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EYXAPIZTIEZ

Oa ABeAa va guxapiotTiiow 1d1aiTepa TNV Ka. Mdapw BAaxoTtrouAou yia
TNV BonBeia kal TNV KaBodAyNOoNS TNG Kata TNV SIAPKEID TNG CUYYPOPNS TNG

OIMTAWATIKAG QUTAG EPYATIAg.

Emiong, B8a ABeAa va euxoploTHow OAOUG TOUug KaABNynTéG TOU
METATTTUXIOKOU TUAPATOS MNANpo@opIiakd cucTAPATA BI0IKNONG YIA TNG YVWOEIG

TTOU aTTEKTNOA KATA TN OIGPKEIX TNG POITNONG YOU .

TéNog, Ba nBesha va euxapiotTiow Tov K. Oeddwpo ZuupydyAou
business development director Tng eTaipeiag WELLPROJEX yia Tov x6vo Tou,
TIC TTANPOQYOPIEG TTOU HOU €dWOE Kal TNV OUuvaive'cn Tou WOTE va

TTpaypartotroindei To case study yia Tnv etaipeia WELLPROJEX.
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20voyn

H ouykekpipévn dITTAWMATIKA epyacia diatTpayhaTeUeTal TNV Evvola Twv
ouoTnPATwy dlaxeipiong TeAaTelakwy oxéoewv ( ouotiuata CRM) avaAuovtag Tig
O1d@opes poppéc CRM tmou uttdpxouv (Acitoupyiké-operational, cuvepyaTiko-
collaborative, avaAuTiko- analytical) kaBwg kai oTo TTGC0 avaykaio gival va
KATOAPEPOUV Ol ETTIXEIPACEIG VO BNUIOUPYROOUV aPICIWHEVOUGS TTEAATEG LWOTE Va
QuUEAoOUV TNV OTTOTEAECUATIKOTNTA Toug. TovifovTal o1 AGyol yia TOUG OTTOIoUG Ol
ETTIXEIPNOEIG EPAPUOLOUV CUCTHHATA BIAXEIPIONG TTEAATEIOKWY OXECEWY, T BAMCTA
TTOU TTPETTEI VO AKOAOUBROOUY WOTE va BewpnBei TTeTUXNUEVN PIa TETOIO EQApPoyA,
OTTWG Kal Ta TTAEOVEATAOTA Kal Ol AGyol aTToTUXiag epapuoynig cuoTnudTtwy CRM.

MapdAAnAa, yivetal pia BewpnTikh avdAuon Tou Ti gival TTEAGTNG , TI €ival
KUKAOG TTEAATN KOl TTWG N KABE €TTIXEIPNON UTTOPEI VA TUNUATOTTOINOCEI TOUG TTEAGTEG
TNG WOTE vVa KaTapépel va Toug diaxeipnoTei atmodoTikoTepa. ETriong, yivetal
avagopd o€ did@opa PovTéAa TTPORAEWNS ATTWAEIAG TOU TTEAGTN KOBWG Kal OTO TTWG
MIa eTTIXEipnon pTTopei va diatnproel Toug \dN UTTAPXOVTES TTEAATEG TNG Kal va
ETTAVAKTNOEI TIEAATEG TTOU €XEI XATEI.

E&etadovTal, o1 TPOTIOI UE TOUG OTTOIOUG MIO ETTIXEIPNON WTTOPEI va WETPROEI
TNV ATTOTEAEOUATIKOTNTA TwV cuoTANATWY CRM TToUu €Xel e@apudoel KaBWs Kal n
OPXITEKTOVIKA TTOU PTTOPEI va €XEl éva oUOTNUA BIaXEipNoNG TTEAATEIOKWY OXECEWV.
EkT16g atmod 1o 11 cival CRM g@appoyn, yiveral pia ouvtopn avagopd oto Ti eival CKM
( Customer Knowlegde Management) kaBwg Kal 0To TTOIEG €ival O OPOIOTNTEG KAl Ol
dlagpopéc Tou pe Ta cuotAuata CRM. EmiTpdobeTa, yiveTal Kal pia ava@opd oTo T
eival Six Sigma kai TToia gival n oxéon Tou pe Ta CRM cuoTtAuara.

2710 OeUTEPO PEPOG TNG DITTAWMATIKAG Epyaaciag yivetal TovideTal 0 BaBUOg
UioB£TNONG CUCTNUATWY TTEAQTEIAKWY OXECEWV ATTO TIG EAANVIKES ETTIXEIPAOEIG, EVW
TTapdAAnAa TTapaTifevTal SIGPoPeS HEAETES TTEQITTTWOEWV (case studies)

TETUXNMEVWV €Qapuoywy crm oTnv EANGSa.
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MpéAoyog

H TTaykoouiotroinon Tng olkovouiag Kal n supgia d1adoon Tou NAEKTPOVIKOU
euTTOpioU £Xouv OAAGEEl ek BABpwv TO CUYXPOVO ETTIXEIPNMATIKG YiyveoBal. Ol
paydaieg TEXVOAOYIKEG €EENICEIC OTOUG UIKPOUTTOAOYIOTEG KOl OTIG TNAETTIKOIVWVIEG, TO
Internet, kaBwg kai n dnuioupia SIKTUWY KAl AOYIOUIKWY 0AOEVa augavouevng I0XU0G
IOXUPOTTOIOUV TOUG OECHOUG TWV EUTTOPIKWY eTaipwy. Eival yeyovog adiapgiofATnTo
0Tl n TPOodog TnG TEXVOAoyiag emdOpd KATOAUTIKA OTIG OUyxpoveg TAOEIS Kal

SIapOPPWVEL Eva VEO ETTIXEIPNUATIKO TOTTIO.

Otav uINdue yia diaxeipion oxéoewv TrehaTeiag [Customer Relationship
Management (CRM)], ava@epduaoTe O€ HIa ETTIXEIPNMATIKA OTPATNYIKA, N oTroia
€0TIACEl OTOV TrEAATN Kol avayvwpigel o1l n  IkavétnTta KOTAVOAOKG TOou Kal
aAANAeTTiOpaONG pe auTtdv atroTeAei Kpiolgo TTapdyovTa ETITUXIOG OTO GUYXPOVO

ETTIXEIPNMOTIKO TTEPIBAAAOV.

2Tn onuePIVR ETTOXNA TNG TTAYKOOUIOTTOINONG, TNG KOIVWVIAG TNG TTANPOQPOPIKAG
KAl TWV €UPUTEPWV TEXVOAOYIKWYV €&eAiCewy, O AvBpwWTTOl ETTIKOIVWVOUV  Kal
avraAAdooouv TTANpopopnon oe TTayKOoUIo eTTiTTEdO. O YEWYPAPIKOI YPAYMOi, Ol
OTTOI0I PEXPI TWPA TTPOOTATEUAV HEPIBIO ayopdg Kal oploBeTolcav ETTIXEIPNMOATIKES
EUKalpieg, dlapKwg KaTtappitrTovtal. Eva eUAoyo epwtnua TTOU TTPOKUTITEN Eival TTWG
MTTOPEl pIa €TTIXEIPNON OTIC TTOPOUCEG OUVONKES va gival aviaywvioTikh. Katd tn
Oldpkela TG dekaetiag Tou T90 TNV aTmAVINON ATTOTEAECE N MEIWON TOU KOOTOUG
Méow avadlopydvwong Twv ETIXEIPNOIAKWY  Agitoupylwy [Business Process
Reengineering (BPR)]. ZTn xapauyr Tou 210U aiwva TO avTaywVIOTIKO TTAEOVEKTNUA
OTTOTEAE N TTEAATOKEVTPIKA QPIAOCO®Ia KAl KOUATOUPQ TnNG ETTIXEIPNONG, N oTToia TNG
oivel Tn duvatoTnTa va uttepPei KaTd TTOAU TIG TTPOCOOKIEG TWV TTEAATWV Kol TWV

METOXWV TNG. [www.plant-management.gr]

H Tmapouca egpyacia aoxXOAEiTal ye Ta CUCTAMATA DIOXEIPIONG TTEAATEIQKWY
oxéoewv ( CRM cuoTtuata) Kal e Tov PaBud uioBETnong Toug ammod TIG EAANVIKEG

ETTIXEIPNOEIG.
Apxikd, Oiveral éu@acn oTtnv Katavonon Tou TI akpIfwg eival éva CRM

ouoTnua KaBwg Kal To TTola Ba TTPETTEl va €ival N QIAoCO®ia Kal n KOUAToupa Tng

ETTIXEIPNONG WOTE VO PTTOPECEl VA EQAPHOCEl ATTOTEAEOUATIKA pia TETOIa Aucon CRM.
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Emiong, avaAuovtal o1 &i1dgopeg Hoppéc CRM Ttrou uttdpxouv (AEITOUPYIKO-
operational, ouvepyaTikd- collaborative, avaAuTiké- analytical) kai Tovidetal 1o TTOCO
avaykaia €ival n 1kavotroinon Twyv TTEAATWY, WOTE N ETTIXEIPNON va KATOPEPEI va
OnNUIoUPYACEl APOCIWHEVOUG TTEAATEG KAl VA QUENCEI TNV ATTOTEAEOUATIKOTNTA TNG.
TéNog, avaAuovtal ol Adyol yia TOUG OTToioug HIa €TTixeipnon €@apudlel CRM
OUCTAPATO, TTola BAMATO TTPETTEl va aKoAouBroel woTe pia epappoyri CRM va
BewpnBei TTETUXNUEVN KABWG €TTIONG KOl Ta TTAEOVEKTAMOTA KAl TOUG Adyoug
amoTuxiag cuotnudtwy CRM.

270 0eUTEPO KEPAAQIO, YiveTal pia BewpnTIKN avadAuon Tou Ti gival TTEAETNG Kal
ME TTOIOUG TPOTTOUG HIG ETTIXEIPNON WTTOPEI VO TOUG TUNUATOTTOINCEl WOTE VA UTTOPEI
va Toug dlaxelpnoTei amodoTikoTepa. 'Emeita, yiveralr pia avagopd oT1o TI €ival O
KUKAOG CWwNG Tou TTEAATN Kal YIOTi €ival TOOO onUAVTIKOG yia TNV aTTtodoTIKOTATA TNG
ETIXEipNoONG, evw TTapatiBevral Kal SIGpopa HOVTEAQ TTPOBAEWYNS ATTWAEIOG TOU
TEAATN KABWG Kal TTWG HIa ETTIXEIPNON MUTTOPEI va dlaTNPACEl KAl va ETTAVOKTHOEI
TTEANATEG TTOU €XEI XAOEL.

To TpITO KEPAAAIO, ava@EPETAl OTNV OPYAVWON KOl TNV OPXITEKTOVIKA TwWV
ouoTnuatwy CRM.ApxIKG TOViCeTal PE TTOIOUG TPOTTOUG N ETTIXEIPNON MTTOPEI va
METPAOEI TNV ATTOTEAECHATIKOTNTA TWv cuoTnudtwy CRM, evw  oTnv ouvéxeia
QVOQEPETAl N apXITEKTOVIKA €vog ouoThpatog CRM kal Troia gival 1a BAPGTA
KATaoKeUnG Toug. ‘ETTeita, yiveTal Tola cuvoTTTIKA avagopd oTo Ti ival CKM
( Customer Knowledge Management) kai Tovifovtal Ol opoIdTNTEG Kal 01 SIaPOopES
mTou €xel e To CRM.To mépaocua amd 1o CRM o1o e-CRM atroteAei Tnv €mmouevn
evoTNTA TOU KEQAAQioU auToU vy TovideTal N avaykaidtnTa UTTapgng TTOAUKAvaAou
CRM cuotiuaTog. TEAOG, avapepduaoTe oTo TI gival To Six Sigma kal Tola gival n
oxéon Tou pe Ta CRM cuotruara.

To emdéuevo ke@dhaio avagépetal otnv xprnon CRM ocuotnudtwy otrd
EMNVIKEG ETTIXEIPACEIS eV TTAPATIOEVTAI Kal OIGPOPES TTEPITITWOEIG TTETUXNHEVWV
CRM e@appoywv atro eAANVIKEG ETTIXEIPNOEIG.

270 TEAEUTAIO KEPAAQIO TTEPIAQMPBAVEI T CUPTTEPACHUATA YIa TO TI TEAIKA €ival
ovotnuata CRM kai 1o 1000 ONUAvTIKr €ival n oAayl TnG KOUAToUpag Tng

ETTIXEIPNONG OTT TTPOIOVTO- KEVTPIKA OE TTEAATO- KEVTPIK.

9|Page



Keoabao 1, Evora e rvomiperoc CRM

1111111



EIZArQrH

Me Tnv avaTrTuén Twv TNAETTIKOIVWVIWYV KAl TNG TEXVOAOYIAG TwV TTANPOPOPIWY
oivetal n eukaipia o€ TTOAAEG €TTIXEIPHOEIG VO CUAAEEOUV AeTTTOUEPT DEDOUEVA OXETIKA
ME TOug TTEAGTEG TOUG. Me autd Ta dedopéva oTa xEpIa TOUG, N KABE eTmixeipnon
MTTOpEl va dnuioupynoel hia oxEon TTou Ba gival €TKEPDNG, oTaBePn Kal POVIKN
METOEU QUTAG Kal TwWV TTEAATWV TNG. Me Tov TPAOTTO auTd Ba uTTopEl va eTTw@EAEITAl
TWV TTAEOVEKTNHATWY QUTAG TNG ox€0NG WoTe va BeATiwoel To marketing TngG, KaBuwg
Kal TPOTTOUG YIa va Trpooeyyioel véoug TreAdTee 4 va dlatnprioel Toug non
UTTAPXOVTEG. [Peppers & Rogers 1993]

2T0 oUYXPOVO ETTIXEIPNMATIKG TTEPIBGAAOV, OTTOU TA TTPOIOVTA KAl O1 UTTNPETIES
aAAdlouv pe Taxeic pubuoug, 61Tou o1 dpacTNEIGTNTES BEV YVWwpPI(ouv GuUaIKd ouvopa,
Ol OUYXWVEUOEIG OUIAWY KOl ETAIPEIWV ETTAVATIPOCBIOPICOUV TNV TTEAATEIOKA TOUG
Baon kal n TexvoAoyia ETTITPETTEI TNV OUE@IOPOMPN ETTIKOIVWVIA PECW TTOAAATTAWV
d1a6éoIywy  KavaoAiwy, n  uloBETNon  MIaG  OAOKANPWHEVNG  TTEAATOKEVTPIKAG
OTPATNYIKAG €XEl avadelxBei wg n PHovadIKr TTPOCEYYION TTOU PTTOPEI va TTPOCOWUCE!
o€ Mia eTTIXeipnon avegdptnta ammd 1o pé€yebog ¢ i To Tedio dpaoTnpioTToinong Tng,
TO QVTAYWVIOTIKO TTAEOVEKTAMO KAl TNV UTTEPAia TTou avalnTd.

[www.infoquest.gr]

2AMepa, To CRM &¢v gival éva attAd AOyIOHIKO TTOU XPNOIWOTTOIEITal aTTd TIG
ETTIXEIPNOEIG YIA TNV ATTOBAKEUON TTANPOQYOPIWYV YIO TOUuG TTEAATEG TnG. Eival éva
OTPATNYIKO €PYAAEIO TTOU O EMIXEIPACEIS XPNOIKMOTTOIOUV YIa va  HOXAeUOOUV
ONUAVTIKEG TTANPOQOPIES, WOTE VA EVTOTTIOOUV VEEG EUKAIPIEG KOl VA ATTOdWOOUV
KEPON.

Av ol managers Bpouv TPOTTOUG VA ATTOTINACOUV ThV a&ia TwV OXECEWVY TOUG
ME TOUG TTEAGTEG TOUG, UTTOPOUV VA PETPIOOUV KAl va SIOIKIOOUV TNV avTaywvVIOTIKN
B£on TNG €TTIXEIPNONG TOUG TTI0 EUKOAA Kal TTI0 6WOoTd. 'ET0I, ytropolv va pdbouv Tig
KATOVAAWTIKEG OUVBAKESG TwV TTEAATWY TOUG, VA TIG KATAYPAWOUV O¢ KATTOoIO BAon
O0edopévwy, va oxedIAoOUV HIO OTPATNYIKA €TTA@N HME TOUG TTEAATEG Kal va Tnv
UAOTTOIOOUV g OKOTTO TNV aUgnon Twv TTWANCEWY TOUG.

O 6pog Customer relationship management (CRM) dnAwvel Tnv peBodoAoyia
TToU BonBd oTnv €MONPAvVON Kal TNV TTPOCEAKUCN TWV KATAVOAWTWY PECA ATTO TNV
oladikacia avaTTugng SIOTTPOCWTTIKWY OXECEWV. [www.go-online.com]

H BaoikdTepn TPOTEPAIOTNTA VOGS TETOIOU CUOTAMATOG €ival N CUYKEVTPWON
TWV OUYKEKPIYEVWY KAl O€ TTOANEG TTEPITITWOEIG DIAPOPETIKWY PETAEU TOUG AVAYKWY,
TTou £Xouv ol TTeAdTeG. ETTiong, TTpotepaidTnTa £X€I N TOTTOBETNON OLIPAG EVEPYEIWV
atmd TNV TAEUPd Twv ETTIXEIPAOEWY, ME TEAKO OKOTIO Tnv €gUTINPETNON TOU
KaTavaAwTikou Kolvou. Kupiapyo oToixeio Tou CRM eival n aAAayr) TTou @Epvel oTnv
ETIXEIPNPATIKA OKEWYN Kal dounf, Méoa atrd TIG OIEUKOAUVOEIGC KAl QUOIKA TIG
TTPOOTITIKEG KEPDOUG.

Mpdkertal yia pia emTUXNUEVN PEBODO, TTOU €YKAIVIGOTNKE KATA TNV dIAPKEIX
NG dekaeTiag Tou ‘70, €€eAixBnke o€ auTth Tou ‘80 aAAG yvWPICE TNV TTIO CNPAVTIKN
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NG wlnon ota TéAn Tou ‘90 AOyw TNG MeYAAng €&EAIENG Twv TTANPOPOPIaKWV
OUOTANATWY KAl TWV EQAPHOYWV TOUG.

To marketing Twv oxéoewv Pe Tov TTEAATN BacileTal oTnv BewpnTIK GTTOWN
OTI UTTAPXEI £va “OUVEXES” TWV OXECEWV TNG ETTIXEIPNONG ME TOUG TTEAATEG, TO OTTOIO
EeKIVA aTTO IO OTTTIKI TTOU OpPXIK&A OTOXEUEI OTNV ETTITEVEN ATTAWY CUVOAANQYWY JE
TOUG TTEAATEG Kal @TAvEl €wg TNV UI0BETNON HAKPEOTTPOOEoUWY Kal  apoifaia
IKAVOTTOINTIKWY OX£0EWV JE AUTOUG. [MaTraiwdvvou, 2005]

2e TPaKTIKG €TTiTTEdO, TO OTTOTEAEOPA €ival N PBeEATIwWON TWV OXECEWV TNG
eTaIPiag pe Toug TTEAATEG Kal n ouvdeon padi Toug yia 6co 1o duvaTév PEYOAUTEPO
o1doTnUa TNG KATAVOAWTIKAG CWNG, YEYOVOG TTOU Onuaivel TOTOTATA TOU TTEAATN
TTPOG TNV ETTIXEIPNON. [KoupTtrapéAng, 2003]

Aikaioloynuéva AoItrov, TToANoi peAeTNTEG uTTOOTNPICOUV OTI TOo CRM atroTteAei

TN oNMAVTIKOTEPN ETTAVAOTACN OTNV OIOIKNON TWV ETTIXEIPACEWY WETA TNV £QPEUPEDN
TOU €PYOOTOCIOU KAl TNV UIOBETNON TNG YPAKHAS TTApaywyng.

[Kotorar, 2003

1.1 OpiopudG Kal @IAocoia

To CRM (customer relationship management) A aA\wg diaxeipion
TTEAATEIOKWY OXEOEWV BeV gival atTAd éva TTpoidv i éva TTPOYPAPa, ival @IAocoQia,
€ival O QVTIKATOTITPIONOG TNG KABE ETTIXEIPNON ATTEVAVTI OTOUG TTEAATEG TNG.

To CRM c¢€ival pia  ETIXEIPNUOTIK)  OTPATNYIK TIOU OTOXEUEl OTNV
MEyloTOTTOINON TWV €00dWV KAl TwWV KEPOWV KaBWG Kal oTnv algnon Tng
IKavoTTroinong Twv TreAaTtwy. O1 TexvoAoyieg TTou uttooTnpiouv Tnv “@iAocogia” CRM
OUYKEVTPWVOUV Kal atroBnkedouv dedopéva yia TOUg TTEAATEG, TOUG TTPOUNOEUTEG,
TOUG OUVEPYATEG KAl TIG EEWTEPIKES KAl ECWTEPIKES DIABIKATIESG WIAg ETTIXEIPNONG.

[www.epixeirein.BlogSpot.com]

H avdykn aut Twv €eTIXEIPACEWY VA CUYKEVIPWOOUV 600 To duvaTov
TTEPIOOOTEPEG TTANPOPOPIEG YIA TOUG TTEAATEG TOUG WOTE VO PTTOPECOUV VA TOUG
€EUTTNPETACOUV Kal va TOUG KATaAdPBouv KaAuTtepa dev eival k&t kaivouplo. OUTe,
QUOIKA, oI ETTIXEIPAOEIG TTOU UIoBeTOUV éva oUOTNUA CUAAOYAG  TTEAATEIOKWV
0edouévwy Ba aTTOKTHOOUV Giyoupa avTaywvIOTIKO TTAEOVEKTNUA.

TNV TTpayuaTikoTnTa To 1988 0 Harvey Mackay €¢£€dwaoe 10 BIBAio << Swim
with the sharks without being eaten alive>>. O oko1dg Tou BIBAiou ATAV Vva dWaoel
OTOUG AVTAYWVIOTEG TOU TTPOKTIKEG CUUPBOUAEG yIO TO TTWG Ol ETTIXEIPNOEIG PUTTOPOUV
va dwoouv véeg BIOOTACEIS OTIG UTTNPECIEG TOUG TTPOG TOUG TTEAATEG, BivovTag Toug
TNV dUVATOTNTA VA OTTOKTAOOUV QVTOYWVIOTIKO TTAEOVEKTNHA KOI OKETTTOUEVOI TNV
TexvoAoyia Tou 1988, o Mackay dev avagepdTtav oe poidvTa Goldmine ) Act.

[Glick, 2007]
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Mo ocuykpiyéva o Mackay dnAwoe <<Agv PTTOPEITE VA TTIOTEWETE TTOCO TTOANG
&époupe vyia TOug TTEAATEG pOg. Oéhoupe va  EEpoupe, Paoi{dpevol  oTnv
TTaPATNPENTIKOTNTA Kal 0€ cUlNTACEIG POUTIVAG, TI ApECEl OTOUG TTEAATEG Hag, KE TI Ba
aicbavoTav TepA@avol... 6tav yvwpioupe oTtoug TeAdTEG pag k&rmola ammd Ta
IDINITEPA XOPOKTNPIOTIKA TOug, TTavTa Bpiokoupe pia Bdon wote va €pboupe o€
€TTA@N Madi TOUg Kal va Toug PIAoouuE> [Glick, 2007]

21NV TTEPITTTWON aUTA UTTApXEl TTAVIOTE O KiVOUVOG N yvwaon auTt vad
TTOPAMEIVEI O WEUOVWHEVOUG avOPWITOUG Kal va PNV SIOUoIpaCTEl péoa OTnv
emxeipnon. MNa Tov Adyo autdé o Mackay emméueve 611 ol TTAnpo@opicg Ba ETTpETTE Va
YPAQPOVTaI, VO KATAXWPEOUVTAI Kal va dIaCTTEipovTal JEoa OTNV ETTIXEIPNON.

Kdamwg £1o1 dnuioupyndnkav ta mpwTta CRM cuomjuarta. Eival 1diaitepa
ONUAavTIKG n emiXeipnon va Bpel évav TpOTIO va PoIPACTE TNV yvwaon £T01 WOTE O
KabBévag péoca oTnv emixeipnon va Ppel évav TpOTTO VO TTPOCQEPEl ECAIPETIKES
uTTNPECieg oTov KABE TTEAGTN. KATI TETOIO PTTOPET VO CUMBEI €iTe dNUIOUPYWVTAG OTTAG
éva Spreadsheet, ¢ite xpnoigotolwWVTOG TTIO  TTOAUTTAOKO  TTPOYPAUMATA.
OtroiadAtroTe AUON KI av €TTIAEEEI N €TTIXEIPNON, TO BACIKOTEPO €ival VO CUYKEVTPWOEI
Kal va Kataypdwel 6edopéva yia TOUG ONUAvVTIKOUG TNG TTEAGTEG WOTE VA UTTOPEI va
QVTATTOKPIOET KOAUTEPQ OTIG TTPAYMOTIKEG AVAYKEG TWV TTEAATWV TNG.

‘Eva Customer Relationship Manager ytropei va opioTei a1rd 10 £€1G TECOEPQ
otoixeia. N'vwon (know), Z16x0¢ (target), TTwARocig (sells), Ymnpeoia (service). [IDC
and CAP Gemini, 1999]. To CRM artaitei n emxeipnon va yvwpilel Kal va
kataAaBaivel Toug TTEAATEG TNG Kal Tnv ayopd oTnv oOTroia atreuBuvetal. Auto
TEPINAUBAVEI AETTTOPEPEIC TTEAQTEIAKEG TTANPOQOPIEG HE OKOTIO n €TMIXEipnon va
ETTIAEEEI TOUG TTIO €TTIKEPOEIG TTEAATEG TNG KAl avayvwpioel autolg YIa TOUG OTTOIoUG
Oev agicel TAéov va emevdlel. To CRM, etriong, ouvetdyetal Tnv aglomoinon g
TTPoo@opds : [loia TTpoidvia Ba TIPETTEl va TTOUAARCEl N ETTIXEIPNOTN, O€ TTOIOUG
TTEANATEG KAl HEOW TTOIWV KAVAAIWV. ZTIG TTWAACEIG OI ETTIXEIPNOEIS XPNOIMOTTOIOUV
Campaign marketing yia va au¢fjoouv tTnv atroTeAeopaTIKOTNTA ToUu marketing Toug.
TéNog, To CRM TrpooTraBei va diatnprocel Toug TTEAATEG TNG ETTIXEIPNONG ME TNV
BonBeia Sl0@OpwWV UTTNPECIWV OTTWG VIO TTAPAdEIYHa TNAEQWVIKA KévTpa (call
centers) [Siomkos, et. Al, 2006]

OuoiaoTikd 10 CRM c¢ival pia évvoia duo etmimedwy. To TTPWTO ETTITTEdO
QVOQEPETAI OTO VA PTTOPECEN N ETTIXEIPNON VA Yivel TTEAATOKEVTPIKA. AUTO GUVETTAYETAI
o1l Ba TTPETTEl VA AAAGEEI TOV TTPOCAVATOAICHO TRG OTTG TO TTPOIOV OTOV TTEAGTN Kal va
KaBopioel hia oTpaTtnyIKh atmd “£€Ew TTPOG Ta HECQ” Kal OXI aTTd “Héca TTPOG TA £EW”.
2T0 €TKEVTPO TNG £TTIXEIPNONG Ba TTPETTEI va gival O avAYKESG Tou TTEAGTN Kal Ol Ta
XOPAKTNPIOTIKA TOu TTPoidvTog. OI eTTIXEIPOEIG 0TO OelTEPO ETTiTTEdO WOOUV TNV
QVATITUEN TOUG TTPOCAVATONCUEVES TTPOG TOV TTEAATN evowuaTtwvovTag CRM og 6Ao
TO WAKOG TNG aAucidag agiag Tou TTEAGTN HOXAEUOVTOG TEXVOAOYIEG WWOTE va TTETUXEI
Mia TreAateiakr Sloiknon TTPog TOUug TTEAATEG.

[IDC and Cap Gemini, 1999]

Ti €ivar Aoirtév €va ouoTnua TTEAATEIOKWY OXE0swv; Av Kal Oev UTTAPXEI

KATTOIOG OPIOPOG OUYKEKPIMEVOG yia TO TI akpIBwg eival éva ocuotnua CRM, évag
OPICHOG Ba pTToPOUCE va gival O TTAPAKATW:
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<<H owoTn XpPAon avlpwTtwy, TEXVOAOYIWY, OTPATNYIKWY Kal SIadIKaCIWV
WaoTe N eTaIpia va dnuUIoUPYACEl, va BEATILOOEI Kal va dIATnEroEl TIG OXECEIG TG UE
TOUG TTEAATEG TNG WOTE VO MEYAAWOEI TOV KUKAO CWwNG TNG KAl va QUENOEl TIG
TTWANCEIG TTPOG AUTOUG>>,
[MaoxdTtTouAog, Xouua, 2003]
‘Evag atrAoUoTepOg OPICHOG gival :
<<H ouptpagn marketing, TTWAACEWY, UTTNPECIWV Kal TEXVOAOYIOG yia TV
onuIoupyia TTIOTWV TTEAATWY ATTOOKOTTEl OTO KEPOOG HECOW TNG PBeEATIWPEVNG
QVTayWVIOTIKOTNTAG KOl EEUTTNPETNONG>>
[MaoxétrouAog, Xouua, 2003]
AKOn,
<<To CRM c¢ival évag ouvduaoudg TnG EmXEIPNUATIKAG Oladikaoiag Kal
TEXVOAOYIOG TTOU avalnTd Tnv KaTavonon Twv TTEAATWY NG KABe eTIXEipnong ato v
TTPOOTITIKA TOU TTOIOI €ival, TI KAVOUV KOl TI TOUG apéoer>> [Could Well, 1998]

ETiong :

<<To CRM &ev cival é&va T1Tpoidv GAAa pia €TTIXEIPNMUATIKA QIAOCOPIa TTOU
TTpooeyyicel didpopa ave¢dpTnTa TUAKATA Tou opyaviopou. O epappoyég CRM eival
oXeOIO0UEVEG YIa va DIEUKOAUVOUV Thv gvoTroinon, Tnv avdAuon Kai Tnv 81adoon Twv
TTANPOPOPIWY ATTO TOUG UTTAPXOVTEG duvnTIKOUG TTEAGTES. T va gival e@apudaiun
Mia Auon CRM  xpeiddetal va gival TEXVIKA OAOKANpwWUEVN KAl WG €K TOUTOU ATTAITEN
OUVETTEIG dlapoIpaddueveS aTTOBAKES TTANPOPOPIWY TWV TTEAATWV>>
[Vlachopoulou et al, 2002]

Me Aiya Aoyia, To CRM egival pia oTpartnyikp Kard tnv OTIoIa Ol ETAIPIEG
onuIoupyoUv  HIO  TTEAATOKEVTPIKN)  @IAOCO®ia  €oTiaopévn  TTAVIA  OTIG
OIAPOPOTTOINKEVES AVAYKEG TOU KABE TTEAGTN.

[Maiuéapng M.]

‘Eva CRM cuoTtnua atroteAcital atrd duo pépn, OTTWGS QAiVETAl TTOPAKATW:

egiowon 1.1 CRM=customer understanding + relationship management.
[Jaideep Srivastava et al, 2002]

Mia pikpr TTIXEipNON €ival EUKOAO va KATAAGREI TIG AVAYKEG TwV TTEAATWY TNG,
QvTIOETA [E TIG HEYAAEG ETTIXEIPNOEIG TTOU £EUTTNPETOUV £vVav UEYAAO apIBUS TTEAGTWV
Kal duokoAeUovTal va KATaAdBouv TIG avAykKeg Tou KABe TreAdTn gexwpiotd. H
ouveldntotroinon, atd TIG EMIXEIPAOEIG, TNG UTTAPENG AUTOU TOU XAOHOTOG YVWOEWG,
NTav o BacIKOTEPOG TTAPAYOVTAG TTOU TIG 00NYyNOE oTNV UIoBETnoNn cuoTnudTtwy CRM.
QoT1600, 0 BacikdTEPOG OXedIAOUOS Twyv CRM cuoTtnudTtwy, €yive yia 1o OEUTEPO
MéPOG TNG egiowong 1.1 Tnv diaxeipnon oxéoewv (relationship management). Xwpig
TNV Katavonon Tou TTEAATn OpWG, N dlaxeipnon oxEocwyv, UTTOPEI va unv gival
IDIAITEPA TTAPAYWYIKI).

H BeAtiwon Tng katavonong tou eAdTn (customer understanding) odnyei o€
KaAUTEPN dlaxeipnon oxéocwy, TTPAyua To OTToi0 0dnyei o€ KAAUTEPN KAl TTI0 OUXVA
avTaTTOKPIon Tou TTEAATN. AUTO e TNV o€lpd Tou odnyei TNV GUAAOYN] TTEPICCOTEPWV
0edouEVwY TTOU aPopPoUV ToUG TTEAOTEG, OTTO TIG OTTOIEG Ol ETTIXEIPHOEIS KATOARYOUV
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o¢ 1Mo &ekdBapn katavénon Tou TeAATN. Authi n avédpacn n aAAiwg virtuous loop,
@aivetal oto oxAua 1.1 [Jaideep Srivastava et al, 2002]

Customer
understanding

Customer
relationship

Customer

response

actions

2xAua 1.1 Virtuous loop. [TTnyA: Jaideep Srivastava et al, 2002]

MapdAo tou auth n eikdva eival 1IBIAITEPA €TTIOUPNTY, SUOTUXWGS UTTAPXOUV
OPKETEG TEXVIKEG KAl OPYAVWTIKEG TTPOKANOEIG TTOU Ba TTPETTEI 01 ETTIXEIPNOEIG VA
gemmepdoouv yia va yivel €QIKTO TO virtuous loop. Kar' apxdg , ta TrepioodTepa
TeAaTelokd dedopéva cUAAEYOVTAl YIa AEITOUPYIKOUG AoyoUg Kal &ev UTTopoUV €UKOAQ
va opyavwBouv yia avadAuon. Autd 1o TTPOBANUA UTTOPET VO AVTIMETWTTIOTEN UE XPAON
TEXVIKWV avaAuong dedouévwy. (data analysis techniques), pe TIG 0TToieg JTTOPOUV Va
aglotmoinbouv autd Ta Oedouéva KaBWG Kal va Bonbricouv TIG ETTIXEIPAOEIS va
avakaAUwouv véeg eukalpieg. AsUTepov, gival 1IBIaiTEpa onNPavTiIKG AuTh n yvwon va
KaAUWel OAa Ta KavaAia Kal Ta onueia ema@nig Twv TTeAaTwy — woTe n Bdon g
TTANPOPOPIaG va gival OAOKANPwHEVN Kal va OeiXVel Jia OMIOTIKA KAl OAOKANpwHEéVN
Béaon yio TOV KABe TTEAATN. AUTO TrEpIAauBdvel TIGC TTEAATEIOKEG OUVAANAYEG,
OAANAETTIBPAOCEIG, TO XAPAKTNPIOTIKA Kal TO TTPOQPIA TOUG, IOTOPIKO TWV UTTNPECIWY,
ONUOYPAPIKA, WUXOYPAPIKA KABwWG Kal OAa Ta diabéoiya kal xproiua dedouéva TTou
TTEPINaUBAvouUV Toug TTEAATEG. TpiTov, N opyavwrtiky @IAocoia TTPETTEI va OAAAEE!
1o TNV TWPIVH ETTIKEVTPWON OTA TTPOIOVTa OTTWG TTapoucidleTal oto oxfua 1.2. H
TeTUXNUEVN uioBETnon evdg cuoTApaTog CRM atraitei aAAayég oto marketing atréd
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TO “Z€ TTOIOV PTTOPW VA TTOUAOW Ta TTpoiévTa pou;” 210 “Ti Xpeiddetal o TTEAATNG

K1

gou;

Customer Focused Marketing

2xAua 1.2 ANayég TTou atraitoUvTal va yivouv oTo marketing yia teTuxnuévn
epapuoyr cuotnudaTwy CRM [TTnyA: Jaideep Srivastava et al, 2002]

Ev katakAgidl Ba pmropoucaue va Touue Twg N @iAocogia tou CRM ptropei
VO CUVOYIOTEI OTA TTOPAKATW.

o Eomidlel oTov TEAETN TTEPICCOTEPO ATTO TO TTPOIOV.

o Atraitei aMAayég OTIC TTApadOCIOKES eTAIPIKEG Oladikaoieg, oTa
OUCTHAPATA OAAG KAl OTNV KOUATOUPA TNG ETAIPIAG.

o AykaAiddel TIG AsiToupyieg Twv TTWARCEwy, Tou marketing GAAa kai Tig
dladIKaoieg UTTOOTAPIENS

o AykaAidCel Ta TTapadooiakd kavaAia diavounig dAAa kai To internet

YT1rootnpilel To KUKAWMA TTPOUNOEUTWY TNG ETAIPIEG.

[MaoxétTouAog, Xouua, 2003]
2Uuowva pe TV BiBAIoypagia uttdpyxouv Tpia €idn CRM

o Acitoupyikd CRM (Operational CRM)
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o >uvepyatiké CRM (Collaborative CRM)

e AvoAutiké CRM (Analytical CRM)
[Rainer Alt, Thomas Puschmann, 2004]

1.1.1 Asgitoupyiké CRM (Operational CRM)

To Aeitoupyiké CRM Tmrapéxel front-office utrootpign omig mMwAAoeIg, oTo
marketing kai otnv €EuTTNEETNON TTEAATWY. KABe aAANAETTIOpaCT PE KATTOIOV TTEAATN
KATAYPAPETAI OTO «IOTOPIKO TTEAATWV» TOU OUYKEKPIUEVOU TTEAATN, UE ATTOTEAECUA TO
TIPOOWTTIKO HIOG ETTIXEIPNONG va UTTopEi va KaAéoel dedopéva atd pia BAcn, OTToTe
auTd eival amapaitnto. To YEYAAUTEPO TTAEOVEKTNUA €ival TTWG KABE TTEAATNG UTTOPEI
VO ETTIKOIVWVEI E TTOANG B1a@OopeTIKG ATOoPa A HECW TTOAAWVY BIAQPOPETIKWY KAVAAIWV
Méoa o€ pIa eTTIXEIPNON, XWPIiS va xpeldletal va Enynoel KaBe @opd Ao To IGTOPIKO
TWV EVEPYEIWV TTOU €X0UV Yivel. To Acitoupyikd CRM ouykevTpwvel SeDOUEVA YIO TOUG
TTEAATEG MIAG ETTIXEIPNONG WOTE:

o Na diaxeipiovral EUKOAOTEPA OI TIPOWBNTIKEG EVEPYEIEG (Campaign)
e Na autopaTotrolouvTal TTOAEG AeiToupyieg marketing
e AuTOpATOTTOINON TWV TTWANCEWV Kal TNG TTapayyeAIoAnyiag
[Phillip Lauren]

Ta CRM ocucoTtAuata eival ouotriipata Tou Bonbouv TIG ETIXEIPAOEIS va
OIaXEIPIOTOUV TIG OXECEIC TOUG ME TOUG TTENATEG, OCUMTIEPIAOUPBAVOUEVWY TNV
OUANNWnN, TNV atmoBikeuon Kai TNV avaAuon TreAatelokwy dedopévwy. Ta AeIToupyikd
CRM BonBouv T1Ig eTTIXEIPAOEIG VO AAANAETTIOPACOUV KOl VA ETTIKOIVWVIOOUV JE TOUG
TENATEG CUVABWG PE TNV HOPPA TNAEQWVIKWY KEVTPWY, I0TOOEAIdWY, direct mails,
direct sails kal communities. [www.business&decision.com]

To Aeitoupyik6 CRM diatrpaypaTteUetal ye TOV KUKAO €TTIKOIVWViag (contact
cycle). & autOv Tov KUKAO E€TTIKOIVWVIAG n dnuioupyia VEwv OXECEwV E€ival O
TTPWTAPXIKOG O0TOX0G. OTToIE0dATTOTE dUCOPEDKEIEG 1 TTPORAARUATA dnuioupyouvTal
TIPETTEI VO AVTIMETWTTIOTOUV KI QV €ival BUVATO VEEG TTPAKTIKEG TTPETTEI VO avaAn@Bouv.

17| Page



© 1 2manage com
Operational CRM — The CMAT™ model
External Environment
5 2 Mg m‘
‘ \
\
]' -2 * g e S,
‘ . Management v :
l/za ll == =
& H ng Customer
£ £ Acoy
2 g
| Yoenandd
T T : <+
People & Organisation
£ 2
Infrastructure

2xAua 1.1.1.1 Aeitoupyik6 CRM [ tinyr: www.12manage.com]

e Autopartotroinon TwAncewy. (Sales force automation — SFA)

To SFA, auTOUATOTIOIEI HEPIKES ATTO TIG TTIO CNHAVTIKES TTWANCEIG TNG ETTIXEIPNONG
Kal TOMEWV TnNG dloiknong TwARoewy, OTwg yia Tapddeiyya lead/account
management, emmKolvwviokd management, TTPoPALWeIg, SleUBuvon TTWANCEWY,
ONUOYPAPIKA KOl WUXOYPOAPIKA XAPOKTNPIOTIKYA, KABWG Kal TV atmmodoon Tou
management. Ta epyaAcia SFA €xouv oxedlaoTei woTte va BeATiwoouv Tnv
TTAPAYWYIKOTNTA TWV TTWAHCEWV.

o [leAatelakég uttnpeoieg kal uttooTipiEn (Customer Service and support —
CSS)

To CSS auTopaTOoTIOIEl PEPIKEG UTTNPETIEG TTAPATTOVWY, ETTIOTPOPAG TTPOIOVTWYV
Kal avaditnong TAnpogopiwyv. Mapadooiakd eowTepikd epyaleia PorBeiag Kai
Tapadoolakd TNAEQWVIKAE KEVIPA UTTOOTAPIENG VIO TIG EPWTACEIC TWV TTEAATWY
oupTtrepIAapBavovtal oto “Customer interaction center — CIC) xpnoigoTrolwvTag
TTOAAG KavaAia (S1adikTuo, TNAEQWVO. Pag, TTPOCWTTO PE TTIPOCWTTO, KATT.)

o Autopartotroinon mxeipnolakou marketing (Enterprise marketing automation
- EMA)

H EMA 1Tpoo@épel TTANPOPOPIEG OXETIKEG UE TO ETTIXEIPNOIOKO TTEPIBAAAOV,
OUMPTTEPINAMPBAVOPEVWY  TWVY  QVTOYWVIOTWY, TNV  YEVIK KatelBuvon Tng
eTMIXEipNONG KABwWG Kal PakPO-TTEPIBAAAOVTIKEG peTABANTES. Eival n ekTeAeOTIKN
TAeUpd TNG KauTtraviag kai Tou Lead management. O okotmég uiag EMA
€QApPUOYNG ival N BeATiwon TNG ATTOTEAECUATIKOTNTAG TNG EKOTpaTEIaG marketing.
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H Asimoupyia Tou TTepIAapBavel dnuoypa@ikl avaAuon, JETABANTA KATATUNON KAl
MOVTEAD TTPORAEWNG.
[www.otheloconsultans.co.eu]

1.1.2 Zuvepyariké CRM (Collaborative CRM)

To ZuvepyaTikd CRM xpnOIYOTTIOIEITAl VIO VO EVAPUOVIOEI TIG TTOAUKAVAAEG
UTTNPECIEG Kal TNV UTTOOTHPIEN TTOU TTPOCQEPEl N ETTIXEIPNON OTOUG TTENATEG TNG.
E@apudlel tTnv utrodoun yia avtatmokpIion KAl OTTOTEAECUATIKY) UTTOOTAPIEN TTOU
TTAPEXETAI OTOUG TTEAATEG KAl AQOP& EPWTACEIG, TTAPATTOVA, TTEAATEIOKA BEUOTA KATT.
To Zuvepyatikd CRM trpoopileTal yia did@opa THAPATA JECT OTNV ETTIXEIPNON OTTWS
TTWANCEIG, TEXVIKA UTTOOTAPIEN Kai marketing, woTe va dIAUOIpACTOUV PECT OTNV
ETTIXEIPNON O oNUAVTIKEG TTANPOoYopieg TTou GUAAéyovTal aTTd TIG aAAnAemIdpdoelg ue
Toug TTEAGTEG. O BaCIKOTEPOG OTOXOG £vOG 2uvepyaTtikou CRM gival n xpnoiyotroinon
TWV TTANPOPOPIWY TTOU £XOUV CUYKEVTPWOEI atmd OAa Ta TUAPATA TNG £TTIXEIPNONG
wWoTe va BeATIwOEN N TTOI6TNTA TWV TTEAATEIAKWY UTTNPETIWV. [Phillip Lauren]

To Zuvepyatrikd CRM eival pia péBodoG 1IDIAITEPA OTTOTEAECUATIKI OTIG
ETTIKOIVWVIEG KOBWG KOAUTITEl Aueoeg OAANAeTIOPAOEIS pE TOug TTEAATEG. H
oAMNnAeTTidpaon ptropei va oupBei péow 1oTooeAidwy, e-mail kar Automated voice
Response. Q¢ éva duvauiké epyaleio eTITPETTEI TNV ETTIXEIPNON va SIAUOIPAlEl OTOUG
O1apOPOUG TOMEIG TNG TIG TTANPOPOPIEG TTOU CUAAEXTNKAV aTTd TNV aAAnAeTTidpaon
QUTH ME TOUG TTEAATEG.

Baoikoi o1éxol, €KTOG a1rd TNV PEATIWON TNG TTOIOTNTAG TWV TTEAATEIAKWYV
UTTNPECIWY, OTTWG TIpoava@épdnke, civar n  avénon Tng ammodoTIKOTNTAG, TOU
€1I000MUATOG KAl TNG IKAVOTToiNoNG Tou TTEAATn. To TTIO ONUAvVTIKO TUAWA TOU
2uvepyatikod CRM  gival o  ouvduaopog  eykatdoTaong  AoyIoHIKOU  Kal
TTEAATOKEVTPIKWY OTPATRYIKWY. Kal kaBwg n Texvoloyia gival éva duvauikd epyaAeio
yia Tnv uttooTApIEn Tou CRM, Xwpig TNV “ouppayxia” pe Toug TTEAATEG, TO EpYaAEio
auTd Ba TTPpooPEPEl TTOAU PIKPO TTAEOVEKTNUA OTNV ETTIXEIPNON.

To Zuvepyatikd CRM utrootnpicel diadikacieg mTou diegdyovtal o€ €TmiTTedO
back-office, TTou etTnpeddouv TIG dPACTNPIOTATEG TWV TTEAATWV Kal TNV dIATHPENON TWV
TeAaTeElIoKWY  ox€oswv. Tétoleg eival o1 Collaborative eowTepikéG  AsiToupyieg
olevBbuvong IT, n S&laeAuion, n TIMOAGYNOon, n OuvTAPNon, O OXedIAOUOG, TO
marketing.

