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EYXAPIXTIEX

Oa nBeda va ekepdow TIG €UXAPIOTIEG POU O€ OAOUG €KEIVOUG TTOU WE
otrolodnTmoTe TPOTTO Poribnoav oTnv  OAOKAPWON TNG OUYKEKPIUEVNG
OIMMAWWATIKAG epyaciag. IdIaiTEPES euxaploTieG oPeiAw OoTOV K. ABavaoooUAn
XpRoTo yia Tnv TTOAUTTAEUPn CUPBOAR) TOU OTn ouyypa®rn TngG epyacias. Me
OUVEXEIG TTAPOTPUVOEIG, EUOTOXEG TTAPATNPNOEIG KAl XPACINEG OULNTACEIG UE

BoriBnoe va avTIHETWTTIOW ETTITUXWG TIG OTTOIEG DUOKOAIEG TTOU TTPOEKUYAV.

ETtriong, TTOAEG euxaploTieg atreubuvovTal kal otov MartBaio MaTBaiou, xwpig
TV TTOAUTIUN PBori@sia Tou oTtroiou, dev Ba Atav duvaTh n OUAoy Twv
ATTOPAITATWY OEBOUEVWY YIa TNV OAOKAAPWON TNG TTAPOUCAG OITTAWMATIKAG

Epyaciog.

OAokAnpwvovTtag Ba BsAa va euxapioTAow Tov AnNUATEN Kal TOUG YOVEIG Jou,
OTOUG OTTOIOUG KAl AQIEPWVETAI AUTH N €PYaCia, yia Tn CUuutTapdoTacn Kal

UTTOMOVA TTOU £€0€IEaV.
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KE®AAAIO 1

2KOMOZX THZ AINAQMATIKHX EPIAZIAZ

1.1. EIZArQrH

H tmwAnon Tou uypou Kaugigou, TTapd OAO TO yeyovog OTI OTTOTEAEI TTPOIOV
TTPWTNG avaykng, ataitei TTAéov pueBodIKOTNTA. AuTO O@EiAeTaI OTO YEYOVOS OTI Ol
ETAIPIEG EUTTOPIOG UYPWV KaAUCiywyv €xouv dioBéoel oTnv ayopd pia o€ipd atrd
dIaPOPOTIOINUEVA KAUOIUA, ME ATTOTEAECUA Ol UTTAAANAOI OTn TTAQTEOPUA TWV
TpaATNPiWY va TIPETTEl  va  EKTTAIOEUOVTAI OCWOTOTEPA KAl  EVTATIKOTEPQ,
TTPOKEINEVOU va evnUEPWOOUV YyIa Ta XAPAKTNPIOTIKA TOU KABE VEOU TTPOIOVTOG.
ATIO TNV GAAn, KaBwg o1 KaTavaAwTeG €xouv yivel OAo Kal TTIo KayxUTToTTTol, Ba
TIPETTEI N TTPOCEYYION TOUG va Yivel JE TTOAU TTPOCEKTIKO TPOTTO, TTPOKEINEVOU VA
eméNBouUV Ta €mMOUPNTA atroTeAéopaTta. Mia Tutrotroinuévn diadikaoia TTwANoNG,
TTou Ba cuptrepINauBAveEl TN CWOTA TTPOCEYYION TOU TTEAATN Kal TN TTpowdnaon
TwV SIaPOPOTTOINUEVWY KAUTiUwy, JeE Bdon Tnv oTroia Ba TTpayuatoTToindei Kai ol

EKTTQI®EUOTN TOU TTPOOWTTIKOU TTWANONG, Ba BonBoloe Toug TEAEUTAIOUG Kal TOV
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TTPATNPIOUXO OTNV  €TTEUEN  UWNAOTEPWY  TTWANCEWY  BIAQPOPOTTOINKEVWV

TTPOIOVTWY, OTTOTE KAl UWPNASTEPWYV KEPDWV.

1.2. ZKOIMOZ THZ AINAQMATIKHZ EPT AZzIAZ

21n BiIBAIoypagia ava@épovtal pia oeipd amd TEXVIKEG TTWANCONG OTO XWPEO TOU
AlavepTropiou. QOTO00 €ival ammapaitnTo va dIaTTIOTWOEN TToIEG aTTO TIG TEXVIKEG
QUTEG, Eival €KEIVEG Ol OTTOIEG TTPOCAPMOCOVTAl KAl ETIPEPOUV TA KAAUTEPA
atToTeEAéOUATA OTNV ayopd Twv TTPATNPIWY UYPpWV Kauaipwv. O oKoTrog AoITov
TNG OUYKEKPINEVNG OITTAWMATIKAG epyaciag eivar n avamruén £vog povréAou
TEXVIKWV TTWANONG, TTOU OXI JOVO XPNOIKOTIOIEITAI OTNV Ayopd UYPWYV KAUCIUwWV
aAAG emmQEPeEl Kal TTOAU UWNAEG TTWAROEIS o€ dla@opoTroinuéva TTPoIovVTd, HE
atroTéAeopa va auéndei n kepdogopia Twv ekadaToTe Trpatnpiwv. Eva Ttétolio
MovTéAO Ba ptTopouce va BonbAocel Tov TTPaTnPIoUXO Kal TOUG UTTAAARAOUG Tou
OTO €PYO TOUG, TTPOOQEPOVTAG TOU QVTAYWVIOTIKO TIAEOVEKTNUA EVaVTl TWV

AVTAYWVIOTWV TOU.

To povTéAo auTd artroTeAeital atmd pia oeipd PPATWY — TEXVIKWY TTWANCNG TTOU
ava@épovtal oTtn  BiBAloypagia kal TTou HECO aTTd OXETIKA €pEuva  TToU
TTPAYUATOTIOINONKE OTA TTAQICIO TNG CUYKEKPINEVNG DITTAWUATIKAG £pyaciag, Ba

mPOooapUOOOsi OTN OUYKEKPIUEVI) ayopd EmIPEPOVIAS TOAU KaAd
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amroreAéouara otn TPowonaon dIA@OPOTTOINKEVWY TTPOIOVTWY. TO JOVTEAO auTO

atroTeAEiTal aTTd TTEVTE OTAOIA :

- [lpoegtoipacia rpiv TN TTwANon — Routine

- Tunuatotroinon meAdTn — Segmentation

- Top of the Line Model

- Interaction — Anuioupyia TrpoowTTKAG Zxéong — Objection Handling

- Persistence — Kaveig dev ayopddel 0tav Kaveig dev TTOUAQ.

1.3. MEOGOAOAOTIA

Mpokeipévou va dIaTIOTWOE TToIEG aTTO TIG TEXVIKEG TTOU TTWANCNG ava@épovTal
otn BiBAloypagia e@appolovial Kal 0TO KAGOO TOU €EUTTOPIOU TWV UYPWV
Kauoigwy, TrpayuaTtotroidnkav ouykekpigéva 200 epwTnuatoAdyia TTEAATWY,
150 mrapartnproeig top sellers, 10 ouvevteugeig top sellers kar 10 ouvevteleig
site managers. Ta amroTeAéopaTa ATAV TTOAU EVOAPPUVTIKA, ETTIBERAILLVOVTAG TNV
QTTOTEAECUATIKA XPAON TOU OUYKEKPIYEVOU HOVTEAOU OTO KAGdO autd. QoTdoO,
AOyw  €TaIPIKAG  EXEMUBEIDG, Ta amoTeAéopata  autd Oev  PTTopouv  va

dnuoaioTtroinBouv.
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1.3.1. EPQTHMATOAOI'IA NMEAATQN

OT11Ww0¢ 0N avagEpbnke, TTPoOKEITal va TTpayuaroTroinfouv 200 epwtnPaToAdyia, n
OIEKTTEPAIWON TWV OTTOIWV ATTOOKOTTEI TNV AVTANCN TTANPOQYOPIWV OXETIKA ME
TOV «IOAVIKOTEPO», KATA TOUG KATOVOAWTEG, TPOTTO TIPOCEYYIONG TOUG ATTO TOUG
TWANTEG. Méow Twv epwTnuaToloyiwv autwv Ba yivel pia TTpooTdbeia
«KATAVONONG» TWV «BEAWY TWV KATAVOAWTWY, CUUTTEPIAAUBAVOUEVOU Kal TOU
TPOTTOU €6UTTNPETNONG TOUG 1) TOU TTWANTA a11d TOoV 0TT0i0 Ba £TTIBUPOUCE 1BAVIKA
va egumrnpetnBei. To oUvOAO Twv €EePXOUEVWVY TTANPOPOPIWYV TTPOKEITAI VA
XpnoigotroinBolv  KaTAAANAQ yia TRV TTPOCOPUOYH TWV HOVTEAWV TEXVIKAG
TTWANONG TToU ava@épovTal otn BIBAIOYpa@ia, OTn OUYKEKPIYEVN ayopd Twv

UYPWV KAQUOIJWV.

Ta epwTtnuaTtoAdyia Ba TTpaypaToTToinBolv o  TIpATAPIO  TOou  OIKTUOU,
atreuBuvopevol o TTEAATEG O OTToiol Ba TTEPIUEVOUV TO QUTOKIVNTO TOUG YIO
TAUCIMO. Me TOV TPOTTO QuTO €ival duvatd va €Cac@aAiocBolv Kal ATTavTroEIg
TTEAQTWV Ol OTTOIOI YIa TOV OTTOI0 AGYO, UTTOPEI va PNV £podidlovTal KAUOIKJOo aTro
TO OUYKEKPIYEVO TTpaTrplo. Me Tov TPOTTO QUTO, OEV ATTOOTIWVTAI TTANPOPOPIES
MOvOo atré Toug loyal TTeAdTeg, aAAG Kal Ao «Tuxaioug». ATO TNV GAAn, ol
TTEAGTEG 01 OTTOI0I B TTEPIPEVOUV OTNV aiBouca yia To auTokivnTd TOug, Ba éxouv
TN d1A0e0N Kal TO XPOVO va OTTavTACOUV OTO OUYKEKPIMEVO €PWTNUATOAOYIO, ME

QTTOTEAECUA O ATTAVTACEIG TOUG va gival AiyOTEPO BERIOCUEVEG.
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1.3.2. TAPATHPHZH TOP SELLERS

2T0X0G TNG TTApPATAPNONG QUTAG €ival N avaAuon Kal KaTaypaer Twv TEXVIKWV
TTWANONG TTOU XPNOIYOTTOIOUV Ol KAAUTEPOI TTWANTEG TOU OIKTUOU, N €QAPUOYN
TWV OTTOIWV  TEXVIKWYV TOUG KATATAOOEl OTOUG  KOPUQPAIoUG  TTWANTEQ
dilagopoTroiNuévwy  TTPoidvTwy.  Agdouévou, OTI n  Tpowbnon  Twv
SIAPOPOTIOINUEVWY KAUCIUWY Eival ApTia ouvOEdEPEVN KAl JE TV WPA Kal PEpa
Tpowbnong, Bewpeital eUAOYO n TTAPATAPENON auThH va AdBEl Xwpa PE TETOIO
TPOTTO WOTE va KOAUTITEl OAEG TIG NuEPES TNG €Bdopdadag. 'ETol Aomdv, oTa
TAQIOI0  TNG  OUYKEKPIYNEVNG  OITTAWMATIKAG  €pyaciag,  TIPOKEITAI  vd
TTpayuarotroin@ouv cuvoAiké 150 TTapaTnpProeig, KOAUTITOVTAG OAEG TIG NUEPES
NG €BOouadag. 210 [lMapdptnua TTOPOUCIAeTal N QOPUA N OTIoIx

Xpnoigotronenke katda n maparipnon Twv top sellers.

1.3.3. ZYNENTEY=EIZ TOP SELLERS

O1 ouykekpIpéveg OuvevTeEUEEIG TTPOKEITAI va AGBOUV XWpa TTPOKEINEVOU va
eviommioBouv onueia Ta  omoia  TTapeAnednoav  katd Tn  dladikacia  TNG
TTapatipnong Toug. O1 ouvevTel&elg auTéG TTPOKeITal va AngBolv atmd Toug
KOPUPAIoUG TTWANTEG TOU BIKTUOU WG TTPOG TIG TTWANCEIG TwV dIAPOPOTTOINKEV WV
Kauoigwyv. Ta ouykekpiyéva atopa Trpoteivovral atrd Toug site managers Twv

TTPATNPIWV TTOU €p@avifouv TIG PEYOAUTEPEG TTWANCEIS O dIAPOPOTTOINUEVA
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Kauoiya. Zuykekpiyéva, Ba AneBouv 10 cuvevreugelg top sellers, OTmwg ol

TeEAEUTAIOI TTPOTABNKAOV ATTO TOUG Site managers Twv SIOKEKPINEVWY TTPATNPIWV.

1.3.4. ZYNENTEYZ=EIZ TQN SITE MANAGERS

KaBwg 6uwg, n utrokivnon kai n ekmraideuon Twv top sellers, atmmoTeAei dueon
ouvéTrela TnG €Tmidpaong Tou site manager, KpiveTal OKOTTIMO va An@Bouv
OuvevTEUEEIS Kal aTTd TOUG Site managers Twv OuyKekpigévwy top sellers. IMNa 1o
Aoyo autd Ba trpayuatorroinBouv 10 ouvevTeUEelig Ye Toug site managers, €101
WOTE VO KAtaypagouv Tuxov key points kard tn diadikaoia eKTTaideuong Kal
UTTOKIVNONG TWV TTWANTWV aT1TO TOUg TEAeUTaioug. AlEUKPIVICETaI OTI TTIPOKEITAI YIA
TOUG QVTIOTOIXOUG site managers Twv TTaparradvw top sellers, armé Toug otroioug

B8a An@BoUv o1 TTapaTTdvw CUVEVTEUEEIG.

1.4. AIAPOPQ2H THZ AINAQMATIKHZ EPTAZIAZ

H ouykekpiuévn dITTAWUATIKA €PYyaCia n OTToid ATTOOKOTIEI OTnV avamruén Tou
MOVTEAOU TEXVIKWV TWANONG, TTOU OX1 HOVO XPNOIMOTIOIEITAI OTNV ayopd uypuwv
KAQUOigwyv aANG em@EPEl Kal TTOAU UWNAEG TTWAACEIG Ot dIa@OPOTIOINUEVA

TTPOIOVTA, aTTAPTICETAI ATTO TA TTAPAKATW KEQAAQIA:

- Consumer’s Decision-Making Process
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Customer Selection Criteria — Customer Value
MpoowWTTIKA TTWANCN O€ TTPATHPIO KAUCTUWYV

O1 TEXVIKEG TTWANONG OTA TTPATHPIA UYPWYV KAUCINWV
ATtToTeEAéOATA TNG EPEUVAG

Meplopiopoi — MNepairépw €peuva
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KE®AAAIO 2

CONSUMER'’S DECISION — MAKING PROCESS

21. EIZArQrH

O1 emyelpAoEIS TTPOOTTABOUV CUVEXWG VA OTTOKTACOUV KATTOIO QVTAYWVIOTIKO
TTAEOVEKTNUA, MEOW TOu omoiou Ba auffoouv Tnv kepdogopia TOug. TIg
TTEPIOCOTEPEG POPEG TO AVTAYWVIOTIKO TTAEOVEKTNUA OUVOEETAI APECA MPE TNV
TIAPN IKAVOTTOINON Tou TTEAATN €iTE ATTO TNV Ayopd Tou TTPOIOVTOG €iTE ATTO TNV
ayopaoTikh eptreipia. KaBwg Opwg, kAt Tétoio dgv e€aptaTtal pévo amd Tn
TTPoOoTdbeia Tou TWANTA va TTapAcxel TO KOAAUTEPO Ouvatd ouvouaouo
eEUTTNPETNONG, AyoPaOTIKOU TTEPIBAAAOVTOG, TTPOIOVTOG Kal TIMAG, aAAd Kal aTTd
TOV TPOTTO TTOU O KaTavaAwTAG ouvnBilel va atrogaciCel kalr va aglohoyei, ivai
aTTOPAITNTA KAl N KATAVONON TOU TPOTIOU PE TO OTT0I0 O TEAIKOG KOTAVOAWTAG
atTo@aacifel Kal agIOAOYEi TIGC AYyOPAOTIKEG TOU CUUTTEPIPOPES. TN TTEPITITWON TWV
TTPATNPIWV KAUCIiPdwy, €av 0 TTEAGTNG aiIoBavOEei OTI 0 TTWANTAG KATAVOET TTANPWG
TIG AVAYKEG TOU Kal TI AKPIBWG €mMICNTEl aTTd TIG UTTNPETIEG Tou, TOTE augdvovTal

ONMUAVTIKA Ol TIBavOTNTEG YIa TN TTIOTOTNTA TOU CUYKEKPIUEVOU TTEAATN. AuTO Ba
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OQEINETAl OTO OTI PEOW TIC OWOTAG EVNUEPWONG Kal €EUTTNPETNONG ATTO TNV
TTAEUPA TOU TTWANTH], 0 KATAVOAWTAG OuvTopEUEl Tn dladikaoia Ayng ammogacng,
KaBbwg dev ptraivel TTAéov oTn dladikaoia eAv Kal KAtd TTOCO n €TTIAOYI TTOU €XEI

Kavel gival n owoTA R OxL.

2.2. THE CONSUMER DECISION PROCESS

H diodikaoia ocUpgwva pe Tnv otroia 0 KaravaAwTtng AauBdvel pia amégaon

ayopdg atroTeAeiTal atTd Ta €§AG otédia’

ANATNQPIZH ANAZHTHZIH AEIOAOTHEZH ATIOKTHXZH
ANAT'KHX p{ HAHPO®OPIQN p{ ENAA. ENIAOT. » MIPOIONTOX |—p
KATANAAQXH AZEIOAOIHZH AITAAAATH
—p MMPOIONTOX 4 THX ATOPAX P MMPOIONTOX

EIKONA 2.1. Itadia Sdiadikaciag Consumer Decision Making

v Avayvwpion avAaykng

v' Avalntnon TAnpo@opIwv

V' AZI0AGyNoN TwV VAAAOKTIKWV ETTIAOYWV
V' ATréKTnON TTPOIGVTOG

v' KaravadAwan 1TpoidvTog

V' AgIoAGynaon TG ayopdg (UETE TNV KaTavAAwaon Tou)

" Blackwell, Miniard & Engel, 2001
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v' AmraAAayn (divestment) atté To TTpOoidV

H kaAn yvwon Twv Bnudtwy autwy Bonbd Toug TTWANTEG va KATOOTPWOOUV TTIO
QATTOTEAECPATIKA ETTIKOIVWVIOKA TTAAGva TTPOKEINEVOU VA TACOUV OTnV ayopd-

OTOXO TTOU £TTIBUNOUY. 2

2.2.1. ANAI'NQPIZH ANATKHZ

O karavoAwTng arropaciCel va Tpofei o€ KATTola ayopd HPOVOV KAl av €XEI
avayvwpioel Katmola avaykn Tou. Q¢ avdykn, opideTal OTIONTTOTE O KATAVAAWTAG
avTINGUBAVETAI WG ATTOPAITATO yia TNV UTTaPER Tou. H avayvwpion auTr) JTTopeEi
va yivel eite ouveidnta eite aocuveidnta. O Abraham Maslow 1epdpxnoe TIg
QavAYKEG TOU avOPWTTOU TTAPOUCIAZoVTAg TO POVTEAO TTOU TTOPOUCIACETal OTNV

Eikéva 2.2.°

Self-
actualiztion
needs

Esteem needs
Social needs

Safety needs

~ Physiological 1

EIKONA 2.2. O1 avayKeg TOL avOpOTTOL COPPWVA HE TO HOVTEAO Maslow

*Blackwell, Miniard & Engel, 2001
*0Ogden&Ogden, 2005
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ZUPQwva Je To POVTEAO autd uttapyouv S5 emmimeda avaykwv. Otav Katroia
avaykn Ogv €xel eKTTANPWOEI TOTE dnuIoupyEiTal TTiEoN OTO ATOUO, PE ATTOTEAEC A
va Tov TTapakivrioel va AdBel dpdor. 'ETol, TTOAEG opEG 0 AvBpwTTOG TTPOCTTAOET
va Bpel TPOTTOUG va aTTEAEUBEPWOEI TNV TTiECN AUTH, TTOU TTPOKARBNKE aTrod
KATTOIO aVEKTTARPWTN avaykn Tou. Otav eKTTANPwOOoUV OAEG OI avAyKES KATTOIOU
OUYKEKPIPEVOU ETTITTEOOU (CUPQPWVA PE TO POVTEAO), TO ATOoPOo TTpoOoTTaBEl va
EKTTANPWOEI KaI TIG UTTOAOITTEG AVAYKEG, EEKIVWOVTAG ATTO TO XAUNAOGTEPO ETTITTEDO
Kal KaTeuBuvouevog Tpog Ta TTavw. O1 TTwANTEG aoxoAoUuvTal Kupiwg pE TNV
EKTTANPWON TWV AVOYKWV TOU XapNASGTEPOU €ITTESOU (PUOIOAOYIKEG avaykeg). H

ayopd Kauaigou aTroTeAei TTAéoV KaBnuepIv avaykn.*

Emeidf) o1 avdaykeg €mOpoUv onUAVTIKA OTn CUUTIEPIPOPA TOU KATOAVAAWTH,
OTOXOG TWV TTWANTWV €ival va KATOVOROOUV TI KAl PE TTOIO TPOTTO Ol KATAVOAWTEG
TTAPOKIVOUVTAl OTIG eKAOTOTE ayopég Toug. OTwg ndn avagépbnke, 1o {AThUA
gival o1 TIG TTEPICTOTEPEG POPES O KATAVOAWTAG eV avTIAAPPBAVETAI EYKAIPWS KOl
OWOTA TIG AVAYKEG TOU. 2TO ONUEIO AUTO €ival Kal N TTPOKANCN TwV TTWANTWV, Ol
oTT0i0l KAAOUVTAI ATTO TN Hia va PETATPEWOUV TIG AVAYKEG O€ «BEAWY Kal aTTd TNV
GAAN va d1aB£oouv aTNV ayopd TTPOIOVTA TA OTToIx TTPOKEITAI VA EKTTANPWOOUV TIG
QVAYKEG TwV TIEAATWV TOUG OATTOTEAECPATIKOTEPA O OXEON HE QUTA TWV
QVTOYWVIOTWVY TOUG, VA BEATILOOOUV TA ETTIKOIVWVIOKA TOUG TTPOYPAUUATA KOBWG
Kal va dnPIoUpynoouV TTI0 AVeTa Kal QIAIKOTEPa dikTua dlavoung. ‘ETol, o1o Xwpo

TWV TIPATNPIWY, O TTWANTEG KAAOUVTAI va HPETATTIEIOOUV TOUG KOTAVOAWTEG va

* Ogden & Ogden, 2005
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XPNOIMOTTOINCouUV dlagopoTroinuéva KaUoIua, XprRon n oTroia Ba Toug TTPOCPEPE!
Mia agéxaoTtn odnyik amdéAauon, KATI TTou Ogv gixav ouveidntotroinoel o1 Ba

neeAav.

2UYKEKPIMEVA QVOQPOPIKA HE TO XWPO Twv TIPATNPIWY, N ayopd KAugiuou
atroTeAei TTAEoV KaBNuePIvVA avaykn. OTToTE, 0 TTwANTAG &€V KOAEiTal va TTEioEl TOV
KaTavaAwTry va ayopdoel amAd Kauoigo, aAAd va TOV EVNUEPWOEl yia Td
dlagopoTToiNuéva KaUoIua Kal Ta UTTOAOITTA TTPOIOVTA KOl UTTNPECIEG TTOU DIABETEI
TO TTPATHPIO, OTTWG AGdIA QUTOKIVITOU, UYpd @pPEévwy, aEECOUdP QUTOKIVITOU,
TIAUCIJO QUTOKIVITOU K.4. KATI TETOIO ATTOOKOTIEI TOOO OTNV HEYIOTOTTOINON TNG
IKQVOTTOiNONG TOu TrEAATN, OO0 KAl OTn MEYIOTOTIOINON Twv KEPOWV TOU
TTpaTnpiou, KaBWG Ta dIAPOPOTIOINUEVA KAUCIUA, TIPOIOVTA KAl UTINPECIES

TTAPEXOUV OTOV TTPATNPIOUXO MEYAAUTEPQ £0000.

2.2.2. ANAZHTHZH NAHPO®OPIQN

MOAIG avayvwpileTal n avaykn atro Tnv TTAEUPA TOU KATAVOAWTK), O TEAEUTAIOG
apxicel kal avadnta TTANPOQYOpPIEG Kal AUCEIG TTPOKEIUEVOU VA IKAVOTTOINOEl TIG
KAIVOUPYIEG avAYKeS Tou. H avadntnon autr) Twv TTANPOQOPIWYV UTTOPE va eival
EOWTEPIKA 1 €CWTEPIKA. QG €0WTEPIKN avalTnon ava@EéPETal €KEIVN N OTToIx
BaoileTal oTn yvwon TToU «avTAgiTa» a1rd avOouVAOEIG TOU KOTAVOAWTA A TTOU

QVOQEPETAlI OE YEVETIKEG TAOEIG Tou TeAeutaiou. Q¢ efwTepikr avalntnon
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avo@épeTal ekeivnp n omoia Baciletar otn ouAAoynry TTAnpo@opiwv atrd TO

OIKOYEVEIOKO A QIAIKO TTEPIBAANOV 1) akOUa Kal aTTd ThV ayopd.

To upnAkog kai 1o B&Bog TG avalditnong egaptdtal atrd TTOAAOUG TTAPAYOVTEG
OTTWG N TTPOCWTTIKOTATA, N KOIVWVIKN TAEN, To €106dnua, 1o péyebog (agia) Tou
TIPOIOVTOG TTOU TTPOKEITAI O KATAVAAWTNG VO OTTOKTACEL, N IKAVOTIoinon Tou
TeAeuTaiou, N avTiAnwr Tou yia SIAQOPEG UTTPAVTEG, KABWG KAl OI EUTTEIPIEG TOU
TTapeABOvToG. O1 TYEG TTANPOPOPIWY opadoTroloUvTal o€ U0 KaTnyopieg (a)
marketer-dominated kai (8) nonmarketer-dominated. Aéyovrag marketer-
dominated ava@epOuaoTe OTIC TTANPOPOPIEG TTOU AVTAEI O KATAVOAWTAG aTTd
OTTOI EVEPYEIQ TTOU KAVEI O AIAVOTTWANTAG YIa TNV KOAUTEPN TTANPOPOPNON TOu
TEAEUTAIOU PE ATTWTEPO OTOXO TNV TIWANCN Tou TIPOIGVTOG. AvAueoca OTIQ
EVEPYEIEG QUTEG ouuTTEPIAQUBAVOVTAl O1 dIaPNUIcEIS, O TTWANTEG, web sites Kai
onueia TTwANONG Tou TIPOIOVTOG. H TTANPo®OpNoN TwV KATAVOAWTWY OPWG dev
TTEPIOPICETAI €0W, OAANG ETTEKTEIVETAI KAl O€ TINYEG OTTOU 1N €TidOPACH TWV
AlavoTTwANTWYV gival eAAXIOTn. Oa PTTOPOUCE VA TIEl KAVEIG OTI Ol TTNYEG AUTEG
gival KPITIKAG ONUOOIag yia Tov KATavoAwTr yia Tnv AQqyn TG améeaong
aTTOKTNONG TOU TTPOIovVTOG. TETolEG honmarketer-dominated TTnyEg €ival To QIAIKO
Kal OIKoyevelako TTepIBaAAov, Ta péoa padikng evnuépwong K.4. NMoAAEG @opég ol
KatavoAwTég  emnpeddovTtal amd 1o word of mouth, ommd ava@opés un
KEPOOOKOTTIKWY Opyaviopwy OTwe Ivomimouta  KatavaAwTwy, KuBEPVNTIKEG

avaQopég 1 aTré Ta unvupaTa Twv Meowv Malikrig Evnuépwong. °

3 Blackwell, Miniard & Engel, 2001

13



KE®AAAIO 2 — CUSTOMER’S DECISION-MAKING PROCESS

Ava@opikd pe Tov KAAOO Twv TTPATNPIWY, 01 TTETPEAAIKEG ETAIPIEG Eival EKEIVES Ol
otroieg eAéyxouv TIG marketer — dominated Tnyég TTAnpopopnong. Méow Twv
dlapnuicewyv (TNAEOTTTIKEG, PABIOPWVIKEG K.A.) KOl TWV TTPOWONTIKWY EVEPYEIWV
Ol €TQIPIEG TTPOCTTOBOUV VA EVNUEPWOOUV TOUG KOTAVOAWTEG OXI MOVO yia TO
Miyua Twv TTpoidvTwy TToUu O1aBéTtouv aAAG Kai yia Tnv TToIdTATA aQuTwv. Ta
TEAEUTAIQ XPOVIA n TIPOOTTABEID EvNUEPWONG €xEI ETTEKTOOEI Kol péoa OTa
TTPATAPIa KABWGS 0 POAOG TWV UTTAAANAWY OTIG avTAiEG £xel AAAGEEI, KOBWG TTAEoV
oev gival atrAoi utTdAAnAol TTou BonBouv pévo otov €@OdIOCUS Tou TTEAATN HE
KAQUOINO aANG  TTOu  €TTIONG  EVNUEPWVOUV  TOUG  TEAEUTAIOUG yia  Ta
dla@opoTToINUEVA TTPOIOVTA KOl UTTNPECIEG TTOU TO TIPATAPIO TOUG TTPOCQPEPEL.
ZXETIKA pe TG non-marketer dominated 1nyég, péow Tou word of mouth Ta
TTPATAPIA ATTOOKOTTOUV OTNV auénon Twv TTWANCEWY TOUG, TTOU £XEl 0av APECO
atroTéAecua TNV auvénon Tng kepdogopiag Toug. Eival yvwotd OTm évag
EUXAPIOTNUEVOG TTEAATNG aTTOTEAET TTNY TTOAWYV VEWV Adyw Tou word of mouth.
QoT1O600 N amoéKTNON €vOg IKavoTroinuévou TTeEAATn Ba gival To amoTéAeopa Tng
OWOTNAG €EUTTNPEETNONG KOl EVNUEPWONG TOU TTEAGTN atrd Tov TTwANTH. lMAfov
Aorrév, dev TTpokeiTal atmAd yia utTTaAAAAoUG TTPaTNPEiIWV aAAG yia TTWANTEG, TTOU

EKTOG TWV GAAWV aTToTEAOUV KAl JECTA EVNUEPWONG KAl TTPOWBNONG TTPOIOVTWV.

