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KENTPO ESEADMTON MAMATIEP E

BMC workshop

IK € M EA To avTikeipevo Tng mapovoiaong

H mapouciaon mou akoAou®ci, pIA0d0EEi va oag evnUEPWOE!
via Tnv €g€Aifn rou marketing, n omoia odnynoe ornv
Xpnon Kai xpnoipérnra rov Business Model Canvas
(BMC)

To BMC cival éva oUyXpovo emyeipnHAariko epyalAcio yia
OTIOIAdNTITOTE EMYEIPNON, TTIOU E18IKA OTNV MEPIMTTWON TWV
startups, peyioromoigi Tnv duvarérnra kar méavérnra
HETATPOMC TNG EMXEIPNHATIKAG 18€ag o€ Biwoiun
EmMYeipnon

Eivar emvénon rou Alexander Osterwalder,
http://alexosterwalder.com/

Mia anté TiI¢ eAdXI10TES IEPIMTWOEIS TTOU £€va Eupwraiko
eEmXeIpNHATIKO epyalAcio karakTd ri¢ HIA.



< € M EA H E¢éAifn Tou Marketing

KENTPO ESEADMTON MAMATIEP EAAALDT

NMwg peTaBARNOnke 1o Baociko epwTnua oro MKT ;

Mpooéyyion Mpooéyyion Mpooéyyion
Mpoidvrog Ayopag MeAarn

T1 €XEIG IO Ti {nTas1 n T {nrae1 o
MwAnon Ayopa MeAarng

TEXNOAOrIIA NAHPO®OPIAZ /| MEIQZH KOZTOYZ >




AnAadi....

A6 1o «MrmopeiTe va SIAAESETE OTIONI0 XPWHA OEAETE, APKEI Va gival

-:HaUpo» ToU Henry Ford, oTnv €emAoyn Kal ayopd auToOKIVITOU, AKOMN
Kol HEow ebay Motors!!!

wiowors ¢

1925 Ford Model T

Best car buying apps

10/1/2022



Wik ¢ Mena H E¢éAiEn Tou Marketing

KENTPO E2EAOMTOMN MAMATIEP EAAANDE

Kal emiong....

Ano 116 2 emAOYEG Yia 6Aoug Tou 1917 ammé Tnv Converse (T1 £XEI6 yia
mMwAnon), ornv emAoOYH TG ayopdg amo diapopa €idn kKal Hapkeg (T1 {nTaci
n ayopd), 0TO MMPOCWITIKO uRVUpa Tou Ba ROeAe o0 meEAATNG OTA TTATIOUTO 1A
TOoU (T1 {nTaEl 0 TEAGTNG).

All Star o€ ka@é kal Aeuko (No skid)  Aidpopeg pdapkeg ABANTIKWY MpoowTTIKG Privupa, oudda, Hashtag KATT

10/1/2022


http://4.kicksonfire.net/wp-content/uploads/2015/10/NIKEiD.jpg?feae65

u K € M CA Ané Ta 4P Tou Marketing Mix oTo
KENTPO ESEADMTOIN MAMATZEP EAAAACE Business Model canvas

2 BAOCIKEG £VVOIEG HE TIG OTIOIEC HEYAAWOAHE TIC TIPOOPATES DEKUETIES
nrav To Marketing Mix pg Ta 4P, ka1 To Product Life Cycle

PRODUCT
~

To
Marketing Mix
4P

PLAC FGP\OP‘() ION}

A

Agv nTav Tuxaio mwg ora 4 oToIXEia TOU PEiypHaATOG marketmg
8ev nmepiAapfaverar o meAarng.

10/1/2022




Ané Ta 4P Tou Marketing Mix oTo

& a -
LK € MGA Business Model Canvas

KENTPO ESEADMTON MAMATIEP EAAALDT

H £€¢€Aign Tou Marketing

2 BAOCIKEG £VVOIEG HE TIC OTTOIEC HEYAAWOCAHE TIC TIPOOTPATESG OEKAETIES
nrav To Marketing Mix pe Ta 4P, ka1 To Product Life Cycle

To Product Life Cycle cival pia ka@apa mpoiovrikn ontik Tou Marketing.

A

Stage of the product life cycle I

Introduction Growth

Maturity

Deocline

\

Total incdustry
sales revenue

Total iIndustry
profit

/—\
__—/é \

Sales revenus or profit

ZNHEIWTEO OTI HAG

KaBodnyouoe yia 1o €idog |

|04
2
4

ot H MARKETING G STRESS MAINTAIN BRAND HARVESTING,
Cvgpvalwv Market'“g OBJECTIVE AWARENESS DIFFERENTIATION LOYALTY DELETION
mou Oa £mpeme [Sormootmon T2 " bres MY P
Va UAO'I'I'O""OOU"C ( One More versions Full BestselD
Product product line
(&) o (]
0'£ Ka £ o“ra Io. Skimming or Galn markot Deotond Stay profitable
Price poenetration share, deal market share,
profit
l > Intorm, Stress Remindear Minimal
Promotion aciucate acampetitive oriented pramaotion
& differencos
Limited More outlots Maximum Feweor outiets

Place
(distribution)

10/1/2022

outlets



& - - Ano Ta 4P Tou Marketing Mix oto
I'mlfmcmM Si:‘ Business Model Canvas

H £€¢€Aign Tou Marketing

2 BAOCIKEG £VVOIEG HE TIC OTTOIEC HEYAAWOCAHE TIC TIPOOTPATESG OEKAETIES
nrav To Marketing Mix pe Ta 4P, ka1 To Product Life Cycle

To Product Life Cycle cival pia ka@apa mpoiovrikn ontik Tou Marketing.

