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EYXAPIZTIEZ

©a BEAQPE va €uxapioTHOOUHE TOV KUPIO XproTo ZapuaviwTn
yla Tnv BonBeia kal Tnv kabodnynon Tou kata Tn didpkKeia

ouyYpPA®NnG TNG NTUXIAKNG Epyaaciag hag.



NEPIANHWH

H paydaia peTaBoAn Tou avTaywvioTikoU MEPIBAAAOVTOC Mou
OUVTEAEOTNKE KATA TIC TeAeuTaieg OUO OekaeTieG AdOYyw TNG
naykoodionoinong, Tn¢ o0&uvong TOU avTaywviogou Kdl  TNG
avanTtuéng Tou AladikTUou OnUIOUPYNOE OTOV ENIXEIPNHATIKO KOOHO
VEEC aVAYKEG yia Olagoponoinon Kal aveupeon avtaywvioTikou
nAeovekTnuaTtoG. O1 enixeipnosic ouvtoua Jdianiotwoav OTI TO
avTaywvioTIKO  MAEOVEKTNMA nou oTnpileTal O€  nPoOIovVTIKA
XApakTNPIoTIKA dev pnopei va €Eaopaliosl pakponpoBeoua opEAN
Kal E0TPEYWAV TO €VOIAQPEPOV TOUC OE £€va MOAUTIHO MEPIOUOIAKO TOUC
OTOIXEiI0, TOUG NMeEAATEG. H neAAToKeVTPIKA PIAOCOPia, Nou EXEl TIG
piCec Tng oTto Relationship Management, o€ ouvduaoud HeE TNV
nAnpo@opiakn TexvoAoyia odnynoav otnv avanTtuén Tou Customer
Relationship Management (CRM). Xkonoc¢ Tn¢ napouoac €pyaaciac
gival va €&eraoel Tnv €vvola kal Ta o@eAn TnG Alaxeipiong Twv
IXx€oewVv ME Toucg MeAaTteg (CRM) kal CUYKEKPIPMEVA OGOV APpopa TIG
B2C (Business to customer) O0paoTnpioTNTEG TNG NEAATEIAKNG
dlaxeipiong, divovTac eugpacn oTn oTpaTnyikn Tou didoTaon.

ApxIka, nepiypagovTal ol BewpnTikeG BACEISC TNG PIAocgo®iag
Tou CRM kar diepeuvatal n €&EANEN anod To napadooiakd aOTo
Aeyopevo «oxeolako» marketing kal avaAUeTal n NEAATOKEVTPIKN
Tou dldoTaon. MeTa Tnv avadpopn Tou NwES KATaAn&ape va KAvouue
AOYO via Tnv neAateiakn Olaxeipion EniXeEIpoUPE  €VVOIOAOYIKN
npooecyyion Tou CRM, nwg odlagoponolcital To CRM and 7o
marketing, noie¢ diapopec napoucialer To B2C and TO B2B
(Business to Business) CRM -pia kal To QvTIKEIHEVO TNG €pyaaciag
anoTeAei n B2C didoTtaon Tou CRM- kal yiveral hia eKkTeVAC avagopa
otn Olaxeipion TwV NApanovwyv TwV NEAATWV. ZTn OCUVEXEIQ
OlEpPEUVOUNE Ta ouoTaTika kal Ta Oouika oToixeia Tou CRM
EYXEIPAMATOG, TIC AEITOUPYIEC KAl  TIC OPYAVWOIAKEC  TOU
0paoTnpIOTNTEG. AKOAOUBEI TO ONUAVTIKO KOMUATI TNG NPOCAPHOYNG
TNG €nNIXEipnong oTo oTpaTtnylko oxedlaoyd Tou CRM, nwg autd
UAOMOIEITAl anoTEAECHATIKA Kal Moid n apxXITEKTOVIKA Tou, noid €ival
Ta OQMEAN Kal Ta MAEOVEKTAMATA yiad Mid €niXeipnon ano Tnv
epappoyn piag CRM oTpaTtnyikAc, TI anaiTsital yia Tnv €mTuxnUevn
uAonoinor Tou Kal noloi €ival ol NnapayovTeg eniTuxiag aAAd kai
anoTuxiag Tou Oc Mia enixeipnon. Katoniv, avaQepopacTe OTn
ouyxpovn €EEAIEN Tou CRM, dnAadn TNV NPOEKTACH TOU OTO XWPO
Tou AiadikTUuou. EE&eraloupe Tnv €vvold TNG NAEKTPOVIKAG
dlaxeipion¢ Twv oxeoewv neAatwv  (e-CRM), Ta  yevika
XAPaKTNPIOTIKA Kal Tn OOoun &vOg TEToIOU ouaTnuaTo e-CRM kal
TEAOG YiVETAl MIa MIKpR avagopd ota OnUOPIAECTEPA METAEU TWV
EAANVIKWV ENIXEIPNOEWYV AOYIOPIKA npoypdupata CRM. H epyaoia
TEAEIWVElI HWE TN MPEAETN NEPINTWONG TOU OMIAOU EMNIXEIPACEWV



MAagiolo, pye okond va anodwaoel Jia €Ikova Twv NpoBANUATWY, TWV
EUKAIPIWV, TWV EMIAOYWYV, TWV AUCEWV KAl TWV WEEAEIWV MOU
npokunTouv anod Tn xpnon spapuoywv CRM.
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EIZAIrQrH

ZKkonog TnNG avantu&ng Tng enIXEIpNUATIkKnG dpaoTnpidTnNTag
gival n dnuioupyia NeAaTwyv. ZTO ONUEPIVO OUVOETO ENIXEIPNHUATIKO
nepiBaAlov n oxeon nou avanTUCOOETAl AVAPEDA OTIC EMIXEIPNOEIC
Kal TOouG neAATeC avadelkvUeTal G BAcikog napayovtag Tng
eUpUTEPNG OTPATNYIKNG TNG EMIXEipnong oTnv npoondabesid Tng va
ENITUXEl TOUG OIKOVOMIKOUG TNG OTOXOUG.

Me Tov Opo CRM (Customer Relationship Marketing n
Management), 1 oOnw¢ anodideTral oTa eAAnVIkKA <«Alaxeipion
MeAATEIOKWY IXECEWV», aAVAQPEPOUACTE OCE MIA  EMIXEIPNOIAKN
oTPaTNyIKA HWE TNV onoia yiveralr e€niAoyn kal dlaxeipion Twv
NEAATEIQKWY OXECEWV. XTOXOG €ival n MEYIOTONOINON TOU KEPDOUG
dlauéoou TNG neAaTeiakng niotng (customer loyalty). T[iveral
avTiAnNnTo OTI NPOKEITAl YId Mia Npoogyyion nou avayvwpilel OTI ol
NEAATEC MIAG €TaAIpiag €ival o Nupnvag auTng Kal Guvenwg n onoia
ENITUXia, o€ €&va okANpa avtaywvioTiko nepiBailov, eEaptaTtal ano
Mia anoTeAeopaTikn OIAXEIPION TWV OXECEWV PE TOUG NMEAATEC TNC.

H npoTepaldTnTa OTIC NEAATEIAKEG OXEOCEIC KAl OTNV MOIOTIKN
egunnpeTnon oav  @lAocogia, Oev aNOTEAEl KalvoTodia, kabwg
UNAPXE ano Tn OTIYMA MOou €PgavioTnkav ol NPpwTEG EUMNOPIKEG
ouvaAlilayec. H sicaywyn Opwc oAoéva kal au&avopevou apiBuou
ENIXEIPNOEWVY Kal n 6&uvon ToUu avTaywviopou €iXE gav anoTeEAEOua,
apxika ol enIXEIpNOEIG va Npooeyyifouv Toug NeAATEC wG MIa eviaia
Mala, oTadlakd kal oUP@wva MJE TIC apxeg Tou marketing, va
dlaxwpifouv TOUG NEAATEC O TPNMATA, MEXP! va (PTACOUME OTO
ONMEPA OTNV IKAvoroinon Twv €nBupiwv KABe neAdtn &exwpioTad,
oTnVv €EaTOMIKEUON TwWV avaykwv Kal Tng IKkavonoinong Toug,
NPOKEINEVOU va €Eao@aAioTei n eUvola Tou nNeAATn Kal va
EKUNOEVIOTEI 0 AVTaywVIOHOC.

H €vvola CRM anaitei pia NEAATOKEVTPIKN EMIXEIPNOIAKN
(PIANOCOQia KAl KOUATOUPA yid TNV UMOOTAPIEN WE ANOTEAECUATIKO
Tpono 81adikaciwv Onw¢ auTeg Tou marketing, Twv NwANCEwyv Kai
Tou service (front-office functions). ZTOX0¢ MIQG NEAATOKEVTPIKNG
oTPATNYIKAC €ival n anokTnon neAatwv, n au&énon TnG NeAATEIAKNG
aiac kai n diatnpnon Tou neAaTtoAoyiou. H uwnArn dnuOTIKOTNTA
Tou CRM, TO00O 0t nepiBaAlovta B2C, 6co kalr B2B, o@eileTal
a@Qevog oTnv au&énon Twv anaiTnoEwV Kdl TwV MNpocdoKIwV TwV
neAaTtwv, ol onoiol anaiTouv «quality of service», kal aQeTepou
oTnVv €€EANIEN TNG TeEXVOAoyiacg, n onoia Npoo@epel, NAEOV, HiIa O€ipd
anod KalvoToueg AUCEIC KAl EPAPHOYEG.

MNa Tnv ulonoinon Twv ocuoTnuatwv CRM OTIC €niIXEIPNOEIG,
npwTtevovTa poAo diadpapaTifouv ol NANPOPOPIEC KAl ENOPEVWE TA
nAnpogopiakd cuotnuata (Information Technology Systems) nou
a&lonolouv TIC NANPOPOPIEG.



O1 andyelg TwvV EPEUVNTWY Yia TNV onuacia Tou 6pou CRM
gival duvaTov va aneikovioboUv og €va guvexn a&ova oTo €va AKpo
Tou onoiou To CRM napouoidletal WG €PYAAEIO OCUOTNHATWV
NANPOPOPIKAG Kal AoylopikoU yia Tn OuAAoyn Kal avaAuon
0cOOMEVWV OXETIKA ME NeEAATEC Kal oTO AANO WG @IAoco®ia
marketing nou oupBaAAel otnv  OnuIoupyia E€EATOMIKEUMEVWV
OXEOEWV HME TOV MEAATN, KAl KATA OUVENEIA €NITEUEN HAKPOMVOWV
ENIXEIPNOIAKWV AnoAaBwv.

To CRM napouoidletal wG TEXVOAOYIKN &€@apuoyn nou
BeATiwvel TN AsiToupyia marketing oTnv enixeipnon napexovrag Ta
MEOQ eKEiva mMou KpivovTal anapaitnTa yid va kartaothoouv duvaTto
To dIGAoYyo Kal TNV €niKoIVwvia HPE TOuG NeAATeC. Baosl autng Tng
ONTIKAG Ywviag, n TexvoAoyia NMANPOQPOPIKNG EXEl KEVTPIKO POAO
oTnv kepdogopia TnG enixeipnong 010TI BonBd oTtnv dnuioupyia
NPOIOVTWV/UMNPECI®OV NMou appolouv OTIC eNIBUMIEC KAl avayKeG Tou
neAatn. And Tnv AaAAn nAeupd, otav 1o CRM opileTal wg @iAocoia
marketing pnopei va npokaAécel d1apOpwTIKEG aAAAyeg oTnV
AeIToupyia TNG e€Taipeiac oupPBailAlovtag ortnv dnuioupyia €&vog
opyaviopyoU npooavaToAiopgevo oTov neAdatn (customer-oriented
organization). O ouvduaouoc Twv OUO naApanavw OTOoIXEIWV
(TexvoAoyia-marketing) €ival eygavng ornv npooeyyion Tou CRM
WG opyavwolakn OpaocTnpioTnTa n onoia B6£Tel Tov nNeAATn OTO
KEVTPO TNG OTPpATNYIKAG kAl Tou modus operandi Tng enixgipnong.
To CRM xpnoigonolsei ouyxpovn TexvoAoyia HE Okomnod Tnv
dnuioupyia npoownikoU d1aAOyou PE TOV MEAATN KAl TNV HETAPOPA
uwnANG a&iag otov neAdrtn kar ornv enixeipnon (MAakoylavvakn,
2003).
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KE®AAAIO 1
OI OEQPHTIKEZ BAZEIZ TOY CRM

1.1 H ®IANOZOPIA TOY MARKETING

Baoikny apxy Tou marketing anoTeAsi n NPooEAKUCN KAl n
dlaTApNoN NEAATWV NMou anogepouv kepdn atnv enixeipnon. O Phillip
Kotler and to 1984 oto BIBAio Tou “Marketing Essentials” avagpépel
OTI N QIAocoPia Tou marketing «Bewpei oav kA€idi, yia Tnv €NiTeEUEN
ENIXEIPNHUATIKWV ANOTEAECHATWY, TOV KABOPIOPNO TWV aAVAYKWV Kdl
ENBUNIOV TWV ayopwv-oToOXwV (target groups) kai Tnv Ikavornoinaon
TOUG MIO AanoTEAECNATIKA Kal anodoTika and TOUG avTaywvIoTEG»
(Topapag, 1997).

O KevTpIKOG auToC okonog Tou marketing npolnoBeTel OTI N
€Taipia e€ivar oe B€on va yvwpilel Ta XaApakTNPIOTIKAG Kdl TIC
NPOTINNOEIC TOU NEAATEIAKOU TNG KOIVOU KAl va NPOo@EPEI NPoiovTa
KAl UNNPECIEC MOU va IKAvonolouv TIG eEEAICOOMEVEC ANAITHOEIS TWV
nehatwv (MAakoyiavvakn, 2003). Kupio €pyo Aoindv kabe dieubuvTn
marketing €ival n Aqwn anogdacswv nou agopouv oTo marketing
TNG €nIXEipnong, OUVENWG €ival avaykaia n nAnpn yvwon Tng
OUMNEPIPOPAG TOU NeAATn/kKatavaAwTn OxI MOVO KAaTd Tnv ayopd
TwWV NPoiOVTWV Kal UNNPECIOV aAAd npiv Kal META anod autn
(Webster Jr., 2005).

e €va duvapikd NePIBAAAOV MOU Ol KATAVAAWTEG €XOUV TNV
duvaToTnTa va €niAEEOUV avapPeaa o€ NOAAG avTaywvIioTIKa npoiovTta
KAl Unnpeciec¢ napopoiwv npodiaypapwyv, N MNPOCEAKUCN KAl N
dlatApnon neAatwv oTnpileTar ocuxva oTnv €P@acn nou Je&ixvel n
npounBeUTpIa  EniXgipnon oOTNV  NPOCWMIKN  ERIKOIVWVIA  Kal
KaTavonon Twv avaykwv Tou neAdartn (MAakoylavvakn, 2003).

H kaAUTepn katavonon Twv XapakTNPIoTIKWV TNG NEAATEIAKNG
Baonc ouuBaAAel otn dnuioupyia kal petaBifaon uwnAncg a&iac otov
neAATN Kai oTn HPeyioTonoinaon TnG kepdogopiag Tng enixeipnong. MNa
va eniTeuxBei auTto, €vac au&avopevog apiBPoG  EMIXEIPHOEWV
€PApPOlel NEAATOKEVTPIKEG OpaCTNPIOTNTEG OTNV ayopd, onwg €ival
Ta ouoTAMATa JIAXEIPIONG TWV OXEOEWV HPE TouC neAaTec (Customer
Relationship Marketing n Management), oxeTika JeE Ta onoia yiverai
EKTEVAC ava@opa oTa enOUevVa KePpAAaia.

ZUpQwva Aoinov pe Tnv giAoco@ia Tou marketing (marketing
concept), 0 KaTavaAwTAG anoTeAei Tov KUplo a&ova yUupw ano Tov
onoio KIveiTal n enixeipnon. ©a pnopoUcApe va MoUME NwWC N
@INocogia Tou marketing cuvioTatal oTnv avelupeon Kal EKNANpwaon
TWV Avaykwv Tou KatavaiwTn.

O npooavaToAIoPOC AUuTOC TWV ENIXEIPNOEWY, EXEl EEKIVNOEI
and Tnv dekasTia Tou 1960, onou ol JIAPOpPEG £TAIpiEC Apxioav va
oguveldnTonolouv TNV avaykn va nAnciacouv Tov KatavaAwTr Kal va



YVWPIoOUV TIC avAyKeG, NPOTIUNOCEIC Kal JIaBE0EIC TOU Kal PEXP! TIG
MEPEC pac eEakoAouBei va anoTeAei (NTOUHEVO Yia TIC ENIXEIPNOEIC.

Eival xapakTnpioTikd OTI NOAAEC EMIXEIPNOEIC EXOUV AMOOEXTEI
TN @IAocogia Tou marketing aAAG OuokoAelovTal va Tnv
EQAPUOOOUV PEXPI Kal aruepa av kal dlabETouv OAa Ta OTOIXEIa TOU
hiypaTtoc marketing. Kar auto yiaTi anaiteital okAnprn OouA€id Kal
ApKETOC XPOVOC yia va aAAd&el o npooavaToAIONOC TNG ENIXEipnong,
onAadn va WJETATOMNIOTEI TO KEVTPO PAPOUG TOU ENIXEIPNHATIKOU
npooavaTtoAiopgoUu and Tov NPocavaToAlonO TNG Napaywyng n kKai
TWV MWANCEWV OTNV ayopd Kal Tov NEAATN/TEAIKO KATAVAAWTN
(Ma&uadng, 2002).

1.1.1Ta nedia epappoyng Tou marketing

Ano Tn OekaeTia Tou ‘50, katd TN dIGpkeld TNG onoiag To
marketing €yive pia evepyoTatn ovroTnTa HE TNV €EANAWON TWV
MEYAAWV MNOAUEBVIKWYV €Talpeiwv MNou JieBeTav a&lidoAoya OTEAEXN
marketing, OnuioupynBnkav Kai ol AavTIOTOIXEG ENIXEIPNOIAKEG
unodoHEC YyIa TNV NPAyhaTonoinon Twv AsIToupyiowv Tou marketing.

'ETO1, 01 €Talpeiec apxioav va npowBouv Ta npoidovrta Kal TIG
UMNPECIEC TOUG OoTnNV ayopd OnuioupywvTag Tpia nedia e@apuoyng
Tou marketing, nou pnopoUv va a@opoUVv HEYAAEC YEWYPAPIKEG
NEPIOXEG N EMIXEIPNOEIC KAl opyaviououg 0Awv Twv €1dwv (KooudTog,
2004):

> To marketing kaTavaAwTIKOV MPOIOVTWV MNOU EXEl WG
ENIKEVTPO ToVv aAvBpwno, TIC eniBupiec Tou onoiou npoonabei va
KAAUWEI.

> To marketing Biognxavikwv NpoiovTwy, ONOU Ol ayopaoTIKEG
anaiTnoEIC Kal avaykeg 0ev apopouv avlpwnoug aAAd eniXEIpnOoEIg
Kal opyaviopoug.

> To marketing unnpeoiwv, nou €xel TIC idIEC APXEC ME TO
marketing Twv npoiovTwv aAAd sp@avidel kanoleg d1apopEg.

1.1.2Ta oToixeia TG piAoocoPiag marketing

H @iAocopia Tou marketing (marketing philosophy) ek@palel
TNV anodoxn TNG Kuplapxiag Tou neAdTtn/katavaAwTth and Tnv
enixeipnon. O1 eniXeIpnoEIC napayouv O,TI ENIBUPOUV Ol KATAVAAWTECG
Kal QUOIKG WMEeEYIOTOMOIOUV TNV IKAVOMOInNon TOoUu KAaTavaAwTn
(customer satisfaction) €1o1 To kEpdoG Ba €pBel gav anoTeEAEOPA TNG
IKavonoinong auTng.

Ta kUpia oToixeia TNG PIAocoPiag Tou marketing, N aAAlwg Tou
marketing concept, onwc¢ ava@epovrtalr oto BiBAio Eilcaywyn oTo
Marketing kai Tnv 'Epguva Ayopdag (1997) Tou k. MN.Toudpa civai:



> [MpooavaToAloNog oTov neAdrtn/katavaAwTtn. H  enixeipnon
npoonabei va evroniogel TIC eNIOUMIEG KAl TIC AVAYKEG TWV NEAAQTWV
Kal ¢PoVTIel va TIG IKAVOMoINOel NPOo@PEPOVTAC TOUG TA KATAAANAQ
npoiovTa Kal unnpecieg 600 To duvaTov KaAuTepa, anodoTIKOTEPA
KAl anoTEAEOHATIKOTEPA ANO TOUG AVTAYWVIOTECG.

> TunuaTonoinon TNG ayopdac. Agou XwploTei n ayopd ot
TUNMATa (segments), 6a npenel yia kKGBe TuURUa va akoAoubnBei
OlaPOPETIKN OTPATNYIKN. € auTh Tnv nepinTwon BewpeiTal
avaykaia n MEAETN CUPNEPIPOPAG TOU KATAVAAWTA KAl OE HEPIKEG
NEPINTWOEIC akoAoUBEeiTal dIAPOPETIKN OTPATNYIKN Yia KAOE NeEAATN
(client account approach).

> Juvexn napakoAouBnon Tou nePIBAAAOVTOC TNG E€MIXEIPNONG
(MOAITIKO, OIKOVOMIKO, VOMIKO, KOIVWVIKO nepIBAANov pEoa OTo
onoio dpaaTnplonolsiTal n enixeipnon).

> To KEPOOC TNC €MIXEipnong, To onoio 8a €pBel wC PUOIKO
genakoAouBo, a@ou n enixeipnon &xel uloBeTnoEl KAl Epapuolel TN
oTPaTnNyIKN TNG ocUPPWvVAa YE TN QIAoco®ia Tou marketing.

1.2 H EZEAI=H TOY NAPAAOZIAKOY MARKETING

ZUpQwva Pe Tov K. MNeETpo Topapa «ue Tov 0po marketing, o€
npenel va nepiopilOJAcTe POVO O MIA EMIXEIPNOIAKN KOUATOUpPA
aAAd va €neKTEIVOPAOTE O WiId PpIAocogia nou ennpealel Ta navrta
HEoa oTnVv enixeipnon O10TI anoTeA&i pia oTpaTtnyikn dlepyaocia nou
npoadlopilel TIC dpacTNPIOTNTEG TNG ENIXEIPNONG».

O1 JdpaoTtnploTNTEG TOU marketing, onw¢ napadooiakd
ekTeAoUvTal, Bacifovral oTo AgyOhevo <«piyga marketing» nou
dlatunwoe o E.J McCarthy Tn Oekaeria Tou 60, nepiAauBavel
TEOOEPA OTOIXEID, YVWOTA KAl w¢ Ta Teooepa P Tou marketing. Ta
oTolxeia auTta sival: Mpoidv (Product), Tiun (Price), Alavoun (Place)
kal MpowBnon (Promotion).

To piyya Tou HAPKETIVYK apyoTeEPA €NeKTAONKE ano TEOOoeEpaA
oc enTa ovoixeia: AvBpwnol (People), MepiBaAiov (Physical
evidence) kal Aiadikaoieg (Processes).

To napadooiakd marketing «koitalel» autd Ta OTOIXEIA
govodidotata. O povodidoTaTtog XapakThnpac €ykeiTral oto OTI Ta
nponyoupeva Xpovia To marketing aneubuvoTav o€ peyaAa TunupaTa
TNG ayopdacg, onou npoonabouce va NpowbBACEl To NPoidv Xwpic va
«aoXoAEiTal» kAl NOAU PE TO AV Ta XAPAKTNPIOTIKA TOU PNopouv va
NpooeAKUOOUV NeEAATEC. Eniong, dev AauBave undéwn Tou Ta 1010iTEPA
XApaKTNPIOTIKA TwV avBpwnwv n 191aiTeEpwv opadwv avepwnwyv Tng
ayopdacg otnv onoia ansubuvoTtav (KoopaTtog, 2004).

Me TO0 napadooiakd marketing, Ta npoiovta diavepovTal O€
OAd Ta onueia nwAnong €xovrac Ta idld XAPAKTNPIOTIKA Kal



npooegyyilovrag OAoUG TouG NEAATEG WE Tov id1o Tpono (MaAikoupTng
kal KaveAonouAog, http://www.franchise.gr, 2001).

H @iAooco@ia Tou napadooiakou marketing Bewpei OTI TO
marketing oTapatael pe TNV €NiTEUEN TNG NWANONG Kal HETA
OTPEPETAl 0 AAAoug aToxouc. O k. KoopaTtog ato BiBAio Tou (CRM:
H ZtpaTtnyikn EniAoyr, 2004) avagepel XapakTnploTika: «H nwAnon
gival yovo pia pop®n enikolvwviag JE Toug NEAATEG Kal, av KAMolog
VOWilel OTI €ival To JOVO Nou PETPAEI, onuaivel OTI AyVvoEi Tn onuacia
TNG dIaxEipIonNG Kal TWV UMOoAoINWV Napayovrtwv Onwg ol TIYEG, N
dlavoun, kKabwg kal 0Aol ol unoAoinol TPOnol €RIKOIVWVIAG yia TNV
ENITEUVEN KEPDOPOPWV NWANTEWV>.

>Tnv €noxn Tou cuyxpovou marketing undapxouv kai AaAAol
napayovTeC Mnou MpEMel va avaAuovTal, va onuioupyouvTtal Td
avaloya TuAMATa TNG ayopdg, Kal WE MEPICOOTEPN MNPOooXn va
npoo@EpovTal Ta ayabda pe kUPIO yvwpova TIC €nIOUMIEC TwV
neAatwv. MeTa Tnv nwAnon, To marketing np&nel va ouveyilel kai va
onMIoupyei TIC NnpoUnoBETeIC yia TNV avanTuén kal AAAWV NWARCEWV
NPwWTAa O0TOUG idIoUG NEAATEG KAl apyOTEPA OE VEOUG.

SUEPA, O MEPICOOTEPO AMNOTEAEOHATIKOC TPOMOG YIA OGUVEXEIC
NWANCEIC €ival N dnUIoUPYia IOXUPWV OXECEWV HE TOUG NMEAATEG, Kal
autd pnopei va yivel yovo av 1o marketing aAAd kai oAOKAnpn n
enixeipion aAAd&ouv onTikn ywvia kal Asitoupyouv anod Tn okonia
Tou neAdtn. Me Tn Onuioupyia IOXUPWV OXECEWV METAEU TNG
ENIXEipNONG KAl  TwWV  NEAATOV/KATAVAAWTWV  Pnopouv  va
avTIMeTwNIoTOUV akopa kal ol SUOKOAEG enoxec (Shaw, 2005).

1.2.1 Ano 10 padiko oTo npoownonoinuévo marketing

2T0 npwTto oTadlo Pe TO napadooiakd marketing n onwg
AéyeTal oTta ayyAlkd mass marketing (palik6 marketing), ol
ENIXEIPNOEIC EXOUV WC KEVTPO TWV dpacTnPIOTATWY TOUC TA NpoiovTa
nou napdayouv N TIC UNNPECIiEC TOUuC. AUTO onuaivel oTI neplopifovTal
o€ auTtn Tn ¢Aaon PJovo oTnv napaywyn kal 81abson Twv NpoiovTwv
TOUG TWV OMOIWV N HOP®n Kal Td XapakTnpIioTika napapevouv
oTaBepd Xwpic oToIXEia nou va Ta npooapuolouv OTIC €NIOUMIEC TOU
neaaTn.

Ekeivn Tnv €noxn, ol enixeipnoelg dev ekavav oxedov kaboAou
EPEUVA Kal ol AlyooTEG O1apNUICTIKEG KAMMNAVIEG aneuBuvoTav o€ Eva
€upU PAcPa TNG ayopdg To OMoio eKTEIVOTAV O OAN Tn Xwpea f Kai
akopa nepioooTepo. ‘ETol, o1 oToxol Tou marketing eixav
BpaxunpoBeopo xapakTnpa.

ApyoTepa, oTo OeUTepo oTadio TO marketing aokei TIg
0pacTNPIOTNTEC TOU O OUYKEKPIMEVA TUAMATA TNG ayopdc. AuTta Ta
OUYKEKPIYMEVA TPAMATA TNG ayopdg, MNou €xouv npokUwel ano
e€€Taon kal Epeuva d1aPpoOpwWV NApAPETPwWY, 0dnNyouv OTOV TEPAXIOHO



TNG ayopdg o€ ouadeg-oToxous (target groups). H ayopa pnopei va
TEMAXIOTEI PE YeEwypapika kpitnpia (m.x. av €ivar noAn n Xwpio,
oUPN@WVA ME TIC KAIJATOAOYIKEC OUVONKEC, TNV MNUKVOTNTA TOU
nAnbuopou), pe dnuoypa®ika kpithpla (To QUAO, TNV nAIKia, Tnv
OIKOYEVEIOKN KATAoTAOon, TO €1000nua, To e€ndayyeAupa, KAn.), ME
puxoypagika kpitApia (npoownikoTnTa, KivnTpa, Tponog Cwng,
kAn.) (KoopdTtog, 2004).

To enopevo Bnua eival n Petrapacn Tou marketing kalr Twv
0pacTNPIOTATWY TOU O TUNMATa TnG ayopdg (market segments).
KaBwg ol neAdatec npofaivouv O ayopec npoiovTwyv aAAd kal
UMNPECI®V, MPOKUNTOUV OAOEva Kal neplioodTepa OedoPEVA MNOU
oxeTiovTal e autouc. O1 enIXEIPNOEIC oUupnepaivouv OTI 6a €npene
va eKPETAAAEUOVTAl auTa Ta dedopEva nou €ival To idlo Xpnoipa Kai
NOAUTING ME AUTA TWV MNPOIOVTWYV, WOTE VA OUCXETIOOUV TOUG
NeEAATEC YE TA NpPoidvVTa TOUC. Me auTd Tov TPOMO Ol EMIXEIPNHOEIG
apxioav va BAEnouv TIC J1A@OPEC METAEU opAdwV NEAATWV MNOU
oxnuaTiouv Ta TUNKATA TNG ayopdac.

Ta dedopeva apopouv dIa@opa XapakTNPIOTIKA TwWV AEAATWV
onwc (Topapacg, 1997):

> TFewypaikd XapakTnpioTika, Nou agopouv Tn YEWYPAQIKN
KATavoun TwV KaTavaAwTwyv Onwg o nAnBuoudg o pia nepioxn, N
NUKVOTNTA TOU NANBUGNOU, 01 KAIHATOAOYIKEG OUVONKEG K.4.

> Anuoypagikd XapakTnpioTIKa OnwG To QUAO, n nAikia, n
OIKOYEVEIAKN KAaTAOTAOoN, TO HOPPWTIKO £Minedo, To €1000nNua K.d.

> Wuyxoypa@ikd XapakTnpioTika, dnAadn n npoownikoTnTd TwvV
neEAaTwWV f o Tponog (wNG Toug.

O1 enIXeIpNOoEeIG, HE TNV AvAAuon auTwVv TwV OedOPEVWYV Kal OE
ouvduaopd WHE TA XAPAKTNPIOTIKA TWV MPOIOVTWV Kdl TwV
avTIoToIXWV MIYMATwV Tou marketing, pnopouv va dnuioupynoouv
Ta KATaAAnAa TuAuaTta TnG ayopdc. Ta TuAuaTa auTtd €ival opadeg
NEAATWV HE KOIVA XApakTnpIioTIKG OTa onoia pnopouv va
NPOOMEPOUV KAl TA avTioToixa npoiovra. Me Tnv avdaiuon Twv
TUNUATWV TNG ayopdc, NETUXAiVOUuV NAEov KAAUTEPN NPOCEYYION WE
NEPIOCOTEPO £EEIDIKEUPEVEG NPowONTIKEG KIvAoelg (Topapag, 1997).

EkTOC and autd Ta KpITAPIA, YA TNV TPNUATtonoinon TN
ayopdg, xpnoigornoloUvTdl kKai aAAa onwc €ival Ta XapakTnpIioTIKa
Tou TuAMaToG marketing Twv npoidvtwv. e autn TN ¢Aaocn, n
enixeipnon Oie€ayel nepIooOTEPN €peuva and npilv, yia va
OnMIoupynaoel TIG OMAJdEG-OTOXOUG, Kal OleEayel MNEPICOOTEPEC
KAUNAvieg nou nAEov aneubuvovTdl OTA EMIPMEPOUG TUAMATA TNG
ayopdac. ‘ETol, npooeyyilel He KAAUTEPO TPOMO TIG OPADEC-OTOXOUC
nou anoTeAouvTal anod PEAN WE nNapopolo nNpo®iA. ‘OPwWG o1 KIVACEIG
Tou marketing, akopa kai av yivovtal Je Baon TIC avaAUOEIG AUTEG,
dev nauvouv va £xouv Bpaxunpobeououc oTtoxouc (KoouaTtog, 2004).



AgiCel va ava@eEpoupe TNV EPPAVION TOU @PAIVOPEVOU TOU
apeoou marketing (direct marketing) ota TEAn Tng OeKasTiag Tou
1960 kal apxec Tou ‘70, 6mou n npowbnon agopd HeYAAouc
apibpouc neAaTwv OouvNOwWG PEow dIaPnuIoTIKNG aAAnAoypagiag,
Madikn anooToAn emoToAwv, JlaPnuicewv o€ nNePIOdIKA KAl
epnuepidec. To dapeco marketing, Baoilopevo oTto napadociako
marketing, €oTialeTal otn Padikn npowOnon kai NWANon NPoioVTWV
o€ 000 TO duvaTo nepIooOTEpOUG neAdaTtec. O1 avaAucelg yia Tnv
anoTeAeopaTikOTNTAa Tou dapecou marketing ouclaoTika e&etalouv
TNV ANOTEAECUATIKOTNTA TWV MNPowbnTIKWV KIVACEWY, nNou O¢€
dlapEpouv ano nepinTwon o nepintwon. Ol KIVAOEIC AUTEC €ival ol
i01EG Nou epappolovTal o€ dIAPOPETIKEG NEPIOXEC TNG ayopdc.

>Tn @acn auTtn nou BpiokeTal To marketing onuepa BaacileTal
OTIG NEAATEIAKEG OXEOCEIG, N €PEuva gival nio NoAUnAokn kal QTAVel
o€ PeyaAuTepo BaBoc. Me Tn Xpnon TwV VEWV TEXVOAOYIWV, Ta
d0edopeva nou oUAAéyovTal a&lonoloUvTal PE TETOIO TPOMO WOTE TO
marketing va pnopei va anokTnoel NANpn Kai o@aipikn €ikova yia
TOVv KABe NeAATN XwpPIOTA. AUTO €EXEl WG ANOTEAECHA N ENIXEipnon va
eoTialeTal o€ KABe NeAATN, ME TOV onoio npoonabei va dnuioupynoel
Hia 1oxupn kal gakpoxpovia oxeon (Koouartog, 2004).

1.3 TO MARKETING TQN ZXEZEQN

Ano To TEAOC TNC Oekaertiac Tou 1980, To marketing Twv
oxeoewv (relationship marketing) ep@avioTnke oTO NPOOKNAVIO WG
ENIOTNHUOVIKOG TopEag Tou marketing.

MEoa oTta nAaiola TnG KpITIKAC Tou napadooiakoUu marketing
nou HeTERN ot pia nepiodo 6mou To marketing Asitoupyouoe yia
napa noAAa xpovia nMpooavaToAlONEVO OTA THNMATA TNG Ayopdg,
NPOEKUWE N avaykn avTikataoTaong Tou Pe To marketing oxeoewv
TO onoio onuaivel Tn dnuioupyia, avanTuén kal dlaTAPNon €&vOog
OIKTUOU MeAaTwVv MECA OTO onoio n enixeipnon 6a avanTu&el TIg
opaoTtnpiotTnTeC TNG (Ma&iuadng, 2002).

To marketing Twv oxeoewv wg evvola, wg 10€a, undapxel ano
TN OTIYKN MOU EPPAVIOTNKAV Ol EUMOPIKEC OUVAAAQYEC METAEU TwV
avBpwnwyv. 'ETol, die€ayoTav avékabev o€ €ninedo KATAGTAKATOG TNG
YEITOVIAC 1N MIKPNG EMIXEipNONG YEVIKOTEPA, OMNOU O I0I0KTATNG
KAAAIEPYOUOE NPOOWNIKEG OXECEIC WE TOUG, MEPIOPICPEVOU aplBuou,
NEAATEC TOU. XTn OUVEXEId, ME TNV au&non Tou MeyEBOUG TwWV
ENIXEIPNOEWY KAl TOU apiBpoUu Twv NEAATWV TOUC, HEIWONKE N
ehaxioTonoinbnke n duvaToTnNTa TWV ENIXEIPNOEWY va KAAAIEpyoUvV
NPOCWMIKEG OXEOCEIG ME TOUG NEAATEC Toug (ZappaviwTng Kal
Kapyidng, 2004).

MA€ov, PYE TA KATAAANAG ouoTAPATA PETPNONG, Ol EMNIXEIPNOEIC
HMopoUV va yvwpioouv Ol opadec neAaTwv dAAd Touc idIoug Toug



neAaTec. Baoikn apxn €ival oTI o kKaGBe neAdTng €ival d1aPOPETIKOG
Kal n €nixeipnon YE TNV €0Tiaon oTov NeEAATN avaAusl To Npo@iA Kai
TN OUMMEPIPOPA TOU KAl TOU MPOOPEPEl TA KATAAANAG npoidovta n
UNNPECIeEC nNou nNAEov dapxioav va anoktoUv €vav npoowniko
xapaktnpa (Rust, et al., 2004).

O1 napadooiakec dpaoTnpidTNTEC Tou marketing agopouocav
KUPIWG TNV NPooEAKUON VEWV NeEAATWV, evw Og divoTav n avaioyn
onpacia otn d1IaTNPNON TWV UNAPXOVTWV NEAATWV, KATI Nou NpBe va
KaAUyel To marketing oxeoswv.

To marketing Twv OXEOEwWV aAvaQEPETAl 0  OAEG  TIG
dpaoTnplOTNTEC Tou marketing ol onoiec oToxeUuouv oTnV KabiEpwan,
avanTuén kai d1aTAPNOoN NETUXNHEVWV «OXECIAKWV>» AVTAAAQYWV HE
TOUG NeAdaTeg (ZapuaviwTng kal Kapyidng, 2004).

Me Aiya Aoyia, o 6poc marketing oxéoewv nepiypa@el Tnv
TEXVN va ONUIOUPYEI PIa €MIXEipNON IKAVONOINUEVOUC NEAATEG Kal va
MMOpPEi va Toug d1aTnpei.

To marketing oxéoewv €ival n TeAguTaia ouvTayn oTnv
avalATnon TwV ENIXEIPACEWV Yia Tn Onuioupyia avrTaywvioTikou
NAEOVEKTAUATOC OTIC aYyopec nou OpaaTtnpionolouvTtal. [MoAAoi
EPEUVNTEC I1oxupiCovTal OTI auTn n Vveéa @IAoco®ia, To marketing
OXEOEWV, AMNOTEAEI XAPAKTNPIOTIKO Napddelyya HETANTWONG TNG
€oTiaong Twv ouvaAAakTikwv (transactional) AsiToupyiov  Tou
marketing, o €éva marketing nou eoTialeTal OTIC OXEOEIC HETAEU TOU
neAATn Kal Tou npounBeuTtny TNG enixeipnons. O ouvaAAaKTIKOG
XapakTApac Tou napadooiakou (paldikou) marketing €xel nAgov
apxioel va gpgavifel aduvapiec oTto va €Enynoel Tn QUON KAl TIG
IOIAITEPOTNTEG TWV OXECEWV METAEU TWV EUNAEKOPEVWV OE AUTO
(KoopaTog, 2004).

To marketing Twv oxeoewv BacileTal oTn BewpnTIK anoyn
OTI uUnNAapxel €va <«ouvexec» (continuum) Twv OYXECEWV TNG
ENIXEIPNONG ME TOUG NEAATEG, TO onoio &EkIva and dia onTIKN n onoia
oUOIaoTIKA OTOXEUEl OTNV €NTEUEN anAwv OuvaAAaywv HPE TOUC
NEAATEC Kal (PTAVEI WG TNV UIOBETNON MIAc @IAoco®iac n onoia
enidlwkel Tn dnuioupyia oTtabBepwyv, PakponpoBsouwv Kkal apolBaia
IKAVOMOINTIKWV OXECEWV PE AUTOUG. Mg auTo Tov TPOMO N EniIXEipon
okonevel TeAlka oTn Onuioupyia «abpoloTikng» (cumulative)
Ikavonoinong Tou neAdTn kal OxI anAd 1kavonoinong anod
MEMOVWHEVEG, €@ana ayopec. To TeAlkO Ot anoTeEAeopa sival OTl,
KaTa naca meavoTnTa, O IKAavonoinuevog neAATng B6a napapeivel
NEAATNG TNG EMNIXEipNONG, KATI MOU OUMQEPEI OTNV ENIXEipnon
d0edopevou OTI n dIATAPNON TWV UNAPXOVTWV MEAATWV E£ival NMOAU
AlyoTEpO danavnpr ano TNV NPOOEAKUCN VEWV. ZNMEIOVETAl OE OTI
ME TOV OpO NEAATNG €VVOEiTAl €iTE 0 TEAIKOG neEAATng, dnAadn o
KaTavaAwTng, e€ite o evdiauecog, OnAadn o ENIXEIPNOIaKOG
ayopaoTng (ZapuavioTng kal Kapyidong, 2004).



H véa auth @IAocopia, nou €pxeTal wG HIa oTpaATnyikn
avTidpaon Twv ENIXEIPNOEWV OTIC AAAAyEC nou oupBaivouv oTo
enixeipnolakd nepiBaiiov, €yive OeKTr UE APKETO evOouaIaouo.

O1 unooTnpIikTEG Tou marketing oxeoewv 1oxupifovTal OTI €va
IoXupO Kkal 1kavo marketing, nou &xel wg Baon Tn veéa @iAocogia,
MMopei va dnuIoupynoel Kal va unooTnpi&sl pia apolifaia cuvepyaaoia
Kal aAANA€eEGpTNON METAEU TWV EPNAEKOPEVWV PEPWV Mou odnyouv
otn dnuioupyia a&iag yia Tov neAdTtn, o€ avTiBeon PE TO KAAOOIKO
OUVaAAakTIKO povTeAo (Bendell, 2006).

>Tn ¢d4aon auTh, NEpa ano Tnv avayvwpion Tng onoudaldotTnTag
Tou marketing Twv oOx€oewv Kal KUpPiWC TNC IKavonoinong Tou
neAaTn, vyia TNV npdéodo KAl TNV dAnoTEAECHATIKOTNTA TNG
enixeipnong, unnp&e kalr undapxel auénuevn duvaToTnTa €PApPOYNC
Kal uAonoinong Tou Xapn otnv aApgatwdn €EEAIEN TNG NANPOQPOPIKNAG
TexvoAoyiag kail Tou AiadikTuou (ZappavioTng kal Kapyidong,2004).

1.3.1H diatipnon TnG NeAATEIAKNG BAONG WG AVTAYWVIOTIKO
NAEOVEKTNHA

ZUppwva Pe Tn Bewpia, To marketing oxéoewv ONwWG auTn
apxioe va OJlaTUNWVETAl OTIC apxec TnG Oekasriag Tou 1990,
avagepeTal OTI autd OUVIOTA €va ouvOuaopd TPIWV OTOIXEIWV Mou
EXOUV WG KOIVO okono Tn dnuioupyia «nioTwv» neAatwyv, dnAadn Tn
dlakpdaTtnon TnG neAaTeiakng Baonc (customer retention) (KooudTtog,
2004):

> Marketing, nou agopad TI¢ dpaocTnpIOTNTEG Yia andKTNOn VEWV
neEAATWV XwPIiGc va napaBAEnsTal n npoondbsia yia diatnpnon Twv
unapxovTwv.

> H e€&unnpétnon Tou neAdTtn, nou nepiAapBavel nAnBog
dpacTNPIOTATWY ONWC N Napoxn €EunnpeTnNoNG NpIv Kal JETA TNV
nwAnon, diepelvnon Napanovwyv Twv NeEAATwV, K.d.

> H noiotnTta, nou nAféov €xel E&puyel and TNV Tnpnon Twv
TEXVIKQOV MNpodlaypapwyV Kdal €XEl AMOKTNOEl <MNEAATOKEVTPIKO»
XapakTnpa.

SUPPWVA PE EPEUVEC MOU EXOUV Yivel anod OIAQOPEC ETAIPEIES
oupBoUAWY, n d1aTAPNON TNG UNApXouoac NEAATEIAG KMIAg ENIXEIPIONG
enidpd onuavTika otnv kepdogopia TnG, Oe avTiBeon HE TNV
NEPIOTACIAKN oxean n onoia anoBAénel otn diapkn NPOCEAKUGN VEWV
neAaTwyv. ZUPQwva Pe Tov avaAuTth Tou CRM Paul Greenberg oTo
BiBAio Tou CRM At the Speed of Light (2002), upia au&non Tou
nooooToU 31aTAPNONG TwV NeEAATWV KaTta 5%, ¢aiveral va odnyei o€
BeATiwon TnNG napaywyikoTnTag kata 20% n kal neEPIOCCOTEPO, N
IcodUvapa — TOUAAXIOTOV YId HEPIKOUC TOMEIGC EMIXEIPNOEWV — OF
auvénon Twv kepdwv ano 50 wg 100% (ZTauponouAog, 2003):



> H Onuioupyia kar n diatnpnon 10XUPNG neAaTelakng Baong
MEIWVEI TO UWPNAO KOOTOC NPOCEAKUONG VEWV NMeAaTwV. H avanTuén
TNG NeAATeIaknNS TnG BAaoncg €ival Yev €vag and Toug OTOXOUC TNG
eNIxeipnong aAAd autn npwTa npenel va diaTnpnosl  TOoug
undapxovTeG NEAATEG TNG.

> H oTaBepoTNTa KAl OI I0XUPOI OECHOI NOU OIEMOUV TIC OXEOEIG
TNG €nIXEipnong HE TOUC nNeAATEC Odnuioupyouv Tnv TAaon
NpAypaTonoinong OUVEXWG NEPICOOTEPWY CUVAAAAQYWV.

> H kat’ enavaAnyn napoxn TUMOMNOINMEVWV MAPOIOVTWV N
UNNPECIWV OE OUYKEKPIMEVOUG NEAATEG MEIWVEI TO KOOTOG
eEunnpETnonc.

> Ol Ikavonolinuévol NEAATEG OivoUV OUOTACEIC KAl 0 AAAOUG, ME
anoTEAECHA va ENITUYXAVETAl N €NEKTACN TOU NEAATOAOYiOU HE
VEOUG NEAATEC XwpPiG 101aiTEPO KOOTOC.

> OI guxaplioTnUevol neAdTeg 0 duoavaoxeTouv O evOEXOUEVN
auénon TNG TIMAC TOu npoidvToC N TNG unnpeoiag, eneidn
EUNIOTEVUOVTAI Kal yvwpilouv Tnv enixeipnaon.

> Ol HaKPOXPOVIEG OXECEIC TNG ENIXEIPNONG ME TOUG NEAATEG TNG
dnuioupyoUv ppaypous €10000U OTOUC AVTAYWVIOTEC KaAl, OUVENWC,
TOUG anoBappuvouv OTIG OMOIEC NPOooTNABEIEC TOUC.

H oxeTiknl Pe Tov MNEAATN yvwon, To €ninedo €EunnpeTNoNg
NEAQTWV KAl N Ikavonoinon neAatwv BewpouvTal Aoinov 101aiTepa
onuavTika orn diIaTApnon ToU avTaywvioTIKoU MAEOVEKTANATOC TNC
eTaipiac. Enopévwg, n O1aTnpnoigdTnNTa TNG nNeAATEIdKAC Bdaongc,
ouvdualopevn ME napoxn AapioTng noloTNTAag NpPoiovTwv  Kal
unnpeociov kKabwg kal uwnAo eninedo eEunnpeTnong, €€ac@alilel
oTnv  enixeipnon TNV unap&én  diapkoUuC  avTaywvioTIKoU
nAeovekTnuaTog (Nikonouhog, 2006).

1.3.2Ta oToixeia Tou marketing Twv oxéoewv

H npoiovTikn d1doTacn nou enikpaTtouoe oTO NapeABov onou
o0lvoTav €p@gacn ortn d01aBson Tou nMpoiovToG Kal ol Bacikoi
napayovTec TNC AsIToupyiac ATAv To cwoTd JIAUOPPWHEVO HiyHa Tou
marketing, METATPANNKE O£ UNOOUVOAO TNG €UPUTEPNC €vvolac TNG
€EUNNPETNONG TOU NEAATN MOU EVOWMATWVElI TV €EUNNPETNON META
Tnv nwAnon (after sales service), Tnv dpeon €niAuon nNpoBANUATWYV
nou ep@avifovral, kabwg kar Tn ouAloyn, OJlepelvnon Kal
AvTIHETWNION TUXOV nNAnpo@opi®wv nou diaTunwvovTtal and Toucg
neEAATEG.

Eniong, unapxel kal éva aAAo BEpa nou €xel aAAa&el: n €vvoia
TNG NMoIOTNTAC TWV NPOIOVTWV N UNNPECIWV EXElI AVANPOOAPHOOTEI HE
NEAQTOKEVTPIKN QIAOCO®Pia, Kal NAEov N noidTnTa Kai n diatnpnon
Tng dev neplopileTal oTnv diadikacia TNG napaywync, aAAd Kar OAeg



ol unoAoineg dlepyacieg ekTeAouvTal Pe Baon npokabopiopeva
npOTUNA NoIOTNTAG ME EMNIKEVTPO MAVTA TNV IKAVOMOIiNonN Tou NEAATN.

OkTw e€ival Ta PBacikd ouoTtaTikad Tou marketing oxeocwv

oUP@wva Je Tov K. KoopaTto (2004):

> KouAtoupa kai a&ieg (culture and values): H kouAToUpa
Kal ol a&iec TnG €niXeipnong npenel va €xouv dIAUOPPWOEl Evav
NEAATOKEVTPIKO GUVOUAGCHO.

> Hyeoia (leadership): H nyeocia, npiv odnynosl Tnv
enixeipnon va e@apuodoel To marketing oxéoewv, 6a npeEnel va
B£0gl w¢ oTOXO TN dnNMIoUpPYia OXECEWV.

> ZTparnyikn (strategy): H oTpaTtnyikn npenel va Exel
NEAATOKEVTPIKO XaApakTnpa Kal va nepIAauBavel avTikeigeva
OXECEWV Kal OTPATNYIKEG, MOU va e€ival OUVOEDEUEVEG ME TOUG
NEAATEC KAl TOUG IOXUPOUC deopoUG WE auTouc.

> Aopn (structure): O NnapadooIaKEC opyaAvWTIKEC OOMEC €ival
OPYAVWHEVEG KATA npoiov n ayopd. O opyavwTikeéG Ooueg Oa
npenelr va aAAa&ouv, kai n aAAayn autn va €ival cUNPWvN JE ToV
NEAATOKEVTPIKO XAPAKTAPA TNG €NIXEipnong.

> AvOpmwnoi (people): H esknaidsuon, n avanTtu&én oTeAEXwV
nou 6a €xouv G KOIVO OTOXO TnVv 0IkodOPNOoN NEAATEIAKWV
OXECEWV.

> TexvoAoyia (technology): H Texvoloyia pnopei va nai&el
noAAoUG pOAOUC PJEOA OE HIa €TAIPEia KAl JETAEU WIAg €Talpeiac kal
TV MEAQTWV TNG, Ot €EWTEPIKEC KAl EOWTEPIKEC EMIKOIVWVIEC,
nAnpo@opiaka cuoTANATA, andokTnNon yvwong Kal NpoBAEYEIC.

> Aladikacgia (process): Enavaoxedlaopoc Twv 01adIkaciwv
yUpw and Tov neAdrn, ©€upa yia To onoio pnopei va anaitnouv
ouoIwdeIC aAAayec oTic undpyouoec Oladikaoiec. ©a npenelr va
dnMioupynBoulv auTopaTonoinueveG O1adIkagieg yia KABe neAdTn
and Tnv undpxouoca neAateiakn Baon. O1 diadikacieg BOa
OAOKANPWVOUV TOUG avBpwnouc, TNV TeExVoAoyia Ye Tn dnuioupyia
IOXUpwV OEOPWV HE TOUC neAdTtec. Anaiteitar  Aoindv  va
EOTIAOTOUME OTIGC d1adikaoieg €EunnpEéTnONG TWV UNApXovTwv
NneEAATWV WOTE va dwooupe a&ia npwTa and 6Aa oToug NeAATEG Kal
KAT' ENEKTACN OTNV €nNIXEipnon.

1.4 H NEAATOKENTPIKH ®IAOZO®PIA

O neAATokevTpikOG  MpooavatoAlopog  petaTonilel  Tnv
eNiXeipnolakn eugpaon anod Tic d1adiKaoieC OTIC AVAYKEG TWV NEAATWV
(Sarmaniotis and Stefanou, 2005).

O nEeAATOKEVTPIKOG MNpooavaToAlopog Oev amoTeAEl pia ved
npotaon yia Tn 01ebvn BiBAloypagia. Mpiv ano nepinou 50 xpovia, o
Drucker (1954) &ypage oto BiIBAio Tou The Practice of Management,



OTI: «€ival 0 NEAATNG auTOC Nou ano@aailel TI €ival pia enixeipnon, T
napayel kai av 6a npoodeuoel», apyotepa o Levitt (1960) onueiwve
OTI «ol enixeipnosic 0 Oa €npene va eoTialouv OTO Napayouevo
Npoidv, aAAd oTNV eKNANPWON TWV AVAYKWV TWV MNEAATWV>.

