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= & BMC workshop
i 14 G M G/\ TO AVTIKEIHEVO TG MApOoUTiaong

KENTPO E©OEAONTOQN MANATZEP EAAAAOL

H mmapouciaocn mou akoAouOci, piIA0d0Eci va ocag evhHEPWOEI
via Tnv €§€Aifn Tov marketing, n omoia odnynoe ornv
Xpnon kai xpnoipérnra rou Business Model Canvas

(BMC)
To BMC cival éva ouyxXpovo emyeipnHATIKO epyaAcio yia

OTIOIAdNITOTE EMXEIPNON, TTOU E1I8IKA OTNV TIEPITITWON TWV
startups, peyioromoiei Tnv duvarérnra kar méavérnTa

HETATPOTING TNS EMXEIPNHATIKNG 10€ag o€ Biwoiun
EMXEipnon

Eivar emivonon Trou Alexander Osterwalder,
http://alexosterwalder.com/

Mia amré Ti¢ EAGXIOTES MEPIMTWOEIS TTOU £va Eupwnaiko
emyeipnuarTiké epyaleio karakra Tig HIA.

31/01/2020
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u I< G M GA Business Model Canvas

KENTPO E©EAONTOQN MANATZEP EAAAAOX

O Opiopoég p1ag Startup

Mia startup givoal €évag mpoowpivog opyaviopoég o
ommoiog oxnMATI{ETAI TIPOKEINEVOU Vva avalnTNoEl

éva Biwoipo, emMavaAauBavopeEvo Kal EMMEKTACINO
Business Model.

- i ,
STARTUP

O Opi1opoég gival Tou Steve Blank
https://steveblank.com/
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Why 9 out of 10 startups fail,
i< € M EA (according to their founders)

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

Top 20 Reasons Startups Fail

Based on an Analysis of 101 Startup Post-Mortems
No Market Need

R O ot oo | -+

Not the Right Team

t
»~
»

Get Outcompeted
Pricing/Cost Issues
Poor Product

Need/Lack Business Model

Poor Marketing

80 0/ 0 of Apps are only used once

SLLLLL

ivrwara Tarh Cnmedd

Ignore Customers

Product Mis-Timed

w
Fid

Lose Focus

o
P

Disharmony on Team/Investors

-t
”

6
«*

Pivot gone bad

Bad Locauon - %

2

No Financing/Investor Interest

3

Legal Challenges
Don't Use Network/Advisors

Bum Out

@
o

4
»

\ %

Falure to Pivot

31/61/2020
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i< € M EA

KENTPO E©EAONTOQN MANATZEP EAANAAOX

Business Model Canvas

O€AeTE va eEAAXICTOTIOINOCETE TIC MIOAVOTNTES Va
gioTe pia amoé 1€ “9 o1ig 107 ?

AV vdadi, TOTE KATAVONOTE KOl XpNOCIHOIMOIEIOTE
owoTa 1o Business Model Canvas.

Me T™nv Napovuciaon autni) 0a cag eICaydyoupue oTnv
E¢€EAiEn Tou MKT Ta TeAeutaia Xpoévia rmou odnynoe ornv
avaykaioTnTa Tou BMC cav SopikoU gpyalAciou

Emyeipnuarikig avamruing - Business Development
T600 piag Start-up 600 ka1 giIag MOAVEBVIKIC .

31/51/2020
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LYK [@ M [ER H E§éAi§n Tou Marketing

KENTPO E©OEAONTQN MANATZEP EAAAAOX

NMwg peTaBAnOnke 1o Baociko epwrtnua oro MKT ;

NMpooéyyion Mpooéyyion NMpooéyyion
Mpoiévrog Ayopag MeAarn

T1 €XE16 YIa T {nTae1 n T {nTae1 o
MwAnon Ayopa MeAarng

TEXNOAOTIIA NAHPO®OPIAZ /| MEIQZH KOZTOYZ >

31/01/2020
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i< € M EA H E£AIEn Tou Marketing

KENTPO E©EAONTOQN MANATZEP EAAAAOX

AnAadA....

