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2TOXOI TH2 AIAANE=H2

Me to TEAOC TNG EvOTNTAC OL PpoLtNTEC Ba pmopouv va:
g€nyouv TL elval oL SELKTEC Kall TTOLOG £lvaill 0 pOAOC TOUG,
KatavooUVv tn peBodoAoyLkn tpooEyyLlon TS Xpnong SeKTwy,
epappolouv KPIs kat ROl og touplotika napadeiyparta,
geppunvevouv dashboards CRM,

LeTatpEnouv 6eSoUEVA O OTPATNYLKEC ATtOPAOELC.



Acikteg (Indicators) sivat petpnolpec HetaBANTEC Tou

XPNOLUOTIOLOUVTOL YLOL VAL OLTTOTUTTIWOOUV:
arnodoon,
npoodo,

TI EINAI Ol

ATIOTEAECUATIKOTNTA LG OTPATNYLKAC 1l Stadikaoiac.
AEIKTE2

(IN D | CATO RS), Ot deikteg:

armAornolovv cuvOeta dpalvopeva,
ETUTPETOUV OUYKPLON OTOV XPOVO,

otnpilouv tn AP n anodacswv.

Mnyn:Neely, A. (1998). Measuring Business Performance. Economist Books.



/T EIAOYS AEAOMENA \
XPHSIMOMOIEI TO

CRM

Ou 6¢eiktec CRM Baoilovtol o€
SlapopeTika 16N SedoEVWV:

* JUVOAANOKTLKO: KPOTNOELG, SATIAVEC

e Juumepldopikd: emavainLpotnta,
loyalty

e Eumelpioc: tkavomoinon, mopanova

* Wndlaka: clicks, email opens, app
usage

Mnyn:Xiang et al. (2017). Big Data Analytics in Tourism. Tourism
Management.

QPAAEII'MA AMNO TON \

TOYPIZMO

Eva éevoboyeio v pmopet va
aélohoynoeL to CRM av dev yvwpilet:
* TIOOOL TIEAQTEC ETLOTPEDOLV,

e mooa ¢odevovy,

* TWC aéLoAoyouV TNV EUTELPLAL.

O beiktec elval n “yvédpupa” petatu
EUTIELPLAC KOLL OTPOATNYLKNCG.

https:/ /tourismobservatorycrete.hmu.gr/d



https://tourismobservatorycrete.hmu.gr/deiktes/
https://tourismobservatorycrete.hmu.gr/deiktes/

AMO TOY2 KPIS 2TO (RM
AEIKTEZ 2TA KPIS TOYPIZMOY

Baolkécg katnyopieg CRM KPls:
*Owovoutkol (CLY, revenue per guest)
*Juuneplpopikol (retention rate)
*Epmnelpiag (CSAT, NPS)

*Wndodlakol (engagement)

Mnyn: Parmenter (2015). Key Performance Indicators.




Aeixteg Buiwowpomtag Toupiopov

Mpoaywyn TNG EMIXELPNLATIKIG OPLOTELOC KOl
Statripnon vbnAol nBkoL enutedou
OIKONOMIKH AIAZTAZH

* Tlpocg Eevodoyeiov

* AplBuog epyalopevwy

* Kootoc ploBodoaoiog

Aamaveg ylo mpopnBeta ayabwv Kat urtnPECLWY

* Emoxwkotnta Asttoupylag Eevodoxeiou

* ALOVUKTEPEVOELC OTO EEVOOOXELD

* AQmAveg yla eMeVOVOELC Ttaylou kedaAaiou

* AamAveg yLo EMeVOVOELS MEPLBAAAOVTLKIC TTPOOTACLOG

Owkovoulkol AelKTeC



Acixteg Buiwopomtag Tovplopov

aolo JE TNV TOTILKN KOowwVvia KaL edappoyn
OpACEWV ETALPLKIG KOWVWVIKAG ELBUVNG
KOINQNIKH AIAZTAZH

* BaBuog tkavomoinong ToupLoTWY Ao TLC TIOPEXOUEVEC
UTTNPEOCILEC

* [1oo00TO enavaAopBAVOUEVWVY TOUPLOTWV

BaBuog tkavormoinong tou tomikoU mAnBuopou amo tn
Aewtoupyla kat TG SpAcelg Tou Eevodoxeiou

