i

YK €M IEA

KENTPO E©EAONTQN MANATZEP EAAAAOZX

Go To Market Strategy

Méoa atrd Tnv omrTIKR TOoU Sales Funnel
(Ao TNV Otwpia otnv MNMpdain)

Anuntpng Magiuadng
1. [pdedpog & Alcubuvwy 2uupoulog , OgilvyOne, Athens
1. ['evikog AleuBuvtrig, BBDO Advertising, Athens

louviog 2020

22/09/2020
Page 1



Y<K € M CEA Eicaywyn/AvTtikeipevo

KENTPO E©EAONTQN MANATZEP EAAAAOZ

AVTIKEINEVO TNG TTAPOUCIAONG €ival N KATavonon Twv BAaCIKWY apXwy TOU
TTEAATOKEVTPIKOU MAPKETIVYK Kal TwV MNwAnoewv pe Eugacn otnv ¢aon Go-
To-Market kal Tnv oTpATNYIKA TTPOCEYYIONG, TTPOCEAKUONG, ATTOKTNONG,
dlaTrPNONS Kal augnong Twv TTEAATWVY Mag, e eTTikevTpo 1o Digital Marketing
& Sales Funnel. O1 8 Bacikég evoTnNTEC TNEC TTAPOUCIAONS APOPOUV:

EvotnTa 1. Ti givar kai 11 TrepiAauBavel n otparnyikr) Go-To-Market.
Evotnra 2. 21patnyiky Go-To-Market, Ta Baoika EpyaAcia
EvotnTta 3. O AladikTuakog oag 101T0¢, N Kivntipia Auvaun.

Evotnta 4 Ta onueia eragng, 1o AyopaaoTiko Tagidl Kal o KukAog Zwng
Tou [leAarn.
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91K € M EA EicaywyR/AvTiKeipevo

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Eicaywyry/AvTikeipevo (ouv.)

Evotnta 5. H €¢EAign kai xprion ...twv Funnels.

Evétnta 6. O pdAog kai n onuacia Tou Content Marketing
Evotnta 7 . Google Analytics kal Funnels

Evétnta 8. MNw¢ Ba dnuioupyroete 10 0IKG ca¢ Funnel kai
Evétnra 9. Zuvotrtikd, To Marketing Road map piag Startup
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2¢& Tro10 oTAdI10 TOoUu KUkAou Zwn g Hi1ag
Startup amrevubuveTal n TTapouciaon

21K ¢ MEéA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

H mTapouciaon armreuBuvetal oe Startups 1Tou €xouv (] vopiouv OTI £X0UV)
cetrepdoel 1o TToAUTTO0NTO 0TAdIO Tou MVP, PAcpTApouv pe To Product-
Market Fit kai aioBdavovTtal Aiyo apfixava £roigol yia 1o oTddIo

Go-To-Market kal Tnv avarrugn.

The Startup Curve

Imitial
Enthusiasm Boale
et b Reality \
\l'u Sets in \.
Before 7 L
E Sta{tup o 4
E; -
B e e
% TROUGH OF
\ SORROW - * __ Product/
e . Market Fitl
= —~ - = Time
Ex;\r'ti'nf:nting \hh?:?gj
B Pivoting 9

Credits; Paul Graham
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l: K € M CA NMwg 0a aTTOKTROETE, OIATNPROETE
KENTPO E©OEAONTQN MANATZEP EAANAAAOZ Kal qugr’loaTs Toug TrSAa’ng oag

lowg dikaioAoynuéva apnxava. MNPOoKeITal va avTIMETWTTIOETE PIA OTIVUNA
aAnBeiag ) 6TTwg Aéyetal oTnv «kKaBouiAoupévn» Tou Marketing, “Moment of
Truth” og avnidiaotoAn ye Ta micro-moments ) Touch Points.

Eival Eva opdonuo otnv Tropeia oag, OTTOU AVTIMETWTTICETE TOUG TTPWTOUG
TTEAATEG, KAl OTTWG Aéel 0 Steve Blank “No Business Plan survives first contact

with clients”.

‘ SrRATESY Mo PLAN SwpwIvEs

S TIRST conTACT Wim|
CUSTOMERS

P M o) 115/353
Kal e0€i¢ TTPETTElI TWPA VA AVTIMETWTTIOETE PE ETTITUXIA TNV TTPOCEYYION,
TTPOCEAKUCN, ATTOKTNOT, IATAPNON KAl auénon Twv TTEAATWY OAG.
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

K €M EnA EvoTtnta 1.

1. T1 gival Kai 11 TrEpIAapavel n orparnyikn Go-To-
Market.
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TIK € M EA T1 eival kai 1 TrEpIAapBavel n otpaTtnyik Go-To-Market;

KENTPO E©EAONTQN MANATZEP EAAAAOZ

H otpatnyikry Go To Market Ba TTpETTel va TTEPIEXEI TTANPOPOPIEC OXETIKA UE
TO KOIVO-OTOXO 0OC, TO OX£EO0IO NAPKETIVYK KAl TN OTPATNYIKA TTWANOEWV.

Av Kal KABe oTpaTtnyIK METARAONC OTNV ayopd cival dIapopPETIK, OTOXEUOUV
YEVIKA VA ATTAVTAOOUV OTIC AKOAOUBEC EpWTACEIC.

1. MNola gival Ta Personas (apxETutra) TTeEAATWY 00GC;

2. MNoia gival Ta TpoBARpaTa/TTOVOI TOUG Kal TA «TTAUCITTOVA» TTOU
EMTTEPIEXOVTAI OTA UNVUNATA OOG;

3. Mwg €ival To ayopaoTIKO TACidI TWV TTEAATWYV OAG;
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o!f”C‘MME/: Ti epidapBavel n otparnyikr Go-to-Market;

4. MNoia gival n otpatnyik MApPKETIVYK KAl TTWANCEWV OOG;

5. Mw¢ Ba dnuioupyRoeTe (rTNON TTPOCEYYICOVTAC, EUTTAEKOVTOC KAl
«TTPOONAUTICOVTAG» TOUG £V DUVAUEI TTEAATEC OQG ;

6. NMw¢ PTTOPEITE VA SNUIOUPYACETE TTEPIEXOMEVO TTOU TTEIBEI KAl UTTOOTNPICE
N dnuioupyia ¢nTnong;

7. TTw¢ UTTOPEITE VA BEATIOTOTTIOINCETE TNV AVATITULH OOC XPNOIMOTTOIWVTAG
Baoikoug Acgikteg ATtodoong (KPI's) kal GAAa metrics.
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TIK € M EA H onpaocia tng Z1partnyikng Go-To-Market

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Eivail 1diaitepa onuavTiko yia TIC VEOPUEIG ETTIXEIPNOEIC VA UTTAPXEI
oTpatnyikl Go-to-Market yiati cag fonBa va euBuypaupdicETE TIC OUADES COAC,
WOTE OAOI, Ol TTWANCEIG, TO HAPKETIVYK, TO TTPOIOV OAAG KAl OI TTEPIOPICHEVOI
TTOPOI 0a¢ va euBuypaupi¢ovTal TTPo¢ TNV idla KateuBuvon Kal OTOXOUG, Kal
BEBaia va pIAoUv Tnv idla yAwooa.

Kupiwg Guws agpopd Tov TPOTTO TTou Ba TTpooeyyiocouue, Ba TTPOCEAKUCOUE,
Oa artrokTrijooupe, Ba diIaTnPACOUNE Kal Ba Au¢OOUNE TOUG TTEAATEC UAG.

['vwpileTe TTOIO €ival N #1 TTpOKANGCN TToU avTigeTwTTiICouVv o1 Unicorn
Startups?
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u.l*‘f € M GA #1 MpokAnon: ATTOKTNON TTEAATWYV KAl TTWAAROEIC

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Challenges for the future development of the
company

Customer acqguisition & sales

Attracting and retaining talent
10.6%

Froduct development & innowvation

O.65%
Cash-flow and liguidity manasgement
Managing growth
i e B.5%

Intermationalization

N TaEs
Optimnizing  profit mangins
§ § 5.9%

Improving proceasses and inaenmal operations

= =L : —

Regulation

i l 4. 3%

Balancing social impact with profit making
0.9%

Orther

https://www.pwc.com/gx/en/services/entrepreneurial-private-business/start-ups-scale-ups-unicorns/european-start-up-survey.html
22/09/2020
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

K e M [ea Evotnra 2.

2. 21patnyikn Go-To-Market, Baoika EpyaAcia.
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Ik € MEeA Ta onpeia eTa@ng Tou Brand pe Tov TTEAATN

KENTPO E©EAONTQN MANATZEP EAAAAOZ

BRAND TOUCHPOINTS

_CUSTOMER EXPERIENCE ﬁ
\WORD OF
@ MOUTH @
SOCIAL
MEDIA SALES
@ PERSON

PRE-PURCHASE PURCHASE POST-PURCHASE

FORUMS

@ SOCIAL
MEDIA
SURVEYS
BRAMD
NEWS PROMISE
STORE OR LETTER

OFFICE

LOYALTY
PROGRAM

CUSTOMER
SERVICE

BILLING
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l:o!f”C‘MAM AC:M/: To Marketing Mepiexopévou
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12 1€ M [EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

H evéTnta Customer Relationship Tou BMC

Business Model Canvas

Kew Fariners Key Activitices

d
B
5

What Key
Activilies do we
reguire?
Manufacturing ¥
Software? Supply
chain?

Who are our Key
Partnars?

Who are our
suppliers?

What are

getiing f

them? Giving
them?

require?
Finarncial,
physical, IP, HR?

Valeee Proposittons (-
Which of our
customear's

problems ars we
helping o solve?

Ich customer
nesds are we

satisfying

What are the Key
Features of our
product that maich
customears problem/
nead?

Custovmer Relatiorsliipd

will wa Geat,
p and Grow
Customers?

Custormer
Sagmeanis
want to be
reached?

Custornmer Segrmemnis N

o L

Wiho are our most
important
rs?

What are their
archetypes?

What Job do they
want us to get
done for them™?

Cost SIreectiine

What ara the most important costs inherent
in our business modeal? Fixed? Variabia™?

S

©

Reveriiie SIFednts

Howe do we make monay 7 What's the revenue

model? Pricing tactics?

Source: Alexander Ostarwalder- Business PModel Generatian
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WIK € M EA To Outbound, To Inbound & Content Marketing

KENTPO E©EAONTQN MANATZEP EAAAAOZ

OUTBOUND

Cold calling
Cold emails (spam)
Interruptive ads
Marketer - Centric

INBOUND

¥

SEO
Blogging
Attraction
Customer - Centric
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LYK (€ M [eA To Marketing & Sales Funnel

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Eva Marketing & Sales Funnel mrepiypager 1o “1a€id1” Tou v duvAuel TTEAATN
o€ Jia d1adoXIKN TEIPA EUTTEIPIWV TTOU 1I0AVIKA KATAANYEI O€ ayopd TOU
TTPOIOVTOC/UTTNPETIaC oac.

