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2TOXOI TH2 AIAANE=H2

Meta tn SLaleén ol poltnTteC Ba pmopouv:

Na €€nyolv th onpoocio Twv mapamnovwyv oto CRM

Na katovoouv to Service Recovery Paradox

Na replypadouv pnxaviopoUg service recovery oTov TOUPLOUO
Noa avaAvouv tn Asttoupyla loyalty programs

Na a&LoAoyoUv MPpayHOTLKA TIEPLOTATIKA O€ Eevodoyeia



[TATI TA
[TAPATTONA
EINAI

KPIZIMA T1A
TO CRM

«Ta taparmova Ogv eival mpofAnua — sivail
nAnpodopia.»
Payne & Frow, 2013

2TOV TOUPLOMO, N eUmEeLpia eival:

Movo 5-10% twv SucaPECTNUEVWY TTIEAQTWV
TP ATIOVLIOUVTOL

Ot urntoAoLrnol anAwe dev emotpEPouv

Ta oparmnova eivol SwPEeav Epeuva ayopa

2 TATIOTIKA
1 apvnTkn epmelpla petadpepetol o 9-15 atopa
Av eTtlthuBel cwotd - 70% mBavotnta emetpodng



EIAH ANTOTYXIQN YIMTHPE2IA2 2TON
TOYPI2MO

Anotuyiec duadikaoiac

(kaBuotepnuevo check-in, overbooking))

ATOTUXLEC AMOTEAECHATOC

(BpwuLko SwHATLO, XOAAOUEVOC KALMOATIOMOC)

Anotuyiec aAAnAsnidpaong

(ayevnc oupumepldpopa TPOCWTILKOU)



[TATI] Ol NMEAATE2 NMAPATTIONIOYNTAI

Baowka kivntpo:
AvtiAnyn dikatoolvng

EmiBupia amokataotaong

ZUVALOONUOTIKN EKTOVWON



OEQPIA THX IZOTHTAZ (EQUITY THEORY) &
AIAXEIPIZH NMAPATTONQN

eOLTIEAATEC A&LOAOYOULV AV N
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Aev apkei va AvOei to mpoAnpa. NMpenet va AvOei pe TpoTo ov va paivetat dikalog otov meAatn.



OEQPIA EMIBEBAIQSHS MPOSAOKIQN
(EXPECTATION-CONFIRMATION
THEORY)

Ol teAdTeC £XOULV MPOODOKIEC TTPLV S
TV EUMELpia

2 UYKPIVOUV TIPOODOKIEC pE
TIPAYUATLKI EPTIELPIA

Customer \

Expectation

Types i

H amokatdotaon unnpeociog 6gv aAAalel to mapeAOov, aAAd ennpedlel To MW 0 MEAATNG TO Oupadtot.

EmiBeBaiwon = tkavotoinon
Alaevon > duoapeokela

To service recovery Utmopei va
“dlopBwoel” tn dladevon



2ENAPIO

JKEPTEITE:!

*TLVIWOEL 0 TtEAATNC,
*TLTIEPIPEVE,

eKal TL Ba Bewpovoe dikalo.»




Ztoweio Awaxeipiong

MNpwtn avtidpaon

TpoOmo¢ emikovwviog

Evnuépwon meAdtn

AvtiAnyn dikatoolvng

Awaxeiplon mpoodokilwv

Arntolnuiwon

TeAko ouvaioBnua

MBavotnta enaveniokePng

Kakn Avtipetwrion

Turki andvtnon xwpeic cuyyvwun

AHUVTIKOG, PuXpOC, SIKOLOAOYLEG

Aoplotn («oe Alyo Ba gival
ETOLLOY)

O meAdtng ViwBeL adLkNUEVOC

Owntpoodokiec dtapevdovral

Kapia 1 doxetn

OuuOC, amoyonTeuon

XapnAn

KaAR Avtipetwrion

ELALKPLVAC CUYYVWN KoL
avoyvwplon tou pofARpaToq

‘Hpepog, avBpwrivog, pe

gvouvaioBnon

Zapng xpovoc avVa oV G Kot
enynon

AmntokaBiotatol To ailodnua
Skaloouvng

OLmpoodokieg
ETIAVATIAQLOLWVOVTOL

JTOXEVUUEVN, OVAAOYN UE TNV
EUMELpla

Katavonon, epmiotoouvn

Augnuévn



AIAXEIPI2ZH
[MTAPATTONQN: T
BA2IKA 2TAAIA T =

Axkpoaon

AvayvwpLon Tou
nPoBANMATOG

Alepevvnon

Entiduon

Follow-up pE TOV ITEAATN




TI EINAI TO SERVICE RECOVERY

Service Recovery:

OAEC OL EVEPYELEC TIOU KAVEL Ol ETILXELPNON YO vl
SLopBwoel pLa amotuylol UTtNPECLOG KOl VO ATTOKOTALOTI OEL TN
OXEON HE TOV TTEAQTN.

(Payne & Frow, 2013)



TO SERVICE RECOVERY PARADOX




TI EINAI TO NAPAAO=0O TH2 ANAKAMWH2

YIMHPE2IQN

[a va tebel og 1oXL 10 TapAdo&o NG
avaKagyPng uttnpeciwy, TPETEL Va
TIANPoUVTalL U0 KPIOLUEC
pPoUToBEDELC:

Mepovwpevo Zuppav: H “BAaBn” tng
UTINPEGIAC TIPETEL va YiveTal
QVTIANTITH WG EVA HEPOVWHEVO
TIPOPBANHA, TTOU JEV UTTOBNAWVEL T
ouvnon poTuTa Tn¢ eTalpeiac.

YriepBaon Npoodokiwy: H
avakapyn dev MPETEL ATAWG Va
ETUAVEL TO TIPOBANUA, AAG va
UTIEPBALVEL TIC T(POTOOKIEC TWV
TEAATWY Pe apeon dpdaon, yvnola
gvouvaiobnon Kal Pl o0UoLaoTIKA
XELpOVOoUia KaAn¢g BEAnonc.

Customer Loyalty

Customer with service failure
and successful recovery

l

Customer without
service failure

B

|

Service failure

«— Service recovery

TIOPELL TNG TLOTOTNTOG TWV TTEAATWY HLE TNV TTAPOSO TOU XPOVOU  Time




Awavepntikn dwkaroouvn — tL anolnuiwon EAafa;
Aladikaotikn dikatoouvn — wc AUBNKe To MPOPANUL;

Alampoowrnikn Sikatoocuvn — MWC Lou UiAnoay;

AIA2TA2EI2
AIKAIO2YNH2

2TO SERVICE

Dimension Definition Example
R E C O V E RY Distributive justice Perceived justice of the Problem resolution, refund,
outcome (tangible) compensation, replacement
Procedural justice Perceived justice of the Speed of recovery, follow up,
process/procedures used in fair policies and procedures

rectifying the service failure

Interactional justice Perceived fairness of the Empathy, courtesy, respect,
ways customers are treated effective communication

Abd Rashid, Muhammad Hafiz & Sh, Fauziah. (2014). Recovering from Service Failure: Does Satisfaction Fortify Brand
Trust2. 10.13140/RG.2.1.2396.0728




H2a

Consumer
Forgiveness

(Process Failure

Perceived
Sincerity
................................ H2b
Service Recovery Type Pchcived
(Symbolic Recovery Fairness
vs.Utilitarian Recovery)
HI1
b
= — H3
;| Service Recovery Publicity
: (Private Recovery
;| vs.Public Recovery) Group Service Failure

vs. OQutcome Failure)

ELALKPLVAC OUYYVWUN
Aueon 6paon

Evouvapwon npoowritkou

Arntol{nuiwon (upgrade,
voucher, free meal)




Strategies for Service Recovery

Active Listening and
Empathy

Follow Up A | Timely Response

Empower Frontline Apologize Sincerely

Staff

Learn from Mistakes Offer Solutions, Not
Excuses



ENJOY

https: //www.youtube.com /watch2v= https://youtu.be /3KdyUhkEauO
bTbHwnxCGal Bad Practice Best Practice



https://youtu.be/3KdyUhkEau0
https://youtu.be/3KdyUhkEau0
https://www.youtube.com/watch?v=bTbHwnxCGaI
https://www.youtube.com/watch?v=bTbHwnxCGaI

SERVICE RECOVERY & CRM

/ ' Tools and Systems to Streamline Service Recovery
Mwc ouvdeetal pe to CRM:

*Kataypadn mapamnovwyv
*EpntAouTtiopoc mpodiA teAdtn

*>nueiwon repeat complainers

*Trigger eEATOULKEVUUEVWV EVEPYELWV



AlNO TO RECOVERY 2TH AIATHPH2H
[MEAATQN

MNoaparmovo > Anomtdotaon> Eurnotoouvn > |[kavoroinon > Mototnta

+5% otn dlatripnon meAatwy > +25% ewg +95% ota KEPON



H MOPEIA IMTPO2 THN ANAKAMWH

Immediate Resolution Tailored Employee Transpargnt '
Response to the Customer Empowerment Communication

Empathy and Follow-Up Learning from
Understanding Mistakes



AEIKTEZ AZIOAOTH2H2

Introduction

vV Vv

Customer Satisfaction (CSAT)
Score

First Contact Resolution
(FCR) Rate

Average Resolution Time

Net Promoter Score (NPS)



TI EINAI H TIZTOTHTA NMEAATQN

! Zupmeplpopikn (ertavainyn

ayopwv)
! Zraong (tpotipnon, ocvotaon)

! ZuvatoOnuatikn (0010 pE

10 brand)

! Mpoypappatiopévn.

High Brand Attachment

Emotional Loyalty-
Loyals Program
Loyals
Low Price High Price
Conscious Conscious

Habitual Transactional
Loyals Loyals

Low Brand Attachment



2YMIMNEPIPOPIKH

AUTOC 0 TUTTIOC AP OCIWONC TIEAATWY EUTITTTEL OTNV KATNyopia
NC «ATTAOVOTEPNC ETUAOYNC>.

Kwvouvtat aro tn ouvnoela, Tou onpaivel 0tL dev £Xouv
OUYKEKPLUEVN TIPOTIKNON YLIA EVAV OUYKEKPLUEVO XWPO. Zuxva
dEV LTTIAPXEL TIPOBEON va avaldnTtrioouVv EVAAAAKTIKA AUON, KABWC
elval apKETA LKAVOTIOLNHUEVOL HE AUTO TIOU £XOUV TIPOC TO TIAPOV.

‘Eva ouvnBlopEvo tapadetypa ivat n KapeTEPLA 0To OPOUO yId
T dovAeLd. OLTteAATEC £XOUV cLVNBIOEL va TtNyaivouv EKEL, AAAQ
DEV £XOUV OUVALOONPATLKI CUVOEDT UE TOV XWPO.

(Qot000, Kabwce n adpociwon Toug Bacidetal otnv EVKOAILQ,
OLATPEXOLV ETONC TOV Kivouvo va aANA&OLV O€ TIEPITTTWon Tov
Bpouv pla KaAuTtepn emAoyr). Omwe To avolypa evog veou
daviaxtepou Kage.



[TEAATE2 TTOY BA2IZONTAI 2E
2YNAANATEZ 'H NMPO2OOPE2

[lola eivat n «pOnvotepPn EMAOYT)» HE TNV KAAUTEPN TIPOCHOPQ;
AuTO avadntouv ol TteAdteg tov Bacidovtal o€ cuvalayeg otav
ETUAEYOLV EVAV XWPO EKONAWOEWV.

OENOUV vVa £E0LKOVOUNOOLV Xpnuata, ITEPLOCOTEPO ATIO TIOTE.

OL ETIXELPNOELC UTIOPOUVV VA TOUC KPATHOOUV O EypHyopon Ue
TAKTIKEC TIPOOGDOPEC KAL EKTITWOELC, AV KAl N TILOTOTNTA TOUC,
OTIWC oupBaivel ge Toug ouvnBelg TteAATeC, Oev OxeETIdeTAL PUE EVaV
OUVKEKPIUEVO XWPO EKONAWOCEWV.



[TI2TOI TTEAATE2Z TTPOTPAMMATO2
[TI2TOTHTA2

O Tpitog TUTIOC TILOTOTNTAC PUTIOPEL VA KATNYOPLOTIONBEL WE N «IKAVOTIOLNTLK
ETAOYN)».

