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IITYXIAKH EPT'AXIA CUSTOMER RELATIONSHIP MANAGEMENT

ITPOAOTI'OX

H mopovca nruyiokm epyacio mpaypatomrombnke 6to Avotoato Texvoroywd Tdpvpa
Avtikng EAAGSag, oto Tunua Atoiknorm Emiyeipricewv. Xt6x0¢ avtg g epyaociog
glval M avdAvon TOV TEAATEWNKAOV GYEGEMV, OO TNV EUGAVICN TOLG HEXPL KO TN

YPNOUOTNTA TOVG GTN CNUEPIVY| KO AVALSVOUEVT OYOPd.
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HEPIAHYH

Olo kol TEPIOCOTEPOL OPYOVIGHOL GTPEPOVTOL TPOG TN OleEipion TV
nehatelokmv oxécewv (CRM) yo va katevfbvoouv v avamtuoén tov 668wV, v
TAPOyOYIKOTNTA, Kot TNV Kovoroinon tov tehdrn. [lapd 1o yeyovog 6t évag peydaog
aplOUOg amd AVTEG TIC OPYUVAOCELS EYEL EMTVYEL CNUAVTIKE ATOTEAECUATA, LEPIKOL OEV
€xovv emtuyel OAa ta 0PEAN Tov NATL Y. AVt '0VTOV, OVTILETOTICAY TPOBANUATO TOV
Kopaivovtot amd vrepPAoelg KOGTOVS KO TPOKANGELS NG EVTadng oTNV KoK amodoyn
xpnot. Ta kadd véa eivor 6Tt OAa avtd To. TPOPAUATE  HITOPOHV VA amoPevyBolv,
eav n epappoyn tov CRM elvar kadd oyediaopuévn kot ekteleouévn. [pdaypott, 6tov
avtd avamtocoovtal, ot Avcelg CRM mapdyovv o onpovtiky amddoorn g
emévdvong, pe tov £opHoAoYIGHO TOV EMYEIPNUOTIKOV OL0OIKACIOV KOl TV TOPOYN
VANPEGLOV OOV  £XOVV TPOGROCT) GE TAOVGLOTEPT] KOl TTLO OAOKANPMUEVT] EVIILEPOOT
TOV TEAATAOV.

H mapovoa epyasio £xel g okond v avdAivon tov cvotiuatog CRM kot tov
E-CRM mov amotelohv pio EMEKTATIKY] KOl ATOTEAEGUOTIKT AVGT Y10l TNV GTOYELUEV
KOl OTOTEAEGUOTIKY KOVOTOINGT TOV TEAATOV OVAAOYO HE TIC OVOYKEG KOl TIG
TPOTIUNCELG TOVC.

Apykd, oto TpmTo Kepdroo Ba avapepBovpe otov meAdtn, Ba opicovpe TV
évvoln Tov Kot tov KOKAo Cmng tov 6Gov aeopd to ayafd Kot TG vanpecieg mov
KOTOVOADVEL.

‘Eneita O otpapovpe oty avaivon tov cvatiuatog CRM avaiboviog to mwg
onuovpyndnke, T0 AOYIGUKO TOV YPNOUOTOLEL KOL TO YOPOKTINPIOTIKA 7OV TO
kaBopilovv.

Oa TOPOVGIACOVLE TN GYECT OV £XEL UE TIG EMYEPNOCELS, TOVG TEAATEG KoL
TOVG KOTAVOAMTES, TO TAEOVEKTNLOTO KOl LEOVEKTNHATO TOL KaOdS Ko To Tpia £idn
OV TO OMOTEAOVV KOl UTOPOvV Vo Tpocdlopicovv kdbe emyeipnon.

Axoépa, 6o mapovcidoovpe to E-CRM amd ) Asttovpyio Tov, TNV ETPPON TOV

OTIG EMYEPNGCELG KOL TOVG KATOVOAMTEG OAAG KOt Tn AEITOLPYIR TOL KO TNV OVAYKT

NG ONoVPYiog TOv Kot KOOEPMOONG TOL GTIG SLAPOPES ETOLPELES.
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Téhog, Ba avardoovpe Tovg AOYOVS amoTVYinG EVOG TETOIOV GLGTHHOTOG KOt
OAOVLG TOVG TOPAYOVTEG TTOL 00N YOVV GE OmOoTLYI0 KABMG Kol TO HEAALOV TTOL TPOKELTOL

va dtypa@et Yo To svotnue avtd otnv EALGSa aAAd kot 6 GAO TOV KOGLO.
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EIZXATQI'H

H dwyeipion melateiakdv oyéoemv (CRM), éyet ™ dvvordotnto yio v
emitevén g emruyiog Kol TG OVATTLENG YO TIG OPYOVAGELS TOL GNUEPL TOV
EKTETAUEVOL OVIOYOVIGHOD Kol NG paydaiog texvoroyikng ovimruéng. To CRM
EMTPEMEL GTOVG OPYOVIGHOVG Vo Yvopilovy KOADTEPO. TOLG TMEAATEG TOLG KOL VO
dnuovpyovv Prooyeg oxéoelc pali toug. Ta kvplo ovotatikd tov CRM givar ot
dvOpwmot, n texvoroyia, Kot 01 S10OIKAGIES.

Kobnhg 6A0 kol meptocOTEPOL OPYOVIGHOT GLVEIONTOTOOVV TN ONUAGIN NG
KOADTEPNG TPOGEYYIONG TOV TEAATY), EMEVOVOLV o€ peydlo Pabud otn dayeipion tovg.
H evooudtoon g teyvoloyiog TV TANPOQOPIOV KOl TOV GYECMV UAPKETIVYK
TaPEXOVY TNV LTOOOUT OV SLELKOAVVEL TN HaKpompdOeoun avimtuén oyécewv e
ToVG TeEAdTEG o€ emimedo emyeipnong. H emtuymg epappoyn CRM eivan o moddmioxn
Ko doavnpn dadtkacioL.

H mopovoa epyacio mapéyer po €KTEVI] TAPOLGINOT TNG EVVOLNG KO TNG
xpong tov CRM. Avti 1 mapovcioon €xel wg 6TdY0 Vo AVENGEL TNV KOTAVONOY| TOV
SLPOPETIKMOV TPOOTTIKAOV KOl TOV dOPOPOV TOHTMOV KOl EMUTEODV TOV OOIKAGLOV
CRM. Avaldetar n euedvion tov CRM, o tpdémoc dwyéipiong tov, yivetar pio
IGTOPIKT] OVOOKOMNOT KOl TOLTOYPOVO, YIVETAL OVOPOPA GTO €-CIM Kot TN GXECT UE TIG

EMYEPNGELG OAAG Kot TOVG TEAATES.
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KE®AAAIO 1: ANAAYXH [IIEAATEIAKQN
2XEXEQN KAI IIEAATQN

1.1. lHehoTEl0KES OYECELS

H Awyeipion Ileloteokdv Zyécemv elvar pior OAOKANPOUEVY] GTPOTNYIKN
dwdkacio e oKOmd TNV KTNoM, TN SoTPNoT| KO T GUVEPYAGIN LLE TOVG TEAATES £TOL
wote vo omovpyndel avatepn aéia yuo v etoupeio Ko tov weddrn. [Ipokeitan yo
NV OAOKANP®GN TOV WHAPKETIVYK, TOV TOANCE®V, TOV LANPECIOV, KOONDS Kol TNG
TPoUNBELTIKNG AVGISOG TOL OPYOVIGHOD VO ETLTOYEL LEYOADTEPT) ATOSOTIKOTNTA KO
AMOTELECUATIKOTNTO GTNV TOPOYN TPOoTIfEUEVNC a&log Yo TOV KOTOVOAMTY.

H dwyeipion tov oyxéoewv pe 100G Opovg TV TEAATMOV KOl TO HUAPKETIVYK
ypnoonotovvol evorliaktikd. Ormg o Nevin (1995) emonuaivet, ot dpot avtoi Egovv
ypnoonomOel yio va aneikovicovv o mowkiia Bepdtov kot mpoontik®dv. Opiouéva
amd T OEHOTO VT TPOCEEPOLY LKL GTEVH AEITOLPYIKN ATOYN KLKAOQOPING, £V
GAAOL TPOGPEPOLV L TPOOTTIKY] TOL €ivorl Evpeia Kol KAT®MG peaMoTiky). Mia 6TeEvN
oKOTO NG Oloxeipong meAATEWKAOV oYéceV amoterel T0 pdpketvyk Pdong
oedopévev He €UeooTn OTIS OPOoPEG TTTLYES TNG TPOMONGCNG TOV UAPKETIVYK TOV
cuvoéovtat Le TIG TpooTabeieg g faong dedopévmv (Nevin, J. R. , 1995).

Mo dAAn dmoyn efetaler to CRM pévo g 1 datypnon Tov TEANTOV,
YPNOLOTOIDVTOS U0 TOKIMO OO TOKTIKES LAPKETIVYK TOL 001YOVV GTN GUVOECT WE
TOV TEAQTY 1] TNV TOPOALOVH TNG EMAPNG KE TOV TEAUTN UETA TNV TOANGON. Mo mo
ONUOPIANG TTPOGEYYIOT LE TNV TPOCPHUTN EPOPLOYN TNG TEXVOLOYIOG TOV TANPOPOPLOV
elval va emkevipmBel oTIg ATOMUKES 1| EVO-TPOC-EVOL OYECELS PE TOVG TEAATEC TTOL
EVOOUOTMOVOLV TN YVOOT NG Pdong dedopuévov pe o pokpompdfecun oot pnon tov
TEATAOV Kot T oTpotnykn avartuEng (Peppers, D. & Rogers, M. , 1993).

‘Eto,0 Zavi koar o Chalasani (1992) opicav wg papketivyk oyéoemv "M
0AOKANPOUEVT] TPOCTAOELD Y10l TOV EVIOTIGUO, TN dTPNON Kot T1 dnpiovpyia evog
OIKTHOL UEUEUOVOUEVAOV KOTOVOAMTOV KOl Yo, TNV €Vioyvuon Tov OkTtHov Yo TO
apoBaio 6PeLOS KoL TV OVO TAELPOV, LEGH SLUOPUCTIKAOV, EEATOUIKEVUEVOV ETAPOV

10 Ypovikd dtdotnua» (L. Ryals and S. Knox, 2001).

Onwg eivor  avtovomto, o okomdg tov CRM elvar m Pektioon g
TopaymylkdTTag Tov pdpketvyk. H mopoayoyikdmto tov HEpKETIVYK EMTUYYXAVETOL
8
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pE TNV avénomn S omodoTIKOTNTOG TG EUmOplag Kol HE TNV gvioyvon 1Tng

amotedecpatikotnTog Tov (Sheth, J.N. & Parvatiyar, A., 2000).

¥10 CRM, 10 cuotipate LApKETIVYK EMTVYXAVOVTOL ETELWDY Ol GUVETOIPLOTIKES
Kol ovvepyaTikég dladtkacieg fonbovv o pelwon Tov KOGTOVG TOV GLVIALLYDOV KoL
TOV GUVOAIKOU KOGTOVS OVATTLENG Yol TNV €Tapeia. AVO ONUAVTIKEG Sl0OKOGIES TOV
CRM mepilopfdvouv 1n SUVOUIKT OVATTTUEN TOV EMYEIPCEDV TOV TEANTOV KOl TNV
OKOOOUNON TMOV OCYXECEWV LE TOLG ONUOVTIKOTEPOLG TeAdTeG. Avtd odnyodv oe

emmpdcOen dnovpyia apotPaiog aiog Kot yio Tov TEAGTN Kot Yo TV mXyeipnon.

Yrdpyovv kot dAAES WBO10TNTES, TOV TPOWOOVLV L GXEGT LYNANG TOLOTNTOG,

avTég TEPLAapPavouy o axoiovda

Evyévewn

[ToAAéC @opég or mehdteg yivoTow Oyevig Kol ovTO OQEIAETAL GE KATOLOLG
anpOPArentovg AOyovs. AAAG awTO €lval OLGLUGTIKE CNUOVTIKO Yo TOV TTpounfevti
€161 OGTE VA SLOTNPNGEL TNV YUYPOLLIO TOL KO VO AVTILETOTIGEL TO YEYOVOS OVAAOYOL.
[Topéyovtag Tic amavtioelg GE NPEUN POV e guyéveln kal couradeia Ba umopovoe
VoL AEITOVPYNOEL ®G KOTOADTNG 6TV  tKovoroinor tov mteddtn (Sheth, J.N. & Parvatiyar,

A., 2000)

Awfesowodtro

ZVUYKEKPIUEVOL TTEAATEG TPOTYOVV TAVTIA TIG OVOPOTIVEG OMAVINGELS OvVTl TV
NAEKTPOVIKAOV UNVUUATOV TOV NAEKTPOVIKOD TOYLOPOUEIOL 1 YEVIKA TO. punvopata. g
€K TOUTOV, Elval ONUAVTIKO Yo EVOV OPYAVICUO VO KAVEL TO GTEAEYN TNG Vo elval Tavta
Sféoia Yo Tovg TEAATES Y10 TNV OVTILETMOTICT] TPOPANUATOV Kol EPOTNUATOV Y10
TNV KOVOTOiNGM TV aviykwv Tov tehatdv. H mapoyn autdv tov vanpecsidv tpowbet
Tévto T0 cLVGOMUATIKO OEGILO HETAED TOV TEAATMOV Kol TOV TPOUNBELTOV TOL GTO

TéA0G elval Tavta YOVIHO Kol 00Myel 6€ Kepdopdpa emyeipnon.

Apeon omdvinon
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O wpounBevtég Ba mpémel va Exovv TAVTO AUECH, EVEMKTO KO EUTEIPO CTEAEYM
v va e&umnpetodv tovg meAdtes. o mapddetypa, ebv Evoc meAdng Kol Kol poTdet
YL KOOl KPIGHa YopaKTnploTikd Tov Kabe mpoidvtog kot 1 ekteheostikny e€ovoia
advvatel va ENYNoEL N €V OVTATOKPIVETAL GTIG TEPLGGOTEPES OO TIC EPMTNOELS TOV,
tote 0 meAATNG Ba umopovoe MOAVAOS Vo EKTPEYEL TOV TPOTO TOL GE KATOL0L GAAN
0pYAvVMOT Yo TNV KAAVTEPT amdvtnomn nov Oa umopovcoe vo ciyovpa vo, 00Ny GEL GE

MEN ¢ ovpuemviag Kot TN oXEGN LE TOV TEAATT).

Evouia

[ToAAol meAdtec mpooeAkVOVTOL OO KOAEG TPOCPOPES OV OTOTEAOVVTOL OO
EKTTTMOELS Kot EPIKTEG TIHES. O mpounBevtrg Ba mpémet va lvar apkeTd ELOLNG Yo VoL
OVTILETOTICEL OVTEC TIC KOTOOTAGES KO VO, TPOGPEPEL TNV KAADTEPN TIUN Kot
oLUEOViO, £TGL MOTE 0 TEAATNG Vo unv xdvetot Kat o Tpoundevtng va ivon oe Béon va
€xel onuovtikd kEPOM, av Oyl meprocotepa. Avtd amortel  mpokaBoplopéveg
OTPATNYIKES va OMovpynBodv yuo va avtomokpdet pe EEumvo TpOTO GTOV TEAATN Yol

TNV EKTANPWOGCT] AVTAOV TOV GTPOUTNYIKAOV.

Teyvoroyikéc arrayéc

[Tavta eivor povtovplotikég ot Texvoroyikég aAdayés. Ot oTpatnykég, ol TVTOL
TOV VANPECIOV Kol TPOIOVI®OV 7ov Bo  UTOpPOVsHV VO VIAPYOLY  GTAOIKA
EMOEVAOVOVTOL UE TO XPOVO AOY® TOV TEPACTION OVTAYOVIGLOV KOl TOV DYNAITEPOL
TOGOGTOV TMV TEXVOAOYIK®V oAAaydV. Kpatdvtoag avtd katd vou o opydvmon Ha
TPENEL TAVTO VO EMKEVIPOOEL GTNV OvVaKOIVIOT) TOV EMYEPNUOTIKOV GTPOTNYIKOV KOl

va teicel Toug mehdteg ovaroya (Plessis , M. & Boon, J.A., 2004).

1.2 Tv ewvon wehaTnG;

Ov meAdteg moilovv TOV WO ONUOVIIKO pOAO otV  EmyEipnon. Xy
TPAYUATIKOTNTO, O TEAATNG £lval TO TPAYUATIKO OQEVTIKO GE Lo GLUE®Via Kat givorl
VeEVBLVOC Y10 TO TPAYUATIKO KEPOOG Yo TNV emyeipnomn. O meddng gival avtdg mov
YPNOOTOIEL TOL TPOIOVTA KOl TIC VANPETieg Kot glval ot “'dkaotés”” oty moldtnta
TOV TPOIOVIMOV KOl TOV VINPECSLOV. ¢ €K TOVTOV, Elval ONUAVTIKO Y10 VAV OPYOVIGLO
Vo OlTNPNoEL TOVG TEAATEG 1 v KAVEL VEOLG TEAATEG Kol Vo EVOOKIUNGEL M

10
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emyeipnon. o va d1oyep1totodyV ToVg TEAATEG, O1 OPYAVICUOL TPETEL VO 0lkoAOVOOVY
Kémolo €100¢ TPOCEYYIGEMY, OTMC 0 KATAKEPUOTIOUOG N 1 dlipEST] TOV TEAOTAOV GE
OpadES, Yot kaOe TeEAdTNG Oa Tpémer vo Bempeitar moAdTILOG Kot Kepdopopog (Plessis ,

M. & Boon, J.A., 2004).

Enopévmg, ot meAdtec KotnyoplomoovvTol ovOAoyo HE TN XPNoN TOV

TPOTOVTOV Kol TOV LINPESIOV oV eMAEYovy. Ot katnyopieg eivar ot €ENG:

U Ihotol meldtec

Avtol ot TOmor TtV meAaT®OV eivonr Aydtepor oe aplBud, oAb mpowbHovv
TMEPLGGOTEPEC TOANGELS KOl KEPOT 0€ oo Ue AALOVS TEAATES, OTMOC £KEIVOL O1 OTTO101
glval amoivta wovormomuévol. Ot mehdreg emaveletdlovy v emyeipnon Kol v
opybveon NG TOAAEG @opég kol ®g €K TovTOv, eivan (wTiKAg onupaciog vo
OAANAETIOPOVY KoL VO KPOTOVV €mapn Hall Toug 6€ TOKTIKY Pdomn Kot vo EnevOVcoVV
oAV xpovo kot tpoondBeia poli Tovg. Ot motol mehdteg BEAOVLY ATOUIKY] TPOGOYN KO

avTO amatel EVYEVIKEG Kol Le GEPOCUO AmOVTNOELS Omd TOV TPOUN v T.

U IIeAidrec mov {ntovv Ekmtmon

Eivon emiong ovyvol emokéntec, aAld givor povo €va HEPOC TV EMYEIPTLATIKOV
TOMGCE®V OTAV TPOGPEPOVTIOL EKMTOCEL; GE TMPOIOVTIO KOl EUTOPKE GNUATO N
ayopdalovv povo mpoidvta yYouniov k6ctovs. Ot meldtes avtol apopohv Kuplwg piKpég
Bropnyoaviec N T1g Propmyaviec mov EMKEVIPMOVOVTOL GE YOUNAEG 1 OPLOKES ETEVOVCELG
oyeTkd pe to mpoidvra. H eotioon oe avtodg tovg THmovg TV Tehatdv givol emiong
onuavtiky, kabdg emiong kot n wpomONnon o€ OvTicGTOYOL TOTOVS MEANTMOV YTl

AmoTELOVV LEPOG TOV KEPODV GTNV EMLYEIPNOT).

U Iopopuntikoi meAdteg

O meldteg avtol givon 0VoKOAO Vo TeGTOOV €mEdN BELOVY var KAvouv ayopéc pe
YVOUOVO TNV TopOPUNoN.. Agv €(0VV KOVEVO GLYKEKPIUEVO GTOLXEIO0 O0TN AloTa TV
TPOIOVTOV TOVG, OAAG Tapotphvovtol va ayopdoovv 0, Tt Ppickovv KOAO Kot
Tapoy@ykd oe ekeivo 10 onueio tov xpovov. O ¥EPIGUOG OVTOV TOV TEAATOV givat

e TpdkAnon, kabag dev yhyver yoo £vo mpoidv Ko mpémel o mpounBevtng vo

11
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EUQOVIGEL OAL TOL YPNOLUO TPOTIOVTA TTOV £YOVLV UTPOGTE GTA LATLO TOVS, £TGL DGTE VO
umopov vo ayopdoovv 0, Tt BEAovy amd 10 ev AdY® Kotdotnua. Av ot TopopunTiKol
neAdteg avtipetomilovior avaloywe, tote LIApPYEL HEYOAN TOAVOTNTO Ol TEAATEG

avtoi va givorl vevBuvor ylo LEYIAO TOGOGTO TOV TOANGEWV.

U Ileldtec Baoiouévol otnv avaykn

Ot meldteg avtol ayopdlovv éva cuykeKpluévo mpoidv kot teivouv pévo va
ayopalovv avtikeipeva ot onoia givol e£0IKEIOUEVOL 1] KOADTTOLV L0 GUYKEKPILEVT|
avaykn v ovtovs. Avtol givon cvyvol meddteg, aArd dev Ba yivouv péEpog g ayopds
TIC TEPIOGOTEPEG POPEG KOl £TOL €ival SVOKOAO VO TOLG IKOVOTOMGEL KAmolog. Ot
neAdteg Oa mpémel va avtipetonifovror OeTikd deiyvovtas Tovg TPOTOLS Kot AdYoLg va
LETAGTPOPOVV GE GAAC TOPOLOLOL TPOIOVTO KOl EUTOPIKA CTLLOTA KO VO EMTEVYOEL M
évapén ot ayopd ovutd®vV TV VEV wodv. Ot meidteg ovtol Bo  pmopovoav
evogyopéveg va  xabohv edv OV  OVTIUETOMIOTOVV OMOTEAEGUATIKO HE OeTikm

aAlnienidopaon (Peterson, R. A.,1995).

U IepumhovOouevol TEAQTEC

Avtot givon o1 Aydtepo emikepdeic TEAATES, EPOGOV LEPIKES POPES OL 10101 OEV Elvan
ciyovpot ywo 10 Tt va ayopdcovv. Ot meddteg avtol givar cuviBwg véol ot Propmyovio
Kol TIG TEPICCOTEPES QOPEC EMOKEMTOVIOL TOLG Tpoundevtés poévo yuoo Vv
emPePainwon TOV avayKdOV TOLG GYETIKA Le To Tpoidvta. Epguvoldv ta yopaktnpiotikd
TOV O YVOOTOV TPOIOVIWV GTNV 0yopd, aAAd 6ev oryopalovv omoladnmoTe amd avTd
N tovAdylotov Ociyvouv evolapépov vy v ayopd. o va yivouv meldteg piog
emyelpnong Oo  mpémer vo  evnuUEPOVOVTOL GOOTA Yoo TO  Oldpopo  BeTikd
YOPOAKTNPIOTIKA TOV TPOIOVTI®V, (OCTE 0LTOL va ovoamTvEOLY o aicBnon Tov

EVOLLPEPOVTOC,.

U IIeldtec mov aoyolovVTOL LE TO KOOTOC

"‘Evoc K06T00Tpe®nC TEAATNG EMKEVIPMVETOL GTO EAAYIGTO KOGTOG TPOIOVTWMV
Kot gtvor €rotpog va cupuPifactel ylo TV amOTEAEGUATIKOTNTA, TV AmOd00N Kol TNV
modTNTe. AvTtol 01 TUTOL TV TEAATOV elvan mhvta emppenng oe Inuio étav €yovv
a1pVvidla TpoPAnpaTo pe To TPoidvta Tov eTaict o Tpoundevng Ywpic va Kpivovpe Ot
glval ot 1010t vevBuvvol yio v andAele avty. Mepikol amd TOVG TEAATEC TTOL
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GLVOEOVTAL LLE TOV TOTO ALTO EYOLV TNV TAOoT va dopHDOVOLY Ta TPOPALLATO GE TOTIKO
emimedo, ywpic ) ANyn dueong Pondetag amd Toug TpoundevTéc mov £T61 Kl OAAMMG dEV

gvbovovral.

Mo mopdderypo, opiopévol meldteg Tpocmafohv Vo ETIGKELAGOLV dATUVIPES
UNavEG atd TOLG TOMIKOVS TPOUNOEVTEG. AVTOL 01 TEAATES EMPEPOVY (O OMOTELETLOL
VO TPOYHOTOTOL00V T OVAELS TOVG 01 £TONPEieg e 0plakd KEPOOS, OAAAL O, TL KAVOLV
oe oyéon pe Vv mapeyOUEVn epyacio, OV el TNV OMOLTOVUEVN TTOWOTNTO TMOV
EPYOOIDV, OEOOUEVOL OTL OeV €lval O TPAYUOTIKOG KOTACKEVAGTNG TOV GUYKEKPIUEVOD
TPOIOVTOG Kol UTOPEl Vo GTEPEITOL GE TOAAES TTUYEG OTNV EMGKELT] TOL UNYOVILOTOGC,
Y& TEPIMTMOT TOV TO UNYAVNILO OEV EMOGKEVACTEL TNV 0£VTEPT POPA, Ol TEAATEG AVTOL
piyvouv 10 @TaiEo otov apykd TpounBevtn Kot o 110G, ot cuvéyeln, Ba Tpénet va
TANPOCEL Y10 AVTO. L& OPICUEVES TEPUTTMGELS, Ol TEAATES avTol fvon emiong £Totpot va

ayopdoovv and devtepPO XEPL Tpoidvta (McKenna, R. ,1991).

U Ilehdtec mpoooavotoMopévol oty acio

Ot mpocavatodopévolr oty alla mehdteg mavta Oo emkevipmBodv otnv
OTOTEAEGUATIKOTNTO KO TV VYNAN amdd00™ TV Ttpoidviev, kabng yvopilovv oti
pakponpoBeopa avtd Oa Mrov g Kepdoopa ovuemvia. Evdiapépoviar va
EMEVOVGOVY VYNAOTEPO OPYIKO KOGTOG KEPAAOIOL KOL GTI GLVEXEWD VO OTOAQVGOVV
dWPeAV TOPOYES 6TO LEAAOV. ZOUQ®VO, LE TOVG TEAATEG ALTOV TOL £IO0VG, 1| GLUEMVID
glvolr ocav pon poxporpoBeoun emévovomn pe LYNAOTEPA UEAAOVTIKG KEPON. Xe
OPICUEVEG TEPIMTMOGELS, AVTA TA €101 TOV TEAATOV €ivar £miomng £TOLOL VAL TANPOGOVY
acPAMGTPpO, €meldn yvopilovv 61t avtd Ba KAvel por KOAHTEPT OWKOVOULKT] aicOnon
poxkporpofeopo kot Bo vdpyel VIO o KPOTEPT TPOCTADEIDL GLVTHPNONG TTOV
arorteitor. Ot TeAdTEG £Y0VV TNV TAGT TPOG TN OLULTIPTOT UG VYOV GYECTG LE TOVG

TpouUnBeLTEG, OMMG Elval 01 IKOVOTOINUEVOL TELATEG.

