO UTTApPYOV
INTERACTION (11 No Answer)

e TASKS/ACTIONS

MPOCWTTIKEG EKKPEPOTNTEG TTOU aAVOBETEl O UTTAAANAOG GOTOV
€QUTO TOU 1} TTOU TOU €xouv avaBiael dAAol. (1T activity calendar,
daily job schedule etc)

e CUSTOMER

OtroloodnmoTe (eTaipeia ) 101WTNG) KAVEI XPRoN TIPOIOVTWY N
UTTNPECIWV ATTO TNV ETAIPEIA YOG,

MeAétn kai Avamrruén CRM
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AnunATpiog Kovrog

e ACCOUNT Etaipeia i 181L0TNG (MTTOpEi dNAdK va TrepIEXEl Kal contacts) TTou
MTTOPEl va €xel OTTOIOdNTIOTE OXEOn HE TNV ETAIpPEid  paAg
(Customer, Vendor, Prospect, Partner)

e CONTACT OTT0I00ATTOTE PUOIKG TTPOCWTTO €XEI OTOIXEIA ETTIKOIVWVIOG KAl
€iTe aTTOTEAEN 1IB1L0TN €iTE PENOG (UTTAAANAO) piag eTaipEiag)

e LEAD NioTa  TIPOCWTTWY Ol OTI0I0I CUMMETEXOUV O  TTpowonNTIKA

evépyela kal Ba TpéTrel va kKAnBouv. H eTaipeia épxeTal o€
ETTIKOIVWVIA PE TOUG TTEAATEG PE dIAQOopPOoUG TPOTTOUG KAl aTrd
dlapopeTiké KavaAia.

Av o1 TeAdTeG  dnAwoouv  evdiagépouv  aAAAalouv o€
Opportunity. Av dextouv aA\dlouv oe Sale kal autéuata
yivovtal TeAdTeg av dev gival RdN.

e PROSPECT

OAol o ev duvduel TeAdTeG piag  eTaipeiag/opyaviouou.
YTtrownhiol TTEAATEG dNAASK TTou BV €XOUV KWOIKO TTEAATN aAAG
MTTOPEl  va aTmoKTHooUV O0T0  PEéANov. AioTa  TTPOCWTTWY
UTTAPKTWVY (OTTOU TO apxIKO TNAEQwVO Tou lead avTioToixEl OTOV
owoTo lead) pe Toug oTToIOUG £XOUME AN CUNQPWVNOEl GTOV Va
yivouv TTeAdTEG TOU OpyaviopoU KAl ylad TOUG  OTTOioUG
TepIEVOUE Eykpion atd Tn Tpdmea kal CRS ID (Trpocwpivd ol
TTeEAATEG auTOoi £xouv general customer 1D)
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KE®AAAIO 9° - CRM KAI ArOPA

9.1 TOP CRM VENDORS

MeTaBaivovtag amd Tn Aoyikr) Tou custom crm oTn AoyIKf PHEAETNG KATToIwV CRM Tng ayopdg,
META atrd euTTEPIOTATWHEVN £pEUVA KATAANEAE OTI axeddv T0 50% Tng ayopdg To KAAUTITOUV. 2
CRM T1a o1roia gival €ykupa, utrooTnpifovTal attd PJEYAAES ETAIPIEG KAl XapaKTnpiovTal atrd Tnv
TTOAUTTAEUPN XPAON TOug Kal TRV eueNigia emdoywyv Ta CRM autd gival To Siebel & To Sap. 6Aol
ol peydAol opyaviopoi otnv EAAGDO XPNOIUOTTIOIOUV O€ KATTOIOUG TOWEIG TG dpaoTnpIidTNTAg
Toug K&molo CRM Ttng ayopdg. MeydAol XpnUOTOTTIOTWTIKOI - OPYQVIOUOI - £XOUV - OTPAQE]
TEPIOOOTEPO OTN Xprion Tou Siebel To otroio uttooTnpEifeTal atmd TV Oracle n oTToia ATTOTEAEI TN
Baon 6Awv Twv core banking systems Tou EAAadIKOU Xwpou. Tlapakdtw TtrapatiBetal évag
TVAKAG O OTT0iog deiXvel TTAVEUPWTTAIKA Ta TTO00O0TA Xpriong Twv CRM Tng ayopdg €T Twv
ETAIPIWV TTOU TA £XOUV avAYKN.

