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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 «TauToTToinonN» 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.
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4T T 1 H ZuvoAikn Mpooéyyion
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g

g

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,
ONMIoUPYWVTAS £va TTPOOWTTIKO 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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TIK € M CA H ZuvoAikn MNpocéyyion
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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, XpnoluoTToiwvTas RFM coded Dbases, €peguveg
IKavOTToinoNG TreAaTwy, uéoa 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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= 1< € M CA IxvnAatwvTtag Tnv EmTuxia
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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 ammdkTnong auTng TnNG yvwaong, €ival N owoTn
«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 Aoyikry «How to get, keep
and Grow Customers» TTou Ba €CETAOOUME OTNV CUVEXEIQ.
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LY iK€ M [EA Get/Keep /Grow kai CLC Touchpoints
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Customer Relationships
Physical Products — Get/Keep/Grow

Earned and
Paid Media

Digital Touchpoints
Search:
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S I € M EA loTopikn) €€ENIEN Tou Sales Funnel
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2Ta eTTopeva 3 slides Ba avagepBoupe otTnV €CEAIEN TOU... UTTEPAIWVOIOU
Sales Funnel, 11 opaive 10TE, TI GANALE OTN TTOPEIA, KAl TTWS £EAKOAOUBEI va
TTPWTAYWVIOTEI OTO OUYXPOVO marketing TNG YnPIakns TTOXNC.

ApPXIKA va OIEUKPIVIOOUUE OTI TNV €1TOoXN TOU Lewis to AIDA Funnel oto
ETTIKEVTPO ATAV TO TTPOIOV, HE KUPIO «OIAMECOAARNT» TOV TTWANTH, O OTTOIOC
ETTEIOE TOV QyopaaoTn UE TNV ETTIOEIEN TOU TTPOIOVTOC ) TNG UTTNPECIAG OTO
onMeio TTwAnong.

ApyoTtepa aveAaBav dpdon 1a padlika yéoa ( Eepnuepideg, MNepiodika,
Padiopwvo, TnAedpaaon), evw o TTwANTAS e€akoAouBouaoe va KUpPIapXEi OTO
Business to Business.

O kUkAo¢ Cwn¢ Tou TTpoidvTocg (Product Life Cycle) kaB6pile Tnv oTpaTnYIKN
TTwANoEWV Kal marketing.
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JIK € M GA ATT6 10 MpoiovTikd aTo MeAaTtokevtpikd Marketing
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Sales Funnel Customer Journey
The first sales and marketing funnel
was created in 1898 by Trigger Events
St. Elmo Lewis, the founder of the
Association of National Advertising. Share /a“' m
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#sellorelse

Mnyn: OgilvyOne
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l: IK € M GA AT1To 10 lpoiovTikd oTo NeAaTtokevTpikd Marketing
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Mnyn: OgilvyOne
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AT1o 1o AIDA ato Digital Sakes Funnel

The Purchase Funnel

Mot
Awareness o0t

Action

ket
oo,

SOCIAL MEDIA

&IV i
Digital Marketing Sales Funnel

Awareness

Primary Tools: Content marketing, Lead Generation
Social Media, Paid Advertisements,
SEO/SEM, Plblic Relations

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

Primary Tools: Sales Pages, Free Consultation, Trust
Signs, Promotions, Free Trials, Demos, Email Marketing

=
<>
f==se
L ]
Action
Primary Tools: Payment System, Shopping

Cart, Reviews and Referrals PP
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LY [IKI[€ M €A How to get, keep and grow customers
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2UPQwva ue pia JEAETN TNG McKinsey, Ta 2/3 Twv onUEiwyY ETTAPAS TOU
KATavaAwTr KaTtd TNV @Acon agioAdynong Tou ayopaoTIKoU Tagidiou Tou,
oxeTidovTal ue internet reviews kai word of mouth recommendations atTo

@IAOUG KaI OIKOYEVEIQ.

Most-influential touch points by stage of consumer decision journey, for competitors
and new customers, % of effectiveness’

Store/agent/dealer interactions

Word-of-mouth

Consumer-driven marketing ~{ Online research
Offline and/or print reviews

Past experience

Traditional advertising

Direct marketing
Company-driven marketing —| Sponsorship

In-store product experience

Salesperson contact

12

21

28

39

Initial-

consideration
set

26
43
37
31
-5
Active Closure

evaluation

1Based on research conducted on German, Japanese, and US consumers in following sectors: for initial consideration—autos, auto insurance,
telecom handsets and carriers; for active evaluation—auto insurance, telecom handsets; for closure—autos, auto insurance, skin care, and TVs;

figures may not sum to 100%, because of rounding.
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How to get, keep and grow customers

The Channel Funnel o
Media channels and their role
in the customer journey .

