KepdAaio 5: Ztparnyikn MApKeTIVyK

To TétapTto oT1ddio Thg AvdmTuéng Néwv TTpoidvTwy kai Ymhpeoiwyv e€eTdlel TIC evépyeleg
TOU TIPETEl vad dKOAOUBWOel [ia emixeipnon woTe va avadeifel Ta avraywvioTIKd ThG
TIACOVEKTAPATA KAl va 81aB£oel 0To KoIvé Td TpoidvTa/UTthpeaisC ThG HE oKOTd va eTITUXEI
Toug aTdxouc Tne emixeipnong. Aedopévou 811 n emixeiphon éxer pia 18éa yia éva véo Tipoiov
Kdl n évvold ToUu TPOoIovToG éxel avamTuxOei, oc autd To emimedo h emixeipnon avamntiooel
éva evomoinuévo Kail oAokAnpwpévo ox€d10 oTpaThyIKAG MApKeTIVYK. ATtoTeAei éva pépog Tng
EMIXEIPNOIAKAC avdAuong (oTddio 5) kai civar pia mpooavartoAiopévn Tpo¢ Thv ayopd
diadikacia avdmtuéng, n omoia AduPpdver uméyn TNC To didpKWC HeTaPpaAAdpevo
ETMIXEIPNUATIKG TTEpIPAAAOY Kal Thv avdykn yid Tdpoxh aviwtepng a&iag otov TeAdTh.

I. Opiopéc MapkeTivyk & ZTpatnyikng MApKeTIVYK

«MApKETIVYK €ival TO OUVOAO TWV ETIXEIPNUATIKWY dpAdTNPIOTATWY TIOU ATTOOKOTIOUV OTh
O1aMioTWON TWV TWPIVWY KAl HEAAOVTIKWY avaykwy Twy TeAATWY, aTn HEAETN Kal aXedIAop0
TWV TIPOIOVTWY TToU TTpoopilovTdl yid ThV IKAVOoTIoinon TWV avaykwy auTwy, Kal KaTotiv oThv
Tapaywyn, Tumomoinon, ouodkeudcia, amoOnkeuon, peTagopd, TIHoAdynon, Tpowonon,
TPoPOAR Kal TWANCH TWV TPOIOVTWY AUTWY oTov KaTdAAnAo Témo Kai xpovo. EmimAéov
ouumepiAaupdvetal n TTapakoAoUBnon Twyv KATAVAAWTWY Kal TWV avaykwy Toug Kai YETA Thv
TWANON KAl N TPOOdpHOYA TWV TIPOTOVTWY TIPoC TIC £€eAIOOOHEVEG AVAYKEG TOUC yid Thv
EMTEUEN TWV AVTIKEINEVIKWY OKOTIWY TNG emixeipnong» (BAadikag & TTiyka)

H Ztpartnyikhh MdpKeTivyk apopd pia 81adikagia mou eTITPETIEI OTHV €TIXEiphoh va emevdUoel
TOUG TEPIOPIOHEVOUG TOPOUG Tou B1aBéTel OoTOUC KAAUTEPOUC oOuvdUdopoUC Tapaywyng,
yvwaToTmoinong, 81d8song Kai TiHoAdynong evog mpoidvrog/unthpeoia¢ Wwote va auhoer TIC
TWANROCEIC TOU KAl va 81aThPACE! AVTAYWVIOTIKO TTAEOVEKTNUA.

IT. Aiddikaocia ZtpatnyikA¢ MApKETIVYK

H otpatnyiki MdpKeTIvyk amoTeAgital amd Thv avdAuoh, Thv avdmtuén Tng oTpaThyiKAG Kai
Thv UAoTtoinan dpdoTnpIoTATWY avdgopikd He:

e Tnv avdmrtuin evog¢ opduaro¢ yid Tnv ayopd Tou mapoucidlel evdiagépov yid Thv
emixeipnon

o Opapa [1]: "to «mou» Ba ABecAav Ta ateAéxn va PpeBei n emixeipnon Toug
oto péAhov” (TTamaddkng, 2007, 0. 163)

»  Ykiaypdg@ei TRV emBOUPNTA HeAAOVTIKA BEan TG eTiIXEiphang
= O£Tel YEVIKOUC OTOXOUC
=  QOdnyei TN oTPATNYIKA Kal ThV ATTOGTOAR

e Tnv emAoyA TG ayopd¢-aToxou



o Avyopd - ZT6x0¢: YTmoayopéC TOU Trapoudidlouv OHOIOYEVA XAPAKTNPIOTIKA
OTIC oToie¢ ol emxelphoeic amogadcifouv va dloxeTeloouv Td
TpoiévTa/umhpeaicg Toug

e ToV KABoPIoPO TWV ETIXEIPNCIAKWY AVTIKEIHEVIKWY OTOXWY

o  AVTIKEIPEVIKOI ZTOXO0!l: A€ITOUPYIKA KATAVEUNUEVEC APHOBIOTNTEC UE OKOTIO
Th¢ £TiTEUEN TOU OpdpATOC TNG ETIXEIPNONG

e Tnv avamtuln, cpappoyn kai diaxeipion TWvV OTPATNYIKWY TomoBéTnong WwoTte vd
avtamokpiBolv oTIG AMAITACEIC TWY TTeAATWY o€ KAOe ayopd-oToXo

o XZTpartnyikh TomoBéthong [2]: TomoBéTnon evvooUue Th di1adikacia He Thv
oTroid €va TIPOIOV ATIOKTA HId OUYKEKPIPEVN €1KOVA N oToid Kal HEVEl OTO
HUaAd Tou  KatavaAwTh. EBivai n ouykpiTikRA  aioAdynon  evog
TPOIOVTOC/UTNPECIAC WC TTPOC TA AVTAYWVIOTIKA.

ITI. Xtadia ZTparnyikng MApKeTIVyk
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Zxnua 1: Marketing Strategy

(http://www.mbaknol.com/marketing-management/marketing-strategy-definitions-and-
process/)

a. Xt1adio 1: Xrparnyikn Avaluon Karaoraong

H oTtpatnyikh avdAuon Th¢ KaATAoTaong ThG ayopdc TmepiAappdver Thv avdAuoh Twv
avTaywvioTwy Kai TAC ayopdg, Tnv TUhdatomoinon ThG ayopd¢ KaBwe Kair Th ouvexA
TANPO@OPNON OXETIKA HE TIC OUVORKEG TNG ayopdc.


http://www.mbaknol.com/marketing-management/marketing-strategy-definitions-and-process/
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Opapa Tnc ayopdc, Aopn kai AvaAuon. IMia va umtdpxel pia ayopd Ba mpémel va AnpouvTai
o1 e€n¢ mpoumoBéoeic: (1) katayeypadUéveg avaykeg ToU ayopdaTikoU KoivoU KaBwe Kai éva
A TEPI00OTEPA TPOIOVTA TTOU UTTOPOUV Va IKAVOTIOIRCOUV TIG avdyKeg auTég, Kai (2) emBupia
Kdl OIKOVOUIKNA 1KavOTNTA va PTopoUV vd dmoKTHOOUV TO TIPOIOV TTOU IKAVOTIOIEl TIG AVAYKEC
Toug. Mia ayopd amoTeAeiTal amd éva ouykekpidévo Tpoidv (A Hid ypauph TPoidvTwY) Tou
ptopei va IKavomoIinoel Hid ogipd amd davdykeg Tou KATAvaAwTikoU KoivoUu £ Twv
EMIXEIPATEWY TTOU £TIOUHOUV Kal KI €XOUV ThV IKAvOTNTA vd To amokThoouv. O 6po¢ Tpoidv
XphaoigoTtolcital yia va dhAwael €iTe éva puoiko ayaBo A pia duAn utnpeaia.

