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Evyaprotieg

H exmovnon mg mapodcoog SIMA®UATIKAG EPYOCIiag SEPELVA TIG OMOVINGELS GTO
EPOTALOTO KO TIG OVNOLYIEC OV GYETIKA UE TO. GLUGTHUATO SLOVOUNG OTY GUYYPOVN
ayopd. Ot omoLTnOELS Yoo TNV 0 AKANP®ON NG NTOV TOAAES Kot dev B NToV £QIKTY|
avT, v dev €TVYYOVO TNG OUEPIOTNG POoNBENG Kol CUUTAPACTAONG OO APKETOVG

avBpdmovg, Eppecsa 1 dpeco EUTAEKOUEVOLG.

Kotapynv 0o Mbela va ekppdow TIg euyaplotiec pov o©Tovg Kadnyntés, K.
Avdpovikidn Avdpéa kat K. Bactieliadn Xpfoto yia t1g ¥pNoés suUPOvAES Tovg Kot
v kaBoplotik) Kobodnynorn oyetwkd pe 1o efetalopevo medio. Emiong, v
emPAémovca g peAétne, ko Blayomovlov Mdapw, tg omoiag m cvpupfoin kot
kafodnynon omd TV apyn OKOUN TOV TPOYPAUUATOS OTOTEAECE EUMVELOT) KO

TaPOKivNoN 6TV TPOSTAOELd LLOoV.

E&ioov Papvvovca onuacio otnv emitevén g HeEAETNC, €xel N vTOooTNPIEN TOV
gpyodoTtn ot emyeipnomn mov epyalopon kov Netkion Kwvortaviivov. Oa ffeio va
EVYOPIOTIOM TO GTEAEYN TOV EMYEPNCE®V TNG AYOPAS T®V MAEKTPIKOV EOMV TOV
ovpueTelyoy  oTig ovvevtevéel Kot Edmoav, He aUTOV TOV  TPOTO, TOAVTIUES
TAnpogopiec ywo. v mpayupotikr, on the field, mpocéyyion emdveo oto KovéAia

SlVOUNG GTO YDPO.

Té\og, og mpocwmikd eninedo, Ba NOeha va gvyapiotiom ) cOlLYSO pov Avopovikn
Kol Tovg yoveig pov Anuntpro kot Evayyela, yopig v vtopovi Kot 6TOKOTNTO TOV

omoimv, 0ev B NTAV EPIKTN 1] OLOKANP®GN TNG TOPOVGAS EPEVVOLC.




IHepidnqyn

H mapovoa épevva deEnydn 1o 2011 kor agopd T HEAETN TV GLOTNUATOV

dtavoung mpoidvtog, e&etdloviag Tov KAAO0 TV AEVKOV NAEKTPIKOV GUCKEVMV.

YKomog: X1oy0g TS Tapovoas Epgvvag gival 1 depevbivnon nebddmv mov pmopohv
va xpnoponon oy yio TNV EMA0YT EVOS VEOL GLGTHIATOG SLAVOUNG 1 TNV a&loAdyNnon
Kol Tov emavaoyedlacud evog vmapyovrog Ko e€etdlovtol ot mopdyovteg mov
emmpedlovv TV emloyn ot KabmG Kat o1 TapdyovTeg Tov exnpedlovtol omd VT Kot
pe motov tpdémo. Emimpocheta otoyevel vo katadeiEel v avaykn SLUVOUIKNG OTo
GLGTNUATO JVOUNG G TapAyovto emttuyiog tov mpoidvtog. KaAeitanr n €pevva va
KOAVWYEL TO KEVO TTOV TPOKVTTEL OO TN PN O™ 0T Ayopd, TOS TO GVGTILLA SLOVOUNG
emmpedlel SEVTEPELOVTIMC TNV EMTLYIN OTIG TWANCELS TOV TPO1dvToG. TéNOG, Tpooeyyilet
10 (NIUO amd TAEVPES TOL UOVO TPOCOATMOS EXoLV HeAeTnOel, OTWG 1 GLUTEPLPOPA
KOTOVOA®TY TNV ETAOYT TPOIOVTOG AGY® TOV KOVOALOD S10voung Kot 1) dtoyeipion Teov

OYECEMV OVALESO OTO LLEAT] TOV.

Yyeowaopog s £pevvag: H épevva eEelicoeton o€ dvo emimeda, OEVTEPOYEVOVG
Kot Tpwtoyevols épevvag. H mpodmn otpileton oe téooepig mulmveg, ) Ooun Tov
GLGTNUATOG, TOVG TOPAYOVTEG EMTLYIOG, TN OCLUTEPLPOPH KOTOVOAMTH KOl TN
dwyelplon TV oy€cemv 6To GUGTNUHN. XTOV TP®TOYEVH Topéd TG neAétng e&etalovtan

01 OIOYELG OTEAEXDV TNG AYOPAS TV NAEKTPIKMOV GUGKELAOV UECH GUVEVTEVEEWV.

Evpijpata: Ta onoteléopoto TG £pevvog 0elyvouy 0Tt TO TAOIGIO TOV GUGTILOTOG
dtovopng Kot to epaiiov g ayopds mailovv tpmtedovia poro. O Babudg emppong
tov eEetalopevoy Tapaydvtov emTuyiog eivar peydlog kot dtapépel amd ayopd Ge
ayopd, pe wvpiapyo v mepPoriloviikny afefatdTnTo Kol TOVE TOPAYOVIES TOV
e€aptovtol amd To 1010 TO TPOTOV KOl TNV ETAEYOUEVT GTPATNYIKY TNG emtyeipnong. Ot
OTPATNYIKES TOV TOPAPAETOVY TO TOPATAVED EXOVV OTPOPAENTO SVCAPECTEC GUVETELES
6T0 TTPOIdV, TNV KAVOTOINoN TEAATN Kot 6TV apocinotn tov o€ avtd. H mepartépm
épevva Bo kKAnbel iomg va emPefordoel TPOTOYEVOS TO TOPATAVEO CUUTEPACUOTO, GE
UEYOADTEPO €DPOG OO OTL GTNV TOPOVLCH UEAETN KOOMG Ko vo KoTadeiEel pdoov
VILAPYOVV Kol GAAOLG TAPAYOVTEG OV OgV €EETACTNKAV €00. X& YEVIKEG YPOUUES
QTOOEIKVVETAL LE TNV TOpovoa UEAET TG oto efetaldpevo {RTnuo 1 €QapUOYN

YEVIKELUEVOV KOVOVOV amoTeAEL AGOOG TpOaKTIKY.




Yoveropopad s épevvas: H mapodoa Epevuva 6idel T duvatdTNTO GTO CTEAEYM
TOV EMYEPNCEOV VO AGPOLV VTOYN TOVG TO TANIGIO TOV TPOTEIVETAL DOTE VO
EMAEEOLV M VO ETOVACYKEOIAGOVY OLOKANPOUEVA TO KAVAAL SIOVOUNG KO VO, ATOQVYOLV

TOAVES AmOTVYIEG, AVOTOTEAECUOTIKOTNTO, KO O1EVEEELS .

A£Ee1c KAEWOA: Kavalio dlavounc, Bewpia marketing, dtavour Aevk®V NAEKTPIKOV

OVOKEVDV.
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Keopdlraro 1% Eircoymyn

210 mEPACHO TOV YPOVeV, and TAevpds Pifioypaeiog tov marketing oAid kot
OTNV TPOKTIKN TOV EMYEPNoE®V &lxe 000el d1aitepo PApog otV TOLTOTOINON KO
TUNUOTOTTOINGT TOV ayopdV, Ol OToies &iyov KoTavoA®MTES, O L NTav oe Béon va
TANPOCOVY O TEKUNPIOUEVT] TIUN Yoo Eva TTPoidy, giyav ampookontn mpdsPacr o€
aVTO KOl Ol VPIOTAUEVES VITOOOUES EVIGYDOVV TN SlEVPVVON TOV TOANGE®V. Emiong,
OVTOTOKPIVOVTOL OTIG TOPASOCIOKES TTPUKTIKEC TOV eTKOVOVIOV marketing. Avtd frav
TO HOVTELO TTOL SLUOPP®GE TG Aettovpyieg TV moAvedvikdv (MNCS) kabmg kot tov
pikpopecaiov (SMES) emyelpnoe@v oTIC avemtuypéveg OAAG KOl GE  TOAAEG
avortvocoueves yopes (Chikweche kar Fletcher, 2011). Kotd to t1élog thg dekaetiog
tov 1940 Bewpodvtav OepeldONG 1 ATOSOTIKOTNTA TNG TOPAYWYNS YL TNV EMITELEN
Kot O10TPNOT EVNUEPADV EMYEIPNUATIKOV AEITOVPYI®V otV ayopd. Koatd ) didpkeia
¢ dekoetiog tov 1950 o1 peretntég tov marketing emyeipnuotodoyodoay Yoo TpMOTN
QOpG. GYETIKA LE TO OTL Ol emyelpnoelg Ba Empene vo amoddGOVY TEPIGGOTEPT IO

TPOCOYT OTIS OVAYKES Ko emifupieg Tov Katavolmtdv (Svensson, 2005).

Avt n BgpeMddng mpocéyylon cuyva avagépetal g " évvola tov marketing"”
(the marketing concept) kot amoteAel pio 0o TIG O YVOOTES KO GNUOIVOVGEG EVVOLEG
7ov avantoydnkav woté ot Pifioypaeion tov marketing (McKitterick, 1957). Avtq
ovvoyiletal, ocduewvo pe tov ido (McKitterick, 1957, ©.35), oto ot " ....0
TPOTAPYIKOS 6TOY0G TG Asttovpyiag Tov marketing dev givor 1660 0 va givan Koveig
KovOg vo 00MYel TOV KOTOVOAMTY Vo TPATTEL GOUP®VO HE TO GUUPEPOVIO TNG
emyeipnong , aAld vo elvar wavog 6to vo cVAAapPavel kot Kotdémy va odnyel v
emyeipnon va  mwpdrtet ovtd mov  efumnpetel T GLUEEPOVIO TOL  TEAAQTN.
Yvumepoouatikd, n Tpocéyyion tov marketing otnpilel ndg o1 avaykeg kot embouieg
TOV KOTAVOAMTY B0 TPETEL VO VITAYOPEVOVY TOVG GTOYOVG OAWV TWV JOOIKAGIDV KOl

evepyeidv tov marketing (Svensson, 2005) .

Mia €' avtdv TV 0100KacIOV €ivol 1 SLOVOUT] TOL TPOIOVTOG UECH KOVOAMDV
OlOVOUNG Kot auTiV aKkpIPOS TpaypateveTol 1 mapovcsa Epevva. To kavAail Stovoung,

ovpeova pe tov Bucklin (1966), opiletar ®g to cuvoro TV BeckdV opydvav, To




omoio EKTEAOVV OAEC TIG OPOCTNPLOTNTEG TTOV ATOUTOVVTOL TPOKEUEVOL VO LETOKIVNOET

éva TPOToV Kot 1 KLPLOHTNTOA TOV A0 TNV TOPAYMYT| GTIV KATUVIA®ON.

Yno avt) v €vvola, otV mopovco £pevva Bo TaPOVCIACOVLE Lol SEPEVLVNTIKY
TPOGEYYIon Yy TNV aSloAdYNoN KOl ETAVACYKEOIOUO TMV  KOVOADV  SLOVOUNG
TPOIOVIMV. XTIG OEKAETIEC TTOV TEPACAY, OE GYECT] LE TA TPOAVAPEPOUEVA, O POLOG TWV
KOVOALDV O10VOUNG TPOTOVIMV, OALY KoL DINPECIMOV, KATESTN GOPNG KOl avayKaiog Yo,
Vv evnuepio po emyeipnong kot peketOnke omd TV oKaONUAIK) KOWOTNTO TOV

GUYKEKPIUEVOD EMGTNIOVIKOD TESIOL OO O1POPETIKEG TAELPEG.

H apyum cOAAnym vy v mopovoa EPELVO TPOEPYETOUL OO TNV TOALTAOKOTNTO
OV UTOPEL VO TOPOVCIAGEL 1 EMAOYY] KOVOAMOL omd Mo emyeipnon o€ o
GLYKEKPLUEVN 0yopd Kot omtd TIG EMITTAOCELG TOV Pmopel va Exel po mbavd Aovloaouévn
tétola emhoyn. Emiong, Kabdg 1 emioyn KavaAlod TOPATEUTEL GE VEEC QYOPES, KOt
OEmeTol amd SPOPETIKOVS KAVOVESG, N 0EIOAOYNON Kl O ETAVACYEOACUOS VTOL Bl
LOG amaoyOANGEL TEPIOCOTEPO. Ba avapepBovpe 6€ LILAPYOVCEG AYOPEG LE KAVAALL
oV NON AELITOLPYOVV, Y®PIG VAL AYVONCOVE TO KPITNPLXL EMAOYNG KOVOAOD OO THV
emyeipnon kabmg avtd Kabopilovv icmwg Tov 6mo1o emavacyedtocuo. [Ipocheta, kabmg
N OVATTLEN TNG TEXVOAOYIOG KOl 1) TOYKOCUIOTOMUEVT] OlKOVOuUio £XElL LEYIOTOTOMGEL
™ duvatdTTo TPOGPAoNS TOV KATAVOA®MTY] GTNV TANPOoPopio Kol TEMKA 6To 1010 TO
TPOCOOKMUEVO TPOG ayopd mpoidv, Bo peretnBovv To KPUTHplo EMAOYNG-AYOPas
TPoidvTog pe Pdorn to KavdAl pe to omoio oatifeTon Ko TG M AErTovpyio oVTOD
emmpedlel v cuvoMKkn kavoroinon Tov. Ot oyxéoelg HeTaél TV HEADV EVOG KOVOAL0D,
N Sayeipion 16Y00¢ HETAED KATAGKELOOTY Kot EVOLOUESOV GTO KOVOAL, emmpedlovrol

Kot emnpedovv T doun Tov 1310V TOL KAVOALOD KO €V TEAEL TOV KOTAVUAWMTY).

1.1. Xxomog TG épevvag

Ixavomowdvtog ) cvvOnkn tov marketing concept (McKiterrick, 1957) oALd kot
mv avabeopnuévn avtidnymn tov Svensson (2005), 6o eEetdoovpe v emtuyio | un
LG EMAOYNG 1} ETOVOCYESIAGIOD TOL KAVOALOD SLOVOUNG TPOIOVIOS GOUPMOVO, LE TO.
nopamave Kprmpua. Emiong oty épevva B AneOel vwoyn Kot 1 yp1LOTOOIKOVOLIKN
mAgupa G Owyeiptong evog KOvaAoy Olvoung, Kabdg M TopodcH OKOVOMIKN
katdotoon oty EAAGSa oA Kot oe 0AOKANPO TOV KOGHO BETEL KPITPLOL Kol KOVOVEG

mov iowg péypt onuepa Emoulav devtepgvovia porho. ZNUEP, VIO TIS TPEYOVOES




ovvOnkeg avtol ot kavoveg, @oaivetar vo, vrookeAilovv pe TV PapdTTd TOVG
TAPAYOVTEG, OMMG WEYOAEG TIOTAOGCELS Yo €mMiTeLEN HEYAAOL KOKAOL €PYACIADV,
YOUNAOVG OeikTeC PEVOTOTNTOG KOl OMOOOTIKOTNTAG HE OKOTMO TNV OlEvPLVOT TNG
ayopdc. Avtoi Ba emnpedoovy potpaia Tn dOUT TOV KOVOALOD, 0KOAOVOMS TG oYEcElg

TOV LEADY TOV KOVOALOD, KOt TEAIKE TOV 1010 TOV KatavailmTn, OTtmg Oa kataoetyOel.

H mapovoa épguva Ba emikevipwbel g Propnyavikd mpoidovia, GUYKEKPIUEVE GTOV
KAAO0 TV OIKIOKAV NAEKTPIKOV cvuokevav. [Tapd tov 411 1 dtebéoun Pipioypapio
AVOQEPETAL KOl OE OLAPOPETIKAE €101 SPACTNPLOTATOV, YO TIG OVAYKES TNG TOPOVGUG
épevvag kpivetor okompo to eeTalopeva, kabmg Kol To E0YOUEVO OO JLOPOPETIKEG
TEPMTOCEIS VO avdyovior otn Oikn pag mepintwon. Ot mepumtdoelg Kot dedopUéval
HEAETOV OV €YoLV cuumepuneBel apopovv TV aAvcida Tpoinwv, T Propnyovie
YEVIKG, TNV ayopd LTOAOYIOT®V, TNV avtokwvnroflounyovia, v ido v ayopd twv
NAEKTPIKOV GLGKELAOV OALNL KOl YEVIKES, TEPIOCOTEPO OEUEAMDOELS, TPOCEYYIOELS EMAV®D
ot0 Bépa TOv kovolov dlavouns. Alwote Oa emikevipwBovue e KpPIGYOLG
TAPAYOVTEG Y10 TNV EMTVUYIN OTWG CLUTEPLUPOPE KOTOVOAMTN Kol Ol GXECELS 16YV0G
pHeETOED  peEADV PG OTOL KOVAAl Olavourg, Omote Oev  dlutpéyeton  Kivouvog

OTTOTTPOCOVOTOAIGHOD TNG £PEVVOLC.

1.2. To KavaAil S10vOPUNS 6TOV KLAOO TOV NAEKTPIKMOV GVCKEVAV

2mv épevva pog Kol 6To onueio avtd Kpivetal okOTHo vo, Kabopicovpe molog
glval 0 KAGOOC NG EUOPIKNG Opaotnpuotntoc mov efetdlovpe Kol €IKA OTIG
TPOKTIKEG TOV oKoAovBovvTon 6T dtavoun. Ta ototyeia mov Tapatifevion mpospyovTol
amd dnuoctevpévn KAadtk perétn mov oegayel emoing n ICAP kot apopd 10 £10¢

2009.

Ot emyepnoelg mov dpactnplonoovviol otov e&etalopevo KAGOO HITopovV va
YOPLGTOOHV € OV0 KATNYOPIES: TIS EICOYMYIKES EMYEPNOELS, TOL OTOTEAOLV Kol TO
LEYOADTEPO TOCOGTO, KOl TIG TOPAYMYIKEG EMIYEPNOELS. Ol E10aYOYIKES EMYEIPNOELS
mpounfedovior ta mTPOIOVTA TOVG amd JAPOPOVS OIKOVG TOL eEMTEPIKOV Kol 1)
TAEOVOTNTO OLTOV OCYOAEITOl TOPAAANAG HE TNV €100y®YN Kol eumopior GAA®V
TPOIOVIOV, ON®G MAEKTPIKOV WKPOGLOKELMOV, KMUATIOTIKOV, €OV  KWNTNG
TNAEQOVIOG, UNYOVNUATOV ovOTopay®yng NYOL Kol €ovag KAT.. Ot mopoywyikég

EMYEPNOELG ATOTEAOVV £VOL LKPO TOGO0TO TOL £€eTallOIEVOL KAAOOV Kot aGyOAOVVTOL




KUPI®OG LE TNV TOPAYOYN WYOYEIOV-PYVYELOKATOWYVKTMOV, KOL{IVOV KOl OTOPPOPITHP®V.
O KAGO0g TV NAEKTPIKOV cLokeL®V otnv EALGda exmpocwneitor and tov ZBEHXE
(Xvvdeopog Bropumyoviov & Emyeipnoeov Hiektpikdv Xvokevdv). Xty EAAGda 1
mopaymyn tov eEetalopévov mpoidviov meplopiletar o pkpd aplBud EMYEPNCEWV,
o€ avtifeon pe Tov el0ay@ykd Topuén 0 0moiog eivan apketd avartuyuévos. IToAlég and
TIG EI00YMYIKEG EMYEPNOEIS OGYOAOVVIOL TOPUAANAL KO HE TNV €lo0y®yn GAAov
TPOTOVTIWV TO OTTOL0L AVIKOVV GTOV EVPVTEPO KAADO TWV NAEKTPIKAOV KOl NAEKTPOVIKAOV
OLOKELOV, OM®G UNYOVAMOTO MNYOV Kol  €KOVOG, KAMUOTIOTIKA, MAEKTPIKEG
UIKpoovoKeVEG, kKA. EmumAéov, pia dievkpivion oe oyéon pe m OpoactnplotnTo. Tov
TPENEL VO OMOGOPNVIGTEL €ivol OTL OpIopEVEG 0AVGTI0EG KABMDE KOl 0yopaoTikol OpIAot
KATOOTNUATOV NAEKTPIKAOV KOl NAEKTPOVIKOV CLOKELMV, TOPEAANAQ HE TO AOVIKO

EUTOPLO OLGYOAOVVTOL KO LE TNV EI0AYWYN AEVKADV NAEKTPIKDOV OIKIOK®DY GLGKEVDV.

‘Eva amd to KOplo opaKTnpioTikd Tov KAASoL givol ot TapdAANAEg El0aY®YEG TOV
TPOYUOTOTOOVVTOL om0  EAMMNVIKEG EUTOPIKES  emyelpnoels. Qg «mopdAANAec,
xopokTNPilovTal ol EI6aYMYES EKEIVES Ol OTTOTEG TPAYLLOTOTOIOVVTOL OO «OVEEAPTNTEG)
EMYEIPNOELS Kol Oyl amd TOV EMICNUO OVIWIPOGMONO €VOG EUTOPIKOD GNUOTOS TOV
eEwtepko, yeyovog mov cvppaivel otov KAGoo Kou emnpedlel ta eEetaldpeva yo To
KavaAla Stavoung. Iapd to yeyovog OTL 1 AOKAEIOTIKN E100YMYN OEV KATOYLPDOVETOL
TALOV, OTIG MEPLOGOTEPES MEPUTTMGELS O KAOE KATAGKELOGTIKOG 0ikog avayvmpilet o
OLYKEKPIUEV emyeipnon otnv omoia kot dwabétel to mpoidvta tov. O AVTITPOCOTOG
etval vevOLVVog Yo TNV TPO®ONON TOV TPOIOVIOV CTNV EYXDPO. ayopd (dtapnuon,
npodnTiKé evépyeteg — marketing, kKAm), Kabmg Kot yio TNV vrooTpiEn ToVg HETE TV
ndAnon. Katd cvvéneia, ot TapdAAnieg E160ymYES TPOEPYOVTAL OO EUTOPIKOVS 0TKOVG
tov e€mTEPKOL Kot Oyl am’ gvbeiog and T1¢ Kataockevdotpieg etarpeiec. (ICAP, 2009).
Eniong avtd mov yoapaktnpilel Tov avtayoviopd tov KAAO0L Kol Xl AUECT] OXE0T LE
™ Agrtovpyio TOV KavaAdV Stovopng ivar 6Tt ot 0AVGIOEG KOTAGTNUAT®V ALOVIKNG
TOANGONG NAEKTPIKOV KOl NAEKTPOVIKMOV OIKIOKDOV GLOKELMOV, AOY® TOL OYKOL TMOV
GUVOAAOYDV TOVG KOl TOV EKTETAUEVOV SIKTO®MV TOANCE®V Ta omoia dtafétovy, £xovv
™ ovvatodtta vo mpoundevovrtal to egetalopeva €idmn, €lte amoKAEIGTIKA amd TNV
EYYOPO. ayopd €lTE TPAYLATOTOIDOVTOS KOL EGOYOYES, WE EVVOIKOTEPOVS OPOVS GE
oYéon ME TIC HKPOTEPES EMYEPNCELS. Apeon amdOppole avtod &givar 1 gvyépela
ovumieong Tov mepBmpiov kEPOOVE, N 0moia GE GLVOLAGUO UE TNV EKUETAAAEVOT TOV

OIKOVOUI®MV KMUOKOG, £YXEL MG OMOTEAECUO, TNV OELVOT TOL OVTOYWVIGUOD UECH TNG




TPoKTIKNG Tov  «moAépov Twmv»y (ICAP, 2009). Avtd axpifodg eivar mov 6Oa
TPOYUOTELTEL KOl 1 UEAETT) GTO KOUUATL TOV €YEL VO TOPOVCIACEL TNV EMIOPOCT] TOV
KOVOALOD S1VOUNG GTNV TLLOAOYIOKT TOALTIKY] TOV TTPOIOVTOS Kol 6T KEPOOPOpia TG

EMYEIPNONG EITE MG KATOOKELOOTH AL KO G EVOIAUETOV GTO KAVAAL.

O g&etalduevog KAGO0g otnpileTon o€ pa oyopd 1 omoia pe Tn 6epa g e&aptdTon
amd moAlhovg e€myeveic mapdyovteg (dwbBéoipuo ecddnue, Pobpog davelopod TV
VOIKOKLPLDV,  OKOOOUIKY]  Opaotnpldtnte.  vE®V  KOTOWKIOV KOl OVOKOLVIGELG
TOAOTEP®V, dNUIOLPYIN VEOV VOlKOKVPIOV KAT.). H ayopd TV Aevk®dv NAEKTPIKOV
OIKIOK®MV GLOKEV®V YopakTnpiletar amd vynio Pabud dieicdvong (Tocootd Katoyng
amd To EAANVIKG VOIKOKLPLE) OTIS «Bactkésy cvokevés (Wuyela, Kovliveg, mAvvimpila
povy®V) pe amoTédespo 1 (RTNON TOV GLYKEKPLUEVOV €0®V Vo e£0pTdTol Kupimg amd
™ OMuovpyic VE®V VOIKOKLPIOV Kol OO T OVTIKOTOOTAGELS GLOKELAOV AOY®
nolootnroc. ‘Evoag mapdyoviag mov kaBopiler v emAoynq HETAED Ol0(pOPETIKOV
EUTOPIKAOV ONUATOV €ival 1 TWW| HIOG GLOKELNG GE GLUVOLAGUO HE TO OGO

g1o60M 1o,

Kvplot mpounbeutéc tov KAGOOL €lvol Ol KATOOKELOOTEG AEVKAOV TMAEKTPIKAOV
OIKIOK®MV GLOKELMV. APKETOL A0 TOLG TOPUYM®YOVS OTOTEAOLV OUIAOVE HE 1oYLPN
TAYKOGLLO TTAPOLGID, «IoYLPE» EUTOPIKE CHUOTO Kol UEYOAN OOMPAYLOTEVTIKY
SOV OTEVOVTL GTOVG KATO TOTOVG AVIUTPOCOTOVS Tovs. H Omota StompoylotenTikn
dvvoun Tov TeAevTainv Tnydlel and ™V Topovcio Kot To pHePido mov amorappdvouvv
oTNV €YYOPO. ayopd, o€ ocLVOLAGHO pe TO PabUd ATOKAEIGTIKOTNTOG OV £)YEL M

GLVEPYOGIN TOVG LE TOV EKAGTOTE TPOUNOEVTN.