— Stage of the product life cycle I

Introduction Growth Maturity Decline

Total incdustry
sales revenue

Total iIndustry
profit

B

Kabodnyouoe yia To €idog 5%7 s 8 |

Sales revenus of profit

ZNHEIWTEO OTI HAG

- 5 MARKETING GAIN STRESS MAINTAIN BRAND HARVESTING,
£v€pv£lwv Market'“g OBJECTIVE AWARENESS DIFFERENTIATION LOYALTY DELETION
mou Oa émpeme |comporion T2 " Mzes MF“"V H Reciced
y
va uAoTtroin Prod t O ngﬁu ‘Prod t° es’
goupE ~Rroduc ne Versions Treduc
50 . - S
0'£ Ka £ o“raalo. Skimming or Galn markot (8 Stay profitable
Price penetration share, deal market share,
profit
l - Inform, Stress Remindear Minimal
Promotion > aciucate aampetitive oriented pramaotion
differencos
Place Limited More outlots Maximum Feweor outiets
(distribution) outlets

10/1/2022 8



IK € M CA Ané Ta 4P rou Marketing Mix oTo
KEMTPO ESEADNTON MANATIEP EAAAADT B“Siness MOdeI canvas

A6 1o Product Life Cycle oro Customer Life Cycle

H €$€AIn TwV uTTOAOYIOTWYV £0WOE TEPGOTIA WONON O€
gepyaAcia kal pe0odoug omwg Tto Database Marketing, kai
1o CRM (Customer Relationship Marketing) pe amoréAsopa
Vda HITOPOUV Ol ETAIPEIES VA «PTAVOUV» TOV KABe éva
mMeEAATN.

O1 mMpooWTKOI UTTOAOYIOTESG OTA TEAN TNG deKasTiag Tou ‘90
Kal n ékpnén tou Web Marketing, Twv Social Media, Tou
Mobile Marketing kAmn. edpaiwoe 1o Interactive Marketing.
ANAadn eMETPEWYE OE MEAATES KAl ETAIPEIES VA ETTIKOIVWVOUV
ameuvOeiag .

To Product Life Cycle 8ev pmmopei MA€OV va EKTTPOCWTIEI
TNV VEA KATAOCTAON .

To Customer Life Cycle, TO0 «uUmmoOKaT€oTNOEY,



1K € M EA

Ané Ta 4P Tou Marketing Mix oTo

-
KENTPO E2EAOMTOMN MAMATIEP EAAANDE B“Sl ness MOdeI canvas

Amnt6é 1o Product oro Customer Life Cycle
Molo gival autd ?

O Kvkhog Zong tov Iledd

Kevo MpooéAkuong

AuvnTiKO - < 3 2
’ ) n::,}\ndmgg Kevo ATToKkTnONngG
Kevo MNvwong

ESutrnpernon
MeAdrn

Kevo Ailatnphd

Mnyn: OgilvyOne

10



Ané Ta 4P Tou Marketing Mix oTo
Ii'ﬁmgmM SM/: Business Model Canvas

Amnt6é 1o Product oro Customer Life Cycle
Molo gival autd ?

MmiopeiTe va 1o S€&iTeE ka1 HE AUTH TV HOPPI]

EITOXEITD

11



IK € M CA Ané Ta 4P rou Marketing Mix oTo
KEMTPO ESEADNTON MANATIEP EAAAADT B“Siness MOdeI canvas

H €¢€AIEn TOU O1aAOYOU HE TOUG TTIEAATEG

210 mapadoociako Marketing Mix Twv 4P,

APKOUCE OUXVA N €0Tiaon o€ £va Baciko 6@eAog, To
USP (Unique Selling Proposition), n diapnuion amnoé 1-2
Baocika péoca, Kal icwg Kal N MAPOXN KAMMoIou
TTPOWONTIKOU KIVATPOU, TIPOKEIHEVOU VA ETMITUXOUHME
MMWANOCEIG.

To marketing QTav £€évag EMKOIVWVIAKOG HOVOSPOHMOG.

2€ avrtiOeon pe To mMapeAOov, n cuyxpovn
EMYEIPNHATIKOTNTA ATTAITEI O1AOPACTIKN, SIATIPOCWITIKN
Kal ONUIOUPYIKN EMKOIVWVIA HE TOUG TIEAATEG, MAVTA HE
6poug ENTTAOKNG TOU TTEAATN.

AnAadn



¥1< € M EA Ano Ta 4P Tou Marketing Mix oto
KEMTPO ESEADNTON MANATIEP EAAAADT B“Siness MOdeI canvas

Ta 3 €idn onpeEiwyv eMa@ng HE MEAATES

Paid:

Mapadooiaka Kal Yn@laka S10@nNUICTIKA KUPiwg

HEoO, omwg TV spots, PPC Ads, Posters KAm.

Owned:

EAsyxopeva mAnpo@oplaka Kupiwg peoca onnwg Web Page,
Blogs, Apps, Facebook page KArm.

Earned:

Mn eAeyXOHEVA KOIVWVIKA HETO OTTWG Re-tweets,

Facebook, word-of-mouth kAmn.

