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Il. AIAAIKAZIA “MENTORING”






H medianeras cival pia etaipeia NMoAimioTikg & KaAAiTeXvikng Alaxeipiong Kai
Emxkoivwviag. AmeuOUveTal € KAAAITEXVES KAl SNUIOUPYOUG, ATOHO Kal OPNAdEGg, o€
ETAIPEIEG TTOU TA TIPOIOVTA TOUG OXETI{OVTaAl HE TOV TIOAITIOHO.

2013

MavemoTnuiou 64, AGnRva

AnunTpn AGnvakng, Newpyia Boudoupn, AyyeAikn Zepfou
Téxveg & Emkolvwvia

€10.000 (9 meAareg)



APAZTHPIOTHTEZ ETAIPIAZ

. ANANTY=H I1AEQN

* Avanrugn 18swv,
aAPnNYNCEWV,
Yid ThV EéK@paon
TOU TIPOCWTITIKOU OPAHATOG
TOU TMEAATN KAl TV
SnuIoupyia oxediou
Spaong HEOW YNPIAKOU
mepiIBalAovrog

Il. ENIMEAEIA
EKOEZEQN
TEXNHZ

* H ouvdeon TG TEXVNG
HE TO KOIVO TNG HEOW
EKOEoEWV TEXVNG
OnNMpOOCIEVOEIS KA.

I1l. ENMNIKOINQNIA

* Avamruén
EMKOIVWVIOKWYV
EKCTPATEIWV




IAPYTEZ &

/&

AnpATpng ABnvakng

KaAAITexvikog
Ai1guOuvTig

Mruxio KOIVWVIKAG
OeoAoyiag kai
®di1Aocopiag oTrnv ABRva,
Oeocoalovikn Kai
ApOTEPVTAM.

EpmeIpia oTov Xwpo Twv
ekdo6o0swv KAOHMEPINH
WG CUVTAKTNG
HETAPPAOTNG, KPITIKOG
TEXVNG Kal 31EVOUVTAG
dnpooiwyv oxéoewv/ Kai
VEWV HECWETTIKOIVWVIAG.

2YNETAIPOI

Flewpyia Boudoupn
AiguOuvTpla TExvng

Mruyxio ApXITEKTOVIKNG
(EMN),, MaoTep oTnV
MOAITIOTIKN S1axeipion
(Navreiog) , Maorep
Tponypévng
APXITEKTOVIKNG HE
€18ikguon oTo
TMAPAHETPIKO OXEDS10 Kl
gpappoyn. (1AA,
BapkeAwvn).

EA€uOepn
EMayyeApariag.

AyyeAhikn ZepBou

A1guvOUvVTPIO
Emkoivwviag

Mruxio ApXITEKTOVIKNG
(MavemoTiuio MNarpag),
AoTIKOU TTOAITICHOU
(MavemoTAuIo
KaraAwviag,
BapkeAwvn) kai
MOAITIOTIKNAG Si1axegipiong
(Mavreiog)

A1guOuvTpia
KOIVWVIKWV HECWV OTNV
UT.




O XQPOZ EPrAzZIAZ
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ZYNOAA MPOYMOAOTIZMOY

‘Ecoda
‘E€oda

YmnoAouno (£006a peiov £€£08a)

EKTIMQMENA

10.163,50
9.278,80
884,70

MPATMATIKA

MOIA EINAI TA MPQTA 5 MEFTAAYTEPA AEITOYPTIKA EZOAA MOY;

EZ0OAA
MpoBAeyn ®Popou 20%

PR events (gykaivia, dinners,
KEPATHATA)

