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T i< (€ M [EA

KENTPO E@EAONTQN MANATZEP EAAAAOZ

2Tparnyikn Marketing & Emikoivwviag piag startup

e AVTIKEIMEVO TNG TTApPOUCiaong MAG €ival va EOTIAOOUME OUCIACTIKA OTO «OIA
Tauta» Tou Marketing kai TG €TTIKOIVWVIAG TTOU €ival n OTPATNYIKN

TTPoo£AKUONG, dlIATAPNONG KAl algnoNng TNG TTEAATEIAKNS BAong piag Startup.

e 'Exoupe mrepdoel TNV @acn tou Customer Development €xoupe kataypayel Ta
pains, gains kai jobs to be done, £xel EUBUYPAUUIOTEI N TTPOTEIVOPEVN ACia WG
AUon oTa TpoPBAnuara Twv Customer Personas (UTTAPXOUV QVAAUTIKEG
TTapouaciaoelg oTo https://www.kemel.gr/), kal Twpa TTPETTEI va
QAVTIMETWTTIOOUE TO... OnNpio, TNV TTPAYUATIKI) ayopd.

e Eival trepittou 60TTWE TV NUEPA TTOU Ba 0dNYACOUPE POVOI JAG AUTOKIVNTO.

e Kal Twpa TI KAVOUUE?
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S IK € M EA How to Get, keep and Grow Customers

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

e Ma oT TrEpiTTOU KAVANE Kal TTPIV EQEUPEBOUV oI Opol startup, Business Model
Canvas,Touch Point Mapping, Virality Coefficient KATT..

e Bpiokoupe duvnTIKOUG TTEAATEC, KAVOUNE APXIKEG KAl ETTAVAANTITIKEG
TTWANOCEIG, KAl TIPOCTIAB0UNE VA TOUG KAVOUNE TTIOTOUG TTEAQTEG, vVa
ayopAadouv ouxVOTEPA KAl JEYAAUTEPNG ACIOC TTPOIOVTA 1) UTTNPECIEC MAG, KAl
yiaTi OX1, TTIPECREUTEG PaG.

e AnAadn “Get, Keep and Grow Customers”.

e Oa eKTTAQYEITE PE TIC OUOIOTNTES TOU XOEC KAl TOU ONPEPA, KAl TTOGO UTTOPOUV
va 0a¢ BonBrioouv va katavonooupe TV dladikagia arrokTtnong, d1atnenong
KAl au¢nong Twv TTEAQTWY KAl TwV TTWANCEWV JAG.
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= K € M CGA QY [MoAuttAokoTnTa Tou Marketing kai Tng ETmkoivwviag

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

e To marketing eBswpeito avékabev, Kal gival, PdIa JOVTEPVA, dNUIOUPYIKN,
TTOAUCUVOETN, DIAPKWG ECEAICOONEVN ETTIOTAMN.

e BéBaia nBeAnuéva ) aBEANTa, o1 diIa@opeg £€eIdIKEUOEIC TOU marketing,
«METAAAGOOOVTAVY CUVEXWG, UE TNV ONMIoUPYia Kal autovounaon diapopwy
eCEIDIKEVOEWV [E DEUTEPO OUVOETIKO TO marketing.

e Tnv 10¢€tia Tou 70 utmpxav oTov Xwpo Tou Marketing kai TnG ETkoivwviag
MoOvo AlapnuIoTIKEG eTaIpieg, ETaipiec 2uppouAwv Marketing, Anuoaciwv
2X€oewv Kal NMpowBnonc NwAoewv.

e 'HOn katd tnv 10¢Tia Tou '80 TrpooTEONKav eTaipieg Relationship Marketing,
Mail Marketing, Database Marketing, Loyalty Marketing, Event Marketing,
Sports Marketing, Promotional Marketing, Niche Marketing, Guerilla
Marketing, K.ATT. K.ATT.
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I-' IK € M CA QY [ToAuttAokoTnNTa TOU Marketing kai Tng ETmkoivwviag