2ToV nupnva autoU Tou npooavaToAlopoU undpxel n avaykn
yla TIG HaKPOnpOBEOPEC OXETEIC HE TOUC NEAATEC NOU OTOXEUOUV OTN
BeATiwon TNG €EunnpeTnong MNeAATwV Kal TNG IKAvonoinong Toug
(Parasuraman et al., 2006).

O npooavaTtoAiopoG oTov  NEAATN  NEPIYPAPETAl WG  Mia
PIANOCO®Iia Kal CUPNEPIPOPA KATEUBUVOUEVN NMPOG TOV KaBopIouo Kai
TNV KATAvONon TWV avaykKwVv Tou MeAdTN-0TOXOU Kal OTnv
npooappoyn TNG avranokpiong TNG €Taipiac NwWANCEwyY, UE OKOMNO vda
IKAVOMOINOEI EKEIVEG TIC AVAYKEG KAAUTEPA anod TOV avTaywviouo, Kal
ME auTO TOV TPOMO va dNUIOUPYNOElI Eva avTaywVIOTIKO MAEOVEKTNHA
(Webster Jr., 2005).

To marketing Twv oxéoewv okonevel ot Onuioupyia
HOKPOXPOVIWV Kdl apoifaia 1KkavonoInNTIKWV OXECEWV HE TOUG
NEAATEG, TOUG NPOMNBEUTEC Kal TOUG OIAVOMEIC TwV MPoiovTwy TNG
eNiXeipnong Ye okonod Tn d1ekdiknaon kai d1aTApnon TWV NPOoTIUATEWV
Kal TnG enayyeAdaTiknGg oUvOEonC TOUuC HE TNV €mixeipnon
Hakpoxpovia. AnO TouG avapepOpevoug Ot  ANOJEKTEG TOU
evOIOQEPOVTOC TNG EnIXeipnong ol NeAATEC €ival capw ol
onoudaloTepol (ZappaviwTng kal Kapyidng, 2004).

H pn eukaipiakn kair €UEAIKTN (pUON TNG NPOOavaToAIOPEVNC
oToV MNeAATN OUMNEPIPOPAC TNG ENIXEipnong eniTpenel €€ioou OTOUG
opyaviopoug ayopdc kal nwAnong va enITUXOUV TOUG KOIVOUG TOUG
OTOXOUG Kdl Ikavonoinon MEOWw MIAG oOxeong avtaAiayng. Mia
ENIXEIPNON ME NEAATOKEVTPIKO XapakTrnpa &xel Tn duvatoTnTa va
heTaxelpiCeTal kGBe neAdTn EExwpIoTa KAl avaloya HE TIC OIKEC Tou
avaykeg Kal evolapepeTal OXI yid Tov UnoAoyiopd Tou kKEpdouUG anod
Mia oegipd ouvaAlaywv aAAd vyia Tn 0iaTnpnon HAakpoxpoviwv
oxeoewv Pe Tov neAaTtn (Rust, et al., 2004).

Evw Ta nponyoUpeva xpodvia n Tunuartonoinon Tng ayopdc
€0IVE aVTAYWVIOTIKO NAEOVEKTNMA, Twpa nia n oOnuioupyia Tou
avTaywvioTikoU MAEOVEKTANATOC Kal Kupiwg n diatnpnorn Tou
EMNITUYXAVETAI YUE TOV MEAATOKEVTPIKO XapakThpa HWE Baon Tov onoio
dlevepyouvTal ol dIEpYAcniec TNG ENIXEIPNONC.

To marketing Twv OYX€oEwv aNOTEAEl TNV oucia Tou nio
npoo@ATOU NpooavaToAlopyou (PIAoco@iag) Twv ENIXEIPHOEWY MOU
gival  nNAéov  yvwOTOC WG NEAATOKEVTPIKOG MNPooavaToAlonog
(customer-centric orientation). H @iAocogia auTth uloBeTeiTar 0Ao
Kal and nePIOOOTEPEC OUYXPOVEG EMIXEIPAOCEIC Kal E€NETAl TNG
@INocoiag Tou marketing (marketing concept), nou pe Tn o€Ipa TNG
exel 01adexOei TIC PIAOCOPIEC TV NWANCEWV Kal TNG napaywyng. H
NEAATOKEVTPIKN @IAoco®gia 1N nNpooavadToAlouoC unoypaupilel Tn
onpaocia TNG avanTuéng kalr kKabiEpwonc-HeEow TNG €QAPHOYNG TOU



marketing Twv OXECoEWV - PAKPONPOBECUWY OXECEWV ME TOV KABE
NEAATN ATOMIKA KAl MPoownika e TEAIKO oTOXO TN O1aTHPNON TOU WG
neAATn TNG e€nixeipnonG. AuUTO eniTuyxaverar Pe Tn OIapkn Kal
«aBpoloTikA» 1kavonoinon Tou neAaTtn. Karta cuveneia, gia Kopugpaia
npoTEPAIOTNTA  onolacdnnoTe  NPoodeUTIKNG  Kal  OUVAMIKAG
opyavwonc nNwANCEwV MpENEl va &ival va danoTpewsl Tnv
anookipTnon NEAATWV KAl 0 KAAUTEPOG TPOMNOG va NeTUXEl AuTO €ival
va IkavonoinBouv ol neAATeg TNG (Sarmaniotis and Stefanou, 2005).

To TeAlkO O {nTOUMEVO Yyia TNV €nixeipnon e€ivalr BeBaing n
auénon Twv NWANCEWV Kal Tou KEPDOUG.

1.4.1 H ikavonoinon Tou neAarn

O avaduodpevoC oTpaTnylkoc oToXoG Tou marketing E£xel
aAAa€el npoc TNV KATEUBUvVON MPIAC €vepyonoinUEVNG npoonabeiag,
MEOW TNG onoiag¢ 6a uAonoinbouv o1 PaKPOXPOVIEG OTPATNYIKEG
NPOCAVATOAIOUEVEG OTOV MNEAATN, NPOcdoKWVTAG £TOl va au&nbei n
Ikavornoinon Tou neAatn (customer satisfaction) «kai va
KaAAiepynBouUv ol neAaTeiakeg oxeoeic (Fornell, 2003).

H 1kavonoinon Tou neAdTn €xel anoTeAecel oTn dlebvn
BiBAloypagia avTIKEIMEVO €peEuvac Yyia TOUG EMIOTAMOVEG TOU
marketing and Tn dekactia Tou ‘'70. Ta TeAeuTaia xpovia, ugioTaTal
MHia avanTtuén Tou marketing Twv OXE0EwWV HE TOUG MEAATEC, TOU
NEAQTOKEVTPIKOU MNPOCavaTtoAiopgoU TnG enixeipnong. EmnAgov, n
Ikavornoinon neAaTwv €ivalr otov nupnva Tng €vvolac marketing, n
onoia eival n kivnTApla dUvaun yia TIC NEPICOOTEPEG aANO TIC
Kopu@aiec emyelipnoelc (Hoisington and Naumann, 2003).

AAAG Kkal o€ €ninedo eMIXEIPNOIAKNG MPAKTIKNG, €ival yvwaoTo
OTI, N Ikavornoinon TOU nNeAdTn €xel anoTeAécel Tn Bacn TNG
@INocogiag Tou marketing, n onoia ATav n 13€oAoyIkn NAATPOpHA
TwV oUYXPOVWV €NIXEIPpRoewy, dIEBVWG, KATA TIC TPEIG, TOUAAXIOTOV,
nponyoupeveg dekacTiec (ZapupaviwTng kal Kapyidng, 2004).

Ta epnelpika@ CUPNEPACHATA MPOTEIVOUV OTI N IKavonoinon
neAatwv, nou e€ivar n oucia Tou marketing oxéoecwv, €ival eva
KPioIJO Oonueio oTnVv €niTeuén kai Tn O1ATAPNON TOU AVTAYWVIOTIKOU
nAeovekTnuaToc (Stefanou et al., 2003).

H ¢€peuva yia Tnv Ikavornoinon Tou neAATn naAaidTepa
ENIKEVTPWVOTAV OTOV TEAIKO nMeAdTn, dnAadn oTov KaTavaAwTn Kai
yla autd nNTav NEPICOOTEPO YVWOTA WG IKavonoinon Tou
KAaTavaiAwTn.

H 1kavonoinon anoTeA&i ouvapTnNon TWV MNPOCJOKIWY TOU
KATavaAwTn yia To npoiov kdl TG anddoaong Tou. Mo OUYKEKPIPEVA,
OTAv 0 KATavaAwTnG Kpivel OTI N anddoaon ToUu NPOoiovTog €ival ion JE
TIC NMPOCOOKIEC Mou €ixe yI autd N PeEYAAUTEPN ANO AUTEC, TOTE
aigbaveral 1kavonoinon. ‘OTav OPwWC €KTINA OTI n anodoon e€ivai



XAMNAOTEPN anod TIC NPoodOKieC Tou yI' autd, TOTE aloBaveral
duoapeokeld R opBOTEpa N Ikavonoinon (ZappaviwTng  Kal
Kapyidng, 2004).

AlGQOPEC HEAETEG €xouv Oei&el OTI n Ikavonoinon RNEAATWV
Mnopei va odnynoel oTnVv NioTn €UNOPIKWV ONMATWYV, VA AVAKTHOE
TNV NpdBeon kal va enavaAdapel TiI¢ NwWANCEIC.

O1 npoadlopIoTIKOI NApAYOVTEG TNG IKAvonoinong Tou MeAdTn
gival eva BEpa epeuvnTIKNG AAAd Kal NPakTIkNG onoudaldoTnTag Kai
EXEl Ppebei OTI  auTtoi pnopei  va eival  dnuoypagikoi/
KOIVWVIKOOIKOVOUIKOI, MPOCWIKOi/WPUXOAOYIKOi, ava@epOUEVOl OTO
€id0¢ Tou NpoidvTog KAN (ZappaviwTng kal Kapyidng, 2004).

Eav ol oupnepIPpOpEC KAl Ta anOTEAETUATA ANO TN OXEON £XOUV
EKNANPWOEI TIC NpoodokieG w¢ €dw, TOTE Ta Bacika oToIXEid TNG
IKavonoinong kal Tng euniotoouvng apyifouv va avantuooovTal. Me
Baon auTta Ta apxika kai oToixelwdn €nineda TNG Ikavornoinong Kai
TNC €PNIOTOOUVNG, N AAANAe€apTnon MWETAEU Twv OUO NAEUPpWV
avanTuooeTal, Ta pioka au&avovTtalr kal n oxeon e€akoAouBei va
EnekTeiVETAl. QC Mia Ouveénela TnNG OUVEXOMEVNG IKAvomoinong ME
anodoon/anoTeAEoPATa PEXPI OAMEPA Kal TNG EPMIOTOCUVNG OTI N
aAAn nAeupd Ba ouvexioel va eKNANPWVEl TIC UMNOXPEWCEIC TNG
ouvaAiayng, n diadikacia TNG oxeong ouveyilel va npoodeUel kal n
0E0PEUON TNG OUVEXOMEVNG avTaAlayng Ba exel anoTteAéoparta. M’
autd TO AOYO, n Ikavonoinon, n eyniotoouvn Kai n d&opeuon €ival
anapaitnta otoixeia NG d1adoxIkAG nMpoddou TNG avanTu&ng Tng
oxeonc (NikornouAog, 2006).

1.4.2H ggnicTooUvn TOU neAdarn

H eynioToolvn Twv nNeEAaTwv npog Tnv enixeipnon (customer
loyalty) napapével €vag and Toug npwTapxikoUuGg napayovTeg
eniTuyiac.

O1 apxéc TNG nMioTnG AsIToupyouv Kal epapuolovtal 0 OAEG TIC
ENIXEIPNOEIC Nou napoucialouv uwnAn napaywylkotTnta, otabepd
KePON kal ouvexn avantuén (Pasupathy and Triantis, 2007).

H nioTn €xel epapPoOyEC NOU €NEKTEIVOVTAlI O KABE ywvia TNG
ENIXEipNONG NoU MIOTEVUElI 0TA OPEAN TOU va €XEl MIOTOUG neAdTec. H
dlaTnpIoIgoTNTA TNG undpxouoac neAateiag Oev e€ival anAd eva
VOUMEPO OTATIOTIKNG, €ival n Baon OAwv TwV A&ITOUPYIWV HIAG
ENIXEipNONG KAl PETPA MOOO KAAQ KAl ANOTEAECATIKA N E€RIXEipnoNn
onuioupyei afia yia Touc neAdartec Tn¢ (Hoisington and Naumann,
2003).

H dnuioupyia a&iac yia Touc neAATeg €ival n Baon yia kabe
ENITUXNMEVN €nixeipnon. H dnuioupyia a&iag yia Toug neAATeg XTilel
nioTn kai n niorn perappaleral o avanTuén, KEpOOC Kal NePICOOTEPN
a&ia. To kEpOOC HIAg eNiXEipnong HEXPI NPOTIVOC ATAV OTO KEVTPO TNC



unap&ng Tng. 'Ouwg napoAo nou To kEPOOC €ival anapaitnto, Ba
npenel va napadexToUpe OTI €ival ouvenegia Tng dnuioupyiac a&iag, n
onoia padi he Tnv niotn anoteAouv Tnv kapdid kKABe emTUuXNUEVNC
enIXeipnUaTikng dpactnplotTnTag. O povog TPONOG via va BeATIWOEI n
andédoon MIag enixeipnong e€ivar va BeATiwBei n aia kal n nioTn
(Bendell, 2006).

Eival ndpa noAU onuavtikd yid TNV E€niXxsipnon va
ouveldnTonoinoel TNV agia Twv NEAATWV TNG KAl VA CUYKEVTPWOEI TIG
npoondab&leEg TG oTn dnuioupyia Piag Nakpoxpovng oxeong n onoia
B8a npoo@epel UAIKG aAAd Kal WuxoAoyika oQeAn oToug NeAATEG, Ba
evduvapwoel TNV €kOva TNCG €raipiac kar 6a Tn PBonbnosl va
€UOOKIUNOElI O €va avTaywvIioTIKO EniXEipnUaTiko nepifaiiov. H
niotn npodiaypdgel Ta nAaiolia gEoa ota onoia 6a npenel va KivnoOei
Mla oTpaTtnylkn avantu&éng, n onoia Ba €xel Kal TIG NEPICOOTEPEG
méavoTnTeG va ulonoin®ei kal va eEunnpeTei dlaxpovika Ta
OUM@EPOVTA TNG  e€mixeipnong, Twv  €pyaloOPeEVWV KAl TWV
neAatwv/katavaAwTtwv (Pasupathy and Triantis, 2007).

1.4.3 H diatipnon Tou neAdrn

H BeATiwon Tng Ikavonoinong kail TnG nioTng neAATwv odnyei
TeAIKA oTn d1aTrnpnon NeEAATwV.

H dpaoTikOTNTa TwV OUOXETICOMEVWV OTPATNYIKWV, Mou Oivel
Eupaon orn d1aTApnon Tou MeAdTn, €neEnyeital and €PEUVNTIKEC
MEAETECG, OI OMOIEC MPOTEIVOUV OTI N ANOKTNON TWV VEWV NEAATWV
KooTi(el NEVTE (POPEC NEPICOOTEPO amd O,TI anaiTeital yia va
dlaTNPNOEl KAl va EPYAOTEl PE Touc ndON UNAPXOVTEC NEAATEC
(Fornell, 2003).

Eneidn Aoindv n diatipnon evog neAdaTtn kooTilel AlyOTEPO Ot
OXEON ME TNV NPOCEAKUCN E€VOGC VEOU, N €niXEipnon npener va
yvwpilel noloi €ivar or Adyol yia Tn diaTApnon TwV NEAATWV
(customer retention). Av o1 Adyol auTtoi dev €ival cageic oTnv
ENiXeipnon, TOTE apya n ypnyopa ol neAdrteg 6a ¢guyouv, 6a xabouv
ol OMoleC enevOUOEIC €yIvav Yid TNV NPOCEAKUCT TOUG Kal TEAIKA N
enixeipnon 8a xaoel Tnv otabepn neAateiakn TG Baon (Westcott,
2002).

‘Eva  onuavTikd eUpnua  apkKETWV  HEAETWV  Onw¢ non
avagepOnkKe €ival 0TI N NPOCEAKUCN VEWV NEAATWV OTNV EMIXEipNnoN
gival noAU nepioocoTeEpo danavnpn and Tn diaTnpnon Kal napapovn
Twv unapxovrtwv. ‘Exel Bpebei eniong o611 n diatnpnon Twv
unapxovtwv neAatwv, Onw¢ ek@padletal ano TIC METABANTEG: a)
a@ooiwon oTnV enwvupia Tou npoiovTtog (brand loyalty), B) npdBeon
enavayopdag (repurchase intention) kar y) enavaAauBavOopeveg
nwAnoeig (repeat sales) ennpeadleral OeTika, o€ yeyaho Badbud, ano
To eninedo 1kavonoinong Tou neAdTn. Eneidny dg, autd nou TeAIka



METPAElI €ival TO OUVOAIKO anOTEAECHA TNG EMIXEipnong, Eivail
onuavTikoTaTn Kai n d1anioTwaon opIoCHEVWY JEAETWY OTI N d1aTHPNON
TWV UNapXovrwv neAatwv ennpealel O€TIKA TNV anodoTIKOTNTA TNG
enixeipnong (ZappavionTtng kal Kapyidng, 2004).

Ol enIxelpnoeIC €xouv ouveldnTonolnoel OTI MPOKEIJEVOU Vda
avanTtuxbouv 600 EMITUXNUEVEC TOOO KAl PHAKPOMPOBEOPEC OXEOEIC
HME TOUC NEAATEC NPENEl va €0TIAOOUV OTOUG OIKOVOMIKA MOAUTIHOUG
neAateg (high value customers), kpatwvTag Makpia Kal
anoBaAAovTag Toug Un enikepdeic (Stefanou et al., 2003).

O oTOXO0G Yyia Ikavonoinon kal d1aTApnon TwV NEAATWV EXEI
XApaKTNPIOTEI WG AUUVTIKA OTPATNYIKA MIag enixeipnong. O oToX0G
TNC QAMUVTIKAC OTPATNYIKNG €ival n eAaxiorornoinon Tou KUKAoOU
epyaciwv neAatwv (PeyioTonoinon Tng d1aTnpnong NeAATwy) HEOW
TNG NpooTacia¢ Twv APOIOVTWV Kal Twv ayopwv ano Td
avTaywvioTIKa €UNOPIKA OAPATA KAl YEVIKA Anod TIC AVTAYWVIOTIKEC
enidpopEC, napd Tov au&avOouevo avtTaywviopo Kal wpigavon Twv
ayopwv, TO apuvTikdO marketing vyivetar Ta TeAeuTtaia xpovia
EAKUOTIKOTEPO Kal dnuo@IAEG (MAakoylavvakn, 2003).
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KE®AAAIO 2
OI BAZIKEZ ENNOIEZ TOY CRM

2.1 ENNOIOAOIIKOZ NMPOZAIOPIZMOZz TOY CRM

O opog CRM (Customer Relationship Marketing n
Management) NpwTOENPAVIOTNKE OTA PETA TNG OekasTiag Tou '90
Kal XpNOIYONOIEITAl yia va NeEPIYPAWEl TIC NPAKTIKEG, TO AOYIOHIKO
akOha kal TIG O1adIKTUAKEG EQAPHUOYEC MECW TwV OMoiwv Hia
ENIXEipNON KaTavoei kal €EunnpeTei KAAUTEPA TIC AVAYKEG €&VOC
naAaioU n akoupn kai evog PeAAovTikoU neAatn Tng (Payne and
Frow, 2005). TMpokeTar vyia uia BePENIdN  ENIXEIPNOIAKN
oTPATNYIKA N onoia ava@epeTal ouxva kal wG one-to-one
marketing, nou €&xel okond va au&noel TO MEyeBog, TNV
anodoTIKOTNTA Kal TNV Kepdopopia TN NneAATeIakNS BAong HEOW TNG
dnuioupyiag avwTepng a&iag otoug neAaTtec (Chen and Popovich,
2003).

Méoa Tn¢ Oekaeria¢ Tou 90 Kal OUYKeEKpIMEvVa To 1996,
avanTuxbnke oTo €EwTePIKO n ayopd autoUu TOU VEOU MPOIiOVTOC,
Tou CRM, TO onoio anoTeAece PETEEEAIEN AAAWYV EvVOIWV ONWG TOU
BPR (Barely Repeatable Processes), Tou ERP (Enterprise Resource
Planning) kai Twv Call Centers (Silver, 2005).

H diapopd Tou CRM Opwc eivar o611 dev €ival anAwg €va
NAKeETO AoylopikoU. MPOKEITal yid Wia unodojn n onoia €nTPENEl
TNV oKlaypdagnaon Tou NeEAATN, au&avel Tnv a&ia Tou kal kabopilel Ta
KaTaAAnAa pEoa, woTe a&ionioTol Kal NoAUTIPOI NeEAATEC va
napapeivouv «nIoToi» oTnVv €Talpia, evw napaAAnAa va eniteuxdei n
NpooeAKUOoN VEWV. Me Aiya Adyia €ival n oTpaTnyikn yid To XTiOIHO
MIOG MAKpAG ANOTEAECHATIKAG KAl €MOIKOOOMNTIKAG OXEONG MIAG
enixeipnong pe Tov neAartn (Anderson and Kerr, 2002).

>Tnv EAAGda 1o CRM dapxioe va e@apuoleTal kKupiwc anod
MEYAAEC eMIXEIPAOEIC WOAIC TA TEAEUTAia 7 Pe 8 xpovia.

To CRM, npoepXOMeEVO €vvoioAoyIikG ano Tn OewpnTikn
unooTtaon Tou marketing oxéoewv, AsIToupyei £€TOI WOTE va Aau&nael
TNV ~ anoTeAeouaTikdTNTAa Tou marketing kai, @uoikad va
dnuIoupynoel kal va snau&noel Tnv a&ia kar yia Tic dU0 NAEUPEC -
Kal yia Tov NEAATN Kal yia TNV enixeipnon. Autd enITuyxAaveTal e Tn
OUVEXN GUAAOYN NANPOQPOPIWV Yia TOUG NEAATEC aAAAG KAl PE TNV
avTanokpion OTIG «npooTayec» TnG ayopdg (Chen and Popovich,
2003).

To CRM -nou oTa eAAnvika anodideTal Je Tov 0po «Alaxeipion
TwVv MeAaTeiakwV ZIXECTEWV» N AAAIWG «AIAXEIpION TWV ZXECEWV ME
Tov MeAatn» ouvioTa Tnv avapevopevn €€EAIEN Tou napadooiakou
marketing kai nepioodTepo Tou marketing oxeéoswv. H €EENEN auTh
EPXETAl WG avTanokpion oTic paydaiec aAAayec nou ocupPBaivouv



NaykOOoWId OE OIKOVOMIKO Kal €niXElpnolako €ninedo. AUTEG ol
aAAQyEC €XOUV MPOKAAECEl Au@IOBNTNON OTO KATA NOCO I0XUOUV Ol
Baoikoi 0pol Tou marketing Twv onoiwv NAEov n 1oxupn O€on €xel
apxioel va kAoviletal (KooudTog, 2004).

H avaykn yia 1o CRM ep@avioTnke ando Tn OTIYMNA nou
OTAPATNOE va UMAPXEl O «TUMIKOC» KATAVAAWTNAG. And TOTE Mou O
KGBe kaTavaAwTng anaitnoe 191aiTepn NPOCoXH OTIG aVAYKEG Kal TIG
NPOTINNCEIC TOU, Ol ETAIPIEC OTANATNOAV va doxoAouvTadl Ye To Ti Ba
NOUANCOUV Kal npoonabouv va pabouv OAo Kal NEPICCOTEPA YIA TO
nolog e€ival autog nou ayopalel. Kal €va and Ta PBaocikotepa
npoBANUATa nou avTigeTwnilouv OAEC Ol ENIXEIPAOEIC €ival N
KaTavonon TwV avaykwv TwV ayopwv OTIC onoiec ansubuvovTal
(Anderson and Kerr, 2002).

H uywnAn dnuoTikdTnTa Tou CRM, TOGO 0t nepifaAAlovta B2C
(business to customers) 6co kai B2B (business to business),
opeiAeTal ag’ evoc oTnv auénon Twv anaitnoswv Kal TwV
NPOCOOKIWV TWV NEAATWY, Ol OMNOIOI analTouv Nol0TNTA TNV Napoxn
UNNPECIOV Kal a’ €TEpou aTnV €EEAIEN TNG TeXvoAoyiag, n ornoia
NPOOMEPEI, MAEOV, HIA OEIPA ANO KAIVOTOPEC AUOEIC KAl EPAPHOYEC
(Peppers and Rogers, 2007).

MpokKeITal ouaiaoTIKA yia pia geBodoAoyia n onoia oTnpileTal
oTNV EKTETAPEVN Xpnon Bdoewv dedopeEVwV. € AUTEG N ETAlpEia
TNpei &va nAnBoc and nAnpogopieG ol onoie¢ Jnopouv vda
xpnoigonoin®ouv €iTe yia va au&noouv Aueoa TIC NWANOCEIC TNG EiTE
ylia va €EunnpetnBei kaAuTtepa n ndn undpyxouod neAateia Tng -
YEYOVOG nou Quolka B6a au&noel TIC NwANOCEIC pakponpoBeoua
(MavTikag, 2006).

To Customer Relationship Marketing, anoteAei Aoinov pia
ENIXEIPNOIAKN OTPATNYIKN Mou oXedIAoTNKE PE okomnod va BonBdnoel
TIG ENIXEIPNOEIG VA YVWPIOOUV TOUG UNAPXOVTEG N NIBavouc NeAATEC
TOUG Kal va OnMIoOUPYNOOUV IOXUPEG MEAATEIOKEG OXECEIC ME TNV
napodo Tou Xpovou.

To yvwoTikd nedio Tou CRM €XEl CUYKEVTPWOEI TO EVOIAPEPOV
NOAAWV HEAETNTWV OTO XWwpo Tou marketing, woTdco undapxel
dIXoyvwidia HeETa&U Twv €peuvNTWV 00OV aAPOopd TOV OpIoHO TNG
evvolac autng (MAakoylavvakn, 2003).

Mapda 1o yeyovocg OTI NPOKEITAl yia oUVOETN €vvola NOU PMOpPEi
va dlaTunwBei Pe nMoAAoUG evaAAaKTIKOUG TPOMoug, MNOPOUHE vda
napabeocoupe Kamnoloug opiohouc and Tnv diebvn BiIBAloypagia yia
To CRM:

To CRM ce€ivai n unodoun nou divel Tn duvatoTnTa oTnv
ENIXEipnNoN va oklaypa@ei Tov neAartn, va au&avel tnv a&ia o€ autov
Kal va divel Ta KivnTpa 0€ onNUAvTIKOUG NEAATEG va MAPANEVOUV
niotoi (Dyche, 2002).

To CRM e€ival To Yeoo nou dnUIOUPYEI NIOTOTNTA TOU NEAATN,
HE OTOXO TNV au&énon TnG KepdOQOPIac kKal Tou EnNIXEIPNUATIKOU



oPEAOUG, goTialovTag aTnV napoxn uwnAou eninedou eEunnpeTnong
TWV NEAATWV TNG €nIXEipnong and OAa Ta HEAN Tou opyaviouou
(Payne and Frow, 2005).

To CRM e€ival pia diapkng diadikacia dnuioupyiag, diatnpnong
Kal avantu&ng apoifaia enwPeAWV KAl OTABEPWYV OXECEWV HE TOUG
neAaTeg. Eival pia oAIoTIKR €MIXEIpNOIAKA OTPATNYIKN MOU OTOXEUEI
oTNV KATavonon TwWV avaykwv Tou MeAATn Kdl oTn HWEyloTOonoinon
TNG oUVOAIKNG TNG a&iag NEow MIag d1apopPOonoINPEVNG NPOCEYYIONG
(MAakoylavvakn, 2003).

AuToi ol oplopoi dev €ival ol povadikoi JI0TI NPOKEITAl ONWG
ginaue yia pia ouvleTn €vvola nNou Jnopei va diatunwbei pe
NOAAOUG evaAAakTIKOUG N CUMNANPWHATIKOUG TPOMOUG.

'Evag akopa opiopocg yia To CRM eival o €€nc:

H owoTtn xpnon avbpwnwv, TEXVOAOYIWV, OTPATNYIKWYV, Kal
01adIKaoIwVv WOTE N €TAlpeia va dNUIOUPYNOEl, va BEATIWOEl Kal va
d1aTNPNOEI TIC OXEOCEIG TNG HE TOUG NEAATEG TNG WOTE VA PEYAAWOEI
Tov KUKAO CwNG TOuC Kal V' au&noel TIC NWANCEIC NPoG auToug
(Chen and Popovich, 2003).

Kal évag anAouoTePOC OPICHOG:

H oupnpa&n marketing, nwAnoswyv, service kal TexvoAoyiag
yla Tn dnuioupyia NIoTWV NEAATWV N Oonoia anookonei oTo KEPDOG
MEOW TNG PBEATIWMEVNG aVTAYWVIOTIKOTATAG KAl €EUNNPETNONG
(Galbreath and Rogers, 1999).

H oTpaTtnyikr npooeyyion nou e€&onAilel opyaviopouc va
hrnopouv va evrtonidouv, va npooeAKUOUV Kdl vd OUYKPAToOUV
ENIKEPOEIC NEAATEC MEOW €EATOMIKEUMEVNG Kal ANOTEAEOHATIKAG
dlaxeipiong TNG oxeong NeAATn - opyaviouou yia apoifaio 0peAog
(Chen and Popovich, 2003).

MiIAwvTag yia CRM egival xpnoigo va npoadlopicoupe TI Oev
gival: Aev eival anAd €va AoyIOMIKO N €va npoypaupa nou Hia
ETAlpeia €ykabioTa Pe oTOXO TN PBeATiwon Twv NWAACEWV TNG. To
CRM npolnoBeTel TNV aAAayn ¢iAocogiac PJeoa oTnv €Taipeia Kai
TNV IKAvonoinon TwvV avaykwv Tou NeAATn w¢ akpoywvidio AiBo Tn¢
unap&ng Tng (Sarmaniotis and Stefanou, 2005).

MNa va avtiAngBoupe og 6Ao0 To Babog Tnv €vvola CRM 6Ba
NPENEl VA KATAVONOOUWE TNV ONUacia nou &€xel yia Jia enixeipnon n
neAateiakn a&ia. H dnuioupyia afiag yia Tov neAdTn npener va
anoTeA&i Tnv kapdid onolouadnnoTe oTPATNYIKNG CUVOIaAAaynG HE
auTov. AeyovTag dnuioupyia a&iag dev evvooUue TNV npoondabeia ek
MEPOUG TNG €TAIpiag va Npoodwaoel 0ToUG NEAATEG TNG NEPICOOTEPN
a&ia pgE TO va TOUuC MOUANOCEI NEPICCOTEPA MPOIOVTA I UMNNPECIEC.
Evw pia T€Toia kivnon pnopei va BswpnOei puaoioAoyikr, €V TOUTOIC
EXEl EAAXIOTN OxEOn WE auTo nou oto CRM anokaAesital neAaTeiakn
afia kal nou e€ival n OnuIoUpyiad MAKPOXPOVIWV MEAATEIAKWYV
oxeoewv. AuTh n Onuioupyia «a&ac» yia Touc neAatec (a&ia
ouvalodnuaTikng Hopepng) eivar BePeAiwdWC dIaPOpETIKN aAnod Tnv



xpnuaTtikn a&ia (a&ia AsIToupylkng MOPPNG) Mou EMITUYXAveTal
Jlauéoou TNC MEIWoNG TwV TIHWV (au&non Twv NWAACEWV) Kal TIG
TEXVOAOYIKNG npoodou (€E0IKOVOUNON OUVTEAEOTWV NAPAYWYNC -
Meiwaon Tou koaToug) (Galbreath and Rogers, 1999).

H diacuvdeon PeTaA&U TNG €TAIPIKNG a&iag Twv METOXWV Kal TNG
neAateiakng a&iac ivar geiovoc onuaociac. ZUYKeKPIYEVaA BewpeiTal
aduvaTto va dnuioupynBei poviun €raipikn a&ia yia Toug PETOXOUG
€av nponyoupevwe dev dnuioupynBei a&ia yia Toug neAatec. duoika
Kal ol duo Hop®eg afiag eival avaykaieg. QoTtdco dev npenel va
napaBAenerar  OTI  OUCIAOTIKEG  NEAATEIOKEG  OXEOEIC  ME
HakponpoBeoua anoTeA&opara (nou guvenayovTal Kal
HakpornpoBeopua kEpON) PMNopouv va olkodopnbouv POVO HE TNV
xpnon TnG neAateiakng a&iac. O1 NEAATEIAKEG OXECEIC AnaAITOUV Mid
ouvaiobnuaTikn ouvdeon ME TNV €Talpia kal akpiBwg autn Tnv
AsiToupyia  kaAeital va emteAécsel To CRM  napéxovrac pia
oAokAnpwpuevn pebBodoloyia (Westcott, 2002).

2.2 H ®PINOZOPIA THZ AIAXEIPIZHZ TQN ZXEZEQN ME
TOYZ NEAATEZ - MIT'MA CRM

H anown nou e€ival nepioocOTEPO aAMNOJEKTH €ival auTn nou
npeoBevel 6T To CRM  anoTeAei €va TeXVOAOYIKO ouoTnUa -
diadikacia nou npooBetalr  afia, npoadiopilel, avanTuooel,
oAoKANpwvel kal €oTialel TIC 1KAvOoTnNTeC (competencies) Tng
ENIXEipNONG OTN «QWVN» TOoU NEAATN wOTE va OnMIOUPYNOEl
HakponpoBeoua uwnAn afia oTtov NeAATn €XovTac wg KEPOOG ToV
NoAU kaAd npoadiopIoHO TwWV UNAPXOVTWV Kal TwV &v OUVAEI
OHAdWV - KATNYOPIWV TWV MEAATWV.

ZUpQwva Aoinov pe Tov K. Koopato (2004) wg enakoAoubBo
TOU Napanavw opiopoU NPOKUNTOUV OKTW BePeAIwdn ouoTaTika yid
TO MWiypa nou ouvBeTel To CRM:

» [pooavaToAlopog TnG ayopdc (Market Orientation),
TexvoAoyia Twv nAnpogopiwv (Information Technology),
OAokAnpwaon (Integration),

KouAToupa (Culture),

Aladikaaoiec (Processes),

Hyeoia kal ZTpatnyikn (Leadership and Strategy) kai
AvBpwnivol Moépor (Human Resources).

O1 A€€eic «neAaTelakEC oxETeIC» KAl marketing oxEoswv» €ival
AEEEIC MOU NAEovV €XOUV apxioel KAl XpNOIYOMoIoUvVTdl EUPEWG. TO
CRM €ival capwc d1apopeTIKO anod TIC UNAPXOUTEG NPOCEYYIOEIC TOU
management TWV ENIXEIPNOEWYV ylaTi NPOOKAAEI Kal
oupnepiAapBavel Tov neAdTtn ortn dnuioupyia a&iag. ©oAwvel TIG



OlaXWPIOTIKEG YPAUMEG METAEU MeEAATN Kal €niXEipnong, Tng onoiag
avanogeukTa aAAalel Tnv opyavwaon.

AnoO £peuvec kal peAeTeg, To CRM eEelioosTal o onUAvTiKO
OTOIXEIO TNG ENIXEIPNOIAKNAG OTPATNYIKAG YIa NOAAEC eniXeIpnoeIC. To
CRM e€ival €niong yvwoTo, JE AAAOUG O0poug, WG 0 cuvduaouog Tou
marketing oxéoewv (relationship marketing) kair Tng diaxeipiong
Twv neAatwv (customer management) kai €xel va KAvel PE TN
dnuioupyia, Tnv avantu&n kal Tn d1aTAPNON NPOCWNIKWV OXECEWV
ME Toug neAaTtec. O1 nNeAdTeC €ival Ta «UPEAN» KAAQ €0TIQOPEVWV
opadwv-oToxwv (target groups) kal n dlaxeipion TWV OXECEWV ME
autoucg odnyei oTn WeyioTonoinon TnG Npoogepouevnc a&iac (Payne
and Frow, 2005).

O npooavaToAlopNOC TNG ayopdcg (customer orientation) exel
€va NOAU onuavTiko poAo J10TI odNYEi TNV €NIXEipNON va AanokTAOEI
HIa NoAU kaAn €ikdva TnG KAaTaTunong TnG ayopdc. H anoktnon Tng
€IKOVAC AUTNC £xel 101aiTEPN onuacia yiati, napd To YEYOVOC OTI HE
TNV KATATPNon TNG ayopdg ol nNeAATEC KaTnyoplonoloUuvTal O€
OMAdeC oUNPWVA HE KOIVA XAPAKTNPIOTIKG Onwc Onuoypagikd,
OIKOVOMIKA, YEWYPAPIKA, OCUMNEPIPOPAC, KAM. Kal napouoIES
avAYKeC, TEAIKA UNAPXOUV APKETEC OIAPOPEC METAEU TWV HEAWV
KaBe opadac. 'ETol, unopei ol neAATeC va AapBavouv To NePICOOTEPO
and auto nou eniBupPoUV aAAd OxlI To PeEyioTo. Me Tn gIAoco®ia Tou
CRM  va OnUIOUpYEI MPOOWNIKEG OXECEIC ME TOUC NEAATEC, N
enixeipnon va pabaivel anod TIC OXECEIC AUTEC va oKlaypagei Ta
XAPAKTNPIOTIKA  TwV  MNEAATWV, MpokUnTel n  OuvartoTnTd
NPocodIoPICHOU TWV AVAYKWV TOUG, OMNOTE €ival Kal Mo €QIKTH N
NANPNG Ikavonoinaon Toug. Ano auTrh Tn duvaTtoTnTa dnuioupyeiTal
€VAC OIKOVOMIKA anodoTIKOC TPOMNOG Yia TNV KATATUNon TnG ayopdc,
MOU MMOPEl va anoTeEAECEl NNyn avTaywvioTIKoU MAEOVEKTANATOC
(KoopaTtog, 2004).

Ev kaTtakAeidl, n ¢iAocogia Tou CRM pnopei va ouvoyioBei
oTa NapakaTw:

> EoTialel oTov neAATN NEPICOOTEPO Ao TO NMPOiov.

> AnaiTei aAAayég oTIG napadooiakeg eTalpikeg diadikaoieg, oTa
ouoTAMATa aAAd kal oTnv KouAToUpa TnG €Talpiag.

> AykaAlalel TIG A€IToupyieC Twv nwAnoewv, Tou marketing
aAAd kai Ti¢ diadikaciec unoaTnpPIENG.

> AykaAialel Ta napadooiaka kavaAiia Oiavoung aAAd kal To
internet.

> YnooTtnpilel To KUKAWHKA NpouNBeUTWV TNG ETAIPIAG.



2.3 H AIA®OPOINOIHZH TOY CRM AINO TO MARKETING

To CRM 0ev anoTteAei &va akopa €ninedo OTO OwWHA TOU
marketing. Eival pia veéa @iAocogia nou divel oToug marketer veeg
EUKAIpPIEC.

H onuavTikoTepn d1agopd TOU O OXEON ME TO NApadooiako
marketing (mass marketing), nou eoTialeTar o TUAPATA TNCG
ayopdag, cival 0TI To CRM «a0oxOA&iTaI» UE CUYKEKPIMEVOUG NEAATEG.
H eotiaon Tou CRM vyiveTal ge &vav npoowniko TPOMNo kKal Aoyikn,
oUp@wva Pe Tnv onoia ol diadikacieg oxeTiCovral ge Tn dnuioupyia
a&iag oTov NneAATn. AuTovONTd, N GUVENEIA €ival ONPAVTIKEG aAAaYEG
otn Oopn TNG E€niIXeipnonc. ZUPeWva MPE Toucg Sarmanioti kai
Stefanou (2003): «to CRM npoxwpdel é&va BApa navw and To
marketing ox€oewv, yiaTi TO avTIKEiyevd Tou e€ival, népa anod Tnv
avanTtu&n Tou pepidiou Twv neAatwv (customer share development)
va au&noel pge TNV nNdpodo Tou XPOVOU TOUG ENW@EAEIC yia TNV
enixeipnon neAdte¢ and TN OTIYMN MNOU  EMNIKEVTPWVETAl OTOUG
«enikepdeic» (economically valuable) neAdateg kai Tautdxpova
npoonabsi va MEIWOEl TOUG OIKOVOMIKA Wn enikepdeic (economically
invaluable)».

To CRM anoTeAei «nNeAATOKEVTPIKA» avTiAnwn, &vw TO
marketing «npoiovtokevTpikn» (Rust et al., 2004). To CRM enidiwKel,
TN OUVeXN enagr PeE Tov neAdTtn kai divel peydAn €ugaon oTnv
eEunnpeTnon Twv NeEAATWV, Evw To marketing Tnv nepiodikn enagn.
'‘Ooov  agopd Tnv napaywyn, Yyvwpiloupe OTI TO marketing
EMNIKEVTPWVETAl OTA XAPAKTNPIOTIKA TWV NPOIOVTWV I UNNPECIWV, EVW
To CRM enikevTpwvel oTnv a&ia Twv neAatwv. Kalr n noidotnta Tou
napayopevou npoiovTog n unnpeoiac oto CRM anoteAsi peAnua o6Aou
TOU NMPoownIkKoU TNnG €nixeipnong evw oto marketing 1o {nToUPEVO
TNG N0IOTNTAG AnoTEAE PEANUA MOVO TOU MNPOCWRIKOU MNapaywyng
(Galbreath and Rogers, 1999).

SUppwva pe TOV K. Ma&uadn (2001), TOo Customer
Relationship Marketing €ival pia  OUVOAIKR  MEAATOKEVTPIKN
NPOCEYYION MOU ENITPENElI TOV €VTONIOMO, TNV MNPOCEYYION Kal Tn
onuioupyia dlaxpovikG MIOTWV NEAATWV HECA ano  &€va
oAOKANPpwWHEVO ouaTnua diaxeipiong TnS dianpoownikng oxeong padi
Toug. To CRM pe Tnv NeAATOKEVTPIKN QIAogo®ia €0Tiaong OTIG
31aPOpPONOINUEVEC AVAYKEG TOU KABe nNeAATn ONUIOUPYEI VEEC DOMEG
kal d1adikaaoieg aAAalovTag TNV cUyxXpovn ENIXEIPNMATIKN OKEWN Kal
0pdon 1010iTepa oTOoV TOHEA TWV unnpeciwv. To CRM diagpepel ano
To oupBaTikd marketing Twv 4 P’s (Product, Price, Place,
Promotion) onou o oTOXOC NATAv N napaywyn 600o To OuvaTov
MEYAAUTEPNG NOCOTNTACG ToU idlou nMpoidvTog (mass production) oTn
XAMNAOTEPN duvaTtn TIUN MNPOKEINEVOU va npowbnbei o 600 TO
duvaToVv NePICOOTEPOUC NEAATEG.



AvaQopec and O1apopouC €NAYYEANATIEC avaQepouv OTI N
Alaxeipion MeAaTeiakwv ZXE0ewV anoTeAel TN Bacikn «nAATPOpua»
yla Tnv AgIToupyikn uAonoinon Tou marketing oxeocwv.

O1 1kavonoIinuéEvol NEAATEG anoTeAoUv To HovadikO OTOIXEIO
nou dlac@aAilel Tn pakponpoBeoun enifiwon kKali avanTuén uiag
ENIXEipnong, Yeyovoc nou anoTeAei kal To Bacikd Adyo Mnou TO
marketing oxeoswv kepdilel €dagoc (Westcott, 2006). O TpoONog HE
Tov onoio To CRM npoékuwe and TIGC apxeg Tou napadoaiakou
marketing dev éxel diacagnvioTei akopa. To CRM capwg Kal €xEl
Tov idI0 OTOXO ME aAuTOV MNou exel To marketing aAAa, Pe TIG €€
dlaoTAceIC nou avaAuovTtal nio KAatw, O1apopornolgiTal ouolaoTika
and Tov Kabiepwpevo oplopgo Tou marketing. O1 81a0TACEIC QUTEC
d1aBeTouv TN duvapikn yia va aAAa&ouv Tnv undapxouoa anoyn Twv
ENnIXelpnoswy yia To marketing. H aAAayn auTh ekTeiveTal ano Tov
TPOMO HE TOV OMNOI0 EUNAEKETAI N TEXVOAOYIA TwWV NPOIOVTWV KAl TWV
UNNPECIV, €wg Tn OOMN TNG EnIXEipnong MECw TNnG onoiag
gniTuyxavovrtal ol oToxol TnG. AUTEG o1 €& dlaoTacsic €ival
(KoopaTog, 2004):

> Anpioupyia veéag a&iag yia Toug NeAATEG aAAd Kal ENIPNEPIOHOC
TNG KAl OTIC OUO EPNAEKOUEVEG NAEUPEG (ENIXEipnNOn KAl NEAATEG).

> Avayvwpion TOU KPioIoU pOAOU TWV CUYKEKPILEVWYV MEAATWV
-0XI MOVO anAoi ayopaoTeG aAAd kal auToi nou TeAIkaA B6a opioouv
Tnv a&ia nou enBupouv. Me 1o CRM 01 neAdtec Bonbouv Tnv
enixeipnon va npoodlopiosl TNV w@éAela. ‘Etol, n afia O¢
ONMIOUpPYEITAl YIA TOUC NEAATEG, aAAa padi ye autouc.

> MpoUnoBeTel OTI N €MIXEipNON, WG CUVENEIQ TNG OTPATNYIKNAG
TNG Kal TnG €oTiaong otov neAartn, oxedialel kal npooapuolel TIG
EMIXEIPNOIAKEG TNG O1adikacieg, TNV €nikolvwvia, Tnv TeXvoAoyia
Kal To avBpwnivo Jduvauiko €Tl WOTE vad npoo@epel afia oTov
neaarn.

> Eival ouvexng ouvepyaTikn npoondabela YeTa&u Tou ayopaoTn
Kal TOU NwANTN Kal eEEAio0ETal 0 NpaypaTiko Xpovo.

> Avayvwpilel OTI n pakpoxpovia odnuioupyia a&iac oToug
NEAATEG €ival onUavTIKOTEPN and TIG anA&G ouvaAAayeg.

> MpoonaBei va kTioel pia aAucida oxeocewv TOOO HWETAEU TNG
EMIXEIPNONG Kal TwWV NeEAATwV 000 Kal PETAEU TNG €nixeipnong kail
TWV KUPIWV CUVEPYATWV TNG, ONWC €ival ol d1apopol NPounbeuTES
Kal d1aVOMEIG, aAAd Kal TwV KUPIWV JETOXWV TNG.

O1 0J1aoTACEIC AUTEC €XOUV Mia Oc€Ipd aAnd  ONMUAVTIKEG
enidpaoeic. Me To marketing oxeoswv n enixeipnon eoTialeral og €&
NEPIOXEG: OTNV TEXVOAOYIQ KAl OUYKEKPIPMEVOUG NEAATEG, OTO OKOMO
TNG €nIXEipnong, oTnv €mAoyn Kai anoppiyn neAdTwy, OTnv
aAucida oxeogewv, OTnV avabewpnon Twv Teoodpwv P Tou
marketing kalr otn xpnon Twv diaxelpioTwVv oxEoewv (relationship



managers) nou 6a PBonbnoouv otn dnuioupyia a&iag (Koopartog,
2004).

QoTooco dev €ival, o0€ kapia nepintwon, TO0 CRM
avTikataoTatng Tou marketing (Anderson and Kerr, 2002), 6nwg
autd e€@appoloTav WG Twped, Kal oiyoupa dev e€ival KAt VEo.
AnoTeAei  nepiooOTEPO  MId  nepinTwon  dleupuvong  Kal
enavanpoaodiopiopgol  TNG @IAoocogiac Tou marketing, pe Tnv
EUpacn va €xel 000ei  OTIC OTPATNYIKEG BEATIWONG TNG
«a@Qooiwonc» Twv NEAATWV OTNV €TAIPEid KAl OTNV IKAvVOTNTA vd
dlaTnpei Toug NON UNApXoVvTEG NEAATEG TNG. Me TNV «apoaciwaon» o€
Ml €Taipeia n &va opyaviopod, €vVOEiTal N nNpoTiynon nou O&iXVel
€vac neAdTnC OTn OUYKEKPIMEVN E€TAIpEia 1 opyaviohuo kai Tn
duokoAia Tou va npoTiynoel kanoia aAAn (NikonouAog, 2006).

2.4 TI EINAI TO B2C KAI B2B CRM

>XedOV OAEC Ol enIXEIPNOEIC €ival Eva piypa B2B kal B2C.

O1 katnyopieg autég Tou CRM anoTeAoUv a@opun yia OKEWN Kal
NEPIOCOTEPN avaAuon yia To AOyo OTI NApEXOUV €va «XapTtn
YVWOEWV>» YIa TIG ENIXEIPNOEIC KAl pia veéa npoonTikn (Gummerson,
2004).

Ta Business-to-Business povTeAa napadooiakd EPNAEKOUV TNV
nwAnon n avraAAayn PeTa&u dUo enixelpnolakwv ovToThTwyV. ‘0Oco
apopd TO Aiadiktuo, B2B ouvaAAlayry anoTteAei n avraAiayn
NPOIOVTWY, UNNPECIVV N NANPOPOPIWV HWETAEU EMIXEIPNOEWYV MNOU
dpaoTtnplonoloUvTal Kai f povo oto Internet. Kupia napadeiyparta
TETOIWV OUVAAAQYwV €ival ol NAEKTPOVIKEG napayyeAieg kal
OIEKNEPAIWOEIC  AUTWYV, N avraAAayn TIHOKATAAOYwV,  KAM.
Mapadeiyua B2B ouvaAAayng €ival n anooToAn napayyeAiag ano To
ouoTNHa evog oounep YAPKET OTOV NPoPNBeUTn TOU.

To B2B eniTpEnel o€ pia enixeipnon va aAAnAenidpdaoel e pia
aAAn enixeipnon nAekTpovikd, kal 10laitepa peEocw Tou IoTou. Ta
OPEAN TOU B2B eival noAAd, pepika and Ta onoia nepiAappavouv:
auénon napaywylkotTnTag, MeEiwon Twv nibavwyv YeviKwv eEO00wvV
npoownikoU kal AoyloTiko. Av kai diagopornoinuyeva and 1o B2C,
NoAAG povTeAa B2B nepiAauBavouv oToixeia PEPIKWV KEPOOPOPWV
B2C npotUunwv (n.x. dnuonpaciec), aAAa kal €ival Bacioheva o€
aKOMa EAKUOTIKOTEPEG OIKOVOMIKEC apxec. EmnAgov TO B2B
aneikovilel To onueEio nNou unepéxel To AladIKTUO OE OXEQN ME ToV
EKTOC 0OUVOEONG KOOMWO, OTNV napoxn OUVBETwV NANpPoOPopILV
unnpeoiwv (Zeng et al., 2003).

O1 Business-to-Customer (7 Consumer 1 Client) docoAnwieg
€ival aQuTeEC OTIC Oonoie¢ 0 TEAIKOG XPNOTNG €ival O NpayuhaTikog
neAatng. B2C eival ol ouvaAAayEg nou a®@opouv To AlAVIKO KOHUMATI
TOU OUYXPOVOU nNAEKTPOVIKOU epnopiou, OnAadn n nwAnon



NPOIOVTWV N UNNPECIWV OTOV TEAIKO MeAdTn. MNa napddelyua, €va
OI0KONWAEIO Nou NouAdel mp3 POUOIKA KOUMATIA NEOW Tou Internet
xpnoigonolei pia B2C e@pappoyn yia va Oieknepaiwoesl pia B2C
guvaAAayn.

2.4.1 Alapopég peTa&u B2C ka1 B2B CRM

O1 apxec TnG evOoeNIXEIpnOIaknG OlaxEipIonNg OXECEWV
neAatwv (B2B CRM) eival kanwg OIAQOPETIKEC aANO AUTEC TNG
napadooiakng OJlaxeipionG OXETEWV HETAEU emixeipnong Kai
katavaAwtn (B2C CRM). H aAnbBesia ivar oT1 To B2B CRM cival
navwg naialoTeEpo Kal NEPICCOTEPO «Kablepwuevo» and 1o B2C
CRM, €neidn akoun kal npoTtoU TO KATAOTNOOUV Ol UNMOAOYIOTEG Kal N
TexvoAoyia €UkoAo, ol uneUuBuvol nwAnoswv diaTnpoucav apxeia
and TIC €ENAQPEG TOUG HE TIC oOuvePYAlOPEVEG EMNIXEIPNOEIG
(Gummerson, 2004).

ZUppwva pe Toug Don Peppers kal Martha Rogers (2007)
undpxouv opIoueveC Baoikes dlapopec PeTaéu B2C CRM kalr B2B
CRM:

> Ta oTaTioTIka €pyaAeia nou €ival xpnoiga oto B2C CRM cival
aoxeTa onoTe axpnorta oto B2B CRM kal auTtd yiaTti To B2B CRM
aoXOA&iTal PE MNOAU AIlYOTEpOUC and Tn HIa AaAAd katd noAu
HeyaAUTepouC (MOAUTIHOTEPOUG) and TNV AAAN NeAATEC o1 oroiol
ouxva €ival peydiol opyaviouoi.

> H delUTepn dla@opd €ival N NOAUNAOKOTNTA TWV KAVAAIWV. XTO
B2B CRM, n Jdiadikacia Odlavoung OIKTUWV HNOPEl va eival
e€alpeTikG oUvOeTN.

