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NepLexopevo Kat £ToXoG Tou MabRpatog

Ta TPAKTIKA, SLOLKNTIKA, OPYAVWTIKA KL OTPATNYLKA {NTHMOTA TTIoU armtovtal Twv MwARcEwV elval amo
Ta A0V VEUPOAAYLKA Kal Kplolua yla Tnv eUpuBpn Kat emtuxnuévn Asttoupyia kabe emixeipnong. Ta
oTeAEXN Twv MWANCEWV £PXOVTOL O€ ETIKOWVWVIA, EUTINPETOUV Kal Slayelpilovtal To TTOAUTIHOTEPO
kedalalo tng etatpeiac: toug meAdtec. Emiong, ol MwARoelg wg Asttoupyia amoteAoUV TO GUVOETIKO
KpiKo LeTafl emixeipnong Kol ayopdg Kal BewpouvTal Ta PATLA KoL Ta AUTLA TNG KaBe stalpeiag.
MNapdAAnAa, ot MwAnoslc anoteAovv TN povadikh Aettoupyia mou entpEpel Apeoca £008a Kot AOyw Tou
pOAou Touc odeilouv va cuvepyalovtol OTEVA Kol VO GUVTOVI{oVTaL e TO GUVOAO TwV AAAWV Bactkwy
Aettoupylwv pLag etatpeiag m.y. Avwtatn Aloiknon, Noapaywyr, Owkovoptko, HR, R&D kat l61Kd To
MApPKETLVYK, £xovtag KaBopLoTIKO pOAO GTNV UAOTIOLNGN TNG ETIXELPNOLOKNAG OTPATNYLKAG KAL 0TV
emitevén Twv oTOXWV.

ZKOTIOC TOU paBrpartog ivat va avaluBouv oL SLaoTACELG TNG TIOAUCGUVOETNG AELTOUpYLOC TOU THAUOTOG
NwAnoswv. Tuykekpluéva, Ba 500ei éudaon:

(a) Ztn dLadkaoia NG MWANCNG Kol 0 TEXVIKEG MwANoNnG. H eotiaon Ba adopd oe cuvalAayEg LeETALU
ETALPELWV OTIOU TOPATNPELTAL KAl 0 KUPLOG OYKOC MWARCEWY OTNV ayopd, oL BOCLKEC OUWG TIPOCEYYIOELS
Ba €xouv edappoyr] kot og TWANCELS Alavepmopiou. Avadopég Ba yivouv Kol 0€ NAEKTPOVIKEC TTWANOELG.

(B) 2& oTpaTNYIKEG KAl KPLOLUES oMo ACELC TTou KohoUvTal va AdBouv Tta SLoknTika oteAéxn NwANcswv
KATA TO oXeSLAOUO €VOC MAAvVOU MwANoewV (sales plan) 6mwg n mpoPAedn ayopdg Kal o KaBopLoPOG
oToXwV NMwAnoswy, o kKaBopLopdg tng SUvapng kot Tou otoAou MwARoewyv KaBwWE Kal TwWV UPRPLELKWY KoL
MLKTWV CUOTNUATWY MWwANCNG (T avTutpOowTol) Tou Unopel va ebpoplooTouy amd ia eTalpela, o
OXESLAOOG TWV TIEPLOXWYV TWANONG 0€ CUVOUAGO LiE TO targeting kat positioning TN eTaupeiag, kat n
opyavwon g duvauncg NwAnocswv.

(y) 2to poAo tng cuvepyaoiag Kot og LeBOS0UG CUVTOVIOHOU TOU TUAKATOG NWANCEWY UE TO TUAMA
MapkeTvyk (KaBwg oL Suo aUTEG AsLTOUpYLEC gival oL TAEOV MEAXTOKEVTPLKEC), KOOWC Kol OE YEVLKA
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IntRuato 81oiknong Twv OXECEWV TOU TUAUATOC NWANCEWV He GANO BOCIKA TUAATO KOl AELTOUpPYLEC
pLoG etatpeiag.