Ano 1o «MmopeiTeE va SITAESETE OTTOI0 XpWHA OEAETE, ApPKEI va gival

-«MOaUpOo» TOU Henry Ford, oTnv emAoyn Kal ayopd auToKIVIITOU, AKOMN
Kal peow ebay Motors!!!

wiowors ¢

1925 Ford Model T Best car buying apps

31/81/2020
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u IK G M GA H E£¢Aifn Tou Marketing

KENTPO E©EAONTOQN MANATZEP EAAAAOX

Kai emmiong....

An6 116 2 emAoy£g yia 6Aoug Tou 1917 amé Tnv Converse (T1 £XE1§ yia
mTwWANon), ornv emAoyn TnG ayopdag amo dida@opa €idn Kal HapKeg (T1 {nTasl
n ayopd), oTo MMPOCWITIKO MAVUHA TToU Ba NOgAe o meAdarng oTa mamouToIa
TOU (T1I {NTAEI O TMEAATNG).

All Star o€ xapé ko Aevko (No skid)  Awdpopeg papkeg AOANTIK®OV [Mpocwmikd uvopa, oudda, Hashtag kin

31/81/2020
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Ané Ta 4P Trou Marketing Mix oro
i< € M EA Business Model Canvas
2 BAOCIKEG £VVOIEG HE TIG OTTOIEG HEYAAWO AHE TIG TIPOOCPATES OEKAETIES
nrav to Marketing Mix pue Ta 4P, kai To Product Life Cycle

To
Marketing Mix
4P

Agv nTav Tuxaio mwg ora 4 oroixEia Tov peiyparog marketing
Oev ﬂtplAdpﬂth‘l‘ al O TmeAar ne- 31/01/2020
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Ané Ta 4P Trou Marketing Mix oro

If I< G M GA Business Model Canvas

KENTPO E©EAONTQN MANATZEP EAANAAOIZ

H €¢€Ailn Tou Marketing

2 BAOCIKEG £VVOIEG HE TIG OTIOIEC HEYOAWOAHE TIC TIPOCPATES SEKAETIES
nrav To Marketing Mix pe Ta 4P, kai To Product Life Cycle

To Product Life Cycle gival pia kaBapa nmpoiovriky onTtikn Tou Marketing.

-t Stage of the product life cycle -
introduction Growth Maturity Decline
§ Total industry \
5 sales revenua
g Total Industry
§ prtillt
o ¢ 3 s——
ZNHEIWTEO OTI HOG / LS
y v e 4{ — —_— \
Ka@odnyouoe yia To €ido¢ S | |
- H MARKETING GAIN STRESS MAINTAIN BRAND HARVESTING,
Evspvsuﬂv M a rketl n g OBJECTIVE AWARENESS DIFFERENTIATION LOYALTY DELETION
4 % S Few More Many Reduced
mou Oa émpeme | sompernon
v
v Aotrol Prod £ o MQ!%, ‘Prod t eS!
a UhoTroingoupe ~Produc One . i, Produc
. . = S
0'£ Kae£ o“raalo' Skimming or SGain market L Stay protfitable
Price penetration share, deal market share,
profit
I,. : - - Intorm, Stress Reminder Minimal
Promotion aciuoate aompetitive orientad pramaotion
b difforences
Limited More outlets Maximum Feweor outiets
outlets

Place
{Aistribution)

31/01/2020
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ud Ané Ta 4P Tou Marketing Mix oTo
I< G M G A Business Model Canvas

KENTPO E©OEAONTOQN MANATZEP EAAAAOX

Amné 1o Product Life Cycle oro Customer Life Cycle

H €$€Ai1En TwV UTTOAOYIOTWYV £0WOE TEPAOTIO WONON O€
epyalcia kai pe@6doug 6mmwg Tto Database Marketing, kai
TO CRM (Customer Relationship Marketing) pe amotéAsopa
Va HITOPOUV Ol ETUIPEIES VA «PTAVOUV» TOV KAOE éva
meAaTn.