> Mia aAAn diagopa €ival auto nou KaAoUpe NwANoN BAcIoPEVN
otn yvwon (knowledge-based selling). Ensidn Ta npoidvra kai ol
unNnpeoiec Nou NnwAouvTal o€ €va B2B nAaiolo ival ocuxva 181aitepa
ouvOeTa, oupgeEpel va PBaoioTtei n Oiadikacia NWANCEwWvV OTnNV
eknaideuon Kai TNV KatapTion TWV NEAATWV, NEPIOCTOTEPO O0TO B2B
CRM an’ 0,11 oto B2C CRM.

> AkOpa pia dilagopa €ival ol onavieg ayopes. =to B2B CRM, ol
ayopeg €ival mBavo va €ival onavioTEPEG Kal apalég o€ ouxvoTnTa.
Autd XapakTnpilel NoAAEc B2B 0di1adikaoiec, kal o€ MOAAEC B2B
ENIXEIPNOEIC, MIa npoonabesia PeydaAn yiveral ota nAaiola Tou CRM
WOTE va ONMUIOUPYNOEl MIO OCUVEXN MNApoxn UMNNPECIWV MNou
nePIBAAAEl TNV NEPIOTACIAKA NWANCN TWV NPOIOVTWYV, ETOI WOTE Vda
onuioupynBolv o1 eukaipie¢ va diatnpnbouv ol OXECEIC TNG
ENIXEIPNONC ME TOUC NEAATEC.

> Kai n teAikn diapopd civali, To B2B CRM aokei katd kanolio
TpONO management oTouG NeAATEC, MIa NOAU MeyaAng afiag
npoo@opd, d16TI BonBdsl TNV €NIXEIpNON VA EVAPHOVIOTEI UE TOUG
neEAATEG TNG.



SUppwva e Tov Gummerson (2004) MEPIKEC QOPEC Ol
J1aXWPIOTIKEG YPAUMEG METAEU Tou B2B CRM kal Tou B2C CRM dev
gival gudidkpITeEG Kal ol dUo dpaocTnPIOTNTEC NOAAEC (POPEC O Mia
enixeipion aokouvTal napdAAnAa: «O1 AlavonwAnTeg kKavouv Kal
autoi NwANoeIC o€ AAAeC enixeipnoeic. Mapadeiypatog xapiv, Ta
kataotnuaTta IKEA nwAoUv kal €nimAa yia To ONiTI Kal €ninAwon
ypageiwv kalr n unnpecia Taxudpouikwv napayyeAiov Tng Dell
XpNoIJonolgiTal and Toug KATavaAwTeg kKabBwg eniong kai ano TIG
ENIXEIPNOEIC».

Kal enionuaivel opiopeveg diapopeg peTaéu B2B CRM kal B2C
CRM w¢ €&nc:

«Evw undpyouv opoidoTnTeC PETAEU B2B kalr B2C, undapxouv
eniong dla@opeg: To B2C CRM eomidlel ouxvoTtepa oTIC MAldIKEG
KATavaAwTIKEG AYOPEC, ONOU UNApPXEl N avaykn va avTIJETWNIOTOUV
TA EKATOMHUPIA TWV NEAATWV ANOTEAEOUATIKA Kal rnoU KABe neAdTng
gival pikpog.

'Otav pia oTpatnyikn CRM epappoletar 100 ToIC €kaToO, Td
enixeipnolaka oTteAéxn 6a eoTiacTouv TO idI0 kAl oTo B2B kai oTo
B2C, aAAG auto nou Oa eival diaPopeTIKO Ba €ival To AOYIONIKO TO
ornoio 6a noikiAel NoAU avaAoya Pe To HeEyeBog TNG ayopdg, Tov
apiBuo neAaTwv, To HEYEBOC TWV NANPOPOPIWV YIA TOUG MEAATEG
Kal TN 01a6€0IHOTNTA AUTWV TWV NANPOPOPIWV.

KaBwe 80, iowg 90 ToIC €kaTd OAOU TOU nNAEKTPOVIKOU
EUnopiou anoTeAoUv ouvaAAayec B2B, n nAekTpovikr dlaxeipion
neAateiakwyv  oxeoewv  (e-CRM) apudlel  nepiooOTEPO  OTA
Biopynxavika ayabd kai Ti¢ unnpeciec. To B2B CRM aokeiTal NEPIKEG
(POPEC auTopaTONOINKEVA Ao TIG ENIXEIPACEIG OTAV TA UMOAOYIOTIKA
ouoTAMATa Twv  neAatwv  evronifouv  TIC  €AAEigelc  Kal
npaygartonoiouv  napayyeAiec kar  on-line ayopec and TIC
NPONNOEUTPIEC ETAIPIEC.

2.5 H zZXEzH TOY CRM ME TO ERP

Kat’ apxnv 6a nTav okoniyo va npoodlopicoupEe TNV €vvold
Tou ERP (Enterprise Resource Planning): [MpokeiTal yia Auon
AoyIopIkoU n onoia oAokAnpwvel J1a@opeG AsIToupyieG Oe pia
€Talpia. Av Kal Kata Tnv €ykataoTacn TOU NAPApPETPONOIEITAl YIa TIG
avaykeg TnG kABe eTalpiag, €vrouToIlG MPOKEITAl YIA ETOINO NAKETO
AoyIopikoU kal dev kaTaokeudadeTal and Tnv apxn yla Tnv €KACTOTE
eTaipia. AANwoTe, NMOAAEC anod TIG O1adIkaoieC NMou KAAUNTEl E€va
naketo ERP eivar koivéc oe kaBe etaipia (A.X. eneEepyaoia
napayyeAlwyv, TIgoAoynon, 1ooAoyiopoi k.da.) (http://www.go-
online.gr).

>TO0X0C Tou ERP (ZUoTnua Evdoenixeipnoiakou Zxediacpou)
dev c€ival n €&unnpeTnon TWV anaitTnoswVv &vOC TOWEA OTNV



ENIXeipnon, ONwG A.X. TOoUu AoyioTnpiou, TNG NApaywyng, Twv
NWANCEWV KAM., aAAd n €€unnpeTnon Twv d1adIKaoiwyv PECA OTNV
gnixeipnon, oTIC onoiec d1adikaoieC eUnAEkovTal ol dIAPoPol TOUEIC,
ETOI WOTE VA MAOOPEl auTth va OJIEKNEPAIWVEI  TIC KUPIEG
ENIXEIPNUATIKEG OpacTnpPIOTNTEG TNG (core businesses). And Tn
oTIyun nou Ta dedopeva eigaxBouv o€ kanoia yovada (module) Tou
ERP, auta eivalr diaBeoipya o onoladnnote povada Ttou ERP Ta
XPEIaoTel. Me Tov TPOMNO AUTO, ENITUYXAVETAI Mia Aoyikn €vonoinon
Tov diadikaciwv  MeETAEU Twv TUNMATWV  TNG  €nIXEipnong
(http://www.go-online.gr).

O1  nepioocoTeEPeC  eykataoTaoceslc ERP  nepiAapBavouv
XPNHATOOIKOVOMIKN dlaxeipion. ZUVENWC, Pia KaAn nuepopnvia yia
va E&ekivoel kamoiog Tn AsIToupyia €vOoG OUOTAMATOG €ival oTnv
apxn TNG AoyIOTIKAG NEPIOdOU N OTIC APXEC TWV TpINNVwV. Duoika,
and Ta ERP cuotnuata Oev TiBevTal TEXVIKOI MNEPIOPICHOI Kal n
evap&n AsiToupyiag Touc Hnopei va yivel onoladnnoTe XPOVIKN
aTIYHR.

To ERP e€ival Aoindv €va AoyIOMIKO MpoypapuaTiogou Twv
nopwv Hiag enixeipnonc. H @iAodo&ia evog ERP AoyliouikoU eival va
EVOWMATWOoEl OAa Ta TUAMATA Kal TIC AEITOUPYIEC WIAg €nixeipnong
navw o€ MIa eviaia nAATQOpua AoyIoOdIKOU Mnou va MPAopei va
eEunnpeTnoel  TIC 10IAITEPEG  AVAYKEG OAWV  EKEIVWV  TWV
dla@opeTikwV TUNUATwyv (Wallace and Kremzar, 2001).

To eviaio auTo npoypappa AoyiodIkoU MPENEl va €ival 1kavo
va €EunnpeTei TIC AVAYKEC TOU XPNMATOOIKOVOMIKOU THANATOC, TOU
TUAMaTOC avBpwnivou duvapikoU onwc To idlo Ba KAvel Kal JE Toug
anoBnKeUTIKOUG XWPOUG KaBwe kal e onolodANOTE AAAO TUNHA.

Me Tnv e€niAoyn TnG TEXVOAoyiag n €nixeipnon WNOpPEi va Exel
KaAUTepn Odiaxeipion nopwv He Bdon €va ERP, kaAuTtepn kai
NANPECTEPN Npaypatonoinon Twv A&ITOUPYIWV KAl TEAIKA va
OlaUOP@PWVEI Kal va UAOMOIEI TIC MNEAATEIQKEC TNG OTPATNYIKEG
(Wallace and Kremzar, 2001).

Ta TeAeuTaia Xpovia, ol EMIXEIPAOEIC €XOUV apXioel vda
anokTouv OAOKANpwMEVA OUOTAMATA Yia Tnv €EunnpETNOn TWV
avaykwv TouG, ME KUplo avTinpoéowno To ERP nou é&xel MoAAEG
opoidTNTeEC HMe TO CRM. Ze naykoopio €ninedo nA€ov, ol
NEPIOCOTEPEC €MIXEIPNOEIG OIABOETOUV €va OAOKANPWHEVO GCUVOAO
EQApHOYwV nou eEunnpetoUv OAEC TIG AEITOUPYIEG TNG €NIXEipnonG.
O1 AsiToupyieg auTeg nou xapakTtnpifovral wg napacknviakeg (back-
end) eival o1 €€NG: a) Ailadikaoieg kal oAokKARpwaon napayyeAiov B)
>xedlaopoc & MpoypauudTiogoc TNG napaywync y) 'EAeyxoc kai
Alaxeipion uAikwv 0) MpounBeiec €) AoyioTik oT) MeTapopéc kai ()
Alaxeipion npoownikou (Chen and Popovich, 2003).

Me 710 ERP autopatonoloUvTal kal €EunnpeTrouvTal Ol
NapaocknVvIakeG AEITOUPYIEC TNG emixeipnong. MNa napdadeiypa, PE TO
ERP n diavoun Twv npoiovTwyv HEXP! TOV TEAIKO NEAATN YiveTal o€



MIKPOTEPO XPOVIKO dlaoTnua AOYyw TNG NApeEXOMEVNC anod auTtod
auToparonoinong, onoTe TA MPOIOVTA (PTAVOUV ypnyopoTEPA OTOV
neEAATN Kal ENOPEVWCS auEavouv TNV IKavornoinaon Tou.

H oxéon Tou CRM pe 1o ERP €ival 1oxupoTepn anod note. Evw
To ERP €ival To napaoknviako (back-end) cuotnua nou unootnpilel
TIC dpaoTnpIdTNTEC TNG enixeipnong, To CRM e€ivar To ouoTnua
npwtnG ypapuns (front-end), pe opouc IT (Information
Technology). Mia onuavTikn dila@opd peTa&u ERP kai CRM egival oTi
TO NPWTO MNOPEI va eykataoTabei kal va A&ITOUpynoel O Mid
enixeipnon Xwpic va undapxel 1o OeUTepo (Chen and Popovich,
2003).

Av og pia emixeipnon eykataoTtabei pia sepappoyry CRM nou
gival autovoun kal dev €xel oxeon e To ERP, T0TE dev pnopei va
anoTeAECEl TO OTPATNYIKO €pyaAeio TnG enixeipnong. To CRM dev
HMopEi va AsIToupynoel Xwpic Xwpic To ERP yiaTi anaitei npoéoBaon
oc dedopEva Ta onoia BpiokovTal o autd. Av n gnixeipnon B€Ael va
onuioupynaoel €va oAokAnpwpevo CRM, npenel va To oAOKANPWOEI
ME To ERP. 'ETOl, np&nel auToi nou 6a avaAdBouv va uAonoinoouv To
CRM va @povTioouv va €yKATAoTAOOUV TOUC anapaiTnToug
OUVOEONOUC HETAEU Twv OUO OUOTNHATWV WOTE va dnNHIoUpyrnoouv
MIa au@idpopn  ASITOUPYIKAG OXEON KAl KAT ENEKTACN  €va
OAOKANPWHEVO cUOTNHUA Nou Ba anoTeEAECEl nNNyn avTaywvioTiKou
NAEOVEKTNHATOG Yia Tnv emixeipnon (Wallace and Kremzar, 2001).

O1 AsIToupyiec NpwWTNG YPANKNAC ONWC €ival ol MWANCEIC KAl N
UNMooTAPIEN TwV MEAATWV XpnoigornoioUuv w¢ nnyn «Ttpo@odoaiac»
0€0OMEVWYV TIC NAPACKNVIKEG EPAPHOYEC. AUTH N €nikoIvwvia JeETAgu
TNG NPWTNG Kal TNG NAPACKNVIKAG YPAMMNAG NapeEXel Aueon
nAnpo@opnon oto CRM woTte ol gpyalduevol TNG NpwWTNG YPAWHNG,
Onw¢ €ival ol NWANTEC N auToi Nou unooTnpifouv Toug NEAATEG LETA
TNV NwWANON, va €xouv Ta €pOdia yia va Kpatouv IKAavomnoInpeEVOC
TOUG NEAATEG.

2.6 H AIAXEIPIzZH TQ2N NMAPAMONQN TQN NMEAATQN

> € NOAAEC EUPWNAIKEC XWPEC N O0TACN JIAPOPWV ETAIPIOV WC
Npo¢ TO XEIPIONO napandvwyv €xel aAAd&el oTto nAdioio NG
NEAATOKEVTPIKAG TOUG MNPOCEYYIONG. AAAWOTE, O  XEIPIOWOG
napandvwyv anoTeAei avandonaoTo PEPOC evOg ouaTnuaTog CRM.
ZUPQwva JeE Tov K. Zapuaviotn (2004): «n 1kavonoinon kKai n un
IKavonoinon TOU KATavaAwTn (consumer
satisfaction/dissatisfaction), onw¢ enionc kar n uioBeToUpevn ano
auTov cupnepipopd napandovwyv (complaining behavior) anoteAouv
Mla neploxn Tou marketing nou €xel diepeuvnBei NoAU oTnv &vn -
Kupiwg ayyAooa&ovikn- BiBAloypagia. To evdla@Epov  TwV
gpeuvnTwWV TOU marketing, yia Tnv KatavaAwTikh 1kavornoinon/Kn



Ikavornoinon Kal Tn CUMMEPIPOPA napanovwyv OIKAIOAOYEiTal, agou
OTIC AVENTUYHMEVEGC XWPEC TOUAAXIOTOV, TMOAAEC, av Oxl ol
NEPIOCOTEPEC IDIWTIKEC EMIXEIPNOEIC €XOUV UIOBETNOCEI TN YVWOTNH
«@INocogia» Tou marketing (marketing concept), akpoywviaiog
AiBo¢ Tng onoiag €ival n Ikavonoinon Tou NeAATn. EkToc opwg and
autd TO AOYyOo uUNApxouv dMNOTEAEOUATA EPEUVWV TaA onoid
unoypappifouv Tn onoudaidTnTa TNG KATAVAAWTIKAG IKAvonoinong
yla Tnv enixeipnon. MNa napdadeiypa, exel Bpebei, and kAnNoleg
EPEUVEG, OTI TO KOOTOC IKAvonoinong evog unapxovTog neAdTn Tng
ENIXeipnong €ival NoAU PIKPOTEPO and To KOOTOG MPOCEAKUONG EVOG
VEOU neAATn. EnminAéov @aiverar 0TI n kKaTavaAwTikn Ikavonoinon
odnyei oe <«a@ooiwon ortn papka» (brand loyalty), npoBeon
enavayopdag (repurchase intention), aAAd Kal o€
enavaAapBavopeveg nwAnoeig (repeat sales)».
H katdoTaon onueEpa oTov XWPO TwWV EAANVIKWV EMIXEIPNOEWV
EXEl WG €ENG: O1 neAdTec O yvwpilouv PE Nold Tpono Ba purnopegouv
va ek@pacouv Ta napdanovda Toug eUKOAd, UE ANOTEAECOHA €va POVO
NOAU MIKPO MEPOC TWV OUCAPECTNHEVWY NEAATWV VA KATAARYEl OTN
dlatunwon napanovwyv. EninAgov, and Tnv nAsupd Twv ETAIPIWV
OPYAVWHEVOG TPOMOG AVTIMETWMIONG Kal APeonc Jdlaxeipiong Twv
napandévwv dev undapxel (Schmid, 2003):
> Ta napanova AaupBavovtalr and diagopa peoa (ypanTa,
npoQopIkd, TNAEPwVIKA, e-mail, fax kAn.).
> Ta napdnova skppalovral oc dlAgopa onueia Ta onoia dev
gival ouvToviouEva PETAEU TOuG.
> H enegepyaocia Twv napanovwv yiveralr €niong anod
d1aPOpPETIKA NpOCWNA OTNV £TAIpia XWPIG HETAEU TOUG GUVTOVIOMO.
> Aev unapxouv npoacdiopioPEVEG d1adikaoieg o€ O,TI apopa n.x.
TaxuTNTa avranokpiong, €ninedo anopacswyv, Tpono anolnuiwong,
KA.

Zav anoTeAeopa, MMopei pia €Taipia AOyw TnG XAPNnANRG
IKavornoinong Twv NeEAATWV TNG va xavel neAdartec. Kabe
duoapeoTNUEVOG NEAATNG ONWG Ba oxoAldoel Kal o€ AAAa aTtopa To
napanovo Tou, Evw O NEAATNG, MNOU IKAVOMOIEiTAl TO NAapanovo Tou,
YiVETAl aKOa nio apooIWUEVOC.

H eTaipia ekTOG and Ta ouvoAika €o0oda nou Ba anokopile ano
TOUC OUOAPECTNHEVOUG MEAATEG o PABog xpoOvou, XAvel €niong Ta
kEpdN OAwV OCWV anoPacioouv -neiBOPEVOl and TNV dpvnTIKN TOUG
YVWMN- va PNV ayopdacouv Ta npoiovTa n TIG unnpecieg TnG. H nuia
dev e€ival 016Aou gukaTa@pPovnTn, ONWC MIOTOMNOIEI, PYE CUOTNUATIKEC
EPEUVEC MOU npaypartonolei eni osipd €Twv, To TARP (Technical
Assistance Research Program Inc., http://www.tarp.com):

a. H Ouoapeokela Twv neAatwv eEaitiac npoBAnuUATWV Mou
aQvTIHETWNIOAV -aveEapTnTa av TeAIKA Bpebnke AUON- HEIWVEI TO
OUVOAIKO BaBuod agooiwonc (customer loyalty) ano 10 €wg 30%.



B. O1 duoapeoTnuevol nNeAATeG 0O1adidouv TNV apvnTIKN TOUG
evtunwon (word-of-mouth behavior) os dinAdocio apiBud aTopwyv -gv
OUVAPEl NEAATWV- OE OXEON ME AUTOUC OTOUC OMoiouG (pTAvouv Td
BeTikG OxOAla Twv IKavonoinuévwy neAatwv. ‘Evag 10iaiTepa
dUCapeOTNHEVOG NEAATNG, Kanolog dnAadn nou avTIMETWNIOE KAnolo
peilov nNpOBANua, HETa@Epel Tn OUCAPECKEId TOU O 16 npoowna
KaTa JEoo opo!

Y. MOAIC o1 piIooi anod Toug TEAIKOUG KaTavaAwTES NOU €XOUV KAMOIo
npoBAnua unoBaAlouv Ta napdnova TouGg oOTnv ertaipia (o€
ouvaAAayeg B2B 1o nocooTo peiwveral oto 25%), kal paAiota ol
nepioooTepol ekppalouv Tn OUCAPECKEIQ TOUC ME EUHPECO TPOMO
(ykpivia, poppaopoi, kKAn) povo og kanoiov xaunAoBabuo unaiinAo
(Tapia, nwANTH, K.4).

0. 270 call center Tng €Taipeiag ¢pTavel TeAIka povo 1o 10-60% Twv
OUVOAIKWV  napanovwv. EdIkG oTtnv  nepinTwon  NpoiovTwyv
AlGveUnopiou OXETIKA MIKPNG aiac, nou nwAouvTal JEOW CUOTNHATOC
MeTanwAnTwv (supermarkets, K.A.M.), 0l KATAVAAWTEG O€ N0COOTO 96%
O0ev aneuBuvovTal OTOV KATAOKEUAOTN Yid TuxOv npoBAAUATa nou
avTigeTwnilouv. 'Eva nooootd 20-50% unoBaAAouv Ta napdanova Toug
o€ onolov Bswpouv appodio and Touc EPNAEKOUEVOUG OTNV aAucidd
dlavoung (ZTauponouiog, 2003).

>TOXOI  MIAOG  €nayyeAPATIKNG  dlaxeipiong  npandévwv
(complaining management) givai n ouykpdTnon TWV
duoapeoTnUeEVwY neAatwv kal n diadoon piag BeTIKNG €lkdOvag yid
TNV €TAIpid NOU METAPEPETAl OTOUC MEAATEG TwV OMoiwv Ta
napanova €xouv ikavonoinBei. Ta oToixeia evog OAOKANPWHEVOU
ouoTnpartog diaxeipiong napanovwy sival Ta €€Ng (Schmid, 2003):
Mapakivnon yia va ekppacTouv Ta npanova
>woTh Anwn napanovwy
Ene€epyaoia napandovwy
Reporting napanovwyv
. AEloAoynon kai agionoinon napanovwy Kail
OT.ZUVEXNG BeATiwon d1adikaciwv

Mo=<®o

AnoO J1AGQOPOUC EPEUVNTEC EXEI eNioNUAvOei enavelAnuueva oTi
0 OKOMnOG Tou management Ba np&nel va €ival n Jeylioronoinon Twv
napandévwyv TwV NeEAATWV Npoc Tnv enixeipnon (complaining
maximization). M autd TOV TpOMO Oa undapxel €vag PNXAaviopog
«avadpaonc» and Tnv ayopd Kal w¢G €Kk ToUTou Ba anokaAunTovTal
kal 8a evronifovTal Ta NPoBAANATA TNC €NIXEiPNONG ava@opika He
TNV NoI0TNTA TWV NPOIOVTWYV, TIG TIMEG, TNV ENIKOIVWVIA HE TOUG
NEAATEC Kal YEVIKOTEPA OAO TO MWiyda marketing. ®aiverar dnAadn
OTI N d1aTUNWON NAPANOVWY Anod TOUC KATAVAAWTEC N TOUG NMEAATEG
eupUTEPA NpoC TNV EniXeipnon e€ivar n avTidpaon nou e€ivar n
NEPIOCCOTEPO OUPPAT) HE TO MPAKPOMPOOBEOUO OCUHPPEPOV  TNC



enixeipnong. BéERala, undpxouv kal daAAol TUROI GUMREPIPOPAG
napandovwv n YeVIKOTEPA avTidpaonc Tou KAaTavaAwTr OTav €ival un
IKAVOMOINKEVOC ano €va npoiov, Onw¢ n yvwaTornoinon Tou
apvnTikoU yeyovoToG (negative word-of-mouth) 1 n aAAayn Tng
HApKag Tou NPOoiOVTOG Nou KAaTavaAwveTdl. AuToi ol TUnol OPwG Oev
gival emBupnToi and nNAgupdac enixsipnong, OI0TI AnNokpUNToOUV Td
npoBANMATA Nou undapxouv OcdOHEVOU OTI O&V €EVEPYOMNOIEITAI
KAMoIog JNXaviopog «avadpaonc» n «avanAnpopopnonc». EnimAgov
0g, €1dIkd N <«yvwaoTonoinon TOU apvnTiIkoU YeEyovoToG» anod To
dUOapECTNMEVO KATAVAAWTH, NPoG AaAAoucg niBavoug KaTavaAwTeG
onuIoupyei apvnTikn €lkdva yia Tnv enixeipnon. ‘Otav OJwg N
gnixeipnon e€ivar n idla anod&kTng napanovwv and Touc N
IKAVOMOINKEVOUG KATaVAAWTEG MMopEi va EVEPYOMOINOEI
anoTeAeopaTikoUG MNXaviopgoug avTidpaong vyia va MPEIWoEl Tov
apvnTikO avTikTuno oTnVv €Ikova TnG (Zappaviwtng, 2004).

O1 Baocikec kartnyopiec npoodiopIoTIKWV NApayovrwv TN
OUMNEPIPOPAG Napanovwy, cUPN@WVA JE TOV K. ZappaviwTn, €ivai ol
akOAoUBEC:

= H un Ikavonoinon Tou KATavaAwTr anod To Npoiov.

= Ta Onuoypa@ika XAapakTnpPIoTIKA TOU KatavaAwTr, dnAadn
nAikia, @UAo, €100dnNua k.d. koMo Opwg €ivar €dw va
ENIONUAVOUNE OTI  YEVIKA OTNV  KATAVAAWTIKN €peuva Ta
OnUoypaPika XapakTnploTika dgv €ival TOOO KAAoi NpoadIopIOTIKOI
napdayovTeg, ONwc n €nNOPEVN KaTtnyopia napayovtwyv, dnAadn Ta
NpoowniKa/Yuxoypapika XapakTnpIoTikd.

» Ta npoownika/Yuxoypa@ika XapakTnpioTIKA-OTACEIC TOU
katavaAwTtn. Edw avagepduacte 0 napdayovteg ONwe N
gvaoxoAnon Tou atouou PE TA KOoIvd, 0 doyHaTIonNOC Tou aToPou, N
auTonenoidnon Tou, ol ouvalioONUATIKEC Tou €mIdOPACEIC, N OTAON
TOU Npo¢ TNV Npda&n Tng diaTunwong npanovwy K.d.

= O kataAoyipdg eubuvwv (attributions of responsibility),
onAadn Badbuocg enippiwng, and Tov KATavaAwTr, TNS euBUVNC VIa
TN KN 1Kavomnoinor Tou aTov Napaywyo r oTo Alaveunopio.

» Ta EeKTIHWPEVA KOOTN Kal oQeEAn Twv OIdPopwv HOPPWV
OUMNEPIPOPAC NAPAnOVwV.

» H «evnuepoTNTa VIia OJOpacTtnpionoinon» (awareness of
recourse), OnAadn nponyoUUEVN  EMMEIpia  CUPNEPIPOPAC
napandévwyv Tou KatavaAwTr, yvwon Twv dIakalwPaTwy ToUu WG
KaTavaAwTn K.A.n.

» O1 endpAcEIC NOU AnoppPEOUV anod TN CUYKEKPINEVN KaTaoTaon
(situational influences), onw¢ ¢€ido¢ npoidovTog, @UON TOU
npoBAAKATOC KAl guXVOTNTA KN IKavonoinong.

» O1 nepIBAANOVTIKEG-OOMIKEG METABANTEG, ONWG MOAITIOTIKOI
napayovrteg, @uUON  ToUu kKAadou (HovonwAio, unapén
avTaywviopou) kal eninedo diaBiwong.



JUMPwva ME Ta AeyOdeva Tou Phillip Kotler onwg
kataypagovTtal oto BIBAio «O KoTAep yia 1O Marketing» (1999) ol
«AQYPUNVEG €TAIPIEC» ONWC O i0I0C TIG AMNOKAAEI, XpNOILOMnolouv Tnv
akOAoubn diadikacia yia va anokatacTnoouv TNV KAAR niotn Twv
neAaTwv Toug (ZTauponoulog, 2003):

d. ITAVOUV HIa YpaAuun aupeong dpaoncg (TNAEQVIKNA, HEow Pag n
NAEKTPOVIKOU TaXUdPOHEIOU) nou AEITOUpYEi ouvexwg (24 wpeg X 7
NHEPEC) yia TN ANWn Twv Napanovwyv kKal Tnv ageon anokataoTaon
TOUG.

B. Emikolivwvouv pe TOV napanovoUHEVO KATAvAAwTh, 000 TO
duvatov nio ypnyopa, yvwpilovrac OTI 000 Mo apyn e€ivar n
avTanokplion TnG €raipsiac T0oo au&averal n dUCAPETKEIA TOU NEAATN
n onoia pnopei va odnynoel o€ dUoPNMIoN TNG €TAIPEiac.

y. AnodExovTal TIG euBUVEG yia Tn duoapeakela kal O pixvouv To
Bapoc oTov neAdarn.

0. XpnoigonoioUv duvapikoug unaAAnAouc he nadog yia Tn douAeld
TOUG, OTO THNMA €EUNNPETNONG NEAATWV.

€. AUvouv Tnv nape€nynon ypryopa kal MApog Ikavonoinon Tou
neAatn yvwpiovrac OTI ApPKETOI NAPANOVOUMEVOl NEAATEC Oev
anolnTouv anolnuiwon aAAd anAw¢ €va onuadl OTI n €Talpeia
evolapEPETal.

MaAiota «anoTeAei eipwveia», onueiwvel o Kotler, «oT1 ol
neAdTe¢ Twv onoiwv Ta napdnova eixav dleubeTnBei  npog
IKavomnoinaon Toug, €ival MOAAEC POPEC MIO MIOTOI OTNV ETAIPEI Ao
auTtoug nou dev duoapeoTnBnkav noTe». To AanoTEAECUA O AUTh TNV
nepinTwon, ocuuewva Pe To TARP, gival au&non Tou guvoAikoU BaBuou
apoaoiwong Hexp! 50%.

H avaykn yia kataypagr kal JEAETN TNG IkAvonoinong Tou
neAatn dev €ival vea. Mexpl onuepa, oW, n povn andvrnon oTnv
avaykn auTn NapexeTal anod TUMIKEG EPEUVEC ayopdc. O1 €PeuUveg
QUTEC NAPEXOUV ONMAVTIKA NAnpogopia kal anoTeAoUv TUMIKO
epyaleio yia Tnv diadikacia Anwnc¢ anopacswyv, aduvaTtouVv OPwWG vda
KaAUwouv Tnv BaBuTtepn avaykn TnG ouyxXpovnG NEAATOKEVTPIKNG
enixeipnong. Mo ouykekpigeva (Mapketog kal  Kpaoaddkng,
www.greekretail.gr, 2007):

o H avdaykn Tou ouyxpovou opyaviopoU a@opd o€ pia ouvexn
pon 0edopevwy PBabuou Ikavonoinong Tou neAATn. H pon autn
gEUNAOUTI(El oUOTNUATIKA TA KEVTPIKA MANPOQOpIaka cuoTANaTa
Tou opyaviogoUu (marketing datamart, data warehouse)
NapexXovTac £Tal €EAIPETIKEG dUVATOTNTEG AVAAUONG KAl GUOXETIONG
Twv Jedopevwv: oUYKpION HMECWV TIHWV IKavonoinong ava
segment oTtov agova Tou XpOvou, ava KataoTnua kai npoiov, o€
OXEON ME TNV €WNEIPId TOU MPOCWNIKOU N TNV €noxIKOTNTA TNG
nepiodou €Eunnpernong. Eivar npogaveg 611 o1 "napadooiakég”
TEXVIKEC anavToUV O€ €vad ACNPAVTO NMooooTO TWV AVayKwV auTwvV.



o H duvartotnTta oxedlaopou €IdIKwV ava@opwyv, dlacTalupwong
Tov O0edopévwy, avanTtuénc noAImkwy Jdpdong kal online
OUOTNUATWV anokpiong evioXUouv akoun nepIooOTEPO TOV POAO
EVOGC TETOIOU OUCTAMATOGC OTO  MAdiolo  TnG  ouyxpovng
avTaywvIoTIKNG enixeipnong. H eunAouTiopévn NAnpo@opia PNopeEi
va evowpatwBei ota unapyovra MIS (Marketing Information
System) ouoTnuaTta, o€ kataAAnAa dashboards 1 executive
reporting.

o H duvartdétnTa a&ionoinong Twv VEWV TEXVOAOYIWV HE XAMNAO
KOOTOG, Onw¢ To internet ocav evaAAakTikd kavaAl yia Tnv
KaTaxwplion dedoPEVWV IKavonoinong.

o H duvatdétnta ouvduacpoU Twv 01adikaoiwVv auTwyv HE
NoAITIKEG loyalty pnopei va anoTeAeoel éva 1oxupd nNpoypaupa yia
TNV €vioxuon TNG €niKOIVwViag Tou nNeAaTn Pe Tnv €nixeipnon. O
NEAATNG €XElI KivnTpa XPNonc TnG OXETIKNG unodopnc (aubopunTn
anooToArn a&oAoynong npoiovTwv Kdl Unnpeciwv), Ta ornoia
npoBaAAovtal PECaA and TN VYEVIKOTEPN MOAITIKA MNIOTOTNTAG.
Mnopei va anoTeAeoel, Og, anoTeEAECNATIKA AUON yia Tn ouAAoyn
0edopEvwY TauTtonoinong Tou neAdatn (Ogpa pe 1diaiTepO
EVOIAQEPOV OE EMIXEIPNOEIC AlAVEUTOPIoU).

Mia nePIOCOTEPO OAOKANPWHMEVN MpPooeyylon oTnpileTal orn
XpNon €peuvac HEOW epwTnuUatoAoyiou (survey). Meoa anod eva
NPOCEKTIKA JOUNMEVO EPpWTNHATOAOYIO N €TAIPEia UNOPEI va OCUAAEEEI
€va MoAUTIHO OYKO nAnpo@opiwv nou agopoUlv (ZTaupornoulog,
2003):

> Tnv a&oAdynon TOU OUOTANATOG nwAnong/napadoons Twv
NPOoIOVTWV.

> Tnv a&oAdynon Tou idlou TOu MPOoIOVTOG Kal TNG unooTnpIENG
META TNV NwAnon (after sale support).

> Tn VYevikn 10€a nNou €xEl OxNMaTioel o NeAATNG vyia Tnv
gnixeipnon.

> Tn OXEon TIUNG NMpoc a&ia nou eKTIHA O NEAATNG OTI €XEl TO
NpOoioV Kal Tn oX€on TOU WE TNV €TAIpEia.

> Tnv a&ioAdynon TnG anodoong Tou Npoownikou.

> TNV €KTIKNON NouU &€XEl 0 MEAATNG YIA TA MAEOVEKTNHATA KAl TIC
aduvauieg Tou avTaywviopou.
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KE®AAAIO 3
TA BAZIKA XAPAKTHPIZTIKA TOY CRM

3.1 TA ZYZTATIKA ZTOIXEIA KAI OI 2TOXOI TOY CRM

O nIoTOC Kal a@OCIWHEVOG NeAATNG €ival MePICOOTEPO
oNMavTIKOG and NOTE OTIC CUYXPOVEG AYOPEG OTIC OMOIEC TO «KAEIDI»
yla TO OUVEXOMEVO KEPDOG TWV ENIXEIPNOEWY AMOTEAEI N
Ikavonoinon Tou neAdatn (Chen and Popovich, 2003).

ZuvowilovTag TouG opIoHOoUG, TN QIAoco®ia Kal TIC BACIKEG
EVVOIEC Mou agopouv Tn Alaxeipion TwV IXECEWV PE Toug MeAATeG,
gival XpnoiJo va METAPEPOUPE AAAN HIa NPOCEYYIOn, auThn Tou
Galbreath (1999) 611 To CRM «anoTteAei ouvbBeTn OpacTnplOTNTA
Mou HIa €MNIXEipNON €KTEAEN yia va npoadiopioel, va eKNANPWOEl, va
anokTnoel, va avanTtu&el kalr va Jlatnpnoel Toug -OAo Kal
NEPICCOTEPO- MNIOTOUG Kal KEPOOPOPOUG NEAATEG PE TNV napadoon
o€ autoUG OWOTWV NPOIOVTWV 1 UNNPECIWV, MECW TOU OWOTOU
KavaAlou, oTo owoTd XpOvo KAl PE OowoTd KOOTOG. To CRM
EVOWPATWVElI TIC NMWANOCEIC, To marketing, TIC unnpeoieg, Tov
NPOYPAMMATIONO TWV ENIXEIPNHATIKWV MOPWV Kal TIG OIOIKNTIKEG
A&IToupyieg TNG ave®odiaoTiknG aAuaidag (supply chain) peow Tng
autoparTonoinong TnG nixeipnaoiakng 01adikaciac, HEoW TwV AUCEWV
TNG TEXVOAOYIAG KAl TWV NNYWV NANPOPOPIWY YId VA PEYIOTOMNOINCEI
TA OQEKN MOU npogpxovtal and kabe enagn neAatwv. To CRM
OIEUKOAUVEI TIC OXECEIC METAEU TWV ENIXEIPACEWV, TWV MEAATWYV,
TWV ENIXEIPNOIAKWY OUVEPYATWY, TWV NPOPNBEUTWY, Kal TWV
UNAAARAWV TOUG».

To CRM ouppwva pe TIC Anderson kar Kerr (2002)
anoTeA&iTal and TEOOEPA «OUOTATIKA»:

> O «kOOPOC» TWV NeAaTwv, dnNAadn ol TPEXOUOEC anoOWYeIG, Ta
npoBAnuaTa, ol &vdoIaoMoi, Ol UMOWIEC Kal YEVIKOTEPA KAOeg
avTiAnyn kai dpdon autwv. Eivar autoi o1 avbpwnol PE TOug
onoioug ouvaAAdoOETal N €NIXEipnon Kal Y€ TOUG onoioug BEAEI va
ouvexioel va ouvaAAacoeTtal, a@ou nioTevel OTI €ival Ta kat’
eEoxnv npoowna nou Ba ouveloPepouv oTa KEPON TNG €Talpiac.
JUVENWG €ival onuavTiko yia TNV €niXEipnon va avakaAUWel Toug
TPOMOUG WE TOUG onoioug Ba Toug evBappuvel va Xpnoigonoliouyv Ta
dIka TNG ayabda kal puaoIka akOpa onuUavTikOTEPO va NPoodIopioel
EKEIVOUC TOUG MNXAVIOMOUG Mou KATeuBUvouv TNV CUMMEPIPOPA.
Me TnVv Katavonon TWV UNapXOVTWV avaykwv KAavel eva Bhpa
MMpoOoTa and TOUC avTaywvVIOTEC TnG, ONUEIO KpPioIUNG onuaociac
yia eva 191aiTepa okANPO ENIXEIPNHATIKO NEPIBAAAOV.

> O apibpocg kabwg kal n ouxvoTnTa Twv dienapwv (interfaces)
nou n €Talpia NPOOPEPEI OTOUC NEAATEC TNC. AQopd Ta kavaAia
(TNAépwvo, fax, nNAEKTpoviKO Taxudpoueio K.a) ME Ta onoia o



NEAATNG ENIKOIVWVEI JE TNV €Talpia, noid and auTa o€ Kadnuepivin
Baon kar pe noid and autd AlyoTepo nepiodika. Ti UAIKO
METAQEPETAl OIAPNECOU AUTWYV, €4V Ol AMAITACEIC IKAVOMoIouvTal
OWOTA KAl €AV NPOCPEPOUV HIa €EunnpETNon diXwS NEPIOPIOUOUG
oTOV NeAATN.

> H gowTepikn nAnpogopiakn Tpopodoaoia, dnAadn T dedopéva
EXOUV anokTnBei yia Toug NeAATEG TNG EMIXEipnOoNng, o€ TI avaiuon
npoBaivel Pe auTtd kal Nwg Ta a&lonolei woTe va au&noel Ta
ETAIPIKA TNG KEPDN.

> H €EwTepikn nAnpogopiakn Tpopodoaoia, dnAadn TI cupPBaivel
oTNV ayopd, Tl oTpATNYIKEC epapuolouv Ol avTaywvioTeG, BEpaTa
oXeTICONEVA PE TO BETNIKO NAaiolo AsIToupyiag Tng eTaipiag kabwg
Kal ava@QopeC Tou TUMOU €EVTUMNOU Kal NnAEKTpovikoU. Me Tnv
dlaxeipion Tou &v AOYw nNANpogopiakoU @OpTiou uUndapxel n
duvaTtoTnTa yia JIopOWTIKEG KIVACEIC KAl avaykaieg avTidpdoelg
woTe va diatnpnBei N kal va dieupuvBei n neAateiakn Baon TNG

Enixeipnong.

Juvoyidovtag Ta ewg Twpa Oedopeva Kpiveral okOMNIHo vda
B€ooupe Toug Baoikoucg aToxouc Tou CRM:

* T[IAQApNnG kal o€ PBabog karavonon TwWV aAvAykwv Kal Twv
ENOUMIOV TWV NEAATWV.

»  EUpeon Tponwv «a€ionoinong» Twv ndn unapxovrwyv neAaTwyv
o€ neplocoTeEpo  KeEPOOPOPEG yla TNV  EnIXEipnon
dpaoTNPIOTNTEC.

*  Anuioupyia nNeAaATwWV, NPOCEAKUCN VEWV MEAATWV MEOW TNG
npoownonoinong Kal TnG NPooapHoynG TWV NPOCPEPOUEVWV
UNMNPECIWV OTIC AVAYKEC TOU €KAOTOTE NEAATN.

*  BeATiwmon Tou nocooToU dIATNPNONG TWV MNEAATWV HECW TNG
apeidpoung enikolvwviag kal TnG auénuevng avauiEng Tou
NEAATN ME TNV ENIXEipNON.

»  Emupnkuvon kail egBaduvon TwV OXECEWV UE TOUG NMEAATEC.

To CRM a@evog npoo@epel o kABe epyalOUEVO MOU EPXETAl
o€ onoladnnoTe enagn HE €va NEAATN Mid OAOKANPWHEVN €IKOVA TOU
TEAEUTAIOU Kal OAWV TWV ENAPWV OCUVAAAQYWV ME aAUTOV Kal
AQETEPOU eMITPENEl OTov €pyalOPeEVO auTO va AEITOUPYNOEl WG
Hovadikd onueio eEunnpETNONG TOU NEAATN ANO TNV €niIXEipnon, yia
onoladnnoTe avaykn Tou NeAATn.

Ta napandvw €niITuyxavovTal He:

e  Tn ouAloyn OTOIXEiWV YIa TOV NeEAATN.

e TO METAOXNMATIOMO TWV NMANPOPOPIWV AUTWV OE YVWON.

e Tn JdIoxETEUON TNG YVWONG O OAa TA OTEAEXN KAl TOUG
epyalOPEVOUG TNG ENIXEipNONG.

e Tnv &vraén Twv neAatTwv oTo oXedIAouod KAl TNV avanTtuén
TWV NPOIOVTWYV Kal UNNPECIWV.



e Tnv kKaAUTepn €EuNnpPETNON TOUG XwpPi¢ au&non kooToug I
auToug.

e Tnv kAAUWN TWV avaykwv TouGg KkaAUTtepa and Tov
avTaywviouo.

3.2 TA AOMIKA zTOIXEIA TOY CRM

Ta Odoupika oToixeia Tou CRM €xouv wG OTOXO TOUGC TOV
EVTOMNIONO EKEIVWV TWV TOMEWV TNG €MNIXEipnong Onou npenel va
yivouv d01apopec evepyeleC waoTe va Onuioupyndei n unodoun via
gva neruxnuevo CRM. Ta OJopikG auTta oToixeia Ogv pnopouv va
KaTnyoplonoinBouv avaAoya Pe TN onNuUAvTiKOTNTNTA TOUG Kal NpEnEl
va AappavovTtal unown He 1O id10 Bapog kal Oxl MEPHOVWHEVA OTO
oxedlaopud kal ornv  uAonoinon Tou ouotnuato¢ CRM  oTIgC
enixeipnoeic. O AOyog yia Tov kaBopiohd kal TV NeEPlypagn Twv
OOMIKWV OTOIXEIWV TNG emiTuxiag evog cuoTtnuatoc CRM eival oOTi
oTNV NAEIOVOTNTA TWV MEPINTWOEWV €va ano Ta PeyaAuTepa AAbn
TWV ENIXEIPNOEWY €ival 0TI J00ONKE nNEPIOCCOTEPO ONUaAcia o€
OUYKEKPIYEVOUC TOMEIC EVW 01 UNOAonol unoTiunonkav.

O1 napayovteg autoi wG OOMIKA OTOIXEId TNG €nITUXoUG
uAonoinong Twv ouoTnuatwv CRM guvBeTouv Tnv opada nou
ovopaderal Ta 5 P’s Tou CRM (KooudaTog, 2004):

Ta 5 P’s Tou emTuxnuévou CRM e€ival €vag ouvduaopog
OoMIKWV AIBwvV anod xapakTnploTiKa nou Oa npeEnel va anokThnoel Jia
enixeipnon wote va BAaAel Ta BePEAIA yIa TNV ENITUXN UIOBETNON TOU
CRM:

3.2.1 01 avépmwnoi

To npwTto OOPIKO OTOIXEIO e€niTuxiag e€ivar ol avBpwnol
(people) kal kat’ €nEKTAon N KOUATOUPA MNou €xel dnuioupynoei
MEoa oTnv enixeipnon. O1 KATEXOVTEC TIC OIOIKNTIKEG BECEIG OTIC
ENIXeIpNoseIC Ba npenel va e€xouv Babiad yvwon Ttou CRM kal Twv
oToXwv Tou. O1 YVWOEIC auTEG anoTeAoUV IKAVEG Kal avaykaieg
npolUnoB&osic yia TNV €NITEVEN TNC OwOTNG UAonoinong Tou CRM.

210 CRM, €kTO0C and Tn J10iknon, OCUMMETEXOUV OAol Ol
epyalopevol oTnv enixeipnon aAAd kai ol cuvepydTteg TnG. To CRM,
ovTag Jia orpartnyikn dlepyaacia, deopevel Ta diagopa TUAMATA TNG
€TAIPIAC va A€ITOUPYoUV HE OIAPOPETIKO TpoMno. Kart’' enékraon, n
dloiknon npEnsl va ONMIOUPYNOEl MIA VEQ E€TAIPIKN KOUATOUpA n
onoia Ba €ival anoAUTWG NEAATOKEVTPIKN. AUTO OnUaivel OTI NpPEMEl
va OlevepyeiTal pia npooxediaohévn KNAideuon 0TO NPOCWNIKO Mou
0a agopd, aPevog Tnv anokTnon IkavoTnTwv marketing kai yvwong
TWV oKOnwv Kal Twv Aesiroupyiwv Tou CRM, kal aQeTepou TNV



evOUVAPWON TWV IKAVOTATWV TOUG OTNV NApPOXN UMNPECIWV NPOG
TOUG NeAATEC.

H eknaideuon agopd JdUo enigepouc OepaTta. To npwTo
aoxoA&iTal gE TNV aAAayn TNG KOUATOUPAG kal To OeUTEPO ME TNV
€€OIKEIWON TOU MpoownikoU OTn Xpnon kai Tnv agionoinon Tng
TexvoAoyiag nou To nio niBavo €iva OTI JeE TNV Napodo Tou XpOvou
ouvexwc Ba petaBaiieral kal Ba eEsAiooeTal.

3.3.20 oxediaouog

O oxediaopoc (planning) wc dOUIKO OTOIXEIO EXEI VA KAVEI UE
TN dnuioupyia evOoG NANPOUC KAl EKTETAMEVOU MAAVOU yia TO €pYO
Tou CRM. To nAdvo anoteAei 1o oxedlaopo Tou CRM vyia éva
onuavTiko Xpovikd diaoTtnua (n.X. yla Ta €nNOMheEvVA MEVTE €Tn) Kal
npenel va nepiAapBavel OAEC TIC anapaiTnNTEC yia TNV UAonoinon Tou
ouoTnpatog CRM diepyaaoieg, (n.x. eknaideuon Npoownikou, eniAoyn
Kal uAonoinon Tou kataAAnAou AoyiopikoU).

3.3.3 01 diepyaacieg

To TpiTo doMIKO OTOIXEIO, OI dIEpyacniec Tou (processes), €ival
0 akpIBn¢ nNpoadiopIiopog Twv dlepyaciwv Tou CRM pe anoTeAeopa
To XapTn Twv OIEPYACIWV MOU MEPIAAUBAVEI TOUG TPOMOUG HE TOUC
onoioug dpaocTnpIonolEiTal N €nIXEipnon, ONwWG To NWG O NEAATNG
EMNIKOIVWVEI JE TNV €NIXEIPNON, HE NOIO TPOMNO N EMNIXEIPNON CGUAAEYEI
Ta OedOhEVA MOU APOPOUV ToVv MeEAATN and onolodnnoTe OnUEio
enNaQng kdl Nw¢ n enixeipnon unopei va aflonoioel autd Ta
oedopeva. 'OAa auTtad avravakAouv oTov TPOMO MOU N EMIXEipnon
npooeyyilel ye enavalaPBavopevo TpoOno Tov NeAdaTn.

3.3.4Ta npoownika dedopéva

AopikO OTOIXEIO yia TNV enmiTuxn Onuioupyia kair xpnon &vog
ouotAuato¢ CRM eival n 1kavoTnTa TNG €MIXEIPNONG va GUAAEYEI
aAA@ kal va OdlaxelpileTal PEYAAEC NoOOTNTEC OEOOMEVWV TWV
neAatwv (personal data) aAAd kal TnGg ayopdg oTnv onoia
dpaoTtnplonolcital. Ta dedopeEva auTd a@opouv Ta OTOIXEId mnou
npokUNToUuV anod TIC OUVAAAAQYEC HWE TOUC MeAATEC KAl PMOPEi va
gival Ta dlapopa oToixeia enikoivwviag (dieuBuvoeig, TNAEPwWva
KAM), NPOTIUNCEIC KAl CUMNEPIPOPEC TWV NEAATWV, EMBOUMPIEC N
avaykeg Toug K. d.

AuTO I1oXUEl yIaTi N anokTnon oQaipiknG €IkOvAg ToU NEAATN
Kal TNG ayopdc anoTeA&i €va neplouciakd OTOIXEIO MOu HPNopEi va



anoTeAECEl MNyn avTaywvIoTIKOU NAEOVEKTAPATOG. [MpayuaTti, n
dlaxeipion Twv OedOUEVWV MOU €XOUV OUAAEXOei pnopei va
geylioTonoimoer tnv  afia OTIC  OUYXPOVEC  EMIXEIPNOEIC,
anokaAUnTovTag EUKAIPIEG, NPOKANCEIC Kal TIG TACEIG TNG ayopdg Kal
Twv neAatwv. EminpdoBeta, n 1kavotnTta Tng diaxeipiong Twv
O0edopdévwy odnyei kal oTn HeyigTonoinon TnG nolioTnTAag Toug
YEYovOC nou npoodidel peyaAuTepa OQeEAN OTIC €nevOUOEIC TNG
enixeipnong yia To CRM.

3.3.5H nAaTt@opua

AnO Tn OTIYMR NOU n €nIXEipnon €xel ANOKTHOEl KATA €va
MEYAAO NocooTO OAA Ta nponyouueva douIKA OTOIXEIQ, €ival wpa yia
TNV €nIAOYR TOU KATAAANAou AoyioupikoU dnAadn Tnv TEXVOAOYIKNA
nAat@opua (platform) nou 8a unoornpi€el To CRM. H TeExvoAoyIKNA
nAaT@opua yia To CRM anoTeAsital ano Tpia Kupiwg HEPN:

o Texvikry unodoun, nou e€ivalr n OIKTuakn unodoun, ol BECEIC
£pYyaciac, ol ENIKOIVWVIEG, KAM.

0 AOYIOMIKO, mou agopd Tnv egappoyn Tou CRM kal TIg
duvaToTNTEG TNG.

o Ynnpeoieg, nou ouvodeUouv TNV UAOMOINON TOU CUCTANATOC
CRM «kalr OTIC onoie¢ oupnepiAayBavovTal ol  anapaitnTeg
OUMBOUAEUTIKEC UNNPEDIEC, N EKNAIOEUTN, KA.

Ta XxapakTnpioTikG nou npenel va OIaBETEl N TEXVOAOYIKN
nAaTQOpHUa npénel va pnopouv va uloBetnbolv anpookonTa ano
TNV €nixeipnon kal va €EunnpeTouv TIG Onoleg OpacTnpIOTNTEG TNG
yla TNV napoxn unnpeociwv aTtov neAdTtn. H eniAoyr TNG KataAAnAng
NAGTQOPHAC NMPEMEI va YivETAl UOTEPA ANO EKTEVEIC NEAETEC WOTE va
ExEl TIC OuvaTOTNTEG va xpnolgonoinBei yia TIC aAvAYKeEG TNG
enixeipnong. Auto 6a emTeuxBei av n nAat@opua Taipialel OTIG
avaykeg TnG enixeipnong kar dgv anaitei TNV npocoapugoyn Tng
ENIXEipnong o€ auTn.

3.3 OI AEITOYPIIEZ TOY CRM

Ta TeAeutaia xpovia, Ol avaAuTéeéG TOU XWwpPou Tou
enixeipnolakou yiyveoBal €xouv apyxiosl va Olakpivouv d1apopous
Tunouc CRM, pe Baon TIC OIAPOPOMNOINCEIC MOU eP@gavifouv
eniXeipnoeig d1apopwv KAAdwV oToV TPOMNO AEITOUpPYiAg TOUG.

O1 epappoyec CRM ouvnBwg anoTteAlouvTtal ano odiagopa
UMoouUOTAMATa nou  nepiAagBavouv  OAa o6oa  xpeialovral
NPOKEIUEVOU va e€EunnpeToUv TIC avaykKeg TngG enixeipnong. Mia



ouvonTikA OlaKpion Twv unoocuoTnuatwv Tou CRM ouvioTaTtal o€
TPEIC KATNYOPIEC, ONWC enionuaivel o KoopdTog (2004):

Enixeipnoiakd CRM (operational CRM)
>uvepyaTiko CRM (collaborative CRM)
AvaAuTiké CRM (analytical CRM)

Av n oAokAnpwon autn MeTA&U TwV TPIWV UNOCUCTAMATWV
gival eQIKTA, TOTE Ta CUCTAKATA PNopoUV va unooTnpiEouv NARPWG
TN @IAocoia Tou CRM.

