Customer Relationship Management (CRM)

Eivat eupéwg amodektd oto HUaAd TOAAWY
arduwv Ot 1o CRM anoteel pia urepdeugvn
gwola ave&dptnta and to edv npogpxovrat and
TOV XWPO TOUMAPKETIVYK I} OXL

210X0G, Aottdv, Tou dpbBpou autou eivar va
EVNUEPWOEL TOV QvayvwoTn yia 1o Tt eivat to CRM.

H diapopd peTa&u moToTnTag Kal eykAwPIouoU
Mwotol meAdteg Bewpouvtal autol TIou EMAEYOUV TA
npoidvTa pag etapeiag mapoho ToU UMEPXOoUV Kat
AM\a  avtaywviotika mpoidvta oty ayopd. Ot
nMeAdTeg MPOTIHOUV Ta mpoidvia autd yiati n
POOPOPA TNG OUYKEKPIUEVNG ETAPE(ag UTEPEXEL
OTIOLAdNITOTE AVTAYWVLOTIKNG.

Eyk\wBlopévol meAdreq armoteholv autol Tou dev
€xouv AN\ emhoyn, eite emneldn dev undpxel
eVAAAKTIKO TIPoidv 1 ylati ailoBdvovtat “aydAwTtol”
yla kdrolo Adyo T.X. To KOOTOG 1 TN Ypagelokpatia
mou xpelddetal yia petarmdnon oe AAo mapoxéa
npdyparou aroteAel anotpemTtikd napdyovra.

Téoov ol Tiiotol 6oov Kat ot “eyKAwPLopEvoL” TIENATEG
uropolv va eivat kepdopdpol.  Qotdoo, uia
OTPATNYIKI] e OTOXO TOV EYKAWRIONS TIEAATWV Uropel
va anoteAéoel pia emkivduvn erloyn yla pia etalpeia
yia 1o Adyo 0Tl e TNV MpwTn eukatpia rou Ba Bpouv
oL TeAATEG (OWG TPOTIUNCOUV TOV avTAYWVIOUS ASYW
eVAMAKTIKAG 1) Kal EAKUOTIKOTEPNG MpdTaong. Auto
Bewpeital pia mpaydatikdTnTa oty enoxr) Tng véag
owovopiag. M autd kaln npotepadtnTanou divouv oL
eTalpeleq onuepa eival va avarrtuEouv pia oxéon
Baotopévn otnv otétnTa.

AE(Tel va onpuelwbel 6TL MAEOV Ol POPEG TIOU KATIOLOG
neAdtng uropel va aioBdvetal eyYKAwRLOUEVOQ
HeTpouvTal aTo SAKTUAO TOU eVOG XEPLOU.

TieivaiTo CRM;

lMa pepwoug to CRM, yia 1o onoio yivetat peydhog
AOYOQ OTIq MéPEG Hag, dev eival TinoTte dA\o tapd évag
TPOMoGg Katd Tov oOrmoio oL etalpeleq evrorilouy,
aroktolv kal dlatnpoulv meAdreg. Ma kdrnowoug
AM\oug eivat anAd évag TpOTog AUTOUATOTOMOoNG TWV
AEITOUPYLWV TOU MAPKETIVYK, TwV MWANCEWY Kal TG
EEunnpétnong Mehatwv. TéNog, yia upePKOUg
npounBeutég texvoloyiag to CRM eivat autd mou
uropel va mpoo@épel To JIKO TOUG AOYLOMIKO
npdypauua.

OL o dvw artokAivovTeg oplopol eEaptwvral Kupiwg
arnd TNV MEOOTTTIKY TIoU BAEMEL KAMOLOG 0T OXE0N TNG
eTalpeiag Tou pe Tov TEAATN TLX. KArmowg eival
UTTOXPEWMEVOG va TO BAEMEL OVOV amd TNV TIAEUPA NG
enxeipnong Adyw Tou €vIovou avtaywviouou.
Kdrolog dA\og propel va 1o BAEnel and v mAeupd
avartuéng twv ouotudtwy Enterprise Applications
(ERP - Zuomuara Alaxeipiong Emixeipnuatikov
Mépwv) TMOU EVOWUATWVOUV TIPOYPAUMATA TIOU WG
npwv Alyo kaipd Aettoupyoucav aveEdpmnra Onwg
Sales Force Automation v) Customer Service Support. H
Tpltn meplmTwon agopd TNV enavatonobETNan Twv
TIPOUNBEUTWY TIPOIOVTWY KAl UTINPECLWV TEXVOAOY(ag
oL oroiol eKPETAMEeUSEVOL TNV Taxela avamTugn g
ayopdg CRM npowBouvral KATw arnd Tnv ourpéAa Tou
CRM.