H diadikacia mAnpopopnong (Information Processing) armoteAcital amd pia
o€Ipd BNUATWY, aTTd TNV OTIYUN TTOU O KOTAVAAWTAG EKTIOETAI OTNV TTANPOYOpIa.
Ta BAPaTa AUTA €ival Ta TTAPAKATW:

- 'EkBeon Tou katavaAwTh oTnv TTAnpogopia (Exposure)

14



KE®AAAIO 2 — CUSTOMER’S DECISION-MAKING PROCESS

- Tpoaooxn otn TAnpogopia (Attention)
- Karavéonon mAnpogopiwv (Comprehension)
- Atmodoxn TAnpogopia (Acceptance)

- Alatipnon Tng TAnpogopia ot pvAun (Retention)®

2Tnv TTWANonN €ival Baoikétatn n KavoTnTa Tou TTWANTA yia segmentation Tou TTEAATN.
Edv o TTwANTAG Karavonon £ykaipa KAl CwWoTA O€ TToI0 segment avrkel o TTEAAGTNG TToU
QVTIMETWTTIOEI, Ba TOV TTPOCEYYIOEI HE TOV CWOTO TPOTTO TTPOKEINEVOU OXI JOVO va Tou
dwaoel TNV TTANPOPoPIa AAAG va TOU ETTIKEVTPWOEI TNV TTPOCOXN OTa dEovTa onuEia £T01
woTe va Bonbrioel Tov TeAeutaio va kKartavoroel TTANPwG Tn TTANPo@opia Kal va Tn
dIaTNPEAOCEI OTN PVAMN TOU Kal va TNV €MKOAECOEi Katd Tnv emoéuevn ayopd Tou. 'ETOl
Aormév, KaTtd TNV ayopd Kauoipwy, gival BacikOTaTto o TTWANTAG va KAataAdBel o€ TToI0
TUAMa (segment) avikel o TEAdTnG. To segmentation Bacifetar ota dnuoypa@ikda
XOPOKTNPIOTIKA, Ta KUBIKA Kal TO €i00¢ TOU QUTOKIVATOU, KABWGS Kal 0TO VTUCIUO TOU
TeAeuTaiou. ‘ETol Aoimmdv, OTn TTEPITITWON TTOU OTN TTAATQOPUA EICEPXETAI QUTOKIVNTO
1800cc TeAeuTaiag TexvoAoyiag, o TTwANTAG avTIAauBaveTal OTI O CUYKEKPIPEVOG TTEAATNG
evOIa@EPETAl TTOAU YIO TA YPryopad Kal TTOAUTEAR] AuToKivnTa, OTI £€XEI KATTOIA OIKOVOWMIKI)
EMPAVEIQ Kal OTI AVAKEI OTN YETAia 1} avwTaTn KoIvwVIKA Ta¢n. OAa autd uttodeikviouv
OoToV TTWANT OTI O OUYKEKPINEVOG TTEAATNG €xel Tnv duvatotnta va Olabéoel éva
MEYOAAUTEPO TTOCO XPNUATWY yia TNV ATTOKTNON KOUCIJOoU TTou Ba Tou TTPoo@EPEl Hia
BeATiwuEVn 0dnyIKn euTTEipia. To Katd TToco Ba BeAnoel va Kavel KATI TETolo, eEapTdTal
QATTOKAEIOTIKG ATTO TNV IKOVOTATA TOU TTWANTA VO TOV EVNUEPWOEI KAl TTEICEI TOV TEAEUTAIO

va TO OOKIYAoEl. 2Tn TTEPITTTWON auTtr) 0 TTWANTAG Ba eTKEVTPWOEI oTnV TTapPOXN

% Blackwell, Miniard & Engel, 2001
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TIANPOPOPIWV OXETIKEG PE TNV TIOIOTNTA KAl TA XOPAKTNPIOTIKA TOU OUYKEKPIMEVOU

TIPOIOVTOG, TTAPA TNV TIUK TOU.

2.2.3. A=ZIOAOINHzH TQN ENAAAAKTIKQN ENMIAOIQN

Meta Tnv avalitnon Kai Tn ouA\oyr) Twv ATTAITOUPEVWY TTANPOYPOPIWY YIO TNV
KAAuwn NG avaykng Tou, o KatavaAwTtig Ba tpétrel va AdBel pia amégaon, n
otroia Ba eival n BEATIOTN O¢ oxéon pE OAEG TIG UTTOAOITTEG EVAAAOKTIKEG. EGv n
QTTOKTNON TOU OUYKEKPIMEVOU TTPOIOVTOG aTTOTEAE diadikaoia pouTivag, n @aon
auTr) Ba diINpkeoe eAAXIOTO OEUTEPOAETTTA | UTTOPEI KOO Kal va TTapaAn@Oei.
AvTiBeTa, €dv TTPOKEITAI YIa Pia véa atTOQaAcn 1) yia €va akpIRO TTPoiov, N @Aaaon

auTA Ba dlapkETEl TTOAU TTEPICOOTEPO.

O1 KatavoAwTEéG XPNOIMOTTOIOUV VEES 1) TTAAIEG QEIOAOYNOEIS TTOU TTPOUTTAPXAV
OTN MVAMN TOUG, TTPOKEIUEVOU va €TTIAECOUV TTPOIOVTA, UTTNPECIES, ETTWVUUIEG,
KATOOTAMATA, ETTIAOYEG Ol OTTOIEG TTPOKEITAI VA TOUG TTPOOOWOOUV UEYAAUTEPN
IKQVOTTOINON KATA TNV OTTOKTNON KAl KATaVOAWON TOU TTPOIOVTOG. AIAQOPETIKOI
KATavoAwTEG €XOUV Kal BIa@opeTIKA Kpithpia agloAdynong (evaluative criteria) —
TA TTPOTUTTA KOI TA EI0IKA XOPAKTNPIOTIKA T OTTOI0 0 KATAVOAWTAG XPNOIUOTTOIE]
TTPOKEINEVOU VA OUyKpivel BId@opa eVOANOKTIKA TTPOIOVTA ] ETTWVUHIEG PETAEU
TOUG. 2TNV ayopd Kauoiywy, KAaTavaAwTEG o1 oTToiol gival price sensitive (Kupiwg

Ol YUVAIKEG 1 ATOPO WE AUTOKIVATA pECAiou ) MIKPOU KuBiopou) wg KPITHAPIO
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agloAdynong €xouv TNV TIUA, oTmoTE Ba €MICNTOUV KAl TO QTNVOTEPO TTPATAPIO.
ATIO TNV GAAn, KOTaVAAWTEG PE QUTOKIVNTA PEYAAWY KUBIOPWY ETTIKEVTPWVOVTAI
TTEPICCOTEPO OTA TTOIOTIKA XOPAKTNPIOTIKA KAl OTIG 10I0TNTEG TOU KAUGIUOU TTOU

MTTOPOUV VA TOUG TTPOCPEPOUV 0dNYIKK atréAauan.

Katrola xapaktnpioTIKA yvwpiopoTa he Baon Ta oTroia oI eVOAAOKTIKEG ETTIAOYEG
aglohoyouvtal opadotroioUvTtal wg €EAG (a) TTpoegéxovta (salient) kar (B)
TTPoadIopIoTIKA (determinant). Ta TpoegExovria XapakTnEIoTIKA AauBdvovTal
armd  TOUG KATOVOAWTEG WG  TA  ONPOVTIKOTEPA KOl OQVAPECA  TOUG
oupTreEpIAapBavovTal n TIPA, N agloTmoTia Kal GAAA XapakTnPIoTIKA T OTToIx
mOTEUETAI OTI DIAPEPOUV EAAXIOTA QVAUECA OE TTAVOMOIOTUTTA €idN TTPOIOVTWV.
QoT600 01 eVOANNOKTIKEG €TTIAOYEG  OIOQEPOUV  ONUOVTIKA OXETIKA pPE  TA
TIPOOdIOPIOTIKA XAPOKTNPIOTIKA, OTTWG €ival TO OTUA, n amméxpwon K.d. Ta
XAPAKTNPIOTIKA auTd TTPoodlopifouv TEAIKA TTOId ETTWVUHIA A TTOI0 KATAOTNUA O
KATavOAWTAG TEAIKA Ba €TTIAEEEI, €IBIKOTEPA OTN TTEPITITWON TTOU Ol KATAVOAWTEG
moTeEUOUV OTI Ta TTPOEEEXOVTA XAPOKTNPIOTIKA gival idla yia TTpoidévTa Tou idlou
€idoug. Ta TTPOCdIOPIOTIKA XAPOKTNPIOTIKA TIAICOUV ONUAVTIKOTATO POAO OTNnV
etmAoyr] SlI0QOPOTTOINUEVOU KOUGIKOoU, KaBWG n Xprion &vog TETOIOU KAUuOiuou
KAVEl TOV KATAVOAWTA va aloBAveTal va dIa@opoTToIEiTal AaTTd TOUG UTTOAOITTOUG
KatavoAwTég, TTpoodidovTdg Tou pia 1diaitepn aiobnon euxapiotnong (added

value) aveéapTATWG TWV ISIOTATWY TOU KAUGIOU wg TTpoidv (salient). 7,

" Blackwell, Miniard & Engel, 2001
¥ Ogden&Ogden, 2005
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2.2.4. ATIOKTHZH MNMPOIONTOZ

Evw Aoimmdv, o katavoAwThg €xel agloAoynoel TIG eVAAAOKTIKEG TOU ETTIAOYEG,
TTpofaivel o€ KATTOIO aTTOPACN OTTOKTNONG 1 OXI TOU TTPOIOVTOG. TN PACn auTh
UTTEICEPXETAI KOl N onuacia g agiag (customer value), mTou €xel yia TOv
KatavoAwTr pia Tétola avraAAayr], KaBwg n TPagn ayopds KATTOIOU TTPOIdVTOG
oupTTEPIAaBAvEl avTaAAayr TTPOIOVTOG (TTOIOTNTA, AEITOUPYIKA XAPOKTNPIOTIKG
K.4.) pe KaTToleg Buoieg atmd Tnv TTAEUpd Tou KaTavaAwTh (XpripaTta, Xpovog,

améoTaon k.4.)."

Edv n avmAapBavouevn «agia» TOU TIPOIOVTOG UTTEPREl TO
KOOTOG TTOU TTPETTEl VA KATARAAEI O KATAVOAWTHG TTPOKEINEVOU VA TO OTTOKTHOEI,
16TE TO customer value Ba cival BeTIKO Kal TO TTIOAVOTEPO €ival 0 TEAEUTAIOG va
TTpoBei otV ayopd Tou TIPOoIdvToG. 'ETOl AoITTdv, yia évav KaTavoAwTr price
sensitive n ayopdg evOg OXETIKA TTOIOTIKOU KAUGIMOU O€ XaUNAr TIurf, autd TTou
Ba peyioTotmmoifoel 1o customer value Tou €ival n TIuA, a@ou Ba aicBAveTal
IKAVOTTOINUEVOG aTTd TV ayopd Tou, KABWG eKTTANpwOoE Mia avdaykn Tou
€EOIKOVOUWVTAG Kal KATTOI0 11000 XpNuaTwyv. ATO Tnv AAAn, yia KATtoiov
KATAVOAWTI) O OTI0I0G €EVOIAMEPETAl YIO TA TIOIOTIKA XOAPOKTNPIOTIKA TOU
TTPOIOVTOG, auTd TToU Ba peyioToTToINoEl To customer value Tou gival n armdéAauon

otnv odAynaon TTou Ba Tou TTPOCPEPEI TO KAUGIKMO AOYW TwV IBIAITEPA TTOIOTIKWV

TOU XAPOAKTNPIOTIKWV.

O kotavaAwTAg pTTopEl va akoAouBnoel ToTd Ta Trponyoulueva Tpia BrpaTa

Ayng ammépaong kal 6tav £pBel n OTiyu va arro@aciosl TToio TTpoidv Ba
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ayopdaadeEl, N amopacn auTh PTTopEi va eival SIaQOopETIKA atmd Tn cuvnBIiouévn.
KaT 1é1010 o@eileTal ouvABwg o€ yeyovoTa TTou EAaBav xwpa Katé Tn didpKela
NG ayopaoTikAg diadikaoiag. ‘ETol Aoimmov, n Tpoo@opd KATToIoU TTPOIOVTOG O€
IBIAITEPA XAPNAN TIUA, 1 N CUCATNON TOU KOTAVOAWTH ME KATTOIOV QVTAYWVIOTH
¢utrelpo TTWANTA | KA&ToI0 dUCAPECTO CGUMPAV, MUTTOPEI va ATTOTPEWOUV TOoV
KATavVOAWTH a1md TNV avapevouevn amogaon ayopds. MNa 1o Adyo auto, ol
KOAUTEPOI TTPATNPIOUXOI KATOQEPVOUV va eMRAAOUV oTa TIpaThpId TOUG TIG
€IKOVEG Kal Ta 1IDIAITEPA XOPOAKTNPIOTIKA, TTOU Ba TOUG KAVOUV va KUPIapXoouV
TNV ayopa-0TOX0, TTPOCPEPOVTAG OTOUG TTEAATEG TOUG QEEXOOTEG AYOPAOTIKEG
euTTEIpieG. TETOIQ XOPOKTNPIOTIKA €ival KaBapd kal euxdpioto TrePIBAAAOY,
KaBapoi kal guyevikoi UTTAAANAOI Kal n TTOAU KOAr €Eutnpétnon (kKaBapiopog

TCapIwy, avolyua Katrmmou, CUPTTARpwWHa Aadiwv, EAeyxog aépa oTa AGOTIXa K.4.)

2.2.5. KATANAAQZH MNPOIONTOZ

H karava@Awon Tou TIPOIOVTOG UTTOPEI va Yivel AUECA | PETA ATTO KATTOIO XPOVIKO

didoTnua PETG aTrd TNV ayopd. H kaBuoTtépnon OXETIKA PE TNV KATAvAAwaOn Tou

TTPOIOVTOG, TTapaTnpEeital ouvABwg OTav 0 KATAvoOAWTHG €Kkave Tnv ayopd egairiag

KATToIaG TTPOCPOPAS HE IDIAITEPA XAMNAA TIUN, ME ATTOTEAEOUA va pnv gival duvartr n

GuEON KaTavAAwon ToU TTPOIOVTOG. KATI TETOIO TTapaTNPEITAl CUVABWG OTNV TTEPITTTWON

Twv price-sensitive TTeAatwyv. O TPOTTOG PE TOV OTTOIO XPENOIMOTIOIEITAI TO TTPOIOV

UTTOONAWVEI €AV Kal KOTA TTO00 0 KatavaAwTtAg Ba Eavayopdaoel ) Ox1 To TTpoidv. Edv o
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TEAEUTAIOG BEV TO XPNOIUOTIOIEI OTTWG AKPIPWG TTPOTEIVETAI KAI ATTO TIG 0dNYiEg XPHOEwG,
QuUTO ATTOTEAEI KivOUVO O KATAVAAWTAG VA PNV PEIVEI EUXAPIOTNPEVOG ATTO TNV ATTOd00N
TOU TTPOIOVTOG. KATI TETOIO €XEl WG KiVOUVO O TTEAATNG OXI MOVO va unv Eavayopdaoel TO
TTPOIOV OAAG KAl va TO dUOPNMIOEl KIOAQG, PE OTTOTEAEOUA TN MEIWON TwV dUVNTIKWV

reAatov. 1°

Evw Ba Trepipeve Kaveig OTI OTO XWPO TWV KAUCIUWY, TO KOPPATI autd va unv €maie
onUAvTIKG pOAo, o TPOTTOG 0drynong (0TTOTE KATAVAAWONG KOUTIUOoU) TTaiCel KATAAUTIKO
POAO oTnv dnuioupyia TNG CWOTAG €IKOVAG yia To Kauoipo. Edv o odnydg cuvnBiceTal
oTnv ETOETIK) 0dAYNON, AUTO £XEI OV ATTOTEAEOUA TNV PEYAAUTEPN KaTavAAwaon Tou
Kauoiyou. ETriong, n emBeTikp odrjynon &ev Oivel T duvardétnta otov odnyd va

KataAdBel Tn diagopd PeTagu evog dIa@OPOTTOINUEVOU Kal VOGS KOIVOU KAUGTIiUOoU.

2.2.6. AZIOAOI'HzZH THZ ArOPAz

2Tn @daon auth Ba agloAoynBei edv 0 KATAVOAWTAG €XEI PEIVEI i} OXI EUXOPIOTNPEVOG ATTO
TNV €mAoyr Tou. H egutnpétnon Traifel kataAuTikd poAo. Ikavotroinon (satisfaction)
oupBaivel 6Tav ol TTPOCdOKIEG TOu KATAVOAWTA TauTi(ovtal Ye Tnv avTiAapBavouevn
atrédoon Tou TTPOIOVTOG. AvTiBETa, MNn IKavoTroinon (dissatisfaction) cupBaivel 6tav n
avTiAauBavopevn  a1rédoon Tou TIPOIGVTOG Ogv  KAAUTITEL TIG TTPOCOOKIEG TOU

KatavoAwTr. Ta ammoteAéopaTa atmod Tnv a&loAdynon auTr €ival onuavTikoTaTa, Kabwg ol

' Blackwell, Miniard & Engel, 2001
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KATaVOAWTEG aTroBnKeUouv TIG AGIOAOYNOEIG TOUG OTN MUVAKN Kal TIG avaKOAOUV OTO

MEAAOV KATA TN SIAPKEIX EAAOVTIKWV QyOPACTIKWY OIadIKATIWV.

Edv o karavaAwTAG PEIVEI OPKETA IKAVOTTOINKEVOG ATTO TNV ETTIAOYN TOU, MEAAOVTIKA N
d1adIkaoia AYng atmrdé@acng yia TO CUYKEKPIYEVO TTPOIOV Ba gival ApKeETA CUVTONOTEPN,
KaBwg dev Ba TTpoAnuariCeTal TTAéov OTO id10 BaBUO, e ATTOTEAECUA VO GUVTOUEUOUV
OPKETA OAEG OI TTPONYOUNEVEG QPACEIS KAl VO TTPOPRAiVEl O€ TTEPICOOTEPEG AYOPES. AUTO
éxel oav amoTéAeopa va augavetar n mOavotnTa €vag TEAGTNG va  ayopdoel
TEPICCOTEPA TTPOIOVTA I UTINPECIEG OTO TIPATHPIO. Evw AoITTOv, 0 KATAVOAWTAG £XEI
€I0EABEI OTO KATAOTNUA PJOVO AVEPODBIAOHO, ME TNV CWOTH EVNUEPWON KAl TTPOCEYYION
a1rd TNV TTAEUPA TOU TTWANTH, UTTOPEI va €EEABEI PE TNV aTTOKTNON MIG CEIPd GAAWV
TTPOIOVTWY ] UTTNPECIWY, OTTWG OEECOUAP AUTOKIVATOU, AITTAVTIKA, TTAUCIUO QUTOKIVITOU
K.G. ATé Tnv dAAn, évag euxapioTnUEVOG TTEAGTNG OTTOTEAET TTNYA VEWV TTEAATWV KABWG
0 TEAEUTAIOG Ba CUVIOTA TO CUYKEKPIYEVO TTPOIOV ] KATAOTNUA O€ QIAOUG, YVWwOTOUG Kal
OUYYEVEIG e atToTéAEOUa va augdveTal n mlavotTnTa ol TEAeuTaiol va Kavouv Tnv idia
ayopd. 210 onueio autd agilel va avagepbei 0TI N cwaTr eEUTTNPETNON €ival auTh TToU
Ba Traiel kataAuTikd pOoAo oTnv oUCTOCN TOU TTPATNPIOU aTTO KATTOIO EUXOPIOTNUEVO
TEAATN 0 GAAouG. Evw, Ta 181aiTEpa XapaKTNPIOTIKA TOu Kauaiyou gival autd 1Tou Ba
ouoTnBouv atrd Tov TTEAATN o€ GAAouG. AuTd Ba £xEl oav ATTOTEAEOUA TNV aAuénon Twv
OYKWV OTO OUYKEKPIPEVO €i00G KaUaiuou (CUVOAIKG yia Tn TTETPEAQIKN €TQIPIA), XWPIS

QuTo va onuaivel 6T Ba £x0oUlE Kal algnon OyKwV TOU CUYKEKPIPMEVOU TTpaTNPIoU.
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TNV avTiOeTn TTEPITTTWON, OXI HOVO Ba uTTdpéel Evag Xapévog TTEAATNG aAAd augdveTal
Kal n mlavoétnta va xAaooupe kKal GANoug TreAdTeg. EmmimrpooBétwg, dedopévou 0TI 0
IKAVOTTOINUEVOG TTEAATNG OUVABWG gival Kal JOVIPoG TTEAATNG, gival SUOKOAO yia KATTOIoV
AVTAYWVIOTH VA «TPUTTWOEI» OTO PMUAAO Tou KatavaAwTr). Autd o@eileTal oTo OTI TO
avTIAauBavouevo “switch cost” yia Tov TMoTd KaTavoAwTtr ammd éva TTpoidv TTou AdN
EUTTIOTEVETAI OE €va AAAO gival ApKeTA peyalo. MNa 10 AGyo autd, Ol KATOVAAWTEG ME
XOaMNAG customer value, gival M0 eUGAWTOI OTNV €TTIOPACN ATTO BIAPOPES OTPATNYIKES
marketing Twv avTaywvioTwy, PE ATTOTEAEOUA N PEYIOTOTTOINON TOoUu customer value va
aTToTeAEl pia «aoTTida TTpooTaciag» atrd TIG TUXOV ETTIBETIKEG OTPATNYIKEG PAPKETIVYK

TWV AVTAYWVIOTWV.

IMOAAEG QOPEG OI CUYYPOPEIC AVAPEPOUV TNV EV PEPEI (N TTARPN) IKAVOTTOINON WG
buyer’s remorse 1| wg cognitive dissonance, TQUTICOVTAG TIG EVVOIEG AUTEG PE TN
au@IBoAia Tou TTEAATN OXETIKA pe Tnv ayopd Tou TTIPoidvTog. ‘Evag TpoTTog
QVTIMETWTTIONG TNG AP@IBOAiaG QuTAG €ival oI €yyunAoelg TTou  ouviRBwg
ouvodeUoUV Ta TTPOIOVTA, TTPOKEINEVOU N ap@IBoAia auth va ekundeviadei. Oco
MEYOAUTEPN €ival n agia Tou TTPOIGVTOG TTOU TIPOKEITAI va ayopaobei, 1600
MEYaAUTEPN €ival Kal n ap@iBoAia atmd tTnv TAeupd Tou TIEAATN. [NpOoKEIuEVOU
Aormév o TeAeuTaiog va aioBavBei 1o oiyoupog yia Tnv ayopd (1T.X. VOGS akpIfou
QUTOKIVATOU), €ival aTrapaitnTn n mpoo@opd KATToIag £yyunong. T1ov KAGS0 Tou
Kauaoigou, 1o cognitive dissonance ava@EpeTal TTEPICCOTEPO OTN TTEPITITWON TNG
voBeiag. MoANEG @opég oI TTpaTnPIoUXOl TTPOKEINEVOU va gyyunBouv yia Tnv

TTOIOTNTA TWV TTPOIOVTWV TTOU BIABETOUV, EYYUWVTAI OTOUG KOTAVAAWTEG TOUG OTI
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OTn TIEPITTTWON TTOU TO QUTOKIVNTO TOUug eu@avioel KATolo TTPORANUa Adyw

voBeiag sival SiaTeBeInévoc va avardBel OAa Ta ££05a €TTIOKEUAC Tou. '

AvegapTTwG pe TToI0 TPOTTO £TTeEEPyAlovTal Kal AauBAavouv TIG aTToQPACEIS TOUG,
Ol KaTtavaAwTéG T ouvéxela Baivouv o€ pia peTd-ayopd agioAdynon, n otroia
MTTOPEI Va gival €iTe BETIKA €iTE apvnTIK) 60OV apopd TN OTACT TOUG ATTEVAVTI OTO
TPaTAPIO 1 €idog TOou Kauaigou (ypapun TTPoidvTog — 3 €idn apdAuBdng

Bevdivng).

2.2.7. ATIAAAATH (DIVESTMENT) ANO TO MNMPOION

H amaAAayr) ammé 10 TTpoidv atroteAei Tnv TeAeutaia @Aaon Ttou poviéAou Consumer
Decision Process. O1 €TAOYEG OXETIKA PE TNV atmoAAQyr) TOU TTPOIOGVTOG TTOIKIAAOUV
avaloya Pe TO TTPOIOV, TT.X. AVOKUKAWON, ETTAVATTWANCN i axpnoTia. TN ¢Aacn auth
Taidel TTOAU onuavTiké PpOAo n euaioBnaia Tou TTEAATN WG TTPOG Ta TTEPIBAAAOVTOAOYIKA
(nmuata. Ta 10 Adyo autd, TIG TTEPICOOTEPEG POPEG Ol KATAVOAWTEG ETTIAEYOUV
TTPOIOVTA, N d1G0eon Twv oTToiwv PETG aTTd TN XpHon eival 600 @IAIKOTEPN duvaTr wg
Tpog 1O TEPIBAAov. Kat Té€T010 Ba Trpétrel va An@Bei cofapd uttdwn amd Toug
NQVOTTWANTEG KAl TOUG TTAPAYWYOUG. 2TO ONUEI0 auTtd, Ol TTETPEAAIKES ETAIPIEG Eival

QUTEG TTOU PTTOPOUV VO TTAIEOUV TO ONUOVTIKOTEPO POAO, TTPOCPEPOVTAG OTNV AyopPag

" Ogden&Ogden, 2005
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Kauoiya @QIAIKG (600 yivetal) wg TTpog To TTEPIBAAAOV. 2TO OnueEio autd o TTWANTAG

KOAEITAI VO EVNPEPWOEI TWV TIEAGTN YIA PN ETTIKIVEUVOTNTA QUTH Twv KAUGiuwy.

2.3. EIAH DECISION MAKING

2.3.1. Heuristic Decision Making"®

ATT6 TNV BIBAIOYpa@ia TTPOKUTITEI OTI OI KATAVOAWTEG XPNOIMOTTOIOUV OTPOTNYIKEG
Il «OUVTOPOUG» TPOTTOUG OKEWNG TTPOKEINEVOU VA DIEUKOAUVOUV TTEPICOOTEPO TN

diadikaoia AYng aTToQAcEwWV.

Mia Té€tola otpatnyikn gival To “the reciprocity heuristic decision making”. >¢
OPKETEG KOIVWVIEG, OTa dTopa dev apéael va xapaktnpifovTal wg free loaders kai
QI0BAVOVTaI UTTOXPEWMEVOI OTAV TOUG TTPOCPEPOUV dWPA, TOUG KAVOUV XAPES KAl
BeAnuaTa, TOUG TTPOOKAAOUV Ot OIAQOPEG €KONAWOEIS 1 GAAEG €KONAWOEIG
eVOIOPEPOVTOG KAl CUPTTABEING. ZTIG TTEPITITWOEIG AUTEG N Afwn atmé@acng Tou
KATavaAwTr), OXETIKA WE TNV AYOPAOTIKA] TOU CUUTTEPIPOPA, Paciletar aTo
aioBnua ToUu va avTatrodwaoel TIGC €KONAWOEIG QUTEG EVOIAPEPOVTOG. TN
oTPaTNYIK auTh Bacifovial Ta TPATAPIA €KEVA T OTTOId OTTACXOAOUV WG
TTWANTEG yuvaikes. Me TNV €UyeVIK Kal EUXAPIOTN TTPOCEYYION TOU TIEAATN, O

TTPATNPIOUXOG TTIOTEVEI (Kol OXI adikwg) OTI PTTopEi va TTpowdroel KaAUTEPa Ta

"2 Blackwell, Miniard & Engel, 2001
1 Whittler, 1994
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diagopoTroiNuéva TTPOoIOGVTA, Ta OTroia Ba Tou TTPOCOWOOUV Kal PeEyaAUTEPQ
KEPON, KABWG eKPETAAAEUETAI TNV QVAYKN TWV KOTAVOAWTWY VA AvVTATTOOWOO0UV
TNV €UYEVEID AUTr). AUTO ATTOTEAEI TN Wi TTAEUPA TOU VOMIoPaTOG. ATTO TNV AAAN,
MEOW  MIOG  TETOIOG  TTPOOTTABEI0G O  Trparnplouxog dgv Ba  €xel
ouvedNToTToINUEVOUG TTEAATEG, O OTToiol Ba XPNOIMOTTOIOUV dIA@OPOTIOINKEVD
KauoIha, aAAd €UKaIPIOKOUG, Ol OTT0I0I OTNV TTPAYUATIKOTNTA OEV XPNOINOTTOIoUV
TO OUYKEKPIPEVO TTPOIOV AOYyw TwV IBIOTATWY TOU OAAG AOYW TNG EUYEVEIDG TNG

TTWAATPIAG.