H avdAuon Tnc ayopdc kai h poPAeyn HeAAoVTIKWY aAAaywv eivar JWTIKAC onpagiag yia Tig
emixeiphaeig. O1 amogdoeic mou Ba AngBolv amdé Tnv avwTepn dI0iKNON Yid ThV £10aYWYA
VEWV TIPOIOVTWY Kal UTNPECIWY oTNV ayopd, Tw¢ Ba diatnpnBei To upioTdpevo Hepidio ayopdc
kal Tw¢ Ba avrame€épOouv oc OoUVONKeC UPeong TNC ayopdg cival Kpiolpeg oTpaTNYIKEC
emiAoy£G. ZT6X0G TG avdAuong Tng katdaTaong (situational analysis) eivai o evromiopog Kai
n TEPIYPAPh TOU KATAVAAWTIKOU KoivoU, N KAtavonon TWyY avaykwy Kdl TPoTIHAGEWY Toug, N
EKTignon via To WHéyeBo¢ K To puBud avdmtuing ThG ayopd¢ Kai o KaBopiopde Twv
avTaywvIoTIKWY TTPOTOVTWY.

H aioAdynon Twv avtaywvioTIKWY oTpaTNYIKWY gival pia onpavTikA TTUXA TN oTpaThYIKAG
avdAuong Tn¢ katdotaocnhg. Eivar onpavrtiké va evromioToUv T60O 01 UpIoTddevol 00 Kal ol
SUVNTIKOI avTaywviaTéC Kal va avaAuBoUv Ta 10xXupd kai adUvapa oheid Toug.

Tunpatomwoinon Thg ayopdc. H tunuatomoinon Tng ayopdc €€eTdler Tn @lUon Kai TV éKTdon
TNG TOIKIAOHOPYIag TWV avaykwy Tou KatavaAwTikoU KoivoU og pia ayopd. Anpioupyei Thy
€UKdIpia OTIC EMIXEIPACEIC VA ETIKEVTPWOOUV TIGC duvATOTNTEC TOUG OTIC ATMAITACEIC Wiag
ayopdc-otoxou. Kard Tnv Tundarotoinan Thg ayopdc Mia peydAn etepoyevi ayopd Siaipeitai
oc HIKpOTEpa TUAKATA (A uToayopég) Tou Ttdpouaid{ouv Tio OHOIOYEVA XAPAKTNPIOTIKA ooV
agpopd TO TPOIOV A Thv UThpeoia Wiag emixeipnong. Me Tn didipeon auth KaBe emixeiphon
gival o Béon va oUYKeEVTPWVEl OAEC TIC TTPOOTIABEIeC Kal TOUC TTOPOUC OE UTTOAYOpEG TTOU
Tapoucidfouv TIC KAAUTEPEG TIPOOTTIKEC Yyid Tnv TmepimTwon Tng. O 0T6X0C TNG
TUhpAToTOINGNG Eival va e€eTAoel ThY TTOIKIAOHOPWid TG ayopdC W¢ TPoC TIC AvAYKES Kdl TIC
£MOUHIEC TWV KATAVAAWTWY Kal va evroTmioel Ta TUApata (umoayopéc) mou mapoucidlouv
evlla@épov yia TR €MIXeElphPaTIKA dpdon Tng emixeipnong. AToTéAeopa sival kdOe TUAKa va
TEPIEXEI AYOPAOTIKO KOIVO HE TTAPOHOIEC AVAYKEC KAl TIOUMIEC KI ETOPEVWC N ETTIXEiphon va
gival e Béon va emevdUosl KaAUTepa Toug Tdpoug Trou éxel oTn 81dBeon TNC Kal auéhoer To
paBué 1kavomoinang Tou katavaAwTikoU KoivoU. Ta KpITHpId yid ThV TUNUATOTOINGN TNG
e€apTvTal amd Th oOTpATNYIKA ToUu éXel UIoBeThoel kai Th dpdon mou emBupei va
TPAYHATOTOINCEI KABE eTiXEipnon. ZThv TTPdAEn viveTal cuvdudopog TWY KpIThpiwy.

Baoikd Kpithpia Tunuatomoinong Ayopdc:

o Tewypayika

e Anpoypagikd



o Yuxoypagikd
e Oikoyevelakog KUkAog
o Tpoémoc ZWAC

Zuvexic TTAnpowdpnon yia Tic ouvOnkeg ayopdc. Mia améd TIGC ONUAVTIKOTEPEC OUVOAKEG
yid ThV €TTEUENG EMIXEIPNUATIKAC ETTUXIAC gival n avdykn KaTavoénong Twv ayopwy Kdi Tou
avtaywviopoU. H tpdPAsyn Twv aAAaywv kai Twv e§eAifewy aoTnhv ayopd civai pia ouvdpTnon
TOAAWY TTapayovTwy 6TwE h €icodo¢ VEWVY avTaywvioTwy Kai n PeATiwon Tng TexvoAoyiag.

b. ZT1ddio 2: Xxediaoudc ZTpaThyiKWY mpooavaTroMopévwy othv Ayopd

H oTtpartnyiki avdAuon Tnhg katdotachg Tpoodiopilel TIGC €UKAlpieg TNC ayopdc, opilel TIg
uttoayopég, aflohoyei Tov avraywviopd kaBwe kair Td i1oxupd Kair adlUvapa onpeia Thg
emixeiphong. H ouvexnc mAnpogwopnon Tng ayopdc diadpayparilel kaipio poAo atov oxediacuo
TNG OTPATNYIKAC HAPKETIVYK, N omoia TepiAauPpdvel Tn aToxomoinon ThG ayopd Kai Th
oTpaTNYIKR TOTmoOETNONG, Thv dhdioupyia oxé0swv HAPKETIVYK, Kai Tnv avdmtuén kai
€10aywyn VEWV TIPOTOVTWY.

Ztoxomoinon Ayopdc (Market Targeting). O okomdg Thg Snpioupyiag HIAG OTPATNYIKAG
OTOXO0T0INONG TNC ayopd¢ eival n eTIAOYA TOU ayopacTikoU KoivoU TTou n eTtixXEipnon emBOupei
va e€umnpeTAcel elodyovTag To Tpoidv TnG oe auThAv. Tia To Adyo OTI o1 aAvAYKEC Kal
emOupie¢ Twv KaTavaAwTwy diagépouv, o OTOXOC ThG emiXeipnong eivar ouvhBwg éva h
TEPIOaOTEPA TUAKATA TN ayopdc TipoidvTwy. MOAIC Ta TuAKaTa (UTroayopéc) evromioToUV Kdi
kaBoploTei 0 Pabuogc onuavrTikeTNTAg TOUC yid Thv emiXeipnon, €MIAEYeETAl N OTPATNYIKA
oToxoToinong Tng ayopdc. O atdxog civar va Ppebei N kKaAUTeph avTioToiXia HeTall Twv
amaITACEWV ThG KABe umoayopd¢ pe Tic duvaToTnTEG TNG emiXeipnong. H emAoyh Thg
OTPATNYIKAC QUTAG €ival KEVTPIKG ONUEio TNG OTPATNYIKAC HAPKETIVYK yid To Adyo OTI h
oTtoxoToinon odnyei oTtov KaBopiopd TwWvV OTOXWV Kadl ThV avdmTuén pid¢ oTpdThYIKAG
TomoBéTnong. H otparnyiki otoxomoinong Wmopei va emhpedleTal amoé Tnv wpINOTNTA TNG
ayopdg, Tn ToIKIAOHop@id TWV avaykwy Kal TPOoTIUACEWY TWV ayopdoTwy, To UEyeBog TNng
ETMIXEIPNONG 0 0XEON HE TOV AVTAYWVIOUS, TOUC TTOPOUG KaBuw¢ Kai améd Tov 6yKo TWARGEWV
TIOU aTtaIToUVTdI Yid ThY ETITEUEN EUVOTKWY OIKOVOUIKWY ATTOTEAEOUATWY.

