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NEPIAHWH

H tmapouca epyaoia TapaBETel o geAETN PETALU Tou pdAou Twv Social Media oTn
oTtpatnyikl Marketing Twv emyeipiioewyv. H dicioduon Twv Social Media otnv
KABNuUePIVOTNTA TWV aAvOPWTIWV £TTNPEACE O onUAvTiKO BaBud TN oTPATNYIKK TTOU
aKOAOUBEi KABE eTTIXEIPNON TTPOKEIMEVOU VA ETTITUXEI TOUG OTOXOUG TNG. Q¢ €K TOUTOU, TO
YEYOVOG auTO OTTOTEAECE ONUAVTIKO KivnTPO yia TNV €TTIAOYR TOU TTAPOVTOG BEUATOG.

AvoAutikétepa, n OlaTpIBA TTAPOUCIAlel ApPXIKA MIO CUVOTITIKH) €TTIOKOTINON  €VOG
ONUAVTIKOTATOU PEPOUG TNG UTTApXouoag BIBAIOYPAPIag OXETIKA PE TN XPNOIUOTNTA TOU
marketing OTIC €ETTIXEIPAOEIG, AVOAUOVTOG MIO TTPOG Mia TIGC BeueAIdEIG EvvoleG Kal
METABANTEG. Z€ OUVEXEIDQ QUTOU, N €pyacia €oTiAlel oTov TPOTIO WE TOV OTIOIO Ol
ETTIXEIPNOEIS OPYAVWVOUV TO KATAAANAO peiypa marketing €101 woTe va dnUIoupyrioouv
AVTAYWVIOTIKO TTAEOVEKTNHMA EVAVTI TWV AVTAYWVIOTWV.

Avoluovtal Ta epyaAeia Ta otroia xpelddovial KOBWG Kal Ol TEXVIKEG E£PEUVAG KOl
TTpowbnong TPOIGVTWV PE TN Xpnon Twv social media. Ao Tnv AAAn TTAupd yivetal
MEAETN OTIC ETTIPPOEG KAl OTN dIAdIKATia AWNS aTTOQPACEWV.

EmmpdoBeta, oTtnv Trapouca epyacia yivetal PEAETR TTEPITITWONG TNG ETAIPEIAG
Mercedes-Benz kaBwg Ta TeAeuTaia xpovia diakpiBnke wg kopugaia eTaipeia oTo Social
Media Marketing. [Nivetar av@Auon Twv OTOXWV TNG ETAIPEIAG, TG XAPAENS OTPATNYIKAG
TNG KABWG Kal TWV JECWV ETTITEUENGS QUTAG META aTTd TO Wn@iakd marketing.

OEMATIKH MEPIOXH: ¥Yneiakd MapkeTivyK

AEZEIZ KAEIAIA: pdpKeTIvVYK, TTIOTOTNTA, CUMPETOXN OTA PMECA KOIVWVIKNAG OIKTUWONG,

MAPKETIVYK TTEPIEXOMEVOU, NAEKTPOVIKO ETTIXEIPEIV



ABSTRACT

The purpose of this graduation thesis is to study the role of Social Media in the business
strategic marketing. The Social Media penetration in the everyday life has influenced
significantly the marketing strategies of business growth. Therefore, this constited on
important motive for the conduction of this project.

In addition, through presenting a large number of references of the current bibliography
on the importance of Business Marketing, we will be able to analyse the fundamentals
and variables. Consequently, this thesis investigates the appropriate marketing mix and
strategies in the business world to gain sustainable competitive advantage.

The third part of the thesis focuses on the necessary tools and marketing technigues
used for business promotion with the use of social media.This study provides an
overview of the influence on decision-making and its process.

In conclusion this thesis is presenting a case study of Mercedes-Benz as the company
has consectively been the most successful on Social Media Marketing. The study looks
thoroughly into the business targets and their successful digital marketing strategy.

SUBJECT AREA: Digital Marketing

KEYWORDS: marketing, loyalty, Social Media engagement, content marketing,

eCommerce



AHAQZH

H trapouca dImTAwpaTikr) gpyacia UTTORBAAAETAlI aTTO TOUG CUYYPOQEIG TNG WG MEPIKN
EKTTAApWON Twv ammaitioewy Tou Metatrtuxiakou Mpoypduuarog Zmmoudwy “Aloiknon &
Oikovopikr) Twv  TnAemmikoivwviokwy  AIKTOwV® Tou EBvikou kai KatrodioTpiakou
MavemmoTtnuiou ABnvwy.

AnAwveTal utTeUBUVA TTWG N TTAPOUCA JITTAWMPATIKY Epyadia €xel ouyypagei atrd Toug
UTTOYPAQOVTEG Kal Ogv  €xel UTTOBANBei ouTe €xel eykplBei oTa TTAdiola  AGAAou
METATTTUXIAKOU 1) TTPOTITUXIOKOU TiTAOU oTroudwyv, otnv EANGda A oT10 €EwTtepikd. Ol
TTNYEG OTIG OTTOIEG AVETPELE YIA TNV EKTTOVNON TNG CUYKEKPIPEVNG EPYATIOG avapEéPOVTal
OTO OUVOAG TOUG, PE TTARPEIC avaPOPEG OTOUG OUYYPAPEIG, CUUTTEPIAAUPBAVONEVWV KAl
TWV TTNYWYV TTOU EVOEXONEVWGS XpnaiuoTroindnkav atréd 1o d1adikTuo.



EYXAPIZTIEZ

Me Tnv TTapouca epyacia OAOKANPWVOVTAl Ol PETATITUXIOKEG POG OTTOUdEG oTo EBVIKO
kKar Katrodiotplakd [lMavemotApio ABnvwyv. H emtuxnuévn OAOKAApwON autig Tng
OITTAWMATIKAG Epyaciag onPATOdOTEI TO TEAOG MIAG TTOAU ONPAVTIKAG Kal 181aiTEPNS
TTEPIODOU.

Oa BéAape va euxapioTAooupe Bepud Tov emBAETTOVTO KABNYNTH K. Afua ABavacio yia
TNV AyaoTH CUVEPYAOIia TTOU EiXOUE KATA Tnv OIAPKEIQ EKTTOVNONG TNG OITTAWMOTIKAG.
Etriong, 10 akadnuaikd TTpoowTrikd Tou AlatunuaTikou MNpoypdupaTtog MeTATITUXIOKWY
21moudwv «Oikovouik Kal Aloiknon ThAETTIKOIVWVIOKWY AIKTUWV», TTOU OUVEICEQEPE
aueoca A EPueca oTnv oAoKARpwOoN QUTAG TNG EPYACTiag.

TéNoG, Ba BEAape va ekppdooupe TIGC BaBUTEPES Kal TTAEOV EINIKPIVEIG EUXAPIOTIEG MOG
OTO OIKOYEVEIOKO Mag TTEPIBAANOV TTOU OTABNKE OITTAQ pOg O OAEC TIC €WG OruEPa
ETMAOYEG KAl akadNPAIKES avalnTACEIG JaAG.

AANIBavoyAou BaaiAikn
Matoutong Avdpéag
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NMPOAOIOZ

H ¢ATnon Ttwv TTeAaTWV yia ayoBd Kal UTTNPECIEG UWNANG TToI0TNTOG OUuveXiCel va
augdvetal, yeyovog TTou KaBIoTd TO {ATNUA TNG QQPOCiWoNG OTO EUTTOPIKO Onua
dlaxpovikd onuavtikd. H 10éa TG oTToudaidTnNTag TNG TTOTNG TWV TTEAATWY KAl TNG
"uNdevIKAG atroudkpuvong” atrd Tnv eTaipeia TPowdndnke apxikd atmmd Toug Reichheld
Kal Sasser (1990).

Ytdpxouv d1GQOPOI TTAPAYOVTEG TTOU UTTOPOUV va ETTNPEACOUV TNV AQOCiwon Twv
TeAaTwyV. [a Tapddelypa, Mo OETIKN €IKOVA TOU EPTTOPIKOU OfUATOG WTTOPE va
odnynoe€l o€ ToTN TwV TTEAATWY OTO TTPOIOV Kal KAT' ETTEKTAON OoTnV €Taipgia (Antheunis,
Valkenburg, & Peter, 2010, Kandampully & Suhartanto, 2000). H diatipnon Twv
OX€0ewv PETOLU eTaIpeiag Kal TTEAATN dev UTTOPEI TTAEOV va €TITEUXOEI dnuUIOUPYWVTAG
atrAd €va KaAUTEPO TTPOIOV 1) UTTNPETIA, UTTOPOUV va ETTITEUXOEI Ye TN dnuioupyia agiag,
Oedouévou OTI Ol JOKPOTTPOBETHOI ayopaoTEG UTTOpoUV va BewpnBolv wg TTOAUTINA
TTEPIOUCIAKA OTolIXEia yia TG eTaipeies. To Web 2.0 BonBd Tig eTaupeieg va emTUXOUV
auTtoug Toug otoxoug (Craig, 2007).

Q¢ ek TOUTOU, OI ETMIXEIPAOEIG €xouv AON avadliapBpwael TN aTPATNYIKA diAaTPNOoNS TWV
ETTIXEIPNUATIKWY OXECOEWV TOUG AOYW TWV OUVEXWYV TEXVOAOYIKWY aAAaywv (Zineldin,
2006). Ta epyaAeia emKolvwviag PETAEU XPNOTWV Kal ETAIPEIWV EXOUV  OAAAEE!
ONUAVTIKA PE TNV EUPAVION Tou @aivopévou TTou ovouddetal Social Media (Aladwani,
2014). H ep@dvion Twv KOIVWVIKWYV PECWV BIKTUWONG EXEl PEPEI ETTAVAOCTACN OTIG
TTPOKTIKEG MAPKETIVYK KAl 00 ynoe O€ OTPOYr TTIPOG "TEXVOAoyieg TTou Pacilovral o€
xpnoteg" (Smith, 2009, oeA. 559, Cheung, Chiu, & Lee, 2011). Mepikd ammd Ta IO
YVWOTA BiKTUO KOIVWVIKWYV hEowV TTEpIAapBavouy 1o Twitter, To Facebook, YouTube kai
TO Instagram.

H dnPOTIKOTNTA TWV KOIVWVIKWY OIKTUWV OTTwg To Twitter kal 10 Instagram Tovidel Tig
aAAayég oTnv KatavaAwaon Twv héowv evnuépwong. O KaTavaAwTES EKTIMOUV TTAEOV TA
MEéOO KOIVWVIKAG OIKTUWONG, WG MECO ETTIKOIVWVIAG, TTOAU TTEPICOOTEPO ATTO TIG
TTapadoCIoKkEG MEBODOUG eTTIKOIVWVIAGS. Q¢ €K TOUTOU, TTOAAG EUTTOPIKA OAUOTA £XOUV
UIOBETACEI TA KOIVWVIKA QIiKTUO ETTIKOIVWVIAG PE TOUG KATAVAAWTEG, XPNOIUOTTOIWVTAG TA
yia va dnuIoupyroouV TTOAUTIMEG OXEOEIG TTPIV, KATA TN OIAPKEIQ KAl KUPIWG PETA TNV
ayopd. H TTpOOEKTIK) UI0BETNON TEXVIKWV PAPKETIVYK KOIVWVIKWY HECWV (SMM) utTopei
va OUMBAAEl oTnv gvioxuon kal TNV aluénon TnG euaiocbnToTToinong Twv KATAVOAWTWY,
KABwWG o1 KAaTavaAwTEG dATTavVOUV OAO Kal TTEPICOOTEPO XPOVO OTA KOIVWVIKA dikTud. Ta
KOIVWVIKA PEoa emMTPETTOUV OTa brands va avakaAUTITOUV akpIBWS TI evOIAQEPEI TOUG
TTEAATEG KAl OTN OUVEXEID VO XPENOIMOTTOIOUV auTEG TIGC TTANPOPOPIEG yia va
TTPOCAPUOCOUV TA TTPOIOVTA KAl TIG UTTNPECIEG TOUG WOTE VA IKAVOTTOINOOUV AUTEG TIG
avaykeg (Chen, Lu, Wang, Zhao, & Li, 2013, Choi & Bazarova, 2015).

Ta dropa au&dvouv paydaia Tnv KaBnuepivr) xprion Tou AladIKTUOU, CUUMNETEXOVTAG O€
KOIVWVIKG OikTua. H akdAoubn epyacia oToxeuel va QTTOTUTTWOEI T OXEON EUTTOPIKOU
ONMATOG-TTEAATN HECW TWV PECWYV KOIVWVIKAS SIKTUWONG KABWGS Kal TOV AVTIKTUTTIO TWV
MEOWV QUTWY OTNV EUTTIOTOOUVN KAl aPociwon Twv TTEAATWV. O1 TTEAATEG JETAKIVOUVTAI
amd TIC TTAPADOCIOKEG TTNYEG ETTIKOIVWVIOG OTA KOIVWVIKA MECA OIKTUWONG yia va
d1e¢ayouv TIG aTTOYEIG, TIG I0EEC KAl TIG TTANPOPOPIES TOUG. Q¢ €K TOUTOU, Ol ETTIXEIPAOEIG
AvATITUCOOUV HIa Olaxeipion TTEAATEIOKWY OXEoewv PNEow Tou Aladiktuou (Ku, Chen, &
Zhang, 2013). H diaxeipion Twv KOIVWVIKWY OXECEWV UE TOUG TTEAATEG €ival pIa TTOAU
ONUOPIAAG OTPATNYIKI MAPKETIVYK OTIG PéPES pag (Lim, 2015). O1 eTaipeie¢ oToxeUoUV
OTNV ETTEUEN TNG EPTTIOTOOUVNG TWV XPNOTWV Kal JEOw Tou AIadIKTUOU gival TTAEov



duvaTth n Tapoxn uttnpeoiwy 24/7. Me tn dnuioupyia “moTwy’ TTEAATWY, Ol ETAIPEIES
KPATOUV TOUG TTEAATEG TOUG OECPEUPEVOUG KAl O DECPEUPEVOI TTEAATEG TTPOTEIVOUV T
TTpoidvTa/uTinpecieg oe AAAoug duvnTikoug. Me auTdv Tov TPOTTO TOOO Ta ATOPA OCO KAl
Ol ETTIXEIPAOEIG Ba aTTOKOPiooUV pia auolfaia agia.



Digital Marketing & Social Media

1. DIGITAL MARKETING

1.1 "Evvoia kai opiopdg Tou Marketing

O 6pog MapkeTivyk Ta TeEAeuTaia Xpovia aKOUYETAI ONOEVA KAl TTI0O OUXVA O€ KABE
oulNTNOn, €ITE QUTA APOPA ETTIXEIPNUATIKEG €ITE AAAEG dPAOTNPIOTATEG, OTTWG TTONITIKEG,
KOIVWVIKEG K.ATT. QOTOOO0, €ival yeyovog OTI TTOAU Aiyol eival auTtoi TTou yvwpilouv
TTPAYMATIKA TI aKPIBWGS onuaivel MAPKETIVYK KAl TI OKOTTOUG £CUTTNPETEI.

O1 6por ayopaloyia, ayopayvwaia, TTwAncloloyia, eUTTopeUCIPaTOAOYia, EuTTopia, TTou
€XOUV XPNOIUOTTOINBEI KATA KAIPOUG YIa va atTodwOoOouUV TO VONUA Kal TO TTEPIEXOUEVO TOU
O0pou «MApPKETIVYK», OV PTTOPOUV va BewpnBouv «dOKIUOI OpoI», yiaTti dev atmodidouv
ETTAKPIPWG TNV £VVOIQ KAl TO TTEPIEXOUEVO TOU Opou MApKeTIVYK oTa EAANVIKA.

[MoAAoi vopifouv 611 To MAPKETIVYK €ival CUVWVUPO TNG «TTWANCNS», dANoI Bewpouv OTI
gival n dla@nuIon Kal Ol EVEPYEIEG YIA TNV TTPOWONOoN TwV TTWANCEWY, ] CUVOUAOHUOG TNG
TTPOCWTTIKAG TTWANOCNG Kal TNG dIaPAMIONG.

Av TTpooTTaBicouUpE va TTepy payouue To MdapkeTivyk, Ba BpeBolpe PTTPOCTA O HIa
TTANBWPA OPICUWY TTOU £XOUV BIATUTTWOEI aTTd BWPNTIKOUG I ETTAYYEAUQTIKEG EVWOEIG,
oTTwg eival N Apepikavik ‘Evwon MdapkeTivyk | To To Bpetavikd IvoTitouto MApPKETIVYK
TTOU TO BAETTOUV OTTO OIOQPOPETIKEG OTITIKEG YWVIEG, APOU O KOOPOG TTou (oUuE eival
TTOAUBIAOTATOG.

* H Apepikavik ‘Evwon MdapkeTivyk, 10 1948, 6pioe 10 MAPKETIVYK WG €va OUVOAO
ETTIXEIPNUATIKWY OPaCTNPIOTATWY TIOU KATEUBUVOUV Tn por Twv ayabwv Kal Twv
UTTNPECIWY aTTd TOV TTAPAYWYO OTOV TEAIKO KATAVOAWTH 1} XProTn.

* O Martin Bell, kaBnyntr¢ Tou MApkKeTIVYK, 6pioe To MApKeTIVYK, 0Tn dekaeTia Tou 70,
WG €va OUVOAO ETTIXEIPNMOTIKWY OPpACTNPIOTATWY TwV HECWV TNG AVATITUENG €vOg
OUYKEKPIPMEVOU TTPOYPAPUATOG OpAONG ME TO OTTOIO IKAVOTTOIOUVTAI Ol AVAYKEG TWV
TTEAQTWV HIAG ETTIXEIPNONG.

* O Philip Kotler, o mo didonuog icwg BewpnTiKOS Kal KaBnyntS Tou MApKeTIVYK Bewpei
Ot €ival o avBpwTivn dpacTneEIOTNTA, TTOU £XEl oAV OTOXO TNV IKAVOTIOINCON Twv
AVAYKWV Kal ETIBUMIWV TwV avOpwTTwy JEéoa atrd Tn d1adiKacia Twv CuvaAAaywy.

2TIG OekaeTieg Tou '80 kal Tou '90 oI TTOPATTAVW OPICUOI avaBewprnOnkav, &vw
SlaTUTTWONKAV Kal VEOI :

* H Auepikavikr) ' Evwon MdpkeTivyk, 1o 1985, €dwoe éva vEo opiouod yia To MAPKETIVYK.
2UPowva P autdv, «MApkeTivyk gival n diadikaoia oxedlaouou Kal uAoTroinong Tng
TTapaywyng, TIHoAdyNnong, TTpowlnong Kai dIavoung 1I0ewy, ayabwyv Kal UTTNPECIWY, UE
OKOTTO TNV TTPOKANGCN CUVAAAQYWV TTOU VA IKAVOTTOIOUV TOUG QVTIKEIMEVIKOUG OKOTTOUG
ATOUWYV KAl OPYAVWOEWV».

* To Bpetavikd lvoTitouto MApkeTivyk, Tnv idia e1roxn, £€dwaoe TO OIKO TOU OpPIoPO. «To
MapkeTivyK gival n diaxeipioTikn dladikaoia Ye TV oTToia evroTTidovTal, TIPORAETTOVTAI KAl
IKOVOTTOIOUVTAl Ol  QTTAITACEIS  TWV  TTEAATWV  MIAG  €TTIXEIPNONG KAl TWV
KATAVOAWTWV/XPNOTWY  TTPOIOVIWV 1} UTTNPECIWV HE TPOTIO  ETIKEPDN YIa TNV
ETTIXEIPNON».

» O Philip Kotler £€dwoe kI autdg €va véo opiopud yia T0 MAPKETIVYK. 2ZUP@wva U auTdy,
«T0 MAPKETIVYK €ival Yia KOIVWVIKEA O1adikaoia Kal JAvaTCueVT PE TNV OTToia AToua Kal
OMAdES aTrokTOUV O,TI XpEIAlovTal Kal €TTOUPOUV JECW TNG TTAPAYWYNGS, TNG TTPOCPOPAG
Kal TNG avTaAAayng mTpoidviwy agiag ue ahAa. O Kotler xapakTtnpidel To MAPKETIVYK WG
KoIvwVIKr Ol1adikacia, yioTi Bewpei OTI TEAIKA OUVOEETAlI QUECO PE TNV €unuEpia, TNV
OIKOVOUIKI avATITUEN Kal TNV TTpd0od0 TNG KoIVWVIaG.
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H mAnBwpa twv opiouwyv, mou Exouv diatuttwBei, utrodnAwver 11 n évvoia Tou
MapkeTivyk gival TTOAU TAQTIG yIa va xwpEoel oTa TAQIOIa EVOS OUYKEKPIUEVOU OPICUOU

1.2 Z16X0G Kal ZTPATNYIKN

To MApPKETIVYK gival TPOTTOG ETTIXEIPNUATIKNAG OKEWNGS Kal dpAcnG. ZTnpifeTal otnv apxn
TNG TTAAPOUG IKAVOTIOINONG TWV AVAYKWY TOU TTEAATN HECA ATTO TA TIPOIOVTA N TIG
UTTNPECTIEG, KaI TN OWOTA €EUTTNPETAON TTOU TOU TTPOCPEPETAI KI OXI ATTAG OTNV TTWANON
TTPOIOVTWY KAl UTTNPECIWV TTOU €0TIACETAI JOVOUEPWS OTNV IKAVOTTOINGN TWV AVAYKWYV
TNG ETTIXEIPNONG. AUTO Onuaivel OTI OAEG 01 EVEPYEIEG TNG DI0IKNONG KAl TWV EPYACOPEVWIV
oTnV €TIXEipNON, avegdptTnTa av Ol TEAEUTAiOl aTTacyoAouvTal OTAV Trapaywyr, TO
AoyIioTAPIO, TIG TTWAARCEIG 1 0" AANO TUAUA TNG ETTIXEIPNONG, TTPETTEI va £XOUV WG KUPIO
OKOTTO TNV TTAAPN IKAVOTTOINON TWV AVAYKWY TOU TTEAATN, EiTE EpXOVTal O€ AUEDN ETTAPN)
padi Tou, cite 6x1 (Kotler, 2006).

H epapuoyn Tou marketing wg pia EExwpIoTA AIToupyia oTov opyaviopo PpiokeTal uttd
au@IoBATNON 6Tav auTr) TTpocavaToAileTal oTo TTPoIoV (product orientation) kai éx1 oTov
TTEAAGTN Kal Tnv ayopd (market orientation) (Gronroos, 1982). 'Etol TiBeTal 10 epwTnua
Katd TTooo 10 marketing 8a TTpETTEl va ATTOKTACEI TTEAQTOKEVTPIKA QIAocO®ia, dIdxuTn,
OIOTUNMATIKA KATA UAKOUG Tou opyaviouou. Eival Aoirév @avepd Twg 1a 4P's (Product,
Price, Place, Promotion) ptropei va atmroteAoUv atrapaitnTn Kal avaykaia ocuvenkn yia
TNV OMaAR} AsiTtoupyia evog opyaviopou, OUWGS Yia va €EA0@AAIOTEI n emTUXia OoTnV
dloiknon Tou opyaviopou Ba TTPETel va AdBoupe UTTOWIV POG Kal TNV KaBIEpwOon Tou
marketing oxéoewv évavti Tou TTapadoaoiakou (Kotler, 2000).

To MAapkeTivyk €ival TTOAU onuavTikl 600 Kal GUVOETN ETTIXEIPNUATIKN AEITOUpYia TTOU
evToTifel avAyKeG, €TMOUMIEG KAl ATTAITAOCEIS MIKPWYVY R MEYAAWV KOIVWVIKWY OuGdwy,
ETTIXEIPNOEWY ] OPYQVIOPWY, TTPOCdIOPICEl Kal PETPA TNV £VIQOK TOUG, €VTOTTICEl Kal
oploBeTel «ayopEéG OTOXOUG» Kal TeEAIK& OnuIoupyei TTPOIOVTA KOl UTTNPECIEG, TTOU
€EUTTNPETOUV AUTEG TIG AYOPEG, KAl KATEUBUVEI TN PO TOUG, PE aTTOTEAEOPATIKO TPATTO,
TTIPOG TOUG TEAIKOUC KATOVOAWTEG 1 xproTes. Tautdxpova, aloTrolei OAeG TIG
TTapAYywYIKEG OUVAUEIG TNG ETTIXEIPNONG, ETTIOIWKOVTOG ME KABe TPOTTO TN HEYIOTN
IKQVOTTOINGN TOU TTEAATN KAl HECA ATT’ QUTH, TN PEYIOTOTTOINON TWV OIKOVOUIKWY WQPEAWV
TNG €TMIXEiPNONG.

O. C Gronroos, 10 1990, opiCel TOo MapkeTivyk w¢ diadikacia dnuioupyiag, diathApnong
KAl €VOUVANWONG MOKPOTTPOBEOUWY Kal KEPOOPOPWY OXECEWV HUE TOUG TTEAATEG, ME
TPOTTIO TIOU VA  IKAVOTTOIOUVTOI Ol  QVTIKEIMEVIKOI OKOTIOi TwV OCUVAANAOCOUEVWV
(emixeipnong kal TeAATwV). AuTO €TITUYXAVETAI JE apolBaia avraAAayr Kal IKavoTToinon
TWV UTTooXE0EWV. Eival TTpo@aveg oT1, n Asitoupyia Tou MAPKETIVYK OEV QVTITTIPOCWTTEUEI
ammAd «€EUTTVOUG TPOTTOUG» YyIa TNV TTWANCN TTPOIOVIWV 1] UTTNEECIWV. ZUVETTWG, OEV
gival TExvn A TEXVIKA TTOU Ba XPNOIPOTIOINCEl PIa €TTIXEIPNON -MIKPA 1 MEYAAN, yia va
TTOUAROEI TA TTPOIOVTA 1) TIG UTTNPETIEG TG OTNV ayopPd.

O P. Kotler, yia va diaxwpioel Tn Asitoupyia Twv TTwWANCEWV atmd auTr) Tou MAPKETIVYK,
utTooTNEICEl OTI N TTWANOCN Eival PIa ETTIXEIPNUATIKI dpacTnEIOTNTA TTOU ATTOOKOTTEI ATTAG
otn &lac@dAlion IKavotroiNTIkoU apiBuou TTapayyeAlwy, WOTE va IKAVOTTOIoUVTal Ol
oTOxX0I KEPDOYOPIAg TNG £TTIXEipNONG. Eival KATTwg "avaxpovioTikd», dnAwvel o Kotler,
va Aéue OTI TO MAPKETIVYK a@opd aTTOKAEIOTIKA OTIC TTWANCEIC. AVTIBETWG, TO KOAS
MApKeTIVYK KATOPYEl TRV TTPOOTIABEIO TNG TTWANONG, CNPAIVEl TNV avayvwpeion Twv
avOpWTTWYV KAl TWV AVAYKWY TOUG Kal TNV TTPOCTTABEIa dIaudppwong aTTavTioEwy oTa
TTPOBANMATA TTOU AVTIMETWTTICOUV.
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210)0¢ TOU MdpKeTIVYK gival n Ikavorroinon Twv avaykwv. O1 mwARoeIs
amoTeEAOUV AOQPaAWS HEPOC TOU, AAAQ TO KUPIOTEPO Kal TTI0 evaIapépoy givai n
avayvwpIion TwV avaykKwyv Kai n emiAuon Twv mpoBAnudrwy mou avriueTwITi{el o
meAdrng.

Avaloyn datmown €xel EKPPAOEl Kal 0 ykoupou Tou Mavartluevt Peter Drucker, o otroiog
Bewpei 011 TO MAPKETIVYK Ogv aTTOBAETTEI AvayKAOTIKA oTnv TTWANon. H TTwAnon dpwg
EPXETAI WG ATTOTEAEOHA KAl QUOIKO €TTAKOAOUBO TOU MAPKETIVYK.

Ti givar Ouwg TeEAIKa 10 MAPKETIVYK; YTTAPXEI KATTOIOS OPIOIOS TTOU LIE TTOAU Aiya Kai
arrAd Adyia va ényei 11 gival 1o MAPKETIVYK;

BeBaiwg vai!

To MapkeTivyk gival n Téxvn va dnUIOUPYEI N ETTIXEIPNTCN IKAVOTTOINUEVOUS TTEAATES Kal va
utropei va toug dlarnpei. O1 IKavoTToINUEVOI TTEAATESC QTTOTEAOUV TO HOVADIKO OTOIXEIO TTOU
o1aoc@alilel Tn uakpotpoBsoun emBiwon Kar avarrruén upiag mixeipnons. Aurocg givai Kai
0 Adyo¢ mou, Ta TeEAcuTaia xpovia, KePOIlel ouveXwS €06a@og TO MAPKETIVYK Twv
OXETEWV.
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2. SOCIAL MEDIA
2.1 Opioudg Digital Marketing

To digital marketing oxetiCetar ge Tnv uAotroinon TG Adn UTTAPXOUCAS OTPATNYIKAG
marketing pe Tn Olo@opd OTI QUTH EMTUYXAVETAI MEOW €VOG 1 TTEPICOOTEPWV
NAEKTPOVIKWY PECWV. To O1adiKTUO aTTOTEAEI £va dIOdPAOTIKO PECO TO OTTOIO divel TNV
duvaroTnTa avraAAayng TTAnpogopiwy Kai agiwv (Dahlen, Micael 2010).

Méow Tou diadikTuou diveTal N duvaTOTNTA OTIG ETAIPEIEG VA ATTOKTACOUV agia avdaAloya
ME TNV TTPOCOXI KAl TNV UTTOOTAPIEN TTOU £XEl O KABE KaTavaAWTAG TTPOG auTr. ATtd Tnv
GAAN TTAEUpd O KOTAVOAWTAG WTTOPEI va atmoktriioel aia avaloya PE TO ETTTTESO
XPNOINOTNTAG TTOU TOUu divel N eTaipeia (Dahlen, Micael 2010).

H pakpoxpovia augnon tng Xpriong Tou dIadikTuou €xel aANdEel pIdikG Tov TPOTTO YE TOV
OTT0i0 AAANAOETTIOPOUV Ol ETAIPEIEG YE TOUG KATAVOAWTEG. To OUVOAO TwV KAVOVWY TOU
TTapadooiakou marketing, JTTopoUV va e@appooTouv Kal oTo diadikTuo. O1 diagopég Tou
digital marketing pe 1o TTapadooiakd marketing £ykelmral TG00 0TO KAVAAI dIAVOUNG HE
online kavdAia TTpowBnoNg 600 Kal aTnv avaAuaon TTou £€xouv Tnv duvaTéTNTA VA KAVOUV
Ol ETAIPEIEG OTIG KAPTTIAVIEG TIOU TPEXOUV £TCI WOTE VA  TTOCOTIKOTTOIOOUV  Ta
atroteAéouata. (MaupoBouviwtng, 2008).

2Auepa, To digital marketing gival 160 diadedopévo TTou Bewpeital Bacikd TTUAWVA OTO
business plan Twv eTaipeiwv. O KATAVOAWTEG PTTOPOUV pECa atmd Tn Xprion Tou
O1adIKTUOU va €xouv TTPOCRacn o€ OTToIadNTTOTE TTANPoYopia xpeiactouv. O Yn@Iakog
KOOWOG augaveTal OAO Kal TTEPICOOTEPO OV TTNYI YUXAYWYiog, €1I0RCEwWY, ayopwy Kal
KOIVWVIKAG OAAnAeTTidpaong. T1Aéov, o1 TTEPICOOTEPOI  KATAVOAWTEG  KATAXWPOUV
TTPOOWTTIKEG TOUG TTANPOQOpPIEG O€ DIAdIKTUOKEG TTAOTPOPUEG, E€ITE QUTEG APOPOUV TIG
TIPOTIUACEIG TOUG, €iTE TNV ETTAYYEAUATIKA TOUg oTadlodpopia KATT. Me autd Tov TPOTIO
OiveTal n duvaTOTNTA OTIG ETAIPEIEG VA TTAPEXOUV TTPOCWTIOTTOINUEVN  ETTIKOIVWVIQ,
eCATOUIKEUPEVN TTANPOPOPNGCN Kal TTPOCPOPES 01 OTToiEG BaaifovTal OTIC AVAYKES Kal TIG
TTPOTIUACEIG TWV KAaTavoAwTwy Toug (Angella J. Kim, 2012).

2.2 O@éAn Digital Marketing

e To k6OTOG TTOU aTTaITEITAI €ival XapNAO KaBwg 0 €COTTAICUOG €ival PIKPAG €KTAONG
Kal XapnAou kéoTtoug (Pékkou & Zapawng, 2008).

e [Mapéxetal n duvatdTNTa €EAEYXOU TOU AVTAYWVIOUOU KOBWG KAl N €UKOAOTEPN
TTPOCApPUOYN TNG £TIXEipNONG 0¢ dedopéveS NETAROAEG TG ayopAs OE OXEON ME
TIG TIMEG, TN dIavoun Kal T dla@ruion Twv TTPoIOVTWY (Aoukidng, kal ouv., 1998).

o [lapéxetal n duvardTnTa OTNV ETIXEIPNON va PETPAOEl TNV ATTOTEAECUATIKOTATA
NG péoa atod dieCaywyr avaAuong dedouévwy. (Derfler, 2001).

o KdaBe péENOC ouppeETEXEl O€E €va ETTIXEIPNMOTIKO XWPEO OTOV OTTOI0 UTTAPXEl N
TTPOOTITIKA XPHong vEwv Texvoloyiwv (Kiyosaki kal Lechter, 2001).

o Kd&Be pélog éxel TepIOTOTEPO XPOVO YIa TTPOCWTTIKY {Wwr) €TTEVOUOVTAG TTOIOTIKO
XpPOvo oTnv emmixeipnon Tou (Hedges, 1997).
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o To diadikTuaké marketing TTapéxel iOEC EUKAIPIEG OTOUG AVBPWTTOUG va dIavEUOUV
TTpoidvTa Kal utrnpeoieg (MaupofouviwTng, 2008).

2.3 Opiopudg TwyV Social Media

Me Tov 6po Social Media avagepouaoTte oe pia aAANAeTTidpaocn avBpwTTwyV PECW
OI0dIKTUOKWY e@apuoywyv. Ta Social Media 1 aAiwg péoa KOIVWVIKNAG BIKTUWONG
atmmoTeAOUV pia Katnyopia on-line péowv amdé Ta omoia ol AvBpwTrol, €XOuvV TN
duvatoTNTA VA ETTIKOIVWVOUV, CUUUETEXOUV Kal dlapolipdldovTal p€oa atmo TTAATQOPUES
TTOPAMEVOVTOG APPNKTA OUVOEDEPEVOI O TTOPOUG Kal 10TOOENIdEG. AuTO TO €id0OG
ETTIKOIVWVIAG ETTITPETTEI OTA ATOPA va aAAGlouv pOAoug KaBWG PTTOPOUV va €XOUV TOV
POAO TOU KOIVOU, TOU GUVTAKTN Kal Tou dnuioupyou. (Thomley, 2008)

H kolvwvikry OIKTUWON aTToTEAEl TNV  OUYKEVTPWON 1 OCUPUETOX ATOUWV Of€
OUYKEKPIPEVEG OMAdEG. YTToOoTNPICEl TTOIKIANIO HOPQWYV TTEPIEXOMEVOU OTTWG KEIUEVO,
BivTeo, pwToypagics, NXo, yewypaikr Torobeaia KAT. MNMoAAd ammd autd kavouv Xprnon
TTEPICOOTEPWY TOU €VOG ATTO TIG TTAPATIAVW ETTIAOYEG TTEPIEXOMEVOU. [pOoKEINévou va
€10éABel 0 xpAoTNG oTa Social Media uTTopei va XpNOIUOTTOINOEl DIAPOPEG CUOKEUEG
OTTWG TOV NAEKTPOVIKO UTTOAOYIOTH, TO KIvNTO TNAEQWVO A TO tablet (Hajirnis, Aditi (2015).

2.4 Social Media vs Social Networks

Me 1oV 6p0 Social Media avag@epouacTe oTa epyalcia yéoa atrd Ta otroia diayoipaleTal
N TTAnpo@opia TNV dedoPEVWY KAl TNG ETTIKOIVWVIAG OTO KOIVO. AvTIBeTa pe TovV OpO
Social Network avag@époupe Tn dnuioupyia Kal aglotmoinon Twv KOIVOTATWY yia TN
Ol100UVOED AVOPWTTWY HE KOIVA EVOIQPEPOVTA.

Mrtropei va yivel avTIANTITO TTwg Ta Social Media ava@épovTal oTa HECa evnUEPWONGS TNG
KOIVWVIKNG OIKTUWwoNG, evw To social networking avagépetar otn diadikaoia Tng
KolvwviknG OIkTuwong. Ta Social Media cival évag ouvduaopog TTANPOYOPIWY,
TEXVOAOYIQG Kal BIAdIKTUOKIG KOIVWVIKOTTIOINONG TTOU AEITOUPYEI HECQ ATTO 10TOTOTTOUG
OIKTUwaonNG social networking. Méoa o€ auTég TIC TTAATQOPMPESG O XPAOTEG dnuioupyouv
AoyapiaopoUg oToug OTToIoUG dIaUOIPAlOVTAl TIPOCWTTIKES TTANPOPOPIEG.

2.5 Karnyopigg Social Media
2.5.1 Blogs

Ta blogs 1 10ToAGyI0 atroTeEAOUV pia atmd TIG 1Mo TToANIEG popeég Social Media. H
ovopaoia “blog” mpoépxeTal ammd 10 ayyAiké “web-log” kal atroTeAEl pop@r 1I0TOXWPEOU.
OuolaoTikd gival I0TOOENIOES 01 OTTOIEG TTAPOUCIACOUV TO TTEPIEXOMEVO TOUG TAEIVOUNUEVO
ME Bdon Tnv nuepounvia oe avtioTpo®n XpovoAoyikn oeipd. Ta blogs ocuviBwg Ta
dlaxelpiCeTal éva pévo ATOUO Kal TO TTEPIEXOMEVO TOUG a@opd TNV {wr TOU CUYYypPaPEa i
oxetilovtal PE €va OUYKEKPINEVO Beparmikd Tmedio. Emriong divetar n duvardtnra
OUMMETOXNG TWV avayvwoTwy oTn oeAida péow oxoAiwv, dnPOoKOTTACEWV KA. TIg
TTEPIOCOOTEPEG POPES TA blogs TTePIEXOUV KEIPEVA OUWGS UTTAPXOUV KOl AAAEC HOPYPES VIO
TTapPAdEIlyua autd TTou ETTITPETTOUV TN dnuioupyia kavaAiwy atrd Toug xproTeg (Kaplan —
Haenlein, 2010).

O1 xprioteg utmopouv TTOAU €UKOAa va EekIVAoOUV TO OIKO TOUG IOTOAOYIO XWwpPIG va
ATTAITEITAI VO €XOUV YVWOEIC TTPOYPAMNMATIONOU. ZuvhBws Baciletal o€ Qopeic TTou
TTPOCPEPOUV CUCTAMATA TA OTToia oTnpEifovTal o€ AOYIOPIKO TToU KAVEI TNV OUVTOEN TOU
blog apketd arrAf diadikacia. To avidAAaypa TETOIWV QOopEwv gival n diagriuion oTa
I0TOAOYIa. Me auTh Tn dladikaoia PIoBwvovTal Ta TTEPICCOTEPA I0TOASYIA. QOTOCO0, OTTWG
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Kal o€ KABe AAAN 10T00€AIda £TOI KAl oTa blogs 0 dIaxXEIPIOTAG WMTTOPEI VO OTTOKTACEI TOV
TTAAPN €AEYXO TOU IOTOXWPOU.

2.5.2 Microblogging

To microblogging cival éva €idog PeTAdoong 1O OTI0IO €xEl oav Paaiky QIAOCOPIa TO
TTapadooiakd blogging OuwG dIOPOPOTIOIEITAI OTO YEYOVOS TTWG TO TTEPIEXOPEVO TOU Eival
TTEPIOPIOPEVO aTTd ATToWwn PEYEBouG Kelwévou. Ta microblogs eTPETTOUV OTOUG XPrOTEG
TOUG va OAANAOETTIOPOUV Kal VO AVTAAAACOOUV TTEPIEXOUEVO OTTWG MIKPEG TTPOTACEIG,
pwrToypagieg kai links. (Lohmann, 2012)

O ypryopog TPpOTIOG avAyvwong ammd Toug XPNOTEG e€ival kal n Pacikr aiTia
onuoTikéTNTaG Tou. H 1Mo dnuo@IARG uttnpeoia microblogging uéxpl onuepa cival 1o
Twitter.com . MaAhiota oTig Hvwpéveg MNoAiteieg To Twitter XpnolyoTroinenke wg Baoikn
TTAAT@OpPa TTPOROANG yia TNV TOTE utToWNn@IOGTNTA TOoUu Barack Obama wg utrownelog
TTPOEdPOC. EmmpooBeta, mMoAAG MME 6mmwg n New York Times kai to BBC, €xouv
apxioel va oTéAvouv Toug TITAOUG TwV E€IONCEWV Padi PME UTTEPOUVOEOUOUG O€ TTOAAEG
uTtnpeaieg microblogging (Lovejoy, K., Saxton, D. 2012).

2.5.3 Content Communities

Me Tov 6po Content Communities ava@epOUAOTE O KOIVOTNTEG TTEPIEXONEVOU Ol OTTOIEG
€XOUV OTOXO Va EMTPETTOUV OTOUG XPHOTEG TOUG va dlapoipadovtal apxeia KABe pop@ng.
O1 1o dnuoIAgic KOIVOTNTEG AUTH TN OTIYUN €ival To YouTube péoa atrd 1o oTroio diveral
n duvatrotnTa OIAUOIPACHUOU Kal TTEPINYNONG apxeiwv Pivreo. AvTioToixa yia apxeia
€IKOVaG N 1o dnUo@IAAS TTAaT@Oppa eival To Flickr, evw yia PowerPoint TTapoucidoeig
eival 1o Slide Share (Kaplan & Haenlein, 2010).

MeTa TNV €yypa@r oTnv €KAOTOTE TTAQTQPOPUA, O XPrOTNG MUTTOPEI va aveRAoel apxeia
OTNV KOIVOTNTA, VA OCUPTTIANPWOEl CUVTOPN TTEPIYPOQP, ETIKETEG KAl VA TA KAVE
onuoaicuon. & OUVEXEID aUTOU, TTAPEXETAI TO QAVTIOTOIXO TTEPIEXOMEVO YIa KABE
ETTIOKETTTN TNG KOIVOTNTAG TTOU KAVEI OXETIKEG avadntroelg (Kaplan & Haenlein, 2010).

ZXETIKA WE TIG ETTIXEIPNOEIC UTTAPXEI O KivOUVOG va XpNoIUoTToIiNB8ouv o1 TTAATQOPUES Yia
va OIaUOIPACTEl  TTPOCTATEUOUEVO UAIKO. MOAOVOTI uTTdpxouv Kavoveg TIOU  TO
atrayopeUouyv gival TTOAU dUOKOAO va eAeyxBei KGBe dnuoacioTtroinon TTou yivetal. AT Tnv
GAAN N PEYAAN ONUOTIKOTATA TWV KOIVOTATWY QUTWV atroTeAei TTOAO €AENG yia TIG
eTaupeieg TTou BEAoUV va kKavouv TTpowBNnTIKES evépyeleg (Kaplan & Haenlein, 2010).

2.5.4 Social Bookmarking Sites

O1 1o100€Aideg Social Bookmarking atoteAoUv  pia TTAQTQOPUO  TTOU  TTAPEXEI
0eNIBODEIKTEG ATTOBNKEUPEVEC OE KOIVOXPNOTOUG OIAKOUIOTEC TIPOORACIUOUG HECW
O100IKTUO. Mg autd Tov TPOTTO 0 KABE XPNOTNG MUTTOPEI va €xel TTPOoRACN €iTe OTOUG
OIKOUG ToU O€eMIOOOEIKTEG, €iTe 0 OENIDOOEIKTEG TTOU £XOUV dlauoIpaoTei atrd GAAoug
ouvdedepuévoug xpnoTes. H mrpdofaon oe TETOIOU €idOUG UTTNPECIEG €ival OTTAR Kal
MTTOPEI va Yivel JE TOUG TTEPICOOTEPOUG YVWOTOUG QUANOUETPNTEG ME TN XPROoN EI0IKWV
eMeKTAOEWV. MNvwoToi TTapoxol TéTolwv uTTnPeoiwv gival ol Diigo, Delicious, Digg kai
StumbleUpon. O1 xprioTeg p€oa atmmod Toug TTapaTTdvw GUANOYIKOUG OENIBODEIKTEG £XOUV
TN duvaTtdTNTa VA TTPOCBECOUY, va a@aIPEéCOouUV, Va agloAoyAoouv Kal va OXoAIdoouv
ToUuG 0eNIB0OEiKTEG (KaATooyiavvng, 2007).
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2.5.5 Social Networking Sites

Ta Social Networking Sites atrotreAouv online TTAATQOPUESG OTIG OTTOIEG Ol XPrOTES Ol
XPAOTEG dnUIOUPYOUV €va TTPOPIA Kal PE BAon TIG TTANPOQPOPIEG TTOU €I0AYOUV, TOUG
oivetal n duvatdtnTa va £€pBouv o€ eTTaQn Pe GAAA AToua HPE TTAPOPOIA TTPOCWTTIKA N
emayyeApaTikG evdiagépovia. Ta TTPOCWTTIKA TTPO@IA  TTEpIAaUBAvVOUV  ouvhBwg
TTPOOWTTIKA OTOIXEIA, QWTOYPaPieg, Bivieo, PMOUOIKA Kal utteEpouvOEopoug (Kozinets,
2012).