Sales Funnel: Stages

Awareness

Intarest

T

020
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

K €M EnA Evotnta 3

3. O A100IKTUOKOG o0¢ TOTToG, N Kivntiapia Auvaun
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LYK [€ M €A O AI0SIKTUAKOC GOC TOTTOC

KENTPO E©EAONTQN MANATZEP EAAAAOZ
m
———
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¢ K [€] M EA O AI0SIKTUAKOC GOC TOTTOC

KENTPO E©EAONTQN MANATZEP EAAAAOZ

H onpacia Tou d1adIKTUOKOU TOTTOU 0aG (OUV.)

2.TO YN@IOKO MAPKETIVYK TO website oag “traidel TTavrou” odnywvTag Toug
KatavaAwTéC Brina-priua oto AIDA sales funnel.

Eival cuxvd 1o TTpwTO ONMEio eTTaA@RG dUVNTIKWY TTEAATWY PE TNV
ETTIXEIPNON OQC.

Eival n eukaipia oag va EEXWPIoeTE BETIKA ATTO TOV AVTAYWVIOUO O0aC

210 content marketing n onuacia Tou €ivarl IDIAITEPA TNUAVTIKA, YIATI
QINOCEVED TA KEIMEVA KAl UAIKO yIa TNV TTANPOPOPNOTN, EUTTAOKNA KAl TTPOTPOTTN
TOU KOIVOU OTOXOU.
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7 1< € M EA O AI10JIKTUOKOG OOG TOTTOG

KENTPO E©EAONTQN MANATZEP EAAAAOZ

H onpacia Tou d1adIKTUOKOU TOTTOU 0aG (OUV.)

210 email marketing: atroteAei Tov Tpoopioud yia va odnynbouv ol
QTTOOEKTEC TOU KaI va HABoUV TTEPICCOTEPEC TTANPOPOPIEC.

210 social media marketing: cival To onueio 610U Ba OTEIAETE £V DUVALEL
TTEAATEC va HABoUV TTEPICOATEPA YIA TNV ETAIPEIA OOC.

210 search engine optimization (SEO): ¢iAodoZoupe va TTpOCPEPEI TNV
alITloAoynuévn atravrnon otnv avalnrnon.

210 PPC advertising: cival n «d1euBuvon kartoikiac» TG TeAIKAG

TTPOCTIA0EIaC va TTeIoBei o utTToWwnPIoC TTEAATNG yia ayopd online ) atrd 10
onMeio TTwAnonG.
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J 1< € M EA O AI0SIKTUAKOC GOC TOTTOC

KENTPO E©EAONTQN MANATZEP EAAAAOZ

H onpacia Tou d1adIKTUOKOU TOTTOU 0aG (OUV.)

[Mapéxel emiong Tpdoacn oTo d1a@NUIOTIKO UAIKS 0ag, TrpowenTIKA
EVTUTTO, newsletters, aTTOAOYIGHOUG KATT.

Eival dnAadr o pévipog TTWANTAS oag 24/7 TTou avTIKATOTITPICEI TNV £IKOVA
KAl TNV agloTToTia TNG ETAIPEIQC 0.

YTIApXOuV ETTIONG EQAPPOYEC TTOU TTaPEXOUV TTANpo@opisc Sales Lead
Generation (dnuioupyia €Ta@WV TTWANCEWV) OTTWG: VA OEITE TTOIEC ETAIPEIEC
Kal ATOUA ETTIOKETTTOVTAI TOV I0TOTOTTO 0aAg, TI BAETTOUV, KAl VA 0OC £100TTOIOUV
OTAV KATTOIA ETAIPEIA OTOXOG OAG ETTIOKETITETAI.

Kal KAt akOun, UTTOPEi va 0ag pEPEl TTPOoBeTa £€000a TTPOTEIVOVTAC KAl
TTpoopépovTtacg emmokewipoTnTa (traffic) oc sites Tpitwv.
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KENTPO EL§ONT!§MANAMTZEP ESAQZ O AI a6 I KTUG Kég o.qg T61Tog

Agv gival Tuxaio TTw¢ CENICOOVTAlI CUVEXWG EPAPUOYEG ECEIDIKEUNEVNG
avaAuong Twv websites, TTou oag emTPETTOUV va IXVNAATACETE OXI MOVO TNV
CUUTTEPIPOPA TWV DIKWV OOC TTEAATWY, OAAG Kal TV OoTPpATNYIKA marketing
TWV AVTAYyWVIOTWV OaG.

Na katavonoeTte dnAadn, TI PAYVATEG, AYKIOTPIA Kal doAwPATA
XPNOIMOTTOIOUV OTa OIKA Toug Sales Funnels, TTwg €mdItokoUV TRV TTIOTOTATA
TWV TTEAATWY TOUG KATT.

H ouykekpiyévn diadikagia avaAuong TG oTPATNYIKAG TOU AvTaywVIOUOU,
ovopadletal kal Funnel ....hacking, kal utTopei va atroTteAEoel Eva evOolapEPOV
MEVOU ME 1I0€EC YIa €va EUKOAO Eekivnua Tou dikou oag Go-To-Market.

Ag doupe Eva TTaPAdEIYUA TETOIOG EPAPUOYNAG
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LYK [€ M €A H avdAuon oupTtrEpIQPOpAC KATAVAAWTWV

KENTPO E©EAONTQN MANATZEP EAAAAOZ

To Hotjar avaAuel Tn xprion 1I0TOTOTTWY KAl AEITOUPYEI UE EpYAAEia
avaAuong 10Tou, OTTWC To google analytics, yia va TTpOC@PEPE! HIa EIKOVA
YIQ TOV TPOTTO JE TOV OTT0IO Ol XPNOTEC TTAONYOUVTAI O€ IOTOTOTTOUG KAl
TTWG PTTOPEI va BEATIWOEI N EUTTEIPIA TWV TTEAATWYV TOUG.

INCOMING FEEDBACK

V FUNNELS

(1 RECORDINGS &
hOtjar SURVEYS @
@ HEATMAPS bolis m
Q_, RECRUITERS S @

il

Mnyn: Wikipedia
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YK [€ ™M [EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

NpooéAkuon pe Outbound Marketing

Ti givail To e§epxOdpevo Outbound (Push) Marketing

To €CepXOPEVO HAPKETIVYK, TTOU ava@épeTal €TTiong w¢ «Push» PYApKETIVYK,
XPNOIMOTTIOIEI TOKTIKEG TTOU OTEAVOUV £va JAVUPA O€ JEYAAO aplOud atopwy
TTPOKEIYEVOU VA TOUG TTEICOUV VA TTPAYUOATOTTOINOOUV Wi ETTIOUUNTH EVEPYEIA
N KAl ayopd KATTOIOU TTPOIOVTOC N UTTNPECIAG.

H évtutrn / TNA€OTTTIKA / padlowVikr dia@ripion, n dla@rnuion ota yéoa
KOIVWVIKNG dIkTuwong, Ta Call Centers (Outbound Cold Calls), n atreuBeiag
aAAnAoypagia (Direct Mail), Ta email blasts (ekpAgeig) kal AAAec néBodol
atrooTéEANovVTal O€ £va PEYAAo akpoaTthplo avBpwTTwyv (TTOAAOI } TTEPICTOTEPOI
aT1Td TOUG OTTOIOUC UTTOPEI va unv avalntouv Kav 1o TTpoiov Tou marketer).
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K€M e Mapddelypa Outbound Telemarketing

KENTPO E©EAONTQN MANATZEP EAAAAOZ

[TOAAEC aTTO TIC ETAIPEIEC TTAPAYWYNS Kal d1aBeon¢ HAEKTpIOMOU PeupaTog
xpnoiuyoTtroiouv Telemarketing TTpoKeEINEVOU va TTPOCEYYIOOUV Kal va
TTPOCEAKUCOOUV £V duvAuel TTEAATEC (TO (OUME KOBNUEPIVA OTIC HEPEC MAC).

i"-
- - " - k \(
: . : — j*’
s y o )
[ N — Q- k\ =~

2.UvRBw¢ ¢nTouv atrd ToV UTTOWN®IO TTEAATN TTOU Ba «ouyKIvnBei» atrd Tnv
OTTOIa TTPOCPOPA, va OTEIAEl ue email Tov Aoyapliaocuod Tou, va TOU KAVOUV

TTPOOPOPA, KOl O€ TTEPITITWON CUMPWVIAG va aTeiAouv £TTioNG e email 1o

OUNQWVNTIKO VI NAEKTPOVIKI UTTOYPOA®H).
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YI< € M CA EpTtrAoKn Kal TTpoonAuTiopog pe Inbound Marketing

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Evw 10O €epXOUEVO HAPKETIVYK WOEI unvUaTa o€ EUPU KOIVO, TO EI0CEPXOMEVO
MAPKETIVYK €ival «ayvnTiko» (Pulls).

AVTi va OTEAVETE YEVIKA UNVUMATA O€ VA EVOIAQPEPOMPEVO ) I KOIVO, TO
OTOXEUMEVO EICEPXOMEVO MAPKETIVYK, OAG ETTITPETTEI VA TTPOOEAKUOETE TOUG
mOavoucg TTEAATEC 0ag, avaueoa atrdé 6ooucg avalntouv dIadIKTUaKA AUCEIC.
Otav @1doouv oTOV IOTOTOTTO COC, AUTOI 01 £V QUVAEI TTEAATEC Ba TTPETTEI va
Bpiokouv BonBeia, kaBodriynon Kai ekTraideuan TTou oXeTiCovral AUECA PE TV
avalntnon TTou Kavouv oT1o d1adiKTuoO.

21nVv Kapdid Tou Inbound Marketing BpiokeTal To TrEpIEXOMEVO (content):

Website content, blog content, kai downloadable (“advanced”) content T1Tou
TTapExeTal o€ Eva website, 0TTwg white papers, guides, tips ka1 aAAa.
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K€M e Napaderypa Inbound Marketing

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Hiene Audio & Theatsr  Framicm Audia Headphones Homa Thaatar Syeiama SOaa e Wirnkaes Audiz Siansd Syslam Compnnanis AL L] Do

s ¢ Fsanip boenpey

Bowe
Bose QuietComfort 35 (Series 11) Wireless Headphones, Noise
Eancellmg Black

Lul:l.- cLafomer reviess I IS']E- arswered questions ]

m or “bosenol roedling headphones”

Price: §T240 00 ~prime

Get 330 ol instantly: Pay $325.00 upo

praval for tre Amaggn.com Store Carc J

In Stock.