U Ielhdtec TPpocovoTOMOUEVOL GTNV TEYVOAOYIO

Ot meldteg emA&yovv TV KOADTEPT TEXVOAOYIOL KOl GTI GUVEXEWD OUTH WE
Mydtepo kO6GTOG M TNV KOAN moldtnta Ko Tig emodoelc. Ov meddteg avtol givan

GLVELINTOL TNV TEYVOAOYiN EMELDN osOdvovTaL OTL 1] PO AVTAOV TOV TPOidvTwV Ba
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Bondnoet va dotnpnBovv vynid oto petofaridpevo texvoroywkd mepiBdiiov. Ta
toug mpounbevtég mov Pacilovial oV KOTAGKELY, TO TEYVOAOYIKA TPOIOVTQ
amoTELOVV [0 KOAN gvKopio va KATAKTGOLV avTovg Toug meddtec. Ot mehdteg ovtol
elvar Kavotopot kot £xovv Ao mpog Tig teyvikég mruyéc. 'Eyovv emiong o tdon yio
TEPALATIOUO PE VEA TPAYHOATO KOt OAANAETIOPOVV e TOVS avOpdTOVS TG 10105 PUONG
N 14ong, €tol dote avtd va fonda tovg mpounbevtég Tovg ot dMuovpyin VEWV
napomoundv. Ot meddteg ovtol gival emiong IKOVOTONUEVOL TEAATES KOl EXOVV KOAES

oyéoelg ne Toug mpoundevtég(McKenna, R. ,1991).

IIpooil Telatn

Mo TNV ovAamTuén Twv ETIXELPNOEWV elvat TTOAD onUAVTLKO Vo KatavonBel molol eivalt
oL KOAUTEPOL TTEAATEG, pe Ttola Sladikacia evtomilou e MePLOCOTEPOUG TIEAATEC, TTOU QVIKOUV
OTNV KATnyopila auth Kol Tou prmopoUlv va evtorioBouv. Ta mpodid Twv meAatwv sival n
KOAUTEPN OTPATNYIKA yla va emteuxBel autd. BonBouv va eviomioBolv moAUTIHOL VEOL
TeAATEG Kol va evioxuBel n kepSodopla pe tn Satpnon Twv vdlotdpevwy medatwy. Ta
MPodiA TwV MEAATWY €lval PO CUUEPLPOPLKN TEXVIKI HAPKETIVYK TIOU TEPAAUPBAVEL L
TIOWKIA LDl OTTO OTPATNYLKEG LAPKETLVYK TIOU KUHA{vVOVTAL amo amAEg £wG TIG o oUvOeteg. Ta
nipodiA mehaTwy eKvolV e TOV TTPOCGSLOPLOUO TWV OXETIKWY TIAnpodopLlwv 6oov adopd TIg
avadopEG ammd TOUG UTTAPXOVTEG LKAVOTIOLNUEVOUG TIEAATEC KAl 0T CUVEXELa ipoomtabsi va
OTOXeVUOEL O€ VEEC TPOOTTIKEG UE TNV avtiotoiynon tou mpodil. Ta mpodiA twv melatwv
prmopoUV va KatnyoplomolnBolv Slodopetikad, avaloyo He TI¢ LeTaBANTEG tou epdavilovral

oto npodil toug (Jackson, B. B. ,1985).

1.3 Kvkhog Zonjg Ilehatn

O kdKhog ComMg Tov melat®v mpoépyetan omd TV mpoktik] tov CRM d6mov
TAPOOOCLUK(A XPNCLOTOLEITAL Y10 VAL YOPTOYPOUPNGEL TO, SLUPOPETIKE GTAdINL TOL OTTOiaL
évag meAdtng mepvd péca amd v eE€tacn evog Tpoidvtog, VInpeciag 1 AVoNG Yo TV
TPOYLOTIKY yOpa Kol T0. 6TAd0L LETd TV oryopd (0mov otdyog eivar 1 diarpnon tov
meEMATN, M TOTN Ko 1 VAEPAOTION). AVLT N TPOKTIK OO KOl TEPIGGOTEPO
XPNOOTOLEITAL GE OAPOPES EMYEPNUOTIKES AetTovpyieg, cupmepiapufavopuévne g
eumopiag kat g dayeiptong / Bertiotonoinong g unepiog Tov TEANTN.
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Enion, n a&ia ¢ duapketog Long evog merdtn (CLV) sivar po mpofieyn g
ovvolkng a&iog (w¢ eni to mAeiotov ekppdletol ota kabapd KEPON) OV TOPAYETAL
amd évav TeAdTn 6to PEALOV 6€ OA0 Tov KUKAO Lmng tov. [Ipoépyeton emiong amd Eva
CRM xot pia Baon dedopévav pdpketivyk. Qotdc0, 00TO TOV YPNGLOTOLEITAL 1O
oLVl €lvol TO TEAATOKEVIPIKO KOl OAOKANPOUEVO UEPKETIVYK KOL TO TAQIGLO NG
eumepiog Tov mEAATN, COUPOVO UE TO. OTTOI0 1 €0TIOCT QPOPA TS HOKPOTPODETLES
OYEGELG LE TOVG TEAATEG, OTMG ivor 1 TepinTmon otV epmelpia tov meddtn end-to-end
(Gummesson, E. ,1987).

O ocvvdvacudg Tov KhkAov (g Tov meAdtn Ko g a&iag g odpkelag Long
TOV TTPOGPEPEL TOALA TAEOVEKTNUATA, LETAED GAA®V OGOV apOpd TNV KATAPTIOT] TOL
TPOUTOAOYIGHOY, TNV  KOTNYOPlomoinotn, TNV 1lepapynon Kot TiG OlpOPETKES
TEPIOTAGELG Omov 1 "vyela” Tov opyaviopov propel va poPfrepdel - Kot va PeATiwbe.
Agv vrapyet apeBorio n CLV elvar évag amd Tovg TOELG 6TOVE 0TO10VG Ol AVOAVTEG
SdpapatiCovv oAoEva Kot OTUOVTIKOTEPO POAO.

2oppova pe v KAooKY dmoyn yio tov KOkAo Cm1g tov meddtr. Ymapyovv
duapopa 6Tdda Kot ddpopot péBodot yia tov kabopiopd Tovg. O kHkAog Eexva Le TV
emitevén ayopd - otdyo ko e€ediocoeTon  mPOG o KaOlep®UEVn TOTH TEAUTELOKN
Bdon. dvcwkd, oty mopeia, moArotl emipuépovg kvkAot {ong KéPovtat amdTopa amd v
gykatdietyn kot v Tpip.

O kOKAog (NG Tov TEAATN TEPLYPAPEL T GNUED, OTOL KATO101 UTOPOVV:

Na a&idoet TV Tpocoyn KATOov.

Noa @épel dropa ot cQaipa ETPPOng Tov.

Noa tovg petatpéyel o€ OVOUACTIKOVG TEAATEG 1) TEAGTES TTOL TANPDOVOLV.

Na tovg d1atnpoel oG TEAATEG.

Noa tovg oTpéyet o€ o TapoOpoln EToPEiat.
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Reactivation

o
oe®
Ewkova 1: O kOkAog Lwn¢ Tou teAdtn ano tnv apxr €wg tnv adooiwon
ITnyn: www.netgen.com
Aoocinon

H yevu ovvaiveon petald tov gpguvntov g ayopds eivar 6t | wiotn T0V
el oonyel oe BeTikd amoteAéopata, OMWG EMALENUEVEC TOANGELS, WEIMON TOL
KOGTOVG, MO TPOPAEYILEG POEG KEPODV, TO OVTOYMVIGTIKO TOVG TAEOVEKTNUO KOl 1)
emPioon g emyeipnong kot n avantoén. Avtd eivar cOpeovo pe ™ dayeipion
nehatelok®v oyéoewv (CRM) 1 Oewpia, n omoia vmootnpiler OTL emitoKTiKég
OTPUTNYIKES oG emyeipnong Ba tpémet va givor 1 TPOGEAKVGN Kot 1) d10TPNON TOV
KEPOOPOPWV TEAATAV, €meW Ol motol meAdteg o€ pakpompodbecpo opilovra,
ayopdlovv TEPIGGOTEPO KOl TANPOVOLV £€VO AGOAAGTPO Yol TNV EMLYELPNUOTIKY

dpactnproTnTa TNV omoin ekeivol epmoTelovToL.

Qo61660, TOPA TIG CNUOVTIKES EPEVVNTIKES TPOCTAOEIEG GE TOAAOVS TOUELG T™NG
épeuvag OmM®G M KOTOVOAMTIKY] GLUTEPLPOPA, TO HAPKETIVYK TOV OYECEMV, N
EMYEPNUATIKT] CTPOTNYIKY, 1 OLOYEIPION TOV LANPEGIOV Kot TO avOpOTIVO dVVAUIKO,
dgv vapyet Bewpio mov e€nyel MANPOC TAOG 1 APOCIWGCT TOV TELUTAOV EIVOL YTIGUEVT.
Emumiéov, n cOAANYN kot 1 pétpnon g miotng mowiAAovy onUAVTIKE GE (o GEPA
amd UEAETEC, TOV VLIOJEIKVOOVY TNV AVAYKN Y10 TEPICCOTEPT) EPELVA Y10 VO, TOPEXOVY
L0 O EUTEPLOTATOUEVT Kot OAOKANpouév) eEqynon ¢ miotng(Gummesson, E. |
1987).
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KE®AAAIO 2: TO CRM QX NIMAHPO®OPIAKO
XYXTHMA

2.1 Opropog CRM

>m PPproypaeio eumopiov, n dwayeipion twv ox€oewv pE TOVG OPOLS TWV
TEAOTOV  KOL TOL WHAPKETVYK ypnoitomoteiton  evaAilaktikd. O Nevin (1995)
emonpaivel 6Tt ot Opot awtol £yovv ypnotpomombel yio vo ameikovicovy pio Toiiio
Oepdrov kol mpoontikdv. Opiopévo amd To BEHOTO OVTO TPOGPEPOLV 0L GTEVN
AELITOLPYIKY] ATOYT KLKAOQOPIaG, €VA GALD TPOGPEPOLY U0 TPOOTTIKY) TOV Eivon
gvpelo Kot KATMG TOPAdEYHATIKY) TPocEyylon. Mo otev] évvolo g dwoyeipiong
TEAATEINKOV OYEGEMV elval TO HAPKETIVYK PAonS dedopévmv 1o omoio divel Eppaon
OTIS JPOopeES MTLYEG NG TPOMONONG TOL UAPKETIVYK TOV GLVOEOVTIOL UE TIG
npoondOeieg ¢ Paong dedopévav(Bickert, J.,1992).

Mia 6AAN otevn amoyn vrootnpilel 6t o CRM gmduwkel ) datnpnon tov
TEAATOV, YPNOUYLOTOIDOVTAG U0 TOWKIAMO TOKTIKOV HAPKETIVYK 7OV  OONYOUV GE
GLVOEDN L€ TOV TTEAATN 1] VO LEVOLV GE€ EMOQON LE TOV TEAATN UETO TNV TAOANGT 7OV
mpaypoatonoleitot. Mo o ONUOPIANG TPOGEYYIoT] GE GLVOLAGUO HE TNV TPOGPOTN
EQUPUOYY| TNG TEXVOAOYIOG T®V TANPOPOPLOV EIVOL | GVYKEVTIPWOGT OTIS ATOMKES 1) G
Qe Tpog pior ox€CM UE TOLG TMEANTEC MOV EVOMUATOVOLV TN Yvdon ¢ Pdong
OedopéVOV e o HOKPOTPOBESUN OaTHPNCT TOV TEAATAOV KOU L0 GTPOUTNYIKY
avantuéng (Peppers, D. & Rogers, M. , 1993).

Emniong, ot Shani kou Chalasani (1992) 6pisav 10 pdpketivyk oyxéoemv og «Mia
OAOKANPOUEVT] TPOCTTAOELD Y10l TOV EVIOTIGUO, TN dTPNON Kot T1 dnpiovpyia evog
OKTOOV UE UEUOVOUEVOVS KOTAVOAMTEG KOl L€ GTOXO TNV EVIGYLOT TOL OIKTOLOL LE
apolfaio 6Qehog Kol TV 0V0 TAEVPAOV, HECH SUOPOUCTIKMOV, EEATOUIKEVUEVOV Kol
emapav mpootiBéuevng a&iag ya peydro ypovikd ddotuoe» (Shani, D. & Chalasani, S,
1992). O Jackson (1985) epapudlet TV atopikn £€vvolo Tov 6pov Yo, AOYOPLUGHO TMV
Bounyavikedv ayopaov kot OBswpel 61t 10 CRM onmuaivel, «mpocavotoMopévo

UAPKETIVYK UE OKOTO OMOKTNONG IGYVPAOV, LOKPOYPOVIOV OXECEWV LE TOUG OTOULKOUG
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Aoyaplacpoug» (Jackson, B. B, 1985). e dM\a smelpnuatikd nepiBdihovra, ot Doyle kat
Roth (1992), O 'N (1989), kat o Peter (1988) £xouv mpoteivel mapopoleg amoPelg yla
Slaxeipion mehatetokwyv oxéocwv (Doyle, S. X. & Roth, G. T., 1992).

O McKenna (1991) exppdalel o otpotnyikn dmoyn 0tovtog tov meAdrn o€
TPOTEHOLGO TPOTEPULOTNTO KOt LETOTOTICEL TO POAO TOV HAPKETIVYK OO TO YEPIGLO
TOV TEAGTN O  TMPAYUOTIK) ovppetoy] tov meAdn (uéow emkowvmviag Kot
avtaAloaync yvoocewv) (Doyle, S. X. & Roth, G. T., 1992). O Berry (1995) pe kanog
evpVtepo Tpomo avapépetar 6to CRM. Tovice 011 1 Tpocéikvon vEéwv meAatdv Oa
npénel va Bempeiton povo mg €va evoldpeso Prina ot dtadikacio g epmopiog kot 0Tt
N avanTLEN OTEVOTEPMOV GYEGEMV LLE TOVG TEANTES KOl 1) LETATPOTMY) TOVG GE TIGTOVG
neldteg Oa mpémetl va elval e&ioov onuavtikég TTuyés Tov pdpketvyk. 'Etot, mpoteivet
OTL 01 OY£GELG HAPKETVYK Bl TPETEL vl apopoVV TV TPOGEAKLGT, TN dloTHPNoN Kot
v evioyvon tev telotelokodv oxécewv(Doyle, S. X. & Roth, G. T., 1992).

O Ogpotikoég moprvag 6hov Tov CRM kot TV TPoonTIKOV TOVv UAPKETIVYK
ox€oemV glval 1 EMKEVIPOOT| TOVG GE 0L GLVEPYATIKT GYXECN UETAED TG EMEipnoNg
KOl TOV TEAATOV TNG, N Kot GAA@V mapoydviov papketvyk. Ot Dwyer, Schurr kou Oh
(1987) yapoxtmpilovv TIC OCUVETOIPIOTIKEG OYECES OC OAANAEVOETEC Ko
pokpompoBecpeg kol 0gv  EMKEVIPMOVOVTOL OTLG  Ppoayvurpdbecues  Sokprtég
cuvoAlayés. O pokpompdOeslog TPOsAVaTOMGUOS Guy v TovileTal yiotl moTeveTal
0TL 01 opeig epmopiog dev BoL GLUUETAGKOVY GE KOPOGKOTIKN GUUTEPLPOPA EGV EXOVV
HOKPOTPODEGLO TPOGAVATOAICUO Kol OTL O1 GXECELS aVTEG Ba TPEmEL v apopovV Ta
apotBaio opéAn kat ™ ovvepyacio (Ganesan, 1994).

Mo dAAN onupavtiky ity Tov CRM gtvan i "emidextikdmta tov neAatov."
Onwg molhég epevvntikég peléteg €xovv 0eilel, dev elvar 6Aol or meddteg e&icov
KEPOOPOPOL Yl pio. LEPOVOUEVT eTatpeia. Q¢ ek TOVLTOL, 1 eToupeia TpEmeL va etvon
EMAEKTIKT] GTNV TPOGUPLOYN TOV TPOCTOHEIDV TOV TPOYPAULOTOS KOl TNG EUTOPIOg
Tov Kot Bo mpémer vo eMAEYEL TOLG KOTAAANAOLG TEAATEG YL UEUOVOUEVA
TPOYPAUUOTO UAPKETIVYK. ZE OPICUEVEG TEPUTTAOGELS, M EEMTEPIKN ovabeon KATolwv
nelotdv Oa pmopovce vo ovopaotel €161 doTe o etalpeion va 0100€TEL TOVG TOPOVG
Mg OToVGg meAdTEG mOL pmopel va €ELANPETNOEL KOADTEPQ, TPOKEUEVOL VO
onpovpynBet apoPaio a&io. Qotd6c0, 0 6TOYXOS ™S eTapeiag dev givarl TPayUATIKE VoL

€0TIAGEL OTNV TEAOTEWOKT TG PAoT, GALL VO, TPOGOIOPIGEL TO TPOYPALUATO KO TIG
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pebodovg g mov Ba elvar kepdopopec, dedopévov Ot dmovpyet a&ia yuoo v
emyelpnon Kot Tov Tedtn). g ek T00TOV, 0 0plopdc Tov CRM givar ot

«H Awoyeipion Herateiokwv Lyéoewv eival o 0LOKINPUEVH] TTPOTNYIKY K01 OTOTELEL
Hio dadikoaio ylo. TV omOKTHON, TH OlOTHPNON, KoL TH GUVEPYATLO. UE ETIAEYUEVODS
werates yia va onuiovpynBei avatepn olio yia v etaipeio. kou tov weldtn. Ilpokeiton
VIO THV OLOKANPWON TOV UCGPKETIVYK, TV TWOANOEWV, THS ECOTNPETNON TOV TEAATOV, KOL
TG 0AVTIOOS EPOOIOGUOD TWV AEITOVPYLOV TOD OPYAVIGUOD VLo TV ETITEVEN UEYOLDTEPHS
OTOTELEGUOTIKOTNTOS KOl THS OTOTEAETUATIKOTHTOS OTHV Topoxn allog yio. Tov TeELATH»
(Storbacka, K. , 2000).

Onwg vovogital 6Tov Tapamdve opiopd, o okordc tov CRM egivor ) Peitioon
™G Topay®YkoéT TS ™G epmopioc. H mapaywyuwodmrta tov Marketing emttoyydveton
pe v odénom g amOTEAECUATIKOTNTOS TNG EUMOPlOC KOl PE TNV EVIGYLOM NG
QTOTEAEGUATIKOTITOG TOV HAPKETVYK (Sheth, J. N. & Sisodia, R. S. , 1995). ¥t0 CRM, pe
TOL GLGTNHOTO LAPKETIVYK EMITLUYYXAVETOL 1) LEIOWOT TOV KOGTOVS TV GLUVOALNY®DV KOt
TOV GLVOAKOV KOGTOVG ovAmTuéng yio Tnv etapeio. AVo onpovtikég dtodikacieg Tov
CRM mepilapfavouv v TPOANTTIKY EMYEPNUATIKY] AVATTUEN Kot TNV OKOSOUN O
ETAUPIKAV CGYEGEMV LLE TOVG CNUOVTIKOTEPOLG TEAATEG. AVTA 00MYyoVV Gg dnovpyia
apofaiog a&iog.

To CRM amoteleiton amod tpia otoryeio:

* TOVG MEAATEC
* N oyéon
* T dwyeipion
To CRM mpoonafel va emrtdyel po «eviaio, OAOKANpOUEVN €KOVA TV

TEAUTAOV» KOl (0L KTEAATOKEVTIPIKT TPoc€yyion» ( Roberts-Witt, Sarah L., 2000).

[eAdtng:

O meddng elvar n OV YN TOV GNUEPIVAOV KEPODV TNG ETOPELNG Kot TNG
peAlovTiKng avamtuéng. Qotdc0o, ot kadol meAdteg, ol omoiol TapEyovy TEPIGGHTEPO
KEPOOG LE TOLG LIKPOTEPOVS TOPOLGS, £ivol TAVTA Alyootol, emedn ot meldtes sivol
YVOOTOL KOl O ovTay®VvicRog eivar okAnpds. Mepikég @opég eivor d0oKoA0 va
dlakpivovv mo1og ivar 0 TPOyHOTIKOS TEAATNG, EMEWN 1 OTOPACT] Yo TNV ayopd glvat
GLYVA O GLVEPYOTIKY OpACTNPOTNTO UETAED TOV GUUUETEYOVI®V OTN dodkacio
Mymc anopdcewmv.
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H oyxéon petald pmog etapeiog kol tov mEAATOV ™G TEPAauPaver
ocuveyng oueidpoun emkowvovio Kot oAAnAenidpaocn. H oyxéon pmopel va
va  egivor  BpoyompdBeopun M pokpompdOecun, oSvvEYNS N OWOKEKOUUEVY, Kot
emavorapPovopevn 1N oG emovoAnyms.  AkOpo Kol ov ol TEAATEG  £YOvV
Betikn otdon EvavTt TG ETOPELNG Kot TOV TPOTOVI®MV TOVG, CNUOVTIKO 6TotElo givar M
QYOPOGTIKT GUUTEPLPOPA TOVG. [ Tapadetypa, 10 oxE010 ayopds Yol TV EPOTOPIKT)
etopeio egoptdror and 10 av €va GTopo ayopdlel TO EIGLTAPLO Y10, OLKOYEVELNKES
dwokomég M Yo éva emayyepnatikd ta&idt. To CRM mepilapfavet ) doyeipion avtg

™G oxéong, Mote va eivar emkepong ko apolfoio ETOPEANS.

Awyeipion:

To CRM dev givar pio dpactnplotnTo HOVO VIO VOGS TUNUOTOS LOPKETIVYK.
[Ipéxerton yioo ovveyn €toupikn oAloyn otV KOLATOVpO Kol TG dwadwkacie. Ta
oTolEl TV TEAATAOV UETOTPEMOVIOL GCE  ETALPIKY] YVOON TOv 0onyel o€
OpACTNPLOTNTEG TOV EKUETAAAELOVIOL TIG TANPOEOPieg Kot T gvKapieg ayopds. To
CRM amattel por cuvolkn aldayn oty opydvmon katl tovg avOpodmovg g (Wyner,

Gorden A., 1999).

2.2 Ietopiko CRM

[Ipv and mepiocOTEPO Amd Evay adVa, O o JKPT TOAN TG AUEPIKNG, TPV
amd TNV €AELOT) TOV GOVTEP UAPKET, TOV EUTOPIKOV KEVIPOL KOl TOL GLUTOKLVITOV, Ol
dvOpomol cuvilav va TYoivouy 6N YEITOVIA TOVG GE GUYKEKPIUEVO KOTAGTILLOL Y10l
va ayopdoovv ayofd. O 1310KTNTNG Kol TO0 KPS TPOSHOTIKO TOL ovayvdpllov tov
eAIT amd To dvopa Kot yvopllov Tig TPoTIUNoelg Tov. O meAdng, He ) GEPA ToL,
TAPEPEVE TOGTOG OTO KOTAGTNIO KOl EKOVE ETOVOANTTIKEG oyopég. At 1 oxéom Ue
tov et e€apaviomke Kabdg 10 £€0vog peydAmaoe, o mAnBuopog petakviOnke and
TO OypOKTNUO GE UEYOAEC OOTIKEG TMEPLOYES, O KOATOVOAMTNAG £Yve KIVNTOC KOl TO
GOVTEP UAPKET KO TO TOAVKATOGTILLATO £X0VV GLOTAOEL Yia TNV eMitevLEN OKOVOLLAOY
KAMpokog pécm poalucod HapKETIVYK.

[Topd 10 yeyovag O6TL o1 TEG NTa YOUNAOTEPES Kot T ayafd To OpOlOHOpPa.

ce mOOTNTA, 1N oxéorn HeTaEd TOL MEAATN KOU TOV EUTOPOL £YIVE OAVAOVLUN KOt
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anpocwnn. H mpocomikn oyéon peta&d eumodpov Kot TEAATN 0popd To TapeAbov. Qg
OTOTEAEGLA, Ol TEAATEG £YVOV AGTATOL, EMAEYOVV TOV TPOUNDEVTY) TOV TOUG OPEXEL TO
€MOBUUNTO QVTIKEIUEVO UE TO XAUNAOTEPO KOOTOC 1| HE Ta Tilo KOAG xapaktnplotikd (Kandell,
Jackie , 2000).

Ta tehevtaio ypovia n Awyeipion [elateiokdv Zyéoemv €xel avomvyBel ¢
L0 CNUOVTIKY TPOGEYYIoN TOV EMYEPNCE®V. XTOYOG TNG €lvol 1 EMOTPOPN TOV
TPOCOTIKMOV CYECEWV UOPKETIVYK. ZE VLT TNV TPOcEyylon upio mpog pio ot
TAnpoopieg Yo Evav meEAdTN (.., Ol TPONYOVUEVEG OYOPEG, Ol AVAYKES TOL KOl Ol
EMAOYEC TOV) YPNOHOTOOVVTOL Y10 VO TAOUGIDGOVV TIG TPOCPOPEG OV Eival TLo
mOavO va elval amodeKTEG amd aTOV. AT 1 TPOCEYYIoT £XEL KATOGTEL duvoT] HECW
™G EEMENC TS TANPOPOPNONG IO TNV TEXVOAOYIaL.

H dwiknon eivar pia gvpitepn €vvola emedr] koAVTTeL T dwoyeipton g
KukAogopiag, T dtayelpion g mapaywyngs, tn dluyeipion twv avlpodTvev Topmv,
dlayeiplon TV VANPEGLOV, TN OLYEIPIOT TOV TOANCEWOV Kol T dlayeiplon g Epgvuvag
kot ¢ avartuéng. ‘Etor, 1o CRM  amottel 7mpooeyyicelg opyovoTikés Kot
EMYEPNCIOKES 7OV  glval TEANTOKEVIPIKEG YO TNV (ACKNON  EMUYEPNUATIKNG
OpaCTNPLOTNTOG KOt OYL L0l ATAT] GTPOTNYIKY LOPKETIVYK.

To CRM mepihauPdaver Oleg Tic gtoupikég Aettovpyieg (ubpketvyk, v
KOTOOKEDT], TOV TOUEN TOV TOANCE®V, KOOMC Kol TOV TOUEN TMV VINPECIDV) TOV
amortovvtal Yo anevfeiog emkovovia pe Toug meAdteg. O 0pog «onpeio ETaENG»
ypnowonoteitor 6to CRM yu va avaeepbodpe 6T00g TOAAOVG TPOTOVG HE TOVG
0Tt0{0VG 01 TEAATEG KO O1 EMLYEIPNCELG AAANAETIOPOVV.

[Tpwv amd 10 1993, t0 CRM mepilapfoave dvo peydieg ayopéc:
1. Sales Force Automation (SFA) kot
2. Customer service (CS) (Financial Times, 2000).

To Sales Force Automation cyedidotnke apytkd yio vo oThpiEel TOVG TOANTEG
011 OlaElplon TV ONUEI®V ETOPNG KOl YO VO TAPEYEL NUEPOLOYIO. EKONAMCEMV Y10
toug meAdteg. Ilepthapfaver 1 Swyeipion tov gukaipudv mov vrootpilovy Tig
TOAMGELS Kot T 01060VIEST 1e GALES Aettovpyiec.

H E&umnpémon I[Mehatdv (CS) givarl po dpactnptotnta HETE TV TMOANON Yo
va ikavomomoel Tovg mterdtes. O otoyog g E&ummpémong Ilehatdv givan 1 emidvon
TOV ECOTEPIKMOV KOl €EOTEPIKOV TPOPANUATOV TOV TEANTOV TOLG YPNYOpPO Kot

amotelecpatikd. Me v mapoyn YPNYop®V Kol aKpdV amovINGE®V GTOVG TEAATES,
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pa etoupeion pmopel va E01KOVOUNGEL TO KOGTOS KO Vo, VENCEL TV EUTIGTOCVVY] TOV
TEAOTAOV Kot TO, 5000 TNC.

2Muepa, o CRM meptlapfaver OAeG TIC EQAPLOYES Y10l TOV TEAATN LETAED TOV
omoiwv givat ot akdAovOEG:

* Avtopatn duvaun tov toincswv (SFA),

* E&umnpétnon [ehataov (CS),

* [ToAnoeig ko Mapketivyk (SMM), ko

* Enwcowvovia & Apacmpiomta Awayeipiong (Financial Times, 2000).