Mia aAAn otparnyikn ival n “scarcity choice heuristic decision making”. 2
TTEPITITWON AUTH O KATAVOAWTAG aTToQaaciCel | ETMIOTIEUDEI TN AWn atré®aong
eTNEEeadOPEVOS atrd Tn Bewpnon OTI To TTPOIOV gival SIaBECIUO TE TTEPIOPIOUEVEG
TT000TNTEG A OTI oUVTONA Ba TTapoucidoel stock outs. Mia TéToia oTpATNYIKA €ival

QouVvhBIoTN OTO XWEO TWV TTPATNPIWV.

Mia GAAN evOANOKTIKA OTPATNYIK AQWNG AYyOPAOTIKWY ATTOPACEWV Eival n
“liking choice heuristic decision making”, kard tnv otoia n mMBavéTnTa VO
ayopdoel 0 KaTavaAwThG KATTOI0 TTPOIOV auédvel onuavTIKG OTn TTEPITITWON TTOU
0 TeEAEUTAIOG OUNPTTOBNOElI OPKETA TOV TTWANTA. ZXETIKA pe TO TTWG PBAETTEI O
KATAVOAWTAG TOV TTWANTH, N TOavoeTnTa Tou va ayopdael To TTPoidv augdvel otav
0 KOTavaAWTAG eKAaPBAaveTal 0TI 0 TTwANTAG akKoAouBei Tov TPOTTO TTWANONG TTOU
auTOG €TMOUE], e aTTOTEAEOHA va pnv mECETal KaTd TN dladikaoia TTwANong,

avTiBeTa pAAIoTa, N TEAEUTAIO va yiveETal JE TOV TPOTTO TTOU AUTOG ETTIBUMEI Kl TOU
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ap€oel. Autd atroTeAei Kal Tov TPOTTO TIWANCNG TIOU KAl Ol TTPATNEIOUXOl
emMOupolV, KaBwg HEOW TNG CWOTAG TTPOCEYYIONG TOU TTEAATN, O TTWANTAG
EVNUEPWVEI TOV TEAEUTAIO yIa Ta TTPOIOGVTA TTOU OIABETEI E ATTWTEPO GTOXO va TOV
METATOTTIOEI OTA OlIOPOPOTIOINUEVA TTPOIOVTA. 2€ Mia TETOI TTEPITITWON, €AV O
TTWANTAG KATOPEPEL KATI TETOIO, TOTE PIAGUE YIA €va CUVEIDNTOTTOINUEVO TTEAATN
TTOU XPNOIYOTIOIET DIAPOPOTTOINUEVA KAUOIUA YVWPICoVTag TO YIATI KAl O OTT0i0g
KAt Tnv €TTOPEVN ETTIOKEWN TOou OTO TIpathpio Ba emlnthoel o idlog va

€QO0OI0O0TEI E DIOPOPOTTOINUEVO KAUTIUO.

TENOG, UTTApXOUV KAl ATOPO TA OTToid OIOPOP@PWVOUV TNV idlIa AyOPACTIKH
OUMTTEPIPOPA PE ATOUA TTOU CUUTTaBoUV 1) Ta oTroia £xouv wg TTpoTuTro. [.y.
OTAV KATTOI0OG ayoPACel TO idI0 AUTOKIVNTO PE AUTO TTOU AyOPAOE KAl VOGS YIATPOG
TTOU TOV B€wpEei KOIVWVIKA KOTOEIWHPEVO, WE TNV EATTIOO OTI HEOW MIOG TETOIOG
ayopdg Ba aTToKTAOEI TNV idIa avayvwpIoINOTNTA UE TOV YIOTPO. £Tn KATNYOpPia
autil Ba pTTopoUv va KatataxBouv Ta ATOMO EKEVO VEQVIKNAG nAIKIaG, ME
«BeATiwpéva auTokivnTay, MECAioU KUBIOPOU, PECQIOG KOIVWVIKAG TAENG TTOU
evOola@EéPOVTAl VIO Ta ypAyopd aQuTOKivnTa, OTa KOUOIYA OTToia TTaiCel TTOAU
ONUAVTIKO POAO N yvWun Kal ol CUVABEIEG TwV aTOPWV TNnG idlag ouddag ‘ETol
Aoimrév, €av n TAsiowneia TNG «OPAdOG»  XPNOIUOTTOIEI  OIaPOPOTTOINUEV

Kauolua, eival oxedov aiyoupo Ot Ba piunBouv pia TéToia ouvnoecia.

26



KE®AAAIO 2 — CUSTOMER’S DECISION-MAKING PROCESS

2.3.2. Systematic Decision Making'*

2e avTtiBeon pe 10 Heuristic Decision Making, otn mepimtwon Tou Systematic
Decision Making, o katavoAwTng emmegepydeTal CUCTAPATIKA TNV TTANPOPopia
TTOU QEXETAI KAl TO TTEPIEXOUEVO TNG TTapouadiaong Tou TTwANTA agloAoyeital
avaloya. XTn TEPITTWON auth Aomrov, YiveTal pia onuavtikKOTATn €YKEQAAIKN
TTPOCTTABEId aTTd TNV TTAEUPdE TOU KATOVOAWTK), TTPOKEINEVOU VA EKTINACEl TNV
Q&IOTTIOTIO TWV PNVUPATWY (OXETIKA PE TO TTPOIOV) TTou BEXETAI Kal BaaideTal
eENAXIOTO O€ €uTTEIPiEG TOU TTOPEABOVTOG 1) OTIOATIOTE OXETIKO ME  TOV
TTapopunTiIond. H karnyopia autr) TTEAATWY ATTOTEAEI TV TTIO OUOKOAN OAAG Kal
Mo KePdoPOpa kartnyopia TreAatwyv. O TwAntg Ba mpétel va civar dpTia
KATOPTIOPEVOG, TTPOKEIUEVOU VA PTTOPECEl OXI POVO Vva  OTTavTAoEl OAAG
TIPOTTAVTWYV VA TIEIOEI TOV TTEAATN YIA OAEG TOU TIG ATTOPIEG. 21N TTEPITITWON OPWG
TTOU KOTA@EPEI KAl TOV TIEICEl YIO TNV aAvwTEPOTNTA TWV OIOPOPOTTOINUEVWV
Kauoiywy, civar oxedov BéRaio 6Tl o TTEAATNG autdg Ba eival TTAéov Ox1 JOVO
petrol station loyal, aAA& kai product loyal o€ éva TTpoIOGv TTOU OTOV TTPATNPIOUXO

ETTIPEPEI CNPAVTIKOTEPA KEPDN.

ZUuewva pe Tnv BIBAIoypagia, dUo eival o1 TTapdyovTeG €KEVOI TTOU ETTNPEACOUV
TOV TPOTTO ME TOV OTIOI0 T ATOMA eKAapPBAvovTal Kal €TmeCepyalovTal TIG

TTANPOPOpIES: To outcome relevant involvement kai To need for cognition.

4 Whittler, 1994
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To outcome relevant involvement utrootnpiel o611 o1 high involvement
KatavoAwTéG eival TOavoTepo va TEIcOoUv €dv 0 TTWANTAG XPNOIMOTTOINCEI
OPKETA 10XUPA ETTIXEIPAMUATA. TN TTEPITITWON AUTH O KATAVOAWTNAG XPNOIUOTTOIE]
w¢g oTpaTtnyikl Aqwng amopdccwv 10 Systematic Decision Making. To idio
oupBaivel kal ye TEAATEG 01 oTToiol XapakTnpi¢ovtal atd high need for cognition,

atopa dnAadr TTou €mmBUPOUV Kal €TTICNTOUV TNV OKEWN Kal TOV TTPORANUATIONO.

Mpokeiuévou va yivel o EekABapn n KaTavonon Twv diagopwy PeTagu Twv dU0
aQuTwv TUTTWV KatavaAwTwy, agilel va avagepbei katToio case study, To oT1roio
¢AaBe XWPo o€ TTPATAPIO. ZUPPWVA PE aUTO, Ol KATAVOAWTEG YE UWNAO need for
cognition emTnpedoTnkav POvo atmd TIG TTPOWONTIKEG €eVEPYEIEG (OXETIKA E
AITTaVTIKA QUTOKIVITOU) OXETIKEG ME TN TIMA, EVW QVTIOETA OI KATOVOAWTEG ME
XaunAd need for cognition — cuptrepipEpovTal dnAadn cupewva Pe 1o Heuristic
Decision Making — etTnpedoTnkav atmmd TTpowONTIKEG EVEPYEIEG OXETIKEG EITE PE TN
TINA €iTe Ye TN KOAAUTEPN Trapouciaon (wg image) Twv AITTavTIKWwy (TTapoxn
dwpou). MNa va yivel KAAUTEPN KATavonon, avagEPETal 0TI KATAVOAWTEG Ol OTTOIOI
oupTTEPIPEPOVTAl CUMPWVA pe To Systematic Decision Making, divouv 181aiTepn
onuacia oTa XapakTnpEIoTIKA Twv TTPOIOVTWVY TTou ayopdlouv Kabwg Kal OTO
OIKOVOMIKO KOUUATI TNG ayopdg Tou (Tnvo A akpifd TTpoidv), Kal eTTnpeddovTal
eNdyioTa atmd 1O TI ayopdlouv ol AAANOI 1 TO TI PTTOPEI O TTWANTAG va TOUg

TTPOTEIVEI, EQV deV £XOUV TTEICOE TTPWTA ATTO TOV TEAEUTAIO.
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QoTé00, edw agiCel va avagpepBei 611 TO id10 ATOPO UTTOPEI VO XPNOIMOTTOINCE! Kal
Tou dUOo TpoTIOUG eTTegepyaaiag (eite To heuristic €ite 10 systematic), kaBwg
etriong 611 0 BeUTEPOG TPOTTOG ETTECEPYATIAG TWV TTANPOPOPIWY XPNOIUOTTOIEITAI
ammoé TNV TAEUPA TOU KOTAvaAWTR AlyOTEPO OTAV N TTIPOCEYYIor Tou atmd Tov
TTWANTA dlapkei Aiyotepo amd 3 Aemrtd, 6tav oT0 TIEPIBAAAOV OTO OTTOIO
TIPAYUOTOTIOIEITAI N CUVAAAQYR] UTTAPYXOUV TIPAyUaTa ) YEYOVOTA TTOU UTTOPOUV
VO ATTOOTTACOUV TNV TTPOCOXN TOU KATAVOAWTH ME OTTOTEAECHUO va PNV TOu
EMTPETTOUV VO OKEQPTEI KAl VO ETTEEEPYATTEI TIG TTANPOPOPIEG PE BACN TO POVTEAO

systematic, kaBwg etTiong 6Tav T0 pAvUpa eTTavalapBaveTal TTOAEG POPEG.
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KE®AAAIO 3

CUSTOMER SELECTION CRITERIA - CUSTOMER VALUE

3.1. EIZArQrH

MNa TTOAAEG  eTTIXEIPACEIG N peyloToTToiNON TOou customer value aQtToTeEAEN
QaTTO0TOAA, KABWG utrooTNPICETalI ATTO AUTEG OTI N OTTOKTNON MIAG TETOIOG agiag
QTTOTEAEI ONUAVTIKOTATO AVTAYWVIOTIKO TTAEOVEKTNUA, TTAEOVEKTNHA TO OTToi0 Ba
TIG KAVEI VO {EXWPICOUV OTO XWEO TTou dpaaTtnpiotrolouvTal. INa 1o Adyo auTo, ol
TEAEUTAIEG APIEPWVOUV PEYAAQ TTOOA yia TNV TTARPN karavonor tou. Méow Tng
TIPOCWTTIKAG TTWANONG, O TTWANTAG UTTOPEI ATTO TN Hia VO KATavor|ogl KaAUTEPQ
TNV a&ia auth kai amd TNV AAAn va dnuioupynoel kalr va dlaTnproel  pia
MOaKpoXpOvIa OXE0n ME TOV KATAVOAWTH. ZTnNV TIEPITITWON TwV TIPATNPIWV
KQUOiJwyv, N PEYIOTOTTOINON TNG agiag auTAG CUVOEETAI PE TNV TTAPOXH] TTOIOTIKWV
TTPOIOVTWY O€ TTPOCITA TIUA, TNV OWOTH KAl GUECN €EUTTNPETNON TOU TTEAGTN (TT.X.
KaBapIiopog TCapIV CwaoTA Kal YPyopa, CUUTTARpwUA Aadiwyv K.4.), TNV GUEDN
QVTOTTOKPION OTIG OTTOIEG QATTOPiEG Twv TTEAATWY, TO KABapO Kal guxdpIoTO

TEPIBAANOV, TN @IAKN  €EuttnpéTnon, Tnv  TIAAPN  evnuépwon yia Td
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dlapopoTroiNuéva  TTPoIdVTa TToU  OI0BETEl N €TaIpiad KABWG Kal  yid  TOUG
OlIayWwVIOPOUG 1 TIG TIPOowWONTIKEG  evépyeleG TToU  AauPdavouv  xwpa Tn
OUYKEKPIYEVN TTEPIODO K.A. XTN TTEPITITWON TTOU O TTWANTAG KATAPEPEI VA KEPDIOEI
TNV €UTTIOTOOUVN TOU KATOVAAWTH, TO TTIBAVOTEPO €ival O OUYKEKPIPNEVOG TTEAATNG
va gival poviyog TeAATNg A€oV, KabBwg 1o avTiAauBavouevo switch cost yia Tov
TeAeuTaio, va aAAagel TTpathpio, Ba gival TTOAU peydho, dedouévou OTI N avAaykn
yla 1oIoTIKG TTPOoidv (TTpOBANua vobBeiag) Kal owoThg €gutnEéTNONg Ba £xouv
EKTTANPpWOEL. H €AoYy Twv KATAVOAWTWY OXETIKA ME TO TTOIO TPATAPIO Ba
EMOKEPOOUV, OTTWG TTPOEKUWE ATTO TNV €TTECEPYATia EpWTNUATOAOYIWY TTOU

TTPAYUATOTTIOINONKE VIO TNV CUYKEKPIYEVN MEAETN, BacieTal OTa €ENG KPITAPIQ:

- T kauoiyou (Buaoia: xpAuaTta)

- TMoiétnTa TTPOIGVTOG (PN TOU TTPATNEIOU YIa PN VOBeupéva KaUOIPQ)
- 2x€on Je Tov TTPATnPIoUuXo

- TomoBeoia rpatnpiou (Buoia: arréoTacn)

- KaBapd mepiBdAiov

- Euxapioto rpoowTrikd

- Tpriyopn eCutrnpétnon (Buaia: xpdvog)

TN TEPITITWON QUTA, N MeylioTotroinon Tou customer value Ba odnynoel oTn
TOTOTNTA TWV TTEAATWV OTO CUYKEKPIMEVO TTPaTApIO (store loyalty). Otrwg non
ava@épOnke, wg customer value avagépetal n dila@opd Twv BUCIWV KAl TWV
benefits 1TOU avTiAauBdveTal évag KATAVOAWTAG KATA TNV AYyOPOOTIKA TOU

eutreipia. Otav Ta avrmiAaufavoueva benefits (1., uyn voBeupévo kauoiuo,
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KaBapd TrepIBAANOV, €UXAPIOTO TIPOOWTTIKO, OXEON EPTTIOTOOUVNG ME TOV
TTPATNPIOUXO K.4.) utrepPaivouv Katd TTOAU TIG «Buaiegy» TToU TTPETTEI VA KAVEI O
KATAVOAWTNG TTPOKEIMEVOU VA «YEUTEI» TN OUYKEKPIMEVN QYOPACTIKA EUTTEIPIa
(Tm.x. xpAMata, xpovog, ammdéoTaon K.4.), TOTE €ival OPKETA aAUENUEVES Ol
mOavATNTEG O TEAEUTAIOG VA ATTOTEAECEI TTAEOV TTIOTO TTEAGTN TOU CUYKEKPIPEVOU
TTpaTnpiou, HEXPIG OTOU KATTOI0 ONUAvTIKO CUuuBdv (TT.X. @HAMUES yia voBeia

Kauoiywy, Ea@VviKA augnon TIWV K.4.) va avatpéyel Ta dedoPEvVa.

H emAoyn oxerika ue 1o mmoio mpoiodv Ba ayopdoel TEAIKA 0 KaTavaAwTAg (aTrd

TN CUYKEKPIPEVN YPAUMA TTPOIOVTWYV) BacileTal OTa £EAG KPITHPIA:

- T

- 2ZudBaTtdéTnTa PE TO AUTOKIVNTO

- @IAKOTNTA WG TTPOG TO TTEPIBAAAOV

- KaAuTtepn etmidoon kal atrédoon

- 2ZWOTA Kal TTEIOTIKA evNPEPWON aTTO TTAEUPA TwV UTTOAARAWY

- AlaBe0cIudTNTA TOU OUYKEKPIMEVOU KAUCOiyou o€ OAO TO BikTuO Slavoung

KQUOiuwv

2Tn TTEPITITWON QUTA, N PEYIOTOTTOINON Tou customer value Ba 0dnynRoel oTn mMOoTOTNTA
TOoUu TTEAATN O éva OUyKeKpIPévo TTpoidv (product loyalty). Otav Tta avriAauBavoueva
benefits (kaAUTepn emmidoon Kal atrédoon, CUPBATOTATA PE TO AUTOKIVATO, QIAIKOTNTA WG
TTPOG TO TTEPIBAAAOV K.4. ) aTTd TN XPron TOU TTPOTEIVOUEVOU OTTO TOV TTWANTA KaUCIuou

gival apkeTd onuavTikOTEPa Ot oxéon HeE TIG «Buoieg» (.. Tiur, OlaBeoiudTnTa
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Kauoiyou o€ 6Ao To SIKTUO K.a.), TOTE €ival apKETA AUENUEVES o1 TTIBAVOTNTEG va MIAGUE

yia product loyalty yia T0 CUyKEKPINEVO TTEAATN.

3.2. H ENNOIA TOY CUSTOMER VALUE

O katavaAwThg ekAauBavel wg agia (customer value) Tn diagopd PeTagu Twv dUO
OWewv TNG ouvoAAayrg TTou KAvel. Tn diagopd dnAadn peTatu tou TI AapPBavel
a1Td TO OUYKEKPIYEVO TIPOIOV 1 uTtTnpecia  (TT.X. ToIdTNTA, TTPOVOUIQ,
XPNOINOTNTA, a&loTNOTIA) Kol Tou TI 8iVEl O KATAVOAWTHG TTPOKEIUEVOU va TO AdBE

(T7.X. TIA — XpAMaTA, Buaieg - XpOvog kal atréoTaon).”

H dia@opd petall Twv KOAUTEPWV TTWANTWYV KOl TWV KOIVWYV, £YKEITAlI OTO OTI Ol
TTPWTOI OX!I ATTAQ KATAVOOUV TTWG PTTOPOUV VA IKAVOTTOINOOUV TOUG TTEAATEG TOUG
OAG KAl TTWG va TOUG EVIUTTWOIACOUV, £TOI WOTE VA TOUG TIEiOOUV va
cavaeTmioke@Bouv Tnv emxeipnorn Toug. [pokeiyévou o TTPATNPIOUXOG VO
MTTOPECEI OXI JOVO VA IKAVOTTOINOEI AAAG KAl VA EVTUTTWOIAOEI TOUG TTEAATEG TOU,
Ba Tpétrel va éxel TNV eueAi§ia kal TRV duvatoétnTa va BEATILVEI OUVEXWS TO
TTEPIBAANOV TOU KOTAOTAPATOG KABWG Kal TNV TTpoo@epduevn eEutrnpétnon. Ol
VEEG QYOPAOTIKEG EUTTEIPIEG Ba ATTOTEAECOUV TO KivnTPO YIA TOUG KATAVOAWTEG va
EMOTPEWYOUV Kal TTGAI OTO TTPATAPIO TTPOKEIUEVOU VA KAVOUV ETTITTPOOBETEG

TTWAACEIG. ZUPTTEPACHATIKA, TTPOKUTITEI OTI N aia (customer value) auth

" Ogden&Ogden, 2005
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dIaPOPOTIOIEI OTA PATIO TOU KATAVAAWTA TOV £vav TTpATNPIoUXo atrd Tov dAANo. H
dlapopoTToinoN QUTH UETAPPACETAI O «OUVETTEIEGY OAPKETA BETIKEG EiTE yIa TOV
id10 TOV TTPATNPIOUXO €iTE yia Tn BeATiwon Tng €midoon Tng €TTIXEipNong Tou. Q¢
TETOIEG B PTTOPOUCAV Va avapePBOoUV N CUVOAIKH IKAVOTTOINON TOU KOTAVOAWTH)
(overall satisfaction), n mmoTétNTG TOU (end-user loyalty), n adénon Tng
KEPBOYOpPIaG TOU TTpaTnpiou KABWG N TTPowlnan dIaPOPOTTOINPEVWY TTPOIOVTWV
givar 1Mo €@K, KaBWg Kal n auénon Tou TreEAaTOAOyiou, KaBwg €vag

EUXOPIOTNUEVOG KATAVOAWTAG ATTOTEAE TTNYA TTOAAWY VEWYV SUVNTIKWY TTEAATWV.

To emmdpevo epwtnEa AoImrév gival TTwg Ba Ytropouoe KATTOI0G TTPATNPIOUX0G Va
dnuioupynoel agia oto HUAAS TwV KaTavaAwTwyv. ApxIK&, 0 TEAEuTaiog Ba TTPETTEI
va katavonoel TG PETABANTEG Tou KaBopifouv Tnv évvoia Tng agiag. O
METOBANTEG auToi KABWG Kal 0 TPOTTOG YE TO OTToi0 ouvdEovTal e TO customer

value TrapoucidovTal otnv Eikéva 3.1. 2

Product
Related
Components

Service

Quality | | Composed O f : \> Relatad
l,// Component

TR, |
Customer r -I' s _”’__
R Funetion :
Pe r.< eiverd | . Promotion
Value r— Related

Price Components

EIKONA 3.1. Metapintég mov kaBopilovv v avrirapfavopevn oiio (customer value)

* Spiteri & Dion, 2004
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ATO 1O TTAPATTAVW OXNMA, TTPOKUTITEI OTI OUO KATOVAAWTEG OEV PTTOPOUV VO
éxouv Tnv idla aKpIBWG QyopaOTIKAy CUUTTEPIPOPA  (OTTOTE KAl Tnv idIa
QVTIMETWTTION aTTé TOV TTWANTH), SIOTI aKOUA Kal av yivel TTpooTTddeia KAAuywng
OAWV TWV avVayKWV Toug EeXwPIoTd, AOyw TnG SIAQOPETIKNAG aVTIANYWNG TTOU €XEI
0 KaBévag yia 1o K6oTog dev Ba nrav duvaTr n €miteuén TnNG idIAG AyopaoTIKAG
OupTTEPIPOPAS. MNa 10 AGyo autd, o TIPATAPIOUXOG ME TN TIPOOYPOPA EVOG
EYYUNUEVOU  TTOIOTIKOU  TTPOIOVTOG  (aTrd  dmmoywn  vobBeiag), Tng apiotng
€EUTTNPETNONG, TWV TTPOWBNTIKWVY EVEPYEIV KABWG KOl MIOG OPKETA EAKUOTIKAG
TINAG, TTPoOoTTaBEi TNV ekundevioel Tnv TMOaAvOTNTA TNG KN IKOVOTTOINONG TOu
TTEAATN IKAVOTTOIWVTAG OAEG TIG TTAPAPETPOUG ATTO TIG OTIOIEG QATTOTEAEITAI N

avTIAauBavopuevn agia.

3.2.1. TO CUSTOMER VALUE ONQZz NAPOYZIAZETAI MEXPI ZHMEPA ZTH

BIBAIOTPA®IA

‘Eva onuavTiKd KOPPATI TG PBIBAIoypa@iag atroTeAsital ammd TTOIOTIKA POVTEAQ
TTEPIYPAPNS TNG €vvoiag Tou customer value. QoTd00, Ta TEAeuTaia Xpovia, Ta
MOVTEAQ auTd déxovTal dpINUTATN KPITIKA KaBwg dev Aaupdvouv uttdyn kabBoAou
TNV avtiAapBavouevn TIUA 1] KOOTOG KATA TNV agloAdynon Tng ToidTnTag artrd Tnv
TAEUP& Tou KatavoAwTry®, oUTE TNV ava@épouv wg TBave avIaywvIoTIKO

TAeoVEKTNUG®. KaBWG 01 €PEUVES ETTIKEVTPWVOVTAI A0 Kal TIEPICTOTEPO OTNV

? Tacobucci, Grayson & Ostrom, 1994
* Butz & Goodstein, 1996
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QTTOKTNON KATTOIOU AvVTAYWVIOTIKOU TTAEOVEKTUATOG PEOW TNG MEYIOTOTTOINONG
Tou customer value °° 8 avomruooovtal epyoleia Kal péoa yia TNV KaAUTEEN
dloiknon Me OTOXO T ONMIOUPYIO AVTAYWVIOTIKOU TTAEOVEKTHHOTOG HEOW
mreAarokevtpikic Tpoogyyiong %, "%, Zuppwva pe Ta KAAOOIKE TTOIOTIKG HOVTEAG,
N TTOIGTNTA TOU TTIPOIOVTOC CUVETTAYETAI KOl IKAVOTIOINON Tou TreAdTn'?. Ao Tnv
GAAN o lacobucci (1994), ioxupiCetal 6Tl TO KAOOOIKO TTOIOTIKO QUTO HOVTEAO
QTTAITEI KAl Jia aTTAr) TPOTTOTTOINCN TTPOKEINEVOU VA CUMTTEPIAGREI KAl KATTOIOUG

OIKOVOMIKOUG TTaPAYOoVTEG £TO1I WOTE va CUUTTEPIANGOET TNV afloAdynon atrd Tnv

TTAEUPA TOU KATaVAAWTA Kal N Bewpnaon «TI TTAAPpWaOa yia auTd TTou EAafa.

O1 Ulaga kai Chacour (2001) o6picav Tnv évvoia Tou customer value wg
ouvapTnNon KAt Tnv oTroia utTdpyel hia Aueon Tidpacn PETAEU TOU TTPOIOVTOG
KAl TWV TTPOCWTTIKWY TTPOVOHIWY TOU KOTAVOAWTA Kal TwV avTIAAuBavOouevwv

OTT0 QUTOV BUOiEG.

3.2.2. OI MPOZAOKIEZ KAI Ol ANATKEZ TQN KATANAAQTQN

Ta TTpoCPePOUEVA TIPOIOVTA KAl UTTNPECIEG TTPETTEI VO AVTATTOKPIVOVTAI OTIG

TIPOOOOKIEG KAl AVAYKEG TNnG TrEAATEING-0TOXOU TNG Trpartnpiou. EIBIKOTEPQ,

’Band, 1991

% Day, 1990

" Gale, 1994

8 Naumann, 1995

? Clemons & Woodruff, 1992

" Day & Wensley, 1998

! Slater & Narver, 1995

'2 Parasuraman, Zeithaml & Berry, 1988
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TTPETTEl VA OTTOQEUYETAI N dnuIoupyia XAOHATOG PETAEU TwV TTPOCOOKIWY TG
TTEAATEIOG TWV TTPOCPEPOPEVWV TTPOIOVTWY, TO OTTOI0 OONYEI OE ATTOYONTEUON KAl
OUCOpPECKEID TwV TTEAATWY. To XAoHa PETAEU TTPOCOOKIWV KOl TTPOCPEPOUEV WV
TIPOIOVTWY 1 UTTNPECIWV ATTOPEUYETAI JEOW TNG ETTIYVWONG Kal dIaXEipIONG TwvV
TTPOCOOKIWY TNG TTEAATEING Kal TOU KOBOPIOPOU Tou KaTAAANAou eTTiTédou

e€utmpétnong™ , ™.