Xe YEVIKEG YPOUUEG, Ol HEYAAOL KATOOKEVOOTIKOL OMIAOL £XOVV SLOTPOAYLLOTEVLTIKO
TAEOVEKTNO, O TTPOG TOVG EIGAYMYELG, 0 APKETEG OE TEPIMTMOGELS 10pHOLY BuyaTPIKES
eTOUPElEG E10AYMYNG KO VTOCTHPIENG TV TPOIOVTWV TOVS, MOTE VO £XOVV KAAVTEPO
€leyYo G TMAPOLGING TOV TPOIOVIMV TOVG OTNV EAANVIKY ayopd OAAG Kot GUEOT)

dlmpaydTeELON LE TOVG PEYAAOVG AOVEUTOPOLG.

AmO TAELPAC SOTPAYUATEVTIKNG OVVOUNG aYOPOoSTAOV, Ol KOPLOL OyOPUCTEG TV
TPOIOVIOV TOL KAGOOL €ivol Ol ETYEIPNOES TOV MOVEUTOPIOV KOl GLUYKEKPIUEVO Ol
aAVGIOEG KOTAGTNUATOV OIKIOKOV GLGKEVMV, Ol 0LyOPUCTIKOT OUIAOL KOTAGTNLATOPYDV,
To HEYAAQ KaTOoTAROTO AVIKAG (ToAvkataotiuata, katacthpoto cash & carry,

VIEPOYOPES) KO TO HEUOVOUEVA KOTOOTHHOTA Aovikng. H dampoypoteutikny toug




dvvoun &vavit TV TPoundevtdv (10ay0YEMV Kol Topay®y®V ToL KAGOOV) TOlKiAel
avAAOYO LE TN SUVOLIKT TOLG GTNV 0yopd TOL Alavepumopiov, To péyehog Tovg, To dvoua
OV €YOLV GTNV Oyopd KOl TNV duvATOTNTA TOLG Vo dnpovpyodv “miotn katovoilmt)”

TPOG TO KOTAGTNLO TAPE TPOG TO, EUTOPIKA GTLOTO TWV GLGKEVDV.

1.3. Aop] G épevvag

Y10 €&ng Ba meprypdyovpe T doun G épevvag, €xovtag AdPel vmoym To
TOPOTAV® KOl  EMIKEVIPOVOVTOG OTO KAGOO 7OV  TEPIYPAYOUE GLVOTTIKA GTO
ponyovuevo otddto. Ot Topelc ™G €pevvac Kol 1 KOTOVOUT TOVG OTo KEQAALQ

TOPLGTAVOVTOL GYNUOTIKE TOPAKAT® KOl 0VOADOVTOL GTN GUVEYELL.

Kpioweg |
| mopdpetpor |

/ AlspﬁUVT]?’T] 1 Awaysipion
KOVOALOD | | toxvocuioa |

_ KOTOVOAOTH ! ) ]
N wouts /NG

ZoprepIgopd

|

Emloyq
Kavorioh

Yympo 1.3.1: H doun ¢ €pevvog Y10
20
KeQAloto mopovotaletor m ovantuEn g peBodoroyiog ™G épevvag, OTOL Ko
TEPLYPAPETAL 1| OTPATNYIKN LE TNV omoia mpoaceyyiletan To Bépa meplocdTepo Tapd Ta
gpyodeia koBOTL elvar o BpAoypapikn pevva Kot Epguva HEAETNG TEPIMTMOGE®V, OV
eEapéoet kavelg TIg oLVEVTELEES TOL EANEONGOV TPOTOYEVAOG ONO GTEAEYN TOL

KAGOO0V.

2 ovvéyela, 010 30 KEPAANO avamTuooeTol I BIAIOYpaQIKY avacKOTnon 6mov
mapotifevtal 0ca £Qovv Ypaeel Yoo To BEHA TG EMAOYNG KAVAALOD KOl TO KPLTHPLOL

avtig (Magrath wor Hardy, 1987), ewdikd otV mepinT®ON EMTOVACYEIAGLOD




VILAPYOVTOG KAVAALOV, TNG GYECNC TOV LEADY TOV KOVOAIDV Kot TNG Stoyeiptong 1oyvog
(Anand kot Stern, 1986), v emidpacn ToL KAVOALOD GTNY ETAOYN ayOPAS TPOIOVTOG
and tov teMkd kotavorwt] (Anand kot Cunnane, 2010) omd 10 mpicpo TNg

ovunepipopds katavaimt (Shankar, 1994; Schramm-Klein et.al , 2011).

210 40 xepdrao Bo mapovciachohv kdmola cases mov otnpilovv TG VIOBECELS
OTNG £PEVVAG PE TPOYUATIKEG TEPUTTMGELS TNG TPUKTIKNG EQPOUPUOYNG KATO0V €id0VG
EMAVOGYEOIAGHOD Kavailov dtavoung oty ayopd (Jeuland xor Shugan, 1983) kabdg

KOl JLE TIC EMOPAGELS TOV ELYOV OVTEG OTIC OYEGELS TOV OLO AKP®V TOL KAVOALOV.

210 50 kepdrowo mapotifevior oe kpitikny Osmdpnon to amoteAéouaTo TOV
OLVEVTEDEEMY, TOV  TPOYUATOTOMONKAV HE OTEAEYN TOL KAGOOL T®V OIKIOK®OV
NAeKTPIK®V cvokev®v. Ed® tiBevion oe cvykpion pe ™ oyetikn Pipiloypaeia, wov
OVOTTUGOETOL OE EKTACT GTO TPONYOVUEVO KEQAAO0, TO vIooTNPopeva omd ToV
YEVIKO 01eL0LVTI BLYATPIKNG HEYOAOV KATACKEVAGTIKOD O1KOL TOV EEMTEPIKOD, GYETIKA
pe v avadtipOpmon tov kovarod dtavouns. Emiong amd tov dievbuvin toincemv g
dtog Buyatpikng yivetor n TPocEyyion ¢ avadidpOpwons Tov VITAPYOVTOS KOVOALOD
OlVOUNG, TOL GLYKEKPUEVOL VIO eE€taom KAGOov, pe katevBuvon v amevbeiog
d1a0eom TOV TPOTOVTOC GTOV KOTAVOAMTY SLOTNPMOVTOG TOUPAAANAL TO LITAPYOV OIKTLO.
Eniong efetdleton o avtd 10 kePdrowo kKo 1 Béomn evdg aviumrpoommov, KdAOeTa
OAOKANPOUEVOD MG TTPOG TO TPOIOV NG 100G BuYATPIKNG, GE GYéon Ue TIS EMOPACELS

po TETOL0G OAAUYNG LEGO OTO KOVOAL OAAAL KOl GTOVG KATOVOAMTES.

210 60 KePAAOO GLINTOVVTOL TO. OTOTEAEGHOTO OAWMV TOV TOPATAV®, TOL 40V Kol
50v kepaAiaiov kot eEQyoviol To GUUTEPACUATO e TOVG THOVOVS TEPLOPICUOVG TOL

TPOKVTTTOVV KaOMDS Kot To TESI0 TNG TEPULTEP® AVAAVGNG TTOV TPOKVTTEL.




Keopdlraro 2% MeBodoroyia Tne épevvac

H pebodoroyia g €pevvag, mpokelévov va koAdyoovpe to vo e&étaon Béua,
otmpileton oe 600 OBepelmdOEl; MOAMVESG. AQeVOC TNV €VVOLOAOYIKT] oulntnon e
BBAoypapIKn avooKOTNOT), GPETEPOL TNV TPWOTOYEVH] £PELVA WE GULVEVIELEES OE

oTEAEYN TOL KAGOOV TTOL [OG EVOLOQEPEL.

Yty Beopntik mpoofyyion (conceptual discussion) epesvvatoar M OYETIKN
emomuoviky] PipAoypaeio yio 1o Oépa, Paciopévn ©TOV TEGGEPIS TUAMVEG TTOL
TEPLYPAPNKAV TPONYOVUEVAOS (ETIAOYT KAVOALOD, GUUTEPIPOPH KOTAVOAMTY], KPIGIUES
TapAUETPOL eMLTLYIOG Kol dlayeiplon 1oy00og 610 Kovail). Edd, kot yio v mepintoon
TOL VIO OlEPELNGN KAAAOL, YIVETOL OVOLY®YN TWV CLUUTEPACUATMOV TOV TPOKVITOLV
amd TV e&étaon SPOp®V GLOTNUATOV dtovouns. Avtd eivor kvupiog vPpdwkd
KavAaAle, mov TapoOAa avtd TiBevior 6e CLYKPION HE TO TAPOSOCIOKA, KOl ETIONG
aPopovV G€ SLOPOPETIKA TPOIOVTO OAAG TO KLPLOTEPO, OGS Ba amoderydel kat amd v

Otepehivnom, o€ JpOPETIKE TEPIPAALOVTA QryOpdC.

Eniong e€etalovron peréteg mepmtdoewy, mEPOV NG Bempntikig mpooyyiong,
dnpovpyiog vémv aAld Kot avadldpOpmons vTopyOVI®V KOVOALDOV dtovoung ot debvi
ayo @ Kol oG oVTEG EMMPENCOV TIG OYECELS TOV UEAMY TO U KOVOALO U [LE TOVLG
KOTOOKEVOOTEG, TNV TOWOTNTO Kol T TOL {810 TOL TPOoidVTOG Kol TEMKE TNV
npooTiBéuevn a&io avtod HE TIG OVOUEVOUEVES EMNTMOOELS OeTIKEG 1) APVNTIKEG GTOV

KOTOVOAW®TY).

2TOV TOUEN TNG TPMTOYEVOLG Epevvag deENyOnoay tpelg cuvevtehEEIS e oTEAEM
oV KAGdov. EmdéyOnkav amd drapopetikég Pabuideg g epapyiog TV ETXEPHCEDV
kabmg o évag eivar yevikdg OtevBuvtig Buyarpikng KATOGKELOOTIKOD OiKOL TOL
eEmTePKOD VA 0 0eVTEPOG eivan devBuvhg TowAncewv. O Tpitog 0 omoiog cvppeTelye
oV GLVEVTELEN gival aVTITPOGMTOG -UETATOANTNAG OIKIOKOV NAEKTPIKOV GUOKEVAV,
LE AMOKAEIGTIKOTNTA 0T dpactnplotnto e po etoupeia. Kpibnke oxompo yio Adyovg
deovroroyiog vo unv avaeepbel otnv mopovca Epevva 1 BuyaTpikn ovThy 0TS Kol M
etoupeia Tov avtimpoommov. Evolapépov mapovctdlel 1o yeYovog mmg ol SO ETOPELEG
HETEYOVV OTO 1010 KOVAAL OlOVOUNG KOl TG 1 KOTOUGKELAGTPLO. €TOPEID YEVIKAL,

Bewpeitan leader 610 YDPO NG MO TAEVPAG TOLOTNTOG, LE CLYKEKPIUEVO target group




VYNAEG TIUEG Kot HIKPO OYETIKG HePidlo. AVTEG akpBdG 01 TapAUETPOL ANPONKaY Kot

VITOYN KOTA TNV EPUNVELN TOV OTOTEAECUATMOV TV GUVEVTEVEEWV.

Ot ovvevtenéelg EAafav Ydpo OTIS EYKATAOTAGELS TOV OLO ETUPEIDV KOTOTLV
TPOYPAUUATIGHEVOL pavTeBov. Katd ) didpkela G cuvEVTELENG deV aKoAovOONKe N
uéBodog g MYoypaenong oAAG KpatnONKaV ONUEIDCES TOV AEYOUEVOV €V €l0€L
TPOKTIKAOV 0O GUVEPYATN TOV EPEVLVNTH, £TCL MGTE VO UNV OATOPACCETOL 1] PON TNG
OLVEVTELENG KOL VO UMV OTOCTAOVIOL ot dvo mAevpés. Emedéyn m pébodoc g
nudounuévng ouvvévtevéng (semi structured 1 focused interview) (Wengraph, 2001).
ouewvo pe tov Zorn (2004), n mo ypnoTIKN HOPEN) GLUVEVIELENG TPOKEIUEVOD V.
Oe€ayBel épevva mOOTIKAOV dedopévav gival cuyvd N NUOOUNUEVES GUVEVTEVEELS 1)
Om®G cLYVOTEPO KOAOUVTOL YoAapd dopunpéves. Avtd onuaivel mmg 1 CLVEVTEVEN dev
glval avotnpd dounpévn, OTWg otV TEPITTOOT OOV AMOTEAEITAL GO EPWOTIGELS TOV
EMOEYOVTOL LOVOONUOVTEG OMOVTINGCELS, 0VUTE &ivarl €VIEANDS adduntn, Onwg otV
nepintwon mov 6idetal otov cvvevtevélalopevo 1 duvatdtnta va avaeepbel ehevbepa

o€ OTL AVOKDVYEL

O nuidopunuéveg ouvevtenéelg Bétovy NTHHATO Kol EPOTNCELS GTOV VTOKEIIEVO
OTNV GLVEVTELEN, OUWG EXOVV OYESIOOTEL Kot dedyovion e TPOcoyn £T61 MOTE Vo
eKpoedoel TIc 10éeg Kol omoyelg Tov oto {nroduevo Bépa, oe avtiBeon pe 10 va
KkaBodnyeital aVTOG TPOG TPOETIAEYUEVES AMOVINGELS. LVUVENTMOS otnpilovtal 610 OTL O
EPEVVITNG EMOVEPYETOAL LE AVIEPMOTNOELS MOTE V. AAPel TAnpoopieg oe Pdbog, yio o
o e€€taon (nua. Avo Bepeldoelg apyés mpog v KatevBvvon avth ivor o) va
amoPeVYETUL | KABOdNYNOo™N TNG GLVEVTELENG 1) VO ETITPEMETOL VO VITOVOOVVTOL KATOLES
évvoleg M Béoeg ko PB) vo emdwdkeTal vo dmuovpyeitar pa dvetn ocvlpnon.
SOUTEPAGUATIKG T YOPUKTNPLOTIKE OVTOD TOV TOTOL TMV GLVEVIEVEEWV cLVoyilovTat

ot e&€ng (Cohen ko Crabtree, 2006).

e Tb6c0 0 gpeuvntig 000 Kol O GLVEVTELEWLOUEVOS EUMAEKOVIOL GE W0 €TOUN
oLVvEVTELEN.

o O gpevvntg oyedidlel kat epapprdlel Evav 0dnyd ™ cuvEVTELENG. AVTOG etvar pia
Mota epomudtov Kot (nTrdtov mov mpénet va KoAvehodv Katd ™ odpkela g
oLVVvEVTELENG, cLVNBWG 8 GLYKEKPLUEVT GELPAL.

e O gpevvng akoAovOel Tov 00MYd aALA givon kat og BEon va TpoekTeivel- epfabivel

Kot TN 6L{NTNON Kot Vo ATOKAIVEL atd ToV 00170 OTav avTdg Kpivel oKOTLO.




e O ovukelevikdg okomdg elvar va yivel aviilnmt 1 GULVOAKY] ONTIKH TOL
AVTOTOKPIVOLEVOD TTAV® 0T0 eEeTalOpevo {NTnUa Kot VoL omo@evy 0oV YeEVIKEDGELC.

e O gpevvnig Tpoomabel va SNoVPYNoEL pia TaDTION HE TOV GLVEVTEVEIOLOUEVO Kl
N ovvévtevén eelMooetol wg cvlntnon.

e O1 gpotoelg yivovtor 0tav 0 gpeLVNTIG KPivel OKOMUO KOl UTOPOVV €KTOG OO
TPOGYESOGUEVES VO TPOKVTTTOLV Kol Katd TNV eEEMEN TG cv{ntnong.

e H odwlektikn tov epotioemv Oev amorteitor vo givor m 01 oe GAOVE TOLG

eEetalopevoug.

Y76 T1g Topandvem cuvONKeS Kol E@OGOV 0 EPELVNTAG ivol EKTAOEVUEVOS GE AVTOV
TOV TOTO TMV GLVEVIEVEEW®V 1), OTMG OTNV TEPITTMOTN oG Yvmpilel ToAD Kald To OEua,
umopel  avt] N pnEBodog vo doeEl a&lOMIOTO Kol CLYKPIGILO TOLOTIKG OEdOUEVAL,

(Bernard, 1988).

2.1. Mieovektipata TS pedooov

Ta mAeovektiuata ¢ nebddov cvvoyiloviar moapoakato (Powney kor Watts,

1987; Rubin, H.J. kot Rubin, 1.S., 1995):

1. Oetikn ocvoyétion petald gpevvnn Kot cvveviev&lalopevov. TIoAd mpaxTiKdg Kot
amotelecpatikdg Tpoémog vo. AneBodv dedopéva yioo {nmiuoto to omoio Ogv
amoTELOVV EDKOAM OVTIKEILEVO TTOPATIPONG.

2. YynAn oélomotio kaBdg ot avBpomotl Epyoviar vkorotepa o€ BEon va LIANGoVY
elevbepa v va (o pe Aemtopépeta ko fabog. Me pio ehagpd kabodnynon
amd TOV gpeuvnT Umopel KAmOl0g va amokoAOyel évvoleg miow omd mTPAEELS
WA®VTOG AAG Y10 TOV £0VTO TOV.

3. XOvbetec epmmoelg kKot {ntiuota pmopotv vo culnnoovv Kol Vo 0moGoPVIGTOVV.
O gpevvntg pmopet va TPoPAAEL TEPLOYEG TOV VO TPOKVLTTOVV OO TIG OTAVINGELS
TOV OVTOTOKPIVOLEVOL KOl VoL GLAAEEEL TANpOoOpieg Tov dev mepipeve N dev Yvdpile
vopitepa.

4, Abvetar 10 TpOPANUA TOL TPOSYESIACUOD TOL Tt B cuintnBel kol L Oyl Me TOV
TpokaBopIoUd  HEPIKDOV EPOTNCEMV O EPELVNTNG O&V  TPOKOTAPAAEL TOV
OVTOTOKPIVOUEVO Kol Ogv omo@acilel mota €lval Kot molo dgv €lval OMUOVTIKN

TAnpoeopia.
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5. EvkoMa oto va armotummbodv ta amoTeAEGUATO TG GUVEVTIELENG LE TEXVOLOYIKA

péoa (video/audio tapes).

2.2. Mewovektpota Tng pedéoov

Ta peovexktuato ¢ pebodov mov akoAovbnOnke ocvvoyilovior ToPAKATO,

(Powney kou Watts, 1987; Rubin, H.J. xou Rubin I.S., 1995):

1. E€aptdton amd v kavotnto Tov €peuvNT (). TNV WKOVOTNTO TOL Vo dNUovpyet
€00TOYEG EPWTNOELS KATA TN OdpKeEWD TNG CLVEVTEVLENG) KAOMS Kot TV KovOTNTH
TOV OVTOTOKPIVOUEVOD VO SLOTLTIMVEL TIG OTOYELS TOV GOPDS KO KOTAVONTAL.

2. O gpeguvnmg wmopel vo. OMGEL VTOGLVEIONTO CNUOTO Kol Vo KaBodnynoel tov
oLveVTEVELLOUEVO DGTE VO ODGEL AVOUEVOUEVEG OTOVTIGELC.

3. Eivai ypovoBodpa kot koctofopa péBodog.

4. Agv givan dwaitepa a&omot) kabmg oev ivar e0KoOAo va emavoinedel akpiPog pe
v 010 Tvmomoinom. Ot e€etalopevol pmopel va epm@TNOOVY S10POPOTOMUEVES TIG
gpmtoelg kat avtd Paiel v aomotia. Emniong cvviBmg apopovv pikpd detypo
ep™BEVTIOV. O TPOSOMIKOS YOPAKTAPOS TNG CVVEVTELENG UTOPETL VAL KAVEL SVGKOAO
TO VO YEVIKEVLOOVV TOL OMOTEAECUOTO-EVPILOTA TNG EPEVVOLC.

5. To B&Boc g molotikng TAnpopopiog pumopel av givor 0O0GKOAO va avalvOel (T.y. va
AmOPOCICOVLE Tt EIval Kot Tt Ol GYETIKO [e To (e Tov eEgTdlovpe).

6. Eykvpomta. a). O gpevvnmg dev eivar oe Béom mpaypatikd va yvopilel v o
gpwtOeic Aéel mpayuatikd v oAndeto. B) O avtamokpvopevog Umopel va yeddeTon
ovveldntd | acvveidnto (Barriball, 1993). v devdtepn mepintwon pmnopei va 1o
Kdvet, emeldn didetot 1 evkoupia pe ™ HEBOSO AT, Yo VO EKAOYIKEDGEL TEMPOYUEVQL
N va vrootnpi&el BEcelg mov T GTIYUN OV EAEONCAY 1 Ao yn ToL oM v, HTav

OLOLPOPETIKN.

2.3. Ov TOAOVES TNG GUVEVTEVLENS

2myv mepintowon g OKNG Hog EPELvag oTNPLONKOLE 08 TECCEPIS TUAMVEG,
TPOKEWEVOD VO GYEIAOTEL 0 00NYOG TNG GLVEVTEVENG. AvTol glvar TowTOGNOL 1} £YOVV
v 10w katevBouvon pe awtovg TG GVVOAKTG £pevvac. Etot 1 cuvévtevnén kabmg kot n

avéAvon TV aroteAecdTomV avtig Ba otnprybel ota ENG:
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e H dmoymn g etaipeiog yio Tov ovosyedacld Tov KavaAloh davoung me. H ocvykpion
Ba yivel avapESH GE AMTOKEVIPOUEVO KOl GLYKEVIPOTIKO YeviKA. Eivarl yvwotd ek twv
TPOTEPMV GTOV EPEVLVNTY, TMG N €TOPEiD TOV 2 cLVEVTEVEILOUEVOV TIPOYMPA GE
avadidpOpwon tov KovaAloh mTov givar o1 VPPOIKO TPOG KATOO TO GLYKEVIPMOTIKN
Aertovpylo pe omevBeiog moAnoels. Emiong n etapeic tov tpitov Ba eivor to
VTOKEIUEVO TV OAAOYDV OVTOV.

e O1 TpoPAEYELG KO Ol EVEPYELEC TNG ETOPELNG Yoo TN OLOYEIPION TOV GYECE®V TOV
HEAMV TO V KOVOMO U KOU TG OLTEG B emnpedoovy TIC TOANCES OAAG Kol TIG
dwdkaociec. [mg Ba emmpedcovy ot Omoleg aAAaYEC TNV KEPOOPOPID GTO KOVAAL Kol
Tpog Tig dvo Katevbvvoelg upstream kot downstream.

e [Towa avapéverot va givar  avtamdkpion and tov TeAKo Katavaiwty|. [Towa Bewpeiton
TG gival 1 161G TOL VITAPYOVTOS TAPOUIOGIAKOD KOVUALOD ETEV® TOV.

e [Toteg Oa givar ot cuVONKES EPAPLOYNG IOl TETOLOG OAAYNG OO TPOKTIKNG Armoyng, M
eEétaon tov mepPdAlovtog TG oyopdg Kou emakOAovBo M doun Tov VEOL

AVOOYEOIOGUEVOL KAVOALOV.

O empépovg, oe Pabog epwtoelg, mov otNPifovTol GTOVG TOPATAVE® TLANDVESG
nepthoppdvouv meptocoOTepa mEdio Kot Aoyikd, Omw¢ mpoPAémer m pébodog TV
GLVEVTEDEEMY OLTOV TOL TUTOL, OVOKOTTOLV Kol OGAAeg Koatd T oe&oywyn g
ovvévtevéng, mpog T 101eg M GdAAeg kotevBivoelg, mov &yovv Ouwmg afio Ko Ha

dtepevvnOovv.

A&iler va onuembel mog Yo TOVG CKOTOVG TNG £PEVVAG KOL TNV KOADTEPT

afloldynon 1oV 0£ce®V TOV VITOKEILEVOV TN GUVEVTEVET, KOIIKOTOWOUVTOL OLTOL MG

egng :

I.  Tevikdg Atevbuvtig Buyatpikig Tov KOTAGKEVAGTIKOD oikov, oto €&fg Oa
avaeEpetol og (Al).
i, Aevboviig [oAncewov Oa avagépetarl mg (A2) Kot

iii. O Avturpocwmnog o¢ (A3).
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Keodroro 32 Bifroypo@ikn avaockémnon

210 ke@AAoto avtd Ba eEETAGOVUE TN OYETIKY emoTnuovikKn PipAoypapia yio o
Oéna TV KovoAMdV dtovoung otnpllOUEVOL GTOL TEGGEPIS AEOVEG TTOV TEPLYPAPNKOV
vopitepa. v tpootadeld pog va ayyiEoope 1o Béua, kabhg dev gival duvatd va 1o
eEavrinoovpe Ba mopatefodv £peuveg Kot AmOYELS GYETIKESG LE TN OOUN TMV KOVOALDV,
T0 TTEPIPAALOV TOVG KOl TG VTO enMpedlel Kpioweg amo@doelg kot mpaktikés. Emiong
o kmokomoBel Katd TO SLVATOV 1 TLIOAOYIO. TOV KOVOALOD OlVOUNG MOTE VO
UTOPOLV VO GUYKPLOOHV 01 SIOPOPETIKEG OMOYELG Kot TPOKTIKEG Kot Oa eEgTaoTel emiong
TO ONMOTEAEGHO OVTOV HEGO omd UHEAETEG TepTOCE®V. TEAOG, amd TAEVPAG
ovumePLPopds Katavalot) Bo koataderydel, mavta couewvo pe ™ PiAoypaeia, T

Bempeitan 01 ennpedlel, Kol Pe IOV TPOTO, TNV TEAIKN OTOPACT] TOV KOTOVOAMTY.