10/1/2022 13



I: K ¢ M GA An6é Ta 4P Tou Marketing Mix oto
KENTPO E2EADMTIN MAMATZEP EAAALDE Business Model canvas

ZNHEpA Ta onpeia (touch points) mou o MeAATNG EépXETAI OE ETTAPN
HE TNV eTaIpEia og KaGBe aon Customer Life Cycle cival mapa
moAAda ka1 ota NMapadooiaka €éXouv MPOOoTEDEI Ta YNPIAKA.

________________________ q}h_dlal.(a._._._._._._._._._._._._I
Méoa eTTa@nNg

|

: Social Ads

: pp : Communi

! : ‘ . '. ‘Revuews Forum 7
I Email ’ ! Blog :

|

: :

' Online Ads¢

Direct Mail

& Email %,
\ /4 Word of Mouth
PR e
Ecommerce
Radio
v Mapadooiakd

. . . 14
Print Méoa eTTa@Nnc !




YIK € M GA Ané Ta 4P rou Marketing Mix oro
KENTPO ESEADMNTOIN MANATZEP EAAAADT Business Model canvas

H Oswpnon Twv 4P’s Kal TOYIWHEVEG EVEPYEIEG AVA PAOH
KUKAOU TTIPOIiOVTOG OEV HTTOPOUV VA AVTATTIOKPIOoUuV oTnv
VEA TIPAYHATIKOTNTO .

Ta onMEia ema@ng gival mapa MoAAd Kal | KATAaoTAON
YIVETOI GKOHN MO MOAUTTAOKN KaOwg yia kabe onueio
ema@ng 0a amaitnOei mOavov di1a@opPomoINHEVO
TIEPIEXOHEVO Kal EMKOIVWVIOKN OTPATNYIKN .

Touchpoint Mapping

OdnyoupaocTe AoCITTOV OTNV AVAYKN VO KAVOUHE HIA
xaptoypapnon (Touchpoint Mapping), n omoia Oa
AauBaver ury’ 6Yn Tov eupUTEPO KUKAO (WS TOU TTEAGTN
(Customer Life Cycle).

Oa doupue MpwTa Ta 3 €idN ONUEIWV EMAPNS HE TTEAATES Kal
OTHN CUVEXEIA €va eVOEIKTIKO Template xaproypapnong.

10/1/2022 15



KK ¢ Mca Ané Ta 4P Tou Marketing Mix oo
ENIPO EORONTAR MANATEER EARer Business Model Canvas

Customer

Journey/Life Before Purchase After Purchase
Cycle

Mapping

Touch Points | Awareness | Evaluation | Purchase | Usage | _loyalty

Website
E-Shop
Face to Face
In-Store
Call Center
Facebook
Reviews
Web Forums
Email
Post

Print/TV kAn.

10/1/2022



i< € MEA Amné Ta 4P Tou Marketing Mix
KENTPO EQENONTON MANATZEP EAAAROT oTo Business Model Canvas

Channels, Customer Relationship, Customer Journey
Touch point Mapping.
To mapadsiypa ayopdag piag ¥norapiag Yypaepiou.

10/1/2022 17



I IKE M EA Customer Touchpoint Mapping

KENTPO ESEADNTON MAMNATIEP EAAAADE

Customer
Journey/Life Cycle Before Purchase After Purchase
Mapping
Touch Points | Awareness |  Evaluation |  Purchase |  Usage | loyalty
Leroy Merlin, Installation Video
Website Praktiker, Media By Broil King
Markt kATt
Salonica e-shop, Broil King Salonica e-shop
= el aMa shops €181k mpoodopd
®iAog MNapaAafn/
SR [ Chalandri Shop JuvapuoAoynon
Leroy Merlin,Media
InsStore Markt, Chalandri
Call Center EvtoAn/Ayopd
Facebook
Amazon, Various Skroutz/TiuéEg,
Reviews Brands a&loAoynon

Web Forums

Euxaplotriplo email Juvtayec/ tips.
Up Selling

Email -
mal Cross Selling

s ey A A et



KK ¢ M EA Ané Ta 4P Trou Marketing Mix
KENTPO EOEAONTQN MANATZEP EAAAAOX o-ro Business M od el c anv a s

TEAIKG TO AYyOopaAOTIKO £YIVE KAl YEUOTIKO Tagid! TTOU
AVOVEWVETUI CUVEXWC HE VEEC OUVTAYES

w /i)

Apviocia hamburgers pe Tlarlixi

10/1/2022 19


http://www.firestuff.gr/Portals/0/productimages/522_08595.jpg

u IK € M GA Customer Touchpoint Mapping
KENTPO EOEAONTQN MANATZEP EAAAAOZ na E aasl! [l Ia cross sel I i ng_

BROIL KING ZTHPIFMATA A ®TEPA KAl MMOYTIA KOTOMOYAO.
e T 30,00 €
«  STHPITMATA TA OTEPA KAl MMOYTIA KOTOMOYAOY.

10/1/2022 20



& - - A6 Ta 4P Tou Marketing Mix
I'mlﬁmcmM Snﬂ oTo Business Model Canvas

Fromm 4 P’s To SAVE

Product » Solution

ﬂ - a >
Place » Access

- — >

P
F I Price » V4 Value

’
> ‘ B — lEducauonl |
S nJ »  JEngagement

E181ka oTov Topéa B2C n €§icowon NMNwARCewyv 1ou givai

Sales = Performance + Emotion

Price
ATTAITEI S1APOPETIKNA EUPAOCN TIPOG TNV AOYIKN Kdl TO oUuVaioOnua
TOU TTEAATN, TTOU Ipoummo0éTel epummAokn (Engagement), kdari mmou

npooTéOnke oro SAVE.
10/1/2022 21



& = - Ané Ta 4P rou Marketing Mix
I.mlijmM Smﬁ oto Business Model Canvas

AvTi yia To ipoiov (product), eoTiaore ornv Auon (Solution)

MpoodiopicTE TRV TPOCPOPA OE OXEON HE KOAUTITOHEVEG
AVAYKEG/AUOEIG, OXI 1I010TNTEG, AEITOUPYIEG KOl TEXVIKA
XAPAKTNPICTIKA.

