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NMEPIAHWH

Me Tov Opo Alaxeipion TMeAaTelakwyv XXECOEWV, €VVOOUHPE OAEG EKEIVEG TIG
OTPATNYIKEG OTTO HEPOUG TNG ETTIXEIPNONG TTOU £XOUV 0AV OTOXO TN MEYIOTOTTOINCN TNG
agiag Tou TTEAATN yia Tnv idla TNV €Tixeipnon. TéTolou €idoug oxEOEIg, ETTIXEIPNONG —
TEAATN, €Xouv oav TeEAIKO aTToTéAsopa OxI YOvo Tnv Kepdoopia TnNG ETTIXEIPNONG
oA kai Tnv idla TnG TNV emBiwon, 101AiTEPA OTO ONUEPIVO  QVTAYWVIOTIKO
mepIBAAAOVY, OTTOU N PN dIa@OPOTIoINCN TwV TIPOIOVTWY KPIVEl ETTITAKTIKN Tn
oToxeuon oe dA\oug Topeig yia Tnv TTpowdnon Toug. O1 @AoeIg TNG OAOKANPWONG
Miag CRM diadikaciog cival ol €€n¢ Tpelg: amotiynon (dnuioupyia  PovTéAou
OUMTTEPIPOPAG TTEAQTWV WE Tn PorBeia ocuvduaouévwy Oedopévwy), oxXeSIAoUOS
(TTwg Ba TTpooeyyIoTOUV OI TTEAGTEG, APXITEKTOVIKA TOU CUCTHMOTOG ETTIKOIVWVIAG Kal
evowpdtwon o autdé Twv Ndn UTTapXOVIWV OToIXeiwy) Kal TENOG EKTEAEON
(a&lotToinon yvwaong atrd TTPonyoUuueveS QACEIG, TTAPAKOAOUBNGN avTaTToKpIong atmro
Toug TreAdGTeG, ekTéAeon kal Olaxeipion oTpatnyikwv Trpowbnang). OAec ol
O0paoTnpiotnTeg CRM, ue Tnv €Aeucn Tou Internet dpyxicav va yivovral NAEKTPOVIKAG Kal
10 CRM vyivetal e-CRM. ‘ETol ol Tpoo@epdueveS uTnpeoiec avaBabuioTnkayv, &yivav
MO TTOIOTIKEG, TTI0 OUVOETEG Kal MO aTToTEAEOoMaTIKEG. H BewpnTiKh TTPOCEyyion
TTapapével N idla kar autd TTou aAAAdel gival o TPOTTOG uAoTroinong Tng. Ta oTtédia
ulotroinong evog ouothuatog e-CRM egival: n dnuioupyia evog 1TANPOQOpPIKOU
oucoTANATOS, N XPNon AoyiouikoU avaAuong Kai Tunuarorroinons tng ayopdg, n
vAorroinon 1n¢ unxavng eéarouikeuons TG EMIKOIVWVIAKNS TAKTIKNG, Onuioupyia
UNXavig emkoivwviag Kal dnuioupyia unxavns ouvaidaywy. H ammapaitntn utrodopn
yia éva epIfaAlov e-CRM TrepidapBavel Ta €€ng oToixeia: TnAepwvia, NMAnpo@opikA
kai Aiktua, Aedopéva ERP', Opydvwon —ZteAéxwon —KouAToUpa Kal TIPOOTITIKA e-
Business. O1 kupidTepeg e@apuoyég Tou e-CRM egival oToug TopEig Twy TTWAROEWY,
Tou marketing, Tng €EuTTNEETNONG TTEAATWY, 0€ OGAANAETTIOPOOTIKA KEVTPA Kal OTO
NAEKTPOVIKO EUTTOPIO. Ta OQEAN TTOU PTTOPOUV VO TTPOKUWOUV YIA [Ia ETTIXEipNON €ival
KUPiwG JaKpOoTTpOBeaua ae avTiBeon pe To TTapadooiakd marketing, Tou oTToiou TO e-
CRM artroteAei €¢€AIEN. 'ETol @aiveTal, 0TI Ol €TMIXEIPACEIS OXI POVO Bev €XOUV va
XAoouv KATl, aAA& €xouv TTOAAG va kepdicouv atmd Tn OWOTH €QApUoyn

TTpoypappaTwy e-CRM oTig dpaoTnpIdTnTEG TOUG.

'ERP: Enterprise Resource Planning
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SUMMARY

With the term Customer Relationship Management, we mean all that strategies
from the part of an enterprise that have as objective the maximization of the value of
the customer for the enterprise itself. Such relationships, “enterprise—customer”, have
as final result not only the profitability of enterprise but also its survival, especially in
the current competitive environment, where the non differentiation of the products
sets imperative the aiming in other sectors for the promotion of the product. The
phases to bring into completion a CRM process are the following three: assessment
(creation of model of behaviour of customers with the help of combined data),
planning (how will the customers be approached, architecture of system of
communication and incorporation of already existing data into it) and finally execution
(exploitation of knowledge from previous phases, follow-up of correspondence from
the customers, implementation and management of strategies of promotion). All
CRM activities, with the arrival of Internet began to become electronic and the CRM
became e-CRM. Thus, the offered services have been upgraded, became qualitative,
complexer and more effective. The theoretical approach remains the same and what
changes is the way of concretisation. The phases of concretisation of an e-CRM
system are: the creation of an informatics system, the use of analysis software and
partification of the market, the concretisation of machine of individualisation of
communication tactic, creation of a communication system and creation of a
transactions’ system. The essential infrastructure for an e-CRM environment includes
the following elements: Telephony, Information technology and Networks, ERP' data,
Organisation —Staff Dispensation —Culture and prospect of e-business. The major
applications of e-CRM are in the sectors of sales, in marketing, in customers’ service,
in interaction centres and in the electronic commerce. The profits that can occur for
an enterprise are mainly long-term on contrary to the traditional marketing, which the
CRM constitutes development. Thus, its common knowledge that the enterprises not
only do not have to lose something, but have many to gain from the right application

of e-CRM programs in their activities.

'ERP: Enterprise Resource Planning
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ZTI‘] ONUEPIVI ETTOXH TOU AVTAYWVIOUOU, TNG €AeUBePNG ayopdg Kal ThG VEQG
OIKOVOUIaGg, ol OUYyXPOVveG TINYEG TIAOUTOU Kal TTPOCTIBEPEVNG aiag eival n
TTPOCAPUOCTIKOTNTA, N KAIVOTOMIO, N TTOIOTNTA KAl N €EATOMIKEUON TWV TTAPEXOUEVWV
UTTNPECIWY, KABWC Kal n evBdppuvan TnG avamTugng véwyv Texvikwv deflotiTwy. O
oUyXpPoVvog TTEAATOKEVTPIKOG TPOTTOG TTPOCEYYIONG TWV TTEAATWVY KAl TTpowbnong Twv
TTPOIOVTWY ATTO TIG ETTIXEIPNOEIG, dnUIoUpyNoe TO KAipa yia Tnv avnon cucTnuATwyY

dlaxeipiong rehatwy ) Customer Relationship Management (CRM).

1. T1 gival To CRM;

O 6pog CRM trpoépxetar atrd Tig AéEeig Customer Relationship Management n)

ota eAAnvika Alaxeipion lMeAaTeiakwy ZxEoewv. ATTAOUGCTEUTIKA Ba Aéyaupe OTI TO
CRM c¢ival n TTpooTrdBeia piag €TTIXeipnong 1 evog opyaviouou va Opyavwoel Kal va
OIaXEIPIOTEI TO OUVOAO TWV OXECEWV KOl TWV ETTAQWY TNG ME TOUG TTEAATEG TNG, TOUG
VEOUG OAAG KOl TOUG UTTAPXOVTEG, ME OKOTTG Tnv auvénon Twv £06dwv NG, A
OIaQOPETIKA, OAeG ekeiveg oI peBodOAOyieG Kal Ol TIPAKTIKEG OTTWG KAl TO
XpnolgoTrolouhevo hardware kai software TTou BonBouv uia  emmixeipnon va
OIaXEIPIOTEN TIC OXETEIG TNG ME TOUG TTEAATEG TNG HE EVa OpYyavwHEVO TPOTTO.

Ag dolpe dpwg TTwg duo Kopugaiol akadnuaikoi opi¢ouv To CRM.

O Adrian Payne kaBnynmg¢ kai &ieubuviig tou Center for Relationship
Marketing oto MavemoTtuio Cranfield Tng AyyAiag, cuvouyilel Tnv dmmoywn Tou yia TO
CRM wg €€nc: «To CRM ouviotd Tnv TTpooTTdBeia MIOG ETMIXEIPNONG 1 €vog
opyaviopou va peyloTotroifael Tnv aia tou TTEAATN yia Tnv idla, dnUIOUPYWVTaG,
XTICOVTAG Kal ETTIUNKUVOVTAG TIG OXEOEIG TNG ME AUTOUG JE OKOTTO va TOUG TTOUAARCEI
TTEPICOOTEPQ, VA KAvEl cross-selling Kal Toug dlaTnproel TTEPICCOTEPOY.

O Regis McKenna, kabnyntig¢ Twv lMavemoTtnuiwv Stanford kar Harvard twv
H.M.A., repiypdgel To CRM wg 1O XTioIJo Kal TV dIaTApenon Twv OXECEWV HUE TOUG
TEAATEG TNG ETTIXEIPNONG, MECW TNG EvTAgng TWV KATAVOAWTWY GTO oXedIAouo, aTnV
avaTTun, oTnv TTapaywyr Kai oTi§ TTwAnacelg Tng. OAol o1 epyalduevol Ba TTPETTEl va
OUPMETEXOUV O’ auTh TN diadikaaia.

H IDC (International Data Corporation) (www.idc.com) atré tnv GAAn, opilel 1o
CRM wg Tn oTtpatnyIKA €EUTTNPETNONG TWV OXECEWV PE TOUG TTEAATEG PECO ATTO TA
akoAouBa BAuarta:

e Métpnon 1Tng IKavotroinong. To KOOTOG ayopdg HIOG UTTnpeaiag n evog

TTPOIOVTOG YIa TOV TTEAATN avTIOTOBUIOTNKE aTTd TO TEAIKO TTPOIdV Kal aTTd TN
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OUVOAIKR euTTEIpia TNG ayopdG; EKTINABNKE CWOTA Kal, TEAIKA, IKAVOTTOIRONKE
TO €TTITTEQO TWV TTPOCTOOKIWY TOU TTEAGTN;

e AvdAuon ammodoTIKOTNTAS. TO KOOTOG TTPOCEAKUCNG Kal €EUTTNPETNONG
EVOG OUYKEKPIYEVOU TTEAATN avTIOTABUIOTNKE ATTO T €000 TTOU ATTOKOMIOE
TEAIKA N eTTIXEipnoN atTd auTdv; YTTApPXEl N TTEPITITWON Ta KEPSN aTTd KATTOIOV
TTEAATN VA KAAUWOUV To KOOTOG TTPOCEAKUCNG, EEUTTNPETNONG KAl TTWANONG;

o Xriowgo Tng oxéong. ‘Exovrag evroTtrioel €mMKEPDEIG TTEAATEG, TI OIKOVOUIKG
Kal GAAO TTAEOVEKTAMOTA MPTTOPOUV VO  TOUG TIPOo@ePBoUV  WOTE  va
evOUVapweOEei N oxéon Toug PE TNV ETTIXEIPNON;

2€ YEVIKEG YPAPUEG €ival OUOKOAO va KOTOANEOUPE O€ MIA KOIVG QTTODEKTHA
epunveia yia 1o CRM. Map’ 6Ao 1ou n 18éa autr) Tou CRM éxel TUxel Katd TTOAU
evBouoiwdoug uttodoxAg, TOoO ol gpyaldpevol oTa TuApaTa marketing dila@oépwv
EMXEIPAOEWY 600 Kal n akadnuaikh Kovotnta dev PTTOPOUV va KAaTtaAAfouv OTO
TTEPIEXOMEVO KAl OTA OpIa TNG.

AvtiBeTa, cival eUkoAo va OIATTIOTWOEI KAveig OTI N ayopd CUPQWVEI OTO TI dev
TTAEl KOAQ OTOV TOMEQ TWV TTEAATEIOKWY OXECEWV TWV ETTIXEIPROEWY. 'Epeguveg TTOU
TTPayMaToTTOINenKav Ta TEAEUTAIO XPOVIa O€ ETAIPEIEC KAl OPYAVIOHOUS KaTEANEAv o€
TTOAU evOIAQEPOVTA CUUTTEPACHATA, OPICUEVA ATTO TA OTTOIa cuvoyifovTal oTa £EAG:
®  KooTicel €61 QopéG TTEPICOOTEPO TO VO TTOUANOEIG O€ €va VEO TTEAATN ATTO TO va

TTOUAAOE€IG O€ évav AdN UTTApXOoVTa.
® ‘Evag tumkédg duocapeoTnuévog TTEAATNG Ba PIARCEL yIa TNV GoXnNUn EPTTEIPIQ TOU

O€ OKTW €wg déKa AAAOUG avBpwWTTOUG.
® Mia etaipia ptmopei va augnoel Ta képdn Tng £wg 85%, augdvovTag Tnv €TACIA

IKAVOTNTA CUYKPATNONG TTEAATWV POVO KaTd 5%.
® O1 mBavoTNTEG YIA HIa ETTIXEIPNON VA TTOUAACEI £va TTPOIdV o€ éva VEO TTEAATN

givar 15%, evwy o1 MmBavoTNTEG va TToUuAnoel 1o idlo TTpoidv oe évav AdN

uttdpxovta TeAATn gival 50%.
® To 70% Ttwv TapatrovoUpevwy TreEAaTwyV Ba ouvepyddovrav ¢avda pe pia

emxeipnon €av autr d16pBwve ypryopa Kal atTOTEAECUATIKG £va TTPORANUA TToU

gixe egpavioTei peTagl Toug OoTO TTAPEABOYV.

Tétolou €idoug dedopéva €xouv dNUIOUPYNOEI TNV AVAYKN YIA TNV OTTOOOTIKA
Olaxeipion Twv OXEOEWV PIAg €TTIXEIPNONG 1 VOGS OpyavIoUoU e TOUG TTEAATEG TN,
WOTE va eEATQAAICTEI TTIO IKAVOTTOINTIKA AYOPACTIKI] EUTTEIPIA VIO TOUG KATAVOAWTEG,
n otroia We Tn o€Ipd TNG TToTeUeTal OTI Ba £XEl AUEDN OXEQN ME TNV KEPDOoPopia TNG
gTTIXEipnong.

Eival 6pwg 1o CRM Kpioigo Povo yia TV KEpdoopia PIag TTIXEipnong 1 evog

OpPYAVIOUOU; XTIG HEPEG YOG, Ol TTEPICCOTEPEG TIPWTOTTOPEG ETAIPEIEG TTIOTEUOUV OTI TO
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CRM &ev gival onuavTiké pévo yia tnv kepdo@opia Toug aAAd kai yia Tnv idia Toug
v €mBiwon. O ouvexwg EVTEIVOPEVOG QVTAYWVIOUOG, N TTAYKOOMIOTIoinon, TO
auéavouevo KOOTOG TTPOCEAKUONG VEWV TTEAQTWY, OTTO TN Hia, Kal Ta uPnAG TTOCOOTA
amwAelog TTeEAATWY, ammd TNV AAAn, €ival kpioiya Bépata €IBIKG OTOug TTAéoV
avTaywvIoTIKOUG  KAGBOUG  OTTWG Ol XPNUATOOIKOVOUIKEG — UTTNPECIEG, Ol
TNAETTIKOIVWVIEG, O UTTnpeoieg TTapoxng internet (ISP —Internet Service Providers), 10
ANaveptmoplo. To CRM cival évag ouvduaoudg AEITOUPYIWV HIOG ETTIXEIPNONG Kal
TEXVOAOYiag TTou TTPOOTTaBEi va KOTAAAREl TOUG TTEAATEG TNG ATTO OAEG TIG ATTOYEIG:
TTOI0I €ival, TI KAVOUV Kal KUPIWG TI BEAOUV.

H amoteAeopariky Olaxeipion TTEAATEIOKWY OXE0EWV ATTOTEAE évav TPOTTO
oTpATNYIKAG dlagopoTtroinong. MNa va dlaTnpAcEl Toug TTEAATEG TNG MIA ETTIXEIPNON, N
dl0iknon Ba TTPETTEl va ETTIKEVTPWOEI TIG EVEPYEIEG TNG OTO VA dNUIOUPYACEl ypriyopa
Kal aTToTeAEOHATIKG vEa KavdaAia dlavouAg TTANPOo®opIag Kal TTPOidvVIwWY TTPOG TOUG
TTEAATEG KOl ETTIKOIVWVIOG HME QUTOUG, VO OUYKEVIPWVEI TEPAOTIEG TTOOOTNTES
TTANPOPOPIWYV OXETIKA WE TOUG TTEAATEG, KABWG Kal OTO va Ta cuvoudadel 6Aa autd

padi, woTe va dnNUIOUPYEI MIa HOVADIKK EPTTEIPIO KOl YVWON.

lMeAaTeg

2. H oxéon Ttou CRM pe 1o Tapadooiakd marketing

Mia GAAN koivA diatrioTwon gival 0TI To marketing pe TN HOPEPN KAl TIG TIPOKTIKES
TTOU €QappoloTaV WG TWwPa dev £XEl TTAEOV VO TTPOCQPEPEI TTOANG TTPAyUATA OTIG

emyxeiprioeig. MNMoAAoi opyaviouoi Kal eTTIXEIPACEIS TTAPA TIG TEPACTIEG ETTEVOUCEIG TTOU
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gixav TTpayuaToTroifoel OoTa TUAPATA Kal OTIG dpaoTnpIoTnTEG marketing yevikoTepa,
dlatrioTwoav A dIaToTWVoUV OA0 Kal TTIo ouxva OTI dev €XOUV TA QAVOUEVOUEVA
atroTeAéopaTa.