2.3 Aoyropik6 ko Xapoktnprotikd CRM

H opyavotikn doun gival to chHoTnUa TOV GYEGEMV LETAED TOV avOPOTOV TOL
kaBopilovtar yio T0 oKOTO TNG EKTEAEGNC CLYKEKPUEVDVY gpyacimv. Kdbe opydvoon
Kot eToupeia el T OKN TG OOUN KOl LELOVOUEVOLG ONELOVPYODS Ol 0TToiol ELVOOVV
"tmv avatopio g opydvoons” avti g dounc. H doun eivar éva dvvapkd ctoyyeio
™G OpYAvVMONG NG €Topeiag, n omoia amotelel TNV EvOTNTA OAMV TOV TUNUATOV TNG
ETALPELOG KOL EVOOUATMOVEL TN XPNoN OA®V TV opyavetik®v mopwv (Tugaj, M.;
Sehanovié¢, J. and Cingula, M., 2004).

H opyavotikn doun Ba mpémel va viomombBel o¢ « 70 gdvoto twv tporwv ue
006 Omolovs 1 epyacio ywpiletar oc CeywpPIOTES EPYOTIES KOL OTH  OGOVEYELQ.
ETMITOYYAVETAL O GOVTOVIGUOS TOVS UETOLD TV KaOnkoviwy avtaovy» (Mintzberg, H, 1993).
Boowd tunpa 1ov opyovetikov Hopeav, 1| Sopdv, dlakpivel TovAdyiotov 600 TaEelg,
TIG UNYXOVIOTIKEG Ko TIg opyavikég (Burns, T.; Stalker, G.M., 1961). H datdnmwon avty
Kével S1Kplon HETAED TNG MPOKTIKNG JlXeElptong, ™G ANYNG amopicE®Y Kol TG
tomonoinone. Eved otic opyavikéc dopég, n Aym omo@docemy elval amoKeEVIPOUEVN, 1
emKovovia givol AydTepo TLTIKT, N 1EPAPYIKT avamTLEN elval adbvaun, ol avtifeteg
UNYOVIGTIKEG OOUES Etvar o AKaUTTES, e KABETN emKovmvia kot £va Leyaio aplfpod
and avotpovg kovoveg (Daft, R.L,2004). Kowoi tomot dopdv givar: ot ankég dopég, M
AELTOVPYIKY, M| SLOPEUEVT], I SOUN £PYOV, 1 SOUT TNG UNTPOG Kot GAAEG..

Katd t dwadikocio Tov opyavetikod oyedlacpov, o Buble (Buble, M., 2006)
tovilel tpelg Pacikéc mpooeyyioels: v akpipn enionun Tpocéyyion, TV TPOGEYYIoN

HEGQ OO TOV GLVOLOGUO TNG OIKOVOUIKTG Be®Plag Kot TV OpYOvVOTIK®OV opYdV Kot To.
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GUOTHHOTO TPOGEYYIONG, T OToio TPooTafdodv va, TPOGOIoPIGOLY Kol VO ETAVGOVY
Kopla Bépata opyavemTikod GYedlacoy HECH NG avdivong cuotnudtomv. Ocov agopd
™ Owdwoocic oyedopol, oplopévol cvyypapels mpowboldv o GEPA  amd
emKaALTTONEVE KOONKOVTO, OpyaveodTikoh oyedtocpuod kot Prpo mpog Prpa T
dwdikooio v kébe epyacio (Burton, R.M.; Desanctis, G. and Obel, B., 2006). Méfodot
EMOVACYEOIOAGHOD  oUpPOVO  pe T0  Kévipo 1TOL  0OpyoveTiKOL  GYEOGLOV
nepapPdvouy  to  oTAdl  TPOCOOPICUOD TG  TOPEING, GLUUETEXOVTOG KO
enavaoyeotdloviag v ewcaywyn kot v agloddynon. ‘Etot, 1o téooepa otddia TV
OPYOAVAOTIKOV SOOIKACIHOV GYEOOGHOD UTOpovV va dtopoportomBodv: 1 évapén tov
OdIKAGIOV GYEOOGHOD, 1| OPYOVOTIKY £PELVA, O OPYOVOTIKOS GYESIGUOG Kot 1)
EQUPUOYT| TOVL GYEdIOL.

Koatd tov oyxedaocud pog opydvoong HE OVIIKEIUEVO TNV mopayw®yn, M
GUYKPLON LE TNV TEAATOKEVIPIKN ETOUPEIN GTOV TOUEN TNG KATAGKEVNG, TOV GYeTileTan
LE TNV OPYOVOTIKY aVTIANYT, £pYETOL LE £VOL OLOKOTTH TOV €01KOD TPOGOVOTOAMGLOV
GE. KOTNYOopleg MEAATAOV, OUAOEG TOV TEAATMV, GTO KEPOOG TMV TEANTMOV KOl GTNV
andAeio (Kates, A. and Galbraith, J.R, 2007). ®voikd, Yo peyoldTEPES ETOUPEIES OWTO TO
€100¢ g Tpomomoinong Ha elval mo TEPITAOKO KOl Aot TIKO.

Ot emyelpnuoTikéG Ol001KaGIEG CLYKATOAEYOVTOL HETOED TOV KLPLOTEPWV
OTOYEIOV TOL OPYOVOTIKOL oYedoUoD. YTApyel £€vag KOwog OpIoHOG NG
emyepNUOTIKnG dadikaciog dnAadn "®g dopunuévo chHvoro TV SPacTNPLOTITOV TOV
€xel oyedlnoTel Yo va mopdyel Vo GLYKEKPUYUEVO OTOTEAEGHA Y10 VOV GUYKEKPIULEVO
meAdT M o ayopd”. Mo dwdkacio givar pia €101kn Topoyyeio TOV ePyOcIOKOV
OpacTNPOTATOV GE YPOVO Kol Y®PO, He kabopiopévn apyr] Kot TEAOG, Kot emiong UE
COPNVELDL Y. TIS €0poEc kol TS ekpoés. H Swdwaocio eivor pia aivcida tov
OPUCTNPLOTATOV OV UETATPENEL SUPOPETIKES E16O00VG GE SaPOPeTIKEG e£0d0vc. H
dwdkacio efvar €vo KOTOOKELAGHO 1 MO KAVOTNTO Yol TNV OpYAvVMOOoN TOV
OpaCTNPOTATOV €PYOCIOG £TC0L MOTE VO, UITOPOVV VO EKTEAEGTOVV OTOOOTIKE KOl
QTOTELECUATIKG, (MOTE VO TOPEXOVLY OLVOTOTNTES Y10 OVTOYMVIOTIKO TAEOVEKTI|LLOL KO
UITopovV va T1G dlayelptotovv amotedespotikd (Rummler, G.A.; Ramias, A.J. and Rummler,
R.A., 2006). H cwot Otayeipion TV eMYEPNUATIKOV SAOIKAGIOV £E0GOOAILEL ol
TPOEMOKOTNOTN NG TANPOLS dladIKaciag, 1 omoio TPocsdlopilel TOVE 1O10KTNTEC,
akolovBel T Oladikacio oe KGBe emimedo pEYPL TNV OAOKANPWON NG, PerTidvel
CLVEYMG TOVG TOPOLS, dNpovpYel eKBEGEIS Kot EAEYYOVS Kot PEATIOVEL OLOPOPETIKES
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TOPAUETPOVG TTOV YPNCLUOTOOVVTOAL Yio. TN HETPNON NG amddoong g oepyaciog. H
dlayeipion TG O1001KOGI0G GUVETAYETAL TNV EVOPUOVICT] TOV ETUEPOVS OLUOTKAGIADV,
TNV OQVTOROTOTOINGT TOV OpacTNPOTHTOV, TN PEATIOTONONCT TOV TOP®V KOl TOV
KaBopiopd KoL ToV EAEYYO TNG TEAMKNG TOPAYOYNS.

To cvomua CRM amotelel to kupro {Tnpa yio Tov TEAATY UE EMIKEVTIPO TIC
etoupeieg. H etapeio mov xatevBOveton mpog por KAAVTEPT, KATOVONOT 1TNG
GLUTEPLPOPEG TOV TEAATN KOL TV ATOKTNOY EVKOIPIOV Y10 VO EMNPEAGOLY OVTN TN
CLUTEPLPOPE LEGH SOPOP®Y LOPPDY OVCLUGTIKNG EMKOWVMVING £XEL MG GKOTMO TN
ocuveyn Pertioon g dvvaTOHTNTOG TPOGEAKVONG VE®V TEANTAOV Kol TV oENCT TOL
EMIEAOL TNG TOTNG KO TNG YPNOLUOTNTAG TOVG.

To CRM 0a mpénel va evoopatwbel oe ka0e dpactnpromta e etopeiog, g
€K T00TOL, évo amhd mpoidv N / kol po. vanpeciocs Tov dev Eivol OPKETH Yoo val
IKOVOTIOINOEL TIG OVAYKEG TOV TTEAATN ivan emiong onuavtiky kabmg Kot To PapKeTvyK
Kol 01 dpACTNPIOTNTEG LETA TNV TOANCT EVIOS TOL TEGIOV EPAPUOYNS TNG GLVTIPNONG,
KaBdg Kol GALEG dPAGTNPLOTNTES TOV TEPIAAUPAVOLY TNV AAANAETIOPOGT TOL TEANTN
HE TO TPOGMOTO TOVL TOPEYEL TPOIOVTA 1 / KOl VANPESIEG. ZOUPOVO UE OGYETIKEG
avarvoelg, 1o CRM 0a pumopovoe va ta&ivounbdet oe didpopeg Katnyopieg kabmg
amoteleiton omd tpio otoryeio. Avtd ta Tpio cvotatikd Tov CRM otpilovv 10 éva to
dALo Ko 1 emTVYI0 TOV OAOL GUGTHUOTOS OTALTEL TV KATOAANAT EVOOUATOGT TOVG.

To CRM ocvompdtov oty npdén meptAapfavel Tig mePIGGOTEPES POPES TV
ayopd TOV AOYIGHIKOV Kol TOV VAKOV ov Bo emitpéyel oty etoupeia va amodnkevoet
ONUOVTIKES TANPOPOPIES Y10 GUYKEKPIUEVOVS TTEANTEG. MEe TN HEAETN TV ayopdV TOV
TapeABOVTOC, TN dnuoypaeio Kot TV youyoroyio Tov meldtn, 1 etaupeia Oa yvopilet tig
TPOTUNGELS TOV TteAdTn. Me tov tpoémo owtd, M etopeion pmopel emiong vo oteihet
E0IKEC TPOGPOPEG LOVO Y10, EKEIVOVS TOVG TEAATES LE OVOUEVOLEVO DYNAO EVOLAPEPOV
Yoo v ayopd, m omoia @épvel v efowovounorn. Me 1 ypnon Tov Oed0UEVEV
TPOGEKTIKA, M eToupeia Lropel va PEATIOGEL TNV TPOGEAKVON TNG TPOGOYNS TOV VEDV
nehatov (Kotler, P., 2003).

H emoymg viomoinon kat Asttovpyio tov CRM éyxet epevvnbel evpémg otov
koopo my. ‘Epevva tov Payne m omoio eivor dtoitepa onpovtikn, dedopévov OTL
¢pBace oe amoTEAECUATO GYETIKA PE TN YounAn emruyia tov épyov CRM. H évvown
tov CRM ¢givar ouyvd mapeénynuévn oto Huold OpIGHEVEY GTEAEYMDV ®C TPOSHNKN
TANPOPOPIKNG OE EMYEPNOELS KO GUYVA VTLAPYEL EAAEWYT EVEPYOVS GUUUETOYNG TWV
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KopLEAiOV SloyePloTOV otV €poppoyn g évvolag tov CRM. To CRM mpénetl va
mpeitan Kotd KOpLo AOY0o ¢ PLAOGoeia TG EMLYEIPNONG OOV GAAEG dVO GUVIGTOGES
tov CRM - 1 otpatywkn Tov ETEPNOEOY Kol Ol TEYVOAOYIKEG AAAOYEG

cLUTANP®VOLVY N pio Ty dAAn (Ozgener, S. and Iraz, R., 2006).

2TOXOI KOXTOYZ

Ot Bacikdtepot 6tdHY01 ToL KdGTOVG ToL CRM TEPAapPhvouV:
U Tnv avénon tov €600mV HEGH TNG IKOVOTOINGNG TMV TEANTMV.
U Tn peioon tov KOGTOVE TV TOANCEDV KOl SIOVOUNG
U Tnv eloyiotomoinomn Tov KOGTOVG VITOGTNPIENG TEAATDV

Ot cvvolkég dradikacieg Kot pappoyég tov CRM mpaypatorotovvion pe Baon tig

axorovBec Baocikég apyég ol omoieg ival:

U ATORIKN OVTILETOTION TEAUTAOV
«@uunbeite tovg meldteg kol enelepyaoteite Toug Eeywplota». To CRM PBaciletan
ot erocopia g e&atopikevong. EEatopikevon onuaivel 0TL to mepleydpevo Kot ot
vINpecieg mpog Tov mEAdT B TpEmEL Vo oyedGTOVY e PAOT TIG TPOTYUNGELS TOV
neloTtdV ko T cvumeprpopd. H e&atopixevon dnuovpyel v gukoMa otov meAdn
Kot av&avel 1o KOoTog TG aAlayng poundevtdv (Hagen, P., H. Manning, and R. Souza,

1999).

U Amoktnomn Kot dTnpnon ToTOTNTOS TEAUTMV HEGM TG TPOCMTIKNG GXECNS

Mol yiver 1 e€atopikevon, o etaipeion TPEMEL Vo SOTNPNCEL TIG GYECELS UE TOV
meAdT. Xvvexels emapég pe Tov MEAATN €W0IKA Otav €xovv oyedlactel Yoo vo
aVTOTOKPIVOVTOL OTIC TPOTIUNCELS TOV TEAAT®OV  SLUPaAAOVY TN dMovpyio g

aPOGIMONG TOV TEAATMV.
U Emioyn tov "kadod" meddn avti tov "kakod" mov ompilel v a&ia e {mng

Noa Bpeite Kot va KPOTHGETE TOVG GMOGTOVG TEANTES TOL TOPAYOVV TO. TEPICCOTEPU

képON. Méow ¢ odwpopomoinong, pw  etaipeion umopel vo  dabécel  Tovg
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TEPLOPICUEVOVS TOPOVG TNG YL VO EMTOYEL TNV KAAVTEPT amdooot. Ot KaAvTEPOL
neldteg a&ilovv ™ peyardtepn @povtida evad ot yxepdtepol medteg Oo mpémel va
amopakpvvBovv. Ev olhiyoic, n e€atopikevon, 1 wiom kot n a&io g Long eivor ot

Baowcég apyég g epappoyng tov CRM.( Hildebrand, Carol, 1999).
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KE®PAAAIO 3: TO CRM XE XXEXH ME TIX
EHIXEIPHXEIX

3.1 CRM Ka Emyeipnon

Ot emyelpnoelg v1oBeToLY OO KOl TEPIGGOTEPO TAL GLOGTHHOTA dtoyeElpLoNG
nehatelokmv oxécewv (CRM) vy va BeAtidcovy Tig aAANAETIOPACELS TOVG LE TOVG
nehdtec (Rigby, D.K., F.F. Reichheld, and P. Schefter. 2002). Ta cvotiuata CRM givat
EMYEPNUATIKEG EQAPLOYES TTOL OlaXEPILOVTOL TIG ETLYEIPNUATIKES CLVOALAYES LE TOVG
meAdTEG HEC® TNG €VIOENG TOV TMEAUTOKEVIPIKAOV EMLYEIPTUATIKOV JLOOIKOGLOV
CLUTEPIAQUPAVOUEVIG TNG EUTOPLOG, TOV TOANGE®V Kol TNG €ELINPETNONG TEAUTMOV
(Gefen, D., and C.M. Ridings. 2002).

Ov emyepnoelg ypnowwonoodv  cvotiuate CRM oyt povo ya v
OVTOUOTOTOINGT TOV TEAATOKEVIPIKMV EMYEPNLOTIKOV SLOTKAGIDV Y10 VO, LELOGOLV
TO KOGTOG OAAGL KOl Y10l TN GLAAOYN KOl OVOAVOT TV GTOLKEl®V TOV TEAATN £T61 OOTE
VO EKTANPOGOVYV KOADTEPO TIS OVAYKEG TMV TEANTOV KOL VO IKGVOTO|GOVV TOVLG
nehdtec tovg (Karimi, J., T.M. Somers, and Y.P. Gupta. 2001). Ev t® peta&d, mapopével
acaPEc €6V Ol EMEVOVCELS OUTEC  UTOPOLV VO, ONLOVPYNGOVV  GNUOVTIKES
EMYEPNUOTIKEG  amOAMPEC amd TNV Amoyn NG TOPAYOYIKOTNTOG KOl NG
armodotikotroag (Aral, S., E. Brynjolfsson, and D.J. Wu. 2005). Xtnv mtpaypotikdtnta, ot
EMYEPNOELS €YoV del TOAD SoPOpPeTIKA omoteAécpata Tov enevdvcewv CRM. Ot
enyelpnoetg, Onwc 1 First American Corporation kot p Harrah vimp&av enttvyeic otnv
®Onon tov cvomudtovy CRM yia vo BeATidcouv TV Kotavonon towv TEAATOV, TO
TPOIOV, TNV TOLOTNTA TOV TAPEXOUEVOV VINPEGLDV, TIV OIKOVOLIKT OTOJ0TIKOTNTO KOl
™mv kepdogopia tovg (Goodhue, D.L., B.H. Wixom, and H.J. Watson. 2002). Opiouéveg
GAAeg emEPNOEL;, MOTOCO, OV €YoV KatoeEpel v avadeiEovv v atlo Tov
EMYEPNCEDV a0 TIC EneVOVoEelg Toug CRM.

2oppova e épevveg mov Exovv mpaypatonombel ol emntmoelg and 1o CRM

glval 006KOA0 Vo TPOGd1oPloTOHV aAAE optopuéva atotyeia deiyvouv Ot T0 41% TV

27



IITYXIAKH EPT'AXIA CUSTOMER RELATIONSHIP MANAGEMENT

emyepnoewv pe 1o épyo CRM eite avtipetomilov onuoviikés Svokolieg eite
Bpiokovtav kovid og amotuyio (TDWI. 2000).

Ta pktd otoyela oxetikd pe v emyepnuotiky ale tov CRM amattovv
TEPLGGATEPT £PELVA GE OVTOV TOV GTLOVTIKO TOUEQ.

H ovémtuén pog otpatnyikng CRM elvar o emévévon tov ypdvov puog
emyeipnong mov Ha eivar emwEEANS Yoo LeYEAo ypovikd ddotnio. ANpovpydvtog o
OTPATNYIKY, 0T eMTPENEL Vo TPLoBel pia KatevBuvon vy tig tpmtofoviieg CRM kot
eEac@ailel OTL Ol EMEVOVGELS GTOYELOLV VO TPOMONGOVY GTEVATEPES GYECELS LLE TOVG
nerdteg. Mo otpatnyiky CRM givar pia emévovon tov ypdvov mov Ba givar emm@eAng
Y10 LEYOAO YPOVIKO OLAGTILLCL.

Q¢ agetpia yro v avéntuén pog otpatykng CRM, n emyeipnon Oa mpémet
VoL TPOGOLoPiceL To TPOPIA Tov TEAAT (TT.). TIG AVAYKES TOVG, TO EMIMEDO IKAVOTOINGNG
TOVG KOOMG Kot TIG EMMTOGELS A TIG AYOPACTIKEG TOVG OTOPACELS). MEG® avTNG TNG
dwdwkaciog, umopel vo egivor oe 0éom va mpoodiopicovv €va VTOGHVOAO TOL
neAaToAoyiov, 6mov Ba BEAovv va emikevipmBovv ot Tpoordbeléc g emyeipnong. H
otpatnyiky CRM Ba mpénel emiong va kabopicel tovg oTOXOVG TNG EUTAOKNG NG
EMYEIPNONG HE TOVS TPEXOVTEG KOl WEAAOVTIKOVUG TMEAATEG VO UEYICTOTOW|GOVV TIG
TOANCEL, To KEPOM Kol TNV poKpompoBeoun avémtuln. Oo mpémel emiong va
a&lohoynBovv ot duvatdTNTEG TNG EMYEIPNONG KoL AV EYEL TNV amapoiTnTY TEXVOAOYia,
10 avOpAOTIVO SVVOIKO KoL TIG SEEIOTNTES Y10 TNV EMTELEN OVTAOV TOV GTOYOV.

O Gartner, oe o €pguva TG TEYVOAOYIOG T®V TANPOPOPIOV KOl TNG
oLUPOVLAEVTIKNG gToupeiag, onpocicvce pa ékbeon to 2010 mov ovopdletoan "Tpia
frurota Yo va dnuovpynoete o otpoatnykn CRM". Evtonilel avtovg toug factkoig
TOUELS Yo T dnpovpyio piag emtuynuévns otpatnykng CRM.

1. Opiote 10 emBountd aroteréopota yioo to CRM, mpocdiopiote tor pétpa yio
mv enmitevén avTov Tov 0PANATOS KOl TapakolovONoTE TNV TPHOdO TPOG TNV
EMTELEN AVTOV TOV CTOY®V.

2. H otpomywry CRM 6o mpéner va evoopotwbel oto ocbvolo Ttov
EMYEPNUOTIKOD HOVTEAOL Kol OTNV €VOVLYPAUUIOT WHE TIG GTPATNYIKES amod
dAAoVG TopElg OTMG TO UAPKETIVYK KO TIC TOANGELS.

3. H otpamywry CRM 0o mpénet va meptlopfavel avtéc TIc OKTO TTVYES: TO

OPOLLEL, TN GTPUTNYIKT, TNV EUTELPIO TOV TEAATMV, TNV OPYUVOTIKY] GLVEPYACIL,
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TIG JLOIKOGIES, TNV EVNUEP®ON TEAATMOV, TNV TEXVOAOYIOL KOL TIC UETPNOELS

(Hitt, L.M., D.J. Wu, and X.G. Zhou. 2002).

Ta Bépata papretvyk kot texvoroyiog tov CRM dvvntikd 6o avénbovv ta
endpeva ypdvia. Ot etaupeieg mov emBovpodv va a&lomocovy ) SOV TOV OYECEDV
HE TOVG TTEANTEG TTPEMEL VO AKOAOVONGOLV GTPATNYIKEG TOL Vo eivol COLP®VEG UE TO
€100¢ TV TEAOT®OV OV £XOLV Kot Tov TOHTTO ToL BEAOVY va kepdicovv. Xdapn oto social
media kot 6TV avéavopevn oAnienidpacn peTa&d TOV avOpOTOV Kol TOV TPOIOVI®V
oe amevbeiag oVVOEST, Ol OmMOYES TOV TMEAATMOV GYETIKA HE TO TPOIOVIO M TIG
VANPEGIEC OV YPNOUOTOOVV, OMOTEAOVV £vo. GUYYpOvo 00Nyd emyelpnoemv. g
AmOTELEC LA, O ETOIPEIEG TPEMEL VO AKOVGOLV KO VO OTaVTooVY G€ 0,TL £xEl emmBel
amd Toug avlpdmovg, vo aflomomoovy Tn SVVaUn NG TPEYOVGAS TEYVOAOYinS, va
mpoPAéyovy Kol vo  wpoopépovv Ot BEhovv ot mEAATEG  TOVG

(http://www.techopedia.com, 01/04/15)

3.2 CRM Ko ITerhdTeg

H wavonoinon tov tedat®v onpoaivel 0Tt 01 avAayKeg TV TEAATMV, o1 embupieg
Kol 01 TPOGOOKIES TOVG TANPOVVTOL 1] TIS VITEPPaivovy KOTA TN SEPKELD TNG TEPLOOOV
TOL YPNGYLOTOLOVV TO TTPOTOV N TNV LINPEGia, divovTag £TGL TNV ETAVAYOPA Kol TEAOG
téh0og KePOilovy Vv agocinon tov mehatdv (Anton, J. , 1996). Me aiia Adyia, «n
Kavomoinon tov meAdtn givor 1 a&loAdyNon TOV TPOCOOKIMV PO Oyop®dV amd TO
TPoioV, LE TO OMOTEAECUOTO TTOV EMTVYXAVOVTOL HETA OO TNV TPAEN NG oyopac»
(Lemon, K.N, White, T. and Winer R.S. , 2002).

"Evag eEopetikd tkavomompévog terdng:

Q

cvveyilel To YAOVIO TOL Y10 LEYOAO YPOVIKO SLOGTN L,

@ ayopalel meptocdTEPO OGO M €TOIPEIN TAPAYEL VEQ TPOIOVTO KOl TOL VITAPYOVTOL
poidvta Pertidvovral,

@ wd yo Ty gToupeio Kot to TPoiovTo, TG pe Emavo, cuveyilel adtdpopog yia

TO. EUITOPIKA CNUOTA OV PpIiocKOVIOL GE OVIOYOVIGUO UE TO TPOIOVTO TNG

etopeiog Kot dgv divel Eppacn oty T,
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@ TPoGEEPEL TIG TAYIEC TPOTACEIC Kol 10EEC OYETIKG WE TO TPOIOVTO KOl TIG

vnpeoieg (Kotler, P., 2000).

Mmnopet va e€ac@aliotel 1 TOTN TOV TEAATOV HECEH TNG KOVOTOINONG TMV
TeEATAOV. 2GTOCO, TO YEYOVOS OTL LITAPYOVYV TOAAEG EMLYEIPTOELS TOV TPOSPEPOVY TOL
TPOIOVTO KO TIG VNPESIEG TNG 010G TOLOTNTOG KOl GTO 1010 SLAGTNUA TIHAOV Kaf1oTd
dVOKOAO Y10 TIG EMYEPNOELS VO, EEAGPAAICOVY TV KavoToinon TV teAat®dv. Mmopel
akou” vo. gtvor E0KOAO vaL TNV 0PNGEL O IKOVOTOINIEVOS TEAATNG KOl VO GTPUPEL OTIG
aVTITOAESG EMYEPT|OELS.

INUEPO, TO TO CNUOVTIKO TPAYLO TOL TPEMEL VoL KAVEL oL EXLYEIPNON YO TN
pHElOUéVN  Kovomoinon  Tov  MEAQTN €lval Ol TEAUTOKEVIPIKEG TPOKTIKEG VL
aKoAOVOOVVTOL LE OPOPETIKOVS TPOTMOVG Kol ETCL Ol EMXEPNOCELS UTOPOVV VL
EMITOYOLY TNV gumiotoovvn TV tehatodv (Tarhan, B., 2004). H apocimon tov nehatdv
glvol  pokpd Ko adldAEImTTn S1oT)pnon NG oxE0NG LE TNV TPOGPOPA VINPECIDOV TOV
KOVomotovv Kot vepPaivouy Tig avaykes Tv meratdv (Acuner, S., 2001).