2AMEPQ, OI TTI0 dNUOPIAEIG OEAIDEG KOIVWVIKAG BIKTUWONG €ival To Facebook, 1o Youtube,
10 Instagram, 1o Qzone, kai To Weido. Ta Social Networking Sites gival TToAU dnuo@iAeig
o€ veapd Atopa aAAG Kal o€ TTOANEG €TaIPEiEG Y€ OKOTTO T dnUIoUpPYia KOIVOTATWY Yia
Aoyoug €peuvag kal oUANoyAG oToixeiwv (https://www.dreamgrow.com/, 2018).

Top 15 Most Popular Social Networking Sites i

200 400 600 800 1000 1200 1400 1600 1 800 2 000 2 200

Facebook ® YouTube
W Instagram M Qzone
Weibo m Twitter
Reddit Pinterest
Ask.fm Tumblr
Flickr Google+
® LinkedIn B VK
W Odnoklassniki W Meetup

Updated: April 2018  DreamGrow

Eikéva 1: Top 15 Most Popular Social Networking Sites

2.5.6 Virtual Game Worlds and Virtual Social Worlds

O €IkovIKOG KOOPOG aTToTeEAEl MO TTPOCOPOIWAaN €VOG TPIOOIAOTATOU TTEPIBAAAOVTOC N
oTroia  dnuIoupyeiTal atrd  NAEKTPOVIKOUG UTToAoyIoTEG. O1 XprjoTeG  PTTOPOUV  Va
gM@avifovtal OTOV EIKOVIKO KOO0 WE TN Mop@r evog “avatar”, aAANAOETTIOpWVTAG PETAEU
TOUG TAUTOXPOVA, CUMUETEXOVTAG O€ dPACTNPIOTATEG KAl ETTIKOIVWVWVTAG WE GAAOUG.
YO auTh TNV OTITIKA Ywvia 0 €IKOVIKOG KOONOG atroTeAEl AAAN uia TTAaTt@opua Social
Media kabwg Trapéxetal uwnAd eTmiTmedo KOIVWVIKAG Trapouciag. YTrdpxouv Ouo
OIOQOPETIKEG HOPPES EIKOVIKWYV KOOUWYV (Thyschen, et.al., 2006).

ApxIkd, armraiteital ammd TOug XPNOTEG VA  OKOAOUBOUV OUYKEKPIUEVOUG KAVOVEG
OUUTTEPIPOPAG OTA TTAQICIA EVOG TTAIXVIOIOU EIKOVIKOU KOOUOU. TETOIEG EQAPUOYEG EXOUV
ATTOKTAOEl PEYAAN ONUOTIKOTATA Ta TEAEUTaia YPOvia KAl Ol XPROTEG WTTOPOUV Vva
€I0EABOUV OTTO NAEKTPOVIKOUG UTTOAOYIOTEG KOl KOVOOAEG TTaIXVIBIWV OTTWG Sony
PlayStation ka1 Microsoft X-Box.

H deuTepn opada agopd Tov £IKovIKO KoIvwVIKO kKéopo (Virtual Social World) otnv oTroia
EMTPETTETAI OTOUG XPAHOTEG VA ETTIAEEOUV TOV TPOTTO CUMTIEPIPOPAS TOUG TTIO €AEUBEpPQ
KAl oUoIaoTIKG (OUV JIa €IKOVIKA (wn TTapdpola Pe Tnv Tpayuarikry. Kal og autd 1o €idog
€IKOVIKOU KOOHOU 01 XPHOTEG CUMMETEXOUV WE TN HOP®N €vOg TPIoOIAOTATOU avatar Kai
ETTIKOIVWVOUV MPETOEU TOUG HECO O€ €va TTPOCOMOIWHEVO TTEPIBAAAOV. QOoTdOO OTO
TTEPIBAANOV QUTO BEV UTTAPYXOUV KAVOVEG TTOU va TTEPIOPICOUV TNV CUUTTEPIPOPA TOU
KGBe xpnoTn. Auto €xel WG €TTAKOAOUBO 01 “KATOIKOI” TOU EIKOVIKOU KOIVWVIKOU KOOHUOU
va TTAPOUCIAlOUV  CUMTTEPIPOPEG TTAPOMOIEG ME QUTEG TIOU  TTAPOUCIAlouUV  OTn
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KaOnuepivotnTa Toug (Lofgren, & Fefferman, 2007).

ACiCel va onUEIWBET TTWG 01 EIKOVIKOI KOOUO! EVEXOUV TTOAAEG EUKQIPIES YIA TIG TUYXPOVEG
eTaIpEieC KABWG atroteAoUV éva VEO KAVAAI yia €TTIKOIVWVIQ, dla@Auion Kal €pguva
ayopdg METOEU TOU KATOVAAWTIKOU KOIVOU KOl TnG €KAoToTe etaipeiag (Kaplan &
Haenlein, 2009).

2.6 AuvaTtoTnTEG TWV XPNOTWYV OTa Social Media

« Ta Social Media ptopouv va xpnoigotroinBouv yia va onBAcouv oTnv
EVNUEPWON AAAG KaI TNV EKTTAIOEUCT ATOPWY ATTO TN Wid AKPN TNG YNG oTnNV GAAn
o€ eAAXI0TO XpOvo.

e O1 XpNoTeg £xouv TN dUVATOTNTA VA AVOPTHOOUV TTEPIEXOPEVO XWPIG VA ATTAITEITAI
va €XouV IDIQITEPEG YVWOEIG. TO TTEPIEXOPEVO QUTO MTTOPEI VA  KATAYPAQPEI
QAVOUVNOEIG KOl QVOAKOIVWOEIG O€ ONUAVTIKA YEYOVOTO.

e Méoa amd Ta Social Media divetal n duvaTdTNTa OPYyAVWONG Kal dIa@APIoNG
YEYOVOTWYV Kal ekdnAwoewv. Mapéxovtal epyaleia €101 WOTE va evnueEPWOOUV Kal
va TTPOOKANBOUV o1 dueca evOIAPEPOUEVOI OXETIKA ME £V TTPOYPAUMATIOUEVO
event. Ta epyaAcia autd PUTTopoUV va KAVOUV OTOXEUOT O€ OUYKEKPIUEVEG OUADES
0l OTToiEG UTTOPOUV Va dlakpIBouV aTTd didgopa oToIXEia OTTWG TO YUAAO, N nAIKia,
Ta EVOIAQEPOVTA, O ETTAYYEANATIKOG TTPOCAVATOAIOHOG K. Q.

o MeAéTeg €xouv Ocigel 0TI n xprion Tou Twitter £xel CUOXETIOTEI PE BEuATa uyeiag.

‘Exel atmmoTeAéoel XWPo PECA ATTO TOV OTTOIO YiveTal avTaAAayr TTANPOPOPIWV KAl
avaTpoPodOTNONG O€ APKETES UTINPETIiES uyeiag. (Shepard, A. et. al., 2015)
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3. SOCIAL MEDIA & MARKETING

3.1 Social Media & Marketing

To Social Media Marketing €ival €vag 0pog ouTTPéAa TTOU UTTOPEI va TTEPIYPAYPEI WG N
XpAon TTAat@opuwy Twv social media cav epyaAeio marketing. ZUP@wva HPE TOV
Weinberg (2009), To Social Media Marketing A&IToupyei WG POXAOG TOU «KOIVWVIKOU»
MéOow TwV “NECWV PAQIKAG evNPEPWONG” TTPOG TNV “ayopd Twv ETTIXEIPAOEWV”. Mg AAAa
Aoyia, ival pia diadikaoia Trou divel T duvaTdTNTa OTA ATOPA VA TTPOWBACOUV TOUG
IOTOTOTTOUG, TA TTPOIOVTA Kal / fj TIG UTTNPECIEG TOUG PECW OIAdIKTUAKWY KOIVWVIKWY
KaVOAIWY, woTe va aAAnAoemdpdoouv Kal va agloTroinoouV HIa TTOAU PeyaAUTEPN
KOIVOTNTA TTOU PTTOPEI va PNV ATav O1a0£0iun HECW TWV TTAPAdOCIOKWY dIAPNMICTIKWY
KAVOAIWV.

Eivar 1TAéov yeyovog OTI oI TTEPICOOTEPEG ATTO TIG OIAPNUICEIC PEOW TWV MPECWV
evnuépwaong dev eival TO00 ATTOTEAEOUATIKEG 000 OTO TTAPEABOY, BIOTI e TN dlagriuion
MEOW TNG MALAG TO PAVUMA YEVIKA QTAVEI O€ TTOAU TTEPICOOTEPOUG AvOPWTTOUG aTTo O, TI
TOV duvnTIKO TTEAATN TTou €mBUEl va TTpooeAkuoel (Weber 2009 , Weinberg 2009). O
KOIVWVIKOG 10TOG €ival €KEI TTOU O AVOPWTTOI PE KOIVO EVOIOQEPOV PTTOPOUV va
OUYKEVTPWOOUV yIa va PoipaoTouVv OKEWEIG, oxOAIa Kal 10éeg. Q¢ ek TOUTOU, QVTi va
ouvexioouv wg broadcasters, ol €utropol Ba TTPETTEI va YiVOUV “OUYKEVTPWTEG” TWV
KOIVOTATWY Twv TreAaTwyv. AnAadr, o 10T6¢ dev TPETTEl va Bewpeital wg atmAd
O1aPNMIOTIKO KAVAAI, aAAG €vag XWPOG OTTOU Ol EUTTOPOI PTTOPOUV va agouykpadlovral
KAl va QvTATTOKPivovTal OTIG KOIVOTATEG, VA QZIOAOYOUV TO TTEPIEXOMEVO TOUG, OTTWG
€TTioNG va TTPOWBOoUV €va CUYKEKPIPEVO €IDOC TTEPIEXOMEVOU PECA OTNV TEPAOTIA AUTH
KolvwVikr o@aipa (Weber 2009).

3.2 Ti kavel To Social Media Marketing &exwpioTo

Aedopévou TOU QVETTAPKOUG TTPOUTTOAOYIOHOU JIOPAMIONG TIOU Ol ETAIPEIEG OUXVA
ouvavTouV PECW TWV TTAPadOCIaKWwY KavaAiwy, To Social Media Marketing ptTopei va
gival 101aiTEpa EUKOAO KAl TTEPICCOTEPO ATTOTEAEOHATIKO YIA TIG MIKPEG KOl PECQIES
ETTIXEIPNOEIS WOTE va eTTwPeANBoUv oT1o péyioTo. To Social Media Marketing €ival pia
e€eNlooOuevn TEXVOAOyia pE HEYAAO OUVAMIKO, atmd TNV AAAN HEPIG O POAOG Tou
marketing e¢akoAouBei va Bupilel 10 id10 - KOBOPICPOS TNG ayopdg-OTOXOU, ETTIKOIVWVIA
ME TIG TTPOOTITIKEG, EUTTIOTOOUVN OTNV OIKOOOUNON, CUMUETOXA TWV TTEAATWV KAl OUTW
kaBegnc (Weber 2009).

O Weinberg (2009) mpdteive pePIKOUG AOGyoug yia va aglotroinBei uia oT1abepn
oTpatnyikA Twv social media emTPOCOETA (1 AVT AUTOU) TWV TTAPAdOCIOKWY, TTOU Eival:

- OIEUKOAUVON TNG QUOIKAG avakaAuwng véou TreplExouévou, auénon Tng “kivnong”
online, dnuioupyia 1I0XUPWYV OXECEWV KOBWGS Kal pia @Onvry evaAAakTIKA Auon atrd 1o
TTapadooiokd marketing.

2¢ avtiBeon pe TNV TTapadooiakn dla@AIoN, Ta ATOPO OTNV ETTOXN TWV KOIVWVIKWVY
MEOwV €xouv TTPOCRACN OE TTEPIEXOUEVO TTOU OEV CUVOEETAI OTTAPAITNTA PE EUTTOPIKOUG
OKOTTOUG (OudETepOo  TTEPIEXOUEVD). Q¢ €K TOUTOU, €Av Ot éva ATOMO apéoel €va
TTEPIEXOMEVO, TO ATONO AUTO gival TBavo va 1o peTafIBAoel GTOUG OUVONNAIKOUG Tou, TIG
OIKOYEVEIEG TOU K.O0.K. HEOW TwV social sites, kal TOTE TO TTEPIEXOUEVO aUTO Ba eEATTAWOEI
ypAyopa Xwpic va KpiveTar atrapaitntn n €UTTAOKA Tou Trapadociakou marketing.
(Weinberg 2009).

Ta social media TTPOCQEPOUV EUKQIPIES VIO TNV ETTITEUEN KOIVOTATWY, OTAV N ETAIPEIQ EXEI
eOPAIOEI TNV TTAPOUCIA TNG WG “CUPMETEXWV” OTNV KoIvoTnTa Kal agifel va Tnv
akoAouBrioel 1o KoIvo, TOTE MMOAVOV va evdlo@épovtal Kal GAAa péEAn yia TO TI
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TTpaydateveTal n etaipeia autr) (Weber 2009). E€GAAou, oTn @don TNG vEQG ETTOXNG TOU
marketing, To va TTpoBANBEi n eTwWvUPIa TNG €TAIPEING, ECOPTATAI ATTOKAEIOTIKA ATTO TNV
eMTTAOKA Twv KoivoTATWwY (Weber 2009, Silverman 2001), pye autév 1OV TPOTIO €AV N
ETAIPEIA BWOEI TIPAYUATIKA TTPOCOXH OTA PMEAN TNG KOIVOTNTAG, MIA IOXUPK OXEON UTTOPEI
va dnuioupynBei e TNV TTAPodO Tou XPOvou Kal va avtaTtokplBei o€ feedbacks kal GAAeg
atmmoAaBég (Weinberg 2009).

Ymdapyxouv TTOAAG brands otnv ayopd tmou AapBdvouv 10 Social Media Marketing wg
(WTIKAG ONPACIag ouvIOTWOO OTIG ETTIXEIPACEIG TOUG, Kal EETACOUV ATTOTEAEOUATIKOUG
TPOTTOUG YIA VO OTTOKTAOOUV HIO TTIO AETITOUEPH KATAVONON TWV TIPOTINACEWY TWV
XpNoTwy Twv Social Media.

3.3 Inbound vs Outbound Marketing

‘ExovTag TTapouciacel avaAuTIKa TIG EVVOIEG TOU TTAPADOOCIAKOU O OXEON ME TO WNQPIOKO
marketing 8a ATav XPAOIKUO VO KATAVOINOOUWE TOV DIAQOPETIKO TPOTTO AEITOUPYIAG HETAEU
Tou Inbound kai Tou Outbound Marketing. Z0ugwva pe Tnv Brent Leary 1o inbound
marketing Trapéxel pia BeAtiwpévn eumeipia (User Experience) oToug duvnTiKOUG
TTEAATEG QQOU XTi(El OXEOEIC EUTTIOTOOUVNG ME TNV ETAIPEIA TTPOCPEPOVTAG WNPIAKO
TTEPIEXOMEVO EAKUOTIKO TTPOG TO XPoTn (Brent Leary, 2012).

OuolaoTikd 10 inbound marketing TTpoceAKUEl Toug OUVNTIKOUG TTEAATEG pECA ATTO
I0TOOENIOEG, TTAATPOPUES KOIVWVIKAG BIKTUWONG, QWTOYPa®ies, NAEKTpoVIKA BIBAia Kai
newsletter. Zuykpivovtag 10 pe 1O outbound marketing, To inbound avTioTpéPEl TN
METALU TOU TTEAATN KaI TNG ETAIPEING. 2TNV TTPAYMATIKOTNTA, TO outbound €xel oTdx0 va
TTPOWOBNCEl TO TTPOIOV PECW dlIaPOpwV KavaAiwv o€ avTiBeon pe 1o inbound 1O OTTOIO
OTOXEUEl OTO va Onuioupyei  etmiyvwon (awareness) péoa ammd T1oloTikd online
TTEPIEXOMEVO Kal £TO1 va TTPOOEAKUEI vEOug TTeAATEG (Prescott Bill, 2012).
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Inbound e Outbound
Marketing Marketing

it U5

Eikéva 2: Inbound Marketing VS Outbound Marketing

2TNV TTOPATTIAVW EIKOVA PTTOPOUNE VO DOUUE EUCTOXA TNV TTOIOTIKK dIAQOPd PETAEU TwvV
OUO oTpaTNYIKWYV. ZT0 inbound TO TTEPIEXOUEVO PTTOPEI VO TTPOCEAKUCEI TOV KATAVOAWTH)
TIPOG TNV £TAIPEIO KOl va dnIOUpYroEl pia oxéon auolBaiag €Agng evw oTo outbound o
TeEANATNG PopPapdifeTar amd — eviote €VOXANTIKEG — TTPOWONTIKEG €eVEPYEIEG OTTWG
TNAEQWVIKEG KANOEIG, SMS, padlo@wVIKEG/TNAEOTITIKEG DIAPNMICEIG KATT.

Avtifeta, To Outbound Marketing atroTteAei pia véa oTpaTnyikr TTou aAA&lel EVTEAWG TOV
TPOTTO YE TOV OTTOIO Ol ETAIPEIEG TTPOCEAKUOUV TTEAATEG. Ta KUpIOdTEPA KaVAAIQ diakivnong
TTEPIEXOPEVOU aTTOoTEAOUV TO Facebook, Twitter, Youtube kai Ta blogs. KaBopioTikd poAo
oTnNV aug¢non TG EMOKeWIUOTNTOG £XEI Kal 0 deikTNg SEO (Search Engine Optimization)
XAPIV TOU OTIOIOU EPQPAVICETAI OTOXEUMEVO TTEPIEXOMEVO @QIAIKO TTPOG TIG MNXAVEG
avadntnong. Me autd Tov TpdTTO diveTal n duvATOTNTA OTIG ETAIPEIEG VA €0TIAOOUV O€
OUYKEKPIPEVN ayopd OTOXO TTPORAAAOVTAG TNG ECOTOUIKEUMEVO TTEPIEXOMEVO YIa TOV KAOE
éva ¢exwploTta (Beel, Joran and Gipp, Bela and Wilde, Erik, 2010).

B. ANiBavoyAou - A. MNatrouTtonig 23



Digital Marketing & Social Media

@

EMAIL MARKETING
SYSTEM
P

WEBSITE

EMAIL

SOCIAL MEDIA

Eikéva 3: Digital Marketing Interaction

To SEO amoteAei Tnv BeATIOTOTTOINON MIAG 1I0TOCEANIDAG O OUYKEKPIUEVES OIABIKOTIES
€TOI WOTE va TTIPOCQEPEI PIa avwTepn ePTTEIpia xprion (UX) kal Katd ouvétreia va
eM@avifeTal o€ uPNAOTEPEG BECEIC O OXEDN ME AVIAYWVIOTIKEG. ZnNUavTIKG pOAo oTnv
aug¢non Tou SEO €xouv o1 Aégeig kAeidid (keywords) oe pia 1oTtooehida. ETriong,
BapuTtnTa yia TIG PNXavég avalntnong €xel n taxutnta eopTwong TnG oelidag (page
speed) kaBwg kal n ac@aAeia n otroia TTapéxel (searchengineland.com, 2018). Mg 1n
XPAON TNG TeEXVOAoyiag SSL emTuyXAveTal n KPUTITOYypA@non Twv deOOPEVWV Kal KATA
OUVETTEIO N A0@AAEI TwV XPNOTWV N OTToia €XEl WG APECN CUVETTEIA TNV BEATIWON TOU
SEO. Eival onuavTiko yia 10 XpoTn TToU EVOIAQEPETAI VA KAVEI JIa ayopd va UTTAPXE! TO
aioBnua NG aoPAaAEIag oTov EKAOTOTE I0TOTOTTO (googleblog.com, 2014).

2TV TTAPATTAVW  EIKOVA  PTTOPOUME  va  TTAPATNPROOUME TIC OIAdPOPES  TTOU
dnuIoupyouvTal YETALU TOu duvnTIKOU TTEAATN KAl TNG ETAIPEIOG PEXPIG OTOU VA Yivel YIa
emTuxnuévn TwAnon. Ommwg €xel Adn avagepbei, o xpnotng Oéxetar yéoca atrd 1O
OI0diKTUO TTEPIEXOMEVO aTTO KATToIa PACIKA KavAAia OTTwg oI OENIOEG KOIVWVIKAG
OIKTUwong, kal Ta blogs. Méoa amd T1a Social Media cuAAéyovral oToixeia (yia
TTapAdelyua n nAIKia Kal ol KATavaAWTIKEG OUVABEIEG PIAG ayopdg OTOXOU) Ta OTToid €V
ouvexeia TTPooPEPOUV TTANpo@dpnon oTo cuoTnua CRM Tng eTaipgiag va TTupodOTHOE!
MIa vEa dIa@NUICTIKA KAPTTAvia Pe dIAPOopous TPOTTOUG OTTWG YIa TTOPAdEIYUO HECW e-
mail marketing. H O&iadikacia autr] €ival QTTOTEAECMUOTIKA KABWG aTTOOEKTEC TNG
KQUTTAVIAG aTTOTEAOUV OCUYKEKPIPEVO ATOPA OTA OTToia €XEIC OTOXEUOEl N ETAIPEIA.
Etriong, n otdxeuon autr €xel Kal OIKOVOUIKA OQEAN yia TNV eTalpeia KaBWG TTeplopilel
TNV KAPTTAvia Pgovo oe duvnTikoug TTeAATEG Kal OxI o€ OAoug (theglobeandmail.com,
2018).
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ATTRACT CONVERT CLOSE DELIGHT
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Blog Forms CRM Surveys
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Social Publishing Landing Pages Workflows Social Monitoring

, HUbS@t

Eikova 4: Attract 1

Mapatrdvw uTTdpxouv TEOOEPIG YAOEIS (attract - convert - close - delight) ue TG oTT0iEg N
ETTIXEIPNON UTTOPEI VA UETATPEWEI TOUG AVWVUUOUG ETTIOKETITEG TWV IOTOOEAIdWY TNG O€
TTEAGTEG KOl UTTOOTNPIKTEG TNG. H peBodoloyia auTry yiverar akOpa TTo 1oxupn otav
EQAPUOCeTal TTAPAAANAG PE TIGC OTPANYIKEG TTWAACEWV Kal TTPOCEAKUCNG TTEAATWV
(green-apple.gr, 2016).

ATTRACT

Blog
ASEeickAeidia

Anpooievcelg ora Social Media

Eikéva 5: Attract 2

Attract: NpocéAkuon ETTIOKETTTWV

Apxikd 10 KOIVO dev yvwpilel akoua Tnv emixeipnon. Eivar Bewpntikd dyvwoTol atnv
eTaipeia Kai ol idiol dev €xouv AABEl KATTOIO TTANPOPOPIa OXETIKA PJE QUTA TTOU UTTOPEI N
emxeipnon va Toug mpoo@épel. Ouwg n KABe eTTixeipnon €moiwKeEl TNV CWOTA Kivnon
oTo site. ©€A&l Toug avBpwTToug TTou gival o TTBavo va yivouv leads, kai, TEAIKA,
euxapioTnuévol TreAdTeg. Moiol gival duwg o1 «awaoToi» avBpwTtror; O1 18aviKoi TTEAATEC
gival ol AvBpwTTOI OTOUG OTTOIOUG €XEI XTIOTEI OAOKANPN N £TTIXEIPNON.

MepIkG onuavTiKa epyaAcia yia TNV TTPOCEAKUCN TWV CWOTWV XPNOTWV OTNV I0TOOEAIdA
eivai:

B. ANiBavoyAou - A. MNatrouTtonig 25



Digital Marketing & Social Media

Blogging

To inbound pdpkeTivyk &ekivael pge 10 blogging. 'Eva blog cival 0 KAtaAANAGTEPOG TPOTTOG
TIPOCEAKUONG VEWV ETTIOKETTTWV OTNV I0TOOEAI®A TNG ETTIXEIPNONG.

SEO

O1 utroyngiol TTeAdTeg apxifouv Tnv diadikaoia ayopdg online, cuvABwG PE TN XPROoN
MIag pnxavng avaditnong (0trwg gival n Google) yia va Bpouv amraviioeig o€ autd TTou
¢ntouv. ‘ETol, o1 emixelpriocig Ba tpétrel va BeRaiwBoulv OTI u@avidovTal OTIG TTPWTES
Béo€Ig Twv pnxavwy avadntnong otav kai Otrou Waxvouv. MNa va yivel auto, Ba TTpETTEl
TTPOOEKTIKA Kal AVOAUTIKA va eTTIAEXBOUV AECEIG-KAEIDIA, va BEATIOTOTTOINBOUV OEANIDEG,
va dnuioupynBei TTEPIEXOUEVO Kal OEOMOi yUpw atrd Toug OPOoUG TOUG OTTOIoUG Eival
mOavov va avalnTouv ol 1I0avIKOi TTEAATEG.

Anpooigbosig ota Social Media

OAeg o1 emtuxAg inbound oTpaTnyIKEG ava@épovTal OXETIKA PE TNV dnpoaoicuon evog
agloonueiwTou Trepiexouevou. Ta Social Media emTpéTTouV TOV SIANOIPACHO QUTWY TWV
TTOAUTIHWY TTANPOPOPIWY OTO dIadIKTUO, Padi PE TIG TTPOOTITIKEG TNG KABE TTIXEIPNONG,
Kal BETOUV £va avBpWTTIVO TTPOCWTTO OTO EUTTOPIKO Orua.

CONVERT

Eikéva 6: Convert

Convert: MeTaTpoTrr) TwV ETMICKETTTWY O¢€ leads

E@doov o1 eTIXEIpNOEIC €XOUV TTPOCEAKUCEI ETTIOKETTITEG OTNV 1I0TOOEAIDAG, TO ETTOUEVO
Bripa €ival n UPETATPOTIN QUTWV TWwV ETTIOKETTTWV O¢ leads CUAAéyovTag Ta OTOIXEIQ
ETTIKOIVWVIAG TOUG. Ta oToIXEIa ETTIKOIVWVIAG €ival TTOAUTIMA yIa TOUG online €UTTopouc.

MepikG@ onuavTikG €pyoAEia  yia TNV PETATPOTIN TWV ETTIOKETITWV O¢ leads
TTeEpIANauBavouy:

®oppeg

[MpoKeINEVOU OI ETTIOKETTTEG VA yivouv leads, Ba TTPETTEI va GUUTTANPWOOUV HIa QOpUa
Kal va uttoBdAouv TIG TTAnpo@opieg Toug. Mia 6co 10 duvaTdv €UKOAOTEPN QOPUA
ETTIKOIVWViag BonBa o€ auTr) TNV YETATPOTTH.
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Calls-to-Action

Ta Calls-to-Action €ival KOUPTTId 1] oUVOEOUOI TTOU €vBApPPUVOUV TOUG ETTIOKETTITEG VO
avaAdpBouv dpdon, oTTwg «MaBe lMepioodtepa». AuTd €ival TO HOVODIKO €PYAAELIO TTOU
aoxoAcitar atrokAeioTikG pe 1O lead generation (Tn dladikaoia KaTaypa®Ag TTPOPIA
UTTOWN@IWV TTEAATWYV) KAl TTOU aV OXEDIOOTEI CWOTA Ba PEPEI TOUG ETTIOKETITEG Eva Brua
TTI0 KOVTA OTNV ETTIXEIPNON.

2eAideg Mpooyeiwong (Landing Pages)

OTav évag eMOKETTTNG Piag 10TooeAidag Kavel KAIK o€ éva Calls-to-Action, odnyeite oTnv
oeNida TTpooyeiwong OTToU OAOKANPWVETAI N TIPOCPOPA KAl OTTOU O UTTOWNRPIOG TTEAATNG
OUUTTANPWVEI TA OTOIXEIO ETTIKOIVWVIOG TOU. 2TO ONUEIO QUTO YIiVETAI N PETATPOTI TOU
EMOKETTN o€ lead.

DELIGHT

EEunvo xelpevo

Koivwvike MapaxoAouénon

Eikéva 7: Delight

Delight: MeTaTpOTI) TWV TTEAATWYV OE TTIOTOUG TTEAATEG

OMAol yvwpiloupe 6T 0 KOAUTEPOG TTEAATNG €ival O guxapioTnuévog TTeAATNS. MNa va
dlaTNPACEI EUXAPIOTNUEVOUG TOUG TTEAATEG TTOU QTTEKTNOE MIA ETTIXEIPNON MEoA ATmd Ta
TTponyoupeva oOTAdIa, OnUIoUPYED yia auToUG E€EATOMIKEUMEVO TTEPIEXOMEVO. AlaTnpEi
MA@ Kal xTiCel g oxéon eumoToouvng dadi Toug Kal To TTBavoTepo gival va
ETTIOTPEWOUV OTNV ETTIXEIPNON YIA TIG ETTOPEVEG AYOPES TOUG 1 KAI VA TNV TTPOTEIVOUV
OTOV KUKAO TOUG.

Ta epyaAgia TTOU XPNOIKJOTTOIOUVTAI YIA TOV OKOTTO AUTO gival:

‘Epeuveg (Surveys)

O KaAUTEPOG TPATTOC yIa TNV KATAVONoN Twv BEAW TwV TTEAATWY Eival pwTwvTag Toug. Ol
ETAIPEIEG XPNOIMOTTOIOUV TNV YVWHN TWV TTEAATWV KAl TIG €PEUVES £TO1 WOTE TTAVTA va
TTAPEXETE OTOUG TTEAATEG AUTO TTOU WAXVOUV.

‘E§utrva Calls-to-Action

Mapouaoidlouv dIOPOPETIKOUG XPNOTEG ME TTPOCPOPES TTOU AAAGCOUV CUPPWVA JE TNV
TTPOCWTTIKOTATA KAl TV (W) TOU ayopaoTH.
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‘E§uTrvo keipevo

2TOUG UTTAPXOVTEG TTEAATEG, Ol ETTIXEIPNOEIG TTAPEXOUV QAEIOCNUEIWTO TTEPIEXOUEVO
TIPOCAPUOCHEVO OTA EVOIAPEPOVTA TOUG. ETTiong Toug TTapoucialouv véa TTpoidvTa Kal
duvaTOTNTEG TTOU PTTOPEI VO TOUG EVOIOPEPOUV.

Koivwvikn MapakoAouBnon

O1 emixeIpioeIg TTOPAKOAOUBOUV TIG KOIVWVIKEG OUlNTAOEIC TTOU TIG EVOIOPEPOUV
TTEPICOTOTEPO. [1POTEXOUV TIG EPWTACEIG TWV TTEAATWY, Ta OXOAIQ, Ta likes kai Ta dislikes—
KAl TOUG TTPOOEYYICOUV JE OXETIKO TTEPIEXOMEVO.

3.4 Napadoociakod vs. Wnelaké Marketing

2TOV KOOUO TNnG TeEXVoAoyiag, To wnelaké marketing kai Ta social media éxouv onuavTikd
QVTIKTUTTO OTN CUUTTEPIPOPA PAG WG KATAVOAWTEG, UE ATTOTEAECUA OOEG £TAIPEIEG OEV TA
EVOWMOTWOOUV OTN OTPATNYIKA TOUG VA UTTAPXEl KivOUVOG va HEIVOUV TTIcw atrod Tov
avraywviouo. Ta onueia ouykpiong PTTOPOUME va TTOUME OTI €ival TA TTAPOAKATW
(Mensah, P. (2017):

lool 6pol avraywviopoU: KdaBe emxeipnon MITOPEi va  €ival  AvVTAYWVIOTIKN
aveCapTTwG MeyEBoug akoAouBwvtag oTabepr) Wn@Iakry oTpaTnyikr marketing.
Mapadooiakd, MIa  pIKPR  ETTIXEipnon Oa  OUOKOAEUOTAV va  AvTOTTOKPIOEi oTnVv
TEXVOYVWOia Kal Ta d1abéoiya yia dia@rpion MEYAAUTEPWY avTaywvIoTwV TNG. MNMAEov pia
KOAAOUEAETNMEVN 1I0TOOEAIDO UE TTPOOEYMEVN EUTTEIPIA XPAOTN KAl QATTOTEAECUATIKA
€EUTTNPETNON PTTOPET VA QPEPEI TOV JIKPOUEDTIO OTNV KOPUPH.

Meiwon Tou K6OTOUG: H £TIXEipnOr HTTOPEI va avatrTuéel oTpatnyiky marketing pe
TTOAU PIKPO KOOTOG, N OTToia PTTopEi duVNTIKA va AVTIKATAOTACEl Ta dATTAVNPA KAavAAIa
dlaenuIong, OTTWG TNAEGPACT Kal PadIOPWVO.

EUkoAa peTpAcIpa amroteAéopara: 2e avriBeon pe TIC TTapadooiokEG HeBGOOUC
dla@nuIoNG, £XOUUE O€ TTPAYUOTIKO XpOvo TI Asitoupyei kal Ti éx1 otn diariuior online
KOl va PTTOPEI va TTPOCapPPOOTEN TTOAU ypriyopa woTe va BeATIWBOOUV Ta atroTeAEoUaTA
TNG €TMIXEiPNONG.

AtroteAéopaTa o€ TTPAYHATIKO XpOvo: Acv xpeidletal va TTepdoouv eOONAdES yia va
TTPowONOEi pia eTTIXEiPNOT), OTTWG TTAAQIOTEPA OTEAVOVTOG OIO@NMICTIKEG MTTPOCOUPEG E
TO TaXUudpOouEio. 210 Yn@iakd marketing yivetal opatdg 0 apIiBUOS Twv ETTIOKETITWYV OTNV
KAOe 10Too€AIDA.

BeAtiwon tng otparnyikng: H ypriyopn avayvwpion OTI YIa KAUTTAVIO KAVEl KOIAIA 1)
Mia  otrooToAr] email dev avoiyetal, TTAéov ammaiTei €AAXIOTO XPOVO Kal XPrua.
Mapadooiakd auTo ETTAIPVE PAVEG YIA VA AVAYVWPIOTEI PE QTTOTEAECOMUQ T OTTATAAN
TTOAUTIHWY TTOPWV.

Brand Development: Mia kaAd otnuévn kKal dlatnpnuévn 10TOOENIdA HE TTOIOTIKO
TTEPIEXOMEVO WTTOPEI VA TTPOCQEPEI TTPAYUATIKY agia Kal va dnuioupyAoel éva TTOAU
mOoTO KOIvO. To idI0 ptTopei va emTeuxBei ye TNV 0pBR XPrion TwV KOIVWVIKWY PECWV
SIKTUWONG Kal HEow Tou eEaTopikeupévou email marketing.

MoAU peydAn amnxnon: Kdabe etaipeia pmmopei va dia@nuioTei Ye TTOAU OIKOVOMIKO
TPOTTO OTTOUBNTTIOTE OTOV KOOHO, TTPAYHa adUvaTov A TTOAU KOOTOROPO OTO TTAPEABOYV.

Viral: Ztnv emmoxn Tou TrTapadoaoiakou marketing 1600 cuyva KATToI0 £VTUTTIO QUAAGDIO 1y
10@NUICTIKO UAIKO TTEpVOUCE aTTO XEPI O XEPI Madi he TO dla@nUIoTIKO uRvupa; MAEov
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ME TN xprion Twv social media KOUPTTIWV OTIG I0TOCEANIDEG KAl TWV APETPNTWY KAVAAIWYV
KOIVWVIKNG OIKTUWONG OV apKOUV TTapd MOVO Aiya OEUTEPOAETITA TTPOKEIMEVOU [Ia
€idnon va TagIdéwel oe oAOKANPO Tov KOOPOo. K&Be etTixeipnon B€Ael To ujvuud Tng viral.
[Mpoooxn dpwg yiaTi o ypryopa atro Ta euXApIoTa, TagIdeUouV Ta OUCAPECTA Kal KABE
ETTIXEIPNON TTPETTEI VA Eival ETOINOTTOAEUN VA atToAoynB&i dnuoaiwg.

Auvarérnta Opt-out: Aivetal n gukaipia oTov KABE XPHOTN va OTAPOTACEl va OEiXVEl
evOIOQEPOV VI KATTOI0 BEépa Kal va pn AQUPAVEl EVNUEPWOEIC OXETIKA ME aAUTO.
Mapadooiakd Ba ETTPETTE va OTEIAEI YPAUMQ OTNV €TAIPEIa i va KAEiVEl TO TNAEQWVO KABE
POpPA TTOU TOV KOAOUV.

MeyaAutepn OS100paoTIKOTNTA KOl  €UTTAOKR: Mg Tn XpAoOn Tou Wn@Ilakou
marketing, evBappuvovtal o1 €v duvauel TTEAATEG Kal akOAouBoug JTTopoUV  va
EMOKEPOBOUV TNV I0TOOEAIDO TNG KABE eTalpeiag, va diafAGoouv yia Ta TTPOoIoVTA Kal TIG
UTTNPECIEC TNG, va Ta afloAoyAoouyv, va Ta ayopAoouV Kal va TTapEXouv oXOAla opatd
Yl TOUG ETTOPEVOUG ayopaoTEG. 'ETol dev TTaipvel TTOAU Xpovo va d1adobei n BeTIKA aAAG
Kal N apvnTIKA dNUOCIOTNTA YUPW ATTO £vVA TTPOIOV I UTTNPECTia.

3.5 Social Media: H véa vooTtpoTria

MNa va atmokTAoouV Jia KaAUTEPN BEon oTn YeTGBaon aTrd TNV TTAPAdOCIaKK TTPOCEYYIoN
Marketing oto social media marketing, o1 €utropol Ba TTPETTEl TTPWTA VA aAAAEoUV TN
YEVIKOTEPN VOOTPOTTIO TOUG Ooov agopd 1o Marketing. O1 TTAATQOPHESG KOIVWVIKWV
MEéowv €xouv aAAGEel piIQikd Tnv TTpocEyyion oTnv oTpatnyik) Marketing, avti va
€0TIAOOUV TTEPICCOTEPO OTA TTPOCBIOPICUEVA dNUOYPAPIKA OTOoIXEIA, OTTWG N NAIKia, To
QUAO N TO €06dnua, Tou TIAéov Bewpouvtal AIyOTEPO ONPAVTIKA, avr  autou
OpadoTIoIoUV TOUG avOPWTTOUG aTTO O, TI KAVoUvV, OKEPTOVTAI, TOUG apEoel | Oxl, Kal TO
MO oNUAVTIKO ATTO TIG CUMTTEPIPOPESG TOUG, YVWOTO KAl WG OTOXEUON CUUTTEPIPOPAS
(Weber 2009).

MoAAoi €1dikoi oTov Topéa Tou marketing (Drury 2008, Mayfield 2008, Weber 2009,
Weinberg 2009) Tovifouv 611 TO0 marketing péoa atd Ta social media agopd pdAAov Tnv
TTapaAaBni kai avraAAayr avTIAPewV Kal 1I0ewv, Kal JAAIoTa KaBioTd 1o social media
marketing (Drury 2008) &x1 ma povodidoTtarn oAAG OITTAAG KaTeuBuvong dladikaaia
ouvdeonG _Kolvou Kal €TalpEiag_ yia TN Onuioupyia e€vog oAoEva Kal PEYAAUTEPOU
oTrmikoTroinuévou Trepiexodévou (Weber 2009). 2uxvd, TO TTEPIEXOUEVO AUTO gival £vag
KPIOIUOG TTapdyovTag yia Tnv €TTiTEUEN atroTeAeopaTikou marketing péow Twv social
media. QoT1d600, cUPQwva pe Tnv "Curriculum Marketing Surveys Report 2012"
(MarketingProfs 2012), o1 €Taipeiec @aivetal va QvTIHETWTTICOUV TTPOKANCEIC OTN
dnuIoupyia TTPWTOTUTIOU TTEPIEXOMEVOU, EXOVTAG TOV XPOVO Va TO ONUIOUPYOOUV Kal Va
Bpouv Trepiexduevo uwnAng troidétntag (BA. Jacobs 2013).

O Drury (2008) utrooTipIge OTI, €IDIKOTEPA PE TA KOIVWVIKA PEOA, TO TTEPIEXOPEVO TNG
dlapruiong kai Tou branding TTPETTEl va TTOPEXETAI WG TTEPIEXOUEVO TTPOOTIOEUEVNG
agiag, To o1Toi0 APOPA TTEPICCATEPO TOV KATAVAAWTH Kal OXI TNV TOTTOBETNON TTPOIOGVTWV.
Otav o1 eTaipeiec BonBouv Toug TTEAATEG TOUG PECW TWV KOIVWVIKWY HECWYV, €ival TTIo
mOavoé va 0IKOOOUROoOoUV HIa PoKpoTTpdBeoun oxéon, n otoia Je TN o€ipd TnG Oa
wBlnoel kar Ba Tovwoel TRV avdmTuén TG emwvupiag (Young Entrepreneur Council
2012).

EkT6C autou, pe Ta KolvwviKG péoa, n eTaipeia eival oe BEon va dnuIoupynoel Tnv
TTAAT@OPPA TNG TTPAYMOTIKAG OladpaocTikdTnNTag. To @oépouny OPEN 1¢ American
Express eivar avau@IioBATNTG PIa €EAIPETIKY TTEPITITWON, N OTIoia €XEl EETTEPAOEI
UTTEPPBOAIKA TIG TTPOODOKIEG TWV TTEAATWY OCOV APOPA TNV TTPOTEPAIOTNTA TOU TTEAATN.
Avti va TpowBnoel o peyaho BabBud TIC TTAPASOCIAKEG OIKOVOUIKEG TTPOCPOPEG TNV
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KoIVOTNTA, N eTaIpEia EAae utTOWn TOUG KATAVAAWTEG TNG KAl TIG AVNOUXIES KAl aVAYKES
auTtwy, TTapéxovTag TTapdAAnAa TTAnpo@opieg yia Tig uttnpeoieg TnG (Weinberg 2009). Ol
TIAATQPOPHPES KOIVWVIKWY HECWYV XPNOIMEUOUV WG EPYAAEIO YIO TOUG KATAVAAWTEG TTOU
EVOEXETAI VA PNV €XOUV €va onuEio TTWANONG ) éva cUCTANA UTTOOTHPIENG YIa va £pBouv
o€ METAEU TOug eTTIKOIVWVia. ETTwvupieg 6mwg 10 Weight Watchers kai n Nike Women
éxouv atrodegicel TTOCO XPAOCIYOI €ival Ol I0TOTOTTOI KOIVWVIKAG OIKTUWONG Yia TN
YEQUPWON aTOPWY TIOU  QVTIMETWTTI(OUV  TTapouola  Kabnuepiva  gutrddia  (Young
Entrepreneur Council 2012).

Ta dropa eival mOavo va avalnToouv TTANPOPOPIEC OXETIKEG JE TNV APXIKA TOUG OKEWN
KAl aTTOQEUYOUV £VTOVA EKEIVOUG TTOU gUTTAEKOVTAI PE auTr). QG OTTOTEAEOMA, T pEOA
KOIVWVIKNG OIKTUWONG OTO onuePIVO marketing TTapéxouv ouvOECHOUG yia Tn oUVOEDN
aTtOJwWV TTOU polpadovtal ouvaer Ccup@épovTa Kal TTEPIBAANOVTA, OTIG OTTOIEG Ol
KATAVOAWTEG XPNOIMEUOUV WG (WTIKOG PNXAVIOUOG "ouvTtoviopou" oTnv €TMIAOYN TwV
ATTAUTOUPEVWY  TTANPOPOPIWY, METAEU TOU OCUVTPITITIKOU aplBuou TTANPOQOPIWY TTOU
AapBdévovrai.

3.6 EmravegéTaon tng wpoooéyyiong Twyv meAatwyv oto Marketing

H emTuxng e€ao@aNion PIag eTaipEiag n otroia OpacTnPIOTToIEiITAl 0TO OIAdIKTUO ATTAITE
TTAéov €€ Paoikd Pripata péoca amdé Ta omoia divetar n duvartdTnTa va Yivel
AVTAYWVIOTIKA Kal va KEPDBIOEI TNV TTPOCOXI TOU Kolvou. 'ExovTag 10xupr] TTapousia oTo
O10QIKTUO €VIOXUEI TO EUTTOPIKO TNG OAMA OTA PATIA TWV KATAVOAWTWY EVW TAUTOXPOVA
OTOXEUEI KAl OE TTIO EUVOIKA OIKOVOUIKA aTroTeAéopaTa. QoTdo0, yia va cuppBouv Ta
TTapaTTavw TTPETTEI OAEG o1 dladikaaoieg va TnenBouv pe ueBodIKA 6w Ba eTTeEnyNOEi
TTapaKATw (wordstream.com, 2017).
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Take a peek at NOW Marketing Group's Six Siep Process to engage new and current
cusfomers by using our unique Relationship Marketing approach.