Emipoppwon
®opog O.E.
Noylotika EEoda

Zvvolo

nozo

1.850,00

1.200,00
1.000,00
650,00
615,00
5.315,00

% EZ0AQN

10.163,50
9.278,80
884,70

19,9%

12,9%
10,8%
7.0%
6,6%
57.3%

AIA®OPA

MEIQZH 15%

277,50

180,00
150,00
97,50
92,25
797,25

EZ0AA

KouvAoukouvdiig
Food Bazaar
Less is More
Living Postcards

Fruit of the Loom

Greecefully
YrtéAouro Mponyovpevou étoug

ZUvolo

EZOAA NPOZQMIKOY
MioOoi

Mapoxég epyalopévwv
Mpopn0six

ZUVOAO TIPOCWTIIKOY

AEITOYPTIKA EZ0AA
Awxyeipion Website + Email
Hosting

JuvSpopig

Social Media Marketing (fb
campaigns)

PR events (gykaivia, dinners,
KEPACHATA)

Ayopa EEomtAiopoU (camera, pwTa)

ETiipoppwon

MpoBAeyn Popov 20%
MpopnBeieg ypapeiov
Noyotika ‘E€oda

Evoikio Xwpov lMNpacpeiou

AEH

®épog O.E.
TnAépwvo
Kowéxpnota Xwpou Mpageiov

AmtpopAeTtta

Dopog O.E. and tponyovpevo ‘Etog

ZUVOAO AELTOUPYIKWY

EKTIMQMENA

8.400,00
600,00
450,00

0,00
0,00

250,00
463,50
10.163,50

EKTIMQMENA

EKTIMQMENA
600,00
73,80
150,00

250,00

1.200,00
300,00
1.000,00

1.850,00
200,00
615,00
240,00
350,00

650,00
200,00
600,00
500,00
500,00
9.278,80

MPATMATIKA

8.400,00
600,00
450,00

0,00
0,00
250,00

463,50
10.163,50

MPATMATIKA

MPATMATIKA

600,00
73,80
150,00

250,00

1.200,00
300,00
1.000,00

1.850,00
200,00
615,00
240,00
350,00

650,00
200,00
600,00
500,00
500,00
9.278,80

AIA®OPA

AIA®OPA






AIAAIKAZIA “MENTORING

YNMOBOAH AITHMATOX

ANAOEZzH EProy Ano GATE KEEPER ZE A.NMAZIMAAH

1" THAE®QNIKH ENA®H

- KAgiowpo pavrefou

- Mporpomnn yia evhpépwon Tou BMC orov 1oréTomo KEMEA
- ZUHQWVia Osparwy mpog oulnTnon & diadikaciag

1" MIPOZQMIKH EMNA®H - BMC & AIArNQzH NMPOKAHZEQN
- AVaoKOTnon anavrnoswyv toug - BMC

- KareuOuvoeig yia opioTikommoinon BMC

- Fevikég 0Bnyieg & cuHPWVIA YIa ETTOHEVES BPATEIS

- AmooToAn “Contact Report”

NEEZ THAEOONIKEZ ENMA®EZ NMPIN THN 2" ZYNANTHZH

- AIEUKPIVNOEIG/KATEUOUVOEIG OTNV EMESEPYAOTia DESOPEVWV
- ZUHQWVia ar{évrag 21 guvavrnong
- AmooToAn pe email Twv Ogparwy TNG 2" eMaAPNng

2" NPOzZQNIKH ENA®H

- Avaokémnon BMC
- OBnyYiEQ yIa ETTOHPEVEG EVEPYEIES

2YNEXEIA THZ AIAAIKAZIAZ




1. YNOBOAH AITHMATOZ
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1. YNOBOAH AITHMATOZ
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2. ANAOGEZIH EProy AnNnoO GATE KEEPER

ArmrooToAn aiTnparog pe email mpog urevOuvo péAog KEMEA,
A.Maf ipadn




3.

KAciowpo pavreBoU

MpoTrpomn yia evnuépwon oXeTika pe o BMC oTov
ioroTomo KEMEA

Zupopwyvia Osparwyv rpog oculnTnon & diadikaciag

Avaokonnon Kai opioTIKOTIOIinON TOU
Business Model Canvas




4. 1" NPOZQMNIKH ENA®H
BMC & AIANQZH NMPOKAHZEQN

« Avaokonnon amavrinoswyv Toug - BMC
« KarguOuvoeig yia Tnv opioTikommoinon Ttou BMC
« TFevIKEG OONYIEC KAl CUH@PWYVIA YIA ETTOHEVESG OPACEIG

- AmooToAR ‘“contact report”




4.

