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EIZAT'QTH :

Zobue og plo ayopd yepdtn mpokANocelg ,evkaipieg kat dvokoiiec. O
e€ediéerc elvar paydaies ,0 avVIAYOVICUOG GKANPOS KOl Ol GTOLTIGELS
peyarec. e avtd 1o mepPdAiov 1 kdbe emyeipnon kaieitar vo givar
TAVTO GE €YPNYOPOT], OEKTIKY GTO UNVOLaTo TG S1E6volg aryopdcs, tkovn
va 0ELOAOYNGEL OUTA TO UNVOLOTO, TPOGOPUOGUEVT] GTLG VEEG GLVOTKES
KOl VO TOPOUEVEL OVTOYOVIGTIKY.

Iruepa Oev VIAPYEL PeYGAn emiyeipnon 1 opyaVIoUOG TOL va UnV EXEL Ny
VO UMV OKEPTETOL VO, ATOKTNCEL LLEGO Y10 VO, GLYKEVIPMOVEL TANPOPOpPieg
YL TOVG MEAATEG TNG M VO YPNOLUOTOIEL TNV TEYVOAOYIO Y10 VO TOVG
gbumnpetnoel  koAOTepa. Ot 014@opol OPYOVIGHOL T  EMYEPNCELS
Ppioxovtal oe plo Bdlacoa dedopévev ko avtd mtov emBupody slval vo
CUYKEVIPAOVOLV TIG EMYEPNOLOKES TANPoPopleg Yoo vo umopodv vo
vrooTNPiovy TIg EMYEPMUATIKEG TOVG ATOPACELS KOl TIG AELTOVPYIKES
TOVG OPOCTNPLOTITEC.

H opydvoon kébe emiyeipnong nailel mpotaywvicotikd pdAo Ko apopd
o1V opydvwon Tov avlpdmvov dvvapikod TG emyeipnong, oTnv
opyOv®OoN TNG VTOOOUNG LKOVOTONONG TMV OTAITICEDY TOV TEAATAV,
OTNVOPYOVAOGCT LLOG OVYXPOVNG EPOOINCTIKNG aAVGidac, otnv opydvoon
oAV TOV TTUYOV TNG OCLVEPYASIAS KOl TNG TPUYHATOTOINOTG TMV
CUVAALAYDV LLE TOVG TEAATES KOl TOVG TPOUNBEVLTES TG emyeipnong.

TToAAég emyelpOElg OTPEPOVTOL TTPOG TOL CLOTHHOTA TTOV doryelpilovral
TC MEAATELOKEG OYECELS £TOL MOTE VU KOATOAGPOLY KAAVTEPQ TIC AVAYKES
KOl TIC amoltoglg Tov elatdv tovg. Ot gpapoyég CRM (Customer
Relationship Management — Awygipnon ZXZyéoewv Ilehatdv) mov
YPTNOULOTOOVVTOL GE GLVOLOOUO UE TIG PeATIOPEVEG OVVOTOTNTES
amobnKevoNG, TIG EQUPUOYES MNAEKTPOVIKOL EUTOPIOL KOl TA KEVTPOU
KMomng (call-centers), emTpénOVV OTIS EMYEPNOEIS VO GUYKEVIPDOVOLV
Kot va €0V TPOGPRacT 68 TANPOPOPIES Yo Eva OAOKANPOUEVO CUGTI A
TENUTOV, TIC TPOTLUNCEL;, TO TOPdmova, Kot GAA0 oTolyeio To omoid
oLVOETOVV TNV 1KOVO TOV TEAATT) KOL TOV Tt ALTOG EMOVULEL .

Ta. £10n g Teyvoloyiag mov dwrifevial oTig EMYEPNOELS Eivat TGO, Ko
TETOL0L, TTOV KOO16TOVV avoykaio kot (MTIKNG ONUAGIOG TNV TPOGAPUOYN
Kol TNV avofafuion Tov TeEPIooOTEPOV EAANVIK®OV emiyeipnoewv. Me
aAho Aoy eivor amoidtmg omapaitnto vo emttevy8ei oyt pdévo m
OAOKANPOUEVT] EVIO-EMLYELPTIOLOKT OpYAvmoT OAAG Kol 1 opydvwon 1)
EMKOVAOVIQ Kol 1 cvuvepyasia SAWV TOV TUNUAT®V pag emtyeipnong (ot




EMIXEIPNOIAKT) 0pAvan Kal OUVEPYOOia), HECO O Eva  KAvouplo
EMIXEIPNUOTIKO KO TEXVOAOYIKO TEPIBAAAOV.

To CRM (Customer Relationship Management - Alaxeipnon Zxeocwv
MeAATWV) OMOTEAEL i0WC i OO TIC ONUOVTIKOTEPEC TPOKANTEIC TIOL Bal
KANBoUV va OVTIPMETWTIOOUV Ol EMIXEIPAOEI; Ta Xpoévia Tou Ba
aKOAOULOAOGOUY. ZOUPWVA UE TN YVWUN TwV EI0IKWV N avantuén tou CRM
MECO OTO EMOMEVO XPOVIO QVAMEVETOL va €ival paydaio w¢ oavagopd
BéBata otV €AANVIKN ayopd. H mpoorTikr) viobEtnon¢ Tou CRM amd
OAOEVA KOl TIEIOOOTEPEC EANNVIKEC EMIXEIPNOEIC Kal N &vtagr Tou otnv
EMIXEIPNOIOK TOUC OTPOTNYIKA TPOPRAEMETOL VO  GUPPBAAAOLY  OTNV
EKTOEELON TNC EANVIKNG ayopd¢ CRM.

[MOAAEC eTIXEIPAOEIC TO TEAELTOIO OACTNUO EXOUV OEIEEL EVOIOPEPOV VIO
TNV TPOKTIKI €@appoyr] Tou CRM, aAAG OPKETEC £XO0UV OAOKANPWOEL 10N
ol0yXpova KEVTPa €€LMNPETNONG TMEAOTWY. MEPIKEC TETOIEC EMIXEIPAOEIC
gival N METROLIFE Epmopik, n FORTHNET, n ALLIANZ 'OuiAog
AcQaAICTIK®OV ETaipiov EANGd0C, Q-TELECOM Kat AAAEC.

H mtuxiakn epyocia outh €ival pia mapoucioon tou CRM (Customer
Relationship Management - Alaxeipnon Zxeocwv MeAatwv) Kal EMIXEIPEI
vo dWael pio A0on OT0 MapOmavw TPOPRANUa KabBw¢ emion¢ Kot va
e€etdoel TNV €pappoyrp Tou CRM cuoTtiuatog otnv Talpeia . To
CRM yia v etaipeia amoTeAEl pia MPOOTABEIN OV EVOWUOTWVEL
KOl TOUTOXPOvVO OIOPOPPWVEL TOV TIPOCOVOTOAIOUO OTIC UTINPEGIEC
(service-orient).

2T0 KEQOAAIO TIOL aKoAouBolv Ba mpooeyyicovue Tov 6po CRM
(Customer Relationship Management - Alayeipnon Zxéocwv MeAatwy),
Ba yvwpioovpe TN oxéon TwWv GAAwvV cuotnudtwv pe 0 CRM, 6o
TOPOUCIACOVUE TA XAPAKTNPIOTIKA otoixeio Twv CRM cutnuatwv, Ba
napouasidcovphe to CRM cuotriuata Kal TI¢ €Talpie mou divouv AUCEIC
CRM Kol TEAIKWC Ba yvwpiooupe TO projects mou €xouv Yivel otnv
TOAVEBVIKY]  €TaIPEIN . KOl OUYKEKPIYEVD oTn BuyoTtpikr) TN
HELLAS LIMITED.

To CRM uvAomoiBnke yia va Tmpaydatomolei m Olaxeipnon Twv
MEAATEIOKWY OXECEWV O€ Wi etalpia. Ma tnv vAomoinon twv AVCEWV
EXOLV ETIAEYEL TIPOIOVTO OIKEKPIPEVWY OIKWV TOU EEWTEPIKOV WOTE Vv
KOAUTITETAL N TIOAUVETIMEdN KOl OUVBETN AEITOULPYIKOTNTO TIOU OMAITOUV
TETOIOL €id0LC AUOEIC. O oLVOOIOPOG KOTAAANAOL AOYIOMIKOU KOl
IKAVAC  opddag  eykKatdotaong, — QEPVEL  OUCIOOTIKA,  METPioIPa
amoTEAECUOTA aTO TN OloXEipIon TEAATEIOKWY OXETEWV. Ol YVWOTOTEPEC
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AVvoelc CRM e@appoywv otn diebvry ayopd sival Peoplesoft, SAP, Oracle,
Siebel, E_piphany, Amboss Clarify, Baan, Onyx, Applix, Pivotal.

H , Buyatpiki ™C , 10pLONKE TO
1970. Al0KIVEL TNV TARPN CEIPA TWV TIPOTOVTWVY TNC KOl TIPOCPEPEL TIC
LTINPECIEC TNC 0TV EAAGdA Kal otnv KOmpo. ZTnv mpocdoKia va yivel o
MPOTIUOTEPOC TIPOUNDBELTHC O KABE ayopd TOUL UTNPETEL, ouvexilel va
XTidel MAvw OTIC TAPOJOCIAKEG NG SUVAMEIC KAl VO €ival TauTtdxpova pia
ETAIPIO IOV 0dNYEITAL OMO TNV KAIVOTOMIO KOBWC Kal Omo TIC OVAYKEC TWV
meAatwv TnG. Me G&ova Tov MEANTN N ETOIPEIN enéAe€e ™ Siebel,
etalpeia n omoia €EEIOIKEVETOl OTO XWPO Twv CRM AlCEwv Kal
TPOOQEPEL  TIPOIOVTA  YIO  OIOQOPETIKEG  EMIXEIPNOIOKEC  OVAYKEC.

H uéca and 1o CRM é€xel éva oOpapa Retaining and Gaining
Customer - that’s what it’s all about! !!



«Eival n pebodoloyia, To AOYIOMIKO Kal Ol TEXVOAOYIEC,
T0 omoia €0TIAOLVV OTNV ALTOUOTOTOINGON Kol BEATIWON
TWV ETXEIPNUOTIKWY OIOJIKACIWY TIOL GXETICOVTOL PE TN
O1OXEIPION TWV TMEAATEIAKWY OXECEWY OTOUC TOUEIC TOU
marketing Kal Twv TWANCEWY, TNC TAPOXNC LTTNPETIWY
Kal UTIOOTPIENC.»



KEDAAAIO 1

11 TO MYZTIKO THZ EMITYXIAZ BPIZKETAI ZTHN
E=ZYINHPETHZH

Eite To BéAoupe €ite Ox1, N ox€on TWV ETOIPEIWY HPE TOUC TEAATEC TOUC
EXEL AAAGEEL TO TEAELTaIO Xpovia. KATOI01 YIAGVE yIa TNV «EMAVACTAON
Tou TeAdtn» (Patricia Seybold, Random House: March 12, 2001). AAAol,
Y10 TNV «€MOXN TOU Ol0PKWE avikavoTointou meAatn» (Regis McKenna,
Fast Company: Preparing for the Age of the Never Satisfied Customer,
June 16, 1999). Omola opoAoyio Ki av XPnolUOTOINCOUUE, €va Eival
BéBalo: TO OyopOOTIKO KOWVO EXEL ONUEPA  ATEIPWC TEPIOCOTEPEC
ETIAOYEG, MTIOPEL VA CLYKPIVEL TIC TIMEG TTOAU TIIO EDKOAQ, EVW Ol ETOIPEIEC
dev MMOPOLV TAEOV va TO EAEYXOUV KOl VO TO XEIPAYWYOUV OTWC
TOAIOTEPA. AUTO TIOL £XEL AAAAEEL €ival OTI O AVTAYWVIOPOC EXEL YAIVEL
TOAU TIIO €VTOVOC, TOO0 WOTE TA TMPOIOVTA UTIOPOLV VA aVTIYpAQOUY TO00
€UKOAQ, TO MOVOTIWALO €ival TOOO Aiyo Kal Ta @Tnva Xépla otnv Aaaia
EXOLV PI&EL TIC TIMEC TOOO dPOMPATIKA, TTOU O TEAATNG TAEOV QTOITEL va
egumnpeteital ayoya.

‘Epeuvec €xouv amodeiel Katd KaipoLg 0TI N Kok €§umnpétnaon Eival o
MO ouVNBICUEVOC AOYOC yia TOV OTI0I0 €vag TEAATNG EYKOTOAEITEL pIa
ETAIPEIO KOl OPEQPETAL OE KATOIOV OVTOYWVIOTH TN¢. To TPOBANUO OpWC
dev  EyKelTal pOvo ot Meiwon Tou Tdipou pI0G EMIXEipnong Tou
OUVETAYETAL KOI TNV ATWAEIN TWV TEAOTWV,0AAG Kal 0TO OTI N EMIXEipNoN
EXEL TAEOV VO  OVTIYETWTIOEL Kal TNV opvntikn dagnuion. 'Evag
OLOAPECTNMEVOC TTEAGTNG B POIPACTEL TNV APVNTIKI] TOL EUTIEIPIA HE
EVWEN —OEKA YVWOTOUC Kal (PIAOUC TOU KOTA PESO 0po. AVTiBeTa pe
EVaV IKOVOTIOINUEVO TIEANTN 0 OToiog Ba PoIpacTEl TNV IKOvoToinaon
TOL ME TPEIC —TEOTEPIC YVWOTOUC Kal QiAoug. Ev cuvtopia Ba Aéyoue
OTL Ol d00PEOTNUEVOL TIEAATEC OTIOTEAOUV €va OnUOVTIKO (iow¢ TO TIO
ONUAVTIKO) TPOPBANUA TOU PMOPEL Vo avTIhEwTioel pia emixeipnon. Kail
0€ OUTO TO ONMEio MPETEL va Toviooupe OTI N avAKTNoN 1 N avanAfRpwaon
€VOC TIEAOTN KOOTI(El 0NV €MIXEIPNON TEVTE QPOPEC TIEPIOCOTEPO ATO TNV
d10TrPNAT €VOC LTIAPXOVTOC TTEANT.



Eminpoobetwe , 1o 70%-90% Twv dUCAPECTNUEVWVY OMO Wio €mixeipnon
MEAATWY OEV EKPPALEl TTOTE T SUCOPECKELN TOL AUTH OTNV EMIXEipnon.Ze
KABE OULOAPECTNMEVO TEAATN OVTIOTOIXOUV OGAAOL TPEIC TIOU  OEV
aKOULYyovTal.

JUVETIWC N KoK €€uMNPETNON KooTidel. OMwC avagePEl pio Epguva e
Datamonitor (Customer contact effectiveness report) «egival TOANEC
ETOIPEIEC IOV TTOPEXOUV AVETAPKEIC KOl OVATIOTEAECUOTIKEG LTINPETIEC -
KOl OUTO TOUC KOOTIEL XPrHaTO KOl PEIWVEL TO €000 TOUC» .

0 meAdtnc
dev €ival IKAVOTIOINPEVOC
eV TIOYUPCEl OE
KOO Evepyela
Mot eLYoOLV Ol TEAATEC
ITie: “ThHefMtPihddei LhMP,
Uriofiame
Emdiwkel Amogaailel va
amolnuiwon OTOMOTHOEL VO
anevbeiog ano ayopddel 1o
TV eruxeipnon TPOIOV NV Avgdpeotnpevgi ord
UTIGIKOTO T0 TPOIGV/unnpeoio
Mpoxwpdil péow HTolKotapu s * ____________p _______ m?mo/
NG VOUIKNC 0000 v £tdipea 0
oty elaoPaMan Mposidorotei e 9% MpATACH AVIOYWVIOTH
KOTIO10¢ TOUG (PAOULG TOU , ,
GT[OZY]U((A)OF]C y[a 10 T[po[(')v ------------------ 5% ET[r]pSGOTnKGY GTEO
) A/kat Ty ouyyevn/'@iAo
Atotumvel TOlpLIL 3% MetoKd
d t ' 6 MeTtokopion
TOPATOVO O€ .
P . TOAI KA .
ETMIXEIPNHOTIKOUC 1% BdavaTtoc...
1510TIKOUG

. . nwi:QayR.andLflr>:MIE. 119771 -l1«vpf ¢11koy :I mtrddirvrf o:rr|jWWi:
5rw00 1OC QOPEIC  behnaiw KiA.u.WoodsHe, J.U. Shetli i P.D Benrvitl i'ftfci. ‘Consuma
10 hduslrW Ujle beh»i:< Efci-fr ffedli Hdlarei. Be* Yok
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YTApxel OUw¢ Kal pio GAAN anoyn. H dmoyn outr), otnpilduevn o€
EPEVVEC O€ OIOQPOPETIKOUG KAGOOUC, OTOJEIKVUEL OTI TO OQEAN YA TIC
ETAIPEIEC TIOL KOTAPEPVOULV VO TIAPEXOUV EEAIPETIKEC LTINPECIEC €ival
TMOAAATIAG. MeEPIKA OTO AUTA TTOPATIEVTOL TTOPOKATW :

MepIooOTEPEC OULOTOOEIC 0dnyolv O€ peiwon Twv  €£0dwv

npowdnaong katd 20% - 40%.

*' Avvatotnta  dlagopominong  amd  Twv  OVTAYWVIOPO  0@ov

EKKAEITOLV GAAOL TPOTIOL.

Mia a0&non ¢ 6pacTnPIOTNTOC TWV TEAATWY KATA HOAI 5%

odnyei e av&non Twv KEPOWV TOL UTOPEL va Kupaveel and 25%
€WC Kol 85%vavaloya pe tov KAGdo (Reicheid F.F 2003 and
W.E.Sasser, 1990, Zero Defections: Quality comes to services,
Harvard Business Review,68 ).

Auvvatotnta va dlatnpnolv bPNAGTEPEC Ot TIPEC. Ol ETaIPEiE IOV
xopaktnpidovtal amd OIKoUC TOUC TEAATEC W ECAIPETIKEC
XPEWVOUV KOTA MECO 0po 7% €wg 12% aKpIBOTEPO aAMO TOV
AVTOYWVIOUO.

MeP1o0OTEPEC EMAVOAAUPAVOUEVEC OYOPEC, Ol OTIOIEC PEIWVOLY TO
KOOTN TwV TwARoEWV Katd 20% - 40%.

Ol €TOIPEIEC PE TOUC TIIO IKAVOTIOINUEVOUC TIEAOTEC £XOUV KOTA
UECO 0po 2.5 POPEC TaXLTEPN OVATTULEN aTO TN UEDN ETAIPEIN TOU
KAGdou kAado (Reicheid F.F 2003, Loyality rules! How Leaders
build lasting relationships, Harvard Business School Press,
Boston).

i 12'VUA A 7.--12)- 3. 12222 -2
12 OTNZTOZ NMEANATHZXZ EINAI .. XPYZ02x!

H olyxpovn avtiAnyn opilel nv oa@ociwon «¢ €va BOeTIKO €MiMedO
déopELONG TwWV TEAATWVY, TO OToio Ogv TPEMEL va Paciletal Yovo oe
TIPOYEVECTEPEC EVEPYEIEC AYOPWV N EMOVOAAUBAVOUEVWY AYOPWY €VO(
mpiovto¢ N piag umnpecio¢. MO ouykekpiueva, o Oliver divel Tov
aKOAOLBO XOPAKTNPIoMO: «H agoaiwon eival pia 1oxupr) 0ECUELOT TWV
meEAATwV OTI Ba emavaAdwouv Tnv ayopd 1} Ba cuvexioouvv va eival
MEAATEC €VOC TPOIOVTOC 1) MIAC LTINPECIAC O0TO PEAAOV, AVEEAPTNTO Ao
EMPPOEC dIAPOPWV KOTAOTACEWY 1 TPOOTABeIEC Tov marketing Tov
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EXOUV OTOXO TNV OAAAY} TNC QYOPAOTIKAC OUMTEPIPOPAC TwV
TEAOTWV...».

Av 0 0poC «déapeuan» @aivetal TAPAEEVOC 0E KATOIOV €ival OPKETO Vo
OKEPTOUUE €vav 1d1oKTATN T.X Mio¢ Harley Davidson mou @épel oto
UTIPATO0 TOU TATOUA( MPE TO AOYOTUTIO TNC OUYKEKPIYEVNC ETOIPEIOC, N
KATIOIOUC GOAAOUG KOTOVOAWTEC TIOU ETIAEYOUV €VO EUTIOPIKO OTHA G)C
[0go Y10 TO KIVNTO TOUG TNAEPWVO.

. A CC-3A"

10 P OTOI0OATOTE EMIXEIPNON TA GNUOVTIKOTEPO OQEAN ATIO TNV
a@ociwan Twv MEAATWVY TNC €ival KLPIW¢ pokpompobeaua. Ol
A@OCIWUEVOL TIEAATEC OTIOPEPOLV PEYAADTEPA KEPDN AMO OUTA TTOU
AMOPEPOLV Ol TEAATEC TTIOL OMAA EMOVOAAUBAVOLY pia ayopd (Xwpig ot
deUTEPOL VO €XOLV TNV aicbnaon Tng 6EoUELAONC) 1) Ol TEPIOTOTIOKOI
ayopaoTeC. EMIMPOoBETWG, N adénon Tov EMIMEDOL APOTiwONC UTOPEI:

Na peiwoel ta €€0da tou marketing Omw¢ emiong Kol 10 KOOTOC
OUVOAAAYNAC

No auv€roel TI¢ GUVOANAYEC OVA TIEAATN

No BeAtiwaoel TN erun ¢ etaipeiag (word-of-mouth)

APKETEC YEAETEC OMOOEIKVUOULV OTI Ol OPOCIWHEVOL TIEAATEC EiVa AlyOTEPO
ETMIPPETEIC OE TIPOCPOPEC OVTOYWVIOTIKWV TPOIOVIWV 1] UTNPECIWV,
TOPOLCIALOuY PEYOADTEPN EADCTIKOTNTA OTIC TIEC KO Ol TIBAVOTNTEG VO
ayopdoouv GAAO 1] véo TIPOIOVTIO 1} UTINPECIEC TIOU TIPOOQPEPEL N
OUYKEKPIYEVN ETAIPEIO Eival OLENUEVEC.

To PoOIKOTEPO AMOTEAECHO TNC OQOCIWONG Twv TEANTWV Eival N
dlatr)pnon tou meAAtn (customer retention). H poper mou maipvel n
OXéon avdueco OTNV 0@OCIWON TWV TEAATWV KOl OTO OIKOVOUIKA
OTOTEAECUOTO TNC EMIXEIPNONC €0TIAETOl OTIC OUENUEVEC dUVOTOTNTEC
avamTuéng tng €MIXEipnong Kal oto yeyovog OTL €vacg MEAATNG OTOPEPEL
ONO KOl HEYOAUTEPO KEPOOC MAKPOTIPOOEOUD, KUPIWC Adyw Twv
EMOVOAOUBOVOUEVWY aYyOopwWY KOl TWV CUCTOOEWV TNn¢ ETOIPEiOG OF
TpiTouC.

ATE Z , . Gl2rn oy i1
Ot kpiowpol mapayovteg mov emnpeddovv Kol eival o Béon va

KOTNYOPIOTIOIOOoLY TNV 0@QOCiwon TWv TEAATWVY, €ival To OYPOC Twv
1



EMOVOAAUBOVOUEVWY OyOPWVY Kal 0 BoBUOC 0pociwang 6To TPoIov i TV
unnpecia. Me Bdon Ta mponyovpeva, o Griffin dlokpivel 4 dIOPOPETIKEC
KOTNyopiec agoaiwaonc :

APKETOI KOTAVOAWTEG €Vl Ol KATAVAAWTEC
TOU O&V TAPOLOIAJOUY KOMIO 0@QOCIiwaon YIO OUYKEKPILEVO
MPOIOVTO 1) LUTNPETiEC, aAAG auvnBilouv va aAAG{oUY PAPKA 1)
mpopnBeLTy Xwpi¢ Kamola eugavr) oitia. Ot emxelprocic Ba
MPEMEL va TO AdBouv autd oofapd vmoYIlv TOuC Kal va
EQOPUOlOLY  OTPOTNYIKEC, WOTE VO  AMOPUYOLV  TETOIEC
TEPIMTWOEIC.

MpoKeltal yia éva €ido¢ apoaiwang mou
OQEIAETAL KUPIWC OTn ouvrBeln. ZTNV MEPITTWAN OUTH, TOPd TO
YEYOVOC OTI Ol TEANTEC TPAYUOTOTOIOUV  TOAAEC KOl
EMOVOAOUPAVOUEVEC ayopEéC N OECHUELCH TOUC YIO TO TIPOIOV
gival  woTO00 HIKPr. ZTPOTNyIkEC Tou  Pagcilovtol  oTn
dla@opomoinaon €ival autéC oL PMOPOLV VO HETOTPEYPOUY TO
OUYKEKPIUEVO  €id0C 0@ooiwaong o€ dio  poper  €viovnc
déapeuanc.

2TNV TEPIMTWAN AUTH, Ol TEAATEC
MPOYUOTOTOIOUY  AiyEC €MAVAAOUPBOVOUEVEC OYOPEC €V N
a@oacinan oTo TMPOIOY i TNV UTNPETia €ival apkeTd vPnAr. Av
autod O oupPaivel AGyC OpIoPEVWVY GUVONKWY TIOU EMIKPATOUV
oTnV ayopd n etaipeio Ba mpémnel va avadntr)oel Ta aitia mTou
amoTeAOVUV  €UMOOI0  OTNV  TPOYUOTOTOINGN  PEYAAUTEPOU
ap1BuoL GUVOAAAY V.

H mepintwon autr) €ival n mo embuunTn)
yla KaBe emixeipnon. Ot meAATEC mAPoLaIdlovv LYNAO EMiMEdO
d€0UELONC ME TO TPOIGV 1] TNV UTMNPECia, &vw TOUTOXPOVA
TPOYUOTOTOIOUV TIOAAEC  emavaAouBavouevec ayopéc. 'ETol
UTIOPEL VO OTTOTEAEOOUY TOUC KOAUTEPOUC «JIOPNMIOTEC» N KOl
«UTIPACTIIOTEG» TWV TPOTOVTIWVY TNE ETAIPEIQC.
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H oxéon petaé IkavoTtoinong
Kal aoaiwang TIEAATWV

MBavdTnNTa cuoTOONG INC ETAIPEING
og Kamolo ®iAo n yvwotd

EZaIpETIKG OV3ITEPOC EZaIpeTIkO
meavo aniéavo

tOE T T N T S S S

10 9 8 7 6 5 4 3 2 10
1 1 1 1 1 1 1 1 1 1

|
MpowBntng Ad1a@opog EmiKpITAG

H PEANOVTIKA avaTTTUEN €ival cuvdpTnon
TOU TI0C0CTOL Twv  Kabopwv Mpowdntov

KaBapoi MpowOmteg = MpowBmiig- EMKPITE
Ol TTO ETUTUXNMEVEG ETTIXEIPNOEIG
€xouv 40%-60% KoBapoug Mpowbnteg
Thi HLE L M3 i 18UA <X NN INH
) r rilesMvIN U RNPU Sl Bden

Eikova 2: NMnyA : Ta Néa

APKETEC PEAETEC, TOOO EUTIEIPIKEC OO0 Kal BEwPNTIKEC, Exouv amodeO«l
OTI OT|HOVTIKOC OPIBPAC IKOVOTIOINUEVWVY TIEAATWVY OTOQACI{El VO AANAEEL
uapka f pundeutr) [Reicheld F.F(2003).Loya]ty rulesilHow leaders built
lasting relationships,Flarvard business School Press,Boston]

Mepimov 10 60% - 80% TwWv TEAATWV ONAWVOUY TIOAU
IKOVOTIOINUEVOL amd TNV  ETOIPEid TPV ATOQACICOLY v
MPOTIPMAGOLVY KATIOIOV AVTIOYWVIOTH).

Katd péco 6po 10 84% Twv MEAATWY €ivVal IKAVOTIOINKEVOL AAA
MOVO TO 41% €ival aQooIwPéVI OTNV ETAIPEIQ.