O1 KUpIol TTaPAyOVTES £EUTINPETNONG €ival o €€AG™

- MPOZQMIKO
=  Avayvwplon TOKTIKWV TTEAATWV
= QIAKOTNTA KAl TTPOBUHia TIPOCWTTIKOU
» Emideign oefaopol Tpog Tov TTEAATN
=  Emideign evoia@EPOVTOg TTPOG TOV TTEAATN
* [vwon Twv TTPOIGVTWY KAl KATAVONOoN TV OVAYKWYV TOU TTEAATN
»  ATTQVTACEIG OTIG EPWTHOEIG KAl ATTOPIEG TOU TTEAATN

= AlaBeoINOTNTA OTEAEXWV

- TMPOzBAZzH
» Baoikég wpeg Aeiroupyiag
* BoAKkn tommoBeoia

»  Mikpr) avapovn

" Parasuraman, Zeithaml & Berry, 1985
' Sparks, 1995
P Levy & Weitz, 1998
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- AZIONIZTIA
»  EIAKpIveiG Kal EUTTIOTOI TTWANTEG

* TRApNOoN UTTOOXEOEWV

2WOTH TTONITIKA ETTIOTPOPWV
= XeIpIopdg TTAPATTOVWV

= AtTo@uyr] 0QaAPATWY OTIG OUVAAAQYEG

- MNAHPO®OPHZH
=  E&nynon mpoidvTwy Kal UTTNPECIWY Kal avaAuon Tou KOOTOUG

»  YmooTthpiEn META TNV TTWANGCN

-  EM®ANIZH
= EikOva Tou KATraoTruaTog
=  EIKOVA TWV EUTTOPEUNATWV

» Epeavion Tou TTpoowWwTITIKOU

- ZYMNOAHPQMATIKEZ YMHPEZIEX A TON NEAATH
= ATT0d0X! TNOTWTIKWY KAPTWV KAl ETTITAYWV
» [lapoxn mrioTwong
» [lapddoon kar'oikov
= ®povrTida Kal I0IKOI XWPOoI TTaIdIWV
*  >uoKeuaoieg dwpPou
* Y1000 VIO ATOPA UE EIDIKEG AVAYKEG
= XWpog oTabueguong

=  Emideign Xxproewg Twv TTpoidvTwy
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=  EmOokKeuég TTPOIOVTWY
»  EmoTpo@ég TTpoiovTwY
= AMay€g TTpoIdVTWV

= Eyyunosig

2Tn  TEPITTTWON  Ayopwv  OTIOU  UTTAPYXOUV  TIEPIOPICHEVA  TTEPIBWPIA
dlapopoTToinoNG W¢ TTPOG TIG AAAEG PETABANTEG TTONITIKAG TWV AIAVOTTWANTWY, Ol
EMTTPOCOETEG TTPOCPEPOUEVEG  UTTNPECIEG aTTOTEAOUV  KPIOINO  TTapdyovTa
TPOTINNONG aTmO TOUG TTEAATES. [pOKEINEVOU TO TIPATHAPIO vaA ETTITUXEI TNV
¢nToupevN QvVTaywVIOTIKOTNTA, Ba TTPETTEl VO TIPOCQEPEI OTOUG TTEAATEG TOU
e€uttnNPETNON TTOAU AVWTEPOU ETTITTEOOU OE OXEON ME TOUG QVTAYWVIOTEG TOU.
AuTé onuaivel 011 0 TTEAATNG avapével va avayvwploBei apéowg atmd Tov TTwANTH,
va €XEl QINIKA QVTIMETWTTION Kal eEUTTNPETNON aTTd TOoV TEAEUTAIO, va eEUTTNPETEITAI
QuEoa, va Tov TTANPOYOPEI yIa TIG TTPAYHOTIKEG OVAYKEG TOU QUTOKIVATOU YIO
TuXOV TTPOoIOVTa TTou dIaTiBevTal OTO TTPATHPIO, VA TTANPOQOpEiTal uTTeUBuva yia
Ta VvEQ TIPOIGVTA TTOU KUKAOQOPOUV OTnv ayopd, va ETKPATE £va KAipa
EUTTIOTOOUVNG, VA UTTAPXOUV E€YYUNOEIS ATTO TTAEUPA TOU TTPATNPIOUXOU YIa TNV
TTOIOTNTA TWV TTPOIOVTWY TTOU BIABETEN (OXETIKA hE TO TIPOPANUA TNG voBeiag) K.4.
QoT600, T0 BaciKG TTPORANPA TwV TTPOCOETWY UTTNPECIWY €ival TO KOOTOG TOUG,
KaBwg yia OAa Ta TTapaTTavw ATTAITEITAl TTEPICCOTEPOG XPOVOG EVvaOXOANONG UE
TOV KOBe TTEAATN CeXwpPIoTO, €XOvTag oav APECOn OuvéTTEId Tnv auénon Tou

TTPOCWTTIKOU.

39



KE®AAAIO 3 - CUSTOMER SELECTION CRITERIA - CUSTOMER VALUE

3.3. TA NAEONEKTHMATA ANO THN ENITEY=H CUSTOMER

VALUE

3.3.1. ZYNOAIKH IKANOINOIHZH TOY NMEAATH (OVERALL SATISFACTION)

H évvoia Tou customer value eivar apTia cuvu@aouévn Kal e Ta OUO €idn
IKavoTroinong Tou KaravoAwTth. Ta OUo autd €idn cival n TTEPIOTACIAKA
IKAVOTTOINON Kal n OUVOAIKN IKavoTroinon. Q¢  TrEPICTACINKN IKAVOTTOoinon
(transactional satisfaction) opietal n agloAdynon TnG €MAOYNG TOU TTPOIOGVTOG (WG
TTPOG TIG IBIGTATEG KaI TN TIUA TOU) META TNV OTTOKTNON TOU KOTA TN SIAPKEID WIOG
OUYKeKpINEVNG ayopds™,!” evid wg ouvoAIKn IKavoTtroinan (overall satisfaction)
opieTal n agloAdynon Paociléuevn OTn  OUVOAIKI) QyOpPACTIKA  EPTTEIpIa
(TrepIBEAAOV ayopdg, UTTAAANAOG, e€uttnpéTnon k.A.Tr.)'8 %%,

QoTt600 O TPATNPIOUX0G Oev TTPETTEI va TTIPOOTTabei ammAd va KoTavonoel TO
customer value katd Tnv dlaxeipion Tou TTEAATN OAAG Ba Trpétrel va Ad&Rel
OoTTWOONTIOTE UTTOWN Kal TO relationship marketing, Tou dgv gival GAAo atrd éva

€i00UG JAPKETIVYK TO OTTOIO EOTIACETAI OTN ONUIOUPYIO JOKPOXPOVIWV OXECEWV UE

TOUG TT£)\('1T£§.20. Etreidr 1o relationship marketing €ivalr pakpoxpdévio, yia 1o Adyo

' Hunt, 1977

17 Oliver, 1980, 1993

'8 Fornell, 1992

' Johnson & Fornell, 1991
2 Ogden & Ogden, 2005
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auté n o a&lomoTn METARANTA yia va JETPAOEl Kaveig eival n overall

satisfaction?’.

H évvola Tou “customer value” ouvdésTal oTEVOTATA WE TNV IKAVOTTOINON TOU
eAATN. MdAioTa, n avTiAauBavépevn agia (perceived customer value) utropei va
odnynoel Kai otn dnuioupyia cuvalioBNPATWY CUVOAIKNG IKAVOTToinong amd Tnv
TAEUPd& Tou KaTavoAwTh?2. Me Tov TPOTIO QUTO O TIPATNPIOUXOG TIETUXAIVEI £va

TTEAQTOAOGYIO POVIHWY, KAl OXI EUKAIPIOKWY KATAVOAWTWV.

3.3.2. MIZTOTHTA MNMEAATQN (END-USERS LOYALTY)

O1 €vvoieg TNG TTOIOTNTAG, TOU dIOPOPOTTOINUEVOU TTPOIOVTOG, N IKAVOTToiNon TOU
TTEAATN KAl TO customer value, cuoxeTiovTal dueca. H IKavoTroinon Tou TTEAATN
atmroTeAEl TO PACIKOTEPO KPITAPIO yia TNV TIOTOTATE Tou®®, KABWG UTTEPXE!
oTEVOTATN OXEON PETAEU Toug? . AuTé oeileTal aTO 4TI, 6TAV O TIEAGTNG BPIOKEI
KATTOIO TTPATIPIO TO OTTOIO AVTATTOKPIVETAI JE TO TTAPATTAVW OTIG TTPOODOKIES TOU,
€itfe w¢g Tpog TNV O1IaBeoiudTNTA  TWV  TTPOIOVIWV TTou  OI0BETEl  (€iTE
dlapopoTToIiNuéva EiTE KOIVA KaUOIUQA) , €ITE WG TTPOG TNV EUKOAIa TTpdoacng, &iTe
WG TTPOG TNV €EUTTNPETNON TTOU TOU TTAPEXETAI, €ival TTOAU OUOKOAO va aAAGEEl

TTPATAPIO KABWG 600 peyaAlTepn €ival n IKavoTroinor Tou arrd TIG TTAPATTAVW

2! Ravald & Gronroos, 1996

*? Churchill & Surprenant, 1982
 Heskett, Sasser & Schlesinger, 1997
24 Anderson & Sullivan, 1993
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TTAPOXEG, KOTA €TTEKTACN Kal To customer value, 1600 peyaAuTepo Ba gival kal To
switch cost yia va aAA&Eel TTpaThplo, JE AUECO ATTOTEAECUA TNV TTICTOTNTA TOU.
Edw Ba mpétel va avagepbei 611 dev Tpokemal atrAd yia brand loyalty, aAAd yia
petrol station loyalty, To oTroio €ival akéua TTio SUOKOAO va emiTeuxOei atrd 6T To

TTPWTO.

3.3.3. AY=HZH TQN ENIAOZEQN THZ ENIXEIPHZHZ

Eivalr puoiké n avtihauBavopevn agia (perceived Customer service) va ouvoéeTal
AUECO ME TNV OIKOVOMUIKA ETTITUXia TOu TrpaTnpiou.  YTtrooTtnpidetar OAo Kai
TTEPIOCOTEPO N AtTown OTI N augnon Tou Customer value odnyei oTnv augénon NG
KepdOQopiag, KaBwg auaverar To TANBOG Twv duvNTIKWV TEAATWV (€vag
euxaplIoTnuéEVog TTEAATNG atroTeAEl TTNYA vEwv KaTavaAwTwyv — word of mouth),
augaveTal To TTARBOG Twv ETIOKEWPEWV Tou iBIoU TTEAATN OTO TTPATHPIO (aUENON
TTWANOEWV), KABWG €TTioNg augavetal Kal n TmOavotnTa va Trelodei o idlog
TTEAATNG va PeTATTNOACEI O€ éva aKPIBOTEPO TTPOIOV TNG IdIAG YPOPUAG TTPOIOVTOG
— dilagopotroinuéva  Kauoiya (augnon TG TIMAG TTWANONG — QUENUEVEG

TTWANOEIQ).
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3.4. H ANATKH IN'l/A SEGMENTATION

O1rwg €xel NdN avaeepBei kKatd TRV avaAuon Tng €vvolag Tou “customer value” ,
OUo KatavoAwTég Oev PTTOpoUV va €xouv Tnv idla aKpIBWS AyopaoTIKA
OUMTTEPIPOPA (OTTOTE KaI TNV idIa AVTIHETWTTION aTTé TOV TTWANTHA), &10TI AKOUA KAl
av yivel TTpooTrdBeia KAAUWNG OAwV TWV avayKwyv Toug EeXxwpIoTd, AOyw Tng
SIOQPOPETIKNG avTIANWNG TToU €xel 0 KABEvag yia To KOOTog dev Ba Atav duvarr n

€TTiTEUEN TNG iIdIAG AYOPAOTIKNG CUUTTEPIPOPAG.

Mpokelpévou  va  QvTINETWTTIOOOUV  TETOIEG  OIOQPOPETIKEG  AYOPAOTIKEG
OUMTTEPIPOPEG, Ba ATAV TTPOTINOTEPN N TUNUATOTIOINCN TWV KOTAVOAWTWVY O€
ouadeg (segmentation), avaAoya Pe TN GUVOAIKA OUVEICQOPA TNG TTOIOTNTAG, TNG
TIMAG KOl TwV UTTOAOITTWY UETABANTWY OTNV QYOPAOCTIKr) TOUG CUUTTEPIPOPE. Me
TOV TPOTTO AQUTO OPAdOTTOIOUVTAl OTNV idIa KATNYOoPid, KATAVOAWTEG PE TRV idIa
oxedOV avTiAnyn TIUAG Kal TTOIOTNTOG. TN TIEPITITWON AUTH, avaAoyd UE TO O€
TToI0 «OMAdO» Ba avAKEl O KATAVOAWTAG, O TTWANTAG Ba Tov TTPOCEYYIOEl UE TOV
avaAoyo TPOTTO Kal Ba Tou TTPOTEIVEI KAl TO AVTIOTOIXO TTPoIdv, TTou Ba Taipiadel
KOAUTEPA OTIG AVAYKEG TOU OAAG Kal TTou Ba gival kal 1o Kepdo@odpo yia To
mpatpio. QoTd00, N TTPOCEYYION TOU KATAVOAWTH atmmd Tov TTwANTA Ba eival
QATTOTEAECPATIKA JOVO KAl av 0 TTWANTAG €XEI HEAETAOEI KAl KATAVONOEl TTARPWG TN

OUMTTEPIPOPA, TA XOPOKTNPIOTIKA OaAAG TIPOTTAVTWY TIG QVAYKEG TNG KABE

43



KE®AAAIO 3 - CUSTOMER SELECTION CRITERIA - CUSTOMER VALUE

Katnyopiag TreAaTWV EEXWPIOTA. ATrauteital Aoimmov, n dnuioupyia TUTTIKWVY TTPO®IA

kaTavoAwTwy (typical customer profile) yia Tnv KGBe TapaTavw Karnyopia.?®

Ta TUTTIKG auTd TTPOoIA KaBopilovTal atrd pia oeIpd «XAPAKTNPIOTIKWY», Ta OTToia

MTTOPOUV VA KATNYOPIOTTOINB0UV OTIG TTAPOKATW 4 KATNYOPIEG:

v Tewypa@ikn TTEPIOXA

V' Anuoypa@ikd XapakTnpioTIKG (nAIKia, @UAAO, pEyeBOG oIKOyEVEIQG,
€1060nua, €BvikOTNTA)

v Wuyxoypa@ikd  XapaktnpioTIKG  (TpoTog  Cwrg,  KOIVWVIKA  TAEN,
TTPOCWTTIKOTNTA)

v’ ZupTTEPIPOPA (ouxvoTNTa XPARONG TTPOoidvTog, loyalty)

Avaloya pe 10 «TTPOPIA» TOU KATAVOAWTH) TTOIKIAAOUV Kal Ol avAyKeG, n TaxuTnTa
KAl n ouxvotnta peE TNV OToid Ol AVAYKEG QUTEG  OnuioupyouvTal  Kal
IKQvOoTToloUvVTal ammd Tnv KABe KaTnyopia KATAVOAWTWV EEXWPIOTA.  XTnV
TTEPITTITWON TWV TTPATAPIWV KAUTINWY Ba uTTopoUoE va avapEPEl KAVEIG we TEToIA
TTPOIA Ta €ENG :

- gpyadOPEVEG YUVAIKEG JE AUTOKIVNTO PHECAioU KUBIOPOU

- AQvTpeG oTToI0OOATTOTE NAIKIAG JE QUTOKIVNTO peyGAou KuBIouou,

- avipeg nAkiag 20-30 xpovwv pe «BeATIwWUEVO» AUTOKIVATO PECAioU

KuBIouoU, TTou Toug apéael n TaxuTnTa, K.4.

» Ogden & Ogden, 2005
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O1 yuvaikeg TNG TTPWTNG KATNYOopPIag £XEl S1aTTIOTWOET OTI auTO TTOU ETTICNTOUV Eival
OUVTOMEG KaI QTTOTEAEOUATIKEG AUCEIG VIO TO QUTOKIVNTO TOUG, WOTE VA PNV £X0UV
IB1aiTEPa TTPORAAUATA PE TNV ATTOS00N TOU AQUTOKIVATOU TOUG, KaBWG &ev £Xouv
TN 01d6son Kal To Xpévo va aoxoAnBouv pe autd Kal Ta TTPORARUATa TOUG.
BAéTovTag Aoimmév o TwANTAG évav TTEAATN TNG KaTnyopiag autig, Ba trpoTeivel
OTNV KATavOAWTPIA TO BIOQOPOTTOINUEVO KAUCIUO TO OTTOI0 €XEl KOBAPIOTIKEG
I010TNTEG KAl HE TOV TPOTTO AUTO dIaTnPEi Tov KIvNTAPa KaBapsd, atTaAAGCoovTag
TNV a1Td OUXVEG ETTIOKEWEIG OTO ouvepyeio. Mia TéTola TTpdTOON UTTOPEI va €XEI
BETIKI) aQvTaTTOKPION OTN CUYKEKPIUEVN OPAdA KATAVOAWTWY KaBwg Bondd Toug
TEAEUTAIOUG PE TNV OyOPA TOU CUYKEKPIUEVOU KAUOIUOU VA KOAUWOUV Kal Jia GAAN
avaykn, auTh TNG avao@QAAEIaG yia TNV OwoTr AEIToupyia Tou QUTOKIVATOU. To
ONMAVTIKOTEPO KATA TO XEIPIOPO auTd TNG TTEAATIOOAG €ival OTI O TTWANTAG EXEI
KATAVONOEl TTANPWG TTOIEG €IVl OI AVAYKEG TIG TEAEUTAIAG KAl TNG TTPOCPEPE! TIG

OWOTEG AUCEIG VI QUTEG.

O1 avipeg TG deuTePNG Kartnyopiag €mgnTolv TO KAAUTEPO yia Tn Cwr] TOUG,
KaBwg €TTiONG Kal yia TO QUTOKIVNTO TOUG, QVEEOPTATWS €AV QUTO CUVETTAYETOI
01d06son TTeEPICTOTEPWY XPNHUATWY. AuTS TToUu £TICNTOUV Eival N EUXAPIOTNON Kail N
atréAauon KABe oTiyurA, akoua Kal Katd n didpkeia TG 0driynong. MNa 1o Adyo
auTtd, 0 TTWANTAG PBAETTOVTOG €vav TETOIO KOTAVAAWTA VO EICEPXETAI OTNV
TTAQTQPOPUA, TTPOKEITAI VA TOV EVNUEPWOEI YIO TO premium KAUCIKJo, TO OTT0Ii0
TTPOOdIdEl OONYIKI] IKAVOTTOINOT, ME EAAXIOTOUG Kpadaououg. Me Tov TpéTTo QUTO,

a1Td TN Mia 0 KAaTavoAwThg KaAUTITEl €va «BéAW» Tou, TO OTTOIO HEXPI EKEIVN TN
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OTIYMA VO unv Agepe OTI UTTAPXE, VW attd TRV GAAN O TTpatnpIoUXog augavel Ta
KEPON TOU PE TRV TTPOWONCN TWV BIOQOPOTIOINUEVWY KOUGTNwWY. Ta TTapatTdavw
aTTOTEAOUV AUECT ATTOTEAEOUATA TNG KATAVONONG TOU TIPOPIA Kal TwV «BEAW» TNG

OUYKEKPIYEVNG KATNYOPIOG.

O1 avrpeg NG TPITNG Katnyopiag avalntolv Tng €TMITAXUVON KAl TNV HEYIOTN
€TTidO0ON TOU QUTOKIVATOU. 2XTn TIEPITITWON QUTH, O TIWANTAG TIPETTEl Vva
TTPOCEYYIOEl TOV  KATOVOAWTA  EVNUEPWVOVTOG TOV  yia Tnv  UTrapén
d1aPOoPOTTOINKEVOU KAUTINoU, To oTToio aufdvel KaTtd TTOAU Tnv €TTAxuvon Tou
QUTOKIVITOU, O OXEON ME TA KOIVA Kauoiya. Me tov 1pé1T0 QUTO, O TTWANTNAG
TTPOWOEI TIG TTWANCEIG TOU, HEOW TNG IKAVOTTOINONG TOU XOUTTI TOUu TTEAATN. AuTO
€XEl oav ATTOTEAECUA TNV MPEYIOTOTTOINON TOU customer value yia Tov TeAEuTaio,
Kabwg Tou diveTal n duvatoTnTa va SIaKPIOEi OTNV «TTaPEay TOU yIa TIG ETTIOOCEIG

TOU QUTOKIVITOU TOU.

Mia GAAN TTOPAPETPOG N OTToId OXETICETAI APECA MPE TA TTAPATTAVW KAl TTaidel
ONMAvTIKO POAO OTN TTPOCWTTIKA TTWANOCT, aAAG TTou atrauTei 1IBIAITEPN £pEuva Kal
TTPOCEyyYIon €ival Kal 0 TPOTTOG UE TOV OTTOI0 O KATAVOAWTHG avTIAQUBAVETAI KOl
emme€epyadeTal TIG TTANPOQOPIEG TTOU BEXETAI KOTA TNV €i0080 KAl TTAPAPOVH TOU
oto Tpatiplo. [ TN OUYKEKPIMEVN  MEAETN, N OCUPTTEPIPOPA  QUTH
OUMTTEPIAANBAVETAI OTNV CUVIOTWOO TWV WUXOYPOAPIKWY XOAPAKTNPIOTIKWY Kal

€I0IKOTEPA OTNV TTPOCWTTIKAOTNTA TOU.
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KE®AAAIO 4

NMPOZQMIKH NQAHZH ZE NMPATHPIO KAYZIMQN

41. EIZArQrH

H mpoowTtik TTWANON OTTOTEAEI TO TTOAQIOTEPO TPOTIO ETTIKOIVWVIAG HE TOUG
TTEAATEG (KATAVOAWTEG). TTOANEG QOPEG OPWG N ONUAVTIKOTATA TNG OEV EKTIUATAI
ETTAPKWG. Eival avapevopevo o TTWANTAG, OTO XWPO TOU TrpaTnpiou, va eival
QUTOG O OTI0I0G MTTOPEI va  TIETUXEl QTTOTEAECUATIKOTEPEG TIWANOCEIG. 2TO
Integrated Marketing Communications Mix, atroteAei éva amd Ta BacIKOTEPA
epyaAeia yia Tnv emmiteugn TTWARCEWV. H TTpocwTTIKA TTWANCN Péow TNG BEATIOTNG
duvaTng €EUTTNPETNONG OTTOTEAET TO KOAUTEPO PNECO PEYIOTOTTOINONG TOU customer
value, 6TTwg TTapoucIAoBnke OTo BeUTEPO KEPAAQIO. ATTO TNV GAAN, PECW TNG
TIPOOWTTIKAG TTWANONG €ival duvaT n KATavonon Tou TPOTTOU PE TO OTTOIO Ol
TTEAGTEG AauBdavouv TIG ayopacTIKEG TOUG aTTo@aaclg (decision making process).
H emmuxia Tou TTwANTH €€aptdtal TOC0 aTTd TNV IKAVOTNTA TOU VA KATAVOE(
TIAPWG KAl CWOTA TIG AVAYKEG KAl TOV TPOTTO OKEWNG TWV TTEAATWY, OO0 Kal aTTO

TOV OTTOTEAEOUATIKO TPOTIO TTPOOEYYIoONG Twv TeAEUTaiwy. Octwpeital AoImmov
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aTTaPAiTNTA N Avagopd Kal n avaAuon TnG TTWANONG AUTHG OTO TTAPOV KEPAAQIO,
Kabwg péow authg ouvdualetal TG00 N PeyioToTroinon Tou customer value 600
Kal N duvaTtdTNTA AVTIMETWTTIONG TOU KABE TTEAATN pE EEXWPIOTO TPOTTO, avAaAoya
ME TOV TPOTTO TTOU O TEAEUTAIOG €TTEEEPYACETAI 1) ATTOPACICEl YIO TIG AYOPEG TOU,
WOoTe va TTPoTabei oTOoV TEAEUTAIO, TO KAUOIPO €KEIVO TO OTTOIO TTPOKEITAI va

IKAVOTTOINOEI TIG AVAYKEG TNG KABE KaTnyopiag TreAatwy (segmentation).

4.2. MNPOZQMIKH NQAHZH

4.2.1. TENIKA

H mpoowTiky TwAnon (Personal Selling) ocuptrepiAauBavel TTwWANon Tou
BagileTal 0TV TTPOCWTTO PE TTPOCWTTO €TTIKOIVWYVIa. Katd tn diadikaoia auTr} o
TTWANTAG TTpoCTTaBei va TrEioel Tov KaTavaAwTh va ayopdoel To TIPOoidv TTou
EUTTOPEVETAI. TO ONPAVTIKOTEPO TTAEOVEKTNUA TNG TIPOCWTTIKAG TTWANONG €ival n
éva TTpog €va @uOon Tng, n otroia divel oTov TTWANTH TN duvatoTnTa Vva Eivai
EUENIKTOG, BpiokovTag TTpoidvTa i uTTnpEaieg TTou Ba IKavoTroiouv 1 Ba uTTrEpROUV

aKOMa, TIC AVAYKES Kol Ta «BEAW» Tou KatavaAwTh.”

2UXVd, ol TTWANTEG ATTOTEAOUV TO JOVADIKO PHECO ETTIKOIVWVIAG TWV TTEAATWV UE TO

TTpaTrpPIo (ETTIXEIPNON), ME ATTOTEAEOUO OTO TTPOCWTTO TOUG Ol KOTAVAAWTES va

"Ogden & Ogden, 2005
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BAETTOUV TNV €TAIPIO TTOU EKTTPOCWTTEI TO OUYKEKPIPEVO TTPATAPIO. H £TTagn auth
EeKIVA a@poU TTPONYOUHEVWG O TTEAATNG €XEl EVTOTTIOEI KATTOIEG AVAYKEG OTTO
TIAEUPAG TOU Kal 0 TTWANTAG aTTd TNV GAAN KOAEITAI va TIG IKAVOTTOINOEl HEOW TWV
TTPOIOVIWV TToU Tou TIpoo@Epel. lMpokeiwévou va auénBolv o1 BavoeTNTEG
ETTTUXIOG WG TTPOG TIG TTWANCEIG TOU TTPATNPIOU, ATTAITEITAI £va TTANPEG OXEDIO
TTWARCEWY, KOTA TO OTTOI0 Ol TTWANTEG Ba TTPETTEI VA EKTTAIBEUOVTAI CUVEXWG
TTPOKEINEVOU VO UTTOPECOUV VA ATTAVTAOOUV OTIG EPWTAOCEIS TTOU TOUG BETovTal

aTTO TOUG TTEAATEG.

4.2.2. AIAXQPIZMOZ THZ NMPOZQMIKHZ NQAHZHZ E KATHIOPIEZ

H onpacia g TTpoowTTKAG TTWANONG yia Tnv ETIXEipnon egaptdral amd To
EUTTOPIKO KAGDO TNG Kal TNV 1I81aiTEPN OTPATNYIKA TNG. H dIaQOPETIKN onuaacia Tng
TTPOCWTTIKAG TTWANONG METOEU EUTTOPIKWYV KAGOWV 1 TUTTWV KATAOTNHATWY
MTTOPEl va yivel TTEPICOOTEPO KATAVONT PEOW TUTTOAOYIWV TTPOCWTTIKAG
TWANong Tou Tapoucidlovial otn BiBAoypagia®®. Mia didkpion eival PeTagy
TTWANTWV TToU atrooTToUV TTapayyeAieg (order getter) kar TTwANTWVY TTOU ATTAWG
oéxovTal TrapayyeAieg (order taker). O1 TTpwTol €ival TTWANTEG TTOU TTOPEUBaiVOUV
EvePYNTIKA 0Tn diadikaaia TnG TTWANoNG Kai TTpooTTaBouv pe KatdAAnAo TpdTTo va
dnuioupyrioouv cuvaAAayEg. Or deUTEPOI CUPMPETEXOUV TTOBNTIKA OTn S1adIKACIa

TNG TTWANONG KAl BIEKTTEPAIWVOUV TIG TTApAyYEAiEG TwV TTEAATWV. H TTWANCN TTOU

2 McGoldrick, 1990
* Berman & Evans, 2001
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AauBdvel xwpa OTa TTPATHPIO KAUCIUWY Ba uTTopoUcape va TToUUE OTI QViKEl OTN

TTPWTN KATNyopia.

Eteidr) o pOAog Tou TTPOCWTTIKOU TTWAACEWV gival 1B1IAITEPA ONUAVTIKOG OTAV TA

eQTTOPEUPATA €ival HEYAANG agiag, ol ayopEg xapaktnpidovTal amrd apefaidtnta, A

T TIPOIGVTA TTOU ayopddovTal €ival OTTavia, ol TTwWANTEG TTOU TIPOKEITAl Vd

TTpowbAcouv Ta dlapopoTroiNuéva Kauolua Ba TPETTEl va gival TTOAU KoAd

EKTTAIBEUMEVOI, KABWG Ol TIUA TwV TTPOIGVTWY auTwyv gival IBIAITEPA oNUAvTIKOG O€

oX€0N PE AUTH TWV KOIVWYV KAUCIUWV.

O1 TTPOOWTTIKEG TTWANCEIG PTTOPOUV £TTIONG va dIaXWPIOTOUV Kal OTIG €EAG

KATNYOPIEG :

ATTAR diekmrepaiwon cuvaAdaywy : MNMpodkeral yia KabBapd SiaxeipIoTIKA
epyaoia. ATTOTEAE TNV Kupiapxn €pyacia TOU TTPOCWTTIKOU TTWANCEWV
OTav UTTAPXE! TTEPIOPICPEVN €EUTTNPETNON 1) CUCTNPA QUTOECUTTNPETNONG.
Tumik TwAnon : E@apudletal Kupiwg yia XapnAou KOOTOUG Kal atrAd
gUTTOPEUMATA. AUTOU TOU €iDOUG TTWANONG ETTIKPATOUCE PEXPI TA TEAEUTAIA
OTa TTPATAPIA UYPWV KAUTIHWV.