O1 unapyouoesc epapuoyec CRM  unopei va nepiAapfavouv
OAd Ta npoava@epBeVTA UMNOCUOTAMATA Kai, avaioya HE TNV
ENIXEipNON Kal TIC avaykeg TNG va Xpnoligonoinbouv kdanola ano
auTta. Av yia napadsiypda o oToxog TnG enixeipnong yia To CRM  eivail
va To £pappooel otadlaka apyidovrac and To TUNHA NWANCEWV,
TOTE pnopei va uAonoin®ei povo To €niXEIPnolako KOPpaT Tou CRM
Kal OTn OUVEXEIAQ va €MNeKTABEl n Xpnon ToOUu WE TNV €vepyonoinon
KAl TWV UNOAOINWV UNOCUCTNHATWV.

3.3.1 Emixeipnoiaké CRM

To enixeipnoiakd CRM (operational crm) €ivalr To Tufua nou
ouUCIaoTIKA €ival unelBuvo yia TNV EMNIKOIVWVIA PE TOUG NEAATEG -
MECW auTou npayuaTtonoloUvTal OAEC ol ouvaAlAayeg HETA&U neAdTn
Kal enixeipnong. MapdAAnAa AauBavel xwpa n MeTa@opa kai
dlaxuon OAwV Twv NAnpo@opiwv Kal oTi¢ dUo NAEUPEC. 'Eva Tuniko
enixeipnolakd CRM  punopei va  neplAapBaver TIG  €ENG
dpaoTnpIOTNTEG:

e Alaxeipion TWV NWANCEWV
e Ynnpeoieg Npog Tov NEAATN
e AuTopartonoinon Tou marketing

O1 dpacTnpIOTNTEG AUTEG, MOU PMAopoUV va XapakTnpioTouv
w¢ OpaortnpidTnTee CRM  npwtn¢ ypaupng (front-office CRM),
unoaoTtnpifovTal kal anod Tnv Unap&n oTnv €nixeipnon €vog KAvTpou
KANoewv, To Aegyouevo call center. Autd anoTeAei €va and Ta
BaoikOTePA apyaAsia Twv ENIXEIPACEWY YIA TNV ENIKOIVWVIA TOUG HE
TOUG NEAATEG.



Alaxeipion ka1 auTopaTonoinon TWV NWANCE®V

H diaxeipion kal n autoparTonoinon wv NWANCEWV HECW €VOC
ouoTnpatog CRM e€ival ol NEPICOOTEPO NPOOPIAEIC AEITOUpPYIEC nMou
Ba npénel va eEunnpeTouvTal and €va TETolo ouaTNUa.

Ol NEPIOOOTEPEC EPAPHOYEG Yia Tn JIAXEIPION TWV NWANCEWV
nepiAagBavouv Tnv napakoAoubnon Twv NEAATWV, TNV KATAypa®n
Kal dlaxeipion Twv OTOIXEiwV €na@ng ME Toug NeAATEC Kal Tn
dlaxeipion Twv KavaAlwv TWV NWANCEWV.

Ta TeAeuTaia xpovia, To AIadikTuo €XElI ONUAvTIKN €nippon
oTIC OIEPYACIEC TWV NWANCEWV. YNAPXoUuv avapiOunTeg 10TooeAIdEG
ENIXEIPNOEWY YIa Tn OIEKNEPAIWON TWV NWANCEWV HECW AUTWV.
AUTEG Ol 10TOOEAIDEC MMNOPEI va IKavornolouVv HIKPEG AndITACEIS TWV
ayopaoctwyv, Onwg n npopnBela e&vog BIBAiou 1 evdg gopnTou
urnoAoyioTr;, aAAd deixvouv OTI Npoc To Napov dev anoTeAouv TO
KATAAANAO MHECO Yia MHEYAANC KAIHAKAC NWANOCEIC. € QUTEC TIC
NEPINTWOEIC, N avBpwnivn enikoivwvia MPeTa&U neAdtn  kai
ENIXeipnong €ival akopn anapaitntn. H diaxeipion Twv NwAnoswv
OMwWC Oev nauel va xpnolgornolisi To Internet onote 6a npenel va
OUAAEYEl Kal va xpnolgornolsei Ta dedopEva Mou MPoKUNTOUV ano
auTo.

YNnpeoieg npog Tov NEAATN

O1 unnpeoieg NpPoCc TouG NEAATEC A@OPOUV €&va OAOKANPO
unoocuotnua Tou CRM nou Oiver Tn OduvatotnTta oxediaouou,
napakoAoubnonc Kal  MPoOypaAPMATIoONoU TG  NApoxns Twv
UNNPECIWV TNG ENIXEipNONG.

SZUPQWVa PE JIAPOPEC EPEUVEC MOU EXOUV YIVEI NAYKOOMIWG,
Qaiveral 0TI n anown d1aPOPWV OTEAEXWV EMIXEIPHOEWV €ival NwWG
NPOKEITAl yia To AlyOTEPO XpnoigonoloUPevo unoouoTnua nou 6a
npenel va d1abeTel To enixeipnoikakd CRM. Me To unoocuoTnua auTo,
TO NPOOWNIKO UNOCTAPIENG TWV MEAATWYV ANOKTA NpocPBacn o€ OAa
Ta 0edopeva Nou aPpopouV TIC GUVAAAAYEC HE TOUC NEAATEG.

AuTtopartonoinon Tou marketing

SUPQWvVa ME OIAPOPEC EPEUVEG, Ol EMIXEIPNOEIC PaiveTal va
EXouv avTiAngOei OT1 n €€unnpetnon Twv OpPACTNPIOTATWV TOU
marketing anoTteAei €éva and Ta NAEov ONUAVTIKA KOWMATIA €VO(
CRM. 10 unocuoTnua autod nepiAapBavovTai:

0 Anuioupyia Kal AUTOMATOMNOINMUEVN EKTEAEON EKOTPATEIWV
npowbnong.
o AuTopartonoinon pyaciwv pouTivac.



o YnooTtnpiEn oxedlaouou Tou marketing Kal Tou
npolnoAoyiopou Tou.

0 Apxeio Twv npowbnTIKWV KIVACEWV TMOU EXOUV Yivel OTO
napeAbov.

H TexvoAoyia CRM BpiokeTal nAéov oOTNV UunNnpecia Tou
marketing. Ztnv npd&n, n a&onoinon Twv NANPOPOPIWV YId TOV
neAaTtn nou Jdlatnpouvtal oto ouotnua CRM vyiverar pe Tnv
EKNOVNON NPowWONTIKWV EVEPYEIWV MOU OTOXEUOUV OE MNOAU
OUYKEKPIYMEVA TUAMATA ayopdag n akOpa Kal O OUYKEKPIMEVOUG
neAdtec. O1I NANPOYPOPIEC AUTEC UMopouv va apopouv dnuoypadika
OTOIXEIa N OTOIXEIA yIa TNV AyopacoTIKr CUMNEPIPOPA TOU MeAATN.

e €va CRM, 710 unoouoTnua OJIlaxeipIonNG €EKOTPATEIWV
0UOIaoTIKA anoTeAEI €ua oAokANpwHEVO €pyaleio marketing yia Tnv
autopaTonoinon Tou oxedlaopoU, TNG EKTEAEONG Kal  TngG
NapakoAouBnoNG OTOXEUUEVWV EKOTPATEIOV OFE EMIAEYHEVA TUANATA
neAatoAoyiou. EnminAgov, divel Tn duvaTtoTnTa €lcaywyns Pacswv
0€OOMEVWV ATOMWYV Kal ETAIPIOV N0 EEWTEPIKEG NNYEC.

3.3.22uvepyaTtiko CRM

To ouvepyaTikdO CRM (cooperative 1 collaborative crm) eivai
«unevuBbuvo» yia TNV OAoKANpwon Twv OedOHEVWV KAl TwWV
nANpoQopIwV HE TIG dIEPYACIEG KAl TOUG avBpwnivoug nopoug Tng
ENIXEIPNONG £TOI WOTE va €EUNNPETEI TIG AEITOUPYIEC TWV NWANCEWY,
TNG NAPOXNG UNNPECIWV OTOUG NEAATEG Kal Tou marketing, €xovTag
wG PBaoikd €pyo autd TNC NPOCAPHOYAC Kal Tumonoinong Twv
31aPOPWV AEITOUPYIWV.

Tnv oAokAnpwon Twv OedOHEVWV TWV NEAATWV aAnd noAAd
onueia enagng eniTuyxavel To ouvepyaTikd CRM (aAAol cuyypageia
anokaAouv  «A&IToupyikdo» crm) nou €ival uneubuvo va
OUYKevTpwvel Oedopeva and NOAAEG nNNYyeEG €iTe auTég eival
EOWTEPIKEC ONAad and TO  MIKPOMEPIBAAAOV  kdl  TO
HakpornepIBaAAov. Me Tn GOUAAOYR Kal Tnv OAOKANpwon TwVv
0edoPEVWV auTwV OnUIoupyEiTal n Baon nou Ba nNApEXel TIC OWOTEG
NANPOMOPIEC OTO OWOTO XPOvVOo, OIANOPPWVOVTAC TN O@AlpIKn
€IKOVA TWV NEAATWV AAAG Kal Ta XApaKTNPIOTIKA TNG AEIToupyiag o€
OX€ON ME auTouc.

Me Tn Xxpnon Tou ouvepyaTikou CRM eniTuyxaverar n
TUuMonoinon TwV UMNNPECI®V, N Tunornoinon OTOUG TPOMNOUC
enikolivwviag Hde kaBe neAdrtn, n Onuioupyid MPOCAPHOCHEVWV
NPOCPOPWV O KABE NeAATN.

Me To ouvepyaTikd CRM napéxeral n npocBacn o pia Baon
NOU NEPIEXEI TIG UNAPXOUOCEC AUCEIG Kal MPpOTACEIC MOU €XOUV
dnuIioupynBei yia Toug NneAAdTeC. Méoa ota oAokAnpwpuéva dedopeva



EUNEPIEXOVTAl NAnNpogopiec yia Ta Oiagopa npoBAApATa Mou
npokUNTOUV HE TNV ndapodo Tou Xpovou, Onwc yia napdadeiyua
NPOBANMATA MNPOIOVTWV  —&VOEXOMEVWC AOYW ATEAEIWV  TNG
napaywyng n tng diavounc— n npoBAANATa oTnv napoxrn kKanoiag
unnpeoiac.  Emituyxaveralr  kataypapn OAwvV  auTwVv  TwV
nPoBANKATWY MOU MpoEKUWav anod Tnv napoxn kanolag unnpeoiag
aAAd kal eKkTOC anod auTta Ta npoBAnuaTa kal ol AUl nou d6Bnkav
KATa nepinTwaon.

3.3.3 AvaAuTtiko CRM

O okonog Tou avaAuTikou CRM (analytical crm) eival va
dlaxelpifeTal OAeG TIG NAnpogopiec kal Ta dedopeva TwV MEAATWY,
METPWVTAC TIC OXECEIC ME TNV NeAATEIQKN BAON TNG €niXEipnong Kal
TEAIKG va odnynoel ortn Jdnuioupyia HeBOdwWV avaiuong Twv
oToIXEiwv Mde okono Tn PBeATimon Tou oxedlaopou KAl TNG
uAonoinong OAwV Twv JIEPYACIWV MOU €EXOUV OXECN HE TOUG
neEAATEG.

To avaAuTikdO CRM 6a pnopoUce va XapakTnpioTeEi KAl wg To
napaoknviakd CRM (back - office CRM) nou napé&xel OAa ekeiva Ta
epyaieia npog TO emxelpnolakd CRM vyia Tnv avaiuon Tng
OUMNEPIPOPAG TWV NEAATWV AAAG Kal TNV avaAuon Twv AEITOUPYIWV
TNG €nixeipnong o€ kabe eninedo 0TAv AUTr) OUVAAAACOETAl JE TOUC
neAATESG TNG.

H d€€10TNTa TNG avaAuong TwV NANPOPOPINYV TWV NEAATWV KAl
Tou nepIBAAAovTog €ival To avaAuTikd CRM nou pe aAAa Adyia, gival
auto nou divel oTo enixelpnolakd CRM Tnv anapaitntn «euguia»
HEOW TNG OuvaToTnNTag OUVOEONC TOU ME TIC OIAPOPEC MNNYEC
0edoPEVWV Kal NAnpo@opiwv ONwG €ival n Baon ME Ta OToIXEIQ
ENAPWV TWV NEAATWV, N KEVTPIKA anoBnkn dedONEVWV N Kal AAAEG
NNYEC EOWTEPIKEC N EEWTEPIKEC.

To avaAuTtikd CRM oguvdéel kal avaAvel Tta Oedopeva Twv
NEAATWV Mou MPokKUATOUV ano Hia yKapa JIa@QopETIKWY NNYwv, HE
TN XPNON TwV KATAAANAWV TEXVOAOYIWV MOU E€ival YVWOTEC WG
TexvoAoyiec anoBrkeuong dedopevwy (data mining). Me Tn ouvdeon
Kal Tnv avaiuon, To CRM «OUyKpiveE» O€ Npaypartikd Xpovo Tnv
undpyxouoa KaraoTracn MIag ouvaAAayng HE Tov NEAATN ME
nponyoupeva HOVTEAG wOTE va BeATiwosl and kABe danown Tov
TpOMNO MeE TOv onoio yiveralr n ouvaAAdayn. O1 A&iToupyieg Tou
avaAuTikou CRM JiakpivovTal KUpiwG O€ TECOEPIC €VOTNTEC MoOU
MMopel va nepIAauBAavouVv «UETPNOEIC® ONWG O UMOAOYIOHOG TNG
a&iac ano Tn diatTnpnon Twv NEAATWV, N METPNON TNG MioTnNG TWV
NEAATWV, N aAkOMa Kal 0 unoAoyIOPOG TnG dlapkelag dnuioupyiag
a&iag oToUG NEAATEG.



3.4 H AAYZIAA A=ZIAZ TOY CRM

'Eva onueio nou €xel avadeixBei Ta TeAeuTaia xpovia, €ivai n
oAokAnpwon Meta&y ToU CRM kai TOU SCM (Supply Chain
Management) To onoio oTta €AAnvikG anodiderar PE TOV OpoO
Alaxeipion E@odiaoTikng AAucidac. Xwpic va npoBoupe o€ pia
01e€0dIKN availuon Tou Bgpartog (Tponol - QAceEIC OAOKARPWONG)
anAd 6a enionuavoupe oTI: To CRM eoTialeTal otnv dnuioupyia kai
otnv dlaTApPNoN TNG ayopaoTikng ¢NTnong, evw To SCM eoTialeTal
otnv aAucida napaywyng. O1 dUO aUTEG OTPATNYIKEG OUVOETOUV
oAOKANPN TNV aAucida afiag piag eraipiac. Me TNV OAOKANpwon
auTwVv Hia enixeipnon pnopei Ye nAnpeoTepo (gvonoinuevo) TPoOno
and Tnv pia va au€noel Ta €o0oda (R) Tng {NTNoNG kal and Tnv aAAn
va eAaTtTwoel Ta kooTn TnG napaywyng (C). 'ETol cuupwva Pe TNV
oxeon P = R - C neTuxaivel yeyaAuTepn HEYIOTONOINON TWV KEPOWV
(Profit), apou npoPaivel og TauTOXpPOVN HEYIOTOMOINON KAl TwV dUO
opwV TNG e€iowaong We pia eviaia diadikacia (MavTikag, 2005).

O1 emixelpnoelg xpelalovTtal autd nou Aeyetal aAucida a&iag
Tou CRM woTe va pnopouv va HeyioTonolouv Tnv a&ia npog Tov
neAdatn. Ta ouoTaTika TnG aAucidag aiac Tou CRM oUupwva Pe Tov
KooudTo (2004) civar:

H avaAuon: O avaAutng Tou Marketing xpnoigornolsi To
avaAuTikO CRM woTe va avaAuoel Ta dedopeva Twv neAATwv. Ta
anoTeAéopata TNG availuong eival dla@opa HovTeEAa npOPBAswng
ONwWC &va HOVTEAO Yia TNV MPOOEAKUON NEAATWYV, €va HOVTEAO
OTAUPWTNG NWANCNG | aKOUa Kal eva JOVTEAO d1aTAPNONG NEAATWV.
O1 avaAuosig kal Ta MOVTEAA pnopoUv va anobnkevuovTtal o€ Hia
KEVTPIKA anobnkn woTe va €ival diabeoiya o OAOUC OTO E0WTEPIKO
TNG €NIXEIPNONG, va enavayxpnoigonoloUvTadl Kal va npokuntouv O0Ao
Kal NEPIOCOTEPO PBEATIWHEVEG D1adIKATIEG KAl ENOPEVWG, HEYAAUTEPN
a&ia.

O oxediaopoc: O1 marketers o npayuaTikd Xpovo oxedialouv
TNV ~ €nIKOIVWVia Kal  TIC OUVAAAQYEC HE  TOUC  NEAATEC
XpNolgonolwvTag d1apopouc KAVOVEG ONwG KAvOVeG €MIAOYNG Tou
TUAMATOC TNG ayopdg N akopa Kal Kavoveg andppiyng NeEAATWV
WOTE va OIaMOPPWOOUV TO MEAATEIAKO TOUC KOIVO. XTO OXeDIAOMO
oupnepIAauBaveral o TPOMOC KAl TA@ unvUupata nou Oa
nepiAapgBavovralr ornv O0An Oiadikacia, kabwg kal Ta avTioToixa
XPOVIKG nepibwpia.

H ekTéleon: Méow Twv €pappoywv Tou CRM n enixeipnon
urnopei  va  diaxeipileTrar  PeydAoug Oykoug OedOPEVWV  Kal
dpaoTtnploTATwV. Ta kaBe yeyovog onoloudnnoTe KavaAiou
enikoivwviag npoadiopiovTal noid €ivalr Ta «gunopika pnvupaTa»
nou diakivouvTal KAl g€ Nold andé auTa undpxXouv Ol AVAPEVOMNEVEG
BETIKEG 1 ApVNTIKEG ANAVTNOEIG, onoTe ival ePIKTA N BeEATIWON TWV



d1adikaciwv kal n dnuioupyia a&iag npwTa oTov NEAATN Kal META
oTnv enixeipnon.

Avadpaon: (feedback) KaBe 0diadikaocia enikoivwviac Kal
OuvaAAayng ME Tov NEAATN KaTaxwpileTal O €va KeVTPIKO ONUEio
Madi ue Ta ouvodeUTIKA OEBONEVA ONWG TA OTOIXEIQ TWV NEAATWY, TA
OTOIXEId oupneEPIPOPAcC, kKAn. H enixeipnon pnopsi va «uabaiver»
anod Ta diabsoiya oToixeia €neidn dnuioupyouvTal ol NPoUnoBETElqg
yla Tn gaenon YEow TWV EPNEIPIWV PE TOUG NMEAATEG.

3.5 OI OPFANQZIAKEZ APAZTHPIOTHTEZ TOY CRM

JUppwva pe TNV K. MAakoylavvakn, To CRM agopa os
OAIOTIKR dpacTNPIOTNTA TNG EMNIXEIPNONG YIA TNV avanTu&n oXECEWV
HME TO NeAATEIAKO KOIVO Kal Tn dlauoppwaon OTIKAC avTiAnwng Tou
NEAATN OXETIKA YE TA NPOIOVTA/UNNPECIEC TNC EMIXEiPNONC.

Autavopevo evdlapEpoV yia TNV UI0BETNON dpacTnPIOTATWY
CRM napouaidletal oTIG €AANVIKEG €nIXEIpNOsIC nou oTadiaka
guveldnTonolouv OTI N NEAATOKEVTPIKN OTPATNYIKN OTnVv ayopd
MMOPEi va anoTeAETEI NNy AVTAYWVIOTIKOU NAEOVEKTAMATOC.

To emituxnuevo CRM -cUppwva pe Tn d1eBvn BiBAloypagia-
KaAunTel oAOKANPN TNV E€nixeipnon kal nepINaPBAvVeEl TEGOEPIC
0pYavwoIakeg OpacTnpIOTNTEG:

A. Tov oTpaTtnyiko oxediaouod (strategic planning).

B. Tnv opyavwolakn paénon (organizational learning).

. Tnv napadoon a&iag otov neAdTtn (customer value process).

A. Tnv ueETPpNON TnG e€nidoong Tou CRM (performance
measurement process).

H k. MAakoylavvakn €neita ano €peuva otn M. Bpetavia kal
MEAETN BIBAIOypa®iag oToug XwPOoug Tou oxeolakou marketing kai
TNG O0PYAVWOIAKNG Bewpiag, npoTeivel €va <«OAIOTIKO» HOVTEAO
d10iknoNG NEAATEIQKWY OXECEWV, To onoio napouoialel To CRM wg
opyavwalakn 0pactnplioTNTA MNOU CUVEVWVElI TA npoavapepbevta
Teooepa oTolxeia. AkoAouBei n availuon Twv TECOAPWV AUTWV
OTOIXEiWV OoUPpWVA HPE TA OUPNEPACNATA TnG K. lMAakoylavvakn
(2003):

A. H dpaoTnpioTnTa oTPATNYIKOU OXESIAOHOU

O OoTpaTtnyikog oxedlaopoc napéXeEl TIC KATEUBUVTNPIEC
YPAMMEG Yia Tnv avanTtuén, uAonoinon kal €Aeyxo Tou CRM. H
dpacTnpIOTNTA auTh avagepeTal o€ dUO0 AAANAEVOETA OTOIXEId.

S UYKEKpPIMEVA:



TNV €nIXElpnolakn oTpatnyikn (corporate strategy)
Kal
TNV neAdTeiakn oTpaTtnyikn (customer strategy).

H enixeipnolakn oTtpaTtnyikn kabopilel To Opapa, TOUug
OTOXOUG, TNV TonoBETnon kair npotacn a&iag Tng enixeipnong Kai
e€ao@aAilel OTI Ta OTOIXEid auTd BpiokovTal o€ oUPNvVOId HE TNV
neEAATEIOKN OTPATNYIKA TNG E€Taipiag. To oOpapa (vision) TNG
enixeipnong ekppalel To T enIdIWKElN va MNETUXEl N E€NIXEipnOn o€
ouykplon ME TOUG avTaywvioTég Tng. KaTtd ouveneia 1o Opapa
anoTeA&i nnyn €PNveuong yia Tov KaBopiopud TwV OTOXWV TNG
enixeipnong. To O6papa piac eraipiag nou pappolel npakTikec CRM
gival n dnuioupyia evog opyaviopoU NpocavaToAlGHEVO OTOV NEAATN
(customer-oriented organization) nou oToxeuel oTn dnuioupyia Kai
napadoon UWUANC afiac otov neAdartn. H anddoon uwnAng aiac
oTtov neAdtn npolnoBeTel Tnv  KAAUTEpN KATAvonon TwvV
XAPAKTNPIOTIKWV TOU NEAATN NOU YiVETAl EPIKTH HEOW TNG OUVEXOUG
aAAnAenidpaong kal avanTtu&éng OTEVWV OXECEWV EMIXEIpNonG-
neAdtn. H TonoBeTnon TN enixeipnong ornv ayopd (positioning)
ouvOEeTal YE TO Opapa kai cuPBAAAel oTnv dnuioupyia diaxpovikou
OUYKPITIKOU MAEOVEKTANATOG OTNV ayopd.

H neAateiakn oTpaTnyikn TNG E€Talpiac nou e@appodlel
dpaoTtnpiotntec CRM avanTtuooetal o€ OUo enineda: oTn
oTPATNYIKA KATa @ACEIC KAl OTn OTpatnyikn THNHartonoinong
neAatwv. H oTpatnyikn Kata @Aacelg oxeTidetal pe TN OlAPKEIQ
(kUkAo CwNAC) TNG OXEONG TOU NEAATN ME TNV EniXEipnon Kai
anapTieTal anod:

e TN OTPATNYIKN AnNOKTNONG NEAATWV
e TN OTPATNYIKN dIATAPNONG NEAATWV Kal
e TN OTPATNYIKN €MNAVAKTNONG NEAATWV

H oTpaTtnyikr) andoktnong neAaTwv €nidIWKElN TNV NPOCEAKUON
VEWV NEAQTWV PE OKOMNO TNV au&non Tng Jakpoxpoviag kepdogopiag
TNG €niXeipnong. AuTO EMITUYXAVETAl WE TNV NApoxn KATAAANAwv
KIVAiTpwV  (M.X. ayopacTIKWV) OTE Ol KATAVAAWTEG va
avtanokpiBouv oTnv npoTaon a&iac Tng enixeipnong kai va neigTouv
OTI N €Talpia €ival ge B€on va IKavonoinoel TIC aVAYKEG Kal eNBUPIEG
TOUG.

H oTpaTtnyikn d1aTApNonNG Twv MeAaTwVv anoBAEnel oTnv
auénon TNG nNPOTIMNONG TWV NEAATWV €vavTl TNG Enixeipnong
NPOOMEPOVTAC OPEAN Kal «eMBpaBelovTac» TOUG KATAVAAWTEC yia
TN MaKpoXpovia npoTiynon oTa NpoiovTa/unnpecieg TNG £Talpiac.

H oTpaTtnyikn €navaktnong NeEAATWV EMNIKEVTPWVETAl OTNV
ENavanpooEAKUon NEAATWV MouU €XOUV NAYWEl va XpnaoigonoloUv Td
npoiovTa/unnpecie  TNG  enixeipnong  yia  kanoia  dAAa



avrtaywvioTika. H  oTpaTtnyiknl  auTn  ENIKEVTPWVETAl  OTNV
Tpononoinon kar BeATiwon Twv ONUEIWV €EKEIVWV OTNV OXEoN
ENIXEIPNONG-NEAATN MOU €iXaVv WG ANOTEAEOWA TNV AMOPAKpUVON
TWV NEAATWV NPOG avTaywvioTIKoUG opyaviououg.

TENOG, Ol OTPATNYIKEG THNMATonoinong neAATwv Eival
napadooiakd ouvoedepéveg pe To marketing kai dieukoAUvouv TNV
diagoponoinon TnNG npoértaong a&iac TnG enixeipnong PBaocsl Twv
XAPAKTNPIOTIKWV TWV MEAATWV.

B. H dpaoTnpioTnTa 0pYyavwoiakng Haénong

H opyavwoiakn paébnon eivar éva cuvoAlo OpacTnpioTHTWV
nou nepiAapBavel Tig d1adikacoieg: anokTnong, dlavoung Kal Xpnong
NANPOPOPIWV.

O1 napanavw dpaotnploTnTeg diacpaAifouv OTI N €nixgipnon
EXEl NAVTA E€ykupn nAnpogoOpnon wOTE vd MNPOo@PEPEl KAAUTEPN
eEunnpETNOoN oTOV NeEAATN.

EidikdéTEpa, N anokTnon nAnpo@opiwv &ival n Jdiadikaocia
OUYKEVTPWONG NPWTOYEVWV Kal OEUTEPOYEVWV OTOIXEIWV ano
EOWTEPIKEC KAl E€EWTEPIKEG MNNYEC TNG enixeipiong. H andkrtnon
NANPOPOPIWV ENITUYXAVTETAl HECW <«EMICAMWV» KAl «AVEMICNHWY>»
dpaotnpiotiTwyv (formal or informal information processes).
Mapdadeiyya TnG npwTng opadac OpacTnpIoTATWY arnoTeAoUV ol
EVEPYEIEC TNC €PEUVAC Ayopdc, €peuvac Kal avantuénc avaiuonc
avTaywvioTwv Kdl nwAncswv. H deUTepn opada dpacTnplioTHTWV
avaQePETAl OTNV ANOKTNON MNANPOPOPIWV HECW EMIKOIVWVIAG ME
NeEAATEC, €NeVOUTEC, NPOHUNOEUTEG, €pyalOUEVOUC Kal NWANTEC TNG
enixeipnonc. To CRM divel €u@acn oTtnv anoktnon nAnpogopiwyv
MEOW OUXVNG €nagng kal JdlaAdyou E€niXEipnong-neAaTn nou
ENITPENEI TNV APTIOTEPN KATAVONON TWV AVAYKWV KAl APOTIHNCEWV
TOU TEAEUTAIOU.

Ta oToIX€Eia nNou €Xouv OUAAExBeli and Toug neAATEC
anobnkevovTal OTa nNAnpo@opiaka OouoTAMWATaA Kal oTn  Baon
0edopEVWV TNG E€nIXeipnong woTe va XpnoigonoinBouv aOTn
dnuioupyia €EATOUIKEUPEVV NPOIOVTWV/UMNPECIOV Kal
NPOCWMOMNOINKUEVWY OXECEWV EMIXeipnonc/neAarn. H neAaTeiakn
npoocyylon npolnoBeTel Tn diacuvdeon Twv OEDOUEVWY OXETIKA HE
TOV NeAATN WOTE va OXNUATIOEl N €niXeEipnon Hia oQaipikn €ikova
TNG NEAATEIAKNG OXEONG.

H diavouny nAnpogopiwv  oxeTileTal We TOov  Babuo
KUKAoQopiag Twv OedONEVWY Kal OTOIXEIWV MOU €XOUV OUAAEXDBEI
oTn @Aacn anokTnong NANPOQOPIVV OTAd TUAMATA KAl OTPATNYIKEG
Movadeg TnG enixeipnong. 'Onwc n anoktTnon €Tol kal n diavoun
nANPoMoOpI®OV HMopei va npaygartonoin®ei pe  enionuec  kai
avenionueg dpaocTnpIOTNTEG.



MEOw KATEUBUVTAPIWV YPAUHWY TNG 0pYAVWONG, OEUIVApiwy,
Napouciaoswy  Kal  E€TAIPIKWYV  Unopvnuatwyv  diaxéovral ol
NANPOQOPIEC OTNV NPWTN NEPINTWON.

>Tn deUTEPN nepinTwaon, n dlavoun NANPOQPOPIWYV CUVTEAEITAI
ME TNV aAAnAenidpaon epyalopevwy Kal Napayoviwy OTO E0WTEPIKO
Kal €EwTePIKO nepIBAAAov. H diavoun nAnpogopiwv  nailel
onuavTikd poAo oto CRM 3810TI peyalwvel To €Upog (breadth) Tng
opyavwaolakng (organizational learning) kar neAaTteiakng padnong
(customer learning) Tng €nixgipnong.

H xpnon nAnpo@opiwv anoTeAEITAl and APECEC KAl EPMEDEG
dpaoTnPIOTNTEC Ol OMOIEC avTiKaTonTpi(ouv TNV CUMNEPIPOPA TNG
ENIXEipnonNg oTnv ayopd HeE BAon TIC NANPOQPOPIEC MOU EXEI
anokTnoel g nponyoupeva oTadia Twv d1adikaciwv opyavwaolakng
Mabnonc. H apeon dpaoTnpidTNTa avagepeTal oTnV «uAonoinon»
TWV NANPOQPOPIOV Yia okonoUG AQWNG ano@Acswyv Kal Epapuoyng
TNC OTPATNYIKAG TNG €nixeipnong. H €upeon dpaoTnploTnNTa EXEI
OXEON KUpPIiWG ME TNV enegepyacia nAnpo@opIwV Kal  Thv
onoudaldTNTa nou anodidel n €nIxeipnon oTNV 0opyavwaolakn Kal
NEAATOKEVTPIKA HaAOnon. Katd ouvéneia, n €E€PPEON XpNon
NANPOQPOPIWV OXETICETAlI HE EOWTEPIKA XAPAKTNPIOTIKA TNG €Talpiag
ONwG N opyavwaoiakn kKouAoupa kal dopn. 'Onwg avagepouv ol
Peppers kal Rogers (2000), BepeAiwdng AiBog oTnv avantuén
NEAQTOKEVTPIKNG MABNONG Kal MpooEyyiong OTnV ayopd e€ival n
KOUATOUpPA TNG €nixeipnong.

. ApaoTnpioTnTeg Napadoong A&iag oTtov MeAarn

H TpiTn opada dpacTtnploTATwV nou oXeTiletar e To CRM
gival ol dpacTnploTNTEG OnMioupyiag kal npoogopdc afiag oTov
neAaTn.

>Ta nAgiola Tou CRM, n npotaon a&iag Tng enixeipnong
oxXeTi(eTal YE TPEIC OPAOCTNPIOTNTEC:

1) Tov opioud TNG NnpoTaong a&iag Tng enixeipnong,

2) Tnv avanTtuén Tng npoTaong a&iag Tng enixeipnong Kal

3) Tnv napadoon TNG npotaonc afiac TnG emixeipnong OToug
NeEAATEG.

O opiopog TNG nNpoTaong a&iac Tng enixeipnong divel Eugacn
oTa oQeAn kabwg kal oTnv €unelpia katavaAwong (consumption
experience) nou MPMopei va NMpoo@eEPEl n EMIXEIpNON OTOV NEAATN.
Juvenwg, n npotaon a&iac TNG enixeipnong nou e@appolel
npakTikeg CRM otnpileTal otnv Katavonon TwV XApakKTNPIOTIKWV
TOU NeAATN Kal dlagoppwvedl JE Tov au@idpopo diaAoyo Talpiag —
neaaTn.



H avantu&n tTng npdTaong a&iag nepiAapBavel Tnv dnuioupyia
NPOIOVTWY KAl UNNPECIWV HE OKOMNO TNV IKAVONOINoN TWV avaykwv
kal €niBupiov Tou neAAtn. Anod nAsupdc CRM, ekeivo nou Exel
I010iTeEpN onuacia kata Tnv avantuén Tng npotaong afiag TNng
ENIXEipNONG €ival n &vowPATWON TNG YVWHUNG TOU NEAATN OTOV
oxedIaopd VEWV NpoidvTwyv Kal unnpeociov. Katd autov Tov Tpono,
ol NeAATEC TNG €MIXEipnong €xouv TNV aicbnon OTI ekTIgoUvTal KAl
TIGC NEPIOCCOTEPEC POPEC €MIAEYOUV TNV nMpoTacn a&iag Tng €raipiag
yla autd To Aoyo.

H napadoon Tng npdéTtaong a&iag nepiAapBavel dpaocTnploTNTES
OXETIKEC JE TN O1dBeon Kal npowdNON TWV NPOIOVTWV KAl UNMNPECIWV
TNG €nixeipnong €nidIwKOVTAC €TC1 TNV IKAVOMOINON TWV avaykwv
TOU KATAvaAwTn Kal Tnv Jdnuioupyia Makpoxpoviwv apoifaia
KEPOOPOPWV OXeoewv (win-win relationships). ZnuavTikd poAo
oTnv napadoon TnG npoTaong a&iag aTtov NeAATn €Xouv Ta KavdaAid
dlavoung kar marketing kair n npoownikn enikolvwvia enixeipnong-
neAaTn  agou  BeATiwvouv TNV  MoioTNTA  TOU  MAKETOU
NPOIOVTWV/UNNPECI®OV NOU anoAduBAvel o KATavaiwTAC.

A. ApaoTnpioTnteg Métpnong Enidoong tou CRM

H pérpnon Tng enidoonc Tou CRM anoteAsital and €va ¢paoua
dpaoTNPIOTATWY NOU NePIAAUPBAVEL:

1) Tnv a&ioAdynon Twv NEAATWV OXETIKA HE TNV CUVEICPOPA TOU
CRM otnv BeATiwon TnG noidtnTac TnG a&iag nou NPooPEPEl N
enixeipnon,

2) TOV UNOAOYIOHO OIKOVOUIKWY JEIKTWV Kal TNV eKTipnon alAwv
NEPIOUCIAKWV OTOIXEIwV (M.X. YVWON KAl OXECEIC JE TO MEAATEIAKO

KOIVO) Kal
3) Tnv ouykpion Twv OpacTNPIOTATWY TNG ENIXEIPNONG ME AAAEG
ETAIPIEC Tou Aaueoou avTaywvioTikou nepIBaAAovToc

(benchmarking).

Mo ouykekpigeva, n enidoon Tou CRM oTnpileTtar oTtnv
avatpo@odotnon (feedback) nmou naipvel n enixeipnon and Toug
neAdaTec dnAadn KaTa ndCO TO NEAATEIAKO KOIVO €ival EUXAPIOTNHEVO
ME TNV npdTaon a&iag Tng €raipiac. H emTuxnuevn €papPoyrn Tou
CRM ekTIgaTar OxI MOVO HECW TOU UMNOAOYIOHOU napadosiakwV
OEIKTWV ONwG ol NWANCEIG Kal kepdoopia TNG enixeipnong aAAa
nepIAaPBavel TNV PETPNON AUAWV NEPIOUCIAKWY OTOIXEIWV ONWG Ol
OXEOEIC ME TOUC MEAATEC TNC KAl N yVWON NMou anokTa n €nixsipnon
MEoa anod Tnv aAAnAenidpaon HeE Tov NeAATN.

O1 Kotler kal Levy To 1969 0t apBpo Toug oTto Journal of
Marketing ava@epouv OTI NpwTaApXIKn €PPacn TNG EeniXeipnong
npENel va e€ival n karavonon TwV avaykwv Tou NeAATn nou



ENITUYXAVETAl MEOW OTEVAG OXEoNG Kkal daAAnAenidpaong Tng
ENIXEipNONG ME TNV nNeAdTeiakn TnG Bdon. XIxedov uHIod aiwva
apyoTtepa n B€on Twv dUO OUYYPAPEWV €ival €nikaipn 000 MNOTE
aAAoTe. ZnMEPA, €vag au&avopevog aplBuog enIXEIPNOEWY KaAegiTal
va avtanokpibei otnv npokAnon Tou CRM kal Tng evepyoug
OUMMETOXNG TOU NeAATN oTIG OpacTnpIOTNTEG TNG €TAIPIAC.

H avaykn va avantu&ouv ol EnIXEIpAOEIC MNEAATOKEVTPIKN
npoocyylon e€ivar nAgov adiap@ioBntntn. H epappoyn Tou CRM
NpoUnoBETEl OUVTOVIONEVEG NPOONABEIEC NOU EMIKEVTPWVOUV TOUG
nOpoUG TNG E€nixeipnong OxI WOVO OTNV auTopartonoinon Twv
ouvaAAaywv HE TOUG NEAATEC AAAG kal oTtn dnuioupyia Tng
KAaTAaAANANG opyavwaoiakng KOUATOUpAg rnou avayvwpilel Tov NeAATn

WG KivnTApla dUuvapn TNG ENIXEIPNOIAKAG OTPATNYIKNAG.
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KE®AAAIO 4
H MPOzZAPMOIH THZ ENIXEIPHZHZ 2ZTON ZTPATHIIKO
2ZXEAIAZMO TOY CRM

4.1 TMPOYMNOGEZEIZ KAI TMNPOAIArPA®E:X TIIA THN
E®APMOIH 2YZTHMATQN CRM

Eival nAgéov gupéw¢ anodekTn n anown OTI N €niTuXia €vog
ouoTnpatog CRM BacileTal npwTioTwg oTov avbpwnivo napdayovTa.
H anodoxn Tou and OAn Tnv KAigaka avBpwnivou duvapikou eival
IOwWC 0 KpIoIWOTEPOC napdayovTac emtuxiac. OAn n avBpwnivn
aAucida Tng enixeipnong:  dloiknon, undAAnAol, NeAATEG,
npopnbeutec Oa npenel va evoTepvioTouv To CRM kal va To
eVvTa&ouv OTIC KABNUEPIVEC Touc O1adikaoieC OUMBAAAOVTAC OTNV
enituxia Tou (Chen and Popovich, 2003). MapdAAnAa, o
EKOUYXPOVIOMOC  TWV MNXAvoypaQIKwVv  ouoTNUATWV TG
ENIXEIPNONG, EMITPEMNEI TNV AMNOTEAECHATIKOTEPN avalnTnon Kal
dlaxeipion TNC €NIXEIPNOIAKNG NANpoPopiac, &vw TaAuTOxXpovd
KpioIJO napdayovra anoTeAel N OAOKANPWON TNG GOUVOAIKNG
ENIXEIPNOIAKNG MNAnpogopiac o oxeon HWeE TNV kepdogopia, TN
OUMNEPIPOPA TOU NEAATN Kal TIC ENIXEIPNOIAKEG AEITOUPYIEG
(Galbreath and Rogers, 1999).

O1 Baagikeg npodiaypaPeg, nou Ba npenesl va akoAouBnoel Jia
ENIXEipnon yia Tnv €nmiAoyn €voc cuotnuatoc CRM, avagepovTtal wg
€€n¢ (Chen and Popovich, 2003):

> Kataypa@ny OAwv TwV  UNApPXOUCWV  ENIXEIPNOIAKWV
d1adIkaoiwv nou oxeTiovTtal Je Tn diaxeipion nAnpo@opiac neAdTn
(e€unnpeTnon, nwAnoeic, marketing, unooTnpI&n).

> EniAoyn oTpartnyikoU ouvepyaTtn otnv ayopd, rnou va dIabeETel
TEXVOYVWOia kal EPnelpia otnv uAonoinon AUoswv CRM, aAAd kai
EKTEVH YVWON TWV ENIXEIPNOIAKWV AVAYKWV KAl AEITOUPYIWV, WOTE
va A&IToupynoel ekTOG and uAonoinTng Kal w¢ CUPBOUAOG Kal
KaBodnynTnGg TNG enixgipnong otnv epapuoyn Tou CRM.

> Enidoyn nAat@opuag CRM pe enixelpnuaTtika kpitnpla, Baocel
unapxovTwyv Kal JEAAOVTIKWV avaykwVv, Kabwc Kal Tou eupUTEPOU
nAaiciou oTo onoio dpaaTnplonoleiTal.

> Enmidoyn nAat@opupag CRM  upe  TeXVOAoylka  KpITRpIq,
en{nTwVvTag eUueAIEia NPOCAPHOYWV Kal HIKPO KOOTOG HEAAOVTIKWV
aAAaywv.

> Egpappoynn T0OoU CRM orvadiakd, E&ekivovrtag and TIG
OpaoTnPIOTNTEC MNOU €XOUV Tn MeyaAUTepn avaykn/BapuTnTa,
oOnwg yia napadeiypya n eEunnpeTnon.

> Alauopepwon EVOC EUNEPIOTATWHEVOU npoypAapHaToq
EKNAIdEUONG TWV XEIPIOTWV TOU GCUCTAMATOG, VYid va Yivel



nenoidnon o1 To CRM 0t 6a enifapuvel aAAd 6a opyavwoel
KaAUTEpPA TNV KaBnuePIV TOUC evaoxoAnon.

O1 eAANVIKEG €NIXEIPNOEIC NOAU Npdo@aATa, POAIG Ta TEAeUTaia
EPTA ME OXTW XpoOvia, dapxiocav va avantuooouv 1010ITEPO
evolapepov via TIC Auoeic CRM kal wG €k TOUTOU €wC ONHEPA N
eAANVIKA ayopd CRM unoAeineral onuavTika o€ avanTtu&n, o oxeon
ME TNV AMEPIKAVIKN KAl eupwndikn. EvioxUeTal n anown Opwg, OTI
To TeAeutaio OiGoTnUa  €XEl  Yyivel Ouveidnon OTIGC €AANVIKEG
ENIXEIpNOEIC Kal 101AiTEPA O AUTEC Nou dpacTnplonoliouvTal oTov
TOMEA TWV UNNPECIWV, OTI N €nevduon OTOV NEAATN AMNOTEAEI TN
hgovadikr ouolaoTIKh €névduon yia To PEAAOV kal AdN undpxelr n
EKTiUNON OTI Ta npooexn ¢€tn 6Oa enevdbuoouv pe paydaia
au€avopevoug pubpoucg ortn veéa authn oTtpaTtnyikn (Kopwvaiog,
2005).

MapdAAnAa, n oUYKAION TWV ayopwv Kal Ol GUYXWVEUOEIG
OMIAWV ETAIpI®OV NOU KuplapXoUv OTO OKNVIKO, TOOO TWwV
NaykOOUIWV ayopwv OCO0 Kdl oTnv €AANVIKN NpayhaTikoTnTa,
EVTEIVOUV  aKOUN NEPICOOTEPO TNV  aAvAykn MEAATOKEVTPIKNG
opyavwonc kair  €EunnpETnonG oupnapacupovTac OAEC  TIC
EMNAEKONEVEC ENIXEIPNOIAKES 01adIKATIEG.

'Ooov  agopd TOUAAXIOTOV TIG MEYAAEC EMNIXEIPNOEIC OTNV
eAANVIKA ayopd e€xouv Tn OJduvadikn Kai Tnv pIgotTnTa va
avtene€eABouv oTIG €€eAifeic kal va opyavwBoUuv unepnndwvTag
eUnOdIa Nou os KABe nMepIBAAAOV NPOKUNTOUV AOYW IOIAITEPOTATWYV
TEXVOAOYIKWV UNodOoPwWY, AAAG Kal NOAITIOMIKAG 1I0100UYKpaaiag.

4.1.1H eTaipikf KOuAToUpa

Ta TeAeuTtaia xpovia To CRM €xel €10€ABel yia Ta kKaAd oTnv
enixeipnuaTikn {wi TNG XWpac Hac. 'YoTepa and apkeTa xpovia
KaBuoTepNONG o1 EAANVIKEG EMIXEIPNOEIC KATAvooUVv Tnv avaykn
uhonoinong €pywv CRM, pe anwTepo OTOXO TNV auénon TNng
kepdoopiac ava neAdTtn kal BEBaia TNV HEIWON TOU KOOTOUG
anokTnong Kal dlaTnpnong TOu (MavTtalonouAocg,
http://www.crm2day.gr, 2004).

Eival OpwG nOAAEC o1 nepINTwoelg, oOnou é&pya CRM
anoTuyxdavouv va IKavonolinoouVv TIG OIKOVOMIKEG Kal OpYAVWTIKEG
NPoodOoKieC piag enixeipnong, odnywvTtag MNOAAEG and aAUTEG OTO
oupgnépaopa  OTI  unnp&e AdBoc emAoyny OUOTANATOC n/Kal
npopnOeuTn (MavTikag, 2005).

H eTaipikn KouAToUpa nepiAappavel €va oUvoAo OUVAMEWYV,
01ad1KaocIwV Kal YVWOEWV Nou npoodiopifouv TNV CUMNEPIPOPA TWV
OTEAEXWV TNG EMIXEipNONC Kal KAT'  €NEKTACN TNV OGUVOAIKN



avTidpaon TNG O €O0WTEPIKA Kal EEWTEPIKA ENIXEIpNOIAKA
epebBiopaTa kail yeyovoTa (MavralonouAog, 2004).

H eTaipikn) kouAToupa (corporate culture) €xel npoodiopIOTEi
WG TO MNIO ONMAvTIKO Kal KaboploTikO €Unodio yia TNV NopeEia npog
To CRM. lNa va avantuxBei To CRM, n €0Tiaon oTnv KOUATOUPA Nou
evBappuvel Tn diacTavupwaon kal d1adoon TwV NANPOPOPIWV Kal TNG
yvwong e€ivar anapaitntn. Ano6 Tn OTIYMA Nou n anodoon Twv
epyalopevwv kabopilel Ta XapakTnpIoTIKA TNG OUVEPYAOiag PE ToV
neAATn, ol a&ieg TNG KOUATOUPAG €ival NOAU onpavTikeG yia To CRM.
H eTaipikn kKouAToUpa napakivei OEOPEUON O KOIVOUG OTOXOUG Kal
opdauara, Ta onoia €ival ol akpoywviaiol Aibol yia TNV €NIXEIpNOIAKN
oTPATNYIKA. ZTO YEVIKO NAaioglo Tou CRM, aTdxoc €ival n dnuioupyia
KEPOOUG, N IKavornoinon TwvV NEAATWV, TwWV METOXWV Kal TwV
epyalopgevwyv, n Onuioupyia oOxECEwv Kal n napoxn a&iag
HakponpoBeopa (Koopdartocg, 2004).

Eival enopevwe oa@eg, 0TI Kal ol TEXVOAOYIKEG €EEAIEEIC evTOG
Miag enixeipnong (6nwg n uAlonoinon piag CRM epapupoyng) npenel
onwaodnNnoTE va ouvadouv WE TOUC MEPIOPIOHOUC TNG ETAIPIKAG
KOUATOUpAc TnG. Mwc Aoinodv pia enixeipnon nou gykabioTda €va
noAunAoko CRM o¢uoTtnua a&onoinong kal dlaxeipiong Twv
neAateiakwyv 0edoUEVWV MMNOPEI va oToxeUoel 0o aPeon a&lonoinon
Tou, OTav n.X. ol NWANTEG TNG «BewpoUV» TA OTOIXEIA TWV NEAATWV
npoownikd NEPIOUTIAKO Toucg aToixeio (MavralonouAog, 2004);

H npokAnon Tng uloBernong Tng CRM npoogyyiong kai Tng
napaAAnAncg npooapuoyng TnNG €TAIPIKNG KOUATOUPAC ArnoTeAEl €va
oToixnMa, To onoio KaAeiTal navra va avTigeTwniosl o marketing
manager piag enixeipnong. To €pWTNMA EMOPEVWCE MOU MPOKUNTEI
gival n6C0o €ToIUN KAl anogaciophevn €ival aAAd kal TI YVWOEIG,
EUNEIPIA KAl KUPIWG XpOvo €ival €Toigo va diabeoel n dioiknon piag
ENIXEipNONG  MpPOKEIYEVOU  va  €Eao@alicel  Ta  avaykaia
xpovodlaypaupaTta, va €mAeEel To KATAAAnAo ouoTnupa, vda
avanpooappoosl eowWTEPIKEC OI1adIKAOIEC KAl KUPIWC va METACXEI
evepya oTtnv HETABOAN TNG ETAIPIKAC KOUATOUPAC. &€ AUTEC TIC
NEPINTWOEIC N NAPOXN OUMPBOUAEUTIKWYV UMNNPECIWV HNOPEI va
anoTeAECEl TOV avaykaio OUVOETIKO KPIiKO yvwong, oOTpaTnyikng,
KaTeuBUVOoEwV aAAd Kal TAKTIKWV EVEPYEIWV, WOTE &va €pyo CRM
va OouvodleuTeli and Ikavonoinon TwV ETAIPIKWOV NPOCdoKIWV
(KovTonavayog, 2003).

H nyeoia Aoindv npénel va €ival n npwtn n onoia 6a
Katavonoel Tnv ongacia dnuioupyiag &vog NEAATOKEVTPIKOU
OUOTANATOC, WOTE VA NPOVONCEl YId TIG anapaiTnTEC aAAayEc 6oov
agopa TNV OUVOAIKN KOoUAToUpa Tng €taipiag (Chen and Popovich,
2003). AnapaitnTo, Aoindv, oToixeio 6oov agopda TNV enITuxia evog
ouotnuato¢ CRM €ival n OUJMETOXN KAl AUTOOECMEUCN TNG
dloiknong Tn¢ enixeipnong. 'Eva Aoinov onuavTiko noocootd Twv CRM
€£YKATAOTACEWV aANOTUYXAVOUV va avtanokpliBouv OTIG NPoodOoKieg



TWV €NIXEIPROEWV. AUTO TO onoio cuvnBwg anoTuyxavel dev gival Ta
ouotAuata CRM aAAda ol avBpwnol. H gnituxia Touc €€aptaral ano
TouG epyalopevouc , Tov opBoAloyiopd Twv 01adikaoiwv Kal TIC
NOAITIKEG TIC OMoie¢ akoAouBei n enixeipnon. EninAgov, €ivar Baoiko
npotoU pia enixeipnon va PBaciocel Tnv kepdoPopia TNG oTO NOCO
KaAd yvwpilel Touc NEAATEC TNG, va yvwpilel Kal Tov €auTo TnG. €
autd TO onueio evracoesTtal To Aeyopevo knowledge management
(NikonouAog, 2006). Na va kataotei To CRM nou Ba eniAeyei
anoAuta anoTEAECUATIKO, ouvnbwg  eival XPAOIUO va
(enava)kabopiaToUv ol poAol.

4.1.2 H TexvoAoyikn unodopun

e kadnuepiv Baon ol €NIXEIPNOEIC NPAYHATONOIOUV XIAIGOEC
ENAPEC PHE TOUC NEAATEC TOUC. To KaTAAANAo TEXVOAOYIKO unoBabpo
CRM peTatpenel OAEC aAUTEC TIC AAANAEMIOPACEIC aAnoO  dAnAEG
KaBnuepiveg dpaocTnpIOTNTEG O NOAUTIUEG €MNEIPIEG Kal yia TIG dUO
NAEUPEC. KaTt' auTto Tov TpOMo n enixeipnon d1apoponolEi CUVEXWG
TO NAPEXOHMEVO customer service oTouc MeEAATEG TNG, AMOKTWVTAC
€va oTpaTnylkod avrtaywvioTIKO NAEOVEKTNHUA. ANO TNV TEXVOAOYIKN
anoyn TwV MNEAATEIOKWV OXECEWV OlIAKPIVOUPE OUO OIaQPOPETIKEG
OUVIOTWOECG M1ag OAOKANPWHEVNG NPOCEYYIoNG CRM
(MakpupavwAakng, 2003):

1. Ta ouotnuaTta CRM (Customer-Facing Application), Ta onoia
unooTtnpifouv, opyavwvouv kal diaTnpouv NANPEG 10TOPIKO KaTa
TNV ENIKOIVWVIA TNG €NIXEipNONG ME UNOWNQIOUG Kal UQPIOTAPEVOUG
NeEAATEC, auTopaTonoloUV evEPYEIEC NWANCewV kal marketing, (n.x.
NPOWBONTIKEC EVEPYEIEG, ONUOOIEG OXEOEIG, KAM.), dlaxeipiovTal TNV
TeXVIKA unooTnpi&én (service & support), kal yevika unooTtnpifouv To
front office.