H Baoikdtepn aItian OMWAEING TEAATWV QAIVETAL VA Eival N KOKI)
e€umnpétnon  Kal Oxl N OUCOPECKEID Yo TO TPOIOV 1] TNV
UTINPETIA IOV TOUE TIOPEXETOL.

Ot a@OocIwpEVOL TEAATEC OTIO TNV GAAN, avamtiooouv cuvnBwE i axeon
KOl pio d€opeuan PE TNV ETAIPEIN TIOV, O OPKETEC TEPITTWOELC, OIOPKEL
«pia OAOKANPN {Wr».ZUPTEPOCUATIKA, «...H 1Kavomoinan €ival avaykaia
aAAG OX1 IKavA) oLVONKN Yo TNV a@Qociwon Twv TEANTWV...»[Vavra T.
G.(1997).Improving your measurement of customer satisfaction: A guide
to creating, conducting, analyzing and reporting customer satisfaction
measurement programs, ASQC Quiality Press, Milwaukee].

1.3 TO CRM KAI TAMYZTIKA TOY

O o0po¢ CRM (Customer Relationship Management - Alaxeipion
[MEAATIOKWY ZXECEWV) 0QOPA TNV TMPOOTABEN WIag EMIXEIpNONG i €vOC
13



OpYavIoPOU va OIOXEIPIOTEL TO GUVOAO TWV OXECEWV KAl TWV EMOQPWV UE
TOUC TTEAATEC TNC EiTeE aBTol €ival N UTIAPXOVTEC €ite €ival veéol. Baolkag
ot10xo¢ Tou CRM eival n BeAtiotomnoinon tn¢ a&iac touv meAatn (life -
time value) yia tnv emixeipnon KAt Tou Guvemayetal tnv ovénon Tou
Babuol apociwaong Twv MEANTWV Kal TN¢ Kepdoopiac tn¢.To CRM dev
ATOTEAEL TAEOV €VO AVTAYWVIOTIKO TAEOVEKTNUA, OAAG IO OvayKOIOTNTa
ylo TNV €mBinon Twv cLYXPOVWVY ETIXEIPATEWV.

m;J. / 1% -

21 @I oco@ia Tou CRM pmopei Kavei¢ va avakaAOPeL 300 amAEC aAAG
BOOIKEG OPXEC :

ATO T 20% Twv TMEANTWV HIAC ETIXEIPNONE TPAYUATOTOIEITOL TO
80% Twv £00d0wV TNC (0pXM Tou Pareto).

To KOOTOC d10TAPNONC EVOC TIEAATN €ival CNUOVTIKA UIKPOTEPO ATO
TO KOOTOC OMOKTNONG EVOC VEOU.

Mopd TO yeyovog OTI LTIAPXOUV CPKETOI opilopoi yia o CRM, o6¢ 6a
MPEMEL VA Anopoveital ott n Alaxeipion TMEAOTIOKWY ZXECEWV Eival
MPWTO aT’OAd  Hi0 TIOAOIOKEVIPIKY)  @IAOCOQia dloiknong, n omoia
ouLVOOIAdEl TO avBPWTIVO BUVAUIKO, TIC SIOBIKATIEC KOl TNV TEXVOAOYia
UECO O€ Wio EMIXENPNON N O€ Eva 0PYaVIGUO.

‘Etol to CRM mpoomoei mavw and OAd Vo KOTAVONOEL KOl VO TTIOPEXEL IO
TIO OAOKANPWWUEVN EIKOVA VIO TOUC TEAATEC MIOC EMIXEIPNONC, TOId €ival
TO XOPOKTNPIOTIKA TOUC, TIOIEC €ival O IPOCOOKIEC Kal Ol EMIBUMIEC TOUG
K.A.TL

Ta onuavtikdtepa  o@éAntou  CRM  6tav  autd  e@apuodeTal
ATOTEAEOUOTIKA O€ Evav opyaviopd cuvoyilovtal ota €7 onueia:

Mopoxr) 000 To dLVOTOV KOAUTEPNC EEUTNPETNONC, CUPPWVO HE TIC
AVAYKEG TWV TIEAATWV.

A0Enon  TNC OmMOJOTIKOTNTOC MEOW TG ULAOTOINONG TWV
J10dIKACIWY AUTOPOTOTOINONC.

AnoteAeopatikn Asitouvpyia Twv Kévipwv Mapoxng Bonbelag kat
ToU Tunuatog MwARCEWY.

Al100TAUPOVPEVEC TWANCEIC Kal dUVATOTNTO UAOTIOINONG EVEPYEIWV
npoownonoinuevou marketing ( «1 mpo¢ 1 marketing» )
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AmnAomoinon twv dlodikaoiwv marketing Kal Twv TWARTEWV.
MPOocdIoPIoPOC VEWV TEAOTWV KOl TOUTOXPOVN OVATTUEN VEWV
TPOTOVTIWV Kl UTINPECIWV.

A0&naon 000wV avd TEAATN.

Mio omo TIC ONUOVTIKOTEPEC TOPOVONCEIC TIOU MTMOPEL Kavei¢ va
OUVOVTIOEL 0TO OUYKEKPIPEVO XWpPOo, agopd Tnv tadTtion tou CRM pe ta
d1a@opa AAAQ TTANPOPOPIOKA cuoThUaTa Tou dlaxelpiovTal OXECEIC e
Tou¢ meAdteC. H vAomoinon evoc cuvotiuato¢ CRM dev amoteAél
TEXVOAOYIKO TPOPBANUO, OANG OMAG N €QAPUOYH TG OCULYKEKPIPEVNC
@IA0OCOQiog management amalTei Evo ECO OPO YIO TNV OMOTEAECUATIKNA
dlaxeipnon €voc TEPACTIOU OYKOU TTANPOQOPIWV.

¢i2 AMZ3 3w/ [[ 17- ' I T[-ANT

H ¢iAocogia tou CRM amaitei tnv evomoinon TPIWV ONUOVTIKWY
AEITOUPYIKWV TOPEWV TNG EMIXEIpNONC :

Tou marketing
Twv TWANCEWV Kal

Tng e&umnpetnaong

Ot AsIToupyiec aUTEC OMOTEAOVV OUCIACTIKA TOUC TOMEIC TNC mIXeipnonc
UE TOULC Omoioug EpXETOl O AUEDN €mMA@r O TEAATNC TPV, KATA TN
OIAPKEID KOl PETA TV TWANon. MoAdloTeEPA Ol TPEIC OUTOI TOEIC -
dlodikaagieC NTav ave&aptnTol PETOEL TOUC KATI TTIOL CHUEPO TIAEOV OEV
IoXVEL 0@QoU JlO@EVETAL TIIA pia TOon €vomoinon¢ toug, pe tn Borbela
MAVTa Tn¢ TEXVOAOYiog n omoia Aopafdavel vT’odv NG Kol GAAEG
AEITOUPYIEC TNC YEVIKOTEPNG €QOBIACTIKAG aAuaidag tng emixéipnong (
dlavour), amobrKeLan, TPOUNBEIEC K.ATL. )

Mopa To yeyovocg OtTi n avdamtuén tou e - CRM og@eiletal og peydAo
BaBud oto Internet, 0 CUYKEKPIPEVOG OPOC TEPIAAUPAVEL KOl KATOIEC
OAAEC EVVOIEC OTIWG :

' HAEKTPOVIKO TaxudpouEio
HAEKTPOVIKA GUVOUIAIQ
A10QIKTUAKI TNAEQWVIO
TnNAEQWVO
Fax
K.ATL
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: Na meTuxel TNV €vomoinon 6AwWvV OUTwWV
TWV EVWOIWV TIOU OTOTEAOUV KOVOAIO ETIKOIVWVIAC, KaBw¢ Kal Twv
OUCOWPEVPEVWV TIANPOPOPIWY TIOL LTIAPXOLV YUPW ATO AUTA.

Ta cuotuata CRM €xouv BewpnBei Katd Kalpol¢ amo KATOIoUG KATI TO
OUTOTIIKO, TIOL «W¢ 010 payeiac» Ba EKave TPAYUATIKOTNTO TO Opaud TNG
LTIEPOXNG OTNV €ELTNPETNON TOL TEAATN. EMIMAEOV, oMo EPELVEC £XOUV
mpaydoTonolnBei  €xel MPOKOYEL OTI TAPOTOVW OmO To  75%Twv
eykateoTnUEVWY CRM dev amodidouv Ta avauevoueva. ‘Eva TETOI0
@OIVOPEVO JTOPEL va  TPOKANBel Ox1 amd To TmPOBAARUOTO IOV
dnuIouvpyoly Ta TANPOPOPIOKA CLOTAMATO, aAAG amd TIC dlAdIKACIEC,
TOUC OVOPWTIOUC KOl TN OTPOTNYIKN TNG €Taipeiog. Mo autd Tov Adyo, dev
TPETEL VO EEXVIETAL OTI N JIAXEIPNOTN TWV OXECEWV HE TOUC TEAAGTEC EivaT
Mio TEAATOKEVTPIKY QIAOCO@ia N omoia 6o TPEMEL va EVOWUATWOEL oTo
OUVOAO €VOC OPYAVIOHOU - MIOG ETIXEIPNONG.

ATIO EUTIEIPIKEC EPEVVEC TIOL EXOULV TIPAYUOTOTOINOEL £xEl amodelxBei ot
UTIAPXEL pialoxupry oxéon OvAPEoa O€ pia EMITUXNUEVN EQOPUOYH TOU
CRM, 1nv IKovomoinan tou TEANTN KOl TO OIKOVOUIKO OMOTEAEOUATO
Jlag €mxeipnong, Omw¢ KEPOOPOPIa Kal O@®C avénon Twv £00dwv e
uia e€aipean oTIC HOVOTIWAIOKEG KOl TIC EVTOVA AVTOYWVIOTIKEC OyOPEC.

Ta BooIKOTEPO XAPOKTNPIOTIKA TNC emitu)iao Twv CRM mepiAaufavouv
NV Omapén €voC OPAUOTOC Kal TOV KABOPIOPO HIOC OCUYKEKPIPEVNG
otpatnyikic CRM.

Moapddelypya EVOTIOLLIMEVIIC BAONC OESOPUEVW VY TTEAATWOV
Ae& :*1iT,

o i ; MFI')pér,
>o,»3pogvii?T. LE&%WY‘ r|£2 .3#1

To(irtilimn ne>atn elolope.a
MANPKXPOPIEC TUOTOITK;
TgnuatoTo Inang
RARGIRACT N
WITOPTUKIOEW. I—glj‘_ﬂr]
iravavopic kot
MpEourn o\ g

FKip-,ino.o mi>-31n kxtro. BN Ti/> ITINT;
Ehc\).;:rpy\ LNy E Mok IOt MMNO 1 -(@o™ Wi Ayl -o ; 10L 1T,
«0ioo¢;

Eikova 3: Mnyn : Ta Néa

14 MQZ NA ANMOPYIETE TA ANAGH MNOY MNAHIQNOYN THN
EIKONA THZ ETAIPEIAZ
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To Bépa Twv eumopikwy (brands) oruepa MAEOV TAPOULCIALEL PEYAADTEPO
evola@Epov amd mote. H ayopd yivetal oAoEva Kal TIO OVTIOYWVIOTIKN,
KOTI TIOU OUVETAYETOL TO OTL Ol EMXEIPNOEIC EMEVOLOLY  OKOUA
MEPIOCOTEPO OTNV EMIKOIVWVIA, 0TV avamtuén Kol tn PeAtiwon ¢
EIKOVAC  TOUC, (WOTE VO  KOTOKTOOUV  UEYOAUTEPO  MEPIOIO
avayvwplolhotntac (share of mind) peta&l Twv KOTOVOAWTWV.

« XTO TAQIOI0 TNC oLvVEPyaiac pag PE O1AQOPOUC Opyaviopolg yia N
dlaxeiplon TNC eUMEIPIOG TV TEAATWV TOUC, EXOUUE EVIOTIOEL OPIOPEVA
KOIVO onueio amotuyiog. Ta «kKaAd véa», woTO00, EIval OTL OAd €ival
duvatdv va amo@evxBolv. TMolEg eivar, Aotmodv, ol Tayideg mov TPETEL va
TIPOCEXETE 0T BIKI) 00¢ TPOOTIABEID VO BEATIOCETE TNV EIKOVA TIOU £XOLV
Y10 TNV €TMIXEIPNOT) 00¢ Ol TEAATEC;

AvQTEPA OTEAEXN, OTOV CULUTAIPOIVOUV OTI TO EUTIOPIKO TOUC
OANUO d&V OMOQEPEL TA EMIBLUNTA OMOTEAECUOTO, aATOJIOOLY TO
MPOPBANUO OTO TPOOWTIKO TIOU EPXETON OF EMOPN) HPE TOV TEAATN.
Kotomiv, oTEAVOUV 0TOUG UTIOAANAOLC Eva PVNUOVIO, YE TO OT0Io
TOUC TIPOTPETOLV VO divouv TPOTEPAIOTNTO OTOV TEAATN, 1 KATI
TOPOMOIO0, KOI Ta JIEVBLVTIKA OTEAEXN EMIOTPEPOUV TN dloxEipion
TWV 0IKOVOUIKWV TNC ETAIPEIaC.

O Jeff Bezos, d1euBOvwv clOPPBovAog TG Amazon.com, OVOQEPEL
OTl « OTOCTOAN HOC €ivaol va €iHOOTE N TIO TEANTOKEVIPIKN
etalpeio otov Koopo». O Jeff Bezos Kat n d10IKNTIKI) TOU Opdda
EKONAWVOULV TIPOOWTIKA TN dECUELAT) TOUC OE AUTHV TNV ATOCTOAN
TNC €TAIPEIOG PEOW TWV OPACEWV KOl TWV AMOPACEWV TOUC, KOl
€101 €X0UV OnUIoLPYNOEL o aglodnAeutn @nun o&lomoTiac Kal
EVa amO TO TIO OVAYVWPIOUEVA EUTIOPIKG CAUOTO OTOV KOGO.
Mopd TIg TPOPBAEWEIC OPICUEVWV OVAALTIOV Il Amazon EMIGEIKVUEL
LYI  ASITOUPYIKA KEPDN EKUETAAAELONG KOl Ol HETOXEC TNC
ONMEIOVOLY amodOC0EIC IOV EEMEPVOUV GNUOVTIKA TO PECO OPO TNG
ayopdac.

Av 0 01ELB0VWY CLPBOLAOCC avayVWIoEl OTIL Ta AOyIa dEV OPKOUV
KOl OTL POvov ol TPAgelC Ba KAvouv Tnv dla@opd, TO EMOUEVO
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ouvnbiopévo  AGBo¢ eival va {ntioel oamd TO  OlELBLVTH
MApKeTIVYK, TO Aleubuvtr) AvBpwmivov Mépwv 1 Twv OIELBUVTH
E&unnpétnonc MeAatwv va «dIEVBETNOEL TO TPORANUO.

2 TNV TPAYUOTIKOTNTA OPWC, TO EUTIOPIKO CHUO KOL I EUTIEIPIA TWV
MEAATWV Eival TOPEIC TTOL TIPEMEL va €ival APPOSIOTNTO OAWY TwWV
OTEAEXWV TNC avwtepng dloiknong. Kabepia omd TIC TPEIQ
AEITOLPYieC oL Tpoava@EPBNKay, dlodpapatidel T0 OIKO TNC
1I010iTEPO  pOA0. Oa  TpEMEl, wOTOGCO0, OAA TO TUAMOTO Vva
AEITOVPYOUV ¢ OpdGda yio TNV BEATIOTOMOINGN TWV TOPWV, TWV
MPOCTIABEIOV Kal TwV TPOUTOAOYICHWY, YIo TN dnuiovpyia piog
gupeiog otatnyikng branding kol plog¢ EEXWPIOTAC TEAATEIAKNG
eumelpiac.

2uvNBwg EEKIVOUE TN OOULAEID MPAC OFE ETAIPEIEC OLAAEYOVTOG
OTOIXELN Y10 TOUC TIEAATEG, WOTE VO UTOPOUME VO OPICOLUE KOl VO
0Xe€OIACOVE TNV I0OVIKY EUTIEIPIO TOU TEAATN. ZLVNBWC OKOVYETAL
n dofBePaiwan Ot «EXOLUE NON TAPO TTOAAA OTOIXEIO KOl EPEVVEC
yIO  TOUC TEAATEC MOC, OMOTE  HNV  OVNOLXEITE®. XTIV
TPOYMATIKOTNTA, OPWC, €VW Ol TEPIOCOTEPEC ETIXEIPNOEIC KAVOULV
EPELVEC TEAATWY KOl CULAAEYOLV TOVOUC OTOIXEIWV - KOl EVW
UTIOPOUV €UKOAO va OOU TIOUV TIOIOL €ival Ol PEYOAUTEPOL TOUC
MEAATEC - AiyeC yvwpidouv molol €ival o1 MEAATEC TOL TOUC
AVA@EPOLV TA TIEPITCOTEP KEPDN.

Hmpayuatikotnta €ival, 0Tl ouvnBw¢ T0 UEYOAUTEPO HEPOC TOU
KEPOOUC TIPOEPXETOL MO €va UIKPO TOCOOTO TOU GOUVOAOU TWV
MEAATWVY KOl O OUTOUC TIPETEL VO ETIKEVIPWVOUUE TNV TPOOCOXN
poc. AuTO 0g onuaivel, BEPata, OTI Bo TMPETEL VO OyVOOUUE TOUC
AlYOTEPO EMIKEPOEIC TEAATEC (OV KAl PEPIKEC TEPIMTWOEIC (0WC va
ATOV KAAUTEPO OPICUEVOL M TOUG TEAATEC COC VO TINyaivouy o€
KATIOIOV QVTAYWVIOTH).

AoV, AoITOv, avakoAOYETE Tolol €ival o1 TEAATEC TOL OOC
AMOQEPOLV TO  UEYOAUTEPO KEPDN, TPEMEL va HABETE Kol TI
TPOCJOKIEC €XOUV OULTOI Ol TEAATEC, OAAG Kal Tpia - Téooepa
MPAYUOTA TOU TOUG KOVOLV VO ETICTPEPOLV OTNV €MIXEipnon oag
KOl VO TNV TPOTEIVOLV 0€ GAAOUC. XWPIC TNV AMAVTNON O€ OUTEC TIG
EPWTNOEIC, UTTOPEL VO dIABETETE GTOIXEID,aANG OE Ba EXETE 10N TIWG
VO TO XPrOIKOTOINCETE. TIPOKEINEVOL Wial EMIXEIPNOT VO TIPOCPEPEL
0TOUC TEAATEC OXI OMAWC IO «KOAN» €&UTNPETNON aAAG pia
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EeXWPIOTA eumelpia, Ba TPEMEL va O1OQOPOTIOIEITAL YE TPOTIO TETOIO
TIOU VO EKTIPOUV Ol TIEAGTEC IOV BEAEL va TTPOCEAKVCEL. To va gival
amAWC JIOQOPETIKI, OEV OPKEI.

O1 emevdvoelg oe ovotiuota CRM umoAoyiletal 0TI av€nonkav,
amo ta 20 41¢ doAapia 1o 2001 ota 46 O1¢ doAAPIO TN XPOVIA TIOU
MEPAoE. ZOPPwVa PE Epeuva TNC Gartner Research, opw¢, t0 55%
TWV oLOTNUATWY CRM d1WXVoUV TOUG TEAATEDC KOl PEIWVOLY TO
KEPON! H mpaypatikOTNTa OPWE €IVaL OTI Ol TIEPICCOTEPEC ETAIPEIEC
gykaBioTouv éva abotnua CRM, Xwpic va £Xouv OKEQTEL TTWE VO TO
XPNOILOTOING0UY, WOTE VO dNUIOLPYHOOUY GTOUC TEAATEG TOUG UIO
KOAUTEPN EIKOVO yla TNV €Toipeio. AUTEC ol TepdoTieC BAoelg
d€dOPEVWVY divouv TN dUVOTOTNTO OE Hio EMIXEIPNON VO OCUAAEEEL
YVWaon amo Toug MEAATEC TNC KO VO TN XPNOIUOTIOICEL ylava TOUG
TIPOCPEPEITPOTOVTO KO UTINPECIEC TIOL VA AVTATIOKPIVOVTOL OTIC
AVAYKEG Kal TIC TIPOTIKAGCEI TOUC.

AvT’auToU OUwC TOAAEC etalpeieg (o1 Tpameleg €ival To KAAUTEPO
MapAdelyua) xpnotyormololy autd To oTolxeia oav éva  Puxpd
EPYOAAEIO yIa Vo «KATASIWKOUY» Kal Vo EKVELPI(OUY TOV TEAATN,
avti va Tov TpoaeAKVoLV.IMa Tapddelyua, TOAAOI EMOYKEAUOTIEG,
XpNolgomoloty TNV KApTa American Express - A0yw TWV
TAISIWTIKWVY LTINPECIWV KAl GAAWY TIPOVOUIWY - KOl TIOPOAX OUTA
Adupapouv Kabe Pdoudda, Xwpic va To EXw EMITPEYPEL, YpAUUOTa
ano pia tpaneda mouv Aéyetal Capital One. OAa ta ypdupata Aéve
TO {010 TPAYUO, TOUC TIPOCPEPOUV TNV idla TIOTWTIKI KOpTa
MPOWOWVTAC TO XOUNAO TNE EMITOKIO.O QAKEAOG TIEPIEXEL TTAVTA KAl
EVa OTNVO OTIAG. Eival mpo@avég ot autr) n Tpdmeda dev EKAVE TOV
KOTIO VO TOUC KOTOAJBEL, va PABEL TI PE EVAIAPEPEL KL VA PTIOEEL
uia TPOG@EOPA TOL VO TAIPIALEL OTIC OIKEC TOUC OVAYKEC. TOuC EXEL
KOUPAGEL TG00 TOAD QUTH) 1 10TOPIO IOV TTOAAOI Ao AULTMUC TETAVE
TO QAKEAO TIPIV KAV TOV AVOi&Oouv.

AUTO €xel oxéon ME €vav Koo PUBo: 0TI Ol KAPTEC AQOCiwang
dNUIoLPYOLV APOCIWAN.0TNV TPOYUATIKOTNTA, Ol TIEPICCOTEPEC JEV
dnuIoupyoLy a@oaiwan. MoAAEC KAPTEC EvBOPPUVOLV TOV KOOHO
VO «OTIOTHOE» TPOCPEPOVTAC TOU KivnTpa KOl EKTTWOEIC TIOU
MPOCEAKDOUV KOIVOUPIOUC TEAATEC TOU aVO{NTOUV «EVKAIPIEC.
AUTOI 0l TTEAATEG £XOUV Eva TTOPTOPOAL YEUATO HE KAPTEC Yo KABE
mepioTOoon Kol, OTOV GUUTANPWOOLY TOUC OMAITOUPEVOUE TTIOVTOUG
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KOl TOUG E€EOPYUPWVOLY, OMAWG XPNOIUOTOIOLY TNV KAPTO MIOG
GAANC eTaIpeiag. AKOPO XEIPOTEPD, KATOIEC ETOIPEIEC TIOTEVOULV
0TI «OEVOUV» TOUC VEOUC TIEAATEC TTPOCPEPWVTAC TOUC TOTWAN Kal
XPEWVOVTAC TOUC, 0TI CLVEXELD, UTIEPBOAIKA ETITOKIO YO TN XpPron
NC (KOT’OVOUO POVO) KAPTOG a@ociwaong. AuTH N TMPOKTIKA €ival
1I01aitepa dladedopévn 0TO ALOVEUTIOPIO POUXWV. Ol TIPAYUOTIKEC
KAPTEC 0@Qoaiwaonc €ival autég mou dNAWVOLV TNV 0QOCinon ¢
ETAIPEIOG OTOV MEAATN - KOl OX1 TO AVTIOTPOQO.

To va aAANGEETE TNV EIKOVA XWPIC VO AAANAEETE TOV TPOTIO UE TOV
omoio A&ltoupyei pia etaipeia, €ival oav va TpooTmobeite va
YAITWOETE TOV «TITAVIKO» amd TO VOUAYIO TOU...0AAAlovTag B€on
OTIC KOPEKAEC TOL Ppiokovtal 0T0 KOTAOTpwUO. MapodAa autd,
gival obvnBe¢ pia etaipeia va EEKva pio TeEpAOTIa dIOQNUICTIKA
KOUTIAVIO, XWPIC va OKEQPTEL av N LUTIOOXEOTN TOU Oivel PECW TNG
KOUTAVIAE auTrg ival duvaTov va tnpndei, 0tav ol TEAATEC EpBouv
0€ EMAQPN) UE TNV ETAIPEIQL.

To taxudpopeio TNE AyyAiac to Royal Mail, amo@aacioe va oAAGEEL
TNV ETAIPIKN TOU €I1KOVO, YIO va TOIPIAdEl TEPIOCOTEPO OTN
JlELPNMEVN YKAPO TWV LTNPEECIWV TIOL TIPOCQPEPE, TEPA ATO TIC
amAEC TAXLOPOMIKEC LoNpPETiec. Amo@daioay AOITOV va OAAAEEL TO
ovopa (Kot va ovoudaletar Consignia) kol &0degav TOAAG
EKOTOPMULPLO AipeC ae oupPoLAoLE, Kalvouplo logo, TIVOKIdEC,
EMIKOIVWVIO KOl Sla@AUIoT. =€Xaoav, OP®C, va €ENYROOLYV OTOUG
MEAATEC TOLC TTO10 Ba ATAV AKPIBWE TO dPEAOC oL Ba gixav oMo TIG
OANAYEC QUTEC, OAG KOl - (0WC TO TIO ONUAVTIKO - VO
QVTIUETWTIOOUVV TO TPOPEPA AEITOLPYIKA TPOBAAUATO TIOU EiXav.
To amoTEAEopA TaAv, N OAAAYY) QUTH) VO OVTIYETWTIOEL e TPOUEPN
duoTiotia and Tov KOopo. ‘Etol, amo@dacioav va aAAAEouv TO
dvoud toug Kal maAl o Royal Mail!

Ol TEPIOCOTEPEC ETAIPEIEC PPOVTI(OLY WOTE TO TPOCWTIKO TOUE vV
EKTIONOEVTEL 0TV €&UMNPETNON TwWV TEAOTWVY, EAAXIOTEC, OUWC,
dlopopomolouvVTal TNV EELMNPETNCTN TWV TEAATWY Tou¢. O AOYO(
eival ot mapExouvv OAe¢ TNV idla ekmaidevon, Tnv omoia, paAloTa
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ouxva avaloufdvel n idla etalpeia eknaidevonc. H aAnbela gival
OTl 1 TUTIOTIOINUEVN  EKTAIOELON  ONUIOUPYED  TUTIOTIOINMEVN
efunnpétnon. AuTO de onuaivel OTL n eKmaidevon yia TNV
e€umnpétnon Twv TEAATWV Eival AdBo¢. Ymdpxouv KdAmola
Bpafeupéva  mpoypaupata, To omoia Bonbolv OLCIOOTIKA TO
MPOCWTIKOVA BEATIWOEL TIC OEEIOTNTEC TOL KOI N ETAIPEID TTOPEXEL
hio oToBepr) TOIOTNTO UTMNPECIOV TOU ATIOTEAED  OmapaitnTn
nPoUTOBeDN yia va «XTIoE» €va KOAG Ovopa. Av, OUWC, 0 GTOXO0C
eival n dlagopomoinon and Tov aviaywviouo, Xpetaletal «Branded
Training». Mg GAAa AOYI0, €KTIOHOELON QTIOYUEV HE OKOTO VO
dwoel {wn otg aiec Tn¢ etalpeiag Kar va mpowlroel v
gpapuoyy Toug otV TPA&En, He €vav  TPOTO  OULVETH,
enovoAouBavopevo, nbeAnuévo,  dlOQOPOTOINKEVD, TIOL  va
MPOCBETEL aio aTOV TEAQT.

