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EYXAPIXTIEX

Oa MBeho vo eKPPAc® TG €UMKPIVELG guYOPIOTIEC HOV GE OOV AVTOVS TOVG
avOpdTOVG TOL GUVERAAAOY GTO VO PEPM® E1C TEPAS TNV TAPOVSO SITAMUOTIKY EPYACIQL.

Apyicd 8o NBera va gvyaplotiom v emPAémovca KadnynTpd pov k. Mrmpivn
Aéomowva, yioo v moAdTiun Ponbeld g Kol TIG VOTOYEG TOPATNPNOELS TNG KOL OTN

GULVEYELDL TNV OIKOYEVELDL KO TOVG GTAOVG LoV Y1l TNV VAIKT| Kot 011 vrootpién Toug

Aonuakoroviov Evpopeia



IHHEPIAHYH

To Customer Relationship Management vrdcyetol 6TIG EMYEPNOE TOV TO
EMALYOVV TN  OMUIOLPYIK MG OTEVIG GYEONG UE TOVG MEAATEG TOVG, GE £va GUYYPOVO
AVTOYOVIGTIKO TEPIPAALOV, GUAAEYOVTOC TANPOPOPIEC CYETIKA LIE TIC OYOPES TOVG KO TIG
Kwnoelg tovc. Ou emyyelpnoels €ovv T duvototnTo. va. a&loAoynoovy  KAmolo
nnpoeoploakd cvotnue CRM 1660 mpv TNV amOKTNGCN TOV MGTE VO OOVV €0V TOVLG
Topldlel Ko KOADTTEL TIG OVAYKEG TNG EMXEIPNOT TOLG OCO Kol KATA TN XPNON TOL OCTE
va agloAoynoovy v omddoc] Tov. O pdiog TV TANPoPoplok®v cvotnuatov CRM
etvan Wwitepa onpavtikdsg, PplokoOpacte otV TETAPTN YEVIA 6To 6TAd €EEMENG TV
cvotnuatov O0mov N otpatnyikny CRM cuvvtdoceton pe v €upiTEPN OTPATNYIKN TNG
etoupeiag. O Aettovpyieg g emyeipnong, ot otdYol ™G aAAE Kot 1 avamTvEn TOv
SLOOIKTOLOV KO O1 VEEC LOPPES EMKOVAOVING KO TPOGEYYIONG TOV TEAUTDOV GTOYWV TPEMEL
va cvvtoviCovton pe v apyrtektovikny tov CRM kot ) dwdikoacio dayeipiong tov
TANPOPOPLOV. ZTNV ayopd vdpyovv moALd cvotiuate CRM duwg mapatnpeitor 6Tt ot
EMYEPNOELG TOV 1010V KAAOOV EMAEYOLV AOYICUIKE AOY® TOV KOOV YOPOKTNPICTIKAOV

OV £Y0LV 01 SLOOIKOGIES TOVC.

2T0V TOVPIOTIKO Kol TOV EEVOJOYELNKO KAAOO OV €ivol Kot 0 KAAOOG HEAETNG oG
elval apketd oladedouévo to Opera. Ot emyelpnoelg avantueoovy Pactkos OeikTeg
amodoong (KPIs) eved opxetd Swdedopévn eivar m pébodog Balanced Scorecard. To
EVVOLOAOYIKO HOVTEAD Kot 1) Beopikn Bempio fonbovv oty a&loddynon towv CRM, evo
apKkeTE drodedopuEvol givor ot deikteg pETPNOMG TNG Amdd0oNS NG EMEVOLONG KOl
TOPAd0CIaKES LETPNOELS Yo TOo udpkeTtyvk (Traditional Marketing Metrics) dnwg pepioo
ayopdc, avénon moAncewmv KAm. Ou deikteg omdktnong véwv merotodv (Customer
Acquisition Metrics), pétpnong g opaong tovg (Customer Acquisition Metrics) koOmg
Kot Ol PETPNoEls Tov meratdv Baon ¢ afiag tovg (Popular Customer — based Value
Metrics), ypnoyonotovvtor vpéms. H pehétn mepintoong dedyetar oto Eevodoyelakd
KAGOO Ko cvykekppéva oto Eevodoyeio NIV Athens Plaza, Eevodoyeio 5* otnv ABnva.
Amo v moloTikn €pevva Tov d1eNyOn copmepdvape 0TL M| entyeipnomn dev a&lomotel pe To
péyoro dvvatd tpomo to CRM ovotnua mov ypnowomolel eved afloroyel povo
TOPAO0CIOKOVG OgikTeG oL oyetiCovtal pe 1o pepidlo ayopdg kot v avénon tov

TOAGEDV.



[Tpoteiveton va vworoyiletat to pepidlo ayopds kot 1 adENoT TOV TOAGEDV TOL
NnomM vroAoyilel | eToupeia, 6€ GLVOVACUO PE TOVG OEIKTEG OTOKTNONG VE®V TEAATMV, TO
pLOUG amdKkIMoNg VE®V TEANTOV Kol TO KOOTOG omoktnong véwv meiatmv. Eivor
ONUOVTIKO Vo ekTiunBel T0 T0GOGTO daTnPNoNS TV TeEAAT®V o€ afieg kabhg N etaupeia
oTOYEVEL GE TEAATEG EMAYYEAUATIKOD TOVPIGHOV. To péyebog Tov TOPTOPOALOV, KpiveTat
ONUOVTIKOG OEIKTNG Y10 VO UTOPECEL VO, GTOYEVCEL GE MEAATEC PE LYNAL €1G00MUATO.
Emnpocheta kabhg o Egvodoyelakds KAAGOS avanTtHoGEL NAEKTPOVIKOVS LEGOAAPNTES Ko
0 porog twv social media eivar onpavtikdc, ailel vo ektiunBodv ot deikteg KPIs mov
oyetiCovton pe ta social media, ™MV KvnNTIKOTNTO TNG 1OTOCEAIDOG TG £TOUPELNG KO TIG
dpboelg pEcm Kivntodv Tmiepavoyv. H ekmaidevon kot Katdption mpog avtdv Tov TOHE
Kpivetal amopaitntn Kabmg 0 KAGS0G avTHETOTILEL EVTOVO OVTAYOVIGUO KOl TPOKANGELS
péca omd v oavénon TV SdIKTLOKAOV TPoKTOpwv. Ot GOYYXPOVES EMXEPNGELS
Bpiokovion UTPocTa GE Uict ETOYN TOL TAPEYEL CVYYPOVO EPYUAEiD Kot SVVAIKES Yo VO
avartuyBobv tOco véa povtéla dloiknong, opydvmong Kol GTPaTnyIknG, 0G0 Kol GTOV

TOULEN TNG TANPOPOPIKNG VEQ TTEdIX OPACTG KO OVATTVUENG AOYIGULKOV.



ABSTRACT

Modern competitive environment Customer Relationship Management is a
concept that promises enterprises to establish a close relationship with their customers by
gathering information about their purchases and movements. Business have to evaluate an
IT CRM system both before the acquisition to see if it fits and meets the needs of their
business but also when using the asked to evaluate the performance of the role of IT CRM
systems is very important, as we are the fourth generation in systems development stages

and now the CRM strategy supports the overall strategy of the company.

The CRM architecture as well as the information management process associated
with the functions of the business, its objectives and the development of more Internet and
new forms of communication and approach of target customers. There are many CRM
systems in the market, companies in the same industry hosted or On premise and observed

to choose corresponding software the common characteristics that have their procedures.

The Opera is quite prevalent in the tourism industry and in the hospitality industry.
Business use some key performance indicators (KPIs) while fairly widespread is the
method Balanced Scorecard. The conceptual model and institutional theory assist in the
evaluation of CRM, while quite popular are measures of return on investment and
traditional measurements for market metrics (Traditional Marketing Metrics) such as
market share, sales growth, etc. The new customer acquisition indicators (Customer
Acquisition metrics), measurement of their activity (customer Acquisition metrics) and
the measurements of the customer base of its value (Popular customer - based value
metrics), are widely used.

The case study conducted in the hospitality industry and specifically in Hotel NJV
Athens Plaza, 5 * hotel in Athens. From the qualitative research conducted we concluded
that the company is not making the maximum possible use CRM system that uses and

evaluates only traditional indicators related to market share and increase sales.

It is proposed to calculate the market share and sales growth already calculated by
the company, in conjunction with their new customer acquisition indicators, the rate of
new customer acquisition and the cost of acquiring new customers. It is important to

evaluate the retention rate of customers values as the company is targeting business



tourism customers. The wallet size, it is an important indicator to enable it to target
customers with high incomes. Additionally, as the hospitality industry develops electronic
mediators and the role of social media is important to assess KPIs indicators related to

social media, mobility of the company's web site and actions through mobile phones.

Education and training in this area is essential as the industry faces intense
competition and challenges through the increase of online agents. Modern enterprises are
facing a new era providing modern tools and dynamics to be developed as new
governance models, organization and strategy, and in the field of information technology

new fields of action and software development.



EIXATQI'H

H teyvoloylag onuepa eivar onuavtikn yo ™ Agrtovpyia, v avdmtodn Kot
Blooomrd tov emyelpnoewyv. Ot ETYEPNCELS OTOKTOVV TN duvatoOTnTa gveMéing oTIg
Aertovpyieg TOVG Kot UTOPOVV Vo avamTOEOVY OVTIOYOVIGTIKO TAEOVEKTNUATO LE TNV
AVATTLEN TOV TANPOPOPLOKDV GUGTNUAT®V.

To Customer Relationship Management &ival vTocyeTOl OTIC EMYEPNOELS VL
ONUOVPYNOOLY U0 OTEVI] GYECT HE TOVLG TEANTEG TOVG, GLAAEYOVTIOG —TANPOQOPiEg
OYETIKA LE TIG KIVNOELS TOVG. Me T ¥pNon NAEKTPOVIK®OV HEGMV YIVETOL GUYKEVTIPMOT)
TOV TANPOPOPLDY GYETIKA LE TOVG TEAATEG, Ol TANPOPOPIES GTN GLVEXELD OVOADOVTOL
®OoTE VL avoyveopilovtal Ol OVAYKES TOV TEANTMOV.

To CRM odev elvar amdhd éva mAnpogoplokd ocvotnuo mov Oo €pbel va
CUUTANPADGEL TNV VAKOTEYVIKT DTOOOUN TNG EMYEipNONS, 0AAE apopd OAN TN Agttovpyia
0V opyoviopoV. Kabog yia ) péyiotn anddoon tov oeeieidv and ) xpnon tov Oa
TPETMEL VOL VTTAPYEL 0L STOUOPPOUEVT] TEAATOKEVTPIKT CTPOTNYIKN TNG EMLEipNong, 6mov
N EMAOYN ™S KATAAANANG TeYXVOoLOYiag Ba £pBetl va vrootnpi&et TV vAOTOINoT TNC.

2TIC GUYYPOVEG EMXEPNOELS TOPEYEL MOl OTPATNYIKY SPOPOToincong Ko
pumopel vo avénoel TV mOT TOV TEAATOV, Vo QLENCEL TNV ATOJOTIKOTNTO TV
TOAGE®Y, Vo evioyboel To marketing Kot va pEIOOEL TO KOGTOG, €VIGYDOVTOG TNV
KePOOPOPIO TNG EMYEIPTONG KO TO OVTOYDVIGTIKO TG TAEOVEKTI L.

Ymv mopovoa gpyacia Bo peiemnbei o pohog twv CRM cuvomudrov otig
oLYYPOVES EMYEPNOELS KAODS Kot Ol OEIKTEG TOV YPNOYLOTOOVVIOL Yl TNV ATOS00T)
QLTOV TOV cLoTNUATOV. XtV BiAoypaeio ypnotporotodvtal Kot ot 600 0pot, arddoon
Kol €EMi00oN, Kabmg 0 o chyypovog 6pog elval 1 eXid0on VA 0 MO TOPUOOGLUKOG Elval 1
amodoon. v moapovoa gpyacic Ba ypnopomombet o dpog amddoon Kabwng Bewpeiton
70 TANPNG.

KaBdg 0 kAd0g Tov TOLPIGHOD AmOTEAEL AVTAY®VIGTIKO KAAOO Y10l TNV OIKOVOUiQ
NG YOPOG KoL 1] YPNOT TOV HECHOV KOWVMOVIKNE OIKTVWOGONG £XOVV 0ALAEEL TOV TPOTO e TOV
omoio AELTovpyel 1 TOLVPICTIKY AyOPd Kol KUPIMG 01 KPATNGOELS TV EEVOd0YEI®V, N LEAETN
nepintwong Ba ompybel otov Eevodoyswokd khddo. To Bépa mpooeyyileton amd v
TOVPIOTIKN TAELPA KO OYL OO TNV OVGTNPA EEVOOOYELNKT], KAOMS 0 TOVPIoUOG ATOTEAEL
pio onpoavtikn Popnyovia oty EAAGOa.

Me v ypnon g molotikng pebodov Ba peietBel o faburog vioBémong and ta
Eevodoyeila 5* g otpatnykng CRM, kabag kot g xpriong tov cvotnudtov CRM kot
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ewika amd 10 Eevodoyeio Athens Plaza, pe okomd va mTPocdlopioTovy To OQEAN TOL
amoxkopilouv o Egvodoyeion amd TN YPNoN TOV GLYKEKPIUEVAOV gPYOAEi®V, OAAG Kot M
EMPPON TOVG OTN S10TKNON TOV GLYKEKPIUEVDV EEVodoyelak®mY povadmy. H épguva givar
Wwitepa evdlopépovoa ywoo to. Egvodoyeion mOANG Kot wWwitepa TV 5* otmv Abnva,
KaBdg ta TeEAevTaio XpOVIa, 0 OVTOY®VIGUOG evteivetal kot Eevodoyeio ayopalovtal amd
evpomaikég alvcides. [lapdiinia, 0 TOLPIGUOC TOANG avEaveTan Kot Ta Eevodoyeia Exovv
Vo KAAOYOLV VEEG OVAYKEG TEANTMV- TOLPLOTOV TEPQ OO TN cLVNON OOV KaTd T
JupKeLe TG TOVPIETIKNG TEPLOdoV. Ta Egvodoyeia mOANG d1aBETOVY TOVE YDPOLS TOVS Yid
EMOYYEAUATIKY] YpNom (CLVESPLO, EMOYYEAUOTIKEG GULVOVINGELS KAT) OAAL  emiong
TOPEXOVY KOl AAAES VINPETTIEG OTMG UIap, EGTIOTOPLO, SPaA, TGIVO KAT SIELPVVOVTOS TNV
ayopd GTOYO, OVAOVOVTOGC TNV OVAYKN Yo VEEG HOPQES ETOUPIKNG EMKOWVOVING, Yo
avénon g véag meAatelag, dTNPNON TG LVRAPYOVCAG KOl EVIGYLONG TOVL ETUPLKOV

brand.
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KE®AAAIO 1. TEXNOAOI'TA KAI XYI'XPONEX EIIIXEIPHXEIX

1.1 O POAOX TQN IIEAATQN XTIX XYI'XPONEX EINIXEIPHXEIX

2V enoyn MG O TEAATNG ATOTEAEL TO KEVIPO TNG EMYEPMUATIKNG OpAoNS Kol O
pOAOG TOL amoterel onNUOVTIKO pLOUIGTIKO Tapdyovtag otnv oyopd. Toco v Tig
EMYEPNCELG TOANONG ayafdV 6GO KOl Yol TIG TOPOYNG VINPECIDV, O TEAATNG TAEOV OEV
ayopdlel 1 AopPdvetl Eva Tpoidv N po vINPecion AmAG Yol VoL IKOVOTIOGEL Lol OVOLYKN
Tov. AAMG Ticw amd avTtd VToBdATEL 1| AvAYKN Yo IKOvoToinoT pog Tpochetng avaykng
Kol N ANyn pog tpdcBetng aglag. H a&la avtn amotekel éva cuvovBOAELHO EvepPYEIDV
nov EeKvodv 1060 omd TO GNUELD TOANGNG 1| TOPOYNS TNG LINPECING Kot enekTeivovTal
1000 otV e&umnpétnon Katd T Sladikacio TG TOANCNGS 060 Kot uetd omd avtn (after
sales service). H mpatn evépyeta eivor 1 eEuanpétnon Tov TELATN T OTIyUn TS TOANONG,
OAAG 1 AN AETIOpaoT pE TNV ETOUpEi Eivon TOAVIIAGTATY.

Mo vo pmopel 10 kOKAOUA 0VTO Vo AerTovpYel e KOOGS GTOYOVS, YperdleTon
déopevon amd TAEVPA TNG EMYEIPNONG KOl cLveYNG eKmaidevon kot mAnpoopnon. H
onuovpyia advoidag agiag ywo tov meddtn omoitel mANBog evepysiwv TOGO Yoo T
dnuovpyio TG 6GO Kat yio TV T pnon e.

H y&pa&n otpamnyikng, opapatog kot otéy®mvV COUPOVO LE TNV TEAUTOKEVIPIKY|
QUAOGOMI0 Elval amopaitnTn Vo VIAPYEL Kol GLYVA Vo EUTAOLTICETOL HE TIG CUYYPOVES
emrayég e ayopdc. H evdoemiyelpnoilokn KovATovpa Kot 1 IKAvOTNTO TNG TPOGUPUOYNS
TOGO NG EMYEIPNONG OCO KOl TOV GTEAEYMV OTIS GLVEXEIC OAAYEG Yo va eELTINPETIOEL
0G0 YIVETOL TO IKOVOTOMTIKA TOLG TeAdtec e, eivon mpwtiomg onuoacioc. Etot
Onpovpyeital (o TPLY®VIKN EGUEVOT| amévavTl 6T O10ikNnon, 6Tovg epyalOUeEVOVS Kot
otovg mehdteg. Ot epyalOUEVOL GUUUETEYOVV EVEPYE GTNV VAOTOINGN TNG EMLYEIPNUOTIKNG
oTPOTNYIKNG avéavovtag TV Tpooceepouevn aéia kotd ™ cvvaliayn pe tov meadtn. O
TELATNG, KAVOTOINUEVOG YIVETOL TIOTOG TEAATNG TNG EMXEIPNONG Ko €lTE EMAVEPYETOL
oV emyyeipnon Yo Vv enOUEVN Oyopd TOL &€ite Tn ovotnvel oe dAAovg. Télog, m
emyyelpnon pe ) oepd g avtapeifet ta oteAéyn mov cvuPdAlovy oty emitevén TV
oTOY®V NG Kt EVIEivel TNV Tpoomdheia yio avEnom g 1Kavomoinong Tov TeAdTn, Kotd
évav TpOTo oV TOV EMPPaPedel Yoo TNV EMAOYN TOV ®G TPOS TNV EMYEIpNON Kot TaL
npotévta TG Apo, 1N TEAATOKEVIPIKY] OLAO0GOQOI0 €0TIALETOL OTNV  TPUYUOTIKN

e€ummpénon pe oTdYOo TNV IKOVOTOINGoM TV TEAATN. AVTO OPYIKA EMLTVYYAVETAL OO TOVG
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OLVEPYATEG «TPDTNG YPOLUUNS» TOL VAOTOOVV TNV TAOANGY, 0AAd vootnpileTol and o

€VPLTEPN TEAUTOKEVTPIKT] KOVATOVPO TOL opyavicpov. (KaveAlomovrog, 2010)

1.2 TA TIAHPO®OPIAKA XYXTHMATA XTIX XYI'XPONEX
EINIXEIPHXEIX & H AIAXEIPIXH ITEAATEIAKQN XXEXEQN

210 GUYXPOVO OVTAYOVIOTIKO TeEPPAALOV 1 ypiiyopn kot opBn wAnpoopnon
amotelel peilovog onuaciog BEpa yioo voo UTOPEGOVY 01 EMYEIPNOELS VO OVOTTOEOLY TV
EMUYEPNUOTIKT OPACT KOl VO EVIGYVGOLV TO GLYKPLTIKO TOVG TAgovEKTLa. [ va pmopet
avtd va emttevyBel amorteiton TEpa amAd amd T YVAOoT, 1 SLVOTOTNTA TG EMLYEIPNONG VO
umopel va. 0E0AOYNOEL CMOGTA KOl VO OLOXELPLOTH TN YVOON avty. Amouteiton onAadr M
Omapén evOC KUKAMUOTOG EVOOETLYEIPTOLOKA TO OTTOI0 VO AEITOVPYEL PE KOWVOUG GTOYOVG,
OV VoL OEGUEVEL TNV EMYEIPNON Kot v TpowBel Tn cvveyng ekmaidevon Kat dtayeipion
™G TANPOEOPNONG Mote va dnuovpyeitar aAvcida adilag v tov meddtn. H Aqyn tov
EMYEPNUATIKOV amopdoewv givor o obvletn Aettovpyion mov ypnoywomotel v
TANPOQOPICL KoL TN YVOOYN NG EMEIpNOoNG MOTE 6€ GLVIVACUO HE TO eEMTEPIKO
nePPAALOV, TOLG KIVOUVOLG Kol TIG OTEIAEG VO AAPEL TN COGTH AmOQaoT, Vo YopaEel vEa
OTPATNYIKN Y0 VO TETVYEL TOLG GTOXOLG TG O KOKAOG ™G AYnS Hog omdeoong,
pumopovue va movpe 6t mepriapPdvel 6 Prpata. Apyikd tn odyveoon tovg TpoPAnuatog,
N ™S evkapiog Ko v mpoomadelo yio Pabdvtepn avdAvor Tov Kot Kotavonon. X
ouvéyelo mpocdopilovtal ot eEVOALOKTIKEG emloyég, mpoodopilovtal ot 6TOYOl Kot
kabopilovta to kpuriplo v ota omoio ot mBavEG emloyég Ba agtoloynBovv. Xin
OUVEYEWL Ol EVOAMOKTIKEG EMIAOYEG OEI0AOYOUVTIOL GUUG®MVO LE TO KPITHPLOL KOl TOLG
otorovg ¢ etoupeiag, mpooodopileton M PéATIoOT emAoyn Kor yivetow aviAvon
gvacOnciog yio va mpocsdloplotovv ot e&mtepikol mapdyovieg mov emnpealovv v
eMAOYN Kot 1 hov) peTABOAN Tovg 6g €0Hpog ¥POVOL pmopel va emnpedost v EkPaon
™G omoOPOoNC.

Eivar katavontd ot m Aymn amoepaong Bo mpémer va ompiletar kot vo
vrootnpiletor amd éva mANpeg cvoTUA LTOSTNPENS, OmoL cLVNOWG amotelel €va
vrocvotna Tov OlokAnpopévov ITAnpoeoplarxod Xvotiuatog (OIIX) g emyyeipnong.
To IIAnpogoplaxd Xvomnuo meptlopuPdvel kot €vo wAN00G amd  OlEKTEPUMTIKA
vroovotuate (operational subsystems) to omoio vwootnpilovv TV diekmepaimon

TUTOMOMUEVDV  €pYAcIOV NG emyeipnone. To SekmepoumTiKd 0VTA VTOGLGTHUATO
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Bacilovtar oe pia kown Paon dedopévov, HEcm TG omoing avVTOALAGOLV Ta. dedouéva
tovg. To vmochoTUA VIOCTAPIENS ATOPAGE®MY, GCULUVOEETOL HE TO TOPOUTAVE
OLEKTEPALWTIKA VITOGLGTHUATA, OVTAMVTOG dedoUEVA amd TNV Kown PAcn Kot To TEAMKA
OedOUEVO. OV  CLYKEVTPMOVOVTAL omobnkedovtol oty  omobnkn dedopévov (data
warehouse) Tov VTOGLGTNUATOG VTOGTNPIENG ATOPAGEDV.

H ypnion evéc minpogoprokod cvethpatog CRM €pyetat va evioydoel onpoavtika
™ PBdon dedopévev e emyeipnong, Kaddg 1 KEVIPIKN 10€0 TNG TOAVKPITPLOKNS ANYNG
aropdcewv gival va Ppebel n ocvuPifoctikn emhoyn avdpeco ce EMAOYEG TOV EYOLV
VYNA amOTELECUATIKOTNTO (OC TPOS KATOOLS omd TOVG GTOYOVS, OAAG KOl YOUNAR
OMOTEAECUATIKOTNTA O TPOG KATOOVG AAAOVG GTOYOVG, MGTE GTO TEAOG Vo emAgXDel N
BéATIoT EMAOYN, UE TN CUVOAIKY| HEYLOTN amoTtelespatikoTnTo. (Aovkng, 2014)

Xpnotponowdvtog oy emyeipnon o kown Pdacn dedopévav, Aopfdvovv
TANpoeopieg kot vrootnpilovtal d1dPopo VITOGLGTHATO, To OToio oYETILOVTOL UE TIG
Aertovpyleg g emyeipnong, ta omoia dAAa fonBodv 6TV £0MTEPIKY EMKOVOVIL TOV
TUNUATOV HETOED TOVG KOl 0AAG oTNV eEMTEPIKY| EMKOWVMOVIO, PLE TOVE TEAUTES LEG® TOL
tvtepvet. To vmocvotua dwayeipiong tov medatdv CRM, couvdéeton e t0 vrocvoTO
TOV TOANCEOV KOl TNG ELTNPETNONG TOV TEAAT®V, OAAL ennpedlel T Aettovpyia OAng
™m¢ Phong dedopévov, kabOS oANAETOPd Kor mapéyel epyorein otpiEng TV
EMYEPTLOTIKOV ATOPAGEMV.

