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JIK € M GA Eicaywyn/Tepiexopeveg Evornteg

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Eicaywyn

AVTIKEIJEVO TNG TTapouciaong gival N katavonon tou B2B Marketing &
MwARcewV €€eTACOVTAC KAl OUYKPIVOVTAG TO AyopaoTIKO “Tagidl” Twv
ouyxpovwyv ayopaoTwyv (Buyers), yue 1o “1agidl” Twv TwAnTWwy (Sellers) kai
TNV OTPATNYIKN, MECA, TTPOCEYYIOEIG KAl EPYAAEIQ TTOU XPNOIMOTIOIOUVTAl.

ATtreuBuveTal Kupiwg o€ B2B Startups 1Tou £xouv non mepdoel amd 1o oTadIo
Product-Market Fit, kar £xouv ndn Aavodpel To TTPOIOV/UTINPETIA TOUG.

O1 BaoIKEG evOTNTEC TNG TTAPOUCIACNS APOPOUV:
1. Tnv e€eAlooduevn TToAUTTAOKOTNTA TOU B2B Marketing & Sales, pe
avagopa Kai aTIC IDIoPoPYIES eTaIpIWY SaaS (Software as a Service).
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YK (€@ M €A Eicaywyn/Tiepiexopeveg Evotnteg

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Eicaywyn (ocuv.)

2. Ti¢ dIadIKTUOKEC ayOPACTIKEG CUVABEIEC, TA XPNOIMOTTIOIOUUEVA JECT KAl
KOIVWVIKA dikTua Twv Millennial Buyers 1Tou avadeikvuovTal atro TNV JEAETN
Millennial B2B Report, Tn¢ Merit.

3. Tnv diaxpovikn e€€Nign Tou Sales Funnel otn otparnyikri MApKeTIVYK Kal
MwARocewyv B2B, Tnv dicupuvopuevn ocuykAior Tng pe 1o B2C kal To Content
Marketing

4 Touc Baoikoug deikteg armroteAeopatikotntac KPI(Key Performance
Indicators / metrics kai TEAOC

5. Tov OdIkS XapTn Kai Ta [Neplexdueva evog oUyXpOovou ZTpaTnyikou
Marketing & Sales Plan.
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u I< € M CA Evornra |

KENTPO E©EAONTQN MANATZEP EAAAAOZ

I. H e&eAicobpevn TrToAuttAokdTnTa TOU B2B Marketing & Sales, pe
ava@opd Kal OTIG IDIONOPPIES ETAIPEIWY Saas.
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Tic TeAeuTtaiec 10¢eTieg, kal 1d1aiTEpa peTd 10 2000 T CUPPBATIKA KAVAAIQ
ETTIKOIVWVIOC TTPOOTEONKAV TA YNPIOKA, TA ONMUEIQ ETTAPNS JE TOUG TTEAATEC
TToAAaTTAacIdoTnKav, Kal ep@avioTnkav 10040e¢ vEeg CEIDIKEUOEIG JE ...
ovoua Digital, Email, Social Media, Content. Search Engine, Inbound,
outbound, organic K.ATT., Kai ...€1miBeT0 Marketing.

DIGITAL BRANDING

MARKETING SOCIAL

MEDIA

CONTENT
WEB
DESIGN MARKETING

VIDED
PRODUCTION
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I:OL<OSMAMSM’: AIOPKWG ECEANICOOUEVEG WNPIOKEG TEXVIKEC KAl TTPAKTIKES

MapdAAnAa eCatTtAwveTal paydaia n Xpnon dIapKWS ECEANICCOUEVWV
WNQIOKWY TEXVIKWY KAl TTPOKTIKWY TTOU UTTOOXOVTAI ATTOTEAECUATIKNA KAl

auTouaroTtroinuévn dlaxeipion Tou MApKeTIVyK Kal Twv MNwAnocewy,
arrodeikvuouevn ammd 100ad¢c ...KPls.
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Karti tTou TA€0V IO0XUEI KAl OTO 6u0Ko)\o XwpPo Tou B2B, kai akéun
OUOKOAOTEPO TOU SaaS (Software as a Service).
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i IKI'€ M €A oplopog B2B MapkeTivyk Kai n rapadoaiakn MNwAnaon

KENTPO E©EAONTQN MANATZEP EAAAAOZ

C 00000000 OC

To Business to Business (B2B) MApKeTIVYK ava@EépeTal OTIC GUVAANAYEC
METAEU ETTIXEIPACEWYV, OPYAVIOUWY KAl ETTAYYEAUATIWV, KAl DIAXPOVIKA E€iXE WG
BacIKO XapAKTNPIOTIKO TNV UTTAPEN TTWANTWY YIa TNV OIATTPOCWTTIKI

dlaxeipion Twv TTWANCEWV WG EENG:

Evromopog Ymmowneiwy MNeAartwv.
[MpocToIpaTia.

[Mpoogyyion.

Mapouaiaon.

APXIKA TTPOCTTABEIO CUNPWVIOC.

[MOavr) AvTieTWTTION AVTIPPACEWV.

KAgioIuo 2upowviag.
EmBeBaiwon.
ExTéEAEON Kal
[MapakoAouBnon.

Valuable
Content

.

CTA&
Landing Pages

Search

LEADS
Marketing H\
T

Leadership and
Sales Outreach

3
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21K ¢ MEéA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Ta Baoika XapaktnpioTika B2B

Alaxpovikd Bacikd XapaKTnPIoTIKG Tou B2B

U O

Q

MIKpOG (OCUYKPITIKA) apIBUOGS TTEAATWV
ATTOQaON ayopAgs ATTO ONAdA OTEAEXWV.
2UXVA «OOMIKA» OXEON UE TTEAATEC
(OUPBOAaIa, PATPES, KATT.).

O xpovoc 1TpIv TNV ayopd, 6co Kal

0 XPOVOG MEXPI TV ETTAVOANTITIKNA
ayopd, givar cuvnlwc peyaioc.
Exkmraideupévol TTwANTEC/EKTTPOCWTTON
TNG ETAIPEIAG.
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¥ i 1E WA EA Ta Baoikd xapakTnploTikd B2B

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Alaxpovikd Bacikd XapaKTnPIoTIKG Tou B2B (ouv.)

O Egaidikeupéva péoa emkoivwviag (KAadikog Tutrog, Sales Brochures, Trade
Shows, PR Events, kATT.).

O Avaykeg ektraideuong TTwANTwWVY Kal TTEAATwV (EKTTaIdeuTIKG
TTpoypapuaTa,Video TTapouciAoEIG, KATT.).

O 2uxva TTpoBANUATIKR «ouuBiwon» THNUatwy Marketing kai  MNMwARcewv.

O To B2B tauTtiotnke pe «ocofapr» Kal JAAAOV aviapry UTTOOTNPIKTIKA dlapruion
MIOG KaTeUBuvoNng, JEXPI TNV OUVAMIKNA Kal ONMIOUPYIKI) «OUVEPYATia» UE TO

Customer Relationship Marketing (CRM) kai Tnv otadiakr) cUyKAIOT TOU JE TO
WnN@IokO MAPKETIVYK.
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LYK [€ M €A H Siagpopd Twv SaaS

KENTPO E©EAONTQN MANATZEP EAAAAOZ

e Ol etaipeiec B2B «Software as a Service» dla@Epouv yiati Ta £000a atrd TIC
TTWAACEIC gival eTTavaAauBavoueva, dIaXPOVIKA Kal aTToPEPOUV KEPDOOG HOVO
av oI TTEAQTEG €ival IKAVOTTOINKEVOI KAl TTAPAUEIVOUV TTIOTOI TTEAATEC YIA
MEYAAO XpPOVIKO didoTnua.

01/05/2020
Page 10



J 1< € M EA Or 3 QaGEI§ pIag emMTUXNUEVNG ETAIPEING SaasS

KENTPO E©EAONTQN MANATZEP EAAAAOZ

A. Startup: lNepIAapBavel TNV TTPOETOIPACIA, TTPOYPANMATIONO TNG
EQPAPMOYNG, Kal “going to market” yia TOug TTPWTOUG TTEAQTEG.

B. Ymrepavarrtugn: Av 1o “mTpoidv” ap€oel oTnv ayopd, UTTAPXE

QAVTATTOKPION, UloBeTOUV TO software, kal au¢avovTal ol TTWANOCEIC TG SaaS o€
TTOAU ypryopoug puBuoug.....kaAd auTd.

O1 TTEAATEC €ival EUTUXEIC yIaTi UTTOKABIOTOUV TO UYPNAG KOOTOC VO GTACOUV Ol
idlo1 in house 10 infrastructure TTou Ba Toug AUvel éva TTPORANUA.

