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Mabnua 4: EmixelpnUatikd LOVIEAQ NAEKTPOVLKWY UTINPECLWV



Emtuyelpnuatika povieAa yio HAeKT.
Ynnpecieq (eServices)

“**NEa KOLVOTOMA ETILXELPNATIKA LOVTEAQ Elvall TO
oUUBOAO TNC EMOXNC MOC
= Facebook
= SKYPE
= Linkedin
= Twitter
" etc
*** QOTOO0O0, TAPOMUEVOUV EAAXLOTO KOTOVONTA,
akopn kat otav aAAalouvv SpACTIKA TO
QVTOYWVLOTLKO TOTILO ETAEY TWV ETILXELPNCEWV.



2TOXOC

O ETILXELPNOOVUE VO

= AvoAUCOUE TNV €vvola Tou Emiyelpnuatikou
Movtelo

" MeAETNOOUME KATIOLO CUYKEKPLUEVA ETTLXELPNUOTLKAL
MovteAa katdAAnAa yia n-unnpeoieg (eServices,
eBusiness).

= Na katavonooupe tn Baoikn dtadopad PHeETAEU EVOC
Emtiyelpnuotikot Movtelou kalt evoc Emuyelpnuatikou
2xeblou

" Na e€okelwBoupe pe tn dtadikaoia avamntuéng evog
Emtuyelpnuoatikov 2xebiou yla tnv aéLlomnoinon piog
«LOEQC pOC».




Kplowa Epwtnuota

T elvall ETLELPNUATIKO LOVTEAO?
“*Mwc pla erxeipnon Ba pumopeoel va
EKUETAAAEVUTEL TO VEO HECO €MLKOWVWVLAC (ONA.

10 6LaOLKTUO) KOl VO OTTOKTACEL OVTAYWVLOTLKO
nAeoveKTNUA?

“*Mota eival Ta vea epdavilopeva
ETILXELPNOTIKA LOVTEAQL OTNV ETTOXN TOU
StadlkTtuou?

= eBusiness models



< H BLB)\Lovpacha 68v glvall

otaﬁepn oTn XpNon tou
OPOU ETILELPNHOATLKO

rnovteAlo (Business model),
EVW KoL oL ouyypadeic Oev

Sdlvouv gva kal cadn
OPLOLLO.

*»» KupLapyet opwe n
nemnolbnon otL to
ETILXELPN |J.OL'ELKO uovrz—:)\o
LLLOLG ETTLXELPNONG Elvall
KaBOPLOTIKOC A PAYOVTOC
yla tn flwoLpotnta tng

ETILXELPNONC.

*

0 {4

To em)(etpnuauko HOVTEAO
opiletal oayv uio
QPXLTEKTOVIKN YLO EVA
JTPoIioV N Unnpeoia KoL TLG
poeg Anpoopiag,
nteptAauBavovrac
JTEQLYPAPN TWV TTNYWV
£o0dwyv, Twv motkiAwv
ETILYELDNOLOKWV
OUVTEAEOTWV KAl TwWV POAWV
TOUC KaUwC Kal TwV
idavwv wEEeAELWVY TPOC

avtouc” .
(Timmers, 1998)



Oplopoc Enyetpnupoartikol Movtelou

R SN =

** Eva ETUYXELPNMUATLIKO HOVTEAD ¢ “Eva ETTLYELONUATLKO

eEPLYpadEL TN AOYLKNA TOU Hovtedo bev gival tinote
TIWC £VOLC OPYAVIOUOG Ao arto pior aPXLTEKTOVIKN
dnULoupVYEL, TPOoPEPEL, Kall TNC EMLYelpnonc Ko Tou
armoKouilel aia. SIKTUOU OUVEPYATWYV yLa

dnutoupylia, mpowidnon Ko
rtapadoon aéiac o eva n
JTEPLOOOTEPA TUNUAXT
JTEAQTWV, TTIDOKELUEVOU VA
ropayGouv KEpOOPOPEC Kal
Blwotuec poec ecodbwv”.

Pigneur Y., “An ontology for defining e-
business models”, UBC workshop, January
2004.



Ertiyelpnuotiko Movtelo
ATIAOTIOLNLEVOC OPLOUOC

e

¢ ETIXELPNUATLIKO LOVTEAO €lvol TO oUOTNHO EKELVO TIOU EVWVEL LOEEC,
avOpwWTITOUG KoL TtPOLOVTA TPOKELUEVOU va TtapaxBel eloodnua.

L)

* Me 1o teXVIKoUG 0POoUG, Elval TO CUOTNUO EKELVO OTO OTtoLO TO
value proposition (n potaon), CUYKEKPLUEVA TUNATO TS AYOPAG,
TOL TPOLOVTA, TO KOOTOC TOUC KOl T KavaAlo mpowBnong tou,
oAokAnpwvovtat (“payepevovtal”’) petaél Toug Kat SnULoupyouv
urtepaéio ko kEpSOC.

L)

&

L)

* Me aAAa AOyLa, €lval o TPOTIOC IOV L eTiLXelpnon dnuLoupyel
Xpnuata.
** To ETXELPNUATLKO HOVTEAO OEV €lval To TTPOIOV Hag, auTo KaBauTo,

dev glval n T Tou, ol avBpwroL tou Ba cuveEPYAOTOUME N N
npotewopevn aéia (value proposition). Eivail 0Aa avta podt.

L)

®




Avamtuén Emuxelpnuatikov

I\/Iovre)\ou

*» o TO VEO EMLXELPNMATLA TTOU
npooraBei va Bpel véoug
TPOTIOUC YLOL VAL OVATTTUEEL TNV
ETILXELPNON TOU Kall val
6nut0upyn0€t aéla, n 5r]|J.LOUpVLOL
KOLLVOTOOU ETLXELPNHOTIKOU
HovtéAlou armoteAel tTn fdon TG
OTPATNYLKAG TOU.