MEDIA TYPE

Paid

= Traditional advertising (print, cutdoor, TV, radia)
= Search [PPC, Google Display Network)

= Platfrom advertising (Facebook. Linkedin etc.)

= Direct rail

« Public relations AWAREMNESS
Owned

= Website

= Blog

« Email marketing (database) INTEREST

= Landing pages
= Social media presence [Twitter, Facebook, YouTube)
=5M5

= Mabile app

Earned

= Mentions, wornd-of-rmowth
= Rewiews, comments

= Retweets, followers

https://www.linkedin.com/pulse/use-channel-funnel-get-better-results-from-your-des-kennedy/

Know

Like
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LY [IKI[€ M €A How to get, keep and grow customers
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O Steve Blank, xpnoiyotrolei To Sales Funnel yia va atroTuTTwoEl TOV
TTPWTAPXIKO {nTOoUuMEVO atrd To marketing, TTou gival «How to get, keep and
Grow Customers»

Customer Relationships
Physical & Web Mobile Are Different

e 2012 Steve Blank

2TNV ouvéxela Ba egcetacoupe 10 HovTéEAo Get/Keep/Grow péoa atro Eva
TTapadeiyua
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S 1K € M GA How to get, keep and grow customers
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e 'EOTw OTI aTTOQACICATE VO AVOIceTE £va BIBAIOTTWAEIO O€ pia TTEPIOXH OTTOU
uTTApXOoUuV AAAa duo BIBAIOTTWAEIQ, TTOU TTPOCEPEPOUV TTPOIOVTA TWV idIWV
EKOOTWYV Kal CUYYPAPEWY 'EXETE AOITTOV ETTIAECEI TNV OWOTH TOTTOBETIA yIa TO
KATAOTNUA Oag, €iXaTte TTPOCPACN o€ £peuva ayopdg Kal €idaTe Ti €idoug
BiBAia diaBalovral o€ TTEPIOXEC AVTIOTOIXOU KOIVWVIKOOIKOVOMIKOU ETTITTEQOU,
EMMAECATE PIAIKA, ECUTTNPETIKA, EPYATIKA ATOMO YIA TTWANTPIEG-TEC,
EMOKEPBNKATE oav TTEAATNG Kal aglohoynoate aAAa BiBAIoTTwAEIq,
ATTOPACICATE YIA TNV ECWTEPIKN APXITEKTOVIKN, OIOKOOUNON KATT. KAl TWPO
ypageTe TO ETIXEIpNUATIKO oag NAGvo.
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s IK € M EA How to get, keep and grow customers
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e H 1TpwTN KaI TTIO GNUAVTIKA €PWTNON TTOU TTPETTEI VO KAVETE, ival «yIaTi Ba
TIPETTEI VA TTPOTINACOUV TNV OIKN JOU ETTIXEIPNON OI TTEAATEG OE OXEON ME TOUG
AVTAYWVIOTEC Pou;». Me AAAa AdyIa «TTWGC EYW PTTOPW VA TTPOCPEPW KATI
MOVAdIKO TTOU VA TTAPEXEI TTEPIOOOTEPES AOYIKEG KAl CUVAIOBNUATIKEG QCiEC O€
oX£0N ME TOUG AVTAYWVIOTEG HouU;». Kal akoun, av dgv UTTopw va Bpw Hia Kal
JMovadIkr TTPOTACN YIa OAOUG, UNTTWG Ba TTPETTEI VA E0TIAOW O€ KATTOIEG
OUYKEKPIMEVEG OMADEC TTEAATWYV UE OMOEION XAPAKTNPIOTIKA, KAl TTOIQ;

e Mia BoAta oto diadikTuo KaBIoTA TTpo@avr) TNV NAEKTPOVIKI avayEvvnon Tou
BiBAiou, O1TOU TTAEOV €£XEI ETTAVATTPOODIOPIOTEI O TPOTTOC ME TOV OTTOIO TO
BAETTEI KAl TO «BIWVEI» ONUEPA EVA NEYAAO NEPOC TWV KATAVAAWTWY,
TTapAAANAQa pe Toug TTapadooiakoug BIBAIOAATPES TTou (ouV TO «XAPTIVO
BiIBAio» pE OAeC TIC aIOBROEIC TOUG.
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LY iK€ M €A Ta TuTTwyéva BIRAIa eTTavépyovTal
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-’! .\