3.1. Aopn} kKavaired dravopng

210 YeVIKO TAOIGLO TOV KOVOALOD , TO OTOI0 OVOPEPETOL OTIS GLVONKES KATA TIg
omoieg d1dpovV T PEAN peTald Toug PEca 0 £voL GVGTNIA SLVOUNG, OgV €yl 0obel N
npémovoa PapvuTnTo. TN HEXPL CTUEPO EPEVVA TNG CLUTEPLPOPAC TV Kavaildy (Kim
kou Frazier, 1996). Emiong, dev givat duvatd va 16xHGOoUV HELOVOUEVE, LOVTEAL OOUNG
oxetillOpeVa [LE TO QOIVOUEVO CULUTEPLPOPAS GULAANPBONV o€ OAO TO. GLOTHLOTO
KOVOAIDV oTOV KOGHO, géottiog Tov dlapopmdv Tov voeiotavtol petald tove. Emi
mopadetypatt, peréteg oto mapehBoOv €xovv odeifel Eexkdbapa mwG 1 @OoN NG
dtaovvoeong Hetald TG 1oyVOg HETAED TOV ETOIPEIDV KL TNG EPOUPLOYNG GTPATNYIKNG
EMNPEAGHOD daPEPEL PETAED SLOPOPETIKMOV TAaIGimV Kavoldv (Frazier kow Summers,
1986; Kale, 1986). Xvvendc ot epevvntég Tov marketing mpogidonotovv o Tmg, "'to vo
OYVONGOVUE TNV TOIKIAOHOPPia TOL TAGIoV TV Kaval®v o gumodicel v Tpdodo
OTIG TPOOTADEIEC LOG VO KATAVOT|GOVUE TO TAOG Ol GYECELS TV KOVOM®DV AEITOLPYOHV
oe dwpopetikad mepiPdrrovta, (Frazier et al., 1989, ¢.67; Stern xou ElI-Ansary, 1992,
0.512).

‘Epevva emiong, o éva gupld @doua emMOTNUOVIKOV KAAd®V, vrootnpilel 6Tl 10
YEVIKOTEPO TANIGI0 1} M TPEYOLGA KATAGTOON £XEL TOAD GNUOVTIKY EMLOPACT G GHON
Kot T Agwtovpyion OAwv TtV oxécewv ovvowrrayng (Miller, 1986). Méoa oe

omolodnmote medio Epgvvag, 1 dSuVaTOHTNTO VO AAUPAVOVTOL VITOYT SLUPOPETIKEG LETAED
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Tovg douéc Ko mAaiolo, e&optdtal omd TV VTOPEN N TV SBECIUOTNTO AGPUAMDG

TEKUNPLOUEVOV TOUTTOAOYLDV TOV GLGTHUATOV dtovoung (Hunt, 1983).

INuepa, N LoV TEKUNPLOUEVT] TUTOAOYIO TOV GLGTNUATOV OVOUNS, TASIVOUEL TA
Un EVOTOMUEVO, GLGTNUOTO AVAUESH GE, CLUPATIKA (TOPAdOCIOKE), SLOTKOVUEVA Kol
deopevouevo omd cvuPatikég vroypemoel (ue ocvuforota), (Stern kor El-Ansary,
1992). Avt n ta&wvounon, mapd Tov 0Tl UPavICETAL XPNOTIKN 6TO VO, SKPIPDOVEL TNV
TOWKIAOUOPPIO. GTNV €VTAGT] TOV GUVIOVIGHOD TOV OMOLTEITOL HECH OE £V GUOTNUO
SlovoUNG KaBdg Kot TNV Hope1 TG SLVILHAAAYNG TOL AapBavel xdpa, dev elval apkeT)
YL vo amocanvicel To cOvBeTo Tov {NTNUOTOG, TOV ATOPPEEL OO TO OLOPOPETIKA
GLGTNUATO SLOVOUNG KoL Vo, TapEYeEl Babid yvdon GTO GLUVTOVIGHO Kot dloyeipion Tov
KavoAlov. o mopddetypo, n Pacwkn ddkpion petald evog ovpfoticod kot evog
O101KOOUEVOL KOVOALOD €ivar o Pabuodg g otoyeipiong GLVIOVIGHOD 7oL EVEYEL
(Rosenbloom, 1991). IMapoia avtd kot mwoAl dev drakpivetor kabapd Kdtw omnd molo
eninedo cuvTovionol kavaAlol Ba propovcape va Eexmpicovpe £va cLUPOTIKO KovAAL

Ao £vo. S1OKOVEVO.

[Tapopoimg, n Pacikn dtdkpion avAUESH GE VO SLOTKOVUEVO Kol £VOL OEGUEVOUEVO
pe cvpforato cuoTNUA OLVOUNG, eivar avt akptPdg 1 vapén voukod cvupoiaiov.
[Mopdra avtd, pTopovUE VO TOVUE TOG TO EMMESO TOV GLUVTOVIGLOV GE £VOL KOVOAL LLE
ovuPoon eivor  omwodnqmote VYNAOTEPO amd OoVTO €vOG  dloKoLUEVOL;  YTO
OLYKEKPIIEVEG oLVONKEG TAGIOV GLOTAHATOG dtovounG, €ivol ToAD mHavoe To PEAN
€VOG 0101KOVEVOL KavaAoV Oa petafodv o€ €va LYMAOTEPO EMMEOO GLVTOVIGUOV O
OTL VTG €vOG KovoAloy deopevpévonv voutkd. o mopddetypa, o TEPIGSOHTEPA
cvotiuata dtovoung oty lamwvia dev cvureptiapfdavovv copuforata, TapOAL AVTAE T
uéAN ovvepydlovion mo otevd petalh tovg amd Ot avtiotoryo pEAN otic HITA 6mov
eEaptdvton ko otnpilovran amd vourkd cvpPorota (Czako et al., 1990). Avrictoya, o
0o pe 1ig HITA ocvpPaiver ko otnv EAAGSa 01OV KAGSO TOV AEVKOV MAEKTPIKMOV

OVOKEVMV.

Amodeikvieton Aowmov mwg To (Tnuo. TG OEGUEVONG OTIS OYECELS WEGOH GTO
oVuoTNUO dltavoung givor awtd mov Ba kabopicel kot ) d0 L tov. Avt Bo Tpémel va
opiletanr emaxpiPdg kot vo ompiletor ot0 KOTAAANAO TAaiclo mov apopd TO
nepPdAlov g ayopds kot Tig wWotepdmTég Tov. H adia avtod tov mAaiciov, mov

0LCLOOTIKA emAVEL TOV Pabud ¢ déopevong g etarpeiog pe kdbe PEAOC KavaAlov,
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emPefardvel Kor TO Yyori amoUTEITOL VO OVOTTUOCETOL Kol Vo akolovBeitot
GLYKEKPLUEVN TVTOAOYiO Yia TN doun Tov kavaAloy. Kotd v tedevtaio dexaetioo o
0TeVEG OYE0ELG LEGO GTO GUOTNUA SIOVOUNG, G€ dtdpopa 6Tad1a TG oAveidag a&iog Tov
TPOIOVTOG, KOTEGTNOOV 101aiTEPA ONUOPIAELS TOGO otV TIPAEn 000 Ko otn Bewpia,
(Anderson kou Weitz, 1989; 1992; Morgan kot Hunt, 1994). Avtég o1 pedéteg toviovv
Kot vrootnpilovv ta 0PEA OV TPOKVTTOLV amd TN OMpovPYic Kol EVioyvon TV
OTEVOV CYECEMV PEGO GTO GUOTILO JVOUNG. € £Va TETO0 KOVOIAL HEGO OO OMOOIKT
O0VAEL KO KOAGL OPYOVOUEVES €VEPYELES OlVOUNG LTOTIOETOL TG TPOCPEPOVTAL
TEMKE GTOV KOTOVOAMTY], OL0POPOTOMUEVO TPOIOVTO KOl LINPECIEG Kol HE LYNAN

oxéomn KOGTOVG 0PEALOVC.

BéBawo mapd to vrootplopeva o@éAN amd TN OTEVN] OYECT TOV UEADV TOL
KavaAllov €va Bepelmoeg epdTnua Tapapével. Ioydetl evdg tétolov ldovg doun oe O
TO. GLGTNHOTO SLOVO LG KOl oV val, etvan emBopnt) and tor HEAN ToV; ATOOEIKVVETOL

oTNV £PELVA LOG TG OYL, 1] TOLAAYIGTOV dEV €ival TOGO amAn 1 omdvTnon.

H doun &vOC oLGTNUOTOC OOVOUNG KOl TG OLTH UTOPEl Vo EMNPEACEL TIG
otpatnyikéc marketing amoomodv T0 GuVeEXES EVOLAPEPOV OTNV £PELVO GALG Kol OTNV
TPOKTIKY TOV KovoAldv dtovopns. H emioyn g xdBetng olokAnpwong Evavit g
amokéVIpwong ennpedletot omd £va cHvOETO GUVOAD OTKOVOLUK®V TOPAUETPOV, OTMG O
Babuog dvvatotntog avtikatdotaong (McGuire ko Staelin, 1983). Eniong ennpedleton
amd  Kovoviopoug g ayopas. KvPepvmtikég vanpeciec, Omwg 1 emtpomi
aVTOY®VICHOV, OV EMPAETOVV TOV avVTAYOVIGHO, TIC HeBOdOVG oL akolovBovvtol Kot
TIG GVUTPAEELS, Kuplg avalnTtohv eavopeve aBEUITOL avTOYOVIGHOD oL UITopEl Vo
TPoKOYouv oamd oAlayég ot doun tov cvotnuatog owavouns. Iopadsiypoto mwov
KOTOUOEIKVOOLV aLTOVG TOVS TPOPANUOTIoHOVE TOMTIKNG gival dgBova Kot cuyvotepa
ovuPaivovv 6tav ot avtimpoowmneieg evepyodv avtifeto otnv kAOeTn OAOKANpwON
(Riordan, 2005). Xtov e€etaldpevo KAASGO ot YOPL HaG EYOVUE TETOL0 TOPAOEIYUATAL,
OOV  GULVETOIPICUOL  TOANCNG MAEKTPIKOV  CLOKELOV  €yovv  dlevélelg e

AVTOYOVIOTIKOVG OAAG KOt e TIG ETOPEIES TPOUNOEVTES TOVG.

AveEapmra amd TO €0V TO CUOTNUO JLOVOUNG £yl emAeyel amd TG etaipeied,
emePAnOn 1 decpevetar and KATOOVE KAVOVIGHOVS, Oa mpémel va vioBetovvtor ot
KatdAANAeg otpatnyikég marketing and tig etaupeieg mpokeWEVOL va avTamokpldovv

OTIG OMOLTNOEIS. TNV TPoomadelo va emtevyfel ovtd, TETOWOL €100VE GTPATNYIKESG

15



emA0YEg Ba emnpedoovy TOGO TOVG OVTAYWOVIGTEG OGO KOl TOVG KATOVOAMTES, OOTE VO
peytotomombovv 1o képdn (Zhao et.al, 2009). E&etaloviog oe avtyv épeuva TmG TO
CLGTNUA OLVOUNG ,avAAoYa e TN OOUT TOL, EMNPEALEL TN CTPATNYIKN TOV ETUPELDV
KOl TG VTN HE TN CEPA NG TNV 1KOVOTOINoT TEAUTOV, EMIKEVIPOVOUUCTE OTNV

To10TNTO TPOTOVTOG KOl TIG OTMOPACELS TILOAOYLOKNG TTOALTIKY|G.

To positioning tov TpoidVTOg G GLGYETION UE TN SOUN TOL GVOTNUATOS SLOVOUNG,
E0IKA G £Va £VTOVO AVTOYOVIGTIKO TEPIPAAAOV, Oev €xEl €EETOCTEL GLGTNUATIKA OTN
Biproypapia. Zopuepwve pe tovg Zhao etal. (2009) ko oe éva poviého 2
KOTOUOKELOGTMV TOL TOAOVY S1OPOPOTONIEVA TOLOTIKMG TPOTOVTH £ENYOMCOV KATOLN
ocoumepacpata. O ke £vag amd Tovg VO KOTACKEVOOTES AEITOVPYEL LE AVEEAPTNTOVS
LETATOANTEG N 1e pal kdBeTar oAokAnpwpévn opydvoot. ‘Eva Bacikd counépacua and
T0 povtého etvar oOti, ave€dptnro omd T OOoUn OTO OVTAYWOVIOTIKO KOVAAL, O
KOTOOKELOOTNG HE TNV LYNMAN ToldTNTa B TPOGPEPEL YAUNAOTEPT TOLOTNTA GTOV
KATOVOA®TH OTOV amokeVIpwOel and OTL v AEITOVPYOVGE OAOKANP®UEVOS KABETO. ZE
avtiBeon 0 KOTOOKELOOTNG YOUNANG TOlOTNTOS TTPOIOdVTOC Ba TPOooEEPEL LYMAITEPT
moldtTo. OtTaV amokevtpwbel amd oOtt av Kabetomombel. To OKEMTIKO OLTNG TNG

acvppetpiag eival o e€n1g.

H omokévipoworn péom Tov YVOOTOD OMOTEAECUATOS TOV OITANGLOGHOD TOV
nepBmpiov, avaykaler v etapeio va avénost tipés. E&oattiag tov poviélov g
OTPUTNYIKNG AVIOY®VICHOD aVTIOPAoNG TIUNG, O AVIOY®VICTNG TOPOKIVEITOL KOl ALTOG
vo 00ENCEL TIHEG Kol £TOL VO, ATOAEGEL KATOL0VE KOTAVOAMTEG. AVTol TOPA ATOTEAOVV
SVVNTIKOVG 0yOpaoTES TNG ETALPELNG TOV OmokevTpoveTal. Ev tobtolg, e€aptdvrog to
v mn amokévipwon ovuPaivel 6To VYNAOTEPNG M YOUNANG TOLOTNTOS GUGTILOL
OlOVOUNG, Ol KATOVOAMTEG TTOL OO ®POVY (ONAadn dvvntikd Ba aAAGEOLY eToupeia),
OVIKOLV GE OLOPOPETIKA TUNLOTO TNG AYOPAS - £XOVV OAPOPETIKO eMinedo mpdheong va
Eodéyouv meplocdHTEPa Yoo TV o O MTa. To €dv kot Twg Ba "cvAAnEBo W" avtoi ot
véol meldteg Ba €xel G OMOTEAECUO. OLPOPETIKEG OTPOTNYIKEG OTO KOVOAL 7OV

OTOKEVTPOVETOLL.

H otpoatyum ovty oaAAniemidpacn odnyel 6€ GCOUUETPO OTOTEAEGULOTO OTN
{on kot v kepdopopior peTah Tov KOVOALOD YOUNANG Kol VYNANG TOLOTNTOG
potovtog. EEdyetan 611 1 amokévrpmon yevikd Paivel o BApog TOL TEAATY, KOl EO1KE

N HOVOTAELPY] OMOKEVTIPMOON OTO KAVAAL VYNANG moldtnTOog TPOIOVTOS G€ TOAD

16



peyoAdtepo Pabud amd 6t o avTd TG YoUnAOTEPNS TOLOTNTOG TPOoidvTog, (Zhao et.al,
2009).

H pedém yu to kavoAo Stovopng Ko, To YTl UmopodVv vo TApovv SipopeS
pnop@és, eivor éva amd to. mo mapapeinuévo media Epevvag tov marketing onuepa
(Bucklin, 1986). Mépoc g autiag 7y 10 @Qowopevo iocmg eivor 1 EAlewyn
QOTELECUATIKAOV €PYOAEI®V Yoo TNV ovdAvor. Xto onueio owtd Ba eEgtdoovpe to
GUGTNUO (PLGIKNG JLVOUNG, TO omoio emnpedletol Omd TO YUPOUKTNPLOTIKA Tov Oa
TEPLYPOPOVY KOl HE TN o€pd Tov emmpedler v emieyouevn odoun. H apym
postponement-speculation otoygiobeteiton mpog v kateHbvvon VT Kol pmopel va

AmOdELYTEL YPNOIUT KAOMS KOl VO KIVITOTOGEL TV £PEVVA GE OVTO TO TEDTO.

H apyn avt mpaypatedetor 1o poro mov mailovv Auecsa o xpovog otV Topidoon
Kol EPUESA 1) andoTaoT KaOdg avtn ennpedlel 1o ypovo. Omwg Ba dove TapakdTo, To
YOPAKTNPIOTIKA aVTA KaBopilovv T KEPON TOL KOVOALOD, TOL EMTLYYAVOVTOL AKPPOC
e€autiag TETOIV EMAOYDV KOl GUVETMG £ival KpIGILOG TaPAYOVTaG ETAOYNG KAVAALOD.
210 topéa dpactnprdtrag mov e€etdlovpe £xovv yivel EMAOYEG GUGTHOTOS SLOVOUNG

e€attiog, KoTd KOPLO AOY0, AVTOV TOV TOPAYOVT®V (T.Y. AvcTpaiin).

To apyikd onueio ¢ avantuéng tov Oepedov g apyng postponement -
speculation Bpickovtatl 6to épyo tv Alderson (1957) xar Bucklin (1986). H apyn g
avoBoing mpotepatdtnTag (Postponement) meptypdeetol omd v HeTdbeon Tov XpOovoL
mopadoong otn Olakivnon kAamowov wPoidviog. AvEdvovtag to ypoévo TapAd0oNG
UELDVEL TOL KOGTN Y10 TOV TOANTN KOt T0 ALEAVEL Y10 TOV OyOPOGTI KOl TO OVTIGTPOPO.
Awxkpifoon Kot otoAdynon TV ox€cemv Tov vrootpileton Twg amoppéovy HeTaEy
T0V KOGTOVG TV Swdikooidv marketing kot tov ypdvov mapddoong, UTOPoHV va
avalntBobv mepetaipw otn cvyypovn PiAoypagio oyetikd pe ™ euoikn owavoun. Ta
TOPOTAVE® TOPOVGLALOVTIOL GUVOTTIKA  oTo Tpiot SLypOAUUOTO TOPUKAT®, UE TNV
gpunveia toug kabdg Kot L VToBEcElg Tov £ytvay Yo TV TepeTaipo e&akpifwon Tov
amoTEAECUATOV TNG opyNG postponement- speculation pe peléteg on the filed oe

VILAPYOVTA KOVOALOL OLVOUTG .

Y10 Zynua 3.1.1 (Bucklin, 1986), n kaurdin DB petpd 10 kdoTOG YpHoNe evog
exTimpevoy (speculative) amobépotog yioo v kavomoinon ¢ {RTnong Yy Touvg
dpopovg ypovog mapddoonc. H kaumvin AD' katadeikviel 1o k66T0G amevbeiog

TPOPOOOTNONG YWPIg T YpPNon Té€towv amobépatog. Xvvolkd mn Kopmoin DD
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OVTUTPOCMOTEVEL TO EANYIOTO HEGO KOGTOG TOV EMTLYYOVETOL UE GUECT T EUUESN
dvopr] Tov mpoidvtog otov mehdrn. To dSdypoppa delyver mog n koumdin DD
pedveTOL Kabmdg o ypovog mapadoons avEdvel. Tvumepaivetor, katd tov Bucklin
(1986) mavta, Tmg dTNPOVTAG TOAD HIKPOHS ¥pOVOLS Topadoons to amdbepa Tov
evolpéoov kabiotatal amoldtwg amopaitnto Kabmg poévov €161 o ayodd pmopodv va

dloTeBoVV GUECH GTOV TEAAT).

Diagram |
AVERAGE COST OF DISTRIBUTING ONE UNIT OF
A COMMODITY TO A CUSTOMER WITH RESPECT
TO DELIVERY TIME IN DAYS

bwerage Costs
\Dollars)
I

o

-

i —t 1 lﬁ-—
0 " 0 5 ] Delivery Tima

&«—— Indirec! chonngl ——s ] +——Direct chonnel ——

Yympoa 3.1.1: Méoo K06T0Gg S10VOUNG H0G LOVADAG TPOIOVTOG GTOV TEAATN OVAAOYQ LIE
10 Xp6vo mapadoong oe nuépeg (IInyn: Bucklin, 1986).

Diagram 2

AVERAGE INVENTORY COST FOR ONE UNIT OF A
COMMODITY TO A CUSTOMER WITH RESPECT TO
DELIVERY TIME IN DAYS

fveroge Cosls
(Dellers)
™

Yympa 3.1.2: Méco k66T0¢ d1atipnong omofEpatog tog Hovados tpoidvtog o€ TeEAdTN
avaloya pe to xpovo mapadoons oe nuépeg (IInyn: Bucklin, 1986).

H xoumdoin C, oto oyqua 3.1.2, avédvetor avirloyo pe TNV TOPEAELOT) TOV
xpovov mapddoons. Oco mo peydrog eival 0 emMTPEMOUEVOS OO TOV TEANTN, YPOVOG

TopAadoons, TOG0 HeyaAdTEPO Kot To amdbepa to omoio Ba mpémet va datnpel. Avtd T
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anobepa elvor amapoitmro Yo vo wpoototevdel and mboavic amotvyieg mapadoong
(LeTa@OPIKA) KOl aPOGOOKN TN ddYKmOo™ TG (NTNONG. ZVVETMG TO. KOGTN TOL TEAATY
B avénbovv. Katd cuvémelo 600 peyalvtepo eivar 10 k6oTog afefatdtntog yo
dwatnpnon tov amobéportog avtov (speculative) téco mo peydAn sivor n khion g

KOUTOANG OLTNC.

O kaBopiopdg TOV YOPOKTNPE TOV GUGTHUATOG SLOVOUNG YIVETOL OO TNV KON
pofoin TV 600 KAUTLA®V - TV dVO KOTNYOPLOV KOGTOLS OLGLUCTIKA- Tov C Kot
DD'. And mhevpdg dwyeipiong logistics tov cvotiuatog dwovoung (Magee, 1960) to
Katd moécov Ba eppavifeTton Evag eVOLAUESOG 0TO KavAAL dtavoung e€aptdtol amd
oY£0M TOL KOGTOVG AELTOVPYIOG TV dVO KOUTVLADV Kol TS TO AOPOIGHO TOVG UTOPEL va.

elayiotomonOei.

Diagram 3

TOTAL OF AVERAGE DISTRIBUTING AND
CUSTOMER INVENTORY COSTS WITH RESPECT
TO DELIVERY TIME IN DAYS

Ayerage Cosis
(Dotliars)

4

e

oo

1
5 4] H I3 20 Dlivery Time
“——Indirect chonnel —s | =—— Dirget channel ——s

Tyqpa 3.1.3: ZOvoro Tov HEGOL KOGTOLG OL0VOUNG KOl aofKeLonS amoBENaTog LG
povaoag mpoidvtog o€ TEAATN OVAAOYQ LE TO YPOVO TOPAOOONC OE NUEPES
(IInyn: Bucklin, 1986).

H xapmoin DD' + C o10 Zyfua 3.1.3 avanapiotd 1o dOpoiopa tov KapmvAidv DD
kot C. To Sdypappo xotadeikviel, o€ avtd 10 onueio, TS ta KOGTN OVOPOANS
(postponement) elayiotomolovvTor pe TN YPNON evog exTiumpevov (Speculative)
amobépatog kabmg to onueio eAdyiotov Kéotovg M, teivel va Bpioketarl aplotepd amd

to onueio .
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IMa ™ Jdepedvnon g apyng mov e€etdoape edyovtal omd T0 HOVIEAO KOTOLEG
VroBécelg, ol omoieg elvan vrokeipeveg oe EAeyyo, Le HEAETEC TOV Bo pmopovoay vo

Yivouv enavm o€ vIThpPYovTH KovAaAlo. Avtég etvat:

1. Oco amotteiton pikpOTEPOG YPOVOG TOPASOoNG TOGO MO HEYAAN givorl 1 TBavoTNTO,
TO KOVOA VO TEPIAAUPAEVEL KOl KATO10 EVOLAEGO EKTIUMUEVO mdBELQL.

2. Oco amoteiton pikpoOTEPOS XPOVOG TAPAIOCTG TOGO MO KOVIQ GTOV KATOVOA®MTH O
npénel va, etvorl 1o amdepa ovTo.

3. Oco mo pkpn eivor M omdotaon AVAPESH OTOV TEAATN KOl OTO EKTIUMUEVO
evolapeco amdBepa 1660 peyoldtepn n mbavotnTo VIEPENG Kot SEHTEPOV TETOLOV
670 GUOTNLLO SLOVOUNG.

4. Ta mpoidvto. mov eivar Paprd, avOektikd kot @Ova, eivor mBavotepo va
dtaktvovvtol o evOlapEcmV omofepdtov amd OTL avTd Tov £Yovv T avtibeTal
YOPOKTNPLOTIKA.

5. Ta mpoidvta mov ot KatavaAwtég Bempodv akpifd oty amobnkevon, TV onoiwv
Oumg M xpnon eivan emeiyovoo Kot dSVoKoAo va mpoPAeBel, €xovv peyodvTepm
TOOVOTNTO VO O1OKIVOUVTOL UECH EVOLUUECHOV EKTILOUEVOV amofepdtov amd Ot
AT TOL £YOLV TO, AVTIOETO YOPOKTNPLOTIKAL.

6. Oc0 1o avEANOSTIKA Eival TO KOOTN TAPAY®OYNG KAV KATOVAIAM®ONG OVOAOYIKA LE TIG
aALOYEG GTO YPOVO TOPAEOOoNC, TOGO UEYOADTEPT 1 GTAOEPOTNTO Kot SLOYPOVIKOTNTA

TOV EMAEYOLEVOL GUGTIATOS OLOVOUNG G TO OTTOJOTIKOTEPO.

O mepimtdoelg 4 kot 5 apopovv akpimg avtd to Tpoidvta mov Slakivel otV
ayopd o e£etalOleEVOG G€ VTN TN £pEVVA KAGOOG TOV NAEKTPIKAOV OIKIOKADV GUCKELDOV.
Mo v vadbeon 6 M yevikn) apyn OTNV TOPAY®OYN TOV NAEKTPIKOV GCLOKELMV £ival M)
Topoymyn Kol amofepatonoinon tOco evoldpeca 0G0 Kot KEVIPIKA, TANV eEopécewv
KOTOOKEVOOTIKAOV OIK®V vYnAdTePNS moldtnTog (dpo Kot KOGTOVS TopaymYNg Kot

STNPNONG) TOV AEITOVPYOVV SLAPOPETIKAL.