Avaokoénnon amavrioswyv Toug - BMC

1. Karnyopieg MeAaTrwv

* KaAAITEXVEG-EIKAOTIKOI, CUYYPAPEIG, pWTOYpapOIl, nOormoloi (mass)
* APXITEKTOVEG

* Néo1 kaAAiITéxveg (segment)

+ Designers

« ATOopa | OHAdEG HE EXKTTAIBSEUTIKN N MOAITIOTIKN Spaon

* MoAmoTikoi OpyavioHoi

* ETaipEieg Mapaywyng MOAITIOTIKWY TIPOIOVTWYV

+ Anuooiol Opyaviouni

2. T.poraon ASiag

« EmpEAEIa EKOETEWV TEXVNG/EIKATTIKWV/TTIOAITIOTIKWYV "TPOIOVTWYV
* Alopydavwon MOAITIOTIKWYV EKONAWOCEWV

 Anpioupyia Kal emyEAEIa TOPTPOAIO

+ Digital Marketing

* YTIINPECIES YPUPEIOU TUTTOU ¥ 1 LM ILUIWV OXETEWV

* Mapaywyn YyPAW@IOTIKC > L A kZJ KAl EQAPHOYWYV

 KaAAITexvikng 8120w v v,

* KeIpeVIKEG UTT \p_JIEG

* MeTappaoeig

* Anpioupyikn ypaepn




4.

Avaokonnon amavrnoewyv Toug - BMC

2. (ouv.) Ta lNAcovexTijuard uag:

* AVTaywVIOTIKEC TINEC (XOMNAO KOOTOG)

Non-marketing background

Creative background (apXITEKTOVIKI, design K.Am.)

MponyouUpevn ema@n HE OHADEG TEAATWYV AOYW ATOHIKWY EVACYXOANCEWV
+ ApTia TAPOUCIAON EIKACTIKOU £pyOU

« Alapopwon po@iA kai 6éong oTnv ayopa

* ZTOXEUHEVN TIpOBOAR

+ ESaoc@aAion kataAAnAwv cuvepyaoiwv

3. KavaAia Aiavoung

* Website sraipeiag

+ Social Media

* Online TOMMOG (GpOpa)

* TnAeonmiko KavdaAl (ocuvéEvTeuin)
 Email campaigns

+ ESe181keupéva website

+ Sponsored posts oro facebook
* MAnpwpévn d1anpion o€ gévrumo N online
+ Email marketing

* ZUMHMETOXN OE KAADIKEG EKOETEIG
 Evruna

- Evépyeieg PR




4.

Avaokoénnon amavrijoswyv Toug - BMC

4. Zxéosig NeAarwyv

5.

NMpoowmkn emapn

Semi formal meetings 010 Ypa@eEio N EKTOG
TNAEQPWVIKI EMKOIVWVIA

Mpoowmka emails

Nevpara epyaciag

Poég EcOSwyV

Ecoda amo €pyacieg TNG ETAIPEIAG

MeTpnra (mpokarafoAn 30%, e§6¢qpAnon HE TNV OAOKARPWON TWV EPYACIWYV K
pnviaia)

MepovwHEVESG TWANCGEIG | HNViAia

TiHoOAOGYNON €EAPTWHEVN ATTO TA XAPAKTNPICTIKA TNG UTINPETIAG, TO XPOVO Kal
TOV OYKO £pYACIWV, TO THRHA TNG AYyOoPAS OTO OMMOoio amevuOuveTal

Auvapikf TIHOAGYynon orn Baon dSi1aMMPAYHATEUONG

Mo 10XUpEG UTINPECIES: YTINPETIES Ypa@Eiou TUTTOU Kal social media
EmpéAsia €kOeong




4.