[Inyn: https://www.publishersweekly.com/pw/by-topic/industry-
news/bookselling/article/72450-print-book-sales-rose-again-in-
2016.html
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LYK €™M [eA Ta TUTTwpPEVA BIBAIC ETTAVEPYOVTAI
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e [1a Tapadeiypa Ba avakaAuywete TTwe n Weltbild otn Neppavia pe tn yopepn
aQioag ATTEIKOVIOE O€ EKATOV OapAvVTa UTTaiBpIEC dlagnuicElc Ta dEKaA
emAeyuéva best-seller Tng: AitTAa o€ kaBe BiBAio cuuTtrepIAauBavoTtav Kal
EVOC YPANUWTOC KWOIKOC QR, £€T01 WOTE 01 TTEPACTIKOI OKAVAPOVTAC TOV
KWOIKO Tou BIPAiou TToU €1mIBuoUCcaY JECW TOU KIVATOUG TOUG, TO TTPOCBETAV

oTO “KaAAOI” TOUG.

Buchhandlung to Go!

e = == ==
e‘tblld LQ:lfo:-m:”m':dymmn 2n Gdsl.ewptobe tam 3 o tt!podo!ﬁbeﬂrlltn
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YK € M €A
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Bookstore & More

e 'ETOI JETA aTTO TNV MEAETN OTO OIADIKTUO, TTOIOTIKEG KAI TTOOOTIKEG EPEUVEG
ayopdg, customer journey, touchpoint mapping, problem/solution discovery
KATT., atropaacioTnke 1o BIBAIOTTWAEIO pag va diagopoTroinbei Trpooeyyiovrag
(oTNV KUPIOAEEia) Kal TOug OUO KOOMOUG, TTAPEXOVTAG TOUG CEXWPIOTN
KATAVOAWTIKA EUTTEIPIA PE ETTIKEVTPO TOV TPOTTO «KATAVAAWONG» Tou BIBAiou.

e To ovopdoare Bookstore & More, Bpiokete otnv Ayia MNapaokeur] Kail gival
dlapopPwpEVO o€ TTapaAAnAoug xwpous TTwAnong (books, films, board
games, toys), avayvwong, Trapouciaong, oulntnong, akpoaong, TnNAeBEaonc,
EMTPATTECIWV TTAIXVIOIWY, POMTTOTIKAG, EVW Ba utTapxel kal e-shop.

e [lapdAAnAa Ba utrdpyxel Cafe-Bar kal Ba ogpRipovTal XUHOI, Ka@EG,
AQEWPNMOATA KAl OAVTOUITG.
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YIK € M CA Bookstore & More
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e H oTparnyikn diagopotroinon Tou Bookstore & More Ba €ival n cuuBIWTIKA
oxéon2 BiBAloTTwAciwv (TTapadooiakd + Wnoeiakd/Online) o€ 1, evw o€
OIAPOPETIKOUG XWPOUC Ba TTApEXETAI N DUVATOTNTA AVATITUELNG KOIVWVIKWY
OXEOEWV [E ETTIKEVTPO TNV TTAPOUCiacn avayvwaon, agloAdynan, avraiAayr
ATTOYEWV, KPITIKN, [OTTWG KAl TNV JOUCIKN, EIKOVA, OIVEPIA KATT.) CUN@WVA Kal
ue To Business Model Canvas.
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S K [€ M EA How to get, keep and grow customers
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e Otrwg rpoavaEpape, 6Aol ol TTeAATeg dev givail idiol ouTe iool. Katrolol 11.x.
evOIaPEPOVTAI TTEPICCOTEPO YIA EIDIKEC TTPOCPOPES KAl EKTITWOEIG, KATTOIO!
gival YOVEig MIKpWYV TTaIdIwV Kal EVOIa@EPOVTAI VIO JEYAAUTEPN TTOIKIAIO KAl
evnuéEPpwaon yia TTadIKA BIBAia Kal KATTOI01 EVOIAPEPOVTAI VIO KOIVWVIKEG
EKONAWOEIC YUPW aTTO TNV AoyoTexvia. Oa TTPETTEI AOITTOV va AVATITUEOUE
OIOPOPETIKEC «ALIAKEC TTPOTACEICH TTPOKEINEVOU va dNUIOUPYIOOUUE
TTEAATEIOKEC OXETEIC KAl OeOPOUC (bonds), o AoyiKO Kal cuvaloBnuaTiko
ETTITTEd0, TTOU Ba ECUTTNPETIIOOUV TOUG OTOXOUC dIaThPNONG, TTICTOTNTAG KAl
d1a000NG UE EVEPYEIEC OTTWG:

04/02/2018
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S K [€ M EA How to get, keep and grow customers
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O 'Eva atmAo Readers Club, pe eKTITWOEIG KAl TTPOVOUIA VIO TA JEAN.