* [10000TO EpYAlOPEVWY TTOU TIPOEPXOVTAL ATIO TNV TOTILK
Kowwvia

* [0000TO £pya{OMEVWYV TIOU NTAV AVEPYOL KOl Bprikav
armaoxoAnon oto Eevodoxeilo

* [pooBaocipotnta tou Eevodoxeiov o€ ApeA

Kowwvikol AelkTec



Acixteg Buiwoipomtag Tovplopov

bappoyr MPAKTIKWY YL dnoupyia mpacivwy
tPlwV Kal EAaXLoTOmnoinonG Twy ekmopnwy CO2
NMEPIBAAAONTIKH AIAZTAZH

* [M0000TO XPriong EVAAAQKTLKWY LOPPWV EVEPYELOC

* METpnon KaTavaAwaong EVEPYELAG KOL VEPOU

* JTOXOL HELWONG KATAVAAWONG EVEPYELAC KOLL VEPOU
Enetepyaoia kat emavaypnoponoinon “vkpti{wv” vdatwv
* ApAOCELC avOKUKAWONC 0TO EEVOOOXELD

* Alaxeiplon opyavikwyv amoBAnTwv

[TepiBaAAovTikol AslkTeg




Evoewktikeg Apaoels kat [lpaktikeg mov epapuolovtol

ot EAAnvika Zevodoyeia

== TOU GUVOALKOU
= ¢evoboxelakol SuVOLKOU
w KQVEL kataypadn TG
KATOVAAWOTG TOU 67% TOU GUVOALKOU
gevodoxelakol duvapkol
BETEL OTOXO YL PELWON TNG

Source: www.ite P.8r KQTOVAAWGONC EVEPYELAC

Evepyelakn Katavalwaon kot
2toxoL Meiwong tng

glval To HECO TOCOOTO
HELWONG TNG EVEPYELOKNAG
KQTAVAAWONC ou BETEL
W¢ OTOXO N MAELOVOTNTA
TwV Eevodoxeilwv NG
Xwpag, aveéaptnta arno tn
AgLlToupyia Touc.



CSAT & NPS

NPS — Net Promoter Score (Agiktng
MpowOnon¢/Zuctaonc)

O NPS eivat dtadopetikoc. Metpa tnv npoBeon
olUotaong. H kKAaolki epwtnon sivad:

“Noéoco mbavo elvat va mMPoTeiveTE TNV
gnxelpnon/mpooplopo o ¢ido 1 ouvadedo;” (0-10)

Me Bdon tnv anavinon ot meAdteg xwpilovtal os:
9-10: Promoters (UTTOOTNPLKTEC)

7—8: Passives (oubétepol)

0—6: Detractors (apvntikol/emikpLtéc)

O NPS umtoloyiletadt:

%Promoters — %Detractors




CSAT

Customer Satisfaction Score
00 S ¢
CIXETS LT TEE

Measures how satisfied a
customer is with a specific business,
purchase, or interaction.

NPS

Net Promoter Score

02700
00000

Measures overall customer
loyalty to your company,
business, or brand.

T TEXTLINE



Room Types
B Deluxe
B Executive
B standard

Room Types and Availability

Rooms Avilable
Deluxe, no

B Deluxe, yes
Executive, no

B Exccutive, yes
Standard, no

B standard, yes

www.spec-india.com/live-bi-visualization /hospitality-analysis-

dashboard

Dashboard — lMivakoc eivat pla
OTTTLKOTIOLNLEVN “kKovooAa” Ttou
OUYKEVTPWVEL BaolkoUg SELKTEC O€ Uia

00ovn, wote n dloiknon va PAETEL

ypnyopa: TL TIAEL KOAA, TL TTAEL

aoxnuo, ol xpeLlaletol AUEDN

napeuPoaon.



https://www.spec-india.com/live-bi-visualization/hospitality-analysis-dashboard
https://www.spec-india.com/live-bi-visualization/hospitality-analysis-dashboard
https://www.spec-india.com/live-bi-visualization/hospitality-analysis-dashboard
https://www.spec-india.com/live-bi-visualization/hospitality-analysis-dashboard
https://www.spec-india.com/live-bi-visualization/hospitality-analysis-dashboard
https://www.spec-india.com/live-bi-visualization/hospitality-analysis-dashboard
https://www.spec-india.com/live-bi-visualization/hospitality-analysis-dashboard
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Key Drivers

Grading scale out of 10

Lorem Ipsum has been the industry’s standard dummy text specimen book.