KENTPO E@EAONTQN MANATZEP EAAAAOZ

e H kardoTtaon... emosivwONKe Ye TNV EAeuon TNG YNPIAKAG ETTOXNG TTOU
TToAAaTTAaciace Tnv opoAoyia Tou marketing pe EKATOVTADEG VEOUC OPOUG Kal
eCEIDIKEVOEIC, APXIKA ME TNV TTPOCBNAKN £VOC e 0TTws e-CRM, e-RFM, e-Shop,
e-Mail Marketing KATT., Kal OTNV CUVEXEIQ UE VEEC OTPATNYIKES £CEIDIKEVOEIC,
ommw¢ word of Mouth Marketing, Call to Action (CTA) Marketing, On-Line
Marketing, Viral Marketing, Content Marketing, Evangelism Marketing.. K.ATT.

e Qa Bpeite 54 aTTo TIC EKATOVTADES OTPATNYIKWY Marketing dw:

e Word of Mouth Mktg Seasonal Marketing Personalised Marketing
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http://cultbranding.com/ceo/52-types-of-marketing-strategies/

l: I '€ M CA 5,516 Marketing n kKUpla aitia atrotuyxiacg Twv Startups.

KENTPO E@EAONTQN MANATZEP EAAAAOZ

e [lwg Evag atrogolTog T1.X. Tou MNMoAutexveiou r) ["'ewTtrovikou lNavetmiotTnuiou Ba
KATavonoel TNV onpaacia, xprnon Kai xpnoiuotnta tou Marketing péoa atro Tig
OUNTTANYAOEC XIANIAdWV DIAPOPETIKWYVY KAl CUXVA CUYKPOUONEVWY OPICHUWY,
AQOPICHWY, MOVTEAWYV, TTPOCEYYIOEWY KAl EPYAAEIWY TTOU «TTPOTEIVOVTAI»
O0TO OI100IKTUO?

e ‘lowg d¢ev gival kKaBoAou Tuxaio ot 9 oTig 10 startups atroTuyxAavouv, Kal yia TO
42% n aitia TG aTTOTUXIAG TTOU avag@Epouv ol Founders civail... no market

need 1 Top 20 Reasons Startups Fail
e Based on an Analysis of |01 Startup Post-Mortems

No Market Need

Ran Out of Cash

Not the Right Team

Get Outcompeted

Pricing/Cost Issues

Poor Product

Need/Lack Business Model

80 0/ 0 of Apps are only used once

SRTTIAR

Poor Marketing

Ignore Customers

Product Mis-Timed

Lose Focus

Disharmony on Team/Investors
Pivot gone bad

Lack Passion

24/01/2018
Page 6

0
~ " .
- I I I I I I
d o oo 9 o
# # * o o
W W oW =
P T T S Y
S 3 -
® R o o



u IK C M GA To meplexopevo TnG MNapouaiaong

KENTPO E@EAONTQN MANATZEP EAAAAOZ

e 2TnV TTapouadiacn TTou akoAouBei Ba KAvoupe TTPWTA EVa GUVTOUO TACiOI
OTOV ETTIXEIPNMATIKO XPOVO, £T01 WOTE VA KATAVONOOUNE KOAUTEPQ TOUG
Bacikoug TTUAWVEG TOU ouyxpovou marketing, doouEvoug JEoa aTro TNV
YVWaon Kal EUTTEIPIa TNG OUAAOYIKNG dIAPOPETIKOTNTAG TwV PeAwV Tou KEMEA,
KAl EUTTAOUTIOUEVA ATTO TIG TTAEOV OUYXPOVEG TTPOKTIKEG UE TNV TTICTOTTOINON
NG peBodoAoyiag LeanLaunchPad Ttou Steve Blank, kai Tou EupwTtraikou
TTpoypdaupatog Climate CIC pe 10 o110i0 OUVEPYALOUAOTE.

e Oa uyaboupue dnNAadn oe oTparnyiko etritredo “How to Get, Keep and Grow

Customers”. Customer Relationships
Physical Products — Get/Keep/Grow

Earmed and
Pald Media

LTV = Customer Lifetime Value 24/01/2018
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2 1< € M CA Ta @épata Tne MNapouciaonc