H agoocinon tov telatdv opiletat pe tnv avtimapoyn mov katofaAAETOL Y10 TO
mocd G ayopds Yo €va cuykekpluévo eumopikd onpo. To emimedo g miotng
peTplétal and TV mapaTnPNon g cvuyvotntag g ayopdg (Javalgi, R.G. and Moberg
C.R., 1997). Mg v avénom T0v TOGOL TOV TPOSRAGIL®V TANPOPOPLDOV KOTE To.
tedevTaio YpoVia, TO GLVELINTO EMIMESO TV TEAATOV EYEl PeATimBEl cuveEXDS. XNuepa
ol meAdteg €yovv emiyvoon Mg OOvVaung mov £yovv otV oyopd kot kéOe
dpactnproTnTa Tpaypotomoteiton yio avtovc. Topa givor mo gvkoAio va Bdoovv to
TPOTOVTA KO TI VANPESiEg TV avTimadmv enyelpnocmy. [pv and v emhoyr| evog
GLYKEKPLUEVOL EUTOPIKOV GNUOATOG, Ol KOTAVOAMTES ovalnTovV TV Tur, T vedtn1o,
MV TPoSPactdTNTO TOV TPOTIOVTOG Kol TIG TPOCHETES VANPEGIEG TOV TPOCPEPOVTOL.
KaBag ov evaliaxtikég Avoelg av&dvovtol, 1 wOT| TOV KOTOVOIA®TOV TPOG TO
PoiovTo, Kot Tig vrnpeoiec pewwvovrarl (Tekinay, N., 2002). Ifuepo ol EMLXEPNOELS
£€Youv ocuvayeEL pio TPOSTAOELD VO TOPOVGLAGOLY e YOUUNAOTEPO KOGTOG OO TOLG
AVTOYWOVIGTES TOVG TO TPOTOVTA KOl TIG VINPEGIES TOV UITOPOVV VO, KOADYOLV TANP®G
Tic embopieg kol TIC TPOCOOKiEG TOV TEANTOV £TCL (OCTE VO, HITOPOVV VO
OMNUOVPYNGOLY MO TGTOVG TEAATEG.

Ot TOKTIKEG TOL UTOPOVV VO YPNCLULOTOMBOVV O TIG EMYEPNOELS YL VO
ONUIOVPYHGOLV TNV OPOGIMGCT TOV TEAATMOV UTOPOVV VO, AVaPEPOVTOAL OG EENG !

30



IITYXIAKH EPT'AXIA CUSTOMER RELATIONSHIP MANAGEMENT

a. emPpdPevon exeivov mov GTEAVOLY TOVG VEOVS TEAATES,
b. oamootoAr evyaploTNPLOY KAPT®V,

C. OMOGTOAN TPOCONIKADV EMGTOADV,

d. vrevBopicenv pécw iepdvov,

€. EMAOYN TOL TOUEN OTOV OTOT0 Eival TO KOAVTEPO,

f. mpoetowacio yeyovotmV Kol TEPIGTAGEMY TOV TPOGIOIALOVY TOV TEAATN,
g. xot whve om '0Ao, aS0AOYNoN TOV TUPUTOVOV TOV TEAATMOV IE AETTOUEPELD

ko divovtag ypryopeg amavtioelg (Kathleen, K., 2000).

H dwyeipion tov medatelokdv oyéoemv Exel Yivel amodeKT MG U0 GLAOGOPIa
dwyelptong ot Aoyoteyvion KOTO KOPOVG KO MG GTPOTNYIKY LAPKETIVYK £V £XOVV
dwtvnwdel dwpopeticol opiopoi. O Anton, to 1996, kaBdpioe v dwyeipion TV
TEMOTELOKDOV GYECEMV OC «UIQ ETLYEIPHUOTIKY OTPOTNYIKY TOV EYEL WG TTOYO VO
ONUIOVPYNOEL OTHV ETLYEIPNON TOV TEYVOLOYIOV TANpopopies mov Bo. fonbdnoovv to
aOaTHUO. OLOYEIPIONS VO, DTOAOYILEL TOVS TEAGTES KO VO TPOGPEPEL GTOVS TEAGTES TEAELO!
TPOIOVTO. KOl DTNPETIES KL VO. KOTOOTHOEL TO GOVOAO TOD TPOCOTIKOD THG EMYEIPNTNG
oe Oéan vo, d1eéayer ouadikn epyacio. yro. v ikavomoinon tov mweldrn» (Anton, J., 1996).

Q¢ €k T00TOVL, M dlEIPION TOV CYECEMV LUE TOVG TEAATES Elval Lo TPOGEYYIoN
mov Kabotd avaykaioc T SWUOPEMOON TOV HOKPOTPODECU®OV CYECEMV UE TOVG
TeEAATEG, He OKOTO TNV avénomn ¢ amodoTKOTNTAG KOl TG TOPOY®YIKOTNTOS TNG
emyeipnong Ko va KAvouv ypnon g texvoroyiog yio To0 6komd avtd. Ot emyelpnoelg
Ba mpémel vo ddcovv mpocoyn ota akdAovba Bépata, €161 MoTE Vo PEATIOCOVV TIg
OYEGELS TOVG LE TOVG TEAATEG:

@ H avoyvdpion TV TEAOTOV,
H ta&wvounon tov tehatdv,
Noa akodve ToVg TEAATES,

Noa npocdiopilovv Tov merdtn,

Q O Q Q.

H mpocappoyn mpog tovg merdteg (Holloway, A. , 2002).

To yeyovdg OTL Ol emMEPNOELS €YOLV OCO TO OLVATOV TEPLGGOTEPEC
TANPOPOPIES GYETIKA [LE TOVG TEAATES, AOTELOVV TIC PAGEIS OEOOUEVOV TV TEAATOV
Kot TV avaPaduion toug Katd ) S1dpkeln Tov ¥POVOL Kol AmOTEAOLV TN PAcn g
dwyeiprong melatelokdV oyéoemv. Mabaivoviog Tig OmoLTGES TOV TEAATAV KOl TIG
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KaToyyeMeg TOUG UTOPOVV Vo TaPAYOLV AVCELS £TC1 MOTE VO KPATNGOVY TOVS TEAATEC.

‘Eto1, emtoyydveton 1 tkavomoinon Tov TEAAT®V Kot 1] TOTN TOVS GE Ul GUYKEKPLULEVT

emyeipnon.
forming learning | producing
customer [ )| customer needs ) solutions
database and complaints peculiar to the

l

i

customer relationship
management

l

customer satisfaction

-

customer loyalty

U
=

Ewkova 2: To CRM ko n euxapiotnon twv neAatwv

IInyn: http://ijbssnet.com

3.3 0¢éin Tov Emyeiproccov and v ypiion CRM

H onovpyio tov péyiotov opéhovg amd T Swayeipion g oxEoNg He TovV

neAdtn e€aptdtor amd T cwotny Owyeipion tov. M cuvenng dwyeipon TV

TEMUTELOKDOV GYEGEMV UTOPEL emiong va emPEPEL TaL akOAOLOO TAEOVEKTILOLTOL:

%)

Q O QO 8

Q

AVENON TOV GTOVPOEWDV TOAGEMV,

Meiwon TV SlpovidV TOV TEAATOV,

To vynAd emimedo KAVOTOINGNG TOV TEAATAOV Kot TNV TOT,

Meimon tov k6GTOVG NG d1adIKAGTaG,

Avvatdmrto va dnuovpynfoldv oTeEVEC EMOPEG Kol OYECELS LE TOVG TEAATEC

OGOV aPOPA TNV TEYVOAOYIKT], TV TANPOPOPIKN KoL TIV KOWVOVIKT ATOWT).

"Eva peydlo mAeovEKTNLOL TOV OVTOYMVIGLOV GTIG EMLYEPNCELS,
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@ H dwpdpewon wog oyxéong g uddnong pe kdbe meldtn mopéyel oTIg
EMYEPNOELG TNV gvKopia va Bpovv véa Tpoidvta 1) VINPESIES Yol TOVS TEAATEG
tou6. 'Etot, n emyeipnon pmopel va Exel v ikovOtnTo VoL oVTIACUPAVOVTOL Kot
VO AVTOTTOKPIVOVTOL TIG OVAYKES TOV TEANTMOV TNG TPV ond TOLG AVTITAAOVG
™mg.

@ Ou motol TEAATEG UTOPOVV VO OMMOTEAEGOLV GNUEID OVOPOPAG YOl TOVG
SVVNTIKOVG TEAATEG,.

@ To kb66T0G TG AmOKTNONG EVOG VEOL TEAATN €lval VYNAOTEPO AmO EKEIVO TNG
dlTNPNONG TOL LILAPYOVTOG TEAATN. 2 €K TOVTOV, 1) SLOYEIPIOT TEAATEIOKDOV
oyéoewv pumopel va cupPaiel otn peiwon avtod Tov KOGTOLG,.

@ H Bektioon g eumiotoohvng TV TEAATOV avEAveEL To pLOUO TG TGTNG TOL

npocmnikov (Odabasi, Y., 2000).

H dwyeipion medaterokdv oyéoewv otnpiletar oty 10€0 TG dNUovPYiog Hog
oxéong g pdonong pe kabe merdtn. Q¢ omotéAespo ™G pabnong e oxéong He
KkdOe meldn, n emyeipnon pmopel va pabel TG TPOOOOKIEG KOl TIG OVAYKES TV
TEAOTAOV TNG TTLO EVKOAN KOl VO AVTOTOKPLOEL GTIC TPOGAOKiES AVTEG AKPPDOG GTNV DPa
KOl OTOKTA TO TAEOVEKTNUO TOL OVTOYOVIGHOV. X& Mo oxEon pabnong, o mehdtng
exepalel otV emyeipnon T OVAYKES TOL KOl TIG TPOGOOKIEG TOVL KO 1) EMYEIPNON
umopet va givar og B€om va avtamokpifel 6 avTEG TIG AvAyKES Kot TIG TPOGIOKIEG HECH
amd to. TPoiovTa Ko T vnpeoieg g H emyeipnon umopel va mpocpépel oTovg
eATEG TG €va TOPOUOL0 €100 TNG KATOVAAMONG Kol TNG GAANAETIOPAONG LE TOVG
avTimdAovg e Agdopévou Ot 1 emyeipnon Ba £yl KaAOTEPT TANPOPOPNOT| GYETIKA
HE TOVG TEAATEG NG Wéco amd TN oxéon g pabnong mov €xet avomtvéel, Oa
drapopomomoet v emyeipnon and tovg avtimdiovg g (Peppers, D., Rogers, M. and
Dorf, B., 1999).

3.4 IMheovektpata epappoyns CRM

Xlyovpa éva Opehog Yoo kGBe emyeipnorm elvar vo emtdxel KaAvTEPO
OKOVOUIKE amoteAéopata yapn oty emitevén peyokdtepne allog amd  «dde
aAAnAeniopaon pe Tov meAdT. O aviayoviopog givor ToAD €viovog otnv Tpéyovca

ayopd. Ot etaupeieg mpémet va avorapovv T @povTida Tov TeEAdT) o€ KAOe Topéa TG
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EWOIKOTNTAG TOVLG, YPNOLUOTOIOVTOS OlPOopo. KOovAAle emkowvoviag. O meldtng
avapEVEL TEAELEG LIINPEGTES av 0 1010¢ (ot o ypoapur Bondetag, (ntd éva Tpoidv
amd £vav avTITPOGMTO, TEPUYEITAL GE U0 IGTOGEADN 1) TPOCWOTIKA EMCKENTETAL VAL
katdomnua. Etvar amapaitto va tov dwefePordoet kdmoog 6Tt emkovmvel pe v idio
eToupeia pe 6ol popen| emtkovmviog, To xpdvo 1N Tov T0mo ov emAéyet. Ta Pfacikd

mheovekTnuaTo Kot To 0péAN Tov CRM eivon ta e€nc:

VvV O wavomompévog meddtng dev aAlalel entyeipnon.

<

H avantuén mpoidviov umopel va oprotel cOLQP@VA LE TIG TPEYOVGES OVAYKEG
TOV TTEANTN).

H toayela avénon oty modmta TV Tpoidvimy Kot VINPECIDV.

H dvvatdémra va twlovv tepiocotepa TpoiovTa.

H Beltiotonoinon g emkovomviag oYeTikd Le T0 KOGTOG,.

H cwom emloyn tov epyoleiov pdpketivyk.

H &hedBepn kivnon tov emtyelpnUaTiKOV S10OIKAGIOV.

H av&non tov apBpod tov LEPOVOUEVOVY ETOPAV LE TOVS TEANTES.

O mep1o6oTEPOG YPOHVOGS Y10 TOV TEAATY).

H d1apoporoinon and tov avtoyovicuo.

H npocPaocn oe mpaypatikd xpdvo e TANpopopiec.

O ypiyopeg kKo a&idmiotes mpoPAEyeLs.

H emcowvovia peta&d Tov HApKETIVYK, TOV TOANCEDV KUl TOV VINPECUDY
H av&non ™¢ amoteAeapatikdtTog TS OLOOIKNG EPYACTOG.

H avénon tev kivitpov tov tpocwmikod (KOTLER, P., KELLER, K.L. , 2007).

€ <K<K <K<K KCKLKCKLKKKK

Ta mheovekTuoTo Kol 0QEAN givor oxeddv atereimta. AveTLYMG, LVIAPYOLV
pepwkd apvntikd. Eva and avtd eivail to yeyovog 0t 1 opOn| epappoyn kot Asttovpyio
tov CRM egivar modkd dvokoAn (texvoloyio, ot dvOpwmor - epyalduevor, 1 apyikn
EMEVOLOT YPNUATOV K.AT.), | AGPAAELD. TOV TANPOPOPIDV TOV Ol ETAUPEIEG SLATNPOVV
YO TOVG TEAGTEG TOVG, 1 OVIOAAMYY] TANPOPOPIOV HE TPITOVG KOl 1 GLVOAIKN
TPOOTOGIO TOV TPOUYUATOTOI0VVTOL dVGKOAM. OLOKANPN 1 apyn Aettovpyiag tov CRM
(ocvAloyn TANPOPOPLOVY, KATAYPAPT KANCE®MV, AVOADOVIOS OAEC TIS OPOOTNPLOTNTEG

TOV TEAATOV KAT) omoTtelel mapofiacn Tng O10TIKNAG (ONG T®V TEAATOV.

34



IITYXIAKH EPT'AXIA CUSTOMER RELATIONSHIP MANAGEMENT

o v amoteleopotiky dwayeipion twv oyéoewv elval amopoitnTo Yo po
etoupeia vo KatéYeL Oyl HOVO TNV TPOOTMTIKY] TOVG OAAL KOl Vo TpooTadnoel va
katovonoel ywti  glval  emoeerés Yoo évav  mEAGTN Vo SMUOLPYNCEL Lo
pakponpoBeoun oyéon. O mehdtng opovtilel mavia Katd kOplo Adyo ywoo TV
Kavomoinon tev avayk®v tov. Av o etoupeion BéAer vo kabepmBel n apoPaio
HOKPOYPOVIOL GYECT TTPETEL VO TOL TPOCPEPEL KATL EMTAEOV, KATOLN «OVTOUOPN» TOV
Ba Tov doet v emBount) Y. To Tocootd emiTvying g eTaupeiog kabopiletor amd
v emBounm Ty mov avtmpocwnevel v mowdtnta Tov CRM. Exatd toig exotd
TO0G0ooTO emTVyiog omdvio emttuyyavetal. Q6T1060, €0V TO TOCOCTO EMTLYIOG OF
"avtapolpn” elvar amodektd 101 0 MEAdTNG Svveyilel ot oyéon Kou Ba mpoPel oe

nepartépm ayopég (PEELEN, E., 2005).

3.5 Awopdion Muwe Emroymuévng Egappoyng CRM Xe
Mo Emyeipnon Ko Kootog Yromoinong

[Na vo dwoeaiiotel m  emtvyio evdég ovotjuotog CRM  mpémer  va
akorovOnbovv 10 koavoveg ot omoiot Ba cuuPdAlovv oty emtuyio avtn. Ot Kavoveg

sivon ot axdAovOot:

1. KaBopiopdg petpnotpmv otoéxmv g emtyeipnong

Eivar modd onuovtikd vo kafopiotovy 1o GUYKEKPLUEVOL ETLYEIPT|LOTIKA OPEAT|
ov avapévovral va metvxelt 1o CRM. Avtd pmopel va akovyetar ovtovonto, oAld
TOALMG €pyo. OmOTLYYXAVOLV EMEWDN OVTOG O TPOPAVNG Topdyovtag emtvyiog Ogv
mpeitat. Yrdapyovv Advceeic CRM mov kaddmtovv 6A0vg ovtods Toug 6Tdyovs, ondte Ha
npénet vo 000el TpotepatdTNTA GE O, TL BEAEL VO TETVYEL oL EMyelpnon Kot va EmAEEEL
mv texvoroyic CRM avoldywc. «H éxtaon tov 1 umopeite vo, kavete pe tig €-business
epapuoyés eivar tepdotio» avoeépsl o Peter Frueh, ekteleotikog digvbuving twv

EUUECOV KAVOALDVY Y10 TNV OLGTPAALOVT] KOPLPOio ETOPELD KIVITHG EMKOIVOVING.

2. EvBuypappion g emyeipnong Kot TV TEYVOAOYIKOYV TANPOPOPLOV
Evd 10 CRM odnyeitar and v teyvoroyia, dev gival yio v teyvoroyia. To
onueio tov CRM egivar 1 Bektioon tov meAdtn OV AVIWETOMILEL EMYEPNUOTIKES

dwowaciec. H teyvoroyia eivor pdvo éva péco yio v emitevén avtod tov oTdYov.
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Ka0e emroynuévn epappoyn apyilel pe v avayvopion autov ToL YEYOVOTOG Kol LE

™ dNpovpyia AEITovpyIKdV dopdv Tov TV evioyvouv (http://www.oracle.com, 01/04/15)

e emroynpéva épya CRM, 1 evBivn yuo 10 6yed0oUO Kot TNV EPAPLOYT TOV
cvoTNUATOg oTNPileTal TOGO OTIC EMXEPNGELS XOPTYOUS KOl GTO TEYVIKO TPOCOMIKO.
H Marriott International, n onoia £xet avamrtoéerl epapuoyéc CRM og apketég yilddeg
YPNOTEG EMUEVEL GE QTN TNV KOWVI| LIOYPEMOT] A0Y030010G Yo va eEaGPAMOTEL OTL

pécm G TeYVOAOYing ot TpwToPovAies vBuypappilovral pe TOVG ETAPIKOVS GTOYOVG,.

3. Agybeite TV vrooTpiEn £vOG EKTEAEGTIKOD OPYHVOL

Eneidn ta épya CRM egivar otpatnyés npmtofoviieg, n avatepn Sioiknon
TPENEL VAL TIG VITOGTNPIEEL evepyd. Xmpic eKTEAESTIKN £YKPLoN, cuUmTePAAUPavoprévng
poag eEMynong yuo 1o TG to vEo cvotnua Ba vtooTPilel TOVG OPYAVAOTIKOVS GTOYOVG,
pa tpotofoviia oo CRM Oa pumopovce va amoppredel wg téyvoaoua. Av to CRM
glvar kpiowo yw v emPioon pog etopeiag to vynAdPadua otedéyn, amd TOV

AtevBHvovto ZopPovAo Tpog Ta KAT®, TPEMEL VO 031y GOLY OVTO TO UNVLLLOL.
4. ApNote T0VG GTOYOVG TNG EMYEIPTOMNG VO AELTOVPYT|GOVY

Axkpag 6mwg éva épyo CRM mpémel va kabodnyeital amd toug 6TdOY0VS TG
emyeipnong, €tol mpénel kébe and@acmn va dwupopedvetat. Edv éva yapoaktnpiotikd
dev Ponbdel queca v gtarpeia yioo v Kohvtepn e€umnpémnon Tov TeAaT®OV, TOTE

puéArov dev to ypeldleote.
5. Eloyiotonoinomn mpocapuoyng pe  poyrevon Out-of-the-box Aertovpyikdtnrag

H mpocappoyn eivor pio amd 11g mo kowég outieg towv vrepPdoemv Tov
npobmoroyloov otig pobecpieg twv epappoydv CRM. M opdda €pyov €xel mg
61oHY0 vo vioBeToel o aitnon aAAd TEPTEL Ypryopa BV KATO101W YOpAKTNPLGTIKOD
Kot KatoAnyel pe éva mo e€edikevpuévo mpoidv amd oVTO MOV Ol EMUYEPNUOTIKES

Aertovpyieg amattovy.
6. XpNoomomoTe EKTOOELUEVOVS KOl EUTELPOVS GUUBOVAOVG

Ot oOpPoviot AoYIoHIKOD GLYVA KOVOVV TOAUNPEG aELDGELS OGOV aPopd TV
KOvVOTNTA TOVG VO OVTOTOKPLOOVV GTIG OMOLTNOEL, EQOUPLOYNG TG eToupeiag. [ va

JoPOMOTEL OTL TOL GUGTAUATO LTOPOVV VO TPOGPEPOLY TTPayHATIKA Eva Epyo CRM,
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Ya&te Yo Toug GLUPOVAOVS TTOL OeV ivar LOVO KOAG eKTTadELIEVOL GTIG LeBOdOAOYIES

EQOPUOYNG GALL £YOVV TPAYLATIKT EUTEIPIO TNV OVATTVEN ALTOV TWV EPOPULOYDV.
7. Evepyn coppetoyn TV TEMK®V XPNOTOV 6TO 6YEO0GUO ADGE®V

«Av dev Eyovue TEMIKODS YPHOTES WOV EUTAEKOVIOL OTO GYEOIOOUO KOl OTHV
OVOTTTOEN TV EPOPUOYOV NAEKTPOVIKOD ETLYEPELV 0eV Qo elLa0TE ETITOYEIS», AVAPEPEL
o Eloise McNeal, avtitpdedpog yio Tig TOANGELS Kol TI VANPEGIES TOV EMYEIPNCEDV
ayopmv cvotnudtov ce WorldCom, n omoia €xet EedumAdoet Avoelg CRM yio moAAég
EMUYEPNUATIKEG LOVASEG, cvpumepthapupavopévng pag eykatdotaons 3100 npoconwmv

KOWNG 0pyavemong Yo Taykoouieg noinoetg (http://www.oracle.com, 01/04/15).

8. Emévduom oy Katdption yuo TNV EVIGYLoT TEMKOV ¥pNoTOV

H mapoyn g xatdAAnAng ekmaidevons 6tovg teAkong xpnoteg etvar (TIKNG
onpaciog yo v emtvyio evog Epyov CRM. H ekmaidevon dev Ba mpémetl va £pbet wg
pa oevtepn okéyn. EmmAéov, n exmaidevon oev Bo mpémel amAdg vo emkevipmBel
oTNV NIOEEN TOV TMG VO XPTGLULOTO|GETE TOL YOPOKTNPIGTIKE KoL TH AEITOVPYIKOTN T
TOV AOYIGHIKOD. AVT 'avtoD, 1 KoTdpTion TpEnel vo S0dEEL TOVG VITAAAAOVG TAOS VO
EKTEAECOVV OMOTEAECUOTIKO TIC EMYEPNUATIKEG JlodIKOGieC evepyomoinong ond 10
ocvotqua CRM. Agdopévov 6t n epappoyn CRM cuyvd cuvemdyetar aAlayég otig
EMYEPNUOTIKEG JLOOIKAGIEG NG ETAPEING, M KATAPTION TOV TEAIK®V ¥pnot®dv Oa
TpEMEL EMioNg va emikevtpwBOel ot dtayeipion g ahrayne. Ot epyaldpevol mpémel va
KOTOVONGOLV TG 01 véES dradikacieg kot 1 teyvoroyio CRM Ba fonbroel v etapeio
va e&ummpetnogl KoAOTepa TOvg mEAATEG. AV Ot gpyalOUEVOL KOTOVOOUV TS TO
cvotnua B0 KOTOGTNGEL TIO OMOTEAECUATIKY] TN Agtovpyio NG EmMyeipnong

paxporpofeopa, Ba eival TpoOupotl va TposapuocTovV.
9. Xpnowomnowmorte éva otadiakd Rollout Tpdypappa

Ta meprocotepa emroynuéva épya CRM akoiovBoldv o otadiokn avantuén
YPOVOSYPAUUATOG: KAOE @don emkevipdveTOl o€ €va. cuyKekpiuévo otoxo CRM.
Kabe dwdoyikn @don aflomotel v epyacio kol tnv eumelpio omd TPONYOOUEVES
Qaoels Yo v mapaymyn evog «Quick Win» -mov gival, ovelooTikd to anoteAécuaTa
o€ éva e0A0Y0 Ypovikd dtdotnpa (GBS TPELS MG TEGGEPIS UVEG).

10. Métpnon, mapakorovOnon Kot HETAd0oN
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Molc éva ovotnua CRM petadidetor Lovtoavd, n opydvoon mpémer vo
LETPNOEL, VO TOPOKOAOLONCEL Ko Vo UETAODNGCEL TNV OTOTEAECUATIKOTNTO TOV
GLGTNLLOTOG LE YVOUOVA TNV cvvexn Bertioon tov emddcemv. Ot gtaupeieg mov £yovv
TO0 peyoAvTEpo O0@ehoc amd Tig epoproyés CRM a&loloyolv Tig emyeipnuotikég
dwdwkaciec and vopic, evromilovy TIG HETPNOELS OO0 Y0 TIG OlEPYUCIES OVTEC
Kot petpovv  mocso 10 ovommua CRM  emnpedler  avtés TG pETPNOELS

(http://www.oracle.com, 01/04/15).
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KE®AAAIO 4: OI AEITOYPTEIEX TOY CRM

H npot mpoimdbeon yia v emttuyn viomoinon tov CRM eivar n capnvela
GYETIKA e TNV oporoyia Tov. Ao Tig mOAAEG Tpoceyyioels mov dtabétel, 1 O1dkpion
AVAUESO GTOVG akOAOLOOVG TPELG TOpEIG Exel yivel yevikd amodektn (Buttle, F. , 2004).

.Avtoi ot Topeig etvar o1 akdrovBot:

Three types of CRM
Operational CRM Analytical CRM

B
Office

Front
Oitce

Mabale
[# g e

Lushomier

Interactenn

Collaborative CRM T ran, Mo 304

Ewkova 3: Ot tpelg tumot tov CRM

IInyn: http://www.bankersonline.com/

4.1 Emyerpnoroké CRM

To emyeipnookdé CRM vrootpilel dwdwkaoieg ypapeiov, w.y. To tpocmmikd
oe éva MAepovikd kévtpo. Ta emyelpnookd onueio eveOUAT®ONS LTAPYOVY Gt
GLGTNUATO AVOPDOTIVOL SLVOLIKOV Yo Ta dedopéva yprotn kot Ta cvatiuate ERP ya
TN UETAPOPE TANPOPOPLOV TPOKEEVOL VO KATOANPOOLV .. amd €vav eKmpOGOTO
TOL TNAEQOVIKOD KEVIPOL. ATO TNV dmoyn Aettovpyudv, o Bose emeonuave 6t 10
CRM egivar (o eVoOUATOOT TOV TEXVOAOYIMV KOl TOV EMLYEPNUOTIKOV JOOIKOGUDY

OV VIOBETOLVTAL Yo TNV KOALYN TOV OVOYKOV TOV TEANTN KOTO TN OldpKelo
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omolacdnmote aAAnAemidpaons. Akoua, 1o emyelpnolokd CRM mepihapfavel «zig
ETLYEIPNUATIKES OLOOIKATIES KO TEYVOLOYIES TOD UTOPoVV va. fonbncovy oty feiticwon
TG OTOTEAETUATIKOTNTOS KO THS OKPIPEIOS THS NUEPAS EPYOOLOV Yio. KGO meAdTn».
Avto meptlopfdavel TG TOANGES, TO WHAPKETIVYK, KOl TNV OLTOUOTOTOINGY TOV
vinpeoidv (Bose, T.K., 2012).