Topic/Comments
Functionality ) Price ’
Ease of use ’

Support
UIux
9,856 Response v Recent v Sort by Time v

Top Comments

The app is excellent but involves a fairly steep
learning curve.

Fab 27, 3:03 pm
Topic name

o The app is excellent but involves a fairly steep
learning curve.

Fab 27, 3:03 pm
Topic name

o The app is excellent but involves a fairly steep
learning curve.

Fab 27, 3:03 pm

Topic name

M The ann is excellent hit involves a fairlv steen



ROl — RETURN ON INVESTMENT
(AMOAOSH EMENAYZHS)

O ROI petpael av pla emevduon aéle oltkovoukd. 2to CRM, emévduon pnopel va sivat:
=software,
mgkmiaidevon mMpoowrikou,
=|oyalty program,
mepyaleia dashboards.
O tunoc ivat: (Eooda amd CRM — Koéotoc CRM) / Kbotoc CRM

Kploluo:
To duokoAo dev gival o Tumnoc. To SuokoAo ival n anodoon Twv ec0dwv oto CRM.

AnAadn: mwe E€pelg OtL avtd T €c006a ponABav ard CRM kalt oxL armo snoyxkotnta, brand name,
location;



[1Q02 ANNOAIAOYME ANMOTEAE2ZMATA
2TO CRM (ATTRIBUTION LOGIC)

Attribution (Antddoon anoteAéopatog o€ autiay)

glval n pebodoloyikn dtadikaoia e TNV omoio eKTIHOULLE TtOLo MEPOC Mo LeETaBOARC (TT.X.
avénon Kkpatnoewv) opelAeTOL OE pLOL CUYKEKPLUEVN evEPyeLa CRM Kkal OxL o€ eEWTEPLKOUC
TIOPAYOVTEC.

>to CRM, n attribution Baoiletal oe ouykpLtiki avaAvon, cuvnOwc HEow:

A/B Testing

YUykplon opadag ov €Aafe tnv napepBaon (treatment) pe opada eAeyyou (control).
Cohort Analysis

2UYKpLON TapOpoLwV opadwyv eAatwy (m.x. loyalty vs non-loyalty).

Time Series Analysis (Before—After)
YUyKkplon arnodoonc npv Kat Hetd tTnv epappoyr) CRM, pe EAeyxo moxLKOTNTAC.



1) Mati 6ev apKei va e “Ekova KOUTAvLaL Kait
avEBnkav oL kpatnoelg 12%”

Av onuepa oteihelg early-booking offer oe repeat
guests Kat 6&1g +12% KPATNOELG, UMOPEL VAL LOXVEL
OTIOLOOTIOTE ATTO TA TTAPAKATW:

Eivau seasonality (kaBe xpovo tetola nepiodo
aveRalvouv Ol KPATNOELC

Eywe price drop otnv ayopa (oL avtaywvIoTES
aveRaoav TLUEC, ECU OXL)

AvoLEe VEQL AEPOTIOPLKI OUVOEGN TIPOG TOV
T(POOPLOUO

Enecav ta aktomAoikd rj BeAtwOnke to sentiment
ota social

ETUXE va EXELC KAAUTEPEG KPLTLKEC EKELVN TNV TIEPLODC

Apa xpelalecal peBodoloyia ylo va TELG:
“Amno to +12%, tooco sivan kadapn enidpaocn tng
kapmnaviog CRM;”

AUTO Acyetau attribution (artodoon amoteAeéopatog
o€ autia).