* To EMYELPNUOTIKO LOVTEAO
neptvpdcbatr] )\ovLKr'] LLE TNV
omola pLa emxapncr]
ONULOUPYEL, TTOPEXEL KO
oUAAauBavel aéia.

* Mwc replypopetal eva
ETILYELDNUATIKO LUOVTEAO?

L)

L)
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Ta SOULKOL OTOLXELOL EVOC
ETUXELPN uomKou uovre?\ou

“* H avaykn yla tnv umapén evog amAol Kol katavontol TpOmou
QTTELKOVLONG EVOC ETILXELPNUATLKOU LLOVTEAOU 08 yNoOV TOUG
Alexander Osterwalder and Yves Pigneur otn dnulouvpyia evog
oAU mapaotatikoU epyaAeiou mou to ovopoav Kappa
Eryetpnuatikov Movtédou (Business Model Canvas).

N/

*** To epyaleio auto pnopel va xpnotpomnotnBet anod omoladnmote
ETILXElPNON, LEYAAN N MLKPN, VEA ] QVATITUCOOLLEVN, YLOL VAl
oXeSLAOEL, VO TTAPOUCLACEL I VAL ALVOAUGCEL TO ETILXELPNMOTIKO TNG
LLOVTEAO KoL VO ELOAYEL BEATIWOELG ] KOLVOTOLLEG.

L)

** O KapBac Emyelpnuatikov Movtélou gival Eva armo ta vea
£pYQAELD TTOU XPNOLUOTIOLOULLE OTN TIpooTIABELa PG va
oUAAEEOUE OAEC TIC armaltoUpEeVEC TTANpodoplec yLa va
dopnooupue N va avoBabuioovpe Eva EMLXELPNUOATIKO LOVTEAO.



Meplypadn Emuelpnpatikov
MovteAou

e

* 'Eval ETIXELPNUOTIKO LOVTEAO UTOopEL va meplypadel kaAUtepa
LECO aTtO eVVEQ KUPLOL OOLLLKOL OTOLYELO TTOU QTTOTUTIWVOUV TN
AOVYLKI TOU TWG HLa eTaLpeia tpotiBetal va dnuloupynoeL aéia
Kol KEPOOC.

** TO ETUXELPNUOTLKO LOVTEAO — WG €K TOUTOU — €lval Eva
npooyedLo oTpatnyLknc mou Ba uAomotnBel pEow KaTAAANAWV
OPYOVWTLKWYV SopwV, SLadLKaoLwV Kol CUCTNUATWV.

“*» Ta evéa auTtAd «OOULKA OTOLXELO» KOAAUTITOUV TOUC TECOEPLC
KUPLOUC TOMELG (LG eTeipnong:
= tpoodopa (offering),
= yntodopec (infrastructure & resources)
= mteAatec (customers) Ko
= olkovouLKn Buwopotnta (financial viability).



KapBoac & ta Sopika otolxela Evoc

Ertiyetpnuotikov MovteAou

KOpiot KOpieg \J . | Npotawvdpewn . Ixton pe
Tuvepydreg A Bpactnpdtnteg & Atia WE | nerdee -
Kavaha
ﬁ Eruxowvwviag
Aopn) Kéotoug ) | Poég Eodbwy “
(L2)) —




AouLka otolxela & SLaCUVOECELG TOUG |
o€ eva ETUXELPN} uatLKo uovre)\o ;

4 MNMépoi (Resources) A
ApaoTnEIOTNTEG
(Key Activities)
\ 4
2uvepyaoieg Mépoil W
(Key Partners) (Key Resources)J

a . . N
/npémon (Offer)\ Ayopad oT1éxog (Clients)
e T T TS ~d 2XEOEIQ
(Relations)
[MpoTteivouevn ,
, KavaAia TuAuata
Atia
Alavoung Ayopdg
(Value L (Channels) (Segments)
K Proposition) j /

|

-

Aopn KéoTtoug

(Cost Structure)

Képdog

(Profit)

Oikovopuikf Amrédoon (Financial Performance)

~

Poéc Ecodwv

(Revenue
Streams)




AZ1 - Mpotewopevn Aéla (Value

Proposmon)

\/
0’0

L (4

L (4
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To ouLkd oToLyElo « I‘Iporswéuevn
Atla» meplypadel tn S€oun Twv
TPOTOVTIWV KOl UTINPECLWV TIOU
Sdnuloupyolv afia yia pa
OUYKEKPLUEVN KATNyOopLo TIEAQTWV.

H «Mpotewvopevn Agia» ival o Adyog
TIOU OL TIEAATEG ETULAEYOUV UL
gTaLpELlO O OXEON LE KATIOLA AAAN.
KaBe npotaon alag amoteAeital
arto €va ETUAEYUEVO TIAKETO
NMPOTOVTIWV Kall/r} UTtNPECLWV TIOU
TTOPEL VAl LKOWVOTIOLOEL TLG

QTIOLLTA OELG EVOC CUYKEKPLULEVOU
TUAHOTOC eEAaTwy. Me auth tnv
gvvola, n Atila eival pia cuvaBpolon
(bundle), ano odp€An mov pLa
eTOLPELN TIPOODEPEL OTOUC TTEAATEC
Tnc.

* Mepikeg «MNpotewvopeveg Aiec»
Htopeil va elval KalVOTOUEC KoL
QVTLTPOCWTEVOUV HLa VEQ
npoodopd N TeEAEiwC VEQ UTINPEDLA
(disruptive offer). AA\ec umopet va
glval TAPOLOLEC UE UTIAPYXOUOEC
NPoodopPEC TNC aAyopac, aAAd HE VEQ
XOPOKTNPLOTLKA KoL LOLOTNTEC.