Develop Content Marketing Strategy: to Drive Trathc
» SEO » Biog » Viral Videos » Creative Content
» Guerilla Marketing » Social Media Marketing

Paopie Buy from wio they Know, Like & Trist
» Email Marketing » Social Media Marketing » Content Marketing

» Social Media Management » Creative Contesta » Podcasts
» Testimonsal Videos » E-Newsletters

6 Track your Marketing Efforts with Actionable Analytic
» Google Analytics » Hubspot Integration » CTA Conversion

Eikéva 8: Rethinking the Marketing Funnel

Mpoypappartiopdg (Plan)

To TTpwTO Bripa €ival va yivel cwoTOG TTPOYPAUMATIONOS WG TTPOG TIG EVEPYEIEG TTOU Ba
yivouv atrd Tnv apxh MEXP! TO TEAOG TNG TTPowBNTIKNAG evépyelag. [Nivetal éva TTpooxEDIo
TO OTTOIO TTEPIYPAPEI KABE TTpowONTIKA evépyela TTou Ba cuuBei oe opilovta evog £TOUg
KaBWg €TTiong Kal Toug OTOXOUG TIG eTaipeiag étav 1o Xpovikd didotnua mTapEABel. Ol
oTOXO!l Ba TTPETTEl va gival UETPAOIKOI WOTE OTO TEAOG TOU £TOUG va UTTApPXEl ¢ekdBapn
€IkOva TNG aTToTEAEOPATIKOTNTAG TOu marketing plan. To ox£€dio emmiong TrepIAauaver pia
TTEPIYPOPN TNG TPEXOUOAS BEoNG TNG ETTIXEIPNONG, IO TTEPIYPAP TG AyOpPAG-OTOXOU
OTnV OTToia N €TAIPEIA OKOTTEVEI VA €0TIACEI KABWG KAl HIO TTEPIYPAPA TOU HEIYUATOG
marketing TTou Oa €TTIAECEl N ETAIPEIO TTPOKEIMEVOU VO KATOPEPElI VA ETTITUXEI TOUG
oToxoug TnG. ETmiong kaBopiletal o «buyer persona» &nAadr yiveral pia AETTTOPEPAG
Kataypa@r) NG CUUTTEPIPOPAS Kal TOU TPOTTOU OKEWNG TOU KATOAVOAWTH OTOV OTIOIO
oToxeuoupe (singlegrain.com, 2017).
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MpooéAkuon (Attract)

To emrépevo Bripa cival n dnuioupyia TTEPIEXOUEVOU TO OTTOIO Ba gival evOIOPEPOV TTPOG
TNV ayopd-oTOXo TTou €TTEAEEE n eTaipeia oTo marketing plan Tng. YTmdpyouv Ka&toia
TTPOTUTTA BACEl TwV OTToIWV augaveTal n euteipia xprong (UX) Twv xpnotwyv otav 1o
TTEPIEXOMEVO BIAKIVEITAI BEATIOTOTTOINWEVO YIa TIG INXavég avalntnong (Search Engine
Optimization). To TTepiEXOMEVO UTTOPEI va TTapouciddeTal €ite o€ blogs, cite ota péoa
KOIVWVIKNG OIKTUwong. (jubilantweb.com, 2017) Zupyewva pe 10 Smart Insights
Essential 2017, n peyaAutepn TTPOKANON yia Toug marketers TrepiEXoMévou €ival n
dnuIoupyia EAKUCTIKOU TTEPIEXOPEVOU (engaging content) kal n duvaTdTnTa NETPNONG TNG
ATTOTEAEOUATIKOTNTAG TNG TTPOWONTIKAG evépyelag. H akpifeia oOTIGC PETPAOEIS TNG
atroTEAEOUATIKOTNTAG KaBIoTOUV TO inbound marketing €éva 1oxupd OTAO vyia TIG
emxeIpnoelg (smartinsights.com, 2017).

Mpooappoyn (Convert)

Kard tnv TTpocapuoyry OUCIOOTIKA I ETAIPEIO OQEIAEl va TTAPAUETPOTIOINCElI TNV
TTAATQOPMA £TOI WOTE VA OIEUKOAUVEI TNV €i0000 aAAd Kal TNV TTAPANOVE TOU XprioTn OTO
TTEPIEXOUEVO TNG. To O1adikTuo €ival €vag (wvTavog Opyaviopog O OTT0I0G OUVEXWG
e¢ehiooeral. O1 eTaipeieg o@eilouv va akoAouBouv TIG TACEIG TIG OTIOIEG ETTITACCEI N
TexvoAoyia. MAEov To TTEPIEXOPEVO yIa va gival @QIANIKO TIPOG TO XPNoTn TIPETTEl va
METAQEPETAI OTO XPAOTN ME Taxutnta (Tpotutto Web 2.0), ac@dAesia (TTpoTuTTa
KpuTrToypaenong). Emmpdcbera, n oelida kai 1O TTEPIEXOMEVO QUTAG TIPETTEI va
TTpooapudlovTal duVaUIKA oTo XPAOTN BACEl TWV dNUOYPAPIKWY XAPAKTNPICTIKWY TOU
KaBwg o1 oTaTikéEG oehideg avAkouv TTAéov oTo TTapeABov. Ta mapddeiyya Ba ATav
XPAOIMO va avaoAoyIoTel Kaveig TTO00 TTI0 €UKOAQ Ba aAAnAoetmdpouce £vag XpHoTnG o€
Mia agAida n otroia Ba TTpocappoldTav OTnN INTPIKA Tou YAwooa Kal Ba TTpoBaAlie Calls-
to-Actions TTpoCOpUOCHEVA OTA EVOIAPEPOVTA TOU XPHOTN OE AvTiBeon HPE Mia OTATIKNA
oeAida n otroia Ba TPORaAAAE To idlo TTEPIEXOUEVO O OAOUG TOUG XPHOTEG.

Targeted Calls-to-Action Convert 42% More Visitors
Into leads Than Untargeted CTAs

0.40%
0.35%
0.30%
0.25%
0.20%
0.15% A
0.10%

0.05% A

0.00%

Basic CTA Smart CTA

*HubSpot Study of 93,000 Calls-to-Actions Over 12-Month Period

HubSppt

Eikova 9: Basic VS Smart CTA
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270 TTapaTTavw ypdenua BAETToupE OTI 42% TTEPIOCOTEPOI XPOTEG AVTATTOKPIBNKAv o€
oteveupéva Calls-to-Action. Autd cupPaivel KOBWG N PEAETN TNG CUMTIEPIPOPAG TNG
ayopdg oTOxou UTTOpPEl va Bondnoel Tnv eTaipgia va eEAyel ao@aA cuutTEpdouaTa
OXETIKA PE TO TTIO TTEPIEXOMEVO BewpeiTal EAKUCTIKO Kal TTI0 OXI YId TO KOIVO TTou TnV
evolaépel. (hubspot.com, 2018)

MpowOnon otoug reAdreg (Engage)

E@ooov n etaipegia €xel opyavwoel TTANPwGS TNV dIadIKTUOKY TTAATQOpPA HEoA aTTO TNV
OTToia EUTTOPEUETAI, TO ETTOPEVO BAMA €ival N TTPOCEAKUCN TNG ayopdag OoTéXou. APXIKA,
TTPETTEl VA YVWOTOTTOINBEI TO EUTTOPIKO ONUa KABWG KAl TO Ti EUTTOPEVETAI N ETAIPEIQ OTOV
duvnTIKG KatavaAwTh. MTTopouv va yivouv TTpowBnTIKEG evépyeleg MEOCW Twv Social
Media, Tou mail marketing, Tou video marketing kAtr. To marketing automation duvarai
VA CUVEIOQEPEI OTNV TTPOWBNON KABWG AUTOUATOTTOIET TIG ETTAVOAANBAVOUEVES EVEPYEIES
marketing OTTWG yia TTapAdelyya TNV a1rooToAn online trpoog@opwyv (hubspot.com,
2013).

YtméppBaon (Delight)

Me Tov Opo delight avagepouacTte oTnv €KTTANEN Tou KaTavaAwTth Otav Aaupavel
TTepIEXOMEVO aTTd Tnv eTaipeia. OuolaoTIKA TTPOKEITAlI yIa TTEPIEXOPEVO TO OTTOIO
uTTEPPAiVEl TIG TTPOCOOKIEG TOU QTTOOEKTN KOl TOU TTPOKOAEI BETIKA ouvaiocOnuaTa. e
QuTO TO ONWEIO Ba TTPETTEN va TOVIOTEN TTWGS N EuXaPIoTNON Tou TTEAATN eupaviel Gueca
ATTOTEAEOUATA KAl OTIC TTWAACEIG TNG eTalpEiag. Autd cupfaivel KaBwg pe autd Tov
TPOTTO JIOKPIVETAI N ETAIPEIQ KOI T TTPOIOGVTA TIG OTTO TIG AvTAYWVIOTIKES. (Gross Scott,
2004) Mg autd Tov TPOTTO EVIOXUETAI TO EMTTOPIKO OO TNG ETAIPEIAG KAI N TTIOTOTNTA TOU
o€ auTo (Seth, Rakesh, 2005).

Mérpnon atroreAecpartikétntag (Measure)

Omwg Ndn ava@épbnke, oTo TEAOG TNG XPOVIKNAG TTEPIOdOU TTOU €XEl OPIOTEI OTO
marketing plan (ouvnBwg €vag xpovog) Ba TIPETTEI va  TTOOOTIKOTIOIOOUME TO
ATTOTEAEOUATA TTOU €iXAPE KATA TN OIAPKEIQ TOU XPOVOU KAl VA Ta CUYKPIVOUUE UE TOUG
OTOXOUG TTOoU gixape BEoel. O1 HETPAOEIG Kl N dnuIoupyia avaAUTIKWY ava@opwy £Qepav
TNV €TTavdoTacn oTov KOOUOo Tou marketing KaBwg atroTEAECE CUVTPITITIKO TTAEOVEKTNUO
o ox€on ue TO TTapadooiakd marketing 10 yeyovog OTI PTTOPOUV va KaTaypagpouv
QKPIPEIC METPAOEIC QTTOTEAECUATIKOTATAG PECA pECA OTTO TA WN@IOKA ATTOTUTTWUATA
TTOU a@rivouv ol xpnoteg oto diadiktuo. (hubspot.com, 2013) Méoa atrd Baocikoug
Ocikteg amodoong (KPI's) utropolv va egaxbolv CUPTTEPACHOTA OXETIKA PE TO KATA
TG00 N eTQIPEia TTETUXE 1) OXI TOUG BACIKOUG ETTIXEIPNMATIKOUG TNG 0TOX0UG. pdobeTa,
Ta web analytics BonBdave otnv avatpo@oddOTnon Kal PeATiwon TOU CUCTAUOTOG O€
TTEPITITWON TTOU UTTApXouv aduvaua onueia. MNa mapddeiyua, o deiktng «bounce rate»
pag Ogixvel TO TTO000TO TWV ATOMWYV TTou OTav TTEPINYABNKAV O€ €va OUYKEKPIYEVO
TUAMA TNG TTAATEOPPAG, EEAABAV Gueca. AUTO UTTOPEI VO Hag 0dnyNOEl OTO CUNTTEPAC A
TTWG OTO OEBOUEVO TUNAPA TNG TTAATPOPHAG TO TTEPIEXOMEVO XpelaleTal BEATIOTOTTOINGON.
Me autd TOV TPOTTO TO OUOCTNUO BEATIOTOTTOIEITAI YIO VO TIPOOEPEPEI TNV KOAAUTEPN
EUTTEIPIa Xpriong aTov duvnTIKO TTEAATN (Support.google.com, 2018).

3.7 Social Network Marketing

To marketing KolvwvikoU OIKTUOU €ival €vag TPOTIOG VIa TIG ETTIXEIPAOEIS VA
AAANAOETTIOPOUV HE TIGC AYOPEG-OTOXOUG TOUG PECW Tou AladIKTUOU Kal HECW dlapOpwv
TTAOTQOPPWYV KOIVWVIKAG BIKTUWOoNG OTTwg 1o Facebook, To Pinterest, To Twitter kai 1o
Instagram (yia va ava@EéPOUE HEPIKA HOVO).
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O1 kupior ardyol Tou social network marketing givar n dnuioupyia reAareiakns Baong yia
TNV €mixEipnon Kai n avamruén kai dlaxeipion TN @AUNS TNS ETalpEiac.

Mwg xpnoipotroigital To social network marketing

To marketing Twv KOIVWVIKWV PECWVY XPENOIMOTTOIEITAI YO OAOUG TOUG TTAPAdOCIAKOUG
oTOxoug marketing - WOTE va TTPOCEYYIOEl TTEAATEG KAl VA :

e QUENOEI TIG TTAPATTOPTTEG ) VO 0ONYNROElI O€ TTWAROCEIG

o Oikodopunoel To word-of-mouth

e QUENOEI TIG TTWAROEIG TWV TTPOIOVTWY 1 UTTNPECIWV

e TTOPEXEI EVa PEOO avadpaong

e QVATITUCCEI MIO QAN WG EPTTEIPOYVWHOVAG ] NYETNG TNG OKEWNG

e QVATITUEEI VEQ TTPOIOVTA I UTTNPETIES

e VO EVNUEPWVEI TOUG AVOPWITTOUG YIA TIG €I0IKEG EKONAWOEIG Kal OTIOATTOTE AAAO
agiCel Tov KOTTO yIa TNV €TTIXEIPNON

e TTAPEXEI UTTNPETIEG ECUTTNPETNONG TTEAATWV

3.7.1 Ta TTALOVEKTHMATA

KéoTtog - o ouykpion pe GAAoug TUTTOUG marketing, Ta Kolvwviké péoa gival TTOAU
@Onva. Eivalr dwpedv n dnuioupyia Aoyapiaouwy 0€ OAEG TIG TTAPATTIAVW TTAATQOPUES
Kal dwpedv ol dONUOCIEVCEIS OTOUG OTTAadOoUG, Ol OTTOIoI PTTOPOUV va HOIPACTOUV TO
MAVUMO PE GAAQ PEAN TNG KOIVOTNTAG TWV KOIVWVIKWY PECWV Kal va TO dIadWOOUV.
YTapxouv €1miong OIAQPOPES ETTIAOYEG DIAPNUIONG PE TTANPWHN WOTE VA TTPOCEYYIOTEI
MEYOAUTEPO KOIVO pEoa atrd Tnv KoivoTnta Twv social media. To Facebook mTpooc@épel
ONOKANPWUEVEG ETTIAOYEG yIO OTOXEUON Odla@NUICEWY, VYIa TIAPAdEIYUA, OTTWG N
duvatdTNTa OTOXEUONG MEAWV TIOU KOTOIKOUV O€ OUYKEKPIUEVN YEWYPAPIKH OKTiVa
(Dann, S. & Dann. S. 2011).

ZUPMETOXN OTO KOIVO - Ta KOIVWVIKA OIKTUQ ETTITPETTOUV OTNV ETTIXEIPNON VA EUTTAEKEI
O€ OUPMETOXN TO KOIVO-OTOXO KAl VO avaTITUOOEl OIadPACTIKEG OXEOEIC UE TOUG TTEAATEG
(Dan, S. & Dann. S. 2011).

3.7.2 Ta HEIOVEKTAMATA

Xpoévog - To kuplo mpéPAnua pe 10 social network marketing amd emXeIpNUATIKA
TTPOOTITIKY €ival OTI PTTOPEl va gival atrioTteuta XpovoRopa. O1 ekoTpareie¢ marketing
KOIVWVIKWV PEowv Oev gival uttoBEéoelg one-shot, TTpETel va KaAAiEpynBouv pe Tnv
TTapodo Tou Xpoévou. Evw peyaieg emixeipnoeig 6mmwg n Dell, n Microsoft kar n HP
Xpnoigotrolouv  autd 1O €ido¢ marketing atroTeAEOpATIKA, £XOUV TA  €idn TwV
TTPOUTTOAOYIOUWY marketing TTOu TOUG ETTITPETTOUV VA EKXWPOUV X apIOUd TTPOCWTTIKOU
yila Tn OleEaywyn kai TN dlaxeipion ekoTpateEiwyv marketing KoOIVWVIKWY  PECWY,
TTPOUTIOAOYIOUO OTTOU Ol MIKPOU HEYEBOUG ETTIXEIPAOEIC DEV €XOUV Kal OEV UTTOPOUV va
avté¢ouv (Zarrella, D. 2010).

H dueon Sia@nAuion OTa KOIVWVIKA HECO O&v AEITOUPYEI - O ETMIXEIPNOEIC TTOU
XPNOIMOTTOIOUV KOIVWVIKA OikTua BEAOUV va TTOUAR)OOUV Ta TTPOIOVTA A TIG UTTNPECIEG
TouG. Opwg, n ampokAAuTITn Ola@AUION OTA KOIVWVIKA HECQ evnuUEPWONG, TIG
TTEPICOOTEPEG TTEPITITWOEIG, ATTOPAKPUVEI TO EVOIOPEPOUEVO KOIVO ) aKOUA UTTOPEI Kal
va ekdlwgel” Tnv EmxEipnon amd TNV KOIVWVIKI KOIvOTNTO TTOU TTPOCTTradei va
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Olelodu0el. O1 ETTIXEIPAOEIS TTPETTEI VA XPNOIYOTIOIOUV TTIO AETITEG HOPPEG TTPOWBNONG
OTA KOIVWVIKA pé€oa. MNa va XpnoiyoTroifoouv atmmoTeAeouaTikd 1o marketing KoIvwvikng
OIKTUWONG, Ol ETTIXEIPNOEIG TTPETTEI va BewpnBouv YEAN TNG KolvoTnTag Twv social media,
TTPOBUPES va aAANAoETIOpAcOoUV pe GAAa pEAN (Gallup, 2014).

Kivduvol - Aegdopévng TNG KOIVOTIKAG QUONG TWV KOIVWVIKWY PECWYV, Ol ETTIXEIPHOEIG
TTPETTEl VA yVWPiCouv Toug KIvouvoug. Mia apvnTikip avapTtnon/dnuoacicuon atro TTeAATn,
TTpwnVv UTTAAANAO i avTaywvioTh (&ite aAnBRig €iTe WPeudng) utropei va BAdwel coBapd Tn
enAuN MIag emmxeipnong. Eav évag xdkep katopBwoel va TTApeEl TOV EAEYXO €VOG
AOyapIaopoU KOIVWVIKOU OIKTUOU, TA OTTOTEAECOMUOTA WTTOPEI va €ival KOTAOTPOPIKA.
AKOuN Kal pia aBAaBr) dnuoacicuon PTTOPEI VO UETATPATTEI O€ PIA KATAGTPOPN dnNUOCiwv
oxéoewv. MNa mapddeypa, 10 2012 n McDonalds mrpooTrdOnoe va CUUPETAOXElI OTNV
KOIVOTNTA TWV KOIVWVIKWV PHECWV PE TN dnuoacicuon evog tweet katw atrd 10 hashtag
"#McDStories" - o1 TTeAdTeG atrdvTnoav dnPocIEUOVTOG I0TOPIEG PPIKNG, OTTWG eUPEDN
VUXIWV O€ MTTIQTEKIa 1} VOoonAgia yia Tpo@iky dnAntnpiaon META atmd @ayntd oTa
McDonalds (Zarrella D., 2010).

QoTto6o0, 10 marketing KoivwvikoUu OIKTUOU €ival €vag TUTTOG marketing TTou TTOAAEQ
MIKPEG ETTIXEIPAOEIC Ba pTTOpOoUCaV va eTTWPEANBOUV, WOTE va PABouv TTEPICCOTEPA YIa
TO TI OKEPTOVTAI - KAl 8I1AdidOUV - Ol TTEAATEG TOUG , YIO TO EUTTOPIKO CAMA KAl TA TTPOIOVTA
TOUG.
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4. SOCIAL MEDIA KAI ENIXEIPHZH

4.1 KaBoplopdg oTOXWV Kal OTPATNYIKNAG

O1 emixelpAoelg, OTTWG AdN €XOUPE ava@EPEl, TTAPAKOAOUBOUV Kal TTapatneouv Tnv
OUUTTEPIPOPA TWV KATAVOAWTWY Kal JEOW AUTAG TNG, YTTOPOUV VA PETPROOUV Kal Vo
TTOOOTIKOTTOINOOUV TOV TPOTTO OAAG Kal TOV QVTIKTUTTO TNG OAANAeTTidpaong Twv
XPNOTWV/KATAVOAWTWY KAl TEAOG VO CUUTTEPAVOUV TO QATTOTEAEOUA TNG KOTAVOAWTIKAG
oupTrePIPopdc oTa social media og OAEG TIG TITUXEG TNG ETTIXEIPNONG.

H oTtpatnyikn pérpnong Twv social media Baoiletal o€ évre oTddia (Murdough, 2009):
1. 16¢a

2. KaBopiopdg

3. 2X€0IA0NOG

4. AvartrTugn

5. BeATioToTtrOinON

Mo cuykekpipéva, 0 KABOPIOPOG TG OTPATNYIKNAG TWV social media, 0 o1Toiog aTToTEAEI
KUPIO TTapAyovTa yIa TNV ETTEUEN TwV OTOXWYV, aPOopd TOoV TPOTIO PE TOV OTIOIO Ol
KOIVWVIKEG TTAATQPOPUEG UTTOPOUV VA aglotroinBouyv, €101 WOTE VA KATAOTEN duvatr n
ETTIKOIVWVIA JE TO KOIVO-O0TOXO. lNa autd 10 Adyo, €ival atrapaitnTn N KATOYPA®N
OUYKEKPIMEVWV KPIOIJWY EPWTACEWY PE OTOXO TOV TTPOCOIOPIOCUO TNG a1Tddoong TOu
TTPOYPAUMATOG KOl va €VTOTTIOTOUV Ta Social Media 1Tmou €mmnpedlouv onuavTikd Toug
Baoikoug deikteg ammdédoong. Etriong, Ba mpétrel va TTpocdlopIoTei N TTPOCEYYIoN N
oTroia €ival KAtAAANAN yia Tn PEATIOTOTTOINON TWV EVEPYEIWV Kal va TTPOCOIOPIOTEI
ETTIONG N OUXVOTNTA PE TNV OTToIa Ba EKTINATAI N ATTOd0CN KAl TO XPOVODIAYPAUMA TTAVW
oTo oTroio Ba Baaciletal n diadikacia BEATIWONG TOU TTPOYPAUMATOG.

4.2 Social Media Management tools

H Trapoucia piag emixeipnong ota Social Media, amaitei TTpoypapuatioyd  Kai
opyavwaon agou oxeTiCeTal e Eva PeYGAo apiBuo eTa@wy aTTd dIAPOPETIKEG TOTTOBETIES
Kal TTAaT@OppES. Ma autd 10 Adyo, utrdpxouv Ta Social Media Management Tools
(EpyaAcia KevrpikAg Alaxeipiong) Ta otroia fonBolv atnv opydvwon TwV GUVOUIAILV
KAl TwWV ETTAQWV ME OTOXO TNV €EoIKOvOuNnon XpOvou Kal Tnv aTrAotroincn oTnv
ETKOIVWVia. Ta TTpoypduuata autd, epgavidovral va pgoialouv pe autd tou CRM, aAAd
OTNV TTPAYUATIKOTATA KAAUTITOUV DIOQOPETIKEG AVAYKEG KAl TTPOCPEPOUV DIAPOPETIKES
TTAPOXEG. MeEVIKOG 0TOXOG TWV OUO KATNYOPIWV TwV EPYAAEiwV gival n atTAoTToinon Twv
EPYACIWV Kal N €E0IKOVOUNON XPOVOU Twv eTTIXEIPACEWY. Opwg, evw Ta TTPOoypAPuaTa
Tou Social CRM €1dikeuovTal 0TV KATNYOPIOTTIOINGN KAl OTN CUYKEVTPWON OAWV TwV
TTeEAQTWV — e€TTa@wy, Ta Social Media Management TTPOYPAUUOTA TTAPEXOUV TN
duvaTOTNTA VO CUYKEVTPWVOUV OAOUG TOUG AOYapPIOOUOUG TTOU PTTOPEI va €XEl KATTOI0G
oTa Social Media o€ pia koivry Bdon kal atroteAoUv PHECO yia Tn dlaxeipion auTwy, HEoa
amd TN XprHon ouykekpipyévng Bdong (Levinson & Gibson, 2011). XUp@wWva WE TOUG
Levinson & Gibson (2011), utrdpxouv duo epyalcia Kevrpikng Alaxeipiong Tou
ouvoualouv KaAuTepn oxéon TIUAG Kal ammodoong. To TTpwTto TTPOYPAUMA €ival To
Postling 1O otT0i0 €ival pia dnUOPIAAG TTAATOPUa dlaxeipiong Twv Aoyaplaouwy Social
Media pe xapaktipa web-based. KoAumrer éva peydho apiOud Social Media
TTAATQOPPWYV Kal blogs kal €mmiong cuykevipwvel dedopuéva atTd dIAPOPES I0TOCENIDES
agloAdynong uttnpeaiwy OTTWG yia TTapddeiyua «Yelp» kal 10 «Trip Advisor». ETiTTAéov,

B. ANiBavoyAou - A. MNatrouTtonig 36



Digital Marketing & Social Media

TO OUYKEKPIMEVO EPYOAEIO ETITPETTEI TNV METAPOPTWON, BiviED, PWTOYPAPIWY AAAG Kal
KEIMEVWV O OAEG TIG TTAATPOPUEG, TTAPEXOVTAG EVOTIOINKEVO (PAKEAO PNVUPATWY EVW
TTapdAAnAa divel Tn duvatdTNTA OTO XPNAOTN VO TTPOYPOUMATIOE! evEpyeEleg oTa Social
Media.

To UEIOVEKTNPA TOU OXETICETAI PJE TO YEYOVOGS, OTI TO AEITOUPYIKO TOU oUCTNUA OUAAOYNG
OoTATIOTIKWY OedoPévwyY («analytics») dev €xel Tn duvaTtdTNTA VA aTTOBNKEUEl PEYAAo
apiBud dedopévwv Kal PNVUPATWY. AUTO €xEl WG ATTOTEAECOHA va unv UTTopoulvV va
TTPAYHATOTTOINBOUV OgIOTTIOTEG KAl OKPIBEIG OUYKPIOEIG O€ TAKTA XPOVIKA dIaoTAUATA.

To deuTepo epyaleio TTou ovouddletal HootSuite eival pia Bdon Web-Based, dnAadr dev
gival éva TIPOYPOUMO TTOU ASITOUpPYEl PEOW €yKATAOTAONG OAAG N Xprion Tou
TTPAYUATOTIOIEITAI HEOW TNG I0TOOEAIDAG TOU HEoa ATTO TN dnuIouUpyia EvOg Aoyapiaouou.
To Hootsuite givail To 1110 TTPOCITO KAl ONPOPIAEG EPYOAEIO TO OTTOIO XPNOIUOTIOIEITAI TTOAU
ouxXva amoé TNV TTASIOWPN@ia  Twv  ETTIXEIPACEWY  TTAYKOOWIWG  aveEapTATWG
dpacTtnpIdTNTag Kal peyéBoug. To HootSuite divel Tn duvatdTnTa OTO XPHOTN VA EAEYXE
KABe oTiyun TI ouuBaivel ota didgopa Social Networks. To Bacikd XapakTnpIOTIKO Tou
givar Ot divel Tn duvaTdTNTA OTO XPNOTN va TTAapaKoAoubei Kal va dlaxelpi¢eTal OAoOUg
Toug Social Media Aoyaplaopoug TTou PTTopEi va d1abétel yéoa atmmd pia Koivl 00ovn
(interface). MNpakTIKd autd onuaivel TTwG 0 XPNoTNG O€ XPEIACeTal va OUVOEETAl KABE
@opd o€ dIaPOPETIKO Aoyapiaouod yia va eAEyEEl TO uNVUUATA TOU, va Ta SIAXEIPIOTEN, va
ATTAVTOEl O€ AUTA | KAl AKOUA va ONUOCIEUCEl TTANPOPOPIEG KAl VO ETTIKOIVWVACEI UE
TOoug GAAouGg xpAoTeg. EmiTTAéov, To HootSuite ptTopei va xpnoigoTtroinBei Kal wg pnxavi
ava¢ntnong péoa ota Odiagopa  Social Media Tapouciddoviag KABe OTIyUAR TN
OpacTnEIOTNTA KAl TNV Kivnon yupw atmd pia Aégn-kAeidi. To HootSuite eival diaBéoipo
oe dwpedv kal oe £€kdoon 1Ti TTANPWHN. O1 TTapox€Eg TG dwpedv EKOOONG PTTOPOUV Va
KOAUWOUV TTANPWG TIG OTTAITAOEIS MIAG MIKPOMEDQIQG ETTIXEipNnONG pEOA attd TN
dnuioupyia evog Aoyaplaouou O OTTOIOG UTTOPEI va TTPAYHATOTIOIET TN dlaxeipion €wg Kal
TTEVTE OIAQOPETIKWY TTPOPIA. Eival ca@Eéc WG autd TO XAPOKTNPIOTIKO KAVEl TO
HootSuite 101aiTepa dNUOPIAEG OTIG PIKPOUECQIES TTIXEIPAOEIG. ATTO TNV AAAN TTAEUPd, N
eTti TAnpwun €kdoon Tou («Enterprise») diabétel KATTOIO TTAPATIAVW XOPAKTNPIOTIKA UE
OKOTTO va KaAUWel HeYaAUTEPEG ETTIXEIPNOEIS Kal KOoaTiCel 10$ Tov prjva, To oTroio €ivail
€va PIKPO TT000 O€ OXEON ME TIC TTAPOXES TTOU DIOBETEL.

4.3 TeXVIKEG EPEUVAG KOl TTPOWOBNONG TTPOIOVTWYV I UTTNPECIWV ME TN XPHON TWV
social media

O1 eTaipeieg o€ TTOIKIAEG Brounxavieg OTTWG N @IAogevia, Ta Tagidia Kar o ToupiIouog, Ol
TPOTTEQIKEG KAl XPNUOTOTTIOTWTIKEG UTTNPECIEG, OI ETMIOTAPES TNG (WNG, T TTPOIGVTA
NQVIKAG Kal Ta KATAVOAWTIKA TTPOIOVTA, Ol AEPOTTOPIKES ETAIPEIEG, TA AuTOKivNTA, N HOdQ,
n ektmmaideuon Kal TTOAAG GAAa dlEpEUVOUV T KOIVWVIKA PECA VIO VO EKUETAAAEUTOUV
EUKaIPIEG OTNV €peuva ayopds. E¢etdlouv etmiong Tn dnuioupyia €UTTOPIKWY ONUATWY,
TV TTPowBNnon TTPoIOVTWY, TV AVATITUEN TTPOIOVTWY, TNV €EUTTNPETNON TTEAQTWY, TN
ouvepyaoia MPE Ta evOIQQEPOUEVA MEPN, TNV CUPMETOXHN Twv epyalopévwy, TNV
TTPOCANWN KATT.

Ta TeAeuTaia xpovia évag auavouevog apiBudg IVOIKWY ETAIPEILY OTPEPETAI TTPOG TA
KOIVWVIKA HECQ, TTPOOTTABWVTAG va TTPOCEYYIOOUV TOUG TTEAATEG TOUG ME MIKPOTEPO
KOoTOG oTov TTpoUTtoAoyioud Tou marketing. O1 IVOIKEG eTalpEieg eV gival KaIvOUPYIES
OTOV €IKOVIKO KOOMO. Ta KOIVWVIKA pEoa €XOuv yivel €va 10Xupd epyaAcio yia TIg
EMXEIPACEIS ava ToV KOopOo. Mia peAETn Twv Burson-Marsteller Tou 2010 £€0¢eige 611 - at1d
TIG 100 etaupeieg Tou Fortune Global - To 65% cival evepyég. O €TiXEIPAOEIS TTOU
ul0BeTOUV pIa TTIO €TTIBETIKI) OTPATNYIKN OTa social media wg PEPOG TNG YEVIKOTEPNG
OTPATNYIKAG TOUG €ival TTIO0 OIKOVOUIKG €TTITUXNUEVES. ATTO TIG eTaipeieg Fortune Global
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100, To 65% £xel evepyoug Aoyapiaououg oTto Twitter, TO 54% €xel oeAideG oTTAdWY OTO
Facebook, 10 50% é£xer kavaAia oto YouTube kai 10 33% é£xel etaipikd blogs. Ol
ETTIXEIPNOEIG XPNOIMOTIOIOUV TO PHECA KOIVWVIKAG OIKTUWONG O€ TTOANOUG AEITOUPYIKOUG
TOMEIG TNG ETTIXEIPNONG Kal atroAauBdavouv TToAudpiBua atrtd oQEAN, OTTWG augnon NG
AVOYVWPICINOTNTAG TOU EUTTOPIKOU ONPATOG, TTWANCEIG, BEATIOTOTTOINCN PNXAVWV
avadntnong (SEO), web traffic, ikavoTroinon mreAatwv kal £00da. ETmiTAéov, 10 ypriyopo
feedback kal n 81adpaCTIKOTNTA ATTO TOUG KATAVOAWTEG TTAPEXOUV £vVaAV UNXAVIOUO Yid
Ta OTEAEXN, WOTE va AgIOAOYOUV TNV yVWHN TWV KATAVOAWTWY KAl va XPNOIKJOTIoIouV
QUTEG TIG TTANPOQYOPIES yia TN BeATiwon Twv TTPOIGVTWY, TNV €EUTINEETNON KAl TNV
KQAUTEPN KOTAVONON TWV AVOYKWYV Twv TTEAATWV. O1 ETTIXEIPAOEIS avakAAuyav £TTiong
OTI gival o€ Béon va “TTapakoAouBouv”’ Tnv ayopd, TOV AVTAYWVIOPO Kal TOUG TTEAATEG
TOUG MEOW TWV KOIVWVIKWV HPECWV EVNUEPWONG. AUTO ETTITPETTEI OTIG EUTTAEKOUEVEG
ETIXEIPNOEIC Va gival “TTAvw” atrd TIG aAAayEG TTOU eVOEXOMEVWG XPEIAdovVTal WOTE va
gival og Béon va TTpoPouv dueca ot KATAAANAEG TTPOCAPUOYEG TWV OTPATNYIKWY, TWV
TTPOIOGVTWY 1] TWV UTTNPECIWY. H duvatdtnTa avalitnong Kal ETTIKOIVWVIAS e TTIBavoug
utTaAAAAOUG €ival évag AANOG TOPEQG TTOU €XEl TTAPOUCIACEl UEYAAN BeATiwon pEOW
d1agopwv sites, 6TTwg 10 LinkedIn kai To Plaxo. Agdouévng TG €UKOAIQG xpriong Kai
METPNONG KAl TNG IKAVOTNTAG TOU va TTpooeyyilouv oxeddv APeca TOUG HEYAAOUG
TTANBUCOUOUG, Ta KOIVWVIKG Yéoa KaBioTavTal Ioxupry dSUvaun oTov TPOTIO PE TOV OTTOIO Ol
ETTIXEIPNOEIG  TTPOCEYYiICOUV, TIPOOEAKUOUV KOl  EUTTAEKOUV  TOUG TTEAATEG, TOUG
uUTTaAANAOUG Kal GAAOUG eVOIOPEPOEVOUG.

O Chen. S. (2001) oto GpBpo TOU «A€I0OAGYnon tou avrikTutrou Tou AIadIKTUOU OTO
EUTTOPIKO OHUa», EKTIUA TOV IO0XUPIOUS OTI TO NAEKTPOVIKO euTTOpIo Ba onudvel To TEAOG
TNG dIAXEIPIONG TOU EPTTOPIKOU OAMOTOG OTTWG TO YVWPICOUUE. Ta OTOIXEIO ATTO MEAETEG
ayopdg emmaveEeTalovtal Kal 0To £yypa@o evioTtri(ovial opiopévol Baacikoi TTapdyovTeg
TTOU KaBIoTOUV TO oevdplo autd amiBavo. lpwTov, TO ATTOTEAEOPa €EapTATal ATTO
TTOAAOUG GAAOUG TTAPAYOVTEG, OTTWG O TUTTOG TOU TTPOIOVTOG KAl O TUTTOG TNG ayopds. Ta
EMTTOPIKA CAPATA EEUTTNPETOUV DIAPOPETIKO POAO O€ KABE pia aTTd QUTEG TIG TTEPITITWOEIG
KAl O QVTIKTUTTOG TOU AIQBIKTUOU TTOIKIAAEI avAAoya PE TOV POAO TTOU TTAICEl TO EUTTOPIKO
onua. Aegutepov, UTTApXouv TTOAAEG TeXvoAoyieg AladikTUou Trou eTnpedlouv Ta
EUTTOPIKA onuata pe d1d@opoug TPOTTouG. Tpitov, TO AIadiKTUO 00nyei O€ PEPIKA
deuTepevovTa aTmOTEAEOUATA OTIG OOPEG TNG AYOPAG TTOU ETTNEEALOUV UE TN OEIPA TOUG
TO eumropIikO onua. O ouvduaouog auTwy TWV TTapayovTwy, TTapoTl dev odnyei OTo
“Bavato” TnG dlaxeEipIong ToUu EUTTOPIKOU OUATOG, O TTOAAEG TTEPITITWOEIG Ba 0dnynoEl
o€ BeAtiwon Tou podou autrig. O1 Corcoran-Cate (2009) oto BIBAio Toug « Ta eutmopikd
onuara QmrooKoTToUV OTNV TTPOCAPUOYH OTOV KOOMO Twv social media», OXETIKA WE TN
XPAON TWV KOIVWVIKWY PECWV OTTO TA EUTTOPIKA Oruata Kal TOuG AIQVOTTWANTEG OTIG
H.IM.A , ava@épouv OTI Ta PIKPOTEPA KAl PEYOAUTEPA EUTTOPIKA CAMOTA KABWG Kal Ol
ANavoTTwANTEG ayKAAIAZoUV TA KOIVWVIKA PECA KAl TO XPNOIKOTTIOIOUV YIA TNV €ViOXUOnN
TWV TTWAACEWV Kal TNG avayvwpIoIudTNTAG TNG ETTWVUNIAG TOUG.

O Dutta Soumitra (2010) oto GpBPO TOU OXETIKA WE TN OTPATNYIKA TWV KOIVWVIKWV
Méowv evnuépwong oto Harvard Business Review avo@épel OTI Ta KOIVWVIKA péoa
aAAGlouv Tov TPOTTO PE TOV OTTOI0 dPACTNPIOTTOIOUMAOCTE KAl TOV TPOTTO UE TOV OTT0IO Ol
nyéteg yivovral avtiAnTToi. Opwg, evw o1 KOAUTEPEG  ETTIXEIPNOEIS OnUIoUpyoUV
OUVOAIKEG OTPATNYIKEG OTOV TOPED AUTO, N €PEUVA BEIXVEI OTI AiyOol NYETEG TWV ETAIPEILIV
€XOUV IO KOIVWVIKA TTapouadia péowv. O1 onuePIVoi NYETEG TTPETTEI va ayKAAIGoouv Ta
KOIVWVIKA péoa yia TPEIS Adyoug. MpwTov, TTapExouv pia TTAATEOpUA XauNnAOU KOOTOUG,
I010iTEPA TTPOCITH, TTAVW OTNV oTroia PTTopEi va olkodounBei €éva  brand name, kai
eTmiong Tapéxouv TNV duvaTtéTNTa TNG ANEONG ETTIKOIVWVIOG PE TO KOIVO KOBWG Kal
dueong TTANPoOYOPNONG TOOO TOU KOIVOU Yia TNV idia TNV €TAIpEia 60O KAl TNG ETAIPEING
yla Ta evOIQQEPOVTA KAl TIG AVAYKEG TOU KOOPOU. AgUTePOV, EMITPETTOUV TNV TAXEIQ KOl
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TAUTOXPOVN CUVEPYATIa PE TOUG OUVOUNAIKOUG, TOUG £pyalOuEVOUG, TOUG TTEAATEG KOl TO
EUPUTEPO KOIVO, TTPOKEINEVOU VA EKPETAAAEUTOUV TIG OXEOEIG, VA OEiCouV TN dECUEUON
TOUG Kal va emdei€ouv IKavoTnTa ypriyopns avratokpiong. TéEAog, o Aula Pekka (2010),
OTO APOPO TOU, ETTIKEVIPWVETAI OTNV QATTEIAN KAl TOV KiVOUVO TWV KOIVWVIKWV PECWV
EVNUEPWONG VIO TN @AUN TWV ETTIXEIPACEWV. AVaQEPEl TTAPADEIYHATA YEYOVOTWY OTTOU
EMTTAEKETAI N ETTIPPON TWV KOIVWVIKWY HECWV EVNUEPWONG Kal TTWG N dnuooidtnta
MTTOPEI va €TTNPEACEI APVNTIKA TN QPN MIOG ETAIPEIA.
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5. SOCIAL MEDIA KAl KATANAAQTHZ

O1 aA\ayég OTn CUPTTEPIPOPA TWV KATAVOAWTWY aTTaItouv oTrd TIG ETTIXEIPNOEIS VA
eTTaveCeTAOOUV TIG OTPATNYIKEG marketing otov wn@iakd Topéa. H OelTtepn yevia
epapPoywyv pe Baon 1o Aiadiktuo ( web 2.0 ) evioxuel TIG TTpooTTdBeieg marketing,
EMTPETTOVTAG OTIG ETTIXEIPHOEIG VA €QAPUOIOUV KAIVOTOUEG MOPYPES ETTIKOIVWVIOG KAl VO
OUV-ONUIOUPYOUV TTEPIEXOMEVO ME TOUG TTEAATEG TOug. O1 ETTIXEIPACEIS QVTIMETWTTI(OUV
EOWTEPIKEG KAl EEWTEPIKEG TTIECEIS YIA VA UIOBETAOOUV YNn@IOKH Trapoudia  oTIg
TTAOTQOPPES KOIVWVIKWY PEowv. H euttAokr Tou wn@iakoUu marketing Twv €TAIPEIWV
MTTOpPEI va KaTtnyoplotroinBei avaAoya Pe Ta O@EAN TTOU TTPOKUTITOUV Kal Trn XPron Tou
wnoelakou marketing. MNa va BeATiwBei N cupBoAl Tou wneiakou marketing, ol £uTTopol
TIPETTEl VA ETTIKEVTPWOOUV OTIG AAANAEIOPACEIS TTou Pacilovtal 0Tn Oxéon ME TOUG
TTEAATEG TOUG.

H augavopevn yn@iaki XEIpa@ETNON-EVOUVANWOT TWV KATAVOAWTWY

Mia a1rd TIG peyaAUTEPEG AAAAYEG OTRV avBpwTTIv AAANAETTidOpaon €ival o TTpdoEATOG
TTOAATTAQCIOOPOG  Twv  BIAdIKTUAKWY  KOIVWVIKWY  OIKTUWY. H  Taxeia avdamTugn
OIOBIKTUOKWY TTAATQOPUWY Ol OTToiEG OIEUKOAUVOUV TNV KOIVWVIKI) CUMTTEPIQPOPA O€
“‘atreuBeiag auvdeoan”(online), €x€l TPOTTOTTOINCEI CNPAVTIKA T @UON TwV avBpwITIvwyv
dpacTtnpIioTATWy, ouvnBeiwv Kal aAAnAemdpdoewyv. O1 KOIVWVIKEG OXECEIG TOU
TTPAYMATIKOU KOGHOU £XOUV PETAPEPOEI OTOV EIKOVIKO KOOUO, HIag Tou OTI 01 SIadIKTUAKES
KOIVOTNTEG UTTOPOUV va ouvdEoOUV avBpwTToug atrd 6Ao Tov kdopo. AUuTh n Kivhon oTnv
WneIok d1doTaon EMTPETTEI OTA ATOMA va PoIpAdovTal T yvwaor), va aAANAOETTIOpOUV
METALU TOUG Kal va TTPOAyouv Tov BIGAOYyo HETAEU dla@OpETIKWY TTOAITIoNWY (Budden,
Anthony, Budden, & Jones, 2011, Kumar, Novak, & Tomkins, 2010). To epwTnua TToU
TiBeTal TTAéov Oev gival av o1 AvBPwWTTOlI CUVOEOVTAI: TO EPWTNUA Eival AUTO PE TO OTTOIO
OUVOEOVTAI KAl YIATI XPNOILOTTIOIOUV CUYKEKPIUEVES EQAPHOYEG VIO VA TO KAVOUV.

ATIO Tn OKOTTIA TOU KOTAVOAWTHA, N XPEAON TEXVOAOYIWV ETTIKOIVWVIAG TTANPOPOPIWY
TTPOOPEPEl  TTOAAG  OQEAN, OTTWG  ATTOTEAEOUATIKOTATA, €UKOAIQ, €upeia  yKAPa
TTANPOPOPIWY, €UPUTEPN ETTIAOYA TTPOIOVIWY, QVTAYWVIOTIKN TIMOAOYNOon, Meiwon
KOOTOUG Kal TToikIAia TTpoioviwyv (Bayo-Moriones & Lera-Lo Pez, 2007). H online
KOIVWVIKN OIKTUWON TEIVEI VO €VIOXUOEI QUTA Ta OQEAN, KOBWGS O KATAVOAWTEG €ival O€
Béon va €TMKoIVWVOUV TTIo evepyd. MNa Tapddelypa, nEow TNG SIAadIKTUOKAS KOIVWVIKNG
OIKTUWONG, Ta ATOPO MPTTOPOUV Vo avalnTAoouv TIGC atmmoyelg GAAwWV OXETIKA HE
OUYKEKpPIMEVA TTpoidvTa. Me autdv Tov TPOTIO, Ol KOTAVOAWTEG aTTodEiXONKe  OTI
QATTOTIMOUV TIG EKTIMAOEIS TWV OUOTIMWY TOUG TTEPICOOTEPO ATTO TIG TTPOCPOPES TWV
ETTIXEIPNOEWY, UTTOBEIKVUOVTAG WO OTPO®N TTPpog T duvaun Tng 1meiboug (Berthon, Pitt,
Plangger, & Shapiro, 2012, Pitt, Berthon, Watson, & Zinkhan, 2002).