A6 TNV GAAn uttdpxel To CRM. AkoUyetal wg pia véa Beparreia ) éva véo
Qdapuako TTou NPBe va Bondnoel TIG eTaipeieg 0 OAA AUTA TTOU TO TTAPAdOCIAKO
marketing Oev €ixe T duvatotnTa. Qotéco dev gival, O0€ Kauia TTEPITTTWON, O
QVTIKATAOTATNG Tou marketing, 6TTWG AUTO epapuoléTav wg TWPA, Kal oiyoupa dev
givar kAT véo. ATmoTeAei  TTEPICOOTEPO I TTepITTTwon  dledpuvong  Kal
ETTAVATTPOCOIOPICUOU TNG PIAocoiag Tou marketing, pe Tnv éueacn va €xel dobei
OTIG OTPATNYIKEG BEATIWONG TNG «APOCIWONG» TWV TTEAATWY OTNV £TAIPEIQ KAl OTNV
IKavoTnTa va dlaTnpei Toug NdN uttdpxovTeg TeAdTeG TNG. Me TNV «agoaciwon» o€ Ia
eTaipeia A €va opyaviopd, evvoeital n TrpoTiunon Tou &gixvel évag TTEAATNG OTn
OUYKEKPIUEVN eTAIPEIO ] opyavIOUS Kal Th QUCKOAIQ TOU va TTPOTIMACEI KATToIa GAAN.

O1 diagopég Tou TTapadoaoiakou marketing ammé 1o CRM:

NMapadooiaké marketing | CRM
MpoocavaToONIGPOG OTIG JEPMOVWHEVES MpooavatoAiouog oTn dlaTripnon
TTWAACEIG TTEAQTWV
MePI0dIKA ETTOQI) UE TOUG TTEAATEG 2UVEXNG ETTAQI) UE TOUG TTEAATEG
Emkévipwon oTa XapaKTNPIOTIKG TWV Emkévipwon oTnv agia Twv TTEAATWV
TTPOIOVTWV-UTTNPECIWV
MakpoTrp6dBeao BpaxutrpéBeouo
Mikpr éupacn oTnv EUTTNPETNON TWV MeydAn €u@acn oTnv €EUTTNPETNON TWV
TTEAQTWV TTEAQTWV
Meplopiopévn dEapeUon OTNV YwnAn &éougucn oTnv IKAVOTTOIiNGN TWV
IKAVOTTOINON TWV TTPOCOOKIWY TWV TIPOCBOKIWY TWV TTEAATWV
TTEAQTWV
H troiétnTa gival yéAnua pévo Tou H mmoiétnTa gival yéAnua éAou Tou
TTPOOWTTIKOU TTAPAYWYNS TTPOCWTTIKOU
[MPOTOVTOKEVTPIKO [MEAQTOKEVTPIKO
3. MNari CRM;

Eival xapakTnpIoTIKA N @pdon: «Ta YIod atrd Ta Xpriuata mou datrdvnoa riyav
xauéva. To mpoéRAnua gival 611 dev EEpw TToIa PIoA». AG @AVTAOTOUUE HIa ETTIXEIPNON
TTou daTTavd €KOTOVTAOEG €KATOMMUPIA YIO va TTIpowBnRoel éva véo TTPOIdV Kal
TapaTtnpei 0T uévo oi picoi dvBpwTrol amd auTtoUg TTou TTEPIPEVE TO ayopalouv
TeAIK&G. AuTé onuaivelr 6Tl n KAPTTAvia TTPowenong TTou TTPAYMOTOTTIoINCE  €iXe
oTroTéAegua POVO OTOUG WIoOUG ammd Toug avBpwTroug TTou aTtreuBuvovrtav. To
TPORANUa Kal To {NTOUMEVO €ival va avaKaAUWEl G€ TTOIOUG avBpwIToug, | O€ TTOIES

KATNYyopieg avBpwTTwy, OTOXEUCE CWOTA N KAPTTAVIA KAl O€ TTOIOUG TTAYE XAMEVN.
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H mpooéyyion autou Tou €idoug cival TTAéov Pn atmodekTr]. 'ETol Ta TeAeuTaia
Xpovia TTapakoAouBouue pia heyaAn aAAayr] oTig TTPakTIKEG Tou marketing. ‘Hrav
BeBaiwg yvwoTd €dw Kail xpovia OTI 0 KUPIOG OKOTTOG Tou marketing dev ival yévo va
TpooceAkUoEl TTEAATEG, AANG Kal va Toug Kpathjoel. To marketing kaAeital Twpa va
onuioupynoel kol va Béoel ot e@apuoyr diadikacieg TTou Ba TTPowBACcOoUV TN
MOKPOTTPOBECUN aPOTiwon TWV KATAVOAWTWY O€ TTPOIOVTA ) utthpeoieg. Opiouévol
A6yol yia autr) Tnv aAAayn givail o1 €§AG:

Q@ ¢ oplopéveg ayopég Ta TTPOIGVTa yivovTal oxedov un diaxwpioiya, Adyw Tng
TEXVOAOYIKNG KAl TTOIOTIKAG OMoloyévelng Toug. H eEENIEn autrp odnyei o€
a00evEOTEPEG OXETEIG HETAEU TWV KATAVOAWTWYV KAl TWV ETAIPIWV.

@ H TaykoopIOTTOINON Kol n €vOTIOiNOn Twv ayopwy, O€ OUVOUQOHO ME TIG
OPAOTIKEG TEXVOAOYIKEG TTPOODOUG, £XOUV WG CUVETTEID KAQOOIKEG OTPATNYIKES
(6TTwg n nyeoia kK6oTOUG, N dIAPOPOTTOINCN KAl N ETTIKEVIPWON O€ TUAUATA TNG
ayopdg) va Xavouv TNV aTTOTEAECUATIKOTNTA TOUG.

@ Ta TpoypdupaTa PEIWONG KOOTOUG Kal dlaxEipiong TToI0TNTAG TTOU £QapPOlouv
TTOAAEG ETAIPEIEG TTPOCEEPOUV OTOUG QVTAYWVIOTEG TOUG TR OUVATOTNTA va TIG
TTANCIGOOUV O€ TTOAU PIKPOTEPO XPOVO Kal PE MIKPOTEPO KOOTOG.

@ H ouvexng avakatdraén Twv aflwv atnv Kolvwvia €xel atmmoTEAEoua  Tn
OlOQOPOTIOINUEVN CUMPTTEPIPOPA TWV KATAVAAWTWY Kal T ouvexr aAAayhi Twv
avaykwy Toug. O1 katavaAwTég dev evllagépovTal yia TO TTWG MIa €Talpegia
atroBnkeUel TIG TTANPOYOPIEC TNG 1 yia TO TTola OeOOUEVA ATTO BIAPOPETIKES TTNYEC
TTPETTEl VO ouvOUAOTOUV, Yia va Toug doBei autd TTou £mBUPoUV. To pévo TTou
TOUug evdla@épel Aueoa eival va eEUTTNPETNOOUV Pe Tov KaAUTEPO duvaTd TPOTTO,
ypriyopa €UKoAd, atrAd kail TTavw atré OAa ¢onvd.

& amavinon autwyv Twv eEeAigewyv n TTpoTePaIOTNTA Yia TO marketing GAAage:
QVTi va KOITA OTTOKAEIOTIKA TO PEPIBIO ayopdg, OTPEPETAI TWPA OTO PEPIDIO TWV iBIWV
TEAATWYV («UEPIBIO ATTO TO HUAAS TOUG»). ETTapKN Yéoa yia KATI TETOI0 BewpouvTal Ta
frequent flyers, Ta mePIOdIKA, Ta club Twv TTEAATWV KAl OI TNAEQWVIKEG YPAUMES
€EUTINPETNONG —OI TEAEUTAIEG HANIOTA WG PEPOG MIOG EKTETAUEVNG BAONG dedOPEVWIV
Kal evog mpoypduuatog direct marketing. To Internet mpooTéBnke oe OAa Ta
TTPONYoUHEVA Kal METATPATINKE Ot €va IoOXUPOTATO €PYAAEi0O OTOV TOMER TNG

OlaXEIPIoNG TWV TTEAQTEIOKWY OXETEWV.

10
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4. O1 @9doeig Tou CRM
21NV TTPAyMaTIkOTNTa 1 OAn diadikacia Tou CRM atroteAei éva KUKAO TTou

OAOKANPWVETAI O€ TPEIG PATEIG:

® Armotiynon (assessment): 2t @d&on auth dnuioupyeital éva POVTEAO TNG
OUNTTEPIPOPAG TwV TreAaTwyv e Tn PoriBeia ouvduaopévwy dedopévwy  (TT.X.
ONUOYPAPIKA, WYUXOYPAPIKA KTA). To TTpWTO BAMA Eival N ATTOTIUNOT TWV AEITOUPYIWY
TWV TUNMATWY TTWARoewv, marketing kal €EuTTNEETNONG TTEAATWYV, KABWS Kal n
oUyKpION TNG TPEXOUCAG KATAOTAONG UE TOUG £TTIBUUNTOUG OTOXOUG.

®  >yedlaopdg (planning): £tn @d&on authi 1o TUAUA marketing atmmog@acilel TToia
gival n kKaAUTepn TTPooéyyion vyia Toug TTeAdTeEG OTTWG auToi aTToTIUABNKavV OTnV
TpWwTn @aon. Emiong oto onueio autd peAetdral To BEPa TNG APXITEKTOVIKAG TOU
KEVTPOU ETTIKOIVWVIAG KAl Ol QVAYKEG TOou, evw TTapAdAAnAa  oxedialovral n
peBodoAoyia Kal N EVOWPATWON TWV UTTAPXOVTWY TTANPOPOPIWV OTO VEO oUCTNUA.
TéNOG oxedIAZeTal TO TTAGVO YIA TNV OAOKARPWON TWV ETTINEPOUG CUCTNHATWV.

® ExtéAeon (execution): Ztn @don auth yivetar agiotroinon Tng yvwong TTou
OUCOWPEUTNKE OTIC OUO TIPONYOUUEVEG, VIO TNV €KTEAEON Kal dlaxeipion Twv
EKOTPATEIV TTPOWONONG TWV TIPOIOVTWY KAl TWV CTPATNYIKWY AVTIMETWITIONG TWV
TEAATWY PECW TWV KAVAAIWY ETTIKOIVWVIAS aAAG Kal yia TV TTapakoAoubnon Twv
QVTOTTOKPICEWY aTTd TOUG TTEAATEG (Ta OTOIXEIA Twv OTToiwv Ba atroTiunBouv oTn
@Acn TNG ATTOTIUNONG TOoU £TTOMEVOU KUKAoU CRM). Z1n @don autr) uAoTroioUvTal 6Aa
60a peAeTiBnkayv Kai EMAEXBNKav oTnv TTponyouuevn @don Tou oxedlaouou 1600 C€
ETTTEdO OUCTAPATOG OCO Kal o€ eTTITTEdO dedopévwy TTou Ba etegepydletal To CRM
ouoTnua.

[

ATTOTiNNON

(Assessment) 2 xedlaopog

(Planning)

EkTéAeon

(Execution)

KikAog oAokARpwong piag CRM diadikaoiag
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5. Ar6 To CRM oT10 e-CRM

To CRM diagaiveral va gival n Kopu@r] Tou TTayoBouvou yia TIG ETTIXEIPACEIS Kal

TNV €mpBiwon Toug oTo 1I81aiTEPA avTaywvioTIKO TTeEPIBAAAoV TTou TIG TTEPIBAAAEIL. 'HON
TO NAEKTPOVIKO eTTIXEIpEiv €xel Eetepdoel KAatd TTOAU TO oOTddIO TNG 16€ag TTOU
dlatupTTaviCe 6T apxr Kol TEAOG WIOG ETTIXEIPNONG TTPETTEI VA €ival n TTAPOUCIa TG OTO
AladikTuo Kal PAAIOTA N €MTUXAG METAPOPA TWV ECWTEPIKWY KOl EEWTEPIKWV
oladikaoiwy o€ autd [ ylupw atd autd. Kaveic BéRaia dev augiofnrei Tnv
WEEAIPOTNTA MIAG TETOIOG OKEWNG, KABWG €ival yeyovag OTI N atrdé@acn yia €TTEKTACN
Kal OTov nNAEKTPOVIKO KOOHO peTappaleTal o€ pia diadikagia Tou BéAel TIg
EMXEIPNOEIC va OKEPTOVTAI GUAAOYIKG. ATTOdEiXONKe OUWG OTI OE TA KATAPEPVOUV
OAol Kal TOo0 KaAG Kal HdAAov n «axiAAelog TTITEpva» TNG OANG AOYIKAG €ival TTWG val
MEV Ol ETTIXEIPNOEIG OAOKANPWYOUV ThV TTAPAdOCIAKr PE TN OIKTUOKHA TOUG TTPOKTIKI)
OANG a@AvouV £EW TO ONUAVTIKOTEPO KOPMPATI: TOUG TTEAATEG.

EmoTtpo@n Aoimév ota Bacik& Kal Tn YETOTPOTTA TWV ETTIXEIPAOEWY O€ £va...
KA@EVEIO TNG YEITOVIAG, OTTOU 0 KAPETCAG EEPEI TI KOPE TTivel 0 KABE TTEAATNG KAl TOV
£xel Ce0TO KOl axVvIOTO va TOV TTEPIYEVEI TO TTPWI TTPIV QUYEl 0Tn SouAeld. MTTopei TO
Tapadelyua va Qaivetal ammAOUCTEUTIKO, aAAG €101 gival. O TTeAATNG €ival TO KEVTPO
yUpw atrd TO OTTOIO KIVEITAI N ETTIXEIPNON.

H Bewpia yia TN «dlaxeipion Twv OXEOEWV HE TOUG TTEAATEG» Oev  gival
Kaivoupyla, OTTwg £xel Ndn ava@epBei, aAA& n uAloTroinon TNG TTEAATOKEVTPIKAG
eTaipiag oev ptropei TTAéov va emTeuxBei TTapd pdévo pe TNV agloTToinan Tou TTIo
oulyxpovou kal ouvBetou hardware kai software. KaBwg Aoimrév n euehifia Twv
MIKpWV €TTIXEIPRIOEWV EAEITTE aTTd TIG PeydAeg, oTn OekaeTia Tou '80 gu@avioTnkav Ta
TPWTA TTANPOPOPIKA CUCTAMATA TTOU QVTIMETWTTIOAV TO B€éua. Ta cuoTriuaTta autd
ouvrnBwg ulotroloucav €ite pia Baon d0cdouévwy TTou dIATNPOUCE GTOIXEIQ OXETIKA UE
TOUG TTEAATEC Kal T CUUTTEPIPOPA TOUG ME TTBAVEC OTATIOTIKEG AVAAUCEIG, EiTE
dlaxelpiCovrav TNAEQWVIKA KEVTPA A Kal Ta dUO. TETOIA GUCTHUATA ELJPAVIOTNKAV OTTO
etaipieg 6TMwg n Clarify (n omoia e€ayopdoTtnke amd tnv Nortel Networks Corp.), n
Oracle, n Onyx Software, n Vantive ( n omoia e¢ayopdotnke ammd tnv PeopleSoft)
KaBwg Kal To onuePIVO KOAOOOO Tou gidoug Tn Siebel.

To MEIOVEKTNUA QUTWY TwV AUCEWvV ATAV OTI oucIacTIK& PonBoucav oTnv
KaAUTEPN Blaxeipion Twv dIa@OpwWV KAVOAIWY TNG ETTIKOIVWVIAG TwV ETTIXEIPHOEWY,
XWPIG va BeATIOTOTTOIOUV KOl VO OUVEVWVOUV TN por Tng TTAnpogopiag atrd 1o éva
KavaAl oto aAAo. Tia apddeiyua, o TOPEag TwV TTWANCEWY UTTOPEI va yvwpeIZe T
TTpoc@opd Ba £TTpeTTe va Kavel o€ Evav TTEAATN, aAAd dev yvwpide OTI 0 id10G TTEAATNG

gixe AON TnAepwvroel TTAPOTTOVOUPEVOG VIO Ta TTPOiovTa TTou TTapéAafe pia
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eBoouada tpiv. ETTpdoBeTa, 6Aeg auTéG o1 AUaelg ATav OXI HOVO aKpIBEC aAAG Kal
eCaIPETIKA OUOKOAEG GTNV UAOTTOINON.