“» Opllovtac tnv «Mpotewvopevn Alo»

Tioatia (value) mpoodépoupe otov
TeAATN;

Moto (&) amod ta mpofAfuata Twv
neAatwv pag BonBoupue va emAuBEL;
MoLEC AVAYKECG TWV MEAATWY LG
LKOVOTTOLOU UE;

TL SE0UEG TPOLOVTWY KAL UTINPECLWV
NMPooPEPOUE O KABE Katnyopla
MEAATWV;



AZ1 - Mpotewopevn Aéla (Value
Prop05|t|on)

e

“* Mo potaon aﬁtaq “* Newtepkotnta/Dpeokada
dnuiovpyel ala yia eva (Newness)
THNpa Twv TCE}\OLTUUV’ = MepLKEG TPOTAOELG a§lag
KOAUTITOVTOC TLG OVOLYKEC LKAVOTIOLOUV EVTEAWG VEEG
aUTOU TOU TUAMOTOC TOU. OVALYKEG, TLG OTIOLEG OL

2 H ofi , , duvnTikol TTEAATEC

X agta Propet va eiva PONYOULEVWC SEV ElXaV
NOOOTLIKN (r.X. N Twun, N , avtiAndOei ylatl Sev umrnpye
ToXUTNTO pLloG uTtnpeoiag) n napopoLa npocdopd.
NOLOTIKN (re.x. 0X€§la0H0C, = AUTO oUuXVQ, AAAG OXL TTAVTQ,
EUTIELPLA TOV TTEAATN). oXETL(ETAL LE TNV TEXVOAOYLA.

%+ Ytowela amo tov akdAouBo un " Ta kwnta tnAedwva, yo

napadeyua, Snuovpynoav
HLa vea Blopnyavia yopw amo
Kwvnth thAepwvia.

€EQVTANTIKO KATAAOYO UTTOpPEL
va cupPalouv otn
dnuloupyia aia yla Toug
TEAQTWV.



A1 - Mpotewopuevn Aéla (Value

Proposition)

B A =R

*** Antodoon (Performance)

H BeAtiwon tn¢ amodooncg evog
NPOLOVTOC N uTtnpeoiag elval
rnapadooLokd o MAEoV ouvnong
TPOTOCG yLa dSnuioupyla afiog.

H ayopa H/Y €xel mapadooiaka
otnpwOel og auto tov
TIAPAYOVTQ, ELOAYOVTOC
OUVEXWC TIEPLOOCOTEPO
Loxupouc¢ H/Y otnv ayopa.

H auﬁnon NG anodoonc OUwWC
EXEL TA OpLA TNC.

** Mpooapuoyn OTLC AVAYKEC TOU

rnieAatn (Customization)

I'Ipooapuoyn NPOIOVTWV Kol
unnpsotwv OTLC ouvaKpLuevsq
avavaq TwV KABe Tte)\atr] N
OTLC OLVAYKEC OUYKEKPLUEVWV
TUNUATWVY TNG ayopac.

Ta teAevTaia xpovia
NPOooEeyyioelg mou Baaoilovtat
oTNV «oUV-dnuLoupyiLa»
kepdilouv £dadoc (customer
co-creation).

H mpoogyylon autn EMITPETEL
™v avdnru&n

€EQTOULKEV usvwv NPOLOVTIWVY
KOlL UTTNPECLWYV, TTOU 6Latr]pouv
OMWC KoL T XO(pO(KTr]pLGTlKOL
TNG «OLKOVOLLLOGC KALHOKOC».



A1 - Mpotewopuevn Aéla (Value

Proposition)

** Melwon Kootouc (Cost reduction)

Helping customers reduce costs is an
important way to create value.

Salesforce.com, for example, sells a hosted
Customer Relationship management
(CRM) application. This relieves buyers
from the expense and trouble of having to
buy, install, and manage CRM software
themselves.

** Meilwon Piokou (Risk reduction)

For a used car buyer, a one-year service
guarantee reduces the risk of post-
purchase breakdowns and repairs.

A service-level guarantee partially reduces
the risk undertaken by a purchaser of
outsourced IT services.

L/

\/

** MMpooPaocipotnta (Accessibility)

Making products and services available to
customers who previously lacked access to
them is another way to create value.

E.g. using an innovative business model,
Netlets offers individuals and corporations
access to private jets, a service previously
unaffordable to most customers.

*» E&umnpéetnon/Evxpnotia

(Convenience/usability)

Making things more convenient or easier
to use can create substantial value.

With iPod and iTunes, Apple offered
customers unprecedented convenience
searching, buying, downloading, and
listening to digital music.



AZ2 - Tunupata ayopac (Customer
Segments)

i

* To SouLKO oTolxela «TUAMATO ayopac» opilel TIc SLadopeC OpAdEC
QTOUWV TLC OTIOLEC Ll ETILXELPNON £XEL WG OTOXO VAL PTACEL KAl VAL
eEUMNPETNOEL

L)

* OLmeAdtec amoteAoUV TNV KapdLd Tou KAOE EMLXELPNUATIKOU
HovTEAoU. Xwplg melatelakn Baon, kapla stalpeia dev pmopet va
eMBLwoel yla ToAU.

L)

L)

* Lo vol LKAVOTIoL oEL KAAUTEPQA TOUC TTEAATEC, LAl ETALPELQ UTTOPEL
VOl TOUG XwpLloel o€ SLPOPETIKA THAMATOA AVAAOYQ LLE TLC KOLVEG
OVAYKEC TOUG, KOWVEG CUMUTIEPLPOPEC, 1 AAAD XOPOKTNPLOTLKA TOUC.

L)

®

*** MOAL oAokAnpwbBel autn n anodaon, Eva KatdAAnAo
ETUYELPNHUATIKO LOVTEAO UTTOPEL VOL OXESLOOTEL PE TIPOCOXN
BaolopEvo otn Babeld katavonon Twv EWOKWY AVOYKWV TWV

’ 'T
EAQTWV. 'f&\ﬁ_\.