Edd mapovoialetan ovpmepacpatikd (Alderson, 1950), n enidpaon otnv emloyn
™G OOUNG TOV GLOTHUATOS OLVOUNG, TOL PiokoL dlaTPNoNg amoBERNTOC €VOG
TPOIOVTOC- KOl CUVETMG VTOPENS EVOLOUECMOV- KOL TOV OTALTOVUEVOV AEITOLPYIDV TNG
QULOIKNG SLOVOUNG TOV € cLVAPTNON UE TO YPpOvo. Yrootpiletar Aowmmdv 0T, o€ €va
avVTOYOVIOTIKO  TEPPAAAOV, TO KOOI OLTOV TOV  AETOLPYIOV UTOPOVV v

elayrotomomBovv 6e OAO TO KOVAA, Ol LE HEHOVOUEVT dpdon aAld pe ocvvBetn. O
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TOTOG TOL KAVOALOD Kot TO0 €AAY10TO KOGTOC TOV, KabBopilovian pe eElcoppOTNON TOL
KOGTOVG OV TPOKVTTEL OO EVOALAKTIKOVG XPOVOVS TTapAdooNs, £vAvTl TOL KOGTOVG
xpMong evog evolapéoov oamoBépatog (Magee, 1960). H vmopén &vog tétolov
arobépatog cvpPaivel 6to KavaAl, otav to mpodchHetd tov KOGTN givon vepPaivovta
amd TIC €EOIKOVOUNCEL OO TNV OTPOTNYIKN Postponement otov TOANT Kol TOV

ayopaoT.

Avogopikd, pe T SOUN TOL GLOTHUOTOS JSlovounG VTooTNnPileTon Omd TOVG
Anderson et.al. (1997) mwg moAAEg emysipnoelg avtipeTtonilovy TN davour cov
meplpepelokd  OTNUOL oV OVOTTTVEN TG OVTAYOVIOTIKNG  TOLG  OTPOTNYIKNG.
Avayvopiletar 6A0 Kot TEPIOCOTEPO OUMOSC CNUEPO, TOS 1) KAAOTPOUIPETN KATA TO
dAla, ovt) opéieln eivor emkivévvn Kot vEEVOULVN YO TNV OTOAEW ELVKAULPUDOV
aVATTUENG AVTOY®OVICTIKOD TAEOVEKTNUATOS. YO TNV TEoN TOV TACEWV TNG 0yopds,
TOV  TEYVOAOYIKOV OoAAOy®dV, oAAE Kot owovopukng Kpiong (beeom, EAlenym
PELGTOTNTOG K.0.) avalNTOVV SLVOUIKA TIC KOADTEPEG TPAKTIKEG, TIC OECUEVCELG KOL TN
dwmpnon tov oyxécewv. Ot emyelpnoelg KaAoHVTal Vo AVIIHETOTICOVV EEMTEPIKOVS
TOPAYOVTEG-OVVALELS TTOV OTOOOUOVV TAANL TOTE OTOOEPEG OYECEIS OECUELONG OTA
KavaAl, Tov GLUTIECOVY KOOETOTOMUEVO GUGTILLATO SLOVOUNG, TOAAATANGIALOVV TIG
op1oVTIOMOMUEVEG EVOAAAKTIKEG, EVAD OITOOOLOVY TO KOVAALD G€ S10KPLITEG AELTOVPYiES
mov emavadopovviol o€ véeg Paocelg. Amorteitor ¢ €k TovTOL, Mo dladiKacio
GYESOG OV KOVOALOD O10VOUTG TOL akOAOLOEL doPaAELS OpYES, Y100 VOL OVOLYVMPIGEL KOt
emAEel TEMKG TO €vOedelypuévo ocvotnuo HECO amd TOALTANOElS EVOAAOKTIKEG.
AM®oTE, 1 oTPATNYIKY dtovoung givat pol aAAniovyio avtoAdloy®v Kot cupPipacudy
LE To TL Bl MpemE vaL KAVEL 1] ETLXEIPTOT Y10l VO IKOVOTIOMGEL TOVG TEAATES GTOYOVG KOl

vo tponynei Tov avtayoviepov (Svensson, 2005).

n

..o ayafd Kataokevdaloviol TEPIGGOTEPO YO VO 1KAVOTOOUV Topd Yo v

nolovvral", (Shaw, 1912, ¢. 708)

3.2. Kpioweg mapapetpor emrvyiog

Mo TtpoKAnon o610 va atotyelofetnel pior KatdAANAn TomoAoyic TOL GLOGTHLATOG
OlvouUnG  Yevikd, eivol vo €mAEYOUV Ol Ol0OTAGELS, Ol OMOiEG GLVOVOCUEVEG,
S1pOoPOTOLoHV TO. TANIGLO TV KOVOAMY GE KATNYopieg TOGO OMOKAEIGTIKEG OGO Kot

de€odikéc. To mhaiclo tov cvotuatog dtavoung katd tovg Kim won Frazier (1996)
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umopel vo dlaywplotel oe dvo Katnyopiec, 10 €£®MTEPIKO KOl TO €0mTEPIKO. Ot
eEotepikol mopdyoviec mov Kabopiovv €vo cvoTUA  SlOVOUNG  UTOPOVV v
YOPOKTNPIOTOOV ¢ TEPPAAAOV TOL KOVOAOV. ATO TIC ddpopes TEPPOALOVTIKES
dwaothoelg mov mpoteivovtal and tovg Bewpntikovg ¢ opydvoong (Aldrich, 1979;
Lawrence xou Lorsch, 1967), oaivetar nwg n mepiBorioviikn afefardotnto givar M
EMTOUN TNG TEPLYPOAPNG TNG EMOPAONG TOV TEPPAALOVIOS GTAL GUCTNUOTO SLOVOUNG

(Achrol ko Stern, 1988; Williamson, 1979).

Avépeoa otovg kabopldpevoug amd 1o 610 t0 Kavait mapdyovieg (secwtepikoi
Tapayovtes), o avayvopicovpe Eva Tapdyovta KPIGILO Y10 TOVG TPOUN0evTég Kot Evav
Yo Toug evoldpecovc. Mo Aemtopepéotepn ovookonnon ot PipAoypapio Kot ™
OYETIKY] €pevvo, HOG TPOTEIVEL SVO ECMTEPIKOVS TOPAYOVTEG, METOEL GAA®V: 1
npootiféuevn afia otnv downstream Aettovpyio. TOL KAVOALOD Y10, TOVG TPOUNOEVLTEG
Kol 1 dVVATOTNTO OVTIKOTAGTOONS TOV TPOUNOELT®V GTO GUGTNHO TOV KOVOALOD Yo

TOVG EVOLAUEGOVG.

E&etalovtog v ontikn TV mpounbevtdv, 10 0pog ¢ tpootifipnevng aiog oto
downstream kavait givol TePLoGOTEPO KPioIo yia Ty Omapén TOV KOV Kot THV
enitevén tov otoywv tov (Rosenbloom, 1991; Stern kot El-Ansary, 1992). Ano v
mlevpd TV evowpécwV, TO KOTd TOGOV ot mpounbevtég eivor €0Koho va
AVTIKOTAGTOOOOV e EVOAAOKTIKOVS, (OIVETOL Vo €IvVOL O O GNUOVTIKOG TOPEyOVTOG
oTIC Agttovpyieg Tov cvotiuatog dtavoung, (Brown et.al., 1983; El-Ansary xou Stern,
1972; Etgar, 1976), kot avtiy 1 ovtilnyn g dLvaTOTNTOG OVTIKOTAOTOONS TOV
npoundevtdv givor Tovtéonun kot pe v wéa tov (Macneil, 1981) yia ™ oyéon g

"dUvaTOTNTOC HETAPOPES".

I. H mepifallovuxy ofefordotnta meprypaeetor ©¢ o Pabudc g orhayng kot
TOAVTAOKOTNTOG GTNV OToio TPOUNOEVLTEG Kol EVOLAUESOL GTOV KAVOAL TPETEL VoL
npocappootovyv, (Pfeffer kou Salancik, 1978).

ii.  H mpootuibéuevn alio oto downstream kavait €ivol 1 GUVEIGPOPAE TV EVOLAUECHOV
KOTA TN TEAKT] AEITOVPYIO TOL KOAVOALOD TTOL £ivat N GLUVOLHAAOYT| LE TOVG TEAIKOVG
KOTOVOAWTEG TOV TPOIOGVTOG.

iii.  H ovvarotnra ovuraraoraons (replaceability) tov mpounfevtov avaeépetor otny
€VUKOAlDL e TNV omoia, ot evoldpecsol pmopodv va TpocshBEicovv 1 va amoppiyovy

TPOUNOEVT| LEGAU GTO GVGTNLLOL OLOLVOUNG,.
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H Bproypaeia, mopadoctokd daywpilel TV opydvoon ToV KavIA®V € SO
Katnyoples, dpeco Kot EUUESO GLGTNLLOTA SIVOUNG. ZTO AUECH GLUGTI LT OOVOUNG 1
emyeipnon dev meplAapuPdvel otn S1adIKacio. Stvoung aveEAPTNTOVS HETOTOANTEGS,
OAAG SloTnpEel TNV KUPLOTNTO TOV TTPOIOVTOG UEYPL TOV TEMKO katavaAiwt (John kot
Weitz, 1988). Avtifeta, ota éuueoa cvothuota, 1 etolpeioa nolel oe aveEdptnTovg
LETATOANTEG, Ol OTOlol HE TN OGEPE TOVG TOAOLV G€ GAAOLG UETOMWANTEG KOL OF

TEAMKOVG KOTOVOAMTEG.

Me Baon avt) ) Bedpnon, amodeikvoetor (OTIKNG onuaciog 1 diepehvnon and
TAEVPAG TOV EMYEPNCEMY, TOLV KOGTOVG TMV GLVOIAAAYDV OVTOV ©¢ KAHOoP1oTIKOD
Tapdyovto eMAOYNG KovaAlon Kot eAéyyov amodotikotntag (Aulakh ko Kotabe, 1997).
H Transaction Costs Economics (TCE) npocéyyion amodeikvietal, amd tponyodUeveg
épevveg, kabopilotikr). Ot meplocOTEPEg Amd TIG £PEVVEG EMIKEVIPOVOVIOL GOF
Tapadootakés petafintéc kdotovg dmmg, N e€edikevon v mopwv (asset specificity)
kot TV weptParroviikn afefordmra. To amoteAéopata TOV EPELVOV QVTAOV KOOMOS Kot

ot peTaPAnTéc Toug mapatifevran yio mapatipnon otov [ivaka 1 tov mopapTiproTod.

H eeidikevon twv mopwv (asset specificity) avagépetar otov €0po¢ t0 0moio
amoToOVTaL EWOIKEG EMEVOVOELS OO TNV EMLXEIPNON TPOKEWEVOL VL LITOGTNPIEEL T
ouvowAhayn péoca oto ovotnua dwavoung (Williamson, 1981; Aulakh xoi Kotabe,
1997). Kamoteg and 15 épevveg Exovv mpoektabel oto va eEetdoovv mépav twv TCE
petafAntov Kéotovc. Emumpdcheta ov mepiocotepeg perétec €xovv emkevipwbel og
UEYAAOVG KOTOOKELOOGTIKOVG OIKOVE Kol TOAD ALYEG OTNV EMAOYN KAVOAOU O1VOUNG
iowg va &yovv acyoAnbel pe Tov cLVOVAGUSO TOV EMTTOCEDV TOV OTOPAGEDV Y0l TOL

GLGTNLATO OLLVOUNG, TNV OO0 TOVG.

[Topd TOL OTL M VPPOKN Olovoun, GUEST Kol EUUECT €XEL AMOTEAEGEL KON
TPOKTIKY] OTIS EMYEPNOCELS, TO QPOIVOUEVO TOPAUEVEL EAGYIOTOL KOTAVONTO OTINV
epevvntikn Piprloypapio tov marketing (Sa Vinhas kow Anderson, 2005). Edd, Oa
TPOCTOONGOVE VO AVIILETOTIGOVLE TNV ETAOYN KOVOALOD LE [0 GUVEXN] TPOGEYYIoN
OV eKTEIVETAL OO T AUECH OTA EUUECO KAVAALO OLOVOUNG LE EVOLAUECES POPLES TTOL

AVTUTPOGMOTEVOLVV TIG VPPLOKES LOPPES CLGTNUATMV SLOVOUTG.

E&etdlovtoc ta xivnTpa yioo kamowo Pabud dueong dwovoung, Ba dovue mévie
dwotdoelg (Malte et.al., 2011) mov mpokvmtovy amd v mpocéyyion TCE: asset

specificity, mepiporrovikn apefordtra (uncertainty) Stokekpiuévn o€, TEXVOAOYIKN
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kot ofepfardotnto Oykov, ocvumepipopikn (behavioral uncertainty) xot ocvyvotnta
ouvvolhayng (transaction frequency), cov mopdyovtes mPPONG ETAOYNAG GVGTAOTOC

OLOVOUNG.

H asset specificity piag cvvdiaAlayfg avagépetol 6to Babpd otov omoio ot mopot
OV OTOLTOVVTOL Y10 VO, VTOGTNPIEOVY TN GLVOIAANYY] UTOPOVV Vo avakKataveundodv
o€ "eVOMOKTIKES YPNOELS amd EVAALUKTIKOVS ¥PNOTES Y®Pic va Buolactel HEPOC TG
agiog tov mpoidvrog", (Williamson, 1991, ©.282). 1o mlaicio g Swvoung m
e€eldikevon Tov TOpwV ivar GV aroTéAeca eTEVOVONG 6To avOpdTIVO KePAhato. H
O YVOOT HOPPN €MEVOLONG OVTNG TNG MOPPNG OTA GUGTNLATO SLOVOUNG €ival O
xpOVOG Kot m mpoomdbela mov omanteitol yio vo, amoktnOel 1 cvyKEKPYEVT YVOOT -
e€eldikevon g emyeipnong - mpokeévoy va aélomoteitol oe OAeg Tig downstream

Aertovpyieg Tov kovaAiov (John ko Weitz, 1988).

v éupeon owvoun, 1 e&eldikevon avty TV TOpwV KaBoTd Evov EVOLAUECO
dvokoro va oviikotaotadel. Agdopévov Aomdv Tov LYNAOD KOGTOG OVTIKOTAGTOONG
aveEapTNTOV EVOLAUES®V, AVTOL UITOPEL VO TO EKUETOAAEVTOVV KOIPOGKOTMIKA. ZVUVETMG
N HOVAOIKT OIKAEIDO OCPAAELNG YOl TNV TEPIMTOOT OVTH EIVOL VO EGOTEPTKOTOIOVVTOL Ol

eV AOY® GUVILOAAOYEG.

H dwbotaon g mepiforrovtikng ofepfordtnrog umopet va dwywplotel og
teyvohoyikn kot oafePfardtnto (technological and volume uncertainty) (Walker ot
Weber, 1984).

I.  H weyvoloyikn afeforotnra, 1 omoio avapEPETOL 0TIS SVOKOAES va TpoPAepHovy
aALOYEG OE TEYVOLOYIKEG OMOLTNOEL, UTOpel va dnpiovpyndel and amnpoPiremnteg
aALOYEG OTNV TUTOTOINGT] TOV GLGTATIKOV GTOWEIMV TOV TEAMK®OV TPOIOVI®V, 1
YEVIKE a0 TNV TEYVOAOYIKY aVATTLE).

ii.  H afefoidétnra éykov (Volume uncertainty), avagépetar otnyv afefordtra oyetikd
HE TNV EKTiUMOoN- TPOPAEYN TOL PEALOVTIKOD OMALTOOUEVOVL OYKOL TTapOy®yng M

Chmone.

Y10 KovaAl Eppeong Olavouns, m vymAn apePordtmroa dykov evéxel to OTL TO
KivTpol Yo TNV TOPOKIivIoN TOV TOANCE®V TPEMEL GLVEYMS VA OVOTPOSapUOlovTal.
Eniong, vdpyet o kivovvog dievéEemv g vt TV TEPITTOOT, KAONDS 01 OAAAYES AVTES

TOV GLVONK®OV PTopovV va mapepunvevtovy amd ta péAn. Ot John kot Weitz, (1988)
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vrootNPilovy MG To KOVOAO AUECNC OLVOUNG, Atd TNV AAAN TAELPA, EMTPETOVY TN
Mym amoedacemv Yo TNV eEOUAAVVOT TETOLOV KOTAOTAGE®MV KOl EMAVOVTOL TOXOTEPO
mBavég O1evéEELg, TOV TTPOKVTTOVV Omd OPOPETIKEG epunveieg TV eEeMocoUévev

cLVONKOV.

I. H &dotaon ovumepipopiotixy afeforotyra (behavioral uncertainty) avagépeton
oTNV OLGKOAIL AEIOAOGYNONG CLYKEKPIUEVES TAEVPES TG OMASO0NG GTO. GUCTHLOTOL
SLoVo NG,

ii. H ovyvorpra ovvoiorioync (transaction frequency), éyet mapopolo amoTéAEGHOL.
2UVOloAAaYEG TTOV GLUPATVOLY TTEPIGTACIAKA OEV AmOUTEITOL VO TOUPOAKOAOVOOVVTOL
otevl Kot dgv aldvouv TO eUMAEKOUEVO pe TN Onuovpyio epapyiog yio tnv
noapakorovdnon, ypaeelokpatikd kootog, (David kot Han, 2004). Avrtifétog

oLVOLAAAYEG TTOV GLPaivovY GLYVE aTaTOVY GLVEYN TapakoAovON o).

Méypt tpa gidope Tapdyovies and TV TAEVPA TG AELTOVPYIG THG GUVOLHAAXYTC.
Ed® Ba e&etdoovpe mapdyovieg mov emnpedlovv To cOOTNUO SOVOUNG Kol EXOVV Vi
Kévouv e 10 1010 T0 TPOIOV Kol KABDS Kol TAPAYOVTIEG TOL ATTOVTOL TNG CTPATNYIKNG

™G EMYEIPNONG GE OYECT LE TOV OVTOY®OVIGUO KOl TOL GUGTILLOTO, O1OVOUTG.

Hopayovres mpoiovrog. Tplo ONUOVTIKA  YOPAKTNPIOTIKG TOV VIO  dlovoun
TPOTOVTOG, Bem®POLVTAL GYETIKA LE TO OVTIKEIUEVO OTNV £PELVO TOV GLOTNUATOV
dlovopung, To customization Tov TPOIOVTOG, 1 TOAVTAOKOTNTO TOL TPOIOVIOS KOl Ol

GLVEPYELEG OVTOV.

e Product customization,n mpocoppoyn tov mpoiovioc MMADGVEL, POGOV LEIGTOTOL, OTL
To TPOTOVTA TG EMYEIPNONG OTALTOVY TPOCOPOYN OTIC ATOLTHOELS TOV TEAATT (TT.).
avtokwvnrofrounyavia) kot ovtd emnpedlel to ovotnua davoune (Rangan et.al.,
1992).

e Product complexity, n rolvmloxdtnta tov mpoidvrog neptyplpetar o€ Tpelg GEoveg: o
aplOUOC TOV HEPDOV TOL TO OMOTEAOVV, TO VPO TMV OOOIKAGIDV TOV OTOLTOVVTOL
Y T 60vBeon avTOV Kot 0 BoBUOC KAvOTOUOG -HOVASIKOTNTOG TOV TPOTOVTOG,
(Novak kou Eppinger, 2001). Otav o Babudc moivmAokdtrag givar peyarog, T0Te To
KOVOAL TPETEL VoL EXEL IOYLPN TEYVOYVOGIN OTTOTE Kot 1 EVOESEYUEV ADon glval TO
GUGTNUA AUECT|G SLOVOUNG.

e Product synergies ovvépyeieg tov mpoiovroc. H onpocio avtod tov mapdyovio givot

HEYAAN OTOV 1 XPNOTIKOTNTO TOV TPOIOVTOG €lvar peyoAdtepn Otav TOAeiTon
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GLUVOVACUEVO UE €VOL GUVOAO GUUTANPOUATIKOV TPOTOVI®OV. Zuvovdloviag £Tol To
TPOTOVTA SL0POPOV KOTAGKELOGTAOV, TO EUUEGO GUGTILOTA SLOVOUNG TPOGPEPOVY
GTOV KOTOVOAWMTH O OAOKANPOUEVEG AVGELS KOl LTOPOVV VO ONUIOVPYGOVV TETOLES
ovvépyelec (Anderson, 1985). To olOotmuo dupeong dtavoung eivor Ayotepo
OTOTEAEGUATIKO OO OTL TO EUUEONS, OTOV OTALTOVVTIOL GLUVEPYELEG TPOIOVIWOV KOOMC

glvon deGEVHEVO e TN VKA TpoidvTmv TG untpikng etarpeiog (Dutta et.al., 1995).

Hopdyovres  oyetilouevor  tov  aviaywviouod (Competition-Related Factors).
E&etalovtol Tpelg Tapayovieg GYETIKOL LE TOV OVTOY®VIGHO: O10pOPOTTOINcT HECH TNG
TPOGPOPAC TLPNVA, SLOPOPOTOINCT HECH TNG TEYVIKNG VLIOCTNPIENG KOl TMYECin

KOGTOLG.

e H mowdmta 10V TPoidvTog Elvar TO KUPLO PEANUA TOV ETYEIPNOEDV TOL EMIUDKOVV
va. dtopoporombodv péow core offering (otpatnyixy diapoporoinons woidtnTag) Kot
TO KOVAAL dlovoung eivar évag mapdayoviog KAEWi, HEGH TOV OTOIOL WITOPOVV Vo
HETadMOoLY otov meAdTn éva image vyning modtnrag (Slater kot Olson, 2000). Ta
EUUECOH, CLOTNUOTO OLVOUNG EIVOL YEVIKA TO OMOTEAEGUATIKA GTNV OQPOUOI®MOoN
TETOLMV AETOLPYIDV EMKOWVOVIOG KOOOTL €yovv peyoAlvtepn Pdon TEAATOV Kot
GUVETAMG UTOPOLV VO AEITOVPYOVV TOAAATANGLALOVTAG TNV EMKOWVMVIK G VO EVPV
koo (Baligh ka1 Richartz, 1964).

o Miwapoporoinon uéow s texvikng elomnpétnong, oxetiletor pe ™ duvatodTNTo TNG
EMUEipNONG Vo TPoo@ipel vanpecieg vyming mpootiféuevng aiog (Ulaga xou
Eggert, 2006). I'evikd, 1 Gueon dlovopun TpooPEPEL TEPLGCOTEPH TAEOVEKTILOLTOL Y10,
EMYEPNOELG TOV otnpifoviol o€ aVTN TNV OTPATNYIK) KOOMOG ol evdlduecol Ba
EMPETE VO EKTOOEVTOVY EKTETOUEVA Y10 VO PEPOVV €15 TTEPAG TETOLEG LINpeaies. Ot
evOlaUESOl, amd v avtifetn mAgvpd, cuvnBmG Exovv HKpd ypovikd opilovta, TOv
TOVG OMOTPENEL OO TO VAL AVOALBOLY SPacTNPLOTNTES YWOPIG VA AUECO AVTOAAQYLLA,
£TG1 01 EMYEPNOELS ATOPEVYOLV TO EUUEGO GUOTHUATO SLOVOUNG OTOV amaToHVTOL
dpaoctprotteg Tépav TV toinoemv (Anderson, 1985).

e H tpitn otpatnykn nyesiog kootovg evEXeL TN dnpovpyia VYNAOTEP®V TEPB®PimV
KEPOOVG amd TOV AVTAY®OVIGHO HECH YapumAotepov éupuecov kootovg (Wirtz et.al.,
2007). Zvvenmg, ol etalpeiec TOL EMOIOKOVY VYNAN AmOSOTIKOTNTA KOGTOVG Eival

mBavotepo va avabétovv Tig dadikacieg dtavoung oe Tpitovg (outsourcing) (Rapp,
2009).

26



[Ipog v 1610 KatevBuvor avalnmong kpitnpiov- Tapayoviov aSloAdynong tov
ovoTiuaTog dtavoung Kwvovvtor ot McGrath kot Hardy (1987), énov kabopilovv tpia
YEVIKA kputplo. cOpeova pe 1o Zynua 3.2.1. ovtd sivor m omotelecuartikotyzo, i
OTO0O0TIKOTNTO, KO1 1] TPOCOPUOCTIKOTHTO, OVESAPTNTOL OpACTNPIOTNTOS OOUNG Kot
gldovg ovotnuotog dwovouns. Iloapd ™ yevikdmro tov Kpumpiov umopodv avtd
OVOTTUGOOUEVO VO OOTEAEGOVV TOAD aKPPEls HETPNOELS TNG EMAPKEWNG €VOC

GLGTNLATOG SLOVOUNG.

To xavaAl dtavoung tvor pa 066¢ Yo TpotdvVTo Kol LINPEGIEG TPOS TNV Ayopd TOV
EUMAEKEL TOVC TPOUNOELTEG 1| KOTOOKELOOTEG OTO £VOL (KPO TOV KOVOALOD, TOUG
HeTamOANTEG, OmMG dtavoueig 1| dealers 6to evolapeso, Kot TOVG TEMKOVG KATAVOAMTEG
070 GALO GKpO. LTIG TEPIOCOTEPEG AYOPES VILAPYEL Lol TAELAOO S1Od®V OV JLOVELOVV
To. TPOIOVTA GE OLOPOPETIKA TULOTO TNG KO TOV YPNOTEG TOLG, KOl OLTEG Ol 610001
TOWKIAOVV G€ PUNKOG, TOALTAOKOTNTA, Kot O1ofeCIUOTNTO GE KAOE YEWYPAPIKT TEPLOYT.
H oamodotikétto ToUv €mAeydpevov kovoiloh gival cuvaptnon Tov KOGTOLG TOL GE
oxéon pe GAleg emhoyég Olavoung, kot NG Kavotntdg tov vo dtayepileTor v

eEeMooopevn (Nnon Tov TEAMKOD KOTavaAMTY.