I. Kavovikotnta: ATTo To Business Model Canvas oTIC ...€mTayEG €vOg
Business Plan pe moAAd metrics, KPIs kal amroteAeopartikd marketing kai
ETTIKOIVWVIia TTOU Ba dpalwaoel NYETIKI BEon Kal KEpdogopia.
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¥« C M CA O13 QPACEIC MIAG ETTITUXNMEVNG ETAIPEIAG SaaS

KENTPO E©EAONTQN MANATZEP EAAAAOZ

MeTdA TIG TTPWTEG ETTITUXIEG

H SaaS cival eutuxng, kepdilel TTEAATEC, AAAG KAl TTPORANUATIONEVN.

[MpETTEl ETTEIYOVTWG VA OTEAEXWOEL, va avaTrTuxOei va BeATIwoEl TaxuTnTa,
OpPYyAvwWaOn, ATTOTEAECHATIKOTATA KAl VA... TTATAOEl YKACLI aoXOAOUMEVN
TTapaAAnAa pe B€uara otTwg product upgrade, customer
experience/satisfaction, LiveTimeValue, CustomerAquisitionCost, kai
BEBala... company valuation pye 6Aa Ta atmraitoupeva KPls.

AANG TTpIv avagpepBoupue ota KPIs ttou oxetidovtal pe to B2B Marketing, Tig
TTWANOEIC AAAG Kal OIKOVOMIKA BEpaTta, ag doUUE TTola €ival Ta Bewpouueva
WG ONUAVTIKOTEPA BEPATA TTOU Ba AVTIMETWTTIOOUV OTO MEAAOV Ol VEOQUEIC
ETTIXEIPNOEIC, KAl KUPIWG TTola Bewpeital 0TI gival n JeyaAuTepn TTPOKANGN.
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#1 EixeipnuaTtiki NpokAnon:
H amroktnon mTeAaTtwy Kal o1 TTWANCEIC

KK emMeEn

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Challenges for the future development of the
company

Customer acquisition & sales

Atiracting and retaining talent
10.6%

Product developmeant & innovation

9.6%
Cash-flow and ligquidity management
Managing growth
£ B B.5%
Intemationalization
i N TR

Optimizing profit margins
§ i 5.9%

Improving processes and internal operations
= == B 4.5%

Regulation
| 4.3%

Balancing social impact with profit making
] 0.9%

Other

https://www.pwc.com/gx/en/services/entrepreneurial-private-business/start-ups-scale-ups-
unicorns/european-start-up-survey.html M



Y1< € M EA H MNMpooé£Akuon MNeAaTwyv Kail NwAnoswy

KENTPO E©EAONTQN MANATZEP EAAAAOZ

[TOAANEC Neoueic eTTIXEIPNOEIC OTO XWPEO Tou B2B, otnv TTpootrdBeia
TOUC VA TTPOCEAKUCOUV TOUC TTPWTOUG TTEAATEC META TO TTOAUTTOONTO
Product — Market Fit, aoxoAouvTtal kaBnuepiva, aAAG ouxva
EPACITEXVIKA, PE TNV TTPOCEAKUC KAl ATTOKTNON TTEAATWV.

2.UXVva OeV £XOUV TO XPOVO, TIC ATTAPAITNTEG YVWOEIG HAPKETIVYK , Il OEV
AauBavouv coBapd uTtTOWn TOUG OEIKTEC ATTOTEAEOHATIKOTNTAGC 1DI1AITEPA
oe Béparta marketing, €TTIKOIVWVIAG KOl OIKOVOMIKWV.

To armroTéAeopa €ival va Xxavovtal yéoa otnv TANBwpa Twv KavaAiwyv
ETTIKOIVWVIAG, TWV ONUEIWV ETTAPNG, KAl GUXVA TWV EVOANAKTIKWYV
TTPOTACEWYV TPITWV/PIAWYV, UIa KAl OEV €XOUV TNV OIKOVOMIKI Aveon va
atreuBuvBouv o€ ocwoToUC ETTAYYEANATIEG.
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¥ < C M CA H lNpooéAkuon MeAatwyv kai MNwAnoewy

KENTPO E©EAONTQN MANATZEP EAAAAOZ

‘Eva ouvnBiopévo mTpoBAnua:

Kata@uyn o€ aveTTaPKEIC «TAKTIKEC» KAl «EPYOAAEia» PAPKETIVYK TTOU oUXVA

AOYW aTTeIpiag Kal EAAEIYPNG aTPATNYIKAG UTTOPEI VA £XOUV APVNTIKO AVTIKTUTTO
KOl OTO OIKOVOMIKA OTTOTEAECUATA.

H Trpoteivopevn Auon:
EvnUépwon Kal KATavonon Twv avaAAoiwTwyv BACIKWY apXWV TOU
MdapkeTivyk & NMwARocewv 1TOU B 0OG KATEUOUVOUYV YIa TNV dnuIoupyia

Kol 0TV ocuvéxela uhotroinon evog Marketing Plan, kal €TTIAOYR

Opaocewyv pe ouvexég pre-testing kail TrpoonAwon Kai TrelBapyia ota
KatadAAnAa KPI’'s/metrics.
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YIK € M EA H MNpoaéAkuaon lMNeAatwv kai MNMNwARoewv

KENTPO E©EAONTQN MANATZEP EAAAAOZ

@a doulE TTPWTA O€ TTola KavaAia Kal yéoa karageuyouv ol Millennials
ayopaoTéG (buyers) oto B2B MapkeTivyk Kal TIC [TWARCEIC, KAl OTN OUVEXEIQ
TIC BACIKEC apXEC, Ta dlaxpoVvIKa opdonua, Ta KPIs/metrics kai Ta
TTEPIEXOMEVA VOG OAOKANpwHEVou Marketing Plan.

[Mpo@avwe av KAtrola JEpn TG TTapouciacng (TTou atroTeAEi kal reading
material) oag €ival oIKeia, YTTOPEITE va TA TIPOCTTEPACETE, I KAl VA TTATE
Kat'euBeiav ota trepiexOpeva Tou MNAdvou MapkeTivyk kai NwARocewv av
EXETE APKETH EUTTEIPIA O€ BEPATA OTPATNYIKOU MAPKETIVYK.

01/05/2020
Page 16



I:K € M CA Evornta ll

KENTPO E©EAONTQN MANATZEP EAAAAOZ

I.Ta xpnoipotroioUpeva péoa Kal KOIvwVIKA diktua Twv Millennial Buyers*®
TToU avadeikvuovTtal atrd Tnv épsuva B2B Millennials Tng Merit, kai
empBepaiwvovtal amrd Tnv épguva B2B Millennial Buyer Survey tou 2019.

* 2000 Buyers born during 1981-1996
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LY iK€ M €A Millennial B2B Report

KENTPO E©EAONTQN MANATZEP EAAAAOZ

MERIT

\ls

=)

RREPORY. o

[Iny": https://madewithmerit.com/reports/Millennial B2B-Report-Merit.pdf
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ik € MEa Millennial B2B Report

KENTPO E©EAONTQN MANATZEP EAAAAOZ

1 ““MILLENNIAL
- 4 SN'T A BUZZWORD

O/ DRIVE B28
70 PURCHAS
[.'r\_ | ‘\.JTJJ
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M EA ZUpHETOXA 0TV avagATNon Kai ayopd TpoidvTwy

KENTPO E©EAONTQN MANATZEP EAAAAOZ

WHAT IS YOUR LEVEL OF INVOLVEMENT IN RESEARCHING AND
PFURCHASING NEW PRODUCTS OR SERVICES FOR YOUR COMPANY?

| &AM THE SOLE : -
DECISION-MAKER : 200 EELL T

J DECISION-MAKING
RESPONSIBILITIES

-LUEMNCE. BUT DONT
THE HNAL BECISION

NOT INVOLVED IM
DECISIOMN-MAKING
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

2NUAVTIKOTEPN TTNYN avadlnTnong TTPOIOVTWV/UTTNPECIWY

||"'_*-— WHEN RESEARCHING A NEW PRODUCT OR SERVICE, WHICH
< ONE OF THE FOLLOWING 15 MOST IMPORTANT TO YOU?

seaci o [IEETI 2 TR >+
oo wessrr: i I
o on coussacu v I
socun. o |JEECT tise [N 11 -
20-29

INDUSTRY PUBLICATION m C11% muﬁ | EES
rossuom EY ox

L1 50 104 152k 2 250 L 50
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IK € M CGA

KENTPO EGEI\ONTQN MANATZEP EAAAAOZ

To €va Tmo onuavTtikd KavaAl avadlntnong

Do
40

10

449

WHAT ONE SOCIAL MEDIA CHANNEL WOULD
YOU USE MOST TO RESEARCH A PRODUCT OR
SERVICE FOR YOUR COMPANY?