Avaokonnmon amavrioswyv Toug - BMC

6. Kupieg ApaocTnpioTNTES

+ Anuioupyida TIpOTACEWV CUVEPYATiag

* AvalniTnon méavwyv meAarTwyv

+ Emiokeyn cuvapwyv ekOéocewyv kai events (lobbying)

* MN'vwpigia kal avaliTnon VEWV XWpwyV yid Siefaywyn EKONAWTewV
 EMma@ég pE SnHOCI0Ypa@ouUg/TUTIO Yiad SnUIoUpYid CUVEPYATIWY

* EmMpop@WTIKA oeHIVApIa

+ EméKTaon SIKTUOU YVWPIHIWY

7. Baoikoi MNépol

+ Xwpog ypapeiou

* Baoik6g TeEXvoAoyikog eSomAiouog (PC, eKTUTTWTAG K.A.TT)
+ ZUvdeon internet

+ Zuvdpopég/ oepivapia

 EméKTaon yvwoewv Kal SedioTiTwWyV

* Fvwpipiceg/ lobbying database/ mailing list/subscribers

* Poég e00dwV/ epyacieg eTaipeiag




4.

Avaokonnon amavrnoewyv Toug - BMC

8. Kupiol Zuvepydreg

* TOmog (évruma Kal Yyn@laka yeoa)

* TOMOG HE MPOCAVATOAIGHO GTOV TMOAITIOHO

 Anpooioypawol

+ Xwpo1 @piAodeviag MOAITIOTIKWYV EKONAwoewv

+ Fpagioreg Key Partners

+ Web designers/Web developers

* ETAIPEIEG EKTUTTWTIKWYV EPYATIWV

* MoAmioTika 18pUpara, Mouocia. FkaAepi

* Online mMAaT@OopHES TTAPOUTIAOCNS KAl TIPOWONO NG EIKACTIKWY, SNHUIOUPYIKWV
OHAd WV Ka.

9. Aopn KéoToug

+ AsiToupyika £§00a ypa@eiou (EVOiKio, KOIVOXpNOTA, internet, avaAwoipa)
130€ pnviaiwg

* NoyioTIKa £€§008a ka1 popoAoynon

* Marketing, 81a81IKTUGKN TTApoOUTia Kal eTaIpIK TauToTnTa (Website template
hosting, eTaipiki] TauTéTnTa Kai business cards, web developing, email) €1.050

* YNINPECIEC MAPEXOHPEVES ATIO CUVEPYATES (YPpa@IoTIKG web)

s EMUOPQPWTIKA CEHIVAPIA KAl TIAPAKOAOUONON CUVESpiwWY

* Mapaywyn ék0eong 350 svpw

* Nevpara epyaciag 110 eupw

« Channels

 Website sTaipsiag/meAarwyv




KarguOuvoeig yia opioTikommoinon BMC

a) Anpioupynore to BMC slide - «H muéida cag»

KEY PARTNERS KEY ACTIVITIES

What key doour
value propositions require?
Our distribution channels?

ure re Customer relationships?

we acquiring from our Revenue streams

‘Which key acti.
partners perform?

KEY RESOURCES
What key res:

value proj

Our distribution channels?
Customer relationships?
Revenue streams?

COST STRUCTURE

What are the most important costs inherent to our business madel?

urces are Most expensive’

ive?

VALUE PROPOSITIONS

What value do we deliver to the

customer?

Which one of eur customers®
roblems are we helping t

solve

what bundl

What is the minimum viable
product?

CUSTOMER
RELATIONSHIPS

, and grow

hi
have we established?
How are they integrated with
" 4

CHANNELS

Through which channels do our
BT Segments want to be

reache

How do other companis

them no

Which ones are most
cost-efficient?

How are we integrating them
with customer routines?

REVENUE STREAMS

Far wh

Far what value are our cu

omers really wil

do they currently pay?

What is the revenue mad
What are the pricing tactic:

CUSTOMER
SEGMENTS

For whom are we
creating value?

Who are our most

i rtant

What are the customer
archetypes?