Efficiency

Sub measures

e Capacity

e Cost

Marketing

/ Channel Rating \

Adaptability Effectiveness
Sub measures Sub measures
o Flexibility o Coverage
e Vitality e Control

e Competence

Yyfqua 3.2.1: A&loldynon tov kavailov marketing.
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H oamotehecpatikdétnta 100 cvotiuatog olavoung pmopel va petpndel pe v
KOVOTNTO TOL VO KOADYEL TOVG TEAATEG OTOYOVS HE TPOTOLG TOV IKAVOTOOUV TOV
Kataokevaotr. Emmpdcheta o kotaokevaotng mpocdokel kot éva Pabud eiéyyov

eméve oTo IMage tov Tpoidvtog Tov tapovotaletat amd tov evoldueco, dealer v agent.

H mpocappootikotnto (adaptability) Tov kovaAiiov givar pia Todlvdidotarn Evvola
Kol TEPLYPAPEL TNV 1KOVOTNTA TOV KOVOAIOD vo amepydletal vEovg TPOTOVS Kot
oe&otteg, pe egveMia, STNPAOVTAG TAVTO TNV OIKOVOUIKY] KOl OPYOVEOGIOKN TOV

{oTikotnTa.

AvomTocoovtag Alyo TEPIGGATEPO TO TPIOL TMOPOTAVED KPLTHPLO, EYOLUE VO

napabécovpe ta eENG:

» AmodotikotnTa: 01 EVEPYELEC TOL EKTEAOVVTAL KOTA TN S10KivnoT TV TPOoidvVI®V 0o
TOV KOTOOKEVOGTY] TPOG TOV TEAKO KaTavalmTn eivon toAvmAneig kol ovvOetes. Ta
TPOiOVTa, TOAAEG popéc mpémel va taStvounBobv, cuvapporoyndovv, petaTpamovv,
mpowbnbovv, emdeybovv, emokevachodv petaeepBodv kot dAra. Omolodnmote
KavaAl pmopel va ovykplBel pe Opovg, OTMG M CLYYEVNG TOL IKOVOTNTO V.
EKTANPOVEL TETOLEG ALTOVPYiEG. AVTO 1GYDEL Y10 TOL EUUESO 1| ATTOKAEIGTIKA KOVAALOL
davoung, v tig mepurtooelg franchise aidd kou ave&aptnra kavdiio dopdpov
Tonov onmg dealers, agents, dwavopeic kot gumdpovg yovopikng. Kdabe tétola
Aertovpyio evéyel KOGTY, OmOTE M PETPNON TNG OMOSOTIKOTNTOS Umopel var e&dyel
TOL0L LOPPT] KOVOAOD UTOPEL VO TIC EKTEAEGEL IKOVOTOMTIKA LLE TO AYOTEPO dLVATO
kootoc. Ilpokeévov vo elvar m ovykplon aéomortn, Bo mpémer va yiver po
PEOMOTIKY EKTIUNGT Yo TV S0QOPOTOiNcn 610 TANHOS TV SUdIKACUDY TOL
eKTEAOVVTOL amd KAOe KavaAl. O KOTOOKELAGTNG 1| TPoUnBevtng epdsov BEAeL va
OlOKIVIGEL TO TPOIOVTO LEGM EVOLOUUECMV TEPLOPICUEVOV AEITOVPYIDV, Ba Tpémel va
oLVLTOAOYIoEL KATOwL KOGTN TPOg TOv 1010, 1 Bo emAEEEl evOAAAKTIKA Evav
EVOLAUEDO TO TANPWOG AEITOVPYIKO.

» Amotedeouatikotnra: eV €lval €MAPKEG YIOL TO KOVAAL Vo €IvOl OTOSOTIKO 0OTtO
TAEVPAG KOGTOVG 1| VO TapPEYEL PLOGIUN dVVATOTNTO GTOV KOTACKELAOTN. Oa Tpémet
VO UTOPEL VoL EMTLYYAVEL KAALYT] TOV OVTIKEWEVIKOV GTOY®OV NG 0yopds TOv HE
ELEYYOUEVO TPOTO KO LLE TIG CUVEPYELEG TOV TPOGOOKEL O KATOGKEVOGTIG.

» Ilpooapuoctikotyro: M Pabuordoynon g Swvoung dev eivor mAnpng yopig vo

Aappavoope vréYN TNV IKOVOTNTO TOV GLGTNUATOS OLVOUNG VO, KOVOTOUEL, vol
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pafaiverl ko va eEeAiooetan 6To pOvo, TO0 0mol0 HETAPPALETOL GTO VO TOAEL TOL VEX
TPoidvTa ToV Kataokevaotr. Eniong Ba mpénet, 10 cOoTNUO S100VOUNG VO TOPOUEVEL
avOEKTIKO 0O OIKOVOLIKNG ATOYNG KOl OPYOVMTIKNG 1YECTOG.

» XT0 TEAEVTOIO OLTO KOUUATL TNG EPEVVOC TOL aPOoPd TNV AE0AGYNOT VOGS KAVAALOD
Slavoung, eEeTaoTKOY TPioL KPITNPLOL LE TIG EMUEPOVS TOPOUUETPOVS TOVS. ZVVOAKEL
kot poli pe to mponyoduevo mov mopatédniay, Kabe cvotnUe dtovoung Uropel va
emheyel, agoloynbel 1 emovaoyediachel. Movov vd avtég T1g mpoimobécels o
KataokevaoTng Ba eivar oe Béomn vo avayvopicel Tov GKANPOVG GLUPIPAGHOVE TOV
amotovvTal, Kot vo TPoAdPel To cOGTNHO SLOVOUNG Atd TO VO SUCAEITOVPYEL KO VOl
YOVEL gukopieg avamTLENG OTNV ayopd. X& JPOPETIKY TEPIMTOON TO GUCTNUO
odnyeitoar og pn dprotovg deikteg amddoons, Omwg pepidlo ayopds Kot pvOpoHg
avdrtuéng. Axpidg Yo avtovg ToLvg AOYoug ot Mmanagers 6Oo mpémer va
AVTILETOTILOVV e OKEMTIKIGUO TNV EVOTOINGN 1 U1 TOV GUGTHUATOG OLVOUNG Kot
pe OAEG TIC TOPAUETPOVS VIO €EETAIOT), OLKOVOUIKOVG, TOLOTIKOVS, AELTOVPYIDV Kot

GTPUTNYIKOVG.

3.3. Zopumeprpopad KaTovarmTi)

Ye avtd 10 KePAAoo Oo €EETAGOLHE TNV EMPPON TNG CLUTEPLPOPAS TOL
KOTOVOAW®TY G GYECT LE TO CUGTNUA OVOUNG. ATOOEIKVOETUL TWS LITAPYEL TYECT TOV
dgv mpémel o kapio mepimtoon vo mopofreebel. Mo amd TIC OMNUOVTIKOTEPES
GUVOPOUESG TNG UEXPL TOPA EPEVVAG GTO YDPO TNG CLUTEPLPOPAS TOV KOTAVOAMTN Eivor
N TPooTdBE TEPLYPAPNS TNG AYOPATTIKHS Ol00iKooias Tov Katovolotr (Hanna kot
Wozniak, 2001). H dwadikacio ooty omockonel GTOV EVIONIOUO KOl TNV TEPLYPAOT|
ekelvav TV dpacTNPOTTOV 7OV GLVNOMG 0KOAOLOEL O KOTAVOAMTAG KOTd TNV

npoypotonoinon pag ayopdg (Howard kou Sheth, 1969).

dvokd 0 Katavol®Tg Lmopel va akoAovONceL TV ev Ady®m dlod1Kacion aKOpo Kot
av TeEMkd dev TpoPel o€ kKdmola ayopd queca oA apydtepa 1 iowg Kot TOTE. YTApyeL
dg M mBavO MTA 0 KATOVOAMTAG Vo 0KO A0 WNoel auth T dtadikacio apoH xel 1om
TPOYLOTOTOOEL KATOolo aryopd e€ontiog Tov OTL 1 &V AOY® ayopd mporypotomolonke

avBopunta kot ampoypappdtioto (Assael, 2003).

Youeovo pe tong Mowen kot Minor (2001), 1 o¢ Tdpa. £pEVVOL OVAPOPIKA LLE TV

ayopaoTIKn O1001K0GI0 TOV KOTAVOAMTY] £YXEL 0ONYNGEL OTNV aVAdEEN TPLOV PacIK®OV
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poviélwv. To mpodto kot emkpotéotepo poviédo (Bunn, 1993; Engel et.al., 1968,
2001), mapovctalel ™MV AyOpPOaoTIKY S1OOIKOGIO TOV KOTOVOAMT] OOV [0 AOYIK —
ypoppkn owdwkocio, 6mwg @aivetor oto Xynuo 3.2.1, cdueove pe v o @ o
KOTOVOAWMTNAG KOTO TNV TPOYUOTOTOINGT KATowg ayopds oépyeton amd to akdAovba

oTdowL:

1. dwmiotwon pog avdykng n omoia umopel va tkavomomBel pe v exkkivnon g
OYOPOGTIKYG O10OIKOGTOGC.

2. avalnnon TANPOPOPLOY OVOPOPIKA LE TIC O100E01ES EVOAMAKTIKEG ADGELG KAALYNG
™G avTAopuBavopevng avaykng.

3. a&loAdyNon TV EVOAMOKTIKOV ADGEMV KAALYNG TOV OVOYK®V KOl 1 ETA0YN NG
KATOAANAOTEPTG.

4. mpoypoTomoinom g ayopds Kot

5. a&lohdynon petd v ayopd.

LonKo-ypapnkd’ uovriio
VrVaymany avelITneT alioroman) AP PaTOROLNaT) alioroyon
TS avaryxmg I‘ RATPOPOPIY b oalia e - aryopag pETG TV
(exterapig - EVOALOKTINGNV aryopd
pm PR, 0 S
EXTETapENT]) (EXTETapENT) - jn)
exterapig)
‘EUREINKG " HOVTELD
CVITPVENIGT] TING aVuS N TIe| aZwrdyma) Nperypartoroin- adiondyman)
T ADORIN ROU i Surld oujion O] L0 T TV
(mupaxIvonpevn Do ievoron- EVUALOKTIKGN (o va eoxEl arpopa
RO T oW TO hioEan Denu exidpoon
ovwaatijuora) owmaihyje- (e fMeon) ooy OOV YUHKD
nkh KOopuo Exidpaon atov KOG)0)
PUIKG KOG )
‘aw, wit ' povriio
VayVIIoT) T e o) L | Mperyporrozoin- aQ0LoyT|oT)
avrysTg; AT POPOPRGEN S ) aryOpas; peTa T
(e onoTELEo)Ia (* palnuén’ EVUALORTIRGN {0 omoTELEopa arfopd
zepfliovn- ovriopao ) PE repfsovn-
NIV (ExidpaoT) KO
cnophotow ) zepuflahiovniny cndphotin)
RO OVTON')

Yypa 3.3.1: H ayopactikn dtodtkacio TOV KOTOVOAMTY.
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QcTO00 OPIGUEVOL EPELVNTEG, £XOVV VTTOGTNPIEEL OTL Y10 OPKETEC Omd TIG AyOpPEG
TOVG Ol KOTOVOAMTES OEV YPTCLLOTOLOVY GTH TNV ‘AOYIKY|- YPOUKY dladtkacio. XTnv
Tapovoo Epguva Ba LaG OTOGYOANCEL TO TPITO HOVIEAO TTOV TEPLYPAPETOL GTO LY MO
3.3.1.. To povtého to omoio amokaAeiton cvumeplpopkd (Simonson kor Winer, 1992)
EMKEVIPMVETOL GTO POAO TTOV Oladpapatilel To ayopaotikd mepiBdAiov (aTpndcealpa
TOV KOTOOTHLOTOG, TPOTOG TOPOVGIOCNG TMV TPOTOVTIWV, GCLGKELOGI, PAPLO, TPOOT|KES,
Burpiveg, kAm) omn dwdikocio mov Bo akolovdNoel O KATOVOA®MTAG KATH TNV

TPOLYLOTOTOINGT| KATOL0G AYOPAGS.

2m Bewpia Tov kovolov marketing, apevog, ot KOTaVOA®TEG Oempobvtatl ¢ HEAN
TOV KOVOAMOU TOL OVOAUUPAVOLV KOTOEG AELTOVPYIES TOL GULGTHUOTOS, OPETEPOV,
vrohoyilovior cav €vog Kpioog TEPPOAAOVTIKOG TAPAYOVTOS TOV  EUTOPLKOD
VTOGULOTHHATOS TOV KOVOALOD, HE TOV TEMKO OKOMO OVTOL VO, IKOVOTOUGEL TIC
OTOLTIOELS TOV KOTOVOA®MTOV. e KAOE mepinmtwon and T 0V0, 0 KUTAVAAMTNG Kol Ol
AYOPOOTIKEG TOV GUVNOELES EYOVV LEYOAN EMPPON OTN GUUTEPLPOPE TOL EUTOPLKOD

vrocvoTiuatog Tov kavaiob (Chuang kot Dong, 2009).

v
l Brand loyaity
Cansumers provide ¥ Consumers
demanding B MANACIUTEr (e rotgilor | —p) receive supplying
information T y information \
Store lovalty
t ¥

Figure 1. A Framework of Influence of Consumer Behavior on Channel Power

Yypa 3.3.2: ITiaicto enidpaong GLUTEPIPOPAS KATOVOAMTY).

Xoppova pe ™ Bempio eEdptnong oxbog kot TV avtictolyn Tov SKTHOL TV
cuvolaAlaywv (Emerson, 1962, 1972), vroompileton mmg 1 {ftnom kot 11 mAnpopopio.
TOV TPOIOVTOG €lval KPIoIUNG ONUACING TOPAYOVTEG, TOV GLVOEOLV TN GLUTEPLPOPA
KOTOVOAWMT LE TN 00T 10Y(00C LETAED KOTOUOKELOGTMVY KOl EVOLUUECMY LETOTOANTMV.
H wovomrto tov KotaoKeEnaoTtdv Kot evOldpécmv va AaUBavouv, Katéyovv Kot
petagpdlovv v mAnpogopia, kabopilel TV EMPPON TOLS GTNV OTOPACT AYOPAS TOV
katavolotdv. H agpocioon tov KatavoAotdv oty pépka Kot to Katdotnua (brand
loyalty xon store loyalty), 6vtog faciopévn o1 6YxEon ETKOVOVING KOTOACKEVAGTMY KOl
eVOLLES®V, €XEL GueoT eMdpact ot doun g 1oyxvog peta&y tovg. Emmpdcobera, n

EMAEYOUEV] OO TOVG KOTOOKEVAGTEG, OOW] TOV GULOTHUOTOC, EMOPE AUECH O
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SladKacion ETPPONG TOV TEPYPAPNKE Vopitepa. XT0 oynua 3.3.2 KaTadEIKVOETAL Ao
tovg Chuang kat Dong (2009) 1 aAAnienidpact avty TV 6V0 TOPAYOVTOV GTN GYEOT

10YVOG TOV LEADV TOL GLGTHLLATOG.

[Mepetaipw, o Albesa (2007) e&étooe dvo TOTOVG LETAPANTOV, XPTCILOTOLDOVTOG TO
ovomuo ta&wvounong mov avéntvéav ot Black et.al. (2002), mov emmpedlovv
CUUTEPLPOPE. KATOVOAMTY GTNV ETAOYT TOV KOvOA0D e To omoio Ba cuvdlaAlayovv.
Tig atopikéc petaPintég (embupio Yo KOWOVIKEG €MOEEG 1 WOIOTIKOTNTO) KOL TIG
HETOPANTES KavaAloD (yvdon Kot vkoiia). H mpdtn dev Aapfdaver vtoynm 1o chotnua
OlovoUNG evd M OeVTEPT TO KAVEL. Mg OpOVG GLUTEPIPOPES KATOVOAMTY|, dtokpivovTot
OV0 TOTOL CULUTEPLPOPMOV: 1M CLUTEPLPOPE 7oV  yopaktnpiletor amd T Ypnom
TAPOO0GLUKOD GUGTIUATOG LE TPOCMTIKY EXOAPT, KOl AVTH OV YapaKktnpiletal amd v

un xpNnon KavoAldV TPOCOTIKOV ETAPDV.

M avdroyn ta&vounon akolovOncov ot Liao et.al. (1999) oe épevva yuo tov
TpamelIkd TOUEN AVOPOPIKA LE TN YPNON TOV LIoKATAGTUATOVY 1) Tov Virtual banking.
Iopopoing, ot Kumar kot Venkatesan (2005) katéAn&av g ot meAATEG TOL TPOTIUOVV
TO NAEKTPOVIKA KOVAMa, TEiVOLV emiong va ayopdlovv yevikd amd vPplokd cuoTnuaTo

dtavounge.

o H embBouio kovovikav exapav. To Topadoclokd KOVAALL TOpEXOVV KOWVMOVIKT
GLVOLAAGYT TNV OTola T LITOAOITA GVoTHATE oTEpoVvvTaLl. Kabmdg moAlol meldteg
TPOTYLOVV VO GUVOLIALAGGOVTOL LE TPOGMOTA, divovv 6g avTo Wiaitepn Paon Yo Tnv
amogaomn ayopds. Kabiotator capég g 1 mapovsio 1| amovsio avlponwv, poli pe
TOVG KOWMVIKOUG pOAOVLE KOl €ukolpieg Yoo Kowwvikomoinomn, emnpedlovv tnv
gm0y KavaAloD. ' cuykekpipévou €idovg ayopav, 1 mopovsio. AAA®Y avOpoTmv
Tap€xeL TNV evkapio va dnpovpyodvtarl kot vo dttnpnodv avlpodmves oy€oelg
(Howcroft et.al., 2002; Nicholson et.al., 2002). Xvvendg, n avdioyn vedbeon mpog
e€étoon Mednke voyn omd tov Albesa (2007): H embopia yio Kowovikég emapéc
aLEAVEL T YPNOT TOV KOVOAIDV TPOGHOTIKNG ETOPTG.

o [oiwuxotnra: AT 1M HETOPANT]  avaQEPETOL  OTNV  OIOTOKTIKOTNTO — TMV
KOTOVOADTOV VO LOIPAGTOVV TPOCMOTIKES TANPOQOPiEG Le AALOVG OVOPMTOVG KATA
TNV OyOpOoTIKN OlO0IKOGIOL KO 0VTO TOLG 00NYEL v YPNOUYOTOOVV KavAAla U
TPOooOTIKNG emapnc. Kdatw and opiopéveg ouvOnkeg pdaiota 1 EAAELYT TPOCOTIKNG

EMOPNG KpiveTol amapaitntn €101Kd dtav 1 ayopd pmopet va ekBETEL TOV OryopaoTh.
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Ed® ot katavaAmtég TPOoTIHOHV Ta NAEKTPOVIKA KOVAALL OLAVOUTG Y10, VO, OTOQUYOLV
v ékBeon. Emmpocheta, KaTOVOA®MTEG [LE OMTOGTPOPN TPOS TNV KOWMVIKY ETAON
potiovy v id1a katevbvvon (Black et.al., 2002). "Etct mpokimtel n vwoHeon nmg,
n embopioc Yoo WvwtikéTTo avédvel v mhavotTo ¥PNoNG KOVOMOV U
ATPOGMOTNG ETOPTG.

o Aeciotnra: Ixavdtta ypnong tov pésov dtavounc. Evd éAot o1 meddteg umopodv va
CLUVOLHALOYOOV pE TOV TOpOadOcloKd TPOmo Kot TS ovpPotikés pedddovg, ta
NAEKTPOVIKA KavAaAla 1 0Tl otnpileTor oty TeXvoroYia Tapovctdlovy TeplocdTEPES
dvokoAies. YynAotepa emimeda oavtomemoidnong ywo tn ypnon g TeXVoroyiog
dtvouv éva aioOnua eAéyyov g ayopdg otov merdtrn. OVTmg 1 GAA®G, ot dvvnTiKol
YPNOTEG EVOAAOKTIKMV TEYVOLOYIK®V KOVOAM®V Oa tpémel va eivar e€otkeltmpévol e
™V TEXVOLOYin, JLOPOPETIKA Dol OTOPPIYOLV TNV GUVOHALNYT UE TO KOVAAL VTOV
tov tomov, (Black et.al., 2002; Schoenbachler kouw Gordon, 2002). IIpoxvmtet
GUVETMG 1) VOO MG TOL VYNAAQ EMIMEDD YVAOONS AELTOVPYING TOL HEGOV OLOVOUNG
av&avel Ty mOavOTNTU ETAOYNG Kol XPHoNG TOV.

e Fovkolio: Ot véeg n€Bodol 6TaL GLGTAUATO SLOVOUNG, CUUTEPIAAUPBAVOUEVOV KOl TV
Vo THTWV KAVOALDV, GTOYEVOLV VO TAPEXOVLY GTOV KOTAVOAMTH ¥POVO KOt YDPO , TOL
omoia. 6tav yivovior avtiinmtd, aSloAoyobvtal BeTikd amd TOLG KATOVUAWMTES.
AwBeopndTTo Ko Agttovpyion eKTOG wpopiov agoipel v mieon Tov ypovov, 1M
EMAEWYT avAYKNG avVOROVIG Tpog eSumnpétnon elval oToleion TOV ampOcOT®V

KAVOALDV, Kot EMNPEALOVV TIC OTOPAGELS TOV KOTOVOAMTY).

Hl

Channel Customer Behavior

* Personal Channel

* No personal Channel
(technologic)

Yympa 3.3.3: Zoumeptpopd KOToVOAOTN: KPLTHPLo ETA0YNG KOVOALOD.

H gvukolio kol OT®MG VTN €GTPATTETOL OO TOV KATOVOAMTH Kol 6T GLUPATIKA
Kavélo, owbéoo amdbepa, emidelEn, Otav TO MPOIOV TO amaltel Ompovpyel v

avTiAnyY”n ToldtnTog ELMNPETNONG KAVOALOD KOl GUVETMG EMNPEALEL TOV KATOVOAMTN
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va to emAé€el (Sarro, 2002; Howcroft et.al., 2002). Zvvayetat dia avtod oV TPOTOL N
vdbeon Mg OG0 UEYAALTEPN 1 OVTIAAUPOVOUEVN] €VKOMO TOL KOVOALOD TOGO
peyolvtepn n mhoavotnta xpnong tov. Ot téoceplg LIOBEGEIS Yo TN CLUTEPLPOPE.
KOTOVOAWMTH AVAQOPIKA LLE TNV EMAOYN KAVOAMOU GE GYE0T LE TO TEGGEPO KPLTHPLOL TTOL

meprypaenkov eaivovtal oto Xynua 3.3.3.

ApKeETOl KOTAVAAWMTEG EIGEPYOVTOL GE KATO0 KATAGTNIO LE 1GYVPY GTOYN TOV Tt
Ba ayopdcovv VIO TV ETPPON TOV SLOPNUUGEMY Y10 TNV TPOTILAOUEVT] papKa. AALOL,
YOPIG TPOUTOPACIGUEVT] TPOTIUNOT Kol UTOPOLV Vo, OAAAEOLY amtd TNV OVTILETMTION
péoa oto kataotnuo. H emdoyn mov Omuovpysiton ¢ amOTEAECUN TETOLOV
CLUTEPLPOPOV ayopdc, opiletar g "ovuPiPacuévn {fmon" (compromised demand)
(Kucuk, 2011) ko1 agopd mpoidvio cvyvig ayopds (FPPS) kai elvar avamdomacto
Koppdtt tng évvolag ¢ otpatnyikng push (Farris et.al., 1989; Reibstein ko Farris,
1995). IMapora owtd, Topd Tov OTL To TPOIdVTA TOL VIO e€€Toon KAGOOV dEV aVKOLY
G€ 0T TNV KoTNyopia, ot apyEG OV OVOUOEIKVIOVTAL GTN CLVEXELD KOl GE GYECT LE TN

dfecdTNTO TOL TPOTOVTOG (AELTOVPYIN KOVOALOD O1OVOUNG) KPIVOVTOL ONUOVTIKEG.

H évvoia ¢ ovuPpoocuévne CRmong Katadelkvoer TN onuocio g
Oo0ecUOTNTOG TOV TPOTOVTOG KOl TMV AEITOVPYIDOV UECH GTO KOTAGTNUO GYETIKA LE TO
g emmpedlovv TV TEMKN amd@acn Tov Katavoiwth. Kotavoiwotég pe pn
KATOOTOAQYUEVEG OmOWELS Etval TOOVOTEPO VO ENNPEASTOVV omd dabécipeg LApKeg o€
out-of-stock (OOS) katactdoeic. Ot Srinivasan et.al. (2005, 6.1435) onueld®vovy g
"to  emimeda g OwBecwoTnTOC MG  UAPKOC KOl TO  OVTIGTOU(O0  EMIMESO
AVOYVOPIGIHOTNTAG 7OV  ONovpysl M dtavour], emonpaivovtar g push-based
draBecpotnta ko push-based avayvopioomra. H dtavoun kot dtobeciptdtnto tov
TPOIOVTOG UITOPEL VO SNUIOVPYNOEL 1] VO EVOLVAUMGEL TV PUSh avoyvopioudTTa TS
uapkog (Heeler, 1986; Reibstein kot Farris, 1995). Eniong n diobeoipdmro e ndprog
pumopet voo glvar éva amd TOLG KVUPLOLG AOYouG miow omd TV avénon pepdiov

ayopag/moincemv (Kucuk, 2008).

TéNog KAmO101 KOTAVAAMTES APOGIOUEVOL GTO KOTAGTNUO 10MG 0EV avTIANQOOLV
v Katdotacn OO0S kot anAd aALaEoLY TpoTipmon, and ™ un owbéoun papka. Avtd
elvar évag kOplog mapdyovtag mov ennpedlel TV CLUUTEPLPOPE KOATAVOAMT] GTOV

e€etalopevo KAAO0 TV AELKMV NAEKTPIKMOY GUOKEVMOV. AVTO Y€l GOV OMOTEAEGLOL OL
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Ol0BECIEG LAPKES VO ATTOKTNGOLY LEYOADTEPT AVOYVOPLCIUOTNTO Ty LITooTnpilovtol

amod TIG Asrtovpyieg TpodOnong HECH GTO KATAGTNLO.

