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2TOX0I Mabnpartog

Me To TEAOC TNC €vOTNTAC, Ol POITNTEC 6a pnopouV va:
‘OpiCouv 1o Customer Lifecycle

AvaAuouv Ta otadia CLC oTov TOUpIOUO

Katavoouv 1o CLV & TpOnouc unoAoyiouou
‘Eqpappuolouv CLV O€ TOUPIOTIKEC OTPATNYIKEC
‘Epunvevouv Loyalty tracking

AvaAuouv napadeiypata ano DMO & enixeipnoeiq



Ti €ival o KUKAOG {WNC TOU NEAATN;
(Customer Lifecycle) (OpiopH0OG)

O KUKAo¢ ZwN¢c neAarn:

neplypagel OAn Tn d1adpopn and TNV NPpwTN €nNagn EwWc TNV dPooiwaon Kal
niéavn anoxwpnon.

gival n €€eAIEn Tov BNUATWV Nou akoAouBei evac neAdaTng oTav €€eTadlel,
ayopadel, XpnolIYOMNOIEi KAl NAPAPEVEI NIOCTOC OE €va MPOIOV N WIa unnpeacia.
AEITOUPYEI WC OTPATNYIKO MAQiCIO yId TNV Katavonon kal Tn dlaxeipion TNG
eEEAIOCOPEVNC OXEONC METAEU MIAC €MIXEipNONG KAl TWV NEAATWYV TNG WE TNV
napodo TOU XpOVOU.

gival n d1adikacia nou napakoAouBeiTal ano TIC ONAOEC HAPKETIVYK Kal
NWANCEWV kKal Bonbd oTnv katavonon kal BEATIiwon TNG OXEONG WE TOV
neAaTN

Peppers, D., & Rogers, M. (2011). Managing Customer Experience and
Relationships.



WELGE
Purchase

Product

MepioocoTeEpo ano '‘Eva KavaAi
NMwANCEWV



2nHaocia Tou CLC otov ToupiouhoO

n Ta&IdIWTIKN EUYNEIPiIa €ival Yia unnpeocia uPnAnNg EPNAOKNG
UWPNAO piOKO KAl PJIKPN €navaAnynuoTnTa

n anogaon npiv To Ta&idl €ival Evrova ouvalcbnuaTikn Kal

anaiTei xpovo

TO KOOTOC ANOKTNONC VEOU MEAATN OTOV TOUPIOMO €ival uwnAo

Buhalis, D. & Sinarta, Y. (2019). Real-time co-creation in tourism.
DOI: https://doi.org/10.1002/jtr.2273



210010 Tou KukAou Zwncg Tou MeAaTn

1. Entiyvwon 2. Antoktnon 3. Evowpatwon 4. Avatipnon 5. Mwotétnta

Awareness  Evaluation Purchase  Retention Advocacy

A Customer should Search helpsusto  Akey point is when the A great experience is  Finally online reviews
know exactly who you shape our choices at customer buys your likely to lead to future to Social Media Posts
are. the early stages of the product. purchases. will boost your brand

journey. to other potential

customers.



Baoiko¢ Tunoc CLV - NMponyupevoc Tunog CLV

CLV = (M¢ K¢ 1 MeAd M ; i
(Meoo Kepdog ava feAarn x MhiBavotnTa )y, _ 5 rpevenue_t - Cost_t) / (1 + discount

Alatnpnong) — CAC rate)At]

Mapadsiypa os Eevodoxeio: Napadsiypa:

Av evac neAdTnG agnvel kabapo kepdoc 120€ ava H Hilton xpnoiuonoiei povreAa CLV via va
dlapovn Kal N nibavoTnTa va enioTpewel gival 40%, NpoBAEWEl OXI HOVO MOIOG NEAATNG Ba

TOTE 0 CLV TOU €ival 48€. eNIOTPEWEI, aAAa noio tier loyalty 6a @Taoel,

Av To CAC yia TnV npwTn KpATnon Heow Booking
nTav 30€, n enixeipnon €xel kabapn a&ia 18€ ano
aQuTOV TOV MEAATN.

nooa xpnuarta 6a Eodewel oto F&B,

NOOEC VUXTEC Ba kavel o€ Baboc 3-5 sTwv.