Ot 61O)01 TOV GUYYPOVMOV TANPOPOPLOK®Y GUCTNUATOV TOIKIAOVLVY, EEKIVAOVTOG
and ™ Peitioon g Asrtovpyiag g emyeipnong, Héso omd T GLAAOYN TANPOPOPLDOV
Kol €VIoYLON TNG EMKOW®VIOG €VIOC Kol €KTOG NG EMXElpnong HE VLRTOAANAOLG,
ovvepydteg, mpounbevtég ko emekteiveton pEypl ) Peitioon g eSvmnpétnong tov
meEAUTAOV, Olvovtog oTolyelo YPNOoWo Yo TNV TEPUITEP® YAPAEN TOMTIKOV TOL

EMYEPNHLATIKOD 0pyavicpoV. Emypoppotikd ot 6toyot eivar:

1. H BeAitimon g modtntag TV TopeYOUEVOVY TPOIOVIMV Kol VINPECLAOV.

2. H peiwon 1ov 6uvolkod K6GTOVG AEITOLPYING TNG EPOOGTIKNG OAVGIONG.

3. O ovvioviopdg G €QOJCTIKNG OAVCIdOG Kol M UEYIGTOTOINGY 1TNg
OTOO0TIKOTITOC.

4. H Beltictomoinom g dayeipiong TV amofepdtoy.

5. ZuAloyn OA®V TV TANPOPOPIDOV Kol TOV OEGOUEVMOV TOV OPYAVICLOD GE Lol

Baon dedopevmv.
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6. H peiowon tov ypdvov mopaymyng tov ayodmv 1 Tapoyng TOV LANPECIOV
OTOVG TEAATES

7. H PeAtioon g mototntag eEumnpETnong TV TEAUTOV.

8. H oavalntmon Kot o &VIOMIGUOG OYECEMV KOl GLUGYETICE®V OVAUEGH OTO
dedopévo mov dev eivor dpeco opotég Kot o dMOOVV VEEC TPOOTTIKEG
AVATTUENG OTIG EMYEPNUOTIKES AEITOVPYIEC.

(Tpappévog I'., EvBopiov A., Zrpotiyn A., 2010)
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KE®AAAIO 2. TAHPO®OPIAKA YXYXTHMATA CRM
2.1 OPIXMOZX

Me 1ov 6po CRM (Customer Relationship Management) ovopdaletot 1 6Tpatnyikn
OTOV TOUEN TNG OLUYEIPIONG TOV TEAATEINK®V GYEGEMVY, TOL PBondd GtV AmOKTNOT Kot
dnpnomn KePSOPOPOV TEAATMOV CAAL KOL GTN LETATPOTY| U1 KEPSOPOPOV TEAUTMV OE
KkepOoPOpovg. (Iamavayiwtov, 2010)

Ytov mopnva Tov €ivonl o omAr), EAKLOTIK W00 Yyl TNV  TPOCGTAOEln
TPOGEAKVONG VEOV TEAATAOV, OmoL Yvopiloviag KOAQL TO YOPOKINPIOTIKE KOl TIG
TPOTUNGCELS TOVG UTOPOVUE VO TOVG TOPEYOVUE VYNAOD emmédov eEumnpEéTnon Kot va
npoPAéyovpe Tic embopieg Kol TG OVAYKEG TOLG OCTE VO UTOPOVUE VO TI
IKOVOTIOINGOVUE HECH TMOV TPOIOVTIOV 1] TV LINpectedv ¢ entyeipnong. (Goodhue, D.
L., Wixom, B. H., Watson, H. J., & Swift, R. S., 2002)

H Awygipion Iehateiokdv Xyéoewv givor pio TEAATOKEVIPIKY TPOCEYYIoN, M
OTOo10. EMKEVIPDOVETOL GTY| SLAUOPP®OT HHOG LOKPOYPOVIAG Kot ST PNOUUNG OYEONG oG
emyeipnong pe tovg meAdteg, n omoio Ba mpémel va mpocsHiter atio Ko oTOovg OvO.
(TTomavayidTov, 2010)

Mo avtd opileton ®¢ o GTPATNYIKY TG EMLXEPNONG, N OOl ATOTEL OPUGTIKES
Jdrdkacieg mov £yovv oyedoTel Yoo voo CLAAEEOVY dedopéva TEAATOV PEGH Omd TIG
evepyelc oxéoelg TG emyeipnong pe tovg meadteg g, pabaivoviag péco omd avTég TIg
mAnpogopieg mov ovAiéyovtar. (Brohman, M. K., Watson, R. T., Piccoli, G., &
Parasuraman, A. , 2003)

2.2 ANATKAIOTHTA ITAHPO®OPIAKOY XYXTHMATOX CRM

To minpogoprakd cuotnue CRM givar pa katnyopio entyelpnolokod Aoyiopkon
OV KAADTTEL VO EVPV PAGLLO EPOPUOYDV Kol AOYICUIKOV. ZYeOA0TNKE Yo va. Bondnocet
TIC EMYEIPNOELS VO GLUYKEVIPDOVOLV KOl VO 1oty EpilovTon To 0EG0UEVO TV TEAATAOV TOVG,
KaBmG KAl TNV OAANAETIOPOGT TOL VILAPYEL, VO TOPEXOVY TPOGPOCT) GE EMYEPTUATIKEG
TANPOQOPIEC, CVTOUOTOTOLDVTOG TIG TOANGCES Kot evioybovtog to marketing kot
vrootpifoviag tn Olayeiplon TV TEAATOV OAAL Kot TV gpyalopéveV eVIGYVOVTOG

ovvepyatikéc oxéoels. (http://www.webopedia.com, n.d.)
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Ta CRM mpoypdppata propodv va kotnyoptoronBodv oe:

e Tlpoypappota motdv neratomv (loyalty programs)

e [Ipoypdpupota TpocékAvong vémv tehatmv (Prospective programs)

e T[Ipoypdppota SotipNnong TEAATOV 1 EXAVOTPOCEIKVONG TEAOT®V (Save/
win-back programs)

e TIIpoypdppoata cross —selling xax up-selling

To CRM egivor n otpamnykn JSwdkocio €mTA0YAG T®V TEAATOV, 7oL pia
emyeipnon pmopel va eELANPETNOEL KOl VO EMUPEPEL LEYOADTEPO KEPOOG KOl OLULUOPPAOVEL
TI§ aAAnAemdpdioelc petaly g etaupeiog kat Tov telatdv. O andtepog 6TdY0g £lvor va
BeAticTomOmcOVY TNV TPEYOLGA KOt TN UEAALOVTIKY a&ilo TOV TEAATMOV Yo TNV €TALPELQ.

(Kumar, V.; Reinartz, W, 2014)

To CRM opiletor ®g MO0 ETLEPNUOATIKY] CTPOTINYIKN] TOL OTOGKOMEL GTNV
amOKTNON HOKPOTPOBEGLOV AVTAYOVICTIKOD TAEOVEKTNUOTOG UE TOV KOADTEPO dvvaTO

Tpomo, divovtag emysipnuatikny agio oty entyeipnon. (Kellen, 2002)

Inuavtikd pépog tov CRM eivar va avadeiEel O10popETIKOVG TOTTOVG TEAUTAOV KO
Vo EVIGYOOEL TNV EMLXEIPNOT VL avanmTHEEL GTPOTNYIKES TOV VO, OAANAETOPOVV pali Tovg.
[Mopadeiypoto T€T010V EWOIKOV GTPOTNYIKOV givor 1 PeATioon TovV oy€cemv pHe TOLG
meAATEG ovEdvovTog To KEPON NG ETAPEING, O EVIOMIGUOC KOL 1 TPOGEKALGT VE®V
EMIKEPODV TEAATDV, 1 EEEVPECT] TOV KATOAANA®V GTPUTIYIKAOV Y10 TV OVIIUETOTION TOV
TEAATOV OV O0gV €ivol EMKEPOEIS YO TIC EMYEPNOELS OKOUO KOl GTPOTNYIKEG Yol TN

JLOKOTY| TEAATEIOKMDV GYECEWMV.

Ta CRM etvon n mpaktiky| tng avdivong kot a&omoinong tov Pacemv dedopévav
TOV UAPKETIVYK T omoio a&lomoumdvtag TIS TEYVOAoYieg TG emkowvmviag, kabopilovv
ETOUPIKEG TPAKTIKEG Kot peBOS0LG Yo vo peyiotonomoovy v ofio Kot tn ObpKeln
dtpnong Tov Kabe mehdtn amd v enyeipnon. H a&ia tov meldtn apopd avotnpd v
OWOVOLKY] a&ia TNG TEAATEIOKNG OYEoNG Ue TNV etaipeio, eKPPAleTal GOUE®VA LE TO
neplidplo cuvelcpopdg N ta kabapd képdn. (Kumar, V.; Reinartz, W, 2014) Mmopodue
va movpe 6tL ta cvotiuata CRM oyetiCovror pe v a&io tov mehdrn, aAld ovTéG 01 dVO

évvoleg olyovpa oev tovtilovtat.
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2.3 XPHXH TQN XYXTHMATQN CRM

To minpogopraxd cuotnua CRM oyetiCeton pe v oAAnienidpaon avdpecso otig
EMEPNOCELS KOl TOLG TEAATEG NG, OmMOL €va AOYISHKO Ypnollomoleital yo va
OLYKEVIPMOOEL TO OEOOUEVO, KOl VO EMTOYLVEL TIG Oladikacies aflohdynong tove. H
EMIAOYT Kol 1 ¥pNoN €VOG GLGTNUATOS EIVOL AUEGH CUVOEIEUEVT] LLE TO EVPVTEPO TANUGLO
opyavmong Kot Aettovpyiag tov opyaviopuov. H emyeipnon Ba mpémer va emAélel 10
KAtdAANA0 cOotnuo dtoyelplong Tov TEAUTEWKOV GYEceEmV T0 omoio B KOAVTTEL TIg
avdykeg kat 8o vrootnpilel T doun TOV AETOLPYIOV TNG. Oa Tpémel Ta dedopéva TOL
oLAAEYEL va divouv TN dvvotdTTo OTNV EMYEIPNON VO TPOCIOPIGEL TO KOO TOV
ameVOVVETOL Kol VO AVAAVEL TIG AVAYKES TOV TEAATMOV TNG. Na TPOAyEL TNV avTOAloyn
TANPOPOPLOV AVAUEGO GTO TUMLOTO KOL VO, EVIGYVEL TNV EMKOWVOVIA pe Toug TeAdtes. Ta
CLGTHOTA UTOPOVV Va. givar web-based 1 popen Aoyiopikov mov Ba eykatactadel 6Tovg
VTOAOYLIGTEG TTOV YPNGUYLOTOLOVVTOL N)ON TNV Emyeipnomn. Me tn ypron Tov GuoTNUATOV
avtoVv dtvetal 1 duvaTdTNTo TOCO GE Mo HEYOAN emyeipnon OG0 Kol o€ o pecaio M

LKp”| Vo KePOioeEL TOALUTAN OQEAT] ®G TTPOG TNV EELINPETNOT TOV TEAATAOV TNG.

Me m ypnomn tov CRM, peidvetar to KO6TOG OmOKTNONG VEOV TEAUTOV KAO®DS
OLAAEYOVTOG TIC OOUTOVUEVES TANPOPOpPieg pmopohv ot vrevbuvol Tov marketing vo
EMKEVIP®MOOHV G€ OLYKEKPEVOLG TEAATEG ©TOY0LS. [lapdAinia evioyvovtag Tig
TPOKTIKEG TPOGEYYIONG KOl EELTINPETNONG TOV TEAATAOV, gvTomilovTol TuxOV Taparelyelg
Kol BEATIOVOVTOL Ol VANPEGIES, YEYOVOS MOV EMTLYYAVEL TNV aENCN TOV TOANCEDV.
KaBdg 10 mpocomikd avaAidel TIc TpEXOVGES TPAKTIKEG ELTNPETNONG TOV TEAUTMOV KO
&xel mpocPaon oe mEPIGGOTEPN TANPOPOPNCY| Ol OlUSIKAGIEG OVTOUATOTOIOVVTIOL KOl
BeAtidveTor 1 amoTEAEGUATIKOTNTO TV Aettovpyldv. Ta ototyeia mov cvAAiéyovial, ot
OTOTIOTIKEG Kol AOWEG TANpoopieg mov emeEepydlovTal, ETITPEMOVY T GLVEPYUGIO TOV
TUNUATOV OCTE Vo TpoTteivouy véeg Pedtiopéveg Aoelg. Télog, Ta cuoTNUaTO TAPEYOLY
OCQAAELDL OEOOUEVOV KOl EAEYYO TOV EMUTESOL OAAQ KOl TOV ATOU®V Tov Bo Eyovv

npdoPoon og avtd. (http://www.connect-line.gr, n.d.)

Xpnowonowwvtag o CRM cvotiuata pe o mpocéyyion mov Paciletor oty

a&lo TV TEAATOV, TPOGPEPOVY TOAAN 0PEAT KaOMG:
1. Meyiotomoobv Ta £60da
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2. Eloylotomolovv to dikaoTikd €000 amd oveloTpaKTeg 0QELEC 1) dlevEEELS L
TOVG TEAATEG
Beltiovouv ta képdn kot Tovg dgikteg Tng enévovong (Return on Investment)
4. Ewvioydovv v amdKTnomn Kot ol Tpnon TV KEPOOPOPOV TEAUTOV
5. Aivovv dvvotdtnteg yoo emavepyomoinon adpavov meloatodv (Kumar, V.;

Reinartz, W, 2014)

Toa ocvomuata CRM ovvdéovion pe Aowmég Aertovpyieg g etaipeio v
eCummpémnon mEAATOV, TIC TOANGELS, TO UAPKETVY, OAAL Kot pe GAAO AETOLPYIKA
CLOTNHOTA, OTMC YPMUATOOWKOVOMIKA Tpoypdupate ERP kot ypnuotooucovopikég

aVOAVGELG.

= Agsian Leads

* (uiadity Leads

* Convart Leads

* Track Dpparundie

* Run Campaigns
* Generate Leads
* Form a Dolabase

* Manoge Casag
* Gonduct Trainings
* Provide Sarvics

* Badtver Products
* Produco Innacey

Ewoéva 1. H ovvoeon Tov cvotnuatmv CRM pe dileg Aertovpyieg g emyeipnong

Inyy: (http://www.dgsoft.gr)

2.3.1 Kpimypw o v emioyn evog ovotipatog CRM

H emiloyn evég CRM cvotiuatog dev amotelel €0koAn amd@acn yo pio eTounpeia,
Kabdg vapyovy moArol mopdyoviec mov Oa mpémer vor €EETAGEL, VO GUVEPYUOTEL UE
€0IKOVG OTO YMPO TOV TOACEWV AOYIOCUIKOL Kol v AGPel mAnpoopieg amod
a&lohoynoelg ypnotowv CRM kot ocvykpicelg avapeco o€ d1dpopo mpoypdupoate 6o
aQopd TIG TOPOYES, TN OLVOUIKY Kol TO KOGTOG, 7oL avaptodvtal o€ alldmoTeg

10TOGEMDEG, onmg n 10TO0GEAIDO http://www.softwareadvice.com.

(http://www.softwareadvice.com, n.d.).
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Eivatl katavontd o1t éva cvotnua CRM apyikd a&toloyeitar 6to apyikd 6tdd1o
™m¢ emAoyng tov Kot oty ovvéxewn Oa  afohoynBeli M amdoocr| TOL KOl M

OMOTEAECUATIKOTNTA TOL LETA TNV XP1ION TOV.

Meléteg €yovv deietl 0tL Ta Kprtpla mov Ba mpémel va AneOovv vdym yo v
a&lohdynon tov kotdAAniov Aoyopikov CRM ywo v etapeio, eotidlovral ota NG

oéKka:

1. Emoyn Aoyiopkod amd etoupeion mapoyng AOyopkod otnv omoia yio. tnv
a0€1000TNON NG YPNONG TOL TPOYPAUUOTOS, dlveTal O AvTITIHO €va OGO
ePAmaé Katd TV ayopd Kot To TPOYpopp gyKabictator oTov Server tng
etatpiag (ON premise) 1 evoikioon TOL AOYIGUIKOD OTO TOV TOANTH O 0m0i0g
10 @rhoevel, To avoPaduilel KAz (cloud).

2. EvkoMa g xpnone. To minpogoplaxod cvotnpa Ba mpémetl va givor edypnoro,
avtd eoptdton amd to TEPPAALOV EpYaciog TOL ¥PNON, €0V Ol S1UOIKAGIES
gpyaciog elvar amAég 1 ovvleteg, mOcH GTAOIM XPELALETOL Y10 VO TEPAGEL Y10
va PTAGEL 6TO onpeio Tov Ba Katoywproel T SEG0UEVA KAT.

3. Evpoc yapokmmpiotikdv. To cvomua Bo mpémer va €xel g TANpn EmMA0YN
a7to YOPOKTNPLOTIKA TOL Bo EEVTNPETOVV TIG EMYEPNCLOKES OAVAYKEG.

4. Enextacipoémto Aoywopkod. To Aoywopukd 0o mpémer vo, KOAOTTEL TIG
ONUEPIVEG OVAYKEG TNG ETOUPEinG aAAG Kal pHe pa TPOPAeYN Yo o ETOUEVO 2
pe S ypovio.

5. BEveMé&la. H dvvatdmto tov GuoTNUATOS Vo Umopel vo. TPOCApPUOCTEL OTIG
VILAPYOVOEG EMYEPT UATIKES OLULOTKOGTEC.

6. Avagopég ot oavadvoelg (reporting, analytics). Ot dvvatdtnteg TOL
OLOTNUOTOG Y10 KATAAANAN e€aymyn avOADGE®V KOl avVOpOpPdV, Ol OTOlES Vol
etvan evypnoteg, Ponbolv Tig emyelpnUATIKES dradtKacies, etval ypnoTiKES Ko
oxeTIKéG pe to TL embopel 1 emyeipnon va cvAAéEel og TAnpoeopia. Eivat
ONUOVTIKO vo, umopolhv vo dnuovpynfodv mpocoppocuéves ekBEGeES Kot
nivakeg yo va, alomoinBobv ta dedouéva.

7. AvvatomnTEG TOL GLGTHLATOS VO TPOoTIBEVTAL LEALOVTIKA VEOL YPNOTES KO
TEPLOCOTEPO. OEOOUEVOL.

8. To ouvvolkd KOGTOG Kol TO KOGTOC vl GdE YPNOTN. XTI EMAOYEG ON

promise Bo Tpémel va GuvadpoloTel To KOGTOS TOL server, Tng avaPfaduong Ko
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T0 €THG10 KOGTOC GLVTHPNONG. XTig emhoyég cloud vrdpyel eoto | unviaio
KOOTOG, GdglEg UEPIKNG amacyOAnons oOtav ypnowonombel omd ypNoTeg
TMEPIOTUGLOKA. ZVYKEVTPOVOVTOS TO GLUVOAMKO KOGTOG UTOPEL 1 emyeipnon va
emAEEel TO KATOAANAO mPOypappte Kot vo pnv  €pBst  avtpétonn pe
anpoPAenTO KOGTN.

9. H dvvatdmra obvdeong tov cvatiuatog CRM pe GAlo AOYIGHIKG GUGTAUATO
™m¢ emyeipnone, OmmG 10 AOYIOTIKO TPOYPOUUO TNG EMyelpnong kot GAAa
AOYIOUIKA TOL  YPNOWOTOlEl TO UAPKETWVYK KA, ®OOCTE VO LRAPYEL
Stopopacdg Kot ovTaAAOYT TOV TANPOPOPLDV.

10. H a&omiotio Tov mapoyov. H dvvapikn g etapeiog mov Bo mpounbevcet 1o
AOYIOHIKO, M eumelpion TG elvarl onpovtikol mopdyovteg Yoo va. HIOpEl va
VIAPYEL P10 QUVOMIKT  OVOTTUENG  EMEPNUOTIKAG  GLVEPYOCIOG.

(http://dbprosconsulting.com, n.d.)

2.4 CRM XYXTHMATA & AIAAIKTYO

H avéntuén tov dtadctdov €xet empépet prlikég aAlayég yio 10 TG ol avOpmmot
ONUEPN EMKOWMOVOOV KOl €YEl OAAAEEL TOV TPOTO MOV O TOPOY®YOS KOl O TEAATES
cvvarracoovtot. Ot avadvOLEVES EPUPUOYES GLVIVALOVY TNV AVTOAANYT) TAPOPOPIK®V,
dtovopn Kot eupvTaTn (LN TOVG. Z€ OVTO TO UETAROAAOUEVO TEPIPAALOV O1 ETOPELES
aALALovV TOV TPOTO OV EMKOWV®VOVV e Tovg teldteg Tovg. O Thomas Sullivan (2005)
emonuave 6Tt o CRM cvotiuata arottodv and v entyeipnon va dayepiletor Kot va
GULVTOVILEL TNV EMKOWVOVIN LLE TOVS TEAATES TNG OTO SLAPOPO KAVAALL ETIKOVOVING KoLl TO
dtdikTvo amotelel To KVPLOTEPO PEGO emKovaviag onuepa. Ady®m TG SVVAHIKNG TOV
€XEL OVTO TO KAVOAL Y10 GULECT KOl OOPOCTIKT ETKOWV®Via, To d10dikTvo Bempeitan Eva
amd o, TOALG VITooyOuUEVe. EpyaAeior Tov cvyypovov relationship marketing non and tig
apyéc Tov 2000. (Angel Garcia-Crespo, Ricardo Colomo-Palacios, Juan Miguel Gomez-

Berbis, Fernando Paniagua Martin, 2010)

Ot emyelpnoelg pe I (PNoN TOV UEGHOV KOWMOVIKNG OIKTOMONG, WITOPovV Vo
GLYKEVTPOVOLV TANPOPOPIES Y10 TO TPOPIA TV YPNOTMOV TOVG, TIG TPOTIUNGELS TOVS KO
va STt povv avoytn TV anevdeiog emkovovio pe TOAAOVS VPICTAUEVOLS OAAGL Kol

duvnTikovg TeAdtes, kepdiLovv vyMAdTeEpES BEGELS OTIC SLUOIKTLAKES UNYOVES avalnTNoNG
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Kot ovEAVOUV TNV EMCKEYHOTNTO TOV OOIKTVOKOD TOTOV TOVLE, GUUTANPOVOVTIOG

OTOTEAECUATIKA Kot ONvaA TN dapnon tove. (BAdyog, I1., Apdcog, A., 2004).
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KE®AAAIO 3. ATAAIKAXIEYX CRM

3.1 EHHIXEIPHXIAKEZX ATAAIKAXIEX CRM

Ot otpamnywkoi otdyol evog ovotiuatog CRM egvrormiloviar yopw amd tnv
eCumpétnon TV TEANTOV UECH OomO o SlodIKOGI0L GUVEXOVS EMIKEVIPMONG NG
emyyeipnong otovg merdteg ™. Ot Pacwég dwdwkacieg tov CRM givar or akolovbeg

(Reinartz, Hoyer & Krafft 2002):

1. H onuovpyio kot ovaKTnon OXEGE®V UE TOLG VPICTAUEVOVS 1] SVVNTIKOVG
neAdteg  (acquiring / recovering relationships), ortwg 1 a&loAdynon tov
vroynelwv melatodv (prospect evaluation), n diayeipion mpocéyyiong vémv
melatdv  (acquisition management) kot 1 SwEIPION AVAKTNONG YOUEVOV
nelot@v (recovery management)

2. H owyeipion dSountikedv oyéoewv (Maintaining relationships), onwg n
a&lohdynon tov melotdv (Customer evaluation), ot dadikaciec SaTHPNONG
TV veotduevov mehatov (retention management) Kot — ovATTLENG VE®V
nelatdv (up-selling v cross-selling management)

3. Teppatiopog Zyéoemv (Terminating relationships) kofog a&ioloyovvtar ot
neAdrteg (customer evaluation) kot ov dadikacieg amoydpnong tovg (exit

management)

Yvumepaivovpe Aomdv 6t péoa amd 1o CRM 1 enyeipnon avoyvopilel 6t 6Aot
ot meAdteg dev €xovv Vv idw alio yio v emyeipnon kot avt N aéia daupopomoteiton
pésa otn dugpkela Tov xpovov. ['vopilovrag ) Eexyopiot) alle Tov KAbe meAdn, N
EMYEIPNOTN KATOPEPVEL VO, KATOVEUEL SLOUPOPETIKA TOVS TOPOVG TNG OVA KaTNyopia TeAd T
ocvpepova pe v o&io Tov. Avty N €otioon o€ kABe TEAGTN-OTOMIKA Kot Ol GE TULOTOL
™G ayopds, ¢ ayopés GTOYOLS, Oivel €va CLYKPITIKO TAEOVEKTNUO GTNV EMyEipnoN.
216)0¢ elvar M peyrotomoinon g a&lag Tov KePSOPOPOV YPNUATIKOV podV amd Kade

melatn. (IMoPavng, 2008)
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3.2 APXITEKTONIKH CRM

H avénrtvuén kou n Aertovpyio evog cvotmpotoc CRM amattet tov evepyd poro twv

oTEAEYDV TOV £YoVV avaAdPetl Tn Stadkacio dloyEIPIONG TV TANPOPOPLOY GOUPOVA LE

TNV OPYLITEKTOVIKN TAV® otV omoia £yl ovamtuyfel To cuotnua Kot T Sedopéva TOV

oLYKEVTPOVEL Kat amofnkevet. [a T peyiotonoinon g amdd0ons Tov GLGTHUATOS Ha

TPEMEL Vo £X0VV GLUTEPIANPOET Tar aKOAoOVO KATA TNV AvATTTLEN Kot TN AELTovpYia TOL

GLGTNLOTOG!

1.

Ta Odedopéva OV GLYKEVIPOVOVTIOL Y10 TOLG TEAATEG KOTOYMPOLVIOL GE
dwpopetikég Phoelg dedopévov yvopilovtog v tomobesio, pe axpifela Kot
TANPOTNTO.

210 ovomuo €yel Swpopembel por Kevipiky] amobnkn dedouévav  mov
answkoviletal pe pa eviaio eikdvo v Tov TEAATN Kot ot TAnpopopieg mov Ha
Katoywpovvrot Ba Tpémetl va givar akpieig Kot TANpELC.