[3 EYPQMAIKH

nIZTHW \f{i
. N

10/1/2022 22



K € M EA Ané Ta 4P Tou Marketing Mix
ENTRO EGERONTEN MANATELF EAMAROE oTo Business Model Canvas

AvrTi yia Tnv diavopn (place), eoTiaore ornv MpéoBaon (Access)

AnpioupynNoTE £€va OAOKANPWHEVO CUCTNHA ETAIPIKNG TTAPOUTIAS OTA
KavaAila, HE Baon To CUVOAIKO «ayopaoTIKO Taidl» TOu MEAATN, AVTi va
OWOETE EHPAOCT OE HEHOVWHEVA CHHEIA S1AVONNG Kal KavaAia
EMKOIVWVidag.

10/1/2022 23



& - - Amé Ta 4P Tou Marketing Mix
I'mlﬁmcmM Snﬂ oT1o Business Model Canvas

AvrTi yia Tnv Tign (price), eoTiaore ornv ASia (Value)

AvapepOciTe OTA OPEAN TOU TIPOIOVTOG/UTINPETIAG OOG OE OXEON HE
TNV TIHN TOU XWPIiC VO OWOETE EH@AON OTNV TIHR TOU, OE CUVAPTNON HE
TO KOOTOG TMAPAYWYNG, TTEPIOWPIA KEPOOUG, 1] TINES AVTAYWVICHOU.

EcwTtepikn

napopunon

:2: inner drive

10/1/2022 24



1< € M EA Amné Ta 4P Tou Marketing Mix
I-mmmcm Egm oTo Business Model Canvas

AvTi yia Tnv mpowOnon (promotion), goniaore ornv EKnaidsuon
(Education) xa1 Tnv gumAokn] (engagement) Tou karavaAwTi

MapéXeTe MANPOPOPNON COXETIKN HE S10POPOTTOINHEVES AVAYKESG OE
KaOg onueio Tou «KUKAou {wng» Tou TeEAdarn, avri va Bacileore
amokAsioTika og AiapRpion/PR/MpowOnon.

10/1/2022 25



¥i< € M EA Ané Ta 4P Tou Marketing Mix oTo
KEI;IT;'D EQEADMTON MAMNATIEP EAAAADE B“Siness MOdeI canvas

H eqpappoyn TG MEAATOKEVTPIKNG TIPOCEYYIONG

Ontwg O6a doUpe oTnv cuvéxela, To Business Model
Canvas HaG «KUTTIOXPEWVEI» VA EPUAPHOCOUHE AUTH TV
MEAATOKEVTPIKN OoNTIKN 0TO0 EmM)Xeipnuariké MovteAo
HOG, KOl VA TNV AITOTUTTWOOUHE OE HIa oeAIda.

Agv gival TUXAiO TTWG AVAAUOUHE TV ayopa
XpNnoigomoiwvtag Ta 4P, Kal TNV KATAKTOUHE HE TO
SAVE.

10/1/2022 26



1K € M EA

|}
KENTPO E2EAOMTOMN MAMATIEP EAAANDE B“Sl ness MOdeI canvas

AAAa mipiv va piAfpooupe yia To BMC,
Ti €ival To Emyeipnuariké MovréAo ?

customer

: \‘:‘- . 1 ./ 7 ‘- ~
SapvZi|d=as /o 4




KK e ™M e Opiop6¢ Tou Emycipnuarikot MovréAou

KENTPO E2EAOMTOMN MAMATIEP EAAANDE

To EmixeipnuaTtiké povréAo
TTEPIYPAPEI TTWG HId
Emixeipnon

Anpioupyei Agia ,

TNV Npooc@épel oto MeAATn
Kai ApeiBeral
Steve Blank

28


https://www.youtube.com/watch?v=bVQO1p2rn7k

(o)

/ BEgwarpegela - 'E

EACMTIM MAMATIEP EAAALDE

_Businiess Modet-€anvas (Mepypadn)

/Eﬁtr']ostq ouun)\r']pwcnquorr']twv

Key Partners Key Activitie
Moweg kadoploTikég
EOWTEPIKEG ETAUPLKE
Motot givat ot kuptot Slepyaoiss amautei:
OUVEPYATEC HoG? ..n mpotewouevn afia?
.. Ta KavaAla
Moot givat ot kUpLoL Emkovwviag Kot
npoundsutés pag? Swavourig?
.. OL poéc E006wV

Moiwa onuavtika uéoa

-
/(alue Proposition

TL aéia napéyovue oe

Kade neAatelakn

ouada?

Mowo np6BAnua/ta
ad¢ neAarsiakng

buadac Bondaue va
voei?

't 6éousg npoiovtwv

QMTOKTAUE O
OUVEPYATEG pag?

Key Resources

Motouc kUploug
nopoug/ uéoa amoutey;

Moteg kUptLeg .. H tpotewodpuevn aia!

Spaotnpotnteg .. Tet KavdAi
ekteAoUv ouvepyateg EMKOWVWViaC Kol
nag? Siavounc?
.. N MEAXTELOKE
Ox€0elg?