Ta amoteAéopata  piag  TéTolaG  oTpatnyikiig CRM  umopouv  va
XpnoiyotroinBouv cav éva egpyaAeio oTto BACIKO AOYIOPIKO 1) OTnVv eykatdoTtaon
TEPIOTOTEPO TTOAUTTAOKWY AOYIOUIKWY Kal auTtd €¢aptatal amd TIG aTTAITHOEIS TNG
KAO¢ eTTIXeipnong. [www.straightmarketing.com]

Evw, 6pwg n xpnoipotroinon evog 2uvepyaTtikol CRM gival pia TToAU KaAA Kai
agloBaupaoTn 16€a, o1 TTEPICCOTEPES ETTIXEIPHOEIG DUCKOAEUOVTAI VO dNUIOUPYROOUV
éva ouoTnua TTou va douAeuel. To TTPOPRANUO TTPOEPXETAI OTTO TO YEYOVOG OTI TO KABE
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TUAMA TNG ETTIXEIPNONG AEITOUPYEI OTOV «DIKO TOU KOTHO» KAl UTTAPYXOUV HOVO KATTOIEG
MIKPEG QUOIKEG OAANAETTIOPACEIC yIA TTAPAdEIYUO METAEU TwV TTWAACEWV KAl TwvV
TEXVIKWV UTINPEeoIwv. H xpAon Ttng Texvoloyiag ptTopei va  “KTioeE” YEQUPEG
ETTIKOIVWVIAG METAEU Twv dla@opwyv Tunudtwy, evBapplvoviag TNV PO Twv
TTANPOPOPIWV.

MoAAéG emmixelipoelg Pe TNV xpnon 2ZuvepyaTikol CRM kal epyaleiwy
ETTIKOIVWVIaG PtTopolv va Bonbrijoouv oTnv TTpoaywyn g d1adoong TG yvwong —
€0Tw Kal éva atmmAé e-mail ptropei va xpnoipotroinBei yia tnv diddoon Xproigwy
TTANPo@opIwyV. MapdAo, OUWS TToU n TEXVOAoyia PTTOpEl va fonBroel oTnv KaAUTeEPN
ETTIKOIVWVIQ PETAEU TwV TUNUATWY, dev PTTOPET va avaykadoel Toug UTTAAAAAOUG va
MolpacToUv onuavTiKEG TTANpo@opieg. AuTd eival dOUAEId Twv managers, Ol OTroiol
TIPETTEI VA dNUIOUPYROOUV TNV avAAoyn KOUATOUPQ TTOU ETTITPETTEI TNV €AeUBEPN pon
NG TTANpPoopiag PHéow ocuoTnudTwy Zuvepyatikol CRM. MapakdTw tTapartifevral
MEPIKES TUUPBOUAEG yIa TNV dnpioupyia TETolou TTEPIBAAAOVTOG.

o Anuioupyikny okéwn: O1 TAnpogopie¢ CRM TTou diapoipadovTal dev épxovTal
QUOIKA. TpoépyovTal aTmmd TNV avayvwpion TwV EUKAIPIWY Kal Tnv dpdon
TTAVW O€ AUTEG.

o Talk it over: Ta TtuAMata Twv TTWAACEwv, Tou marketing, TNG TEXVIKAG
UTTOOTAPIENG KABWG Kal AN BaoikG TUAPATA TNG €TTIXEIpNONG Ba TTpETTel OAa
Madi avd TakTé xpovikd dlaoThpaTa va cuvepyadovTal yia Tnv BeATiwon Tng
IKAVOTTOINONG TOU TTEAGTN KAl TNG TTIOTOTNTAG O€ QUTOUG.

e Anuioupyia EpeBiopyatwv (Creative incentives): O1  utmmtdAA\nAol  TTOU
dnuIoupyouv véeg peBodoAloyieg oTnv ouAloyr) Kal oTnv dIavVour TNG yvwaong
CRM, péoa otov opyavioud, Ba TpéTrel va avTapeipovral.

e Drive home the message: To CRM yevikd o1 TTepIooOTEPOI TO avTIAauBAvovTal
WG KATI TToU agopd oTIG TTWAACEIG, 010 marketing Kal OTIC TTEAATEIOKES
uttnpeoieg. Drive home the message — pe news letters, 10Too€Aideg, posters
Kal A0 péoa — OTTou o1 TTEAATEIOKEG UTTNPECIEG Kal N IKAVOTIoinon €ival n
Baoikr) douAeid OAwv, Kal va Toug O€igel TTWE va POoIPACTOUV TTANPOPOPIEG.

[www.insideCRM.com]

"eVIKG PTTOPOUME va TTOUPE TTwG To ZuvepyaTiKO CRM eival éva TToAU duvard
epyaAeio, 6TTwG Kal pia KaAA 16€a.

1.1.3 AvaAutiké CRM (Analytical CRM).

To avaAutiké CRM cuviotd Tnv Aoyiki ouvéxela Tou Aeiroupyikoul kal Tou
2uvepyatikou CRM. Kdbe emixeipnon n otroia €xel uAotroioel A&ITOUPYIKO Kal
2uvepyatikd CRM pe okoTrd Tnv KaBnuepiviy Kataypagr), TNV auTopatoTroinon Twv
O1adIKOOIWY Kal TNV OIOXEIPION TV OXECEWV PE TOUG TTEAATEG OUVEXWG EVINUEPWVEI
Kal eutTAouTiCEl TV Baon dedouévwy. Autr Tn BAacn dedopévwy KAAsiTal TO TUAPO
marketing va avaoAuoel pe 1o gpyaAeio AvaAutikd CRM kai va BydAer xprioiya Kai
TTOAUTIMO oUpPTTEPAOUATA.
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To AvaAuTik6 CRM 1TpayuaToTIoIEi:

e 2TOXEUOWPEVEG KOUTTAVIEG marketing.

o E&eidikeupéveg kautravieg marketing, ye okotmd 10 cross-selling kal 70 up-
selling.

o AvdAAuon TnG OUNPTTEPIPOPAG TWV TIEAATWY, WOTE VA UTTOOTNPIXTEN N
dladikacia ANYnG atmoPAcEWY OXETIKA UE TA TTPOIOGVTA KAl TIG TTIPOCPEPOUEVES
UTTNPECIEG.

o [1poBAEWEIG TwV HEANOVTIKWV XPNHOTOPOWV.

o AvdAuon kepdogopiag (YeVIKOTEPA Kal ava TTEAATN)

o To AvaAutTikO CRM yevikd kdvel ouxvry xprion Tou epyoaAeiou €£6pugng
oedopévwy (data mining). (http://epixeirein.blogspot.com)

Evw, 10 Acimoupyiké CRM kail 10 ZuvepyatTikd6 CRM aAANAeTTIOpOUV HE TOUG
meAATeg, OdlaxeipiCovral TIG diadikaoieg kal poipddovTal TIG TEXVIKEG HE Oldpopa
KavaAia og éva povadikd oUoTnua, WOTE VO TPOPODOTNOEI PIa TTAATPOPUA AAWNG
ammoQAcEwyY. TETold  KavAAIa  CUPTTEPINOUBAVOUY  BIGPOPEG OCUVIOTWOESG VOGS
ouothpatog CRM - call centers, auTtopatotroinon TTEAATEIOKWY UTTNPECIWY,
auTtopaToTroinon marketing Kal QUTOPATOTTOINGCN TTWANCEWV.

[Hughes, 2001]

To AvaAutiké CRM Ttrapéxel pia eikéva 360° poipwv Twv TTEAATWY Kal £T01
BonBa Tnv emixeipnon va kKaTaAdBel TTol01 €ival ol TTEAATEG TNG, TI XPEIAdovTal Kal
KUPiWG TI PTTOPEi va KAvouv oTo MEANAOV. ZUpgowva pe Tov Steve Bonnadio, ol
ETTIXEIPAOEIG TTOU dev epappdlouv oTpatnyikéG AvaAutikou CRM, cuyxpovwg He
QUTEG TWV AEITOUPYIKWVY KOl ZUVEPYATIKWY , OUVABWG atmmoTuyxdvouv oto CRM.

[Hughes, 2001]

H avdahuon CRM xpnoigoTroiwvtag TeEXVIKEG €g¢dpucng dedouévwy (data
mining) BpiokeTtal otnv kapdid Tou AvaAutikou CRM. 210 oxAua 1.1.3.1 @aiveTal n
apxITekTovik €vog AvoAutikou CRM. H apyitektoviky Bacifetal o€ éva cupéwg
oladedopévo oUoTNPA, TO OTToI0 PTTOPET va dlaxwploTel o€ duo uTToouoTANATA, back-
end kai front-end.

[D.K.N. Chiu et al, 2003]
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2xnua 1.1.3.1. Apxitektovikry AvaAutikou CRM
2003]

[ Tnyn: D.K.N. Chiu et al,

To uttoouoTtnua back-end, To o1moio oxedIdoTNKE yIa TNV avaAuon, avagopd
Kal TTPOBAeWn TNG OCUMTIEPIPOPAG TOU TTEAGTN HE XPON TEXVIKWY €EO0PUENG
oedopévwy, ouviotaral oto data warehouse kal oTto mining engine. To data
warehouse uJTIOpEl va TIEPIYPOPEl WG HIO PeYAAN atmobrikn Twv OUAAOYIKWY
oedopévwy. Mpoopépel oTIg emmixeIprioels didgopa dedopuéva TTou TIG ETITPETTEI VA
OTTOKTOUV YVWOEIG OXETIKA PE TOUg TTEAATEG. TO mining engine avaAuel Ta dedouéva
Tou €ival atroBnkeupéva. To mining engine avoAuel Ta &edouéva TTou  givail
atrofnkeupéva oTo data warehouse pe OKOTIO va UTTOOTNPICEI TIG ETTIXEIPAOEIG VA
AGBouv KOAUTEPESG ATTOPACEIC OTO OXEDIAONO, OTNV OTOXEUCN TWV TTEAATWY, OTO
marketing kai og GAAeg AsiToupyikég BIadIKATIEG.
[Yaya Xie et al, 2008]

To front-end utrooUoTnua cuuTTEPIAAUBAVEI GAANAETTIOPACEIS EQAPUOYWV VIO
MEANOVTIKEG ouppeToxéG aTo AvaAuTiké CRM. H Baacikr) Asitoupyia €ival va TTapéXEl
O1dpopa POVTEAD OTOUG XPNOTEG WOTE va dlaxelpioTouv To data warehouse kai 10
mining engine Kal PE TN O€IPA TOUG VA BIAXEIPIOTOUV TIG dladIKaoieg avaAuong.

Baoiféuevol otnv avaAuon Twv avaykwy TG KABe eTTIXeipnong, o OKOTToi
eQapuoyng evog AvaAuTikoul CRM eivai:

o H oTadiakn dnpioupyia evdg TreAaTokevTpikoU data warehouse.
Evotroiwvtag Ta mreAateiakd dedopéva, diaoTreipovTal HEoa oTnV ETTIXEIPNON
ME TNV Pondeia dlapdpwyv PeBOdWY eCaywyng, METOQPOPAG, Kal ETTIAOYAG
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EKEIVWV TWV TTEAATEIAKWY DEDOUEVWV TTOU OXETICOVTAI UE TOV UTTOAOYIOWO TNG
agiag Tou TTEAATN, TNG TTIOTOTNTAG TOU TTEAATN KATT.

o [loooTikA avaAuon TnG TOTOTNTOG TOU TTEAATN.
H dnuioupyia TTIoTWY TTEAATWV OTNV ETTIXEIPNON, QaiveTal o€ éva aAeapnTikd
ovoTtnpa TreplEXoMEVwY. O UuTToAOYIONOS TNG aPociwong Tou TTEAATN YiveTal
ME XpAON ETTIAEYHEVWV aAYOPIBUWV.

o  ATTOTEAEOUATIKN) TAGIVOUNON TWV TTEAATWV.
H tagivounon yivetal cUp@wva PE Ta XAPAKTNPIOTIKA OTTWG N agia Tou TTEAATN
Kl TOTTOBETOUVTAI O€ BIOPOPETIKEG OUAdES. Me auTOV Tov TPATTO N ETTIXEIPNON
MTTOpEl va KATOAGBEl KOAUTEPA TIGC AVAYKEG TIG KABE BIAPOPETIKAG ONAdAG
TTEAATWV KAl VO €QaPUOCEl DIAPOPETIKEG OTPATNYIKEG.

e AvAAuon TWV QITIWV ATTWAEIAG TTEAGTN.
Me Tnv PBondeia emmAeyuévwy aAyopiBuwy, availovTal XapaKTNPIoTIKA Twv
XOUEVWY OPAdWY TTEAATWV Kal Bpiokouv Toug Adyoug TTou autd ouveéRn.

o >UOTNUa agioAéynong.
AvaAUovTal Ta ammoTeAéOPATa TG TAGIVOUNONG TTEAQTWY, TWV XOUEVWVY
TEAATWV KAl TOU UTTOAOYIOHOU Tng agiag Tou TreAdTn. ZulnTouvTtal Ta
TIAEOVEKTAUATA KOl TA MEIOVEKTAPOTA TWV ETTIAEYUEVWY AAYOPIBUWY Kal JE
QuTOV TOV TPOTTO BEATILOVOVTAI Ol HETPATEIG.
[Zu Qiaohong et al, 2007]

1.2 Ikavotroinon Tou TreAdTN, A@OCIWON KAl ETTIXEIPNHUATIKN
amrédoon.

O1 TTeANdTEG €ival TO TTIO ONPAVTIKO ATTOKTNUA Yia OTToIadATIOTE £TTIXEipNON. [Na
TOoV AGYyOo auTO oI eTTIXEIPNOEIG Ba TTPETTEl va €TTevdUouv oTnv dloiknon Tng agiag Tou
TENATN KAl OTAV TTPOCEAKUCT, avaTTuén Kal SlaTAPNON Twv TTEAATEIOKWY TOUG
oxéoewv. H avtiAnyn atmd Toug opyaviopoug Twv TTapaydvIwy TTou dnuioupyouv
agia oTov TTEAATN gival piIa Bacikni evacyxoAnon Tou Topéa marketing.
[Blattberg R.C., 1998]

H amédoon 1ng k&Be etmixeipnong, dev e€aptdTtal TG00 TTOAU aTTd TNV dnuIoupyia
véwv TTEAATWYV, 600 atTé TO VA dNUIOUPYACEI OPOCIWHEVOUG TTEAATEG OTA TTPOIOGVTA
TTOU TTPOCPEPEI, OI OTToI0I BUOKOAQ VA OTPAPOUV TTPOG T AVTAYWVIOTIKA TTPOIOVTA.
Mia TéTola CUPTTEPIPOPA TTEAATWY MTTOPEI va dnuIoupynBEi TTPOCPEPOVTAG TETOIEG
UTTNPECIEG Kal  TTOIOTNTO  TTPOIOVTWY, WOTE Ol TIEAATEG va  €ival  ammoAuTa
IKavoTroInuévol. AuTdé PE TNV O€IPA TOU dNUIOUPYEI avTaywVIOTIKO TTAEOVEKTNUG OTNV
ETTIXEIPNON ME ATTOTEAEOUA VA augdvovTal Ta KEPDN Kal n atrodoTIKOTNTA TNG.

‘ET01 AOITTOV, n dnuioupyia IKAVOTTOINUEVWY TTEAOTWYV aTTOoTEAEI évav aTTd TOUg
TTPWTAPXIKOUG OTOXOUG KABe opyaviopou. H IkavoTroinon Tng KABe emBuuiag Kal Twy
QVAYKWYV TwV TTEAATWYV, €ival 0 JOVOG OTABEPOG KaVOVAG TwV ETTIXEIPACEWV. AG unv
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gexvaue emmiong OTI N IKAVOTIOINON TwV TIEAQTWV Traiel onuavTikdO poAo oTnv
a@Ooaiwon Kal oTAV atTodoTIKOTNTA.
[Barsky & Nash, 2003]

O1 d1dgopeg PeAéTEG opiCouv TNV IKavoTToinon Tou TTEAATN atro SIOPOPETIKEG
TTPOOTITIKEG: transaction-specific kal cumulative aspect.
[Johnson et al, 2002]

O TrpooavatoAiopdg oTo transaction-specific ava@épetal oTov ATTOAOYIOUO
NG agiag Tou TTEAATN TTOU ETTITUYXAVETAI APOU TEAEIWOEI PIO OUYKEKPIYEVN EMTTOPIKN
ouvaAlAayr). To cumulative aspect €ival n cuvoAIK KaTaPETPNON TWV TTEAATWV aTTd
OAEG TIG AYOPEG KAl TIG KATAVOAWTIKEG TOUG EUTTEIPIEG TTOU OXETICOVTAI PE TO TTAPEABOV
TOU OpYyaVIOHOU, TO TTapOV Kal TRV JEAAOVTIKA atrddoon.
Patterson et al, 1997]

O1 TeAATEG, TIPIV ATTO OTTOIOdNTTOTE EPTTEIPIA TOUG YE TTPOIOVTA KOl UTTNPECIEG,
EXouv TIG TTPOOOOKIEG TOUG Kal/fj TTAAAIOTEPEG €eMTTEIpiEG. AUTA TA CUOCTOTIKA
QTTOTEAOUV PEPOG TNG EUTTEIPIOG Kal ETTNPEACOUV TO ETTITTEDO IKAVOTTOINONG TOU TTEAATN
KATd TNV SIGPKEIQ Kal METG TNG DIadIKACIAg AUTHG.
[Berry et al, 2002]

EmmAéov, 10 cumulative aspect civar mepiocdtepo oupBiBacpévo Pe TNV
évvola Tou experiential marketing. Zupgwvei e TV BIBAIoypa@ia, n IKavoTTroinon Tou
TENATN opideTal WG N agIoAdynon Kal N ouvaloBnuarik avayvwpion HIag
OAoKANpwHEVNG ayopaoTiKAG diadikaoiag.

[Yi — Hua “Erin” Yuan et al, 2008]

Omrwg Tpoava@épbnke, n dnuioupyia IKAVOTTOINUEVWY TTEAQTWYV, 0dNYEi oThV
onuioupyia agooiwpévwy TTeAaTwy. Kal autd pe Tnv ocipd Tou dnuioupyei augnuévn
aTTOOOTIKOTNTA KAl KEPDN OTNV ETTIXEIPNON.

ATTO TNV TTAEUPA TWV ETTIXEIPAOEWY, IKAVOTTOINUEVOI TTEAATEG, €ival AUTOI TTOU
TPOTIMOUV TIG UTTNPECIEG KOl Ta TIPOIOVTIG TNG ETTIXEipnong amd autd Twv
avrTaywvioTwv. H agociwon ptropei va emmekTabei atmd 10 va €xel o TeEAATNG MIa
METPIO TTPOTIMNON €éwg TO va eival évag duvatdg UTTOOTNPIKTAG oTTaddsg Tng
emmxeipnong. Eival yevikd amodektd mwg o1o kKatavaAwTikd marketing évag mmeAGTNG
TTou VvIwBel TTOAU KovTd oTnv emixeipnon (vwnAfi agociwon) eivar onuavTikd Trio
ETTWEPEANNG OTNV ETTIXEIPNON aTTO OTI AuTdG TToU Oev VIWBEI TOOO KOVTA OE AUTA
(xaunAi agoaiwaon). [Heygate, 2001]

To oxApa 1.2.1 emeényei v Olodikaoia evioTiopoU TTEAATWY Ao TNV
avayvwpion yeyovotTwy Tng Cwng Toug. MoAAd atmd Ta yeyovOoTa TTPOCQPEPOUV
UTTNPECIEG yIa TNV I0XUPOTIOINCN TNG Oxéong TnG ETTIXEipNONG HE AUTOUG TOUG
TTEAATEG.
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2xAua 1.2.1. Aiadikaoia eVTOTTIONOU TTEAATWY [ Tnyn: Heygate, 2001]

2tTnv yAwooa Tou marketing autdé ovouddletar «event marketing» O6t1T0U N
YEVIKN 10¢éa €ival n xpnoiyotroinon S1a@opwy YEYovOoTwY w¢ eukalpieg marketing.
MepIKEG POPESG AKOPN Kal apvnTIKA YEYOVOTa UTTOPOUV va XpnolpoTToinBolv yia va
0dnynRoouv oTIg TTWANOEIG.

levikd PTTOpOoUME va TTOUME, TIWG N agociwon Tou TTeAdTn €xel duo
TPOOEYYIOEIG: TNV TIPOCEyyIon ammd Tnv TIAEUpd TNG OCUPTTEPIYOPAG Kal TNV
TPooéyyion atmod TNV TTAEUpd TNG WuxoAoyiag.

Malalotépa o1 TTEPIOOOTEPEG €£peuveg  E€divav  1IDIaiTepn  €u@acn  OTnv
Tpooéyyion Pe Bdon Tnv cupTtrepipopd. MNa apddeiyua o Newman kai o Werbel 10
1973 Opiocav Tov OaQOCIWHEVO TTEAATN WG «AuTOV TTOU Eavayopddlel Tnv PdapKa,
OKETTTOUEVOG HOVOV auTH TN HAPKA Kal XWwpPig va avaldntd TTANPOYOPIEG OXETIKA JE TNV
Mapkax. O Similarlg kai o Telis To 1988 katauéTpnoav TNV AQOCiWonN WG «dIa cuxva
emavalauBavépevn ayopd»

[Youjae Yi, Sunna La, 2004]

Mpboarta, n aYociwon opioTnKe Kal ammd Tnv TTAeupd TG WuyxoAloyiag. H
WUXOAOYIK) agociwon ocuptrepIAapBavel  TTpooavatoAioyd oTn  yvwon, oTo
ouvaiodnua kal otnv B€Anon.

[Oliver, 1997]

O Oliver etriong 10 1999, TOTTOBETNOE TECOEPEIG PATEIG TTOU TTEPVA O TTEAATNG
Kal TTou odnyouv OTnv agoaciwaon.

1. H agociwon otnv @don tng yvwong Bacidetal €ite 0TV TTPONYOUUEVN YVWON
€iTe 0€ TTANPOYPOPIES TTOU TTPOEPXOVTAI ATTO EUTTEIPIA TTOU €iXe O TTEAATNG ME

TNV OUYKEKPIPEVN JAPKA.
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2. H agociwon otnv @don tou cuvaicbniuatog. Agopd To va apéoel Kal va
TTPOTIUA O TTEAATNG MIO PAPKA OE OXEON ME TIG AVTAYWVIOTIKEG. ETITTAéov
Baoiléuevol otnv cumulatively 1kavotroinon TTou XpNoIKOTIoIEl yeyovoTa, ol
TTEAATEG QTTAG TTPOTIYOUV HIa HAPKA aTTd pia GAAN.

3. H BouAntikA agoaciwaorn, opifetal w¢ n TPoOBeon Tou TTEAATN VO Cuvexioel va
ayopadel éva TTpoidv oTo PéANOV.

To TeAIKO BrApa, OTIC TPEIG PATEIS aPOoiwaong, eival n dpdcon TNG aYoaciwang,
KATA TNV OoTroia n TTPoBeon yia dpacTnPIOTTOINCN HETANOPQPUWVETAI O IKAVOTNTA VIO
opdaon.

H agooiwon tou meAdTn gival pia Babid pifwpévn déopeuon va avayopdoel
éva mpoidv n uia utnpecia oto PéANOV, avegdptnTa a1md TNV ETTiIOpACn TNG
TOTTOBETNONG Kal TIG TTPO0TTABEIEG ToU marketing va TTPoKaAECEl PEANOVTIKY aAAayn
TNG CUUTTEPIPOPAG. [Oliver, 1997]

270 oxAua 1.2.2 TTapoucIAgeTal YIa UATPA GPOCiwaong Tou TTEAATN.
[Conway et al, 1999]

High Value
Customer E Customer F
At risk Profitable
Disloyal Luyal
Customer G Customer H
Muarginal value Cher-service
Low Value

The relationship equity matrix

2xnua 1.2.2. MATpa agoaiwong Tou TEA&TN [ TNV : Conway et al, 1999]
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AvaAUovTag Ta TUAMATO TTOU TTOPOUCIAOVTal OTNV KATPA, N OTPATNYIKNA
TTPOTEPAIOTNTA KABE TUANOTOG UTTOPEI EUKOAQ VA QvVAYVWPIOTEI.

o Customer E: peydAn agia aAAG «dmmoTog». AvatrapioTd pia opdda TTeEAATWY
TTou aéiCel peydAn tmpocoxn amd Tnv emixeipnon. ATé Tnv GAAN HePId, N
ETTIXEiPNON pIOKAPEl va XAoel KEPON TTPOCTTABWVTAG VA AOKACEl ETTIPPON OE
QuUTOUG TOUG TTEAGTEG.

e Customer F: gival autog TTOU KAVEI TNV ETTIXEIPNON TTITUXNUEVN OTO TTapPdV. Ol
ETIXEIPNOEIG TTPETTEI va dwaoouv 1I8IaiTEPn TTPOCOXN O QuTA TNV OPGda
TTEANATWV WG €va TPOTTO £VOEIENG EKTIMNONG VIO TNV AUENUEVN TOUG QYOPAOTIKA
CUMTTEPIPOPA KOl avayvwpiong TNG ONPAvTIKOTNTAG TOUG.

e Customer G: pikpr) agia kal «AmoTog». H opdda autr) TTeAATWV Bev EXEI
MEYAANG BidpKelag TTPOOTITIKES. Av aTTo@aacicouv va aANGEouv TTpOUNBEUTEG,
N OIKOVOMIKA atTwAgla Ba gival pndapivi yia Tnv emmixeipnon. O1 TTEAGTEG auToi
gival ouvABwWG KaIPOOKOATTO! Kal KATEUBUVOUEVOI ATTO TNV TIPA.

e Customer H: upikp aia aAAd «moTtéc». H oupdda autr TreAatwv eivai
acUueopn yia TNV ETTIXEIPNON HAKPOTTPOBECUA.

Quoikd uttdpxouv TTEPITITWOEIS TTOU, €vag TTEAATNG XapnAng A&glag Kai
agoaiwong va eelixtei oto péANov oe TTeEAETN uwnAARg atrodoTIKOTNTAS YIG TNV
ETTIXEIPNON, €iTE AUEAVOVTAG TIC AYOPEG TOU €iTe PEOW BETIKWV aVOQOPWY Yia TNV
ETTIXEIPNON.

Ocov agopd Tnv EemMXEIPNUATIK atrodoon, PPICKETAlI OTO KEVIPO TWV
TTANPOPOpIOKWY cuoTnUdTwy. Kar apxdg n emxeipnuarky amédoon eivalr pia
TTOAUBIACTATN KATAOKEUR TTOU TTEPIBAAAEI TIG ECWTEPIKES KAI TIG ECWTEPIKEG UETPATEIG,
gival Kolvé atrodekTd OTI O AOYOI TNG ETTIXEIPNHATIKAG ATTOSOTIKOTNTAG €ival BUOKOAO
VO OpPIoTOUV. YTTOKEIUEVIKEG METPNOEIG aTToTeEAOUV Béuata Tng puUBPIONG Twv
TTPOKATOAAWEWY aTTé TNV BIABECINOTNTA TTPOCPATWY YEYOVOTWY, EVW N KatelBuvon
TOU AITIATOU TTOAAWYV PETPACEWY, OTTWG Ol ECWTEPIKEG (IKAVOTTOINON TwWV UTTAAARAWYV)
N ol EWTEPIKEG (IKavoTTOIiNoN Tou TTEAATN) €ival ouxva aoTabeig, auTtr) n KatdoTaon
ouppBaivel Adyo Tou OTI ouxvd ol TTANPOYOPIOOATEG QVTIMETWTTICOUV TTEPIOPICHUOUG
OTNV avakAnon avadpopIKwyY TTANPOPOPIWY, OTTOTE O HETPATEIG TTEPIOTOIXICOVTAI ATTO
TTAQOTEG OXETEIG KAl OIPOPOUUEVES QUTIEG.

Ol PETPAOEIG ETTIXEIPNMOTIKAG aTTOBOTIKOTNTAG Ba TTPETTEl va €ival TTEIOTIKA
ToTmoBeTNUéVEG.  TMMaAQIOTEPEG  MEAETEG  QTTEDEIGOV  TTWG Ol METPACEISC  TNG
ETTIXEIPNHATIKAG aTTOd0o0NG Ba TTPETTEI VA P@avifouv Tpia BACIKA XOPAKTNPIOTIKA:

o Oa TTPETTEI VA TTAPEXOUV €vav TTOAUBIAOTATO KAl IGCOPPOTTNUEVO UTTOAOYICHO
NG atmdédoong.

o  Oa TTPETTEI VO EVOWNATWVOUV £VA AVTAYWVIOTIKO UTTOAOYIOTIKO OTOIXEIO
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o Oa TPETTE VA aTTEUBUVOVTAI TTPOG TNV avTiAnyn TnG ammdédoong 6oov agopd
TNV TTédpodo Tou XPOVou.
[Timothy R Coltman et al, 2006]

AuUTEG 01 TpeIg KaTeuBuvoelg epapudlovTal o€ Pia I00ppoTTNHEVN scorecard
oTnV oTroia gaivetal N atrédooN TNG ETTIXEIPNONG Kal TTEPIAGUBAVOUV:

1. Oikovopikég peTproelg, 6TTwg ROI (return on investment)

2. Ikavotroinon Tou TTEAATN, OUpTIEPIAGUPBavouévng TNG QVATITUENG  Twv
TTWANOEWV.

3. Aiadikacieg PeAtiwong Tng emixeipnong OTwg  peiwon Tou  KOOTOUG
OAANAETTIOpAONG HE TOUG TTEAATEG.

4. KaivoTopieg i elcodruarta atréd TNV Tapaywyn VEwvY TTPoiovVTwy.

1.3 TNari o1 emyxeipRoeig epapudélouv cuotipara CRM.

H diaxeipion TtreAateiakwy oxéoewv n  oAAwg customer relationship
management €ival yia AUCn TTOU €UQAVIOTNKE TTPIV ATTO TTEPITTOU KA Xpodvia WE
OKOTTO va PBonBroel TIG ETTIXEIPACEIS VA AVTIMETWTTIOOUV TOV QVTAYWVIONO TTOU
TTPOEPXOVTAV ATTO TNV TIOYKOOMIOTTOINON KAl GAAEG HOPQESG BlounxavikoUu Kal
YEWYPAQPIKOU avTaywVvIohoU. ATTO TV OTIYUA TTOU 0 KOOWOG TTEPINABE OTO KATWQAI
TNG METABOAAG ammd MIG OIKOVOWiIa PBaciopévn OTO €UTTOPIO OE€ HIO OIKOVOMIa
Baoiopévn oTIG OXECEIG KAl 01 ETTIXEIPHOEIG Ba ETTPETTE va GAAGEOUV aTTd TTPOIOGVTO-
KEVTPIKEG O€ TTEAATOKEVTPIKEG.

[Kalakota, Robinshon, 1999]

O1mwg mpoavapépdnke, To CRM egival pia otpatnyikr TTpooéyyion yia Tnv
OUCTNMOTIKA  OTOXEUON, QviXveuon, ETMKOIVWVIO KAl HETAQPPACN  OXETIKWY
TeAATEIOKWY  OedOoPéVY  OE  AyWYIMES TTAnpogopieg OTIG oTroieg  BaaifovTal
oTPATNYIKES ANWNG aTTo@AcewV. Kal evw TTOAAEG €ival Ol ETTIXEIPOEIG TTOU CUAAEYOUV
TTeEAATEIOKA OedopEVA, aUTA T DEDOPEVA TTOPAUEVOUV OE OUYKEKPIMEVA TURUATA TNG
ETTIXEIPNON, XWPIiS va diapoipdldovtal o€ OAO TNG TO PAKOG.

MNa Tov Adyo autd Aoitrdv, n xpron ocuotnudtwy CRM Ta teAeutaia xpdvia
yiveTal oAoéva Kal TTI0 ONPAvTIKA yiati BonBd TG €TMIXEIPACEIS VO POIPAoTOUV TIG
ONMAVTIKES TTANPOPOPIEG METAEU TWV TUNUATWY TOUG Kal £€TO1 Va BEATILWOOUV TNV agia
TWV TTEAATWY TOUG. [Winer R.S., 2001]
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MpounBeUovTag Pe TIGC CUAAEYOUEVEG TTANPOPOPIES, TO IOTOPIKO KAl TO TTPOPIA
TOU KABe TTEAATN TNG, N ETTIXEIPNON, uTToOTNPICEl £éva onuavTikd marketing TTWAROEWV
KAl UTTNPECIWV. [Ling R, Yeu D.C., 2001]

2TIG TTAPOKATW £VOTNTEG TTAPOUCIAlovTal KATTOI0I KAVOVEG yIa TNV SIac@AAion
Miag emTuxnpévng CRM e@apuoyng, Ta oQEAN TTOU OTTOKOWICEl JIa €TTIXEIPNON atTd
TNV e@apuoyr ouotnudtwy CRM kaBwg kKal Ta BaCIKOTEPA MEIOVEKTAUOTO TWV
OUCTNHATWY AUTWV.

1.3.1 Kavoéveg yia Tnv d1ac@AAion MIAG TTETUXNMEVNG EQAPHOYAS
CRM ka1 k60TO0G UAOTTOINONG.

Aev uttdpyxel KAtrola ciyoupn ouvTayn yia TeTuxXnuéveg e@appoyég CRM
ouoTNUATWY atd TIG emixeIprioelg. MapdAa autd, PTTOPOUHE VO TTAPOUCIACOULE
KATTOIEG POCIKEG OCUUPOUAEG/KAVOVEG, TTOU 0BnNyouv o€ TTETUXNMEVES OladIkaoieg
CRM. [Olaru, Capotina]

e H uUtmapén MIOG TTEAATOKEVTPIKNAG PIAOCOQPIAG OTNV ETTIXEIPNON KOBWG Kal n
UTTapén €TMIKOIVWVIAG e OAOUG TOUG pyalouEVOUG.

e H KaBiEpwon PEAAIOTIKWY OTOXWV KOl XPOVIKWY TTEPIBWPIWV.

o H avarmTuén mpoypapudtwy ekmaideuong yia 6Aa 1a PHEAN TNG OpGdag TTou
douAetouv TMavw oTic CRM e@appoyég, kateuBuvoueva atrd Tov project
manager Kai Ta oTToia dnuIoupyei pia dIadPaCTIKI) CUUTTEPIPOPA TTPOG TOUG
TTEAATEG.

o H emAoyn Twv o KatdAAnAwv atéuwy yia Tnv B€on Tou project manager, 10
oT1T0i0 Ba TTPETTEI VO €XEI DIOIKNTIKEG IKAVOTNTEG.

o O T1epIodIKOG €AEYXOG TNG AvATPOPOOATNONG TTOU TPOYOdOTEITAI aTTd TOUG
TTEANATEG OTIG DIAPOPES TTPAKTIKEG TTOU AVATITUCCOVTAI ATTO TIG ETTIXEIPACEIG.

o H xpnon tmAnpogopiwov uttodopng vyia tnv utooTtipicn Tou CRM project
manage Kai 0Xl WS avTIKATAOTATNG TOU ETTITUXNUEVOU OXESIOCHOU TOU.

2TNV OPYavWTIKA doun TNG emixeEipnong TTou epappolovTal CRM TTpaKTIKEG
UTTAPXOUV TTPOCWPIVEG AANAYEG, AG UTTOBECOUE £Va OUYKEKPIPEVO TUTTO OOMNG, EVW
Ta BOOCIKA TTAEOVEKTAUATA OTTOTEAOUV HIO ETTAVEVWON OUYKEKPIMEVWY OPPODIOTATWV
a1rd d1aQOPETIKOUG TOUEIG.

evik& pTTopoUpe va TToulE TTwG £va emiTuxnuévo CRM xpeladeral:
[Walfield Lassar et al, 2008]
o [14Bo¢: ol leaders TpéTTel va €mMIBEIKVUOUY £va UWnAd eTTiTTedo UTTEPAOTTIONG
Kal evBouaoiaopou yia To CRM. Oi leaders Ba TTpETTEl VA CUUUETEXOUV evepyd
oTov oxediaoud CRM oTpatnyikwy Kol OpAapaTwVY.
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o [lpakTikéG: oI leaders Ba TTPETTEI va CUMMETEXOUV Aueoa OTIG BIadIKaaieg
epapuoyrig CRM. O1 uttdAAnAol Tng etaipiag Ba TTPETTEI va UIOBETHCOUV TO
CRM. Autd onuaivel 0TI Ba TTPETTEI va XPENOIYOTTOINOOUY TO OUCTNPA: va
€10AYOUV TTANPOYOPIES Kal va Poip&lovTal yvwon.

o YTmopovn: ol leaders dev Ba mpétel va Trepiyévouv To CRM ouoTnua va
onuioupynBei péca o€ pia pépa, xpeladetal XpOvog, TTPAKTIKES Kal EKUGBnon.

o EmpovhA: ol leaders Ba mpétrel va pévouv cuykevipwuévol oto CRM kdbe
Mépa, va diatnpouv TIg diadikacieg CRM eTTikalpeg.

E@doov Aoimmov n emixeipnon amo@aciosl va Trpofei otnv uAotroinon evog
ouoThpaTog CRM TrpéTrel va €XEl Jia oa@r €IKOVA yia TO KOOTOG UAOTToinoNngG Kai
EQAPUOYNG €VOG TETOIOU OUOTAMOTOG. To KOOTOG MTTOPEl va €xEl ONUAVTIKEG
OTTOKAEIOEIG. YTTAPYXOUV QPKETA ONUAvVTIKA onueia Ta otroia kaBopifouv To KOOTOG
€vOG TETOIOU CUCTAPOTOG Ta OTToia TTapouaidlovTal oTov Trivaka 1.2.1.

[www.go-online.gr]

1.3.2. TMTAEOVEKTAMATA EQAPHOYNG KAl OQPEAN YIO TNV ETTIXEipNON.

‘Eva ocuotnua CRM Trpoc@épel TTOAAG TTAEOVEKTAMATA KAl €UKAIPIEG OTNV
gTaIpia otV OTToia  €QaPUOZeTal, KUPIWG av TO PBACIKOTEPO TNG QVTAYWVIOTIKO
TIAEOVEKTNUA €ival n eEUTTNPEETNON TWV TTEAATWY TNG. ‘Eva atmd 1a Bacikdtepa 0@EAn
TTOU TTPOCPEPEl Jia epapuoyr) CRM otnv etixeipnon €ival N avamtugn apociwuévwy
TTEAATWV aQoU dNUIOUPYEI HAKPOXPOVIOUG DEGHOUG TNG ETTIXEIPNONG ME TOUG TTEAATEG.
ETriong, BonBd otnv diapkr] pon Twv CAUAVTIKWY TTANPOQOPIWY 0€ OAO TO UAKOG TNG
ETTIXEIPNONG TTPOCPEPOVTAG £TOI EEAIPETIKEG UTTNPETCIEG ATTO OTTOIOdNTTOTE UTTAAANAO
OTOUG TTEAATEG TNG.

H xprion CRM cuoTtnudTtwy, TTPOCQYEPEl OTIG ETTIXEIPAOEIS TTARPN YVWOoN TwV
TTEAATWV TOUG — OTTOI0 KaVAAI ETTIKOIVWVIOG KI av dIaAéEouv — web, TnAépwvo, fax, e-
mail, ge OTToI0 TUAKA TNG ETTIXEIPNONG KI av €pBouv o€ eTTa@r], Pe TTAPAAANAN Kai
TauTtdXpovn agioAdynon Kai PE TNV XPHon TTOCOTIKWY KAl TTOIOTIKWY KPITNPIWV TNG
arédoong KABe TTEAGTN.

H BeAtiwon Twv UQICTAPEVWY ETTIXEIPNHATIKWY OOMWY KAl O OTPOTNYIKOG
OXEOIOOUOG TWV ETTIXEIPNMATIKWY OIGdIKACIWY TTOU TTPOCPEPOUV TO CUCTAMOTA
meAaTelokAg dlaxeipiong, dnuioupyolv TO0 KATAAANAO TTEPIBAAAOV yia Tnv KaAUTEPN
duvaTh uTTOOTAPIEN Kal dIATAPNCN TWV TTAPOVTWYV TTEAATWV.

ETtriong, Tpoo@épouv, TTOAUGPIOUES ETTEKTACEIG KAl AEITOUPYIKEG DIETTAPES ME
TPITO CUOTAPOTA, TIOU POG KOAAUTITOUV TIG QVAYKEG TTOAATTAWY KAGOwWV Kal
TTPOCQEPOUV a&ia oTnV ETTIXEIPNON.

Méow TNG auTopaTOTTIOINCNG TWV ETTIXEIPNCIOKWY POWYV, Ol eQapuoyés CRM,
TPOOQEPOUV  UTTNPECIEG uwnAoUu eTTiTedou e  ATTOTEAEOHA  va  augdavetal n
IKAVOTTOINON TOU TTEAQTN Kal KAT €TTEKTOCN N TTBavOTATA dnuIoupyiag agooiwPévou
TEAATN. [Harej, Horrat, 2004]
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EmmimrAéov o@éAn TToU TTapEXouv ol epapuoyés CRM egivai:
2TpaTNYIKO OXEOIOONO Kal TTPOWBNON, ATTOTEAECUATIKWY VEWY TTPOIOVTWY Kal
UTTNPECIWY UYWNANG TTPOCTIBENEVNG GEIAg, TUUQWVA, TOOO HE TIG AVAYKES TNG
ayopdg 600 Kal e TIG IDIITEPES ETTIBUHIEG TWYV TTEAATWV.
BeAtiwon TG aviaywvioTIKOTNTOG KAl TG KePdo®opiag PHEow Tng Meiwong

TWV  ASITOUpYIKWY  datmavwy  Kal NG TOaPAAANANG  adg¢nong g
OTTOTEAEOPATIKOTNTAG.

ATTOAUTN ao@aAeia SedopEvwy.
‘Eva oAokANpwuévo, QIAIKO Kal e0XpnoTo epyaciakd repIBEAAov.

MARpn utrootpign diadikaoiwy TTwARcewy, marketing, €EutnpEéTnong Kai
UTTOOTAPIENG TOU TTEAGTN.

M'VWonN Twy avaykwy Kal TwWV TTPOTIMACEWY TwV TTEAATWV Kal avaTTuén VEwV
TTPOIGVTWYV KAl UTTNPECIWY TTOU AVTATTIOKPIVOVTAI OTIG GTTAITACEIG TNG ayopdc.

Alotroinon Twv S8I0BE0IHWY  TTANPOYOPIWYV YIa TNV oxediaon KaAuTepa
OTOXEUOPEVWV EVEPYEIWV TTPOWBNONG.

OAokANpwuévn Blaxeipion TwV TTPOWBNTIKWY EVEPYEIWY OTTO TO OXESIOOUO
MEXPI KAl TNV OAOKANPWON TOUG, PE TAUTOXPOVA Kal online TrapakoAoudnon

QUTWV YyIa TNV avaAnwn S10pOWTIKWY KIVIICEWV.

MeAétn Tou Insight technology avagéper 611 10 21% Twv €pywv CRM

IKavoTroinoav 10 100% Twv amaIToewy Tou oXedIGOPOoU TOUG. Z€ auTO TO TTO00CTO
TTAPOUCIAoTNKE TOU TEipou €W Kal 42%, Peiwaon Tou KOOTOUG TTWARCEWY WEXPI Kal
35%, Jeiwon Tou KUKAOU TTwARoEWY €wg Kal 25%, augnaon Tou TTepIBwpiou KESPOUG
2% kal augnon Tng IKavoTroinong Tou TeAATn 20%.

levik& pTTopoUuE va cuvoyiooupe Ta TTAcovekThaTa Twv CRM g@apuoywy

oTa €€AG:

AlEnon Twv TTwAAoEWV.
Meiwon Tou K6GTOUG.

AUEnon eueAigiag oTig aAAayég TG ayopdg.

H auénon Twv TTwAAcEWY TTPOKUTITEI ATTO:
» Néoug TTeAdrec.

» [eAdteg TTOU COOEUOUV TTEPICOOTEPO OF€ UTTAPXOVTA TIPOIOVTA N
ayopadouv véa.

31| Page



» Emrdxuvon tng diadikaciag TTwAnong agou JTTopEi va atraitouvial
AIYOTEPEG ETTAPEG YIO TNV TTWANGN TOU TTPOIOVTOG A TNG UTTNPECIAG.

» AU¢non TTWARCEWV TTPOIOVTWY PE JEYAAUTEPO CUVTEAEDTH KEPDOUG.
» KoaAutepn uttooTpIgN.

H peiwon tou kboTOUG: N eykatdotaon evog ouotiparog CRM ptropei va
BonBnoel oTIg akOAOUBEG TTEPITITWOEIG.

» 21nv Agitoupyia evog call center — kévipou €CuTTNPETNONG TTEAATWY,
MEOW TNG AUTOPATOTTOINONG TWV BIABIKACIWY.

» 21NV BeAtiwon g atroteAeopaTikdTNTag Twv direct mail. To CRM
BeATioToTTOIEl TN OTOXEUON, TNV TTPOCWTTOTTOINGN KAl YEVIKOTEPA TNV
atroTeAeopaTIKOTATA TWV direct mail.

» 2Tnv BeAtiwon g amoTteAeopaTIKOTATAS TNG dIaPUIoNG.

» 2NV AatmmoTEAEOUATIKOTEPN UTTOCTAPIEN Twv TTWANCEWV, PEOW TG
QUTOMNOTOTTIOINONG TWV TTPOCPOPWY, TNG KAAUTEPNS TTANPOPSPNONG Yia
TOV TTEAGTN, TNV dNpIoupyia TTPORAEWEWY TTWARCEWV KATT.

» 2Zmnv aug¢nuévn ikavotroinon Tng ouddag TwANocewv €@OooV auTh
ammoAauBavel augnuévn utrooTpPIEn atmmd TNV €TaIpia KAl PTTOPET
EUKOAOTEPQ VA UTTOOTNPICEI TOUG TTEAATEG.

Apeon avtatmokpion oTig aAAayég TNG ayopdg. YTrdpxouv CRM  cucoTtAuaTa,
Ta oTroia Bonénoav onuUAvTIKA TIG ETTIXEIPACEIS VA TTPOCAPHOCTOUV OTIG ONUAVTIKEG
ETTIXEIPNHATIKEG aAAayéG. Me Tnv eykatdoTaon Twv cuoTnudtwy CRM n emixeipnon
dev akoAouBei atrAd Tov avraywviopd. ‘Exovrag tnv duvaTtdtnTa va yvwpioel Toug
TTEAATEG KAl TIG AVAYKEG TOUG VA TTACA OTIYUA UTTOPEI va TTPOCAPPOLEl T TTPOIOVTA,
TNV TIMOAOYIOKN TIONITIKA TnG, va OTOXEUEl KOAUTEPA TR Ol0@AMION TNG Kal va
XPNOIUOTIOIET T& ATTOSOTIKOTEPA KAVAAIQ SIQVOWNG.

‘ETo1 dnuioupyei TIG TAOEIG TNG OTOV KAADO, KPATWVTAG TOUG TTEAATEG TNG
TMOTOUG OE AUTAV.