Vendor ||Percentage of implementations
Siebel (Oracle)  |41%

sap [z

Epiphany (Infor) ~ [[3%

Oracle 3%

PeopleSoft (Oracle)||2%

salesforce.com ||2%
Amdocs ||1%
Chordiant ||1%
Microsoft ||1%
sas %
Others ||15%
None ||22%

EpeuvwvTtag Aiyo Babutepa, TTapaTnpouue OTI Ta TTOOOOTA auTd Xprong Ba TTpétel va
QVTIKATOTITPICOUV. KOl ETTI TWV XPNHOTIKWY HEPISiwY ayopdg TTou KaTtaAapBdavouv. Ziyoupa TO
MEYAAUTEPO PEPIOIO aYOPAG ETTIQPEPEI TA TTEPICAOTEPA £000A, ATTAITEI TIG HEYAAUTEPES KAIVOTOMIES
KOl CUVAUQ ETITPETTEI TRV JEYOAUTEPN AVATITUEN TTPAYHa TTOU UTTOPEi va edpaiwael éva Software
akOpa TTEPICCOTEPO OTNV. ayopd. TlapakdTtw Trapabétoupe oxeTikd Trivaka Tou 2007 o oT1roiog
MOG OTTOKOAUTITEI TO TIPOOVAPEPBEVTA PEYEDN.
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«MeratrTuxiaki AlatpiBi» AnunATpiog Kovrog
Vendor 2007 2007 Share|[2006 2006 Share|[06-'07 Growth
Revenue (%) Revenue (%) (%)

sAP [2,050.8 |25.3 [1,681.7 [26.6 22.0 |
lOracle [1,319.8 l15.3 [1,016.8 [15.5 208 |
‘Salesforce.comHG?G.S ||8.3 ||451.7 ||6.9 H49.8 ‘
/Amdocs [421.0 5.2 [365.9 5.6 l15.1 |
\Microsoft \]332.1 ||4.1 ||176.1 ||2.7 H88.6 \
|Others 3,289.1 |40.6 [2,881.6 [43.7 [14.1 |
Total 18,089.3 [200 l6,573.8 100 |23.1 |

KAgivovTtag 1o KepdAaio Twv CRM Tng ayopds TTapaTifevTal EIKOVEG KATTOIWY BATIKWY
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«MeratrTuxiaki AlatpiBi»

CRM NetSuite

Real-time Dashboards

BusinessWeek says "the Dashboard is the CEQ's killer app”

AnunATpiog Kovrog

Change Role £~ | Sign Out | Help | Global Searchi;

s

}5? Top 5 Customers By Forecast Outs...

Key Performance Indicators

)

Weighted Amount

Current
61,134,229
61,559,347
$1,206,359
$617,770

$900,000

611,447,114

$29¢,166
§1,079,695
§1,905,608
§1,385,633
$1,001,745
$117,944
$1,027,220
8

b
220000
20500.0

Previous
$744,041

$186,746
700,000

$385,247
690,517
(6202,952)
$988,529
61,009,374
$35,710
61,009,374

25

Change

t 524%

+ 230.8%
+ 28.6%

¥ 236%
4 1092.8%
+ N/A
40.2%
0.8%
230.3%

1.8%

t  8.0%

# Customer Indicator Period
1. Choice Production $109,875 1 Sales (Billings) (8 This Month vs Last Month
2, Casey Software §78,488 | WForecast (Bilings) This Month
3. B4R Design + e/ $12,000 [ Forecast (Ann. GAAP) This Month
: o [ sales (Orders Ann. GAAP) ® [ This Month vs Last Month
4, Dog Obedience Training $1,275 7 3
Quota (Billings) &) This Month vs Last Month
5. Fabre Technology St Pipeline (Projected) This Month
Date Range [this month EI Expenses [# This Quarter vs Last Quarter
ra— (8 profit (B This Quarter vs Last Quarter
View Report | & Total Bank Balance 8 This Quarter vs Last Quarter
B Bk Receivables [ Today vs One Month Ago
Vi by Operating Cash Flow [ This Period vs Last Period
= Payables [ Today vs One Month Age
Top 5 Items By Qty Sold Net Cash Flow 8 This Period vs Last Period
% License Renewal Current
Employees [ Today vs One Month Ago
300 Total Subscribers ® Current
g Active Subscribers ® Current
W 200
3 ® Refresh Al B set Up
2 100
J |/ Shortcuts
g e g | [«BudgeviAdual
%94, JZ%O J;)";,a 070 L \%’3,, oMonthly Sales By LOB
% N 8 oLead Source Analysis Summary
,(’Q» O% o Opportunities Lost By Competitor
& ¥ & set Up ® New Shortcut
Date Range lthis month to date Ti]
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CRM - Siebel