Koivwvikd péoca: 'EASN R wlnon yia TIg ETTIXEIPACEIS

Edv mmepioodTepOl TTEAGTEG CUUMETEXOUV OTA KOIVWVIKA PECQA, OI ETTIXEIPAOEIS Ba TTPETTEI
VO OUMMPETEXOUV OKOUN TTEPICOOTEPO OTA KOIVWVIKA pEéoA. 2TO TTaPeABOV, oI EUTTOPOI
Xpnoigotrolovoav — “ekpriéeic”  nAekTpovikou  Taxudpopeiou, dAueco  marketing,
TNAETTWANCEIG, EVNUEPWTIKOUG IOTOTOTTOUG, TnAgdpacn, padlidgwvo Kal  AAAoug
MNXaviopoug d1adoang TTANPOYOPIWY OXETIKA YE TNV €mXEipnon f Ta Trpoidévra tng. O
Maykdéouiog 101G xpnoigotroinOnke yia va Trapoucidoel pnvopara marketing péow
TTPOBOAAC CeAidwV Kal dlaPnuUicEwWY, WOTE Ol ETTIXEIPACEIC VO TTPOCEYYIOOUV HEYAAO
apiBud avBpwTwyv 0O0€ OUVTIOUO XPOVIKO Ol1doTnua. Xpnoideuoe wg dIa@nuIoTIKO
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epyaAeio TTou dlaudpwaoe 1o Aeyouevo “surfer behavior” (Berthon, Pitt, & Watson, 1996)
KAl OX1 WG MECO TTOU BIEUKOAUVE TNV OAANAETTIOPOON PETALU AyOPACTWY KOl TTWANTWV.

Eav o1 emxeipAoeig  emdiwkouv  va  ONPIOUPYROOUV  auoIfaia  IKAVOTTOINTIKEG
MOKPOXPOVIEG OXEOEIG UE KPIOIHOUG XPAOTEG (TT.X. TTWANTEG ) TTEAATEG), ATTAITEITAI YIA
€EVOAAOKTIKA oTpaTnyikn Baoiouyévn oto Web. ZuyKekpIPéva, o1 ETTIXEIPHOEIG Ba TTPETTE
va EMOIWEOUV TNV QVATITUEN WNOIOKWY OXECEWV  XPNOIMOTIOIWVTOG  OTPATNYIKEG
TTpowBnong TTou divouv £€u@acn oTn ouv-dOnuioupyia TTEPIEXOMEVOU Kal voruaTtog. lNa 1o
OKOTTO QuTO, N ETTIKOIVWVIO aTTd OTOUA O€ OTOPA WTTOPEI va gival 101AiTEpA Xproiun.
Quoikd, ol emixelpnoelg TTavra “pidovoav” O0Toug TTEAGTEG TOUG: N Kpiolun diagopd
METALU TOU TTAPEABOVTOG KAl TOU TTapOVTOG ATTO QUTA TAV Atroyn eival o1l Twpa Ta
EPYOAEIa NAEKTPOVIKAG ETTIKOIVWVIAG ETTITPETTOUV OTOUG TTEAATEG VA AVTATTOKPIVOVTAI OTIG
emyeipnoelg (Mangold & Faulds, 2009). Autd TTIECEI TIG ETTIXEIPIOEIG VA UIOBETHOOUV [Ia
WNQIOKN TTAPOUCia. 2€ ATTAVTNON, OPIOUEVEG ETTIXEIPNOEIS EXOUV EQAPUOTEI TEXVOAOYIES
Web 2.0. To Web 2.0 cival kATl TTapatmavw atmmo Tnv €¢ENIEN TNG TEXVOAOyiag TTou
Bacoiletal oto Web: avTITTpoCWTTEUEl MIA KOIVWVIKI ETTAVACTOCT OTOUG TPOTTOUG UE TOUG
OTTOIOUG XPNOIKOTIOIoUVTAl AUTEG Ol TEXVOAOYiEG. I1D1aiTepn onuaacia yia TIG ETTIXEIPAOEIG
TTOU ETTIBUPOUV VO ETTIKOIVWVIOOUV HE TOUG TTEAATEG TOUG E€ival n eU@AvION TNG
“‘OUpPMETOXIKAG” avTaAAaYAG TTANPo@opPIwY HECW Tou AladiKTUoU. To @aIVOPEVO auTO, O€
OuvOUAOMO HE TIG TTAYKOOUIEG BEATIWOEIS OTNV TEXVOAOYIO TNG ETTIKOIVWVIOG KAl TO
XaunAGTEPO KOOTOG TTPOCoRacng oTo AladikTuo, B€Tel TIG BACEIG yIa ONPAVTIKEG OAAQYEG
OTIG OTPATNYIKEG WnelakoU marketing, 18iwg o€ oxéon Pe Tn diIdoTAoN TOU dIA@NUICTIKOU
MEiypaTog.

MapoAo tou n avattuén Tou Web 2.0 rapeixe pepikd epyaleia yia 1o marketing pe
Baon TG oxfoelg, 0 Znuacloloyikdg 10TdG €xel €CammAwdel TTepaITéEpw Kal €XOUV
TTpooTeBel  véeg Odlaotaocelg (Silva, Mahfujur Rahman & EI Saddik, 2008). O
2NMOOCIONOYIKOG 10TOG avTITTPOOWTTEUEl HIa €EENIEN ATTO TO TTEPIEXOPEVO «UOVO YIa
avayvwon» o€ uia OIETTaP TNV OTToia TO TTEPIEXOMEVO PTTOPEl va diaBaoTei 1 va
ypaoTei (‘read-write’) kal TEAOG odnyei oTo 'Executable Web' (Rizzotti & Burkhart, 2010).
To teAeutaio xapakTtnpiletalr aTmrd ATOPIKEG KAl OUVAMIKEC OXEOEIC BACIOUEVEG OTNV
eCatouikeuon, TIG ECUTTVEG EPEUVEG KAl TN CUPTTEPIPOPIKA diagruion (Agarwal, 2009). To
QaIVOUEVO aUTO CUVEXWG avaTrTuooeTal Kal egeAiooeTal, aANdlovTag To status TnG 1I0XU0G
NG ayopdg atrd TIG ETMIXEIPNOEIS OTOUG KaTtavaAwTég (Berthon et al., 2012, Pitt et al.,
2002). ‘Evol, pia online otpatnyikr) marketing paciouévn oTo TTEPIEXOMEVO Ba YTTOPOUCE
va YEQUPWOEl TOOO TO KEVA TwV KATAVOAWTWY 600 KAl TA QUOIKA-EIKOVIKA XAouoTa
(Silva et al., 2008). Mg Tov TPOTTIO AUTO, HIa TETOIO OTPATNYIKI) Ba ETTETPETTE OXI JOVO TTIO
ATTOTEAEOUATIKEG OTPATNYIKEG marketing aAAG kal éva véo Trapadelypya oxéong-
ETTIKOIVWVIAG.

TENOG, N AVTAYWVIOTIKA TTiEON €vOUVAPWVEL TIG TTPOOTTABEIEC wnelakou marketing.H
eCwTEPIKA avTaywvioTKA TTieon diadpauartifel TOv TTIO CNPAVTIKO POAO OTnV ammogacn
MIaG ETTIXEIPNONG va XpNOIPoTIoIEl Wnelokd péoa yia okotroUug marketing. Evw n
EOWTEPIKN ATTOOOTIKOTNTA AVTITIPOOWTTEUEl TOV OEUTEPO CNPAVTIKOTEPO TTAPAYOVTA TTOU
odnyei  TIC EMXEIPACEIC va  UIOBETAOOUV  OTPATNYIKEG  wneiakoUu  marketing,
akoAouBoupevn aTTd TNV TOKTIKN "aTTd TNV KOpuen TTPOG Ta KATW”.

5.1 Ta péoa KOIVWVIKAG SIKTUWONG WG HECO EKPPACTS TWV KATAVOAWTWYV

H eToéuevn evotnTa avaAulgl TOV TPOTTO PE TOV OTTOI0 TTNPEACOVTAI Ol KATAVAAWTEG aTTO
Ta KOIVWVIKA PECQ evnuéPwONG Kal TTpoadiopilel TTola Ba gival n Kpioiun @acn 1ng
dladIkaoiag ayopdg TTou Ba TTPETTEl va agloTroifjoouv ol marketers.
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2UhQWVa e TN Bewpia Tepi emmeCepyaciag Twv TTANPOPOPIWV VIO TIG ETTIAOYEG TwV
KATAVOAWTWY, ava@EpeTal OTI UTTAPXOUV TEPACTIEG TTOOOTNTEG OIAPNUICEWY TTOU
avtaywvidovtal PJETAgU TOUG yia va TTPOCEAKUCOUV TNV TTPOCOoXA Twv atopwv (Fennis
and Stroebe 2011) kal TO yeyovog OTI Ta avOpwITIva OvIa €XOUV TTPOPAVWG
TTEPIOPIOPEVN EYKEPOAIKE IKAVOTNTA OTNV E£TTEEEPYATia TTANPOPOPIAG KATAAYOUNE OTO
OTI €ival TTPOKANON yia KABE EEXWPIOTO PVUMA TTOU BEAOUV va TTEPACOUV Ol ETAIPEIEG
OTO KOIVO, va kKata@épvel va “akouyetal” TTdvw atrd egwyeveic TTapdyovreg TTou
aTrooTrouV A dlaoTpeRAwvouV To urpvupa (Silverman 2001, 67).

KdaBe pia atmd 1ig TTAATQOPPES KOIVWVIKWY JECWV TTaifel poAo oTnv TTapoxn, Aqyn Kai
avtaAAayr]  TTANPOQPOPIWV  XWPIG TTEPIOPICPOUG  Opiwv  Kal, OTTWG  avapEPOnke
TTPONYOUMEVWG, TA KOIVWVIKA HECA ETTPETTOUV  AP@iIOpOUN PO TTANPOYOPIWV.
Aedopévou OTI N por TNG ETTIKOIVWVIOG OgV €XEl ATTAWG AVTIKTUTTIO OTOV TPOTIO UE TOV
OTTOI0 Ol €TAIPEIEG MUTTOPOUV va €xouv TTPOoRach OTIC OTOXEUMEVEG OPAdEG TOUG,
eTNPedadel 6An TN dladikaoia AYNS aTToPACEWY, ATTO TV EPUNVEIQ TOU PUNVUPATOG, TNV
avalntnon Ol1aBEoiywy  EVAANAKTIKWY  AUCEwvV, KaBWG Kal TIC EVEPYEIEG TTOU
TTpayuaTOTTOIoUVTal PETA TNV ayopd. ‘ETol, cival onuavtiké va utrodnAwoouue 0TI n
ATTOPPIYN TOU PNVUUATOG KAl N €0QaAuévn epunveia gival ol moavég Trayideg otn pon
TNG €TKoIvwviag (Smith and Zook 2011, 120).

Ooov agopd 10 social media marketing, 0 peyaAUTEPOG POBOC TWV ETAIPEIV KAl TWV
EMTTOPIKWY ONUATWY Eival VA €YKATOAEIYOUV TOV EAEYXO TOU TTEPIEXOMEVOU Kal TNG
ouxvoTnNTag Twv TTANPOPOPILY TwyV 6owv TTpoldlouv. QoTtdéoo, ecival amapaitnTo yia
Toug marketers va ouveidnrotoijoouv OTI oI OUulNTACEIG Kal Ol A&lOAOYNOEIG, WG
TTEPIEXOMEVO TTOU ONMIOUPYEITal aTTd TOUG XPNOTEG, XPNOIMEUOUV yia va atrodeifouv Tn
dlagpavela TnG kaBe etaipeiag (Weber 2007).

OTtav n Amazon dapxioe va TTPOOKAAEi dToua (OTTWG 01 KATAVOAWTES Kal Ol XPAOTEG) yia
va EKQPAOOUV TIG aTTOWeI§ Toug, dev UTTAPEE Kapia diakotr TG Taong (Weber 2007),
OnAadn n onuepivr TTIKoIVwVia €xel HETABANOEi SpaOTIKA OE €va YUECO TTOU ATTOTEAEITAI
ATTO EKATOPUUPIO AVOPWTTOUG TTOU UTTOPOUV TTPAYHATIKA va CUMBAAOUV ) va PEILOOUV
OTO PRjvupa Tou marketing. ZuveTtwg, CUYKPITIKA Pe Ta TTapadoaiakd kavaAia marketing
(6TTWG TNAEOPACN, EPNUEPIDES, TTEPIODIKA K.ATT.), n OIA@APION atmd OTOPA O OTOPA
(word-of-mouth) BacileTal atToKAEIOTIKG OTA PECA KOIVWVIKAG SIKTUWONG YECQ O€ QUTAV
TNV wneiakn emoxr (Knowledge @ Wharton oto Forbes 2012) kal pe yeyovog OTI ol
IOTOTOTIOI ETTITPETTOUV OTOUG XPHOTEG VA ONUIOUPYOUV TOUG OIKOUG TOUG EIKOVIKOUG
XWPOUG OTOUG OTToiouG evBappuveTal Kal TTupodorteital To word-of-mouth (Weinberg
2009).

H ouvopiAia ota TTapadociokd p€oa evnuépwaong ival povodpoun: n eTaipgia PiAnoe, 1o
akpoaTApIio dkouce. Ta pnvouata PAdikNg evUEPWONS PIATPAPOVTAl ATTO TOUG NYETEG
TNG KOIVAG YVWUNG OTO PMAdIKO akpoaTrplo, 0TO OTToio €ival TTOAU SUOKOAO va EVTOTTIOTEI
0 NYETNG TNG KOIVIG YVWHNG, 0edouEVoU OTI OEV Eival TUTTIKOI EUTTEIPOYVWHOVEG KAl OEV
TTAPEXOUV KAT avAykn OUMPBOUAEG, aAAG €xouv KATTOlO €TTIOPACN OTOUG KOATAVOAWTEG
(Katz kai Lazarsfeld 1955).

21n Bewpia Twv emMKOIVWVIOKWY PovTéAwyv (Goldenberg, Han kai Lehmann 2010), Ta
eupnuara (Katz kar Lazarsfeld 1955, Bulte kar Wuyts 2007) degixvouv OTI oI NYETEG TNG
KOIVIG YVWHNG €ival €Keivol TTou gixav apxIk& "ekTeBe" O KATTOIO TTEPIEXOMEVO TWV
MEOWV EVNUEPWONG, EPMIAVEUCAV TO PAVUUA QUTOU TOU TTEPIEXOMEVOU HE BACEl TN OIKN
TOoug atoyn Kai €ivar Mo dpacTtriplol amd Toug AAAoug, TOoO oOTnv avalitnon
TTANPOQYOPIWV 600 Kal 0Th YETAdOON auTwyv o€ AAAoug. (BAétTe Wuyts et al., 2010, 283-
300). 20powva e Toug Lazarsfeld kar Katz (1955), o1 TAnpo@opieg dioxeTevovTal OTIG
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MAleg PEOW TWV NYETWV TNG KOIVAG YVWHNG, Ol OTToiolI €X0OUV PEYAAUTEPN avTiAnwn Kai
KATavonon TOU TTEPIEXOUEVOU TWV PECWV EVNUEPWONG, Kal £TOI EENYOUV Kal dlaxEouv
TO TTEPIEXOMEVO O AANoUG. O1 akpoaTéG, PE T OEIPA TOUG, OTN CUVEXEIQ TPOPODOTOUV
TOUG NYETEG TNG KOIVAG yvwung. (Smith kal Zook 2011.)

«O TTeENATNG €MOIWKEI PEYAAUTEPN CUMMPETOXA ME TIG ETAIPEIEC TTOU €TTnPEEdlouv TN {wn
ToUu», Aé€l n Diane Hessan, Tpdedpog kal dieuBuvwyv oupBoulog Tng Communispace,
TTOU TTEPIYPAPEI TNV AAAQYH TWV KOIVWVIKWY PHECWV EVNUEPWONG KAl TNV ETTIPPON QUTAG
OTOUG KATAVOAWTEG. AvagEpel TTEpaITépw OTI "ol TAoEIg TTou avBidouv, OTTWG TO blogging,
ol diadikTuakég Kkoivotnteg, 1o flash mobbing, o1 buss agents kTA., &gixvouv OTI oI
TTEAATEG €XOUV TTOAAG va TTouV - B€AouV va epwTnBoUV Kal BEAOUV va CUPPETAOXOUV."
(Communispace 2013).

Omwg emwinke, 1o PEOA KOIVWVIKNG OIKTUWONG €BOAAV TOUG KATAVOAWTEG OTO
ETTIKEVTPO OivVOVTAG TOUG TN OUVATOTNTA VO OUUMPETACXOUV OE€ OUVOMIAIEG, Kal oUTE Ol
ammo@aocelg AauBdavovtal TTAéov atrd Aiya dtopa Kal oUTe TO PAvVUPA Ba OTEAVETAI OTIG
paleg atd Tov brand owner. O1 Smith kai Zook (2011) etrecrjuavav OTI Ol TTEAATEG,
TTPWTOV, MIAOUV 0 évag oTov AAAo (C2C) étrou péoa atmd TIG NAEKTPOVIKEG TTAATQPOPHEG,
EXOUME TNV KOAUTEPN OIEUKOAUVON TWV KOIVOTATWY TwV TTEAATWYV, Kal OeUTEPOV, TTAAI
TTiow oTtnv eTaipeia (C2B). Zup@wva Pe 10 oXNUa , TTapaTtnpeital Ot ol dIadIKTUOKEG
KOIVOTNTEG €XOUV YEQUPWOEI TO KEVO ETTIKOIVWVIOG WETALU EUTTOPIKWY CNUATWY Kal
KATAVOAWTWVY Kal TEAIKA QUTO TO OUYKEKPIMEVO €i00OC PONG ETTIKOIVWVIAG TTPOWOEI pIa
ETMKOIVWVIa 10TOU JETAU TTEAQTWV KOl NYETWV KOIVAG YVWHPNG OTOUG  OTT0ioug
TTEPIOTPEPETAI TO EUTTOPIKO Orua. (Smith kar Zook 2011).

Advanced web communications model

Eikéva 10: Advanced web communications model

O1 Mangold kai Faulds (2009) trapouciacav éva vEO TTOPAdEIYUA ETTIKOIVWVIOG TTOU
Ocixvel OTI N avegapTnoia Twv TTAATQOPHWYV TWV KOIVWVIKWY PHECTWV €XEl EVIOXUTEl TNV
IKAVOTATA TWV KOATAVOAWTWY VA ETTIKOIVWVOUV HETAEU TOUG, eTTnpedloviag Babid tn
CUUTTEPIPOPA TWV KATAVOAWTWY KAl ATTOdIdOVTOG OTOUG KATAVOAWTEG OUVANN TTOU OEV
gixav TTponyoupévwg otnv ayopd (Mangold and Faulds 2009).
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Traditional Marketplace:

Promation Mix:

Consumers

s  Advertising

« Personal Selling

» Public Relations
& Publicity

+ Direct Marketing

s Advertising Agency | P ° Salﬂ&FrﬂleIDn ™

+ Marketing Research "

«  Public Relations . E'E‘_Jl';';! m;%nv
Firm sponsored and
user sponsored )

s Social Consumers
networking sites

+ Video sharing
sites

#« Eke.

Social Media

Agents:
Consumers

Organization

A

Eikéva 11: Traditional MKT Mix flow

TeNkd, o1 TAnpogopieg kal Ta feedbacks KukAo@opoUv OIOPKWG METALU TWV
OIadIKTUOKWY KOIVOTHTWY Kal Ta ATOpa MUTTOPOUV €UKOAQ va €xouv TTpoofacn OTIg
TTANpo@opics. EKTOG autou, AauBdavovtag utrown oTl évag pEoog XpnoTng Tou AladiKTuou
£X€l 669 KoIvwVIKoUg deopoug (Hampton et al., 2011), wg ek TouTou, To word-of-mouth
avap@ipoAa Asitoupyei TTOAU ypnyopoTepa online cuykpITIKA pe To offline.

To peyaAuTepo PEPOG TNG JovTeAOTTOINONG TG Bidxuong (6TTou TTEpIypd@el Tn diadikaaia
TOU TPOTTOU UI0BETNONG VEWV TTPoIOVTWY Ot évav TTANBuoud) TTou OXeTiCeTal UE TO
marketing, €xel 0¢€i¢el 611 n diladikagia Pe TNV oTToia £va KOIVWVIKG oUCTNUA UIOBETE pia
KalvoTopia Bacifetal o€ peyaho Babud oTic AAANAETTIOPACEIS TWV OUVNTIKWY UIOBETWV.
ATIé TNV atroyn auTr], N ATTOPACH TOU KATAVOAWTA VA EKTEAECEI UIO EVEPYEIQ UTTOPEI va
ETTNPEACTEI ATTO TNV ATTOPOCT TWV YUpw Tou (Hui et al., 2012).

Kard tn @daon g atmroktnong tmAnpo@opiwv otn diadikaoia AQWng amo@Acewy, Ol
KaTtavaAwTeéG eTTnpedlovral atrd €§WTEPIKN KAl €O0WTEPIKA Ty TTAnpogopiwyv. Ol
Glodenberg, Han kai Lehmann (BA. Wuyts et al 2010, 284) éxouv €f¢nynoelr o1l Ol
EOWTEPIKEG TTNYES TTANPOPOPNONG Eival TTPOYEVECTEPOI UIOBETWVTEG TNG KAIVOTOUIOG Ol
OTToi0I YTTOPOUV va €TTNPEACOUV TOUG TTBAVOUG UIOBETWVTEC PE TNV aTTtodoxr, Tnv
avAaAuan, 1o QIATPAPICUA, TNV TTPpocappoyr kal Tn diddoon Tou amd oTépa o€ OTONA
TTANPOPOPIWV Kal EI0ACEWY KABWG Kal TN AEIToupyia TOUG w¢ TTPOTUTTA JOVTEAWY TNV
ayopd.

Ta dropa Atav mMOavé va xpnoigotoliouv Ta idla Trapadooiokd KavaAia PECWV
EVNUEPWONG YIa va dIABACOUV OXETIKA PE Ta KOAA 1 KOKA TTPOIGVTa, atrd Toug AAAoUG
TTOU €ixav eTTEIpia OTTO TTPWTO XEPI, WOTOCO N ENPAVION TWV KOIVWVIKWV HECWV AAAaEE
TNV KATAOTOON OTIG MEPEG MOG - OnAadn pe @BnvoTeEPn Kal TaxUuTePn TEXVOAOyid, O
BaBudg emkoivwviag Tagidevel pakputepa (Weinberg 2009, 12).

21NV TTPAYMATIKOTATA, O TTOAATTAACIOONOG TWV KOIVWVIKWY PECWV gival €va oTTabi pe
OUO AKpeG kal Trpdyuart, n Tpoofaciyétnta kalr n dlaBeciudtnTa o TTANPOPOPIES
TTPOKAAEcaV aAAayEC oTnV aAAQyh CUPTTEPIPOPAS TWV ATOMWYV, YEYOVOG TToU TEAIKG
odnyei o€ VEEG AVAYKEG KAl AyopAOTIKA CUMTTEPIPOPA.
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5.2 O1 emippo€ég oTn dladikacia ARYnG atro@aocewyv

KoBwg 0 KOOPOG TwV ETMIXEIPACEWY  ETTAVATTPOOAVATOANICETAI yUpw aTTO  ThV
e€UTTNPETNON KAl TNV IKAVOTTOINON TWV TEAATWY, Ol ETMKEQPAANG marketing €ivai
TTETTEIOPEVOI OTI TA KOIVWVIKA PEOA €TTNPEACOUV TIG TTWAACEIG, TNV AVAYVWPICINOTNTA TNG
ETTWVUHIaG KaBwg Kal Tnv TioTn Twv KatavaAdwTtwyv (Olenski 2012). Q¢ ek ToUuTOU, T
OedOUEVA TWV KOIVWVIKWVY PEOWV ETTNPEACOUV TIG OTTOQACEIG TWV ETTIXEIPACEWV EVW
TTapdyouv TTPORAEWEIS. ZUPQwva Pe TNV €kBeon Tng Piounxaviag Twv social media
marketing, N o@Aipa TWV KOIVWVIKWYV PECWV BeV gival aTTAG pIa pavia oTnv OTToia ol
EUTTOPOI TTPOCEAKUOVTAI - KABWG TTEPIoTOTEPO aTTd TO 83% auTwyv aTTodidel uwnAn adia
OTA KOIVWVIKGA PEOA TWV ETTIXEIPOEWY Toug (Stelzner 2012).

Ta KOIVWVIKA PECA eVNUEPWONG, WG VEA CUVIOTWOQA, TTEPITTAEKOUV OKOMN TTEPIOCOTEPO
TNV Bewpia NG OCUPTTEPIPOPIKAG dladikaoiag o€ oxéon MPE TNV ayopd, OTTOU Ol
QYOPOOTIKEG CUMTTEPIPOPES dev eTTNPeAlovTal ATTAWG ATTO TA TTAPAdOCIOKA KavaAlqg,
OAANG  €TTEKTEIVOVTAI OTIG NAEKTPOVIKEG TTAATQPOPMES. O TTPOTIUACEIC KAl N CAPavon
ATTOQACEWV £EAPTWVTAI OTTO TIG TTANPOQYOPIEC TTOU TTAPEXOVTAl OTTO T PEPN TTOU OEV
eAéyxovTal atrd TOUG OIABIKTUOKOUG €EPTTOPOUG, OTTWG OEIOAOYNOEIS aTTO OPOTIHNOUG,
TTapatrouTTég/ouoTdoelg, blogs, Kolvwvika dikTua Kal GAAEG UOPYES TTEPIEXONEVOU TTOU
TTapAyel 0 XPnoTne.

KwvoTavTiviong kai Kprjvn (2008) mrpdTteivav €va KAIVOTOPO POVTEAO BIEyEPOEwV Kal
avTidpaong PBaociopévo oto TTAaiolo Tou Kotler (1994), Adyw Tng augavopevng xpnong
TWV KOIVWVIKWV PJECWV. ZUUPWva JeE To didypapua TTou Trapouacialetal(oxnua 12), ot
éva  TTapadooIakd eUTTOPIKG  TTEPIBAAAOV, O KOTAVOAWTEG  €ival  TTBavoTEPO  va
€TTNPEACTOUV aTTO TO TTapadoaiakd ueiyua marketing (r.x. dia@nuioeig oto padidpwvo,
TNV €PnUEPIdA, TNV TNAEOpaon KATL.) kal GAAa avegéAeykta epeBioupara (1T.X. agieg,
KOIVWViEG, dnNUOYpaPIKA oToiXeia, avTIAqEelS K.ATT.). QoT1d00, JE Ta KOIVWVIKA PETa Kal
T0 Web 2.0, yivetalr €mméktaon oT1o d1adikTuakd peiyua marketing (11.X. NAEKTPOVIKA
MnvUuaTa, banners KAT.) Kai TIG euTTEIPiEC TWV social media , o1 0TToieG €ival TTOAU TTépa
atro Tov éAeyxo Tou euttopou (KwvoTtavTividng kar Kprivn 2008).

A. Controllable stimuli: B. Uncontrollable stimuli:

Traditional Marketing Mix Demographic, personal,
cultural, attitudinal, perceplual,
socological, economic, legal,
environmantal elc

Black box:
Processing center

~
Customer
- Product
- Brand choice
- Dealer choice
- Purchase timing
C. WEB Experience: D.WEB 2.0 Experience:
Online Controllable Online Uncontrollable
Marketing Factors Marketing Factors =1 CUSTOMER FEEDBACK =’

Webiogs, Social Networks,
Poccasts, Communities,
Tagging, Forums, Bulleting
Boards elc

Web site Usability
Interactivity, Trust
Aasthotics, Onling
Marketing Mix

Eikéva 12: WEB VS WEB2.0 Experience
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Aedopévou OTI Ta TTEPIEXOPEVA OTA KOIVWVIKA MPEOQ  evnuépwong eival  PJAAAov
OnUOKPATIKA Kal oudétepd, oupewva pe Toug Vollmer kai Precourt (2008), ol
KATAVOAWTEG  OTPEPOVTAlI OUXVOTEPA OE  OIAPOPOUG  TUTTOUG  KOIVWVIKWY  HECWV
EVNUEPWONG YIa va DIECAYOUV TIG EPEUVEG TOUG Kal va AauBAavouv atToQAcelg ayopdg.

O1 KPITIKEG KAl TA TTEPIEXOMEVA TTOU dNUIOUPYOUV OI XPROTEG OTA KOIVWVIKA PECA, OTTWG
Tavieg pe agloAoynon Pabuoloyiag, PBIBAia, pouoikr) kal TTOAG AGAAa, ouvettdyovral
UYnAG BaBud TTPOCWTTIKAG “YEUONG” KAl UTTOKEIPMEVIKOTNTAG OTOUG XPNOTESG, OTTOU AUTEG
Ol avaBewpnoelg €xouv Eéva ONPAVTIKO XAPOKTNEIOTIKO TO OTI0I0  €TTNPEACEl TIG
AYOPOAOTIKEG ATTOPACEIG TWV KATAVAAWTWY. To XapakTnpIoTIKO auTd dev gival GAAo atrd
TNV eytmioToouvn (Silverman 2001). 20pg@wva pe Tov Bannon, ” TTepIcoOTEPO ATTO TO €va
TETAPTO TWV XPNOTWV TWV KOIVWVIKWV PECWYV ava@Eépouv OTI gival o meavo va
OWwaoouV TIPoooxXy O€ MIa OIOPAUION TIOU PPICKETAI EVTOG TWV KOIVWVIKWY TOUG
ouvdéoewv (Facebook, Instagram)”. "ETmmTAéov, TTEPIOCOTEPO ATTO TO €va TETAPTO TWV
KatavodwTwyv eivar “O.K” étav BAETTOUV TIG dIA@NUICEIG OE I0TOTOTTOUG KOIVWVIKAG
OIKTUWONG TTPOCAPHOCHEVES BdAoel TwV TTANPOPOPIWY Tou TTPO@IiA Toug" (Miller 2012).
AnAadr}, Ta ATOMO TEiVOUV va EUTTIOTEUOVTAlI QUTA TA TTEPIEXOMEVA €TOI WOTE va
QIATPpApOoUY, va TTPOCAPPOloUV Kal va a&loAoyoUuv QVTIKEIMEVIKA Tnv TTOo0O0TNTA TWV
TTAnpo@opiwv (Silverman 2001).

Ooov agopd TNV @ACN TWV EUTTOPIKWY CUVOAAQYWV TTOU €UTTAEKOVTAl OTn diadikacia
ayopdg ME TA KOIVWVIKA péoa, o Evans (2008) trapouciace To KAAOIKO HOVTEANO
OIOXETEUONG AYOPWY WG OEIKTN TOU TPOTTOU HE TOV OTTOI0 TA KOIVWVIKA MECO €XOUV
emnpedoel TN dladIKacia AYNG aTTOPACEWY TWV KATAVOAWTWY O€ dIAPOPETIKA OTAdIA.
To oxnua 13 aTtreikoviel To Xwvi ayopdg Kal TIG @ACEIS ayopds : TNG ETTiyvwong, TG
Bewpnong kal TEAOG TNG ayopAag/TTANPWHNG.

AWAREMESS CONSIDERATION PURCHASE

Eikoéva 13: Awareness to purchase

H Bewpnon (consideration) agopd TIG dpacTnEIOTNTEG TNG dladikaoiag ayopds Kal TV
ouvdeon PeTalu TNG oUVEIBNTOTTIOINONG YIa ayopd Kal TNV TEAIK ayopd, YE ATTOTEAECUA
OAol o1 AapBavouevol TTapayovTeg OTTwWG N eriun Tou EUTTOPIKOU CHPATOG, N duvaTtdTnTa
EQPAPMOYNAG, Ol ETTIOOCEIS KAl OUTW KABEENG, va EVEPYOTTOINCOUV Wia TTIBavr) ayopd.

To Google (2012) diegriyaye épeuva oto Hvwpuévo BaaoiAelo, Tnv lattwvia, Tov Kavadd
Kal TN BpadiAia, oxeTikd pe 1o Tagidl evog TTEAATN Kal TNV TTANpw Jéow d1adikTuou, N
¢peuva £0e1Ee OTI dlapopeTikG kavaAia marketing ernpedlouv Tov TTEAATN 0€ SI0POPETIKA
onueia TG diIadikaciag ayopds. & OAEG TIG OTOXEUMEVEG XWPES, TA KOIVWVIKA PEéoa
XPNOIMEUOUV WG BonBnTIKOGS diauAog yia va avaTrTuéouv TNV ETTiyvwaon, TNV EKTiUNON Kal
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TNV TTPOBECN ayopds OTTWG avagEPONKAV VWPITEPO OTO XWVi ayopwy.

O Sliverman (2009) €xer etriong dNAWOEl OTI UTTAPYXOUV TTOAAG EUTTOPIKA OripaTa TTOU
avraywvidovral yia Tnv TIPOCOXN TOU KATAVOAWTH, ETTOMEVWG MIa  evOlA@EPOUCT
dnuoacicuon oe €va blog i éva ocuvaptracTikd Bivieo oto YouTube ptropei va gival 10
stage quUO OTO OTTOIO MIO TTPOOTITIKA OEXETAI TTPOCOXNA KAl ATTOKTA £TTiyvwon(awareness)
yla éva TTpoiov | pia uttnpeoia. Kata tn didpkela Twv otadiwv TnG dladikaoiag Anwng
ATTOPACEWY ATTO TOUG KATAVOAWTEG, TA KOIVWVIKA PECOA €ival €QOAPPOOINA TOOO WG
augeon emiyvwon 600 Kal WG €TKUpwOT, dnNAadr uttooTnpidouv TNV ATTOPACH AYopPdag
(Evans 2008).

O1wg ava@épinKe TTPONYOUUEVWG, Wia ATTO TIG TTI0 TTOAUTIUEG TITUXEG TWV KOIVWVIKWV
Méowv gival n oikodéunon kal n dlatApnon evog Bpdxou avarpo@odoTtnong (feedback),
KaBwG o1 OUVOIAIEG €ival TTI0 QUVAMIKEG Kal pEouV au@idpopa. H diagopd TTou £xouv Ta
KOIVWVIKA péoa Kal eTnpedlouv oTn OloXETeEuon TNG OIadIKAOIag Twv ayopwyv gival n
TTPOCRACINOTNTA KAl N SIAPAVEIN TWV EPTTEIPIKWY OEDOUEVWV TTOU TTapAyovTal aTTd TOUG
ONMEPIVOUG TTEAATEG TTPOG OPEAOG TOU ETTOPEVOU KUPATOG TTIBAVWV ayopaoTwy. Av Kai
UTTAPXEl TTPOQAVAG TITWON OTn XPNon Twv TTapadociokwy KavoAiwy, Téco atd 1o
marketing 600 Kal aTd TIGC TTPOOTITIKEG TWV KATAVOAWTWY, TA TTapadoCIOKd HECQ
EvNUEPWONG €EakoAouBouv va Traipvouv PEPOG TNG "elkOvag" atrd TNV OKOTTIA TNG
emiyvwong. EmmAéov, o Evans (2008) eme€rjynoe Tn onuacia kai Tov poAo Tou
feedback w¢ epyaAcio emKUpwONG ayopdg, OnAadry o KATAVOAWTAG MTTOPEI va
avaKaAUWel éva OUYKEKPIPMEVO TTPOIOV | UTTNPECIa Kal UTTOPEI va TO €TTIRERAILCEI OTO
Aladiktuo. Otmrwg aTtreikovi¢etal oTto oxAua 14, Ta pECA KOIVWVIKAG OIKTUWONG
ETTEKTEIVOUV Tn OIOXETEUON QYOPWYV ME TNV TIPOOBAKN TNG aTrd OTOua Of OTOHA
dloPUIoNG PETA TNV ayopd, Kal TWV TTEPIEXOPEVWV TTOU TTaPAyEl O XProTng, dnAadn, n
ETTIKOIVWVIA PETA TNV ayopd ONUIOUPYEITAI KAl ETTIKUPWVETAI PECW TNG OUAAOYIKAG
oo@iag Tou TTABouG.

MARKETER-GEMERATED USER-GEMERATED

* AWAREMESS FORM OPIMION TALK

Eikova 14: Marketer & User generated steps

To word-of-mouth gival autoyevég, autévouo kal dev KoaoTifel TITTOTA, EKTOG ATTO TO OTI
eKONAWVETAI OAOEVA KOl TTEPICOOTEPO PECA ATTO TA KOIVWVIKA PECA, OTTOU EEATTAWVETAI
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1600 pakpUTEPa 0600 Kal Taxutepa. Avrifeta, n €ékBeon piag dlaeruiong oTa
TTapadooIoKd PEoOa TTEPIOPICETAI OTOUG AUECOUG AVAYVWOTEG | TOUG PETAdOTES. Eival
agloonueiwto 6Tl N peTddoon TNG oTrd OTOMA O€ OTOPO ETTIKOIVWVIAG €ival €vag
QATTOTEAEOUATIKOG TPOTIOG VIO VO KATOOTEI €UKOAOTEPN N ARWN ATTOQACEWYV, avTi TNG
olyxuong Kal TnG XAapnAng agloTmoTiag TTANPOQOPIWY HE Tn Hop®R TTapadociakou
marketing. (Silverman 2001.) O KOIVWVIKOG 10TOG £XElI EVIOVO QVTIKTUTTO OTOV TPOTIO ME
TOov OToio oI AvBpwtrol BAETTOUV TNV IKAVOTNTA TOUG VA OUAAEYOUV APEPOANTITEG
TTANPOYOpPIES, va avalnTouv, va BPiOKOUvV KAl va OTTOKTOUV HIa €upuTEPN YKAUA
TTPOIOGVTWY KAl UTTNPECIWYV Kal va JIAOUV he GAAOUG VIO TIG TTPAYMATIKEG EUTTEIPIEC TOCO
TTpIV 600 Kal PETA TNV ayopd. O KUPIOG OTOXOG TwV EPTTOPWY, 18iWG PE TA KOIVWVIKA
MEOQ, €ival va KATa@EPOUV TOUG avBPWTTOUG va JIAAVE yIa TIG BETIKEG TOUG EUTTEIPIEG Kal
va EMTAXUVOUV TNV EEATTAWCN QUTWYV TWV TTEPIEXONEVWY YUPW ATTO TIG KOIVOTNTEG TOUG.

5.3 eCommerce Layers

MNa va BewpnBei pia TTpowdNTIKN e€vépyela eMTUXNUEVN Ba TTPETTEl va TTEPACEl ATTO
opiopéva oTadia atrd TN dedOUEVN OTIYUR TTOU O KATAVOAWTAG EPXETAI O€ TTPWTN £TTAPNA
ME TNV €TAIPEIQ PEXPI TN OTIYMA TTOU ONUIOUPYEITaI £QPAIWVETAI N OXEON TOU WE TNV
eTaIPEia Kal dlatnpeital moToTNTA.

Acquisition
Retention

§
:
>
§

Eikéva 15: eCommerce Layers

Me 1oV 6po eTTiyvwon (awareness) ava@epOUaoTE OTO TTPWTO OTABIO KATA TO OTTOI0 €va
brand uttdpxel otnv ayopd Kai o TTEAATNG EpXETal o€ €TTaQr Pe auTo. 'EToI, 0 TTEAATNG Ba
TTPETTEI va gival o€ BEon va avayvwpidel TO EUTTOPIKO ONua TNG eTalpEiag. EAv o TeAdTng
Ogv PTTOPEI VO avayvwpioel TO EUTTOPIKO OrPa TOTE OeV TTPOKEITAI VO £TTITEUXOEI N ayopd.
O meAdTng TTPETTEN Va gival o€ BE0N va PTTOPEI va avayvwpPioEl €ITE TO EUTTOPIKO Orjua TNG
ETAIPEIAG, EITE TNV OUCKEUOOIA TOU TTPOIOVTOG TNG CUYKEKPIPEVNGS eTalpeiag (Belch, G. E.,
& Belch, M. A, 2012).

A@oU 0 duvnTiKOG TTEAATNG €pO€l O €TTOPN PE TNV ETAIPEIA, TO ETTOYEVO BAPA €ival TO
‘Engagement” dnAadr n oUvdEONn TOU EUTTIOPIKOU OHPATOG PE TOV TTEAATN. € QUTO TO
oTadlo dnuioupyeiTal €va  aioBnua eummoToolvng TIPOG TO EUTTOPIKO onua. To
engagement TTPAKTIK& UETPAEl TO BaBud KaTd TOV OTT0I0 0 KOTAVOAWTAG METABAAAEI TN
¢NTNoN Tou &TaV £PXETAI OE ETTAPNA ME PIA TTPOWONTIKA eVEPYEIQ EVOG EUTTOPIKOU OANATOG
(Kim Gordon, 2016).
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¢ Inform - Social News
* Go Viral - video

AC q u i S it i 0 n * Blog — raise awareness and kudos

* Brand Awareness - Networking
sites

* Proactive — make interest into Client!
* Media Share — Video and useful

C O nve rs i O n . :::;Ig?rslg — builds trust

* Hyperlink to key purchase pointsin
your website

* Keep Blogging!
* Customer Support via Social 24/7

Rete nt i O n * Assist by sharing — resolve client’s

issues by sharing information
* Keep people informed — Social News

‘.3

Eikéva 16: Acquisition — Conversion - Retention
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270 NAEKTPOVIKO EUTTOPIO, EXOVTOG UTTOWIV TIWG MAG evOIOQEPEl N augnon Tng
EMOKEYIUOTATAG, TO conversion a@opd OAeG ekeiveg TIC OladIKOOIEG O OTroieg Ba
TTPOCEAKUCOUV TOV KATAVOAWTA augdvovTag Tnv eutreipia Xpriong. ‘ETol, ytmmopouue va
BEooupE OUYKEKPIUEVOUG OTOXOUG Kal va egdyoupe KPI's, yia TTapddelyua JTTopoupe va
ATTAVTAOOUPE O€ EPWTAMATA OTTWG TTOCO0I OTTO TOUG ETTIOKETITEG TOU NAEKTPOVIKOU
KATAOTAMATOG TTpOXwpEnoav o€ ayopd Tou TTpoidvroc? Mrropei va amavinBei e éva
conversion ratio diaipwvTag Tov apiBud Twv aTéPwyY TTOU TTPAYUATOTTOINCAV ayopd HE TO
oUvoAO Twv eTTIOKETTTWYV (Saylor Justin, 2004).

2nUavTiKO BAPO OTTOTEAE KAl N ATTOKTNON VEWV TTEAQTWYV (acquisition) KaBwg o auTn
Baoiletar n pakpoxpovia Acitoupyia TnG eTaipeiag. MNMpokeiyévou va €ig€ABouv véol
TTEAATEG Ba TTPETTEl va d0B¢ei BapuTtnta oTo inbound marketing dnAadr otnv duvatdTnTa
TNG ETAIPEIAG VA TTPOCEAKUEI TOUG TTEAATEG PECA ATTO TTOIOTIKO, WN@IAKO TTEPIEXOMEVO
OoTIG TTAATQOPPES KOIVWVIKAG OIKTUwong 11 o€ AAAoug 1oT1déToTToUuG (blogs)  KATT.
(matthewbarby.com, 2018).

TéNOG, €dv uttoBEooupEe OTI UTTAPXEI IO PO OTTO ETTIOKETTITEG OTO NAEKTPOVIKO HOG
Kartdotnua, T101E 1 OloTAPNON €vOG 10XUPOU OeopoU HETAEU EeTaIPEIAg Kal TTEAATN
KaBioTaTal avaykaia. ZTo eTTIKEVTPO Tou retention marketing atroTteAei n déopeguon TTwg o
TTEAATNG Ba €mMOTPEWEI OTO NAEKTPOVIKO KATAOTNKO YIA VO TIPAYUATOTTOINCEl KAl
emoueveg ayopég. To retention marketing Ogv €pxeTal va  QVTIKOTAOTACE OAAG
OuVvUTTApXEl ME TO acquisition marketing kaBwg n TTPOOEAKUCN VEWV TTEAQTWV gival
e€ioou onPavTIKr PE TNV CUVTAPNON Twv U@IoTapevwy (Hubspot.com, 2017).
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6. SOCIAL MEDIA KAI ANOPQITINEZ ANATKEZ

6.1 Néoo kaAuTepn propEi va yivel n aglomoinon Twv social media

Ta KOIVWVIKG péoa eival Babid edpaiwpéva OTIG (WEG Mag: ayyidouv 10 82% TOU
TTAYKOOMIOU TTANBUCHOU Tou d1adIkTUoU NAIKIag 15 €TWV Kal dvw, KAl avTITTPOCWTTEUOUV
TO MEYOANUTEPO MEPOG XPNONG TOu dIAdIKTUOU, TTEPITTOU 1 ammd 1A 5 AETTA TTOU
dartravouvtal online Traykoouiwg. ‘Exel yivel To véo TTpOTUTIO ETTIKOIVWVIAG YIa TNV
“mapddoon MPNVUPATWY” JETALU ETAIPEIWV KAl KATAVOAWTWY. Q¢ atroTéAeopa, ol
QUEPIKAVIKEG eTaIpEiEG datTravnoav 5,6 dioekatoupupia doAdpia yia Tn dla@nuion oTa
KOIVWVIKA péoa evnuépwong 1o 2013, eAtTiCoviag va TTpowBroouv Ta TTpoidévTa Kal TIG
utTnPEeoieg Toug. Méxpl kai To TEAog Tou 2018, o0 apiBudg autdg TTPoRAETTETAI va auénBei
oe oxedov 15 dioekatoupupla doAdpia. QoTéo0, TTPOCEATN £peuva aTTOKAAUWE OTI
AUTEG oI dla@nuioelg dev eTTNPEACAV TNV TTAEIOWNPIO TWV KATAVAAWTIKWY ATTOPACEWV.
O1rwg onueiwvel o Gallup: "Ta kolivwvIKa péoa Ogv €ival N I0XUPr KAl TTEICTIKN dUvapn
marketing TTou TTOAAEG eTaupeieg eAtTiCouv OTI Ba eival ... O1 KATaVOAWTEG €ival TTOAU
EUTTEIPOI OTO VA EEXWPIOOUV Kal VA TTPOCAPHOCOUV dIA@PNUICTIKO TTEPIEXOUEVO TTOU
oxetiCetanl ye 1o Facebook kai To Twitter"”.