1.3.3. Kupidtepol Abdyol atrotuyiag piag epapupoyrng CRM.

Omrwg Tpoavaeépbnke, ol epappoyés CRM, BEATIWVOUV Kal QUTOUATOTTOIOUV
TIG ETTIXEIPNOIAKES DIAdIKAGIEG TTOU OXETICOVTAI PE TNV BIAXEIPION TWV OXECEWV WE
TOUG TTEAATEG OTOUG TOMEIG Twv TTWAACEWY, Tou marketing kal Twv utnpeciwyv. O
BaoikdTEPOG OUWG TTAPAyovTaG ETTITUXIAG MIag e@appoyns marketing givar n
oIaTAPNON APOCIWKEVWY TTEAATWY OTA TTPOIOVTA TNG ETAIPIAG QPOU WE TOV TPOTTO
auTd auédvel Ta €000a Kal TNV ATTOBOTIKOTNTA TNG.
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Aol Ta CRM Odnuioupyolv TOOQ OQ@EAN  OTIC  ETTIXEIPACEIS  YIOTI
QTTOTUYXAVOUV; TI AdB0G KAvouv TTou 0dnyouv oTov KAoviouéd Twv CRM gpapuoywy;

2UpQwva e pia peAETn Tou Lawrence Crosby kair Sheree Johnson (2002), n
QTTOTEAECPATIKOTATA TNG €TTIXEipnong otn dnuioupyia CRM cuoTtnudtwy eEaptdTal
a1Té OTPATNYIKEG TTOU Ba epappooToly, Ta TTPoypdupaTa Kal Tig diadikacieg. Eival
auTd TTou Ba kaBopioel av N epapuoyy CRM Ba 1eTUXEl N Ba aTTOTUXEI.

O1 o cuyxvég AoITTOV “YKAPES” TTOU KAVOUV Ol €TTIXEIPACEIS Kal odnyouv Ta
ouotiuara CRM oTtnv atroTuyia givail ol €¢AG: [Sudhir Kale, 2004]

e H B6éaon Twv CRM 1TpwToROUANIWV WG TEXVOAOYIKEG TTPWTOBOUAIEG.

O1 TepiocdTepeg emixelpioelg BAETTouv TIG e@apuoyés CRM  wg
MayIKEG TEXVOAOYIKES “o@aipes” TTou Ba BeATiwoouv dpapaTikd TiIG bottom line
Toug. To CRM atraAaypévo atrd Tnv atreikdvion Tou we TTaVAKEIA Yia OAEG TIG
adegIOTNTEG TWV ETTIXEIPNOEWYV, BEV €ival TITTOTE TTAPATTIAVW ATTG HIO TTPAKTIK
Tou TTapadooiakoU marketing pe uia augavopévn e€otioon otnv dnuioupyia
agiag Tou reAATN. O1 eowTeEPIKOI “TTENATEG” TNG €TTIXEIPNONG (UTTAAANAOI) €ival
auToi TTou odnyouv oTnv diIaTAPNON Twv TTEAATWY Kal X1 N TEXvoAoyia. T
QUTOV TO AOYO KaI TTOPATNPOUME TIOAAEG ETTIXEIPACEIS va dnuioupyouv
I010iTEPA AgIOONUEIWTA ATTOTEAECPATA PE XPHON HETPIOG TEXVOAOYIOG.

o 'EAAelyn mmeAaTokevVTpIKOU 0pAPATOG.

2upowva pe éva Gpbpo Tou Mercer marketplace «H €dpaiwon kai n
OuvTApnon TreAaTelokWwyY oxéoewy, Ba cival éva amd Ta BACIKOTEPQ
QVTOYWVIOTIKA TTAEOVEKTAMATA Tou 21°° aiwva. O1 eTmixeIproeig Ba TTPETTEl va
aAAdgouv dpapatikd atrd Tov TTAaAIO TTpocavaToAioud oTnv ayopd o€ évav véo
TTpooavatoAlIoud TTPOG  TOug TrEAGTEG TNG, WOTE  va  TTApauEivouv
avTaywVvIoTIKEG» . Evw, AoIttdv, ol TrepioadTepol €181Koi Tou marketing Toviouv
o1 “meAATNG eival BACINIGG”, pIa TTPAYMATIKA TTEAQTOKEVTPIKN) TTPOCEYYION
otmévia mTapatnpeeital. O1 emixeipoelg étav xpnoigotroiouv CRM epappuoyég,
ouxva &exvouv 1o “C” a1rd 10 CRM pe atmmotéAeoua va avtiAauBdvovtal 6T ol
e@apuoyég Tou CRM dev atmmo@épouv T AVAUEVOUEVA ATTOTEAECHATA. TNV
TTPAYHMATIKOTNTA Ta 2/3 TWV ETTIXEIPACEWY TTOU XpnoidoTtroiouv CRM AoyiouIkd
gival “AiyéTEPO” TTEAATOKEVTPIKES ATTO OTI TTPIV TNV £pappoyri CRM.

o AVETTOPKNG EKTINNON TNG O&iag KUKAOU CWAG TWV TTEAATWV.

To marketing Twv oxéoewv aTmaAITEl ATTOPAKPUVON TWV TTPAKTIKWY TOU
marketing atd TIG EPTTOPIKEG CUVAAAQYEG KAl OUYKAION TTPOG TIG TTEAOTEIOKEG
oxéoelig. O Aoyog gival yiati, ol heydAng SIAPKEIOG OXECEIG UE TOUG TTEAATEG
€ival M0 onUAvTIKESG Kal ETTIKEPDEIG aTTd TIG OXéoEeIg MIKPNGS didpkelag. QOoTO00,
Ba mpétmel va avayvwpioel pia otpatnyikp CRM 611 dev gival dAeg ol ox€oeig
TO idlI0 €TmMIKEPDEIC Kal €mMOUUNTEG. Oa TTIPETTEI va  ETTIKEVIPWVOVTAI OTNV
€EUTTNPETNON EKEIVWV TWV TTEAATWV TTOU €XOUV TTEPICOOTEPES TTIBAVOTNTEG VA
TTPOOdWOoOoUV PEYaAUTEPN agia oTov KUKAO (WA TNG £TTIXEIPNONG.

e AVETTOPKNG UTTOOTAPIEN aTTO TNV avwTePn d1oiknaon.
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H avwrtepn dioiknon 6a mpétrel va avalaufdvelr Tnv Kupidtnta Tng
epappoyns CRM waote owoTh va gival TITUXWHEVN. XwPig TNV UTTOOTAPIEN Kal
TNV déopeuon amd Tnv avwTtaTtn dloiknon, akoua kal 1o TTo épueg CRM
ouoTnPa KaTadIKAZeTal OTnV aTmoTuxid.

e YTTOTiunOoN TNG oNUAvTIKOTNTAG aAAayAG Tou management.

H oMayl ToUu management e¢ival 18iaiTepa OoNPAvTIK yia TNV
emTUXNMEVN epapuoyr Tou CRM. Av n dioiknon &gv aAAa&el, To CRM aiyoupa
oev Ba ptropéoel TTOTE va Asitoupyrjoel owoTd. Kal n aAAayr autr iowg ivai
TO TMO onNMUAVTIKG CUCTATIKO OTNV ETTITUXIA TNG €£QAPUOYNG. ZUPQWVA E
épeuveg TTou €yivav, 1o 87% Twv atroTuxXnuévwy e@apuoywv CRM og pia
eTmIXeipnon ogeidovrav oe EAeIYn eTTapkAg aAAayng Tng dioiknong.

o ATtToTUXiO OTOV ETTAVACXEDIOONO TWV ETTIXEIPNHATIKWY dI1AdIKACIWY.

‘Evag, CwtikAG onuaciag TpocavatoAiopog tou CRM, eivalr n
EVOWMATWOoN OAwv Twyv O1adIKaoIWY TTOU AAPBAvVOUV XWpPa METALU TNG
ETTIXEIPNONG KAl TWV TTEAATWV TNG OTNV £9odIacTIK aAucida. K&Be emixeipnon
Tou uIoBeTei CRM cuoThpaTta Ba TTPETTEl va TTEPIMEVEI ONPAVTIKEG AAAQYEG
oTOV ETTAVACXESIOONO TwV dIadIKACIWY TNG. Z& PIa épeuva Tou 2001 atd Tnv
Garther Research, kd8e CRM e@appoyi A oxéon TTou avaTrTuooETal JETAEU
TOU TTEAATN Kal TNG ETIXEIPNONG PACICOPEVN OTIS AVAYKEG TOu TTEAAGTN Ba
TPETTEl va TTapakoAouBeital kal va dioikeital ge Bdon Tov KUKAO (WG Tou
TEANATN v o1 dladikacieg Ba TTPETTEl va TTPOCAPUAJoVTal WOTE VA BIOIKOUV
owoTd auTdv Tov KUKAO CwAG. € éva ouoTnua CRM or diadikaaieg Ba TTpéTrel
va €TTavaoXedIAdovTal WOTE VA YivOvTal TTEPIOCCOTEPO TTEAATOKEVTPIKEG KAl VO
TTPOCBETOUV agia oToV TTEAGTN.

e YTTOTiuNOoN TwWv BUOKOAIWYV TTOU TTPOKUTITOUV a1rd To data mining kai To data
integration.

2¢ OAoug TOuG opyaviopoug, Ta TrEAaTEIOKG  dedopéva  TTou
OUAAéyovTal, polpalovTal oTa dIdpopa TUAMOTA TOU OpPyavioPoU, atré Tnv
back-office Baon doedouévwv wg TIC epapuoyés ERP kai CRM. Autd T1a
oedopéva Ba TTPETTEl va avaAuBouv WOTE va ATTOKTAOOUV dIaYVWOTIKA agia.
AuTdg gival o Topéag Tou data mining. To data integration atrd Tnv dAANn pepid,
oXeTiCeTan he TNV didxuon OAwWV auTwv Twv OedouEéVwY oTa didpopa TUAUATA
TOU OopyaviopoU KaBwg Kal oTo va KAvel autd Ta dedouéva XpAOIKNa OTOUG
XPNOTEG, OTTWG YyIa TTopddelypa va dwoel pia TARpn €ikéva 360° Twv
TTEAATWV.

AM\Q guxva euTTddIa TTOU QVTIMETWTTICOUV Ol ETTIXEIPHOEIG KATA TNV EQAPUOYN
CRM cuoTtnuérwy civat: [Cap et al, 2003]

o H éMeiyn TTEIBapxiag OTOV EVIOTIOUO ONPAVTIKWY METPAOEWV atmmdédoong,
52% 1wV executives dev yvwpi¢ouv 1o ROI atré 11g e@apuoyég CRM.
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o AdUvaun BIOIKNTIKA opyAvwaon UTTopPEl va PTTepdEWel TOOO TOUG UTTAAANAOUG
000 Kal TOUG TTENATEG.

o Néeg Texvoloyieg Kal AUCEIC XpNOIMOTTIOIOUVTAl WG €pyaAEia Xwpig TO
aTtrapaitnTo BewpnTiKS £TTiTTEdO YIa TIc CRM oTpartnyikég.

2UPQwva ue TNV YEAETN Tou Mendoza, Marius, Perez kai Griman (2006), o€
épeuva Trou €yive o 700 eTTIXEIPNOEIG, 01 KUPIOTEPOI AGYOI aTTOTUXIOGC Eival:

o  OpyavwTég ahayég (29%)
e Mikprj katavénon Tou CRM (20%)\
o  OTwyéc CRM IkavotnTeg (6%)
o Emixeipnoiakég TakTikEG/adpavela (22%)
To CRM dev eival atrAd éva Aoylopikd TTakéTo TTou Ba BonBrioel atmAd pia
eTMIXeipnon va e€ao@aAioel wg dia payeiag Tnv moToTATA TwV TTEAATWV TNGS. To CRM
gival pla TTEAATOKEVTPIKI) OTPATNYIKN N oTroia atrautei aAAayr) TG PEXPI OAEPa

0edopuévng eTIXEIPNUATIKAG OoKEWNGS Kal dpdong TTou Ba Bonbd tTnv KABe eTaipia va
OTTOKTIOEI AVTAYWVIOTIKO TTAEOVEKTNUA.
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2.1 T givan TreAATNG ;

Oa ptopoUcaue va TTOUME TTwG TTEAATNG €ival éva TTPOOWTTO N €vag
OPYQVIOPOG TTOU Ol OUVAAAACOOUEVOI TTIOTEUOUV TTWG Ba eTTw@eAnBouv atd Ta
TPOIGVTO Kal TIG UTINEECIEG TTOU TTPOAVAPEPOVTAlI OTTO TNV ETTIXEipNON TTou
ouvaoAAdooovTal. [www.knowthis.com]

evik& TTEAATNG €ival auTdg TTOU ayopddel KUpiwg oe ouyvh BAon. ZTIG HEPEG
MOg 0 TTEAATNG €ival 0 PovadIKOg TTPopnBeuTAg KABE etmixeipnong — n Bacikh pon
eloodnudtwy. Mia €TTIXEIPNON PTTOPE VO €XEI T KOAUTEPA TTPOIOVTA, TOUG KAAUTEPOUG
AoyIOTEG, TNV KAAUTEPN dl0ikNon Kal ouTw KABEENG, aANG dev €xel TITTOTA XWPIg TNV
Baoikn pon eiIcodAuaTog TnNG. Kai n por) auth gival n dueon cudBoAr Twv TTWANCEWV.
Titrota dev ocupBaivel €wg OTou TTOUANBET KATI. [Harej, Horvat, 2004]

O1 1reNdTeg PTTOPOUV va XwPIOTOUV Ot TPEIG BOOIKEG KaTnyopieg. Toug
TTEAATEG TTOU UTTAPXOUV, TOUG TTPOTEPOUG TTEAATEG KAl TOUG duVNTIKOUG TTEAATEG.
[www.knowthis.com]

e  O1 TTENATEG TTOU UTTAPYXOUV.

AuTr] n katnyopia TrepIAaUBAvel Toug TTEAATEG TTOU €XOUV ayopdoeEl R
£XOUV XPNOIMOTTOINCEl ayaBd 1 uTInpecieg TnNG ETIXeipnong péoca o€ HIa
KaBopiopévn xpovikA TTePiodo. MNa KATTOIEG ETTIXEIPACEIS TO  XPOVIKO TTAQICIO
gival PIKPO, yia TTapddelyua éva coffee shop Bewpel k&tolov TTEAGTN WG
uUTTdpXOoV TTEAATN av €xel ayopdoel HEOA OTOUG TEAEUTAIOUG TPEIG PAveS. Evw
GAAeg eTTIxEIprioelg Bewpouv uTtdpxov TTEAATN KATTOIOV TTOU WTTOPED va pnv
EXEl ayopdaoel TTPOIOV 1) UTTNPECia NG €TTiXeipnong 1a TeAeutaia xpovia. Ol
UTTAPXOVTEG TTEAGTEG EivVal OI TTI0 ONUAVTIKOI TTEAATEG, OTTO TIG TPEIG KATNYOPIEG,
Qo TNV OTIYMA TToU €XOouv avatTugel NdN oxE€oEIg PE TNV ETTIXEIPNON Kal
OUVETTWG divouv KATToIovV AOYO OTnV €TTIXEIPNCN VO ouveXioel va €pXETal o€
eTTa@n Madi Toug. ETTiong, n Katnyopia autr TTEAATWY, AVTITTPOCWTTEUEl TV
KOAUTEPN ayopd yio  HEANOVTIKEG TTWAROEIG, 10iwg av  €xouv  HEivel
IKAVOTTOINUEVOI PE TNV OXEON TOUG ME TNV ETTIXEIPNON. Av n ETIXEipnon
KATOQEPEI VA TTOUANCEI TTEPICCOTEPO € AUTOV TNV KaTnyopia TTeAaTWyV gival
onuavTika Aiyotepo datravnpd Kai XpovoBopo atr’ 1o va PBPeEl Kavoupioug
TEANATEG KAl AUTO YIOT yvwpifouv Kal UTTIOTEUOVTAI TA TTPOIOVTA TNG Kal, av
yivel owoTh dloiknon, €ival 1m0 €UKOAO va ETTIKOIVWVIOEI padi Toug. (TT.X.
oTéAvovTag ue e-mail pia TpdoBeTn EKTTTWON £VOG VEOU TTPOIOGVTOG).

o O1mpdrepol TTEAGTEG.

Autr] n  katnyopia TrepIAauBavel dAoug bdooug eixav oTo TTAPEABOV
OXEOEIC ME TNV E€TMIXeipnon, TUTK& PEOCW MIOG TTponyouluevng ayopdc.
Qotoéoo, n emxeipnon Ooev Bewpei OTI avAkouv OTNV KAtnyopia Twv
uTTapxXOvTwy TreAaTwy, €ite yiati dev aydpacav amd auth péoa ot éva
OUYKEKPIPMEVO XPOVIKO OBlaoTnua €ite AOyw AAMwv evdeifewv (TT.X. €vag
TTPOTEPOG TTEAATNG aydpace Eva TTAPOUOIO TTPOIGV aTTd ToV avtaywvioTh). H
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agia TTou £XEI AUTH N KATNYopia TTEAATWV yia TNV €TTIXEipNoN €EapTaTal TO AV N
TTIPONYOUUEVN OXEON TIOU E€iXE QVOTITUXTEI PETAEU TTEAGTN KOl ETTIXEIPNONG
BewpnABnKe IKAVOTTOINTIKN €iTE yIa ToV évav &iTe yia Tov dAAo. Ta TTapddelypa
£Vag TTPONYOUNEVOG TTEAATNG TTOU aIoBAVONKE OTI BEV AVTIMETWTTIOTNKE CWOTA
ammd TNV emixeipnon Ba gival TTOAU BUOKOAOTEPO va TTEIOTEl va Eavayopdaoel
OTTO TNV CUYKEKPIYEVN ETTIXEIPNON O OXEON UE KATTOIOV TTPONYOUUEVO TTEAATN
TTOU TOoU ApPEOE N ETTIXEIpNON Kal aTTAd atro@doioe va ayopdoel atmd KATToIoU
GAAou TTOU €iXE TTAPOWPOIO TTPOIGV ) UTTNPECIA AAANG PE TTIO XOUNAR TIUA.

e AuvnTiKoi TTEAATEG

21nv Tpitn katnyopia TreAaTwv TrEPIAaUBAavovtal 6Aol ool dev Exouv
ayopdacel KATTOIO TTPOIOV i UTTNPECIa aKOWPN, OUWG N £TTIXEipNON TTIOTEUEl OTI
€XOUV OAEG TI ATTOPAITNTEG ATTAITHOEIS YIO VA YiVOUV TEAIKA UTTAPXOVTEG
meAdTeg. O amatioelg mmou xpelddetal va €xel évag TTEAATNG WOTE va
BewpnBei atrd TNV emmixeipnon wg uttdpxov TTEAATNG, TTeEpIAAPBAvoUY TO va
£€XOUv TNV avdaykn va ayopdoouv To TIPOIOV 1 TNV UTINEECia, va éxouv Tnv
OIKOVOMIKA duvaTdTNTA YIA VA TO ayopdoouV Kal va £XOUV TV apuodioTnTa va
AGBouv Lo ayopaaoTIKr) aTTé@aon.

O evTomIONOG TWV OUVNTIKWY TTEAATWY OTTOTEAEI HIa  TpExouoa
diadikaoia yia dUo Adyoug:

1. Tiati o1 uttdpxovTeg TTEAATEG UTTOPOUV VA yivouv TTPOTEPOI TTEAATEG (
TT.X. VO aTTOQaCioouV va ayopdoouy atro ToV avTaywvioTh)

2. Tiati evw o1 uttdpyovTeg TTeEAATEG atroTeAoUV TNV KAAUTEPN TTNyn yid
MEANOVTIKE TTWAROEIG, OI véol TTENATEG cival autd TToU XpPEIdleTal n
gmIXeipnon wote va  utmmopécel va  emmekTaBei  onuavtikd. Ta
TapAdelyua, Yia €TIXEipnon TTou TTOUAd pévo oTnv BIKR TNG Xwpa, 8a
TapATNPNOEl PEIWON TNV AVATITUEN TWV TTWANCEWV TNG, av PJEYAAO
TT0000TS TOU TTANBUCWOU TNG XWPAG Eival UTTAPXOVTES TTEAATEG TNG.

[Partridge, 2002]

'EKTOG Q110 TPEIG KATNYOPIES TTEAATWY TTOU TTPOAVAPEPONKAY, UTTOPOUKE Va
TTOUME TTWG UTTAPXOUV, KATA YEVIKI OJOAoYia, €¢I TUTTOI TTEAQTWV:
[www.e-articles.ifo]

o ESwrepikoi meAdreg: ATmroteAoUV avBpwTTOUG 1} OPYaVIOUOUG TTOU €XOUV
avaykn To TTPOIOGV 1 TNV UTINPEECIa Tng €mXeipnong, kai diaBétouv  Tnv
OIKOVOMIKA duvaTtdTnTa VA TO ayopdoouv. 'EXouv Tnv OIKOVOUIKA avetapTnaia
va aTropacicouv TToU Kal TTwg Ba {odEWouv Ta XpANATA TOUG.

o XUppaxol: Autdg o TUTTOG TTeAaTwy, TTEPIAauBavel 6Aoug GoouUG gival XpHoTES
TOU TTPOIOGVTOG 1 TNG UTTNPECiag TNG eTTIXeipnong aAAG dev eival auToi TTou
TTaipvouv TIg atro@doelg. AuToi o1 TTEAATEG, ouviABWG, dev €XOuV Ta XprRMaTa
yla va ayopdoouv To TTPoidv, TTaifouv OPwg ONPAvTikd poAo oTnv eTTITUXIO
NG eTaIpiag. MTTopei va pnv €ival auToi TTou TTaipvouV TIG ATTOPACEIS OAAG
MTTOpEl va QOKAOOUV HEYAAn €TTidpacn OTO ATTOTEAEOHA. ZuvhBwg €xouv
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OTeEVA OUVOEON ME TOUG €CWTEPIKOUG TTEAGTEG KAl N TOTTOBETNON TOUG WG
oUPuaxol oTnv €TTIXEipNoN ival 1IBIAITEPA ONUAVTIKI.

o Eowrepikoi meAdTeg: O1 €0WTEPIKOI TTEAATEG MIAG ETTIXEIPNONG OUCIACTIKG
givar o1 utrdAAnAol Tng. Eival autoi TToUu TNV utrooTnpifouv Kal dnuioupyouv
KOAr €IKOVA auTAG OTOUG EWTEPIKOUG TTENATEG. H KABe etmixeipnon Ba trpétTel
va TOU TING KAl VO TOU CUMTTEPIQPEPETAl PE OERACUO. DTWXEG OXETEIG UE TOU
EOWTEPIKOUG TTEAATEG PTTOPED VA TTPOKOAECEI BAVACIUEG CUVETTEIEG VIO TOUG
€EWTEPIKOUG TTEAATEG.

[ Herej, Hirvat, 2004]

o EmravaAauBavopevol tmeAdTeg: AUTH n Katnyopia TTEAATWV ATTOTEAEI TO
KOouNUa TNng eTmixeipnong. Eival ol TEAATEG o1 OTTOI0I UEIVAV IKAVOTTOINUEVOI
oo TIG UTTNPECIEG Kal Ta TIPOIOVTA TnG ETTIXEIPNONG Kal ouveyi(ouv va
TIPOTIMOUV TV ETTIXEIPNON O& OXEON PE TOUG AVTAYWVIOTEG TNG.

EEGAAOU KOOTICEI TTEVTE QOPEG TTAPATTAVW VO QVTIKATOOTAOCEI évav TTEAATN
aTTo TO Va dlaTnphoel évav TTeEAATN.

o ‘Zavayegvvnuévor meAdTeg: AUTOG O TUTTOG TTEAATWYV CUPTTEPIAANBAvVEI GAOUG
EKEIVOUG TOUG TTEAATEG TTOU YyIa KATTOIOV AOYO OTAPATNOOV VO ayopdlouv atro
TNV ETTIXEIPNON, EITE yIaTI OEV EUEIVAV IKAVOTTOINUEVOL ATTO TO TTPOIOV EiTE yIaTi
ayopacav TTapoéuolo TTPoidv TTou KOOoTICe AlyOTEPO, Kal Eavayupiocav oTnv
ETTIXEiPNON OTAV QUTH £vBIAPEPOBNKES yIa AuTOUG KAl TOUG £KAVAV VO VILWOOUV
MovadIKoi.

e ‘Bang of Wind’ : O1 reAdTeg TTOU AVIKOUV OTNV KATNYOPIa QUTH €XOUV HIKPN
1 KaBOAou ETTIPPOR OTIG aATTOPACEIG. ATTOTEAOUV, OUXVA, €va €UKOAO OnUEio
el06dou péoa oTtov atmmoloyiopyd aAAG oTravia cupBaAlAouv otnv dladikaaoia
TWV TTWANCEWYV. ZTNV TTPAYPATIKOTNTA, dnPIoUpyouv TTio TTOAU Kakd Trapd
KaAd péoa otnv emixeipnon. Puoikd, n emxeipnon dev Ba TTPETTEl va Tou
ayvonoel ARpwg, aANG avTiBeta, Ba TTPETTEl va eKUETAAANEUTED TNV TUXOV
yvwaon TTou TnG TTapéxeTal amd autolg. ZuvhBwg, TTaPEXOUV COPrVEIQ TOU
TTOIOG €ival CUUPOXO0G Kal TTOI0G £EWTEPIKOG TTEAATNG. H KaTavonon autwy Twv
AvOPWTTWY iIoWG ATTOdEIXTEN £va EYAAO TTAEOVEKTNUA YIA TNV ETTIXEIPNON.

Ma TG TTEPICOOTEPEG ETTIXEIPAOTEIG N KATAVONON TWV TTEAATWV TNG €ival TO
KAEIDi TNG emmITuXiog €vw, n un Katavonon Ttoug, TIG odnyei otnv arotuxia. H
IKavoTroinon Tou TreAdTn Oev atroTeAei éyvolia povo Twv TunudaTtwyv marketing,
atroTeAei €yvola OAWV Twv THNUATWY OpyavIoHOoU.

Eite éxel KATTOI0G GUEDN ETTAQPL YE TOUG TTEAATEG €iTE EUEDn, OAa Ta PEAN TOU

opyaviopoU Ba TTpéTTel va o€BovTtal Tov pOAo TTou TTaifel 0 TTEAGTNG OTNV ETTITEUEN TWV
OTOXWV TNG ETTITUXIOG.
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2.2. Xpnon epyaAéiwv £§6puing dedopévwy (data mining) kai
survival character yia TUNMATOTTOINOT TWV TTEAATWV.

lowg 10 MO onuavtikd Brpa yia pia emruxnuévn e@apuoyry CRM egival n
Katavonon Twv avaykwyv Twv TTEAATWV attd Tnv eTmixeipnon. Me Aiya Adyia étav n
eTTIXEipNon yvwpioel TI BEAOUV oI TTEAATEG TNG KAl TTOIQ €ival N CUMTTEPIPOPA Toug, Ba
MTTOPECEl VO augioel TNV atrodoTIKOTNTA TNG, aAAd TauTtdxpova Ba utTopéoel va
BeATILOOEI KO TIG EPEUVNTIKEG TNG TTPOCTTABEIES

Eival 18iaitepa onuavTikG o1 ETTIXEIPACEIG, OTNV avalATnon TTEAATWV Kal TNV
TPOOTIABEIa TOUG YIO ATTOKTNON Kal dIaTAPNON TTEAATWY, VA XPNOIYOTTOIoUV TUAMATa
Kal TTPo@iA a1rd TIg BAoelg dedouévwy TToU £xouv dnuioupyroel. O OKOTTOG Kal OTIG
QU0 TTEPITITWOEIG €ival va Yivel N avayvwpion ato TIG ETTIXEIPACEIG, TOU TI 00nyei oTnv
TTeAATEIOKA ATTOBOTIKOTNTA.

MNa k&b opyaviopuod kai KABe eTTixeipnon givar 1Id1aiTepa onuavTikd va yvwpigel
TTOIOI €ival OI TTI0O GNPAVTIKOI TNG TTEAATEG, WOTE va £xel aTodoTIKO marketing.

To profiling gival autd akpiBwg Tou uttodnAwvel. H xpAion dedouévwy yia tTnv
TTEPIYPAPN) 1) TOV OXEDIAOUO TOU TTPOPIA piag opddag TTeEAATWV A TTIBAVWYV TTEAATWV.
Mtropei va xpnoigotmoin®ei o€ oAdKANpn Tnv Pdaon dedouévwy 1 o€ EexwpIoToUg
TopEig autAg. O1 &exwpioToi auToi Topegic ovouddovtal TUAMATA Kal ouvABwg eival
auoiBaia atrokAgIdpeEva, TToU onuaivel 0TI Kavévag dev UTTopEi va eival péAog o€
TTAPATTAVW OTTO €va TUAMA. [Scridon,...]

H Ttunpatotroinon cival n diaipeon Tng Pdong dedouévwyv Ot LEXWPIOTOUG
TopEic | TUAMOTA. YTdpxouv OUO BACIKEG TTPOOCEYYIOEIG TNG Tunuartotroinong: H
odnyoupevn atd TV ayopd TUNPOTOTIOINON KAl n odnyouuevn atmd T1a dedouéva
TUNPaTotroinong. H odnyouuevn ammd Tnv ayopd EMITPETTEl OTOUG mManagers va
XPNOIYOTIOIOUV XOPOKTNPIOTIKA TTOU TTPOOPICOVTal VA YiVOUV ONPavTIKA yid Thv
emixeipnon. Me Aiya Adyia eTTIAEyouv aTtro TTPIV Ta XAPOKTNPIOTIKA TToU KaBopifouv Ta
THAPaTA. 17 autév Tov Adyo O KABOPICPOG TOU QVTIKEIUEVIKOU OKOTTOU gival 1600
ONUAVTIKOG. ATTO TNV AAAN uePId N TUNUOTOTTIOINON TTOU gival kKaBodnynuévn atoé Ta
oedopéva, xpnoiuotrolei TeXVikéG OTTWG cluster analysis 1 factor analysis woTe va Bpel
OMoloyeveic opddeg. AuTO PTTopEl va gival XpACIUO av Ol ETTIXEIPAOEIG DOUAEUOUV UE
o0edopéva yia Ta oTToia £X0UV AiyEG YVWOEIG. [Scridon,...]

Av n emmixeipnon dev €xel KAvel TTOTE TUNUaATtotroinon, N PAacn edouEvwy TwV
TEAATWV TNG Ba POIAZEl PE MIa JEYAAN OTAYOVA TTOU CUPTTEPIPEPETAI JE OUYKEKPIUEVO
TPOTTO TTOU £€aPTATAI ATTO Ta TEAEUTAIO epeBiopaTa, av n emixeipnon wagel Aiyo yéoa
og autiv TNV PBdaon, Ba Bpel pia TTOIKINIO WUXOYPAPIKWY Kal dnUOYPAPIKWYV
XOPAKTNPIOTIKWY KOBWG Kal éva peydAo TTANBog atd piyokivouva oxEdIa Kal
aTTOdOTIKA eTTiTTEdQ avaueoa oTa HEAN auThg TG Bdong dedouévwy. AUTh €ival Kal n
OMOPYIA TNG TUNUATOTTOINONG.
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Ortav n emixeipnon kataAdper EexwploTég ouddeg yéoa oe autiv Tnv Bdon,
MTTOPEI va XPNOIMOTIOIRCEI AUTHAV TNV yVWon YIa TNV avatTuén Twv TTPoidéviwy Tng,
yIO TNV TTPOCAPHOYH TWV TTEAATEIOKWY UTTAPECIWY Kal KAvaAIwy SIaVOrS KaBwg Kal
€TTiONG KAl yIa TNV €TTIAOYK TOU OTOXOU TNG.

O1 110 KOIVOi TUTTOI TTEAATEIOKNG THNMATOTTOINONG €ival yvwoToi Kal wg RFM
(Recency, Frequency, Monetary) kal a@opd TIG ayopaoTIKEG CUVABEIEG TWV TTEAATWV.
XpnoipoTtroloUvTal Kupiwg yia TNV BeATiwon Tng atmodoTikdTnTag Tou marketing woTe
va dNUIoUPYrOEl UTTAPXOVTEG TTEAATEG. [Hand et al, 2001]

o Recency: Avagépetal otov apiBud Twv pnvwy ammo Tnv TeAeutaia ayopd.
Otwpeital To MO 10XUPS aATTd T TPIA XOPOAKTNPIOTIKA Yyia TNV TTPORAEWN
avTIOpAoewyV yia pia ocuvakdiouBn tTpdéogopa. Kai autd egivalr Aoyikéd. Eivai
mo TBavd, KATTOI0G TToU €Kave Mo ayopd atmmd Tnv E€TIXEipnon, va
cavayopdoel atrd ATl KATTOI0G O OTT0I0G OEV £KAVE Kaia TTPOOPATN ayopd.

o Frequency: AvagépeTal oTov apiBuo Twy ayopwy. Mmropei va agopd OAeg TIg
QyopéG TTOU TIpayMOTOTIOINBNKAV MPECA O €va  OUYKEKPIUEVO XPOVIKO
TEPIBWPIO 1 va avaeépeTal o OAeG TIC ayopég. ATToTeAei To delTepo OF
duvaun epyaheio TTPORAEWNG TWV ETTIXEIPOTEWV.

o Monetary: AvagépeTal oTnv OUVOAIKA Tpéxouoa TToodTnTa. Mapduoia ye 10
frequency, pTTOpeEl va ava@épetal PECQA O€ €va OUYKEKPIUEVO XPOVIKO
d1doTnua yia TTPORAEWEIS, OPWG av XPNOoIuoTroInBei o€ cuvduaoud, TTPOCBETE!
Kavoupleg diaoTtdoelg katavonong.

Kabwg, Aoitrdv, ol emayyeApaTieg cival evBouoiaouévol avalntwvtag ouddeg
ammd atTodOoTIKOUG TTEAATEG Twv OTToiwv n agociwon Ba cival oTaBepr], WEPIKOI
aKadnuaikoi avapwTiolvTal €4V Ta TUAMOTA €ival OTNV TTPAYMATIKOTATA OTOOEPEG
ovTOTNTEG KAl €AV UTTApyouv oT aAnBeia.[Kleinberg et al, 2004]. H Tunuatotroinon
TWV TTEAQTWV PE XpAon data mining, ytropei va Aucel autd 10 TTPORANUA Kal autd
YIOTI Ol KATOOTACEIG HTTOPOUV VA PEAETNBOUV PE XPAON VEWV TTANPOQOPIWY, Ol OTTOIEG
TTPOOBETOUV TEAIKG Kal vEOug Kavoveg. lMapéxel oAoKANpwUEVN UTTOOTAPIEN OTIG
dladikacieg Tou management yia Tnv attdOKTNON Kal diaTAPNCN TTEAATWY, yia avuénon
TNG agiag TTOU TTPOCPEPOUV OTNV ETTIXEIPNON, YIA TV TTEAATEIOKH IKAVOTTOINON KaBWg
€TTioONG KAl yia TNV TTpowenaon Tng agoaiwong.

[Chen et al, 2007]

H dnuioupyia piag oxedlaouévng OXEONG AVAPECO OTA APXIKA XOPAKTNPIOTIKA
KOl TOUu TreAATn oTroTeEAEi To Baoikd BAPa yia TNV TTEAATEIOKN TUNUATOTIOINON,
Kdvovtag xpron data mining. Ta TreAateiakd dedopéva TTEPIEXOUV dlAVEUNUEVA KAl
ouvexN XOpakTnpIoTIKG, OEToviag TO KABE XAPAKTNPIOTIKO TOUu TIEAATN WG MIa
didoTaon Kal B€Toviag KABe TTEAATN w¢ €va owpaTidlo, OAol o1 TTEAATEG padi piag
eTMIXeipnong dnuioupyolv €vav TTOAUBIACTATO XWPEO, O OTT0I0G €XEl OPIOTEI WG O
XOPAKTNPIOTIKOG XWPOG TOU KABE TTEAGTN. [Chen et al, 2008]

levikd, 10 data mining, cival pia dlodikaoia €UPEONG TTPONYOUUEVWY

AyVWOoTWY aAAd onUAVTIKWVY TTANPOPOPIWY, OTTWGS UTTOBEIYHATA AQWNG ATTOPACEWY,
ME TNV €mmAoyn, péoa ammd piag PEYAANG Bdong dedopévwv Kal dnuUIoUpywvTag
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ouvduaouoUg  UTTOdEIYUATWY  avayvwpiong,  MOVTEAwWV  dnuioupyiag  Kal
ETTIKUPWHEVWV TEXVIKWV.

H Tmehateiokr) Tunuatotroinon, Aoimdv, e XprAion TeEXVIKWV €£6pugng
oedopévwy (data mining), cival duvath ye Tnv BonBeia Tng AsiImroupyikig avédAuong. H
Aeiroupyikfy avdAuon TrepIAauBdvel avaAuon agiag TTeAdTn, avaluon amoédoong,
avaAucon ¢ Tpowbnong K.A.TT. Baciféuevn oTa eupAuata atmd Tnv oxedlaopévn
oxéon MeTOLU TOu TTEAATN KOl TNG aApXIKAG okéwng. EmmmpoéocBeta euprjuata Ba
BpeBouv utrpootd amd to CRM pe Tnv avdmtuén Twv TTPAkTIKWy management. Ol
véeg auTég Asitoupyieg Ba TTpooTeBouv oTIg BepeNidelg diaoTdoelg, v n oxediaon
OX£0NG ME TA XAPOKTNPIOTIKA TWV TTEAATWV Ba avadounOei.

Conceptions dirension "
l T | Value analysis [
Customer [ o[ Segmentation [ __| . >
Attrbute Model a
|| Promotion B
?,f Q Q O -
g g E g || Cross-selling
5 .
AEE RN
E = é | Other >
g.

2xAua 2.2.1 Mehateiokn Tunuatotroinon Baciouévn oto data mining [ TNy Zhang,
2007]

Otmrwg Tapatnpouue oto oxAua 2.2.1 n TUNUOTOTTOINON YiveTal e Tnv Bondeia
data mining pakTikwyv éTTwg Association rule, Neural network, Decision tree k.A.1T.
ATT6 TO HOVTEAO TUNUATOTTOINCNG, APXIKA TUNUATOTTOIE TOUG TTEAGTEG OUPPWVA UE TNV
oxedlaopévn oxéon Kal ETTEITa ouveyifel e did@opa  €idn  ETTIXEIPNOIOKWY
EQAPUOYWV.

H Ttunuatotroinon tou TreAdTn pe Bdon 1O PovtéAo customer survival
character, yivetal ye xprion survival analysis. H survival analysis €ival yia oikoyéveia
OTATIOTIKWY PEBODWY YIa TNV PHEAETN CUYXPOVIOUEVWV YEYOVOTWV.

[Hosmer et al, 1999]
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2TnVv apxn 1o survival analysis oxXedIGOTNKE yIO TNV KATAYPAPH HAKPOXPOVIWY
OedOUEVWV BIOPOPWY CUNBAVTWY.

2170 oxnua 2.2.2 mapoucidletal n PEBOOOG TUNMATOTIOINONG ME XPAON
TEXVIKWV customer survival character. Ta TtreAateiakd XapokTnPIOTIKA yid TNV
TUNPATOTTOINGN €XOUV OTTOOTTAOTEI CUPQWYA HE TO ETTIXEIPNOIOKA KAl Ta TTEAATEIOKA
XOPAKTNPIOTIKA CUUTTEPIPOPAG.

Confirma custormer survrval attnibutes

.

Data preparation ’ Abstract customer survival attribute

.

Cluster method L Cluster customers in

Mission defirang

(K-means, etc) sirilar survrval character

Clusternng results v
™ Swvival analysis

Find out the rule and . Cluster validation Draw charts

pattem of each clustering l
l Straightforward cognition of
Making custormer retention action customer chum trend
Successful implerentation of custormer retention actions

2xnua 2.2.2  lMeAaTeiakn TunUaToTToinon pe Baon To survival character
[ TTnyn: Hosmer et al, 1999]

Ta BAupata TToU TTPETTEI VO AKOAOUBROOUV yia va Yivel N TUNUATOTTOINCN WE
Bdaon 1o survival character €ivai:

o O mPoodIoPICHOG TNG ATTOCTOAAG: N €mIRERaiwaon TNG TTEAATEIOKAG aTTddooNS
yIO TNV ATTOCTOAR.

o H mpoeToipacia Twv dedoPEVWY Kal N agaipeon Twv OeOOUEVWV: N apaipeon

TTOAUTIMWY  TTEAATEIOKWY  XAPOAKTNPIOTIKWY CUUTTEPIPOPAES atrd Tnv Pdon
OeOOUEVWV.
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e Tunuatotroinon: kavoviag xpAon k-means yia TNV TTEAQTEIOKA
TuNPatotroinon  Bacifépevol o€ eukalplakéG  duvaTdtnTeg.  Metd  Tnv
TUNPaToTtToinon KABE TTEAGTNG €XEI VA VEO XOPAKTNPIOTIKO.

o Survival analysis: xpeldletal Tpia amapaitnTa XopakTnpPIoTIKA. [MeAaTeiakd
apIBuo, clustering apiBpoUg kai prveg utrnpeciag. Kai éxel duo okotroug: 1. H
ToIOTNTA TNG TUNMOTOTIOINONG UTTOPEI VO KOTAUETPNOEI e OPOIOYEVEIQ OTIG
UTTOOIQIPEDEIG KOl PE €TEPOYEVEIA WETALU Twv uttodiaipéocwyv [Wedel et al,
2000]. Mrropei va kdavel ouykpioelig PETagU diagopeTikwy cluster ota TeOT
aT1rod0oTIKOTNTOG TWV cluster. 2. O oxedlaopdg survival KauTTuANG Asitoupyiag
yia TNV GKPIBA yvwon TG TAONG TWV TTEAATWV YIa Ta TTPOIGVTA TNG ETAIPIAG.

o H avakdAuyn Twv KAvoVIOPWY Kal Twy oxediwv atd kdbe cluster.

o H emtuxnuévn EQapuoyr EVEPYEIWV dIATAPNONG TTEAATWV

2.3. KukAog Jwng Tou TTEAATN

O1 reANdTeg TNG KABE €TTIXEipNONG aTToTEAOUV évayv ATTO TOUG TTI0O ONUAVTIKOUG
TNG TTOPOUG, TOUG OTTOIOUG TTPETTEI VA TTPOCTATEWEI KAI VO avaTITugel. MNa autd 1o Adyo
AoITTOV, O TTPWTAPXIKOG TNG OTéXOG €ival n aug¢non TG agiag TnNG TreEAATEIOKAG
oxéong. Oa mpéTTel va gival o Béon, avd TTaca oTiyunA, va atmmodeigel i agidouv Ta
TTPOIOVTA KAl Ol UTTNPECIEG TNG YIA TOV TTEAATN, KABWG KAl TTWG AUTA TTOU TTPOCPEPEI
gival avwTePa aTT OTI N APECWG ETTOUEVN ETTIAOYN.

21NV 8I10iKNoN TWV TTEAATEIOKWY OXECEWY, 0 KUKAOG CWAG Tou TTEAATN €ival TO
METPO OPIOUOU TWV TPOTTWV GAANAETTIOpOAONG TNG €TAIPEIOG PE TOUG duvNTIKOUG Kal
uTTdpXovTeG TTEAATEG. ATTOoTEAET pIa eTTavaAauBavouevn Siadikaaia n otroia TTPORAAEI
TNV agia Tou TTEAATN KaB’ OAn TNG BIAPKEID TWV CUVAANAYWV TOUG PE TNV €TAIPEIA.,
onAadn katd 1o dIACTNUA TTAPAUOVHG TOUG WG XPAOTES Twv ayabwy Tng. O KUKAOG
CwNAG Tou TTEAGTN KATNYOPIOTTOIEl TOUG TTEAATEG YE BAON TIG TTPOTIMACEIS TOUG, TNV
Tapouoa Kal PeAOVTIKN Toug agia. ETriong, avayvwpilel Toug TTapdyovTeg TTou
eTTNPEACOUV TNV CUPTTEPIPOPA TwV TTEAGTWY Kal  BonBd& oTnv avattuén TTPoIoVTWY,
UTTNPECIWY KAl TTPOYPAMUATWY HE BACN TN TUNUATOTTIOINON TWwV TTEAATWY KAl TO
oT1adIo TTou BpiokovTal OToV KUKAO {wh¢ TOUG.
[www.marketingreacher.com]

To va KaTa@épel I €TTIXEipNON va KePSIoEl TNV TTPOCOXN TwV TTBavwv
TTeEAATWV TNG givarl 1Idiaitepa TTPOKANTIKG. AauBdvovtag uttéywn Tnv dIaBeciudTNTA TWV
QVTAYWVIOTIKWV ETTIAOYWV KABWG Kal ETTIONG KAl TNV dIAQAVEID TwV TTPOIOVTIKWY
TTANPOQOPIWY/ AVOBEWPNOEWY, Ol ETAIPEIEG TTPETTEI VO dWOOUV pia eTTITTPOOBETN
TPOoOX OTNV CUAANWN Twv TTBavwy TTEAATWY KAl OTNV WETATPOTT TOUG Of€
QQOCIWPEVOUG TTEAATEG. [www.davidcrow.ca]
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Av kal &ev utropei va dnuioupynBei évag OUYKEKPIMEVOS  KUKAOG CwAGg
TeEANATWV AOYyw Tou OTI T TTPOIGVTA TNG KABE eTmiXeipnong eival dia@opeTiké, évag
KUKAOG Cwn¢ Tou tTeAdTn ( Customer Life Cycle- CLC) TTou pTTopei va TTpocapuooTei
o€ OAEG TIG ETTIXEIPAOEIG TTAPOUCIAeTal 0TO oXAua 2.3.1.

ATé TO TTOPAKATW OXAMA TTOPATNPOUPE TTWG O KUKAOG (WG Tou TTEAATN
TEPINAPBAVEI PETPNTEG WOTE N ETTIXEIPNON va PTTOPECEl va TPAPBAEEI TNV TTPOCOXN
TOoU TTEAGTN reach), va atrokTrioel Tov TTEAATN (acquisition), va diatnprioel Tov TTEAATN
(retention)kal va dnuioupyAoel agooiwpévoug TTeEAATEG (loyalty). Me autdv Tov TpOTTO
Ol EMIXEIPAOEIS UTTOPOUV VA KATAVONOOUV KOAUTEPA TNV OXEON TTOU €XOUV UE TOUG
TTEAATEG.

2TIG €TTOPEVEG TTapaypA@oug Ba avaAuBolv ol TTapdyovTeG TTOU TTAifouv ToV TTIO
ONUAvTikd pOA0 oTov KUKAO Cwng Tou TreAdTn. AuToi o1 TTapdyovteg Emmeita Oa
XPNOoIYoTToiNBouv aTrd TIG EMIXEIPACEIS WOTE va dnuUIoupyAocouv Bacikoug O€iKTEG
a1Téd0o0NG, TTOU CNUAIVEI ETTITEUEN TWV ETTIXEIPNOIOKWY TOUG OTOXWV.
[ www.bruceclay.com]

Customer Life Cycle

2xAua 2.3.1. KUkAoG Cwrig Tou TTEAATN
[TTnyn : www.davidcrow.cal

o Reach: onuaivel, 6TTwg Tmpoavaeépdnke TTapatmdvw, TOo va TPAPRALEl N
eTTIXeipnon TNV Tpocoxr Tou TTEAATN. AuTO uTTopEi va cupBei pe didpopoug
TPOTTOUG.

