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21oxo1 Madnuarog:

Baoikdg ekTTaIBEUTIKOG OKOTTOG TOU PaBrpaTtog gival va BonbAcel Toug QoITNTEG va KATAVONooUV
TN @UON Kal TOV OKOTTO TNG ATTOTEAECUATIKNG OIOXEIPIONG TwV OXECEWV HE TOUG TTEAATEG Kal
avTINETWTTICOVTal OTa KEPAAQIO TwV OXEOEWV MAPKETIVVK KAl TNG OIaXEIpIONG TTEATEIOKWV
oxéoewv (CRM). Eriong, va €€oTrAioel Toug @oItnTég Je éva I0XUPd EVVOIOAOYIKO UTTORABPO Kai
ME epyaAeia, evowpatwvovtag Tn Bewpia otny TTPAEN, ue 101aiTepn €UPacn: a) oTnV EUTTEIpia Tou
TTENATN KAl oTn dlaxeipion Tou KUKAou Cwrg Tou TTeAdTn, B) oTtoug &eikteg dlgpelivnong Twv
OpPaCTNPIOTATWY TOU TTEAQTN KAl OTNV ICOPPOTINMEVN KAPTA ETTIOOCEWY VIO EVIOTTIONO KEVWV
a1Tod00NG KAl Y) OTOV OXEDIOOUO TNG OTPATNYIKAG OIAXEIPIONG TTEAQTEIOKWY OXE0EWV KOBWGS OTOV

POAO TNG TEXVOAOYIOG.

v’ XZ1é)x0I1 Maérnuaroc w¢ mpog 1n yvwan:

Or1 poitntéc Ba:
- M'vwpioouv TiG BaCIKES £vVOIEG TOU TTEDIOU HAPKETIVYK OXECEWV.

- Mvwpioouv Tnv 1I0TopIKA £EENIEN TNG €18IKEUONG TOU HAPKETIVYK OXECEWV Kal TOU TTEdIOU TNG
dlaxeipiong TTEAATEIOKWY OXECEWV KABWG TNV avaykaidtnta Tou.

- Nvwpioouv WG avayvwpeifovTal Kal ETTIAEYOVTAl 01 TTEAGTEG OTPATNYIKAG ONUACiag.
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- Fvwpioouv TIg AeiItoupyieg TG diaxeipiong eAateiakwy oxéoewv (CRM).
- Nvwpioouv Toug BeIKTEG DIEPEUVNONG TWV OPACTNPIOTATWY TOU TTEAATN.

- Katavorioouv TIG onuePIVES £EENICEIS TNG EKTTAIBEUONG TOU JAPKETIVYK OXECEWV O€ OXEON ME
TO TTOPEABOV.

- Katavorjoouv Tn onuagcia Tng Katavoénong TG EUTTEIPIOG TWV TTEAATWV.

- Katavorjoouv Tn onuacia 1ng aAucidag Tou HAVATCUEVT TWV OXECEWV KAl TO JOVTEAO TOU
KUKAOU {wn¢ TG oxéong JE ToV TTEAATN.

- Karavorioouv T onuaacia tng u€ETpnong Kai TN BeAtiwong tng atmédoong Tou CRM péow tng
«lo0ppoTTNUEVNG KapTag £MOOCEWV>» (balanced scorecard).

- Karavonoouv Ta eutrodia KaTté Tov oXedIao S Kal TNV EQAPPOYH TWV OTPATNYIKWY UAPKETIVYK
TTOU UTTOOTNPICOVTal aTTO TEXVIKEG DIAXEIPIONG TTEAQTEIAKWY OXECEWV.

- Karavorioouv Toug Trapdyovteg atroTuxiag evog épyou CRM.

- AvTIAn@BoUV Tn onuaacia Tng TeXvoAoyiag otn dnuioupyia cuotnuédtwyv CRM.

v’ XZ1éxol Ma@rnuaroc w¢ mpoc 1< 5e§IOTNTEC KAl TIC IKAVOTNTEC:

O1 poitntéc Ba ummopouyv va:

- AvaAUouv Tn Jovadikr] ¢Uon Kal TOV OKOTTO TOU MAPKETIVYK TWV OXECEWV.

- A¢loAoyoUv Ta onueia eTTaQng Ke ToV TTEAGTN.

- EvromiCouv Toug TeEAdTEG OTPATNYIKAG CNUAGIAC.

- EmA£youv Toug kataAAnASdTepoug SeikTeg dlgpelivnong Twv OPACTNPIOTHATWY TOU TTEAGTN.

- EQapuolouv TNV «IcoppoTTNUEVN KAPTA ETIOOCEWV> Yia Tn PETPNON Kal Tn BeATiwon Tng
ammédoong Tou CRM.

- Mepiypdgouv Tn diadikacia Tou oTPATNYIKOU GXEBIAOHOU YIa TOUG TTEAATEG OTPATNYIKAG
onpaoiag.