A\
— N\



A2 - Tunuato ayopac (Customer
Segments)

**» Opillovtac TN ayopd oTOXO TPETEL VO ATIOLVTCOULLE:
= [La rtolov Snuoupyoupe aéila;
= [loloL eivall oL CNUOAVTLKOTEPOL TIEAATEC HOC;

“» Opadec meAatwv amoteAoUV EeXwPLOTA TUAUATA, EHOOOV:

= Ol aVAYKEC TOUC Elval TETOLEC TTOU SLKOLOAOYOUV pLa EEXWPLOTA
npoodopda.

= [lpooeyyilovtal pEow SladopeTkwV SIKTUWV SLOVOUNAC.
= AntattoUv SladopeTIkoUC TUTIOUC oxEoewV emadnic pall Touc.
= ‘Exouv oucLaotika dtadopetika teplOwpla kEpdouc (profitability).

= Elval tpoBupol va mMAnpwaoouV yla Tic SLadopeg MTUXEC TNG
npoodopac.



AlapOopETIKOL TUTIOL OLYOPWV
(Different types of Customer Segments)

* Maliki ayopd (Mass Market)

= Ta ETEpnUATLKA LOVTEAQ
TIOU ETUKEVTPWVOVTOAL O
HLOL{LKEC OlyOpPEC OEV KAVOUV
Stakplon petatL dtadopeTikwv
TUNUATWV TIEAOTWV.

= QOLnpotaoelc aslacg, ta diktva
SLaVOUNAC, KoL OL OXEOELC UE
TOUC TTEAATEC OAEC eoTLAlOUV
O€ MO LEYAAN opada amo
TEAATEC UE TIOLPOLOLEC OFE
VEVLKEC YPOUEC OVAYKEC KoL
npofAnuata.

= AuTtO to £id0o¢ ToUu
ETIYELPNUATIKOU LOVTEAOU
OUVAVTATOL CUXVA OTOV TOUEQ
TWV NAEKTPOVIKWY €LOWV
gupeilac katavaAlwonc.

** E€eldkevpevn ayopa (Niche
Market)

Tol ETIXELPNUOATIKA LOVTEAQ QUTA
OTOXEVOUV O€ €EELOLKEUUEVEC
OYOPEC HUE OTOXO Vo KAAUouv
e€eldIKkeLUEVA THAMAT
TEAATWV.

OL mpotadoelg atlac, Ta diktua
SLAVOUAC, KL OL OXECELG LE TOUC
neAateg eivo OAa
TIPOCAPUOCHEVO OTLC ELOLKEC
QTOLLTAOELG MLOG EEELOLKEVEVNG
ayopac.

Avtiotolxn gival n ayopa yla
NV gpyacio Tov padnuarog.



AladpopEeTLKOL TUTIOL AyOp WV
(Different types of Customer Segments)

*Katatetunpevn (Segmented)

" MEePLKA ETUXELPNUATLKA LOVTEAQ SLakpivouv PETAEY TWV TUNUATWY TG OYyOPAS E
eAadpw¢ SLaPOPETIKEG AVAYKEG KoL poBARaTa.

" Y10 ALOVIKO OKEAOG pLag tpamelag, yia mapadelypua, Unopei va yivel dtakplon petal
HLaG LEYAANG opddog meAatwy, OTIoU 0 KaBEVOC SLOBETEL TTEPLOUCLAKA OTOLXELO LEXPL
100.000 Evpw, Kal pLa pkpotepn opada amo Sitadopoud meAATEC, KABEVAG EK TWV
ornoilwv dtaBetel 500.000 Evpw.

= Kot ta SU0 THAHOTO £XOUV TTAPOOLEC, OAAA SLOPOPETLKEG AVAYKEC KAl TtpOoPARUATA.
AUTO £XEL CUVETIELEC YL TAL AAAQL SOULKA OTOLXELQL TOU ETILXELPNHUATIKOU LOVTEAOU TNG
Credit Suisse, ontwg n mpotaon alag, Ta Aiktua ALAVOUAG, TWV OXECEWV LE TOUG
TLEAATEG KOLL TLG TINYEC ECOSWV.

= AM\o napadetlypa gival m.x. n Micro Precision Systems, n omoia l8tkeVetaL oTov
oX€OLOOUO KAl TNV KATAOKEUN AUCEWV PLKPOUNXOVOAOYLKEC AUCELS (micromechanical
design and manufacturing solutions).

=  E¢unnpetel tpia Stadopetikd TpApata Medatwy - TnG Blopnxaviag poloylwv, Tng
LATPLKAG Blopnxaviag, Kat To BLOUNXAVIKO TOUEN AUTOUATLOMOU - Kal TiPoodEPEL O€ KAOE
eAappws SLaPopETIKEG TPOTACELC alag.



AladpopEeTLKOL TUTIOL AyOp WV
(Different types of Customer Segments)

X8 ALacboponom uevn (Diversified)
‘Evag opyaviopog pe Eva dtadopormotnuevo uovrs)\o g€unnpEtnong meAatwy Lkavormolel SUo doxeta
TuApota Nedatwy pe TOAU SLadOPETIKEG AVAYKES KoL TTPOBANHATA.

* [l nopdadelypa, to 2006 Amazon.com anodpactos va S1adopoTmoLoeL TNV ALAVLIKN
ETUXELPNUATLKOTNTA TNG LECW TNE TTWANCNG UTINPECLWV «UTIOAOYLOTIKOU VEDoUC», dSnAadn anesubeiog
ouvdeon Ue amoBnKeuTIKO Ywpo kat on-demand xprion SLOKOULOTH.