A/B tests o€ kapumnavieg Opada A (Treatment): maipvel TV Kapmavt
(rt.x. early-booking offer),

Ouada B (Control): 6ev maipvel tnv kapmavia (r) maipvel éva oudetepd
unvupua)

META OUYKPLVELG TA AIMOTEAECUATAL.
Touplotiko napadeypa Exelc 2.000 repeat guests anod to CRM:

1.000 praivouv tuxaio otnv Opdada A kat )\au]?:dvouv email:
“Early booking -10% yla kpatnoelg pexpt 31/1°

1.000 praiivouv otnv Opada B kat AapBavouv amho email:
“Néa amno to Eevodoyxeio / inspiration” (xwplic offer)

Metd amno 2 efdouadec:
Ouada A: 80 kpatnoelg - 8% conversion
Opada B: 50 kpatroelg - 5% conversion

KaBapd anotéAeopa kapndviag = 8% — 5% = +3 mocootiaie povadeg
Auto A€yetal incremental lift (mpooBetn avénon Aoyw kapmaviag).

Nw¢ to ouvbEeLg e E006a; Av TO HéoO £0080 avd Kpdtnon (pEon
kaBapn atia) eivat 600€:

ErumA€ov kpatrioelg Aoyw kopmaviag = 3% * 1.000 atopa =30
KpatnoeLg, EmumAcéov €coda = 30 * 600€ = 18.000€

Apa «H kapmavia pokdAeoe enutheov ~18.000€ écoba. Apa autd
TIopw va Ta anodwow oto CRM.»




ohorts = opada MEAATWV LLE KOWVO XOPAKTNPLOTLKO,
1.X.:loyalty members vs non-members

repeat guests vs first-timers
oool taideav lovAlo 2024 vs lovAwo 2025

Av SEV UITOPELG VO KAVELG TUXOLLOL KATAVOL),
OUYKPLVELC:TNV opada rou “ekteBnke” otn
otpatnytkr CRM pe pia mapopota opada mou dev
EKTEONKE.

ToupLoTikO apadeLlypa

O€AeLg va beLg av To loyalty program augavel tig
KPOTAOELC.

JUYKPIVELG yLa To 1610 tpipnvo:Cohort 1: loyalty
members (eAaBav eéatoptkevpeva offers)Cohort 2:
un HeAn (6ev eAafav)

Av 6gLc otL:loyalty members: 10% repeat booking
ratenon-members: 6% repeat booking rateTote
UTtOLk\LdZeoaL OTL LEPOC aUTNC TNC Sladopag
odeiletarl oto CRM/loyalty.

Npocoxn: Aev eival toco “kaBapd” 6co A/B, yiati ta
eAn loyalty urmopet nén va elvau o nota.

Time series npw/peta (OTav EXELG LOTOPLKA SESOMEVQL)
MapakoAouBeic pLa petpnon os Babog xpovou, T.x.:

*weekly bookings

*monthly repeat rate

*NPS ava pnva

Juykpivelc: mpw tnVv napepPaon CRM, peta tnv napeppfacn CRM
ToupLoTIKO taPAdELy L

Eltoayelc véo CRM automation tov Maprtio:

autopatomnolnuéEvo pre-arrival email + upselling (transfer, spa)
Koltag 6 prveg mpLv KoL 6 PAVEC LETA:

upsell conversion mpuv: 2.0%
upsell conversion peta: 3.1%

Auto beiyvel BeAtiwon, aAAA TTAAL €XELC BEpa:
lowg AAAa&e KoL N TILOAOYLOKI TLOALTLKN 1] TO MiX TWV TTEAATWV.

Fla val TO KAVELG TTLO AELOTILOTO:

OUYKPLVELC pe To i6lo dLdotnua épaol (year-over-year),

III

N Le “control” property (dAAo Eevodoxeio tou opilou ou dev ka

TNV aAlayn).




Intervention (Mapéupaon
CRM): H okomLun evépyela
Tou epapuoleL n
emniyelpnon oto mAaiolo
™¢ otpatnytkng CRM pe
oTOX0 TNV aAlayr TNG
ouunepldpopdg 1 TG aglag
TWV MEAATWV.

Control Comparison
(Opada EAéyxou &
Z0ykplon):

H oUykplon tg opadag
miou 6€xOnke tnv
napéppaon (treatment
group) e uLa mapopoLa
opada rou Sev S€xOnke
v napéupaon (control
group), Wote va
anouovwOel n emidpacn
¢ CRM evépyelag.

