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NMPOAOIO2

H T1rapoluoca epyacia aoyoAeital Pe Ta OUCTAUATO BIAXEIPIONS TTEAQTEIAKWV
ox€oewv. Apxikda yivetal BewpnTikry Bgpediwon divovrag 101diTepn -EUPACTN OTN
@INOCOQia Kal OTNV ETTIXEIPNMUOTIKA KOUATOUPQ TTOU-ATTQITEITAI YIA VO EQAPUOOTEI
armroteAeopatika@ €va ouotnua CRM. Emongaivetanl ~n  oTrouddiornta  1ng
IKOVOTTOINONG TOU TTEAATN Kal UTTOYPAUUICETal TO OQPENOG TTOU. TTPOKUTITEI YIA TNV
ETTIXEIPNON ATTO TNV IKAVOTTOINON AUTH).

2Tn OUVEXEIa Kal aPou €xel attooaPnvioTel 0TI To. CRM eival TrpwTta amd 6Aa uia
@IANocO@ia Kal OTI n ouyxpovn TEXVOAOYia €PXETAI VA UTTOOTNPIEEI TNV PIAOCOQIa
auTh, TTapouacidalovtal didgopa TTpoidvTa Aoyiouikou (software) CRM, pe okotrd
TOV EVTOTTIOUO TWV OTOIXEIWV BIAPOPOTIOINCHG TOUG KABWG KAl TwV dUVATOTHTWYV
TOUG. AVOQEPETQl N TEXVOAOYIO TTOU XPNOIYOTIOIOUY KABWG Kal Ol UTTNPETIES
UTTOOTAPIENG TTOU TTAPEXOUV OE OAEG TIG OPAOCTAPIOTATEG -TOU MAPKETIVYK, TWV
MwAAcewyv, TG ECuttnpéTnong K.A.TE.-AiveTal 101aiTEpn onuacia otov TPOTTO JE
TOV OTTOIO TUTTOTTOIOUV KaI ATTAOTTOIOUV TNV KABNMEPIVI) €pYOTid, ATTOTUTTWVOVTAG
TNV KABE evépyela Pe ToV TTEAATN 1) TOV OUVNTIKO - TTEAATN, KEVTPIKA OnuEia yvwong
TTou divouv TTANPN €IKOva Tou TTEAAT HE aTTAEG KIviioelg avaldntnong. Me Tov
TPOTTO QuTO, O TIEAATNG ~EVIOXUETON KOl - IKAVOTTOIEiTAl OAAG  TauTOXpOVAa
OIEUKOAUVOVTQl KOl OF ETTIXEIPAPATIKEG . ATTOQACEIG.  AKOUN, OlaxEéeTal N
TTANPo@opia o€ OANO .TOV ETTIXEIPNOIOKG OPYyaVvIOUO YIa TNV OTTOTEAECUATIKN
dlaxeipion Kal aglotroinon ™G yvwong.
EmmAéov, avaAvetal uia peAétn Trepimtwong (Case Study) pe okommd va
aTTodWOEl PIa oa@n €IKOVa TwV TTPOBANUATWY, TWV EUKAIPIWY, TWV TTEPIOPICHUWY,
TWV TACEWV OAAQ- KOl TWV. CUPTTEPACUATWY TTOU TTPOKUTITOUV aTTO TN XPRon
TETOIWV EQAPPOYWV.

2 UYKEKPIYEVQ, €EeTACETAI N TTEPITITWON TOU KevTpikoU EpyaoTnpiou Anuoaciwv
‘Epywv.

OAOKANPWVOVTAG TNV £PYOCIA KATAAYOUNE OTO CUPTTEPACHA OTI O KATAVOAWTAG
QTTOTEAEI TOV KEVTPIKO- AEOVA TTAVW OTOV OTT0I0 KABOPICeTal KAl avaTITUCOETAl N
OTPATAYIKA KABE- OUYXPOVNG ETTIXEIPNKATIKAG dpacTnPIdTNTAG TTOU apopd OTnv
TTWANON ayabwy KAl UTTNPECIWV. TO YEYOVOG aUTO €XElI OUVTEAEDEL, AP’ EVOG OTN
dnuIoupyia evog EVIOVOTATO AVTAYWVIOTIKOU TTAaiciou dpdong kal a@' €Tépou
Katadelkvuel ~1n  OUvaun autng TG opdadag koivou. H ulobétnon 1ng
TTEAATOKEVTPIKNG QINOCOQIag aTToTEAEI TTAEOV OVODdpOUN ETTIAOYH, HIa QIAOCOQIa
TTOU TTPETTEl VA EVOTEPVIOTEI OAOKANPN n ETMIXEIPNON, YEYOVOG TTOU ONUAiveEl
UTTOOTAPIEN  aTTé* TNV avwTatn dloiknon Kal  ekmaideuon  TTPOCWTTIKOU.
2UVETTWG Ol €TTIXEIPNOEIG TIPETTEL va dlaxelpiCovTal TIG OXEOEIG TOUG HE TOUG
TTEAATEG, av BEAOUV va OTOXEUOUV OTNV KAT €g¢akoAoubnon kal OxI uévo oTnv
eQruepn ouvaAAayn, yiati yévo €101 Ba yvwpifouv TIG AVAYKEG KAl TIG ETTIBUMIEG
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TOug, TO PaBud IKAvVOTTOINOAG TOUG KAl WG €K TOUTOU va Toug dlarnpouv
QPOCIWHEVOUG.

O1 véeg TexvoAoyieg EpxovTal va evioXUOOUV TNV TTPOCTIABEIA TWV ETTIXEIPNOEWY,
dnuIoupywvTag geIdikeupéva TTpoypduuata CRM, n etmiAoy Twy OTToiwv
aTToTeAEN Kpioiuo TTapdyovTa €TMITUXIOG Kal TTPETTEI va KaBopileTai Ao Tn
OTPATNYIKA TTOU aKOAOUBEi N KABE eTTIXEipnON Kal X1 N TEXVOAoyia va Kabopilel
TN OTPATNYIKA.



KE®AAAIO 1

EIZAIQrH

H TTaykoopiotroinon Tng OIKOVOMIag Kal n eupeia- d1ddoarn -Tou -NAEKTPOVIKOU
gEUTTOpPIOU, €XxOUV AAAGEEl KATA TTOAU TO OUYXPOVQ. ETTIXEIPNUATIKG yiyveaBal. Ol
paydaieg TEXVOAOYIKEG €EENICEIC OTOUG PIKPOUTTOAOYIOTEG KAl TIG TNAETTIKOIVWVIEG,
10 AIadiKTUO, KOBWG Kal N dnuioupyia SIKTUWV KAl TTOKETWY AOYIOUIKOU JE OAoéva
Kal au&avouevn OuvaTtdtnNTa I0XUPOTTOIOUV TOUC . OEOMOUG ~TWV EUTTOPIKWV
eTaipwyv. Eivalr adlap@ioBATnTo yeyovog OTI N TTPO0d0G. TNG TEXVOAQYIag £mdpd
KATOAUTIKA OTIG OUYXPOVEG ETTIXEIPNMATIKEG - TACEIG KAl BIANOPPWVEI €va VEO
emyeipnuaTikd ToTTio. O1 TTEAATEG €XOUV EEPUYElI TTAEOV ATTG TN VOOTPOTTIA TNG
TUQANG TTPOOKOAANONG o€ pia papka (brand-loyalty) Adyw Tng TTANBWPOG Twv
TTPOIOVTWYV TTOU dUvavTal Va ETTIAECOUV.

ISlaiTepa eKTEVAG €ival n oulATNON TTOU-YiveTal TO TEAEUTAIO dIAOTAMAO YUpW ATTO
TNV AVAYKN TWV ETTIXEIPACEWYV VA AAAGLOUV, VO KATAOTOUV TTEAATOKEVTPIKEG, VO
€TeVOUOOUV OTO TTAPAyoVTa «TTEAGTNG» Kal VA ONPIOUPYACOUV UIa EUEAIKTN Kal
KUPIOTEPA  OTTOTEAEOPATIKA oxéon- padi- Tou. - 'ETol o1  €TMXEIPROEIS €XOuV
METATOTTIOEI TO EVOIOPEPOV TOUG-£0TIALOVTAG TH OTPATNYIKI KOl TN GUVOAIKA TOUG
TTpooéyyion oTov TTEAATN (customer-centric-approach). Autog o TTEAATOKEVTPIKOG
TPOTTIOG TTPOCEYYIONG TWV- ETTIXEIPAOEWY, dnuIoupynoe To KAiya yia Tnv aveion
Tou ouoTnudtwyv Alaxeipiong Zxéoewv- Tlehatwv 3 Customer Relationship
Management (CRM).

2710 TTAQiol0 TNG oulATAONG AUTAG, N évvola Tou CRM atroktd onuavTtiké vonua,
KaBw¢ atroTeAei €vav. aTmd. TOUG TTIO ONUOQIAEIG TOUEIG EKOUYXPOVIOUOU O€ HId
ETTIXEIPNON ONRUEPA KAl apopd Kupiwg Tov Topéa Tou front-office, o otroiog €xel
AUECEG ETTITITWOEIG OTA £000Q HIOG ETTIXEIPNONG.

Ta Teleutaia’ Oekatrévre TTEPITTOU. XpOvIA N OUVEXNG TIPOOTTABEID  TWwV
ETTIXEIPNOEWV. YIa TN BEATIWON TNG TTOIOTNTAG TWV TTPOIOVTWY KAl TNG PEIWoNG Tou
KOOTOUG TTApaywyng, TIG 0dnNynoe o€ MIa O€Ipd €TTEVOUCEWY OE 2UCThuaTA
Alaxeipiang Etaipikwv: Mépwv. (ERP) kar E@odiacTikAg AAucidag (SCM). ZAuepa
ol ETAIPiEG avTIAapBAavovTal OTI TO QVTOYWVIOTIKA OQEAN TTOU MPTTOPOUV va
QTTOKOMIOOUV- aTTO TH . XPron TETOIWV CUCTNPATWY OEV €ival OpPKETA yIa va TIG
dlagpopoTToInoouV aTré 1o avTaywvioud. H Baciouévn o1o KOOTOG 1I8€0AOYia, aTnV
oTroia. Ta TrEPIBwPIa. BEATIWONKAV PEOW TNG atrododoTikdTNTAG Tou back-office,
TTPETTEL VA CUUTIANPWOEI atmd Tnv €0Tiaon OTnV ATmmoTEAECPATIKOTNTA Tou front-
office.



AuTo onpaivel OTI N €EUTTNPETNON TWV TTEAQTWYV TTPETTEI VO EPXETAL TTPWTN OTIG
TTPOTEPAIOTATEG TNG ETTIXEIPNONG, MIA @IAoco@ia (auTh Tng . AlaxEipions Twy
Zx€oewv Pe Toug MeAdTeg) TToU dev gival kaivoupyia, KABe AANO, UTTHPXE -aTTO TN
OTIYMR TTOU EP@AVICONKAV O TIPWTEG EPTTOPIKEG CUVAAANQYEG. APKET VO OKEPTOUNE
TO payadi TG YEITOVIAGS Kal TIG TIPOCWTTIKEG OXETEIG ME TOV IOIOKTATN TOU.

H eoaywyl Opwg peydAou apiBuolu  eTmIXEIPACEWY KAl N Oguvan Tou
QVTOYWVIOUOU €ixe oav aTTOTEAEOUA, APXIKA Ol ETTIXEIPNOEIG- VA TTPOOEYYi(ouv
TOUG TTEAATEG WG Hia eviaia pada, oTadIiaka Kal e BATN TIG APXES TOU NAPKETIVYK,
va Olaxwpifouv Toug TTEAATEG O€ TUAMATA Vyia VO @TACQUHE ONuEPA OTNV
IKOVOTTOINON TWV QITNUATWY TWV TTEAATWV KABEVOG. CEXWPIOTA, TTPOKEIMEVOU Ol
ETTIXEIPNOEIC VA TTAPOUCIACOUV £va QPIAIKO TTPOCWTTO aAAG Kdal va £Eao@aAicouv
TNV €UVOIQ TOU TTEAATN, EKNNOEVICOVTAG TOV QVTAYWVIOUO.

To MApPKETIVYK TWV ZxE0EwV PE Tov TTEAATN BacileTal.oTn BewpnTik drown OTI
UTTAPXEI £VA «OUVEXEG» TWV OXECEWV TNG ETTIXEIPNONG PE TOUG TTEAATEG, TO OTTOIO
¢ekivd atrd pia OTITIK) n OToia  apPXIKA OTOXeUEl OTNV. ETTITEUEN ATTAWV
OUVOAAQYWV UE TOUG TTEAATEG KAl PTAVEL-EWG TNV UIOBETAON HAKPOTTPOOBECUWY Kal
auoIBaia IKAVOTTOINTIKWY OXEOEWV ME aAUTOUC [ZappaviwTng, K.&., 2004]. Ze
TIPOKTIKO ETTITTEDO, TO ATTOTEAECMA €ival -BEATIWON TWV OXECEWV TNG ETAIPIAG ME
TOUG TTEAATEG Kal N ouvdeon padi Toug, yia 600 TO dUVATOV.UEYOAUTEPO dlIACTNUA
TNG KATAVOAWTIKAG TOUG CWNAG, YEYOVOG TTOU GNUAIVEL TIIOTOTNTA TOU TTEAATN TTPOG
TNV emxeipnon [KouutrapéAng, 2003]. Apa o-TeAGTNS €ival To KEVTPO yUpw aTTod
TO OTI0IO KIVEITOI N ETIXEIPNON, AQOU “OTTWG - €ival YVWOTO KOOTICEl TTOAU
TEPIOOOTEPO (20%-40%) TO va ATTOKTNOEIG. £va. Kaivoupylo TTEAATN, atrd To va
dlatnproeig évav tmou AN éxeis [Kelley k.a.,2003], kaBwg etriong atd 10 20%
TWV TTEAATWV HIOG €TTIXEIPNONG TipaypatoTtroleital To 80% Twv €00dwv TNG (apxn
Tou Pareto).

H Aiaxeipion, AoITTov, TNG-ZxEoNG TWV ETTIXEIPHOEWV PE TOUG TTEAATEG Kal N APEON
BeATiwon Twv d1adIKACIWY TTWANTEWY KAl UTTOOTHPIENG TTOU Ba evioxUuouv Kal Ba
€0PAILOVOUV TN OXECN QUTH, £XOUV-QVaYVWPIOOEI OUEPA WG TTPWTAPXIKH avAaykn,
OAAG KAl YIa KPiOIPN TTAPAPETPOG AVATITUENG KAl 0TABEPOTNTAG KABE £TQIPIAG TTOU
EMOBUPEl  va. - OIaPOPOTTOINGEL, . ATTOKTWVTAG  ONUAVTIKO  AVTAYWVIOTIKO
TIAEOVEKTNUA.

2¢ OAa Ta TTAPATTAVW, NPBav va TTpooTeBolv Ta BeauaTikd atmmoTeAéoPATA TNG
TEXVOAOYIKAG ~ TTPOOO0U  TTOU - £€PEPAV  TAXUTATEG €ECENICEIC OTO XWPO Twv
TTANPOPOPIAKWY CUCTAPATWY Kal TToU PE TN O€Ipd TOug 0drynoav oTnv avaTtuén
OIKTUWYV Kal- KUpiwg otnv. - avamrtugn Ttou Aladiktuou. O1 aAAayéG auTég dev
APNOoav AVETTNPEAOTO TO HAPKETIVYK KAl KUPIWG TO MAPKETIVYK TWV ZXEOEWV, TTOU
uI0B€TNOE TIG VEEG TEXVOAOYiEG, YE Ta contact centers i call centers og TTpwTO
oTadio, - Internet, email, database marketing oe eméuevo oTAdIO, MPEXPI TN
dnuioupyia-cuatnuatwyv (software) CRM.

AikaioAoynuéva, AoIttov, TToAAoi uttooTnpiouv 0TI TO CRM atroTeAei Tn
OnNMAvTIKOTEPN ETTAvVAoTAon, oTn Aloiknon Twv ETTIXEIpACEWY PETA TNV EQEUPEDN
TOU €PYOOTACIOU KAl TNV UIOBETNON TNG YPOUUAG TTapaywyng [Kotorov, 2003].



1.1  OPIZMOZ KAI ®INOZODIA

O 6pog CRM egp@aviCetal 6A0 Kai 110 ouxvd oTnv €AANVIKA TTPAYUATIKOTATA. ~TI
gival dpwg n véa auTr TTPOCEYYION OTN OXEON TWV ETAIPEIWV HE TOUG TTEAATEG
TOUG, KalI TI PTTOPEi va TTpoo@épel Kal oTIG dUo TTAeUpEG; Eivar 1o CRM pia akoua
TNy €000WV YIA TIG ETAIPEIEG TTAPOXNG AOYIOMIKOU 1] £va TTPAYMATIKO EpyaAEio To
OTTOIO UTTOPEI VO TTPOCPEPEI BPaxuTTPOBecua KOBWE Kal JAKPOTIPOBETHO OPEAN
o€ 60¢€G

ETAIPEIEG ETTEVOUOOUV OTNV ATTOKTNON KAl EQAPHUOYN. TOU;

H Aiaxeipion meAareiakwyv oxéoswv (CRM) oupowva e tov-Anton (1996) «eivai
MIa  TTEPIEKTIKY), AEITOUPYIKF OTPaTNyIK marketing-.n oTtroia “€voTrolei o€ HIa
EMIXEipNON TIG £vVoIEG TEXVOAOYIQ, OIAdIKAOIEG Kal -OAEG TIG ETTIXEIPNMATIKEG
0paoTNPIOTNTEG TTOU OTPEPOVTAI YUPW aTTO Tov- TTEAATN».-EdWw 10 CRM opileTal
KUpiwg 0€ Opoug aT1TdKTNONG Kal dIatripnong Tou TTEAATN Kal TAG TTPOKUTITOUCQG
KepdOYopiag.

2Upowva pe Tov Galbreath (1999) n évvola tou-CRM opietal wg €¢ig: « CRM
€ival ToO oUVOAO TWV BPACTNPIOTATWY TTOU EKTEAEI-UICL ETTIXEIPNON TTPOKEIUEVOU VA
AvVOYVWPIOEl, va OTTOKTACEI, VA - OQvaTITUGEl  Kal - va  dIatnerioel ToToug  Kal
KEPOOPOPOUG TTEAATEG, TTaPadidoVTas 0T OWATO TTEAATN TO KATAAANAO TTPOIdV 1
TNV UTTNPECIa, JEOA aTTO TO OWOTO KAVAAI d1avouNng, TO OWOTO XPOVO Kal YE TO
KAAUTEPO KOOTOGY.

ZUugwva pe Tov Chablo: (1999): «To CRM 0OuvioTd TnVv TTPOCTIABEIO MIOG
ETTIXEIPNONG VO YEYIOTOTTOINGEI TRV agia Tou TTEAATN yia TRV id1a, dNUIOUPYWVTAG,
d1IaTNPWVTAG KAl OIEUPUVOVTAG TIG OXETEIG TNG PE UTTAPXOVTEG Kal TTIBavoug
TTEAATEG» . H dnuioupyia TTEAATWY CUVIOTATAI TNV AVAYVWEIOT Kol OTOXEUON
VEWV TUNUATWY ayopdg Kal TNV TIPOCEAKUCN VEWV ayopwv-oToxwv. H
Makpoxpovia  diatienon. -Tng TTEAATEIOKAG PAONG  EMITUYXAVETAI MPE TNV
TTapakoAoubnon: TnG adiag TnG OIapKeIag CwAG TOu TIEAATN KAl TO OUVEXN
TTPOCAVATOANIOMO ~TWV  ETTIXEIPNNATIKWY dPACTNPIOTATWY OTIG ETTIBUPIEG Tou
TEAATN. TEAOG, n dieUpuvon TNG -agiag Tou TTEAATN €ival aTTOTEAEOUA AIOTTOINONG
TTOMTIKWV _ oTaupoeidwv- -(cross-selling) kai  avaBaBuiopévwy  TTWARCEWV
(upselling). Zupgewyva pe Tov. Ryals (2000): «To CRM egival n diaxeipion MIog
oxéong ~Cwng ~pe Tov TIEAATN péoca ammd TN Xpnon Tng TAnpo@oplakig
Texvoloyiag» - H- 1exvOAoyiar wWOTOCO QATTAG €EUTTNPETEI OTN METATPOTIA TNG
OTPATNYIKAG O€ €TXEIPNPATIKG atToTeEAéopaTa. TO onuavTikoTEPo pdAo oto CRM
TTaiel 0-avBPWITIVOG TTAPAYOVTAG Kal X1 N TTANPOPOPIOKY TEXVOAoyia.

O opiouodg tou Swift (2001) yia To CRM ¢ivai o €€1¢: « CRM egival pia
ETIIXEIPNUATIKI) ITPOCEYYION KATAVONONG KAl  ETMIPPONG TNG  KATAVOAWTIKAG
OUPTTEPIPOPAS PHECW TTOANWV TPOTTWV ETTIKOIVWVIAG PE TOV TTEAATN, TTPOKEIUEVOU
va BeATiwBei ‘i -a1roKTNON TOou TTEAATN, n diatenor Tou, n TTOTN TOU KOl N
KeEpOOYOpPIa TOU». 2TOV OpIoPd auTtdv Tou Swift TTaparnpouue 611 PTTAivEl TO
OTOIXEIO TNG ETMPPONG Kal aAAaynNG TNG CUUTTEPIPOPAS TOU KABE KATAVAAWTH-
TTEAATN PEOW TNG ETTIKOIVWVIAG, KATI TTOU OQEIAETAI OTNV TaXUTATN QVATITUEN TOU



Internet péow ToOU OTTOIOU OI AVBPWTTOI ETTIKOIVWVOUV PETAEU TOUG BiXxWwg TOTTIKOUG
1 XPOVIKOUG TTEPIOPIOUOUG KAl Ol OKEWEIG 1 N CUUTTEPIPOPA TOUG PTTOPOUV va
aAAd&ouv eUkoAa atrd AAAoug.

O Hamilton (2001) epunvevel v €vvola Tou CRM wg €€n1G: «ATTOTEAE- pIa
d1adikagia ouAloyng kal avaAuong TTOAAWV Oe£OONEVWY TIOU - QPOPOUV.- OTOV
TTEAATN, Ta oTToia £xouv OUAAeXBei atTd dId@opeg TTNYEG, OTTWG Yia. TTapddElypa
arrd KEVIpa &EUTTNPETNONG TTEAQTWY, ATTO TNAEQWVIKES - TTWANCEIS KATT. Kal TQ
OTT0ia UTTOPOUV VA TTPOCPEPOUV BABUTEPN YVWON THS CUUTTEPIPOPAS TOU
meAdrn». H amown Ttou Hamilton &ivel €éu@aon -kupiwg oTta dedopéva Twv
TeEAATWV KOBWG N xpron piag Paong dedouevwy. (data warehousing)- kai n
avaAuon Twv dedopévwy autwy (data mining) BonBa TIC £TTIXEIPAOEIG Va EXOUV
oaPn yvwon Tou TTPoPIiA KABe TTEAATN KAl va CUMTTEPIPEPOVTAI DIAPOPETIKA OE
KABE TUAUQ TTEAATWV.

Mia atro 1ig BepeAiwdng TTapavonoeig yia 1o CRM egivar 611 0 6pog. agopd o€ yia
véa opdGda £QAPUOYWY Kal CUCTNUATWY TTOU N €Taipia eykaBIoTd pe oTtdxo TNV
BeATiwon Twv TTWANCEWV TNG KAl KAT ETTEKTAON TwV. KEPOWV TNG. H Alaxeipion
TWV ZXEOEWV PE TOUG TTEAATEG €ival PIa ETTIXEIPNOIAKT QIAOCOQia TTOU TOTTOOETEI
Tov TEAATN OTn KOPdIAd Twv OladIKACIWY, . TWV.  OPACTNPIOTATWY KAl TNG
KOUATOUPAG WIag ETTIXEIPNONG.

To CRM 11poUTtToB£Tel TNV aAAay @rAoCo®Iag péaoa aTnv Taipia Kal TNV
IKOVOTTOINON TWV avayKwV Tou TTEAGTN WS akpoywviaio AiBo Tng UtTapéAg Tng.
Edv pia etaipia BEAEI va gival avTaywVIOTIKA OQEINEL va UETATOTTIOEI TN OTPATNYIKN
MApPKETIVYK aTTé TO va diaxelpiCeTar 1o product-profitability oto va diaxeipifetal To
atrokaAoupevo Customer profitability:

To CRM b¢v gival éva TTpoidv aAAG pia oTpaTNYIKN TTOU oTnpEifeTal 0TV avaTtuén
OoX£0ewV Pe Toug TTENATEG. To CRM €mmIKEVTPWVETAI OTN dlIATAPNON TTEAATWV.
Aedopévou OTI n ayopd - TTOYIWVETAI Kal Ol TTPONNBeUTEG €ival OAo Kal TTIO
QTTOTEAECHATIKOI OTRV TTAPAd00N. TWV TTPOIOVIWY Kal TWV UTTNPECIWY, Oev gival
TTAé0V €UKOAO va d1a®opoTmoInBoly. atrd-Tov aviaywvioud. ZuyXpovwg, Kabwg n
TTOIOTATA TWV TTPOIOVTWV- BEATIWVETAI, OI TTPOODOKIEG TWV TTEAATWY augdvovTal.
E@ooov 0 mmeAdTNG €xel TNV, -duvaTtoTATA VA OAAAGEEl TOV TTPOPNBEUTH OXETIKA
avwduva (f o1 on line customers pe €va atrAG KAIK 0TO TTOVTIKI), N dlaTAPNON TNG
mioTng (loyalty) yiveral dUoKoAn utroBeon. TeAIKA, n eTaipia PJovo atmd T CWOoTH
dlaxeipion TNG OXE0NG ME TOV TTEAATN, MTTOPEI va QUENOElI TNV APOCiwar] TOU Kal
apa TNV aTToTEAEOPATIKOTNTA TNG KAl auTd ouclaoTIKA gival To CRM [AAegiou, K.4.,
2005].

2UpQwva-pe Ton-Apn-MNavralétoulo, 16puTh Tou crm2day, “To CRM e€ivai pia
ETIIXEIPNMATIKN- TTPOCEYYION TIOU a@OPA O€ TIPOCWTIIKO, OI1adIKaoieg Kal
TEXVOAOYIQ TIPOKEIPEVOU VA PEYIOTOTTOINCEI TIG OXEOEIG EVOG OpYaVIOUOU PE OAOUG
Toug TTeAGTEG TOU. H Trpayuartikr) agia Tou CRM gival 010 PETAOXNUATIOUO TNG
OTPATNYIKAG, . TwV  AEITOUPYIKWY  dIadIKACIWY, KOl  TwV  ETTIXEIPNUATIKWY
AgiIToupyiwv yia va. dlatnpnBouv ol TTEAATEG Kal va augnBei n TTioTn Toug Kal n
kepdoopia” [www:CRM2DAY .com].

O Adrian Payne, KaBnynm¢ kair AicuBuviiig tou Center for Relationship
Marketing oto MNMavemoTtAuio Cranfield Tng, AyyAiag, cuvowilel Tnv dmmown Tou yia
10 CRM wg €¢ng: “To CRM ouviotad tnv mTpooTradeia pia €mmixeipnong r evog
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opyavIopoU va PEYICTOTTOINCEl TV agia Tou TTEAATN yia Tnv idla, dnuioupywvTag
XTICOVTAG KAl ETTINNKUVOVTOG TIG OXEOEIG TNG ME TOUG TTEAATEG, JE OKOTTIO VA TOUG
TTOUNNOEl TTEPIOOOTEPA, VA Kavel cross selling kal va Toug  dlaTnPnoEl
TeEPIooOTEPO [Koupng, 2000].

O Regis Mckenna, kaBnyntig oto Mavemothuio Stanford kai Harvard twv
H.IM.A. repiypdeel To CRM wg “To xTiolwo kai mn d1IaTAPNON - TwV OXECEWY [E TOUG
TTEAATEG TNG ETTIXEIPNONG, MEOW TNG EVTAENG TWV KATAVOAWTWY. GTO OXEBIAOUO,
OoTnNV avdarrTugn oTn Trapaywyn Kair oTig TwARoeig TnG.. OAol o1 gpyalduevol Ba
TTPETTEl va CUPMETEXOUV o€ auTh T diadikacia [Koupng; 2000].

Akoun 1o CRM avagépetal otn dnuioupyia, TNV avarrtugn kai T diarmpnon
TTETUXNMEVWVY OXECEWV PE TOU TTEAATEG BlaXPOVIKA. ZTOXO0G TOUG €ival N CUVEXAS
IKOVOTTOIiNON TOU TTEAATN, N OTToia ETTIPEPEI APOTIWAN aTNV. €TAIPIA. ME TEAIKO
aTroTéEAECHA TN OnMIOUPYia PAKPOTTPOBECHUO ETTIKEPOWYV TTEAATEIAKWY OXECEWV
[Massey, k.a., 2001].

Emiong To CRM d¢gv cival éva 1Tpoidv, aAAd PIa-ETTIXEIPNPATIKY QIAOCOQIa TTOU
TTpooeyyicel didgopa aveEdpTnTa TUANATa Tou opyaviouou. Or epappoyésc CRM
gival oxedlaouéveg yia va OIEUKOAUVOUV- TV -EVOTTOINOT); TNV avaAuon Kai Tnv
01dd0o0n TwV TTANPOPOPIWV ATTO TOUG UTTAPXOVTEG KAl OUVNTIKOUG TTEAATEG. [Na va
gival epappooiun pia Auon CRM xpeidletal va-givar TEXVIKA OAOKANpwUEVN Kal
WG €K TOUTOU QTTAITEI OUVETTNG -OIOPOIPACOMUEVEG QTTOBNKES TTANPOPOPIWY TWV
meAaTtwv. [Vlachopoulou, k.d., 2002].

2UNTTEPOAOMATIKG, Ba Aéyaue OT1-To CRM giyoupa &gy gival attAd pia TEXVOAOYIKA
EQPAPMUOYA TNV OTTOIa QPKEP va “UAOTTOINOOUV 01 ETTIXEIPACEIS TTPOKEIJEVOU va
QUENOOUV TNV AVTAYWVIOTIKOTNTA KAk TRV atrodoTIKOTNTA TOUG. 2& avtiBeon pe OTI
TOTEVETAI 1] EQAPPOLETAl ATTO TTOAAEG- eTTIXEIPOEIG, N €vvola Tou CRM eival
OUVUQAOUEVN MPE TNV OTPATNYIKA, TNV  KOUATOUPA KAl TIC ECWTEPIKEG
SladIkaoieg Twv - ETHXEIPHOEWY. ATTOTEAEI  pia  eupuTtepn  @IAOCOQIA,
TTEAATOKEVTPIKI) TTOU-EOTIALEI

OTIG OIAPOPOTTOINUEVES. AVAYKEG - TOU KABe TTeEAGTN, péoa atrd Tn diadikaoia
QAVATITUENG OIATTPOCWTTIKWY. OXEOEWV. [NpokeiTal yia pia peBodoAloyia TTou BETEl
TOV TTEAATN OTO ETTIKEVIPO TNG ETTIXEIPNMATIKAG d1adIKaoiag Kal 0TOX0G TNG €ivai n
OIaXPOVIK) TTWANON KAl €EUTTNPETNON TTEAATWY, TTIOTWV OTA TTPOIOVTA KAl OTNV
ETTIXEIPNON,-MECO ATTO £va CUYKEKPIUEVO ouoTnPa dlaxeipiong. H TexvoAoyia,
onAadn 10 Oouykekpiyévo software, atroTeAei epyalegio yia Tnv UTTOOTAPIEN MIAG
CRM Ttrpoocéyyiong, dedouévou. 0TI Je TN OUPPBOAR TnG dnuioupyouvTal BAcEIg
oedopévwy yia- KEOe TTEAGTN i yIO OPAdEG TTEAATWY, UE CUAAOYR TTANPOGOPIWYV
atrd ToVv idI0 TOV-TTEAATN 1} aTTO TNV £TTAPI TTOU £XEI ME TNV ETTIXEIPNON KAl YE TA
EVAAAOKTIKG QiKTUO

dlavoung (Internet kKAT). H e@apuoyr) oOAOKANPWHEVWY CUCTAPATWY dlaxeipiong
TeAaTWV- (integrated CRM) emTpéTrel oTnv €mMIXEipnon va €xel TTARPN €IKOVA TNG
ox£€0NG TTou-dIaTNEEi JE TOV KABE TTEAATN.