Want it Thursday, ? Order within 10 45 mins and cioose One-Day Shipping at chedwowt
Dataiks

Ships from and sobd oy & m. Gift-wrap Sgpailable

alor: Black

microconversions

]

sryln: Headphones only

Hesdphenes anly | ' wi Car Charger wif Wall Charger

Roll aver image to zoom in « Moise-refecting dual-microahone system for clear phare talis and voice aocess to your phone's gefautt

IInyn: https://www.crazyegg.com/blog/website-conversion-funnel/
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

L IK € M EA Evornta 4

4. Ta onueia eTa@ng, To AyopaoTIKO TaEiOI KAl
0 KUukAog Zwng Ttou lNeAarn.
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Kl I€ ™M [EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Ta €idn onueiwyv €TAPNG PE TOUG TTEAAQTEC

Ta 3 €idn onueiwy ETTAPAG ME TTEAATEG:

NMAnpwpuéva (Paid):

O TlNapadociakd Kal yn@iaka dia@nMIcTIKA KUPiwg

Méoa, OTTwG TV spots, PPC Ads, Posters KATT.

I516kTNTA (OWned):

O EAegyxopeva mAnpogopliaka Kupiwg nEoa otrwg, Web Page,
Blogs, Apps, Facebook page K.ATT.

Kepdiopéva (Earned):

O Mn eAeyxoueva KOIVWVIKA yEoa OTTwg, Re-tweets,

Facebook, word-of-mouth KATT.
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l: IK € M CGA To Sales Funnel kai Ta Znueia ETTapng pe MNMeAdTeg

KENTPO E©EAONTQN MANATZEP EAAAAOZ

H oTtpatnyikn Tpooéyyion Tou Sales Funnel, oxeTiCeTal TTPWTIOTWS ME TNV
«dlaxeipion» Twv onueiwv emmaeng (Touch Points) pe Toug duvnTikoug TTeAdTES. H
owaoTH IXVNAATNON KAl XapToypagpnaor] Toug, o€ OA0 Tov KUKAO (WG TOUG gival
TTPOUTTO0E0N HIAG OTTOTEAECUATIKAGC OTPATNYIKAG TTEAATOKEVTPIKOU Marketing.

Social Ads Hewsichior &
C Communi e
.F..‘ '- ‘R‘E\rlewﬁ Fl:urm:nﬂ:III Social Henmrts“'
Email ' ‘ Blog e Q_ ~ '..
Online hd: * WEme i EIEE
VPI}L ACI0AO Avyopd AloTAEN Al o0
awareness pi.l-l’ﬂhﬁﬁ“-& adum:acyr

/ Direct M alE
Enmail

Store Fﬂﬂ.b"‘ -"'

.-* Knowledge Base Promotions

#  Ward of Mouth

PR x""
Radio
™
Print

Ecommerce
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YIK € M EA Touch points, pia Siadpour Aapupiveog

KENTPO E©EAONTQN MANATZEP EAAAAOZ

OuunBeite, To KABe touchpoint gival duvnTikd onueio dIEAEUONG TOU KOIVOU-
OTOXOU ATTO KATTOIO ONUEIO TOU ayopaaoTIKoU Tagidiou fj Tou KUKAou (wNG Tou,
OTO ETTOUEVO.

Kat oav €vag AaBupivbog 1Tou TTPETTEN va dlaoXioel 0 TTEAATNC Kal N d1adpouNn
Tou atrelAgital atrd onueia TPIRAGS, EUTTOdIa Kal OUOKOAIEG.

H emixeipnon KaAgital va «onuatodoTtrioel» ocwaoTd Tov AaBupiveo,
TTPOKEIMEVOU Va DIEUKOAUVEI TN OIEAEUCT KOl VO TNV METATPEWEI OE EUTTEIPIO
TTOU CETTEPVA TIG TTPOCOOKIEC TOU. MTTOPEI OUWG O TTEAATNC KAl VA TTOPOKANYE!
TOoV AaBUpIvBo pe To TTATAUA €VOG KOUMTTIOU.
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2K '€ M [ER

KENTPO E©EAONTQN MANATZEP EAAAAOZX CUStomer TOUCh POInt Mapplng'

Channels, Customer Relationship, Customer Journey Touch point
Mapping.
To TTapadeiypa ayopdcg piag Wnortapiag Yypaepiou.

Apvicia hamburgers pe Téardiki

‘Eva ayopaaoTIKO £YIVE KAl YEUOTIKO TACiOI TTOU
AVAVEWVETAI CUVEXWG UE VEEC OUVTAYEC
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KENTPO E@EAONTQN MANATZEP EAAAAO

Moapadeiypa xapToypa@nong Twv CnHEIWV ETTAPAS
/\;ou MeAaTn TpIv/KATA KOl HETA TNV ayopd ynoTiEpag BBQ

Customer
Journey/Life

Cycle Mapping

___Touch Points | Awareness | __Evaluation | __Purchase | Usage Loyalty

Website

E-Shop

Face to Face

In-Store

Call Center

Facebook

Reviews

Web Forums

Email

Post, Print, TV KA.

Before Purchase

Leroy Merlin,
Praktiker, Media
Markt KATT.

Salonica e-shop ,
AAAa shops
DiNog

Chalandri Shop

Amazon, Various
Brands

Broil King

Leroy
Merlin,Media
Markt, Chalandri

Skroutz/Tiugg,
a&lohoynon

Purchase After Purchase

Installation Video

By Broil King
Salonica e-shop
€161KN TTPOCPOPT
MNapaiapny/
YuvappoAoynon
EvToAn/Ayopd
Euxapiotnpio Yovrayeg/ tips.
email Up Selling
Cross Selling
ATTOOTOAR/

Courrier



Y IK[€ M EA T, TTPOCPEPEI N XAPTOYPAPNON TOU TASISIOU TTEAATWY

KENTPO E©EAONTQN MANATZEP EAAAAOZ

H xaptoypa@non Tagidiwyv TeAaTwy BonBba TIC ETTIXEIPATEIC:

v Na “utrouv o1a TTaTTOUTOIA” TWV TTEAATWY TOUG KAl va dOUV TNV £TTIXEIPNON
TOUG ATTO TNV OTITIKI YWVia TOU TTEAATN.

v Na atrokToouV TTEPICOOTEPEG TTANPOYPOPIEC OXETIKA UE TA ETTITTAEOV OTOIXEID
TOU,

v Na BeATILWOOUV TNV EUTTEIPIA TWV TTEAATWV KAl va KaBopioouv TI xpeidlovTal
YIa va OAOKANpwOoouV pia ayopda.

MnyR: https://Iwww.salesforce.com/uk/blog/2016/03/customer-journey-mapping-explained.htmi
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Y [IK € M €A rpoogeper n xapToypd@non Tou Tag15100 TTEAATWV

KENTPO E©EAONTQN MANATZEP EAAAAOZ

ATIO TNV TTAEUPA TOUC OI TTEAATEC BEAOUV:

v H gputreipia Toug Pe pia Mapka va gival ouvOedENEVN KAl ATTPOTKOTITH.

v Na yvwpilouv ol eTaipeiec Kal va BupouvTal, TTolol gival Kal TI Yaxvouy, €101
WOTE Ol ATTAPAITNTEG TTANPOPOPIEC Va gival dIABECIUES XWwPiC TNV avAykn va
eTTavaAn@Bouv 1 va JIEUKPIVIOTOUV Ol AVAYKES TOUC.

‘Evacg xaptnc¢ amrotuttwong (CX Mapping), Bonbda otnv atrokaAuywn Twv
OTTOIWV TTPORANUATWV.

22/09/2020
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

YV V VY V

T1 blogs ka1 diadikTuakég dnuooieuoelg diaBadlouy;

2.€ TTOIEC OIADIKTUOKEG KOIVOTNTEG AVAKOUV;

[Mola dikTua Kal TTAOTQOPHEG KOIVWVIKWY NECWYV XPNOIUOTIOIoUV;
2.€ TTOI0 JOPPN TTPOTIMOUV VA KATAVOAWVOUV TTEPIEXOUEVO;

- 2 - =
? 2
4

[Tolou¢ opinion leaders, ouyypageic, bloggers, influencers akoAouBouv

[Twg epeuvouv oTo d1adIiKTUO Yia brand reviews, TTPOTACEIG, TIPOCPOPEG,
EKTITWOEIG KATT.

MNMnyn: http://customerjourneymarketer.com/understand-b2b-customer-journey/
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u--m-w’ EvotnTa 5

5. H E€EAIEN ka1 xppon Twyv ...Funnels
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YK [€ ™M [EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

['vwpiyia ye To Marketing & Sales Funnel

H mrpooéyyion/ueBodoAoyia Tou Sales Funnel givarl pia diaxpovika
atrodedEIyEVN OEIPa BNUATWY, TToUu oXedIdlovTal yia va KaBodnyouv Toug
ETTIOKETITEG TTOU ATTOTEAOUV €V QUVAUEI KOIVO-OTOXO OTNV ATTOPACH ayopdg.

H dia@opd peTagU TOou TTapadooiakou Kal Tou auyxpovou Funnel, givar ot
EVW OTO TTAPAdOCIOKO CODEUEC YIa DIAPUION KAl OTNV OUVEXEIQ TTEPIPEVEC VA
Q€IC TTO00I ayopacav, CNPEPA UTTOPEIC va TOUG IXVNAQTNOEIS KAl VO TOUG
«KaBodnynoeic» atnv TwAnon yéoa atrd Ta OIKA TOUG AoYIKA Kal
ouvalioOnNuaTIK& YovoTTaTia.
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YK/ [€ M [EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

['vwpiyia ye To Marketing & Sales Funnel

Ta BApara oxedialovral oTpATNYIKA hME BACN TNV XapToypdpnon Tou
QAyOPAOTIKOU TAEIOIOU TOUG, KOl KATEUBUVOUV apXIKA TTPOC TO £CEIDIKEUNEVO VIO
KGBe oudda koivou Landing Page, kal aTnv cuvéxeia TTpog TNV TTwAnon, héoa
atrd TNV dladikaoia MNPoceAKUW/EPTTAEKW / MeTaTPETTW
(Attract/Engage/Convert).

XpnoiuoTroigital To MapkeTivyk MNepiexopévou (Content Marketing), trou
daveileTal ueBddouc kal epyaAeia Tou CRM (Customer Relationship
Marketing).

YTrdpxXouv OEKADEC YVWOTEC EQAPPOYEC TTOU uTToOoTNPiCouv TNV peBodoAoyia
Kal TTpoo€yyion Sales Funnel, 6Twg o Hubspot (Marketing, sales kar CRM
Software, kai To Amplitude (Product Intelligence Platform)

22/09/2020
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Y IK € M EA MNwc Acitoupyei To Sales Funnel

KENTPO E©EAONTQN MANATZEP EAAAAOZ

AkoAouBei pia 101aiTepa evoTOXN Kal KatavonT avdAuon atroé To HubSpot.