» Me Tov aplBud Twv dpBpwv TTOU ypAPTNKav atrd KATToIoV TTou
QVTITTPOOWTTEUEI TNV ETTIXEIPNON.
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» Me Tov apiBud Twv TTEAATWY TTOU TTAPATHENCAV TIG IOPOPES OTTOYEIG
yIQ TIG UTTNPETIES A Ta TTPOIOVTA TNG ETTIXEIPNONG OTNV 1I0TO0EAISA TNG.

» Me Tov apiBud Twv ouvdpouNTWY EEEIDIKEUPNEVWVY TTEPIODIKWY  TWV
OTTOIWV N €TMIXEIPNON €ival xopnyog 1 TTEPIEXOUV TNV UTTOYPAYN TNG.

» Me Tov apiBud Twv avayvwoTwyv Tou gival ouvdpountég o€
ePNUEPIOEG i} TTEPIOBIKA Kal Ba douv TNV UTTOYPAPN TNG ETAIPEIAG.

OTtrol008ATTOTE ATTO TOUG TTAPATTAVW TPOTTOUG TTOU XPNOIKOTTOIEI N ETTIXEIPNON
yla va Tpapréel Tnv Tpocoxr) KATTolou TTEAATN, €ival TO id10 eUKOAO 600 Kal BUOKOAO
va TTpaydaToTroinBei. KaBe OikTuo WTTOpEl va evnuUEPWOEl TNV ETIXEipnon TTOOES
EVTUTTWOEIG dIATUTTWONKAV ‘n TTO0EG PopES avadnTABnKe n etmixeipnon oto S1adikTuO.
AvTioToIXa, OAEG 01 €QNUEPIDES Kal TA TTEPIOBIKA PTTOPOUV VA TNV EVAUEPWOOUY YIQ TO
TTOOOUG QVAYVWOTEG €XOUV Kal oUTW KaBefAg. To TpdPAnua éykerral oto Ot n
ETMIXEIpNON dev pTTOPEi va yvwpilel TTO0O0I €ival Ol avayvwaoTeG TTou diafacav T
Gpbpo TOU AVTITTPOCWTIOU TNG Vyia Trapddeiypa. Eivar adlvaTto va utroAoyioTouv
aKpPIBWG auTd Ta dedopéva.

MNa auté 10 Adyo, 1O BrAPa autd Tou KUKAou CwAG Tou TTEAATN, €ival TOOO
duokoAo va utroloyioTei. Ooo 1oxupég Kal gival o Web epappoyég avaAuong tng
eTaIpEiag, Kaveig dev PTTOPEl va UTTOAOYIOEI TOV apIBUO TWV avBpWTTWY TTOU OVTOG
KEpdioe Tnv Tpoooxn Toug. 'ETol Aoimmév , eival oTevd ouvoedEUEVO ME  TIG
TPOOTIABEIEG TNG £TAIPEIOG yIa TNV aTTOKTNON Tou TTEAATN ( acquisition). H eTTixeipnon
MTTOPEl VO PNV KATOQEPEI VO JETPAOEI TOV GPIOUSG OAWV OCWV Tnv TTPOoEEaV, UTTOPEI
OUWG VA PETPAOEI TO TTOCOOTO TWV AVEPWTTWY TTOU UTTOPEI VA QTTOKTHOEL.

o Acquisition: onpaivel va kata@épel n €mXeipnon va @Epel KATToOIoV OThV
o@aipa emppong TNG. MNa pepikoug, To acquisition gival €vag TTapdyovTag TTou
MTTOPEI va PeTPNOEi pe akpifela, pe Tnv évvola OTlI ol TTEAATEG OXI NOvo  Ba
MABouv yia Tnv eTixeipnon aAG Ba TTpoBolv Kal o€ evépyeleg ayopds. ‘ETol,
av KATToIoVv TTEAATNG TTPOCEEE TNV ETTIXEIPNON, €XEI TTEPICOOTEPES TTIBAVOTNTEG
va TTPOYMATOTTOINOEl KAl KATToIa ayopd.

TakTikEG KAl epyaleia TTou odnyoUv OTnv atmOKTNoN KATTOIoU TTEAATN gival:
» To XapnAd K6oTOG

» Kavéva KOOTOG yIa TOUG VEOUG OCUMMETEXOVTEG O  KATTOIA
OpaoTNPIOTNTA TTOU BIOPYAVWVEI N ETTIXEIPNOT.

e Conversion: onuaivel n MPETATPOTIN KATTOIOU O€ UTTAPXWV TTEAATN. TNG
ETTIXEIPNONG.

Mrropei va  peTPNOE dIAPOPETIKA yia TIG DIAPOPETIKEG dPAcTNPIOTNTEG. Agv
gival dnAadr) aTapaitnTo, VO IC0BUVOEI JE TIG TITWAROTEIG.

Ol emixeIpRoeIg PJEAETWVTAG TO BAMA auTd, Ba PTTOPECOUV Va KAVOUV aAAaYEG
OTO TTPOIOVTA TOUG KOl OTIG £QapUoyEg Tou marketing eTTnpeacpoU Toug, €101 WOTE Ol
TTEANATEG VO £XOUV va £XOUV TNV dUVATOTNTA VA IKAVOTTOIAOOUV TIG ETTIOUNNTOUG TOUG
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OTOXOUG. AUTO OTTOTEAEI PIa KATAoTAON Win- win, agou odnyei oTnV IKAVOTIoinon Tou
TTEAATN KAl TAUTOXPOVA OTNV aUENON TwY KEPBWY TNG ETTIXEIPNONG.

e Retention: onuaivel n diaripnon kamoiou TTEAATN OTO TTEAATEIOKO OUVANIKO
TNG €mixeipnong. A@OTou €xouv TrpayuartotroinBei OAa Ta TTponyouueva
Briuata Tou CLC, n emixeipnon Twpa Ba TTPETTEl va KATAPEPEI va dIATNPHOE!
TEANATEG TTOU va KAvouv ouxVvEG ayopés. OTTwG €xel TTpoavagepBei, évag nodn
UTTApXWV TTEAATNG, €ival IO oNPAvTIKOG aTTd £vav Kavouplo TTeAATn. MNa Tov
Abyo autd, n emixeipnon Ba TTPETTEl va TOUG TTOPOKOAOUBEI OTEVA Kal va
TTPOOTTABE] va IKAVOTTOIET TIG AVAYKES TOUG.

Av n eTmixeipnon TOUAd €va TTpoidv, Ciyoupa KATTOIO QvTAYWVICTIKA TNG 6a 1O
TTOUAAROEl ONVOTEPQ. AV N ETTIXEIPNON TTPOCPEPEI UTTNPETiEG aiyoupa KATTOIO AAAN
Ba TTPoCPEpEl TIG IDIEG UTTNPETIES €iTE KAAUTEPQ €iTE TTIO PONVA. H emixeipnon TavTa
Ba eival eudAwTn oTo va Xdoel TEAATEG TNG, EKTOG KAl av Ta TTPOIGVTa TNG 1 Ol
UTTNPECIES TNG gival Jovadikd.

MNa Tov Adyo auto, cival TG00 ONUAVTIKA N KaTauéTpnon g dlaTipnong Tou
meAdTn. H diatipnon PETPA OUCIAOTIKA, TIC OpaoTnEIOTNTEG TWV TTEAATWY TTOU
emavahauBdvouv  ayopég TIpoidvTwv TNG emmixeipnong. TlNapakoAouBwvtag TIg
OpaoTNPIOTNTEG AUTEG, N €TTIXEIPNON Ba €Xel TNV IKAVOTNTA VA AVTATTIOKPIBEi dueca
OTIG aVAYKES TOUG KAl ETTEITA va TTpayHaToTToIRoEl up sells kai cross sells og autoug.

[www.rhinointernet.com]

o Loyalty: onuaivel n PETATPOTI TOU ATOPOU TTOU TTPOCEAKUCE N €TAIPEIQ OF
ouvnyopo TnG. AtroTeAei To oTddIo OTTOU O TTEAATNG YIVETAI UTTOOTNPIKTAG TNG
MAPKAG TNG ETTIXEIPNONG Kal Oev €xel OKOTTO yia Kavévav AOyo va OTpagei
TTPOG TA QVTAYWVIOTIKA TTpoiovTa. H emmixeipnon, €Xoviag a@ooiwuévoug
TTEAATEG, ATTOKTA AVTAYWVIOTIKO TTAEOVEKTNHA EVOVTI TWV GAAWV ETTIXEIPATEWV
Q@OU UTTOPEI VO TOUG XPNOIUOTTOIACEI VIO VO TNG QEPOUV VEOUG TTEAATEG, XWPIG
n id1a oUCIOOTIKA Va OBEWEI XPOVO Kal XPrUa OE TTPOWBNTIKEG KAPTTAVIEG.

2¢ KGBe €va atrd autd Ta BAMATA TOU KUKAOU CWNG TOU TTEAATN, N ETTIXEIPNON
Ba TTPETTEI VA TTAIPVEI ATTOPACEIG OXETIKA PE TO TTOTE VO TTPOCTTABNOEI VO ATTOKTAOEI
MIa véa TTeAaTeIakn) oxéon i To TTOTE va dlaTnpACEl KATTOIO OXEon TTOU €XEl JE évav
TENATN A TTOTE va a@roEl KATTOIOV va TNV eyKaTaAgiwel €Tmeidr) dgv TG TTPoodidel
mAéoV agia.

ATTO Ta TTAPATIAVW, CUMTTEPAIVOUNE, TTWG O BACIKOG OKOTIOG TNG ETTIXEIPNONG
gival va Tpapnéel tTnv Trpoocoxn TBavwy TTEAATWY, va Toug HAEBel TI akpIfwg
TIPOOQEPEL, VO TOUG UETATPEWEI O UTTAPXOVTEG TTEAGTEG KAl TTEITA VO ONUIOUPYHOEI
QQOCIWPEVOUG TTEAATEG, TTAAPWG IKAVOTTOINKEVOUG aTTd Ta TTPOIGVTO KOl TG
UTTNPECIEG TNG ETTIXEIPNONG Kal o1 oTToiol 8a wlroouv KiI AANOUG TTEAATEG va PTTOUV
OTOV KUKAO auTd.

MNa va kata@épel Aoimmév n €mmixeipnon va oToxeloel  TToloug TTeAdTeG Oa
TPOOTTABACElI VO aTTOKTNOEI 1] va dlaTnpAcEl, Ba TTPETTEl va XPNOILOTTOINCEl KATTOIN
EPYOAALia TTPOYVWOTIKAG avaAuong WOTE va ATTOQPACicEl TToIa TTPOIOVTA 1) UTTNPETIES
Ba TTPETTEI VO TTPOCPEPEI KOI ETW TTOIWY KAVOAIWVY.

[www.prquest.umi.com]
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O1 TepIoodTEPEG ETTIXEIPAOEIS XPNOIKOTTOIOUV epyaAcia data mining yia va
TTPAYMATOTTOINOOUV TNV avadAuon aut. Mg Tnv xprRon autwv Twv EPYOAEiwv Ol
ETTIXEIPNOEIG PTTOPOUV VA TTPOCSIOPICOUV TNV CUMTTEPIPOPA TWwV TTEAATWY TTOU
QVOQEPETAI OE VA OUYKEKPIUEVO YEYOVOG TOU KUKAOU. 'ETOI 01 ETTIXEIPAOEIS OTTOKTOUV
TNV duvaToéTNTa Va Bpouv Kal GAAoug avBpwTtoug o€ TTapduoIa Bripata Tou KUKAoU
C(WRG Kal va TTPocdIopicouV TTOI0I TTEAGTEG €XOUV TTOPOUOIEG CUUTTEPIPOPEG.

[Pishany, ]

2uvoTiTikG, Ba Aéyape OTI o1 PBaocikOTEPOl OTOXOl TNG UTTAPENG KAl TNG
dlaxeipiong Tou KUKAou CwAG Tou TTEAATN €ival:
[ www.msmpart.aueb.gr]

e Anuioupyia agiag
e AlaTipnon TeAATWV

e EvBdappuvon xpriong

e AvTaywvioTIKA dla@opoTroinon
o AtodoTikdTEPN BlaXEIPION OXECEWY E TOUG TTEAGTEG

o AUEnon TG avrtamokpiong Twv TEAATWV OTIG evépyeleg marketing,
atmmookoTrwvTag o€ peyaAutepo ROI ( Return On Investment

2.4. MovTtéAa TTpOBAeYng atTrwAEIOG TTEAATN, S1ATAPNON KAl
ETTAVAKTNON TTEAATN

O peydAog avTaywVIOPOG METOEU TWV ETTIXEIPAOEWY, AVATTOQEUKTA, Oa
odnynoel otV ATTWAEID KATTOIWV TTEAATWY Toug. Q¢ aTTOTEAEOUA, N onuacia TnNg
dlaTAPNONG TwV TTEAATWY yiveTal OAO Kal TTIO  ATmapaitnTn yia TIG OUYXPOVEG
ETTIXEIPNOEIG.

[Berry et. Al. , 2000]

Quoikd, To va TTPORAEWEl HIa ETTIXEIPNON TIG TNIBAVES ATTWAEIEG TTEAATWV TNG
O¢ev gival kaBoAou eUkoAn uttéBeon. O1 g1dIKoi Tovifouv TTWG PHOVO £va JIKPO TTOOO0COTO
TWV KATOVOAWTWY Ba TTapatrovedei KaBWGS — CUUPWVA JE EPEUVEG- HOVO éva 4% Twv
duoapeoTnUévwy TTEAATWY dlapapTtupetal. To uttOAoITTo 96% aTTAWG EYKATOAEITTEI
TNV €TMIXeipnon Kai 10 91% dev MIOTPEPEI TTOTE.
[www.CRMguru.com]

O1 emixeIpNoelg, oUTWG WOoTE va TTPORAEWOUV TNV TTIBAVH ATTWAELIAG TTEAATWY,
€QAPUOlOUV CUOTHHATA BIAXEIPIONG ATTWAELIAG TTEAATWY TA OTTOIA, ETTIKEVTPWVOVTAI
OTOUG TTI0 TTIBavOUG TTEAGTEG VI ATTOXWENON OTTO TO AyopacTiKd BuVAuIKO Tng
ETTIXEIPNONG, ETTIKOIVWVOUV  padi Toug €yKalpa KOl EQAPPOJOUV  OTPATNYIKEG
dIaTAPNONG TTPIV ATTOXWPROOUV ATTO TOV OPYAVIOUO.

[Shaw et. Al, 2001]

O1 dUo PBaoikdTepol OTOXOI TOU WOVTEAOU TTPOPBAEWNS aTTWAEIaG gival n
MpéBAsywn kal n EmegRynon. [Yan et al , 2001]. Méow autig TG MpoBAsywng ol
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ETTIXEIPNOEIG NTTOPOUV VA ETTIKEVTPWOOUV 0€ pia pévo HIKPR KAigoka TTeAaTwy ( TT.X.
aToug TTI0 TTBavoug yia atroxwpnor, atd Tn €TIXeipnon, TTEAATEG) Kal £TTEITA va
KOTA@UYOUV O€ KOIVOTTPAEIEG WOTE VO YTTOPECOUV va KaBodnyrjoouv Tnv diatripnon
ToU TTEAATN. Méow TnNG ETre€Rynong, ol ETTIXEIPAOEIG JTTOPOUV VA EVTOTTICOUV KATTOIEG
ouvnNOIoUEVEG HOPQPEG TTEAATEIAKNG CUMTTEPIPOPAG, TTou Ba Tig Bonbroouv OTnv
KAAUTEPN KATAVONOT TWV TTAPAYOVTWY TTOU £XOUV PEYAAN €TTIOPACT OTNV QPOCiwan
KAl OTNV ATTWAEIQ TTEAATWV.

evik& PTTOpOoUNE va TTOUME, TTWG UTTAPXOUV €E1 DEIKTEG WE TOUG OTTOIOUG N
ETTIXEIPNON MWTTOPEI va SIATTIOTWOEl AV KATTOI0G TTEAATNG TTPOTIBETAI VO OIAKOWEI
oploTiké TN ouvepyaaoia Toug. AuToi ol deikTeG gival:

[www.CRMguru.com]

o H avramokpion o€ TTPoTAcEIG/ CUCTACEIG TTEAQTWY EPXETAI APY&

o H emKolvwvia Twv TTEAATWV PE TA AVWTEPO OTEAEXN TNG ETTIXEIPNONG YiveTal
oAoéva Kal TTIo SUOKOAN

o H pon mAnpo@opiwv Kal BEBOUEVWY YIa TOUG TTEAATEG eTIBPAdUVETAI

o Ta peAovTIKA oxEDIa yivovTal 6A0 Kal TTI0 BpaxutTpéBecua

o 'Evan mepIoodTEPA ATTO TA TTPOIOGVTA A TIG UTTNPECIES TTAUOUV va diavEéUovTal
o O OYKOG £pYAoIV ETTIXEIPNONG- TTEAATN PEIWVETAI

O1 emixeipioeig Aoimmév, oTnv TTPOCTTABEIa auTh yia TTPOBAEWN TNG ATTWAEING
TTEAATWY, OuUxXVvd Xpnolgotrolouv  &évipa  atmmo@ACEwY, Ta OToid  ATTOTEAOUV
TEXVoAoyieg TNG data mining, yia Tagivounon Pe KA €PUNVEUTIKA Kal TTPO@NTIKA
akpiBeia. O aAyépiBuog Adaboost [Freund, 1997] Bewpeital wg O O ONUAVTIKOG
ammd  TOUG OAYOpPIOUOUG TTOU  XPNOIJOTIoIoUVTal  OTa  OEVTIPA  ATTOPACEWV.
2uvevwvovTag Tov pe Tov boosting algorithm, tTmapadoaoiakoi aAydpiBuol dévipwv
ammo@acewy, 0Twg Cart, C4.5, Acitoupyoulv ocwoTtd otnv Tagivounon. O ADTee civai
£vag Kavouplog aAyopiBuog TTou XpNOIWOTTOIEITal OTA OEVTPA ATTOPACEWY, O OTTOI0G
€ival TTEPICCOTEPO EPPNVEUTIKOG O€ OXEON ME TOUG TTAPAdOCIaKOUS aAyopiBuoud.

ATTO TNV GAANn pepid, n péBodog Logistical regression, aTTaITEl O KATAOKEUOOTEG
TOU HOVTEAOU va €XOUV KATTOIO TTPWIKN YVWON TOU AVTIKEINEVOU TTOU TTPOKEITAl v
avaAuBei, oTnV TTPOKEIYEVN TTEPITITWON TNV TBAvVOTNTA ATTWAEIOG  TTEAATN, KABWG
€TTIONG KAl KATTOIO IKAVOTNTA AVATITUENG ATTAOTTOINUEVWY UTTOBECEWY OXETIKWY WE TIG
EOWTEPIKEG N TIG €CWTEPIKEG OXEOEIC TOU avTikelinévou. 'Emerra, n egiowon Tou
MovTéAoU Ba oxedlaoTei Baoi{Ouevn € QUTEG TIG UTTOBETEIG.

To ADtee koBwg kal T0 logistic regression povtélo, €xouv TTPOQPAVWIG
TIAEOVEKTAUOTA KAl  PEIOVEKTAPOTA, VW UTTAPXEl IOXUPH OCUNTTANPWUATIKOTNTA
QvAuECa oTa dUO JOVTEAQ.

270 oxnua 2.4.1. TapoucIAovTal Ol CUYKPIOEIG TWV XOPAKTNPIOTIKWY Twv dU0
MOVTEAWV.
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ADTree Logistic Regression
Data-driven mode, highly automated analysis process Assumption-driven, integrated with analyst’s prior
knowledge
Capable of analyzing objects with incomplete information Request the complete information of analysis
object

Not affected by dirty data Sensitive to the isolated points

Roughness and discrete predicted value Smooth and continuous output.
High degree of complexity Low degree of complexity

2xnua 2.4.1. Zuykpion ADTree kai Logistic Regression [ Tinyn: Qi et al, 2006]

2uvoualovTag AOITTOV Ta TTAEOVEKTANOTA TWV OU0 AUTWY POVTEAWV UTTOPOUNE VO
onuIoupyfocoupe éva véo POVTEAO TTPORAsWNS TNG BAVAG aTTWAEIag TTeEAATWyY. To
MovTéAO auTé Ba gival kaBodnyoupevo atrd Ta dedouéva KABwG Kal atrd TIG UTTOBECEIG
Kal 1I01aitepa IKAvOe va avoAUoel avTIKEiheva pe nuUITEAAS TTAnpogopicg. Autd TO
MovTéAo ovopddetal TreelLogic. [Qi et al, 2006]

YTdpyxouv TéOOEpa PBAPOTA YIa TV TTPAYUATOTTOINON €vOG HOVTEAOU TTPORAEWNS
aTTwAeIag TTEAGTN. AuTd €ival:
e H avdAuon TTEAATEIOKWY XOPOKTNPIOTIKWY METABANTWV

e H povrehotroinon
¢ H dokiyaoia Tou povtéAou
o H epappoyn Tou povTéAou

O1 xapakTnPIOoTIKEG METARANTEG TwV TTEAQGTWV ATTOTEAOUV MIa OUVOEOH TWV
oedopévwy TToU TTpoépxovTal aTTO TIG BACEIG BEQOPEVWV TNG ETTIXEIPNONG Kal TIG
eCaywyng dcikTwy atd Ta dedouéva autd. To TTpwTo BAMG gival va yivel N avaAuon
TNG CUOXETIONG QVAUECA OTA XOPAKTNPIOTIKA TOU KABE TTEAGTN Kal TG TTPOBEGNS TOUG
VO OTOPATACOUV OTTOIOdATIOTE CuveEPyaoia We Tn €mixeipnon. Av n diavoun Twv
XOPAKTNPIOTIKWY OTNV OPAdA auTwv TIoU B€AOUV va aTtoxwpiocouv amd Tnv
ETIXEIpNON €ival @avepd OlOKEKPIMEVA OTTO AUTA TwV OPAdwWV TToU dev BéAouv va
OlaKOWOUV TIG OXEOEIG YE TNV ETTIXEIPNON, TOTE PUTTOPOUUE va BEWPOOUUE AUTH TNV
METOBANTA wg évav TTapAyovia TIOU CUCXETICETAl HE TNV ATTWAELIQ  TTEAATWV.
AVTIOTPOQWG, av n dlavour TwV XOPAKTNPIOTIKWY BeV Eival SIOKEKPIUEVN AVANECT
oTIg dUo opddeg, ptTopei va BewpnBei WG AOXETOG TTAPAYOVTAG KAl VO PNV
XPNOIYOTIoINGEl WG €1I0epXOUEVN WETABANTA.
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A@bTou TTPOCdIoPIOTOUV OAEG Ol EI0EPXOUEVEG METABANTEG, N ETTIXEIPNON WTTOPEI VO
eQapudoel To JovtéAo Treelogic. Ta atroteAéopaTa TOU PHOVTEAOU gival n TTIBavoTnTa
ATTWAEIOG TTEAATN aTTO TNV ETTIXEIPNON , TNG OTTOIOG N TIMA KUpaiveTal avdueoa oto 0
kKal 1o 1. Ooo peyaAuTepn eival n mOAvVOTNTA OTTWAEING , TOOO IO TTIBaAvo gival o
TEAATNG VA ATTOXWPENOEI amd TNV OXEON TTOU £XEl PE TNV ETTIXEIPNON. ZTO OXNAMa
2.4.2. apoucidfovTal ol diadikaaieg povrehotroinong Tou TreeLogic povréAou.

o] Design custome? s character vanables bas
on pnor knowledze

Categonze the character vanables
to m subvectors

)
Construct decision tree for each
sub-vector

L)
Develop the correspondng
logstic regressaon model

Adpust the varmbles|
[

Evaluate the precactiv Evaluate the mnterpretability
accwracy of the mode of the model

Customer retention
mana rement

Modeling processes of TreeLogit model

2xNpa 2.4.2. Movrehotroinon tng diadikaciag Tou TreelLogic povréAou
[Tnyn: Qi et al, 2006]

KaBwg o1 yop@ég aviaywviopou aAAAGCouV Kal Ol ETTIXEIPAOEIG avATITUOCOUV
MIO  TTEAATOKEVTPIKI) KOUATOUPA, O QVIAYWVIOUOG OVAPESO OTIG ETTIXEIPAOEIG
avTavoKAG KAl TOV QVTOYWVIOUO TOUG VI TOUG TTEAATEG. ATTO Tnv HIa TTAEUpd, ol
managers £€Xouv OnNUAavTika o@éAn atrd TNV atrdkTNon vEwyv TTEAATWY. ATTO TNV AAAN
TAEUPd, TTPETTEI VO EPYACTOUV OKANPEA oUTWG WOTE va diaTnPACOoUV Kal va auToug
Toug TreAdTec. Omwg éxel Ndn avaeepbei, n diatnpnon TeAdTn e€ivar 1o
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TPooodopdpa atrd OTI N ATTOKTNON €vOg véou TTeEAdTN. Kat apxdg 1o KOOTOG gival
MIKpOTEPO. [ Ryals, 2005]. EEGAAOU, pia yikpr adgnon Tou Babuou diatripnong odnyei
o¢ PeydAn auénon Tng agiag Tou TEAATN, aveEdptnTa atd Tov dIaPopeTIKO Pabud
augnong oe diagopikd Tedia. MapdAAnAa, o Babudg ROl trapoucidlel ekOeTIKA
avaTTuén Kabwg TTepva o0 Kalpdg. O1 Adyor TTou odnyolv o€ QUTAV TNV avATITUEN
eivai:

o Ta gic0dRuaTa TWV TTEAATWY va augavovTal. ‘ETol ota TrepioocdTepa media, ol
MEYAANG SIAPKEIOG TTEAGTEG QUEAVOUV TIG CUVEICPOPEG TOUG KaBWG TTeEpVAEl O
Kaipdg. O1 atréAuTa IKavoTToINUEVOl TTEAATEG ETTIBUPOUV VO ayopAoOouV Kal va
TTANPWOoOoUYV €TTITTAEOV APOIBEG VIO TTEPICTOTEPES UTTNPETIES TTPOIOVTA.

o To KOOTOG TWV UTTNPECIWY HEIWVETAI

o H dnuioupyia @APNG BonBd , €101 TO KOCTOG ATTOKTNONG VEWV TTEAATWV gival
MNdauIvé

e H oIKovopIKry avekTIKOTNTa €ival o duvaTtr). Otav puBpietal n TiuAR €vog
TTPOIGVTOG ] PIAG UTTNPECIOG TNG €TTIXEIPNONG, N €uaioBnoia Twv oTaBepwv
TTeEAATWV gival adUvapn eV N avekTIKOTNTA ICXUPA.

H ouvtipnon tou TTeAdTN, OUCIOOTIKA, ava@épetal oTnv dladikaoia Katd Tnv
OTTOi0 01 TTPOPNBEUTEG CUVTNPOUV TIG UTTAPXOUCESG EUTTOPIKEG TOUG OXEOEIC HE TOUG
TTEAATEG WOTE 01 BEUTEPOI VO ayopAdouV TTPOIOVTA ) UTTNPECIES KAT ETTAVAANYIV .

[Minglisng et al, 2001]

H Siatpnon kdatroiou TTeAATN dnuioupyeital ammd TNV IKAVOTToinon Tou TTEAATN
aT1TO TNV OXEON TTOU £XEI JE TNV ETTIXEIPNON, TTPAYUA TO OTTOI0 0dNYEl OTNV aYoaCiwan
Kal otnv dnuioupyia agiag. Etiong, n diatipnon Tou TeA&TN dnuioupyeEital Kal aTmmo
TNV aAAayn TNG TIMAS 1} AAAOUG TTAPAYOVTEG.

H Ikavotroinon Ttou TTEAATN QTTOTEAEI TNV ETTAYWYH OVAPECO OTIG WUXOAOYIKEG
TTPOOdOKieg Tou TTPIV aTTd KABe ayopd KAl OTO KATAVOAWTIKO ATTOTEAEONO YETA OTTd
auTd. OTT0TE 0 TTEAATNG VIWOEI IKAVOTTOINUEVOG ATTO HIa ETTIXEIPNON, O WUXOAOVYIKEG
TOU TTPOOBOKIEG €XOUV IKAVOTTOINBEI Kal auTd 0dnyei Kal oTnv diaTripnaot| Tou.

H aia tou T1eAdTn eival €vag oOnPavtikGG TTapdyovtag oTtnv  TTPORAswn
eTavaAauBavopevwy ayopwy. Mia emmixeipnon Ba TpETTel va ouvOuddel Tnv YETpNoN
TNG IKAVOTTOINONG Tou TTEAATN KAl TNV CUPTTEPIPOPA ETTAVOAAUBAVOUEVWV AYOPWY,
woTe va uttohoyioel v €€dpTnon TNG agiog Tou TEAGTN PeE Ta TTPOIOGVTA 1 TIG
UTTNPECIEG.

H aAhayn TnG TINAG gival évag €gicou onuavTiKog TTapdyovTag . Eival, ouolaoTikd,
TO VOMIOUATIKO KOl TO PN VOPIOUATIKG KOOTOG , OTav 0 TTEAATNG aAAGCEl TTpOUNBEeUTH.
H aAhayr) kboTog atroTeAei eutrddio, TTOU QTTOTPETTEI TNV TTEAATEIOKN «AITToTaiON,
Kabwg eTTiong kal évav Tapdyovta TTou cUUBAAAEl oTnV BIATAPNON KAAWY OXECEWV
TeANATN- TTpouNnBeuTh. [ Morgan, Hunt, 1994]. ‘'Etol, étav pia emixeipnon BeATIWVEI
Tov BaBud diampnong Tou TTEAGTN, N aAAayn TIUA ammoTeAei évav TTaBNTIKG Kal
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eAeyxOuEVO TTOPAyoOVTa TTOU OTTOTPETTEI TNV OTTWAEIa TTEAGTN. 210 OXNAua 2.4.3.
TTAPOUCIAZeTal TO BePENILDES HOVTEAD DIATAPNONG TOU TTEAGTN.

ﬂm ———
\ \;ﬁ‘nomhm trust

/C'L;STOYIH value \i

\ - \‘/(us;()mﬁ Ictcnuon\.

Conceptual model of customer retention

2xNua 2.4.3. Oepelindeg povtédo diatripnong Tou TTeAATN. [ TTRyn:Morgan, Hunt,

1994]

2UPQWVa JE €PEUVEG TTOU TTpayuaTOTTOINBNKAV O€¢ evvéa Tedia, av pia
eTIXeipnon au¢noel Tov PaBuod diatienong Twv TEAATWY TNG KAtd 5%, Ta KEPON TNG

Ba au¢nbouv katd 25 — 85%.
[Reichheld, 1990]

2uxvd, n évoeitn OTI KATTOI0G KATAVOAWTHG TTPOKEITAlI va @UyeEl aTrd Thv
eTIXEipnon O¢gv yivetal €ykaipa avtiAnTTr. Evw tToAAoi TTEAGTEG uTTOOTNPICOUV OTI OI
EKTTPOOWTTOI TNG ETTIXEIPNONG TToU APBav o eTa@r Padi Toug, dev Toug PEPBNKaAv
EUYEVIKA ) OTI KATTOI0 cUVaAAayYR €yive ue AavBaopévo TpdTTo.

O1 edikoi avagépouv, TWG n OlatApnon TeAdTn A N €TavdakTnon
OTTOAEOBEVTWY TTEAATWV PTTOPET VA ETTITEUXOE aKoAouBwVTaG Ta TTAPAKATW BrpaTa:
[www.CRMguru.com]

o [poodiopIou6G TWV TTIBAVWY ATTWAEIWV

O TPoOdIoPICUOS TWV TTIBAVWVY ATTWAELIWY, OTTWG AVOPEPBNKEG, YiveTal P
TNV Xpnon d1agopwv HOVTEAWY TTPORAEWNG.

O1 gptTeIpoyvwpoveg uttooTnpifouv 6Tl aKOPN KAl JIa UTTOTUTTWONG
ETTIKOIVWVIO TNG ETTIXEIPNONG ME TOUG OTTOAECOEVTEG TTEAATEG WTTOPED va
ETTIPEPEI TEPAOTIEG KETTIOTPOPESH KAl QUTO YIATI O TTEAATEG €XOUV avdAyKn va
VIWBOoUV Yovadikoi, 6Tl N €TTIXEIPNON EVOIAPEPETAI TTPOOWTTIKA YIa AUTOUG.
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o EmKolvwvia pe Toug eAdTEG.

‘Exel S1ammoTwoEl TTwG N ETTIKOIVWVIA, TNAEQWVIKOG JE e-mail, Je KavoviKo
TaXuOPOMEIO | AKOPN KAl TTPOCWTTIKA, WTTOPEI VO OUYKPATHAOEI TTEAATEG TTOU
BpiokovTtal ota TTPGBUPQ TNG PUYNAG.

o 2ulnTAOEIG UE TOUG TTEAATEG TNG « TIPWTNG YPOUMHNAG»

O1 oulnTACEIG e TOUG avBpPWTTOUG TTOU WIAOUV aTTeudeiag pe Tou TTEAATEG,
gival évag Baoikdg kavovag TTou Tovifouv OAol ol GUPPBOUAOI ETTIXEIPHOEWV.
270 THAMATA €EUTTNPETNONG TTEAATWV €IoE€pYXoVTal OAEG oI BUTAEITOUPYiEG, Ta
AGON, ol TTapaAsiyeIg Kal oI avakoAoUBIeG IO ETTIXEIPNONG TTPOG TOUG TTEAGTEG.
AuToi o1 avBpwTToi €ival oI TTPWTOI TTOU ETTIKOIVWVOUV HE TOUG TTEAATES Kal
MOBaivouv TI TOUG EVOXAEI.

o  KaAj cuptreEpIpopd O0TOUG TTOAUTIMOUG TTEAATEG

H emyeipnon Ba mpémel va oulntd Pe TOug TTEAATEG TNG WOTE Vva
OIATTIOTWOEl TO ETTITTEDO APOCIiWONG TOUG OTNV ETTIXEIPNON . £TCI N €TTIXEIPNON
Ba mpétmel va kabBopiosl TNV POKPOTTPOBeoun agia kABe TTeAGTN ( UWnAn,
METPIO XaNNAR) Kal TNV TIOavOeTNTa va QUYEI AUECT ATTO TNV ETTIXEIPNON.

o “YTmapgn «dikaioouvng»

H «dikaiooUvny» TTaidel TTOAU onuavTiké poAo oTnv 0IkodduNon oTabepuwv
KAl MOKPOXPOVIWY OXECEWV MWETALU TTeAATWV Kal eTmixeipnong. Otav n
ETTIXEIPNON OUPTTEPIPEPETAI DiKAIO OTOUG KATAVOAWTEG TNG, OnuIoupyeiTal
upnAdg BaBuog dlathpnong Twv TTEAATWV TNG, ME TTOAU MIKPO ETTITTAEOV
KOOTOG Kal JeyAAn auénaon Tou TrepIBwpiou KEPOOUG.

o XpNRon TWv «EuTTodiwy £§650U» pe TTPOCOXN

‘Evag 1poT1TO¢ diatr)pnong Tou TTEAATWV €ival va KATAOTACEI, N ETTIXEIPNON,
OUOKOAO oToug TTEAGTEG va @Uyouv. OpBwvovtag £va euTrodIo OTn €000 Tou
TEAATN, TNG divel TNV duvatodTNTA va KEPDIOEI ONPAVTIKO XPOVO Yia va TTpoBei
0€ TEXVIKEG E€TTAVAKTNONG TOU TTEAATN Kal KATAVONONG Twv AOywv TTOU
odriynoav Tov TTeAATN va QUYEL.

o ETmTavdkTnon Twv cwoTWwV TTEAATWYV

Mapda TIg OTT0IEG TTPOOTTAOEIEG, €ival dedopévo OTI KATTOI0I TTEAATEG Ba
Quyouv ato Tnv emmixeipnon. O1 €TMIXEIPAOEIS TTPOCTIABWVTAG VA ETTAVAKTHOEI
QuTOUG TOUG TTEAGTEG Ba TTPETTEL

» Na gvtoTtrioouv TToloug TTeEAdTEG BEAOUV TTIOW
» Na kataAdBouv yiati EQuyav
» Na emAUuoouv 10 TTPORANPa
» Na Toug TTPOCKAAECOUV Va ETTIOTPEYOUV

O1 oxéoeigc TToU Ba TIPETTEl O ETTIXEIPAOCEIS VO TTPOCTIABcoUV Vva
QVAKTAOOUV, €ival EKEIVEG TTOU ATAV IOXUPEG KAl YIO KATTOIOV AOYO DIaKOTTNKAV.
Autoi o1 TTeNdTEG eival 18IaiTEPA TTOAUTIMOI yIO TIG ETTIXEIPNOEIG, OXI POVO
eCQITIOG TWV ayopwv Toug aAAG Kal AGYO TWV KOAWV ava@opwy TToU KAVOUv
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o€ TPITOUG, BEATILWVOVTAG UE AUTO TOV TPOTTO TNV EIKOVA TNG ETTIXEIPNONG TTPOG
Ta €EW.
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Keoalaio 3. Opyavwon Kkai
apYITEKTOVIKN) cuaTHudTwy CRM
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3.1. Métpnon atmroreAeopatikétnrag CRM cuotnudTwy

Ta ouotAuata CRM aAAagouv TTOAAEG ETTIXEIPAOEIG Kal ETTNPEACOUV TTOAAOUG
meAdTeG. OTTWG TTpoava@EpBnKe o€ TTPONYOUNEVO KEQAAQIO, TO TTAEOVEKTAMATA £VOG
CRM cuoTrpaTog ival TToIKiAa. ZUVOTTTIKA, YEPIKA £’ AUTWV Eival:

o AU&non Tng diatpnong Kal aPociwong TwV TTEAATWV

o  YwnAOTepn TreAaTEIOKA KEPOOPOpPIa

o Anuioupyia agiag TeAATN

o AIyoTepeG dladikaaieg, uYPnASTEPN TTOIOTNTA TTPOIGVTWY KAl UTTNPECIWV

[ Julta, Craig, Borodik, 2001]

Eival TTOA0 &UoKkoMo, KkdATTOI0¢ va a&loAoyrioel avTIANTITEG aAAayEG OTOUG
TTOTOUG TTOU UTTAPXOUV OTOV OXeDIAOMO, avdatTTuén ulotroinon kai Asitoupyia evég
ouoTthpatog CRM. Ta tov Adyo autd n emmixeipnon Ba TpETTel va uttoAoyioel un
METPAOIYA  TTAEOVEKTAMATA  OTTWG, a@OCiwon TTEAATN, TTOIOTNTA  UTTNPECIWY,
OTTOTEAECPATIKOTATA TWV UTTNPECIWY, KAIVOTOMIO TNG €QapUoyng, PeAtiwon Twv
UTTNPECIWY QVTAYWVICTIKOTNTA, EUTTIOTOOUVN KAl ATTOS0TIKOTNTA.

2uvnBIoUEVEG OIKOVOMIKEG WEBODOI yIa agloAdynon €TTEVOUCEWY ATTOTEAOUV TIG
MO TTOAUXPNOIMOTTOINUEVESG HEBGBOUG Kal yia TNV agloAdynon Tou marketing.AuTtég ol
péEBodoI, 0TTWG eival ol NPV ( Net Present Value), ROI ( Return On Investment) kai
IRR ( Internal Rate of Return), dev €ival KATAAANAEG yia TNV agIoAOynon eTTevoUoEwy
TTOU avauéveTal va  omrodwoouv  atmmpoodidpioTa, EPUECT 1 OoTPATNYIKA
TTAEOVEKTHOTA. [ Grembergen , Amelinekx, 2002]

AuTO 1O TTPOBANUA, icwg KaTaépouv va To €TTIAUCOUY , HEBOSOI 01 0TTOIEG Ba
MTTOPOUV va UTToAoyioouv TG00 TTPOCBIOPICHEVEG OO0 Kal aTTPOCdIOPIOTES
MeTABANTES. AUTEG oI éBodOI TTEPIAaBAVOUY, OIKOVOUIKES TTANpogopicg, CBA ( Cost
Benefits Analysis), ROM ( Return On Management), avdAuon agiag kai eTTevouTiKé
XOPTOQUAAKIQ. To JeyaAUTEPO TTAEOVEKTAUA TETOIWV PEBGOWV eival 6T BaaifovTal
OTIG METPACEIG TTOU TTPAYUATOTTOIOUVTAI O€ HETPACIKA TTAEOVEKTHATA.

[ Lycett, Giaglis, 2000]

Ki GAeg péBodol, kabwg Trepvoucav Ta  Xpovia, TrpooTdénoav  va
aglohoyqoouv TNV OTTOTEAECMATIKOTNTA TV  €@appoywyv  CRM, 6x1  éuwg
OTTOTEAECUATIKA.

A6 OAeg autég TIg TTpooTTdBeieg n péBodog BSC ( Balanced Scorecard)
atrodeixTnKe 1I01aITEPA aTTOTEAEOMATIKA. H péBodog autr], TrpoTiBeTal va diacuvdEael
MIKPNG SIAPKEIOG ETTIXEIPNMATIKO €Aeyx0 HE HEYAANG BidpKeIag oTPATNYIKEG. Me auTov
TOV TPOTTO N ETMIXEIPNON ETTIKEVIPWVETAI OTOUG KPIOIUOUG  TTAPAYOVTEG  TWV
ONUAVTIKWY TTEPIOXWV OTIG OTToieG €xel oToxeuoel. H uéBodog autr utrepvikd Ta
MEIOVEKTAMATA Twv HEBOdWY agfloAdynong emevOUOEwWY a@OU  eVOPUOViCeEl TIG
OIKOVOMIKEG KOl TIG M OIKOVOUIKEG METPAOEIG, divoviag OTOUG managers Hid
ICOPPOTINMEVN EIKOVA TWV TTOAATTAWY TTPOOTITIKWY. KaTtd Tnv agloAdynon ol un
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OIKOVOMIKEG WETAPBANTEG, OTTWG N TTEAATEIAKN IKavOTToinon, Ta KavaAia dioiknong Kai n
TTEAATEIOKA KATAVONON €ival TO id10 ONPAVTIKA YE TIG OIKOVOUIKEG HETARANTEG,

( aug¢non képdoug, TTwANoEIg, heiwan Tou kbéoToug). H BSC, cival pia pébodog Kard
ouvToviouévn yia TNV agloAdynon tng CRM atrodotikdtnTag.

Ta KupIOTEPA TTAEOVEKTAUATA HIa PEBOGSou BSC cival Ta TTapakaTw:

e H BSC divel TRV duvaTOTNTA OTIG ETTIXEIPAOEIG VA OEIOAOYROOUV TIG BIOIKNTIKEG
TOUg OpaOTNPEIOTNTEG AMEPOANTITA, TTAPEXOVTAG TTPOODIOPICHEVEG KAl WNn
TTPOCBIOPIOUEVES OIKOVOMIKEG HETARBANTEG. [Martinsons et al, 1999]

o H BSC a&loloyei kal evotrolei OAeG TIG KUPIEG TEXVOAOYIEG KO dpacTNPIOTNTES
NG ETMIXEIPNONG. [ Grembergen et al, 2002]

o H BSC cival éva ouoTnua TTpocavatoAIoPéVO oTov 0TOX0. Na Tnv agloAdynon
NG atmmoTeAeopaTikdmTag Twv CRM cuotnudtwy oe éva otaBepd UQOG, N
ETTIXEIPNON UTTOPET VO UEAETHOEI TOUG OTOXOUG Kal Ta avTikeipeva Tou CRM

[Olve et al, 1999].

e H BSC civar éva ouotnua TtpocavaToAiopévo otnv dpdon. Mropei va
TTapakoAouBrioel Kai va BeATiwaoel Ty atTddoaon TG ETTIXEIpNON.
[ Martinsons et al, 1999]

210 oxAMa 3.1.1. mapoucidletal To PovTiéAo agloAdéynong evog cucoTtiuatog CRM.
[ Grembergen et al, 2002]

To povtého autd cival pia diadikaoia aAANAeTTidpaong TTou KaBopilel Tnv
atmoTeAeOPaTIKOTATA VOGS cuoTuatog CRM. Otrwg TTapatnpoUue oTnv TTapaKAaTw
eikéva, 10 TTpwTo BAMA TIG dladikaoiag gival 0 KABOPIOPOG TNG OTTOOTOANG Kal Tou
OTOXOU TOU €ival n eykatdoTtaon uiag otpatnyikng CRM. Otav autd amo@acioTei, TO
eTéuevo BAua eival n eykatdoTtaon piag otpatnyikiic CRM. H 1péBeon autol Tou
Briuatog cival n avakdAuwn Twv aPXIKWV OTPATNYIKWY TTapayoviwy. To eTTOUEVO
Briua, METG TNV avakAAuywn Twv OTPATNYIKWY Trapaydviwy, eival n  e0peon
aAAnAocuoxeTioewv avdueoa oTIG dpacTnPIdTNTEG TOU E€ival N €yKATAOTAON MIOG
otpatnylikig CRM kai Twv o1éxwyv NG emixeipnong. ( o PBacikdTeEPOG oTdX0G TNG
ETTIXEIPNONG €ival N auénon Tou KEPDOUG)
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i Determining objective of CRM

mission & goal

Establishing CRM strategy

I e —

Customer-centric evaluation

principal J —
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Analyzing cause-and-effect relationship retention
Gloyalty) | o acquisition)
evaluation
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) & operational unaerstanding)
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method I B
CV: Customer Value CS: Custemer Satisfaction
Analyzing the effectiveness CI: Customer Interaction CK: Customer Knowledge

evaluation
results

CRM Evaluation Model

2xAua 3.1.1. Movtého aglohdéynong CRM epapuoywv
[ TTnyn: Grembergen et al, 2002]

ATé TNV avdAuon TNG OXEONG QUTAG TTPOKUTITEI OTI Ol ETTIXEIPAOEIG UTTOPOUV
va PABouv T TTPETTEI VO KAVOUV WOTE VO TTETUXOUV KOAUTEPA ATTOTEAECUATA KOBWG
ETTIONG KOl TTOIEG TTPOOTITIKEG €ival TTIO ONUAVTIKEG WOTE va ETMITEUXOOUV aQuTA TO
atmmoteAéopaTa. To ammoTéAECHa AUTAG TNG AvAAUCNG GEIOAOYEITAI yIa TNV aVayvVWPIoH
NG atmmodoTIKOTNTAG TNG £papuoyis CRM. Auth n armotiunon divel emmTpdoOeTn
yvwon vyia tnv oTtpatnyikp CRM kai BonBd Ttoug marketers va kaBopicouv Tnv
OTPOATNYIKI TOU.