W .

15% 15%0

-
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LY i< [€ M €A H onuavTtikotepn popor (Format) kavaAiou avadntnong

KENTPO E©EAONTQN MANATZEP EAAAAOZ

~ WHICH ONE OF THE FOLLOWING CONTENT
Q' FORMATS WOULD BE MOST IMPORTANT TO YOU
IN RESEARCHING A NEW PRODUCT OR SERVICE
FOR YOUR COMPANY?

VIDED CASESTUDY WHITEPAFER  HEROCHIRE WITINAIL IRFOGRAFHIC
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

H onuavTikoTNTa TNG ETAIPIKAG KOIVWVIKAG EUaioBnaiag

\ 4

HW IMIOTTTANT AHE, ENVIRCHMENTAL,
SOCTAL ANEF FHILANTHHOPIC EFFORTS
WHEN RESEARCHIENG A PRODARCT OR
SEITWICE FOR VOLUR COMPANY >

@ VENYTWPIHTRNT

@ BOMEWIIAT WMUTANT
@ MUTVERY [MMSETANT

@ MUTAT ALL MINHITANT
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KEN;;;EL§ONT§§MANxEPEI§AQZ BZB Mi”ennial Buyer Survey

AkoAouBouv etmiAeyuéva euprjpata atro Tnv £épeuva B2B Millennial Buyer
Survey 10U dIECXON aTTG TOV AUYoUuOTO WG ToV 2TTTEURPIO Tou 2019 Ka
digpeuvnoe 200 Millennials 1Tou epyalovral o€ eTaipeiec B2B.

[Mepitrou 50% Twv B2B ayopacTtwyv gival ol KUplol uttelBuvol Afyng
ATTOPACEWYV TNV ETTIXEIPNOT TOUG, VW To €va TpiTo (33%) cival Bacikoi
TTAPAYOVTEG €TTNPEAOUOU. O1 EpWTNBEVTEC AVTITTPOCWTTEUOUV HIa TTANBwpPa
B2B Industries, aAAG n TTAciopn@ia TwV ETTIXEIPAOEWV EIOIKEUOVTAI OTNV
TTapOoXN UTTNPECIWY UTTOOTAPIENG Kal Logistics (21%), Retail kal consumer
durables (16%), TnAetTIKOIVWViES / TEXVOAoyia / nAekTpovikd (10%) kai
ueratroinTik Brounxavia (10%).

Mnyn: Demand Gen Report — in partnership with The Mx Group
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T1 €idoucg d1adpaan emidnTouv ol Buyers atro
TIC OMAOEC TTWANCEWV

21K ¢ MEéA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

What are the top three interactions you look for from
sales teams at solution providers?

Outreach via Outreach In-person Video chat Outreach
social media/ via text meetings via phone
messenger call

apps*

*(Linkedin InMail. Slack, Facebook Messenger, WhatsApp. etc.)




? i< [€ M €A nyeg mepiexopevou diepedvnong ayopuwy B28

KENTPO E©EAONTQN MANATZEP EAAAAOZ

What are the most valuable content formats and sources for researching
B2B purchases?

Colleagues and peers User reviews Third-party/analyst reports Case studies Industry newsletters

()
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M.O. apiBuou TTNywvV OTIC OTTOIEC AVATPEXOUV
ol ayopaoTeEC (Buyers)

21K ¢ MEéA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

How many pieces of content have you typically consumed before engaging with
a salesperson when you are amid making a purchase decision?

D 7 1-3

Mare than 7
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L4 - = . , , .
Y IK € M EA T, BewpPOUPEVO ONUAVTIKOTEPO £i50G TTEPIEXOUEVOU

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Which of the following types of influencer content do you find most valuable?

Case studies Webinars  Third-party/analyst reports  User reviews Video content White papers Blog posts Infographics

01/05/2020
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LY K/ [€ M €A MEoog XpOvog HEAETNG avA €i00G TTEPIEXOUEVOU

KENTPO E©EAONTQN MANATZEP EAAAAOZ

When researching a B2B purchase, how much time do you typically spend reviewing
content in the following formats?

0 <5 Minutes

® 510

10-20

® 2030

® 3050

@ =60 Minutes

White papers : Webinars Case studies Infographics Video content
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i € M [EA ZNHOVTIKETNTA TTEPIEXOUEVOU avE
KENTPO E©GEAONTQN MANATZEP EAAAAOZX O-Ta6 I O 6'(]6' qu-lag GVO pag

Of the following content formats, which do you find mest valuable for early, mid and
late stages of the buying process?

Infographics Listicies E-books Blog Posts Podcasts White Papers Video Content Webinars
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YK (€ M €A

KENTPO E©EAONTQN MANATZEP EAAAAOZ

To CUUTTEPATHA ATTO TIG EPEUVEG

O H ayopd aAAace, ol Millennial Buyers ocuxva “mrpoatropaaifouv “TIC ayopég
TOUG MEOW OIadIKTUOU, OTTOU PETAPEPOUV TIC KATAVOAWTIKEG TOUG WNPIAKES
OUVNBEIEG.

O O1MNwAnTtég (Sellers) ouvtoua Ba xaoouv Toug AyopaoTég (Buyers) TnG yeviAg
Twv Millennial av dev géBovTal To XpOVOo TOUG, Kal TIG OIADIKTUAKEG TOUG
OUVNOEIEC KAl TTPOTIMACEIC O€ JECO KAl JOPYPEC TTANPOPOPNONC.

O O etaipeiec B2B dev umropouv TTAEOV va ayvoouv Tnv €1ToXK Tou Facebook,
KABWC¢ o1 TTEAATEG TOUG TTEPINEVOUV TWPA VA dOUV OAEC TIGC NAPKEC ME TIC
OTT0iEC AAANAETTIOPOUV PECA ATTO WNPIOKA KAVAAIQ KAl KOIVWVIKA PJECQ.

O O €peuveg emmiBeBaiwvouv OTI o1 ayopég Business To Business
«dlaTapacoovTal» HE TOV idIo TPOTIO TTOU TA KATAVOAWTIKA JOVTEAQ €XOUV
aAANGEEl BePEAILOWC TNV TEAEUTAIO DEKAETIO AOYyWw TOU WNPIOKOU
METaoXNUaTIoPoU pe Ta B2B Market Places. 6ttwg 10 Alibaba, kal To Amazon
Business.

01/05/2020
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21K ¢ MEéA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

To Tmapadelypa Amazon Business

O1 ayopaoTEC eTTw@PEAOUVTAI OTTO €UPEIa ETTIAOYH TTPOIOVTWY, OTTAOTTOINMEVN
dladIkagia ayopwy, aUYKPION TWV TIMWYV TTPIV ATTO TNV ETTIAOYN, MEIWPEVO KOOTOG

ouvaAAaywvV Kal gPTTEIpia ayopdc, eubuypapuiopévn pe Ta TTpoTutta B2C e-commerce

amazonbusiness OVERVIEW  FEATURES  WHAT'S YOURROLE?  BLOG  CASE STUDIES Have a question? Contact
o —

Everything you love
about Amazon.

For your business.

[ Create a Free Account |

Already have a business account? Sign In

For every type
of business

Accounts are free. Put our
solutions to work for your
business.

Multi-user
accounts

= Approval workflows

e Purchasing analytics

= Create custom groups to
match your organization

And every size organization.

Business-only
price savings

= Business-only prices on
miillions of items

- Quantity discounts

= Easy price comparison

Pay the way
yvou vwant

= Corporate Purchasing cards

= Business purchasing lines

- Tax-exempt purchasing for
qualifying organizations

Business Prime

= Fast FREE flexible delivery
options

= Enhanced purchasing policy
controls

= Adwvanced analytics
dashboards

= Starting at $179 per year for
up to 3 users

Find what you
need

= Hundreds of millions of
products on AaAmazon

« Business-only products

= Purchasing-system
integration




LY i< €] M €A Evomnra lll

KENTPO E©EAONTQN MANATZEP EAAAAOZ

lll. H diaxpovikn €€€AIEN Tou Sales Funnel oto MdpkeTIVyK
YEVIKOTEPA KOl TNV oTpaTnyIKN B2B MApKeTIVYK Kl
NMwANocewv, Kal n dIEUPUVOMEVN CUYKAIOR TG ME TO B2C
Kal To Content Marketing.
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YI< € M EA H Xodvn NMwAnoswyv (Sales Funnel)

KENTPO E©EAONTQN MANATZEP EAAAAOZ

To Sales Funnel gival ouo1a0TIKG £vag «0dIKOG XAPTNG» TNG OIAdPOMNS TOU
TTEAQTN ATTO TO APXIKO OTADIO YVWPIMIAg oTnV TTPdBeon Kal 0To OTAdIO TNG
ayopdac.