‘Evag duvnTIKOG TTEAATNG ETTICKETITETAI TOV IOTOTOTTIO OAG I TO TTEPIEXOMEVO
OQG KAl gTn OUVEXEIQ YiVETAI UTTOWNPIOG META ATTO KATTOIO OUYKEKPIUEVN
EVEPYEIQ evEPYOTTOINONG (OUAAOYH NAEKTPOVIKOU TaXUDPOMEIOU, CUUTTARPWON

POPHAG K.ATT. VISITS

........................ - D LEADS

------------------------

MARKETING
QUALIFIED LEADS

---------------------------------

@ OFPORTUNITES l

2.TN OUVEXEIQ, UTTAPXOUV dUO OTPATNYIKA ETTITTEDQ PUE OUXVA MEYAAUTEPN
OUMMETOXN TWV TTWANCEWYV O€ OXEON UE TO NAPKETIVYK. TEAOG, JETA TNV
yaAouxnon MEOW TNG EKTTAIOEUONC Kal TNG TTapakoAouBnong, o UuTTownPIog
METATPETTETAI O€ EUKAIPIA METATPOTIAG KaI TEAIKA TTEAATNG.

Mnyn: https://business.linkedin.com/sales-solutions/resources/sales-funnel-definition-and-stages Page 40



YIK € M GA H amoywn Tng Google yia Ta Funnels

KENTPO E©EAONTQN MANATZEP EAAAAOZ

O Allan Thygesen, President of the Americas tn¢ Google, €¢nyei Tw¢ ol
TTAoUOIEC o€ TTPOBeoNn oTIyPEC (intent reach moments) aAAdlouv TO oxrjua TOU
Marketing Funnel.

«To MAPKETIVYK €iXE TTAVTA WE OTOXO TNV avatTu¢n. Kal n ¢OpuouAa yia 1o
TTWG va odNYNOETE TNV AVATITULN OTN CNUEPIVH ayopad £XEl AANACEL.

Q)¢ Marketers, d1dax0nkaue TNV xprion tou Funnel - éva ypauuiko
ayopaaoTIKO Tagidl TTEAATWYV aTTd TNV EUAIOONTOTTOINON/YVWPEIMIA OTNV £¢ETAOCN
Kal oTnVv ayopd. XpnoIJOTIOIWVTAC Ta CUMBATIKA néoa JadlkAG evnuépwaonc,
ol Bacoikoi JOXAOI yIa TNV augnon TNG avatTu¢ng NTav n egpéAcIa (reach) kai n
ouxvoTtnta (frequency). XpnolyoTroloUoaue Ta dnNUoyPaPIKA OTOIXEIO yIa va
TTPOOCEYYiIoOUUE TNV TTPOBECN TOU UTTOWHPIOU XPrOTN KOl VA EVNUEPUWOOUNE
TNV OTOXEUON MECWYV KAl TO ONUIOUPYIKO HaG.

22/09/2020
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2 IK[E€ M IEA 1q 1agiia Sev civan iSia kail Bev poIG{ouv pE X04vn

KENTPO E©EAONTQN MANATZEP EAAAAOZ

«H Google ecétaoe xIAIadeg dedouéva pong KAIK (clickstream) xpnoTwyv TTOU
ouppeTeixav o€ opt-in panels. AlammoTwoaue o1 Kavéva Tacidl dev gival
QKPIBWS OPOIO, KAl OTNV TTPAYHATIKOTATA, TA TTEPICCOTEPA TALIOIO OEV
Moldlouv KaBoAou pe xoavn. Moidlouv pe TTUpauides, pOPPBoUC, KAEWUDPES
Kal GAAa. H wn@iakr 1exvoAoyia Kai ol KIVATEC OUOKEUEG £Dwaav TOV EAEYXO
OTOUG KATaVOAWTEC/XPNoTEG. OAoI TTAEOV TTEPIMEVOUNE PIa AUEDT ATTAVTNON
OTIG OTIVMEG TTOU BEAoUUE yvwaon, TTpooacn, dpdon kal ayopd (know, go, do
and buy). Kai 6Ae¢ auTéc o1 oTiydEC (moments) TTAoUOIEC o€ TTPOBEoN
dnMIoupyouv ayopaoTIKA Tacidia o€ oXNUATa TOCO HoVadIKA 000 O KaBEvag
Mag. Me TToAAoUcg TpOTTOUG, N TTPOBEeon (intent), eTTavarrpoodiopilel TO TALiOI
oto Marketing Funnel).»

22/09/2020
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l: IK € M CA Ta mapadooiakd, (Tutrou xoavng) Sales Funnels)

KENTPO E©EAONTQN MANATZEP EAAAAOZ

OAa autd Ta Funnels BpiokovTtal Kal «TTPOTEIVOVTAI» OTO dIAdIKTUO
ENo ...1898) o1TOU apXIKA Ol

Baailovral oto mapadooiako AIDA Funnel (uovTéAo
ev duvauel TTEAATEC paBaivouv (atrd dIa@NUICTIKA JECQA) YIa TO TTPOIOV

KAQTTOIOI TO BpioKOUV evOIa@EPOV, AIlYOTEPOI TO ETTIBUMOUV KAl aKOUN AlyOTEPOI

Customer "Purchose Tunnel

TO ayopadlouv.
e e | i‘ re— — & -.
oW -
W 4 Proposals/Sales 7 - Decson & -
‘l New Customers E._ P - '!’ ‘]J E
= moncne The New Marketing & Sales Funned e m
2 o — s
_ The Buying Cycle - oL E - -
. l - gl- i@’ > O 9_
= w h‘;:ﬂ -..—:—_:]B \dg \%
) ..TEAEIWVE Kal N oxéon Pe

2TV ayopd Tou TTpoiovTog/uttnpeaiag apxie kai .
J».....KATTOU €KEi BpioKovVTal APKETOI

TOV KATAVAAWTA TV AKPN TOU «XWVIOU»
eMmxeIpnUaTiec ommadoi Twyv ....4P (Product , Place, Price, Promotion)
22/09/2020
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K€M e Ta ouyxpova, Digital Marketing Funnels

KENTPO E©EAONTQN MANATZEP EAAAAOZ

To ouyxpovo ynoeiako, TreAatokevipikd Marketing & Sales Funnel, ivai
OAIOTIKO, TTEAQTOKEVTPIKO Kal OXETICETAI JE TO AyopaaTiKO Tagidl Tou NeAdTn,
Tov KukAo ZwnN¢ Tou, Ta paid, owned and earned media, evw eviaooeTal OTIC
[MeAaTeiakég oxéoeic Tou Business Model Canvas.

Marketing Hourglass PowerPoint Template 3 Need . T LI -
=l
Kupiwe Ouwe TTapEXEl Hia AOYIKA wom  Physlost e Mol Are Tifierent
kal Eek@Bapn peBodoroyia Go- EET E@mwji
To-Market pe TNV TTpOCéyyion, A A CEDL LT
TTPOCEAKUCON, ATTOKTNON, dIATHPENON Rdption =
kol au€Enon Twv MeAaTwv. A -
Mia peBodoAoyia Trou uttooTnpileTal Mngwpa scpappaywv'a)\ G Kal Tal
Google Analytics. §
22/09/2020
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LY K/ [€ M €A A6 To apxiké AIDA oTo Digital Sales Funnel

KENTPO E©EAONTQN MANATZEP EAAAAOZ

To 1898, o0 ApepIkavog TTPWTOTTOPOC Ala@ruiong Kal NwAnocswy, o E.
St. ElImo Lewis aveémTuge Eva TTPAKTIKO epyaA€io TTwAnoswyv , 1o AIDA
Sales Funnel, dnAadn Tn diadpoun atrd Tnv MNvwpiyia, oto Evoiagépov,
Tnv EmBupia kai Tn Apdaon (dnA. MwAnon).

Market
Awareness potential

Ws o

Number of

prospective

purchasers Prospects
iVeii{e] gl Customers
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21K ¢ MEéA

KENTPO E©EAONTQN MANATZEP EAAAAOZ A1T6 To apXIKé AIDA GTO ‘Pn¢lqK6 Sales Funnel

SOCIAL MEDIA
[Plinll
) Tuha

Awareness e Digital Marketing Sales Funnel
(AvvnTikn Ayopaq)

AIDA Traditional Sales Funnel

potential
Awareness
Primary Tools Contest markonin
Socun cii Mo ||1'-'l.i'.r"rll-r|r|i I"|
|n'|'el'eSf SUSFEHE ‘-EE‘-‘-"SFH Public Relations
(EvSiapepodpevorl) -
e
Number of mwm m." : Lanching Page s fJ:w-:E..
H o o BID LY, Frghd DOeOeE LD JTIAD W DLAFPRLIEG
prﬁ:‘-’mvﬂ Decision e
Urcnasers : =,
P YTTowApIol Prospects Decision R
Tools Sales r'."l_i_ll’i Froe Consutaton, Troese
Signa aFmoliond, Frow Trhali, Demoi, Eran’ Markatsic e
Action Action w
ns)\(']ng Customers Teady: Poymant ‘.i;!-1r|.'i— Shonpang
LT, SRS and Hoterras
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12 1€ M [EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

To Wneiakoé Sales Funnel

SOCIAL MEDIA

Digital Marketing Sales Funnel 1 PlinlCal- % 4

14
Awareness [vwpipia
Mapketivyk Meplexopévou, Kowvwvika
WM Content markoting, Méoa, NMAnpwpéveg Atadnuiosrs,
Sread Madli, P Adierpnrsinf Mnxavéc Avaditnonc SEO, / SEM,
SEQUSEM, Public Relations AnpOoLEC SXECELC KATL.

ZeAida npooplopot (LandingPage),
Flhnll.':r Teah: | :n-'l‘-ln:r Pages. £-books, E-books, Evquepwtikd SeAtia, Awpedv
Newslottac, Froa Tools. Case Studies, Retargeting EpyalAeia, Case Studies, Ernavaotoxeuon

(Retargeting), kKAm.

Decision

Toals: Sales Pages, Froe Consultation, Trust
Sige, Fromolions, Free Trial, Demos, Eraid Marketing

Action

Towls: Paymant System, Shoppeng
Cart, Hovows and Roferras

-

’
e Anodaon
ZeAide¢ nwANnoswyv, ZUNPBOUAEUTIKNA,

; 'ii-i"ii'ii"{ii’ .
Mwotonownoelg, Npoodopég, AOKLUEG,
w Demos, Email Marketing kAm.
1 4
Apaon
Tpomnog /ocuotnua nAnpwung, Kapotol

Ayopwv, A§LOAoyNOELG, ZUCTAOELG KATL.
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

2Tnv ouvéxela o Steve Blank™ £épepe 1o Sales Funnel concept oto d1EBvEC
olkooUOoTNUa TwV startups w¢ Baciko TrepieXduevo NG evoTnTag Customer
Relationship Tou Business Model Canvas.

ACilel va onueiwBei 0TI N evoTnTa Customer Relationship eutrepiExel 6AN Tnv
dlagopoTtroinan Tou Digital amrd 1o Tapadooiakd TTPOoIoVTIKO marketing Tou

O Blank «katéypawe» TV Bewpia Tou TTeAaTokevTpikou CRM kal Tou
Customer Life Cycle o€ popony «opiovtiwvy funnels TTou akoAouBki.