2710 oxnua 3.2.1. TapartnEouue TRV ox€on 6pAcnG- aTTOTEAECUATOG KABWG Kal
TIG OXETIKEG TTPOOTITIKEG OTNV dladikacia aglohdynong tou CRM cuoTtripartog. Apxika
N ETIXEIPNON OUYKEVTPWVEI €va PEYAAO OpIBUO  TTEAATEIOKWY OEOOUEVWV KAl TO
TUNPaTOTTOIE dNUIOUPYWVTAG TTEAATEIOKA TTPOIA. ‘ETTeITa, pe TNV BonBeia epyaleiwy
data mining KaTa@£pvel va avakaAUWel KPUUPEVD TTEAQTEIOKA XapaKTNPIOTIKA. KaBwg
TA OUCTAPATG €xouv TEPAOTIEG duvATOTNTEG YIa TV OUAAOYN Kal aT1roBriKeuon
0edouévwy, Ol ETTIXEIPACEIG WTTOPOUV va Onuioupyfioouv véa TTpoidvia Kal va
TTPOCaPUOCoOUV Ta (BN UTTAPXOVTA E KAIVOTONIKOUG TPOTTOUG.

AelTepov, n emmixeipnon evoTtrolgi OAEG TIG OXETIKEG TTANPOPOPIEG KABE TTEAATN
woTe va dnuioupyAcel attoTeAeopaTikd oxediaoud marketing kai TTapoxr UTTNPECIWV.
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H avayvwpion ¢ meAateiokng yvwong Bornba oTov evIOTIONO TwV TTEAATEIAKWY
avaykwv , otav n emyxeipnon aAAnAemdpd pe Toug TeAATeG. Kai étav OAeg ol
TTPOOBOKIEG TWV TTEAATWV IKAVOTTOINBOUV, aPOCIWEVOI TTEAATEG dnuioupyouvTal. H
agia Tou TTEAATN, UTTOPEI va TTPOCTEDE yIa TNV TTPOCAPHOYH TWV TTPOIOVTWV Kal TWV
UTTNPECIWV Kal yia TOV €QOdIOONS TNG ETTIXEIPNOEIS PE ETTITTAéOV TTAnpogopies. H
KaTavonon Kal n ocUA\oyr TwvV TTEAQTEIOKWY aVAyKWwV gival IBIAITEPA ONUAVTIKA YIO
TNV BIAXEIPION AUTWY TWV dPACTNPIOTATWY

EYALUATING THE EFFECTIVENESS OF CRN

Perspectives Cause-and-effect relationships

[ Capture customer information
Customer 2 ! ﬂ Create customer profile
knowledge Y| Segment customers

/"‘rlm rease (mwﬂw ﬁ&‘\

km«tedoe

Customer /. Implement 1 Ydl‘gl-h-t! products Integrated Divest
interaction ——:1] VARDWRC CHSUMIRAL pira channed unprofitable
care relationship | Marketing programs |
{ | management customer
programs Sales umoa;an |

P W

Increase value added for the customer
Increased marketing, sales, customer care effectiveness, & efficency

/

Customer /.. /ﬁ‘""“e lmw”
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value I \\ ,va nrqumt

| ]i\Urﬂ (N‘ﬂ@.
Customer /.. customer customer
ﬂtnhcﬂon(..._l] rcvcnuu. Cosh

!mrmm
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Cause-and-Effect Relationships and Related Perspectives in CRM Process

2xnua 3.1.2. Zxéon 6pdong- amoTteAéopaTtog oTnv diadikacia agidAoyng Tou CRM
[ Mnyn: .Grembergen et al, 2002]

TpiTwWV ,IKAVOTTOINTIKEG OXECEIG ME TOU TTEAATEG WTTOPOUV va atTodeixBouv
xpnoigol  pPonBoi ,yia TOUG UTTAAAAAOUG, VYIO TNV OTTOTEAEOHATIKOTEPN KOl
TTPOC0doPOPA EEUTTNPETNON TTEAQTWV.

TéNog, n emixeipnon augdvel Ta €l00dAPATA TNG Kal Ta KEPON TNG. TUTTIKG n
agia NG emixeipnong utmopei va TrpocdlopioTel atd TNV PeATiwon TNG €IKOVAG TNG
Qiphag, YE TNV TTPOOCONAKN SNPOCIWV AvaPOPWY KA TNV TTPOAYwWYr TwvV TTWANCEWV
G.
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evik& utTopoUpE va TTouue TTwg N PéBodog BSC, €xel TECOEPIG TTPOOTITIKEG:
OIKOVOMIKA, TTEAATEIOKE, HABNON KAl E0WTEPIKA ETTIXEIPNON.

2Tnv  PeAétn Tou Jonghyeok et al 1o 2003, QuTéC O TTPOOTITIKEG
TTPOCAPUOOTNKAY WOTE VO AVTOVAKAOUV TOV TTEAATOKEVTPIKN XOPAKTAPA OTnV
aglohdéynon Tou ouoTtipatog CRM. 'Etol  Aoitrdv, o1 TTPOCOPUOCMEVEG TTPOOTITIKEG
eival o1 €gng: eAareiakr yvwon ( KC), reAateiokry ohokAnpwon ( Cl), agia meAdtn
(CV), kai IkavoTtroinon Tou reAaTn ( CS).

Mo avaAuTiKd,

o [leAaTeiaky yvwon. H TEAATEIOKA YVWON €EKTPOCWTIEI TNV HOP®A TNG
OEANVOKEVTPIKAG TUNUATOTIOINONG KAl TNG OI0iKNoNG TWwV  TTEAATEIOKWY
oedopévwy. Eomidlel otnv TEXVOAOYIKN €KWABNON, otnv Karavénon Twv
QVAYKWV TOU TTEAATN KAl OTO TTPOPIA TwV TTEAATWV.

[Mulhern, 1999]

o [leAaTeiaky oAokAfpwon. H TreAaTeiaky OAOKANPWON QVTITTIPOOWTTEUEl TNV
ETTIXEIPNOIOKA UTTEPOXN Kal Ta KavdAia 8I10iknoNng Twv TTEAATEIAKWV
UTTNPECIWV Kal Twv dladikaoiwv Tou management. H &ioiknon kair n
dlatipnon €mdpolv oTNV agia Tou TTEAATN, OTNV ETTIXEIPNOIOKA UTTEPOXH KAl
TNV UTTOOTHPIEN TTIO ATTOTEAEOUATIKWY OUCTNUATWV.

[Stone et al, 1996]

o H agia tou mTeAdTN. H &&la Tou TTEAATN QVTITTPOCWTTEUEI TA TTAEOVEKTHHATA
TTOU KEPBICOUV aTTd TOUG TTEAATEG Ol ETTIXEIPAOEIG, OTTWG HI TAUTOXPOoVN agia
TEAATN KAl TTeAaTEIakn agooiwon. H aia tou meAdTtn, avadnrtei ouveXwg
TPOTTOUG va xTioel TreAatelok OE0UEUCN KAl a@ooiwon. AvTioToIXa, Ol
TTEAATEG avayvwpifovTal aTTo TNV agia Toug Kal avTIETWTTICOVTal avaAoya.

[ Mulhen, 1999]

e H kavotroinon tou meAdTn. H IKavoTtroinon Tou TTEAGTN AVTITTPOCWTTEUEI TO
ETTITTEQO IKAVOTTOINONG TTOU €MITEUXONKE aTTd TA TTPOIOVTA N TIG UTINPECIEG.
ATtroTeAei TO aioBnua 6T Ta TTPOIGVTA 1) Ol UTTNPECIEG QVTATIOKPIVOVTAI OTIG
TTeEAATEIOKEG TTPOOOOKIEG Kal KaBopifouv av 0 ayopaoThg Ba JETaTpaTTEi o€
QQOCIWPEVO TTEAATN A OXI. [ Jonghyeok et al, 2003]

3.2. H oapyxirektovikp CRM ka1 BApara kataokeung CRM
£QAPHUOYWV.

To CRM atroteAei éva atmd 1a TTAEOV EVTUTTWOIAKA TTANPOPOPIAKE CUCTAUOTA
ammd Tnv dekacetia Tou '90. AtroteAoUv PEPOG eEouaiodoTnuévwy IT cuoTnudTwy yia
TNV UTTOOTAPIEN TNG ETTIXEIPNOIAKAG OTPATNYIKAG WOTE VA KTIOEI HEYAANG BIGPKEIAG Kal
ETTIKEPONG OXEOEIC PE OUYKEKPIMEVOUG TTEAATEG. To PBacikd avrikeipevo evog CRM
OUCTAMATOG gival TTapoxr KATAAANAWY TTANPOQOPIWYV YIa TOUG TTEAATEG KABWGS Kal N
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€TTiI®00N €CATOMUIKEUPEVWY TTPOIOVTWY Kal UTTNPECIWV. Ta TEooEPA AOYIONIKA TTAKETO
evég CRM ouotiuatog eival: call centers, auTOPOTOTTIOINCN TwV TTWANCEWY,
auTopaToTToINON AUCEWV marketing Kal UTTNPECIEG TTEAATWYV Kal EEUTTNPETNONG.

H apxitektovikr evog cuoTripatog CRM @aiveTal oto oxfua 3.2.1.

Customer
A
CRM y
systems Call Center
SFS MAS CsS

Field sales Analysis/profiling Customer service response support

Online sale’s organization |Deviation analysis Customer service theme search

Online communication  [Trend analysis Customer service tracking

Sale’s process evaluation | Marketing solution Browsing information

Sale’s report generation | Product matching

Sale’s knowledge Price matching

Campaign management | Etc.

Etc.

~ 3 PZad
Y i
Customer warchouse

A

Y

ZxAua 3.2.1. Apxitektovikp CRM [ 1nyny: Qian,2007]

H avdAuon TnG ayopaoTIKAG CUMPTIEPIPOPAS TWV TTEAATWY ATTOTEAEI HIa
onuavTik Bdacon yia Tov OXeSIOOWO Twv AeIToupylwv evog cuothuato¢ CRM.H
QYOPACTIKI) CUMTTEPIPOPA TwV TTEAATWY €ival N MIa dyn TOU TTEAQTEIAKOU TTPOYIA, TO
TPWTO BAMa yia Tnv avdAuon TG TeAATEIOKAG aTTodOTIKOTNTAG KAl n Bdon yia tnv
Tapoxn utnpeeoiwv. H ayopaoTikr moavoetnTa, €ival pia amd TIG N0 ONPAVTIKEG
METABANTEG OTNV TTEQIYPAPH TNG AYOPACTIKAG CUMUTIEPIPOPAS TWV TTEAATWV Kal £vag
a1rd TOUG TTIO ONUAVTIKOUG TTOPAYOVTEG OTOV UTTOAOYIOUO TNG HOKPOXPOVIAG agiag
Toug. [ Qi, Li, Shu, 2004]. Av uTmipxe KATTOIOG TTIO OTTOBOTIKOG TPOTTOG Vvd
UTTOAOYIOOUV OI ETTIXEIPACEIS TNV AyopaOoTIK TTIBaveTNTa Ba BEATIWVE TNV AVAAUTIKN
Aeiroupyia Twv cuoTnudtwy CRM.

MNa TNV evotroinon Twv dpacTnpIoTATwY Tou marketing, Twv TTWARCEWV  Kal
Twv utnpeoiwv, T0 CRMataitei 10Xupry  €votroinon  Twv  ETTIXEIPNOIOKWYV
OpACTNPIOTATWY TTOU TTEPIAAUBAVOUV TOUG TTEAATEG. H QPXITEKTOVIKY) IO EQAPUOYNAS
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CRM evOwlOTWVEI TIG ETTIXEIPNOIOKES DIABIKOOIEG TTOU avayvwWPICovVTal WG OXETIKES
pe To CRM. M1ropouUue va Eexwpiooupe Tpelg katnyopieg CRM diadIkaoiwy:
[ Qian, 2007]

o CRM di1adikacisg rapddoong.

AtroteAoUv dladIKaoieG PE AUEDN ETTIKOIVWVIO PE TOV TTEAATN TTOU €XOUV
oxedlooTei WOoTe va KoAUWouv To MEPOG TNG TreAaTelakng diadikaciog
(management TwANcewv, management UTINPECIWY, mManagement
TTAPATTOVWV)

o CRM di1adikaocieg uTTOOTAPIENG

AtroteAoUv dIOBIKOOIEG PE AUEDN ETTIKOIVWVIO PJE TOV TTEAATN TToU Ogv gival
oXeOlOOUEVEG VO KAAUTTITOUV WEPOG TNG TTeAATEIOKAS dladikaoiag, aAAd va
EKTTANPWVOUV CUUTTANPWHATIKEG AciToupyieg péoa o€ Eva CRM trepiBdAlov

( €peuva ayopdg, dioiknon agoaiwong).

e CRM diadikaoieg avaAuong.

ATtroteAoUV dladIkaoieg TToU evioxUOUV Kal avaAUouv Thv TTEAATEIOKA yvwon,
TToU €Xel OUAAeXBei pe amd dAAeg CRM diadikacieg. Ta ammoteAéopata g
avaAuong tepvouv oTig dladikaoieg Tapddoong kai utrooThpigng Tou CRM
KaBwWG €TTiONG KAl OTIG UTTNPECIEG KAIVOTOMIAG Kal OTIG DIadIKACIES TTapAywyng
UTTNPECIWY, WOTE va BeATIWBEI N atmroTeAeopaTikdOTNTA TOUug ( TTEAATEIOKN
TUNPaTtoTtToinon).

H apxitektovikr) evog ouotipatog CRM ptropei va BacieTal Kal o€ epyaAsia
data mining. Av 10 data warehouse, 70 OLAP kal GAAa epyaAcia avaAuong
XpnoigotroinBouv  atreuBeiag otnv Baon oedopévwv TNG ETIXEIPNONG, via
Tapddelyua sale data base, marketing data base dev civar atrAd xdoiuo xpévou
OAAG Kal un €€idavikeupévo. EmmTpoobeTa, gival ouvetd Ta dedopéva atrd Tnv Bdon
0edopévwy TnG eTmixeipnong va odnyouvtal oto data warehouse agou TTpwTta auTd
éxel kaBaploTei, €CaxOei, peTapopewBei kal @opTwdei. Me Tov TPOTTO AUTO, TA
oedopéva Ba TTpooPépouv TV KOAUTEPN duVATH yvVwWaon Yia TIS EQapuoyEg Tou data
mining. H avdAuon &edopévwv Ba yivel 181aiTepa atrodOTIKA €§aiTiag TNG XPNRong
epyaAeiwv data mining. H apyxitektovikf Tou CRM Baociouévn oto data warehouse
TTapoucoIddeTal oTo oxrua 3.2.3.
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The Architecture of CRM

2xNpa3.2.3. Apxitektovik) CRM Baoiopévn oto data warehouse
[TTnyn: Fengetail, 2008]

H cicodog Twv cuotnudtwv CRM Atav 1600 duvapikl OTTOU TO GUVOAIKS
oxAua Twv IT ocuotnudtwyv AaMage amdé ta ERP ocuotAuata ( back — office
automation) ot front — office CRM oxedlaopoug kal 0dynoe oTnv ypriyopn avartuén
Twv TmpounBeutwy front- office AUoswv Ommwg n Siebel. H kataokeun Twv
ayopaoTIKwy dedopévwy Kal Tou data warehouse kdtw ammd autd 10 cUoThPa Ba
TPETTEl va  gival €101 WOTE va KaBuotepolv TNV UAOTIOINCON QUTWY  TWV
QUTOTTOINUEVWY CUOTNPATWY — €GAANOU n eTTiXeipnon TTPETTEl va €XEl pIa TTNYA
ETTIXEIPNOIOKWY BESQOPEVWYV, TTPIV UTTOPECEI VA TA XPNOIYOTIOINCEI WG TTNYI 1I0TOPIKWY
oedopévwy yia To data warehouse.

Ymdpxel pia Quoiki didragn yia tnv kataokeurp CRM cuotnudtwy. Ta Tpia
auTa OTAdIA Eival T EENG:
[Sweiger. 2000]

2radio 1: AuTtopaTotroinon 0Awv Twv AEITOUPYIWY TTOU £XOUV OXEON MHE
TOUG TTENATEG
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21G0d10 2: Anpioupyia I0TOPIKWY AYOPACTIKWY OeDOPEVWY  yIa  KABE
AeIToupyia KaBw¢ €Tmiong Kal XpAon Twyv TTANPOPOPIWYV QUTWV YId TN
ouveXOUEVN BEATIWON TWV TTEAATEIOKWY EUTTEIPILV KOBWG XPNOIYOTTOIOUV TIG
AEIToupyieg auTég.

21adio 3: YAotroinon MIag evotroiNuévng oxéong  avAUECO  OTOUG
TENATEG KAl  TO ware house TTou va Olapkei kaB' OAn tTnv dIGPKEId TWV
AEITOUPYIWV TNG ETTIXEIPNONG TTOU €XOUV AUECT OXEON ME TOUg TTeENdTEG. M €
auTtév TOV TPOTTO N ETTIXEIPNON OTTOKTA Wi TTARPN €IKOVA YIa TNV TTEAQTEIOKN
oxéon ammo TNV TEWTN OTIYMA.

3.3. Customer Relationship Management — CRM ka1 Customer
Knowledge Management - CKM. Aia@opég Kol OHOIOTNTEG.

2TIG TTPONYOUMEVEG EVOTNTEG EYIVE HIA AVOAUTIKH ava@opd yia TO TI aKPIBWS
gival éva ovotnua CRM kal TTwg BonBd& TIg TMIXEIPAOEIS va ETIRILLOOUV KAl va
OTTOKTAOOUV TTAEOVEKTNHA £VAVTI TWV AVTAYWVIOTWY TOUG.

2tTnv evotnta autp Ba avagepBouue oto CKM ( Customer Knowledge
Management) 10 o110i0 €ival OTEVA oUVOEDEPEVO WE TIG EQappoyéG CRM.

Omwg Tpoavagépbnke, 10 CRM avagépetal otnv  dlaxeipion NG
TTEAATEIOKAG YVWONG WOTE N ETTIXEIPNON VA KATAPEPEI VO KATAAABEI TOUG TTEAATEG TNG
KAl va TOoug €EUTTNPETACEI KaAUTEPA. Eival pia epappoyn TTou ToTToBeTel 0TO KEVTPO
NG emmixeipnong tov MeAdtn. H eEutnpéTnon TTeAaTwy cival €va onuavTiké ouoTaTIKG
yia 1o CRM, wotéoco 10 PBacikd evdiapépov Twv CRM epappoywv egival va
OuvTOVioOUV TIG TTEAATEIOKEG OXETEIG HEOT aTTO OAEG TIG AEITOUPYIEG TNG ETTIXEIPNONG
Kal Ta onueia aAAnAeTTidpaong. [ Brown, 2000]

To CKM, cival n dlaxeipion TG TAIPIKAG YVWONG Kal TwV TTANPOPOPIWV WOTE
n €mxeipnon va utropéoel va €QodIAoel HE QUTEG TIG TTANPoYopieg 600 TO duvaTWY
TEPIOTOTEPA PEAN TNG, KABWG £TTIONG KAl VO £QOBIATEI TIG ETTIXEIPNOIAKES DIASIKATIEG,
WOoTE va evBappuvel KOAUTEPES Kal TTIO OPOQWVES atTopdaocwy. [ Probst et al, 2000].
Me Tnv evowpdtwon Twv CRM operational dedouévwyv Kal PE TNV yvwaon Trou
TTPOEPXETAI OTTO OAO TOV OpPYavIOUO, N ETTIXEIPNON WTTOPEI va XPNOIYOTIOINCEl TIG
TPaKTIKEG TOUu analytical CRM kai pe autég va Tapel ,ammOAUTa TTEAATOKEVTPIKEG,
ammo@dacels. To TTAaiolo gpyaciag Tou CKM Trapoucidletal oto oxAua 3.3.1. kai
OUPQWVEI JE TIG TTapaKATw TEoOoEPIS DIOBIKOTIEG:

o Avayvwpion Kai dnuioupyia NG yvwong

o KwdikoTroinon kal atroBAKeuan TG yvwong
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e Alavoun TnG yvwong

o ExpetdAAeuon kai avadpacon NG yvwong

Knowledge Knowledge
Identification & Codification &
Creation Storage

'.w I" | Knowledge £ I
1 Management — 1
M Infrastructure

Knowled
Knowledge T e U“&.ﬂu’;
Distribution Knowledge Feedback
Repositories

Knowledge management framework

2xnua 3.3.1. MNMAaioio epyaciag Tou CKM [ TTnyn: Bose et al, 2003]

Mo avaAuTiKd,

H Avayvwpion kai n odnuioupyia TnG yvwong TepIAaUBAvel Tnv
avayvwpion Kal Tnv dnuioupyia Kaivouplag yvwong TTou €ival aTmapaitnTa yio Tnv
etriteuén etuxnuévwy CRM diadikaoiwy, KaBwg €TTioNg Kal yia TV amokTtnon f tnv
onuIoupyia yvwaong TTou TTPOKUTITEI aTTd TNV TTapakoAoUuBnon Twv d1adIKaclwy Tou
TTEAATN KAl GAAWV «TTAIKTWV» OTNV ETTIXEIPNOTN.

H Kwdikomoinon Kal omofAKeuon yvwong avagépetal  OTovV
METOOXNMOTIONS TNG YVWONG 0€ GOpUa TTOU va UTTopEi va diaBacTei atrd TNV INXavég
Kal va amoBnkeuTei o€ auTtég yia peANovTIKR XpAon. O1 TexvoAoyieg TTou ITTopoUV va

XPNOoIJoTToINBoUV yia Tov OKOTTO auTo gival ol:
[ David, 1999]

o XML,
e Universal Description,

e Discovery and Integration ( UDDI)
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H diavoun Tng yvwong atoteAei pia dladikagcia Tmou cuvdéel Tnv dlaoTropd
TNG yvwong Héoa Og KABE onueio Tou opyaviopou Kal TNV dlaxeipion aIimnudTwy TTou
a@OPOUV COUYKEKPIUEVO oToIxeia TG yvwong. H diaomopd Tng yvwong utmopei va
ammaoxoAnoel ‘Push’ 4 * Pull’ texvoAoyieg TTpdyua 1O oTroio eEaptdtal amd Tnv
KOUATOUPO TOU OpyavIOHOU Kal TNV UTTOOO TOu.

H ekperdAAeuon Kal n avdadpaon Tng yvwong , OTToTeAEl avatTuén Tng
yvwaong kai dnuioupyia avadpaong. Auti n diadikacia Bondd& TG €MIXEIPACEIS va
avayvwpioouv Kal va avoKTACOOUV aTrapaitnTeg TTAnpogopieg mmou Bonbouv oTtnv
etriAuon TTpoBANUaTWV.

O Liyun et al ( 2008), avagépel TTwg T0 CKM dev cival ammAd évag okotrog
OoAAG Kal pia ovrétnTa Twv CRM egapuoywy.

AtroteAei Tov Baoikd Trapayovrta emmituyiag pia CRM gpappoyng, agou povo
Qv N ETIXEIPNON KATOPEPEI VA EVOWHATWOEI TNV dIOXEIPION TNG TTEAATEIOKAG YVWONG
péoa og éva ouotnua CRM, Ba pytropéoel va TTpocapuooEl TIG TTWAACEIG TNG Kal TIG
uTTnpPEoieg Tou marketing, woTe va TETUXEI TNV €MIBIWEN TNG yia TTANPN dlaxeipion
TWV TTEAATEIOKWY OXECEWV.

MNa Ttnv uhotroinon pia dladikaciag CRM Baociopévng oTtnv yvworn, ol
ETTIXEIPNOEIG Ba TTPETTEI VO UTTOOTNPIEOUV BIAQPOPES KATNYOPIEG BUVATOTATWY TNG
dlaxeipiong teAateiaknig yvwong ( CKM) pyéow tnG avattugng Kai TIG 0AOKARpwoNng
OIaBETINWY TEXVOAOYIWV.

[ Gold et al, 2001]

To mAdiolo gpyaciag autwyv Twv OUVOTOTATWY TTAPOUCIAZETAlI OTO OXNHa
3.3.2. ka1 oxedidoTtnke yupw atrd portals NG emixeipnolakig yvwong. H xprion pia
OPXITEKTOVIKAG e  portals emTpérrel TNV Koivr diacuvdeon Tng yvwong atrd
OIAPOPETIKES TTNYEG, OTTWG £yypaga, aiToelg Kal data warehouse.
[ Caldwell et al, 2000]
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Presentation
knowledge portal, FAQs
Personalization
Collaborative filtering, Rule-based personalization, Intelligent agents
Collaboration Knowledge
Work flow, Groupware Learning
Loop
Process
Decision support, Supply chain, Rule-driven triggers, Work Flow
Publishing & Distribution
Authoring, Push technology Notification
Integrated Search
Search agents Data mining, Filtering
Categorization
Ontology, Common semantic definitions, Visualization
Integration
Indexing, Knowledge repository, Abstraction, Leaming, Document management | <
Documents Data Applications Best Discussions
Warsh Marts Practices
« COrders & Contracts Customer, Survey Responses
« Biling & Payments * Sales Foros Supplier & e Campeign Call Contsr
o Sales & Revenua Autormation Partner Profiles Management Contacts
reports ¢ Marketing Customer Value | ¢  Adverising Campaign
*  Markets & «  Contact Center Analysis Targeting

2xnua 3.3.2. Knowledge management capabilities for CRM [trnyr} Caldwell et al,

péPN:

2000]

21nv 1Mo uynAr BaBuida 1o TTACioIo gpyaciag uTTopei va avaAubei o€ dUo

Mpwrtov: ‘Exel oxedlaoTei yia va PTmopei va au¢Aoel TRV attodoTIKOTNTA ThG
YVWOEIG KaBWG TTioNG KAl yIA va YTTOPEI va dnPIoUpYNoEl véa yvwaon PEoa
aTtro TIG OUVEXOUEVEG HaBNCIaKES DIadIKATiEG.

Ag0Tepov: Ta opBoywvia, Pe ETIKETEG, KOUTIA dgixvouv TIG duvaTOTNTEG TOU
Knowledge Management kaBwg €Tmiong Kal UEPIKEG OIABETINEG TEXVIKEG N
TEXVOAOYIEG TTOU PUTTOPOUV VA TIG OPICOUV.
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Mia oUvToun TTEPIYPA® TwV SUVATOTATWY AUTWY TTAPOUCIAZETAI TTOPAKATW:

Presentation: H tapouciaon mepiAapBdvel TNV €i0odo Kal TV €KBEoN Twv
OTTOTEAEOPATWY a1Td TNV OAANAETTIOpPOON Twv TTEAATWY MPE TNV ETTIXEIPNOT.
‘Exel Tét010 OXEdIOONO TTOU €MITPETTEl KABE TTEAATNG TNG ETTIXEIPNONG va
yvwpiel TTou utropei va avalnTAocel QuTEG TIG ETTIXEIPNOIAKES YVWOEIG. Aivel
TNV duvaTtdTNTO  OTIG  ETTIXEIPAOEIC VO TTPOCAPHOCOOUV  TOUG  TUTTOUG
TTANPOPOPIWV TTOU EiVal OXETIKEG PE TOV TTEAGTN.

Personalization: H egaropikeuon eivar Asiroupyia 1TTOU BonBd oTnv
TTPOCWTTOTIOINGN TWV TTEOIGVTWY KAl TWV UTTNPECIWV TNG ETTIXEIPNONG WOTE
VO TTOPEXEI TTPOOEYMEVEG TTANPOYOPIEG OTOUG TTEAATEG, PBacifoueveg oTa
Oldpopa TreAATEIOKA KPITAPIO Kol TTpoTiunocelg. H Baoikdétepn duvatdtnta
QUTAG TNG AciToupyiag TrepIAauBavel T dnpioupyia eEATOMIKEUPEVWY TTPOGIA
TEANATWV  TTAPEXOVTOG TRV OuVaTOTNTA, OTIC ETTIXEIPAOEIG, YIO KAAUTEPN
KOATNYOPIOTTOINON TWV TTEAATEIOKWY AVOAYKWV.

Collaboration: H Asitoupyia Tng cuvepyaoiag €xel oxXedlaoTel £T01I WOTE VO
TTOPAKIVEI TNV ouvepyaoia PECW TNG AAANAETTIOPAONG TNG OTTOBNKEUNEVNG
YVWOEIG KAl TWV £QapPoywy, OTTwg yia TTapddeiyua 1o Workflow.

Process: H Asitoupyia autr) emTPETTEI OTOUG TTEAATEG VO CUMUETEXOUV
OTIG ETTIXEIPNOIOKES OPACTNPIOTNTEG, TTAICOVTAG IBIAITEPA GNUAVTIKO POAO.

Publishing and Distribution: O1 Aeimoupyieg QUTEG  TTAPEXOUV TNV
ouvaToéTnTa OTOUG TTEAATEG va AdBouv Kal va dIavEPOUV €idn YVWOEWS WOTE
VO MTTOPOUV VO TTapakoAouBoUv Kal va TTpowbouv TIG ETTIXEIPNOIAKES
OpaoTNPIOTNTEG.

Integration search: H Acitoupyia auTr| gival oxediaopévn WOTE va UTTOPEI N
gmXeipnon va TomroBeTel OEiKTEG OTIC TTANPOPOPIEG, WOTE VA MEIWOCEI TNV
uTTEPPOPTWON TWV BEBOPEVWV KAI TNV TTEPITTA avadrTnon TTANPOYOPIWV TTOU
Q@OPOUV TOUG TTEAGTEG.

Categorization: H Aegitoupyia TnG KaTnyoplotroinong €mMTPETTEl TNV
ETTIXEIPNON va BIaXEIPIOTEN KAAUTEPA TIG DIAPOPESG KATNYOPIES YVWOEWG.

Integration: H Aeiroupyia auTr TTapEXEl EYYUNOEIG YIO TNV CUPQWVIa
METOEU TWV TTAPATTAVW AEITOUPYIWY KAl TWV TTNYWY YVWOEWG.
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O1 BaoikoTepeg diagopés petacl CRM kai CKM trapoucidlovTtal To OXHHa

3.3.3.
The difference between CRM and CKM
CRM CKM

Communication | Unilateralism, structure data | Bidirectional, non-structure

manner and information

Knowledge Customer database customer database, customer experience,

sought creativity

Sort of customer | Knowledge about customers | Knowledge reside 1n customers

knowledge

Rational Mining knowledge about the | Gainmng knowledge directly from the customer,
customer 1 company s | as well as sharing and expanding this knowledge
database

Recipient  of | customer Customer and employee

mcentives

benefits Customer retention Collaboration with customers for jomnt value

creation

valuation critenia | Customer satisfaction and | Abality of creation and customer satisfaction
customer loyalty

Role of customer | Captive, tied to | Active, partner in value-creation process
produce/service, by loyalty
schemes

Corporate role | Building lasting | Emancipate customers from passive recipients

relationships with customers | of products to active co-creator of value

2xApa 3.3.3. Alagopég petagu CRM kair CKM [ rnyn: Liyun et al, 2008]

3.4. Nepvwvtag amrd to CRM oto e- CRM. Ti gival To TToOAUKavaAIKS
CRM;

Mpiv amrd Tnv éAeuon Tou Internet, To CRM atmoteAoloe pia €EEIBIKEUEVN
OpaoTNPIOTNTA HPOVO  YIa HEYAAEG €TTIXEIPAOEIG, AOYW TOU KOOTOUG KAl TNG
TTOAUTTAOKOTNTAG TNG. ZAKEPA OPWG, o1 duvaTtdTnTEG Tou CRM TTapéxovTal 0 OAEG TIG
ETAIPEIEC KAl Ta O@EAN Tou cival TTAéov TTpooITd oO¢ KABe eTQIpEia  TTOU
OpacTnploTrolgiTal 0To BIadIKTUO, AvEEAPTATWG HEYEBOUG.

To dladikTuo BonBnoe kal Ta dUO PEPN, TIG ETAIPEIEG KAl TOUG TTEAATEG TOUG,
wote To CRM va ptropei va yivel Mo eUKOAa TTpayuaTikoTnTa. To di1adikTuo divel Tn
duvaToeTNTA OTIG ETAIPEIEG, APEVOS VA GUAAEEOUV TTANPOPOPIES aTTO TOUG TTEAATEG TOUG
MEow Tou SIKTUAKOU TOUG TOTTOU A péow e-mail epwTnuaToAoyiwv Kal, apeTEPOU VO
TTPOCPEPOUV OTOUG TTEAATEG TOUG £va aKOUN KavaAl eEutTnpéTnoNng.
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[ www.go-online.gr]

To e-CRM c¢ival 10 nAekTpovIKO PEPOG TNG OUVOAIKNG dpacTnpidoTntag CRM
Miag etaipeiag kai epIAauBével TN diadikTuakn €kdoon KAAoIKWV epappoywv CRM
OTTWG:
[MiTag, 2008]

o >UANoOyYA TANpogopIiwy, OTTWG Yia Tapddelyua 10TOPIKG  ayopwy  Kal
TTPOTIUNOEWY, BNUOYPAPIKA OTOIXEID K.ATT. Kal aglotroinor] Toug yia Tnv
TTAPOXI 000 TO dUVATOV KAAUTEPWY UTTNPECIWV TTPOG TOUG TTEAATEG.

o Alatripnon meAaTwy HEow KAAUTEPNG EUTTNEETNONG:

Eivai n mo yvwoTth mAsupd Tou CRM kai ekivd atrd tn didxuon Tng TTAnpogopiag
yla Tov KABe TTEAATN WOTE OTTOIOOOATTOTE UTTAAANAOG TNG ETAIPEIAG VA PTTOPEI va
Tov eguttnpetel. Mpoxwpd oTn  dnuioupyia oevapiwv  eTmKOIVwviag  (TT.X.
QTTavVTAOEIG TTOU TTPETTE va divovTal oTov TTEAATN yia K&Be Tmlavr epwtnon A
TaPAmove TOU) Kal KAEIVEI PE TNV avayvWEIoN EUKAIPILV Yia alénon Twv
TTWARCEWYV ATTO TIG TTANPOYOPIES TTOU TTAIPVEI N ETTIXEIPNON ATTO TOV TTEAATN.

o  MeTaTPOTI) TWV ETTIOKETTTWY OE AYOPACTEG:

‘Eva e-shop é€xel T duvatdTnTa va Kataypdyel 7o XPOVO Kal TIG ETTIOKEYEIG TTOU
KAvel €vag TTEAATNG OTO «TUAMO» . Av 0 idlog TTeEAATNG €xel ayopdael GAAQ
«KOPUATIO» TO e-shop pTTopEi va Tou OTEIAEl Eva NAEKTPOVIKO TTAVTA EKTTTWTIKO
KOUTTOVI.

o A&IOAGYNON TNG HAKPOTTPOBEOUNG agiag Tou TTEAATN yia TNV ETTIXEIPNON
(customer analysis).

To e-shop €xel T duvaTtdTNTa Va UTToAOYioEl TNV POKPOTTPOBEoUN agia Twv
ETTIOKETITWV — TTEAQTWV TOU PEOW TNG KATAYPOQPNG TWV ETTIOKEPEWY, TWV
QyopPWY, TWV AVTOTTOKPICEWY OE TTPOCPOPES ATTO TO KATAOTNUA | HEow mail,
TNV eyypaern ot newsletter, kal yevikd Twv ema@wyv Tou pe 10 Site. Méow
auTAG TNG dladikaoiag To e-shop PTTOPEN va aTToPaCioEl:

» TO00 Xpovo Kal TTOoOoUG TTOpouG (TT.X. €EaTOMiKEUoNn) TIPETTEI va
AQIEPWOEI OTOV TTEAATN TTOCO TTPOBUUOG €ival 0 KAOE TTEAATNG YIa VEEG
QyopéG, WOTE VO TOU KOTEUBUVEl PNnvUPATA YyIa TTPOCQPOPES Kal
EKTTTWOEIG.

e Juvepyooia PE AAAeG, pn avTaywvioTIKEG eTalpeieg. Na TTapddeiyua, éva
NAEKTPOVIKO BIBAIOTTWAEIO Ba pTTOpoUcE va aviaAAGEel OTolxeEia pE TNV
emxeipnon pag. Ektog amd v avraAiayr dedouévwy Ba UTTopei va yivel kai
avtaAAayr banners oTIG 1I0TOOENIDES TOUG.

o AvdAuon ekoTpareiag.

71| Page



‘Eva e-shop pTTOpEI va TTAPOKOAOUBNOEI TTOI0I TTEAGTEG QVTATTOKPIVOVTAl,
OO0 Ouxvd, o¢ Toleg Olapnuioelg (NAEKTpoviIKA Kouttdvia, banners,
TTPOOYOPEG, TTaIXVidIa pe ETTABA0) Kal yia TToIa TTPOIOVTA.

AélotToinon Tou «loyevvoUug» (viral) marketing n otroia divel Tn duvartdTnTa
OTOUG TTEAATEG, HEOW €vOG e-shop va OTéEAVOUV 0€ yvwoToUG Toug e-mails,
TTPOTEIVOVTAG CUYKEKPIPYEVA TTPOIOVTA. To e-shop ptropei €101 va yvwpilel Toug
TTEAATEG TTOU EKTIHOUV TO TTPOIGVTA TOU Kal Ta dlagpnuifouv (dwpedv) Kal va
TOUG QVTAUEIYEL.

To e-mail gival To pévo amd OAa Ta epyaleia Tou d1adIKTUOU, TO OTTOIO HOG
EMTPETTEI VA £pBOUNE O’ ETTAQPL PE TOV UTTOWAPIO TTEAATN, QVTi VA TTEPINEVOUNE
TOTE Ba POG MIOKEPDEi ekeivog. T auTd OANO KAl TTEPICOOTEPES ETTIXEIPNOEIG
TO XPNOIKOTTOIOUV VIO ATTOOTOAN SIA@NUICTIKWY e-mails woTe va TTpowBroouv
TIG UTTNPETIEG KAl T TTPOIOVTA TOug. O1I dNUOPIAECTEPOI TPOTTOI ETTIKOIVWVIOG
ME ToV TTEAATN HECoWw e-mail gival ol TTapakAaTw:

> Newsletters. Eival ekdO0€IC NAEKTPOVIKWYV  TTEPIOBIKWY  HEOW
NAeKTPOVIKOU Tayudpopeiou. O ouvdpountig divel To e-mail ToUu,
ammodexéuevog  €tol T Ajyn Tou newsletter. To newsletter
TTEPINAUPBAVEI XPAOIYEG TTANPOPOPIEG YEVIKOU TTEPIEXOMEVOU OAAG Kal
TTPOWONOTN TWV TTPOIOVTWV I UTTNPECIWY TNG ETAIPEING.

» Response Management. AUTOPOTEG  €QOPUOYEGC  OTTOOTOAAG
QTTAVINTIKWY e-mail yio OUYKEKPIUEVEG EPWTATEIG I TTEPIOTACEIG (TT.X.
empBeBaiwon AMWng Tou PNvUPOTOG TOUu TTEAATN KAl ATTOOTOAA O€
auTéV TOU KWAIKOU TTapakoAouBnong Tng trapayyeAiag Tou). Mmopouv
va ouvodeUovTal Kal atrd dIa@nuicelg TTPOIOVTWY TTOU EVRIAQEPOUV TOV
TapaAnTITn (6TTWG €xel 0 id10¢ dnAwoel PEow EpwTNUATOAOYiOU N
MEOW TNG KATAYPAYPNS TWV TTEPINYACEWY TOU OTO e-shop).

Mapd Ta émoia TTAsovekTApaTa , To e- CRM dev ptropei va dwoel AUoeig o€
6Aa Ta TTPOBAAUOTO A TIC E€UKAIPIEG TNG ETTIKOIVWVIAG TNG ETTIXEIPNONG ME TOUG
TEANATEG, YyIO TOV ATTAOUCTOTO AOGyWw TOU OTI oI TTePIocOTEPOl TTEAGTEG OloBETOUY
TpdoBacn alAd kail eTMIBUPOUV va KAVOUV XpAon TTOAAWY PECWV ETTIKOIVWVIOG.

‘ETo1, avdAoya pe TNV XPOVIKN OTIYUN, TN dIaBECINOTNTA TOUG KAl TIG OVAYKEG
TOUG, Ol TTEAATEG UTTOPEI va XpnoluoTroifoouy didgopa KavaAia €TTIKOIVWVIAg, oTa
oTroia TTepIAapBavovrat:

e Web

¢ |VR

¢ CSR

e e- Mail

e Direct Mail

e Direct (field) sales force
e Direct Retall

e Indirect Retail

e Fax

e Field Service
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Interactive TV

MapakdTw avaAlovTal CUVOTITIKA Ta KAVAAIO ETTIKOIVWVIOG WG EENG:

Web Channel:

Méow Twv Web Channels, o1 TTeAGTEG UTTOPOUV Va eAEYEOUV TIG BIOBETIUES
UTTNPECTIEG, VO WALOUV TIG TTEPIYPAPES TWV TTPOIOVTWY KAl VA ava@EéPouv
Ta didgopa TrpoAruarta. Ta Web Channels, utrootnpifouv évav apiBuo
TTEAATEIOKWY UTTNPECIWY KABWG Kal TNV dIaXEipIon TNG TTEAATEIAKNG agiag.
O1 TeAikOi XprioTeg Ba PTTOPOUV va TTAPAKOAOUBOUV Kal yia TTapAdElyua
va TTAnpwvouv Toug Aoyapiaopous Toug online. H diaxeipion g agiag
TWV dpacTNPIOTATWY ( T1.X. N aAAayr Tou TPOTTOU TTANPWHWY, N aAAayn
TTANPOPOPIWV ETTIKOIVWVIOG, N alkayry dleuBuvong Twv AOyapIOCHWY)
MTTOPET £TTIONG VA 0AOKANPwWOEi péow Twv Web kavaAiwv

IVR Channel:

To IVR Channel, ( Integrated Voice Response Channel), amoteAei pia
oAokAnpwuévn Auon. Ta atroteAdéopara TTou TTpoépxovtal amo 1o VR,
MeTa@EpovTal OTa KEVTPA OedouEVWwY HEOW TNG  B16dou Twv dwpedv
OIKTUWYV. To kavaAl autd Ba TTailel dIAPOPETIKO NXNTIKO Yrpvupa avaloya
ME TNV TTOIA OUYKEKPIYEVN €QApUOY PpiokeTal o€ AsiToupyia, kalr Ba
OUANéyel  TTAnpo@opieg  TIG oTToieg  Emeima Ba  TTPOOBETEl  OTOUG
Aoyapiaopoug Tou KABe TTeAGTN. ETriong, 1o IVR Kpatd oTnv avapovr Toug
TeEANATEG PEXPIG 6TOu TO CRM oUoTnpa va €1TIAEEEl TTOI0G UTTAAANAOG €ival
KATaAANASGTEPOG va deXTEI TNV KAAOT.

CSR Channel:

To kavahl CSR ( Contact Center Representative), éxel TAfjpn €icodo oTig
TTWANCEIG, OTNV KATAXWPENON TWwV TTAPAYYEAIWY KOl OTIG TTEAATEIOKEG
uttnpecieg ¢ CRM  mAatedpuac. Ta CSRs 6a Traipvouv TIg
EI0EPXOMEVES TNAEQWVIKEG TTWAACEIS , Kal Ba PTTOPOUV va eVTOTTICOUV KAl
va dlaxelpifovTal TIG KATEUBUVOEIG TNG eTalpEiag. AuTEG TIG TTANpo@opieg Ba
TIC METAPEPOUV OTIC KOTAAANAEG pNnxavig dlaxeipiong SIa@NUICTIKWY
EKOTPATEIWV YIO OTOXEUOT TTEAATWYV KAl TTEPAITEPW avAaAuon.

E-mail Channel:

O1 TTeAATEG PTTOPOUV VA EKPETAAAEUTOUV QUTO TO KAVAAI ETTIKOIVWVIAG YId
va UTTOBAAAOUV £pWTHHATA, Va AEYEOUV OTOIXEIO KAl va avaBaBuiocouy Tig
uttnpeoieg aimnudtwy. O1 e- Mail uttnpeoieg Ptmopouv va TTPOCPEPOUV
OUTOMOTOTTIOINUEVEG YVWOEIC Ot OAeg TIG avalnthoelig TreAaTwyv. H
mAaTt@opua CRM, etriong, Ba utropei va XpNnoIWoTToIEl auTd TO KAvAAl wg
éva €CepyOPEVO KavaAl yia va ‘TTpowBnoel’ vEéa yia Ta vEa TNG TTPOIOVTA KAl
va Ta dlagnuioel oe 6ooug TTeEAGTEG Tng €0<1Eav evOla@épov va AdBouv
QUTEG TIG TTANPOYPOPIEG.
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Direct Mail Channel:

Ta kavaAia duecou TaxudpouEiou XpNOIKMOTTOIOUVTAIl ATTO TIG ETTIXEIPNOEIG,
YIO TIG ECWTEPIKEG ETTIKOIVWVIEG TNG ME TOUG TTEAGTEG. To marketing kai ol
OMAdEG TTEAQTEIOKWY UTTNPECIWV PTTOPOUV va  XPNOIYOTTOINOOUV TNV
mTAaT@opua CRM yia tnv dnuioupyia BonBnudtwy tTou oTéAvovTtal dueca
OTOUG TEAIKOUG XproTeg. Ta eloepxdpeva direct mails atmd Toug TTEAATEG
atnv emmxeipnon dev diaxeipi¢ovral atrd TIG TTAaT@dpueg CRM.

Direct ( field) Sales Force Channel:

O1 avTiTTpdowTTol TWV GUECWY TTWAACEWY, atToKAgiouv Toug TTEAGTEG aTTd
TNV TTAaT@Oppa CRM. O1 avTitpdowTrol auToi, XpeialovTal TTpdéopacn ,
Méow laptop yia TTapddelypa, oto back — end ouotnua wote va
OAOKANPWOOUV TIG TTWARCEIG KAl VO KATAXWPIOOUV TIG TTapayyeAieg Kal TIG
OpaoTNPIOTNTEG TWV TTEAQTEIAKWY UTTNPEECIWY. OI avTITTPOCWTTOI UTTOPOUV
VO WAXvouv TTANPOQYOPIES YIa T TIPOCQEPOUEVA TTPOIOVTA, YIia Tnv
ONOKApwon Twv TrapayyeAiwy, Kal yio TG € ° OTTOOTAOEWS
OpaoTNPIOTNTEG  €EUTTNPEETNONG  TWV  TTEAATWYV  UWnAoU  eTTITTEDOU.
OtroiadAtrote aAAnAemidpaon Tou aTtraitei Tpoéopaon oTto back- end
ouoTnpa atraitei TRV Xprion kavaAiwv CSR yia av oAokANpwoOEi.