= 'ETOl QpXLOE VO ameUBUVETAL O€ ULOL EVTEAWC 6La¢opstu<r'] OudSa MNelatwy - TG etalpeieg Web - pe
uia svrs)\wq Stadopetikn nporaon aélag. H otpatnytkn AoyLkn miow amod autd 6Lacboponomonc,
uropei va Bpebel otnv navioxupn n)\npod)oplakn urtodoun TN Amazon.com, n omoia Umopet va
LOLPAOTEL UE UTINPEDLEG ALOVLKAG KL TN VEA povada to cloud computing.

** MoAUmAevpec ayopec (Multi-sided markets)
= OpPLOMEVEG opyavwostq s&unnpsrouv SU0 N neplocodtepoug aAAnlostaptwueva Tun Fletde] Melatwv.
Mia eTatpeia MOTWTIKWY KAPTWY, Yo TapASetypa, XPELAGETOL HLoL LEYAAN BAON KaTOXwVY
TUOTWTLKWY KAPTWVY KOL LA LEYAAN BACN TWV EUMOPWY TTOU ATOSEXOVTAL AUTEG TLG TILOTWTLKEG
KAPTEG.
=  Quolwg, pa emxeipnon mou npoodépel pla dwpeadv epnuepida xpeltaletal pia peyain Baon
QVOYVWOTWV YLO VA TIPOOEAKUOEL SLadpnULOTEG.

= Ano tnv @AAn mMAeupa, xpelaletal emiong Toug SLapNULOTEC yLa va XPNUATOSOTACEL TNV IMapaywyn
Katl Stavoun.

= Kot to U0 TUAMATA QUTA amaltouvTal yla v SnLoupyrioouV EVa ETIITUXNUEVO ETILXELPNUOTLKO
HOVTEAO.



A23 — KavaAio (Channels)

To SouLko otolxeio «KavaAla» meplypadel
TIWG HLLOL ETILXELPNON ETUKOWVWVEL PE Kall
dTAVEL OE TUAMOTA TNG TTEAATELAC TNC YLO VAl
napadwaoel pLa potaon alag
KavaAwa Emtikolvwviog, Stavopng Kol Tig
NMWANCEWV MEPNABAVOUV TA TUTILKA
KavaAla Stacuvdeonc pLag emxeipnong pe
TOUG TTEAATEC.
Ta kavaAla eival Ta onpeio emadng tou
nieAatn nou dtadpapati{ouv onNUAVTIKO pOAo
OTNV EUTIELPLO TOU TTEAQTN.
KavaAwa e€untnpetolv Sladpopeg
AElToupyleg, OMwcC:
*  EvawoBntomoinon Twv meAatwy yla ta
TPOLOVTA KOl TLG UTINPECLEC LLOG ETILXELPNONG
=  BonBela otoug meAATEC yLa va a&loAoyricouv
NV npotaon aflag pag eTatpeiog
. Emtpértouy OTOUG TTEAATEG va ayopalouv
OUYKEKPLUEVA T[pO'l'CI)VTCI KOlL UTIN peo'tsq
=  [apoxn UETA TNV MWANCN €EUMNPETNON TWV
TIEAQTWV

Bplokovtag To owoto cuviuaouO TWV
KOVOALWV YLOL VO LKOVOTTOL{OOULLE TOUG
TEAATEC pag eival IwTkAC onpaciag yla tnv
emtuyla plag npotaong aflac otnv ayopa.
‘Evac opyavIopoG Umopel va emAEEeTe
petafL pBAavovtac Touc MEAATEG TOU HECW
SLKWV TOU KAVAALL, LECW TWV KAVOALWY
ouvepyaTwy, A HEow Evoc piypatog tTwv duo.
EpwtApata npoc anavtnon/dgpevvnon?

=  Through which Channels do our Customer

Segments want to be reached?

= How are our Channels integrated?

=  Which ones work best?

=  Which ones are most cost-efficient?

= How are we integrating them with customer
routines?




AZ4 — 2xeoelc pe mehatec (Customer

relationships)

“** Tuelbouc oxeon kabe
Tunuo NeAatwv pog
OVOLLEVEL OTIO EUAC VAL
KaBlEpwooUE Kal va
Sdtatnprioouvpe poall Toug;

** MoLlEC armo auTEC £XouV
non cuotaBel
(utapyxouv);

** Mooo darmavnpeg sival;

“** Mwc Ba evowpatwbouv
LLE TOL UTTOAOUTIAL OTOLXELL

TOU ETILXELPNMATIKOU LOLC
LLOVTEAOU;

** What type of relationship
does each of our
Customer Segments
expect us to establish and
maintain with them?

*2* Which ones have we
established?

*** How costly are they?

*** How are they integrated
with the rest of our
business model?



L)

AZ4 — Yyeoelc pe nehatec (Customer

relationships)

MmopoU e va dtakpivoupe petall Twv Stadopwv
KQTNYOPLWYV, TIOU UTTOPEL VOL GUVUTIAPXOUV , OTLG OXECELG
HLOG ETILXELPNONG LE LA CUYKEKPLUEVN KaTnyopla
TLEAQTWV.

MNpoowrikn e€untnpétnon (Personal
assistance)

= This relationship is based on human interaction. The
customer can communicate with a real customer
representative to get help during the sales process or
after the purchase is complete. This may happen
onsite at the point of sale, through call centers, by e-
mail, or through other means.

ArntokAelotikn MNpoowrikn EEumtnpétnon
(Dedicated personal assistance)

= This relationship involves dedicating a customer
representative specifically to an individual client. It
represents the deepest and most intimate type of
relationship and normally develops over a long period
of time. In private banking services, for example,
dedicated bankers serve high net worth individuals.
Similar relationships can be found in other businesses
in the form of key account managers who maintain
personal relationships with important customers.

L)

AUTOOTOTIOLNUEVEC UTINPEODLEC Kall
Autoetumninpetnon (Automated services &

Self Service)

= This type of relationship mixes a more sophisticated
form of customer self-service with automated
processes.