1.2 Xt1déx0I1 TOU cuoThpatog CRM

ATTwTEPOG 0TOXOG EvOG CRM OUuOTAUATOG €ival N TTOIOTIKI KO

TTPOOCWTTIKY) AAANAETTIOpACN TNG ETTIXEIPNONG ME TOV KABE TTEAGTN KABWG Kal-n
aglotroinon TNG yvwaong TToU ATTOKTATAI HECW TNG AAANAETTIOpaong auTAg,
TTPOKEINEVOU Va auénBei 0 apIBUOS TwV IKAVOTTOINKEVWY TTEAATWY KAl ETTOPEVWG
Ta €000a aT1Td TTWAACEIG TNG ETTIXEIPNONG. [Na TNV UAOTTOINON TOU OTOXOU QUTOU
n Xépagn tng otparnyikig CRM ataitei :

- TNV a1TOKTNON TOU OWOTOU TTEAGTN

- TNV avdamTugn TnG KatdAAnAng TrpoTacong-agiag (value proposition) Tou
TTPOIOVTOG ) TNG UTTNPECIAG TTOU TTPOCPEPEL OTOV TTEAATN

- TNV avATITUgn TV KATAAANAWY d10dIKACIWY. TIPOKEIMEVOU TO TTPOIOV 1 N
uTTnpPEoia va @Taoel oTov TTEAATN

- TNV TTapakivnon Twv epyalouévwy OTRV-ETTIXEIPNON va €0TIACOUV OTO
“XTiOINO” OXEOEWV PE TOUG TTEAATEG

- av@Auon Twv avTaywvioTwV Kal TV OTPATNYIKWY-TTOU akoAouBouv auToi
TTPOKEINEVOU Va KEPDIoOUV. UYNANG agiag TTEAATES Kal agloTToinon TnNg
YyVWOongG TTOU ATTOKTATAI ATTO AuTH- TRV avAAuon.

2UVOoTITIK& AoITTOV Ba Aéyapue 6Ti.n dlaxEipion OXECEWV TTEAQTWV MIOG
ETTIXEIPNON opieTal aTTo Ta £ENG TEOOEPA OTOIXEIA:

yvwpi¢w (know)

oToxeuw (target)

TTwAw (sell)
TTapExw-£CUTTNPETNON (Service).

To CRM cToxeugl 0TO va KABIOTA TNV ETTIXEIPNON IKAVI] va yvwpilel TTola

gival N ayopd Kai Trolol ol TFEAATEG TNG, TTOI0I ATTO AUTOUG Eival TTEPIOCCOTEPO
ETTIKEPDEIG VIO VO OTOXEUOEI, TTOIO TTPOIOVTA Ba TTWANCEI 0TV AYOPA-OTOXO TNG
Kal JEOW TToI0U KaVaAIOU Kal TEAOG TTwG Ba diatnproel TOUg TTEAATEG TNG HECT
QTTO UTTNPETIEC EEUTTNPETNONG OTTWG Eival Ta TNAEQWVIKA KEVTpa (call centers).
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1.3 H onupacia tou CRM

To CRM 0&¢gv atroteAei ammAd auTopaTtoTroinon Tou Trapadoolokou TPOTToU
TTwANoEwyv, Tou marketing, TN aAucidag Twv TTPOUNBEUTWY TTAPA YIa OAOKANRPN
oTPATNYIKA “NETAPOPPWONG” TNG ETTIXEIPNONG OCOV apopd OTOV. TPOTIO PE TOV
OTTOIO AUTH QVTIMETWTTIEI KABE TTEAATN.

To CRM aTtroteAei amrapaitntn €1MIAOYL YIa KABE €TTIXEipnoN.TTOU BEAEI

va xTioel gia duvartr) TeAateiakni BAon KAl va TTpWTAYWVIOTEL 0TO oUYXPOVO,
QAVTAYWVIOTIKO Kal OIEBVOTTOINUEVO ETTIXEIPNUATIKO OKNVIKO KaBw¢ 10 CRM eival

0 0TaBEPOG “OKEAETOC” TTAVW OTOV OTTOIO OIKOBOUOUVTAI OXECEIS ApoIBaiag
EUTTIOTOOUVNG KOl apoifaiou o@éAoug HETAEU TreAATWYV “Kal €mIXEIpAoEwy. Ol
TTEAATEG €ival av OxI TO ONPAVTIKOTEPO, £vVA ATIO TA TTI0 GNUAVTIKA TTEPIOUCIAKA
OTOIXEIQ MIAG ETTIXEIPNONG, TTOU OPEIAEl OXIHOVO va dlaTnpei AAAG Kal va TTEAATEG
gival av Oxl1 To oNUAVTIKOTEPO, £va ATTO-TQA-TTIO. GINUAVTIKA TTEPIOUCIAKA

OTOIXEIQ MIOG ETTIXEIPNONG, TTOU OQ@EIAEl OxI MOVO- va dlatnpei aAAG Kal va
eTTAUEAVEL.

H dlaxeipion Twv oX£0EwV TTEAATWV WG OTPATNYIKA EJPAVIOTNKE AOYW

TNG SIAPOPETIKOTATAG TOU KABE TTEAATN- 000V - AQOPG OTIC TTPOTIKNOEIG KAl TIG
QYyopaOoTIKEG TOU ouvrBeieg. EQv GAOI Of TIEAATEG PIag €TTIXEIPNONG ATAV idIoI O

Ba uTtPxe avAaykn va KAvel TRV, EPAvIon TnG-n Evwoia Tou CRM.

2.€ KOONUePIVA BAON Ol ETTIXEIPACEIS TTIPAYUATOTTOIOUV XIAIADES ETTAPES

ME Toug TTEAATEG TOUG. To KaTtdAANAo TeEXVOAOyIKS uTToRaBpo Tou CRM

METATPETTEI OAEG AUTEG TIG AAANAETTIOPATEIS O€ TTOAUTIMEG EUTTEIPIEG KAI YIA TIG

OUo TTAcupéG. KaT' auTdv Tov TPOTTO N ETTIXEIPNON dIAQOPOTIOIEI CUVEXWGS TNV
TTOPEXOUEVN OTOUG TTEAATEG TNG ECUTTNPETNOT, ATTOKTWVTAG £VA OTPATNYIKO
AVTAYWVIOTIKO TTAEOVEKTAA.

To CRM BonBdad pia-emmixeipnon. va kKatavonoel TToloug TTEAATES agidel va
QTTOKTHOEI, TTOI0UG Va dIaTnPAOEl, TTOIOI ATTOTEAOUV OTPATNYIKOUG TTEAATEG yia
QUTHAV, TTOIO0I €ival KEPAOPOPOI KAl TEAOG TTOI0I TTPETTEI VA eyKATAAEIPOOUV. Na va
EMTUXEI MIO ETTIXEIPNOTN TO 0TOXO0. TNG €0TIAONG OTOV KATAAANAO TTEAATN,
XPEIAZETA-EVA ONUIOUPYIKO HiyHa OTPATNYIKWYVY, dIadIKACIWY, TEXVOAOYIWV,
TTANPOPOPIAKWY-TTOPWV KAl AVOPWTTIVOU dUVAWIKOU.

MpoKelEVOU A -£TTIXEIPNON VA KATAQPEPEI VA ETTIRIWOEI JOKPOXPOVIQ,

oTn oUyXpPOovn ETTOXN OTTOU-KUPIOPXEI EVTOVOG QVTAYWVIOUOG, TTPETTEI VA EOTIACEI
OTa akOAOUBQ Tpia-ONUEia yIO VA IKAVOTTOINCEl TOUG TTEAATEG TNG:

e 0TV €€aTOpiKEUON TNG EEUTTNPETNONG VIa KABE TTEAATN (customization)
e OTO “XTIOIUO” TTPOCWTTIKWY OXECEWV PE TOUG TTEAATEG

e OTNV UTTOOTAPIEN-EEUTTNEETNON PETA TNV TTWANCN
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270 d1aypapua 1.3, TTapIoTAVOVTAI QUTEG OI TPEIG TTEPIOXEG EOTIOONG VIO
IKOVOTTOiNON TOU TTEAGTN.

CRM
v 7Y

ESaropikeuon MpoowTiKA ESutrnpétnon perd tnv
oxéon oxéon TTWANON

ESaropikeuon tng eutrnpérnong (customization)

To avtaywvioTIKO TTAEOVEKTNHA T oUYXPOVN ETTIXEIPAMATIKN KOIVWVIa, N
oTroia BacileTal aTnv TTAnpogopia, dev.egaptaTal TTAEoV aTrd Tn padikni
TTapaywyn, To Jadiké marketing, 1 padikry S1avoun, TIG OPOIOUOPYES YIa OAOUG
TOUG TTEAGTEG OTPATNYIKEG KA TIG OIKOVORIEG KAIPOKAG. AvTIBETWG, TO KAEIDI yia
ETTIXEIPNMATIKN ETTITUXIA €ivar N uadikh €¢atouikeuon (mass customization),
onAadr) n TTapaywyr] TTPOIOVTIWY KAl UTTNPECIWY - TTOU TTANPOUV TIG IDIAITEPEG
QavAYKeG Kal eTOuieg KGBe TTEAATN LexwploTd (tailored products/services).

NMpoowTrikég oxéoelg Pe Toug TreEAATEG (personal relationships)

“XTIOIMO TTPOOWTTIKWV - OXECEWV” PE TOUG TTEAATEG TNG ETTIXEIPNONG

onpaivel 6T N €TTIXEIPNON AakoUEl TI BEAEI O TTEAATNG KAl DIOPKWG TOU TTPOCOETE
agia. MNeAaTng kar TiKeEipnoN ammolnTouV auolfaia eYTTIoTooUvVN Kal apolfaia
0QEéAN pEoa aTTO TTPOOWTTIKEG OXETEIC. QOTO0O0, KATTOI0I TTEAATEG OTNPICOUV TIG
QAYyOpPEG TOUG € MN TTPOCWTTIKA PEOQ, yia TTapddelypa 1o AladikTuo, Xwpig autd
Va JEIWVEI TNV-QVOPWTTIVN avAYKN YIO TTIPOOWTTIKEG OXEOEIG.

YTmnpeoieg peta. Tnv. rwAnon (After sales service)

O1 TTeEAATEG £XOUV THV QvAYKN UTTOOTAPIENG KAl HETA TV ayopd EVOG
TTPOIGVTOG 1) PIAG UTTNPECIOG. ZTN ONUEPIVE ETTOXN OTTOU T UWNAA TTiITTEDA
TTOIOTNTOG KAl UOVO AUTA DEV TTPOCPEPOUV AVTAYWVIOTIKO TTAEOVEKTNUA, N
TTPOCOXH KAl EEUTTNPETNON TOU TTEAATN KAl JETA TNV TTWANON B€TEl TV
ETTIXEIPNON O€ TTAEOVEKTIKA B€0N £vavTl TWV avTaywvioTwv. AEyeTal 0TI N
e€uTTNPETNON TOU TTEAGTN €ival TTEVTE POPEG TTIO CNPAVTIKI OTTO TNV TIUK TOU
TTPOIGVTOG Kal OTI €I8IKA N UTTOOTAPIEN META TNV TTWANCN €ival TTEVTE QOPEC TTIO
ONPAVTIKR a1Td TNV €EUTTNPETNON.
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KE®AAAIO 2

21 Opiopdég Twy MAnpo@oplakwy ZuoTnuaTtwy (X))

Ta MAnpogoplakd ZuoTthpara Ocv cival amapaitnto-va TepiExouv HIY, va
Baoifovral og H/Y. M utmpxav TToOAU vwpitepa atrd Tnv egeavion. twv H/Y. Atrd
TNV apxaia €1moxf dATopa, ETIXEIPAOEIS KAl KPATN XPNOIMOTIoIouoav TTOAU
oToIXEIWdN Kal Atutra X PE TO VO OUYKEVTPWVOUV KOI va €TrECEpyalovTal
TTANpo@opiec. Mg Tn TTGPOdO TOu XPOVOU Ol - ETIIXEIPAOEIS KOl Ol .OpYyaVvIOUOI
dpxioav va avartTuooouv Xelpoypadikd X yia Tn oulloyr, £metepyaaoia,
QaTTOBAKEUCN KAl XPrion Twv TTANPOPOPIWV.

Ta MNX peTagu dAAwv atroteAouvTal Kal atro Ta akOAouba 4. oToIXEia:

> Zulhoyn dedopévwy TT.X. apIBUOUG, yeyovoTd

> Amofnikeuon dedONEWV:TT.X. OTO HUAAG TOU ATOMNOU, OE apXEio.

> Emrepyacia dedopévwy: T1.X. avaAuon, KwAIKOTToINaGn, Tagivounon
> Mapouciaon Tng TTAnpo@opiag: avaloya hE TH HOPP XPHoNG.

Ta X atroteAouv pia €I0IKA, KATNyopia CUCTAPATOG, TOU OTIOIOU OTOIXEIQ Eival
avlpwtrol, JdI1adIKACIEG KOl HPNXOAVARATA, TA - OTToid  AAANAETIOpOUV  Kal
ouvepyadovTal yia TV €TTEEEPYATia- OEOOUEVWV. KOI TTAPOXI TTANPOPOPIWV OTO
xpnotn. Emopévwg T1a X eival €va - €TTIXEIPNOIAKO OUCTNUA, TO OTIOIO
emmegepyadetal Oedopéva. atrd TO EOWTEPIKO Kal €EWTEPIKO TTEPIBAAAOV  TNG
ETTIXEIPNONG KAl TTAPEXEITTANPOPOPIEG TN DIOIKNOHA TNG, £T01 WOTE va Angoouv
YPNYOPQ OWOTEG KAI-EYKAIPEG ATTOPATEIG.

O1 kUpIeg AsiToupyieg evag T1X gival o1 akOAOUBEG:

= Avayvwpion Kai KGAuWn TTANPOQOPIaKWY aVAYKWY TOU XPRoTn

= EmAoyr} Twv KATtAAANAwyY - Oedopévwv  atrd TN PEYAAn  TTOIKIAIQ
TTANPOYOPIWYV  TTOU UTTAPYXOUV OTO €CWTEPIKO Kal eEWTEPIKO TTEPIBAAAOV
NG ETMIXEIPNONG

= Anuioupyia -TnG. KAataAANANG TTANpoopiag ammd Ta eTMAsypéva dedopéva
MEOW.TNG XPNONG TWV TWOTWV EPYOAEiWV

= MeTa@opd TNG dnUIoupynUEVNS TTANPOYPOPIAG OTOUG XPHOTEG.

2UVETTWG Ta- IMZ- TPETTEl va ATTOOKOTTOUV 0TV IKAVOTToinon OxI PMOvVo Twv
TIANPOPOPIAKWY QAVAYKWY YIO TIG ATTOQACEIG POUTIVAG KAl TIG AEITOUPYIKES
ATTOPAOCEIG, "AANA ‘KAl TWV TTANPOQPOPIAKWY AVAYKWY YIA TIG OTPATNYIKEG KUPIWG
atro@doelg. OTroTE 01 oTTOUdAIOTEPOI OKOTTOI TwV MZ givar:

v' ZuAAoyn Kal atmrofnkeuon dedopévwy, Ta OTToia PeE KATAAANAN
ETTECEPYQTIa HETAOXNMATICOVTAI OE TTANPOPOPIEG.
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v Mapoxn AeIToupyikAg TTANPOPOPICNG OTOUG EPYACONEVOUG WATE

va EMTEAOUV KATA TO OuvaTd KOAAUTEPO TPOTIO. TIGC KOBNUEPIVES
0pacTNPIOTNTEG AAAG KAl TOU TTPOYPOAUMHPATIONOU Kat EAEYXOU.
Mapoxn oTpaTnyIKng TTANPOPOPNONG OTA AVWTATA. OTEAEXN. YIA
va AauBdavouv TIG KAAUTEPES BUVATEG ATTOPATEIG:

Emékraon Tng oAucidag agiag NG . -€mMYEipnong, TToU
emTuyxdaverar otav Ta X Tng emixeipnong ouvdéovTal e TA
eCwrepIka M (11.X. TTPOUNBEUTWY, EVOEIAPNECWV-KAI OyOPOTTWYV)

Aiaypaupa 2.1 ‘Eva yevikeupévo NAnpogopiakd Zuotnua.

AIAAIKASIA EMIKOINONIA/ AMOGHKEYSH
AHWHZ META®OPA MAHPO®GOPION
ATIOGASEQN MAHPOGOPION
v

KAGOPIZMOS SYAAOTH _
MAHPO®OPIAKON _ AEAOMENON / AEAOMENGN.
ANATKON > KOAIKOMOIHZH >

AMOGHKEYSH

AEAOMENON
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2.2 Moia gival n oxéon peragu CRM kai MNZ;

To CRM xpnoiyotroigi (IT) TTAnpo@opiokd CUuoTAUOTA YIa VA ONUIOUPYNCE
EVOOETAIPIKA ETTIXEIPNUATIKA CUCTHPOTA TTOU EVOWUATWVOUV-KAI AUTOUATOTTOIOUV
TTOAAEG atrd TIG diadikacieg egutnpétnong TreAatwy (In ‘sales), Marketing, kai
UTTNPECIEG TTPOIOVTOG TTOU £€XOUV VO KAVOUV PE TOV TTEAATH TAG ETAIPEIAG.

Ta cuotiuata CRM agloTroiwvTag Tn PnXavoypagikr) utTtodoun. TS £TTIXEIPNONG
Kal ETTPETTOVTAG TNG VA XPNOIYOTIOIEI T ON UTTAPXOVTA cuoThRuaTa. JadikAg
Tapaywyng Kal  dlavoung, TIPOCYEPOUV  OTNV  ETTIXEIpNON TN - duvaTtdTnTa
“XTIOIMOTOG” 10XUPWY, HOKPOXPOVIWV KAl KUPIWG ECATOMIKEUPEVWY OXECEWV ME
TOUG TTEAATEG.

OewpwvTtag Aoitrév 10 CRM wg éva atmd Ta 1Mo duvauiKG Bépata TTAnpo@opIaknig
TexvoAloyiag Tng véag xIAIETIag, Ba To opilaue wg €ENG:

Alaxeipion oxéocwv TeAaTwV (CRM) gival n oAoKAAPWON TWV TEXVOAOYIWV KAl
TWV ETTIXEIPNMATIKWY OIAdIKACIWY O€ JIa ETTIXEIPNON TTPOKEINEVOU VA
IKOVOTTOINBOUV 01 AVAYKEG TWV TTEAATWV-TNG KOTA Tr dIAPKEIQ KABE ETTAPNG-
aAAnAeTTidpaong TTeAdTn-etixeipnong. Nio ouykekpiuéva, 10 CRM

TepIAauUBAvel TNV atTdKTNON, avaAuon KA agIOTToinon. TS YVWOonGS yid ToV

TTEAATN ME OKOTTO TNV aU&NONn TwV TTWARTEWY K. TNG. ATTOdOTIKOTNTAG. Me évvola
“TTeAATNG” evvoouue KABE ATOMO-I) opada ATOPWY TTOU XPEIAZeTal TTANPo®opnon
atro TNV €TMIXEIPNON.

2€ O0poug MNMAnpoopiakng Texvoloyiag, To CRM-gival n evotroinon Twv
TEXVOAOYIWV 0€ OAn TNV £Tixeipnon. Mia Tétoia oAokAfRpwaon TTEpIAaUBAVEl TNV
Kataypa@r oToIXeiwv ae oAoKANpwPEves Baoelg dedouévwy (data

warehousing), Tnv TTapouacia TnG eTTIXeipnong oto AiadikTuo (web sites), Tn
AgIToupyia KAEIOTWY EVOOETTIXEIPNOIOKWY OIKTUWY KABWGS KAl KAEIOTWY OIKTUWV
SIETTIXEIPNOIOKWV-OUVaAAaywyV (intranets kai extranets avrtioTtoixa), TIg
A€IToupyieg Tou AoylioTnpiou; Twv-TTwANCEwv, Tou marketing Kal TG TTapaywyng.

To CRM T1rapouciddel TTONEG OJOIOTATEG UE TA CUCTHPATA OXEDIOTUOU
emyeipnolakwv-opwyv (Enterprise Resource Planning Systems, ERP), kaBwg
Ta ERP ouoTtiuara Bswpeital 61i-amroteAoUv 0AoKANpwaon OAWY TwV EQAPPOYWV
MIag eTTIXeipnang 1600-auTwyv TTou dgv ATTTovTal Aueoa Tou TTeEAGTN (back office
applications) 600 kar-autwy TTou armrrovTal dueca. H otparnyikry) CRM atroTteAei
OAOKAApwWON TWV AuECWV TTPOG ToV TTEAGTN epapupoywv(front office

applications).- O1 kUpieg front office e@apuoyég yia Tnv eTMKOIVwvia PETAEU
ETTIXEIPNONG KAl TTEAATWY, Ol OTTOIEG UTTOOTNPIXTNKAV Ta TEAEUTAIA Xpdvia aTTd
etaipeieg avamnTuéng CRM cuoTnudtwy, ava@EpovTal O€ OUYKEKPIMEVEG

TTEPIOXEG, OTTWG N AQUTOUATOTTOINON:

e TNG oxediaong dpdocewv marketing
e TWV TTWANCEWV Kal
e TNG €EUTTNPETNONG KAl UTTOOTAPIENG TOU TTEAATN (Service )
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Mia a&loonueiwtn diagopd petatu ERP kai CRM cuoTtnudTtwy ivar. 6T

TA TTPWTA PTTOPOUV VA UAOTTOINBOUV Kal XWpPig TNV TTapdAANAN uAoTroinon Twv
0eUTEPWV. AVTIBETWG, Yia TN SlaxEipIon OXECEWVY TTEAATWYV ATTAITEITA TTPOCBacn
oe back office dedopéva (yia TTapddeiyya o€ oOTOIXEIQ AoyioTnpiou), OTTWG
TTapouoiadetal oTo didaypapua 2.2, “To tpiywvo tou CRM”.

ExmrARpwon MapayyeAiwv
MeAaTwv

2voThipoTo
Back office

2VoTHpHoTO

Front office

Aedopéva
€TIYEipnONG

Aedopéva
TTEAATWV

2Tpatnyikn TANpoeopNon
v drayeipion marketing
KOl TOANGEDV

AvoAvTika
2VoTALOTO

A

To CRM oav évvoid oTpé@eTal yupw. a1td T0 marketing kal XpnolPoTTolEi TNV
MAnpogopiakry TexvoAoyia yia T cuAAoyr] dedONEVWY, TA OTTOIA ETOUCIWVEI O€
XPACIUN TTANPOQOPIA;. WOTE - VAUTIAPXEI MIA ANECN TTPOCOWTTIKI OXEON ME TOV
eAATN. To TuAPa marketing kaBwg kai To TpAPa MNMAnpogopiakng Texvoloyiag oe
MIa €TTIXEIPNON TIPETTEI VA QuUVEPYACOVTAl KAl va OUVTOVI(ovVTal TTPOKEINEVOU VO
OUVEIOPEPOUV 0T B1adIKATia OXEaNG-AAANAETTIOpAONG PE TOV TTEAATN.
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2.3 To CRM wg TAnpo@opIakd cuoTnua

ATO TNV OTITIKA TNG TTANPOPOPIOKNG TEXVOAOYiag, TO Aoyiopikd CRM Trapéxel
OTOV OPYQVIOUO MIa OAOKANPpWUEVN EIKOVA TwV TTEAATWV - TOU, ~£TOI “WOTE. VA
dlao@aAIoTel uYPnAS eTTiTTEdO UTTNPECIWVY Kal N TTANPo@OpNnon.va gival SIaBECIUN
o€ OAa Ta TuAPOTA. H TeEXVOAoyia €MITPETTEI TNV €VOTIOINON- KAl A&IOTTOINON. TOU
MEYAAOU OyKou TTAnpo@opiag TTou AaUPBAVOUV O ETHXEIPAOEIG VIO TOUG TTEAATEG
TOUG Kal TNV TTEPAITEPW OTTODOTIKI) METATPOTI) QUTAG TNG TTANPO®Opnong o€
agloTToINCIuN yvwon.

To Aoyiopikd6 CRM ptropei va oploTei wg €vag TPOTTOG auTONaTIONoU Twv front
office Aeitoupylwov Twv TTWARCEWY, PAPKETIVYK KQI €CUTTAPETNONG TTEAATWY, Ol
OTTOIEG €ival KPIOIMES yIa T dIauOpPwWon OXECEwWV -pe TTEAGTEG. [1€pa atrd 1O
ouvduaoud kal TNV avraAAayr TTAnpo@opiwy. avaueoa oe TuRuaTa, 1o CRM wg
TTANPOPOPIAKO oUCTNUG ETTITPETTEI TN OUAAQYA Kal agloTroinan TTANPoQopIwY aTTd
TTOAQTTAG KQVAAIQ ETTIKOIVWVIOG PE TOV TTEAATR, OTTWGS TRAEQWVIKK, NAEKTPOVIKN 1)
TPOOWTIO HE TIPOOWTIO ETTIKOIVWVIa. M autd Tov ' TPOTTO, TIApPEXEl OTNV
emxeipnon Mo TAAPN Kal ca®r €Ikéva- yia -KABe TTEAATN, €mMITPETTOVTIAG TN
OIOUOPPWON CUPTTEPAOUATWY OXETIKA ME. TAV. THOTOTNTA; TNV KEPOOPOPIA TWV
TTEAATWY, TNV agia KABE TTEAATN yia TAV-ETIXEIPNON Kal-AAAWV TTANPOPOPIWY TTOU
gival 101aiTEpa XPrOIYES yIa TOV QAEIOAOYNON ~TTPOTEPAIOTATWY KAl TN ARwn
OTPOATNYIKWY OTTOPACEWV.
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2.4 EvoTtroinon Twv AEITOUPYIKWV TOHEWV

H évvoia Tou TTeAATN, O€ pIa €TMIXEipNON TToU Ba BeANOEl va EYKATAOTAOEl éva
ovotnua CRM cival kupiapxn. Katd ouvémreia 1o ouothpa CRM Ba trpEmel va
ETTIKOIVWVEI Kal va avTaAAdooel oToixeia Ye pia oeipd ammd aAAa TTANPOPOopIaKa
OUCTAPATA HECQ OTNV ETTIXEIPNON TTPOKEIMEVOU VA BWOEI OTOUG EPYACONEVOUG HIa
OAOKANPWUEVN €IKOVA YIO TO GUVOAO TwVv TTEAATWV OAAG Kal:yIa- KABE TTEAATN
geXwpPIoTA. Ag dOUUE ETTIYPOUMATIKA O€ TTOI0 CUCTHPATA €XEl vONUa va ouvOoeDei
éva CRM, xwpig va onuaivel BERaia 0TI o€ KABE €TTIXEIPNON TIPETTEI VO UTTAPYXOUV
OAa autd Ta cuoTAuaTta f ol dI0oUVOETEIG Hadi Tou:

- ERP: MeAdmng onuaivel oikovouikés. ouvarAayéc. Ol -TTANPoQopiec TTou
apOpPOUV TIG OUVAAAAYEG TOU KABE TTEAATN €ival XPrOIUES YIA -TOV TTWANTA TTOU
OUVOMIAEI hE Evav TTEAATN.

- Supply Chain Management: Orav dsxopaote pia Tapayyehia oo évav
TTEAATN, Ba TPETTEl va yvwpifouue- €av- - €TTIXEipnon €xel Ta YECA Kal TIG
KATAAANAEG TTPWTEG UAEG DIABECIPEG VIO VO TNV IKAVOTTOINOEL.

- Business Intelligence/Decision Support System: Omnwg cidaue
Kal O€ TTponyoupevn evoTtntd,. autod artroTeAei 10 -analytical CRM kai cupBaAAel
oTnv

AavtAnon yvwong atrod 1a oToixeia Tou ouAAéyel éva ouoTnua CRM.

- Call Center: >mv autoparomoinon TnN¢ €EUTINPETNONG TWV  TIEAQTWV
OUMBAAAEl n dlaocuvdeon -Tou e To ouoTnua CRM. MNa mapddelyua @avraoTeite
TOoVv agent Tou TNAEQWVIKOU KEVTPOU O OTTOIOG, TTPIV aTTavTAcEl pia KAAon (UE TN
XPRon avayvwpiong kKAAong), €Xel atny 006vn Tou TNV KapTéAa Tou TTEAGTN TTOU
gival otnv AAAN dkpn TNG TNAEQPWVIKAG YPOUMNG.

- Marketing Information System: Edv n ctaipia £éxe1 uhoTroifoel KGTTOI0
oUoTnPa yio TRV UTTOOTAPIEN Twv AsiIToupylwyv Tou Marketing, Ta otoixeia amd 10
CRM umopouv-va @avouv idiaitepa xprioiya oto MIS.

- Zuornpa - unootnPiEng MwWANCEWV: Edav umdpxel  KGToI0
€CEIDIKEUPEVO, OUOTNHA YIA TIG- TTWANCEIG, auTd Ba TTPETTEl va ETTIKOIVWVEI PE TO
CRM.

- Web: 01 TtreAdrec ~ouvnBidouv OA0 Kol TIEPIOOOTEPO OTNV  18€A  TNG
QUTOECUTTNPETNONG - UE. TN Xprion web based e@apuoywyv. AUTEC OI EQAPUOYEG
atroteAouv eTrékTaon Tou CRM 1mavw oTto web.

2€ KABe TTEPITTTWON - O100UVOEDNG, Ba TTPETTEI VO PPOVTICOUPE WOTE VA TTAPEXETAI
N KatdAANAnR TTANpo@opia oToug KATAAANAOUG avBpwTToug, Xwpig TTAEOVaoPOoUG
eAMAEIYEIG. ZTNV-IOAVIKI TTEPITITWON, Mia eTAIPEia UTTOPEI va EVTAEEI TO OUVOAO TWV
ouoTnudTtwy TnG o€ éva Enterprise Information Portal (EIP), To otroio atroTeAei 10
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interface yia 0Aa Ta uttoouCTAMOTA KOl Ba @pPovTifel WOTE va TTapEXOVTAl- Ol
ATTAITOUPEVEG TTANPOYOPIEG OE KABE EpyalOUEVO

MaAioTa, o1 eTaipieg TTou TTapéxouv ouvoAikég Auoeig ERP, CRM, SCM k.ATT., TIG
TTapEXoUV OUVABWG KATw ammd pia outpéAa EIP, woTe o0 XpRotng va unv
XPEIGeTal va Trnyaivel atrd eQappoyn o€ epapuoyn yia va-AdBElL Ta OTOIXEIa TTOU
BéAel. Eite TTpoKEITal yia €@appoyEéG ammd Tov idIo ~KATOOKEUAOTH, E€iTe - yia
EQPAPMOYEG DIAPOPWY KATAOKEUAOTWY, N avAyKn TAG d100UVOEONG. Ba TTPOKUWYEI
apyd n ypnyopa yia Tnv KABe etmixeipnon, oTroTE gival OUVETO va €xel TIPOPAEPOEI
n duvatoTnTa dlacUVOECNG ATTO TNV ApPXH.