- AvaAUouv TOuG OTPATNYIKOUG OTOXOUG VOGS OPYQVIOUOU O€ PETPATINOUG
TAKTIKOUG/AEITOUPYIKOUG OTOXOUG DIaXEIpPIONG TTEAGTEIAKWY OXETEWV.

- EvtoTriCouv Tig aitieg kai Ta TTpoBAfuaTa Slaxeipiong TTEAATEIOKWY OXECEWY Kal va TTPOTEIVOUV
OI0POWTIKEG EVEPYEIEG.

- Mepiypdouv 1n diadikacia Tou oxediaopou Epyou CRM kai TnG ekTTOVNONG Tou OXEdIOU UE
Bdon 1o povtého STEP.
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Mpoodokweva ATroTeAéopaTa:

Me Tnv oAOKAApwWON Tou PaBrRuaTog o1 oITNTEG Ba PTTOPOUV Va:

1.

EkTigoUV TNV avaykaidtnTa Kal Ta 0QEAN NG UI0B£TNONG TWV TIPAKTIKWY KAl TOU YVWOTIKOU
avTIKEINEVOU TNG dlaxeipiong TreAareiakwy oxéocwv (CRM) oTn dioiknon €TIXEIPATEWY
KABwG OTIC TTPAKTIKEG WAPKETIVYK TTOU aTTORAETTOUV OAO Kal TTEPICCOTEPO OTn dIATrPENoN
TWV TTEAATWV KaI TWV ayopwv.

NapuBavouv atmmodoeic CRM pe Bdon 1o povréAo Tou KUkAou ZwRg TG ZXEoNG YE ToV
MeAdmn.

E@apudlouv peBodoug pETpnong Kal BEATIWONG TNG aTTOd00NG PE EPYAAEia, OTTWG N
«lgoppoTTnUévn KapTa emOOCEwWV>» (balanced scorecard) yia Tn peTouciwon Twv
OTPATNYIKWY OTOXWV o€ aTpatnyikég CRM, Toug deikTeg péTpnong, Ta ATTOTEAECUATA
METPACEWV, TIG QITIEG KaI TIG TTPOTACEIG d10pBwOoNG.

Mpoadiopiouv Tov TPOTTO OPYAVWONG Kal TTApoudiaong Twv OEIKTWY KAaBwg Tn XpnoiuoTnTa
TWV TTOOOTIKWYV JEIKTWY, WG TTPOG TN AW SIOIKNTIKWY ATTOQACEWY TTOU APOopoUV GTO
MAPKETIVYK OXEOEWV HE TOUG ATTODOTIKOUG TTEAATEG 1] TOUG TTEAATEG OTPATNYIKAG ONUACIOC.
>xedIACOUV Kal va EQAPPOOUV OTPATNYIKEG HAPKETIVYK TTOU UTTOOTNPICOVTAI ATTO TEXVIKEG
dlaxeipIong TTEAATEIOKWY OXETEWV.

Avayvwpifouv Kail va TTpoTeivouv AUCEIS yia T KUPIO EUTTOBIO KATA TNV EQAPUOYT TWV
TeXVIkwv CRM.

Eomidlouv oTig atraitoupeveg ouvioTwoeg Tou CRM kal ota BrpaTa TTou TTPETTEN VO
oKoAouBouvTal, TTPOKEINEVOU N TEXVOAOYIa va evowuatwOei oTnv €TMIXEipnon Kai va

BeATILOOEI TIG OPYAVWOIOKES DIOBIKOTIEG.
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Mepiexopevo Mabriuarog:

MEPOZ A: EIZAIQIr'H XTI BAZIKEXZ ‘ENNOIEX KAI Ol BAZIKEX APXEX
MpwTtn Evérnta.: Eloaywyn oto MdpkeTivyk Zxéoswv (Relationship Marketing)

- Mia oUvtoun avadpoun oTnv avaTTuén Tou

- Mia GAAN atTown Tou PHAPKETIVYK TWV OXECEWV

- H emoTnPOVIKN avayKaidtnTa yia Tr dIEPEUVNON TOU UAPKETIVYK OXECEWYV
- H aAucida Tou pavatduevT Twv OXECEWV

- OpIopudg Tou PHAPKETIVYK JE BAON TIG OXECEIG

- To hovTéAo Tou KUKAOU WG TNG OXEONG ME TOV TTEAATN

- O1 a1roudaIdTEPOI AGYOI YIO TNV AVATITUEN TOU JAPKETIVYK OXETEWV

- H ektTaideuon Tou JAPKETIVYK OXECEWY CHUEPT

Aeutepn EvotnTa: O TreAaTEIOKES OXETEIG, N EUTTEIPIO TOU TTEAGTN Kail N SIaXEipIon Tou KUKAOU (WG
- H oxéon kal n aAucida IkavoTroinong-kepdopopiag