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

e Oa KATOVONACOUNE TOUC «OTABUOUC» TOU TAEIOIOU PAG ME PPATEIC/ EVVOIEC
KAEI0IQ, auTég Ba Tav n ECiowon twv MNMwAnoswv (Selling Equation), n
évvola Customer Personas, to Customer Problem-Solution Fit, Ta
Moments of truth, ta Touchpoints, n xaptoypd®non Twv onuUeEiwv ETTAPnG
uE Toug TreEAATEG (Touchpoint Mapping), kal To Sales Funnel, 6TTw¢g auto
EVTAOOETAI OTO I0IQiTEPA onpavTiIKO How to Get, Keep and Grow
Customers, 110U €ival o€ ouvouaouo Pe TNV oxeon Alaxpovikng Agiag
[MeAaTwv/KéoTog Attoktnong (CLTV/CAC), ouoiaoTikd {NTOUUEVO YIa JIa
BILCIUN ETTIXEIPNUATIKA TTPOCTTIABEIQ.

® 2¢& OAEG TIC TTEPITITWOEIC Ba avapepBouue 01O XOEC, OTO.... TIPOXOEC, AAAG Kal
TO ONMEPA UE TTAPADEIYUATA, TTPOKEIPMEVOU VA YiVOUV ATTOAUTA KATAVONTEG Ol
EVVOIEC OAAG Kal N eTIRERBaiwan OTI TO XOEG EVUTTAPXEI OTO CAMEPA KAl
KaBopilel To auplo.
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l: I< C' M GA H Aiaxpoviki €§€AIEn Tou Marketing

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

To x0&eg evutTdpXEl OTO CAMEPA Kal KaBopilel TO auplo

Mapd TNV €ENICH TOUG T AUTOKIVNTA £XOUV OKOUA 4 TTOdIa (TPOXOUGS), OUO PATIO
(pwTa), KAl N atrédoon Tou KIVNTAPA YETPATAI OE... ITTTTOdUVAN,.

nnnnn

Karl
;

Horse vs Horseless Carriage Taxi 1895

Electric car built by , photo from 1895 TESLA Electric Car 24/01/2018
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https://en.wikipedia.org/wiki/File:Benz_Velo_1894.jpg
https://en.wikipedia.org/wiki/File:Thomas_Parker_Electric_car.jpg
https://en.wikipedia.org/wiki/Thomas_Parker_(inventor)

= 1< € M EA H EcCiowaon twv MNwAnocswyv

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

e [lpoUTdBeon yia oTToIadATTOTE TTWANCNG €ival, N TTIPOCPEPOUEVN agia (Aoyikn
| KOl ouvaliodnuaTikr), va gival ueyaAuTepn atrd 10 KOOTOC TG ayopdc Tou
TTPOIOVTOG I TNG UTTNPECIAC, Kal EKPPACETAl aTTO TNV £¢icwon:

e Selling = (Performance + Emotion)

Price
[TpOKEIUEVOU VA ETTITUXOUME TTWANCEIC Ba TTPETTEL:
e Na Nvwpiloupue Tov MNMpwTapxikoé NMeAdarn (Customer Persona)
e Na INvwpiloupue 1o NMpo6BAnpa Tou (Problem Detection Research)
e Na TotmroBerpooupe 10 Mpoidv/iYTrnpeoia wg Auon oto TTPOBANUA
(Positioning)
e Na Emkoivwviooupe atroteAecuaTika (Targeted Media/Content)

Mnyr3: BBDO Discipline, 10¢Tia ‘80
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J K| [€ M EA “The father of selling” by Philip Kotler.