Me v avamTuén Tou AladiktUou, oTn dekaeTia Tou ‘90, oI cuvBnKeg GAAagav.
ZAMEPO O QVTAYWVIOUOGS BPIOKETAI APKETA «KAIK» TTAPATTEPA KOl Ol TTEAATEG €XOUV
okOpa €va KavaAl OTo OTIoio PTTOPOoUV va aTTeuBuvBouv yia TIG ayopég Toug. Ol
amaITAoeIg  Twv  TeAaTwyv  augAbnkav, Ta TpoidvTa  eival  OUOKOAO  va
dla@opoTtroinBouyv, OoTToTE Kal n avAykn Twv ETTIXEIPHOEWY va TTANCIACOUV Toug
TEAATEG €yive eMTOKTIKA. [’ autd 1o Adyo Kai o1 Aucsig CRM g&ehixBnkav woTe va
atmravtioouv oTta véa Oedopéva. ‘ETol OxI POVO ETTIKEVTPpWONKAV OTn AETTTOUEPN
Kataypa@r Kal avaAucon Tng CUMPTTEPIPOPAG Tou TTEAATN OAAG Kal oTn por NG
OXETIKAG TTANpo@opiag oe OAa Ta TUAMATA TNG ETTIXEIPNONG i} TOU OpyaVICHOU, WOTE
QuTd pe Tn o€ipd Toug va divouv avagopd OTa OnuEia eTTAQAG PE TOUG TTEAATEG
(TTwANTEG, TNAE@wvVNTEG, AladikTuo). To Internet ival n véa TTpdkAnon kai Bonbd otnv

«nAekTpovikotroinon» Tou CRM petaBdAlovTag 1o o€ e-CRM.

6. T1 givai To e-CRM:;

Av Kal To évoua TOU UTTOKPUTITEI TN XPron Tou AladikTUou Kai povo, dev gival

akpIBwg £101. To e-CRM d¢ev atroTeAei pdvo TTpakTIK yia TN dlaxXeEipIon Twv oXECEWV
ME TOug TTEAATEG TOU AIadIKTUOU, £€0TW Kal av n SIKTUAKK OIKOVOMIa €ival auTr TToU TO
¢pepe oTto TPookAvio. To e-CRM Trapéxel OTIG ETTIXEIPHOEIG Ta PECA yia TNV
KATAAANAN TTpocwTTOTTOINKEVN KAl OGAANAETTIOPACTIKA ETTIKOIVWVIA UE TOUG TTEAATEG,
TO0O PEOW NAEKTPOVIKWY OGO Kal TTAPAdOCIAKWY KavaAiwy. TEXVOAOYIKA aTTOppPEE]
aTTd TIG TEXVIKEG TTOU au¢noav TNV atmodoTIKOTATA TwV TNAEQWVIKWVY KEVTPWY Kal TOU
eCidavikeupévou marketing yia tnv TpowBnon Padikd TTapayOuEVWY TTPOIOVTWY O€
MIKPA TUAMATa TNG ayopds. Mavw oe autég TIC TexVviKES Baailetal To e-CRM kai TIg
ETTEKTEIVEl PE VEEG TEXVOAOYiEC TunUaTOTIOINONG KOl avaAuong Tng ayopdg, véa
KavaAia eTmikoivwviag Kal «1 mpog 1» aAAnAetidopaon. Meyovog gival OTI TTOIOTIKA Ol
TTEAATEG OAUEPQ ATTAITOUV O,TI KaI TTAVTOTE: TTOAAATTAEG dUVATOTNTEG ETTIAOYNG, EUKOAN
Kal UTTeUBuvn €CuTTNPETNON O€ PIa BIadIKACIa TTOU XPWHATICETAI JE VAV TTPOCWTTIKO
Tévo. H JIaQopeTIKOTNTA TNG ONUEPIVAG ETTOXNG €O0TIAZETAlI OTO YEYOVOG OTI N
TTOAUTTAOKOTNTA OTNV TTAPOXN TETOIWV UTTNPECIWV €Xel aAAGEEl dpapaTikd. O kaipdg
TTOU Ol ETTIXEIPNOEIG €EUTINPETOUCAV TOUG TTEAATEG TOUG MPEOW KATAOTNUATWY A
TNAEQWVWY  €xel TTEPACEl. 2T VEA OIKOVOMia, Ta KavAaAia €TTIKOIVWVIAG TTou
XpPnoigoTrolouvTay Je Toug TTeAATEG €xouv TToAAamAaciaoTel. MNa va oTtabolv

ETTAPKWG OTO VEO AVTAyWVIOTIKO TTEPIBAANOV, Ol ETTIXEIPACEIG, TTPETTEI VA TTAPEXOUV
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TNV idla TToI0TNTA UTThpEeoiag péoa ammd OAa Ta KavdaAdia emmikoivwviag: AladikTuo,
NAEKTPOVIKO TaXudpoueio, NAEKTPOVIKA cuvoudiAia, dIadIKTUOKE TNAEQwVid, TNAEQPWVO
kal fax. INa Tapddeiypya ol eEAATEC XpnaoidoTroiolv To AladiKTuO yIa VO OUYKPIVOUv
TIUEG KOl va KATAVOAWVOUV TTPoTéVTa KAl utThpeaieg, aAAd TTapdAAnAa BéAouv va
éxouv Tn duvaTdTnTa va oTeidouv éva e-mail, va pIANfoouv THAEQWVIKG pe KATTOI0V
TTWANTH, OTAV TTEPITITWON TTOU ATTAITOUV ETTITTAEOV €GUTTNPETNON. ZUVOAIKG atTaitolv
TNV amPOOKOTITN aAAayr] Kavahiwyv Ywpi¢ va KoTtrei TTouBevd 1O vApa TNng
etmKoIvwviag. OTwg yivetal katavontd, 1o e-CRM Bpioketal oe uwnAdTepn KAipaka
atrd 1o CRM yiaTi €TTIXEIPEl va ouveVWOEl Ta DIACTIOPUEVA KAVAAIQ ETTIKOIVWVIOG KAl
TN CUCOWPEUPEVN TTANpogopia yupw atrd auTd. MNapdAAnAd 1o e-CRM agopd atnv
Tpowlnon —o¢ eTiTedo «1 TTPOG 1»- €viova €EATOMIKEUPEVWY OE TTAnpogopia
TpoiovTwyY, oe avtiBeon ye 10 CRM 10 OT0i0 agopd oTtnv Tpowdnon —TdAl o€

eMMTTEDO «1TTPOGT»- PadIkG TTapaAyOUEVWY TTPOIOVTWV.

7. H amrapaitntn utTTod0uNn

Mia atré TIG IO BACIKEG TTEPIOXEG TNG TTPOCEYYIONG TOU TTPAYUATIKA {nTOUUEVOU
atmd TNV ETIXEipnon, €ykAgiel T Bewpnon Kal TNV Kataypa@r tng KABe Popeng
UTTOO0UNAG £vog TTEPIBAANoVTOG e-CRM, KéTw atrd pia o€ipd TUTTOTTOINCEWY TTOU OAEG
—avdAoya e T @UOoN TOU OTOXEUOHUEVOU ETTIXEIPEIV- €ival ONPAVTIKEG WG KPIOIUES YIa
TNV emTuxn die€aywyn Tou. O@a PTTopoUcapE va KATaypAWOUNE TIG TUTTOTTOINCEIG
QUTEG WG €ENG:

® TnAegpwvia, CTl (Computer Telephony Integration)
MANpo@opIkn kal AikTua
Aedopéva
ERP (Enterprise Resource Planning)

Opyavwaon, ZteAéxwon, KouAtoupa

e & & & »

MpooTrTikr e-Business

CTI (Computer Telephony Integration)

Kdatrote ¢ouoaue O0TNV £TTOXN TWV ATTAWY TNAEQUVWY KAl TWV PEPHOVWHEVWV
EMKOIVWVIWYV. AG uttoBéooupe 6T KATTolog ABeAe va kKaAéoel éva TTARBOG XIANIGdwWV
QATTOOEKTWYV H aVTIOTOIXA VA KIVATOTTOINOEl Yia SladIkaoia O1Tou XIAMIAdEG v duVApEl
evOIOPEPOPEVOI YIa €va TTPOIOV 1 MIa UTTNPEdia Ba KaAéoouv Ot MIKPO XPOVIKO
O1doTNUa, PE OKOTTO va evnUEPWBOUV PE AETTITOUEPEIES VIO KATTOIO SNPOCIO PAvVUUa

(Mg emmTUXNPEVNG Bdla@rpIoNnS yia TTapddeiyua). ‘ETTpetre T0TE va eykaTaoTabel £évag
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TEPAOTIOC MPNXAVIOHOG aTrd TNAéQWVa KAl AvOPWITOUG, WOTE va UTTAPXEl Mia
oToIxelwdng dlekTTepaiwaon Tou TTARBoUS Twv kKARoewv. Kal 6tav, KATTOTE, N 10TopIa
auTh £pTave OTo TEAOG TNG, N €pyacia dpxile avd amo Tnv apxr, TTPOKEINEVOU va
TTapayxBei pia ouvoAIKA ava@opd yia To €pyo TTou €iXe TTpaypaToTroinBei kai, BeBaiwg,
va dpopoAoynBei n IkavoTroinon Tou TTEAATN.

H katdotaon autr) odnyouoe o€ TPOMUAKTIKA uywnAd KOGTOG aTtracXoAnong
AvOPWITIVWY, Kal OXI HOVO, TTOPWV WOTE va KAAUPBOUV 01 EKAOTOTE UTTOXPEWOEIG. Ta
TNAEQWVIKA KEVTPA aTToTEAECQAV TO TTPWTO £TTITTEDO avaBdbuIong o auTh TNV 10TOpIq,
EMTPETTOVTOG VO avTAOUVTAl YPAUUEG Héoa aTTd pia degapevr] Kal va didovTal og KABe
¢nToUvTa va TTPAayPaToTroifoEl Jhia KARon amd péoa TTpog Ta €¢w (outbound), i va
o1aTiBevTal HEOW €VOG KEVTPIKOU CGUVTOVIOTH YIO VA IKQVOTToINOei 0 KaAWv atrd £Ew
Tpog Ta péoa (inbound). H diadikacia péow eviaiou kéEvipou dpxioe va oTadiakd va
ETTTPETTEI TNV GVTANCN CUNTIEPACHATWY KAl TNV TTAPAYWYH ATTOTEAECUATWY PECQ
a1To pIa KEVTPIKA —aAAG Ox1 kat’ avaykn atrAn- diadikaacia.

2€ OeUTEPO £TiTTEDO, OAN AUTH N ACKNON TTPOXWPENOE PE Eva ETTITTAEOV ETTITTEDO
QUTOUATIONOU OTO TNAEQPWVIKO KEVTPO, TTOU OIEVEIME TIG KANOCEIG PECA ATTO €va
ouoTnua €mMAOYAC €AelBepwyv TNAeTTWANTWV (agents), he 1O Ovopa Autduarn
Ailavopry KAjoewv 1 ACD (Automatic Call Distribution), pe apdAAnAn onuavTiki
augnan g eueAiiag Tou reporting.

Ouwg yia va @racel n TnAe@wvia OTO onueio va OAOKANpwveTal Kal va
TTPOOQEPE! eviaia TTAATEOPPA PE TOV UTTOAOYIOTH, ETTPETTE VO TTEPACOUNE O AAAN
¢don. ‘Eva ouotnua oAokAfpwong utroloyioTi kai TnAepwviag: (CTI, Computer
Telephony Integration), fjitav n emouevn évvola TToU PTTOPECE va dEl TO CUVOAO TWV
KAfoewv (inbound/outbound) ka&Tw amd eviaia Aoyikr) Kal va B€0€l TO OUVOAO TWV
TPOUTTOBE0EWY WOTE va Yivel TO TNO oNPavTiKG BrAPa:va TTaTACEN TTAvw O AuTh N
TTEAATOKEVTPIKA OIOXEIPION TWV KAAOUVTWY Kal Twv KaAoUuevwy. Eival n TTpoltmdBeon
yla TNV appovia Tng dIavounRg Twv KANCEWV Kal TNV £¢ auTtrig uwnAn TapaywyikotnTa,
OTTWG ATTOTUTTWVETAI JE TNV €UPUTNTA TWV BIAPOPETIKWY OTPATNYIKWY TTPOCEYYIONG
KAl TNV aPTIOTNTA Kal TNV TTANPOTATA Twv dUVATOTATWY OAOKARPWONG TWV ETTINEPOUG
mePIBaANOVTWY, 6TTOU KaAgiTal va TTaTAoel To e-CRM yia va atroyeiwoei.

Quoikd n avriAnwn autr) €§UTTNPETEITAI OTAV N OUYKEKPIPEVN €yKATAOTAON e-
CRM atmrookoTrei OTnv  JEyYIOTOTIOINON TNG TTOPAYWYIKOTNTAG Péoa ammd  éva
mePIBAAAOV TTOAAWYV XpnoTwy, oUuVABWG TTOAAWV agent. ZTIG TTEPITITWOEIG QUTEG —
TTOU QaTmroTEAOUV  €CQIPETIKA PEYAAO TTOOOOTO TOU GUVOAOU TWV  OXETIKWV
EYKOATOOTACEWV- 1N OAOKANPWON TEXVOAOYIWY TNAEQWVIAG Kal TTANPOQOPIKNG
eoTidleTal oTnv £EUTTvn KaBodrynon Tng Olavoung Maldikwy KANoewv atmod éva

TNAEQPWVIKO KEVTPO O€ KATTOIOUG TNAETTWANTEG, WE KpITRAPIa TN OI0BeCIUOTNTA Kal TN
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AOYIKN TNG TTPOdPOoHOYNONG Twv TTPOIGVTWY. AUTO UAOTTOIEITAI JE T CUyypaQr KAbe
OTPATNYIKNAG TTOU TTPOCBETEl duvaToTnTeG dpopoAdynong (routing), wWOTE TTATWVTOG
OTN XPAON CUYKEKPIUEVWY TTANPOQOPIWY, va XTiCeTal n AOyYIKr TNG agloTroinong Twv
avOpwTTivwy TTOpwv, PE BAON Ta OTOIXEIO TTOU CUVIOTOUV TIG IBIAITEPOTATEG TWV
OTOXEUOUEVWY OHAdWY.

A¢ oTtaBoulpe Aoimmév mpwta oto CTIl agou autd PBpiokeTal TTOAU KoOvTd O€
oplopéveg évvoleg Tou e-CRM kal gival 10 apgéowg TTponyoluevo TrepIBaAAov o€
ETTITTEDO XTICIMATOG TOU viaiou Kal apuovikou TTepIBaAAovToG. MapafoAikd Ba Aéyapue
o011 n dopn Tou CTI Trpoo@épel oto e-CRM OAn Tnv oucia Tng €MKOIVWVIAG WE TO
oT16XO.

XovOpIKA Ol TTEPITITWOEIS €ival SUO:

& O ev duvdpel 1 evepyoi (avadAoya pe TN QUON TNG KABe TTEPITITWONG) TTEAATEG
TTPAYMATOTTOIOUV  KAROEIG  O€  TTPOdIAYEYPOUMEVOUG KAl  AVOKOIVWHEVOUG
TNAEQWVIKOUG apiBuoUg, KAAOOIKOUG Il ME KATTOIO OUYKEKPIMEVN AEITOUPYIKOTNTA
(800-, 801, 90-, kTA). H KAAON autr épxeTal 0TO cUOTNUA HECA ATTO TO TNAEPWVIKO
KEVTPO Kal €KEi atmopaacifeTal -ue Baon kammola Tpodiayeypapuévn oTpATNYIKA POAG-
0 TPOTTOG TNG agloTroinong ..