AuTO O€iXVEl NOCO CNUAVTIKO €ival va “ueTapepoupe” Me auTOv Tov TPOMO PnopoUv va anopacioouyv o€
Tov neAaTn ano OTA oe direct bookings oOTIC eNOPEVEC ”O'Cl’(uq 8a npoopepouv avapabuiceIG n emnAeov
perks.

EMIOKEWYEIC



MapayovTeg nou ennpealouv CLV

« Epniotoouvn &
IKavonoinon

« Eninedo nmiotoTnTaC
« KOOTOG aAAayng
« AvAKTNON UNNPECIWV

e 2uvaQela e€EaTopikeuong



TunuaTtonoinon (segmentation) pe Baon
TNV KAipaka Mapouaciaong (CLV)

YynAnc aiac Tunuara:
CUSTOMER LIFETIME VALUE . EmiyelpnuaTiec TAEISIGTE
= g =ty raatts Cummpai « Ta&1diwTeG NOAUTEAEIAG

- EniokenTec avawuxng
(Repeat Leisure visitors)

« EnmiokenTec xapnAng a&iac
MEDIUM HIGH v v
cv cv Kal uynAou KOOTOUC

Number of customers

Source : https://powershides.com/



MeAETn NepinTwong: Marriott Bonvoy

Ti1 kavel n Marriott:

NMpaypaTika oToIXEiQ:

Alaxwpilel Touc neAaTtec o€ tiers (Silver, Gold,
Platinum, Titanium, Ambassador).

KaBe eninedo €xel O1AMPOPETIKEG MAPOXEC — aANO
apyoTepa check-out pexpl dwpeav Npwivo Kal
dwpeAV VUXTEC.

AvaAuel Tov CLV og Babog xpovou

'Evac neAdtnc Ambassador ynopei va ano@epel
oTNV €Talpeia navw ano $14.000 sTnoiwg og stays
kKal ancillary spending.

NMpoownonoinon EuNeEIpiac
KaBe peAoc BAenel customized offers, targeted
upgrades kal micro-personalized experiences,
avaAoya PE TO ICTOPIKO TOU.

« To 2023 n Marriott avepepe nwc:

« To 85% TwVv bookings nponABe ano
HEAN Tou Bonvoy.

Ta upnAoTEpa tiers ano@eEpouv ewc Kal
4 popeC NeplocOTEPA €00da ano Tda
XapnAoTepa.

Marriott Annual Report 2023
Link: https://marriott.gcs-web.com/financial-information/annual-reports



MeAeTn NepinTwong: Aegean Miles+Bonus

NMapakoAouBcei:

e 2UXVOTNTA NTNOEWV

« EEapyupwaon HIAIwV

- Mpoodoc eninedou

« AAANAenidpaon Pe TNV epappoyn

>TOXOGC: evioxuon loyalty upnAng
a&iac.

Bacilel TIC npoopopeC o€ segmentation
Special offers for “Athens weekend frequent flyers».

NMpowOei TN perapBaon os uynAortepa tiers

H Aegean €xel ano Ta uypnAoTepa elite retention rates
— ol Gold neAdTeCc pEVOUV OTO NMPOYPAMMKA PE MOCOOTO
nou &enepva 1o 70%.

NMpaypaTtiko oToIXEiO:

To Miles+Bonus napdayel onuavTiko PePidio TwV
OUVOAIKWV €000WV TNC €Taipeiacg, yiaTi ol elite
NEAATEC:KAVOUV MEPICOOTEPEC NTNOEIC,ayopalouV
avaBabpuioceig,kal deixvouv 1oxupn apociwan oTnv
Aegean avTi 0€ AVvTAYWVIOTEC.