- Ta onueia eTaQng Kai n Katavénon Tng EUTTEIPIAg

- H diaxeipion TG aBnong atod Tnv ePTTEIPIA TWV TTEAATWV

- H eutreipia reAdtn kai CRM

- H avayvwpion kai n emMAOYA TWV TTEAATWV OTPATNYIKAG ONUACiag

- O KUKAOG CwNG Tou TTEAATN Kal n dnpioupyia agiag oTov TTEAGTN

MEPOX B: H AIAXEIPIZH TIEAATEIAKON 3>XEZEQN, H ZTPATHIIKH AIAXEIPIZHZ
MNEAATEIAKON >2XEZEQN KAl TA TPOBAHMATA ZXEAIAZMOY KAl E®APMOIHz TON
ZTPATHINKQN MAPKETINIK

Tpitn Evotnra: Alayxeipion reAateiakwy oxéoewv (CRM)

- H e¢éMiEN Tou pdpkeTivyk kai To CRM

- O1 Aeiroupyieg Tou CRM

- H aAucida agiag kai o CRM

- O1 rapavoroeig kai Ta poviéAa CRM

- O1 deikTeg dlgpelivnoNng TwV OPACTNPIOTATWY TOU TTEAATN

- H pétpnon kai n BeAtiwon tng amédoong tou CRM péow NG «IcoppoTTnuEVNG KAPTAG
emdooewv» (balanced scorecard)

48




NJ uNiC

- ATTO TOV KOBOPIOKO TWwV OTPATNYIKWY OTOXWV £WG TOUG OEIKTEG PMETPNONG, TO OTTOTEAETUATA
METPACEWV, TIG QITIEC KAl TIG TTPOTACEIG S10pOwang

Tétaptn Evotnta: O oxedlaoudg TG oTPATNYIKAG SIaXEIPIONG TTEAATEIOKWY OXETEWY
- O oxedlaoudg TNG OTPATNYIKAG dlaXEiPIoNG TTEAQTEIOKWY OXETEWV
- H dnuioupyia Twv TTPOYPAUUATWY JAPKETIVYK KAl N DIAXEIPION TWV TTEAATEIOKWY OXECEWV

- Ta eummodia Katd TOvV OXEDIOOPO Kal TNV €QAPHUOYN TWV OTPATNYIKWY HAPKETIVYK TTOU
uTTOOTAPICOVTAI ATTO TEXVIKEG DIAXEIPIONG TTEAATEIOKWY OXETEWV

- O oTpatnyIkKdS OXEBIACHOG VIO TOUG TTEAATEG OTPATNYIKAG ONUOCIag

MEPOZX I': O POAOZ THZ TEXNOAOTIAZ £E MIA MEAATOKENTPIKH XTPATHIIKH
Néptrtn Evétnra: H TexvoAoyia kai n dnuioupyia cucTtipatog CRM

- To CRM kai o1 TexvoAoyieg TTANPOQOPIKAG

- To CRM kai To NAEKTPOVIKO EUTTOPIO

- To CRM kai n eTIXEIPNOIAKA EU@UIT

- O 1TpoodIopICHOS TWV OTOXWV

- H diaudépewon TnG TTEAATOKEVTPIKAG OTPATNYIKAG

- O oxedlaopég épyou CRM kai n ektrovnon oxediou pe Baon 1o poviédo STEP

- O1 TTapdyovTeG aTroTuxiag

Extraideutikég MéBodol kal EktrandeuTikég TeXVIKEG:

To udBnua atroteAcital atd duo pépn: 1. To BewpnTikd PEPOG (€10 YNON - TTapouaiaon) Kai 2. To
TIPAKTIKO PEPOG (OULNTNON, EPWTACEIG-ATTIAVTACEIG, JEAETEG TTEPITITWOEWY Kal aOKNOEIG). MNa Tnv
ETTEUEN TWV TTAPATTAVW EKTTAIOEUTIKWY OTOXWYV N OUVOUOCTIKA XPron TNG EI0aywyng Kal TNG
OIAAEENG HEoW Twv ouvavTAogewv oTo WebEX kal Twv BivieookoTrTnuévwy SIOAECEWV gival
QTTAPAITNTEG YIA TNV ETTITEUEN TWV EKTTAIBEUTIKWYV OTOXWYV, WG TTPOG Tn yvwaon. Ta BivTeo, ol
QOKNOEIG, TA KOUIC, N OUZATNON, Ol EAETEG TTEPITTITWOEWYV (case studies), 0 KaTalyIoPOG IDEWV
(brainstorming) ka1 n epyacia 6a dlac@AAicOUV TNV ETTITEUEN TWV EKTTAIOEUTIKWY OTOXWV WG TTPOG
TIG BEEIOTNTEG KAl TIG IKAVOTNTEG.
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