H o1 n emyeipnom Oa mpémet va £yl avamtdEel TNV KOTAAANAN doun 1 omoia va
EVIOYVEL TNV OomofNKevon TV OedOUEVOV VTGOV, HECO OTo TAOICIL NG
KaOMUEPIVIG TOV dPACTNPLOTNTOG LE TOVS TEAUTES, COUPMVO UE TIG OVOYKES TNG
eToupeiag.

H dopun mov €xel axohovOnbei yia m cvykévipwon TV dedopévev ek@pdlel TG0
EVTOC TNG EMLYEIPNONG OGO KOl GTOVG TEAATEG T GTPATNYIKT TNG ETAPEING (OC TPOG
mv e&atopkevévn TPocEYYIon Tov KABe TEAATN Kol TN OOKPLTIKOTNTO TOV TO
oo El0l GLYKEVTPOVOVTAL.

Ot TANPOPOPIES TOV GLYKEVIPAOVOVTAL Y10 TOVG TEAATEG, GUVIEOVTOL UE TO AOUTA
VILAPYOVTO GLGTHUOTO TG ETALPEING, OTWG Y, TO AOYIGTIKO GUOGTNLO TNG ETALPEING
OTO OIKOVOULKO TUN O KA.

H emyeipnon €yxel viobetioet v KOTAAANAN GTPOTNYIKY YLO TO. TANPOPOPLOKA
™G cvoTiuaTo Kot o€ eninedo software kabdg kot 6to Babud Tov ATl pITopovV
va g€eAyfovv Kol vo ddoovv véeg duvatdtnteg, OmmG vTepvET, outsourcing
TOPOYES KA.

Oa mpémet va YPNGLOTOLOVVTOL YPT|CULOL KOl ATOTEAEGHOTIKG epyaAeior AVTANONG
TANPOPOPLOV DOTE VAL Yivel 0G0 T0 duvaTdV ek Pabémv KOTOVONOT TOV TEAATOV
Kol To gpyareion ovaAvong va dtvouy Tig SuVATOTNTEG TUNUATOTTOINGNG TG AYOPdc,
oToyEio Yoo T0 TPOPIA TOV TEAATOV, OVAALGT TNG KEPOOPOPING, TPOYVMOOTIKN

povtglomoinon K.
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8.  Eivar ypriowo va ypnopomotovvial ta KatdAinia cvetiuoato front office kot ta
avtiotoryo back office, yia v oAoKANP®GN TV GLYKEVIPOUEV®V GTOXEI®V.

9. Ot otoyor o mpémer va eivor peaAloTiKoli 00O 0POPA TNV EKTIUNOCN TOL
KATOAANAOV GUOTHHATOG OGO KoLl TNV OAOKANPMOOT] TOV GUGTHLOATOG, GUUPOVOL LE
10 avOpodmvo Svvopkd, tovg peBoddovg mov akoiovbel M emyyeipnom, ™V
KOTAPTION TOV GTEAEY®V Kol TIG VTOAOUTES SLOOIKOGIES TOV GLVOELOVTOL UE TO
ovotnuo CRM, Ty avtopotonoinomn tov ToANCE®V K.

10. H peiétm yo tov mpoimoroyiopd mov ypeldletal 1060 Yo TV VIBETNGN TOL
CLGTNOTOG OAAG KOt Yo T daxelpton TG aAlayng evtog TG EMLEpNONS TOL
empépetl N vioBéton evog CRM cvotiuatoc, 1 déopevon tov epyalopuévey Kot i
avaAnym evBuvov amd toug LIEHOLVOLG GYEOIOGHOD, EICAYOYNG Kot dloyelpLong

Tov cvothpotog. (Payne, 2005)

3.3 ATAAIKAZXZIA ATAXEIPIXHY KAI AX®PAAEIAY IAHPO®OPIQN

H ovykévipoon minpopopidv mov oyetilovtal pe Toug mEAITES oG Emtyeipnong
arotedel éva Wwitepa evaicOnto Bépa, oeyesiper Bépata mov oyetiCovior pe v
ACQAAEL TV OEJOUEVOV OVTAOV, TNV YPNON TOVLS CVLCGTNPAE YL AOYOPLIGUO TG
emyeipnong, xpnomn tov andppnrov kKAn. 'Etol kpivetar amapaitnto n emyeipnon va €xet

AaPet vdyn g Ta EENG:

1. H emyeipnon £xel Beomioetl dodkaciec doTE 01 TANPOPOPiEg TOV GLAAEYOVTOL
va $ivovTat 610 KATAAANAO TPOGOTIKO.

2. E&oopoAiler Vv okepotdOTNTO TOV  OEOOUEVOV, HE  OVTIKEUEVIKOTNTO,
ocuvdopelo, okpifeln kol OmOL OMOLTEITOL EKQPOCUEVO. OE  VOUGUOTIKEG
HOVAOEG.

3. 'Eyel e€aocpaliotel 1 ac@AAElD TOV EV0UGONTOV SEOOUEVOV TV TEAATOV, TOV
umopel vo oyetilovtal pe TPOCOMIKEG TANPOPOPIES, OplOUOVE MOTOTIKMV
KOPTOV KAT

4. To mpocomikd mov £xel TpOSPaom o€ OAEG AVTEG TIG evaicOnTeg TANPOPOPIES
Bo mpémel va elval KATOPTICUEVO DGTE VO KOTAVOEL TIG AMOTNOES OCPAAELOG
nov yxpetdlovior Kot vao tnpel 10 TPOTOKOALO OGO APOPA TN ACPAAEIN Kol

dwayeipion TV 0ES0UEVOV.
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10.

O opyaviopog €xer  oploel  dwdkaoieg Yoo vo  OMOTPEMEL TN N
eEovorodotnuévn xpron N aAroiwon Tov evaicOnTmv dedopévav.

Avantdhooel evkalpieg Yoo va. EIGOYAYEL EPOPUOYEG NAEKTPOVIKOD gUTOPiov
AL Kot Yo va BEATIOCEL TV €ELTNPETNON TEAATOV 1] VO LELDGEL TO KOGTOG.
Yrdpyel pia evioio ecOTEPIKY| TOATIKN TOV SOKATEXEL OAOL TOL KOVAALLL KO TOL
TuqpaTo TG emyeipnong 660 agopd T GLAAOYY Kol TN XPNoN TOV
TANPOPOPIDOV TOV GLAAEYOVTOL OTTO TOVG TEAGTEC.

To mAnpogoplokd cvotnua Bo mpémer va emrpénel vo avoyvopiloviot
TANPOeOpies Yoo  UEUOVOUEVOLG  TEAATEG, (OOTE VO,  pmopohv  va
YPNOLOTOMOOVV GTN ¥POT TS KOUTAVING TNG EMLEIpNOMNC.

H etaupeio ypnoipomotel teyvikég avaAvons T@V oTOlEI®V TV TEAATOV TG,
gelvar ypnowo vo mopéyel emmpdcoheTec MANPOPOPIEG OTOVG TEAATES Yo
okomovg cross-selling kot up-selling.

H etaupeia mov Katapépvel va KEAVEL OTOTEAECUOTIKN (PO TOV AVIAVTIK®OV
TANPOPOPIDOV TTOV EYEL Y10 TOVG TEAATEC TNG EVIOYVEL TV KEPOOPOPIN TNG Ko

EMUNKOVEL TO YPOHVO J1ATIPNGT TOVG,.
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KE®AAAIO 4. AEIKTEX AZIOAOTI'HXEHX XYXTHMATQN CRM

41 H XHMAXIA THX AEIOAOI'HXHYX THX AIIOAOXHX TQN
XYXTHMATQN CRM

Ot emyelpnoelg ypPNoHOTOovY T HETpMomn ¢ amoddoons tov CRM cvotiuatog
ov OBETovY, Yo SPOPETIKOVS GKOToVS. To TANB0C TV emyelpNoE®V AL Kot Ol
E0MTEPIKEG O1AOIKOGIES KADE OPYOUVIGHOD, TO ECOTEPIKA KEVA GTNV EMKOVOVIO OAAL Kot
N Ymapén acHUPATOV GLGTNUATOV EVOOETLYEPNOLOKA, KAVOLV TN HETPNON TS ATOO0oNG

vo amoteAel pa toAvmAokn Swadikacia. (Spitzer, 2007)

[Tapd to TAN00¢ TV GuoTNUATOV HETPMOTNG TS ATOO00NC TOV £XOVV avamTLyOEl,
1060 o€ TOAVEDVIKEG eTaipeiec, oe VINPESIEG TOLV dNUOGTIOL AKOU Kol GE PIAAVOPOTIKES
KOl U1 OPYOVAGELS, CLYVA TO OTOTEAEGUOTO TOV UETPGE®V Ogv umopel va elvan
pokpoypdvio, pe AmOTEAESHO TO. LETPO OV Ypeldlovtal va AdBovv ol ETLXEPNOELS VA

glvo povikd meplopiopéva Ty o€ unviaio 1 tpyunviaio faon. (Parmenter, 2010)

[Maporo avtd ot emyyepnoelg vioBetohv GLGTHUATO UETPNONG TOVL EYOLV TNV
amodoyn ommv ayopd. Ot emyelpnoels yio. va avartoéovy éva TAaiclo HETPNONG TOL
e€aptator omd Tov opilovia TOL GYESCUOV TOVLS, TNV ACTAOEW GTNV Oyopd TOL
dpaCTNPLOTOOVVTOL, TNV €LPVTEPT OTPOTNYIKN NG ETOPElNG, TNV 0Opyavmon, v
melatelokn Paon kot Twg avtn ennpedleton omd T1g AVGELS mov diver 1 xpnon tov CRM.

(Kellen, 2002)

Ouv emyepnoelg petpodv to. cvoTHUOTe KoOMOG Yoo Vo TO  OLOYEPIGTOVV
OTOTEAECUOTIKA B0 Tpémel vo. umopohv va o HETP|GOVV Kot va o, aSloAoynoovy. Ot
EMYEPNCELS TOPAOOGLOKE HETPOVV TIG OIKOVOUIKES EMOOGELS TOVG [E TOPAOOGIOKA
epyarein OIKOVOLUKNG UETPNONG, OMWMG KATOOTAGES KEPODOV Kot (NUdV, 1GOA0YIGHOL,
KOTOOTAOELS TOUEOK®OV po®V KAT. Avtd Tto mAoiclo HETPNOEDV £YOLV  KOTOLOUG
TEPLOPICUOVS, HETPOVV  JPACTNPIOTNTEG TOL TOPEAOOVTIOG OAAG O pmOpovV Vo
avantoéovv perdovtkovg deiktec. (Kaplan & Norton, 2001). Ou Kaplan kot Norton
onuovpynoav 1o Balanced Scorecard yio v ovVIIHETOTION OPIGUEVOV OO OVTES TIG
eAlelypelg kat £xovv dlevpvvel To gpyaieio yia T pétpnon g otpatnyikne. To Balanced
Scorecard ypnowonoteital yioo vo yivoov mTpoPAEYELS Y HEAAOVTIKEC OIKOVOUIKES

eMOOCELS KO YO VO TOPOKOAOVOEITOL TOGO OMOTEAEGUOTIKG EKTEAEITOL 1) ETOUPIKY|
GTPOTNYIKY.
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H pérpnon twv CRM cvotpdtov xpnoluonoteital amd Tig EXLEPNOES OOTE TA

oToyEl0 TOV TPOKVTTOLY OO TN UETPMON:

1. Noa eanpedlovv 1] Vo ETKLPMOVOLV TI ANYT ATOPAGEMV.
2. No kaBoonyovv Tig v duvapet EeMEELS, OPACELS KO TOKTIKN TOV EMLYEPT|CEDV.
3. Na deiyvouv ototyeio mTov ypnooToovVTaL Yo TV TPOPAEYT| LEAAOVTIK®DV

kataotdacewv. (Kellen, 2002)

H a&ohdynon evog Aoywopkod CRM  elvor onuoviik] Tpokeywévoy va
npaypatonombel g enévovon g etoupeiog TPog avtdv ToV ToUEd Kol €miong eivon
ONUOVTIKT] YO TN OMOCTH ETAOYN TOL KATAAANAOL AOoylopko® OAAG Kol Yoo TV
QTOTEAEGLLOTIKY YPNON TOV, OCTE N emtyeipnon va kepdicetl ta peyota. O npoTapykos
010)0¢ evOg cvothuatog CRM egivar va BEATIOOEL TIG GYECELS e TOVG TEAATEG KOl VO
dnuovpyncel vynidtepa €coda. Q¢ ek TovTOVL, £ival avaykoio vo TpocdloploTel av 10
CRM oamoockonel va mapakolovdel v amdo06N TV TOANCEDV KOl TOV GTPOUTIYIKOV
LAPKETIVYK, 1] VO OIKOGOUNGEL L0l IGYLPT] GYXECT LE TOVS TEAATES. AVTOG O TPOGIOPIGOG
Ba Ponbnoel va mpocdiopiotel mov Ba eotiaotel N anddoon tov CRM. MoOAG ot otodyot
™mg epappoyng tov CRM kabopiotovv pe caprvelo tdte pmopel va yiver 1 a&loAdynon

tov CRM w¢ mpog toug e€ng agovec:

1. ROI (Return on Investment): H erévovon oe éva ocvommuo CRM eivat
TEPIMAOKN Kot damavnpr), Bo TPEMEL Vo TaPEYEL OMTA Kol LETP|CLUA GTOTKELN
To. omoio. o EVIoYOGOLV TNV EMYEPNUATIKY] GTPATNYIKY OTN UEIWON TOV
TPV Kot 6T PEYIoTN a&lomoinct Toug.

2. EvkoMa ot yprion: H epappoyn evog cvotiuatog CRM Oa mpénet vo mapéyet
Ho amAOmoino”m ot OYE0ELS TNG EMEIpNONG He TOV TEAdTN, Héoa amd Tig
EMYEPNUOTIKESG S1adIKacies, HESm Vg PLAkov interface yio to ypnot.
EbvkoAn mhonynon tov CRM kot anlomomuévo work flow.

4. Tlpocappoyn: H mpaypotikny andooon ywo kabe gpappoyn CRM cvvictaton
otV gveMELD TOV VL EVEOUATMOCEL TIG O1OIKAGIES TNG EMLYEIPNOTG.

5. Evoopdtowon: H npoondfeio dote 10 cvoTpo vo peyiotonomoet v a&io
™G oY€oNG KE TOV TEANTN, Oamoltel vo LAPYEL Hol KOAQ TPpokaBoplopuévn
OPYLTEKTOVIKYT] OAOKAP®ONG, 1 0Toi0. GLUTEPIAAUPAVEL TNV EVOOUATOON TOGO

0TO 0PYIKO GTAO10 OGO KOl GT HELMOT) TOL ¥POVOL LAOTOINGNG TOL project.
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6. Ymoompi&n petd v moAinon: Kavéva cvotnua CRM dev etvar mAnpng xopig

epyodreia vrooTpPiENG TOL YPNOTH, EYXEWPId ypnong, back up apyeimv,

avaPdaduion ko mbovy on-line vrootipién. (https://www.zoho.com, n.d.)

4.2 ITAAIXIO METPHXHX THX AITOAOXHYX TQN CRM XYXTHMATQN

Onwg ocvpPaivel oe kbBe pétpnomn g amdO0oNS VOGS TPOYPAUUOTOS KoL TNG

a&loAoynong tov Yoo PeAtidoels, eivor moAd dOVokoAo avtd va yiver uoévo pe Evav

vrnoroyiopd. H a&ordynon evog CRM ocvomiuotog dev umopel va yivel pe tov

VIOAOYIOUO €VOG OEikTN, OAAGL HE TO GLVOLAGUO OEKTOV amd TECCEPLS TOTOVG

LETPTCEMV:

Metpfioelg tov slopomv (input metrics): vroloyilovpe v ToldTNTO, TNV
akpifero, ™V mAnpoémTo, kKot 10 Pabud oOmov To dedopéva TTOV
CLAAEYOVTOL KOl KOTOX®POLVTOL GTO GUCTNHO €ivol eVUEPOUEVO KoL
emaAnfevoipa.

Metprioelg dtadikacidv (process metrics): vroloyilovpe Tov TpOTO UE TOV
omoio ol oldikacieg petald TOvg cvvodovtal ywoo v opbn pon TV
OEOUEVOV KOl EKTEAECT) TOV EPYACIDV.

Metpiioelc  tov  ekpowv  (Output  metrics):  a&oloyeiton  OTL
nocotikomomolno mapéxet 1o CRM kor pmopel va petpnbet, Ommg
TapoyyeAleg mov katoywpnOnkav, delypota mov oTdAdNKav, TPOTACELS
mov vrwoPANOnkav, véor mEAATEG TOL OmMOKTNOMKOV, @ELAAAOWL TOL
oTAAONKOY, TNAEPOVIKEC KANGELS TOL TPOYLOTOTOUONKAY, GUVOVTICELS,
KA.

Metpnioelc amotelecpudtov (Outcome metrics): Omov vmoAoyileTon TO
OWKOVOLKO OmOTEAECHO, TO WUEIKTO TeEPBMDPLO KEPOOLS, TO £0000 TMV
TOMOoewV, 1N Helowon Tov KOGTOVG AEITOLPYIOG TOL  UAPKETIVYK,

CLVEPYOGIES [LE CTUOVTIKOVG TEAATES K.0L.

Kotd ™ onuovpyia tov dektdv yioo T pétpnon g amddoons tov CRM,

Kpivetan arapaitnto va ektiunfel to mocootd Papvnrtag mov Ba £xel o kabévag, g e€Ng:

Merpnoeic eiopoav 15%
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e Metpnoeig dwdikacudv 10%
e  Metproeig expoav 35%

e Merpnoeig anoterecpdtov 40%

[Mapampodue 011 10 peyordtepo Phpoc TV petpncemv empepiletal oTIC
LETPOELS TOV EKPODV KOl TOV ATOTEAECUATOV KAB®G avTOG £lval Kot 0 KuptOTEPOG AOYOG
mov M emyeipnon ypewdletar vo petpd v amdédoon tov CRM cvotipotog. (Brown,
2004)

To mp®to TAiG10 Yo T PETPMON TS Amddoong Tov Ppnke gvpeio amodoyn NTov
N wTpa pétpnong g anddoon (RMM) tov Keegan, Eiler and Jones to 1989, n onoia
Kot yoplomotel LETPOL aloAdYNoNg E6MTEPIKA Kol eEMTEPIKA OV £xovv KOoTOC 1| Ot H
amAn oyediaon TG UNTPOS OVTIKATOTTPILEL TV avAyKn Yo TNV VTOPEN 1GOPPOTNUEVOV
CLGTNUATOV HETPNONG Kot T duvatdTNTa Vo puopel va evrdéet ke eldog pétpnong g
amodoong. H mopapido SMART (strategic measurement and reporting technique), mov
avantoyOnke amd tov Wang Laboratories (Lynch and Cross, 1991), vrootmpilet v
aVAYKY VO DVTTAPYOLV UETPO. LETPNONG TNG ATOO00NG E0CMTEPIKA Kot EEMTEPIKA, T OOl

VoL OVTOVOKAODV TO ETALPIKO OPULLOL CALA KO TOVG GTOYOVG TNG EMLXEPTLOTIKNG LOVAIOLC.

| Objectives
Measures ) )
Buije'ss UnVMarket Financi&N

Core Business Processes Customer
satisfaction Flexibility | Productivity

Quality

Departments, Groups
and Work Teams

"

Individuals ‘ Performance management systems

|<—External Eﬁectiveness*— Internal Efficiency —P|

Ewova 2. H avpapioa SMART

Delivery Cycle time | Waste

IInys: (Neely, 2007)
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To ndg o etoupeia petpd v amddoon tov CRM g cvotiuatog eEoptdtot omd
TO TO10G KAVEL TN UETPMOT Kot Toteg opaotnprotteg petpd. Ta kowvd mhaicia pétpnong
tov CRM cvommudtov 6mmg vrodeikvoovtor amd ™ PiAoypaeio Kot TIC TPOKTIKEG TV

EMYEPNCEDV ElvaL:

1. Merpnoeig g anddoong tov brand g etapeiog (Brand performance measures)
2. Awiknon tev vrapyovcdv terat®v (Brand performance measures)
Awoxpiveton oe:
o) Movtelomoinon tov tenoldficemv tov tedatdv (customer behavior modeling)
B) Awoiknom ¢ a&iog mov divovv ot tehdrteg (customer value management)
3. Asutovpyieg mov oyetilovton pe tov meddtn (customer-facing operations)
o) Atoiknon g a&iog Tov TEAATOV
B) AmodotikotnTo ToL papKeTvYK (Marketing performance)
Y) AmodotikdTnTo TOV SVVAIKOD TV ToAncemV (Sales force performance)
d) AmodotikdtnTa TOL KEVTIPOUL eEumnpéTnong meAatav (Service center
performance)
€) Amodotikotnta tov topoy®v (Field service performance)
0T) ATOJ0TIKOTNTA TG AALGIONG EQPOdLOGHOV Kot aodnkevong (Supply chain and
logistic performance)
{) AmodoTtikotnTO TG 1I6ToGEADNG NG emyeipnong (Web site performance)
4. Acgikmg pérpnong g nyeoiog (Leading indicator measurement)
(Kellen, 2002)

O1 dwdikacieg tov CRM cvomudtov £(ouv Tpelg SGTAGELS, TOV OPOPOVY TNV
évapén g oxéong He Toug TEAATES TNG €TOPEiaG, T cvvtpnon Kabmg kot T ANén g
oyxéonc. H dmapén evog mpaxtikod HoviEAOL MGTE TO, ATOTEAEGLLOTO TV OLOOTKAGIOV VO,
UTOpoLV Vo KoataypoeoLv kot va perpnbodv eivoar onpaviikn. H epoppoyn tov
dwdkactdv CRM  oyetiCeton pe v koAvtepn anddoon g etaipeiog ota 600 and To
Tpia ovtd otadle. H peyodvtepn amodotikdtnTa eUQovIifETON GT GLVTHPNON TG GYEONS
LE TOVG TEAATEG, TOL akoAovOEiTOL peTd amd TV Evapén ¢ oxéong pe Tovg meldtes. Ta
OTOTEAEGULOTO Y10l TO TEAOG TNG TEAATELOKNG oXEoNS epeavifovtal va glvatl younAd 1 un
onuovtikd. Avtd pmopel va ennpedletot Kot amd 10 yeyovog OTL Kol O 101 EMYEIPNOELS
TOAMEG QOPEG amo@acilovy Vo TEPUATICOVV TIC GYEGEIS TOVS LE TOVG TEANTEG OV OV

elval Kepdo@OPOL Yo TNV EMLYEIPNON KO O TEPUATICUAOC TG cvvepyaciog oev e€aptdron
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ndvta omd tovg merdtec. Oa umopovoe kovelg va vrootpi&el 6Tt ot ddikacieg CRM
elval NON O AVETTLYUEVES GTO GTAOL0 TNG GLVTIPNONG apnvovtag TeplBmplo Pertioong
KaTA To 6Tdow TG EvapEng kat g AMéng. 'Etotl cvumepaivetatl 6t o CRM cvotiuata
dev umopohv va. avéNoovy 6e Oha Ta GTAOL TNV AmOd00T NG EmMyeipnong, kabmg og
optopéva eninedo pmopet va avénoet v omddoon evad o€ dAlo enimeda avtd dev eivor

EQIKTO.

H éenym katdAAnAng opyavoTikng Soung Kot KRTp®V evIOc TG emyeipnong,
dev emrpénovv otig dwadkacsiec CRM va mwapdyovv ta embountd amotelécpota. ‘Etot,
dev elvarl apketd yuoo TV emyeipnon amAd va epapuolet tig depyacieg CRM oAdd Oa
TPEMEL O OPYOUVIGHOG Vo €xel opyavewbBel kot vo €xel avamtdEel dOUEG Kol GUGTILOTO
avtopolpov mov va vrootnpilovv avtég Tic dadkacies. Avtd deiyvel emiong OTL ot
petaPAntég g opydvaoong pog entyeipnong kabag aAldlovv enmnpedlovy 10 HEALOVTIKO

EMIMEDO AMOOO0NG LOG EMLYEIPTOMG.

H teyvoloyla oe emimedo amoddoong twv CRM cvotnudtov dev amodidel ta
avapevopeva kaBmg Epeuveg deiyvouv va €xel éva pETPLo. BeTKO AmOTEAECHO Kot Lo
péTplo apvnTiky emintwon kabmg 1n texvoloyia dev Ppédnke va eivor onuaviikn o
pETPTMOM NG a0doonc. Avtd onuaivel 0TL N TexvoAoYia dev amotelel Kaiplo oTotyeio Tov
va emmpedlel v amodotikoOtnTa €vo¢ CRM ocvotiuotog, kabmg €dv m emyeipnon
EOTIOOEL QVOTNPA GE QVTY, TOTE TOLAAYLGTOV BpoyvpdOeciio dev pumopel va EMTUYEL TA
péywota. H metuynuévn epoppoyn tov CRM amattel v dmapén piag 1oyvpng CUVIGTAOCOS
and avlpaomovg mov oyetilovion pe avtd Ko deopevovior. Avtd e€nyel ev puépet v
apyNTIKn oyéon g amddoons pe v texvoroyio CRM kupimg Katd 10 0TAd10 NG
Evapéng. v apyn g dnpovpyiag g oxEons TV TEAATOV Le TNV £tonpeia, ot mbavol
neddteg Ba €pBovv oe emiKowmvio pE KATOWOLG ovOpOTOLS NG €TOPEiOG Kot 1
emovovia avtr] ompiletar Mydtepo oy te)voroyia. Amd tnv GAAN mAgvpd, ©TO
oTdo10 ™G ANENG NG ouvvepyasiog 1 xpnon g teyvoroyiog Ponbd oto va eivor
OWKOVOUKE  amodoTIK) 1 Olayelplon TV  TEAATEWOKOV OYECE®MY. Apa Kol 1
OTOTEAECUATIKOTNTO TNG TEXVOAOYIOG TOIKIAAEL AVAAOYO LE TO TPIOL GTASLO TOV UTOPOVLLE
va TNV peTpNoovpe. ATAd M gpappoyn g texvoroyiag CRM dev Ba oonynoet oto
emBountd omotélecpo Kot {omg va €xel KOl Eva apVNTIKO OTOTEAECUO, €0V OV

vrootnpiletan amd Oleg TI¢ entyelpnotakéc douég (Reinartz, Krafft, & Hoyer, 2004)
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2T0 TOPAKAT®O OYNMHO TapoTnpovue OTL TO HOVIEAO TOV HETPNCEDV TOV
anoterecpudtov ommpiletor and ™ (o otig Tpeic ddikacieg mov oyetiCovror pe Vv
évapén g mEAATELOKNG OXEOMG, TN GLVTNPNON TNG KOl TN ANEN TG, EVAO amd TV GAAN

OLYKPIVOVTOL OIKOVOLIKEG ATOJOGELS TOGO AVOUEVOUEVEG OGO KOl TPAYLOTOTOWOEloES.