Ma va Bdloupe Ta Mpdyuata oe pia apuoviky oepd,
TIPOXWPOULE LE Eva amAd opLopS TIOU TIEPLEXEL OAEG TIQ
IO TIAVw TPOOEYYIOELG TToU €Xouv 3N avapepbel. " To
CRM eivat pia otpatnyikr) katd v ornoia ol eTalpeieq
dnuoupyolv uia TEAATOKEVIPLKY GLAooopia
€0TIO0NEVN TIAVTA OTIG SLAPOPOTIOINUEVEG AVAYKEG
TOU KdABe mehdtn.  Yrmootnpwdupeveg amd Tnv
TeXVOAOY(ad OUVATTTOUV OTEVEQ OXEOELG |E TOug

neAdreg Toug (Ivtepvet, e-mail, Tnhepwvika Kévtpaq,
Kdapteg rotétnrag, ATM, Multimedia kiosks, kAt.) pe
anoTé\egua og KABe enagr] va CUANEYOUV ONUavTIKA
otolxela ya Tov meAdm". Ta otoixela autd Ta
anodnkelouv Kalta avalUouv pe Toug eERG oTéXoUG:

1. Na katnyoplomolouv Toug MeAdTeG Toug avaloya
Ue Tnv a&fa rou €xouv orjpepa Kabwg Kat v agia rou
Ba éxouv oto MENNOV. Onwg deixvel kal TO
Zxedldypaupa 1, n TUNUATOMOMON TwV TEAATWOV
OUMBAM\EL WOTe oL eTalpeieg va eivat oe B€on va
XapAalouv oTPATNYIKEG TIETUXAIVOVTAG YPTYOPES ViKEQ
uéow Cross-selling,Up-selling, Emnavevepyoroinon
(activation) meAatwv mou Jdev mapoucidlouv
OUVAA\QYEG VLA VA OUYKEKPLUEVO XPOVIKS dLaoTtnua,
KATL.

Tunpatonoinon pe Baon Tnv agia
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2. Na kdvouv oTtoxeudueveg MPOCPOPES OUTWG
®0oTe va eival arnodekTeG and Tov meAdT.

3. Na kTioouv yevikd pia pakporpéBeopn oxgon e
Tov TeAd™n mou dev Ba ritav eUKOAO va avIlypagel,
AauBdvovrag unéyn ta adlEEoda Tou TPOKUTTTOUV
and Tov EVTOVO avTaywviouo.

‘Etot, emudiwgn tou CRM eival n avgnon tou share-of-
customer oe oxéomn pe Tov Mapadoolakd oTéxo Tou
MdpkeTivyk TIou itav To market share (Exedidypapua2).
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EivaiTo CRM Texvoloyia;

O o ndvw oplopdg deixvel Eekddapa 6t to CRM dev
elval Texvoloyia, mapoho mou xwpig texvoloyia dev
uropel va Aertoupyrioel to CRM.  H texvoloyia eivat o
napdyovrag mou propel va @N0EeviAoEL Kal va
avaluoel Peydleg moodTnTeg TMANPOPOPLOV
eEunmnpeTwvTag Tig avaykeg Tou CRM. ‘Onwg €xet1idn
avapepBel, n TexvoAoyia kdvel TO €UKOAN Tnv
emKovwvia PeTatU etalpelag kat Twv TMEAATWY NG,
SNUIOUPYWVTAG TAUTAOXPOVA Ui SLarpoowrtiKy) oxEon
paditoug.