O Peter Drucker €ixe ypagel mpwv amd apKeTd Xpovia mw¢ «O,Tl
UETPAC, OUTO yivetaw. Kal autd e€akoAouBei va 1oxvel. Moapoia
autd, otnv MPAEN, Ol MEPICCOTEPEC ETAIPEIEC EVOIAPEPOVTAL LOVO
yI0 JEYEBN TTOL €XOuvva KAVOULV ME TO TEAIKO OmOoTEAEOHO. Mepidio
ayopdc, kepdoopia Kal KEPON avaupetoxn (EPS), eival moAD
onUavTIKoi OgikTeC yia v amodoon uiac etaipeiac. Ouwg Eval
OAOl OeuTEPOYEVEIC OiKTEC, dNANDN TPOKUTITOUV WC OTMOTEAECUO
TNC dla@opoToinaong tNC Talpeiog, TG aQOCinwong TWv TEAATWY
TNC KOl TNC TPOTIPNGONG TN¢ €vavTl TOU avTaywvigpou. AuTtd Tou
amolteital,  €ival Ol EMIXEIPAOEIC VA UETPOOLY KAl  va
JIOXEIPIOTOUY TIC dPOCTPIOTNTEC TIOU TPOKOAOUV Ta OELTEPOYEVN
anoteAéopata. H eumelpia tou mMEAATN €ival pia amd TI¢ IO
ONUOVTIKEC.

ESW @QTAVOULUE OTO TEAEUTOIO OMO T OEKO TIIO GLVNBIoUEVO AGON :
MpOKelTal Y10 TNV TEM0IONGN OTI N IKAVOTOINGTN TOu TEAATN 0dnYEi
o€ KOAUTEpO amoteAéopata. ‘Epevva ¢ Forum €0€1&e 0TI 10 80%
TWV TEAOTWV TIOU OAAGLOLY TTPOUNBELTIIONAWVOLV IKAVOTIOINUEVOL
amo TovV TMPONYOUHEVO TIPOUNBELTA TouC. H IKovoToinon OmOTEAE,
MAEOV, OTMAWC TO Tignuo €10000L 0TV ayopd - Kol OXl AGyw
emtuyiag. O pbévog MPOYMATIKOC OEIKTNG yIo TNV EUTEIpIa TwV
MEAATWV TIOU OUVOEETOIl OTATIOTIKA MPE BEATIOUEVA OIKOVOUIKA
amoOTEAECUATA, Eival N «TPOACTICN». QC «TPOACTIIOTEC»OPICOVUE
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TOuG TEAATEC TOU €eival dlateBelpevol mEPA amd T Xprion Twv
MPOIOVTIWV KOl TWV UTNPECIWOV HaE, VO POE GUGTIIO0LV KOl GOAAOU
EMIKEPOEIC MEAATEC oav aUTOUC. Eival ol mEAATEC TOL dNAWVOLY TNV
avVTEPN KAIPOKO IKOvomoinonG. AUTO METPA TEPIOCOTEPO amd
OTIONTOTE GANC.BAETOUUE WOTOGO TTOAAG OTEAEXN ETIXEIPNOEWVY VO
afpoilovv T TOOOOTA TWVTEAATWVTIOU ONAWVOULV  «OXETIKA
IKOVOTIOINMEVOL» KAl «TOAD  IKOVOTIOINUEVOD», KOl ETEITO VO
OUYX0ipOuUV TOUG €0UTOUG TOULC €MEIO TO 92% TwV TMEANTWV TNG
eTalpeiog TOLCONAWVOLV IKOVOTIOINEVOL, H OKANPN
TPOYUOTIKOTNTA, OUWE, YIa TIC TIEPICCOTEPEC ETAIPEIEC Eival OTI TO
80% TwWv TEAOTWV TOUC Eival ETIPPETEIC OE  TPOOPOPEC
AVTOYWVIOTWY Kal povov éva 20% 1} akOun MIKPOTEPO TOCOOTO
QVTOTIOKPIVETOI GTOUG TTPAYHOTIKOUG «UTIOOTNPIKTED.

Ta BacIKa XOPAKTNPIOTIKO
TNG ETUITUXNMEVNC €ELTTNPETNONC TIEAQTWV
KATEYOYNZH

] Opauya CRM Hyeoio 6éon oty ayopd, a&ia TEAATN

[2] Ztpatnyikil CRM Z16X0l, TUAUOTA. OTIOTEAE GUOTIKA OAANAE THIGpaON

E®PAPMOTH
[3] Amodoon adiag i3 OpyavwTIKA ocuvepyaoia
OTNV €PTIEIPia TOL TIEAATN KouAtoUpa kai dour, Katavonon
Katavonan amaitrioewy TIEAATWVY, TeAatwy, de&IOTNTEC KOl
TIapakKoAoUBnan Kal EAeyxoq IKOVOTNTEG TIPOCWTIIKOU, Kivntpa,
TIPOGOOKIWVY, IKAVOTIOINGN O€ E0WTEPIKN ETTIKOIVWVIA,
OXEON MPE AVIAYWVIOTEG, OULVEPYATEC KOl TIPOUNOEVTEG

ETIIKOIVWVIO PE TIEAATEG
[si] Awadikaocieg CRM KukAog wng TeAdTn, Slaxeipion yvwaoewv
[B] MAnpogopiec CRM Asgdopéva, avalloelg, Epeuva ayopdq
[<7] TexvoAoyia CRM E@apuoyég, texvoloyia TIANPO@OPINKWOY CUCTNUATWY

[B] NoocooTtikoi deikteq CRM Agia kal diatipnan TEAATOV, a@oaiwan,
KoaToC €&uTNPETNONG
TA NEA

Eikova 4:Mnyn Ta Néa

ANTIB7 2147/ mE£L7 W7 T /X

Oa dIOMIOTWOTE OTI TOAAEC QMO OUTEC TIC OEKO TAYIdEC ouLVOEOVTAL
HETAED TOUC. TO OVOMA, N «UTAVTO» HIOC ETAIPEING, Eival OAIGTIKO TPOIOV
—KOl TO OVWTEPA BIEVBUVTIKA OTEAEXN TPEMEL va Olaxelpiovtal Tnv
TEAOTEIOKI) EPTIEIPIO AVOAOYWC, KATAVOWVTAC OTI KOBETI 1§ €VIOXVEL N
BAAGTTEL TNV EIKOVA TNG ETOIPEIOC OTA PATIA TOU TEAATN. AUTEG Eival Kal
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ol €TOIpEieg MOV Ba emikpoticovv. H avdbean tng mpoomdbelag yia n
BeATiwon TNC MEAOTEIOKNC EUTEIPIOC 0€ AAANOUC, KAl O EMIUEPIOUOC TNC,
OEV OMOTEANOLV EVAAAAKTIKA AUOT. »

1A.;-

15 OAHTOZ OIMNOIOTIKEZ KAITIOZOTIKEZ EPEYNEZ

O 10 d100€d0PEVOC TPOTOC GUANOYAC GTOIXEIWV aTo ToV id10 TOV TEAATN
€ival ol €PEVVEC IKAVOTIOINONE TWV TEAOTWY Ol OTIOIEC OV KOl €€ OPIGOU
Baoilovtal 0 UTOKEIYEVIKA OTOIXEID, OMOTEAOUV (0WC TOV KOAUTEPO
TPOTO ylO vo pTopEael pio emilépnon va Ol TI KAVEL KOAA, TI KAVEL
AlYOTEPO KOAG OAAG KUPIWC TI Ba TTPEMEL VO KAVEL y1a Vo BEATIWOEL TNV
EIKOVA TNG «OTO PATIO» TWV TTEAATWY TNC.

To ONUOVTIKOTEPO XOPOKTNPEIOTIKO AUTWV TWV EPELVAV Eival OTI N
UTIOEIMEVIKOTNTA TWV OTOIXEIWV Eival amoOALTa Bepitr) Kal kaBoAou, apa,
avnouxntiky. O Adyog €ivatl 0TI n TOIOTNTA TWV UTINPECIWV €ival autd
TIOU IKOVOTIOIED KOAUTEPA TIC UTIOKEIPEVIKEC AVAYKEC TOU TIEAATN dpa o€
Ba umopoVLoE TOTE VA ival pia EVwolo AVTIKEIUEVIKT).

Edw umdpxel ia mayida : Eivar otn @Oon tou avBpwmou va vouilel 6t
UTIOPEL va KATOAGREL TI OKEQTOVTAL 1) TI VIWBOLV 01 GAAOL. AKPIBWC £T0I
KOl Ol €TMIXEIPNOEIC VOUilouy OTL yvwpilouv TI BEAOLY Ol TEAATEC TOUC.
2NV PAgn, Ouw, Kat amd OTL POVEPWVOLV APKETEC EPEVVEC, Ol ETAIPEIEC
de yvwpilouvv KaBoAou TI BEAOUV o1 TIEAGTEC TOUC. To XEIPOTEPO, BERA,
OAWV €ival 0TI Ta dtoda ToU PBpiokoviol OTIC OVWTEPEC BECEIC TNC
IEPAPXIKAC KAIPOKOC (TO S1EVBLVTIKA OTEAEXN), TIC TIEMPIOCOTEPEC POPEC,
€ivol OTIOKOUMEVA aTIO TIC KOBNUEPIVEC GUVAAANOYEG PE TOUC TEAATEC Kal
d€ yvwpidouv 0To EAAXIOTO TIC ATOITAHOEIC TOUC.

Ol €PELVEC IKAVOTIOINONG TWV TEAOTWV MTOPEL VO XwPIoTouy o€ 600
KOTNYOpIEC :

TIC TOIOTIKEC Kal
TI¢ TOOOTIKEC
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Mia OAOKANPWUEVN TPOCEYYIoN TPOUTIOBETEL TNV cLVOTAPEN Kal TwV dU0
aUTWV KOTNYOPIWV Kal OUTO YIaTi KOBE WIO IKOVOTIOIED O10QOPETIKONC
okotoUC.

H mAnpo@opia mou die&dyetal va
€IVOIL OVOAUTIKI) KOl VO TIEPIEXEL TIPOOBETEC TANPOPOPIEC YIO TN OTACN Kl
TIC ATOYEIC TWV TEAATWV.
2uviBw¢ 1o deiypa mou XpnaolyoTolEiTal €ival TOOO HIKPO, WOTE VO [NV
EMITPEMETAL 1N YEVIKEUON TWV AMOTEAEOUATWV.MOPOAG OUTA  OPWC
MpOyUoToTolEiTal pia o€ BABo¢ avaAuan TNC CUTIEPIPOPAC TWV TTEAOTWV.

H dievpuvan ¢ a&loAdoynaong
TNC 0omodoonC TnN¢ €ralpeiog omo toug MEAATEC TnC. Ol €PEVLVEC AUTEC
Bagidovtal og a&IOMIOTA OTOTIOTIKA O£00UEVQ, £TOL WOTE VO €ival dUVOTH
N VEVIKELON TWV AMOTEAEOUATWV TNC €peuvac. To péyeBog TNC
TANPOQOPIOC TTOL GUAAEYETOL VIO KABE TEAATN €ival OXETIKA PIKPO, OAAA
T0 Ociyua NG EPELVOC EivVOl OPKETA PEYAAO.

‘Etol pio eTaipeia - 100vika - Ba umopovoe va d1EEAYEL:

O TIPOKEIPEVOU Va SIATIICTWOEL TIOIEC aKPIPWC Eival
Ol TIPOOAOKIEC TWV TIEANTWV TNC Kal
* yl0 va SI0TIOTWOEL TO TOOOCTO IKAVOTIOINGTC TOU

0€ KOBEUIO OMO AUTEC TIC TTAPAPETPOUC .

Ti miotebouy o1 ETAIPEIES

Maoti @evyouv ol TIEAATEC Ti AéVe 01 TEAGTEC
Kakn egumtnpétnon 8%
Taxc n %
axotnta 44%
_ 25%
Hee 28%
AGON 11%

28%

MpoBAuata pe 10 Tipoowtikd 0%
22%

MpoowTtikoi Adyol 33%
22%
AM\OYEC TIPOCWTIIKOD 19%
19%
Xwpig Aoyo 17% M Teen6Rc+

0%
Eikdéva 5: MnyR Ta Néa
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Ol TEPIOOOTEPEG ETAIPEIEC XPNOIUOTOIOUV TIC EPEVVEC IKOVOTIOINGNG TwWV
MEAATWY KOl TIOAAEC QMO QUTEC €XOUV BEOTIIOEL OMioNUOULC E0WTEPIKOUC
deikTeC 1Kavomoinong Twv TEAATWV. TMOANEC (QOpPEC o1 OEIKTEC OUTOI
ouVOEOVTal PE TIC OMOIBEC Twv TUNUATWY TOUL €ival apuodia yio TV
e&umNPETNON Twv MEAOTWY. H eumEIpio OpWC dEIXVEL OTI EVWED OTIC OEKO
POPEC Ol CUYKEKPIUEVEC EPEVVEC IKOVOTIOINONC TWV TEAATWVY OV Bonbolv
OUCIOOTIKA va BEATIWOEL N TOIGTNTA TWV TPOTOVTWV ] TWV LTINPECIWVY TNC
gmixeipnong mou Tig d1e€ayel, aAAd amAd TOPEXOUY KATOL EMITPOCOETA
OTOIXEi0 TO OTOIO KOTOAYOUV O€ €va GUPTAPL. AAWOTE Eival yvwaoTo
,OTI TO oTOIXEIO €ival TOAD EDKOAO va GUAAEXBOUV OAAG TTIOAD dVUGKOAO Vo
Xxpnaoigomnointolv owaoTd.

KoAO Kal OUVETO eival Omolo¢ omo@acidel VOKAvEL WIo  Epeuva
IKOvoToinong MEANTWV Vo AJBEL LTT’OYIV TOU KATOIEC TTAPAVONCEIC Ol
omoiec ival:

2NUEPa, onuagcia 0gv €xEl TOCO N MOCOTNTO 600 N MOIOTNTA TWV
MANPOQ@opIWV.H BeAtionoinon tn¢ €&umnpetnong TwWv TEAATWV
MPEMEL Vo 3eKIvael and tov idlo Tov TeAATn. Ol MeEPIooOTEPC
ETOIPEIEC £XOLV EKOTOVTOOEC OENIOEQUE OVOAUGEIC
EPWTNUOTOAOYIWV TOU OXESIACTNKOV HE YVWHOVO aULTO TIOU BEAEL
VO PaBel n etaupeia Katl Ox1 autd mou NOEAE va TEL 0 TEAATNC.
MPOTIUOTEPO €ival O EPELVEC IKAVOTIOINONC TEANTWV VO Eival
oUVTOMEC KOI VO pWTOUV OUTA TTOU EVAIOPEPOULY TOUC TEANTEG - Kal
OX1 OUTA TIOU EVOIOPEPOLV TIG ETIIXEIPIOEIC.

AOYW TNC Tieong TNG KaBnuePIvOTNTAC TOAAEC POPEC KATIOIOG OF
mPOoAdBaivel va aoXoAnBei pE POKPOTPOBECUOUC OTOXOUC KOl HE
aOPIOTEC EVVOIEC YEVIKOTEPO. Av TO OTOIXEIO TTOL PTACOULV CGTOUG
UTTELBLVOLC  €ival YevIKA Kol Qev  €ival  «KOBPEQPTNC»  TwV
OUYKEKPIYEVWY OANAYWV, d€ Ba yivel amoAUTwC TimoTa.

Otav oxedlddetal pia €pevva pia €peuva IKAvomoinong Twv
MEAATWVY Ba TPEMEL va EEPOUPE YIO KABE epwtnon T Ba KAVOUUE
TNV anavinon tc.

H pétpnon tn¢ IKavomoinong Twv meAAtwy O Ba TPETEL va Eival
AUTOOKOTOC. AAMWOTE dev €ival mopd TO TPWTIO PO HIaC
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YEVKOTEPNC TPOOTIABEIOC YIo TN PeATiwon TnN¢ €EumnpETNONG TWV
meAatwv. o va pmopei va  a&lomoinbei  OMOTEAECUOTIKA N
TTANPOQ@OPIO TTOU GUAEYETAL OTO TOC TMEAATEC MIOC EMIXEipnonC Ba
MPEMEL N dladikaoio autr va MEPIAAPBAVEL Evav KOKAO WETPNONG,
a&loAdynang, oxedlaopoU, EVEPYEING, KOI EMTOVOUETPNONG, O OTOIO0C
Ba 0dnyEél aTn cuvexr TapakoAoLuBnaon Kal T cuvexn BeAtiwon.

To TIPOOWTKO TIOU EPXETOI OF EMOQI) ME TOUC TEAATEC, EEPEL
oLVABCC OPKETA KOAG TIC ATOITACEIC KAl TIC TPOCOOOKIEC TOUC - Kal
TMOAU OULXVA QLTI N TANPOQPOPIa PEVEL AVEKUETAAAELTN aMO TNV
emxeipnon. O oOxedloopdg KOl N avaAuon TWV  EPELVWV
IKOVOTIOINONG TV TEAATWV OTIAVIO TIEPIAAMPBAVEL TOUC OVBPWTIOUC
EKEIVOULC TIOL Ba EMNPENCTOUY TEPIOCOTEPO OTO OTOIEC EVEPYEIEC
amo@oacolotolv. Kdabe BeAtiwon otnv e€umnpétnon 6a mpokOYEl
MOVO vV Ol GUYKEKPIPEVI AVOPWTIOL TNE TIPOKAAETOULV.

H pétpnon TnC IKAVOTOIoNG TPETEL VO €ival KaBnuepIvr) d0UAELQ,
Tou business as usual, Ox1 KAmolo amoomacuevn dpaaTnpIdTNTa
TOU €ival 0OKAEIOTIKA) €uB0vn KATOIoL GAAOL  TUNPOTOG N
umnpecioac. Mo va gival amoTEAEOUATIKG €va cLOTNUO PETPNONG,
MPEMEL va  €ival  amAd, Kotovontod, va  Oivel ypriyopa Tnv
TTANPO@OPIO KO va OTOTEAEL OVATIOOTIOOTO HEPOC TN AEITOLPYINC
TWV TUNUATWY TTIOL EPXOVTOL OE EMAPI) PE TOV TEAATH.

>iyoupa xpelddetal n cUPBOAN Twv avepWTWV HE EEEIDIKEVHEVN
YVWOnN 0Tov oXEdiaopd TNC EPELVOC KOl TOU CUOTIMATOC UETPNONG.
Opw¢, €€ioov onuavtikn yio TNV €mTuxia €ival Kat N GUPPETOXN
TOU POCWTIKOU TIOU OTOTEAEITOI aMG ATOPA TIOU BO EMNPEACTOLV
MEPIOOOTEPO ATO OMOIEC EVEPYEIEC OTOPACIOTOUV (TPOCWTIKO
«TIPWTNC YPOUUINE»), TO OTOI0 TIPETEL VO OIOBAVETAL OTI CUPMETEXEL
gvepyd, OTL ol omoyelc touv AaufBdvovtar vm’éYiv cofapd, va
ATOOEXETAL TA AMOTEAECUOTA KOl €ival dIOTEBEIUEVO va KAVEL KATI
ylo auta.

H oUYKEVTPWON TWV TAPATIOVWV O€ KATIOIO KEVTPIKI) UTNPETia Kal
N TOpousioor) TOU( OTO TPOOWTIKO, OUXVa Oomod  auto
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XPNOIKOTIOIWVTOC TO EMXEIPNUO «OUTA dEV 0@QOPOUV €uAC». H
OUYKEVTPWOT KOl N OVAALCN TWV OTOIXEIWV Kal TWV TOPATIOVWY
eival apketd amAr dladikacica, oAAG TOAD OTIOVIO TO TPOCWTIKG
evdloQepeTal 3 0 Bpiokel avaykaio v aAAG&el KATI OTn
OUUTIEPIPOPA TOU.

AVTIBETO, OTOV TO TPOOWTIKO EXEL EVEPYO GUPMETOXI 0T GUAAOYN
OTOIXEiWV IKOVOTIOINONC TWV TEAOTWVY, VIWBEL TIO €viovn TNV
avaykn oAAaynC. H TPAKTIKA TN¢ TUTIKAC EVNUEPWONG amd TN
dl0iknan mpo¢ T KATw, €vav 1 V0 UNVEC PETA TV CULAAOYH TWV
OTOIXEiWV TIPETEL VA AVTIOTPOQEL. H GUAAOYT TV OTOIXEIWY TIPETEL
VO YIVETOl TOTIKG - €Kei Omou e&umnpeTolvVTAl Ol TEAGTEC Kal
gpyadovtal o1 AvBpwTOol OV TPETEL VA AAAGEOLVY - KOl Ol AVAQOPEC
Y10 TIC EVEPYEIEC TIOL EYIVOV VA KOTELBUVOVTOL OTIO KATW TPOC Ta
TOvw.

H 1Kavomoinon twv TEAATWY TIPETEL VA ATIOTEAEL OTPATNYIKO GTOXO
MIOG ETIXEIPNONC, KOl OMWE Kal OA0L Ol GAAOL OTOXOl TIPETEL VO
HETPIETAL OTAV, OPWCE, 0XEOIALOVTA Ol EPEVVEC VIO TN UETPNON TNC
anoedoaong Kal Tne mpoddou, dev TPEMEL va EEXVAPE OTL 0 POVOC
AGYOC Y10 TOV OTOI0 YivovTal 0l EPEVVEC OIUTEC, €IVOL YA VO PEPOLV
BeATioon Kat 6T N eMITVXia TOUC OEV KPIVETAIL OTIO TOV OYKO KOl TNV
TOAUTIAOKOTNTO TWV TANPOPOPINY TOL Ba dWaoLV, OAAG amd TIC
BEATIWTIKEC EVEPYEIEC TTOL Bal TIPOKAAETOULV.

MOvo €101 UTOPEL PIO ETAIPEIO VO OTAPATACEL VO TIPOPRAAAEL TO
MWE PETPAEL TNV EEUTNPETNCN KaL VO OPXIOEL VO IAJEL YIO TO TIWC
TNV BEATIWVEL.

O KUKAOCG METPNO NG

TNG IKAVOTIOINONG TGV TIEAXTGOV

MATPpNOoN
YAortoinon Ai.-oA*ynon

Cxc BlaoHOg
3T- S - vr-T ' '-tr

CfON TTOIOTIKW V ep«<uv=0ov ~
_Jiyuaxi j aJ%
Opdé4dc g ouvln Tndnc TteN\atoiv (focus groups)
— IS i -
Kot >wR S IIP -’\P—Mr]c SGA-r Journey )
E U U VA* utikcg opodic nsAcn” («dvisory groups)

EION TTOO0O0OTIKWYV epeuvuiv —
J— <
T_Tip oOuxijKC<« ouvtv Te ic
£q
Eofe uvte, pE€ Bo> I NTO rNc*ty <—rm><«< 1l

AAANOI TPOTTOI OVAAOY NG CTOIXEiw Vv
Ept uve ¢ TP<=UNV TTAATWV HooOt customer survoy>)
__ mNHiToTup >od«at- ocoins my 2
Ept vVvNg vtu=v NfcAdnU>/ <Now customer feedbach)
_AvV7ZIANTTi Kji£jlprwitEX pere£NIn~u*lj-vs«<Birc-hi
kcivonoijr>012. TENGEATIOVWVY <
Ttor xXpnonr; TTtpoiovTwV (uSablIlty I« 21>3ts)

muoQ rnlnroiortfr?Hllr 1w <XKSED ke TTMUrmXIg - un, N7t
Bar- PGB D> VSN P Neo < XU,

Ewkova 6:MnyR Ta Néa
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KEDPAAAIO 2

21 HZXEXH TQON CRM & ERP TON 2YZTHMATQN

MoAAEG emixelproel o€ Eupwrn Kat Hvwpéveg MoAiteieg eykaBlaTouy Tig
eappoyEg Enterprise Resource Planning (ERP). O1 egappoyég ERP Toug
BorBnoav va aUTOUOTOMOINGOLY Kal BEATIOTOMOINGOLY TIG ECWTEPIKEC
EMIXEIPNTIOKEC TOUG dlaBIKATIEC, O€ TOMEIC OMWE N xPnUaAToddtnan, n
KOTOOKELN, N OlOXEIPION KATAAOYWY KOl TO QvBPWITIVO - dUVAUIKO,
ATEAEVBEPWVOVTOC ETOL TO PECAIO KUPIWC OIEVBUVTIKA OTEAEXN OTIO TIC
TOKTIKEG, KOBNUEPIVEG dladIKaaieg TN d1eLBuvaNg HIag EMIXEipnonc.

TO eVAIOQEPOV TWV ETAIPIOV EXEl PETATOMIOTEL amd T BeAtinon Twv
ECWTEPIKWY JIABIKATIOV MEPITOOTEPO GTOUG TEAGTEC. Ot AvBpWTIOL Kat Ol
EMXEIPNOEIS, WG TEAATEC , APXIOQV VO EMI{NTOUV TEPITCOTENPN TPOCOXN
KOl Gueon egumnpetnaon. fol €EUTIVEC ETIXEIPNOEIC pLBUiloLy TwPO TIC
EMIXEIPNOIOKEC TIPAKTIKEC TOUC ME TO VO EMIKEVIPWOOUV €K VEOL TIC
MPOCTIAOEIEC TOUC €EWTEPIKA. AOYW TNC AVAYKNG va OULYKEVTPWBOOUV
MEPIOOOTEPO  OTOUC TEANTEC, TOAAEC EMIXEIPrOEIC  Yyupidouv OtV
TEXVOAOYiO GAAN pia @opd - autrh ) @opa oto Customer Relationship
Management - oto CRM.

Onwg 1o ERP, o1 Aboeig CRM eoTialovy TNV aUTOHATOTIOINGN Kal TN
BeAtioon Twv dadikaciwv ot epappoyeq Front Office omw¢ ol
MwANCEIC To marketing Kat n egunnpetnan neAatwv. To CRM mnyaivel
mopanépa  Bonbwvtag TIG  EMIXEIPAOEI; VA WEYIOTOMOINGOLY  Ta

MEANTOKEVTPIKA OTOIXEI CUUTIEPIPOPAC TWV TEAATWY. EKTIHWVTAG OTI Ol
£apUoyEC ERP pmopolv va 0dnynoouv ot BEATIWPEVN OPYOVWTIKN
amodoTIKOTNTa, T0 CRM 0TOXeLel va  BEATIWOEL TNV  OPYOVWTIK
OMOTEAECUOTIKOTNTA WE TN HEIWON TV EE00WV TWANCEWV Kal TN TANEN
a&lomoinaon Tou KUKAOU {wr)¢ TOL TTEAATN 1} KOl TOU TTPOIGVTOC.

Me 10 ouvduagpéd Tou ERP kot CRM ol EMIXEIPNCEIC YIO vV
OIOOPPWAOOUV  EVO  OAOKANPWHEVO  GLCTNUO  WUMOPOOY  va  yivouy
AEITOUPYIKA IO OTIOOOTIKEG KAl QMOTEAECUATIKEG OTIG OXECEIC TOUG E
TOUC TEAATEC, €VW OULYXPOVWC Ba €€gpeuvoly VEEC dUVATOTNTEC KOl
avadUOUEVEC ETTOYYEAUOTIKEC EVKOIPIEC.

O mapaKAT® _TVAKAG OUYKEVIPWVEL T OTOIXEio  ekeiva  mou
OTOKAADTITOUV JIOPOPETIKO TPOCAVATOMOUO TOU €XOUV TA GUCTAUATA
ERP kot CRM. Me v mopouaiacn Twv mePIoXWV Omov eaTIAouv ol 300
TOTOL  EQapUOywV LTooTNPileTal _ott Ta ERP cuotiuata eoTidlouv
Kupiwg 0€ pia  oploTonoinan  SoMNUEVWY  AEITOUPYIWY (TLX. OTnV
mopaywyn Kat tnv KogtoAoynon) evw ta CRM cuoTiuata mou agopouy
OTn OGUMTEPIPOPA TIEAATWV TPOCTIOBOUY va TNV METPrIOOLY Kal va TN
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MOVTEAOTIOINOOUY KOI I OToia OTOTEAEL €va Tuxaio, pn dounuévo Kal
QUVOUIKO PEyeBoC.