A Model of the Performance Outcomes of the CRM Process

CRM Process

(a) Relationship Economic performance
Initiation
Perceptual
(b) Relationship Hl R
Maintenance : A -
- . iV
(c) Relationship Objective
Termination
H2)| H3 1
Moderators:
CRM Compatible
Organizational Control:
Alignment
Industry
CRM Technology

Ewova 3. To povréro g 066001 TOV 0moterespndtov Tov CRM cvotnpuatov

Inyy: (Reinartz, Krafft, & Hoyer, 2004)

4.3 BAXIKOI AEIKTEX AITOAOXHX (KPI5s)

Ov Paocwkoi deikteg amoddoong (KPIS) eivar éva obvoro deiktdv  mov
xpnoporoovvtal yio vo aglorAoynbodv ot mapdyovteg mov givor (OTIKNG onuociog yio
v emrvyia gvog opyavicpov. Ta KPIs dtapépovy avd opydvaon, HeTpodv TiG TAGELS TOV

EMYEPNCEDV KO TOPEXOVY YPNOLUES TANPOPOPIES Y10 EVOALAKTIKEG dPACELC.

[Ipwv mpocdiopiotovv o KPIs, mpémet va mAnpovvtal ot akdAovbeg mpoimobicels:
* No vdpyet po tpokafopiopévn opyoveTikn SlodkacioL.
* Na £yovv kaBoploTel o1 EMYEPNUATIKOL GTOYOL

* Na £govv 0p1oTel TOOTIKES KOl TOGOTIKEG LETPNOELS.
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* No vThpyel pio EVEPYN CLULETOYT TNG EMLYEIPNONG OTIG OAOIKAGTES Yo TNV €&gVpEDT)

KOl TNV 0TOKOTAGTOGT TOV SIUKVUAVCEWV.

"Etot o1 deixteg fonbovv Evav opyavioud va alohoyncet Ty tpododd Tov TPog TNV

Katevbuvon tev otoymv mov £xovv dnimbei. (http://searchcrm.techtarget.com, n.d.)

Ot déka mo onuavtkoi deikteg KPIS etvar ot €€ng:

1. Ecodo llwinoewy (Sales Revenue): Metpale to £6000 TOL TPOKVITTOLV

oo 10 EKOTPOTEIN HAPKETIVYK, MOTE VO KATOVONHOVUV Ol TNYES TV £6O0MV Kot
Vo unmv SamavoOvToL YPNIOTO GE EKOCTPATEIEG TOV OEV PEPVOLV OMOTEAECLATOL.
"Eva ypriotpog deiktng stvat:
(Total sales for the year) - (Total revenue from customers acquired
through inbound marketing)
(O1 ovvolikég mwAncelg Yo to £€106) - (To chvoro TV £660®V Amd TOLG

TELATEG TTOV ATOKTMOVTIOL LECH TOV OPAGEMY TOV LAPKETIVYK)

2. To xoorogc ava dpdaon (Cost Per Lead): O vnoAoyiopoc tov kKOGTOVG

ATOKTNONG TOV TEAATMOV €ivol TOAD GNUOVTIKOG CUUTANPOUOTIKG OO To £6000.
OV TPOKVTTOVY O TG OPACELS TOL pdpKeTVYK. T va yivel 0 vTOAOYIoUOG TOV
KOoTOVC amdKTNoNG ATV (customer acquisition costs — CAC) amotteiton va
evoouatmdel oty mhateopua CRM, avtopatorompéves dladkacie Kot Aoutég
EPAPLOYEG, TOL GLVOLOVTOL LLE TN AOYIOTIKN Kol GAAES dOTAVES TOL OPYUVIGHOD

oL KaTayphpovtal oto tpoypdupato ERP.

Ynoroyilovtag 10 CAC yw 10 €10epOUEVO HAPKETIVYK, Ol OYETIKEG
damdveg mepthapufivouv:
1. Teyvikéc tov oavOpdmvov dvvapkod (Manpower creative and
technical)
2. Teyvoroyia ko Aoyiopikd (Technology and software)
3. Tevum enipreyn (General overhead)
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Yroioyilovtag CAC yia 10 e€epyOUeEVO LAPKETIVYK, Ol GYETIKEG OOMAVES

nepapBévovuv:

1. Tn dwoenuon (Advertising)

2. Tn owvoun tov papketivyk (Marketing distribution)

3. To avBpodmvo JSuvopkd TOV TOAGEOV KOL TOV UOAPKETIVYK
(Manpower sales and marketing)

4. Tevw enifreyn (General overhead)

3. Alio _merorwv  (Customer Value): Me 10V vROAOYIGUO  TOL

€10EPYOUEVOL LAPKETIVYK, EMTVYYAVETOL 1] LETPNOT NG allag TV TeEAATOV. AVTO

BonBd 1060 610 v dStaTnpn el n enkovovia pe Tov TELATES, OAAL KOl VO, AVENCEL

TNV 1KOVOTO{NGT TOV TEAATMV KOl VO, ETEKTEIVEL TO ¥POHVO 01 TPNOTNG TOLG KABMG
Ko v a&ia Toug. ‘Eva xpriolpog 0eiktng vtoAoyiopov sivat:

(Average sale per customer) x (Average number of times a customer buys

per year) x (Average retention time in months or years for a typical
customer)
(Méoog 6pog moAnong ava mehdtn) x (Mécog aptBpdc Tmv popdv mov £vog
meAdng ayopaletl emoing) x (Mécsog ypovog daTnpNnong o€ UVES 1 Kot

xpOVIOL Yo £vaL TOTTIKO TEAAT))

4. H sowrtepixy omddoon tov Marketing (Inbound Marketing ROl ): H

emyyeipnon Béhel va det v amdooon NG £MEVOLONG NG Kol vroAoyilovtag Ta
£€6000 0md TNV €KoTpaTElD TOV UAPKETIVYK, Umopel 1 emtyeipnon va a&loAoynoet
oe unvwoio kot €tota Bacn v amdd0on TG EMEVOLONG Kol Vo YopdEel vEeg
OTPOTNYIKES GYESOGHOV KOl TPOVTOAOYIGHOV Y10 TO ETOUEVO £TOG N OKOMOL KO
YL TOvg emdpevoLus pnves. 'Eva yprioytog deiktng vmoAoyiopov ivat:

(Sales Growth — Marketing Investment) / Marketing Investment =

ROI
(Avénon moincewv — Emévdvon oto Mdpketvyk / Emévdvon oto

Mapxetvyk = ROI

5. A&oldynon towv véiwv smapdv (Traffic-to-Lead Ratio -New Contact

Rate): O deikng avtdg Ponbd ot pé€Tpnon g KuKAoEopiog TV TELATOV GTNV
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16TOGEADA TG £TOPELNG Kot 0T LEGO KOWVMVIKNG dtkTuwong. Edv 1 kukioeopia
elval otabepn 1 av&bvetor, aAld n avoroyio TV TOANcE®V givor younin M
HELDOVETOL, OVTO OETYVEL KATL Y10, TNV IGTOGEAIDN TNG ETOPELNG Kot ToL LETPA OPAo™G
nov Ba Tpémel va ANeOovV Ontmc, aAAayEC ot KElEVA, GTO GYEOIGUO, OTN LOPON

KAT.

6. Adeiktne melotwv ovd oudda (Lead-to-Customer Ratio): H uétpnon

avt Ponbd ot cLYKEVIPWGON TANPOEOPLOV avd opddo Kot oyetileTor pe v
emioyn mov Oivetar otov mEAdTN, Otav &ivor £TOWWOG Yoo TNV Ooyopd Vo
EMKOWVOVIGEL e €vav avimpoécono g etalpeiog. 'Etol pmopel va extyunBel n

EMTLYI0 LLOG S0P LUCTIKNG KOUTAVIOG.

1. Adgixtnc uétpnonc e opyikne oeAldoc oty 10T0TEMIO. THS ETOUPEIOC

(Landing Page Conversion Rates): YmoAoyileton kotd mOGO M apyikn GeAida

umopet va avevpedet oe mbovn avalnon Kot 0dNyNceL 6To GOGTO GNUEID DOTE O
melatnG va mpoPel oe cuvaiiayr. Xaunin kivnon, umopel vo onuoivel 0Tt iomg
ypewaletal vo. aAAayBovv ypopoata, Keipeva, va cuvoedel e KavAaAlo KOWmVIKNG

SKTVOONG 1 Vo £xEL 0ELOAOYNGELG KAT.

8. Opyavikn kvrlopopia (Organic Traffic): Yynin opyavikr koklogopia

onuaiver 60Tt o1 avBpwmotr Ppickovv TV 16TOGEAIdN TNG ETOUPEiG YPIyopo Kot
€0KOAO, KATL TOV €loloTOMOEl TOCO TNV TPOGTAOEI TOV KAVOLV OGO KOl TO

KOGTOG TNG ETAPEING Y10, VO TOVG TPOGEAKVGEL GTO SIKTVOKO TNG TOTO.

9. Agiktnc kxvkAogopioc oto.  uéco.  kKovwvikne  Oiktdowone  (Social

Media Traffic and Conversion Rates): XvAiéyovtal TAnpoopieg mov oyetilovran

He TV Kivnomn oto HECH KOWVOVIKNG SIKTVMOTG Kol GE SIKTVAKOVG TOTOLG OTMG TO
Twitter, to Facebook, to LinkedIn, to Google+, to Pinterest ka1 to Instagram
(MOOTE VO, UTOPECEL 1| EMYEIPNON VAL EKTIUNCEL TNV KiVION TOV TEAOTOV KOl VoL

EMKEVIPMOOEL TNV GTPOUTNYIKT TOV TOANGEWDV.

10. Adeixtne kvxlogopioc twv kivhtwv (Mobile Traffic, Leads, and

Conversion Rates): O e&gAikelc otnv T€XVOLOYIOL TGV KIVITOV THAEPOV®OV o8V Ot

UTOpOLGAV VO UV GuoyeTiIcTovbv  pe Ta ovotiuota twv CRM. TloAlol
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KOTOVOAMTEG YPTOLULOTOLOVV TO KIVITA TOVG TNAEP®VO Y10l GUVOEST] GTO VIEPVET,
TEPUYOVVTOL GE 1GTOCEADES KOl KAVOLV GUVOAAQYEC. ZE QTN TNV TEPITTMOT Ol
unyavég avalntmong mpowboldv 16T0GEAMOEG TOv givol PeATIGTOTOMUEVEG Yo
Kvnté kot yvopilovtag n etoupeio T ol KATovVaA®TEG dpovy HEcH amd ovTd,
umopet vo Bondnoet ot Pertioon g eunepiog Tov TEAAT 0ALA Kot TV adEnon

tov tolocenv. (Edgecomb, 2016)

4.4 H MEO®OAOX BALANCED SCORECARD (BSC)

To Balance Scorecard civor éva epyoleio dayeipiong TV EMSOCEDV NG
emyeipnong 6mov divetl T SLVATOTNTO VA LETOPPUCTEL TO OPOLLOL KOL 1] CTPATNYIKN TNG OE
oLYKEKPLULEVOLG deikteg amodoons. [Tapéyet o yevikn emokOnnon g emyeipnong Ko
TAPOLGLALEL TN GLUVOAIKY] OOO0CN TOGO OTIS ECMTEPIKEG EMYEIPNUOTIKEG OL0OIKOCIES,
0G0 KOl OTIS TMPOOTTIKEG OVOATTLENG TOV TEAATOAOYIOL, TNV €LPVTEPN OPYOVOTIKN
avamtuén, 000 Kol TN dlyeiplon TS YvMOONG Kol TNG KOVOTOWING, OTE Vo €lval KATL
TEPIGGOTEPO OO [ ot cvokevn pétpnong. (Molleman, 2010) To Balanced Scorecard
160ppoTel T0 E6MTEPIKO LE TO EEMTEPIKO TEPIPAALOV, TO OIKOVOUIKO LE TO UN-OUKOVOUIKO

Kot To mopov pe to uédrov. (http://www.asfalistikomarketing.gr, n.d.)

To poviého avomtoydnke to 1990 amd tov Robert Kaplan, xabnynt) oto
nmavemom o tov XapPapvt kot tov David Norton, odufovio oamd ¢ Bootovng.
Xpnowomomonke amd S1POPOLS OPYOUVIGLOVS Ol OTTO10L KOTAPEPAY EMTVYDS VO, £XOVV
Gueca Betuch amoteréspata. O vYNAOG BoOIOG ATOTEAEGUATIKOTNTOS TOV LOVTEAOVD KOl 1)
evpeio amodoyn Tov o £xovv avadeiEel and to Harvard Business Review og po and tig
75 onuoavtikotepeg 10éec tov gikootov armva (https://www.tuc.gr, n.d.). H BSC divel
dvvatotto va aSoroynfel m emiyeipnon ond TEcoEPIS OPOPETIKEG OMTIKEG, TNV
OIKOVOUIKY, TOL TEAATN, TNG KOVOTOUIOG Kol TV £o0TEPIK®V dwadikaciov (A.Safi,
Safadi, & Mudimigh, 2012). T'a va yiver avtd ypeldletor va oxedlaoTel Evag apykog
nivakag, OTwg eaivetal mo katw, 6mov Ha kabopiotel Tt B petpnbei, pe mowo TpomO, aITd

TOLOVLG KOl LLE TTOL0, GUYVOTNTAL.

36



Objective Measure Description:

Objective Owner Measurement Type:

Intended Result(s) Unit of Measure:

Measure Location:

Measure Owner:

Data Source:

Collection Frequency:

Measurement Reporting Frequency:

Verified by:

Validated by:

Presentation:

Target & Thresholds

Ewova 4. Scorecard Data Definition Table

IInyn: (Perfrmance Scorecard ToolKit, 2014)

To Balanced Scorecard divel tn dvvatdtnto oe kdbe etanpeio vo HETAPPACEL TN

OTPATNYIKN TNG Kol TO Opapd NG HEGH G€ £va TAOIGLO HE GLYKEKPUEVOVS GTOYOLG Kot

delkteg eMidOoNC OV EMALYOVTOL VO EMITELYOOVY amd TNV TOUpEia. AVTi va ypnoiomotet

TOVG GLVNOEIC OIKOVOUIKOVG OEIKTEC TTOL VIOBETOVVTAL YO TN ANYN HOKPOTPOBEGU®Y

anopdoewv, to Balanced Scorecard ypnoyomotel véovg OgikTeg Yoo VO TEPIYPAYEL TOL

Baocwkd otoryeia mov Ba odnynoovv oy emitevén ™G oTpaTNYIKNG. Atatnpel TOLG

OLKOVOUIKOVG OEIKTEG KOl E10AYEL TPEIS VEEG EVOAKPITES OLAGTACELS, TNV O1ACTACT TOV

[Mehotov, tov Eocwtepikdv Atadikacumv kot tnv otdotaon ¢ Exmaidevong ot

Avéntoéng (Kaplan, 2010)

H BSC 6mwg paivetol kot oty gikdéva Tov akolovbei, cuvdéel Tig Tpocdokieg Tov

TEAATN, LE TIC TPOGOOKIES TV HETOXWV, TIG TPOGOOKIES A0 TI ECMTEPIKEG AEITOLPYiES

NG emyelpnong Kot Tig TPoGdoKieg TG NyeSiag yio TV avamtuén g emyeipnong.
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sBetter Service. sImprove sales.

*More Jobs. eIncrease investments.
*Quality and Innovation. » Achive ROL

*Lower Prices than others. sInternational Market Sales
s Customer Loyalty. sIncrease Project Revenue.

Customer Financial
Perspective J| Perspective

Highly Valued
Modern, Innovative
and Global Brand
Internal
Business
Processess
Perspective

Learning
and Growth
Perspective

sBetter Supply Chain
Management.

*Better Distribution.
*Retention and Growth.
*Social Responsability.
*Employee Retention.

«'Town Hall' meetings
*Graduate Programmes
*Team for the Future
»Performance Culture

Ewévo 5. Balanced Scorecard tg etopeiog Tesco ywa 1o 2013

IInys: (http://www.manishabraham.com, n.d.)

4.5 AEIKTHX METPHXHX THX AIIOAOXHX THX EINENAYXHX
(RETURN ON INVESTMENT - ROI) ENOX CRM XYXTHMATOZX

H onuoacio guputepa g amdooong g EMEVOVONG GTO YMOPO TMV EMYEPNOEDV
aQOopa £va TOAD GNUOVTIKO Ol amdO0oNG oG ETEVOVOTG, KaBMOG gival évag Tpdmog va
VTOAOYIOTEL OV T TPOVTOLOYIOTIKA ££000, KOGTN OALG Kol £6000, GTO TEPAG TOV YPOVOL
VAOTTOL0VVTOL DGTE VO KAVOLV TNV ETEVOVOT TEAIKA KEPIOPOPA 1 L1 KOl OTI GUVEYEL VO
IeBodv dopbotikég evépyetec. Kabe @opd mov évag opyavicpdc emevovel oe Kdrtt,
AVOUEVEL VO TAPEL TIGM TO 0PYIKO TOGO TOV JATAVNGE GLV Eva kKEPOOS amd Ta £500a. Ta
kaiplo onueia Tov deiktn ROl mephapfavouv tpeig empépovg deikteg, Tov TTB, GP kot

tov BEP, 6mm¢ @aivetol 610 oyniuo Topakdto.
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Points of Return on Investment

140
= nvestment
120 - ) i
Gain Break Even Point
(BEP)
100 -
Gain Point
(GP)
80 -

Time to Benefit

60 - {TI'B} /

40 - f
20 - ) 4

Ewova 6. O tpeic empépovg dcikteg Tov ROI, TTB, GP ka1 BEP.

Inyn: (https:/www.insightly.com, n.d.)

Ewdkd yio ™ pérpnon g anddoong g enévovong evog cuotiuatog CRM, elvan
YPNOO VO LITAPYOVV 10ToPIKA otoryeio. ' ) pétpnon tov ROI CRM 6Oa mpémetl va
Aappdvovy voOYN TO KOGTOG TOV AOYIGHIKOD, TO KOGTOG TNG €KMOUOELONG, TO KOGTOG
CULVTNPNOTG, TO KOGTOG Yol TN HETEYKATAGTAOT TOV CLGTNHATOG KABMS Kot 0 ¥pOVOG TOL
ypeldleton M opdado avamTuENg va 1pvbetl kKol va Asrtovpynoet. o va petpnBel ebv n
anddoon ¢ emyeipnong £xel Pertiodel, Oa mpémel va eetdoovpe pe T ypNomn TOL
ocvotpatog CRM gdqv éyovv avénbel o1 mwAnocelg, €xet avénbel n wavomoinon twv
TEAATOV KO Ol KOUTAVIEG HAPKETIVYK £XOVV KOADTEPT amddooT. Avtd ta dedopéva Oa
TPEMEL VoL GLYKPLOOVV PE TPONYOOUEVES LETPTOELS KOt T YEVIKA £5000, TPV EPAPLOGTEL
t0 CRM «on petd, dote va gipoote oe BEomn va eKTIUNCOVUE TNV 0mdO0oN TNG ETEVOLONG

and 10 CRM cvotnpa. (https://www.worketc.com, n.d.)

EmunpocOeta éva kadd svotnua CRM Bonba v enyeipnon va oavénoet ta kEpom
™mg péoa omd Tov  €EOPHOLOYICUO TOV  EMYEPNUOTIKOV  OlodIKOCI®OV, KAO®DG
YPNOLOTOIEITOL Vol KOPLO AOYIGUIKO. XPTMOLUOTOIOVTOS 1 EMXEIPNON €va AOYIoUIKO
CRM, cuvovdlel ta TeppepELOK AOYIGHIKA, OTTMOC Y, TO AOYIOTIKO TPOYPOLLLOL KO TAEOV
oL KoOnpepvég emyelpnpuatikés dadkacieg yivovior €vkoAdtepa kabBdg eKKPEUEIS
Aoyaploopol emonuaivovtal  TO YPNYopd, YEYOVOS TOL OTMUOivel OTL Ol LITAAANAOL

pumopovv va dpdcovv mo ypryopa. Emiong eEowovopeital ypoévog katd tn dwoyeipion tov
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EMOQOV, KOODG 01 YpNoTeg dev YpeldleTal va KOVOLV EVOALOYN HETOED OLOPOPETIKMV
EQOPUOYDV KOL UTOPOVV VO ONUIOLPYNOOLV €VO TPOCOPUOGUEVO TPOPIA BGTE Vo
ONUOVPYNGOLY U0 TPOGPOPA YL0L TOV TEAATY), VO, GUUTANPDOGOVY T1 QPOPUL TOANCEDV
Kol VO OAOKANPAOGOLV TNV cvvoriayr. 'Etor kdBe ypriotng pmopei va dtayeipiorel
TEPLOCOTEPEG TTapayyehieg kbBe pépa katl va avénoet ta k€pom g entyeipnong. Eniong,
KaBmOGg o1 TOANTEG pmopovv va €govv ot dudfeon Tovg meplocdTEPO dedopéva, M
eEumnpétnon TeEAAT®OV PEATIOVETOL CUOVTIKA TOGO MG TPOS TOVS TOAVOUE TEAATEG OGO
KOl O TPOS TOLG VILAPYOVTES, KAODS £XOVV T dSVVATOTNTA VO SLOTPAYUATEDOVTOL KOL VL

TETLYOIVOLV KOADTEPEG CLLPMOVIES.

Ytovg mivakes mapokdto mapovstaletar £va topdostyo vroAoyispob tov ROI pe
xpnoonoinon evog OALov excel, omov amekovileTor 0 VTOAOYIGUOG TG AEIOAOYNONG
™G KOUmaviog pog etoupeiog 6mov mpowhel ta mpoidvia g e TNV amooTOAY| amevdeiog
email og meldreg Movikne. Yroloyilovtag to £6080. TOL GLYKEVTPOONKAY, TO TOGOOTO
TOV TEMTOV OV ovtamokpidnkay oto mail ko Tpoydpnoav o€ ayopd, o€ oyéon Le To
KOGTOG OVl GUVOAAQYY], TOPATNPOVUE OTL 1 €Toupeion Umopel vo. VIOAOYiGEL TO WHEGO
KOGTOG ayopds ova meAdtn Kou 0Tt OAN avt M Kivnon avénoe ta £€00000 TG Kol M

enévovon avth amocPéotnke (ROI) xatd 118%. (www.crmtrends.com, n.d.)

Direct Mail Campaign - Retail Credit Card Example

Number Transactions Spend per Spend Total Revenue
Customers who Response Rate P M per per mailed
per Shopper Transaction Revenue €
shopped Shopper Customer
Total
Mailed
Group 15.500 9.491 61,23% 2,04 19,19 39,15 | 371.600,00 23,97
Coupon
Used 1.939 12,51% 2,6 18,37 47,77 92.620,00
No
Coupon
Used 7.552 48,72% 1,89 19,55 36,94 | 278.980,00
Control
Group 5.000 2.863 57,26% 1,89 11,69 22,09 63.250,00 12,65
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Averaged mailed customer increased their spend by (€): 11,32

This represents an increase of:
89,52%

The net result is (€) 175.525 of additional revenue

’ ROI = (Incremental Revenue - Incremental Cost) / Incremental Cost

Calculating Incremental Revenue

Spend
per

Customer | Customers Revenue
Mailed 23,97 15500 | 371.600,00
Control 12,65 5.000 | 63.250,00
Incremental 11,32 15.500 | 175.525,00
Gross
Margin
(@28%) 49.147,00
Total Cost
of DM 22.500,00
ROI = 118%

4.6 AIIOAOTIKOTHTA TQN XXYXTHMATQN CRM ME TO
ENNOIOAOT'IKO MONTEAO (CONCEPTUAL MODEL) KAI TH
OEXMIKH OEQPIA (INSTITUTIONAL THEORY)

Zvyva vroompiletar 6t évoo CRM cdotmnua pmopel va Aettovpyel Kaivtepo o€
OPICUEVOVG ETLYEPNUOTIKOVS KAAOOVG amd OTL 6€ AALOVG KOL (POl 1) ATOJOTIKOTNTO TOL
oLOTNHOTOG Vo eopTatal and To YeEYovog Ot N emyeipnon Ba mpémel vo emAEEEL TO
KaTAAANAO Yoo Tov KAAd0o g CRM ocvotnua. H épevva dev €xet oeilel capelg evoeiEelg
Yl KATL TETOW0 0ALG Glyovpa oplopéva cuykekpipéva Inthiuata kot TpoPfAnpato prwopet

va €yovv onpocio o€ kamolovg kAadovg. (Reinartz, Krafft, & Hoyer, 2004)

H Beopikn Bewpia (potential contribution) mpoimobéter 6TL T0 KOWOVIKO TAAIGLO

0TO OmOil0 Ol EMYEPNOELS AEITOLPYOVV, €MNPEALEL T GLUTEPLPOPE KOl TV OPYAVMO|
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toug (Meyer and Rowan 1977), yeyovdc mov odnyel Tig emyelpfioelg mov Ppiokoviot oe
éva KAGO0 va V10OETHGOVY TOPOLOLEG OOUES KO TPAKTIKES. € avTifeon pe Tig Oewpntikég
nmpoceyyioelg mwov ompilovior avotnpd oty 0pBOAOYIKY| TPOOTTIKN Yoo TN ANYM
amopdoewv (Rogers 1995, Terlaak and Gong 2008), kdmotot amd TOVG VLOGTNPIKTEG TG
Bewpntikng Bempiog vrooTnpilovy OTL 0 POAOG TV KOWOVIKAOV S1OOIKAGLOV, 01 KAVOVEG
Kol ot mpocdokieg emnpealovv kot €€nyodv TN ANYN ano@dcemv omd HEPOVS TNG

emyeipnong pe éva pun opforoyikd tpomo.