=/ Siebel Tools - Siebel Repasitory - Applet List

AnunATpiog Kovrog
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CRM Sugar

¥)SugarCRM - CRM Cometcial de Fuentes Abiertas - Mozilla Firefox , .I| DI_XJ
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«MeratrTuxiaki AlatpiBi»
CRM PeopleSoft

“Usar Defauts 1 | U

Userl:  PeopieSoft ID LastName, Firsthame
¥ canylp

ot Destiatio: | 1

Transcript Type: I_Q
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KE®AAAIO 10° - MEAAONTIKH EZEAIZH CRM

MIA MATIA ZTO AMEZO MEAAON - CRM ON THE CLOUD

MeAeTwvtag, TEAOG, 0TO KEQAAQIO auUTO TIG TACEIG TTOU QUTH TN OTIYUR Ogv €XOUV. UIOBETNOEI
TTARPWG atrd TIG ETTIXEIPACEIS OANG oiyoupa Ba uioBeTnBolv PEca OTOV ETTOUEVO XPOVO Kal
KUPiwWG oTnv €TTOpevn TpleTia, BAéTToupE pia oTpo@r) oto cloud computing kai €18IKOTEPA OTO
cloud CRM. Xpdévia Twpa, ol ETMIXEIPAOEIG QVTIMETWTTICAV HEYAAN avao@aAsia o€ Béuata
dlaxeipiong UAIKWY, avaBaduiong AoyiopikoUu Kal e€aoc@aliong 600 TO duvatd - PeyaAUTEPNS
AoQAAEIag Twv SeBOPEVWV TTOU aTTOBNKEUOUV OTIG BAOEIG BEBOPEVWIV TOUG.

MNa va avTigeTwTrioouv TIG VEEG QUTEG TTPOKAACEIG - atreuBlvovTal o€ OIAPOoPES
OUUPBOUAEUTIKEG ETAIPIEG OI OTTOIEG PEAETWVTAG TIG EYKATAOTACEIG UAIKOU ‘KaI AOYIOMIKOU TWV
ETTIXEIPACEWVY CUNPBOUAEUOUV yia TToOAUdATTaVEG ouviBwg avaBabuicelg o1 0TToieg atraitolcav
APKETO XpOvo va UuAoTToinBouv, €mM@EPOUV OUOAEITOUPYIEG OTN TTapaywyikh dladikaoia Kal
atraiTouv Tnv UTTapgn €IOIKEUPEVOU Kal EUTTEIPOU TTPOCWTTIKOU yia TRV dlaxeipion toug. To
oUvnBeg KOOTOG YIa WIa ETTIXEIPNON N OTToIa OTTAITEl VO BPICKETAI ‘OTNV QIXMKN. TG TEXVOAoyiag
OTIG EPAPUOYEG KAl TG CUCTAUATA TTOU XPNOIUOTTOIEl KAl TAUTOXPOVA, £EA0QOAICOVTAG PEYIOTN
aoc@aAcia, civar duoPBdacTaxTo Kal KataAauBdvel ouvoAikd, Katd péoco 6po, 10 30%-40% Tou
TTPoUTTOAOYICHOU TNG. Ta TeAeuTaia 2 Xpovia £XOuv KAVEI TNV ENPAVIOT TOUG , OEING- OEIAG, OTNV
ayopd eTaipieg oI OTToieg OVTAG TTIOTOTTOINMEVEG ATTO  OIEBVAG OPYAVICHOUG ACQAAEIAg Kal
O1adIKACIWY EYYUWVTAI TNV TTAPOXT UTTNPECIWY € OKOTTO TNV. ETTITEUEN TOU TTAPATTAVW OTOXOU,
e€ao@ahifovTag, OTTwG uTTooTNPIfouv, OAQ Ta ATTAPAITNTA AEITOUPYIKG GTOIXEIQ TTOU ATTAITOUVTQI
yla TV €UpuBun AsiIToupyia TWV EQAPUOYWY HIAG ETTIXEIPNONG.