2 TNV ApXIK HopPr} TOU EEKIVOUOE ATTd TOUug TTOAAOUC TToU udBaivav
(awareness) yia 10 TTPOoIOV Kal KaTéEANye oToug Aiyoug TTou 1o ayopalav
(purchase). ‘ETol €¢nyeiTal Kal n ovoupaoia Tou (Xoavn MNwAnRoewv).

2ApEPa TTEPIAQUPBAvEl TNV OTTOIa £TTAPN KAl dIAdPACTIKI) OXEOTN METALU TOU
brand Kal Tou €v duvAuel TTEAATN JE OTOXO TNV TIPOCEYYION, TTIPOCEAKUON,
EMTTAOKN, QTTOKTNON, OIATPNON, KAl dlac@AAion TG TTOTOTNTAG KAl d1Ad0oONG
aT1rd TOV TTEAQTN.

Xpnoigotroigital édw kai 10€Tieg, atrd 10TE TTOU N TTWANCN ATAV £vag
ETTIKOIVWVIOKOC HOVODPONOC Kal ECOKOAOUBET va gival oTpaTNYIKO EPYAAELIO
TTwAAcewV oTnVv €1ToXN Tou Digital Marketing kI Twv Startups.
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YIK € M CA H xpnoiudétnTa Tou Sales Funnel

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Xpnolgotroiwvtag 1o Sales Funnel wg oTpaTtnyikd €pyaAgio, UTTOPEITE:

> Na KaravoroeTe EUKOAQ TO AyopaOTIKO TALiIOI TWV TTEAATWV CAG KAl TNV
OUVOAIKA BApa TTPog BrApa diadikagia TTWANOCEWV.

> Na BEATIWOETE TN OTPATNYIKA TTPOCEYYIONG, ATTOKTNONG dlaTPNoNG Kal
auc¢nong Twv TTEAATWY O0C.

> Na «euBuypapuioeTe» TO TTEPIEXOMEVO (content) TNC €TTIKOIVWVIOC O0AG, JE
TIC TTPOTEIVOUEVEG AUCEIC OTA “onueia TTovou”, TIC euaiobnaieg 1 TIC
TTPOTIMACEIC TWV AYOPACTWV/TTEAQTWY COC.

> Na epapudaoTe Ta KATAAANAa ava otadio TTwAnong metrics kai KPIs kai

> Na dnuIoupyNOoETE TTEPICTOTEPEG TTWANCEIG, «DIOXETEUOVTAG» ETTAPES KAl
METATPETTOVTAC TIC a1TO Sales Leads o€ IkavoTtroinuéVoug TTEAATEC.

01/05/2020
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u IK € M CA Kai Aiyn Bawpla..... aTTo TO AIDA oT1o
KENTPO E©OEAONTQN MANATZEP EAAAAOZ Dlgltal Sales Funnel

To 1898, o0 ApepIkavog TTPWTOTTOPOC Ala@ruiong Kal NwAnocswy, o E.
St. ElImo Lewis aveémTuge Eva TTPAKTIKO gpyaAgio TTwAnoswy, To AIDA
Sales Funnel, dnAadn Tn diadpoun Twv TTeEAaTWV atro Tnv Mvwpipia, oTo
Evdia@épov, TV EmBupia kai T Apdaon (dnA. MwAnon).
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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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KENTPO E©EAONTQN MANATZEP EAAAAOZ

To Wnoiakoé Sales Funnel

Digital Marketing Sales Funnel

Awareness

Toods: Content marating,
Sread Madli, P Adierpnrsinf
SEQVSEM, Public Relations

Primary Tech: Landing Pages. £-books,
MNawslattor, Froe Tools. Case Studies, Retamoting

Decision

Yook Sales Pages, Froe Consultation, Trest
Sige, Fromolions Froa Tral, Demds, Ersand 'l.l.'l.rlr-r'i'.'l.'

Action

Toaly: F'.l:rmfnr System. Shoppang
Cart, Rowows and Referras

SOCIAL MEDIA

£ Plinf il

14
Nvwpuia
Mapketivyk Meplexopévou, Kowvwvika
Méoa, NAnpwpéveg Atadnpioe,
Mnxavég Avalrtnong SEO, / SEM,
ANMOOLEG IXEOELG KATL.

ZeAida npooplopot (LandingPage),
E-books, Evipuepwtikad SeAtia, Awpeav
EpyaAeia, Case Studies, Emavactoxevon
(Retargeting), kKAm.

[ 4
Anodaon
ZeAide¢ nwANnoswyv, ZUNPBOUAEUTIKNA,

Mwotonownoelg, Npoodopég, AOKLUEG,
Demos, Email Marketing kAm.

14
Apaon
Tpomnog /ocuotnua nAnpwung, Kapotol
Ayopwv, A§LOAoyNOELG, ZUCTAOELG KATL.
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I! 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 IXVAAATNON Kal XapToypagpnaor] Toug, gival TTpoUTtréfeon piag
QATTOTEAEOMATIKAG OTPATNYIKNAG TTEAATOKEVTPIKOU B2B Marketing.

Social Ads Hewsichior &
C Communi ¥
J‘.# .' ‘H'E\rlew‘:i anm“-"l’ Sacial H-Ethl.rﬂ-r‘hs""
Email ' ‘ Blog e Q- . f
Online hd: * WEme i BIEE
VPEI] AZIOAO Avyopd AlaTnpn Al o0
awareness purchase adum:ar:y

/ Direct M alt
Enmail

Store Fasy b — -|-'
.-* Knowledge Base

2" Word of Mouth Promotions

PR ‘h""
Radio
™
Print

Ecommerce
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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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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



LY iK€ M (€A To ouyxpovo Marketing & Sales Funnel

KENTPO E©EAONTQN MANATZEP EAAAAOZ

The New Marketing & Sales Funnel H ¢Aeuon TG YNPIaKNG ETTOXMG

TTOAAQTTAQCIaoE TNV Xprion Kai
OpoAoYia TOU TTEAATOKEVTPIKOU TTAEOV
marketing. MNepiEAABE eKATOVTADES
VEOUG OPOUC Kal £CEIBIKEUTEIC, APXIKA
ME TNV TTPOOONKN £vog “e-” oTa
d1adpaoTIKa epyaAcia Tou Direct
Marketing kai Tou CRM 61rw¢ e-CRM,
Marketing  e-RFM, e-Shop, e-Mail Marketing
KATT., KQI 0Tn OUVEXEIQ TO PHadIKA
TTEAATOKEVTPIKO Wneiakd MApKETIVYK
ME VEEC OTPATNYIKEC ECEIDIKEVOEIC,
otTwg Content Marketing, Search
Engine Marketing (SEO/SEM),Viral
Marketing, Social Media Marketing,
Inbound & Outbound Marketing,Sales
Lead Generation kAT

Now

Sales
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

Boston Consulting Group, Marketing kal Sales Funnel.

EXHIBIT 1 | Marketing's Role Is Expanding to More Stages of the Sales Funnel

Marketing

« Companies find customers

+ MMostly mass, outbound
marketing, such a5 ads
and trade shows

adles

» Customers require ecucation
and high touch

« Direct-sates team is needed to
provide information, influence all
product evaluation, and close sale .-

Postsales support
» Customer purchase ends sales
motion
« Focus i5.on reactive support but
not ;H‘GEIE‘T.WE CUsiomer SUcGess

i

Source: BCG :inaly;.is.