2. Ta ouotnuaTta Data Mining (Customer-Facing Application),
Ta onoia unooTtnpifouv TIG d1adIKACIieC OGUAAOYNC, anoBnkeuongc,
ene€epyaoiac, opydvwong Kal avaAuong OTOoIXEiwV Mou a@opouv
TOUG NEAATEG MIAG ENIXEIPNONG Kal TpogodoToUV YE TA anapaiTnTa
oupnepaopata (Customer Intelligence) Ta cuothpata CRM, woTte
va npoPBouv oTI¢ KaTaAAnAeg evepyele¢ marketing, ol onoieg 6a
au&noouv Tov KUKAO gpyaciwv kal Tnv morotnta (loyalty) Twv
NEAATWV.

Ta TUAMATA TWV EMIXEIPAOEWV NMou aAAnAenidpolv Apeoca pe
TOUG nNeAdTeg, ouxvoTepa and onoladAnoTe daAAa, e€ivar Ta
TNAEPwVIKAG keévTpa (call centres 1 contact centres). H
onoudaldTNTa TOUG au&avetal paydaia, OedoPEVOU OTI MAPEXOUV
EMIAEKTIKO Kal ouyxpoOvwg andAuTa npoownonoinuevo customer



service, To onoio PEXPI NPOTIVOG NTAv NoAU dUOKOAO va eniTeuxOei
(ZTauponoulog, 2003).

4.1.3 Baocsig 3edoHEVWV KAl TEXVOAoyia nAnpopopimv

H TexvoAoyia nAnpogopiwv (Information Technology) éExel
avayvwploTei and kaipoé OTI pnopei va &avaoxedidoer pidika TIG
ENIXEIPNOIAKEG O1a0IKATIEG NPOKEIMEVOU VA EMNITEUXOBOUV 01 TEPAOTIEG
BeATiwoelic oTnv opyavwTikn anodoon. H IT Bonbd pe ToOV
enavaoxedliaopyod  Twv  eniIXeipnoiakwyv  d1adikaoiwyv, HE TN
OleUukOAUVON TwV aAAaywv OTIC MPAaKTIKEG €pyaciac kal Tnv
KaBlEpwon TwV KAIVOTOPWV PEBOdWV nou ouvOEoUV TNV €nNIXEipnon
ME TOUG NEAATEG, TOUG NPOUNBEUTEG KAl TOUG £pyalOPEVOUG OE auTh.
O1 epappoyeg CRM ekpeTaAAevovTal NANPWG TIG KAIVOTOMIEG TNG
TexvoAoyiag pe Tn duvaTtoTnTa TOUuC va CUAAEYOUV Kdl va avaAuouv
Ta oTolxeia O60ov agopd Ta oxedia NEAATWV, va €pUNVEUOUV TN
OUMNEPIPOPA MEAATWY, va avantuoouv Ta PovTeAa npoBAewng, va
avTanokpivovTal £€ykaipa Kal anoTeEAEOUATIKA npooappolovtag Tnv
enikolvwvia kal va napadidouv Tnv afia npoiovTwyv Kal unnpecinv
OTOUG MEPOVWHEVOUG NEAATEC. XpNOIKMONOIWVTAG TNV TEXVOAoYia yia
«va BeATioTonoinoouv TIG AAANAENIOPACEIC» HWE TOUG NEAATEG, Ol
ENIXEIPNOEIC JNopoUV va OnUIoOUpYAOOUV HId GUVOAIKN anoyn yia
TOUG NeEAATEG yila va pdbouv and TIC nNPONYOUMEVEG
aAAnAenidpacelg va BeATioTonololv TIG MHeAAovTikeG (Chen and
Popovich, 2003).

Me Tn Xxpnon Bdocewv OedOMEVWV MNEAATWYV, Ol EMIXEIPNOEIC
hHropouv va OdlaxelplioTouv HPE €EUNVOTEPO KAl AUTOUATOMOINMEVO
TPOMO TIC KANNAVIEC. ANO Ta undapxovTta JdedOPEVA OXETIKA HUE TOUG
neEAATEG, pnopouv va dlapopPwbBoUv eUKOAd AiOTEG NEAATWV HE
KOIVA XapakTnpioTIKa OTIGC Onoiec n enixeipnon 0a eKTEAECE
OUYKEKPIPJEVOU TUMOU KaApndavia avaioya Pe Ta XapakTnpioTIKA TNnG
kaBe piac (Payne and Frow, 2005).

O1 neploodTepeg e@appoyec CRM  diaBeTouv  cuoTAuaATa
dlaxeipiong yia TIG Kapnavieg kai divouv Tn duvatoTnTa napaAAnAng
EKTEAEONC MOAAWV  OIAQOPETIKWV  EKOTPATEIWV  NAPAAANAQ,
00NYWVTAC 0TN MEIWON TOUu KOOTOUC KAl TWV AndiTAOEWV O£ NOPOUG
Kal, €NOMEVWG, O aufnon TNG anoTEAECHATIKOTNTAG Kal TNG
anodoaong Tn¢G engvduonc (Return On Investment-ROI).

Ta dedohEva NOU NPOEPXOVTAl ANO Tn OXEON WE TOUG NEAATECG
divouv oOTnv enikolvwvia MPeTAEU enixeipnong kai nNeAaTwv TN
duvaToTnTa dnuioupyiac NPoownonoINUEVWY TpONwv ouvaAAaync.
Méca ano Ta otoixeia Tou CRM Odiagaivovtal Ta 1di1aiTepa
XAPAKTNPIOTIKA TNG CUMNEPIPOPAG TWV NEAATWV Kal n €niXeipnon
«avTIdpa» dnNUIoUPYWVTAC NPOOWNIKOUG TPOMouc GuvaAAaync,
NPooMOpPEC, NpoiovTa Kal unnpeoiec. ‘ETol, npokUnTouv ol



duvaToTNTEG VYIia auTO nNou ovopadeTal «Pabnolakeg OXECEIC»
(learning relationships), dnAadn To va pnopei n enixeipnon va
Habaivel and TIC OXEOCEIC KAl TA XAPAKTNPIOTIKA TOUG KE TNV Napodo
Tou Xpovou (KoopaTtog, 2004).

€ VYEVIKEG YpaPuEG, To CRM  unopei va npoodwoel OTO
marketing €va npoownikd XapakTripa nou O6a npooeyyilel TOug
NEAATEC PUE €va NPOCAPHOCOHPEVO O KABE NeEPINTWON TPOMO O OMoiog
B8a npoo@Epel a&ia oTov NEAATN KAl KAT' EMEKTACN OTNV €NIXEipnon,
dnMIoupywVvTag TIC NpoUnobEceic yia Tn dnuioupyia kal Tnv augénon
TNG MioTnNG Tou nNeAATn yia &va HeyaAo Xpoviko diacTtnua (Bull,
2003).

4.2 H ZTPATHI'IKH TOY CRM

H uloBetnon Tou CRM ¢ OTpATNYIKNG &VIOXUETAl aAno Tn
dlanioTwaon OTI Ol JAKPOXPOVIEC OXECEIC UE TOUC NEAATEG €ival €va
and Ta NA€ov onuavTika BEpaTa OTIC €MIXEIPAOCEIC. ZTn ouyxpovn
gnoxn onou, Pe TNV €EEANIEN TNC TexvoAoyiag, ol NapadooiakeS NNYEC
avTaywvioTIKoU  MAEOVEKTAMATOC  (XAMNAEC  TIMEC,  IOXUPEG
ENWVUMIEG, kKAN) Oev enapkouv, n uloBetnon Tou CRM diagaiveTal
OTI unopei va odnynosl ortn Onuioupyia kalr Tn dlatApnon
avTaywvioTIKoU NAEOVEKTAHUATOG, YEYOVOC MOU dAMNOTEAEI KAl TO
{nToupevo yia TI¢ emxeipnoeic (Payne and Frow, 2005).

H oTpaTtnyikil Tou CRM pnopei va wBAoel TNV €nixgipnon va
onMIoupynaoel pia kKepdopopa dpacTnploTNTa n onoia, €oTialOMEVN
o€ nopoucg nou Ba napexouv aia aTov NeAATn kal Ba kKATAPEPVOUV
va Kepdilouv TO MPEYAAUTEPO MOCOOTO AN TO <«MNOPTOPOAI» TWV
neAatwv. Autn n diadikaoia, n orpartnyikn Tou CRM, oToxeuel oTn
dlaTApnon TnG KATaoTaonG auTng vyid HMEYAAO XPOVvikO d1acTnua
(KoopaTtog, 2004).

H peydAn undoxeon Tou CRM €ival n 1kavoTnTa avtanokpiong
OTIC €EATOMIKEUMEVEG AVAYKEC TWV MNEAAQTWV/KATAVAAWTWV HE
auTtouaTo Kal cuoTnuaTonoinueévo Tpomo. H véa TexvoAoyia kal n
€EEANIEN OTO AOYIOMIKO TWV NAEKTPOVIKWV UMOAOYIOTWV  HaAG
ENITPENOUV VA NPOYPAUMPATICOUPE KAl VA EVEPYONOIOUPE ENAPEC PE
duvNnTIKOUC NeAATEC BACIOPEVOl OTO MPOQIA Kal TNV ayopacTikn
OUMNEPIPOPA TOUG. ZUNPWVA WE ToV K. Ma&iuadn, eva cwoTo NAdvo
CRM oxedov navra dianepva CUPPATIKEG ENIXEIPNMATIKEG HMOVADEG
Kal kavaAia kaT nou anaitei veeg diadikaoieg, OOPEC Kal KpITApIa
ENITUXIAC KAl AnOTEAECUATIKOTNTAG.

MNa va avranokpiBouv otnv npokAnon Tou CRM o1 opyaviopoi
ouveidntonoinoav OTI 6a npenel va aAAa&ouv npooEyyion OTo
oTPATNYIKO O0XESIAOMO ME TOUG €ENC BaaikoUg TpOMouG, cUNPWVA HE
Toug Payne kai Frow (2005):



> AvTioTpepovTag Tnv dladikacia oxediaohou, €TCI WOTE AVTI
Mla evepyela NpwTa va oxediadeTal Kal JETA va aneuBbuveTal 0TOUG
neAaTec, va npoadiopiovral NpwTa ol duvnTIKOi NEAATEC KAl META
va oxedialovTal ol KAaTAAANAEG EVEPYEIEC MOU AVTANOKPivovTal OTIG
EVTOMNIOUEVEG AQVAYKEG TOUG.

> KaTtavowvTacg Tov neAdTn Kai Tn 0Xeon TOU PE TNV €TaAipia N Tn
HAapka oTo duvaTov PeyaAUTepo Babuo.

> AflodoywvTtag neAdTtec kal  dpacTnpIlOTNTEG WOTE  vd
ENIKEVTPWOOUV Ol NpoondAaBbeIEC €KEI NOU UNAPXEl TO MEYAAUTEPO
duvnTIKO KEPDOC.

> EkpeTaAAeuopevol  TIC OuvaTtoTnNTEC  TNG  OUYXPOVNG
TexvoAoyiag .

Mia oAokAnpwuevn oTtpatnyikn CRM anéxel kata noAu ano
TNV €yKATAOTAON MIAC OOUITAG, €vOC Aoyiopikou CRM. Agopd oTtnv
avadiopydvwaon TwV EMNIXEIPNOIAKWV JIEPYATIWV PE MPOTAVATOAIGHO
Npo¢ Tov MeAATN Kal «ouyXwveuer» TIG dlepyaciec Tou front-office
kal Tou back-office, «ouvTtovifovtac» OAO TO MNPOCWNIKO TNG
ENIXEIpNONG NPOG TNV €EUNNPETNON TOU NEAATN. ANOTEAEI KAl ANaiTei
aAAayn kouAtoupac and Ta napadooiakd PovTeAd nou eoTialovrav
oTO npoiov N oTi¢ d1adIikacieG TwV AEITOUPYIKWV TUNHATWV Kal
oploBETEI  VEOUGC OpOUGC YIa TNV  ENITEUEN  aAvTaywvioTikoU
NAEOVEKTAMATOC, MEOW TNG NPOCEAKUONG Kal Tng dlaTtnpnong
NEAATWV NOU ENIPEPOUV KEPDOC. ZUUPwva Pe Tov Stinnett (2005),
KAaTa TOV apxIKo ENIXEIPNUATIKO OXeOIAQONO KAl MPOKEIMEVOU Vva
opioel n eTaipia TNV emxelpnuatikn TG a&ia (business value)
kaBopilovTal To 'Opapa, n ZTparnyikn, Ta MAdva, ol ZTOXO! KAl Ol
TakTIKEG. Z€ KAOe €va and Ta napandvw oTadia €UnAEKeTal APeca
T0 CRM:

'Opapa: Kabe enixeipnon xapaktnpiletal and OUYKEKPIKEVO
npooavaToAIouo, onwg kepdogopia, avayvwpioiuoTnTa,
IKAVOMOINMEVOUG HMETOXOUC, suxaplioTnuevouc neAaTec (Galbreath
and Rogers, 1999).

ZTparnyikn: MNa Tnv €niteu&én Tou npooavaTtoAlopoU TNG, N
ENIxeipnon o@eiAel va npoaodiopicel CUYKEKPIYEVN OTPATNYIKA,
onw¢ va OiIaBETel kalvoTOPa nMPoiovVTA, Vva ENIKEVTPWOEI o€
OUYKEKPIYEVO target group kai va dnuIoUpYNOEl HAKPOXPOVIEC Kal
MOVIUEG OXETEIC HE TOUG NEAATEG TNG.

MAava: H e@appoyn TNG €KACTOTE OTPATNYIKAG anaitei
OUYKeKpIeva nAdava. TMa Tnv 01a6gon KaivoTOMwV MnpPoiovTwyv
anaiteital n eUpeon KATAAANAWV npopnBeuTwV Kal n KATtaAAnAn
OTEAEXWON TOU OUVOAOU TWV THNHATWV TnG enixeipnonc. MNa tnv
onMioupyia HOVIMWV OXECEWV ME TOUG MNEAATEG €ival avaykaia n
METPNON Tou emnedou  €EunnpeTnong, N avaiuon TNG
KATAVAAWTIKAG OUMMNEPIPOPAc, n Olevepyeld enevOUOEwWV OF
TEXVOAOYIKA CUOTANATA KA.



ZTOoXoIl: Ta enixelpnuaTikG nAdva xapaktnpifovrar ano
METPNOIYOUG OTOXOUG-AEIKTEC EnixeipnuaTikng Anodoong
(Business Performance Indicators).

TakTikéG: O1 TakTIKEG kabopilouv TOuG TPOMOUG HE TOUG
onoioug Ba eniTeuxBoUV oI ENINEPOUC OTOXOI TWV EMNIXEIPNHATIKWYV
nAGvVwyv, ONwc n eykataoraon evoc 24 (wpec) x 7 (nuEpeg) call
center 1 n Onuioupyia evoc data warehouse, TO onoio va
dlaxelpieTal TIG nAnpo@opiec Twv neAatwv (MavTikag, 2006).

4.2.1 Apx€c nou JiEnouv Tn oTpartnyikn CRM

'Onwg kabs AAAn anoneipa oTpartnyikoUu avaoxXedlaopou n
€QAppoyn HMIag anoTeAEOPATIKNG oTpatnylkng CRM o@eilel va
OIENETAl ANO OUYKEKPIMEVEC APXEG, OUMPWVA HPE TOUuC MaAikoupTn
kal Kavehonoulo (http://www.franchise.gr, 2005) 6nwg:

e Aldxuon TNG @IAoco®iag OTI YE TNV NWANCN €vVOG MPoiovTog
«nwAeiTar» n idla n €raipeia.

e  KabBoplopodc Twv enixelpnolakwyv dlEpyaciwv nou snnpealouv
Kal aAAnAenidpoUv PE Toug NEAATEG.

e Avaoxedlaopgog TWV  EnIXEIpnolakwyv  OlEpYAciwV  ME
npooavaToAIohd Npog Tov NMeAATn.

e Avaoxediaouog Tou OUOTANATOC reporting Kal
napakoAouBnong TnG €NIXEIPNHUATIKAG NOpPEiag PeE €0Tiaon npoc
TNV €EUNNPETNON TOU NEAATN KAl YUE KATAVEPNMEVA OTOIXEIQ avda
THAMG TNG enixeipnong ava apuodlo OTEAEXOC, WOTE Vvd
ENITUyXaverar oxl MOvo n a&loAdynon TnNG E€nixeipnong oTo
OUVOAO TNG, aAAa kal n a&oAoynon Twv TUNMATWV KAl TOu
npoownikoU TnG.

e JuveXn napakoAouBnon Twv TeEXVOAOYIKWV €EeAitewv Kal
Olevepyela eneVOUCEWV OE TEXVOAOYIKA ouoTnuaTa. AuvatoTnTa
yla ouvdeon TwV NWANTWV PE TNV €MIXEipnon PEow Twv touch
points: web shopping, call centers, avoixTry ypauun HE TO
KATavaAwTIKO KOIVO, KA.

e  EkperdAAeuon nAnpogopiwv anod OAa Ta TPAMATA TNG
enixeipnong kai oxI poévo anod To front-office.

e  Afopeuon TNG Aloiknong.

e  EpnAokn 60Aou Tou npoownikou.

And Ta napandvw e€ival @avepd OTI N UloBETNON MIAG
oTpaTtnyiknc CRM akoAouBei Ta yvwoTd «uovondartia» opyavwTiKnG
Kal AsIToupylikng avadiataéng nou ouvioTta 1o di1EBveg npoTuno ISO
9001:2000 (MaAikoupTng kal KaveAdrnouhog, 2005). O1 €vvoleg Tou
avaoxedlaouou, NG ENIXEIPNOIAKNG dlepyaaiag, NG
NEAQTOKEVTPIKNG  @IAoco®iag, TnG OuvexoUG METPNONG  Kal
napakoAouBnonc TNG ENIXEIPNMATIKAC aploTeiac Baocel AsIKToV



Enmixelipnuatikng Anddoong (Business Performance Indicators)
anoteAouv Ta Pacikd oToixeia Tou OlEBvOUC npoTUNoU  Kdl
kaBodnyouv oTnv epappoyn Miac anoteAeouaTikng Customer
Relationship Strategy (CRS). Me Tov ouvduaouo TnG XPAoNng Twv
VEWV TexvoAoylwv KabioTatal npayhaTtikoTnTa n  uAonoinon
HAKPOXPOVIWV KAl HOVIMWV OXECEWV HUE TOUC NEAATEC.

MoloTIK €EunNnNpPETNON onuaivel ol unaAAnAol TNG niXeipnong
va <«a@gouykpalovTar» Kdl va avtanokpivovTdl OTIGC avaykeg Twv
neEAATWV Touc. H avtanokpion oTov NEAATN OMWG €ival TO ANPWTO
otadlo. To enopevo BAua €ival n npoBAEwn Twv aAvaykwv Tou.
YynAoUu eninedou eEunnpetnon (customer service) vyia Jid
enixeipnon onuaivel 0TI kavel kal Ta Ouo e&ioou kaAd. Mia
ENIXEipNON va TOo NETUXEl auTo @appolovtag Mia anodoTikn
oTpatnyikil CRM kal dpa Bacifovrtag Tnv €EunnpeTnon Tou MEAATN
otn OnuIioupyia  EMTUXNMEVWV NEAATEIQKWY  OXECEWV, OTN
HETANOPPWON TNG NWANCNG O AyopacoTIKN EUNEIpia yia Tov NeAATN
Kal otn diauoppwaon a&iwv, onwc n eyniotoolvn Kai N NioToTNTA, Ol
onoiec avap@ifoAa CuVEICPEPOUV Ta HEYIOTA oTn diaTnpnon Tng
neAateiakng Baonc (Stinnett, 2005).

4.2.2 EvEpYEIEG YiIa TNV uAonoinon TnG orparnyikng CRM

SUPPWVa JYE TA Napandavw, n UloBETNON YIAC ANOTEAECUATIKNAG
oTpatnyikn¢ CRM anoTeAei pia npwTNG TAEEWC EMIXEIPNMUATIKNA
eukalpia. Ta BAuaTa nou anairouvTal cUPN@wva Pe Tov K.Wwpakakn
(2001) yia Tnv uAonoinon aAuTAG TNG OTPATNYIKNG E€ival Ta
NapakaTw:

e KaTtapynon Twv Asitoupyikwyv (functional) opyavoypaupdatwy,
Ta onoia NEPIXapakwvouv Ta OTEAEXN MIAG €MIXEipnong yupw ano
TouG d1aPopETIKOUG okonoUG kal oToxoug kabe dievBuvong, Kal
opIlOVTIA OAOKANPwWON, OoUhPwWvVa HE Tn  QIAocoPia Twv
enixeipnolakwv diadikaoiov (processes). To CRM dianepva noAAEG
OlaPOPETIKEG AEITOUPYIEC €vOG opyaviopou (sales, marketing,
customer service, AesiToupyiec back-office, new product
development, supply chain), ocuvenw¢ anodidel Ta PeyioTa, HOVO
OTav Jia e€nixeipnon €ivar opyavwpévn kata Oiadikaaoiec.
KaTtapynon Tng AsiToupyikng OouNG TwV E€TAIPEIWV YIATI analTeiTal
opifovTia oAokAnpwon eneidn To CRM Jdianepva MNOAAEG
OIaPOPETIKEG AEITOUPYIEG EVOC Opyaviouou.

e NAenTOMEPNC OUAAOYN neAateiakwv OeDOHEVWV, OGUAAOYN Of€
Baboc neAaTteiakwyv nAnpogopiwyv (customer data), dnuioupyia kai
ouvTAPNON 10TOPIKOU OAWV TWV CoUvAaAAaywv TngG €nixeipnong MHe
TOUG NeAATEG TNG.

e TunuaTtonoinon Twv MeAATWV, avaAoya HE To MNPOQIiA, TIC
AVAYKEC TOUC, TIC ATOMIKEC TOUC MPOTIMNOEIC, TA NMpoidvTa Kai TIC



UNNPEoiec, yia Ta onoia evdiapEépovTal Kal Ta Kavaiia, HECW TwV
onoiwv €nBUPoUV va €NIKOIVWVOUV Kdl va cuvaAAdooovTal Je TNV
enixeipnon.

e Anuioupyia unodopwv yia Tnv aAAnAenidpaon (interaction) pe
TOUG NEAATEG MEOW NOAAANAwWV kavaAiwv (kat' 1diav eniokeywn
NWANTWV, MEOW TnNAepwvou, He fax, pe direct mail, peow
d1adIkTUOU, ME amnooToArn e-mails, péow web sites, wap sites n
voice portals | yéow interactive TV.

e >XxedIACNOC Kal uAonoinon EVOC OAOKANPWHEVOU
npoypapuartog CRM, 1o onoio pnopei va nepiAapBAavel opIoPEVEG N
To oUvoAo ano TIC napakatw e&eidikevoelg: telemarketing,
database marketing, cause-related marketing, direct response
advertising, npoypdaupara nioToTNTAg, Xopnyieg, dNUOCIEC OXETEIC.

e METPNON ANOTEAECHATWV TOU EKMNOVNOEVTOC MNPOYPAMMATOG
CRM.

e Anuioupyia HOVTEAWV PBACIOPEVWV OTIC npoavapepbeioeg
METPNOEIC ME OTOXO TNV aKOWN AMNOTEAECUATIKOTEPN OTOXEUON
NEAATWV OTO HEAAOV.

4.3 O®EAH KAI NAEONEKTHMATA AMNO THN ENTA=H TOY
CRM ZTHN ENIXEIPHZH

SUPQWVa Pe pia €peuva Tou Harvard Business Review PEPIKEC
ETAIPIEC ynopouVv va au&noouv To T(ipo TNG €Talpeiac kata 100% pe
To va diatnpnoel eva 5% eninA€ov TNG neAateiag Tng. Mia dAAn
nnyn avagepel OTI €ival enTa PpopeEG Nio akpiBO va ANOKTACEIG Eva
VEO MeAdTtn and To va diatnpnosic evav ndn unapyovra. 'ETol, pe
autd Tov Tpono To CRM unopei va au&noer Tnv kepdogopia Tng
ENIXEipNONG HECW TNG aAvayvwpiong, NPooeEAKUONG Kal diaTtnpnong
Twv KaAUTepwv neAatwv (Kooudrtog, 2004). AvantuooovTdag
OTEVOTEPEC OXEOCEIC ME TOUG MeAATEC uia €Taipeia pnopei va
BeATiwoel TIG enI®OOEIC TNG OTOV OEIKTN IKAvomnoinong Tou NeAdTn
(customer satisfaction) kail €ival yvwoTto OTI €vaC IKAVOMOINKEVOCG
neAATNG MNopei va yivel €vag niotog neAdatng (Goodman, 2006).
'OTav duo marketers npooBAeEnouv aTov idio neAATn, o marketer pe
TNV MIO EKTETAPEVN KAl EVTATIKN OXEON ME AUTOV TOoVv MEeAATN
BpiokeTal og NAeovekTIKN 6€on. To epwTNHA ENOUEVWG OEV €ival To
€av diIa enixeipnon 6a eykataotnoel To CRM aAAd TO noTe
(Davydov, 2005). Mia eTaipeia €ival €Toiun va epapuOCel NPAKTIKEG
CRM povo O0Tav €xel eNITUXEl Jia oTEV d1aTUNUATIKR OXEON Kal 6Tav
EXEl APOUOIWOEl £va EMITUXEC ouoTnua e€ouoiac. To KA€Idi €ival n
avalATnon TwV IKAVOTATWV €EKEIVWV Nou Jivouv avtaywvioTiKO
NAEOVEKTNHA KABWG Kal n HWEAAOVTIKR Toug €EEAIEn. To €ndpevo
BAua nepiAapBavel Tnv avaldntnon TnG KAtaAAnAng TEXVOAOYIKNG
unooTtnpiEnc. H e@appoyn enopévwe Miac ortpaTtnyikng CRM



npoUnoBeTel OwOTOUG  €NAYYEAMATIEG, KAAG  OXEOIAOPEVEG
d1adikaoiec kal TexvoAoyia (Henschen, 2005). Eival noAU onuavTiko
Ml  enmixeipnon va anaoxoAsi  datopga  nou  enideikvUouv
ENAYYEAUATIONO OTIC OXECEIC ME TOUG NEAATEC £XOVTAG TAUTOXpPOVA
yVWaon TEXVOAOYIWV aAIXHNG. To onNUavTIKOTEPO OnuEio OPWG €ival n
unap&n neiBapxnueEvwy d1adikaoiwyv JI0TI XWpPIiC AuTEC onoladnnoTe
KaAn npdBeon Tou nNpoownikoU e€ival katadlkaopevn o€ anoTuxia
(Anderson and Kerr, 2002).

H ulAonoinon &voGg oAokAnpwpevou ocuoTtnuatog CRM,
Npoodidel onNUavTika NAEOVEKTAKATA OTNV ENIXEipNON ME anapaitnTn
npolnoBeon TNV owoTN gniAoyn nAaTQopuac,
ouvepyaTtn/npopnBeuTn kai Tn dE0PEUON TNG €nixeipnong/dioiknong
otnv a&ionoinon Tou cuoTnUaTog, divovTag Tng Tn duvaToTnTa va:

> AVTINETWNIOEI JE ENITUXIA TIGC NPOKANCEIC TNG OIKOVOWIAg Tou
A1adikTUOU.

> Ynootnpi€el noAUnNAokeg enixeipnolakeg dl1adikaoieg kal va
avTAnoEl nAnpo@opia and noAAanAd enixelpnolaka cuoTAPaTa.

> Xapd&el Tn YEAAOVTIKN ENIXEIPNOCIAKN OTPATNYIKN avaAuovTag
To Onuepa, pabaivovrac anod To napeAbov.

> BeATiwosl Tnv npoogyyion Tou nio anodoTikoU MeAATn HE
oTOXO TNV au&non Tng epniotoouvng (Anderson and Kerr, 2002).

> BeATiwoel TIG diadikacieg eEunnpeTNONG WOTE vad AUu&Noel TNV
avTaywvioTIKOTNTA TNG ENIXEipnong.

> Mpoogepel  eviaia €EunnpéTnon  uwnAoUu emnedou  Kal
TAUTOXPOVA VA MAPEXEI NPOCWMNOMNOINUEVEG KAl PIAIKEC UMNPECIEC
OTOUG NEAATEG.

> Melwoel To KOOTOG NoU NPOKUNTEl ano eAAINEIC d1adIkAgieg N
dUOApPECTNUEVOUG NEAATEG.

> YAOMOINOEI OTOXEUOUEVEC EKOTPATEIEC NPOWOBNONG HUE HEYAAd
NooooTd eNITUXiag Kal JETpNoida anoTeAégpaTta (MavTtikag, 2005).

> YnooTtnpi&el TN AWn oTpaTtnyikwv anopAacewy.

> Ala@oponoinBei and Tov avTaywviouo.

To CRM anoTeAei TNV KUpla €NIXEIpNCIAKN OTPATNYIKA, MOU N
epappoyn TNG Ba wBlnoel Tnv enixeipnon va Byer and Tnv
EOWOTPEPEIA KAl VA MPOCEYYIOEl TNV ayopd HE MOAITIKN anod «e€w
npo¢ Ta MECA» KAl OXI AnNO <«JeEod nNpoc Ta £Ew». H epappoyn
oTpatnyikng CRM eniTpénel otnv enixeipnon va enevdUoel OTOV
neAatn Balovrag Tov OTO KEVTPO TNG opyavwong Tng, divovTag
Eupaon oTI¢ OIKEC TOU aVAYKEC Kal OXlI OTA XApakTnpIloTIKa Twv
npoiovTwv TnG. Me autd TOV TPOMO N ouyxpovn enixeipnon 6a
MMOPECEl va anoOnKeUOEl KAl va EKPETAAAEUTEI anNoTEAEOUATIKA OAN
TNV yvwon nou oxeTileTal JeE Tov NeEAATN wOTE va €ival o€ Bgon va
Tov €EUNNPETNOEl aANOTEAEOHATIKA Kadl a&lonolwvTag Hia oxeon
gynioToouvng Haldi  Tou va  OTNPIiEEl ANOTEAEOUATIKOTEPEG
dpaoTnploTnTec marketing kalr nwAnoswv (Payne and Frow, 2005).



Ta o@EAN nou npokUNTOUV and TNV E€@APUOYN €VOG
ouotnuato¢ CRM unopouv oUPPWvA MPeE TOoVv K. Wwpakakn
(http://www.publicityguide.gr, 2001) va nepiypa@ouv wg €&NG:

A. AUEnon TV NWARCEWV/ETOdWV

H au&non Twv NwARocewv npokUuNTEl ano:

* TNV NPOCEAKUCN VEWV NEAATWV,

* TNV NWANCON NEPICOOTEPWY NPOIOVTWV KAl UMNPECIWV OEF
uQIoTapevoug neAaTeg (cross selling),

* TNV au&énon Twv NWANCEWV MNPOIOVTWY OTOUC UMAPXOVTEC
neAarteg (up selling),

* Tnv avénon Twv NWAACEWV O0€ NeEAATEG nou ayopalouv
npoiovTa n unnpeoiec uwnAou nepiBwpiou kEPOOUC,

= T OnuIioupyia MIOTWV KATAVAAWTWV MNou JdiaTtnpouvTal Yyid
MEYaAUTEpO XpovikOo dlaoTtnua (pakpoxpovia JdlatApnon Twv
neEAaTwV),

= Tnv emTaxuvon TnG Oiadikaciac nwAnong agou Hnopei va
anaiTouvtal  AIYOTEPEG €nagéC yia TNV NWANOn  Tou
npoiovToc/unnpeaoiag,

* Tnv au&non NwWANCEWV NPoIOVTWY PE HEYAAUTEPO OUVTEAEOTN
KEPOOUG Kal

* TNV av&énon nwAnoewv AOyw TnNG au&nonc Tng IKavonoinong
TOU NeAdTn.

B. Meiwon kOOTOUG

H eykataoTtaon e&vog cuoTthuatoc CRM unopei va BonBnoel
OTIG aKOAOUBEC NEPINTWOEIC OTN MEIWON TOU KOOTOUG HE:

= Tn MEIWON TOU MOoCOOTOU METAKIVIOEWY OTO nEPIBAAAOV
gpyaciac kal auénon napaywyikotTnTag npocwnikou,

= Tn Asitoupyia evog call center-kévrtpou €EunnpETnong
neAdTwyV, MEOCW TNG auTopartonoinong Twv Jdladikaciwyv. To
HEYAAUTEPO KOOTOC TNnG AsiToupyiac evoc call center eival To
OoTeEAEXIAKO duvauIkO. To KOOTOC AEITOUpPYIAC EVOC TETOIOU KEVTPOU
Mnopei va pelwBei pexpl kal 70%,

» Tn BeATiwon TnNG anoTeAeopaTikoTnTag Tou direct mail. To
CRM BeATioTonolei Tn OTOXEUON, TNV Mpoownonoinon Kal
YEVIKOTEPA TNV AnoTeAEOPATIKOTNTA TOU direct mail,

= TV auTtoparonoinon dlaxeipiong EpWTNOEWV KAl Napanovwv
NEAATWV, NPOETOIMACIaC NPooPopwyV Kal dlauopPpwan EIBIKWYV
TIHWV,

* TN BeATIWON TNG anNoTEAEOUATIKOTNTAC TNG dlaPnuIong,



" TNV ANOTEAECHATIKOTEPN UNOOTNPIEN TWV NWANCEWV HECW TNG
auTopaTonoinong Twv Npoo@opwy, TNG KaAUTEPNG NANPOPOPNONG
yla Tov NeAATn, TNG dnuioupyiac NPoBAEWEWV NWANCEWV KA.,

* TIC NEPICOOTEPO AKPIREIC NPOoBAEWEIC AOYWw TNG BEATIWONG TNG
noloTNTAag NANPoPOpPNONG, XapunAoTepa AsIToupyika kOoTn (ONwG
danavec Ta&idiwyv, TIHOAOYIWV TNAEPWVWV), OUVTOPOTEPOI KUKAOI
nwAnNong Kai

* TNV auénuevn ikavornoinon TnG opadac NwANoewv ePOCoV
autn anoAappavel auénuevn unooTApPIEN and TNV €TalpeEia Kal
MMOpEi EUKOAOTEPA Kal ypnyopoOTEPA va UnooTnpi&El TouG NEAATEC
NnG.

. AUEnon eueAi§iag oTig aAAayEg TnG ayopdac.

H au&non Tng sueAi€iag unopei va eniTeuxBOei pe:
» TV TaxuTeEPN avtTanokpion OTIC andiTACEIG TNG ayopdg,
= Tn JOlEUKOAUVON UI0BETNONG aAAaywv, avagopika npoc TOo
npoidv, TNV TIJOAOYIAKN MOAITIKI Kdl TnVv nAnpo@opnon o€
eninedo marketing data kai
= T Onuioupyia avrTaywvioTIKoU MAEOVEKTANATOG Yia Tnv

enixeipnon.

A. AnAonoinon e0CWTEPIKAG OPYAVWONG:

N onoia eNITUyXaveTtal We:
= TNV opyavwon enixeipnoiakwyv d01adikaoiwVv, OuvOEOVTAC
METAEU TouG OIaPOPETIKEC A&ITOUpPYieG, OTa nAdiola pIag
NEAATOKEVTPIKAG OTPATNYIKNAG,
* TNV ENITAXUVON PONG EpYAciwV Kal
= TNV €EAAEIYN PN NAPAYWYIKAG PONGNANPOPOPNONG.

Ynapxouv cuothuata CRM Ta onoia Bondnoav onuavTika TIg
ENIXEIPNOEIC vA MNPOCAPHOOTOUV OE ONMAVTIKEG ENIXEIPNOIAKEG
aAAayec. Me Tnv eykataoraon Twv cuoTnuatwv CRM n enixeipnon
dev akoAouBei anAd Tov avtaywviopo. ‘Exovrag Tn duvatoéTtnTa va
yvwpilel Toug NeAATEG Kal TIGC AVAYKEC TOUG ava ndaoa oTIyHA MNopEi
va npooapuolel Ta npoiovTa, TNV TIMOAOYIAKN MOAITIKA TNG, vd
oToxeUel kaAuTepa Tn Jdla@nuion TnG Kal va XpnoiJonolsi Ta
anodoTikOTepa kavaAiia diavoung. 'ETal dnuioupyei TIC TACEIC OTOV
KAGd0 TNG, KPATWVTAC TOUG NEAATEG TNG NIOTOUG G' AuTnVv. ZUNPwva
ME Tnv amown Tou Cram (2004) Ta O@EAN TNG E€nIXeipnong
ouvowilovtal w¢G €&ng: Or1 1kavonoinuevol neAdaTeg ayopalouv
NEPIOCOTEPO, TO KOOTOG €EUNNPETNONG MEIWVETAl OTAV N EMIXEipnon
yVwpilel TouG NEAATEC TNC, Ol APOCIWHPEVOI NEAATEC poipalovTal



NANPOPOPIEC KAl YVWOEIC Yid TNV ayopd, OTav ol NeAATeC eival
guxapioTnuevol and Tnv eEunnpétnon eivar diaTedelyévol  va
NANPWOOUV HEYAAUTEPEC TIMEG Kal Ol IKAVOMOINKEVOI NeAATEQ
OUCTAVOUV TNV ENIXEipNON Kal g€ AAAOUG ayopaoTEC.

4.4 TNAPATONTEZ ENITYXIAZ

H pakpdxpovn avantugn, dlaxpovikn napouacia kai n uying
KepdOPoOpia enITUYXAveTal akoAoubBwvTag TIC OUVEXEIG €EEAIEEIC oTa
NOAAGNAG eniXelpnUATIKG Kal opyavwTika €nineda TnG oUyXpovng
olkovopiag. Kat’ auTtov Tov TpOno ol OUYXPOVEC EMNIXEIPNOEIG
avaAaupBavouv TNV UnoxpEwaon kKal Tnv OEOHPEUON va €0TIACOOUV
NPOG ToV NEAATN UIOBETWVTAG HIa OAOKANpwueEvn oTpaTtnyikn CRM,
enevouovTag o€ TEXVOAOYIKG OUOTAMATA, dlaxeovTac
NEAATOKEVTPIKN (IAocopia O OAO TO NPOOWNIKO UIOBETWVTAC
avoIxXTn YPauun enikoivwviag pe Toug neAaTteg (MaAikoUpTng Kal
KavehonouAog, 2005).

To KA&1di TNG eMITUXNUEVNG OIAXEIPIONG TWV OXECEWV HE TOUG
nNeEAATEG €ival TO OTACIYO TwV CWOTWV Bdcewv and Tnv apxn: CRM
0ev €ival €va AoylopdIkO NakETo nou Ba ayopdcel pia enixeipnon Kai
Ba auinBei n moTdéTNTA Twv neAaTwv w¢ dla payeiag. Eival
OAOKANPO TO MNAQiclo, N NOAITIKA KAl N NEAATOKEVTPIKA OTPATNYIKN
ME TnVv ornoia A&IToupyei pia emixeipnon anod dakpn o€ akpn, ano
TUNMA O TUNHKA Kal ano To avwTePo €ninedo management €wc Tnv
npwtn ypauun (Payne and Frow, 2005). Apa n e€knaideuon kal n
gunveuon Tnv epyalodEVWV WOTE VA YiVOUV NEAATOKEVTPIKOI
anoteAoUV Kpioio napdayovTta. Enixeipnolakd npenesl va avaAuoel
Kaveic o€ kKAaBe TuAMA OAOUG €KEIVOUC TOUC NApAyovTeEC Trou
ennpedlouv TN OXEON ME TOUG MEAATECG Kal va €&etdoel nw¢ Oa
eunAakouv oto CRM npoypappa. TexvoAoyikd €ivalr avaykaia kai
Kpiolun n €niAoyn evog CRM epyaAegiou nou Ba unootnpi&el To
npoypappa ouvoAikd. AnaiTeital npoooxn AoInov yiaTti n oTpaTtnyikn
opeiAel va kaBopilel TNV e€niAoyn TNG TeXvoAoyiag kai OxI N
Texvoloyia Tn otpatnyikn (Anderson and Kerr, 2002). Eival
OTATIOTIKA anodedelyPNEVO OTI 0 HEYAAUTEPOC AOYOC anoTuxiag €vog
CRM npoypdaupartog €ival n avrtioraon ornv aAAayn. Apa yia va
"oTepiwoel" €va npoypapupa  moToTnNTag neAaTwv  Xpelalevral
oBevapn unooTnpiEn anod To top management Kal TOUG E0WTEPIKOUG
NapayovTeg-kAEIOIA OAwV TwV TUNUAaTwV (Gummerson, 2004).

4.5 TMAPATONTEZ ANOTYXIAZ

Eival OpwG nNOAAEC o1 nePINTWOeIS, Onou égpya CRM
anoTuyxXavouv va IKavornoifoouV TIG OIKOVOUIKEG KAl OpYAVWTIKEG



NPoodOKieC piag enixeipnong, odnywvTtag MOAAEG and aAUTEG OTO
oupgnépaopa  OTI unnp&e AdBoc emAoyny OUOTANATOC n/Kal
npopnOeuTH.

'ONwG EXOUME MeEl O NPonyoUHEVO KEPAAAIO, N ETAIPIKN
KOUATOUpa nepiAapBavel eva ouvolo duvapewv, 01adikaciwv Kal
YVWOEWV Mou npoadiopi(ouv TNV CUMPNEPIPOPA TWV OTEAEXWV TNG
ENIXEIPNONG KAl KAT' €NEKTACN TNV OUVOAIKN avTidpaon Tng o€
EOWTEPIKA KAl €EWTEPIKA €NIXEIPNOIAKA €peBiouaTa Kal yeyovoTa.
AuTO Nou OTNV oucia anoTeAE To NpPaAyhaTiko NpoBANNa oTnv HEoN
EAANVIKA enixeipnon €ival n aduvapia euBuypAPUIoONG TNG ETAIPIKAG
KouAToupac pe Tnv CRM npooeyyion oTo gUvoAo Tng, dnAadn oAa
Ta OTOIXEia €Keiva mou npenel va ouvodeUouv €va ouoTnua oTd
nAaiola piag €niXeipnong NPOKEIMEVOU AUTO va AEITOUPYNOEl Kal va
XpnolgonoinBei anoTeAeopuaTik@ and Ta ETAIPIKA TNG OTEAEXN
(MavTtalonouAog, 2004).

MoAAEC eTaipie¢ nioTevouv OTI Tda CRM npoypdapuara
AoyiopikoU kaBopifouv KkKail Tn OTPATNYIKN TOUG, KATI MOU EXEl
dlayeuaTei enavelAAnueva. H aTpatnyikn piag enixeipnong kadopidel
TNV €nIAOYN TNG TeXvoAoyiag kal OXI n TexvoAoyia Tn oTpatnyikn
(Anderson and Kerr, 2002).

H uAonoinon evog npoypaupatog CRM xwpic va €xouv yivel
NPWTA Ol analITOUPEVEG AAAQYEG OTO 0pyavwTIKO nepIBaAAov nou Ba
unooTtnpi€ouv Tn oTtpaTtnyiki CRM, onwc neplypapn kadnkovrwv,
kaBopiopog dsikTwv a&loAoynonc anodooncg, KivnTpa, eknaidsuon
gival aduvarn.

SZUpQwva Pe Tov K. MavTtika (2006) undapxouv cuvnBiopEva
AGbn nou kdvouv ol €TAlpie¢ oTa nAdiola TNG uAonoinong Kal
AeiToupyiac yiac CRM epappoync Kal auTtda neplypagovtal wg €ENG:

EAAINAG kaBodnynon kai unooTnpi§n: 'Evag onuavTikog
apibuog etaipiwv nou ulonoinogav Aucn CRM J0e @povTioav va
oupd@wvnoouv €Eapxng ndavw OTOUG OTOXOUG nou nBeAav va
NETUXOUV KABWC Kal OTOV €VTOMNIOWO TWV ONUAVTIKWV CUVTEAECTWV
eniTtuxiac Tou €pyou. ‘Eva €pyo CRM nou otepeital &ekabapwv
OTOXWV Kal OUYKEKPIMEVOU XpovikoU opifovTa eival BERalo OTI Ba
anoTuxel. H ulonoinon anoTeAei €va «avaykaio kako», To 0Moio
npeEnel va TpEEEl NapAAANAa PE OAEG TIC UNOAOINEG UNOXPEWTEIG TNG
€TAIPIAC XWPIC va Yivouv ol anapaitnTeC NPOCAPHOYEC POAWYV,
nopwv Kal aToxwv anod tn dloiknon.

MpoBARHAaTa oAOKARNPWONG HE UPICTAMEVA CUCTRHATA:
H evonoinon kai n oAokAfpwon TnG emAeypevng CRM Auong pe Ta
nAnpo@opiakd CuCTAKATA Nou Xpnoigonolei ndn n enixeipion €ivai
anapaitnTn NpoUnobeon yia Pia NMeTUxXnUEVN uAonoinon. AuoTUX®G
0l NEPIOCOTEPEG €TAIpiec dev avTIAauBavovTal Tn onuacia kai Tnv
NOAUNAOKOTNTA TOU &V AOYW EYXEIPAMATOC. ANOTEAECOHA €ival va
huNVv a&lonoleital oto gUVOAO TNG N NAnpogopia rMou CUAAEYETAl yia
KABe neAdTn péoa ano OAa Ta kavaAla snikoivwviag padi Tou -kai n



onoia BpiokeTal anobnkeupevn O KANola CUCOTAMWATA TNG €Talpiac-
YEYovoC nou eunodilel TNV EnIXEipnon va OXNUAaTiosl pida
OAOKANPWHEVN €IKOVA ToU MeAATn, n onoia nepiAappavel 6An Tnv
I0TOpPia TNG OXEONG TOU ME TNV €Talpia. Xwpic autnv €ivar aduvarto
va emTeuxbouv Ta avapevopeva o@PeAn and pia uionoinon CRM,
ave€dptnTa and TNV  nNoloTNTA KAl TNV wpIgoTNTAd  TOU
EYKATEOTNMEVOU software.

‘EAAs1pn §EkaBapncg kal HakponpoOeTHNG OTPATNYIKAG:
H AavBaopevn avtiAnwn o011 «to CRM €ival anAd pia Auon software
nou OTav eykartaotaBei B6a Aucel OAa Ta npoBARuaATa» anoTeAE
akopa &va onuavTiko €Unodio yia NOAAEG eTalpieg. Meyovog eival OTI
To CRM ava@eperal otnv KAAAIEpYEId  TNG KATAAANANG ETAIPIKAG
KOUATOUpPAG kdl oTn Onuioupyia anodoTIKWV MNEAATOKEVTPIKWV
01ad1kaociwVv, ol ornoieg unooTtnpiovral and To KaTaAAnNAo AOYIOUIKO.
H napandvw dianiotTwon woTooo odnyei OPIOPEVA OTEAEXN OTNV
npoodokia OTI n &ykatdoraon HIAG KAAAG —Kal evioTe akpiBng-
Along 6a anoTeAécel TNV andavtnon o€ OAa Ta npoBARMaATa nou
avTigeTwNifouv KabnuepIva, JE AnNOTEAECHA N AVENITUXNG KATAANén
TOU €pyou va avTigetTwnileTal Pe €knAnén, otav Oa €npene va
BewpeiTal dedopevn PBaocesl Twv ouvOnkwv. IdiaiTepa Ta nyeTika
OTEAEXN TWV ETAIPIWV XAVOUV TOV EAEYXO TOU £PyOU YIATi anAd dev
KATA@EPVOUV VA avTIOTOIXiOOUV TNV ETAIPIKN QIAoco®ia Kal TIG
01a0IKACIEC JE OUYKEKPINEVA €nIBUPNTA AMOTEAEONATA, EVW KAl Ol
XpnoTec Oev €xouv Eekabapn e€kOVA TwV ANAITACEWV MNOU
npokUNTOUV anod Toug VEOUC TOUG POAOUC.

AavOaopéva Oedopéva: Ta AavBaopeva aoToixeia, ol
OINMAOEYYPAPEG KAl Ol anapxXalWPEVEG NANPOPOpPIEC anoTeAoUV eva
onNUavTiko €Unodio yia va eniTeuxboUv Ta €nBUUNTA ANOTEAECNATA.
H aduvapia ekkabdapiong Twv OedoPEVWV Kal EMIKAIPONOINONG OAwWV
TwWV OTOIXEiwWV nou BpiokovTtal oTo ouoTnPa O&v EMITPENEl TN
onuioupyia upiag anobnkng oOedopevwv (data store), nou 6a
nepiAapBavel 0An TNV eKPETAAAEUCIMN NANPO@OpIa TNG EnixXeEipnong
MOU OUYKEVTPWVETAl anod TIC oUVAAAAYEC TNG KE TOUC NMeAATEC. AuTo
OUVENAYETAl ouxva AdBn oe kABe enagn PE TOV MEAATN, uWnAo
KOOTOC enikoIVwViag kal auénon Twv napandévwy, Ta onoia oAa padi
odnyouUv O€ ONUAvTIKN HEIWON TNG €unioTooUuvng ME TNV onoia
nepIBAAAOUV Ol XPNOTEG TO Kalvoupyio cuoTtnua. H anaiwon Tou
OUOTANATOC ENEPXETAl YPNYOPa Kal JE HadnuaTikn akpipeia.

AvTioTaon andé Toug XPNOTEG: H avtiotaon otnv aAAayn
gival xapakTnpioTikd TNG avBpwnivnG cupnepipopac. H kaivoupia
TexvoAoyia poialel o€ NOAAEC NEPINTWOEIC OAV €va «Aypunvo PAaT»,
TO OMoio ENITPENEI OTNV £TAIPIA va NAPAKOAOUBEI Kal va eAEYXEl TNV
KaBe kivnon Twv unaAAnAwv TnG.

H aduvapia ek pEpoug TG dloiknong va €Enynoel Ta noAAd
NAEOVEKTAHATA Nou Ba Npoo@EPEl N veéd AUON KAl va PEIWOEl TOUG
OnolouG -TeAIKG QUOIOAOYIKOUG- (pOBOUC TwV XPNOTWV TOU VEOU



OUOTANATOG, oUVNOWG EXEl oAV anoTEAECHA TNV NAONTIKA avTioTaon
€K MEPOUC TOUC Kal TNV anoTuXia Tou OAOU €yXEIPAHUATOG.

MeyaAol kUkAol uAonoinong: KaBe sraipia nou anogaacidel
va enevduoel oe eva naketo CRM pe okond va BeATIWOEl TIG
UMNPECIEC NOU NPOCPEPElI OTOUC NEAATEG TNG, NPENEI va EEPEl NOCO
ypnyopa Oa JnopEcel va €ykaTaoTnoel kal va a&lonoinoel To
kaivoupio ouoTnua. Zuxva ol €raipiec BpiokovTal PNAEYUEVEC O€
UAOMOINCEIC Ol onoieg anaiToUv MOAAOUG HWNAVEG MEXP! va Yivel n
TeEAIK napdadoaon, €iTe yiaTi npoonabouv va AUcouv NoOAAG B€para,
eiTe yiati dev TiBevTal Eekabapol aToxol. Eivar puaikd oTo peyalo
dlaoTnua nou peocoAaBei peTta&U Tng €vap&éng kalr TnGg ANENG Tou
gpyou Ta O0edopéva TNG ayopdc va €xouv aAAd&el, ol avaykec Tng
€Taipiag va exouv dlapoponoinbei kal yevika va €XOuv MNPOKUWYEI
d1a@opol NapayovTeg nou nTav aduvaTto va npoBAe@Bolv Péoa o€
TOOO HeydAo Xpoviko opifovra. Ta anoTeAéopaTta Oev €ival Td
eMOUPNTA Kal ol XPNoTeg Oe&v Jnopouv va anoAavuoouv Td
npoBAENOUEVA OPEAN.
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KE®AAAIO 5
HAEKTPONIKO CRM

5.1 H ZYMBOAH TOY JINTERNET Z=THN ANAINTY=H
2YZ2THMATQN CRM

To AladikTuo aAnOTEAECE MIA €ukalpia yia Tnv avanTtuén kai
edpaiwon Twv OXEoewv MNeAaTwVv Kal eTaipiwv. O PNXaveg
avalnTnong Bonbnoav noAu Toug nNeAdTeg va Bpiokouv on line Toug
KaTaAANAouUG NpounBEUTEG Kal va €niKoIVwVoUV e auTouG. Me auTo
TOV TPOMO MNPOOCMEPOVTAV OTOUC NPWTOUC MIo APeCdol Tponol va
napayyeilouv kal va napaAdfouv npoiovTa Kal  UMNNPECIEG
(MavTikag, 2004).

To Internet anAonoinoe Tnv au@idpopun €niKoIVwVvia NEAATWYV -
eTaipelwv. O NEAATEG avTi va €loEpyxovTal o€ d01adlkaoieg avapovng
kanoilag €10IkNG @Oppac n  Tn dladlkacia avoiyhatog  evog
Aoyaplaopou, anAd npenel va OTEAVOUV Mia aiTnon MECW Tou
KUBEpVOXWPOU, wOTE €UKOAQ Kal yphAyopa va napaAdBouv To
eMOuUPNTO npoidv. EEAAAou To Internet eival eéva nepiBaAAlov pe
MNOeVIKN KaBuaoTEPNOoN TO onoio NApeEXel NANPoOYoOpPia e NPaAypaTiko
Xpovo. Eniong o1 xpnoTteg ekTigoUv 101AiTEPA TO YEYOVOC OTI
anAonoindnke n dladikacia TNG €peuvag ayopdcg, Xwpic va eivai
anapaitnto va WerakivnOouv. To Internet kabBiEpwoe VEOUG
hunxaviopoucg enikoivwviag: e-mail, interactive chat, web telephony
Kal NpOOPEPE OTOUG NEAATEG €NIAOYEC Nou Oev €ixav NaAlOTEpA HE
nponyoupeva kavaAia enikoivwviag. AUTEG e€ival n  24awpn
npooBaon OTo XWPO TNG EMIXEIPNONG Nou evOIlapEPEl TOV NEAATN,
nAnpo@gopia oc npayuaTtikd xpovo (yia napdadeiypya TIMEC METOXWV,
I010TNTEG NPOIOVTWYV Kal TIMEG), on line neAaTteiakn unooTAPIEN Kal
on line autogEunnpéTnon (MaAikoupTng kai KaveAdnoulog, 2005).