H xpAon avoliktwv Tmpotummwy. H oAoéva kal -ueyaAurepn - aglotroinon Tng
vyAwooag XML «kar Twv PAacewv OeOOPEVWY, ~ dNUIOUPYOUV.  TIG TEXVIKEG
TTPOUTTOBECEIC YIa EUKOAN dlaoUvdEon TwV. ouoTNUATWY. ETITTpooB8eTa, n oAoéva
Kal eupuTEPN XPNOon

web-based interfaces emTpETTEl TNV EUKOAN EVOTTOINCN EQAPPOYWYV, QKOO KI EAV
QUTEG TPEXOUV O€E DIAPOPETIKEG TTAATPOPHEG, APoU ATTO TOUG XPAOTEG AUTO TTOU
atraiTeiTal eival atrAog €vag web browser-[MakpupavwAdkng, 2003]

e OTolIa OPwG TTEPITITWOnN, N @IAoco@ia  Tou-CRM atraitei TRV €voTtroinon
TOUAGXIOTOV TPIWV CNPAVTIKWY AEITOUPYIWV TNG ETTIXEIPNONG: TOU HAPKETIVYK, TWV
TTWANCEWV Kal TNG €EUTTNPETNONG. OI AEITOUPYIEG QUTEG OTTOTEAOUV OUCIAOTIKA
TOUG TOWEIC TNG ETTIXEIPNONG ME TOUG. OTTOIOUG EPXETAI OE ETTAQPN O TTEAATNG, TTPIV,
Katd Tn Oidpkeia kal PETG-TNV TTwANon. O Tpeig autég diadikaoieg, nATav
TTONIOTEPA EEXWPIOTEG, EVW CHPEPA Eival EUPAVAG N I0XUPN EVOTTOINCH TOUG, ME
TN BoriBeia TG TEXVOAOYIOG, N oTroia AauBavel uTToWn TNG Kal AAAEG AsIToupyieg
TNG YEVIKOTEPNG £POBIBOTIKAGS aAuCidag.
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2.5 E&AiEn CRM

H tmapadooiak mmpooéyyion Tou marketing divel éugacn otn dlaxeipion  Twv
TEOOAPWV OTOoIXEiWV Tou piydatog marketing (4P’S), dnAadr - oTo. TTPoIdV
(product), Tnv TPoBoAr (promotion), Tn diavoun (place) kail TEAOG ThVv TiHOAGYNoN
(price). Ta TeAeutaia xpovia WOTOCO n  TTOPAdOCIOKN ~QUTH TTPOCEYYIoN
augioBnTeital Kol - avTikaBioTtarar  OTIG  ETTIXEIPAOEIG - ATTO- dId  HOPPN
diaAeiroupyikou marketing (cross functional marketing), To CRM:

To CRM é€xel TIg piceg Tou oTo “marketing Twv oxéocwy” (relationship-marketing),
OTTOU JIO  ETTIXEIPNON  XPNOIYOTIOIEI  OUVOUAOTIKA TTPOCEYYIOEIG ~marketing,
ETTIKOIVWVIOG Kal £EUTTNPETNONG TTPOKEINEVOU VA TTPOCDIOPICE!-KATIOIOV TTEAATN,
va dnuIoupynoel pia oxéon padi Tou Kai va T dIaxEIPIOTEI JE TETOIO . TPOTTO WOTE
va atrofei TTPog GPEAOG Kal TwV dUO PEPWV.

To 1850 o1 emixeipro€ig TTpooavaToAifovtay 'oTnv mapaywyr (market orientation)
Kabwg ptropoucav va TTwAAoouv oxeddv O,Tr TTapriyayav. 2T apxég Tou 1900
OMWG OTAV O AVTAYWVIONOG APXIOE VO augavel DUVANIKA Kal 0 TTEAATNG va ATTOKTA
MEYOAUTEPN OUvaun, Ol ETTIXEIPACEIG. ~ApXIoaY - Vva  TIPQOAVATOAICOVTAl OTIG
TTwAAoeIG (sales orientation). To 1950 o1 €TTIXEIPNOEIG OUVEIBNTOTTOIOUV OTI
TIPETTEl VA KOAUTITOUV TTANPWG TIGC QVAYKEG TWV TTEAQTWY, TTOPd VA TTPOCTTabouv
va TOUG TTEIOOUV va ayopAcouVv QUTO -TTOU- £XOUV-TTPOG TTwANon. 'ETol repdoape
oTov TTpocavatoAiopud oto marketing (marketing orientation) étmou o1éx0¢g €ivai n
QVTATTOKPION OTIG ETTIOUMIEG TOU TTEAGTN.

2AMEPQ gigaoTe TTAéOV OTA TTPWTA OTAdIA €VOG VEOU TTPOCAVATOAIOUOU OTOV
eAATN (customer-centric orientation) 6trou o1 emixeipriocig de divouv 1IBIaITEPN
éupaon oto piypa marketing aAAG kateuBuvovTal atmd TIG IBIAITEPES TTPOTIUAOCEIG
KAOe TTeEAATN.

2710 d1Idypauua 2.5 TTapoucialovral ol ETIXEIPNPATIKEG Taoelg ammd 10 1850 €wg
on\uepQ:

EoTiaon oTov
napaywyn ' NWAARCEIG N marketing neAaTn

1850 1900 1950 2000

H 18éa TnG padikng mapaywyng (mass production) kai Tou padikou

marketing (mass marketing), n otoia €ixe TPWTOEUPAVIOTEI OTA XPOVIA TNG
Biounxavikng -Emavaoctaong, eutTAouTiCeTal o1td véeg 10€EC OTIGC OTIOIEG Ol
TIEAQTEIOKEG  OXEOEIG ~ATTOTEAOUV TO POOCIKOTEPO  €TIXEIPNUATIKO  B€ua. Ol
ETMIXEIPNOEIS CAPEPA EVRIAQEPOVTAI VA augoouv TNV agia Tou TTEAATN oAoEva Kal
TTEPICOOTEPO, XPNOIMOTIOIWVTAG MIa TTANBwpa epyoAciwv kal Texvikwv CRM,
OTTWG €ival o1.TEXVIKEG data warehousing kal data mining, Baci{OpeveS TTAVTA OTIG
apx€G Tou “marketing Twv oxéoewv’.

O1 TTaNEG TTPOOEYYIOEIG €0TiAONG OTO TTIPOIGV, OTIG OTIOIEG TO MOVTEAO ATAV
“‘oxedIaouoOG- xTiolo- TTWANON”, avTikabiotavral atmd oUYXPOVES TTPOCEVYIOEIG
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€oTioong oTov TTEAATN PE TO POVTEAO “TTWANON OXEBIOOUOG- avaoxedlaopds”. To
Madikd marketing divel Tn Béon Tou OTO €gaTopikeupévo marketing (one-to-one
marketing). Aedoupévou TOU UWnAOU KOOTOUG QTTOKTNONG VEWV - TTEAQATWYV, - N
eoTiaon Tou marketing petatotideTal ammd TNV ATTOKTNON VEWV TTEAATWV- KAl TNV
€vvola Tou eUpoug TNG TTEAATEIOKAG BAonNG, oTn diatrpnaon Twy

UTTapPXOVTWYV TTEAQTWV Kal TV €vvola Tou BABOUG TwV avVAYKWY AUTWV. ZaQws n
YEVIKEUPEVN XpAon Tou AIadIKTUOU CUVEICEQEPE OTN - PMETOTOTIION AUTH. TNG
eoTiaong Tou marketing, kKaBwg on-line TTAnpo@opnon eivar. d1laBEcIun OTOUG
TTEAATEG AVA TTACA OTIYUN KABIOTWVTAG TOUG TTEPIOCOTEPO EVNUEPWPEVOUG WA Kal
QTTAITNTIKOUG.

O1 emxeipnoeig onuepa €xouv aAAAgel TPOTTO TTPOCEYYIONG TWV ETTIXEIPNMATIKWY
Bepdtwv. 'ETol evw Tn dekaeTia Tou 1970 Eugacn divoTav aTO XPNHUATOOIKOVOUIKO
management, Tn dekaetia Tou 1980 oTOV QAVACXEDIOONO TWV. ETTIXEIPNMATIKWY
d1adikaoiwv (BPR) kair ota 1990 ota cucTthpara oxXedIQOUOU  ETIXEIPNHATIKWY
mopwv (ERP), o1 onuepivoi managers oTpé@ovTtal-oTn dlaxXEipion Twv OX£0EwWV
ME TOUG TTEAATEG, KATI TTOU €VIOXUETAI KAl ATTO TOV OAOEVA QUEAVOPEVO POAO TNG
MAnpogopiakng Texvoloyiag (IT), 6TTwg TapouaiddeTal o1o didypapua 2.5.1:

IT

Xpnp/xo
Management

1970 1980 1990 2000

Aiaypappa:--H mmopeia.Tou CRM o1o"xpdvo

Ta.ouotipata CRM €xouy yvwpioel geyaAltepn avlnon ta TeAeuTaia xpovia,
Kabwg. TTpwTtUTEPA. BpioKovTav KATW AT TN OKIA TWVOUCOTNUATWY OXeSIAOUOU
emXeIpnoIakwy TTopwy. (ERP).Ta cuoTthpata autd uttooTnpifouv TNV eKTEAEON
TWV KOBNUEPIVWY. AEITOUPYIWV MIAG ETTIXEIPNONG ME OTOXO TNV AUTOUATOTTOINON
Kal OAOKAAPWOR “TWV BACIKWY ETTIXEIPNMATIKWY dIAdIKACIWY KOBWG Kal Tn
OUYKEVTPWON evidiwy OedoPEVWY Kal TTANPOQOPIWY HE duvaTtoTnTa APEONG
TPOOTTEAAONG O€ OAOKANPN TNV ETTIXEIPNON.

EidIka otnv EAANGDQa, 0 6pog CRM KEVTPIOE TO EVOIAQEPOV TWV ETTIXEIPNPATILOV TA
TEAEUTAIO XpOvIa.
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2.6 [poutroBéoceig uioBETNONG £vOg cuoThpaTtog CRM

H opBn epappoyr) Tou CRM atroteAei TTpOBANPa yia TIG TTEPIOCCOTEPES ETAIPIES:
MoAAEg emixeIpAOEIG, OTTWG AUTEG TIG AIOVIKAG, €ival aViKAVES va TTPOOdIOPIcoUV
0101 €ival o1 TTEAATEG TOuG. Ekeiveg TTou ptropoulv, oTrdvia €Xouv [ia okpIBn
EKTIUNON Yyia TO TIolOI €ival oI Tro Kepdo®odpol 1) Tolol Ba yivouv. o1 TTIo
KePdOPOPOI. Aiyeg KaTtaAapaivouv T BEAOUV TTPAYHATIKA-OI TTEAGTEG TOUG, Yia TToId
YKAMO TTPOIOVTWY evOIQQEPOVTAI ] TTOIO ETTITTEDO. £EUTTNPETNONG - ATTAITAONKE
[AAegiou, k.a. 2005].

MNa TNV avamTugn evog CUOTANOTOG dIAXEIPIoONG TTEAATEIOKWY OXECEWV OE HIO
ETTIXEIPNON ATTAITEITAI VA TTANEOUVTAI O AVAYKQIEG TEXVOAOVYIKEG KAl OPYAVWTIKEG
TTpoUTTo0¢0¢EIC. Na TO XTIOIWO TOU TTPOPIA KABE KEPOOPOPOU TTEAATN TTAITEITAI
éva ouoTtnua amobnikeuong dedopévwy (data warehousing), TTou. Ba . ATTOTUTTWVEI
TNV AYOPOOTIKI) CUUTTEPIPOPA, TIG ETTIOUMIEG KAI-TIG TTPOTIMAOCEIG Tou TTEAATN. Ol
“‘atrobnkeg dedopEvwy”  TTEPIAAPPBAvOUV | PEYAAn. - TTOIKIAiG - dedOPEVWY  TTOU
a@opouv oTov TIEAATN Kal OivOUV ‘IO TTEPIEKTIKR, OUVOAIKA €IKOVA TWV
ETTIXEIPNMATIKWY CUVONKWY O€ PIO CUYKEKPIMEVR OTIVUN.

O Opog “data warehousing” yevikd- ava@EpETal- 0TO OUVOUAOUO  TTOAAWV
O1apopeTIKWV Bdocwv dedouévwv. o OAOKANPN Thv emmixeipnon. Ta cuoThuaTa
CRM oTtnpiCovral oTa €VOTTOINUEVA-. CUOTANATA OXEOIOOUOU ETTIXEIPNMATIKWY
mépwv (ERP) 81611 yia Tnv dueon egutrnpétnan -Tou-1reAATn éva ouotnua CRM
XPEIACETAI OIKOVOUIKA OToIXEid KaBWG ETTIONG KAl OTOIXEIA aT1Td TNV a1To0rKN KAl
TO ouoTnpa TTapayyeAioAnwiag Kat-mmou Trpoo@épeTal amd 1Ta ERP ocuotiuara.
Apa atraiteital oAokAjpwon ~twv ERP ocuotnudtwv pe 10 OUCTAPO TOU
CRM.T€éAog, n TexvoAoyikh utrodoury Tou-CRM 6a trpétrel va utrooTtnpilel 10
AladikTUO WG £va aTrd Ta-KavaAia eTTIKOIVwViag e Tov TTEAATN. [evikd, Bewpeital
AVOYKQaio va UTTAPXEI-N OTTapaitnTn UTTOOOUN MNXavopyavwaong, TTPOKEINEVOU va
aglotroinBei 1o ouvoAo Twy epappoywv CRM. H utmrodoun autr) Ba trpétrel va
TTPORAETTEI KAl va TIPOAANBAVEI TIG AVAYKEG TOU TTEAATN KAl va TIG IKAVOTTOIEI,
KaBwg yiveTal .OAOEVA Kal  EVTOVOTEPO  TO QAIVOUEVO TwV TTEAATWV TToU Ogv
EVNMEPWVOUV -TIG ETTIXEIPNOEIG YIA-TIC TTPOOWTTIKEG AVAYKEG TOUG Kal AOyw TOu
MEYAAOU avIaywvVvIOPOU- oTpE@ovTal O€ AAAN emmixeipnon Tou Oa Toug TIG
IKavoTrolgi. QoTOoo yevikd N 1EXVOAOYIKA e@appoyr piag CRM Auong cival pia
dUoKOAN uTTéBeon dIOTI:

e ~YpelalovTal HEYAAEG BAOEIC DEDOUEVWIV.
e £XOUV EPPAVIOTEI VEEG TEXVOAOYIEG KAl EKTTAIOEUTIKA TTPOYPAUUATA.

e TO AoyIOpIKO TO ‘OTTOIO XpnOIMOoTToIEiTal OEV Eival aKOUA OOKIUATHEVO Yia
peyaAo xpovikéd diaoTnua, agou 1o CRM cival pia OXeTIKA véa TTPOCEYYION.

22



2UPPWVa PE Ta TTAPATTAVW, HIa OAOKANpwpuEvn Auon dlaxeipiong TTEAQTEIQKWV
ox€oewv Ba TTPETTEl va uTTooTNPICEL:

e T OUYKEVTPWON Kal TNV eviaia atmoBrikeuon Oedopévwy TTOU a@OopoUV
KABe kivnon Tou TTEAATN AAAG Kal TNG ETTIXEIPNONG TTPOG TOV-TTEAATN HECW
OAWV TWV KAVAAIWV ETTIKOIVWVIOG.

e TNV TIOPAAANAN OAOKANPwWON OAWV TwV - KAVOAIWY ETTIKOIVWVIAG HE
TOoVvITEAATN. O1 TTeEAGTEG Ba TTPETTEl va AduBAvouv TG idIEG TTANPOPOPIES
MECWOAWY TWV KAVAANIWV ETTIKOIVWVIOG(TAAEPWVIKG KEVTPO, fax, TTWANTEG,
NAEKTPOVIKA KATAOTAUATA)

e TNV avaAuon Twv OedONEVWYV TWV TTEAATWV yIa Trn dnuioupyia TUNUATWY
OTOXWV, TTPOPIA TTEAATWYV, TNV QVATITUEN UETPOEWY aTTodOoTIKOTNTAG KAl
agiag Cwng Tou TEAATN KABWG  Kai- T OuvatdétnTa TPORAEYnS TNG
MEANOVTIKAG CUUTTEPIPOPAG TOUG.

e TENOG, TN OTPATNYIKI Marketing

ATTO opyavwrTiKAG TTAEUPAG n uloBETnon evog CRM cuoTApOTOG aTTaITel  pIa
TTOMTIOUIKA aAAayr) o€ OAN TRV. ETTIXEIPNON KAl UTTOOTAPIEN TNG TTEAATOKEVTPIKAG
@IAooco@iag Oy upbévo - armd Ta- avwTEPa OTnv lepapxia  oTeAéxn (upper
management) aAAG Kal armd ATOPA-KAEIDIA OAwWV TwV TUNUATWYV TNG ETTIXEIPNONG.
ANwoTe, 6TTwg Ba doUupe Kal-oTn CUVEXEIQ, N avTioTaon oTnv aAAayr (resistance
to change) cival 0 onuavtikOTEPOG AOYOG atToTuxiag uiag oTpatnyikhg CRM. @a
TTPETTEl VA TTEVOUDEI XPOVOGS KOl XPAUA yIa TNV eKTTAidEUOn TWV OTEAEXWYV TTAVW
oTn XPNon VEWV. TEXVOAOYIWV. KAl TNV .TTPOCANYN OTEAEXWV HE ECEIDIKEUPEVEG
YVWOEIG.

MNa TNV avamrtugn evog CUOTANATOG dlaxXEipIonNg TTEAATEIOKWY OXECEWV O€ HIO
ETTIXEIPNON ATTQITEITAI VO TTANPOUVTAI Ol AVAYKAIEG TEXVOAOYIKEG KAl OPYAVWTIKEG
TTPOUTTOBETEIG.

‘ETO1 a0 TTAEUPAG -TEXVOAOYIKAG UTTOOOMNG, N UIoBETNON Kal e@appoyr €vog
ouoTthparog CRM atmraitei v Uttapgn evog ouyxpovou TNAEQWVIKOU KévTpou (call
center) kai Tng Ttexvohoyiag CTIl (Computer Telephony Integration) yia tnv
QPMOVIKN DIAXEIPION - TWV. EICEPXOUEVWV Kal £CEPXOMEVWYV KAAOEWYV. H TeEXvoAoyia
QUTI QVOQEPETAI OE - OUCTAMATA TIOU ETMTPETTOUV O €vavV UTTOAOYIOTH VO
AeiIToupyei oav. TNAEQWVIKO KEVTPO, va JEXETAI EI0EPXOPEVEG KAAOEIG KAl va TIG
KaTeuBbuvel yia atravTnon oTnv KatdAAnAn cuokeur ) To KaTdAAnAo dropo.

lNa 1o xtioo ToU TTPOPIA K&Be Kepdopdpou TTEAATN aTtraiteiTal €va ouoTnua
amoBrikeuons  oedopévwy (data warehousing), Tou Oa QATTOTUTTWVEI TNV
QYyOPAOTIKA CUMTTEPIPOPQ, TIG ETTIBUHIES KAl TIG TTPOTIMAOCEIG TOU TTEAATN.
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O 6pog “data warehousing” yevikd ava@EépeTal OTO OUVOUAONO TTOAAWV
OIOPOPETIKWY PAcewv dedouEvwy o€ OAOKANPN Tnv €TTiXeipnon. Ta cuoTApaTA
CRM oTtnpiCovtal oTa €VOTTOINPEVA OUOCTHAPOTA OXEOIOOMOU “ETTIXEIPNHOTIKWY
mopwv (ERP) d16TI yia Tnv dueon €guttnpétnon Tou TTEAATN éva ocuotnua CRM
XPeIGleTal oIKOVOUIKG aToIXEia KaBWG €TTioNG Kal OTOIXEio- atmd TNV aTTo0nKn Ko
TO ouoTnua TrapayyeAioAnyiag K&t Tou TpooépeTal atrd 1a ERP. cuotAuaTa.
Apa atraiteital oAokAfpwon Twv ERP ocuotnuétwyv- pe 10 OoUCTNUQ. TOU
CRM.T€Aog, n Texvoloyikr) utrodoury Tou CRM Ba Tpémmer va umooTnpilel To
A1adiKTUO WG éva atTo Ta KAVAAIA ETTIKOIVWVIAG JE TOV TTEAATN.

Octwpeital avaykaio va UTTAPXEl N ATTaApaiTATR UTTEOOMI HNXOVOoPYAavwong,
TTpokeIgévou va agloTroinBei To ouvoAo Twv e@apuoywy. CRM. H utrodoun autn
Ba TrpETTel va TTPORAETTEI KAl va TTPOAAUPBAVEL TIG AvAYKEG TOU TIEAATN. KAl VA TIG
IKQVOTTOIEl, KOBWG YiveTal OAOEVA KAl EVTOVOTEPO TO QAIVOUEVO TWV TTEAATWYV TTOU
OEV EVNUEPWVOUV TIG ETTIXEIPAOEIG YIA TIG TIPOCWTTIKEG AVAYKEG TOUG KAl AOYyw Tou
MEYAAOU avTaywviopou oTpépovtal o€ AAAn emmxeipnon -mmou 6a Toug TIG
IKavoTtrolgi. QOTO00 YeVIKA n TEXVOAOYIKN epappoyn-pag CRM Auong cival pia
OUOKOAN utTtéOeon dIOTI:

o xpeialovtal HeYAAEG BAOEIG DEDONEVWV.
e £XOUV EPQAVIOTEI VEEG TEXVOAQYIEG Kal EKTTAIDEUTIKG TTPOYPANMATA.

e TO AOYIOMIKO TO OTTOIO XPNnOIMOTTOIETal OgV €ival aKOUA OOKIUAOUEVO YIa
MEYAAO xpoviké diaoTnua, agou 1o CRM €ival pia OXeTIKA véa TTPOCEYYION.

2UVETTWG, MIa OAOKANPWHPEVN AUOTN BIaXEIPIONS TTEAATEIOKWY OXECEWV Ba TTPETTEI
va UTTo0TNPICE!:

e TN CUYKEVTPWON Kal-TNV €viaia atrodrikeuon ded0UEVWY TTOU aPOPOUV
KABe Kivaon Tou -TTEAATR OAAG KAl TNG ETTIXEIPNONG TTPOG TOV TTEAATN
MEOW OAWV TWV KAVOAIWV ETTIKOIVWVIOG.

e TNV TTAPAAANAN OAOKANPWON OAWV TWV KAVOAIWVY ETTIKOIVWVIOG PE TOV
TTeEAATN. O1 TTeAdTEC BaTTpETTel va AauBdavouy TIg idlEg TTAnpo@opieg Péow
OAWV - TWV. KaVOAIWY ETTIKOIVWVIAG(TNAEQWVIKO KEVTPO, fax, TTWANTEG,
NAEKTPOVIKG KATAOTAMATA)

e TNV avAAUC TwV OESOPEVWV TWV TTEAQTWYV Yia Tn dnuioupyia TUNUATWV-
OTOXWV, TTPO@IA TTEAATWYV, TNV AVATITUEN WETPNOEWV ATTOdOTIKOTNTAG KAl
agiag. -CwAG Tou TTEAATN KaBWg kal TR duvatdotnTa TIPORAEWNS TN
MEAAOVTIKAG CUUTTEPIPOPAG TOUG.

e TEAOG, TN oTpaTNyIKA marketing
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2.7 TMpoutroBéoeig uhotroinong &vog cuothparog CRM

H déopeuon o’ éva TTEAATOKEVTPIKO OTOXO O€ OAOKANEN TNV €MIXEIPNON £ival
TTPWTAPXIKOG TTapAyovTag yia Tnv e@appoyn emruxnuévwy CRM- - AUoewv,
yeyovog TTou TTPoUTTOBETEI TNV UTTOOTAPIEN TNG Aloiknong Kal Tou

avBpwTtTivou duvapikou Tng [Gefen, k.4., 2002].

Mo ouykekpiyéva HIa  emxeipnon TPV ammd TNV uAotroinon ‘uiag - CRM
OTPATNYIKAG TTPETTEL

lMpwra amé 6Aa, va kataypdwyel TIC ATTAITAOEIG TG ETTIXEIpnONG, Ta €idn Twv
TTEAATWV TTOU €XEl, TN OUXVOTNTA TWV TTWAACEWY,- TOUG ‘TOUEIG .TTOU QUTEG
a@opouv, TOUuG TIWANTEC Kal Ta TTPORAAUATA - TTOU O -TTEAGTEG MTTOPEI va
QVTIMETWTTIOOUV PE TA TTPOIOVTA TNG ETTIXEIPNONG.

AKOPN TTPETTEl va An@Bouv uttown 10 avOpWTIVO dUVARIKG TTou- Ba atraitnOei
KABwWG Kal Ol OIKOVOMIKEG ATTAITHOEIG.

Agurepov, va eAEyEel TTOIEG TTPOCAPMPOYEG. XPEIAZOVTal | OTn VOOTPOTTia TNG
emyxeipnong. H emtuyia Tou CRM ggaptdrar o€ TTOAU peydro BaBud atmd 1o Katd
00 N ETMIXEIPNON Ba TTPOCAPUOCTEL OTN VooTpoTTia TTou atraiteital. O TTeAdTNg
TTPETTEl va AAPPBAVEl TTPOCWTTOTTOINUEVES - TTPOG -QUTOV UTTNPECIEG XWPIG va Tou
TTOPEXOVTAI ATTAPAITATWG ATIO £VA OUYKEKPIYEVO OTEAEXOG TNG ETTIXEIPNONG. Me
TNV eykatdoTtaon evog cuoTthpatog CRM, 1ralel va €xel ouoiaoTikd vonua n
éEKQpaon «o TTEAATNG POU»,-KaBWG oTToloodATIOTE €xel TTpOoRacn oto CRM
MTTOPEI va yvwpidel Ta Travra yia-ka0e eAdtn. To CRM Bdadel TTpdTUTTO O€ KAOE
TUAMA yIa TO TTWG Ba TTPETTEI VA AVTIPMETWTTICETAI O

KAOe TTEAATNG.

TpiTov, va CeTTEPAOEN TIG ETTIQUAACEIC TWV EPYACOMEVWV KAl VO TOUG BonBnoel
va uloBetrioouv To CRM wg oTpatnyIkn TnG €TIXEipnong. Oa Tpétrel va
egnynoel Toug Adyoug TTou emMIBAAAOUV TNV UIOBETNOT) TOU KAl va ETTIONUAVEI
TIG OUVETTEIEG TNG KN GAAQYNG Kol Ta 0QEAN TNG aAAayig. KATI TETOIO PTTOpPEI
VO TO TTETUXEI ME TNV-OIEVEPYEIQ TAKTIKWY EVNHEPWTIKWY CUVAVTHOEWY, UE
EKTTAIDEUTIKA TEMVAPIA; TTAPEXOVTAG KivnNTpa Kal ETTIRPaBeUovTag autous TToU
TTPWTOCTATOUV, GKOUYOVIAG TOUG TTPOBANUATIOUOUG TV £PYAlONEVWV KAl
£XOVTAG avexr oTa apxIKa TTapaTTova TOuG.

Téraprov, va umtapxel KaAn TTpoeToigacia. H emtuxnuévn eykataoTaon
apxicel TTOAU TTPIV aTT TN QUOIKHA €YKATAOTACN TOU AoyIouIKoU. Apxicel Kal
eCOPTATAI ATTO TNV KATAYPAPN TWV ETTIXEIPNPATIKWY ATTAITACEWY 000 Kal ATTo
TN VOOTPOTTIO TWV OTEAEXWYV TTOU Ba TO XpnolyoTtroifjoouyv. Katd tnv
TIPOETOINACIA TO OTEAEXN TTPETTEI VA KATAYPAWOUV TOUG OTOXOUG ATTO TV
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eykatdotaon tou CRM cuotuarog. O1 o1éxol TTPETTEI VA Eival -OUYKEKPIPEVOI
(BeATiwon TOU XPOVOU QVTOTTOKPIONG TWV TTWANTWY KATT) WOTE Q@ €VOG OTN
@Aon TNG uAoTToinoNG va WTTOPOUV va ATTOTUTTWOOUV WG ATTAITACEIS Kal ag’
ETEPOU PETA TNV UAOTTOINCN va UTTAPXEl OUVATOTNTA KATAYPAPNGS THG ETTITUXIAG 1)
OXI Tou OUVOAIKOU épyou. AKOUN Ta OTEAEXN Ba TTPETTEl va -avaoXedIAo0oUY- TIg
UQIOTANEVEG ETAIPIKEG DIAdIKAOTIEG WOTE va e€aAelpBoUv. AdBn Tou, TTapeABOVTOG
Kal va aglotroindei KaAUTepa TO TTPOG €yKATAOTAON OUOTNHA [ZWTNHPOTTOUAOG,
2003] .

Kupiwg ouwg Ba Tpétrel va BeEATIWBEI N KOUATOUpA TWV OTEAEXWV 60OV apopd Ta
ouyxpova TTpoiovta. ‘Evag atrd Toug onuavTikdTEPOUG AOYOUS aTToTuXiag TNG
EQPAPMOYAG €ival N atroucia SIEUBUVTIKWY OTEAEXWV. TWV TUANATWY 6TTou Ba
Aeiroupynoel To CRM: Twv MwARoewyv, Tou MAPKETIVYK KATT, T OTTOI,
QVTIMETWTTICOVTAG TO £PY0 WG «EPYO TTANPOPOPIKNGY; BEWPOUV. TTWS OF UTTEUBUVOI
TEXVOAOYIQG TTPETTEI VA YPOVTIOOUV YIa TNV EYKATAOTACH £VOG TETOIOU OUCTHUATOG
XWPIG TN BIKN) TOUG EUTTAOKN. Oa TTPETTEI AOITTOV VO Yivel QVTIANTTTO OTI XpeIddeTal
AuEDON KAl OAOKANPWTIKA CUPMETOXH KAIL-UTTOOTNPIEN aTrd Tn Aloiknon Tng €Taipiag
[Gefen, k.4., 2002].