Mivokag 1: Ala@opd CRM & ERP  (Mnyn): Siebel 7 Delivering the best CRM at the lowest total
cost of ownership)

212 ZY>THMATA CRM KA1 BUM'H PRM

AOY® NG paydaiag avamTuéng Tou GUYXPOVOU EUMOpIiou , N Tax0TNTa, N
OMOTEAECUATIKOTNTA KOt 0 EAEYX0G TWV SI0GIKATIOV noo)\r]cr]c YIVETOL 0AOEVQ

Kal TIO TIOAUTAOKOC Kol XpNoluog. ‘ETol mpokOmTel UTEPBOAIKO  KOGTOC
E!MEZOAOITIOY/
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UTOOTNPIENG presales S108IKACIWY, OMWAEIEG AOYW AaBWv otV ANYn Kat
OMOCTOAN  TOPAYYEAIWVY, KO(BUOTspr]or] TWV OTOTIOTIKWY TwAnong Kat
YEVIKOTEPO SLUOKOUWIO OTOV KUKAO TIWANGEWY Kl TIOPAYYEAWV.

Q¢ emektoon Tou CRM mou avo@EPETAl OTIC OXECEIC UE TOUC TIEAATEC,
OPKETEC ETAIPEIEC OTPEQPOVTOL OF OULVOAIKOTEPEC ALCEIC Business
Relationship Management (BRM) 1i Partner Relationship Management,
Ol OToieC Ogv Ka)\unrouv LOVO ToUg MEAATEC OAAG EMEKTEIVOVTOL KOl
0TOUG AOIMOUG OUVEPYATEG TNG EMIXeipnang (A.x. mpounBeuTég ). H Aoyikn
UE TNV omoia )\elToupya 10 BRM 13 PRM e¢ival napopola Je autr) Tou
CRM Kat oT0x0¢ €ival n eviaia aVTIMETOMION OAwV 00wV €PXOVTal OF
MO pe TNV emixeipnon. To Partners Relationship Management eivai
Eva_TAQiglo epappoywv To omoio PBonbdel otnv BeAtigTomoinon tng
Ol00IKACIOG MWANONG, EMITVYXAVOVTAG TNV SlOCUVOEDN  OMOKOUUEVRV
AEITOUPYIOV TIWANGNG.  EIBIKOTEPA  OTOXEVEL OTNV  OUTOHATOMOINGN
OAGKANPOL TOU KUKAOU TWANGEwY. KAmola amd Ta onuavtiKOTEP
MAEOVEKTAHOTO Wia¢ PRM Abonc eivat:

= Meiwon o@aApaTwv Kotd TV ARYn Kal
EKTEAEDN TaPAYYEAIQC.

i MePIOPIoPBC TOU KUKAOU TIWANGNC.

« ZTPOTNYIKA TIMOAOYNON MEON Kol €yKupn
MANPOPOPNON.

* [apoyeTpomnoinan mpoioviwy  Euvtoviopoc
OpadIKWV MwARoEWV.

H ayopd Tou Internet amoTeAel ONUEPD EVOV XWPO HE OPKETEC EVKOIPIEC
KOl 0LVATOTNTEG YIO Va IKAvomoInBolv ol PIACOOEIEC TOOO WIKPWY 000
KOl PEYGAAQV ETUXEIPNUATIOV. AAAWGTE Ol EMEVOUOEIC OF UMNPECIEC
gUMOPIOL péaa amo TO JIOBIKTUO UTOPOLY Vo dNUIoLPYRCOLY Eva she lE
IKOVOTIOINTIKO OPIBUO EMICKETTWY, AKOUN KOl PE TIEPIOPIOUEVO KEQAAAILO
1 o€ GUVTOMO XPOVIKO d1AaTna.

Agv apKei OJwG Povo autd. H dnutoupyia €vog site Kal n dlekmepaiwan
TWV TPOTWV CUVOAAQY@V E€ival povo N opxn ylo 600ug PAETOUV TNV
NAEKTPOVIKN Oyopd HE PAKPOXPOVIEC TIPOOTITIKEC. Ela 000u¢ dnAadn) dev
EVOIOPEPOVTOL VO dNUIOUPYNCOULV pId ETIXEIPNON OTO S10QIKTUO UE OKOTIO
VO TN PETOTWARCOLY 0TV Apxn TN AEIToupyiag Tne .

H dlatpnon &vog she kot n emitevén otabepol puBuoL avamTuEng
Bagiletal g KAMOI0 - £0TW TEPIOPIOUEVO BabUO- oe PEBOIOUG TIOU EXOLV
EMTUXWC  XpnaolyornoinBei Kol 0TV TMOPadOCIoK — olkovouia. H
Baoikotepn amd auteq eivar 1) avamtuegn Customer Relationship
Management, 6nAodr] OI100IKACIWY KOl TIOAITIKWY, TOCO VIO TNC
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EMIXeipnong (X OVAMTUEN JIOVAWY EMIKOWWVIOG ME TOUG TEAATEC).
2TOXO0G OUTWV_€lval N KAAOTEPN dLVATH IKAVOTOINGN TwV MEAATWV, WOTE
VO QVOTMITUXBED PAKPOXPOVIO OXEON WETOEL OUTGV Kal TNG EMIXEipnang .
AvTiotolxa 1o e-Customer Relationship Management €xel avamtuy6ei w¢
N ONUAVTIKOTEPN TIOAITIKI Y10 IO ETITUXNUEVN ETIXEIpNON 0TO d1adiKTuO.

MopdTI €QApPUOLETAL EMTUXNUEVA VIO OPKETA XPOVIO OTIC TAPOOOCINKEC
EMIXEIPNOEIC, TO €VPOC TWV OUVOTOTATWY ToL e-CRM avadeikvueTal péoa
aTmo Tr VEO OIKOVOWIa OToU 01 CLVBNKEC Eival EVVOIKEC yia TNV OVATTUEN
Tou. EIOIKOTEPO, Ol TOPAYOVTIEC E€KEIVOL TIOU €LVOOUV TNV €LPEId
a&lomoinaon moAITIKwv e-CRM eivai:

i- H eykateatnuévn Texvoloyia Péoa o€ pia NAEKTPOVIKN EMIxeipnan,
MAVW 0TNVY omoia aTnpideTan N avamtuén epapuoywv e-CRM auyva
UE EAAXI0TEC IPOOOETEC ETEVOVTEIC.

H NnAEKTPOVIKI] KOTOypO®r] OAWV TWV GUVOAAOYWV,
WOTE VO YIVETOI HE EUKOAIO N OLYKEVTIPWON KOl N
eMegepyaoio MTOAVTIUWY OTOIXEIWV TIOU TPOPOOOTOUV
TNV avATTUEN TOAMTIKWY e-CRM.

i- H duvatotnta Tox0TaTnG €QAPHOYNG TOAITIKGV €-
CRM pe tn xpr]or] r])\sKtpowva ueowv I‘Iapaéslyua
OMOTEAET N ANYN EPWTNOEWV N TOPATOVWY TWV
TEAATWVY r])\sKrpowKa (uéow r]}\sKrpowKr]c (popuac N
e-mail ) Kot n apean IKavomoinon autwy pE T Xprion
TNAEQPWVIKOU KEVTPOU I NAEKTPOVIKOU TaXUOPOWEIOU.

M H duvatotnTta avantuéng avoBabuiopevwy TOAITIKGOV
Marketing g€ ox€on pe QUTEC TOUL UTAPXOLY OTNY
napadoaiakn  ayopd. XopOKINPICTIKO TAPAdEyUa
gival n avamtuén emKovwviog one to one PETAEL TNg
EMIXEIPNONG KOl TOU TEAATN) péOw Internet eite amod o
PC, €ite and 1o KIvnto TNAEQPWVO i TNV TNAEOPAOT).

Ma TI¢ emixelprgelq mou dpactnplomolodvial 0To S10diKTLo  AoImoy
UTIAPXEL 1) ATOPAITNTN UTOJOUN YIO TV aVATITUEN e@appoywv e-CRM,
UTIAPXEL OpWG Kal pior YeyaAUTepN aVayKN. AUTH TG LI0BETNONG aUTWY
TWV €Qappoywv. O AOYo¢ NG avaykolotntag autig ivar n Omapén
HEYAAOU Ko QUEAVOHEVOL QVTAYWVICHOU EVaVTL TOU OMOIOU TO KAAUTEPO
QVTIPETPO Yia pior emixeipnon €ivat n dnuiovpyia piag peyaAng palog
IKAVOTIOINUEVWV KOl OTABEPWY TEAATWV.

Ot e@appoyég Call Centers (Alayeipian TnAEMIKOIV@WVIOKNG  Kivnaong)
MPOCGQPEPOLY OTIC EMIXEIPATEIC T dLVATOTNTA Va Kabopi{ouv Tov TPOTO
JIOXEIPIONE TNE TNAETIIKOIVWVIOKIG Kivnang, avaAoyd pPE TIC AVAYKEG TOUC.
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Ot KAQOEIC €EUTNPETOLVTON OE OXEON ME TOPOPETPOUC TIOL OpPICEl N KABE
ETIXEIPNON, OMWC N TAVTOTNTO TOU KAAOUVTOC, TO JIABECIUO TPOOWTIIKO, N
WPO KOl N NUEPX TIOU TIPOYMATOTOIEITAL N KAION, 0 apIBUOC KAROEWVY TIOU
MPETEL v €ELTNPETNBOLY, 0 PECOC XPOVOG EELTNPETNONG, N OVAUOVH TNC
KAong, K.a. Ot egappoyéc twv Call Centers mapexouv oto mPocoMIIKo
TEXVOAOYIKA £pYaAEia, Ta omoia au&Avouv TNV omodOTIKOTNTA TOU KOl GUVETIWG
TNV OMOTEAECUATIKOTEQN EMOQN E TOV TEAGT.

H "AVAYA" anoteAei 1o kupiapxo tg ayopdg Call Centers oe 0Ao Tov
KOOMO pE pePIdIo 36%, QMOTEAWVTAG TNV EMIAOYN TOAGV HETIWV Kal
HEYGAWV ETIXEIPNOEWV TOU BEAOLV VO QEIOTOICOLV Ta VEX KOVAALX
EMKOIVWVIOG, TPOTPEPOVTAG UPNAOL EMIMEDOV EEUTNPETNON MEAATWV. TO
XAUNAG KOGTOC LAOMOINGNG Twv AboEwv "AVAYA" gg GUVOUOOUO HE TO
MIKPOTEPO dUVATO XPOVO UAOTIOINGNG Kal E€POPHUOYNG, EMITPEMOUV CTIG
EMXEIPNOEIG VO PEYIGTOTIONGOLY TO TEPIBWPI0 KEPOOUG OMO TOV KABE MEAGTN
TOUC Kal va LIOBETACOLY EMITUXEIC TONITIKEG customer loyalty & customer
retention.

Tnv MEPOCUEVN TEVTOETIO O EMIXEIPNOEI EMEVOUOAVE OE OPKETEG CRM
OTPATNYIKEG HE OTOXO VO QUENCOULV KATA TO dOKOLV TNV MOIOTNTA TwV
UTINPECIGOV TOUG Kat To customer loyalty. ®UGIKO emaKOAOLBO QUTWY TWV
enevduoewv Nrav n ayopd twv Call Centers va MOPOLCIAGEL GNUOVTIKI)
aUENGN HIaG Kal TO TNAEQPWVO NTav aVEKADEV O TIO dNUOPIANG TPOTIOG
EMKOIVOVIOC TwV TEAATWY e TOUC TPOUNBeLTEG. Ol TeXVOAOyieq mou
KOTO@QEPVOLY VOl OUTOUATOMOINCOUY CUYKEKPIUEVES dlEpyaaie Twv Call
Centers Kol va umokataatrioouvy toug Call Center Agents Katagépvouv va
TIOPOUCIACOUV [IE OXETIKI] EVKOAIO EMIOTPOPH TOU KEYOANIOU TNG EMEVOUATG
(ROT). H mo dladedopévn aut T otiyur texvoroyia ata Call Centers n
VR Kool :pvel va uglwael Tov gopto epyaaiag evog Call Center Agent
ME TNV  QUTOMATOTOINGN  OPICUEVWV  OMAWV  EMOVOANUBOVOLEVRV
EPWTNUATWY. ZUUPWVA WE pia j )evva tng Datamonitor o 2001, 300 Call
Center Managers OnAwcav ot 10 35% Twv rn)\s(poovr]uamv TIoU
dexovrouvgav ta Call Centers Toug SIOXETELOVTOLOAY GTO KATAAANAO TUAHO
We v xpnan texvoAoyiag VR, eviw 0xed0v T0 12% TWV TNAEQWVNUATWV
OIEKTIEPOIWVOTAV €E o}\OK)\r]pou and AUTOMOTOTIOINUEVO GUCTATAL.

Map’0Aa autd ot texvoAoyia 1\ dev ival KABOAOU dNUOPIANG GTOUG
KATAVOAWTEC. H TOAUTAOKOTNTA NG d1AdIKATIAG OV AMAITEL TNV XPHoN
TOU OPIBUNTIKOU TTANKTPOAOYIOU TOU TNAEQPWVOU OE GUVOUACHO WE TNV
KPR dLVOTOTNTA OMOPVNUOVELCNG TOU KATAAANAOUL aptBuol yia tny
KOTOAANAN LTNPECia QUOKOAEVEL OPKETA TOUC KATOVOAWTEC. AUTO EXEL

32



oav  OmOTEAEOUO  TOAAOI  TEAATEC VO €Kveupidovtal amd Ty
MOAUTIAOKOTNTA TWV JIASIKACIWV Kal EITE VA WV XPNCIUOTOI00Y TNV
UTINPETIO KAl va TEPIPEVOUV VA WIANCOLY amevbeiag ue Kamolov agent -
OTOTE TO KOOTOC Xpriong Ttou call center dev PEIWVETAL- 1] AKOUO
XEIPOTEPO VO KAEIVOLV TO TNAEPWVO EKVELPIOUEVOL ATIO TNV TOIOTNTO
TWV LTINPECIWVY.

ATO Ta TaPATAVE Eival TPoPAVEC OTI Ol LTINPECIEC aVOYVWPEITNC WV
anoTteAoLV povodpopo yia ta Call Centers.

H xpron autrg tng TexvoAoyiag Ba eMITPEPEL OTIC ETAIPIEC VA PEIWTOLY
ONUavVTIKG  TO  KOOTOG  Aertoupyiag evog  Call  Center pe v
OUTOMOTOTIOINGN B10BIKACIOV TIOU HEXPL TWPX AmMAITOOY TNV Umapén
kdmotouv Call Center Agent i} peIwWVOVTOC TO XPOVO TIOU OTAITEITAL ATO
kamolov Call Center Agent yia TNV OAOKANPWON MIOC TNAEQPWVIKNG
OUVOUIAIOC LTTOOTAPIENC.

H @Akotnta ot XpNnon  Kablotd  TIC  aUTOPOTOTMOINUEVEC
dladikaciec  mo  "avOpwmivec”.  TOPAAANAC  EMITPEMOLY TNV
auToMOTOMmOINGN  TIO TOAOTAOK®V O10dIKACIWY O OXEON MWE TNV
texvodoyia IVR. (TLX. N OUANOYN TWV OTOIXEIWV EVOC MEAATN TOU
MAEQWVEI 0TO TUAPA TAPATIOVWY - Gvopa, dIELBLVAN, TNAEPWVO- HE TIG
UTdpxouaoeg TexvoAoyieq amaitei tnv mapouvcia Call Center
Agent) MovadIKo PEIOVEKTNUA TOUG OTNV MAPOLCA QACN QAIVETAL VA
eival To KOOTOG UAOTOINGNG TOU Eival QUENUEVO OE OXEQN HE TNV
vAomoinaon ¢ IVR texvoAoyiag Kabiotwvtag €Tl TNV dLVOTOTNTA YId
andoBeaon tn¢ emévduang mo GVOKOAN yia pikpa Call Centers.

To mpoPAnua auto aiyoupa dev Ba emnpedoel Ta peydAa Call Centers
MIag Kal N peiwon Tou GUVOAIKOU XpOVoU Tou KaBe TnAe@wvnuatog ba
EAATTWOEL ONUOVTIKG TO KOOTOG Xpnang twv Call Center 13iwg av auta

XPNOIUOTIOIOLY YPAUUEC XwpiC Xpewan(0800).

Ta OUOTAUOTO AVOYVWPIONG QWVNG Kal Ol QmOKOAOUUEVEG Voice
Driven Business Solutions amoteAobv mia 0vaTOGTACTO OTOIXEIO
dlepelivnoneg yia  Kabe emixeipnon Tou  €mIBUPED va  TIPOCQEPEL
OAOKANPWHEVEC LTINPETiEC e§uTnpEéTnong meAatwy Péow Call Center.

Mia aKOUO TOAAG UTOGXOUEVN UTNPETia, Tou BacileTal oTn dIAPKWG
QUEVOUEVN dNUOTIKOTNTA TOU dladKTOoU, eival To Web based Call
Center.To Internet Call Center eival ouolaorlKa Evag 6iovAoc
O1OBIXTUOKNG EMIKOIVWVIOG PETAED piag EMIXEIPNONG KAl TWV MEAATWV
Ne. Mpoc@epel Guean MANPOPOPNON YIO TPOTOVTA KOl UTINPETIEC TNG
EMIXeipnonNg pe e€MAvVOOTATIKOOG TPOTOUC OMWE TNAEQWVIK —Oon
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the spot - emikovwvia pe sales agents (Voice Over IP), text-chat
sessions 1 anmAd EPWTNOEIC YEOW e-mail.

CTI givai n TexvoAoyia mov £dwae TN UVATOTNTA yIa T GOYKAIGN TwV
Xwpwv ¢ MANPOPOPIKNAE Kal ¢ TnAEwviog o€ pia emixeipnon. H
TNEPWVIKN EMKOIVOVIN e TOV TEAATN GUVOSEVETAI TAEQV HE TNV
EUQAvion aTnv 080vn, mAnpo@oplwv onw¢ Ovoua, Alebbuvar,
OIKOVOUIKA 2TOIXEID K.0O., TTOU wONBAOUV TO TPOCWTIIKO TNG EMIXEIPNANG
VO OVTOTEEEABEL YPNYOPOTEPQ KOl AMOJOTIKOTEPQ, GTNV EMKOIVWVIO HE
TO GUYKEKPIYEVO TEEAATN. MEPIKA amo T AUECA ATIOTEAECUOTA TN
g@apuoyng TNC texvoAoyiac CTI, gival N AVTIYETWTION TWV TEAOTWV UE
TPOTIO EMAYYEAUOTIKO, KOBWE KAl N PEIWOTN TOU AEITOUPYIKOU KOGTOUC
TNC emixeipnonc.

2112 1.(10 / ml )

O1 epappoyéc TviT anote oy Bagikd epyaleio oTov mixelpnuatia o€
24wpn Baon, ave&aptnta and ™ daBeCIUOTNTA TOU TPOCWTIKOV. To
I\ KaBodnyei TOLC TEAATEG, WOTE PETO ATIO TNV TNAEQPWVIK] GUOKELN)
TOUC ME ATIAEC ETIAOYEC, va €XOLV TTIPOCROCN OE ETIAEYUEVEC
TTANPOQOPIeC, oL PBpiokovtal anoBNKELUEVEC OTIC PATEIC OESOUEVWV TNG
emixeipnonc. Ta BooIKG 0PEAN TTOL TPOKUTITOLV Eival:

AuvatotnTa yia 24wpn EUTNPETNON TWV TEANTWV Kal
Meiwan Tou AEITOUPYIKOU KOOTOULE TNC EMIXEIPNONC

KABWG PEYAAOG OYKOC KOBNUEPIVOY OAND AMAGV EPWTNHATWV OTO TNV
TAELPA TWV TIEAATWV, EEUTNPETOLVTAL ameVBeiag amo 1o VE..

To oAokAnpwuévo abotnua CRM, oL GUAAEYEL GTOIXEIO Y10 TOV
MEAATN A0 OAEC TIC OPACTNPIOTNTEG TNC ETAIPEING KO TNE EMIKOIVWVIEC
TIOU QIUTH) €XEL PE TOV TIEAATN), YE OTIOIOV TPOTIO KAl OV
TPAYHUOTOTOIOUVTAL, TA OPYOVWVEL O TANPOPOPIA KAl yvOan GUUPWVA
ME UE TNV TOAITIKI| KOl T OTPATNYIKI) TNG ETAIPEIAG Kal Ta JIABETEL e
EVIOI0 TPOTO OTO GTEAEXN TNC Ta Omola dlaxelpidovTal TIC OXETEIC UE TOUC
TEAATEC éMarketing, Customer Support, Sales K.a.). AVOAUTIKOTEPA
mePIAAUPBAVEL:
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Collaborative Customer Management: EmTpEnel TN ouvepyaaia
METOEL TWV TUNUATWY TNG ETAIPEING, AAAG Kol PETAEL ETAIPEIMV Kal
OMIAWV ETAIPEIV, TIOU OUVEPYALOVTAL yia TNV €EUMNPETNGN  KOIVGOV
meAAT@Y. ETAL, Ta 010Qopa TUNUATA ) Ol ETAIPIEC, EMKOIVWVOULV TANPWG
METAEL TOUG WE BAoN TNV 010 OAOKANPWHEVN EIKOVA TOU TEAGTN Kal
gival oe 6éon va_ TOPEXOLY eviain, PBEATIOUEVN KOl  TOXUTEPN
e&uTNPETNON OTOV TEAQTN OMO onmoénnms onueio mpoogyyionc.

Customer Intelligence: EKTOC omo ta dNPOYPAQIKA OTOIXEIA, TUAAEYEL
EMIONGC KO GTOIXEIQ TIOU OPOPOULV TN OXEGN TOU MEAATN WE TNV ETAIPEIQ.
H oxean opiletal Yoo amo ayopég MPOIOVTWY, KANGEIC Yio UTTOCTNPIEN,
MOPATOVO KOl YEVIKA OTMOIOdNTIOTE  €MaQr) e TNV  etalpeio. H
TANPOPOPNCN auTA €ival dlaBEIUN o€ KABE EMO@r) PE TOV TIEAATH.

Personalized = Customer Management: Tlapéxel T duUVOTOTNTO
MPOOWTIKNAG EELTINPETNONG TWV TEAATWV OKOHUN KOl OV 0 OYKOG TEAATWY
MOV €EUMNPETEITAL EMi KABNUEPIVAG PAANG EIVOL TEPATTIOC. ZUVIEEL TNV
KGBe €M TNG ETAIPEING PE TOV OUYKEKPIUEVO TEAATN, TIC UTNPETIES
MOV TOU TIPOCPENBNKAV KOl TOUG KOVOVEG UE TOUG OMoioug emiBupei n
ETAIPEIOr va TOV XEIPIOTEL. 'ETOL NG EMITPENEL Va_EMIKEVIPWOEL OTIQ
OVAYKEG KAl TNV €EUMNPETNON OUTWV TWV TEAATWY TIOU  EXOUV
MEYOAUTEPN a&ia yia Tnv eTalpeia (X, €qv 0 MEAATNC €ival aMO TOUG TIO
KaAoUG 1] gold, dikatouTal 20% EKmtwan).

Front Office Automation: AUTOUOTOTIOIED KOl GUGTNUOTOMOIED TIG
EPYQTieq TNG ETAIPEIOG TOU E£XOUV GUECN EMAQR UE TOV TMEAATN Kal
a@opoly JPaCTNPIOTNTEG MWANCEWY, €EUMNPETNONG Kol marketing.
Tetolec epyaoieq eival: Campaign Management, 0Omou n €TaIpEl
OXedIACEL, EKTEAE( Kal MAPAKOAOUBET EKOTPATEIEC TPOWONGNG TPOTOVTWV
N umnpeaiwy. Loyalty System, omou n etaipeia eQapUOlEl pla GEIPA OO
KOVOVEC ylo va  emPBpafedoel TOUG TMO TIOTOLG TEAATEC. Service
Management, OmOU N ETAIPEIN TOPAKOAOULDEI TNV €&uMnpETnNan Tou
MeEAATN amd ta dia@opa TUpata . H Abon alpha partner dl00@aAilel
N OWOTN KAl GUEDN EMKOIVWVIO PETAED TWV TUNPATWV TIOL EEUTINPETOLY
TOV TEAQTN, TPOKEIUEVOU N €&UMNPETNON Va  eival TaxOTepn Kal
amodotikotepn.Contract Management (Service Level Agreement), omou
N ETOIPEI0 TTOPEXEL TIG UTINPECIEG EKEIVEG TTOU CUHPWVNBNKOY UETAEL
MEAATN KOl ETOIPEIOG OE GLUPBOAOIO LTINPETIWV.

TEAEIWVOVTOC QUTO TO KeQAAQIO eival BagIKO va EMIGNUAVOUUE TN
ONUAVTIKOTNTA TOU €XEL N 0AOKANPWaN tou CRM o€ pia emixeipnan Kai
N HeYOAN avaykaidtnTa QUTQV TWV CUCTNUATWY OE CUVEPYOTia Ue TO
CRM woTe va emTeLXBei KAOAUTEPO OMOTEAECUO EVOOETIXEIPNTIOKA Kal
€EWETIXEIPNOIAKA.
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KEDPAAAIO 3

3.1 XAPAKTHPIZTIKA TOIXEIA TQN CRM 2YZTHMATQN.

H Aettovpyioc tou CRM pmopei va amMEIKOVIOTED OTO ZXNNUO TOU
akoAouBel .Eival €va¢ KUKAOC TOU amoTEAEiTal Omo Tpia oTddla: TnVv
anoTiunon, To oXedioopa Kol TNV bAoToinan/ eeapuoyn.

ATIOTIMHZH

\AXomouing¢n IXEANA[AIMOZ

Ixnua 1. Mnyn :

2T0 TPWTO OTAJIO N MANPOPOPNCN TOUL EXEl GUAAEEEL N EMIXEipNON
T000 amé OKA TNG JEQOUEVO PEOW NG AAANAEMIOPACNG TNG PE TOUG
MEAATEC TNC 000 Kal amd AAAEC TnyeC (dSNUOYPOQPIKA, YUXOypPaQIKA
0gdopéva)  XpnolpomolouvTal - yia T dnuiovpyia  HOVTEAWY
OUUTIEPIPOPAC TWV TIEAATWV (YEVIKA 1 KAT EEATOMIKEVUEVO OVTEAQ).

2T0 €mMOpEVO  OTAdI0, AmMOPACICOVTOL Ol  KOAUTEPEG  TPAKTIKEG
MPOCEYYIONG Ylo Tov (KaBe) meANTn oLU@WvVA UE TA OTOIXEID TIOU
TPOEKLYOV OTO TO TTPONYOUEVO GTAJIO.

TENOC, OTO OTAOI0 TN¢ ULAOTMOINONG VYIVETAlL €QApUOY TwV
TPONYOUPEVWC Omo@acelcbevtwy marketing campaigns. € auto TO
onueio mpeEMel va avadelxBoluv dLO onueia: To MPWTO €ival T0 BEua
TNC OMOTEAECUATIKNG EMIKOIVWVIAC TNC KAUTAVIOG IOV OKOAOUBEITOL
Kal To deUTepo NG avatpo@odotnaong (feedback), tnNC GUAAOYNAC
ONAad O0€OOUEVWV OXETIKA W€ TOV TPOTO TOUL OVTIATIOKPIONKAY Ol
MEAATEC OTa epeBiopata woTe va xpnolyomoinbolv ot @Aacn g
QMOTIUNGNG TOU VEOU KOKAOU e OTOXO TN GUVEXICOUEVN PEATiWaN TNG
AglToupyiag Tng emixeipnonc. Kat ota 600 autd onueia eivat moAOTIUN



N GUPPOAN TNG TEXVOAOYIOC MEOW TwWV KOAVOAIOV ETIKOIVWVIOC TOU
Ol0B€Tel aTnV emixeipnaon eite pe ta call centers €ite pe dIABUKTIAKEG
EQOPUOYEC OAANAETIIOPOONC HE TOUC TEAATEC OAAG KOl UE €PYOAEin
anoBrikevaonc mAnpo@opiwv (data warehouse, data mining tools).