Mpiv and Tnv avanTtuén Tou Internet To CRM anoteAouoe pia
eEEI0IKEUPEVN OpaoTnPIOTNTA, N onoia Adyw TOU KOOTOUC Kal TnG
noAunAokOTNTAg TnNG Mnopouce va avaAneBesi  kar va
npaypatonoin®ei povo anod HEYAAEG €MIXEIPNOEIC. ZAMEPA OMWG, N
€EEANIEN kal TO XaunAd kOoToC Tou AladikTUou €dwoe wOnon oTo
CRM kai €701 01 duvaTOTNTEG KAl TA OPEAN TOU €ival NpooiTa O KAbe
eTaipia  nou Opaoctnpionoleital  oto  AiadikTuo, aveEapTATWG
HeyEBouc. H enidpaon pdaAiota Tou Internet nTtav T600 PeydAn nou
ENIKPATNOE 0 0po¢ e-CRM, Onwg PE TIG NEPICOOTEPEG EVVOIEG YUPW
anod 1o AiadikTuo.



5.2 ANO TO CRM zZTO E- CRM

'‘Ooov a@opd Hia ano TIGC TEAEUTAIEC NEAATEIAKEC NAPOXEC, NOU
gival n kaAUtepn aflonoinon kai avaAuon TwV OCUAAEYOHEVWYV
nAnpo@opiwv, 0 Nnaykoouiog 10ToG (World Wide Web) anoTteAleoe Tov
odnyo Mpoc auTtn TNV veéa karteuBuvon (www.crm2day.gr/library).
Av €EeTAOOUME TO HEYEBOC Kal TNV akpiBeld Twv NANPo@OpI®V Ol
onoie¢ napdayovralr o€ Jia Meon 1oTooeAida (website) 6Oa
KaTavonooupe To AOyo. IoTooeAideg, Onwg auTtn TnG Amazon Kal
Yahoo! napayouv gigabytes nAnpogopiwv kabe pépa. 'OAn autn n
nAnpogopia npenel va ouAAexBei, va opyavwbei kal va avaAubei
NPOG anokTnon NANPOPOPIVV WG NMPoG TIG TACEIC TNG ayopdg, Tov
avrtaywviopod, n o,Ti aAho pag evdiapepel, pe Tn Ponbeia Twv
KaTaAAnAwv epyaAeiowv. KaT avtiotoixo oupBaivel kal ge to CRM
onw¢ To E&Epoupe onpepa. ‘O,TI NAnpogopia napayerar anod Tov
neAatn OloxeTeUeTal oTto marketing, OTIC NWANCEIC Kal OTIG
EPAPHOYEC €EUNNPETNONG NEAATWV, WOTE Ol ENIXEIPACEIG, Vva
BEATIWOOUV TIC NAPEXOMEVEG UMNNPECIEG KAl va d1aTnproouVv Toug
neEAATEG TOUG.

Me noio Tpoéno To Internet ennpealel Tnv €€€AiEn Twv CRM
OUOTNMATWYV YiVETAl EPPAVEG and Tn YEvvnon €vOG VEOU OpoU Yia TO
CRM, 10 e-CRM. H dpaacTnpionoinon OA0 Kal NEPICCOTEPWV ETAIPIWV
oTo 31adIkTUO 0dnynoe oTn dnuioupyia Tou nAekTpovikou Customer
Relationship Management. EKTOG ano TIC KABIEPWHEVEG UMNNPECIEC
Tou O1adIkTUOU nou yvwpifoupe To veéo CRM napéxel kalr KAMoIeC
eninAéov  web-based e@appoyeg (www.crm2day.gr/library). H
avanTtuén ouvepyaoiwv oto Web pe eAdXIoTO KOOTOG, AMNOTEAEI
TOVWTIKN €VECON YIa To €Pnopio kal 6a avaBabuilel aiobntd TnVv
noldTNTA UMNNPECIWV NPoG Tov NeAATn. QC anOTEAEOUA EXEl
onuioupynBei pia veEa yevid AoyiodikoU, n onoia 0a A&IToupyei
oupnAnpwpaTika npog To CRM. TeAog n duvaTtoTnTa NnpooBacng oTo
ouoTnUa ava naoca OoTIYMR Kal and onoudnnoTe, €ival dia ano TIG
HeyaAUTepeC €Eelieic oTo Xwpo Tou e-CRM. 'Eva KivnTo TNAEQWVO,
eva PDA (palmtop) f onoladinote aAAn ocuokeun nou diaBeTel Wap
browser napexel otov kabe xpnorn Tn duvatoTnTa NpooBacng o€
0edopEva  uUMapxovtTwv n unowneiwv MeAaTwv KAl APeEoNG
avTanokpiong OTIC avAyKeg Toug, ME Tnv idld uneuBbuvoTnTa Kal
anoTeAEOUATIKOTNTA, NOU Ba NPOCEPEPE O NPAYHATIKOG XWPOG
epyaaiac.

To AiadikTtuo BonBnoe kar Ta dU0 PEPN, TIC ETAIPIEC KAl TOUG
neAatec Toug, woTe To CRM va pnopei va vyivel nio eUkoAa
npaydaTikoTnTa. To Internet divel Tn duvaTtdTnTa OTIC ETAIPEIES,
a@evog va OUAAEEOUV NMANPoOPOpPIiec and TOug NEAATEC TOUGC MEOW
Tou JIKTUakoU TOUG TOMOU N MEOW e-mail epwTnuaToAoyiwv Kai
AQETEPOU VA MNPOOPEPOUV OTOUC MEAATEGC TOUG €va AKOPN KavdaAl
egunnpetrnong (Chen and Popovich, 2003).



5.3 ZYIXPONEZ E®PAPMOTEZ E-CRM

AvTiBeTa OpwCG anod TIC NapadoCIaKeG ENIXEIPACEIG, ONOU POVO
€Vva MIKPO HEPOC TNG EMNIKOIVWVIAC TOUC ME TOV NEAATN YiveTal
NAEKTPOVIKA, OOEC eniXeIpnOeIC dpaocTnpIionoiouvTdl OTO XWPO TOU
Internet €xouv oxedOV aAMOKAEIOTIKA NAEKTPOVIKN €nagry HE TO
Kolvo. 'ETol, TOug napexeTalr n duvarotTnTa va OUAAEEouv pia
nAnbwpa oToixeiwv Xapn oTa onoia Ba PNOPECOUV va KATAVONOOUV
TIGC 101QITEPOTNTEGC TwV NEAATWV TOUC Kal OTn OUVEXEId va
a&lonoioouv auTi Tn yvwaon, NApeEXovTac UMNNPEoieC uwnAoTepNG
noiotTntag (Emmndeiog, http://www.gepiti.com, 2002).

Mpiv and Tnv €éAeuon Tou Internet, To CRM anoTteAouoe pia
e€e10Ikeupevn dpaoTnpidTNTa N onoia AOyw TOU KOOTOUC Kdl TNG
NOAUNAOKOTNTAC TNG Knopouoe va avaAngBei povo anod PeydaAec kal
IOXUPEG EMIXEIPNOEIC. ZNMEPA OMWG, Ol idIEC dUVATOTNTEG NApEXOVTal
0c OAeC TIC OIKTUOKEG E€TAIPEIEG KAl TA MNAEOVEKTAMATA AUTAG TNG
NpooeyyIiong €ival nNAéov nNpooiTd o€ KABe eTaipia nou
dpaoTnPIonoIEiTal NAEKTPOVIKA aVeEApTNTWC PHEYEBOUG.

To e-CRM anoTeAei TO NAEKTPOVIKO MEPOG TNG GUVOAIKNG
0paotnpioTntagc CRM piag €Taipsiac  kal  nepiayBaver  Tnv
d1adikTuakn €kdoon kAaoikwv epapupoywv CRM onwcg (EniTndeiog,
2002):

e ZuAAoyn nAnpo@opiwv (customer information building):
oOnNw¢ vyia napddelyya 10TOPIKO ayopwv Kal  MAPOTIUNCEWY,
onuoypagika oToixeia K.A.n. kal a&ionoinon Toug yia TV napoxn
000 TO OuvaTov KaAUTEPWV UMNPECIWV MNPOG TOUG MEAATEG
(npokeiTal yia 1o kAaoolkd CRM nou anokaAeital ouvnbwg Kai
operational CRM).

e AlaTnpnon neAatwv (customer retention): péow
KaAUTepnG €€unnpetnonG. Eivar n nmio naAid kai yvwoTh nAsupd
Tou CRM kai &kiva ano tn diaxuaon Tng nAnpo@opiac yia Tov Kabe
neEAATn woTe onoloodnnoTte epyalOPEVOG va MMAOPEl va Tov
ekunnpetei. Mpoxwpa ortn dnuioupyia cevapiwv enikoivwviag (n.x.
anavTnoelg nou npénel va divovTal oTov NeAATn yia kabe mbavn
EPWTNON 1N MNapanovo TOU) KAl KAEivEl PE TNV avayvwpion
EUKAIPIWV YIa au&énon Twv NWAACEWV anod TIC NANPOPOpPIiEC nou
naipvel n enixeipnon ano Tov NEAATN.

e MeTaTtponn TWV ENICKENTOV OfE ayopaoTeg (visitor
conversion): Na napadsiyya, napakoAoubwvTag TIG KIVACOEIG TWV
neAaTwv WeEoa oto site n To e-shop (M.X. nNOIEC O€AIdEG
EMNIOKEPONKE O XPNOTNG nNpIv ayopdcel) n €Taipeia Pnopei va
nAnpo@opnBei 0TI 0 XpNoTNG X ayopace eV Hia TAAEOpAcon, aAAd
dandavnoe Kal apkeTd Xpovo oOTIC oeAidec yia mp3 players apa
neavoTaTa OKEPTETAI Kal TV ayopd Wia napopolac CUOKEUNG.



e EUpeon Twv neAatwv (R UNOYNPI®OV NEAAT®OV) HE TO NIO
evoiapépov npo@iA (targeted customer acquisition): upnAn
meavoTnTa yia enavaAapBavoueveg ayopeG HeyaAng agiac.

e AZIoAOynon TnG HakponpoBeopng adiag Tou neAdrn
(customer analysis) yia Tnv enixeipnon: To e-shop €xel Tn
duvaTtoTnTa va unoAoyiocel Tnv dakponpoBsoun afia Twv
EMIOKENTWV-MNEAATWV TOU HEOW TNG KATAYPAPNG TWV ENIOKEWYEWYV,
TWV AYopwv, TWV AVTANOKPIoEWV O NPOCPOPEC and To KATACTNHA
N MEOw mail, TNV eyypa@n oc newsletter, kal yevika TwV €napwyv
TOoU HE TO site. Méow auTng Tng dladikaciag To e-shop Pnopei va
anogpaaciosl:

e d. NOCO XpOVOo Kal Nnoooug nopoug (n.x. eEaTopikeuon) Npenel
va aQIEPWOEl OTOV NEAATN Kal

e (. ndéoco NpoBupog eival o KABe NEAATNC YIa VEEG AYOPEG, WOTE
va TOU KATEUBUVEl unvUuaTa yia NpoopopeC Kal EKNTWOEIC,

e Zuvepyacia Pe Ta ocuoTnpata (R Ta dedopéva) CRM
AAAWV HN avTaymVvIoTIK®OV ETAIPEIOV KAl ayopd n avraAAayn
dedopévmv (cooperative marketing): lNa napdadeiyua, €va
nAekTpovikO BiBAlonwAegio Ba pnopouos va avraAAd&el oToixeia pe
Eva NAEKTPOVIKO KATACOTNHA NWANONG UNOAOYIOTWY YId NEAATEG Ol
onoiol evdlapEpovTal yid TO OUYKEKPIPEVO €idoC. EKTOGC ano Tnv
avtaAiayn oOedopevwv Ba pnopoucav va kKavouv avrtailiayn
banners oTI¢ 1I0TOOEAIdEC TOUG.

e AZionoinon TOU <«IOYyeEvVvoUG» marketing (viral
marketing) Tng TexvoAoyiag FTAF (Forward-to-a-Friend): n
onoia divel og kKGBe neAaTn Tn duvaToOTNTA VA OTEIAEl YEXPI KAl OE
20 (ouvnbwg) @iAoug kal yvwoToug Tou &va npoowniko e-mail,
ekBeialovTac Ta npoidvra kAnolac emxeipnong. Xdapn o€
ouoTnuaTta FTAF pia etaipeia ynopei va yvwpilel noiol NEAATEG TNG
TNV diapnuifouv NEPICOOTEPO OE TPITOUC KAl VA TOUG AVTAMEIYEI
avaioya.

e AvaAuon skoTrpateiag (campaign analysis): €va e-shop
napakoAouBei o€ nole¢ an' OO0eC MNPOOPOPES KAl dlaPnuioelg
(nAekTpovikG@ Kkounovid, banners, npooQopeg, naixvidla e
€naBAo) Tou oTAaABnkav avtanokpibnke BeTIKA 0 MeAATNG, MNOIEG
TOov €kavav va {nNTnoel NepIooOTEPEG NAnpogopieg (E0Tw KI av
TeAIka dev ayopace) KAM.

5.3.1To e-mail wg epyalAeio e-crm

Ano OAec TIC unnpeoiec Tou Internet, n poévn n onoia pacg
ENITPENEI va EpBoupEe o€ aneuBeiag enagn PE Tov XPAOTN, avTi va
NEPINEVOUNE NOTE Ba pag eniokePOei €KEIVOG, €ival TO NAEKTPOVIKO
Taxudpopeio (e-mail). 'ETol, napda Ta npoBARuaTa rnou dnUIOUPYEi TO
spamming (anooToAn d1apnuUIOTIKWV e-mail Xwpic TN ouykaTtadeon



TOU napaAnnTtn), OAO Kal NEPICCOTEPEC ENIXEIPAOEIG OTPEPOVTAI
oTNV Napoxn unnpeociov JEow e-mail Tooo oTouc naAaioUc neAdTeg
TOUG 000 Kal 0€ KABe AAANo evlIapepOuevoC. O1 dNUOPIAESTEPEC anod
auTeg eival (Emitndeiog, 2002):

« Newsletter programs: lMNpokeiTal yia ekOOOEIC NAEKTPOVIKWV
nepiodikwv  Ta  onoia  dlavEPovTdl  HECW  NAEKTPOVIKOU
Taxudpopeiou (e-zines). Me Tn YEBOOO aUTN N €TaAIpEid NAPEXEI
XPNOIUEC NANPOPOPIEC OTOUC MEAATEG TNG (OUYKEVTPWVOVTAG Kal
au&avovac napdAAnAa Toug ouvOpouNTEG TwV NEPIOBIKWV TNG),
EVW TAUTOXpoOva Xpnoldonolei autd Ta email yia va npoBdaAel Tov
€aQUTO TNG, TIG ANOWEIC TNG Kal Ta npoiovTa Tng.

« Event driven campaigns: AQQnNUIOTIKEC EKOTPATEIEC
BACIOUEVEC OE OUYKEKPIMEVEG NnUEpopnviec N ekdnAwoeig (n.x.
€101KEC NPOCPOPEC yia AouAoudia TNV nuUeEpa Tou Ayiou BaAevTivou
N yia xapTasTouc Tnv Kabapd AsuTEpa).

« Precision marketing: O1 npwTeg dIaPNUIOTIKEG NPOCNABEIEG
a&lonoinong Tou e-mail BacioTnkav oTto spamming kail TN padikn
anooToAn d1IaPNMIOTIKWV MNVUHATWV. 'OTav OJWG £YIVE KATAVONTO
OTI QUTEC ol Npoonabeieg ox1 povo dev anodidouv, aAAd BpiokovTal
Kal oTa opia TNG VOMINOTNTAG, Tn 6€0n TOUC NNPE TO permission
marketing 6nou pnvupata anooTeAAovTav POVO O€ OO0UG €ixav
dwoel TN ouykaTtabeon Toug. Kal autn n MEBODOG OHwC Oev
anodeixbnke  anoTeAeopaTik, kaABw¢c o apiBudéc oOowv
avranokpivovrav nrav €EaipeTikA XAPnAOc. 'ETol, Onuepa ol
npoondabelec €xouv enikevTpwBei oTo precision marketing onou
oTOX0G €ival n eupeon (ME TN Xpnon OnUOypaAPIK®WYV,
WPUXoYPaPIKWV Kal AAAwvV oToIxeEiwv) oowv €ival diaTeBeIpéEvol Ol
HOVO va AdBouv €va dia@nuioTIkO e-mail, aAAd kal va ayopaoouv
TO NMpPOoIOV NMou TOUG NPOCPEPETAl.

. Dynamic Message Assembly: Anuioupyia kal anooToAn
MNVUMATWV OoTn Jop®n nou npoTiua o napaAnntng (n.x. HTML
mail yia Tov A, anAd keigevo yia Tov B k.An.)

. Response Management: AuTOUATEG €QAPHOYEC AMOOTOANG
anavTnTikwv e-mail yla OUYKEKPIYEVEG €PWTNOEIC N NEPICTATEIG
(n.x. eniBeBaiwon ANWNG Tou PNVUMATOG TOU MEAATN KAl anooToAN
O£ AUTOV TOU KwdIKOU napakoAouBnaong Tou npoBARHATOC Tou).

5.3 ENIAOIH AOIrizMIKOyY CRM

SUppwva Pe Tov K. Kopwvaio (2005) undpxel eva AoylouIKO
yia o6Aouc. Towg npiv and dUo Xpovia O IoXUPIOKMOC auToc dev Ba
gixe BAon TouAdxioTov yia TNV €AANVIKN ayopd. ZnNHEPA OMWG ME
adeleg xpnong nou Eskivouv akopa kal ano Ta 400 supw yia TIG on
demand AUosIC, PIa HIKpOUEODAia enixeipnon MMopei va evta&el To
Aoylopikd CRM oTo avanTu&lako TnNG KovOUAI.



H anAoloTepn Kal OIKOVOMIKOTEPN AUON yid MIa €RIXEipnon
gival To povreho on demand. Koivwg, n npdéoBacn oTnv €papuoyn
HEOW €vOC web client. H AUon autn ouvenayerar pndevika €€oda
ouvTnpeNong kal diaxeipiong Kal anaitei JOvo Hia ypnyopn ouvdeon
oto Internet. To povTéAo auTo epapuolel Pe enmiTuxia n €Taipeia
Salesforce.com kai €EunnpeTei ONUEPA NAYKOOUIWG, aAAd
npoowpiva ekTOG EAANGDAC, nepioooTepe ano 16.900 sraipeieg He
308.000 xpnoTec. ZTNV eAANVIKA ayopd To id1o JOVTEAO aKOAOUBEi N
eTaipeia Interworks pe Tnv e@appoyn WebCRM, n onoia
xpnoigonoleital ndn anod 20 eTaipeieg kal 500 nepinou XpnoTeG.

To apeowc endpevo eninedo €ival Auoeic stand alone eAAfVwv
KATAOKEUAOTWYV, KAMOIEG €K TWV OMOiWV €XOUV OOKIUAOTEI ApPKETa
xpovia kair €xouv anodei€el Tnv a&onioTia TouG. Ta Bacikd Toug
NAEOVEKTAMATA €ival To XAMNAOTEPO KOOTOG ava adesia Xpnong kai
ouvABwg n duvaTtoTNTa €UKOAOTEPNG MPOCAPHOYNG OTIC AnalTOEIG
TNG €nixgipnong.

TEAOG, undapxouv Ta npoiovra OIEBvwyv KATAOKEUAOTWV, Td
onoia METAPEPOUV TEPAOTIA eneipia AOYyw TNG €EEAIENC TOUuG O€
O1aPOPETIKOUC TOUEIC TNG ayopdc KAl O JIAPOPETIKEG XWPEC. ZTOV
nupnva Tou AoyiopikoU TnG Siebel vyia napadsiypa €xouv
METOUOCIWOEI O YPAUMEG KWDIKA O ANAITACEIG HEYAAWV MOAUEBVIKWV
ETAIPEI®V aANO TNV auTokivnTofiodnxavia, Tnv Uuyeia, TIG
TNAENIKOIVWVIEC Kal OeKAdEC AAAOUC TOMEIC METAEU TwV onoiwv Kai
To ONUOCIO, UE AMOTEAEOHA €vAC VEOC NEAATNG va PBpiokel €TOIYO
auTo NoU ApKETOI Nponyoudevol anaiTnoav va dnuioupynoOei.

H ekTignon Twv ANpAyhaTikwv avaykwyv TNG €Taipeiag €ival yia
MIa emiTuxnUeEvn uAonoinon Aoyiopikou CRM iowG NEPICOOTEPO
onuavTikn anod kabe aAAo Aoyiopiko. Kal auTto yiaTi pia noAunAokn
Kal QUOAEITOUPYIKN €pappoyn AoyioTnpiou dev Ba EnAwBei eUkoAa
KaBwg anoTeAei «egidog» nNpwTNG avaykng o€ avTibeon MHe Mia
epappoyn CRM, n onoia Bswpeital akOpa nNOAUTEAEId Kal apa
eUKoOAa pnopei va anevepyonoinBei. EkaTtovTadec eTAIpEieC OTO
€EWTEPIKO KAl APKETEC, TOUAAXIOTOV KATA avaloyia, oTn Xwpa Hac,
EXOUV MpoTIMACoEl va diaypawouv Tnv enevducor Toug kal padi Pe
auTnVv TO AOYIOMIKO TOUG, avTi va OuvTAPOUV HIa TEAMATWHEVN
KaTaoraon, n onoia €&aiTiac Twv OUPBOAdiwv cuvTnpnong €ival kai
eminuia.

Ynapxouv ndapa noAAEC €TaIpieG NOU MNAPEXOUV OTNV ayopd
epappoyec kal unnpeoie¢ CRM. Ta diabeocipa CRM npoiovta Tng
ayopdag pnopouv va karnyopionoinouv avaAoya Pe To PEYEDOC TwV
ETAIPIOV OTIC onoieg¢ aneubuvovTal. 'ETOl o€ <«peYAAEC» €TaAlpieG
aneuBbuvovTal Ta €&nN¢ npoiovTa: Siebel, mySAP, Onyx, PeopleSoft,
Oracle, Youcentric kal 0 «ueoaiec» enixelpnosic Ta €ENG: Pivotal,
SalesManages, Saleslogix, GoldMine. EAAnvikd npoidovta €ival Ta
€€nc:  Nous CRM, Arotron, Infoactivity «kar TéAog Onwg



npoava@epbnke unapxel kai n on demand Auon (hosted solution)
NG Salesforce.

AkoAouBei pia ouvToun napouagiacn ONwc TNV NapabeTel o K.
Kopwvaio¢ oT1o nepiodikd6  Customer Care (2005) Twv
ONMOPIAECTEPWV Kal i0wG MIo onuavTikwyv Aoyiodikwv CRM kai
KAMOIEC ano TIC AEITOUPYIEC TOUG NMou XpnaoihonolioUuvTal and YVWOTEC
EAANVIKEC ENIXEIPNOEIG:

AlphaPartner: To Aoyiopik0 CRM AlphaPartner, anoTeAei
npoiov Tn¢g €raipeiag CRM.COM (10puBnke To 1989 ue TNV ovopaaia
AlphaNova kal petovopdotnke o€ CRM.COM pe Tnv ayopd TNG
JIKTUAKNG d1EUBUVONC WWW.Crm.com), AUTOUATOMOIEI KAl OpYAVWVEI
TIC AsIToupyieg nwAnoswv, marketing kali unooTnpiEng neAatwy,
KaBwc kal TIC OUVEPYIEG avaueoa oTnv enixeipnon kalr 1o OikTUo
ouvepyaTwVv TnG. To AoyIOMIKO €ival ypappevo og Visual Basic evw n
veéa €kdoon Tou cival o J2EE. H naAaiotepn dev €xel katapynoOei
aAAd@ ouvexiCel va undapxel napdAAnAa pe Tnv Kkalvoupyla. To
AlphaPartner ouvepyaletal o€ eninedo Baong dedopevwy pPe MS SQL
Server, Oracle kai DB2, npdyua nou onuaivel oTi o Database Server
hMropei va OOUAEWel o€ OAA Ta AsiToupyikG ouoTtnuata. Eniong,
undapxel ohokAnpwaon CTI pe Tnv epappoyn TG Genesys aAAd €xel n
gpappoyn Tn duvaToTnTa va avanTuxXBei £TOI WOTE va EVOWHATWOEI
onoia spappoyn {nTnosi.

EkTOC Twv Bacikwv €pyaAgiwv Kal ASITOUPYIWV MOU NAPEXEI
(Alaxeipion MNeAaTtwy, Epyaoiov, MpoidvTwy, NwARCEWY,
MNapayyeAiwv) a&ilel va avagepoupe Ta Mpoypdupata A@ociwong
NeAaTtwv (Loyalty) —napexel epyaleia yia Tnv avayvwpion Tng a&iag
Tou neAdTtn, Tn Alaxeipion MNpowdNTIKWV EKOTpaTeiwv-n epapuoyn
ENITPENEI TO OXEDIAOPO, TNV EKTEAEON KAl TNV napakoAoubnon
EKOTPATEIWV OE €MIAEYPEVA TUAMATA neAatoAoyiou, Tn Alaxeipion
EEunnpéTnong Meta-tnv-NMwAnon kabwg kal Tn Alaxeipion 'Epyou
(Project Management module)-napexel OAOKANPWHEVN
AsiIToupyikoTNTa dlaxeipiong €pywv, KaAunTovTac TIC QACEIC
oxediaopou, uhonoinaong Kal EAEyxou.

2T0 NEAATOAOYIO TNG ETAIPIQC AVNKOUV ENIXEIPACEIC ONWG
FaAakToBiounxavia AéATa, M'epuavog, EMA ATTIKAG, Bapdykng, Delta
Singular, kAn.

AroTRON CRM: H nAatpoppa AroTRON™CRM Tng Cententia
anoTeAei Auon diaxeipiong enIXEIPNMATIKWV OXECEWV UAOMOINMEVN
navw o€ TeXVOAOYieg aixung kal 3-Tier apXITEKTOVIKN Kal
unooTnpilel 6Aa Ta vea kavaAia enikoivwviag (Internet, CTI, SMS,
kAn). To AroTRON eivar pia nAat@oppa CRM, n onoia &xel
oxedlaoTtei €€ apxng ortn Aoylkn Tou MovTeEAou outsourcing
(dlaxeipion NPOIOVTWV Kal UNNPECIOV TPITWV) Kal evdeikvuTal yia



call-centres kal eniXEIPAOEIC OI OMNOIEC NMPOCMEPOUV UMNPECIEG Kal
dlaxelpifovTal npoiovTa TpiTwv.

To AroTRON™ CRM anoTeAeiTal andé Ta €&n¢ unoouoTANATA:
Call Center Management, eMarketing & Sales, eService & Helpdesk,
Collections & Credit Management: diaxeipion OAWV TwWV EVEPYEIWV
kal dedopevwv nou oxeTiCovral pe Tn dladikacia TngG sionpagng
opelAwv, Telephony Platform - CTI: nAnpnc¢ unootnpiEn peBOdwV
autoparonoinong kAnoswv, Predictive, Progressive kai Preview
Dialling, Automotive: kaAunTel Tnv avaykn kAabe avTinpoowneiag
QUTOKIVATWV Yia TNV BEATIOTN dlaxeipion kal eEunnpeTnon (Service)
TNG  neAateiakng  Tng  Bdong, Campaign Management,
eProcure:ohokAnpwpevo 100% Web-based nepiBaAAov  nou
autopartonolei  Tnv  dladikacia npoo®opdg, avabeong  Kkal
napakoAouBnong napayyediac. 'OAa Tamodules ocuvepyalovTal
HeETA&U Toug yiaTi €ival Baociopgeva navw oOTnV Kolvy nAatgopua
Enterprise Application FrameworkTtnc¢ Cententia.

MEepIKEC and TIC EMIXEIPAOEIC NOU KAVOUV Xpnon TngG
nAat@opuac AroTRON ceivail: EyvaTtia Tpanela, 'OpiAog Aaikng, FIAT
Credit Hellas, Taxupetagopég EATA, OTENET, kAm.

Footsteps: To Footsteps é€xel Baoiotei oe nAaT@oOpua
avanTtuéng Microsoft kal yia autd npoopata n ETaipeEia TO
avayvwpios w¢ NIOTOMNOINUEVO MPOioV nou JlaxelpileTal Kal EAEYXEI
TIC UMAPXOUOEC Kal MHEAAOVTIKEC EMIXEIPNHUATIKEC OXECEIC TNG
ETAIPEIQC PYE TOV NEAATN. To npoypaupa aneikovilel Tnv doun Tng
enixeipnong Oivovtag £Tol TNV €ukaipia oTtov epyalopevo va
opyavwBei kaAUTepa kai otn dioiknon va avadiaTa&el kal va eAEyEel
NEPAITEPW TA OUCTAKATA TNG.

O1 Baocikég AsiToupyie¢ TnNG egapuoyng e€ivar ol €ENG:
a.Communication: KAnoeig, nueEpoAOyIo, €ikova ouvepyalOHPEVNG
enixeipnong (nepiExel avaAuTika OToIXEia enixeipnong-neAaTn,
npopnOeuTn, ouvepYaTn -OnW¢ Kataypaon TWV
npaygartonoinféviwyv kAl  nNpoypaupaTi(OMEVWY  OUVAVTACEWY,
TNAEPWVIKWV  KANCEWV, €pyaciov kdl e-mails kal Twv
epyalopdeEvwV O auTnyv, epyaciec (kataypagel TIC €pyaciec Tou
XEIPIOTH, AAAG kal avaBeTel €pya O ugioTapévouc), workflows,
NnoAAanAG epyaleia €owTEPIKNG enikolvwviag (oupnepiAappavel
Post-it, npoownikeg YnevBupioesic, EowTepikd Taxudpopeio, ‘Zav
onuepa’, Tips ‘n’ Tricks kai Tov opiAouvTa Wizard) kal reports.

B. Sales & Marketing: Eikova neAdTn, apxeio €1dwv (avaAuTika
€idn, TINEC, NPOCTPOPEG KAl AEMTOPEPEIEG TEXVIKWV NMpodiaypapwy),
NPOOoPOPEG, NapayyeAiec.

Y. AvTaywviouog: uotnua dnuioupyiag, napakoAoubnong Twv
avTaywvIoTIKWV APOiOVTWV Kal TNG Kivnong Toug ava KwdIKO Kal
ava neAdaTn.



0. Eykpioeic: EI01kO unoouoTnua Tunonoinong kai diadikaaoiag
EYKpioewv, MPeE O1ad0OXN TWV EYKPIoEWV, XpovodiaypduuaTta Kai
napaTnpnoeic.

€. XToxoBeoia: AvaAuTikd ocuoTtnua  Onuioupyiag  kai
napakoAoubnong e€Tnoiwv OTOXWV KAl anoTEAECHATWY ava
nwANTN, ava Kwdiko nNpoidovToc Kal ava Katnyopia.

F'vwoTtoi neAdTteg anoTtehoUv ol: Byte Computers ABEE,
Mnouoiag Enikoivwvieg, Karcher Hellas, Pasarella, Logodata,
Sunsoft k.a.

IFS Sales & Marketing: H IFS (Industrial & Financial
Systems) €ival pia ooundikn NOAUEBVIKN €Taipeia nou avanTUuooel
Kal napexel OAOKANPWMEVEG AUCEIC AoyIOMIKOU Yyia MEeoaieg Kal
MEYAAeC enixelpnoeig, Paoioyeveg orto ERP  ouotnua  IFS
Applications™.

H IFS Hellas A.E. eykaBioTtd kal unoatnpilel oTnv €AANVIKN
ayopda TNV oAoKANpwHEVN e@apuoyn Aoyiopikou CRM IFS Sales and
Marketing™, n onoia anoTeAeital and Ta epyaAeia: Marketing
Campaign Management, Opportunity Management, Account
Management, Contact Management kai Service Management.

Mapexel unooTnpiEn oe SQL client/server Baocelg dedopevwy
(Oracle kai MS SQL Server), evw napaAAnAa npoo@epel TNV €niAoyn
EVOWPATWHEVNG BAONG TOU OUOTAMATOC €4V N €Taipeia Oev EXEl
server Je eyKATEOTNHEVN KaAnola Baon SQL.

EniTpénel oTouc NWANTEC €KTOC YpAPEioU va £xouv npooBaon
OoTO ouoTnUa kal peow Internet. AkOun pECa anod TNV epapuoyn
givar duvaTt n anooToAn MNvupatwv e-mail oe contacts pe TN
xpnoigonoinon unnpeoiwv Internet mail kai n oUvdeon pe kabe site
oTo web | oTo Intranet Tng eTaipeiac.

TolIFS Sales and Marketing™ dgoueUeTal OTNV UNOCTAPIEN TWV
AEITOUPYIKWYV OUOTNHATWYV Kal Bdocewv dedopevwv TnG Microsoft.
'OAa TaepyaAeia Tou IFS Sales and Marketing™ eival oUyxpoveg
"32-bit" epapuoyéc kal TpExouv og Microsoft Windows nepiBailov

H IFS Hellas ouvepyaletar pe Toug Meviwp EAAAg ENE,
AnpoTikf Enixeipnon Avantuéng Anpou Apapouciou, IxBuoTpoeia
Selonda, kAn.

Interworks Web CRM: ToWeb CRM anoTeA&i €&va kaivoTouo
Kal anAd0 w¢ npoG Tn Xpnon ouortnua Jdlaxeipiong NeAATEIAKWV
OXEOEWV TO oOnoio evonolei TIG OpacTnplOTNTEG NWANCEWY,
napayyeAiwv, marketing kai eEunnpernong neAatwv. H diapopa Tou
Web CRM anoé Ta avraywvioTika cuoTnNaTta €ival oTl npokeiTal yia
Mia 100% OiadikTuakn e@apuoyn nou OiaTifeTal €E0AOKANPOU ME
TNV Hop®n unnpecia¢ Héow Internet. Autd onpaiver o1 dgev
XpelaleTal kKapia €ykataoTaon, ol XPNOTEC €xouv npooBacn ano
onoiadnnoTe TonoBeoia oTnv onoia undapxel npooBacn oTto Internet



Kal ol avapabpiceic yivovTal Aueca, Xwpic €nnpooBeTra Kpugpa
€€oda ouvTAPNONG Kal gykartaoraonc. Ano NAEUPAC
xapaktnploTikwv To Web CRM dev €xel valnAswel Tinota ano Ta off
line ocuoTnuaTa. ZUyKeEKpIMEVA, N NAAPNG oouitTa nepIAapBavel
dlaxeipion nwAnocswv, napayyeAiwv, marketing kalr €EunnpéTnon
neAATWV — service.

Id1aiTepn €p@aon €xel 00Bei TOOO OTNV ACPAAEld TWV
OUOTNMATWY UAIKOU 000 Kal OTIC TeXVOAoyieg Aoyiodikou. H
apxitektovikn N-Tier otnv onoia BacileTtal o oxediaouog Tou Web
CRM enmITpEnel TN OUVEXN NPOOTACIA TWV EMNIPMEPOUC EMINEDWYV HE TN
xpnon noAAanAwv Firewalls, Intrusion Detection Systems (IDS) kai
ouoTnuatwv Antivirus. H enikoivwvia pe Toug Web servers yiveral
ME xpnon wnoelakwv motonoinTikwv (Digital Certificates) «kal
KpunToypagpnon SSL.

Mepikoi ano Touc Web CRM xpnotec eivar: 3Guys, Alumil,
Infotrust, Toi & Moi, Antisel, Antisys, k.d.

Microsoft CRM: Baociopévo €€ oAoKANpou oTnv TeXVoAoyia
.NET, To Microsoft CRM eival eUkoAo va €nekTabei, va NnpooapUoOoTEi
Kal vaxpnoigonoin®ei peow Twv diadedopevwv Microsoft Outlook kal
Tou Internet Explorer. To Microsoft CRM anoTteAeiTal ano Ta:

a. Microsoft CRM Server: H evonoinuévn apxitektovikn .NET
ouvdualeTal kal anaitei Tnv unap&n Microsoft Windows 2000 R
2003 Server pe Active Directory, Microsoft SQL Server, Microsoft
Exchange Server kai Microsoft IIS 5.0 €101 woTe vasEaopaAioTouv
MEYIOTN anddoon Kkal aocpdaAeia, AsIToupyieg messaging Kal
anodoTIkO customization.

B. Microsoft CRM Sales for Outlook: O1 nwANTEG €xouv npdoBaon
OTa OToIXEia Twv nNeAATwV HECw Tou e-mail client, €iTe eival
OUVOEUEVOI PE TOV server €iTe Oxl. AOUAeUOVTAC MECA OTO OIKEIO
nepiBaiiov Tou Outlook, kGBe xpnoTng pnopei va diaxeipieTal TIg
epyaociec Tou CRM, Tta e-mail, TIC enageEg, TIG sukalpie¢ NwAnNoNG,
va opilel pavTeBou K.a.

y. Microsoft CRM-Exchange E-mail Router: O dpopoAoynTng €ivail
€va TUAMA AOYIOMIKOU MNOuU napexel Mia dlenagn avapeoa oTo
ouoTtnua TnG Microsoft CRM kail Tov Microsoft Exchange 2000 f
2003 Server.

0. Microsoft CRM Data Migration Framework: Eival €éva ouvoAo
EPYAAEIiWV VYIO VAPMOPECEl HIa enixeipnon va €&ayel kal va
METAPEPEI OTOIXEIQ ano pia eEwTepikn nnyn oto CRM.

H Microsoft €xel ouvepyaoTei pe Tnv Avaya yia Tnv
oAokAfpwon Tou CRM.

MySAP CRM: H Auon mySAP™ Customer Relationship
Management (mySAP CRM) €ival pia and TIC EpapuUoyEC TNG OoUITAC
mySAP™ Business Suite, nou Baciletar oTnv  nAATOpHa



epappoywv kalr evonoinong SAP NetWeaver™.H AUon napexel Tn
duvaToTnTa vyia €Aeyxo OI1aBe0INOTNTAG MPOIOVTWY OE NPAyhaTiko
XpoOvo, OJlaxeipion ouhBoAdiwv, TIMOAOYNON KAl €KTEAEON TNG
napayyeAiac.

To ouoTnua Xwpiletal o€ 3 BACIKEG AEITOUPYIKEG EVOTNTEG:

Marketing, sales, services,Ta onoia eivalr 0iaB&oiya HEOW
noAAanAwV KavaAlwv €niKoIvwviag.

Ava@opika Ta Bacika oevapla sival TaggNg:

a. Marketing: Marketing & campaign planning, Campaign
automation & optimization, Lead Management, Customer
Segmentation, Personalization, Trade Promotion Management,
Marketing Analytics.

B. Sales: Sales Planning & Forecasting, Organizational &
Territory Management, Account & Contact, Management, Activity
Management, Opportunity Management, Quotation & Order
Management, Contract Management, Incentives & Commissions
Management, Travel & Expenses Management, Sales analytics

y. Service: Multi channel service, Customer service & support,
Resource planning &  optimization, Service  operation
Management, Service planning & forecasting, Professional
Services, Service Analytics.

Ta oevapla cival d1aB€0Iya PHECW TWV NAPAKATW KavaAlwv
ENKoIvVviag:

Interaction Center: TloAukavaAlkdO KEVTPO €nNIKOIVWVIAG
(telephony, email, fax,sms)

E-commerce: AikTuakd kataoThuaTa b2b, b2c

Field sales & service: mobile epappoyeg o€ laptop n handheld

Channel partners: AikTuo ouvepyaTwyv peow Portal

nsCRM: H e@apupoygl nsCRM Tng NetSemantics oUAAEyel
OTOIXEId VyIia TOV NeAATn and OA&C Ti¢ OpaoTnplOTNTEG Kal TNV
ENIKOIVWVIA TNG €TAIpiAC KJE AUTOV, TA OPYAVWVElI G NANpogopia Kai
yvwon cUu@wva Ke TNV NOAITIKA Kal TNV oTpaTtnyikn Tng €raipiag, kal
Ta OlaBETEl HE €eviaio TPOMO OTA OTEAEXN TNG ETAIpEiac nou
dlaxelpiCovral Tn oxeon We Tov neAatn (marketing, nwAnoeig,
egunnpérnon, O1evBuvon). To nsCRM napéxel Apeon Kal €UKOAN
Onuioupyia OTATIOTIKWV EKTUMNWOEWY Kal ypa@nuAatwy anod Tov
xpnotn. H dnuioupyia Twv emBuunTwV ava@opwv HMAOPEI va Yivel
akopa kalr and Tov idlo To XpnoTn HEow €10IkoU «Report Designer»
nou cupnepiAapBaveTal otov Koppo Tou nsCRM.

To npoidov dlaxeipionG neAateiakwyv  oxeoewv nsCRM,
autouyatonolei TI¢ Oladikacieg front office Tng emixeipnong
EVOWMATWVOVTAG Ta akoAouba Baocikd kukAwpata (modules): a.
Alaxeipion nwAnoewv (sales force), B. Alaxeipion marketing, V.
Alaxeipion unooTnpiENG neAatwv (service).



To nsCRM nepiAapBavel eniong kar 01GPopa UMNOOTNPIKTIKA
UMOCUOTAMATaA Onwc: Alaxeipion epwTnuatoloyiov, Alaxeipion
aAAnAoypagiag, He xpAon napapeTpika opIfOMEVWY MPOTUNWY,
Alaxeipion BIBAiwv  €EOdWV, EvowhaTwvovTag  d1adikaaoieg
NPoEykpiong Kkal anodoong, Alaxeipion eyypapwv (siloaywyn,
ouvdeon MeE TIC ovrtoTnTEC Tou CRM, avalntnon), BaBuoAdynon
nopwv - Analytics (Baon duvapika opilopevwy KpiTnpiwv nyx RFM),
Alaxeipion e-mail kai fax, oAokANpwon HE TNAEPWVIKA KEVTPA
(CTI).

Ano TOUug YyvwaoToUg neAdateg Tng NetSemantics avagEpoupe
TIC €ENC: Mailink, Texvikn KaAuwn EAAAGdog, GoldAir, Datapower,
Mamidoil-Jetoil, k.a.

Oracle e-Business Suite CRM: To anoTteAeiTal ano Téooepa
EMNIMEPOUGC NAKETA npoiovTtwyv, Marketing, Sales, Service «kal
Interaction centre. H spappoyn unoortnpifel 30 YAWOOEC kKAl  Kal
OAa Ta nakeETa nepiAapBavouv duvaTtoTnTEG avaAuonG HE ETOIMEG
NApAUPETPONOINCIMEG avagopec Kkal dlaypdauuata. H  evoTnta
Marketing ocupnepiAapBavel enipépouc modules onwc n Alaxeipion
EkoTpateiwv, n  Aiaxeipion Aiotag MeAatwv, Epnopiko
Mpoypapuatioyd K.T.A. Me Tn BonBeild Twv UMNOCUOTNNATWV TNG,
enitpenel Tn dnuioupyia gukaipiwv nwAnong (lead), Tnv npooBaon
TNG €nmixeipnong oTtnv ayopd Kal TNV JeyloTonoinon TNng
anodoTIKOTNTAG TwV NpakTIkwv marketing.

PeopleSoft CRM: H AUon nou napexel otnv €éAANVIKn ayopa n
Decision Systems Integration €ival To PeopleSoft CRM To onoio €ival
Baolopyevo oTtnv nAatgopua Vantine CRM Enterprise Suite kai
anoTeA&i €va KEVTPOMNOINKUEVO GUOTNKA Yia TNV unooThnPIEN OAwV Twv
EMNIXEIPNOIAKWY OpaACTNPIOTATWY MNOU OxeTiCovTal PE Tov neAaTtn. H
nAaT@oOppa unootnpilel 6Aa Ta enineda piag nAnpouc CRM Auong:
collaborative, operational & analytic.

Eniong, n nAat@opua npoo@epel eninAéov AUCEIG NMOU PNOPOUV
va AsiToupynoouv o€ ouvduaopo n aveEaptnTa MeETA&U Toug Kal
nepIappavouv:

Sales & Marketing: Aiaxeipion 0Awv Twv dpacTnpPIOTATWY MOU
oxeTidovTal JE TIC NWANCEIC kal To marketing.

Support: ApopoAdynon kalr kataypa®n kKANCswv, Jlaxeipion
OUuMBacewv NpoBANUATWV Kal JETpNoN TNG anodoong. H eEunnpernon
TOU MEAATN MEYIOTOMOIEITAI JE TNV OAOKANPwonN TnG TexvoAoyiag CTI,
Tnv a&onoinon Tou workflow kar TN JduvardéTnTa AP@IdPOMNG
enikoivwviag dedopevwy He legacy kai billing ocuoTnhuara.

Helpdesk: Kataypapn npoBAnpaTwy nou oXeTilovTtal JE TEXVIKA
npoBAnuara.

Field service: To Field service diaxeipileTar Ta aITAuaTa Twv
EMIOKEUWYV, EAEYXEI TIC ENIOTPOYPEC TWV EEAPTNNATWY, KATAYPAPE! TIC



OUVBEQTEIC NPOIOVTWYV KAl auTONAaTonoIEl TNV avabeon €pyaciwv Kal Tov
NPOYPAUMATIONO TwV TeEXVIKWV. H AUon npoo@epel €mnA&ov TN
duvaToTNTA EMNIKOIVWVIAC TOU MPOoWNIKOU TEXVIKNAC EEUNNPETNG HE TA
KEVTPIKA, NEOW KIVNTOU TNAEQWVOU Kal RIM.

Quality: YnoBonbnon Twv ENIXEIPNOEWY, NPOKEIMEVOU Vva
aQuTONATOMOINOOUV KAl va BEATIWOOUV TO GUOTNHA NoIdTNTAG.

>To0 neAatoAoylo Tnc Decision Systems Integration
oupdnepiAapBavovtal o 'Opihog Tpanelag Mepaiwg, ‘OuiAog Toyota
EANGg, Kevtpikd AnoBetnpio Afiwv ABnvwv, Tpanela Kinpou, Q-
Telecom, k.d.

SalesForce.com: cival o nyerng otnv ayopd tou CRM On
Demand. MNwc¢ va pnv gival AAAwoTe a@oU EPEUPETNG TOU OpPOU ival
o 10pUTAC TnG €Taipiag, Marc Benioff. O neAdteg ToOU
SalesForce.com £xouv Tn duvatoTnNTa va ONUIOUPYNOOUV IOXUPEC
AUosic CRM nou 6a kaAUNTouv TIG OUYKEKPIUEVEG EMIXEIPNOIAKEG
anaiTnoeig Toug Kal 6a evOwPETWVOVTAl NANPWG PE TA UNAPXOVTA
ENIXEIPNUATIKA CUCOTANATA TOUG.

To SalesForce xwpileTar o€ €& eQAPUOYEC KAl AUTEC
xwpilovtalr oe €& ekdooeic: SalesForce Automation, Customer
Support, Marketing Automation, Analytics, Document Management
kal Contract Management. MepikeéG ano TIC BACIKEG AEITOUPYIEG TOU
gival ol €ENG:

Lead Management kair Opportunity Management: Alaxeipion Twv
EUKAIpIWV NWANOoNG, napakoAouBbnon Twv lead campaigns pe oToX0
TN MEYIOTONOINON TWV NWANCEWV.

Global Forecasting: AuvatoTnta npOoBAewns NWANCEwWV Kal
MEAAOVTIKWV TACEWV KAl ANAITACEWV TNG ayopdc.

Auto-response e-mails: O1 anavTnoel§ OTIC €PEUVEC TWV
neAATwV yivovTal yprAyopa kai autopata e e-mail autopaTtng
anavrtnong.

Marketing Encyclopedia: H BIBAI0ONKN eyypd®wv napexel
onoladnnoTe OoTIyMR Kal anod onoudnnoTe npocoBacn OTIC Mo
NpOoPATeC eKOOOEIC TWV NMWANCEWV Kal TwV UAIKwV marketing.

Trackable HTML e-mail: Eivar duvatog o0 €AgyXoG TNG
TAUTOTNTACG O AWV TWV EMNIKOIVWVIWV Tou neaartn,
OUMNEPIAAMBAVONEVWY KAl TWV NAEKTPOVIKWV TAXUDOPOMEIWV Mou
OTEVOVTAl and PHEPOVWHEVOUG NMeAATEC.

Product Catalog: Bon6d Tic enixeipnosic va OlaxeipioTouV
€UKOAa oUVBETOUG KATAAOYOUG NPOIOVTWV.

SalesManager: H SalesManager Hellas dpaoTtnpionoisital
d1eBvwe otnv avanTtuén epapuoywv CRM ano Tto 1989 evw otnv
eAANVIKA ayopad &ekivnoe Tnv dpacTnpioTNTA TNG ME TV NAATPOPHA
SalesManager 5.0. To SalesManager CRM unootnpilel TIG



01ad1kaoiec NwANoewy, €EunnpeTnong neAatwyv kal marketing kabe
enixeipnonc. H Auon SalesManager 5.0 Baociletal oTo AOYIOMIKO
avanTtuéng SMS RAD Framework naTtevra Tng SalesManager b.v., To
onoio AesiTtoupyei o nepiBaAlov Microsoft Windows, Pe oxeoiakn
Baon dedopevwv MS SQL 1 Oracle i Sybase kar €ivalr avoixTng
ApXITEKTOVIKNG €PAPPOYAC. AciToupyei O MOAAANAEC YAWOOEC:
OAAavdika, EAANVIKG, Feppavika, ITaAika, KAn.

H nAatgopua SalesManager CRM npoogéperal o duUo
€k000€Ig, TNV Standard (aneuBuveTal o€ PIKPOPEDQAIEG EMIXEIPNTEIC)
kal Tnv Enterprise (aneutbuveTrar o€ peoaieg kal  PEYAAEG
ENIXEIPNOEIQ).

M'vwoTtoi neAdTteg eival o1 Pharmathen, Cosmetique Active
(Group L'oreal), Yalco, ATCOM, ApaABeia EkdoTikn, K.d.

Siebel: Ano TIC MO YVWOTEC EPAPHUOYEC OTO XWPO Eival auTrn TNG
Siebel. H €kdoon Tou CRM Siebel 7.8. anoTteAcital and eva peydalo
oUvoAo evoTATWYV, anod TIG OMNOIES Ol KUPIOTEPEG €ival ol €ENG: NMwANCEIC,
Marketing Contact Centre kai EEunnpernon MNeAaTtwv.

MNwAnoesic. To Siebel Sales 7.8 napexel 6Aa Ta kavaAia ano Kai
npoG Tov NeAATN E&vw Xpnoidonolei nNANBoC epyaAsiov  Kal
HeBodoAoyiec nwAnong. Opiopeva and Ta vea epyaleia Nnou Napexel n
epappoyn e€ivai: o MpoypappaTiogdg =toxou MwAncewv oOnou ol
ENIKEPAAEIC pnopouv va BEoouv OTOXOUC Yid KAOe nwAnTn Kal vda
napakoAouBnoouv Toug Pacikoug Odcikteg anddoong (KPI) kai n
OAokAnpwpevn Eknaideuon MwAncewv, n onoia divVEl CUYKEKPIPEVN
HeBodoAoyia eknaideuong kal KpATd TO 10TOPIKO eknaideuong Kabe
NwWANTA.

Marketing. EpyaAegia nou napéxel n evoTnTa eivai:Aiaxeipion
loyalty (n e@appoyn napexel epyaA€io nMou €NITPENEl TNV aAvanTuén
TEXVIKWV Yia Tn diatApnon Tou neAdrtn), Katnyopionoinon kai
>Tox00eTnon (katnyopionoinon NeAAToAoyiou HPE QUOIKA Kdl AoyIKa
KpiTnpla), e-mail marketing kar Xxedlaocuog Marketing-Alaxeipion
MNopwv  (dlaxeipion  npoownikou,  €€onAiouou, KEPAAaiwy,
npoUnoAoyliouou).

Contact Centre. H epappoyn kaAunTel NARPWG OAEC TIG AVAYKEG
€VOG contact centre evw n AvoIKTR APXITEKTOVIKI TOU OAOKANPWVETAI
oxedov pe kabe epappoyn CTI. Ta modules nou nepiAauBavovrai
oTnVv evoTnTa €ival: ZToxol Anodoong, MeTpnoeic ANodoTIKOTNTAG TWV
agents kal Ynnpeoliwv, Baon vwong, Analytics (ouAAloyn kai
anoTunwon nAnpogopiwv), Mobile/Disconnected (eniTpEnel oTOUG
XPAOTEC va OnuioupyoUv aITANATA avagopwv OTav  &ivai
anoouvdedeuévol and Tnv epappoyn), YnoomnpiEn MoAudidoTaTtwyv
nnywv pe XML.



EminAéov, n e@appoyn anaitei pndevikn eykataoracn (zero-
install) client, Siebel Smart Web Architecture, n onoia npooepel
eueAi€ia kal AeIToupyIkoTNTa HEOW evoc Web Browser.