0 KoAwvTtag emmAeyuEvoug TTEAATEC Kal opinion leaders TnNG TTEPIOXNG O€
TTaPOUCIACEIS BIBAIWY aTTO YVWOTOUG CUYYPAPEIG.

O AnuioupywvTag pia €I0IKn TITEpuya, Kal ovoualovrag Tnv Smart kids corner.

O EIDIKEC eKONAWOEIC VIO CUYKEKPIMEVA KOIVA OTOXO TT.X. AATPEIC AOTUVOMIKWYV
dINyNMATWY, ETTIOOCOUC CUYYPAPEIC, AEOXEC AVAYVWONG KATT.

O TlNapExovrag un avapeVOPEVEC UTTNPETIEC OTTWG yeTaTpott) VHS, Photo-
Albums KATT.

AKoAouUBEi To evOeIKTIKO Emixeipnuatikd MovTtéAo Tou Bookstore & More.

04/02/2018
Page 24



s IK € M EA How to get, keep and grow customers
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NAauBavovtag utroyn OTI HEPOG TOU KOIVOU HaG TTEPIAAPBAvEl Kal aToua
MEYOAUTEPWY NAIKIWYV, UN ECOIKEIWMPEVA PE TNV XPAON WNPIOKWY NECTWV, N
KAUTTAVIQ Pag, 1I0I1aITEPA OTNV £CAYYEATIKN ¢aon “Get”, Ba xpnoIYOTTOINCEl KAl
OUMBATIKA KavAAIa Kal TEXVIKEG ETTIKOIVWVIOG OTTWG:

TnAe@wVIKN ETTAQPN YIa yvwaoToTroinon kai ¢peuva péow Call Center o€
KATOIKOUG TNG eupuTEPNG TTEPIOXNG Ayiag Napaokeunc.

ECayyeATik dlapruion o€ TOTTIKEG ANUOTIKEG EpnuepideC.

TotmmoBETnon d1a@NUICTIKWY QUAAASIWV O€ KATAOTAMATA TNG TTEPIOXNG.
2UVEPYAOia PJE ECWPAIOTIKOUG GUANOYOUG TNG TTEPIOXNG YIa TTPOCRacn oTnNV
ANioTa JEAWV Kal TTPOYPAPMATIONEVA TTOMITIOUIKG events.

Alavopun @uAAadiwv o€ events Kal Xwpoug padikng TTpocBaong o€
dUVNTIKOUG TTEAATEG KATT.

['la Toug “digital minded” TTeAaTeC Ba XpPNOIMOTTOINOOUKE YNPIAKA KaAVAAIQ KAl
TEXVIKEC UE Eupaon oTo Programmatic Marketing kai Tnv 1exvikr) GeoFencing
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BIBAIOIIQAEIO Bookstore & More

IK © M GA

Kev Partners

Ekdorikoi Oikol.
MeTatTrwAnTég
omaviwy BiAiwv
Kol EKOOOEWYV,
TTPOMNOEUTEG
DVD,Board
games, Toys KATT.

ZUVEPYATEG OE
Design, yneIiakn
TEXVOAoyia, Events
Ailapnuion Epguva
Emikoivwvia KATT.
Global Book
searching/selling
E-shops

MpounOeuTtég
Digital photo
printing,music,
games,toys etc

Cost Structure

Kev Activities
Zuvexng digpelvnon
egeAifewv, Epeuveg
Ayopdg, Pretesting
Evepysiwy,
Mpoypduuara
Aquisition Retention,
Loyalty,

Social Media, PR,
Managent, Logistics
Fund raising.

Key Resources

Innovative
customer centric
Petailing
MpwTtoTtropiakég
OUVEPYOOiEG
ZxeS100M0G,
ToiIoTNTA,
AEITOUPYIKOTNTA
lotooeAidag/e-shop

Value

Proposition
I8avik6g TTPOoOopPIoHOG
ayOopaOTIKAG.
KOIVWVIKNAG Kal
TTOAITIOMIKAG
EPTTEIPIAG, YIA
TTapadooIaKoUg Kal
«PNPIOKOUG»
BiIBAI6@IAOUG, pE
EMIAEKTIKA TTpOCBacn
KOl € «TTPOIOVTA»
OIVEQIA, HOUOIKN,
video, toys table
games KATT.,
TTAPEXOVTAG
TTapdAAnAa off kai
online KOIVWVIKEG
OTIYMEG TTOU OEAETE Va
VO MOIPAOTEITE MUE
TOUG @iAoug ocag

Customer
Relationship
MpoowTIKA
e§utrnpéTnon
MpwToTropIaKn
mpooéyyion “Get,
keep, grow”,

ME ouvdUAO O
internet kai
ouppartikou mktg.