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

H mrpoteivouevn acgia (Value Proposition), TTPOKEIMEVOU VA « TTOUANCEI,
TIPETTEI TTPWTA ATTO OAQ va EUTTEPIEXEI AUECA N EUPETa TNV Auon (Solution)
TTOU TTPOCPEPEI OTO KOIVO TTOU ATTEUBUVETAI KAl VA ETTIKOIVWVEI TNV PACIKNA
TOTT00€TNON TOU Brand atmroteAeopartikd, dnAadn va TTeiBel cUPPWVa JE TIG
TTpouTtro0£o¢elg Product-market fit.

[Mpoo@arta uttETTece aTnV avTiAnywn pag ot o Philip Kotler avépepe o€ ouiAia
TOU TTWG 0 AploToTéEANG Tav 10 «Google TG €TTOXNAG TOU», OEQOUEVOU OTI
EIXE TTEPIOOCOTEPEC YVWOEIG ATTO OTTOIOVONTIOTE, Kal OIEPWTNONKE av gival
emmiong “the father of selling”.

H mTpwTtn €KTTANEN pag TTPONABE aTTd TNV OPOoIOTNTA PE TNV «ECiowWaon
TTwAnons» NG BBDO 1n¢ 10¢Tiag Tou ‘80, he TNV AvTioTOIXN «ECiCWON
TeIBoUc» oTnv PnTopikrf Tou ApIOTOTEAN TTOU ATAV:

Me1Bw = Adyog + NdaBog + 'HBo¢g
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« 1K € M CA H MArpng E€iowon

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

H 1mpo 2500 eTwv «&gicwon TnG TEIO0UG» TTOU TTPOKUTITEI ATTO TNV
PnTopikn} Tou ApIoTOTEAN, OV CUOXETICETAI ME TO TTPOIOVTIKO marketing Tou
X0€eG, OTTOU N ETTIKOIVWVIA NTAV PIag KateuBuvong, aAAG oTo d1adpacTIKO
marketing Tou oPEPA Kal TOU aUplo, OTTOU O TTEAATNG PTTOPEI TTAEOV KAl
eANEYXEI TO NBOC Kal TNV AEIOTTIOTIA TOU «TTWANTA» Kal TG TTPOTEIVOUEVNG atiag
MEoa atro Ta social media, reviews, blogs KATT.

Etriong pe v mpooBnikn Tou «HBOoC» oTnv €Ciocwon, TTAPEXETAI XWPEOGS KAl
YIQ TNV ETAIPIKNA KAl KOIVWVIKN UTTEUOUVOTNTAG TOU OpYaVIOMOU.

2NuEPa N okEWN Tou ApIoTOTEAN Bewpeital (TouAaxiotov oTi¢ HIA), 1davikn
EUTTIVEUCT OTPATNYIKNG KATEUOBUVONG OTO XWPO TNG ZTPATNYIKAG
Emkoivwviag, TTou avapBaduilel Tnv eCicwan TTwAnong oe:

Selling = (Performance + Emotion + Credibility)/Price

AG €TTIOTPEWYOUPE OPWC aTNV £vvola Aoyiki + ZuvalioOnuarikr Agia pe Katroia
TTapadeiyuyara
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& [Mapadeiyua TTPOIOVTIKAC dIa@MIonS TTOU
KENTPO EOEAONTQN MANATZEP EAAAAOZ GT[E: U e UVgTG' O-TO O- U Va I O-e r] “ G

e Tnv dekaetia Tou 70, {nTNBNnKe amd Tnv BBDO Advertising, va KAvOUuE MIa
dlapnMIoTIKN Kautravia yia 1o Johnny Walker Black, trpokeiyévou va
dnuIoupynoouple {NTnon, WOTE VO «CEOTOKAPEI» O EI0AYWYEAG TNG ATTOONKEG
TOU €T1TEION NTAV TTOAU aKpIO Kal dev To {NTOUCE N ayopa.

e Bynkaue otnv TV pe éva spot 15”7 Aéyovtag «Eival 12 eTwv, yaupo Kal
aKpPIBOY».
e 'EyIveE avApPTTAOTO... £PEUVA AYOPAC £DEIEE OTI ETTITEAOUG, Ol KATAVOAWTEG