Anpioupyikil TTwWANoNg : AQopd Kupiwg OKpIBG KAl TTOAUTTAOKO
euTTopeUpaTa. H mwAnon tTepIAauBAvel TN METAPPACT TWV AVAYKWY TOU
TEAATN O€ TIPOTACEIS QYOPWV. TO TIPOOWTTIKO TIWANCEWV XPEIAZETaI

YVWON Twv TTPOIOVTWY Kal IKavoeTnTa oTIS TTwARCEIS. Kupiwg, e¢aitiag Tng
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avaTTTUéNG dIa@OPOTTOINKEVWY KAUCIUWY, aKpIBOTEPWY atTd OTI N ATTAN
auo6AuBON Bevlivn TTou dIaBETOTAV QTTOKAEIOTIKA HEXPI TTPIV Alya Xpovia,
yiveTal TrpooTrdBeia uioBeaiag TnG dnUIOUPYIKAG TTWANONG KAl OTO XWPO
Twv Tpatnpiwv. Mia TéTolo TTpOoOTIAOEId dUWG aTTaITEl TNV CWOTH Kal
OIaPKN EKTTAIOEUON TWV TTWANTWY OXETIKA ME TA XAPOKTNPIOTIKA TwV
KVEWV» KAUOiJwV Kai v IKavoTNTA «METAPPAONG Kai

ATTOKWJIKOTTOINONG» TWV AVAYKWY TOU TIEAGTN O€ TTPOTATEIS ayopwV.*

4.3. NPOZQIMIKO NQAHZEQN

H mpoowTik) TTWANON OANAOCUVOEETAlI PE OAA TA UTTOAOITTA TUAMOTA TNG
diloiknong Tou TIpaTnpiou. To TuAPa avelupeong avBpwTrivou  Sduvapikou
EMTTAEKETAI PE TNV EKTTAIOEUON TWV TTWANTWYV, N €EUTTNEETNON TWV TTEAATWV
e€aopTdral amd TNV €TTAQA TTOU €XOUV TTETUXEI OI TTWANTEG, O TIPATNPIOUXOG
EMPRAETTEI KOl EVOIA@PEPETAI AUECA VIO TNV ATTOTEAECUATIKOTNTA KAl ETTIOOCN TWV
TTWANTWV KaBwg atrd Toug TeEAEUTaioug e€apTwvTal Ta €0000, OTTOTE Kal Ta KEPDN,
TOou TTpaTtnpiou. EKTOG Twv GAWvV, N amTOTEAECUATIKOTNTA TNG £QAPPOYAG TOu
Integrated Marketing Communication Mix e§apTdral o€ TTOAU peydAo Babud amo
TOUG iBI0UG TOUuG TTWANTEG. Oa uTTopoucE va 10XuUpIoBei kaveig Aormmov, OTI n
TIPOOWTTIKA TTWANCN ATTOTEAEI TO ONUAVTIKOTEPO ONUEIO  AsImoupyiag Tou

TTpaTnpiou.

* ManaPocireion & Mraitic, 2003
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O pdAog Tou TTPOCWTTIKOU TTWARCEWV €EQPTATAI £TTIONG KAl ATTO TNV OTPATNYIKA
TOU OUYKEKPIYEVOU TTpaTnpiou. Ta TTPATHPIa TTOU AEITOUPYOUV UE XAWNAEG TIUEG
Kal XaunAo 1repiBwplo kKEPOOUG TTPOCTTABOUV VA UEIWOOUV Ta AEITOUPYIKA £600Q
Kal TTEPIOPICouV TNV TTPOCWTTIKA €EUTINEETNON TWV TTEAATWYV TOUG, Ol OTToIOI
GAAWOTE TTPOTIMOUV VA £XOUV TTEPIOPICHEVN 1] OUCIOOTIKA avUTTAPKTN TTPOCWITIKI)
eEuttnpéTNOoN Kal KOAUTEPEG TIMEG. 1o TO Adyo auTd, O¢ éva TTPATAPIO XANNAWY
Tiywv  (category killer), TO OXETIKA TIEPIOPIOUEVO  TTPOOWTTIKO  ATTAWG
QVTOTTOKPIVETOI O€ EPWTACEIG TOU TTEAATN Kal KAEivEl TR ouvaAAayh. AvTIBETWG, O€
TTPATAPIA TTOU AEITOUPYOUV PE UWNAEG TIMEG AIOVIKAG KOl JEYOAUTEPO TTEPIBWPIO
KEPOOUG TTPOCTTABOUV va evioXUoouv Tnv OnNMIOUPYIKH TTIPOCWITIKA TTWANCN,

ATTOOKOTIWVTOS TNV AUENON TWV AYKWV SIAPOPOTTOINUEVWY KAUTTHWY.®

4.3.1. Ol ZTOXOI TOY NPOZQMNIKOY NQAHZEQN

O1 o16x0!1 TOU TTPOCWTTIKOU TTWAACEWV dev €¢avTAouvTal aTnv aTTAr) dlaxeipion

Twv ouvalaywv pe Toug TeAdTteg. O1 Berman kai Evans ékavav pe pia

EKTETAPEVN TTAPOUGIACT TWV GTOXWY TTOU TO TTPOCWTTIKG TTWARCEWVY £XEI

» YTokivnon Twv  EMOKETTTWY TOU KATAOTAUATOG (TTpaTnpiou) va

TTPAYHATOTIOI)OOUV AyOPEG.

> Ogden & Ogden, 2005
® Berman & Evans, 2001
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» 2UOTAOEIG KOl TTapOKivnon yia TTPAYHATOTToINoN £MTTPO0OETWY ayopwv
a1Té TOUG TTEAATEG TOU KATAOTAUATOG (TTPATNPIOU).

» OAokAfpwan ouvoAAaywy.

» Topoxry Tou KatdAAnAou €mITTEOOU TTPOCWTTIKAG €EUTTNPETNONG OTOUG
TTEAQTEG.

» Anuioupyia IKAVOTTOINUEVWY TTEAATWV.

» [Mapoxn TAnpo@opiwv ot dloiknarn.

4.3.2. MIPOZONTA MNMPOZQMIKOY NMNQAHZEQN

O1 TpatnpioUxol CUVABWG £XOouv BIAPOPETIKA KPITHPIA ETTINOYNG TTPOCWTTIKOU O€
ox€0n HME GA\ou €idoug EeTTIXEIPAOEIG. Ta dnUOypa@IKA XAPAKTNPIOTIKA, N
TIPONYOUUEVN EUTTEIPIA OTO XWPO TwV TTWANCEWV Kal N TTPOCWTTIKOTNTA TOU
uTTOWnN@ioU aTToTEAOUV TA XOPAKTNPIOTIKA €KEIVO TA OTTOI0 O TTPATNPIOUXOG

AauBavel TepIccOTEPO UTTOWN KATA TNV ETTIAOYH TOU TIPOCWTTIKOU TTWANCEWV.

H ammoteAeopaTikOTNTa Kal atmodoTiKOTATA KATToIoU TTWANTA  €€apTtdtal atrod
OIAPOPOUG TTOPAYOVTEG, Ol OTToiol  MTTOPEi  va  eival  €upuTol, OTTWG N
TIPOCWTTIKOTNTA KAl TO TOAEVTO ETTIKOIVWVIAG, ) ETTIKTATOI, OTTWG N EUTTEIPIA OTIG
TTWAACEIG KAl O1 YVWOEIG VIO TA EPTTOPEUPATA. H ATTOTEAEOUATIKOTNTA TOU TTWANTH

Oev gival TTavta dedopévn Kal oTaBePH.
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O poAog kal Ta KAatGAANAa XapOKTNPIOTIKA yvwpiopaTa Tou TTwANTH dlagEpouv

METAEU TWV SIOPOPETIKWVY EUTTOPIKWY KAAOWYV Kal TUTTWV KATaoTNNATWY. Q0T600,

TA TTPOCOVTA TTOU TTPETTEI VA BIOBETEI TO TTPOCWTTIKO TTWANCEWVY €VOG TTpATNPIOU

ival Ta €€NG :

@)

Nvwon Twv 1810ITEPWY XAPAKTNPICTIKWY TWV SI10QOPOTTOINHEVWYV
KOUCIMWV : oupBatdtnTa QuTOKIVATOU, I1810TNTEG, €idn, avTaywvIoTIKA
TTPOIOVTA, K.A.TT.

Karavénon Tng ayopaoTIKAG CUUTTEPIPOPAS TWV TTEAATWV : TTWG
ETTIAEYOUV TTPATAPIO KAl €i00G KAUTIUOU.

AtroteAeopaTik eTa@ PE TTEAATN : TPOTTOG TTPOCEYYIONG, UTTOROANG
EPWTACEWYV, ETTIOEIENG TWV TTPOIOVTWY, KAEICINATOG TNG TTapayyeAag.
ESutrnpétnon peTd Tn TTWANGCN : CUUPBOUAEG XPOEWS TWV TTPOIOVTWY,
eTmiAuoN PIKPWV TTPORANUATWY, EYYUNOEIG K.A.TT.

KatdAANAN TTpOoWTTIKOTNTA KAl CUMTTEPIPOPA. O KAAGS TTWANTAG gival
ouvNBwWG @IAIKOG, €XEI AUTOTTETTOIBNON, OTOBEPOTNTA Kal IKAVOTNTA Va
avTIAauBaveTal Toug GAAouUG, KaBwg n TWwANong eival pia KaT'e€oxng
ETTIKOIVWVIAKA Epyaoia.

Anpoypa@ikd XapaKTNPIOTIKA : & OPIOPEVOUG KAGOOUG Tou AlavIKOU
EUTTOPIOU TO ONUOYPOPIKA XOPAKTNPIOTIKA TOU TIWANTH €vIOXUOUV I
€€aoBevolv TNV OTTOTEAEOPATIKOTNTA TOu. TETOIO XAPOKTNPIOTIKA Egival
KUpiwg To QUAO Kal n nAKkia. Ta TeAeuTaia xpovia yivetar 6Ao kail TrIo
aioBNT n Tapoucia  yuvaikwv UTTAGAAAAWV  OTIC TTAQTQOPHESG  TwV

TpaTnpEiwv. AUt o@eiAeTal o€ TTOAEG aitieg OTTwGg n diatrpnon kabapou
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TePIBAAOVTA  XWPOU, €UXAPIOTN TIPOCEYYION Tou TIEAATN, Adyol
aI00NTIKAG, KaAUTEPN €&UTTNPETNON, MEYOAUTEPO TTOOOOTO ETTIOKETTTWV
TTpaTmpiwv ival dwpsg.7 QOoTO00, OTO CUYKEKPIUEVO XWPEO Ol YUVAIKEG
UOTEPOUV WG TTPOG TNV TEXVIKA KATAPTION, OXETIKA PE Ta €EeIdIKEUPEVA
TTPOIOVTA QUTOKIVATOU (TT.X. AITTAVTIKA, uypd @pévwyv K.d.) TTou dlaBéTouv

Ta TTPATHPICA.

Mpokelpévou Eva TTPATAPIO Va £XEl TA BEATIOTA BUVATA ATTOTEAECUATA WG TTPOG TIG
TTwARoelg, Ba TTpétel va d0Bei n déouca TTPOCOXN OTNV EKTTAIdEUON TOU
TTPOOWTIIKOU TIWANong. Ta kaipia onueia Ta  omoia Ba Tpémel  va
OUMTTEPIANPOOUV OTTWOOATTIOTE OTNV EKTTAIOEUCN QUTH €ival OI TEXVIKEC TTWANONS
KOBWG Kal N evnuépwaon Twv TWANTWY OXETIKA UE TA XAPAKTNPIOTIKE, TNV

TTOIOTNTA KAl TA €idN TWV KQUOIUWY TTOU EUTTOPEUOVTAL.

ZUUTTEPACUATIKG, agifel va avapepBei OTI 0 TTPATNPIOUXOG Eival AuTOG O OTTOI0G
Ba TpéTTel va €gao@aAioel TNV TTANPN KOl OTTOTEAEOUATIK) E€UTTAOKY TNG
TTPOCWTTIKAG TTWANoNG oTo Integrated Marketing Communications Mix. Agv Ba
TIPETTEI O€ KAMIO TTEPITITWON O KATAVAAWTNG va PTTEPOEUETAI ATTO TNV €TTiIdPACN
TWV PEPOVWHEVWY EPYOAAEiWV TOU piypartog autou. ‘Etol, edv og KATTOI0 Onueio
TOU TIpaTnpiou UTTAPXEl TTIvakida TTou va dla@nuidel OTI OTO OUYKEKPIYEVO
TTPATAPIO O KOTAVOAWTAG MTTOPEI va ouvavTAoel éva @IAIKOTaTo TTEPIBGAAOV
e€uTTNPETNONG, O KOTAVOAWTEG ammd Tnv TTAEupd Toug Ba avapévouv va

ouvavtioouv QIAIKOUG TTWANTEG. MNa Toug TEAEUTAIOUG, «@IAIKOTNTAY» WTTOPEI va

"Moanopacireion & Mratic, 2003

55



KE®AAAIO 4 — [TPOXQITIKH ITQAHXH XE ITIPATHPIO KAYXIMQN

OnNMaivel €vag EUXAPIOTOG XAIPETIOPNOG, OUVODEUOUEVO [E Eva XANOYEAO Kal Eva
KEUXOPIOTWY, TTOU TTPOTIUNCAV TO KATAOTNHA TOUG Yia TNV KAAUTEPN £EUTTNPETNON
Toug. Edv o karavoAwTtig &ev aioBavBei Tnv @QIAIKOTNTA, OTTWG QuTH EXEl
TTPoPANBei ammd kammoio Ao epyaAeio Tou IMCM, 16TE €ival TTOAU TBavd o
TTEAATNG VA YTTEPDEUTEI, JE ATTOTEAEOUA VA PNV €ival ETTITUXEG TO MAVUUA TTOU TO
IMCM Ba nBeAe va petadwoel otov katavaAwth. O TwAnTég Ba TTpéTmel va
EKTTAIBEUTOUV OUUQWVA PE TO «XPUCO KavOvay: «Alaxeipioou Tov meAdTn oTws
aKkpIBwgS £0U Oa nsAsg va o diaxsipioTouv OTnNV MEPITTWON TOU Ba nOOUV

MEAATNCY.

4.4. >TAAIA NMPOZQMIKHZ NQAHZHZ

H diadikaoia Tng TTPOOWTTIKAG TTWANCNG TTou AapBAavel Xwpa o€ éva TTPaThHPIOo

£xel d1dgpopa oTddIa, TToU €ival T TTOPAKATW:
MpoeToipacia Tou TwANTA : Eival TAéov atrapaitnto TTpIv TNV £vapén
NG «Bdpdiag» o TWANTAG va €ival evriPEPOS yia Tn dIaBeoINOTNTA
(atroBépaTta) Twv dIAPOPOTTOINKEVWY KOl KOIVWV KOUGINWY, TIG TIUEG KOl
TOUG TTIBavVOUG OTOXOUG TTWANCEWY TTOU BETOVTaI ATTO TOV TTPATNPIOUXO.
Ymodoxn Kal Tpooyyion Tou TTeAATN Kal dvolypa Tng TwAnong : O
TWANTAG evTomiCel TOov TOAvOe TreAATn, TOV  KOTNYOPIOTTOIEl, TOV

TTPOOoEeYYiCel Kal apxiCel Tn TTwANON.
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Mapouciaon Twv Jdla@opotroiNpévwy Kauoiywyv :  Eival 1ToAU
ONMaVTIKO O TTWANTAG va OIATTIOTWOEl TIG TTPAYMOTIKEG AVAYKEG TOU
TTEAATN, WOTE VA TTAPOUCIACEl TO KATAAANAO KAUOIYO yia autov. H un
TTapouciaon R n Tapouciacn OAwv Twv €10WV  dIAPOPOTTOINUEVWYV
KQUOIJWV PTTOPEI va atToyonTeUoEl ) va UTTEPOEWEI TOV TTEAATN.

Alaxeipion epwTRoEwyV, au@IBOAIWV Kal avTippoewv @ O KaAOg
TWANTAG  xapaktnpifetar ommd 710 €AQv  pPtmopei  va  dlaxeipiodei
OTTOTEAEOUATIKA TIG BETIKEG 1 TIG ApvNTIKEG avTIOPAOEIS Tou TreEAATn. O
TTWANTAG TTPETTEI VA ATTAVTAOEl TTEIOTIKA OTIS EPWTACEIG, va OIOAUCEI TIG
QUQIBOAIEG Kal va KaTappiwel TTIBAVEG avTIPPROEIS TOU TTEAGTN.

KAgiolpo tng mwAnong : OAeg o1 eUTTOPIKEG  ETTIXEIPHOEIS  Eivail
KEPOOOKOTTIKEG , UE ATTOTEAEOA, ATTWTEPOG OTOXOG TOUG VA gival N OAo Kal
MEYaAUTEPN €€ac@AAIon cuvaAAaywyv TTPOKEINEVOU va augAoouv Ta £0004
TOUG KaI KATA ETTEKTACN Kal Ta KEPON Toug. OTTOTE TO OTAdIO AUTO €ival Kal
TO ONMAVTIKOTEPO. a0 TO AGYO aUTO OI KIVAOEIG TOU TTWANTH yIa TO KAEIOIYO
TNG TTWANONG TIPETTEI VA €ival TIPOOEKTIKEG KAl va YivovTal OTav UTTAPXOoUV
evOeiEelg o1l 0 TTEAATNG KAgivEl TTPOG TNV Ayopd TOu BIAPOPOTIOINUEVOU

TTPOIGVTOC, TOU OTToioU TOU TTPOTABNKE.®

QoT600, n didpkeia Kai n otroudaidTnTa Tou K&Be oTadiou TTOIKiAAEI avaAoya pe

TN mepimTwon. MNa 10 Adyo autd, oe kKaBnuepivr BdAon, Katd Tn TTPOCWITIKN

TTWANON, €ival TBavo £va A TTEPICCOTEPA OTASIO VA TTAPAKAUTITOVTAI i} va gival

¥ McGoldrick, 1990
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e€aIpeTIKA oUvTopa 1 n aAAnAouyia Toug va pnv akoAouBeital Tavta. AuTd
ogeileTal oTnv €AAeIYn Xpovou, KaBwg n TTwANon eival TaxuTepn. H tpnon 1ng
O€IPAG TwV TTAPATTAVW OTAdiwV KABWG Kal N KAAUTEPN EVNUEPWON TOU TTEAATN
TTPAYUATOTIOIEITAI CUVABWG O€ WPES JN aiXuAG OTTou aTTd TN Mia 0 TTWANTAG €XEI
TO XPOVO Vva evnUEPWOEl KAAUTEPA Kal aTTO Tnv AAAn O TTEAATNG €ival TTIo
€udIABETOG KAl OEKTIKOG OTO VO EVNUEPWOEL. XTN TTEPITITWON AUTH AVOPEPOUOOTE
otn diadiKaoia TTWANONG KATd Tnv OTToia €XOUME UWNAR avdApeign TTwWANTA Kai
eAATN. AiCel va avaepBei 0TI JOAIG 0 TTWANTAG £XEI ECacPaAiosl Tnv TTpowenon
KATToI0U dIaPOPOTIOINUEVOU KAUCGIiUOU, Ba TTPETTEI VO OUCTACEI OTOV TTEAATN KOl
EMTTPOCOETEG ayopEéS, TT.X. Avolyha KATTmoU yia €Aeyxo Aadiwv Kal uypwv

QpPEVWY, TTWANON afecoudp AUTOKIVITOU, K.4.

4.5. AAAEZ TEXNIKEZ NQAHZHZ

Katd 1n didpkeia TNG TTPOOWTTIKAG TTWANONG OTA TIPATHPIA UYPWY KAUCIHwY,
eQapuolovTal Kal pia oeipd AANwv  TEXVIKWVY TTWANONG, TIOU Ol TTWANTEG
XPNOIYOTTOIOUV  AAAEG  QOpPEG  euouveidnNTa Kal AGAAEG  @QOpPEG  acuveidnTa.

MapakdTw yiveTal yia ava@opd TwV TEXVIKWY QUTWV.
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4.5.1. NPL, Adaptive Selling ka1 To Segmentation

2Uupwva pe 10 NPL (Neuro — Linguistics — Programming), n eTmkoivwvia
BagiCeTal oTOoVv TPOTTO PE TOV OTTOI0 Ta ATOUA avTIAGPBAvVOVTal TOV ECWTEPIKO KAl
eEwTtepIKG TOUG KOOWOo. O TPOTTOG aUTOG avTIAnWNG TTEPIYPAPEI TTWG TO ATOMO
OUVOETEI KQl CUYKPOTEI TN OKEWN TOU, WOTE va UTTOPECEl va TTEPIYPAWEl Kal va
avTIANeBei Tov €EwTepIKO kKOopo. Edv kdmmoio Tpito ATOpO KOTAVOrOEl TO
TTPOCWTTIKG aUTO TPOTTO AEITOUPYIaG TOu KABE avOpwTTOU TTOU ETTIKOIVWVEI, TOTE

augavovTal Kail oI SBuvaTOTNTEG ETTIKOIVWVIAG JETAEU TOUG.

2Upowva e Ta TTapatravw, 1o adaptive selling opifetal wg n eVAAAAGKTIKN
OUMTTEPIPOPA TTWANONG KATA TN OIAPKEID ETTIKOIVWVIOG TOU TIWANTA MPE TOV
TTeAATN, TToU BacileTal oTnv avTiAapBavopevn TAnpogopia avaloya pe T uon
TwVv ouvinkwv TTwANong. H xpnoiyotroinon tou adaptive selling €xel ammodeixOei
WG onuavtikd BeTIKA OuoxXeTICOPEVN MPE TNV ammodoon  Twv  TTWANTWV.
2UpTTEPOOUATIKG, To adaptive selling oxeTiCeTal dueca e 10 segmentation, aAAd
atroTeAEl €va TTapaTTdvw Bripa TTANCIECTEPA OTOV TTEAGTN AOYW TWV £QAPUOY WV

TTOU N TTPOCEYYION QUTH TTAPEXEL.

270 XWPO Twv TTpatnpiwv, n epapuoyr Tou adaptive selling £€xer atrodeixOei va
gival apkeTa aTTOTEAEOPATIKN, KOBWG au&dvel Toug SIAUAOUG ETTIKOIVWVIAG PETAEU
TOU TTWANTA KAl Twv TrEAATWV, TTPAyua TTou BonBd otnv Tpowbnon Twv

dilagopoTroiNuévwy Kauaigwy. O TTwANTAG €av KaTa@Eépel va avTIAngOei dueoa
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TOV «TPOTTO OKEWNG Kal avTiAnwng TG CwAG» Tou TTeEAdTN (edv 0 TeAguTaiog gival
ouvTNPENTIKOG ] TOU OPECOUV T YpPriyopa auTokivnta r OT1 oTn {wr Tou TOV
evOIaPEPEI VA €XEI TTAVTA TO KOAUTEPO AVEEAPTATWG TIUNAG), TOTE UTTOPE UIOBETATEI
OTNV €KACTOTE TTEPITITWON TOV AVTIOTOIXO TPOTTO OKEWNG TOU TTEAATN, KAVOVTAG
TOoV va aioBavBei 611 Tov KaTtavoei TTAAPWG, OTTOTE KATAVOEI KAl TIG AVAYKEG TOU.
Me TOv TPOTTO QUTO aufdvovtal n TOavoTNTEG va dnuioupynBei pia oxéon
EMTTIOTOOUVNG PETOEU QUTWV, PE OTTWTEPO OTOXO O TTEAATNG va EUTTIOTEUOEI Ta
TTPOIOVTa TToU O TTWANTAG Ba Tou TIpoTeivel. ATTO TNV GAAn, o TTWANTAG Ba
TTpoTEivEl TO OIAPOPOTTIOINUEVO AUTO TTPOIOV TO OTToi0 Ba PEYIOTOTTOINCEI TO

customer value Tou €KAOTOTE TTEAATN KAl TNV KEPOOPOPIa TOU TTPATNPIOU.

4.5.2. H katnyoplotroinon oto Adaptive Selling

‘Eva atrapaitnto oTtoixeio Tou Adaptive Selling €ivar n katnyopiotroinon Twv
TTEAATWY, CUPQWVA PE TNV OTTOIA O1 TTWANTEG OPAdOTIOIOUV TNV TTANPOQOpPIa TTOU
AauBavouv Katd Tnv €Ta@r Toug JE Toug TTEAATEG, dlaxwpilouv Toug TTEAATEG O€
OMAdEG Kal AVTIMETWTTICOUV BIAPOPETIKA TNV KABE oudada EexwpioTd, avaloya pe
TOoV TPOTTO TIPOCEyyIong Tng K&Be opddag. lNpokepyévou va eivalr duvatdg o
OIOXWPIOPOS TwV OPAdWY QUTWY, oI TTWANTEG emregepydlovTal TIG OI0BETINES
TIANPOPOPIEG OXETIKA ME TOUuG TreEAATEG. [a va yivel Mo karavontd TO
OUYKEKPIPEVO B€ua, o TTwWANTAG avTIAauBdveTal Toug duvnTIKOUG TTEAAGTEG TOU

OKPIBOTEPOU KAUCIUOU (OTTOTE KAl TTOIOTIKOTEPOU) ATTO Ta AKPIBA | «BEATIWUEVA»
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QuTOKiVNTA TOUG PeyaGAou KUBIoPoU, o1 otroiol gival Kupiwg avdpeg, nAikiag 30 e

45 ypovwv.

TNV Katnyopiotroinon auTh 6a ptropouce va Bonbrioel o yeydAo Babud kai ol
OMOIOTATA TWV TIWANTWYV MPE TNV TIAEIOWN®@Ia Twv TIEAQTWY TOU TTPATNPIOU.
Z0UQWVa PE KOIVWVIKO-WUXOAOYIKEG €xel dlamoTwBei 611 n mlavétnTa uia
ETTOIKOOONUNTIKAG ETTAPAG TTEAATN-TTWANTA AQUEAVETAI ONUAVTIKA OTaV PoIpddovTal
KOIVA evOIaQEPOVTaI KAl £X0UV TTAPOPOIA XAPAKTNPIOTIKA, KABWS N TToodTNTA KAl
n 1oIdTNTA TWV OUAAEYOUEVWY TTANPOQYOPIWY KATd Tnv Oladikaoia TTwANoNng
eCapTwvTal o€ PEYAAO BaBPO Kal atrd TNV OPOIOTNTA TOU TTWANTA WE TOV TTEAATN.
Kam 1€toi0 BonBd& TTOAU OTO KAEIOIMO pIOG TTWANONG KAl TNG TTpowenong

OIAPOPOTTOINUEVWY TTPOIOVTWV.

O1rwg  avagépbnke Kol TTPONYOUUEVWGS N KATNyopIoTToinon  atraitei  Tnv
OUYKEVTPWON TWV ATTAITOUPEVWY TTANPOPOPIWY, N OTTOId TTPOKEIMEVOU VA Egival
TTAoUCIa Kal a&lotmoTn Ba TTpETTEl va BacieTal O0Tn XPrnon MIOG KOIVAG YAWOOoag
KAl KOIVOU KWOIKA ETTIKOIVWVIOG. 210 onueio autd agidel va onueiwdei 611 otnv
TTEPITITWON TNG OMOIOTNTAG TWV XOPOAKTNPIOTIKWY TOU TTEAATN PE TOV TTWANTH, O
TeAeuTaiog ptropei va  ekuetaAAeutei 1o liking heuristic  decision process,
TIPOKEIMEVOU VA KTIOEl TTAVW O€ autd TNV OUAAOY TwV OTTAITOUPEVWYV

TTANPOPOPIWV.
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4.5.3. AeKTIKR Kal PN AEKTIKA £TTIKOIVWViA

Katd mv Olodikaoia Tng TIPOCWTIIKAG TIWANONG, TO ONPAVTIKOTEPO Kal
OUOKOAOGTEPO onueio ival n emmTuxh £vapén emKoIvwviag Ye Tov TTEAATN. To €idog
NG €TMKOIVWVIAg (AEKTIKN 1) Pn) TTOIKIAAEI o€ KABe TrepimTwon. Asdouévou 0TI TO
TANBOG Twv TIEAATWVY TIOU EICEPYXOVTAl KABNUEPIVWG OTO TIPATAPIO  Eival
ONMUOVTIKOG KOl O TPOTTOG QVTIMETWTTIONG TOUG TTOIKIAEL, n KA&Be TrepITTTWON
TTWANONG Bewpeital EeXwPIOTH, PE OTTOTEAEOPO O TTWANTAG va &ekiva Tnv

d10d1IKaoia TTWANONG ME EVTEAWG BIAPOPETIKO TPOTTO KABE Qopa.