EmimrAéov, o1 eTTIXEIpAOEIG —TTapadOCIOKEG I NAEKTPOVIKEG- TTOU Ba ETTIXEIPHOOUV
va T01TT08£TNBOUV 0TO XWPOo Tou CRM, TTpETTEr Va-£EETAOOUV £€1 BACIKA OTOIXEIA:

e Ta NAEKTPOVIKA KaVAAIO ETTIKOIVWVIAG: VEQ KAVAAIQ ETTIKOIVWVIAG, OTTWG TO
OI0QIKTUO, €XOUV' Yivel TO PECO - yIa YPAYoPn, OAANAETTIOPAOCTIKA Kal
OIKOVOMUIKI] ETTIKOIVWVIO JE TOUG TTEAATEG.

e Tnv idla TNV emixeipnon: péoa amdé 10 CRM, eivar avaykaio va
dIaTTEPACTOUY OPICOVTIO OAQ TQ TUAMOTA TNG ETTIXEIPNONG KAl TO OTEAEXN
TOUG TTPETTEI VO KATOAQBaivOuv Kal va ATroTINOUV T CUPTTEPIPOPA TOU
TTEAATN:

e TNV evOUVANWON TWV TTEAATWV: TTPETTEI N ETTIXEIPNON VA KATAVONOEl OTI pIa
o1patnyikl CRM 1rpétrel va dIEuKOAUvVEl TOUG TTEAATEG va DIOAEYOUV Ol idIol
TO TTWG BA €MIKOIVWVOUY UE TNV €TAIpia Kal péoa atrd Trolo KavaAl. Méoa
armo I -TETOIA- O1adIKACIa oI ETTIXEIPAOEIG TIPETTEl va  KEPOICoUV TO
TIPOVOUIO VA ETTIKOIVWVOUV JE TOUG TTEAATEG TOUG Kal OXI va TOUuG Bewpouv
0eOOUEVOUG.

e Tnv oikovouia TWV TTEAQTEIOKWY OXECEWV: AiYEG €ival OI ETTIXEIPACEIS TTOU

KATAVOOUV- UE TToIoV TPOTTO Kal péca atmmd 1olo KavaAl Ba diaBéoouv Ta
XPAMATA TOUG VIO JIA ETTIKOIVWVIOKK TAKTIKH.
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e Tnv amoTtiynon Twv TTEAATEIOKWY OXECEWV: N owoTh dIdBeon- XpnudTwy
O€ ETTIKOIVWVIAKEG TAKTIKEG ECAPTATAI AUECA ATTO TOV TPOTTO [E. TOV OTIOIO. N
ETTIXEIPNON ATTOTIUA TA OTTOTEAEOUATA MIAG ETTIKOIVWVIOKAG OTPATNYIKAG,
pMEoa aTTd Ta O1IAPOPA KAVAAIA ETTAPAG JE TOUG TTEAGTEG:

e Tnv XpAon €EWTEPIKWY TTNYWV TTANPOYOPIAG: ‘N “TTANPOYOopia TTou  gival
o1aBéoiun €ite amd TpiToug €ite amd AoyIOPIKO TO  OTTOIO  avaAUegl Tn
OUNTTEPIPOPA TTEAATWY OTO AIAdIKTUO, ITTOPET va aTTodEIXBEI XPHOINN OTNV
TTEPAITEPW KATAVONON TWV TTEAaTWyV [KoTtravog, 2000].

O1 BaoikdTepeg TTPOJIAYPOPEG TTOU  TTPETTEN . va  TTANPOI  pIa €TTIXEIPNON
TTPOKEIMEVOU VA UNOTTOINCEI ATTOTEAEOUATIKA éva cuoTnua CRM-gival o1 ¢M¢:

E@ooov n emixeipnon €Cetdoel Ta CnTAMATA TTOU - ava@EéPONKav, MTTOPEI va
emmevduoel TTavw o€ pia Auon CRM, nootroia 6a KOAUTITEI TIG TTAPATTAVW
dpaoTnEIdTNTEG. OpWG TTPIV TTPOREI OTAV. ayopd. Kal-UAOTTOINON €VOG OUCTHHOTOG
CRM, mpétrel va €xel pia oan €IKOVA yia. To KOOTOG UAOTIOINONG KAl EQAPHOYAG
€VOG TETOIOU OUCTRUOTOG.

Emkpatei évag pubog yia 10 KOOTOG UAOTTOINONG KAl €EQAPPOYAG VOGS TETOIOU
ouoTAuaTtog, 181aiTepa aTnVv €AANVIKN dayopd,. 611 pia-Auon CRM civar 1diaitepa
akpIBf. H aAnBeia ival 10 KOOTOG UTTOPEL va EXEIONUAVTIKOTOTEG ATTOKAEIOEIG.
YTTGpXouv apKETA OnNUavTIKA-onueia Ta oTToia Kabopifouv T0 KOGTOG EVOG TETOIOU
OUCTHUATOG.
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2.7.1 BApara diadikaciag uhotroinong Tou CRM

H avarmTuén kal uhotroinon piag oAokAnpwuévng Auong CRM yia pia- etmixeipnon
gival yevika Mo TTeEPITTAOKN  dladikacia OAoKANpwong UAIkou. (hardware),
Aoyiouikou (software) kai epapuoywv (applications) yevika &e atToTEAEI TTPOKANCN
n 19€a piag Térolag ulotroinong. Qotooo, atroteAei SUOKOAO £pyo BIOTI aTTaITE
OUVOAIKA avAAuon Twv ETTIXEIPNUATIKWY OI1adIKaoIwy, MEYAAD. OYKO yvwong,
dlaxeipion £pyou (project management) Kai GUVOAIKO OXEDIACHO.

H avdarmrTtugn yevikd evog ouotriuatog CRM Baacidetal OTnv: TUTTIKA TTPOCEYYION TOU
KUkAou Cwr¢ Tou (CRM development life-cycle)n otroia 0AokAnpwveTal OTIG OXTW
@aoeig Tou diaypduuarog 2.7.1

Alaypaupua: KikAog {wrig CRM

EPEYNA 2YZTHMIKH 2XEAIAZH
ANAAYZH
NMPOrPAMMATIZMOZ KATAZKEYH
NMPOZAPMOIH 2YNTHPHZH YAONOIHZH

Fla. TNV “avaTtrtuén OTToIoUdATIOTE CUCTHUATOG OaKOAOUBOUVTAl QUTEG O OXTW
@daoceig. EIOIKG. yia Tnv avatmtuén evog CRM ouoTAUOTOG UTTAPYXOUV ETTITTAEOV
TECOEPO KUPIA XAPOKTNPIOTIKA VIO ATTOTEAECOUATIKO avaoXEDIAOHO TWV
TTANPOPOPIAKWY CUCTAPATWY  WOTE  va  KAAUTITOUV TNV évvola  TOU
eCatopikeupévou marketing (one-to-one marketing) kai givail Ta €¢Ag:
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e Avayvwplion TPOTTWV OUAAOYAG TTANPOQOPIWYV OXETIKWVY PE TOV-TTEAATN
o AvaoxedIaouog TwV OEQOUEVWV

o ANANAETTIOpaOn YE TOV TTEAATN HEOW XPNONG TTANPOPOPIOKIG
TEXVOAOYiQG

e MeTddoon dedopévv

AUuTA Ta XAPOKTNPIOTIKA EVOWUATWVOVTAI OTIG OXTW QACEIS TTOU TTEPIYPAPNKav
TTOPATTAVW KAl TIG OTTOIEG Ba EEETACOUNE AVAAUTIKA:

®don 1: NMpoypappatiopég (planning)

O1rwg oupPBaivel ye OAa Ta ETTIXEIPNUATIKA OXEDIA, £TO1KAI TO OXEDIO UAOTTOINONG
Tou CRM atraitei 1 OEOPEUCN TOU OVWTEPOU IEPAPXIKOU ETTITTEOOU MIAG
ETTIXEIPNONG. 2TO ONMPEIO AUTO yiveTal AvAAUCH TWV ETTIXEIPAPATIKWY OI0dIKATCIWY
KAl TOU TTWG AUTEG JTTOPOUV VA avVAOKEDIAOTOUV WOTE VA EGUTTNPETOUV Ui OXEON
éva- 1pog- éva (one-to-one interaction). Etriong mrpoodiopidovial Ta onueia
aAAnAeTTidpaonG pe Tov TTEAATN, dnAadr) T0 WG, TOTE Kal TToU N €TTIXEipnon Ba
EPXETAI O€ ETTAQN PE TOV TTEAQTN KAl TTAPAAANAQ. yiveETdl KaTaypa®r] autwy o€ £va
TTANPOPOPIaKG oUCoTNPA £T01 WOTE KABE TTANPOPOpIa yia Tov TTEAATN va givai
TTPOCRACIUN aTTd OAOUG OTNV-ETTIXEIPNON.

EiDIKG o1 JIOIKOUVTEG TNV ETTIXEIPRON XPEIACoVTal TTPOCRACN O€ TTANPOPOPNON
TIPOKEINEVOU VA BEATIWOOUV TNV TIOIOTNTA TWV QATTOPACEWV TToU AauBdvouv.
‘ETo1 Aoittév 0Tn @Aan Tou TIPOYPAUMATIONOU TTPoodIopiovTal KAl O TPEXOUOEG
d1adIkaoieg AQWNG QaTTOPACEWY. “KOBWG €TTIONG KAl TO TIOIEG OTTO AuTEG Oa
dlatnpnbouv, TToIES Ba.TPpOoTTOTTOINBOUV Kal TTOIEG Ba EKAEIYOUV.

®don 2: ‘Epeuva (research)

2Tn @Aon TNG £peuvag, . n oudda -TNG TTANPOYOPIKAGS XPEIAZETAl VO avayVvwPIoEl
MEBOOOUG WATE 01 AVAYKEG-TNG ETTIXEIPNONG va ouvadouv pe tn dour Tou CRM.
2TO onuEio autd eivar xpnoigo -va Angbouv utr Oyiv n opyavwaoiaky doun, n
KOUATOUPA,-TO UAIKO Kal AOYIOMIKO TTOU OIABETEI N €TTIXEIPNON, Ol TTPOUNBEUTEG
K.a. Kpiowun-gival emriong Kai hia TTPOCEKTIKY EKTIUNON TWV SIABECINWY TTOPWV Kal
TWV OUVENKWYV TG ayopdg.

®don 3: ZuoTnUIKn avdAuon Kal BewpnTikh oxediaon (system analysis
and conceptual design)

H mpwTtn @daon ToU TTPOYPAUMATIONOU padi uE TN @AON TNG CUCTNUIKAG avaAuong
Kal Tou BewpnTikou oXedIOOPOU aTtroTeEAOUV TA TTIO ONPAVTIKA BAPATa NG
d1adikaoiag uAotroinong Tou CRM. O1 Baoikdtepol TTapAyovTeEG TTOU TTPETTE VA
AnN@BoUv utTéwn oTn PACcnN auTh €ivail:
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o ANNAETTIOpaON PE TOV TTEAATN

e 2TPOYI O€ ECWTEPIKOUG OUVEPYATEG

e YAotroinon Tou cuoTtAuatog CRM oTtadiakd

e AvaoXedIAoPOG TwV OEOOPEVWIV TWV TTEAATWV
o MeAETN OKOTTINOTNTAG

®don 4: Xxediaon (design)

A@ou £xel oAokAnpwOei n TTponyouuevn @Aon TOU. TTPOYPANMATIONOU- TOU OAou
TTPOYPAUMATOG KOl €XEl TTPOOOIOPIOTEI N BIWCIYOTNTA TOU; N TETAPTN (AON
mepIANapBavel Tn AetrTouepr) oxediaon. Zxediaon onuaivel Aoy TWV BACIKWV
TEXVOAOYIWV dNAAdN TNG ApPXITEKTOVIKAG OIKTUOU, TWV BACEWV. dEBOUEVWY, TWV
ouoTNPATWY UTTooTAPIENG atTropdocwyv (Decision Support-Systems, DSS) kai Twv
TTAKETWYV AOYIOMIKOU TTou Ba €EUTTNPETOUV TO ouoTnua CRM.

ASyw TOU OTI N dlaxeEipion TTEAATEIOKWY OXEOEWV- pE TN yop@ry Tou CRM BpiokeTal
OKOPO O€ TTPWIYA OTAdIa avATITULNG OTAV ayopd, BEV UTTAPXOUV TTOKETA TTOU va
TTPOoPEPOUV Hia OAokKANpwuévn Aucoh CRM. AuTO TTOU EMITUYXAVETAI, GUVHBWS
ME Tn PonBeia KATTOIOU EUTTEIPOU - CUPPBOUAQU, €ival. N OAOKARpWGON TTOAAWV
OIAPOPETIKWYV TTAKETWYV ME TTI0-OUOKOANR Tnv. oAokAfpwon petaiy CRM kai ERP
TTOKETWV.

®don 5: Kataokeun (construction)

2Tn @AoN QUTA eKTEAEITA-TO TTPOYPAUPO OXEdIaoNG TNG TETAPTNG GAoNnG. Av TO
OA0 TTpOypaupa uAoTroinong Tou CRM -dev €xel kataTunBei o€ oTddia, ol
TTEPICOOTEPEG ETIIXEIPNOEIG ATTOTEIVOVTQL. OE KATTOIOV €CWTEPIKO OUPPBOUAO ME
euTTEIpia o€ BEPOTA KATOOKEUNG cuoTnuaTwy CRM.

®don 6: YAomroinon (implementation)

21N @Aon auTr) TTOAU ONUAvTiKO POAO €XEl N EKTTAIOEUOT TWV EPYACOMEVWV OAWV
TWV ETTITTEOWV TNG 1EPAPXIAC PIAG ETTIXEIPNONG, TTPOKEIMEVOU VO KATAVOHoOoUV OXI
MOVO TOUG. O0TOXO0UG €vog ouoTruatog CRM, aAAG kal TO TTwg n uAoTroinon €vog
TETOIOU OUCTHHUATOS B CUVEICPEPEI OTNV KAAUTEPN €CUTTNPEETNON TWV TTEAATWV.

®aon 7: Zuvtipnon (maintenance)

2T @ACN auTh N ETIXEIPNON ETTIOIWKEI VA EUTTAOUTICEI CUVEXWG TIC YVWOEIG TNG
yUpw atmd Toug TTEAATEG TNG. AOYW TOu OUVAMIKOU XAPAKTAPA TNG ayopdgs, To
CRM-atraitei ouvexr agloAdéynon Tng amédoong Tou CUCTHAPATOG. To TUAUA Twv
TTANPOPOPIAKWY CUCTNUATWY TNG £TTIXEIPNONG Ba TTPETTEl va ouvepyadeTal Ye Ta
GA\a TuApara.tou marketing, TNG TTAPAYWYNS KATT., TTPOKEINEVOU VA ATTODEIXTEI
Kartd 1éoo T10-ouoTtnua Tou CRM avTtaTTroKpiveTal OTIG AVAYKEG QAUTWYV TTOU
AauBdvouv atTopAacEIS OTNV ETTIXEIPNON.
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®don 8: NMpoocappoyn (adaptation)

2Tn @Aaon auTt yiveTar Tpocapuoyr) Tou ouoTApaTtog - CRM. wote va
QVTATTOKPIVETAI 0€ aAAayEG TTOU ouuBaivouv oTnv emixeipnon. MNa-Tapadeiypan
avATITUEN €vOg VEOU TIPOIOGVTOG I N €UEAVION €vOG VEOU KavaAIoU TTwANoNG
aAAaCouv Ta dedopéva TToU TTPETTEI VO OCUYKEVTPWOOUV.

ZUugpwva pe Toug Rogers kal Pepperssz , Ta BAnata ¢ Siadikaciog uAotroinong
evog CRM ouoTAPATOG €ival TTEPIOCCOTEPO OUYKEKPIPNEVA OE OXECN ME TNV
TTapaTTédvw TTPOCEyyIon Tou KUKAou Cwhg Tou CRM kai gival Ta £€R¢ TECOEPQ:

1. [1po0dI0PICUOS TWV TTEAATWY TNG ETIXEIPNONG.

Mpoaodiopifovtal OAa Ta TTOAUTIMA OTOIXEIA, ONHOYPAPIKA KAl WUXOYPAPIKA, TTOU
aPOopoUV o€ KABE TTEAATN KAl UTTOOEIKVUOUV THV QYOPACTIKI) TOU CUUTTEPIPOPA Kal
TN oxéon TTou €XeEl dIANOPPWOEl e TNV £TTIXEIPNON. TETola OTOIXEIa TUAAEYOVTAI
atmmd Ta OnUEIa €TTAQNG PE TOV TIEAATN, OTWG €ival Ol TTWANTEG, TA TUAMATA
€EUTTNPETNONG KAl UTTOOTHPIENG TTEAATWY, TA-NAEKTPOVIKA KATOOTAUATA KATT.

2. Karnyopiomroinon Twv - meEAQTwy - Baocer omoudaidornras yia tnv
emixeipnon.

2T0 onueio auto epapudleTal o kavovag Tou-Pareto, dnAadr 1o 80% Tou KUKAOU
epyaciwv Trpoépxetal amo 10 20% Twv-TTEAATWY. AUTOi O TTEAATEG TTOU €ival Ol
TTEPICOOTEPO TTPOCODOPOPOI TTPETTEL VA AVAYVWPICTOUV Kal va dlaxwpIoTouV aT1ro
TOUG UTTOAOITTOUG.

3. Avamrruén unxaviouwv au@idpouns EMKOIVWVIAS UE TOUS TTEAATES.

H emixeipnon €maveKTIPA Ta-RdN UTTAPYXOVTA Onueia eTagng kai divel Kivntpa
OTOUG TTEAATEG WOTE AUTOI va apxioouv SIAGAOYO UE TNV ETTIXEIPNON OXETIKA PE TA
TTpoIévTa TNG, TIG dIOBIKACIEG TTOU GKOAOUBEI, TNV TToIdTNTA €LUTTNEETNONG TTOU
TTpoopépel KAT. OAa autd Ta dedopéva TTou CUAAEyovTal aTTd Ta onuEia ETTAQNg
ATTOTEAOUV TO TTOAUTINOTEPO KEPAAQIOUXIKO OTOIXEIO TNG ETTIXEIPNONG, KABWGS OTNV
apéva TNG-VEAG OIKOVOMIaG o TTeAATNG Kal n oxéon uadi Tou TTpoodidouv OTIG
ETTIXEIPNOEIG AVTAYWVIOTIKO TTAEOVEKTNMA.

4. Aiomoinon SAwv Twv mapamrdvw yia tnv avamruén oxEong ME Tov
meAdrn.

210 BAMo. auTd-yiveral agloAdynon OAwWV TwV CUAAEYOPEVWY OEBOUEVWV KAl
aglomoinon . auTwy HME TOV KAAUTEPO OUVATO TPOTTO TTPOKEIMEVOU va augndei n
TMOTOTATA TOU TTEAGTN OTNV ETTIXEIPNON.
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2.7.2 ®aoeig Tou CRM

CRM oTtnv mpayuatikdtnta gival gia eravaAnTtTikn diadikaoia, £vag KUKAOG TTou
OTTOTEAEITAI KOl OAOKANPWVETAI OE TPEIG PACEIG:

1. AvdAuon yvwoncg-amroriunon (knowledge discovery-assessment)

2Tn @Aon autr) JEAETWVTAI KAl avaAuovTal Ta deOOPEVA TOU TTEAATN ONUOoyPAPIKA,
WYUXOYPOPIKA KATT. yIa TNV aTTOKTNON YyVWOoNnG Kal Tr dnuioupyia. evog HovTéAou
OUMTTEPIPOPAG TOU. ZTOXOG Eival N avayvwpion TTIBaVWV EUKAIPIWY YIa ETTEVOUCNH
Kal TTpowbnaon TTEOIOVTWYV I UTTNPECIWY. TN QACHN auTH VivETal ATTOTIiUNON TWV
Agitoupyiwyv Tou marketing, Twv TTWANCEWYV KAl TAG EEUTTPETNONG TWY TTEAATWV
KAl OUYKPIVETAI N TPEXOUCA KATAOTAON PE TOUG ETTIBUPNTOUG OTOXOUG,

2. 2xed1aouog (market planning)

2€ auth Tn deuTepn @Aon, 1o TUANA marketing TNG €TTIXEipNONG ATTOQACiCEl TO
OXEOIOONO TTPOCPOPWY KAl TWV TPOTTWY TIPOCEYYIONG TWV. TTEAATWY, OTTWGS auToi
atroTiuénkav oTnv TTponyoupevn @don. 1o onueio autd PeEAETATaI €TTIONG N
QPXITEKTOVIKI) TOU KEVTPOU ETTIKOIVWVIAG, OXEDIACETAI TO-OUGTNUA Kal OlaxEIpideTal
N aAANAeTTidpaon Pe ToV TTEAATN MECO-OTIO UNVUPOTA KAl TTIPOOQPOPEG O OAA TA
mOava onueia eTTaQng.

3. EktéAgon ka1 BeAtiwon (execution-refinement)

2Tn @Aacn autr) uAoTToloUvTal OAa O00Q UEAETABNKAV OTn @Acn Tou oXediacouoU.
Fivetal aglotroinon NG yvwong TTou. €XEI'CUCOWPEUTE OTIG TTPONYOUNEVESG QATEIG
WOTE VO EKTEAEOTOUYV QTTOTEAECHPATIKA Ol - TTPOYPOUMOTIONEVEG  EKOTPATEIES
Tpowbnong Twv TPoidvTwyv. ETmiong oTtoonueio autd  ekTIwvTal  TA
aTroTEAEOUATA TNG EKTEAEONG ME AVAAUCN TV OEOONEVWV TTOU €XOUV TTPOKUWEI
aT1TO TNV AvTaTTOKPIOoN ToU TTEAATN; Ta OTOIXEIO TWV OTToIWV Ba XpnoIyoTToINBouv
oTn @Aaon TG aTmmoTiunoNGg Tou eTTOPEVOU KUKAou CRM. TéAog TTpayuaToTroIEiTal
016pBwaon kar BeAtiwon TNG -ETMKoIVWVIaG Pe Tov TTEAATn pe Bdon Ta véa
oedopéva.
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2.8 Eptmdédia otnv uhotroinon evég CRM cuoTApaTog

To CRM arroteAei otnv oucia Tou pia véa TTONITIOMIKA TTPWTOB0oUAiIa. oThv
Emmixeipnon. Zuxva ta TTEPICOOTEPA ETTIXEIPNMATIKA OXEDIO TTOU. EXOUV OXEON ME
TEXVOAOYia €ival KaTadikaouéva va aTroTuxouv e&aitiag TG TTaPEPBOARG - Tou
avOpPWTTIVOU TTapAyovVTas4. TO YEYOVOG AUTO OQEIAETAI OTOUG AKOAOUBOUG AdYOoUC:

e [VWOTIKOI TTEPIOPIOUOI  KATA TNV UI0BETAON £EUTIVWY - CUCTNUATWY
(intelligent systems).

e AuokoAia diaxeipiong peydAou dykou TTAnpo@opiag Kai yvwaong.
e AuokoAia aTTodoxXAG Kal Eviagng OTIC KaABnuePIVES Bladikaoieg €vog
TEXVOAOYIKOU OuoTAuaTOG atmmd OAn--Tnv avlpwTrivn “aAucida Tng

emxeipnong (dioiknorn, UTTAAANAOIL, TTEAGTEG, TTIPOUNBEUTEG).

e Avnouyia kal ¢OBog Tou avBpwITIVOU TTAPAYoVTa: YIO TO AV Ol OVAYKEG
Tou Ba IKavoTToIiNBoUV aTrd TO VEO OUGTNG.

e ®6Bog yia aAAayn Tou status quo péoa oTnv EmIxEipnon.
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2.9

Kupi6tepol Adyol atrotuyiag evog CRM

Eidikd 10 mpoypdupaTta uAotroinong uiag Auong CRM amotuyxavouv- guxvd.
2t1oixeia dgixvouv OT1I TTEPITTOU 70%-90% TWV £QAPPOYWV ATTOTUYXAVOUV Kal OTI
MIO OTIG TTEVTE EQAPUOYEG €XEI BAAWEI KUPIOAEKTIKA TIG OXEOEIG UE TOUG TTEAATEG.
O1 Aéyol autig TNG aTToTUXiaG €ival TTOAAOI.

K/
0.0

‘Evag a1rd autoug ival OTi o1 ETTIXEIPOEIS UTFOTIUOUV TO EUPOG TRG £EVVOIAG
Tou CRM ka1 10 Bewpouv atrAd wg Pia TEXVOAOYIKI) EQAPHOYH.

AvTIBETWG To CRM €gival pia otpatnyikf ITpwToBouAiar TTou ATrTeTal OAwv
TWV AEITOUPYIWV TNG ETTIXEIPNONG.

‘EANEIYn  eTMIKOIVWVIOG METAEU TwV OTOPWV TG aAUaidag OXEOEwWV

TTEAATWY 0ONYEI OTNV ATTOKTNON PIAG EANITTOUG. EIKOVAG YIO TOV TTEAATN.
MoAU ouxvda Ta atopa TTou eutAékovral oTnv. -uAotroinon Tou CRM &g
yvwpifouv TTWG va  ETTIKOIVWVOUV - JETALU TOUG, TIWG va  €TMIAUOUV
OUYKPOUOEIG KAl TTWG VA AApBAVOUV OUMNOYIKEG aTTOQACEIS. AUuTO £XEl
QVTIKTUTTO OTNV ammoTEAEOHOTIKN £@appoyr) Tou CRM-cuoTtruarog.

‘Evag GAAOG TTOAU  onuavTikog - Adyos ~amoTtuxiag uAotroinong CRM

OUCTNPATWY gival N TIPOCKOAANCH TWV. ETTIXEIPACEWY OTOV TTAPADOCIAKO
TPOTTO TTWANONG TWY TIPOIOVTWYV TouG:. OI TIEPICOOTEPEG ETTIXEIPNOEIG Eival
OPYOVWUEVEG KATA TTPOIOV I KATA YEWYPAQIKN TTEPIOXN. AUT N KABETN
Mop®ry AcIToupyiKAG OOUNAG . euTTodilel TNV opOry ekTéAeon Twv CRM
OTPATNYIKWY, OIOTI N UAOTToinon QUTWV TWV OTPATNYIKWY OTTAITEl MIa
opICOVTIO  OOWN, ETKEVIPWHEVH . OTOV  TTEAGTN KAl MIa  ONIOTIKA
TTEAATOKEVTPIKT) BeWwpnon.

‘Evag amd Toug oTrouddioTEPous AOYoug atroTuxiag evog TTPOoYPANPATOS

CRM cgivar n avriotaon- Twy. OIOIKOUVTWY Kal OIOIKOUUEVWY OE KABE
ETTIXEIPNOIAKT aAAayr) Kal YEVIKOTEPA N KN aTTodOoTIKN dlaxeipion aAAaywyv
(change management).

‘Exel amrodeixtei 011 10-87% Twv TTpoypaupdtwy CRM atrotuyxdavel yia

QAUTOV.-TO AOYO.

Emiong n- éAAeipn. uTtoOTAPIENG OTTd TNV avwTaTn OI0iKNoN Kal TOUg
EOWTEPIKOUG TTAPAYOVTEG-KAEIDIA OAWV Twv TUNPATWY duoxepaivel TNV
QATTOTEAEOPATIKI) UAOTTOINON TOU CUOTAPATOG.

2upowva pe TNV Rosabeth Moss Kanter : «Eivar Auttnpd 1o yeyovog oOri
OXEOOV 0€ OAOV TOV KOO0 oI TTIXEIPNTEIC aAAdlouv TO00 Aiyo, 600 TTPETTEI
va aAAaéouv kal 6x1 T6oo 600 Ba umropouoav va aAAGéouvy.

avtioTaon oTnv aAAayrf TTou €MQEPEI N UAOTTOINON €VOG TTPOYPANPATOS
dlaxeipiong TTEAQTEIOKWY OXECEWV, UTTOPEI va eKONAWOBEI aTTd Ta OTEAEXN
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KABe 1epapxikoU eTTITTEOOU, ATTO TO KATWTEPO WG To avwTaTto. Oco Opwg
uYnAGTEPA OTNV IEpApPXia TNG €TTIXEipnoNg BpiokovTal. Ta OTEAEXN TTOU
EKONAWVOUV QVTiOTOOT, TOOO YEYAAUTEPO Eival TO EUTTODIO.

Ki autd d16TI 6Tav pia €TTIXEipnon TTPETTEI VO AVOTITUEEI VEEG OIODIKATIES
TTPOKEIUEVOU VA UAOTTOINOEI aTTOTEAEOMATIKA €va -TTpdypaupa. CRM; ol
managers €ival auToi ol OTToioI KAAOUVTAl VO OXEDQIACOUV pia OTPATNYIKK
aAAayr, va kabodnyrjoouv Kai va FonBricouv Ta KOTWTEPO OTEAEXN WOTE
va avTeTregEABouUV oTa vEa OEDOMEVQ.

2Upewva ue Tov Ansoff: « Tooo n oxetikn BiBAioypagia, 6o Kal n euTTEIpia
ocixvouv 0TI oI GvBpwITol avrioTéKovTal OTNV-.aAAayn orav Toug Kavel va
viwBouv avaoealcic aAA@ kar orav arreiAgitar. n. 6éan toug».-O @OBOog
onAadn yia 170 AyvwaoTo, yia TNV avaAnwn vEwv poAwv; YIo MEIWoN TwV
aTTod0XWV KATT. €ival Adyol yia Toug oTToioug Ta dIEUBUVTIKA OTEAEXN MIAG
ETTIXEIPNONG TTPOTIUOUV VA PNV TTPpoouv. oTnv oAAayr TIoU ETTITACOEI N
uAotroinon evég CRM trpoypdupaTog.
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KE®AAAIO 3

3.1  H E&EAign Tng apxitekTovikg Tou CRM

H ayopd tou CRM gpgavioTnke yia TpwTn Qopda TPV MIa OEKAETIA TTEPITTOU.
MapdAa autd, Ta cuoTuaTta TTou gival dlaBEaiua yia TRV KaAUTEPN KaTavonon Kal
€€UTTNPETNON TWV TTEAATWYV, KABWGS Kal TNV dIATAPNON. KAl aTTOKTNON KEPOOPOPWV
TEAQTWY, €xouv Nndn Tepdoel atd Téooepa UTEPOeTa O0TAdIO €EENIENG OTNV
QPXITEKTOVIKI] KaI TN AEITOUPYIKOTATA TOUG.

NMpwto oTadio &§EAIEng: MovoAciToupyikd . cuoTAWaTa client/server  yia
uTTOOTAPIEN TwV UTTOAANAWY. ZTO TTPWTO aTAdIO €EEAIENG, TO OTTOIO {eKivnoe OTA
MEOQ TNG TTPONYOUMEVNG OEKAETIAG, TTOAANEG €TAIpIEG - QyOpaACAV KAl EQApUOCAV
ouoThpara client/server Tou €0TIACOVTAY OTO ECWTEPIKO TRG ETTIXEIPNONG KaI ATAV
oxedloopéva va UTTOOTNPICOUV €va POVO TPNPA,. €TE AuTO ATAV N TEXVIKN
UTTOOTAPIEN, OI TTWANCEIG, N €EuTTNPETNON TTEAATWY, 1)-To-marketing. Kupiapyxol
otnv ayopd 10TE ATAV Ta cuoTAUaTa Twy Vantive, Scopus, Clarify kai Siebel.

AgOtepo oTadio €&€EAIENG:.  OAokAnpwpeva - ouoTtruarta client/server «360
MOIPWVY.