*
M'vwoTog yia Tnv dnuioupyia Tng peBodoroyiag Customer Development kai To Lean Startup Movement. 22/09/2020
Page 48



I! K ¢ M G/’1'0 Funnel oto BMC kai To Lean Startup Methodology

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Customer Relationships
Physical & Web Mobile Are Different

brmdont i st oo O Steve Blank TommoBeTwvTag
! UE TNV TTPOCEVYION
“‘Get, Keep, Grow Customers”
oTnVv evoTnTa Tou BMC
“Customer Relationships” kai
10 Lean Startup Methodology,
TTPOCdIdOVTAC TOU HOPYPN)
opIfOVTILWV TTUPANIdWYV YIa va
«XwpEoem» 10 keep grow PETA
-. TO APXIKO get, kal
| dIaPOPOTTOIWVTAC TO VIO
Physical ka1 Web/Mobile
TTPOIOVTA, TO £PEPE OTO
OIKOOUOTNMA KOl TWV VEOPUWV
ETTIXEIPNOEWV

LLELILEELD
S~
|

22/09/2020
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l! IK € M CA AtrokTnon, Alatipnon, kai Aué¢non Twv NMeAatwyv cag

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Owned
Earnedand  “Get Customers” “Grow Customers”
Paid Media Product

LI

Contests,
events

Blogs, R3S, Layalty

161a Méoa
MAnpwpéva

KepSiopéva e-mails Programs
Anoktnon / Awatipnon AU&r Aatwv
MpooéAkuon i

AvapaBuiosic Npoidvtwv

Npoypappata eEwotpedeLag
Awaywviopoti, EkdSnAwoelg
Blogs, RSS Feeds, e-mails
ipoypdappara MotoTRtag

" Enqj
A{QLOTOLUPOUEVEC
NwARoew

Tt Napanounég

£l Bieve Bhark o Thee Slarkin Cners Mangal 12020
s 50
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Napadsiypa Upsell Cross-sell kaw next-sell

next-sell




12 1€ M [EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

[Mapadeypa MeBodoAoyiag/Epappoyng

Digital Marketing Funnel (Analytics)

o o=
) 100,000
o Z
&
T 'O_ 10,000
&5~ L (10%CTR)
I'IpooaAKuor]5 -

OF FUNNEL
(MOFU)
A

BOTTOM
OF FUNNEL

MeTaTpotr

(50% bounce rate)

= 5,000 readers

1,000 leads
(20% of readers)

500 prospects
(50% of leads)

100 sales
conversions (20%)

40 repeats (40% of
customers)

33 advocates
(33% of customers)

Visitors, Page views
(landing page/ website)

Content readers

(SEO) AvainTtnon pe Aégeig kAe1did,
Aa@iuion AdWords,Social Media
Ads(LinkedIn/Facebook ads kAtr.)

Reach, Ad Impressns,
Keyword Searches

SEQ/SMM/PPC

{eqg AdWords, FB ads)

Click-Throughs

Bounces
(ie. leaves)

EmokémTeg, Avayvwoipoétnra
oeAidwv(Landing Page/Site Pages)

Percentage which

immediately leaves % ETTIOKETTTWYV TTOU £QUYE AUECWG

AvayvworTteg/KaravaAwTég Content

Emag@ég NMwAnoswv (Leads)

Leads (opt-in via form
i : -Zuykardfeon péow opt-in forms

Prospects (respond to

email call to actions) Ymown@iol NMeAdreg TTOU

avratokpidnkav o€ e-mail CTO’s

Loyalty

Customer Advocates

Customers (ie actual

hes) MeAdreg (Trou éKavav ayopEg)

Loyal Customers MoToi eAdTeg

MeAdreg uTTOOTNPIKTEG (S108idoUV O
@iAoug/yvwoToUg TNV BETIKA gUTTEIpia
TOUG).

Advocates

IInyn: https://coolerinsights.com/2016/09/how-to-optimize-your-digital-marketing-funnel/
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A [IK (€ M €A ryqri givan arapaitnTa Ta Marketing & Sales Funnels

Ta Marketing Funnels cupgaAAlouv otn dOUNON TNS OTPATNYIKAG OKEWYNG YIA
TOV OXEQIAONUO OAWYV TWV dPACTNPIOTATWY UAPKETIVYK. TO NAPKETIVYK Eival
TTOAU TTIO ATTOTEAEOUATIKO OTAV OTOXEUETE €V OUVAUEI TTEAATEC UE BAoN TO
o1adio TnN¢ xodvng (Top/Middle/Buttom of Funnel).

TOFU-MOFU-BOFU

Top of Building awareness about you
funnel / the problem you address

Middle of Teaching people how
funnel to choose a solution

Bottom of Explaining why your
funnel product is the best solution

O KaAUTEPOC TPOTTOGC VIO VA OTOXEUOETE ATTOTEAECUATIKA TOUG KATAVOAWTEC
gival va yvwpilete TTOU BpiokovTal 0TO NAPKETIVYK funnel kal va

XPNOIMOTTIOINOETE TIC CWOTEC TOKTIKEC NAPKETIVYK YIA VA TOUG KOTEUBUVETE TTIO
KATW PJEOW O1adOoXIKWYV conversions.

22/09/2020
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

[Mapdadeiypa Top of Funnel / HubSpot

Mapadsiypa ToFu:

To HubSpot blog atroteAei pia tepadoTia TNy TTANPOQOPIWYV YIa OTEAEXN
TTwAnoswv Kal marketing. H etaipgia ypagel TakTika yia 8€uata upnAou
EVOIQPEPOVTOC OUNPWVA HE TIC OUYXPOVEG TAOEIC. EVTOC TOU TTEPIEXOUEVOU -
ouvnOwcg TTpo¢ To TEAOC - Ba Bpeite Call-To-Action TTou TTOPAKIVOUV TOUC
evOIAPEPOUEVOUGC O€ TTEPAITEPW «Olciocduon» oTo Sales Funnel.

Subscribe
to Our
Blog

Stay up to date with
the latest marketing,
sales, and service

tips and news.

| want the latest in...

B Marketing B Sales

B senice B Website

Email Address

_

We're committed to your privacy, HubSpot uses the information you

provide to us to contact you about our relevant content, progucts;
and services, You may unsubscribe from these communications at

any time. Fer more information, check out our privacy policy.

22/09/2020
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LK E ™M En Mapddeiypa Midlle of Funnel / Bynder

KENTPO E©EAONTQN MANATZEP EAAAAOZ

MNoapadeiypa MoFu:

H Bynder, uia etaipeia diaxeipiong digital assets management, dnuioupynoe
éva e-Book pe TiTAo "Alaxeipion yn@lakwy TTEPIOUCIAKWY OTOIXEIWV YIa
Dummies” pe o100 TNV OTOXEUOTN KOIVOU £VOIAPEPOUEVOU VA EKTTAIOEUTEI
OTOV TOMEQ TNG EI0IKOTNTAG TOUG.

Bynder
Q@ Hioiokon

hat's the fuss about Digital Asset Management? Download Digital Asset Management for Dummies for free and learn

< bynder

Want to understand how a
DAM system can benefit
your organization?

Download the free e-Book

MéEoa amrd pia KauTravia o€ paid social media, Katagepav va TTPOCEAKUCOUV
evOIAPEPOUEVO KOIVO, va KaTedoouv downloads Kai €101 va OUAANECOUV
dedopéva yia follow up. Eva e€aipeTIKO TTapAdEIya XProng TTEPIEXOMEVOU YIa
TN dnuioupyia «{eoTwvy» €TTAPWY TTWANoewV (hot sales leads).

22/09/2020
Page 55



K€M e Mapdaderyua Bottom of Funnel / Dropbox

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Napadeiypa BoFu:

O1 dwpedv dOKIPEC ival IDAVIKEC VIO TNV APAIPEDN TNG «ATTOTPETTTIKAGC»
AMEONG TTANPWHNAG KAl ETTITPETTEI O€ €V OUVAUEI TTEAATEC va BILWOOUV TO
TTPOIOV Oag, €I0IKA av TTPOKEITAI yIa utTnpeoia SaaS. Ooo TeploocoTEpa
EUTTOOIA UTTOPEITE VA APAIPETETE, TOOO TO KAAUTEPO.

%¢ Dropbox

Get up to 16 GB free space by inviting your friends to Dropbox!

M Invite your Gmall contacts Send

MeAETEC BeiXVouv OTI TTEPICTOTEPOI AVOPWTTOI EYYPAPOVTaAI VIO LA OOKIUNA
(trial) otav dev atraiteital Aueon TTANPWWMN 1 oaPw e¢nyeital ot dev Ba vivel
auToOMaTN XPEWaonN. ETITTAEOV, NTTOPEITE Vva DNUIOUPYNOETE KivnTpa VIO
TTapakivnon eyypa@wyv @iAwv, ottwg ekave 1o Dropbox oto rapdadeiyua 1Tou
OKOAOUOEI.
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K € M cA EvoTnTa 6

6. O PoAog kal n onuacia tou Content Marketing
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Mnyn: OgilvyOne
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Sales Funnel kalr MapkeTivyk epiexouévou.

Content Marketing

O Exel ndn atmrodeixBei mEpa atrod KABe ap@iBoAia, o1 N CUUBIWTIKA oxéon
TTapadOCIaKOU Kal CUMBATIKOU HAPKETIVYK QTTOTEAEI JOVOOPOUO Yia
oTroladNTToTE €TTIXEiPpNON B2B.

O Tiyivetal AOITTOV JE TO YNPIOKO PAPKETIVYK Kal TNV aTpatnyikry MAapKeTIvyk
[Mepiexopévou (Content Marketing) ;

O TMwg Ba utrooTnpigel N online eTmKOIVWVIA TIG TTWANOEIG;

O Me v mAciopneia Twv duvnTikwy TTEAaTWV B2B va gekivouv 1o Tagidl
AyOpPWYV TOUG KAVOVTAG TN OIKN TOUuG £€peuva oTo OIadIKTUO, TO MAPKETIVYK
[Mepiexouévou (Content Marketing) Trou cupadicel ye 1o Inbound
(Eioepxopevo) Marketing, atroteAei TTAEOV Eva OnUAVTIKO TTAPAYOVTQ
ETTITUXIAG.
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O poAog Tou Content Marketing

21nVv Kapdid Tou Inbound Marketing BpiokeTal To TrEpIEXOMEVO (content):

Website content, blog content, kai downloadable (“advanced”) content TTou
TTapExeTal o€ Eva website Tou atroteAeital 0TTwe white papers, guides, tips
Kal GAAQ.