KdaBe emuépoug oTpaTnyikK UTTAKOUElI OTN AOYIKA TTOU UTTayOpeuae TNV KANON
(Tr.X. oupBoéAaio cuvTtrpnong, Kautavia inbound —OnAadrn Kautdvia Pe OTOXO TNV
TPOCEAKUGH TTEAGTWV) KAl OTNV IEPAPXNCN OTOXWYV TTOU OJIAUOPQPUVETAI ATTO TOV
OpPXIKO OXeOIOOUO TNG KAPTTAviag i T aoxéon e Tov Aoyaplacud (account) otov
OTTOI0 AVOPEPETAL. XTO TEXVIKO €TTITTESO TTPOdIAYPAPETAl N dnuloupyia piag opddag
QTTOKAEIOTIKOU 1 JN XEIPIOMOU TwV KAACEWV TTOU a@opolVv Ot KABE CUYKEKPIMEVN
TEPIOX] TNAEQWVIKAG UANG. Kal kaBopifovtal n @uUon TG avayvwpiong Kal n
QVTIHETWTTION TNG KANong. TotmoBeTtouvTal Ta TTpdTUTTa (Standards) péoa oTa oTroia
gival uttoxpewpévo va KivnBei 1o ouoTnua (Xpdvog amdvinong ava eTmitTedo
TOIOTNTAG €EUTTNPETNONG, EAAXIOTOG XPOVOG OUVOAIKAG QVAPOVAG, OUuvaTOTNTEG
reporting KTA) Kkal kard Tauta Onuioupyeital To Bacikd TrAciolo. To e-CRM
TTPOCWTIOTTIOIEI TO TTAQICIO QuTd yia KGBe onueio emaeng, avapaduifovrag tnv
TTOOOTIKA aUgnon TNG TTapAywyIKOTATAG TTOU N TexVoAoyia KaBioTd @ikt péow CTI
o€ TIPAYMATIKA eu@uia €TTIAOYNG Kal TTapakoAoUBNoNG Twv TTEAATEIOKWY OEBOUEVWY,
QUVATOTATWY KAl TTPOOTITIKWV.
ik H Oeltepn TTEPITITWON OUVICTA TN PO TWV EKTTOPEUOUEVWY KAROEWV
(outbound). H Texvohoyia CTI diaxeipietar Tnv amoTuTTwon TnG BAong kalr g
oTpaTtnyIkng Baoel emAeyuévwy TEdiWV YETa atTd pia BAacn dedouévwy, TToU KAVEL TN
{wn 6Awv TTI0 €UKOAN, TTPOCdidoVTaG TNG TAEN KATA TIG £ENG TTAPAUETPOUG:

® QloxeTeUEl TIG KANOEIG
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® eAéyxel Tn OuvaToTNTA ETTIKOIVWVIAG HE TOUG KAAOUPEVOUG aplBuouc Kal
KaTtataooel Tn eUoN Kal TV €TTIKOIVWVia hadi TOUG 0€ OUYKEKPIPEVO TTAQICIO
uAotroinong

® TTOPaKOAOUBEl TN BIABECINOTNTA TWV TRAETTWANTWY KAl KOTAVEWEI TIG KAROEIG

TToU Bpiokouv avTaTTéKPIoT, HEYIOTOTTOIWVTAG TO ATTOTEAECUA avA KAPTTAVIA
O0AAG Kal 0TO OUVOAO

® TTpoo®Epel OAN TNV utTodoUNn dlaxeipiong TNG KARONG

® Onuioupyei TIG TTPOUTTOBECEIG EUTTAOUTIONOU TNG BAong 6edopévVwy TTOU KAT

apxnVv evepyoTroInonke

® cvepyoTrolei éva TTponyuévo TTEPIBAAAOV avagopwy (reporting), pe eueligia

Kal duvaToTnTeG va KAAUWEl TNV TNAEQWVIKA/TTOIOTIKA UAN TNG evnuépwong
TOU TTEAATN, OQAVOVTAG TA TTOIOTIKA XAPAKTNPIOTIKA TOU KABE Aoyaplacuou
oTIg duvaTdéTnTEG TOUu e-CRM.

ZAMEPA TO €TAIPIKO TNAEPWVIKO KEVTPO (Corporate Call Center) €xel petatpartei
o€ KEVTPO OIEPYACIWV Kal avTaTtokpiong Pe Tov TTeAdTn. O autouaTtiopog tou call
center €xel TTPOKTIKA €TITEUXOEi pe TN xprion egeidikeupévou €COTTAIOCHOU, OTTWG N
auTopartoTroinuévn diavoury kAfoewv (Automated Call Distribution-ACD) A n
olaloyiki ewvnTiKA atrékpion (Interactive Voice Response-IVR). Autd Ta cuoTtiuaTta
dlauéppwoav TNV Tdon atroudvwaong Tou call center atrd Tnv UTTOAOITTN ETTIXEIPNON,
a@oU YevIKG €xouv Aiyn wg PNdevikKA duvaTtdTnTa OAOKAAPWONG ME ETTIXEIPNTIOKA
OUOTAMATA, OTTWG Ol €TAIPIKEG BAcelg OeOONEVWY, OI ETTIXEIPNCIOKEG 1 KOIVEG
epapuoyég Twv PC kTA. 'ETOo1 yevvhOnke n avaykn tou Enterprise CTI.

O1 atraitAoeig Tou TTEAATN 600V aQopd OTNV ETTIKOIVWVIO KAl 0TAV UTTOOTAPIEN
éxouv avéBel dpapatik@ kai n Taxutnta eival 1o TTav. MNa mopddeiypya ol TTEAATES
TTEPIMEVOUV ATTO TOUG TNAETTWANTEG va €XOUV AUEDN €TTOQN ME TO Aoyaplaoud Toug
oTav kahouv. Edv xpeiaoTei HETATTTWON TNG KANONG 0€ KATTOIOV AAAO €KTTPOCWTTO,
TTEPIEVOUV OTI N TTANPOPOPIa PETAKIVEITAI KAl €ival KTAKO KAl TOU VEOU EKTTPOCWTTOU
Madi ge Tnv KARon. MapdAAnAa au&dvel n mOuUWia TOug va eTTIKOIVWVHACOUV JE e-mail
Kal yéow Tou Web.

ATTavtnon oTig TTpoadokKieg auTtég ammoTeAei n TexvoAoyia Enterprise Computer
Telephony Integration (ECTI), 1ou ouvdudaler T OUVOUN TwV TNAEQWVIKWV
OUOTNMATWY HE Ta apxeia TTAnpo@opnong Tou opyaviopou. H uAotroinon Tou ECTI
ETTITPETTEI TNV AUTOPATN BIOCTAUPWOTN TwV OEDONUEVWV TOU TTEAATN HWE TNV KANON Kal
otav aTtraIteital eTTavadpopoAdynon, Tn duvatoTnta diakivnong YECA OTov idI0 ToV
opyaviouéd kar TapAdAAnAa pe TN KAARon. Me  evnuepwUéVo  Kal  AETTTOPEPES

TTEAATOAGYI0, OI TNAETTWANTEG UTTOPOUV VA KAVOUV KATI TTEPICOOTEPO OTTO TO XEIPIOUO
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OTTAWYV AITNUATWY A TTAPATTOVWYV: UTTOPOoUV va TTpooBécouv afia kal BaBog oe KABe
MOPQPAG ETTIKOIVWVIQ.

To ECTI evowpatwvel Tn dUvaun TNG TNAEQWVIAg Kal TO €TAIPIKO TTANPOYPOPIKO
OuVapIKS yIa TO XTIOIMO €UQUWV OIKTUWV TTEAATEIOKNG ouleuéng. Katd Tekurpio
TTPOKEITAI VIO Yo AUON BACIOUEVN O€ AOYIGUIKO TTOU OAOKANPWVETAI PE TOV TPEXOVTA
e€ommAIopd computer telephony, 6TTwG enterprise business systems, kal KAIJOKWVETAl
yla va KaAu@Bouv ocgadnTToTe onueia, KaBdoov n eTTIXEipNON ETTEKTEIVETA.

H uAotmoinon Twv duvatotATwyv evog mepifdAlovtog ECTI mpoUTrobéTel Tnv
UTTapgn avoixTwy cuoTnUATwy client/server. Me gu€AIKTn TEXVOAOYIKH UTTOOOUA, £va
KEVTPO KAAOEwvV ouvdéel Qwvry, dedouéva, e-mail, To Web kai gv duvduel video,
ATTOTEAWVTAG €va OAOJWVTAVO KOWMATI TNG €mmixeipnong. Tautdxpova UTTopEi va
edeavioTei o Aoyikn single-site, multi site kai network base, pe duvatdTnTEG KAOEWV

inbound/outbound kai reporting.

NMAHPO®OPIKH KAI AIKTYA

2TO €TTTTEDO TWV JIKTUWV KAl TWV EYKATAOTACEWV TTANPOPOPIKNG, N avaykaia
utTodoun Oev TTEPIOPICETAl TTAEOV OTOUG TTAPADOCIAKOUG TTAKTES TWV PEYAAWY £pYwV
Tou TrapeABovTog. Karmote n euotdBeia kal n oTifapdTtnta Tou TTEPIBAAAOVTOG
amrairoucav TTAATEOpueS UNIX kal Bdoeig dedopéviwv avaAdywv TTpodiaypa@uwy.
ZAMEPa Xwpic va TrepIopieTal N OUYKEKPIPEVN TTPoatyyion, To TrepIBaAAov Intel +
Microsoft SQL 11pocdiopilel pe ao@AAeia £va £Ei00U ETTITUXEG TTEPIEXOUEVO UTTODOMNG
KAl OTAPIENG- EIBIKA ATTO TN OTIYMI| TTOU:

-0l server TWV KOPU@AiWV KATOOKEUOOTWY UTTAKOUV Ot oevdpia UWnAAig
O1a0eCINOTNTAG KAl ETTIOO0EWY

-0l AUoeig clustering emmituyxdvouv Tn 81a0scipdTnTa 0 aTTOAUTA PEYEDN

-T000 TO AOYIOMIKO 600 Kal Ol SIKTUAKEG UTTOOOMEG Kal O XWPENTIKOTNTEG TWV
ATTOBNKEUTIKWYV PHECWYV £PXOVTAl APWYOi OTNV TTPOCTTABEIa QUTH.

Apa ol €TTIANOYEG O€ QUTO TO ETTITTEDO £XOUV TTIO TTOAU va KAvVOouVv e TNV eupUTEPN
OTPATNYIK KABe Xwpou ot emimedo TAATQEOPUAG, TTapd HE TIGC OuvVaTOTNTEG

QVTOTTOKPIONG TTOU SIOBETOUV OI BNUOPIAECTEPOI EE QUTWV.

AEAOMENA

H Aoy TNG ava@opds Twv JedONEVWY BV €XEl va KAVEI PE TNV TTAATQOPUA
TwV Bdoewv, aAAd Pe TNV TTOIOTNTA KAl TV Opydvwaon TnG idiag Tng TTANPoYopiag TTou
auTd oToixeloBeTolv. MpodkelTal yia KoAooolaiag onuaciag doknon uttodoung, agou n
KPIOINOTNTA TWV dEdOPEVWY gival aTTOAUTN —TOCO O¢€ €TTITTEDO TTPOTUTTWY OCO Kal O€

ETTITTEDO TTANPATNTAGC- YIA TNV ETTITUXH OAOKANpwon evog TrepIBaAAovTog e-CRM.
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O1 repioy£g-Trayideg yia To XTioIWo uTtTodounG dedouévwy ival ol €ENG:

-Texvikr] TNG OUyKEVTPWONG OedOPEVWY, KTIOINO HE PACN OUYKEKPIUEVES
TTAPAPETPOUG

-f'vwon Twv &i1adikaociwv ouvBeong, aglotroinong Kal gUTTAOUTIONOU  TwV
0edOouEVWV

-ApIOTN YVWON TWV TTAPAPETPWY EI0AYWYNG Kal TwV dedouévwy o€ TTEPIBAANOV
e-CRM. Mpétrel va TovioTel 0TI atrd TN QUON KAl TAV aPXITEKTOVIKA TNG P TTAATQOpUO
e-CRM dnuioupyei éva véo dEaIo oTnV UAN TTOU €ICAYETAI KAl -avAAOya UE TN @UON
TNG UANG auTrg- dpouoAoyolvTal Oevdpla KOl CUCXETIOMOI TTou &ev £Xouv Kapid
oX£0N YE TNV avTioToIXN CUUTTEPIPOPA HIag BAong.

-MapakoAolBnon TnNg Aoyikig Tou e-CRM o1n diadikagia Tng TAnpogopiag Je
ouvBeon TTou gvepyoTrolgiTal OTav XTiCOUHE KATTOIO TTPOQPIA GTOXOU.

Ta dedopéva gival To aipa TTou TPEXEI OTIC PAEBEG evOG opyaviouoU yvwong,
OTTwG MiIa eykatdotaon e-CRM, kal n uyeia Toug €xel TepdoTia onuacia yia Tn
BiwaoiydéTnTa Tou OpyaviopoU autol. EmimmAéov, n évvola Twv TTPOTUTTWY OTN PONR Kal
otnVv utrapgn Twv dedopévwyv £xel TTOAATTAdoIa onueia euaicbnoiag oe axéon Ye TNV
avTtioTolxn o€ éva AAAO «opyaviouo», apou n CUYKEKPIYEVN TOUG Pop®r, N dpioTn
XpAon Twyv dIadIKACIWY KaTaypa@ng Kal n KaAANEPYEIQ yvwong Kal KOIVOU €VOTIKTOU
OoTOV EUTTAOUTIONOG TNG UANG wToypagifovtal dueca oe KABE PHop@r ETTIKOIVWVIAG UE

TO «XpnoTtn», dnAadr Tov TTEAATN.

ERP (Enterprise Resource Management)

Mia dAAn TTEPIOX ME Kupiapyn onpacia yia TNV arTOTEAECUATIKOTNTA TOU e-
CRM ¢ival To ERP 1ng eTaipiag f; Tou opyaviouou TTou avaAUoUupE. AEITOUPYWVTOG WG
TNYR TTANPOYopPiag aAAd Kal divovTag To PETPO TOU TTAPAYOVTA-KAEIBIOU KOTA Th
O1doTaon Twv OIKOVOUIWY, O€ TTEPITITWON TTOU KATTOIOG €ival og B€on va KAavel pe
ao@aiela oAokAnpwuévo billing atmd 1o e-CRM kai va eyypdayel A pn 6edouéva oT0
ERP, kaBwg¢ oulntd pe tov TTEAATN, OUVIOTA TNV Kopu@aia icwg empBefaiwon NG
TTARPOUG OAOKANPWONG TNG £VvoIag TNG ETTIKOIVWVIaG/ diaxeipiong Kai TG £vvoiag Tng
ouvaAAayng.

Aev gival AoITTOV TuxXaio To yeyovog OTi ol eTaipie¢ ERP agou emmévduocav oTn
Kateubuvaon TNG yepUPWONG Twv TTPOIOVTWY TOUG PE TOUG KOPUPAIoUG TTPOUNBEUTEG
e-CRM ka1 dev €idav atroteAéopata avdloya Twv TTPOCdOoKIWY Toug, BEAncav va
doKiyaoouv Tnv TUXN TOUG TTPOCBETOVTAG XapakTnpioTIKG e-CRM oto &iké Toug
mePIBAAAOV Kal auToTTPOGdIoPIfOMEVOl WG N vEa dUvaun Kal TTepxouevn TaEN oTo e-
CRM. H ToKTIKA) TOUG TTaiel avAPeda aTNV QUTOVOMN avATITUEN Kal OTIC CUPMAXIES i

OTIG OTPOTNYIKEG oUVEPYATiES. YTTOKEITAI OUWG OTO PIOKO ETTIAOYNG CUVEPYATN O€ £va
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mePIBAANOV  e€aipeTiIKG UWNAAG Kal TTOAAATTAG  ekdnAoUpevng KivnTikOTNTag. O!I
mMOavOTNTEG ETTITUXIAG TOUG €ival cuvABwS ouvdaptnon TNG JeydAng trayidag, TTou dev
gival GAAN atrdé TNV TTPOEKTACN TOU TTPONYOUNEVOU EQUTOU TOUG OTOV KAIVOUPIO POAO

TTOU ETTIXEIPOUV VA TTAIOUV.

OPIr'ANQZH, X TEAEXQZH, KOYATOYPA
Eivar peydAo AdBog va vopiel kaveig 0TI n OAokAApwon evdg CUOTHUATOG e-
CRM BagiCeTal poévo otnv TTRETToUca TeEXVOAOYIKN UuTTodoun. Aev gival atTAd epyaAcia,
OAANG TTAQTQOPUES OKEWNG, avaAuong kal ouvBeong. Eival TpotTol (whg TTou £pxovTal
va BdaAouv TTpodIaypaPEiG opyavwong Kal oXEDIAOUOU OTOV TOUEQ TWV TTEAATEIOKWVY
OX£0EWV, WOTE VA PEYICTOTTOIEITAI N ATTOTEAEOUATIKOTNTA TNG TTAATOOPHAG KAl TEAIKA
TNG ETAIPEIOG TTOU TO XPNOIUOTTOIE.
ANMwoTe oTig TTAaTPOpueg e-CRM o oxedloouog TpoEpxeTal amo  Tnv
OPYQVWTIK EMTTEIPIA TWV XPNOTWV Kal £xel TTEPACEl TO eUPpUikG oTAdIO TNG (MN)
yvwong, TTou Tov KaBioTouoe «yopdlo deOUO» OTA XEPIA QVETTAPKWY OXEDIAOTWV.
ZAMEPA N apuOoVIKR OUCEUEN Twv ETTINEPOUG £XEI VO KAVEI WG ETTI TWV TTAEIOTWY HE TA
€ENGC epwTAMATAL:
® [vwpilel 0 TOTTKOS avTITTPOCWTTOG TO TTPOIGV Tou aTo BaBud TTou va pTTopei va O¢l
TIG 101QITEPOTNTEG TOU TTEAATN KAl va XTIO€l TNV TTPOCTIBEUEVN agia yéga ammd Tnv
MEYIOTOTTOINGN TNG OUVBEONG TTOU TTPOTEIVEL,

® ‘Exel n etaipia Tou amolntdel Tnv uAotroinon Tou e-CRM Tig TTpodiaypagéc yia va
avtatre¢ENBel oTo TTEPIBAAAOV auTd; ZkéTTTeTal e-CRM —avaTtrvéel otn Aoyikr auTr-
N 10 PAETTEl cav KATI TToUu atmd pévo Tou Ba AsiIToupyrioel auTopaTa Kal Ba
aTTOPEPEI KEPDN;

Av kdTrolog opyaviopog eykaractrioel e-CRM kail n BeAtiwon A n ammAotroinon
TWV dIaBIKACIWY TOU €ival KATAPAVG, OUVRBWG €XEl KAVEI JIA ETTITUXT EyKATAOTOON.