MNa va 1o TeTUXouv auTtod, dIaBETouv GUYXPOVA UNXAVAHOTA, £EEIBIKEUPEVO TTPOCWTTIKO
Kal KatadAANAa epyaAcia TTou PTTopouv va eEUTTNPETACTOUV TRV &v Adyo avdaykn. H Bacikr 16éa
ava@épEl OTI «yIOTi va UTTOXPEOUTAI JIa ETAIpia VA cuvTnpEl JeydAo apiBud UNIKoU Kal AOyIGUIKOU
yla Epyaagieg TTou yivovTtal oTravia?» Kal n ammdvinon gival « Tropei va UTTdpxel Jia eTaipia Tmou
Ba kavel autr TN SOUAEIA yIa TTOANEG AANEG EKPETOAAEUOEV N OTO PEYIOTO TIG ETTECEPYATTIKEG Kal
UTTOAOYIOTIKEG BUVATOTNTEG TWV UNIKWV MPE TO AOYIOHIKA yia TTOAAOUG.» ATTOTEAETUA QUTAG TNG
16€ag gival n dnuioupyia uAikou (multithread processors) kai Aoyiopikou (web based software) 1o
oTT0i0 B XpNOIPOTTOoIEiTAl YIa T SOUAEIG QUTH.

H Microsoft emrevduovTag Ta 5 TeAeutaia xpdvia trepitrou 6 dig doAdpia oTo Research &
Development autwv Twv AUoewv Kavel icodo atnv ayopd pe 1o Microsoft Azure. To Microsoft
Azure gival éva software To omoio gutrepiéxel Asitoupyikd auoTnua, sgl server kai .net modules
TQ OTTOIa AV XPENOIKJOTTOINBOUV: GUVOUAGTIKA UTTOPOUV VA TTPOCPEPOUV TETOIEG UTTNPETIEC TTAVW
oe Hyper-V ouotuata Hardware. TloAAEG @opég dev eival TOOO €UKOAO yia Mia peydAn
ETTIXEIPNON VA PETAPEPEI TN TTAPAYWYI] TNG OTO oUVVEPO. Evoexouévwg Adyol BIaQOPETIKOI TOU
«OUOKOAO AOYyw Heydhou Oykou. SeBOUEVWV- KTA» UTTOopEl va uttdpEouv. TETolol Adyol PTTopEi va
gival yia éva XpnuUaToTroTWTIKG - 0pyavIGHO, OTTWG oI TPATTECES, N Un e€ac@AAlian TNG atrdAuUTNG
EUTTIOTEUTIKOTNTAG MIOG Kal Ta dedopéva ueTagépovTal atrd Tnyv Tpdrrela o€ EEvn eTaipia.

MNa 10 oKOTTO AUTO Kal TIPOCTTABWVTAG va EUTTNPETACOUV OAEG TIC UETARAAAOUEVES Kal
OIaPOPETIKEG AVAYKES TIG Ayopdg TTapouaiddouy ol v Adyw eTaipieg didgopeg Auoeig. Epeig oo
onueio auto Ba peAeTRooupe Tig TTPOTACEIG TNG Microsoft n omoia og cuvduaoud Tou Azure Kal
Tou Dynamic CRM emixelpei va: kaAuwel 6Aa 1a kevd Tng xpnoigomoinong tou CRM oto
oUvveQo.

MeAétn kai Avamrruén CRM 97



«MeratrTuxiaki AlatpiBi» AnunATpiog Kovrog

within
MS Datacenter (Azure MS Datacenter (On- premises & Azure Compute)
compute) premises)

SOAP/REST Astoria/REST - EDM

[ l Azure

T-SQL (TDS)

u 4 wer
outside and outside MS Datacenter (On-

-
P E P
App code/ Tools : App code/ Tools
‘t |

A

Windows
Azure

-SQL (TDS)

SQL Azure

indows -

]

Code Near J | Code Far | Hybrid

BAétToupe ammd TN Tapatmavw €IKOVa 0Tl UTTAPYXOUV 3 TTPOTACEIS TIG OTTOIEG UTTOPEI va

EMMAEEEI O TTEAGTNG avAAoya WE TIG AVAYKES TOU.

