CRM Ilpoypappa : Tt
ELVAL KOL TIWG
AELTOVPYEL

T etvar CRM

Customer Relationship
Management

To CRM, to omolo onuaivel Awayeiplon Zxéocwy [eAatwy, elval AoyLOPKO TTov
BonBa& TS e EPNOELS VT HETATPEWOUY SUVNTIKOUG TTEAGTEG OF TPAYUATIKOVS
meAdTeS, KBS kot va Seopebouy kal va Siatnpovv oxéoels Le SuvnTuikoUs TeEAdTES
KO TPEXOVTES TEAGTES 6€ GA0 TOV KUKAO {W1]§ TwV TEAATAV.

Aertoupyel wg pa kevtpwn Béan SeSopévay yia AN po@opies TEAATMY,
ETITPEMOVTASG OTIG ETILXELPTOELS VA TTAPAKOAOVEHOUY TO TILO TTOAVTIUO TTEPLOVOLAKO
TOUG OTOIXELD ~ TOUG TTEAGTEC TOUG,

10 mapeABov, Ta oToLyela emikovwviag fTay Sidonapta o€ Std@opeg TAATPOPLLES,
aAAd KOBOG 0L EMIYEPNGELS AVATITUCOOVTAL, 1] DTTIAPEN LG KEVTPLKIAG Baong
SeSopevwv kabioTatal anapaltnt.

Etvat onuavtikd yia dAa ta péin mg opdadag v éxouv mpdofacn oTo oToLXEla TwY
TTEAATWV TIPOKELUEVOL VO SLATTPT|OOUV L GUVEKTLKT|] OXE0T] HE TOUG TIEAXTES.



H e€€ALEn tovu :

To CRM éxet eEehyOel onuavtikd and Ty £vapdi Tov oty Sexaetia tou 1980.
ApXIKG, TjTay amAmg éva o0oT G pdpKeTIvYK Bdong Sedopévav ou amodnkedel
TIAN POPOPIES ETMKOLVWVING LE TOVG TTEANTES,

T Sexastia Tov 1990, N €P@EVIOT) TOV ACYLOHLKOU QUTORATIOHOU Sbvaung
nwAjoswy (SFA), mpodyysiog Tov CRM, emétpee Ty mio egeAtypévn
TapaxoAoVOnon TV CAMAETUS PATEWY UE TOUG TTEARTES,

£1i¢ apyés e Sexaetiag Tov 2000, oL Avasrg CRM £yvav 110 0AOKAT pwUEVES,
EVOWLATHVOVTAS AELTOVPYIES WA OEWY, REPKETIVYK KoL EEUTIN PETIOT]G TIEAXTWV.
Tnv teAevtain Sekaetia eppaviotnkay TAaTEOpues Swaxelplon cxécewy TeAaTWOVY
mov Bacifovtal ot cloud, Tpos@époviag peyekiTepn mposBacipdmra,
ETIEKTACIPOTNTA KAL EVOTIOIMOoN [e GAAQ ETIXELPNUATIKG EpYAEia.

TALEP, O TPONYHEVES SUVATOTTES avdAvong, TeXvN TS vonpoouvng (Al) ko
unxevikis padnens (ML) evowpaT@vovTaL OTo CUSTIHATR QUTE, TAPEXOVTAS
axépn Badiitepes AN POPOpPIES YLK TN CUUTIEPLPOPE KAL TIG TPOTIUATELS TwV
TEAATOV.

Y toyolL touv CRM:

B£ATLWOTE TV IKAVOTIOMN 0T TV TMEAXTWY : Katavowmvtag Tig avdykes kai
TIG TIPOTIUNOELS TMV TIEAXTOV, OL ETALPELEG PTIOPOUY VA TTPOCPEPOLY
£EQTOIKEVPEVES UTIT| pECTeg Ko TtpoTovTa, BEATIOVOVTAG TN CLVOALKTY EUTELpia TOV
TLEAQTT).