Direct Retail Channel:

Ta kavdAia autd, teplAauBdvouv TIG PBITPIVEG Kal T KIOOKIA OTTOU TA
TTPOIOVTA KAl Ol UTTNPeoieg  TTwAouvTtal.  Xpnoigotrolovv  Tig CRM
EQOPUOYEG  YId  va  TTPAYMATOTIOINOOUV  TTEPIOOOTEPEG  TTWANOEIG,
KATOXWPEAOEIS TTapayyeEAIWV Kal dpacTnpIdTNTEG EEUTINPETNONG TTEACTWV
uwnAou emiTédou

Indirect Retail Channel:

Ta Indirect Retail Channels, cuutrepiAauBdvouv 0Aeg TIg BITpiveg TTOU OV
avAKouv oTnv idla TNV ETIXEIPNONG, AAAG TTwAoOUV Ta TTIPOIOVTA A TIG
uTTNPEEcieg  TNG.  Xpnolyotrololv  e@apuoyés  CRM  yia  va
TTPAYHOTOTIOINOOUV TIG TTWAACEIG, TIG KATAXWPENOEIS TTAPAYYEAIWV Kal
OpaCTNPIOTNTEG ECUTTNPETNONG TTEAATWY UWNAOU ETTITTEDOU.

Field Source Channel:

O1 avTITTPOOWTTOI TWV KAVOAIWY AUTWV aTTOKAEIOUV TOUG TTEAATEG ATTO TIG
epapuoyéc CRM. Kai 6mmwg kai otnv Trepimtwon Twv Indirect Retail
Channel, o1 avTITTpOOWTTOI TWV KAVOAIWY AUTWV EXOUV TTEPIOPIOHEVN
mpooBacn ota  oucThuata Tou CRM kai  TreplopiovTal  OTnv
TTAPAKOAOUBNON TWV TTPOIOVTWY KAl TWV TTEAATWV.

Fax Channel:

To marketing Tng emixeipnong, Kai oI OPAdeg €EUTTNPETNONG TTEAATWV
MTTOPOUV va XpnoldoTtroifjoouv TIG TTAaT@opueg CRM yia tnv dnuioupyia
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EYYPAQWY @ag TTou OTéEAvovTal KateuBeiav oToug TTeAdTeG. O1 TTEAATEG
MTTOpOUV va  XPNOIKOTIOINCOUV auTd TO KAVAAI yia va uttoBdAAouv
EPWTAPATA OTNV ETTIXEIPNON, KAl VA €TMIKOIVWVAOOUV pe authjv. Ol
TAaT@Opueg CRM dev diaxeipifovtal Ta €I0EPXOUEVA ATTO TOUG TTEAATEG

Pag
e |[nteractive TV Channel:

O1 etaipeieg kKaAwdlokwy TNAcopdocwyv JTTOPOUV KOl  AUTEG va
aAnAemdpdoouv pe TOug TTEAATEG TOUG . TOo KOAWdIOKO cuoThua Ba
TPETTEl va avaBabuioTel o Yn@iakd cuoTnua TTou Ba €mITPETTEI TOUG
TeAATEG va TTpoPoulv oe PPV (Pay- Per- View) TrapayyeAieg Taviwv.
Etriong, Ba Toug emTpéTTel va douv TOuG Aoyapiaououg TOUug, va TOUug
TTANPWOOUYV KAl VO ETTIKUPWOOUV TIG TTANPWHES TOUG.

210 oxnua 3.4.1. mapoucidlovtal ol TTOAUKAVOAIKEG aAAnAemmdpdoelg yia
ouvexn TTEAATEIOKN EPTTEIPIAL.

Multi-Channel Integration for a Consistent Customer Experience

_Intemet Silos______ . &-Customer Approach _
_e-Business Project Integrated Treatment )
i Web }
| < — Wed
L. Flold

i
|

g
£

£
2

Indirect - fpe——-

Imc_t.mCustoams o —
“Wa have no recond of that onder.* “How do you ks the new notwork

t

1d0n1 name I capacly you ordered OF our web
n&‘?ﬂ-’ - 17" Woul you e accesi o
your SLA measurements?*
“Did wo resolve the 55wl you rased
whin you caled us Tuescay?"

Multi-Channel Integration for a Consistent
ner Experience. Source: IBM Global Services

2xnua 3.4.1. NMoAukavaAikég aAAnAemidpdoeig [ TTnynA: IBM Global Service]
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Me 6Aa Ta dlaBéoiua kavalia, Ba TTEETTEl va yvwpilel , n €Tixeipnon, Ot TO
«Internet Silos» ptmopei va dnuioupynBei ye Tnv ulotroinon pia CRM petatpotig. H
KaAUTePN Auon eival va egao@alioel 611 OAa Ta kKavdAia gival oAokAnpwpéva. O
OKOTTOG €ival n €€aO@AANION MIO CUVETTAG TTEAATEIOKNG ePTTEIpiag péoa atd OAa Ta
KavaAia.

To e- CRM, Aoimmdyv, d¢ev cival pia autdévoun dpaotnpidtnTa. ATToTeAE éva
MEPOG TNG OUVOAIKAG ETAIPIKAG €TTIKOIVWVIAG. Ooo TTepVAEl WG 0 Kaipdg, 6AO Kal TTI0
ONMAVTIKOG YiveTal 0 pOAOG Tou 010 OUVOAIKO CRM TNng €TTIXEIPNONG

3.5. CRM ka1 Six Sigma.

Kabwg T1a kaivoupia Trpoiévta  yivovial OA0 Kal 170 TTOAUTTAOKGA, Ol
TapadOOIaKEG  TTPAKTIKEG  QVATITUENG  TTPoIOVIWY ,  OUOKOAa  uTTopolv  va
QVTOTTOKPIBOUV OTIG TTEAQTEIAKEG ATTAITAOEIG yIA UWNAR TToI6TATA KAl UWnAr agia Twv
TTPOIOVTWYV. O1 ETIXEIPAOEIG, TTPOOTTOBWVTAG VA aVTIATIOKPIBOUV OTov  uwnAd
QVTOYWVIOUO TwV ayopwyv, Ba TIPETTEl OUVEXWGS VO  KAIVOTOPOUV  WOTE  va
TTaPadWOoOoUV EVIUTTWOIOKA TTPOIOVTA OTOUG TTEAATEG, Ypryopa Kal KaAUTEpa TTapd
TTOTE.

To 1986, o Bill Smith ,mapouciace 10 Six Sigma oTnv Motorola kail BorBnoe
Me emiTuxia Tnv Motorola va kepdioel 1o BpaBeio Malcon Baldige National Quality To
1988. Amé 16T1E dnuioupynBnke TO KUPa Six Sigma, kKal auth n yebBodoloyia €xel
eKTETAMEVA UIOBETNOE aTTO TTOAAEG ETTIXEIPACEIS AVA TOV KOOHO OTTWG YIA TTAPAdEIyua
n General Electric Company. H Jack Welch, pia emmixeipnon 1mou moTevel oto Six
Sigma ouvéxIoe va KIVEi TIG EQAPPOYEG TNG KAl TTAVW aTtrd TV aAucida agiag, atd Tn
KATOOKEUN OTOV OXEOIOONO.

[Crevely et al, 2003]

To Six Sigma mepiAaupavel duo Baoikég peBodoloyieg. Tnv DMAIC kai Tnv
DMADV. H DMAIC xpnoigoTroigital yia Adn uttdpxouoeg dIadikaaoieg. AvTiOeTa n
DMADV xpnoigoTtrolgital 6Tav dnuioupyeital éva véo Trpoiov 1 diadikaoia. H xpron
NG DMADV vyia véa Tmpoidvia HPTTopeEl va €xel OTTOTEAEOUOTO O TTEPICOOTEPEG
dladikacieg TTPOPAEWNG Kal va odnynoel o€ UWPnASTEPN TTOIOTNTA TTPOIOVTWV.

Y1rdpyouv 1évie onuavtika Bripara oto DMAIC. Autd gival Ta €AG:
[Siniy et al, 2005]]

o D (define goals) > O mpoodiopIouOS TWV OTOXWY WOTE Vo BEATIWOOUV
0l YEVIKEG OpacTnPIOTNTEG AVAPEDO OTNV ETTIXEIPNOIAKI OTPATNYIKA Kal TIG
TTEAATEIOKEG ATTAITHOEIG

o M ( measure your current process) > H agioAdynon Twv uttapxoviwyv
OIadIKACIWV ava@EépeTal OTnNV OUAAOYR) SedOoPEVWY YIA TIG UTTAPYXOUOCEG
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dladikacieg kKal oTnv Xpron Twyv OedOUEVWV QUTWV Yia w¢ Bdaon yia
MEANOVTIKEG OUYKPIOEIG

o A ( analyze your relationship within the process) > To Brjua autd
ava@EéPETal OTNV avAAucn Twv OXECEWV  TTOU dNpioupyolvTal PHECA OTIG
diadikaoieg. Eival TToAU onuavTikd n eTixeEipnon va KaTaAdpel TIG oXEOEIg
QUTEG Kal VO KaBopioel TTapAyovTeG TTOU va egac@ali¢ouv Tnv diatripnon
TNG ETIXEIPNOIOKAG OTPATNYIKAG O€ €UBUYPAPMION ME TIG TTEAATEIOKES
OTTAITAOEIG.

o | ( improve the process) > H BeAtiwon tng BeATioToToinONG TNG
diadikaoiag gival évag €§icou onuavTIKOG TTAPAYOVTAG VIO TIG ETTIXEIPNOEIG.
AuTO PTTOpEl VO OUMBED e TNV XPON TEXVIKWY avaAuong Kai ) Kal GAAwvV
TEXVIKWV. Mia ouvnBiopévn TeXVIKA TTOU Xpnolpotroleital ival n Design of
Experiments.

o C ( control) > H emixeipnon Ba pétrel KABE OTIYUN va €XEl TOV EAeyXO0
Kal va OlopBwvel KABe aocup@wvia woTe va atmmogeuxbouv TmBava
TIMOAOYIOKGA EAAEIMPATA KAl OTTWAEIEG TTOIOTNTAG.

AvtioToIxa, uttdpxouv Trévie onuavtikd Bruata oto DMAIC T1a otroia
avaAuovTal TToOPoKATW:
[www. Tech-fag.com]

D ( define goals) - Amaiteital 0 TTPOCBIOPIOPOG TWV OTOXWV Ol
oTToioI Ba TTPETTEI VA €ival CUPQWVOI JE TNV ETTIXEIPNCIAKT OTPATNYIKA
KAl TIG ATTAITACEIG TWV TTEAATWV.

¢ M (measure CTOs- Critical To Qualities) > H pérpnon CTO
QVOQEPETOl  OTIC  TTOPAYWYIKEG  dladikacieg, OTIC  TTAPAYWYIKES
duvaToéTNTEG TOU TTPOIOGVTOG, OTAV dUVATOTNTA TOU TTPOIOVTOG KAl OTNV
aTToTiNNON KABE pioKou.

e A ( analyze) > H avdAuon kai n agloAdynaon TTOAAWV dIAQOPETIKWV
oxediwv Kal n €AoYyl Tou KOAUTEPOU OXediou yia TIGC OUVOAIKEG
ToIOTNTEG ,aTTOTEAOUV EVEPYEIEG AUTOU TOU PANATOC.

o D ( design details) > H emyxeipnon eivar onuavtiké 6x1 pévo va
oxedlaoel éva TTpoidv aAld kal va BeATioTotToifoel Ta oXeSIOOTIKG
XOPOKTNPIOTIKA TOU.

e V ( verify the design) - >nuavtikd BAua pIOog €TIXEIPNONG €ival n
EMKUPpWON Tou oOxediou, TIEPIKAEioVTAG Tnv dnuioupyia odnywv
EKTEAEONG

Ymrapyouv TToAAoi pdAol, o1 oTToiol XpnoipoTrolouvTal oTig ueBodoAoyieg CRM.
Kal evw o1 TTEPICOOTEPOI £’ QUTWV ,TTOU aVOAUOVTAI TTAPAKATW, XPNOIUOTTOIoUVTAl
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oc TTOAMEG e@apuoyég Six Sigma  atrd Tig emixeIPAoEIG Ba TTPETTEI va onPEIWBET OTI
dev gival kaBoAikoi. O1 pdAol auTtoi AoITTOV TTou cupTTEPIAQUBAvoVTal gival :
[ www. Tech-fag.com]

o Executive leadership : YwnAou emmiTrédou executives, eival utreubuvol yia 10
opaya Kal TNV TENKR E€Qappoyn Twv e@appoywyv Six Sigma. Etriong,
TPOTPETTOUV KAl GAAOUG va UIOBETACOUV TOUuG Kavoveg Twv Six Sigma
EQAPUOYWV.

o Champions: O1 Champions givali ouviiBwg avwTtepol amd To management
TToU €ival uTTEUBUVO yia TNV EQapuoyr Tou Six Sigma péoa oTn €TTIXEipnon.

o Master black belts: Eival ouvBwg emiAeypéveg ammd Toug champions oUTwg
WOTE va TTPOTTOVACOUV Kal GAAOUG HECT OTOV OPYQVIOHO YIA TIG EQAPHOVYES
Six Sigma. Karapepidouv Tov Xpovo €iTe OAOKANPO €iTe €va yEPog auTtou yia
va eapuéoouy TIg peBodoAoyieg Six Sigma. ZuvBwg €xouv Kal euBUveg
MEVTOPA YIa VO TTPOTTOVACOUV KOl VA EKTTAIBEUCOOUV XAUNAGTEPOUG ‘pdAoUC
OTTwg black belts kai green belts

o Experts: Autég 0 ‘pOA0G dev UTTAPXEl 0 OAOUG TOUG OPYAVIOUOUG , WTTOPET
OUWG va TTaigel oNPAvTIKO POAO OE UNXAVIKOUG i KATAOKEUAOTIKOUG TOMEIG TOU
opyaviopoU. BeATiwvouv OAeg TIG uTTnpEeaies , Ta TTpoidvTa Kal TIG dIadIKATIES
Y10 TOUG TEAIKOUG TOUG TTEAATEG.

e Black Belts: EmikevipwvovTal otnv ektéAeon Tou Six Sigma.

e Green Belts: Autov Tov péAo Tov avaAaufdavouv uttdAAnAol TTou BonBouv
oToug black belts va eKTEAEOOUV OUYKEKPIPEVEG EPYATIEG .

AQoU €xouue PIa OAOKANPWUEVN €IKOVA yIa TO TI €ival TEAIKA Ol €QappoyEg Six
Sigma, ptTopoUue va avoAUCOOUME TO TIWG MTTOPOUV va  XPnoiuotroinBouv o€
ouvduaoué pe Ta cucotipata CRM.

To TmooooTo emiTuxiag Twv CRM g@apuoywy ptmopei va augnBei €ite eilodyovTag
oto Tpoiovia CRM Aeitoupyieg eite BeAtiwvovrag TiI¢ dladikaoieg  piag CRM
Aeimroupyiag. Ta mrpoiévia CRM ouviBwg atroteAoUvTal atmod Tpia povTéAa: marketing
MOVTEAQ, MOVTEAD TTWANOEWYV Kal JovTéAa uttnpeoiwy. [ Kim, 2004]. Ze 611 agopd
TNV eicaywyn Asimroupyikwv CRM 1Tpoidviwy, UTTApXEl KATTOIO YVWOon Yia Tnv
evotroinon Twyv ouoTnudtwy CRM ue ocuoTtiuaTa aAucidag agiag. Ze 611 agopd Tnv
gloaywyn d1adIkaclwy, UTTOPEi va TTpayuaToTroindei pe évav KaAd TTpoodIopIcud Twyv
OIadIKACIWV TTOU TTPOKEITAI VA UAOTTOINBOUV.

MNa va pmopéoel , Aoimmév, va yivel auti eicaywyl Twv d1adikaoiwy
uloTroinong evog cuotiuatog CRM ptropoupe va uioBeticoupe Tnv T1eEXVIK DMAIC
Tou Six Sigma,.
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ATTO TnVv oTiyuA 1Tou Kail 1o Six Sigma kal To CRM eTTIKeEVTpWwVOVTal OTNV BEATIWON
TWV  TTEAATEIOKWY OXECEWV KAl OTNV AUENOn NG TTEAATEIOKA IKAvVOTTOiNONG  Kal
agoaiwong, Ta epyaAcia Kal o1 peBodoAoyieg TToU XpnoiuoTrolouvTal oTo Six Sigma
MTTOpOUV va XpnoiuoTroinBouy Kai yia Tnv uAotroinan CRM e@apuoywy . 10 OXANO
3.5.1. rapouacialetal n aAnAemidpaon Tng TexvikAg DMAIC pe tnv ulotroinon CRM

EQAPUOYWV.
[Pan et al, 2007]
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2xnpa 3.5.1. ANMnAetTidpaon g 1exvikig DMAIC yia tnv uAhotroinon CRM
d1adIKaTIWV [Tnyn: Pan et al, 2007]

2T0 OXAMA QUTO, UTTOPOUME va TTAPATNPACOUME Ta PAMOTA TTOU TTPETTEI VA
akoAouBnoel n eTixeipnon o€ KABe Pripa NG TeXviKRg DMAIC.

Mia KaAd opiouévn etmixeipnoiakr digpyacia/ uhoTroinon, uTmopei va odnynoel
aTnv augnon TnG IKAvoTroinong Tou TTEAATN PE Ta UWNAAG TTo1I6TNTAG TTPOIOVTA KAl
UTTNPECIEG TNG ETTIXEIPNONG Kal ATToTEAOUV évav Bacikd TTapdyovTa yia TNV ETITUXia
TNG ETTIXEIPNONG EVAVTIA OTOV AVTAYWVIOHO.

Quoikd , o1 epapuoyEg Six Sigma €xouv Kal KATToIa apvNTIKA XAPAKTNPIOTIKA.
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Katd tnv e@appoyn pia TeXVIKAG Six Sigma oe évav opyaviopo eival 1Tou
Baoiko n emixeipnon va €xel by-in - ammé 6Aoug Toug UTTAAAAAOUG SAWV TWV TOPEWV
TNG. Av 0l managers peoaiou 1 upnAou emiTTédou dev gival evBouoIaouEvn Ue auTh
TNV TEXVIKN, TOTE N TEXVIKN Six Sigma gival KatadIKaopévn va aTTOTUXEL.

AMNO éva pelovEKTNUa atmd TIGC €@appoyEg Six Sigma, TTOANEG QOopéS N
atmoTeAEOPATIKOTATA TOu Six Sigma 0ev €xel KaTapeTpnBei A civar aduvarto va
KataueTpnOei. Adyw Aoimmdév auTh TnG aduvapiag uETpnong, , gv gival TTOAU ¢ekdBapo
av OVTOG N TEXVIKA Six Sigma Bordnoe iIdiaitepa Tnv €Tixeipnon.
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4.1. H eAAnvIkn TpaypaTikOTNTA £@appoywv CRM cuotnudaTwy.

2UPQWVa JE €PEUVEG TTOU TTPAyUATOTIOINONKAV TTapaTnEAOnkKe TTWwG TO
MéyeBog TNG ayopdg cuoTnudtwyv CRM Arav 11,7 dig doAdpia 1o 2005 ( cuvoAikd yia
10 software, Kal TIG CUUPBOUAEUTIKEG UTINEECIEG OO0V APOPA TNV €YKATACTOON, TNV
ecuttnpétnon K.A.1.). Eixe pia aténon g 1aéng tou 8% oe oxéon pe 10 2004, Kai
18% o€ oxéon pe 10 2003. H ayopd TTpoBAETTEl va €xel uEyeBog 19,2 dig €wg 1o 2011,
onAadn pa augavetal pe pubud Tepitrou 9% TOV XPOvo. AuTo deixvel 6T TTapdAo TTou
TeEAEiwoav o1 « €vdotegy HEPEG TOU TTAPEABOVTOG, N ayopd ouvexilel va €xel pia
oTaBepry avodikn Taorn. (www.epixeirin.blogspot.com)

210 oxnua 4.1. 1. Topouoidfovtal KATTOIO OIKOVOUIKA OTOIXEID Twv
MeyaAUTepwy TTpounBeutwyv CRM Software. Ta olkovouikd autd oToIxEia agopoulv To
€106 2005:

Vendor ‘Global Revenue in Million 5 |

SaP 1475

Shebel {Oracle} | 266

Oracle 68

Salesforce.com | 281

Amdocs 276
Other 2233
Total SEGE

2xAua 4.1.1. Oikovopuika oToixeia TpopnBeutwyv CRM AoyiopIKwy
[ TTnyn: www.epixeirin.blogspot.com]

Tnv eAAnvIKA ayopd, cuuwva pe online épeuva TTou dievepyrBnke atrd 10
www.CRM2day.com avaueoa o€ 557 ateAéxn etmixeipriocwy atod m NoTia, Kevtpikn
Kal AvatoAikr) Eupwtrn, TTpoBAéTreTal paydaia avarmTuén tou CRM kai otnv eAAnvIKA
ayopd.

EidikdTepa, 1o OTEAEXN eTTIXEIPIOEWY OTTO TNV EAAGDO Kai Tig uttdAoITTeg 13
XWPEG TTOU CUMMETEIXaQV oTnV €peuva oup@wvouv 0Tl To Customer Relationship
Management atroTeAei pyia ammd TIG onUAVTIKOTEPES TTPOKAARCEIG TTou Ba KAnBoUuv va
QVTIMETWTTIOOUV Ol ETTIXEIPAOEIS TOUG TA TTPOCEXA XPOvIa. (www.crm2day.com)

Me TToc00T6 58%, 01 'EAANVEG eTTayyeAaTieg Bewpoulv TTOAU onuavTiKO BEua
yla TNV €TTIXEIPNON Toug va uioBetrioel TNV CRM 1mpooéyyion eviog Twv eTTopévwy 12
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MNvwv. Ta avTioTolxa TTO000TA OTIG UTTOAOITTEG XWPEES TNG TTEPIOXNG EEKIVOUV aTTd
42% (BouAyapia) kal ¢Tavouv £wg 10 63% yia Tnv Toeyia.

O onpavTikdTEPOG OTOXO0G (24%) TTOU EMIOIWKOUV VA ETTITUXOUV Ol EAANVIKEG
emxeipnoeig péoa atrd 1o CRM cival n dlatipnon Twv UQIOTAREVWY TTEAATWY KABWG
Kai n amoteAeopatik Olaxeipion Twv  airnudtwy  Toug (21%), oTtdxol TToU
dlagpopoTroloUvTal o€ PEYAAO BaBPo OTIC UTTOAOITTEG XWPES. BAOIKOTEPEG QuTieg yIa
QuUTA Ta TTOOOOTA OTTOTEAOUV TO UWNAS €TTITTEDO WPINATNTAG TNG EAANVIKAG ayopAg Kal
O OXETIKOG KOPEOHOG TTOU TTAPOUCIAZETAl OE PEYAAEG ayOPEG (TT.X. TNAETTIKOIVWVIEG).
Ta peydAa 1TePIBWPIO AVATITUENG TWV TTEPICCOTEPWY UTTOAOITTWV Ayopwv odnyouv
TIG €mMIXEIPAoEIG oTnv aglotroinon Tou CRM oTnv kKateuBbuvon TnG atmokTnong VEwv
meAaTwyV (26%) kai TN BeATioToTroinon TNG dlaxEipiIong Twv JUVNTIKWV TTEAATWV
(23%). (www.crm2day.com)

H mmaykéopia avayvwpion tou World Wide Web cav éva véo, amrodoTikéd Kal
EVOAAOKTIKO QIiKTUO TTAPOXNAG UTTNPECIWV KOl PEIWONG TOU AEITOUPYIKOU KOOTOUG TWV
ETTIXEIPNOEWY ATTOOEIKVUETAI OTI OTOdIAKA UuloBeTeiTal Kol atmd  TIG €AANVIKEG
ETIXEIPAOEIG. ZUPQWVa Pe TNV épeuva Tou www.CRM2day.com , n tapoxf online
UTTNPECIWV UTTOOTAPIENG Kal €EUTTNPETNONG TNG TTeAaTeloKAS Bdong (online customer
service & support) atoteAei évav amd Toug duecoug OTOXOUG YIa To 62% Twv
EMNVIKWY ETTIXEIPAOEWY, OTOIXEID TTOU Cuvnyopei oTnv TTPOodOKia auénong Twv
ETTEVOUOEWY O€ VEEG TEXVOAOYIEG KAl OIAdIKTUOKEG EQAPUOYEG. (Www.crm2day.com)

2€ avTioToIXia PE avAAOyO CUUTTEPACUATA OTO EEWTEPIKO, TA ATTOTEAECUATA
TNG TTapoloag €peuvag €MRERAIOVOUV TNV HEIWMPEV CUMPMPETOXN TWV OTEAEXWV
TANPOYOPIKAG OTN AAYWN OTTOPACEWV OXETIKE e TNV e@apuoyry ™S CRM
TPOOEYYIONG Kal avAAoywv €QOpUOywY, KaBWG Ta TUAMOTA HAPKETIVYK  Kal
TTWARCEWV TTPWTAYWVIOTOUV Ot avdAloyeg atropdoelg (53%). Eivalr xapaktnpioTikd
OTI TO PYEOO QVTIOTOIXO TTOOOOTO OTO CGUVOAO TWV XWPWV TTOU CUMMETEIXQV OTnNV
épeuva  eival OapkeTd WIKPOTEPO (41%), KaBWwg n dueon ouuueToxn Tou top
management otn Ajyn TéTolwv ammo@Acewy gival yeyaAuTepn. (www.epr.gr)

2€ oxéon Je Toug BaoikoUg oTOXOUG TwV eTTIXEIPACEWY yia To 2001, yéoa atrd
TIG evépyeEleG TWV TTwWARoEwyY, To 38% Twv EANAVWV CUPHETEXOVTWY OAAWOE WG
Baoikn TpoTepaidTNTA TNV avgnon NG agiog kaBe ocuvaAlayng (increase value of
each transaction). XnuavTikd ATAV KAl TO TTOCOOTO TWV ETTIXEIPACEWV TTOU OTOXEUOUV
oTn BeATiwon TG TTPOCEYYIoNG Twv duvnTIKWY TTEAATWYV (improve lead management,
000016 23%), £V TO 16% ETTIBIWKOUV TNV PEIWON TOU KUKAOU TWV TTWAACEWY TOUG
ev1og Tou 2001. (www.crm2day.com)

2nUavTikG elpnua TNG €PEUVOG OTTOTEAEl TO TTOAU HIKPO TTO000TO TWV
emMIXeIPNoewV (21%) TToU avé@epav TNV UTTApEN OTTOI0CONTIOTE HOPPAG EQAPUOYNG
CRM (6x1 kat’ avaykn oAOKANpwEVNG), TTOCOCTO TTOU EPQAVICETAI OKOPO HIKPOTEPO
OTIG UTTOAOITTEG XWpPESG Tng e€getalduevng Trepioxns (14%). Eivar xpAoigo va
ava@époupe OTI OTNV £PEUVA CUMPMETEIXOV UEYAAEG ETTIXEIPAOEIS (TTPOOWTTIKG>2500)
oe 1oo00Té 37%, avdueoda OTIC OTIoiEG TO AVTIOTOIXO TTOC0O0TO UAOTTOINONG
epapuoywv CRM Tpocéyyile 10 34%. O1 UIKPEG KOl MECQIEG ETTIXEIPNOEIG
TTapoucoiddouv onuddia CcnPAvTIKAG uoTéEPNong KabBwg pévo 10 13% €& autwy EXel
TpoXwprRoel oTnv ulotroinon 1 ayopd spapuoywyv CRM otroiaodATroTe JopPnig Kal
eupoug.(www.epr.gr)

210 TTAaiola NG ev Adyw €peuvag, o Managing Director Tng etaipiag Contact
Solutions k. Apng MavtafdémrouAog kal 19pUTAG Tou www.CRM2day.com dAAwoe oTO
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e-business: «Eival n mpwTtn @opd& TTou YiveTal pia TETOIO £PEUVA PE QVTIKEIMEVO TO
CRM otnv eA\nvikrp ayopd aAA& Kal oTnv eupuTepn TrEPIoXH. Otwpoupe OTI Ta
ammoteAéopaTa emBeBaiwvouv TNV TTPORAeWnN Pag yia Tnv kKuplapxia Tou CRM kai Tnv
évraén Tou OTIG BACIKEG TTPOTEPAIOTNTEG TWV EAANVIKWY ETTIXEIPACEWY TA ETTOPEVA
€Tn.» (Www.epr.gr)

Ta euprpata TNG £peuvag evioxUlouv Katd To www.CRM2day.com Tnv dammown
TTOU eK@PACeTal atTO TTOAAEG EAANVIKEG €TAIPIEG TEXVOAOYIAG OTI TO AVTIKEIMEVO TOU
CRM artroteAei éva onuavTiKO TTedI0  ETTIXEIPNUATIKWY EUKAIPIWY, TOOO YIid TNV
ETTEKTOON TWV ETTIXEIPHOEWV O€ AAAEG ayopEG GO0 Kal yia TN oUvaWn CUVEPYACIWY HE
MEYAAEG TTOAUEBVIKEG ETAIPIEG OTN CUYKEKPIYEVN ayOopd HUE AVTIKEIMEVO TNV UupUTEPN
meploxn TG NoTiag kar AvatoAikiig Eupwtrng.

H 1rpooTTikr uioBétnong Tou CRM atrd oAoéva Kal TTEPIOCOTEPEG EAANVIKEG
ETTIXEIPNOEIG KAI N €VTOEN TOU OTNV ETTIXEIPNOIAKI) TOUG OTPATNYIKK, TTPORAETTETAI VO
OUMPPBAAAel oTnv ekTdEEUON TNG EAANVIKAGS ayopds CRM ta apéowg emoueva Xpovia. H
OpaoTnPIOTTOINCN TWV  ETAIPIWV TEXVOAOYIOG OTOV OCUYKEKPIUEVO TOMEd, (0WG
aTroTEAECEl pia vEéa aiTia PEYAANG avaTTugng oAAG Kal eTIRiwong oTo oUyXPOVO
aVTayWVIOTIKO Kal TEXVOAOYIKO TTEPIBAAAOV.

[www.crm2day.com]

2tnv EANGSa, o didgopeg  epapuoyéc  Twv CRM  cuotnudrtwy,
XpnoigotroloUvTal  TTEPICCOTEPO  YIA  va  UTTOPECOUV Ol ETTIXEIPNOEIS VO
TUNUATOTTOINCEWV TNV ayopd, yia TiG after sales utnpecieg, yia TNG TTPOWONTIKEG
evépyeleg marketing Kai yevikd yia va PtTopécouv val SIOXEIPIOTOUV TOV HEYAAO
apIBUO TTEAGTWYV TOug. Ta TTooooTd XpAoNG Hiag epappoyrigc CRM oTtnv k&8¢ pia atrd
TIG TTOPATTAVW AEITOUpYieg @aiveTal oTo oxua 4.1.2
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2xNua 4.1.2. XpAon cuotnudatwv CRM otnv EAAGSa [Mnyn: epixeirin.blogspot.com]

2TIC  TTAPAKATW  €vOTNTEG Ba  TTAPOUCIOOTOUV  MPEPIKEG  TTEPITITWOEIG
TTETUXNMEVWY eQapuoywVv CRM atrd eAANVIKEG ETTIXEIPNOEIG.
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4.2. Emtuxng YAomoinon ‘Epyou CRM amé Ttnv erTaipeia
Wellprojex E.IN.E.

4.2.1. H Tautérnta Tng eraipeiag Wellprojex E.M.E.

H etaipeia Wellprojex E.IM.E. 16pubnke oTig apxég Tou 2006 pe TNV apxIkni
eTTwvudia B@K E.MN.E. kal cuothBnke atrd pia opdda eTrayyeAPaTilov PE agidAoyn
epyaciaoki TTpoUTNEEecia Kal oTadlodpodia wg eMITEAIKA OTEAEXN O ONPAVTIKES KOl

EYVWOWEVNG agiag ETTIXEIPNOEIS TNG EUPUTEPNG AYOPAG.

H etaipeia €oTiddel oTIg evOTNTEG TWV UTTNPECIWV EISIKAG ZUPBOUAEUTIKAG Kal
Twv épywv E@apuoopévng Ywnhig TexvoAoyiag kal atmmeuBoveral 1600 otnv ayopd
Tou eupuTtepou Anudoiou Topéa, Pe €u@acn OTOUG Opyaviououg Tng TOTTIKAG
Autodlioiknong, 600 kal otnv ayopd Tou IdiwTikoUu Topéa. H dpaotnpidtnta Tng
Wellprojex yewypa@IKd €TTIKEVTPWVETAI KUPiIWG oTnv TTepioxn g Bopeiag EANGDAG,
XWPig OUWG va TTEPIOPICETAI HOVOV OE AUTAV.

H opdda tng WELLPROJEX, pe cuoowpeuuévn TEXVOYVWOIA Kal Pakpd
EUTTEIPIO OE APKETOUG TOMEIG TNG ETTIOTNUOVIKNG, OIKOVOUIKNG, AEITOUPYIKAG KOl
OPYOVWTIKNAG dpaoTnEIdTNTAG, TTAPEXEI OXI HOVOV Ta TTAéOV €€eAlyuéva TEXVIKA PEoQ
yla TN diaxeipion Twv TTANPOQ@OPIWY, OAAG Kal TIC ATTAPAITNTEG CUMPBOUAEUTIKEG
UTTNPECTIEG, TTOU €xouv oav oTOX0 va ouvdpduouv TIG Emixeipriocig / Opyaviououg
oTnv AoV aTTod0TIKA EKPETAAAEUON Kal aglotroinon TG YwnAng TexvoAoyiag.

H amoktnBeica oupttukvwuévn eutreipia, n amodedelyuévn duvaTtdtnta yia
METOQOPA €CEIBIKEUPEVWV KAl BEATIOTWY ETTIXEIPNHATIKWY TTPOKTIKWY, 0E CUVOUACHO
ME TNV BIapKA avavéwaon TnNG ATTAITOUPEVNG TEXVOYVWOIAG OTIC VEEG TACEIS TG
ayopdg & otnv YwnA Texvoloyia, kaBiotouv v WELLPROJEX IkKavry va B€Tel
uTToWwn@IOTNTA WG  Mia cofapr Kal Q&IOTTIOTN OuvePYATIdO TwV  CUYXPOVWV
Opyaviopwy kai Emixeipioswy yia v e@apuoy NG YwnAng TexvoAoyiag, oTta
TTAQiOI0 TNG AEITOUPYIAG TOUG KAl TWV ETTIXEIPNOIAKWY TOUG ETTIAOYWV.

4.2.2. MNedia Kal avTiKEipeva dpaoTnEIOTNTAG

O kolvoi Té1T0I TTOU TTPOKUTTTOUV ATTO TN OUYKAIoN, GAAd Kal TO cuvduaoud Tng
Ei1dIkAG ZupBouleuTikAG, TwV YTINPeoiwv Kal Auoswv lNMpooTiBéuevng Agiag, kabwg
Kal Twv ‘Epywv Epapuoopévng YwnAig TexvoAoyiag.
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4.2.3. XapTo@uAdkio AUoewvV Kal YITNPETIWV

H Wellprojex oxedidel, uhoTrolei kal uttooTnpiel Epya kal Zuothuara:
»  Anuooieg kal 181wTIkéES YTTOO0uEG EUpulWwVIKOTNTAG

= EvouUpuarta kai Acuppata ZuoTthpata AIadIKTUOKAG Kal TNAETTIKOIVWVIOKNG
YTodounig

=  Emmpnon kai AcaAeia o€ QuUOIKS Kal NAEKTPOVIKO TTITTESO
= Texvoloyikég YTTOOOUEG eupUTEPOU AEITOUPYIKOU TTEPIBAAAOVTOG IT
»  Eg@appoyég HAekTpovikng Emixeipnolokig Apaotnpiotntag oto AladikTtuo

= Emyxeipnoiakég Epappoyég MNMAnpo@opikAg Kal TNAEPATIKAG.

H Wellprojex TtrpoTeivel AUoeig kal TTapéxel YTnpeoicg MpooTiBéuevng Agiag
kal EidikAg Emixeipnoiokig ZupBouAeuTikhg o€ Opyaviououg kal ETTixeipiosig.

H Wellprojex diao@aAilel:

= Tnv KGAuWwn d1adIKaciwy Kal AEITOUPYIKOTNTAG 0€ OAA Ta ETTITTEDO OPYAVWONG
NG Emixeipnong kai Tou Opyaviopou

= Tnv akepaidTNTA KO CUVEKTIKOTNTA PETAEU OIOBIKAOIWY, AEITOUPYIKOTNTAG,
TTANPOPOPIOG KAl YVWONG.

4.2.4. TexvoloyiKoi Kal AEITOUPYIKOi TOMEIG

O1 TexvoAoyIKOi KOl AEITOUPYIKOI TOUEIG JE TOUG OTTOIOU AOXOAEITAI N ETTIXEIPAON €ival
ol €€N¢:

= 'Epya SIKTUWV Kal TNAETTIKOIVWVIWV

= 'Epya eTMIXEIPNOIAKNG TTANPOPOPIKAG

» ‘Epya eidikwv epapuoywv

Ol Topegic auToi TTEPIPPAPOVTAl AVOAUTIKA TTAPAKATW.
1. Texvoloyikdg Topéag SIKTUWV KAl THAETTIKOIVWVIWV
»  OMNoKANPpWHEVESG AUCEIC UTTNPECIWY KOl EQAPHOYWY O€ TTAATQOPUES IP.
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Y1modouég

AcuUppuaTta dikTua

AcUpuaTeg CeUteIg AladIKTUAKWY vNoidwy
PopnTEG — KIVNTEG TTAATQOPHES ETTIKOIVWVIAG
TELEMATICS

KaAwdlakd SikTua OTTTIKWY VWV Kal XOAKOU

KAigaka uAoTroinoswv

Totmikr kGAuywn ( LAN)
Eupeia kdAuyn ( WAN )

MnrtpotroAimikr aktiva ( MAN )

OAokAnpwpéveg AUong ThAspwviag

Eikovikd 181wTikd diktua ( VPN )

2uoThuaTta Aeiroupyikig diaxeipnong dikTuou ( NMS )
2uoTAuaTta dlaxeipnong Tépwv CUVOETWYV BIKTUOKWY UTTOSON WV
2UoTAMATA BEATIOTOTTOINONG KAl EAEYXOU TNG ATTOOOTIKOTNTOG

TNAETTIKOIVWVIOKWY KUKAWMPATWV.

TeXvoAOYIKOG TONENG ETTIXEIPNOIAKAS TTANPOPOPIKAS KAl EUPUTEPOU
AgiToupyikoU TrepiBaAAovrog IT.

Emixeipnoiokég epappoyég CRM oe poviéAa trepiBdAAovTtog e- collaboration /
extended enterprise

2uotuata ERP og povTtéla e- collaboration / extented enterprise

2uotiuata Work Flow / Bl / MIS

E- Solutions

TexvoAoyIKEG UTTOOOWEG
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OAokApwon cuoTAUATWY

TeXVOAOYIKOG TONENG EIBIKWV EQAPHOYWV

Mponyuéva cuothuata ac@aleiag o uUOIkO TrepIBaAAov (EXPERT CCTV)

MeIPeTPIK KAAUWN EYKATAOTACEWY
EowTtepikn KAAUWN XWpwv
Surveillance Systems

Access Control Systems

2uoTAuaTa ac@alciag oe NAEKTPOVIKO TTiTTEDO ( e- Security)

IT Security

Networking Security

Web and Internet Security
Telecoms Security

Mponyuéva CuCTAPATA QUTOUOTOTTOINUEVOU EAEYXOU OOMIKAG AKEPAIOTNTAG
kataokeuwv ( Structural Health Management/ SHM)

2uoTApaTa TNAEpaTiKAG Kal TnAepeTprioewv Machine to Machine ( M2M
telemetrics)
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4.2.5. Ev3OeIKTIKEG ZUVEPYAOiEg KAl KPITHPIA ETTIAOYAG OUVEPYAOIAG UE TRV
Wellprojex

» 2uvepyaoieg

PROFILE SYSTEMS & SOFTWARE

H+S TECHNOLOGY SOLUTIONS

ARISVI NEW TECHNOLOGIES

ELECNET

QUEST group

SPACE HELLAS

TECHNICOM

SINGULAR LOGIC

STEP ONE CONSULTING / PLANNING GROUP
ENORASIS

DIOPSIS CONSULTING

» Kpimipia emAoyng ouvepyaoiag pe Tnv Wellprojex

AvBpwTivo duvapikd pe ouvduaopévn  €IBIKh  TEXVOYVWaia  Kal
ATTOOEDEIYUEVN ETTAYYEAUATIKY EUTTEIPIAL.

EUéANIKTO €TTIXEIPNPATIKO OXAMG WE OUVOAIKN) €0Tiaon oTov IMeAdTn.

N'voon Tou €eupuTEPOU CUYXPOVOU ETTIXEIPNOIAKOU & TEXVOAOYIKOU
mePIBAANOVTOG TNG ayopdc.

Atrodedelypévn  duvatdétnTa  KATAVONONG  TWV  TTPAYMOATIKWY
aTTaITAOEWYV TOoU MeAdTN.

OMAokAnpwuéveg TTpoTACEIC HE  apxA-Méon-TEAOG  kai  avdAoyn
TPOOEyyIon OTNV UAoTToiNoN £pywyv, £T01 WOTE VA TTAPEXETAI CAPNG
TEXVO-OIKOVOUIKA aTTOOOTIKOTNTA KAl TTPOCTIOéUEVN agia oTov [eAdTn.

IkavdTNTa TEKUNPIWMEVNG TTEOTACNG KAl AIOTTIOTNG TTAPOXAS TWV

KATGAANAWV  avd  TrepiTTwon  AUcewv, TAvTa U aQuoTnpég
TTPoUTTOBECEIC:
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= KdAuyn Tng ekdoTtote agloAoyoluevng TTEPITITWONG,
EQPOOOV QVTIKEIMEVIKA €VTACCETAI OTA TTAQiCIO  Twv
OUYKEKPIMEVWY TTEDIWV TNG OpaoTNEIGTNTAG HOG.

= ECapxig O1ac@daAion Twv exeyylwv yia  ETITUXA
OTTOTEAEOPOTA TWV £pywv TTOU avaAaupPAvouue, HE
capry  opioBEtnon Twv  TTPOdIAYPOAPWY,  TWV
TTPOCOOKIWY KAl TwV TTAPadOTEWY, WG TTPOG TO GUVOAO
TWV OXETIKWV TTAPAPETPWV.

=  Amoguyl avdAnyng €pywv OTa OTToi  gP@avideTal
ooBapd evdexOuevo va TTPOKANBOUV avTITTAAGTNTEG
N/Kal OUYKPOUOEIG HE OUVTEAEOTEG TOU €UpPUTEPOU
eTmIXeipnoiakou TTepIBGAAovVTOG Tou MeAdTN.

o EmAoyA Zuvepyaoiwv ZkotmigotnTag & MNpooTiBéuevng Agiag.

e Emkévrpworn, AIOTTIOTiO KAl ZUVETTEIQ.

4.2.6. Emévduon o CRM cuotijuata

O1 AUoeig AIAXEIPIZHZ & EAEMXOY EMIXEIPHZIAKQN AEITOYPIIQN &
AIAAIKAZION - CRM amé 1nv Wellprojex , €@ATTTOVIal TOU OUCIOOCTIKOU
TTEPIEXOPEVOU QUTWV TWV TOCO ETTIKAIPWY TTAEOV OpwVv dIEBVWG.

AMwOTE, n opoloyia auTh TTPWTOYEVWG ouvioTatal o€ pia oeipd atrd
TTOPAUETPOUG TTOU  €XOUV va KAvouv JE TIGC €vvoleg TNG ZTPATNYIKAG, TNG
Emixeipnoiokig MoAImikAg kal Tng Zuotnuatikng MeBodoloyiag, eykaBioTwvTag Kal
utrooTnpifovTag éva dounuévo MeAATOKEVTPIKO OKETTTIKO OTn oUYXPOovn £TTIXEIPNON.

e Oeutepoyevég emmimedo, €va  amodoTikd ouoTtnua  AIAXEIPIZHE &
EAEMXOY ENMIXEIPHZIAKQN AEITOYPTION & AIAAIKAZION 6a Tpémel va
atroTeAei  TTPOIOV  PEAETNG Kal owoToU oxedlaopou, Aaufdvoviag utmown TIg
TIPOAYMOTIKEG avAyKEG TnNG oUyXpovng ETIxXeipnong, KaBwg Kal TIG OTIoIEG
IDIITEPOTNTEG TTOU TN XAPAKTNPICoUV DOMIKA, AsIToupyiKé Kal SIadIKAOTIKA.

H mpooéyyion Tng Wellprojex utrayopeletal atmmd autég TG BepeNIWDEIS apXEG.
O1 rpoTeIvOuEvEG AUCEIG TNG YIA AVTIOTOIXO CUCTANOTA EVOWUATWVOUV TEXVOAOYIKA
EPYaAgia aixung kal ouvodelovTal ato TIG avaloyeg uttnpeaieg MpooTiBéuevng Adiag,
TTAPEXOVTAG £TOI VA TTPAKTIKO ATTOTEAEOUA “UE TO KAEIDI OTO XEpPI™.

Mepairépw, ol ouyyeveic Auoeig CRM tng Wellprojex totmoBeToUv oTpatnyikd
TNV ovioTnTa TlEAGTNG™ (EVEPYOS KAl UTTOWNAPIOG) OTO ETTIKEVTPO TNG ETTIXEIPNOIAKNAG
Aeitoupyiag kal divouv ool TTPOTEPAIOTNTA OTAV  ATTODOTIKA Kal  SIaxXPOVIKA
€EUTTNPETNON TWV CUPQEPOVTWV TNG ETTIXEIPNONG TTOU aTToppéouv atrd Tn dlaxeipion
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TWV OXEOEWV HE TOUG TTEAATEG TNG, ME TEAIKOUG OTOXoUG TOOO T PBeATiwon Tng
€EUTTNPETNONG TWV TTEAATWYV TNG, OGO KAl TNV aUgnon Tng KepdoPopiag TnG.

Emonuaivetal 611 pe TIC avdAloyeg TrapeppPaoelg, or Avoceig CRM Tng

Wellprojex kaAUTTTOUV €T1TIONG TTANPWG Kai TIg Acitoupyieg AIAXEIPIZHE ZXEZEQN ue
MPOMHOEYTEZ kai ZYNEPIATEZ.