X ovvéyela Ba egetdoovpe MV TEPITTOON TOV EEEOKEVUEVOV KOTAGTNUATOV
(specialty stores) kat mw¢ AT ETOPOVV GTN GTACT] KO GUUTEPLPOPE TOV KOTAVOAMTY).
H onuovpyio e&edikevpévov KotaoTNUatov onacyoAlel cofapd Tov KAGOO TOV

NAEKTPIK®OV Kot EIOIKOTEPO. TIG ETALPELES e 1oL brand name.

Ta eEedikevpuévo KATOOTAUATO vl HETATOANTEG TOL OBETOVY [l LOVOIOIKT)
YKo TPOTOVTOG GUYKEKPIUEVOD KATACKEVAOT, TPOGPEPOLY OUMG LEYOAO E0POG LTNG
™G yKaupog Kot eEedikevpuévn mAnpoeopnon. To egpomuo mov tiBeton amd TOV
Friedman et.al. (2011) eivar 0 katd mécov 0 meAdTNG avTiAapuPdvetor Ty e€edikevon
KoL oV VoL, T oYeTI(ETOL e TV IKOVOTOiNGoT TOL Kot To HePidto Tov yevikoy ££0d0v
nov mpotibeton va Swbéoel. Ta evpiuate tev Reynolds kou Beatty (1999)
vrootpilovy mwg T e€edikevuéva  KOTAOTAUATO TPowbodv  KaAOTEPES, TO
GUVELONTOTOMUEVEG OYOPES, KOl OTMOMEVYOVIOL Ol EMIGTPOPEG KOL 1 OVCOPECKELD.
Eniong n emtoymg ayo pd dmpo pyel Betikn] oxéon pe 10V TOANTA Kot avEdvel v
yevikdtepn kavomoinon tov meldtn. Onwg emmAéov vrootnpifovv ot Seiders et.al.
(2005) ta e&edkevuévo kotootiuate fonbodv Tovg meEAdTEG TOVG O GYEON UE TOV
KOO Kol YPOVO TOL OMOLTEITOL YioL TNV ayopd. Apa 1 KOVOTOINom ToL TEANTN T®V
e€edcevpévov Kotaotudtov oyetifetor Oetikd pe v avtikopPovopevn and avtodv

e€eldikevon.

H emotpoen oto 1010 koatdotnuo yw oyopd eivor po cuviong otpatnyikn
amo@uyng piockov omd tov mehrdtn (Mitchell wor Prince 1993). Xvvendg, ta
e€edcevpéva, Kataotnuato omolapupdvouy Betikng oyxéong pe v mpodbeon TV
TEAOTAOV TOVG Vo eMAvaAdPovV TIG ayopég Tovg, e&outiag g €Wikevong mov

TPOGPEPOLV.

Téhog, ol mehdtec, Tavta copeova pe tov Friedman et.al. (2011), npotibevrat va
E00EYouV  pHEYOADTEPO WEPOG TOL OBECIUOV, YL TIG GULYKEKPIUEVEG OYOPEG,
€1000NUOTOC TOVG G€ aLTO TO. KotaoThuoate avtihapfoavopevol v egeldikevon kot

eEAPYVPADOVOVTAG TNV.
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3.4. Awoyeipion oY£6£®V 6TO KOVAAL OLOVOUNS

210 ke@dAalo avtd Ba eEetdoovpe TG ennPedloviol Ol OXEGEIS TOV UEADY GTO
KOVAAL OlvOUNG 00  GTPOTNYIKEG OMOQACES TMOV KOTOUOKELACT®V. Axkoun 6Oa
KaTadeyBovV mBavES antieg Onpiovpyiag OlevEEEWV KOl GTPOTNYIKES amoPLYNS Tovs. Ta
oY£010 TOV CLGTNUATOV SLOVOUNG OO TOVG KATOOKEVUOTEG, Ol TOATIKES OLOVOUNG KO
TO. TTPOYPAUUOTA VTOGTNPIENG TOV UETATOANTOV, £(OVV UEYOAN emidpacn OTO KT
1660 Oa VTAPEOVY OIEVEEELG 1] OUOAEG GLVEPYOGIEG OTN GYECN WE TOLG EVOLAUECOVC.
Yrapyet pio Tokidio eTAOY®OV OGTE 01 O1eVEEELS Vo O1atnpNnBobV o€ 0modekTd emimeda
KOl TOPOAOL OVTA VO ETTLYYAVETOL YL TOV KOTAOGKEVAOTH, OVOATTLEN, KAALYT TNG
ayopdg kot eveM&ia (Magrath kon Hardy, 1987). Ot oyécelg ota KovdAia dtovoung dev

0o mpémel va glvar ypovoPopeg, advvopeg kat pe aviumapadéoeig (Donath, 1985).

Ot kataokevaotég Oa mpémel va avayvopilovy v emidpoon TOV O0POPETIKAOV
OTPUTNYIK®OV Olovoung oty mpodupuio TV evOlapéc®V TOLg Vo €ivol GLVEPYAGIUOL.
Ortav éyel emrevybetl avtd, TO TPOYPALUATO VTOGTHPIENG KOl Ol GUVETELG TOAMTIKES Bl

eEacpaiicovv evBovoidon cuvepyacia.

3.4.1. Z1potnykéc Tov dNUIovpyovv orevECELg

Agdopévov OTL Ol ayopég LIAYOPELOVY TIC CGAAAYEG OTO KOVOAL, LITAPYOLV
OTPOTNYIKES, TOL GYEOOV TAVTO ONUOVLPYOVV SLEVEEELS LETOED TMV KOTAGKEVOGTAOV Kol

TOV EVOPECOV, TETOLEG Eivan ot Topakdrte (Pangrazio, 1984).

1. Hapaxoapyny tov koavedidmv. O KOTOGKELAGTNG TOPUKAUTTEL TOVS VOIOTAUEVOVS
UETOTOANTEG KOl KAVEL AUESEC TOANGELS EITE e KATAGTNUO AOVIKNG TNG ETapeiog
eite pe outlet Tov epyostaciov.

2. Kopeouog. O xarookevaotng opilel moAloOg HETAMOANTEG Kol VITAPYEL KOPEGUOGC
TPOGPOPAC GE L0 YEWYPOUPIKT TEPLOYN, DOTE KAVEIG TOVG OEV UIOPEl va. ExEl KEPOM
and to brand tov katackeLOOTH.

3. Ilolioi kpikot etny alvcide. O KOTOCKELOOTNG amattel and Tovg pikpove dealers va
ayopalovv oamd €vo KeVIPIKO OlOVOUED OTNV 0ALGION JlavOoung, Tov omoio dgv
BAEmOVY cav KOAOTEPO TOVG GTIC VINPEGIEG TOV ATOLTOVVTOL.

4. Néa kavdlia. O KATOGKELOGTNG AVOTYEL EVa VEO UN TOPAOOCIOKO KAVAAL TO 0TTOio TO
volothpeva péEAN avtipetonilovy g vrodeéotepo. Iapdia avtd Opwg to véo

KavAAL amoAapavel TNV 1010 VTOGTAPIEN LE TO VOIGTAUEVO.
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5. Exknrocers. O KOTOOKELOOTNG EVOOUOTOVEL GTO OIKTLO O©OV  HETOTOANTEG,
EKTTOTIKG KOTOGTLOTO TOV PlYVOLV TIG THEG GUGTNUATIKE, OU®OG £Tol cLUPLPalet
™MV TOUTOTTO TG MAPKOG KOl OKVP®VEL To POsitioning pe avtdAlaypo tnv
avATTLEN TOANCEWV. AVTH TEMKE OEV EMTLYYAVETAL.

6. Aovvémera. O kotTookeLOOTNG akoAoLOEl avBaipetn Ko 1010TpOTN GLUTEPLPOP
TPOG TOVG EVOLUUEGOVG. 2T LEAT TOV GUGTNHOTOS SLOVOUNG, EMKPOTEL GUYYLON KoL
afePordTao Yoo TIG TOMTIKEG OlvoUng TG emyeipnong kabmg tig yapaxtmpilet

OOVVETELO.

3.4.2. ZTpoatnykég OV OMOTPETOUV TIS OEVEEELS

2TpaTnYIKEG OV UTOPOVV Vo apUPAOVOVV TIG JEVEEELS, TOV TPOKLATOLY OO TIG

aALOYEG OTOL GUOTHUOTO SLOVOUNG, LETOED KOTAGKELAOTAOV Kol EVOLOUECOY, €ival ot

e&ng:

1. H ropakopuyn tmv kavali@dv NTopel vo AEITOVPYNOEL €AV OTO PEAT KOTAGTEL COPNG
N PBacikn Aoyikn g amevbeiog TdANong. O KOTACKELACTNG UTOPEl Vo amocaenVicet
0€ TOWOVG GLYKEKPIUEVOLS Aoyaplocpovs Bo moincel amevbeiag, va epappocet
dAadn v TakTikn Tov opileton g market partitioning.

2. Ta tov vepropecuo nmopel o Kataokevoothg va Oeomicetl ypouuéc mov Ba opiovv
10 péyloro mov Oa umopel vo movAnocel kamotog dealer v vo tov otpéyel mpog
SLPOPETIKEG OYOPEG DGTE VO, NV GVYKPOVETAL LLE TOVG AAAOVG LETATWANTES.

3. Ot moiloi KpiKol ¢THY alvGida UTOPOVV OV OVIHLETOTICOOVV pe to vo 1000V
OlopopeTIkd TEPBDPLL  KEPOOLS POCIGUEVO OTNV  amOd00T) TOV WHEAOVLS OTI
Aertovpyieg Tov KavaAloD Kot Oyt 6T 0€6M TOL GTO GVGTNUA S1OVOUTG.

4. Ta véa xavdlia pmopohV VO OVIILETOTIOTOVV UE TO VO, OMGEL O KOTAGKELOGTNG
TEPLOPICUEVT] TTOAETO, TV TPOIOVTOV (£100G, YPOUOTO KOl EMAOYEC) Kol AYOTEPES
EVEPYEIEC VTOGTNPIENG Y10 VO TO SLOPOPOTOLNCEL OO TO VPIGTAUEVO, LEAT] TOV 1O
Aertovpyoiv.

5. Ta exkrrwtind katactipuote 0o TPETEL VA AVTILETOTIGHOVV OO TOV KATAGKELOOTY|
pe O0140e0m CLYKEKPYEV®V, OTOKAEISTIKOV TPOidVTwV mov Ha cuvddovv pe v
TOALTIKT TOV Y10, TIG TUUEC.

6. H acvvémera oto cuotua dtovopng pumopel vo emivdel povo edv 0 KOTOGKEVAOTNG
kabepmoel BepeMddel amapdfotovg kovoves kol Tovg €apuolel pe mANPN

OKEPULOTNTAL.
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YOUTEPAGUATIKG, T OGLVEPYACIO &lval 1 7O GLYVE TOPATNPOVUEVN] TOKTIKY|
ovumepipopds ota cvotiuate dwwvopne. To kavaiio marketing oeaivetor va unv
UTOPOVV VO AEITOVPYHGOLV OTOTEAEGLOTIKA YMPIG TN CLVEPYAGIO OVAUESH GTO LEAT).
[Topatnpeitonr mwg 1 ovvepyacio eivol TPpoTIOTOS £PAPUOLOUEVT] KOl ETIKPATNG OTO
KOUMATL NG @UOIKNG Olovouns. Avtd ovpPaivel emedn ovty oov  dadKacio
Swywpileton KoBopd Kot dev LIAPYOLV OEVEEEIC, GE GYEON HE TIG AELTOVLPYiES TOV

GLVOLIALO YDV GTO KOVAAL OOV Ot TBaVES O1evEEELS elvan ToAVTTANBEGTEPEC.

O Palamountain (1955) oto épyo TOL YO TOV AVIAY®OVIGUO OTO GULGTHLOTO
dlavoung Towtomoince Tpia £i0M avToy®VIGHOD 6TO GUGTNLO SLOVOUNG: TO optloVTLo, TO
Kkabeto ko To intertype. Xe avtd o McCammon (1965) mpocébece éva tétapto. Ot
TEPLOCOTEPEG TPOoeYYioels ot PipAoypapio TV d1evéEe®V GTO GUGTHUATO SLOVOUNG
tetvouv va akolovBodv avti ™ doun ta&vounone. H avadiatdmmon g mpocéyyiong

avtng amd tov Sims et.al. (1977) pog 6idel To mapoKaTm.

» Horizontal co-operation. Xvvepyocio avaueso o€ pEAN TOV GLOTHLOTOS TOV 1310V
TOTOV, 7). LETOED ALOVOTOANTAOV.

» [ntertype co-operation. Tuvvepyoocio peToEd HEADV TOL GLUOGTHHOTOG, OLOPOPETIKOD
TOMovV oAAG oto 10 eminmedo péoa oto KavAAL, wy. Kataothupoto discount og
GLVEPYOGIN LE TOAVKATUGTILOTO.

= Vertical co-operation. Xvvepyacio peta&d peddv mov Ppiokovial 6e SLOPOPETIKO
eMinedo, T.Y. KOTOAOKEVOGTES LLE YOVOPEUTOPOVG.

= Channel system co-operation. Zvvepyooio peta&d cvotnudtov dtavoung, 6Ty onoio
£€va, cLOTNUA Y10 KATO10 TPoidv cuvepydletan pe éva GAAO cOGTNUO Yo VO OEVTEPO

TPOIOV.

‘Eva ALo medio mépav T cvvepyosiog, 1 0EGUEVCT|, OTACYOANCE TNV EPEVLVNTIKY
Broypapio TV cvoTnudtoV Slovoung Kot Tov oxécemv péco oe avtd. H €épgvva
OTNV OPYOVMOOIOKY OEGUEVOT £0M0E EUQPOCT] TEPICCOTEPO GE OVTNV TNG ETPPONG
(affective) (Porter et.al., 1974) ka1 tng cvunepipopiotikng (behavioural) (Becker, 1960)
amoyng ¢ déouevong. H opyavooiakr déopevon (commitment) efetdotnke oe
éktaon oto mapeABOV, OUWOC N OEGUELON TOV GYECEMV TOV ETOPEIDV GTO GUGTILOL
dlavoung dev £TVYE EPELVNTIKNG TPOoooyng mapd mpoceata. Or Anderson kot Weitz
(1992) vrootpifovv mw¢ N ovcia ¢ déopevong ival 1 otabepdtnta Kot 1 Tpodopuio

v Bvoieg. Or Morgan kot Hunt (1994, 6.24) vrootpilovv mwg 1 décpevon givar éva
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and 1o, BepeMmon otoyeioa Twv oyéoemv oto marketing kot v opifovv cov "o
cLVOlHALaYT O6mov o LEPN Be®POVV TMG HiaL SLPKNG oXEoN Elval TOGO CNUAVTIKY] DGTE
va eacpoiilovv péyiom mpoomdbelo Yoo vao T Ootatnpnoovv". Emiong n 6éopevon
yopaxtnpiletor amd apoPoatdTnTo Kol 0Poci®mon, EUMIGTOGHVN KOl avayVOPLoT TNG

aAAnie&aptnong (Gundlach et al., 1995).

AxoAlovBovtag to mopoamdve, opileTor M JEMYEPNOLOKY OECUELOT, ®G N
déopevon katd TV omoio. SO opyavicHol (emEPNOELS) eivol GTEVA GUVOEdEUEVOL

ueta&y toug oe otaepn Paon (Kim kon Frazier, 1996).

Ot {3101 KOTOAYOUV TG TO LVYNAO €MIMEDO OEMYEPNOIOKNG OEGUEVONG Elvan
AMOTELECUATIKO LE OLUPOPETIKO TPOTO GTO OLOPOPETIKA TAAIGIO GLGTIUATWV SLOVOUNG.
ZVYKEKPIUEVQ, TO LEAT TOV GLOTHLATOG O ETOEEANBOVV KATA TO PEYIGTO, SLOTNPADOVTOG
VYNAY OLETYEPNOLOKT OECUELON, OTOV Ol EVOLIUECOL GUVEICOEPOLV CTUAVTIKO GTNV
avaPaduion, evioyvon tov mpoidvtog kaBoOAN TN SlapKeEw TG OdKAGTOG OLVOUNG
tov. Emiong n avtikotdotaon tétoiwv evolopéonv kabiotator dS0okoAn eéottiog g
OCLYKEVTIPMOOT TNG O1aPOPOTOINoNG Kot KOWmVIK®V alldv. TELOG 1 avaykn yio VynAN
dtemyelpnotlokn déopevon Ba eivon peyodvtepn O6tav 10 KavaAl avipetonilel apéBaio
EMYEPNUOTIKO TEPIPAAIOV, kaBOTL Ta UEAN pmopovv va enm@eAnfodv apoBaio

TPOKELUEVOD VO, TO AVTIUETOTIGOLVV.
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Keodhroro 4% MeléTEC MEPTTOGEMV

Xe ouTt0 10 KEQAAMO Tapoatifeviol, mEPMTOOEIS omd TN Oebvn EmyElpNUOTIKI
OKNV1, OOV 01 OMOPACELS ENAVEO GTO GUGTNILA SIOVOUNG ENXNPEACAY TOIKIAOTPOTMG TIG
EUMAEKOUEVEG KATOOKEVAOTPLEG €TaNpEieg Kol TOLG evolapésovg Tovg. Emiong, pia
OVOKOIVMOOT) OO KOTOOKEVACTPLN NAEKTPIKAOV GUCKEVMV GE GYECT LE TNV OAANYT] TOVL
GLUOTHLOTOG OVOUNG TNG KOOMDS Kot TNV TEPTYPOAPT] OVTOV KOl TOV AEITOLPYUDY TOV

arotnOnKav yio TV vAoToinon Tov.

Casel

Apketd ypdvia apov amoedoioe vo, emtpéyel otnv Sears and J.C. Penney va movAd
™V Kotoyvpouévn udpko tg, Levi jeans, n Levi Strauss mpoonabovce va Pedtidost
TIG KOLPEMOOUEVEG OYETELS TNG e ToVG 12000 pikpovg AlavommAnTES, o1 0moiol KAmoTe
elyav Vv amokAeloTiKOTNTO pHe TIG popkeg e. To 1986 avtoi ot AovortmAnTég NTav
aKOUN OLOAPEGTNEVOL Y10 VTN TNV OTOeOoT Tov gixe mhpel | Levi Strauss mévte

ypovia vopitepa, (Forbes, 1986, ¢.95).

Case?2

H Porche omcOoydpnoe amd 10 mAGVO NG VO EYKOTOAEIYEL TOVG EUTOPOVG
franchising otig HITA, a@od pnvvcov v etoupia 323 éumopot (to 80% tov
franchisees) yw {nuieg. H Porche 0éAnce vo petatpéyetl tovg eundpovg (dealers) oe
ovvepyateg mov Bo Toug £dve pOvo mpopnbela EML TOV TOANCEOV EVA TOLTOYPOVA
éotnve 40 onueia -kEvipa TOANONE Kot SErvice Katwm amd tn 61KN ¢ 110KTNoia OTIg
HITA. Ot mpodnv cvvepydteg TG, EUTOPOL, OV TMOPO LETATPATNKOV cg agents Oo
€o0TEAVOY TOV TEAATEG GE OVTA TO KEVTIPO — ONUElR TOANONG, Kol Yo TO AGY0 ovTd dev
Ba eiyov kapio e0OHVN-EUTAOKN-LEGOAAPNON CTIV TOANGT KOl TV TOPOYT VINPECLOV

service ota oynuato thg Porche (Fortune, 1984, 6.63-64).

Case 3

Ov ovvepyareg franchise g Taco Bell dwpaptopndnkov €viova yw tov
AVTOY®OVICUO TOV dNUovpynonke omd to véa EKTTOTIKA KoTaoThoTe TG etonpiag. Ta
TOPATOVE, OLTO TPOEKLYOV OO TNV AmOKTINoN Kol TV HeTatpon Ttov Pup n'Taco
drive Up KataoTNUATOV G€ WOIOKTNTO EKTTOTIKG KOTAOTAHOTO TG €Tolpiog oto LOS

Angeles, (Nation's Restaurant, 1986, ¢.1,125).
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Case 4

H Kroy Inc, kataokevdotplo ypaQounyovmy, amopicios Vo, EYKOTOAEIYEL TOVG
1000 ave&dptntovg eumdpovg mov cvvepyaldtav yia vo dabécel dueco 1 1o ta
TpoidvTa, péco amd OKA TG vrokataotiuato. EvoyAnuévolr amd to yeyovdg OTt
Topaykoviomkay oamd v etoupio, ol mpodnv ocvvepydteg g Kroy Inc., Bprxoav
AVTOYOVIGTIKG TPOIOVTO KOl TOAEUNCOV EUTOPIKE TV HEXPL TOTE TPOUNOEVTPLA TOVG.
Teaka n Kroy Inc. avaykdotnke vo eykotoAeiyel v anevbeiog ndAnon kabdg
amodeiyOnke acvppopn. H Kroy Inc. enéotpeye oe moALOVG amd TOLG TOANOVS TNG
OLUVEPYATEG — EUTOPOVS {NTMOVTIOG TOVG VO TN CLYY®PEGOLV Kot va Eeydoovy v
ovumepipopd g .Q61000, AydTtEPOL amd TOvG pcovg to Empaav, (Forbes, 1986,
0.64,68).

Caseb

H etapia IBM avakoivoce 6tt dev Ba eEovciodotovoe meptocdtepovg omd 2500
EUTOPOVG VIO TOVG UIKPOVTOAOYIOTEG TNG QoPovuevn 6Tl peyodvtepog apbuds o
001 YOVGE LITEPKOPEGHO TN dtdbeom TV Tpoidvtwv te. Emiong, n IBM movince 6Aa
O KOTOAOTAUOTO AOVIKAG TNG, &KTtog amd tpia, omv etapic Nynex Business
Information Systems tng Néag YO gng. Avtd frav po KoAn €idnon yio 10 g
gvamopeivovteg  ovvepydtec-eundopovg oto  diktvo g IBM  kabog dev  Ba
avtayovifovtay to 1toKTnTa Kotaotipate e IBM ovte 16600 GAAOVG eumOpoLg -
oLVEPYATES, £E0VGLOBOTNUEVOLG Vo TOAOVV tpoidvta TG IBM. Oupwg avt) n kivinon
NTAV OPVNTIKNY Y10 TOVG GLUVEPYATEG TOL Ba Exovay Tr GLVEPYNSIN UE TO OIKTLO TNG

IBM. (Bertrand, 1986).

TORONTO, - Xemtéppprog 22, 2008 — "H MIELE Kovadd Ltd, n
KOTOUOKELAGTPLN TOV EEQPETIKMV, AVAOTATOL TEYVIKOD EMTEOOV NAEKTPIKMOV GULOKEV®V,
ONUEPO OTMOKAAVYE EVOL VEO ETLXEPNUOTIKO HOVTELO TO omoio Ba aAAdEel dpopoTiKd
TOVIPOT LE TOV O D 1 KOTOUOKEVAGTPLO TOV GLOKELAOV Bo aAANAETOPE e TOVG

KATOVOAMTEG KO TOVG AOVOTTOANTEG.

To mpdTO 010 €1d0¢ TOL GTOV Kavadd- kot oty Bropnyovio(kAado) NAEKTPIKOV
ocvokevov- povadkd ovotnua MCA, Miele Chartered Agents (e10kn ocOufoon
avtmpoconevong tg MIELE) eotidler oty mapoy g PéAtiotng Svvotng
KOTOVOA®TIKNG eumelpiag mapéyoviag, amevdeiog n 101a, OAeg TIG LVANPESiEg amd TV

TANPOUT KO TNV TAPAO0GT| LEYPL TNV EYKATACTACT) KOL TNV TEXVIKY] EELTNPETNON.
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‘H MIELE «dvel éva mapdtolpo eyysipnua vo aArAdEeL Tov TpOTO e TOV 0moio
TAovVTal ol NAeKTPKEG cvokeLEG otov Kavadd.” Eime o Jan Heck, mpdedpog tng Miele
Kovadd EITE. ‘To powviého to0v MCA pog @épvel mo KO Vi@ 0TO U5 TEAGTEG LOG KOt
owcearilel 6Tt o Kavadoi 6o Aappdavovv cvvenn emikowvovio, molOTNTo TEXVIKOV
VANPESIOY Ko dikan-tipo Tpo 26 mon amevbeiog and t MIELE. Q¢ wo etopio
eEaPETIKA TO10TIKN OV amOoTEAEL oNUElD avaPOPAS, €ival TOAD oNUOVTIKO Vo £(OVUE

TOV OTOAVTO EAEYYO OAMV T®V SL0OIKOCIDV TOV £XOVV VO, KAVOLV LE TOV KATOVOAMTY).’

Xe auTd 10 VEO HOVTEAD, Ol MOVOTOANTEC LETATPENOVIOL GE £E0VGLOOOTILEVOVG
agents e €K ovPPaocn KOl AENVOLY TOV KOTACKELOOT vo yewpileton «dOe
dwdikacio mov €yel oxéon HE TOV KATOVOAMTY, omd Tr OTIYH|] TOv ayopdaletol 1
OLOKELN Kol Yyl OAN TN pokpd duapkewo Long ™e. “To va €yelg ) dvvatdtnta va
emKowvovelg vrevbBvva Kot vo aAAnAemopdg amevbeiag pe tovg meAdteg eivor TO
UEYOAVTEPO TAEOVEKTILLOL Y10 L0l ETALPLCL, KATL TO OTTO10 TP B LITOPOVUE VO KAVOVLLE
vy va gdpaidsoue to 6w po MIELE otov Kovadd té oo yio epdg 6 60 Kot yuo Tovg

ocvvepydreg pag MCA.’ e€nyet o dievBuving Mapketivyk g Miele Kavadd EITE.