Ztparnyikn TomoBétnong (Positioning Strategy). H otparnyiki TomoBéTnong agopd Tov
KaAUTEPO oUVAUAOUO TOU TIPOi6VTOG, ThG dAucidag afiag, TN TIHAC Kal TWV OTPAThYIKWY
TPoWwONoNnG Tou {ia emixeiphon UI0BeTei WoTe va ToToOeTAGEI TOV £€aUTO TRG ATTEVAVTI OTOUG
avtaywvioTég The. O dpo¢ ToTroBETNnoN avagépeTal oTh el0aywyh eva¢ poidvTog/unthpeaiag
0TO KATAdAAnAo TUAHA ThG ayopdc Tou omoiou ol ouvBnRkeg Ba euvoolUv TNV ETITUXNHEVN
avdmTtu€h Tou ot oxéon pe Ta avraywvioTikd. Eivar o Tpémog mou To kKatavaAwTikd Koivéd
avTihaupdveTtal To mPOIGVY A TNV UTthpeoia ge oxéon He TIGC avdykKeg Tou €XEl Kal We Thv
Umapén Twv avTaywvioTIKwy. H TomoBéTnon evdg mpoidvrog utopei va yiver PAoel NYETIKAG
Oéonc 6mwe: a) ZTo pepidio Thg ayopdc (n HeyaAUTepn oc TWAROEIC emixeipnon), P) ZThv
mo16TnTa (Ta mio afiéomoTta TpoiévTa), y) ZThv TeXvoAoyia (n TpwTn TOU avamrtyooel



Texvohoyia), 8) ZTnv Kaivotodia (n o dNUIOUPYIKA OThV £QApHOYA VEWY TEXVOAOYIWV), €)
2TIc Kahég ayopég cukaipiac (n mo xaunAi TiR), ot) ZThv afia (n kaAUTepn TiPR), {) ZThv
ToIKIAia (LEYaAUTEPN TTOIKIAIG TIPOIOVTWY) K.d.

H TomoB£TNnon mpoidvTog mpémel va TeTUXEI TOUC TAPAKATW GTOXOUC:
= Evioxuon Tou voApdTog Ttou £XeEl To HAVULA Yid Tov TTEAATN
* Na ameuBlveTal o €va €0TIAOUEVO KOIVO TTEAATWY

*  Ailapopomoinon Tou TPOIGVTOC aTtd TOV AVTAYWVIOUO OThV avTiAnyn
Tou TeAdTh

*  Tnv amégach Tw¢ Oa avTIHETWTIOEI TOV AVTAyWVIoU6

Zxéoeig Mapketivyk (Relationship Marketing). TTpokeitar yia pia oTparnyikn MdpkeTivyk
TIOU 0TOX0 £X€l va KaBiepwael Kal va diatnphoel Hia kepdopdpa Kal HakpoxXpovid axéon [e To
KatavaAwTikd koivo. Aivel éupdon oTnv o1kodopUNnon HAKPOTPOOEoHWY OXECEWV KiI OXI OF
pepovwpéves auvahhayég kal TrepiAauPdvel TRV KATavonon TWV dvaykwy Tou KatavaAwTikoU
KoIvou.

AvantuEn Néwv TIpoidvrwv/Yrnpeoiwv (A.N.TT). Eivar onpavtikfi onpgaciac n avdamtuén
VEWV TIPOIOVTWY KAl UThPediwv Ta oToid Oa avTtikaracTticouv R Ba PeATiwwoouv Adh
UQIoTApEva TTPoiovTa A UTThpedicg Ta omoia Ttapoudidlouv TTAéov XapnAd 8&ikTh TTWARTEWY Kal
kepdwv. H diadikacia §ekivd He Tov EVTOTIOHO €VOC <«KevoU» OTNV IKAVOTIOiNON TOU
katavaAwTikoU KoivoU. Katd thv AN.TT 6Aa Ta TpApara piag emixeipnong mpémel va
ouvepydoToUv kai va Tepdoouv amd 6Aa Ta otddia (Tévvnon Idewyv, AfioAdynon Idcwv KTA).

c. XZtadio 3: Avantuin TTpoypauparoc MapkeTivyk (Meiyua MApKETIVYK)

H oToxomoinon ThG ayopdc Kai n oTpathyikh TomoBéTtnong Ba odnyfhioouv oTov KAaTdAAnAo
ouvdudopd Twv oToIxeiwv Tou peiypatog (poypduparoc) MdpkeTivyk. To peivpa HAPKETIVYK,
Ta 4Ps dnAadh (Product, Price, Place and Promotion), civai Ta epyaAcia ekeiva Tou
XPNOILOTIOIEI N €TTIXEIPNON HE TETOIOV TPOTIO WOTE va €MITUXEl TV AVTATIOKPION TToU O£Ael
amoé Tnv ayopd-otoxo Tou (target group). To peivpa pHApKeTIVYK dev eival TimoTe dAAo amo
Tov TIpoodiopiopnd OAwv Twv TapayovTwy mou emdpoUv K emhpedlouv Thv TpowOnoh
Twv TWARoswv The emixeipnong. H e€étaon kai aAAnhoe€dpThon Twy oToIXEiwv auTwy
KATAANYEl oTNV €TIAOYR TOU KATAAANAOU HEiyHATOC TOU aAVTIOTOIXEI OTOUC OTOXOUC TNG
EMIXEipnong.

Onwe pavepwvel kai N AEn “peivpa”, n douAcid Tou TUAPATOC HAPKETIVYK HIAC £TIXEipNONnG
gival va emTUXEl TO OWOTO, 100PPOTTNHEVO Heiyda HApKeTIvyK. Tia Tapddeiypa, artnv
TEPITITWON TIOU TO TIPOTOV gival KAKO adAAd n SiagApIon Tou gival emTUuXnUévh, dev HTTOPOUKE
va HIAGUE yid owaTo HeiyHa HAPKETIVYK. Z€ HId TEToIA TTEPITTTWAON, To amoTéAeopa dev Ba civai
OeTIKO.

270 peiyda MdApKeTIVYK emikevTpo cival o KatavaAwThc. TTepioodTepo evdiagépel TI OéAel
Kal TI avdykeg €xel n ayopd-oToxo¢ mapd n mpoomddeia va melobei To Koivéd auTd va
ayopdoel. To pApKeTIVWK €oTidlel oTov katavaAwTh, éxiI oTo Tpoiév. Etol n Siadikacia



oxediaopgol mepihappdvel Tnv £kBeon OTov KATAVAAWTH TWwV OTOIXEiWV TOU HEiydaTog
pdpkeTIVYK (marketing mix).

To peiyda pHApKeTIVYK TepiAappdverl Ta mepiponta 4 “P”s, amd Ta dpxikd Twv ayyAikuwv
Aé€ewv: Product, Price, Place and Promotion. AnAadh:

1. Tlpoidv
2. Tign
3. Témog / Aiavoph kai

4. TipowBnon

Product
Strategy

N

e
Positioning
Strategy

Market

Promotion
Strategy Target

Distribution
Strategy

£

Price
Strategy

Zxnua 2: Marketing Mix (http://www.mbaknol.com/marketing-management/marketing-
strategy-definitions-and-process/)

To peiyda HApKeTIVYK e@appolel oTPAThYIKEC Yid Th KATAAANAN aTpdThyiKR ToTmoB£Thong.
2716x0¢ ¢€ival va emTeuxOei Hia €UVOiKA ToTToBEéTNON OThV avTiAnyn Tou KatavaAwTikoU
KoivoU n omoia va pmopei va d1aBéoel TOUG UTIAPXOVTEG OIKOVOHIKOUG, avOpwmivoug Kai
TApAyWyIKoUC TOPOUG OTIC dyopéC, OTOUC TEAATEC KAl OTA TPOIOVTA HeE To duvaTov
AaTOTEAEOUATIKOTEPO KAl ATTOOOTIKOTEPO TPOTIO.