Y1rdpxouv B€para (Topics) Kal TUTTOI TTEPIEXOMEVOU, TTOU «EUBUYpapuiCovTal»
KAAQ pe KABe €va atrd 1a oTAdIa TOU AyoPACTIKOU TAEIOIoU, KAl
ONMIOUPYWVTAC KAl TTIPOCPEPOVTAC Ta ( TT.X. MEOW Tou Blog 0ag), IKAVOTTOIEITE
TIC AVAYKEG TTANPOYPOPIWYV TTOU £XOUV Ol prospects o€ OAa Ta onueEia Tou
Tagid1ou Toug. Kal, dedopEvou 0TI auto TO TALiIOI TTPAYMATOTTIOIEITAI O€ JEYAAO
BaBud oT1o d1adiKTUO, Ol ETTIOKETITEC TTPAYHATOTIOIWVTAC OEIpd avalnTRoEwy,
TTPOTOU EUTTAAKOUV (engage) o€ évav I0TOTOTTO KATTolou Brand.
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Content marketing is a strategic marketing approach focused
on creating and distributing valuable, relevant, and
consistent content to attract and retain a clearly defined
audience — and, ultimately, to drive profitable customer
action.

To Content Marketing gival pia oTpATNYIKA TTPOCEYYION
TTOoU £0TIALEI OTN dnMIoupyia Kal “diavoun” TTOAUTIMOU,
OXETIKOU KOI CUVETTOUG TTEPIEXOMEVOU, TTPOKEIMEVOU VA
TTPOCEAKUOEI KOl va dlaTnprnoel Eva ¢ekabapa
KOOOPIoHEVO KOIVO, KaI, TEAIKA, VO TO KAOTEUOUVEI O€
EMIKEPON Opaon.

[Iny": https://contentmarketinginstitute.com/what-is-content-marketing/
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Buyers Journey & Content Strategy
MNvwpipia Evdia@épov Ayopad AilatApnon Aiadoon

What does tk Wihat is your
target custo meey What spec|fic unigue selling it your soluthon
rare about? Where problem are you D ropo s thon demonstrating Wil customers
do they e sodving for tham? providim consistent vl ? recommend your
solutions like What ks their Co mp ety s your business splution to others?
pours 7 Do the biggest pain? fifferentistion an Eawy i work wiathy
exish In prougps £ walued

» Q ret

T evlla@épel

i Moia 181k Moia gival n H mrpoteivopevn Oa mTpoéTEIvav
Toug’ €V duvdapel mpoBfARHaTa Movadiki Auon ocag ol TTeEAATEG
TeAareg oqg?" TOUG ETIAUETE? Mpétaon aTrodeIKVUETAI oag TNV
Mou avadnrouv Moiog ival o NwAnorig (USP) oTadepn agia? TPOCPEPOUEVN
AUO:EIQ oTTw¢ ol MEYaAUTEPOG oag, TTAPEXOVTAG Eivai n eTaipeia Auon oag
Sikég o’ag? «TTOVOG» TOUG? OVTAYWVIOTIKI oag Kol o€ dAAoug?
ZUVUTT,GPXOUV Alag@opoTtroinon ouvepydoiun?
o€ opadeg? Kai agia?
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Nai, yeia cag!

Eipal o ko¢ Pougouc
and to pnpa YnevBupiong
Kl KPUPAKOUOQ NG EXETE
Lexaoel Kanola npaypata

oto kaAabi oac!

lela oac,
0 ko¢ Poupoug, uneuBuvog Tou TPNPaToS YNEVBOPIONC, QvoUXEL MWE Ta TIpoiovTa oU £YETE
aprjoel oTo KakdBl cac Ba eEavThnBoly kot bev Ba Ta npohapete!
MatnoTe To KoupTi «ZUVEXELO Ayopuve Yia va yivouv bika oag.
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JIKIEMEN H etTavakapyn tou Direct Mail péow Digital Content

KENTPO E©EAONTQN MANATZEP EAAAAOZ

210 Xwpo Tou Content Marketing 1o Direct Mail £xel e€eAixBei amrd Tnv 110X
TNG XPNoNG TOU YIO OTTOGTOAN KAPTWYV ETTIGTOAWYV Kal AOYQPIQOUWV.

NEol TpOTTOI TTPOCEYYIONG TTEPIAANBAVOUV KAPT-TTOOTAA TTOU «{WVTAVEUOUV»
Me QR Codes, €ikdvec upnAng ToI0TNTAG, NXNTIKA INVUMATA KOl AAAEC
WNPIOKEC ETTIAOYEC OCUNTTEPIAANBAVOUEVWYV KOl TEXVIKWYV ETTaugnuévng
[MpayuatikdtnTac (Augmented Reality / AR).

Ortav evrdooetal oTn BACIK OTPATNYIKI MAPKETIVYK, NTTOPEI va gival 1diaiTepa
QATTOTEAECUATIKO Kal va TTpoo®épel upnAn amrdédoaon (ROI), Cwvtaveuovtag
OTATIKEG EIKOVEG TTOU TTAPAKIVOUV 0€ OpAon HECW TOU site.

AG douE Eva TTapadEIyua.
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Q¢ pEpocg uiag ekotpareiag Direct Mail yia 1o Aavodpiopa Twv VEwWV
dpouoAoyiwv yia okl TnG Monarch Airline, ol TrTeAGTeG pTTOpoOUCaAV vVa

oapwaoouv (scan) kai va eggpeuvrioouv (explore) éva 3D Monarch Mountain
Méoa atrd Tnv dinynon Tou No 1 oki€p TG Bpetaviag, Chemmy Alcott.

AUTI N OCUVAPTTIOOTIKA Kal €VTOVNG EUTTAOKNAG KauTtravia dnuioupynoe 13.000
OaPWOEIS Kal 3 EKATOMMUPIa OOAAPIa O€ TTWANCEIG - I ATTOd00N
emévouonc(ROI) 18: 1. Me tnv emau¢nuévn rpayuatikotnTa AR (Augmented
Reality) , uTTOpEITE VO TTPOCEAKUCETE TOV TTEAATN O€ OTIYUI CUVAICONUATIKAG
EMTTAOKNG KAl VA TTAPAKIVIOETE O€ AuUean dpAaaon..

Mnyn: https://www.inppar.com/bIog/2018/07/26/how-augmented-reality-delivers-value-to-direct-mail-mar2/0 fﬁg



KENTPO E©EAONTQN MANATZEP EAAAAOZ

K €M EnA EvotnTa 7

7. Google Analytics kai Funnels
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Ytrdpxouv 4 tutrol Funnels dia0¢oiuol ota Google Analytics:

# 1 Goal Funnel - gival yia ogipd webpages TTou avauEveTE va
OKOAOUBriOoUV OI XPrOTEG TOU ICTOTOTTOU OAG, Yia TNV OAOKARpwOoN £vOC
oTOX0U TToU gV aPopa auvallayeg, oTTwe 'newsletter signups', 'downloads'
K.ATT.

# 2 Sales Funnel - gival yia ogipd webpages 1Tou avapuévere va
aKOAOUBriooUV 01 XPrNOTEC TOU website oag, yia va OAOKANPWOoOUV £vav aTOX0
ouvaAlaynig, OTTwe n TottoBETNOoN TTapayyeAiog (order placement) oTtov
lo1éTOTTO. H diadikacia checkout gival éva KaAo TTapddeiypa Sales Funnel.

IInyn: https://www.optimizesmart.com/the-geek-guide-to-understanding-funnels-in-google-analytics/#al
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

# 3 Multi Channel goal funnel- civai éva goal funnel TTou Aauaver utréyn,
TOV POAO TTOU OladpauartiCouv Ta TTOAAQTTAG KAVAAIQ UAPKETIVYK OTO [JOVOTTATI
NG METATPOTIAG (conversion path).

# 4 Multi Channel Sales funnel - gival éva sales funnel TTou AaupBaver uttown,
TOV POAO TTOU OladpauartiCouv Ta TTOAAQTTAG KAVAAIQ UAPKETIVYK OTO [JOVOTTATI
TNG METATPOTIAG (conversion path).

Funnel Set up Funnel Visualization
= This Match Type is the Reportin GA
problem. Setit to ‘Begins Hame Page
With' 298.893
Destination 3 —_——— e b 3
Fogaae sxpesssion = | feompliled-purchase php
Far sninmple, usa My S2redn o ah Spp Wi Mhinlyse Misliend oF mwiecample comPhiniyou Boltor & vk pegs B21 (0ITR)
Value oGl
o
Shopping Cart
221
Funine L TR o (]
on
w
-G
Step Name ScreenPags Requrad?
@ Heme Pag ' ™
[2] Shepping Cart | famapping-cart php
Checkout
8 | creckow fcheckoutphp 821
& L
12 ] Order Review torder-review php
XD
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

H Google w¢ mdpoxoc dwpeav ETTIXEIPNMATIKWY UTTNPECIWY, TTAPEXEI KAl TNV
uttnpeoia Google Analytics n otroia ival TTpooBACIUN KAl EUKOAN OTNV
EKMNAONON TNC.

Ta Google Analytics oa¢ fonBouv va TTapakOAOUBEITE TIC HETPAOEIC TOU
IOTOTOTTOU 0QG, divOvTAG 0a¢ TN dUVATOTNTA VA TTPOCDIOPICETE TT.X. OE TTold
onueia Tou Tagidiou TOUC 0AG EYKATAAEITTOUV oI ETTIOKETTTEG (drop-offs), kal va
BEATIOTOTTOINCETE TNV POI) TTEAATWV ATTO OTAdIO TNG TIPOCEAKUCNG OTNV
EMTTAOKN KaIl TNV TTWwANOn.

[a va JETPOETE ATTOTEAECUATIKA AUTEC TIC ATTWAEIES, Ba TTPETTEl VA
«puBuioeTte» TOo Funnel cag oto Google Analytics. w¢ €€NC:

1. 21OV TTivaka eAéyxou Tou Google Analytics, Ba Bpeite To KouuTri «Admin".
KavTe KAIK o€ auTd Kal, 0Tn oUVEXEIQ, €TTIAECTE TO tab “Goals” (Z1oxo0l).

MnyA: https://digitalmarketinginstitute.com/blog/how-to-identify-leaks-in-your-sales-funnel

22/09/2020
Page 70



& IK € M CA H p(jewo'r] ME Google Analytics

KENTPO E©EAONTQN MANATZEP EAAAAOZ

2. H evotnTa "210)01" TOU GA OAGC ETTITPETTEI VA OPICETE TOV TEAIKO 0OC OTOXO
T1a mapdadeiyua, €av o TEAIKOG 0aG OTOXOG Eival VA EYYPAWETE ATTOOEKTEG OTO
EVNMEPWTIKO OEATIO O0ag, dnuIoupyAoTE Evav vEo oTOXO0 0To GA Kal
akKOAOUBOTE TIC 00NYieC TNG 00GVNC YyIa va TO OVOUACETE avaAoya.