Kowvotnteg (Communities)

= Many companies maintain online communities that
allow users to exchange knowledge and solve each
other’s problems. Communities can also help
companies better understand their customers.

=  Pharmaceutical giant GlaxoSmithKline launched a
private online community when it introduced alli, a
new prescription-free weight-loss product.
GlaxoSmithKline wanted to increase its understanding
of the challenges faced by overweight adults, and
thereby learn to better manage customer
expectations.

Ao kowou dnutoupyia (Co-creation)

= Amazon.com invites customers to write reviews and
thus create value for other book lovers.

. Some companies engage customers to assist with the
design of new and innovative products.



A25 — Pogc ecobwv (Revenue
Streams)

e t—

“* O S0ULKO oToLXELD «POEC E0OOWV» AVTUTPOOWTEVEL TO XPHUOTO TTOU
TIOPAYEL Pl ETALPELR At KABE Katnyopia meAatwy (To KOOTOUC MIPETEL VAL
adatpeital anod ta €coda ya tn dnuiovpyia kepdwv)

**» Edv ol teAATEC AITOTEAOUV TNV KAPSLA TOU ETILXELPNMATIKOU LOVTEAOU, Ol
TINYEC £000WV £lval oL apTNpLES TNC.

¢ KaBe pon ecodwv |.J.T[Op€L va €XEL 6Lacbop£tu<ouq LLNXOVLOMOUG

TLLOAOYNONG, OTIWG Eival oTaBepEC TIUEG KATaAOYou, SLampayUateVOoELG,
dnuomnpatnon, KA

s Eva EMYELPNUATIKO LOVTEAO UTTOpPEL
va rteplthapavel Svo
StadopeTikoUg TUTIOUC ECOSWV:

% JUVaAAOKTIKA €006a TTOU
TIPOKUTITOUV VA XPOVO ATtO TLG
TMANPWHEC TWV TIEAATWY

s EmavoAappavopevwy ecodwv
- TLIOU T{POKUTITOUV OO
UTtNPECLEC LETA TNV TWANGCN
yloL EUTINPETNON TWV TIEAATWV.




A5 - Poec ecodwv (Revenue

St

reams)

NS
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0‘0
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Ma ol aéla elval oL TEAATES HOG
TIPAYHATLKA TIPOBULOL va. TTANPWOOoULV;

Lol TL TANPWVOUV ONUEPQ;
Mw¢ MANPWVOUV CHUEPQ;
Nw¢ Ba mpotipov oAV va TANPWOOoUV;

MNooo ouvelodEpel KABE por) EcO0dwv ota

OUVOALKA £0060;;

Yriapyouv noAlol Tpomot Snuoupyiog ecodwv
(powv) :

MwAnon Mpoidvtog (Asset Sale)

H 1o eup£wg katavontn nnyn ec6dwv
TIPOEPXETAL ATIO TNV MWANCN TWV SIKALWUATWV
dloktnoiag o éva puaotko mpoiov. H
Amazon.com moulAdel BLBAla, pouatkn,
NAEKTPOVLIKA €16 gupeiag KATavaAwong, Kot
TLEPLOCOTEPO O amnmeuBeiag ouvdeon.

T€Aog Xpniong (Usage fee)

AUTH n pon €008wWV POEPXETAL ATTO TN XPHOoN TNG
OUYKEKPLUEVNC uTinpeaiag. Oco MepLOCOTEPO pLa
UTINPECLA XPNOLUOTIOLE(TAL, TOOO TIEPLOCOTEPO
TIANPWVEL O TIEAATNC TTANPWVEL.

JuvOpopég (Subscription fees)

Autn n pon 068wV MPoEpXETaL amod TNV MWANon
ouvexol¢ tpooBaong o pa umtnpeoia. H World
of Warcraft, éva Stadiktiako motyvidl otov
UTTOAOYLOTH, ETUTPETEL OTOUG XPNOTEC va mailouv
online to mavidL Tou og avtaAAaypa yla po
unviaio cuvdpoprn). Tng Nokia mapéxel otoug
XpNotec mpooBaon og pLa pouotkn BLBAL0ONKN pe
ouvdpoun.



A5 - Poec ecodwv (Revenue

Streams)

“* DAovelopog / evokiaong / xpnHatodoTikni
nicOwon (Lending/Renting/Leasing)

= AUt n por 008wV TPOKUTITEL OO TNV TOPAXWPNOoN
O€ KATIOLO TO AITOKAELOTIKO SLKAlw A VA XpNOLUOTIOLEL
£VQ CUYKEKPLUEVO TIEPLOUCLOKO OTOLXELO yLa Eval
KOOOPLOUEVO XPOVLKO SlaoTnpa, Evavtl apoLBAC.
= Ma tov SavVeLoTH 0UTO TIAPEXEL TO TIAEOVEKTN LA TWV
gnavaAappavopuevwy ec06wv. OL EVOLKLOOTEG I
ULoOWTEC, amo tnv AAAN MAgLPA, UtopolV va
amoAalaoouv Ta op£AN TNG LOVO YL EVOL TIEPLOPLOUEVO
XPOVLKO Sldotnua Kat oL va emidoptilovial To TANPES
KOOTOC TNG LOloKTNolag.
= HZipcar.com anoteAel éva kaAo napadetypa. H
ETALPELQ ETUTPEMEL OTOUG MEAATEG VO VOLKLAGOUV
autokivnTa LE TNV wpa 0€ BOPELOAUEPLKOVIKEG
TIOAELG.
“» Adg10d0tnon (Licencing)
= AuTA n pon e008wv Mpoépxetal divovtag oe MEAATEG
TNV AdeLa va XpnNOLLOTIOL 00UV T TIPOCTATEUOLEVA
SlKoLWATA TIVEUOTIKAG LBlokTholag.