UTTOPOUCAV VO TTPOCPEPOUV YIa dWPO £VA OUIOKI TTOU OI ATTODEKTEC Ba
«KataAaBaivav» OTI gival TTpAyuaTi akpipo.
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YK € M EA MNapdadeiypa TPoIoOVTIKAS dla@ruIonS TTOU
KENTPO EOEAONTQN MANATZEP EAAAAOX G-I-raueovg-ral KOU-OTO O-UVGI’O-er“JG

e Acgv gival TUXQio TTWG OTIG EPEUVEG KATAVAAWTWY OEV Ba TTPETTEI VA PWTAME
atrAwG 11 Ba BeAav atrd Eva TTPoIdv, AAAG Kail Ta TTPORANUATA TTOU £€XOUV.

® 2¢& IO €pEuva TToU €0TIAlEI O€ TTPORBANUATA, TT.X. VIO OKUAOTPOYEG, AV TOUG
PWTAOOUWE UE TTOIA KPITHPIO Ba €TTEAEYAV £TOIUN TPO®N YIa TO (WAKI TOUG, N
ouxvoTepn atravrnon 8a nrav £Eva playback armd diagnuioelg TTou HIAGvE yia
OPETITIKOTNTA, UYEIQ, EVECIA K.ATT.

e Or1av OpWG TOUC PWTACETE TI TTPORBAAMATA €XOUV HE TIC TPOPEC YIA TO (WAKI
TOUug, TTOAAOI Ba TTapaTtroveBoUV yia TNV KAKA HUPWOIA TOU OTONATOG KAl TNG
EKTTVOING TOU, TN MUPWOAIA TNG TPOPNG K.ATT.

e Mg TOAAEC duvVaTOTNTEG YIa ouvaloBnuaTikr TOoTToBETNON (pOositioning) Kai
QVATPETTITIKEG TTPOOEYYIOEIC YIa Ta TTaong Joppns Dental Sticks!!

e Ac¢ OoUME PEPIKEG.

24/01/2018
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[Mapadelyua TPOIOVTIKACS dla®nuIong TTou
K€M En ; ,
KENTPO EOEAONTQN MANATZEP EAAAAOZ GT[EUGUV&T(H KGI O-TO O-UVGIGG }JG

Fresh breath.
As tested on humans. Fresh breath.
As tested on humans.

‘ PROT Y !r

: - ! Proxym Dencal Secia have 1 lenger chew ome praven o fight placue,
|

|

-ﬁ rar and bad breats - so doge are kissably clean
» .
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[Mapadeiyua Alapriuiong kai NMpowdnTikou evépyeiag
1Y 1K & ™ @R : : ;
KENTPO EOEAONTON MANATZEP EAAAAOX TTOU QTTEVOUVETAI O€ )\OV|Kn KAl 0UVG|09”UG
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http://naotw-pd.s3.amazonaws.com/images/Pedigreebird.jpg

[Mapadeiyua Alapripiong kai NMpowdnTikou evépyeiag
K€M En , : ;
KENTPO EOEAONTQN MANATZEP EAAAAOZ TrOU GT[&UGUV&:T(” 0-8 AOVIKn KGI O-UVGK)-enIJG

[MpowBnNnTIKA evEépyeia TTOU PE KABE cuokeuaaia DentaStix, xapilel Eva €10IKO
clip yia Tnv ToroBETnon evog Dental stick TTou kAvel ToO OKUAGKI va...
XAUOYEAQEI OTOV PAKO.

Unleash the power

of SelfieSTIX.
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http://www.campaignbrief.com/nz/assets_c/2017/09/SS_phone (1)-264305.html
http://www.campaignbrief.com/nz/assets_c/2017/09/SS_photos (1)-264296.html

YIK € M EGA Opiouoi oxeTikoi pe To Customer Journey Mapping

KENTPO E@EAONTQN MANATZEP EAAAAOZ

Opiopog Customer Journey Mapping

H diadikaoia ammoTuTtwong Kal XapToypdenong, KaTa Tnv oTroia
KataypAgeovTtal Ta onueia eTaeng, EPTTAOKAG Kal diadpaong TTou akoAouBouv
Ol TTEAATEC JAG TTPIV TNV ayopd, KAt Tnv dIAPKEIQ Kal JETA TNV ayopd.