Channels

One20ne, email,
TnAépwvo, Local
MME, Digital
media, GPS,
Cloud yia
gpappOYEg
Retargeting, Geo
Fencing KA.

Customer
Segments

MpwTapXIKd KOIVO
MNuvaikeg/Avdpeg
35-55 gTwyv, lMNoveig,
MeooAvwrTtepn Tagn.
Kdtoikol gupuTtepng
mEPIOXAG Ayiag
Mapaokeung

Traditional
Ayatrouv Tnv
aiobnon, akoun Kai
TNV <KHUPWSIA» TOU
BiBAiou.

Digital Minded

Biwvouv BiAio kai
KaOnuePIVOTNTA
Méow Digital
devices & content

ESomrAiopog, AsiToupyikd KO6OTH,
Zuvrtipnon Website costs,
Evoikia, Mio0oi, Apoiég eEwTEPIKWV

Revenue Streams

‘Ecoda amré mwAnoeig BiBAiwv kai e-books
off ka1 online,

ouvepyatwv (Web Designers,
dwrtoypd@ol, Printers KATr.
Marketing, Events, Promotions and
Logistics costs.

Anuioupyia Traditional/Digital Photo/Digital
Albums, Maixvidia, Awpa, Cafe Bar kai
Aoirég SpaoTNPIOTNTEG
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e OAa autd Spwe atraITouVv TTPWTA Va JABouv ol KATOIKOI TNG TTEPIOXNAS TOUG
OTTOIOUG OTOXEUETE TNV UTTAPCH 0a¢ (Awareness), va yvwpioouv TNV
JIA@POPETIKOTNTA OOC Kal va evdla@epBouv (Interest), va Toug TTPOCEAKUCEI Kal
va €mOuunoouy Tnv OIKA oag TTPOTEIVOUEVN agia ( Desire), Kal va €TTIAECOUV
€00G yia TNV ayopd Toucg (Action)....oAokAnpwveTal €101 TO Sales Funnel.

e Meta armd TNV TTPWTN Ayopd, KPIVOVTAG KAl CUYKPIVOVTAG TNV OUVOAIKN
ayopaoTikn euTtreipia Toug (Customer Experience), 6a KAvouv TNV ETTOPEVN
(kal TTI0 onUAvTIKA) ayopa.

e A0 £0w Kal TTEPA TTPETTEI VO TOUG TTPOCPEPOUPE OAQ OO0 TOUG
UTTOOXEODNKAME YA VA TOUG TTEICOUNE va EABoUV aAAG va LeTTEPACOUNE av
YiVETAI TIGC TTPOCOOKIEC TOUG UE TTPOYPAUMATA EEUTTNPETNONG, dIATHPNONG,
mMOoTOTNTAG KAl d1ad0o0Ng

04/02/2018
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O evrotmmopdg, n euaicOnTOoTTOIiNCN KaI N TTPOCEAKUGT TTEAATWY Ba gival
TTPWTAPXIKNG ONUACiag, IDIAITEPA OTO EKIVNUA TNG ETTIXEIPNMUATIKAG
dpacTnpIOTNTAG, AOYWw TNG UTTaPENG duvaTou AVTAYWVIOHOU aTTO JEYAAOUG
global kal ToTrKoU¢ TTaikTeC OTTWS To Amazon, 1o Public KATT.

[TapAAAnAQ, TO yeyovog OTI Ba ecuTTnPETOUNE TaUuTOXPova Digital kai
Traditional minded TTEAATEG, NAG UTTOXPEWVEI O€ dIaPOopOTTOINKEVN dlaXEipion
Twv TTEAATEIOKWY oxEoewv (Get, Keep, Grow).

2.€ KAOe trepiTITWOoN, Ba XpEIaoTOUUE £va ETTIKOIVWVIAKO «Kick start» tTou Ba
MAG QEPEI TOUG TTEAATEG, Kal KATI 1ID1AITEPA DIAPOPETIKO, N AVAUEVOUEVO, TTOU
Ba pag Eexwpilel atd Tov avTaywviouo, Ba gEpvel TTpooBeTa é0o0da Kal Ba
«ECUTTNPETEI» TNV BACIKN MAG TOTTOBETNON KAl UTTOOXEON “more”, OTTWG TT.X. N
wneiakr dnuioupyia avapvnoTikwy Photo Albums treAatwy pac.