4.2.6.1. EmAoynA ocuothparog CRM

H emixeipnon Wellprojex E.lN.E. emméAeCe va xpnoipoTtroinoel To CRM ocuoTtnua
NOUS, T0 otroio eival éva cuoTnua oxedlacuévo pe mn Aoyikr) customer intelligence
WaOTE n €TTIXEipNON va gival o€ Béon avd TTAoA OTIYUN VA £XEI EVOTTOINUEVN EIKOVA
MNa:

o Ta épya TTOU EKTEAOUVTAI YIO KABE TTEAATN

o TIG EKKPEYEIG TTPOCPOPES

o TIig TTPOTIUACEIG KOl TO EVOIAPEPOV TOU KABE TTEAATN

o Ta mpoidvTa A TIG UTTNPETiEg TTou €xouv AdN TTapacXebei

o Tnv TapakoAolBnon cuvdpounTIKWY i GAAWV UTTNPECIWY

e Tnv XPNUATOOIKOVOUIKA TOU €IKOVA ( KOPTEAA KIviioewv O aTrd TPITO EUTTOPIKO
ouoTnua

o Tig KAio€ig help desk TTou €xel TTpaydaTOTTOINBEI
o TIG TEXVIKEG ETTIOKEUEG ECOTTAIONOU TTOU KATEXEI I XPNOIUOTIOIE

o Tig I®AOEIG TTOU APOopPOUV TOV Opyaviouod

To ovotnua NOUS civar éva TeAaToKEVTPIKO TTANPO®OpPIoKS CUCTNHO TTOU
O106£TEl éva HOvadIKO avTaywVIoTIKO TTAEOVEKTNHA, OUVOUALEl TN dIOXEIPION OXECEWV
meAateioag ( CRM) pe tnv TAAPN TTapakoAouBbnon OAwv Twv eVOOETTIXEIPNTIOKWY
AEITOUPYIWV.

Me avoIXTr) OPXITEKTOVIKI] woTe va €xel TN duvatotnTa  ETTEKTACNG KAl
TTAPANETPOTTIOINONG CUPQWVA HE TIG avAyKeS TNG KABe emmixeipnong, 1o NOUS eival
TTapAANAa  éva  TTPOIGV  TTPOCOPUOOHEVO  OTIG  IDIAITEPOTNTEG TWV  EAANVIKWV
ETTIXEIPNOEWV OANG Kal Ta dedopéva Kal Ta JeYEBN TNG EAANVIKAG ayopdg.
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2XeDIA0UEVO e TEXVOAOYIQ QIXUAG, TTAapEXEl TTANPN ao@aAcia dedopévwy, HeYAAn
TaXUTNTA, OIACUVOECIUOTNTO HE GAAEG €QAPHOYEG, TIAPEN €EKUETAANEUON Twv
ouvaTtoTATwy Tou internet kal TG TExvoAoyiag GSM kal QuUOIKG dlaxpoviKOTNTa OTNnV
agia Tou software.

Me 10 obotnua NOUS emropévwg n emixeipnon Wellprojex utropei va £xel avd mmaoa
OTIYUA:

o Aueon TpoéoPBacn o€ EVNUEPWHEVES OTATIOTIKEG

o Aueon mpéoBacn otn BAacon TPOIGVTWY

o YTOuaTto uttoAoyioud agiag TTpoo@opwY

o AutouaTtn evnuépwaon OAwV Twv TUNUATWY TToU EPTTAEKOVTAI OTNV TTapayyeAia

o Kartavonon Tou I0TOPIKOU KABE TTEAATN

o Anuioupyia KATAAANAWY TTPOIOVTWY — TTAKETWV

o AgioTToinon gukalpiwy Yia cross- sell og uQIoTAPEVOUG TTEAATES

o ’'ETOIMa Kal customized reports yia KGBe Topéa Kal avaykn TnG ETTIXEIPNONG

o AutOuatn Snuioupyia  TTPOCWTTOTTOINKEVWY  TTPOCPOPWY , €IBWV  Kal
UTTNPECIWV

4.2.6.2. Ekmaidsuon mpoowtrikoU ota cuoThpara CRM

H exmraideuon Tou TTpoowTrikoU oTa véa cuotAuata CRM 1mou e@&puooe n
eTaipeia Wellprojex, éyive o€ duo oTadia.

2T0 TTPWTO OTAdIO, 0 administrator Tou cucTpaTtog, dnAady auTtdg TToU
£€0Tnoe 10 oUOoTNUA, ékave To “job training” otoug uTTAAARAOUG TNG eTaIPEIag KB’ OAn
TNV OIdpKeEIa OTNOIYaTOoG Tou cucoTApaTog. Aéyovrag “ job training” evvouue Tnv
EQAPUOYI €VOG CUCTANATOG OUCIOOTIKAG EKTTAIOEUONG KAl AAAAYAS KOUATOUPOG TWV
utTaAAAAwWY TNG eTTiIXeipnong. Katd tn didpkeia autrg Tng diadikaciag o administrator
TTPOOdIOPIoE TO OPAUA, TOUG OTOXOUG KAl Ta €MBUUNTA ATTOTEAECUATA TTOU TTPOKEITE
va eTEABoUV oTnv €TiXeipnon amoé 1n xpron Tou cuoTthpatog CRM.( www.team.gr).
Katd tnv &idpkeia Tou TTPwTou autoU oTadiou yivotav Kal n ouviipnon Tou
OUCTAMATOG.

210 Og0TEPO OTADIO, O XPNOTEG TOU OUCTAMATOS TTapakoAouBnoav

CEPIVAPIO TPIWV  NHEPWYV TWV 5 WPWV WOTE va PTTOPECOUV VA KATAAGBOUV TO VEO
oUCTNPA KAl VO UTTOPOUV VA TO XEIPIOTOUV OWOTA.
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Quoikd, n TpwTN £LOOUAdA EQAPNOYNG TOU CUCTAMATOS ATAV TTIAOTIKA. ZTNV
TPWTN auTh eBOOUGda ETTIXEIPNOIOKNAG AEIToupyiag ‘€yive n Aeydpevn HETATITWON
o0edopévwy, dNAadR, N HETAPOPA TwY BEBOPEVWV Kal TWV ApXEiwV TTou dlaTnPoUcE n
emxeipnon oto CRM cuotnua. ETriong, katd tnv didpkeia autig g efOouddag
yIvOTaV KOl EVTOTTIOHOG Kal Ol B10pBwaEIg TUXOV TTPORANKATWY TOU CUCTAHATOG, WWOTE
T0 oUoThPa va PTTopéoel va ASIToupyAoel cwoTd Kal pe BAon TS avAykeg Tng

ETTIXEIPNONG.

4.2.6.3. EvVOeIkTIKOG TPOTOG AdiToUupyiag Twv AUVoeswv Alaxeipiong Kai
EAéyxou emixeipnolakwy Asitoupyiwv Kail diadikaociwv — CRM 1ng
Wellprojex

= 2Kiaypdenon Kal atroTUTTwon Tou TTPOoPIiA K&BE TpiTNG ovTdTNTAG TTOU
EVOIAPEPEI

= Opydvwon Kal TagIvOunNon TwV OXETIKWY TTANPOPOPIWY OE oxealakn Bdon
oedouévwy (RDBMS)

" lepdpxnon TTPOTEPAIOTATWY

= Alopdpewaon evog ETTIXEIPNOIAKOU TTAGVOU Yia TN SlaXEipIion Twy OXECEWV Kal
eTTa@wy Tou Emixeipnoiakou Opyaviouou WeE TIG TPITEG OVTOTNTEG TTOU TOV
evOlOQEPOuUV

= AvaAuTIKOG TTPOOBIOPIOUOG TWV OXETIKWY BIOBIKACIWY Kal TOU EUPUTEPOU
Aeiroupyikou povtélou Tou Emixeipnoiakou Opyaviouou

»= YAoTroinon Kal UTtooThPIEN TG EQAPHOYAG TOU TTPOKABOPIoHUEVOU OVTEAOU
aT1TO TO KATAAANAO TEXVOAOYIKO CUOTAUO

= AuvatétnTa dnuIoupyiag ETINEPOUG UTTOCUCTNUATWY £EEIBIKEUPEVNG
AeIToupyIKOTNTAG

»  Ta oxetikd mapadotéa evidooovTal OTa TTAIoIO TTPOSIAYPAPWV TWV dIEBVWG
KABIEPWHEVWY PHOVTEAWYV, WG TTPOG TN dOUNON VOGS OUOYEVOTTOINUEVOU
AgiToupyikou TrepIBaAAovTog e-collaboration / extended enterprise.

4.2.6.4. TAsovekThApata TwWV AVCEWYV Siaxeipiong Kail eAéyxou
EMIXEIPNOIOKWY AgiToupyiwv Kal diadikaciwyv - CRM

Ta TTAoveEKTAPATA TWV AUCEWV BIaxEipnong Kal EAEYXOU ETTIXEIPNOCIAKWV
Asiroupyiwv Kail o1adIkaoIAwv — CRM £ival Ta e€AG:

=  EpyaAcia ugnAAig TEXVOAOyiag Kal avoiKTAG APXITEKTOVIKNG YE BIEBV TTpdTUTTA
Kal TTpodIaypagés

= 2T1oIXEia uwnAou BaBuou TTpooapuoyAS o€ I8IRITEPES ATTAITACEIG
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»  Eupu @dopa TapadoTéag AEIToupyIkOTNTOG

= Agommoinon  duvatotitwyv  INTERNET kair  dlapoépewaon  ouvoAikou
mepIBaAAovTog HAEKTPONIKOY ENMIXEIPEIN

= AloouvdeoiydtnTa Kal oAoKAfpwon We Tpita cuotiuata oétmwg ERP, WMS,
POS, TnAemkoivwviokd Kévipa KATT, KoBwg Kal SIOTALEIG POVAdWY
TEPIPEPEIAKOU  €EOTTANICMOU  WOTE va [NV yivovtal JITTAOEYYPAPESG  OTa
OucTHPATO

= Anuioupyia evotroinuévou Kal @IAIKOU TTANPO@OpPIaKoU - ETTIKOIVWVIAKOU
TTEPIBAANOVTOG

= Y1ooTApI§n TTOAATTIAWY TPOTTWV ETTIKOIVWVIAG KOl GUVOAAQYWY

»  YTooTAPIEn ETTIXEIPNOIOKAG AsiToupyiag He OlooTTopd TTOAAWY  ONUEiwv
TTapouCiag

= YTooTAPIEN AEITOUPYIiaG METOKIVOUREVWY KOl OTTOPOKPUOHEVWY  XPNOTWV
(MOBILITY).

4.2.6.5. O@éAn amé Tnv e@apuoyr Tou CRM cuoThiparog

Ta o@éAn TTou TTpoEKUWAY , Yia TNV €TTIXEIPNON, atro Tnv Xprion Tou CRM
OUCTAMATOG €ival TA TTOPAKATW:

= BeAtiwon Tng eTTIXEIPNCIOKAG AEIToupyiag Pe Toug TTEAATEG, TOUG TTPOUNOEUTEG,
TOUG OUVEPYATEG KABWG €TTiong Kal TIG €VOOETTIXEIPNOIAKES  AEITOUPYIES
QvAUECO OTA TUAMATA TNG ETTIXEIPNONG

o [IAAPNG Kal €uxpnoTn uttooTEIEn Twv Asitoupyiwy MwARocwy, Marketing,
AlaAiuiong kai E€uttnpétnong petd tnv NMwAnon ( after sale service)

» BeAtiwon oTig kaptrévieg TG etaipeiag. Me tnv BonBeia @iATpwv TTOU
utmdpxouv ota CRM ocuoTtiuarta, n emixeipnon €xel tnv duvatdémnTa va
dlaxwpenaoel Toug TTEAGTEG — OTOXOUG Kal va OTeiAEl pdvo o€ auToUG TTPOTACEIG

= Ymmapgn oAokAnpwpévou @akéNou Tou KABE TTEAATN, O OTTOI0G EUTTAOUTICETAI
ouveXWG Me vEa Oedopéva, Pe atmoTEAeoUa ol UTTAAANAOI TNG €TTIXEiIpNONG va
yvwpifouv KABe Qopd TIG avAYKES TOU KABE TTEAATN LeXwpPIoTA

o goUOTUUOGOIEGE eUt aUTURGUOPOIEGE UTUBAUEOT eUt UtUuteUGEGT GRUUEEOT WU

UE GEURUIOEGE GR2GURT ‘:‘ GUTAU00, poOTERUBURD eUE O TUDAAUINO

o Egatopikeupéveg BIAdIKACIEG ETTIKOIVWVIAG, avTaTTOKPIONG Kal Olaxeipiong
TTEAATWV
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o Meiwon AsitoupylkoU KGOTOUG Kal evioxuon KEpOOPOPIag

o EA&TTWON TNG avdykng evaoxOAnong PE ECWTEPIKA AcImoupyikd ¢nTrpaTa Kal
TAUTOXPOVN ATTOBECEUCT) TTOAUTIMWY TTOPWYV

e Emkévipwon oTnv atmodoTIKA Kal KPiolun diaxeipion TTeEAATWV PE TTAPAAANAN
TOVWAON TNG ETTIXEIPNOIAKNG EEWOTPEPEING

o >uvtoueuon KukAou MNMwAnong
e Cross Selling — Up Selling

o [lpocéAkuon VvEwv TTEAATWV Kal pakpotrpdBeoun [leAateiaky Mot Ta
(Customer Loyalty)

o  Opydvwon. £€AeyXog Kal dlaxeipion KGBe TUTTOU KAUTTAVIOG
o BeAtiwon euplTtepnG ECWTEPIKNAG OPYAVWONG KAl TTPOYPANUATICHOU

o [lapaywyn, dlaxeipion Kai KOIVA xpron ToAUTIUNG TTANpo@dpnong

4.3. Emtuxng YAomoinon ‘Epyou CRM amé Ttov Opido
Vodafone

O Opihog TnAetTiKoIVwVIwY Vodafone otnv EAAGBQ, epdpuooe pia Auon CRM
oxedlaouévn armmd Tnv etaipegia AoyiouikoU Siebel, pe okoTé va kataAdpel KaAuTepa
TIG TTPOTIMAOCEIG TWV TTEAATWV TNG KOl VO TOUG TTAPEXEI BEATIWUEVES UTTNPETIES. AUTA N
AUon BonBnoe Tov opyavioud va PEIWVEI TO ETACIO TTOCOOTO ATTWAECBEVTWY TTEAATWV
KaTd 6,7%.

2XETIKA pe TRV Vodafone

H Vodafone otnv EAANGDBa, dAAote Panafon, eival Buyatpikry 1ng Vodafone
Group, pIag¢ ammd TNG MEYOAUTEPEG ETAIPEIEG TTAPOXNG KIVNTWV TNAEQWVWY OCTOV
K6ouo. Ztnv EAAGDa, T0 2003 , n Vodafone amaoyxoAouoe 2,500 uttaAAAAoUG Kal
TapAyaye 1ipo 1,2 dioekaTOPUUPIO EUPW. TO TUAPA TNAETTIKOIVWVIWY TNG €iXE MIA
Baon 3.7 exatopuupiwy TTEAATWV OTO TEAOG TOu louviou TOou 2004, TO OTTOIO
avTITTPOOWTTEVEI TO 34% TNG EAANVIKAG ayopds KIVNTAG TNAEQWVIaG.

O1 BaoikdTEpPOI avTaywvIoTEG TNG ival Tpelg. H Stet Hellas pe 2,5 ekatoupupia
meAaTeg, n Cosmote e 4,1 ekaTopuUpia TeAdTeg kal n Q- telecom pe 0,5
EKATOUMUPIO TTEAATEG. ApXIKA, ATaV Povo dUo ‘TTaixTeg’ otnv ayopd, n Panafon kai n
STET ( Twpa Wind), dpwg o avraywvioudg evidonke Petd Tnv otaBepotroinon mng
TNAeQwviag, kai n Cosmote UTIAKE OTAV ayopd TNAETTIKOIVWVIWY To 1998, evw
akoAouBnoe kai évag TETAPTOG aviaywvioTAg, n Q- phone. MNa va TTeTuXel o€ auTd TO
KAipa avraywviopou, n Vodafone 1TpooTtdBnoe va PEIWOEI TO TTOOOOTO OTTWAEIONG
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TTEAATWV TNG KABWG £TTIONG Kal va OTOXEUOEI OE VEOUG TTEAATEG, TTPOCPEPOVTAG TOUG
OUVEXWG UTTNPECIEG UWNANG TToI0TNTAG , ONUIOUPYWVTAG £TOI  IKAVOTTOINUEVOUSG
TTEAATEG.

MNa va TTeTuxel auToUg TOUG OTOXOUG, N ETAIpia aTTOQACIOE va €I0AYEl MIA
IoOXup TIpocéyyion oTtnv  dlaxeipion TPoBANuUdTwy Kal ouvdeong. ETriong,
TTPOOTTIABNCE va avaTtrTuéel €va ouoTnua diaxeipiong KAPTAaviag TTou va Ptropoloe
va BonBnoel Tnv Vodafone va augAoel To emmimedo diaripnong meAatwy TnG. H
avafdaduion Twv cuotnudtwv CRM &ekivnoe ota péoa tou 2000 kai kpdtnoe 5

M VEG.

Evépyeleg TTou €kave.

Apxikd, n Vodafone, xpnoigotoiouce Scopus CRM cucoTtiuata , wg éva
oloTnPa TNAEQWVIKAG oUVOEONG Kal Kataypa@hs TTpoBAnudTwy, duwg n eTaipia
xpeldlovrav va avapBaBuion 1 CRM e@apuoyés me. Ta va ptmopécel va To
katagépel autd, N Vodafone d1dAeEe éva ouoTtnua Tng eSiebel Communications woTe
va egao@alioel o duvatd cucTtripata CRM. O1 Asitoupyieg TTou TrepIAduBave ATav :

e Agia TTeAATN

e Alaxeipion TwWV OTTAITAOEWY TWV TTEAATWV

e To €idog Twv amaITAoEWV

e Alaxeipion vEwV TTEAATWV

o Alaxeipion kataypa@ng TTPORANUATWY Kal KATAYPAPHG TTAPATIOVWY

o XpRon e-mail yia amavTAOEIG TTPOG TOUG TTEAATEG, OAa Ta €I0EpXOMEVA @At
Kal e- mail Twyv TTeAaTWV JeTaoxnuaTti¢etal oe utTnpecia airfuaTog ( e¢aptdral
aTTo TOV TUTTO TOU QITAHMATOG) Kal TTpowBEiTal o€ KATAAANAO TURHA.

o CTI ( Computer Telephony Integration)

2UhQwva Pe Tov utrelBuvo Tng opadag CRM, K. Kapavtwvn, « O KupidTEPOG
AOYOg eTmIAOYAG auThG TNG ouykekpigévng CRM epappoynig fnTav 1o 6T yTropoloe va
EVOWMATWOET o€ OAES TIG TTAPATTAVW AEITOUPYIESY.

MNa Tov oxnuoaTiopd Tou cuoThuaTog CRM, n Siebel, egao@dAice TRV UTTOOTAPIEN
OAOKANPpWUEVWY oUoTNUATWY €&eIBIkeUpévwy yia Tnv Vodafone. TMoAudpiBueg back
office epapuoyég TpounBedTnKav aTrd TTOAAOUG cuveTaipoug, £TOI:

o Amé tnv Oracle TpounBeuTtnke 10 data ware house
o Amd tnv Compaq TpounBeUTnKe Ta oUCTHPATA dlaxeipiong dIKTUoU

o Amé Tnv Genesys TpounBeUTnKE TO AoyIOMIKS yia To CTI

TeAIkd, n Vodafone, evotroinoe 11 e@apuoyés CRM pe 1o Aoyiopiké CTI tng
Genesys yia va UTTOOTNPIEEI TIG EI0EPXOMEVES KAl TIG EEEPXOMEVES ATTAITAOEIG.
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Ta TTepiIcodTEPA ammd 1o TUAMaTa TnG ( Oikovouikd, Back Desk, Alavikwv
TTWARCEWYV Kal BIOKOTTWY) XPNOIMOTIoIOUV auTég TnG e@appoyég CRM. H Vodafone,
€TTiONG avETTTUEE Kal éva ouoTtnua help desk yia va diaxelpifeTal TIG ATTAITAOEIG TWV
utToAAAWY TNG. Zupgwva pe Tov K. Kapaviwvn « Akéun Kal 1o TAPa dioiknong
avBpwTtivwv TTépwv xpnoiyotrolei autég TiIc CRM AUceig woTe va WTTopEi va
dlaxelpifeTal KAAUTEPA TIG ATTAITACEIG TWV EPYACOPEVWIVY»

ATTé TV oTIyun TTou N oAokANpwBNKe 10 véo cuoTApaTog CRM ota péoa Tou
2000, emmmAéov AciToupyieg TTPOOTEBNKAV WOTE va UTTOPECEl N ETMIXEipnon va
ammokTAoEl real- time TTapakoAoUBnon Twv TTWAACEWV Kal yia va BEATIWOEl TIG
dladikacieg Tou marketing KauTraviag. AUTEG Ol ETTITTPOCBETEG AsITOUPYiEG €ival:

e Aloxeipion TAIPIKWY TTWAACEWV

o YTr0- povdada marketing yia ypriyopo oxediaouo, TTPOETOINATIA KOl EKTEAECN
TWV BIAPNUIOTIKWY EKOTPATEIWY, KABWG ETTIONG Kal HETPNON TWV AVTIOPACEWYV

Ta kUpia Kal CUVOAIKG atroTeAéopaTa ATav 1o 0TI N Kaivoupia Auon CRM Borénoe
TNV Vodafone va peiwoel To ETA0I0 TTOOOOTO ATTWAEING TTEAATWYV KATA 6.7%. QoT600 ,
QuTA N onuavTikA BeATiwon dev PTTopei va e¢ac@aiioTei udvo pe Ty Xpron Twv CRM
epapuoywyv. H dioiknon Tng Vodafone TrioTelel TTwG 0 AGyog TTou 0dyNoe O auTh
TNV e€mTuxia €ival n yvwaon Kal n eutreipia mmou €xel n etaipia otnv xprion CRM
TEXVOAOYIWV.

MepioodTepa amd 300 TNAEPWVIKA KEVTPA Kal THAPATA TTwARocwy, marketing kai
Oleubuvoewv NG Vodafone xpnoipgotroiolv autég Tic CRM e@appoyég. Me tnv
BonBeia auTwy TWV EQAPHOYWY, KATAPEPAV VO CUYXPOVIOOUV Kal KATEUBUVOUV OAEG
TIG TrEAATEIOKEG OAANAETIOpACEIG péoa ATTO TTOANATTAG KavAAla, OTTwG, TNAEQWVQ,
e-mails, TTPOCWTTIKEG CUVAVTAOEIS , postal mails kai @ag.

Emiong n epapuoyéc CRM BoriBnoav Ttoug uttaAAAAoug va BeATIWOOUV TNV
TEAATEIOKA €EUTTNPETNON, VO QUENCOUV TNV TTOPAYWYN KAl VO WEYIOTOTTOINCOUV TA
€1000NHaTA. Ta TNAEQWVIKA KEVTPA TNG £TTIXEIPNONG AAPBAVOUV TWPO TTEPICOOTEPES
ammd 45.000 epwtioeig KéBe pépa — TTOU 1I00QUVAPOUV [E TTEPICOOTEPA atmmo 14
EKATOUMUPIO TNAEQWVPATA TOV XPOVO. To AoyIouIkKG auTopaTtotroinong tou workflow
Kal Twy d1adIKaoiwv augnoewg, Bondnoe Toug avTITTPOCWTIOUS Va £Caoc@aAicouv
avaAuoeig avw a1réd 1000 KaTaypappévwy TTPORANKATWY KABE pépa.

H autopaTotroinon twv workflow duvatotAtwy TG CRM epappoyig, porbnoe
TNV €TTIXEIPNON va dIoIKACEI KAAUTEPO Kal KABEVA EEXWPIOTA , Ta TNAEQWVAPATA auTd
a1TOdOTIKA Kal €TTayyeAUaTiké. O1 avTITTpOowTTol TWV TTWAACEWY TTAEOV GuvdEovTal
QUTOMATA PE TOUG TTEAATEG Kal YTTOPOUV va BPOuv OTOIXEi yia TO TTPOIOV Kal TIG
uTTNPECieg , Gvoua Aoyapiaouou, dIOBECINOTNTA KAl YEWyPa@IKA oTolxeia. ETTiong,
MTTOPOUV va eAEYEOUV TO €i00G TWV TNAEQWVIKWY AITNUATWY TWV CUVOPOUNTWV.

H diadikaoia profiling Twv TNAE@wvNuaTwy, Bondd €1Tiong TOUG AVTITTIPOCWTTOUG
va  auéoouv TNV  TTAPAYWYIKOTNTAG Toug. H  PBaoi{dpevn oto  Workflow
aAANAeTTiIOpaon Tou XPAOTN, TTAPOUCIALEl TIG KATAAANAEG EPWTACEIG KAl TTANPOPOPIES
TTou XpelddovTal Kal €701 ETTITUYXAVETAI N KOBOodynon Twv avTITTPOCWTTWY PECW
MIag aAAnAouxiag BNUaTwyY Baciféueva OTIG ATOMIKEG ATTAITHOEIG KABE TTEAGTN.
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Qotéoo, o K. Kapaviwvng divel éugacn oto 0Tl « gival TTOAU dUOKOAa va
KataAAgoupe o0€ KATTOIO CUPTTEPACHO atmmd Tnv avénon  Tou apiBuol Twv
ATTaVTNHEVWY TNAEQWVNUATWY KABE uépa. ZNAPepa, n dlaxXeEipion Twv  UTINPEECIES
KIVNTWV TNAEQUVWY €XEI TTOAAEG TTEPIOOOTEPEG UTTNPETIEG va TTPOUNBeUCEl, TTPAYHO
TO OTTOI0 ONUAIVEl TTEPICOOTEPA TNAEQWVHHATA OTA TNAEQWVIKG KEVTPA 0€ OUYKPION
ME 3 Xpovia vwpiTEPa.»

O K. Kapavtwvng emonuaivel 61 n uioBETnon evéog kaivoupiou CRM cuoTApaTog
Oev €yIve Xwpig dUOKOAIEG. ApyIkd, ol UTTAAANAOI gixav TTpOBAANATA KATA TNV XPron
Tou CRM. Ouwg, Adyw TNG €UTTAOKNAG TwV UTTAAAAAWY, n dladikaoia uioBETnong Tou
CRM ouoTtuaTog TEAIKA TTETUXE.

Katd tnv Oidpkeia uioBétnong tou CRM, 6Aa T1a péAN Tng oupddag CRM
TTapakoAouBnoav oepivapio ammd tnv Siebel yia 2 Bdouddeg. To 1TOCOOTO TNG
TIPOOWTTIKAG CUMMETOXAG ATAV uywnAd kal , péoa oTo BIGOTNPO TwV 5 TTPWTWY
MNVwv, 6Aol ol uTTdAANnAoI gixav TTapakoAouBrioel TTOAAEG TTapouaidoelg TG Siebel (
omTwg kautravieg marketing, agooiwon TeAatwy, email avramokpion K.d.). WOTE va
€€oIKeEIWBOUY pe 1o oloTnua CRM. ATTO Tnv OTIYH TTOU £E0IKEIWBNKAV HE TO TTPOIOV,
£yIve TO BACIKO epyaciakd Toug epyaAeio .

‘Eva akoun TpdBAnua ATav n getagopd Twv dedouévwy atmd Tny TTaAid e@apuoyn
oTnVv Kaivoupla. H eTmxeipnon, yia va QvTIUETWITIOE! aQuTr TNV TTPOKANON, ETTPETTE
apxIKa va atro@acioel Kal va eAéygel Twg 10 Scopus Business Logic ( To maAhid
ovotnua CRM) Ba utropouce va evowpatwBei pe 10 Kaivoupio. ‘ETreira, agou
KATAQEPVE VO eVOWMATWOEl OAa Ta amapaitnta  dedopéva Ba  ETTPETTE  va
mpaydaTtotroioel éva data/ field oxediaoud. Otav TeAIKA Ba KaTdgepve va TaIpIAEEl
TIG OXETIKEG UTTO-POVADEG WE TNV METAPOPAE TwV dedouévwy, Ba ATav TTIo eUKOAA va
TTPAYHOTOTTOINCEI ETTITTAEOV E10AYWYEG KAl BEATIWOEIG.

Qotdéoo, TTap’ 6An TNV UTTAPEN QAUTWV TWV TEXVIKWV TTPOKAACEWYV, N EUTTEIPIO
aTTEDEICE OTI O OPYAVWTIKOG KAl O AvOPWTTIVOG TTAPAYOVTAG €ival TO iBIO0 ONPAVTIKOI ME
TOUG TEXVOAOYIKOUG TTapdyovTeg Katd Tnv dladikacia uioBetriosic CRM epapuoywy.

[ Tnyh: www.ebusiness.org]

44. Emituxng YAotroinon 'Epyou CRM atré Tov OpiAo Logistic
Services Hellas A.E.

ZXETIKA ME TNV ETAIPEIA

H etaipia Logistics Services Hellas AE (LSH) péAog Tou opidou EATEKA A.E.
gival o véa emyxeipnon (1dpubnke TO 1997) e  QVTIKEIMEVO TNV  TTAPOXNA
oAokAnpwpévwy uttnpeciwy logistics (atroBrikeuon, picking, &iavour, utTnpeaieg
€EUTTNPETNONG TTEAATWYV, OVOOUOKEUQGTIEG, ETIKETOKOAANOEIG, reverse logistics) yia
TTpoiévTa TPITWV (ATTOBETWY), TNV ATTIKA Kal TNV uttéAoITTn EAAGDQ.
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H etaipia €xel Tnv €dpa Tng oTnv Treplox «Oéon XaBwol MayoUAa ATTIKAG»
Kal dlatnpei €TTiong Kal utrokaTdoTnua (atmodnkn) oto 30 XAW. TNG Aew@dpou TiITdva
otn 6éon NMAakwToé otn MayouAa ouvoAiKng emmigavelag 11.000 1.u. EguttnpeTouvTal
apkeToi amobéTteg (Bulk & m-logistics), evw dlakivouvtal KaBnuepiva TrepioodTepa
atrd 30.000 €idn o€ €va mreAatoAdyio 30.000 onueiwv TTaveAAadIKA.

20ppwva pe TNV ka KopopnAd lwdavva, Avtirpoedpo kal AliguBuvouoa
2UuBoulo TN LSH A.E., atmrogaciotnke n oAAayl Tou TTANPOQOPIOKOU TOUG
OUCTAMOTOG WOTE va KOAU@OOUV avAaykeg oAOKANpwEéVNG TTapakoAoubnong Kai
QUTOHATOTTOINONG OAWV TWV EPYACIWV TTOU AQOPOUV OTIG KIVIAOEIG TNG aTToBrRKNG,
OTTWG:

o [lapaAaBég eptropeundTWY,

o TOTTOBETNONOE €IBIKESG BETEIQ

®  OVOOUOKEUODIEG,

e ave@OBIaOUO Béoewv dlaAoyng
e picking

e packing,

e dlaxeipion @opoAOYIKNG aTToBRKNG

Zntouueva ATav  €TMionNg n  TANPECTEPN KAl TaXUTEPN TTANPOPOPNon  Kai
€EUTTNPETNON TOOO TWV ATTOBETWY TOoug OCO0 Kal TOU TEAIKOU TTeAATN. AOyw TOU
MEYAAOU OYKoU BIAKIVIOEWY, TNG TTANBWPAG TwV €18WYV, AAAd KAl TwWV aTTOBETWV OAEG
0l KIVAOEIG OTO TTANPO@OpPIoKG CUCTNPG Ba TTPETTEl va yivovTal €UEAIKTO KAl GTOV
ATTAITOUPEVO XPOVO.

H LSH emméAege AUoeig evog peydAou eAAnvikou s/w house (Singular Software
A.E.), yia Tnv uAoTroinon €vog eviaiou OAOKANPWHEVOU TTANPOPOPIOKOU CUOTHHUOTOG
TTou KaAUTTTouV EpTtropikr) Alaxeipion, Oikovopikr Alaxeipion, Alaxeipion Mayiwv,
E@odiaoTikn Alaxeipion Atmonkwy, Third Party Logistics (3PL).

EmimmAéov, onuavTikéTaTto Adyo oTnv £TTIAOYH QTTOTEAEOE KAl TO YEYovOg OTI n AUon
oAokAnpwvel TIG Asitoupyieg Enterprise Resource Planning (ERPs) kai diaxeipiong
€QOJIAoTIKAG aAuCidag KATw aTrd éva eviaio TepIBAAAOV AciToupyiag 6TTou OAa Ta
OUCTAMOTA ETTIKOIVWVOUV QUTOPOTA PETOEU TOUG, XWPIG TNV TTPOCBAKN E£TEPOYEVWV
EQPAPUOYWV.

O okotdg ToU €pyou OAAG Kal N AUon TTou dOBNKE €TTIKEVTPWONKE KUpiwg oTa
TTOPAKATW:

e QUTOMATN EVNUEPWON TWV EIBWY, TTEAATWVY AVA OTTOBETN

e TTAAPN TTapaKoAOUONON TWV ATTOBETWYV KAl GUVOECT TOUG HE €idN
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e gU@Avion Tou AoyioTIKoU uTToAoiTTou €1dwv ava atroBéTn, €@odiaoTIKOU
uttoAoiTTou ava atroB€tn, Tou PBIBAiou amoBrikeuong avd ATToBETn,
CUPQWVia Aoyapiao Wy UTTOAOITTWY avda atroB€Tn

e TIAPN TOpaKOAOUBNON Twv TIAPAAABWY TwWV EPTTOPEUNATWY avd
atmoB€étn. Mia  mapoAafry  pTTopEl  va  €ival  TTPOYPAUMATIONEVN N
OTTPOYPAUPATIOTN.

e QUTOMATN evnuépwon Twyv TapaAafwy avd atrobETn Kol autéuaTtn
dnuioupyia cuvodeuTikoU TTapaAaBnc (AA Ttou TTpopnBeuTh 1 To Packing
List). Tivetal ouykpion TOU PE TO TTPAYMUOTIKO OUVOOEUTIKO Kal d10pBwaon
Kal KaTomiv  dnuioupyia €VIOAAG aTTOBAKNG yio TNV €1I0aywyr Twv
EUTTOPEUNATWY. ZTNV EQAPUOYI KOTOXWPEITAI N TTPAYMOTIKA TTo0oTNTA
TTOU METPABNKE Kal PE TNV OpPIOTIKOTTOINON TNG TTapaAaphg (AeATio
Eicaywyng), evnuepwvetal 1o E@odiacTiké & AoyioTikd YTToAoitro. Tuxév
OIaQOopPEC 0 OXEON ME TO OUVOOEUTIKO TTAPAOTATIKO, ETTIOTPEPOVTAI WG
mAnpogdépnon  otov  AmoBETn. Kataypo@r)  eAAEIJPATWY  Kal
TTAeOVAOUATWY avd aTToB£TN Kal EVNPEPWOT) TOUG

o quTOMATN €I0Oywy Twv TTOPAYYENIWV Twyv oTroBeTwy. ATO  TIG
Tapayyelieg  ekdidovTal OeATid OTTOOTOAAG YIO TOUG TTEAATEG TWV
ammoBeTWwV Kal 0To TENOG KABe pAva n LSH TipoAoyei Toug atmoBéTeg ue
Baon Ta oToixeia TIMOAGYNONG TTOU £XOUuv CUPPWVNBEI avd atroBEéTn Kal
TTOU EVNPEPWVOVTAI OTTO TO UTTOOUCTNUA TNG €POBIACTIKNG dlaxeipiong
QTTOBNKWV.

o evNUEPWON TWV ATTOBETWV VI TIG TTAPASOOEIG TTPOG TOUG TTEAATES TOUG.

e XAPTOYPG®PNON TwV OTTOONKWY Twv OTToiwv oI B€0eIg ammoBnikeuong
opiovtal ammd 3 TTPOCBIOPICTIKE XAPOKTNPIOTIKA (OUCTOIXia, KUWEAN,
eTTiedo). O1 Béoeig avhkouv AeIToupyiKG o€ BIakpIToUg TUTTOUG TT.X.
storage, picking, K.A.TT Kal £XOUV ATTOBNKEUTIKA XOPAKTNPIOTIKA, WOTE VO
TTpoodIopifeTal N CUUTTEPIPOPA Toug. Evidg Twv ATTOBNKWV €xX0uv
dlapopPwoei ZWVEG ATT081KNG avd ATT00£TNn oT0
Storage, 61TOU €Kei KATA TTPOTEPAIOTATA OTTOBNKEUOVTAIl TA EUTTOPEUUOTA
Toug Bdoel TUTTWV Béoewv avd atmoBéTn, TUTTOU €idoug Kal PeBOdwvY
atroBrkeuong

e OT0 picking

e 0T diadikaoia packing
e 0T CUUTITUEN OUCKEUQOIWV

e OTNV TTAPAKOAOUBNOT TWV EPYATCIWV TEAWVEIOKWV XWPWV

Ta oNPAvVTIKOTEPO AEITOUPYIKA KOl ETTIXEIPNUATIKA OQEAN TTOU £XOUV TTPOKUYEI
a1rd TN OUYKEKPIMEVN AUON gival:
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e QUTOMATN ETTIKOIVWVIa PETAEU TNG LSH Kal Twv atmoBeTwy NG
H emkoivwvia autr yivetal o€ kaBnuepivr) BAon Ta OTOIXEIQ TwWV OTTOIWV
gloayovTal autéuata otnv e@appoyn Singular Enterprise peiwvovtag
ONMAVTIKA TO XPOVO KATaxwpenong Twv OeATiwV TTapaAang atmd Toug
aT1TOB£TEG OAAG KOl ATTOOTOAAG TTPOG TOUG TEAIKOUG TTEAATEG KABWG KAl TNV
mOavoTnNTa AABWYV KAl ACUUPWVIWY.

e TTANPNG EVNUEPWON TWV ATTOBETWV YIa TIG KIVACEIG TTOoU yivovTal atrd tnv LSH
yla Aoyapiaouo Toug.

e TTANPNG QUTOUATOTTOINON KAl €AEYX0G OAWY TWV dIadIKACIWY TTOU GPOoPOUV
OTIG ATTOBAKES KAl TNV
opydavwaon auTwy

o TTAAPNG cUENIGia KAl GUEDN €CUTTNPETNON TOOO TWV ATTOBETWYV OO0 Kal TWV
TTEAATWY TOUG GTOV
QTTAITOUPEVO XPOVO, TTAPEXOVTAG TTOIOTIKEG UTTNPECIES KAl AUEDN AVTATTOKPION

4.5. Emtuxng YAotroinon Epyou CRM atré Tov OpiAo OTEGIobe
atrdé Tnv Cognity

ZXETIKA pe TV Cognity

H Cognity dpaoTtnplotrolgital oTnv TTapoxrn uwnAou €mTTESOU TTPOIOVTWY Kal
UTTNPECIWY  TTANPOYOPIKAG OTIG HEYOAUTEPEG €TAIPEIEG TNG €AANVIKAG ayopdc.
ATTOOTOAN TNG eTaIpEiag eival va TTPooBETEl agia oTa £pya Kal TOUG ETTIXEIPNUOTIKOUG
OTOXOUG TWV TTEAATWV TNG.

Cognity TpowBei kal utrooTnpifel Kopu@aia TTPOIGVTA  AOYIOHIKOU TNG
TTAYKOOMIag ayopds. H eutreipia TG €omiddeTtal Kupiwg oToug Toueic Tou: CRM,
Enterprise Application Integration & SOA, Business Intelligence — Analytics, Business
Support Systems kai Data Quality, émmou 1ta oTeAéxn Tng OSl0BETOUV PAKPA Kal
aTTodEDEIYUEVN EUTTEIPIA.

MapdAAnAa, n Cognity S108£Tel ONUAVTIKA EUTTEIPIA OTOUG ETTIXEIPNMATIKOUG
KAGdoug Twv TnAemkoivwviwy, Tpatmedwy, XpnUATOOIKOVOUIKWY  YTTNPECIWY,
QappakeuTikwy, KartavaAwTikwyv Ayabwyv, Evépyeiag kal Biounxaviag, diabétel de pia
OO TIG MEYOAUTEPEG, EUTTEIPOTEPES KAl APTIOTEPA KATAPTIOPEVES OUAdES UAOTTOINONG
épywv Siebel CRM kai Order Management otnv €AANVIKr ayopd. 210 TTEAATOAOYIO
NG TepIAauBavovTal Kopuaicg etaipeieg, 6mmwg ol Wind, Vodafone, Cosmote,
GloBul (Bulgaria), Cosmote Romania, AMC (Albania), OTE, OTEGIobe, Forthnet,
Cosmofon (FYROM), Tellas, On Telecoms, Net One, Vodafone Albania, Intralot,
Boehringer Ingelheim, Imperial Tobacco k.&.
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TéNog, n Cognity dlatnpei 10xupéc ouvepyaoieg pe tTnv Oracle, Tnv BEA
Systems, v Intec kai Tnv Trillium — Harte Hanks, péow Twv otoiwv TTPOCQEPEl
uttodour, Tou ouvduadduevn ME TNV TEXVOYVWOIa TNG, OUVEICQPEPEI OTNV
QvaTTITUEIOKA  TTopEia  Twv TTEAQTWV  TNG, €Eao@aAidovtag Tnv amodoon Twv
eTTEVOUCEWY TOUG OTOV TOPEQ TNG TTANPOPOPIKAG.

ZXETIKA pe Tnv OTEGIlobe

H OTEGIobe, péAog Tou Opidou OTE, &ekivnoe Tnv eUTTOPIKA dpaoTnpIdTNTA TNG TOV
OkTwppIo Tou 2000 pe oKOTTO va aTTOTEAEDEI £va EUENIKTO ETTIXEIPNMATIKO OXHA TOU
Oupidou OTE yia Tnv oAoOKANpwuEVn €GUTTNPETNON TNAETTIKOIVWVIOKWY TTOPOXWV KOl
MEYAAWY ETAIPIKWVY TTEAATWV PE BIEBVN TTapouaia, YEow eEEIBIKEUPEVWY Kal UYPNAAG
ToI6TNTAG DIEBVWIV UTTNPETIWV.

H OTEGIlobe Trapéxel Mia eupgia  yKAPA OAOKANPWUEVWY  UTTNPECIWY
dlacuvdeong, OEQOUEVWY, XWPNTIKOTATWY KAl QWVNAS HECW TPIWV IDIOKTNTWVY DIKTUWV:
Tn d1eBvy TAaT@Opua TToAAaTTAwY utnpeciwv MPLS/IP (MSP), to DWDM/SDH
uTTEP-UWNAWY TaxutATwy dikTuo GWEN kai To DWDM/SDH utrep-uywnAwy TaxutATWyY
AloBaAkaviko Aiktuo (TBN).

MapdAAnAa, n OTEGIlobe &iaxeipietal Ta AigBvA TnAe@wvikd Kévipa Tou
OTE ka1 1Ig Trapadooiakég Oiebveic dlaouvdéoelg Tou (Bilateral / Hubbing
Agreements) kaBwg etiong kal TG O1EOvei¢ dlaouvdéoelg Tou dikTuou OTEGIobe
(Tier 2 AigBveig Mapdyoug, EvaAAakTikoug, ETaipeieg KivnTrg KATT ).

2Tnpiypévn otn pakpd eutmreipia tng Cognity oe épya CRM, n OTEGIobe
TTETUXE TNV IKAVOTTOINON TWV APECWY ETTIXEIPNCIAKWY TNG OTOXWV UE TV UAOTTOINON
ToUu ouoTuaTtog CRM o010 Xpovikéd SIACTNUG TwV TPIWV HOAIS UNVWV.

To €pyo autopaToTrolei TTAApwWG TN dlaxeipion Twv cuuBdoewv 1ng OTEGIobe
ME TOUG TTEAATEG TNG, EVW E€TITAXUVEI KAl dlao@aAidel Tn diekTTepaiwar] Toug atrd OAa
Ta eUTTAEKOUEVA TUAMOTA TNG €Taipeiag. ETmTAéov, KAAUTITEl OAeg TIG SladiKaaieg
TapakoAouBnong BAapwv (trouble tickets), oe ocuvdpTtnon pe Ta oxeTik& Service
Level Agreements.

CZEKIVWVTOG TN ouvepyaoia pag pe Tnv Cognity, Béoaue atmd koivou uywnAoug
Kal amautnTikoug oT1éxous. H uAotroinon tou €pyou €yive 0€ OUVTOUO XPOVIKO
IAOTNUA KAl PE TNV ETTITUXNMEVI OUPPETOXA TWV ETTIXEIPNOIOKWY XPNOTWV TNG
OTEGIobe utrooTtnpixBnke TARPWG TO0 OUVOAO TwV TTPOdIAYEYPAUMEVWY AVOYKWY
Magy», dnAwvel n kKa Néva lMapaokeuotrouAou, Operational Support Director Tng
OTEGIobe. «H pebodoloyia Tmou akoAouBnoe n Cognity katé tnv uAoTroinon Tou
€pyou KOBWG Kal n EKTETOMEVN EUTTEIPIA TNG UTTAPEAvV €TTiONG ATTOQACIOTIKOI
TTAPAYOVTEG YIA TNV ETTITUXIO TOU £pYyOU».

Katd 1n di1dpkela Tou OXedIAOPOU Kal Tng UAOTTOINONG OUVEPYAOTNKE
e€e1dIkeupévn oudda ouppBouAwy CRM tng Cognity pe TIg opddeg Twv A/vowv IT,
MwARoswy, Marketing Kal Texvikou ™G OTEGIobe.
To ouoTnua evtaxdnke apuovikd otnv utrodoun Tng OTEGIobe, evw oTta oxédia TnNg
eTaipeiag dn PpiokeTal n oTadiakn ETTEKTACN TNG AEITOUPYIKOTNTAG TOU.

[ TTnyn: http://news.pathfinder.gr]
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4.6. Emtuxng YAomoinon 'Epyou CRM amé tov OupiAo BATHZ
Texvikn A.E.

H etaipeia Batng Texvikn A.E. (aTTOKAEIOTIKO service pnxavnudaTtwy Carrier /
Toshiba oikiokoU & nuikevTpikoU KAIaTiopou €wg 60.000 BTU), akoAouBwvtag
oT1aBepd avodikn TTopeia, eEuttnpeTel TTAEoV €va oTaBepd augavopevo TTEAATOAGYIO
KOAUTTTOVTOG YEWYPAPIKA OAn Tnv EANGSa. KUplog oTOXOG TNG €TQIpEiag ATav n
aTTOAUTN KAAUWN TWV AVOYKWY Tou TTEAATN, OTO PIKPOTEPO dUVATO XPOVO Kal PE TN
MeyaAUTepn duvatr amoTeAecpaTikOTNTA. lpog Tnv emiteu¢n autol Tou OTOXOU
KpiBNKe amapaitnTo va TTPOCEYYIOTEI PE OMIOTIKG TPOTIO N TTAPOXN UTTNPECIWV
TEXVIKAG UTTOOTAPIENG (Service) TTpog Tov TIEAATN, KATI TTOU Onpaivel TTAfpn
TTapakoAoUBnon Twv KANCEWY, KaTaypa®rn Twyv OeSdoPEVWY, au@idpoun ETTIKOIVWYIa
Kal on line dpopoAdYNoN TWV TEXVIKWV.

H etaipia dev ptropduce va Asitoupyioel pe éva poviéAo SaaS, kabuwg
atmmaitouvtav ouvdeon NG CRM e@apuoyrig e GAAa cuoTAuata AOYICHIKOU Kal
hardware.