O1 mpoowmiKoi UTTOAOYIOTEG OTAa TEAN TGS SekasTiag Tou ‘90
ka1 n ékpnén Tou Web Marketing, Twv Social Media, Tou
Mobile Marketing kAmn. edpaiwoe 1o Interactive Marketing.
ANnAadn eMETPEWE OE MEAATEG KAl ETAIPEIEG VA ETTIKOIVWVOUV
ameuBeiag .

To Product Life Cycle d&ev pmmopei mMA€OV va EKTTIPOCWTIEI
TNV VEA KATACTAON .

To Customer Life Cycle, To «unmokaréoTnoer,

31/01/2020
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Ané Ta 4P Trou Marketing Mix oro
u I< G M GA Business Model Canvas

KENTPO E©EAONTOQN MANATZEP EAAAAOX

Amné 1o Product oro Customer Life Cycle
Molo givan autd ?

O Kvkhog Zong tov Ileddn

Kevo MpooEAKUONG

AuVnTiKo = 2 N
. ) 'rr::’)\ndmgg = Kevo ATTOKTNONG
Kevo MNvwong

ESumrnpéErnon
MeAdrn

Kevo Alartnpho

31/01/2020
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An6 Ta 4P Tou Marketing Mi
LTIk € M EA """ Business Model Canvas

KENTPO EOEAONTQN MANATZEP EAAAAOX

Amné 1o Product oro Customer Life Cycle
Molo givan autd ?

Mmopeite va 1o 8€iTe ka1 ge auTi) TV Hop®N

ETTOEIDETD,

31/01/2020
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Amné Ta 4P rou Marketing Mix oto
T €M EA Business Model Canvas

KENTPO EOEAONTQN MANATZEP EAAAAOZ

H €¢€Ai1gn Tou S1aAOYOU HE TOUG TTEAQTEG

210 mapadooiako Marketing Mix Ttwv 4P,

APKOUCE OCUXVA N €oTiaon o€ éva Baociko 6@eAog, To USP
(Unique Selling Proposition), n diapniuion amé 1-2 Baocika
HECO, KOl iCWG KAl N TTAPOXN KATTOIOU TTIPOWONTIKOU
KIVATPOU, TIPOKEIHEVOU VA EMTUXOUHE MWANOCEIG.

To marketing NTav £€vag EMKOIVWVIOKOS HOVOOPOHOG.

2€ avTiOeon pe To MapeAOov, n cuyxpovn
EMYEIPNHATIKOTNTA ATTAITEI S10OPACTIKE, SI1ATIPOCWITIKN
Kol ONUIOUPYIKN EMKOIVWVIA HE TOUG TIEAATEG, TIAVTA ME
OpouUg EUTTAOKNG TOU TTIEAATN.

31/01/2020
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L? i< [El M| €A A1ré 1o apxik6 AIDA oTo Digital Sales Funnel

KENTPO E©OEAONTQN MANATZEP EAAAAOX

To 1898, 0 AJEPIKAVOG TTPWTOTTOPOG SIAPRHMIONG KAl TTWARCEWYV, 0 E.
St. EImo Lewis avérmrTuge Eva TTpaKTIKO epyaAgio TwWAROoewyV , To AIDA
Sales Funnel.

Market
Awareness potential

“Suspeds

Number of

prospective

purchasers Prospects
YiVeile]g Ml Customers

31/01/2020
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i< ¢ M EA

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

AT1ro 10 apXIK6 AIDA oTto Digital Sales Funnel

AIDA Traditional Sales Funnel

Market
potential

Awareness

Suspects

Number of
prospective

purchasers Prospects

Ji¥ei (o] gl Customers

SOCIAL MEDIA

L F19O Lin |« 2l

Digital Marketing Sales Funnel

Awareness

Prim Tools: Content marketing,
Social Media, Paid Advertisements,
SEO/SEM, Public Relations

Lead Generation

Primary Tools: Landing Pages, E-books,
Newsletter, Free Tools, Case Studies, Retargeting