Katd 10 deUTEPO OTAdIO £EEAIENG, OI ETAIPIKOL -TTEAATEG dpxioav va {NTAVE TTIO
oAokAnpwuéveg Auoeig.” O1 veoxpiopévol. CRM managers avadnroucav Tnv
TTavakela: éva oUCTNUAO TTOU TOUG BEIXVEl TI TTPOCPEPOUV OE KABE TTEAATN aTTd
OAeG TIG TTAEUPEG (€€ ou Kau-Ta-TrEPi «360 poipwvy). MNpooTTabwvTag va KaAUyouv
™ ¢ATNON, KAtolol-atmd -Toug KataokeuaoTé CRM eEaydpaoav eTaipieg TTou
gixav TNV TEPAITEPW AEITOUPYIKOTATA TTOU XPEIAOVTAV YIO VA TTPOCPEPOUV TNV
AIToupyIKOTNTA “TWV «360°».  EKEi “@Aavnke TT0I01 OTTO TOUG KATOOKEUAOTEG
yvwpigav ol idIol Toug TTEAATEG TOUG,-TTOI101 KaTaAdBaivav TNV ayopd Toug aAAd Kal
TTOI0I PTTOPOUCAV VO avTATTOKPIBOUV. ZUvToua, UTTAPXaV AlyOTEPOI «PEYAAOI»
TTAKTEG OTAV. Ayopd, OAAG ATav peEYAAUTEPO!I aTTO TTPIV KABWG N Siebel aydpaoe
Tnv Scopus kai n Nortel Networks tnv Clarify. KadBe kataokeuaoTtrg twpa
TIPOCEPEQRE 1A ~TTANENR  CUAAOYH TTPOCQPEPOPEVWV  TTPOIOVTWY ME AVAAUON
marketing, TTWAAOEWYV, UTTOOTAPIEN, EEUTTNPETNONG Kal AsIToupyieg yia call center.
210X0G “TouG NATavV Vva. BonBrioouv Toug UTTOAANAOUG TWV TTEAATWY TOUG, VO
TTAPEXOUV. £va EVIHO ETTITTEOO ETTIKOIVWVIOG KAl va UoIpAdovTal TIG TTANPOYOPIES
ylo  KABe TTEAATN. AAG . T0 CRM akOpa ATav €0TIAOPEVO OTO €0WTEPIKO TNG
ETMXeipnong, Kabwg Ponbouoe TOUG UTTAAANAOUG VO  EEUTTNPETHOOUV TOUG
TTEAATEG KAAUTEPQ.

Tpito otadio €&EMigng: O1 TTeAdTEG auTo-egUTTNPETOUVTAI HECw Tou Web. Aiyo
META TIG £CAYOPEC KAl OUYXWVEUOEIG ETAIPIWYV, TTPOG TO TEAOG Twv 90s, Ta CRM
MTTAKaV oTo TpiTo OTAdIo €&éAIENG. To Internet €ixe mépel Ta TTAvw TOU Kal Ol
TTEPICOOTEPEG €TAIPiEG o€ AuepIKA Kal Eupwtin atmoktouocav coBapd websites
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KAvovtag ecommerce 1 e-business, 1a 10T€ buzzwords. Auto fTav U0 KOAR
eukaipia yia Ta CRM. Agou AoIttov gixav ndn evwoei PeTagu Twv THRPATWY TNG
eTaIpiag Kal To éva TUAuA gixe TTpodoRacn o€ TAnpo@opieg Tou GAAou, Ta- CRM
nPBave va KaAUWouve TO KeEVO Tou web. 210 web, o1 TTeAdTeg Ogv €ixav. Kavéva
Adyo va TnAepwvroouv oTnv KABE ETaIPIa YIA VO pWTAOOUVE T TTPOCPEPOUVE; yia
va €EUTTNPETNBOUVE, N yIa va doUve TIG OENIDEG TNG TEXVIKNG.UTTOOTAPIENS. 'ETOI, N
auTtoeCutnNEETNON Twv  TrEAatwyv  péoa ammd 10 Internet —Atav | autéd - TTOU
XOPAKTAPIOE autd TOo OTAdIO €EEAIENG. TMoAAoi piAnoav: 101E “yia-10 e-CRM, 10
Electronic Customer Relationship Management.

AuTO 1AV I eukaipia yia OO0UG VEOUG KATAOKEUAOTEG BEAQVE va PTTOUVE OTNV
ayopd Tou CRM. Zekivwvtag atrd 1o e-CRM, pummopoucave va TTpoo@EPOUVE Eva
TTpoIdv, TO OTT0I0 Ba €TTEKTEIVAVE OIYA-O1yA KaI-OTIG UTTOAOITTEG AEITOUPYIiEG TOU
KAaolkou CRM. Hrav 0e ouxvo @aivOuevo yia KABe TTPOMNBEUTH «AUCEWV
NAEKTPOVIKOU EUTTOPIOU» VO TTAPOUCIACEL- KAk PIA AUOH-. «OAOKANPWPEVOUY» e-
CRM.

Mepikoi a1rd TOUG KOTAOKEUQOTEG TTOU EYIVAV YVWOTOI EKEIVOI TRV TTEPIODO Eival n
Silknet (Twpa cuyxwvelTtnke pe TNV Kana) kai'n ATG.

MapoAo 1Tou 1O TPITO OTADIO £CENIENG. £QPEPE APKETEG OAAAYEG, PpPrKe Kal dUo
MEYAAa euTTddIO TTOAU ypriyopa.—To TPWTO- ATAV-.N EAAEIYPN MIAG Eviaiag
ouvepyaoiag Tou e- CRM pe ta back-office- cuotipaTta tng k&Be eTaipiag. 'ETOl,
av o TTeEAATNG O€ UTTOPEI va O€l TI TTPOIOVTA UTTAPXOUV OIaBECINa auTr TN OTIYUNA
oTnV atrodnkn, d0gv PTTOPEI va Trapayyeilel autopata. To deuTePO EUTTOdIO ATAV N
ENelwn ouvepyaciog Tou - e-CRM pe 10 kKAaoiké CRM ¢ etaipiog. la
TTapadelypa, €vag TTeAATNG Oa Trepiyeve TTweg 6tav KaAei 1o call center Tng
eTaipiag, o agent ekei Oa-utTopEi va del OAEC TIG CUVOAAQYEG TTOU €KAVE O TTEAATNG
atréd 10 Internet, kam 10 omoio dev yivoTave () TouhdxioTov Oxi péoa aTrd v idia
epappoyn). Autd Ta-OUO0. epTTOdIa ATAV- TTOU POG €QEpAvV OTO TETAPTO OTADIO
eCENIENG.

Térapto otddio e§€EAIENG: KaAuTepn apxiTekTovikr) oTo Internet, oluvdeon peTagu
OAWV TWV Onueiwv AP ToU TTEAATN Kal ouvdeon pe 1o ERP. To Tétapto
oTadIo £EENIENG Eival auTO TTOU SIAVUOUUE TWPA Kal BPICKOPACTE OTO OPOUO Yia
TO TTEMTITO.

2" autd 1O OTAdIO, Ol peydlol kataokeuaoTéc CRM €xouv avadopnoel tnv
QPXITEKTOVIKI) TWV. CUOTNUATWY TOUG, KAVOVTAG TO VO EVWOVOVTAI OTA TTAVTA: KABE
TMAMA ME T AAAQ; METAEU €TaIPILV (BUYOTPIKWY, MNTPIKWY, TTPOUNBEUTWY,
OUVEPYOTWY KO, “QUOIKA,  TTeAatwv), pe 10 ERP Kol pe 10 Internet.
XpnolyoTmolwvTtag Toug web browsers oav thin clients, oI KaTaOKEUOOTEG €XOUV
TN dUVATOTATA VO TIPOCPEPOUV TTOAU €upuTEPN TTPOORACH OTIG AEITOUPYIEG TOU
CRM. Avri va-KAVOUV-TIG TTEAATOKEVTPIKEG EQAPUOYEG DIABECIUEG OE EKATOVTADEG
N xIA1adeg utraAAjdoug, Balouv Ta TTavTa o€ éva server oTo Internet (GAAEG QOpPES
intranet,  avaloya. Ye 10 €id0g Kal TN AEITOUPYIKOTNTA) KAl OAOI £EUTTNPETOUVTAI
aTTO €KEN: UTTAAANAOIL, TTEAATEG, CUVEPYATEG, KATT.

To Té€TApTO OTAdIO HAG £QeEPE OPWG Kal TNV OUVUTTAPEN TNG €EUTTNPETNONG
TTeAATWV Péow Internet pe autriv péow TNAE@Wvou. O1 TTEAATEC TWPA PTTOPOUV va
¢ekiviijoouv KAt online kal av dev Bpouve Tn AUon OTO XpOvo TToU BEAouv,
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TTaipvouv TNAépwvo 1o call center. Exei, xwpig va Eavarrouv 1o TTpORANUa Toug, o
agent Ba £xel OAa Ta oToixeia oTn d1AB£0T] TOu yia va Toug BonBroel dueoa. ‘ETol,
MEIWVETAI O XPOVOG KABE TNAEQPWVNAUATOS KAl QUEAVETAI N TTOIOTATAL ESUTTNPETNONG
yla Tov TreAdTn. Kai euxaplotTnuévol TTEAATEG ioov TTEPICOOTEPOI  TTEAATEG. ~OI
TEPIc0OTEPOI ayopaoTég CRM oe autd 1o 01ddio ABeAav To CRM va.dével- e To
ERP T1oug ka1 Ta GAAa backoffice cuothpara. ‘ETol, o1 véol-PJeydAol TTaiXTeg O€
autd 10 OTAdIO gival dool PEXPI XTEG TTouAoucav ERP-kal Twpa 1TpoceBecav
AeiroupyikotnTa CRM: H SAP, n PeopleSoft (ue Tnv €€ayopa tng. Vantive) kai n
Oracle.

Etrépevo o1ddio £§éAignNg: Avaoxedliaopuog ETTIXEIPNOIAKWY dIadIKACIWV aTTo TV
TTAeupd ToU TTEAATN KOl CMR. To emmdéuevo oTadio. €ival- autd KATA TO OTTOI0 Ol
emyxeipnoeig B8a avalntouv autd Tou BEAouv O TTEAATEC WG KPITAPIO TNG
AeiroupyikotnTag oto CRM tou Ba BéAouv.. To véo akpwvuplo, KaBWG TO
emmépevo otdadio Tou CRM avikel oto CMR,-Ba e€ivai Customer-Managed
Relationships, dnAadr} oxéoeig TIG oTToieg diaxelpiCovial ol TTEAATEG. To eTTOPEVO
oTadio Ba eival n €Tox KATA TNV oTToia Ta TreAaTEIOKA portals Ba BpiokovTal ev
agBovia kal Ba TTPOCPEPOUV  OTOUG - TTEAATEG- AEITOUPYIEG Ol OTTOIEG HEXP!
TTPOOPATWG gixav pévo ol uttdAAnAol [http://wwwhypertech.gr/texno.asp].

38



3.2 Texvoloyia Kal OOMIKEG MOVADEG TTOU ATTAITEITAI VO EXEI
éva ouyyxpovo CRM AOrlxMIKO

H uiobétnon piag otpatnyikhc CRM eival pia  duvapikn. dpaoTnpioTnTo.
Aedopévou OTI Eva KOPMATI OAOKANPWVETAI KAl TO ETTOUEVO ApXicel, EVIOXUOVTOG
KAT& TTPOTIUNON TO TTPWTO, Ol KUPIEG DOMPIKEG UOVADEG PEOQ- OE €va AQYIOMIKO
CRM aTtroteAoUvTal atro:

Technology-assisted selling
Technology-driven support
Product configuration
Marketing automation
Database marketing

Technology-assisted selling (TAS): AQop&. OTnv aQUTONATOTTOINON TTWANCEWY,
onAadn otn Bacikn diaxeipion €TAQWY, -OTIG AAANAETIOPACEIG AVTIKEIUEVWY OF
OAn TN d1adpoun TNG TTWANONG KAl OoTNV TraPOoXr KATTooU €TTITTEOOU PETPNONG
atrédoong kalr avaluong TeEAATWV. - To - TAS -Bewpeite ouxvad TwWG TTAPEXE!
YPNYOPO KEPDOG VI TIG ETTIXEIPAOEIG, DEDOUEVOU OTI-ETITPETTEl OTOUG Manager va
OUYKEVTPWVOUV BIAQOPETIKEG OUVANEIG TTWARCEWV. TTou €1I0AAAWG Ba evepyouoav
ave¢dptnta. H kapdid ormoloudnmoTe - ouoTuatog TAS Tmpémmel va gival o
OUVTOVIOUOG TWV dPaCTNPIOTATWY TTOU OUMMETEXOUV OTn dladikaoia TTwAnong.
AuTO TTapéxel hia eviaia.amroyn OAwv Twv 0pacTNPIOTATWY.

Technology-driven support.- O1 meAdTeS TTpooeyyiovTal Ye TTOAOUG TPOTTOUG
atro pia eTaIpia KAl KABEVag atrd auTtoug PTTOPEI VA PETATPATIE €iTE O€ TTWANON
gite og yTiowWo. oxéong, amd pia - eukaipia TTwANong. ‘Eva  KaAd TTpoidv
UTTOOTAPIENS Ba-eVOWHATWOEL TIG AAANAETTIOPACEIG ATTO TIG AKOAOUBEG TTNYEG :

EmoToAEG, ypappara, Eviutia
TnAépwvo

FAX

E-mail

Internet

Palm pilot, WAP phone

‘:‘ Q, ‘:‘ Q‘ ‘:‘ Q‘

Contact centers. To Tapadooiakd TNAEPWVIKS KEVTPO £XEl EEENIXOEI O€ KEVTPO

EMAQWY, TO- OTTOI0 XEIPICeTal TIG AAANAETTIOPACEIC TTEAATWV PEOW OAWV TWV
OUOKEUWV TTOU TTEPIYPAYAUE TTapaTTavw. AuTo dev gival eUKoAn diadikaoia. MNMwg
TTaPAdEIYHATOG XAPIV, £va TNAEQWVIKO KEVTPO ETTAPWYV OiVEl TTPOTEPAIOTNTA OF
éva TnAepwvnua (TTou OTTaITEl AuEON ATTAVTINON) avTi Ot €va NAEKTPOVIKO
Taxudpoueio atrd £vav TTPwTNG TAZEWS TTEAATN TTOU avaPEéVEl APECN ATTAVTNON;
KdaBe pia amd auTtég TIG TeEXVOAOyieG €geAiCOETAl YPriyopa, Kal Ol ETAIPEIEG TTOU
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avaTITUOOO0UV TIG IKAVOTNTEG KAONG TTPETTEI VO EEQ0@aAicOUV OTI TA KATAPEPVOUV
otnv TTOAUSIQUAIKY)  BIOIKNTIKA AcIToupyia  TTEAQTWYV. ZTOUG. OPOUG PWVAG,
TEXVOAOYieG OTTwWG n OoAokANpwaon TnAepwviag utroAoyioTwyv (CTI) eival-Twpa
WPIYEG Kal Ta KEVTPpA KAAong Trou xpnoigotroiouv CTIl €xouv -avatrTugeEl
TTEPITTAOKEG MEBOBOUG. ZKETTTOUEVOI OTPATNYIKA, N avwTaTn S10iknon TIPETEL va
o¢el To CTl w¢ avatmogeukTo pEPog Tou CRM, dedopévou OTI TTOPEXEI TO TEXVIKO
UTTOOTPWHA OTO OTTOIO N TTEAATOKEVTPIKY UTTNEECIA TTOU BaCieTal OTO TNAEQWVO
YiveETQI Hia TTpayuaTIKOTNTA.

ANeG TTEPIOXEG, OTTWG N dlaxeEipion NAEKTPOVIKOU- TaXUOPOUEIOU, TTPOKUTITOUV
ypriyopa, kai ol d1dpopol TTPOUNOEUTEG €XOUV AVOTITUCEL TA AUTOPATOTIOINUEVA
ouoTHPaTa ammdvinong TTou TTpoodiopiouv TIG BACIKEG AELEIC O €va urvuua,
Waxvouv pia PBdaon OedouEVWV Kal TTPOTEIVOUV - €va KATAAOYO AUCEWV TTOU
Tagivopouvtal Katd ogipd. OAo Kal TTEPICCOTEPO WE TNV. TEXVOAayia voice over IP,
ol eTalpeieg Ba cival og BEon va dleubUvVoUV TiIG OUVOUIANIEG UE TOUG TTEAATEG EVW
Ba cival o€ avoikTA ypapun pe To WEB.

Field service. To kAeidi yia tnv amoteAeopaTikOTnTa . TwWV cuoTnudTtwy Field
service €ival N KOTAVOMN TwV TTOPWY. OE OUVOXN ME TNV I0TOPIKOTNTA TWV
TTeAATWV. TOo AOYIOHIKO UTTOOTAPIENG TTPETTEN VO TTIEPIAAUBAVEI €va KAaBopIoPEVO
TTEPIEKTIKO OUOTNUA YIa Tn dlaxeipion TTPOBANUATWY. Kal AUCEWY, TTOU ETTITPETTE
OTO KEVTPO KAAONG VA EVNUEPWVEL TOUG TTEAATES i TN ocuvagn evEpyeld, OTToU
atmraiteital. TéTola CUCTAPATA - Eival ATTAPAITATO v AAANAETIOpACcOUV HE TO
service-level agreement, £€101 WOTE VO TTAPACXEDEI TO CWOTO ETTITTEDO UTTNPETIAG.
Ta ouoTuata eAEyxou TIPETTEl va “€ival OE I0XU; €101 WOTE O1 dIEVUBUVTEG va
MTTOPOUV va OOUV TNV ATTOTEAECHATIKOTATA TIG UTTNPECIOG KAl Vv UTTOOTNPIouV
KABe avaykn. Puoikd, n KEVTPIKI oAokANpwan KARoNG gival Kpioiun.

Web self-service. [ToAEG eTTIxEIpAOEIC -BEWPOUV TNV QUTOEEUTTNPETNON WG
TPOTTO  yIa  AUECN €TTOQR MPE. Toug TIEAATEG Kol  yia  augnon Tng
QTTOTEAEOUATIKOTNTAG. AUTO €PXETAI -ME. OIAPOPEG HOPPEG, N ATTAOUCTEPN TWV
oTroiwyv divel TIGC ATTAVTNOEIG. OTIG ouxveG epwTnoelg (FAQ). Ta trepITTAoKOTEPA
OUCTHAPATA AVOAUOUV TIG EPWTACEIG PEOA O€ dia BAon yVWOEWVY Kal ETTIOIWKOUV
TIG TNOAVEG-ATTAVTNOEIG EEUTTVA. 2€ KABE TTEPITITWON, TA CUCTAPATA TTPETTEI va
EVNUEPWOOUV- “OUVEXWG VIO Ta véa TIPOBAANOTA KAl TIG QTTOKPIOEIG TTOU
TTPOKUTTTOUV.

Product configuration. 'Eva Baoikd pépog yia KAAIoTN diaxeipion TTEAATWY givai
ol TIAnpoQopieg TIPOIOVTWY. Ta atmmAd TTpoidvTa atraiTolv KatdAoyo, €iTe o€
EVTUTIN Popr) €ite 010 Web. Ta ouvBeta trpoiévra, ammd Tnv GAAn, atraitouv Tn
dlapopewan. ‘Eva KaAd TrTapadeiyua 1ng dIapopewaong €ival To autokivnTo, YIa TO
OTTOI0 01 XPriOTEG £€XOUV TIG TIOAUGPIBUEG €TIAOYEC yia TO XpwHa Kal Ta
eCaptipaTa. H-ayopd evog PC ,oTnv TTepIiTITwon auth, TTEPIAAUBAvEl dIAPOPES
QTTOQACEIG YIa TNV TaXUTATA ETTECEPYAOTWY, TN UVAKN K.0. H autopartotroinuévn
dIauOPPWON TTPOIOVTWYV ETTITPETTEI OTOUG TTEAATEG 1) OTO TTPOCWTTIKO va eAEyEouv
av ol Olapopeg dlapopPwaoclc cival duvaTéC Kal, KATI €gioou onuavTiko,
o1a0éoiueg oto amoBepa. YTd TN Poper autr), divel OTIG ETIXEIPNOEIS TN
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OuvaToTNTA VA TIPOCOPUOOOUV TIG TTPOCQOPES OTIC OIOPOPETIKEG KATNYOPIES
TTEAATN KAl va aTToTEAOUV PEPOG TNG dladikaoiag oTnv aAucida avepodiaopou-
OUYKEKPIPMEVO OTO TaipIAOPA TNG KOTAOKEUNG Kal OTIG TTPORAEYEIS aTTaitnong
TTWARCEWV.

Marketing automation. "evikd, n auTopaToTTOiNON PHAPKETIVYK £XEl TNG PICES TNG
OTO MAPKETIVYK Bdaocwv OedopéEVWY. ZAMEPA, TO MAPKETIVYK £XEl Yivel pia
eEupuUTEPN EMIOTAPN, OAAG OAd T OUCTAMOTO HAPKETIVYK €xOuv TA -idla
XOPAKTNPIOTIKA, PE TO id10 16avIKO: KaTavonon TwV TEAATWV - OE PEMOVWHEVN
Baon. H emiteu¢n Tou cival €CaIpeTIKA DUOKOAN, ‘AAAG TO AOYIOMIKO UTTOPEI va
TTPOXWPNOEI APKETA TTPOG TNV EvioXuon TNG d1adIkaoiag.

To BaoikO AOYIONIKO QUTOPATOTTOINONG HAPKETIVYK TTPETTEL VA TTAPEXEL JETA TTOU
vVa agloTTolouV T BAcn TTEAATWY, CUPQWVA JE TN YEWYPAPIQ KOl T dnuoypa@IKa
XOPAKTNPIOTIKA, KAl OTr OUVEXEID VA OUYKPIVOUV EKEIVEG TIG TTANPOPOPIEG OE
ox€on ME Ta oToIxEia TTwARoewyv. AuTO TTapEXEr-TH. duvaTOTNTA OTO XPNOTN va
BAETTEl OUAdEG TTEAATWV CUPPWVA ME -TIG AYOPACTIKEG TOUG TIPOTIUACEIG. ATTd
€W, N AUTOUATOTTOINCN MAPKETIVYK TIPETTEL VA ETTITPEWYEI OTO XPROTN VA €AEYEE
Kl va TPOTTOTTOINCEI TIG EKOTPOATEIEG HAPKETIVYK OTA TTOAAATIAG KAVAAIQ.

Database Marketing. To Database Marketing. otnpiletar otn Acitoupyia TIG
QUTONATOTTOINONG TOU UAPKETIVYK HE OTOXO TN-XPrNon TeXVIKWV OTTwg predictive
modelling, visualisation and regression analysis. AuTég cival 1ID10iTEPA OUOKOAEG
KAl TTEPITTAOKEG OTATIOTIKEG TEXVIKEG, TTOU- XPNOIMOTIOIOUVTAl OUVBwS atmd Toug
EMTTOPIKOUG OIEVUBUVTEG PE PIa-Babid katavonon yia TiG dIOdIKACIEG MAPKETIVYK,
EQPAPHOCIUES OTIC dpacTAPIOTNTES TIC ETTIXEIPNONG Toug [AAEiou, K.G. 2005].
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3.3 Eg@appoyég Tou CRM

To CRM &¢gv atroteAei ammAd éva oUvoAo TTPoIiGVTWY Kal Aoyiodikou. Eival pia
ETTIXEIPNOIAKN QIAOCO®Ia, ETTIKEVIPWHEVN OTOV TTEAATN, N OTTOIaL PEPVEI OE ETTAPH)
TTOAG aveEdptnta TuARuata uiag emixeipnong. O GEoveG ~OTOUG ~ OTTOIOUG
otnpifetal To CRM éxouv dueon oxéon pe Tnv TreEAaTEIOKE BAon KAl O KUPIOTEPES
EQPAPMOYEG TOU €ival o1 ENG:

NMwAnoeig (sales):NMoAAoi Bewpolv OTI TO TUAPO. TwV TIWARCEWV. gival TO
TaXUTEPO QVOTITUCOOUEVO O€ JIa €TTIXEipnon. EOw ouykataAéyovtar EQapuUoyEG
TTou aufdvouv TIC TIWANCEIS KAl TNV AammodOTIKOTNTA.  TWV .~ TTWANTWYV,
QUTOMOTOTTOIOUV TIG OPaCTNEIOTNTEG TTWANCEWY,  BeATIWvOUV- TN dladikaoia
ETMKOIVWVIOG PE évav TTIBavo TTeAATN Kal peTaBdaAAouv-Evav duvnTiKO TTEAATN O€
evepyo. 210 CRM 6Aa Ta OTOIXEIO TTOU AQOPOUYV GTOUG TTEAATEG, OTA TTPOIOVTA Kl
OTOUG avTaywVIOTEC CUAAEYOVTal Kal KaTaxwpouvTal-o€ BAcelg dedouEvVwV WOTE
VO JTTOPOUV €UKOAA VO avakTnBouv- amé TO TIPOCWTTIKG TOU TUAMOTOG
TTwANoewv. OToI000NATIOTE €XEl TTPOCRACT OTO CUCTNUO TTaPAKOAOUBEl TOv
KUKAO CwNG Kal TTWANCEWV KABE TTEAGTN CEXWPIOTA Kal héoa atro epyaAcia
TpooBacng oto AladikTuo Kai Xprion NAEKTPOVIKOU TaxudpouEiou eTTauEavel TNV
TTAPAYWYIKOTATA TOU.

Marketing: To evdla@épov Twy avBpwTTwv Tou marketing €xel €TTIKEVTPWOEI
ONUEPQ OTAV AVAAUON TWV OUYKEKPIMEVWY AVAYKWY TOU KATAVAAWTIKOU KOIVOU.
O1 TexvIKEG one-to-one marketing oTIg omoieg otnpifetal To CRM okoT1rd €xouv
TNV KAAUTEPN TTPOOEYYION KAl AVAAUCT) TWV-XOPAKTNPIOTIKWY TOU AyOPaOTIKOU
Kolvou. ESdw avrkouv eQpapuoyEG TTOU BIEUPUVOUV TNV TTPOCBacn TNG
ETTIXEIPNONG OTNV Ayopd TTPIV.TO TOUG avIaywVIOTEG TNG KAl AUTOUATOTIOIOUV TIG
TTPowONTIKES eVEPYEIEG TOU Marketing.

Eumrnpérnon . reAarwv- (service): EOw TrepIhapBdavovtal €QapuoyEG  TTOU
a@opoUVv OTNV -QvATITUEN TOU. TUAMATOG TNG €GUTTNPETNONG TTEAQTWV  MIOG
ETIXEIPNONG~ MECW QUTOMATOTTOINONG Twv OladIKACIWY  €EUTTNPETNONG KAl
UTTOOTAPIENS -Kal - OIaXEIPIONS QITAUATWY €EUTTNPETNONG PE ATTWTEPO OKOTTO TN
O100QAAION IKAVOTTOINUEVWV-TTIOTWY TTEAATWV.

TnAspwvika kévripa. (call centers): EOwW avKouv E€QAPUOYEG  TTOU
UTTOOTNPICOUV T -AEITOUPYIa TWV TNAEQWVIKWY KEVTPWVY HE EICEPXOUEVES KAl
eCepxopeveg kKAROEIG, xpron TToAupéowv (multimedia) KATT., TTpoo@EpovTag pia
OAOKANPWHEVN EIKOVA.YIO TOV TTEAATN.

HAekTpoviko gumopio (e-commerce): H 1exvoAoyiki uttodopr) Tou CRM, 61Twg
EXoupe Trel, Ba TrpETTeEl va utrooTnpidel To AladikTuo w¢ éva atrd Ta KavaAia
ETMKOIVWVIOG-Je Tov TTEAGTN. ESw ava@epduaoTe 0 OAOKANPWHEVES EQAPPOYEG
TTOU €EUTTNPETOUV TIG TTWAAOEIG, TO marketing kal Tnv UTTOOTAPIEN TOU TTEAATN
Méow AIadIKTUOU, TIOU OUYKEVTPWYVOUV OTOoIXEia TreAaTwy, Olaxeipi¢ovTail
TTapayyeANieg auTwyv KTA.
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3.4 XapakTnpIioTIKA evog cuocTarog CRM

‘Eva ocuotnua CRM Ba trpétrel va €xel Ta akOAouBa XapaKTNRIOTIKA:
O oxedlaoudG TOU CUCTAUATOG VA ETTITPETTEI TN YPHyopn Karao@aAr Tpéoacn
o€ TTANPOYOPIa OXETIKA PE TOV KABE TTEAATN, WOTE QUTOG VA EEUTTAPETEITAI QUETA.

Na atreubuvetal o KABe TTEAATN EEXWPIOTA, AKOAOUBWVTOG TIC APXES.TNG
TEXVIKAG TOu one-to-one marketing kai va -~ TTepIAQUPAvVEl  OAeG ™ TIG
UTTOAEITOUPYiEG KABE @AoNG TOU KUKAOU CWNAG TWV TTEAATWV:

To ouotnua CRM va emmkoivwvei ye 1o ovornua ERP 1ng eTTixeipnong kai
VO TTPOCAPMOLETaI OTIC OTTAITHOEIC TOU, KABWG n TrAnpogopia ouvribwg
dlaxéetal yéow Tou ERP o€ pia emixeipnon.

Na Baoifetal 0TV UTTAPYXOUCO PNXAVOYPO@IKr UTTOBOMN TNG ETTIXEIPNONG
KAl TIG UTTAPXOUOEG BAOEIC OEDOUEVWV. VIO KATAXWENOT) KAl ETTEEEPYATia
TWV OXETIKWYV UE TOUG TTEAATEG OTOIXEIWV.

Na 1TpocapudleTal OTIG EKAOTOTE CUVONKES AgIToupyiag Tng €TTIXEipnong
KAl VO QVTOTTOKPIVETOI PE KABE- AETITOUEPEIQ OTIG ECEIOIKEUPEVEG QAVAYKEG
TNG. EIdIK& va avTatToKpiveTal OTOUG OTOXOUSG - AVATITUENG TNG ETTIXEIPNONG
€iTe auToi agopouv ae dieupuvaon TNG TTEAATEIOKNG BAONGS KAl TWV KAVOAIWV
dIAVOUNAG, TNV EI0QYWYH EVOS VEOU TTPOIOVTOG 1] MIOG UTTNPECIAG KATT.

Na oAokAnpwvel TIG epapuoyég Tou. front office pe autég Tou back office
WOoTE N TTANPOYOPNOCN Via Tov KABe. TTEAGTN va eival TTAAPNG Kal n
€EUTTNPETNON AUTOU ANEODT).

H texvoAoyiky utrodoury Tou CRM Ba trpétrel va utrooTtnpidel To AladikTuo
w¢ £va atro-Ta KAVAAIQ ETTIKOIVWVIAG hE Tov TTEAATN. KATI TETOIO PTTOPE Va
TTpayuatotroinBei €@doov .. 6An TpooTrddeia evraxOei o010 €UPUTEPO
TePIBAANOV TOU NAekTpoVvIKoU eTTixEIpeiv (e-CRM).