AVEnon nwAieewy : Ta cuoTipara CRM mapéyouv epyaieia yia m Saxelpion tov
aywyol TaAjcEwy, Bonbmvtag Tig oud8eg TWANCEWY VU EVIOTHOOLY KXL VX
AE0TIOM ooV EVKALPLES.

BeATiwaT) THG SLaTPNONS TEAATAV : ALaTPOVTAS AETTOPEPT] apxela TwY
CAANAETISpACEWY LLE TOUG Trsl&"rsg, oL eTalpeleg urropotv va e@appdaouy
CTPATNYIKES YL THY G¥ENOT] TG DPOTiwot§ TV TEARTHY kot T pelwot Twy
TOCOOTOV EKTPOTHS.




BeAticTOMOMOTE TIC £6WTEPIKES SLadikaois : H avtopatomoinomn koL
BeAtioTomoinon Twv Strdlkaadv OV AVTLUETWTI{OUY 0L TEARTES KoL TWV
e0WTEPIKWY SixSikaotiyv e§otkovopel xpévo kat LewdveL To KOOTOG,

Evnuepwpévn Aqm ano@acewy : Ta cuykevipoTikd Sedopéva mapéyouv
TIOAUTIES TIAT po@Oples, EmiTpETOVTAG T ANYT] aro@doswy Bdost SeSopévav kat
TOV OTPATNYLKO OXESLaouE.

[Twg Aettovpyel

To Aoyiouko Customer Relationship Management evowpatavet Sedopéva TEAXTOV
aTd SLAPOPES TMYES GE [LOL EVIALN TIAATQOPUN, TG OPYAVWDVEL YLX ATIOTEAECUXTLKT
enegepyaoia kol Tapexel epyadela yia Tov efopBoroyiopd twv adiniemaSpdoswy e
TOavolg 1| UTIAPXOVTES TTEARTES.

Fox mapdSetypa, ebv SievBivete éva AoyloTikd ypagelo kol Eextvioete pla kapmdvia
ndpreTVYK, trropeite va Snpovpyioete pie oeAlSa Tpoopiopol pe pa @oppa
emikovaviag kal va T Tpowdioete Hécw Twv pEcwy KOWmVKiS SIKTHwoT.

‘Otav évag uvoYm@Log TEAATNS CUNTTAN POVEL TT @OPUA, 0L TTAN pogoples Tou
kataypagovtat oto CRM, to onolo ot suvéxeia afiodoyel kat fabporoyel to
npoBddiopa yia va kaBopioel TRV ETOLOTNTE TOU va KAVEL PLa ayopd 1) £&v
xpewadetan meputépw @povtiba

Me Baon ™ BaBpodoyia Suvmtikold meAdm), to CRM mpoteivel katdAAnAss evépyeleg
Yl T HETQTPOTN Tow SuvyTicoy TeAdm o€ ToTd meAdTn. Na mapddeype, propel
va ekxwpnOei Eva mpoBddioua pe vymAn Babuoioyia ot fvav avtimpéowno
TwAnoewv o omolog propel va éxel mpdoBacn oe VALK Tapovciaomg Kat va
Tapovoldoel Tpotdoels Pédw Tov CRM yia v kAgloel ) oupgwvia.

ATO TNV GAAT) TTAEUPAG, Evag uToYn@Log TEAGTNS MOV amatTel kKaAAlépyela Ba
AauBaveL QUTOPXTOTOMIEV UNVUpaTa AEKTPOVIKOD TayuSpopelou Tov Ba
Tovifovv v akla g mpos@opds kal Ba Toug kaBodnyouv o ypauu TwARTE@Y.

Edv ot mpoomdBeleg avatpopns elvat avemituyeic, o CRM umopei ite va agpaipéost
T0 1L6AVBS0 amd T xodvn petd armd o oplopévn niepiodo ite va To emavagépsl
0TV KOPUQT THS X0dvn§ yia Evay vEo KUKAD TPo@Tc.