Ry
— Bty
vvecision s>
Pri Tools: Sales Pages, Free Consultation, Trust N RPOrunit
Signs, Promotions, Free Trials, Demos, Email Marketing e
Pri Tools: Payment System, Shopping W

Cart, Reviews and Referrals

31/01/2020
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LY 1K [€ M €A A1ré To apxIko AIDA oto Digital Sales Funnel

KENTPO E©OEAONTQN MANATZEP EAAAAOX

H diapopd petacu Tou AIDA Sales Funnel kail Tou Digital Sales Funnel givai
TO0ON 600 £vVOC NAEKTPOKivNTOU auTokivnTou Tou 1905 kal evoc TESLA.

‘Exouv OpWwG TIC idIEG apXEG Kivnang, 4 TTodia, 2 YATIa KAl N 1I0XUG TNG
MNXAVAG TOUG UETPATE O€ iTrTToduvapn.
Karti Té€To10 oupBaivel kal oTo ...marketing.

31/01/2020
Page 17



LY 1K (€1 M [EA Arr6 1o apxiké AIDA oTo Get-Keep-Grow Sales Funnel

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

To id10 gpyaAcgio xpnoigoTroigital ofuepa atro Tov Steve Blank,mpokeipévou va
ggnynoel Tnv diadikacia «How to Get, Keep and Grow Customers»,
Xpnoigotroiwvtag owned, paid kal earned media.

Earned and :
Paid Media Physical Products
“Get Customers” Funnel “Get Customers” PET, “Grow Customers”
Updates
Loyalty l
Programs \

Customers”

|

Customer Customer
satisfaction surveys  check-in calls

.un

=
L
v
.~
v
-
-

Bujjpung

Purchase

P

y
= W 2012 Steve Blank

<

.
\ S,
\_\
L g <>
~~
=

31/01/2020
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Ané Ta 4P Tou Marketing Mix oTo
I:o!fonemhf AC:M/} Business Model Canvas

ZNUHEpA Ta onpeia (touch points) mou o MEAATNG EPXETAI CE ETTAPN
HE TNV eTaIpEia og kaBe paon Customer Life Cycle cival mapa
moAAd kai ota MNMNapadoociaka £€Xouv MPOCTEDEI TA YN@Iaka .

R e s PP e S S _
i ek Newsletter !
. . , l
: ORA Méco emaorg »
! PPC o o @ @ Reviews munity | S’ !
! ‘ ‘ Forum Social Networks ‘ |
| Email ’ ! Blog O :
. " \ .
I .
; Online Ads’ :
- |

Direct Mail
Email

/ Word of Mouth ,

L Hapoadoorwoxkd Méco emaenc

31/01/2020
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I An6 Ta 4P Tou Marketing Mix oto
kI € MCGA Business Model Canvas

KENTPO EOEAONTQN MANATZEP EAAAAOZ

H Oswpnon Twv 4P’s Kal MaylwHEVEG EVEPYEIES AVA Ppaon
KUKAOU TTPOIOVTOG BEV HTTOPOUV VA AVTATTIOKPIOOUV oTnVv
VEA TIPAYHATIKOTNTO .

Ta onUEia emMa@ng €ival TApa MOoAAG Kal N KaraoTaon
YiveTal aKOHN MO MOAUTTAOKN KaOwGg yia KaGBe onpeio
ema@ng Oa amairnO&ei mOavov diaopomoinuEvo
TIEPIEXOHEVO KAl EMKOIVWVIOKN CTPATNYIKN .

Touchpoint Mapping

OONnYyoUHaOoTE AOCITTIOV OTNV AVAYKN VA KAVOUME HIA
xaproypdapnon (Touchpoint Mapping), n ommoia 6a
Aappavel ur’ oYwn Tov eUupuUTEPO KUKAO {wN¢S TOu TEAATN
(Customer Life Cycle).

Oa doUpe MpwTa TA 3 €idN ONUEIWV eMAPNS HE TTEAATES KOl
OTN OUVEXEIA £€va EVOEIKTIKO Template xaproypapnong.