3. MOAIG dnuioupynoeTe Tov TEAIKO 0TOXO, eloayayete Tn dieuBuvon URL yia
TN O€Aida OTOV IOTOTOTTIO OAG TTOU OEIXVEI OTI EVAG UTTOWN@IOG £XEI PTACEI OTO
EMOUPNTO onueEio.
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4. Na va puBuioete ouvoAikd Ta Sales Funnel Analytics, evepyoTtroligioTe 10
“Funnel Tracking”, kal TTpooB£oTe KGBE 0TAdIO TOU Funnel xpnoIpdoTTOIWVTAG
Ta id1a BAMaTa Ye Ta TTapaATTdvw. AUTh N OTPATNYIKA OAG ETTITPETTEI VO
TTapakoAouBeite drop-offs oe 6Aa Ta otddia Tou Conversion Funnel,
TTPOKEINEVOU VA TTPOCDIOPICETE TTOU Ol €V OUVAMEI TTEAATEG EYKATAAEITTOUV TOV

I0TOTOTTIO 0AC, YIa eUKOAOTEPN BeATIOTOTTOINON TWV Conversions
(METATPOTTWV).

Ortav BeAnoete va deite oAokAnpwuéva ta Sales Funnel Google Analytics o€
dpdaon kavte KAIK oTnVv £1mIAoyr} Conversions> Goals> Funnel Visualization.
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K € M cA EvoTnta 8

8. Nwcg 6a dnuioupynoeTe To OIKO oag Funnel
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H Landing Page £xel Evav oKoTTO:
Na kaBodnynoel Eva v duvauel TTEAATN TTPOG ToV TEAIKO 0TOXO Tou Funnel.

Eite rpoKkeITal yia TN GUAAOYN TWV OTOIXEIWYV VIO TNV OTTOOTOAN £VOG
EVNUEPWTIKOU OEATIOU, EITE yIA MIQ ayopd aATTo TNV £TTIXEIPNON 0Ag, yia
Landing Page odc¢ emiTpéTTel va eIOIWEETE pIa €TIBuuNTH) dpdon oTtov dpduo
TTPOG TNV TTapoxn AUONG JE TNV TTPOCPEPOPEVN UTTNPETIA ) TO TTPOIOV 0OG.
Mia Landing Page tTpétrel va gival e0TiIaoEVN HovodiaoTaTta OTo TTPORANUA
KOl VO TTPOCPEPEI Jia ETTIAOYI OTOV ETTICKETTTN: VA TTPOREI oTNV £TOUUNTA
EVEPYEIQ.

Ortav €xel oxedlaoTei owoTd, n Landing Page utropei va Bondnoel otnv
au¢non TwWv TTOCOOTWY PETATPOTTAG.
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YIK € M CA 2. BeBaiwOeite 611 £XeTE TAKTIKO Blogging
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‘Eva kahooxediaouévo Kal kaloypapuévo blog - €ite TTpokeITal yia apOpo pe
odnyie¢ (How-To-Article) €ite yia pia o€ BaBo¢ avdAuon PIag OUYKEKPIPMEVNG
TITUXNAG Tou KAGDOU 0a¢ - JTTopEi va fonBrioel otnv augnon tTng
ETTIOKEWYIUOTNTAG KAl I0AVIKA TNV dNMIOUPYia TTEPICCOTEPWY UTTOWNPIWYV
TTEAATWV.

Ta mAnpo@opiakd dpBpa oTo blog Asitoupyouv €101 WOTE TO I0TOAOYIO COC
va gp@avideTal oTIC NXavES avadlnTnong, euBuypaupi(ovTag ToV ICTOTOTTO
0aG ME EVOIQPEPOPEVOUG TTPAYMATIKA YIa TN AUON TTOU TTPOOQEPETE.
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OAeg o1 10T00€AidEC, avapTACEIC blog Kal EVNUEPWTIKA OEATIO TTPETTEI VA
TepIAauBavouy caeg kal TTPoTPEeTTTIKO Call To Action.

[Mp€TtTel va £xouv oXeDIAOTEN yia va AEVE OTOV XPNOTN TTOIO €ival TO ETTOUEVO
AOYIKO BriMa TOU META TNV «KATAVAAWON» TOU TTEPIEXOMEVOU.

[a TTapadeiyua, eav €vag atrd Toug Bacikous o0TOXOUG 0a¢ gival va
KATAYPAWETE OTOIXEIO ETTIKOIVWVIOC, CUUTTEPIAARBETE €va ouvTouo CTA oTtnv
I0TOOEAIDA 0OC TTOU ETTITPETTEI O€ EVAV XPNOTN VA CUUTTANPWOEI HIa ¢Opua
ETTIKOIVWVIAG 1 VO EYYPAPEI OTO EVNUEPWTIKO OEATIO 0QG.
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

AUTO UTTOPEI VO OKOUYETAI TTPOPAVEC WG CUMPBOUAR, aAAG pia evepyr) Kal
EVTOVI TTOPOUCia OTa KOIVWVIKA péoa Ba oag BonBrioel va dnUIoUpYrOETE
ETTIOKEYINOTNTA KAI VO QUCHOETE TA TTOOCOOTA conversion TTOAU TTIO YPryopPa.

2.€ OAO TO TTPOPIA KOIVWVIKWYV PECWV, BERBAIWBEITE OTI CUVOEEDTE TAKTIKA UE
VEO TTEPIEXOMEVO I0TOAOYIOU, OENIOEC TTPOOPICHOU Kal BEATIOTOTTIOINMEVEC
I0TOOENIOEG YIa TNV AUCNON TNG ETTICKEWINOTNTAC. Me upnAOGTEPO TTOOOCTO
ETTIOKETITWY OTNV I0TOCEAIDA 0OC, Ba £XETE KAAUTEPN KATAVONOT OXETIKA WE
Ta % drop-offs.
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

H moTtéTnNTa TWV XPNOTWV Eival KPIioIun yia TN BEATIOTOTTOINON TWV
TTOCOCTWV PETATPOTING 0TO Funnel oag, autd TTou ovopaderal
conversion rate optimization.

AlaTnpProTE TOUG £VOIAPEPOUEVOUC Kal EVOOUOIQOUEVOUG TTAPEXOVTAG
XPNOIMEC TTANPOYPOPIES, 0ONYIEC KAl AKOMN KAl dwpedv odnyoug yia va
BonbnoeTte Evav XprioTn va Karavonoel KAAUTEPQ TO TTPOIOV 1 TV
UTTNPECIa 0aG.

2.TNV 10AVIKN TTEPITITWON, AUTEG Ol TTANPOYOPIEC Eival ETTWEPEAEIC yIa
prospects Kal Toug emMTPETTOUV va ouvdeBoUV TTEPICCOTEPO UE TO brand
oag MEow Tou Sales Funnel.
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

Eivai éva auyxpovo online Conversion Funnel, gival éva Lean Funnel — Agile
(eukivnTo) KOl capwc €0TIAlel OTO e-commerce Kal Tnv dnuioupyia sales
Leads (eTagpEc TTWARCEWV).

O 6poc¢ Conversion Funnel xpnoipoTrolcital cuvnBwc o€ oxEon HE TN
BeATIOTOTTOINON TOU TTO0OC0TOU peTaTPpOTIWY (Conversion Rate Optimization)
KAl TIC TTAATQOPHES NAEKTPOVIKOU EUTTOPIOU.

2 KOTTOC TOU va «(e0TaBE» 0 TTEAATNG VI VO QyopAdEl, NEOW MIOG OTABEPNC
POoNG content (TTEPIEXOUEVOU) PE MIKPO-PETATPOTTEC O€ AVTAAAQyUa YIa
TTPOOWTTIKA dedouéva, ouviBwe pia dieuBuvon NAEKTPOVIKOU TaXUDOPOUEIOU N
M1 atTAl ONAWON evOIAPEPOVTOG, N ETTIAOYI TOU ETTIOCKETTITN VA ATTOKTNOEI
TTPOoBaon o€ Eva ebook 1 ekTTAIOEUTIKO BivTeo, Eva dwpedv d1adIKTUOKO
oeuivapio (Webinar) kAt

[Mnyn: https://www.optimonk.com/funnel-confusion-marketing-and-sales-funnel-conversion-funnel/
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Ooo 1eploodTepeS TTANPpOPOPieC AapBAvovTal atrd Tov UTToOWnPIo TTEAATN
TO00 TTI0 aKPIP oTéXEUON UTTOPOUE VA £€XOUME UE onsite retargeting
(eTTavaoTdxeuon).

AUTO £TTITUYXAVETAI JE TOV KABOPIONO personas (apXETUTTWYV TTEAATWY), TN
dnuIouUpYia TTEPIEXOMEVOU YIQ TA personas, Kal Tnv dnuioupyia
ECATOMIKEUNEVWV UNVUHATWY OTAV ETTICKETTTOVTAI KABE EVOTNTA TTEPIEXOUEVOU.
2.Tn ouveéxela, gival pia diadikaoia BeATiwong, split testing kai
BeATioToTTOINONG (Optimization) TOOO TwWV PINVUNATWY, 00O Kal TOU €idoug
(BivTeo, eikdveg, Lead magnet 1 CTA), cuutrepIAaupfavouévou Tou Xpoviouou
KAl TNG TOTTo0£TNONG TWV MNVUUATWV.
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

e Ta Goal Funnels civar 1Idiaitepa TTOAUTIMA YIA ETTIXEIPHOEIC NAEKTPOVIKOU
gMTTOPIOU (ONAQDI), IOTOTOTTOUC TUTTOU Shopify) e HIa OUYKEKPIPEVN OEIPA
BNUATWY TTOU ATTAITOUVTAI VIO TNV TTPAYHATOTToiNOoN MIag ayopdc. QoTdoo, Ta
Goal Funnels dgv €ival atrAwg XPAOINA YIA ETAIPEIEC NAEKTPOVIKOU EUTTOPIOU.
OAa T1a €idn TTIXEIPAOEWY PTTOPOUV VA TA XPNOILMOTTOINCOUV Yid va
TTAPAKOAOUBOUV TIC PMIKPO-UETATPOTTEC I Micro-conversions (EVEPYEIEC TTOU
odnyouv O¢€ TTI0 KOVTA dIa ayopd), OTTWGE n UTTOBOAR @OpUaAC ETTIKOIVWVIAG ) N
ETTIOKEWN OE OUYKEKPIMEVEG TENIDEC TTOU EVIIAPEPOUV TTEAATEG . [1a
TTAPAOEIYHUA, AC UTTOBECOUE OTI EXETE MIA ETAIPEIO NAEKTPOVIKOU EUTTOPIOU
TTOU TTOUAQEl UTTAOUCAKIA.