Ymapxouv dUo €idn emkoivwvia pe Bdon Ta otroia évag TTwANTAG Ba ptropouoe
va EEKIVAOEI TNV ETTIKOIVWVIA TTWANoNG. H pia gival n AekTikn emikoivwvia n otroia
BaoileTal o€ €pWTO-ATTAVTACEIG PETAEU TOU TTWANTA Kal Tou TTeAATn. H deuTepn
gival N un AEKTIK  EMIKOIVwvId  OUPQWVA  HPE TNV OTToid O TTWANTAG
EKUETAAAEUOUEVOG TNV YAWOOO TOU CWHATOG TTPOOTTOBEI va TTpooeyyioel Tov
KATAVOAWTR ME TTIO €UXAPIOTO TPOTTO TTPOKEINEVOU Va KEPDIOEI TO EVOIAPEPOV,
ooBapdTNTA, KAl EUTTIOTOOUVN TOU OXETIKA YE TIG AVAYKEG TOU TEAEuTaiou. ETTEIdn
OMWG, atmd €peuveg €xel dIOTTIOTWOEI OTI Katd T OUO TpiTa TOU XPOVou
ETTIKOIVWVIaG PETAEU TOU TTWANTH KAl TOU TTEAATN XPNOIMOTTOIEITAI N KN AEKTIKA
ETTIKOIVWVia, £xel avatTuxBei éva oxeTikd poviého P.E.R.C.E.I.V.E., cUppwva ue

TO OTTOIq:
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P — To apyikd tou Proximity, T0 OTT0i0 ava@EépeTal wg N aréoTacn PETALU
TWV ATOPWV Kal TToU €XEl OIaTTIOTWOEL, EAEyXOVTAG TIG TTOAITIOTIKEG SIOPOPEG,
OTI o1 dvBpwrTrol €mOupolv va Bpiokovtal KOvId o€ ATopa T OTToia
ouPTTaBoUv Kal poidlouv. ZTnV TTWANCN Kaudidwy, €xel dlatmioTwOei 6Tl 0
TTWANTAG Ba TTPETTEl va TTpooeyyicel Tov TTEAGTn atmd TO0 TTapadBupo Tou
ouvodnyou kai Oxl auTd Tou odnyou, TTPOKEINEVOU va PNV aicBavBei o
KatavoAwTrg ot méECeTal aAAG avTiBeTn va €xel xaAapr) didBeon, WoTe va
gival 1o JeKTIKOG OTNV TTANPOPOPIA TTOU TOU TTAPEXETAI ATTO TOV TTWANTH).

E — To apxikd Tou Expressions, ava@EPETAl OTNV €KPPACH TOU TTPOCWTTOU
TOU TTWANTA, n otroia 600 To0 €uXAPIOTN KAl XOPOUMEvn Eival, TOOO
OTTOTEAECUATIKOTEPN Eival OTNV €@ PE Tov TTEAATN. KaBwg 10 TTpaTripIo
KQUOidwyv dev atroTeAET TO TTI0 EUXAPIOTO TTEPIBAAAOV ayopdcs, Adyw TT.X. TNG
MUPwWBIAG TNG Bevlivng, ¢ATnUa KaBapIdTNTAG, O¢ avTiBeon pe GAAou €idoug
KATAOTNUATWY TOU AIQVEUTTOPIOU OTTWG KATAOTAUATA POUXWYV, KOAUVTIKWYV
K.G., Ba mpémmel 0 TWANTAG va €xel akOua 0 Xapouuevn d81aBeon
TTPOKEINEVOU va €EI00PPOTIAOEI TIG OUO QUTEG KATOOTACEIS. TO TTAPAKATW
MoVvTEAO TTapouaiadel Ta Kaipia onueia, Ta oTroia Ba TTPETTElI va TTPOCEELEl O
TTWANTAG OXETIKA PE TN BIKY) TOUG CUUTTEPIPOPA KAl QUTH TWV TTEAATWY TOU

TTpaTnPiou.

R — To apxikd Tou relative orientation, 10 oTToio ava@éperal 0To Babud TTou
ol TTEAATEG QVTIMETWTTICOUV TOV TTWANTA TIPOCWTIO PE TTPOCWTIO | TOUG

yupvave tnv TTAGTN, un &ivovtdg Toug onuaacia. O1 TTwAnTéG emdnTolv Tnv
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ETTAQI TTPOOWTIO PE TTPOCWTIO UE TOV TTEAATN, yIaTi Y€ AUTO TOV TPOTTO O

TEAEUTAIOG Ba gival TTIO SEKTIKOG GTNV TTANPOYOpIa.

C — To apyIk6 auTtd avagépeTal oTo physical contact Kai a@opd& GTnV QUUOIKN
eTaPn (Qopég TTou €TTNABE eTTaQPR)) KAl OXETICETAI BETIKA PE TNV PETABANTA
NG ouptrdbeiag (liking). 1o onueio autd, Ba TTpétel va TovioBei OTI o
TTWANTAG TG TTAATEOPHAG Ba TTPETTEI va gival 1I8IaITEPA TTPOCEKTIKOG PE TOV
BaBud Tpocéyyiong Tou TTEAATN, OTTOTE KATA €TTEKTACN KAl TOu PaBuou
OWMOTIKAG €TTaPr padi Tou, KaBWG o TeAeuTaiog dev Ba TTPETTEI O€ KAMia

TTEPITTTWON va aiocBdavetal 6T TTPooBAAAETAI A TTIECETAI.

E — To apxiké autd avageépeTal 0TO eyes Kal apopd Tnv BETIK) OUOXETION
TNG dnuIoupyiag cuuTTABEIag Kal evOIaQEPOVTOG OTO TTPOCWTTO TOU TTWANTH,
0 BaBuOG TNG oTToiag PTTOPE va PETPNOE Ye TNV ouxvoTATA Kal TN SIAPKEIX

TNG OTITIKAG ETTAPIG.

I — To apxiké autd avageEpetal oTo individual gestures kal a@opa TIg
XEIpovouieg wg evdeitelg evBouaiaopou 1 evépyeiag. O BaBudg Kai n €vraon
eKONAWONG Toug Ba TTPETTEl va £€apTATAI KUPIWG aTTd TNV NAIKia KAl TI QUAO

TOU TTEAATN.

V — To apxikdé autd ava@EPETal OTO voice Kal a@opd TV TaxutnTa Kal Ta
AeKTIKG AGOn, TTOU Oo@eilovTal KUPIWG OTNV VEUPIKOTNTA Kal TO AyX0G Tou
TTwANTA. Oco TepIoodTEPa €ival Ta AGBN autd, TO00 PeyaAuTepn €ival n

mBOavéTnTa N TTPOCTTédeIa TTWANONG dIAPOPOTTOINKEVWY KOUTINWY va gival
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avatroteAeopaTikr). Na 10 AOyo autd, ol TTWANTEG, TTPIV TNV «EKBECT)» TOUG
otnv TAaT@Opua, Ba TPETTEl va €ival TTOAU KOAG EVNUEPWHMEVOI VIO TO
XOPAKTNPIOTIKA TWV KAUCIUWYVY Kal TTPOIOVTWY TTOU EUTTOPEUOVTAI, OE TETOIO

BaBuo TTou va gival eToiudAoyol € OTTOIadNTTOTE ATTOPIA TWV TTEACTWV.

E — To apxikd6 autd avagéperal 010 existence of adaptors kai a@opd
TUTTOTTOINKEVEG CUUTTEPIPOPEG, Ol OTTOIEG OPWG OEV TTAPOUCIACOUV KATIOIO
ID1IITEPO EVOIAPEPOV OTN OUYKEKPIMEVN ayopd. Autd onuaivel 0TI KATA TNV
dladikaoia ekTTaidEUONG TwV TTWANTWV TOU, O TTPATNPIOUXOG BeV XPEIAleTal
va Toug «BouPapdiler» Pe PIa OEIPA aTTO CUUTTEPIPOPES TTOU O TTWANTEG Ba
TTPETTEI VO aKOAoUBrioouv TUQAG. ATTAG, Ba TTPETTEI va TOUG EVNUEPWOEI YIa
Ta PBaoikd onueia TPoofyyiong Tou TEAATN (TTou WOAIG ava@épbnkav),
TIPOKEIMEVOU N ETTA@PI €AUTH TOU TTEAATN UE TOV TTWANTI VA WEYIOTOTTOINOEI

10 Customer Value Tou TTpwTOU.

4.5.4. “Top Of The Line” Model

ATé T BiBAoypagia® TTPOKUTITEl OTI OI TTEPICOOTEPES ETTIKEIPATEIC KATA TNV

TTapouaciacn TG YPANKAG TwV TTPOIGVTWY Toug akoAouBouv Tnv bottom-up 1} top-

down TTpocéyyion. QG ypauur TTPOIOVTOG ava@EPETAl Hia OEIpd TTPOIOVTWY, TA

OTTOI  XapakTnpiovTal aT1rd OIaPOPETIKOU ETTITTEOOU XAPOAKTNPIOTIKA KOl TIMEG.

270V KAGOO TWV KAUCidwyv UTTapXouv Tpia €idn auodAuBdng Bevdivng Tmou

° Donoho, 2003
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QTTAPTICOUV TNV YPOAWPUN TTPOIOVTOG : n atmAf apoAuBdn 95 oktaviwv, n audAuBon
95 okTaviwv pe KaBapIoTIKEG 1B1I0TNTEG Kal n audAuBdn 100 okraviwv. Ta
XOPOKTNPIOTIKA Tou KA&Be kauaoipyou TToikiAAel atmd 70 GAAO KOBWSG TO TTPWTO
ATTOTEAEI TO KAOOOIKO KAUCIKO TTOU XPNOIYOTTOIEITAI OTA KATAAUTIKA auToKivnTa,
10 OcUTEPO atroTeAEi apOAUBON Bevlivn pe TTPOCOETA AITAVTIKOU TTPOKEIUEVOU VA
EXEl KOAUTEPEG aTTOOOCEIG KATA TNV KOUON €VW TO TPITO ATTOTEAE TO premium
KQUOIUO TNG YPOUMAS TTPOIOGVTWY Kal gival audAuBdn Bevivn 100 oktaviwv yia
e€aIPETIKN ammoAauon 0drynong, Xwpig Kpadaououg Kal Bopuoug Kabwg Kai

agloonuEiwTWV €MOOCEWV Kal ATTOBOCEWV.

2Upewva pe 1o govtéAo TOTL, n petdBacn amd 10 éva 1rpoidv oto GAAo Ba
TIPETTEI VA YiVETAI PE TETOIO TPOTTO WOTE N OIAPOPA TWV IBIOTATWY KAl TINAG ATTO TO
éva TTPoidv 010 AAAO va gival avaAoya. H ouykekpIuévn TEXVIKR XPNOILOTTOIEITE
KUPIWG yIa TTPOIOVTA, OXETIKA ME TA OTIOId TO KOTAVOAWTIKO KoIVO Oev gival
1I010iTEPQ €EOIKEIWUEVO KAl EVAUEPO. Oa PTTOPOUCE Va I0XUPICOET Kaveig OTI n
ayopd TOU KOUCIUOU QVAKEI OTnV KaTnyopia authi, Adyw Tou Ot Ta
dlagopoTroiNuéva Kauolua £Xouv avamTuxbei apketd mpoéopata, OTTOTE TO
KATAVOAWTIKO KOIVO Oev €xel «TTPOAABEI» va evnuePwWOE OXeTIKWG. Méow Tng
evnuépwong AoITtov, o TTWANTAG TTPOCTTABET va EVNUEPWOEI KAl VO TTPOTEIVEI OTOV

KATAVOAWTH yIa TO KOUGIPO TTOU Ba KAAUTITE TIG AVAYKEG TOU.

Qoto0o0 10 onueio Evapéng uiag Tétolag TTPoTaong Ogv gival eUKOAN. MNa 10 Adyo

QuTO, OUPPWVA PE TO MOVTEAO TNG YPAMMNAG TTPOIOVTOG O TTWANTAG apxidel atrd
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KATT0I0 AKPO TNG YPAMMNG TTPOIOVTOG KATEUBUVOPEVOG TTPOG TO GAAO AKpO,
TTapéxovTag oTov TTEAATN TNV TTEPIOOOTEPN duvartr TTAnpo@opia TTou OIABETEL
ATTO épeuveg €xel TTPOKUWEI OTI N eQappoyn TnG top-down oTpatnyikr (§EKIVIOVTAG
a1Td TO OKPIBOTEPO TTPOIOV TNG YPAUUAG TOU TTPOIOVTOG OTO GTNVOTEPO), 0dnyEi O€
MEYaAUTEPN Kepdo@opia atrd Ot n bottom-up oTpartnyikr}, Adyw TnG TTWANONG
MEYOAUTEPWY OYKWV TTOIOTIKWYV (OTTOTE KAl OKPIBOTEPWY) TTPOIOVTWY. 2TNV ayopd
Kauoiyou akoAouBeital n top-down oTparnyiky o k&be TuAua (segment) Tng

ayopag oTOXoO.

ApXIK& Aoirov, pe Tnv €i0000 TOu TTEAATN OTNV TTAATQOPPA, O TTWANTAG TOV
KATNYOpPIOTTOIEl (Segment), TTPOKEIUEVOU OTnN OCUVEXEIQ VO TOU TIPOTEIVEI KOl
EVNUEPWOEI VIO TO OKPIBOTEPO TIPOIOV TNG YPAUMAG TTPOIOVTOG TTOU QVTIOTOIXEI
OTO OUYKEKPIMEVO TURUA TNG ayopdag oToxo. IN.x. Me tnv gicodo otnv TTAATQOpUa
€VOG TTOAUTEAOUG QUTOKIVITOU, PEYAAoU KUBIOPOU, 0 TTWANTAG avTIAauBAveTal OTI
Ba TTpéTTel va TTporeivel Tnv Bevdivn Twv 100 okTaviwy, KaBwg auTtd atroTteAei TO
aKPIBOTEPO KAUOIKO TNG YPOUMAG TTPOIOVTOG TTOU QVTIOTOIXEI OTO OUYKEKPIUEVO
TUAMO ayopds. H ypauunl TPoidvTog yia To €v AOyo TURAPa €ival n apdAupon
Bevdivn 95 okTaviwv ue KABAPIOTIKES 1I810TNTEG KAl N apOAuBdn 100 okTaviwy. Zg
Mia GAAN TTEPITTTWON, TTOU OTnN TTAATEOPUA EICEPXETAI QUTOKIVATO MECAIOU
KUBIopyoU, pe yuvaika odnyd, o TwANTAG avTiAauBdavetalr o1 Ba TTPETTEl VO
TTpoTteivel TNV Bevdivn Twv 95 okTaviwv pe KaBaApIOTIKES 1IB16TNTEG, KABWS auTd

OTTOTEAEI TO OKPIBOTEPO TTPOIGV TTOU AVTIOTOIXEI OTO OUYKEKPIYEVO TURUA ayopdG.
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H ypaupn TTpoidvTog 0Tn OUYKEKPIYEVN TTEPITITWON €ival N atmAf apoAuBdn kai n

QUOAUBSN 95 okTaviwv PE KOBOPIOTIKES IBIOTNTEG.

Eival euvonTto 611 o€ KABe TTEPITITWON O TPOTTOG AVTIMETWITIONG KAl TTPOCEYYIONG
TOU KA@Be TTEAATN Sla@épel, KaBwG eival SIOPOPETIKEG OI avAyKeG Toug. 'ETOol
Aormév, o TTWANTAG KOTA TNV TTPOCEYYION TOU TTPWTOU TTEAATN Ba KAvEl avagopd
oTnv odnyikr ammoAauon PE TNV XPAON TOU CUYKEKPIUEVOU TTPOIOVTOG, EVW OTN
delTepn TTEPITTTWON Ba yivoTav avag@opd oTnv Eeyvolaoid Tng TTEAATIOoAs aTro
TUXOV TTpoBAARuaTa Tou KivNTHPA, Adyw Twv IBIOTATWY TOU KOUGIUOU TTOU TNG
TrpoTeiveTal. Kal aTig dUO TTEPITITWOEIG YIVETAI «EKUETAAAEUON» TWV AVOYKWVY Kal
«BéAw» TNG KA&Be karnyopiag. O TpwTog TTEAATNG avalnTei TIG KAAUTEPES
EMTTEIPIEG YIO TOV €QUTO TOU AVEEAPTHTWS KOOTOUG, EVW OTn SeUTEPN TTEPITITWON N
TTEAATIOOA EEVOIAdel aTTd TA TUXOV PNXAVIKG TTPOBAAUATA TOU QUTOKIVITOU TNG,

Oev TNG €ival Kal IBIAITEPA EUXAPIOTA.
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KE®AAAIO 5

Ol TEXNIKEZ NMQAHZHZ 2TA NMPATHPIA YTPQN KAYZIMQN

5.1. EIZArQrd

270 TETAPTO KEQAAQIO £YIVE Mid EKTEVEOTATN AVOPOPA TEXVIKWY TTWANONG TToU
epapuolovtal Kal avagépovTal oTn BIBAloypagia. H atmroTeAeouaTIKOTNTA AUTWV
KATA Tn TTPOCWTTIKA TTWANONG £apTdTal KUpiwg atrd Tov KAGdOo Tou AlaveuTropiou
TToU €@appodovTal. Ta TTPATAPIa UYPWV KAUCIHWY QVAKOUV OTn KaTnyopia auTH.
QoT1600, N €QapuUoy TOU CUVOAOU TWV TEXVIKWY TTWANCNG, TTOU ava@EPOVTAl OTN
BiBAloypagia, oTnv TTAAT@OPPA TOU TTPATNPIoU, TITTOTE GAAO TTapd cuyxuon Ba
MTTOpOUCE va TTPOKOAECEl, OedOPEVOU  OTI TO  €i00G aQuTOU  TTWANONG
oupTrepIAapBavel o€ peydAo BaBud kai Tnv apeon €EuTTNEETNON TOu TTEAATN (TT.X.
éAeyxog Aadiwv, avolypa Katod, €Aeyxog aépa, KabBapiopdg TlapIwv K.4.), ME
QATTOTEAECPA O TTWANTAG VA TTPETTEI VO OPYOVWOEl TTOAU KOAG TO XPOVO TOU, WOTE
va ETTITUXEI ATTO TNV Hia TV TTWANCN TWV dIOQOPOTTOINKEVWY TTPOIOVTWY Kal aTTd
TNV GAAN TN BEATIOTN duvaTh €gutnpEéTnon Tou TTEAATN. lMNa va emTeuxOei KATI

TETOI0 O TTPETTEN EEOPXNAGS O TTWANTAG VO eKTTAISEUTET uE BAON TOV CUVOUACUO TWV
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QATTOTEAEOPATIKOTEPWY  TEXVIKWY TIWANONG YIO TO OUYKEKPIUEVO TOMEA. ZTO
OUYKEKPIPEVO KEPAAQIO Ba yivel ava@opd 0TO GUVOAO TwV TEXVIKWY TTWANONG, O
ouvOUAOUOG TWV OTTOIWV £XEI ATTOBEIXOE va £XEl Ta €TIBUPNTA aTTOTEAEOUATA OTN
TTWANON vypwv Kauoipwv. OAa Ta TTaparmdvw Ba utTopolcav va atmoTEAECOUV
TNV BAon TnG ekTTaideuong Tou véou TTPOCWTTIKOU, apou Ba Toug Bonbrioel va
MIAfJOOUV Kal va TTPOCEYYIoOUV TOV TTEAATN PE TETOIO TPOTTO WOTE ATTO TN Mia va
OpYOVWOOUV TO XPOVO TTWANONG, €701 WOTE VA TTOUAOOUV TA TTEPIOCOTEPA
duvartd TTpoidvTa, Kal atrd TNV GAAN va €EUTTNPETACOUV TOV TEAEUTAIO WOTE va
MeyloToTToINOEi TO customer value Tou TTEAATN, PE ATTWTEPO OTOXO TNV TOTOTNTA

TOU OTO OUYKEKPIPEVO TTPATAPIO.

5.2. AIATYNQZH MONTEAOY TEXNIKQN MNMQAHZHXZ YIPQN

KAYZIMQN

Mpokelpévou va dIoTTIOTWOEI N €@apuoyr Twv ava@epopevwy oTtn BIBAIoypagia
MOVTEAWV TTWANOCNG OTO XWPEO TWV TTPATNPIWV UYPWV Kauaidwy, EAaBe xwpa n
OIEKTTEPAIWON Miag OEIPAg €pWTNUATOAOYIWY KATAVOAWTWY, OUVEVTEUEEWV TWV
site managers Twv TTPATNPIWV KABWG Kal hIag o€Ipag TTapaTtneriocwy (on the job
observation) kai cuvevteUgewv TwWV KOAAUTEPWY TTWANTWVY BIAQPOPOTTOINKEVWV

KQUOiJwV Tou JIKTUOU TWV TTPATNPIWV.
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5.2.1. EPQTHMATOAOI'IA KATANAAQTQN

2TA  EPWTNUATOAOYIO AUTA CUMPTTEPIAAPPBAVOVTAV  EPWTHOEIS OXETIKEG ME TA
OnuUoypaPIKa XapPOKTNPIOTIKA Tou TrEAdTn, Ta oOnueia ekeiva ta otmoia Ba
BonBoucav oTn peyioToTroinOn TOou customer value Tou (OXETIKA ME TN
OUMTTEPIPOPA Kal €EUTTNPETNON TOUu TTWANTH), To emimedo evnuépwong Tou
TEAEUTAIOU YIa TA dIOPOPOTTOINUEVA TTPOIOVTA TTOU EUTTOPEUETAI TO TTPATAPIO K.4.
NOyw €TaIPIKNAG €XEMUBEIOG Oev eival duvaTtr) n TTAPOUCIOCN TWV TTOCOTIKWV

QATTOTEAEOUATWY TWV CUYKEKPIMEVWV EPWTNHUATOAOYIWV.

Méow Twv €pWTNUATOAOYIWY QUTWYV, £YIVE Wia TTPOCTTABEIO va SIATTIOTWOEI TToIx
givar n TTpocéyyion Tou Ba €mBupoucav Ol KATAVOAWTEG aTTO TOV TTWANTA,
TTPOKEINEVOU va PEYIoTOTTOINBEI TO customer value Toug, YE ATTWTEPO OTOXO TNV
mMOoTOTNTA TOU TTEAATN. EQV, Ta onueia autd €ival yvwoTd OTov TTPATnEIouxo, TOTE
0 TeAeuTaiog Ba &Epel TI Kal TTwG OKPIBWGS Ba TTPETTEI VO TTPOCPEPEI OTOUG
KATAVOAWTEG, TTPOKEIUEVOU VA  €XEl TTAVTA  €UXAPIOTNUEVOUG TIEAATEG  Kal
augnuéveg TTwANoeig. MNa 10 Adyo autd, Ta onueic autd Ba TPETTEl va

QATTOTEAETOUV TIG APXEG TNG EKTTAIOEUCN TOU TTWANTH.

270 onpeio autd Ba TTPETTel va avapepOei 0TI 0 CUVOUAONOG TwV dNUOYPAPIKWYV
XOPAKTNPIOTIKWY ME TIG EPWTNOEIG TTEPI ONUEIWV PEYIOTOTTOINONG TOU customer
value, BonBouv TTOAU oTnv segmented TTPoCEyyIon Tou TTEAATN, KABWG yia KABE

TUAMO (segment) TTEAQTWV QVTIOTOIXEI KAl €va OUVOAO TTPAYUATWY Ta OTToia
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MTTOPOUV VA PEYIOTOTTOINOOUV TO customer value TOu OUYKEKPIUEVOU TURUOATOG
eAaTwv. M.x. O1 yuvaikeg nAikiag 30-45 xpovwv €mi¢nTouv €AeyX0 Twv AadIWV,
UYPWV QPEVWYV, UYPWV UTTATAPIWYV, EAEYXO0 aEpa AdoTIXwv K.A. Adyw ayvoiag Kai
pn d1d0eong amaox0Anong Pe CNTAPATA QUTOKIVATOU, OI YUVAIKES ETTICNTOUV TOUG
TTOPATTAVW EAEYXOUG TTPOKEIMEVOU HE TOV AVEQODIAOUO TOU QUTOKIVITOU TOUG WE
KQUOIUo, va attaAAaxBouv kal atrd 1o AyXog yia TuxOVv TTPOBAAUATA OXETIKA HYE TN
AgIToupyia kal TN KATAOTAON TOU QUTOKIVATOU. 'ETO1 AOITTOV, OTAV O TTWANTAG
avTIKPIZEl yuvaika odnyd TOU OUYKEKPIKMEVOU TUAPOTOG TreEAATWY, Ba TTPETTEl Va
TTPoBupOTTOINBEI AUECWG YIa TOUG TTapaTTavw eAéyxoug. Kam Tétoio Ba odnyouoe
Kal oTn dnuIoupyia OXECEWG EPTTIOTOOUVNG PETAEU TWV U0 PEPWYV, auéavovTag

€101 TN mMOAVOTNTA ETTITEUENS TTWANONG SIAPOPOTTOINUEVOU TTPOIOVTOG.

AT TV emeEepyacia Twv EPWTNPATOAOYIWY TTPOEKUYWAV KAl TA XOPAKTNPIOTIKA
TWV TIWANTWY TIOU Ol KATAVOAWTEG EKTIUOUV Kal ETTICNTOUV TTEPICOOTEPO.
Mpoékuwe Aoimmov, OTI O KATAVOAWTEG TTPOTIMOUV TTWANTEG veEQPNRS NAIKIag,
€UXApIOTNG Kal Xapoupevng dIdBeong, PE TNV ATTAITOUMEVN TEXVIKH KOTAPTION
OXETIKA JE TA TTPOIOVTA TTOU EUTTOPEUETAI TO TTPATAPIO, OAAG TTPOTTAVTWY Vva gival
apKETA ypriyopol Kai eEuttnpeTiKoi. lMpoékuwe AoImTdv, OTI OI KATAVAAWTEG
ETMICNTOUV TNV EVNUEPWON OXETIKA PE TA OIOPOPOTIOINUEVA TTPOIOVTA TTOU DIAKIVE]
TO TTPATAPIO, aAAG dTav N evnUEPWON QUTH €ival oUvToun Kal n TTPOCEYYIoN Tou
TEAATN eival TTpéTouca. O1 TEAEUTAIOI EKTIMOUV TTAPA TTOAU TNV €TOINOTATA TWV

TTWANTWY OTIG OTTOIEG ATTOPIEG TOUG, TTAPEXOVTAG £TAI OE AUTOUG TIG KATAAANAEG

72



KE®AAAIO 5 - OI TEXNIKEX IIQAHXHX XTA ITPATHPIA YI'POQN KAYXIMQN

TANnpo@opicg (objection handling). O1 kaTavoAwTéG AOITTOV €TTICNTOUV TTEICTIKOUS

Kal OxI TTIECTIKOUS TTWANTES.

5.2.2. 2YNENTEY=EIZ SITE MANAGERS MNMPATHPIQN

O1 ouvevTeUEEIG Pe TOUG site managers atrooKOTToUCE OTn GUAAOYT TTANPOPOPIWV
OXETIKA PE Tnv ekmmaideuon kal To motivation Twv TTWANTWY Twv TTPATNEIWV.
2nNUEIVETAI OTI agopd site managers TTPATNPiWY, TA OTIOIA TTApPoUCiaoav TIG
UYNAOTEPEG TTWANCEIG O€ BIAQOPOTTOINKEVA TTPOIOVTA, TTPAYMA TTOU UTTOOEIKVUEI
OTI O OUYKEKPIYEVOG site manager £xel KATOQEPEI va eKTTAIOEUOEl KAl vd
UTTOKIVIO€l TOUG TTWANTEG TOU VA TTPowBRoouV Ta d1Ia@opOoTIoINKEVA QUEAVOVTAG
T0 customer value Twv TeAaTWV. OewpnBnke OTI ATAvV TTAéOV aTTAPAITNTN N

a1réoTIaonN Tou best practice atmé Tnv emTUXA AEIToupyia TETOIWV TTPATNPIWV.

Katd Tnv dIGpKeIa Twv CUVEVTEUEEWY QUTWY, OI Site managers epwTABnKav yia Ta
ONUAVTIKOTEPA XAPOKTNPIOTIKA TTOU TTPOCEXOUV OI TEAEUTAIOI KATA TNV TTPOCANWN
TOU TTPOCWTTIKOU TTwAACEwWvV. T.X. ava@épBnke attd 6Aoug oxeddv Toug site
managers OTI TO ONUAVTIKOTEPO XOAPAKTNPIOTIKG TIOU aTTAITouUvV va TIANPEi o
UTTOWNAQPIOG €ival n xapouuevn BIABECN Kal Ol ETTIKOIVWVIAKES IKavoTnTeg. H
0UTTapén TWV XOPOKTNPIOTIKWY QUTWY UTTOPEI va dIaTmoTwOEi atmd Tnv ouvévTeugn

TTPOCANYNG TOU UTTOYWNQIoU.
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OT1av T€ONKE TO EPWTNMA «ME TTOIO TPOTTO TTAPAKIVOUV TOUG TTWANTEG yia TnV
ETTEUEN UWNAWY TTWANCEWV BIOPOPOTTOINUEVWY TTPOIOVTWVY», Ol site managers
atrdvinoav  Aéyovtag OTI n nBIKA IKAvoTToinon aTmmoTeAEl TNV KOAUTEPN
«UTTOKiVNanN», Kal 0XI TOOO N OIKOVOUIKA IKavoTToinon. Kabuwg n TAsioyneia Twv
TTwANTWY TTAATQOPUAG TTPATNEIOU gival vEAG NAIKIAG, yia TO AOyo auTo emignTeital
TTEPIOCOOTEPO N AVAYVWPION EITE ATTO TO UTTOAOITTO TTPOCWTTIKO €iTe atmmd TOV
TrpoioTapevo. MNa va emTeuxBei KATI TETOI0 O site manager «®nuioupyei» €va
€idoUG oUVAYWVIOUO KATA TO OTTOI0 BETEI KATTOIOUG OTOXOUG ETTITEUENG TTWANCEWV
SIaQOPOTTOINUEVWY TTWANCEWY KOl KABE PEPA AVOKOIVWVEI TTOI0G ATTO TOUG
TTWANTEG EXEI TTETUXEI TOUG OTOXOUG AuToUG. ATTO TNV GAAN €TTICNPAVEL KOl TTOIOI
atrd TOUG UTTOAOITTOUG TTWANTEG OEV €XOUV TTETUXEI TO OTOXO. 2TO TEAOG TNG
ekaoTote €ROONAdAGC AVOAKOIVWVETAI O TTWANTAG ME TO MPEYOAUTEPO TTOOOOTO
TTWANCEWY dIOPOPOTTOINUEVWY KOUCIHWY Kal TOU TTapaxwpeEital yia eTTITAEov
NUEPA «PETTO», TNV OTTOIA TNV EKTTANPWVEI O idl0G site manager oTnV TTAATQOPUA.
Me TOVv TPOTTO QUTO €MTUYXAVETAI ONUIOUPYIO CUVAYWVIOUOU HETAEU Twv

TTWANTWV OAAG KAl NOIKK IKAVOTTOINON YIa TOUG TEAEUTAIOUG.