Mo vo owoceaiicovv poe ovverr ewovo g etopiag, to €wdwd MIELE
Kataotnuato o TpofANBoVY amd 6A0VG TOVE EUTOPIKOVS AVTITPOSHOTOVS (agents) GTov
Kovadd. TlapdAdinAia pe v ekmaidevon vy 1o wpoidv ot AavomwAntég Oa
EVILEPDVOLV TOPO TOVG TEAATEG — KOTAVOAMTEG Yo TO VEO poviého MCA kaBog kot
Yo TN OdKacio. TOPAYYEMAOV TAOANCNG HEC® TOL  MAEKTPOVIKOD OL0OIKTLOKOV
GLOTHHOTOG TNG KaTtaokevaoTplag (mpoundevtplag) etoupioc. Amo exei 1 MIELE 6o
EMKOWMVEL [LE TOV KOTAVIAW®TY €vTOG 24 0pdv, yio vo emPefoaidost v mapoyyeAia,
VO OmOVINCEL ©€ TLYOV EPOTNUATO KOl VO KOVOVIGEL TNV TOPAd0cT Kol TNV

€YKATAGTOOT TOL TPOTOVTOG.

‘Eijpoote M puoé § etapic oto vKovadd pe 10 Okd HOG TUNUO TEYVIKNG
eEummpémong.” copuminpavel o kog Heck. KdBe pio cvokevn mapadidetor and 1dikd
QOpTNYA TNG €TOIPIOG KOt £YKOOIGTATOL OO L0 TANPOG APOCIOUEVT TEXVIKT OLAdA TNG
MIELE. EmmpdcOeto, o KOTOOKELAOTNG ONUIOVPYNCE £val KEVTIPO ETKOWMVIOG,
eBvuknc euPéretag pe £dpa to Topdvto, 10 omoio e£OTAICE e dlyAWSGOVE VITOUAANAOVG
ot omoiot Ba eivar S1aBEGLOL VO OTaVTCOVY Kot VoL SLoEPLOTOVV pe emdeglotTnta kabe
amopio kot aftnua Tov teAdt 7 nuépeg v efdopada, and tig 09:00 mp wc Tig 12:00
T
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Eniong ov ovvepydtec Aovikng dev Ba emiPapvvovior mAéov pe 10 Oépo TtV
Amoypae®V Kot TG dbecnotntog tov tpoidviov kabmg N MIELE dvoige tpeig véeg
amonkec (1o Vancouver, Calgary kot 6to Montreal) kot tpocédhafe kot pio opddo yio

vo vooTnpiel avTd 10 VEo cvoTa(EYYEIpTLXL).

‘Evac pokpoypdviog cvvepydrng tg MIELE, n Caplan Appliances sivar Oepuog
VTOGTNPIKTHG OLTOV TOL VEOL HOVTELOL dtavoung. Ormg yapaktnplotikd tomoetnOnke
0 yevikog Atevbuving g Etapiog Robert Caplan: ‘Avtd eivar éva kovotdpo
TPOYpApUO TOL TOPLACEL ATOAVTO GTNV KOLVOTOWIO TV MAEKTPIKOV GLOKELMOV TNG

MIELE.

INa tov Cap bn, 10 cvomua MCA Oa emitpéyel oV opddo TOAGE®V TOV Vo
OL0YETEVOEL OAN TNV EVEPYELDL KOl TNV TPOCSTADELD TOV G AVTO TOL KAVEL KOADTEPA- VL
TANPOPOPEL TOLG TEAATEG Y10 TOL TAEOVEKTNUOTO KO TO YOPOKTNPLOTIKA TOV CLOKEVDV
MIELE.’O xotavailmtig Oa ektyunoet v cvvénewn tg MIELE ayopdg tov kabmg n
KATOOKEVAGTPLOL €TOPio TOPEYXEL TNV 1010 TOOTNTA TOGO GTO TPOIOVTOG TG OGO Kot

TNV TOPASOGT, TNV EYKOTAGTACT KOl TV TOPOYT TEXVIKOV VINPECLOV.

‘Avtd mopéyEl oTOV KATOVOAMTY ocvvoyn (ouvémewn- 0100 avipuetdnion) omd
KOTAoTNUO 6€ Katdotnuo’ cvopmAnpovel o Caplan. ‘Ovclactikd, avtd 10 vEo cuoTNUA
Ba cvveyioel mpaypatikd vo tpofdiet (Bewpet, Tomobetel) ™ MIELE cav mpotondpa

Brounyavia otov KAGS0 TG Kot Ba edpatmacet T BEomn g oy ayopd.”’

['a va tpowbnoet 1o Aavodpicpa oo MCA otov Kavadd, 1 MIELE npocepépetl ™
UEYOADTEPT] TPOMONTIKN KaUTAVia 6T Plopmyovic Twv NAEKTPIKOV GUCKELAV, LE TNV
naykoopiog Tpdtn 10e1] pyostaciakn yyvmon yia ta TAvvtiplo. povywv s MIELE
KaOdg Kol SeTi] €pYOocTOCIOKY €yyonomn o€ OAeg TiG VIOl OUEVEG GLOKEVEG TNg
Kov(ivag, cvumeptAapBavorévey Kot Twv TAvvtnpiov Tdtov, péxpt v 31 Askepfpiov

2008.

To povtého tov MCA ek@pdlel v TpmToTopion Kot T QA0GoQio TG £TOpiog
MIELE n omoia otoyevet oto ‘Immer Besser’ (mavta kaivtepa) eine o Heck. “‘Eipoocte
ol Tp®Tol otov Kavadd ot omoiol mécape TOV KAAOO TOANCNE NAEKTPIKOV GUOKEVDV
Vo €MKEVTIPOOEL GTOV KOTAVOAMT KOl VO TOV TPOCQOEPEL TNV KAADTEPT TOLOTNTA,
TEXVIKN eEummpémon, TapAdoo) Kol gyyomon 610 Y®pO.”’

(http://www.homegoodsonline.ca - December 18, 2008).
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Keodloro 5% Yvvevrevéerc

Xe auTO TO KEQAANLO TOPATIOEVTOL EV GLUVTOWIN TO ATOTEAEGILATO TG TPMTOYEVOVG
épevvag, Tov ovvevtebéemv mov oeénydnoav ota Tpiot oTEAEYN TOL KAGOOL TOL
eEetdlovpe. Avtol givar, Onmg €t€0n ko oty pebodoroyia g Epevvag (PA. kep.2), o
Ievikdg AtevBuvrg Buyatpikng ETapeiag KOTOoKELOGTIKOD 01KOL TOV eEMTEPIKOD, OTIG
NAEKTPIKEG GLOKEVES , 6TO €EG AVaPEPOLEVOS Ylow AOYouS cuvtouiog Al, o AtevBuvig
TwANceV TG 1010g eToupeiag (A2) kot £vog evOldpesog 6To KavaAl S10VOUNG OVTNG TG
etapeiog, o omoiog ivar avTmpOow®TOg, KABETO OAOKANPWOUEVOS MG TPOG TNV ETALPEIN

oL avTITPocOTEVEL (A3).

Inuetwtéov, 6Tl €00 OBa mopaTeBOVV Ol ATOYELS TOVG EMAVM OTIS EPMTNCELS TNG
ouvévtevéng, ev ouvtopio kobmO¢ mapatibevial 6e TEPIOCOTEPT) AEMTOUEPELD KOl GE
avTimopafoAn 610 KeQAAoo TG cLINTNONG TOV ANMOTEAEGHATOV. AKOUN Bo Tpémel va
onpedel TOG o1 aMOYELS TOVS APOPOVV HEV TNV ETALPEIN KOl TOVS TEAATEG TOVG, MG

uéPM OUMG TOL KAAOOL TTOV ££€TALOVLE.

Eniong mapatiBetor oto mopdptnuo dnpocievpévn mAnpng oovvévtevén tov Jeff
Heck, CEO t¢ Miele Canada, Buyatpikig TG KOTACKEVAGTPLOG NAEKTPIKOV GUOKEVADV
Miele Gmbh ot I'eppavia, o€ oxéon Le TOV ETAVATYEOIAGIO TOV GUCTHUATOG SLOVOUNG

mov TpoéPn n etaipeio Tov otov Kavadd.

H ocvuvévtevén kot n Topovcioon Twv omoTEAECUATOV YIVETOL ETAVEO GTOVS TECOEPLS

TLAMVESG GTOVG 0Ttoi0VG oTNPileTar Kot OAN 1 Epevva.

5.1. Aopn} Kavaiiov

Al: H doun mov emiéyel n eraipeio etvor éva vPpdkd kovél, pe 660 10 dvvatd
MyOTEPOVG CLVEPYATES EVOLOUEGOVS, LYNADV TPOOLAYPOPOV Kol OEGUEVONG UE TNV
etoupeia. OpapatiCetonr éva amevbeiog diktvo pe agents amokAelotikng o1dbeong tv

TPOIOVIMV TNG ETOLPELNG.

A2: e mpoéKTaon TV mopomave, | otpatnykr multichannel sivai n evdederypévn kan
UOAOTO. TPOEKTEIVOUEVT] KOl GE EVOALOKTIKO OIKTVLO HE OMOKAEIOTIKOVS GULVEPYATEG.
Bewpel To¢ eivar enl Tov TOPOHVTOG 0pHN M JTHPNON TOV VPIGTAUEVOL SIKTVOL 16MG

LELOUEVOL, OTOAAQYUEVOL OO TOVG UM GLUVEPYAGIHOVG Kot eEEMEWOVE EVOIAUEGOVG.
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Xapaktnpiler v ayopd TG YOO OVUTOAIKOD TOTOV UE TEMATNUEVES KO KEKTNUEVQ

TOV EVOLOLUEG®V TTOV 1GYLPOTOLOVVTAL OO TIG GAAES eTapEieg TOV KAAOOV.

A3: Oa mpémel va 600el fdon 610 VIAPYOV dIKTLO dlAVOUNS, VO EMALOOVV 01 dleVEEELG
OV TAAUTOPOVV TNV ETOUPEIN Kot EAV ATOPAGIOTEL OAAOYT) SOUNG ad TNV ETOIPELN, VO

glval avT) KOBOAIKT GLVETNG Kot dikoun Yoo GAOVG TOLG EVOLAUETOVGS, 1GYVPOVS KoL Un).

5.2. Kpiowor mapayovreg emroyiog

Al: Qewpel TOC TPENEL VO KATAGTEL GOPES GTOVG GVVEPYATES GUEPO, TG T KPLTHPLOL
GUUUETOYNG OTNV OIKOYEVELX TNG Tatpeiog etvon TAEOV d1oPOPETIKA, OAAALEL | OO TNG
etoupelag oe oy€on He TN OSlvoun Kot TS HOVO ovTol oL GLUTALOLV HE T VEO
dgdopéva Ba pmopov va cuveyicovv va gival cuvepydtes. Avtd onpaivel TG LE TOVG

VEOLG TOPAYOVTEG, Ol TaPapéEVOVTES Ba elvar mpeinuévor.

A2: TiBevtor avotnpOTEPOL KAVOVEG Yo TN VEN OouUn, oL Ba VITayopevOVTIOL OO TNV
amOd00T), TNV CGLVETELN, TNV KOV €1KOVO Kol avTtO umopel va emtevydel poéovo pe v
kabetomoinon, otadlakd £mg Kamolo Pabud Kot TeEMKd TANPNG, LE QPOUOI®oN TV
evolapécnv. H peloon g Soampaypoteutikng oOvoung tov Oktdiov Evovil g

eToupelag aAAd Kot YeEVIKE ¢ TpakTik Oempeital o1dyoG.

A3: Avtd mov cupfaivovv 610 cOGTHO OLOVOUNG CILEP OPEIAOVTOL TNV VOEST Kot 1)
etopeio avalntd TpOTOVS Vo LEIMOEL TIG OMMOAEEG TNG UECH TMOV EVOLLUEGDV UEADV.
Ta véa kprripla, otn véa doun dtovopng OV ival Tapd KATHAELGN TNG CLVEPYOAGING
kol Oo kaToANEel 6€ AoYNUO OTOTEAECUATO TOGO Yl TOLG EVOLOUEGOVS OAAL TO

KUPLOTEPO Y10 TNV ETALPELQL.

5.3. Zopmeprpopd KaTavaimTi

Al:Qeowpel 7O M OCLUTEPLPOPE  TOV  KOTOVOAMT O©TOV  KAGOO  Aettovpysei
KkaBodnyodueva kot TG 0 meEAATNG Oa ekmadevTel OTIC OAAAYEG TG eTatpeiog Kot Oa
avtamokpel oyedov Aueca. AAM®GTE TO TAAVO TOV EMOVOCYESINCHOV TPOPAETEL

TEPLOCOTEPT KOOETOTOINGT, Apa £EEIBTKEVOT] Kol AVTO O KATAVOAMTAG TO EKTIUA.

A2: Elval mo okentikdg pe v amodoyn Tov TAdvov kot Tog Oa emnpedost avtd Tov

KOUKAO TOV €PYOCLOV OO TAEVPAS ATOSOTIKOTNTOC, OLTO OU®G Ppoyvrpodeouo yiati
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pecompdOecua 10 cuoTua Ba TETHYEL Kol Bl ATOOMGEL O TKOVOTOMUEVOVS TEAATES

amo 0tL onpepa. Tomg AydtEPOLG 0ALY IO GLVELINTOTONUEVOLG Y10 TO TPOTOV.

A3:0cmpel Twg 0 TEAATNG EKTOOEVETOL OAAG 0VTO BAEL Ypdvo. Ev T petald Oo yobet
pepidlo ayopdg mov OvokoAa Ba avoakthioel M etoupeia yopig ™ Ponded TV

eVOLUES®V. AVTOl AAM®GTE KOO0 YOOV TOV KATAVOAWMTY).

5.4. Awaygipion 6y£6£®V 6TO GVGTINA OLOVOUNS

Al: Oeopei TG €4V 1 ETAPELN ETKOIVOVIGEL GOGTA TOL GYE0LA TG Yo TN VEX dopn, Oa
Aetyouv ot dtevé€els. Mmopet va Aettovpynoel o€ avTd TO GTASIO TO OMOKAEIGTIKO TNG
OlkTLO TTAPAAANAC pE TO VIAPYOV, Ywpic va Bewpel 0Tl dpa aviaywviotikd. Emiong
KkaBdg N etarpeio NToV TAVTO GUVETNG e TOVG GLVEPYATESG TG dev Ppiokel To Adyo va
dlppayodV ot GYEGELS TNG LE TO TAPASOSLOKO O1KTLO. AKOUN KOL GTNV TEPITTMOOT TNG

dlakomng cvvepyaciog avtd Ba yivel ywpic va PAnOoOV Ta cupeépovia TG eTOpEiag.

A2:To mhaicto kot to Pabuo déopevong TG ETALPEING LLE TOVG CLUVEPYATES TOL EMAEYEL M)
iowa n etapeio. Eqv avtod amotelel artio diéveéng t0te dev tiBeTan {RTnua cuvepyaciog.
H etapeia 8o ocvvepyaotel pe 6Aovg 6GoVG gival 6TeEVA OEGUELUEVOL LE TOV KOO
OKOTO KO Y10 KOWA 0QEAT). Agv Bempel Twg 10 VEO KavaAl akOpO Kol 6TV VPPLOKY| TOV
popen Ba dpa OVTAYOVIGTIKA LE TOVS VPICTAREVOVS EVOLOUECOVS KOl TG 1) £TALPEiN
Kavel 6TPoPN TPog TN AoViKT HE OTL GUVETAYETOL AVTO. XTO TEAOG OAOL TPOGTOOOVLLE

Vo ELTNPETNCOVLE TOV KATOVOAMTY.

A3:Avnoyvyel Yo v e£EMEN TOV GYEGEMY GTO KAVAAL KOl LOAGTO TO TPOTO, SETY AT
dpyoav va eaivovtal amd Ty TpadTn Kivnon, ¢ angvfeiog Aovikng mdANong and v
O ™ Buyatpwkn. H otpatykn aupivvong tov devééewmv pe Ty EMKOV@VioL dev
amodidel Kot Bewpel mwg M oTpoen ™G £TOpEiog mPog TN Awovikn givor mpdén
aVTOY®VICHOD TPOG TO OIKTLO. ANECMG SIVEL APOPUT GTOVS VPICTAUEVOVG EVOLUUEGOVG,
€101Kd 6 Oo0VE glvor yalopd cLVOEdEUEVOL PE TNV eTatpeia, TNV amd TAELPAS TOVS U
THPNOT TV deCUEVCEMY IOV £xouv avaAidfel. Kpivel mwg otn didpketo g vpeomng dev

Ba émpeme va yivovtal €100V €100V EYYEIPLOTOL.
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Keodhroro 62 YvinNTnon amoTELEGUATOV - TOUTEPACUATU

Xm ov{NmMon TeV amoTEAECUATOV TG Tapovcag Epevvac o AdBovue voyn
doun ¢ pebodoroyiag mov axolovOnoape PExPL TOPO. ZVVET®G Oa EPUNVEDCOLLE KO
avTimopafaAovpe To OGO OvVOEEPEL 1] GYETIKY PIBAOYpapia, LE TIG TEPITTOCELS OO TNV
ayopd Kot TIG GUVEVIEVEELS TV GTEAEYMV TNG AYOPES TOL KAGOOV, TAV® GTOVS TEGGEPLS
Boacukovg TLADVES: TN JOUN TOL GULGTNUATOG OLOVOUNG, TOVG TOPAYOVTEG TOV TO
OlEToVYV, TN EMPPON OTN GULUTEPLPOPA KOTOVOAMTN TNG AETOLPYIOG TOL KOVOALOD
SLOVOUNG KOl TIG OYEGELS HETOED TOV HEADY TOV KOVOALOD MG amdPPOLo, TV EVEPYELDV

EMAOYNG N EMAVAGYESAGHOD TOV.

6.1.Aopn KavoAL00

KotaAnyovtag mog amoapoitmtn yu v eEedpeon g €vOederyuévne Lopeng
GLGTHLOTOG SLVOUNG €ivat 1 VTTAPEN GLYKEKPLUEVNG, KOTA TO dLVaTO, Tomoioyiag (Kim
ko Frazier, 1996). Atutmpeiton Opmg to Oepeddeg epdTNUA, AUEST) 1 EUUEST] SLOVOLUT.
H oamdvinon €xel va Kavel mepocOTEPO e TNV EXAEYUEV GTPATNYIKY| TNG ETALPEING KO
pe 10 Pobud décupevong tov omoio EMOIMKEL Kol UTOPEL VO OVIIUETOMICEL ETTVYMG
(Stern ka1 El-Ansary, 1992). Ot tepntt®GELg TOV ETOPEIDV TOV EEETAGALE APOPOVGAV
OLPOPETIKEG OOUES Kot BaBIOVG OEGEVONG, TOV OUMG EV TEAEL ATEPPLYOV TNV OAAAYT
010 Kovai. Ot GUUUETEXOVTEG TNV GUVEVTEVEN, G EKTPOSMMTOL TOL €EETALOUEVOV
KAAOOV, BE®POVV TMOC Ol MEGELS Y10 GAANYT] TOL GLGTHUATOS SLOVOUNG ival TP TapA
TOTE MEPIOCGOTEPO HEYOAES. YO ovTh TNV Tieon, N aAlayn doung eivan emiPefinuévn,
Aoppévovtar katd v kpion Tovg VEOYN ¢ emi 10 TAEioTov o1 mePPaiAovTiKol
TAPAYOVTEG KOl TPOTEIvETAL 1 OAAAYT e KABE KOOTOG 0TI OoYEnElS TV peAdv. O A3,
®G PEAOG TOV KOVOALOD HE TNV 1O10TNTO TOV KAOETA OAOKANPOUEVOL EVOLOUEGOL, Eivarl
OKEMTIKOG Kol Oempel mwg 1 doun mpémetl va ivor o aveEapTnTn Kot otnplopevn oe
opyavicpovg oav TN Own Ttov etopeio. H vmdpyovca dopry otov kAdado Oa
YOPOKTNPILOTOV TOAVKOVOAIKY), HE PEPIKES eTatpeieg mpounBevtég va e&apovvtat. Ot
MECES OUmG Yoo aAldayn, 0 m¢ Tic Swrtvmwoov ot Anderson et.al. (1997) kot
ocvueovodv ot Al, A2 kot A3 odnyohv otV amdPACT Yo [0 GUYVOTEPT oV O)l
TayOTEPN, £MAVEL0 A0 YNGN TOV GUGTHIOTO G O1OVO LG amrd TN 00 [ Kol TPO G TA KATM
(Anderson ka1 Weitz, 1989; Kale, 1986). O Babuog g déopevong kat to positioning

tov mpoidvtog (Zhao et.al, 2009), oamotelodv yia tovg Al kar A2 TOV KLPLOTEPO
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TOPAYOVTA EMAOYNG OOUNG KAVAALOD TOPd TOV OTL OTOOEIKVVETOL GTNV TOPOVGH EPELVAL

g to {fTnpa dev glvat TOG0 amho.

Avayvopiletar BéBata amd OAovg M onpacio TG OOUNG TOV GULGTNUATOS KO M
Ymapén tomoroyiag, mg TPoedpyovca Yo OTOLdNTOTE EVEPYELD, OUMOS OTNV TPAEN Ol
etoupeieg maipvouv amo@doelg yioo to {RTMUo pe AyOtePO O1EE00IKES O100IKAGIEG.
Tehwd, wa multichannel otpatnywn yoo to KAddo Bewpeitor 1 evdederypuévn amnd
OAOVG, TOAD emPaveElNKE OUMG KOOMG o Té€Tola oTpatnyiky Ppibet amd vPpiokég
Mooelg, avarloya pe oAU Tapdyovteg eicov onpavtikovs. O 6tdY0g Tov SVensson
(2005) oyetikd pe v {otikdéTTa TG £vvotag tov marketing kat tnv TeAATOKEVTPIKN

TPOGEYYLON, OElYVEL VO OTEXEL OKOLT).

6.2. ITapayovreg emroyiog

H mepartépo ovl{nton, o€ cuvE ELn TNG OOUNG, ETIKEVIPMOVETOL GTO EPMTNUO, VIO
moteg mpovmobéaelg, Tt Ba kpivel TV evdederyuévn Abon yia 1oV KAGS0 oto BEpa g
dovopng. Ot Al kot A2 vTooTPIEAY TEPIGGOTEPO TOVG TAPAYOVTEG TOV OPOPOVV THV
etarpeio evdoyevag (déopevon, positioning, tipoioylakn moltikn, TCE kot cuvéneia
EIKOVOG OTOV KOTOVOAMTN). ZOUTEPIAOUPAVOUEVOV OVTOV OU®G, N TOPovs EpELVA
KOTOOEIKVVEL KOl TAELAON AAA®V, LE KUPLOTEPOLS TOVG TEPPAALOVTIKOVG TOPAYOVTEG
™g ayopdg, (Achrol ko Stern, 1988;Williamson, 1979). H arodotikdtnTo T0U KOVAALOD
and mievpds TCE xoB®dG kol 1 OMOTEAEGUOTIKOTNTO, EEETACTNKAY €0 OO TOVLG
Aulakh kor Kotabe (1997). Xe ocOuemvn yvoun pe ovtovg, amd TV TAELPA TOV
npoundevtadv, ot Al ko A2, Bewpoldv Twg emiong oNUAVTIKO POLO GTOVE TOPAYOVTEG
emioyng mailel N avénon g TpooTfEUEVNG a&iag TOv TPOIOVTOS GTN JOPOUN TPOG
T0 KGto, 6nwg vrootpiée kot o Rosenbloom (1991). Ipog avt) v Kotevbvvon, ot
Al xou A2 vmoompilovv Vv evioyvon g amevbeiog TOANONG, YOPIG OU®S Vo
ovppuepiCovtor Tov Tapdyovta replaceability 6nmg tov €é0soe o Brown et.al. (1983), ka1
aPopd mapdyovto TV evolapécwv. Avtdv Bempel 0 A3 og kpioio, kabmg amoteiel
EVOLAIEGO OTO KOVOAL TNG ETALPEING TOV AVTITPOCMTELEL KAOETA, Kot Yvopilel mwg To
KOGTOG EVOALOYNG TOV Yl TO TpounBevty| Ba etvon peydio, evad yio Tov 1010 PIKpOTEPO.
Avtd BéPara Ba emnpedoel apvnTiKd To CRTNUA TNG SEMLYEPNOIOKNG OEGUEVOTNG, OTIG

OY£GELS TOV GLGTILLATOG OV B0l SOVE TAPUKATO.
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Eniong ovpupwva pe to amotehéopota tov Ilivoka 1 tov mopoaptiuoTog,
katadeikvoetar amd tovg Aulakh kot Kotabe (1997) kot omotelel copmépacpo g
épevvag tov Krafft et.al. (2004), nmoc ce etopeieg Tov KAGGOL ©OV QDT TOL
otedeydvouv ot Al kot A2 mpotpdron n aglomoinon kvpimg twv TCE mapayoviov kot
evvoel ovvnbwg TiIg Aboelg pog dueca cvotnuoto dtvouns. H €pesvva Aowdv tov
Krafft (2004) emPepardver ) 0éon tov Al ko A2, o omoiot dpwg dev evotepvilovron
TO €LPNUO TOVL, TOV VIOCTNPILEl TG omonteital PEYOADTEPT SVVOUN TOANCEDV Kol
vevikd avénon €£00mv Tov mpounBevTn Kot OpVNTIKY OYEoN UE TNV TEPPAALOVTIKN

afeporotnTa.

Amd mAeVPAC OTPATNYIKNG 1TNG €TOpeiog O OYECN UE TOVG TAPAYOVTEG OV
agopohv Tov avtoywviopd, ot Al kot A2 vrootpilovv g 1 etaipeios akolovbel
OTPUTNYIKN SLOUPOPOTOINGNG TOLOTNTOG KO EIVOL TPOTAPYIKOS TOPAYOVTOG 1| LETAOOCN
Kot dlathpnon Tov image g etaipeiog, 0nmg to Bétovv ko ot Slater ko Olson (2000)
Kot Yoo ovtd vootnpilovy oG N Gueon dwavopr| eivar evoederypévn. AkpiPag dpmg
étol, épyovral o€ avtibeon pe tovg Baligh xou Richartz (1964) mov vrootpilovv mmg n
OTPOUTNYIKN OVTY EMTLYYOVETOL LE TOVG EVOIIUECOVS OTO KOVAALN, OT®MG GAAMOTE

mpoteivel kot 0 A3 .