d. Z1adio 4: Epappoyh kai Aiaxeipion Meiypatoc MApKeTIVYK

H emAoyh ThG ayopdc oTOXoU Kai ThG oTpdThYIKAC TomoBétnhong odnyei Thv avdmtuén Tou
HeiydaTog HAPKETIVYK 0To aTddio Tng dpdong.
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2 xed1aopHoc AmoTeAcopaTikwy EmixelpRoswv fe mpooavatoAiopd Thv Ayopd. Oa mpémel va
UTIdpx el 0apnc Kabopiopog Twy dpHodIoTATWY TTou KaAeiTal To avBpwmivo duvapiko va @épel
€I1C TEPAC WOTE va 0AOKANPUWVETAI ETITUXWS N 0TPATNYIKA HAPKETIVYK The emixeipnong. Eivai
To 0TAd10 KATA To omoio Ba mpémel va AnpBoUv amoYdoei¢ ava@opikd He TV KATAVOUR Tou
avOpwmivou duvapikoU oTa KatdAAnAa TUAUATa Tng emiXeipnong wote oi diadikaciec va
emnpedlouv OeTikd Thv amddoon The. Ti' autd To Adyo Ba TpéTel avd TAKTA XpPoViKA
diaoThpata va afiohoyoUvtai o1 diadikdois¢ Kair va avayvwpilovrar TUXOv avdykeg yid
ahAayég.

Ztpatnyiki Epappoyic kai EAéyxou. AmoteAcital amd Tpia otadia: 1) Tnv mpoeToipdoia Tou
oxediou WAPKETIVYK (TAKTIKEG) Kal Tov TpoUTtoAoyiopd, 2) Thv e£gdppoyR Tou oxediou
HAPKETIVYK Kal 3) TN XpAoh Tou oxediou PAPKETIVYK yid Thv aioAdynon Kai Tov £Aeyxo ThC
OTPATNYIKAC g€ TAKTIKA Pdon. Oa mpémel va ondeiwBei mwe undpxel dilagopd avdpeoa oTIC
TAKTIKEC YAPKETIVYK KAl aTNn OTPATNYIKA HAPKETIVYK. Me Tov 6po «TakTIKEG» avagépovTal ol
KaBnuepIvEC, SUVABWC eTTavaAnTITIKEG, dpAdTNPIOTNTEC TTOU YivovTal péoa o€ [id emiXeipnan,
0 TPOTIOC YIa va €TITEUXOOUV 01 avTIKEINEVIKOI aTOX0!I ThG. ATTO TNV dAAN TtAgupd, oTav viveTal
AGYOG yid Th «ZTpATNYIKA» VOEITAI N TIPOOTITIKA TOU £€X€I Hia €TIXeipnon, To OUVOAIKO 0X£DI0
avagopikd e To TI oTOXoUC éxel Béael. To ax£dio PHAPKETIVYK eTTopévwe e€nyei TI TpoKeITal
va oupPei katd Tnv mepiodo TPoypdppdATIoHoU, Tolo¢ gival o umelUBuvog, oo Ba KodoTioel,
kaBw¢ Kai Ta avapevépeva amoTeAéopara (yia Tapddeiypdd, TPOPAEWeIC TWARCEWV).
Emiong mepiAapupdver kaTeuBuUVTAPIEC YpappéC dpdong yid TIC SpdoThpIOTNTEC TTOU TIPETTEl vd
£QapHooToUV, TOIOG KAVEl TI, TIC NUEPOUNVIEC KAl TOV TOMO TNG E€KTEAEONG, KAl TWE N
epappoyn Ba mpémel va oAoKANpwOEi.

TToAAoi Trapdyovte¢ ouuPdAAouv OThV aTTOTEAEOUATIKOTNTA ThG €QAPUOYAC Tou axediou
HAPKETIVYK, ocupmepiAduPpavopévwy Twy 3e€IoTATWY Tou £xel To avBpwmivo duvapiké, Th
Oéopeuon TWV EUTTAEKOUEVWY ATOHWY, Td KivnTpd, KABW¢ Kal TNV amoTeAEOUATIKOTNTA TNG
ETMIKOIVWYVIAC TOOO OTO ECWTEPIKO TG opydvwaong 600 Kal 0To eEWTEPIKO AUTAG.

H ZTparnyiki pdpKeTivyK eival pia ouvexnc di1adikacia ARYNG amo@doswy, epdpUoyn Toug,
Kal TapakoAoUOnong TNC damOTEAEOUATIKOTNTAC TOUG MeE Thv Tdpodo Tou Xpovou. H
afiohdynon kair o éAcyxo¢ oxeTifovral pe TNV TapakoAoUBnon Twv £md60cwWV Kai, 6Tav
xpeldaleTal, e Thv TpoToToiNON TWV aXediWV - TAKTIKWY WaTe va diathpouvTal ol €mdO0EIC
oc kaho emimedo. H afioAdynon mepiAaupdvel emiong Thv avalATnon VEWV eUKaipiwy Kai
mOavwy amelAv yia To péAov. H ouvexnc dpaotnpidétnta Thg ZTpdThyikn MApKETIVYK
e€aopaAileTal 6Tav To TeAeuTdio 0TddIo TponyeiTal Tou TTpWwTou (UTtdpxel afloAdynon Tpiv Th
TPOETOINATIA TOU OXEDiOU HAPKETIVYK.

‘Eva ox£d10 pdpKeTivyk TrepiAaupdver autd Ta oTtoixeia:
o TTepiAnyn Kai el0aywyn
e 2XTOx0I EMIXEiphong

e AvdAuon Kartdotaong



e  Ayopég-0TOXO0UC

o TakTIKEG

e TTapakoAoUBnon kai AEioAdynon
To ox£810 HAPKETIVYK:

e EmTpémer Tnv kKaravénon mponyoUUEVWY ATIOPACEWY HAPKETIVYK Kdl TWV avTiKTUTIWY
Toug

e EmTpémer TNV KaTavénon Twy ouvONKWY ayopdc
o OféTel KaTeuBUVOEIG YIa HEAAOVTIKEG TIPOOTTIAODEIEG HAPKETIVYK
IV. SCORPIO Ztpartnyikin MapkeTivyk

AnpioupyBnke amé Tov Paul Fifield o omoioc 1oxupileTal 11 pokeITal yia évav katdAoyo
eAéyxou Trapd via éva emixelpnUaTike povTéAo N Wia véa Bewpia. H Aiota gAéyxou SCORPIO
emTpémel Thv afloAdynon Tng Tpéxouoag KaTAoTAonG ThG ayopdc Kai Th oTpAThyIKA
UAPKETIVYK TNG ETIXEipNONG.

SCORPIOT
www. fifield.co.uk

Scorpio market strategy
® Paul Fifield

Industry or
Market

Urganisation Positioning

- Processes & Brandin
& Culture / \‘ °
. s |
Segmentation Retention

& Targeting Strategies

TInyn: The Marketing Strategy - Third Edition
Industry or Market (KAGdo¢ i Ayopad):

H emixeipnon kaAcital va amavthoel o epWTANATA avapopikd He Thv Evralh The oTov KAAdo f
oThv ayopd. Eivar pia duadidkpiTh didgopd h oToid EYKEITAI OTO YEYOVAC OTI N ETTIXEIPNHUATIKA



dpdon katatdooeTal oTi¢ e€Ac dVo kaThyopieg: 1) Ta pog MwAnon TpoidvTa / UTnpeaieg Kali

n TexvoAoyia Tou XphoipomoleiTal yia va dnpioupynBolv (KAGdog) Kai 2) TIC avdykeg Twv

TeAATWYV TTOU N emiXeipnon Ba 1kavotoifoel (ayopd). OTav yiveTalr avapopd atov KAddo h oTnv

ayopd, ouolaoTIKd TiBeTal To epWThpA €AV h emiXeipnonh éxel Eeplyel amd Ty amAl Tapaywyn

TIPOTOVTWY KI £XEl £O0TIAOEI TIC TPOOTIABEIEC TNG OTN Tipoowopd TipooTIOEéuevng afiag oToug

KatavaAwTég. To peyaAUTepo TPOPANHA Twy ONPEPIVWY ETIXEIPAOEWY gival nh aduvayia

TOTTOOETNONG TWV AVAYKWY TOU KATAVaAwTIKOU KoivoU TIdvw amod Thv €TMITAKTIKA avdykn yid

véa TeXVoAoyikd TtpoiovTa. ZT1o ZxNAWa 1 mapouaidlovral mapadeiypara KAadou kar Ayopdg.