Av avTiBeTa TTPOOTEBNKE OTPIPVOTNTA KAl AUEABNKE O £EPYACIAKOG POPTOG XWPIG
va JeyaAwoel n egBEAEIa Tou opyavigpoU TOTE uTTdpxel TTPOPRANUa. Kai TTaAI TTpETTEl
va 000¢i TTpocoxn o€ éva onueio: o€ £pya PIKPNG KAIJakag Ytropei n autévoun Xpron
Tou CRM va 1pocBétel epyacia. To PuoTIKO ekei eival n eTTiteuén Tou Pabuou
opyavwong TIOU  EVEPYOTIOIEI TN OCUCTNUIKA 10XU avaAOywg Tou €UpPOUG TWV
(NTOUPEVWYV. Z€ YEVIKEG TTAVTWG YPAUUEG, éva €pyo e-CRM yivetal emTux€0TEPO KAl
KATAEIWVETAI OTIG CUVEIDAOEIG TWV XPNOTWY OTAV Ol KAIMAKESG EPYATiag HEYAAWVOUV.

MapadAAnAa davBpwTrol Kal poAol, OIadIKAGCIEG Kal TTPOTEPAIOTNTEG, OEIKTEG
aoQaAgiag Kal OEIKTEC AvATPOTING, CUKBATOTNTA KAl atagia, yvwan Kal dyvold, KaAwg
voouuevo O€o¢ kal Bpaccia Trepippdvnan Twv dedopévwy OKANPAG OOUAEIGG OCWV

£€XOuv KATI Kalvoupyio va dwGoouVv yia To XTiOIuo evvoiwv Tutou e-CRM eival ol
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ouvBéaoelg/ avtiBéoeic TTou ouvhBwg TTPoadiopilouv TIG OPYAVIKEG TTAPAUETPOUC VIO

MIa atroTeEAEOUATIKA eykaTdoTaon e-CRM.

e-BUSINESS

H oAokAnpwon Tou Internet, ApBe yia va dwoel uTTdoTACN OTNV UAOTTOINON £vVOG
TePIBAAOVTOG yia TRV avdmTuén Twv dladikaciwyv Tou marketing «1 mmpog 1». H
ouvartoTnTa  dnuioupyiag XpnoTIKoU TIPO@IA Kal N € aQuTAG ouvapTnon TNG
TTEAATOKEVTPIKOTNTAG —Apa KAl N OTToyEiwon TNG ETTIXEIPNOIOKAG €uaTOoXiag OTO
marketing TTPOIGVTWYV KAl UTTNPECIWV- CUVIOTOUV TTEPAITEPW EU@PaCn OTh ouleuén e-
CRM kai e-Business kal otnv evBdppuvon avdmTuéng AUCEwv TIPOG QUTAH Thv
kateuBuvon. Katd tnv évvola auth n €ToiudtnTa YIog €TmiXeipnong va oexBei 10 e-
Business 0Toug KOATTOUG NG, aAAG KAl N OoTPATNYIKN €TTIAOYT Tou pOAOU TNG OE AUTO
gival oagng ouvdptnon Kai Twy emAoywv e-CRM 1600 o¢ emmitredo TTAaT@OpUag 600
Kal og ETTiTTeEd0 OPYAVWTIKAG Kal €UPUTEPNS TTPOCAPUOYNS oOTn Aeyouevn Néa
Oikovoylia.

Metpd& AoITmév n ouvoAikr diIdpBpwaon Tou opyavwTIKoU OXAMATOG PE €ugacn
OTIG TTEAOTOKEVTPIKEG TTAPANETPOUG KAl oUVOEON UE TOUG QUTOMOTIOMOUG TTOU AUTEG
emBaAAouv ato ERP kal o€ GAAEC TTEPIOXEG UNXAVOYPAPIKAG UANG, TTAvTa oUUPWVa
ME TIG duvaTOTNTEG TOU e-Business. Agv TTpéTTel va Eexvdael Kaveig Ot og TTepIBAAAovVTa
OTToU 01 BACEIC OLOOUEVWY UTTOKEIVTAI O€ EUXEPN METAQOPA HECw AIadIKTUOU, N
ouvBeon TANpogopiwy Pe BAon Tov idl0 TPOTTO €TMKOIVWVIAG €xel avaAoya PETPa
aT1TAOUOTEUONG.

TéNOG n OAn emikovwvia péow AIadIKTUOU UTTOKEITAI OTNV atmAdTNTA TTOU
TPocdidel n évvola TnG TAUTOTNTAG, APA KAl TNG PovadikOTNTAG Tou KABe XpAOTN.
Emopévwg o owotdg oxedlacudg oe autry T Bdon civar n mpolmébeon Tng
ETTITUXOUG UAOTTOINONG €VOG TTEPIBAAAOVTOG e-CRM.

KataAryyouue ato 611 n uttodour Tou e-CRM ¢givail pia roAudidoTtarn 1I0Topia oTo
BaBud TTOU ATTOTUTTWVEI TO OUVOAO TNG ETAIPIKAG opydvwong Kal KABe 10TO
METAQOPAG TTANPOPOPIag OTTOUBATIOTE HECT OTNV ETTIXEIPNON.

AtraitouvTal AoiTtév:

-OpyavwTikr) copapdTnTa Kal CaPEG MOVTEAO AEIToupyiag TTou arreikovileTal
TTAAPWG o€ €TTITTEOO OPYAVOYPAUMOATOG.

-Alagaveig Kal avalagpeg dladikaaieg dlaKivnong TTANPOoPopiag atrod To PMETWTTO
OoTa  ETAIPIKA  METOTIOOEV, €iTe WIAGUE yia  OUVAAAOKTIKF) uTTodour €ite  yia
ETTIKOIVWVIAKI] TAKTIKH, €iTE yia TNV idla TN dounA TNS TTANpoYopiag.

-2TPATNYIKA TTPOOTITIKA YIA TO TTEPACHA O NAEKTPOVIKO E€UTTOPIO TTPOIOGVTWYV

/KAl UTTNPECIWV.
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8. ApaoTnEIOTNTEC, OTOIXEIO KAl pnYavéc Tou e-CRM

Téooepig dpAOTNPIOTNTEG MTTOPOUV VO  TIEPIYPAWOUV TNV  ETTIXEIPNUATIKN
oiadikacia Tou e-CRM. H mpwTtn agopd otov oxediacud Twv aAAnAemdpdoewv
METAEU eTmixeipnong kai TreAaTwyv. H deUtepn oTnv e€atopikeuon Tng K&Be dpdaong yia
KABe TTeAGTN. H TpiTn oTnVv e€mMKoIvwvia Pe Tov TTEAATN, 0TOV KATAAANAO Xpdvo Kal
TOTTO KAl PE TO KATAAANAO ETTIKOIVWVIOKO PECO. H TéETapTn oTn dIEUKOAUVON Kal OTO
KAgiolyo TnG ouvaAiayng. Or emxeIpoelc —TTapadocIaKkEG /| NAEKTPOVIKEG- TTou Ba
EMIXEIPiIcOUV va TOTTOBeTNOOUV 0TOo Xwpo Tou e-CRM, trpémrel va eEeTdoouv EE
Baoika aToixeia:
® Ta nAekripovikd@ kavadia emikoivwviag. Néa kKavaAla €TTIKOIVWVIOG OTTWG TO
AladikTuo, €xouv yivel To YECO yia ypriyopn AAANAETTIOPACTIKN KOl OIKOVOMIKK
ETTIKOIVWVIO JE TOUG TTEAATEG.

® Tnv idia tnv emixeipnon. Méoa amdé 1o e-CRM egival avaykaio va dlatrepactouv
opIgévTIa OAa T TUAPATA TNG ETTIXEIPNONG KAl TA OTEAEXN TOUG TIPETTEl va
KaTtaAafaivouv Kal va atToTIHoUV T CUMTTEPIPOPA TOU TTEAATN.

® Tnv evouvduwaon twv meAarwy. MNpétTel n emixeipnon va Kartavonoel Ot pia
oTpatnyikr] e-CRM T1rpétrel va dleukoAUvel Toug TTeEAATEG va dlaAéyouv ol idlol To
TTWG Oa ETMKOIVWVOUV WE TNV €TaIpEia Kal Jéoa atrd TTolo KavdaAl. Méoa ammd pia
TETOIO  OIadIKACia Ol ETTIXEIPAOEIG TIPETTEl va  KEPOICOUV TO TTPOVOUIO  va
ETTIKOIVWVOUV WE TOUG TTEAATEG TOUG Kal OXI va TOug BewpoUv dedoUEVOUG.

® Tnv oikovouia Twv TeEAQTEIaKWY OxETEWV. NIYEG €ival Ol ETTIXEIPAOEIS TTOU
Katavoouv pe troidv TpoTTo Kal péaa atrd 1oio kKavdaAl Ba dilaBécouv Ta XpruaTa
TOUG VIO IO ETTIKOIVWVIOKE TTONITIKH.

® Tnv amotiunon Twv meAareiakwy oxéoewv. H owoth 01dBeon xpnudtwy o€
ETTIKOIVWVIOKEG TOKTIKEG €EapTaTal AUECa oTrd Tov TPOTIO HE TOV OTI0I0 N
ETTIXEIPNON QTTOTIMA TA ATTOTEAECUATA PIAG ETTIKOIVWVIAKAG OTPATNYIKAG MECA ATTO
Ta d1d@opa KavaAia ETTAPNG JE TOUG TTEAATEG.

® Tn xpnon efwrepikwyv Tnywv mAnpogopiac. H TTAnpogopia tTou eival d1aBéaiun
€iTe ATTO TPITOUG €iTE ATTO AOYIOMIKO TO OTTOIO0 AVOAUEI TN CUPTTEPIPOPA TTEAATWV
oto Aladiktuo, pTTOpEl va atrodelxBei 1IdiaiTepa  XPrOINN OTNV  TTEPAITEPW
KATavONon TwV TTEAATWV.

E@ooov n etmixeipnon €€eTGoel Ta {NTAUATA TTOU ava@épBNKav, YTTOPEi va XTiOEl
N va emevdloel TTAvw o€ pia Auon e-CRM, n omoia Ba KOAUTITEl TIG TECOEPIG
Tapatrdvw dpaoTnEIdTNTES. H TTpWwTn @Aon UAoTTOINONG aTTAITE TN SnUIoupyia eveg
TTANPOPOPIOKOU CUCTAMATOS OTO OTToi0 Ba Kataxwpifovial OToIXEia yia TOug

TTEAATEG, TIG TTPOTIMNCEIG TOUG KOl OTTOIECONTTOTE AAAEG TTANPOPOpPIEG BewpouvTal
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Xpnoiues. H TAnpogopia mou Ba diatnpeital o€ autdé To ouoTnua Ba TTpétmel 600 TO
ouvaTtd va KOAUTITEI Jia OUVOAIKNA €IKOvVa Tou TTEAATN. Oa TTpETTel O va TTPOEPXETAl
OO OTTOIEGONTTOTE DIECTIAPPEVEG TTNYEC TTANPOPOpPIag JIAaBETEI N ETAIPIG: TUOTAMUATA
ERP, TNAe@wVIKAG KEVTPA, TTWANTEG 1) BACEIG DEDOUEVWV.

H OcUtepn @don oagopd oTn  YXpAon AoyliopikoU avdAuong Kal
TUNMOTOTTOINONG TNG ayopdg, To oTToio Ba BaacifeTal oTov OYKO TwV OTOIXEIWV TTOU
apOPOUV OToUG TTEAATEG —KaI TA OTTOI UTTAPXOUV 1dn OTO TTANPOQPOPIOKSO OUCTNUA.
Méow oTamioTIKwv Kal GAwv  peBddwy avaiuong (O0TTwg pEBoOdOI TTOU  [ag
ETTITPETTOUV TN dnuIoupyia TTOAUTTAOKWYV epwTACEWY OTN Bdon dedopévwv —OLAP, i
MEBSOWYV TTOU pag ETITPETTOUV TNV avakaAuyn aBéaTtwyv cuoxetioewv —Data Mining),
givar duvat n BEATIOTN avaAuon, Tunuartotroinon kai TTPOPRAewn TG ayopds Tng
eTXeipnong.

To T1piTo OTAdIO €ival n uAotroinon TNG MNXOVAS e§aTtodikeuong Tng
ETMIKOIVWVIOKNAG TAKTIKAG. [MpoidvTa, uttnpecieg Kal €mKolvwvia givar duvatd va
OTOXEUOUV 0O€ KABe TreAATn CeXwpIoTd, péow dIadIKaolwy Kal HOVTEAWV TTou
BaciCovTtal oTNV TTANPO@OpPIa TTOU £XOUME YIa KABe TTEAGTN.

To TéTOPTO OTAdIO APOPA OTn dnuioupyia TNG MNXOVAS eTTIKoIVwviag. H
MNXavr) QuTh TTPETTElI va TTaPEXEl TN duvaTtoTnTa cuvexoUg aAAnAemidopaong PeTagU
TeAATWV Kal emxeipnong. H aAAnAemidopaon auth dgv Trpémmel va Baciletal og éva
MECO Kal povo. Av Kal To AladikTuo €XEl XOPOKTNPIOTEI WG TO OIKOVOUIKOTEPO WECO
ETTIKOIVWVIAG, 0 TTPOCAVATOAIOHOG TNG TTIKOIVWYVIag gV UTTopEi va BaaileTal yovo o€
autd. Mia oAokAnpwpévn pnxavr €TmKoIvwviag TTPETTEl va  gival avoiXTr) oTnv
QPXITEKTOVIKA TNG, WOTE va uttooTnpifel 600 1O duvaTtdv TTEPICOOTEPA KAVAAIQ
ETAPAG e Tov TTEAATN: AladikTuo, e-mail, THRAéQwvo, KIVNTO TNAEQPWVO Kal EQAPUOYES
WAP (Wireless Application Protocol), acUppato diktuo WAN (Wireless Area
Network).

TeAeutaio o1ddio otnv uAotroinon TnG piIag Auong e-CRM eival n pnxavhn Twv
ouvaAAaywv. AuTh Ba TTPETTEl va eMITPETTEI TRV AVTAAAQy TTANPOPOPIWY UETALU
emyeipnong kai TeAdTn Kai autd SIOTI n TTANpo@opia TToU TTaPAyeTal KAT& Tn
ouvaAAayn atroTeAei onuavTiké KOPPAT ava@opdg yia TO TTANPOQOPIaKS CUCTNHO
TToU S10B£TEl OTOIXEIO TWV TTEAQTWYV TNG ETTIXEIPNONG.

O1 Tévre autég Oladikaoieg MTTOPoUV va aTTOTEAECOUV TO KEAUQOG Twv
OTTAITACEWY KAl Twv OIadIKACIWY TTOU aTTaitouvtal o€ pia Auon e-CRM. Tia va un
OTEKOUAOTE POVO 0T Bewpia, ag dolpe TTWG auTég o TTEVTE dIadIKaaieg i INXavES
Tou e-CRM Aerroupyolv atnyv Tpagn.

Ac uttoBéooupe OTI évag TTEAATNG ETTIOKETITETAI VO KOATACTAMA NAEKTPOVIKWV

UTTOAOYIOTWYV KAl CUPTTANPWVEl €va  O€EATIO  €TTIKOIVWVIAG HE TO KATAOTNUA.
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EmoTpépovrag oto ot Tou, AapPBdvel éva e-mail TTou Tov €uxapioTei yia TNV
ETTIOKEWN TOU OTO KATACTNMAO KAl TOV EVNUEPWVEL VIO PIa TTPOCPOPA o€ £va oUoTNHA
NAekTpoVIKOU uTroAoyioTr. O TTeAdTNG dlapop@uwvel Tn aUvBean Tou emBuPNnTOU
TTPOCWTTIKOU utroAoyIoT oTo AladikTuo. MapdAAnAa CUPTTANPWVEL PIa NAEKTPOVIKA
POPUA TTPOTIUACEWY KAl OAOKANPWVEL TNV TTapayyelia Tou, KepdifovTag TNV EKTTTWON-
TTPOOQPOPA& TTOU TOU €yIve. Tnv €TTOMEVN NUEPA XTUTTAEI TO TNAEQPWVO TOU Kal
EVNUEPWVETAI OTI TO CUYKEKPIYEVO TTPOIOV eival dlaBéaipo. O TeAATNG ayopddlel TO
TPOIOV emMPRERAIWVOVTAG TNV ayopd PECW TRAEQWVOU Kal apydTtepa Thv idia nuépa
TTapaAapBdvel Tov UTTOAOYIGTH ATTO TO KATACTNMA.