20£Ce060wv?

ket /n unnpeoLwv
TIPOCPEPOUUE O KAOe
neAatsiakn ouada?
Moteg avaykeg kade
neAatslaknc ouadag

Cost Structure

Mota eivat ta mAgov onuavtika K6otn tou business
model pag?

Motwa ano ta anattovueva péoa ivat ta MAéov
daravnpa?

Moteg Ao TI¢ AMAUTOUUEVES EOWTEPLKEG SLEpyAOie
glvat ot mAéov danavnpég ?

Customer
Relationship

Nwg¢ Siaxepilopaote tnv
TIPOCEYyYLON, ATOKTNON
gfuntnpétnon, avénon kat
MOTOTNTA TWV NMEAQTWV?
Nwg¢ Stacuvdéovral ue ta
Aowna otoyeia tou
business model?

Mooo danavnpa sivar?

Customer
Segments

lNa noteg
MEAQTELAKES OUADES
énuiouvpyouue adia?
Motot givat ot mio

Revenue Streams

Na nowa napeyouevn aéia oL teAarsg €xovral v
nAnpwoouv?
Tt ayopadouv Kat Ti/nw¢ mAnpwvouv cnuepa?
Mw¢ Sa npotipuovoav va nAnpwoouv?
Nwc¢ ta emiuépoug écoda cuuBaAiovv ota

ouvoAwka écoda?

Channels

Méow mowwv kavaAlwv
emudupuouv ol meAATeG pag
Va TOUG MPOCEYYIioOUUE?
MNwg¢ toug pooeyyifouv
dAAeg eTaupeieg?

Mowa kavaAia givat o
arnodotika? Me tL Kootog?
NMwg¢ ouvééovrat ue Tig
ouvnUeleg Twv neAatwy?

onuavrtikoi puog
neAareg?

Nwg
Staoponotovvrat
énuoypa@ika Ko
Yuyxoypapika?

PQOD - I3



Business Model Canvas (Mepwypadn)

IK € M GA

KENTPO ESEAONTON MANATZEP EAAALOX NeAatelokeEg OUAdEC
| Key Partners Key Activities Value Proposition | Customer Customer
Mote¢ KaSOPLOTIKES Relationship Segments
£awr£plkéc sl'alleéC Tt adia napéxauus o€ Nwg diaxetpiiopacte tnv
Motot givat ot kuptot Slepyaoies anoutei: Kka9e neAatelakn npoasm'/wn, OUTO’KT'?U'?
ouVepydTeC pag? ..n mon==—" BV Td gguntnpétnan, avénon kau
g/t MOTOTNTA TWV MEAQTWV?
; Nwg¢ Stacuvdsor—
lMotot givat o~ o ‘ la roteg
9 ’ ’ ’ ’ . ’
mpoun?”  ‘Eyo eTituXnUéVo Emxelpnpotikd oxédo LB (I
I3 s ’ 7 "_’d gival? 5I1MlOUpyOUM£ afla?
nr ONMUOLVEL OTL N ETALPELA EXEL Moot ivat ot rtto
avakoAUPEL TOUG TEAGTEG IOV \nels LT
. , MEAATEG:
1 WV KavaAlwv
EgUT[f]pGTEl ., ) ) v oL meAATEG pag Tietts ,
Awadopetika €idn neAatwv s00eyyicoups? | Stopopomotolvran
. ’ | npooeyyifouv énpoypapikd Kkat
KOTNYOPLOTTOLOUVTOIL UE B(XO‘ N TG loupeisc? Yuyoypapika?
He S0 POPETIKEG AVAYKEC TOUG . tavdAia eivat o
d) P S YKEG S s6otika? Me tL kootog?
Persona 7lwc ouvééovrat ue Tig
ouvnOeleg Twv neAatwv?
| | 1
Cost Structure Revenue Streams
Mowa givau Ta mAov anuavTikd KOaTn Tou business la nowa napexduevn adia ot neAareg Séxovrat va
model pacg? nAnpwoouv?
Mo ané ta anatrovueva péoa sivat ta mAéov Tt ayopddouv kot Ti/mtwg mAnpwvouv oruspa?
danavnpa? Nwg 9a potiuovcayv va tAnpwoouv?
IMoLeg Ao TIC AMAUTOUUEVES ECWTEPIKES SLEPYATIES MNwg ta enpépous égoba oupBdAAouvv ota
gival oL mAéov Sanavnpég ? OouvoAikda écoba?




Wik e M¢

A

KENTPO ESEADMTON MAMATIEP EAAALDT

Business Model Canvas (Mepwypadn)