Opiopédg Twyv Toushpoints

Ta Touchpoints €ival Ta onueia ETTAQAG TWV TTEAATWYV PE TNV ETTIXEIPNON TTPIV,
KAt TNV OIAPKEIA | META TNV Ayopd €VOC TTPOIOVTOG, UTTNPETIag N 10£ac.

24/01/2018
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KEI‘;TPO ELjONT!)C:MANXEP E/\C:AAAOZ TO u C h p O i n tS

To k&Be touchpoint gival duvnTiKO anueio dIEAEUONC TOU KOIVOU OTOXOU ATTO

KATTOIO ONUEIO TOU ayopaOTIKOU TACIOIOU ) Tou KUKAoU (wh¢ Tou, OTO
ETTOMEVO.

Kati oav €vag AaupivBog trou TTpETTel va dlaoXioel o TTEAATNG, Kail N dladpopun
TOU QTTEIAEiITAl ATTO onueia TPIBAG, EUTTOdIO KAl DUOKOAIEG.

v

[0

H emxeipnon kaAgital va «onuatodoTHoe» ocwaoTd Tov AaBupiveo,
TTPOKEIMEVOU VA DIEUKOAUVEI TNV DIEAEUCT KOl VA TNV METATPEWEI OE EPTTEIPIO
TTOU CETTEPVA TIC TTPOCDOKIEC TOU TTEAATN. MTTOPEI OUWGS KAl va TOV.
TTAPAKANWYE! JE TO TTATNMA EVOG KOUMTTIOU.

24/01/2018
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https://thumbs.dreamstime.com/z/labyrinth-5708537.jpg

LY iK€ M €A >10 Diigital Marketing, Trepirou éAa yivovral

KENTPO E@EAONTQN MANATZEP EAAAAOZ

‘Evag veéog TpoTToC TTapayyeAiag. MNMapayyéAAete Domino’s Pizza péow
Twitter } Text, xpNOIMOTTOILVTAC ATTAQ TO pizza-slice emoji yia va TNV
evepyotroiNoete. BEBala n 10€a Ba TTpoEkuwe PYETA aTTO apKeTO... Touchpoint
Mapping.
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LYK €™M [eA Touchpoint Mapping Template

KENTPO E@EAONTQN MANATZEP EAAAAOZ

Customer
Journey/Life Before Purchase Purchase After Purchase
Cycle Mapping

Touch Points Loyalty

Website

E-Shop

Face to Face

In-Store

Call Center

Facebook

Reviews

Web Forums

Email

Post

Print/TV KATT.



ik ¢ Mcen

KENTPO E@EAONTQN MANATZEP EAAAAOZ

Napadaiypa Customer Touchpoint Mapping

Customer
Journey/Life

Cycle Mapping

__TouchPoints | Awareness | _ Evaluation | Purchase | __ Usage | Loyalty

Website

E-Shop

Face to Face

In-Store

Call Center

Facebook

Reviews

Web Forums

Email

Post

Before Purchase

Leroy Merlin,
Praktiker, Media
Markt KATT.

Salonica e-shop ,

AAAa shops

DdiNog
Chalandri Shop

Amazon, Various
Brands

Broil King

Leroy
Merlin,Media
Markt, Chalandri

Skroutz/Tiugg,
a&loAoynon

Purchase

Salonica e-shop
€16IkN TTPOCPoPd

EvioAn/Ayopd

ATTooTOAN/Courri
er

After Purchase

Installation Video
By Broil King

MNapaAapny/
YuvapuoAdoynon

Euxapiothpio
email

YovTayécg/ tips.
Up Selling
Cross Selling



u IK € M CA Customer Touchpoint Mapping
KENTPO EOEAONTQN MANATZEP EAAAAOS After Sales follow up