31/01/2020
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Ané Ta 4P Tou Marketing Mix oTo
I K [€ M EA Business Model Canvas

KENTPO EOEAONTQN MANATZEP EAAAAOZ

Ta 3 €idn onpeiwyv emMa@ng HE TTEAATEG

Paid:

Mapadooiakd Kal Yn@IaKa S1a@nUIoTIKA KUPIwWG

HEoa, OrTwg TV spots, PPC Ads, Posters KAm.

Owned:

EAeyxopeva mAnpo@oplaka kupiwg péoca onmwg Web Page,
Blogs, Apps, Facebook page kAm.

Earned:

Mn eAeyXOHEVA KOIVWVIKAG HETa OTTwG Re-tweets,

Facebook, word-of-mouth kAm.

31/01/2020
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Anoé Ta 4P Tou Marketing Mix
Wik € MEA oto Business Model Canvas

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

Customer
Journey/Life Before Purchase Purchase After Purchase

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 kAm.

31/01/2020
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= = Amé Ta 4P Tou Marketing Mix
u I< C M CA ot1o Business Model Canvas

KENTPO E©EAONTOQN MANATZEP EAAAAOX

Channels, Customer Relationship, Customer Journey
Touch point Mapping.
To mapadsiypa ayopag piag ¥norapiag Yypaepiouv.

31/01/2020
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i< € M cA

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

Customer Touchpoint Mapping

Customer
Journey/Life

Cycle Mapping

Touch Points | Awareness | __Evaluation | __Purchase | Usage | __Lloyalty

Website

E-Shop

Face to Face

In-Store

Call Center

Facebook

Reviews

Web Forums

Email

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,
aloAoynon

Salonica e-shop
€18IKN TTPOCPOoPA

EvioAn/Ayopd

After Purchase

Installation Video
By Broil King

NapaAapn/
YLuVApPPOAOYNON

Evxapiotnplo
email

Yovtayeg/ tips.
Up Selling
Cross Selling



= = Ané Ta 4P Tou Marketing Mix
u I< C M CA ot1o Business Model Canvas

KENTPO E©EAONTOQN MANATZEP EAAAAOX

TEAIKA TO AYOPAOCTIKO £YIVE KOl YEUOTIKO Tagid1 mou
AVAVEWVETAI CUVEXWC HE VEEC CUVTAYES

Apvioia hamburgers pe Tlarlixi

31/01/2020
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http://www.firestuff.gr/Portals/0/productimages/522_08595.jpg

Customer Touchpoint Mapping
WK € MEA Napadciypa Cross Selling

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

BROIL KING XTHPITMATA IN''A ®TEPA KAI MIMOYTIA KOTOINOYAO.
e Tiun 30,00 €
o 2THPIFMATATIA ®TEPA KAI MIMOYTIA KOTOINOYAOY.

31/01/2020
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Ané Ta 4P Tou Marketing Mix
l: IK C M GA oTo Business Model Canvas

KENTPO E©OEAONTQN MANATZEP EAAAAOX

Fromm 4 P’s To SAVE

b )
n Product » a Solution

" - :

- =

) R
= | Price »

-

_J
> l ‘ | — lEducauonl \
| Promotionj » — |En nt

E181ka oTov Topéa B2C n €§icowon NwARCewyv mou givai

Value

—

Sales = Performance + Emotion

Price
ATTOITEI OINWPOPETIKNA £HEPAOCTN TIPOS TNV AOYIKHN Kdl TO ouvaiodOnu
TOU TTEAATH, TTOU IpoummoBéTel epummAokn (Engagement), kar mou

npooTédnke oto SAVE. *pags 27



Amé Ta 4P Tou Marketing Mix
Wik ¢ MEéa oto Business Model Canvas

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

AvTi yia To Tpoiov (product), eoTiaocTe otnv Auon (Solution)

MpoodiopicTE TV TPOCPOPG OE OXEON HE KAAUTITOHEVEG
AvVAYKEG/AUOTEIG, OXI IB10TNTEG, AEITOUPYIEG KAl TEXVIKA XAPOAKTNPIOTIKA.