Apxik& TTpoc@épeTal n duvaTtdTNTa O TIEAAGTNG VA ONKWOEl OTO OUvePo Tn Pdon
oedopévwyv eEac@ahifovrag £1al To backup 1o fault tolerance kai To maintenance Tng
Baong ot Ba atraoyoAei dGAAoug.

Ev ouvexeia ptropei 0 reAATNG va emAEEEl va dIaTnproEl OTIG EYKATAOTACEIG TOU OAN TNV
uTTO0O0MN TNG PACNG KAl VO GNKWAOEl 0TO OUVVEQO Tov application server Tng epapuoyng
o otoio Ba oepPipel  OTOUG XPAOTEG Ta OTTAITNTA UOVO OTOIXEId TTOU aTTaITOUVTal
e€ao@alifovTag €101 UEYIOTN Ao@AAEIQ.

TéAog, uttdpxel Kal To UBPIBIKG POVTEAO TO oTToio avagépel 6T Téoo o application server
600 kal n Baon Ba BpiokovTal OTIG EYKATAOTACEIG TNG ETAIPIAG Kal TTAVW OTO OUVVEQPO
Ba «TpExouvy» POvo Ta services Ta omoia Ba cuvdiouv Ta 2 autd layers kai Ba
ouvappoAoyoUv TnG AEIToupyIKOTNTA.

ATIO autég TIg 3 TTpoTdoEIG O TTEAATNG MTTOPEl va €mIAEEEl autd TTou Bewpei OTI Tov

eEutTnpETEl TTEPIOOOTEPO. MIKPEG ETTIXEIPAOEIG, ME MIKPO apIBud XpnoTwv Kai dedopéva TTou Oev
xpngouv 1810iTEPNG onuaaciag, NEYAANG XPNOINOTNTAG Kal GNUAVTIKOTNTOG yia Tn A&IToupyia Tng
ETTIXEIPNONG, HTTOPOUV VA CUYKEVTPWOOUV o€ pia epappoyn kai 6Ao 1o software va onkwBei oto
oUVVEQO ETTITPETTOVTOG TN XPAON TOU UE TO €AAXIOTO KOOTOG. Emmixeiprioeig Tou diayeipiCovTal
euaioBnra TpoowTTka dedouéva oiyoupa AEN ptropolv va emmAéCouv TN TTPWwTn AUCN aAAG Ba
pTTopoucav uTrd TTpoUTToBéatlg va eviaxBouv otn deUtepn aAAG kai Tpitn TpdTaon. Ziyoupa
OAeg ol guaioBnTeg TTANPOoPOopieg dev UTTOPOoUV va gival aAAOU TTANV TwWV E€YKATOOTACEWV TWV
emXeIpAoewV. oAAG Ta web services kal yevikoTtepa Ta layers wnAdtepa tou DAO aiyoupa Ba
MTTOpOoUcav va onKwBoUv 0To OUVVEPO Kal va diaxelpifovTal aTTo EKEi.
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CHALLENGES CROSSING ORGANIZATIONAL

BOUNDARIES

AnunATpiog Kovrog

7 ot g

9

15/ A 4
e "4 -~

Cloud Power

To poévo aiyoupo eival 0TI 6oa aToIxEia aTTAITOUVTAI KAl YivovTal atrd Ta TEXVIKA TUAKOTA
TWV ETOIPIWV YIO va €Eaoc@aNoTEl N dlacPANon Twy Oedopévwy, TTapéxovTal Kal ammd TIg
ETTIXEIPNOEIG TTOU OPACTNPIOTTOIOUVTAI OTO GUVVEPO OTTIWG PAiVETAI KaI ATTO Th TTAPAKATW EIKOVA.

ENTERPRISE

KL

KK

KK
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«MeratrTuxiaki AlatpiBi» AnunATpiog Kovrog
To Microsoft Dynamic CRM o010 oUvve@o, éxel peAeTnBei, €xel avamTuxOei kal €xel
opioTikoTroINBei OTI atroteAei aiyoupn kal agidmaoTn Alon. O1 yop@ég eykaradaTaong Tng eivai 2.
1) Database on the cloud & application under it
2) All software on the cloud.
Téoo n TpwTn 600 Kal n deUTepn AUon, Adyw TnG XpHong g dﬂOK)\EIO’TIKCX péow web
pTTOPOUV va uAoTroinBouv We To PEyIoTo performance Kai va eGUTTNPETAOOUV KGBE avaykn.