O Buttle (2004) opilet 10 enyeipnoroxd CRM w¢ «uio mpoortiky yra 1o CRM #
OTOLOL EMIKEVIPOVETAL TE THUOVTIKG, EPYO. QDTOUATIGUOD EVIOS TV AEITOVPYIMV OV EIVAL
UTPOCTA TV TWANTEWY, TOD UCPKETIVYK Kal TS eComtnpétnon». Avt) 1 Katnyopio CRM
OVTOUOTOTOIEL TIG EMUYEIPNUATIKEG OOIKAGIEG OV JEMOVV TIC MUEPES EPYOCIES TO
UAPKETIVYK, TIG AE1TOVPYiEG GE £val VPV PAGHO TOV CNUEI®V ETOPNG TOV TEANTN Kol
Tov kavoadv. H ovtopatomoinon tov TOANGE®V 1GYVEL TEXVOAOYIKE Yo TN
dwyelpton g TOANGNS TOV PAGTNPOTHTOV Yo TN PEATIGTOTOINGT TOV TOANCE®V
TPOOVIOV, BEATIOVOVTOG TNV TAXLTNTO KOL TV TOIOTNTO TN PONG TOV TANPOPOPLOV
yw ™ Pertioon G €0OTEPIKNG EMKOWOVIOS HETOED TOV TOANTOV KOU TNG
dwxeipiong Tv atopwv (Speier, C. & Venkatesh, V., 2002).

Ot Tan kot al. (2002) mapatnpodv OTL M AVTOUATOTOINGT TOL UAPKETIVYK
epapuolel v teyvoAoyia pHe TIC O0KOGIEG UAPKETIVYK Yoo va Pondnoetl tovg
opyavicpovg  va  dwyepilovion  to  mpoypaupota  pdpketvyk.  Opoimg, M
OVTOUOTOTOINGT TV VANPECLOV EMTPENEL GTOVG OPYOUVIGLOVG VO (UTOUOTOTO|GOVV
TIG EMYEPNOELS TOPOYNS VINPESUDY GLUYVE e GTOXO TNV aHENCT TG LKOVOTOiNoTg
TOV TEAATAOV LE TNV ETTAYVVOT] TOV OUSTKAGIOV EPELVOG KOl AVATPOPOSOTNONG UECH
ToOAMOTA®V Kavalov emikovoviag (Tan, X., Yen, D. C., & Fang, X., 2002). O yevikog
o10x0g tov Emyeipnowokod CRM eivar n Pedtioon ¢ amodoTikdmrag Kot g
AMOTEAECUATIKOTNTOG TOV OAOIKOGIOV OaXEIPIONG TEAATMV, LE TNV TPOGMOTONOINOT)
MG oY£0NG LE TOVG TEAATEG, LECH NG PEATIOONG TG OPYOVOTIKNG OVTATOKPIONG TV
avoyk®v Tov tehatov (Xu, M. & Walton, J., 2005) kat ¢ adéEnong g toydTnTag Kot
™G TOWTNTAG NG PONG TANPOPOPIOV OTNV 0pyavmor, kabmg kot petald Tov
OpYOVIGHOD Kol TV eEMTEPIKOV £pYolopévev Kol TV cuvepyatdv tov(Speier, C. &
Venkatesh, V., 2002).

O1 Payne ka1 Frow (2005) emionuoaivouy 01t 1 EVoOUATOOT TOV KOVAALOD €ivorl
€va ONUOVTIKO KIVIITPO Y10 TOAAEG EMYEIPNOLOKES EPUPLOYEG TOL cvotinatog CRM.
AVt 1 01001KAG10 OAOKANPOOTG TOAAATA®Y KavaAldv mpoomafel va eEacparicet )

GLVOYN KOl TNV DYNAN TOWOTNTO TOL TEAQTN o€ dlpopeg avakowvmoelg (Payne, A. &
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Frow, P., 2005). O Chan (2005) &&nynoe 6OtL 10 emyelpnolokad dedopéva, tov CRM
amoTEAOVVTAL OO OEOOUEVO GUVOAAAYDV OO TN YPOUUN TOV oNUei®vV emaeng TOv
TEAAT, OTMG 01 TOANGCELG, Ol EPEVVEC, Ol OTOAVTICELS GE EPMTIOELS TEANUTMV KO AAAESG
aAniemdpdoels Tov meratdv. Téhog, ot Xu kor Walton (2005) onueimcov o6tL
vapyovv emiong emyepnowokd dedopéva tov CRM oe kévipo emaeng mov

TPOEPYOVTOL amd dpacTNPLOTNTES droyeipiong emopmv (Payne, A. & Frow, P., 2005 ).

4.2 Yvvepyotiko CRM

To ovvepyatikdé CRM emikevipdvetal GtV EVOOUATOON TOV TEAATMOV TTOV
YPNOUOTOLOVV £VOL GUVTOVICUEVO ey Kavolmdv odinienidpacng (Swoyeipion multi-
channel), m.y. online xatooctiuata, kot ™MAseovikd kévipa. Ilepimov to 60% TtV
ETAPELDV TTOV €POTNONKAY YiaL TN XPNON SOIKTLOK®V TUAMY GTNV EMIKOIVOVIOL [E
TOUG TEAATEG TOLG YO TNV EMAEYUEV] N YO KOATOAANAES OPAGTNPLOTNTES, TIG
yxpNoonoovv. Avtodg o Tomog CRM mepihapfdvet ta ototyeio Kot TIC d1001KAGIEG TOV
EMTPEMOVYV GTNV EMXEIPNON VAL OAANAETIOPOVV Kot Vo cuvepyalovTal [LE TOVG TEAATES
™me. Avtd mepihapfaver teyvoroyieg pwvig, Web Burpivec, e-mail, miedidokeyn kot
aAANAemdpacelg tpdowno pe tpocsmmo (Payne, A. & Frow, P., 2005).

4.3 Avaivtiko CRM

To avolvtikd CRM Boociletor omv emyepnolokn mtoyy tov CRM ko
kaBopilel TIg TANPOEOPiEg GYETIKA LE TIC KOATNYOPlES MEAATMV, TN GLUTEPLPOPA Kot
mv a&lo xpNoHOTOLDVTaS 6TaTIoTIKEG Hefddove. Elval ypnotpo yio Toug 6Komovg e
dwayeipiong kot e a&loAdYNoMG, To ETLXEPNCIOKE dEGOUEVO TV TEAATMOV T OToin
cuvovalovtal pe po KEVIPIKN amodnkn dedopuévav vo vomolovy dedopéva pe Paon
ovykekpuéva kpuripa (.. ToAncels, k€pdn). Edd to epyaleio e£0pvéng dedopévaov
avalvel KaBopiopéveg O0GTAGELS, T.Y. GLYKPIVEL TO YOPOKTNPIOTIKE EVOG TEAATN UE
Kémolov dAlov, odnyel otov kabopiopd €vOg TUNUATOS TOL TEAATN Kol TOPEXEL TN
Baon vy otoyevuéveg ekotpateieg papketvyk (Rust, Roland and Anthony Zahorik. ,
1993).
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Eniong, to avaivtiké CRM mapéyet avdivon tov 6edouévav Tov TEAAT®V Kot
TOV TPOTLTTM®V GUUTEPLPOPACS Y1 TN PEATIOOT TOV EMYEPNUOTIKOV OTOPACEDV. AVTO
TEPIAMOUPAVEL TNV VTOKEIUEVT] OPYLTEKTOVIKY 0moOnKkn dedopévov, 10 mpoeil Tov
el / To GLGTANOTO TUNIOTOTTOINGNG, TNV VIOPOAY ekBEcemV Kot TV avdivon (Al,
R., Puschmann, T., 2004).

O Buttle (2004) opilet to avarvtikdé CRM g «uia mpoontiki omd kdtw mpog to.
Tavw, 1 omolo emkevVIpwveTrol oty EComvy eCopuln dedouEVmV TV TEAATOV Yiol
apoTnyikovs i Loyovg taxtikng» (Buttle, F. , 2004). Ot Payne kot frow (2005) deiyvouv
ot t0 avaAvtikd CRM avaeépetar otig dtadikacieg diayeipiong e TANpoeopiag Tov
TEPLOTPEPOVTOL YOP® OO TN GLAAOYN, TN GLGGMOPEVLOTY, KOl TNV AVAAVLoN TOV
TANPOPOPLOV TOV TEAUTOV amd TG dlemapég Tov mehdtn (Buttle, F. , 2004). Ov Knox,
Maklan, Payne, Pepardkot Ryals (2003) e&nyovv 61t avti M dadikacio dtayeiptong
TOV TANPOQOPIOV vrootnpilel T oTpatnyik avartuélokng dwdkociog pe v
TOPOYN TANPOPOPIDY GYETIKA LE TO YOPOKTNPLOTIKA TNG OyOpag OV UTOPOLV Vo
ypNowonomBodv yio TV ovATTLEN NG GTPATNYIKNAG TOV TEAATN, KOODS Kot TN
cuvopoun ot ddtkacio dnuovpyiag agiag, otov Tpocdoptopd g asiog {ong Tov
TEAAT KOl OTNV AVATTLEN VE®V TPOIOVIMV KOl DITNPECLAOV.

Axopa, avtdg o THTOG CrM ¥PNGIUOTOLEL TNV TEXVOAOYIX Y10 VO GUCCMPEVCEL
TANPOQOPIES, Y10 VO OPYAVAOCEL, VO EPUNVELGEL, VO JLOVEIIEL Kot v 0ELOTOGEL TOL
dedopéva tov medatdv. Ta otoyelo Tov melat®V pmopovdv va avaivboldv yio va
avamtuEovV To TPOPIA TOV TEAATOV Kol TIG evkaipieg mov Ha mapadoBodv ota onueia
EMOPNG KOl OTO KOVAALDL Yo KoAVTEPES emuyelpnolokéc epoppoyés CRM. O1
TANPOQOpieg Yo Tovg meAdTeS fonfovv TOV 0pYOVIGUO VO KOTOVONGEL I GLUUTEPIPOPA
TOV TEAATOV KOAVTEPX, Va d1edyel TO SIKAiMUA GLVOALAYNG 6TO CMGTO XPOVO KoL VoL
etvar og B€om va AeltovpyNGEL To TUHO TG 0yopdg amotedespatikd (Xu, M. & Walton,
J., 2005).

O Herschel (2002) mpocdidpioe S1AQOPEG EQOPULOYEC HECH GTO OVOAVTIKO
CRM, ocvumepiiapfovopévng g avaALoNG KATNYoplomoinong tov TEAATOV, NG
availvong kepdopopiog meratmv, g “what if" avdivong, v mapakolovOnorn oe
TPOYHOTIKO  ¥pOVO Kol TNV €vePYomoinom, TN Oloxeiplon koumdviag Kot Tnv
eEatopikevon. O Doyle (2002) npotewve emiong dAlo avaivtikd epyoleia, Onmg, M
aVAALGY TOV XOPOKTNPIGTIKMOV KOl TNG COUTEPUPOPES TOV TEANTMOV, TO LOVTEAL Yol
™V TPOPAEYN NG CLUTEPLPOPAS TOV TEAATAOV, 1) SLOYEIPION EMKOWVOVIOG LLE TOVG
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TEAMATEG, M ECATOUIKEVUEVT] EMKOIVAOVIQ LLE TOVG TEAATEG, 1] S10OPACTIKY dloyElpLoT Ko
N PeAtiotomoinon v va kabopicel TOV KAADTEPO GLVOVACUO TOV TEANTAOV, TOV
TPoioVTOV Ko Tov kKoavolov emkowaoviag. Ov Gebert, Geib, Kolbe, kot Brenner
(2003) vrootnpilovv 611 N amobnKevoN SESOUEVOV KOl ESOUEVMY OTOTEAODY AVGELG
eEOpLENC Ko elvar TLTIKEG EQapPUOYEG TNG TEXVOLOYiag oto avaivtikd CRM (Blattberg,
Robert C., Gary Getz, and Jacquelyn S. Thomas. , 2001).

TéNog, T CLOTNNOTO TTOV YPNGIUOTOLEL UTOPOVV VO OWENCOVY Ta. £6000 LE
ToALOVG TPpOTOVG, OmmG puécm Cross-sell ko up-sell exkotpateieg, péow g npoPreyng
Tov o1 meAdteg givat o mOavO va ayopacovV, Tpocsdlopilovtag Toug TEAATEG VYNANG
aflog, péom ™G avénong ¢ pdpkag kKol TG TpomOnong e Kevomoinong tov
TEAOTAOV, ™G ToTNG Ko TV Tapoamount®v. Ot facikol Tapdyovteg emTLYING Y0 TO
avaAvtikdé CRM egivar gpappoyn tov cuotiuatog 1 omoia €yel ovayvoploTel ®¢ M
EVOLVALL®ON TNG OlayEipLong LECH TNG OVTOAAAYTG TANPOPOPLDV Y10, TOVG TEALTEG KOl
N oyvpY OPAdIKY epyacia HETAED TOL PHAPKETIVYK Kal TG e&umnpétnong tehatov. H
EMAEWYT OGS OAOKANPOUEVIC ATOYTG TOV TEAUTMV, 1| OVETOPKNG TEAUTELOKT ELEVLTA,
N advvapio va gvepyel pe Paom T VOMUOGUVY TOV TEAATAOV YPTYOPO Kot 1 EAAEYM
gvocOnrtonoinong tov mhavod opélovg Tov avaivtikod CRM mpocdiopictnkav wg
oartieg  ywo TG  amoTvyleg OV EQOPHOYN  cvotnudtov  ovoilvtikod CRM

amotedecpatikd (Xu, M. & Walton, J. , 2005).

 Collaborative CRM

E-Mail
nlarnat Call Cantar
Face-lo-faca
conlact

4 Operative CRM

. karketing Sales Service

| automalion automalion automalion |
"‘l- I I -)-
" Analytical CRM ] e

[ Data analyse |
Cuglomer database

L _— o .

Ewkova 4: lepap)ikh katavou tuntwv CRM

Inyn: www.fidis.net
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KE®AAAIO 5: TO E-CRM

5.1 Tv Eivon Kot Ilwg Agrtovpyei To E-CRM;

H nliextpovikn emidoon g Owayeipiong meAATEWKOV oYxEcemV givor pia
OAOKANPOUEVT] ETLXEIPNUOTIKT KOL EUTOPIKN OTPOTNYIKN] OV EVOMOUATMOVEL TOLG
avOpodmovg, 1N Owdwocio, TNV TEYVOAOYlo Kol  OAEG TIS  EMUXELPMUOTIKES
OpPACTNPLOTNTES Y10 TV TPOGEAKLGT KO TN OlATPNCT TEANTOV HECH TOL SLOSIKTVOV
KOl TNG KIVNTNG TMAEQOVIOG MOTE VO HEUDOOVV TO KOOTOG Kot v avénoovv v
Kepoopopio amd TNV TOyimon TOV apy®V NG EUMIGTOCHVNG TV TEAATOV. G €K
TOVTOV, TO OMOTEAEGLOTO TOV NAEKTPOVIKAOV TEAATMOV OTY OlO)EIPION TOV GYECEDV
elvat 1 emavaANyYn TOV 0yopdV amd GTOUN GE GTOWA, 1] SLOTHPNOT|, 1] TOAAATAY ayopd,
N EUTIOTOCVVI GTO GNUO KOl 1 WKOVOToinon tov meAdtn. O €vtovog avioy®VIGHOG
GTNV EMKOIVOVIO KOl GTIS AYOPES VIINPESLOV KIVITAG TNAEP®ViaG KaBMOS Kot 1 avénon
OV aplBod TOV XPNOTOV KIVIITOV TNAEPOVOV GE OO TOV KOGHO €YEL EMNPEAGEL TOV
EPELVNTI] VO OLEPEVVICEL TN YPNOTIKOTNTO KO TNV OTOAAVGT ®G TPodafectkos
TOPAYOVTEG GTNV OTOS0CT] TNG NAEKTPOVIKNG OLOYXEIPIONG TEAUTEIOKDY CYECEMV OTN
Bropmyavio TNAEQPOVIKOV VINPECIOV.

Soueovo pe tovg Lee et al. vrapyel Edderym Pipioypagiog yio 1o E-CRM kot
TEPIGGOTEPO TO EPEVVNTIKO £pY0 €ivor amopaitnto o€ avtdv tov topéa (Lee JN, Pi SM,
Kwok RCw, Huynh MQ. , 2003a). To E-CRM amotelel éva véo pavdpevo mov PByaivet
amd TO SLOIKTLO KO TNV NAEKTPOVIKY| TEYVOAOYIOL Y10l Vo SIEVKOADVEL TNV EQAPLOYN
tov CRM. Emwkevipdveror omnv Atodiktoakn aAAnAenidpacn Heta&d Tov TEAATN Kot
oV Tapdyov vanpectdv (Chang TM, Liao LL, Hsiao WF , 2005).

Eniong, 1o E-CRM gvtog tov emyeipnocmv €xel avéndei dpopatikd Katd ™
ddpkeln TV TeEAeLTAiOV XpOveV Kol Ba cuveyicel va 1o mpdrtel Ko 610 péAlov. H
ayopd tov mpoidvtov E-CRM og 6lovg toug topeic tng otkovopiog avénbnke pe
tayeic puOuovg oe 125 dioekatoppvpia doddpra to 2003, and 34 dioeKatoppvpla
doAdpia To 2002 (Iconocast, 2003). TToAloil cuyypa@eic GLUE®VOHY OTL OV VTLAPYEL
eviaiog opiopdc tov CRM kot tov  E-CRM. O 6pog éxet opiotel pe d1dpopoug

TPOTOVG, Y®PIg caPn CLULPE®VIO OAAGL LITAPYOVY FVO TPOGEYYICELS Y10 TOV OPIGUO TOL
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E-CRM, n Jioyeplotiky TPocEyylon Kol 1 TPOGEYYIoN 1TNG TEXVOAOYING TV
TANPOPOPLOV.

Qo1660, Otav dlvete EUPAOCT GTNV TPOGEYYION NG OlXEIPIONG, OPLGUEVOL
ovyypapeis opiCouv 10 CRM kat 10 Eeympilouv Yo T dwaxeipion TV TEAATEK®OV
oyéoe®Vv TOL Elvol P OAOKANPOUEVN TPOGEYYIGN YO, TOV TPOGOOPICUO, TNV
amdktnon Kot ™ dathpnon tov neiatdv (Ellatif MMA | 2008). Agdopévov 0Tt o1
dwpopés petacd v CRM kar E-CRM, 6nog avaeépetal and moAAovg cuyypoeig
elvar fiocovog onuaciog kot mpogaveig, o opiopdsg v T CRM xar E-CRM eivan
oxed6v 0 1010¢ ekTO¢ amd 10 Yeyovog Ot 0 E-CRM ypnoponoteil 10 dadiktvo wg
gpyodreio N péoo. Qot1660, 0 opopdg Tov E-CRM dev givar axdpo caeng aAld ot
TEPLOCOTEPOL OO TOVG EPELYNTEG KOl EMOyYEAATiEG cLUPWVOLV 0Tt To E-CRM givan
L0 EMYEPNUOTIKY GTPATNYIKN TOL €QOPUOlel T dvvaun ¢ teXvVoroyiag yo va
ouvdéoel pall OAeG TIG TTLYES TV OPACTNPIOTATOV TNG ETALPEING YloL TNV OIKOOOUNGN
HOKPOYPOVIOG GYEGNG LE TOV TTEAATT KOL Y10 TV OLPOCIMON TOV TEAATOV.

To «E» ot0 E-CRM onpaiver 6yt pévo yuo to "miektpovikd pépog”, aArd
pmopetl emiong va £yl moALEg dAdeg onuacieg kot evdei&erg. O Suresh (2002) avagpépet
o0tL «o mopnvas tov E-CRM mopouéver va eivou 1 evowudtwon oe kavall kor n
opyovawon». H évvown tov ocvotudtov E-CRM oavagépetoar oty wovotnto vo
vrootpilel TOVG TEAATEG KO GTNV AVIYETMOMIGN TOVG XWPig avOpdmvn petoyeipion, 1
napépPacn oto o1eEVOTEPO Opro. Qo16c0, avtd &optdTor amd To KOVOA YPNoNG
TPOKEIWEVOD va aoyoAnbel dueca pe tovg meldteg péom e-mail kot péow g
10T0GEASO 1] TOL KivnTov ThAsemvou (Yazbek A, 2001).

To E-CRM e&lvar m  otpamyikn teyvoloyio  KEVIPKOD  TAOLGIOVL
EMYEPNUATIKAOV OpacTNPlOTTOV HApKeTvYK . Etoeeinbeite and to E-CRM ya va
SLTNPNCETE TOVG VILAPYOVTES TEAATES, VO BEATIOCETE TNV €ELANPETNOT TOV TEAUTAOV
Kot va PonBnoete otic avaAvtikég wkavotnteg. O Dyche avagéper emiong ot 1o E-
CRM egivor por vrodopn mov mapé€yel VITOSTAPLEN Y10 TOVG TOAVTIHLOVS TEAATES V.
mapopeivouy motol, amoteAdeitor amd AOYIGHIKO, TEXVIKO ££0TAMGUO, O1001KOGIEG KOt
epopuoyés vy  Swyeipon O6hwv tov {nmudtov g etoapeiog. Eifvor moAv
onuavtiky n pétpnon g amoddoons tov E-CRM og évav opyavioud mpokeyévon va
Bondnoet Tig etaupeieg va avénoovy Ta £56000 Kol VO EVIGYVGEL TNV EUTIGTOGUVI] TOV

neratov. Onwg avaeépbnke mopardve, to E-CRM oamoutel v epappoyn tov
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ovppatikdv CRM péow tov Internet kot g teyvoroyiog web kot og ek tovtov, Ba
VdpEel SPOPETIKN EMLOPOAOT GE SLUPOPETIKOD TOITOL ETLYEIPNGELS | OPYUVIGHOVG,

To E-CRM oavantdcoel v mapadociokn mpocéyyion tov CRM pe gpyaieia
v texvoroyia, Onw¢ to AladikTvo, TNV 10TOCEAIDN, KOl TO AGVPUOTO OIKTVLO, GTIG
EQUPUOYEG MAEKTPOVIKOD eUmOpiov Yo GUVOAIKN Opyavmor. Ymhpyovv Kkdmola
mheovekTnuato, Otav M opydvoon ypnotpomotel o mpocéyyion E-CRM vy 1o
UAPKETIVYK AAANAETIOPAOTG TV VINPESIOV TNG, OT®G tval 1 ypryopn e&vampétnon,
0 YpOVOG amoOKPIoNG, N AUEidpour SdPACTIKY] GYECT] TOV LANPECIOV KOOGS Kot M
KAVOTNTO TOPOYNS VINPESIDOV Y10 TOVG TEAATEG OO OTOVONTOTE KO OVA TAGO GTUYUN
(Pan S, Lee JN, 2003).

Téhog, to E-CRM pe 10 ovvdvacpd Ttov VAKOV, TOU AOYIGHKODV, TNG
dwdkaciog, TIc epopuoyéc kol T déopevon ¢ Oloiknong yio tn Peitioon g
eEumpétong Tov TEANTOV, Hmopel va SlTpNoEl TOV TEANTN KOl VO, TOPEYEL
OVOAVTIKEG IKAVOTNTEG, VO ETIKEVIPAOVETOL KLPI®G oTO Oladiktvo pe Pdon v
aAMAETIOpOaOT HETAED TOV TEAATT) KOl TOL TALPOYOV VINPECIAV. L& EPEVVES AVATTLENG
opiCetor 61t 0 E-CRM eivor évo olokAnpopévo péco online moincewv, 10
UAPKETIVYK KOL 1] OTPOTNYIKT €ELANPETNONG TOL YPNGLLOTOLEITOL Y10 TNV AvayvVAOPLoT,
TPOGEAKLOT Kol ST pnon [ag opyavoong tehatwv. Emiong, devkpivilerat 6Tt to E-
CRM meprypdoet o BeAtiopévn kot auEnpévn emkovmvio HETOED £VOG OPYUVIGLOV
KOl TOV TEAATAV TNG, LE TN ONovpyio Kot TV evioyuon g OAANAETIOPAoTG LLE TOVG
neEMATEC uéom NG Kowotouov teyvoroyiag (eCustomer Relationship Management:
Training Module 2008,

http://www.mmv.vic.gov.au/Assets/219/1/ElectronicCustomerRelationshipManagement.pdf]

5.2 Ivrepver Kar E-CRM

H teyvoroyio ka1 to internet tailovv kaboplotikd pOAO 6TV AMOTEAECUATIKN

Aertovpyio tov CRM. ZEta axdrovba ototyeio Oa mpémet vo dobel peyaddtepn Eppaocn.

Awpotikdtnra Herdn:

Ot gykataotdoelg g Pdong 0edoUEVOV TOV TEAATMV OTOTEAOVY TUPTVAL Y10, TN

dtekmepaioon tov  CRM 6cov agopd T GLALOYH TOV TANPOPOPLOV amd O O Ta.
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onueia g aAAnAenidpaong pe tov merdartn.: H epappoyn g texvoroyiag éxet Ppedet
v va Bondnoel Toug TEAATEG VAL AVTATIGOVV TIG TANPOPOPIES TOL YPELALOVTOL GYETIKA
LLE TOL TPOTIOVTO KoL TIC VANPESTIES. AVTO SLELKOAVVEL EMIONG TOVG TEAATES VO TAPOLV TN

oWOTH amOPACT TOYVTEPO KO OTOTEAEGLLATIKOTEPOL.

Yrdpyovv didpopa epyareio Ta omoia ypnouomolovviol evpémg otmv CRM
omw¢ 10 EPOS (nAektpovikd onpeio TOANGNG), N AVTOUOTOTOINGT TOV TOANGE®V, TO
MAEPOVIKO KEVTPO, M emitevén avodtepng eumelpiog Tov TEAATN Kot 1 €mKOvV@Vio

nehatov (Harvey, Lynne, 2001).

Hlextpovikd onueio moinonc

Kopo 6¢pehoc and to EPOS eivar 10 mocd g Eykopng kot €ykvpng
evnuépmong mov mapExel. Ot TANPoPopieg OYETIKA LE TA TOCOGTA TOV TOANGEMY, TO
enineda TV amobepdTov, Ta amofiuata, 1 TN Kot To TEPOMPLO, To SNUOYPUPIKA Ko
KOW®MVIKOOIKOVOUIKE YOPOKTNPIGTIKA TNG OWOVOMKNG (ONG TOV KATOVOA®TOV, M
mpodOnon, n dwenuon, n 0éon ota Kotaotpate Kot GAla. H minpoeopio avt
odnyel Tovg meAdTEG OTNV EMAOYN NG oLVOEONG TOL TPOTOVTOS, GTNV KOATOVOUTN TOV
YOPOL GTO PAPL KOl OTNV ¥PNON OLYKEKPIUEVNG TOKTIKNG TpomdOnong. Avtd
ypnowonoleital gupémg oe dutikég ayopég (Jagadish N Sheth, Atul Parvatiyar, G.
Shainesh- Tata McGraw Hill, 2003).

Avtouotonoinon HoAnocswv:

Ymapyer peyodvtepn avdykn va pewwbel o kOkAo¢ tov moincewv. H
OVTOUOTOTOINGT] TOV TOAMGCE®V UTOPEl VO TPOGEPEPEL  CNUAVTIKE  KOADTEPO
amoteAéopato OGOV agopd T peiwon tov KOKAOL TOANGE®V. AVLTO O1EVKOADVEL
EMIONG TNV AVTOMOTOTOINOT Kol TN PEATIOTOTOINGT TOV O1AOTKAGIOV TOANGNG Yl TV
avénon g ToPAYOYIKOTNTOG TOV TOANCEWV. ATvETon 11 SLVATOTNTA GTNV ETOIPELN VOl
TAPOKOAOLONGEL KOl Vo SLXEPLoTEL OAQ TOL TPOTOVTA KO TIG VINPEGIEG, TIG EMOPES KO
TIG evkapieg o€ OAN TN SAPKELDL TOV KUKAOL TOANGEMV GUUTEPIAAUPOVOUEVIC TG
VooTNPIENG TEANTAOV. Oa PBEATIOGEL TNV OTOTEAECUATIKOTNTA TMOV TPOYPOUUAT®V
EMKOWVOVIOG UAPKETIVYK Y10 TN ONpovpyio TG TotoTnTag Kabmg Kot yio peyardtepn
akpifelo oty mwpoPreyn mowincewv. To Awdiktvo koi to internet umopodv va

ypnowonomBodv amd TV €TOUpEiR Yoo TN OMOOCTH €KTAidgvon Tov avOpOTVOL
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SVVOUIKOD TV TOAGEDY TNG, TO OTOi0 Umopel Vo SIEVKOADVEL TV VROGTNPIEN TOV
TOAMoE®V Kot ™ Peitioon g TopayoykoTnTog TV mowincewnv (Harvey, Lynne,
2001).