Mpotaon Aéiag

‘ Key Partners Key Activities Value Proposition | Customer Customer
Moteg KaSoPLOTIKES Relationship Segments
eawrsplkéc £ralle£'c Tt adia napéxauus o€ Nwg diaxetpiiopacte tnv
Moot givat ot kUpLOL Siepyaoies anautei: Kade neAatelakn npoas'w'/wn, andlxrnan
OUVEPYATEG paG? .. npotewopevn aia? | ouada? gfunnpétnon, avnon ko
.. TA KQVAALa Moo npé® TOTOTNTA TWV MEAXTWV?
Motot sivat ot delOl ETTIKOLV )\ 2inrnas ERPN IA-’wc élaUUVG'EOVTal HE T a notec
. - Ol OTOLYELO TOV , ,
npounYdeuteg uag? business model? MEAQTELOKES OUAOES
“a Sanavnpa givau? Snuioupyoupe adia?
Mo onpe” Yy guAAoyn «Mpoidviwv & YINPEGLWV ou . Moot etvat ot rtio
OUTTOKT” , , , N onuavrtikoi puog
ou NPEoopEPOVTOL YLA VOL LKOVOTIOLQOOUV TLG OLVAYKEC oy | mEAGTEG?
TWV MEAATWV cpag | 196 ,
, , -2 | Stapoponotobvral
2updwva pe tov A Osterwalder, n lNpoodepopevn SnuoypagIkd Kat
Afia eivan auto rou v Stadopornotel and tov uxovpagua?
OLVTOYWVLOMO
Awadopetikad otoxeia npoodidouv
«Mpotewopevn Afia» oto meAdtn Onwg =
Kawotopia, anodoon, customization, "getting o
. . . i ) teAareg Séxovrat va
_ the job done", design, brand/status, Tiur, peiwon
Mo KdoTouC Kat/f piokou , mpooBaociudtnta , Kat LA Gl
danav., , , Ja mAnpwoouv?
Moweg ano EV KOAia Xpnoneg. sy €006a auuBdAlouv ota
givat ot TAéov du. ~goa?
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Business Model Canvas (Mepwypadn)

KENTPO ESEADMTON MAMATIEP EAAALDT

KavaAio & Zxeoelg pe Meldrtec

Key Partners

Mowot eiv"H ET[lTUXia Kol N ET[lBi(I)O'rI MLag

Key Activities Value Proposition

Motec KadoPLOTIKES

T aéia napéyovue oe
~AgreLos

ouy ’ ’ ’

ermyeipnonc e€aodpaliletal povo .

epooov £xouv kaBopiosL cwota

p o

t™n aAAnAosnidpaon HE TOV

NeAdtn o€ kAOe otddLo TNG wv
(8 I v
OUV, « anq» Tov . AE 0€ Kad¢e

TOUCH POINTS -k opdda?
Moteg kUpLEG +TOLEC AVAYKEG KATE
épaotnplotntes 0 Kavahia neAatslaknc ouadag
EKTEAOUV OUVEPYATES EMKOWVWViaC Kol LKAVOTTOLOUUE?

pag?

nOl.\

givai ol

Moto eivat to
«gAayioto Buwotuo»
“~~/MVP?

S,ﬂllf\lll‘l‘,

Customer Customer
Relationship Segments
Nwc¢ SLov===J6uaote tnv
Z¥1lon, arnoKtnon
<onnpétnon, avénon kat
MOTOTNTA TWV NMEAQTWV?
Nwg¢ Stacuvdéovral ue ta
Aouwnd otoiyeia Ttou JTolEe i ,
business model? neAatelakes opadeg
Méoo Saravnpd sivar? dnuioupyoupe adia?
Motot givat ot o
Channels onuavtikoi pog
Méow nowwv kavaiiwv R
emudupuouv ol meAATeG pag Nwe ,
va TOUG TPOCEYYioOUUE? Stapop ortow’uvrou
Mw¢ toug ntpoaoeyyilouv dnuoypapikd Kait
dAAe¢ eTaupeiec? Yuxoypapika?
Mouwa kavaAia givat o
anodoriv~2=jie TL KOOTOG?
AOEOVTOL UE TIC
s0VNOELES TwV neAatwy?

H smuxeipnon «npoodEpe» TV
Afia tnc otouc eAATeG pHE 3
TUTTOUC KAVOALWV
“Emukowvwviag” “Logistics” kou
“MwAnocswv”

‘evenue Streams

' mola mapexouevn aéia ol meAdreg Séyovral va
Jpwoouv?
ayopalouv Kat Ti/nw¢ TAnpwvouv cnuepa?
/lw¢ Sa npotipuovoav va nAnpwoouv?
Nwc¢ ta emiuépoug écoda cuuBaAiovv ota
OUVOAIKd écoda?




Business Model Canvas (Mepwypadn)

YK € M EA

o B e Baolkég SpaoctnpLlotnteC Ko Zwtikoi NMopot
| Key Partners Key Activities Value Pro=——" =aar
Motec KaBOPIOTIKES OL TILO GNMUAVTIKEG SPACTNPLOTNTES,
ECWTEPIKES ETOIOLLS Ttov artattovvTal yla th
Motot givat ot kUpLoL Siepyaoigg anaties “ -y I ’
auvgpya’rgc uac? ..n nporslVéuevn afia? An |~|-I-OU pvla rl poc¢opa Aglaq
= UL flow ko “AvtapolBic” puag emyeipno
Motot givat ot kupLot ENuKOVWViag Kait KAOE MEAG-- H Bnq HLaG XEPN n,q
npoundeutéc uag? Savopuri¢? ouadag Bondaue va Busmess madal | meAatelakég ouddeg
.. OL poE¢ E066wWV? Audei? l — aupyoUe afio?
Moiwa onuavtika uéoa Tt 6éoueg npoioviwy 2L TTLo
QUTOKTAE OO Key Resources Kat/n vnnpeous ., ,
OUVEPYATEG pag? e npoopépor”  OLZWTIKOL MOpOL TTOV amattouvtal
’ népouc/ uéoa anarei; || TEAATEW ywa T “Anpovpyia” “NMpoodopa”
épaotnplotntes T A£taq Kol AVTGMOLBI’]C .
f"’?"”" OUVEPYATES | [emKowwviag Kau > Elval ta «mepLoVoLaKA oToleian
Hog: Siavounc? Tow. . ’
.. 1) TEAQTELOKES «€A HLOG ETLXELPNONG TTOU XpELalovta
oxéoeig? Tipo yla tnv vntootnpén ko diatppnon
.. OLpoég e006wv?