(6) Ze eupUTepO INTALOTA TTOU TIEPLEXOVTAL OTN AELTOUPYLA TOU TUAUATOG NMWANCEWVY OTWE N AOYLKN TWV
ouotnuatwyv CRM, n e€untnpétnaon Tou eAATN, N SLaxelpLon MaPATIOVWY, N oTtouSaLOTNTA TOU
T(POCAVATOALOMOU OTNV UTtNPEoia (servitization) kal TG AOYLKNG TNG TOPOXN G UTtNPECLWY (service-
dominant logic), kaBwg kal anodaocelg pe phocodia Staxeiptong Suvauikol (HR) omwe n apolfn, n
ekTtaldevon, 0 EAeyXoG Twv avBpwnwy Twv MWARCEWVY KAl TTOALTIKEG ECWTEPLKOU UAPKETIVYK (Internal
Marketing Orientation).

(g) 2to Baokd poAo tng uoBETNong Tt prhocodiog tou MAPKETLVYK OTO OTPATNYIKO OXESLACUO KAl oThV
edapuoyn Twv AEToUpyLWV TwV MNWANCEWV HE YyVwUova Thv mapoxn aflag otov meAdtn (customer
value).

Mabnolakda ArtoteAéopata
Me Tnv oAOKANPWGN TOU HOBNUOTOC OL CUUETEXOVTEC Bal TIPETEL:

(i) Na pmopouv va oxedlacouv, va edapuocouV Kol Vo aELoOAOYH 00UV CUYKEKPLUEVEC TEXVIKEG TIWANCONG
avAAoya pLE TOV TTEAATHN KAl TO QVTIKE(HEVO TTWANCNC.

(ii) Na €xouv katavonroel og BAB0¢ TN AOYLKN TO TIEPLEXOUEVA KOLL TNV TTPOCEYYLON EVOG oxediou
nwAnoswv (sales plan) wate va pmopolv va apouV TI¢ avtioToleg anodAceLS.

(iii) Na €xouv katavonoeL TNV epoppoyr cuvduaoTIKWY PeBOSwY POPAedNg ayopdg, va eival os B€an
va kaBopioouv kal va afloAoyrioouv oTtoxou¢ TWANCEwWY, KaBwg Kal va oxeSldoouv tn popdr| Tou
oTOAou NWANCEWVY, TIC TTIEPLOXEC MWANCNG KaL TO Opyavoypappa Twv NwAnoswv.

(iv) Na £xouv T amapaitnteg yvwoelg nept Stoiknong evog tuipatog NwAnocswv Aappavovtag untdyn
TNV KPLOLLOTNTA TWV OXECEWV KOL TNG CUVEPYAOLOG UE T UTIOAOUTA T LOTA [LLOG ETALPELQG.

(v) Na €xouv katavonoeL Tov Tpomo okéPng Twv unnpectwy (the services way of thinking), tn
onoudaldTNTa, To EUPOC KoL TNV TTIOAUTIAOKOTNTA TNG EUTELPLAG TOU TeEAATN (customer experience) oe
oxéon Ue Tnv ebappoyn evog mAavou NMwANCEwV Kal o oxEon Ue mpooeyyloslg CRM.

(vi) Na €xouv yvwon nepl anodaocswyv Staxeipiong avBpwrivou duvautkol pe Eudacn otn AoyLKr Tou
£0WTEPLKOU MAPKETIVYK.

(vii) Na éxouv katavoroeL To poAo TNG AoyLKNG MAPKETIVYK OE OXECN E OTPATNYIKEG AMOdATELG Kall
Aettoupyieg Tou tuRpatog NwAnoewv.

MabBnolakég ApaotnpLotnTeG Ko ALSaKTIKEG M£BobotL

H péBobog Sibaokaliag emikevtpwvetal otnv aAAnAenidpaon Kol tn cuppeToxn, ouvdualovtac: (a)
SlaAé€elg pe oulntnon kat avaluon, (B) AnPn anoddoswv (o opddeg) BACEL TPWTOYEVWV
OMOTEAECUATWY EPEUVWIV AYOPAC O HEAETEG TIEPIMTTWONG (case studies) MpayUATIKWY ETALPELWV TIou Ba
oculnTtouvtal evtog pabnuatog os popdrn mapadslyudtwy, (V) aoknoelg mou ot pottntég kahouvtal (oe