Mnyn: https://medium.com/analytics-for-humans/how-to-set-up-a-goal-funnel-visualization-report-on-google-analytics-to-
identify-cart-abandonment-9f63d46ec4df
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Product Gallery — Product Page — Add to Cart — Proceed to Checkout —
Shipping Information — Billing Information — Review — Confirmation
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Funnel = Conversion

TeAIKA 0 OTOXOG €ival va 0dnNyAOOUNE KABE TTEAATN OTNV TTPAYHATOTTIOINON
ayopdac¢ Kail va BEATIWOEI TO TTOOOOTO PETATPOTIAG TOU ICTOTOTIOU, MAVUNA
TTPOG MNAVUMA, TTPOIGV TTPOC TTPOIOV, AUCAVOVTAC £TCI TIC TTWANOEIG
dlao@aAiovtag OTI oI TTEAATEC BpioKouv auTd TTou WYAXVouV, £T01 WOTE VA
ayopalouv autd TTou BEAoUV 1) xpelddovTal atrd TO TTAPEXOMEVO EUPOC
TTPOIOVTWV/UTTNPECIWV.

‘Eva e€aipeTik@ optimized conversion Funnel gival amrapaitnto yia pia
ETTITUXNMEVN dlAPNUICTIKA 1 TTPowONTIKA OI1adIKTUOKA KAPTTAvIA

[MaAaidTEPQ TAV HIA ..... XEIPOVOKTIKI d1adIKaaia, ag OOUNE Eva TTAPADEIVHA.

22/09/2020
Page 83



K€M e Ta xeipovakTika conversions Kal KPI’s oto TrapeA@ov
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To CLTV/CAC cival £évag O€ikTnG TTou pJag €pxeTal atro rponyouueveg 10eTieg
Tou Direct Response Advertising OTTw¢ BAETTOUME KAl OTO TTAPAdEIYUA TNG

kaptac AMEX. MeyéAn Kapra.

Tote 1a Critical Metrics OXETIKO Meyéaha mpovépue.

ME TNV ATTOOOTIKOTATA TWV
MEOWV, TA TTOOOOTA
AvTATIOKPIONC, TNV oXéon
AITNOEWV /EYKPIOEWYV, TNV ,!
Alaxpoviki acia LTV treAaTtwv
KATT.,utTOAOYi(OVTOV QTTO TOV
Y1reuBuvo Tou Aoyaplacuou.
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2AMEpa Ta Metrics
uttoAoyidovTal aTro
€CEIDIKEUPEVEG EQAPMUOYEC
Kal TTAaTpOppec CRM, aAAG
TTOAU Aiyol yvwpilouv o€
Badog v xpron ™
XPNOINOTNTA KOl TOV

TPOTTO UTTOAOYIOMOU TOUG

MpowBnon TS KAPTAG PE KATAXWEION O€ ETTIAEYMEVA TTEPIODIKA OTTOU ETTIKOAAATAI KWOIKOTTOINUEVN
aiTnon Kai amavinTIKOg @AKeAOS. H TTpwTn XpAoN TNG TEXVIKAG see & write oTnv EAAGDQ.

[Mnyn: OgilvyOne
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JIK € M CGA Mwg 0a BEATIOTOTTOINOETE TNV AEITOUPYia TOU
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Bupal - E¢epeuvnoTe Ta dedouéva oag yia va TTPOCOIOPICETE TOUG TUTTOUG
TTEAQTWYV KAl va ONUIOUPYNOETE personas.

Bripa 2 - EpeuvnoTe TOUC TTEAATEC 0OC VIO va KaBopioeTe Ta AoyIKA + Ta
ouvalioOnuaTikd KivnTpa Tou ayopaoTr)/XpnoTn.

Brpa 3 - AnuioupynoTe TTEPIEXOUEVO YIa KABE persona, acloTrolwvTag Ta
AOYIKA Kal ouvalioOnuarTika KivnTpa Tou ayopaoTr) 0ag.

Bpa 4 - AnuioupyNoTE EAKUOTIKEC MIKPO-UETATPOTTEC (ECAIPETIKEC TTPOOPOPES
kal CTA) yia va «{eoTAVETE» TOUG dUVNTIKOUC TTEAATEC 0OC VIO ayopd.

@a PTTOPOUCE va gival TOOO aTTAG 000 VA TOUG TTEICOUNE va £yypPOaPOoUV oTNV

ANiOTO OTTOQOEKTWY TOU EVNUEPWTIKOU 0O¢C OEATIOU WOTE VO 0AG OWOEI TV
d1eUBuUvVON Tou NAEKTPOVIKOU Taxudpopeiou Toud!
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YIK € M EA Mg a BeATioTOTrONGETE TNV AgIToupyia Tou

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Brjpa 5 - AnuioupynoTe éva prpvuua yia real-time 1rpofoAn (o€ TTpaypaTtiké
XPOVvo), uE BAon TNV AAANAETTIOPACT HE TO TTEPIEXOMEVO TOU IOTOTOTTOU OAC.
[MpowbBNTIKES TTPOTACEIC e duvATA KivnTpa €ival aTToTEAEOUATIKA!

Brijpa 6. Teotapete TTOANATTAEC TTAPAAAAYEC UNVUUATWY OAG VIO
BEATIOTOTTOINGN TOU TTOCOOTOU PETATPOTIAG.

Brjpa 7. - NMwAnon, cross-selling rj downsell yia va agloTroIoeTe 0TO £TTAKPO
KGBe TTEAQTN.

Brjpa 8. - MNpdypapua moT1éTNTag — dWOTE TOUG KivnTpa JE TTapOoXN agiag yia
va eTTavéABouv
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K €M EnA EvotnTa 9

9 ZuvoTrTikd, To Marketing road map upiag Startup
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ICIEMEA  HBaoikn Mpootyyion MapKeTvyk Bripa Tpog Bripa
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O ETIAEETE KOl OKIOYPAPEIOTE TIC TTIPWTAPXIKEC OPMADEC TTEAATWYV OAG, O€
Hop®pn apXeTuTTWV (customer/user personas), oc emitredo B2C A ka1 B2B.

0 Kdavere Epguva ayopdg TTPOKEINEVOU VA EVTOTTIOETE, va AvAAUCETE, 1} va
eMPBeRAIWOETE TA TTPORARUATA, TOUC OTOXOUC TIC ETTIAOYEC KAl TIC TTPOCOOKIES
Twv ouvnTikwyv TTEAaTwy oag (Customer Discovery/Validation)

0O EmBepaiwoTe TNV Baciki TottoBETNoN (positioning) TNG TTPOTEIVOUEVNC
agiag Tou TTPOIOVTOC 1) UTTNPECIaC oag, wg Auon (solution) oto TTPOBANUA
TIC TTPOCOOKIEC TWV personas o€ AOYIKO ] CuvVaIoONUATIKO £TTITTEDO.

0 EgaoknBeite otnv Katavonon tng diadikaciag xapTtoypdaenons (Touchpoint
Mapping), dnuioupywvTtag éva TpoowTrikd oag Touchpoint Map yia karroia
OIK 0Oa¢ TTPOCPATN AYOPACTIKI EUTTEIQIA, VIO TNV OTTOiA €iXxaTE EVAAAAKTIKEG
ETTIAOYEG TTOIOTNTAG, TIUNG, TIPOCPOPWY KATT.
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O XapToypa@noTE TNV PO TNG aTTOKTNONG TTEAATWV 0TO Sales Funnel kai 10
AyopaoTiké Tagidl (Customer Journey) Twv duvNTIKWY KAl UTTAPXOVTWV
TTEAQTWYV 00C YIa OAEC TIC paoelc Tou KukAhou (wr¢ Toug (Customer Life
Cycle) kal yia OUYKEKPIPEVEC AYOPAOTIKES EUTTEIPIEC, XPNOIMOTTOIWVTAG
EPEUVEG IKAVOTTOINONG TTEAATWY, JEoQ aT1TO Reviews, Forums Kai
Communities, Social Media content, Online Mobile Research KATr.

0 EvromrioTe pe avaAuon SWOT 1a =
duvaTtd Kal aduvara onuEia, EUKAIPIES
KQI ATTEINEG, KAl ATTOTUTTWOTE TA OTNV
OXETIKRy evotTnTa Tou KauPd tou
Emyxeipnuarikou cag Movtélou oag
(Business Model Canvas). syt i bemae

KEY PARTNERS KEY ACTIVITIES VALUE PROPOSITIONS
wh jes r lue do we deliver to the

CHANNELS
h

COST STRUCTURE REVENUE STREAMS
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H Baoikn) INpooéyyion MapkeTivyk Briua 1mpog Brjua

O A&loAoyeioTe KAl ATTOPACIOTE TNV CEIPA TTPOTEPAIOTNTAG YIA TNV BEATIWGON TNG
KABe evotnTag Tou Kaupa, ue B&on 10 KOOTOC, TV EPIKTOTNTA TNV
AAANAETTIOPAON HE TIC UTTOAOITTEG EVOTNTEG TOU ETTiXEIpnUaTIKOU MovTEAOU TTOU
Ba TTpokUWel, kal eTTIRePaiwoTe TO Taipiacua Product-Market Fit kal peta 1o
Aavodapioua Launch.

O AdloTroigiote TNV QIAOCOQIia, TTPOCEYYION KAl OTPATNYIKEC KATEUBUVOEIC TTOU
TTapéExel To Sales Funnel yia Tnv TTpoc€AKUON, EMTTAOKN KO JETATPOTTT)
(conversion) Kal TTIOTOTNTA TWV TTEAATWYV OQGC.

O EmIAESTE KOl EQAPHOOTE TIC TTAEOV ATTOTEAECUATIKES TTAPADOCIAKES KAl
WNPIAKES OTPATNYIKEG £€E1DIKEVOEIC, OTTWS Content Marketing, Search

Engine Marketing (SEO/SEM),Viral Marketing, Social Media Marketing,
Inbound & Outbound Marketing,Sales Lead Generation KATr., Kal TEAOC

0 XpnoigoTtroigioTe Ta KATAAANAa Google Analytics, metrics kai KPI (Key
Performance Indicators) yia Tnv agiloAdynaor) Touc.
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[MpoxwpwvTtag atrdé 1o Aavodpiopa otnv KAipdkwon (growth) kai tnv
avarmtu¢n (maturity) OupunOeite:

H emiTuxia oXeTifeTal NE TOV «TPOTTO» ME TOV OTTOIO HIA ETTIXEIPNON,
agloTTOIWVTAG Ta OEdOUEVA TTOU OXETICOVTAI ME TOV TTEAATN TG, TTOPAYEI
«YVWOonN» n oTroia HETATPETTETAI OE TTWANOCEIG:

KdBe popd 1TToU £Evag NEPHOVWHEVOGS TTEAATNG EPXETAI O€ ETTAPR Mali TNG
—OTrOTEONTTOTE, OTTOUDNTTOTE, ME OTTOIOVONTIOTE TPOTTO, UE
OTTOIOVONTTOTE CUVEPYATN).

OTav n emiXeipnon TPOooEeYYilel CUYKEKPIMEVEG OMADEG TTEAATWV
UAOTTOIWVTOG EVEPYEIEG TTWANOEWYV Kal marketing pe otéxo Tnv
ATTOTEAEOHATIKE TTPOCEAKUOT ATTOKTNON d1aTAPNON KAl augnon
TTEAATWV.
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