2---L’AL. u TOVCTH/ T2

O €vTovog QVvTaywVIoPOG, 1) TayKooulomoinon, n Tumomnoinan Twv
TPOTIOVIWY OE OPIOPEVOUC KAODOUE £XOUV WBNCEL TIC ETUXEIPHOEIC TNV
E0TIOON OTO TOAUTIUOTEPO i0WG OTOIXEID TOUG, TOUG TEAATEG
Emixelpeital pia obvtoun mapouaiacn €vog oUYXPovou Kol EVTOVWG
OVOOUOUEVOL OTO ETIXEIPNUOTIKO TPOOKAVIO, CLOTHHATOC Oloiknong,
IOV LIOBETEL aUTAV OKPIBWC TNV TEAATOKEVTPIKY QIAOCOQIQ, AQrVOVTaC
01O TIEPIBWPI0 TIOANIOTEPEG OVTIANYEIC TIOU €iXOV 0OV KEVIPO TOUC TO
mpoiov. To CRM TPOKEITAL YIO Hio TEAQTOKEVIPIKY TANPOQOPIOKH doun
N OMOoi0 TPOCEPEPEL OXI POVO AEITOUPYIKEC TEXVOAOYIEC( ETIXEIPNOIOKEC
O10QIKOCIEC TTPOCAVATOAIOUEVEC TIPOC TIC GUVOAAAYEC) OAAG €mionc Kal
AVOAUTIKEC TEXVOAOYIEC .

[Mpocopuoyr]  ZUYKEVTPWON Kotnyornoinon  E&otopikeuon

¢ CRM Kal TWV TEAATWV NC OpAonC

OTPATNYIKNC  QIATPAPICHO oOuQWva PE TIC  Emixeipnon -

UE TOUC TWV OEO0UEVWY  OYOPAOTIKEC MeAat.

OTOXOUG TNG  TWV TEAATWV. TOUC OLVNBEIEC.

gmxeipnonc.

vV ZUVEXNC

a&loAoynon
TOUCRM .

Mivakag 2: Movteho Evowpdtwaong Tou CRM Ztnv Emixeipnon (Mnyr: www.Siebel.com)

Mia emituxnuévn otpatnyikp CRM &ekivael pe tnv agloAoynon twv
EMIXEIPNOIAKWY AVOYKWY Kol Tov oxedlooud tou CRM ouatnpatog e
OTOXO TNV ETMITELEN TWV OULYKEKPIMEVWY OTOXwWV TNC emixeipnong (Best
Practices LLC,2001) TMa tnv emtuxnuévn eloaywyn Kot Aeitoupyio
CRM ouoTtnPATWVY Ol EMIXEIPHOEIC TIPETEL VO EXOUV 1] VO ONUIOUPYIICOLV
EVO QOUNMEVO Kal KOTOVONTO apXeio PE TIC OPACEIC KOl OVTIOPATEIC TNC
EMIXEIPNONG PE TOV TEAATN Kal TIC TPOTIKNCEIC TOU YIO UTIAPXOVTO 1) VEX
npolovta. Miow amd KAbe metuxnuevn eapuoy Tou CRM Bpioketal pia
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N MEPIOOOTEPEG BATEIG BESOUEVWV TIOU GUYKEVIPWVOLY TANPOPOPIEC YIal
TOV TEAATN KaBOAN TNV JIApKeI TOU KOKAOU {wn¢ Tou. Me ) BoriBeia
VEWV TEXVOAOYIWVY UToaTnpidovtal BACEIC GEBOHEVWY TTIOU EVOWHOTWVOUY
TANPOQYOPIEG IOV GUAAEYOVTAL OMO SIOQOPETIKA KAVAALD ETIKOIVWVIAG HE
ToV MeAAT. Eva emituynuevo CRM c00Tnua TIPEMEL va dloxeIPideTal
TNAEQWVIKA  KEVTPA, NAEKTPOVIKO Taxudpopeio, unxavég fax, ATMG
OKOHO Kal €EUTIVOUG TIPAKTOPEG O€ EVOl POVOJIKO KEVTPO sEunnparnonc
€101 WOTE va OIOXETEVEL TPOOPOPEC N TPOIOVTO OTOUC KOTAAANAOUC
TIEAQTEC.

Emiong éva CRM pe T OTOIXEiO TOU GUYKEVTPWVEL Y10 KABE MEAGTN
UTTOPEL VO GUVTEAEDEL OTNV QVATITUEN PUXOYPOPIKWV XAPAKTNPIOTIKWY
ONWG MPOTIUACEIC, GUVBEDN OIKOYEVEING, TIPONYOUUEVES YOPEC KAl ETAL
VO avayvwpioel KivnTpo mou wBolv Toug TEAATEC o€ ayopec. Me [Baon
aUTA TO XOPOKTNPIOTIKG UTOPOUV Vo OXEJIOOTOUV VEN TPOIOVTO YIO
OUYKEKPIPEVEC OUAdEC - GTOXOUC.

O TeAIKOG OTOXPG OpwG €vog CRM guaTApATOG Eival N IKAVOTNTA va
EMIKOIVWVEL N emixeipnon Ye KaBe éva amd TOUG MEAATEC TNG
EEXWPIOTA. ECOTOUIKEVUEVEG ETIPAVEIEG €QYATIAG OUVTEAOLV OTN
OnUIoLpYia EUTIOTOCVVNG OMAPAITNTO GTOIXEIO VIO TNV AVATITUEN HIaG
HOKPOXPOVNG KOl amodoTIKAG OXECNG PETAEU EMIXEIPNONG KO MEAATN.
Emion¢ ta TeAeutaiag TexvoAoyiag epyaeior oL EVOWUOTWONKAY OT
CRM mapéxouv v duvatotnTa 0TOUG KOTAVAAWTEG VA ONUIOUPYROoLY
JIEMAPEG TIOL TOUC EMITPEMOLY VO PAXVOUV TANPOQOPIEC yia TpoldvTa
KO UTINPECIEC KATA TO dOKOUV 24 WPEC 7 NUEPEC TNV doudda.

vr?r'/IN LT T7TIZvL e tT-'Z7: A" - 27,

Otav pIAGuE yia diaxeipion oxéoewv medateiog (Customer Relationship
Management), ovVA@QEQOUACTE O Ui EMIXEIPNUATIKN OTPATNYIKN, T
omoio €0TIACEl GTOV MEAATN KOl avayVWPIeL 0TI N IKAVOTNTA KATAVONang
TOU Kal OAANAETIdPACNG PE QUTOV AMOTEAET KPIOIUO TOPAYOVTa EMITUXIOG
0TO GUYXPOVO ETIXEIPNUOTIKO TEPIRAAAOV.

Mw¢ Ba PMOPETEL UIa EMIXEIPNAN VO EEUMNPETEL TOUG TEAATEG TNG
KOAUTEPO OMO TOUG OVTAYWVIOTEC TNG;

Mw¢ B pmopéoel uia emixeipnon va e€ao@aAioel kai va
dratnpraoet vPnAoLg pubuoug avamntuéng;

ALTa Ta 000 epWTAMATA N EMIXEIPNON WTOPEL VA AMAVTNCEL PECT AMO
v epapyoyr Tou cugtiuatog CRM. To CRM eivat 1o péco mou
ONUIOUPYEI MIOTOTNTA OTO TEAATN, Pe OTOX0 TNV aENON NG KEPSOPOPIag
KOl TOU ETIXEIPNUOTIKOD OQEAOUG, €0TIALOVTOG OTNV TOPOXN LUWNAOL
EMMESOV EEUMNPETNONG TWV TEAATWV TNG EMIXEIPNONG OMO OAX TA PEAN
TOU OpPYaVIGHOU.

To OMOTEAECUOTA €PELVY OEiXVOUV OTI N TOIOTIKY €EUTINPETNGN TOU
MEAGTN €ival paAAov 1 e&aipeon mopd o Kavovac. Or eTalpeieg
FORTUNE 500 eup@avidouv KoTd MECO OPO TOCOCTO ETAKIVNONC
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meAatwv 50% kabe mevrvta xpovia. O KOplog Adyog (o€ m0c0oaTo 68%)
MOV Ol TEAATEG OTPEPOVTAL OTOV AVTOYWVIOHO €ival N adlagopia evog
UTOAARAOL TNG EMiXeipnang. H KatdoTtaon eU@avilel EMOUEVKC UEYAAQ
nepBwpla BeAtinonc. Ot emielpoelc, ol omoie¢ Ba pmopéogouv va
MOPEXOUV  UYNAG  €mimedo  €EUTINPETNONG TWV TEAATWYV TOug, Ba
e€aog@aAioovv Taxeic puBpoLC avamtuéng Kal avénaong g KeEpdoPopiag
TOUC, UTIOOKEAI(OVTOC TOUC OVTOYWVIOTEC TOUC

B) T onuaiver Opw¢ €€umnPETNon ylo TOUG TEAATEG KAl TOUG
MPOUNBEVTEC, TMOIOTIKA €EUMNPETNGN ONUAIVEL Ol LTTAAANAOL TNG
EMXEIPNONG VA O@QOVYKPAZOVTaL KAl VO AVTOTOKPIVOVTOL OTIG
AVOYKEC TWV TEAOTWV TOUC. H avtamokplon otov TEAATN OPwG
gival 1o MPwTo 0TAdI0. To €MOPEVO Prpa ival n mPORAEYn Twv
avayKwv Tou.

YPnAou EMIMEdOL customer service yia pia emixeipnan onuaivel 0Tt Kavel
KOl T 0uo €&igou KaAd. Mwg PMOpPEl OHWE N EMIXEIPNON Va TO TMETOXEL
auto, E@appolovtag o omodotikn - atpatnylikn CRM kol dpa
Baonlovmc TO customer service yia pia €mixeipnan onuaivel 0Tt KAVel
Kl T 300 €&ioou KaAd. EQapuolovTag Wi amodoTIKr atpatnyik) CRM
Kal dpa Bacidovtog To customer service, 0Tn YETAPOPPWAN TNC TWOANGCNC
0€ OYOPAOTIKA EUTEIPIO YIO TO TIEAGTN Kal 0T SI0POPPWAT 0&iwv, OmwC
N €UmoToolVN KAl N MIOTOTNTA, Ol OTOIEC avap@ifoAa ouVEICEEPOLY Ta
LEYIOTO 0TN d10TAPNON TNE TEAATEIOKNC Bdond.

H ul06étnaon ulog amoTeAedUaTIKAG aTpatnyikg CRM amoteAei pia
MPWTNG TAEEWC EMIXEIPNUOTIKY €UKaIpia. Ta BrApaATa MOV OMAITOVVTAI
yla TNV VAOTIOINGN AUTAC TNE OTPATNYIKAC €ival TO TAPAKATW:

Katapynon twv  functional opyavoypauudtwy, Ta  omoid
MEPIXAPOKWVOUV TO OTEAEXN HIOG EMIXEiPNANG yOpw Omod TOUG
OlOQOPETIKODG  OKOMOUG KOl 0TOXOUG KaBe  dlebBuvang  Kal
opilovTia  OAOKANPWAN, olUQwva Ue TN QIA0COPIa  TWV
EMIXEIPNOlOKWY  6labiiKaoicov(processes). To CRM dlamepva
MOAEC  OIOPOPETIKEG  AEITOUPYieC  €vO¢  opyaviopou  (sales,
marketing, customer service, Aeitoupyiec back-office, new product
development, supply chain), ouvenw¢ omodidel Ta UEyloTa HOVO
OTAV PIa ETIXEIPNON €ival OPYOVWHEVN KATA Processes.

>UA\oyy oe [BdBo¢ customer data, dnuiovpyio Kol ouvtripnon
I0TOPIKOU OAWV TWV GUVOAAOYWV TNC ETIXEIPNONE HUE TOLC TTEAATEC

e

Tunuotomoinon Twv TEAATQV, OVAAOya UE TO TPOQIA, TIC
aVAYKEG TOUC, TIC OTOHIKEC TOUG TIPOTIMATEIC, Ta TTPOTOVTA Kal TIC
UTINPETIEC Y10 T OTIOIA EVOIAPEPOVTON KAl TO KAVAAIA, PECK TWV
OTOIWV EMBOUUODY VO EMKOIVWVOLV Kal VOl GUVAANGGTOVTaL PE TNV

eMixeipnan.

@ Anuiovpyia vmodopwv (in-house 1 outsourced ) yia TNV
aAAnAemidpacn (interaction) pE TOUC TMEAATEC HECW TOAAATIAWV
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KOVOAIQV OTIWG KOT' 13iav eMioKEYN MWANTWY, UECW TNAEQWVOU,
Me fax, pe direct mail, ue amootoAn e-mails, péow web sites,wap
sites N voice portals i yéow interactive TV.

ZXEOIOOMOC Kal LAOTOINan €vog OAOKANPWHEVOU TPOYPAMUOTOC
CRM, to omnoio umopei va MePIAAUPBAVEL OPICUEVEG ] TO GUVOAO
armo T¢ e&e1dikevoelC telemarketing, database marketing, cause-
related marketing, direct response advertising, mpoypAuuOTa
TIOTOTNTAC XOPNYIEC dNUOCIEC OXETEIC.

METpnon OmMOTEAECUATWY TOL €KTOVNBEVTOC Tpoypapuato CRM

Anuiovpyia  poviéAwv  Baciopévwyv  OTIC  Tpoava@pepBbeioeC
UETPNOEIC PE OTOXO TNV OKOUN OMOTEAECUOTIKOTEPN OTOXELON
MEAATWY GTO PEANOV.

H LI0B€TNON p1ag AMOJOTIKNG OTPATNYIKNG CRM Exel eEAIPETIKA BETIKN
EMidpaonN g€ pia emixeipnon. BpaxunpoBeoua BEATIWVOVTAL OI OXETEIG HE
TOUG UQIOTAMEVOUC TIEAATEC, METW OAWV TWV KOVAAIWV EMKOIVWVIOG. Z€
MEPIMTWAN WAAIOTO TIOU N €TOIPia EXel EMAEEEL TO KATAAANAO GUCTNUO
ylo v umooTpIEn ¢ otpatnyikng CRM, T0Te Ta 0QEAN eival amd
HOKPOXPOVIO £WG KAl OTATIKA. EIGIKOTEPA, Ol EVEPYETIKEG EMIOPATELG TNG
otpatnyikn¢ CRM evtonilovtal o€ TE00EPIC TOUEIC:

Vl - - = 7
I—)| omors)\souarlKr] dlaxeipion TwWv OXEoewv TEAATEIOG dnuIOLPYEI
gmoudaia evkalpia yio:

Tnv MPOGEAKLAN KOIVOUPYIWV TIEAATWV.

Tnv TnwANon TEPICOOTEPWY TPOIOVIWY KOl UTNPECIWV OF
LE1oTAPEVOLC TiEAOTEC (cross-selling).

Tn pakpoxpovia d1aTrpnon Twv TEAATWV.

Tnv adénon 1wV TWANCEWV OTPATNYIKWY TPOIOVIWY  OF
unapxovteg meAdatec (up-selling).

Tnv_avgnon Twv TMWANCEWV OF TEAATEC TOUL ayopalouv
TPOIOVTA I LTINPECiEC LPNAOL TIEPIBwPIOL KEPAOUC.

/l\i »

H U)\onomon uilag otpoTnyikne CRM emidpd Gueca ota KOOTn MIAC
eMixeipnong,
1I010ITEPA OTIC TTOPAKATW TEPIOXEC:

MepIBaAAov epyaaiog.
BeAtiwon epyactokol mEPIBAANOVTOC Kal Apa al&nan mopaywyIKOTNTAC
TPOCWTIKOU KOl PEIWON TOC0OOTOU PETAKIVIOEWV.

AladiKaaoiec Asttoupyiac.
Autopatomoinaon OlaxeipIong €PWTACEWV KOl TAPOTOVWV TEAATWV,
TPOETOIATINC
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e ™

TPOCPOPWV Kal SIAPOPPWONC EIOIKWV TIHWV.
ApooTnpIOTNTEC TWANONC.

MeplooOTEPO OKPIPEIC TPOPAEPEIC TWANTEWY AdYW TNE BEATIOGONG TNC
moloTNTAG
TANPOYOPNANG. o , , ,

XOUNAOTEPO  AEITOUPYIKG  KOOTN, OMwC O0amaAveC TA&IdIwY  Kal

TNAEQVWV.

2 UVTOPOTEPOL KUKAOL TIWANGNC.

Tax0Tepn AVTOMOKPION OTIG AMAITATEIG TNG ayopdg.
AIEUKOALVAT LIOBETNONC AAAOYWY, AVAQOPIKA TPOC TO TPOIOV, TNV
TIMOAOYIOKN

TMOAITIKI KO TNV TANPO@opnan o€ eminedo marketing data.
Anuioupyia avtoywvIoTIKOU TTAEOVEKTHUOTOC YIO TNV ETIXEIpNaN.

") -V ; S
Opyavooor] ET[I)(EIpI’]GlGK(OV d10QIKACIWV, CUVOEOVTAC METOED TOUC
OIOPOPETIKEG
AEITOUpYiEC, 0TA MAQICIO HIAG TEANTOKEVTPIKNG OTPOTNYIKNAG.
Emitaxuvan pong epyaatov (workflow).
EEAAEIYN LN TOPAYWYIKAG PONG TANPOQOPNONG
MapaKaTw TMApABETOVHE EVa XOPOKTNPIOTIKO AlQYPOUHO HE TO OPEAN
and v €Qapuoyrn ¢ oTpatnyikng CRM.

1] 11--)» Ifc * I— 11iM
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KEDPAAAIO 4

CRM ZYZTHMATA

SN AR ¢

4.1 MvSAP

* W _ To mySAP.com TPOOQEPEL Hid  OAOKANPWHEVN
MAQT@OPUO e-business, TOU OXESIAGTNKE Yl va Bononael
TIC ETAIPEIEG VO GLVEPYOTTOOV KAl VO TETUXOUV - OVEEAPTNTO

amnd tnv ayopd oTnv omoia dpaaTnEIOTOIoLVTAL 1] TO JIKTUOKO TOU(

MEPIBAAAOY. ATIO EEATOUIKEVUEVEG ETIXEIPNTIOKEG TOAEC, OE AUCEIC mobile
business, N MAATEOPU e-business mySAP.com TPOTPEPEL OAEG TIC AVTEIC Kal
TIG LTINPETIEC TIOU XPEIALOVTaI 01 ETXEIPATEIG Y10 VO EEMEPATOUV TA OPIX TNG
ETAIPEING KOl VA CUMPETEXOLY O éva maykooulo marketplace. Ot AUGEIG
mMySAP.com €ival_ QVOIKTEG Kal EVEAIKTEG Kal UTOOTNPICOLY OAEC TIG
O1EBVeiC PACEIC OEBOUEVWY, EPOPHOYEC, AEITOLPYIKA CUCTHHATO Kal
hardware. Emiong, unmootnpifovv Ta LYPNAGTEPD TPOTUTIA TOIOTNTAG KAl
TOPEXOLV AMOPAIANG ETITESA AMOBOAT)G.

H SAP AG, 0 Kopu@aiog TpopnBeuTric ADCEWY EQAPHOYWY AOYIGUIKOD GTOV
KOG, Guvale.sl TV EMTUXNUEVN OVOJIKN TOpEID TG OTO XWPO TOU
Customer Relationship Management. Mapdti 10 2002 UTNPEAV OPKETEG
QVTIE0OTNTEC TIOYKOOUIO, N SAP KATAQEPE VO METOXEI TOUG GTOXOUG TNG Kal
aVENaE TOug MEAATEC NG ato CRM o€ 1659 dieBvwg. MpoKeltal ylo Peyain
EMITUXi0, €AV UTIOAOYIOTE OTI N SAP OpXIOE VO TPWIAYWVIOTED 0TV
OUYKEKPIUEVN ayopd HOAIC To 2000 ko Bpioketal Rdn ot deutepn Bean.

‘Eva CRM umepexel Kat KOAUTITEL TOUC £€NG 3 TOUEIC OPATEWC:

OAokAnpwpévn Aertoupyikotnta (Operational)
Al0oQAAION aMOKPIoNG akpIBolg mapadoanc.
Mapox OmMPOOKOMTWY EMAPWY HES  OMO
KABE KAVAAL.

A&lomoinon Avaiuonc (Analytical)
MpoypappaTIoNOG Kal TPOPBAEYN TTWARTEWV.
AvaAuon Kol - TIPOBAEYn  GUUTEPIPOPAC
TEAGTN.
BeATioon g epmelpiag Tou mEAATn Kabe
@opal.

BeAtigtonoinan Zuvepyaaiag (Collaboration)
AVAUEIEN TWV TEAOTWV YIo TNV KOADTEPN
KGALYN TWV aVOyKWVY TOUC.
EVvtaén Twv MPOUNBELTWY 0NV €QOJIACTIKN
aAvcida Kol auECOTNTA  OTNV  TopPaAywyn,

Bdaoel {Rtnonc.
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To tuNua Ymoatpigng kot E&umnpémang Medatwy g SAP HELLAS
MPOCPEPEL OAEC TIC OMOPAITNTEG UTNPETIEG Yio TN BeATIOTOMOINGN NG
XPNONG Kat TNV ompooKomtn SIaBeCIuOTNTA TOU ouaTAUATOC R/3, 0muwe
YEVIKI] KOl OUHBOUAEUTIKA UMOOTPIEN Kal eknaideuan. Ot }\altoupylac ¢
unnpeaiag Tomkng Ynootpi§ng Kot E§unnpetnong MeAotwv mepAapBavouy

T0 NG

Kotaypa@r) mpoBANUOTwY Kal EPWTATEWY OTIO TOUE TIEAATEC.
Metd@paaon Tou TPOoBARUATOC amd To EAANVIKA oTa AyyAIKA,
WOTE VO

LTTAPXEL N duVATOTNTA APEDTC TIPOWBNONG TOL 0TN Eppavia EGv
XPEIOOTEL.

Avalrtnan AVONC PE T XPron Twv SI0BECIUWY ZNPEIWTEWY
(Notes).
Mpdtaon Avong pe v Mapox EKktunwpévwy OBOVWY, TIou
oxetidovtan pe

T0 TTPOBANUQ.

KI Mapox Emitoniog Borjbeiag and  oupBovAoug,
TIPOYPOMMATIOTEG 1
TEXVIKOUC, Y10 TNV OVTIUETWTION TOU TIPORAUOTOC.
2 UVEXNC TOPAKOAOLONGN TNG EEEMIENC TOL BEUATOC
avaAoya PE TNV

TPOTEPAIOTNTO TOU.
MPOoypPOUUATIONOC TTOPOXAC LTINPECIWV OE CUVEPYOTIa UE TOV
Project
Manager Tou KaBe £pyou.
Mpow6nan Kal amocTOA} TOU UNVOUATOG 0TO APETWG
EMOUEVO TUAUO
vrooTtPIENC ot Mepuavia, a@ov TAVTOXPOVA EVNUEPWBEL 0
MEAATNG - O€
TEPITITWOT) TIOU OmAITEITON EEEIBIKELEVN ALOT).
AvTtigetwmnion mpofAnudtwy tn¢ EAANVIKoToinong Kal
KOTAYpO@r Toug
oTov €101KO Katdhoyo tou OSS (XX-CSC- GR).

To mySAP Customer Relationship Management €ival n povn
OAOKANPWHEVN, TEAATOKEVTPIKN e-business Aban. Mia Abon mov odnyei oe
IKOVOTIOINUEVOUG Kl TIIATOUC MEAATEG. AAG Kl GE QVTAYWVITIKO
TAEOVEKTNHO Kol UPNAGTEPD KEPSN. Me To my SAP CRM, o1 GvBpwrol aag,
Ol AEITOUPYIEG, KOl Ol TTANPOPOPIEC TUVOEOVTOIL TIPOCKOTITO IE TOUC TEAATEC
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- 0€ OAOKANPO TO JiKTLOo a&lwv. To MySAP CRM acac divel TEAATOKEVTPIKN
UTIEPOXT) MEOW:

KaIVOTOPIKWV TIEAATOKEVTPIKWV TIPOTOVTWY KAl UTINPECIWV.
AVQOTEPWVY TIEAATOKEVTPIKWV AEITOUPYIWV.
ETMKEPAWVY OXETEWV HE TOUC TEAATEC [IE OVTOXI) OTO XPOVO.

N A o oe KGOe onueio Méow TOL MySAP
CRM Interaction Center UTOPEITE VO EXETE EMAPI e TOUG TEAATEG HE KABE
TPOMO -TNAEPwvo, fax, e-mail ) website. Kat pmopeite va xpno1uomoInceTe 1o
mySAP CRM g KIVNTEC OUOKEVEC, OmwC laptops, KtvnTa TNAEQWVa Kal PDAS.
EmmAéov, 10 mySAP CRM mpoo@épel aToug avBpwmoug aag mpooBaan
Bdoel Tou POAOU TOU KABEVOC 0€ OEDOPEVA aYOPAC, OVAAUCEIC, EQOPHOYEC,

KATL ‘ETO1, o1 gpyadopevol, ato marketing, oTIC TWANCEIC, OTO Service, OAA
Kal n d10iknon €Xouv OAEC TIC TTANPOPOpPIEC TIOL XPEIAlovTal VIO KTiolo
KOAUTEPWVY OXECEWV |IE TOUC TIEAATEC.

A.air:cocyi : ' AZ m s p y To Aeitoupylk6 CRM
dlaxelpieTal Kal OUyXpOVidel TIG MEAATEIOKEG OXEOeEIC o€ marketing,
MWANCEIC Kal LTNPETieC. To avaAuTikd CRM avaAlel Ta gTolxeia yia
KOAUTEPN KOTAVONON TNG OUMTEPIPOPAC Tou TmeAdatn. To CRM
guvepyaciog EMITPEMEL TN OULVEPYOOIO HE TOUC TIPOMNBEVLTEC,
OUVEPYOTEG, KOl TEAATEC yia PeATiwon Twv O100IKOCIWY KOl VIO
KOALYN TWV IBIAITEPWV OVOYKWY TOU TEEAATN.

\' v £ Xd&:1Anpo'd ICv.clcv EAGUNC pe TOV . Mg 10
mySAP CRM ¢€ioTe €T0I1d0I VO KOADYETE TIC OVAYKEC TOU TEANTN OF
OAEC TIC PACEIC TOL KUKAOU EMAQNC YE TOV TEAATN. ATIO TNV AMOKTNON
TOU TEAOTN MEXPL TIC TMWANCEI( PMECW TOAAOTIAWY KOVOAIQV HEXPL TNV
EMEEEPYOTIO TAPAYYEAIOV KOL TIPOCPOPA KABE service.

H Abon CRM 1n¢ SAP, e tv ovopadia mySAP CRM, uhomoleitat
£iTe AMOOTIAGHEVN, YIO YPNYOPOTEPX AMOTEAECUATA, EITE EVOWUATWUEVN
UE TO AOYIOUIKO ylo TNV €vO0-EMIXEIPNOIaKN opydvwaon. To mySap
CRM ¢gival €K KOTOOKELNC EVOWUOTWHEVO HE KABE OGAAN Abon TNC
OIKOYEVEIOG mySap.com, €&AC@QAAI(OVTOG £TAL TN AEITOUPYID XWPIG
MEPITTA €€00O KOl OUVOAIKI) Bewpnon Tou TEAATN, OmMO KOBE
epyadOuevo, yia KOAUTEPN €EUTNPETNON).

4.2 ORACLE

To TUAUO ZUHPBOVAEVTIKWY

Ymnpeotwv tn¢ Oracle Hellas avrkel

oTov Maykdou1o Opyaviouo

2UpBoLAsLTIKWV YTinpeolwy Tn¢ Oracle, o omoio¢ omoTEAEiTOl OO
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13.500 ouppovAoug oe TepIaOOTEPEG amo 90 xwpeC. ZTnv EAAGdQ O
PUBHOG aVAMTUENG KABWE Kal TO OIKTUO TWV GUVEPYOTWVY QAMOTEAOLV
gyylnon yia v OUean KAALYN OTOIOVONTOTE OVAYKWV. AV XPEIA(ETTE
> UMBOVAEVTIKEG YTINPETIEG yia TNV vAoToinaon :

Oracle Reports

Oracle Forms Interfaces

Oracle Database Extensions

Oracle Database and/or Application Redesign.