Tnieoovikd Kévipo:

To mlepovikd kévipo Ponbd otnv 0cVLTOHOTOTOINGCT TGV EPYACIOV TOV
EIOEPYOUEVOV KOl EEEPYOUEVOV KAGEMV TTOV ONUIOLPYOVVTOL LETOED TNG ETALPEING KO
tov tehatdv ™G. To peyoardtepo pépog tov FMCG, ta dopkr| KaTovoloTikd oyodd
Kot o1 vanpecieg eivar g BEom va AOGOLV T TPOPANUATO TOV TEAATMOV YPIYOPL Yol VoL

ToVG mapExovv TV emtBount wkavonoinon (Jill Dyche- Pearson , 2002).

Emwcowwvio [ehotmv:

H emkowovia pe tovg neddreg pmopei va Pertimbel onuoviucd pe ™ Pondeia
tov internet. Ot koTtavol®Tég £xovy avEavOpEVT GLUIETOYT Ol 10101 6E £vav Evepyo Kot
oY OIAA0YO LE TOV KOTAGKELAOTN TV TPOoIdVTOV Kot TV vanpesidv. H cuveyrg
GLUVOUIMO LLE TOVG KATOVOAMTESG divel TV evkopia yio eEatopikevon, 1 onoia etvat o
€0IKN HOPON NG Olapopomoinong twv mpoidvimv. Metatpénel €va TUTOTOIUEVO
TPOiOV 1 Kol vanpecio o o e£kevpévn Ao Yo éva Gtopo. Xe amevbeiog
ovuvdeon M emhoyn AapPavel o cepd amd mtpoidvia, tpoonabel va Tpocdlopicetl Ta
YOUGTO KO TIG OVOYKEG TOV OTOMOVL KOt Vo KAveL po ovotaon. Eav avty n ovctaon
etvar axppng ko a&omom dnuovpyet a&ia kot miotn. H onovpyio aglog kot miotng

elvar ot mpotapykoi otoyor Tov CRM.

H ernitevén avatepng epmeipiog tov weAdtn:

To CRM etvan oyetikd pe ) daxeipion tov kOkAov {ong tov meddtn o OAa Ta
onueia emaeng tov teratdv egacoarilovtag ott kabe alAnienidopaor odnyel oe a&ia
™G oxéomng. Ot epapuoyég ag 1otoceAidog Ba Bondncovy tovg meldteg va eAEyEovv
TNV KOTAGTOON TMV TOPOYYEAM®MY TOVG, TIC TANPMUES TOV OTOCTEAAOVIOL KOl TIG
YPEDGELC.

Epyoieio kot cvotudta énwg n faon dedopévov tov tedatdv, to EPOS,
OVTOUATOTOINGCT TOANGE®V, 1 ELINPETNON TEAUTAV, TO TNAEQPOVIKO KEVTPO, 1M -
CRM tgyvoloyla kot T0 TPOCAPHOCTIKO HAPKETVYK Giyovpa Oa Pondncovv otnv

{dpLoN TOV TELUTEWKAOV GYEGEWV Kot EMiong Oa GLUPAALOVV £TG1 DGTE 01 EMYEPNOELG
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Vo KePOIGOLV TNV TOTN TOV TEAATOV G€ UaKpompdbeopo dSdotnua kot avtd Oa
odnynoel o€ pio kepdoedpa oyéon (How to Handle Needy Customers- Sales & Marketing
Management Journal, October 2005)

5.3 Email Kol E-CRM

To mo dnpoeiréc online gpyaieio eEvmmpétnong melatmdv ivor to e-mail coc.
DONVO ko ypryopo, To e-mail d1adider TAnpopopicg kat dieEdyet TV aAlnioypagia ce

TOALG Bpata cuUTEPILAUPAVOLEVOV TOV OTAVINGEDV GE EPOTNCELS TEAATOV.

® Human agent
composes an answer
answear .
® Updating S
knowledge =l
- L e
R answer (\/\\' . [
YN
Y
‘_I‘"'\._ /';\ ~
(e
YES St
o A
@ Customer Autoresponse is
u generated with
plr:‘l;llv:'r?’ an answer
e-mail it to @
c My Automatic @ ®
Rmpany. 1, acknowledgment: Is there a NO
“e-mail received” good
match? Send problem to a
My Company human agent
3 < o

Ewdva 5: Autopatn andvinon péow Email

IInyn: http://wps.prenhall.com

H evkoMo g oamootoAng pnvopdtov mAektpovikolh tayvdpopeiov €xet
odnynoetl og o TAnuudpo e-mail amd tov meldtn. Oplopéveg etopeieg Aappdavoovy
dekadeg yhadeg e-mails v gfdopdada N axdpo kar v nuépa. H andvinon og avtd
ta e-mail pe 1o xépt Oa gival damavnpr kot ypovoPopa. Ot meldteg OEAOVY ypiyopeg

amavtioels, ouvnbwe eviog 24 wpmdv (Lo TOMTIK TOAM®Y opyavicudv). Apketol
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TPOUNOEVLTES TPOGPEPOVY AV TOUOTOTOIUEVO GLOTHLOTO ATOVTNTIKOV e-mail yvootd
¢ autoresponders, ta omoio. mapéyovv amavinoelg o€ ocvvnbelg epotioels. Ot
autoresponders mov ovopdlovtar emiong kot infobots ypnoylomolodv apyeio keyévov
7oV emotpéPovtal HEGm Tov e-mail, avtdépara otn (RTnom TIAnpogopidv. Mmopovv vo
aVOPETOOIO0OVY TLMIKEG TANPOPOPIESG Yoo TNV LTOCTAPIEN TNG €ELINPETNONG TOV
TEAOTAV, TO UAPKETIVYK, KOl TIC TPOGPOPEC.

To ocvomua eGain yio mapdderypa, Yayvel yio. opiopéveg epacelg N AéEeic-
KAEWW OT®G KatayyeAleg | TANPOQOpPieg GYETIKA Pe TO TPOIOV KOl GTN GLVEXEWL GE
cuvdLacUO e o Bdomn Yvacemy dnpovpyel Eva Kelpevo Tov Toauplalel oTny pAOTNON.
[Ma to pnvopatoa aratteital | Tpocoyn Tov avOPAOTOV Kot £TGL Ol ATAVTICELS GE GYECN
LE TIG EPOTNOELS amofnkevovtal 6 o BAcT YvOOoNG Kol ovovedvovtol kaBe popd
ov évog avBpdmvog mapdyovtag mapéyel o véa Avon. Térowa cvotiuato sivot
YVOOTO MG GLOTHOTO NAEKTPOVIKOD Tayvdpoueiov dayeipiong andkpiong (ERM).
[ToAAég eTanpeieg OV TAPEYOLY TIC TPUYUOATIKES OTTOVTNOELS GE OVTOUOTESG OTOVTIOELS
TOVG OAAG LOVO TNV avayvodplon 0Tt £va epaTnue £xel Tapainedei. Ot epmToelg TV
TEAATOV KOTOTAGGOVTOL G€ [io Kotnyopiot VTooTNPENg TG AWNG ATOQAGEDV HEXPL
éva avBpomivog mapdyovtag va cuvoedet kot vo avtamokplfel. Avtd pmopet va yivel o

Eva TNAEQOVIKO KEVTPO UE TN xpNom eveLav Ttpaktopwv (Overby, S. , 2006).

5.4 IloivmhokotnTta E-CRM

Me 10 eCRM o1 meldteg odnyovvior oty oAAnAemidopacn TG ARYNMG
amo@dcoemv pe 10 €100G kol TN Odpkela ™¢ emaens. H wkavdtta va dmpovpyodv
OKELOTNTO UE TOV TEAATN EIVOL TEPLOPIGUEVT KOL 1) OIKOJOUTGN EUMIGTOCVVNG UTOPEL
va givar duokoAn. Katd ) dwyeipion evog on-line kovaiiod ot entyelpnoelg Epyoviot
OVTIHLETOTEG [LE TO YEYOVOS OTL 1] LEYOADTEPT EMIAOYY| ONpovpYel aoTdbela peTaEd TV
TEAOTAOV KOL LE TOV OVTAYOVIGUO VL 0EAVETOL GLVEYDG, OTOV OEV LIAPYOVV OEVTEPES
evkalpieg Yo va avakTNoeL pio gtoupeia ta AdOn e H evomoinon dedopévov kot 1

OPYITEKTOVIKT] LILAPYOLV KoL Y10, OPYAVIGLOVG TToL Ba vioBetricovy texvoroyieg eCRM.
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AAMNAETIOPACELC TOV TEAATAOV KOl 0EI0AOYNOT TOV GYECEDV

H ypnon &vog ovotiuatog eCRM emitpénel v mopadoctoky €yydTnTo Tov
eAd TN Tov vokalictator amd TV ynelokn yyvtnto. H avéykn ywo swfepainon tov
TEAATN OTNV AmOQACT ayopds Umopel va emdevmbel e vEa NAEKTPOVIKA KovOALo Kot
TPEMEL VO AVTILETOTIOTEL pe 0 dnuovpyia, yo wapdderyua, on-line kowvotitwv, on-
line BonbdVv kaTacTNUATOY, LOPTLPLOV TEAATOV KOl LE TN YEVIKN dofefaimon yio v
ayopd TV GTPATNYIK®OV KOl TNV ayopd ayodmv pe Baon Tig emA0YEC TOV KAVOLV Ol
nehdteg (Anon , 2002). Ot Salmen kou Muir mpowbBodv v o&ioc g dnuovpyiog
TEPAUTEP® SVVATOTATOV EMOPNG UETAED TOV TEANTAOV GTO TACIGIO TOV EKOVIKOV
KOWOTHTOV GTIG OTOIEC UTOPOvV Vo, avTaAAdocovTal eunelpiec tov medatdv (Salmen,
S.M. and A. Muir, 2003).

H woavotta va dnpovpyodv okeldtnta pe tov ekt dev vrdpyet on-line kot
AMyo g andotacng Tov v AdY® oTafUdV OWKOOOUNoNG EUMIGTOGVUVNG Eival mo
dvokolo, pe 1o atoryeio g oxéong tov ECRM va otkodounOeinio Svokora mEpa amod
po kabopd cvvardayn. EAlelyer avtg g eumiotoovvng eivar mo 60Vokolo vo
Kévouv Tovg meldteg va poipdalovior to dgdopéva mov gival omopoitnTo Yoo T
onuovpyia amoterecpatik®v otpatnyikov CRM. Ot moMtikég amoppntov Kot ot
gyyonoelg £xovv yivel Ta amapaitnto oTowyEio Yol TNV 01KOSOUNOT EUTIGTOGVUVIG Kol
KOTO GUVETEWDL Yo TIC OmOTEAECUOTIKEG TTPp®TOoPovAieg eCRM yuwo T emyepnoelg

(Fairhurst, P., 2001).

H dwayeipion evdc On-Line Kavoiiod

O Fairhurst mapatnpei 6011 o eECRM ©¢ pépoc g evpitepng ekdvog g
enyeipnong oe eninedo CRM, 6énwg 1o CRM, gvepyomoteital pe m ypnom tov vémv
NAEKTPOVIKOV Kot dladpactik®v pécwv (Fairhurst, P. , 2001). To nAeKTpovikO KOvVOAL
neptypdoetar and tov Parekh g éva andd koppdtt tov malk tov CRM oAAd avtd mov
Ba yivelr OA0 Kot O oNUOVTIKO Yo TIG eTanpeieg etvar OTL Tpémel TOPa vo pdbovv va
Swyepilovtal Tic OYECEIS UE TOVG MAEKTPOVIKOVS TEANTEG TOVG OMMC OVTEC TWOV
NAEKTPOVIKAOV  KOVOADV  opudlovy €16t kot 1 Pdon ovtdv 1oV TEAUTOV
noAlomiacidletor. To eCRM amotedel mpotepatdTTO Yoo TNV TAEWOYNQi0 TOV
EMYEPNCEDV KOL O OVTIKTUTTOG TOV MNAEKTPOVIKOV TPOTOPOVAIDY GYETIKA HE TIG

TOANCELS KoL TIS OMOLTHOELS TOV VANPECIOV OLVEXILETOL GE GLVOLOGUO HE TO
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avénuéva emineda TOV EMEVOVCEDV GTNV TTAPOYN CYETIK®OV UE TO AladikTvo gTonpeieg
(Adoxog A., 2002).

Axopa, to eCRM pmopel va BewpnBel 611 mapéyer por dopn yio v mhovn
otpatnyiky €&EMENG Mg  texvohoyiog ME TN pEGOAAPNOM  €vOg  TAaIGLOUL
EMUYEPNLOTIKOV OPACTNPLOTATOV 7OV EMOPA 0TI o)éoelg papketivyk (Parekh, S. |
2003). Ouv Kalakota xouw Robinson dgiyvouv 6t1 évo 1étolo0 mAoiclo £xel TPELC
TPOTOPYIKOVS GTOYOVS: YPNOLUOTOLDVTOGS TIG VIAPYOVGES GYECELS VAL avorTLyYHovV Ta
€0000, HE TN YPNON OAOKANPOUEVOV TANPOGOPLOV Kol GTOYEVOLVV GTNV (PLoTH
eEumnpétnon Kol TN EI00YOYN AVIYPAYIU®V OlEPYACIOV Kol SOdOIKOCLDY TOV
KavoAlo0. Avtog o TpocavotoMcopdc tonobetel 10 eCRM w¢ mAaicio oAokAnpwong
KOl G EMLYEPNUATIKY GTPATNYIKY 0AAG 0L o¢ Ttpoidv (Kalakota, R. and M. Robinson ,
2001).

O etanpeieg dev pmopovv vo ypnoponomcovy o Web mg éva eviaio kavai
mov Ppioketon oe amopdvwon amd Toug AAlo. Avtd 10 véo kavil eEakoiovBel va
ypedleTor ™V TOPAOOCIOKY) GUOTOCT KoL GLOTNHHATO Ypageiov oe 0éomn va
KataoTnoovy 1t Asttovpyio tov ECRM pe gmruyio. Ot gtoupeieg mov dmpovpyodv
tétown véa Kavala Ba tpénet va katafdiovy kdbe duvarn mpocmdbeia yio v Eviaén
TOVG OTIG VRAPYOLCES EMYEPNUOTIKES dwdwkaciec 1N ota kKavdio. Kabog to
evolpEPov £xel evtabel TNV ACKNON ETLYEPNUATIKYG OpacTnpldtTnTog 6T0 AlodikTLO
TOAAEG etanpeleg To €xOVV TPOGEYYIGEL AVTO éva EeY®PIoTO €PYO Yol TN CTPATYIKN

CRM 1ovg (Fairhurst, P. , 2001).

Ot TpOoKANGELC TNE EVOTOINONC 0EOOUEVOV KOL 1) OPYLITEKTOVIKN

A 1 oxomd g texvoroyiag to cvotnue eCRM aviurpocwnedel po palo
OV TPEMEL VO €ivol OTEVEL GLVOEdEUEV HE TNV OAOKAPWOT. Agv vmdpyetl eviaio
epapuoy” mov va gival og B€on va kaAdyel to kevd, obte ivar mhavo vo ) yepicet
ecmtepkd. [a v vAomoinon g evomoinong, ot etoupeiec pe ™ ypnon eCRM 6Oa
YPEWGTOVY U10. TOKIAMO EQAPUOYDV DAIKOD Kol AOYIGUIKOV KaOADG Kot epyareiwv.
AVTO VTOOMADVEL CNUAVTIKY] 0DENCT] TOV TOP®V KAt TOV KOGTOS, TO OTOI0 Ot ETAPEiEg

TPEMEL VO EVOOLOTMOGOVY 6TO GUVOMKO oTpatnylkd oyediooud toug (Anon, 2002).

52



IITYXIAKH EPT'AXIA CUSTOMER RELATIONSHIP MANAGEMENT

Maprketvyk kar EvBuypduuion

H Aertovpyia g mAnpo@opikng amoteAdel Pactkd poyAd yio v avamtoén twv
EMYEPNCEDV GTO TAAIGLO £VOG 0pYaVIGHOV. QQGTOCO, 01 OKATAAANAEG AVTIAMYELS KOl
TPOcOOKIEG HETOEL TOVL UAPKETIVYK KOL TMOV AETOLPYIOV UTOPOLV GLYVE Vo
emnpedoovy kol vo kabvotepricovv T1g otpatnyikés ECRM. Ot yprioteg Mdapketivyk
CLUYVE ETIKEVIPAOVOVIOL OTO HETONO TMOV OUTNCEWV Kol otnv  aloAdynon 1ng
Aertovpykdtrog Tov cvotiuatog eCRM pe mepropiopévn katavonon tov dedopévav
kot tov Oepdtov odokAnpwong Web, evd n Aettovpyia teiver va aloloyncel v
TEYVIKY TOL TTolOTNTO. Mo Tpdobetn avnovyia eivan 6tL Ta épya ECRM odnyovvrat
oo o AELTOVPYIKN KEQPAAT, OTTOG TO UAPKETIVYK TOV GTAVIO. TOPAEYEL Lo, ATOYT| TOV
EMYEIPNCEDV TOV TEAATOV KOL TOV EPUPUOYDV HOVIEAOTOINONG, O©E o evioio
Aertovpyikn Gdmoyn 1 omoio pmopei vo. odnynoetl o amotvyio (Chen, Q. and H.M. Chen,
2004).

Ot gmroymuéveg otpatnyikés eCRM amaitobv ™ Pertioon tov emmédwv
OAOKANPOONG LETOED TOV AEITOVPYLOV MOTE Vo aElomotBovv e emtuyio o1 evkopieg
TOV TTPOCPEPOVTAL. AVTO EVIGYVETAL LLE TOV TOpEN TNG Epevvag amd Tovg O'Leary et al.
0l omoiot TaPoLGLALOVY TNV AVAYKT Y10 GLVEPYOGTO LETOED TOL UAPKETIVYK KOl TMOV
opdd®v v va dtevkorlvvlet 1 emtvuyng €vtaln. Emiong, vroypappiovv v avaykn
YL M0l OMOTIKY] GOYTN TMV EMYEPNUATIKOV HOVTEA®Y, TNV OPYLTEKTOVIKY] TOL
GLGTNUATOG, TNV OAOKANPMOGCT] TOV ETXEPNCEMY Kot TIG oTpotnykés. H emuyia evig
opyavicpov 6to eECRM 0Oa cvppetéyet onpiovpykd pe m ypnon v KotdAAniov
AVOAVTIK®OV TEYVIKOV Y10, TV aS1070iNomn TV 000UEVOV EVD TOVTOYPOVO AVEAVEL TNV
aAAnAemidopacn Kot TV €LOLYPAUUION TOL HAPKETIVYK KOl TOV OHAO®V Kol
peylotonotel TG evkoupieg yw v devkoAvvlel M aAnbelon mTpocapuoyng Kot 1
eCatopikevon. Avty n gvBuypdppion M n €K VEOL €VBVYPAUUICT] TOV AELTOVPYLDV
TPEMEL VO, AVTILETOTIOTEL AV 01 ETOPELES EMOBVIOVY VAL AGKNGOVV OTOTEAEGLLOTIKT KO
emrtuynuévn mpwtoPfoviio. moldtnTag NAektpovik®v vanpeoidv (Nemati, H.R., C.D.

Barko and A. Moosa , 2003).
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5.5 0¢éin E-CRM

H evoopdtmon tov vémv teyvoloyidv, 0Twg To AladikTvo, 01 TNAETMANGELS, TO
e-mail 1 10 SENUICTIKO TayvLIpoueio pHE TO CVOTNUO. OLOYEIPIONG TEAATELONKDV
OYEGEMV EYEL ONLOVPYNGEL TNV NAEKTPOVIKY dlayeipion TV meratelokdv oxécewv (E-
CRM) yw v emyegipnon kor 10 papketvyk g Propnyaviog. IIpoeavmdg, ot
TEPIOCOTEPEG ETOUPELES PE TNV KOTAAANAN epapuoyn E-CRM éyovv mepiocdtepeg
BeTIKEG EMMTMOELS OO TIG OPVNTIKEG EMUTTAOGELS.

H enucowvovia pe toug meddteg kot 1 TpoOcPacn 6To 1010 16TOPIKd GLVOAALYDV
K0l Ol TANPOPOPIES GYETIKA LE TOVG TEAUTES GE £VAV OPYAVIGUO LE AOYIGHIKO GOGTNLA
E-CRM 0a odnynoouvv ce avénon g eumiotochivie TV tehatdv. Ot mhavotnTes yio
TNV KATOVONGOT TOV EMTEOOV TOV TPOGOOKIDV TOV TEAUTOV OGOV apOopd TNV To1dTHTA
Ba mapéyovv otov opyoviopo pa Babdtepn potid 6TO EMIMEDO TG IKOVOTTOINGNG TOV
neratov. O xpOVOg Kol M KOTOVOU TOP®V Y0 TOLG MO KEPOOPOPOLS  TEAATEG
umopovv va fondnoovv v etarpeio va Bpel Tov KaADTEPO TEAATN KO TNV KOUTAAANAN
OVTILETATIOT TOL.

AlAeg BETIKEG EMMTOCELS TOV EMYEIPNOEDV LE TO GVOTNUA Aoyiokoy E-CRM
avaeépovtal otn PeAtioon g €ELANPETNONG TOV TEANTMOV KOl GTNV OTOJOTIKY|
vrooTpiEn kobmg Ko ot peiwon tov  koéctovg. To ocvotnua E-CRM Bonbd tig
eToupeleg va GLUAAEYOLV, VO EVIUEPMOVOLV Kol VO EKTEAOLV TIC TopoyyeMes €&
amoctdoems Ko pe axpifelo. H emitevén g wavomoinong tov mehdtn omottel
pakpoypdvio. GuvTNPNGCTY, TopakolovOnon kot evnuépmon tng dSdikaciag yo va
SoTNPNGOVY TOVG TEAUTEG TOVG KOl VO TPOGEAKVGOLV VEOLS TEAATES. AKOLO, TAPEYEL
éva, epyorelo T0 0mol0 GLYKEVIPAOVEL OAOL TOL GTOLXEIN TOV TEANTAOV C€ eviaia Pdom
dedopévov amodnkevong kot emTpénel og KAOe Tunpo TG eTapeiog va avtoAAIcGEL TO
TPOQIA TOV TELATN.

Avopeopnmrta, 1o ovommuo E-CRM £pepe mepiocdtepa opéAn yu Tig
neplocdtepeg etanpeieg. QoTOGO, VITAPYOLY OKOUN HEPTKOL AAVTOL TEPLOPICUOT YIdL TIC
UIKPNG KAMUOKOG EMYEPNOES META TNV €poppoyn tov cvothuatog e-CRM. Ou
TeEPLocOTEPEG GLUPOTIKEG eUmOPKEG  etanpeieg €vBapphVOLY TN  UETATPOT TOV
EMYEPNUOTIKOD TOVG HOVTEAOV GE TEYVOAOYIOL TEAUTOKEVTPIKNG TPOGEYYIoNG. AOY®
™G UETOTPOTNG TNG EMYEPNUATIKNG Ol0dKOGiog, Ol aAAAYEC TNG TOWOTNTOS TV

VANPECUDY  UTOPOLV VO OONYNOOLV GE VEOLG TEANTEG LE TNV TPOOTTIKY TV
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VEIOTAUEVOV TTEAAT®V. Ol TpadoGlokES O10OIKOGIES EMKOWVMOVIOG LE TOVG TEAATES
TOPEYOLY GOPECTEPT ATOYN Y10 TOV TEAATN OOGTE VO, KATAVONGEL TNV ETOPEIN KOl TO
npoiovto 1 Tig vInpecieg g (Kovotiovpnig B. , 2003).

H wavonoinon tov tedatdv yivetot pe v topokorovbneomn, tov eviomiopd Kot
™V €NiAVOT OMOVTNCEDV GE EPMOTIOELS TEAATMOV Kol To TPOPALTO 0o TNV gTapEia
Kol To mpoidvta M TG vmnpeocieg ™G [a v emitevén KoAdTEpPOL EMUTESOL
IKOVOTIO{N oG TOV TEAATMV AOLTEITOL 1 EPAPUOYN TNG O10OIKAGING TOV GLGTHATOG €-
CRM o¢ o etanpeia, 1 omola Bo Tpémel v oxed106TEL TPOGEKTIKA Y10l TV OTOPUYY|
TEPTTOV LoDV Kol Vo ETNPEAGEL TN GUVOAIKT] AtOO0GT TNG ETOPELNG.

H mp60odog g te)voroyiag Kot TV TANPOPOPLOV TOPEXOVY GTIC TEPIGCOTEPES
etarpeieg 1o Aoywopiko off-the-shelf dote va a&lomomcovv ™y oyéon pe tov meddtn pe
éva. KOAOTEPO TMAEKTPOVIKO cvotnue. H 7otk Kot mocotikny épevva Tpog Tnv
eToupeia ko ta mpoidvta 1 TG vanpecieg Tov Ba mpénel va deEaybovv e Pdbog Twv
VIOAMA®V KOl TNG TPOOTTIKY] Tov meAdrtn. H kaAvtepn katavonon tov mdg ot
VTAAANAOL EMKOWV®OVOOV HE TOV TEAATN KOl 1 OVIOPAC TOV TEAATOV OTOV
avtipetonilel éva npofinua oyetiCovral pe to mpoidvia 1 tig vanpecieg (Ahmed T.
2009).

5.6 E-CRM Ku Xvumeprpopd Katavarmt

Etvor cagéc 011 1 oyxéon petald tov MEAATN KOl TOV TOPOYWOV LINPECIDOV
amoterel éva onuovtikd Mmua. To E-CRM egivar o k0Oplog mopdyovioag yio tnv
emruyia TOV eTYEPNCE®V. ¢ €K TOVTOV, ival PVGIKO OTL Ol £TALPEIEG KOL Ol TAPOYOL
VANPECLOV dlvouv peyodvtepn éugaoct otig emdocelg E-CRM. H npocoyn eotidleton
TEPLGGOTEPO GTOVG TMEAATEC avii GTO TPOIOVTO 1) TI LANPECIES UE EMIKEVIPO TIG
avayKeg Tov TEAdTN Kol OEAOVV VO ETITOYOLV TNV IKOVOTOINGT TWV TEAATMOV KO TNV
apocinon tovg. Xto E-CRM egivar 6ha oyetikd pe v avénom g kepdopopiag kot
EMTPEMETAL OTIS EMYEPNCELS VAL JLOTNPTGOVY TOVG TEAATES VIO EAEYYO Kol VO, KAVOUV
ToVv TeAdTN va osBavOel OTL etvan 6TV TPAYHATIKOTNTO VO LEPOS TNG EMUYELPTLATIKNG
npoddov. H pétpnon g anddoong tov E-CRM oty opydvmon givor ToAd onpovtiky
yw vo PBonnoel Tig etopeieg va avéNoovv tol 6000 KOL TNV EVIoYLON TNG

EUTMIGTOGVVIG TMV TEAATMV.
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H teyvoroyio E-CRM 0o pémet va eivon mo wponypévn kot eEeArypuévn yio va
avTamokpOel otV amaitnon yo v avantuén Tov yvoocewv tov tehatov. Ot Greve
kot Albers (2006) avaeépouvv 6t 1 xpron g texvoroyiag CRM £xel otabepd o
woyvpn emidopacn oty amddoon tov E- CRM. Avtoi mpoteivouv tv mo
olokAnpouévn teyvoroyioo CRM, ) peyaddtepn ypnon teyxvoroyiag CRM kol v
KkaAOTEPN amo6doon tov CRM og dhec Tig pAcELS TOL KOKAOL (NG TOV TEANTN.