Katd ) Sudpreia autis ¢ Sladikaciag, 0Ax o Sedopéva medatwy guAréyovral,
avaAlovTal yio TAnpo@opies kat popalovrtal pe v opdada vrtootpiing ya m
BeAtiwon tn¢ emlAvom mpofAnudtwy TEAaT®V oTo PEAROV.

Baoikeg Aettovpyleg

Zuyxkévepwon Aedopévwv Medatwy: ZuAioyi kal opydveot) TANpopopLny
OXETIKG PE TOUS TEAGTES oo Sidpopeg Tyég (Try., EMKowwvies péow email,
MAEQVIKES KA OELS, ouvariays, adinAemidpaosig péow social media).

Awxxeiplon Etagpav: Kataypopt kal opydvmon Twv oTolXelwy ETKowvwviag Twv
TeAa TV, Snuovpyla evég evialov tpo@iA yia kaBe meAdTn.

Avtopatomoinon Hwifcewv: Avtopartiopol Tov Bonbovv v TwAnTiK opada v
OPYAVWOEL KAL VO TTAPAKOAOUBHGEL TI§ TWATIGELS, ATIO TNV TIPOGEYYLOT] HEXPL TO
KAglowo.

Mdpxetivyk ket Ekorpateies: Anwoupyla kot Slaxeiplon HApKETIVYK

[Tolog pemerL va
xpnowomotoel CRM;

H xprjom evéds cuotipatos CRM pmopel va elvat w@éAwun yux pa supeta yiedpa
OPYAVIGLAOV KOL ETAYYEALATLWV, aveE&pTnTa amd to péysBog 1] Tov kAdSo g
ETILXELPTIOMG.

Ag suBafivoups 0TO TES TA CUGTARNTR QUTE £QaprOlovTaL 08 SLaPOopPETLKES
KALLOKEG ETUYELPNCEWV:



‘Eva Zootnua Alaxeipiong MeAarwyv (CRM - Customer Relationship
Management) cival £va epyaheio TTou BonBd Tig EMIXEIPAOEIG VA OPYAVWVOUY,
va TTapakoAouBoUv Kal va BEATIVOUV TIG OXETEIS TOUG HE UPIOTAPEVOUG KAl
duvnTIKOUG TTEAATEG.
Ta KUpIa 0QEAN EVOC TETOIOU CUCTAHATOG TIEPIAQUBAVOUY:
o Kevrpikni Baon AeSopévwy: OAa Ta GToIXEI ETTIKOIVWVIAG, TO
IOTOPIKG AYOPWV KAl 01 ONHEIWOEIG BPIoKOVTAl OE £vVa ONUEIO.

« Opyavwon NwARogwv: MNapakoAolBnon Tng TTopeiag KABe
utrown@iou TreAdrn (Sales Pipeline).

« Avtoparotmroinon: Alyotepn xeipokivntn douAeid yia
eTmavaAauBavoueveg epyaaieg, OTTWG n amoaToAr] email.

» BeAniwpévn ESutrnpérnon: TaxUtepn avTaTokpion OTA AITARATA TWV
TeAaTwy eEIBA N opada gag yvwpidel To IGTOPIKO TOUG.

« AvdaAuon & Avagopég: Eikbva yia TO TTOIQ TTPOIOVTA I UTINPETIES
gxouv Tn peyaAdrtepn rTnon.

AnpogiAsic emAoyég TepiAapBdvouv To HubSpot (TroAd kahd dwpedv TAGvo),
10 Salesforce (yia peydAeg emixeipnoeis) kai o Pipedrive (eoTiddel oTig
TWANCEIG).

‘Eva Zootnua Alaxeipiong MeAatwy (CRM - Customer Relationship
Management) cival JIa ETTIXEIPNUATIKA GTPATNYIKI Kl TEXVOAOYIKG AOYIOHIKO
TTOU CUYKEVTPWVEL, OPYAVWVEI KAl avaAUel OAeg TIS aAANAETTIOPACEIG HIag
ETTIXEIPNONG UE TOUS TTEAGTES TNG (TTwAoelg, marketing, e§utmpéTnon).
Z16)X0¢ Tou eival n BeATiwon Tng epTrelpiag Tou TEAATN, n augnan tng
IKQVOTTOINONG KAl N MEYICTOTTOINOT TWV TTWARTEWV.