Industry definition Company Market definition
Motor cycles Harley Davidson Big boys' toys
Watches Swatch Fashion accessories
Electric motors Black & Decker DIY (do-it-yourself)
Railroads Amtrak Transport (people and goods)
Electronics Sony Entertainment
Cars Jaguar Status
Waiches Rolex Jewellery
Coffee shops Starbucks The 3rd place (between home and work)

ZxhApa 1: Aiapopd petafy KAddou kar Ayopdg. TTnyh: The Marketing Strategy Book - Third

Edition, p. 140
The strategic checklist for your organisation is:
1 | What business are we in? What are we currently selling? How do we
define what we are & what we do?

2 | What business do we want to | How might this be expressed in market terms?
be in or should we be in?

3 | How does this define the What solutions are the target customers
market/customer needs we seeking?
should be satisfying?

4 | Where/how should we be What solutions should we be addressing next?
growing the business?

5 | What are the strategic What are the market and environmental
opportunities & threats? factors?

& | What competition are we Who is offering alternative solutions?
facing?

7 | What are the boundaries for What should we be doing more of /less of?
effort?

TTivakag 1: Industry or Market? TTnyi: The Marketing Strategy Book - Third Edition



Customer (TTeAarng / KaravaAwTiké Koivé)

2TIC ayopéC o TeAATNG €ival 0 KupiapxXog Tou «TraixvidioU». Xwpi¢ To KATAVAAWTIKG KOIvo
gival aduvartn n Umapén €oddwv kai Kepdwv yia Thv emixeiphon. Emopévwe, amoteAei To
Paciké Adyo emipiwong Twv eMIXEIPACEWY Kal yiI' auTtd To Adyo Tpémel va yvwpilouv TIG
emBUPie¢ Tou KatavaAwTikoU KoivoU. Eivalr katavontd oTi o1 emixeiphoeig dev TTpooPAETouV
oThv emPiwon ThG Kal povo aAAd dpdcTnplomoloUvTal OThv eUpedn KATAVAAWTIKOU Koivou
wote va avrameABouv oTIC Taxéwg avamTuoodueveg S1eBvomoinpuéveg ayopég mou Bd Toug
e€aopaAicouv TNV TApApovA Toug oThv ayopd Kai Thv avfnon Tou TepiBwpiou Twv KepdWv

TOuC.

1 | Who are they? What do we really know about our customers?

2 | What do they currently buying | Remember that customers buy benefits, not
from us/our competitors and | ‘features!
why?

3 | What are their problems/ Customers will normally pay for solutions to
needs/ wants? existing problems - they don't need additional

problems.

4 | What do they want from us Anticipation of future needs and wants is the
now/ will they want in the key to revenue and profit growth.
future?

5 | What barriers are getting in Are the barriers external or are there internal
the way? barriers that we create?

& | What will make them come to | And the answer is unlikely to be ‘price’
us?

7 | Where do customers interface | Check all the points of contact - and make
{connect) with our sure they are joined up
organisation?

TTivakag 2: Customer. TTnyn: The Marketing Strategy Book - Third Edition

Segmentation & Targeting (Tunpatomoinon & Ztéxeuon):

1 | What is the current state of No matter what it is called, how is the market
segmentation in the ‘broken up’ currently?
organisation?
2 | What do we want Don't get involved until you know what you
segmentation to do for our want from the investment
organisation?
3 | What segments exist in our How are they different? Can you explain it
target market? simply?
4 | How durable are the Why invest in them unless you know they will
segments identified? repay on the investment?
5 | How can we prioritise the Which order should we approach the
segments for approach? segments? Everything at the same time is
unlikely to succeed.
& | Which segments should we Which segments should we ignore/avoid?
target? There are always some customers that we will
never make a profit from.
7 | How can we market to Without confusing the whole market with
different segments? offers that just don't make sense to them (in
that segment)




TTivakag 3: Segmentation & Targeting. Tinyh: The Marketing Strategy Book - Third
Edition

H Tunuaromoinon Tng ayopdc Kal n Kathyoplomoinon Twv TeAdTwv civar amdé Ta pacikd
ouoTartikd ThG aTpaThyIKAG HApKeTIvyK. O emixeiphoeic dev Pacifovral TAéov ot «palikh
ayopd» Adyw Twv TpoPAnpdTWY TTOU yevvoUvTdl amd Thv avopoloyéveld Tou TAnhBuopou. MNa
va UTdpx el aToTEAEOUATIKOTNTA n TUnWaATomoinon cival éva Pacikd egpyaAsia yia To THAHA
UAPKETIVYK [iag emixeipnong. Aesv umtdpxel évac TpOTOC TUNUATOTOINONG ThG ayopd¢ aAAd
e€apTdTal amd Thv TOAUTTAOKOTNTA TTOU TNV XdpdKTnpilel, To emiedo avTaywviopoU Kai Thv
IKavOTNTA TOU opyaviopoU va ameubuvOei emTUXWE o€ TTapamdvw amo pia ayopd-oToxo.

Positioning & Branding (Toro®étnon & Eumopiké Znpa):

Differentiation or
‘Commodity’ marketing?

Positioning is about uniqueness, which is
about VALUE in your customers’ eyes - it is
not about being the same as all the others.

Which market positions exist?

What positions do the competition hold?
What positions are ‘credible’ from the
customers’ perspective?

What market position do we
own, or do we want to own?

How can we be first?

How are we going to be
different from the
competition?

Does your organisation believe in Brands or
Commoeodities? If the former, are you clear
what you are creating?

What is a brand? What are its
unique ‘values’ and
‘personality’?

The brand is the ultimate vehicle for wealth
creation but it cannot be done without the
support of the whole marketing mix

What are the costs and
benefits of building a brand?

A brand is more than just a name, it makes
unique promises, and is trusted to keep them,
that takes time and money

How do we invest in the
brand and a differentiated
market position?

Brands are about strategy, not just tactics!

TTivakag 4: Positioning & Branding. TTnyh: The Marketing Strategy Book - Third Edition

To
TpoidvToc/unnpeaiag, oUTe éxouv Thv idia amaitnon amd dAs¢ Tic emixeiphoeic. H péBodog

KaTavaAwTiké Kolvd de oToxelel TAVTOTE OTNV  ATOKThOn Tou @OnvéTEPOU
TNG XAaUnAOTEPNG TIMAC A TNC OUYKPITIKAC TpoTuttoTroinong dev amoTteAsi aTparnyiki. H
OTPATNYIKA HAPKETIVYK apopd Thv uloBéTnon oTpaTtnyikwy diagopotoinons. O ocuvduaopog
TNG OTPATNYIKAG TOoToBéTnong He Tnv alomioTia Tou €UTTOPIKOU OAPATOC EMITPETTOUV Th

dnuioupyia diadpopwy TPo¢ VEEC ayopEc.