[3 EYPQMAIKH

METH it
W \i
o

31/01/2020
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Ané Ta 4P Tou Marketing Mix
u I< €] M| €A otTo Business Model Canvas

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

AvrTi yia Tnv diavoun (place), eorniaore ornv NpoéoBaon (Access)

AnpIoupyYNOTE £€va OAOKANPWHEVO CUCTNHA ETAIPIKNG TTAPOUCIAS OTA
KavaAia, HE BGon To OUVOAIKO «ayopaoTIKO Tageidi» Tou meAdrn, avri va
OWOETE EPPACT OE HEHOVWHEVA CHHEIA SIavounNg Kal KavaAia
EMKOIVWVIiaG.

31/01/2020
Page 29



Ané Ta 4P Tou Marketing Mix
l: IK C M GA ot10 Business Model Canvas

KENTPO E©OEAONTQN MANATZEP EAAAAOX

AvrTi yia Tnv Tign (price), eoTiaocre ornv Alia (Value)

AvapepOciTte OTAO OQPEAN TOU TIPOIOVTOG/UTINPECIAG OAG OE OXEON HE TV
TIMN TOU XWPIiC va OWOETE EHEPAOCT OTNV TIMNN TOU, OE OUVAPTNON HE TO
KOOTOG TTIAPAYWYNG, TIEPIOWPIA KEPOOUG, | TIHEG AVTAYWVICHOU.

g ~

EocwTepIKN
TapoOPHUNOoN

:i: inner drive

31/01/2020
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Ané Ta 4P Tou Marketing Mix
Wik ¢ MEéa oto Business Model Canvas

KENTPO E©OEAONTQN MANATZEP EAAAAOX

AvTi yia Tnv mpowOnon (promotion), goTiaore ornv EKmaidsuon
(Education) ka1 Tnv epmrAokin (engagement) Tou karavaAwTn

MapéXeTe TANPOPOPNON OXETIKN HE OI1APOPOTTOINHEVES AVAYKES OE KAOE
ONHEIO TOU «KUKAOU (WNGS» TOU TMEAATN, avTi va BacileoTe AITOKAEICTIKA
og AilapRpion/PR/MpowOnon.

31/01/2020
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Ané Ta 4P Tou Marketing Mix oTo
D K (€ M| [EA Business Model Canvas

KENTPO EOEAONTQN MANATZEP EAAAAOZ

H eqpappoyn TnG mMEAATOKEVTPIKNG TIPOCEYYIONG

Onwg Oa doUpe oTnVv ouvéxeia, To Business Model
Canvas Hag «UTTOXPEWVEI» VA EQPAPHOCOUHE AUTH TV
MEAATOKEVTPIKE ONITIKN 0TO EmM)eipnuariké MovréAo pag,
KOl VO TNV OITOTUTTWOOUHE CE HIO OEAida.

Agv gival TUXaio Mw¢ aVOAUOUHME ThV ayopd
Xpnoipomoiwvrtag Ta 4P, ka1 Tnv karakToupue pe To SAVE.

31/01/2020
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l: I< G M GA Business Model Canvas

KENTPO E©EAONTOQN MANATZEP EAAAAOX

Opiop6¢ Emyceipnuarikod MovréAou

Eva emyeipnUaTiké HOovTEéAO TIEPIYPAPE! TOV TPOTTIO HE TOV OTMOIO €vag
opyaviouog dnpioupyei, mpoo@épel adia ka1 apeiferal.

Eival n amreikévion Tng emyeipnuaTikig AOyIKNG§ Kal oTparnyikig Tng

NMwg cival Suvardév va nepiypa@ei e capnvela yia Hia EmXEipnon ;

To mMAéov SNHOYIAEGS epyalEio TIEpIypa@ig Tou, gival o KapBdag mmou
emvonoe o Alexander Osterwalder. A TOo S0UpE 31/01/2020
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Moioi givai ol KVpIol
OULVEPYATEG HAG?