MapoAauta, TOTEUOUUE OTI UTTAPXEI TPOTTOG va PBEATIWOEI N ATTOTEAECUATIKOTATA TOU
marketing Twv KOIVWVIKWYV JECTWV BIKTUWONG NECW TNG CUNKOPPWONG TNG IKAVOTTOINONG
Twv xpnotwv. O1 BewpnTiKoi TNG AUTAG TNG KIVNTOTTOINONG uTtooTnpifouv OTI O un
TTAPATNPNOIYEG AVAYKEG KOl ETTIOUNIEC TTAPAKIVOUV TN CUNPTTEPIPOPTA, OKOTTOC TNG OTTOIOG
gival n Ikavotroinon Twv avaykwv (Deci & Ryan, 2000). H oupudpewon Tng
IKAVOTTOINONG TWV XPNOTWYV O0TO marketing Twv KOIVWVIKWY HECWYV SIKTUWONG UTTOPEI va
EMTEUXOEI YE TNV EUBUYPAPUION TOU TTEPIEXOUEVOU, TNG DIOBIKOCIAG KAl TOU OTOXOU TOU
marketing, M€ TIC AVAYKEG TWV XPNOTWV VA XPNOIMOTTOIOUV Ta KOIVWVIKA péoa. Ol
Kietzmann, Hermkens, McCarthy kai Silvestre (2011) emrecrjpavav OTI pia €TTIXEIPNON
TTPETTEl v avaTITUEEl OTPATNYIKEG TTOU €ival OUPQWVEG 1 TTPOCAPHOCUEVEG OTIG
OIOPOPETIKEG AEITOUPYIEG TWV KOIVWVIKWV MECWYV KAl OTOUG OTOXOUG TNG ETTIXEIPNONG.
AIG@opeg €peuveg UTTOOTNPICOUV TNV avTiIANWN OTI N CUOXETION TNG dlIaPrMUIoNG Kal TOU
TTEPIEXOMEVOU TNG 10TOOEAIDAG Ba peiwoel Ta ocuvaioBriuata TrapevoxAnong kai Ba
augnoel TG BeTIKEG avTIOPATEIS TTPOG TIG dlagnuioelg (Choi & Rifon, 2002, Edwards, Li, &
Lee, 2002, Newman, Stem, & Sprott, 2004). Ouoiwg, yia va €ival TTI0 ATTOTEAECUATIKES
ol TTpooTIaBele¢ marketing, TTPETTEI va €ival CUPQPWVES Kal va guBuypaupifovtal Pe TIG
AVAYKEG TWV XPNOTWYV TWV KOIVWVIKWY JECWV.

Ma va avamtuo¢ouv TN oTpatnyikl marketing kar va oxedldoouv TIG KATAAANAEG
OlIOQNUICTIKEG €KKAAOEIG, €ival onuavtikd ol marketers va €gvioTioouv Kal va
KATAVOAOOUV TIG QVAYKEG KAl Ta KivnTpa TTiow atmoé TN XpHon Twv PECWV KOIVWVIKAG
OIKTUWONG. AUTO ETTITPETTEI OTOUG EUTTOPOUG VA ETTIKOIVWVOUV HE TO KOIVO-OTOXO TOUG O€
TTPOOWTTIKG KAl OUCIOOTIKO ETTITTEDD. AUOTUXWG, €CAKOAOUBOUUE VO unv €XOUUE Oa®n
KATAVONON TwV TTPOOOOKIWY TWV XPNOTWV KAl TWV QVAYKWV TOUG OXETIKA HE TIG
uttnpecieg TTou Ba rBedav amd Ta social media. H épeuva Gallup (2014) £d¢e1&e OTI n
TASIOYPN®Ia TwV XPNOTWV TwV MECWV KOIVWVIKNG OIKTUWONG aoyoAouvTal PE TNV
TEXVOAOYIa yIa va ouvdeBOUV e TNV OIKOYEVEIQ KAl TOUG QIAOUG TOUG, KOBWG £TTIoNG KAl
va akoAouBrioouv TIC VEEC TAOEIS Kal va Bpouv TTAnpogopies. O Nielsen (2012) ¢édwoe
Mia TTI0 dI0QOPOTIOINUEVN EIKOVA, TTOU BEiXVEl OTI EKTOG aTTd TNV OIKOYEVEIQ, TOUG QiAOUG
Kal TRV avaditnon TTANPOQYoPIWY, oI AvBpwTTol XPNOIKOTIOIOUV T KOIVWVIKA JEoa yid
OIGQOPOUG OKOTTOUG, CUUTTEPIAQUBAVOUEVWY TOU Va “aKOAOUBRoOUV” TIG AYOTTNPEVEG
TOUG OlaONUOTNTEG, VA EKPPACOUV TO ONUIOUPYIKO TOUG TAAEVTO, KOl OOQWG va
Yuyxaywynbouv pEow Twv PECWYV, avTavakAWVTAG £TOI TOV DIOPOPETIKO XAPAKTAPO TWV
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6owv TTpoc@épouy Ta social media.

6.2 TutroAoyia Twv social media

H tutroAoyia autn €ival Baci{duevn o€ dUO ONUAVTIKA XOPAKTNPIOTIKA TWV KOIVWVIKWY
MéOowv: Tn @uon Tng ouvdeong (profile-based vs. content-based) kai 10 eTTiTTEdO
TTPOCOPUOYNAS TwV pNvUudaTwy (broadcast vs. customized).

H ouvdeon profile-based vs. Content-based eival pia onuavtikr) didkpion PETAEU Twv
social media utnpeociwv (Child net International, 2008): xwpilel Ta KOIVWVIKA PéOoa O€
OUO CeEXWPIOTEG OUADEG PE DIAPOPETIKOUG OKOTTOUG, ) GUON TTANPOPOPIWV Kal QuUon
ouvdeong. H eikdva 17 ouvowyicel Tig dIaQopES AUTEG.

Profile-based Content-based
Focal point The individual member Contents posted
Nature of Topics are typically related to the|Discussions and comments are
information person based around contents posted

Users make connections mainly|Users make connections because
Main purpose  |because they are interested in the|they like the contents a certain

user behind the profile profile provides
Examples Facebook, Twitter, Line,|Flickr,  Instagram,  Pinterest,
P WhatsApp YouTube

Eikoéva 17: Profile-based vs. Content-based social media

To emimedo TTPOCAPUOYNS TrEPIyPAPel TO BaBud OTOov OTI0I0 TTPOCAPMHOLETal [Ia
UTTNPECIa yia va IKAVOTTOINCEl TIG IDIAITEPEG TTPOTIMNCEIG €vOG aTtopou (Schmenner,
1986). 210 TTAQICIO TWV PECWV KOIVWVIKAG BIKTUWONG, N €EATONIKEUON QVAQEPETAl OTO
€MOUPNTS KOIVO TWV PUNVUUATWY TTOU dNPOCIEUOVTAl ATTO TOUG XPROTES. YTTApYXOoUV dUo
TUTTOI ONUOCIEUCEWV: €vag TUTTOC €ival €EOTOMIKEUPEVOG Kal TTpoopileTal yia éva
OUYKEKPIPMEVO ATOPO A éva HIKPO KOIvO (T1.X. agrivovtag €va oxOAo ot €vav @iho R
ONUOCIEUOVTAC EVNUEPWOEIG OE €vav KAEIOTO KUKAO @QiAwV) Kal 0 GAAOG TUTTOG TTEPIEXEI
MnvUpaTa TTou petadidovTal Kal TTou TTpoopidovTal yia 6Aoug éooug evdiapépovTal (TT.X.
Aoyapiaopoi Twitter amé tnv Wall Street Journal, tov [Npoedpo Obama 1 daAAeg
TTPOOWTTIKOTATEG). H €IkOva 18 cuvoyilel TIG OIaQOPEG PETALU TWV EEATOMIKEUMEVWV
MNVUPATWYV £VAVTI TWV YEVIKWY JNVURATWV.
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Tabkle 2. Customized ws. broadcast messages

Customized messages Broadcast messages
Intended audience Intended for a specific person or a small Intended for the general public
group/ audience
Exclusive fes Ho
Permission rights Generally with penmission restrictions Ho penmission restrictions
Examples Facebook comments and private messages Twitter postings

Eikéva 18: Customized vs. Broadcast messages

XpnolyoTrolwvTag Tn Baciohévn oTo TTPOPIA EvavTl BacIoPEévn OTO TTEPIEXOMEVO KAl TNV
€EATOMIKEUPEVN EvVaVTI TTPOG TNV METAOOON UNVUUATWY WG OUO KABOPIOTIKEG AEITOUPYIEG,
dnuIoupynoape £vav Tivaka dUo TTPog dUO TTOU KATNYOPIOTTOIEi OAOKANPO TO AT TWV
OIOQOPETIKWYV KOIVWVIKWY PECWV 0€ TECOEPIG TUTTOUG (€ikdva 19). To eikéva 19 deixvel
évav TTiVAKA KOIVWVIKWY HECWYV EVNPEPWONG Kal OEIXVEI KATTOIEG EQAPUOYEG 1] UTTNPETIES
TTOU TaIPIAlOoUV ATTOAUTA O€ £va ATTO TA TECOEPA TETAPTNHUOPIA.

Customized Message Broadcast Message
'-O e . .
AN LS Self-Media
S owing users to connect, AllGT i Tisers {0
o reconnect, communicate, :
= i i : broadcast their updates
= and build relationships. andloibarstotolloe
A (e.g., Facebook, LinkedIn, i

[ ine Whatsahn) (e.g., Twitter, Weibo)

Collaboration

Creative outlets

Allowing users to share
their interest, creativity, and
hobbies with each other.
(e.g., YouTube, Flickr,

Foodily, Pinterest)

Allowing users to
collaboratively find
answers, advice, help, and
reach consensus.
(e.g., Quora, Reddit,
Yahoo! Answers)

Content-based

Eikéva 19: Profil vs Content based Social Media

6.2.1. Zxéon - Relationship

O1 uttnpeaiec KovwvIKwy Péowv TTou eivar profile-based kai atroteAoUvTal Kupiwg atod
eCatouikeupuéva pnvuparta xapaktnpifovralr wg "oxéon". MepihapBavel uttnpeoicg OTTwG
Facebook, LinkedIn kai epappoyeg yia Kivntd omrwg Line kar WhatsApp. Autég ol
uttnpeoieg cival profile-based kar ouvABwg atraitouv au@idpoun empBeBaiwon NG
oUvOEDNG, EMTPETTOUV TNV evEPYO TTPOROAR QiAwv Kal Ta didgopa eTTITTEdA TTPOCTACIAG
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NG IDIWTIKAG (WNAG, KAl KUupiwg XpNoIWOTToloUvTal WG PACA KOIVWVIKAG OIKTUWONG
OXEOEWV WUE TIG TTEPICOOTEPEG OUVOEOEIG va YivovTal a1rd yvwoToug 1 atrd @iAoug
yvwoTtwv. Edw, o1 xpAoTeg dNUOCIelouV unvuuata oTiG OeANidEG Tou GAAoU, agrivouv
OXOAIO OTH QWTOYPAPIa EVOG PIAOU I EVNUEPWVOUV TNV KATAOTACT] TOUG O€ €vav KAEIOTO
KUKAO @iAwv. Ta pnvoparta rpooappolovTal yia Eva AToho 1 Jia JIKpr opdada @idwv Kal
gival AsItoupyikd 1000Uvapa e TNAEQWVAUATA, NAEKTPOVIKA UNVUPATA KAl OIKOYEVEIAKES
EMMOTOAEG XploTouyEvvwy (Ann Lewnes, 2014).

6.2.2. Self-Media

To self-media cival éva aAAo €idog profile-based uttnpeoiwyv eviEAWS dIAPOPETIKO. 2TOV
TUTTO auTd, oI Xpnoteg ouvdéovtal ot profile-based Aoyapiaououg, o1  oTToiOI
dnuIoupyouvTal atrd yvwoToug Opyaviououg, Olaonuotnteg R TTpoidvra. Avti va
Bacilovral oe TTapadooiokd KavAaAia TTOAUPECWYVY TTOU AVIKOUV Kal AEIToupyouv artro
ETAIPEIEG HECWV EVNUEPWONG, AUTO TO €IDOG KOIVWVIKWY PHECWY TTPOCPEPEI OTOUG POPEIG
TN duvaTdTNTA Va dlaxelpifovTal Ta dIKA TOUg KavAaAia KoIVwVIKAG dIKTUwoNG PEoa atrd
Ta social media. Ta TutnkG TTapadsiyuata Twyv “self-media” repIAaupavouv 1o Twitter Kai
10 Weibo, tTnv Kkivedikr) ékdoon Tou Twitter. H ouvdeon €dw atraitei yévo povodpoun
EKKIiVNON Kal UTTApXEl TTOAU TTEplopiopévn TTPOBOAR Aoyapiacuwy. MNa Tapadeiyua, ol
AavBpwtrol utropouv va "akoAouBrijoouv" Tov Mpwnv MNpdedpo Obama kai va AapBdavouv
EVNUEPWOEIG KABE @opd TToU dnuocielel oTo Twitter j UTTOPOUV va aKOAOUBricouv TO
Reuters kal va AatmokToUv Ta TEAEUTAiA VEQ TIPIV EUPAVIOTOUV OE IOTOTOTTIOUG N TNV
TNAeOpacn. Opoiwg, o brand managers PITOpPoOUV va ONUIOUPYACOUV 10TOCENIDES
oTTadwV yia Ta TIPOIOVTA TOUG, VA MPETAOWOOUV OTTOIAdNTIOTE VEQ ) OUVAPTTACTIKA
€CENIEN TWV TTPOIGVTWY KAl va TTPOwBACOoUV TIG TIPOCPOPESG HEoW Twv “Self-media” oTIg
IoTooeAidec Twv Twitter 3 Facebook. Avti va ayopdlouv XpOvo TnNAEOTITIKWV
dlapnuicewv A / kal oeAideg o€ EvTuTin Poper, Ta self-media eTMTPETTOUV OTIG KPATIKEG
UTTNPECIEC va KAVOUV €AEUBEPEC KAl OUXVEC QVOKOIVWOEIG, ME €AAxIOoTo KOoTOoC. lMa
TTapadeiyua, o Aoyapiaopdg Tou AgukoUu Oikou oT1o Twitter €xel mavw ammd 4
EKATOPMUpPIO OTTadOUG, Ol OTToiol EETTEPVOUV TOUG TTAPAdOCIAKOUS CGUVOPOMUNTEG TNG
Eviuting popenrig Tng Wall Street Journal tou avépxovrar ota 2.1 eKATOPUUpPIA
avayvwoTwv (Sherlock, Tracie, 2014).

6.2.3. Anpioupyiki ‘Ekppaon/AiE§odog

O1 content-based social media utnpecieg TTou TTPooépouv broadcast punvuupata o€
OAOKANPO TO KOIVO xapakTnpidovial w¢ «ONUIOUPYIKEG EKPPATEIG/DIEE0O0I». AUTEC
TTepIAapBAavouy uTTNPETieg TTOU BIEUKOAUVOUV TNV avTaAAayr] Kolvou evOlagEPOVTOG, TN
ONMIOUPYIKOTNTA KAl TO XOUTTI TwV ATOMwV. TETOola TTapadEiypaTa atroTeAOUV O1 IGTOTOTTOI
KoIVIG XpAong Bivieo YouTube, o1 utinpeadieg KoIvig xprnong eikovwy Instagram, Flickr
Kal Pinterest kaBw¢ kai n epapuoyry aviaAAayAc ouvtaywv Foodily. O1 xpnoteg
XPNOIUOTTOIOUV TNV SNPIOUPYIKOTNTA TOUG YIa VA dNUOCIEUOUV TIG PWTOYPAQPIEC TOUG, TA
auTto-dnuioupynuéva acTteia Bivieo f TIC ouvTayég TOUuG o€ atreuBeiag ouvdeon yia va Ta
MoipaoToUVv PE  AGANOUG pe  TTapopola  evdiagépovta. Or xpAoTeEG PTTOPOUV va
ETMOKETTITOVTAI TOV 1I0OTOTTO KAl va aKOAoOuBoUv O00uG €XOuv Ta TTIO EVOIQPEPOVTA
TTEPIEXOMEVA KAl VO AVTAAAACOOUV OUUPBOUAEG KOl OKEWEIG JETAEU TOUG. AUTOG O TUTTOG
KOIVWVIKWYV PECWYV CUVOEEI TOUG avOPWTTOUG PE BAan Tn dNPIOUPYIKN) TOUG EKQPacn Kal
TTAPEXEl MIO oNPAvTIK d1EE0D00 yia T dnUIoUPYIKOTATA TOUG, TTAPEXOVTAG TAUTOXPOVA
puxaywyia kai kaAaiobnto Trepiexopevo oTtoug akoAouBoug/followers (Dominici, G.,
2009).
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6.2.4. Zuvepyaoia

O TeAeuTaiog TUTTOG KOIVWVIKWY HECWV aTToTeAEITal aTTd content-based 10TéTOTTOUG, AAAG
TTPpooapudlovTal OTIC ATTAITHOEIG TWV XPNOTWYV. AuUToi 01 I0TOTOTTOI TTEPIAAUPBAVOUV TNV
KOIVWVIKI povada Quora, n oTroia eMTPETTEl OTOUG XPHOTEG va oulntouv Kal va
ammaviolv o€ €PWTACEIC PECW TNG ouvepyaoiag kal To Reddit, émmou o1 XprioTeg
dlaBadouv Kkal agloAoyouv Ta véa Kal oulnTouv Ta 0 ETTIKAIPA BEUATA. 2€ AUTOUG TOUG
IOTOTOTTOUG, TO PNVUUATO TTPOCOPHOOVTAl YIa MIA CUYKEKPIYEVN €pwTtnon 1 Béua -
ouviBwg auTd TTOU O TTPONYOUMPEVOG XPNOTNG €xel oxoAIdoel i1 €xel ¢nTAoel. (Turban,
Efraim; Strauss, Judy; Linda, Late, 2016) QoT1d00, OI AvBpwTTol £€0W CUVOEOVTAl KUPIWG
AOYW TOU TTEPIEXOMEVOU ) TOU EVOIAPEPOVTOG TOUG, TTAPA ETTEION YVwPI(ouv 0 £vag ToV
aAov. Ta kavaAia cuvepyaoiag €mMTPETTOUV OTOUG XPROTEG va Ppiokouv AUCEIG O€
EPWTNOEIG, va AduPAvouv CUUBOUAEG yia TIG OUOKOAEG KATOOTACEIG TNG (WNG, va
TTPOOTTIAO0UV va KATaANEOUV 0€ CUP@WVia PETaEU opIoPEVWY BeudTwy Kal va Bpiokouv
TA TTI0 EVOIAQEPOVTA VEA KAl TTEPIEXOMEVA TNG NUEPAG (Cohen, Heidi, 2013).

6.2.5. MepiAnyn TUTTOAOYiAG KOIVWVIKWYV HECWV

2uvoyidovTtag, di1agopol TUTTolI UTTNPEECIWY social media eEuTTnPETOUV BIAPOPETIKO KOIVO
KOl QVTATTOKPivOvTal O€ OIOQOPETIKEG AVAYKEG. 2& KABE TETAPTNUOPIO TOU TTiVAKQ
KOIVWVIKWY HECWYV, Ol XPAOTEG WTTOPOUV VA XWPEIOTOUV O¢ OUO OPAdEG: auTOi TTou
ONMOOCIEUOUV KAl QUTOI TTOU aKoAoUuBoUv.

Autoi TTOU ONUOCIEUOUV Eival €KEIVOI TTOU EVNPEPWVOUV Ta KABEOTWTA, WHOIPAlovTal
TTEPIEXOMEVO KOl CUMMPETEXOUV €VEPYA OTN ONUIOUPYIa TTEPIEXOMEVOU TWV KOIVWVIKWV
Méowv. ATTO TNV AGAAN TTAeupd, ol akdAouBol gival €keivol TTou TTapakoAouBouv TIg
EVNUEPWOEIG, BAETTOUV TO TTEPIEXOPEVO KAl OUVABWG diatnpouv TTadnTikd poAo OTn
OUMMETOXN TWV KOIVWVIKWY PECWV. O akOAouBol PTTopoUV KATTOIEG POPEC VA KAVOUV
MEPIKES TTapaTnpPnoelG 1 va kavouv  “Like”, aAA& OUVOAIKA, aTToTEAOUV TN OCIWTTNPEN
TAcioyneia Twv social media. O apIBPOS Twv akdAouBwv gival Evag aTrd Toug eupuTePa
XPNOIMOTTOIOUPEVOUG  OEIKTEG ATTOdO0NG TNG QATTOTEAECHATIKOTNTAG TWV  KOIVWVIKWV
MEOWV.

Ekeivol TTou SnpooigUouV Kail EKEIVOI TTOU aKkoAouBouv éxouv SIaPopETIKOUS
Adyoucg va acxoAouvrail e Ta KOIVWVIKA uéoa.
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21nv €ikéva 20 ouvoyidoupe autd ue Bdon Tnv avaokoéTtnon TN BiBAIoypagiag.

Relationship Self-Media Creative outlet qulabor
ation
Self- . _(Help
resentation Have an impact, | Hobby sharing, | others
Poster P ! Promote one’s|Showcase of|establish
Develop . i
i . self creativity reputatio
relationship
n/fame
Learn
Fans . of Aesthetic hew
Develop celebrities, things,
Follower X . content, .
relationship Update news . Find
X . Entertainment
and information answers/
help

Eikéva 20: Reasons user engage in Social Media

6.3. AvOpwTriveg avaykeg Kal Social Media

O1 Sheldon, Elliot, Kim kai Kasser (2001) cuvoyifouv 10 utroyn@ieg avAyKeg TTOU
IKAVOTTOIOUV TNV avBpwTTivn QUOT: AuTOVOUIa, IKavOTNTA, OUYYEVEIQ/OXETIKOTNTA, QUOIKI)
EUNMEPIQ, aOQPAAEID, AUTOEKTIUNGOT, QUTOEKKABAPION , XPAMA-TTOAUTEAEID Kal €TTIPPON
onuoTikéTNTAGS. O OPICUOI AUTWYV TWV AVAYKWYV TTAPEXOVTAI OTNV €IKova 21.

Feeling like you are the cause of your own actions rather
Autonomy than feeling that external forces or pressures are the
cause of your actions.

Feeling that you are very capable and effective in your

Competence actions rather than feeling in competent or in effective.
Feeling that you have regular intimate contact with people
Relatedness who care about you rather than feeling lonely and uncared

for.
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Physical Feeling that your body is healthy and well taken care of
thriving rather than feeling out of shape or unhealthy.
Security Feeling safe and in control of your life rather than feeling

uncertain and threatened by your circumstances.

Feeling that you are a worthy person who is as good as

Self-esteem anyone else rather than feeling like a “loser.”

Feeling that you are developing your best potential and
making life meaningful rather than feeling you are stagnant
and that life does not have much meaning.

Self-
actualization

Pleasure- Feeling that you get plenty of enjoyment and pleasure
stimulation rather than feeling bored and under-stimulated by life.

Feeling that you have plenty of money to buy most of what
Money-luxury | you want rather than feeling like a poor person who has no
nice possessions.

Feeling that you are liked, respected, and have influence
over others rather than feeling like a person whose advice
or options nobody is interested in.

Popularity-
influence

Eikova 21: The basic needs for social media services

O KkoIvOG TTapPOVOPOOTAG METAEU AUTWYV TWV UTTNPECIWV €ival N AéEN «KOIVWVIKOS» Kal Ol
TEOOEPIG UTTNPEDieg PBaoifovTal - o€ dIAQOPETIKO BaBUO - OTa KOIVWVIKA Péoa yia va
EUNUEPNOOUV KOl VO AVTIUETWTTIOOUV T OUyYEvela. TEOOEPIG KOIVEG OPAOTNPIOTNTEG O€
QUTA Ta KOIVWVIKA HECO OCUVEICQEPOUV Ot MIa YeviK aiobnon ouyyévelag (Reis,
Sheldon, Gable, Roscoe, & Ryan, 2000):

1. EmKoIvwvia OXeTIKA Ye TTPooWTTIKG BEuaTa.

2. ZUMJMETOXN O€ KOIVEG DPaOTNPIOTNTEG.

3. AioBnua karavonong Kal EKTiNoNG Kai

4. ZUPUETOXN O€ EUXAPIOTEG OPACTNPIOTNTEG.

AUTEG oI TEOOEPIG KOIVEG OPaOTNPIOTNTEG €ival BIONBECIPES KOl OTA TECCEPA TETAPTANOPIA
TNG TUTTOAOYIOG TWV PECWV KOIVWVIKAS BIKTUwoNG. QoTd00, UTTAPXOUV QAEIOCNUEIWTES
OI0QOPEG METOEU TWV POCIKWY OPACTNPIOTATWY TTOU EKTEAOUV OI XPriOTEG O€ AUTOUG TOUG

I0TOTOTTOUG. AIQTTIOTWVOUUE OTI KABE €i00C UTTNPETIAC TWV HECWYV KOIVWVIKAS SIKTUWGONG
gival og Béon va QvTIUETWTTIOE! £va JOVAdIKO oUVoAo avBpwTTivwyv avaykwyv. Me Baon
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MIa  ekTEVH) avaokottnon NG PBiBAloypagiag, ouvowiodaue TIG PACIKEG AVOPWTTIVES
QVAYKEG TTOU IKAVOTTOIEI KABE €i00G UTTNPECIOG KOIVWVIKWY PECWYV, OTTWG QAIVETAI OTNV
€IKOvVa 22.

Eelatlonshl Self-Media Creative outlet Collaboration
Popularity-
influence, Money-
Relatednes * Self- Competence,
Poster S, Self- actualization, Self-
esteem Competence actualization
luxury
Relatednes | Self-esteem, Pleasure-
Follower ) ) Autonomy
S Relatedness stimulation

Eikéva 22: Types of social media and human need satisfaction

Mpétrel va onueiwBei 0TI 0TNV €IKOVA 22, N AVAYKN VIO a0@AAEIO OEV avAQEPETAl WG Mia
ammd TIG AVAYKEG TTOU Ol UTTNPECIEG KOIVWVIKWY HECWV IKAVOTTOIOUV. AuTO cuppaivel
eTeIdn N ao@AaAgia dev divel BETIKY IKAVOTTOINON, AV KAl N OUCAPEOKEIA TNG OQEIAETAI
otnv amoucia Tng (Herzberg, 1964). MNapdAa autd, n ac@AAEId TwV TTPOCWTTIKWY
0edOUEVWV KAl TWV avNOUXIWV YIa TRV TIpooTacia NG I1I0IWTIKAG {WAG atToTEAOUV
ONMAVTIKOUG TTapAYOoVTEG TTou €TTNPEACOUV TIC TTPOBECEIC TWV XPNOTWV VO CUVEXIOOUV
TN OEOPEUCT TOUG HE T KOIVWVIKG PEOQ.

6.4 EmimrTwoeig yia To marketing Twv HEOCWV KOIVWVIKRAG SIKTUWONG

H kartavonon Twv dIaQOPETIKWY AVAYKWY TTOU DIOPOPETIKOI IOTOTOTTOI KOIVWVIKWY HECTWV
IKQVOTTOIOUV  €XEI ONUAVTIKEG ETITITWOEIG YIA TOUG managers Tou €ATTi(ouv  va
oupueTdoyouv oTo social media marketing. Mia atmmd TIG TTPOKARCEIS TwV BIASIKTUOAKWY
dlapnuicewy €ival 0TI 01 KATAVOAWTEG AVOTITUOCOUV apvnTIKK) OTACN OTTEVAVTI OTIG
dlapnuicelg Kai TIS atto@elyouv otToTe gival duvatdv (McCoy, Everard, Polak, & Galletta,
2007). To social media marketing dev atoTteAei e€aipeon. H Forrester Research (2012)
atmokAAuYe OTI JOvo 1o 15% Twv KaTavoAwTwy euTTiIoTEVETAI to social media marketing
oTig H.IN.A., 0dnywvTtag o€ AoxNUa ammoTeEAéoUATA TG KAPTTAVIAS TOU.

la va givar armroreAeouariké 1o social media marketing, autég or mpooTTabeisg TPETTEI va
givar oUuQWVES Kal EUBUYPAUUICUEVES UE Ta OIAPOPETIKA KivnToa Kal TIC AVAYKEC TwV
XpPnoTwv Twv social media.
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7. SOCIAL MEDIA - IKANOINOIHZH KAI A®OzZIQZH NEAATH

7.1 Brands

To branding €ival n diadikacia TNG dNPIoUPYIag VO TTPOIOVTOG WE Mia Hovadikn €IKOva,
n otroia diagopoTrolEiTal a1Td Ta TTpoiovTa Tou avraywvioTh (Keller, 1993). O 1o
ETTITUXNMEVEG MAPKEG BNUIOUPYOUV HAKPOXPOVIEG Oxéoelg pe Toug TreAdteg (Keller,
1993). MoAAEG Bewpieg TTPOCTTABOUV VA £6NYNOOUV TNV Agia TTOU PTTOPEI va dwoEl Eva
EMTTOPIKO onua oTtnv emxeipnon (Porter & Claycomb, 1997). H agia tou gutTOpIKOU
ONUATOG €ival PIa ONPAVTIKI €vvola, BIOTI ETTITPETTEI OTIG ETTIXEIPAOEIG VA JETPACOUV TNV
ETTIOPACN TTOU €XEI N YVWON TWV EUTTOPIKWYV ONPATWY 0TV AQWN atTo@AcEwWV aTTd TOUG
KatavaAwTég (Aaker, 1996, Porter & Claycomb, 1997). Ymdpxouv OuUo Paoikég
TTIPOOEYYIOEIS yIa TNV UTTapgn Tng agiog Tou EUTTOPIKOU OAMPATOG : N OIKOVOMIKA
TTPOOTITIKY) KAl N TTPOOTITIKA TToU BacifeTal OTOV KATAVOAWTA. H OIKOVOUIKA TTPOOTITIKA
ETTIXEIPEI VA UTTOAOYIOEI TNV OIKOVOMIKN a&ia €vOg eUTTOPIKOU OAMATOC {EXWPIOTA ATTO
AAAa TTEpIoUCIaKA oTolIxeia TNG €mmixeipnong (Aaker, 1996). Autd eival XprioIho yia TIG
ETTIXEIPNOEIG, KABWGS TOUG ETTITPETTEI VA €VTOTTICOUV TN CUUPBOAA TOU EUTTOPIKOU OTUATOG
oTnVv agia NG eTmxeipnons. Mia evaAAGKTIKA) TTPOOTITIKA €ival n ekeivn TTou BaacideTal
OTOV KATOVOAWTH. AUTH N TIPOOTITIKA METPA TNV avTidpaon Twv TTEAATWV O€ €va
eutTOopIKG ofua (Keller, 1993). MNMpooeyyioeig TTou cuvduadlouv Kal TIG dUO TTPOOTITIKEG
TTapoucidlovrtal w¢g oXeolakd branding (Porter & Claycomb, 1997). Emopévwg, o
TTeEAATNG dladpapatifel KaBopIoTIKO POAO OTnV avdamTuén Tng agiag tou divel TO
EMTTOPIKO onpa oTnv emmixeipnon (Aaker, 1996).

H ekdéva 1ng emwvupiag (brand image) cival gupéwg aTTOdEKT ) WG éva OUVOAO
QVTIAQWEWY TwV TTEAATWV OXETIKA PE TO guTTOPIKO Oonua (Herzog, 1963, Keller, 1993,
Tokunaga, 2011, Valenzuela, Park, & Kee, 2009). O1 avTIAYEIG QUTEG TTPOEPYOVTAI OTTO
TTANPOPOPIEG TTOU aTTOKTABNKAV atd Tnv TPooPopd ayopdg fn amd TIG APECEG
QYOPAOTIKEG EUTTEIPIEG TWV TTEAATWYV WE TO eutropikd onua (Keller, 1993). To cuvoAo
TWV ouvaiodnudTwy, TwWv OTACEWV Kal TwV AVTIAYEWY TwV TTEAATWYV Eival TTOAU
ONUAavTIKO Vyia TNV QyOopPaOTIK) OUuTTEPIPOPa Toug (Dobni & Zinkhan, 1990
Hollenbaugh & Ferris, 2014 - Oh, Ozkaya, & LaRose, 2014 - Park, Kee, & Valenzuela,
2009, Steinfield, Ellison, & Lampe, 2008). O Normann (1991) utrooTtnpilel 611 yadi Ye Tig
EMTITWOEIG TNG DIOPRUIONG, ATTO OTOUA O€ OTONA, KOl TWV EPTTEIPIWV TWV TTEAATWYV UE TA
TTPOIGVTA Kal TIG UTTNPECieg, TO brand image JTTOPEi va €TTNPEACEI TNV YVWMPN TWV
TTEAATWV OTIG ayopEG. Mia guvoikr €IKOvVa TOU EUTTOPIKOU CANOTOG PTTOPEI va Bonbrocel
TNV €TaIpgia va au&noel Tov aviaywvioud kal va evBappuvel TOUG TIEAGTEG va
emavaAdBouv v ayopd (Porter & Claycomb, 1997). Avag@épetal €1miong ammd Tov
Martineau (1958) o611, o1 TTeAdTEG Ba aTTOKTACOUV €vav agIOToTo BaBud ToTNG Kal
a@oaiwong OTav aTToKTACOUV Mida BETIKN €IKOVA YIA TO EUTTOPIKO CHJA.

7.2 Social Media Engagement

2TIG MEPEG MAG, Ol ETAIPEIEG £XOUV KATARBAAAEI ONUAVTIKEG TTPOCTIABEIES yIa TN dIaxEipIon
TWV HECWV KOIVWVIKNAG OIKTUWONG TTPOKEIJEVOU VA TTAPEXOUV DIAOPACTIKEG ETTIKOIVWVIES
METOEU TwV XPNOTWYV, VO OIKOOOPOUV IOXUPOTEPEG OXEOEIS Pali TOug Kal TEAIKA va
odnyouv oTnV €UTTIOTOOUVN TWV EUTTOPIKWY oNnudtwy. ‘Eva Bacikd KOPPATI 0€ auTr Tn
dlaxeipion aTTOTEAEI N CUPHETOXN Twv PECWV KOIVWVIKAG BIKTUWoNG (Social Media
Engagement - SocME), mou opiletal w¢ €KOAAWON CUMTTEPIPOPAS KATAVOAWTH
eoTiaopévn oTa social media kal TTEpA AT TA OpIA TTANPWUAS TWV dIAPOPWVY AYOPWV
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(Dolan 2016, Doorn 2010). H OUPUETOX TwV KATAVOAWTWY OTO KOIVWVIKO
TTEPIBAANOV/TTAQICIO TWV PEOWV BIKTUWONG AVTIKATOTITPICEI DIAPOPEG EVEPYEIEG (TT.X.
avtaAAayr], cUPBOAR, KOIVWVIKOTTOINON, ouvnyopia Kal ouvdnuioupyia) TTou TTapakivouyv
TOUG KATAVOAWTEG VIO XPON TWV KOIVWVIKWY PJECWVY TTOU OXETICOVTAI PE TNV ETTWVUMIA
(Brodie, 2013, Hall-Phillips, 2016, Muntinga, 2011). AUTéGC Ol €EVEPYEIES
QVTITTIPOOWTTEUOUV  CUMTTEPIPOPIKEG  OouvIOTWoeG Tou SocME (Dolan, 2016) kai
BewpouvTal Babuiaic CUPPETOX ME TTEPIEXOMEVO OXETIKO WE TO EUTTOPIKO OAMUA OTA
KOIVWVIKA PECQA, ETTEKTEIVOUEVN ATTO TNV APXIKA evEPyEla KaTtavAdwong (TT.X. avayvwon,
TTPOBOAA Kal TTapakoAouBnaon) OTIC UETETTEITA €VEPYEIEG OUMPBOAAG (TT.X. afloAdynon,
OXOANlaopOG Kal aAANAeTTiOpacn) Kal dnuioupyiag TTEPIEXOPEVOU aTTO Tov idlo TOV
KatavaAwTh (1m.X Onuooicuon, ypaen Kal PeTa@optwon), (Muntinga, 2011). Q¢ €k
TOoUTOU, TO SOCME atroTeAei BaCIKO TTApAyovVTa YIa T METATPOTTH TWV KATAVOAWTWY O€
dnuIoupyoug Trepiexopévou. Ol eTaipeieg E0deUOUV TTOAU XPOVO WOTE VO CUYKEVTPUWOOUV
OTOIXEIQ OXETIKA ME TNV YVWHN TWV KATOVOAWTWY YyUpw otrd TO Ovopa TOoug OTd
KOIVWVIKA PEOA Kal £V TEAEI ETTIOIWKOUV va au¢AoOouV TIG TTWANCOEIG TOUG HECW Tou social
media marketing.

Mapd TIC TTPOGOOUG TTOU £X0UV ONUEIWBEI 6oov agopd To SOcME, pia avackoTnon TNG
OXETIKAG BIBAIOYpa@iag atroKaAUTITEI OTI OEV UTTAPXEI KOIVWG QvayVwPIoPEVN avTiAnyn
TOU OKPIPR opIopoU Tou SOCME. MeTafu Twv HPEAETNTWY, UTTAPXOUV OTTOKAIVOUOEG
evvolohoyieg, KaBwg TO SOCME Bewpeital wg MO YVWOTIKA  €KTiunon, MIa
ouvaloBnuaTik TTPOOKOAANGCTH, IO CUMPTTEPIPOPIKN AVTATIOKPIoN 1 €vag ouvOUAOHOG
auTtwyv (Baldus, 2015, Hall-Phillips, 2016, Hollebeek, 2014, Lim, 2015, Schivinski, 2016).
AOGYw auTAG TNG TTOIKINOPOPYIag, n 10€a TNG SOCME cival évag TOPEAG TTOU €XEI AVAYKN
aTTd COPRVEIQ.

7.3 Social Media ka1 CRM

Ta TeAeuTaia xpovia n epBEAEIa Kal n digioduon Twv social media augaveTal CUVEXWGS KAl
Ol ETTIXEIPAOEIG TA EVOWMUATWYOUV OAOEVA KAl TTEPICOOTEPO OTIG EKOTPATEIEG UAPKETIVYK.
H TtepdoTia avamrtu¢n kar diaBeociudtnta Tou Aiadiktuou dvoite 10 OpOUO yia va
KATAOTOUV TA PEOCQ KOOIVWVIKAG BIKTUWONG £va onPAvTIKO EPYAAEIO HAPKETIVYK YIA TIG
ETTIXEIPNOEIG, KABWGS TOUG ETTITPETTEI VA £XOUV TTPOCROCT O€ £va eupU @AOUA TTEAQTWV.
ZUJQWVa pE MiIa PEAETN TNG IBM, 1o 23% Twv avBpwtwyv £0woe WG atmdvrnon
«OAANAETTIOpAON PE T EPTTOPIKA OHUATO» WG AOYO yIa TN XPAON TWV HECWV KOIVWVIKAG
OIkTUwong (Baird & Parasnis, 2011). Ta KoIvwVvIKG HpEéCa €xOuv KaTOOTE CWTIKAG
ONUACiog yia TA EUTTOPIKA ONUATA, MIAG KOl O ATTOPACEIS TWV KATAVAAWTWY YIa ayopES
TTPOEPXOVTAI KATA KUPIO AGYO aTTO CUCTACEIG QiAWY KAl ATTO TNV OIKOYEVEIQ, WG TNV TTIO
agiommoTtn TNy Toug (Chen et al., 2013, Choi & Bazarova, 2015). Ta kolvwvikd péoa
€XOUV KaTOOTE TTOAUTIUA yIO TO EUTTOPIKA OruaTa OTnV TTapakoAouBnon kai Tn
OuppEeTOX 0€ aUTOV TOoV BIGAOYO, WOTE VA ETTNPEACOUV TIG ETTIAOYEG TWV KATAVOAWTWY
yia ta Tpoidvra Toug (Choi & Bazarova, 2015). Ta eutropikd@ Orjuata PTTOPOUV va
ETWEEANBOUV atrd TNV EAAeIYn 10IWTIKAG (WAG TWV KATAVOAWTWY OTO 81adikTuo, N
oTToia £X€I KATAOTEI BACIKO OTOIXEIO TTOAWYV £TTIXEIPNUATIKWY PovTéEAwV (Shuen, 2008).

O1 Chaffey kai Ellis-Chadwick (2012) dnAwvouv Tn onuacia piag 1I0XUpnRg oTpaTnyIKng
TTOU Qa@QOpPd TNV aPOCiwon Twv TEAATWV OTNV €TaIpEid KOBWG KAl TNG KAAAG
€EUTTNPETNONG AUTWY MECW TWV PECWV KOIVWVIKAG BIKTUWONG, WOTE VA ETTWPEANBOUV
TG00 TA EUTTOPIKA OANATA OO0 Kal Ol TTEAATEG E TNV CUMMPETOXN Kal TNV aAANAETTiOpaon
Toug ot autd. H déopeuon pe Toug TTEAATEG O€ TOOO MEYAAN KAiJaka  UTTOPEi va
odnynoel o€ Oo@EAN TTOU ouvdEovTal HPE TO I10oyeveéG (viral) PAPKETIVYK. TO 10YEVEG
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MAPKETIVYK WTTOPEI va ETTITEUXOEI PEOW TWV ETTIXEIPAOEWV TTOU £pyadovTal OKANPAd yia
TNV Tmapox KaAAg e€guttnpétnong MpEOw  OIadIKTUOU, WOTE Ol KATAVAAWTEG va
EVNUEPWVOUV TOUG PIAOUG TOUG HECW VOGS EEQIPETIKA OTTOTEAECUATIKOU PAPKETIVYK ATTO
oTopa o€ otopa (word-of-mouth, Grieve, 2013). MeyaAUTEPEG ETAIPEIEG avayvwPIOAV TN
onuacia autig TNG OUVOECNG Kal TTPOCPEPOUV AVTAMOIBEC WE TN MOPPR METPNTWV,
EKTITWOEWV KAl TTPOOQPOPWY O TTEAATEG TTOU CUMMETEXOUV OTNV KOIvh Xprion viral
TTpoiévTwyv (Dholakia et al., 2004, Hunley, 2013). Ouwg, TT0I0G €ival O TPOTTOG PEECA
ATTO TOV OTTOIO ETTITUYXAVETAI AUTH N OUVOED TWV TTEAATWV HE TNV ETAIPEIQ;

To Customer Relationship Marketing €ival pia eupéwg epappoouévn oTPATNYIKN N OTToia
UTTAPXE atmd TOTE TIOU ApXIoav Ol TIPWTEG QYOPOTTWANCIEG. 2XETICETal WE TNV
aAAnAeTTiOpacn TTOU UTTAPXEI METAEU TNG ETTIXEIPNONG Kal Tou TTEAATN. KaTd TTepiTITwon
KAvel OIQQPOPEG €eVEPYEIEG O KABe €vav CexwpIioTd yia va OnuIoUpyAoEl 1I0XUPOoUG
deopoug moTétNTag. O1 TTapatrdvw evépyeleg KAvouv Toug TTEAATEG va aloBdvovtal
Movadikoi Kal cuvTeAOUV pia eviaia oTpatnyik marketing reAateiokwy oxéoewv (Sharp,
D., 2002).

2Uhewva pe v Leslie Talmadge, to CRM atoteAei atmoteAeopatikd epyaAcio
EQPAPUOYNG TWV OTPATNYIKWY TTOU €XOUV OXEOIAOTEI OTO WYN@IAKO MAPKETIVYK. MEow
auTou, diveTal N duvaTdTNTa PETPNONG KAl dIAXEIPIONG TNG ETTIPPONG TNG ETAIPEIAG OTOUG
TeAaTEG TG (Leslie Talmadge, 2013).

[MAéov n dlaxeipion TTEAATEIAKWY OXECEWV UTTOOTNPIETAl OTTG OUYXPOVA Wnelokd
OUCTHUATO TO OTTOIa KABIOTOUV TNV TTPOCWTTIKN €TTa® 6A0 Kal AiydTepo atrapaitntn. H
Baoikr apxn €ival va evOUVAUWVETAI JE KABE TPOTTO N OXEOTN METALU TWV ETTIXEIPAOEWV
Kal Twv TreAatwyv (Baran, R., Galka. 2013). Edv pia etaipeia Aeitoupyei pe TpOTTO
ATTPOCWTTO TTPOG TOUG TTEAATEG TNG eV Ba gival ApKETA EAKUOTIKY OTTOTE Ba TTPETTEN Va
KAVEI TTEPIOCOTEPEG EVEPYEIEG YIA TNV TTPOCTEAKUC KAl OIATAPNON TTEAATWV.

To CRM onuepa otroteAel €va epyaAeio TO OTTOIO ETITPETTEI OTIG ETTIXEIPNOEIS VA
OUVEPYOOTOUV PE TOUG KATAVOAWTEG YIa TOV TTPOCOIOPIOHS TWV OTPATNYIKWY KABWS Kal
TNG AVATITUENG ETTIXEIPNMATIKWY dladikaoiwyv. To CRM dev éxel OKOTTO TO AUECO KEPDOG.
AvTIOETa, ETTIKEVTPWVETAI OTO va TTPOCdIdEl ouvexn agia oTov TTEAATN Kal OTIC AyOopES
TToU Ba Kavel oto péAovV kepdidovTag £T01 TRV augnon g moTotnTag  (loyalty) otnv
etaipeia (Baran, R., Galka. 2013).