Qo61660, N teyvoroyic CRM mapovstdlel onNUOVIIKEG EMNTOGELS OTIC EMOOGELS
g oxéong pe tov meddn. H amddoon tov E-CRM £€yet yiver pia av&avopevn avnouyio
GTO HAPKETIVYK KOL GTNV TEXVOAOYIOL TANPOPOPIOV Y10 TNV £PEVVO. KOL TNV TPOKTIKY.
Qot000, TEPA amd ePELVNTIKEG €KOEGES KO Ol EmOyYEALOTIEG KO Ol KOO ULOLKOT
Beopol mopapévouy ta Ayootd oToryeld OXETIKA e TV 1oyvpn oxéon HeTalld g
NAEKTPOVIKTG TOLOTNTOG TV VANPEGLAV, TNV EVKOAMA YPNONG, TNV ATOALAVCY| KOl TNV

gvypnortio pe T1¢ emdocelc tov E-CRM (Ahmed T. 2009).
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KE®AAAIO 6: TO CRM KAI TO MEAAON TOY

6.1 CRM Kot Avrayovietiko ITicovéktpa

Ot katavoAmTtég Kot ot emyelpnoels Bélovy va ayopdlovv mpoidvta oamd Tig
etopeieg mov yvopifouv kot voralovtot Yo OTOUIKES avAYKES Kot TIG emBuieg TOVG.
2to € g dekaetiog Tov 1990, moArég etanpeieg avakdAvyav Tov KaAHTEPO TPOTO
YL TNV OKOOOUNGT TNG EUTICTOGUVIG TMOV TEANTAOV HE TO Vo Ppiokovyv cmoTég
TANPOPOPIES OYETIKA PE TO GUVOAO TWV MEANTAOV TOVS KO VO YPTCLUOTOU|COVV TIG
TANPOEOPieg AVTEG Yo VO OMUOVPYNCOVY TPOYPAUUATO TOL amevLfhvovior GTig
TPOTWNGELS TOV KAOE meAdn. To mo amoteAecpaTikd amd avtd to TpoypappaTo divet
o€ OAovG TPOGPacn 6e OEdOUEVO TEANTAOV TO OTTOT0. EMTPETOLY GTOV KOOEVA Vo EYEL
emaen pe tov meAdtn . H cvuveyng avaykn yia tig emyelpnoels va mapovstdlovy avtd
TO HOVOOIKO TPOCHOTO LE TOVG TEAUTES TOVG Eivat 0 TPOTAPYIKOS AOYOG Yo TOV 0Toio
10 Aoyiopikd CRM avapévetor va etvon 1 o yfoun otpatnyikn enyeipnong tov 21ov
OV

Ot moioelg tov Aoywopukod CRM oy mpoaypoatikdémta apyloov  va
avefaivouv ota téAn g oekaetiog tov 1990. Zvpowva pe otoryeio g AMR
Research, ot moinoceig tov Aoyiopkov Eemépacav ta 762.000.000 dordpia to 1997
Kot 6T ovvéxeln avépnkav tave ard 2300 ekatoppvpla doAdpto to 1998 ko 16.800
exotoppvpla Sordpia péypt to 2007. H AMR mpoPArénet 6t 1 ayopd Ba cuveyicet va
avortvecetal pe puoud 49 % to xpovo (Hadrian J. Sammut, 2011).

Boowad, pe Aon dwiyeipiong meloteakdv oyéoemv (CRM) mapéyer ™
OTPOTNYIKN Kol TNV VTOGTNPIEN VAOTOINGNG MOV OMOLTEITOL Y100 VO, TOPOOMOEL TO
omoTA Tpoidvta N T vnpecieg, pall pe to amopaitnto enimedo eEuanpPETNONG TOL
OVTOTOKPIVOVTOL OTIC TPOGOOKiES TV Mo KePdoPOp®V teratdv. To CRM cuvdéer Tig
VOIOTAPEVES ETOIPIKEG IKOVOTNTES KOl GUUTANPAOVEL TO. GTOLYElD OV AgimOLY YO VoL
LETOKLVOOVTOL GTOVS OPYOVIGLOVG OTO TN YPOLLUY TOV ETLYEPNCEDMV TOV KLPLOPYELTOL
amtd TO KPATOG € £VOL TPOYLLOTIKE TEAATOKEVTPIKO TEPIPAALOV.

[Mpotapyuodg otdyog g Avong CRM eivar va avamtoéel éva amobetnplo

dedopévev TEAUTOV OTOL To O1dpopa Bpadouato TV SedOUEVOV TOV TEAATOV TO.
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omoio. puropovv va cuvevwboldv Kot vor evioyvBoviv amd €va TOADTIHO TTEPLOVGLUKO
otoyeio TV emyelpnocmv. Agdouévov 0Tl 10 TEdio €PopUOYNG Tov omobetnpiov
OedOUEVOV TV TEAUTAOV UEYOADVEL TOPACYEL L TO OAOKANP®UEV EKOVO TMOV
LELOVOUEVOV TEAATAV, 1 KOVOTNTA TOV OPYOVIGHOD va avtamokplfel otTig véeg
aVAYKES TOV TEAATOV LLE OMOTEAECUO VO ALEAVOVTOL Ol EVKOIPIEG OMUAVTIKA.

Ot Moeig mov mpooeépet to CRM Ba Ponbnocovv Tic emiyelpnuaTikKég
OPYOVAGELG GTNV KAADTEPT KATOVONGT, TNV EMPPOT TNG CLUTEPLPOPES TOV TEAUTMOV
Kot TNV KePOo@opio. AVt 1 AVTIANYN EMTPEMEL OTIG EMXEPNOELS VO TPOGUPLOGOVY
TO. TPOTOVTO, TNV TOPOoYN TPOGPacNS Kol TIG LANPEGIEC TOVS Yo VO KOADYOLV TIG
avlykeg tov mehatov. Emmiéov, o1 emyelpnuoTIKEG OPYOVAOGES WITOPOVV Vol
LEYIOTOTOMGOLV T KEPON LLE TOV EVTOMICUO OTOSOTIKMY KOl LN OTOSOTIKOV TOUEMV
TOV TEAATAOV KO LE T ANYT] KATOAANA®V LETPOV.

Méow tov CRM, ot opyaviopol umopovv va apyicovv va avtipetonilovv v
TPOKANON NG EMOVOTPOGOPUOYNG TOV  ETLYEPNUOTIKOV  Ol0OIKACIOV KOl TNV
TEYVOLOYiDL yloL VO SMUIOLPYNGOVY KOl VO, STNPNoOVY KEPOOPOPES TEANTELOKES
oxéoelg. H petdPfoaon omd €va mpoidv 1 o vanpecic o€ o TEAUTOKEVIPIKN
opyavmon omontel po maveSETact oLTOV TOV TTLY®OV, OTMG, YO TOPAOELY L. TOL01
TEAATEG Elvan O EMIKEPOELS Y10 TNV OPYAVOOT;

H dwyeipion melateiokdv oyécewv B€tel tar Oepéda Yo TIG EMYEPNUATIKES
OPYOVAGELG VO, KOTOVOT|GOVV KOAVTEPQ TIG OVAYKES TMV TEAATMV, VO OIKOOOUNGOVV
mv a&lo, TIg HoKpoYPOVIEG GYECELS KOl VO OlXEPLOTOVV TNV KEPOOPopia o€ EMIMESO
TEAAT.

Yrdpyovv apétpntot tpomot yia va a&tomooet kdmota entyeipnon to CRM ya
™mv oavartoén vémv evkopuov. Eeoppoyéc omwog to cross-selling, up-selling, n
avdAvon kepdoeopiag Kot 1 Odlayeipion g ekoTpateiag eivar pepikd povo, kot ot
Kavotopeg dvvotdtnteg eEeMocovtol cuvéyewa. Qotdco, N avaykn kot To Bdbog twv
TANPOPOPLOV TOV TEAUTOV efvar kpiotuotl mapdyovteg emtvyiog mov amattovvtal. Ta
ocvotquate. CRM dgv mpémer va mopéyovv pévo ) OvvotdTNTa Vo GLAAGPOLV
TANPOQOpileg amd TIG EMYEPNCES TGOV CLOTNUATOV OAAL Bo mpémer emiong vo
O1ELKOAOVOLY [0l GLVEPYAGTA KOl VO OVTAAAALGGOLV TIC TANPOPOPIEC TOV TEAUTMOV GE
oM Vv opydvwon mPokeWEVOL vo. okodounBel to avtay®vioTiKO TAEOVEKTN O

(Hadrian J. Sammut, 2011).
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6.2 H lHoaykoopa Ayopa CRM

Avayvaopilovtoag tnv wavotnTo TS TeXVoroYing Aoyicukol yia va peltwdel to
KO0710G, Vo PeATibdel | amddoon g epumopiag, va avénbovv ot ToANGELS, va KepdiBoHv
ot pvOpoi, va PBeAtiobel n vrooTPIEN Kot N EVIGYLON TOV TEAATEIOKDV GYECEWV, Ol
EVPOTAIKEG emMyelPNoelg Oa cuveyicovy va datnpodV TG ENEVOVCELS TOVS GTOV TOUEN
™g dayeipiong meratelakdv oxésewv (CRM), axdun kot kabmg 1 owovopio cuveyilet
™V apyn avOKORY™ Tne.

[Topd T owovouikéc méoelg, 1 CRM ékdoon oe 0An v Evpdnn Oa peiver
otabepn eite B avéndel ehappd - mepimov 0,7% - ocvppwvo pe por kbeon tov
Iavovapiov Tov 2010 and v Gartner. Avtd cvykpivetar Kot pe GAAEG CNUAVTIKEG
EMUYEPNUOTIKEG EPAPULOYEG TOL £YOVV Ol GOPOPES UEIDOELS OTIS dambveg OmmG
ava@EPOVY 01 €101KO0L. ZVVOAIKA, T0 45% TtV epmBEVTOV Ge o ONUOGKOTNGT 0gV
okomevel vo emAéEet véeg texvoroyieg CRM. Avtd sivon péypt 5% amd népuct - aAdd
eEaxorovbel va apnvel 1o 55% mov Ba pmopel va emevovoel o véeg ADGEIS AOYIGHIKOD
CRM.

Ocov agopd v avdmtuén svkopldv oty oyopd, ot Avoelg SaaS, 1o
nAektpovikd eumodplo kot ot avaivtés tov CRM Ba cuveyicouv va éxovv toyvpn
Mmon to 2015, dNiwoe o Pang. «Xvvolikd o1 CRM emevddoeis vmoxervron oe
OVENUEVO ETTITEDO EAEYYOV KO OE EKTEAEOTIKO ETITEDO THG GUUUETOXNGS, KOl (G EK TODTOD,
PAémovue o ovéovouevny avaykn yio. v vmootipiln kot v kaboonynon ue oKomwo Ty
omotiunon Kol eKTiunon s allag e EMYEIPNONS Kol THS OTOO0CHS TV ETEVODTEWV

oo CRM» (Alison Diana, The State of CRM in Europe, http://www.crmsearch.com)

Adlec pedétec avtikotontpilovv Tic Tpoodokiec ne Gartner.

H ayopd CRM ot Avtikny Evpomnn ftav eEopetikd ovOekTiky Katd T
dugpkela TG owovokng veeong tov 2009 Kot oAokAnpdOnke pe pia cuvoAkn osio
tov 4700 exatoppdpla dordapia. Opiopéves omd TG Pacikég TAOES GTOV TOUEN TNG
TANPOPOPIKNG onuepa eivar. to SaaS, ta online koavéiio aAnienidpaone pe tovg
nehdtec, to Social Web kot ta é€umva thAépmva avoiyovv vEoug dpOHOLS Yo TN
Slyelplon TV TEAATEINK®OV OYEGEMV KOOMG KOl Y10 TIG dSuvaTOTNTES EGOOMV Yo TIG

epappoyés CRM.
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Kot 10 46% twv ClOs kot tov teMkdv ypnotov petald tov 500 opyaviopomv
¢ EE 0éhovv va emevdvcovy oe gpapuoyéc CRM copgpova pe o épevvo. amd v
etapeic mAemkowvoviov  Vodafone mov eupavictnke oto MyCustomer.com.
Emumdéov, 1o 45% agopd otV evicyvon paproydv cuilhoyng dedopévav kot to 44%
Ba avapabuicel Avoelg dayxeiptong e fAonS TV 0E00UEVOV TOVG.

Ao ™V mpOTY Yypouun otnv aifovco GLVESIPIACEDV Ol EPAPUOYEC TOV
Umopovv va. BeATidGoLV TNV €ELMNPETNON TOV TEAATAV €ivol Ol «EQPAPUOYES
doropovory  dNiwoe o Jonathan Rutherford, emkepaing tng Vodafone Hvopévou
Baotleiov tov peydriov emyeipnoewy eumopiog.

'E& amod T1g 10 etoupeieg pe meprocotepovg amd 10.000 vrorliniovg oyedialovv
va evoopotocovy 11§ epappoyés CRM toug pe dAlo emyeipnuotikd epyoleio Kot
eQopuoYEg Ommg o suotnuato ERP Aoyiopikon, aAld povo to 45% tov emnyelpnoemv
pe AMyotepovg amd 1.000 epyaldpevoug avapévetar va mpoPel oe mapOUOLES EVEPYELES
GUUOMVO LLE TN ONUOGKOTN O QUT.

2m Avtikr; Evpomn, n viofétmon tov CRM mepilapfaver ™ Teppovia, to
Hvopévo Baoilelo, ta okavowvafukd €6vn, v Itaria, ™ FoAdio kow v Iomavia.
MeyoAdTepn KaTnyOplOTO|oN TV TEPIOPIGUAOV ERQavileTon otnv Avatolkn Evpomn
Ko ta Tpony Xofretikd EOvn. Qo1dc0, 01 véeg emyelpnoelg o€ avutd to £6vn umopoHv
va viobetnoovy T ypnomn TV epappoydv CRM and to undév, yopic va ypetdletot va
acyoAnBovv pe TG enevdvoelg ot omoieg oyetilovtan pe TG vrodopés. Ta €0vn avtd
delyvouv emiong (o peyaAvtepn téorn va viobethcovy cuothuatoe CRM Aoyiopkon
avolkToU K®OKa mov Pacilovtal oe peydrio PBabud o peiwon tov KOGTOLG KTNOMG
TOVG,.

2 XAoPevia, yoo TopddEyHa, 1 GUVOAMKN ayopd AoylopkoD extipdrol Ot
giva a&lag mepimov $ 226.000.000 1o 2008, oe ovykpion pe 200.000.000 dordpia to
2007, obupwvo pe o ékBeon tov Mdaiov tov 2009 amd 1o Business Monitor
International. Méypt amd 1o 2017, T0 Aoylouiko avapuévetat vo. amoladoel Evo ohvOETO

emoto puiud avantuéng 10%.

AMG to CRM kot kmaoteg GAAEG EMIYEIPNUATIKEG EQUPLOYES ATEXOVY TOAD
and TIC KOPECUEVEC. LVYKEKPIUEVA, GTOV TOUEN TOV ETLXEPNOE®VY, 0 Kopeouds (79%)
™G ayopas HeydAng emyeipnong amd v amoymn TV POCIKOV EMLYEPNUATIKOV
epappoydv Ba mpémet va evBappHVEL TOLG TOANTEG VoL TO WAEOLV Kol G AAAOVG TOUEILS,
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omwg 10 Aoywopkd CRM kor v emyspnuotikn goguio, 1M vo ETKEVIp®OOLV
mePLocOTEPO otV KABeTN Tposapuoyn. Ot TOANTEG YAYVOLUV TOPO TEPIGGOTEPO GE
dAlovg topelg, omwg to CRM, ko v emyepnuatiky gvguio émov 1M taydTEPM
avantuén stvor duvart.

Ye avtiBeon pe 1t povy M OwmAn YiAwooa tov EBvov, ot gupomoikéc
EMYEPNOELS Kot TaL suoTioTa Aoyioputkod CRM aueiopfnrodvtar and moAréc YAOooeg
Kot vopiopoto. Av Kot 1 €AELCN TOL €VP® EYEL UEIDCEL KAMOlEG EMUTAOKEG TOL
vopiopatog, ot etarpeieg mov dpactnplomolovvrol 6to Hvopévo Baoilelo kot og dAleg
YDOPES €KTOG evpwldvne mpémel emiong va e&acpaiicovv ) Ao CRM mov pmopet va

dwyeplotel moAhamAd vopicpato kot vo cuvoedel pe cuvalhaypatikd KEPON Kot

{nuiec (Alison Diana, The State of CRM in Europe, http://www.crmsearch.com).

EmumAiéov, n Evponn oc¢ o évaon €xet ovotnpods VOLOLS TPocTaciog NG
WOTIKNG CoMg Yopw amd to TMG o1 eToupeieg dtc@aAilovv TV evuEPOON TV
katavolotov. Kot ot emyeipnoeig 0o mpénet va yvopiCouv tog ot CRM mwintég
TPOGTATEVOVTOL KOl TPETEL VoL Guppopemvovtal e v Evponaiky Evoon kot toug
vopovg kabe empuépovg £Bvouc. Avtd glvar 1d1aiTEPO EVIIAPEPOV LLE TO AOYICUIKO-aS-a-
service AMoeig CRM, 6mov 1 grho&evia pmopel vo mponAbe amd 10 10 E0MTEPIKO TOV
dedopévov ektoc Evpanng.

Opoilwg, m teyvoroyia CRM mpémel ompOGKOTTA VO OVTIUETOTIGEL TIC
TOAOTALG YADOOEG TPOPOPIKMOS 1 EYYPAO®MS HE TOVG TEAATEG, GLVEPYATEG N
VITOAAAOVG Héom ThAEP®OVOV, e-mail 1 kdmolov KovwvikoD ditktdiov. Agdopuévov 0Tt
10 ovotnua Aoywopkod CRM Oa ypnoyorombel dote va popdletor Kot vo avaAdel
aLTA To avekTipunto dedopéva Kot givarl LoTikng onpaciog 1 TANpoeopia avtn vo eivor
KOTOVONTY| GTIG OOPOATNTES YADOOES KOl LOPPEC.

To SugarCRM, yia mopddetypa, eivor dabécipo oe 75 yYAOOOES, evd pia véEa
dvuvaukn g Microsoft to Microsoft Nav CRM 2011 npoceépeton o€ 42 yAdoosc. H
totooehido.  Salesforce.com  mepihauPdver  €va  pevod mepimov 17 yAwoomv
CUUTEPIAQUPAVOUEVOV TOV EVPOTAIKOV YAMGGHOV OV KLUOivovTol amd PBpeTavikd
ayyMkd og omavikd, rtaika kot coondikd. Kot n Convergys Multishore Solutions
TPOoPEPEL VINPEGiEG 08 35 YAMOOEG GOUPMVA [LE TNV LANPESia dlayeipiong oyEcewmv
Kot mwopoyng Aoyiopkob  (Alison  Diana, The State of CRM in  Europe,

http://www.crmsearch.com).
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6.3 H EAAnvuc] Ayopa CRM

Ocov agopd v eAAnvikn oyopd, elvor Alyeg Ol  EMYEPNOCELS MOV
ypnowonoov 1o CRM mpocwpivd aAdd ot €pevveg Tov €xovv TPayUoTOTOOEl
delyvouv 0Tl T emdueva ypovio Bo vmhpler peydAn avénon ot ypnon tov. BOa
napoatedel 1 yp1on £vOg TETO0L GLOTNNOTOS G [ etapeio oty EAAGOQ Yo va givan

o ovVaAVTIKOG 0 TPOTOG XPNONG TOL.

Meiét Hepintoong: Q-TELECOM

H etapeio eivanr pérog tov opidov INFOQUEST kot dpactnpromoteital 6to
YOPO TOV TNAETIKOWOVIOV TAPEYOVTOS OAOKANPOUEVEG LINPECie oTabepnc Ko
Kivntg mAepwvioc. To dpapa g etoupeiog ivar va tomoBetnoel tov meAdtn 610
EMIKEVTPO TMOV EVEPYEIDV TNG KO Y10 L TO V10BETNOE TN YP1IoM EVOS CIM GLGTILOTOC.

H Baocwdtepn avaykn mov ®Onoce v etoupeia va Adfet v amdeacn yo tnv
€Qapproyn Tov cvotiuatog CRM ftov avT TG OMOTEAEGLOTIKNG EXKOVOVIONG LE TOV
TEAATN KOL 1) KOTOYPOOT) OA®OV TOV EVEPYELDY TOL ATTOVTOL TNG EXAPNG LE QVLTOV, OTMG
aAlayég otoryelv, TOPAUETPOTOINGT KOPTELOS, EVEPYOTOINGT] VANPECIAV, K.AT. UE
duvatdtnTa TANPoLS avapopdg (reporting). Mo GAAN emiong oNUOVTIK avaykn fTay
N ohokAfpwon (integration) tov emuépovg CLOTNUATOV G€ £va TOV VoL SLUOETEL TOAAES
SVVATOTNTES Yo VAL SIEVKOADVEL £TGL TNV pon TS TAnpoopiag. Tnv guBdhvn yu v
€YKOTAGTAON TOV GLOTHNOTOS avéLafe 1 AtevBuvon [TAnpogopikrs.

To CRM, amoteAei yio tnv etaupeio Eva emkovoviakd émlo, éva interface kot
EVIAGGETAL OTNV OMOGTOAN TNG GOV VLROSTNPIKTIKO epyaieio. H ¢@locopio mov
OlmVEEL TNV €TAUPEL EVOL VO VTTAPYEL GUEST] OVTATOKPIOT] GTA OLTNHLOTO TOL TEAGTT
HEC® EVOG KEVIPIKOTOULEVOL GUGTNLLATOC.

O otpamyikdg oxedlacuog g emtyeipnong mpv omd TV €YKOTAGTOGT TOL
CRM, mepierauPave ta €€Ng otddio: cLAAOYH TANPOPOPLOV (Tt TPEMEL Vo Yivel Kot
TOLEG OVAyKeg TPETEL VoL KaAvPOoHV), KabBoptopuds ¢ KatdAning otpotnykng (oot

gtvat o1 otOY01 Ko TG Oa kataktnOovv), vAoroinon (£ykpion epappoync), deoywyn
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mAoTik®V 10T (d1apketag 10-15 nuepmdv), cvveyng emavelétoon TV anoteAeoudTov
Kot Ay tov katdAAnlov pétpov (corrective actions).

O vrevbuvog Tov TuRpatog Customer Service tovice TV AvAyKn TOV GOGTOD
apyKov oyedacpol o onoiog elvar moAd Pacikdc yua éva cvotmnuo CRM, dedopévou
OTL OTOC XOPAKTNPIOTIKA avEépepe, To 70% TtV cvotudtov CRM amotuyydvouv amod
Tov apykd oxedlacpud. To CRM mov eykatactddnke oty etarpeia sionqydn and v
apyn (mepintoon start-up) katdémy emhoyng petal&d Tpoiovimv daPOpOV ETULPEIDV.
[opéxer éva evpd eaopa vmocvotnudatov (modules) aAld n etaipeio ypnoyomotel
uovo avtd mov agopd otny dwayeipion tov Aspmvikov kévrpov g (call center). Ta
VOO VIAPYOVY OAAG TOPOUEVOLV aveVEPYA, w.y. To Tunpua Marketing tng
etopeiog dev ypnowonotel to cvotnuo CRM oArhd kdmowo GAlo mov 1o Bewpel Mo
€LEMKTO.

H Q-Telecom ypnowomoinoce etaipeioa ovufodrmv emtyelpice®v yo. v
avamTuén g EQOPUOYNG. ATO TEYVIKNG AMOYE®S, LOAG E16EADEL 6TO GVGTNHA KATO10
aitnua TeAdTn, avtopdTmg yivetal avabeon 6to aprddlo TUNHO LEGH TNG EPAPUOYNG
CRM, av&avovtag €t v amodotikotnra/topoywyotnto (productivity) pue
TALTOYPOVI HEIWGN TOV XPOVOL EELTNPETNONG TOL TEANT.

Eniong, péom tov ovotquatog CRM vrmdpyer m Svvoatdémta dwoyeipiong
evkaupov (lead management). To CRM koAvnter ta wévta yOopm amd tov meAdT
(em\oelg atnpATOV, OAAOYEC, TPOTACELS, EVEPYOTOINoN VINPecldvV K.Am). H
EYKOTAOTOON TOV GLOTHHOTOG Eekivnoe Tov Ampilo kot OAOKANP®ONKE TANP®S TOV
Iovvio Tov 2004.

To CRM apyikd £yve dekTo e EMEUVAGEELG OO TNV TAEVPA TNG O10iKNoNG
™m¢ etaupeiog (top management) mov to avIHETONILE e OKERTIKIGHO AOY® EAAENYNG
OYETIKNG TANPOPOPNONG. Me TNV KATAAANAN evnuUEPMOT Kol eKTaidevoTn OLms, OAmV
TOV EUTAEKOUEVOV HEPDV, OTIMG TOV EUTOPIKOV, TOL TEXVIKOL TUNUATOS Kol GAA®V, 1
EQUPUOYY| £YIVE ATOOEKTY).

Ta xvptoTEPO TPOPALATA TTOV TAPOVSIAGTNKAV KATA TNV LIOBETNGN TG ADONG
NtV aVTA TG Evomoinong Kot oAokAnpwong (integration, upgrade) twv cueTudTOV.
H Abon 660nke péca and ) drodikasio tng cuveyovg Peitioong tov cvotipatos. 'Eva
dAL0 onuavtikd TpoPAnua frav N avorapéio 1 EAMING YVOOT ard TNV TAELPA TOV
KataoTpatov/cuvepyatdv g Q, 6T¢ emiong Kot and TV TAEVPA TOV TOANTOV TNG.
2T0VG GLUVEPYATEG TOPEYETUL EKTOLOEVOT], AV OUMOG Kot LETA VILAPYEL TPOPANUA TOTE N
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etoupeia avolapPavel Ty el00yoyN TOV GTOWYEI®V Y10L AOYOPLOIGUO TWV GLUVEPYOUTOV
™mge.

Onwg emonuavOnke emiong, eivar onuoviikd to vrdPabpo (background)
TANPOPOPIKNG TV YEPIGTAOV TOV GLGTNUATOS. OG0 TEPIGGOTEPO OVETTLYUEVO Eiva,
1660 mo TOAD cuvvtedel otV gukoAia ypriong tov CRM, dpa kot otnv gukoloTEPN
amodoyn TOL Kol pelwon g avtictaong oty aAlayn Tov Tapovcstdlovv cuvilmg ot
VAAANAOL, dedopévou 0Tt GAhae ™ por| TG KABNUEPIVIG TOVG EpYAGiag Kol YvOTOV
avTIANTTO ©¢ éva TPOGheTo epyaciokd @optio Kot Oyl wg Eva gpyaleio mov Ba Tovg
dtevkOhlvve ot Otekmepaimon Tov kodnkoviov tovg. Ta exmodevtikd cepvaplo
GTOVG VTOAANAOVG Yo TN ¥PNON TOV GLGTHUATOC NTav amapaitnta. H evoopdtoon
tov CRM vyivetar pe apyovg puOuovg kar vredpyet ‘help desk' yia exidvon omopiodv kot
npoPAnudtev péca oty etapeia. H evompdtoon kot ohokAnpwon (integration) tov
GUOTNUATOV, ATOTEAEl Kol TN UEAAOVTIKN TPOKANGN Yo TNV AP EQPAPUOYN TOL
CRM.