Téoo n xpron secure web services , SOAP Texvoloyiag kai sgl server reporting
services £MTPETTEI TRV XPAON TOU UE Olyoupid kal ao@dAeia. H kivnon auth €xel amrodeixBei ot
€GOIKOVOUEl aTIg ETTIXEIPAOEIG ﬂaplocofepo Tou 20% TOu current cost TTou UTTOXPEOUVTAl VO
«XPEWBOUVY» Yia va dlaTNPACOUY TIG UTTAPXOUCEG EYKATAOTATEIG TOUG. ZIyd - Olyd T600 OTnv
Eupwn 600 kai otV Auspu(n OAO Kal TTEPIOOOTEPEG ETTIXEIPATEIC KAl IBIWG XPNUATOTTIOTWTIKOI
OPYQVICHOi ETTIAEYOUV Tr XPrON EPOPHOYWY OTO CUVVEQO KAl T OTTOTEAECHOTA PEXPI OTIVHNAG
dev eival apvnTikA.OAeg O1 eTaIPIEG TTOU Ba PTTOPOUV Va TTAPEXOUV UTTNPETIEG OTO CUVVEQO Eival
TNOTOTIOINUEVEG HE SAS70 ‘& 1S027001 1600 yia Datacenters 600 Kai yia Ta services TTpAyua
TTOU aTTOSEIKVUEN TNV §VKUp0TI']TG KOl agIoTTIoTia TOU EYXEIPAHOTOG.
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o
& %

SERVICE SECURITY S :‘.ﬂ.

Cloud Power

* Data Centers are SAS70 and

* Service is SAS70 certified
* Service is ISO27001 certified
* FISMA targeted for 2010

*  Customer’s own their :
s . - Risk
data...our job is to protect it Privacy

Management

JUMTTEPOOHATIKO TWV TTapaTmdavw eival OTI Ta TTAEOVEKTAMOTA gival TTOAG atmd 1o
oUvve@POo aAANG TTAvTa TTPETTEI VA UTTAPXEI OWOTH - MEAETN KOl OUCIACTIKOG OXEDIAOUOG TTpIV
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Kal n kata&iwon Befaia.
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KE®AANAIO 11° - ZYMMEPAZMATA KAI TAZHZ THXZ ENMOXHZ

KataAfyovTtag Tng HEAETNG TTou DIEENXON TO TTponyoUuevo SIAOTNUA, JTTOPW Va TTw OTI N avAaykn
xpnong CRM atrd TIG PIKPEG ETTIXEIPAOEIG HEXPI KOl TOUG PHEYAAOUG opyaviououg, oTh ouyxpovn
ETTOXN, €ival ETITAKTIKY avAyKn KAl arrapaitntn TTpoUTté0eon yia Tnv eUpuBun AsiToupyia piag
ETTIXEIPNONG. o1 duvaTOTNTEG TTOU TTAPEXOVTAI Kal N avdAuon TTou €Xel yivel oTa olyyxpova CRM
OUCTAPOTA TTPOCQPEPEI éva €UPOG ETTIAOYWY, OIEUKOAUVOEWV KAl £CAyWYAS OTATIOTIKWY. TTOU
ETMTPETTOUV TNV aCQOAECTEPN BIECAYWYN CUUTTEPACUATWY YIA TIG AQVAYKES dIA@OpWY OPAdWV
TTEAATWV OAAG Kal TNG Ayopdg YEVIKOTEPA, ETTITPETTOVTOG OTNV ETTIXEIPNON TTOU TO XPNOIUOTTOIEN
01ECOBIKA Kal owoTd va elNixBei otnv eyxwpia kal d1EBvr] ayopd ATTOTEAEOUATIKOTEPA. 2TOV
Tpatelikd TOPEA, KATAYPAPOVTAG TIG QVAYKEG TWV TTEAATWV, “TIG AITIEG  ETTIKOIVWVIOG - Kal
OUYKEVTPWVOVTAG TO OTTOTEAECUATA TWV EVEPYEIWV, UTTOPEI va €gaxBei aoPaAEG TuUTTEpaACUA
yla TO €id0G Kal UQOG TWV TTEAATWY TTOU ETTIAEYOUV TOUG OPYQVIGHOUG ,EiTE PEAETWVTAG ATOIKA
€iTe o€ oUVOAO KOl 0g Ouvéxela va TTpowbnBoUlv KATtdAANAEG evépyeleg augnang Tou pepIdiou
ayopdG GToV XPNHUATOTTIOTWTIKG TOMEA TTOU AauBAvel évag TETOIOG OPYAVIOUOG.