Awgpopetikol popeig oto meptPdAlov NG emyeipnons ackobv TECES TPOS TNV
KOWMVIKT] CUULOPPMOT) TOV EMLYEIPTNCEWV, £TGL MOTE KOPLEOOIEG eTapiec va eppovifovv
OUHOOTNTEG OE TPOKTIKES TTov ypnoiponoovv. (DiMaggio and Powell 1983) H Oeopk
Bewpla €xel G 0TOY0 Vo EENYNOEL TNV OUOLOYEVELN HETOED TOV EMYEPNCEOV KOl TNV

TaOTNTO O1BLONG KO VIOOETNONG TOV ATOPAGEDV TWV ENXLYEIPNCEDV.

H Oeopikr Beswpio mpoimobéter 611 10 KOW®VIKO mAMicl0 610 0moio Ot
EMYEPNOELS Acttovpyodv emmpedlel TN ovumeplpopd TV epyalopéveov UECH OTIG
OpPYAVAGCELS, YEYOVOS Tov odnyel Tig emyelpnoelg o€ pee Propnyovio va vioBetmoouvv
TOPOUOIEG OOUES KOl TPOKTIKEG. e avtifBeon pe Tovg Bempnticods mov otnpilovtal ota
voopEPA Yol Vo aELOAOYNGOLY aVGTNPA e 0pHOAOYIKN TPOOTTIKY TN ANYT ATOPAGE®YV,
Beopntikol g Oeoukng Oewpiag, vmootpilovv 6Tt 0 POAOG TOV KOWOVIKOV
JdKAGLADV, 01 KAVOVES KOl 01 TPOGOOKieg amd 10 e€mTEPKO TEPPAAAOV TNG EMLYElPNONG
e€nyobv por otabepn ocoumeplpopd otn ANyn amoedcewv Kot cvotnuitov CRM.
(Hillebrand, Nijholt, & Ni, 2011)

To gvvolodhoyikd povtéro, ypNoHoToldVToS T Becikn Bempio VTOdEUKVVEL OTL O1
eMEPNOoEL oL emAéyovv va viofetnoovv éva CRM ocvotnuo ppovpeveg GAAeg
EMYEPNOELS TOV KAAdOoVL, eivor mBavd vo pnv metdyovv Tn HEYISTH OmdO0oN TOL
ocvotuatdg tovg. H omoteAecpotikomnta tov pebodwv mov Ba  axolovbrcer m
EMLYEIPNOT, HELDOVETOL OTAV O EMYEIPNGELS VIOOETOVV TPOUKTIKEG KAT® omd TNV mMidpaon
KAMOWKOV mapayoviov. [Hapoio avtd 1 evapuovion HETAED TOV TPAKTIKOV KOU TNG
OTPOTNYIKNG WAPKETIVYK Tov B okoAovONoel M emyeipnon umopel vo. HEIDGEL TIg
APVNTIKES aVTEG GLVIOTOGES. E1ducd otnv a&ohdynon tov cuotnudatov CRM ot épguveg
Exovv Oeiéel OTL 01 EMYEPNOELS TOV AKOAOVLOOVY LUNTIKEG CUUTEPLUPOPEG OGO APOPE TN
GLAAOYN, TNV KOTOXDOPNOT KOl TV OVOALGT TOV TANPOPOPLOV OO TOVS TEANTES TOVG,

elval MyOtepo EMAEKTIKEG KOU OMOJOTIKEG OO GAAEC emyelpnoels. AnAadn ot
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EMYEPNOELS OVTEC YPNOWOTOOVV o UAAAOV PNYOVIGTIKY) GULUTEPIPOPA KOTE TN
OLAAOYN, OmOONKELOT KOl OVAALGON TV OEOOUEVMV, OV TIS OTOCTOGLOTOLEL amd TN
Babvtepn avaivon Kot To OTOTEAEGHOTA EVOL OVOETEPD YWOPIG OVCLUGTIKE CLUTEPAGLLOTOL
Tov pumopohv va ypnolpwonomBodv mpog Opehog g etorpeiag. Amd TV GAAN 1
TEAATOKEVIPIKY] QLLOcOQIoL NG EMXElpNONG Kol 1 OTPATNYIK Tov otnpiletor ot
dNuovpyio oYEGEMV OIKEIOTNTOS LE TOVG TEAATES, GUVETAYETOL TNV KOADTEPT KATAVONGN
TV otoryeimv mov divel to Tpoypappo CRM pe amotéhespo To apynTikd Pog LU TIKNG
YPNONG VO LEUDVOVIOL KOl VO AEITOLPYEL MG VTOKATAGTATO Yio po wo opBoAoyikn
TPOONTIKY Yo TNV vwoBétnomn tov cvotiuatog CRM, mapdro mov avtd dev Bewpeitan

Kivntpo ya v €ykpion evog cvotnuatog CRM. (Hillebrand, Nijholt, & Ni, 2011)

[Mopatnpodpe 6TL T0 EvvoloroyIKO HoviéLo cuvdéet To povtého CRM, mov agpopd
10 ovomnuo CRM, 11¢ S1adikacies, TOVg TEAATEG KOt TNV ATOSOTIKOTNTA TV TELUTELNKDV
ox£0emV, 6€ GLVOVACUO LE TO €100¢ TNG emyeipnong, To HEYENOS TG, TO TEAATOKEVTPIKO

LOVTEAO O101KNOMG TNG EMYEIPNONG KOl TNV EUTAOKN TOV OVOTEPOV CTEAEXDV OTIG

’
Jradkaoieg.

Fig. 1 Concepmal model of the Controls:

moderating influence of mimetic - Industry

motives of CRM adoption on : f_”’" size ‘

(R \1 cﬁ}.\‘nvcncss Mimetic motives - Customer-centric f?i:ilh..".‘t'ule ni system
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: - Relational Customer Customer :
E ( R?" ‘ »| information v, insights y »| rclationship :
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i
i i
! '
i i
4

Eikéva 7 To EvvoiloAoyik6é MovTéAo agioAéynong Tou CRM

IIyyn: (Hillebrand, Nijholt, & Ni, 2011)
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477 HAPAAOXIAKEX METPHXZEIX THX AIIOAOXHX TQN
XYXTHMATQN CRM

H oaviantoén mopadociokdv peTpnoe®V TopEYEL YPNOWO EPYOAEin  OTIC
EMYEPNOELS YO VO AEIOAOYNOOLY TO HEPIO0 ayopdc Tov €xEL M emyelpnon Kal tnv
avantuén tov toincemv. Ot peTpioelg avtég umopolue va movpe Otl £0TlovVTIoL MG

TPog TG €ENG kaTeELOHVGELS:

1. Metpnoelg mov aviyvevouy to Pabuod emitvuyiog Tov HAPKETIVYK Vo TPOGEYYioEL
VEOUG TEANTEG,

2. Metpnoelg g 0pacTnplOTNTG TOV TEAATMV, LETE TO GTASI0 TNG ATOKTNONG,.

3. Métpnon tov Babpov dotnpnodTNTOS TOL TEAAT.

4. Métpnomn tov «xapTo@LAokiovy dnAadn TV dbecipmv e eTapeiog Kot To Mg
AT KATOVELOVTOL GTOVG dLAPOPOoLG TOPovs. [TapdAinio eKTILATOL TO OIKOVOLLKO

uéyebog tov kbBe meAdTN.

Mmnopovpe va emonudvoope 4 €idn petpnoewv:
1. Mopadociokég petpnoelg 1ov Mapketivyk

2. Metpnoeig yio v omdKINon TEAATOV

3. Merpnoeig TV dpacTnploTITOV TOV TEAUTOV
4

Métpnon 1ov TOG0 dNUOPIANG elvat 0 TEAATNG, ATOTILAOVTOG TNV a&ia TOL.
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Traditional Marketing Metrics Customer Acquisition Metrics
Market Share Acquisition Rate
Sales Growth Acquisition Cost
Customer Activity Metrics Popular Customer-based Value Metrics
Average Inter-Purchase Time Size of Wallet
Retention & Defection Rate Share of Category Requirement
Survival Rate Share of Wallet
Lifetime Duration (Transition Matrix)
P (Active)

Ewéva 8. Traditional and Customer Based Marketing Metrics

IInyn: (Kumar, V.; Reinartz, W, 2014)

H nopandve sikdva propet va avorvbei og eEng:

1. Topadociakoi apOuntikoi deikteg pétpnong yo 1o MapkeTivyk
(Traditional Marketing Metrics)
0 Mepidio ayopdg (Market share)

0 Avénon tov toAncewv (Sales growth)

2. Asgiktec andknong véov tehatdv (Customer Acquisition Metrics)
0 PvBuoc amdxtnong véwv melatdv (Acquisition rate)

0 Kootog amoxtmong véov mehatdv (Acquisition cost)

3. Asgikteg pétpnong g Spaoctnpiotrag tov teratodv (Customer Activity
Metrics)
0 Mzéoog Xpovog g Zvvarrayng (Average Inter-Purchase Time)
0 Ilocootd Aathpnong [ehatov o atieg (Retention & Defection
Rate)
0 Xpdvog datnpnong tov meadtn (Survival Rate)
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0 Xpovikn katevBuvon tov merdn (Lifetime Duration)

0 Apdon (P Active)

4. Anpooireig Agikteg pétpnong tov telotov faon agiog (Popular Customer
— based Value Metrics)

0 MéyeBog «IToptogoiiov» - Ayopactiki Advaun tov terdtn (Size
of Wallet)
0 Mepido Ayopaotikng Avvaung tov mehdrn (Share of Wallet)

4.7.1 Mlapadoocrokoi aprOuntikoi deikteg pérpnong Yo o Mdapketivyk (Traditional

Marketing Metrics)
O mapadociakol apBuntikol dgikteg péTpnong dakpivoviol 6€ dVO:
1. Mepidwo ayopdg (Market share)

2. Avénon tov tolqcenv (Sales growth)

IMopadocrokoi aplOpuntikoi deiktes péTpnong yio 1o MapkeTIvyk
(Traditional Marketing Metrics)

Mepidio ayopdg

J
) . 3 ‘ o
(Market share) Market Share (%) of a firm (j) in a category = 100x {s 7> SJ}

j=l

AvEnon Tov ToOAcEOV : . 0/ \ = AS |
(Sales growth Sales growth in period t (%) = 100 x |AS,r /S, |

1. Mepiow ayopac (Market share)

To pepidro ayopdg eivar péyedog apketd dradedopuévo Kabmg ypnoonoleiton and
TO TUNUO. TOV HAPKETIVYK Yl VO OEL TO TOGOCTO TNG AYOPdS MOV £XEL 1 ETAPEIR OTNV

ayopd wov dpactnpronoteital. Yroroyiletat amd tov THmO:

J
Market Share (%) of a firm (j) in a category = 100x[sj > S'J.:|

J=1
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O6mov pe j ovpPoriletar M emyeipnon, s ol TOANGES Kol X TO dOpolcua TV
TOANCEDV OMO TIS EMYEPNOES TOV OPUCTNPLOTOIOVVIOL GTOV GUYKEKPIUEVO KAGO.

(Kumar, V.; Reinartz, W, 2014)

2. Avénon Tov toiMiccwy (Sales growth)

O delkmg avTdg cGLVYKPivel TNV avENON N Hel®OoT TOL CNUEWOONKE GTIC TOANCELG
™G emyeipnong yio TNV TpEYOVCO TEPI0O0, GVYKPIVOVTAG TOL GTOTXEIN LE TOVG OETKTES TNG

nponyodevnc teptddov. O THToG VTOAOYIGHOV elvat:

Sales growth in period t (%) = 100 x |AS,.r/.‘3ﬁ_1 |

o6mov pe j ovuPorileton n emyeipnon, Sjt N petaforn oTIC TOANGES Yo TN
napovoa ypovikn mepiodo (1) kot tnv Tponyoduevn ypovikn mepiodo (t-1) kot pe Sjt-1 ot

TOANGELS Y10 TNV TpoTyoOEVT Ypovikn tepiodo t-1. (Kumar, V.; Reinartz, W, 2014)

4.7.2 Agikteg amdktnong véov tehat®v (Customer Acquisition Metrics)

Agikteg amoktnong vémv telat®@v (Customer Acquisition Metrics)

PvOuog
amOKINONG
vE@V Acquisition rate (%) = 100*Number of prospects acquired / Number of prospects targeted
TEAATMDV
(Acquisition

rate)

Kéotog
amOKINONG
VE®V _— I . .
Acquisition cost ($) = Acquisition spending ($) / Number of prospects acquired
TEAATOV
(Acquisition

cost)
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1. PvOudc amoktnone véov mehatav (Acquisition rate)

O deikng oLV PLOUOD amOKTNONG VEOV TEAAT®V OElYVEL TNV KOVOTNTO TNG
emyeipnong va amoktd vEoug TEAATEC 1 VO LETATPETEL TOVG VPLOTAUEVOLS o€ VEous. H
onuacio. TG amoOKTNONG VEOV TEAUTOV TOIKIAAEL avAAOoyo LE TOV OPYOVIGUO Kol 1
dwdikacio avty agopd €0KA (NTMHOTO OTOG TNV OTOKTNGON TEAATOV UHE ALYOTEPO
KOOTOG, TNV  OmOKTNON KEPOOPOPWOV MEANTAOV, TNV omdknon 6co To  duvatdV
TEPIOCOTEP®V TEAUTMV, TNV ATOKTNOT TELUTAOV TOV YPTCLLOTOOVYV VEOTEPQ KAVAALL TV
enyyelpfiocov KA. (http://managementstudyguide.com, n.d.). Yroloyiletor oto mAaicto
WG KOUTAVIOG UOPKETIVYK OV €YEL  OPYOVMCEL M emyeipnon kol Aaupdver vmoyn
oTotyElo TOGO amd T SEGOUEVO TNG EMLXEIPTONG OGO KOt amd TNV EPELVA TNG AYOPAS TOV
éxel yivel. Amotehet éva onuavtikd deiktn pétpnong kabmg divel po TpmTn EKTIUNOT Yo
T0 mOGOo meTvYNUEVN elval M ekotpotein, OAAG Oo mpémeEl To AmOTEAECUOTO VO
ovykpivovion kol PE GAAEG UETPNOELG KOl VO, UNV eKTIU®VTOL pepovouéva. O tdmog

VTOAOYIoLOV glva:

Acquisition rate (%) = 100*Number of prospects acquired / Number of prospects targeted

Omnov o apBuntg apopd ctoyeio and Ta apyeio g emyeipnong émov aPopovv
meMATeEG OV €loNABav otV ETOPElD, EVMO OTOV TOPOVOUOCTI] GUUTEPIAQUPAVOVTOL
oToyElo amod GYETIKN £pELVO TNG AYOPAS 1) TPOOTTIKEG TOV £XEL OpiGEL M EMLYEipnon OGO

aPOPA TOVG TEAATEG TTOVL GTOYEVE Va Tpooeyyicel. (Kumar, V.; Reinartz, W, 2014)

2. Kdotoc aroxktnonc véov telotdv (Acquisition cost)

O delktng tov Kootoug Andktnong Ilehatov (CAC), avagpépetor 6ToVg TOPOLS
Omov ol emyeipnon mpEmeL vor SBEGEL T OIKOVOUIKOVG, TPOKEWEVOD VO, OTOKTNGEL VOl
emmAéov meddtn. [lepihapfaver kdbe avaykaio mpoomdbeio yw TV €60YOYN TOV
TPOIOVTOV KO TOV VANPESUOV G€ VEOLG THOVOVG TELATES KO TIC EVEPYEIEG TTOV YivovTOL
OTN GLVEYELL Y10 VO OAOKAN POl 1 TOANOT Kot ot duvnTikol meAdteg va yivouy evepyol.
YvumepthopPavet damdveg dSapnuicemv, pioBois Yo To GTEAEYT TOV UAPKETIVYK KO TMV

TOANGEWV, KOGTN EKONADCEDV, XOPNYIDOV, dDPMOV TPOG TOLG TEAATEG, TPOodONnoN HECW
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social media aA\d ko k66TOG GLVTIIPNONG Tov Web site kAx. (http://www.saasmetrics.co,

n.d.) O tomog vroroyicuob eivat:

Acquisition cost ($) = Acquisition spending ($) / Number of prospects acquired

Omov 0 apBunTg Kot 0 TOPAVOUACTNG aPopobV ototyeio amd To apyeio Tng
emyeipnong, oxeTikd pe T0 VYOS TOV GLVOALXY®OV Kol TOV 0plUd TOV TEAATMOV TOL
armoktOnKav. O deiktng VToAOYILeTAL GLYKEVTIPOTIKA VA €ival SVGKOAO Vo, VTTOAOYIGTEL

v KGO merdt yopotd. (Kumar, V.; Reinartz, W, 2014)

4.7.3 Agikteg pétpnong g opactnpotntes TV nelat®v (Customer Acquisition

Metrics)

Ot deikteg pétpnong g OpacTNPLOTNTAS TV TEAATMOV QLPOPOLY TN UETPNON TNG
amdO0oNG TOV OPUCTNPLOTITOV Kol TOV TAPEUPACEDV TOL UAPKETIVYK, oyeTilovtag TV
KOTOVOUN TOV TOP®V KOl TN CLUTEPIPOPA TOV TEAATMOV, YPNCULOTOLOVINS HLOVTEAL

amotiunong 6mwg n Kabapn [apovoa Aia (NPV) kix. (Brown, 2004)

Agikteg pétpnong e dpastnprotnrac tov tehatodv (Customer Activity Metrics)

Méoog Average inter-purchase time of a customer =

Xpovog g 1 / Number of purchase incidences

Zovorrayng from the first purchase till the current time period

(Average

Inter-Purchase

Time)

[TocooTo Retention rate (%) =

Awrfipnone 100* Number of customers in co_hort buying ir_1 (t)_| buying in (t-1) /
Number of customers in cohort buying in (t-1)

[Tehatdv oe

atiec Avg. retention rate (%) = [1 — (1/Avg. lifetime duration)]

(Retention & Avg. Defection rate (%) = 1 — Avg. Retention rate

Defection

Rate)

Xpdvog SRt (%) = 100 * Rrt * SRt-1
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drotpnong
TOV TEAAT
(Survival
Rate)

Xpovikn| -

KatedBuven Average lifetime duration = Z(t *Number of retained customers int) /N

t=1

TOV TEAITN
(Lifetime

Duration)

Apéon (P P(Active) = T"
Active)

1. Méococ Xpovoc tne Tuvarloync (Average Inter-Purchase Time)

O deiktng Tov Méoov Xpovov Zuvarrayng (AlT) apopd petpnoelg mov yivovrat
Y10 GUYKEKPLUEVO YPOVIKO O1ACTNHO Kot Elval TOAD CNUOVTIKOG Y10 ETLYEPNOEL OOV Ol
meldteg ayopalovv pe dwaitepn ocvuyvotnTo. ATOTEAEL GNUOVTIKY] 7NN TANPOPOPLDV
KaBmg N eToupeio pwopet va e0TIALEL TNV TPOGOYN TNG O EVOL GUYKEKPIUEVO TELATT) KO VL
AaPet dueca dpdon 0tav o meAdTNGg TEGEL KAt amd Tov deiktn AIT mov £xel vroroyiotel.

O voAoyIoHOG Elvat GYETIKE EDKOAOG:

Average inter-purchase time of a customer = 1 / Number of purchase incidences
from the first purchase till the current time period

Omnov Aappdvovpe voyn t0 PEGO YPOVO GUVOALAYDV TOL TEAATN LE TOV aplOUo
TOV 0yopdV amd TNV TPMTH GLVOAAAYN HEYPL TN oTyun mov vroloyilovue. (Kumar, V.;
Reinartz, W, 2012)

2. Hocooto Awotnpnonc Herhotdv o aisc (Retention & Defection Rate)

O vroAoyiopdg avtod ToL deiKTN OeV elvar XKOAOG KOOMDS deV VTTAPYOLY GTAOEPA
LETPO. VTOAOYIGHOD YloL TN OWTPNOT TOV TEAATMOV KOl TNG GTAOMONG NG YPOVIKNG

TEPLOOOV TOV 0 TEAATNG EMAEYEL VO OAOKANpOGEL TNV ayopd. Optopéveg etaupeieg £xovv
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LLOKPOTTPODECLEG CUUPMOVIEG LLE TOVG TEANTEG, L€ GLYKEKPLUEVOLG OPOLS YOl TO YPOVIKO
mhaiclo wov Oa Tapéxel 0 TpounBevTNg GTOV TEAATN T TPOIOVTA, EVD 0€ AAAOVS KAAOOLG
0 TPOUNOELTAG EXEL LOVOTTOALOKT OYEOT e TNV TTapoyn ayabmv, ondte dev vVILApyEL Amd
ToV TEAATN 1 dvvaTOTNTA VO EMAEEEL TO XPOVIKO dtdoTnie Tov Ba yivel 1| mOANCN. X0
Movikn TOANoT omd TNV GAAN 0 TPOGOOPIGUOS TOV EMITESDV OLTAOV Elval TOAD

onuovtikoc. (http://searchcrm.techtarget.com, n.d.)

Ot tdmot vroroyiopob etvat:

* Retention rate (%) = 100* Number of customers in cohort buying in (t)| buying in
(t-1) / Number of customers in cohort buying in (t-1)
Avg. retention rate (%) = [1 — (1/Avg. lifetime duration)]
Avg. Defection rate (%) = 1 — Avg. Retention rate  (Hess, 2007)

'H
Number of retained customers in period (t+n) = number of acquired customers in
cohort at time (t)*Rr

Avg. defection rate in t (%) = 100 — Rrt (Kumar, V.; Reinartz, W, 2014)

Omnov (t-n) o apBudg datnpNoNg TOV TEANTOV LLE GUVEXELS ayopéc KOTd TO
OLYKEKPLUEVO XPOVIKO dtdotnpa Kot (t+N) o aptBuog Tov melatdv pe cuveyeic ayopég mov

drtnpnOnke v emdpevn mepiodo (t) * Rr.

Av yu mapddetypo n péon ddpkeln (ONG TOV TEANTOV HI0G CLYKEKPLUEVNG
opadog meAaT®V gtvan To 4 xpovia, TOTE TO HEGO TOGOOTO TTapakpatnong eivar 1*(1/4) =
0,75 M 75% emoimg, OnAaodn, Katd péco 6po 1o 75% 1oV mEAATOV TAPAUEVOLY TEAATES

Yo TNV emopevn tepiodo.

270 SLAYPOULO TOPOKATO OTEKOVICETOL 1| LETOPOAT] TTOV £YEL VITOGTEL O OEIKTNG
TOV TEAATAOV TOL 0V cuvepydlovtol TAEOV LE TNV ENLXEIPNON GE OYXEON LE TOV TEAATES

7oV £Y0ouvv dtnpnOel 6 CLYKEKPLUEVES TEPLOOOVCE.
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Ewova 9. Metapol Tov mehat®dv Tov dgv ovvepyalovtar pe Tnv eTarpeia o€ oyéon
RE TOV 0PN S THPNONGS TOV TELATAV

Inpyn: (Kumar, V.; Reinartz, W, 2014)

Ta mocootd mapapovic vmoloyifovior ywoo v TPOPAEYM UN  YPOUUK®OV

mocooTOV dlatipnong (non-linear retention rates)
Rrt = Rc*(1- e-rt)

Omov Rrt givor 10 mpoPAemdpevo TOc0GTO SATHPNONG TOV TEAATMOV YL Lol
OLYKEKPLUEVN TEPI0d0 Kol Re 10 avdTepo TOCOGTO SOTNPNONG KOl I' O GUVTEAEGTNG

TOPAKPATNONG

r = (1/t)*(In(Rc) — In(Rc — Rrt)
(Kumar, V.; Reinartz, W, 2014)

Yt0 Sdypoppo mopokdTe omekoviCeTor 1 oxECN TOV TPOGOOKADUEVOL OEIKTN

JTNPNONG TOV TEAATMOV GE L0 EXLYEIPNON KOl TOV TOGOGTOV OV TEAKE EMTELYONKE.
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Ewova 10. [IpoPfrenépevos Ko TPoypaTIKOG GUVTEAEGTIG OLATI|PIONG TEAUTAOV GE
o eTonpeia

Inyn: (Kumar, V.; Reinartz, W, 2014)

3. Xpovoc dwtnpnonc tov wehatn (Survival Rate)

O delkmg avtdg Ociyvel 10 TANOOC TOV TEANTAOV TOV EYOVV TOPAUEIVEL GTNV
emyeipnon g evepyol meAdteg amd T oTiyun mov Eekivnoe 1 cuvepyasio TOvg LE TV
etarpeia, péypt éva ypovikd dwaotnua t. O tHnog vwoAoyioov givat:

SRt (%) = 100 * Rrt * SRt-1

Omov SR elvan 0 deiktng dratnpnong Survival Rate yio pa mepiodo, Rrt, o deiktng
drnpnong yo v meptddo lkar SRt o apBudg tov melatdv oty apyn g teptddov.
(Kumar, V.; Reinartz, W, 2014)

Ytov mivako mopatnpovUE £vo TOPASEYIO OEIKTY OLOTPNONG TOV TEANTOV Y0
L0 CLYKEKPIEV TTEPI0O0 KABMG Kl TOV TEAATMOV TOv dtortnpnonkav amd v etoupeio

OTO YPOVIKO JACTNLO OVTO.