TéNOG, N dIABECIPOTATA ~TOU CUCTANOTOG 24 Wwpeg TO 24/wpo Kal N
eCuttnpEéTnon. Tou TEANATN  OTTOUBATIOTE KAl  OTTOTEDNTIOTE, TTAVTA
OUVOUOOMEVA PE PIKPO. KOOTOG dlaxEipIong, aTTOTEAEI TTAEOVEKTNMA YIO TNV
EMIXEipNon o€ -oxéon He TTapadoolakEG PHEBOOOUG dIaxEipIonNg OXE0EwV
TTEAATWY.
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3.5 T[lAgovekTApOTA EQAPHOYNAG KAl OPEAN YIA TRV ETTIXEIPNON

‘Eva ouotnua CRM TTpoo@épel TTAEOVEKTHATA KOl EUKAIPIES VI -MIA -ETAIPIA,
IDINITEPA AV TO CUYKPITIKO TNG TTAEOVEKTNUA OTNPICETAI .OTAV-. TTIPOVOPIAKOU
EMTTEOOU yVWaon Kal eEUTTNPETNON Tou TTEAATN. KdTtrola atrd-Ta Bacikd o@EAN TTou
TIPOKUTITOUV aTTO TNV evowudaTtwon tou CRM oTnv ETTIXEIPNUATIKA KOUATOUPO
givaui:

% N QvATITUEN HAKPOXPOVIWV BIETTIXEIPNOIAKWY DECHWV UE TOUG TTEAATEG TNG
ETIXEipNong,

\/
o0

n adidAemTTn didxuon TNG TTANPOPOPIag o€ - OAOV -ToV  ETTIXEIPNOIOKO
OPYQVIOUO TTOU £PXETAI O€ ETTAPH JE TOUG TTEAATEG,

R/
A X4

N QTmmoTEAECHATIKA dlaxeipion < Kal - €KUETAAAEUON TnNG yvwong Trou
ONUIOUPYEITAI AVOQPOPIKA PE TOV TTEAATN,

/
o0

N OMOIOPOP®Ia TNG ETTIKOIVWVIAG TTOU. AapuBAaver-o eAATNG, yEyovog TTOU
Tou divel yia EekABapn €IKOVA TNG ETAIPIAG WE TNV OTToia cUVAAAdCOOETAl.

O1 euepyeTIKEG €eMOPAOCEIS TNG - EQappoynS Tou CRM o pia emmixeipnon utropouv
VO OUYKEVTPWOOUV 0€ TEOOEPIC PACIKES KATNYOPIEG:

1. Auénon Twv eo06dwv

H atroteAeopartikr diaxeipion 7wy OXECEWV UE TOUG TTEAATEG ONUIOUPYEI EUKAIPIES
yla av¢non Twv €00dwv péoa aTrod:

e TNV TTPOCEAKUON VEWV TTEAQTWV

e TNV £@apuoyn avaBaduiopévwy. (up sell) kar otaupocidwv(cross sell) TTOAITIKWY
TTWARCEWV.

e TN HAKPOXPOVIA dIATHPENON TWV TTEAATWYV KABWG o1 eTTavaAauBavouevol TTEAATEG
€Xouv peydAn.agia yia Tnv €MIXEipNON Kal augavouv TNV KEPBOPOIa TNG.

e TNV aU&NON TwV. TTWANCEWYV .0€ TTEAATEG TTOU ayopdAlouv TTPOIOVTA I UTTNPEDIEG
ME UYWNAO TTEPIBWPIO KEPDOUG(BEATIWON TOU customer mix).

2. Meiwon k60TOUS

H .uAotroinan-uiag otpatnyikig CRM emdpd aueca oTn Peiwon Tou KOOTOUG TNG
emxeipnong; p€oa-amo:

¢ TN PBeATiwon Tou gpyaciakoUu TTEPIBAAAOVTOG PE augnon TNG TTAPAYWYIKOTATAG
TWV €PYAOUEVWV. KAl PEIWON TOU TTOOOOTOU UETAKIVI|OEWV.

e TNV QUTOMATOTTOINON TNG DIAXEIPIONG TTAPATTIOVWYV TWV TTEAATWV

e T XOUNAGTEPA AEITOUPYIKA KOOTN(TT.X. MEIWON datTavwy yia THAEQwvVQ)
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3. Amokrnon gueAiiag

EueAigia atroktaTal ammé tnv uhotroinon Tou CRM péoa atod 1a €¢AG:

e TNV TAXUTEPN AVTATTOKPION OTIG ATTAITACEIG TNG AYyOPAG.

Ta CRM cuoTAparta PJITopouv va TTPOCEEPOUV UTTOOTAPIEN OE KABE opyavwTIKn
aAAayn Kal ypriyopa atroTeEAEOUATA O OTPATNYIKEG OAAQYEG TTOU. EUTTAEKOUV - TO
TPOIOV I TNV UTTNPECIa TTOU TIPOOQEPEI N ETTIXEIPNON, ~TAV TIKMOAOYIAKN TNG
TTOAITIKI) KABWG Kal TTANPOPOPIES YIa TO TTEAATOAGYIO TNG.

e TN dNUIOUPYIa AVTAYWVIOTIKOU TTAEOVEKTANOTOG.

To  KOTAANAO  TeXVOAOYIKO  UTTOBOOPO  WETATEETTEI - TIG . KABNUEPIVEG
OAANAETTIOPAOCEIC ETTIXEIPNONG-TTEAATN OTTO OTTAEG OPACTNEIOTATEG OE- TTOAUTIUEG
EUTTEIPIEG KAl YIA TIG OUO TTAEUPEG. 'ETOI N €TTIXEIPNON dIAPOPOTTOIEI CUVEXWG TNV
TTOPEXOMEVN OTOUG TTEAATEG EEUTTNPETNON OTTOKTWVTOG OTPATNYIKO QVTAYWVIOTIKO
TIAEOVEKTNUA.

4. ArAorroinon eowTepIKAS opyavwong

H eowTtepikr) opydvwaon atrAoTTolEiTal JEOA ATTO:

e TNV QVATITUEN ECWTEPIKNAG ETTIKOIVWYIOG PETALU TWV TUNNATWY TNG ETTIXEIPNONG
Kal TRV TTpowenon TG CUVEPYATIag TOUG.

eTNV OpPYyavwon Twv ETTIXEIPNUATIKWY - OIOOIKAOKIV-" PE  YVWHOVA TNV
TTEAQTOKEVTPIKI) OTPATNYIKNA TNG ETTIXEIPNONG.

e TNV €mITAXUVON TNG PONG TWV epyaaciwv-(workflow).

e TN BeATiwon TnNG TTOIGTNTAG TTANPOPOPNONG.:

H BeAtiwon Twv uTrNPECIWV TTPOG TNV KATEUBUVON KATAVONONG TWV AVAYKWV
TWV TTEAQTWV KAl TNG ‘AVATIPOCOPHOYAG QAVTIOTOIXWG TWV TTPOCPEPOUEVWIV
TPOIOVTWY KAl  UTTAPECIWY, - YEYOVOG. TIOU  KOBIOTA  atrapaitnTto  Tov
ETTAVATTPOCBIOPIOKO TWV- AEITOUPYIWV TOU HAPKETIVYK KOl TNG TTAPAYWYNG.

H peyiototroinon Tou Badupou IKavotToinong Twv TTEAATWY Kal N adinon Tng
EUTTIOTOOUVNG - KAl TNG TrioTNG TOUG OTO TrpoiovTa/ UTTNPECIEG TNG
gmixeipnong. H duvardinta va augdvel TNV IKAVOTTOINON Tou TTEAATN OUVTEAEI
OTn MEIWON TOU -apIBPOU TWV ATTOXWPNOEWV TTEAATWY, YEYOVOGS TTOU gival (WTIKAG
onpaciag yia TIG €TTIXEIPACEIC TTOU OPACTNPIOTTOIOUVTAl O€ TOUEIC PE €VTOVO
avtaywviopo. O Ikavomoinuévog TTeAATNG cival mlavo o611 Ba  TTapayeivel
QQOCIWUEVOG. 0TV €Taipia Kal oTto Trpoidv [Griffin, 2002]. EmimTAéov, augnuévn
agooiwon kal dlatApnaon — Trapauovry (retantion) Twv TEAATWY, onuaiver ot
MOAVOTATA- AUTOI. TTAPANEVOUV TTEPIOCOOTEPO XPOVO WG TTEAATEG TNG ETTIXEIPNONG,
ayopadlouv TrEPICOOTEPO I ayopalouv ouxvoTepa [Zappaviwtng, K.d., 2002,
Kelley, k.d.,-2003, Clark, 1997].

Emmpdo0BeTa; aToxeuovtag atn dIaPKH IKAVOTTOINON TWV TTEAATWY, N OTToia OTTWG
TTPOAVAPEPAME, - O0NYEI O€  AQOCiwon  ETMTUYXAVETAI KOl MEYAAUTEPN
atrodoTIKOTATA TwV TTEAATWYV (customer profitability) [Tae Hyup Roh, k.., 2005,
Kelley, k.4., 2003, Dekimpe, K.4., 1997]. Kai TouT0, 01 Hévo OIOTI Ol UTTAPXOVTEG
ayopalouv TTEPICOOTEPO, apou cUPPwva ue Tn apxr Tou Pareto, atrd 10 20%
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TWV TTEAQTWV pIag €TTIXEipnong mrpaypaToTrolgital To 80% Twv e06dwWV, GAAG Kal
AOyw OTI datravouvTal AlyOTEPQ XPAMOTA OTn TTPOCEAKUCT. VEWV- TTEAATWV.
EEGAAoOU, n diatrpnon Twv UTTaPXOVTWY TTEAATWY KOOTICEl TTOAU-AyOTEPO ATTO OTI
n Tpoc€Akuon véwv [Massey, K.4., 2001].

Aéia amd Touc IkavoToinuévouc TIEAATEC

O1 ikavoTroinuévol TTeAaTeS ayopdlouv TTEPITCOTEPO

MTTOpEiTE VO MEIWOETE TO KOOTOG €CGUTTAPETNONG - OTAV YVWEICETE TOUG
TTEAATEG

O1 agooiwpévol TTeAdTeg poipalovTtal padi-oag TIG YVWOEIG TOUG YIa ThV
ayopd

Otav o1 TTeAATEG PEVOUV €UXAPIOTNUEVO!- OTTO TAV. €LUTTNPETNON E€ival
d1aTeBEIPEVOI VA TTANPWOOUV PHEYOAUTEPEG TIMEG

O1 IkavoTroinuévol TTEAATEG OUOTAVOUV TOUG KOAOUG TTPOUNBEUTEG OF
GaAAoug
QAYyOpPaOTEG

Mnyn: O1 MNeAdreg Tou MeTpdve, Tony Cram, - 0eh.65

Mo ouykekpIpéva, €PEUVEG ITOU TTPAYMATOTTOINONKAV Ta TeAeuTaia Xpodvia o€
TTOMEG €TaIpieg OAAG KAl OKAONPAIKES  £pEUVESG KaTéEAngav oTa e€¢AG [KoupAg,

2000]:

v

KooTilel €¢I @OpEG TTEPIOCOOTEPO VA TTOUANCEIG O€ éva VEO TTEAATN aTTO TO
va TTOUANOEIS O€ Evav UTTAPXOVTA:

‘Evag “TUTTIKOG duoapeoTnuévog TTEAATNG Ba pIARoEl yia TNV aoxnun
EUTTEINIO-TOU O€ OKTW. £WG OEKA AAAOUG avOPWTTOUG.

Mia etaipia ptropei va-augnoel Ta kEpdn TG €wg Kal 85%, augdvovTag tnv
ETNOIA IKAVOTATA OUYKPATAONG TTEAQTWYV PJOVO KaTd 5%.

Or miBavotnTeg va TTOUNACEIG éva TTPOIOV o€ éva vEo TTeEAATN eival 15%,
EVW 01 TTBavVOTNTEG va TTOUAARCEIG TO idI0 TTPOIOV O€ évav UTTAPYXOVTA
TreAarn gival 50%.

EBSopnAVTIa.T0IG €KATO TWV TTAPATTOVOUUEVWY TTEAATWY Ba ouvepydlovtav

cava he piaetixeipnon, v auth d10pBwve ypriyopa £va TTpoBAnPa TTou
€iXE ENPavIOTEI OTO TTAPEAOOV.
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‘Ep@aon oTtnv avamTugn Tng ECWTEPIKAG ETIKOIVWYVIAG peTagu Tou front office
(MGPKETIVYK, TTWAACEIC KOl UTTNPECIEG) KAl TWV apuodiwv dIEUBUVTWY, YEYOVOS
TTOU €VIOXUEI TNV ouvepyaoia Kal TNV aAAnAeTTidpaon HETALU TWV-ECWTEPIKWY Kal
ETTIXEIPNMATIKWYV HJOVADdWV.

AtroteAeopatikp  alomoinon Kol EKMETAAAEUOT - TWV - EVAAAAKTIKWYV
kKavaAiwv TTwAnong (Internet, Call Centers, Info Kiosks KATT)

levikd, n uAotroinon €vog oAokAnpwpévou ocuoTApatog  CRM divel oTtnv
EMIXEIPNON TN duUvATOTNTA VA QVTIUETWTTIOEI WE ETMITUXIA “TIG. TTPOKANOEIG TNG
olkovopiag Tou AladikTuou, va aviAAoel TTAnpo@opnaen. ammod - TTOAATTAG
ETTIXEIPNOIAKA OUCTAMATA KAl v XOAPAEEl TN MEAAOVTIKI TNG. ETTIXEIPNOCIOKN
oTPATNYIKA avaAUovTag TO CHUEPQ.
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3.6 O kivduvol Tou CRM

H uAotroinon €vd¢ CRM ouoTAUOTOG €VEXEl TEOOEPIC  KIVOUVOUG -Via MIa
ETTIXEIPNON TOUG OTTOIOUG TTPETTEI VO ATTOPUYEI TTPOKEIMEVOU VA ETTITUXEN ONUAVTIKA
TIAEOVEKTAUATA

Kivduvog 1: YAOTT0inon Tou CUCTANATOG XWPIg TNV TTAPAAANAN xapagn
KATTO10G OTPATNYIKAG YIO TOUG TTEAATEG.

To CRM w¢g véo egpyaAcio Tou management: €ival QpkeTd OeAeaOTIKO Kal
UTTOOXETAI TNV AUTOUATOTTOINON TNG dIAdIKACIAG ATTOPNAKPUVONG UN KEPBOPOPWV
TTEAQTWV KAl TNV TTPOCEYYION QUTWYV TTOU TTPOCQPEPOUV OTNV. ETTIXEIPNON UYWNAO
TEPIOWPIO KEPDOUG. AUTO OUWG UTTOPED va eTTITEUXOET pOVO av n. TTIXEIpNON £XEl
XOpA&el o oTPATNYIKA ATTOKTNONG Kal dlaThpnang TTEAATWYV. MMOAAEG TTIXEIPAOEIG
Bewpouv-kal ag eival AdBog- To CRM attAd wg TeXVoAoyia Kal avaBétouv Tn
OlaXEIPION TWV OXEOEWV TTEAATWYV OTO TUHMA TWV TTARPOPOPIAKWY CUCTNNATWY
(CIOs). Mia Ttexvoloyia n oTtroia €mOpPd  oTov TEAGTN TTavia TIPETTEl va
euBuypappiCeTal ge TN oTpaTnyIK marketing.

Apa Aoittév 1O TTPWTO BAPC TTOU TIPETTEI VA YiVEl TIPOKEIHEVOU N UAOTTOINON €VOG
CRM ouothpaTtog va cival ammoTeEAEGUATIKN, €ival n xapagn MIAg OTPATNYIKAG
mTeAatwyv. Mia emmixeipnon TTPETTEN VO EEKIVA E TNV ATTOQPACN HWE TTOIOUG TTEAATEG
EMOUPEl va ONMIOUPYNOEl OGXEON Kal ME ~TTOIOUG. OxI Kal va B€tel oTdX0Ug
marketing. Emeidf] kKABe TreAATNG - £XEl -OIOPOPETIKEG AVAYKEG Kal ETTIBUUIES, N
TTeAATEIOKN BAon PIOG €TIXEIPNONG TPETTEI va XWPICETAI O OPADEG TWV TIIO
ETMKEPOWV Kal TWV AlYyOTEPO TTPOCOJOPOPWY TTEAATWV KAl AUTOG O dIaXWPICHOG
va ETTITUYXAvETAl HEoa atro Tn d1adIKagia TNG TUNUATOTToINONG (segmentation).

Kivduvog 2: YAotroinon Tou CRM xwpig TNV amTaITOUUEVH OPYAVWOIAKA
aAAayn).

To va uTTapxer MIa oTPATNYIKA -OTTAG. OeV ETTAPKEI. XPEIAZETAI AVAOXEDIATUOG TWV
ETTIXEIPNUATIKWY OIAdIKACIWY TIOU ~ OXETICOVTAl HPE TOUG TIEAATEG, OTTO TNV
TOTTOBETNON €WG TNV ekTéAeon TnNG Trapayyedioc.  AnAadrh  xpelaletal
ETTAVATTPOOBIOPIOUOS TWV PETPWY ATTOO00NG, TWV CUCTANATWY APoIBWY, TwV
TTPOYPOUMATWY EKTTAIOEUONG KATT. TTPOKEIMEVOU OAA QUTA VO QVTATTOKPIvOovTal
OTIG AVAYKEG TwV TreAaTwY: OAOKANPN n €Tmixeipnon pe Aiya Adyia atraiteital va
QTTOKTHGEL. TTEAQTOKEVTPIKI * QIAOCOQiIa KAl va TPOTIOTIOINCEl TNV ETAIPIKA
KOUATOUPQ. TNG AVTIOTOIXA.

Kivduvog 3: YtrepBoAikn xpron Tng TexvoAoyiag tou CRM

IMoAAG. oTeAéExn emixelpriocwy Bewpouv 0TI To CRM mpétrel va oTtnpidetal o€
MEYAAO BaABUO OTOV TTAPAYOVTA «TEXVOAOYiO». 2TNV TTPAYMATIKOTNTA OPWG Ol
okotroi evog. -CRM  ouoTAPOTOG MTTOPOUV va  €TMITEUXOOUV XWPIG HEYAAES
eTTEVOUCEIG O€ TEXVOAOYiIQ, KATI TTOU KOOTICEl TTApa TTOAU, OAAG péow TNG
UTTOKIiVNONG TWV €pyalouévwy WOTE va €ival TTEPICOOTEPO EVIUEPO! VIO TIG
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avaykeg Twv TreAaTwyv. To TEXVOAOYIKO pépog Tou CRM eCaptdral amd -Th
OTPATNYIKA TTOU aKOAOUBEI N eTTIXEIpNON.

Kivduvog 4: «XTioIpo oXEoewVv» HE BUVNTIKOUG TTEAATEG Ol OTToiol OEV TO
€molupouv

H emixeipnon 1TpETTel va €ival TTOAU TTPOCEKTIKI OTNV ETTIAOYI TWV. ATOPWV.-JE . TA
oTroia «xTiCemuia oxéon. H emévduon og évav duvnTiko TTEAATN, 0 OTT0IOg Ba gival
KEPOOPOPOG aAAG dev agloloyei BETIKA Tn ox€on MPE. TNV ETTIXEIPNON, B4 givai
paTain. H atré@aon Tng ETTIXEIPNONG YIA TO TTOI0UG B4 TTPOCEYYIOEL KAl TTOIOUG OXI
eCapTdral atrd TN OTPATNYIKA TOU TTEAATN TTOU akoAouBei kal o amdé 10 CRM
TTPOYPAPMA TTOU UAOTTOIE.

2T0 Onueio autd Ba ATAv XPHOIKNO VA avaQEPOUPE TOUG POBOUG-TTOU - EKPPALOVTAI
OXETIKA PE TNV TTpoCTaCiag TnG IDIWTIKOTNTAG. H apxitektoviky Tou CRM pe TIg
TepdoTIEG Pdoeig Oedouévwy, ME eKATOVIAdEG TTeEdiar Kal XINAOES eyypa®Eg,
atroTeAei  TauTOXpova QTTEIN yIa EVOEXOMEVN - TTAPARiach. TOUu TTPOCWTITIKOU
ammoppnTtou. O TEAATNG TTPETTEI VO TTANPOYOPEITAI TOV. AKPIPr) AGYO yIa TOV OTTOI0
OUAAEYOVTOl OeDQOMEVA OXETIKA ME QUTOV, VO EVNUEPWYVETAI UE KABe duvath
AETITOUEPEIO VIO KABE PEAANOVTIKA XPrion. auTwyv TwWy OedOUEVWY Kal 181aiTEPA VIO
Ta ATopa TTou Ba €Xouv TO JIKAIWKA va To. TTIPOCTTEAQUVOUV KABWG Kal yIa TOUG
AGyoug yia Toug oTtroioug Ba TO emIxElpouv. -EEGAOU, o TTEAATNG TTOU €ival
Oiyoupog yia TNV UTteuBuvoTnTa TNG €TTIXEIPNONG. JE-TNV. OTTOI0 oUVEPYALETAI Eival
TTAVTOTE KAl O KAAUTEPOG TTEAATNCG.
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3.7 T xpeiaderai yia Tnyv emituXia evog CRM cuotrhiparog

Ta 4 P’s Tng emituxiag Tou CRM

H texvoAoyia atroTeAei avatrooTTacTo KOPPATI evog cuoThpaTog CRM Kai evioxUEl
TNV aTToTeEAEOUATIKA AsiToupyia Tou. QoTO00, UTTAPXOUV KATToIa GAAa BEpaTa TTou
TPETTEL va TTPOCECEl N €TTIXEIpNON OTAV UIOBETEl éva- TETOIO OUOTNUA, TIPIV
KataAn&el otnv TEXVOAOYIKA TTAaT@Opua oTtnv otroia Ba Paciotei o CRM. Ol
TTOPAYOVTEG OTOUG OTTOIOUG TTPETTEI VO €OTIACEl Ny €TMIXEiPNON dTTOTEAOUV TA
Téo0oepa “P’s” TNG €TMITUXIOG TOU CUCTHUATOG:

> 21partnyikog oxediacuog (Planning)

O oTpatnyIKOG oXeDIAOPOG €ival O ONUAVTIKOTEPOS TTAPAYOVTAG, MAli PE Tov
avBpwTrivo TTapdayovta, TTou odnyei éva CRM oulotnua otny €mtuxia. Mia
oAokAnpwuévn otparnyiki CRM atréxel kata TToAU aTTd. TNV €yKATAOTAON MIOG
oAl Along CRM. AvniBétwg, a@opd oTnv  avadiopydvwon  Twv
ETTIXEIPNMATIKWY  OIadIKOCIWY ME TTPOCAVATOAIOUO - OoTOoV  TTEAATN KAl OTnv
oAokAnpwon Twv front kai back office. Amautei aAAayri KouAtoupag ammd Ta
TTaPadoCIoKA POVTEAQ €0TIAONG OTO TIPOIGV 1} TIG-OIADIKAGIEG TWV AEITOUPYIKWV
THNUATWY TNG ETTIXEIPNONG KAl HECA ATTO TNV -TTPOGEAKUGH-KQI dIATAPNON TWV TTI0
KEPOOPOPWY TTEAATWYV, OPIOBETEI- VEOUS OPOUG - yia ~ETTITEUEN AVTAYWVIOTIKOU
TIAEOVEKTAUOTOG.

Katd 1n d1dpKeIa Tou oTpATNYIKOU OXEDIOONOU Kabopifovtal TO Opapa, ol OTOXOl,
N OTPATNYIKI KAl Ol TTONITIKEG. 2€ KABE £va aTrd -auTd euTTAéKETAI dpeca To CRM.
Otmrwg og kKABe TTPOOTIABEIO OTPATNYIKOU. avaoyediaouou, €101 Kal n uAoTroinon
MIag atroTeAeouaTikng oTpatnyikig CRM diEmeTal atmo TIG £€1G ApXEG:

e KOOOPIOPOG  TWY - ETTIXEIPNPATIKWY  OIAdIKACIWY  TTOU  €TTNPEACOUV KAl
e€uTTNPETOUV TNV AAANAETTIOPAON HE TOUG TTEAATEG

® QVAOXEDIAOMOG TWV TTAPATIAVW BIAdIKACIWY WOTE VA TTPOCAVATOAICOVTAlI OTOV
TEAATN

e AVAOXEOIAOHOG TOU CUCTHUATOG TTAPAKOAOUBNONG TNG ETTIXEIPNMUATIKAG TTOPEING
ME €0TiOON OTNV €EUTTNPETNON TOU TTEAGTN

e eVOAPPUVAN TNG. ETTIKOIVWVIAS HETAEU Twv epyalopévwyv oTo idI0 AsIToupyikd
TUAPA OAAG KA1-OTO OUVOAO TG ETTIXEIPNONG Kai didxuon TNG @IAocoiag OTI hE
TAV- TTWANON-EVOG TIPOIOVTOG 1 JIAG UTTNPECIAG, «TTWAEITAI» N idia n €TIxEipnon

e OéopeguOon TNG dI0IKNONG

e afloTroinon- TNG TTANPo@opiag yia Tov TEAATn amd OAa Ta TUAMATA TNG
emxeipnong kar 6x1 povo atmrd 1o front office. Na Tnv uAotroinon piag CRM
OTPATNYIKAG TIPETTEl va An@Bouv utr Owiv amd Tnv EmIXEipnon ol €¢Ag
TTOPAYOVTEG:
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= Ailaxeipion yvwong (knowledge management)
2T0 KEVTPO TNG UAOTIOINONG MIAG TETOIOG OTPATNYIKAG €ival N aTTOKTNON KAl N
avaAuon TTANPOQoPIag OXETIKAG UE TOV KABE TTEAATN.

" Juyxwveuon Twyv Bacewv dedopévwy (database consolidation)

O mapdywv autdg agopd OTrn CUYKEVIPWON TwV TIANPOPOPIWYV 'OE HId Kal
MovadIkr) Baon dedopévwyv TTPOKEINEVOU KABE AAANAETTIOPAON UE TOV TTEAATH VO
€ival KaTayeypauuévn o€ €va HEPOG.

= OAOKARPWON TWV KAVAAIWV KOI CUCTNMATWYV . ETTIKOIVWVIAG - JE TOV
mweAdTn (integration of channels and systems)

ESw pIAGuE yia TRV avTatmmokpion oTov TTEAATN péoa atro TR XPNon KavaAiwv
ETMIKOIVWVIOG TNG OIKAG TOU €TTIAOYAG KAl 0€ -OUvOUAOpPO PETAEU TouG. ETriong o
TTOPAYOVTOG AUTOG apopd oTnv OAoKANpwon Tou. CRM pe GANEG EQapuOYEG TNG
EMIXEiPNONG Kal emyeipnuaTikGd ocuotiuata Tou -[Adn utrapyouv(tr.X. ERP,
e-commerce £QapUOYEG KATT.)

» TexvoAoyia kai utrodopn (technology and-infrastructure)
O mapdayovtag autdg TTePIAAPPBAVEL -Ta. ATTAITOUPEVA, VIO TNV UAOTTOINON MIOG
CRM oTpartnyIkig, TEXVOAOYIKA EpYOAEgia.

» Ailaxeipion aAAaywv (change - management)

H ammoteAeopartikn diaxeipion. TG aAAayng TN QIAOCOPIag TNG ETTIXEIPNONG TTPOG
MIa TTEAATOKEVTPIKN Bewpnon, ATTOTEAEI-TTOAU ONUAVTIKO TTAPAYOVTA TTOU TTPETTEI
va An@Bei uttdywn Katd TNV uAoTToinon.TnG otpartnyikig CRM.

H uAotroinon upiag atparnyikrc-CRM akoAouBei Ta «uovoTrdTia» TNG OPYAVWTIKAG
avadidra¢ng 1Tou guvioTd 1o d1EBvEC TTpoTUTTo ISO 9001 Tou 2000. O1 évvoieg Tou
avaooXeOIOOWOU, . TNG - TIEAATOKEVTPIKNG — QIANOCOQ®IOG KAl TG  OUVEXOUG
TTOPAKOAOUBNONG TNG ETTIXEIPNHATIKAG TTOpEiag PBACEl OEIKTWY ETTIXEIPNHATIKAG
a1TOd00NG, ATTOTEAOUV-TA KUPIO OTOIXEIA TOU dIEBVOUG TTPOTUTTOU KAl TAUTOXPOVA
Baoika cuaTatikd evog CRM cuoThRpaTtod.

> AvBpwinvoc-rapayovtas (People)

MNa Ttnv- amoteAeopatikn uAotroinon evo¢ CRM ocuoTthpaTtog, armaiteitar n
EMTTAOKN, - HECW UTTOKIVAGNG, OAOU TOU TTPOCWTIIKOU OTNV TIPOOTIABEIa QUTH.
XpelaleTal eKTTaideucn Tou TTPOCWTTIKOU YIa aTToKTNon O£gloTATWY O BEépaTa
£CUTTNPETAONG TFEAATWV KOl AVTATTIOKPIONG O€ TEXVOAOYIKEG AAAAYEG TOU WEXP!
TwEA TPOTTOU. pyaciag Toug. O avBpwTTIVOG TTAPAYOVTAG WIAG ETTIXEIPNONG Eival
QUTOG TTOU ONMIOUPYEI OXEOEIG JE TOUG TTEAATEG yI' AUTO Kal XPEIACeTal 1ID1AITEPN
TTPOCOXI OTOV TPOTTO PE TOV OTTOI0 O epyaldpevol aAAnAemdpouly, ernpedlouv
KAl ECUTTNPETOUY TOV KABE TTEAATN.
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» Ailadikaoia (Process)
Xpelaletal mpooekTIK PEAETN TRG dladikaciog Tou CRM, dnAadr Ttou TpOTTOU
TTpootyyiong Twv TreAaTwyv. Méoa amd Tn xprion diaypauudrwy. pong- (flow
charts), diaypaupdTwy wapokokalou (fishbone diagrams) kair GAAwV €pyaAeiwy,
TIPETTEl VA YVWOTOTIOIEITAI O€ OAOUG OTNV ETTIXEIPNON TO TTWG. OUAAEYETAL N
TTANPO®OpPIa yia TOV TTEAATN, TTWG PTTOPEI N ETTIXEIPNON VA TAV-ETTECEPYAOTEI KATT.