Av  €xeTe OIOTIOTWOEL TNV AVAYKN autopaTomoinanNg  Twv
dladIKOOIWY 00¢ Kol Xpeladeote Ponbela yia tnv vAomoinan €vog
OoLOTHHATOC:

Oracle ERP (Financials, Human Resources,
Manufacturing, Project Management, Supply Chain
Management)

Oracle CRM (Marketing, Sales, Service, Call Center)
Business Intelligence and/or Data-warehouse

@EAeTe va pmel n etaipia oag otnv Néa Olkovopio pe Tov KOAOTEPO
TPOTO Kal {ntdte Borbela yia:

Business Process Reengineering Study
E-Business Planning Study
Business To Consumer (B2C) Implementation
Business To Business (B2B) Implementation

' E-Marketplace Implementation

Ma tv Oracle to CRM egival n oUYKAION AEITOUPYIKWY CTOIXEiWV
TPONYMEVNC TEXVOAOYIOC KOl OIAPOPETIKWY KOVOAIOV  EMIKOIVWVIAC.
Mavw o€ autr) T AOYIKN €ival XTIOPEVO KOl TO TPOIOV TN¢ TO OToio
otnpidetal o tpia onueia:

H Customer Intelligence ava@épeTal v AVAAUGN TwV TANPOPOPIWY TIOU
a@QopolV TOUG TEAATEG, PBpiokovtal ang e@appoyec tng Oracle kot o€
OlOOPETIKA  Emimeda TG emixeipnonc. H duvatotnta va debouv ot
0paoTNPEIOTNTEG marketing, OMWC N EKTEAEON UIAG EKOTPATEIOG HE TO
XPNUOTOOIKOVOUIKA TNG AMOTEAECUOTA, TOPOOGEIYHATOS XApN, WTOPE( va
EMTPEYPEL € Ui 0pyAVWON YIa VO BEATIWOEL TNV AMOTEAEGHATIKOTNTA TWV
EKOTPOTEIWV marketing TN¢. Me Tnv 1o npoo@atn €KO0OT EQAPHOYNC Tou, TO
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Oracle mapéxel TNV duvatotnTa LMOPOANC €KBEONC, TNV OVAALON Kol GAAX
oTOIXEIO EMIXEIPNAIAKAG vonuoolbvng (Business Intelligence ) yia va
ETITPEPEL GTOLE LTELBUVOUC VIO T AP ATIOPACEWVY VO £XOUV TNV TPOaBacn
Kal TN duvoToTNTa avOAUONC OTIC TTANPOPOPIEC TTIOU OPOPOUV OTOV TIEATN
QVEEAPTNTO OMO  SPOCTNPIOTNTEG KOl TIC EQOPUOYEG HE TIG OTIOIEC OUTOG
EPXETOIL OE ETOAQN ME TNV ETUXEIPNON.

1)0( EVOTIOINUEVO KOVAAIO QVOQEPOVTAL OTO GUYXPOVIOHO TWV EQOPHOYWY
Oracle CRM petag0 TOANOTAGOIWV KOVOAIWY YIA Tl OUVIOVIOUEVN
OAANAETOPOON TEEANTQV- EMIXEipNONG. Ma va e€ETA00UUE KOADTEPD TG
AEITOUPYOULV 01 AEITOLPYIKEC evotnTeC (Modules) tng epappoyrc Oracle CRM
OKOAOULBEI TO €€1\¢ MOpPAdELyua:

‘Evag mEAATNC MEOW AIOJIKTUOL TOU BEAEL va €XEl TPOOPacn OTIC
TANPo@opieg umootpIEng mov Ppiokovtal o pia Baon yvwoewv ¢ Oracle
MTOpEi EMIMAEOV VAl (NTHOEL EVO TNAEPWVNHO ATIO EVAV TIPAKTOPA UTINPECIWVY
TOL EPYALETAl O €va KEVIPO KANONC, €AV N €PWTINCN TOU Ogv UMOPEL va
anavinBei péow AINdIKTUOU N HEOW TNC TEXVOAOYIOC OAOKANPWONC
UTIOAOYIOTWV- TNAEPWVIKWY uTnpeatwv (Computer Telephony Integration),
mou 1o Oracle TMapEXEL, Evag MEAATNG UMOPED Var EAEYEEL TN KATAGTOGON HIOG
mopayyehiog Tou, va €xel Oty 0laBeon Tou omoladnnote  BEpata
ELTNPETNONG TMEAATWY, N VO {NTA TIC TIPOCBETEC TANPOPOPIEC TTPOTOVTWVY
mEPA amd 1o TNAEQwVO. Ol MANPOYOPIEC OV O TMEAGTNG MAIpPVEL UETW
HI0C TNAEQPWVIKNG EpWTNOTNG Ba NTav IBIEC e AUTEC TTOV Bar €ixe TAPEL €AV €iye
PWTNOEL TOV TPOWNOELT) TOU MEOW TOU AIAOUKTIOU 1] HECW  €VOC
QVTITPOOWTOU TIWANCEWV.

H apXITEKTOVIKI| TN¢ EQApUOoYNC €ival Baclopévn aTnv avoixth EQopUoyr Tou
Internet. H Oracle €xel &aVOOXEIATEL TIC £QAPHOYEC TNG ( apXidovTag amo
T0 ERP 10 1997) Kal gUPEVEL OE U100 TTPOCEYYION TIOL CLVICTATAL OTNV
TOMOBETNON TNC PBOOIKNC EPAPUOYAC OE €VOV KEVIPIKO Server Kol ot
OUVEXEID TIAPEXOVTOC TNV TPOCRaCN OTOUC XPNOTEC MECW TWV KANGOIKWV
browser.

4.3 SIEBEL

(H etoupeia mAEov €xel evwbei pe v Oracle)

H etaipeia e€e1dikebeToN 010 XWPO Twv Customer
Relationship Management A0GEWV KOl TIPOOPEPEL
TIPOIOVTO Y10 SIOPOPETIKEC ETIXEIPNOIOKEC OVOYKEC. Agv €XEl Tpolovta ERP 1y
Supply Chain Management kat €101 CRM ouoTtrjuata tng Eival oxediooéva yia
VO EVOWUOTWVOVTOI JE TO KUPIOPXO TNE ayopd¢ We ‘out ofthe box’ cuvééaelg. H
Siebel gival TPWTOMOPOE OTO XWPO. ALV EXEL VO TIOPOUCIACEL it Aoy CRM e
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EMMAEOV modules  OAG pia TANBWPA TPOIOVTWY TIOL AMELBOVETOL OF
J1aPOPETIKOUC KAABOUC Kall SIaPOPETIKOU EYEBOUC EMIXEIPNOEIC.

KOp1o cLoTATIKG TNE EQOPOYTC AMOTEAOUV:

'H Onapén evog povodikol amobEtnpiov yia To
dedopEVA TIOL OPOPOLV OE TIEAATEC, TIOU TIPOCPEPEL
TNV OLVATOTNTA VA TIOPOKOAOUBNBEL 0 TEAATNC o€
TIPOYHOTIKO XPOVO.

' Me ta ERP epyadeia o1 gpyaopevol €xouwy
OUVOTOTNTO  GMENG  TANPOQPOPNONG  Kal
£EUTNPETOUV TIOAD KOAUTER TOUG TIEAATEC,
AlOXEIPNON TwV PETOMWANTWY Up PRM epyaieia
00 VO TIPOKEITAl VIO QUOIKI) TIPOEKTOON TWV
TIWANOEWV.

To Siebel otnpiceton kabapd TNV aPXITEKTOVIKI TOU Internet Kot EUTEPIEXEL
0a@opeG  BaCIKEC TeXVOAOyieq Ol Omoieg eival 1010ITEPA ONUAVTIKEG OTIG
€QOpPUOYEC eBusiness. AUTEC CUUTEPIAAUBAVOLY

1) Tn oduvatotnta ¢ -Paciopévn O KOVOVEG-  TIAPOUC
e€aTopikevang,

2) Mio TAOT@OPUO  KOBOPIOUOU Twv TIEPIEXOUEVWY T OToia
amevBUVETaIL KOBAPA 0TO OIOIKNTIKO TOUEQ,

j) 'Eva unxoviopo pong tne epyaaiag Kal

<! Mia pnyavr) ovaBeonc n dpopoAdynong .

ZNPEP Ol TIEAATEC EXOUV Hidt EMIAOYH OTO TIWC BEAOLY VA EMKOIVWVODY WOTE va
KAVOLV KOAUTEPO TN JOUAEIG TOUG. OTaV 01 MEAGTEG EMIKOIVWVOLV HE TNV
ETMIXEIPNON 1 PE TOV OPYAVICHO TEPIUEVOUV T OWOTI OVTOMOKPION KOl YVWon
OMO  TOUG UTELBUVOUC EMIKOIVWVIOG TNG EMIXEIPNONG TOU OTNV TIPOKEILEVN
nepimtwaon eival To kaAod Call Center g emixeipnong. To KaAo Call Center piag
eMixeipnang Ba mPEMEL Vo yWwpilel KOAA TIC OVAYKEG TQV TIEANTGV, TPETEL VA
OPYOVWOEL VO GUYXPOVIOEL TIC AEITOUPYieq TOU €101 WOTE Va  eivel
IKOVOTIOINKEVOC O TIEAOTNG,.

To Call Center 7, Bon6del v €mOXEIPNON VO KAVEL EVD KOAG
KOl Tapaywyiko  Call Center. To oLOTNUO  TIPOCQPEPEL  AMEPIOPIOTEG
dLVATOTNTEG Yl EDKOAN Kat ypriyopn Abon MPOBANUATWY Kal EpWTHTEWV
mou mapouatalovtat anod toug meAateg oo Call Center. To GUYKEKPIUEVO
cboTnUa NG - MPOCPEPEL OAIKN UTOOTHPIEN Yia
KOAOTEPN €€AOKNON Kal pia ogipa sakes tools mou BonBave toug agents
WOTE VO BEATIOOOULV TNV IKAVOTIOINGN TWV TEAATWY KAL VO AUENTOLY TNV
amodoTIKOTNTA. Me auTd Ta epyaAeia ot Sales ) Service Agents Umopouv
VO AdUBAVOLY 1 va GTEAVOUV ETIKOIVWVIOKA PNVOUOTO HE TOUC TIEAATEC
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aKOMUO KOl JOVO OTO VO KOVAAL EMIKOIVWVIOC.

To Call Center 7 TOpEXEL TNV EUKOPIO Yyl EKTEVN
AEITOUPYIKOTNTO TV MWANCEWY, BonBdel Ty emixeipnon va auvénael ta
£0000 TNG TIIO YPryOPO KL IO Giyoupa, To TPOPAEYIMA E0TIALOVTOG OTIG
OWOTEC CUMQWVIEC TN 0WOTH aTiyur) by providing the means to focus on
the right deals at the right time, emTpENEL 0NV €MIXEipnON Vo OMOKTACEL
MEPIOCOTEPOVC  TIEAATEC ylari XPNOIYOTIOIEITAl  €VO  OAOKANPWHEVO
AEITOLPYIKO telemarketing. Me €éva cloTnUa Call Center 7
UEIWVETOL TO KOOTOC au&avovtal Ta €00da TNG EmiXipnong Kot
BEATIQVETAI N IKOVOTIOINGN TWV TEAATWV.

N ii b t, 5 3»lu» w /

2T0 ONPEPIVO QVTOYWVICTIKO TEPIBAAAOV YIO TIG EIXEIPNTEIC Eival EMITAKTIKN
OVYKI] VO UTIAPXEL GUVEXT| EMIKOIVWVIO LE TOV TIEAATN Kal TNV IKQVOT0INan Twv
aVayK@Vv Tou. Méow Tou Internet ) eMXeipnomn MPEMEI VA EKUETAANEUTEI TO

KAVOALOL ETIKOIVWVIOG. Me outd Tov Tpomo to e-mail €ival TOAO Pooiko
gpyaAeio. To - E-Mail Response 7 mapoud1adetal wg 1o oLatnua,
N AUGN 0NV EMKOIVWVIO UETW TOL JIABIKTOOU. MiveTal pia epwtnan amo
T0 00OTNUa OTOV MEAATN, N OTOIO AVOPEPETAL GTO AV O TEAATNG EXEL
KAVEL KATIOIEG EPWTNOEIC aTov agent. Eival mOAD BaCikd va yvwpiloupe
MV MANBWPA EPWTCEWY TOU PTIOPE( Va BEAEL VO KAVEL KATIOIOG MO TOUG
MEAATEC HOG. AUTO pog Bonbael va BEATIWOOOUHE TNV TOIOTNTA TWV
TPOTOVIWV HOG I} OKOMO KOl TNV aUVBEan ToL TPOTOVTOC TNC EMIXEIPNONG.
To E-Mail Response 7 €xel OXedIATTEL ETO1 WOTE VA PETAPEPEL
EMOKPIBQWC TIG OMAITACEIC TOU MEAATN KAl VA UEYIOTOTIOINCEL PECT AMO
QUTO O agent TNV TOAPOYWYIKOTNTA TOu. YTOAPXOUV {al CEIPA oMo
AEITOULPYIEC OOV TIPETEL VO OKAOUBNOEL PIO ETIXEIPNON WOTE va €XEL €V
o0AOKANpwuévo Customer Relationship Management.

210 TOPAKAT®W dlaypapua napouotaZemln pON TWV MANPOYOPIWY HETT
0TO OUCTNUA TIOU TPOCPEPEL N . Eival moA0 Booikd
N ouvepyagia OAWV TwV TUNUATWY KOTE Va o}\OK)\npcoesl KOl va
xpnotyomnoindei owotd pia Avon Customer Relationship Management
(CRM). TpeEmel va OKEQTOUUE OTL OAQ TO TUAUOTO TIEPIEXOUV TIOAAEG
MANPOQYOPIEG YIO TOUG TEAATEC HAG, GUYKEVTIPWVOVTOG amd Kabe Tunua
KGBe EEXWPIOTH TANPOPOPIA TIOU EXOUME Yia KABE TEAGTN HOVASIKO yia
ToV Kabeva amd autolc. Me autd Tov TPOMo YVwpioupe TIG TUVNBEIEG
TOU,TIG ABUVAMIEG TOU, TOIC AVAYKEG TOU Y10 GUYKEKPIUEVD TIPOTOVTA AMOU
ayopadel amo TNV ETaIpEia PO,
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Closed Loop Multi-Channel Service

Web Self-Service Business Intelligence

Check Contracts
Entitlements

ervige W.nglesi. task omer
@m? Completed rvi
P Iii, luxi Oeferie! % ervice,
|0E Remott Subm itted m

Al Sy /Y

E-mail from
Customer

Agent Receives
N

Records Updated
Real-time

Eikova 8: closed loop multi service (Mnyn: www.siebel.com)

TeAelwvovTtag Ba TPETEL OV AVOPEPOULIE OAX TO TIPOTOVTA TIOV UTTOPEL VO TIOPEXEL
n

3 Sales

> Marketing

> Call Center & Service

J- Interactive Selling

> Partner Relationship Management

> |Industry Applications

J Employee Relationship Management
Ti Siebel Analytics

Vv Midmarket

44 ONYX

O N Y X H Onyx Professional Services 1 oMiwg Onyx
Enterprise Portal Tpoo@£pel pia peydAn ToIKIAia service, 6Gov a@opd Ty
TEXVIKN KOl TNV EMAYYEAUOTIKI TAEUPd, Kot BonBael v emixelpnan, n
OTIoI0 TNV EXEL EMIAEEEL, VO BEATIWOEL TIC OXETEIC TNG PE TOUC TTEAATEC.

2T0V TOPOKATW TivOKa @aivovtol OAeq ol epyaaieq tng Onyx e-
business.Méoa amd autov Tov mivoka Ba UMOpoLCaUE VO KATOAOBOUUE
motéq eival ot CRM epyagieq mou pmopouv va AdBouv xwpa og pia
enixeipnon. To Portal guvduadel Tig Aettoupyiec CRM e TIG EQOPHOYEG
TPITWV EUTIAEKOUEVWY PEPWV AAAG Kl 0€O0UEVWY OTO TO d1adiKTLO. OAd
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CRM & H NPAKTIKH TOY E®APMOIH ZE MOAYEOGNIKH ETAIPEIA

auta ep@avidovtol pali ge o Kown Ena@n Kal €101 Ol TWANCEIC, TO
marketing Kol n €&UMNEETNON TV TEAATOV €X0LV I Kown  eviaia
EmaoQn.

Mivakag 3: www.onyx.com
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45 APPLIX

Performance Not Promises ]-[ AppIIX lépL’)Gl‘]KE TO 1983
oav TapoXEAg EQOPUOYWY AUTOPATIONWY TIWANCEWVY yia UNIX. To 1995
OmoKtnoe v Target Systems moU €&IDEIKELOTAV OTIG EQPOPHOYEG
EEUMINPETNONG TEAATWV KO OPXIOE VO TIPOCPEPEL TIO OAOKANPWHEVES
AVgelg CRM. To mepiBaAiov avantuéng g Apllix jEnterprise emTpEmnel
T0 OTNOIPO EQAPUOYWY TOL TPEXowv, €ite oe client mou Poaoiletal oe
nepiBarlov Windows gite g€ evav amAG  browser, Xwpig va anaitei va
dlatnpouvtal Kot ot dVo TOmol. MTopei akOpa va umooTnpigel Kol
aoOpuatn guvdeon. MeptdauBavel akoua kat 1o Apllix jEnterprise
Developers Studio, €va epyaAeio mou divel T dLVATOTNTA GTOUG XPHOTEG
Vo dNUIoLPYoLV POpUEG avalnTnoNg N E100YywYyNG dEd0UEVWV, EPWTHOTA
N_pOon €pyaolwv Kal OXECEIG lepapxiag K.a. (T.X. UTAPXEL aKOua TO yid
OAAayeC Tou yivovtaloe @Opueg pe To Developers Studio). OAeg ol
EQOPUOYEG HoIpAdovTal OTOUG idI0UG EMIXEIPNTIAKOUG KAVOVEG, Ta idIa
oTolxeia xapaktnplopol dedouévwy (data specification, data dictionary)
KOl TNV id10 TNyn d€00UEVWV.

iSaIes

To TUNMO QUTO €xel o0 OTOXO va Bondroel Ta Tunipata marketing Kal
MWANCEWV OE OTOIABNTOTE PAGN TOU KUKAOU TWV MWANCEWV-AMO TNV
aPXIKN Topaywyr, WECW TNG O&IOAGYNONG BEJOUEVWV/TOPAKOAOLBNAN
EWC KOl TNV OAOKANpwar) Toug. Exel T duvatotnTd Vo  GUVOEEL
OIOPOPETIKEC BACEIC OEBOUEVWV KAl LE OUTOV TOV TPOTIO_ Ol MWANTEIC,
«avaykalouv»  va OLYKEVTPOVOVTAL VO enegepyaloval, va
0KOAOLBOULVTAL KO VO XPNGILOTOIoOVTAL Ol KAAUTEPEC TTANPoQopiec. To
iSales eival pia  egapuoyn Paciopévn  ota  Windows Kal gTnV
OPXITEKTOVIKN Internet Kol €xel OO OKOMO VO TPOCPEPEL  GTOUG
£PYalOUEVOUC OTO TUAKA TIWANCEWV EVO VEO EMIMESO TPOOTTIKNG OE 0TI
0@OPA Ta aTOIXEiO MEAATWY. MAPEXEL TNV 0PYAVWAN TNG EMIXEIPNONG HId
aVQTEPN JUVATOTNTA Va amoKTNBobY Kal va o1atreneoly ol KEpooPoPol
MEAATEC.EUTEPIEXEL IO IEPOPXIKN  €YKUKAOTAIOEID  marketing, Ul
EVOWHATWHEVN EQOPUOYN Yia dnuIoupyia Kal mapakoAouBnan pavtepou,
V0l EVOWHOTOUEVO ToALOIOOTATO (OLAP) gpyaAgio avaAuang oTolxeiwy
KOl 00p0Tn 0OAOKARPwGN WE T AVan €§UONPETHOEWY TEANTWVY jService.

iService
Mépa amd v vnopén mapdociokwy yio @ CRM modules, 0mw¢ n
dlaxeipnan Aoyoplacu®wy Kal EMOQWY TwV TEANTWYV KOl N OUTOHOTN
dpopoAOynan KANang,
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EUMEPIEXETAL OTO (8OIVIB6 n epapuoyn Enusl"olvsTM mou €ival pia
OEUTEPELOLAA OKOAOULBID TV AEITOUPYIWV TTOU divouv 0TO TN
E€unmnpétnong MeAatwv T dUvOTOTNTO VA OVOKTAGEL KOVEIG TIg
ATOVTNOEIC OTO TPOBAARUOTO KOl YPNYOPOTEPA Kal EKOAOTEPA. Me auTH
TNV €Qoppoyr dIVETOl KOl 0TOUG I010L¢ TOUG TEAATEC va Ova@EPOLY Ta
MPOPANUATa, va Bpouv AOCEIG 0E aUTA POVOL TOUG OE BIAQOpPES BATEIS
oedopevwv. Eival pia d1oIknNTIKN £QApHOYN MEAATWV, TOU  EVOWUATWVEL
NV TARPN Sloxeipnon AoyOpIaoH@Y Kal EMOQWY TWV TEAATWV KaBWG Kal
TWV OoULHPACEWY €EUMNPETNONG TOUGTO XPOVO KOl TO UAIKG TOU
TIMOAOYOUV.

iHelpdesk
Mpokeltal yio éva oOoTnua SloxeiploNng MEPIOTATIKWV TOU BiVeEl N
OUVATOTNTA OTO MPOCWTIKO TOU TUNHATOG TNG TANPOPOPIKNG Vo Bondnaoel
TO UTOAOITO _TPOOWMIKG NG  ETAIPEiag otV €MiAugn  dAQOPwWY
MPOPBANUATWV.ZUVEPYALETAl KO UE GANEG EQUPHOYEG BIOXEIPIONG OIKTUOU
ylo va TPOEIJOTIOIED TO MPOCWTIKG TOU TUAPATOG HNXavoypagnaong ot
TMEPITTWAT TOU 01 TOPOL TOU CUCTHHOTOG OEV APKOULV.

|Custom erInS|ght
Mapéxel €évav eviaio mPOOPIGHO Yl MPOGPACN Kol avaAUan TANPOYOPIRV
KOl HIo €E0TOUIKELDN,OMTIKY  aVAAUGN  TANPOPOPIWVTIOB  ovopdaleTal
iDataboard.Zuvévadet v Pocioyévn oe WEB  diaxeipion  oxeanc
MEAOTWV UE TTPOCEYYION OTNV EMUXEIPNMATIKI VONUOoaLvn.

Na avagépoupe emiong ot n etaipeia  Apllix iEnterprise  €xel
ONUIoLPYNCEL Pl SIKTVOKY Kowotnta tnv iCustomerCommunity.com
Omou Umopouv va  @IAo&evnBolv Ta e-commerce Kal Ta  on-line
€EUTINPETNONG TEAOTWY KEVTPO ETIIXEIPATEWV.
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CRM & H NPAKTIKH TOY E®APMOIH ZE MOAYEGNIKH ETA

KEDPAAAIO 5

>T0 KEQAANIO TIOU OKOAOBEI TTapouaidloupe tnv mpoacgyyion tTou CRM
amo TNV eTalpeia kot Worldwide. BEBaia n etaipeia akoua atnv
EANGOQ Oev €xel L10BeTAOEL TN ADON Tou CRM aAAG €x0UV Yivel KATola
projects (Mpoypauuata) mpog TNV LAoToinon tou CRM ta emopeva
Xpovia.

ATEIMEZOAOITIOY/ZAOQ/Tufjua E@apuoymv MANpo@opIKnig
otnv Oikovopio. & Aloiknon
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CRM & H MPAKTIKH TOY E®QAPMOIH SE MOAYEGONIKH ETAIPEIA

H3M (Minnesota Mining & Manufacturing Company), n ormoia
edpevel ato St. Paul twv Hvwpévwy MoArteiwv, ival pio
amo TI¢ 30 BlopunXavikEC ETAIPEIEC TTOL SIAPOPPWVOUV TOV
XPNUOTIOTNPIOKO OEiKTn Dow Jones. ZNUEIWVEL ETHOIEC

MWARCEIC VPoULC 16 O10. EKOTOPMLPIWY oTIC HIMTA Kol OmaoXoAEi

Taykoopiw¢ 70.000 epyadduevoug, ol omoiol dnuiovpyouy,

KOTAOKELALOLV Kal TWAOLV o€ 200 Xwpeg mepIocoTepa amd 50.000

TPOTOVTO LYNANC TEXVOAOYiag. Ta mpoidvTa Kavotopiag tng 3M

nnyalouv and 30 «TEXVOAOYIKEC TAOTPOPHUES» Ol OTIOIEC EKTEIVOVTAL OF

d1APOPOLC TOUEIC: TNAETIIKOIVWVIEC, dIOXEIPION PWTIOUOU, 10TPIK),

Blounxavia (KOAAEC, TOVIEG, AEIVTIKA, EQappoyEC microreplication),

001K} A0QAAELD, CLOTAPATA WNEIOKWV EKTUTIOOEWY, KOTOVOAWTIKA

mpoiovTa.

H , BuyaTpIKn TNC , 1BpLBNKe T0 1970.

A10KIVEL TNV TTARPN GEIPA TWV TTPOTOVTIWVY NG 3M Kol TPOCPEPEL TIC

LTINPECIEC TNE otV EANGSa Kat tnv Kumpo.

Ta Kevipikd ypageia ¢ 3M Hellas Bpiokovtal 6to Mapouat.

O1 meAateC tn¢ Bopelag EANGSac e€umnpetolvTal anod 1o Kevipo

E&unnpétnong MeAatwy ¢ 3M ot ©eaoalovikn. A CENTIURY
H etaipeio anaoxoAei 150 dtoua, e€umnpetei 6 TOUC TEAATEC 0j innovation
TNC YEOW TECOAPWVY EUTIOPIKWVY OIEVBUVOEWVY GTIC OTIOIEC

LTTAYOVTOI TTPOTOVTA TOU Blounxavikov, latpikol Kot KatavoAnTIKoO

TOPEN, KOBWC Kal TPOIOVTa Tou ToPEN KOTAOKELWV.

5S1 NOIA EINAIH 3M

H gival pia dlagopomnoinuévn emixeipnon

TEXVOAOYIOC PE PIO TIAYKOOUIO TIOPOUCIO OTIC OKOAOUBEC

ayOPEC : KATAVOAWTAC KOl Ypa@Eio, EMIOEIEN KOl YPAPIKY

nopdaotaacn, electro Kol EMIKOIVWVIEC. YYEIOVOUIKN

mePiBaAPn, Blounxavikd, uTNPECieC aoPAAEIOG, TTPOCTACIOG Kal
MPOCTACiag KaBWC Kal petagopag. H gival Yo oQaIpIKN EMIXEipnon
TIOL XOPaKTNPI{ETal amd TV OLCIOOTIKA JIETAIPIKY GUVEPYATia aTnV
€pELVa, TNV KATAoKeL Kal To marketing Twv TPOIOVIWY.

ATEIMEZOAOITIOY/ ZAQ/ Tufua E@apuoywv MANPOQopIKNG 54
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CRM & H MPAKTIKH TOY E®APMOIH ZE NMOAYEGONIKH ETAIPEIA.

No TOPEXEL OTOUC EMEVOUTEC HIO EAKVUOTIKN EMIOTPOPI] HECW
ouveXoUC, TOIOTIKAC aLEnang.

No IKaVOTOIEl TOUC TEAATEC UE TNV OVWOTEPN TOIOTNTA, O&ia Kol
LTNpPEaia.

No g€BETAI TO KOIVWVIKO KOl QUOIKO TEEPIBAAAOV HaC.

Na eival pia etaipeia, Tng omoiag ot UTAAANAOL VO Eival TEpr@avol
oL €ival PEAN TG

Maykoopieg TWANCELG : $20.011 dioeKaTOUpOpIA.

AleBveic mwAnoelg: $12.133 dioekatoppLpla (61% tou GUVOAOUL TNG
eTaipeiac).

Etaipeiec o€ meplocdtepeg ano 60 XwPEC.

Ta npoidvta ¢ 3M nwAovvtal o€ Tavw and 200 XwPEC.
Meplooodtepol amd 67.000 uAAANAOL.