Retention rate Survival rate Survivors
Period 1 0.95 0.55 550
Period 2 0.62 0.341 341
Period 3 0.68 0.231 231
Period 4 0.73 0.169 169

Ewova 11. [Tapaderypo diktn 1011 p1 oS TELATOV Y10 £VO. GUYKEKPLUEVO YPOVIKO
owdotnno o€ po gTonpeio

IInyn: (Kumar, V.; Reinartz, W, 2014)
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4, Xpovikn katevfvoven tov werdtn (Lifetime Duration)

O deiktng g Xpovikng KatevBuvong tov mehdn dgiyvel daypovikd v mopeio
TOL TEAATN KOl KOTA TOGO 1 £MYElpNON EXEL CLYKEVIPMOEL EMAPKEIG TANPOPOPIES YOl TIG
aYOp£G TOV TEANTT, COUPOVOA. LLE TOV TOTO:

T

Average lifetime duration = Z(t *Number of retained customers int) /N
N . i =1

Omnov N 10 TAN00¢6 TV TELATOV, t 1] ¥poviKY| Tepiodog kat T o ypovikde opilovrag.
H dwxdpoavon elvar avapeco oe mANpelg kot eAMmels mANpo@opieg GYETIKE LE TOV
TeAATT).

O vmohoyopdg tov deikn O0gv givon g0koAog kaBmG ot TANpopopieg dev ivor
TOVTO GUYKEVIPOUEVES Yoo KAOe meAdtn kot €tol gpeaviCovior meplopiopol Onwg va
eupaviCovror evoeilelg pe mAnpelg TAnpoeopieg kol EAMMEIC OYETIKA He TOV TEAATY.
(Kumar, V.; Reinartz, W, 2014) T'ia to A0y0 avtd Guyva Ol EXLXEPNGELS GLVILALOVY TO
deiktn owtd pe 1o deiktn Lifetime Value, (Singh & Jain, 2003) o omoiog mpoPArémet
HUEALOVTIKY] GUUTEPLPOPA TOL GLVOALOL TMV TEAATMOV UE PBACT TNV TPONYOVUEVT KOl TNV
TPEYOVGO GLUTEPLPOPA TOVS OGOV OPOPE TO VYOG TOV OYyOPMOV TOVS KOL EMITPEMEL VL
a&lohoynBel n anddoon kot N adia g emyeipnong oto cHVOLO TS XTnVv ovcia gival 1
kaBapn moapovoa atio (NPV) tov peAloviik®dv kepdmv mov mpémel va Aappdvovtol and
éva 0e00UéEVO 0plBnd TV VEOV 1| VTOPYOVI®MV TEAATMV, OTN SLIPKELNL UG OEOOUEVNS
xpovikng otiypns. o va vmoloyiotel PéPara yperdletor va vmdpyer (o TANP®S

eVNUEPOUEV PACT LE TO 16TOPIKO TV ayopdv TV melatdv. (Hughes, 2006)

Ot oyéoelg Tov meratdv opiloviotl ®g:

Contractual (“lost-for-good”): n dudpkeia {ong Tov TEAGT givar oplopévn amd v apyn
Ty oOUPaon Kivntol ThAEQP®OVO.

Non contractual (“always-a-share”): o meldng eivor gvepydc o pia dESOUEVT] YPOVIKY
OTLYUY| Y 0yOPA GE EVO TOAVKOTAGTLLOL.

One-off purchases: Epdma ayopég

Y10 kbtwdh oynua ameikovifeton 6mov, Buyer 1: oloxAnpouéveg mAnpopopieg,
Buyer 2 : apiotepd un ohoxAnpopéveg mAnpoeopies, Buyer 3: de€1d un ohokAnpopéveg
nAnpoeopiec, Buyer 4: apiotepd kot 6£E10 L OLOKANP®UEVEG TANPOPOPIECS.
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v

Buyer 1

\J

Buyer 2

v

Buyer 3

v

Buyer 4

Observation Window

Ewova 12. Avgpkero {mng Tov tedatn 6tav oL TAnpo@opics sivor eAMmeic

Inyn: (Kumar, V.; Reinartz, W, 2014)

5. Apaon (P Active)

O deikng avtdg eivor YPNOUOG YO TOLG VLTOAOYICHOVG OE GYECN HE TN
STNPNoOTNTO. TOV TEANTN, OTAV OEV VTAPYEL KAmOwW oLUPOTIKY] d€ouevon my

ocvpporato kKA. O tHmog vroroyloHov givat:

P(Active) = T"

Omnov n givar 0 apBudc tov ayopdv oe o dedopévn mepiodo, T elvar o ypodvog
g TeEAeVTOiOG ayopdc, OTOL eKPPAlETOL MG KAAGHA TG TEPLOSOV PETPNONG. ZTNV EIKOVOL
TOPOKAT®, Topovctdlovtot pe X o1 TOANGELS TOL £XOVV Yivel amd Tov KAOe TEAATN GE pi
OLYKEKPIUEVN TTEPI000 8 UNvAV, 0oV epPavileTal 1 TEPLOOKOTNTOA TOV GLUVOALAYDOV VAL

TELATT.
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1

Customer 1

\J

Customer 2

Month 1 Month 8 Month 12
An x indicates that a purchase was made by a customer in that month
Ewova 13. Apaon (P Active)
Inpyn: (Kumar, V.; Reinartz, W, 2014)

4.7.4 Aqpogureic Agikteg pétpnong tov nelatov pacn aliog (Popular Customer —

based Value Metrics)

Anpo@ureig Agikteg pétpnong tov nehatdv paon aiiog (Popular Customer — based
Value Metrics)

Méyebog «Ilopto@oiiovy - Size-of-wallet ($) evog neAarn oe pia katnyopia = ll Sj
Avyopaotikn Advoun Tov '
neAdrn (Size of Wallet)

; . _f
MSplSlO AYOpOOTIKNG Individual Share-of-Wallet of firm to customer (%) = Sj /Z Sj
A

Avvoung tov meldtn (Share of
Wallet)

1. Méyg0oc «ITopTo@oiov» - AyopaoTiki AVvaun Tov mehdtn (Size of Wallet)

O deiktng awtdg amoteAel Pactkd deikTn LETPNONG YO OPYOVIGLOVG TOV LIOOETOVV
TNV TEAUTOKEVTPIKT GTPOUTNYIKT COUP®VO, [LE TNV omoia &vag meAdtng pe peydlo péyebog
noAncenv (wallet) oyetileton pe peydia €00da kot k€EPOM. XPNOUYOTOIDOVTOG GTOLYEN

amd TPOTOYEVELG £PEVVEG AYOPAS, O TOTTOG LITOAOYICUOV Elvat:
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Size-of-wallet ($) evog neAdaTn os pia karnyopia = 11 Sj

Omnov Sj, o1 TO®ANGEIS TOL GLYKEKPEVOL TEAATN omd TV eToupeia, j 1 eToupeio
Kot X 10 dOpotspa ¢ a&iag Tov TOANGE®V ToL £ytvay and Oleg TG etanpeies J ot omoieg
TOAOVV pio Katnyopia 7mpoidvtog ot0 cvykekpuévo meAdrtn. (Fofavng, 2008)
[Mapamnpodpue 6T Y100 T0 COGTO VIOAOYIGUO TOV TOTOV YPELALETOL AETTOUEPT] GTOLXEIN
and épevva ayopas, Mote va yvopilovpe 10 TAN00C TOV ETAPEWDV TOL UTOPOVV Vo

TOPEYOVY EVOL GUYKEKPIUEVO TTPOIOV 1) LK VITNPEGIN GTOVE TEAATEG.

2. Megpidw Ayopaostikic Avvaunc tov welhdtn (Share of Wallet)

O dgiktng owTOC eivarl oNUAVTIKOG Yoo T UETPNON TNG TIOTOTNTOS TOV TEAATN
oOLPMVA LE aToL el TOV VITAPYOVV ECOTEPIKA oTNV gtanpeia. Alvel kdmoleg evoeilels yia
mhové peEALOVTIKG £€0000 Kot KEPON OO TO GUYKEKPLUEVO TEAUTN OAAL Ol LETPIOLUOL
a&omoteg evoeiEelc. XyetiCeton pe TowAnoelg cross sell, 6mov mpoteivovpe otov meddtn va
ayopacel KATL oYeTIKO pe To ayafo mov £xel Mon ayopdcel 1| pe TwAnocelg up sell dmov
TPOTEIVOLUE GTOV TEAITN Vo ayopdoetl kATl peyadvtepng a&iog amd avtd mov £xet 1om
ayopdoet. O deiktng eppavilel kdmoteg advvapieg kabhg meldteg pe pkpo share wallet
0w TapEYOVV TEPIGGOTEPES EVKAPIEG YIoL AVATTVEN Oomd OTL TeAdteg pe peyddo share
wallet. ' tov 0pB6 vroroyiopod tov ypetdletal va cuALexBovv GTotyeia TG Ayopdg oL
oyetiloviol pe TNV oyopaocTiKn TAON TOL TEAATN GE AVIOYOVIGTIKO TPOIOVTO KOl TOV
YPNOLOTOLOVUE OTAV TOPATNPEITE VYNAN SLOKOUAVOT| OTIS ETA0YEG TOL TeEAdT. O TOTOG

VTOAOYIGHOV Elvat:

J
Individual Share-of-Wallet of firm to customer (%) = Sj /Z Sj

=

Omnov S glvat 10 YYog TOV TOANGE®V 6TOV TEAATT, 1 €Tatpeia, X To AOpoIGHA TNG
a&log tov ToAnceov amd Oreg TG etaupeieg J mov mwAodv Eva cuykekpyévo Tpoidv ce
éva meddtr. O vwoloylopdg ivar mil ohvOeTog KaBdS oTov aplBunTy YPNCILOTOI0HVTOL
otoyeio amd Ta OESOUEVO TG ETOLPELNG EVD GTOV TAPAVOUOGTY] GTOLEID OO TPOTOYEVN

Aemtopepn Epevva g ayopdc. (I'ofdavng, 2008)
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4.8 EPEYNA I'TA THN AYZHXH THX AITIOAOXHX TQN XYXTHMATQN
CRM

H emraxtikny avaykn tov enyeipnoe®v yio vo. BEATIOGOVV TIG TEAATEINKES TOVG
oxéoelg €xel odMynoel to teEAevTOio XpoOvia og o paydaio avénon ¢ Tdong yu
gykataotaon kat ypnomn evog cvotnuatog CRM (Customer Relationship Management). H
Thon oV elvol TAYKOGUIO KOl TTOPd TS TPOCOOKIEG TWV CTEAEXDV, Ol MEPICCOTEPES
epapuoyég CRM dev @aivetar vo mpoypotonotodv Toug 6tdyovs amddoons mov elyov
10l apyKd Katd Tov oYedlacd TOVS Kot 1) 0loiknor avapével amd avtéc. 'Etol n avdykn
va dtepevvnBolv Ta aitio Tov 0dNyoHV 6T HEWUEVT OG Kat undevikn| anddoon towv CRM
CLOTNUATOV YIVETOL EMTOKTIKOTEPT ONO TOTE, €WIKA OTAV TAYKOGUES EPEVVEG
vrodekvoovy 0Tt 10 70% TV Tpocnabeimv viomoinong epappoymv CRM amotuyydvovv

va BEATIOCOVY TV amOO0GN TNG EMLXEIPNOMG.

[ToAV onuovtikd mpog TV KaTeLOLVON OVTH, ONAAON TL YPELALETAL VAL KAVEL T
dwolknon g emyeipnong oote vo viomomoest pio gpapupoyn CRM, eivar ta
armoteAéopato TIG épevvag mov £ywve to 2008 amd 1o Epyoactipro Mdpketivyk
(A.La.R.M.) tov Owovopkod Ilavemompiov ABnvov omov dSelnyoaye v mpd
oxetikn épevva otnv EAAnvua mpaypotiwomta. H épguva ompiybnke oe 600 kbplovg

a&oveg:

(a) motot eivar ot mapdyovteg mov UmopovV va PEATIOCOVV TNV OmAS00T TOV

ocvotnuatewv CRM «at

(B) mowog eivan o eowtepkdg Pabudg amdooong g emévovonsg (ROI) ota

ocvotuata CRM.

H épevva mpaypatomombnke o€ 5 TOAVEOVIKEC QOPUAKEVTIKEG ETXEPNOELS,
peyarov peyéboug, eykatactnuéves omnv EALGO ot omoieg Katd tv mtepiodo ¢ Epevvag
Bpilokovtav ota apykd cTédlo £yKOTAGTACNG EVOC GuYKeKpIuEvoy cvotnpatog CRM ota
TUNpaTe TOANcE®V Ko papketivyk. To ocdommuo frav Hosted amd pion molvebvikn
emyeipnon pe peyaAn eumepic ota ovotiuate. CRM ot @opuokevtikny  oyopd.
AvoroOnkav 240 gpomuoatordya (63% TV ATOCTOAUEVOV EPMTNUATOAOYI®OV) TOL
CUUTANPOONKAY OO TOVG YPNOTEG TOV GUOTHUATOS KOU TOPEAANAQ CLYKEVTIPOONKOV
aVOALTIKA oTotyelo KOGTOVG Kol ToANcewv amd tov vrevbvvo tov CRM og Kkdbe

emyeipnon. (Aviovitg & Iavaydmoviog, 2008)
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1 debvn emotnuovikn BiAtoypagia £xovv TPocdlopioTel SAPOPOL TAPAYOVTEG
ot omoiot 0dnNyobv otV amodoyn v cvotnudtwv CRM amd tovg ¥proteg TOvg Kot
0étouv T1g Pdoeic yio ™ Pertioon g amddoong Twv ypnotdv. Ov moapdyovteg avtol

ocvvoyiloviol o€ Tpelg PAcIKES OUAOES TOPAYOVIMV:

* Kowovikég emdpdoeig (avtiiapfovopevn mieon amd Ttov TPOIGTAUEVO, TOLG

GLVOOEAPOVS KOl TOV OVTOYMVIGHO Y10 YPNOT TOV GUGTNHOTOC)

* Emyeipnowokég emopdocelg (Betikd emyelpnolokd KAILO, GCLUUETOYN TOV
YPNOTAOV GTNV VAOTOINGT TOL GLGTHLATOS, KOOOPIGUOS EMOKPIPOV TPOGIOKIDOV 0l TN

YPNOM, LTOGTNPIEN Ao TN SLoTKN o™ KoL TEYVIKT VITOSTPIEN)
* ATopiKég EMOPAGELS (KOVOTOUIKT] GTAGT)

Ot 3 awtég opdoeg mapayoviwv ennpedlovy BETIKE TIG AVTIANYELS TOV Y¥PNOTAOV

OYETIKA LE TO:
(o) OGO €VLYPNGTO EIvOL TO GVOTN LA KO
(B) moteg eivan o1 @péreteg mov Bo TpoKHWYOLV amd TN (PT|OT| TOL GLOTNHLOTOG

Kot amotehovv v ovoia pog emroynuévng viomoinong CRM. 'Etot, €dv 1
dtoiknom SloyEPIOTEL AMOTEAEGUATIKA QVTES TIG AVTIAYELS, TOTE 01 YpNoTES osOdvovTal
KOVOTTOUNUEVOL OTO TO GUGTN AL YEYOVOG TOL TOLG 0ONYEL Ol UTAMS GTN XPTON TOL OALA
oTNV V100TNON TOV GULGTNUATOS O £VO. AVATOCTOGTO £PYOAEI0 NG €pYyaciag TOLC.
Yvvenmg povov Otav 1 dloiknom €xel eEaceaiicel OTL o1 ypnoteg £xovv amodeybel to
ocvotnuo pmopel vo ovouével O6tt o €xer Betikn| emidpacn oty amdd0cT TOVG,
BeAtudvovtog €Tl Ta AmOTEAECUATO TOANGEDV TOVG. (AvAwvitne & Ilavaydmoviog,

2008)

O vrohoyiopog tov Pabuov amddoong g enévovong ROI evog cvotpatog CRM
etvar Wwaitepa onpoavtikog, Kadog moAlol mapdyovieg oyetiCovrar pe o CRM cvotmipota
Kol emnpedlovv to. €6000 KOl To KOOTN Yoo vo extiunfel ovtd pe aélomotio. Xtnv

TOPATAVE EPELVO GVYKEVTIPOONKAV Kol LTOAOYIoTNKOV Y10 KAOE eTanpeio:

0) Ol GLUVOMKEC OOmAVEG TNG OPYIKNG EMEVOLONG Kol LAOTOINOMG Kol KOGTOG

OTTO.GYOAOVUEVOL AVOPOTIVOL SLVOLLKOV,
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B) 10 €Mo10 KOGTOC GLVINPNONG KOl TOV KOGTOVG OMOGYOAOVUEVOD OVOPAOTIVOU

duvaptkov
Y) 01 £TNO1EG TOANGELS avd XpNoTn oL opeilovtol ot ypnon tov CRM
d) T0 €TMGO10 PEKTO KEPSOG OV oPeideTal ot ypnomn tov CRM
€) 10 €010 Kabapo kEPOOC Katd T dibpkela yprong tov CRM

Me Bdon 1o avotépo dedopéva vroloyiotnke 0 pn TpoeLo@ANUEVOS ypOVOg
amomAnpoung (non-discounted payback period) kot ektiuifnkav yio téccepa Pootkd

oevapla eplBwpiov kEPOHOLG 01 akOA0VHOL ¥POVOL ATOTANPOUNG:

18% 30% 40% 50%
[Iepbopro  IIepbopo  Ilepbopro  Ilepddpro

Képdoug Képdoug Képdoug Képdoug

Xpdvoc Amominpeunic
4.06 1.64 1.10 0.82
(e €mn)

Ewova 14. Zratiotika £peovag Yo Ty avénon aroédoons Tov cuetiudtov CRM

IInyn: (Aviovimg & IMavayomoviog, 2008)

Ao to mopondve cvunepaivoope 0Tt ta svotuatoe CRM amodidovv 6e €bA0YO
YPOVIKO Kol 1 amOS00T TOVG dgV e€apTdTon amd Tov aplfud TV xpnoTdv 1 To Héyedog g
emyelpnone. AAMG 1 amdd06N TOVG £xel Vo KOVEL HE TO TEPODPLO KEPOOLS TOL
epapuoletor oty kdBe emyeipnon wy eav o emyeipnon €xel mepbdplo képdovg 30%,
tote M amdsPeon g emévovong Ba Eexvnoet petd tov Tpomto 1,5 xpodvo amd 1t xpnon
tov CRM. Ta cvumepdopato g Epguvag avTng eivat ToAD PO Yo To O1eVBLVTIKA
oTeléYM oL acyorodvTat Le TV VAomoinon cvotnpdtov CRM oty emyeipnon, dote va
AaPovv o KaTtdAANAQ PETPO KATO TNV LIOBETNON KO TNV EQAPHLOYYT] EVOG GUGTILOTOG
CRM.

* H viomoinon &vog ovotiuatog CRM apopd OAeg Tig Agrtovpyieg mov
oyetilovton e TOV TEAATN.
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* H amoteheopatikny vionoinon tov CRM otpiletatl otnv kotavonon kot £ykoipn

AVaYVOPIoT] TOV OVOYKADV TOV YPTOTOV.

* O1 ypNOTEC TPEMEL VO EKTOLOEVTOVY TPV, KOTE TNV OLEPKELD KO LETEL TNV OPYIKN

vAomoinom tov CRM.

* O1 o10)01 IOV B0l TEBOVV Bar mpémer va. sivar S.M.A.R.T. (specific, measurable,
achievable, realistic kou time frame), cuykekpipévol, LeTPNOIUOL, EPIKTOL, PEAAIGTIKOT KO

LEGO OE GLYKEKPUUEVA YPOVIKA TACIGLAL.

* H ypnon tov CRM 6a mpénet va Bempeitar dypnot amd tovg XproTeg Kat vo
&xovv Katavonoet 6tt n tov CRM Ba Bonbnoet ommv modtrta Kot TV amdd0ooT TG

gpyaciog Toug.

* O1 ypnoteg Bo TPEMEL VO GUUUETEXOLV EVEPYA KOATA TN OLAOIKOGIO GYEIACUOD

Kol vAomoinong tov CRM.

* H ovvepyacio pe tov tpoundevty tov cuotiuatog Ba mpémel vo gival cuveyng

Kol £yKoupm yio £yKopn eneEepyacion Kot ovovE®SN TV 0E00UEVMV, TOPEXOVTOS TEXVIKN

VIOGTNPLEN GTOVG PN OTES.

O pdrog g dloiknong g mpog To Paburd evBappuvong Kot VTOSTHPIENG KATE T
dradkacio V1BETNONG TOL GLGTHHOTOC gival KAOOPIOTIKOG Yol TNV EMLTUYN Kol UEYIOTN

amodoon tov ovothuatoc CRM. (Avlonitis & Panagopoulos, 2005)
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KE®AAAIO 5. MEAETH IIEPHITQXHY TO EENOAOXEIO NJV
ATHENS PLAZA

5.1 XYI'XPONEX TAXEIX XTH BIOMHXANIA TOY TOYPIEMOY

O véeg teyvoroyieg dALaEay KaBOPIOTIKA TO TPOPIA TOL TOVPIGHOD MG TPOS TO.
glon mov mAéov mapéyovion eUTAOLTICOVTAC Ta HE VEEG LOPPEG OTMG O OIKOTOLPIGHOG,
KaBmg Ko avomToyOnKav vEEG VITOOOUES TTapeOUEVEOV vInpectodv. H teyvoloykn Ko
OWKOVOLLKY] avarTuEn avénce to 0100€c1H0 ¥pdvo Kot E10OOMUA TOV avOpOTOV, LElOoE
T0 KOGTOG HETOPOPAS, EAOYICTONOINGE TIG OMOCTAGELS, YEYOVOS MOV EVIoYLOE TNV
TOVPLoTIKN Kivnom tov mAnBvopod. Tig tedevtaieg dexaetieg o Tovpopdg AALaEE pe
TaOLTOATOVG PLOLOVS, OYL LOVO GE LOPPN KOl TPOOPIGHOVS OAAL KOL GE LEGO TPOGEYYIONG
TOV TEAATOV, TPOCTUOOVIONS VO TPOCUPUOCTEL OTIS VEEC OVAYKES oL dnuovpyel M

GLYYPOVI TPOUYHATIKOTNTO.

H oAhayn tov mpogik tov tovpiotdv kabdg givol mepIGGOTEPO EVNLEPOUEVOL,
eetdlovv kol ovykpivovv TIG TOPEYOUEVES LINPECIEG TO YpNyopo Kol €OKOAO Kot
amoLTOvV TN HEYIOTN amOd0oT, avipesa g mototnta Kot Tiun. [opdAinia avoartoydnkav
To. pKkpng Odpkelag tatidw (dmuepa KAT) TO OMOi0 0ONYNCE OTNV OVOATTVEN VE®V
TOVPLOTIKAOV TEPLOYDV KOl OPAGTNPOTHTOV (TY OKL, pAPTIVYK KATT) TOV amevBivovtal o€
TOVPIoTEG 0 JOPOPETIKES EMOYES Lésa 6To Xpovo. [TapdAinAa n avdmtuén tov deBvoig
gumopiov avamntuée mokilec dpacTNPOTNTEG Yoo €MOyyEAHOTIKE TOaSidwo, EUTOPIKES

exBéoelg, ouvédpla, forum KA oV EVIoYLGE TOV TOVPICUO TOV TOLEWDV.

5.2 CRM EENOAOXEIAKHX MONAAAX

[ToAAég emyepnioelg ayopalovv 10 CRM Oyt ywoti mpwv €yovv kdvel kdmola
a&loAdynon Kot Toug Toplélel T0 GUYKEKPLUEVO TPOYPOLLLLO, COUO®VO LE OO OVOPEPOLLLE
Tapomave, aAld yoti cuvnbiletor otov KAAd0, avtd Kotaiafaivovpe OTL yivetanl mépa
and To WoiTEPO YOPAKTNPIOTIKA TG KAOe emyeipnone. Av Beswpeiton 611 givon 10
KOTOAANAOTEPO YU TNV OyOpd 7OV JOPACTNPLOTOOVVTOL OTAQ TO ayopdlovv. Xnv
Eevoodoyelakn povada g perétng pog ypnoyomoodv 1o CRM Opera ywpig va égovv

Kavel kdmoa aEoAdYNon Yo TNV ayopd TOV. LTNV cLYKeKPIEVN tepintmon to Opera wg
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VIAPYOV CUOTNHO £XEL KATOEG OLVOUIKEG TOL 1) EMyeipnom Oev TIg XPNOUOTOLEL glte
vl doev T yvopilel, elte yuti dev éxer aoyoAnfel, akdpo kot ywri ogv vEapyEL
KOTAPTION KOl GOOTH EVNUEPWOOT TNG O101KNONG KOl KOT  EMEKTACT) TOL TPOSOMTIKOV. To
npoypappo Opera, to omoio givar TOAD O10d0ed0UEVO OTIC EEVOdoyelkég Hovades elvon
TPOCUPUOCUEVO OTIS aVAYKeG €vOg Egvodoyeiov, OTOV GUVOEETOL LE TIG KPOTHGELS, TO
TPoPiA TOL TEAATN, TIC KOTAVOAMGELS TOL GE GAAN TUNUOTO TOL Egvoodoyeiov Ty

€0TLOTOPLO KAT.