Aev Ba TTpéTTel va ayvoriooupe Ta TTOAU XPrOIUG CUUTTEPACUATA TTOU. UTTOopoUV va
egaxbouv amd TéTOI0U €iI0OUG CUCTAUATA KAl TA OTToid AQOpPOoUV TOBaBUd IKAVOTToinONG TWV
TTEAATWV OE OXECN MPE TN TTOIOTNTA €EUTTNPETNONG TTOU TTPOCQPEPEI N ETIXEipnoN. TToAAG surveys
TTOU PTTOPOUV va die¢axBolv YECowW TWV CUOTNPATWY QUTWY - Ta OTToia Ba- kaTadeiouv Tuxov
KEVA O€ TTPOIOVTA Kal UTTNPETieg A aduvapieg og emiTredo eEuTTNPETNONG. Eival yevikd TTapadekTo
6Tl Ta ouoTAuATa auTd, 1IBiWG atrd TN OTIYUA TTOU KOTA@epav va auvoeBolv pe TNAEQWVIKA
KEvTpa kal va cuutrepiAdBouv functionality tmou agopd Ta di1dgopa KavaAia ETTIKOIVWVIAG,
auénoav KaTakopu@a Tn AEITOUPYIKOTNTA Kal XPNOIMOTATA TWV CUCTNUATWY WE EUEPYETIKA
QTTOTEAEOUATA YIA TNV ETTIXEIPNON TTOU Ta Xpnaoipotroiw. EmTAéov, n Utrapgn IVR cuoTnudtwy
KOl CUOTAMATWY avayvwpiong QwVNG, HUTTOPECAV VA UETAQPEPOUV O NAEKTPOVIKN HOPPR
EVEPYEIEG TTOU aTTaiToUuoav UTTapén avBpwTmivou SUVANIKOU MPEIWVOVTOS CNPAVTIKA TO KOOTOG
AgIToupyiag TnG €MXeipnong Kai augavovtag £Tal TIG duvaToTnTEG KEPOOUG QUTAG. H €CENIEN Twv
OUVATOTHTWY TTOU TTPOCPEPOUV Of BACEIG BESOUEVWY Kal N dUVATOTNTA KATAXWENONG CNUOVTIKG
MeyaAUTEPOU OyKou OedOPEVWY O€ OXEON UE- TTAAQIOTEPOUG XpOvoug PBonbnoe onuavTika
O1d@opa TUAPOTA TTOU agXOoAoUvTal PE TO. OXNUATIOWO TNG OTPOTNYIKAG KAl TOV OPIOHS Twv
oTOXWV TNG ETIXEIPNONG O¢ UAOTTOINCIYO PEYEDN, augdvovTag €101 TN TTAPAYWYIKOTNTA KOl
MEYIOTOTTOIVTAG TIG duvaToTNTEG KEPOOUG TNG.TOCO n €EENIEN Twv BIKTUWV Kal N OUVAMIKA
€100YyWYN TWV CUCTNUATWY QUTWY O€ auTd eKundEvIoe KOBUOTEPNOEIS OTNV ETTIKOIVWVIO PETAEU
TWV TUNPATWY MPIOG ETTIXEIPNONG, BEATIWOE TNV TTOIOTNTA ETTIKOIVWVIAG METAEU TWV TUNUATWY,
piag kar OAoI UTTOXPEOUVTAI VO ETTIKOIVWVYOUV XPNOINOTTIOIWVTAG CUYKEKPIMEVEG TOKTIKEG KOl
TTAQICIa ETTIKOIVWVIAG.