TEAIKA TO AYOPAOTIKO £YIVE Kdl YEUOTIKO TaSid! Trou
AVOAVEWVETAI CUVEXWG HE VEEC CUVTAYES

Apviocia hamburgers pe Tlarlixi

24/01/2018
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Customer Touchpoint Mapping

KK e ™M Ea Napadeiypa Cross Selling

KENTPO E@EAONTQN MANATZEP EAAAAOZ

BROIL KING ZTHPIFrMATA T'lA ®TEPA KAI MIMOYTIA KOTOINOYAO.
TiuR 30,00 €

24/01/2018
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5 I /€ M EA Opioudc¢ Twv Moments of Truth

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

Opiopég Twv Moments of Truth

O1 oTiydéC aAnBelag ival yeyovoTa (events) 4 Xpovika onpeia (moments in
time), T000 oNUAVTIKA, TTOU UTTOPOUV VA TTPOKAAECOUV ETTAVAEIOAOYNON TNG
oX£0NG TOU TTEAQTN UE TNV ETTIXEIPNON,

TETOIO TTOPAdEIYUATA €ival TO TTPWTO Service eVOg KAalvoUpyIoUu QUTOKIVITOU, N
dlaxeipion TNG TTPWTNG ATTAITNONS ATTO MIA AC@AAIOTIKI ETAIPIA K.ATT.

@a doupE OTNV OUVEXEIQ £va XapaKkTNPIoTIKO TTapadeiypa MOT's Tn¢ Virgin
Atlantic, n otroia avayvwpiletal dIEBVWC yIa TNV TTEAATOKEVTPIKA QIAOCO®Ia
TNG, KAIVOTOMIO KAl IKAVOTNTA VA PMETATPETTEI TTIPOKANOEIC € AUCEIC VIO TOUG
TTEAQTEG TNG.

24/01/2018
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KENTPO E©OEAONTQN MANATZEP EAAAAOZ

l! IK € M GA Virgin Atlantic, Trapdadsiypa MOT

24/01/2018
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WIK € M CA O Opiouo6¢ Twv Customer Personas

KENTPO E@EAONTQN MANATZEP EAAAAOZ

Ti1 gival o1 customer fp user Personas

Eivai eikovikoi (virtual) TrpoTutror TrTeAQTEG 1 XPNOTEC TWV TTPOIOVTWY N
UTTNPECIWYV HOG, TWV OTTOIWV N VONTIK XPNon MAg ETTITPETTEI VA
OXNMOTOTTOINOOUNE KOl VO KATAVONOOUUE, VA E0TIAOOUNE, VO OTOXEUOOUUE Kal
Va ETTIKOIVWVIOOUUE QTTOTEAEOUATIKOTEPA TOUG dUVNTIKOUG KAl UTTAPXOVTEG
TTPWTAPXIKOUG TTEAATEG HAG.

Intent Interests

[la TV «TauToTToinoNnN» Twv brand users, xpnoiyotrolovoaue dn atrod TNV
10e1[1a TOU ‘80 TNV gpeuvnTIKn TEXVIKI TG BBDO PhotoSort, trou tauTile Brand
kKal User image.

[TapAAANAQ, xpnoidoTroloUoauE O€ HOVIMN BAON, TTOOOTIKEC EPEUVEC METPNONG
Brand awareness, trial & Usage, TTapakoAouBwvTag €101 TO KOIVO JAG
ONUOYPAPIKA Kal YuxXoypapIKa.

24/01/2018
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ETAECTE KOl OKIQYPOAPEIOTE TIC TIPWTAPXIKEG OUADES TTEAATWY OAG, OE HOPYPI)
customer/user personas, o¢ €miredo B2C ) ka1 B2B.

KaveTte €EpEUVEG AYOPAG TTPOKEINEVOU VA EVTOTTIOETE, VO AVAAUCETE, Kal VA
EMPRERAIWOETE TA TTPORAAMATA, TOUC OTOXOUG, TIC ETTIAOYEC KAl TIC TTPOODOKIES
Twv personas (Customer Validation).