= JTOUG TOMELG TWV TEXVOAOYLWYV OL KATOXOL SUTAWUATWY
gUpEOLTEXVIAC XOPNYOUV 0 AANEG eTaLPELEG TO
SIKALWLOL VOL XPNOLLOTIOL|OOUV JLLOL TIOLTEVTAPLOUEVN
texvoloyia og avtaAAayua pe £va TéAog adeiag.

“»  Meowkég apolBEg (Brokerage fees)

= AUTH n por) e008wV TPOEPXETAL Ao TIG UTNPECLEC
Slapecorafnong mou ekteAolvTaL Yo AOYapLOCHO
SUo0 1 neplocdTEPA HEPWV.

= Ol mApoXOL MOTWTLKWY KOPTWV, YLo TTOPASELY LA,
£xouv £€00da arnod tn AfPn evog moocootou TG agiag
KaBe guvaAlayng mWANong ou ekteAsital.

< Awdnpon (Advertising)

=  Ta €000 qUTA TPOKUTITOUV OO TO TEAN yLO TN
SladruLon evog CUYKEKPLUEVOU TTPOLOVTOG, UTtNPEGiag
1 EUMOPLKOU ONUOTOG.

=  Mapadoolakd, n Blopnyavio LEcwv eVUEPWONG KoL
Slopyavwtwy ekdnAwong Baciotnke o peyaio Babuo
ota é0oda ano tn Stadnpon.

= Toatelevtaio xpovia o AAAOUG TOUEL,
CUMTEPAAUPBAVOUEVOU TOU AOYLOULKOU KO TWV
UTINPECLWV, £XOUV apxiloeL va atnplletal mepLocOTEPO
o€ Peyaho Babuod os €0oda amno Stadnuioels.

\
\

\ \




A26 — Kplowpot topol (Key

Resources)

o0

ST

To Souko otolkeio “Kpioipot MNopo»
TIEPLYPAGEL TA TILO CNHAVTIKA TIEPLOUCLAKA
otolxela mou amattouvtal yla va Yivel éva
ETIXELPNHOTLIKO LOVTEAO ETUTUXNMEVO.

KaBe emiyelpnuatiko poviélo amnaltel factkoug
NOPOUG.

OLTtOpoL QUTOL ETUTPEMOUV OE [La ETILXELPNON
va SnULoOUPYAOEL KAl va TtPOoodEPEL L
npotaon afiag, va ¢OAcEL OTIC AyOpEC OTOXOUG,
va SlatnpAnoeL OXECELG LE OpAdEG TTEAATWY, KOl
va ELOTIPATTEL T €006l

AladopeTikol TOpoL IOV arattovvtal avaloya
LLE TOV TUTIO TOU ETUXELPNUATIKOU LOVTEAOU.

‘Evag KATOOKEUAOTAG HLKPOTOLT amaltel

EVKATAOTACELG TIOPAYWYIC EVIAOEWS
kedalaiou, evw €vag oxedlaotn g ULKpoTain
E0TLALEL IEPLOCOTEPO OTOUG OVOPWTILVOUG
TIOPOUC.

Baolkol mopol pnopeil va avrikouv i
HLoBwvovTal ano tnv enxeipnon n €xouv
armoktnBel ano touc BaolkoU¢ Taipouc.

“*» OLKploLuol topol
KOTNYOPLOTIOLOUVTAL OF:

*** Quotkol (Physical)

“** Aravontkot (Intellectual)
“** AvBpwrtvol (Human)

*** Owkovopkot (Financial)




A27 - Baolkec dpaotnplotntec (Key
Activities)

“*  To SouLKO oTolxelo «BaolkEC ApaOTNPLOTNTEGY
TIEPLYPADEL TA TILO ONUAVTLKA TIPAYLOTA TIOU
HLOL ETOLPELO TIPETIEL VAL KAVEL WOTE TO
ETIXELPNMOTLKO TNG LOVTEAO VA ATOSWOEL.

% KdaBe emuxelpnUATILKO LOVTEAO QTTALTEL YLla OELPA
amno Baokeg Spaotnplotnteg, SnAadn Tig
ONUOVTIKOTEPEG SPACELC TIOU HLOL ETOLPELDL
TPETEL VAL OVOAAPEL YLOL VO AELTOUPYHOEL UE
gnutuyia to EM.

“»  Kal onwc n evotnta «Baotkol topoy, ot
«Baokéc Spaotnplotntes» dladEpouv avaloya
LLE TOV TUTIO TOU ETIXELPNUATIKOU LOVTEAOU.

“» T tnv Microsoft, ol Baolkég SpaotnpLOTNTEG
neptAapfAavouy tTnv emtuxn avantuén
AOYLOHLKOU.

“» T tnv Dell, ol «Bacikég SpaotnploTnTEG
neplhappfavouv tn dlaxeiplon g €bodLaOTIKAG
aAvoidag.

“ T tnv etapeia cupBouvAwv McKinsey, ot

«Baolkeég dSpaotnplotnTeSy MepAapBAavouy tnv

ertuxn eniAuon mpoBAnudTwy.



A27 - Baolkec dpaotnplotntec (Key
Activities)

==, =

“* OL «Baolkec HpaoTNPLOTNTECH UTTOPOUV VAL
KatnyopLomotnBouv we e€Nnc:
 MNapaywyn

= OL6paotnplOTNTEC AUTEC OXETI{OVTOL LE TO OXESLAOUO, KATAOKEU, KoL TV mapadoon
EVOG TIPOIOVTOC O€ ONUOVTIKEC TTOOOTNTEG KL / 1] OVWTEPNC TTOLOTNTOLG.
* Emiluon npoBAnudtwv
= OL6paotnplOTNTEC TWV CUUBOUAWY, TWV VOCOKOUELWVY, KAl GAAWY OPYAVIOUWVY TTOPOXNG
UTINPECLWV CUVABWC KUpLapxEiTal amo SpactnpLOTNTES eMiAuong TPOLANUATWY.
** N\atdoppa / diktvo
" To EMUXELPNUATLKA LOVTEAD £XOUV OXEOLOOTEL PE pLa UTTOKELEVN TIAOTPOPpUA WS PaOLKO
Topo.

