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ZKoTrog/ZTé)X01 MaBApaTOG:

Baoikog ekTraideuTIKOG OKOTTOG TOU pabruaTtog gival va Bonbrioel Toug QoITNTEG VO KATAVONOOUV TN
@uUOn Kal Tov OKOTTO TNG OTTOTEAECHATIKAG BIaXEIpIONG Twv Oxé0ewv Pe Toug TreAdTeg. ETriong, va
€COTTAIOEI TOUG QOITNTEG HE £va I0XUPO EVVOIOAOYIKO UTTORABPO Kal e EPYOAEID, EVOWUATWVOVTOG TN
Bewpia oTnv TTPAEN, Pe 1Id1aiTEPN EUPacn: a) oTnV ePTTEIpia TOU TTEAATN Kal oTn SIaxXEipIon Tou KUKAoU
{wng Tou TreEAdTN, B) oToug O¢eikTeG digpelvnong Twv OPACTNPIOTATWY Tou TEAATN Kal OTnv
ICOPPOTINMEVN KAPTA ETTIOO0EWY YIO EVIOTTIOUO KEVWV aTrodoong Kal y) oTtov oxedlaoud Tng
OTPATNYIKAG SIAXEIPIONG TTEAQTEIOKWY OXECEWV KABWG oTov pOAO TNG TEXVOAOYIaG.

v Zréyor MaBARuaroc wc rpoc 1n yvwon:

Or1 poitntéc Ba:

- Tvwpioouv TIG BaCIKES £vvOIEG TOU TTEQIOU HAPKETIVYK OXECEWV.

- [vwpioouv Tnv 1I0TOPIKA EENIEN TNG €10IKEUONG TOU APKETIVYK OXECEWV KAl TOU TTESIOU TNG
dlaxeipIong TTEAATEIAKWY OXECEWV KABWG TNV avaykaldtnTa Tou.

- Tvwpioouv TTWG avayvwpifovtal Kal TTIAEyovTal O TTEAATEG OTPATNYIKAG onuaciag.

- Tvwpioouv TIG AeiToupyieg TnG dlaxeipiong TreAatelokwy oxéoewv (CRM).

- Tvwpioouv Toug BeiKTEG DIEPEUVNONG TWV OPACTNPIOTATWY TOU TTEAATN.

- Katavorioouv TIG onuePIVES £CEAIEEIC TNG eKTTAIOEUONG TOU HAPKETIVYK OXECEWV OE OXEON ME
TO TTAPEABOV.

- Katavorjoouv Tn onpacia TG Katavonong TNG EUTTEIPIOG TWV TTEAATWV.

- Katavorjoouv Tn onuacia Tng aAucidag Tou HAVATCUEVT TWV OXECEWV KOl TO JOVTEAO TOU
KUKAOU (WG TNG oxéong JE Tov TTEAATN.
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Katavorioouv Tn onuacia Tng HETPNong Kai TnG BeATiwong Tng ammédoong Tou CRM péow
TNG «1I00PPOTTNUEVNG KAPTAG £mdOoewv» (balanced scorecard).

KaTtavorioouv Ta ¢utTodia Katé Tov oXeSI00K0 Kal TNV €QAPPOYA TWV OTPATNYIKWYV
MAPKETIVYK TTOU UTTOOTNEICoVTal aTTd TEXVIKEG DIAXEIPIONG TTEAATEIAKWY OXETEWV.
Katavorioouv Toug TTapayovTeg atroTuxiag evog épyou CRM.

AvTIAN@BoUV Tn onuaaia Tng TeEXvoAoyiag oTtn dnuioupyia cuoTnuatwy CRM.

v EZréyor MaBRuaroc wc mpoc 1ic 3£EIOTNTEC KAl TIC IKAVOTNTEC:

Or1 poitntéc Ba umropouyv va:

AvaAUuouv Tn povadikr eUon Kal TOV OKOTTO TOU HAPKETIVYK TWV OXECEWV.

AloAoyouv Ta onueia eTTaPAG JE ToV TTEAATN.

EvrotriCouv Toug TTEAATEG OTPATNYIKIG ONUOOCIAG.

EmmA£youv Toug KaTaAANAGTEPOUG BeiKTEG dlEPEUVNONG TWV dPACTNPIOTATWY TOU TTEAATN.
E@appolouv Tnv «icoppotrnuévn KApTa €mMOOCEwWV>» yia Tn PETPNON Kal TN BeATiwon TG
atrédoong Tou CRM.