» Texvoloyikr utrootipign (Platform)
E@ooov €xouv AngBei utr’ Owiv OAol oI TTPOAVOPEPOEVTEG TTAPAYOVTEG. ETTITUXIOG
Tou CRM, n emixeipnon KataAnyel OTOV TTPOCOIOPICHO TG OTTATOUUEVNG
TEXVOAOYIKAG UTTOOTHPIENG. ZTO ONMEIO AUTO €TTIAEYETAI TO-AQYIOMIKO €EKEIVO TO
oTT0i0 TaIPIAdEl 0T AsIToupyia Kal TOug TTEAGTEG TNG ETTIXEIPNONG:
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3.8 Ta trolgg emXEIPNOEIG Eival TTEPICOOTEPO XpRoipo To CRM

To CRM putropei va uAotroinBei oxedov o€ KABe €TTIXEIPNMATIKO KAGDOO OTTOU- Ol
TTWAAROEIG, N eEUTTNPETNON TOU TTEAATN Kal TO marketing TTaifouv onuaviike poéAo.
Emyxeiprioeig mou uAotroiouv Auceig CRM  gival kaTtd KOpov. ETTIXEIPNOEIG
TNAETTIKOIVWVIWY, QPOPUAKEUTIKEG, TTPOOPOPAG XPNUATOOIKOVOUIKWY. UTTNPETIWY,
aOQAMNIOTIKEG Kal TACIBIWTIKEG. H dlaxeipion Twv OXECEwWV TTEAATWV- TTPOCPEPEI
TTAcoveKTAUATO 0 KABe emixeipnon. Qotdo0, ~OUNQWVA HYE. TPOCOATO
onuocicupga oto Harvard Management Update (2000), trpoodiopiCovral ol
ETTIXEIPNOEIS TTOU WPEAOUVTAI TTEPICOOTEPO KAl AUTEG TTOU W@EAOUVTAI AlyOTEPO
atro 1o CRM:

e Ol emMXEIPAOEIG TTOU WEPEAOUVTAI TTEPIOCOOTEPO ATIO. TNV UAOTTOINON MIOG
oAokAnpwpévng Auong CRM eival ekeiveg or-01Toieg GUAAEyouv TTOANQTTAG
OedOUEVA OXETIKA ME TNV AYOPACTIKH. "CUUTTEPIPOPA TWV TTEAATWYV TOUG,
OTTWG €ival yia TTapAdEIYPa O ~XPNPATOOIKOVOUIKEG Kal Ol ETTIXEIPHOEIG
TNAETTIKOIVWVIWV.

e AvriBeta, emIXeEIPAOEIG O OTToIEG Eival AlyoTePO- TTIBavO va weeAnBouv atrd
10 CRM €¢ival ekeiveg OTIG OTTOiEG © TTEAATNG OEV £PXETAI O ETTAPNA UE TOUG
avBpwTToug Tou TPANATOG Tou marketing; n agia Tou TTEAATN €ival XaunAn
Kal o TTeAATNG eYKOTAAELiTTEL EUKOAA TNV~ €Tmixeipnon (huge churn).
Emixeipriocig pe TTEAATEG OI OTIOIOI €XOUV OMOIOUOPPESG AVAYKEG Kal Ol
dlapopoTToINUEVEG, gival AlydTEPO TIBavo va weeAnbouv atrd To CRM kai
TO QVTIOTPOYO, OTIWG TTapousiadeTal 010 dlaypauua 3.8 YE avapopd o€
OUYKEKPIMEVA €ION ETTIXEIPHOEWV.
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3.9 BaBudég uloBétnong amd TIg €AANVIKEG ETTIXEIPAOEIG-
OUYKpioe€Ig ME TO D1EOVEG TTEPIBAAAOV

Mapd 10 yeyovog OT1 Ta 0PEAN TNG epappoyng Tou CRM OTIG ETTIXEIPAOEIS Eival
KATI TTAPATTAVW aTTo TTpodavi, n digicduon Tou OTIG EANNVIKEG ETTIXEIPNOEIS Eival
XaunAR.

H eAAnvIKA ayopd BpiokeTal akOPa OTn yévvnor TNG O OXEON ME-TA TTPOIOVTA
CRM, a@ou eAAXIOTEG ETTIXEIPAOEIG €XOUV ETTEVOUCEL O€ TETOIEG AUCEIG Kal Jovaxa
oe front office epapuoyég. Q¢ ek ToUTOU, N €AANVIKI-ayopd CRM uTtroAsitreTal
ONMAVTIKA O avATITUEn, O€ OXEON ME TNV GMEPIKAVIKA KAL. TNV EUPWTTAIKH.
Eptreipikny épeuva [Stefanou, k.a., 2003], mou wrpayuatomombnke oe 1000
EANVIKEG ETTIXEIPAOEIG PEYAAOU PEYEBOUG, TTPOKEINEVOU. VA DIATTIOTWOEI 0 BaBuog
ul08¢étnong epapuoywv CRM kal Twv OTACEWV TwV. managers atrévavTl o€ TETold
Béuara, €0c1Ee OTI POVO oI WICEG aTTd " TIG ETTIXEIPAOEIG ~TTOU  €PEUVRONKaV
evOIa@EPOVTAI VIO TNV IKAVOTTOINON TOU TrEAGTN KAl TTPAYUATOTIOIOUV avAAUOEIG
OXETIKEG PE TOV TTEAATN, €VW O AAAEG MIOEG-Oev-£xouv UI0BeTAOEI Kapia CRM
@IAoco@ia. AKOUn ol EAANVIKEG ETTIXEIPAOEIS. BpiokovTal oTa TTPWTa OTAdIA TOU
CRM 600v agopd 0TV eVOWPATWON TNG TEXVOAOYiag Kal Jovo u941 €va TToAU
MIKPO TTO000TO XPNOIKOTTOIE]

oAokAnpwpuéveg CRM  epappoyég.  EVOEIKTIKA - avagépoupe, Pe Bdon Tnv
OUYKEKPIPEVN €peuva, OTI povo éva 10,3% Twv HEYAAUTEPWYV ETTIXEIPHOEWV
Xxpnoipotroigi katroio Aoyiopiké CRM, evw o€ avdloyn €psuva oTig H.I.A. T0
avTioTolXo TTooooTO NTav-28% [Bhattacherjee, 2001]. Map’ 6Aa autd 6pwg, TO
90% TwV EPpWTNOEVTWYV EKTING OTI Ta BEPara Tou CRM gival onuavTiKd éwg
TTOAU ONUAVTIKA.

AvaAoya ITav Kal Ta aTTOTEAEOUATO EUTTEIPIKAG EPEUVAG TTOU DIEKTTEPAIWONKE ATTO
T0 TMAMa Eg@apgoopévneg MAnpogopikig tou MavemoTtnuiou Makedoviag, OTIG
500 peyaAuTepeg EAANVIKES ETIXEIPNOEIS, TTPOKEIMEVOU Va DIOTTIOTWOEI TO €TTITTESO
xprons SCM (Supply Chain Management) cuoTnudtwy Kai n oUvOeor] TOUG ME
epapuoyés ERP, CRM kai SRM. Aryétepo amd 19,8% eival To TooooTé TWV
EMIXEIPACEWV. TTOU XpnoipoTroliei cuoTipata CRM, dpwg n TAsiowneia autwy
ocixvouv -101aiTepo -evdlapépov: yia e@apuoyi CRM Alceswv oOT0 pEAAOV.
EmimmAéov,-idia €pguva ammOKOAUTITEI OTI KUPIOTEPOG OTOXOG TTOU ETTIOIWKETE
Héow gvog CRM mrpoypduparog gival n BeATiwon Twv OXEOEWV HE TOUG
UTTAPXOVTEG - TTEAATEG KOI N €EVOUVANWON OUTWV TWV OXECEWV, EVW
TTaPAdOEWS N PEiwon Tou KOOTOUG KABWG Kal N TTPOCEAKUCT VEWV TTEAATWY OEV
aTTOTEAOUV TTPWTEVOVTES O0TOXOUG. [VIachopoulou, K.4., ---].

2€ QvTiBeon Pe TNV TTPONYOUNEVN £PEuva, TTAYKOOUIO £peuva TTou dIECHXON atrd
10 IBM Institute for Business Value, TufApa tou topéa Twv Business Consulting
Services ota 1€AN Tou 2003 Kai OTIG apxEG Tou 2004, o€ 373 avwTepa ) avwTaTa
oTeAéxn TTou AapBdvouv atro@daoelis f emnpedlouv TN AQWn TOug Of MIKPEG,
MECQIEG KOl JEYAAEG ETTIXEIPAOEIG, ATTOKAAUWE OTI TTEPIOCOTEPES ATTO TO 50% TWV
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ETAIPIWV TIOTEVOUV OTI TOo CRM ¢gival "oxeTIKO" | "TTOAU OXETIKO" ‘pE TN
BeATiwon TNG arédoong AIé TNV OTITIKNA Ywvia TNG aiag TwV- METOXWV.
Mepitrou 65-70% TioTevouv O6Ti To CRM Ba @épel augnon Twv £00dWV
BeEATIWVOVTAG TNV gUTTEIpia TWV TTEAATWYV Kal augdvovtag Tn. diatipnon
TOUG, KaBWg Kal emnpedfoviag Tnv avdamTuin VEéwy TTPOIGVTWY. Kai
UTTNPECIWYV. ZKOTTOG TNG £PEUvVAG ATAV N Katavonon Tou TPOTTOU [E - TOV. OTTOIO Ol
eTaIpieg onuelwvouy emmTuxia e To CRM Kkai emTuyXAvouv. OnuavTikKh atrédoon
amo Tnv emmevduon. H idla €épeuva atTOKAAUTITEI OTI OF OUO “TIPOOCEYYIOEIG TTOU
AVOQEPOVTAl OUVEXWGS WG TTPOUTTOBECEIC yia TNV €TmiTuXia eivann "“dlaxeipion
aAAaywv" (0TTWG n ekmaideuon Twv UTTOAAAWY WOTE va XPNOIPOTTOIoUV
dladikaoieg, epyaleia kal TToAImkéEG CRM) kai.n "oAAayn Twv Siadikaociwv"
(6TTwG N ouppeTox Twv UTTAAANAWYV OTN dladikaaia oxXedIaouoU Kal aAAaYG TWV
opactnpiotTwyv CRM). ETTiong, eupripata Tng idiag €peuvag avagEpouv 0TI TA
avwTEPO OTEAEXN O€ TTEPICOOTEPES ATTO TO 35% TWV. ETAIPIWY ATTOTEAOUV
TPOXOTTEéDN yia Tnv emiTuXia Tou CRM xapakTnpi{ovTdg 10 wg XPNoido aAAd
ox1 kpioipgo. Otrou Ta avwTtepa oTeAéEXn Bewpolv To CRM Kpioiuo ) oTpaTtnyikAg
onpaciag, autd ouVvEICPEPEI ONUAVTIKA 0Tn OUuvOAIKN etmituxia Tou CRM. Akéun,
TAVW Aa1TO TO 75% TWV ETAIPIWV OEV-£XOUV ATTOB00N ATTO TIG TTPWTOROUAIEG
CRM e1re16i) dev TO XpnoigoTToiouv TTARPWG HETA TRV Epapupoyn Tou. Movo
10 14% TwWV UTTAAAQAWV XpnoipgotroloUv TTARPwWg To CRM. Autd o@eileTal
MEPIKWG OTNV UTTOTIMNON atmo TIG €TAIPIES -TNG. aiag TG €ubuypduuiong Twv
TTPOCOOKIWY TWV EUTTAEKOUEVWY. QOTOCO, HOVO TO 21% TWV ETAIPIWV TTOU
epWTAONKAV Bewpouv OTI N €UBUYPAPMION TWV TPOCSOKIWV TWV
urraAAQAWV  €ival  ongavTiKA- - yia - TRV gmituXia  Tou CRM
[www.ibm.com/ondemand].

Me Baon Tnv €épeuva .yia 10 Customer  Relationship Management, TToU
dlevepynOnke kal avaAuBnke-armd 1o [-hitp://www.crm2day.com/ ] yéow online
EQPAPMOYNG, KATA TRV -TTEPIOOO 5 louviou. €wg 5 XemreyPpiou 2001, oe 294
oTeAEXN emmXEIpHoewV - ammd. 14 xwpes- otnv NoOTia, Kevrpiky kai AvaToAikn
Eupwtn kabwg kai 263 oTeAEXN €mIXEIPHOEWVY a1t TNV EAAGdQ, o€ TTOO00TO
58%, o1 'EAAnveg €mayyeApaTieg. 0ewpouv TTOAU onuavTtikd Bépa yia Tnv
EmIXeipnon Toug TnVv vioBéTnon piag CRM 1Tpootyyiong eviog TwV ETTOUEVWV
12 pynvwyv. Ta-avrioToixa TTOOOOTA OTIG UTTOAOITTEG XWPESG TNG TTEPIOXNAS LEKIVOUV
amé 42% (BouAyapia) «kar- @tavouv £€wg 10 63% vyia Tnv Toegxia. O
ONUAVTIKOTEPOG OTOXOG (24%) Trou ETIBSIWKOUV VAETTITUXOUV O1I EAANVIKEG
EMIXEIPAOEIS péoa. amo - To  CRM cgival n diatipnon Twv UQICTANEVWYV
TEAATWY KABWG Kal N ATOTEAEOHATIK SlaXEipion TWV AITNNATWY TOUG
(21%), avdroya -pe Tnv €peuva Twv [Vlachopoulou, k.4., ---], 0OTOXOI
TTOUdIAPOPOTTOIOUVTAI-.OE PMEYAAO BaBud OTIC UTTOAOITTEG XWPES, OTTWG OE QUTAV
Tou IBM Institute. Znpavtiké elpnua TNG €peuvag ATTOTEAEI TO TTOAU HIKPO
TMOO0OTO TWV EAANVIKWYV €IXEIPAOEWV (21%) TTOU avépepav Tnv UTTapén
otrolaodNTroTE HopPng epapuoyng CRM (Oxi kat’ avayknv oAOKANpwuEVNG),
avaAoyo Twv. dU0 TTPONYOUUEVWY EAANVIKWY EPEUVWYV, TTOCOOTO TTOU gU@avideTal
OKOPO PIKPOTEPO OTIG UTTOAOITTEG XWPEG TNG £¢eTalOMEVNG TTEPIOXNG (14%). TEAOG
n Twapoxn online utrnpeoiwv UmooTAPIENG Kal €EUTTNPETNONG TNG
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meAarelakng Baong (online customer service & support) amroreAei évav amréd
TOUG AUECOUG OTOXOUG YIa TO 62% TwV EAANVIKWV ETTIXEIPNOEWV.

BéBaia n katdoTtaon dev gival TTOAU KaAUTepn otnv Eupwtn kar aTig HIMA,- a@ou
ME Bdon épeuva TTOU TTpayuaToTToINOnke atrd TO TTEPIODIKO Business Intelligence,
OTNV oTToia oUPuETEiXav uwnAoBabua oteAéxn atd tnv Eupwrn kai Tig HITA Ko
oTo TTAQiOI0 aUTAG {NTABNKE aTTO TOUG CUMMETEXOVTEG VO OWOOUV. PIa-€XEUBEPN
epunveia Tou 6pou «CRM». Amd 10 oUvolo Twv 131-gpwinBéviwy, o1 53
atravrnoav o1l OV yvwpeIidav Kav TTEPi Tivog TTPOKEITAI, YEYOVOS TToU OEiXVEL OTI
TTOANEG eTaIpieC BpiokovTal akdPa o ouyxuon r o€ TTAAPN Ayvoia OXETIKA UE TO
CRM [Kouprig 2000].

‘Eva apbpo otoug Times (2001) utroypauuider 6T TePITTOU Ta dUO TPITA TWV
EMXEIPNOEWV TNG MeydAng BpeTaviag TTou dpaoThpIOTTOIOUVTAl OTO e-business,
0ev yVwpPiCouv TITTOTE OXETIKA WE TIG TTPOTIMNACEIG Kal-TAV on line cuptrepipopd
TWV TTEAATWYV TOUG Kal TO HEAAOV TOu e-customer relationship management eivai
€Ew aTTo TIG OKEWEIG TOUG, e€auTiag TnG Ayvoldg Toug [Kelley, k.d., 2003].

H tpoomTikf uioBétnong Tou CRM -a1ré oAoéva Kal TTEPICOOTEPESG EAANVIKEG
ETTIXEIPNOEIG KAI N €VTALN TOU OTNV ETTIXEIPNOIAKI) TOUG OTPATNYIKN, TTPORAETTETAI
va OUMBAAAEl oTnv ekTOEEuon TNG €AANVIKAG ayopdc-CRM Ta auéowg eTopeva
xpovia. Kal T1outo O10TI o1 - EANQVIKEG "~ ETTIXEIPAOCEIC  €XOUV  apyioel va
avTiAaupBavovtal TNV agia Twv ouoTnuaTwv- CRM; 6x1 povo yia  Adyoug
KepOOYOpPIag aAAd kal yia Tnv idla Toug TAV-EMIBIWoN, apou n ATTOTEAECUOTIKA
dlaxeipion Twv TTEAATEIOKWY OXEOEWV ATTOTEAEI OTPATNYIKA dlaPopoTToinong.
Kartd tnv damoyn autr] ekTiyatal Om tnv €mopevn TpieTia To CRM Ba cival n
TTEPICOCOTEPO £EEAICOOUEVN KATNYOPIa AOYIOMIKOU Kal TauTdxpova auTr) TTou Ba
EXEl KAl TN HEYOAUTEPN CATNON OTO XWPO Tou e-Business, e TpwToTTOPOUG OTNV
epappoyn TnNG TeXvoAoyiag-CRM Tov. -Tpatredikd TOMEQ KAl TOV TOMEA TWV
TAAETTIKOIVWVIOKWYVY UTTNPECIWV.
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3.10 HAekTpoviki dlaxeipion reAatelkwyv oxéoewyv ( e-CRM)

2TO OUYXVOVO ETTIXEIPNMATIKO KOOHO N duvaun €XEl HETATOTTIOTEI OTOV. TTEAQTN KO
auToG €ival 0 AOYOG TTOU Ol ETTEIXEIPAOCEIG AVa(NTOUV VEOUG TPOTIOUG TIPOCEYYIOEIG
TYV TTEAATWYV TOUG. KevTpIkO onpeio autng NG Téong ecival 1o e-CRM,-dnAkadr n
NAEKTPOVIKF OIaXEiPION OXEOEWV TTEAQTWY, TTOU QTTOTEAEL “MIa OAOKAEIpwPEVN
TTPOOEYYION AvayvwpIonG, TIPOCEAKUCONG, ATTOKTNONG  Kal - dlaTApNONG - TYv
TTEAQTWYV PE NAEKTPOVIKO TPOTTO, HECW AIAdIKTUOU.

Mpiv amdé Ttv avamrugn Tou Internet 10 'CRM . amoteAouce pia
€€e10IKEUPEVNOPAOTNPIOTNTA, N OTTOIA AOYW TOU KOOTOUG KAl TNG TTOAUTTAOKOTNTAG
TNG PTTOPOUCE VA avoAn@Bei uovo atrd PEYAAES ETTIXEIPNOEIS. ZAUEPA OPWG, N
eEENIEN Kal TO XaunAS k6oTog Tou AladikTuou €dwaoe wlnaon o010 CRM kai €101 01
duvatoTNTEG KAl Ta O@EAN Tou eival  TTPOOITG - 0t  KABE  eTaupia  TTOU
opaoTnpiotroigital oto AladikTuo, aveEapTiTWS UeyéBoug. H emmidpaon pdAioTa
Tou Internet ATav T€Tola TTOU ETMIKPATNOE KUPIWG-0-6po¢ E-CRM, omTwg pe TIg
TTEPICOOTEPEG EVVOIEG YUPW ATTO TO OIADIKTUO.

Mavtwg TapoT To Gvoud Tou TTPOKUTITERATIO TR XPran Tou AladikTUou Kal Jovo,
oev gival £€101. To e-CRM Ogv amroTeAei YOVO. TTRPAKTIKA yia TNV dIaxEipIon Twv
OX€0€WV PE TOug TTEAATEG TOU AIOBIKTUOU, £€0TW. KI VN BIKTUAKK OIKOvouia gival
QUTHA TTOU TO £QEPE OTO TTPOCKNVIO. To e-CRM TTapéxel oTIG €TaIpiEG Ta MEOA yia
TNV KATAAANAN, TTpOoCcWTTOTTOINKEVN Kal QAANAETTIOPACTIKY ETTIKOIVWVIO PE TOUG
TTEAATEG, TOOO MPECW NAEKTPOVIKWY. 000 KAl -HECW TTAPASOTIOKWY KAVOAIWV.
TexvoAoyikd, atroppéel atmd TIG TEXVIKEG TTOU- auénoav Tnv atmodoTIKOTATA TwV
TNAEQWVIKWV KEVTPWV KAl TOU ECOTOMIKEUNEVOU PAPKETIVYK YIQ TNV TTpowenon
MadIka TTapayOueEVWY TTPOIOVTWY O PIKPA TUAMaTa TG ayopdg. Mavw o’ auTtég
TIG TEXVIKEG BacifeTar KAl TIG ETTEKTEIVEI -UE VEEG TEXVOAOYIEG TUNUATOTTOINONG Kal
avaAuong TnG ayopdg, véa Kavalia TTIKOIVWVIag Kal «1 TTpog 1» aAAnAeTTidpaon.

eyovog eival OTI -01 TTEAQTEG CAPEPQ QTTAITOUV O,TI KAl TTAVTOTE: TTOAAQTTAEG
duvaTOTNTEG ETMIAOYNAG, EUKOAN KAI UTTEUOUVN £CUTTNPETNON O€ MIa dIadIKaoia TTou
XpwHaTideTal Ye  €vav- TTPOCWTNIKG TOVO. 2T VEQ OIKovopia, Ta KavdaAia
ETTIKOIVWVIAG. TTOU. XPNOIOTIOIOUVTAV YIa GAANAETTIOpAON PE TOUG TTEAATEG £XOUV
TToANaTTACIaoTEl. [l va oTaBouv €TTAPKWGS OTO VEO AvTaywVIOTIKO TTEPIBAAAOY,
Ol ETTIXEIPAOEIG TIPETTEL VA TTAPEXOUV TNV idIa TTOIOTATA UTTNPECIOG HEOA ATTO OAQ
Ta KavAAida - eTmKoNwVIiag: - Aladiktuo, HAekTpovikd TaxudpouEgio, NAEKTPOVIKN
OUVOUIAIQ, -QIaBIKTUAKT) TNAEQWVia, TNAEPWVO Kal QAE.

MNa Tapadelypa, ol TTEAATES XPNOIMOTTOI0UV TO AIdIiKTUO YIO VO CUYKPIVOUV TIUEG,
aAANG TTapdAAnAa-B€AoOUY va €xouv Tnv duvaTtdTNTa va oTeiAouv éva e-mail, va
HIANOOUV TNAEQWVIKA “PE KATTOIOV TTWANTH K.Q OTAV TTEPITITWON TTOU OTTAITOUV
emtAéov egumnpétnon. Omwg yivetal karavonto, 1o e-CRM Bpioketar o€
uwnAoTeEPN KAipaka-ammé To CRM, yiati emixeipei va ouvevwoel Ta dIECTTapPEVA
KavAAIa  ETTIKOIVWVIOG KOl Tn OUCOWPEUPEVN TTANpo@opia yupw aT1rd auTd.
MapdAAnAa, to.e- CRM agopd otnv TrpowBnon o¢ emitedo “1 mpog 17 — éviova
€CATOMIKEUPEVWYV O€ TTANpOQopia TTpoiovTwy, o€ avtiBeon pye 1o CRM 10 oTr0i0
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agopd oTnv Tpowbnon TAaAI oe emimedo «1 TTPog 1» - paldik& TTaPAYOUEVWV.
TTpoidévTwy [KétTavog, 2000].

O1 dpacTtnpIdTNTEG TTOU  TTEPIYPAPOUV TNV  ETTIXEIPNUATIKA ~TOu  diadikaaia
QaPopPOoUV:

1) o1o oXedlaoud Twv AAANAETIOPACEWYV ETTIXEIPNONG KAl TFEAATWYV

2) oTnVv €gartopikeuon TNG KABE dpAoNG yia KABE TTEAATN

3) oTnV ETMIKOIVWVIa PE TOV TTEAATN, OTOV KATAAANAO XPOVO Kai TOTTO KaI WE TO
KATAAANAO ETTIKOIVWVIAKO PEOCO KOl

4) otn dlEUKOAUVON Kal 0TO KAEIOINO TNG OUVAAAQYNAG.

EmmpdoBeta 10 e-CRM, dedopévou OTI atroTeEAEl TO- NAEKTPOVIKO PEPOG TNG
OUVOAIKAG dpaoTnpIoTnTag Tou CRM, TTepIAapBavel kai TRV-UAOTTOINOT KAQOIKWY
epapuoywyv oTo AladikTuo OTTWG:

» Customer information building ZuAAoyr} TTAnpo@opiwv- (11.X. buying history,
OnNuUoypaPIKG oToIxEia K.ATT.) Kal A&IOTT0iNCT) TOUG yIa TV TTapoxr} 600 To duvaTtov
u954 KaAUTEPWYV UTTNPECIWV TTPOG TOUG TTeEAATES (Operational CRM).

» Customer retention Anpioupyia oevapiwyv €TmIKoIVWVIag (TT.X. TTOIEG ATTAVTAOEIG
TTPéTTel va divovTal oTov TTEAATN yia KABE TTBavr €pwTNON I} TTAPATTOVO TOU) Kal N
AVAYVWPIOT EUKAIPIWV YIA ETTITTPOCOETEG TTWANCEIS (PEOO aTTO TNV avaAuon Twv
EPWTNOEWV TTOU dEXETAI TO customer care).

+ Targeted customer acquisition- Eupeon  Ttwv - 1eAatwv (f utroywneiwy
TEAATWYV) ME TO  TTO - evOIAQEPOV .~ TIPO®IA - (UwnAl  MOavoeTnTa  yIa
eTTavaAauBavOUEVES ayOopPEG MEYAANG AEIOG).

» Visitor conversion  Metatpori Twv EMOKETTWY 0O ayopaoTés. la
TTOPAdEIYUA, TTAPAKOAOUBWVTAG TIG KIVIOEIG TWV TTEAATWYV YEoa OTO site | To e-
shop (T.x. TToIEG O€AideG €MOKEPONKE -0 XPNOTNG TIPIV ayopdaoel) n eTaipeia
MTTOpPEI va TTANpo@opnBei 6Tl 0 XpPnoTng X ayopace HeEV MIa TNAEOPOON, OAAG
daTTAvNOE Kal OPKETO XPOVO OTIG. 0eAideg yia MP3 players dpa mavértaTa
OKEQPTETAI KAI TNV QyOPA pia TTapOUOIoG CUOKEUNG.

» Customer analysis AgloAGynon TG HakpoTTpdBeoung agiag Tou TTEAATN yia Tnv
emyeipnon (analytical CRM). AutA €mTuyXAvetal Ye UTTOAOYIOUO TTAPANETPWY
oTTwg 10 LifeTime Value (Twv TTpoodokwuevwy €06dwv atrd autov Tov TTEAATN)
ME BAON TO OTTOIO. EKTIMOUME TTOOOUG TTOPOUG AgiCEl va APIEPWOOUNE OE AUTOV
TTPOKEINEVOU. VA KEPSICOUWE TAV-TTPOTIUNGCT TOU.

» Cooperative Marketing >uvepyacia ye 1a ouotiuarta (3 Ta dsdopéva) CRM
GAAWV- N aVTayWVICTIKWY ETAIPEILV Kal ayopd i aviaAlay dedouévwyv (yia
TTapAdeIlypa- i €Taipeia ' otroia TTwAei rewritable CD disks 6a uytropouoce va
dlapnicel TIG UTTNPECIEC TNG OTOUG TTEAATEG MIAG E€TAIPEIQG N OTToia TTWAEI
rewritable CD drives):

» Viral Marketing Aiotroinon 1ng texvoloyiag FTAF (Forward-to-a-Friend) n
otroia divel o€ KABe TTEAGTN TN duvaTdTNTa VO OTEIAEl péXPI Kal o€ 20 (ouvhBwg)
@iAouG Kai yvwoToug Tou éva TTPoowTrikd e-mail, ekBeidfovrag Ta TrpoidvTa
KAtrolag mixeipnong. Xapn o€ ouoTtiuara FTAF pia staipgia ytropei va yvwpidel
TToI01 TTEAATEG TNG TNV dla@nuiouv TTEPIOCCOTEPO OE TPITOUG KAl VA TOUG
avTaueiyel avaloya.
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« Campaign Analysis [lapakoAouBei o€ T1r0IEC Q' TIC TIPOCPOPES TIOU
OTAABNKaV avTaTToKPiONKe BETIKA O TTEAATNG, TIOIEG TOV €KAvavV Va. (NTrOEl
TTEPICOOTEPEG TTANPOYOpPIEG (E0Tw KI av TEAIKA dev ayopaoe) K.ATT. [Flwpyog
Emmmdeiog, www.gepiti.com, 2005]

TéNog 10 E-CRM ptropei va €@apuooTei eKTOG atmd TNV, KATAVAAWTIKH “MEPIA Kal
OTNV QVTIOTOIXN TWV EUTTOPIKWY OXECEWV 1 TTPpouNBeuTwy. Mg -Tov TPOTIO AUTO
g€xoupe Tn duvatoTnta yia Business to Consumer CRM kail Business to Business
CRM [Vlachopoulou, K.4., ---].

EmmAéov, eCeidikeupéva tpoypdpuara E-CRM . pmropouv: va dnuioupyrjoouv
OTPATNYIKEG OCUMMOXIEG METAEU ETAIPIWV PE OMOEIDEIG TIEAATEG, WOTE OAA Ta UEAN
TNG CUPPayiag va kepdioouv atro Tn dieioduon Og OKOWPN TTEPICTOTEPOUS TTEAATEG,
KaBwg Kal va dIEUpUVOUV TN YKAPO TwV TTPOIGVTWYV. KAl UTTAPECIWYV. TOUG, HEoa
atrd TNV Tautoxpovn dielpuvon Twv duvatoThHTwy eEutrnpéTnong. [Scullin, K.4.,
2004].

OAokAnpwvovtag Ba TTPETTEI va ONUEIWOOUPE OTI N-ETTiIOPACT TNG TEXVOAOYiag
gival T€Tola TTou o1 duo évvoie¢ CRM kai-E-CRM é£yivav. axedov TauTOONPES Kal
xpnoigotrolouvTal ato Tn BiBAIoypagia- utTodnAwvovTag Thv idia évvoia.
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KE®AAAIO 4

2T OUVEXEID TTAPABETOVTAI TA ATTOTEAEOUATA OUO EPEUVWV ™ YIA TNV-O&I0TTOINON
Twv ouoTnuaTtwy CRM kai Tn diaxeipion TeAaTwy.