Baoikég AsiToupyieg Kal XapaKTnEIOTIKA:
o Zuykévrpwon Aegdopévwv: ATToBnKkelel OTOIXKEIQ ETTIKOIVWVIAG,
IOTOPIKO AYOPWV Kal ETTIKOIVWYVIAG o€ Wia evigia Baon dedopEVwY.

« Avutoparotroinon NwAnocewv: MNapakoAouBei To oTGdI0 TWV
TwARCewyY, autoparoTrolei Biadikaaieg (17.X. email) kal diaxeipideTal Ta
leads.

« Egumrnpétnon Mehartwv: Alayxeipiletal airuara, mapdirova Kal
BeATILOVEI TNV UTTOTTHPIEN.



AvaAuon & Avagopég: lNapéxel avagopég amddoang, TTPoRALYEIg
TTWARCEWY Kal TTANPOQOPIES YIA TN CUNTIEPIPOPA TWV TTEANTWY.

Tunuarotroinon: Opyavwvel TEAATEC PE BACN CUYKEKPIMEVA KPITHPIC
Y1 OTOXEUHEVO HAPKETIVYK.

O@£An amwd tn Xprion CRM:

1.

2.

BeAtiwpévn Eptreipia MeAdrn: MNpoowtrotmoinpévn ETIKOIVWVIGA.

Augnon NwARcewv: EVIOTIONOS VEWY EUKAIPILV Kal KOAUTEPN
TapaxkoAoudnon.

Avénpévn MNapaywyikoTnTa: AUTOHATOTIOINGCT EPYACILWY POUTIVAG.

KaAOtepn Afyn ATrogdoswy: Z1patnyikog axedioopdg Baciapevog
oc DedopEVA.

Tuykekpipéva, éva alotnua CRM xpeidZeral yia Toug €816 Bagikolg AGyoug:

Kevtpiky ATroffnkeuon AeSopéviv: ZUYKEVTPWVE! OAEG TIG
aAANAeTIdPAoEIG (emails, TNAEQWVANATA, TUVAVTHOEIG, QYopEg) OE Hia
Bdon dedopévy, KaBIgTWVTAG TIC TTANPOQOPIES TTPOTRATIHES OF OAn
NV opdda avd Taca oTiyun.

BeAtiwon ESutrnpétnong MeAatwy: MNapéxel pia ouvoAIKn eIKOva Tou
IGTOPIKOU KEBE TIEAGTN, EMTPETTOVTIAG TNV EATOUIKEUNEVN ETTIKOIVWVIA
Kal TNV TaXUTERN £THAUGN TTPORANHATWY.

A0Enon NwAnoswv: BonBd otnv TapakoAoudnon Twv UTToWniwy
eAarwv (leads), otnyv autoparoTroinon Twv JIAdIKAGIWY TTWANAGNS Kal
gTOV EVTOTIONG EUKQIpILOV Yia cross-selling (TrwAnon
CUHTTANPWHATIKWY TTPoTovTwy) 1} up-selling.

Opyavwaon Kai AtroSonikéTnTa: AuTopaToTTolE! ETTaVAAAUBavOpEVESG
EPYAOTIES, YEKDVOVTAG Ta avOpwTTIva AGBN Kal atreAsuBeplovovTag
XPOVOo I 0 0UOCIACTIKT] BOUAELIG.

ITaTIoTIKA Kot Ava@opég: Npoopépel avaAuTIKA OTOIXEIR KO
avagpopEC g TPaydatikd xpovo, EMTpETOVTAS TN AN aTopaoewy
Baoel dedouévwy (data-driven decisions).