Tari eivai onuavtiké To CRM;

To CRM eivat oAU onuavtiké ASyw Twv aAaywV oy
ernpedldouv dpacTikd To TePIBANOV Hlag etalpeiag
onfuepa. H maykoopionoinon kat To Ivrepvet €xouv
KAvel TIO €VIOVO TOV avTaywviopd agou €xouv
€KUNSEVIOTE! 0L aMooTACELG VW N TTANPOPOPNON elval
Sabéoun kabBdAo to 24wpo otoug ndvteg. ‘Etol n
Suvaun kal N ermAoyr €xel AoV PETAKIVNOEl TIPOG
TOug TeAdTeQ (emixelpnpatikolq Kal TeAlkoUg
KATAVOAWTEG). ZUYXPOVWG OAa TampoidvTa paivovral
Ta (dla ota pdria Twv rmehatwv (commodization). Zto
ONMEPIVO ETIXELPNUATIKG TIEPIRAANOV, N TIOLOTNTA TWV
TIPOIOVTWV KABWG KAl Ta XAPAKTNPLOTIKA Toug eival
Sedopéva kal dev dLlapoporolouvTal o€ TmoTa and Tov
avtaywviopd. M’ autd ol eTaipeieg £xouv va eTUAEEOUV
NV TYN YA va avtaywviotouv npdypa oAU SUoOKoAo
Aappavovrag unéyn ndéoo KATaoTPoPikdg eival autrq
™G HoP®NG 0 avtaywvioudg 1) to CRM otnpilduevol
otV avatepn agiag rpdraon npog toug niehdreg. H
Teleutaia npoogyylon apopd 1o CRM. BonBd otova
Katavorjoel N eraipeia akpBwWg TIG avAykeg Twv
TMEAATWV TNG KAl va avrarnokplBel oe autég ue
OTOXEUOHEVEG TTPOTPOPES KAl TTPOOWTIKA pnvuuata -
EMTUYXAVOVTAG EKTTANKTIKA AQMOTEAEOATA.

Moéte amotuyydvouv Ta épya CRM;

Meydhog Adyog yivetal onuepa oe 6Aa ta évruna
(Meplodikd kat BLRALa) yia Toug Adyoug arotuxiag evog
npoypdupatog CRM, rou eivat:

1. Onwg eruonpuaivetal, MoAEG eTalpeieq rotevouv
61t Ta CRM Aoylopikd npoypdupara kabopifouv kat
MV OTPATNYIK TOug, KATL Tou €xel dlayeuoBel
enavelnupéva. To oupnépaopa, Aordv, eival ot n
oTPATNYIKN Mag ermixeipnong kabopilel v ermioyr
™G TEXVOAOYIag Kat 6L N TEXVOAOY(a TNV OTPATNYIKY).

2. H uhomnoinon evég npoypdupatog CRM xwpig va
€xouv yivel mpwta oL anartoUpeveg aMayEg OTo
opYavWTIKO TEPIBANOV Tou Ba urootnpi§ouv v
otpamylkry CRM, dnwg meplypa®ry KABNKOVIWY,
KaBoplopdg delktwv agloAdynong andédoong, kivntpa
- XPNMATIKA Kat un, ekmnaideuon, kAt Me Alya Adyla
xpeldletar va karaptiotel éva duvard kal dptia
ouykpotnpévo rmpdypappa Change Management.

3. H éMewn wxupig umootplEng amd Tov
Aleubuvovta ZUPRoUAO Kal Ta avwtara AleuBuvTiKa
STENEXN OAWV TWV TUNUATWY OUTWG WOTE VA UTTAPXELN
anatroUpevn d€apeuon, 0 evBouolaoudg kat To abog
oTIG aA\ay€g Tou Ba 0dnyrjoouv Tnv eTalpeia otn véa
OTPATNYLKA TNG B€om.

To ouunépaopa, Aotrtdv, eival dtito CRM, dev eivat Eva
AOYIOMKO TakéTo Tou Ba PBonbrioel amkd uia
enixeipnon va eEaopahiosl wg da payelag v
motétnTa Twv Tmehatdv Mg, To CRM eival pia
TIEAQTOKEVTPIKY] OTPATNYIKY 1 oroia arautel aA\ayr|
™G HEXPL OMHEPA DESOUEVNG ETUXELPNUATIKNG OKEYNG
kal dpdong mou BonBd Tnv eTalpeia va AroKTAoEL
QAVTAYWVLOTIKO TIAEOVEKTN AL

Avaloylldpevol Ta Oo@EAN Tou uropel va oag
npoo®Epel To CRM, urnoloyeiote To k6OTOG TTOU Ba
unooteite un elodyovrag To CRM oy emxeipnon
oag.
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