opadec) va avaAloouv Kat va ebapudoouy TpaKTkd {ntrpata MwAnoswy, (6) mpoBoAég cUVTOHWY
Bivteo oe oxéon ue TN Asttoupyia twv NwANRcewy, Kat (€) quiz epwTRoewV MOANATTANRG EMAOYNG KPLTLKNAC
TPOCEYYLONG e culATNON KAl AVAAUCH WE TTPOC TLG ATIAVTIOELG 0TO TEAEUTAIO HABnua. Ot
ouppeTEXovTeg Ba BaAouv oe ebapuoyn Ta epyaleia mou S16AckovTal oTIG OHaSIKEG Epyaoieg (case
studies kol AoKNOELG) EVIOC LABNUATOG, OTO quUiz KL OTNV EKOVNON UiaG OLOSIKAG TIPAKTIKAG EPYACLAG
(sales plan mavw oe cuykekplpévo oevaplo) n omola kat Ba mapouoilaotel (mapadotéo: mapoucioon 8
AemTwv).

Mé£Bodot kat Kpitipla A§LloAdynong

H afloAdynon Twv CUPUETEXOVTWY OTO HABNUA MPOKUTITEL CUVOUACTIKA AapBavovtog urtodn Tig
OUTAVTAOELG TOUG OTLG YPATTEC EEETAOELG (UE TPOKTLKA Kol OXL BewpnTIKA {NTHHATA), TV TTOpoUGLaon TG
gpyaociag Kal to quiz. H avaloyia otov TeAlko Babuod sival: ypamntég e€etaoelg 70% - epyaocio 20% - quiz
10%.
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TupnAnpwpatikr ApBpoypadia

Avaptwvtal oto e-class emtotnpovika apBpa (academic journal papers) and neplodikd onwg Journal of
Marketing, Journal of Personal Selling and Sales Management, European Journal of Marketing, Journal of
Business Review, Industrial Marketing Management k.a., mapadeiypata (business practice examples) ka
peAéteg meplntwong (case studies) os eldiko folder, opyavwpéva avd SLalegn.

EvSelKTIKO IAGvo SLalé€ewv (FT: 8 Stalé€elc / PT: avaloya pEe TO TTPOYyPOUa HoORpaToc)
AIANE=H 1: H ®\oocodia touv MapkeTivyK otig NwARoELg

H oroudatdtnta Tng AoykAG MApPKETLVYK

H napoyxn atlog otov meAdtn

H Sayxeiplon twv MwAnoewv pe mpooéyylon MApKeTvyK



AIAAEZH 2: H Awadikaoia tng NwAnong
Ta otddla tng mwAnong
O oplopog Tou TTeEAATN

To Kévtpo Ayopaotikwyv Altopaoewv

AIANE=ZH 3: M£00o6oL kat Texvikeég MwAnong
Mpooeyylioelg TwAnong

Mopd£g TwAnong ava katnyopilo mpoiovtog Kot meAATn

AIANE=ZH 4: NpoBAsYn Ayopadg kot ZToXot
Mé£BoboL mpoPAedng ayopdg

KaBoplopdg otoywy

AIAAEZH 5: AlotknTikEG Kol OpyavwTIKEG AMOPACELG
KaBoplopdg duvapng kot popdng otohou NwAncswv
IXe6L00UOC TEPLOXWV

Opyavwon tuiuatog MNwAnocswv

AIAAEZH 6: Zuvepyaoio NMwARoswv pe AAAeG Aettoupyieg
Yuvepyaoia MAapkeTvyk kat MwAnoewv

Zntpota cuvepyaoiag MwARoswyv pe GAAO TUApaTa
Anoddoelg HR

Ecwteptkd MAPKETLVYK

AIAAEZH 7: E§untinpétnon NeAdtn

Servitization & Service-Dominant logic

H katavonon kot Staxeiplon tng epmelpiag Tou meAdtn
Alaxeiplon mapanovwy

Yx€oelg pe meAdtn Kal cuotrpata CRM



AIAAEZH 8: Napouoldoelg kat Quiz
MNapouoLdoelg ko culnTNon EPYACLWV

Quiz 20 epwtoewv MOAAATIARG EMAOYNG KoL 6UTATNON TWV ATIAVTHOEWV