EmBeBaiwoTe TNV TOTTo8£TNON (POSsitioning) TNG TTPOTEIVOUEVNG A&iag TOU
TTPOIOVTOG 1] UTTNPECIOC 0ag, W Auan aTo TTPORANUA ) TIC TIPOCOOKIEG TWV
personas o€ AoyIkO 1 ouvaioOnuaTikG €TTiTredo.

E¢aoknBeite oTnv KaTavonon TN diadikaoiag xapToypapnong,
dNMIoUPYWVTAS £va TTPOCWTTIKO oag Touchpoint Map yia kartroia 01k oag
TTPOCQATN AYOPACTIKI EMUTTEIPIA, VIO TNV OTTOIA €iXATE EVAANAKTIKEG ETTIAOYEC
TTOI0TNTAG, TIMAG, TTPOOQOPWYV K.ATT..
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EmAECTE TNV eappoyn Touchpoint Mapping App TTou Taipialel KOAUTEPQ
oTnv ouada gpyaciag TTou Ba acXoAnOkei.

XapToypapnoTe To Customer Journey Twv dUVNTIKWY KAl UTTAPXOVTWV
TTEAATWY OOGC YIa OAEG TIC PAoEIC Tou KUkKAou (wrC TOUG KAl VIO CUYKEKPIMEVEG
AYOPAOTIKEG EUTTEIPIES, XpNnolpoTToiwvTas RFM coded Dbases, €peguveg
IKavOTToinoNG TreAaTwy, yéoa amo Reviews, Forums kai Communities, Social
Media content, Online Mobile Research KATr.

EvrotrioTte pe availuon SWOT, ta duvara Kal aduvaTta onueia, EUKAIPIES Kal
ATTEINEC KATA KAVAAI KOl ONMEIO ETTAQPNG, KAl ATTOTUTTWOTE TA OTNV OXETIKN
evotnTa Tou Business Model Canvas.

AZloA\oyeEioTe Kal ATTOQACIOTE TNV CEIPA TTPOTEPAIOTNTAC YIA TNV BEATIWON TNG
KABe evoTNTAC, ME BAON TO KOOTOG, TNV EPIKTOTNTA TNV AAANAETTIOPACN UE TIC
UTTOAOITTEC EVOTNTEC TOU ETTiXeipnuaTtikou MovTéAou 1Tou Ba TTpoKUWEL, KAl TO
avauevouevo ROI (Return on investment*)

* A high ROI means the investment's gains compare favorably to its cost
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[1aTi n emTUXia OXETICETAI UE TOV «TPOTTIO» E TOV OTTOIO MIA ETTIXEIPNON,
aglotrolwvTag Ta dedopéva TTou oxeTiCovTal JE TOV TTEAATN TNG, TTAPAYEI
«yvwon» n oTToia YETATPETTETAI OE TTWANCEIC:

« K&Be popd TToU £vag HEPOVWHPEVOG TTEAATNG £PXETAI O€ eTTAPn Madi TNG —
OTTOTEDONTTOTE, OTTOUBNTIOTE, UE OTTOIOVONTIOTE TPOTTO, UE OTTOIOVONTIOTE
ouvepyarn.

« Otav n Emyxeipnon mpooeyyilel CUYKEKPINEVEG OPADEC TTEAATWV
UAOTTOILVTAG EVEPYEIEC TTWANCEWYV Kal marketing.

Kail Trpouttd6eon amdkTnong auThS TS yvwaong, €ival N owaoT
«IXVNAGTNON» KOl XapToypa@non Twv ONUEIWY ETTAPNAS PE TOUG
TTPWTAPXIKOUG TTEAATEG PJAG, TOOO OTA TTAPAdOCIAKA, 000 Kal OTA YnPIaKa
KAvAAIa TTWANCEWYV, ETTIKOIVWVIAG Kal dIAVOUNG, KAl 0TV CUVEXEIA N
epappoyn atroteAeouatikou Content Strategy, otn Aoyikl «How to get, keep
and Grow Customers» TTou Ba eCETAOOUME OTNV CUVEXEIQ.
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