Mepiypdpouv Tn dladikacia Tou oTPATNYIKOU OXEDIACHOU YIa TOUG TTEAATEG OTPATNYIKAG
onuaociag.

AvaAUouv TouG OTPATNYIKOUG OTOXOUG EVOG OPYAVIOUOU O€ UETPACINOUG
TAKTIKOUG/AEITOUPYIKOUG OTOXOUG DIaXEIPIONG TTEAQTEIAKWY OXECEWV.

Evromifouv TIG autieg Kkal Ta TTpoPAAuUaATa dlaxEipIoNg TTEAATEIOKWY OXECEWV Kal vd
TTPOTEIVOUV DIOPBWTIKEG EVEPYEIEG.

Mepiypdagouv Tn diadikacia Tou oxediaouou épyou CRM kai Tng ekTTévnong Tou oxediou pe
Baon 1o pyovtéAo STEP.

MaoOnoiakd AtroteAéopara:

Me Tnv oAoKAApwWGN Tou PaBrRuaTog ol @oITNTEG Ba UTTopouv va:

1.

ExTIgoUV TNV avaykaidtnta Kai Ta 0QEAN TNG UI0BETNONG TWV TTPAKTIKWY KAl TOU YVWOTIKOU
avTiKEINEVOU TG dlaxeipiong TreAateiokwy oxéoewv (CRM) otn dioiknon emmixeIprioswy
KaBWG OTIG TTPOKTIKEG HAPKETIVYK TTOU ATTOBAETTOUV OAO KaI TTEPICCOTEPO OTN dIATHPNON
TWV TTEAATWV KAl TWV ayopwV.

. NapBavouv atmopaceic CRM pe Bdon 1o povtéAo Tou KUkAou Zwng TNG Zx€0NG UE TOV

MeAaTn.

Epapudlouv pebddoug pétpnong Kai BeATiwong TG attddoong Ue epyaleia, OTTws n
«looppoTTnuévn KapTa emdooewv» (balanced scorecard) yia Tn geTouciwon Twv
OTPATNYIKWY 0TOXWV o€ oTpaTnyikéG CRM, Toug &eikTeg uETpnong, Ta amoTeAéouaTa
METPOEWV, TIG QITIEG KaI TIG TTPOTACEIG BIOPBwaONG.

Mpoadiopifouv Tov TPATTO OpYAvVWONG Kal TTAPOUCIiaong TwV BEIKTWY KABWG TN XenoiuéTnTa
TWV TTOOOTIKWY OEIKTWYV, WG TTPOG TN AW dIOIKNTIKWY aTTOQACEWY TTOU A@opoUV OTO
HAPKETIVYK OXECEWV E TOUG ATTODOTIKOUG TTEAATEG 1] TOUG TTEAATEG OTPATNYIKAG ONUACIOG.
2xedIGCouv Kal va eQapuolouV OTPATNYIKEG MAPKETIVYK TTOU UTTOOTNPICOVTal aTTO TEXVIKEG
OlaxeipIong TTEAATEIAKWY OXECEWV.

Avayvwpifouv Kail va TTpoTeivouv AUCEIG yIa Ta KUPIO EPTTODIA KATA TNV £EQAPUOYT TWV
TeXVIKWvV CRM.
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7. Eomdafouv oTig atraitouueveg ouvioTwoeg Tou CRM kal oTta Brpara TTou TTPETTEl va
akoAouBouvTal, TTPOKEINEVOU N TEXVOAOYIO va evowuaTwOei oTnv £TMIXEipNON Kal va
BeATILOOEI TIG OPYAVWOIAKES DIOBIKOGIEG.

"H AeTTTONEPNG CUVEITPOPE TWV YVWOTIKWY ATTOTEAEOHATWY KABE HaBAUaTog wg TTPOG TOUG
YVWOTIKOUG 0TOXOUG/ YVWOTIKEG BEEIOTNTEG KABWG Kal TOUG €181KOUG OTOXOUG VOGS TTPOYPANUATOS
oTToUdWV TTEPIAAUPBAVETAI OTO TTIVAKA YVWOTIKOU TTEPIEXOUEVOU KOBEVOGS TTPOYPAUHATOG

Mepiexépevo Madnuarog:

MEPOZ A: EIZAIQIH 2TIZ BAZIKEZ ‘ENNOIEX KAI Ol BAZIKEZ APXEZ
MpwTtn Evotnra.: Elcaywyn oto MdapkeTivyk Zxéocwv (Relationship Marketing)

- Mia ouvroun avadpopr oTnv avarTugn Tou

- Mia &A\n arrown Tou JAPKETIVYK TWV OXECEWV

- H emoTtnuovikA avaykaiétnTa yia mn diepelivnon Tou JAPKETIVYK OXECEWV
- H aAucida Tou HavaTluevT Twy OXEoEWY

- OpIoPOG TOU PAPKETIVYK PE BAON TIG OXETEIG

- To povtéAo Tou KUKAOU WG TNG OXEONG KE TOV TTEAATN

- O1 omroudaidtepol Adyol yia Tnv avamTuén Tou JAPKETIVYK OXETEWV

- H exmaideuon Tou JAPKETIVYK OXECEWV CHUEPA

AeUTepn Evornra: O1 TeAATEIOKES OXETEIG, N EUTTEIPIQ TOU TTEAGTN Kal N SIAXEIPION TOU KUKAOU CWNAG

- Hoxéon kal n ahucida IkavoTroinong-kepdopopiag

- Ta onueia TTAQAG KAl N KATAVONON TNG EUTTEIPIOG

- H diayxeipion Tng pdbnong atrd Tnv EUTTEIPIA TWV TTEAATWV

- H eptreipia meAd™n kot CRM

- Havayvwpion kai n emAOYA TWV TTEAATWY OTPATNYIKAG ONUaoiog
- O KUKAOG CwnG Tou TTEAGTN Kal N dnuioupyia agiag oTov TTEAATN

MEPOX B: H AIAXEIPIZH TEAATEIAKON 3>XEZEQN, H ZTPATHIIKH AIAXEIPIZHZ
NEAATEIAKON >XEZEQN KAl TA TPOBAHMATA ZXEAIAZMOY KAl E®APMOIMHz TON
ZTPATHINKQN MAPKETINIK

Tpitn EvotnTa: Alaxeipion meAareiakwy oxéoewv (CRM)

- He&éNEn Tou pdpkenivyk kai To CRM

- O1 Aeitoupyieg Tou CRM

- H oAuoida agiag kai To CRM

- O mapavoroeig kai Ta govréAa CRM

- O BeikTeg DlgPEUVNONG TWV dPACTNPIOTATWY TOU TTEAATN

- H pérpnon kai n BeAtiwon NG atmédoong Tou CRM péow TnG «ICOpPOTTNHEVNG KAPTAG ETTIOOCEWV»
(balanced scorecard)
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- A6 1OV KOBOPIOPO TWV OTPATNYIKWY OTOXWV £WG TOUG OEIKTEG PETPNONG, TA OTTOTEAEOHUATA
METPATEWV, TIG QITIEG KAl TIG TTPOTACEIG DI0POBWONG

- Téraptn Evotnra: O oxedlaoudg TNG oTpaTNyIKAS dlaxeipiong TTEAATEIAKWY OXETEWY

- O oxedlaouog NG oTPATNYIKAG BIOXEIPIONG TTEAATEIOKWY OXECEWV

- Hdnuioupyia Twv TTpoypauuaTwyY JAPKETIVYK KAl N DIAXEIPION TWV TTEAATEIOKWY OXECEWV

- Ta eumodia katd Tov oXedIOOPO Kal TV €QAPUOYN TwV OTPOTAYIKWY HAPKETIVYK TTOU
utTooTnpifovTal atrd TEXVIKES DIAXEIPIoNG TTEAATEIAKWY OXECEWV
O oTpartnyikdg oxedIaopudg yia Toug TTEAATEG OTPATNYIKAG ONUOTIag

MEPOZ I O POANOZ THZ TEXNOAOTIAZ ZE MIA MEANATOKENTPIKH ZTPATHIIKH

Méptrmn Evétnra: H texvoloyia kai n dnuioupyia cuotrpatog CRM

- To CRM kai o1 TexvoAoyieg TTANPOPOPIKIG

- To CRM kai To NAEKTPOVIKO EUTTOPIO

- To CRM kai n €TMxeIpNOIOKK Eu@uia

- O mpocdiopiouds Twv OTOXWV

- H diapdpewon NG TTEAATOKEVTPIKAG OTPATNYIKAG

- O oxediaopog épyou CRM kai n ektrovnon oxediou ue Baon 1o poviéAo STEP
- O1 TapdyovTeg atoTuxiog