AKOAOUBEI N oTPATNYIKN ETTIKOIVWVIAC TTOU B0 OKOAOUBAOOUNE, EEKIVWIOVTAG
atrd 1o AIDA ) Sales Funnel.
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How to get, keep and grow customers

H Ztpartnyiki Emikoivwyviag kal Méowyv TTou atropacicaue va
OKOAOUBNOOUUE £XEI CUVOTITIKA WG £ENG:

O Xpron mapadooIiaKwV JECWV YIA ETTIKOIVWVIA JE TOUG TTEAATEC TNG TTEPIOXNG.

O Xpnon ynelakwy JEowyv, JE TNV TEXVIKN geo targeting Kal EJeaocn apxIka oTa
paid social media kal oTnv ouvéxEla oTa oOwn Kal 1A,

O  TlapdAAnAn xprijon otpatnyiknc Media bursts otav €xoupe va
ETTIKOIVWVIOOUUE CNUAVTIKA events, TTPOKEIJEVOU VA ATTOTEAETOUV
«MAYVNTEGC» WOTE VA PEPVOUNE Kal VEOUC TTeEAATEC on kai offline,
uttooTnpifovrag TTapAaAAnAa Tnv Baoikr Jag TotroBETnon customer
experience excellence.

O "Epgacn o€ avaTtpeTITIKO, dNUIOUPYIKO Kal TTIPOTPETTIKO digital content.

04/02/2018
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s IK € M EA How to get, keep and grow customers

Xpnon 1nG TeXVIKAG Geo Fencing TTPOKEINEVOU VA €0TIAJOUNE OE OnuEia
OUYKEVTPWONG duvNTIKWV TTeAaTwyV e targeted display ads.
Xpnon CRM kai e-CRM evotroiwvTag Ta apxeia Trapadooiakwy Kai digital

TTEAATWYV Kal OIAQOPOTTOIWVTAC MOVO TNV TEAIKN €TTA@N (TT.X. TNAEQWVO 1)
direct Mail vs e-mail).

Kwdikotroinon Twv treAatwyv Katd RFM (Recency, Frequency, Monetary).

YAoTtroinon MNMpowBnTtikwyv evepyeiwv on kai offline yia diactaupoupueveg
TTwANoeIg (cross-selling)

2 UVEXNG TTapakoAouBnon Kai pre-testing yia BeATioTOTTOINON TNG OXE£0NG
CLTVICAC (Customer Life Time Value/ Customer Acquisition).

2TNV ouvéExela Ba doupe oxnUATIKA TNV Xprion tou Sales Funnel, Ba
avapepBoupe o€ evOEIKTIKES [Mapadoaolakes kal WNQIakEG TTPOCEYYIOEIS, Kal
Ba kKAgciooupue Pe Eva TTapadelyua AOYIKAC KAl ouvaioOnuaTiKNG EMTTAOKAG
dUVNTIKWYV KAl EVEPYWV TTEAQTWYV PAG O€ £va event TTapouciaong ouyypageEa.

04/02/2018
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How to get, keep and grow customers

I——Digital TraditionT]

SEO/SEM/PPC Print/Ads
Ads, Blogs, Social Marke‘ting Mix TV/Radioc

Email/Mobile Events/Expos
Feeder Websites Telesales
-.. other .. other
Demand
Generation
Capture &
Conversion
Engage
Tactics
Capture
Engage
Nurture Tactics

ity Engage
Tactics

Automation s Tearmr Follow Up

Source http://www.webentangled.com/how-attention-interest-
desire-and-action-aida-can-enhance-your-seo-strategy/ 04/02/2018
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NAauBavovtag utroyn OTI HEPOG TOU KOIVOU HaG TTEPIAAPBAvEl Kal aToua
MEYOAUTEPWY NAIKIWYV, UN ECOIKEIWMPEVA PE TNV XPAON WNPIOKWY NECTWV, N
KAUTTAVIQ Pag, 1I0I1aITEPA OTNV £CAYYEATIKN ¢aon “Get”, Ba xpnoIYOTTOINCEl KAl
OUMBATIKA KavAAIa Kal TEXVIKEG ETTIKOIVWVIOG OTTWG:

TnAe@wVIKN ETTAQPN YIa yvwaoToTroinon kai ¢peuva péow Call Center o€
KATOIKOUG TNG eupuTEPNG TTEPIOXNG Ayiag Napaokeunc.

ECayyeATik dlapruion o€ TOTTIKEG ANUOTIKEG EpnuepideC.