H American Marketing Association (AMA) opiCel wg brand To «évopa, 6po, onuddi, oxédio
A ouvdUdOUO AUTWV HE OKOTO Tov TIPOOOIOPIoHO TWV TPOIOVTWY R UTNPEoIWV amd évav
TWANTA A fia opdda TWANTWY Kal va Tou¢ Eexwpilel amd ekeiva dAAwv». £)¢ ek ToUToU TO
«branding» dev oToxelel oTNV €TIAOYA TOU OUYKEKPIHEVOU EUTIOPIKOU OAHATOG Héod O€ Hid
avTaywvioTIKA ayopd aAAd yia va dnpioupynBoUv o1 KatdAAnAeG oUVONKeC WaTe To v duvdpel
KATAvVAAWTIKO KOIVO vd Ol To €V AOYWw gUTTOPIKO ONPA w¢ Th AUon aTo TpoPAnUd Toug.



O1 oTox01 oV €va KAAd ePTTOPIKO ONKA KAAeiTal va emiTUXEl TTepIAauPpdvouy:
e TTapddoon pnviuarog He oaghveia
o  Empepaiwon afiomoTiac
e XuvaigOnuarikh olvdeon emiXeipnong He TV ayopd aToxo
e Tlapakivhon ayopaoTh
e Agociwan katavaAwTikoU Koivou

Retention (Aiathipnon KatavaAwrikoU Koivo():

1 | How important is ‘Retention’ | Do the numbers, you will convince nobody

in our market? otherwise

2 | How big is the ‘problem’ and Exactly how much money will you get back
the potential gains? from improved retention?

3 | Is retention just about No. lts about commitment.

customer satisfaction?
4 | Do accounting and reporting Yes. How can you get round them?
systems impede retention
activities?

5 | How good is our Marketing How do you hope to get mare customers to
Information Systems (MKIS)? stay longer without understanding what they
want more of?

& | What is the strategic role of If it doesn’t fit into strategy it won't be done
Customer Relationships?
7 | How are we planning to invest | Your customers are your primary asset and
in our primary asset? under threat from competition every day.

TTivakag 5: Retention. TTnyn: The Marketing Strategy Book - Third Edition

H afia Tnc diathpnong ugioTduevou KaTavaAwTh gival o Kepdopdpa amod Thv aTdOKTNON EVOC
véou:

e H ouumepipopd TaAPEABOVTIKWY Kdl TwPIVWY TeAATWV gival 0  KaAUTEPOC
TIPOYVWOTIKOC O€IiKTNG Yid Th HEAAOVTIKA CUUTTEPIPOPA TWV KATAVAAWTWY

e O evepyoi TeAdTeg cival euxaploThpévol TeAATEC dpa Kai diaTnPACIPOl Yid TnV
eTMIXEipnon

e H d&iathpnon Twv KatavaAwTwv civar pa diadikacia «Apdon - Avtidpaon -
Avartpopodotnon - EmavaAnyn»

e H diatApnon Twv KATAVAAWTWV ATAITEl ATOTEAEOUATIKA KATAVOUAR TWV TOPWV Tou
HAPKETIVYK

H diathphon Twv katavaAwTwy dev TTPOKeITAl yid Hia diadikagia KaTd Thv oTroia h eTiXeiphon
amAwg divel aTov KATAVAAWTIKG KoIvo auTtd Tou emBupei. TTpékeiTal yia pia diadikacia katd



Thv omoia n emixeipnon xpeidletar va {emepdoel TIC TTPOadoKieC TWV KATAVAAWTWY WoTe va
TOUG HeTATpéWel ot MIOTOUC OTO EUTIOPIKG ofpa TeAdTeg. TTpOKeITAl yid Hia olkovopikd
amodoTIK Kal Kepdopdpa OTPATNYIKA, aTAPdiTATN OTO OhPEPIVO ETIXElpnolakd. Bdoel
gpeuvuy 1o 80% Twv TTWARGEWY TpoépxovTal amd To 20% Twv meAatwy. Exovrac autd katd
vou gival avapgipoAn n ongavTikoTNTa ThG 1aTAPNONG TOU KATavadAwTIKoU KoivoU.

Organization - Processes and Culture (Emixeipnon - Aiadikacieg kai KouAtoupa)

Av dev amoTeAei HEPOC TOU UAPKETIVYK, TA OUOTHKHATA, ol dOHEC KAl N KOUAToUpaA ThG KdOe
EMIXEipNoNg Teivouv va OnpioupyoUvTal Tpo¢ O@eAog TWv artopwy Tou epydlovral aThv
eMIXeipnon Kal 6X1 yia Tou¢ TeAdTeg TnC. KaBe emixeipnon diémetal amé Th SIKA ThG
£TAIPIKA KOUATOUpA h oToid avagépeTal ot éva Koivo oUaTnua afiwyv, TemoIBAcEWY Kai
Kavévwyv oupmepipopdc peTall Twv epyalopévwy TnG. Ta dropa piA¢ emixXeipnong
dlapépouv W¢ TMPOC TOUC OTOXOUC, Td KivnTpd, Tic dpdoeic Kai TI¢ avTidpdosi¢ Toug oTo
epyaciakd mepiPpdAAov Kal auTéc ol dlagopEG TOUG TIPOKUTITOUV AdYw €iTe dnpoypdg@ikwy
XApakTNPIoTIKWY (nAiKia, @UAo, @UAR), ciTe emdpkelag (1kavotnteg, deidTNTEC), ciTe
YuxoAoyikwy TapayovTwy (oTtdoeig, aficg, mpoowmkOTNTA). H eTaipiKA KoUATOUpa agopd
oc pia aioBnon cUAAOYIKAC TauTdTNTAG TNG €MIXEipnong, mou dndioupyeital pe Thv Umapén
eVOC ouoTApaTog Koivwv aliwv kai memoiBhoswy. Eva TéTolo olUoThua diapop@wvel
KATT0I0UC KAVOVEC OUPTIEPIPOPAC amd ToUuG oToiou¢ kaBodhyoUvTal o1 dpadThpIdTNTEC TWV
aTopwy.

1 | Is the organisation focused on

internal or external issues?

We know the answer - how can you make the
organisation customer friendly?

What is the organisation
really good at - and does it
matter?

You will need core competences to be
different

What is going on with Culture?

Culture can kill - if it’s not the right one

Is the organisation joined up?

Does anyone manage the organisation and line
it up to face the customer?

|s the organisation driven by
the right information?

Customer, not product/service information is
required

Which metrics are used to
manage and drive the
organisation?

What get measured gets done - measure the
bright things

Change management - what is
that?

The organisation must change - to keep up
with its customers

TTivakag 6: Organization - Processes and Culture. TTnyn: The Marketing Strategy Book -
Third Edition

Offerings (TTpoowopd Afiac)

O 6po¢ «TTpoopopd Afiac» ouumepiAappdver 6Aa Ta TAsovekTAPATA Tou Ba Tpoowépel h
EMIXEIPNON OTOUC KATAVAAWTEG TG 0€ avTamodoan TG ayopadTIKA ToUuG Kivhong.

Tumor TTpoopopuwv Aiag:



1) OAec o1 TTapoxéc: H mAsiovoTNTA TWV ETIXEIPACEWY XPNOIUOTIOIEI AUTOV Tov TUTIO
Tpoowopdc afiac yia va oupmepiAdPouv oTIdATOTE Ba Umopoloe va TPooeAKUOEI TO
KATavaAwTiko Koivd. QoTéoo, mpdkeiTal yid pia adlvaun mpoomdBeia SiaTUTwong
mpoowopdc aiac agol auTth n Tpooéyyion amaitei €AdxXIOTh yvuwon Tou
KaTavaAwTikoU KoivoU Kdl TWV avTaywvioTwy.

2) Znueia Aiagopomoinong: AuTOC o TUTOC avayvwpiler 0TI o TeAATNC EXEl

eVAAAAKTIKEG AUOEIC e amoTEéAEopd N €MIXEipNON vad ETMIKEVTPWVETAI OTOV TPOTIO HE

Tov oToio Ba d1aYopoToIRcEl TA TIPOTOVTA/UTINPETIEC TNG ATIO TIG AVTAYWVIOTIKEG.