‘ET01 TO TTANPOQOPIKO CUCTNUG TTOU XPNOIYOTTIOIEITAI YIa TNV KaTaxwpenon Twv
OTOIXEIWV TWV TTEAATWV TTAPEXEl TN duvATOTNTA OUVOAIKAG AsIToupyiag, T000 OTO
TapadooIakd 600 Kal 0TO NAEKTPOVIKG KaTtdoTnpa. MapdAAnAa n pnxavi avaAuong
Kal Tunuatotroinong divel TTAnpo@opieg, Ye PAon TIC TTPOTIMACEIS TOU KABe TTEAATN,
yIO TO TI TTPOIOV PTTOPEi va Tov evdiaépel. H pnxavr) eEaTouiKeEuong TNG ETTIKOIVWVIOG
Tapéxel TN OuvaTtdTNTG UAOTIOINONG TOU TTPOCWTTIKOU TTPOIidVTOG (TTPOCWITIKOU
UTTOAOYIOTA YIa TO TTAPATTAvw TTapddeiypa). H punxavr) emkoivwviag dIeuKoAUvel TV
ETTAQPN ME TOV TTEAATN KAl TOU TTPOCPEPEI Eva TTPOTEIVOUEVO TTPOIOV. TEAOG N uNxavi
TwV GuvaAAaywv @povTilel yia TNV avtaAAayr Tng TTAnpo@opiag PeTagu TTeAATn Kai
ETTIXEIPNONG KAl EVNUEPWVEI TO TTANPOPOPIKO GUCTNHUA HE Ta vEa dlaBETIUA OTOIXEIO
yla Tov TeAdT. To mapatmdvw TTapddelypa KAANOTA ETTIOEIKVUEI TTWG Ol TTEVTE
MNxavég douAeUouv oTnv TTPALN.

A¢ avagepBoupe Twpa o€ €va TEPIOTATIKO «avTi e-CRM»: o TmeAdtng
TTapayyéAvel atrd éva e-shop Kal TTANPWVEI JE TNV TTIOTWTIKA TOU KAPTO CUYKEKPIPEVA
TpoiovTa. O TTWANTAG TOU TNAEQWVEI KAl TOV EVNUEPWVEI OTI N TTAPAdOCT UTTOPE va
yivel yévo pia ouykekpipévn nuépa. Autd eival aduvarto yia Tov TTEAETN, oTToTE O
TTWANTAG TOU AVTITTPOTEIVEI va TTEPACEl ATTO TO KATAOTNUA VIO VA ayopdoEl TO TTPOIOV.
H ouvaAAayn) OI0KOTITETAI —0 TTEAATNG OHWG €XEl DWOEI TA OTOIXEIO TNG TTIOTWTIKAG
TOU KAPTOG- KOl KATA T €TTA@A TOU WE TO KATAOTNPA n ouvoAAayh apxilel &avd,
XPEWVETaI Kal TTapayyéAvel To TTpoidv. O TTeAATNG dgv AapBdAvel KATToIa CUyVWN yida
TNV TOAQITTWPIO KAl €ival UTTOXPEWMEVOG VO eAEyEEl HEOW Tng TPATTe(ag Tou Qv
uTTapxEl JITTAR Xpéwaon aTnV TTIOTWTIKA Tou KapTa. Otrwg yivetalr e0KoAa avTiIAnNTTé o
OUYKEKPINEVOG TTEAATNG dev Ba Wwwvioel Eavd atmmd To OUYKEKPIPEVO KATACTNWA —TO
oTToio Ba dlapnuioel apvnTIKA O0Tov KUKAO Tou-, Kal iocwg ouTte atrd 10 Aladiktuo. Me
QUTO TO TTEPICTATIKO €ival EUKOAO va atrodeixBei To yiarTi eival atrapaitntn n diaxeipion
TWV OXE0EWV HUE TOUG TTEAATEG, 1D1QiTEPA OTO XWPO Tou AIadIKTUOU, aKOUA Kal av TO

KardoTnua XwAaivel oe kdmroleg atmd TIC Oladikacoieg Tou. Me pia €KTITwon, MIa
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ouyvwun R onidrTrote dAAo TTou Ba atrokaBioToUoE TIG OXECEIG UE TNV ETTIXEIPNON O

TEAATNG Ba ATV akoun dlIaTEBEINEVOG va ouvEXiOEl va GUVOAAGCGOETAl JE TNV ETAIIA.

9. Eeapuovéc Tou e-CRM

Y1dapxel oxedov ammoAuTn CUPQWVIA avAPECT OTOUG EIDIKOUG TOU XWwpou OTI Ol
TTwAAoeIg, To marketing kal n eEutrnEETNON (customer service) €ival o1 TPEIG TOMEIG
A€IToupyIKOTNTAG TTOU Ba TTPETTEl va XpnoidoTtroinBouv Kal va evotroinBouv otav
TpaydatoTroieiTal pia Auon e-CRM. AUTEG eival o1 KUPIOTEPEG TTEPIOXEG OTTOU €VOG
TTEAATNG EPXETAI OE ETTAPN UE TNV ETTIXEIPNON, €iTE TIPIV OTTO IO ayopd EiTe £TTEITq,
€iTe WG PEPOC MIag ouvexi(Ouevng oOxEong TIou  atraitel  §uTTNPETNON  Kal
TTANpoPopnon. H oxéon dnAadn Kai n ETTaQr TNG ETTIXEIPNONG YE TOV TTEAATN EEKIVOUV
oiyoupa TIOAU TIpIv a1t TNV TTWANCN €vOG TIPOIOVTOG 1 MIAG UTTNPECiag Kal
ouveyxiCovtal Kal £TTEITa a1Td AUTH.

O1 kUpleg epappoyég Tou e-CRM eivar:
®  [lwAhjoeic (sales): dnNAad eQapUOYEG TTOU QUEAVOUYV TIG TTWANCEIG, KAVOUV TTIO
a1rod0TIKOUG TOUG TTWANTEG KOl HEIWVOUV TO OIOXEIPIOTIKO KOOTOG TOU TUAMATOG
TTWAACEWY, QUTOUATOTTOIVTAG KOl CUYXPOVICOVTAG TIG paoTnNPIOTNTEG TTWAACEWY O€
eTmimedo opyaviopou, péoa atd OAa Ta kavdAia TmwAnong. To e-CRM BonBdel otn
OnuIoupyia CUVTOVIOUEVWY OMAdWY CUVEPYATIOG OTO XWPO TwV TTWANCEWV, OTTWG
yia TTapddeyua PETAEU PETAKIVOUPEVWY TTWANTWY, TNAETTWANTWY, PETATTWANTWYV Kal
NAEKTPOVIKWY KATAOTNMATWY. Z& TEAIK avAAuon ol TTwANTEG E€ival EKEVOl TTOU
épxovtal o€ €TaQn PE TOUug TTIBAvOUG ayopacTEéG Kal TToOU TTPpooTrabolv va Toug
METATPEWOUV O€ AYOoPACTEG KAl va OlaTNPROOUV [Id OXECN EUTTIOTOCUVNG Kal
TpoTiunong uadi Toug. O1 TTANPoQYOopPIEC TTOU 01 TTWANTEG TTapéxouv eival 1Id1aiTepa
KPIOIMEG yIa TnVv €TTIXeipnon kal Ba TpEmmel va evnuepwvovTal 600 To duvaTtdv
OuXVOTEPQ Kal vVa gival EUKOAQ TTPOCRACIUEG.
®  Eéummnpérnon lleAarwv (customer service/care): O Touéag autdg eival icwg o
MO KPICIYOG, apOoU OXETICETAI PE TIG APECEG OXEOCEIG WE TOUG TTEAATEG. TEPIEXEI TIQ
EQPOPUOYEG TTOU TTPOCPEPOUV TO €UPOG TNG AEITOUPYIKOTNTAG TTOU QTTAITEITAI YIO
emMTUXio O Xwpoug eEutpétnong TreAatwy. Tivetal  autopaToTtroinon  Twv
oladikaoiwy, Olaxeipion AITNPATWY  eEUTTNPETNONG  TTEAATWY, TTPOYPAPUATIONOG
Epyaciwyv, avabeon epyaciwv, dlaxeipion avTaAAAKTIKWY, XPEWOEIG, opydvwaon Kai
€EUTINPETNON KIVOUUEVWY TEXVIKWV K.ATT. Mg autd Tov TPOTTO UTTApXEl TTANPNG
TpooRacn otnv TAnpoopia yia kaBe TeAdTn, amd OAoug Toug UTTAAANAOUG TNG

ETMIXeipNoNG Tmou £pxovTal o€ eTTa@r Yadi Tou. H eEuttnpéTnon TTeAATWY gival uyiotng
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onuaciag yia TNV IKavotnTa TNG Vo OIATNEEI EUXAPICTNUEVOUG Kal KUPIwG TTIOTOUG
TeAATES. TAEOV N AAANAETTIOpACON TWV KATAVOAWTWY HPE TNV ETTIXEIPNON €XEl EeQUYEl
a1d TIG TTPWTEG Mop@ég call centers kal €xel evapuovioTei ye To e-mail, 1o fax, 10
Internet kair o1rol08ATTIOTE AAANO PECO  €TTIKOIVWVIOG  €TTIBUPET 0 TTEAATNG va
XPNOIUOTTOIEI.

®  Marketing: (ia KoOIVI] TIPOKTIKI] TWV TIEPICCOTEPWY OPYAVIOUWY €ival va
XpPnoigoTrolouvTal apxIKa Kautrdvieg padikou marketing yia 1n dnuioupyia 1ng
TTPWTNG ETTOPAS KAl YVWPIMIOG TNG ETTIXEIPNONG ME TOUG KATAVOAWTEG KAl apydTepa va
aKoAouBoUvVTal aTrd IO ETTIKEVTIPWHEVEG KAWTTAVIEG PE OTOXO OUYKEKpIPEva target
audiences. H mrpoowTrotroinon eéeAicoetal ypAyopa o€ évav avOUEVOUEVO TPOTTO
OAANAeTTIOPOAONG, OTTOU OI TTPOTIUACEIS TWV TTEAATWY KAl Ol AYOPOOTIKEG TOUG
ouvnBeieg AapBavovtal utr oywn. ‘ETol, €dw €Xoupe e@apuoyég TTou dnpioupyolv
TTOIOTIKEG €UKAIPiEG TTWANONG Kal dleupuvouv TRy TTPOoRacn TnG €TIxXEipnong oTnv
ayopd, TTpoo@Epovtag TTAapAAANAa éva OAOKANPWUEVO OUVOAO AEITOUPYIKOTATAG KAl
QUTOMATOTTOINONG TWV OIAdIKACIWY AavAAUCNG, OXEDIOOHUOU Kal TTOAU-KAVAAIKNAG
EKTEAEONG TWV TTPOWONTIKWYV EVEPYEIWV TOU marketing.

®  AMnAemidpacTikd Kévipo (interaction centre): Aev gival apkeTd yia gia Alon e-
CRM va mepihauBavel aveEdptnta TURUATa TTwANcewv, marketing kai eEutrnpéTnong
TeAaTWV. Ta TUAPATA auTd TTAéoV evoTToloUvTal he TN BorBeia TG TexvoAoyiag, OTTwg
Kal o1 EexwpPIoTEG BIadIKATiES TNG ATTOBNAKEUGNS TWV TTPOPNBEIWY, TNG TTPORAEYWNS TNG
TTAPAYWYAS Kal TNG SIAVOMNG TTOU €UBUYPOUMICTNKAY Kal EVOTTOINBNKAv OTn AoYIKA
NG €QOdIOCTIKNG aAuaidag (supply chain). H evotroinon Twv aAAnAeTISpACEWY TWV
KATAVOAWTWY KATA PAKOG OAGKANPNG TNG ETTIXEIPNONG WETATPETTEI TOUG OPYAVIOHOUG
atrd Tunuartotroinuéveg Bdoeig dedopévwy o€ éva eviaio TTePIBAANOV OTTOU OAEG Ol
ETTAQEG  PeE  TOug TrENATEG  eival  evapuoviopéveg Kal  oTaBepég. 'ETol 1O
AAANAETTIOPACTIKO KEVTPO ONUIOUPYEI Eva TTPOTUTTO KEVTPO ETTAPWYV HE TOV TTEAATN, TO
oTroio gival TTAAPWG OAOKANPWHEVO HE TIC €£QAPHOYEG Dlaxeipiong TTEAATWV Kal
TTAPEXEN JIA OUVOAIKE €IKOVA €xovTag 6AN TNV KPioiun TTANpo@opia TTou Tov agopd.

®  HAektpoviké Eutropio (e-Commerce): Tepiéxel OAOKANPWUEVES EQAPUOYEG YIA
TIC TTWANOEIG, TNV €EuTNEETNON TTeEAaTWY Kal Tou marketing péow Tou Internet.
TETOIEG EQAPUOYEG OUYKEVTPWVOUV OTOIXEIQ UTTOWNPIWY TTEAATWY, TTAPOUCIALOUV TOV
KatdAoyo TTpoidvTwy Tng emixeipnong, Olaxeipifovial TTapayyeAieg Kal TTANPWHEG.
‘Eva eutropiko site dev apkei va Bpel Toug TeAATeG, aAAd Ba TTpETTEl KAl va PTTOPEi va

TOUG dIOTNPNOEL.
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O1 Kup16TEPOI TOMEIG TOU -CRM

10. Ta o@£AN TG emiXEipnong amwo 1o e-CRM

MoAAEG eTaIpEieG OTPEPOVTAI TTPOG CUCTHUATA BIAXEIPIONG TWV OXECEWV E TOUG
TTEAATEG TOUG, YIA VA KATAAGBOUV KOAUTEPA TIG AVAYKES KAl TIG aTTAITACEIS Toug. Ol
epapuoyéc e-CRM, 1mou ouxvda xpnoigotroloUvtal o€ ouvduaoud e TeEXVIKEG data
warehousing, €Qapuoy£éG NAEKTPOVIKOU EUTTOPIOU KAl KEVTPWVY ETTIKOIVWVIOG HE TOUG
TTEAATEG, ETITPETTOUV OTIG ETAIPEIEG va £Xouv TTpdoRacn o€ TTANpoopieg yupw atrd
TO 10TOPIKO AYOPWY TWV TTEAATWYV, TIG TTPOTIUACEIS TOUG, TO TTAPATTOVA TTOU €XOUV
ekdnAwaoel Katd kKaipoug kal GAAa dedopéva, WOTE va PTTOPOUV VA AVTIMETWTTIOUV
KaAUTEPA TIG AVAYKEG TOUG.

O amwTtepog oTOXOG cival va kepdioouv Tnv 600 To duvatd peyaAuTepn
aQOCiwon TwV KATAVAAWTWV-TTEAATWY. AANA TTAEOVEKTHANOTA TTOU TTPOKUTITOUV aTTd
TN xprion Tou e-CRM trepiAapBavouy:

-AuvaTéTnTa TaxUTEPNS AVTATTOKPIONS OTIC aVAYKES Twv TrEAaTwy (JIT)

-Augnuévn atmodoTIKOTNTA PJECW TNG AUTONATOTTOINONG

-BaBuTtepn yvwon Twv TTEAATWV

-MepioodTEPES EUKAIPiES yIa cross-selling

-Avayvwpion Twv TTIo KEPBOPOPWY TTEAATWY TOUG KAl EUVOIKOTEPN METAXEIPION

AUTWV

-Avramokpion (feedback) ammd Toug katavaAwTég, TTou odnyei og BeATiwpéva

TTPOIGVTA KAl UTTNPETIES

-Mpayuarotroinon ammoteAeopatikdétepou marketing «1 Tpog 1»

T JIT: Just In Time

27



MMIZETAZ TEQPTI10Z electronic Customer Relationship Management

-ATTOKTNON TTANPOQOPIWV TTOU UTTOPOUV VA KOIVOTTOINBOUV OTOUG OUVEPYATEG

TNG ETTIXEIPNONG i TOU OpyaVICHOU.

Case study 1: Siebel (www.siebel.com)

21N dIapOpPwWon dIAPOPETIKWY QIA0TOPIWY doUNong Aucewv CRM cuvtéAeoav
TToANOi TTapdayovTeG. Tn dlagopoTroinon £pepav AAAOTE OI ETTIHEPIOCPEVEG AUOEIG avd
Biounxavia, GAAoOTE n PETARACN OTNV APXITEKTOVIKA TOU AOYIOMIKOU ava client/server,
aAoTe n véa ekkivnon atré Ta cuoTApaTta ERP, dAAoTe n ekkivnon atrd uia dIKTUAKA
Baon O&edopévwyv Kalr AAAOTE n uI0BETNON TNG QVATITUENG QUTOVOUWY TUNUATWY,
TTpokeIgévou va yivel Tpooitd To CRM kai oOTIG pIKpoueoaieg emixeipRoelg. Mo
TPOCEATN £ival EUTTEOWON OTA KAVAAIA ETTIKOIVWVIOG TwV QOUPPATWY Kal internet
OUCKEUWYV, QTAVOVTOG aKOUN Kal oTnV Katavonon Kai €TTegepyacia gwvng amo Ta
oucoThipata CRM. Edw kpiveTal OKOTTIUO va e¢eTAooupE TNV TTEPITTTWON TNG Siebel, n
OTTOIa TTAVOOUOAOYOUUEVWG KATEXEI TA OKATITPA TG dieBvoug ayopdg CRM.