ZTOIXEIA 1" EPEYNAZ

« Aciypa 2000 TuXQiwWG ETTIAEYUEVWV ETTIXEIPHOEWV

*  EpwtnuartoAdyio

* ATtrooToAn pe e-mail kal TnAe@wvIko follow up

» Avtamokpion 200 emixeipnoeig (10%)

* EpeuvntAc : Avdpéacg MNaAavrg,MBA, CRM Consultant

Avagopd ota onuavTikétepa TTpoypdupara CRM

Mepidia ayopdag CRM
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OIdypaupa gival ApKETA IKAVOTTOINTIKOG YIATi TO UEYAAUTEPO mqgo&’rq

O BaBuog IkavoTtroinong Twv xpnaTtwv Tou CRM aro o <po(ivsTo(|"'Ei;nc;}ﬁéﬁ?ﬁgw__H
\@Qi -.T; -:‘"l-'-'__‘la-
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Avdaueoa oTIg €TTIAOYEG TTOU €iXaV 01 EPWTNOEVTES TO PEYAAUTEPO TT%QQ_\O’T
w¢ anuavTikdTEPOUg Adyoug uAotroinang CRM 1o peydAo apibuo i're)qt
TNV UTINpPEcia after sales. \Q\iih_ B S,

Aéyol uhotroinong CRM R

Meyahog apiBuég Avaykn yia After sales MpowdnTIKEG
TTEAATWV TUNUaTOTTOING N EVEPYEIEG
NG ayopdg marketing

"'-."'-.__- o
P 3 o, s, , ,
Ma TNV ammokTnon sveg‘x TNV aTopacn Taipvouv Ta aviTepa oTeAéXN MIOG
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i .
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ZTOIXEIA 2" EPEYNAZ

*Aciyua 3000 Tuxaiwg ETTIAEYUEVWV
ETTIXEIPNOEWV

*EpwTtnuatoAdyio

*2UuTTARPpWOnN over the internet
*Avtatrokpion 350 emmixeipnoeic (12%)

Ta amotreAéopara TG épeuvag pE Baon kKGBe @opd SINPOPETIKA KPITHPIA
gival gVOEIKTIKA TA TTAPOKATW Kal o1 apiBuoi eival og T1roocooTd (% Twv
OUUMETEXOVTWYV)

Mepikég atrd TIG¢ Baoikég MeTaBAnTég. mou. ECETQOTNKOY:

*Xpon cuoctnuatwv CRM

*/\oyol xpriong

*2TPATNYIKOG TTPOCAVATOANIGHOG TAG-ETTIXEIPNONG
*[MlpoocavatoAiIopog TNGETTIXEIPNONG BTAYV ayopda
*[TpocavatoAIopOG o1, OI0IKNOH- OXETEWV-HE TTEAATEG
*Ae€10TNTEG XPNONG NAEKTPOVIKWY "UTTOAOYIOTWV

Oxi
Xpnon
CRM
52%
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Tpo@oddTNOoN TUNUATWY PE TTANPOPOPNON

ZUVEXAS
£wg PéTpIa
35 %

©¢para dlayeipiong WEAQTWV

*['vwaon TaKTIKWYV TTEAQTWYV KAl TTPAYUATOTIOINCN EVEPYEIWV
dlakpATNong

*XpAon cucTNUATWY avVTAauoIRNG

*[MlpoocavatoAiouog ota TTPORANUATA TWV TTICTWYV TTEAATWV
*2 UOTNMATIKA £PEUVA ATTAITAOEWY TWV TTEAATWYV KAl
d1aTAPNON CWOTA EVNUEPWHEVWYV APXEIWV
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2¢ Tl XpnoipoTtroigital To CRM (% Twv CUPUETEXOVTWY)

Karaypa@r] Tmapatrovwy TTEAATWV

33,8

Kartaypa®r TpoTINACEWV TTEAATWV

30,9

2¢ Tl XpnoipoTtroigital To CRM (% Twv CUPUETEXOVTWY)

Emkoivwvia pe meAdreg (direct marketing
Kal atrooTOAR QUAAQDIWV)

30,9

YAoT1T0inon TpoypapudTwy oToTNTAg

20,6

MapakoAouBnon QATTOTEAEOUATIKOTATOG
TTWANTWV

33,8

2¢ TI Xpnoipotrolgital To CRM (% TwWV, OUUHETEXOVTIWV)

Mpooapuoyr TPoIdVTIWY o€ amartnoeig | 20,6
MEUOVWMPEVWV TTEAATWV

KaBopiopog TIMOAOYIOKAG TTOATIKNG |- 25,0
TTPOIOVTWYV

2XE0I00UO VEWV TTPOIOVTWY 26,5

2¢ TI XpnoipoTroleirar1o CRM (% Fwv OUPPETEXOVTWV)

AN 2TPATNYIKWV AtTo@acswy | 29,5
MAPKETIVYK

MapakoAouBnon kepdoopiag | 20,6
TTPOYPOUMUATWY TTIOTOTATAG

MapakoAouBnon- Oykou TTWAACEWY ava | 29,4

TTEAGTN / TUAMO- TTEAQTWV
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2¢ 11 Xpnoipotroigital To CRM (% TwV CUPPETEXOVTWV)

2 XEQI00UOG ETTIKOIVWVIOKAG OTPATNYIKAG

22,1

Cross Selling

27,9

f MNepiococoTepO

eMapakoAoUOnon
napanovwyv

<+ AnoTeAeoHATIKOTNTA

nOAnTOV

*ANOTEAECHATIKOTNTA
Direct Marketing
+Direct Marketing

eKaraypapn
@onuﬁoswv neAat®v

MepioocoTEPO &

AiyoTepo
A1a3EQOHEVEG
~.__ XpnoeIg

N
N

\

( AiyoTepo \

eAvaAuon nwAncemwv

ava segment
<+ Direct marketing

nOANTOV

gniKoIvevia
eCross Selling

<+ ANoTeEAECHATIKOTNTA

*EVOO0ENIXEIPNOIAKNA

/

Kupia O @ €An

Customer Service '

Meiwon KéoTtoug '
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[TpoUTTOBETEIC

ZTPATNYIKO
MAaicio

Mpoo/uég
L ZTOV
21ov lMNeAdarn Avrayovioué

Mpoo/poég

K

2UCTOTIKA
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KE®AAAIO 5

Case Study: Kevtpiko EpyaoTnpio Anpociov ‘Epywv

OMAol yvwpifoupe OTI Ta TEXVIKA £pya €ival, KaTd Kavova, MOVIHEG,  OKPIBES
KATOOKEUEG, TTOU €ival ECAIPETIKA BUOKOAO (£av OxI aduvato) va diopbwlouv, va
OAANGEouV META TNV OAOKAAPWOT TOUg, OUVABWG, aKOUA Kal KaTd TV SIdpKEIa
TNG KATOOKEUNG TOUG.

Eival ouvettwg €€QIPETIKA ONUAVTIKO va €§ao@aAioupe -OTI i KOTAOKEUR TOUG
yiveTal, oup@wva pe Ta oxEdia Kal TIG TexVikES MNpodiaypagéc:

H 1To16TNTa TNG KATAOKEUNAG, €iTE AEITOUPYIKN, €iTE QUOIKA; Eival TTPOPAVEG OTI
TIPETTEl va OIAO@AAICETAI OTO OKEPAIO, YIA VA EXOUME-EVA TEXVIKO €PYO QOQOAEG,
A&ITOUPYIKO aAAG Kal e TO EAAXIOTO KOOTOG CUVTHPNONG Kail AEITOUPYIaG.
2UVETTWG, N €6a0@AAION TNG TTOIOTNTAG KATA TNV KATAOKEUN-EVOG TEXVIKOU €PYyOU
TPETTEI VA ATTOTEAEI KUPIapXO MEANMA OAWV. TWV CUVTEAECTWY TTAPAYWYNG TOU
épyou, Tou I1IB10KTATN — Tou Kupiou Tou ‘Epyou, 61twg Tov Aéue ota Anudoia ‘Epya
- ToU €TTIBAETTOVTOG PNXAVIKOU KAl TOU KATOOKEUBOTH:

Tov OKOTTO auTO EEUTTNPETOUV dUVATOTNTEG. KAI-KMEC T TTOU TFAPEXOUV:

0. O TTOIOTIKOG £AEYXOG UE OEIYUATOANWIES

B. o1 diadikaoieg dlaoPAANIoNng TToIdTNTAG

Y. N 0uvOAIKOTEPN TTPooéyyion Tng OAIkAG MNoidétnTag,

Kauid atrdé autég TIG TPEIG TTPOOEYYIOEIG DEV. UTTOKABIOTA, dev avalpei TIG AAAEG
O0Uo. Kdbe pia amd autég €xel onuavtikd poAo Kal TTPETTEl va EQAPPOLETal
OUNTTANPWHATIKA PE TIG AAAEG BUO, OTO TTAQICIO PIAG OUVOAIKNG Bewpnong Tng
TToI0TNTAG.

To YTMNEXQAE, éxel €igdyer-tnv. OAIKA loidtnTa OTIG pEyaAUTEPES YTINpPETies /
Popeig Tou, TTOU UAOTTOIOUV Ta PeydAa dnuooia €pya Kal €ival TTIOTOTTOINUEVEG
katé I1ISO, 6mmwg n Eyvatia O86 A.E., Tnv AtTiké MeTpd A.E., Tnv EYAE-TTAGE. H
moToTToinoNnN OAWY TWV UTTHPECHLV - Tou Katd ISO atroteAei Tov €TTOPEVO OTOXO
Mag dnAadr TRV gl0aywyr d1adIKaoiwy dlac@AaAiong TroidTNTag KaTd ISO o€ OAeg
TIG YTINPECIES, EITE TTAPAYWYIKEG —KATOOKEUAOTIKEG, EITE ETTITENIKEG.

O1 €Aeyxol auToi PTTOPOUV  va TIpoAdPBouv evdexOuevn atmoOkAion atmd TIG
TTPOBIAYPAPES,  KATTOIO KAKOTEXVIQ, A@OU Ol €K TWV UCTEPWYV OIATTIOTWHEVEG
QO0TOXiEG OEV AVATAGOOVTAl OUTE EUKOAO OUTE OIKOVOUIKA.

2€ QUTOV aKPIBWS - TOV. OTOXO ATTORAETTOUV  Ta KPATIKA €pyaoTAPIa €AEyXOU
TToIOTNTOG.

2AMEPO OTNV--XWPA HPAG AEITOUPYOUV APKETA €PYAOTAPIA €AEYXOU TTOIOTNTAG,
Anpooia kol I81wWTIKA.

Ta Anpéoia epyaoTipia civai:

- To KEAE (Kevrpiké EpyaoTripio Anpociwv Epywv)

- Ta MNMEAE (dnAadn ta [Mepipepeiakd Epyaotipia Anudoiwyv, Ta otroia gival
OUVOAIKG 12)

- Ta NEAE (6nAadn ta 30 gpyactipia Twv A/voewv TeXVIKWV YTTNPECIWV TWV
NOMOpPXIaKWV auTOdIOIKACEWV)

- Kai ToAU Aiya EpyaoThpia Afuwv
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Mépav autwyv uttdpxouv apkeTd 18IwTIKG epyaoTripia (~40, ek Twv oTToiwv- 20
otnv ATTIKA) pe e€eidikeuon (Kal TTOANEG QOPEC avTioTolXn .TTIOTOTIOINCN)  Of
OUYKEKPIPEVOUG EAEYXOUG (UAIKWYV, KOTAOKEUWV).

2AMEPQ, Ao Tnv UTTapén Kal AeIToupyia OAwWvV Twv TTOPATTAVW. €PYAOTNRIWV
UTTAPXEl €vag ATUTTOG QVTOYWVIOUOG METOEU TOuG. AUTOG O aviaywviouog
EMTAONKE pe TNV eUTTAOKN (ONA. PE TRV AvAANWN KATTOIWYV. POAWV) TWV. IDIWTWV
ota Anuoéoia épya, eite wg Construction Managers (Pe uTToXpEéwan UAOTIOINONG
OUNTTANPWHATIKWY €AEYXWV  TTOIOTNTAG OTA UEYAAA €pya), €iTE WG ETAIPEIEG
Tapaxwpnoewv ota Epya Mapaxwpnong, €ite wg-EZMEA (EIBIKOS - ZUuBoUANOg
EAéyxou 1ng TlloidtnTag Twv €pywv TIOU OuyxpnuarodoTouvral. oTrdé Tnv
EupwTtraiki ‘Evwon).

Eival onpavTtiké dpwg OAol va AEIToupyouv PE ETHOTNUOVIKA. TEKUNPIWPEVO TPOTTO
Kal ue Bdaon d1EBVWG aTTOOEKTEG HEBODOUG KAl TEXVIKEG KAl [PE TN XPnoiuoTtroinon
TOU KATAAANAou, BaBuovounuévou eCOTTAIOPOU, Ot OAEG TIG PACEIC TOU £Pyou
Toug (OTIG OEIyUATOANWIEG, OTOUG ETTITOTIOU EAEYXOUG, OTOUG EPYQOTNPIOKOUG
EAEYXOUG KATT).

Eivai mrpogpavég o611 n diamioteuon. Twv EpyaocTtnpiwv, oTOUG ETTINEPOUG
eAéyxoug TTou avaAauBdvouy, gival KUpiapyxog aToxXog Jag yia OAa Ta epyacTrpia
NG XWPaAg.

Mpétrel ouviopa va @BACOUNPE OTO- ONUEIO VO PNV ETTITPETTOUME O KavEva
epyaoTrpio (dNUOCIo 1 18IWTIKO) - va ~UAOTIOIEL. EAEYXOUG TTOIOTNTAG YIA TOUG
otroioug dev é€xel diatrioteuon. To BEpa TG -dIATTIOTEUONG WG £va €CAIPETIKA
ONPAvTIKG BAPa yia TNV d1ac@AAion - TNG OIOTTIOTIAG TWV OTTOTEAECUATWY TWV
EAEYXWV KAl TNV TTPAYMATIKA - £EA0QANION TNG TOIOTNTAG OTA UAIKA Kal OTIG
KOTOOKEUEG.

Opwg via Ta Anuoéoia EpyaoTipid, 10 Béua NG dIATTioTEUONG TOUG dEV Eival TO
Movadikd Toug TTPORANpa. “AvtiBeta, -n. aduvapia Aaueong OIATTIOTEUCTG TOUG
TIPOKUTITEl ATTO GAAG TTPOPBANUATA TTOU €XOUV KAl KUPIWG aTTO TNV €ANITTH TOUG
oTeAEXWON Kal opydvwaon.

Ta Anuéoia EpyaoTipia -duoTUXWG £XOUV OfPEPA TTOAAEG adUVAIEG, TTOU
ammaITOUV  OAOKANPWEVEG AUCEIG.. ©Oa KAvw MIa ouvioun avagopd oTd
TTPOBAAPATA AUTA KAl TIG EVEPYEIEG TTOU TTPETTEI VA YiVOUV VIO TNV QVTIUETWTTION
TOUG.

To Kevipikd EpyaoTtipio Anpociwv Epywv

ATtToTeAEITAI QTTO TTEVTE TURUATA.
1.~ TuRpo CewTtexvikng Mnxavikng

O16paoTNPIOTATES TOU TTEPIAQUBAVOUV:
ExTéAean OEIYPIATOANTITIKWYV YEWTPROEWV
ExTéAeon €111 TOTTOU DOKIPWYV KAl HETPOEWV
EpyaoTtnpiokég  OOKIUEG  €DAMONNXAVIKAG,  BPAXOWNXAVIKAG  Kal
YEWUPAOUATWYV
AuTtoyieg Kal ouvTagn TEXVIKWYV EKBECEWV YIO BEPENIWOTEIG TEXVIKWV EPYWV,
yla TTEPIOXEG TTOU TTapouciafouv TTpoBAAPaTa €uoTdBEIOg TTPAVWY KAl
QOTOXiEG EpYyWV

. 0 .
“‘ “‘ “‘

‘:,
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2. TuARua YAIKWV 00wV Kal 0000TPWHUATWY

O1 6pacTnPIOTNTEG TOU TTEPIAQUBAVOUV:

e EAéyxoug UAIKwV 0dooTpwdaTWY (adpavr, okAnpd adpavr); aviioAioBnpa
adpavn)
EpyoTagiakd €AeyX0 KATAOKEUNG ETTIXWHATWY KAl 0000TPWHATWY
EAéyxoug ao@AaATwY, aCQAATOUIYUATWY, A0PAATOOKUPODEUATWY
EA€yxoug UNIKWV opIfOVTIOG Kal KABETNG oruavong
EAéyxoug emmidoong diaypaupiocwyv
XNUIKEG AVOAUOEIG TOIUEVTOU, VEPOU K.T.A.
MePIOBIKOG EAEYXO ETTIPAVEIOKWY XAPAKTNPIOTIKWY. 0000 TPWHATWV
3.  TunRua Texvikwv YAIKWY Kal ZTOIXEIwV

O1 6pacTnPIOTNTEG TOU TTEPIAQUBAVOUV:

> EpyaoTnpiokéG OOKIMEG OTO TOIMEVTO, - OKUPOOEUQ, XAAUBEG OTTAIONOU
OKUPOOEUATOG Kal AOITTA PETAAAIKA QVTIKEIPEVA, ~ OOMIKA UAIKA OTTWG
BepUOUOVWTIKA, TOUBAQ, KUBOAIBOI
MeAETEG OUVOEONG OKUPOBEPATOG
MupnvoAnyicg oKANPUUEVOU OKUPODEUATOG
AuTtoyieg — delypatoAnyieg yia Tn digpelvnon TG KaTdoTaong OTTIOUOU O€
TTPORANMATIKA KTipIO

Vv v

4.  TuApa Mnxavikou E¢otrAiopou
Mapéxel Texvikn uttooTthpign o1o KEAE:

5. TuARua Emotrreiag Aoimmwv Epyactnpiwv Kai AlIoKpIBWOEWY ZUCKEUWYV Kl
Opyavwyv pe appodIdTNTEG:
% Tn xopnynon- adeiac-AsiToupyiag Kai Tnv €ETTOTITEIN €EPYOTALIAKWY Kal
IDIWTIKWYV EPYACTNPIWY CUMPWVA JE OXETIKN YTTOUPYIKA ATTOQaOoN
Tn d1akpiBwon CUCKEUWYV Kal OpYAvVWY.-OTTWG:
% OlaKpiBwon . evOEIKTN -OUVOUNG .0€ €PYAOTNPIAKEG MNXAVEG BAiwng —
eQPEAKUTOU
% ENEYXOG OUVOUOMETPIKWV QAKTUAIWV

6. Tn dioiknTIKA utrooTrpicn oto KEAE Trapéxel 1o Avegdptnto Turua
Aloiknong Alaxeipiong kai ['papuareiag

MapdaAAnAa 10 KEAE

EkmpoowTrei 10 YINEXQAE oto EZYA(EBVIKG ZUoTnua AlatrioTeuong)
Metéxel.otnv Evwon twv EupwTraikwy EpyacTtnpiwv OdoTtroliag (FEHRL)
Meréxer. oe Texvikég emtpotég Tou EAOT (EAANVIKGG Opyaviouog
TuTtroTroinong)

2uvepyacetal- ye Exkmmaudeutik@ 1dpupaTa oTnv eKTTOVNOn SITTAWUATIKWY
EPYAOIWV

‘Exel dpopoloynoel Twv AvaBewpnon Tou Kavoviopou TexvoAloyiag
XaAuBwv OTAIopoU  Zkupodépartog kal Tou Kavoviopou TexvoAoyiag
2KUPODEUATOG.

- e
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+ To KEAE umdyetar wg A/von A14 otn levikp AietBuvon [Moiétntag
Anpooiwv Epywv g IN.I.A.E.

Nna apketd xpovia 1o KEAE dev BonBribnke yia va eKouyXpovioBei- Kal va
MTTOpEcEl va avaAdfel onuavTikoug yia Ta Onuooia €pya pPOAOUG - Kai
OpaoTNPEIOTNTEG, OTTWG EKAVAV TA QVTIOTOIXA EPYAOTHPIO Ot GAAEG. EUPWTTAIKES
XWPEG. ZTAdIOKA PEYEBUVONKAV APKETA TTPAKTIKA TTPORAAMOTA, TA OTOia, O€
ouvduaopud e TNV EANAEIYn  €VOG  OUYXPOVOU - TTPOCOVATOANIGUOU, €XOUV
uttoBabpioel Tov poAo Tou.

To KEAE €xer emiong mpoBAfuarta TTANPOUG aviamokpiong o€ -QUO. ~aKOMN
UTTOXPEWOEIG TOU:

- TOV €AEYXO TWV HOVADWYV TTAPAYWYNG £TOINOU OKUPODEUATOS KOl

- Tnv ad€loddTnon KAl TTapakoAoudnon Tng “Asioupyiag Twv  IDIWTIKWVY
EpyaoTtnpiwv kai Twv Epyotagiokwyv Epyaotnpiwv Twv avaddxwy Twv £pywv.
Ta tepiocdtepa ammd 1o 12 u@ioTdpeva [Mepipepeiakd Epyaotipia EAEyxwv
MoidétnTag Anpociwv ‘Epywv, €xouv -TTOAU. peydAa- TTpoBAfuaTa, Ta OTToia
€MOPOUV OTNV ATTOTEAEOUATIKOTATA KAl ATTOQOTIKOTNTA TOUG.

2TNV OUVEXEIQ ATTECTAAAN TO TTOPAKATW EPWTNMOTOAOYIO 0 100 Zuvepyaldueveg
TeXVIKEG ETAIPEIEG TTOU OPATTNPIOTTOIOUVTAI OTO XWPEO TWV KATOOKEUWYV dNUOCiwV
OANG Kal IDIWTIKWV €pywyv. Ta CUMTTEPACMATA ~TTou - £€AXONOav TTapatifevTal
TTAPOKATW.
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MapakaAoupe agloloyeiote v YTInpeoia
emAéyoviag amd Tnv  KAigaka BaBuoAdynong

QVTATTOKPIVETAI KATA TNV Kpion oag oTo BaBuo IKavoTToinoAg oag.
EpyaoThplo e TO OTTOI0 CUVEPYOOTHKATE:
Aokiun/ég TTou TTpayuatoTTroiOnke/av (KWAIKOG £pYyou Qv UTTAPXE):

Mog Bdoel Twy akOAouBwvV - KpIThPiIWV
TO - apIBUNTIKG- . OTOIXEIO - TTOU

KPITHPIA AZIOAOrHIHZ

BAOMOSIKANOMOLHZI HS

HHog Oa alrtoloyovboateTyy
TOPOYNOUANPECIAOY OOKILUDV;

KAGOAQY

AIFO

METPIA

MNOAY

1. O1 doxyeg oloxAnpaOnkay eviog tov
TPOPAETOUEVOD ypOVOUD;

2. Av vau, Bewpeite o611 0 mpoflemouevog
XPOvog eivor eDA0YOS;

3. lpoyuotomonOnxay o1 dokiues Omws eiye
ovpupwvnOei;

4. O1 O101KNTIKES OLOTOTTWOEIS NTOV EDKOAES,

5. H ovvolikn elomnpétnon oog omo toug
OTOAANAODS UG HTOW IKOVOTOINTIKY;

HocOoaalioloyovoateyevika;

6. Tnv teyvin vroothpiln (mAnpotnta. tov
elomliouon, Kataption Tov. IPoswTIKoD, K.4.)

7. Tovg opovg tns ooupfacns

8.Tnv evkolia emikotvaviog ue to Kévipo.uag
(7. (Tnon Tnpopopimv; K.A.7)

9. Tny TpocpepouEVn TOIOTHTA DTNPETIODOV
g€ ayéon UE TO. THIOAOVLG, LG

10. Io10tnTo: mpoopepouevemyv vINPecIOY o
OYETN LUE OVTH AVIOYWVIOTIKOV ETAIPELDV
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Oa emmavahauBdavare Tn ouvepyaoia pe Tnv YTTNPETia pag;

NAIC OXit

Oa ouoThvare TNV YTnpeoia yag o€ GAAoug;

NAIF] OXl!

2XO6A1d - MapaTnpRoEIC:
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AMNOTEAEZMATA EPEYNAz

1. Ot Sokipéc oAokAnpwBnKav evtdc Tou poPAendpevou N,

Xpovou;
EoAl MMétpia WAlyo MKaBohou

9%
10% l‘

2. Av vai, Oswpeite otL o tpoBAenopevog Xpovog ival sUAoyoc;

KaBohou
2%

\

Alyo
6%

3. MpaypatonotiBnkav oL SoKLpEC Onwc sixe cupdwvnOEei;

H[loAU B Métpla ®Aiyo B KaBohou

6%
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4. OL SLOIKNTLKEC SLATUTTWOELG HTOV EUKOAEC;
6% 2%

“ H oML
B MéeétpLa
mAiyo

B W KaBdhou
# “ 5 -
£ Ao 4 g
rd " o
", rd
e, 4 f,

5. H ouvoAwn e€umnpétnon oog and touc urtaAAAouc pog ATav
LKOLVOTTOLNTLKA;

EMoAl MAlyo W Métpla MKaBohou

4%

6.Tnv re;(vLKr’i Ul'thO"[ﬁplﬁn (mAnpotnta tou e€onAlopou,
KOTAPTLON TOU IPOCWTIILKOU, K.A.)

EToAl MAilyo W Métpia MKabBohou

0% 0%
0
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7. Toug 6poug TG cUMBaconc

MoAl MAlyo mMétpla MKaBoAou L%
. \
1% i N
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8.Tnv eukoAia erkowvwviog pe to Kévrpo pag (r.x Zjtnon
nAnpodoplwy, K.A.1t)

EToAl MAlyo mMétpa MKaBohou

5% 2%

£ .--‘-' "'-._.--._
9. Thv TpoodePOPEVN TOLOTNTA UTNPEGLDV OE OXECN ME TA

TILOAOYLA poiC
EloAd MMétpia WAlyo MKaBohou

2% 0%
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10. Nowdtnta tPpochEPOUEVWV UTINPECLWV OE OXECH LE QUTH
OVTOYWVLOTLKWY ETALPELWV

EoAl EMMétpla WAilyo MKaBohou

4%

6% 0%

Qa enavalappdavarte tn auui-:pva.cria HE TNV YIinpeoia poc;
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KE®AAAIO 6

2YMMNEPAZMATA

H maykoouiotroinon kai n eEATTAWGON Tou NAEKTPOVIKOU-EUTTOPIOU OAAGCEI OApEPQ
pICIKA TOV TPOTTO PE TOV OTTOIO KABE €TTIXEIPNON avIaywViCeTal TIC AAAEG. TO KA1
yla T dlatApnon €vog aviaywvIoTIKOU TTAEOVEKTHHATOG gival-0 KaTavaAwThg. Ol
ETAIPEIEG TTPETTEI va YyVwpPICouv TTolol €ival TTEAAGTEG. TOUG, TIOIEC KATNYOPIES
TTEAATWV ATTOPEPOUV TA TTEPICCOTEPA KEPDN -Kal. TI Ba- KpaATAEl auTtoUG TOUG
TTEAATEG IKAVOTTOINUEVOUG KAl AQOCIWHPEVOUG VIO TTOAU KaIPO.

O1 €1mevdUOEIC TWV ETAIPEILV OTN TTANPOPOPIKY OTO TOMEA TnNG dlaxeipiong
TTEAQTWV OUVEXICOUV VA ATTOTEAOUV UWNAR TTROTEPAIOTATA: TTAPA TNV OIKOVOMIKA
upeon.

To CRM &¢v gival éva AoyIouIKO TTAKETO TTOU-ayoPAClel JIa ETTIXEIPAOEI KAl QUEAVEI
TN MOTOTNTA TWV TTEAATWYV POVO Kal-POVo aTTd auTd. Ae XpeIAleTal avTioTaon OTIG
OAOYEG €K MEPOUG TWV ETTIXEIPNOEWY - OAAG - ©Bevapr] utToOoTAPIEN aTTO TO
management Kal TOUG ECWTEPIKO TNG Taipeiag, Kupiwg TTPETTEI va EVOTEPVIOTEI TN
TTEAATOKEVTPIKN QIAOCOQia OAGKANPN ETTIXEIPAOEIL.

To eTTiKEVTPO OAWV TWV ETTIXEIPNCIAKWY. dIAdIKOTIWY TTPETTEI VA €ival 0 TTEAATNG,
va Tou ONMIOUPYEI KivNTPa ' yia ETTAVAAQUPAVONEVES AYOPES, YEYOVOS TTOU 00nyEi
otnv agociwon . Ooov.agopd TNV €AANVIKN ayopd ekeivn BPIOKETAI AKOUQ OTN
yévvnon agou eAAxIOTEG eTalpeieg €xouv- erevduoel oe cuoThpaTta CRM. Eivai
adApITN avaykn Ol ETTIXEIPAOEIS VA KATAPEPOUV va dnNUIOUPYACOUV UTTOOONEG TTOU
Ba emTpéTTouv TNV dueon dlokivnon Twv TTANPOQOPILY O OAO TO QACHA TNG
ETTIXEIPNONG.

EmmAéov 1o ouotiuata CRM Tipémel va  eival €UENIKTO KAl va  €XOUV
QPXITEKTOVIKI-N-OTTOIa-€XEL TN OUVATOTNTA VO CUVEPYQOTEI PIE ATTODOTIKO TPOTTO PE
TA UTTOAOITTOL OUCTHUATA PIOG-ETTIXEIPNONG.

AKOUN yia. TNV emTuxh e@apuoyn piag CRM @iAoco@iag atraiteital pia OUVOAIKN)
avadiopyavwon,. aAAQyEG. aTn -@IAocO@ia Twv OIOIKOUVTWY TNG ETTIXEIPNONG KOl
AVOOXEDIOOUO TWV-UPIOTAPEVWY ETAIPIKWY OIadIKACIWY Kal va TeBEI wg BaoIKn
KAl OUCIQOTIKA TTPOTEPAIOTATA N IKAVOTTOINON TWV TTEAATWY. 2€ TTEPITITWOEIG TTOU
QuTO EXEl ETTETEUXON 01 €TaIpEieg €ival TTI0 KEPOOPOPES Kal Bonbouv OTn
TTPORAEYN TNG THOAVIG ayoPACTIKA CUPTTEPIPOPAS TWV TTEAATWY. ZUVEPYATNG OF
auté. civar . kar. - To e-CRM Trou atroteAei pia oAokAnpwuévol TTpooéyyion
avayvwpiong, -TPOOEAKUONG OTTOKTNONG KAl  dIaTpNoNnNg Twv TIEAATWV  ME
NAEKTPOVIKO TPOTTO; HEOW TOU BIAdIKTIOU.
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Ev KatakA€id! dev TTPETTEI va CUYXEETAI N adPAVEIQ TOU TTEAATH, ME TNV APOTiwon.
To yeyovog 61 évag TTeAATNG Eavayopddel atmo Tov idio TTpopnBeuTh Og onpaivel
aTToPAiTATA OTI €ival IKAVOTTOINUEVOSG APA KAl AQOCIWHPEVOS -OE AUTOV. - 2ZUXVA Ol
TTEAATEG, €ite ammd EAAeIYn xpovou, €ite ammd EANEIYN EVOAAQKTIKWY ETTIAOYWV ,N
aKOpa Kal a1rd adlagopia egakoAouBouv va ayopdlouv atro Tov. idlo-TTpounBeuTh,
TTPAyua TTou Ba TTPETTEl TTAVTA VO UTTAPXEI OTN OKEWN TWV PEAETNTWV KATA TN
OIAPKEIO EPEUVAG OUUTTEPIPOPAG TTEAATWYV. H diagopomoinuévn JETAXEIPION TwV
TTeAATWV OE Onuaivel OTI KATTOIOI TTEAATEG BEXOVTAL. €EEUTTNPETNON . KATWTEPNG
TToIOTNTAG, OAAG OTI KABE TTEAATNG Ba dEXETAI TNV €EUTTNPETNON TTOU CUVADEI HE
TIG 101AITEPES AVAYKEG TOU.
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	EXOFILO
	LOGISTICS CRM STELIOS RALLIS
	Αυτό σημαίνει ότι η εξυπηρέτηση των πελατών πρέπει να έρχεται πρώτη στις προτεραιότητες της επιχείρησης, μια φιλοσοφία (αυτή της Διαχείρισης των Σχέσεων με τους Πελάτες) που δεν είναι καινούργια, κάθε άλλο, υπήρχε από τη στιγμή που εμφανίσθηκαν οι πρώτες εμπορικές συναλλαγές. Αρκεί να σκεφτούμε το μαγαζί της γειτονιάς και τις προσωπικές σχέσεις με τον ιδιοκτήτη του.
	Το 1850 οι επιχειρήσεις προσανατολίζονταν στην παραγωγή (market orientation) καθώς μπορούσαν να πωλήσουν σχεδόν ό,τι παρήγαγαν. Στις αρχές του 1900 όμως όταν ο ανταγωνισμός άρχισε να αυξάνει δυναμικά και ο πελάτης να αποκτά μεγαλύτερη δύναμη, οι επιχειρήσεις άρχισαν να προσανατολίζονται στις πωλήσεις (sales orientation). Το 1950 οι επιχειρήσεις συνειδητοποιούν ότι πρέπει να καλύπτουν πλήρως τις ανάγκες των πελατών, παρά να προσπαθούν να τους πείσουν να αγοράσουν αυτό που έχουν προς πώληση. Έτσι περάσαμε στον προσανατολισμό στο marketing (marketing orientation) όπου στόχος είναι η ανταπόκριση στις επιθυμίες του πελάτη.
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