TotmmoBETnon d1a@NUICTIKWY QUAAASIWV O€ KATAOTAMATA TNG TTEPIOXNG.
2UVEPYAOia PJE ECWPAIOTIKOUG GUANOYOUG TNG TTEPIOXNG YIa TTPOCRacn oTnNV
ANioTa JEAWV Kal TTPOYPAPMATIONEVA TTOMITIOUIKG events.

Alavopun @uAAadiwv o€ events Kal Xwpoug padikng TTpocBaong o€
dUVNTIKOUG TTEAATEG KATT.

['la Toug “digital minded” TTeAaTeC Ba XpPNOIMOTTOINOOUKE YNPIAKA KaAVAAIQ KAl
TEXVIKEC UE Eupaon oTo Programmatic Marketing kai Tnv 1exvikr) GeoFencing
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How to get, keep and grow customers

To Programmatic media buying, marketing kai advertising €ivai n real time
aAyopIOuIKr ayopd dla@nUIOTIKOU XWPOU.

Kartd tn didpkela autr)¢ TG diadikaaoiag, YiveTal Xprjon evog €10IKA
oXeQIAOUEVOU AOYIOMIKOU YIa TNV AUTOMATOTTOINON TG ayopdg,
TOTTOBETNONG KAl BEATIOTOTTOINONG TWV OIAPNUICEWY HECW EVOG OCUOTHUATOC
UTTORBOANG TTPOC@OPWY - N aAAIwg, bidding system.

H autopaTotroinon tng d1adikaoiag onuaivel 0TI JTTOPEI va Yivel O€
TTPAYMATIKO XPOVo Kal dgv BaaileTal oTnv avBpwTrivn TTapéupaon, o€ manual
EVEPYEIEC I OTIC CUMPBATIKEC DNUOTTPATIEG.

AuTr) n ueBodoAoyia TTapExel TTOAU PEYOAUTEPN aKPiBEla Kal ECATOMIKEUON

TWV OIO@PNUICTIKWY UNVUUATWY, ME OTTOTEAEOUA ATTOOOTIKOTEPES KAMTTAVIEG
XWPIc va ¢odeuovTal TTEPITTA XprUaTa.
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e To Programmatic Marketing pe Tnv dicicduon Twv mobiles atroTteAei T10
TTAEOV OUYXPOVO YNPIAKO EPYAAEIO ETTIKOIVWVIAGC, IDIAITEPA YIA TOTTIKN
dlapripion pe lNeweortiaon (Geo Fencing) tTou opileTal W¢ £ENG:

e Anuioupyouue €IKOVIKA diXTua yupw atro (wvec/BEacelg evdliapEpovTog. Otav
duVNTIKOI KATAVOAWTEG BpeBouv eviog wvng ME avoIXTO KIvNTO TTOU OIABETE!
EQapPoOyN TTPOCOIOPIONOU PUOIKAG BE0NG, TOUC KATAYPAPOUUE O€ ouada
KOIvoU n oTroia Aapavel targeted dia@nUIOTIKA gnvUPaTa a1rd TV OTIYUN
EVTOTTIONOU TOU, £wW¢ Kal 30 NUEPES APOTOU O KATAVOAWTNS £QUYE ATTO TOV
OUYKEKPIMEVO XWPO.

e ACilcl va onUEIWBEl TTWG N TEXVIKN UTTOPEI va EVTOTTIOEI AKOUN KAl
AVTAYWVIOTIKA QUOIKA KATACTAMATA TT.X. MIA TTITOAPIA UTTOPEI VO OTTOKTNOEI
O1a@NMICTIKI TTPOCRA0N OTOUG TTEAATEG TWV AVTAYWVIOTWY TNG OTNV TTEPIOXN,
KAl VO TOUG gpPavioel otTnv ocuokeun Toug display ads o€ yopen banner,
native ads video KATT.
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e H idia TexvIKr PJTTOPEI Va EVTOTTIOEI SUVNTIKOUG TTEAATEG (Sales lead
generation) 11.X. o€ éva PeoTIBAA BiBAiou, Kal va Toug attoOTEAAOUNE
dla@NMIcEIC TIPOOKAAWVTAG TOUC OTO OIKO pag stand, kal apyoTepa OTO
KATAOTNUA 1} TO Site hag, N ETMKOIVWVWVTAG KATTOIO MEAAOVTIKA TTPOWONTIKNA
MagG eveépyela ) ekdNAwan 11.X. TTapouaciaon BiIBAiou atrd Tov ocuyypag@ea Tou.