H apepikaviki Siebel Systems Inc. 16pubnke 10 1993 ammd 10 TTPWNV OTEAEXOG
NG Oracle, Tom Siebel, ye oKoTTé va avTatrokpIBei 0To OAO Kal TTIo ETTITAKTIKO AiThua
TWV OPYaVIOUWV Kol TWV ETIXEIPACEWV VIO PNXAVOYPAQIK UTTOOTAPIEN OTNnVv
aTTéKTNON, 0T d1ATAPNON KAl TNV €GUTTNPEETNON TTEAATWV.

O1 Auoeig 1ou Trapéxel n Siebel TepIAapBavouv e@apuoyég yia dIAQopeg
katnyopieg 6Tmwg: Siebel.Com Applications yia Tnv evowpaTwaon Kal TNV agiotroinon
Tou internet oTn OuvOAIKA OTpaTnyikn wiag emxeipnong, Siebel Call Centre
Applications yia Tnv eykardotacn kal Tnv UTToOTAPIEN KEVIpWY KANocewv (call
centers), Siebel Field Sales and Field Service Applications yia Tnv ummooThpIgn
TWANCEWV Kal Tnv €gutnpétnon TreAatwy oTo Xwpo Toug, Siebel Marketing
Applications yia dpaoctnpiétnteg marketing, Siebel Channel Applications yia 1
dlaxeipion dIadIKACIWV KAl OXECEWV AVAPEDA OTIG ETAIPEIEG KAl OTOUG OUVEPYATEG
Toug Kal Siebel Industry Applications dnAadr} oAokAnpwpéveg Auoeig CRM, €1diké
SIapOPPWHEVES YIa didgopoug KAAdoug TnG Blounxaviag. EidikdTeEpa n TpdTaACN TNG
Siebel yia To CRM TtrepIAappBavel:

dlaxeipion emagwy (contact management)
dlaxeipion Aoyapiacuwyv (account management)

dlaxeipion TTwARoewv (sales management)

dlaxeipion xpoévou (time management)

Telemarketing

TTapadooiakd marketing
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dlaxeipion utrown@iwv TTeAatwy (lead management)

ETTIXEIPNMATIKA TTANPOo@OpNnon (business intelligence)
dlaxeipion oxéoewv Pe Toug eTaipoug (Partner Relationship Management, PRM)
dlaxeipion yvwong (knowledge management)

ETTIXEIPNPATIKA AsIToupyIKOTNTA (e-Business functionality)

H Siauépowaon piag TAfRpoug Along atmd mAsupdg Siebel TTepiAaufaver Ta
TakéTa Siebel Sales, Siebel Service Enterprise, Siebel Call Center, Siebel eChannel,
e-Sales, Siebel Marketing Enterprise, Siebel Product Configurator, Siebel InterActive,
KaBWwg Kal pia TANBWwpa £QapUoywV EIBIKA KATAOKEUOOHPEVWY YIO CUYKEKPIUEVOUG
TOUEIG TNG Prounxaviag (avti va dnuioupyAacel hia AUon TTou Ba ATav KOIVWG ATTOOEKTH
atmd 6Aoug Toug KAGdOUG TNG PBiounxaviag TrpoTeivel pia EexwpioTh AUon yia KABe
Todéa. H emmAoyn auTr] avTaTTokpiveTal OTO ouvrnen evoolagud yia To KATa TTOGO WIa
AUon CRM T1r0U Ogv €xel dnuioupynBei yia va KaAUWEl €va OUYKEKPIPMEVO XWPO R
AVAYKN KOl TTOU aTTAWG UTTOOXETAI PEYAAN €AeuBepia Kal TTpooappooTiKOTNTA. TMa
TaPAdEIyuad, KATG TTOCO Ol ATTAITHAOEIG KAl Ol 1IB1aITEPOTNTEG dUO TOOO BIAPOPETIKWV
TOMEWV OTTWG N UYEIQ KAl TO AUTOKIVNTO PTTOPOUV va KAAU@BoUv atrd To idIo TTAKETO
uttnpeoiwy. MNpeoBevel Aoimtdév n Siebel 611 pia AUon TTou éxel dnuioupynBei Pe Tn
@INocogia Tou “1 size fits all” amroTeAei peTpidTnTA.

e-Automotive KaTtaokeuaoTéG Kal avTITTPOCWTTOI
dlapOpwV oxXNHATWY

e-Public Sector Anpoaoiol OpyavIoHOoi Kal ETTIXEIPNOEIG

e-Communications [Mapoxeig TNAETTIKOIVWVIAKWY UTTNPECIWV

(acUppatwy Kal evoupuatwy), ISPs
e-Consumer Goods KaTaoKeEUaoTEG, XOVOPEUTTOPOI Kl
NQVEUTTOPO! KATAVOAWTIKWY ayaBwv
e-Apparel & Footwear Etaipgieg TrpowBnong Kal TTwAnong
EVOUNATWY Kal UTTOBNUATWYV
e-Energy ETaipeieg TTapaywyng Kal JETAQOPAg
EVEPYEIOG
e-Finance Tpatredikoi, ao@AAIOTIKOI,

XPNMATIOTNPIOKOI OPYQVIGHOI

e-Insurance AC@AANIOTIKOI TIPAKTOPEG AVTITIPOCWTTOI

e-Healthcare Opyavicuoi uyeiag
e-Pharmacy PaPPAKEUTIKEG ETAIPEIEG
e-Technology ETaipgieg TEXVOAOYIKWV TTPOTOVTWV

e-Retail NilaveuTTopIo
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O1 AUoeig Tng Siebel eival ekTeveic kal cupTtrepIAaufdvouv 0Aa Ta diabéoiua
KavaAla  E€TTIKOIVWVIAG,  ETTITPETTOVTOG O€E  ETMIXEIPACEIC KAl Oopyaviopoug  va
OnuIoupyrfoouv pia Povadikh TTNyR atmoBriKeuong Kal avakTnong TTANPOYOPIWY YIa
Toug TTeAdTEG. H Baoikr @lAocoia Twv TTAKETWY eival TETola WOoTE va BacifovTal
TARPWG oTO internet kai n TTPOGRACH yia OAa Ta TTPOTOVTA va gival duvaTh JEow VoG
koivou web browser (Internet Explorer, Netscape Navigator). Ta Aciroupyikd
oucThpaTa TTou utrooTnpifovtal gival Ta Microsoft Windows, kaBwg kal Ta Macintosh
ka OS/2. MapdAAnAa utrooTtnpifovtal Ta Ms Windows CE yia uttoAoyIioTéG TTOAGUNG
kal To TTpwTokoAAo WAP (Wireless Application Protocol) yia epapuoyég nAeKTpovikou
EMXeIpEV pEOow KivnToU TnNAepwvou (Siebel Mobile Sales).

O1 epapuoyég TnG Siebel TTou TTpoopiCovTal yia xprion Tou Internet, emTpémTouy
OTIG ETTIXEIPAOEIG VO EVOWMATWOOUV OTn OTPATNYIKI TOUG KAl va XPNOIYOTTOIoUV
aueoca To Internet yia va aTTOKTACOUV VEOUG TTEAATEG Kal VO BEATILOOOUV TIG OXECEIG
TOU ME TOUG UTTAPXOVTES. YAOTTOIWVTAG TIG eQapuoyEg auTég (Siebel.Com Application)
ol OIAPOPEG ETAIPEIEG KAl  OPYAVIOUOI JTTOPOUV  va  OnUIoUPYnoouvV Kal  vad
TTpaydatoTroifjoouv  Kautrévieg marketing Paociopéveg oTo internet. 'Etol Ba
EVTOTTiOOUV KAl Ba TpooeAKUoOUV  Vvéoug TTEAATEG, Ba  dnuioupyrRoouv
TIPOCWTTOTTOINMEVEG TTPOCQPOPEG TTPOIOVTWY KAl UTTNPECIWY TTOU IKAVOTTOIOUV TIG
MOVaOIKEG OTTAITACEIS Kal TTPOOdOKiEC, Ba TTPaAyUATOTTIOIOUV QUTOUATEG TTWANCEIQ
MéOw Tou internet, Ba Tpoo@épouv uTnpecie¢ oe 24wpn Pdon kar TéEAog Oa
dlaxeipidovTal TIG ETTAPEC YE TOUG TTEAATEG HETQ ATTO OAa Ta dl0BEaIPa KAVAAIa PE TOV
TAéov atmoTeAeopatikd TpoTTo. O eQapuoyEég auTéG oTnpiovtal og éva PNXaviopo
TTPOCWTIOTTOINONG, O OTroiog KaBopilel, Pe Pdon Oduvauikoug kavéveg, T Ba
TTPOCQPEPETAI O€ KABE TTEAATN, CUUPWVA JE HIa TTANBWPA TTPOQPIA KATAVAAWTWY.

Ta TTakéTa TTOU TTPOoa@EépovTal attd Tn Siebel pe Tnv eTikéTa .Com Applications

gival:

Siebel e —-Commerce

Siebel e-Auction

Siebel e-Marketing

Siebel e-Service

Siebel E-Mail Response

Siebel e-briefing and e-Content Services
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MapdAAnAa, TTpoc@EpovTal EQAPUOYEG TTPOOPIoUEVEG Yia call centers, OTTWG oOl:
Siebel Call Centre
Siebel Web Service

Siebel Field Service

Siebel Service Analytics

Siebel Professional Services Automation

‘Exovtag OnuioupyAoel Tnv e@apuoyry e-Channel n Siebel emTpémer 1
onuioupyia piag dIKTUOKAS TTUANG (portal) yia eTaipeieg pe TTOAAG UTTOKATOOTAMATO
€701 WOTE VA PTTOPEI va YIVETAI TTIO ATTOTEAECUATIKN N OlaXEipION TWV TTEAATEIAKWY
OXE0EWV KOl TwWV dIa@opwyv Kavallwy Tng emixeipnong. lMa Trapddeiypa ol
ouvepyalOuEVEG ETAIPEIEG UTTOPOUV va AauBdavouv TTANPOPOPIEC yia Ta TTPOIOVTA KAl
TIC TIUEG TOUG, va TIPOTEivouv AUCEIG, va TTpayuaTtoTrolouv €coda atmd online
TTWAACEIG | va €guTTNPETOUV TTEAATEG TTOU [BpiokovTdal OTnV TTEPIOXH] Toug BAoel
odnyiwv atdé TN PNTPIKA Toug. MevikOTEPA €TITUYXAVETAI N TTARPNG AUTOPATOTTOINCN
OAOKANPNG TNG OXEONG OUVEPYATIOG ETAIPEIAG- AVTITTIPOCWTIWY ] CUVEPYOTWV.
Baoiké péAnua atroteAei kal n diatripnon Tou aTToppPriTou OAWV TWV TTANPOPOPIWYV
TToU BewpouvTal 1IB1IaiTEPA ONPAVTIKES yIa TOV KABE avTITTPOoWTTO.

2Tov TOpéa Tou marketing, yia va Onuioupynbouv Ol OXETIKEG KAUTTAVIEG
akoAouOBcital TTAéOV JIO CUYKEKPIPEVN ATPATNYIKY, N OTToia €ival Koivi) o€ OAa oXedOV
Ta TTOKETA TOU XWwpou. Mia emmixeipnon Ba TPETTEl va KaTavonoel TTANPWG TOUg
TTEAATEG TNG, TIG AYOPOAOTIKEG TOUG OUVABEIEG KAl TAOEIG, TA TTPOIOVTA TNG KABWG Kal
TOV XWPO PECA OTOV OTTOIO KIVEITAI, CUPTTEPIAQUBAVOUEVWY KOl TWV AVTAYWVIOTWVY
TNG. AQPOU CUYKEVTPWOEI aUTEG TIG TTANpogopieg Ba eival o Béon va oxedidoel pia
KAPTTAvia, £T01 WOTE va dWOEl T CWOTA PNVUUATA OTO CWOTO KOIVO, TNV KATAAANAN
OTIYUA ME TO 16aVIKOTEPO PECO. 'ETol akoAouBei To dBuOKOAGTEPO GTABIO KT TO OTTOIO
Mia emixeipnon Ba TPETTEl va PETPACEN Kal va €XEl aKpIBeEic apiBuolg yia Tnv
OTTOTEAEGUATIKOTNTA TNG KABE kKauTtTaviag. 'ETol Ba ymmopolce va KataAdRel KaAluTepa
TNV ayopd TNG KAl TOUG TTEAATEG TNG Kal va TTPoo@épel BeATiwpéva TTpoidvTa,
€EUTINPETNON Kal a@oU agIoTTOINCEl TN YVWON AKOWN TTIO OTTOTEAECUATIKEG KAWTTAVIEG.

H Siebel yia Tnv TTpayuatotroinon Twv TTapaTTdvw ava@epBEVTwY KATaOTACEWY
TIPOTEIVEI TIG €£§1G AUOEIG:

Siebel e-Events
Siebel Marketing Analytics
Siebel e-Marketing

Siebel e-Mail Marketing

Siebel Marketing
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TéNog, Ba Trpémrel va ava@epBei OTI dlaTiBETAI IO ETAIPIKT)  «NAEKTPOVIKI
eyKUkKAoTTaideiay yia To TuAPa marketing TTou TTapéxel Tn duvatodTnTa TTPOCRACNG C€
TTANPOYOPIEG YIO Ta TIPOIOVIA KAl TOV AVIAYWVIOUO OTTwWG Kal yia TN AAyn
atmmo@doswyv (decision making). O1 TTAnpo@opieg auTég avavewvovTal he 1n Bondeia

TOU KEVTPIKOU server 1} Tou Internet.

Case study 2: SAP (www.sap.com)

H SAP A.G. cival n 1oxupdTepn eTaipeia AoyiopikoU NG Eupwtng kai yia atrd
TIG Kopupaieg O01EBvdg. Méoa oTnv TeAeuTaia OeKaETia ToUu alwva KATopBwoe va
KuplapxAoel oTnv aTtaItnTIKOTATN ayopd Tou ERP. 'Eva ammd T1a eyxeipriuata Tng ival
Kal n emévoucon Tng oTov Topéa Tou e-CRM (e 1o kévTpo avatrtuéng Tou oTig H.IML.A.).
Mapakdtw TTapouciddeTal N ouykekpiyévn @iAocoia Tng SAP, TTou xapakTnpiel Kai
TN YPAPUR TTAEUONG TNG TTAEIOVOTNTAG TWV KOTAOKEUAOTWY ouoTnudtwy ERP 1Tpog
10 CRM.

To CRM katd tnv Tpocéyyion Tng SAP, TotmoBeteital Asitoupyikd péoa oTo
Xwpo Tou MySAP.com Baciki AUGN TNG IO TO XWPO TOU NAEKTPOVIKOU TTIXEIPEIV. TO
TTeAaTEIOKS KOPUATI Tou MySAP.com avaAapBdvel Tn ouykévipwon dedopévwy TToU
QQOPOUV OTIG OXETEIG TOU TTEAATN HE TNV ETAIPEIQ, VIO VO TA JETOUCIWOEI ApyOTEPA OF
TTEAATOKEVTPIKEG Opdoeig. Kevtpikd TunRua dpwg NG Auong CRM Trapauével o ERP
g SAP yvwoTtd wg R/3, 1o omoio mrapéxel kaBe TTAnpo@opia TTou agopd OTIg
EOWTEPIKEG AEITOUPYIEG TNG ETTIXEIPNONG KAl AVTOAAACOEl OEQOUEVA PE TO TURAMA TOU
CRM. Mépa ammd autd, éva €TIXEIPNOIAKO KEVTPO TTAnpogopiwv To0 SAP Business
Information Warehouse, pepiyvd yia 6Aa 10 amapaitnTa  OTOIXEIO yia TN
AeitoupyikétnTa Tou CRM. TMapdAAnAa, Oedopéva  ammd  eEWTEPIKEG  TINYEG
TANpo@opiag Ptmopolv va aAAnAemodpdoouv pe 1o TuAPa Tou CRM, evw péow
KatdAAnAou AoyiopIkoU TTapéXeTal dlaouvdeon e TNV aAucida epodiaauou. Méxpl
edw n SAP Ttrapouacialer gia @iAocogia TTou akoAouBeital Aiyo TTOAU amd Tnv
mAciovoTnNTa 60wv Tpoo@épouv Aucoeic ERP-CRM: oAokArjpwon pe ERP, éva
OUYKeVTPWTIKG povTéAO B1dBeong Tng TTANPOYOpPIaG Kal OUaAR] cuvepyaoia Kal
OAANAeTTIOpaon OAWV TwV TUNUATWY TOU AOYIOMIKOU. XTn OUVEXEID OPWG N
TTPOCEYYION TNG SIAPOPOTTOIEITAl.

