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1. MAOHZIAKA ANOTEAEZMATA

Ma6nolakda AntoteAéopata
Meptypapovral Ta LadnoLaKd AITOTEAETUAT TOU UATNUATOG OL CUYKEKPULEVEG YVWOELS, SEELOTNTEC KAL LKAVOTNTEG
kataAArAou enutédou mou Sa AITOKTIGOUV OL POLTNTEG UETA TNV ETLTUXT 0AOKANPpWON ToU UAGHUATOG.
SupuBouAeureite to Mapaptnua A
o [leptypaepr) tou Emunédou twv Madnatakwv AloteAsoudtwy yLo Kade éva KUKAO omoudwv ouupwva ue Miaioto
Mpoaodvtwv tou Eupwmnaikou Xwpou Avwtatng Eknaideuang
o [leptypapikoi Aeikteg EmuméSwvy 6, 7 & 8 tou Eupwrniaikou MAataiou Mpoadvtwv Awa Biov Madnong kat Mapaptnua B
o [lepiAnmtik6g O6nyos ouyypapric Madnolakwv AOTEAEOUATWY

To paBnua mpoodEpeTal o MPOMTUXLAKO eminedo kot cUpdwva pe To Evpwmnaiko MAaiolo
EnayyeApatikwy Mpocoviwy yla tn 8wd Biou pabnon (EMEM) adopd mpocovta emunédou 6. 3to
emninedo auto ta PaBnNCLOKA AMOTEAECUOTA AMOCKOTOUV:
0l) OTNV ATMOKTNON MPOoXWPNHUEVWY YVWoewV o€ €va Ttedlo epyaaciag ) omoudng, oL omoleg
GUVETIAYOVTAL KPLTIKA KOTavonon BewpLwy Kat apxwv
B) otnv avantuén npoxwpnuévwy de€lotTwy Kat amodedelypévng deflotexviag/
KOLVOTOMLKOTNTOG
yla tnv eniAucon oUVOeTWV Kat anpoBAentwy npoPAnuatwy oe e¢elbikeupévo nedio
epyaciag n omoudng
Y) OTNV QVATTTUEN eMayYEALATIKWY LKAVOTHTWY TIou adopouV Tn Slaxeiplon cuvOeTWV
TEXVLKWV 1
Spaotnplottwy n oxediwv gpyaciag, pe avalndn eubuvng yia tn Andn anoddcewv o
anpoPAenta nepLBailovia epyaciag r omoudng. EmutAéov va pmopel va avalapBavet tnv
€uBuvn yla tn dlaxeiplon TNG EMAYYEALATIKAG OVATITUENG ATOUWY KOL OUASWV.

Me Bdon Ta mapamAvw, e TNV EMLTUX OAOKANPWON TOU LaBAUaTOG, oL POLTNTEC AVOUEVETAL VA
€XOULV TLC:
e [VWOELG WOTE VO UItopolv va:
o Avayvwpilouv tnv Sladopég avapeoa oto B2C kat B2B pudpKeTLvyK
o Avayvwpilouv Tn onpacia Twv TWARCEWV yLa TNV VAOTIOLNGNG TNG OTPATNYLKAG
HLOPKETLVYK
o EmAéyouv kat va cuvdualouv §LadopeTIKEG OTPATNYIKEG B2B LAPKETLVYK
o Mpoacbilopilouv B2B ayopég 0to MAALOLO TNG THNHOTOTOINONG KaL TNG XWwpPoBETnong
e AeflOTNTEC WOTE VA UMOPOUV Va:
o EKTHOUV TIC MapapETPOUG EKTENEGNC KOl VAAUGONG TOU OTPATNYLKOU OXESLACGUOU
B2B HAPKETLVYK
o Mpooeyyilouv mehdteg o mepLBailovta B2B pe okomo tn Ste§aywyn mwAnong




o Alokpivouv ta (6N TWV TEXVIKWY WA CEWV

o E€etalouv moloTikd Kot ToooTIKA Sedopéva tng B2B ayopdg

o Napdyouv (cuyypadouv) avadopEg LAPKETLVYK VLo TIC BLOUNXOVIKES AyOPEC

e |KavOTNTEG WOTE VA UmopolV va:

o  EktehoUlv TI¢ Baotkég Spaoctnplotnteg TN Sloiknong MWANcEwvV

o Nappavouv clvBeteg amodAacelg akOpa Kot arnpoBAenTa eptBailovta yla tnv
avarntuén kat tnv npowOnon B2B mpoidovtwy Kot UTtNPECLWY

O ZUVEPYAOTOUV, VO CUVTOVI{OUV KOl VO EAEYXOUV T EUTAEKOMEVA OTEAEXN TNG
emnuxeipnong wote va edpappdlovratl opBa ot oxedlaldopeveg B2B oTpatnyIKEG.