Exktraideutikég MéBodol kai EkTraideuTikég TeXVIKEG:

To padnua atroteAeital atrd duo pépn: 1. T0 BewpnTiKO HEPOG (€101 YNON - TTAPOUTiaon)
Kal 2. TO TTPAKTIKO MEPOG (OUCATNON, EPWTNOEIG-ATTAVTACEIG, MEAETEG TTEPITITWOEWV KAl
aoKNoeIG). Na TNV €TTITEUEN TWV TTAPATTAVW EKTTAIOEUTIKWY OTOXWV N OUVOUQCTIKI XPron
TNG €1I0QYWYNG Kal TNG BIAAEENS néow Twv cuvavTiocwy oto WebEx kai Twv
BivreooKOTINUEVWY BIOAECEWV Eival ATTAPAITATES VIO TNV ETTITEUEN TWV EKTTAIOEUTIKWV
OTOXWV, WG TTPOG TN yvwon. Ta BivTeo, Ol AOKNOEIG, T KOUI(, N ou{ATNON, O HEAETEG
TTEPITTTWOEWV (case studies), o kataryiopdg 16ewv (brainstorming) kai n epyacia Ba
O1a0@AAITOUV TNV ETTITEUEN TWV EKTTAIOEUTIKWY OTOXWV WG TTPOG TIG OECIOTNTEG KAl TIG
IKAVOTNTEG.

MéBodoi1 A§loAdynong:

A. Aoknon

B. Epyaoia

I". Tehiki E¢€Taon

A. ZuppeToxn (eKTTOVNON TNG EVOIAUEDONG
a&loAéynong (MEow KouiC), CUPUETOXN OTIG
OpacTNPIOTNTEG (MECW POPOUN) KAl CUVAVTHOEIG
o1o WebEXx)
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ATtraitoUpeva AiIdakTikd Eyxeipidia kai BifAioypaepia:

TitAog Zuyypa@éag Exkdotik6g Oikog | 'Etog | ISBN

CRM. Aiaxeipion Kooudrog, A. Ekd6o¢ig 2011 | 978-960-461-443-1
MeAQTEIOKWY ZXECEWV - KAeidapiBpog

ApXEg Kal Texvoloyieg — 20

‘Ekdoon

Niayeipion MeAGTEIOKWY BaoiAeiadng, X. Exdooeig 2008 | 978-960-461-173-7
TxEoEwV Kal MAPKETIVYK KAeidapiBuog

ToupioTikwy MNpoopiouwv

Mpoteivopeva AiISakTiKd Eyxeipidia kai ZuptrAnpwiaTtikil BifAloypagia:

TitAog Zuyypa@éag Exkdotik6g Oikog | ‘Etog | ISBN
Handbook on Research Morgan, R., Parish, J. | Edward Elgar 2016 | 978 1 78347 940 5
In Relationship Marketing | and Deitz, G. Publishing
Marketing 3.0 Kotler,P., Kartadaya, Ekdooeig Képkupa | 2011 | 978-960-9490-03-
H. kai Setiawan, . — Economia 0
(Metdgpacn) Publishing
Z1patnyikd Mavarluevt Zentes, J., Morschett, Ekdooeig 2008 | 9789607182203
NAiavikwv NwAAcewv D. kai Schramm-Klein MatmracwTtnpiou
KegpdAaio 11 (Metappaon)
(«Mavarluevr

lMeAareiakwy Zxéoewv»)

Aioiknon ZTPATNYIKWV S TABOAKOTIOUAOC, Exddoeig 2006 | 960-351-663-5

Syé - MG Unibooks IKE
XEOEWV: MAPKETIVYK Kal | 5 o s

MwARoeig yia MeAdTeg ' NG, &

2TpaATNYIKAG ZNUaoiag

Baoikég Apxég Tou ToakAdykavog, A. EkdoTikdg Oikog 2001 | 960-343-585-6
MdpkeTivyk, Téuog B’, ADOI Kupiakidn

KepaAaio 3 («To
UAPKETIVYK TWV OXETEWV
(Relationship Marketing)
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MdapKeTIVYK YTTNPECIWY, ABavaoouAng, X. Ekddoeig A. 1997 | 960-351-118-8
Touog A’ 2TaUOUANG 1996

KepdAaio 11 («To
UAPKETIVYK TWV
OXETEWV»)
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