MeAatec Tng Siebel eivar o1 eraipieg: Vodafone, Telestet,
Forthnet, Boehringer Ingelheim, Allianz, AlphaTrust, MeTleTakng, K.q.
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KE®AAAIO 6
CASE STUDY TOY OMIAOY MNAAIZIO

6.1 TO NMPO®IA THZ ETAIPIAZ NAAIZIO

To MAaioio €ival pia €Taipia pye PJEAAOV kal opapa OI0TI EXEl
napeABov Kai 10Topia oTNV ENITEVEN TWV UYWNAWV OTOXWV Nou BETEL.
Anpioupynbnke 1o 1969 0t €va Xwpo 10 TETPAYWVIKWV HETPWV
oTnv 000 XToupvapn MeE €idn oxediou kal XapTonwAegiou yia va
KaAUWel TIC avaykes Twv @oITnTwV Tou [loAuTexveiou. Znuepa
KATEXElI NYETIKN B€on oTov gupUTEPO KAAdOo TNG MANPOPOPIKNG, TNG
TnAepwviag kal Twv EIdwv Mpageiou. To MAaiolo, pdévo anod To 2000
MEXP! Onuepa €xel kepdioel 18 etalpika PBpafeia kar a&itel va
avaQePOUPE OTI yia 8n ouvexn Xxpovia eivar avapeoca otig 500
TaxUTEPA avanTUCOONEVEG €TAIpieg oTnv Eupwnn.

FeyovoTa oTaOpoi oTnv 10TOPia ToOu OMiAouU:

To MAaiolo yevvnOnke 1o 1969 oc €va payaldaki 10 T.4. oTnV
napanAeupn Tou E. M. MoAuTtexveiou (E.M.M.) 0066 ZToupvapn 24,
ME €idn oxediou & xapTonwAegiou. IdpUTAC Tou €ival O ONUEPIVOG
Mpoedpoc¢ Tou AIOIKNTIKOU ZUPBoUAiou kai Aleubuvwyv ZUPBOUAOC
TNG €Talpeiag k. MNwpyog Mepapdoc.

H aduvapia TnGg ayopdg TnG €MOXNG €KEIVNG va KAAUWEl Tn
NTnon via €EeAlypévoug €EONAIOHOUG TEXVIKWV Ypa@Einv, odnyouv
To OEUTEPOETN POITNTH TOTE TNC ZXOANC MOAITIKWY MnXavikwv Tou
E.M.M. NMwpyo Mepapdo, €va veo nou dIAKpPIiVETAl yid TO «AVAOUXO
nveupa» Tou, va npayuaTonoinoel TV NpwTN Tou €lcaywyn 1o 1976
ME TexVIkKG oxedlaotnpla. Me Tnv npwTtoPBouAia auTtn KAAUWE TIG
NPOCWMIKEG TOU AVAYKEG, AAAG Kal hiag ogadag ocuphgpoITNTWY Tou. H
ENITUXNMEVN €10aYWYIKN €Pnelpia Tov wbei va voikidoel pye 80.000
OpX. OAVeIKA TOV MPOAvAPEPOPEVO XWPO, TOV oroio «Ba@Tiler»
MAaioio. Autn) Ba €ival kal n ageTnpia TNG cuvexoug avodiknG TNG
nopeiag, nou &@epe TNV MMAgiclo oTnv Kopu®pn kal Tnv €dpaiwoe
oTnV NpwTornopia.

O1 dpaoTnpIOTNTEC TNG €NIXEIPNONG AvanTuooovTdl onUAavTika
ME Tn Onuioupyia €kBeong €1dwv yia Tov €EONAIOUO TWV TEXVIKWV
ypageiwv, n onoia orteyaldtav o€ Kkataotnua e€ni TnG odou
>Toupvapn 19. ZUvTopa n OUVEXNC au&énon Tou KUKAOU €pyaciwyv,
odNyei oTnNV €nEKTAoN TNG €KOE0ONC OE YEITOVIKO KATAOTNHUA, OTOV
apibpo 22 1ng idiag odou.

MapdaAAnAa n €Taipeia NnpayyaTonolei To I0TOPIKO TNG AVOIyHda
oTa €idn ypageiou, KATAKTWVTAC OXETIKA ypnyopa TNV npwTtn B€on
oTnv ayopd Kkai oOTn ouveidnon -TO ONUAVTIKOTEPO-  TOU



KaTavaAwTikoU kolvou. H npwTid autn nou OlapKel €wg onuepa
anoTeA&i €va and Tou BacikoUg NUAWVEG TNG Kuplapyiag Tng €raipiag
MAagioio oTnv eAANVIKNA ayopad.

To €10C¢ 1979 n enwvupia MAagioio €ival NAEoV CUVWVUHO TNG
noloTNTAG Kal To ONUa Tng €taipeiag TauTieTal JE OTI JOVTEPVO Kal
AEITOUPYIKO KUKAOQOPEI oTnv ayopd. H 6Ao kal nAaTtuTtepn anodoxn
TNG MAagiolo and To KATAVAAWTIKO KOIVO €XEl 0AV AMOTEAEOUA TN
ouvexn au&énon Tou Tipou TNG KAl TN METATPOMN TNG ATOMIKAG
enixeipnon o€ Avwvupn ETtaipeia pe Tnv enwvupia "MAAIZIO
COMPUTERS A.E.". H véa esnwvupia ouciaoTika npoavayyeAAel Kal
MAAIOTa o€ avunonTo XPOvo, TNV MEAAOVTIKN €i0000 TNC €TAIPEIAC
otnv MANpo@opIKkn, €va TOPEA NMOU AkKOPa BplokoTav dleBvwg oTa
onapyava. Me Tnv evepyela TNG auTh n €Taipeia kaTtadelkvUEl Miong
Tn 010paTIKOTNTA PE TNV onoia atevilel aAAG kal npogTolyaleTal yia
To auplo. Ta navra OTnv E€Taipeia @Epouv Tn ogpayida TNng
KalvoToHiag MEXPI TNV TeEAeuTaia AenTopEpPEld: AnoO Ta NpwToyvwpa
npoiovrta PEXP! TNV BeopoBeTnon Twv meetings, nou ATav paAlov
ayvwoTa oTn €0WTEPIKN opyavwaon kal {wn Twv TOTE eAANVIKWV
ETAIPIVV.

H xpovid Tou 1986 unnp&e oTabuoc oto dpOHO TWV ENITUXIWV
Tng TMAdgiolo kalr a@etnpia TnG aApatwdoug avanTuéng nou
enakoAouBnoe. H MAAIZIO A.E. si0€pxeTal duvapika oTo XWPO TNG
MAnpogopikng kal dnuioupyei €101kd0 Computers shop €ni Tng odou
>Toupvapn 24. And TO npwTo JdldoTnua TnNG AsiToupyiag Tou
Computer shop n eraipeia npoxwpei oe pia and TIC a&enepaoTeg
NPWTOMOPIEC NOU TNV KABIEpwOav 0 NpwTAywvIoTIKn dUuvaun oTnv
EAANVIKA ayopd. ZUVAPHOAOYEI OTa METPA TOoU KABe neAdTn
EexwpIoTA Pe To ouoTnua Built to Order (B.T.O) Touc HAekTpoOVIKOUG
YNoAoYIOTEG JE TO KaTOXUpwHEVO brand name "TURBO-X".

To 1988 n etaipeia MAAIZIO A.E. pete€eAiooeTal o MAAIZIO
COMPUTERS ANQNYMH ETAIPEIA HAEKTPONIKQN YTINOAOTIZTQN
KAI EIAQN BIBAIOXAPTOMQAEIOY. Tnv idla Xpovia n eTaipeia
nepiAapBavel oTic dpaoTnpIOTNTEC TNG KAl TNV €UNOPIAd AVAAWTIHWV
yia HAekTpovikoUG YMoAoyIiOTEG, KATAKTWVTAG €&va and Tda
MeyaAUTepa pepidlia ayopdc.

Me Tn Onuioupyia 1010kTNTOU KataoTAuatoc orto N. Wuxiko
(006¢ Opnpou 5) Tn Xxpovid Tou 1992 n eTAIpEia NPOXWPEI OTO
oThoIgo aAuagidag Alavikng, oxedialovtag napdAAnAa Ta enopeva
TNG BAMATA oTOV TOMEA auTo. To kataoTnua Tou N. Wuyxikou epxeTal
va KAAUWEI OAOKANPWHEVA TIC EMIXEIPNHUATIKEG KAl TIG I0IWTIKEG
avAyKeg, TNG eUpUTEPNC NEPIOXNC TWV Bopeiwv npoaocTiwv. Tnv idia
xpovid To [MAaiolo, nou napakoAouBei ndavra orteva TIG OleBVEIG
e€eAifeic oTov TopEéa TNG MANPOPOPIKNG Kal JIAUOPPWVEI TIG TACEIG
TNG €AANVIKAG ayopdg, Mnaivel duvapika Kal oTo Xwpo TwVv
multimedia.



To 1995 n MAAIZIO COMPUTERS anokta ouyxpovo I010KTNTO
KEVTPO anoBbnkeuonc kail diavounc 4.000 T.y. orn MeTapdppwon
(120 xIA. €Bvikng odou ABnvwv - Aapiag). ZTov idlo Xwpo
A&IToupyei kal To 30 karaoTnua Alavikng nwAnong, aAAd kair To
KEVTPO ouvapupoAoynong H/Y. ZAuepa oTov idl0 XWPO EXEl
dnuIoupynOsei €&vac and Touc 6 UNEPXWPOUC nou JIaBETel N €TAlpEiq,
OUVOAIKNG enipaveiag 2.500 1. p. Me eukoAia npooBaong kai
AaveToug Xwpoug parking, o unepxwpo¢ TNG MeTaudopPpwong
ouvduadel povadika TIG ayopeg We Tn diackedaan.

Tnv idia xpovia 1dpuetal otnv 0d0 Zaiun 10 oTo KEVTPO TNG
ABnvag, €101KO KATAOTNHA YE AnNOOTOAN TNV NApPoXrn OAOKANPWHEVOU
service & avaBaduiong, o€ onoiadnnoTe povada H/Y.

Ano To 1996 n €Taipeia €lonyaye €va npwTonopiakd cuoTnua
aneubeiac NnwAnoewv - anootoAwv (direct mail) oe neAdreg. Ol
NWANCEIC AQUTEC npayparonoioUvTdl PEOw TnAepwvou, fax Kkai
NPOIOVTIKWV KATAAOYWV, Ol OMNoiol anooTEAAOVTAI OE OUYKEKPIMEVEC
opadec katavaAwTwv Kal enixeipnoewv (target groups), eite
dlavEPovTal JE TN HOPPH EVOETOU OTIC EPNUEPIDEG.

Id1aiTepa ol kaTtaAoyol nNpoiovTwv lMAaiclo, nou anoTeAoUv Wia
and TIC MEYAAUTEPEG NPWTOMOPIEC TNG E€TAIpEiag oTnV €AANVIKN
ayopd, avavewvovTal ano TOTE dlapkwg kal €kdidovral NAEov o€
€TNOI0 TIpal nou &enepva Ta 9.000.000 avTiTuna.

Tnv enodpevn xpovida, 1o 1997 dnuioupyeiTal €EEIDIKEUPEVO
KAaTAoTnUa HE TIC NMAOUCIOTEPEG OUAAOYEC Ot €idn ZwypagIknc,
>xediou, Mpapikwv Texvwv Kal Makerac otn ZToupvapn 19, &va
XWPO MNOU OTABNKE YIa va MPOOQEPElI TOV NANPECTEPO €EOMAICHO
OTOV €NAYYEAMATIA, OTOV €PACITEXVN, OTO (PTACMEVO KAAAITEXVN
aAAa kai oTov QoITNTN.

H aAucida Twv kataoTnuAatwv TnG AIGVIKNG €ENEKTEIVETAI
ouveXwWG kal To 1998 eykaivialeTal €va veo kataoTtnua MAaioio oTn
FAuQada eni Twv odwv Aalapakn kal Aew@opou ABnvwv 5, nou
KAAUNTEl OAOKANPWHEVA TIC AVAYKEG TWV MNEAATWV HAG OTa
VOTIOavaToAIKG npodoTid. =Ta TEAN Tou idlou XpOVou, EYIVE n
evap&n Aeiroupyiag kataotnuatog MAaiclo oTn ©ecoaAovikn, oTn
ywvia Tov odwv M.M. l'eppavou 11 & Tolyiokn, nou cuvToua Ba
yivel onueio ava@opdc oOxI MOVOo TNG oupnpwTeUOUOAC Kal Tou
OMWVUHMOU VOMOU, aAAd Kkal TnG eupuTeEPNG MEPIOXNC TNG
Makedoviag.

To 1999 anoTeAei opdoNUO OTNV EMITUXNMEVN MOpPEia TNG
MAaioio, kaBw¢ Tov MdapTio, YETaG ano Anpoaoia Eyypan, ol HETOXEG
TNG sionxbnoav yia dianpaypdTteuon oTtnv napdAAnAn ayopd Tou
XpnuaTiotnpiou A&wv ABnvwv. H eoaywyn ongeiwose pekop
EYYPAPWV KI N €kO0OON UNEP-KAAUPTNKE KATa 393 QopEC.

Tov IoUAIO TO 80 KaTA O€Ipd KATAOTNMA TNG €Talpeiag avol&e
Ta @TEPA Tou OTo MMepioTEpl kKal To AekéuBplo TO 90 OTn Oc€Ipa
kataornua [Aaiolo, avoi&e TIC nopTec Tou ortnv Marpa. Me TO



avolyha KaTaoTAPaTog oTnVv axdikn npwTtelouca npaypaTonolEiTal
€va akopn anogaocioTikO BhAua, oTo nAdioio TG avanTtuiakng
NOANITIKAG TNG ETAIPEIAC, yla €NEKTACN TNG O OAN TNV €AANVIKN
enikpaTela.

2T0 TEAOC TNG idlag XPOVIAg avoiyel €va VEO KeEQAAAlo oTnv
IoTopia Tou T[Aaiociou pMeE TNV €i00d0 TNG ETAIPEIAC  OTIC
TNAENIKOIVWVIEC KAl oTo internet, dUO VEUPAAYIKOTATOUC TOMEIC NOuU
n €EEAIEN TNG TeEXvoAoyiag odnyei oTnv OAo Kal MeyaAuTepn
oUYKAION TOUG.

H etaipeia Onuioupyei TEAOG 3 OIAPOPETIKA Evepyd
HAekTpovika Kataotiuata pe 8.000 €niokKENTEG TNV nNMEpPAQ.
MpoKeITAl yia Ta NPWTA Kal Td NAEOV OAOKANpwpeEva HAekTpovika
KataoTnuaTta, nou OUVEICPEPOUV ONUAvVTIKA OTIG MWANOCEIC ToUu
MAaiciou.

Tov ®eBpoudpio Tou 2000 avoiyel To 100 kataoTnua MAaioio
oTo HpdkAegio TnG KpATnG. O 450 T. Y. XWPOC TOU £Xel oXeDIAOTEI yia
va KaAUWel TIG avaykeg TNG ayopdc TnG HEyaAovhaoou.

Tov Maio 10 110 KOMPBIKO kaTdoTnua [MMAaiclo cuvoAikou
guBadou 450 T. Y. avoi&e nAnoiov TNG nAdTteiac ZuvTtaypaTtog (000G
BouAng 3), evtdg Tou EUNOPIKOU TPIYWVOU TwV ABNVwv.

Tnv idia xpovid (2000) aAAdadlel kal n ENwWVUMia TNG Talpeiac.
Ano MAAIZIO COMPUTERS A.E.E. yiverar MAAIZIO COMPUTERS
A.E.B.E.

Tn xpovia Tou 2001 eykaivialetal To 120 KOPPBIKO KATAOTNHA
MNAAIZIO COMPUTERS A.E.B.E., To onoio BpiokeTalr oTn Aew@opo
Meooyeiwv 512-514 oto XTaupod Ayiag Mapaokeung. ZTOXOG Tou
€ival n KAAUYnN TV avaykwyv Twv Neploxwv AvaTtoAlkng ATTIKNG, Kal
TNC avanTuOOOUEVNCG NEPIOXNC TOU KOWBoU XTaupou - EAguadivac.

>TO €UNOpPIKO KEVTPO KaAAIOEAC kal OUYKekpIgEva oTnv 0do
AaBakn 31 avoiyel TIC nopTec Tou TO 130 KOMPPIKO KaATaoTnua
MAaiolo. H eTaipeia kaAunTel €T0I NANPWG TIG AVAYKEG TWV NEPIOXWV
nou Olaoxiovrtal i €xouv €UKOAN npooBacn OTIC AswPOPOUC
SuyypoU kal Onocwc (KaAAiBea, Mooxato, Néo ®aAnpo, Pevtng,
Taupog, NeTpaAwva, Koukakl, Néa Zpupvn).

Tov ZenTeuPplo TNG idlAg Xpoviag avoiEe TNG NUAEG Tou OTnVv
KaAapapia tng ®eooalovikng, (000¢ EBvikNG AvTioTaoswg 131) TO
"Gate Through", To onoio anoTeAei Tov NPWTO KOPPBIKO MOAUXWPO
TeExvoAoyiag, yvwong kKal yuxaywyiag ornv xwpa pdag. Me Ttnv
dnMIioupyia Toug EVTEAWCG NMpwTONopIaKoU auToU XwPOou, n €Taipeia
uAonoinoe Tnv 10€a TNG ocuvunNap&ng dIaPOPETIKWV ENIXEIPHTEWV Kal
O1aPOPETIKWV OPAdWYV EIdWV. Z' auTO TO XWPO CUVOAIKNG EMIPAVEIAG
2.500 T1. . ouvundapxel TO TMAgiclo pe TO BIBAIoNwAEio
EAeubepouddkng, dnuIoupywvTag €va KOMWPBIKO XwWPO MAPOTUMNO OXI
MOVO yia Ta eAANVIKaG aAAd kail yia Ta d1ebvr dedopéva.

To 2002 enekTeivovTal - Tov Iavoudplo - ora 1000 T. y., ol
AEITOUPYIKOI Kal €KOECIAKOI XWPOI, TOU IOTOPIKOU KATAOTANATOC



nAnpo@opikng  «[MAaiclo», otnv 000 Xtoupvapn 24. O
avakdalvVIoOHEVOG NOAUXWPOG KAAUNTEI akOPa Mio OAOKANPWHEVA TIG
avaykeg TnG npwTeloucag, aAAd kal Twv avbpwnwv nou
«KATERAivouv» OTO KEVTPO YIa TIC AYOPEC TOUG. H enekTaon auTnh
gival anotéleopa TNG vyia 33 Xpovia Ouvexoug avanTuéng Tng
ETAIPEIAC, NMou YyevvABNKe oTov idI0 XwPOo, OTAV auToC EKTEIVOTAV OF
MOAIG 12 T. . Me TNV Kivnon auTh €VioXUBNKE akOUn NEPICOOTEPO O
NPWTAYWVIOTIKOGC pOAo¢ Tou T[MAaiciou oTtnv  ayopd TNG
MAnpo@opikng, dedouévou OTI Ta kataoTtnuarta MAaiocio Tng odou
>Toupvapn diapopPpwVvouV g JeyaAo BaBuod TIC TAOEIC TG ayopdd.

Tov ®eBpoudpio dnuioupynBNKe anod Tnv €Taipeia, TO VEO TNG

KEVTPO TexVIKNG YnootnpiEng otn FAu@ada (0d0¢ . Manavdpeou
6), OuvoAIknG enipaveiac 100 T.y. O1 au€nuéveg avaykeg Tng
eupUTEPNG NEPIOXNG TWV VOTIWV MNpoacTiwv Ot OAOKANPWMEVEG
UNNpPeoiec service & avaBaduiong, kaAunTovTtal €T0I PE  TOV
anoTeEAEOUATIKOTEPO KAl MANPECTEPO TPOMO.

Tov IoUAIo dnuioupyndnke otn MeTapoppwaon (0d6¢ daBiEpou

5) &vag unepxwpog ouvoAikoU gppadou 2.500 T. Y. ZTOV UNEPXWPO
autd OUVOAIKNG engévduonc 1.691.586 eupw, O KATAVAAWTEG
hMropouv va anoAaucouv népa and TA yvwoTd npoiovra Kal Ta
akoAouba:
= EIdikd Xwpo napouciaong kal €nidei€ng npoiovTwy €IKOVAC
Kal AXou, nou OIEUKOAUVOUV Tov NeAATN va dnuioupynoel To OIKO
TOU «Wn@Iako oniTi».
= EIdIkd Xwpo Me npoiovta oe €IdIKEC npoopopes (stock
house).
= EIdIkO TexXVIKO TUAMA NOU HNOPEI va E€NIOCKEUACEl N vd
avapaBuioel Tov H/Y oac péoa os 4 wpeq.

Tov deBpoudpio Tou 2003 Eekivnoe TNV AsIToupyia Tou €vag

VEOC UMNEPXWPOC, OUVOAIKNG enipaveiac 1000 1. y., oTov Meipaid
(006¢ EBvikNG AvTioTaoswg 21). ZToug 5 opogoug Tou Baupaacia
avanaAaiwpevou veokAaoikoU nou oTeyaleral, napouaoialovTal
ouvoAlka@ 18.000 npoidovrta nANPOPOPIKNG, TNAEMIKOIVWVIWV Kdal
10wV ypageiou. Me Tn dnuioupyia TOUu VEOU AUTOU UMEPXWPOU N
ETAlpEia KAAUNTEI NAAPWG TIC AVAYKEC TWV KATAVAAWTWV OXI HOVO
TOU KEVTpoOU Tou Meipaid kal TwV MpoacTiwv Tou, AaAAd kal Twv
VNOIWV Tou ApyooapwVikou kal Tou Alyaiou.

MéEoa oTto 2003 n MAaiolo enixelpei e andAUTn eniTuyxia pia
akOun NpwTonopida. ANUIOUPYEI TOUG NPWTOUG CUVAPHOAOYNHEVOUG
popnToug H/Y Turbo-X oTa JETpa Tou NEAATN.

'Eva veo superstore MAaioio To 2004-0uvoAIKAC €MiPAveIac
1300 1. p.- avoi&e kar AsiToupyei ot €va €EAIPETIKO OnNUEio
NnpoBoANg, oTn Aew®Oopo BouAiayupevng 595 - otn oUUPBOAN HE TOUG
001koUG a&ovec AAigou & APYUPOUNOAEWCG - €EUNNPETWVTAG TIG
neploxeg: Aagvn, HAlounoAn, ApyupounoAn, ‘AAipgo, KaAlaudki kai
MaAaid ®daAnpo. To veo autd kartaoTtnua e€ivar To 170 oTnv



navioxupn aAuagida Alavikng nou €xel dnNUIOUPYNOEl N €Taipeia, o€
d1dpopa oTpaTnyika onueia Tng ABrivag aAAd kai Tng Xxwpdac.

Tov IouUvio Tou 2005 10pUETAl TO MNPWTO KATACTNHA TOU
MAaigiou otn BouAyapia (Plesio) onuatodoTwvTag pia véa enoxn
noAuebvikng oOpaong vyia Tnv etaipeia. H avanuén opwg dOev
oTrapartasl ekei. Tnv idia xpovid n MAaiolo Computers A.E.B.E.
ylopTalel TNV €vap&n Asiroupyiac Tou 18ou KATAOTANATOC TNG OTNV
Knepiola. O véog unepxwpog OlaBeter 3 enineda oTa onoia
pINo&evei 18.000 npoiovta MAnpo@opikng, TnAepwviag kal Eidwv
Fpapeiou.

'Evag veog unepxwpog euneipiag kal diaokédaong 2.200 T.p.
apxilel Tn Asiroupyia Tou oto "The Mall" To 2006. Tnv idia xpovia,
uneypagn n oupBacn avabeong TnGg A’ @AONG KATAOKEUNG Tou
VEOU KEVTPOU ouvappoAdynaong, logistics kal diavopng Tng MAaiaio
Computers A.E.B.E. npounoAoyiopoU 4 ekatod. €. O VEOC AuTOC
XWPOG OUVOAIKNG enigaveiac 22.500 T.4., Ba KATAOKeUAoTel o€
1I010KTNTN €kTaon 29.800 T.d. TNG €Taipeiag otn MayouAa ATTIKAG
(http://www.plaisio.gr).

H @iAoco®ia TnG eTaipiag:

>710 MAdiolo, N NWANon &vog NAEKTPOVIKOU unoAoylioTrl aAAd
Kal onoloudnmnoTe AAAOU npoidovToC, anoTeAEl Tnv anapxn MHIac
HAKpOXPOVIag OXeoNG KME Tov NeAdTn nou BacileTal oTnv eIAIKpivelq,
TNV apoiBaia egnioToouvn kai Tnv diapkn unoatnpiEn. H gpiAocogia
TNG €TAlpiag anod To &ekivnua TnG PEXP! TIG HEPEG MAG anoTEAEI n 000
To duvaTtov nio nNARpNG €€unnpeTnon oOTIG I01AITEPEC AVAYKEG TOU
KaBe neAdTtn. H NeAATOKEVTPIKOG MpooavaToAIoNOG TNG €Talpiac ivail
adlap@ioBnTNTOoC Kabwg 0Aa ol dpacTnPIOTNTEG OAWV TWV TUNHATWV
TNG AsiIToupyoUv akpIiBwe Npog auTn Tn kateubuvan.

O 'OpiAog Baaoilel TNV pakpoxpovia avanTtuén Tou oTnv avénon
Tou MepIdiou Tou OTNV ayopd kKai Oxl oTnv avantuén Tng ayopdc.
AuTn N @pacn anoTeAei To oTPATNYIKO OTOXO TOU ouiAou MAaiolo. H
MAagioio Computers dev enavanaueTal oTnv npwTn 6€on, napd To
YEYOVOC OTI TO €nITuyXdavel o dUO anaiTnTIkoUC TOMPEIC — TOOO OTd
Eidn Fpageiou 000 kai otnv MAnpogopikn. Bacikdg oTdxog Kal
ouoTaTiko TNG eniTuxiag Tng MAaiolo Computers €ival n diatApnon
TWV UWPnAwv pubuwv avanTtuéng akoua kal 0Tav ol GUVBNKES TNG
ayopag eivar avti€oec. EmBpaBeucn TNG uwnAng Kalr ouvexoug
avanTuéng ival o1l To MAQiol0 CUuYKATAAEYETAl yid 8 OUVEXOMEVEG
XPOVIEC OTIC 500 TaxUTEPA avanTUOOOUEVEG £TAIpEieC TNC Eupwnng
(1999-2007) (http://www.presspoint.gr).

H eTaipia dlopyavwvel TakTIKA €KNAIDEUTIKA GEPIvApia yia va
ENIHOPPWOElI TA OTEAEXN TNG, ME OITTO OKOMO: TOV EKOUYXPOVIOWO
TwV JEBODWV EMIKOIVWVIAC JE TOUC NMEAATEC, KATI NMOU EMITUYXAVETAI



ME TNV undpyxouca unodoun O€ MnNxavoypagika ouoTANATa
Customer Relationship Management (CRM) kai Data Warehousing,
aAAd kal va aveBadlel To AdN uwnAd €ninedo TwV OTEAEXWV TNG ME
TNV eknaideuon and d1eBvoug eninedou eknaldeUTEC PE okOMNO va
oupnAnpwvouv Jia a&ioAoyn eviaia opada nou kabnuepiva divel Tov
€auTO TNG YIA TNV NOIOTIKNA KAl TEAEIWG Npoownikn €EuNNPETNON TWV
neAatwv Tng (http://www.weeklytelecom.gr).

H dopn Tou opiAou:
A. PLAISIO COMPUTERS JSC

H etaipeia PLAISIO COMPUTERS J]SC dpaoTtnpionoleiTal otnv
EUNOpia  NAEKTPOVIKWV  UMOAOYIOTWYV, €I0WV  ypapeiou  Kal
e€onAlopoU TnAenikolvwviwv. H €dpa Tng PBpioketar otn ZoQia
BouAyapiag, otnv 006 Angel Kantcef 5. Idpubnke TO 2004 KaI
Eekivnoe Tn dpaoTtnpidTnTa TNG Tov IoUvio Tou 2005. To HETOXIKO
TNC KEPAAAIO AVEPXETAlI O €va EKATOMHUPIO MEVNVTA €NTA XIAIAOEC
Kal capavTa €& € (1.057.046,00 €) kal kaTexeTal o€ nocooTo 100%
ano Tnv NAAIZIO COMPUTERS A.E.B.E.

B. MAAIZIO AKINHTQN A.E.

H etaipeia MNAAIZIO A.E. ANAMNTY=ZHX & AIAXEIPIZHZ
AKINHTQN é€xer Tnv €dpa Tng oTtov dnpo Knoioiag, otnv 0do Bao.
'O6wvog 88, kal eival kataxwpnuevn oTto MnTpwo AVWVUPWV
Etaipeiwov TN Nopapxiag AvaTtoAlkng ATTIKAG HE  apiBuo
45649/01AT/B/00/137. ZUu@wva HME TO KATAOTATIKO TNG OKOMOG
auTng e€ival n ayopd, KTNOn, €Unopia, aveyepon, dlapuopPwon,
nwAnon, €&KYETAAAeuon, OJlaxeipion kal avanTtuén olacdnnoTe
HOpP@PNC Kal €idoug akIivATwV. To HETOXIKO TNG KEPAAAIO AVEPXETAI
O€ NEVTE EKATOHUMUPIA TETPAKOOIEC TPIAVTA MNEVTE XIAIAOEC €Eakoala
eikoal € (5.435.620,00 €) kal dlaipeiTal o €kaATOV 0ydOVTA MEVTE
XIANIGdec Olakooleg (185.200) KOIVEG OVOMAOTIKEG METOXEG. H
MNAAIZIO COMPUTERS A.E.B.E. katexel nooootd 20% TOU PETOXIKOU
kepaAaiou TnG MAAIZIO AKINHTQN A.E.

I". PLAISIO ESTATE JSC

H etaipeia PLAISIO ESTATE JSC OpaoTtnpionolgital oTnv
ayopd, KTnon, e€unopia, avéyegpon, OlauopPpwon, nwAnon,
EKUETAAAEUON, Odlaxeipion kal avanTtuén o1acdAnoTe HOPPNG
akiviTwv. H €dpa Tng BpiokeTal otn Zo@la BouAyapiag, otnv 000
Angel Kantcef 5. To PHETOXIKO KEPAAQIO TNC ETAIPEIAC AQVEPXETAl O€



€va €KATOMMUpIO nevnvTa okTw XIAladeg € (1.058.000,00 €) «kal
KATEXETAl 0€ NoocooTo 20% and Tng NMAAIZIO COMPUTERS A.E.B.E.

A. EANOYZ A.E.

H eTaipeia EANOYZ A.E. EPEYNQN & MEAETQN é£xel Tn €0pa
TnG oto OnNuo Neéag Iwviag ATTIKAG, otnv 0d0 KanodioTpiou 102.
Eival kataxwpnuévn oto MnTpwo AvwvUpwv ETaipeiov pe apiBud
34038/01/B/95/439. > KOnog auTng gival n napoxn
OUMBOUAEUTIK®WV, EKNAIDEUTIKWV KAl EPEUVNTIKWV UNNpeciwv. To
METOXIKO Ke(AAalo TG EANOYZ A.E. avépxeTal og €EnvTa XIAIAdeg €
(60.000,00 €) kai eival diaipePevo o€ dUO XIAIAdeg (2.000) KoIVEG
OVOMAOTIKEG MeTOXEG. H TMAAIZIO COMPUTERS A.E.B.E. kaTtéxel
nooooTo 24% Tou PETOXIKOU KepaAaiou Tng EANOYZ A.E.

Ta NAEKTPOVIKA KATACTAHATA TNG ETAIPIAG

Ano TO0 1999, TO MAAIZIO Opactnpionoinbnke oTo e-
commerce dnNUIoUPYWVTag To KavaAl nwAnoswv www.plaisio.gr os
Mia enoxn onou n diciocduon Tou Internet oTnv eAAnvIKn ayopd nrav
MAAAov acnupavtn. O 1810kTATNG Kal dleubuvwy oUPBOUAOG TNG
eTaipiac NAAIZIO Computers A.E. kog I'. F'epapdoc €ixe TNV 10€a Tou
online kataoTANaATog kal aveAaBe Tnv 0An npwTtoBouAia. Madi pe Tov
d1eubuvTtn marketing TN €Taipiag, ano@aociocav va sigEABouv OTnVv
ayopd VEWV KUpiwG npoiovTwv Kal va oToXeuoouv OTnv
KaTavaAwTikn ayopd. H diadikacgia Anwng TnG anogaacng autng nrav
EVTEAWCG avenionun kai noAu ypnyopn. MeTa anod PeEPIKEC oulnNTHOEIG
kal AapBdavovrtac unown TO YeEYOVOG OTI N €TAipia OIKOVOMIKA
BpiokoTav o€ NoAU kaAn 6¢on, n anogacn nTav €UKOAn. AuTn n
Kivnon ATav andAuta euBuypauuICOPEVN ME TN OTPATNYIKA TNG
ENIXEipNONG va €ival o nyernG TnG ayopdc KAl va MAapeXeEl VEEG
anapaitTnTeg kal d1a0£0IPEG ENIAOYEG OTOUG NEAATEG TNG.

H avantuén kalr n @iAo&evia Tou web site Plaisio.gr nrtav
nANPwWG avaAngBeioa ano Tnv idla Tnv €Taipia. H eTaipia napeixe
OAO Tov anapaitnTo €EonAIohO, Kal nMpooeAaBe Touc kaTaAAnAoug
epyalopevouc. 'O,TI a@opd TIC 10TOOEAIdEG TNG EnixEipnong
anoTeAouv gubuvn kal appodloTnTa TNG idlag TNG enixeipnong Kai
e€akoAouBei va e€ival anokAgIoTIKA uneuBuvn yia TNV AEIToupyia
TOUG MEXP!I kal onuepa. EmnAgov, unnp& kanoia BonbBeia ano
eEWTEPIKOUC OUpPBoUAoUCc. H avantuén Tou apxikou web site
OINPKEDE NePINoU €& PNVEG.

O1 Jdleubuvoeic Twv NpwTonoplakwy Yyia Ta Oedopeva TNG
EAANVIKAC  ayopdc  NAEKTPOVIKWV  KATAoTNUATWV KAl Ta
NAEOVEKTNUATWY MOU  napexouv  eival:  www.plaisio.gr (70
NAEKTPOVIKO KATACOTNMA MOU NPOOpEPEl OTOV KABe neAdTn Tn



duvaToTnTa TNG NANPOUG MPOIOVTIKNG EVNHEPWONG Kal oUyYKpIOoNG,
TNV €nmiAoyn diakavoviopou NANPWHAG K.a.), www.plaisio2b.gr (nou
aneuBuUveTal anokA&€IOTIKA O €nIXEIpnosig, b2b ouvaAAayeg) kai
www.plaisiowap.gr (To katdotnua [MAgicio oTo KIVATO TNAEQWVO
MEOW TexvoAoyiag wap browser). Znuepa TO AVAVEWMEVO
www.plaisio.gr 0exeTal KaTa pEgo 0po 40.000 €nIOCKEWYEIC TNV NUEPT
ouvdualovTag vyia TOUuG XPNOTEG TNV E€unelpia TNG MHovadikng
Eevaynong Pe TIG JovadIKEG UNNPECIEC EEUNNPETNONG

6.2 H AIA®OPONOIHZH TOY OMIAOY ANO TON
ANTAIrQNIZMO

H dlapoponoinon TnG e€taipiac lMAgiolo o€ Oxeon ME TIG
avTaywvIoTIKEG, EYKEITAl akpIBWG OTOV  MNEAATOKEVTPIKO TNG
XAOpaKTAPA nou €&nyei TNV UNEPOXN TNC OE OXEON ME TIC
avTaywvVvIOTIKEG ENIXEIPNOEIC YIa MNOAAG Xpovia. EidikoTepa, o K.
Fepapdog oTnv napouciacn TnG €Taipiag otnv 'Evwon Oguikwv
EnevduTtwv enionuave 0TI «To KAEIOI TNG €wWG TwPA €NIKPATNONG TNG
€TAIpEiag €vavTl Tou avTaywviopou, €ivar n diagoponoinon nou
auTn ENITUYXAvel HEow TNG OOMNAG TOU NMOAUKAVAAIKOU CUOTANATOG,
aAAd kal Tng duvaTtoTNTag napoxnC UMNPECIWV OTOUG MNEAATEG
ennpooBeTng agiac».

Xwpig KIVACEIG evTunwaolachoU, aAAd peéoa and  kKaAd
OPYAVWHEVEG EMIXEIPNHUATIKEG eVEPYEIEC, TO MAaiolo, yIa OsIpd ETWV
anoTeA&i Tov adlauPIoBATNTO NYETN o€ dUO NPOIOVTIKEG KATNYOPIEG:
TNV nNAnpogopikn kal Ta e€idn ypageiou. O1 uwnAoi pubuoi
avanTuéng Tnc Taipiac dev NPoEPXOVTAl HOVO anod TNV BeATiwon TnG
avTaywvioTikoTnTac. Baoilopevol oTnv nNeipa kai Tnv TEXVoyvwoia
TwV ouvepyaTwVv Tou To MAaiolo avTigeTwnilel duvapika Tnv ayopa
Kal kavelr kivnthpla dUuvaun Tou TNV npwTonopia. AndioupywvTag
NPWTONOPIAKEC AUCEIC, aKOAOUBWVTAC NPWTONOPIAKEG NEBODOUC Kal
€yKabIoTWVTAC nNPpwTONOpPIaKEC PBdaocesic TOo [Adiolo, oOxI MOvVo
avaBabpiCer TNV ayopd aAAd kal OlAUOPPWVElI MIa  EVTEAWG
EEXWPIOTN NPOCWNIKOTNTA and ToV avTaywviouo.

To avTaymvVvIioTIKO NAEOVEKTNHA

H enixeipnon npoonabesi va evrtonioel TIGC €nIOUMIEC KAl TIG
avaykeg Twv NeAaTwWV Kal  @povTiel va TIC IKAVOmMoINnoEl
NPOOMEPOVTAC TOUG TA KATAAANAAG npoidvTa Kal unnpeciec 600 TO
duvaTov KaAuTepa, anodoTIKOTEPA Kal anoTEAECUATIKOTEPA ANO TOUG
avtaywviotec. To TMAagiolo €xel wG Pacikd OTOXO0 Vva akoUgel
NPOCEKTIKA TIGC AVAYKEG TOU KABe NeEAATN Kal va NPOTEIVEI JOVO TO
KaTaAAnAOTEpOo ouoTnUa BondwvTtac Tov NeAATn £TOlI WOTE Vd



ano@uyel nepiTta €€oda. Mavw o€ auTtn TN AOYIKN AEITOUPYEI TO
ouoTtnua BTO (Built to order) nou divel Tn duvaToTnTa va kabopioel
0 NEAATNG TA XAPAKTNPIOTIKA, TIG duvaToTNTEG AAAd Kal TNV TIUA Tou
NAEKTPOVIKOU TOU UNOAOYIOTH.

Ano 10 1996 nou o npwto¢ unoAoyiotng TURBO-X (npoiov
private brand) ouvappoAoynbnke ota PETpa Tou KABE nNeAdATn TNC
€TAIpiag, (pTACAUE OTO ONPEPA OMNOU OUVOAIKG 64.000 Desktop kail
Notebook Turbo-X ouvapupoloynbnkav ota METpa KABe NeAATN
EexwploTd. EminAgov, TO neAaTtelakd Koivo unooTnpiletar ano 17
KEVTPA TEXVIKNG unooTnpIENG o€ 0An Tnv EAAGda, Ta onoia pnopouv
va E€nIoKEUAoouv aAAd kal va avaBabuioouv TOoug UMOAOYIOTEG
avaloya HE TIC AVAYKEG KAl TIG OIKOVOMIKEG duvaTOTNTEG KABE
neAaTn MeEoa oe 4 wpec. KaBe unoAoylotAg Turbo-X cuvodeueTtal
and enmnpoobeTec unnpeoiec (added value) kal auTég anoTeAouv
akoun &va 1oxupo onueio diagpoponoinong and Tov avraywviopo. H
XpNOoN UAIKWV Kopugaiag noldTnTac kal n andAutn Tnpnon Twv
upnAOTEpwV  d1EBvwv  npodlaypa@wyv  cuvapuoAoynong (ISO
9001:2002) anoTeAouV gyyunon OTI 0 NAEKTPOVIKOC unoAoyioTng Ba
gival npoidv andAuTtng noloTNTAC.

O1 npwTeC NwANoelc (1995) peow kataAoywv otnv EAANviIkKA
ayopd npayuartonoinénkav ano Toug kaTtaAoyoug Tou MAAIZIOY.
'Evag kataAloyocg MAAIZIO avTioTolxoUOE O KABe oniTli Kal ypageio
Kal n €Taipia unooxotav napadoon Twv €1d0wWv o€ 24 wpec. Ano TOTE
gxouv €kdoBei 80 JdiapopeTikoi TUMNOI kaTtaAoywv oe 8.000.000
avTiTuna kal Qpuoika n anooToAn KATaAOywv Oc €upU NEAATEIAKO
KOIVO guvexileTal.

H eTaipia enediw&e and To 1996 va dnuIoupynosl TO NPWTO
OPYAVWHEVO THNAMA MNWANCEWV OTa KAtaoTtApata Tng. Kabe
ENIXeipnon kal NeAATNG TNG €Taipiag €xel Tov dIKO TNG avOpwno PeEoa
oto TAAIZIO «kai anoAaupavel NAEOV  eVTEAWG MPOCWNIKN
egunnpeTnon. Znuepa 150.000 snixelpnoelg/neAaTeg eEunnpeTouvTal
HE TOV MA€OV enayyeAuaTikd Tpono and To €EeIOIKEUPEVO aUTO
TUNKa Tou MAAIZIOY.

To NPWTO OUVENEG NAEKTPOVIKO KaTAoTnua oTtnv EAANvIKA
ayopa www.plaisio.gr To onoio nepiogoTepol and 40.000 avBpwnol
TNV NUEPA €MIOKENTOVTAI YIA va evnueEpwOoOUV yia Ta npoiovTa Kai
TIC TIMEG TOUG. Z€ OAOUC TOUC NEAATEC napexeralr n duvatoTnTa
ayopdag ox! yovo and To Internet aAAd kal pEow TNAEPwvoU Kal fax.

To npwto  Superstore TexvoAoyiag otnv  EAAaGda.
Anpioupynbnke oTnv neploxn TNG MeTAPOPPWONG EvAC UNEPXWPOC
2.500 T1.y. og 3 enineda. AA\a 4 superstores MAAIZIO AsiToupyouv
OTIC MNEPIOXEC TNCG ApyupounoAng, Tng Kngioldg, oTo €Pnopiko
KevTpo «The Mall Athens» oTto Mapouacl kai otnv KaAapapid Tng
©eooaAovikng.

To nNpwTO MNOAUKAVAAIKO EMIXEIPNUATIKO HOVTEAO  OTN
NoTioavaToAikny Eupwnn €ivar To MAAIZIO TnG BouAyapiac. Kai ol



NEAATEC TOU €EwTePIkOU €EunnpeTouvTal TOOO and To KATAOTNHA
000 Kdl anod kataAoyouc, and To Internet aAAd kal ano €va
€EEIOIKEUPEVO TUNMA €EUNNPETNONG EMIXEIPNOEWV, ONWC AKPIBWC KAl
ol neAATeg oTnv EAAGDa.

AikTUuO 310VOHNAG NPOIOVTWV

To management Tng €raipiag MAAIZIO anodidel Tnv TaxuTaTn
avantuén TnNG Kkarta KkUpIo AOYyo OTO MNPWTOMOPIAKO HOVTEAO
NoAUkavaAikoU JIKTUOU J1aVvOunG TwV NpoiovTwv TNG.

MEow TOUu noAukavaAlkoU OUCTAMATOG TnNG  €Talpiag,
npowBouvTal Ta nNpoiovTa NANPOQPOPIKNG, OTABEPNG Kal KIVATAG
TNAEQwviag, €dwv ypageiou, nMPoIOVTWV NXOU Kal €IKOVAG
NPOOQEPOVTAG MIa <«OHUNPEAd» €EUNMNPETNONG Kal KAAUWNG TwV
avaykwv Tou oUyXpovou KatavaiwTrn).

To noAukavaAiko dikTuo Tou MAAIZIOY nepiAauBaver:

» ¢va OikTuo 20 peYAAWV KOMBIKWV KATAOTNUATWY OE OAN TNV
EAAGOQ,

* Npowbnoelg npoidvTwv HECW &vTunwv kKataldywv (70
€EKOOOEIC TOV XpOVO HE gUvoAo 12.000.000 avTiTuna),

* NWANCEIC YEOwW O1adIKTUOU, ME 2 MPWTONOPIAKA NAEKTPOVIKA
KaTaoTnuara,

= g10Ikd THAMaA €EunnpeTnong enixeipnoswyv  (Business-to-
Business),

= g101kO TUNMa TexVvikng YnooTnpiEng (Service Support) oe kabe
kataoTnua & On Site Support (yia eEunnpeTnon kKaT’ oikov) Kai

= g101kd TuAPa e€Eunnpétnong neAatwv (Customer Information
Center) (http://www.plaisio.gr).

6.3 H ENIXEIPHMATIKH ANATKH I'TA ENENAYZH ZE CRM

>Tnv npoondBeia Tou opilou va e€EeAixbei evrdooeTalr n
ouvepyaaoia Tou Pe TNV SAP Hellas (SAP services partner). O 'OpiAog
MNAAIZIO uloBeTnoe Tn @IAocoPia Tou marketing oxeoewv kal Tov
NEAATOKEVTPIKO 0OXedIAONO and mnoAU vwpeic kalr n oloiknon Tou
OMiAOU Tov unooTnpIEE Pe Tov KaAUTeEpo duvaTtod Tpono.

Ol NEPIOXEG OTIC OMOIEC N OopyAvwaon TOU OMIAOU €ixe avaykn
and BeATimon ATav oTnVv €l0aywyn kail diaxeipion vEWvV kKavaAlwv
nwAnong, autopartonoinon ortn diadikacia pong Miac napayyeAiag,
avaAuon TnG kepdogopiac kABe nNeAATn, EVNUEPWON TwV
epyalopeEVwV OTIC NWANCEIC OXETIKA WE TNV NANPN KapTeAa kabe
neAaTn Me okond TNV KaAuTepn €&unnpeTnon, avaykn via
napakoAoubnon TwV NWAACEWV KAl O nold @acn BpiokovTal



OUVOAIKA Kal EexwpIoTd, KaTaxwpnon TwV JNVUUATWY Nou €pxovTal
and Tnv ayopd kKai evroniohog TOUC WOTE N ENIXEipnon va npoBei os
OI0POWTIKEG KIVAOEIG, €EONMAIOHOC TWV E€EWTEPIKWY MNWANTWV HE
EVNUEPWON YIO Ta apxeia Twv NeAaTwv Kdl ouvdeon ME TOUG
E0WTEPIKOUC NWANTEG TNG ETAIPIAG, KAM.

6.3.1 H emiAoyn TnG SAP

To AsiToupyikd oguoTnua SAP (System Applications Products in
Data Processing) €va ano Ta mio yvwoTda pnxavoypagika nakera,
EKAOVE TNV E€P@Avion Tou OTnv €Taipia 1o 2000. AnO TOTE
evonoinénkav d1adikacieg kal dedoPEVA ETOI WOTE TA OTEAEXN TNG
eTaipiag va OlaxeipiCovral OedoPEVA NPOCAPHOOHEVA WOTE va
XpnoidonoiouvTal Tautoxpova anod noAAoUG XPNOTECG Kal Yia MOAAEG
ETAIPIEC, aVeEEAPTATOU Xwpa MPOEAEUONC, KAAUNTOVTAG KaBE
AOYIOTIKNA Kal (POpPOAOYIKN vouoBeaia EEXxWpPIOTA
(http://www.plaisio.gr).

SUPNPwWvVa HPE Ta OToIXEia and Tnv enionun 10ToogAida TnG,
(http://www.sap.com), n SAP avayvwpiletal ano 10 1972 nou
10pUBNnke oto Walldorf Tng Mepuaviag, wg o kopupaiog NPouNBeUTAC
enixeipnalakoU AoylopikoU yia OAouG Toug KAAdoUG TNG OIKOVOUiac.

Me 12 ekaToppUpla xpnoreg, 84.000 eykataoTtaocslg kai 1.500
OUVEPYATEC, N SAP anoTeAei onuepa Tov KOpuPaio npopnBeuTn
AUogwV  AoyIiOMIKOU  yia TNV €VvOOENIXEIPNOIakKn  Kal TN
OIENIXEIPNOIAKN 0pyavwon Kal ouvepyacia, oTov KOOMO Kdl Tnv
EAAGGa. O1 avBpwnol Tng SAP ioxupifovTal OTI £Xel NAouaola I0Topia
oTnV avanTtu&n KaivoTohdwv AUCEwV nou Tn Xpiouv npayuhaTiko
NYETN TNC nNANPo@OpPIKAG. ZnMepa n SAP anaoxoAesi 30.000
epyaldpevoug os neploooTeEPeG and 50 XwWPEG Kal ol enayyeAPATieg
TNG €ival apooIWPEVOl OTO va MAPEXOUV UMNOOTAPIEN KAl UNNPECIEG
uwnAouU €niNédou oToUG NEAATEG.

H SAP é&xel aonoinoel Tnv NOAUETH nMeipa TG vyia Tn
dnuioupyia TNG NAATPOPHAG €niXEIpNoIakwV AUcewv SAP Business
Suite, n onoia eniTpenel oToug epyalOPEVOUG, TOUG NEAATEG KAl TOUG
OuveEPYATEC va ouvepyalovral Pe emTuyxia. Eivar avoiktn Kkai
EUEAIKTN, unooTnpilel Baoeic OedOMEVWY, EPAPHOYEC, AEITOUPYIKA
ouoTApaTta kal hardware oxedov anod kabe KUPIO NpounBeUTn.

AvanTtuooovtag TeXVOAoyia aixpng, UWwnAAg noloTnTag
UNMNPECIOV Kal TOUG KAAUTEPOUG NOpouc avanTuéng, n SAP napexel
MIa €nixeipnoiakn nAaTQoppa nou Npoo@EPEl MOAUTIMEG MNYEG
nANpo@opinyV, BEATIOVEI TNV anodoon TnG £¢godiacTIKNG aAuacidac
Kal XTiCel 10XUPEC OXEOEIG JE TOUG NeAATec. MNa va diaoc@aliosl Tn
B€on TNg SAP w¢ Tov Kopu@aio nyETN NANPOQOPIKNG, N €Taipia SAP
Ventures enevdUel O VEEC EMIXEIPAOEIC MOU avanTtuooouv KAl



eE€eAiooouv veeg TexVoAoyiec. Kal pyeow TnG €Talpiagc SAP Research,
napouacialovTtal ol VEEC 10€EG YIa HEAANOVTIKEG AUCEIG.

SUPQWVA HE TOV K. Zevo@wvTa Xaodnn, ePnopikd dieubuvTn
Tng SAP Hellas, BuyaTtpikng Tou opiAou SAP -nou unoaTtnpilel OTI Ol
NEPIOTOTEPEC HEYAAEC EAANVIKEG EMIXEIPNOEIG EXOUV €MIAEEEI TN SAP-
N €Taipia katexel pepidio 35% oTnv eupwndikn ayopd, NoocooTo
TPINAGCIO O OXEON ME TNV £TAIpia Nou akoAouBei oTn deUTePN OO,

6.4 H AYZH

SUPNPWVa HPE Ta OTOIXEI@ Tou €TACIOU OEATIOU TNC €Talpiac
MAAIZIO yia To 2002, o0 1810KTATNG Kal d1eubUvwv GUUPBOUAOG TNG K.
. Tepdpdog dNAWVEI OXETIKA ME TNV €MIAOYN YIA €yKATAOTAGN TOU
AoylopikoU mySAP OTI:

«'Ocgov agopd Tn Pnxavopyavwaon TnG €raipiac, n eniAoyn yia
TNV €yKATAOTACON TOU CUOTAMATOG €vOO-€MIXEIPNOIAKAG OPYAVWONG
mySAP NATav anoTeAeopa NoAAWV napapeTpwyv nou oxeTidovrav
TOOO HME TNV E0WTEPIKN HAG opydvwon 000 KAl PJE Ta avanTu&iaka
ox€01a Nou NPOKEITAl va UAOMOINCOUKE APeoa yia Tn d1aTApnon TnG
€TAIpiAC Pag oTnv NnNyeTikn 6€on Tou kAAdou. Me Tnv eykaTaoTaon
TOU Ta o®EAN €ival ndn opatd kabwg undapxel NAAPNG Kal akpIBNng
nAnpo@opnon nou Bonbd otnv AAWN OWOTWV EMIXEIPNHATIKOV
ano@daocewv Kal BeATIWVEl Ta Baoikd PeyEON kal OEIKTEG TNG ETAIPEIAG
Mag.

To ouoTnua datawarehousing OiaxeipiCeTal Ta oTOIXEI@ TNG
Baong oOedopevwv n onoia anoTteAeital and 450.000 kwdikoug
neAatwv kar 25.000 kwdikoUuc npoidvTwyv. [Mapexel daupeon Kai
ypnyopn nAnpo®opnon yia Tnv anodoTikoTnTa OAwv TwVv
EOWTEPIKWV AsIToupyiwv kKal Oiadikaciwv TNG €Taipiag kai Tn
ouvBeon TNG NEAATEIOKNG MaAg BAong kal TIC ayopaoTIKEG TNG
ouVvnBEIEC.