Qotdoo, Xwpic Th AETTOHEPR KaATAYpdPA TWV aVAYKWY Kdl TPOTIHACEWV Tou

KATavaAwTIKoU KOIVOU, oI E€TIXEIPATEIC €VOEXETAI vd €0TIAOOUV Ot Ohueia

diapopotoinon¢ (W¢ TPOC TA aAVTAYWVIOTIKA) Tou va €xouv HIKph aia yia Toug

KATAVaAWTEG.

3) Kevrpikd Znueia: O1 eTMIXEIPAOEIC ETIKEVTPWYOVTAI OF ONUAVTIKA yid TRV ayopd-
0TOX0 XAPAKTNPIOTIKA TOU TTpoidvTog/ uTnpediac Twv oToiwv h aTdxeuon Tpoodidel
UYnAA aia otov KatavaAwTh.

Do we (really) understand the
target market?

The customer must drive all that we do- is
this knowledge USED in what we offer

What is the Value Proposition?

The CVP should drive ALL activities - spend
time on it - get it right

What is the most appropriate
business design?

So that it can deliver maximum customer
value and extract maximum financial value
from the market

Where are the new offerings?

Value migrates - how are we managing the
flow of new ideas to offerings?

How do we assess the Risk?

Business is about risk - but risk should be
identified and managed

Are we managing the life
cycle?

The life cycle is not written in stone, do we
manage it or are we driven by it?

How do we take the Offerings
to market?

Routes to market and the use of
partners/intermediaries/co-opertition is
crucial and stratewic

TTivakag 7: Offerings. TTnyn: The Marketing Strategy Book - Third Edition
TTapadeiypa TTpoopopdcg Agiac:

BMW evavriov AWV TTOAUTEAWY KATAOKEUAOTWY AUTOKIVATWY

BMW, "to améAuto autokivhTo odAynong". Auth civair pia paocikf tpdtaon aiag yia Thv
emixeipnon BMW. Kartaokeudlouv auTokivnTa TOAUTEAEIAC YiAd OUYKEKPIUEVO aAYOPdOTIKO
KOIVO TO OTI0i0 WTTOpEi va Ta ATOKTAOEl Kal va Ta ouvthphoel. Otav oi dAAec eTaipieg
TOAUTEAWY AUTOKIVATWY atmogdoioav va UTouv ot dueco avtaywviopd pe Th BMW xpeidoThke
n emxeipnon va diagopomoinei kar mdAl. To dokigace oTh Bopeia Apepikh diapéoou piag
véag mpoopopdc afiac «Xwpic KéaTog ZuvThApnong». AuTh h Tipoogopd 1oxUel He Thv ayopd



£VOC VEOU auTokIVATOU BMW kai amaAAdooel Tov 1810KTATN ToU ammd To KOOTOC OUVTAPNONG
TWY 4 TPWTWYV XpOVWV.

V. TIAdvo Ztpartnyikng MAapKeTivyk

Ta paocikd oToixeia Tou mpémel va epiAauPpdvel éva Advo oTpathyikng MApKeTIVYK eival Ta
e€ng:

o TlepiAnyn kai Eicaywyh

To mAdvo Tipémel va Eekivd pe pia mepiAnyn h omoia va diver pia oUvTopun £MOKOTNON TWV
ONHAvTIKOTEPWY CGhUEIWV TTOU TPOKEITAI va eTTakoAouBnoouv. @a TpéTel emypduPATIKG va
avagépeTal n mapoUoa KaATdoTtach, ol HeAAOVTIKOI OTOXOI Kal 0 TPOTOC Tou autoi Ba
emiTeuxOolv. H mepiAnyn eival kAT mou mpémel va dnuioupynBei oTo TEAOC €vO¢ TAdvou
OTPATNYIKAC HAPKETIVYK WoTe va emipepaiwBdei 6T1 To TAAvo xapakThpileTal amd oAdTNTA.

e XT1OX0I MAPKETIVYK

O1 oTox01 Tipémel va pacifovral oThv KaTavénon 1600 Tou eowTepikoU (TTAEOVEKTAPATA Kdl
aduvapieg) 600 Kai Tou eEwTepIkoU TTEPIPAAAOVTOC TG ETTIXEIPNONG Kal va ouvdéovTal He Thv
OUVOAIKR aTpaThyiKA The emixeipnong. Ma mapddeiypa, vivetar n e€A¢ uméBeon: AUEnon
emokeyinoThTac 10% yia To emduevo étoc. H emixeipnon Ba pmopolos va ETKEVTPWOEI TOUC
TOPOUC ThG oc éva avadudpevo TUAKA TG ayopdc WaTe va emiTeuxOoUv o1 aToOXOl.

2Thv apxh Tou TTAdvou oTpdThYIKAG HAPKETIVYK Oa Tipémel va cudmepiAngOolv o1 aTdxol we
KATEUBUVTAPIEC dpXEC Yid TV opBR Topeia aAAd kai afioAdynon The oTpdTnyikAg. Xwpic
oTéxou¢ cival mOavo va umdpxel 8loAioBnon e amoTéAsana Tnv aduvayia mepdTwong Tng
oTPATNYIKAG HAPKETIVYK.

O1 oT6X0! £0TIAloUV 0TV ayopd- aTOX0 Kal TpoUToBETouV:
= Na eival petphoipor (apiBU6C ETOKETTWY, YKOG TWARCEWY)

= Na UTdpxel OUYKEKPIPEVO XpoVIKO didoTnua Héoa oTo omoio Oa mpémel va
oAokAnpwBouv

= Na paciCovral oc amoteAéopara (moio civai To emBuuNTd TeAIKG amoTéAcopa)
e AvaAuon Tnc Karaotaong

Eivai To onpcio ato omoio Ba mpémel va oupmepiAngBei n avdAuon SWOT Tmou éxel yivel og
TipoyevéoTepa oTddia The Avdamtuing Néwv TTpoidvTtwy kai Ymnhpeoiwy, divovrag mpoooxh
TO600 0ToUG cowTepikoUC (1oxupd Kai adUvapa onyeia) 600 kai aToug e€wTepikoUg (eUKalpieg
Kal Kivduvol/ameiAég ayopwyv) Tapdyovreg Tou emhpedlouv pia emixeipnon. Emiong, n
avdAluon SWOT éxel UTToOTNPIKTIKO pOAO OTOV EVTOTTIONO TWV AYOPWV-GTOXWV.



Ioxupd Znucia: TTepiouaiakd oToixeia i TOpoI TToU BIABETEI Hid ETTIXEIPNON KAl TTOU HTTOpoUV
va Xphaoiotoin©olv via va eKHeTAAAEUTE Hid eUKaipia oThv ayopd A va pelwoel Tnv emidpach
amelAwy.

AdUvapa Znpeia: TTépor A duvatdThTeC TOU WTOPEi va £€XOUV dPVNTIKA €TIppoR OTh
dpaoThp1dTnTa ThG eTixeipnong. Eidikd yia Ta adUvapa ohpcia Ba mpémel n emixeiphon va
PePpaiwBei mwe dev amoTeAoUv oKOTTEAO Yid Thv avdTTuén TnG diapéoou sukaipiwy Kai e Ba
gvduvapwaoouy Thv mOavoTNTa ATEIAWY.

Eukaipieg: To oUvoAo Twv OeTIKWY TTEPIOTACEWY Yid Hia ayopd Siapéoou TwV oTToiwy UTTopEi
va emweeAnBei n emixeipnon.

Kivduvor: Ta mpoPpAiuata mou ptopei va dnpioupynBolv o€ [ia ayopd Kai va odnyhRoouv o€
Hia duopevh kaTdoTaon.