Moioi givai ol KVpIol
mTPouNOeLTEG uag?

Moia onuavrika
UéoQ amoKTAaue amo
OULVEPYATEG HAG?

Moieg KOPIES
SpaoTnpIoTNTES
EKTEAOLYV
OULVEPYATEG HAG?

samavnpa?

Business ModelNGanvas

ECWTEPIKES
ETAIPIKEG SIEPYATid
amairei:

..n MpoTeIvouevn
agia?

.. T KavaAia
emKoivaviag Kal
Siavoung?
.. O1r poéc €006 V7

R e
o€ KAB¢ meAareiakn
ouaséa?

Moio mpoPBAnua/ra
KAO¢ meAATeIiakng
ouadag BonBapue
va Av6si?

POIOVT®YV Kai/n
TNPECIOV

Moia sival Ta MAéov onNUAvVTIKA KOOTN TOL
business model pag?
Moia amoé Tra amaitovueva péoa gival T1a mAéov

Key Resource$
Moiovg KLPIOLS

mopouvg/ yéca
amairei:

.. H mporeivouevn
aéia?

.. T KavaAia
EMKOIVAVIAg Kg
Siavoung?

Moieg Ao TIC ATTAITOVUEVES ECTWTEPIKES

:6:£pyaoi£g givail ol mAéov Samavnpég ?

POOCPEPOLUE OF
kaO¢ meAareiakn
ouasda?

Moieg avaykeg Kabe
meEAATEIQKNG
ouasdag

enue

Customer

Relatinnshin

Me¢ SiaxeipiopyaoTe
TNV MPOOCEYYIOoN,
amoKTnon
efumrnpérnon, avénon
Kal TToToTNTA TV
meAQTOV?

Mg Siacvvséovral pe
T4 AOITTA OTOIXEia TOL
business model?

Channels
Méoo moicdv

KavaAiv emluvuoby
ol MeAATES Pag va
TOLG MMPOOEyYioOLUE?
Medg TOLS
mpooeyyidovv AAAeg
eTaipeieg?

Moia kavaAia sivai mo
amosoTika? Mg 1
KOOTOG?

MNa moia mapexouevn aia ol TeEAQTeS
&éxovral va mAnpwoouvv?
Ti ayopadouyv Kai TI/TTeS TAnP@voLy
onuepa?
Me¢ 6a mporiyoboav va mAnpwoouvv?
Meg Ta empuépouvg éooda cvufaiiovyv
AIKG £é006a7?

Customer
Segments

la rroieg
MEAATEIAKES
ouadeg
dnuiovpyoovue
aéia?

Moioi givai o1 mo
onMUAvTIKoi yag
meAAreg?

Mog
Siagpopormoioby
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Mog
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EXEl AVAKAALYEI TOLG TTEAATEG
oL £ELTTNPETEI .

AIaQOPETIKA £idN TTEAATOV
KartnyoplotrolovvTal e faon
TIC SIAPOPETIKEG AVAYKEG TOVL.
Persona

/

RevenueeSireams
MNa moia mapexouevn aia ol meAAreg

&éxovral va mAnpwoouvv?

Ti ayopadovuyv Kai 1i/TdS TANP@vVoLY
onuepa?

Mawg 6a mporiyoboav va mAnpwoouvv?
Mog Ta emuépouvg éooda cvufdailovy ora
OULVOAIKG £é006Q?

Cost Structur

Moia gival Ta mAéov onUAvVTIKG KOOTN TOL
business model pag?

Moia amoé Ta amaitovueva péoa gival Ta mAéov
damavnpa?

Moieg Ao TIC ATTAITOVUEVES ECWTEPIKES
Siepyaacieg eivai ol mAéov Samavnpég ?
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onMUAvTIKoi yag

iﬂgﬁa%wv EmMOLUOLY

ol MeAATES Pag va

Customer ‘ Customer
Rl BikRaGkdpacre | Segments
TNV MPOOCEyyYIOoN,
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on, av§non

TOLG TTPpoOoEyYyiooLUE? meAareg?