H teyvoloyio dev pmopel va eEaleiyel vav Kakod oyedlaoud Kot ol oVETLTUYN
vAomoinomn evog cvotquatoc CRM aAld pumopel vo cuvelsQEPEL GTNV VAOTOINGN NG
otpatnykic CRM kot oty avénon g metuoynuévng viomoinon tg. Ot Richard xon
Jones (2008) mapadétovv v mhov) aAinienidpacn tov CRM pe Tig véeg Te)voloyieg ™G
péco mapoyng aslog Kot VE@V eukoplav Yo, 0pacn. Avtd to eEAIPETIKA ATOTEAECUATIKO
AOYIOHIKO Yoo TN dwoyeipion TG mePLovciag Kol TV POCIKOV KEVIPIKMOV GLOTNUATOV
EI0AYEL VEEC £VVOLEG, TNG VANPECIOG EMGKENTMOV KOL TNV TOPOYN VANPECIOV, TUPEYOVIOG
axpiPeic, £ykopeg TANPOPOPIES Yoo TNV EVOLVALMOT] TG SLoEIPLONG KOl TOL TPOCOTIKOV
(http://www.micros.com, n.d.), apkel vo VEAPYEL N KOTAAANAN KOTAPTION MOGTE Vo
Bonbnoet v emyeipnon vo TETVYEL LEYIGTOTOIN G TNG TAPAYMYIKOTNTAS TNG Kot avEnon

™G KEPOOPOPLOG TNG.

5.3 TO ZEENOAOXEIO NJV ATHENS PLAZA

To NJV Athens Plaza Hotel gival éva Egvodoyeio 5* 610 10TOPIKO KEVIPO TG
ABMvag, KoVt ©TO EUTOPIKO KOl EMLXEPNUOTIKO KEVTPO, o€ €EAIPETIKY TOTOOEGIN
TAPEXOVTAG TPOGLTI] TOAVTEAELD KOL TPOCMTOTOUEVN €EVINPETNOT.  ATOGTOAN TOV
elvar m euydploTn SOV TOV TEAUTAOV TOL, TPOCPEPOVING LYNAMY TPOSLOYPUPDV
euoevia oe cuvdvacud pe povadikn B€a, vyniov emmédov coépPig oe Eva (eoTd Ko
eoEevo meparrov. O oTOYOG TOV TOAD KOAG EKTOOELUEVOL KOl OPOCLOUEVOD
TPOCOTIKOL gival va aicBdvetatl o kdbe meldng 1010lTEPOS Kol 6TO TELOG TNG SLOUOVIG
T0UG vo voumbel éva aicOnpo Kovomoinong OA®mV TV TPOCIOKI®Y TOL amd £va
Eevoooyelo mov oéfetor tovg meAdtec Tov ko Oéher vo amoxopilovv a&Eyaoteg

aVOUVIGELS oo TO 1010 TO £EVOJ0YELD OAAG Ko ard TV TOAN TS AOMvag.
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Me 159 vrépoya dopdrtia, 23 vrepmrolvtereic Goviteg, £6TIATOPLO, UITAP, COAOVIA,

TAP®G EEOTAIGUEVO GLVEOPLOKO KEVIPO KOU DYNANG TOWOTNTOS KOL TTPOSIOYPOPDV

napoyéc katl vanpeoieg, o Eevodoyeio NJV Athens Plaza amotehei v 1dovikn emthoyn

dtapovng 6to KEVTPo TS ABMvag, Téve oty TAateio Zuvtdypotog.

[Mapoyéc ko ot vanpeoie Tov Egvodoyeiov NIV Athens Plaza:

o

©O 0O 0O 0O O o o o o o o

@]

182 dmpdtio Kot moAvTeAElG coViTEG KATAVEUNIEVEG GE 9 0OpOPOLG KO [LE
duvatdHTNTO EVOLAUESS GUVOEON (LLE XOPNTIKOTNTA £0C Kol 4 ATOUMV)
®¢a omv IMloteion Zvvtdypatog, v AKPOTOAN Kol GTIC 000VG ZTadiov
kol Bovkovpeotiov

1 eotatopio (peonueplavd kot Bpadvo Mecoyetokng kovlivag)

2 pumop

Yvvedplakol ydpor 300 TETPAYOVIKOV €LEMKTNG SloppvBUIoNG Kol HE
dvvatotto erioceviag émg 350 atdpmv

YoaAdvio

AVEAKLGTIPES EMOKENTAOV KO OATOCKEVDV

DOAOEN ATOGKELOV

Ynnpeoia bell boy

Avvototnto late check-out / early check-in

E&unnpémon dopatiov eni 24dpov Bacemc

Ynnpeoia kaBoupiopov Kot GLOEPOUITOS POVYWOV

Ynnpeoia express G10ep®UATOS pOOY®V

A®PATIO KATVIGTOV KO 1N

Avvatdm o Sopydvemong KOWOVIKOV EKONADCE®DV, GLVEIPIOV Kot
CLUVAVINGE®MV

[ToAOYA®wGG0 TpocwmTKO VITOOOYNS

Reception pe Aettovpyia eni 24dpov Pdoewc

Acvppotn obvoeon 610 SadIKTLO GTO dMUATIO KOl TOVG KOWOYPNGTOVS
YDPOLG

[Mpw1vdg pmoveEg apEPIKAVIKOL THTOL

[Tapoyr TANpoeop1dV Y100 TNV TOAN Kot SLVATOTNTO KPATGEDV EKOPOUDY
Yrnpeoio evolkiaong oToOKIVATOV Kot TOAVTEADY OYNUAT®V, He 00NYO M

X®Pig
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0 AvvoTtdTTa YPOUUOTELOKNG VTOSTHPIENS atd TIC 9 To TPl PEYPL TIS 5 TO
amdygvpa

0 IIWpwg eEomiiopévo Business Center (vmoloylotig pe mpocfacn o1o
J1dikTLO, AMOGTOAN Kol ANYTN GO, POTOTLTIKO, EKTVTOTNG, OLVATOTNTA

EVOIKIOONG TPOCOTIKADOV VITOAOYIGTAOV, POE KOl KWWNTAOV TNAEPOV®OV.

5.4 MEOOAOAOI'TA EPEYNAX

210 TWAOUGI0 NG TAPOVCHG HEAETNG  YPNOWOTOMmONKE TPOTOYEVNG KO
OEVTEPOYEVIIC €PELVO. XTO TAMICIO TNG OELTEPOYEVOVS £PELVOC, 1 OMOiol OPOPE TN
ovykévipoon Ogdopévav kol otoyelmv omd mohoudtepeg €peuveg KOl UEAETEC,
ypnoonoovvron Piiio amd ™ debvi kot v eAAnvikn Piploypagic, TGTHHOVIKA

apBpa, otatioTikd ototyeia KOS Kot TyEg amd 0 AladikTvo.

Tavtdypova, 010 TAOUGIO TNG TPOTOYEVOLS E£peuvag, EMAEYOMKE 1 TOLOTIKN
avéivon pe ) xpnomn ovvévievéne. ‘Evag Oepatikog aEovag oyedidotnke yio 10 TAOIG10
TOV EPOTICEMV OV £YVAV GTO TANIGLO TNG GLVEVTELENG MOTE Vo GLAAEYOOVV YpNOIUES
nAnpoeopieg and tov Manager tov Egvodoyeiov. EmAéybnke n molotikn épevva kabmg
o1oY0¢ eivar M ek PaBovg peAétn TV TACEMV Kol TOV CUUTEPIPOPAOV KAHDG Kol TV
TPOTIUNCEWV Yo To Eevodoyeia TOANg 5*. Kpitnplo yia tnv €mAoyn TOV CLUYKEKPIUEVOL
Eevodoyeiov Mtav 1 KATAToEn TOL avALEsH oTo KaAvTepa Egvodoyeia TG Kot yopiog Kot
emmAéov AOY® ™G Tpdopatng avakaiviong Tov. H cuvévtevén pe tov dtevbouvn odnynoe
oe ypNolo kot o&lOmoTe GLUTEPACHOTE YL TNV £PEVVE HOG 7OV UTOPOLV Vo

YPNOLOTOLOVV GUUTANPOUATIKE Kol EMTPOGOETEG EPEVVEG.

5.4.1 Mowtwn ‘Epevva

YKxomdg TG Epevvag Yo va 00000V OVTIKEIUEVIKEG TANPOPOPIES KOt TO OElypa va
&xel emheyel KaTAAAN A0 OOTE Vo dlvel pio peydAn mhoavotnrta vo eival avIumposOTELTIKO
0V VL dlepevvnon TANBvopod. O TAnbvoudc g épevvag elvat T0 GHVOLO TV ATOUMV
LLE GLYYEVN YOPAKTNPIOTIKA Kot TO 01oio Oa emtheyel Yo TO TEAKO delypa. TNV TOL0TIKN

épevva to Oetypa avtikabiotdror amd TV €0pecn Kot TEAMKE €TAOYN TOV KOTAAANAOL
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aTOUOV TO 0Toi0 AOY® eumelpiog, BEong, ApUOSIOTHTO®V KAT UTopel Vo SMGEL OVGLUGTIKEG

KOl YPNOLES TANPOQOPiEG 01 0Toieg umopovv va, a&loAoyn0odv KaTaAANAa.

Apyikd emAéyOnke T0 ATOpo TO 0moio KpiOnNKe KATAAANAO Yo TN GLVEVTEVEN Ko
{nmbnke N oxetikn doeta amd v doiknon. [apdiinia evnuepmddnke Kot o 10106 yio ™)
deEaymyn g épevvag Kot TV €mMA0YN Tov Yoo TV cvvévievén. Eeodcov vrnpe n
COLPMOVI] YVOUN Kot omd TNV TAEVPA NG d0IKNoNG Kol TOL 1010V, 0AOKANPOONKE 0
oXEOOGUOC TOV EPOTACEMV TNG GLVEVIELENG, MOTE VO AVTOTOKPIVOVTIOL TANP®G GTO

TpoPiA Tov epmTNOEVTOG.

H npotoyeviic épevva otdOnke onpovtikny Yo Tov oxedacpd evog dEova mov Ha
KwvnOet n ovvévtevén. Ta otoryela mov cvykevip®Onkav ypnoipomomdnkay yo. Tov
apyKd oXEOOGUO TOV EPOTHCEMV TOL Bo TPEMEL VoL GLUTEPIANPOOVY 6T TANIGLOL TNG

oLvEvTELENG.

Ta otdo chviaéng mov axolovbnOniov NTov pio Tpokataptikny e€étacn TV
OeoTIKOV EVOTNTOV TOV EPOTACEMY, 1 ATOPACT] YO TNV ETIAOYN TOV KATOAANA®V
EPMTNOE®V Y1a TN d1epeHVNON TOV GYETIKOV BEUATOC, 1| OmdPACT) TNG CVLVTOENS TOVS HE TN
YPNON TOL KOTAAANAOL Ae&hoyiov Kot pacEOAOYiOG, 1| LOPON TOV EPMTICEMV, AVOIKTES,

MOTE VO TPOAYOLV TN GLLNTNON KOt TOV TEPOUTEP® OLAAOYO LE TOV GLVEVTELELALOUEVO.

Téhog, M emAoyn TOL HEGOL TOL YPNGLULOTOWONKE NTAV VO GTOAOLV Ol AEOVEC
TOV EPOTCEOV 610 mpoownikd email tov ovveviev&loldpevov pe okomd va givor
KOTAAANAQ TPOETOIHOGUEVOS OAAG Kot v dtepeuvnBohv THavOv acapeleg 1| TOPAAEIYELS

0TOVG OBepaTikovg AEoVeG.

> ovvéyeln kieiotnke mpoxkabopiopévo paviefold oto ypageio Tov devbuvt oTo
Eevodoyelo omov kot viomomOnke N ovvévtevén. H ocuvévievén nyoypaondnke pe
COLPMV YVOUN TOL d1EVBVVTY Kal Yo TN XPNOT TNG OTNV TaPoVca EPYOTia, YPELICTNKE

VoL Ao pLay VI TOQPVN O€l.

5.4.2 Boowkd epevvnTIKA epOTNHOTO

Kvpro gpguvntikd epdtnua givat n emppon mov ackovv to cuotipate CRM otig
KOTOVOAWTIKEG OTOPACELS TOV XPNOTOV TOVG KO TO OV KOl TWG TO EKUETAAAEDOVTOL Ol

Managers Egvodoyeimv 5% g AOMvag yio v avénon tov Kpatnoewv KAVOV ot
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Eevodoyelo Tovg. Xvykekpuyuéva, Bo peietnfel o poAog TOovg oTO TEPIPAALOV TOL
TOLPIOUOD KABMG Kol TO TG UTOPOVV Vo YPNCGIHLOTOM B0V Yid TNV TPOCGEAKLGT VE®V
TEMUTOV Omd  EEVOOOYELNK( GCULYKPOTNHUATO, HE €K EUPACT) GTO GLYKEKPIUEVO

Eevodoyeio.

H avdykn ekndovnong g mapodcoag £pevvac mPoEKLYE AmO TO YEYOVOS OTL TO
ocvotuata. CRM amotelohv €va cuyypovo epyodreio emkovoviag tomv Eevodoyeimv.
Emumiéov otig pépeg pog to dtadiktvo dtadpoapatilel onuavtikd poAo GTNV KOTOVOAMTIKY
ovumeplpopd Tov ypnotdv. [HopdAinio nAn0og epeuvdv HEAETOVV TIG KOTOVOAMTIKESG
CLUTEPLPOPEG OGO APOPE TN OLVOLIKT OEIOTOINGNG TOV TANPOPOPIDY TV GLGTNUATMOV
CRM otmv tovprotiky| Bropnyavia. [Hapdrinio and tn GUYKEKPLEVT] TOLPIGTIKY HOVAdL
EKQPACTNKE 1 avAyKT Vo pedetnBel 1 cvykekplévn oyéon kot va a&toAoynel n mopeia

TOV EEVOOOYEIOV GE GYEDN UE TIG OVAYKES TV KATAVOAMTOV KO TNG 0LyOpPdiG.

5.4.2.1 Kprmijpra onuovpyiog agévov covévrenéng

[Tpwv ™ d1e€aymyn g oLVEVTELENG, O EPEVLVNTNG KAAEITOL VO OMLLLOVPYNGEL Evay
dEova mave otov omoio Ba kvnbel n emkeipevn ocvvévrtevén kobm¢ vrdpyel Kivovvog
Katé TN odKacio TG oLvEVTELENG Vo EEQUYOLUE OO TOL KUPLOL EPELVNTIKG LOG
gpompata. Ot d&oveg dopovviar £€tol ®ote va Ponbncovv katd T STHTOGN TOV
EPOTNOEMY MOOTE VO 000UV 01 KATAAANAEG EVKOLPIEG Y10 OVOIKTEG OMAVINGELS TOL O
00NYNOOLV G€ VEO ONUAVIIKA GUUTEPACUOTO, OO TN OTOIMOY] HUOVOAEKTIKAOV
OTOVTNCE®V TOV EPEVVITIKA OV €lvOl YPNOULES Ko €miong Ogv OMUIOLPYODV €VVOTKO
KMpo ®ote 0 ouveVTELELOLOUEVOS VO VOUDGEL O1KiML, EUTIGTOCVVI] KOl VO ULTUIMGEL OGO

T0 JVVATOV TEPIGGOTEPQ BEUATO CYETIKA LE TNV EPEVVAL.

Me Bdomn avtdv ToV YvdUOoVe dNUovpynnkay ot KATtmwbt AEoVES EpMTNCEWMV:
e 'Em Aertovpyiog g emyeipnong
o Xpoévia mov giote phvatlep otn cCLYKEKPLULEVN EMyeipnon
o Xyéom phvatlep pe v emyeipnon (VmaAAnAKy KAT)
e  Epyocioxn gumeipio amd aviicToryes emyelpnoelg
o MOppmon, EEIOTKEVUEVES YVDGELS, OVTIKEIEVO GTTOVODV, TEPAITEP®

ekmaidgvon

67



e Xnuepivi Aettovpyia TG emyeipnong

e Aoun — epapyio — opyaveoon

e X101

o [lehdteg oto)01

o XTpatnyikés Kot cvykekpéva n otpatnyk] CRM

o [dwtepdtnTeg Eevodoyelakol KALOoV

e 'Em ypriong cvommuatov CRM

o  Timeprhappdvel to cvotnuo CRM, t1 mAnpoopiec kpivovtol amapaitnTes va
GLYKEVIPAOVOVTOL Y10 TOVG TEAATEG

o [ldOg ovyKkeVTPOVETE TEPIGGOTEPES TANPOPOPIES Y1 TO TPOPIA TOV TEAATN OAAG
Kol TOAVES AAAES AVAYKES KO TTPOTLUNGELS

e [log ypnowonotet n etaupeia o oTOLKEID YO VAL EVIGYDGEL TO LAPKETIVYK

e Awyeipion g mAnpogopiag and 1o CRM evtog g etapeiog

e [log xveital o avTay®VIGHOC TPOg avTh T Katevbuvong

o  Eukoapieg kot aneiléc amd ) xpnon tov CRM

o  Tpdmor amdknong epmepiog v oty aS0AdYNo TOV GLGTHLLOTOG

o [log petpdtar n amddoon twv cvotnudtov CRM

e  Xpnon e£OTEPIKAOV 1] ECOTEPIKAOV OVOAVTOV

e Yvvepyacio GALOVG QopElg

o  O%UaTo TPOCOTIKMY 0EOOUEVOV Kot O1PUANEN TOVG

e  Ti0antav xpnowo yuo va Bertiowdodv ta CRM cvotmipota

5.5 TIOPIXMATA EPEYNAX

ATO TNV ATOLOYVITOPOVN O] TG GLVEVTELENG Kl COLPOVA LLE TOVG EPEVVITIKOVG
a&oveg, To mopiopota TG £pevvo UTopoHV Vo cVYKPOTNOoVV 6Ta £E1C TOPIGLOTO (DOTE TOL
gupfuata va eivat cuykevipopéva kot eneCepydoipa yio ) deoymyn ¥poLmv

GUUTEPACUATOV.
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1. E1 Aewrrovpyiag tng emvyeipnone, cvotacr), dopr oloiknong:

H emyeipnon Aettovpyei and tov XemntéuPpro tov 1981 kon de €xet yiver kapia
aAAaY”) 6TO 1O10KTNGLOKO KABEGTAOC TG amd TN GVCTOCY| TNG UEYPL CNLUEPO. KO OVIKEL
otov outho Bapdwoyiavvn. Kotd xoapodg €xer d0bei 10 management ce O14popeg
etapeieg evod onuepa dgv avnkel og kamow 01efv| alvcida Egvodoyeimv. Tn dekaetia
1981-1991 Aertovpynoe vmd to management ¢ Le Meridien Hotel, pe T'dAiovg
devBuvtéc, 6mov oe OTolEg dALeC BEaelc Ekpive 1 eTtanpeia TomoBeToVoE SIKA TNG OTEAEYT,
EVO oTIC LTOAOESG BEGEIS amaoyohovoe TPoooMKO Kot oTeAEN EAANveC. v cuvéyewn
1991-2009 Aertovpynoe vd to management tng Grecotel, eEAANViKnG etonpiog droryeipiong
Eevodoyeimv, Tov avnKel otov Opho Aackaloviovikn. Amd 1o 2009 £wg kot onuepa, N
emyeipnon Aettovpyet pe d1evBvvon opiopévn amd Tov 10KTNGLoKO OpuAo Bapdvoyidvvn
Kot dloTnpet o oyéon eraepds popoeng eEdptnong and ta Preferred Hotel of the World.
H aAvcida avt mapéyel kamolo oTavTap 060 aPopa TO ETIMESO VINPESUDY TOV TPETEL VUL
napéxel 10 Egvodoyelo KaBMG yivetar évag €molog €heyyog amd v etorpion VIO TNV
popon €voc mystery guest, o omoiog pével dVo UEPES 6To Egvodoyelo Kol eAEYYEL €QV
TANPOLVTOL Ol OpOL OGTE Vo, Uopel To EEVOOOYEI0 VoL aviKeEL GE avTV TV aAvcida. H
emyeipnon mpoopépel Bécels epyaciag o mepimov 150 vraAAnlovg kot divel Wwaitepn
onpacio 6TV votepoENio TS, Le 6TOYO va gival PEGa 6N MOTa LE TIG EMYELPTOELS TTOL
oéfovtol Tov meAdTn Kot Toug epyalopévous. To opyovoypappa g emtyeipnong Exet ¢
ekng:  Tevikdg Awvboving, Ilpoiotauevog tunuatov  (Aevbovig mToANCE®V,
[Ipoiotauevog Teyvikov  Ymmpeowwv, Ilpoiotduevoc Aoyiompiov, YmedBvvog
Mnyavoypdonone, YmevBvvog Ayopawv, Ymevbvvoc Emcitiotikod Tpnqpotog, F&B

Manager kot k4to and avtév o Chef kot o Captain)

2. lpogiA:

To otéleyog mov ovupeteiye oty Epguva givan 3 xpovia devBhvipla, e GTOVOES
ouvaQElg e TO YOPO TOV TOLPOTIKOV emyepnoewv, TEI ABnvov, Zteleyov
Tovplotikwv Emyeipnioewv kot St. George Commercial College, Anp. Zyéoeig. Ot oto)01
™m¢ o¢ AtevBovrpia [oAncewv givar 1 adénon ToANce®V, 1 EMITELEN ATOTEAEGUATOV LE
Baon tov mpovimoroyiopov (budget) kabdg kot 1 avASEIEN] VEOV GTEAEYDV TOANGEMV.
Epyaletar pe vrodAniikn oxéon Kot dev €xel kopio 1010KTNOOKN GYECT LE TNV €TOpEia.

Or kaBnuepvég g dpactnploTeg TEPAAUPEvoOVY TV 0pYdvedon TOL TUNUOTOC, TNV
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TopakoAoVONoN TG ayopdc, TNV opydvoon Tov Anupociov Xyéoemv kot tov Marketing.
Ot thoelg g emoyng €xovv avaykdoel v etoipeio va Béoelc otpatykég toco B2C
(Wwteg), 6co kot B2B (etarpeieg) ko B2B2C (dubteg péom Online xor Offline

TOVPIGTIK®V YPAPEIWDV).

3. O TouPoTIKOG KAGOOS ONUEPE KOl OL OLNTEPOTNTES TOV EEVOOOYEIMV

noAnG:

O Eevodoyelokds kAadog avrtipetonilel T peyokvtepn mpdkAnom mov eiye péypt
oTyUNS kaBdg ot ToAnocelg Bo mpémel va gival oA GTOYXEVUEVEG Kol AGY® TOV EVTOVOL
avVIOYOVICHOL M KABe moAnon amotedel por pdyn. H avdmroén tov niektpovikdv
TPAKTOP®Y KO TOV KOAVOALDV TOANCEOV HECH (VIEPVET EXEL OPAIPECEL OO TNV TOANGN
™G 0e&10TNTES TTOL XPELOTAV UEYPL TPOTIVOG EVOS VITAAANAOG TPAKTOPEIOV Y10 VO KAVEL
™V TOAoN o€ €va vIoynelo meAdtn. Ot 6e&l0TTeg aVTEG £YOVV YiVEL YVOGELS TTOV
mpémeL va, Exel M emyeipnon vy to mo eivon to target group tng, Tt TEAATEG GTOYEVEL
COUP®VA UE TNV EVPVTEPT CTPATNYIKY TNG AALA Kot TNV MUEPOVS. Ta Egvodoyeio TOANG
Aertovpyohv Tedelmg OlPopeTikd amd To Egvodoyel TOV AEITOLPYOVV EMOYIKE Kol
oTOYELOLV KVPIWE 6TOV TovpioTa Yo avayvyr. To Athens Plaza, ctoygbel kvupimg otovg
enayyelpatiec mov emokémtovror TV ABMva Yoo emayyEALOTIKOVG AOYOVS Kol £mELTol
OTOVG TOVPIGTEG TOV A0V HOPPOV Toupiopov. Emiong to evdiapépet va dabétel Tig
aiBovcég Tov Yoo GVVESPLa, YevpaTo KAT. £T10 Egvodoyeio Acttovpyel emiong €oTINTOP1O,

KOPETEPLOL KOL LLTTOLp.

4. Xtoyor TG emyeipnong:

O oto)0¢ TG emyeipnong eivar apykd, vo mTopéyel LANPEGIES LYNAOD ETTEOV
OTOVG TEAATEG TNG KOt VAL ATOTEAEL TOPAAANAQ Lo VTOAOYIGIUN SVVALT GTOV TOVPLGTIKO
topéa oty ABMva. To yati o meddtng Ba emAé€etl apykd kot otn cvvéyxelo o emAEEet
va emokepBel Eavd 1o 1010 Eevodoyeio eCaptdton amd TMOAAEC TAPAUETPOVS, OTMOS Ol
TOPOYES, Ol VANPEGiEC, N Torobesia, N kabaploTTa, TO OTL B OVOYVOPLoTEL | TAPOLGia
TOV MEAATN, KATL TOL M ovykekpluévn Eevodoyelakn povado Bewmpel mapa wOAD
onuavtikd. H emyyeipnon céPfetar v mopovsio tov TEAATN Kot TOL Sivel TO KOPOG TOL

opeilel va dmoel KABe emyeipnon otov meAdtn g, mov divel otnv emyeipnon ta
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ypuoatd tov. ‘Etol, Owatnpeiton ko 1 meAatele g emyeipnong apeiom. H
avayvootudtto TG EEVOOOYEWKNG HOVAdaS omd Tn o, OAAG Kot 1 extiunocm, o
oePacuds, N Tpocoyn amd TV GAAY, ivol To GLOTATIKA Yo o TETVYNUEVT Topeia. Edv
dev vdpyovv ta mpoovoeepBivta, mpémel | povada va gival duvotn ce GAAa onueia,

MOTE 0 TEAATNG VO EMOTPEYEL EKEL.