Twv dpaoctnplotitwv. AnAadn
Nopot AvBpwrnivotr , Otkovokot ,
®duowkol kaw Mveupatikoi/Aulot .

Cost Structure

Mota eivat ta mAgov onuavtika K6otn tou business

model pag?

Motwa ano ta anattovueva péoa ivat ta MAéov Tte.,

Samavnpa? Nwg 9a i

Moleg Ao TI¢ AMATOUUEVEG EOWTEPLKES OLEPYAOIES MNwg ta eNUEPOUS EGUTG wopvanAOUV OTA

gival oL mAéov Sanavnpég ? OouvoAikda écoba?
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KENTPO ESEADMTON MAMATIEP EAAALDT

| Key Partners Key Activities

Motot givat ot kuptot
OUVEPYATEG paGg?

Motot givat ot kUpLOL
npoundeutéc uag?

Moiwa onuavtika uéoa
QMTOKTAUE O
OUVEPYATEG pag?

Moteg kUpLEG
épaotnplotntes
EKTEAOUV OUVEPYATES
pag?

Business Model Canvas (Mepwypadn)

Etaipot

Moteg KAJoOPLOTIKES
EOWTEPIKEC ETAUPLKES
dlepyaoisc anautei:

..n mpotewouevn aéia?

=oALy

(=

.. OL PG,

Key Res:

MotoUg kUpL
népouc/ uéoc

.. H ntpotewous
.. Ta KavaAla
EMIKOWWVIOC Kol
Swavourc?

.. N MEAQTELOKES
Ox€0elg?

.. OL poéc e066wv?

Value Proposition

Tt aio.m
K"

H BeAtiotonoinon Twv AELTOUpyLWV Kat N
HELWON TWV PLOKWV EVOC ETTLXELPNHLATIKOU
Movtélou, o8nyel T EMIXELPAOELS OTN

Customer
Relatinnship

Customer
Segments

dnuovpyia oxéoswv «MpounBeutn-
AyopaoTtn» , Wote va acXoAnOouv pE th
KUpLa SpaotnplotnTd TOoUuG .

ZUMTTANPWHOTIKEC ETTLXELPNLOLTLKEG
OUMMOXLEG pItopoUV va dnpiovpynBdoulv o€
S1apopeCc LOPPEC HE AVTAYWVLOTEC 1 AN

TPOLG~-,

model pag?

daravnpa?

Cost Structure

Mota eivat ta mAgov onuavtika K6otn tou business
Motwa ano ta anattovueva péoa ivat ta MAéov

Moleg Ao TI¢ AMATOUUEVEG EOWTEPLKES OLEPYAOIES
elvau oL mAéov danavnpég ?

Revenue Streams

Na nowa napeyxouevn aéia ot teAdreg déxovrat va
nAnpwoouv?
Tt ayopadouv Kat Ti/nw¢ mAnpwvouv cnuepa?
Mw¢ Sa npotipuovoav va nAnpwoouv?

Nwc¢ ta emiuépoug écoda cuuBaAiovv ota
OUVOAIKd écoda?
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Business Model Canvas (Mepwypadn)
Poéc EcObwv & AlapBpwaon Kéotoug

| Key Partners ‘ Key Activities

~~ kK JOPLOTIKES
<TQUPLKEC
Moot €iv el

-~

ouvep ia?

MMe

7 Nepypadel tig
EMUMTWOEL OTO KOOTOC
Tov €XeL N Anpovpyia
& n Npotaon Aéiag oto

y MeAdtn

6}

EKT:

pog?

Ecodwv?

Value Proposition I Customer Customer
Segments

TL aéia napéyxov’
Kade neAatelr
LD Nepypadel NQZ n
Moto npodB/ , ’
Kade meAc ETUXELPNON EXEL TOLEG
ouadag B 8'0'06(1 ané o YTELOKEG OUADES
Avdsi? ’ oupyouue adia?
Tt 6éoueg 6 lad)OPETLKa ) givat ot o
Kou/n umn, tur’l pota MeAote iaq .avTiKol pog
PO PEpPoL Aateg?
neAatsiakn ¢ iwg
Moteg avaykeg élapopomnolovuvrai
MEAQTELAKNG OUO: énuoypa@ika Ko
Lkavormolouue? Yuxoypapika?
Moo givau to [ [oTrrr— o
«eAayioto Buwotuo» anobotikd: yoTog?
npoiov /MVP? NMw¢ ouvééoy Tig

ouvnOeLeg TwV rwv?

Cost Structure

Mota eivau ta mAgov onuavtike TN Tou business
model pag?

Mota ano ta analtoUueVa HEoa e.val To TAEoV
daravnpa?

Moleg Ao TI¢ AMATOUUEVEG EOWTEPLKES OLEPYAOIES
elvau oL mAéov danavnpég ?

Revenue Streams

Na nowa napeyxouevn aéia ¢, nmeAdareg déxovrat va
nAnpwoouv?

Tt ayopadouv Kat Ti/nw¢ mAnpwvouv cnuepa?
Mw¢ Sa npotipuovoav va nAnpwoouv?
Nwc¢ ta emiuépoug écoda cuuBaAiovv ota
OUVOAIKd écoda?