H mpoéoBaon kai n diapdpewon Tng TTAnpogopiag xapaktipa CRM yivovtal
Méow Tou Ywpou epyaciag (WorkPlace) Tou MySAP.com. O xwpog epyaciag Tou
MySAP.com oTToTeAEl OUCIOOTIKA MIA ETTIXEIPNUATIKA TTUAN oTo AladikTuo, OTToU

EMXEIPAOEIG, UTTAAANAOI Kal TTEAATEG €Xouv TIPOCPach o€  TTANPOYOpPIES Kal
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TpoypdupaTta Kai die€dyouv cuvaAAayég pe Bdon Ta oevdpia uttd Ta OTroia TO
MySAP.com Aecitoupyei. TOOO oI XpriOTEC TOU CUCTHAUATOG OGO Kal Ol TTEAATEG
MTTOpOUV va €xouv aTn 01G0ean Toug £€va OUVOAO UTTNPECIWYV TO OTToio e€apTdTal aTrd
T0 pOAo Toug oTO ouoTnua. 'ETol To Aoyiopiké CRM oto WorkPlace tou MySAP.com
MTTOpEl va xpnolgotroinBei amd XprioTeg Tou €xouv To POAO Tou UuTTEUBuUVOoU
TTwAACEWV A Tou uTTeUBuvou Tng KaptTaviag marketing. O1 TTEAATEG PTTOPOUV PECW
Tou AIadIKTUOU va €xouv TTpocacn oTo TURua Tou Aoyiopikou CRM tTou agopd atnv
ayopd TPoidvTwy A uttnpeaiwyv. O TTWANTEG PTTOPOUV va cuvdeBoUv e To oUoTNUa
pMEow @opnTwy uttoAoyioTwyv 1} PDA yia va AdBouv kal va €icdyouv 6To cUCTNUA TN
véa TIAnpogopia. TéAog or TTeAdTeG éxouv Tn duvaTtdTnTa va XPNOIYOTToIoUV TO
TNAéQWVO, To fax kKal To e-mail yia va £pBouv o€ €TTaQr PE TOUG AVTITTIPOCWITTOUG TTOU
MTTOpOUV va Toug euttnpeTAoouv. AuUTd cival KATTold oevapla XpAong Tou
ouoTAaToG TNG SAP, Ta oTToia avadeikvuouy Tn AOYIKA Twv pOAWV 0TNV TTPOCEYYION
CRM. Auto ouciaoTikd onuaivel 61i 0Aeg ol Asitoupyieg Tou CRM eival yéow piag
oxéong xpRoTtn-poAou, dnAadn o XpNoTng YE TNV €i00d0 TOU OTO CUCTNMA KAl PE TNV
€I00YWYNA TWV OTOIXEIWV TTOU TOV AUBEVTIKOTTOIOUV avayvwpileTal wg €Xwv To pOAo
TOU TTEAATN, TOU UTTEUBUVOU TTAPOXNG UTTNPECIWV K.0.K., OTTOTE €xEl TTPOCRACN Kal
OTIG ETTITPETTOUEVEG, KOBOPICUEVES AEITOUPYIEG TOU CUOTAMATOG VI «TO POAO TTOU
Taicel».

O1 didgopol péAor TTou utrooTnpifovtal atrd To auoTnua AauBdvouv xwpa o€
O1aQOPETIKEG DIAdIKTUAKEG TTUAEG evidg Tou MySAP.com. Mia ammd auTég eival n
OIKTUOKH TTUAN TWV KATAVOAWTWY, OTNV OTTOid JTTOPOUV VA WAEOUV Kal VO ayopAdoouv
TTPOIGVTA Kal uTTnEeoieg. Mia dAAn gival n SIKTUAKK TTUAN Twv UTTAAARAWY, &TTou gival
ouvaTt n Odlaxeipion Twv OToIXEiwv eKkeivwy TTOU Ba  PBeATIOTOTTOINOOUV TNV
KepdOPoOpia TwV TEAATWV yia TNV ETIXEipnon. Ztnv TTUAN auth, ol pdAol TTou
mepIAapBavovTal pttopei va  gival Tou uTTEUBUVOU TTWAARCEWYV, TOU OUVEPYATN
TAPOXNG UTNPECIWY, Tou UTTEUBUvoUu TTWANCEWY, TOU OUVEPYATN TTAPOXNAS
UTTNPECIWY, Tou UTTeUBuvou marketing, Tou UTTEUBUVOU KAPTTAVIAG Kal GAAol. H TTOAN
QUTA KpiveTal 181QITEPA ONPAVTIKY, KABWG TTPOoQPEPEl Ta gpyaleia TTou wBoUv TN
AeiroupyikéTnTa TOU cucoTAMATOG. O uTTeUBUvOol TTWAACEWY €XOUV EvnuUEéPWOn Yid
OAeg TIG dpdoeig Kal TIG dladikagieg KaTd TNV TTWANON, KaBWwg Kal Ta KAtdAAnAa
EPYAAELia yia TNV avayvwpion TwV EUKAIPIWY TTOU JTTOPOUV va augroouv Ta £€00da. Ol
QVTITTPOCWTTOI TTWAACEWY £XOUV TTPOCRACN OE YVWOTN OXETIKI PE TO TTPOIGV A Kal TIG
uTTNPEdieg yUpw atmd autd, VW O TEXVIKOI UTTOOTAPIENG MTTopoUV va AapBdavouv
€I00TTOINCEIG YIa AITAOEIG €EUTTNPETNONG, va TTPOETOINACOUV Tn AioTa dpacTnPIOTATWYV
yla Tnv €EUTTNPETNON KAl VO ava@épouv To XPOVOo Kal Ta UAIKA TTou mmoavov

XPEIAoTNKAV yia TNV TTapoxr] Tou service. O1 TNAeTTWANTES (agents) TTou €TTIKOIVWVOUV
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ME TOUG TTEAATEG MTTOPOUV va dlaxelpiovial Tn pon Twv TNAEQwVNUATwy f Tou
NAEKTPOVIKOU Taxudpoueiou TTPog Ta KATGAANAa Turfuara f aroua. O1 utteUBuvol Tou
marketing €xouv oTtn 01GBeon Toug epyaAcia yia TNV avaAuon Twv O£dOUEVWY TNG
ayopdg KaBwg kal yia TO oxedlaouod Tng oTpatnyikng marketing Ttou Ba
akoAouBrjoouv. TEAOG, 0T CuyKeKPIPEVN TTUAN, OI UTTEUBUVOI TNG KAUTTAVIAS £XOUV T
duvaToTNTa Vo €KTEAOUV TIG ekOTpaTeieg marketing, va oToxelouv OTO KATAAANAO
TUAPO TNG ayopdg kal va OIEEAYouvV aVvOAUCEIG OXETIKA PE TNV TTPOOdO Kal Tnv
QATTOTEAECUATIKOTNTA TWV EKCTPATEIWV.

2UVOAIKG 01 DIKTUOKEG TTUAEG TTAPEXOUV PECW TwV POAWYV OAa Ta gpyaAcia TTou
gival atTapaitnTa yia TN SIEKTTEPAIWON TWV EPYACIWY Tou cuoTANATOS. MapdAAnAa, n
SAP 1poo@épel Kal auth TTpooBacn Kal dlaxeipion TTANPoPopiag HECW acUpPATWY
OUOKEUWV.

H ouciaoTikétepn TTAcupd TNG AUong SAP cival n idla n AeitoupyikéTnTa TOU
OUCTAMOTOG. AUTH EUTTEPIEXEI KAl TTAAI TNV €vvold TwV SIKTUGKWY TTUAWYV, KaBwg yia
Tapddelyua, ol TTwWAACoeIg péow internet ava@épovTal OTIC OIKTUAKEG TTUAEG TWV
KATAVOAWTWY KAl TwV TTEAATWYV. To TTpWTo TTEdIO TNG AEITOUPYIKOTATAG avAQEPETAl
oTIC TTWAARoeIC péow AladikTuou. EKei TTapéxetal TTAAPNG auTOUATOTTOINON TWV
TTwARCEWV, TOOO o€ €TTITTEDO £TTIXEIPNONG TTPOG eTTiXEipnon (B2B) oo kai o€ emitredo
emyeipnong mpog karavaiwTr (B2C), A kal yetammwAnTA (reseller). H Alon o1o Xwpo
TOU nNAEKTPOVIKOU €gUTTOpPIOU €0TIAlEl €KTOC aTTO TN dnuIoupyia NAEKTPOVIKWV
KataAdywv TTpoidvTwy Kal o€ marketing «1 mpog 1». Z10 id10 emiredo, n Auon CRM,
TTPOCPEPEl BUVATOTNTEG AUTOEEUTTNPETNONG TwY TTEAATWY Tou Aladiktiou. Méoa o€
QUTEG EVTAOOOVTAI N €UPECT CUPTITWHATWY KAl AUCEWV yia éva TTPOBANUA, Kabwg Kal
n oAAayr] Twv TTPOCWTTIKWY OTOIXEIWV Kal n duvatotnta TrapakoAolbnong tng
KATAOTOONG TWV QITAOEWV YIa £EUTTNPEETNON.

To emopevo TTedio AIToupyikOTNTAG, TO OTIOI0 OUVOEETAl PE TNV €vvola TwV
TTUAWV yia utTTaAARAoug, gival auTtd Twv TTWAACEWY, TG ETTITOTTOU UTTOOTAPIENG TOU
TTEAATN KAl TOU KEVTPOU OAANAETTIOpOONG UE TOUG TTEAATEG. ZXETIKA WE TIG TTWAAOEIG,
T AEITOUPYIKA XOPOKTNPIOTIKA TTEPIAQUPBAvVOUV Olaxeipion Twv TTEAATWV Kal TwV
UTTOWNQIWV ayopaoTwy, dIaxXEipIon eTTAQWY, avaAUoEI§ Kal avagopEg, dlaxeipion TG
TTPOWBNONG TTPOIOVTWY Kal TWV EKOTPATEIWV, BIAXEIPION EUKAIPIWY KAl TTApayyEAIWV
Kal pia eykukAotraideia Tou marketing. Z1nv utrooTpIEN TTEAQTWY N TTANPOPOpPIa TTOU
ecayetal amo 6Aa Ta onueia eTa@nig cival dlaBéaiun oTov UTTAAANAO PE OKOTTO va Tov
uTToOTNPICEl OTNV £TTA@N PE TOV TTEAATN. TGoO0 N AUCON yia TIGC TTWARCEIS OGO Kal QUTA
yla Tnv uttooTApIEn Twv TreAatwyv dOiaTiBevial o€ éva eupl @QAoua aCUPUOTWY

OUOKEUWV.
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To kévipo aAAnAeTTidpaong gival oXedIOOUEVO YIa TOUG TAAETTWANTEG TTAPOXNS
UTTNPECIWY WG KEVTPO €TTAPAG atrd Toug TTEAATEG pEoa aTTO OIA@OPETIKA KavAAIQ
ETMKOIVWYVIaG, ouuTrepIAauBavopévwy TNG ETMKOIVWVIaG Kal Tou Aladiktoou. To
AOYIOUIKOG gival @TIAYPEVO €TO1 WOTE VO CUVEPYALETAI PE TOUG KUPIOTEPOUG TTOPOXEIG
CTI (Computer Telephony Integration), evw &iaTiBeTal Kal o€ €IBIKEG €KOOOTEIS VIO
OUYKEKPIPEVOUG BIOPNXAVIKOUG KAAOOUG.

To TeAeuTdio KOPUATI AEITOUPYIKAG TTpocPopdg TnG Auong CRM cival autd Tng
oAokAfpwong de GAAa cuoTtiuata. To TPWTo onuegio oAokAnpwong agopd otnv
UTTOOTAPIEN TWV BIKTUOKWY TTEAATWY. OUCIaoTIKd, aTTOTEAEITAI ATTO O,TI ava@EépONKe
mo Tavw TTePi duvaTOTNTAG TWV TTEAATWYVY VA €KKIVOUV OladIKOCIiEG €UPECNS Kal
ayopdg TpoidvTwy. To deuTepo onuegio agopd atnv oAoKARpwWaon GAwV Twv Kavahiwv
ETTIKOIVWVIOG KAl ETTAPAG YE TOV TTEAATN. AUTO onuaivel 0TI KABe onueio eTagng Ba
éxel ava Tdoa oTiyun diaBéoiun Tnv TTANpogopia yia Tov TTeEAETN, €701 WOTE Kavéva
KavaAl va unv pével TTricw OTO €miTTedO TNG UTINPECIa TTOU TTPOCPEPEl KABOTI
eCaptdral dueca ammd Tn duvaTdTNTA EVNUEPWONG TOU yia BEuaTa Twv TTEAGTWV O€
TPAyMaTIkKO xpoévo. Ta emdpeva BAupata oAokANRpwong a@opolv Kupiwg o€
EEWTEPIKEG TINYES TTOU AAANAETIOPOUV [E TNV ETAIPEIA, OTTWG O TTPOUNBOEUTES, AAAG
Kal o€ TTNYEG TTANPOQOPIaG TTOU UTTOPOUV VA OTTOTEAECOUV ONUEIO €KKivhong yia
avaAUCEIG KAl QTTOTIMNACEIS TOOO TNG ETAIPEIAG OO0 KAl TWV AVTAYWVIOTWY TNG.

ExTigwvtag tn Adon 1n SAP yia 1o Xwpo tou CRM, utropouue va tTouue Ot TO
AoylouIkG auTd aTTaiTei oiyoupa PeyAAn TTpocoxn TOo0 oTnv TTPOCoTIABEIa avaAuong
TOU OCO0 KAl 0TNV ATTOTIMNGCN TWV AEITOUPYIWY TTOU TTAPEXEL. H apXITEKTOVIKN TNG €ival
ID10iTEPA AVOIXTH YIO va OEXETAl Wi Oelpd ouoTnUATWY TToU AdN XPNOCIUOTIOIEI N
EMIXEipNON. TNV TIEPITITWON TIOU N €TMIXEipNON TTEAATNG dev e€mOupei Kav va
avaAdpel pia Tétola TTpooTrdBeia, n SAP avaAauBdvel Tnv uloTroinon KAl TN

dlaxeipion Toug.
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2YMMNEPAXMA

2uvoyifovtag, KaTaAfjyoude OTO OTI N dIaXEIpIoON TWV TTEAATEIOKWY OXECEWV
gival oTnv oudia o TPOTTOG YE TOV OTTOIO dIAXEIPICETAI TIG OXECEIG TNG HE TOUG TTENATEG
TNG MO €TmXeipnon 1 Mo eraipeia. H avamTuén 18avikwyv oXEC0EwWV PE ToV TTEAATN
OTTOOKOTIEl aQeVOG OTNV KAAANIEpyEld OXECEwV eUTTIOTOOUVNG KAl OIAPKEIAG, Kal
ageTépou atmmofAéTrel otnv dploTn aglotroinon Tou TreAaTEIdKOU OUVAMIKOU HIOG
€TMIXeipnong, mou o€ TeAIK avdAuon atroTeAEl Kal TTEplouaia TnG.

O TpOTIOG PE TOV OTIOIO MIO ETTIXEIPNON EKUETAAAEUETAI TIG TTANPOQPOPIEG TTOU
EIOTTPATTEl ATTO TNV €TTOPA TNG ME TOug TTeEAdTEG TNG, TG divel TN duvaTdTnTa VA
YVWPICEl TTOI0I TTPAYUATOTTOIOUV Padi TNG CUVAAAQYEG, e TToIGV TPOTTO, YIATI KAl TTOIEG
OKPIBWG TTPOTIKACEIG IKAVOTIOIEI TO TTPOIOV OTOV TTEAATN KATAVAAWTH, yvwaon TTou
OUMBAAAEl oTn Blapkr] BeATiwon Twv TIPOIOGVIWY TNG E€TMIXEIPNONG KAl  TNG
QVTAYWVIOTIKOTNTAG TNG, €iTE TTPOG OQEAOG TwV TTEAATWY, E€iTE (Kal KUpiwg) TTPOG
0peA0G TNG idlaGg TNG €TAIPEIAG.

2’ aut Tn ouvexn Topeia auoifaidTNTag aAvAauesa OTov TTEAATN Kal Tnv
emyeipnon, n dlatipnon apxeiou TeAatwyv (data base control system) kaBioTaTal
QTTaEAITNTN KAl €ival TO anueio atrd 6t1rou ekropeleTal To e-CRM, kaBwg atd autr Tn
Baon dedopévwyv avrtlouvral GAa Ta aTTapaitnTa OTOIXEID yia TN Xdpaén NG
OTPATNYIKAG TNG €TTIXEIPNONG TToU KaBopidel OxI uovo TNV Kepdo@opia aAAd Kal Thv
emBiwon TNG.

KAeivovtag trapatiberal pia maparipnon n otoia 6co UTTEPPOAIKN Kal av
OKOUYETAI OUYKAIVEI TTPOG TNV TTPAYMATIKOTNTA: OTIG PEPEG PAG N Ayopd TTPOIOVTWY
EXEl METOTPATTEI O€ ayopd TTEAATWY, PE TNV évvola OTI TO evOIOQEPOV PETATOTTICETAI
TTPWTOYEVWGS aTTd TO TTPOIGV oTov TTEAATN Kal OTO TTwg Ba eTmTeuxBei n KaAUTEPN

oduvarr eEutTnPETNOoN Tou.
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