4. 1" NMPOZOMNIKH ENMNA®H (cuvey.)
BMC & AIANQZH NMPOKAHZEQN

KarguOuvoeig yia opioTikommoinon BMC

B) Ze emépevn @aon, dnuioupyia oTpaTnyIKOU oXediou:
KaGopiop6g opapuarog, anmooToAnG, OCTOXWYV, TIPOTEPAIOTNTWYV

Y) A@aipéoTe, aPAIPECTE, APAIPECTE SPACTNPIOTNTES



KargeuOuvoeig yia opioTikommoinon BMC

O8) EomiaoTe o€ AiyoTepeg aAAd OTIC TA£OV ONHAVTIKEG
OpaoTnpioTnTEG (1-2) HE TO HEYOAUTEPO AVTATTIOOOTIKO OEAOG

- Mola gival n HeydaAn 10€a;
- MNa o160 mpaypa 0a O€EAare va Yivere diaonuol Kal va oag
HAOE&1 0 KOOHOG;

- MVP: ouvavTnOEiTE TOKTIKA HE TOUG UTTOWR@PIOUG TIEAATES CAG
Kol pwWTROTE TOUG NATI ayopalouv TnV CUYKEKPIHEVN
UTTNPECIia

- Emavaka@opioTe 11§ urto0£€0€1g TTou gixare FIATI o1 meAdareg
oag ayopalouv Tnv CUYKEKPINEVN untnpecia/mrpoiov



4. 1" NPOZONIKH ENA®H (cuvey.)
BMC & AIATNQZH NMPOKAHZEQN

KareuOuvoeig yia opioTikommoinon BMC

g€) EmkevrpwOciTte oTo 1000V HovTéAo MapkeTivyk: SAVE vs.
PPPP (Solution-Access-Value-Engagement)

Solution: Ka@opioTe TNV MPOo@OoPa oag o€ oXECT HE TIC
KAAUTITOHEVES OVAYKEG/AUOEIC
Access: Anpioupyeiote €éva oAiko Tagid! Tou karavaAwTi

VS. HEHOVOHEVA ONHEIa MWANONGS Kal kavaiia
EmMKoIVwviag

Value: EmkevrpwOciTe oTnv aia/o@éAn Tou mpoiovrog
oag VS. TIHR

Engagement: EmKevrpwoOeiTe oTNV eKMTaAidEuon Tou meEAdTn
Kdal TNV OUVOECT TOU HE TO TIPOIOV Coag



4. 1" NPOZONIKH ENA®H (cuvey.)
BMC & AIATNQZH NMPOKAHZEQN

FEVIKEG OONYIEC KAl CUHPWVIA YIO ETTOUEVEG Spaceig

oT) BaATe HETPRCIHOUG OTOXOUG YIA TV AUENON TWV MMWANCTEWYV

«Mrmopeite va eAEyEeTE HOVO AUTO TTOU HUTTOPEITE VA HETPNOETER

- Mapre mpwrofoulia, IMPOETOIPNAOTE IPOTACT) CUVEPYACTIAS KAl
TIAPOVUCIAOTE TNV O€ £€vd TTEAATN TTOU O OEAATE VA ATTOKTNOETE

- E§axpiBwoTe TIpIV, TT016¢€ TTIAipVEl TNV TEAIKN amTépaocn Kai
ameuBuvOcite o€ auTij/ov.



4. 1" NPOZONIKH ENA®H (cuvey.)
BMC & AIAFNQZH NMPOKAHZIEQN

FEVIKEG OONYIEC KOl CUHPWVIA YIO ETTOHEVES Spaceig

{) BaAre peTrpfioiIpoOUC OTOXOUC YIiA TNV AUiNON TWV MWARCEWV

(ouvex.)

- Emdiwin auinong rou péoou 6pou Tlipou amd KaGbe
HeEAAOVTIKR avaAnywn épyou — Xpéwon HE %?