H autopaToTroinon TnG €pyaciag SIa@Opwy TUNUATWY GNPAVTIKWY YIA TOUG Opyaviououg,
6mTwg outbound campaign departments, collections etc, foABnoe woTE va PTTopouv Ta TUAUATA
auTd va diaxelpiCovTal aTroTEAETHUATIKA CNUAVTIKA JEYaAUTEPO Oyko dedouévwy, n Xprion Data
Warehouse €TITPETTEI OUCIAOTIKG TNV OMAAR SIEKTTEPQIWOTN, XWPIG KABUGTEPATEIG, GNUAVTIKWY
uTTOBé0ewyY yia TNV €TTXeipnon n TN TPATea PEYICTOTIOIVTAG TA TTOCOC0TA ETTITUXIOG TWV
TPOWONTIKWV.. evepyeiwv. Toao n duvarotnra Cross Sale 6co kair n duvarétnta Up sale
aTTOTEAEI MEYAAO TTPOCOV YIa HIA ETTIXEIPNON TTPOCEYYIONG TTEAATWY Kal aUénong TTWANCEWVY yia
TNV €mixXeipnon. Aev givar Tuxaio OTI TO TTOOOOTO IKAVOTTOINONG TWV TTEAOTWV VIO ETTIXEIPMOEIG
TToU XpnoiyoTroiolv. CRM €xel augnBei kal oualaoTIKG KupaiveTal o€ eTTireda upnAd atrotéAeoua
TTOU auavel TNV EPTNIOTOOUVN KAl CUVETTWG KAl TO KUPOG TNG ETTIXEIPNONG oTnv ayopd. T€Aog, n
xpnon Knowledge Base module pe ta cuoTAuata autd, Bonbd Toug XprRoTeg va viwbouv
olyoupid KaTd Tn OIAPKEIT ETTIKOIVWVIOG TOUG PE TOUG TTEAATEG, TOUG QugAvel TNV auToTTETToIONON
Kal TV IKavOTNTa £EUTINPETNONG, MIAG KAl Oev atraiTeital TTAéov n Xprion TTOAAWY SIAQOPETIKWV
ouCTNUATWV Yyia TNV eUPean HIaG AyvwaoTng o€ auToug dIadikaoiag, ol VEOI XProTeEG, £XOUV
onMavTIKG TTEPICOOTEPA £QODIa Ta oTToia Ba Toug BonBricouv va TTPOCAPHOCTOUV YPNYopoTEPQ
OTIG avAYKEG TNG ETTIXEIPNONG, Ba PTTOPECOUV VA Yivouv TTIO TTAPAYywYIKOi Kal aiyoupd, agou o
eAATNG Ba eival IkavoTToinuévog, Ba eival kal autoi ammd Tn douAeid Toug. KAgivovtag Ba nBeAa
va ava@épw Ol n TeAeutaia Tdon amoteAei To CRM on the Cloud. 210 gUvvegpo Ta TTpAyuaTa
givar Aiyo dia@opeTikd. O1 xprjoTeg atmoAauavouv KaAUTEPNG TTOIOTNTAG UTTNPECIWY HIAG KAl N
AEITOUPYIKOTNTA KaI N TAXUTNTA EYYUATAI OTTO ETAIPIEG TTOU ACXOAOUVTAl JGVO PE QUTO TO KOUMATI
NG TEXVOAoyiag. Ev ouvexeia, ammaAAdooeTal n emxeipnon atrd KGoTog ayopdg KAl ouvTinpnong
TEXVOAOYIKOU €EOTTAIOUOU (servers, switches, etc) kal Katd ouvémela ommd KOOTOG TTou
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TTPOEPXETAl aTTd ayopd TreEpIPePEIOKOU  software To oTroio atraitei ayopd license kai
gupTtapacUpel maintenance cost. Aev 6a ytropoUoa va TrapaAsipyw va ava@épw OTI TG00 N
Texvoloyia Tou cloud 6co0 kal GAAeg TexvikéG (fault tolerance, load balancing) mou €xouv Tn
OuvaTOTNTA VO TTPOCPEPOUV Ol ETAIPIOG TTAPOXNG UTINPECIWY GTO OUVVEQO €EUTTNPETOUV Kal ThV
ouyxpovn avaykn utrapéng Disaster Recovery Site TTou atraiteital va €xel pia €mixeipnon n
otroia dlaxelpifeTal OIKOVOUIKA HEYEDN Kal TTPOCWTIIKA OToIXEIa Twy TTEAATWV TNG. O TpATTECES
ONueEPa OEiXVOUV PEYANO EVBIAQEPOV VIO TIG TEXVOAOYIEG AUTEG, TNV EVAPUOVION TOUG UE MEYAAES
Baoeig dedopEvv Kal TTOAUXPNOTIKWY EQAPUOYwWY, OTTwG gival éva CRM.
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