Business Model Canvas (Mepwypadn)
EpwTNOEL CUMMARPWONG TWV 9 EVOTATWV
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KENTPO ESEADMTON MAMATIEP EAAALDT

| Key Partners Key Activities Value Proposition | Customer Customer
Moteg KaSoPLOTIKES Relationship Segments
80'0)1'8le£'€ sl'alleéC Tt adia napéxouus o€ Nwg diaxetpiiopacte tnv
Moot givat ot kUpLOL Siepyaoies anautei: Kade neAatelakn TtpOCEYYLOl), ATOKTI o1
a'uvgpya'rgc uac? ..n nporslVéugvn af’:a? oud&a? g§unnpétnon, avénon Ka
.. TA KQVAALa Moo npé6Anua/ta man:srr)ra r(:s)v nedatwv?
Motot givat ot kupLot ENuKOVWViag Kait Kade meAatelakng g::;dl:;l:;s;o:;gl HETE | e TTOLES
npoundeutéc uag? Savopuri¢? ouadag Bondaue va business model? MEAATELAKES OUASES
I3 . 2 r * ] ’
.. OLpoEg e006wV: Avdei? Méoo Samavnpd eivor? énuoupyoupue aéia?
Moiwa onuavtika uéoa Tt 6éoueg npoioviwv Motot givat ot mio
QUTOKTAUE arto Key Resources Ka/n unnpecLwv Channels onuavtikoi pog
. 5 ma— : ‘ yTEC?
OUVEPYATEG HOG: Motouc KUpLoUG np:o«pspo:zms a; Kga?s Méow ol kavadioy TEAATEG:
i nopoug/ uéoa amoutei: e arsml’(n Opa ’a. emudupuouv ol meAATeG pag Nwg
Moueg KUpl'E(,‘ .. H npotewouevn agia? || 106 avdykeg I«ftﬁs Ve TOUC TPOGEYYicoUlE? 61a<poporto¢o'uvrat
6paarn'ptorr)rsc ’ .. Tot KavaAta TtE/\OlI'ElOle’)C ouasdag Mw¢ Tou¢ Mpoceyyifouv dnuoypapikd Ko
EKTEAOUV OUVEPYATES EMIKOWWVIac Kot LKOVOTTOLOUUE? dMec staupeisc? Yuyoypapika?
pag? Stavopric? Moto ivat To Motd: kavdAwa sivae mto
.. N MEAQTELaKEC «eAayioto Buwotuo» arobotika? Me Tt K6oTOC?
oxéoeic? npoiov /MVP? NMwg¢ ouvééovrat ue Tig
Ot poéc ea66wv? ouvnOeleg Twv neAatwv?
| | L : |
Cost Structure Revenue Streams
Mot ivat ta mAéov onuavtikd K6oTn Tou business la nowa tapexépevn aia ot neAdres 6€xovrar va
model pag? nAnpwoouv?
Mota and ta anatroUpueva péoa givat ta tAéov Tt ayopadouv kot Ti/nw¢ nAnpwvouv oruepa?
daravnpa? Mw¢ Sa npotipuovoav va nAnpwoouv?
IMoLeg AMO TIC AMAUTOUUEVES ECWTEPIKES SIEPYATIES Nwg ta ertipépous €0oda oupBariovv ora
givat ot tAéov Sanavnpéc ? ouvoAika eégoda?




2l 1 Al (A Business Model Canvas
ENTRO BOEAONTON MANATIEP EAAAGOT Baoiko mePIEXOHEVO TWV 9 EVOTATWYV

Key Partners Key Activities Value Proposition | Customer Customer

6.0 kUpteg Relationship Segments
8.01 kupistepor 590‘“‘{191""’1‘55 mou 2 0 cuvBLaoHO 4 7o €isog Twv
i e EK:F:\:;:SZ\?;??'ZO“ .TlPO'iC')Vth ‘/1 q UX;C;\ENV “?U 10
TPOUNOEUTEG po KOAALEPYOUHE LLE KADE ,
poun S Hos epappooeL T0 UTNPECLWV IOV pia amoé TG opases 1. o OHGbES
ETUXELPNUATIKO T(POTEIVOULE, TWV TEAATWV LG, TEAATWV pag Kat Ta
MOVTEAO TN, T(POKELHEVOU VaL avdAoya e To oTAdLo Slagoporota
LKOLVOTIOL{GOUE TLG tou KUKAOU wHG TOUG. XOPOKTNPLOTLKA TOUG
Key Resources AOYIKEG 1} KOl (Anp.ovpadm«’x,
GUVALGONLOTIKEG Channels Wuxoypadika,

7 .0L kupiotepoL uhwkoi | AVEVKES kdBe opddag |3 T kavdhia péca HAwLokdt KAT.)

TEAQTWV pog

KOlL LUAOL TTOPOL OTOUG oo toL omoia

omnoioug Bacl{Opaote NPOCEYYI{OUE TOUG
yla tn Asttoupyia Tou TLEAALTEG MO,
ETUYELPNMUOTIKOU ETUKOWWVOUUE padl
povtélou pog ToUC, TtPOWBOUE Kot

TOUG «TIWAOUNEN» TV
NMpotewdpevn Adia L
Revenue Streams

Cost Structure

' ' ' . . s . 20 ;
9.1a KUPLOTEPOL KOOTN TIOU OLTALLTOUVTALL YL 2.00 p’oeq et t&sxwptota \'(ux fo € THpa
NEAATWV ROLG, YLt KAOE «a§LaKn mpotacn» tng

TNV EMUXELPNUOTIKA TIPOCTLABELA pOG enixeipnone
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