- Avaokommon Kal IEPiANYn EVEPYEIWYV YiA THV EMMOHEVN
eBOoupada

- Kavre tnv Siapopda - Na €ioTE avaTpeENTIKOI



4. 1" NPOZOMNIKH ENMNA®H (cuvey.)
BMC & AIAFNQZH NMPOKAHZEQN

FEVIKEG OONYiIEC KOl CUHPWVIA YIO ETTOHEVES dpaoceig

{) BaATe peTpRCIHOUG OTOXOUS YIid TNV AUinOon TWV MWANCEWYV

(ouvey.)

- No. EBSopadiaiwyv mpooeyyioewv/THAEpwvRuara IMEAATWV
= No. Zup@wVvnUévwy £pywv
- No. Z1é)o¢ (€) yia Tnv enépevn edoupada

- % eEmMTUYXiAG OTN HETATPOTII TIPOCEYYITEWYV O £€pya



4.

1" MPOZQMIKH ENMNA®H (cuvey.)
BMC & AIATNQZH NMPOKAHZEQN

FEVIKEG OONYIEC KOl CUHPWVIA YIO ETTOHEVES Spaceig

- Zuykekpipevomroijore To BMC kai errave§éraon Tou




AmmooToAn “Contact Report” - T1 KaraAaBav

MapkerTivyk

- Epsuva ayopdag¢ kai avaAuon avraywviouou

- Anpoypa®@Iko & Puxoypa@IKo TIPOo@iA TWV MEAATWYV

- Mou O€AOUNE Va ECTIACOUNE? VA TIPOTPEPOUHE AIYOTEPES
UTINPECiES, iowg n yia va gival Top peE mo peydAeg ammoAaBég, kai
Ol GAAEG AIYOTEPO ONUHAVTIKESG/OUVOBEUTIKES

- Mwg d1ao@alileral n moiIoTNTA TWV NIEAarwy [Living Postcards

Agency]

= Na oKE@TOHAOTE MEAATOKEVTPIKA, AAAIWG UTTIAPXE! Kiviuvog va
TIPOCPENPOUHE UTINPETIES TTIOU SEV TIC £XEI AvAyKn n ayopd
PPPP [Product, Place, Price, Promotion] vs.
SAVE [Solution Access Value Engagement /Education]



AmmooToAn “Contact Report” - T1 KaraAaBav

Mapkemivyk (ouvey.)

MOavég utpecieg Mou avaPEpOnkav :

- TOUPIOHOG, iICWC EXEI TIPOOTITIKN. TIX. £pYaA TEXVNGC O€ EEvodoXEia N
foire KkaAAITeExvwyv o010 £SWTEPIKO

- KAa@Sdo¢ pe mpoonTiki): Digital Marketing. Towg o€ ouykekpiyévo
segment ETAIPEIWV, TXETIKO HE TIC EIOIKEC YVWOEIS HAG.

- Na BpoUpe BeiKTEG EMTUYIES: IOTE OswpeiTal Eéva TPOTIEKT
emTuxXnpuévo; Analytics SOS

- Na BpOUHE TIHEG AVTIOTOIXWV UTINPECIWY TWV AVTAYWVIOTWV HOG
(mape xon Inrape nmpoo@opda)



AmmooToAn “Contact Report” — T1 KaraAafav

2TPATNYIKO OXESIO
- Strategic plan: yiari 0éAouv o1 TEAATEG TIG UTINPETIES HAG;

- Na KaGvoue epWTNOEIC WOTE VA YiVOUV TA TIPOIOVTa Hag
KaAUTEpa

- Performance = Emotion / price ?
- MoU OéAoupe va sipaoTe o€ 5 xpovia;

- Mari OéAovpE va €ipaocTeE YVWOTOI;



AmmooToAn “Contact Report” — T1 KaraAafav

NMwAnoeig

- MmopoUuE va anmoppinToupe TEAATES EqpOoOV BeV XpelalopaocTE TA
Xxpnuara. EiSaGAAwg, kGvoupe TIG SOUAEI€G, ammAd Bev TIg OswpoUpe
HEPOG TOU TTIOPTPOAIO TTOU SEiIXVOUuE

= Av BAéToupE 611 01 KAAAITEXVES WG TTIEAATESG BEV €Xouv XpAHaTa,
HITOPOUE VA MAiPpVOUHE TTOCOO0TO ammo TiIC MWANCEIS N BaAoEl Twy
ATTOTEAETHATWYV (TTWG HETpWVTAI)?