CLV & Ailaxeipion Npoopicpuou

DMOs xpnoiponoioUv CLV vyia: WHAT VISITORS THINK
« EniAoyn eniokentwVv uwnAnc a&iag ABOUT SCOTLAND
. 2% 80%

« BiwoipoTrnTa ofvisismrsareolikelyto of visitors are quite or
' recommend Scotland very likely to return

« ANo@uyrn UNEPTOUPICHOU (9 or100ut of 10)

AUTO onpuaivel oTI dev evdla@epovTal anAwc yia 1o “noocol 59%

gpxovTal”, aA\a via: 1% s i et

e nNooo Eodeuouy,
« NOOO oEBovTal TOV NPOOPICHO,
« NOCO MIBavo €ival va eNIoCTPEYOUYV,

« NOCO MIBavo €ival va Tov NPoTEIiVOUV 0 AAAOUG.

of visitors rated their
experience in Scotland
as 9 or 10 out of 10

they had ever taken
(rating 9 or 10 out of 10)

52%

Personal recommendations
were the most influential

E source of inspiration




CLV & Wnopilakn Npoownonoinon

Deloitte Travel Consumer Study 2023
Link: https://www?2.deloitte.com/us/en/pages/consumer-business/articles/travel-hospitality-industry-
outlook.html

NMpakTiIkEG personalization oTtov TOUupIOHO:

Dynamic pricing (Booking, Airbnb)
H Booking npooappodel TiC TIWMEG JE Baon browsing history, demand patterns kal niBavoTnTa KpaTnoNng.

Personalized itineraries
H TUI kal n Jet2 xpnoigonolouv Al recommendation engines — dnAadn cuoTAUATA NOU NPOTEIVOUV
dpacTNPIOTNTEG HE BAON NPONYOUNEVEC AYOPEG.

Hotel personalization
H Accor xpnoiponolei “experience profiles”: av o neAdtng €ixe {nTno&l Nouxo dwWUATIO, AUTO anoBnKeUETAl OTO
profile kalr epappoletal o€ OAEC TIC ENOUEVEG OIAUOVEC.

Airlines personalization
H Lufthansa degixvel personalized upgrade offers oTiC NnpwTec 24 wpec Npiv TNV ntnon, Baci{oyevn oTNV
niBavoTnTa ayopdc nou unoAoyileTal ye machine learning.

O CLV onuepa dev ynopei va unoAoyloTei xwpic personalization — €ival anoAUTwWG aAANAEVOETA. »
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CLV & Service Recovery

AnoTeAeopaTikn anokataoTaon — uywynAoTtepoc CLV

H 6ewpia Tou Service Recovery Paradox pac A€gl OTI €vac NeEAATNG Nou
AVTIMETWMICE €vad NPOPBANUA KAl N ENIXEIPNON TO EAUCE AMOTEAECUATIKA,
unopei va vivel nio loyal ano €vav neAatn nou d&ev €iXe noTe npoBAnua.

AUTO €ival 101aiTEPA EYPAVEC OTOV TOUPIGHO YIATI Ol oUVAIOOBNUATIKEC
EMNEIPIEC EXOUV PEYAAUTEPN BapuTnTa.

Tax, S., Brown, S., & Chandrashekaran, M. (1998). Customer evaluations of service complaint experiences. Journal
of Marketing.DOI: https://doi.org/10.1177/002224299806200204



Loyalty Tracking (Opiopoc)
«Aev pnopeic va HIAnoeig yia loyalty, eav dev pnopeic va 1o
HETPNOEIC»

Loyalty tracking = ZuoTnuaTikn JETPNON KAl
napakoAouBnon TNC apooiwaong Tou NEAATN.
>TOoVv Touplopo, loyalty tracking nepiAaupBaver:

e« QUXVOTNTA EMNICKEWYEWYV,

* XPnon npoypappatwv enifpaBeuonc,
- ouvnbelec eEapyupwaonc,

« QEOPEUON UE EPappuoyn N email,

« OIadIKTUAKEC KPITIKEC

Fader, P. (2020). Customer Centricity.
Link: https://www.wharton.upenn.edu/story/book-customer-centricity/



NMwc viveTal To Loyalty Tracking

1. Supnepipopika dedopeva (Behavioral tracking)

[1.x. RFM Analysis (Recency-Frequency—Monetary value).

Ta Eevodoxeia xpnolyonoloUVv auTo TO HOVTEAO Yvia va douv nolol NMEAATEC ENICTPEPOUV
ouxva.