* H 3M amnaoXoAei Kupiwg TomKoL¢ uTnKoouc. Atyotepol and 300
LTTAAARAOUC TNC 3M TayKoopiwg eival utdAAnAolL Foreign Service mou
dEV KOTOIKOUV 0T XWPO TOUC.

OE0EIC EYKATOOTAOEWY: 132 mayKoaoula.
' @E0eIC YpaQEinv TwARCEWY: 189 mayKOouId. .

52 IZTOPIA
> T M

H 3M 13pubnke 10 1902 oTtnVv Aigvn Superior TNV TOAN
Twv Two Harbors , 1o Minn. Mevte emixelpnuaTieg
ano@aai¢ouv va e€opLEouV amd Eva Koitaoua Eva 3-M 3 1
LAIKO Y10 TN Agiovan TV TPOXWV OAECUATOC. AAAG T \Aw
KOITOOUOTO amodeixtnKav pikpng o&iag, ko n

Kalvoupla Minnesota Mining and Manufacturing Co. peTa@EépBnke TOAD
yprjyyopa oto Duluth yia va e0TIG0EL TAEOV OTO TTPOTOVTA YUAAOXAPTOU.

AKoAOLBNGOV XPOVIa TPOCTIABEINC W OTOL N ETAIPEIN VO UTTIOPETEL VA
KUPIOPXNOEL GTNV TIOIOTIKI) TAPAYWYH KOl G Jia 0ALCIO0 OVEQOJIOGHOU.
O1 vEol emMeVOUTEC TPOCEAKVOTNKOV 0TV 3M, 6mw¢ o Lucius Ordway, 0
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CRM & H MPAKTIKH TOY E®GAPMOIH SE MOAYEGNIKH ETAIT A,

omoiog petakivnoe v etalpeia oto St. Paul to 1910. O1 TPOwpPEC
TEXVIKEC Kal marketing KaIVOTOMIEC APXIOOV VO ATOPEPOLV ETITUXIEC Kal,
10 1916, n emixeipnon MANPWOE TO TPWTO TNC MEPICUA LYPOLC 6 cents avd
UETOXN.

To TAYKOOWIO TIPWTO
ad1dfpoxo yuoAdxopTo, Tou
MEIWOE TIC AEPOUETAPEPOPEVEC
OKOVEC KOTA TN JIAPKEIN TNG
AUTOKIVNTIKIG KATAOKELNC,
avantoxOnke oTIC apxEC TNC
dekaetiac Tou '20.

‘Eva 0e0TEPO GNUOVTIKO KUPIO onueio epaviotnke 1o 1925 otav
Richard G. Drew, pia véa Bonbaog epyaotnpiov, avaKAALYe Tnv
KOAUTITIKI) TAWViO - €va KAvOTopo BAua mpog tn dla@opoToinan
aAAG Kal TNV TPWTN amnd TI¢ TOAAEC Scotch® Pressure-Sensitive
TOIVIEC,

2Ta EMOPEVA XPOVIA, N TEXVIKH TPO0O0E 0dr)ynae atnv Tawvia
Scotch® Cellophane yia 10 o@pdyiopa Twv KIBwTiwv, Kot cOVTOUO
AVAKOAU@ONKAVY Ol EKOTOVTASEC TWV TIPOKTIKWVY XPHOEWV TNC.

2 TIC 0pPXEC TNC deKaETiag Tou 40, n 3M oTPAPNKE OTA APULVTIKA
LAIKG y1a Tov 2° Maykoopio MoAgpo. MeTa amo auté akoAovBnoav
VEEC dnuIovpyieg, omwg to Scotchlite™ Reflective Sheeting
(aVTavVOKAQGTIKA KAALYN) Yyia TN oAPOvVon TV €BVIKWV 0dwv, TN
MOYVNTIKI Tavia Katoypa@nc Ao, TNV Ivwdn KOAANTIKA Tavia
KOl TNV €vopén TnN¢ GUPMETOXNE TNC 3M OTOV TOUED TWV YPAPIKWY
TEXVWV, HUE TIC TAGKEC QWTOTUTIKWY unxavnuatwv (offset printing
plates).

>1n dekaetia tou '50, n 3M elor)yaye 1 dl0dIKaaia avTiypa@ng
Thermo-Fax™, 1o Scotchgard™ Fabric Protector, tn
payvntotawia, ta Scotch-Brite™, Cleaning Pads kol d1a@opa véa
NAEKTPOUNXOVIKA TIPOTOVTO.
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«0. To Dry - Silver pikpo@iAy €1omx6n otn dekaeTio Tov '60, padi pe
TO QWTOYPAPIKA TTPOTOVTA, Ta XWpPI¢ avBpaka xapTia (carbonless
papers), T UTEPLYWHEVO CLUATHATA TIPOBOAARC, Kal ToV TaxLuTaTa
aL&OVOUEVO TOPEN TWV LATPIKWVY KOl 0O0VTIKWV TPOTOVTWV.

/. O1 ayopég EMEKTABNKAY TIEPAITEPW OTN OEKAETION TOU 70 Kal
deKaETia Tov '80 oTa POPUOKEVTIKA €idn, TNV OKTIVOAOYia Kol TOV
EVEPYEIOKO EAeyXo (radiology and energy control).

8. To 1980, n 3M clofjyaye
Ta Post-it® Notes, ol
oToieC dnuiovpynaav pio
OAOKANPN Kotvouplo
KOTNyopia atnv ayopd Kal
dAAa&av Tov TPOTo
EMIKOIVWVIOC Kal
0pYAvVwaonC Twv avepwmwy
yla mavra.

21N deKaeTia Tou '90, ol TwANCeIC EpTacav Ta $15
dloekatoppLpla. H 3M ouvéxioe va avantOaoel Pio oelpd
KOIVOTOU®WV TPOTOVTIWY, CUUTEPIANUBAVOUEVWY TWV QAPUAKWY
Tpomomnoinong Tou avooomoinTikov, films yia tv avénon g
QWTEIVOTNTAC VIO NAEKTPOVIKEG EMIOEIEEIC KO EVKOUTTO
KUKAQUOTO TIOUL XPNOIYOTIOI0VVTOI 0TOUC EKTUTIWTECG Inkjet, Kivntd
TNAEPWVA KOl GAAEC NAEKTPOVIKEC GUOKEVEC.

To 2004, o1 TwANoeIC Kopupwbnkav ota $20 dICEKATOUPLPIN VIO
MPWTN QOPd, Ue Ta KAIVOTOUA VEQ TIPOTOVTA Ta OToia GUVEBAAAOV
ONUAVTIKA o€ auTv TNV avénon. Ot TPACPATEC KAIVOTOMIEC
neptAaupBavouy ta Post-it® Super Sticky Notes, v Scotch®
Transparent Duct Tape, ontikd films yia ti¢ tnA€opdoelg LCD kal
MI0 VEX OLKOoYyEvELla Twv Scotch-Brite® Cleaning Products mou
divouv 0TOUC KOTAVOAWTEG TNV dLvVATOTNTA TPIYPIPATOC Yo Evav
MANB0C epyaciwv Kabapiauov.
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5.3 TO CRM 2THN ETAIPEIA 3M

“CRM is not just about putting the customer at the heart
of the business, but organizing the whole business around

the customer”
(CRM 0¢ anuaivel povo va «Badeic» Tov meAATn aTnv Kapdid tng
EMIXEIPNONG,aANG VO 0pyaV®VELG OAOKANPN TNV €mixeipnaon Pe Bdon tov meAGTN)

Me auTr) ™ @pacn N 11 eivat to CRM. Eivai moA0 Booiko va
OPYOVWVEIC OAN TNV EMIXEipNoN o€ pia TEAATOKEVTPIKN Bdon. H
eTalpeia yvwpidel 0TI 0 anNUEPIVOC KOTAVOAWTHC-TIEAATNC €ival
KOAUTEPA EVNUEPWUEVOC, TIIO ATIOITNTITKOC Y10 TO TPOTOVTA 1) TIG
LTINPECieC TOL ayopadel, £XEl HEYOADTEPEC TTPOCAOKIEC KOl TO BOCIKO
TIOU KOITAEL Eival 0TI 0 XpOvoc Exel agia.

To CRM yia v yiveTal pio véa Baon Tou avtaywviopoL yio Tnv
AmOKTINON TNE MIOTNC TWV TEANTWY KOl TNV AVATTUEN TWV TWANCEWV.

To CRM egival pio mpoomdBela TOL EVOWVATWVEL KOl BEATIOVEL TIC
EMIXEIPNOIOKEC LTINPETIEC.

MéEaoa amo tnv epapuoyn Tou cuotiuoato¢ CRM n etaipeia
dIOHOPPWaE Eva dpapa :

y;C cth

160 “Sales, marketing and service processes will be integrated
into an efficient, effective process”.

(O1 TwARoEIg, o1 dladikaaieg marketing Kat umnpeaiwy Ba
EVOWUOTWOO0LV OE IO OTOJOTIKY, OMOTEAECHUATIKA
dladikaaia).

“Capture every contact with the customer ™.

(KpaTaue 000 TO duVOTOV KOAUTEPN EMOQN HE TOV TIEAATN).

“Any person serving the Customer will be able to

conveniently access all recent integrations and

transactions”.

(OmolodAmoTE MPOCWTO Tou €EUTNPETEL Tov TEAATN Ba
eival g Bon va €xel mpoafoon eVKOAD 0€ OAEC TIG
MPOCPATEC OAANAETIOPACELC KOL TIC GUVOAAOYEC TOU TIEANTN

UE TNV



To CRM yia tnv €ival PO oTPOTNYIKN €MEVOLONG, WO TOAITIOTIKN)
aAAayn Kal n dladikaagio pe TV omoia n idia n etaipeia

Avayvwpion
AnoKtnon
MwAnon
Service
Alatrjpnon

TWV TEAATWV. 20V TPWTO PBriUa £XOLUE TNV AVAYVWPICN-TIPOCAI0PICUO
TWV TEAATWVONAQDI O€ Tol0 Oyopd BPICKOUACTE, TI TEAATEC EXOUPEVA
QVTIUETWTIIOOVPE, TI TPOPARUATA UTIOPEL va TTPOKOYOULV GTNV YETAEAU
HOG ETIKOIVWVIA. Z€ aUTO TO deVTEPO Pria PPOVTI(OLHE VO OMOKTACOUUE
TOUC TEAATEG PE TNV TIWANGCN TV TPOTOVTIWY Kol PPOVTI(OUUE Va TOUC
divoupe €va 600 To duVaTOV KAAUTEPO Service, PIo KOAr €EUTNPETNON
OX1 MOVO KOTA TNV ayopd Tou mPoidvtog aAAG Kal “after sales service”.
‘ETO1 KOl PE AUTO TOV TPOTIO B0 KATAPEPOULKE VO TOUE SIATNPIOOUVLE.
BéBata dev ival TOo0 anAo 000 @aivetal BEAEL TPOOTIABEIN TOCO ATO TN
d10iknan 000 Kal amoTouC 'd10U¢ TOLC LTTIOAANAOUC.

OAa, pe Aiya Adyia, yivovtal Pe EMKEVTPO TOV TEAATN KAl e OKOTO TNV
KOAUTEPN €&uTNPETNOT TOL.

2 UYKEVTPWTIKA, OTIWC EXOVUE TIEL KO OE TTPONYOUHEVA KEQAAOLD, N
avaykn piag emixeipnong yia tm xprion evoc CRM  ival mAEOV EMITOKTIKA
KOl oUTo YA Ti:

KoaTilel 5 popéC MEPIGGOTEPO VA ATIOKTIOOUWE EVO VEO TIEAATN
amo TO va O1aTNPriooLKE Evav RN LTTAPXOVTO.

O1 eTaIpeieg KOTA PECO OPO Ba XAOOLV OTA ETOUEVO XPOVIO TN
uior) BAon Twv MEAOTWV TOUC.

68% 0md TOLC MEAATEC Ba APr)OOLY TNV €V AOYW ETOIPEin EEQITIOC
TNC KAKNAE e§umnpETNONC.
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CRM PROCESS STEP

Avujfilii OKM It Yikliv e AN
I ATROICIKC.  TojL'l F
Tpipo'ciioinon Mehcicw
I;,’EI’)(’X)-I liXKm AOI |li * ™ ]> J
Mye; Moo,
ANoyr) Tporo AloiKNnorg,

EEpupUQHL T; CRM dioAkGota;

af1potaoa, AMa; o

Abinon Tn: Eywowonig;  ~ = ATE X
Kavaho lwzamé&*

-j-iiauuki

= V], BBV =

Mdypappa Porg 1 CRM Process Steps (Mnyr : Apxeio Etaipeiog 3M)
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5.4 CRM KEY SUCCESS FACTORS

O1 Baagikoi mapdyovteg yia tnv emtuxio tov CRM atnv taipeia
eivat:

Visible executive leadership
Financial commitment
Sustained effort

Cultural transformation- Help
People Change

Constant communication
Rewards linked to measurements
Start small-expand rapidly

Be flexible
Meagure progress with key Sy 2
metrics CRM Key Success Factors
It’s not an option Mnyn: Apxeio Etaipeiag 3M
5.5 Etaipikn Ztpatnyikry CRM software
H etaipeia EMEAEEE TNV €TAIPEID N omoia OTwW¢ ndn
EIMWONKE €EEISIKEVETAI OTO XWPO TWV AVoEwv Customer Relationship
Management. H gival nyétnc otnv ayopd CRM, €xel 1oxupn

e-business 0OAOKAPwar), KOBIEPWVEL GLVEPYATEC, LTTOCTNPIEL GUVOAIKA
TNV etaipeia 3M (global support), mpoo@Epel eviaia epapuoyn, HolpAdel
TN YVWaon Kol TNV EUTEIPIa TNG OMOTEAECUATIKA.

5.6 SIEBEL SOFTWARE - 3M’S MODULES

H napoucioce To module mou Ba akoAoOLBACEL N oto CRM.
MopaKATW ava@EPOVTaL TO TUPATa Kot To module avoAuTIKA:

Sales

O Account Management & Development (Alaxeipion
aTmMOAOYIOMOU Kal aVATITUEN)
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O Lead follow-up (Zuvexnc KaBodryynon)
Internal Sales (Call Center)

O Inbound (Elogp)oueveq)

O Outbound (E&epxopeveQ)

O Campaigns (Koumaviec)

J Account Management & development (Alaxeipion
ATOAOYIOUOU KOl AVATITUEN)

Marketing

O Campaigns (Kaumavieg)

O Customer analysis-identify opportunities, trends etc.
(AvaAuan Tou meAATN-MpoadlopioTe TIC EVKAIPIEC KO TIC
TACEIC KTA.).

O Data Cleansing and Hygiene with 3rd parties(extemal) (Na
KOBOPIOTOUV TO OTOIXEIO UE TPia CUUPBOAAOUEVA PEQN
(EEWTEPIKA)).

Objectives

O1 gtdyo1 IOV €0€0E N oTnV €Talpeio amo ™
Xpnolgomnoinaon €ivat ol mopoKATW:

O AU0&non tn¢ IKavomoinong Kat EPMoToolvNnG TWV TEAATWV.

O AUEnon oTo PEPIOIO TwV TIEANTWV.

O BeATinon twv mwANoewv Kal Tou marketing.

O AU0&non tn¢ mopaywylkotnTac.

O AU&non tne emaErg TwWV TEAIKWQV XPnoTwy.

O Meiwan Tou KOGTOUC VA JOVASH TWV EMAPWVY HE TOUC
TEAKOUC XPrOTEC.
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5.7 Customer’s Ideal Is One To One

To 10aVIKO Y10 KOBe TEAATN TTOL KOAEL PI0 ETOIPEIN €ival va Tov
yVwpilouv atopikd. Mapokdtw mapouataloupe Ta BACIKOTEPN aTOIXE(N
IOV TIPETIEL VA YVWPI(OLE:

Ot1av évag MEAATNC KaAeD, BEAEL va ToV avayvwpiouv. TOLAGXIOTOV BEAEL
VO YVWPIZEIC TO OVOUG TOv, Ta TPOIOVTO Kal TIC LTINPECIEC TTOV
ayopddel,mboo Kalpo €ival TEAATNC NG ETAIPEING, TOGO TOAUTIMOC Eival
Y10 TNV ETAIPEIN,TIC EIOIKEC TOU ATAITHOELE, TA TIO TPOCEATA AITHUATA
TOU yio BonBela, TNV TEAELTAIO TOU TTOPAYYEAIQ, TTWE XEIPITTNKAY TNV
TEAELTAIO KAROTN TOL TIPOC TNV €Talpeia. Edv o meAdTng e§unnpetnoei and
KATIO10 LTTAAANAO TIOL € YVWPIEl OAX TO TAPOTIAVW Yia EKEIVOV TOTE O
MEAATNC Ba ducapeaTnOei Kat TIBAVOY va POTAIWBET OKEQTOUEVOC ... «AE
YVWPIZEC TTIOI0C HUOLVA EYW;;;».

5.8 MpolmoBeaelg MNa Tnv YAomonion Evo¢c CRM Project
>1nv Etaipeia 3M.

O1 TPoUTOBETEIC IOV TIPETEL VO TTANPEL N KABE eTaIpEia mou BEAEL va
vAoroliroel eva CRM Project Kol 0T OUYKEKPIUEVN TEPITTWON N

eTalpeia

sivat:

EBU (European Business Unit) Manager Eyyvodoaia kail
Country Market Leader evepyog Kat opatoc.
Agoolwpévoc Leader tou CRM Project (minimum 50%)
ATodoxH Twv Bacikwv Bnudtwv g d10dIKaaiog
OUMTEPIANBOVOUEV®WY TOU OIKOVOUIKOU GXEJIOCHOU

MOVTEAWV EMOQAC KAl KAAUPNC KOt OIKOVOUIKWY HOVTEAWV.

ZaQNG ypapun epappoyng Atoiknang

MPOCdOKWUEVEC AANAYEC

YToAoylopévo Koatog (+- 20)yia Kabe atadio
YTOAOYIOHUEVOC XPOVOG

YTooTHPIEN LTOJOMUNC KAl GVTANGNE TINYWV TTANPOQOPIWV
ano to IT

XPRHon €T01PIKOL KEVIPOU TIEAATWVY AV ival S100ETIUEC Ol
TIANPOQOPIEC KAl ATAPAITNTEG VO XPNOlIUOoTOoIN6oLv.

TEI ML
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CRM Business Process Development

Irl

Mark* 1M,
( nstumers
, Sample &
End users Likuni re
'‘Distributors FulLfiiimem

Ft

Aaypappa Porg 2 // 3M Business Process Development (Mnyn: Apxeio Etaipeiog 3M)

2T0 TOPATIAVW OlAypappa BAETOUE Eva TEAATOKEVTPIKO POVTEAO
ETMIXEIPNONC OTIOU OAEC Ol OPYOVWTIKEC AEITOUPYIEC KO KPIOIUEC
TANPOQOPIEC TEAATWV POIPALOVTOL PHECW MIOC KOIVHC BAONC OEO0UEVWV
TIPOKEIPEVOL va dnutovpynBei va Blwaoipo,d10QopOoTOINUEVO
AVTOYWVIOTIKO TAEOVEKTNUO Kol OAEC OI O100IKOCTIEC va ayyiouv Tov
TEAOTN KOl va BEATIWVOLY TNV 0XECN TOU WE TNV EMIXEIPNON.
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5.9 3M Loyalty Center Model (Business Process)

Mota gival n d1o@opa;

2€ auTr) TNV TOPAYPOPO oa¢ TAPoLaIA{oVUE TN dla@opd o€ dV0 POVTEAQ:
To existing model dnAadr) To rjdn LTIAPXOV LOVTEAO TIOU LUTIAPXEL TNV
ETAIPEIO . KA1 TO KOIVOUPIO POVTEAO TIOU €XEL EVOWHOTWHEVO T0 CRM.

V v Mode! CnT' og'er A ,in<j "Jodel = P oduct
cc T1m < entrie
PRoCL"s
U
v i <i a
ML 1 W
I) I n- - T I

Mivakag 3: Loyalty Center Model (IMNnyn: Apxeio Etaipeiog 3M)
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2 TOV TTAPOTAV® TIVOKO TTOPATNPOVHE OTI TO 1dN LTIAPXOV UOVTEAO EXEL
oav KEVTPO TO TPOIOV O€ OTIBEDN HE TO VEO POVTEAOD £XEL OOV KEVTPO TOV
MEAATN (TEANTOKEVTIPIKO POVTEAOD). ZUUTAIPEVOLE dNAOdN OTIL N
@IAOCOQI0 TWV ETIXEIPHOEWY TAEOV BiVEL HEYAAUTEPN BAon TAEOV OTOV
MEAATN Kal 0T¢ AVAYKEC TOU, TAPA OTO TPOIGV TIOL NTAV TPOCNAWUEVEC
TOAQIOTEPA.

5.10 OH & ES: Occupational Health & Environmental Safety
Products

>Tnv  EAAGQOC mOpouaIaoTnKE project yia ta mpoiovia OH & ES
(Mpotdvta Mpootaciog Epyaciog) OMw @aivovTal TaPaKATW:

H ey@avion tou “business problem” (emixelpnolako mpoRANUQ)
dnNuIoLPYNCE TNV AVAYKOIOTNTO WOTE N Vo avadntioel Abon PEow
NC AVoew¢ CRM.

Business Problem: To emixeipnotokd mpofAnUa mouv UTAPEE 0TO TUAMO
OH & ES ntav:

AUTO €ixe oav aTOTEAECUO

BV0 UTTAPXEL AVIKAVOTNTO va GTOXEVGOUY
OTOTEAECUATIKA OTNV EMIKOIVWVIO OTOI0CONTOTE
Hop@ng,

“I'n OUVAUIKA TWV TOWARCEWV OEV NTOV TOGO
AMOTEAEGUOTIKI),

ol TpodmoAoylopoi Twv marketing £0de0TNKAV OTNV
ayopad Twv ETIXEIPHOEWV-OTOXWV,
Ol EVAPEEIC TV KavoLPIwV i} TV 1N LTTAPXOVTWV
TPOIOVTWY NTAV EEAPTWHEVEC ATIO TO EVOIOPEPOV TWV
dlOVOHEWVY Kal OX1 amd Toug TEAIKOUC XPHOTEC,
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*OEV LTINPXE KOO aVTOYWVIOTIKY dpacTnelotnTa
€AEYXOUL KOTI TO Omoio 00ynoE o€ Xpnaoluomnoinan Yovo
TNC d10ioBnNoNC wWOTE VO UTIOAOYIOTEL TO PEPIBIO TNG
ayopag G

Obijectives: O1 gTo)0I TOL TEBNKOV £T01 WOTE va EAAEIPOEi TO business
problem rtov:
1 va xtioTei pia Baon dedopévwv Tou Ba poipalovtav

TIC AEITOLPYIEC EMOPI) PE OLVETEIN VED
KOMMATI TV TANPOQOPIWY avd TIEANTN,
UEiON TOL XPOVOUL TIOL XPEIALETOL TO VEO TIPOTIOV WOTE
va TTapel BEon otnv ayopd,
VO UTIAPXEL MEYOAUTEPN OMOO00T WE TOUC UTTIAPXOVTEC
Kol O10BETIOUC TTPOUTOAOYICHOUC KOl
aL&non TwV TOCOOTWV ATMOKTNONG KAl A1aTHPNoNG Twv
MPOIOVTWVY € UI0 WPIUN oyopd.

Approach: H mpoaéyyion mou EyIve €101 WOTE va AUBEL TO business
problem nmapovataletal we ENC:
NEa TpooméAAON EMIXEIPNUATIKOU TPOYPOUUATIOUOU:
XTio1u0 €vOC KEVTPOUL LTOOTHPIENC TWANCEWY WOTE VO
av&nBolv amodOTIKOTEPA Ol EMAPEC UE TOUC TIEAATEC.
(} Anpiovpyia VEwv KavaAlwv 0AANAETIdpaonC Twv
MEAATWV pEow TwV Call Centers kat Tou Internet.

Ta napandvw 0dnyolv aTnv GUAAOYT TWV CTOIXEIWV TWV TEAATWV. AUTO
odnyei avtopata o€ Siebel mepIBAAAOV OTIWG EXEL AN avaQepBei
TOPATAVW®.

Results: Ta amoteAéouaTa TOU ATOPPEOLY ATIO TNV EQapuoyr) CRM eival
WG EENG:
MOI0TIKEC KOIVEC BACEIC OEDOUEVWVY YIO OVTANGH TWV
TIANPOQOPIWV.
' Meiwon twv A&P (Advertising &Purchasing) kai
av&non Twv OmEVBUVOUEVWV EKOTPATEINV Kl £TOL TA
MO0O0C0TA OMAVINCNG €ival o Kovtd oto 10% omd 2%
TIOUL NTOV TIPIV.

; AULENon tN¢ SLVOUIKOTNTAC TWV TIWANCEWV.
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H Baon dedopévwy gival apxikn mnyn mAnpogopiwv. H Siebel
XPNOIKOTIOBNKE WC EENIPETIKA ATOTEAECUATIKO SIOIKNTIKO EPYAAEiO
amnodoang.

5.11 OH & ES: Occupational Health & Environmental Safety
Products UK/Ireland Region

2€ auTr TN MIKPH TapAypa@o Tapoualdlovpe TNV eEEAIEN Tou Cutomer
Relationship Management tng IpAavdiag oto id1o Tunua:

® 1989: Anuioupyia Helpline mou unootnpixbnke and tnv
LTINPECia TeEXVOAoYiagC.

® 1997: Alaxeipion Twv EICEPXOPEVWY KANTEWVY TIPIV TN
Bor|Bela g unnpeaiag TexvoAoyiac.

® 1998: Anutoupyia Call Center, dloxeipion Twv EI0EPXOPEVOV
KOl EEEPXOUEVWY KANOEWV.

9 1999: Anuioupyia Sales Support Center (Kévtpo
YToothpIEng MwANCEWVY) TTOU OTEAEXWVETE ATO 5
umaAARAoug. H dnuioupyia Helpline £dwae apKeETA
UETPNOIUA OTTOTEAEGUOTO OTIWE TIOPOKATW:

S UVOAIKEC €10€PXOUEVEC KANOEIG: 9466 amo TI¢ omoieg ot 50
NTav TEXVIKNC Epeuvag aitnua, ot 6503 tav aitnua
KaTtapTiong (omou 403 avTIYETWTIoTNKAY E0WTEPLKA), ot 550
agopTmuoav mpoBAAuaTa mMapadocewe, ot 1550 agopovoav
deiypata-@uAAGdILa, ot 428 a@opolaay EPEVVEC TIHWY OO
TEAIKOUC KATOVOAWTEC, 01 288 a@popoLaayV TNV KOVTIVOTEPN
TomoBeaia yia Evav d1avopEa TNC Kal TEAOC 297 gival un
Ta&IVOUNUEVEC KANOEIC.

® 2000: OAokAnpwuévo Sales Support Center IKavo va
OIOXEIPIOTEL E10EPXOUEVEC KOl EEEPXOPEVEC KANTEIC,
TPOYPAUMOTA UTIOCTIPIENG ETIKOIVWVIOCG PE TOUC TIEAATEC.
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5.12 3M’S CRM MODEL

Business

Manacjement
reports

reports
Account Mngt

Lead and Opportunity Mngt
Campaign management

Segmentation

One integrated customer profile

n S itir j

Adypappa Porigc 1 CRM Process Steps (Mnyn : Apxeio Etaipeiag 3M)

1. One Integrated Customer Profile
(Eva evowvoTwpEVO oXeSIAYPAUHO TIEAATWV)

( Na ouAAEyoupE, VO amOBNKEDOVUE Kal VO POIPALOVUE OAEC
TIC TTANPOQOPIEC VIO EVO OUYKEKPIPEVO TIEAATN OE Eva EPOC.
O1 xpnoteC Ba poipdlovtaldAeC TIC TANPOPOPIEC OXETIKEC PE
Ta Accounts Kat 8o €xouv poafacn o€ autd av gival BEPata
€€0L01000TN PEVOL.