Ol mteAdatec aoxoAouvtal Kat aAAANAETIOPOLV EVEPYA PE TNV ETIXEIPNON 0AC PE
BAon To TIPOYPAUUA TIOTOTNTAC 0AC KAL T(PONYOUHEVEC KAAEC EUTIELPIEC.

[lapd 1o yeyovoc OTL 0 KUPLOG O0TOXO0C TOUC Eivat va aveBouv otnv Llepapxia kat va
avtapelpBouv (avtipeTwriion THWV), oiyoupa eivat OEPEVOL PE TNV ETTWVLHLA
oac.

Eivat tpoBupot va E0dEPouy TtEPLOCOTEPA Kal OL TILBavoTNTEC Eivat bPnAeg va
TIOUV OTNV OLKOYEVELA KAL TOUC PpIAOUC TOUC VA CUPPETAOXOUV OTO TIpoypappa
ToToTNTAC 0ac.



2YNAIZOHMATIKA M2ZTOI TTEAATE2

AvapoiBoAa, autoi eival oL o ToAUTIPOL TTLoTol TtEAATEC 0ac. 'la autoug, 0 XwWPog oag
elvatl n povn emmaoyn.

Eivalt BaBLtd ouvdedePEVOL PE TNV ETTWVL IO 00¢ AOYW TNE ouveXoUC dnuLovpyiag a&iag
aro tnv mAsvpa oac. Tavtidovtal padi oacg. AoOKAAEOTE TOUC pAVATIKOUC TNE EMWVUHIAC
oac.

Mg tnv vYPNAr TPOOKOAANGH KAL TN OTOPYI EPXETAL KAL N UTIOOTNPLEN. Q¢ EK TOUTOU,
AATPELOLV ETTIONC va dLAdIdOLV TA VEA YIA TOV XWPO oaC KAl VA TIPOCEAKUOUV VEOUC
eAATEC YIa £0AC, OWPEQV.

AuTtn eival n katnyopia otnv otoia BEAETE va avrkouv 0AOL OL TIEAATEC 0aC.



Types of Customer Loyalty Compared

Behavioral Loyalty Emotional Loyalty

7
SR Repeated purchases driven by habit, convenience, or N ( Deep connection, affection, or commitment to a brand b
Definition inertia rather than true brand preference. that drives customers to choose it despite alternatives.
/NS /
e p
Driver Habit, convenience, availability. Feelings of trust, admiration, or love for the brand.
J J
R )
Switching High — customers may switch if a better deal Low — customers resist switching even if
Likelihood or easier option appears. competitors offer better prices or features.
NS J
Bl )
Tracked via repeat purchases, retention rates, Tracked via customer attitude surveys like NPS,
Measurement cross-sell rates. satisfaction, emotional feedback.
N s
N )
Brand Impact Builds sales volume but vulnerable to competition. Crodtes Iong-terr? brand ad\.locates and
loyalty that’s hard to disrupt.

/. -




2ENAPIO 1: KAOGY2ZTEPH2H 210
CHECK-IN

Meplypadn anotuyiag

Evacg meAdtng ¢ptavel o Eevodoxeio PETA Ao TTOAVWPO TAELdL. [apOTL EXEL KAVELKPATNON, TO OWHATLO TOU deV
elval ETOLPO KAl KaAsiTal va EPIPEVEL 45 AETITA XWPIC ETTAPKH EVAUEPWON).

Tpomog avtipetwriong A (Avenapking)
O uTTAAANAOC ATTAVTA TUTIKA OTL «TO OWHATLO Ba gival ETOLHO cUVTOPO», XWPIC oLyyvVwWEN \ TEEpatEpw ppovtida.
AnoteAeopa:

O meAATNC aloBavetal ayvonueVoC Kal EKVEUPLOPEVOC. H ePTIELpia EEKIVA apVNTIKA Kal PELWVETaL N TiiBavotnta
enavetiokeyPnc.

Tpomocg avtipetwmniong B (AltoteAsopaTikoc)

O uTtaAANAOC ZNTA EAKPLVA CUYYVWHN, EENYEL TNV KABLOTEPNON, TPOCHEPEL POPNUA OTO UTTAP KAL EVNHEPWVEL
HE akpifela yla tov Xpovo avapovig.

AnoteAeopa:
O mteAdtnc atobavetal ceBacpo kat katavonorn. MNapd tnv apxtkr arotuxia, N GUVOALKH epTelpia BEATIWVETAL.