H nAnpo@opnon autn pag divel Tn duvatoTnTa TnG BeATIWONG
TWV E0WTEPIKWV AEITOUPYIWV, ME aANOTEAECHA TN MEIWON TOU
AEITOUPYIKOU KOOTOUG Kal TNG NANPECTEPNG KAAUWNG TWV avaykwyv
TOU KABe neAdTn».

6.4.1 OAokAnpwon Tou CRM pe Tnv Auon TnG SAP

To MAaigio €ival pia and TIg NAEov NPOOJEUTIKEG EAANVIKEG
ENIXEIPNOEIC, 0aAPWC MEAATOKEVTPIKN, ME €EVTOVOUG pubBpoug
avantuéng, nou otnpiovral oTNV NOpWTOMNOPIAKNA avanTtuén
KavaAlwv €Eunnp&Tnonc kai otn Ouvapikn OIOXETEUON OUVOETWV
TEXVOAOYIWV OTOV TEAIKO KATAVAAWTN.



To [MAaioclo anoTeAei TNV nNpwTn €AANVIKA E€nixeipnon nou
uAonoinos Tn Auon mySAP CRM. H Auon mySAP CRM anoTeAei
HEPOC TNC OAOKANPWMEVNC O£IpAC AUCEwvV e-business mySAP. To
mySAP CRM eniTpEnel OTIG ENIXEIPACEIG va dIaXeIpIOTOUV TIG OXETEIG
TOUG ME TOUGC NEAATEC TOUC MNPOCWNIKA, aAMNOTEAECHATIKA Kal
kepdoPoOpa. H AUon unooTtnpilel kKGO paon ena@nc YE Tov NeAATn,
anod Tov evroniohd otn dianpayudTeuon, oTNV KAtaypaen avaykwyv
Kal napayyeAiag, otnv ekNAnpwaon kai diapkn Ikavonoinaon.

To mySAP CRM unooTnpilel TIG OXEOEIC UE TOUG MEAATEG PEOQ
and kabe diaBeagipo kavaAl-mobile cuokeueg, TNAEPwva, Internet-
kal odnyei og auénueva enineda ikavonoinong Twv MeAaTtwyv, AaAAd
Kal TV epyaloPevwV TNG ENIXEipNoNC.

To CRM katd Tnv npoogyyion Tng SAP, TonoBeTeiTal
AEITOUPYIKA PECA OTO XwPo Tou MySAP.com Baagikr AUon TnG yia To
XWPO TOU NAEKTPOVIKOU €nixeipeiv. To NeAATEIAKO KOPMATI TOU
MySAP avaAauBavel Tn ouykevTpwaon OedOPEVWY NOU a@opouV OTIC
OXEOEIC TOU NEAATN ME TNV €TAIPEIa, yIa va Ta YETOUCIWOEl apyoTepPa
o€ NEAATOKEVTPIKEG dpdacelc. KevTpikO TUNMA OMwG TNG Auong CRM
napapével To ERP Tng SAP yvwoTo w¢ R/3, To onoio napéxel kabe
nAnpo@opia Nou apopad OTIC ECWTEPIKEG AEITOUPYIEC TNC ENIXEIPNONG
Kal avtaAAacoel dedopéva Pe To TUAWa Tou CRM. Mépa anod auTo,
€va enixeipnoiakd Kevtpo nAnpogopiwv To SAP Business Information
Warehouse, pepIdva yia OAd Ta anapaitnTa oToIXEia yia Tn
AsiToupyikoTnTa Tou CRM. MapdAAnAa, dedopeva anod €EWTEPIKEG
NNYEC nAnpogopiac ynopouv va aAAnAenidpAaocouv PE TO TUAKA TOU
CRM, evw HEOW KATAAANAou AoyiopikoU napexetal dlacuvdeon HE
TNV aAucida e@odiacpou. Mexpr €dw n SAP napouacialel pia
@IAoco®ia nou akoAouBeital Aiyo noAU anod Tnv nAsiovoTnTa 00WV
npoo@epouv Aucelc ERP kai CRM: oAokAnpwon pde ERP, &va
OUYKEVTPWTIKO HOVTEAO O1GBeong TnNG nAnpogopiac kal opaAn
ouvepyaoia kal aAAnAenidpaon OAwv TwV TUNHATWV  TOoUu
AOYIOMIKOU. TN OUVEXEIQ OPJWC N NPOCEyyIion TNG dlapoponoleiTal.

H npdoBaon kail n diapudpPwon TNG NAnpogopiag XxapakTnpda
CRM vyivovrtal peow TOU Ywpou epyaciac (Workplace) Tou
MySAP.com. O xwpog epyaciag Tou MySAP.com anoTeAEi ouolaoTika
HIa €MIXEIPNMATIKA NUAN oTto Aladiktuo, OmMou n e€nixeipnon,
unaAAnAol  kal neAdTeg €xouv npooPBacn O  NANPOPOPIESG
Kal npoypdapuaTta kal dleEayouv ouvaAAayec pe Baon Ta oevapia
und Ta onoia To MySAP Asitoupyei. TOOO Ol XPHOTEG TOU
OUOTANATOG 000 Kal Ol NEAATEG MMopoUV va €xouv aTn d1aBgon Toug
€va oUVOAO unnpeciwv To onoio €€aptdTtal and To POAO TOUG OTO
ouoTtnua. 'Etol To Aoyiopikd CRM oto Workplace Tou MySAP.com
MMopei va xpnoigonoinBei and XprHoOTEC NMOU €XOUV TO POAO Tou
unevuBuvou NWANCEwWV N Tou uneubuvou TnG kapnaviag marketing.
O1 neAdTec pynopoUv PeEow Tou AladikTUOU va €xouv nNpooBacn oTo
TUNMA Tou Aoyiodikou CRM nou agopd oTnv ayopd npoioviwv N



unnpeoiwv. OI NWANTEG pgnopouv va ouvdeBouv pe TO ouOTNHA
HEOW @opnTwV unoAoylioTwv 1 PDA yia va AdBouv kai va €i0ayouv
oTo ouoTnua Tn VEa nAnpogopia. TEAOC ol NEAATEC €XOuv TN
duvaToTnTa va XpnoigonoloUv To TNAEQwVO, To fax kal To e-mail yia
va €pOouv o€ enagr PE TOUG aAVTINPOCWNOUC NOU PNopouvV va Toug
ekunnpetThoouv. AuTa €ival kanola oevapia Xpnong Tou GUOTAHATOG
TNG SAP, Ta onoia avadeikvuouv Tn AOYIKN Twv pPOAwvV 0OTnv
npoogyylon CRM. AuTO ouOIaoTIKA Onuaivel 0TI OAEG OI AEITOUPYIEG
Tou CRM c€ival yeow M1ag oxeong Xpnorn-poAou, dnAadrn o XpnoTng
ME TNV €i0000 TOU OTO CUCTNMA KAl PHE TNV €l0AYWYN TWV OTOIXEIWV
MoOU TOV auBevTiKonolouv avayvwpileTal w¢ €XwV To POAO Tou
neAATn, ToUu UuUnNEUBUvVOU nNApoxXNnG UMNPECIWV K.O0.K., OMOTE EXEI
npooBaon Kal oTIG ENITPENOMUEVEG, KABOPIOUEVEG AEITOUPYIEG TOU
OUCTAMATOG YIa «TO pOAO nou nailer».

O1 Jdiapopol poAol nou unoornpiovral and TO oUOTNHA
AauBavouv xwpa o€ OIAPOPETIKEC OIAdIKTUAKEG MUAEC €vTOC TOU
MySAP.com. Mia and auteg e€ival n  OIKTuakn nuAn Twv
KATavaAwTwyv, OTNV onoia pnopouv va wa&ouv kal va ayopaocouv
npoiovTa Kal unnpeocieg. Mia AAAn eivar n OIKTUaKn nNUAN Twv
unaAAnAwyv, onou cival duvaTtn n OlaxEipIon TWV OTOIXEIWV EKEIVWV
nou B6a BeATioTONOINOOUV TNV KeEPJO@OpPpiIa TwV NEAATWV Yid TNV
Enixeipnon. =Tnv nNUAN auTh, ol poAol Nou nepIAapBavovTal PNopei
va €ival Tou uneubuvou NWANCEWV, TOU GOUVEPYATN NAPOXNG
UNNPECIWV, TOU UNEUBUVOU NWANCEWV, TOU OUVEPYATN NAPOXNG
unnNPECIWY, Tou uneuBbuvou marketing, Tou unsUBuvou kapnaviag
Kal aAAol. H nuUAn auth kpivetal 101aiTepa onuavTikn, Kabwg
NPOOMEPEl Ta €pyaAlsia nou wBoUvV Tn A&ITOUPYIKOTNTA TOU
ouoTnUaTog. O1 UNEUBUVOI NWANCEWY £XOUV EVNUEPWON YIA OAEG TIG
0pdoeic kal TIC Oi1adikaoiec kaTd TNV nNwAnon, kKabw¢ kal Td
KaTaAAnAa e€pyaAeia yia TNV avayvwpion TwV EUKAlpiwv Mou
MnopoUv va augnoouv Ta £€coda. O1 avTinpOownol NWANCEWV EXOUV
npooBaacn ot yvwaon OXETIKN YE TO NPOIOV N Kal TIC UNNPETIeC YUpw
and auTto, evw Ol TEXVIKOI unooTnpIENG pnopouv va AapBavouv
€100M0INCEIC YIa aITNOEIG €EuNNPETNONG, va npoeTolyalouv Tn AioTa
dpacTNPIOTATWY YId TNV €EUNNPETNON KAl va ava@eEPouVv To XPOVo
Kal Ta UAIKG nou nmiBavov XpeiaoTnkav yia Tnv napoxrn Tou service.
O1 TnAenwAnTéc (agents) nou enikolvwvoUV HE TOUG TMEAATEC
Mnopouv va dlaxelpiovral Tn porn TwV TNAEPWVNHATWV 1 TOu
NAEKTPOVIKOU Taxudpoueiou NpoG Ta KATAAANAa TUAMaATa i aropa.
O1 unevBuvol Tou marketing €xouv otn d1A6€0n Toug €pyaAsia yia
TNV avaiuon Twv O0edopEvwY TNC ayopdc kabwgG kal yia To
oxedlaopd TNCG oTpaTtnyikng marketing nou 6a akoAouBroouv.
TENOG, OTN OUYKEKPIMEVN MUAN, ol unevuBuvol TNG Kapnaviag Exouv
Tn duvaTtotTnTa va eKTEAOUV TIC ekoTpaTteiec marketing, va
oToXeUOUV OTO KATAAANAo TuNuUa TnG ayopdc kai va JdieEayouv



avaAUoEIC OXETIKA ME TNV NPO0d0 Kal TNV AMOTEAECHATIKOTNTA TWV
EKOTPATEIWV.

SUVOAIKG 01 DIKTUAKEC NMUAEC NAPEXOUV HECW TWV POAWV OAa Ta
epyaleia nou eival anapaitnTa yia Tn dIEKNEPAIWON TWV £PYACIWV
Tou ouoTnuaTtoc. MapdAAnAa, n SAP npoo@epel Kal autn npocBaaon
Kal dlaxeipion NANpPogopiac HEoWw ACUPHATWY CUOKEUMV.

H ouolaoTikdoTeEpn nNAgupd TnNG Auong SAP eivar n idia n
AEITOUPYIKOTNTA TOU OUCTAMATOGC. AUTR EUNEPIEXEI Kal MNAAI TNV
EVVOIa TwV JIKTUAGKWY NUAWV, KABwG yia napdadeiypa, ol NwANCEIG
MEOw Internet ava@epovTal OTIC JIKTUAKEG NUAEG TWV KATAVAAWTWV
Kal TwV NeEAATWV. To NpwTo nedio TNG AEITOUPYIKOTNTAC AVAPEPETAI
OTIC nwANnoeic peow  AladikTtuou. Ekei  napéxerar  nAnpng
auTopaTonoinon Twv NWAACEWV, TOGO Ot €ninedo enixeipnong nNpog
enixeipnon (B2B) 600 kal o€ €ninedo enixeipnong Npog KatavaiwTn
(B2C). H AUon OTO XWPO TOU NAEKTPOVIKOU €uMopiou €0TIAlEl EKTOC
anod Tn dnuioupyia NAEKTPOVIKWV KATAAOYwWV NPoidvTwV Kal € one-
to-one marketing. ZT10 010 €ninedo, n Auon CRM, npoogpEpel
duvaToTNTEG AUTOEEUNNPETNONG TWV NEAATWV Tou AladikTUuou. MEaa
0€ AQUTEC evtTaooovTal N €UPECN CUMNTWHATWY KAl AUCEWV Yyia €va
npoBANUa, KAbwc kai n aAAayn TwV NMPOCWNIKWY OTOIXEIWV KAl N
duvaToTnTa napakoAouBnong TnG kATaAoTaong TwWV AITACEWV Yia
egunnpETnon.

To enopevo nedio AEITOUPYIKOTNTAC, TO OMoio CUVOEETAI UE TNV
€VVOIa TwV NUA®V Yia unaAAnAoug, €ival auto Twv NWANCEwWV, TNG
ENITONOU UNOOTNPIENG TOU NEAATN KAl TOU KEVTPOU aAAnAenidpaonc
ME TOUG NEAATEC. 2XXETIKA HE TIC NWANCEIG, TA AEITOUPYIKA
XApakTNPIoTIKA nepIAauBavouv dlaxeipion Twv NEAATWV Kal TwV
unowneIwv ayopacTtwyv, OJlaxeipion enagwv, avaAUuoesic Kal
ava@opeg, Olaxeipion TNG npowBnonNg nNpPoioVTwYV Kal  TwV
EKOTPATEIWV, OlaXEipion €UKaIpIWV Kadl nNapayyeAiov Kai  pia
gykukAonaidela Tou marketing. XTnv unooTApIEn NeEAATWV N
nAnpogopia nou €ayeral and O0Aa Ta onueia ena@nc €ival diabeoiun
OTOV UNAAANAO HPE OKOMO va TOV UnooTnpiel oTnv enagn HE Tov
neAatn. Toco n Avon vyia TIC NWANCEIC 000 KAl auTn yia Tnv
unooTtnpiEn Twv neAatwv diaTiBevral o€ €va e€upu  PAcua
aoUpHATWV OUCKEUWV.

To k&vTpo aAAnAenidpaonc e€ivar oxedIAOUEVO YIAd TOUG
TNAENWANTEG NAPOXNG UMNPECIOV WG KEVTPO €NAQPNAC anod Toug
neAaTeg HMéoa and  OlAQOPETIKA KavaAla  enikolvwviag,
oupnEPIAAUBAVOPEVWY TNG ERIKOIVWVIAG kal Tou AladikTuou. To
AOYIONIKO €ival @QTIQYMEVO €£TOI WOTE va OUVEPYAlETAl ME TOUG
Kup10Tepoug napoxeic CTI (Computer Telephony Integration), evw
diaTiBeTal kal o€ €I0IKEG €KOOOEIG VIO CGUYKEKPIMEVOUG BIOPNXAVIKOUG
KAGdoUC.

To TeAeuTaio KOPPATI AEITOUPYIKNAG NPOapopag TnG Auong CRM
gival autod TNG oAokANpwong PJE AAAG ouoThuaTd. To NpwWTO ONUEIo



OAOKAAPWONG agopd oTnv unooTApPIEN Twv OIKTUGKWV MEAATWV.
OuolaoTika, anoTeAsital and O,TI ava@epOnKe Mo NAvw nepi
duvaToTNTag TWV NEAATWV va €KKIVOUV Jladikacieg eUpeong Kal
ayopdag npoiovtwv. To OeUTEPO ONUEIO apopd oTnv OAOKARPWON
OAWV TWV KavaAlwv €nikoivwviag kal eEna@ng YE Tov NeEAATN. AuTO
onuaiver 0TI Kabe onueio enaPnc 6a €xel ava naoa oTiyun d1a0&aiun
TNV nNAnpogopia yia Tov NeAdTn, €T0lI WOTE KAVEVA KAVAAI va pnv
MEVEI Niow oTO €ninedo TNG UMNNPECiIa Mou NPOCPEPEl KaBOTI
e€apTaTal apeoca anod Tn duvaToTNTa EVNMEPWONG Tou Yia B&uarta
TwWV NEAATWV OE nNpayhaTtikdo xpovo. Ta endpeva Pnuarta
OAOKANPWONG aQPoOpoUV KUPIWG O €EEWTEPIKEC MNNYEC rMou
aAAnAenidpolv Pe Tnv €Talpeia, ONwg ol NPpounNBeUTEG, AAAA Kal O€
NNYEG NAnpo@opiag nou PnopoUV va AnoTEAECOUV ONUEIO EKKIVNONG
yla avaAUoesiC kal anoTIJACEIS TOOO TNG €Tdlpeiac 600 KAl TwV
avTaywviotTwy Tnc.

6.5 TA O®EAH KAI TA MNAEONEKTHMATA

SUPQwWva Pe Tov K. Mepapdo «n eniAoyn yia TNV eykataocraon
TOU 0OuOoTAMATOG &vOO-EMNIXEIPNOIAKNG opyavwons mySAP nTav
anoTeEAEOPa NOAAWV NAPAMETPWV Nou OxeTi(ovTav TOOO HE TNV
EOWTEPIKN MAC opyavwon 600 kal PJe Ta avanTtuéiaka oxedia rnou
NPOKEITAl va UAOMOINCOUKE APeaa yia Tn diatnpnon Tng €raipiac pac
oTNV NYETIKN B€0n Tou KAGdou. Me Tnv €ykATAoTACN TOU TA OPEAN
gival ndn opatd kabwg undapxel NANPNG kal akpiBAg nAnpogopnon
nou BonBa otnv AAWN OWOTWV EMNIXEIPNHATIKWV aAnoPpAcewv Kal
BeATiWVEl Ta Baoika pey£ON kal OEIKTEG TNG ETAIPEIAC PAC».

O1 dnAwoeic Tou K. Fepapdou o60ov apopd To CRM €xouv WG
€€Ng: «MpokeiTal yia €va cuoTnua diaxeipiong TnG enikoivwviag Pe
Tov KGBe neAdTtn pag &exwplota (one to one marketing), ye Tpono
WOTE agp’ evoc va KAAUNTel NAAPWC TIG AVAYKEC TOU Kal ag’ €TEPOU
va dnuIioupyei KEPOOC KAl TNV €TAIpia KAl 0TOV id10».

H dueon kal opbn avranokpion o€ kABe napayyeAia, ano
onoudnnoTe, ANOTEAEI AVTAYWVIOTIKO NAEOVEKTNUA TNG €TAIpiag, n
onoia AgIToupyei Pe TIC AUOEIG TNG SAP yia Tnv evdo-enixelpnaiakn
opyavwon (enterprise resource planning, ERP) ano 1o 2000, evw n
napaywylikn Aeiroupyia pge Tn AUon mySAP Customer Relationship
Management &ekivnoe 1o 2002, yia dlaxeipion TwV OXECEWV HE TOV
neAatn. H BeATioTn €€unnpeTnon Tou NeEAATN ouvdEeTal AMECA ME
TNV IKAvOTNTA avTanokpiong Tng €@odlacTiknG aAuacidag. M' auTo
kKal N Auon mySAP Supply Chain Management €ival ek KATAOKEUNC
evowpatwpevn (integrated) pe TN AUon  €vO0-£MIXEIPNCIAKNG
opyavwong, Tn Auon mySAP CRM kal kaBe AaAAn Auon Tng SAP,
otnv olkoyevela mySAP.com. EminpdéoBera, n Auon mySAP SCM
gival oAokAnpwpevn (comprehensive), ikavonoiwvTag KAbe avaykn



Kal A&IToupyia TnG ouyxpovng, €UEAIKTNG £(podIacTIKNG aAucidag:
and Tn OIKTUWON OAwv Twv ouvteAsoTwv (networking), oTo
OUVTOVIONO Toug (coordination), oTtov npoypauuaTiopd (planning),
Kal Tnv ekTeEAeon (execution). To anoTeAeopa €ival n dnuioupyia
agiag, nmou npokUNTEl aAno HEIWON TwV eAAEiPewv, HEiwWON TwV
anoBeudtwy, BeATioon TNG TAXUTNTAG anOKpIonG Kal  AAAEG
ouvageic BeATiwoelc. (e npoo@atn €peuva Oiebvouc eTaipiag
avaAuTwv o 100 auEPIKAVIKEG EMIXEIPNOEIC MOU AEITOUPYOUV HE
AUoegic SCM veag TexvoAoyiag, ol idlec ol enixelpnoelic dnAwoav OTI
npogBAenav return on investment (ROI) 15-19%).

H uAonoinon Tou mMySAP SCM oto [MAaioio Computers
npaAypaTonoinNdnke PJE TNV €yYKATAOTACN TOU HOVTEAOU MPOYVWONG
T™ng dnTnong (Demand Planning). AuTtO ouvioTa é€va Bacikod
dlagoponold XapakTnNpIoTIKO NG ouyxpovng, EUEAIKTNG
€podIaoTIKNG aAucidag, and Tnv napadooiakn. H napadooiakn
€QodlacTikn aAucida €ival KevTplikonolinuevn, oTnpileTar oTnv
npoBAewn (forecast), Baoel I0TOPIKWV OTOIXEIWYV, KAl AEITOUPYEI WE
auoTtnpa npoypdpuaTa napaywyng. Xtov avtinoda, n €podiacTiKi
aAucida mySAP SCM Baoiletal otn {nTnon, a&onolsi oToixeia o€
NPAypaTikd Xpovo, Onwc autda OnuioupyouvTdl anod TnV €KTEAEON
ouvaAliaywv, kal eEaopalilel eueAiia Twv napaywylikwv Povadwyv
yla KaAUTEpPN 1IKavonoinon Twv NEAATWV.

«0O1 unevBuvol npoundelwV TwWV ENIXEIPNOEWYV YVwpPilouv OTI
and Tn OTIYMA NoU NPOKUNTEl Jid avaykn yia ayopd avaAwoigwy n
UMKV HEXP!I TN OTIYMR TNG napaAdBng Toug peooAaBouv
nepiocoTepa ano Oeka otadia (n.X. OUYKEVTPWON €eAAEiYewy,
oUAAoyn npoopopwv anod npounbeuTeg, napayyeAia, napaAapn
K.AM.) HE TEPAOTIO KPUPO KOOTOC O XPOVO KAl O£ Xpnua. Ta
OUYKEKPIYEVA KEVA KAl Ta npoBARpaTa diaxeipiong Twv napayyeAiwv
KaAuwe n MAagioio Computers peow Tou e@appoyng SAP CRM. To
ouoTNMa nou avenTu&e n Oloiknon MPOKEIYEVOU va Kepdioel Tnv
ayopd TwV EenIXEIPAOEWV OTNPI(ETAl O ONUAVTIKEC €NeVOUCEIC O€
Texvoloyia (nepi Ta 4,5 ekaT. eupw TNV TeAeuTaia OIETia yia TNV
€ykaTaoTraon TOU  OUCOTAMATOGC  EMIXEIPNMUATIKOU  AOYIOHIKOU
MySap.com «kal Tn Onuioupyia TWV TPIWOV  NAEKTPOVIKWV
KaTaoTnuaTwy) kal opyavwon (kevtpo logistics, emipaveiac 7.100
T.d., call center 100 B€oswv nou unooTnpilel NepliooOTEPEC anod
8.000 KANOEIC NUEPNOIWG)», emonuaivel o K. Fepapdog.

MEOw TTWV NAEKTPOVIKWV KataoTnuatwv (www.plaisio2b.gr
kal www.plaisio.gr), nou BacileTal oTo cuoTnua MySap.com TNG
YEPHAVIKAC SAP, n ENIXEIPNON-NEAATNG  E€XEl, gniong,
npoownonoinuevn eEunnpeTnon. «Kabe neAatng BAENEl TIG JIKEG TOU
TIMEC KAl TOUG OPOUG HME TOUG OMoiouG npPayhaTonolel  TIG
napayyeAieg, evw yvwpilel ava naca oTiyun Ta d1abeociyd Tou, Ta
anoBéuarta, aAAd kal noU BpiokeTal n napayyeAia Tou» AEel o K.
FepapdoG. EninAgov, PEoa and TO NAEKTPOVIKO KATAOTNMA EXEI



npooBaocn o€ OTATIOTIKA OTOIXEIA yIia TIC NapayyeAieg, akopa kal ava
TUAMA TNG ENIXEIPNONG TOU.

AvaAuTika, og kabe TuNUa Tng sraipiac MAaioio Computers Ta
0PEAN TNG oAokANpwaong Tou CRM pe Tnv €@apuoyn SAP €xouv wg
€eng:

To Tunua Direct Sales: kaBe AGTOpo Mou OUVBETEI TO TUAMA
gival oe B€on va €pxerar unevbuva oc ena@Pn HeE KABe neAdTn
avayvwpifovTag TIC 101aiTEPEC avaykeG Tou. EiTe kAnolog avnkel oTo
avtioTolxo  THAMa  €EunnpeTnong  NeEAATWV  AIGVIKAG,  E&iTE
ENIXEIPNOEWY, OAOI €XOUV TIC IKAVOTNTEG KAl TNV uneubuvoTnTa va
EVNUEPWVOUV YIa TIC HOVADIKEC UNNPECIEC KAl NPOIOVTA TNG €Talpiac.

To Tunua Call Center: xpnoigonoiwvTag TIC MIO MPONYHEVEC
UNodOMEG OE TNAEMNIKOIVWVIAKA PECA KAl NANPOYPOPIAKA CUuCTAMATA,
To MAdicio J1aBETEl TO NANPECTEPO KEVTPO OWPEAV TNAEPWVIKNG
unooTnPIENG oTtnv ayopd. ‘Exel kaTtageEpel va dnPIoUpynoel Kai va
eEunnpeTei TN PHeyaAuTepn BAON ETAIPIKWV KAl IDIWTWV MEAATWV TNG
ayopdc. XTa nNAaiola Tou THAMATOG, Ta OTEAEXN €ival MPpwTONOPOI
otn Xxpnon Tou SAP kal Tou CRM. ZuppeTeExouv OnAadn ot &va
oUOTNHA MOoU TOUC OAOKANPWVEI ENAYYEAUATIKA HE O,TI N0 oUYXPOVO
undpxel oTnv ayopd O00ov a@opd OTnV €EUNNPETNON TWV MNEAATWV.
O1 ouvepydTeg nou epyalovtal 0To TNAEQWVIKO KEVTPO, NAVTA ME
EUYEVEIQ Kal yvwaon eEunnpeTolVv KABe 10epXONEVN KARON.

O1 EEwTepikoi MwAnTeg (B2B) €xouv 101QITEPEG ENIKOIVWVIAKEG
IKAvVOTNTEC Kal npoBdalouv To Npdéowno Tn¢G €raipiac otouc 160.000
Kal NEPIOCOTEPOUC NeEAATEC-enixelpnoeic TNG MAaioio Computers. Ol
eEWTEPIKOI NWANTEC avTigeTwnilouv KABe neAdTn oav ouvepyaTn.
Me o€Baocud OTIC avaykeg Toug, Yyvwon Kkal ungubuvoTtnTa,
ENIOKENTOVTAl TOV MEAATN OTOV XWPO TOU Kal Tou napouadialouv
KAOE TI VEO MoU Pnopei va eEunnpeTAOEl TIG AKPIREIG avayKeg Tou.

O1 avbpwnolr nou egpyalovral orn Mnxavoypagnon Tou
MAaiciou oTtnpifouv pia anod TIC PACIKOTEPEG AEITOUPYIEC TNG
eTaipiac. Alaxeipifovral, eneEepyalovral Kai  AgIToupyouv TO
AEITOUpYIkO cuoTnua SAP ano 1o 2000. Ano TOTE evonoindnkav
0ladikaocieg kal OedoPEVA €TOl WOTE Ol unaAAnAol va diaxelpidovTal
0edoPEVA MPOCAPHOCHEVA WOTE va Xpnolgonolouvtal TauToxpovda
and noAAoUC XpNOTEC Kal yia MOAAEC €Talpiec, ave€apTnTou XwpPd
NPOEAEUONG, KAAUNTOVTAG KABE AOYIOTIKN KAl (POPOAOYIKN
vouoBeoia EexwpioTa.

To Tunpa Aktowv (IT Department-Data  Network
Administration) kal o1 davBpwnol nou TO anoTeAoUv Eival
«OIKTUWMEVOI» 0 OAa Ta NANPOYPOPIAKA CUCTNHATA TNG €TAlpiac. Ta
OTEAEXN TOu THAMATOoG Olac@aAifouv TNV OwoThH AgIToupyia Kail
ao@aiela oTnv enikoivwvia Twv dedoPEVWY TNG €Talpiag, Tnv apTia
dlaxeipion Twv XPnNoTwv, TNV E€NEKTAon Kal avapaéuion Twv
NANPOPOPIAKWV CUOTNHATWV.



To TuApa SAP Support aoxoAesital pe Tnv avdaiuon, TO
oxediaopd, TNV OMAAR AsIToupyia TNG €nikolvwviac Tng €raipiag
HEOW TwWV NANPOPOPIAK®WV CUCTNHATWV KAl TNV uAonoinon OAwv
TWV NAEKTPOVIKWV UMNOJOMWY TNG €TAIPiAC KAl TO NWG AUTEG
€loxwpouvTal oTo hnxavoypapnuévo ocuoTnua nou autnh O1aBETEl.

ApKeTd TUAMATA TNG €Talpiag¢ kabwg kal ol avepwnol nou
epyalovTal 0 auTd, €XOUV TNV avaykn yia kabnuepivi kai nAnpn
EVNUEPWON O€ O,TI APopa TNV APIEN VEWV NPoiovTwy, Tnv diakivnon
TWV UQIOTAMEVWY, TIC NWANCEIC kKABWG Kal OTIONMOTE OTOIXEIO
avTAgiTal ano Tnv diakivnon kal cuvaiAilayn autwv. O1 avbpwnol Tou
Reporting avaAauBavouv va QEPoOUV €IG NEPAG TNV «AMOCTOAN» TNG
EVNUEPWONG, KABNUEPIVA, YPYOPA KAl anoTEAEOUATIKA.

H Texvikn unootnpi&n Tng MAaiolo Computers anoTeAeiTal ano
TEOOEpA EexwploTa@ TPAMATAG Ta onoia, WE uneuBuvoTnTa,
oupBAaAAouv To kaBe &va ortn povadikh €EunnpeTNON TWV MEAATWV
Mag. AuTa eival: n ZuvapuoAoynon H/Y, To Service KataoTnuaTtwy,
N TnAepwvikn Texvikn EEunnpetnon kal To On Site Service. 'OAa Ta
TUAMaTa anapTidovTal ano AapTia €KNAIOEUMEVOUG TEXVIKOUG NOU ME
TIC YVWOEIG, TNV €MNeEIpia kal Tnv B€Anon Toug yia Tnv nARpn
eEunnpETNON TOU NEAATN, CUKNBOUAEUOUY, EVNHUEPWVOUV YIA TIC VEEG
TEXVOAOYIEC Kal AUVOUV KABe TeXVIKO NpOBANUA Nou anacXoA&i Tov
neAATn, kaAunTovTag kAbe avaykn.

Teéooepa eival €niong Ta OIAKPITA HEPN TOU THNAMATOC
Marketing Tng MAaiolo Computers (KataAoywv, Aiadiktuou, Visual
& AnuioupyikoU) Ta ornoia UAOMoIoUV OTOXEUMEVEG OTPATNYIKEG
npowBnong Ke KUPIO oKoMo TNV EVNUEPWON TOU ayopacTIikoU Koivou
yla onolodnnoTe TeEXVOAOYIKO MPOiOV KUKAOQOPEI, HE EPEUVEC,
a&lohoynoeic kal ndvw and OAa We nAApn uneuBuvoTnTa OTIG
dnuUoOIEUTEIC.

6.5.1 Ta oikOoVvOoMIKG anoTeAEopaTa

ZUPQWVa PE Ta ENiCNUA OIKOVOWIKA OTOIXEId MOU NPOKUNTOUV
ano TI¢ Evdiapeoec OikovopikeG KaTtaoTaoelg yia Tnv nepiodo ano
01/01/2007 wc ka1 30/09/2007 o 6uiAoc MAaioio Computers nETuxe
auénon evomoiNUEVwY NwWANCEwvV Kata 49,59 ekar. eupw
(+23,13%) pe oplakn BeATimon Tou kaBapou neplBwpiou Tou
(2,83%, and 2,72%), oto evveaunvo 2007 o€ ouUykpion HE TNV
avTioToixn nepuaivh) nepiodo, HWE TOoVv gvonoinuévo TCipo va
avepxeTal o€ 264,01 ekaT. sUpw.

To 74,57% n 36,98 ekaT. eupw TNG avodou TOU TEAEUTAIOU
NPOoNABE anokAEIOTIKA and TOV TOMEA NAEKTPOVIKWV UMOAOYIOTWV
Kal Yn@iakwv €QapPoywyv - ol €Ni OUVOAOU MWANGCEIC TOU Ornoiou
avepxovTal nAgov oe 60,99%, ano 57,85% oTo TEAOC ZenTeuPpiou
2006 - pe Tov KUKAO gpyaciov Twv 10wV ypageiou va OIEUPUVETAI



kaTta 14,08% (pepidio 29,15%, and 31,46%) kal Tnv ThAepwvia va
Kataypagel napopola avodo nwAnocewv (+13,29%) kal eni guvoAou
Hepidio 9,43% (ano 10,25%).

O OpIAog MAaioclo anoTeAsital and Tn MNTPIKA KAl TEGOEPIC
BuyaTPIKEG ETAIPEIEG, €K TWV OMOIWV OAIKA €vonolgiTal PJOvov N
BouAyapikn Plaisio Computers JSC (100% ouppeToxn). Ano TIC
UNOAOIMNEC TPEIG OUYYEVEIC €TAIPEIEC TOU - TWV onoiwv n kadapn
Beon aBpoiletal oe 1,54 ekaTt. eupw, €Evavti abpoioTikou
NPOCAPHOCHEVOU KOOTOUGC KTAOoNG 1,58 ekat. supw - 0 OMIAOG
napnyaye kepdn HWOAIC 77 XIA. eupw, and 67 XIA. eupw Owdeka
MNVEG VwpiTEPQA.

Ol OIKOVOUIKEG KATAOTAOEIC evveaunvou 2007 Tou opiAou
MAgiolo napouoialouv HETAEU AAAWV  (QPOPOAOYIKO €VOIAQEPOV.
JUYKEKpPINEVA, ol evdlapepopevol Ba oTabBouv Pe anopia PnpooTd
OTO YEYOVOC OTI n au&non katda 2,82 ekart. supw n kata 192,89%
Twv (gvonoinuevwyv) KataBeBAnUeEVwWY QOpwV anoTeAEl TNV kUpIdA
aitia - padi ye Tnv av&non Twv anoBepdTwy KaTta 1,92 ekart. Upw -
TNG UunoXwpnong Twv KabBapwv AEITOUPYIKWV TAUEIQKWY EICPOWV
kKaTta 52,40% og oUyKpIonN KE AQUTEG TOU evveaunvou 2006. O1 gpopol
auToi BePBaiwg dev anoTeAoUV POPOAOYIKEG UNMOXPEWOEIC TOU OMIAOU
yla TNV TpEXoUOa XPnon Tou kal opBwg dev exouv «egEodonoinbei»
OTOUG AoyaplaopouG danoTEAECHATWY N OoTOoV QOPO €1000NUATOG
evveaunvou 2007. A@opouv TOOO OTNV KataBoAn au&nuevwv
POpwV yia Ta kEpdn 2006 (+19,06% oe oguykpion Ke To 2005) doo
kKal oe kataBAnBeioec dooeic and Tnv apvnTikn diapopd 750 XIA.
EUPW MOU KATAAOYIOE O POPOAOYIKOG EAEYXOC TwV Xpnoewv 2003-
2005 (eixav dnuioupynBei avTioToixeg NnpoBAEWeIc 600 XIA. EUPpW).

Eva akoun onueio @opoAoyikoU nNeEPIEXOUEVOU nou Ba
NMPOKAAECEl TNV anopia TwV &VOIAPEPOUEVWYV AMOTEAEI KAl TO
YEYOVOC OTI ol avaBaAAOPEVEC (POPOAOYIKEC UMOXPEWOEIC 351 XIA.
EUPW TOU e&vveaunvou 2006, €&dwoav TN BEon TOoug O€
avaBaAAOPEVEC POPOAOYIKEC analTAoelG 741 XIA. EUPW OTO EPETIVO
gvveaunvo. YneuBuvn yia Tn PETABOAR auTn €ival n €P@Avion oTo
evveaunvo 2007, npoBAewyng 869 XIA. eupw <«yla kabapn
peuoTonoINaiun a&ia anoBeudTwyv», n onoia NPAKTIKA AnOTEAEI TO
(POPOAOYIKO O@eAOoC and Tn MEeEiWON Twv  (POPOAOYNCINWYV
EVOMOINUEVWY HIKTWV ANOTEAECHATWY, META TNV avTIOTPOPN TNG
npoodppoyng TNG agiag Twv anobePdTwy Tou OhiAoU Nou NMPokKUNTEl
and Tov uywnAo KivOuvo TeEXVOAOYIKNG ana&iwong Touc.
Enionuaiverar oTi o1 npoBAEwelc anaiwong anoBeudtwv - nou
BeBaiwg enmiBapuvouv Ta anoTeAEOPATA TNG XPnNong oTnv onoia
dlevepyouvTal - au&nbnkav katd 93,77% n katd 1,70 ekaTt. supw
and TO TEAOG 2006. H TMAaiolo Computers é€xel oxnuarioel
npoBAcweic (103 xIA. eupw) akOPN Kal yia Ta NVEUPATIKA
dIKaIwPaTa nou opeilouv va kataBaAouv ol €10aYWYEIC-NApAywyoi



NPOIOVTWYV WNQPIAKNG avTiypa@Png, anobnkKeuTIKWV HECWV K.T.A.
OTOUG EVTETAANEVOUG 0pyaviopoUg oUAAOYIKNG dlaxeipiong.

H Taxeia avodo¢ Twv €&VOMOINUEVWV XPNHATOOIKOVOUIKWY
e€00wV - anoppola VEwvV opoAoylakwv daveiwv 12,43 ekaTt. €Upw
and EBvikn kal Alpha, pe 1o oUvoAo daveiwv au&nuévo kaTda
18,66% and 1o TEAOC ZenTepBpiou 2006 - pe pubpo (+58,79%)
HeyaAUTepo TNG au&énonc Twv EBIT anoteAeopdtwv (+35,41%),
npokaAeoe Tnv avodo TNG avaAoyiag Twv NpwTWV WG MNPog Ta
deutepa (23,30%, and 19,87%). =10 evveaunvo 2007
kataypapnke kabapn Oavelakn eiopon 6,21 &kat. €upw, &vavTl
avTioToixng nepuciving a&iag 930 XIA. eupw.

To 66,62% Twv 5,22 ekaT. eupw nou danavnoe o OMIAOG
MAaioio oto evveaunvo 2007 yia npoobnkKeg O evowuaTa kal auia
NEPIOUCIAKA OTOoIXEia, apopoUos o€ UNd EKTEAEON NAYIA, KUPIWG yia
TO VEO KEVTPO OuvappoAoynong, anobnkeuong kair Olavounc oTn
MayoUAa ATTIKAC. Tnv idla nepiodo, o OWIAOC andooBeoe To NMIOU
(52,36%) Tn¢ aiac Twv acWPATWV AKIVNTOMOINCEWYV Tou (KUpPIiwg
AOYIONIKO), evw npokaTeBaAe 518 xIA. eupw Yyia ayopEG nayiwv.

Av kai ano 1o TEAOC 2006 ol EVOMNOINHUEVEC UNOXPEWTEIC MPOG
npopnOeuTec au&nbnkav WOAIC KaTa 2,54%, AUTEG €ival AUENUEVEC
Kata 39,46% 0c oUykplon ME To TEAOG evveapnvou 2006 (Xwpig
a&lOAOYEG ENINTWOEIG OTOUG EUNOPIKOUG OPOUG TOU OMiAou, cUUpwva
HME TNV €Taipeia), dnAadn nepioccoOTEPO and TNV avTioTolxn au&énon
TOU KOOTOUG nNwANcewv. O €VOMNOINUEVOG EUNOPIKOG KUKAOG
neplopioTnke kata 9,52 (o€ 42,85) nuUEpPEC.



KEDGAANAIO 7

2YMMNEPAZMATA-TIPOTAZEIZ>



KE®AAAIO 7
2YMNEPAZMATA KAI NPOTAZEIZ

H naykoopionoinon Tng oikovopiag kai n €upeia diadoon Tou
NAEKTPOVIKOU €pnopiou &€xouv aAAa&el ek Babpwv TO OUYXPOVO
eNIXeIpNUaTikO yiyveaBal. O1 paydaiec TEXVOAOYIKEC €EeAiEeic aTOUG
MIKpOUMOAOYIOTEG Kal OTIG TNAENIKOIVWVIEG, To Internet, kaBwg kal n
onuioupyia OIKTUWV Kal AOYIOMIKWV OAoEva au&avopevng 10XU0G
IOXUPOMNOIOUV TOUG JE0POUC TWV EPNOPIKWV eTAipwv. Eival yeyovog
adlau@IoBATNTO OTI N NPO0dOC TNG TEXVOAoyiac €nidpd KATAAUTIKA
OTIC OUYXPOVEC TACEIC Kal OlaUOPPWVEI €va VEO ENIXEIPNHATIKO
Tonio.

OTtav MIAGPe yia Alaxeipion Twv XZxeocewv He Tov [MeAdTtn
(Customer Relationship Marketing), avagepouyaoTe o0c pia
ENIXEIPNUATIKN OTPATNYIKA, N onoia €oTidlel oTtov nNeAdTn Kal
avayvwpilel 0TI N 1IKAvVOTNTA KATAVONONG Tou Kal aAAnAgnidpaong He
autov anoTeAEi Kpiolgo napdayovra eniTuxiag oTto ouUyXpovo
ENIXEIPNUATIKO NeEPIBAAAOV.

Anod Tnv avaAuon Tou CRM -kal ouykekpigyeva Tou B2C CRM-
nou npayuartonoin®nke O€ auTh TNV €pyacia npokunTel OTI Ta
KpITApIa €niTuxiag and Tnv UloBeTnon TNG ano dia enixeipnon
e€apTwVTal ANOKAEIOTIKA and TNV Npocappoyn TNG €NIXEIPNHATIKNG
KOUATOUpPAG TNG kal andé and Tnv npoonAwon Tou CUVOAOU Tou
npoownikoU TNG OTNV NEAATOKEVTPIKN avTiAnywn Tou enixelpeiv. MNa
Va «OTEPIWOEI» €&va npoypapua Olaxeipiong OXECEWV NEAATWV
xpelaletal gbevapn unooTtnpiEn 1600 and To top management TG
enixeipnong 600 kair and OAouG Toug UnaAAfAoug oTnv enixeipnon.
Av Jev nIOTEWPOUV OAol oI undAAnAol piag e€Taipiag kal dev
0E0PEUTOUV va NApPEXOUV OUVEXN a&ia oTouc NEAATEC TOUG, KAVeEva
ouotnua CRM dev €ival 1kavo va anodwaoel Ta ENIXEIPNHATIKA OPEAN
nou npocgdokouvTal ano pia TETola enevouon. Apa n eknaideuon Kkail
N eMuoOpPWon TWV €pyaloOPEVWV WOTE VA YIVOUV NEAATOKEVTPIKOI
anoTeAoUV Kpioigo napdayovTa kai npolnobeon yia TNV eniTuxia piag
epappoyng CRM.

O KupIOTEPOC AOYOC anoTuxiag oTnv epapuoyn &vog
ouotnuatog CRM e€ival n avTiJeETWNION TOU WG kabapda TEXVOAOYIKO
epyaleio. To CRM anoTuyxavel 0Tav AEITOUpPYEI PE BAon POvVO Tnv
Texvoloyia. H enixeipnon o@eidel va au&aver Tnv a&ia nou
anoAagBaver o nNeAATNG kKal  va OnMIoUpYEl  KivnTpa yid
enavaiapBavoueveg ayopeEg.

MayIk&G OUVTAyEG Kal AUCEIG Nou va papuolovTal 0 OAEG TIG
ENIXEIpNOEIC OEV UNApPXOUV, KABe enixeipnon npenel va €@apuolel
CRM ue Baon T1I¢ OIKEG TNG 101AITEPOTNTEG KAl EMIXEIPNMUATIKEG
eMISIWEEIC.



To pbévo ciyoupo €ival OTI n anaitnon yia TV A&IToupyia
ouoTnuatwv CRM 6a au&averal 600 au&averal o avTaywviouog Twv
ENIXEIPNOEWV Kal 600 n d1abaiun TexvoAoyia Oa yiveral npooitn o€
MEYaAUTEpaA TUAMATA Tou NAnBuauou.

O1 epappoyec CRM aAAd kal e-CRM eniTpEnouv o€ Jia €Taipia
va npoo@epel KAAUTEPEG UMNPECIEG OTOUC NEAATEC TNG Kal vd
eEunnpeTnoel PE MEYAAUTEPN AMNOTEAECUATIKOTNTA TIG 10IAITEPEG
avaykeg 0owv evolapEPOVTAl Yia TA NPOIOVTA KAl TIG UNNPECIEG TNG.
Aev undapxel kagia ap@iBoAia OTI To HEAAOV avnkel O OOCEC
ENIXEIPNOEIC MNAPEXOUV OTO KOIVO EEATOMIKEUMEVEG UMNPETIES
(evnuEpwan, eknaideuon, unoaoTnpiEn, NPOTACEIC YIA EMINPOCHOETEC
ayopec kAmn.). Mpokeiral OpgwWC vyia Mid ApKETA  NEPINAOKN
dpacTnpIOTNTA N onoia anaiTei onUavTIKEG enevOUCEIC O €EONAIOUO,
AOYIONIKO Kal O€ ekNAIOEUPEVO €pYaTIKO OUVAUIKO.

Mapd 1O yeyovog OTI Ta oPEAN TnG epapuoync CRM oe pia
gnixeipnon e€ival npogavr, n Oleiocduon Tou OTIC EAANVIKEG
eEnIXelpnosic €ival xapnAn. H eAAnvikn ayopa CRM unoAesineTal
onpavTika o€ avanTuén, 0 OXEON ME TNV AVTIOTOIXN AUEPIKAVIKN KAl
eupwnaikn. And JIAPOPEC EUNEIPIKEC EPEUVEG Nou dleEayovTal ano
EAANVIKAG navenioThuia aAAd kal €Talpie¢ mou avaAappavouv Tnv
€yKATaoTaon AOYIOMIKWV O EAANVIKEG EMNIXEIPNOEIC MPOKEIPEVOU Vda
dlanioTwBei o PaBudg uloBeETnoNg Twv  epappoywv  CRM,
dlanioTwveTal OTI NoAU AIlyOTEPEG KAl aANO TIC MICEC EMNIXEIPNOEIG
HEYAAOU PEYEBOUG £XOUV UIOBETNOEI NEAATOKEVTPIKN PIAoco®ia. To
NooooTO MOuU agopd TIC MIKPOWEODAIEG EMIXEIPAOCEIC €ival NoAU nio
XAKNAO.

JUYKEKpPINEVA ME Baon Tnv npwTn €peuva yia To CRM -nou
apopda Tnv EAAGda- nou dievepyndnke and 1o www.crm2day.com
HEOW online epapuoync and Tov 10UVIO WG To oenTEPBpIo Tou 2001
(05/06/2001-05/09/2001) o 294 oTeAéxn enixelpnoswyv anod 14
XWPEG OTN VOTIA, KEVTPIKN KAl avaToAlkn eupwnn Kal 263 OTeAEXN
ENIXEIPNOEWY anod Tn Xwpd MaAc, o€ nooooTd 58% o1 €AANVEG
enayyeApaTieg Bewpouv MoAU onuavTikd B€ua yia Tnv enixeipnon
TouG TNV uloBeTnon piag CRM npooeyyiong evTog Twv enNONeEVwY 12
Mnvov. ‘Eva ndapa noAU XapnAd noocooTd TwV  EAANVIKWV
ENIXEIPNOswWY, To 21% avageépbnkav oTtnv unap&n onolacdnnoTe
HoppnG CRM ki OxI anapaitnTa oAoOKANpwHEVNG. O onNUavTIKOTEPOC
OTOXOG YIa TIC EMIXEIPNOEIC AUTEC amoTeAei peoa and 1o CRM n
dlaTApnon TNG UQPIOTAPEVNG NeAATEIAG O nocooTOo 24% Kal n
anoTeAeopaTikn diaxeipion Twv AITNUATWY TOUG O N0G0o0TO 21%.

Eival napriyopo TO YyeyovoG OTI Ta TeAeuTaia xpovia ol
EAANVIKEG EMIXEIPNOEIG €XOUV apXiosl va avTiAagBavovral Tnv agia
Twv ouoTnuatwv CRM, OxI HOVO yia AOyoug kepdo®opiag aAAd kal
yla Tnv idla Toug TNV eniBiwon kal cUPJeWva Pe TNV anoyn autn Td
endpeva xpovia To CRM TouAdxioto oa katnyopia Aoylopikou 6a
e&eAixO¢ei kal Ba napouaoiacel au&nuevn ¢nTNoN ano TIC ENIXEIPNOEIC.



210 OeUTeEpOo KePAAAIO TNG €pyaciag enionuavage Tn
onoudaldTnTa TNG dIaTUNWONG NPANOVWV and TOUC KATAVAAWTEC N
TOUG MeAATEC MpoC TnV EnMiXEipnon oav avtidopaocn nou eivai
NEPICCOTEPO OCUPPAT) HE TO HAKPOMPOBECHO OCUHPQPEPOV  TNG
enixeipnong. Me agopun TOo apbpo Tou K. Zappaviwtn (2004)
OXETIKA HE TNV avaykaiotnta JleEaywync €peuvac vyia Tn
ouphnepIpopa Napandvwy Kal oTn Xxwpa Pac, Kavape ava@opa oToug
NPoodIopIOTIKOUG NAPAYOVTEG TNG OCUMMNEPIPOPAC NaApanovwyv Kal
OTOUG OTOXOUG MHIAG €NAYYEAMATIKAG dlaxeipiong npanovwyv
(complaining management) nou €ival n ouykpdtnon TwV
duoapeoTnUEVWY nNeAatwv kal n diadoon piag BeTIKNG €lkdOvag yid
TNV ETAIpid NOU METAPEPETAl OTOUC MEAATEC TwV OMoiwv Ta
napanova €xouv IkavonoinBei. TovileTal n avaykn yia avaiAnyn
EMNIOTNHOVIKWV EPEUVNTIKWV Npoonabeiwv vyia Tn HEAETN TNG
OUMNEPIPOPAC MApaAnovwy Kdl yia TNV IKkavonoinon/pn ikavonoinon
TOU KATavaAwTn kal otnv EAAGda kabwc oe supwnaikd €ninedo n
otaon d1apOopwV ETAIPIOV WG MPOG TO XEIPIOKO naApandvwyv ExEl
aAAa€el oTo NAQiolo TNG NEAATOKEVTPIKNG TOUG NPOCEYYIONG.

H naykoopionoinon Kai To NAEKTPOVIKO €UNOPIO EXOUV AAAGEEI
pI{IKG TOUC TPOMOUC, UE TOUG OMOIiouG Ol EMIXEIPACEIC avTaywvidovTal
N Mia Tnv aAAn. MNa Tnv avantuén Twv €pyaciov evog opyaviouou,
TO MEyEBOC Kal n yYewypa®ikn 6¢éon Oev anoTeAoUv KpioIHoug
napdayovTec smTuxiac oto Badud nou nATav kKAnote. AvTiBeTa, OTO
onuePIVO NoAUOXIOECG Kkal paydaia HPETABAAAOPEVO EMIXEIPNHUATIKO
nepiBaAlov To eninedo €&unnpeTnong TwvV NEAATWV €ival, KaATtda
YEVIKR opoAoyia, o onoudaldTEpOG mapdyovTag €niTuxiag yia pia
enixeipnon.

To CRM 0gv anoTeAsi TNV NpwTN €na@n KJE Toug nNeAdTec ouTe
oxeTileTal yOvVo PE TO UWNAO €ninedo €EunnpeTnong Touc. Eival pia
oapwg EUPUTEPN €vvola: NMPOKEITAl YId TOV TPOMO NMOU O OPYavIGHOG
dlaxelpieTal TIC NEAATEIAKEG TOU OXEOEIG.

To anoteAeopaTtikd CRM eival o napdyovrag €keivog nou
npoodidel afia oTov neAdtn kar €Eao@aAilel avanTuén Kkai
kepdoopia o0e pakponpoBeopo opilovta O OAOUG  TOUG
EMNAEKOMEVOUG: amnd TOUG NEAATEG Kal TOUuG agents MEXPI TOUG
HETOXOUG. AnoTteAei pia  onoudaia eukaipia aAAayng Tou
ENIXEIPNUATIKOU TOMIOU KAl KUplapXiag o€ AKpwC avTaywvIoTIKEG
ayopEG YIa €KEIVOUG TOUG «NaikTeG», ol onoiol Ba evraéouv 1o CRM
oTn OTPaATnyIKn TOUuGC kKdl 6a To UuloBeThooOUV WE  €niTuXia,
aglonolwvTac KataAAnAa Ta epyaAegia nou napexel n ouyxpovn
TexVoAoyia.

TeAIk@, To PJEAAOV YIA TIG ENIXEIPNOEIC €ival Ol I0XUPOiI JECHOI
ME TOUC NMeEAATEG KAl AuTO pnopei va eniteuxBei e To CRM gpooov
ul0BeTNBEl WG oTpaTnylkn eniAoyn.
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