2.€ QUTA TV evOThTA cupTepiAauPpavovTal akopa:

= Evromopdéc Twyv SiaBéoipwy TOpwY TNC ETIXEIPNONG KdAl TIWE aAuToi pTopoUvV va
PonBroouv K va spmodicouv ThY avdamTuén TG oTPATNYIKAC HAPKETIVYK

=  AvaBewphoeic TaAaidTepwy TTpoamadeiv HdpKeTIVYK pali Ye Ta oToixeia emiTuxiag
Kdl amoTuxiag Toug

= Tdoeic kal mpoogate¢ alhayéc oge eOvikO Kal Tepipepelakd emimedo mou Ba
HTopoUoav va emnpedoouv Th oTPATNYIKA HAPKETIVYK (BNHOYPAQIKEC, KOIVWVIKEG Kal
oIKoVopIKEG e€ehifelg)

=  AvdAuoh Tou avTaywvioloU, ohueia diapopoToinong kai e€£Taon ouvepyaTuwy.
e Ayopd - ZT16x0¢

AToTeAEi TRV TIO ONUAVTIKA TITUXA ThG OTPATNYIKAC HApKeTivyK. Me Tov 6po auTod yiveTai
avagopd oe¢ pia umo-ayopd h omoia XdpakTtnpiletar amé opoioyéveid. O Kabopiopog TG
ayopdc-oTéxou PonOd pia emixeipnon OTo vad KATAVEUEI ATTOTEAEGUATIKOTEPA TOUC TTOPOUC
TIou £xel oTh 81d0eon ThG Kal Th HeBddoug Tpowbdnong Ba xpnoipomoinoel. Ta KpITAPIA yid
Tov KaBopiopd TNC ayopdc-oToxou pmopei va civar (ouvduaopéc): a) Anpoypagikd, p)
Yuxoypayikd, v) Tewypagikd, 8) Koivwvikd KTA.

o TakTikég

Oa mpémel va avagepBdei OTI ge AUTO TO ONUeEio ToU TAAVOU OTPATNYIKAC HAPKETIVYK dev
oUUTTEPIAGUPAVETAI h YEVIKOTEPN OTPATNYIKA TTOU £Xel avamTUE el n emixeipnon aAAd Ta axédia
dpdoeic Ta oTroia TepIypd@ouv AETITOHEPWS TIC dpaoTnPIdTNTEG TTou Ba Adpouv Xwpa woTe vd
emITEUXOOUV 01 aTOXO!I ThG eTiXeiphong. TTio ouykekpipéva Ba avaAuBoulv o1 dpaaThplOTNTEC
avagopikd pe Tic 4 Pacikéc HETAPANTEC TOU WEiyHATOC HAPKETIVYK (TIpoidv, TIUA, diavopn Kdai
TipowOnon) kai o TpoTo¢ Tou Ba TeBei n oTpaThyikh ot Tpdfn. Ma kdBe ayopd-oToXog



xpeldaleTal va dnpioupyndei d1apopeTIKO Ueiypa HAPKETIVYK Kal va Yivel XwploTh avdAuon Tou
avraywvioyou.

Tlpoiév: KaBopiopdc Tou TiI Oa TpoowepOei 0TO KATAVAAWTIKO KOIVO KAl TWG auTd
O1a@opoToIEiTAl EVAVTI TWV AVTAYWVIOTIKWY

Tipn: KaBopiopdg TNE TIMAC TOU TIPOIOVTOC Kal dITioAdynhon ThG amépacng

Aiavopr: KaBopiopdc Tou TpdTou pe Tov omroio To Ttpoidv Ba SloxeTeuTei oThv ayopd. Edv
UTtdpXoUV TtapaTdvw amoé pia ayopég-aToxol Xpeldletal va 1epapxnhBolv Wwate va deopeuTolv
ol avdAoyol Tépol yia kdBe pia

TlpowOnon: KaBopiopyéc Tou TpOTOU TOU TO TIPOidv Oa yvwoTomoinBei oThv ayopd.
TTepiAappdvel Th diaghApian, Tn dnHoaIoTATA, ThY TTpowOnon TTWARCEWY, TIC dNHOCIEC OXEDEIG
Kdl dAAEG aTpaThyikég Trou Oa emiAéC el n eTixeipnon va UIoBeTAOE!

Fia Tnv TepimTwon Twy UTtNPETIWY, TO HEiYHA HAPKETIVYK TEPIEXEI AAAEG 3 HETAPANTEC
AvBpwrivo Auvapiké: EEacpdAion owoTAC EKTIAIdEUONG ATTd TO TTPOOWTTIKG

Aiadikaoia: E€acpdAion owoTwyv SpdcThploTATWY WOTE va TApEXETAI HId UTTNPESiIA TToU vd
Taipialel 0TO KATAVAAWTIKO KOIVO

Buoikf Yrodopn: ApTIdThTA YUOIKOU XWpou, TOTToU dTTou h uTthpeoia Ba AdPpel xwpa.

To TAAdvo oTpaTNYIKAG HAPKETIVYK 0@eiAel va TeptAauPaver ox1 pévo 1o Ti Oa oudpei ahAd Kai
Tov TpdTo Tou Ba ouppei. Eivar oAU onpavTikd va mepiAaupdvertar éva Xpovodidypappd Twy
dpaaTnploTATWY. Mia evdexopevh amouaia xpovodiaypduparog dnuioupyei mpopAApaTa kabuwg
UTtdpx el amoTipoaavaToAloUd¢ amd Toug oToxoug. E€ioou onpavTikA civar n aioAdynon Twv
ToOpwWV ToU N emixeiphon d1aBétel, mwe Ba diavepnBolv oTi¢ didpopec dpaaThpIOTNTEC Kal
£dv pmopei va avrameféABel To avBpuwmivo duvapikéd pe autd Ta dedopéva. Emopévwe, dAa Ta
KOOTh TPETEl va oUUTEpIAN@OoUv oTov TipoUToAoyIond Kai va kartavepnBoUv pdoel Twy
OUVATOTATWY TNG €TIXEipNoNG.

¢ TlapakoAoUBnon kai AioAéynon
TTapakoAoUBnon

AUTO To ohpeio Tou TTAGVOU OTPATNYIKAG HAPKETIVYK Ba TpETrel va Tepiéxel Ta ax£dia Kal TiC
d1adIkagiec yia TV TdpakoAoUBnon KAOe cidouc eUTTopIKAC dpaoTnPIOTNTAC TTOU TIPOKEITAI Vd
xpholgommoinoer  n emxeipnon. H  mapakoAouBnon  ponBd otov  éAeyxo  ThG
amoTeAEOUATIKOTNTAG KABe dpacTnpidTNTAC Kai eival 181aitepa XPAOIUN yid Th OUVOAIKA
a&loAdynon Tou TpoypdupaTo .



AtioAdynon

H TeAeutaia evdTnhTa aoxoAciTal He Tov TpOTO TTou Ba KaTapeTphBOei n emiTuXia Tou TAdvou.
Eivar To KoppdTi Tou ouxvd TapaPAETETAl amd TIC €MIXEIPAOEIC, WoTO00 gival CWTIKAG
ondaciac kaBwg Ponbd otov kaBopiopd TNG emiTUXiag/amoTuxiag Twv TpooTaBeilwv Tou
£xouv KatapAnBei amod Tnv emixeipnon. Avagépovral ol péBodol Tou XpnaoipotoloUvTal yid vd
afiohoynBei KAOe PeETAPANTA TOU PEiYHATOC HAPKETIVYK.

Zvoixeia emiTuxiac evoc oxediou HAPKETIVYK
‘Eva kaAdé TAdvo oTpaThyIKAC HAPKETIVYK:
o Otrel oageic, peahioTIkoUG KAl HETPACIHOUC GTOXOUG
o TTepiéxel xpovodidypappua dpacThploTATWY
o Tlapéxel mpoUtoAoyiopo yia kaBe dpaaThpidThTa
e KaBopilel Tov umelBuvo kdOe dpacTnpIdTNTAC
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