2ENAPIO 2: TPOBAHMA
KAOAPIOTHTAZ 2TO AQMATIO

Mepypadn arotuyiag

O TteAATNC SLATILOTWVEL OTL TO OWHATLO OEV EXEL KABAPLOTEL CWOTA KAL ETUKOWVWVEL JE TN PECEYLOV.
Tpomog avtipetwmiong A (AHUVTIKOG)

To IPOOWTILKO audLoBNTEL TO TAPATIOVO KAl UTTOOTNPIZEL OTL «TO dWHATLO KABAPIOTNKE KAVOVIKA».

AnotéAeopa:
O meAdTnC viwOeL OTL eV TOV TILOTEVOLV Kal N SUCAPECKELA evieiveTal.

Tpomo¢ avtipetwmniong B (MeAatokeviplkag)

To POOWTIKO avayvwpidel aueoa o TPOoRANUQA, {nta cuyyvwun, TpoodEPEL aAayr dwpdatiou n
AUEOO eTTavaKaBapLopo Kat pikpr arrolnuiwon (T.x. Swpeav pwivo).

AnotéAeopa:
AtokaBiotatatl n ePmoToouVn Kal HEWWVETAL TO ApVNTIKO cuvaiodnpua.



MEPITPAD®H EPTAZIAZ

Na eiAé€ete 800 (2) dradopeTika oevapla 2TNV avaAuaor) 00G VoL XPNOLUOTIOLN OETE TLG
G.T[OTUXI.CIC UT[I']pEGlG.C aro Tov tOUplGTlKO |"| T[o(pou(d'[w egwpr]'[LKéq évvou—_‘(;,

£EVOOOXELAKO KAQDO (TT.X. £EVOdOXElD, , , .
OEPOTIOPLKI ETALPEIQ, TOUPLOTIKO Ypadeio, blaTuTtwHEVEG pe dika oag AoyLa:

Kpouvadlepa).
*Alaxeiplon mopanovwyv

*ATtoKQTAOTOON UTtNPECLOC
[epypaete cuviopa tnv anotuxia umnpeoiac. *Awkatoolvn otnv e€umtnpetnon (dikon
anol{nuiwon, dtadkacia, cupnepipopd)

[la KaOe oevaplo va:

Napouoidoete 500 dLAPOPETIKOUE TPOTIOUC

AVTLHETWILONC: *Epmiotoolvn meAdTn
gvav aveTapkn 1 Aaveaopévo, [Miototnta meAatwyv
£Vav AmoTEAEOHATIKO Kal TIEAATOKEVTPIKO. *2X€0N QTOKATACTOONG UTtNPECLAC Kall
TLOTOTNTOG

E&nynoete mwe KABe TPOTIOC QVILUETWTILONG
ennpeadeL:

Ta ouvalodnuata tov MeAATN,

TNV EUTILOTOCUVN TIPOC TNV ETXEIPNON,

NV meavotnta eraveniokePng n ovotaonc.



EPQTH2EI2Z KPI2H2 (202)

[lati gyl owota dLaxXELPLOPEVT ATIOTUXIia UTNPECIAC UTtOPEL va 00NYNOEL OE
LUEYAAUTEPN TILOTOTNTA ATIO pLla «aoyn» EPTIELpia xwpic poBAnuara;

[Tolog mapayovtag OEWPELTE IO oNUAVTIKO 0T dLlAXEipLon Ttapamnovwy otov
TOUPLOUO:

n arolnpiwaon, N TaxutnTar o TPOTog cUUTEPLPOPAC TOU TIPOCWTILKOU;

Na atttoAoyroEeTe TV Amavinor) oag ye mapadeLypa.

[Mw¢ YTIoPEL pLa ETXEipnon TOUPLOPOU Va A&LOTIOOEL TA TIAPATIOVA TWV TIEAATWV
yla va BEATIWOEL TIC UTINPEDIEC TNC HAKPOTIPOBEC A,

[MloTEVETE OTL TA TTPOYPAPHATA TILOTOTNTAC UTIOPOULV VA «AVTIKATAOTO0UV» TNV
KaKr e€umtnpetnon; lMnati vat r yuati oxt;
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