Marketing

Direct
sales

Customer
support

Marketing

o Customers find
companies

o Mostly inbound
marketing, such as
search and websites,
along with targeted
outbound

hales

o Customers selFeducale
and require lew touch

v Diata-driven sales team is

needed to focus on
solutions and closing sale
Postsales support
« Customer purchase starts htmﬁuw‘
leng-term relationship upselling

« A proactive focus on customer
success €., retention and expansion

Mnyn: https://www.bcg.com/en-us/publications/2018/building-an-integrated-marketing-sales-engine-b2b.aspx

®

Marketing

Data-driven

sales

Customer-
sUCCEsSS

management
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YIK € M EA To BMC kai 1o ouyxpovo Sales Funnel

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. 01/05/2020
Page 45



LYK (€ M [en ATTé T0 Get 010 Get, keep, grow Funnel

KENTPO E©EAONTQN MANATZEP EAAAAOZ

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

Qutreach
Pragranms

LI

Contests,

1610 Méoa events

MAnpwpéva
Kepdlopéva

Blogs, R3S, Layalty
e-rmails Programs

Anoktnon = Awatipnon r| TEAATOV

MpooéAkuon /
Evepyoroingf)

AvapaBuiosic Npoidvtwv
Npoypappata eEwotpedeLag
Awaywviopoti, EkdSnAwoelg
Blogs RSS Feeds, e-mails

- En of% svn NwAnon
A{aoTaUPOUEVEG
NwARoew

Tt Napanounég

£l Bieve Bhark o Thee Slarkin Cners Mangal 12020
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Mapadeyua Up sell kal Cross-sell
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YK [€ ™M [EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

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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LK E ™M En MepIEXOUEVO, TO WPNPIAKO «OYKIOTPI» TTEAQATWV

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Mnyn: OgilvyOne
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LY K/ [€ M €A O Opioudg Tou MapkeTivyk Meplexopévou

KENTPO E©EAONTQN MANATZEP EAAAAOZ

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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CA AyopaoTiké Tagidl MeAarn & Ztpartnyikr Mepiexopévou

KENTPO EGEI\ONTQN MANATZEP EAAAAOZ

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?

01/05/2020
Source https://www.slideshare.net/Travis Wilkins/buyers-journey-and-content-strategy Page 51
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

AyopaoTiKO Tagidl Tou MeAdarn kai lMNepiexopevo

The Buyer’s Journey and Content

AWARENESS CONSIDERATIO} DECISION >

AWARENESS/Zuveidntotroinon lNpoBARuarog:

MeAgtec AvaAutwy, Epeuvec, e-Books, Anpoctloypadiko MepLexopevo,
ApBpoypadia/Mapovoidaoslc ELdikwyv, EkBEosic/White Papers, Ekmatdeutiko
MepLeXOUEVO KATT.

CONSIDERATION/Aigpebvnon/MeA£Tn:

AvaAvoeilc/KatevBuvoelg Edikwy, Live Zuvbéoelg, Webcasts, Podcasts, Videos,
EkBeoelc/Odnyol KA.

DECISION/Zuykpion/Amopaocn/Ayopad:

JUykpLon MpopnBeutwy, 2Uykplon MNpoiovtwy, MeAetec Mepimtwonc, AOKLULAOTLIKO
Download, Mpoiovtikn MAnpodopnon, Emdeiéeic/Demos KA.
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2% e M (€A, qvg £i00C TTEPIEXONEVOU TTOU XPNOIMOoTIoIEiTal oTo B2B

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Types of Content B2B Marketers Use
for Content Marketing Purposes

(TOP 5) Other types of content used:
Research Reports (37%); Interactive
940, 100k (e-g, quizzes, assessments,
© calculators) (33%); Podcasts (17%);
Videos (live-streaming) (17%);
73% Mobile Apps (119%); Film/TV (e.g.,
documentaries, short films) (4%}
Virtual Reality/Augmented Reality
(VR/AR) Experiences (4%}; and
Other (11%).

AVERAGE NUMBER USELR

Most Successful .. Fi
All Respondents ... 6
Least Successful...... 4

01/05/2020
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LY 1< €1 M €A o, 54vohkos Tepiexopévou avd @daaon Tou Sales Funnel

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Percentage of Total Content
B2B Marketers Created for Content Marketing
Purposes in Last 12 Months

= Top-of-the-funnel
(generating awareness/interest)

® Mid-funnel (consideration/intent)
» Late-stage (evaluation/purchase)
m Post-sale (loyalty/brand advocacy)
= Other areas

Soge 525 porrierd morketan ahio oemnag the g umptian, Permarbocag e recs v in ann) 1000,
S350 8B5S Sontant Morketing Saachmong, Morh Amenio Condss Fanrketing tete o reetina S
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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 55



LY iK€ M (€A Top, Middle ka1 Bottom of Funnel Ztpatnyikég

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Top-of-Funnel Strategies: TOFU-MOFU-BOFU
»Social media marketing
»Blogging
»Cold outreach T : I
op of Building awareness about you
»Paid search funinel the prablem vou addrass
»Event marketing
> Traditional advertising i oo il L 7 o

>»Webinars KATT.
Ex T W AT

pRIimang
rroduct is 1he best salution

Middle-of-Funnel Strategies:
» Gated content™

»eBooks

» Influencer marketing

»Case studies

» Informational phone calls
»Remarketing

»Demo videos KATT.

Bottom-of-Funnel Strategies:
»In-person demos

» Trial offers

»Discount codes

»Free assessments

» Estimate requests KATT.

01/05/2020
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Top, Middle kai Bottom Funnel Ztpatnyikeg
F 1K € M GA , ,
KENTPO E©OEAONTQN MANATZEP EAAAAOZ I_I 8 p I EXO IJ E:VO U Kal ﬂapaéglvp GTG

Top of the Funnel i} (ToFu) Strategies

N'vwoTég eTiong wg: Awareness, Discovery, Prospecting, Lead
Generation

AuTO gival To apxIkO onueio aAAnAeTTiOpaonG PETACU £vOC duvnTIKOU
ayopaaTr Kal Tou brand cag. AvTITTPOOWTTEUEI TNV EUKAIPIA WIAG TTPWTNG
OuVaTAG EVTUTTWONG, UE TNV EATTIOO OTI Ba 0dnyrio€l OTO ETTOUEVO OTADIO.
Mapadooiakd, n dpacTnpIioTnTa TOoFU KATNYOPIOTTOIEITAI OTO XWPO TOU
MAPKETIVYK, TTAPOAO TTOU CHMEPA OAO KAl TTEPIOCOTEPOI TTWANTEG
avaAaupBavouv evepyo pOAo Kal o€ auTd ToV TOUEQ.

[Mw¢ Ba TTpooeAKUCETE €V dUVAUEI TTEAATEC OTNV Kopuyn Tou Sales Funnel?
AvaTITUCTE OTPATNYIKEG TTOU TTPOCEYYICoUuV dUVNTIKOUC TTEAATEC EVW) EPEUVOUV
éva TTPOBANUa TTou TO TTPOIOV ) N UTTNPECIia oag AUVEL.

01/05/2020
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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
TTwARoswv Kal marketing. H etaipia ypagel TakTiKa yia 0€uaTta uywnAou
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.
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Top, Middle kai Bottom Funnel Ztpatnyikeg
F 1K € M GA , ,
KENTPO E©OEAONTQN MANATZEP EAAAAOZ I_I 8 p I EXO IJ E:VO U Kal ﬂapaéglvp GTG

Middle of the Funnel (MoFu) Strategies

Etriong yvwoTtég wg: Consideration, Interest, Evaluation, Desire, Nurturing,
Qualification

AUTO TO KpioIo OTAdIO ATTOOKOTIEI OTN METAKIVNON MIAG ETTAPNG ATTO TNV
guaIOBNTOTTOINCN OTNV AYOoPd, HECA ATTO HUPIADEC OTPATNYIKEG TTOU
oXeTiCovTal e TNV EKTTAIOEUON, TNV YaAouxnon Kai Tnv TTeibw. 210 B2B Sales
Funnel, atroteAOUV HIG KPIOIUN KAPTTA, KAl TTOAAEG €TAIPEIEG ETTEVOUOUV
ONUAVTIKOUC TTOPOUG VIO TN BEATIOTOTTOINCN TWV TTPOKTIKWY TOUG.

O oT1dX0¢ €ival va KaTadeigeTe yIaTi N €TMIAOY 0O¢ gival avwTepn oTav
OUYKPIVETAI PHE EVAOAAQKTIKEG ETTIAOYEG.

Edv €évac uttown@iog ayopaoTric BpiokeTal o€ autd 10 0TAdIO, YVWEIZETE OTI
UTTAPXEI M1 TTPAYMATIKN EUKaIpia TTEION £XEI NON TTEPACEI ATTO TNV TTEPINYNON
KAl TNV €CETAON. 2€ AUTO TO ONnuEio, gival (WTIKNG onuaciag ol TTWAACEIC Kal TO
MAPKETIVYK VO EUBUYPANUIOTOUV.