Incremental Lift
(NpdoBetn ENidpaon): H
kaOoapn Stadopd otnv
anodoon petafl Tng
opadag mapepBaocng Kot
™¢ opadag eAéyxou, n
omola anodidetal dpeoa
otnv CRM
evépyela.Incremental Lift =
Atmodoon Treatment —
Am68oon Control

Revenue Attribution
(Antodoon Ecodwv): H
Sladikaoia pe tnv omola
METOTPEMOUE TO
incremental anmotéAeopa
O£ OLKOVOMLKA agia,
anobidovtag
OUYKEKPLUEVO HEPOG TWV
£006wv otnv CRM
nap£pBaon.

30 emuTAEOV KPATNOELG X
600€ = 18.000€
attributable revenue

ROI - Return on
Investment (ATT0600N
Etrévbuonc): O deiktng

TIOU CUYKpPIVEL TO
OLKOVOULKO 0dpeNoC TTou

anodidetat oto CRM pe to
KOOTOC TNG eEMévOuonc.

ROI = (Attributed Revenue
— CRM Cost) / CRM Cost



A2KH2H 2THN TA=H

Alvw €va amtAo oevapLo Eevodoxeiou TOANG:
Kootoc CRM: 12.000 supw
‘Ecoba amo repeat guests (mou amnodidovtal oe CRM evepyelec): 21.000 evpw

O@&Aw va utoAoyicoupe ROI Kol LETA VO TO EPUNVEVCOULE: Elval KOAO; TL ONUALVEL;
TL AAAO Ba XpELOOTOULLE Lo VAL ELUOOTE Glyoupol;



YrtoAoyilw dtadopa:
21.000—-12.000 =9.000 supw kaBapod odeloc.

Alallpw PLE TO KOOTOC:
9.000/ 12.000=0.75

To HETATPENW OE TTOCOOTO:
0.75=75%

Apa to ROI eivat 75%. AnAadn yla kaBe 1 eupw mou €6wae To
¢evodoyxelo oto CRM, mnpe miow 1.75 eupw cuvoAka, apa 0.75 kEpdo¢
ETUTAEOV.

Twpa n eppnveia:
Elvau Betikd ROI, apa to CRM daivetal va amodidel.

Ouwce BAw va dw ypovo ardoBeonc. Av auto to ROl mpokUTtteLl o€ 12
UNVEC elval KaAO. Av o€ 3 xpovia, lowg OxL.

Enionc:

Oa NBeAa va oyoupeutw OtL Ta 21.000 ovtwce amodidbovtatl oto CRM.
M.X. Oa To cCUVEKPLVA LLE TTPONYOUEVN XPOVLA N UE opdda TTEAATWV
xwpic CRM.»

ZUMTEPOAOHLOL

«ROI xwplc attribution gival anAd €vac wpaiog aplOpoc.



[TA TO 2MITI

Atouikn Epyaocia — CRM Metrics & Attribution

‘Eva Eevodoxeio moANnG edpappolet vea
otpatnywn CRM pe otoxo tnv avénon twv
repeat bookings.

Alvovtal Ta mopakATW oToLXELa:

Kootoc CRM (software + eknaidbsvon): 15.000€/
£10C

Méoo €0060 ava kpatnon: 550€

Ouada A (CRM campaign — loyalty members):
1.200 nteAateg - 96 KPATNOELG

Oupada B (xwpic CRM campaign):
1.200 neAateg - 60 KpATNOELG

Zntouvtol:

Na urtoAoyioete To incremental AMOTEAECHA TNC KAUTTAVLOLC
CRM.

Na eKTIUAOETE T €006 MOV PMopouV va arnodoBouv oto
CRM.

Na urtoAoyioete 1o ROI (Return on Investment).

Na ipoteivete 3 KPIs ou Ba xpnolpomnololcate yla va
aéloAoynoste tn ouvoALlkr anodoon tou CRM.

No eppNVeEVOETE Ta ATTOTEAEOHATA KoL vVa TtpoTeivete 1

otpatnywkn BeAtiwonc.

‘Extaon: 300—350 A&keLc
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