5.2.3. ZYNENTEYZEIZ TOP SELLERS

2TOX0G TWV OUVEVTEUEEWV aUTWV gival va eviomoBei To best practice katd tnv

diadikaoia TTwANoNG TWV dI0POPOTTIOINUEVWY KAUCTUWYV, EITE WG TTPOG TNV AEKTIKA

Nl YN AEKTIKN TTPOCEYYION Twv TTEAATWY, WOTE va OIamoTwlel ol ammd Ta
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ava@epoueva povréAa otn BiBAloypagia e@apuolovTal GTO XWPO TwV TTPATNPIWV.
O1 ouvevtel&elig auTég AN@BNKav atmd Toug TTWANTEG TTOU €XOUV ETTITUXEI TO
UWPNASTEPO  TTOOOC0TO TTWAACEWV  dIAQOPOTTOINKEVWY  KAUCIMwY. ATTG  Tnv
eTTegepyacia Twv OoUVeEVTEUEEWVY TTPOEKUYE OTI KATA TNV TTPOCEYYION YUVAIKWY,
autd Tou TrpoTiudTal €ivar n TTpowbnon Tou OIaPOPOTTOINUEVOU KAUGiUou
ava@EéPOVTaG OTI N XPRON TOU OUYKEKPIUEVOU Kauaiyou Ba Tnv atmmaAAdger atmo
TUXOV TTPOPANMOTA TOU QUTOKIVATOU, €KundeviCovtag €Tol TIGC TOAvOTNTEG N
TTEAATIOOO va ETTIOKEPOEi TUXVA TO CUVEPYEIO, TTPAYUA YIa TO OTToI0 Bev £XEl OUTE
1I01aiTepn O1G6eon ouTe euxapioTnon. AvTiBeta, Katd TN TTPOWONCN TOU idIou
TTPOIOVTOG Ot Avdpa KATAVOAWTH, Oa TTPETTEl ATTAPAITATWS va avo@epBei n
augnuéveg €mOWOEIG TOU QUTOKIVATOU (emmTdyuvon) Adyw Tng Xprnong Tou
OUYKEKPIYEVOU Kauaipou. Avaloya Pe To QUAO Aoittdv, dIoQEPEI KAl N TTPOCEYYIoN

TOU TTEAATN.

ZXETIKA PE TN KN AEKTIKI) TTPOCEYYION, O top seller iIoxupioBnke &TI TTpooeyyilel Tov
TEAdTn amd TO TTapAGBupo Tou ouvodnyou, £TOI WOTE VA  UTTAPXEl  Mia
IKAVOTTOINTIKA aTTéoTacn METAEU TOU TTWANTH KOl TOU KOTAVOAWTH, £T01 WOTE O
TEAEUTAIOG VO PNV VOIWBE! IBIAITEPA TTIECUEVOG KATA TNV EVNUEPWOT] TOU OTTO TOV
TTwANTA yia Ta diagopoTtroinuéva kauolya. Mg Tov 1pOTTO AQuTO, 0 TTEAATNG gival
Mo €UdIABETOG Kal XOAAPOG va OexTel TIG TTANPOQOPIEG TTOU TOU TTAPEXEI O

TTWANTAG OXETIKA PE T DIAQOPOTTOINUEVA KAUTIUA.
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5.2.4. NAPATHPHZH ON JOB TQN TOP SELLERS

H ouykekpigévn TTapaTtiEnon ATTOCKOTIEI OTNV ATTOTUTTWOT TWV KIVACEWY Kal TWV
evepyelwv Tou top seller otnv TAAT@OPUA, KATA TR OTIYUR €10000U TOU
QUTOKIVIITOU OTO TIPATAPIO MEXPI TN OTIYUR amroXwpnorg Tou. Ao Tnv
emmegepyacia Twv amoTeEAEOUATWY TTPOEKUYE OTI OTn TTEPITITWAON TTOU UTTPXAV
AsiToupyik@  TTpoBAApOTa  OTO  TIPOTAPIO  (Un  OIG0eon  APKETWY  AVTAIWV
SI0QOPOTTOINUEVWY KAUTIPNWY), 0 TTWANTAG AduBave To pOAO TOU «TPOXOVOUOU»
TTPOKEINEVOU Va Tov KaBodnynaoel atnv avTAia PeE TO dIA@OPOTIOINKEVO KAUGIUO,
woTe €av 0 TTEAATNG TTEI0B€i va doKINGoel TO SIaPOPOTTIOINUEVO KAUGIKO, VA PNV
xpelooBei va avauetakivnOei. Etriong Ba mpétrel va emonuavesi 611 o TTwANTAG
Bpiokétav Travra OiTAa oTnv avTtAia, Ogixvovtag va eival «€TOINOG yia Tov

ETTOMEVO TTEAATN Y.

Mia GAAn TTapatipnon ATav 0Tl 0 XPOvog cuvaAllayrg dev ETTPETTE va UTTEPRE Ta
2 AeTtTd, KOBWG YIa HEYOAUTEPO XPOVIKO SIGCTNPA O TTEAATNG KoUupAadeTal Kal Ogv
éxel O1G0eon yia TTEPAITEPW EVNUEPWON OUTE UTTOPEI VO OUYKPOTAOEI OAEG TIG
TTANPOPOPIESG TTOU TOU TTapEXOVTal. Oa TTPETTEI va ava@epBei Tl 0 TTWANTAG Tav
EUYEVEDTATOG KAI XAMOYEAQOTOG, KAl TTPOBUNOG yia OAIKO €Aeyxo Aadiwv, uypuwv
Qpévwy Kal KaBapiopd 1¢apiwv. Katd tnv Tapatipnon Kard tn didpkeia OAwv
TWV TTPOCEYYIoEWV TTEAQTWYV TTOU TTapaTtnenRdnkav, o TTwANTig dvoige Ta Katd

TWV QUTOKIVATWYV YIA VO KAVEI TO CUYKEKPIPEVO EAEYXO.
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5.3. ANAMTY=H MONTEAOY TEXNIKQN MNMQAHZHZ KATA TH

NMPOQOHZH TQN AIAOOPOIMNOIHMENQN KAYZIMQN

O1rwg Ao €xel avagepBei, 0TOXOG TNG CUYKEKPIPEVNG DITTAWUATIKAG £pyaaiag
gival n avamTugn Tou HiyPATOG TWV TEXVIKWV TTWANCNG TTOU XPNOIKMOTTIOIOUVTAI
Katd Tnv Tpowenon Twv JIa@opoTToiNKéVWY  Kauaiywy. 2Tn  BIBAIoypagia
ava@EPOVTal pia O€IpA ATTO TEXVIKEG TTWANONG TIOU XPNOIYOTIOIOUVTAl OTO
Alaveputtépio. QOoTO00, OTNV aAyopd Kauaigwy, Adyw Tng 11IAITePOTNTAG TNG, Aiya
a1rdé auTtd Ba ptTopoucav va gival «gUPBaTay, WOoTE va TTPOKUWOUV Ta BEATIOTA
ouvatd armroteAéopata TTWAACEwV. lMapakdrw, ava@EépETal TO OUVOAO KOl N
aAAnAouxia Twv TEXVIKWV TTWANCEWVY, N XPHon Twv OTToiwv dIaToTWONnKE OTI

EMPEPEI TIG EMOUUNTES TTWANOEIG OTA dlIAPOoPOTTOINUEVA KAUTIUA.

5.3.1. NIPOETOIMAZIA MNPIN TH NQAHZH — ROUTINE

To TTPWTO OTASIO TOU MIYUATOG, QVAQEPETAl WG €va amd Ta PAPOTA KATd Tn
TTPoowTIKA TTWANoN. O TTwANTAG TpIv &ekivioel Tn BAapdid Tou Ba TTpéTTel va
EVNUEPWOEI yIa TIG TIUEG KA TOUG OTOXOUG TTWAACEWV TNG CUYKEKPIPEVNG NUEPQG,
OXETIKA pE OAN TN ypauun Twv Tpoidviwyv. EmmmpocBeta, Ba mpémel va
TTpoeToINaoOei KataAAAAwWG yia Tnv diadikacia TTwANong mou Ba akoAouBroel
kata tn didipkeia TG Papdidg Tou. ATTapaitiTwg Ba TTPETTEI va popd KaBapd Kal
TPOCEYPEVa poUxXd, PME TO OHUA TOU OUYKEKPIMEVOU TTPATNPEIOU ] AKOUOQ UE TO

orfua Tou dIapOPOTTIOINKEVOU KAUGIKOU. 2Tn CUVEXEIa Ba TTPETTEI va QPOVTIOEl TN
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KaBapidTNTa TOU TIpaTnpiou, €101 WOTE va TTapéxeTal éva 6co 1o duvaTtd TTIo
KaBapd kai QIAIKG TTepIBAANovV. To onueio autd eival BacikOTATO yia TNV augnon
TWV TTWANCEWV VoG TTPATNPIOU, KOBWS OTO JUOAS TOU KATAVOAWTH, TO KAUGIUO
TauTi(eETal WG €va PPWHMIKO TTPOIGV PE Goxnun oour. Mapéxovrag Aoimmév €va
KaBapd TrePIBAANOV  yEPATO  TTPACIVO KAl XAPOyeEAAOTOUG  UTTAAARAOUG,

eKMNOEVICETAI N aPVNTIKI AUTH £TTIOPAOT.

2Tn OUVEXEID, TTPIV &eKIvRoEl TN BAapdia Tou, 0 TTWANTAG Ba TTPETTEI va PPOVTIOE!
yla Ta atmrapaitnta mou Ba Tov Bondrijcouv Katd Tn SIAPKEIQ TNG NUEPAG YIa TN
TTpowbnon Twv dlagopoTToIiNUéVWY Kauaiywy. MNa 10 Adyo autd, eival TTAEov
QTTaPaiTNTO 0 TIWANTAG va TOTTOBETEl ONUAVTIKY TTOOOTATA  EVNUEPWTIKWV
QUAAQDIWV dlagopoTToINPEVWY KAuaiywy, Ta oTroia 8a Tov BonBricouv Katd Tn
TTpowBlnon Twv TTPOIOVTWYV. Aedopévou OTI, N TTwAnon Ba AdBel xwpa diTTAa oTnv
avTAia, €ival atrapaitnto 0 TTWANTAG va €xel dIOBECINO KOVTA TOUu Ta QUAAGSIO
auTd, yia TV KOAUTEPN evnuUEPwON Tou TTEAATN. Ta atrapaitnTa TTPAyPaTa, Ta
OTTOIx TTPETTEI VA YiVOUV KATA TNV TTPOETOINACIA YIa TTWANCN, TIPOEKUWAV aTTO TNV

on job TTapatpnon Kai cuvevTeUugeig Twy top sellers.

5.3.2. TMHMATOINOIHZH NEAATH - SEGMENTATION

Evw Aoimrév, o TTwANTAG €xel TTpoeToIaoBEl KATOANAWG yia TIG BIadIKOTIES

TTwANONG Tou TPOKeITal AdBouv Xwpa kKatd Tn didpkeia TG Bapdiag, eivai
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£TOIMOG YIa TNV TTWANON. To deUTEPO OTADIO KATA TN TTWANGT dIAPOPOTTOINUEVWV
Kauoiywy, gival To segmentation Tou meAdTn. H diadikacia TTwWANoONG gekiva aTmo
TN OTIYMI TTOU O TTEAATNG EICEPXETAI OTO TIPATAPIO PEXPI TN OTIYUA TTOU ATTOXWPET
armd autoe. Me tnv €icodo Aoimrév Tou TTEAATN OTn TTAQTQOPUA, ATTAITEITAI N
TMNUATOTTOINCT TOU, TTOU OTTOTEAEI KO TO ONPAVTIKOTEPO KOPUATI KATA TN OIAPKEIQ
NG TTpowdnong Kal TTWwANoNG dIaQopPOTIoINUEVWY Kauoidwy. Kdri Tétoio Ba
BonBrioel Tov TTWANTH va TTPOTEIVEI EKEIVO TO BIAQPOPOTTOINKEVO KAUCIUO TO OTTOI0
Ba avTaTToKPIOEl TTEPIOCOTEPO OTIC AVAYKEG TOU OUYKEKPIMEVOU TTEAATN,

augavovTag €101 TIG TTIBAVOTNTEG yia TNV €TTiITEUEN TNG TTWANONG.

O1wg ndn avagépbnke, 10 segmentation Tou TTEAATN yiveTal cUPQWVA PE M
ocIpd aTmd XOPOKTNPIOTIKA OTIWG, nAKKia, @UAO, €idog auTokIvhTou, KUBIKA
QUTOKIVATOU K.G. Kartd Tnv Tunuartotroinon auTtr], ol TTwWANTEG opadoTrolouV TNV
TTANPOQOpIa TTou AauBAvouv KaTd TNV ETTAPA TOUG PE TOUG TTEAATEG, dlayxwpifouv
TOUG TTEAATEG OE OMAOEG KOl QVTIMETWTTICOUV OIAPOPETIKA Tnv KABe oudda
EexwploTd, avahoya pe Tov TPOTTO TTPOCEYYIONG TNG KABe opddag. lNa va yivel o
KATavoNnTO TO OUYKEKPIMEVO BEua, o TTWANTAG avTIAAuPBAvETal TOUG duVNTIKOUG
TTEAGTEG TOU AKPIBOTEPOU KOUGIUOU (OTTOTE Kal TTOIOTIKOTEPOU) aTTO Ta aKPIBA N
«BeATiwpéva» auTtokivnTé Toug peydAou KuBIopou, ol oTToiol gival Kupiwg AvOpEg,
nAikiag 30 pe 45 xpévwv. ATTO TNV AAAn, OTav TTPOKEITAl YIO Yuvaika odnyo,
TTPOTEIVETAI TO BIOPOPOTTOINUEVO EKEIVO KAUOIUO MPE KABAPIOTIKEG 1ID1IOTNTEG, TO

oTToi0 TG TTOpéXEl &eyvolaold oxemkd pe Ta mOavd TpofARuaTa  Tou
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QUTOKIVATOU, KaBWG n XPnon €vog TETOIOU Kauoiyou kabapilel TTAApwS TO

KIVQTAPQ TOU AUTOKIVATOU, ME QTTOTEAEOUA VA UNV ATTAITEITAI CUXVI] OUVTHPENON.

Ta XOPOKTNPIOTIKA TO OTIoi0 QVTOTTOKPivOovTal Of KABe TuAMO TTEAATWV,
TTPOEKUWAV aTTO TNV €TTECEPYATIO TWV EPWTNUATOAOYIWVY KAl TWV CUVEVTEUEEWV
Twyv top sellers. H kataypa® Twv XOpOoKTNPIOTIKWY QUTWV, BonBouv Kal Toug
uttOAoITTOUG  TTWANTEG TOu OIKTUOU OTNV  APEON KAl ATTOTEAECUOTIKOTEPN

TMNUATOTTOINON TWV TTEAATWV.

5.3.3. TOP OF THE LINE MODEL

To emduevo oTddlo TNG TWANONG €ival n TPOTACN TIPOIGVTOG, TO OTroio Ba
IKAVOTTOINOEI TIG AVAYKES TOu TTEAATN. KaBwg uttdpxel pia ypaupr mTpoiévtog, o
TTWANTAG Ba TTPETTEl va gival o€ BEon va PTTOPET va TTPOTEIVEI EKEIVO TO OTTOIO aTTO
TN pia Ba avratrokpiveTal oTa «BEAW» Tou TTEAATN AAAG atTd TNV GAAN Ba TTPETTEl
va avTatrokpIBei kal oTn kepdoopia Tou Trparnpiou. QoTé00 TO OnuEio évapéng
MIOG TETOIOG TTPOTAONG Ogv €ival €UKOAN. lMNa 10 Adyo autd, oUuppwva PE TO
MOVTEAO TNG YPOAUMNG TTPOIOVTOG O TTWANTAG apxifel atmd KATToI0 AKPO NG
YPOMUAG TTPOIOVTOG KATEUBUVOUEVOG TTPOG TO GAAO GKPO, TTAPEXOVTAG OTOV

TTEAGTN TNV TTEPIOCCOTEPN duVATH) TTANPOPOpPIa TTou SIABETEL.
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ApXIK& AoITov, pe Tnv €i0000 TOUu TTEAATN OTNV TTAATQOPPA, O TTWANTAG TOV
KATNYOpPIOTTOIEl (Segment), TTPOKEIUEVOU OTnN OUVEXEIQ VO TOU TIPOTEIVEI KOl
EVNUEPWOEI VIO TO OKPIBOTEPO TIPOIOV TNG YPAUMAG TTPOIOVTOG TTOU QVTIOTOIXEI
OTO OUYKEKPIMEVO TURUA TNG ayopdag oToxo. IN.x. Me tnv gicodo otnv TTAATQOpUa
€VOG TTOAUTEAOUG QUTOKIVITOU, PEyAAoU KUBIOPOU, 0 TTWANTAG avTIAauBAveTal OTI
Ba TTpéTTel va TTporeivel Tnv Bevdivn Twv 100 okTaviwy, KaBw¢ auTtd atroTteAei TO
aKPIBOTEPO KAUOIKO TNG YPOUMAG TTPOIOVTOG TTOU QVTIOTOIXEI OTO OUYKEKPINEVO
TUAMa ayopds. H ypauunl TPoidvTog yia To €v AOyO TURAPa €ival n apdAupdn
Bevdivn 95 okTaviwv pe KABAPIOTIKES 1I810TNTEG Kal N apOAuBdn 100 okTaviwy. Ze
Mia GAAN TTEPITTTWON, TTOU OTnN TTAATEOPUA EICEPXETAI QUTOKIVATO MECAIOU
KUBIOpoU, e yuvaika odnyd, o TwANTAG avTiAauBdavetalr o1 Ba TTPETTEl VO
TpoTteivel TNV Bevdivn Twv 95 okTaviwv pe KaBapIOoTIKES 1B16TNTEG, KABWS auTd
OTTOTEAEI TO OKPIBOTEPO TTPOIGV TTOU AVTIOTOIKEI OTO OUYKEKPIYEVO TURUA ayopdG.
H ypaupn TTpoidvTog 0Tn OUYKEKPIYEVN TTEPITITWON €ival N atrAf apoAuBdn Kai n

QUOAUBSN 95 okTaviwv Pe KOBOPIOTIKES IBIOTNTEG.

5.3.4. INTERACTION - H AHMIOYPIIA NPOZQMIKHZ ZXEzZHXZ METAZY

NQAHTH KAI MEAATH — OBJECTION HANDLING

To 1€TapTO OTAdIO TOU MiyhaTOG, €ival n aAAnAeTTidOpaon TTEAATN — TTwANTA, TTOU

epIAauBdvel To interaction, Tn dnuioupyia TTPOCWTTIKAG OXEONG METAEU TTWANTH

— TTEAATN KOBWG ETTIONG KAl TNV QVTIMETWITION avTIpPriocwv. To oTddio autod
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QTTOTEAEI TO KPIOINOTEPO OTASIO KOBWG aTTd TNV £TTITUXIA AUTOU, £€APTATAI KOI TO
BeTIKO ] TO apvNTIKO aTToTéAeopa TG TTWANONG. Eival Bacikétaro o TwANnTAG va
EXEl TTOAU QVETTTUYMEVEG IKOVOTNTEG ETTIKOIVWVIOG, EITE AEKTIKEG E€ITE PN AEKTIKEG,
KaBwg KAT TETOI0 Ba TOU ETETPETTE va dnuioupynRoel Tn OIKrl Tou TreAarteia
(personal clientele), pe omotéAeopa 710  loyalty autwv  Twv  TTEAATWV.
EmmpooBeta, dedopévou 6T Ba €xer dnuioupyndei pia oxéon eutmioToouvng
METAEU TOUG, N TTPOWONCN TWV dIAPOPOTTOINUEVWY KAUCiUwWY Ba gival TTI0 €UKOAN

uTTeB€0M..

ZXETIKA Pe TO objection handling, n amoTeAeopaTIKOTNTA TOU €EAPTATAI KUPIWG
aTTO TNV EPTTEIPIA TOU TTWANTA KAl TIG ETTIKOIVWVIOKES TOU IKAVOTNTEG. [MpoKeIuévou
OPWG, va dlIapopPwOE éva KoIVO EPYAAEIO AVTILETWTTIONG AVTIPPACEWY YIa OAOUG
TOUG TIWANTEG Tou OIKTUOU. XTO0 oOnuegio autd, KpiBnke atrapaitntn N
KATnyoploTroinon Twv OuvnBéoTeEpwY QVvTIPPAOEWY Twv TTEAATWV KATA TNV
TpoéTaon KATToIoU  OIOPOPOTIOINUEVOU  KAUCIUOU  aTtd TR TTAEUpd  TOu
TTPATNPIOUXOU. H CUYKEKPIPEVN KATNYOPIOTTOINOT TIPOEKUYE OTTO TIG CUVEVTEUEEIG
Kal Tnv TTapatApnon Twv top sellers. O1 Tuxov avTippACEIG KATnyopioTToinenkav

WG €&NG:

- TigA: Z1n Katnyopia auth avrikouv KABe €idoug avTippAOEIS | aTTOpiEg
TTOU €iXav Ol KATAVOAWTEG OXETIKA pE Tn dla@opd TNG TIUAG TOU

SI0POPOTTOINKEVOU KAUTINOU 0€ oxéon WE Tn KAAoOIKH apdAuBdn Bevdivn
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- ZupBaréTnTa: XTn KATAyOpia QuTr avrikouv KABe €idoug duoTmioTiag A
QTTOpiEG  TTOU €iXav Ol KATOVOAWTEG OXETIKA HE T cupfardtnra Tou

dIaPOPOTTOINUEVOU KOUTIUOU PE TO QUTOKivNTSO TOU

- A1aBgoIpoéTNTA KAUGIHOU OTO SiKTUO : TN KATNyopia auTh avrikouv KAaoe
€idoug aTTOpiEG TTOU E£iXav Ol KATAVOAWTEG OXETIKA PE TN d1IaBeCIudTNTA TOU
OUYKEKPIYEVOU Kauoiyou og OAo To dikTuo. Eival avapevouevo ot Adyw
NG 101IAITEPOTNTAG TOU TIPOIOVTOG OE KATIOIEG OPKETA ATTOUAKPUOMUEVEG

TTEPIOXEG TNG EAAGDOG va unv gival dIaB€01U0 TO CUYKEKPIPEVO KAUGIMO.

- OIAKOTNTA KOUuoigou oTO TEPIBAAAOV : 2Tn KATnyopia auTr avhAKouv
KAOe €idoug avTIppriOEIG 1] OTTOPIEG TTOU EiXaV Ol KATOVOAWTEG OXETIKA WE
N QIANKOTNTA TOU OUYKEKPIPEVOU Kauaipou oTo TrepIBAAAov. O auénuévog

ap1Bu6Gg okTaviwy odnyei 0TnN dIAPOPPWON HIAg TETOIOG ATTOPIAG.

ATTO TIG OUVEVTEUEEIG Kal TV on job TTaparfpnon Twy top sellers GuAEXBnkav ol
MO TTEIOTIKEG KAl OTTOTEAEOUATIKEG QTTAVIACEIS TTOU XPnoldotroindnkav armo
QUTOUG, TIPOKEIMEVOU VO OVTIUETWTTIOOUV TNV OUOCTIIOTIA TwV TIEAATWY. 2Tn
OUVEXEIQ, N KATNYOPIOTTOINCN AUTA TWV EPWTHCEWVY KAl ATTAVTHCEWY PTTOPOUV va
avaopTnBouv Oe KATTOIO TTiVOKO QVAKOIVWOEWV O€ KABe TrpaTrplio EeXxwpPIOoTd,
woTe KABe TTWANTAG TTAEOV va gival £TOINOG KAl TTPOETOINOOPEVOG VA QTTAVTHOEI
o€ OtTola aTTopiag Tou TTEAATN. KAt TETolo puTTopEi va Tov BonBrioel onuavTikoTnTa

OTOV ATTOTEAECHATIKO XEIPIOPS TOU TTEAATN.
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MNa 1 dnuioupyia TTPOCWTTIKAG OXEONG O TTWANTAG MTTopeEi va Baciobei 1o
heuristic decision making. Ommwg Ndn €xel avagepBei, uTTApXouv TTOAAG €idn
heuristics 6mmwg liking heuristics, reciprocity heuristics kal 10 scarcity heuristics.
2TNV ayopd TOU KAUGIJoU O TTwANTAG PTTOPEI va XPNOIYOTTOINCEl T dUO TTPWTA
€idn. Ze kKABe TrePITTTWON Ba TTPETTEI va €ival APKETA TTAPATNENTIKOG, WOTE VO
QAvTAAOEl TIG TTEPIOOOTEPEG OUVATEG TTANPOPOPIEG OXETIKA YE TIG TTPOTIUNOEIG TOU
TTEAATN, WOTE ATTO TN Jia EITE va YiVEl TTIO APECTOG OTOV TTEAATN KAl ATTO TNV AAAN
va PTTopéoel va KAvel Tnv Evapén tng mpowlnong 1o euxdpioTa. M.x. otav évag
top seller TapaTtnpei 0TO0 €OWTEPIKO TOU AQUTOKIVATOU OTI UTTAPYXOUV POKETEG TOU
TEVWVIG, TIPOOEYYICEl TOV TIEAATN QAVOQEPOVTAG KATI OXETIKA ME TO XOMTTI TOU
KATAVOAWTI KOl ava@EPOVTAG Tou OTI aoXOAeiTal evdexouévwg Kal o id1og. OAa
QUTA OTTOOKOTIOUV OTO VA Yivel 600 TO OuvaTtd TNO APECTOG OTOV TTEAATN,
augavovTag TIG TTIBAvVOTNTEG Va €XEl ATTOTEAEOMATIKI) TTWANON. To oTddio autd
OTTOTEAEI TO ONUAVTIKOTEPO OANG TnG dladikaciag TTwAnong, KaBwg atd autd
e€apTdral €av Kal Kard 1600 6a 0AOKANPWOEI N TTWANCN TwV BIAQOPOTTOINKEVWV

KQUOiJWV.

5.3.5. PERSISTENCE - KANEIZ AEN AFOPAZEI OTAN KANEIZ AEN NOYAA

Otav €xel e€aocpalioBei TTAéov n TTWANON, ammd TO TTPONYOUUEVO OTAdIO, O

TTWANTAG OTOXEUEI OTN OUVEXION TNG TTWANONG KAl GAAWV TTPOIOVTWY OXETIKWVY Kal

TIG avdykeg Tou auTokiviTou. OTTwg ndn éxel avagepOei, To Avolyha Tou Kato, O
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EAEYXOG AadIWV KAl UypwVv @PEVWYV, 0 EAEYXOG TOU aépa OTa AAOTIXA, OTOXO
€XOUV TN peyioToTTOINCT TOU customer value, p€ow TNG KAAUTEPNG £EUTTNPETNONG.
ATIO TRV AAAN, 6Aa Ta TTapaTmavw auédvouv Tnv meavoTnTa TTWANONG Kal GAAwvV
TTPOIOVTWYV OTTWG AAdia. H TTpooTrdBeia auth TTWANCNG TNG TTEPICOOTEPES POPES
otnpifetal ota reciprocity heuristics, kaBwg o TEAATNG aI0BavOUEVOG
UTTOXPEWMEVOG QTTEVAVTI OTOV TTWANTR TTOU TOV €EUTTNPETEI PE TOV KOAUTEPO

TPOTTO, TOU AVTATTOBIOEI TO EVOIAPEPOV WE TNV AYOPA KATTOIWV GAAWV TTPOIOVTWV.