Y10 oLOTNUHO Ol TOANTEG €yovv mePlopicpévn mpocPoor (my. dev Exouvv
TpOGPacn oTov AOYaPLIGHO TOV TEAGTN) Kol UTOPOVV Vo E1GAYoVV Alyo otolyeio. Av
nmapactel avaykn va (nmoovy mpodcheta otoryeio, avtd yiveron HECH TOL TUNUATOC
Customer Service. e avtd GLVIPEXOLY AOYOL TPOOTAGING TPOCHOTIKDOV SESOUEVOV,
OALG KoL TO YEYOVOG OTL 01 TOANTES 0V SLABETOVV TIC AMOLTOVUEVEG YVDGELS XEPLGLOV
Kot fACIKOV KOUUOTIOV TNG TEXVOLOYINS.

Yrapyet 1epapynon oty mwpdécPacn oty mAnpogopia (mpdcoPacn o€
OVLYKEKPIUEVOL €id0VG TTANpOPOpiec) AOY®D Gyvolag TV SlodIKaodV Kot EAAEWYNS
TEYVIKOV YvoOcemv. O GLVIOVIGHOG elval KOADTEPOS WEG® TOVL KEVIPIKOTOMUEVOL
Customer Service, mov eivor o vevpakywkdc obvvdeopoc (link) kor amoteAei to
TPOGMTO/EIKOVA TNG ETAUPEING TPOG TNV AYOPd.

H etarpeia dev xatdapepe va petprioet to ROI (Return on Investment), av kot
Tpoomiince, OU®G €EETOCE TNV OMOTEAECUOTIKOTNTO TNG EMEVOLONG OO TAELPAG
k6otovg  (avaivon  cost-benefit  wou  cost-effectiveness). Ta kpunipu  mov
ypnoomomdnikov yoo va a&loroyndei n anddoon Nrav 1 dwyeipion (management)
avipornivov moOpwv, ot meAdteg, TO. cvotHuata mov Ponbodv oty  emilvon
TPOPANUATOV KOl TO TPOCAOTIKO, OcdOpEVOL OTL 1 etoupeio emBopel va  €xet

TKOVOTOUN LEVOLG VITOAANAOVG.
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Onwc avépepe N etoupeia, avtd oL TNV EVOOPEPEL KLpiwg elvar 1 emévdvomn va
amoPel mpog Operog Tov WEAdTN. O Poaowdc otOXOC TG ETOPEiOG MTOV VO
y¥pNoonomoel Tig dvvatdtteg mov g e€acpariler to CRM, yo va mpooceépet
KOADTEPT TOWOTNTO VLANPECIDOV GTOV TEAATN 7OL €ivol Kol TO EMKEVIPO TMOV
EMYEPNUATIKOV NG OpACTNPOTHTOV, UEow TS Peitioong g omdooong TV
VIOAMA®V TNG KOl TNG KOAVTEPNG EKUETAAAELONG TNG PONG TNG TANPOPOPING TOV
owbétel. Eotioce oty emwowovia pe tov meEAdTn Kor ot Peitioon g

EMEPNUOTIKNG TG ekdvag (CRM2day , 2001).
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KE®AAAIO 7: AIIOTYXIA XYXTHMATOX CRM

7.1 Adyor Amotvoyiog Evog CRM Xvetmipartog

[ToAhol epevvntéc vmoompiEav 6tt ot gpapuoyés CRM amotvyydvouv va
amod®GovV To avapevopeva amoteAéopata. Onwog avépepe o Earley (2002), to 75-
85% twv cvotnuatov CRM amotvyydvouv (Earley R., 2002). Zdupwvo pe £pgvva. Tov
dieényaye o Bain to 2001, aviueco oe 25 yvwotd ocvothiuoto Sloyeipiong mov
yxpNoonoovv ot etapeieg, 1o CRM katatdytnke ota tpio televtaio 66ov apopd v
wovonoinon. EmmAéov, o Kehoe (2002) avépepe 611 mepimov 20% twv oteleymv
enyelpiocwv vrootnpilovv 611 0 CRM £Braye Tic mehateiaxés oyéoels (Rigby D.K.,
Reichheld F.F., Schefter P., 2002).

Ot avemtuyeig tpoonabeiec CRM og évav abpod mpokdmtouy amd Ty omovsio
€vOG 0pIoHOV TOL OPOL amd TNV TAELPA TNG EMLYEIPNONG. ZNHaVTIKA AGON amoteAolv N
viomoinom tov CRM mpv v v100étnon (oG oTpaTnyIKng TEAATMV, 1| EYKOTAGTOON
TPV TNV OAOKANPOGCT TOV OTOITOVUEVAOV OAAOYDV GTO £0MOTEPIKO TNG EMLXEIpNONG,
kaBdg Kot 1 vwdbeon Ot meprocdTEPN TEXVOLOYian CRM glvan kaAdtepn akdpo kot ov
N emAoyn yivetor pe AovBacspévo tpdno oty mpoomdbeia va kKepOIGoVV TNV 0poGimon
tov telatov (Rigby D.K., Reichheld F.F., Schefter P. , 2002). Tnv amotvyia Adym g
EMetymc otpatnyikiic CRM avépepav emiong o Cann (1998) ko Rigby et al. (2002).
Ot Rheault ko Sheridan (2002) vrootipi&av 6Tt 0 Adyog amotvyiog Tov CRM gival n
EMeyn peboddwv gykatdotaong tov cvotiuatog. Emmiéov, ot epapuoyéc CRM dev
TPEMEL VO €YKOOIoTAVTOL HOVO GTO TUNUOTO EKEIVAL TOL £PYOVIOL GE EMOPN LE TOV
TEAATN 0AAG Kot 6T GAAC OTI®G Y10 TOPASELY O GTNV TOPAYMOYT KOl TNV TILOAOYNON
(Rheault D., Sheridan S., 2002).

Téhog, ou April& Harreld dwomictowoay 0t1 ot peydreg etarpeieg £xovv méEVTe £mG
oéka epaproyéc CRM d1apopetikég HETAED TOVG, OL OTTOIEG AELITOLPYOVV TAVTOXPOVA
pe amotéleopa vo ypetdlovrol evomoinomn. Xnuaviikd emiong elval ov etoupeieg mpv

mpofovv otV eykatdotacn &vog ocvotiuatog CRM va xoatavoodv mAfpwg Tig
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QTOLTAGELS KOl TO, OPEAT TOVG, O£d0opuéEVOD OTL amoTtelel o akpipy enévovon (April C,
Harreld H. , 2002).

7.2 lHapayovreg Amotoyiog
Ot opdyovtec amotvyiog tov CRM givar ot axdAovbot:

1. KobBodnyovuevo amd v teyvoroyio 1o CRM €& opiopov Eexivnoe yio tovg
AGBog AOyoue. Mepkd amd avtd ta Bactkd Epya dpOLOAOYOVVTOL UTTOKAEIGTIK(L
Yo TV €QapUoy G Vég Tteyvoloylag, ywpic va dwaceoiiletor OtL M
teyvoloyia vroompiler pa otabepn emyepnuatiky wpaén. Eav 1o CRM
Oeopeitar éva €pyo TANPOPOPIKNG Ko Oyl pio. TeYVOoAoyior pOYAELONG NG
EMYEPNUATIKNG TPOTOPOVAMAG, TOTE N emyeipnomn Oev odnyeitor otnv aAAaym
TOV OIKOV 1TNGg emyspnuatikov mpoktikedv. To CRM pmopel poévo va

KOVTOUATOTOGEL TOVG EMLYEIPTLLATIKOVS KOVOVES, Oyl Vo ToVg Kabopioet.

2. Ou yopnyoi tov CRM dgv éyouv deopevbel 1 dev KATOVOOUV TANPWS TO
AmOTEAECUE TOV. ZVYVE €KEIVOL TOV KATEYOLV TOV TPOLTOAOYICUO £XOVLV TNV
avaykn yw v emtuyio. TOL 0AAE OEV OEGUEVOVTOL Y10 TO OMOTEAEGUA. Agv
UTOPOVV VO KATOVOT)GOVV TO £PYO0 1) VO, GUUUETEXOVV EVEPYA GTY| GTPATNYIKT] TOL
npoypappotos. H éddewyn déopevong vmodnidver cuvibog OtL ta KOpla
evolapepopeva pépn mpémel va eivon memecpéva O6tt - mpwtofoviia Ha
EKTANPMOCEL TOVG EMYEPNUATIKOVS TOVS 6T10Yovs. Eivanr (otikng onuaciog ot
Bacucol evolapepopevol @opelg vo katavonoovv Ott M mpaypoatiky afio
npoépyetor and v gpappoy] CRM kor a&iler n aAlayr. H avokoivoon g

TPENEL Vo, elval EMTUYNG G€ OAN TOL EMUTES A [LE CAPT] OLAOIKAGIO EMKOVMVINGS.

3. H éyxpion ypnotm dev €xer emrevybel. Eivar n AlBog mov kabopiler v ta
EPYOAELD QVTONOTIOUOD EMTPETOVY GTOVG VITOAANAOVS Vo €ival O 0rod0TIKOl
KOl 0 OTOTEAECUATIKOL UE TOVG TEAATEG TOLG YO TN OMUOVPYiIN KEPSOLG .
Amoterel kpioo onueio oty emyeipnon 6tav 1 opdda tov €pyov emALyet
TPOCEKTIKO TO TPOCMNIKO TOL OMOCYOAEITAL GE EPYOCTNPLO CYEOOGHOV Kot
xpnong Aokyng Amodoyng (UAT). Eivar otk onupaciog 6t n UAT

GUUTANPAOVETOL OO TOVG XPNOTEG 01 omoiol yvmpilovv v emyeipnon. o va
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OTOTEAECEL LLOL ETLTVYIOL O1 YPTOTES TV EMYEPNCEMV B0l TPETEL VO GUUUETEYOVLY

o€ KaOe 0TAd10 TOL TYEdLGOVD Kat TG epappoys CRM

4. H meBapyio g dwoiknong dev €xel tebel oe gpappoyn. Xwpig apociopévn
Nyecia Kot TPOGEAKLGN EVOLAPEPOVTOS amd TOVG epyalopevoug yio 1o CRM, n
eotioon Kot 1 avoykaio AETTOUEPELD Y10, TNV OAOKANP®OOT] T®V 0AAXYDV TNV
emyeipnon dev Ba cvpPovv. Kabe epyaldpevog oTic OYeTIKEG EMYEPNOELS Kot
opdoeg vrootpiEng Ba emmpeaoctel and TG OepeMddelg aldayég mov ennABay
pe to CRM. To mpoconukd Oa sivar evBovsiacuévo amd T GTiypn Tov KoTovoet
1660 ta 0PEAN 0G0 kol To TG Ba mpémel va eivan evepyomomuévo Yoo va
BeAtiboel v eEummpénon TV TEAATOV, KoOIoTOVTAG TNV EMyEipnon o
emroynuévn. H mebopylo g Owoiknong mpémer va dnUovpyncel kot vao
SITNPNCEL TNV OPUN TPOG 0L OVTUYOVIGTIKY €0Tioiom otov meddtn. H emapkmg
exmaidevon givorl amapaitntn yio va dtuceaiicel 6t ot epyalopevol yvopilovv

T0 POAO TOLG KOl TN AOYIKN Y10 TV OAAOYY).

5. 'EAlewyn emyepnuotikng etootroc. H emyeipnon npénet va givor étoyun pe
TNV TOLOTNTA TOV SEGOUEVOV Y10 VO TEPAGTOVV GTO GUGTNHO Kot Vo EEKIVIGEL
™ Myn VE®V SeO0UEVOV AMOTEAECUATIKA. To OTOTEAEGULOTA TOV GLGTNLOTOG
Ba gtvar 1000 KaAd 060 T dedopéva Tov £xovv PoptmBel kol cuAAéyovtotl. Ta
dedopéva givar o xpvodg oty emtyeipnon. Ta amoteléopata TV ENYEPNCE®VY,
611 cvvEYELD Oa CLUTANP®OOLY ATd TOVG EMYEIPNUATIKOVS KOVOVES TOV TPETEL
va kafopiotodv pe capnveln, dtoc@aiilovtog tn onpovpyio KEPOOLS TO 0moio
umopet otn cuvéyeta va mopakorovdeitar. H peyaidtepn emtruyio Oa £pBet amod
TIG OTEVA GLVIOVICUEVEG TPOOCTADEIEG TV EMYEPNCE®Y KOl TO TEYVIKO
npocomko. H modtta tov dedopuévav, 1 Sobes1udtTo Kot 11 EVEOUATOCN
Kavovov Kol ototyelov oamotelodv Pocikd (NTAUOTO OVIILETOTIONG Y0 TNV

EVOLVAUMOON TNG ATOTELEGUATIKOTNTOS TOV ETLXEPNLOTIKOV OLOOIKACLODV.

6. H omotuyio dayeipiong e odhayng sivol évoag amd Toug mo cLVNOIGUEVOVC
Adyovg yw v amotvyia tov épyov CRM. H dwyeipion mg oAiayng mov
oyetiletar pe tovg avOp®dTOVG, Ol OladIKACIEG Kol TO GUOGTHUOTO OTOLTOVV
GUVTOVIGHO, EMKOVOVIN Kol EAEYYO TOV TPOYPAUUATOS. XMPIg TOLG avOpdTOLG,

o1 drdkaciec Kot tor cvotnuata dgv Ba oAokAnpwBodv pe emtvyio vidg ToL
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YPOVIKOV S10CTHLOTOG TTOV £xEl 000el ¢ TEPI000G EVOMUATOGNS KOt YPNONG TOV
CRM ond v emyeipnon.

7. Ot smyepnuotikol otdyor elvar acapeig kot adpiotol. Xpedlovior ot
EMYEPNUOTIKEG OladtKacieg Kot ot cagelg kovoves. Ot acopeic Kavoveg givat
pae A autior g amotuyiog Tov CRM. Abvo and ta wo cvvnbicpéva Adon yo
TIC opdodeg Tov €pyov eivor to €ENGI M OWTOMOTOTOINGT HE TIS TPEYOVOESG
dwdkaocieg kol 1 opowoyevomoinon pe 1o mpoiov CRM oty voewotduevn
katdotoon dlywg Peltictomoinon 1N amocagnVion TV Kavovev. Mia factkn
KOTOVONOT  TOL  EMYEPNUOTIKOD  HOVTEAOL  €ivon  omapoitnm  yu  va
eEAoQOAIOTEL OTL TO CUOTNUO GOOTA AVTIKATOTTPILEL TIC CAPEIC EMYEIPNUATIKES

dwdkaocieg, avti va avaykdlel To TPoidv va yivel deKTd amd TOVG KOTOVOAMTEC.

8. Ot avBpomotr dev T €xovv KaTOEEPEL. AANAYEC OTIG LVTAPYOVGEG TPOKTIKES
gpyoociag pmopel vo Onpovpynocovv ayxog kot afefordtnta ota ddpopa
tuiuata epyociog. H extéleon tov véov ocvommudtov CRM pmopel va
00MNYNOEL GTNV OVIIKOTACTOGN TOV TOANIDV GULGTNUAT®V, OOIKACIOV Kol
avBponwv. Avt 1 afePardtnto propet va dOnpovpyncel @ORo kot vo 001y oeL
oe avtiotaon 1 €Akewyn MOKOL KATA TN OEPKELD GNUAVIIKOV TOAMTIKOV
TpoTofovAldv. Etvar onuavtikd vo avTHETOTIGTOVV e CaPnVeELR To BEpata
TOV avOpOTOV Kot va, £(0VV 0 IGYVPN OPYOVOTIKY| ETLTPOTN Yol T dloxeipion
TOPAYOVIOV oL £ival o€ pHeydlo Pabuod extdg TV TapadoTté®V Tov £pYoV. TNV
TOALTOMTIGIIKY] avamTuEn 1 EAAeym droyeiptong pumopel emiong va odnynoet o
EMeyn Moo, EAAelym KIVATPOV Kot o€ LYNAN TPP. Mn peaAloTikég
TPOGOOKIEG TOV TEANTMOV, GUVEXELG OALUYEC amaitnong, TOAAEG MPES EPYOCIng
KOl 0UGTNPA YPOVOIIAYPAUUATO UTOPOVV ETICNC VO 01 YIICOVV GE OITOYONTELGT
og Oha ta emimeda.

9. Ot kivovvol TV Tpoidvimv PUropodV vo 001 YNGOLV GE AmOTVUYIM TOAADV EPy®V
eykataotaong CRM, n omoio opeiletonr oty vraepPoAKn TPOCAPLOYT| TOL
npotévtog CRM diywg va vmdpyel oyxetikn avaykn. H gykatdotaon CRM 6a
wpénel  va mpomyeiton amd o 01egodikr] afloAdynon TV SloQopwV
npounBevtdv CRM mpv m AMym piog oamdpaong GYETIKA LLE TNV EPOPLLOYT TOV.

H enektacipdmro tov 7mpoidviog, Ol EMIMTAOGES TOV OTNV AmOd0cT, N
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10.

EMEKTAGIUOTNTO Kol TO KOGTOG TG avaPabuong elvarl Bacikég TapaueTpol mTov
TpEMEL vaL eEETAGTOVV.

O1 CRM dacvvdéselg e Ty enyelpnomn Kot toug meAdteg dgv Bempodvion katd
10 oxedlocpd kot v évapén Asrtovpyiog Tov cvotnuatog emtvyels. H
dlaevvoEsT oL OMpovpyeital TpEmel va etvan axpipng, £ykoupn pe dedopéva oe
kéBe Prua g eumepiag Tov mEAdT, o omoio Oa wapEYovy GTOV MEAATN T

GULVETT], YVOGOTY KOl VYNAN TotdtnTo 68 VINpecies (www.adaptra.com, 05/04/15)
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YYMIIEPAXMA

To Customer Relationship Management (CRM) eivar puo dodikacio 1 omoio
YPNCLOTOIEITOL OO TIG ETOUPEIES Y10 VO KOTOVOT|COVV TIG OUAOES TMV TEAUTDV TOVG
KOl VO AVTIOPAGOLY YPNYOPO. KOl LEPTKES POPES AUECMOC OTIG UETAPBAALOUEVES OVAYKEG
tov meAdtn. H teyvoloyioo CRM emitpénel ot MyEPNOE Vo GLAAEYOVV Kol Vo
Swyepifovtanr peydieg mocdTTEG OEOOUEVEOV TMV TEAATMOV KOl OTN] GLVEXELDL VO
epappolovv otpatnykég mov Paciloviar oe avtég TIg TANpoopies. Ta dedopéva mov
oLALEYOVTAL PHEG® GToY0beTUEVOV TpmTOoRovAldv Tov CRM Bonbovv tig emyeipnoelg
v AOGOVV GUYKEKPIEVA TPOPANHaTe G€ OTL APOPA TN OXECT) TOV TEANTMOV TOVG GTOV
KOKAO TG 0AVGIO0G TV dPAGTNPLOTHTMOV OO TNV OPYIKT GTOYELCT TOV TELUTOV GTIG
npoondbeleg v va kepdicovv mepiocdtepovs. Ta dedopéva tov CRM mapéyovv
EMIONG OTIC ETOIPEIEC ONUAVTIKEG VEEG YVMOELS OYETIKA HE TIC OVAYKES Kol TIG
GUUTEPIPOPEG TOV TEAATMV, TOV TOVG EMTPETOLY VO, TPOGAPUOCOVV TO TPOIOVTA GE
oTOXEVUEVEG Opddeg mehatdv. Ot TANPOEOPIES MOV CLYKEVIPOVOVTOL UECHD TMOV
npoypappdtoy CRM dnuovpyodv cuyvd AVGES ota TPoPANUaTe TOV eEMTEPIKAOV
AELITOLPYIOV HAPKETIVYK TNG €TOupeiag, Omwg 1 dwayeipion g aAlvcidag £@odlacon
KoL 1 avantuén véwv mpoidvtwv.

H omotelespotikdtepn dwyeipion tov oyxécewv pe tovg meidteg (Customer
Relationship Management) kot o poAOc TG, OV amOKTNOYN OVIOY®OVIGTIKOD
TAEOVEKTNUOTOC PpIloKETOL ONUEPO OTO EMIKEVIPO TOL EVOLAPEPOVTOS TOAADV
EMYEPNOEDV GTNV TPOCTADELD TOVG VAL EMTUYOVY VYNAGQ EMIMESD 1KOVOTOINGNG TOV
NON VLaPYOVTIOV TEAUTAOV TOPAAANAL Le TNV OTOKTNGT VE®V EMKEPIDV TTEAATOV. Ot
otpatnyikés CRM aAld kot ot teyvoroyieg AOYIGHIKOD TTOV XPNGLOTOIOVVTOL Y10, VO,
petatpéyouvv Tig cvyypoveg Emiyepnoeig oe melotokevipucovg (Customer Focused)
OPYOVIGLOVG, OOKTOOV GNUEPE TEPICCOTEPO amd TOTE, 1daitepo evolapepov. To
CRM 1\0e va ovIIKOTOOTNGOEL TOPASOCIOKES ETIKOWVOVIOKES TOKTIKEG KOl V.
ONUIOVPYNGEL VEOLG OPOVGS Kat dedopEVa BTNV 0yopd. .

Avti tpota ot meldTeg va {NTovV KATL TO 0TO{0 EVOEYOUEVMOS VO UMV UITOPET L
dueco tpomo vo mopdoyel pio emyeipnon, 0 KAvoOPlOg CYESOIGUOS HEGO ATO TOV

TPOGOIOPIGHO TMOV AVAYKAOV TOV TEAATOAOYIOD TPOYWPE € TPOPAEYELC.
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H emyeipnomn pmopel ek v mpotépav va yvopilel Tig avaykes Tov TEANTN Kot
VO OVTOTOKPIVETOL  pE ToyOTNTO Kot YounAdtepo ko6otog. IlapdAinio, peudvel to
KOWO Tov @eVYEL amd TO KOTAGTNUO OlY®M¢ va Tpoympd o€ ayopés Ady® TOv
TPOEVTOMIGHOD T®V ayopacTikav Onfécewv. To CRM  ovcloctikd ¢épver pia
GUVOAIKY] aAAOyY] TG PLAOGOPTaG Ko TG Ooung piag emyeipnong. H AéEn kAedi elvan
o [IEAATHZX.

H o&omoinon g emagng pe tov meAdTn Kot TG TPOCSHOTIKEG TOV EUTELPIES,
dtver mpootBépevn afia oe €va mpoidv, 710 omoio mALov AauPdver S10POPETIKES
dwotdoelc. To CRM  dievkoAddvel TIc gumopikéc SpaotnplotTnTeg TG EmXEipnong
VTOGTNPILOUEVO OO TEXVOAOYIKY] KOVOTOWIO OAAG Kol amtd TNV avayKTn Olayeiptong
evog oVuvBeTov emyelpnolakod TEPPAAAOVTOS TOV OTOIOL 1) TOALTAOKOTNTA AVEAVEL
GLVEXDG,.

AvoAvTikdTEPQ, M SLOYEIPLOT TEAATEIOKADV GYECEMV EMTPEMEL GTO GTEAEYT TOV
etoupeldv va Kabopilovv otpatnykés yio to «d0cKoAa onueio» pog emyeipnong
GTOV KUKAO TMV TEAATENK®V GYE0EMV. AVTA gival T TPOPANUOTA TOV £YO0VV PEYOAO
aVTIKTUTIO GTNV 1KOVOTOINGT| TOV TEAATMOV Kol TNV TIGTH, OTOL 0l AVGES avTés Oa
001YNOOLVV GE OVATEPO, OIKOVOLIKA OQEAT KOl OVTAYOVIOTIKO TAgovéktua. Emiong,
TOVG EMTPEMOVY VO 0ELOA0YOVV KOTA OGOV Kot Tt €idovg dedopéva, CRM umopei va
dopbdcovv avtd ta onpeia Tov THVovL. Ymoroyilovv TV TN TOL Ol TANPOPOPiES
avtég Ba eépovv oty etaupeio. AkOpO, EMAEYOLV TNV KATOAANAN TEYVOAOYIKY
TAQTQOPLO. KOt VTOAOYILOLV TO KOGTOG OO TNV £POPUOYN KOl TNV EKTOIOELOT TOL
TPOGMOTLKOV Y10 VO TO YPNCIULOTOGoVV. AEI0A0YOVV TO KOTE TOGOV TO. OQEAN A0 TIG
mnpoeopieg CRM vrepkaldmtovy 10 KOGTOG TOL EUTAEKETOL.

Eniong, avoioppdvouv 1o oyedlacpud TV TPOYPOUUATOV TOPOYNS KIVITP®V
v va e€ac@aiilovy 0Tl T0 TPOCHOTIKO EVOUPPVUVETOL VO GUUUETAGYKEL GTO TPOYPOLLLLLOL
CRM. TToAAéc etoupeieg €qovv avakoADyeL 0Tt 1 avadldTaén ToL OPYaVIGUOD UAKPLd
amd TIG OUAOEG TPOIOVIMV KOl TPOG ML OO TEAUTOKEVIPIKT PEATIOVEL TNV EmTLYiO
tov CRM. Metpobhv v mpdodo kot 10 avtiktomo tov CRM. Embetcd
napokolovBodv 1N ocvppetoyn) TV Pocikdv otedey®v oto mpdypappo CRM.
EmumAéov, tomofetodv 1o cvothuata pétpnong e Pertioong g kepdopopiog Twv
neAatov pe T ypnon tov CRM. Molic cvliéyovtar ta dedopéva, polpdlovv Tig
TAnpoeopieg eupéwg pe tovg epyoalOpeEVOLG Yoo va €vBappOVOLV TNV TEPOUITEP®
GUULLETOYT] GTO TPOYPOULLLLAL.
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Ouv etoipeieg emAéyovv 1n ¥pNon TOL  TPOYPAUUOTOS OVLTOV Yo VO
GUYKEVTPOCOLV TNV £PELVO. OYOPAS OYETIKG e TOVG TEAATEC, OE TPAYUATIKO YpOVO,
edv etvan amopaitmro. Anpiovpyodv mo aSOmoTeS TPOPAEYELS Yo TIC TOANGCELS Kol
ouvtoviouv TIG TANPOQOPIES YPNYOPO HETAED TOL TPOCMOTIKOD TOANGE®V Kol
VTOGTNPIENG TEAATMOV ETAVOANYELS, AOENONG TNG AMOTEAEGLATIKOTNTAS TOVG.

Evepyomolovv 10vg avIummpocsdmToONE TOANCEDV Yol VO dOLV TIC OTKOVOMIKEG
EMNTOGES TOV O0POPOV GLVOEGEWV TOL TPOiIOVTOG TPV Oomd ToV KaBopiopd TmV
TILAOV KOL Y10 VO LETPHICOVY TNV amdO0GT TOV EMUEPOVS TPOYPOUUUAT®OV TPpo®dONoNg
Kol TNV emidpacn TOV OAOKANPOUEVOV OpOCTNPIOTHTOV UAPKETIVYK, KOl TOV
OVOTPOCAVATOMGUO TV OOTOVOV OVAAOY®G.

Téhog, 10 emAéyovv Yy TV aO&NoN TOV TOAMCEOV KATO GLOTNUOTIKO
EVIOTIGUO VE®V TEAATMOV Kol [LE OVTOV TOV TPOTO M dlayeipion TV TOANcE®V 0dnyel
o€ PeAtioon g STNPNONG TOV TEAUTAOV KOl GE OMOTEAEGLATIKOTEPT EELTINPETNON
TOVG,.

IMa 6ha to mopandveo 1o emtvyég CRM  givor éva onuoavtikd kiewdi yuo )

onuovpyia evog S1ATNPNGUYLOL OVTOYOVIGTIKOD TAEOVEKTILATOTOG.
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