2. Digital analytics
M.x. engagement pe 1o app, click-through rates ano emails, abandoned carts.

3. Loyalty programme behaviour
Mooouc novTouc paleuel o NeAATNC;
Mwc Touc EEapYUPWVEL;

>€ nolo tier avnkel;

4. Satisfaction & advocacy data
NPS, TripAdvisor reviews, Google ratings.

NPS = (Promoters — Detractors)/ apiOuoc atopmwyv NoU epWTRONKAV
O NPS pnopei va napel Tigeg ano 1o -100 (O0Aol ol neAdaTeC eival Detractors) pexpl 10

100 ( OAol oI meAATeC €ival Promoters). Buhat_'isf g-d&SJtinlaéEMY- (2019). Co-
creation 1dita .



>nupacia & Mapadeiypa
ZnHaocia

MpoBAenel churn

Au&avel CLV

BeATiwvel retention

EniTpenel personalization
MNapadeiypa: Aegean Airlines

Miles+Bonus data tracking: flights, redemption, app use, tier upgrades.



AEIKTEC
Loyalty

NMoocooTo diaTtripnong/Retention rate

Avaloyia enavaiaupBavopevng ayopdc

NoocooTd €Eayopdac

BaBuoAoyia apooiwong neAaTwv

'Ecoda ava niotod neAdTn




M ELIA Melia Hotels International — Global

HOTELS

INTERNATIONAL Loyalty Tracking (MeliaRewards)

npaypaTtika loyalty KPIs

eRepeat Guest Rate
To 2023, T0 48% TwvVv MeliaRewards €kave TouAaxioTov 2 dIAUOVEC HECA OTN XPoVid.
eRedemption Rate

To 32% OAwvV TwV NOVTwV €€apyupwBnkav (MoAU uwnAo yia Eevodoxeia).

oTier Advancement Tracking

H Melia peTpd nooa peAn npoxwpouv ano

v White — Silver, v Silver —» Gold, v Gold — Platinum

To 2023 nepinou 14% Twv evepywv PEAWV aveBnkayv tier,

eRevenue per Member (RevPAM)

Ta peAn MeliaRewards €odegUouv kaTd peco 0po +41% nepiocoOTEPA AnO TOUC hon-
members.

sEngagement Score

MeTpa email opens, clicks, app usage, web logins.

AuTn n METPNON NPoBAENEI Nolol NEAATEC KIVOUVEUOUV va “naywoouv”.



M ELIA Melia Hotels International — Global

HOTELS

INTERNATIONAL Loyalty Tracking (MeliaRewards)

Ti Bpnke n Melia oTnv npaén:
O1 Platinum neAdTec €ixav:
3.4X NeEPIOCOOTEPEC OlAUOVEC / XpOVO,

2.1x peyaAuTtepn peon danavn ava
diapovn,

4x niBavoTnTa va kavouv direct booking.

Nwg xpnoiponoinoav Ta 6edo0HEVA
loyalty:

H Melia evepyonoinoe targeted
campaigns o€ JEAN PME XANNAO
engagement.

MeTa ano 6 PNVEC, NETUXE:

+23% auénon enavaAapBavouevwy
KPATNOEWV

+18% auénon e€apyupwonc NOVTWV

+15% au&énon direct bookings



Starbucks

CUSTOMIZE YOUR ORDER

Xpnolyonolei gamification kal pia otpatnyikn nou divel NPOTEPAIOTNTA OTA
KIVNTA YIa va au&noel TNV ENiTuxia Tou JETAEU TwV NeEAATWV. AIEUKOAUVEI

aveEapTnTa anod To KavdaAl Nou NpoTIPoUV va XPnoidonolouy.

£Mion¢ Touc NEAATEC va napayyeAvouv noTa kal va kepdilouv novTouc, r

Cafte Latte

Size options

[aTi AeiToupyei: To npoypappa enifpapeuonc neAatwyv TNG Starbucks exel

navTa KaTd vou TNV KaivoTouia - yia napadsiypa, nrav ano TIC NPWTEC PAPKEC

nou €l0NABav oTo Xwpo Twv euneipiwv Web3 kal Twv avrapolBwv NFT.




Zupnepaocpara

To CLC €&nyei oAo 1o Ta&idl Tou NeAdaTn

To CLV de€ixvel nolol NEAATEC EXOUV Tn MEYAAUTEPN a&ia

To loyalty tracking au&avel Tn BIwWOINOTNTA TWV EMIXEIPNOEWV
O ToupliopoC wpeAeiTal ano high-value repeat guests

Ta dedopeva eniTpenouv KaAuTepn oTpatnyikn CRM
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