ATI6 TNV TTaparhpnon TTPoEKUYe OTI o1 top sellers, OAEG TIG POPEG TTOU ETTETPATTN
va avoi¢ouv To KOTTO, TToUAncav TOUuAdxioTov €va Trpoidv. e dia amo TIg
TTEPITTTWOEIG  AUTEG KATTOIOG  TTEAATNG  OTTOMAKPUVONKE atmmd TO TIPATHPIO
QTTOKTWVTOG TTPOoidvTa agiag 165 eupw. O top seller Tou Katdepe KATI TETOIO
atrédvinoe Aéyoviag OTI dev OTOPATA TTOTE TNV TTWANCN KAl Tn Trpowbnon

TTPOIOVTWY, TTAPA HOVO OTAV AUTO Tou ¢NTEiTal aTTO TOV TTEAATN.

KaTi T€T010 emBEBaILOVETAI ATTO OXETIKN £PEUVA TTOU E£YIVE OTNV AUEPIKH, OTTOU O€
KATToI0UG QOITNTEG €ixe TTapayxwpnBei American Express Gold Card dveu opiou
ayopwv. O1 @oitnTég autoi KARBnkav va ayopdoouv T6OQ TIPoIdvTa, 60a O
TTWANTAG Toug TTpoTEivel. ATTO Tnv épeuva TTPoEéKUWE OTI TO 60% Twv @OITNTWV
ayopacav éva OeUTEPO QVTIKEIUEVO, TO 25% E£va TpiTo Kal JOAIG To 5% ayopaoe
Kal TETOPTO TTPOIOV. 2T0 OTAdIO auTd AOITTOV, TTPOTEIVETAI OTOV TTWANTA TOU
TTPATNEIOU VA PNV CTAPOTA TTOTE TN TTWANO, TTapd HOVO OTn TTEPITITWON TTOU TO

emfntioel o TeAdTNG. H TTapdracn Tng TTWANONG WTTOPEl va emiTeuxOei povo
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MEOW TNG OWOTAG €EUTTNPEETNONG TOU TeAguTaiou. QOTO0O, ONUEILVETAI OTI O€
WPEG AIXUNG, dev TTPOTEIVETAI N TTWANCN TTOAAWY TTPOIOVTWY OTOV idI0 TTEAATN,
TTPOKEINEVOU Va €EUTTNPETNOOUV OAOI O KATAVOAWTEG TTOU BpiokovTal €keivn TN
OTIyuf oTn TAaT@Oppa. EmmmpdoBeta, o wpeg pn aiXuAS O TTEAATNG Eival TTIo
€udIABETOG Kal OEKTIKOG OTN TTANPOPOPNON Kal Tn TTWANOCN, UE ATTOTEAECUO va

augavovTtal ol TTIBavoeTNTEG va eTITEUXOEI N TTWANON.
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KE®AAAIO 6

ANOTEAEZMATA THZ EPEYNAZ

6.1. EIZArQrH

Méow TnG €peuvag TTOU TTPAYUATOTTOINONKE, €yIVE Mia TTPOCTTABEIO avATTTUENG
€VOG HOVTEAOU TEXVIKWV TTWANOCNG, TO OTT0I0 OXI HOVO XPNOIYOTIOIEITAI OTNV ayopd
UYPWV KAUOTUWV OAAG ETTIQEPEI KAl TTOAU UWNAEG TTWAROEIG 0€ DIaQOPOTTOINUEVA
TTPOoIOVTa, PE OTTOTEAEOMNO va auénBei n kepdogopia Twv eKACTOTE TTPATNPEIWV.
‘Eva atrd 1a onUAVTIKOTEPO CUNTTEPACHATA OTTO T CUYKEKPIPEVN €pEuva gival TO
OTI av Kal N TTWANCN TOU UypoU KAUCIUOU OTTOTEAEI TTPOIOV TTPWTNG AVAYKNG,
atrarei TAéov pEBOBIKOTNTA. AIQTTIOTWON TWV TTWANTWY OTIG TTAATPOPUES TWV
TTPATNPIWV ATTOTEAEI TO yEYovOg OTI O KATOVOAWTEG €XOuV Yivel OAO Kal TTIO
KaUTTOTTTOl (TTOAAEG QOPEG OxI AdIKA), PE QTTOTEAECHA n TTPOCEYYIOT TOUG VO
TIPETTEl va Yyivel JE TTOAU TTPOOEKTIKO TPOTTO, TTPOKEIUEVOU va €TTEABouV Ta
emOuunTd atroteAéopaTa. AloonUEiwTO aTToTEAEI TO YyEYOvOg OTI av Kal Ol

TEPIOCOTEPOlI  TTWANTEG  OUPTTEPIPEPOVTOUCAV  EVTEAWG  EVOTIKTWOWG  Kal
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EUTTEIPIKA, O TPOTTIOG QVTIUETWTTIONG TWV TIEAATWV ATIO TOUG OUYKEKPIMEVOUG

EMREPRAiWVE TN XPNOIMOTTOINGN MOVTEAWY KAl TEXVIKWY TTWANONG.

6.2. ZYMIMNEPAZMATA AINO THN EMNE=EPI AzIA TQN AINMOTEAEZMATQN

Ta ouptTEpAOUATA TTOU TTPOEKUYAV aTTO TNV £PEUVa ATAV CNPAvVTIKOTATA TOOO Yia
TNV AVATITUEN TOU POVTEAOU TWV TEXVIKWV TTWANONG, 000 Kal yia TNV KOAUTEPN
Karavonon mg ayopdg oTOXog TNG ETAIPIOG UYPWV KAUCIUWV Yia Aoyapioouo Tng

OTTOIaG TTPAYMOTOTTIOINONKE N CUYKEKPIUEVN £PEUVA.

6.2.1. EPQTHMATOAOI'IA MEAATQN

ATé Tnv eTTegepyacia Twv €PWTNUATOAOYIWV TTPOoEKUYWAY TTOAU  GNPAVTIKA
aTTOTEAEOUATA OXETIKA ME Ta KPITApIO pe PBAon Ta OTToid O KOTAVAAWTEG
EMAEYyOoUV  OXI MOVO TIPATAPIO  UYPWV KAUCIMwV OAG  Kal TO  €idog
SIaPOPOTTOINKEVOU KAUGIUOU OTTd TNV YPAMMY TTPOIOVTOG TTou diaTiBeTal atmd tnv
€KAOTOTE €TAIpiO EUTTOPIAG Kauaiyou. Emmmpéobera, katd tnv emeepyaoia Twv
OUYKEKPIUEVWV EPWTNPATOAOYIWV TTPOEKUYAV Kal TO segmentation Twv TTEAATWV,
otoixeio 1O omoio Ba Ponbroel onuavTikéTATa OTn  TTPOWBNnCn  Twv
dilagopoTToiNuévwy TTPoIGVTWY. Edv 0 TTwANTAG eival o€ B€on va «kataAdpe» o€

TT0I0 segment avrkel o TTEAATNG, YVWPICEl TTOIO dIAPOPOTTOINKEVO TTPOIOV TTPETTEI
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VO TOU TIPOTEIVEI TTPOKEIUEVOU VA MEYIOTOTTOINOEI TO customer value Tou
TeAEUTAiO, TTPAYMa TTOU augavel TIGC TBavOTNTEG yia loyalty Tou ouykekpipgévou

TTEAATN.

2NUAVTIKOTATO CUMTTEPACHA OTTO TN OUYKEKPIUEVN E€TTECEPYQTia OTTOTEAECE O
TTPOCBIOPIOUOG TWV KPITNPIWV PE BAon Ta oTToia ol KaTavaAwTEG Ba eTTIOKEPOOUV

KATTol0 mparnpio. Ta KPITAPIA autd €ival Ta TTAPAKATW:

- T kauoiyou (Buaoia: xpAuaTta)

- TMoiétnTa TTPOIGVTOG (PN TOU TTPATNPEIOU YIa PN VOBeupéva KaUoIPQ)
- 2x€on Je Tov TTPaTnPIoUuXo

- TomoBeoia rpatnpiou (Buoia: arréoTacn)

- KaBapd mepiBdAiov

- Euxdapioto rpoowTrikd

- Tpriyopn eCutrnpétnon (Buaia: xpdvog)

‘Eva GANO CUNTTEPOCUA TTOU TTPOEKUWE QTTO T OUYKEKPIYEVN €PEUVA ATAV Kal TA
KpITHpIa PE BAON Ta OTTOI0 O KATAVOAWTAG ETTIAEYEI OXETIKA IE TO TTOIO TTPOIOV
Ba ayopdoel (ammd Tn OUYKEKPIYEVN YPOUMPR TTpoidviwyv). H emAoy auth

BaoifeTal oTa TTAPAKATW KPITAPIA:

- T
- 2udBartdéTnTa PE TO AUTOKIVNTO
- @IAKOTNTA WG TTPOG TO TTEPIBAAAOV

- KaAuTtepn etmidoon kal atrédoon
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- ZWOTA KAl TTEIOTIKN evNUEPWON aTTO TTAEUPA TWV UTTAAANAWV
- AlIaBeCcIudTNTA TOU OUYKEKPIMEVOU KAUCOiUou o€ OAO TO OikTUO SIaVOURg

KQUOiuwv

Qo1600, TA OUCIOOTIKOTEPA CUUTIEPACHATA TTOU  TIPOEKUYAV  KATd  TnVv
emegepyacia Twv epwTnUATOAOYiWV a@opoUucav Tov TPOTTO HPE TO OTT0I0 Ol
KatavoAwTég Ba  embupoucav  va  TTpooeyylioBolv  atmmd  TouG  TTWANTEG.
ZUYKEKPIPEVA, avapépBnkav atmd Tn dia oTa XapakTnPIoTIKG Tou «I10aviKou» yia
auToUG TTWANTA Kal ammd Tnv GAAN oTnv €mOuuNnT AEKTIK A PN AEKTIKA
ETTIKOIVWVIiO TTPOCEYYIONG TOU TTWANTH ATTEVAVTI TOUG. ZUUTTEPACUATIKA, QUTO TTOU
€MOUPOUV oI TTEAATEG gival évag XapoUpevog Kal eUdIABETOG TTWANTAG, O OTTOI0G
Ba €xel Tn d1GBeon va evnuepwvel, aAAG O€ TETOIO ONEIO TTOU va gival TTEIOTIKOS

Kal OXI TTIECTIKOG.

6.2.2. NTAPATHPHZH TOP SELLERS

2T0X0G TNG Trapatipnong autig Atav n OIaTTioTEUCN YIA TO TIOIEG TEXVIKEG
TTWANONG TTOU XPNOIYOTTOIOUV Ol KAAUTEPOI TTWANTEG TOU OIKTUOU, N €QAPUOYN
TWV OTTOIWV  TEXVIKWYV TOUG KATATAOOEl OTOUG  KOPUQPAioUG  TTWANTEQ
OIa@OPOTTOINKEVWY  TTPOIOVTWY. ATTO Tnv €mme€epyacia Twv ATTOTEAECUATWY
TTPOEKUYE OTI N TTWANOCN Toug Baciletal oto segmentation Tou TEAATN Kai TO

objection handling autou. To segmentation o€ cuvduaoud pe To Top Of The Line
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Model, Toug BonBd va Tpoteivouv oTov TTEAGTN TO BIOPOPOTTOINUEVO EKEIVO TO
otroio TmBavoTata va TapIAdel TTEPICOOTEPA OTIC AVAYKEG KAl Ta «BEAwW» TOu
katavoAwTr). ETriong, @povtifouv Tpiv TNV €vapén tng BApdiag Toug va givai
TTAVTa «ETOIYOI YIa TOV TTEAGTN» (routine), €xovTag Ta ATTaPaiTNTA EVAUEPWTIKA
QUAANGDIa Kal KATaAOYOUG, Kal OTIOATTOTE PTTOPET va XpeiaoBouv KaTd Tn dIdpKEIa
TNG NUEPAG YIO TNV QUECOTEPN KAl OWOTOTEPN EVNUEPWON KAl TTPOCEYYION TOU

TTEAATN.

6.2.3. ZYNENTEYZEIZ TOP SELLERS

O1 OUYKEKPIYEVEG OUVEVTEUEEIC EAafav XWpPaA TIPOKEIUEVOU va EVTOTTIOO0OUV
onueia Ta otroia TTapeAn@Onoav kartd Tn diadikaaia TnG TTapaTipnong Toug. ATd
TIC OUYKEKPIMEVEG OUVEVTEUEEIC TTpoékuywe OTI o1 top sellers PBaciouv Tn
TTETUXNMEVN TTWANON OTN SIAUOPPWOT HOKPOXPOVIWY OXECEWV PE TOUG TTEAATEG,
TIPAyPa TTou odnyei 0Tn dnUIoUpYia OXECEWV EUTTIOTOOUVNG KAl KATA ETTEKTAON
Kal oTn MOoTOTATA TOoUu TTEAATN. MNa 10 Adyo auTd, ol top sellers Bewpouv OTI n
heuristic Trpooéyyion Tou TTEAATN, ME ATTWTEPO OTOXO TN dnMIoUPYia OXECEWV HE
TOV TTEAATN, ATTOTEAEI TO PUOTIKG TNG €TTITUXIAG TOUuG. H dnuioupyia TTpOCWITIKAG
OX€0NG ME TOV TTEAATN 0Onyei Kal o€ arroteAeopatikdTepo objection handling,
Kabwg Ponbd otn kaAUTEPn Katavonon Tou TPOTIOU OKEWNG Kal AAWNG

QyOPAOTIKAG ATTOPACNG TOU TTEAATN.
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6.2.4. 2YNENTEY=EIZ TQN SITE MANAGERS

270 TTAQiOIO TNG OUYKEKPIYEVNG DIMTAWUATIKAG €pyaoiag éAaBav Xwpa Kal pia
o€Ipd aTrd ouvevTeUEEIS Twy site managers Twv top sellers. Eival avapevopevo oTi
évag top seller eivar ammotéAeopa 1000 TNG TTPOOWTTIKOTNTAG TOU OCO KOl TNG
OWOTAG EKTTAIdEUONG KAl UTTOKIVNONAG TOU ATTé Tov avTioTolXo site manager. Na
TO AOyo autd Aoimmdv, Bewpnbnke OKOTIPO va SIammoTwOEl T amd autd TTou
ava@épovtal otn BiBAloypagia oTnv oudia e@apudlovial oTn TPAEn oTn
OUYKEKPIUEVN ayopd. ATTO Tnv €TTeEPYaTia TWV ATTOTEAECUATWY TTPOEKUYE OTI O
site manager amoTeAei Tov «nBIKG auToupyd» yia TV dnuioupyia evog top seller,
KaBwg €ival autdg 0 oTToiog aTrd Tn Wia Ba deigel oTov TeEAeuTaio TA TTPWTA BAMATA
TNG TTWANONG Kal atrd TNV GAAn Ba TOV UTTOKIVIAOEl VO OUVEXIOEI T KAAr] SOUAEIA.

Baoikn ypapun Twy site managers givail 1o persistence, 1o 611 dnAadr o TTWANTAG
Oev Ba TTPETTEI O KAUia TTEPITITWON VA OTAPATACE TN TTWANOT. H TTWANCN TTPETTEI
va OTAPATa OT1av o TTEAATNG ¢nTroel va otaparioel. ATTo TRV dAAn, o owoTog site
manager 8a TTPETTEl va EVTOTTIOEI TOUG TPOTTOUG E TOUG OTTOIOUG Ba UTTOPEDE! VO
UTTOKIVIO€l TOUG TTWANTEG TOU OTO QUENOCOUV TIG TTWANOEIS O IAQOPOTTOINKEVD
Kauoiya. H utrokivnon auTh ptropei va givai €ite N UAIKN €iTe n NOIKA IKavoTroinon

TOU TTWANTA.
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KE®AAAIO 7

NMEPIOPIZMOI - NEPAITEPQ EPEYNA

71. EIZArQrH

H ouykekpipévn €peuva €XEl OPKETOUG TTEPIOPIOUOUG KAl ONMEIQ TTOU ATTAITOUV
TeEpAITEPW €£peuva. 'Evag atrd Toug AGyoug OTOUG OTIOIOUG UTTOPEI va OQEiNeTal
auto €ival To OTI ATavV N TTPWTN QOPA TToU £yIVE KATI OXETIKO, OTTOTE Eival
QVOPEVOPEVO OTI Ba UTTApXOoUV OPKETA onueia yia BeATiwon. EmMmpooBETwg, n
OUYKEKPIPEVN £PEUvVa CUUTTEPIAOUBAVEI PEAETN OCUMTIEPIPOPAG KATAVOAWTH KOl
TTwANTK, TTOU aTTOTEAOUV OUO EVTEAWG DIAPOPETIKEG OUADEG WG TTPOG TOV TPOTTO
QVTIMETWTTIONG. EKTOG Twv GAAWV TTPAYUATOTTOINONKE YIA CUYKEKPIUEVN ETAIPIO
EUTTOPIOG UYPWV Kauoiywv. H g@appoyr TG Kal oTIG AAAEG QVTIOTOIXEG ETAIPIES
atrarrei T dlegaywyn TG idlag €peuvag, kKabwg dlapépel T.X. TO objection
handling, n Tunuatotroinon Twv TEAATWY K.G. o€ KABe TrEpITTTWON. Adyw NG
0TTaPENG TWV TTOPATTAVW TTEPIOPICHWY UTTAPXEI dSUVATOTNTA TTEPAITEPW EPEUVAG
OTOUG OUYKEKPIUEVOUG TOUEIG, TTPOKEINEVOU va TTEPIOPIoBoUV 600 TO duvaTd

TTEPIOOOTEPO.
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7.2. NMEPIOPIZMOI

To oUVOAO Twv TEXVIKWV TTWANCONG TTOU TIPOTAONKE vwpiTEPQ, aTToTeEAEl €va
YEVIKO MOVTEAO TO OTIOI0O MTTOPEI va XPNnoIMOTToINBEi OoTa TTPATAPIO UYPWV
Kauoiywv. QoTdo0, yia va JTTOPECEl va TTPOCOPUOCOEi OTIG TIMOAOYIAKEG
TTOAITIKEG KOl OUVOAKEG AgiToupyiag Tou BIKTUOU TTPATNPIWY  KATTOIAG ETAIPIOG
EPTTOPIAG KAUTiPwY, Ba TTPETTEl va TTPAYHOTOTTOINBOUV £pWTNHATOASYIA TTEAATWY,
TTAPATNPACEIS KAl OUVEVTEUEEIS Twy top sellers, KaBwg kKal ouvevTeUEelg Twy site
managers TToU €XOUV ETTITUXEI TIG UWNAOTEPEG TTWANOEIG O€ dIAPOPOTIOINUEVA
Kauolya, TTPOKEIuEvou va uioBetnBei 10 best practice tng TWwAnong Twv

SIAPOPOTTOINUEVWY KAUTIUWV.

7.2.1. EPAPMOI'H TOY MONTEAOQY AINO AAAH ETAIPIA NETPEAAIOEIAQN

A6 Tn Tapouca ONMTAWMOTIKN epyacia emPBeBAILVETAI N €QAPUOYH Tou
OUYKEKPIMEVOU POVTEAOU TEXVIKWYV TTWANCNG TTou ava@épovTtal oTn BIBAIoypagia
Kal JAAIOTa PE TTOAU  onpavTika amoteAéouara. QoToéoo, amaiTeiTar n
TIPAYHATOTIOINGN OAWV TWV TTAPATTAVW OTN TTEPITITWON EQAPUOYIG TOU NOVTEAOU
yla K&Be pia amd TIG EMUEPOUG €TAIPIEG TOU KAGOOU TNnG €EPTTOPIAG UYpPWV
Kauoiywyv, kabwg diagépel T1.X. T0 objection handling, n Tunuartomoinon Twv
TEAQTWV K.G. O¢ KGBe TrepimTwon. H diagopotroinon auth oQeiAeTal OTn

SIOQOPETIKN TIMOAOYIAKK TTOAITIKY TNG KABE €TQIpiag, Tn TTEAATEIQ, TN TTOIOTNTA TWV
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TTPOIOVTWY TTOU TTPOCQPEPEI KOBWG Kal TIG OUVONKEG AEITOUpYiag Twv TTpaTnpiwyv

TOU OIKTUOU TNG.

7.2.2. NEPIOPIZMENOZX APIOMOZ EPQTHMATOAOIIQN KAI

2YNENTEY=ZEQN

MNa TN ouykekpipgévn SITTAWMATIKA epyacia EAaBav Xwpa Ta TTapaKATwW «EPYOAEia
MdapkeTivyk», ouykekpiyéva 200 epwtnuatoAdyia treAatwy, 150 tTapartnproelg
top sellers, 10 ocuvevteUéeig top sellers kai 10 ouvevTelEelig site managers,
TTPOKEINEVOU Va BIATTIOTWOET €AV Kal KATd TTOOO TO WiyUa TEXVIKWY TTWANONG TTOU
TTPOTAONKE, OXI MOVO €@apudleTal aAAG €xel Kal KOAG oTToTeAéoOTA OTN
TAATQOPUA TWV TIPATAPIWY UYPWV KAUCIJWY. 2T TTAQIOIO TNG OUYKEKPIUEVNG
dITAwPaTIKAG epyaaciag, dev UTTPEE TO XPOVIKO TTEPIBWPIO YIO TTPAYUATOTTOINCN
MEYOAAUTEPOU OPIBUOU TTOPATNPNOEWY, GUVEVTEUEEWY Kal epwTnuaToAoyiwv. MNa
T0 Adyo auTd, yia Hia TTI0 OAOKANPWUEVN EIKOVA KOl OTATIOTIKA ONPAVTIKOTEPN
aTTO QUTH TTOU EAAPE XWPa OTN CUYKEKPIPEVN Epyaaia, aTTaiteital n SiEKTTEPAiwaN

MEYOAUTEPOU TTAABOUG TWV CUYKEKPIUEVWYV «EPYOAEIWV MAPKETIVYKY.

7.2.3. YIIOKEIMENIKOTHTA TQN NAPATHPHZEQN - 2YNENTEY=EQN

Oa Tpémel va avoQepBei  €TTIONG KAl N OXETIKA UTTOKEIMEVIKOTNTA  TWV

TTapaTnenocwy Twy top sellers kKal Twv ATTAVTACEWY TWV TTEAQTWV OTA OXETIKA
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epwtnuaroAoyia. To yeyovog OTI ol top sellers yvwpifav o611 TTapaATnpouvTal,
MTTOPEI VO TOUG €KAVE VO CUNTTEPIPEPOVTAI PE VA «OTNPEVO TPOTTO», O OTT0IOG
TPOTTOG, CUPPWVA PE QUTOUG, va gival autdg TTou «AoyIKA» évag TTwANTAS Ba
TTPETTEI va akoAouBroel, aAAd atrd Tnv aAAn &ev Tov akoAouBouv TTIoTd o€ KABE
ouvaAlAayr) PE Tov TTEAATN. ATIO TNV GAAN, UTTAPXEl KAl O TIEPIOPICUOG Ol
KATaVOAWTEG KOTA TNV UTTOROAR TWV €PWTACEWY VA amTAvTnoav AoyIKa Kal Oxl
«auBopunta». Autd armoteAei kali TO ouvnBéoTEPOo  OQAANA  KaT&  Tn

TTPAYMUOTOTIOINON EPWTNHUATOAOYIWV.

7.2.4. TEQIrPA®IKH NEPIOXH

‘Evag TeAEUTAIO TTEPIOPICPOG TNG CUYKEKPIUEVNG £pEUvaG gival To OTI EAaBe xwpa
MOVO OTN YEWYPAQPIKN TTEPIOXT TNG ABRvag. ATTaireital Aoy, n ETTEKTACT] TNG Kal
OTIG uTTOAoITTEG TTOAEIG TNG EANGDAG, KABWG TO BIOTIKG KAl TTVEUPATIKG ETTITTESO
OTIG TTEPIOXEG QUTEG €ival ONPAVTIKA dIa@opeTIKOTEPES. ETTiong, Ba pmmopouoe va
ETMIONUAVEl KOVEIG OTI N €QAPPOYN TOU OCUYKEKPIUEVOU HOVTEAOU OTO €EWTEPIKO
(oTn TrEPITTTWON  KATTOIOG  TTOAUEBVIKAG  €TAIpIOG  €UTTOPIOG  Kauoiywy), Ba
atrairouoe Kal TTaAI hia oXeTIKA €peuva, KaBwg 6Tl EKTOG atTd Tov TTapdyovTa TnG
SIOQPOPETIKNG KOUATOUPAG, TPOTTOU OKEWNG, BIOTIKOU Kal TIVEUPATIKOU ETTITTESOU,
UTTEIOEPXETAI KOl O TTAPAYOVTAG TOU TPOTIOU AEITOUPYIaG TWV TIPATNPIWY OTIG
EKAOTOTE XWPEG. 2& OAPKETEG DUTIKOEUPWTTAIKEG XWPEG N AYyOopd TWV KAUCIUWV

BaciCetal oTo self-service, e avTtiBeon pe Tnv EAAGda 61moU Kuplapxei To full —
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service. O JIAPOPETIKOG AUTOG TPOTTOG EEUTTNPETNONG, OPEIAETAI GTH VOOTPOTTIO
Tou KAGBe Aaou. M.x. o €ANAnvag €midnNTa TNV OAOKANPwWUEVN €EUTTNPETNOTN TOU,
KaBwg gival apeaTdg oTnv 10€a OTI e§uTTNPETEITAl. AVTIBETA, OTN TTEPITITWON TWV
OUTIKOEUPWTTAIKWVY Adwv, TO yeyovog 0TI Ba auToeEuTTNPETNOOUV TOUG TTPOCBIdEI

1IB1aiTepn Xapd, KaBWG Toug apEael N aicBnon OTI AUTOIKAVOTTOIET TIG AVAYKEG TOU.

7.3. MEPAITEPQ EPEYNA

Mpokelpévou va TTeEPIOPICOOUV  OTO  €AAXIOTO Ol  TTEPIOPIOUOI  TTOU  POAIG
ava@épOnkav, Ba TTPETTEN va TTPayUATOTTOINBE TTEpAITEPW £peuva oe GAOUG TOUG
TTapaTTavw TOUEIS. Oa TTPETTEI ONAADH, N CUYKEKPIYEVN £PEUVA VA YivEl EEXWPIOTA
a1rd KABe E€TQIpiO EUTTOPIAG UYPWV KAUCIUWY, TTPOKEINEVOU TO HOVTEAO VO
TTPOCapPUOOBEi KABE Popd KATAAANAQ OTIG OTPATNYIKEG, TTONITIKEG Kal TTEAATEIQ

TNG KABE eTQIPIOG.

Oa Tpémel eTmiong 1O TAABOG Twv TTAPATNPECEWY, OUVEVTEUEEWY KOl
epwTnuUaToloyiwyv gival apKETE onUAvTIKOG TTPOKEINEVOU va augndei n oTATIOTIKA
ONUAVTIKOTNTA TOug. ETTTPOCOETWS o1 TTapaTnPACEIS Kal Ta €PWTNUATOASYIO
QuTa Ba TTPETTEl va TTPAYPATOTTOINBOUV OTO WEYOAUTEPO MEPOG TNG EAANVIKAG
ETTIKPATEIOG, KOBWG N OUYKEKPIPEVN EAaBE XWpa YoOvo oTn TTEPIOXT TNG ABRvag.

Kam téroilo Ba mpémel va AdPBel ammapaimitwg Xwpa, Kabwg o TpOTTog
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TTPOCEYYIONG Tou TIEAATN OTNV €KAOTOTE TIEPIOX Ba dlaPEpel amd autd Tng

ABAvag Adyw Tou dlapopeTIKOU BIOTIKOU KAl TIVEUPATIKOU ETTIITEDOU KUPIWG.

2TN TTEPITITWON TNG EQAPUOYIG TOU CUYKEKPIUEVOU POVTEAOU KAl OTIG UTTOAOITTEG
XWPES TNG EupwTing (edv TTpOKEITal yia TTOAUEBVIKN €TAIPIO EPTTOPIAG KAUTTUWV),
Ba TpéTel Kal TTAAI va TrpaypatotroinBei n Trapatrdvw  €peuva KaBwg T
atToTeEAéOUATA QvapEVETAl va dIo@EPOUV ONUAvTIKA (ammd autd Tng EAAGdaG)
AOYW TNG DIAPOPETIKI) VOOTPOTTIAG KUPIWG TWV SUTIKOEUPWTTAIKWY AQWV O€ OXEON
ME TO EAANVIKO OXETIKA pe Tnv €évvoia Tng €EuttnpéTnong. Eivar yvwotd 611 oTIg
TTEPIOOOTEPEG OUTIKOEUPWTTAIKEG XWPES ETTIKPATEI TO self-service, evw oTnv

EANGSa kupiapxei To full-service.

TENOG, TTPOKEINEVOU VA TTEPIOPICOEI N UTTOKEIEVIKOTATA TWV TTApATNPHOEWY, Ba
MTTOPOUCE Va XpnolhgoTToinBolv KATTola p€oa Traparripnong woTe ol top sellers
va ouutrepIPePBoUV 600 TMo auBdpunTta, TIPOKEIMEVOU va aviAnBouv Kail
PEANIOTIKOTEPA CuuTTEPACHaTa. Katd Tn Traparthpnon auti 6a upmopouce va
xpnoigotroinBei kauepa e duvatdTnTa OKpdaons. H ouykekpiyévn xprRon
WOTOO0 £XEI KAl KATTOIOUG VOUIKOUG TTEPIOPIOPOUG Kal XPACE! 1I01aiTEPN TTPOCOXH

KaTd TNV €Qapuoyr Tou.
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