2€ TIPWTO €miTTedO UTTAPXE ETTITAKTIKY AVAYKN yia éva eKTEVEG oUOTnUaA
OlaXeipIoNG TWV EICEPXOMEVWY KAROEWY e duvaTOTNTO AUEONG KAl AETTTOMEPOUG
Kataypa@ng tou TpoBAfuaTos. H TTAnpogopia autrp Atav IBIRITEPA ONUAVTIKO Va
Kataypd@etal pe éva TPOTTO dounuévo TTou Ba eTTETPETTE TNV on line TTapakoAouBbnaon
TWV TTPORANUATWY KAl TWV TTOPEXOUEVWY UTTNPEECIWY avd TTdoa OTiyur}, atmmd Tnv
KATAYpPAQr] TOU AITAPATOG PEXPI TNV aTToKaTdoTaon Ths BAABNG.

AuToé onuaivel duvaTtdTNTa AUTOPOTOTTOINONG E0WTEPIKWY OIABIKACIWY Kal
opyavwon Tng eTaipeiag 1600 o€ eTiTEdO TTEAATN OCO KAl O€ ETIXEIPNMATIKO. To
ovoTtnua éxel dounBei WOTE va KaTaypd@el TNV ETTIKOIVWVIA PE TOV TTEAATN, vd
QTTOBNKEUEI OTNV KAPTEAA TOU £yypa@a TTOU OXETICOVTAI PE QUTOV Kal ETTITTAEOV va
uTTEVOUWICEI OTO XPNOTN €PYOOieg TTOU TTPETTEI va YivOouv HE nUEPOAOYIOKN O€Ipd.
TéNOG n duvatdTNTA TTAPAYWYNG EIBIKWY avVAQOPWY, ETTITPETTEI OTNV ETAIPEIA TNV
KATAYpPAQr TNG ETTIKOIVWVIAG TNG ME TOUG CUVEPYATEG KAl TTPOPNBEUTEG TNG, OTOIXEIR
atrapaitnTa Ox1 ovo yia tn Aloiknon g eTaipeiag, aAAd kai TNV odaAn €EEAIEN OAwV
TWV S100IKACIWV.

H emixeipnon €méAege oav Auon Aoyiopikd TTou gival fdn eyKaTEOTNUEVO OTNV
ETIXEipnon kar Oxl Aoylopikd TO OTT0i0 Ba PTTOPOUCE va XPNOIYOTIOINCEI Oav
utTnpeoia. AUt To €KaVE yIaTi, CAPECTATA N UTTPECia SaaS, Ba ATav icwg n 16avIkr
AUon yia eTaipeieg ol otroieg dev Ba ABeAav va eKTAPIEUOOUV éva ONUAVTIKG PEPOG
TWV TTOPWV TOUG Kal ATTAG va TTANPWVOUV [ia cuvdpopr] AEIToupyiag Kal UTTooThPIgng
Tou TTpoypduuaTtog. MapdAAnAa éuwg Ta TTPoTUTTA OoXediaong TTou Toug didovTal
TPETTEl VO KOAUTITOUV €UPEWG TO @QACHa Asitoupyiag Toug. H etalpeia pag dev
MTTOpOUCE VA AEITOUPYNOEl KATW OTTO £va TETOIO TTPOTUTTO, KABWG UTTHPXE N avAaykn
va evowpatwBouv oto CRM kai dAAa cuotipata (ERP, PDAS, TnAspwviké KévTpo,
E@apuoyn) ApopoAdynong TeXVIKwy K.a.) Kal va TTPOCAPUOCEl TIG ECWTEPIKEG HAG
oladikacieg pag, OTwg Kal TIG dladIkaoieg oxéong avBpwTTivou OUVAMIKOU Kal
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TTEAATWV. YTTAPXOUV TTOAG TTAEOVEKTAPATA KAl PJEIOVEKTAUOTA OE AQUTH TNV UTTNPETia
Kal N KABe eTaipeia Ta avaAUel Kal ETTIAEYEI QUTO TTOU KOAUTITEI TIG AVAYKEG TNG.

H etaipeia Sieben EMNE, n otroia TTpaypaToTroince TNV £€yKAtaoTaon Kal TNV
TTapapeTpoTroinon Tou Microsoft Dynamics CRM, mmpoodppoce 10 TTpOypauua PeTa
a1rd Mia avaAuTIKR) KATaypo@r Twv avaykwy Tng etaipeiag pag. Me autd tov 1poTTO
KAAU@BNKav TTANPWGS OAEG OI ATTAITHOEIG JOG TOCO ava TUAMA, 600 Kal avd XprioTn Je
OKOTTO TNV atTPpOOKOTITN AEITOUPYIQ TWV ECWTEPIKWY HAG OIaBIKACIWY.

To Microsoft Dynamics CRM ouvéBaAAe oTnv augnon Tng TrapaywyikdTNTag
TWV gpyadouévwy (TTooooTO TTou EeTTePVA TO 45%), oI oTroiol &g XpelddeTal TTAéov va
Kataypdouv xeipdypa@a TTANPOPOpPIES Kal va avalnTouv oTolxeia o€ dIOPOPETIKA
KABe @opd onueia. OAeg o1 TTAnpoopieg eival TTAEOV CUYKEVTPWHEVES KEVTPIKA, Eival
ouvartn n 1epdpxnon Twv €PYaoIwy, N KAAUTEPN Kal OTTodOTIKOTEPN OIAXEIPIOTIKA
aTTeIkéVIOonN Kal éva IKavO oUoTNUa va KaGAUWEI TTANPWGS TIG avAyKES TNG ETTIXEIPNONG.

[ TTnynR: www.netweek.q]

4.7. Emtuxng YAomoinon ‘Epyou CRM amdé Ttov Opido
KwtoépBoAog.

O Ouihog KwtobdBoAog, n Kopugaia eTaipeia NAEKTPIKWVY €10WV oTnv EANGSa
Tou TepIAauBavel Tig eTaipeieg KwTtodBoAo kai Electro World, avakoivwoe TTwg ol
TTwANoeIg Tou aviABav ota € 495,3 ekatopuupia (2006/07: € 437.0 ekaTtouuupIa)
onueiwvovtag augnon katd 13%. H alvénon Twv TTwAocwv o€ 10000vauo apiBud
KataoTnudtwy aviABe oto 4%. O Oupidog KwrtodBorog avrkel otnv DSG
International Plc, pia a11é TIG KOpUQaiES €TAIPEIEG NAEKTPIKWY €1dWV 0TV Eupwtrn, n
OTTOia ETTIONG AVOKOIVWOE T ETACIA TTPOKOTAPKTIKA TNG GTTOTEAECUATA OTUEPA.

H DIXON — Kwtob6pBoAog diabétel évav  TOAU  PeydAo  apiBud
€EOUCIO0OTNUEVWY CUVEPYEIWY — eyKaTaoTaTwy avd Tnv EAAGOa. Z16X0G¢ NG
eTaipeiag ATav n BeATiwon TNG TTAPAKOAOUBNONG TOU TTPOYPOUMATIONOU  TWV
eYKaTaoTAoEWV (OPKETEG XINADEG avda PUAvVA) Kal OTN CUVEXEID TNG EKKABApIoNG HE Ta
ouveEPYEIa eV KATEXEI TO MEYAAUTEPO WEPIDIO ayopdg OTIC TTWANCEIG NAEKTPIKWY,
NAEKTPOVIKWY €10WV Kal air-conditions

To utmroouoTtnua Service Tou Entersoft CRM etréAege n Dixons — KwTto6BoAog
yIO va uttooTnpigel Tn Asimoupyia Twv £€0UCIOBOTNHEVWY CUVEPYEIWY — EYKATACTATWV
avda Tnv EAAGDQ.

To utroouoTtnua Service Tou Entersoft CRM, 18avikr) AUon yia geyaAeg Kal
TTOAUTTAOKEG AVAYKEG ETAIPEIWY TTOU TTAPEXOUV Service, QUTOUATOTTOINCE TTANPWS TOV
KUKAO QuTO, MEIVOVTAG ONUAVTIKA TO XpOvo €EUTTNEETNONG TWV TTEAATWYV TG Dixons
ME TauTéxpovn HeEiwan Tou dIaxeEIPIOTIKOU KOOTOUG.

O MNavayiwrtng HAIéTTOUAOG AlcuBuviiig TMAnpogopikng tng DIXON —
KwtooBolog, ONnAwoe oxemkd: "Me T10 Entersoft CRM ulotroijoope  éva

TPWTOTTOPIOKG YIa Ta €AANVIKG dedopéva  TTANPOQOPIOKS OUCTNHA, TIOU HAG
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e€ao@aliCel dueon avtammokpion oTov TTOAU  PEYGAO OYKO TwVv  AITNUATWV
eyKaTaoTdoswy TOU  avoAauBdavoupe, dIATNPWVTAG TAUTOXPOVA TOV  OTTOAUTO
OUVTOVIOUO Kal EAEYXO TWV €PYACIWV KAl TNV UYPNAR TTOIOTNTA TTOU JAG XOPAKTNPICEL.
To Entersoft CRM atrodeixtnke €UEAIKTO Kal "€EuTtvo", IKavo va UIOBeTACEl TIG
IBIATEPOTNTEG KOl TNV TTOAUTTAOKOTNTA TWV €pyaciwv pag. ‘HOn oulntdue tnv
ETTEKTAOT TOU CUCTANATOG WOTE va KAAUWEI KAl GAAEG AEITOUPYIEG TNG ETAIPIAG PAG
oTTwg 10 After Sales Service kal To Marketing”.

[ TTNyh: www.emea.gr]
ZXeTIKA pe Tnv Entersoft CRM:

H Entersoft eival pia kaivoTopikr €taipeia TTANPOQOpPIKAG €IBIKEUUEVN OTNV
TTapaywyr) AOYIOMIKOU Kal ThV TTAPOXH UTTNPECIWV Yia QIAODOELES eTTIXEIproelg. H
Entersoft TpwTtaywvioTei otV gyxwpla ayopd, KaBwg eival n povadikr) €AANVIKN
eTaIpEia TTOU TTPOCPEPEl evoTroinuévo TTepIBaAlov ERP, CRM kai E-Commerce oTo
MO OoUyXpovo TeXVOAOYIKA TrepIBdANov  Microsoft .NET. Ta ouotAuatd Tng
atreuBuvovTal o€ OAo TO €UPOG KAl PEYEBOG TWV ETTIXEIPACEWY VIO TNV KAAUWN Twv
diadikaoiwv  OikovopikAg  kal  XpnuatoOikovoulkng  Alaxeipiong, ATodnkwv,
AtmoBepdtwy kai Alavouwyv, Ayopwv kal lMpounBeiwyv, Biounxavikng Mapaywyng,
Marketing, NwAARoewv ka1 Service o€ evoTToiNuéEVO

TTEPIBAANOV AcIToupyiag. ZupTrepIAQPBAvVOUV €TTIONG AEITOUPYIKOTNTA YIO OUVAAAQYEG
ME euTTOPIKOUG £Taipoug (B2B E-Commerce) kal katavaAwTiké koivo (B2C E-Shop)
Méow Tou Internet, evid evowpaTwvouy TIG TTAéOV OUyxpoveg TeEXvoloyieg yia MIS

TTANPo@SPNON TNGdIOIKNONG.

H etaipgia  mapouciddel  aApatwdn avdmTuén Ta  TeAeuTaia  xpovia
TpITAaCIAlovTag Tov KUKAO epyaociwv Tng amd 10 2004 €wg 10 2007 KOOI
TToAAaTTAQOIAZOVTOG TOV apPIBUS TWV TTEAGTWY KOI TWV OUVEPYOTWV-PETATTWANTWY
NG. YTooTtnpilel KaBnuepiva Tn Aciroupyia TTOAWY ONUAVTIKWY ETTIXEIPAOEWY O€
OXe0OV OA0OUG TOUG KAGBOUG TNG EAANVIKAG OIKOVOiag

[rrnyn: www. (Q W H W\ER | W

4.8. EmiTuxing YAotroinon 'Epyou CRM atré Tov OpiAo AtticaBank

ZXETIKA ME TNV ETAIPEIA:

H Attica Bank Avwvuun Tpatmrediki Etaipeia 16p0Onke 10 1925 kai gival onuepa
évag OUVOMIKOG XPNUATOOIKOVOUIKOG opyaviopog otnv EANGSa Trou diabétel €va
QVOTITUGOOUEVO DIKTUO ATTOTEAOUNEVO, QUTA TN OTIYUA, ATTO 77 KATOOTHHATA.

H Attica Bank TTapakoAouBwvTag TIG VEEG OUVBNKES TTOU BIANOPPUWVOVTAI OE HIA

TaXUTATN AVOTITUOOOUEVN AYoPd, AVTATTOKPIVOUEVN OTIC AVAYKEG TWV TTEAATWV TNG
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Kal £ToINN va KaAuwel k&Be avdykn Toug, dieuplvel TIG BPACTNPIOTNTEG TNG O GAOUG
TOUG XPNMOTOOIKOVOUIKOUG TOMEIG.

‘ExovTag HEAETAOEI TIPOOEKTIKA TO XPNUOTOOIKOVOUIKO TTEPIBAAANOV Kal TIG AVAYKEG
TWV TTEAATWY TNG, TTPOCPEPEI OAO TO QACHA TWV TPaTTECIKWY Kal ETTeEvOUTIKWY
TTPOIOVTWYV KAl UTTNPECIWVY OE:

A) 181wTEG

B) Mikpopeoaieg ETTixeIpAoEIg

IN) MeydAeg ETaipieg

H Attica Bank emméAece Tn xprion Twv  CRM cuotnudtwy ¢ UniSystems n otroia
Kata Tov oxediaoud EAape uttdwn TNG TIG ETTIXEIPNOIAKES AEITOUPYIKEG ATTAITACEIG TNG
TPATTECAG YIO TNV €CATOPIKEUPEVN KOl TTOIOTIKA €EUTTNPETNON Twv TTEAATWY, PEOW
KEVTPIKNG Kal BEATIOTNG BIAXEIPIONG TOU OUVOAOU TNG TTANPOPOPIaG, EKAOTOU TTEAATN
KAl aveEapTATWG PEOOU ETTIKOIVWVIAG Tou PE TNV Tpdtreda (KAtdoTnua, TNAEQWVIKO
KEVTPO, GAAa KavdaAia) Kal TNV avAykn yid WETATPOTT TWV KOTAOTNUATWY TNG
Tpdamedag amrd onueia TWANONG, 0€ onuEeia eEUTTNPETNONG TWV TTEAATWY TNG.

MNa tnv uAlotroinon Tou €pyou, €mIAEXBNKE n katagliwpévn otnv ayopd CRM
2uoTnudtwy, web-based kal pe avoixtr apxITEKTOVIKA TTAaTeopua PeopleSoftCRM
NG Oracle. Zuykekpiyéva, T€Bnkav o€ Asitoupyia ol epappoyég PeopleSoftSupport,
PeopleSoftMarketing, PeopleSoftTelemarketing, Ta otroia agopolv avTioToixa GTOV
KUKAO dlaxeipiong Tng €GUTTNPETNONG KAl UTTOOTAPIENG TWV TTEAATWV KOl OTOV KUKAO

dlaxeipiong Twv marketing kai telemarketing ekotparteiwv Tou dievepyei N TpdTreda.

XapaKTnPIoTIKA ZUCTAHATOG

e Anuioupyia ouvoAikAg, «3600 eikOvag TTEAGTN», N OTToIA:

»  AtreikoviCel TO OUVOAO TwV TPaTTECIKWY TTPOIOVTWY TTOU XPNOIYOTTOIE
0 TTEAATNG, OTTWG KATOBETIKA 1 / Kal aCO@QAAICOTIKA TTPOIOVTa, repos,
KApTEG, apolBaia kepdAaia, daveia Kal GAAEG XopnyNoEIg

»  AlaBétel duvatotnteg «drill down analysis», emTpéTToviag amd Tnv
€IKOVQ TTEAGTN Tnv TTAoNynon — €icodo ot éva ek Twv TpaTTedIKwvV
TTPOIOGVTWY TTOU XPNOIUOTTIOIEl AUTOG, OTTWG YIa TTAPAdEIYHa N KAPTA,
MEXPI Kal TV TTAORYNON OTIG ETTIMEPOUG KATAYEYPAMPEVES XPEWOEIG KOl
TMOTWOEIG AUTAG

»  Emtpémer TRV Tipnon TTANPOUG I0TOPIKOTNTAG KIVIIOEWYV, YIa KOBEvVa €K

TWV TPATTECIKWY TTPOIOVTWYV TTOU £€XOUV XPNOIUOTTOINGEI.
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o Kartaypa®n kai oAokAnpwuévn dlaxeipion Tou ouvoAou TNG ETTIKOIVWVIAG
G Tpamefag pe KABe TeEAATn Tng, avegdptnta amd Ta  KAVAAIQ
ETTIKOIVWVIAG TTOU XpnOoIJoTTolouvTal KABe gopd (TNAEQWVO, ETTIOKEWN O€

KatdoTnua KATT)

o  OAokAnpwuévn dlaxeipion Twv AITNUATWY, TTAPATTOVWY KOl EPWTHOEWV

TwV TTEAaTwy (Kataypaer], dpopoAdynon Kal eEuttnpéTnon)

o  OMAokAnpwuévn dlaxeipion Twv marketing kai telemarketing ekoTpareiwy,

ME augnuéveg duvatoTnNTEG YIA:

* (UG QUTEG TTPOKUTTITOUV ATTO T DIEVEPYEIA TWV ZXEOIOONO EKOTPATEIWV

= Alaxeipion uttapXovTiwyv ANIoTWVY PE TTEAATEG

» Anpioupyia VEwV NIOTWV TTEAATWV KAl UTTOWPN@IWV TTEAQTWY, JE XPAON
OIAPOPETIKWV KPITNPIWV opadoTroincnig Toug

» OpIoYo  €TMUEPOUG  METPIKWYV  AGIOAOYNONG TWV  ATTOTEAECUATWV
EexwploTd yia kaBe marketing rj / kai telemarketing ekoTpateiag

» [lapakoAouBnon Twv daTTavVWY TTOU CUVETTAYETAI yia TNV Tpdrreda
KABe ekoTparTeia

=  Karaypa@r] Kal autépaTtn dnuioupyia sukaipiwy TwWAnong, marketing
kal telemarketing ekoTtpaTeiwy, KaBodnynon Twv TTEAATWY OTO
TANCIE0TEPO TpaTtredikd KATAOTNUG, Yia TO KAEIOIO TnNG eukaipiag
TWANONG KAl auTtéuaTtn evnuépwon Me email Tou dleuBuvtn

KATOOTAMATOG VIO TNV ETTIKEIMEVN EUKAIpia TTWANONG.

e 2U0TnuUa EPTTAOKWYV yia TN OUVOAIKN KaTaypa@r) Kal dIaxeipion Twv OQEIAWY

TWV TTEAATWV PE XPAON VOPIKWY KAl GAAWYV EVOIKWY HEOCWV.

MapdAAnAa, péoa ammd TOov Oxedlaoud Kal Tnv  UAoTToinon  KATdAANAwv
AEITOUPYIKWY  BIETTAPWY, PBaoiopévwy oTn  AeimoupyikdTNTA NG €@appoyns G-
PlusAdaptor tng Genesys, n UniSystems evapudvioe AcITOUpyIKA TO TNAEQWVIKO

Ké€vtpo kal To CTI ouoTtnua tng Tpdtredac.

MAgovekTAMOTA

To eykateotnuévo TAéov CRM, diver tn duvarétnta otnv Attica Bank va

OVTOTTOKPIVETOI ME €UENIEIO OTIC EOWTEPIKEG ETTIXEIPNOIOKEG AEITOUPYIEG TNG, ME
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ATTOTEAEOUA OTTODOTIKOTEPO OTEAEXIOKO DUVAMIKG KAl QUECOTEPN AVTATTIOKPION OTIG
aTTaITNOEIG TNG ayopdg.
AVOAUTIKA:

MowdTNTa KoL TILOTOTNTA OTLE ECWTIEPLKEC Suablkooieg

MpSBAEYN KaL KATQVONON TWV THOEWY TN AYOPag

Anotedeopatwstepn Sielobuon otnv ayopd Spaoctnplonoinong

Apeon ovTaIOKpLON OTLE EMIYELDNOTUKEG TTpoKAOELS

AUEnon nwirnoewv pe mapddAnAn Swarripnon tnc nehotelaxric Bdoncg

Ikovomoinon cLTNLaETWY TWV TEAQTULV

Enpaveikd UNOCTAPLEN OTLG TWAAGEL TOU SIKTGOU KATACTNPATWY

Anuiovpyio Kol SLOTrpNon MLOTWY KoL oo SOTLKWY TIEACTWW

H xvpia Katepiva Agoepn, Acvbovipia [Toincewv Evoiloktikov AKtoov g

Attica Bank, 0nAwoe: « 0 2 &1 2 # #12 .2 " € 12! " 0 .2+

a.$0!'2 " 0.20. " $ 1" $SWWLFD %DQN & 2#%0 . 0 2 +10

2"/ . .10" .01 2. /0/ . 2" 2& .@E) . E .23)! .

02 +10 2 / .$0 !V 1 2 # $.12 3# . # . E0 2 0+ E.! . 0
02 & 0 o# )20!. . .o E O o" O0# .1 0" E+ 1" 2& &

2 "XSYHOO FBRVVVHOO
MnynA: [ http://www.crmforum.gr]

4.9. EmTtuyxng YAotroinon Epyou CRM atré Tov OuiAo Dot Com

ZXETIKA ME TNV ETAIPEIA:

H DOT COM 16pubnke 10 2000 pe oKOTTO TN SpACTNPIOTTOINCN OTO NAEKTPOVIKO
EUTTOPIO. ZNPEPA DIOBETEI TO EUTTOPIKO KEVTPO £CUTTVWYV ayopwv heliosagora.com e
TEPIOTOTEPEG aTTd 250 @INogevoupeveg emmixelipioelg. To 2002 ayopace atd Tnv
IDEAL Tnv nAeKTPOVIKA €UTTOPIKN KOIVOTNTA myshops.gr, e OTOX0 TNV KA&Auwn
AVOYKWY HEYAAUTEPOU aPIBUOU TTEAATWV TTOU €TTIBUPOUCAY EUTTOPIKN TTPOBOAA,
TTAPOUCIACT TWV TTPOIOGVTWY TOUG KOl TTWANCEWV YEOW BIadIKTUOU. ZANEPQ N ETAIPEIT
KAAUTTTEl YEWYPAPIKA OAN TNV EAANGDa pe 15 TTwANTEG.
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270 TTAQICIO TOU EUTTAOUTIONOU TWV UTTNPEECIWY TTPOG TOUG TTEAATEG TNG N ETAIPEIT
Exel evidéel otnv uttnpeoia my profit, éva oAokAnpwpévo TTpdypaupa eTIBPAREUONS
OQOCIWPEVWY TTEAATWV YIO ETTIXEIPACEIS TTAPOXNG TTPOIOVTWY KOl UTTNPECIWV OF
TEANIKOUG KATAVOAWTEG, £EVOOOXEIOKEG HOVADEG KAl €0TIATOPIA. 1A TNV UAOTTOINGN TOU
TTPOYPAPPATOG UE ETTITUXIO N eTAIPEIO XpelaloTav £va BUVANIKO oUCTNHA TO OTTOI0 va
ETTITPETTEI OE ETTIXEIPNOEIG DIAPOPETIKWV KAGOWV va

* Opifouv €UENIKTO OXAMATO TTPOCEOPWY YIO TOUG KATAVOAWTEG TTEAGTEG TOUG ME
Baon Tnv cuxvoTNTA KaI TV Agia ayopwyv Toug

* EmBpafelouv TOUG KEPDOPOPOUG Kal TTIOTOUG TTEAATEG ME €va €UKOAO Kal
agIoTTIoTO oUOTNUA

H etaipeia avadntouoe éva oUCTNPO TTOU va eTTITRETTEI TNV €UKOAN avayvwpeion
TOUu TPOPIA Kal TNG a&iag Tou TTEAATN Kal va €gao@aliel Tnv aglotroinon Tng
TTANpo@opiag o eTiTedo TTWANocewv Kal marketing. H Auon £mpette va OlabETel
ETTEKTOOINOTNTO  Kal  duvatoéTnTa  BIAXEIpPIoNG OUVEXWS  AuavOHEVWY  OYKWV
0edoPEVWV YIa XIANIGBESG TEAIKOUG KATAVOAWTEG. TEAOG TO oUCTNHA ETTPETTE VO OIOBETEI
ouvatoéTnTa ouvdeong Pe ocuoTAuata AlavIKAG yia Tn dlaxeipion TTPOoEOopwWY OTa
onueia TWANoNG.

To ovuotnua CRM 1n¢ etaipeiag AlphaNova, péhog Tou opidou Delta Singular (
www.presspoint.gr) TTou €mméAeée n eTaipeia ¢ divel TN duvaTtdTNTA va KATaypPAPEl
TOUG TTEAATEG KAl TIG CUVAAAQYEG TOUG O€ CeEXWPIOTO Aoyaplaoud yia KABe TTeAATn e
™ xpenon kaptwv (Loyalty cards). Tlvwpidoviag Tov KABe TreAdTn KOl
TTapakoAoUBWVTAG TIC CUVAANAYEG TOU N €TTIXEIPNON €ival o€ B€on va :

* [pocdiopilel TIG TTPOTIKNACEIG TOU
* Tou TTapéxel KivnTpa yia va ayopddlel CuxXvoTEPa Kal TTEPICTOTEPO
» ExTTOoVEi TTPOWONTIKEG EVEPYEIEG, AVANOYESG TWV QVAYKWY TOU

Tautdypova o1 TTEAGTEG Kal KATOXOl KAPTWV WTTOPOUV va TrapakoAouBouv Tnv
€EENIEN TWV Aoyapiaouwy Toug 24 wpeg 10 24wpo aTrd To dIadikTUo. AEITOUPYWVTAG
w¢ ouvTovioTIKG 6pyavo, n DOT COM diatnpei oUVOAIKE €IKOVA TWV TTOVTWY TTOU £XEI
OUYKEVTPWOEI O KABE TEAIKOG TTEAATNG YIO TIG AYOPEG TOU Kol BlAXEIPiCeETal TNV
eCapyupwon Twv TTOVIWV AUTWY YIa Aoyaplioopo Tng KABe emmixeipnong o popen
dWPWYV, KOUTTOVIWYV, EKTITWOEWV KATT.. ETriong, kdBe etaipeia péow €IOIKEUPEVWY
avaQopwyv WtTopei  va  TapakoAouBei TNV TTPdod0 Twv  ATTOTEAEOPATWY  TWV
TTPOYPOUUATWY TTIOTWV TTEAATWV.

To ouotnua CRM emrpétrel otoug meAdTteg g DOT COM va eEaogalifouv
ETTAVOANTITIKEG TTWAACEIG 0t KABE KATAVOAWTA KAl OUCIACTIKA aAvTayWwVIOTIKA
TTAEOVEKTIUOTA. ZUYKEKPIPEVA, O ETAIPEIEG AIAVIKAG ETTITUYXAVOUV:

* AUEnon Twv TTWARCEWV

* Auénuévn IKavoTroinon Kai agoaiwon TTEAATWY
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» ATToTeAeoaTIK) TTPOCEAKUGCN VEOU TTEAOTOAOYIOU

* Xdpaén €UENIKTNG OTPATNYIKAG OTIGC TTWARCEIS Kal TO marketing

2UYYEVTPWTIKA,OTOV TTAPAKATW TTIVAKA PTTOPOUUE VA BOUME TIG ETTITUXNUEVES

epapuoyéc CRM ocuoTnudTwy TTou ava@EépBnkav TTapatTdvw Kal TIS AEIToupyieg TTou

TPAYHOTOTTOINGBNKAY OTIG ETIXEIPAOEIS WOTE VA KATAPEPOUV va  €XOuv  BeTIKA

QTTOTEAECPATA OTA OTNV ATTOOOTIKOTNTA TOUG KAl KAT ETTEKACT OTA KEPDN TOUG.

EMNQNYMIA

CRM ZYZTHMA
noy
ENIAEXOHKE

AEITOYPTIEZ NOY NMEPINAMBANEI

WELLPROJEX

NOUS

Apeon  mTpoéoBacn  o0g  EVNUEPWUEVEG
OTATIOTIKEG

Apeon TpoécoBacn otn BAcn TPOIGVTWY
AuTOATO UTTOAOYIOWO agiag TTPOCPOPWYV
Autopatn evnuépwon OAwv Twv TUNUATWY
TTOU EUTTAEKOVTAI OTNV TTOPAYYEAIQ
Kartavonon Tou 1I0TOPIKOU KABe TTeEAGTN
Anpioupyia  Kat@AANAwv  TTpoidvTwy  —
TTOKETWVY

Aglotroinon eukaipiwv yia cross- sell og
UQIOTAUEVOUG TTENATEG

‘Etolya kai customized reports yia kdBe
Topéa Kal avAykn TNG ETTIXEIPNONG
Autopatn dnuioupyia TTPOCWTTOTIOINUEVWY
TTPOCPOPWV , EIBWV KAl UTTNPECIWV

Vodafon

eSiebel
communications

Agia TTeAATN
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Alaxeipion Twv aTTAITACEWY TWV TTEAATWY
To €idog Twv aTTaITAoEWV
Alaxeipion véwv TTeEAATWV

Alaxeipion kataypa®nig TPoRANUATWY Kal
KATaypaQrng TTapatrévwy

Xpnon e-mail yia amTavIioEIS TTPOG TOUG
TTEAATEG

CTI ( Computer Telephony Integration
Alaxeipion €TAIPIKWV TTWARCEWY

YTro- povdda marketing

Oteglobe

Cognity

auTopaTOTTOINCN TNG dlaxeipiIong Twv
oupBdoewyv NG OTEGIobe pe Toug TeAdTEG

me

KAAUWN Twyv d1adIKaoiwy TTapakoAoubnong
BAaBwyv (trouble tickets), oe ocuvdptnon pe
Ta OXETIKA Service Level Agreements.

KwTtoéBoAog

Ethernet CRM

QUTOMOTOTTOINCE TTAAPWG TO service Twv
TTEAATWV PEIDVOVTAG ONUAVTIKG To Xpdvo
eEUTTNPETNONG TWV TTEAATWYV TNG Dixons pe
TauTOXPOVN HEIWON TOU BIAXEIPICTIKOU
KOOTOUG.

dueon avtaTrékpion oTov TTOAU peyaAo

OYKO TWV AITNUATWY EYKATOOTACEWY

Attica Bank

UniSystems

Anuioupyia ocuvoAikng, «3600 gikévag
TTEAGTN»

Kartaypa@r kal oAokAnpwuévn diaxeipion
TOU oUVOAOU TNG ETTIKOIVWVIAG TNG

Tpatmedag Ye kABe TTEAATN TNG

OAokAnpwuévn dlaxeipion Twy arirnuétwy,

TTAPATTOVWYV KAl EPWTHCEWY TWV TTEAATWV
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(KaTaypaer, dpouoAdynon Kai
eguttnpPEéTNON)
OMokAnpwuévn dlaxeipion Twyv marketing

Kal telemarketing ekoTpaTeiwy

2Uotnua  EpTrAoKwv  yia TN OUVOAIKN
KATaypa@r] Kai dlaxeipion Twv OQEINDY TwV
TEAATWV PE XPAON VOMIKWY Kol GAAwWV

EVOIKWV PHEOWV.

Bartng texvikn A.E.

Siebel E.lN.E
( Microsoft
Dynamic CRM)

QUTOMNOTOTTOINONG ECWTEPIKWY OIAdIKATIWY
opyavwaon Tng eTaipEiag T000 o€ eTTiTTEdO
TTEAGTN 600 KAl O€ ETTIXEIPNMATIKO
ouvaToTNTA TTAPAYWYNG EIDIKWY avVAPOPUWV

ETTIKOIVWVIQ PE TOV TTEAATN

Dot Com

AlphaNova

Kataypagr Twv cuvaAAaywv Tou KaBe
TTEANATN O€ EEXWPIOTO Aoyaplaoud o€
EeXwpIoTd Aoyaplaouo yia KEABe TTEAATN e
N XpHon KapTwv

Ol TTEAATEG KAl KATOXOI KAPTWYV WTTOPOUV va
TTapakoAouBouv Tnv eEENIEN TwWV
Aoyapiaopwy Toug 24 wpeg 10 24wpo atrd
10 81adIKTUO

KAO¢ eTaipeia pEow EIBIKEUPEVWV
QVOQOPWYV UTTOPEI va TTaPAKOAOUBE] TNV
TTPAOB0 TWV ATTOTEAECPATWY TWV
TTPOYPOUUATWY TTIOTWV TTEAATWV.
emMTPETTEI 0TOUG TTEAdTEG TNG DOT COM va
eEao@aAiouv eTTAVAANTITIKEG TTWANOEIG O€
KABe KaTavaAwTA Kal OUCIACTIKA

QVTAYWVIOTIKA TTAEOVEKTAPATA.
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ZUMTTEPACHATA

To onuepivo emixelpnuaTikd TePIBAAAOV xapakTnpifeTal ammd €vav I0IAITEPO
£VTOVO QVTOYWVIOMO, YIO TO Trola €TTIXEipnon Ba kaTtagépel va Kepdioel TNV Pdaxn Me
Toug TTEAATEG. OI VEEG ETTIXEIPNOEIG TTOU €I0AYOVTAl OTAV ayopd, €XOVTaG WG CUPUAXO0
TIG VEEG TEXVOAOYIEG, KATOPEPVOUV VA ATTOOUVANWOOUV TIG AdN UTTAPXOUCEG Kal O€
TTOANEG TTEPITITWOEIG VA TIG BYAGAOUV aTTO TOV avTaywvIiouo. lMNa autd Tov Adyo kal To
CRM cuoTtiuata, €iocdyovTal Ye TETOIO TPOTTO OTIG ETTIXEIPAOEIS TTOU Ba TTPETTEl va
OTTOTEAOUV OTPATNYIKN VIO HEYAANG OIGPKEIOG OXECEIC TIG ETTIXEIPNONG ME TOUG
TTEAATEG TNG.

Etmopévwg, Ta CRM cuoTipata ava@épovtal o€ pia TTEAATOKEVTPIKA OTPATNYIKK
NG emixeipnong. Puoikd, autr) n oTpatnyikn dev €ival kaivoupia. OuciaoTIKG €ival
e€ENIEN Tou marketing Twv oxéoewv. QOTOCO, 01 ETTIXEIPAOCEIS £XOUV HIA TTIO OQAIPIKA
€IKOVA, evw TIC BonBd yia va augioouv TIG TTWANCEIG TOUG, va BEATILOOOUV TO
marketing kal TIG UTTNPETiEG EEUTTNPETNONG TTEAATWV WOTE va dNUIOUPYHOOUV Kal VO
TpooBEéoouv agia 1600 oTnyv idIa TNV £TTIXEIPNOT, 0G0 KAl GTOUG TTEAATES TOUG.

OuoiaoTikd, n xpnon CRM ouotnudtwvy Bonbd TIg emxeIpnosic va
TTPAYHOTOTTOICOUV Tpia TTPAYUATA : [ Greenberg, 2001]

o Na £xouv pia 0AOKANPwWON, KABwg Kal EekaBapn eikova yia KABe TTeAATN,
XPNOILOTIOIWVTAG EpyaAcia avaAuong

e Na pmopoUv va OIOXEIPIOTOUV KAAUTEPA TIG TTEAQTEIOKEG OXEOEIG,
ave¢ApTNTa PE TO KAVAAI ETTIKOIVWVIAGS @ TNAEQWVO, BIAdIKTUO, TTPOCWTTIKNA
eTTaPN

e Na BeAniwoouv TNV aTTOTEAEOHATIKOTNTAG TOUG KAl TNV ATTOdOTIKOTNTA TWV
S1apopwv SIadIKACIWY TTOU CUPHETEXOUV OTIG TTEAATEIAKEG OXECEIG

Q¢ amotéheoua, n uioBEtnon pia CRM epappoyng trepiAauBdvel aAAayég
MEOOA OTOV OPYaVIOPO WOTE VO UTTOPECEl va BEATIWOEI TNV ATTOTEAECPATIKOTATO
KAl TNV avTaywvioTIKOTNTG TNG. OI o ONUAVTIKEG KAl afloonUEiWTEG BEATILOEIG
TToU Ba yivouv e TV e@apuoyr] CRM cuoTtnudTtwy gival ol €EAG :

[
Bergeron, 2001]

o MeyoAUTepn IKOVOTTOINON TOU TTEAGTN, TTOU TIPOEPXETAlI QTGO TNV
TTAPOXN KAAUTEPWY UTTNPECIWV

o  KaAUTepn €TTIXEIPNOIAKI OUVAPEIQ, OPICOVTAG ETAIPIKA QVTIKEIUEVA TTOU
OUVOE£OVTaI JE TNV IKAVOTTOINGON TOU TTEAATN
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o AUEnon TOou QPIBUOU Twv TEAATWY Kal €EQOQANION MEYAAUTEPNG
agoaiwong egaitiag TG avadiopydvwong Kal TG PnXavoypaenong
TWV ETTIXEIPNOIOKWY dIadIKACIWY TToU TTEPIBAAOUV TwV KUKAO {wNG
Twv TeAatwy  ( TTwAARoelg, marketing, utnpeoieg  TTEAATEIOKAG

EGUTINPETNONG)

o BeAtiwon kal €TTEKTAON TWV TTEAATEIOKWY OXEOEWV, ONUIOUPYWVTOG
£T01 VEEG ETTIXEIPNOIAKES EUKAIPIES

o [vwon vyia To TTWG N €TIXEIpNON MPTTOPEl va TUNPATOTIOINCEI TOUG
TEANATEG TNG, SIOQPOPOTTOIWVTAG TOUG ETTIKEPDNG TTEAATEG aTTd AuUTOUG
Tou Oev  eival, KaBwg emmiong kal  gykatdoTtaon  KATAAANAwv
ETTIXEIPNHATIKWY TTAGVWYV YIa KABE TTEPITITWON

o AU&non TG atroTeEAECUATIKOTNTOG TWV TTEAATEIAKWY UTTNPECIWY AdYW
NG UTTAPENG OAOKANPWHEVWY, OUOIOYEVWV TTANPOPOPIWV

e XaunAd k6oTn

e [IAnpogopieg yia 10 marketing Kal TIG TTWANCEIG OXETIKEG MPE TIG
TTEANATEIOKEG ATTAITOEIG, TTPOCOOKIEG KABWG etmiong kal real- time
avtiAnwn

H avaykn aut Twv eTMIXEIPACEWY YIa GUECN aAAayr TNG OTPATNYIKAG TOUG O€
TTEAATOKEVTPIKA, TIG 0dynoe oTnv avdykn yia uioBétnon CRM e@apuoywy IKavwy va
TIG ETTITPEYPOUV VA ETTEKTEIVOUV TOUG TTOPOUG TOUG XPNOIKOTTOIVTAG £VA HOVTEAO TTOU
va gival KovTa OTIG avAYKES KAl TIG ATTAITAOEIS TNG KABE ETTIXEIPNONG KAl CUVETTWG VA
TIC METAKIVOUV OTAdIOKA HAKPIA aTTd TIC TTAPADOCIOKEG UTTOOOMEG KAl TEXVIKEG
TTANPOPOPNONG Kal TIG AVTIOTOIXEG UAOTTOINUEVES HEBODOAOYIEG.

QoT1600, TIOANEG €@apPoyEG autoU TOU VEOU OpyavwolakoU HOVTEAOU
ammétuxav. Mepikoi atrd Toug BAcIKOTEPOUG AOYOUG ATTOTUXIAG €ival oI €ENG:

[ Lee, 2000]

o ‘EMeyn dioiknTikAG uttooTApIENG eCaitiag TNG €AAEIYNG  yvwong
OXETIKA WE TIG EUKAIPIEG TTOU TTPOCPEPOUY Ta cuoTApaTa CRM

e 2TV KOUATOUPQ TNG ETIXEIPNONG OEV UTTAPYXElI TO « TTABOG yia Toug
TTEAATEGY

o 'EAM\elyn opdparog kail otpartnyikAg. Eival TTOAU Koive pia eTTiXEipnon
Vo unv €xel pia KaAd opiopévn OTPATNYIKN KOl VO KATOUETPA TOUG
QVTIKEIMEVIKOUG OTOXOUG TNG OTNV TTEPIOXN TNG epappoyrig CRM

o H emyxeipnon dev emavetetddel TI¢ dladikaoieg. OTTwWG Kal pe GAoug
TOUG  TeXVOAOyIKOUG  oxedlaopoug,  eival  ammapaitnto  va
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ETTAVATTPOOOIOPIOTOUV  OI  ETTIXEIPNOIOKEG  dladikaoieg  wWoTe  va
ETTITEUXOOUV Ta ETTIBUPNTA ATTOTEAECUATO

o XaunAn TToIOTNTG OeDOUEVWY Kal TTANPOYopIwyY, TTPAyUa TO OTToio
onuaivel TTwg n emixeipnon dev umopei va BydAel Ta TTPAYUATIKG
atroTeAéCPATA

o Kakn Odioxeipion g alayng. Omwg kar pe KABe TTOAUTTAOKN
eQapuoyr, N owoTh diaxgipion TNG aAAayng Kal TNG OPYavVWOIOKAG
KOUATOUPOQG gival ammapditntn yia TNV €TTITEUEN TNG ETTITUXIOG

o O1 TeAikoi xproTeg Oev ouppeTéXouv otov oxedlaopd g CRM
EQAPUOYNG, TTPAYUO TO OTTOI0 CNMaivel TTWG N €TTIXEIPNON SlIATPEXEI TOV
Kivbuvo va Onuioupynoel évav oUCTNUO TO OTIOI0 VO  ETTIPEPEI
TepIooOTEPA TTPORAANOTA TTapG va dwoel AUCEIG OTOUG XPROTEG Ol
otroiol utroTiBeTal 611 Ba £TTPETTE VA ETTWPEANBOUV aTTd auTd

2UMTTEPOOUATIKA, AOITTOV, PTTOPOUME va TTOUME TTWG VIO va HTTOPECEl N
emmxeipnon va dnuioupynoel éva tretuxnuévo CRM cuoTtnua Ba péTrel atrapaitnTa
va €xel Jia ouvolikiy oAokAnpwuévn peBodoloyia TTou va gekivd atrd Tov opioud TG
ETTIXEIPNCIOKAG OTPATNYIKAG KAl N OToid v CUMPTTEPIAAUBAVEL ATTOWEIS OTTWG
oxedlaouo, avaAuon Twyv dUVOTWV KAl TWV adUVANWY CNPEIWY Twy dIadIKaoIWY TToU
TTPOCAVATOAIOVTAI TTPOG TOUG TTEAATEG KAI TOV OIKOVOMIKO €AEYXO.

Ocov agopd TIG €AANVIKEG ETTIXEIPAOEIG TWPA, OTTWG TTpoava@épbnke, n
TPOoOTITIKA  uloBétnong Tou CRM amd oAoéva Kal TTEPICOOTEPEG  EAANVIKEG
ETTIXEIPAOCEIG KAl N €VTOEN TOU OTNV ETTIXEIPNOIOKI TOUG OTPATNYIKA, TTPORAETTETAI VO
OUMPPBAAAel oTnv ekTdEEUON TNG EAANVIKAGS ayopds CRM ta apéowg emoueva Xpovia. H
OpaoTnPIOTTOiNCN TWV  ETAIPIWV TEXVOAOYIOG OTOV  OCUYKEKPIUEVO TOMEd, (0WG
ammoTeAéoel pia véa aimia peydAng avamTugng aAAd kal emiBiwong oTo oUyXpovo
aVTayWVIOTIKO Kal TEXVOAOYIKO TTEPIBAAAOV.

To CRM AABe va avTiKATaoTHOEI TTOPOOOCIOKES ETTIKOIVWVIAKEG TAKTIKEG Kal
va dnuioupynRoel véoug Opoug Kal dedopéva oTnv ayopd. AvTi TTpWTA o1 TTEAATEG va
{NTOUV KATI TO OTTOI0 EVOEXOMEVWG VA PNV UTTOPEI HE AUECO TPOTTO VA TTAPACXEl Mia
ETTIXEIPNON, O KAIVOUPIOG OXEDIACHOG HECT OTTO TOV TTPOCDIOPICHO TWV AVAYKWY TOU
TTeAaToAoyiou, TTpoXwPG o€ TTPORAEYEIG. [www.dvdnet.gr]

H emmixeipnon PTTOPEI €K TwV TTPOTEPWY VA YVWPICEI TIG AVAYKEG TOU TTEAATN
KAl VO QVTOTTOKPIVETAI JE TaXUTNTA KAl XAUNAOGTEPO KOOTOG. MapdAAnAa, HEIWVEI TO
KOIVO TTOU @euyel ammd To KaTdoTnua Oixwg va TTpoxwpd o€ ayopég Adyw Tou
TTPOEVTOTTIOUOU TWV QYOPACTIKWY OI0BETEWV.

To CRM ouoiooTikd @€pvel pia ouvoAikiy aAAayry TG @IAoco@iag Kal NG
OOMNG piag eTTIXEipNONG.

H AéEn kAeidi eival o NMEAATHZ. H aglotroinon NG eTa@Ag Ye Tov TTEAQTN Kal

TIG TTPOCWTTIKEG TOU EPTTEIPIEG, Bivel TTPOCTIBEPEVN aia o€ €va TTPOIOV, TO OTTOI0
TTAéoV AauBdvel SI0QOPETIKES DIACTATEIG.
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2uvouyidovTag PTTopoupE va TTouuE OTi:

on TEXVOAOYia CRM cival K&l TO OTT0I0 OI ETTIXEIPAOEIG OEV UTTOPOUV YIA TTOAU
KaIpo va ayvoouv BIGTI Ol avTaywVvIoTEG TOUG OEv TO KAVOUV Ciyoupa

o1 TEXVOAOYia dev TTPETTEI va AEITOUPYEI OaV AUTOOKOTTOG Kal aiyoupa dev Ba
mpétrel va AauBdvovtal atro@doelg PaciOPéveG OTOUG SIAPNUICTIKOUG
IOXUPIOHOUG TWV ETAIPIWV TTANPOPOPIKAG

eH ulotroinon evég ocuotiuarog CRM artraitei Tnv BaBid katavénon Ttou
B£uaTog Kal TNV TTPOCEKTIKN X&Pagn oTPATNYIKNAG aTTd TNV idIa TNV £TAIpia

o TéAog, To CRM o¢ kauia TTepimmTwon dev TTPETTEI VA QVTIMETWTTIOTEI oav HIa
utméBeon Tng Mnxavoypdenong r evog HEMOVWUHEVOU TUAMATOSG (TT.X.
Marketing), aAA& cav pia eupUTEPN QIANOCOQPIA KOl GTPATNYIKI, N OTTOIx £XEI
va KAVEI HE TNV EVIOYXUOT TNG TTEAATOKEVTPIKAG OTPATNYIKAG TNG ETAIPIAG.

[www.go-online.gr]
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