H ep@davion Twv KOIVWVIKWV PJECWVY TTPOOQPEPEI OTOUG KATAVOAWTEG EUKAIPIEG VA AKOUV
Kal va oguvepyalovTal hE TOUuG TTEAATEG TOUG Kal EVOEXOMEVWG VO TOUG evBappUvouv va
YivOuv HOKpOXpOVIOI UTTOOTNPIKTEG TwV TTPoIOVTWY Toug (Malthouse, Haenlein, Skiera,
Wege & Zhang, 2013). To koivwvikd CRM &eixvel TTwg aAANAETIOPOUV T KOIVWVIKA
péoa e 1o TTapadooiakd CRM yia va dnuioupynBei autr) n véa avtiAnwn. Ta KoIvwVIKA
Méoa pTTOopOoUV va BonBricouv Tov eEwpaiopd evog brand cuvdéovTag Toug TTEAATES Kal
OivovTag Toug Mia peyaAutepn TrpoowtmikdTNTa (Ellison, 2007). Autd cival onuavtiké
KaBw¢ Ta KOIVWVIKG péoa gival atToTEAECHATIKA AOYwW TNG AU@IOPOMNNG ETTIKOIVWVIAG
Toug (Grieve, 2013). O1 TTeAATEG XPNOIPOTTOIOUV TA PECA KOIVWVIKAG BIKTUWONG YIa va
oulnTACOUV TIG TTPOTIUACEIG TOUG OE TTPAYMATIKO XPOvo. ‘ETOI OI €TTIXEIPAOEIG HTTOPOUV
va douVv TIG TAOEIS TNG ayopdg KABWG Kal TIG METATOTTIOEIS OTTWG QUTEG eEEAiCTOVTAI.
AOGYWw TOU HN-OUVOAAGKTIKOU TOUG XOPOKTAPQ, TA KOIVWVIKA OIKTUQ €ival 181AITEPWS
KATGAANAQ  yia T OUAAOYR  TTANPOQOPIWV Kal TNV aTrdékTnon avarpo@oddtnong
(feedbacks) atrd Toug reAdteg (Dholakia, 2004), ordéte Ba uTTOPOUCE va gival XprRoIha
yIO TNV QVEUPEDN TWV TACEWV TWV XPNoTwVv. H KupIidTEPN TAON OTIG HEPES PG gival va
€1I0€ABoUV oI TTEAATEG O€ PIa AvOIKTA OXECN ME TNV ETAIPEIQ KAl VO POIPACTOUV EUTTEIPIES
MEOW TWV HECWV KOIVWVIKAG BIKTUWONG UETA TNV ayopd (Edelman, 2010).
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7.4 Loyalty - Evrég kai EKT6g AladikTuou

Ta brands tpoomraBouv va kepdioouv TNV EUTIOTOOUVN TWV TTEAATWYV, ETTEION Ol
ETTAVOAOUPBAVOUEVEG AYyOPEG €ival KPIOIMES yIa TNV ETTITUXIA KAl TV KEPOOPoOpia NG
etaipeiag. O auéavopevog avTaywviouog NETALU TWV ETAIPEIWY, ETTIONG ATTOTEAECHUA TNG
avatmtuéng Tou Web 2.0, augdvel Tn onuoocia €vOG OXEOIOKOU MOVTEAOU METAGU
EMTTOPIKOU CANOTOG Kal TTEAATN. H avaTrTuén pakpoTrpoBeopwy oxéocwy dladpauaridel
ouoIaoTikG POAO OTNV EViIOXUON TNG EUTTIOTOOUVNG TWV TTEAATWY KAl TNG KEPOOPOPIAG
Twv emxeipnocwyv (Kalwani & Narayandas, 2011). H dnuioupyia kal diaTApnon auTwyv
TWV OXETEWV TTPOUTTOBETEI OTI Eival AVEPWTTIVEG KOI EGATOUIKEUUEVEG.

O1 IkavoTroinuévol TTEAATEG TEIVOUV va ayopdlouV TTEPICCOTEPO Kal VO OXOAIAlouV BETIKA
TO €UTTOPIKO OAMa. H IkavoTroinon Tou TTEAATN €ival Pia cuvaloBnuaTIK atTOKpIon TTOU
OoXeTiCeTal Pe TN OUYKPION Twv E€MOOCEWV TwV TIPOIOVTWY [/ UTTNPECIWV ME TNV
TTpoodokia Twv TeAatwyv (Cote & Giese, 2000, Lin & Luarn, 2003, Oliver, 1999).
Opiopéveg peléteg (11.x. Gonc aalves & sampaio, 2012) &gixvouv OTI N IKAVOTTOINGON TWV
TTEAATWV €XEI AUECO KAl BETIKO QVTIKTUTTO OTNV TTPOBeon yia emmavayopd. ‘Evag aAAog
ONUAVTIKOG TTAPAYOVTAG YIA TV aQOoaiwaon €ival n UTTIOTOOUVN, N OTToia OXETICETAI UE
TNV ao@AAcia. H guTTIoTOOUVN QVTITIPOCWTTEUEI €Va OUVOAO TTETTOIONOCEWY OXETIKA ME
TV AKEPAIOTNTA, TNV KAAOCUVN, TNV IKAvOTNTA KAl TRV TTPORAEWIUOTATA €VOG TTAPOXOU
uttnpeoiwv (Eid, 2011, Gommans, Krishnan & Scheffold, 2001, Lin & Luarn, 2003). H
agia TTOU AauBdavel o TEAATNG QMO TV UTINPECIa OUVOEETAl ETTIONG ME TNV
TTioTn/a@oaciwon. Auté kaBopiletal atrd Ta OPEAN TTOU EICTTPATTEI O AYOPAOTAG ATTO TNV
ayopd TTou TrpayuaTtotroinoe(Gommans et al., 2001, Lin & Luarn, 2003). ATTé Tn OTIiyuA
TTOU Ol OXEOEIG PETAGU TTEAQTWV KAl EPTTOPIKWY ONUATWY apxifouv va avatTuooovTal
oT1o TTAaiolo Tou Web 2.0, apyilel va gu@avifetal n nAeKTpovikh agoaiwaon (e-loyalty).
KaBwg autd oupaivel, 0 EAeyXog TOU TTPOIOVTOG / UTTNPECIAG PETATOTTICETAI OTADIOKA
atoé Tnv eTaipeia otov KatavaAwTr (Bailey & Schultz, 2000, Gommans, 2001).

7.5 E-loyalty

H epmoTtoouvn opiletal w¢ n emavoAauBavouevn CUuPTTEPIPOPA TNG ayopdg TTou
EKONAWVETAI O MIA TTAPATETAPEVN TTEPIOOO Kal odnyeiTal Atmd I €UVOIKI) OTAON
ammévavtl oto B€ua (Dick & Basu, 1994, Oliver, 1999), cuutrepiAauBAavovTag Kal TIG
TTapapETPOUG ouuTTEPIPopds (Casalo, Flavian, & Guinaliu, Jacoby & Chestnut, 1978). O
Oliver (1999) opiCel TNV euTmoTOOUVN TWV TTEAATWV WG MIa «BaBid déoueuon yia
ETTAVOKATAVOUN 1 €TTAVOTOTTO0£TNON €VOC TTPOTIMWHEVOU TIPOIOVTOG 1 UTTNPETIag
TAKTIKG 0TO PEANOV, TTOPA TIG ETTIBETIKEG EMOPACEIG KAI TIG TTPOCTIABEIEG JAPKETIVYK TTOU
g€xouv Tn duvatdtnTa va TTPOKaAEoOouV aAAayry ocuuTrEPIPopac». H €vvoia Tou e-loyalty
ETTEKTEIVEI TNV TTapadoclaky évvola Tng ToTng oTnv online CupTTEPIPOPE  TWV
katavaAwTwyv. O1 Anderson kai Srinivasan (2003) digpeuvolv TNV £vvola TG aQoaiwaong
TWV TTEAATWY OTO NAEKTPOVIKO €UTTOPIO Kal OpiOuV TNV TTiOTN TWV TTEAATWYV WG EUVOIKA
oTaon Tou TTEAATN ATTEVAVTI OTOV NAEKTPOVIKO AIAVOTTWANTH TTOU 0dnyei o€ emavaAnyn
TNG QYOPOOTIKNG OUUTTEPIPOPAS. Av Kal Ta UTTOKEiMeva BewpnTikd BepéAia Tng
TTAPadOCIOKAG TTIOTNG Kal Ta TTPOoPATa KOBOopIoPEva QaIvOUEVA TNG NAEKTPOVIKAG
aQoCiwong ival YEVIKA TTAPEPQPEPT], €XOUV HOVODIKEG TITUXEG TTOU OXETICOVTAI PE TO
MAPKETIVYK PEOW TOUu AIadIKTUOU KOl Tn CUMTTEPIPOPA TWV AyopaoTwv. [eVIKA n
NAEKTPOVIKA agociwon (e-loyalty) opifetal wg n €uvoik oTdon Tou TTEAATN TTPOG TO
NAEKTPOVIKO KATAOTAMO TTOU TOV TTPOdIaBETEl va eTTavaAdGBEl TNV AYOPOOCTIKA TOU
oupTtrepipopd (Anderson & Srinivasan, 2003). H peyaAuTtepn IKkavoTroinon Tou TTeAATN
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ouvoEeTal ue upnAdTepo e-loyalty.

Ta yéoa koivwvikns SIKTUwWONG 1TToU mmapouoidafouv uwnAo Babuod mpooapuoying,
S1adpaCTIKOTNTAS, EUKOAIAS Xpriongs Kal ouvdeong, ouvdéovral e UWPnNAOTEPO e-
loyalty.

H eKTTANKTIKA aug¢non Tou apiBuou Twv XPnoTwv Tou AIadIKTUOU Kal Ol TEPAOTIEG
duvaTOTNTEG TOU NAEKTPOVIKOU EUTTOPIOU (e-commerce) €Xouv wBnoeEl ToUg EPTTOPOUG va
TTPAYMATOTTOIOUV NAEKTPOVIKEG cuvaAlayéc. Ta social media armmoteAoUv TO TTAEOV
KATAAANAO PECO yia TNV TTPOROAR Twv TTPOIGVTWY Kal TNV TTpooéAkuoel TTeAaTwy (Wang
& Emurian, 2005a). lMoAudpiBueg peAéteg (Kim & Moon, 1998, Kumar, Smith, &
Bannerjee, 2004, Negash, Ryan & Igbaria, 2003) dcixvouv OTI pia KATAAANAN dieTTagn
(interface) treAdTn €ival éva atd Ta Kpioiwa {NTAUATA OTNV ETTITUXIA TOU NAEKTPOVIKOU
geutropiou. H diema@r 1eAATn Ox1 MOVO TTOPEXEI MIO APECN KAl XAMNAOU KOOTOUG
EMKOIVwVia péow Twv social media kar Twv TTeAaTwy, oAAG aloAoyei eTTiong kartd
TTOo0OV oI uTtnpeoieg Tmou PBacifovral oto Web emtuyxdvouv Toug €TTIOIWKOPEVOUG
OTOXOUG, KOI CUYKEKPIUEVA TNV €CATOMIKEUON TWV UTTNPECIWY TOUG Kal Tn dnuioupyia
AVTAYWVIOTIKOU TTAEOVEKTAUATOG PBACIOPEVO OTNV KOTAVONON TNG CUMTTEPIPOPAS TWV
TTEAATWV O€ auTtou Tou €idoug TIC ayopég (Lee, 2001). Zuvemmwg, n ToIdTNTA TOU
interface moTeveTal OTI OXI MOVO TTPOCEAKUEl TTEAATEG YIO VO ETTIOKEPOOUV Ta
NAEKTPOVIKA  KATAOTAPATA  yid  TTpWTN  @opd, OaAAG Kal  va  OnMIOUpPYNOEl
ETTAVOAOUPAVOUEVES ETTIOKEWEIG OTO PJEAAOV.

EmTrAéov, n Ikavotroinon Tou TEAATN €XEl TTAPAdOOIOKA AvayvVWwPIoTE w¢ n Kupia
OUVEICPOPA YIO TNV AQOCiwon TwV TTEAATWY O€ £va eUTTOPIKO onua (Dick & Basu, 1994,
Fornell, 1992), kai €1miong, n nNAEKTPOVIKN IKavoTroinon, 1o Aeyduevo e-satisfaction,
ToTEVETAI OTI 0dNyEi OTNV NAEKTPOVIKN agooiwon (e-loyalty) Twv TmeAatwv oTto brand
(Anderson & Srinivasan , 2003, Balabanis, Reynolds, & Simintiras, 2006). QoTéc0, n
IKOVOTTOINON TOU TTEAATN €ival €vag atrapaitnTtog, AaAAG aveTTapkAg TTPOdPOUOS TNG
geumoToouvng Twv TreAatwyv (Oliver, 1999). Or IkavoTroiNuéVol TTEAATEG EVOEXETAI VO NV
gival moToi TTeEAATEG AOyw XapnAou kooToug peTaywynig (Jones, Mothersbaugh, &
Beatty, 2000), evwy oI ducapeaTnPEVOl TTEAATEG EVOEXETAI VO TTAPAUEIVOUV TTIOTOI AOYyW
TOU UWnAoU KOOTOUG PeTaywyng. MNa trapddeiyua, n PJeTaBaon ot €vav vEo TTAPOXO
UTTNPECIWV ATTAITEl pIa €TTEVOUCN aTTO TTPOOTIABEIN, XPOVO Kal XPrua, YEYOvog TTou
atToTEAEI ONUAVTIKG EPTTOBIO YIA TOUG KATAVOAWTEG TToU avaAaupBdavouv dpdon étav dev
€ival IKaVOTTOINPEVOI JE TOV ONPEPIVO TTAPOXO uTThpeaiwy Toug (Colgate & Lang, 2001).
EmmAéov, opiopévol peAeTNTEG uttoOoTAPIEAV OTI N euTrelpia Tou AladIKTUOU Egival
ONUOVTIKA yIa TV KATAVONON TwV AVTIAWEWY KAl TNG CUPTTEPIPOPAS TwV TTEAATWYV O€
oxéon ME TNV KATAVONON TWV AVOYKWVY TOoug o€ atreuBeiag ouvdeon TrepIBAAlovTa.
(Blake & Neuendorf, 2003, Bruner & Kumar, 2000, Chang, 2006, Citrin, Sprott,
Silverman, & Stem 2000). O1 Nysveen kai Pedersen (2004) dnAwvouv OTI n euTTEIpia
o010 AIadiKTUO TIPETTEI VO CUPTTEPIANGPOEI WG HETABANT HETPNONG OTIC MEAETEC TTOU
ETTIKEVTPWVOVTAI OTNV OTTOTEAECUATIKOTNTA TwV OIKTUOKWY TOTTWV KAl KUPiwg oTnv
dietTragn Je Ta social media.
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7.6 Customer Satisfaction & Social Media

H ikavotroinon Tou KATavOAWTA OTTOTEAE YO OTTG TNG ONUAVTIKOTEPEG €VVOIEG TNG
ETTIOTAKNG TOU WAPKETIVYK. ATTOTEAEI BACIKN TTPOUTTOBECN TTPOKEIMEVOU IO ETTIXEIPNON
va augnoel 1600 TNV Olathpnon Twv TreAatwy (customer retention) 600 Kal TNV
TOoTOTATA TOUG (Ccustomer loyalty).

Ava@epbUEVOG OTA OQEAN TTOU TTPOKUTITOUV OTTO TNV IKAVOTTOoinon TTeEAaTWY, 0 Anderson
(1996) utrooTnpiCel OTI N IKAvVOTTOiNON ToUu TTEAATN KABIOTA TTI0 aveAQOTIKA TN {TNON, O
Gomez (2004) diateivel OTI N IKAVOTTOINON TWV KATAVOAWTWY PIAG ETTIXEIPNONG 0dNYEi 0€
augnon Twv €000wv TNG evw 0 Anderson (1997) diammoTwvel OTI JE TOV TPOTTO AUTO
EMTUYXAVETAl MPEIWON OaTTavwyv Yia TTPOCEAKUCTN VEWV TTEAQTWVY Kal aug¢non Tou
Ol0B€01yoU  XPOVOU TTPOG ATTOKATACTACN TNG TIOIOTNTAG, TWV ATEAEIWV KAl TWV
TTapamovwy. Oco ava@opd Ta XPNMOTOOIKOVOUIKG O@EAN TTOU TTPOKUTTTOUV, BIAPOPOI
epeuvnTég (Capon, 1990, Aaker kai Jacobson, 1994, Anderson, 1994) atrodéxovrtal 0TI
ME TOV TPOTTO auTtd augdvetalr n kepdo@opia TnG emixeipnong evw o Mittal (2005)
utTooTnpiel  OTI N IKAvoTToinon  TTEAQTWV  BEATIWVEL TNV POKPOTTPOBECHN
XPNMATOOIKOVOUIKI aTTOd00N TWV ETTIXEIPAOEWV.

O mmo ouyxpovog opioudg BEAEl Tnv IKAvOTTOINON Twv TEAATWV WG TNV BETIKA
ouvaloBNuaATIK KAtaoTaon Tou TTEAATN N OTToia TTPOKUTITEI OTAV N TTPAYMATIKOTNTA
uTTEPPAiVEI TIG TTPOCOOKIEG TOU YIa £va TTPOIOV O€ £vav Pn avapevouevo Babud TTou va
Tou TIPpOKaAEi €KTTANEN. O evBouoiaopog Tou TrEAATn ouvduddlel €CalpeTikG uwnAn
IKavoTToinon ME MIa BeTik ouvaioOnuaTtik avratmékpion. O Babuog Ikavotroinong
dlapopwvetal pe Bdon TN yvwoliakry oUykpion avApeca oTnv  avTiAaupavopevn
(TTpaypartikr)) ammédoon €vOg TIPOIOVIOG KA TIG TTPOCOOKIEG ATTODOOCNG TIOU EiXe O
TTEAATNG TIPIV TNV ayopd Tou Trpoidviog. (Rust & Oliver, 2000). Zuvemtwg, OTavV N
TTPAYMATIKA atrodoon cival peyaAuTtepn atrd Tnv avapevopevn (positive disconfirmation)
TOTE TTPOKUTITEl IKAVOTTOINON TOU TTEAATN evw OTAV N ATTOO00N TWV UTINPECIWV Eival
XEIpOTEPN aTrd TNV avauevopevn (negative disconfirmation) €xouue ducapEéoKela Tou
katavaAwTn (Oliver 1980).

H ikavoTroinon Tou meAATN €ival ammapaitntn yia va AneBei uttown, &10TI ava@EpeTal
oTnv «TeAIKN IKavoTtroinon» evog eAdTn (Grewal & Sharma, 1991) kai eTnpeddlel 6An Tn
dladikaoia TTwANoNG, atro TIG TIPOCOOKIES TTPOIOVTOG TTPOAYOPAS PEXPI TNV ETTIAUCH TWV
OTTOIOONTTOTE KATAYYEAIWV TTPOKUWOUV HETA TNV ayopd . e KABe éva amd autd Ta
o1adIa, n IKAvoTTroinon Tou TTEAATN €€apTdtal atrd TNV €mMBERAiWON TwV TTPOCOOKIWY
(Eggart & Ulaga, 2002). Acdouévou OTI Ta KOIVWVIKA PJECQ gival ouveXws dIabEaiya yia
va OUVOEOOUV QyopaoTEG KAl TTWANTEG, oI AAANAETTIOPACEI TTOU CUpPaivouv PEow
QUTAG TNG TEXVOAoyiag gival TBavd va €TTNPEACOUV TNV ETTIKOIVWVIA HIOG ETAIPEIAG ME
TOUG XPNOTEG KAl duvNTIKOUG I UTTAPXWV TTEAATEG. ETTOPEVWG, €ival ETTITOKTIKI) avAaykn
va diafipadovral akpiBeic TTANpoopieg YEow Tou TTAéOV KATAAANAou unxaviopou. lMNa
va eTMTEUXOEi autd, oI TTWANTEG TTPETTEl va gival o€ BEon va ETTIKOIVWVOUV VEEG
TTANPOPOPIEC KAl va KPiVOUV OWOTA TTOIEG TTANpo@opiec Ba gival 1Mo XPrOIYES OTOV
TeAaTn (Eggart & Ulaga, 2002).

O pbAog TnNG emmKoIVWViag TTANPoPOPNONG METALU TNG EUTTEIPOYVWHOOUVNG TOU TTWANTA
Kal TngG Ikavotroinong tou TeAdTn éxel Adn kaBiepwBei otn BiBAIoypagia atmd Tov
Agnihotri (2009). H peAétn Tou B€Tel TO OKETITIKO OTI, dedopévou Tou uwnAou ETTITTEDOU
EMTTEIPOYVWHOOUVNG TWV TTWANTWYV KAl TNG XPHong TG TEXVOAOYIAG, n IKavoTroinon Twv
TTeEAATWV €EQPTATAI ATTO QUTA TNV PETAEU TOUG ETTIKOIVWVIA Kal Tnv TTAnpo@oépnon TTou
TTapdyetal. O1 ayopaoTég Bacifovral 0Toug TTWANTES YIA VA KOIVOTTOIOUV TTANPOQOPIES
T600 OKPIBEIC OO0 Kal OXETIKEG PE T BEuOTA TTOU TOUG aTTacyoAouv kal B€Aouv va
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TTPowBACoOoUY, O OTTOIEG OTN Cuvéxela KabioTavral n Bacikr) BAon yia TNV IKAvVOTToinon
Toug. O Agnihotri (2009) emionuaivel 0TI AQUTA N PON TTANPOPOPIWV UETALU ETAIPEIWV KAl
TTEAATWV €XEI BETIKN €TTIOPACN OTNV IKAVOTIOINON Tou TTEAATN/XpNoTn, dedouévou Tou
POAOU TNG XPrONG TWV KOIVWVIKWY PHECWV Kal TNG TEAIKNAG IKAVOTTOINONG TWV TTEAATWY,
Agnihotri (2009).

O1 HEAETNTEG PAPKETIVYK UTTOOTNPICOUV OTI TTAPOAO TTOU N avTaAAayr TTANpo@opIwy givai
KpioIun yia TV €mMTUXia TWV OXE0EWYV, OV ATTOTEAEI QUTOOKOTTO. AVTIOETA, TTAPEXEN Eva
EPYAAEIO TTOU XPNOIYOTIOIEITAI VI TRV TTAPOXN augnuévng agiag oToug TTEAATES (Stank,
Daugherty, & Ellinger, 1996, oeA. 43). Me Tn 0100€0INOTNTA TWV PECWV KOIVWVIKAG
OIKTUWONG, Ol ETAIPEIEG UTTOPOUV va XPNOIPOTTOIoUV oTpatnyikég "€A¢ng” (Rodriguez,
2012), €101 WOTE O TTANPOYOPIEC va {nTouvtal OuxXva atmd Toug TTEAATEG Kal va
Aaupavovrtal péow dIAdIKTUOKWY CUVOUIAILV. Ta KOIVWVIKG péoa dnuioupyouv évav VEO
TPOTTO OUVOEONG TWV XPNOTWV HE TN OUvVAPN TwV TTWAACEWV KAl EMTPETTOUV TN
OleCaywyry OUVOMINIWV HE XPNOIUO TTEPIEXOMEVO. H xprion Twv PECWV KOIVWVIKAG
OIKTUWONG YIa TNV por] Kal aviaAAayry TTANPOQOPIWY VIO OUYKEKPIMEVEG OUVAAAQYEG
avoiyel To OPOUO YIO TOUG XPrOTEG WOTE va PPIiOKOVTAlI O€ OTEVOTEPN ETTAQPN ME TIG
ETAIPEIES TTOU TOUG evOIaPEPOUV. OI TaIPEIEG TTOU EKTEAOUV TETOIOU ROOUG CUNTTEPIPOPES
aloBdavovTal 0TI AauBavouv PEYOAUTEPN EPTTIOTOOUVN ATTO TOUG XPAOTEG Kal OUVNTIKOUG
TOUG TTEAATEG KAl EVEPYOUV ATTOTEAEOUATIKA QVTATTOKPIVOPEVOI OTA AITAMOTA TOUug. Mg
TNV augnuévn ETTIKOIVWVIA UTTAPXEI MIa aicBnon ocuvdeong OTTou o1 XprioTeg aloBdvovtal
evBappuuévol va KAvouv epwTAoEIS 1 va Kavouv €IdIKA aithuaTta. Otav 10 KAvouv,
avapévouv OTl ol TWANTEG/eTalpeieg Ba TTapéxouv aueon uttooThpign (Rodriguez, 2012).

H “eutuxia” twv tmeAaTtwyv ouyxvda TTPOKUTITEl aTTO AAANAETTIOPACEIC PE TOUG TTWANTEG
TOoUg. EAv o1 cupTtTEPIQPOPES TOU TTWANTA €ival EUBUYPAUPIOUEVEG WE TIG TIPOODOKIEG TOU
ayopaoTr, 0 ayopaoTAG Eival TIBAVOTEPO va gival TTI0 IKAVOTTOINUEVOG. Na TTapadelyua,
évag uTTeUBuVOoG TTWANTAG Ba TTPETTEI va TTAPEXEI YPAYOPES ATTAVTACEIG KAl ATTAVTHOEIG
TTOU VO KAAUTITOUV TIG avaykeg Twv TTeAaTtwyv. H BiBAloypagia emionuaivel 611 n €mmiAuon
TWV (NTNUATWY TTOU ATTAOXOAE TOv KABe TTEAATN, n avTidpaon OTIG avAOUOUEVEG
AVAYKEG KAl N EKTTANPWON TWV OECPEVCEWY ETTITPETTOUV TNV MEYOAUTEPN IKAVOTTOINON
Twv TTeAaTwyv (Sharma, 1997). O1 TeAATEG AVOAPEVOUV ATTAVTIOEIS ATTO TOUG TTWANTEG
Kata Tnv évapén tng €ma@ng. Edv ol ayopaoTtég aioBavovtal 6T €vag TTwANTAG €ival
TTOAU aTTaOXO0ANUEVOG VI 'auToUG, UTTOPE va £EeTAOOUV AAAEG TTIAOYEG (Sharma, 1997).

H avramdékpion Bewpeital Kpiolyo oToIXEiO TNG ATTOSO0NG TWV UTINPEECIWY Kal 0dnyei
otnv IkavoTtroinon (Amyx & Bhuian, 2009). ETriong, n avratmokpion XpnoIheUEl wg Pia
KPIOIUN CUUTTEPIPOPA €CUTTNPETNONG TWV XPNOTWV TTOU €TTNPEACEI TNV IKAVOTTOINON
(Ahearne, 2007). ZuvOoTITIK{, N AVTATTOKPIOT TWV ETAIPEIWV QAIVETAI VA €ival KABOPIOTIKI)
yla TnVv IKkavoTroinon Tou TeAdTn. Q¢ €k TOUTOU, JECQ ATTO TA KOIVWVIKA PECA ETTIOILKETAI
Mia BETIKI) ox€on PETAEU TNG aTTOKPIONG Kal TNG IKavoTroinong (Ahearne, 2007).

7.7 Customer loyalty & Social Media

Tig TeAeuTaieg OEKAETIEG N apooiwon Twv TTeAaTwV (customer loyalty) €xel ammoTEAECEI
éva onuavtikG Tedio €peuvag PE TO OTIOI0 aOXOARBnke £vag MeyAAOG aplBPOg
peAetnTwyv. O Oliver (1997, 0.392) diatcivetal 0TI “n TioTn €ival yia 1oxupr 6€0uguon
Twv TTeEAaTWV OTI Ba emavaAdBouv Tnv ayopd | Ba cuvexioouv va eival TTEAATEG evOg
TTPOIGVTOG N UTTNPECiag oTo PEAAOV, avecdpTnTa aTTd ETTIPPOES DIOPOPWV KATAOTACEWV
1 TTPooTTaBeIEG Tou marketing TTOU €xouv wg OTOXO Tnv OAAayh TNG QAyOPAOTIKAG
OUPTTEPIPOPAS TWV TTEAATWV” evw ol Bendapundi kai Berry (1997, 0.24) utrooTtnpifouv
OTl “n TioTn €ival yevika, pe PAon TIC UTTNPECIEC, N CUVEXOMEVN TTPOTIUNON Tou idlou
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TTpounBeuTH, TToU BacifeTal €iTe OTNV TTIOTN €iTE O€ TTPAYMATIKOUG TTEPIOPIoUoUS”. O Neal
(1999) akoAouBwvTtag TNG KAOQOOIKA TIPOCEyyIon avagEépel OTI WG TTOTN TTEAATWV
opiovTal o1 €TTaVOAOUBAVOUEVEG EUTTEIPIEG KATAVAAWONG TTOU TTPAYUOTOTIOIE €vag
TTEAATNG.

H oxéon peTagu IkavoTroinong TEAATWY Kal TTOTNG €XEl ATTACXOANCEI TNV ETTIOTNUOVIKN
KOIVOTNTA TOOO O€ CUYKEKPIPEVEG OUVAANQYEG OO0 Kal O€ YEVIKO €TTITTEDO. Ta EpEUVNTIKA
armmoTeAéopata TTapéxouv adidoeioTa oToIXeia OTI UTTAPXEl IO BETIK OXéon METALU
IKavoTroinong kai 1riotng. O Zeithaml (1996) diateivetal 0TI n TTOIOTNTA TWV UTTNPECIWV
KAl N IKAvVOTToiNon KATavaAwTr €TnPedlouv BETIKA TNV CUUTTEPIPOPA TOU KATAVAAWTH
OTO va JEIVEI TNIOTOG 0€ Pia eTalpia. Me Baon tnv ox€on auth €Xxouv TTPoKUWEl dIAPOPES
KAIMOAKEG 01 OTTOIEG TALIVOUOUV TOUG KATAVOAWTES ATTO TTIOTOUS €W ouipoug (Jones Kal
Sasser, 1995) kai puAakiopévoug (Curasi kai Kennedy, 2002) pe BAon TIG avTIANWEIG
TOUG OXETIKA PE TNV IKAVOTTOIiNON/TTioTn.

Mapauta, n oxéon auTh XapakTNEiCeTal aCUUUETPN a@ou N dUCApPEOKEID OXEOOV TTAVTA
Onuaiver oTPoPr TTPOG TOV AVTAYWVICHO €V N IKavoTToinon dev eEaaalidel Tnv TTioTn.
2TIG TTEPITITWOEIG OTTOU Ol EVOAANAKTIKEG AUCEIG €ival TTEPIOPICPEVES UTTAPXEI TTIBavOTATA
€VaG KATAVOAWTNG va €ival SUCAPECTNUEVOG PE €va TTPOIOV I MO uTTPETia aAAd va
TTOPAMEVEI TTIOTOG, EVW OTNV AVTIOETN TTEPITITWON TTOU UTTAPXEI TTANBWPa £TTIAOYWYV €vag
KATAVOAWTAG va €€l UYNAR IKAVOTTOINON aTTO €va TTPOIOV ] YIa UTTNPECia aAAd va unv
gival moTdg. EmTAéov, €ival 1Mo €UKOAO o€ €vav TOTO TTEAATN VA XOPAKTNPIOEl TNV
TTPOOPEPOUEVN UTTNPETIA WG IKAVOTTOINTIKY) O OXEON ME €vav pn- OTO TTEAATN. EXel
ammodeixBei 6T n TOTN €ival MO 10XUPH METAEU TTEAATWY OTNV Blounxavia Twv
UTTNPECIWV O€ OXEON UE QUTA TNG ayopdg TTpoidvTwy (Snyder, 1986). O1 AuAeg 1810TNTES
TWV UTTNPECIWY, OTTWG N A&IOTTIOTIO KAI N EUTTIOTOOUVN, UTTOPOUV VA TTaigouv évav KUpIo
pOAo oTnv oikodéunon A Tn diatipnon Tng moTng (Dick kai Basu, 1994) dedouévou OTI
n oiatpenon Tou TEAATN OTnV €TaIpEia ammaiTei pIa ouveXh Kal CwvTtavr) ox€on
(Heskett,1997).

H eumoTtoouvn oTa €UTTOPIKA ONuaTa €ival TTPAYMATIKA OnuUaAvTiKr). AuTtd @QUOIKA Ba
Olao@alioel Kal TNV HakpoTTpOBeoun SECPEUCN OTA KOIVWVIKA PEaa. YTTApXouv TTOAAEG
OTPATNYIKEG TTOU YTTOPOUV VA dNUIOUPYOOUV TNV aPOCiwaon TwV TTEAATWV/XPNOTWVY KAl
va BeATILOOOUV TNV €IKOVA TOU EUTTOPIKOU orfuartog diadiktuakd. H agociwon €xel
MeEYaAUTeEpn onuacia amd Tov apiBud Twv otradwv/followers. 2Tn onuepivh AKpwg
avtaywvioTIK ayopd, n agociwon oTto brand eivar mpayuatikd OUokoAn. Ol
KATOVOAWTEG €XOUV TTOAAEG ETTINOYEG KAl OI TTEPICCOTEPEG €ival AKPWGS TTPOCITEG,
KABIoOTWVTAG TO £PYO TWV ETAIPEIWV OKOMN TTI0 BUOKOAO 6oov agopd Tnv diaTApNon Twv
TeAaTwyv. O apiBudg Twyv follower ptropei va augnoel Tnv avtiAnwn véwv follower oxeTIKA
ME To brand, aAAd o1 ToToi oTTadoi gival TEAIKA auToi TTOU TTPOCBETOUV TNV TTPAYUATIK
agia. O1 moToi omradoi cival mOavoTepo va aAANAeIOpoUV e TIC AVOPTHOEIG KOl va
ONMUIOUPYOUV OUCIOOTIKEG CUVOMIAIEG. AKOUN ATTOTEAOUV 1I0XUPOUG UTTEPACTTIOTEG TOU
brand. Eival TToAU mBavd va upiAjoouv BeTikd yia 1o brand, xwpig va éxel rponynOsi
1I01aiTEPN TTEIBW aTTO TIC ETAIPEIEC. H OWOTH KAUTTAVIA TWV JECWYV KOIVWVIKAS SIKTUWONG
MTTOPEI va PETATPEWEI APKETOUG TTIOTOUG OTTAdOUG O€ AVEKTIUNTOUG ayYEAIOQPOPOUG TTOU
O1adidouv pe euaicONTOTTOINGN YIA TO EUTTOPIKG CAUA.

H eymoToouvn oTa EUTTOPIKA CHAPATA OPICETAl WG N MEPOANYIa VOGS KATAVAAWTH TTPOG
MIa €TTIXEIPNON 1 €va TTPOIOGV 0€ OXEoN ME MIa AAAN. ApouoAoyei TNV QUOIKH KUKAogopia
EVTOG KATOOTAUATOG, TIG ETTIOKEWEIG OTOV IOTOTOTIO, TIC OUCTACEIG aTTO OTONA OE OTONA
KAl TNV UETATPOTT TWV XPNOTWV O€ TTEAATEG. 2TOV ONUEPIVO DIAOUVOEDEUEVO KOONO, N
EUTTIOTOOUVN OTO EUTTOPIKO ONua €¢apTdTal ammo Tnv IKavoTNTa TG KABE eTaIpEiag va
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aglotroinoel Tn dUvaun TwV HECWV KOIVWVIKAGS SIKTUWONG yia va dNPIOUPYOEl CUVOEDEIG
ME TOUG TTEAATEG. 2€ OAO TOV KOOWO, UTTAPXOUV TTAvw atro 1,86 dloekaATOPUUPIa PNnviaiol
xprnoTteg o1o Facebook, kal autd atmoTeAei Eva povo PEow KOIVWVIKAG BIKTUWONG.

H €icodog otnv ayopd Twv PECWV KOIVWVIKNG OIKTUWONG KAl N ETTIKOIVWVIA PE TOUG
ottadoug dev eival TTAéov eTmIAoyr - €ival atraitnon. H €mOeTik TTpooéyyion Twv
TeAaTwyv oto Facebook, to Twitter, To Instagram kai GAAEG TTAOTPOPUES KOIVWVIKWV
MéOwv ouvteAei oTn dnuioupyia TOTWV TreEAATWY Kal otmadwv oTo brand, TTOU
ouveyifouv va ayopdlouv Ta TTPOIOVTA KAl TIG UTTNPECIEG KAl EVEPYOUV WG TTPECPEUTEG
TOU EPTTOPIKOU ONUATOG. ZNPAVTIKOI TPOTTOI yIia T HOXAEUON TWV PECWYV KOIVWVIKAG
QIKTUWONG YIA TV 0IKOBOUNON EUTTIOTOCUVNG OTO ORMA €ival Ol TTAPAKATW:

AuBevTIKOTNTA

AvoEépeTal O HIa opIouEVN KaBapotnTa xapakTthpa. O1 XpAoTeECG WIoCOUV Ta WEeUTIKA
pnvoparta. Ayatrouv pia KOAr, TTPAYMATIKR 1I0Topia: KATI OKOTTIMO TTOU va TTEpvA PEoa
atro OAEG TIG iveg TNG eTaipeiag. @EAouv aAnBivd unvuuarta Kai autd va avTITTpooWTTEUEI
Mia €INKPIVA avTavakAaon Twv aglwy TTou KNPUTTE N KABE eTalpEia.

AvOpwTrivo lNpécwTro

Aev UTTAPXEl TITTOTA XEIPOTEPO ATTO €va YEVIKO, AvATIOOTIACTO EUTIOPIKO CAPA TTOU
armeuBuveTtalr otoug KatavoAwTég. O e€avBpwTTIOPOG Twv  AAANAETIOPACEWY TWV
ETAIPEIWV KAl TWV XPNOTWYV, EIBIKA HEOW TWV KAVAAIWY KOIVWVIKAG OIKTUWONG, BEATILVEI
ONUAVTIKA TIG OXECEIG OIKOOOUNONG EUTTIOTOOUVNG. To KoIvo BEAEI va EEpel OTI UTTAPYXOUV
TTPAYMATIKOI AvBpwWTTOI TTIoW aTTd TO AYATINUEVO TOUG EUTTOPIKO Orfua. Ayatrouv va gival
o€ Béon va aAAnAedpoUv padi Toug Kal va JTTOPOUV VO CUMUMPETEXOUV O€ MEANOVTIKEG
aTmoQAoEIC TNG eTaIpEiag. XpelddeTal o1 ETAIPEIEG va BEICOUV TNV TTPOCWTTIKOTATA TOUG KAl
va TNV TOTTOBETACOUV TTAvw OTTd TNV ETTWVUMIA TOUG, WOTE VA PTTOPECOUV va TNV
e€idavioouv.

MepiexOpEVO TTOU ETTNPEALEI CUVAICONMATIKA

‘Evag GAAOG TPOTTOG OECUEUCTG 0OG OTA KOIVWVIKA diKTUA KAl dIATNPACEIS TWV TTEAATWYV
gival To “kKivouuevo” trepiexdpevo. O1 avBpwTrol emdiwKouv va BILDCOUV CuvaIoBuaTa
OTTWG N evouvaiocbnon, o evBouoIaouOg, N EUTUXIO KAl TO VA PITTOPOUV VA TAUTIOTOUV HE
aAa avBpwmiva oOvrta. [Mpokeiyévou va eTMTEUXOEI auTOd, Ta EUTTOPIKA OAuaTa
dnuoaoIEUOUV CUVAICOBNUATIKO TTEPIEXOMEVO, "KOANG yeuong . Kal av autd To TTEPIEXOUEVO
givalr éva Bivreo, o avtikTuttog Ba eival TTOAU peEYaAUTEPOG, Ta OTATIOTIKA OTOIXEia
dgixvouv OTI To TTPWTO TPiunvo Tou 2018 10 79% TNG Kivnong oto AIadikTuo gival péow
Bivreo. Me autr} Tnv €vvoia, TO ouvalioBnNUATIKG KIVOUUEVO TTEPIEXOUEVO TTOU BpiokeTal
(ka1 poipddetal) amd KOIVWVIKA péoa OTTWG TO Instagram eival TTOAU aTTOTEAEOUATIKO.
[SiaiTepa, Ta BiVIEO TWV KATOIKISIWY (WWV KAl T PIKPA, XOPITWHEVA KAl aca@r] {wa gival
TTOAU dnuo@IAf oTa Social Media.

Alagpaveia

2T onUEPIVA ayopd, ol TTEAATEG evOla@EépovTal TTOAU TTEPICTOTEPO YIA TO TEAIKO TTPOIOV.
©€£Aouv va pdbouv TTou €yive, TTOIOG TO ETTPAEE, TTOIEG €ival Ol CUVONKES epyaaciag, TTOon

B. ANiBavoyAou - A. MNatrouTtonig 66



Digital Marketing & Social Media

WPA XPEIAOTNKE aTTO TNV OpPXN MEXP! TO TEAOG, TTOIO €ival TO KOOTOG TNG aAuCidag
€QOJdIACOU, TTOIO €ival TO ATTOTUTTWHA KABE aToixeiou KTA. O1 TTEAATEG gival TTAEéOV TTOAU
KAAQ evnuepwEVOL Kal 0 AOYOG gival n TexvoAoyia. OTav ol eTaipeieg dev avaueTadidouv
OAa T ONUAVTIKA yeyovoTa PTTOPET VA BAAWEI TNV @riun Kal KAt €TTEKTACN Ta KEPON TNG.
H mpdoBaon oTig TTAnpoopicg gival TTAEov €UKOAN uTTOOE0N KAl AVOUEVOPEVN Kal EAV
MIa emmixeipnon Oev TTAPEXEl IKAVOTTOINTIKEG ATTAVTIOEIS OTN YPAMMI TWV EPWTNUATWV
TWV KaTavaAwTtwy, Ba avalnthioouv AAAEG €TTIAOYEG. Ta KOIVWVIKA KavaAia, €18IKG Ta
OTITIKA, OTTWG TO Instagram, TTAPEXOUV TA EPTTOPIKA OAUATA PE TNV TEAEIA TTAATQOPUA
WOoTE va eEQTTALOOOUV TO NBOGC TOUG Kal VA ATTAVIACOUV OTA EPWTHHATA TWV TTEAATWY -
T600 TTPOANTITIKG OO0 Kal JETA TNV TOTTOBETNOT TOUG DIOBIKTUAKA.

XpnRon Tou UGC - User-generated Content

To TrepiexOuevo TToU  dnuioupyeital amd Toug xpnoteg (UGC) eival uia  TTOAU
arroTeAeopaTiky PEBODOG yia TNV dnuioupyia O €AKUCTIKWY TTpoiovTiwy. Otav ol
AavBpwTrol BAETTOUV €va OTOIXEIO TTOU ATTEIKOVICETAI OE MIa OoKNvr Tou TpoTTou {wn¢ aTrd
éva TTPAYUATIKO TTPOCWTTO, TOUG ETTITPETTEI VA ATTEIKOVICovTAl OI idIol o€ auTO TO COEVAPIO.
Me Aiya Aoyia, To UGC odnyei o€ TwAnoeig. Mg Tnv emavaAnyn Twv avaptioewy atro
TOUug Instagrammers (€iTe aTopIKa €iTe PEOW OuveEPYaOiag), ol eTaipeieg dladidouv OTI
atroteAouv PEAOG TNG KovoTnTaG. ETTionuaivouv otoug otradoug Toug OTI EKTIMOUV TO
TTEPIEXOPEVO TTOU dnUIoOUPYOoUV OTO OVOUA TNG €TAIPEIAG Kal OTI OAO AUTO AvTAVAKAQ TNV
“aydaTn” TTPOG auToug divOVTAG TOUG QWvr).

Xpnoiueg NAnpo@opieg

[Mpokeiyévou va diatnprioouv ol €TaIpeEieg Toug TTeEAATEG oTa Social Media kal va
auffoouv TNV EUTIOTOOUVN TOUG, TIPETTEI va TTPOCQPEPOUV TTPAYUATIKA XPNOIUES
TTANpo@opies. Ta dedopéva TTou poipdlovTal TTPETTEI VA TTAPEXOUV OTOUG XPROTES TIG
TTANPo@opieg TTou Ba Toug Kavouv va {foouv KaAUTEPA, va €MAUCOUV €va TTPORANUQ,
va OTTOKTACOOUV TO HEYIOTO O@eANOG aTTd KATI K.ATT. H dnuioupyia TTepIEXOUEVOU OTO
IOTOAOYIO Kal n Onuocicuon péow Twv Social Media kai péow TOU NAEKTPOVIKOU
TAXUDOPOMEIOU PE TNV HOPYPN EVNHEPWTIKWY OEATIWV aTToTEAEI £vav IKavOTToINTIKG TPOTTO
d€opeuong , agou, cuu@wva Pe 1o MNavetmioTiuio Tou ZEQIAVT, "TO PAPKETIVYK PEOW
NAEKTPOVIKOU Tayxudpoueiou gival 0 BaoiAidg Tng déopeuong”. Autd onuaivel atrAwg OTl
Ol KAMTTAVIEG NAEKTPOVIKOU TAXUOPOUEIOU £XOUV UWPNAOTEPO ETTITTEDO OUMMPETOXNG OTNV
TTAEUPd TOU KOIVOU.

Avadnuocisuon Tou KAAUTEPOU TTEPIEXOMEVOU

AUTA N TEXVIKA E€ival 1I01QITEPA ATTOTEAECUATIKN, €10IKA €TT€IdN UTTOOTNPICETAl ATTO
yeyovoTa: SIAKIVEITAI TO KAAUTEPO TTEPIEXONEVO, dNAADK €KEiVEG O dNPOOCIEVCEIS TTOU
¢AapBav Ta uwnAdTEPa TTOCOOTA GAANAETTIOPAONC KAl TIG EUVOIKOTEPES ATTAVTACEIC ATTO
TO KOIVO.