" To EMLXELPNHUATIKO LOVTEAO TOU eBay amaltel OTL N eTALPELO CUVEXWCE AVATITUCOEL KOl
dlatnpet tnv unokeipevn mMlatpopua oto Web oto eBay.com.

"  To Emuelpnuoatikd poviélo tng Microsoft amattet tn dtaxeiplon tng diemadng petal
TOU AOYLOULKOU GAAWV KATAOKEUAOTWY KoL TNE TTAATHOPUA TOU AELTOUPYLKOU
cuvotpato¢ Windows ©.



A28 — Baolkec Zuvepyaoiec (Key

Partnerships)

*** To SoLKO oTtolxeio «KUpLeg ** Mmnopoupue va Slakpivoupe
JuvepyaoLlecy meplypadeL TO Hetal tecoapwv SLadopETIKWY
SlkTuOo TWV MPOoUNBEVTWY KL TWV HopdwWV ETALPLWV:

O'UVEpV(IT(bV TIOU KAVOUV TO épVO = OLOTPATNYIKEG CUMHOXLEC HeETOED
TOU ETILXELPNUOTLKOU LOVTEAOU 1N QVTOYWVLOTWV.
E£UKOAOTEPO. = Avraywkuoq OTPOTNYLKEC

OUVEPYQAOIEC PETASU
QVTOYWVLOTWV.

= O KOLvonpaﬁteq yLloL TNV avamtuén
VEWV ETILXELPNOEWV.

*** OL ETOLPELEC CUVATITOUV ETALPLKEC
OXEOELC yLo. TToOAAOUC AOyouc, Kol
Ol ETALPLKEC OXEOELC ATOTEAOUV
TOV 0KPOYWVLALO AlBo ’Tt}\onv . SYE0ELC YOPAOTA-TIPOUNBEUTH yia
ENXELPNHATIKWY HOVIEAWY. NV e€aodalion allomiotwy

= yLa TN BeAtotonoinon Twv npounBeLwv.
ETIXELPNHOTIKWY TOUG LOVTEAWV,

= 1N pelwon tou Kwduvou,
" 1] VO QITOKTOoUV TOPOUC.

L)




A9 - AlapBpwon kootouc (Cost
Structure)

\/
0’0
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QuOoLKA To KOOTOC Ba TTPEMEL va e)\axLGTOTtOLeitaL o€ KAOe emLyeLpn uatu«')
uovre)\o AMN\G n xapunAn 6Lap6pw0n TOU Kootouq glvall TIo onuavTIkA yLa
OPLOMEVA ETILXELPNMOTIKA LOVTEAQ OE OXEON HE OQAAQL.

Q¢ €k TOUTOU, UTTOPEL va elval XproLpo va Slakpivoupe avapeoa o SU0 BACLKES
Katnyopiec avagdopikd pe tn S1dpOpwon Tou KOCTOUC:

KaBodnyoupevo amnod to Kéotoc (cost-driven)

KaBodnyoupueva amno to Kootoq ETUXELPN uomKa HOVTEAQ smKevrpwvovrat otnv
s)\axtotonomon TOU KOOTOUG OMou auTo eivat duvatod. H npooswton QUTA OTOXEVEL otn
on utoupvta KoL TN 6Latr]pr]cr] TNV MA£oV AN 6Lap9pwon TOU KOOTOUC, ME XOLUNAR TLUN
TPOTAOELG aflaG, LEYLOTN QUTOMATOTIOLNON, KOL EKTETAUEVN EEWTEPLKN avaBeon.

OL 0EPOTIOPLKEC ETALPELEG XONAOU KOOTOUC, OTwC N Southwest, easylet, Ryanair
SLapopdWVOUV TO ETXELPNUATIKO TOUC HOVTEAO LLE YVWHOVA TO KOOTOG.

KaBodnyoupevo amno thv aéia (value-driven)

OplopEVEG ETALPELEG avnouxouv Alyotepo pe TG OUVETIELEG TOU Kootouq EVOC OUYKEKPLULEVOU
OoXeSLOU ETUXELPNUATIKO LOVTEAO, KAl ETIKEVTPWVOVTAL 0TN dnpLoupyia aglag.

MpotAaoeLg a&aq Kat o uPnNAOC BaBuOg TG npoomenq eEumnpétnong xapaktnpilouvv
ETIXELPNMUATLKA LOVTEAQ TTOU KaBodnyouvtal ano tnv afla.

MoAuteAn Eevodoxeia, e TIC TTOAUTEAELG EYKATAOTACELG TOUG KOL ATTOKAELOTLKEG UTINPECLEC,
EUMIMTOUV OTNV KaTnyopila auTh.




Epvaoia

e —

“** Anuoupyic opadwv 4 aTtopwV.
“** Emlloyn pioc veac oeac
" [t Eval KOLWVOTOMO TIPOLoV N
" [l pia vEa NAEKTPOVLIKN UTtnpEecia
“** Avamtuén evoc oAoKANPWHEVOU
Ermtiyetpnotlakov 2xedilou (Business Plan) yua
TNV aélomoilnon tnc.



“*2uvioTtatal n kabe opadac epyaciac yLo To
Project tn¢ va epappooet tn Stadlkaoia avtn
OMAAIKA.

“*2T0 EMOpEvVA padnuoto — pe faon to
BewpnTiko auTto nAaiolo — Ba avaAucou e
LLEPLKA QTTO T TTAEOV TIETUXNHEVA

Ertiyetpnuatika Movteda twv teAevtaiwy 2-3
ETWV.



KaAn douvAela