Meg Tovg Nog '

mpooeyyifovv AAAeg 5'°<P°POTT°'°'DVTC"

£Talp£l£g7 Snuoypagika kai

Moié k 1a givaimo | YouxoypaPika?
IKa? Me i

RevenueeSireams

1a Tola mapexouevn adia ol meAAreg
EXOVTaIl va MANPWOoOoLV?
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Mog Ta emuépouvg éooda cvufdailovy ora
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Key Activities

6.01 KOPIES
§pacTNPIOTNTEG TTOL
eKTENE N EMIXEiPNON
TTPOKEIYEVOL Va
£papHoOTEl TO
EMYEIPNHATIKO
HOVTEAO TNG.

8.0| KLPIOTEPOI
OLVEPYATEG Kal
TTPOUNOELLTEG
Hag

Key Resources

7 .0 KLPIOTEPOI
LAIKOI Kal dvAol
TTOPOI GTOLG
orroiovg
BaoifopaoTe yia T
Aairovpyia Tov
EMYEIPNHATIKOV
povTéAOL pHag

Value Proposition

20 oLVSLATUOG
TEOIOVT®YV /
LTTNPECIROV TTOL
TTPOTEIVOLHE,
TTPOKEIPMEVOL VA
IKQVOTTOINOOLYE TIG
AOYIKEG Iy Kal
oLVAICONUATIKES
avaykeg Kade
opadag meAaToV
Hag

Customer
Relationship

410 €isog TV
OXEOEWYV TTOL
KAANIEPYOULLE HE KAOE
pia ammé TIg opAdeg TV
meAaToV Hag, avaloya
pe TO OTASI0 TOL

Customer
Segments

1. o opasdeg
MEAATAOV HAG Kal TA
Siagpoporola
XAPAKTNPIOTIKA

KOKAOL JWNG TOLG. TOLC
Channels (Anpoypa®Ika,
YouxoypaPika,

3.Tc1 KavaAia péca
amo Ta ormoia
TMPOOEYYI{OLUE TOLG
MEAQTEG pAG,
£MKOIV@VOULHE padi
TOLG, TPOWOOLHE Kal
TOLG (TTAOLHEN TRV

Mpoteivousvn Afia

HAIKIGKA KATT.)

_—

Cost Structure

9.Ta KLPIOTEPA KOOTN TTOL amaiToLvral
yIa TNV EMXEIPNHATIKA mpoomadeid pag

Revenue Streams

50 poic 006wV, §EXWPICTA Yia KABE
THAHA TTEAQTEV HAgG, Yia KAe walakn
mpoTacnh TNG EMXEiPNONG
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H xpnnon kai xpnopornra rov BMC

To Business Model Canvas kaB@odnyei Tov emysipnuaria
CUTTOXPEWTIKA» VA AKOAOUONOCEI TNV MEAATOKEVTPIKN
auUTH TIPOCEYYION, HE TIGC 4 EVOTNTES TOU

Value Proposition
Customer Segments
Customer Relationships
Channels

P O DR

-===:OTIOU Ta 4P (Product, Place, Price, Promotion)
peraoxnuari{ovrai pe Baon ro SAVE ok ...... 41 (MNeAareg,
Mporeivéopevn adia, NpoéoBaon, NMeAareiakéS OXETEIS).
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e Business Model Generation
A Handbook for Visionaries, Game Changers, and Challengers
Written by Alexander Osterwalder and Yves Pigneur

e 6 mikpa video yia To BMC
Strategyzer (www.kemel.gr/node/1393)

e BMC, Auvapuiké EpyaAcio ETTiXeipnUaTIKOTNTOG .
ApBpo ara eAAnvika amo A. lNaéiuadn | Site KEMEA
www.kemel.gr/node/536

e Ryan Air vs Virgin Atlantic. BMC oTtnv Tpaén
ApBpo ara eAAnvika amo A. lNaéiuadn | Site KEMEA
www.kemel.gr/node/540
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