e 'ET10l1 Ba £xoupe TRV dUVATOTNTA OXI JOVO VA OTTOKTOUME VEOUG TTEAATEG OTO
QUOIKO I OIadIKTUAKO MAG KATAOTNMA, AAAG O€ TOKTA OIA0TANATA VA €XOUE
media bursts (e€apoeig) TTou Ba uttooTnpiouv events, TTPOYPANUATA
TMOTOTNTAG, TTPOWONTIKEC EVEPYEIEC KATT. OTAV OI TTEAATEC paG Ba £xouv
TTpoxwpnoel ato 1o Get, oto Keep and Grow pépog Tou KUKAou {wr¢ Toug, N
QKON Kal av £X0OUV ATTOUAKPUVOEI Kal TTpooTTaBoUuuE va TOUG
ETTAVAKTAOOUE.

e Oa doupe OTNV OUVEXEID Eva TTAPAdEIYUA VIO TO TTWG ME aPopun Eva event
OTO KATAOTNMA, Ba JEYIOTOTTOINOOUUE TNV TTIPOCTIABEIa o€ OAO TO PACHA get,
keep, grow.

04/02/2018
Page 36



= 1< € M cA Geo targeting in action

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

Geo targeting, just-on-time

To BIBAIOTTWAEIO pag dlopyavwvel TNV Petros Markaris
TTapouciaon Tou véou BIBAiou Tou MéTpou SUICIDIO

Mapyapn “Suicido Perfecto” kal Trépa atrd PERFECTO S
TIGC AAAEC TTPOWONTIKEC TOU eVvEPYEIEC BEAEI va ooty s JARITOS

Kavel kal €va last-minute-call o€ droua mTOU
evOIQQEPOVTAI VIO QOTUVOMIKA puBioToprjpaTa
Kal TUYXAVEl va BpiokovTal oTnv TTEPIOXNA TN
OedOMEVN XPOVIKN OTIYUN.

EmAEyel va kAvel Eva xopnyouuevo instagram
story o€ akTiva 1km 1TpIv TNV TTapouaciacn Kal
Ba QIATPApEl TO KOIVO Tou JEOW content.

2018
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H aAAnAouyia Twv stories aTToOKOTIEI OTO VA ECAWYEI TO EVOIAPEPOV, TN
@avTacia Kal T0.... AOTUVOUIKO daIPOVIO TwV viewers divovTag Toug TNV

duvatdTNTa va £CIXVIAOOUV AUTOI TO POVO PMOAIG JE Eva Swipe up Kai TN
BonBeia Tou Google maps.

u
B bookstereamore
SOLVE
THE MYSTERY

>

YOU MAY FEEL SAFE
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e Eidaue pia gaivopevika atrAn 10€a, 1o Get, Keep, Grow Customers, TTou
ava@EPETal OTNV evoTnTa TWV leAaTteiakwy oxéocewyv Tou Business Model
Canvas, kail 1000 TTOAUTTAOKO YiveTal TEAIKG TO Wneiakd MAPKETIVYK OTAV
avapepopaoTe o€ eKkaTovTadeg Customer touchpoints, TTOAAQTTAG KavaAia
ETTIKOIVWVIAG, TTWANCEWYV Kal dIAVOUNG, ATTEIPEG ECEIDIKEUMEVEG TEXVIKEG
TTWANOEWV KAl HAPKETIVYK, OTTWG KAl OUVATOTNTEG TTOU OEV EiIXAME TTOTE
@avtaoTei, 0TTwg 10 Geo Fencing.

® 2& QUTO TO KATAKEPMUATIONEVO TTEPIBAAAOV pEOwy, TTPETTEI O Marketer va
TTPOoRAAEl pia eviaia eiIkova Tou brand kai uttooxeon brand experience 1Tou
Va EUTTAEKEI KAl TEAIKA va TTEIDEI.

e AUOKOAN 10TOPIa, OTTOU VIO VO €XOUME ATTOTEAECHMATIKNA ETTIKOIVWVIA, TTPETTEI O
TTEAATNG va «TTAoNyNOEi», va eUTTAAKE AoyIKA Kal ouvalioBnuaTIKA, Kal TEAOG
va TTEIoOEI.

e Na TToU €iXe dlopaTikOTNTA 0 APICTOTEANG OTAYV £iTTe TTWC MeIBw = Adyog +
NMNadog + 'HBoGg, N0o¢ 1Tou TTPETTEl Va Jag kaBodnyei kal oTnv Xprjon Twy data
Kal TNG duvapng Tou AladiKTUOU.
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Mmnopeite va deite autnv TNV
napovoiacn otnv ditevbuvon

www.kemel.gr/node/3346
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