5. llehdTeg 6TOYOG:

TYETIKO HE TOVG TMEAATEG OTOLG OMOIOVS OTOYXEVEL M EEVOOOYEOKT HOVAd,
avapépnke 611 dev mpémel va ayvoeitor Koaveic. Aotikd Egvodoyeion Kot dOoutépwe,
Eevoodoyeia oty ABnva (4, 5 aoTépmV) deV UITOPOVV VO EXOVV GUYKEKPIUEVOLS TEAATEG-
oTOYoVG. YThpyovv ot meAdteS TG TOLPIOTIKNG TePLOdov (lovhviog — Avyovotog), evd
TOVG VITOAOITOVG UNVEG 1) EEVOOOYELOKT] LOVADO PLAOEEVEL EMyEPNLTIEG ) OCYOAELTOL LIE
T0 GLVESPLOKO TOVPIEUO (UéEYPL 250 Gtopa), EWBAAA®C, cuvepydlovTal, TaipvovTag Kamolo
dopdtio amd Ao peydAo GLVESPLO KO TO GLVEDPLO YiveETo GAAOD, HEC® TOVPLGTIKOV

TPAKTOPO, TOV OPYOVMDVEL TO GLVEIPLO.

6. ZTpotnyK) TPocEAKVONG TEALATAOV

Ov meplocdtepec oTPATNYIKEG TPOGEAKVLONG TEAATAOV Yivovtal HEC® TOV
Awdwrvov. H emoyr|, mov ot ta&idiwtikol mpaktopeg kotndOvvav Tov TOLPIGUO GE
ovykekpipéva Egvodoyeia | TOAELS, Exel TapéAel oploTikd. Ta mopadoc1aKd TOVPIoTIKA
ypapeia mapovsidlovv o eBivovca Topeio TV TOVPIGTIKOV YPAPEI®V, EVE TAVTOYPOVO
napoTnpeital adENon TV angvbeiag KpATNoEOV TOV TEAATOV, AdY® TS Vapéng Kot TG
YPNONG TOV NAEKTPOVIKMDY TOLPIOTIKOV TPakTOpwv: trip advisor, booking, expedia kAm.
AAMG okOpo Kol 01 10101 01 TOVPLOTIKOL TPAKTOPES OV KAVOLV ameLOElNG KPAUTNOELS GTO
Eevodoyelo, kaBmg pmaivouv 6° éva Miektpovikd site (mov Asttovpyel g pesalovtag),
o6mov vrapyovv ot Agyouevol hole sailer nlextpovik®v Kpatnoewv (MAeKTpoviKny TOAN
KPOTHOGE®V), Ol OTOIEG AT TN OTIYUn otV ayopd sivotl: special tours, guillivers, wikik
K.0L KOL KAVOUV KPOTNOELS HEC® OT®V. ALt TN OTIYUn OAd 0dnyovuvion 6to AladikTvo.
Koatapyovvror ot mpdktopeg, ot dueceg oyéoelg HeToEy mpaktopeiov Kot Eevodoyeimv
KaBdg Ao Tetvouy TPog avt TV KatevBuvor. ATd v @A, 0tov vIdpyel Eva peydAo

oLVEDPL0, ekel N Katdotaotn aAAdlel. e ot TV TEPinT®O €ivon avaykoio va vdpyovv
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EOIKEC TUEC, CLVEPYUGIES, CLUEMVIES, YTl TOTE yiveton amevbeiag n kpdnon HeETOEL
npaxtopeiov Kot Eevodoyeimv (e€edikevpuéva TPOKTOPEl GLUVESPLOKOD TOLPIGHOV,
eQOoOV 0ev umopel kabe mpaxtopeio va avardPet o té€toto peydin dakivnon avlpmrmv

Kot dopatiov og peydia Eevodoyeia g AOnvag).

7. Xpiion CRM ocvetnpatov Kot dtodikaciss.

H etaupeio ypnoponotel 1o CRM cootnua Opera. Yanpye otnv etoupeio and mpv
amAd mpoceata Eekivioe (o S1od1Kacio avadlopydvaong Tov TpOToV AElTovpyiog Tov
OLOTNUOTOG MOTE Vo OAAAEEL O TPOTOG TOL TO YPNOYLoTovoay UEYPL onuepa. H
dadikacio avth sivar akopa o eEEMEN. To front office sivar viebBvvo og TpdTO GTAGI0
va tpel opBa Kot vor COUTANPAOVEL T TEGIO TOL TOV £YOLV OPLOTEL MG avaykaia ylo vo
ocvpurAnpovovtal. O meAdng xatd v €lc0d0 ToL 610 EEVOJOYEID GLUTANPAOVEL Lo
QOpUA TTOL GUUTEPIAAUPAVEL TEPOL OO TOL TPOCOMIKG TOL GTOLYEIN, KATOLEG TPOCMOTIKES
10V GuvhBeteg, mpoTunoelg | TpoPAnuota vyelag, Bépata aAdepyidv KAm. Avtd ot
OULVEYELD KOTOY®POLVTAL 6T0 cVoTna. Emiong o vrdAAniog vrodoyng eivar vrevbuvog
VO EVIUEPAOVEL TO GVGTNHA KOOOAN TNV Topapovh Tov TeAdtn 6to Eevodoyeio, d®OTE GTO
TENOG Vo €)EL ONUIOVPYEL EVOL OGO YIVETAL IO OAOKANPOUEVO TPOPIA ToL TeEAdT. ETot yia
TOPASEYUa £YOVUE GLYKEVTIPMGEL TANPOPOPIES Y10 TIG TPOTIUNGELS TOV Y10 TO GTLA Kol
TOMO d®UATION, TTY UTPOCTIVO, LE UEYAAOVG YDPOLS, YPNON SLOSIKTVOV, £ETPA VINPEGTES
OmmG PN aeHTVICT, KaBaploTNPlo KA, TPOTIUNCELS GE €100C TPOIWVOL OAAL Kol
mOavEg alhepyleC O€ OMOPPLTOVIIKA KAT OKOpO Kol emimedo avoyng oto 6opvfo,
vdpopofia k.. Me avtd tov TpOHTO TOGO Ol VHAAANAOL TNG VLROdoYNG OGO Kol Ot
kabapiotpleg oAAE Kol ot cepPiropol amoteAovV €val dikTvo T0 omoio yvopilel kdmolo
TPOGMOTIKA OEOOUEVOL YlOL TOV TEAATY, OCTE GOUPMOVO UE TO TEANTOKEVIPIKO HOG VO
meTVYOIVOLV VYNAAQ emimedo eELANPETNONG KAl GE EMEKTOOT TKAVOTOINONG TOV TEAATY.
Eniong xatd 1t dSwpovy tov oto CRM cOotnpo cuykevipdvovtol Kol OWKOVOULKE
oTol el Y10 TOV TTEAATY], KOOMG GUVOEETAL UE TEPLPEPELOKA TATPOPOPLOKE GLGTHLLOTO, TTY,
TOVL UTOP, TOV €0TIOTOPIOV KAT. Me aLTOV TOV TPOTO EYOVUE U0 TANPN EIKOVO YOl TIG
KOTOVOADGCELS G€ EMIMEOO YPNUATOV TOV £XEL KAVEL O TEAATNG, OALL Ko OTOLYEID Yoo TNV

TANPOUY TOV, 0PLOUO TCTMOTIKY KAPTAG, AOYUPLUGLOVG OWYEWMS KAT.

To CRM ocvotua anotelel £vo TOAD ¥pNOUO EPYOAEID KO GE TEPITTMOT TOV O

meAdng EavaemiéEel o Egvodoyeio pog, KaBMG 0 VITAAANAOG VIOJOYNG, £XEL AUECH OTN
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ouabeon tov TANPoPopieg Yoo Tov TEAATY, OOTE 1 €ELANPETNON TOVS YiveTanl GpeESN Kot
oukn. O meAdng voldbel OTL €YEl TPOCOMIKY OVTILETMOMION, VOoumbel owkelo Kot

oNovpyel o€CELS OEGOV TOL TOV 0ONYOVV V. Yivel ToTdG TEAATNC.

8. Avadivon TV TANPoQoPLOV oV cvAAEYovToL amté To CRM.

Ye 0e0vtepo emimedo To otoyEeion mov ovykevipovovror emefepydlovtal Ko
avolvovtal o eninedo yield management. Mog evdtagépel dniad| vo evtomicovue Tig
ePLOOOVG LYNANG {Tnomg Kot YoUnAng, Kabmg Kol vo S1EPELVICOVLE TIG TAGELS Y10 TV
enopevo pnva. H yvoon ex pépovg g emyeipnong autdv ToV TOPAUETPOV OTOTEAET
OVIOYOVIOTIKO TAEOVEKTNHO KOODC pmopel M Eevodoyelokn povada vo olabécel to

dopatio o€ YounAdTEPN N VYNAGTEPT TIUN, 1} VO TPOGPEPEL TPOCPOPES, KAT.

9. O@éln amo6 ™ yp1on aIAnpoPoplokov custipatog CRM

H emyeipnon moapaxoiovbel otabepd tov aviaymvioud kor mpoomabel va tov
OVTILETOTICEL. ZNUELOVETOL TOG TOV TEAELTAIO YPOVO TOPOLGLACTNKE PEYAAN abvENGN TOL
Tovpopod ota Eevodoyeio [loAews. H avénon g mAnNpOTNTOG OTN GUYKEKPLUEVT
Emyeipnon onpeiooe 20-25% kot n avénon tov €568wv g oyedov 40%. To Egvodoyeio
“mpe UEYOAVTEPO KOUWUATL” amd Tnv adENom mov onuelddnke, o€ GYEOM HE TOLG
OVIOYOVIOTEG, YEYOVOC MOV  QOVEPMVEL TNV VREPOYN TOVG OTO  “‘mouyvior” Tov

VIOYOVIGHLOV.

H emyeipnon eivar oe ovveyn emaypvmvnomn, kot o oppodlog manager £xet
avaAdfel vo eEAEYYEL KOl VO, LEOUELMVEL TIG TIUESG, TOPAKOAOVOMVTOS TOV AVTAYWOVIGUO,
va TpowBel véeg TPooPOPEG | mMOKETOL e OBPOPES TOPOYESG TOV EEVOdOYEIOV KATT. e
O0TOYO VO OVTILETOTIOTEL O AVTOY®VICUOG Kot Vo TpomOnBel n emyyeipnon. Enpavtikn yo
NV EMYEIPNON ONUEIDVETOL 1) IKOVOTOINGT| TOV TEAATMOV TOVS LUE TPOTO TETO0 MGTE TO
Eevodoyelo va amotehel TPOTN TOVG EMAOYT. AfveTar peydin onpacio otn cwot oxéon
TIUNG- TOOTNTOG TPOIOVTOG, KOl DINPECIAOV LYNANG TOHTNTOS KOl TNV EELTNPETNON UE
oefacpd K extipmon amévoavtt otov meAdtn. H emyeipnon avtpetoniler tov
avToyOVIGHO pe T xprion tov CRM, ack®vtag oTpatnyikes TEAATOKEVIPIKTG PLAOGOMING
Kot mopovotdloviag pion €KOVe PEOAIOTIK Kot Yopic weyddlo, OTMG MIGTEVOVV T

oTEAEYM.

73



10. A&widynon tov TAnpo@opLokov cvetipnotog CRM

Amo Vv épevva TPoEKLYE OTL OEV LIAPYEL KATOLO VITOCTNPIEN TOV CTEAEYDV GTNV
a&loAOYNON TOL TANPOPOPLOKOD GULGTNUATOS 0VTE EYEL M EMEipNON OPOUOAOYNGEL
KATOwL 10104TEPN EKMOUOELON TAVE® GE OVTO. L& GUVEVVONGCY WE TNV ETOIPEID TOL
vrootnpilel 10 TPOYpALLLO GLVTNPOLV Kol BeATidvoLy To Tpdypappa. Eniong agioroyodv

™ GLYVOTNTA TOL 0 TEAATNG EMALYEL va peivel kaBmg Kot a&io TV ayopdv Tov.

MdéAota évo YapakTNPoTIKO Tapddetypa yio v agloAdynon g ypions Tov
etvar 0TL €yovtag ekdva Yo £vav KOKOTANPOTN TEAATT, 1| emtyeipnon umopece va BEoet
KOADTEPOVG OpOVG Yo emdueves ocvvepyooiec. H emyyeipnon Ppioketon oe €va 6T1dd10
avadopydvoons tov CRM ywotl moapammpndnkav un opbd cvuminpopéve otoryeio
TEAATOV, LE OMOTEAEGUO TO CULUTEPACHOTO TOV TWVAKOV v gival ghdewmn 1 ot

npoPArdyelc va eppaviCouv peydieg anmokAioes.

To minpogoplakd cvoTnua Kpidnke OTL dev THPOVTAV EMOPKDG MGTE O AVOPOPEG
va 0lvouv YpNGIU0. GUUTEPAGHOTO KOl TO, OEQOUEVO NTOV OVETAPKT va fondncovv v
eTOPElD Vo KOADWYEL TIC QVEAVOUEVES OVAYKES TTOV TPOKLITOVV HEGO OO TNV oENOT TOV
SLOIKTLOK®OV TOANGEMV. XTOYX0G TG £TOpEiag tvar va cupmAnpaovovtal ophd ctotyeia
oV oyeTiloviol Ue TIG TPOTIUNCELS TOV TEANTAOV Kol GTAOIOKAE avTd vo. cuvoebel pe to
TPOPIA TOL OTO. KOVAALL KOWOVIKNG OIKTO®MONG, MOTE VO UTOPOVV VO GLGYETIGTOLV
EMAOYEG TOV TEAATI KOl TPOTIUNGELS LE TN dPAoT) TOL GTA HIKTLA AVTA MOTE VoL EVIGYLOEL
n melotelokn Pdon Kot vo yivouv ot KOTAAANAEG KIVINGEIS HAPKETIVYK (DOTE VO
TPOCEAKVGEL VEOUS TEAATEG OAAG Kol omd TNV GAAN Vo eVIGYDGEL TO ETAPIKO TPOPIA TNG

gToupeiag.

O dgikteg pétpnong mov gival ypnotpot va €xel wg manager, eivot 10 mocootd
avénong tov TOAGE®Y, ovld mEPI000, TO PLOUO ATOKTNONG VEOV TEAATMOV OAANL KOl

STPNONG TOLG, TO KOGTOG ATOKTNONG VEMV TEANTMV.
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YYMIIEPAXMATA

210 GUYYPOVO EMYEIPNUATIKO TEPIPAALOV, O EVTOVOS AVTOYMVICUOG KOl 1) GLUVEYEIC
avénon tov avaykov, €xel aAlaEel tov TpOMO MOV Ol EMYEPNCES Tpoceyyilovy Ko
EMKOWVMOVOUV LE TOVG €V OLVALEL Kot vtapyovies meldtec. H avamtuén g texvoroyiog
TOPEYEL OTO TEAATOKEVTIPIKO ALTO HOVTEAO TNV OTOPOATNTY TEYVOAOYIKY VTOCTNPIEN TOV
EMYEPNOEDV PECH TOV TANPOPOPLok®V cvotnudtov CRM. Ot gtaipeieg mANpo@opikng
avantHceovy véa 1 avafaduilovv ta VITEPYOVTE GLGTHLATE TOV VILEAPYOLV GTNV AyoPd N
TPOTEIVOVV GUYKEKPIUEVO GLUGTILLOTO Y10L CLYKEKPLUEVOLS EMYEPTUATIKOVG KAGOOVS, Ty,
Eevoodoyeta, tpameleg KA. Me mowo kputipla Opmg o emyeipnon Bo a&loloynoet 1o
CRM ¢ ovomua, mowo eivor to poviéAa mov Bo. PmopEGEL Vo YPNCLOTOUGEL Y10 VO,
CUUTEPAVEL TNV OMOTEAEGLOTIKOTITO TOV GUGTHUATOG TOV YPNCULOTOLEL amd T pior Ko

naporeiyelg mov Oa mpémet va dStopBmacet e mapeuPacels oamd v GAAN.

To depevvnTikd Bépa g mapovoag daTpPng etvor Wiaitepo oNUAVTIKO KOOMG
vrdpyel EAAEWYN otV eAANViKN oapBpoypapic GYETIK®V gpeuvOV Kol amd TNV GAAN
emikopo kabm¢ o CRM cvotiuata amoteAovV o ayopd yio Tic EToPEiEg AOYIGHKOV [E
TPOOTTIKEG KO TO. GUUTEPAGLOTA TNG TAPOVSAS £pgLVaS B LTOPOVCAY VO ATOTEAEGOVY
YPAOWES TANpoQopieg ®G mpog TNV  kotevbuvon Peitioong Tov  LIAPYOLVCHV

OLOOIKOCIMV.

Meletovtag T oyxetikn PipAloypagio, £pevves Kot HEAETEG Yot TOLG OeiKTEG
arodoong twv CRM ocvotudtov, cvumepaivoops apyikd o6tt 1 a&loldoynon &vog
TANPOPOPLAKOD GUOTHLATOG EEKIVAEL TPV TNV ayopd Tov, Kabmg 1 emyeipnon Oa mpémet
va a&loloynoetl mo eivol 1o To KATAAANAO Yo T dour|, TN AgTovpyict NG KO TOVG
oTOYOVG TNG. TN cuvéyeln afloloyeital To cHOTNUA KATA TN AELTOVPYio TOL KATH TOGO
TEMKO OVTOTOKPIVETOL OTIG OVAYKEG TNG EMLXEIPNONG Kol KUPIWS a&toloyeitol 1 amdoooT|
Tov 660V aPopd TN PeAtiwon ¢ moldTTOC, TaYXVTNTOS Kol TPOToL e&uanpéTnong Tomv
TEAATOV, OAAG Kol KATO TOCO UEYICTOTOEL Ta KEPON NG EMXEIPNONG KO GTNV ovsia
amooPével To KOGTOG TNG EMEVOVONG OV £YVE Yo TNV OTOKTNGT Kol AETOLPYIR TOL

ovykekpipuévor CRM.

H mo dwdedopévn pébodog a&loldoynong eivor to Balanced Scorecard, kabmg
elval e0KOAN ot xpnom s, LIAPYOVV OPKETEC ETOYLES POPUES Ol OTOileg UmOpovV va

TPOCUPUOCTOVV OTIC 1O0TEPOTNTEG TNG EMyElpnong Ko eivor €vag €0KOAOG TPOTOG
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anekdviong g enitevéng tov otdywv pe ™ ypnon tov CRM cvotiuatog. Amd v
GAAT, O1 O GTATIGTIKA PETPT|GLUOL OEIKTEG, EUPOVICOVY SVOKOAIEG GTOV VTOAOYIGUO TOVG
Kol ypedletor 0 vIevBuvog YL TOV VTOAOYIGUO TOVG VO €XEL YVOGELS KOl VO EYEL
emevOVoEL 6NV OmOKTNON otoryeiwv and psuveg g ayopds. O deiktng ROI, givon and
TOVG 7O EVKOAO VITOAOYIGIOVS OEIKTEG Kol EDKOAN KOTAVONTOS Ad T AVATEP GTEAEYT
Kol TN dwoiknom kabmg cvvdceTon e PETPNOLO OtKOVOUKG ototyeia. Ot Tapadoclokég
LETPNOELS Kot Ol OEIKTEC AmOKTNONG VEWV TEAATAOV, UETPNONG TNG OPACTNPLOTNTAG Kol
pétpnong tov teratov Pacn atlag, sivar eriong xpnoyot, o cHvOETOl GTOV VITOAOYIGUO

TOVG KOl GLYVA AELITOVPYOHV CUUTANPOUOTIKG O VOGS GTOV AALO.

Amd Vv €peuvad HOG OMICTAOGOUE OTL OVIMG Ol EMXEPNOEL TElVOLV VA
npoundedovrar mAnpopoplakd cvotiuate CRM, oyt ywtl mpoyevéotepn €pevva Ta
gkpve KatdAAnia, aAAdd yati ypnoipomotodvtal otov kKAado, my to OPERA eivan éva
TOAD 010000 UEVO Y1 TOV EEVOO0YELOKO KAGO0 CRM. Amd v dAAN Ouwmg PAEmovE OTL
ot vrevBvvol TV TOANCE®Y, Kol VIELOLVOL Yyl TN AETOLPYIRL TOV TPOYPAUUATOC,
yperalovtal TePLocOTEPT EKTOUdEVON TTAVE OTN oNUOVTIKOTNTO TG aSl0AdYNoNG TV

CLUCTNUATOV.

Me Baon ™ Pproypagikn emiokOnnon kot v mpaypotorombeica épgvva,
Kpivetol avaykoio vo mpoteivovpe oty emyeipnon véovg Ttpdmovg dpdomng, MoTE Vo
a£10TOMGEL MO OMOTEAEGLOTIKO TO TANPOPOPLOKO TNG GVGTNUO, DOTE VO OTOKTHOEL
OVTOYOVIOTIKO TAEOVEKTNUO KOl OO TNV GAAN XPNOOTOIOVTOG OEIKTEG amOO0GNS TOL
ovotuatog CRM g Ba pmopéoet va aglodoynoetl Tn oTpatnyikny e 060 apopd To
HAPKETIVYK KOl TIG TOANCELS. Agv glvol €DKOAO va dtakpivovpe dv ) emyeipnon yvopilet
TG dvvaTOTNTEG MOV NG dfvel 10 TANpooplakd g cvotnua CRM kot dev T1g
YPNOLOTOIEL EMAPKADS 1| OV £XEL EKTOOELGEL KATAAANAQ TOL GTEAEYN TNG TPOS OLTH TNV
katevBuvon. Adyw tov Ot M VItd peAétn emtyeipnon sivon Eevodoyeio Kot cOPUP®VA LE TN
OTPOTNYIKN TOL KOWWOTOONKE GTOYEVOVY GTOV EMOYYEALATIKO TOLPICUO KO TO TPOPIA
TOV TEAATOV TOLG BEhovv vo glvorl emyelpnuotiec, oTeEALYN TPAOTNG Kot Oe0TEPNG
YPOUUNG, KOOMG EUTOPOL KO YEVIKA EMICKENTEG UE EMAYYEAUOATIKEG OPUCTNPLOTNTES Ol
deiktec mov kpivovpe amapaitmro va vroAoyilovron ivor ot €€ng. To pepidlo ayopdg ko n
avénon Tov TOANcE®V Tov NoN vroAoyilel N etapeio, 6€ CLVIVACUO LE TOVG OEIKTES
amdKTNONG VEWV TEAATDV, TOV PLOUSO OTOKTNONG VE®V TEAATMV Kol TO KOGTOG OmOKTNONG
véov medatov. Eivar onuovtikd va ektyunbel 1o mocootod Sathpnong TV TEAUTOV G

a&leg, oAl Ko 1 ypovikn kotevBuveon tov meldt. To péyebog tov moptoPoilon, kpiveTat
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ONUOVTIKOG OEIKTNG Y10 VO UTOPECEL VO GTOYEVGEL GE TEAATEG LE LYNAL ELCOOMLOTOL.
EminpochHeta kabag o Eevodoyetakdg KAAOOS avanTtHGGEL NAEKTPOVIKOVS LEGOAAPNTES Ko
0 porog twv social media sivor onpavtikoe, a&ilel va exktunbovv ot deikteg KPIs mov
oyetiCovtar pe ta social media, tnv KvNTIKOTNTO TG 1IGTOGEAIDAG TG ETAUPEING KOl TIG

Opaoelg HECH KIVNTAV TNAEPOV®V.

Oco 1 teyvoroyio eEeliooel Kol eMEKTEIVEL TIC SLVATOTNTEG OV OIVOVTOL GTIG
dpactnpomteg Twv CRM cuomudtov Kot 16YVpOToovLY T0 POAO TOVG MG CTLUOVTIKA
AEITOVPYIKE GLGTIUATO TOV GUYYPOVAOV ETLYEIPNCE®V, Elval oNUavTIKO va Tpoayfodv Kot
Al Bpata, OTwg TPOSTUGIN TMV TPOCSHOTIKAOV SEGOUEVOV KOl TNG WOIOTIKNG (ONG TV
kotovarotdv. (Stendal, 2009) Ta Tinpogoplakd cvotipoate. CRM Bpickovtor prpootd
oe m\Bog efeliewv mov oyetiCoviar 1000 pe TN S1A000N TOV HECOV KOWMVIKNG
SkTO®OMG oV TTapEYOLY TANO0G EMAOY®V Yo vo. avarmtuyfodv vEEg LOpPPES GVAAOYNS
TANPOPOPIOV amd TNV ayopd oAAG Kot vo onpovpyndodv vEeg HOPEES GTPATNYIK®V
HapKeTIVYK. ATO TV GAAN €XOLV VO OVTILETOTIGOVY BELATO GYETIKA UE TNV OCQAAEL
TOV OEGOUEVMV, YPNOT| TV TPOCOTIKOV TANPOPOPLOV TOL GVAAEYOVTOL KAT. [TapdAinia
onuovpyovvtor véo HOVTEAD Kol Ogikteg 0EOAOYNONG NG OMOOOTIKOTNTOS TMV
ocvoTnUatOV ovt®v. Ot 6OYYpoveg enyelpnoelg Ppiokovtol UTpooTd GE Uid VEX ETOYN
OV TOPEYEL GVYXPOVA £PYOAEiR Kot SuvapKES Yo v avamtuyxfovv 1660 véa LoVTEAL
dtolknong, opydvmong Kot GTPOTNYIKNG, OGO Kol GTOV TOUEN TNG TANPOQOPIKNG VEQ TTEdin

dpbiong ko avdmruéng LoyiokoD.
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