01/05/2020
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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).
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Top, Middle kai Bottom Funnel Ztpatnyikeg
JIK € M EA : '
KENTPO E©OEAONTQN MANATZEP EAAAAOZ I_I g p I EXO IJ 8VO U qu ﬂapaéglvp GTG

Bottom of the Funnel i} (BoFu) Strategies
Etriong yvwoTtég wg: Action, Decision, Purchase, Conversion

O ayopaoTr¢ gival £TOINOC va OEOMEUTEL. @a oag eTTIAEEOUV; To TEAIKO oTAdIO
Tou Sales Funnel ival ekei OTTOU KATABETETE TO ETTIXEIPNMA KAEIOiWATOG. EQV
Ol TTWANCEIC OEV £XOUV TTAPEI NON TNV OKUTAAN ATTO TO NAPKETIVYK, TIPETTEI VA
TO TTPACOUV TWPOA.

Aev gival yovo n eukaipia va KAgiogl 0 UTTEUBUVOC TTWAACEWY TN CUNQWVIQ,
gival TTionNg pIa eukaipia va kepdnBouv TTPOCOETEC TTWANOEIC KAl MEAANOVTIKEC
TTAPATTOUTTEC ATTO TOV TTEAATN (referrals), TTapéxovrag Tou pia BETIKA EUTTEIPIa
ayopAg Kal ECUTTNPETNONG TTOU Ba CeTTEPVA TIC TTPOCOOKIEC TOU.
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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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Wik ¢ Mcen Mopadelyua aTroTEAEOUATIKAG «aVTaAAQYAG» TWV
KNP EOEAONTEN MONATIRR HhnpASE OTOIXEIWV LE KIVNTPO ETTIAOVAC TTEPIEXOUEVOU

WEBINARS CASE STUDIES WHITEPAPERS
Live guests & See how cus tomers Guides for developing
di offeri achieve growth using service ops, driving
i BrightGauge to growth and improving
customer demos, an =] busi visualize their data & your business
how-to sessions experts, and more manage their teams operations

Kavovtag kAik ata “Whitepapers” yetapEpeoTte o€ pia «BIBAIOBNKN» TToU TTEPIEXEI OAa TA
TTpoo@epoueva Whitepapers yia va OIQAECETE.

Ortav kavete KAIK 010 White paper TnG €MAOYAG 0AG, KATEUBUVEDTE OTN CUVEXEIQ O€ PIa OgAida
TTOU 0aG {NTA va €10ayAyETE TA TTANPOPOPIAKA OTOIXEIO 0AC yIa va €XETE TTPOCGBacn oTo white
paper.MoAI¢ 1o kaveTe, Ba AABETE Eva PAVUPA NAEKTPOVIKOU TOXUOPOMEIOU UE TTEPAITEPW OBNYiEG.

Quarterly Business Review Managed Services Agreement Driving Accountability Within Your
Template Template Organization

Podcasting 101: How to Plan, The End-All Guide to Client How to Plan & Host Webinars — A
Record, Edit and Launch Your Reporting Beginners Guide
Content
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JIK € M EA H eravakapwn Tou Direct Mail yéow 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.

01/05/2020
Page 64



mNumE!ajomSMAN':TAZEPEAC:AA/:z ndpdﬁﬁlypd Xpr’lo-r]g AR (0} DIreCt Mall

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..

MnynA: https://www.blippar.com/blog/2018/07/26/how-augmented-reality-delivers-value-to-direct-mail-mar @ fr%



12 1€ M [EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

IV. O1 Baoikoi dcikTteg amoTteAseoparikoTnrag KPls / metrics
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"IK € M GA B2B KPI/Metrics

KENTPO E©EAONTQN MANATZEP EAAAAOZ

C 0O 0 0 O

O poAog Twv KPI kal Twv Metrics gival n g€Tpnon TNG ATTOTEAECUATIKOTNTOC
Tou TTAGvou MdapkeTivyk Kal MNMwAncewy.

Ta KPI yetpouv TNV atroTeAEOUATIKOTNTA OTPATNYIKWY KAl Ta metrics TaKTIKWV
MAPKETIVYK.

AlaYXpOVIKA aTTavTouV O€ EPWTNOEISC KOIVIG AOYIKNAG OTTWG:
[16ool eTIoKEPBNKav TO website oag;

ATIO TTOU £pYovTal ouvhOwC;

Ti repiexduevo diapadouy;

[1oon wpa TTapauévouv ato website oag;

[Mo16 TTEpIEXOMEVO BonBa TNV peTaTpoTr) o€ sales leads kai 11016 a1Td leads o€
TTEAQTEG;

Oa avagpepBouue oTn ouvéxela ota Baoikd metrics kal KPIs €181kd oT0
Business to Business Marketing.
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

ETiIAgeyEvol OEIKTEG ATTOTEAECHATIKOTNTOG

Mnviaieg povadikég emiokéWelg oTo site pag (Monthly Unique Visitors)

O d¢eikTNG avaEpPETal OTO ETTAVW PEPOC Tou Sales Funnel kal ytropei va
TTpoépyxovTal arrd OIka oag (owned), TTAnpwuéva (paid) ) kepdliouéva
(earned) uéoa.

QuunBeite va xpnoipgotroifoeTe epyaAgia OTTwe Google kal Adobe Analytics
yia TNV JETPNON engagement metrics OTTwG:

Xpoévog NMapapovig oto site (average time on site),
M.O. eriokeyng oeAidwv (average pages visited),
ETravalapBavopeveg eTIoKEWYEIS (repeat visits),
Api1Bu6¢g oxoAiwv (number of comments),
MNepiexépevo downloaded (downloaded content),
Evyypagpég email (email subscriptions) KATT.
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YIK € M CA ETIAgypévol OEIKTEG ATTOTEAECTHATIKOTNTAG

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Marketing & Sales Leads (ETra@ég MdapkeTivyk & NMwARCEwWV)

A. MQL (Marketing Qualified Leads): Autéc o1 eTTa@ég €xouv KAVEI
evépyeleg hand raising, OTTwG TN AWnN TTANPOPOPIWV OXETIKA UE
TTPOIOVTO/UTTNPETIEC 0AC, ETTIOKEWYN O£ 00NYO CUYKPIONS AVTAYWVIOTWY )
(NTNoav £TTAPN ME TO TUNMA TTWANCEWV.

B. SAL (Sales Accepted Leads): 'Exete rpoxwprioel To MQL, kai
AABaTe o€ eTTaQr]. 'Eva pavteBou £Xel TTPOYPOUMATIOTEN ETTIKOIVWVIA JE
EKTTPOOWTTO TTWANCEWV YIA TA TTEPAITEPW).

. SQL (Sales Qualified Lead): Meta tnv €m0 (4 MEPIKEC QOPEC TNV
OAOKANPWON EVOC EPWTNMATOAOYIOU) 01 £V AOYW ETTAPEC XAPAKTNPICOVTAI WG
WPIMEC KAl «EUKAIpia TTWANCNS» ATTO TO UTTEUBUVO OTEAEXOC TTWANCEWV.
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ETiIAgeyEvol OEIKTEG ATTOTEAECHATIKOTNTOG

Contacts (Etra@ég)

[MepiAauBavelr 6Aoug 6ooug oag divouv To email Toug yia atTooTOAR TOU
EVNUEPWTIKOU OeATiOU oag 1 TTou akoAouBouv 1o RSS Feed, 1o podcast, 10
KAVAAI BiVTEO KATT.

Conversions (MeTaTpoTT£Q)

H IKavOoTNTA ATTOTEAECUATIKNG METATPOTING TWV ETTIOKETITWY TOU Site pag o€
hand raisers, Twv hand raisers g€ €uKaIpieC TTWANONG KAl TIG EUKAIPIEG O€
TTEAQTEG, KpiveTal TEAIKA atTd TOUG OeikTeEC Conversion (MeTaTpoTrhg).

A. Visitors to Leads (ETTIOKETTTEG TTPOG £V DUVANEI ETTAPEG)
B. Leads/MQL to SQL (Emrag@ég Marketing mrpog etragég NwARcewv)
. Leads to Customer Wins (Kepdiopévol TTEAAGTEG)
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

ETiIAgeyEvol OEIKTEG ATTOTEAECHATIKOTNTOG

Customer Churn (AtrwAcia TreAatwv): O o onuavTikég deiktng KPI atrd
OAoug, gival n diatripnon Tou TTEAATN. INPoBAETTEI OXI HOVO TN HEANOVTIKA O0OC
IKAVOTNTA VO AUuCAveTe €000a Kal KEpdoPopia, aAAd Kal av TO TTPOIOV 0OG EXE
¢Odoel oto Product Market Fit (PMF) evw atroteAei KaAd deikTn To16TATAC
ECUTTNPETNONG TWV TTEAATWV.

Mnviaia eTravaAaupBavopeva éooda (MRR): Autd cival Ta ouvoAikd €coda
TTOU XpewvovTal KABe priva. MTTopEiTe va TO UTTOAOYIOETE yIa TO OUVOAO TWV
TTEAQTWV 1 EEXWPIOTA YIA TT.X. MIKPOUC, NECAIOUG Kal JEYAAOUG.