6.3. Zopmepreopd KaTavoimTY

Ot Chuang kou Dong (2009) vrédei&av mmg vrapyel Gueon oyéon emppong e
CUUTEPLPOPAS KATOVOAMTY] OTNV EMAOYN KovoAloh ond 1o omoio Oa evmmpetnOet.
Avtd yivetor KOvdg amodektd, OPMS ol LETaPANTEG mov opilovv avTt) TV EMidpaoN,
elvat ovtég Tov Ba oG 00N YNCOVY GTO GLUTEPAGLA ETAOYNG KavaAlov. H {Rtnomn kot
TANpoeopia. Tov TPOIOGVTOG, Apa TO MG ALTE S1aTiBevTal GTOV KATAVAAMTY (KoVAAL
dravoung), odnyodv ue Betikn oyéon oe brand loyalty ko store loyalty. H dwagopd givan
g 01 Al kot A2 Bewpoldv TG 1 IKOVOTOINGT TOV TOPAYOVIOV OVTAOV EPYETAL LLE TO
dupeco KovaAl, eved o A3 pe TV TapovGio EVOLAUES®Y, TOV OUMG AEITOLPYOVV LTI TIG

TPoLTODEGELS TOV KOTAGKELOGTN Kot {0MG KOADTEPQL.

[Mepartépw o Albesa (2007) ko endve oto cvotnuo taivounong towv Black et.al.
(2002) katédeite mmg Ta&vopovvTal Ol TPOTIUNOELS TOV KATAVOAMTOV 6E GYE0T UE TO
KOVAALYL OV €VEXOVV TPOCMOTIKY ETOPN Kol avTd oL Ogv €yovv. Emiong £de1&e moteg

AVAYKEG TOV VIOYNPLOV AYOPOCTH] KOADTTOVV T EVOAAUKTIKA TPOTEWVOLEVO KAVAALQL.
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BéBata €00 M wpocéyyion apopd T GUYKPIoN TOV CUUPATIKOV KOVOAIDV OVOUNG LE

T NAEKTPOVIKE OVTIOTOLYOL.

Mo avoymyr oty TEPITT®OT TOV KAAGOL TMV AEVKOV NAEKTPIKMOV GUOKEV®V, O
omoi0g OTNV MAEKTPOVIKY|] Olavopr] €ivar Avapyog, MOG AEEL TMG EKTHATOL OTL, KOt
avaloya e TO TPOTOV Kol TNV 0yopd, 0 OYKOG TMV TEAATMV TOV KAGOOVL GTNV ayopd
TPOTILA TO KOVAAO TPOCMOTIKNG EMAPNG. ZVUPOVOVTOS He avtd ot Al, A2 kot A3 10
TPOEKTEIVOLV TTpog TV Katevbuvon tov specialty stores (Friedman et.al., 2011), kot
Kpivovv ) oyéomn Tovg ®¢ BETIKY 6TV EMOPACT OTN CLUTEPIPOPE KATAVOAW®TY. AVTO
tavtileton pe ta evpiuate tov Liao et.al. (1999) ko Kumar ko Venkatesan (2005),

7OV KOTOAYOLV KOl GTO Y1OTi Ol KOTOVAA®TES TPOTIHOVV Ta SPecialty stores.

O yxpdvog ka1 KOTOC, 1| CLVELINTOTOMUEVN ayopd, 1 UEIMOT TOV EMOTPOP®V, N
e€e1dikevpévn TAnpoeopia, N tpdbeon emoavayopdc kol dtdbeong tov share of wallet,
givon peta&d AoV, ol mapdyovieg mov oyetiCovtar Ogtikd pe v vmapén specialty
stores 6to KavaAL Kol TV €nidpac Tovg ot cvumeptpopd katovaiwt) (Mitchell kot
Prince, 1993; Reynolds kot Beatty, 1999). Ot A1, A2 kot A3 cup@®vovy Tpog avTy TV
katevBuvon pe ™ Olpopd TG ot dvo TP®OTOL LIooTNPILovy TNV VIEPOYN TV
WO0KTNTOV KOTOGTNUATOV TOL KOTOUOKELOOTH EVM 0 A3 TIOTEVEL OTIG GLVEPYOGIES LE

evolapécong specialists.

6.4. Awayeipion oyécemv

Ytov topéa NG dlayeiptong tov oxécemv, Katadeiydnke ocapdc amd tovg, Magrath
ko Hardy (1987), nog ot dwyeipion tov oxécemv oto Koviil dev eivar kabOAoL
Nocovog onuaciog, Kaddg umopetl vo 0dNyNoEL G€ TEPIMETELES AKOUT] KO TOAD HEYAAES
etarpeiec (PA. case 2). Ot peléteg mePTTOCE®V TOV TAPATEIMKOY GTO KEP.4 APOPOVV
OAeC OTNV amoTVYia SLOTPNONG OYECEDV 1COPPOTING AVAUESH GTOV KOTACKEVAOTN KO

TOV €VOLAUEGO.

Ot Magrath kou Hardy (1987), napafétouv otpatmyikéc 0Euvong Kot TpoTeivouv
avtiototyeg AuPpAvvong Tov SevéEemV avAUESO GTO LEAT TOV GLGTHUOTOS SLOVOUNG.
Ytov e€etalopevo KAAOO TV AEVKMV NAEKTPIKMOY GLGKELAOV, N To Thov ard avTég ,
COUQMVO, L€ TO OTEAEYN TOL KAGOOL, &lval M OCLVEREWD, 1 U THPNON TOV
CLUPOVNOEVTOV eKOTEP®OEY, O VITEPKOPESUOG KOL TO KUPLOTEPO 1M TOPAKOUYT TOV

kavoAldv. Ewdwkd to tedevtaio or Al ko A2 to avtipetonilovv ©¢ aAloyn oTo
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GUOTNUO SLVOUNG, eV 0 A3 ™G TOPAKAUYN HE TIG AVAAOYEG CUVEMEIEG OLEVEENC.
Eniong mpoteivel mmog avtd Ba elye vonua epdcov cuvéParve KaBoAkd oty ayopd g

€TOPELNG Kot Ol LELOVAOUEVO KOl EVKOPLOKEL.

To cvumépacpa givor TwG aKOUO Kol OVTEG Ol TOPUKAUYELS €AV 0KOAOLOT|GOVY
dlepyaocieg CLVEMOVG TOMTIKNG, EMIKOWVMOVIOG KOl GULVEREWNG OO TNV TAELPA TOV
KATOOKEVOOTOV €ival ToAD mbavotepo va pnv dnpovpynoovv dievégels. Avtod
ocvppova pe tov Simms (1977) emitvyydvetar pe cuvepyoosio. XTnV TEPITT®ON TOL
KAGdoL pog, kol omwe v taévounce o Simms (1977), ue kabetn cvvepyaocio. Ot Al
kol A2 Bewpodv v KAOeTN cvvepyacio ®g T HOVI] TOL LPIGTATOL, OGOV APOPH TIC

dlevéelc.

Téhog 1 demyelpnotlokn déopevon ommg v Opioav ot Kim kou Frazier (1996),
glval avt) mov cvykpatel oe kAbe mePinTOON Eva KOVAM O1OVOUNG KOl HEGH OLTNG
av&avovtal ol TaPEyovTeG amod0TIKOTNTAG TOL, apfAvvovtol ot d1evéEELS , avEaveTon M
wpooTBéuEVT a&ilo TOV TPOIOVTOG KATA TN JaKivon Tov Kot akoun aviipetomifovrol
Kot ot wepPorAovTIKES afefatdtnTeg cvpPva pe Tovg Morgan kor Hunt (1994) xon
tovg Gundlach et.al. (1995).

6.5. llepropropoi-Ilepartépm épevva

H napodoa Epguva d1e&nydn yio to KAAGO TOV AEVKOV NAEKTPIKAOV GUCKEVAOV GTNV
EMLGda. [lepropiomnke otig depyacieg exeiveg TOV AQOPOLV TO. GLGTNUATO SLOVOUNG,
0CcOV 0@opd TN OO TOVG, TOVG KPIGYWOLG TopAyovies emrTvyiag EMAOYNG M
EMOVOOYEOLOGIOD TOVG, TNV EMOPACT] QLTOV GTN| CLUTEPLPOPH KATOVOAMTH KOl TNV
avtioTolyn OTIS OXECES TV HEADV TOV GLOTNUOTOS. Mio GYETIKA WIKPOD €VPOVG
avoymyN TOV VpNUATOV ™S BifAtoypagiog amatthOnke, TPOGAPLOGUEVT OTIG IOOTNTES
TOV TPOIOVTOV TOL KAAOOL T®V AELKMV MAEKTPIKOV GLOKELOV. Emyeipnoape apevog
VO TPOGEYYICOLE TOGO TNV OVOYKOLOTNTA TNG UEAETNG TV GLOTNUATOV S10VOUNG 0G0

KoL TV TOAVTAOKOTNTA TOVG.

SOUTEPACUATIKA, {0MC TPOKVTTEL Yol TOV EVOLUPEPOUEVO UEAETNTN 1| OTEAEYOG
TETOIWV EMYEIPNOE®V U0 SIEPELVNTIKY TPOCEYYIOT TNG OMOlNG Ol KAVOVEG Kol T
frnata v BonBovv mpoc o TANPESTEPT EIKOVO TOV GUOTNUATOV OlVOUNG, TMOV

WOLTEPOTHTOV TOVG KO TOVG TPOTOVS KAADTEPNS SLoYEIPLONG TOVG.
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H mepartépo €pevva endve oto aviikeipevo g mapovoos, Oa pmopovce va
katevBuvlei Tpog o Tpwtoyevy oe PABog £peuva o€ TEMKOVS KOTAVOAMTEG OAAG KoL
HEAN TOL GLOTNUOTOS KOVOALOD HIOG OPACTNPLOTNTOS KOl HOAOTO SLOPOPETIKMV
Babuidowv. Mo Tpocsyyion TOV AMOVOTOANT®OV 1N TOvV agents oAwv TV TOTOV o€
GLVOLOCUO HE U0 AVTIOTOLYN O€ TEMKOVG KATOVOAMTEG MOAVOV Vo EUTAOLTICEL TNV

TOPOVGAL.
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Table 1

Mivakoag 1

Overview of Selected Empirical Studies on Distribution Selection

Author(s) Theoretical Antecedents Lo Endogenous
(year) basis Sample channel decision variable
Anderson and Schmittlein TCE U.S. electronic components Transaction specificity of assets (+), environmental unpredictability Drirect and indirect distribution

(1984)

Anderson (1985)

John and Weitz (1988)
Klein, Frazier, and Roth
(1990}

Majumandar and
Ramsawamy (1994)

Dutta et al. (1995)

Krafft et al. (2004)

Shervani et al, (2007)

TCE and agency theory

TCE

TCE

TCE and property
rights theory

TCE

TCE and agency theory

industry

U.S. electronic components
industry

Large industrial firms

Canadian export firms

Manufacturing firms from
diverse sectors

Large manufacturing firms

Broad selection of German
service and manufaciuring firms

LS. manufacturers of electronic
and telecommunication products

(o), difficulty of evaluating performance (+), temitory density (o),
company size (+)

Transaction specificity of assets (+/o), difficulty of evaluating
performance (+), environmental unpredictability (o), travel
requirements (0}, attractiveness of product line (+), company size
(o), time horizon (o), importance of non-selling activities (+)

Transaction specificity of assets (+), environmental uncertainty (+),
behavioral uncertainty (+). sales volume (o), territory lavout (—)

Channel volume (+), asset specificity (+), volai
environment (+), diversity of environment (—)

lity of transaction

Information search of customers (o). technological impact (+).
product critically for customers (+), dollar outlay (+), product
customization (+), auxiliary services (+)

Incumbency. ambiguity, premiums, scope cconomies in selling,
unit value of product, account sizes, existing sales force'
Replaceability (+), transaction-specific assets (+), product
complexity (+), substitution ability of products (o), environmental
uncertainty (—), internal uncertainty (+'0), size of sales force (—),
time devoted o selling (o), travel requirements (—). availability of
precise sales reports (+)

Transaction specificity of assets (+), internal uncertainty (+),
external uncertainty (—)

Diirect and indirect distribution

Direct, hybrid, and indirect
distribution
Direct and indirect distribution

Direct and indirect distribution

Dual distribution

Direct and indirect distribution

Drirect and indirect distribution

" The dependent variable in this study is the degree of dual distribution; in this swdy, the degree of incumbency, the degree of ambiguity, and the existing sales force are positively related
to dual distribution, while unit value of product and scope economics in selling are negatively related to dual distribution. Premiums and account size have no significant impact on the

dependent variable.

+. positive effect on direct distribution; —, negative effect on direct distribution: o, no significant effect on direct distribution; TCE, transaction cost economics.
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2. Xovévtevén Jan Heck March 1, 2009
Miele: The buck stopshere( March 1, 2009 by Mary Dickie)

It’s 3 p.m. on Christmas Eve, 2008. A woman in the GTA is making Christmas
dinner when her cooktop stops working. She calls the manufacturer, Miele Canada, but
is told that no technicians are available. So she tracks down the home number of the
company’s president, Jan Heck, and asks him if there’s anything he can do. Heck calls
the warehouse to locate a new cooktop, and has it delivered and installed in time for her

dinner.

That story illustrates the advantages of the new business model launched in
September by the Canadian subsidiary of the German appliance maker, which has been
operating here since 1988. It’s called the Miele Chartered Agent (MCA) system, and it
turns the company from a manufacturer into something of a retailer as well. Customers
still buy its refrigerators, stoves, laundry machines, dishwashers, coffee makers and
vacuums at stores like The Brick, now known as authorized chartered agents, but Miele
handles the delivery, installation and service. It’s a system designed not only to improve
the efficiency of the process but also to establish a closer relationship with the
consumer. ‘It’s revolutionary,” says Heck, who joined Miele Canada 10 years ago after
working in food processing for other German companies in Canada. ‘Because you’re
dealing directly with the manufacturer, there’s no wholesaler, retailer or distributor
involved. So it’s quality control, not just from a product point of view but all the way to
making sure the customer is satisfied. And if something goes wrong, we control that

process too, so the customer doesn’t get the runaround.’

‘And knowing the customer is a huge benefit in this industry, and a unique one,’
adds Kelly Lam, Miele Canada’s director of marketing, who has been with the company
for just over a year after 10 years with BMW Group Canada.

The MCA system is also a boon for the retailer/agents, says Geoffrey Roche, CCO
of Toronto-based Lowe Roche, Miele Canada’s new AOR (Miele did their advertising
in-house before hiring the agency last June): ‘The smart ones are realizing the
advantages of not having 60 dishwashers that they own in their warehouse. Miele is

going to turn this industry upside down.’

In Europe, where it has been operating for 110 years, Miele is a household name.
But in Canada it’s seen as the maker of niche products for the ultra-rich (prices range
from $700 to $1,200 for vacuum cleaners up to $5,250 to $9,990 for fridges and



freezers). Miele Canada is countering that by introducing more affordable products, and

it’s reaching out to Canadian consumers to educate them about the brand.

A crucial part of the plan is attracting consumers to Miele Canada HQ, which
opened off Highway 400 in Vaughan, Ont., in 2006, and will soon hang out a ‘Miele
Gallery open to the public’ shingle. The building houses a call centre where attendants
deal with customers seven days a week, a public showroom with working kitchens,
laundry stations and a mini café. “It’s like a cross between the most beautiful hardware

store I’ve ever been in and Disneyland,” says Roche.

There — as well as in galleries in Toronto’s St. Lawrence Market and Yorkville
districts and in Montreal, Vancouver and soon Calgary — the company hosts wine
tastings, art shows and demo nights to showcase its products and introduce new ones,
like the chocolate-brown laundry machines launching this month. And Lam’s 13-person
marketing team includes two home economists to provide customer assistance on the

phone and in person.

At Miele.ca, you can inspect appliances and buy accessories for them. Or you can
go to the new ‘shop-in-shop’ outlets — mini Miele showrooms set up in stores like The

Bay which display the products with soft lighting and eye-catching design elements.

Miele’s advertising has traditionally stressed high quality and smart design, but the
new business model calls for an expanded strategy with more mainstream advertising.
So far, Lowe Roche’s initiatives have included a fall campaign promoting the MCA
launch with print ads in major dailies. Marketing spend has increased to support the new
initiatives.

Miele also has sponsorship deals involving tennis and alpine skiing events like the
Miele Junior Race League. Then there’s its sponsorship of the Toronto-based Charles
MacPherson Academy for Butlers and Household Managers — a niche market to be sure,

but one that makes perfect sense for a manufacturer of high-end appliances.

Strategy sat down with Jan Heck and Kelly Lam at company HQ to discuss how

they’re reinventing their brand — and the industry.

How did the MCA system come about?
Jan Heck: It was inaugurated 15 years ago in Australia. A number of smaller
subsidiaries have adopted it, but Miele Canada is the biggest and most well-established

subsidiary to have made the conversion mid-stream. The core change is that we



converted our dealers to agents, meaning that Miele holds the inventory, owns the
display stock and does the transaction with the consumer and the fulfillment. It’s a

unique business model in the retail environment.

And a great way to differentiate yourselves from the competition.

Heck: It’s a huge advantage. This model is designed to tell the consumer that they’re
buying direct from the manufacturer. We are a family company, and there is a Mr.
Miele. The company is still 100% owned by two families, and we want to make sure
our brand is protected. We have very good agents, but the only way for us to control the

process is if we do it ourselves.

How do you reach out to your customers?

Kelly Lam: The majority of communication is through the telephone, although we do
use demo nights where we invite them back in, and we have our home economists there
to help. That personal experience is another thing we utilize to communicate with the

consumer.

Heck: We are building a database, and at our orientations and demo nights we
communicate new product introductions and other services. CRM, that’s what it’s
about. Before, it was not possible because we were a typical wholesaler. So that’s one

advantage to opening the communication lines to the end consumer.

Lam: We mail out notices for events, and also communicate through the agents. On our
website we have the Care Collection, our detergents and dish pads that consumers

purchase directly from us online. That’s another way we keep in touch with them.

How do you combat the perception that Miele’'s products are priced out of reach for
many Canadians?
Lam: We are broadening our customer base by bringing in a wider range of products.

So we’re becoming less of a niche brand, and will have a product for almost everybody.

Heck: We like to compare ourselves with the car companies. You can buy a $200,000
BMW, but you can also buy a 3 Series for $35,000, which is an accessible product for a
middle-class Canadian. It’s the same with our lineup. We have dishwashers starting at
$1,299, but you can also buy a Miele dishwasher for $2,500. And this is something

relatively new. We had some product gaps which we have now filled, so you can



furnish your kitchen entirely with Miele products. We have various price points, but all

premium, and the same quality applies to all of them.

How challengingisit to sell high-end appliancesin arecession?

Heck: It’s probably easier. Consumers want to make sure that if they invest in a product,
it’s the right product, one that offers longevity, quality, features and service. Where is it
manufactured? Who is doing the service? Who underwrites the extended warranty? In
our case, it’s us. They’re taking more time to make the right decision. So a premium
brand, if it has the right assortment and the right price points, can actually prevail in a

difficult economic environment.

What new products are you introducing?

Heck: We just created a complete new generation of dishwashers. That’s one of our
core products here in Canada. We’re starting to widen the spectrum in other categories,
but this new dishwasher launch is very exciting for us. We’re also launching new
cooking products at the end of this quarter, and there will be a new line of upright

canister vacuum cleaners this year.

Innovation is very important for us. Miele is not a company that has grown through
acquisitions; we’ve predominantly grown through product innovations and new product

introductions.

What was the thinking behind the coloured washing machines?

Heck: Every manufacturer is offering different colours. This is Miele’s first coloured
laundry machine anywhere, so if a Canadian customer buys that chocolate-brown
laundry system, they will be the first in the world. Miele has never sold any other colour
than white, and we selected Canada for our first coloured entry, so we are very excited

about that. It’s a limited edition — there will only be 1,000 pairs sold in Canada.

Isit aresponseto your competitors selling multi-coloured appliances?

Heck: For us, colour is not the main differentiator. The differentiator is the machine
itself, the quality, the features, the service. It’s a trend we are following, but we focus on
quality. At the end of the day it’s a washing machine, and the most important thing is

how we care for your clothes.

There’s a wide spectrum of competitors out there, but we don’t focus on one. We have
an internal policy that we focus on us. We want to be the best in everything we do, and



whatever the competition is doing, we stay relatively neutral to that. It comes back to

our slogan, ‘Immer Besser.’ It’s the company motto worldwide: ‘Always Better.’

Lam: The prime example is that this year is our 110th anniversary for laundry, and we
are still the market leader. It’s our 80th anniversary for dishwashers, and we’re still

setting the benchmark.

How have you adapted your marketing to reflect the new model?

Lam: The strategy has changed quite a bit, because in a lot of ways we’re now a retailer
as much as a manufacturer. Previously we had a lot of lifestyle brand advertising, and
we’ve moved to a more retail-oriented approach because we have to think like a retailer

now, and our strategy has reflected that.

What' s your strategy with the sports sponsor ships?

Lam: We believe in supporting grassroots development. The League Challenge with
Tennis Canada is about developing young amateur athletes, and the ski sponsorships are
no different. That was the philosophy. And we felt it was a strong target group for us.
It’s not a typical sponsorship where it’s just exposure; it’s about developing up-and-

coming athletes.

How did you get involved with butler training?

Lam: The Charles MacPherson Academy is the first butler academy in North America.
They contacted us last year, asking if we were interested in a sponsorship involving our
rotary irons [which cost $2,500 and are operated with a foot pedal]. A household
manager generally has an operating budget of $1.4 million to run a household, and they
make decisions on appliances and products. It makes sense for us, and it’s very much in

line with our message that we want to get across.

Has your media mix changed as well?

Lam: We work closely with our agents and invest in vehicles that work for them. When
we launched the new business model in September, we didn’t do TV, we mainly did a
mix of radio and print. In the fourth quarter of last year we moved to outdoor as a
unique opportunity, and the billboards were an experiment that worked well. We’re
looking at different things. We need to differentiate ourselves at the point of sale, so
we’re launching a new initiative to launch our shop-in-shop concept. It’s like a store

within a store.



Heck: Some other companies are doing a good job of this, like Sony with its Sony
galleries at stores. We are not copying that, but we want to be a freestanding individual
brand outlet in a store. We have two right now in Mississauga and one in Vancouver,

and we are planning to open about 25 this year.

Lam: It’s a huge investment, and one we feel is really important because we need to

differentiate ourselves, and point of sale plays a key role in our overall strategy.

How important is design?

Heck: Very important. The design community, including interior designers and
architects, is very involved in setting up our kitchens. Good design is crucial for the
success of our brand. And we’re coming out with a new product called Clean Steel, as
part of our new cooking line. It’s stainless steel that doesn’t show fingerprints.

What about design of the shop-in-shops?

Lam: As much as we can communicate with advertising and set an expectation, we need
to make sure that once you walk into a store, that expectation is met. With these shop-
in-shop outlets, we are involved in the flooring, the lighting, everything. It’s like you’re

walking into a different world.

What’ s your online strategy?

Lam: Right now the only product you can buy on the website is the Care Collection. But
the web has changed a lot for us. Prior to September, Miele.ca was very much a
manufacturer’s website. Today, it’s very different, because as a retailer it becomes a

huge piece of the shopping process for us.

We know that Canadian consumers pre-shop online. They do their homework. So
everything we put up on the website now is geared toward making sure that they have
all the information they need and they can go to our agent with that decision made. Like
everybody else, we used to have traditional printed brochures, but because online pre-

shopping is so important, we’re moving toward e-brochures now.

What about buying appliances online?

Heck: It’s an emotional brand, and | believe that people want to see and feel the
products. It’s the same thing with a car. Would you buy a car online? | would want to
look at it and test drive it before | buy. Other stuff, books and CDs, | can see that. And



consumables. We’ve seen a steady increase in our Care Collection business, which is

only available online. But a major appliance? No, you want to see it.

How will you tell them about the showroom?

Lam: We will be revamping the demo nights and using that word of mouth, as well as
marketing through event planning channels. And now that we know who our customers
are, the communication becomes easier. We have them in a database, so it’s easy to
have contact.

What' s the response been to the MCA system?

Heck: It’s been very positive. The fact that there’s someone who actually picks up the
phone and they’re here in Canada...it’s not like other situations, where you have to be
referred to the manufacturer or a third-party maintenance or service company and they
don’t have the part and you get the runaround. There’s the big difference. But it’s a big
responsibility. We cannot pass the buck. If we don’t place or ship the order properly, if
we don’t show up on time, whatever can go wrong, we have to take full responsibility.
Because the transaction is between you and us. That’s the fundamental business change,

and it’s absolutely unique. People like that because we’re accountable.

How have the retailers responded to it?

Heck: This industry has at times been very stagnant, and when we approached our
existing channels there was a lot of skepticism. But we’ve proven that it can work, and
we are getting more positive feedback from the trade, which is encouraging, because
nine months ago the reaction was, “You will never pull this off.” Now it’s, ‘I can’t

believe this works.’

This was the biggest transition in the history of our company in Canada, so it was a
major accomplishment. And to top it off, we just came second in the Top 50 Best Small
and Medium Employers in Canada, according to Queen’s School of Business. So our
morale is very high. We had to sell the business model not just externally but internally
as well. And the people who work for us believe this is the right model for Miele to

grow.

Lam: It’s a great thing, but it means all of us in this building knowing that we have a

responsibility to the consumer.

And that includes the CEO being available on Christmas Eve?



Heck: That’s the perfect story. My wife called to tell me this lady had called me at
home. | called her, and we were able to have one of our technicians work overtime. We
went to our warehouse, and because we didn’t want to take a chance and guess what
could be wrong, we just grabbed a brand new cooktop. We went to her house, we

exchanged it and she was able to cook her Christmas dinner.

That was only possible because it was our service technician and our warehouse
operated by our people. It gives us shorter communication lines, shorter reaction times
and more control. But it’s also costly. It’s a big infrastructure, but we’re investing in the
brand. And 1I’m sure this lady told the story to numerous friends and family members —

and that word of mouth is the most valuable advertising you can have.
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