AAANAeTTiIOpaON JE TO KOIVO HECW EPWTHOEWV

‘Evag €€aIpeTIKOC TPOTTOC YIa VA EUTTAAKEI TO KOIVO KOl VO KOPUPWBOEi TO evilapEépov TwV
oTTadwyv oTa Social Media gival o1 EpwTACEIS. AUTA N TEXVIKN €ival TTOAU QTTOTEAECUOTIKA
010 KAvel TOUG avBpPWTTOUG va aioBdavovtal TTOAUTIPOI KAl OnuavTikoi OTav TOoug
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TTPOCKAAOUV VO dWOOUV TN YVWHUN TOUG YIa KATI.

ESumrnpétnon meAatwv

O1 eNdTeEG OTPEPOVTAl OUXVA OTA KOIVWVIKA PECO OTAV €XOUV TOOO KOAAEG OCO Kal
aApVNTIKEG EPTTEIPIEG. TO XEIPOTEPO TTOU HTTOPOUV va KAVOUV Ol ETAIPEIEG €ival va
ayvoroouv autd Ta ¢ntApara. MNpETrel va utTapxel eCIOEIKEUPEVO TTPOOWTTIKO O KABE
ETAIPEIQ OXETIKA PE TOV TPOTTO XPNONG TWV PECWYV KOIVWVIKAG OIKTUWONG, UE TPOTTOUG
TTOU TTANPOUV Ta TTPOTUTTA TNG ETTWVUMIAG. Oa TTPETTEI va UTTAPXE! MIO OAda avOpwTTWV
TTOU VO PTTOPOUV VO aVTATTOKPIBOUV Kal VA CUPUETAOXOUV PE TOUG TTEAATEG Kal TOUG
OTTadO0UG OTAV £XOUV EPWTACEIG, AVNOUXIEG | EKPPACOUV TN yVwHN Toug. AKOUA KI av
UTTApPXEl KATTOI0G BUOAPECTNPEVOG TTEAATNG, MIO BETIKY EUTTEIPIO EEUTTNPETNONG TTEAATWV
OTa MEOA KOIVWVIKNAG OIKTUWONG PTTOPEI va PETATPEWEI TEAEIWG TNV YVWHN TOU YIA TO
ONUa Kal TNV €TAIPEIQ.

H 1To1dTNTa TNG €6UTTNPEETNONG TTEAATWV TTAICEl ONPAVTIKO POAO OTOV TTPOCdIopIoud Tou
TPOTTOU PE TOV OTTOI0 OI AvBpwTTol aicBdvovTal yia To EUTTOPIKOG onua. H eummoTtoouvn
OTA EYTTOPIKA CHPATA €ival eEAIPETIKA ONUAVTIKA KAl TA KOIVWVIKA péoa dladpapatifouv
Baoikd poAo oTnv emiTUXia TNG IKAVOTNTAG TNG KABE e€TaIpEiag va dnuIoupyei Kal va
dlaTNPEl TNV aQOoCiwon Tou EUTTOPIKOU OANOTOG. H OE0UEUCT TWV EUTTOPIKWY CNUATWY
ME TOUG XPAOTEG/TTEAATEG HECA ATTO TA PECA KOIVWVIKNAG OIKTUWONG UTTOPEI TTPAYUATIKA
va KAvel Tn d1apopda.

7.8 Txéon peTal IKAVOTTOIiNoNG Kal aQooiwong

Ytmootnpidetal OTI n IKAVOTTOINON MTTOPEI va gival €vag TTapAyovTag TrioTng Kal
agoaiwong (Sashi, 2012). QoT600, UTTAPXEI MIa oX€On AoTABEIOG PETALU TTIOTNG KOl
IKavoTTroinong. EmiTAéov, n IKavoTroinon O&v ATTOTEAEI ATTOTEAEOHATIKO TTPOYVWOTIKO
TTapdyovTa TToTNG, av Kal €ival atTapaitnTn yia pia Tpayuariky) déousuon. Qotdéoo, dev
gival KABe IKkavoTToINUéEVOS TTEAATNG Kal TTIOTOG. O1 Se0UEUNEVOI KATAVAAWTEG ouvdEovTal
ouvVaIoONUATIKA PE PIO OUYKEKPIUEVN €TAIPEIa 1 EUTTOPIKO OAMA, OTTOU €XOUV OUVEXN,
IOXUp Kal TTPoowTTIK ouvdeon. ATO Tnv  AAAn  TTAEupd, TTapdTI O aTTAWG
IKOVOTTOINUEVOI TTEAATEG DEIXVOUV QPOCIWUEVEG CUNTTEPIPOPES, OTTWG N ETTAVAYOPA 1 N
dlavoury Tou TTPOIOVTOG TTOU aydpaocav, UTTOPEI va TTPOTINAOOUV €va AAAO EUTTOPIKO
onua €av AauBdvouv KAAUTEPEG TTPOOQYOPES 1 av BPouv HIa KOAUTEPN €VOAAAKTIKA
AUon. Av kal utropei va e€apTnBei atrd Toug XprioTeg To av Ba eival moToi TTEAATEG O€
OUYKEKPIPEVO EUTTOPIKO onua ) éx1, ol eTaipeieg diadpauaTtiCouv €TTiong TEPACTIO POAO
WoTe va dnuioupyrnocouv auTh Tnv agooiwaon ( Story & Hess, 2006).

QoT1600, 01 ETIXEIPNOEIG TIPETTEI VA €ival EUTTIOTEG WOTE AUTOI Ol XPROTEG va Yivouv
moToi (| ge GAAa Adyia dsopeupévol TreAaTeg (Park et al.,, 2009, Tokunaga, 2011). O
BABUOG eUTTIOTOOUVNG TWV XPNOTWYV OTIG NAEKTPOVIKEG avTOAAAYEG OTTWG o1 I0TOTOTTOI
KOIVWVIKNAG BIKTUWONG €ival n NAEKTPOVIKA EUTTIOTOOUVN TWV TTEAATWY, TO AEyOUEVO e-
trust (Lim, 2015, Luo, 2015, Ribbink, 2004). Acdopévou OTI dev UTTAPXEI AUEDN ETTAPN
ME TNV ETAIPEIQ, OI XPAOTEC UTTOPEI va Bpouv TNV aAANAETTIOpaon Pe Ta EUTTOPIKG OruaTa
o€ ameuBeiag ouvdeon, KATTWG eTTIKIVOUVN. Q¢ atToTéAEOA, N EUTTIOTOOUVN QaiveTal v
givar onpavtikA yia tn dnuioupyia Triotng (Steinfield, 2008, Valenzuela, 2009). O Pitta
(2006) emmionuaivel Tov TPOTTO UE TOV OTTOI0 Ol TTEAATEG dECPEUOVTAl PE TA EUTTOPIKA
onuata. Kard tnv armown Tou, n agoaciwon Twv TTEAATWV CUVIoTATAI OTAV EUTTIOTOCUVN,
OTO TTwWG avTIAauBAavovTtal TNV agia Kal oTn ouvaliodnuaTikr) TTPOCKOAANGCT. ZUVETTWG,
€AQv pIa eTaipeia PonBda TOug KATAVOAWTEG TNG VA MEIWOOUV ToVv aAvTIANTITO Kivduvo
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ammwAeiag, kepdidel TNV ePTNIOTOOUVN TOUG. H IkavoTnTa, N KAAoouvn Kal N akepaidTnTa
gival Ta pETpa gutmotoouvng. H avtiAnTrm aia 1Tou déxeTal KABE KATAVOAWTAG €XEI
KaBopIoTei  BIOQOPETIKA atrd Toug idloug Toug KatavaAwTég (Steinfield, 2008,
Valenzuela, 2009). Na opiopévoug TTEAATEG TO va BPiOKOUV €va TTPOIOV PTTOPE va gival
TTOAUTIHO, EVW YIa KATTOI0UG AAAOUG w¢ agia ptTopei va BewpnBei n TTapddoon oTo oTriTI,
N €YKATAOTOOT, Ol XPNUATOOIKOVOMIKOI TTOPOI i KAl Ol TTIPOCPEPOUEVEG UTTNPECIEG PETA
TNV ayopd. QoT1d00, o1 TTEPICCOTEPOI EVOIOPEPOVTAI YIa TO KOOTOG Kal Ta o@éAn. MeTd
TNV £dpAiWON TNG EPTTIOTOOUVNG, OI ETAIPEIEG avalnTouVv cuvhnBwg BabuTepeg OXETEIG PE
Ta atopa (Laroche, 2012 - Lim, 2015).

2aQWg, Ol ETAIPEIEG TTOU €TMOUPOUV va ETMITUXOUV TNV AQOCiwon Twv TTEAATWV Ba
TIPETTEl VO EKTIMOUV TTEPICOOTEPO TNV IKAVOTTOINON TWV TrEAATWY, KABWGS £€xel TO
MEYAAUTEPO BETIKO QTTOTEAEOPA - TOOO APECO OO0 Kal EYPECO - OTNV dnuIoupyia TTioTNG.
Ta social media €ival kavaAia eTTIKOIVWVIAg TTou CUPBAGAAOUV OTAV IKAVOTTOINGON TWV
TTEAATWY, YEYOVOG TTOU MPE TN OEIPA TOU ONUIOUPYEI 1I0XUPOTEPEG OXECEIG TTEAATN KOl
EUTTOPIKOU ONPaTog. AAG Ta KOIVWVIKA autd péoa BonBouv otnv avdatrTuén autig Tng
oX€0NG POVO €AV N EUTTEIPIA TOU TTEAATN PE TO TTPOIOV ATAV KAAA. ETTEI0 N IKavoTroinon
TWV TTEAATWYV OQEINETAI OTNV EKTTANPWON TWV TTPOCOOKIWY TTOU dnuioupyouvTal, Ta
EMTTOPIKA oHpaTa péow Twv social media TTPETTEI va @POVTICOUV va ATTavTouv ypriyopa
Kal O1€0dIKA OTIC €pWTACEIC Twv oTradwyv. H ouxvr) aAAnAemidpacn, péow pIag
dladikaoiag aAAnAeTTidpaong TTou dev atroyonTevel TTOTE, €ival Kpiolun. Q¢ €k ToUTOU,
Mia evepyn Kal SUVOUIKA TTapouadia gival OnuavTikr, WoTe o1 TTEAATEG va avTIAauBdavovTal
Ta HEOQA KOIVWVIKNG OIKTUWONG WG £vav eCAIPETIKO TPOTTO yia va £€pOouv o€ ETTAQN PE TO
brand (Harvard Business Review Analytic Services, 2010).

7.9 Zuptrepdopara

2UMTTEPACHATIKA, N HAKPOXPOVIA auénon TnG Xprong Tou d1adikTuou GAAAgE Tov TPOTTO
ME TOV OTIOI0 O €TAIPEIEC GAANAOETTIOPOUV HE TOuG KaTavaAwTtég (MaupofouvivTng,
2008). To TTapadoCIaKO PAPKETIVYK €ival avaykaio aAAd Ox1 apKETO yia va €EA0QANICEI
TO JEANNOV TwvV emTIXEIpAOEwWYV. 'ETol TTépav Tou peiypatog Marketing Twv 4P’s o1 eTaipeieg
oTPAPNKAV O€ OTPATNYIKES O1 OTTOIEG ETTITUYXAVOVTAI OTTO NAEKTPOVIKA Péoa.

To Inbound Marketing pBe yia va aAAdgel TN @IAocoia péoca atmmd Tnv OTToia WA
emyeipnon mpooeyyilel  Tov  TEAATN. TlMoAaidtepa o duvnTIKOG  KATAVAAWTAG
BouBapdifétav atmmd Ta péoa Padikng evnuéPWONG atrod PAlIKES dIapNUICEIC OTIC OTTOIEG
dev ATAV TTPOCWTTOTTOINKEVEG OUTE UTTHPXE N duvaTOTATA PETPNONG TWV OTTOTEAEOUATWYV
Toug Me akpifela. AvtiBeta oto Inbound marketing o1 eTaipeie¢ TTPooeAKUOUV TOUG
TTEAATEG TOUG, TTPOCQPEPOVTAG TOUG TTOIOTIKO TTEPIEXOPEVO PE OTOXO TNV augnon Tou
awareness Twv TreAatwyv Tou. (Prescott Bill, 2012) Authp n véa oTpaTnyikKf OTTQITE
IOXUpr Trapoucia Twv eTaipeiwv Kal ota Social Media. H trapoucia Twv €TQIpEitOv
TTpoo@épel TN duvaTOTNTA va PABOUV CNPAVTIKEG TTANPOPOPIES yIa TOug duvnTIKOUG
KATOVOAWTEG Kal €701 va €0TIAOOUV Kal va dIEIcCOUCOUV TTIO EUKOAA 0T OUYKEKPIUEVN
ayopd otoxo. (Beel, Joran and Gipp, Bela and Wilde, Erik, 2010).

270 Yn@iakd marketing, 0 avraywviopog ugioTtaTal £TTi i0oig 6poIg KaBwS akdua Kai ol
MIKPOTEPEG ETTIXEIPNOEIG TTAEOV PTTOPOUV va €XOUV 1Io0XUpn TTapoucia oTo O1adiKTuO.
Etiong 10 K60TOG CUVTAPNONG MIOG BIABIKTUOKNG TTAATQOPUAG Eival aioBnTd PIKPOTEPO
atmd evoG KATAOTAPATOG. Ta atroTeAEopATA €ival PETPAOIPA KAl TA ATTOTEAECUATA PIAG
EVEPYEIOG QaivovTal o€ TTpayHaTIKO Xpovo (Mensah, P. 2017).
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H Bewpia Tou PAPKETIVYK €TTAVOTTPOCAPUOCETal OTa VEéQ Oedouéva TOU WnPIOKOU
KOopou. KdaBe etaipeia emBAAETal va opyavwvel business plan oto otroio va €xel
oupTTEPIAGBE TIC DIABIKTUAKESG TTPOWBNTIKEG TNG evépyeleg (singlegrain.com, 2017). ¢
OeUTEPO PBripa oPeiAel va TTPOCEAKUCEI TOUG dUVNTIKOUG TNG TTEAATEG BEATILOVOVTOG T
BaoikoTEpa OKEAN TNG TTAATEOpPAS OTTwg To UX/UI, Tnv Taxutnta @optwong, Tnv
ao@AAeia Twv OedOPEVWY Kal TNV XpAoN AEEewv-KAEIDIA oTa OoTToia Ba BEATIOTOTTOIEITAI N
Béon TnNG eTaipgiag oTIG Pnxavég avaldntnong. (smartinsights.com, 2017) ‘Emong, n
eTAIPEIA TTPETTEI VA AQUPBAVEI UTTOWIV TNG TTWG VIO VA ETTITUXEI Ba TTPETTEI VA ATTOKTHOE!
deopoug pe TOov idI0 TOV TEAATN TNG. TMa va yivel autd Ba TTPETTEl va CUAAEYE
TTANPOPOPIEG AUTOV £TCI WOTE VA PTTOPEI VA TTPOCAPUOLE! TIG TIPOWONTIKEG EVEPYEIEG OTA
METPa Tou. (hubspot.com, 2018) O1 €1d1IKOi OTOV XWPO TOU PAPKETIVYK OXECEWV OEIXVOUV
va €0TIAlouv TNV TTPOCOXH Toug OTn moToTnTa (loyalty) kol TTwWG QUTA UTTOPEI va
eCao@alioTei pe TNV BonBeia tng TexvoAoyiag. (Mensah, P. (2017) Eivar onpavTiké va
ONUEIWBEI TTWG yIa va dnuIoupynBEi €TTIKOIVWYVIQ TTPETTEI va UTTAPEEI €vaG avoiXTOg
O1GAoYO0G PETAEU TWV BUO PEPWV.

O1wg Ndn avaeépbnke, n ouyxpovn €TToxr €MPRAAEl TNV avATITUEN TOU WN@IAKoU
MAPKETIVYK Kal TNV I0XUPH TTapoudia Twv €Taipeiwy oTa Social Media, TTpokeigévou va
EMTUXOUV TOUG OTOXOUG TOuG. AuTd cupfaivel dI0TI, udvo PJECW €VOG avoiXTou dIaAOyou
METAEU TOU TTEAATN KaI TNG ETTIXEIPNONG, UTTOPEI N €TMXEipnon va dnuioupynoel uwnAo
ETTTEQO EPTTIOTOOUVNG KAl OEOPEUCNG TIPOG AUTOV. ZNUAVTIKO POAO €xEl KAl N
TEXVOAOyia OTTOU PEOW QUTAG, DIAdIKACIEG AQUTOPATOTTIOIOUVTAl KAl O OIGAOYOG Twv dUO
MEPWV YiVETAI TTIO AEITOUPYIKOG PE TNV XpAon Bdoewv dedopévwy. H diatripnon tou
TTEAATN KAEIOWUEVOU OTnN OX€Oon TOU WE TNV ETTIXEipnON MTTOPEI va OlaoPaAioEl
MaKpoXpovia TTIOTOTNTA WG TTPOG QUTAV.

MapoAa autd, Ba TTPETTEI va ONUEIWBEI TTWG av Kal TO YNPIOKO PAPKETIVYK ATTOTEAE]
BaOIKO CUCTATIKO TNG AVODIKNG TTOPEIAG TNG ETTIXEIPNONG, N EKAOTOTE OlOIKNON OPEiAEl va
Oivel €upaacn Kal OTO JEIYUa JAPKETIVYK TO OTTOI0 Ba aKOAOUBAOEL.
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8. MERCEDES-BENZ SUCCESS STORY (CASE STUDY)

8.1 Eicaywyn

MMolo €ival To TTPWTO TTPAYUA TTOU £PXETAl OTO PMUAAS 0AG OTAV OKOUTE TO OVOPA TNG
Mercedes-Benz; Mia eBdopdda podag, pia oeipd apWHATWY A iC0WG éva TTOAUTEAEQ
autokivnTo; O1 meavoTnTeG €ival OTI, av Kal OAEG QUTEG Ol OTTAVTACEIG €ival OWOTEG,
mlavoTata Ba TTATE yia TO TEAEUTAIO.

ATIO TNV TTPOOTITIKY MAPKETIVYK, N Mercedes-Benz tival éva atrd Ta 10 avayvwplouéva
Kal pe duvaTtd KUPOG auTOoKivnTa OTOV TTAQVATN TTOU OUVOEOVTOlI HPE TNV €EAIPETIKA
QgIOTTIOTN YEPPAVIKY AKPIBEIO KAl TNV ECAIPETIKN OEGIOTEXVIA. ATTO TNV TUTTIKA JOP®N TNG,
armmoteAei éva TUAUA MI0G TTOAUEBVIKAG eTaipeiag (Daimler AG), piag TTaykOouIog
QUTOKIVNTORIOUNXAVIOG  TTOAUTEAWV  OXNUATWY, AEwW@OPEiWY, TTOUAPAvV, @OPTNYWV,
oKa@wv, aAA& Kal TNV KUKAOQoOpia pIag oeIpds apwudaTwy TTou Eekivnoe 10 2011. Me
auTr TNV agloonueiwTn KANPOovouId, TTou XpovoAoyeital ammd 1o 1927, 6tav 10 TTPWTO
auTtokivnto  Mercedes-Benz  €10fixBn  €mmionua OTO  KOIVO, O  YEPMAVIKOG
QUTOKIVNTORBIOUNXOVIKOG  KOAOOOOG  TTapapével  €vag  atmmd  TOuG  KOpuPaioug
KATAOKEUQOTEG QUTOKIVATWY OTOV KOG HO.

MapakdTw eAEYXETAI N TTAPOUCIA TWV PECWV KOIVWVIKAG SIKTUWONG TNG Mercedes-Benz
WoTe va dIaTTIOTWOE N dppNKTa CUVOEDEUEVN TTPOCEYYION TNG UE TA EEUTTVA, TTPOCEKTIKA
oxedlaopéva Kal OXOAAOTIKG Kkataokeuaopéva oxnuata. [lpiv Opwg  yivel auto,
TTOPOUCIACETAl £€VA CUVTOPO TTEPIYPAPMA TNG MOVADIKNAG TTPOOEYYIONG MAPKETIVYK TNG
ETAIPEIAG TTOU TPOYODOTEI T APIOTA ATTOTEAEOUATA TNG AYOPAG.

8.

Karl Benz and Gottlieb Daimler

Eikova 23: Mercedes-Benz Founders

8.2 AvdAuon dedopévwy kal Social Media

2UhQwva pe TNV eTaipeia, 1o IT (Information Technology) atroteAei onuavTikd TTapdyovra
yla TNV avattuén evog véou auTokivhtou. H oTtpatnyikr Tng Mercedes-Benz €oTiddel
oTov 00 TOV TIEAATN KAl OTO TIWG MTTOPEI VO TOU TIPOOEAKUCEl TTEPIOCOTEPO TO
evlla@épov. H véa oTtpatnyikf TnG eTaipeiag sival Baciopévn ota dedouéva TTOU £XOUV
A&Bel n idio1 atrd Toug TTEAATEC TOUG KAl Ol OTPATNYIKES atropdoelc AauBdavovTtal Bdoel

B. ANiBavoyAou - A. MNatrouTtonig 71



Digital Marketing & Social Media

METPNOEWYV Kal avaAUCEWV.

O Jan Brecht, CIO tng Daimler, ava@épel TTwg N OTPOPA TNG ETAIPEIOG OTOV YNQPIAKO
KOouo atroteAei yia Tnv Daimler pia pakpoxpovia aAAayr) n otroia 6a Toug Bonbroel va
TTAPAMEIVOUV PTTPOOTA ATTO TOV QVTOYWVIOPO OTOoV KAAdO. Ocwpei TTwg autdg o
METAOXNMATIOWOG TNG eTalpeiag Bonbdel otnv BaBUTeEPn KATAVONON TWV TTEAATWYV TNG
€101 WOTE N ETAIPEIN VO AvaAdIAPNOPPUVETAI BACEI TWV VEWV OEDONEVWV.

2& ONO auTO oNUAVTIKO POAO €XEl ATTOTEAECEI TO YEYOVOG TTWG N KOIVWVIKA {Wr Twv
avlpwTTwV OXETICETOI AUECA KAl PE TNV TTAPOUCIA TOUG OTOV WYN@IOKO KOOUO Kal TTIO
OUYKeEKpPIPEVa, oTa Social Media. AuTtd €XEl WG CUVETTEIO VA ETTNPEACEI TO ETTIXEIPNMATIKO
povTélo TG Mercedes-Benz kabwg kai 1O idI0 TO TTPOIGV KAl TNV avVTAYyWVIOTIKOTNTA TOU.
OuolaoTikd, atrd TNV TEPIodo TTou Ta PECA KOIVWVIKNAG {wNG eloéBalav oTn {wh HOg
AAAage o TPOTTOG UE TOV OTIOIO N ETAIPEIA ETTIKOIVWVOUCE HE TOUG TTEAATEG TNG KABWG
etTiong AAAagav akOua Kal ol ayopEG oTOXOI TNG ETAIPEIAG.

Xdapn NG aug¢nuévng xpriong Twv Social Media, n Mercedes-Benz éxel rpooaocn o€
éva TeEPAOTIO Oyko dedouévwy (big data) péoca armrd Tov OTTOI0 PTTOPEI va KATAVOROEl
KaAUTEPQ TIG €MMIOUMIEG Twv TTEAaTwV TNG. Méoa atd Tnv avdAuon Twv OedouEVwV
MTTOPEI VO QTTOKTACEI MIA TTIO OUCIACTIKR ETTIKOIVWVIO JE TOUG TTEAATEG TNG KAl TIG AYOPES
oTOX0UG. (analyticsindiamag.com, 2016)

Me Tn xprion Twv dedouévwy TToU CUAAEyovTal ATTO TA PECOA KOIVWVIKNAG OIKTUWONG N
eTaIpEia  PTTOpPEl va  PYdAEl aOQOAr] OCUUTTEPACUATO OXETIKA ME TO €idoug TOUu
TTEPIEXOUEVOU TO OTIOI0  evdIaQEPEl Tov  KaTtavaAwTtr). ‘Etreira, 10 TrEPIEXOMEVO
eTTavaTTpooapudleTal o€ auTtd TTou BEAOUV 01 aKOAOUBOI TNG ETAIPEING.

QoTtéo0o Trépav atrd To €id0G TOU TTEPIEXOPEVOU TTOU TTPOWDBEI ) eTaIpEia EVOIQPEPETAI KAl
yia TV TTPOCAPUOYH TwV idIWV TWV AQUTOKIVATWYV TG £Taipeiag. H Mercedes-Benz péoa
ammd TIG TTANPOQOPIEC TTOU OUYKEVTPWVEI OTIC Paocels dedopévwy TG oxedialel Ta
QUTOKIVNTA TNG CUMPWVA WPE TIG TTAPATAPNOEIS Kal ETTIOUMIEG TOU KOTAVOAWTIKOU KOIVOU
ME aTTOTEAEOMQ OI TTEAATEG va €XOUV TNV TTETTOIBNON TTWG TO TTPOIOV ATTEUBUVETAI OTIG
OIKEG TOUG TTPOCWTTIKEG AVAYKES. MapakdTw, Ba doupe TTwg OA0 autd TTPOCPUOLETAI EiTE
o€ ETTTEdO UAIKOU TWV QUTOKIVATWY TNG, €iTE O€ €TTITTEDO AOYIOUIKOU PECA OTTO TO
MBUX.

8.3 E@appoyn TOU povréAou Tunuaromoinon-Zroxeuon-TomoBétnon (STP
Process) otnv Mercedes — Benz.

Katd n diadikaoia otpatnyikou oxediacpou marketing n etaipeia emipepicel TNV ayopd
oe empépoug ayopég (Tunuarotroinon), €mAEyel TRV ayopd oToxo (ZTdxeucn) Kai
TOTTO0ETEI TO TTPOIGV TNG OTNV ayopd (ToTToBETNON) JE CUYKEKPIPEVO XOPAKTNPIOTIKA TA
otroia Ba TTpooeAKUCOUV TNV ayopd OTOXO.

Kd&Ta TNV TUNUOTOTToINCN TNG ayopdg n etmixeipnon Ba mpétrel va dIaAECeEl o€ TToId 1) TToId
amd auTd Ta TUAMATO KATAVOAWTWY €TTIOUMEI va OTOXEUOEl yIa va €xel TO KAAUTEPO
duvatd atmoTéAeopa Kal va au¢foel To Pepidlo ayopdg TnG. Méow Tng oTdOXELONG Mia
ETTIXEIPNON UTTOPEI va €0TIACEI O€ KATTOIA OPAdA KATAVOAWTWY Kal va TTpowdnoel Ta
TTpoidévTa TNG O auTtd TO KOIVO augdvovtag TIC TTwAACEIGC TnG 600 TOo duvaTov
TTEPIOOOTEPO (ZIWPKOG, 2004).

Me Tnv Tunuartotoinon TG ayopdg AuTOKIVATWY, TTPocdlopifovTal Ta TUAMOTA EKEIVa
TTOU YTTOPOUV va gival TTI0 EAKUOTIKA — ATTodOTIKA yia Tnv Mercedes-Benz, trpokeiyévou
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va dlapoppwoel To KATAAANAo marketing mix yia To TUAPA TTOU TNV evdla@épel. H ayopd
QUTOKIVITWV €XEI TUNUATOTIOINGEI O€ APKETEG KATNYOPiEG. EVOEIKTIKA Ba avagpepBouv ol
TTAPAKATW €€ KATNYOPIEG AUTOKIVITWY OI OTTOIEG ATTOTEAOUV KAl TIG TTIO0 ONPOQIAEIG:

To autokivnTo W¢ peTaPopIkd péoo. (Just Getting Around)

ATToTeAEITAl ATTO £va OUYKEKPIPEVO TUNHUA TNG AYOPAG TO OTTOIO EVOIA@EPETAl JOVO YIA TO
AeIToupyikG 6@eAOG Tou auTokIVATOU. Agv avTIAAPPBAVETAI TO AUTOKIVNTO WG OUUPBOAO
kKatagiwong kai & PAETTEl TV adia Tou va TTANPWOEl ETITTAéOV  XPAMOTA  VIia
MEYAAUTEPOUG KIVNTHAPEG, TTOIOTIKOTEPA UAIKA KATOOKEUNRG KATT. 2TO PUOAS TOUG TO
aUTOKIVNTO QTTOTEAEI €va PECO HETAPOPAG TTOU TOUG TINyaivel amrd 1o onueio A OTO
onueio B.

AuToi o1 KaTavaAWwTEG evOIa@EPOVTAI IDIITEPA VI AUTOKIVNTA XAUNAOGTEPNG TIMAG TTOU TA
QVTITTIPOOWTTEVEI N KOAR OXEon TTOI0TNTAG TIUAG. ZUVABWG TOUG TTPOCEAKUOUV PIKPOTEPA
oXAMaTa XwpPic TTOAAEC TTPOCOETES ETTIAOYEG.

To autokivnTo Wg oUBOAO KOIVWVIKAG KaTagiwong. (I’'ve Made It)

O1TWw¢ @aiveTal Kal Ao T0 OVOUA TOU CUYKEKPIPEVOU TURUATOG ayopAs, N CUYKEKPIPEVN
OMAdA KATAVOAWTWY EVOIAQEPETAI KUPIWG YIA TA OPEAN KOIVWVIKAG AvayVWPICINOTNTOG
EVOG OUYKEKPIYEVOU EPTTOPIKOU OUATOG.

2uykekpiuéva n Mercedes-Benz €xel éva amd Ta TO 10XUPA EUTTOPIKA OrjuaTta
TTAYKOOMIWG KABWG akOua Kal ATopa TTou dev £Xouv aoXoAnBei kabBdAou pe Tnv ayopd
QUTOKIVATWYV, yvwpilouv Tnv UTTapén Tou EUTTOPIKOU oruaTog TNG Mercedes-Benz kail Tnv
€XOUV TOTTOBETACEI OTO PMUAAS TOUG WG ETAIPEIA TTOU KOTAOKEUALEI auTOKIivATA UYWNANRG
TTOIOTNTAG KAl TTPOdIAYPAPUIV.

AuTl n opada KATOVOAWTWY TIPOCEAKUETAI KUPIWG ATTO TO EUTTOPIKO OHPa  Tou
QUTOKIVATOU Kal EVOIAQEPETAI TTEPIOCCOTEPO YIA TNV KOIVWVIKH avayvwpion TTou €XOuV Ta
QUTOKIVNTA QUTA WG AVTIKTUTTO TTAPA yIa TA IDINITEPA XOPAKTNPIOTIKA TOU AUTOKIVIATOU.

To oikoyevelako auTtokivnTo. (Family Needs)

AUTO TO TUAMA ayopdg aTTOTEAEITAI ATTO ATOUA TA OTToId XPEIACOVTAl TO AUTOKIVNTO YId
TNV PETAKIVNON HIaG KABiEpwPEVNG oIkoyEvelag he TTaidId. ETTouévwg, xpeliddetal va gival
éva YEYaAUTEPO, TTIO AVETO QUTOKIVNTO.

Autd TO KATOVOAWTIKO KOIVO TIpOCEeAKUETaI aTmd auToKivnTa Ta  OTToia  €XOUVv
XOPOAKTNPIOTIKA TTOU WEEAOUV TIG OIKOYEVEIOKEG TOUG QVAYKEG OTTWG TA PEYOAUTEPQ
KaBiopaTa, PeEyYaAUTEPOI XWPEOI ATTOOKEUWY, BECEIC TTOTNPIWY, AQUTOUOTO KIBWTIO KATT. H
ao@aAgla gival €TTiong €vag onuUAvTikog Trapdyoviag o otroiog 6a AneBei uttéyiv
(segmentationstudyguide.com, 2017).

To deuTepO olKoyevelakd autokivnTo. (Second Family Car)

AToTeAEl €va UTTOOUVOAO TOU TPAMOTOG TNG ayopdG OIKOYEVEIOKWY QAUTOKIVITWV.
2UVNBWG TO OUYKEKPIUEVO QUTOKIVNTO XPNOIUOTIOIEITAI OTTO OIKOYEVEIEG OTIG OTTOIEG KAl Ol
OUo yoveic gpydalovtal 1) £€xouv €@nPRoug ol otroiol EekIvave Twpa Tnv odriynon. ‘Exouv
TTAPOUOIEG AVAYKEG UE TA AUTOKIVNTA TNG TTPONYOUPEVNG ayopds oTOXoU OAAG €TTEIdn
TTPOKEITAI VI €va OEUTEPO AUTOKIVNTO KUPIWG YIa PIKPOTEPES OIAdPOUES, EVDIaPEPOVTAI
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AlyOTEPO VIO Ta XaPAKTNPIOTIKA dveong (segmentationstudyguide.com, 2017).

To texvoAoyikd Trponypévo autokivnto. (Quality Matters)

H ouykekpiyévn ayopd OTOXOU QTTOTEAEITAI ATTO ATOPA TTOU Ba {Odeuav TTEPICOOTEPA
XPAMATA yIa €va QUTOKIVATO TIOU TTAPEXEI KATTOIA ETTITTAEOV TEXVIKA XOPAKTNPIOTIKA
KABwWG Kal TTIO TTOIOTIKA UAIKA KATOOKEUNG.

H dia@opd Twv KATavaAwWTWV TNG OUYKEKPIUEVNG AYOPAS OTOXOU O€ OUYKPION ME TNG
ayopdg “OUTOKIVATOU WG CUMPBOAO KOIVWVIKNG KATAgIWoNG” €ival TTWG O OUYKEKPIPMEVOG
TUTTOG KOTAVAAWTH €VOIOQEPETAlI AIYOTEPO YIA TO EPTIOPIKO CAPA TNG ETAIPEIAG TTOU
KATAOKEUACEI TO QUTOKIVATO KOl ETTIKEVTPWVETAI OUCIOOTIKA OTIG TTPOdIAYPAPES KAl TA
TEXVIKA XOPAKTNPIOTIKA TOU aQUTOKIVATOU (segmentationstudyguide.com, 2017).

AuTokivnTo £KT16G Spopou diadpopwyv (Off-Road Car)

H TeAeuTaia KaTnyopia AuTOKIVATWY OTTOTEAEITAI ATTO KATAVOAWTES TTOU avadnTouv éva
OXNMa yia TNV MPETAKIVNON TOUG O€ €KTOG dPOPOU BIadPOUES UTTO DUOKOAEG OUVONKEG
odnynong.

AuTOi 01 KaTavaAWTES aTTOAAUBAVOUV CuXVA TNV 08ryNnon €KTOG OPOPOU WG KOIVWVIK

opacTnEIOTNTA. ATTOBAETTOUV COQWGS OE Eva dIAPOPETIKO OTUA 0driynong Kabwg Kal o€
oQEAN aopaAelag Kal agloTmioTiag. (segmentationstudyguide.com, 2017)

H Mercedes-Benz é€xel TomoBetnBei otV ayopd TTOAUTEAWYV QUTOKIVATWY PE €viova Td
XOPOAKTNPIOTIKA TNG ao@AAElag Kal TNG dveongs. Edw kal xpodvia, o o1déxog TNG rTav ol
AVWTEPEG TALEIG OTNV KOIVWVIKA OIOOTPWHATWOT), OTEAEXWV KAl ETTAYYEAPATILOV TTOU
€XOuv KAion TTpOg Ta OXAMATA TTOU Eival EEOTTAICUEVA UE OUYXPOVEG TEXVOAOYIES, MEYAAN
ao@AAEIa Kal TTPOooEyUEVN aloBNTIK oxedlaopou. H oTpatnyik Tng okotd €xel Tn
O10¢QOPOTTIOINON TWV AUTOKIVATWY TNG £TO1 WOTE VA TTPOCEAKUCEI TOUG TTEAATEG TIG KAl VA
IKAVOTTOINOEl TIG €TTIOUUIEG TOUG PE AUTOKIVATA TTOIO TTOIOTIKA OTTO TOV QVTIAYwVIONO
(Fuhrmans, V. 2013).

210 TTAQioIa TNG Xdpagng oTpatnyikAg n etaipeia €xel dnAwaoel o1l JEAAOVTIKA BEAEl va
oTpaQei OTO VEOTEPO KATAVOAWTIKO KOIVO TTOU €Xel TTABoG pe Tnv 0odrynon Kal To
autokivnto (Neuman, B. 2014).

Eiocodog o€ pia véa ayopd pe T CLA-Class

H eTaipgia Tunuarotroince tnv ayopd to 2011 Bdon Twv dNUOYPAPIKWY OTOIXEIWV TWV
uTTOWNQIWV ayopaoTwy Tou KAAOOU Kal CUVEIONTOTIOINCE TTWG OEV EiXE TOON ATIXNON
o€ VEOTEPEG NAIKIEG.

MeTd TNV TUNPOTOTTOINON TNG AyopAg n eTaipeia ETTPETTE va OIOAEEEI o€ TTOI0 A TToId aTTd
QuTA T TUAMATA KOTAVAAWTWYV €TTIOUPOUCE va OTOXEUTE! YIa va £XEl TO KAAUTEPO duvaTd
aTroTéEAEOUA KAl va auérjoel To pepidlo ayopdg TnG. Méow TNG OTOXEUONG Wia ETTIXEIPNON
MTTOPEI va €0TIACEI 0€ KATTOIO OUAdA KATAVOAWTWY Kal va TTPOwBAcEl Ta TTpoidvTa TNG
o€ auTtd TO KOIVO augavovTag TIG TTWANOEIG TNG 600 TO dUVATOV TTEPICTOTEPO (ZIWMKOG,
2004). O oTOX0G TNG eTAIPEIAG TOTE ATAV VO KOTAPEPEI VO EI0EABEI JE AUENON TTWANCEWV
OTa ATOUA PE TA CUYKEKPIPEVA DNUOYPAPIKA XOPAKTNPIOTIKA XWPIG OJWGS VO aVAYKAOTEI
va Buoldoel To TPEOTIC Kal TNV @APN TTou atrotrvéel To brand tng Mercedes-Benz.
(Longert, R. 2013).
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H etaipeia &ekivnoe va €oTIddel OTn OUYKEKPIPEVN ayopd OTOXO OnUIOUPYWVTAG Thv
Generation-Benz n otroia Atav pia koivotnta atroteAoupevn atmd 250 dropa nAIkiag atmo
20 éwg 39 etwv. Ta droupa aAutd TTapPEiXaV OUUPBOUAEUTIKEG UTTNPECIEC OTO TUAMA
marketing TNG Mercedes-Benz oOxeTIKG@ pE TIC OUuvnBEIEG KAl TIG TIPOTIMACEIS TNG
OnUoypaPIKAG OPAdAG TTOU EiXav EOTIAOEI.

AUTO aTTOTEAECE MIO TTOAU £EUTTVN Kivnon KABWG OuCIaoTIKA ETTIKEVTPWONKav pe KABE
TPOTTO OTNV ayopd-oTdXO TOUG TIPIV UTTouV OTn O1adiKaoia avaTiTugng oTpaTnyIKAG
marketing. Méoa atré Tnv Generation-Benz avakGAuyav TTOAU ONUAVTIKEG TTANPOPOPIES
OXETIKA YE TO TTOIOG TTPAYMOTIKA €ival 0 TTEAATNG TOUG Kal e Bdon autd dnuioupynoav
éva VEO TTPOIOV OXEDIOOPEVO ATTOKAEIOTIKA PE YVWHOVA TN OUYKEKPIYEVN ayopd.

Eikova 24: Mercedes-Benz CLA

H TomroféTnon tng ayopdg

Me 1OV OpO TOTTOBETNON avaPEPOPAOTE OTNV B€0n TTOU £XEl TO TTPOIOV OTO PUOAS Twv
KATAVOAWTWY O€ OXE0N PE AANa avTaywvioTIKG TTpoiovTa (Kotler & Armstrong, 2012). H
TOTTOBETNON a@opd Tnv dladikaoia oxXedlaopoU TNG ETAIPIKAG €IKOVAS Kal TNG MAPKAG
WOTE VA KATEXEI Eva EEXWPIOTO PEPOC OTO MUAAG TOu Kolvou — oTOxou. H gikdva TTou
OnuIoupyEiTal HEOW TNG TOTTOBETNONG APOPA TIG AVAYKEG TTOU KAAUTITEI TO TTPOIOV O€
oxéon ME Ta avraywvioTiKd. OucolooTIKA TTPOKEITAl yIa TOV TPOTIO TTOU ETTIBUMEI pia
eTaIpEia va avtiAauBavovTal ol TTEAATEG TO TTPOIOV TNG KAl TTPOCTTOBEI va TO eVTAEEl OTO
MUAAOG TOU Kal OTIG TTPOTIMNOCEIC TOU JE éva ouykekpiuévo TpoTro (Walker kai ouv., 2002).

2TNV TTPOKEINEVN TTEPITITWOT, dNPIoUPyRBNKe n véa TTIO OIKOVOMIKN o€lpd Mercedes-
Benz CLA-Class n otroia oxedldoTnKE PE OKOTTIO TNV KAAUWN TTPOTIUACEWY VEQVIKOU
Kolvou. H ogipd auTr ¢eKIVA E TTIO OIKOVOWIKH TIMN O€ OXE0N KE TA TTEPICCOTEPA HOVTEAQ
NG eTaipeiag (29.9008) kai OAeg o1 dIAPNMIOTIKEG KAUTTAVIEG TTOU £€yIvav yia TO
OUYKEKPIPEVO PJOVTENO Eixav TTPOCAPPOCTEI £€T01 LWOTE VA TOVIOOUV TA TTAEOVEKTIUOTA TOU
QUTOKiVNTOU OTO TTIO VEO KaTtavaAwTikd Koivo (Fuhrmans, V. 2013).

2€ QUTA Tn o€Ipd N eTaIpEia dOKIPAOE Pia atrd TIG TTIO TOAUNPEG OXEDIOOTIKEG YPAMMES
TNG O€ Mia apKETA OEAEQAOTIKN TIMA. TO QUTOKIVNTO AUTO KATAOKEUAOTNKE VIO va KEPDIOEI
10 evdIa@épov Twv Millennials. Mw¢ 6pwg Ba Katdpepve va PTTEI O AQUTA TNV ayopd?
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MeAETWVTAG TTPOCEKTIKA TNV Ayopd OTOXO TTAPATHPNOAV WIO ONUAVTIKR POTI TwV
VEOTEPWY ATOPWYV VA XPNOIYOTIOIOUV Ta KIVATA Toug TnAéQwva OTtav B€Aouv va
MOIPOOTOUV EUTTEIPIEC OE OXEDN UE AYOPES TTOU €XOUV TTPAYUATOTTOINOEL. AUTO CUUBQIVEI
KaBwg N xprion Twv KIVATWY TNAEQWVWYV £YIVE OAO Kal TTIO OUXVI).

H amaBavaTion Piag gwtoypa@iag Kal n KOIVOTIoinon TnG o€ TPITOUG £yIVE OUCIAOTIKA
ONUAvTIKO MEPOG TNG VYEVIAG OTnv oTroia €oTiooe n Mercedes-Benz. H etaipeia
avakdAuge TwG TO Instagram €ixe OnNUIOUPYACEl KATTOIOUG €EQAIPETIKA ONUOQIAEIC
xpnoteg.  Emiong Tmaparipnoav TTwg eviog TG TAAT@OpPAG Tou Instagram  €ixe
onuioupynBei évag TEPAOTIOC AVTAYWVIOUOG OXETIKA ME TO TIOIO QWTOypaia €ixe
TTEPICOOTEPN ATTAXNON OTO KOIVO!

‘Exovrag AGBel uttown Ta Tmapatmmdvw n Mercedes-Benz OuykéVTpwOE TTEVTE ATTO TOUG
MO0 ONUOPIAEIG PWTOYPAPOUG TNG TTAATPOPHOG YIa pia Kal govo TTpokAnon. Eixav otn
O1GBeon TOug TTEVTE NUEPES O KOBEVAG yIa VO QWTOYPOPACOUV OTNV TTIO EVIUTTWOIAKA
ywvia 6éaong Toug Tpoxoug TnG kailvouplag Mercedes CLA-Class.

O kaBe évag ptropoloe va dNUOCIOTIOINCEl PEXPI 6 QWTOYPAQPIES TOU QUTOKIVITOU OTOV
emmionuo Aoyaplaoud ™G Mercedes-Benz. NIknTAg Ba rtav OTT0I0G KATAPEPVE Vva
OUYKEVTPWOEl Ta TTEPIooOTEPa “likes” kal To £TTaBA0 ATavV va KPATACEl OTNV 1810KTNOia
TOU TO AUTOKIVNTO TTOU QwToypAa@noe. ATTO TNV TTAPATTAVW TTPOKANCN TTapaTnPoUlE yid
aKkoua Hia @opd Tnv onuacia 1Tou £€dwoe n Mercedes-Benz oto va TTpoocappooel TO
U@OG Tou Aoyaplaopud TNG o€ auTd TToU TO KOIVO TNG Ba ABeAE va del aTTo ekeivn.

O1 emrayyeAuatiec wToypa@ol eMAEXBNKav OxI JOVO yia TNV TEXVIKA KATAPTNON Kal TIG
ouvatoTNTEG TOUG OTN QWTOYPAPnon oAAd kKal Adyw TnG E€TTIPPONG TOUG OTa HEoA
KOIVWVIKNAG SIKTUWONG KABWG Kal TG IKAVOTNTAG TOUG va TTapouaidoouv £va véo lifestyle
OTOUG aKOAOUBOoUG TOUG.

O1av n OUuyKeKpIYEVN KaUTTAvIa €QTaCE OTNV KOPpUQWON Ta OTTOTEAECPATA yia ThV
eTaIpEia ATaV BeauaTIKA KOBWGS £TACE TOV PEYOAUTEPO APIOUS ETTIOKETITWV TTOU EiXE
Kataypagei Toté oto mbusa.com. Etiong, n oeipd CLA-Class ékave pekOp TTWAACEWV
agou PECa OTOV TTPWTO XPOVO META TNV Trapoucdiacn Tou TTwARBnkav TTadvw atmod
100.000 autokivnta (brand24.com, 2017).