- Na waxvoupe Siapkwg Kai HE mrEi@apyia



AmmootoAn “Contact Report” — T1 KaraAafav

NMwAnoeig
- Ava eBOouada va EmMTUYXAVETAI CUYKEKPIHEVOS APIONOC OTOXWYV

- Kavoupe auToBoUAwg TpoTAcEI§ O€ TIEAATES - HIAGUE KaTeuBeiav
HE ToV decision maker kai o)1 YEVIKA

- Na xadvoupe measurements oTd mpoiovra HAag WOTE va BpoUpe
™V cwoTh péon TR pag (?) / To xapunAodé kéoTog pag eivai
EPWTNHA TIOIOTNTAG?



5. NEEZI THAE®QNIKEZ ENA®EZ
NMPIN THN 2" NTIPOZQIMIKH ENA®H

- AIEUKPIVAOEIG/KATEUOUVOEIGC OTNV EMESEPYAOTIA BESOHEVWIV
- ZUHQwVia artl{evrag 2" ocuvavrnong

- AmooToAn HE e-mail Twv GEHaTwyV TNG EMOUEVNG EMAPNS

- 2ZUYykKekpipgevoroinon rov BMC kai avaokémnnon Tou

- Ka@opiopog Twyv “Company Positioning”, “Mission”, “Vision”




6. 2"MNPOZQNIKH ENA®H -
AIAFNQZH NMPOOAOY

Avaockomnon Tou Business Model Canvas

AammioTwon: NMapagével TOAU YEVIKO XWwWpPIig EOTiaon oTov
TEAIKO KATAVAAWTI) TOU TIPOIOVTOS TOUG

ywrener
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6. 2"MPOZQNIKH ENA®H -
AIAFNQZH MNMPOOAOY (cuvey.)

OdnyiEg yIa TIG ETTOHEVES EVEPYEIES

a) Evapén épeuvag ayopdag oXETIKA HE TNV SpaocTnpiéTnTa
€0TIAONC TOUG KAl TNV ATTIOKTNON EIKOVAG TWV AVAYKWYV
Kal TOU TIPOWIA TWV TEAIKWV KATAVAAWTWYV




OdnyYieg YA TIG ETTOHEVEG EVEPYEIES

B) KaOopioTe 10 : “Company Positioning Statement”

- EvromioTe TnVv 18€a/8pacTnpioTnTa mou 6a cag S1a@oporroIfoEl

- AnpioupynoTe 1o “Positioning statement” SnAwvovrag To
TIPOoiIOV pag €ival.....<auTo Tmou givar>

- ZUVEXIOTE HE TO “evw o1 GAAo1” <oTnyv idi1a karnyopia mpoiovrwv>
<TI KAVOUV TTOU £0¢€i¢ EXETE BEATIWOE> , <TO TMIPOIOV cag/brand >,
<TlI KAVETE S10POPETIKG>




OOnyieg yia TIG ETMMOUEVEG EVEPYEIES

B) KaBopioTe 10 : “Company Positioning Statement” (cuvey.)

- AVa@EéPAaTE TO CUYKPITIKO “0@eAOC” TTOU TIPOCPEPEI TO TIPOIGV Toag

- Xpnoigomroijore 10 “ Positioning statement” wg onpeio avagopdag
o€ 0TI Kavere. Emkoivwvei ammoreAeopartika 1o “ Positioning
statement”;

- Eav vai, To KAveTre, €av o)1 BAEmeTe Mwg va To aAAdGlere




7. ZYNEXEIA THZ AIAAIKAZIAZ
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