O1 Xpr)OTEC TIPETEL VA dOLV OAEC TIC OXETIKEC OPOATTNPIOTNTEC
ue omolodrmote Account. Anaiteital évag Reminder yio to
v evepyeia Accounts.

To teAevtaio update Mavw o€ dedopEVA EVOC TTEAATN Ba
MPETEL VA €ival O106£01M0 € OAOULC TOUC £€0VCI000TNUEVOUC
XPNOTEC O€ OAN TNV ETAIPEIN TNV (d10 XPOVIKY GTIYMr).
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2.

3.

4.

Segmentation (Katatunaon)

OA\a Ta accounts TIPETEL VA €Vl ATTOPPNTA UE CUYKEKPIUEVA
KPITAPLA, TPV auTo opadomoinboly o€ Eva TUAUO.

AUTEC ol AioTteg Twv Accounts Ba gival 0 0TOX0C yia TEPAITEPW
ETXEIPNUOTIKEC OPATTNPIOTNTEC.

KaBe EBU (European Business unit)mpénel va kabopioel ta
KPITNPI0 TOPAUETPWY, Ta omoia Ba miatonoljocouv To Account
ano auto 1o EBU.

‘Eva Account pmopei va ival o€ €va d10@QOPETIKO TUI KO
avrKoVTaG O€ TEPIOCOTEPQ Ao £va EBU.

2 To emninedo Service KAl GTPOTNYIKIC OLOXEIPIONC TEAATEIOKWY

OXE0EWV TIPETEL VA AVATITOCCETOI KOI VO EKTEAEITOI O KABE
TUNUa TG EMIXEIPNONC.

Campaign Management

H e@apuoyn mpEMEL va LTTOOTNPIEEL TNV TTPOETOIPATIiA, VO
EAEYEEL KO VO OKOAOUBNOEI CUYKEKPIPEVEC KAUTIAVIEC.

To oLOTNUA TIPETEL VA EiVAL IKOVO VO TIAPEXEL CUYKEKPIUEVEC
AioTeC yia va umoatnpigel T pvBuion Tou target group yia To
DM A ti¢ Telemarketing KOUTAVIEC.

Ot avTIdpAaoelC ,00nyiec, KOl TEPAITEPW dPATNPIOTNTEC B
MPEMEL VO KaTaypa@ovTal ato oclaTtnua, diovtag tn Baon yia
TO task management.

... Ol KAPTAVIEG £XOUV UIa ELpEia aioBnon péoa o€ auTr) TNV

e@apuoyn. Odnyiec yia 1o mpoiov, Demos, Mailings,
anavtnoelg fax, TNAEPWVIKEC KANOEIC KATL. MTtopolv va
AVTIYETWTICOVTOI 0OV KOPTIAVIEG ETIONC.

To cOoTnua TPETEL va UTIOOTNPICEL TN PETPNON TNC ETITUXIOG
TNC¢ KOBe Kaumaviag (answer rate, close loop rate, ROl ...).

Lead And Opportunity Management (Ataxeipton Evdia@ £€povtoc
Kot EuKatptwv)

Katd tnv Eicodo piag veag ukaipiag oo aLoTNUa, TTPETEL va
yivetal plo avtopotn ta&ivéunon n omnoia va Bociletal o
TPOKOBOPITHEVA KPITH) PO,

OO TPEMEL VA €ival amAr) d100IKagia vo GUUBOUAEVTEL KATIOI0G
Y10 TIC €V EVEPYEIQ EVKOIPIEC.
O TPETEL VA LTIAPXEL £V XPOVIKO TAAICI0 TIOU va oXETiETal
UE KABe eukapia: TOTE apxidel KOt TOTE TEAEIWVEL.
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O1 d10QOPETIKEC EVKOIPIEC Ba TTPEMEL va €ival o BEan va
Ta&Ivounbouv pE SIaPOPETIKEG TPOTEPAIOTNTEC Kal Ba TIPETEL
VO 6UVAEBOLY g TO XPOVO Kal TN dloxeipnan.

Mpémnet va umtap&el SIOPAVELN VIO TO TTO00 KOVTA/HAKPIA YO
TOV TIPOCOIoPIoHG TNC euKalpiag. Tt BAuaTa Exouv RN Yivel,
T1 YiVETOIl PETA KO TTOI0C €ival apKeTA LTIELBUVOC WOTE VO
avaAdapel pétpa.

Ta mooooTa emtuyiog/anotuyiog Ba TPEMEL va gival EDKOAO va
UETPNOOLV.

5. Account Management

Eival ouol00TikO n owaotr) ta&ivounon twv AccountSTa omoia
eival Baoiopéva o dedopEva Kol TANPOPOPIEC IOV
El0EPXOVTOIL OTO OLOTN .

Me Bdon Ta Kpitpla a&loAoynaong ta Accounts TPEMEL va
OMOO0TOoI0VVTOI OE SIAQOPETIKA TUAUOTA TNG EMIXEIPIONG PE
TPOKOOOPITUEVEC TTPOTEPAIOTNTEC.

To time Kol 1o territory management TpEMEL va
vmoaTtnpidovtal anod To cUCTNUA e AETTOPEPEIC AOTEC
EMOKEPEWV oav AmOdoan.

Ta oxédla emiokePng TEAATWVY Ba TPETEL VO TIEPIEXOLV TIC
anapaitnTe mMANPoPopieg yia Ta Accounts ,timing,
TPOTEPUIOTNTEC KATL.

Ta amoTEAECUOTO, Ol OECUEVTEIC, TO OXOAIO HIOC EMIOKEPYNC
Ba mpEmel va KaTaypd@ovTal 0To oUOTNUO YId TIEPAITEPW
dpaaTnPIOTNTEG 0TO task management.

O1 TANPOQOPIEC Y1a TIC TEAIKEC OYOPEC TIPETIEL VO
KOTaypa@ovTal Omou Yivetal.

6. Management Reports

AUTEC 01 eKBEDEIC Ba TIPEMEL VA gival Kupiwg BOOIKEG yia TNV
a&loAGynon TWv MWANCEWVY Kal TNG O0pacTnPIoTnToC TOU
marketing g€ 0OAOKANPN TNV EMIXeipnon.

H ékBeon Ba mpémel va yivovtal Kol 0 JEPOVWUEVO KOl OE
OUVOAIKO €TTEDO YIO TNV ETIXEIPION.

7. Business Reports

To enayyeAUaTIKG avaAuTiké CRM epyoaAeio,dev gival
0XeAIAOPEVO VO EQAPUOCTE, AduBavovTag LTT’OYIV TO
EMIXEIPNUOTIKO POVTEAO TNC eMIXeipnont. Ev tw petady,
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TIOAAEC business reports Kot avOAUGEIC TIPETIEL VO TIOPEXOVTAL
amo 1o cVOTNUA YIo va UTIoaTNPIXBOUV Ol OMOPATEIC OTNV
€atiaon Kal Katevbuvan, aTIC TPOTEPAIOTNTEC, KAl TNV
KOTOVOUI TV TOPWV.
AvaADovVTaC TO OXESIOYPAPMATA TNG OyOPAC, Ol CUUTIEPIPOPEC
KO Ol AVTIOPACEIC OE DIOPOPETIKEG ETUXEIPNMATIKEC
dPACTNPIOTNTEC, TTOPEXOUY CUUTIANPWHATIKEC TTANPOPOPIEC
OTO TUAMATO KAl To 0TOPIKA Accounts. AuTo e§unnpeTei 0To
LYNAOTEPU TTOGOOTA OTIC KOUTIAVIEG, MEIWVEL TOUC KUKAOUC
MWANCEWV Kal 0LEAVEL TNV TIBAVOTNTA VIO TWANCEIC.

* . O1 AEMTOPEPEIC AMOTEC TWV AVOADCEWVY Ba TTIPETEL VO
KaBopilovtal Kata TN SIAPKEIN TN TEPLYPAPIKNG PAONC.

Accounts/Channel Profile

Accounts
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Accounts/ End U

Account JLM BODYSHOP 1

Address C/ Mayor 23

Town Pinto

1234

Account Grade

AAD Account B

Time Territory Plan

Time Territory |Ves

Account Pentration
Current Value / Year 3,500
Potential Value / 18,000

Penetration % 19.44

ser profile

Site BBB

Site Type Single Site

Main Phone # +34 91 5677889

Region

Country Spain ' Website

Select Account for Field Test

Key Information

Paint Type High Solids

Paint Brand | ¢ |.
Paint |C|
Franchise Audi

Group jcameil Motor Group

Distributor

Primary |20/Twenty Signs

Account Potential

AAD Benchmark 30

Account/Influencer

profile

Account zaventem Secondary school

Address  Hermeslaan 7

Town Zaventem

Post Code B-1031

Account Grade

AAD Account Grade

Time Territory Plan

Time Territory No

Country Belgiurr

Site asdf

Site Type

Main Phone # +32 02 722 43S6

Region Zaventeir

Website zavschool.com

Key Information

Main Fax # +34 91 4566778

Main Fax # +32 02 722 43 67

Account Type End User Privat H
Account Grade A
Account Status Active
Account Team JLMARQUES

Company e-mail

Notify

Business Activity Paint / Bodyshop

No. Of Painters 2
No. Of Body 2 !

Cars 50 !

mp

Secondary|

Account Potential 18,000

Account Type Education
Account Grade
Account Status Active
Account Team JLMARQUES

Company e-mail zaventmail@belgai

Group Sandicliffe Group

Business Activity jCollege

Y Commnets
Comments

send brochures from time to -
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Contact /End User Profile

Contact

Contact/Channel profile

Contacts
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Activities Screen ( Corporate)

Activities

Opportunities/Business Won

Opportunities

Account Renault Sei 7
Address C/Europa, 15

Town Arevalo Region [Segovia

Post 25980

Additional Opportunity Information

Distributor 3M IRELAND *:  CHESTERI -

Comments

Total Units Sold 100 -
Estimated Units / 1,000 -

Account Penetration

Site jnkjdncnc  Opportunity GG2, 1-3NYYD 2

Description jNew Follow-Up

Sales Team|jLMARQUES
Territory

Country [Spain - Source

Revenue £0.00 Prob 0/@%)
Close Date (3/6/2003 Created{3/6/2003

Lead Quality | Reason
Sales Method EU AAD New Product Intro.
Sales Stage jNew Product / Won

lonvertto Asset; Qutcome |W0n

Business won from Competitor *
Which Competitor ? j(ES) CLIMAX - Productos Clima: »

Asset Creation
Assets Created?

Body Area - Paint Area -
Pre Paint Potential » Rectification *  Account Penetration |
r~
Product Part Number Description Alternative Description

Windscreen Sealar - 310ml
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Opportunities/Business lost

Upiiortunities

Account Renault Sei *
Address C/ Europa, 15

Site |nkjdncnc
Description jNew Follow-Up
Salas Team |[JLMARQUES

Town Arevalo

Post 25980

Region jSegovia

Country (Spain - Source |

Why was the Business Lost ?
Reason Performance
Additional Doesn't see the ROl of the product,

Competitor |(ES) DALLOZ - Grupo Bacou-Dalloz

Product , Part Number Descnption

> PU Windsere

New Product Selling Steps

Account ler MAI ME Site TROYES  Opportunity Paint Preparation Sy

Address 3 Rue du Parc des Sports Description New Foliow-Up

Sales TeamJLMARQUES

Town TROYES Region Temtory
Post 10000 Country Franct Source
Last At Nne Contacte Mr/Ms Salutation

Opportunity jPaint Preparation Sy:

Territory! -j

Revenue j£0.00 -
Close Date 3/6/2003 *
Lead Quality!
Sales Method |[EU AAD New Product Intro.
Sales Stage jNew Product / Lost

Prob 9%]0%
Created3/6/2003

Reason!

Outcome Lost

Alternative Description

-

Revenue F0.00 Prob % 0o

Close Date Created 3/6/2003

Lead Quality Reason

Sales Method jEU AAD New Product Intro,

Sales Stage

Blue Print
. Product Demo / Instructions
Accoi
New Product Installation
New Product / Won

New Product / Lost
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Existing products selling steps

Opportunities

Account ler MAI ME d Site)TROYES  Opportunity|Paint Preparation Sy: Revenue|F0.00 - Prob %]0%
Address 3 Rue du Parc des Sports Description jNew Follow-Up Close Date | ~  Created 1/6/2003
Sales Team JLMARQUES Lead Quality ' Reason| 7
Town TROYES Region | Territory [ -1 Sales Method] isting Products d
Post 10000 Country |Franci 7 Source 1 Sales Stage |
nj

Existing Product / Lost

j Last Name first Name , Contacte Mr/Ms Salutation Account

Promotional activities selling steps

Oi rortunities

sees-? 1

Account ler MAI ME - Site TROYES  Opportunity Paint Preparation Sy: Revenue F0.00 Prob 9%0]6%
Address 3 Rue du Parc des Sports Description!New Follow-Up —j Close Date - Createdj3/6/2003
Sales Team ILMARQUES d Lead Quality -j Reason| d
Town TROYES Region Territory | & Sales Method EU AAD Promotional Activities 7
Post 10000 Country France 7 Source| Sales Stage 2]
Oi Promotional Activity / Lost
Last Name cirst Name Contacte Mr/Ms 1Salutation jAccour

Grading Accounts and contacts

! o
1
Account
Account Renault Segovia Site nkjdncnc Account Type End user L Y
Address C/ Europa, IS Site Type Single Site Account Grade A -J
Main Phone # +34 91 567 89 90 Account Status Active -
Town Arevalo Region |Segovia Main Fax # +34 91 5 67 67 67 Account Team JLMARQUES -
Post Code 25980 Country [spain * Website Company e-mail 1
Select Account for Field Test Notify
Account Grade Key information
Paint Type | - Business Activity Paint / Bodyshop *
Paint Brand f - No. Of Painters 2 (11
Paint j No. Of Body 1 -
Franchise | - Cars 40 ~:
Group j Comments “
Account Pentration Distributor
Current Value / Year K,OOO  d Pr,mary '3M FRANCE Secondary|
Potential Value / 116,B00 Account Potential
Penetration % 23,81 AAD Benchmark 3S Account Potential 116,800
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Market Center Business Unit __Country Comment
Industrial Markets Tapes, Adh, Abr UK 60 users, UK Contact Center
AAD UK(pot BE) 17 users, UK

Contact Center
Tapes, ASD, OH&ES Switzerland 55 users

TG&S OH&ES UK 35 users UK Contact
Center
OH&ES Spain Q4,2001, 10 users
OH&ES Belgium Q1, 2002, 8-9 users
OH&ES Germany Q4, 2001, Contact Center,
20
OH&ES France Q1, 2002, Contact Center,
17
Personal Safety UK on hold
Health Care Dental UK, Swiss 19 users (16)
Medical Denmark 16 users —_—
Medical Cesko 6 users, country pilot
Pharma France Sales force aut.165 users
Medical UK Planning
Consumer & Office Commercial Care Germany 16 users, test of
new bus model
Commercial Markets UK Planning
Corporate Contact Centers Germany tbd linked to OH&ES
implem.
France 6-7 users at start

Méoa. 6to 2007 To CRM 00, &yl TAfpwg vioron el kot otnv 3M Hellas.
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5.13 3M GREECE: Next Steps

Ta enopeva BAUOTA yia TNV Hellas givau:
KaBoplopog twv business cases, mou yivovtal ta AdBn Kot mw¢ 6o
TO AMO@PUYOUE.
KaBoplopdg yia to mou Ba BEAAVE va QTACOUVE.
KaBoplopog Twv d1a@opeTIKWV dladikaoiwv, (dloxeipnaon
EMIKOIVWVIOC PE TOV TEAATN, dlaxEipnaon evkaplwy, dladikaagio
eKTANPwanC). Mpémel va KaBopioTei EMOKPIBWC N S1OQPOPETIK
dl00IKOTia TIPIV TNV EYKOTACTOON OTOIOLANTOTE EQYAAEIOU.
KaBoplopag moIdg EMIXEIPNOIAKNC OPAdAC Ba YIVEL N TEIPOUATIK
OMGoa Kol TI akpIBwC Ba KAVEL auTth n opdda.

Ta Brjuata mov Ba mPEMEL va LAOTIOINBOUV YIa TNV TTARPN €QAPUOY TOU
CRM otnv EAAGOAC - cOU@Q®VA PE TOUC LTTELOBLYOUC TWV TUNUATWV TNG
etaipeiac - eival ta €€ne:

user group access Sale3& AR Analv; is
richis ( on edition A ulys's
s>stem security-login b vo  sme=\ i"it
miniw: en Oilers K Tio
Customer general Categoi.”ati ,n ol
Cnsm.ner o. la Is Screens

ORI N < (% SR R per'.

Y1y A1 * R iTic. itn

(v yoni .is- 6 .k -T'

" I miss Upmaa ofitiib
S\E*»] Iexv__e I |

o< - oLl
Opp >it* atta 1 doc-

functionality
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5.14 Xpovo¢ YAomoinong Kot Kéotog YAomoinong Evog Xvaotrinatog
CRM

"M

O at1oxo¢ yia CRM AOaelg gival va PAxvel OMOTEAECUATIKOTEPEC KOl
amodOTIKOTEPEC MWANCEIC Kal dladikaaieg marketing.

OAa 10 projects CRM eival pépog evdg Super E KATw omo €TAIPIKN
npwTtoPouAia e-Productivity. To “Super E” eival 1o “Sales & Marketing
Effectiveness” (MwARCEIC Kot ATTIOTEAEOPOTIKOTNTO Marketing).
YTndpxouv Kal dAAa TEooepa Super E KOTtw amo 1o e-Productivity onwc:

e-Customer Order Cycle,
e-Auctions,

Supply Managed Inventory Kai
e-Meeting

MevIKO (av€nuévo) péyeboc mPOUTIOAOYIOUWY, OAOKANPWON WETOED TwV
OIOQOPETIKWY AEITOUPYIKWVY TUNUATWY, OAOKANPWAON TwV IGTOPIKWY
OTOlXEiwV TNC EMmIXeipnonc.

r

,0~5T
~ T

To KOOTOC TOL project €ival 0 TPWTOC UTTOAOYIGHIOC TIOU TIPETEL VO
KAVOUHE. YTIOPXOLV 400 TUTOI KOGTOUC TIOU TIPETEL VO IPOCOI0PICEL PId
emiyeipnon:
Development Cost: Kdoto¢ Avdmtuénc ival To KOoToC
€VOC Xpovou. Av To TpOypappa (project) avamtuooETal OE
MEPIOOOTEPEC PACEIC UTIOPEL VO ATIEIKOVIOTEL KOTA
MEYAADTEPN OIAPKELD EVOC XPOVOU.
Operating Cost: AcItoupylko KOoTog €ival T0 KOGTOC ToU
mepIAOUBAvETOL 0TNV KaToXH TN TAATPOpuac CRM oe
LTINPEOTIEC.
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[Mo1eC TANPOPOPIEC TIPETIEL VO CUYKEVIPWOEL YL ETUXEIPNON WOTE VA
UTTOAOYIOTEL TO GUVOAIKO KOGTOG TOL project Tou CRM;

©a TPETEL VO LTTIOAOYICOVLUE
® TOV apIBUO TWV XPNOTWV yia TNV TAATQOPUa Tou CRM,
T0 KOOTOC TOou Hardware,
KOOTOC adelwv Software (Aoylouikov),
KOOTOC UTINPECIWV (YVWH0dOTNoN),
d10IKNTIKO KOOTOC aAAayR¢ Management Kal EKTaidevang,
AOITd JI0QIKAOTIKA KOOTN.

8666 "°

" Development Cost: Hardware Cost + Software License Cost +
Services Cost + Other Upfront Cost + Training/Change Management
Cost.

ft Operational Cost: Maintenance Cost (Kooto¢ Zuvtripnonc) +
Consultancy Cost (Kooto¢ MNvwpodotnonc) + Training Cost (Koatoc
Eknaidevong) + Data Cleansing/Data Enrichment Cost (Kootoc
EkkaBapiong Kot EpymAoutiopol Ztoixeiwv) + Cumulative CRM
Operational Headcount (Koato¢ Zuoowpeuonc Atouwv) + Other
Operating Process Costs (AMa AglToupyika Koot Aladikaaiog).

>Tnv To Kootog Tou project CRM €xel w¢ €ENG:
Ta oTolxEio OV ava@EPOVTAL ival YECO OTO OpPXEIa TNE ETAIPEING:

Tomog:
Sales Year (Net Factory Cost + Lab + Eng + Sales Cost) = Direct Margin

Silo ¥, 17.318,00
8.312.00 Apa to Direct Margin
' ’ (Apeoo Képdog) yia 3
; pnAvec eivatl 6.522,00
L S N 2,484,00 Films
6.522,00




O T0TMOC yia TNV anodoan TNE EMEVOLONC EPXETAL POPHAPIOUEVOC ATO TO
e€WTEPIKO. TOV TTPWTO XPOVO pappoyrc Tou CRM Ta oTolxeia mou
divovtal gival w¢ €&ne:

Sales \ car: 18.357,00

cl lac(oi\ << 8.627,79
1il>1 1n9 2.633,00
Direct Mai “in: 7.096.00

To 0e0TEPO XPOVO €@appoyng Tou CRM ta

egng:

Sales 'l ear: 19.456,00
Net Zliici 9.145,26
la>+ 1ii“ mSales ( u.st: 2.790,95
Sie 7.521,79

H ouoxETion MoU PMOPOUKE VO KAVOUUE E TO OTOIXEIO KOGTOUG TIPOG
OIELKOALVON TWV OCWV AVAPEPBNKAV TTOPATIAVW Eival:

To Net Factory Cost ival mepimou idlo pe 1o Development Cost -mou
avagépBnke mapanavw- evw to Lab + Eng + Sales Cost gival mepimou
T0 610 pe 10 Operational Cost.

TEiMESOAOTTIOY
onio FMJIF
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5.15 OI MPOZAOKIEZ THZ 3M AINO THN E®GAPMOI'H TOY
CRM.

O1 TPOadOoKiEC TNC EANGOOC amo v e@apuoyn Tou CRM egivat va
KOTOVONOEL TNV agio Tou TEAATN 000 YIVETAI TIEPICCOTEPO KaL VO UTIOPEL
VO IKOVOTIOIOEL OAEC TIC AVAYKEC TIOU TOU TPOKUTITOUY. ‘EVa EMITUXNMEVO
CRM xpelaletal va mpoodlopicel TOUC EVOEXOPEVOUC KEPOOPOPOUC
MEAATEC. APKEL VO KOITAEOUE TO TAPAKATW OXHUO:

Understanding Customer Value

Highly Profitable
8% Profitable

Over bead Centributor
40° 0
Unprofitable
50° 0

Zxnua 3: understanding customer value (Mnyr: Apxeio Tng 3M)

Eivatl moA0 Baciko va KataAdBoupe auTd Ta 600 Tpiywva. To aploTepod
Tpiywvo pag Ogixvel To OO0 KEPAOPOPOC Eival Evag TEAATNC 0TNV
eTalpeia Kot 1o 0€€10 TPpiywvo pag deixvel Ta avTioTol o TOCOOTA AUTWY
TV MEAATwV. O PAEMOVPE POVO TO 2% givat vPnAoi kepdo@dpol, 8%
gival ot kepdoopol, 40% eival amAd KoAoi meAAdTeC Kat 50% eival ol
acOU@OPOIL TIEAATEC.

MNvwpidovtag auta Ta atolxeia n taipeia mpoonabei va aveBacel Ti¢ d00
TPWTEC KATNYOPIEC MEANTWV Kal va TOUC O10TNPIOEL.



Ta AMOTEAEGUATO TTOV TIEPIPEVEL N amnd Tnv epappoyr tou CRM eival

avénon Twv TWARCEWV +5%,

Ta KOvoUpla TpotovTa Ba Aavadpovtal atny ayopd o€ 600
eBOOUADEC,

av&nan Tou XPOVoU EIKOIVWVIOE pe Toug TEAATEC 15%,

av&non duvapikoL enagwv 300%,

av&non TWV TIOTWV TEANTWV,

EKTEAEDN TIpOYyPaUUdTwy marketing mou Ba ekteAoLVTOL GPECA
UE TOUC TIEAATEC Kal

BeATiwon TNC MIOTNC TwV SIOVOUEWY.

H EMIGIWKEL CLVEXWC VO BEATIOVETAIL KAl OIUTO TNV KAVEL PIO OTIO TIG
KOAUTEPC ETOIPEIEC OTOV KOOMO. H gival péoa otic 10 mo oePaoTEC
eTaIpEieC 0TOV KOO0 pEaa ato 2002 GUPPWVA PE EPELVA TIOU EIXE KAVEL
n oupdda tTwv Financial Times kai n PricewaterhouseCoopers Kai
OUYKEKPIPEVA KOTAAAPPBAVEL TNV 9n6BEa.
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TPATTHC VOY Ty PRICGTRTER THOAY el T I ST e

XYMIEPAYXMATA

Telerdvovtag avapépovue komoto Pacucd otoryeia ta omola Tpémel va.
npocélel kdmolog otV epappoyr tov CRM oe pio emyeipnon. ['a va
UV emavalapPavouacte opovctdlove KATowW COUTEPAGLOTO, TOV
amopEOLV o TNV TAPOVGH EPYACIO.

To Customer Relationship Management arotehei pia omd 115
OMUAVTIKOTEPEG TPOKANGES TOL B0, KANBoLVY Vo ovTILETOTIGOVY 01
EMYEPNOELS Ta ETOEVA YpoVia. ITpoPrémeton ota gndpevo. xpdvia
paydaio avantvén tov CRM oty ednviciy ayopd. H tpoomtikn
v1008ETNom g Tov CRM amd ohoéva kol TeplocdTEPEG EAATVIKES
EMYEPTNOELS KAl 1] £vTOEN TOV OTNV ENYEPTGLOKT TOVG GTPOTNYIKTY]
npoPAiémetal va cuUPAAAOVY 0TV EKTOEELET] TG EAANVIKTG QlYOPag
CRM.

H nelarorevrpikn epapuoyn tov CRM avtopotonolel dAeg Tic
Aertovpyieg oty emyeipnon oag mov mePtAaUPvovV TOVS TEAATES GOG
Onwg to marketing, oA cels, eEvonpétnon TEANTOV.

H emxowovio pe Tov nehdtn BonBa tovg TmAntég va dnpiovpyicovy
KOADTEPEG GYEGELG LLE OVTOV, EVA TOVTOYPOVA, £XOVTOG 0T 0140e0T| TOVG
SAeg TIC TANPoPOpPlES Yo TOV TEANTY], LITOPOVV VO OvTATOKPIOOVV dUETA.
K01 OVGLOOTIKA OTIC GUYKEKPIUEVES ATALTI|GELS TOV.

H minpogopio Tov mapdyeton omd TiG EMOPESG S0POPOV TUNUATOV UE TOV
wehdtn givan Srabéoiun mpog OAOVG, [Le amoTEAESLA VO glval EDKOAN,
gvioio Ko opu@imAeupo ATod0TIKT EKHETAAALELGT] TOV CUOAVTIKOTEP®OV
TEAATAOV KoL Gpa va. UTopel 1 exiyeipnon va mopdoyst oe avtodg
KAADTEPO EMIMESO VANPECUDV.

H emyeipnon dievkorvvetal va PEATIDCEL TIC TOANGELS OO ATOCTACT)
(mAerwAnoeig). Iivetan evkoAdTEPT 1) OLOXEIPIOT] TOV AOYAPLICLDV TV
TEAUTOV, KOOGS 1) TANpogopia sivor Stdéoiun oe ToAld oteréyn. O
eEAATNG O YperdleTal va LANGEL PE TO GUYKEKPLLEVO VITAAATAO TOV
yepileton ta OEpaTa Tov aila propel vo Tov e&umnpetiost Ko AAAOG od
OMOLOOMTOTE TUN U, LE BACT] TAVTO TIG TANPOPOPIES TOV VILAPYOVY GTO
cvotnue CRM.
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Mta tnv moAvebvIKN eTalpeia To CRM mapovotdletal wg €€NC:

Eival mOAD GnuOVTIKO Ol EMIXEIPAOEIC VO BEGOUV TOV TEANTN TOUC WG
MPOTEPAIOTNTA OTIWC EXEL KAVEL dN N 3M .
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