H emtuxng kautravia tou CLA odriynoe Tnv €TaIpEia OTNV ETTAVAXPNOIYOTIOINCTN TOU
idlou concept Kal yia dIAPOPETIKA POVTEAD QUTOKIVATWY UE TTAPOUOIEG OPWG TAKTIKEG.
Mapduolia oTpaTnyIK Xpnoiuotroinénke kai yia Tnv Mercedes GLA-Class n otroia €ivail
éva SUV auTtokivnto XapnAoU KOOTOUG TTOU OTTEUBUVETAI €TTIONG OE VEAVIKO KOIVO TO
OTTOI0 OUWG EVOIAPEPETAI TTEPICCOTEPO YIA TTIO EPYOVOMIKA AUTOKIVNTA.

H etaipeia TrpocéAafe droua Ta oTroia €xouv ueydAn dnuoTikdTnTa oTa Social Media kai
Kupiwg oTo Instagram pe OKOTO va TrpowBrioouv Tnv véa GLA. Toug €édwoe TO
QuUTOKivNTO Kal Toug {NTnoe va aveBadouv pwToypagieg amod Ta Tagidia mou Ba Kavouv
pe autd oTo Instagram. Moia Atav n dla@opd TNG TTPOWBNTIKAG EVEPYEIAG OE OXEon ME
v avtiotoixn TN CLA; Ta dU0 autokivnTa HETAEU TOUG €xXOuv TTOAU OIAQOPETIKA
XOPAKTNPIOTIKA TA OTTOi0 OUCIOOTIKA OToxeUouv o€ OlagpopeTikd market place. 'ETol
oT1éX0C €0W NTAV VA QAVEI OTA PATIA TOU OUVNTIKOU QyopdcoTr] N €PYOVOMia Kal Ol
QATTOBNKEUTIKOI XWPEOI TOU VEOU POVTEAOU TTou Ba TTapouaiadav.

[MAéov, n TTPOKANGN yia auToUug TTou Ba €kavav TIG avapTAOEIS TAV VA AVTIHETWTTICOUV
Ta TTATAKIO TOU QUTOKIVATOU WG €va KaPBd (wypa@iKAG KAl va €KQPACOUV TNV
TTPOCWTTIKOTNTA KAl TOV TTOAUBIACTATO TPOTTO (WG TOUG HECA ATTO AUTO.

B. ANiBavoyAou - A. MNatrouTtonig 76



Digital Marketing & Social Media

Theron

Humphrey
Photagripher

Eikéva 25: Mercedes-Benz GLA Instagram promotion

2TV TTapatmdvw  @wToypagia PBAeTTouhe TTOOO TIPOCEXTNKA €XOUV  OIOTAXTE T
atmrapaitnTa ouvepya Tou K&OBe uploader avdAoya pe TO TTAYYEAUA TOU. AUTEC Kl AAAEG
QVTIOTOIXEG €IKOVEG AVEPNKAV OTIG KOIVWVIKEG TTAAT@OPPES atrd Toug influencers kai
méTuxav TTavw ammd 90 ekaTtoppupla gP@avioels. H avramokpion Tou Kolvou oTnv
Kautrdvia nAT1av  Bepatiky kal n dlokivnon Twv  QwToypa@iwyv oTo  OIadiKTUO
TTapoucidoTnke ue 1o hashtag “#GLAPacked” (shortyawards.com, 2018).

21a Social Media €xel maparnenBei 10 @aIVOPEVO TOU MIPNTIOMOU Kal Xapnv autou
OTT0I0G €ixe oTNV KaToxn Tou TNV GLA, poipaldtav dnpoaiwg Tn OIKr Tou gwTtoypagia
OXETIKA Pe TO T Ba €mmaipve padi Tou OTO €mTOPEVO TAEiOI TOU. AUTOU TOU €idOUG Ol
QwToypaPiec €kavav va avayvwpioouv To VvEOo HOVvTEAO Tng Mercedes wg KA
Tapamavw ammd éva ammAd autokivnro. OAeg o1 QwToypagicg  evBdppuvav Tov
avayvwaoTn va YAagel TrepiocoTtePeS TTANPoYopies yia Tnv véa GLA kdTi To oTToio augnoe
TNV Kivnon otnv 10Too€Aida Toug Katd 54% (rebelinteractivegroup.com, 2014).

8.4 H mioTéTNTa HECA ATTO TNV £{ATOMIKEUON

Eidikoi, OTO XWPO TOU MPAPKETIVYK MPETALU Twv oTroiwv  Bonnin, Lynin and Abel
OUPQWVOUV OTO YeEYOVOG TTWG N ETITUXIO €vOG TTPOIOVTOG BacifeTal OTIG TTEAATEIOKES
OX£0€IG TTOU avaTITUoOoEl N eTalpeia ge Tov TTEAATN TNG. H MoToéTNTA €ival TO BACIKOTEPO
XOPAKTNPIOTIKO TO OTT0I0 avalnTd pia eTAIPEia va EI0TTPAEEI BIAXPOVIKA ATTO TOV TTEAATN
WOTE va EMTUXEI, TIPAYHA TO OTT0i0 deV €ival EUKOAO AGYO Tou OTI KABE TTEAATNG dlagEépel
amd Tov AGANOV JE QTTOTEAEOMO N eTaIpEia va pnv €xel TTAvra KATolo oTaBepd
XAPOKTNPIOTIKO BACEI TOU OTTOIOU va PTTOPEl va ETARAAAEI TNV TTPOCPOPAE TNG WOTE VA
EMTUXEI TNV IKAVOTTOINGT TOU.
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21nv Mercedes-Benz, dedouévou OTI KABe TTEAATNG E£XEI DIAPOPETIKA XOPAKTNPIOTIKA
ETTOUEVWG EXEI AAAEG ATTAITAOEIG ATTO TO QUTOKIVATO , €ival OPKETA DUOKOAO Va ETTITEUXOEI
TMOTOTNTA OTNV OXECN TNG ME Tov TTEAATN. QOTOCO n TEXVOAOyia €xel KATOAUTIKO pOAo
OTIG OXEOEIG PETAEU Toug OIOTI BonBdcl Tnv eTaipeia va cival o eUéAIKTN (flexible) pe
ATTOTEAECOUA VA IKOVOTIOIEI TTI0 dpacTIK& TIG amatioelg Twv TreAatwy TnG. Oco
TTEPICOOTEPEG ECATOPIKEUPEVES TTANPOPOPIEG KATAPEPVEI VO CUYKEVTPWOEI N ETAIPEIA YIA
TOV KABE TTEAATN TNG, TOOO TTEPICCOTEPO PPIOKETAI 0€ BE0N VO KATAVONROEl KAl £V TEAN va
KAAUWEI TIG aVAYKEG TOU.

21n Oiebvry €kBeon Consumer Technology Association (CES) 2018 n otroia
TTpaydaToTroiOnke oto Las Vegas, TTapouciace OnNUAVTIKEG AVAKOIVWOEIG KAl EIOMNOTEIG
yia 1o yéEAAoV TnG autokivnong. Puolkd atrd Tnv ékBeon &€ Ba PTTOpoUCE va AgiWel Kal N
Mercedes-Benz n otroia TTapouciace 1o cuoTtnua Infotainment Mercedes-Benz User
Experience (MBUX).

To MBUX Aoittév atroteAei éva oUoTNPA TO OTTOI0 UTTOOXETAI £CATOMIKEUOT, XApn OTNV
TEXVNTH vonuoouvn kal 10 “deep learning” oto otoio Baocifetal. To povadikd
XOPAKTNPIOTIKO QUTOU TOU OCUCTAPOTOG E€ival IKavotnTa Tou va “paBaivel” kal va
TTpocapudleTal amd TIC ouvhBelEG Tou 0dnyou PEOW TNG TEXVNTAG vonuoouvng. To
MBUX Ttrpooc@épel TTAApN €€atouikeuon Kal TTPooapudleTal yia va TaIpiddel OTOug
XPAoTeg Tou. Me autd Tov TPOTTO dNUIOUPYEI TTPAKTIKA MIO OUVAIOBNUOTIKA oUvdeon
METAEU TOU AUTOKIVITOU KOl TOU 0dNnyou Tou.

To ouoTnPa auTtd ATTOTEAECE AAAN pIa Bi0dOG WOTE N ETAIPEIQ VA TTPOCEYYIOEI TO VEQVIKO
KOIVO TnNG. H vedTePES YEVIEG QYOPOOTWY OTIG OTTOiEG OTOXEUEl N Mercedes-Benz givai
OOQPWG TTIO EEOIKEIWMEVEG ME TIG VEEC TEXVOAOYIEC OE OXEON ME TIG MEYOAUTEPEC YEVIEG.
AUTOG gival kal o Adyog TTou To MBUX Ba AavoapioTei oTnv ayopd PE TNV TETAPTN YeVIA
NG A-Class n otroia atroTeAei pia atrd TIC TTIO OIKOVOMIKES OEIPES TIG £TAIPEIAG Kal Ba
MTTOpECEl va dIeiIcdUOEl TTIO EUKOAQ OTO VEQVIKO KOIVO.

2T0 €0WTEPIKO TOU QUTOKIVATOU, OXEOIOOTIKA Ba TTEpIAauBAvETal Pia ueyaAn o8ovn agng
UYnANG eukpivelog n otroia Ba eival TOTTOBETNPEVN OTO KEVIPO TOU TAWTIAG ToOu
QUTOKIVITOU Kal Ba ouveyiZetal péxpl To Kavtpdyv. MNMAEov OAEC o1 avaloyiKES eVOEIEEIC TOU
QUTOKIVITOU Ba avTIKOTAOTAB0UV PE YNPIOKEG.
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Eikéva 26: Mercedes-Benz User eXperience (MBUX)

Na onueiwbei TTwe auTh eival n TPWTN aTTéTTEIpa TNG Mercedes-Benz va TTpoc@Epel T
duvatotnTa a@rg oto cuoTtnua Infotainment. Méxpl onuepa o1 0dnyoi xeipidovrav Ta
MoVvTéAQ TNG eTaipeiag €ite péow joystick, €ite péow xeipioTnpiwv OTO TIPOVI EiTE, YEOW
PWVNTIKWVY evTOAWV. MAEov 01 XprioTEG PTTOPOUV VA XPNOIYOTTOIOUV TNV a®r EVw N TO
oUoTNUA QWVNTIKWY &VTIOAWV avayvwpilel 23 OIaPOopeTIKEG YAWoOoeG. O QuVNTIKES
EVTIOAEG PTTOPOUV va yivouv pe TpoTTo TTapduolo Tng Siri (Apple) oO1TO0U 0 XPHOoTNG TO
MOVO TTou €X€l va KAvel gival va ¢nTroel KATI atmd TO auTokivnTo, yia TTapddeiyua “Hey
Mercedes, Kpuwvw” Kal TOTE TO oUCTAPA KAIJOTIOMOU Ba avaAdBel va Begpudvel 1o
EOWTEPIKO TOU OXAMATOG.

To MBUX atroteAei 1o ouoTnua 1Tou 8a avaAdpel va pdaber 1ig ouviBeieg Tou odnyou yia
TTapadelyua eav 0 0dnyog auvnBilel va KaAei Eva OUYKEKPIMEVO ATOUO OTO TNAEPWVO TNV
idla oty TNG nuUépag, TOTE TO oOUoTnUa Ba Tou TIPOTEiVEl TNV  E€TTIAOYR VA
TTPaydaTOTIONoEl TNV idla KAon oOtav €pBel n  Ouykekpigévn  oTiyur. ETmiong
avoAapBaver va kataypdyel akOPa Kal TIG TTPOTIMACEIS TOU 0dnyou OTn HPOUCIKN £TOI
WOTE va Tou TTpoTEivel yia TTapadelyua playlists pe “Jazz” pouoikd KouudTia Tn oTiyul
TTOU 0 XPHOTNG METAPEPETAI TTPOG Tr DOUAEIQ.
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Eikéva 27: Mercedes-Benz User eXperience (MBUX) 2

ATTé TO OUuyKekpINévo ouoTnpa Oev Ba pTropoucav va Asiyouv kal dedouéva atod
OIAPOPEG TTNYEG Ol OTT0IEG XPNOIMOTTOIoUV TO OIadiKTUo. Ava@OpPIKA va TTOUPE OTI
dlatiBevral avadntrioelg amo 1o Yelp kai 1o TripAdvisor o€ TTEPITITWON TTOU 0 0dNYOG
XpeladeTal va TTapel KATTOIEG TTANPOQOPIES yIa TNV TTEPIOX) OTnV oTroia Bpioketal. To
Here avaAauBdvel va TTAonyrioel 1o xpnotn yéoa armd pia TpiodlidoTtarn xaptoypdenon.
OAeg autég o1 epapuoyég kaAutrTovtal atrd 1o chip PARKER 128 tng Nvidia 1o otT0io
XPNOIYOTIOIET EEATTUPNVO ETTECEPYQAOTH).

TéNog, 1O ouotnua Infotainment MBUX Ba AavoapioTei o€ TEOOEPIC OIQPOPETIKES
ekdOOEIG ouuTTEPIAOUBAVOUEVOU UIOG ApXIKAG €kdoong yia Ta entry-level povTéAa kai ol
TTEAATEG Ba €xouv Tn duvaTtoTnTa va avapBabuicouv o Tpia TpdoBeTa eTTiTreda avaloya

ME TIC TTPOTIUACEIG.

8.5 To Instagram wg¢ eTaIpIKOG OCUVEPYATNG

Eival yvwotd mwg évag TepAoTiog dyKOG Wn@IaKoU TTEPIEXOPEVOU aveRaivel KaBnuepiva
OTa PECOA KOIVWVIKAG OIKTUwong. O Oykog autdg povo yia 1o Instagram avépxetal
TTePITTOU OTIG 2.100 dnuooIEUoEIS YIa KABE deuTEPOAETTTO TToU TTEPVAEl. O YECOG OPOG
Twv Onuooieloewyv Eemmepva 1o 180 ekatoppupia nuepnoiwg. O TepdoTiog OYyKOG
dnuIoUpPYiag TTEPIEXOUEVOU PETAPPACETAI VIO TIG ETTIXEIPNOEIC WG gukalpia (Daimler.com,
2018).

Kd&B¢e eutropikd onua gival avaykaio TTAEOV va €XEl Evepyr TTapouacia oTo Instagram auto
Opwg ammd poévo Tou Oev apkei. Oa TTpETel va €xel opIoTel €EAPXNG OUYKEKPIMEVN
OTPATNYIKA WOTE VA EKPETAAAEUTEI N ETAIPEIQ TIG VEEG EUKAIPIEG TTOU TNG divovTal Kal va
QTTOKTHOElI CUVEXWG au&avouevn ONPOTIKOTNTA Kal TTapouaia ota Trio diadedopéva péoa
KOIVWVIKNG BIKTUWONG.

To Instagram atroTeAei pia amd 11¢ oTToUdAIOTEPES TTAATPOPUES yia brands kabwg €va
MEYAAO PEPOG TWV XPNOTWV TOU EVTACOETAI OTIG NAIKiEG aTTd 18 péxpl 38 eTwv. H yevia
auTl atmotéAece kal Tov PBacikd oT0xo Tng Mercedes-Benz étav &ekivnoe va
OpacTNPIOTTOIEITAI EvEPYA OTNV TTAATEOPPA KOBWGS OTO TTEAATOAOYIO TnG TTapouaiale
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eMeavr) aduvauia o€ OPAdEG ATOUWVY HE TA TTAPATTAVW ONUOYPAPIKA XOPAKTNPIOTIKA.
MapaTnpenBnKe TTwWG 01 AyOPAOTEG AUTOKIVATWY AUTAG TNG YEVIAG DIOPEPOUV KATA TTOAU
oc Oxéon ME TIG TIPONYOUMEVES. 2ZUMQwva e Tov  Aikman, Tmmyaivouv OTIG
QVTITTIPOOWTTIEG QUTOKIVATWY WUXOAOYIKA £TOIMOI VO ayopACOUV TO VEO TOUG AUTOKIVNTO
XWPIG va TTPOXWPINO0UV O€ TTEPAITEPW AETITOPEPEIES YIA TO TTOIA £€KOOON TOUG TAIPIACEI.

AuTO oupPaivel KOBWG N véa yeviA TTPOTIMAEI TV EVNUEPWOTN TTEPICCOTEPO ATTO TIG
NAEKTPOVIKEG TTAATPOPPES TTAPA ATTO TOUG idIOUG TOUG AVTITIPOOWTTOUG. To Instagram
ATTOTEAECE TNV IDAVIKI TTAATQOPHA YIA TN YEVIA QUTH.

O1 xpoteg Tou Instagram dev BAETTOUV POVAXQ TO TTEPIEXOMEVO TTOU TOUG TTPORAAAETAI
oTnv 0066vn aAAd kai Ta brands TOoU TO akoAouBouv. [MapdAAnAa pe autd Exel
TTapatnEnBei 0TI Toug apéoel va avakaAUTITouV péoa atmd Tnv avalntnon véa TrpoiovTa
Kal brands. Zuykekpiyéva 10 47% TWwv XPNOTWV Tou Instagram KoTarGooouv Tnv
TTAATQOPPA OTa dEKA KAAUTEPA KavaAia avalntnong trpoioviwy. Etriong, 10 45.6% TWV
XPNOTWV Tou Instagram eival 1o mMOavov va CuykKpaTtrioouv pia Kaptravia marketing
TTOU OUVAVTNOQV O€ KATTOIO KOIVWVIKO PECO BIKTUWONG TTapd pia GAAn TTou €idav oTnv
TNAEOPAON A KATTOI0 AAAO TTapadoCIakO PECO.

To Instagram eival pia KovotTnNTa OTNV OTTOI0 €UDOKIUEI TO TTOIOTIKO TTEPIEXOMEVO. TO
TTEPIEXOUEVO TO OTIOIO €iTE TTPOOTIOBEI va Oou TTEPACEl KATIOIO MAVUMA, €iTE o€
eVIuTTWOoIael ammd aiodnTikrp TTAeupd. To Instagram ouykevipwvel TTdvw amd 300
EKATOPMUPIO EVEPYOUG XPNOTEG PNVIAIWG O OTToi0lI E0OEUOUV KATA HECO OPO 257 AETTTA
KAOE urjva yia TepInynon otnv TAATQOpua.

KdaBe 1oxupd brand mpétrel va €xel 10XUpPr TTapoucia oTo Instagram avavewvovTag
OUXVA TO TTEPIEXOMEVO TTOU aveRaivel Je VEEC dDNUOCIEUCEIG TTOIOTIKOU TTEpIEXOMEVOU. H
O€0UEUON TNG ETAIPEIAG VA AVAVEWVEI TO TTEPIEXOPEVO TNV BonBdcl va TTPOCEAKUCEI VEO
KOIVO O€ TTayKOOMIO ETTITTEDO.

8.6 Build your own GLA250 — EmiAoyég e§atopikeuong ota Social-Media amé tnv
Mercedes-Benz

H mpowBnon twv autokiviiTwy TG Mercedes-Benz eEeAixBnke oTta PECO KOIVWVIKAG
OIKTUWONG pE dIdpopoug TpoTTouG. lNa TTapddeiyua dia JEoou Tou

storytelling, TG dnuUoOCicUONG PLTOYPAPIWV XPNOTWV KATT. ‘Evag akOua TpOTTOG ATTOTEAEI
TV OnuIoupyia TTEPIEXOMEVOU TTOU E€ival EUTTVEUCHEVO OTIC AVAYKEG Kal Ta BEAW Twv
idlwv TWV atOuwv TToU TOo avadnTouv. lMPaKkTIKA TO TTEPIEXOMEVO AUTO PBaacileTal oTnv
€€ATOUIKEUON TWV KATAVOAWTWY PECA OTTO TNV €TMAOYA TWV ETTIMEPOUG KOUMATIWY TTOU
aTTapTi(OUV TO AUTOKIVNTO.

B. ANiBavoyAou - A. MNatrouTtonig 81



Digital Marketing & Social Media

choose_!

Eikéva 28: Build your own GLA

H Mercedes avalntwvtag Tpotroug va Oieicduoel o€ TTeEAATONOYIO veSTEPNG YEVIAG
(Millennials), atmreuBuvBnke otnv Razorfish n otmoia pe ™ CeIpd ™G £QTIOEE TO
TTPoypapua “Your Own GLA Build”. To rpoypapua autd Bacietal oTnv TTAATQOPUA TOU
Instagram kal €MTPETTEl OTOUG KATAVOAWTEG va ONPIOUPYOUV €va EEOTOMIKEUMEVO
Mercedes GLA péoa amd Tnv e€@apuoyrl Tou Instagram amAd  emA£yovTag
XOPAKTNPIOTIKA TOU QUTOKIVATOU OTTWG TO XPWHA, Ol TPOXOi, N 0po®r KATT. Mg eAaxIOTEG
AatTAEG KIVAOEIG PTTOPOUV va eTTIAECOUV péoa o€ 132 dIaPOPETIKOUG ouVOUACHOUG Tou
QUTOKIVATOU.

MtopouUv 6Aol o1 XprioTeg va TAonynBouv oTnv TTAATQOPUA  €EATOMIKEUONG TOU
AMOgWHPOTOG aTTd TOV AKOAOUBO OUVOECO:

https://www.instagram.com/gla build your own/

 a1TAG akoAouBwvTag oTo Instagram 1o @gla_build_your_own

O ouykekpIgévog TPOTTOG TTpowbnong Tng Etaipeiag Bewpeital €mTUXAG KABWG
AvatriTuooel TNV 10€a €VOG €PYOAEIOU KATOOKEUAG QUTOKIVATWY MPEoa atrd éva TTio
ouyxpovo, KaivoTouo Kal social Tpétro. Anuioupyei pia €IKOVIK aicBnon 1810KTNoiag
Méow TNG aAAnAetidpaong TG epappoyng (tap — touch — feel). Emiong, n epapuoyn
TTPowOei TNV duvVaTATNTA TOU iBIOU TOU QUTOKIVATOU VA TTPOCOPUALETAl OTIG AVAYKEG TWV
xpnoTtwv Tou. Eival onuavtiké katd tnv diadikacia TotmoBETnong evog TTPoidvTog aTnyv
ayopd va TOVIOEIG O IO TTPOWBNTIKN EVEPYEIQ CUYKEKPIPMEVA XAPAKTNPIOTIKA T OTToid
agopouv Tn dedopévn ayopd-oTOXO OTNV OTToia aTTeubuveaal.
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CONTENT CREATION & DISTRIBUTION

B2C Content Marketing
Social Media Platform Usage

Facebook

YouTube
LinkedIn

Instagram

Eikéva 29: B2C Content Marketing — Sociala Media Platform Useage

‘Epeuveg amd 1o MarketingProfs kai 1o Content Marketing Institute £€deiav 611 amo 10
2015 ka1 PeTd, ol TrepIoodTepol B2C marketers wayxvouv TTwe va TTpoaAouv Tnv IoTopia
EVOG TIPOIOVTOG ME TTIO EAKUCTIKOUG TPOTTOUG. TEAOG, N OUYKEKPIPEVN TTPOWONTIKA
evEpyela BewpnoinKe €TTITUXNAG KOBWGS ETITPETTEI OTOUG QYOPAOTEG va opapaTidovTal TO
OIKO TOUG auTOKivNTO - TO TTPWTO BAMG TTPOG TNV ayopd TOu.

To Instagram atroTteAei TTpoPavwg €va TTOAU onuavTiKG SiQUAO ETTIKOIVWVIOG METAEU TNG
Mercedes-Benz kali Twv duvnTiIKwWV TTEAATWV TNG. MTTopei va pnv atmoteAel 1o TTIO
ONUOPIAEG KaVAAI  €TTIKOIVWVIOG oUP@wva pe Toug B2C marketers, Opwg  €xel
TTapatnEnBei OTI €xel TNV PEYOAUTEPN QVATITUEN O OXEON ME TA UTTOAOITTA KABWG
KaTtopBwoe va augnioel Tnv dnPoTIKOTNTA Tou Katd 17%. MNpwtn 8€on oto B2C Marketing
KaTtéxel To Facebook, evw akoAhouBei To Twitter, To YouTube kai 1o Linkedin.

8.7 H 1oT0opia Tricw amrd Tnv €Ikéva

O1rwg €xoupe AdON avaépel TO Instagram €TTIBIWKEl VO TTPOWBOACEI TIG TTI0 dNUOPIAEIG
€IKOVEG  OoTnV TTAATQOpUa TnNG. Eival onuavTtiko yia TIG €TAIPEIEG VO KATAVONOOUV TNV
BepeALdN dlaopd PETAEU BIAPOPETIKWY MECWVY KOIVWVIKNAG SIKTUWONG WOTE VA UTTAPEEI
TO YEYIOTO dUVATO ATTOTEAEOUA OTIG TTIPOWONTIKEG TOUG EVEPYEIEG.
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O1 xpAoTeg Twv Social Media €xouv OUYKEKPIPEVEG TTPOCOOKIEG ATTO KABE TTAATPOPUQ
KOIVWVIKNG dIkTUwong. To Storytelling €ival éva 61mAo yia Tig €Taipeieg TTou BEAoUV va
TPaBAgouV TNV TTPOCOXA TWV KOIVOU OTo Instagram. ZUp@wva e Tov Aikman ol €IKOVEG
Ol OTIoiEG TTaPOoUCIAlouv MIa I0Topia OTO Instagram atroTeAOUV 10XUPO  EpYaAEio
TTPOCEAKUONG YIa TOUG VEOTEPOUG KATAVOAWTEG TNG eTalpeiag. (Grant Munro, 2016)

IgnY mercedesbenzcanada @

3 months ago
Sleigh over winter roads with the 2015 GLA 250 with
4MATIC All-Wheel-Drive. #4MATICforCanada #GLA

max._.schindler, mercedes_benz_klubben_sverige
zakariaunkut

aarzay
= Why don't you guys sleigh one unto my driveway

#ineedacar

' mikeybrill
l ; a@cinscity_0402 this colour makes it look better

T g x 4veronikam
= ﬁ @nicusor_mazilu

antoniacadavidcobo
1 Y

Pj dragonlee32
¥
A% 2 years time. I'll buy one of these.

= O electriclarryy
anikkitsiopelas

3

Eikéva 30: M-ercedAes-Benz Story telling

IgRnY mercedesbenzcanada @

4 months ago
Your next adventure is closer than it appears.
#4MATICforCanada #GLA

erbolat771. majdbtaddini. dxb_6_9

Eikéva 31: Mercedes-Benz Story telling 2
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. mercedesbenz | FOLLOW

148k likes

mercedesbenz There is enough sand for
everyone! Just one huge playground for
the G-Class. Photo shot by @ofehaid.

#MercedesBenz #MercedesAMG #AMG
#GClass #GWagon #theperfectplayground
#mbcar #mbfanphoto #adventuremobile
#campvibes

moritz06072000 @chrisdla cuf
fredm_47 @robynizzard &
robynizzard @fredm_47 T omgosh
fredm_47 RIGHT &

fredm_47 @robynizzard
brockewithalyn &jasonzfbrg

rabiaak7 = asahsenemguler

sahsenemguler Etmaaa yakma cigerim|
@rabiaak?

a_boatemaa @adjah0 beauty my love
heaity NS

Adg a comment.

Eikéva 32: Mercedes-Benz Story telling 3

ATTOQEIKVUETAI TTAPATTAVW TTWG TO OTITIKO TTEPIEXOPEVO TNG Mercedes-Benz petagEpel
MIa ouvexr) ToTroB€Tnon OXETIKA pE TNV TTOIOTNTA, TNV QIOTIOTIO KAl TNV Aveon Twv
QUTOKIVIATWYV TNG €V AOYO £TAIPEIOG.

H Mercedes-Benz atroteAei CaIpeTIKO TTAPASEIYHA VIO TO TTWGS MIO ETAIPEIA AUTOKIVITWV
MTTOPEl VO avadeitel JovadIKEG QWTOYPAPIEG TTOU ATTEIKOVI(OUV Ta auTokivnTa TnG va
Taipidfouv atréAuTa pe To lifestyle Tou kKaTavaAwTr TTOU ATTOTEAEI AyopPA-OTOXOG YIa QUTH.
O1 pwTtoypa@ieg TTOAU cuxva cuvodelovTal e £va PIKPO KEIPEVO KOBWG Kal geo-tagging
yla Tnv ToTroBeaia Tou TPARBAXTNKE N QwToypagia. Etriong, ol AqEEIS TNG pwToypagiag
yivovTal atrd povadikég ywvieg B€aong (Unique Point Of View — POV) woTe va @aivovTal
akéua 1o eviuTtwolakég (Grant Munro, 2016).
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Eikéva 33: Mercedes-Benz Story telling 4

KdaBe 1oTopia €xel KaTaokeuaoTei €xoviag AAPRel TTpwTa UTT OWn TIC TTPOTINAOCEIS TOU
KoIvoU OTO OTT0i0 Ba €0TIACEL. Ziyoupa auTou Tou €idoug n TTpowlnaon dev gival EUKOAN
uttéBeon yia Toug Marketers kKaBwg oe KABe TTAATQEOpUC TTPETTEI va €0TIGlouv aTTo
OIOQOPETIKA OTITIKI ywvia TO TTPOIOV, WOTOCO aTTopépPEl TTOAU BeTIKG aTtroTeAéopaATa.
(brand24.com, 2017).

8.8 H Mercedes-Benz BpaBeUeTal wg nyETnNg oTPATNYIKAG OTO Instagram

210 ouvedpio #INREACH Marketing eptropiou  2t1outyapdng n Mercedes-Benz
avayvwpioTnke WG TO brand pe TNV KAAUTEPN OTPATNYIKN Yia TO £€T70¢ 2016. H emTpOoTA
TOVIOE TTWG TO EVTUTTWOIOKO OTN OTPATNYIKA TNG ATAV TTWG XPNOIUOTIOINCE TTEPIEXOMEVO
TO OTT0I0 KaTA 95% egixe dnuIoupynOei atrd Toug iIBIOUG TOUG KATOXOUG TWV AUTOKIVATWY
NG (offsite.com 2017).

H tTapoucia Tng @MercedesBenz gexwploe oe uwnAd Babud yia TNV auBevTIKOTATA Kal
TV UYPNAN TTOI0TNTA TTOU DIOKATEXOUV TIC QWTOYPAWIES TNG. ZNMAVTIKOS TTAPAYOVTaAS Yid
TAV ETTUXIA TNG ATTOTEAEI KAl N GAANAETTIOPACH TTOU €iXe METALU TWV XPNOTWV TTOU TNV
akoAouBouoav KaBwg e€TTiong Kal TO yeyovog TwG €ixe Olaouvdebei pe 300
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ETTAYYEAPATIEG QWTOYPAPOUG Ol OTToI0I aoKoUoav HEYAAEG eTTIPPOEG oTa Social Media
(offsite.com 2017).

Katd tn diapdpewaon TnG agloAdynong TnG ETAIPEING, N KPITIKY ETTITPOTIA TOU Oouvedpiou
Bewpnoe TTWG N TTIO ATTOTEAEOUATIKI KAl ATTODOTIKA TTPOCEYYION TNG ETAIPEIAG OTA PHEOQ
KOIVWVIKAG OIKTUWONG NATAV N €0TidOn OTnv T0I0TATA KAl OTnV  atrodoxr Tou
TTEPIEXOMEVOU ATTO TO KOIVO TTOU £XEI OTOXEUOEI.

2Uhewva e Tov Natanael Sijanta, tov O1euBuvt) marketing Kai €TKOIVWVIOG TNG
ETQUPEIAG, N onuacia Twv PECWV KOIVWVIKNG OIKTUWONS Exel auénBei TTOAU 1a TeAsutaia
xpovia. Etriong, o Natanael avépepe TTwg n Mercedes-Benz emdIwKel uia oTparnyikn n
oTToIa  ETTITPETTEI OE EKEIVOUS VA EKUETAAAEUTOUV TIC OUVATOTNTEG TOUS OTO ETTAKPOV
AauBavovrac ummown TO TTEPIEXOUEVO, TOUS QTTOOEKTEC Kal Ta Kavadia ora oroia
mpoBdaAAovral. H otparnyiky pag¢ wg 1mpog 10 TTEPIEXOEVO Baailetal kKatd KUpIio Adyo
oTnv ouvepyaocia petaél arOuwy TTou EXOUV arroOoxH OTd UECA KOIVWVIKAG OIKTUWONSG
KaBw¢ Kai OTO TTEPIEXOUEVO TTOU Onuioupynbnke amrdé Toug iGIoUC TOUS XPNOTEC
(daimler.com 2018).

EmmpdoBeTa, oe avribeon pe Toug TTapadooiakoug TpdTToug marketing, n CUPPETOXN
TNG Mercedes-Benz oto Instagram yivetar OAo Kal TTI0 CNPAVTIKA yIa TNV €Taipeia. To
YEYOVOG TTWG TO TTEPIEXOMEVO TTOU aveRaivel ota Social Media €xel dnuioupynBei atod
TOUG idloUG TOUG XPNOTEG eival CaIPETIKA evdla@Eépov. Agixvel TTwS ol akOAouBol Tng
eTQIPEiag €ival evepyoi o€ OANO TOV KOOWO Kal KABe OTIydr) OTIG 0 OlaOEOOUEVES
TTAOTQOPPES KOIVWVIKAG BIKTUwonG. Mikpd Bivieo, @wTOypagies Kal KEIPNEVAKIA
AVOPTWVTAI KABNUEPIVOG KAl OXETICOVTAI EITE JE TA AUTOKIVNTA TNG ETAIPEIAG, €ITE PE TA
ONUOVTIKOTEPA events oTa OTToId CUMPMETEXEI OTTWG AYWVEG PNXAvoKivnTng 0drynong,
€iTe oxeTiCovral ye TN POda (daimler.com 2018).

8.9 Mercedes-Benz Instagram Engagement

2AMEPa, N Mercedes-Benz diarnpei tepittou 14 ekkaTtoupupia akoAouBboug pévo oTo
emionuo TPo@iA NG  (@mercedes-benz) evw abpoloTiKG pe Ta TTPOQPIA TG avd
YEWYpPaQIKN ToTToBeTia Eemepvd Ta 20 ekkatoppupla follows. ‘Exel avapTtriogl 0To cUVoAo
NG 10,4 XINGAOEC pwTOYPAPIEG eV KABNUEPIVA KAvEl KaTd PECo Opo 6 avaptroelg. H
e€ENIEN TNG ival paydaia v avaloyioTei Kaveig OTI TTpIv 4 xpovia gixe Jovo 780 XINIGDEG
akoAouBoug (simplymeasured.com, 2014).

Ma va ptropéoel n etaipeia va diatnprioel Kai va augnoel to Social Media Engagement,
ouvepyaletal pe blogs, xpnoiuotroiei «éEutrvay» hashtags kai ouvnBilel va kavel
EPWTNOEIC OTOUG aKoAoUBouUg TNG woTe va Toug Badel otnv d1adIKaoia va CUPUETEXOUV
OTIG aVaPTACEIS TNG. Eival onuavTikd yia Tnv idla Tnv eTalpEia va dnUIOUPYACE! I0XUPOUG
Oe0POUG PE TOUG aKOAOUBOUG TNG.
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mercedesbenz @

The beauty and the beast. But which #mbcar is the
beauty which #mercedes the beast? #amg #v8 #sls
#blackseries #g63 #mercedesbenz #europapark
#mbfanphoto by @bigblogg

ranamufeed, tanysha_nazarova rashadjr.

W abdullasm
§ @ahmadrall hhhhhhh

ahmadra11
=~ @abdullasm mno Swrna
‘i imitkov

10000

timoruu
& .l @mc_rice welchen?

farahmag8
wobardisy
4 bertiebain
7 P @chelseaslater umm no these win
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= ®
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Eikéva 34: Mercedes Benz Q/A

H mTapatrdvw @wTtoypaia atroTeAE Eva XapakTnPIOTIKO TTAPADEIYUA VIO TO TTWG UTTOPEI
MO avdpTnon va dATtrokTAoel JEYAAn OnuoTIKOTNTA oTo OIadUKTIO o€  ETTITTEDO
eppavioewy, likes kar axoAiwy.

Hashtag Znueia ep@dviong.

Apxikéa ouvdéel Toug oTTadoug TnG YE €EuTTvo hashtagging kaBwg xpnoiuoTrolei hashtags
TA OTTOI EVOIAPEPOUV OIAPOPETIKEG HEPIOEC ATOUWY O0€ OAOKANPN TNV TTAATPOPUA TOU
Instagram. 'ETo1 avti o1 idiol o1 XprioTeg va avalnTtouv TV @wToypagia, n idia Toug
EM@aviCeTal OTnNV TTEPITITWON TTOU akoAouBouv Ta ouykekpipgéva hashtags. Me autd Tov
TPOTTO N ETAIPEIN KATAPEPVEI VA TTPOWBONOCEl TO TTEPIEXOMEVO TNG AKPIBWGS TNV ayopd
TTOU €XElI OTOXEUOEI OTI TTPETTEI VA EUPAVIOTEN Apa ATTOTEAEI £va TTOAU 10XUPO €pYaAEio
TTOU €Qapuwdel o€ OAeG TIGC TTAATQOPUEG TIOU TNG TTAPEXETAI AUTH n duvaToTnTA.
(rebelinteractivegroup.com, 2014)

Zuvepyaoia pe blogspots ota Social Media.

21nv dnuooicuon n Mercedes-Benz ouvepydletal pe 10 @bigblogg 10 o1T0i0 OTTOTEAEI
éva ato Ta 1o dnuo@iArn blogs autokiviitou. Me autd Tov TpOTTO N Mercedes avTAei Kai
AAAEG TTPOPBOAEG OXI HOVO evTOG TNG TTAATQOPUAG Tou Instagram aAAd Kal eKTOG QUTAG
uTTEVOUNICOVTOG OTIG ONUAVTIKOTEPEG KOIVOTNTEG TTOU OOXOAOUVTAI JE TNV QUTOKIVNON TNV
TTapouacia TNG oTo Xwpo. (simplymeasured.com, 2014)

EpwTtnoEIg TTPOG TOV avayvwoTh.

H onuooicuon &exwpilel amr'to yeyovog Twg avTi va B€Tel TOV avayvwaoTn OTnv
dladikaoia va kavel ammAd éva “like”, Tov Badel otnv diadikaoia va CUPPETACXEI AKOUaA
TTEPICCOTEPO OTNV dnuoacicuan oxoMdloviag TNV €pWTNON TTOU BETEL. ZTNV TTAPATTAVW
avaptnon n Mercedes-Benz B£Tel TOUG QvAYVWOTEG VA ATTAVTIOOUV OTO QiANUUA TNG
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EMAOYNG METAEU €vOG OUO TTOAU OIOQPOPETIKWY AAAG KOPUQPAiIWV QUTOKIVATWY TTOU
d108£Te1 oTNV ayopd. ‘ETo1 0 KATavaAWTAG KAAEITAI va ATTAVTAOEI JETAEU TOU AYWVIOTIKOU
auTokiviitou Mercedes SLS55 AMG kal Tou €KTOG dpouou autokiviiTou Mercedes G55
AMG. Mg autd Tov TPOTIO N ETAIPEIA KATAPEPVEI va AUEAVElI ONUAVTIKA TO engagement
oT1a onuéoia TIPO@IA TNG KAvovTag TNV Trapoucdia TG OTO OladiKTUO aKOUQ TTIO
avTaywvioTIKA. (simplymeasured.com, 2014)

8.10 ZupTtrepdopara

H Mercedes-Benz yvwpiel TTW¢ va agloTroifoel O0TO £TTOKPO TA KOIVWVIKG péoa. AuTo
TTOU MOIAZel PE I aTTAf TTPAKTIKA aviaAAayng wpdiwv eikOvwy Kal Bivieo Twv
QUTOKIVATWYV TOUG €ival OTNV TTPAYMATIKOTNTA PIa TTOAU KOAG oxediaouévn Kal akpIBig
oTPaTNYIKA. H MTUXIA TWV KOIVWVIKWY JECWV BIKTUWONG TNG ETAIPEIAG EXEI TIG PICEG TNG
oTnV TTPOCTTABEIa va akoUOoE€l Kal VO apOUYKPAOTEl TOUG TTEAATEG TNG WOTE va gival o€
Béon va yvwpilel TIG TIPOTINACEIG TOUG, TTPOTOU dNPIOUPYROEl £va URVUPO PAPKETIVYK
TTOU VA TAIPIACEl ATTOAUTA JE TNV CUYKEKPIYEVN AyOPA-OTOXO.

H emtuyia autr) Aappaver xwpa ox1 Hovo eTTEId yvwpiel TOOO KAAA TO KOIVO TnG, aAAG
Kal €mmeidf) KaTtavoei amoAuta Tnv 101aiTEpn QUON KABE KOIVWVIKOU PECOU TTOU
Xpnoigotrolgi. 210 Instagram, pe TNV owoTh Xpnon Twv trending hashtags etrekTeivel
TTEPAITEPW TNV eUPEAEIO TTEPa aTTO TN BAON Twv OTTAdWYV Kal TPOPOdOTEI CUVEXWS TO
KOIVO HJE VEO KAl IOXUPO OTITIKO TTEPIEXOUEVO PECA aTTO Ta TTPOQIA TwWV social influencers.

2€ YEVIKEG YPAMMEG N TTAPOUCIa TwV KOIVWVIKWY HECWV TnG Mercedes-Benz eivai
EMTUXNG Kal UTTO auTrl TV £vvola OUVOEETAlI APPNKTA HE TA ECAIPETIKA TTPOIOVTA
odnynong Trou d1a0€Tel TNV ayopd.
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9. ENIAOIoz

2Tnv TTapouca gpyacia epeuviOnKe N cupBoAf Tou wneiakou marketing oTIC OUYXPOVES
emyxeipnoels. Eival ocagéc mwg 1o ynelokd marketing dev €pXETal va avTIKATAOTACEI OAQ
60a yvwpifoupe yia 1o TTapadooiakd marketing, WoTOCO ATTOTEAEI Eva CUPTTANPWHATIKG
epYaAEio oTO oTT0i0 KABE £TTIXEipNON OPEIAEl va dWOEl EUPACn WOTE va eviIoXUOoEl TV
€IKOVA TNG OTOV KAGDO.

2nUavTIKO MEPOG Tou wnolokou marketing atmoteAei Kal n dlaxeipion Twv PECWV
KOIVWVIKAG OIKTUWONG YIa TNV ETTIXEipnon. Ta PMECA KOIVWVIKAG OIKTUWONG OTTOTEAOUV
éva ammo Ta PaoikOTEPA KAVAAIQ ETTIKOIVWVIAG METAEU ETTIXEIPAOEWY Kal TTeEAaTwy. Ta
Social Media dnuioupyoUv eUKAIPIES YIA TIG ETTIXEIPACEIS TTOU Ta aglotrolouv. Aivetal n
duvatoTNTa OXl MOVO EEATOMIKEUMEVNG TTPOWBNONG TTPOIOVTWY OAAG Kal avAdAuong Tng
OUUTTEPIPOPAG KAl TWV TIPOTIMACEWV TWV KATAVOAWTWY £TO1 WOTE N ETTIXEIPNON VA
MTTOPEl va TTpocapuOleTal Kal VO AVTATTOKPIVETAI OTIC VEEG ATTAITHOEIG QUVAUIKWY
QAYOPWV.

21N MEAETN TTEPITITWONG TTapoucidoTnke n Mercedes-Benz dedouévou OTI QTTOTEAEN
TTAPAdEIYUA TTPOG MipNon yia ToV TPOTTO JE TOV OTTOI0 DIaXEIPICETAl TA MECA KOIVWVIKNG
OIKTUWOoNG. H TTapatmdvw eTaipeia n otroia pEXPI TTPIV Aiya Xpovia gixe TOTToBeTNOEI 0TO
MUAAG TOU ayopadcTIKOU KOIVOU WG KATAOKEUAOTPIA ETAIPEIQ TTOAUTEAWV QUTOKIVATWY YIA
aropa PeyaAuTepng nAIKiag, TTAEOV €xel avaTpEWel auTd TO KABEOTWG PE OTPATNYIKEG
marketing TIC oTToie¢ e@dppooe PEOw Twv Social Media kal Kupiwg péoa armd 1o
Instagram.

H owoTA xpAon Twv JECWV KOIVWVIKAG OIKTUWONG ETTETPEYE OTNV ETAIPEIA OXI JOVO va
dla@nUIoTEl AAAG Kal va TTPOCOPUOCEl TA QUTOKIVATA TNG OTIG AVAYKES TWV KATAVAAWTWV

KaBwg €TTiong kai va d1EI0dU0El O€ pia véa ayopd OTOXOU ATOPWY VEOTEPNG NAIKIAG WE
TTAB0G yia TNV autokivnon.
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2YNTMHZEIZ — APKTIKOAE=A - AKPQNYMIA

HIA Hvwpéveg MoAiteieg APEPIKAG

B2B Business to Business

B2C Business to Consumer

CEO Chief Executive Officer

CES Consumer Electronics Show

8[) Chief Information Officer

CRM Customer Relationship Management
CtA Call to Action

KPI's Key Performance Indicators

MBUSA Mercedes Benz United States of America
MBUX Mercedes Benz User eXperience
POV Point of View

SEO Search Engine Optimization

SoCME Social Media Engagement

SSL Secure Socket Layer

STP Segmentation Targeting Positioning
UGC User Generated Content

Ul User Interface

UX User eXperience

WoM Word of Mouth
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