Méoo £éo00b60 ava xpriotn (ARPU): Metpdrai etriong w¢ Méoo ‘'Ecodo ava
[MeAdTtn / Aoyaplaopd. lNa va uttodoyioete To ARPU, diaip€oTe Ta pnviaia

ermavaAapBavopeva £0oda (MRR) pe 10 oUVOAO TWV OIKOVOUIKA GUVETTWV
TTEAATWV.

01/05/2020
Page 71



LY K (€M [EA H avaAuon Tng dlaxPoVIKNG agiag Tou TTEAATN

KENTPO E©EAONTQN MANATZEP EAAAAOZ

e H AvaAuon tng Aiaxpovikng Aciag (Life Time Value/LTV) «ecetddlel» Tnv
AYOPAOTIKN) CUUTTEPIPOPA TTEAATWY KAl TNV «TTPOEKTEIVEI» OTO UEAAOV,
uttoAoyilovTag Kal TTPOCOETOVTAC KABE £€TOC, Ta KEPON ATTO TOUG EVEPYOUGS
TTEAATEG TNG ONADAG. Xpnuaromoinon

Monetization

LTV

2uykpdaTtnan/Emavaktnon E¢amAwaon/AnpoTikéTnTa

Retention Virality

H oxéon CLTV/CAC ptropei va xpnoigoTroindei yia OAoucg Toug TTEAATEC, Kal
OAN TNV 0ATTAVN ETTIKOIVWVIAC 1 VIO OUYKEKPINEVEC OUADEC TTOU TTPOKUTITOUV
a1Td £€va NEOCO TTPOKEINEVOU VA METPIOOUME KAl VA aEIOAOYAOCOUPE TO KOOTOG
KQl TNV atrod0oTIKOTNTA TOU.
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vl !f”CMM CMQ CLTV, €&vag 0eikTNG aTTO TO TTAPEABOV

To CLTV/CAC ceival évag deikTnG TToU hag EpxeTal atrd rponyouueveg 10€TieC
Tou Direct Response Advertising Omtw¢ BAETTOUME KAl OTO TTAPAdEIYHA TNG
kaptag AMEX.

Tote T Metrics oxeTIKA """‘" V‘:"‘i n K“F'"m 2nuepa ta Metrics
ME TNV ATTODOOTIKOTATA TWV : uttoAoyidovTal aTro
MEOWV, TA TTOOOOTA £CEIOIKEUNEVEG EQAPUOYEC

AVTATTIOKPIONG, TNV OXEON |
AITAOEWV /eYKpioEWYV, TV 'j — TTOAU Aiyol yvwpidouv o€
Alaxpovikn aia LTV mreAatwv BaBoc¢ TNV xprion, TNV
KATT., uTToAoyidovtav amé Tov —— YpNOIYOTNTA KAl TOV

YT1eUBuvo Tou Aoyapiaguoy ISR 10OTT0 UTTOAOYIGHOU TOUG

Kal TTAaTpopuec CRM, aAAG

MpowBnon TG KAPTAG PE KATAXWEION O€ ETTIAEYUEVA TTEPIOOIKA OTTOU ETTIKOAAATAI KWOIKOTTOINUEVN

aiTnoN Kal atravTnTIKOG GAKEAOG. H TTpwTn Xprion Tng TEXVIKNG see & write otnv EAAGDQ.
MnynA: OgilvyOne
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Alaxpovikiy agia Tou reAdartn (CLTV):

‘Exovrtacg uttoAoyioel To Average Revenue Per Unit (ARPU), ytropeite €1miong
va uttoAoyioete Tnv Alaxpovikry Agia Twv MNeAatwy kal Tov dgiktn CLTV/CAC

KéoTtog AtrokTnong MNMeAatwyv (CAC):
To CAC trepIAapBavel OA0 To KOOTOC TTWANCEWV Kal JAPKETIVYK,
OUUTTEPIAAUBAVOPEVOU TOU KOOTOUG TTPOCWTTIKOU. ATTAG SIAIPEDTE TIC

OATTAVEC HAPKETIVYK KOl TTWAACEWV UE TOV CUVOAIKO QpPIOPO TWV TTEAATWV
TTOU TTANPWVOUV VIa £va OEDOUEVO XPOVIKO dIAoTNMA.
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KENTPO EI6§ONT§§MANAMTZEP ESAQZ H ZXéo n C LTV 1T p og CAC

2x€on AlaxpoVviKAg agiag TTpog KOOTOG ATrOKTNONG TTEAATN

Av €vag TeAaTNG Kavel €tnoio Tdipo 1.300 €,
ouvelo@épel ota kEPON TG ETaipeiag pe 1.000 €
TTAPAMEVElI EVEPYOG TTEAATNG YIA S XPOvIa Kal
datraviocape 1.500 € yia va Tov ATTOKTHOOUME TOTE:
To CLTV givau 5.000 €, To CAC civan 1.500 €

Kal o Agiktng CLTV/CAC=3,33.
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PKEMEA T eTTNPEadel TNV «icoppoTria» Tou deiktn CLTV/CAC

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Tnv cwaoTh Kal I00PPOTTNMEVN OXEON TNG OIAXPOVIKAG Ogiac TwV TTEAATWV
CLTV, mrpog 10 KOOTOG a1roKTNONG Toug CAC, UTTopEi va €TTNPEQOTE ATTO
TTANBWpPAa evepyEIWY OTTWGS PBAETTOUPE OTO dlIAYpPAMMA:

What can drive the balance

* Viral effects

* Inbound Marketing
* Free or Freemium
* Open Source

* FreeTrials ) * High Churn Rates

* Touchless conversion * Low customer

* Inside Sales i i
satisfaction

* Channels

* Strategic partnerships

Cost to Acquire a Monetization
Customer CAC) (Lrv)

* Recurring Revenue
* Scalable Pricing

* Cross Sell/Upsell

* Product line expansion
* Lead Gen for 3™ parties

* Field Sales
* Outbound Marketing

Mnyn: https://www.forentrepreneurs.com/startup-killer/ 01/05/2020
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LYK € ™ [eA Mia 1IcoppoTTnuévn katdotaon CLTV vs CAC

KENTPO E©EAONTQN MANATZEP EAAAAOZ

‘Eva cwoT1o Business Model atraitei 1o KOOTOG ATTOKTNONG
TTEAQTWV va g€ival OnNUAvTIKA XapnNAOTEPO atTd TNV dIaXPOVIKA agia
TOUG.

Etaipeiec pe upnAo ociktn CLTV/CAC €xouv ouvrBwg

UPNAOTEPN ATTOTIKNGON KAl TOUG €ival TTI0 EUKOAO va Bpouv
ETTEVOUTEG.

A well balanced business model

~ Acquire a
Customer
(CAC)
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RKEMER o aTrodekToC Agiktng CLTV/CAC yia SaaS Startups

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Two key guidelines for Saa$S startups

> 3x
Months to
< 12 months
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uK € M CA EvotnTa V

KENTPO E©EAONTQN MANATZEP EAAAAOZ

V. O Od1k6¢ xapTtng Kal Ta MNepiexopeva evog ZUyXpovou
Marketing & Sales Strategic Plan.
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" IKIEMEA  H Baoikr Mpootyyion MApKeTvyk BrLa TTpog Bya

KENTPO E©EAONTQN MANATZEP EAAAAOZ

O ETAEETE KAl OKIOYPAPEIOTE TIC TIPWTAPXIKEC OMADEC TTEAATWYV OAG, O€
Mop®pn apXeTuTTWV (customer/user personas), o€ emittedo B2C A ka1 B2B.

0O Kavere Epeuva ayopdg TTPOKEIMEVOU VA EVTOTTIOETE, va AvAAUCETE, 1} va
eMPeRAIWOETE TA TTPORARUATA, TOUC GTOXOUC TIC ETTIAOYEC KAl TIC TTPOCOOKIES
Twv ouvnTikwyv TTEAaTwy oag (Customer Discovery/Validation)

0O EmBepaiwoTe TV Baciki Totto8ETNON (positioning) TG TTPOTEIVOUEVNC
agiag Tou TTPOIOVTOC I UTTNPECIag oag, wg Auon (solution) oto TTPOBANUA
TIC TTPOCOOKIEC TWV personas o€ AOYIKO ] CuvaIoONUATIKO ETTITTEDO.