Fevikég IkavotnTeg
AauBavovtag urmtoyn TiG YEVIKES LKAVOTNTES TTOU TIPETIEL VAL EXEL ATTOKTHOEL O TITUXLOUXOG (OTTWG QUTEG AVaypaQOovVTaL OTO
Mapdptnua AutAwuatoc kot napatidevral akoAoUvdwe) o€ moLa / TOLEG O AUTEG ATTOOKOTTEL TO UATNUQ;.

Avadlitnon, avadvon kat aOv9eon Sebopévwy kat Sxedlaouos kat Staxeipton Epywv

TTANPOPOPLWVY, UE TN XPIION KAl TwV armapaitnTwy SeBaouog otn SLaPopPETIKOTNTA KAl OTNV OAUTOALTLOUIKOTNTA
Texvoloytwv 2eBaoudg ato pualko meptBailov

Mpooaployn o€ VEEC KATAOTAOELG Enibeién kolvwvikrg, emayyeAuatiknc kot ntkng umeuduvotntag
A anopacewv kat evalodnoliog o éuara @UAou

Autovoun epyaoia AOKNON KPLTIKIG KOl LUTOKPLTIKIG

Ouadikn epyacia Mpoaywyn t¢ eEAeUBEPNS, SNULOUPYIKIG KL ETTAYWYIKNG OKEYNS

Epyacia oe 51edveg meptBaAiov
Epyaoia oe Slemiotnuoviko neptBaAlov
Mapdywyn VEWV EPEUVNTIKWY LOEWV

e AvalAitnon, avaAuon kot cUvBecon SeSouévwy Kat TAnpodopLWY, LE TN XPHoN KoL Twv
AMaPALTNTWY TEXVOAOYLWV

e [lpocapuoyr O€ VEEC KATOOTAOELG

e  AAUn anodpdoewv

e Autovopun epyaoia

e Opadwn epyacia

e Epyaoia oe 6teBvég meptfarlov

e Ixeblaopog kat Staxeipon Epywv

e AOKNON KPLTIKAG KAl CUTOKPLTLKAC

e [poaywyn tng eAelBepNC, SNULOVPYIKAG KL EMAYWYLKNAG OKEPNG

2. NEPIEXOMENO MAGHMATO2

*  BaolkEG évvoleg Blopnyavikol Mapketivyk (Business-to-Business — B2B) kat Stadopég
METAEL BLOUNXAVIKWV KL KATOAVOAWTLKWY OYOPWV.
*  JTPATNYLKOG OXeSLAOUOC BLOMNXaVIKOU MAPKETLVYK

*  AyopaoTiKr CUUTIEPLOPA OPYOAVIOUWY — KEVIPO QyOPAOTIKWY armodacewv. MNnyég
TANPodOPNONG TWV BLOUNXAVIKWY TTEAATWV.

e ‘Epeuva & Tunuatonoinon B2B ayopdc.

e Aloiknon mpoidvTtwyv oTLG BLOUNXAVLKEG AYOPEC.

e Aiktua Slavopung oto Blopnxavikd MApKeTLVYK.

e TLOAOYLOKH TIOALTIKA.

e Emkowwvia Kot TWANRGCELG 0TO Blopnxavikdo MApKETLVYK.

e Texvikeg Mpoowrikwyv NwAnoewv — Alaxeiplon NwAnoswv
e Alaxeiplon Mapamnovwy — Yrootnpténg Nehatwy

e Néeg Texvohoylieg otig B2B mMWANGCELS Kol TRV uTtooTrPLEN

e AvaAuon neputtwoewv (case studies).

3. AIAAKTIKEZ kot MAOHZIAKEZ MEGOAOI - AZIONOrHzH
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Meptypaeprn tng Stadikaoiog aktoAoynong - Epwtioelg moAamAAC TUAOYAG

- Avahuon poAwv Kot evoLadEPOUEVWV LEPWV OE CUVTO
rwooa AfoAdynong, MéBobot afloAdynong, ne depou HEP un

AlaUopQWTIKA 1) SUUMEPAOUATIKN, AoKyuaoio HeAETn mepintwong

MoManArc Enoyric, Epwtrioeic Svvrounc | -  ETiAuon mpoPAnpATwWY OXETIKWY LE TO B2B pdpKeTIVYK
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Epunveia, AAn / AMeg aveémTuéav oL OTIoUSAOTEG O€ EpYaAELa KAl UTINPECLEG TTOU
oxetilovtal pe to B2B HAPKETIVYK KAl N LKOWOTNTA TOUG va

Avaépovtal pnta mpoobLOPLOUEVA KPLTHPL i ., , ,
oxedLalouyv Kal va UAOTIOLOUV £va €pY0 OUaSIKA.

aéloAdynong kat eav kat ou eivat mpooBaoiua
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