0 EgaoknBeite otnv Katavonon tn¢ diadikaciag xapTtoypagpnons (Touch point
Mapping), dnuioupywvTtag éva TpoowTrikd oag Touch point Map yia karroia
OIK 0Oa¢ TTPOCPATN AYOPACTIKI) EUTTEIQIA, VIO TNV OTTOiA €iXATE EVAAAAKTIKEG
ETTIAOYEG TTOIOTNTAG, TIUNG, TIPOCPOPWY KATT.
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YK€ M EA H Baoikn INpooéyyion MApkeTivyk Bripa TTpog Bripa

KENTPO E©EAONTQN MANATZEP EAAAAOZ

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.

O EvrotrioTe e avadAuon SWOT 10
duvaTtd Kal aduvara onuEia, EUKAIPIES
KAl ATTEINEC KATA KAVAAI KAl OnuEio
ETTAPNG, KAI ATTOTUTTWAOTE TA OTNV OXETIKN
evoTnTa Tou Business Model Canvas.
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O A&IoOAoyEioTE KOl ATTOQACIOTE TNV OEIPA TTPOTEPAIOTNTAG VIO TNV
BeATiwon TNG KABe evoTnTag Tou KauBa, ue Baon 10 KOOTOG, TNV
EQIKTOTNTA, TNV GAANAETTIOPAON HE TIC UTTOAOITTEG EVOTNTEG TOU
Emixeipnuatikou MovtéAou TTou Ba TTpoKUWEL, Kal ETTIRERAILOOTE TO
Taipiacpa Product-Market Fit kai yeta 1o Aavodpioua (Launch).

O AglotrolgioTe TNV QPIAOCOWIia, TTPOCEYYION KAl OTPATNYIKEC KATEUBUVOEIG
TToU TTapéExel To Sales Funnel.

O EmIAESTE KOl EQAPHOOTE TIC TTAEOV ATTOTEAECUATIKES TTAPADOCIAKES KAl
WNQPIAKES OTPATNYIKEG £€EIDIKEVOEIC, OTTWGS Content Marketing, Search
Engine Marketing (SEO/SEM),Viral Marketing, Social Media Marketing,
Inbound & Outbound Marketing,Sales Lead Generation KATT
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IK C M GA StrategiC Marketing Plan

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Mepiexopevo evog ZTpartnyikoU Zxediou MAPKETIVYK

l. OpioTe TNV B€on Tou Brand cag oTnv ayopd

2 € TTol0 ayopd atTeuBbuveoTE;

[Molo €ival To 6papa oag;

[Moia ival n Baaikry cag tommobetnon (Brand Positioning);

[Moia gival n rpoteivopevn agia (Value Proposition), kai 11 TTpoBAnpa AUVEl;
Il. MpoodiopioTe TOUG BUVNTIKOUG TTEAATEG CAG.

Ta 1pia 1Mo onuavTika “Personas” (ApXETUTTA TUTTIKWY TTEAATWYV 0OG).

lll. MeAeTROTE TNV O1EOV] AYOPd KOl TOV AVTAYWVICHO OOG

O AigBveic TAoEIG, CENICEIG, TTPOOTITIKES, HEYAAOI TTAIKTEG, KAAEG TTPOKTIKEG
(Aladiktuo search US/UK/AU/NZ...) KATT.

a Tlolol gival o1 KUpPIoI avVTAYWVIOTEG OAG.

o0 0 O

U
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"IK € M CA Strategic Marketing Plan

KENTPO E©EAONTQN MANATZEP EAAAAOZ

O 0O 0 O

IV. AvaAvoTte Baoel SWOT tnv ayopd cag
Auvata onueia

AdUVAIEC

Eukaipieg

ATTEINEC

V. EvroTrioTe KUpIa BEpaTa KAl OTPATNYIKES KATEUOUVOEIG
ETIREBaIWOETE TIC OTPATNYIKES ETTIAOYEC OAC NECW €PEUVAC ayOopPAC.

VI. ATrotuttwoTe To ETixeipnuatiké MovtéAo oag
Xpnoiyotroigiote Tov KapBa Etmixeipnuatikou MovtéAou.
BeBaiwBeite yia Tnv utrap¢n Product — Market Fit
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VIl. OpioTe TNV JIAPOPETIKOTNTA OOG
O Tlolo gival TO avTaywvVvIOTIKO 0OC TTAEOVEKTNUQ;
0 [Moio gival To «aprynua» kal 1o «Elevator Pitch» oac;

VIIl. XapToypa@eioTe TO AyopaoTIKO “TagiOI” TOU TUTTIKOU TTEAGTN CAG
O Ta onueia eTTagng oTo “Tagiol” Tou TIpIv, KATd, Kal JETA TNV TTWANON.

IX. AnpioupyeioTe TO oTPATNYIKO OXED10 MAPKETIVYK.

O lola gival n otpatnyiki TTPooéAKUONG, dIaTAPNoNG, Kal augnong Twv TTEAATWYV
oag ue Baon Tnv @iIAocoia Kal oTpaTtnyik Tou Sales Funnel;
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C 00000000 OC

IX. Anpioupyeiote To oTPATNYIKO OXED10 MAPKETIVYK (OUV.)
[Tol0¢ gival 0 TTPOUTTOAOYIOUOG OAG;

[Molog gival oTnV Oudada JAPKETIVYK,;

[Moiog €ival utteuBuvocg yia Ti;

[Moia gival n oTpartnyikn TTpowbnong TWARCEWY 0ag;

[Mola €ival n oTparnyikn TiloOAGynong oag;

[Mwc¢ Ba diaveipeTe Ta TTPOIGVTA 1) TIC UTTNPECIEC OAC;

[Mw¢ Ba dnuIoUPYNROETE KAl Ba va EVNUEPWVETE TOV IOTOTOTTO OAG;
[Mw¢ Ba evtoTTiCeTe KAl Ba «XEIPICECTE TOUC ETTIOKETITEC TOU IOCTOTOTTOU OAGC;
[Mola €ival N oTPATNYIKA TWV KOIVWVIKWY HECTWYV EVNHEPWONG;
[Mola gival n oTparnyikn email oag;
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Strategic Marketing Plan

IX. Anpioupyeiote TO OTPATNYIKO OXEOI0 MAPKETIVYK (OUV.)

O Tlola gival n ETTIKOIVWVIAKK Kal O1a@NMICTIKA OTPATNYIKI OAG;

O Ti B€AeTe va oke@Oei, va aiocBavOei kal va TTpagel o v duVANEl TTEAATNG OAG,
WG ATTOTEAEONA TNG ETTIKOIVWVIAG 0AG;

O Tlola gival n oTpaTnyIKA 0AG yia TIC ONUOCIEC OXECEIC KAl ETAIPIKN
uTTEUBUVOTNTQ;

a Tloia gival n oTpaATNYIK OAG «UETA TNV TTWANCN»;
O Twg Ba YeETPATE TNV IKAVOTTOINON TWV TTEAATWY OAGC;
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Strategic Marketing Plan

X. Xpovodiaypaupa EVEPYEIWV Kl TTPOUTTOAOYIOHOU KOO TOUG.
O TlpoypduuaTta, KOOTOAOYNON, EYKPIOEIG, EPEUVES AYOPAGC KATT.
0 Paid vs own vs earned media,

Xl. YAotroinon mrapakoAouOnon, HETPNOoN Kal BeEATiwoN
O lwg Ba YETPAOCETE TNV ATTOTEAECUATIKOTNTA TWV dPACTNPIOTATWY PNAPKETIVYK;
O MNwg Ba TIC TTPOCAPUOCETE/PBEATILVOETE;
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IxvnAaTtwvTag Tnv ETTiTuxia

H emiTtuxia oXeTifeTal NE TOV «TPOTTO» ME TOV OTTOIO HIA ETTIXEIPNON,
agloTTOIWVTAG Ta OEdOUEVA TTOU OXETICOVTAI ME TOV TTEAATN TG, TTOPAYEI
«YVWOonN» N oTroia HETATPETTETAI O€ TTWANOCEIG:

KdBs popd TTou £Evag NEHOVWHEVOGS TTEAATNG EPXETAI O€ ETTAPR MAli TNG
— OTTOTEONTTOTE, OTTOUDNTTOTE, PE OTTOIOVONTIOTE TPOTTO, UE
OTTOIOVONTTOTE CUVEPYATN).

OTav n emiXeipnon TPOoEeYYilel CUYKEKPIMEVEG OMADEG TTEAATWV
UAOTTOIWVTOG EVEPYEIEG TTWANROEWYV KAl marketing pe otéxo Tnv
ATTOTEAECHATIKE) TTPOCEAKUON ATTOKTNON S1ATHPNON KAl aU§non Toug.
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