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NEPIAHWYH

21NV TTapouca HEAETN €€eTAlOUME KATTOIA ATTO TG XAPOKTNPIOTIKA OUO OIOQOPETIKWV
OTTWG aATTOOEIKVUETAI Ayopwyv, QUTH TNG AIOVIKAG KAl QUTA TNG XOVOPIKAG TTWANONG
mpoidvTwyv. H BiBAloypagia av kal dixaleTal wg TTpog Tn diagopotroinon Tou marketing
MIOG €TTIXEIPNONG AlOVIKOU EUTTOPIOU Kal MIOG XOVOpIKOU Teivel va KaTaAngel aTo
CUUTTEPACHA TTWG OXI HOVO UTTAPXE! Dlagopd OTIG dUO ayopEG AANG aTTaITETAl 1IDI1AITEPN
Tpocéyyion o€ emmimedo marketing o€ ka6e pia amd autég. Etiong yivetal avagopd o€
OUOo popeg marketing, To TTAPadOCIaKO Kal TO oXeOIakd. To oxeolakd marketing civai
auté Tou Paoiletar oTic oxéoelg, OnAadry €éva OUVOAO XAPOKTNPEIOTIKWY TTOU
XOpakTnpidouv Tn oxéon METALU TTEAATN-ETAIPIOG, KAl XPNOIMOTIOIEITAl KUPIWG OTn
XOoVOpIKA TTwANON evw To marketing ye v TOPaAdoCIOKr TOU POPPH XPENOIUOTTOIEITAl
oToUG TTEAATEG AlavIKAG. H pEAETN pag avoAuTikh €0€i&e Omi Ta duo €idn marketing
dla@épouv akoua 6oov agopd ToV XPOVIKO Opifovia OTOV OTToI0 avagépovTal, oTnv
€EAAOTIKOTATO TNG TIWAG, OTNV TIOIOTNTA TOU TTPOIOVTOG, OTIC METPAOEIS yia Tnv
IKAVOTTOINON TWV TTEAATWY, TO CUCTAPA TTANPOQPOPNOCHG Tou, KOBWGS Kal 0TO POAO TOU
eowTepikoU marketing. Etriong onueiwvetal 011 n KATaAAnAGTEPN pEBOSOG aTTd TIG dUO
pTTOPEl va egaptatal ox1 uévo atmmd Tnv TTPoc@opd, aAAG etTiong atrd Tov TUTTO TOU
eEuTTNPETOUEVOU TTEAGTN KABWG Kal atrd 1o oTAdIO TOU KUKAOU (WN¢ TNG ETTIXEIPNONG.

OEMATIKH NEPIOXH: Marketing

AEZEIZ KAEIAIA: MNMpooavatoAiopdg oto Marketing, ayopd xovdpikng, ayopd Alavikng,
oxeolok6 marketing



ABSTRACT

In the present diploma thesis we examine some of the characteristics of two different
markets, as proven, that of retail and that of wholesale products. The literature, although
divided on the diversification of the marketing of a retailer and a wholesaler, and tends
to conclude that not only is there a difference in the two markets, but a particular
marketing approach is required in each of them. We also refer to two forms of
marketing, traditional and relationship. Relationship marketing is relationship-based,
that is, a set of features that characterize the relationship between a client and a
company, and is mainly used in wholesale, while marketing in its traditional form is used
to retail customers. Our analytical study showed that the two types of marketing still
differ in terms of price horizons, product quality, customer satisfaction metrics,
information system, and the role of internal marketing. It is also noted that the most
appropriate method of both can depend not only on the offer, but also on the type of
customer served as well as on the life stage of the business.

SUBJECT AREA: Marketing

KEYWORDS: Marketing Orientation, wholesale market, retail market, relacional
marketing, business to business
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Marketing si Marketing, irrespective of the product or marketplace...

1. EIZAIrQrH

Ta TeAeuTaia xpdvia TTaparnpeeital €viovn au¢non Tou evOIaQEPOVTOS YIA TO HAPKETIVYK
WG MECO BeATiwoNng TNG avTaywvioTIKOTNTAG o€ €TiTedo emixeipnong. lMpdyuarti, n
épeuva €xel OciCel OTI TO ATTOTEAEOUATIKO MAPKETIVYK A€iIToupyei 1600 o€ €TmiTredo
OUNTTEPIPOPAS / @IAoCOYiag, 600 Kal 0 TTPOKTIKO / AEITOUPYIKO eTTiTedo péca oTnv
emyeipnon. QoT600, £€vag Topéag TTou £xel AGREI OXETIKA Aiyn TTpocoxr, €ival o BaBuog
OTOV OTT0i0 UTTApXEl OI0KPITA Olo@opd METAEU TwV TTPOCEYYIOEWV MAPKETIVYK TWV
ETTIXEIPOEWV TTOU dPACTNPIOTTOIOUVTAI O€ KATAVOAWTIKEG Kal BIOUNXAVIKEC ayopéS. Q¢
€K TOUTOU, N TTapoUca UEAETN TTAPOUCIAlel Yia afloAdynon Tou PAPKETIVYK o€ dIdpopa
Ta €TTEdA yIa TIG ETAIPEIEG TTOU AEITOUPYOUV €iTE OTNV KATAVOAWTIKA €iTE OTnV
Biounxaviky ayopd. Ta eupAuaTta uttodnAwvouv 6TI, av un TI AANO, TO UAPKETIVYK €XEI
uI0BeTnNBei TTANPECTEPA ATTO PIOUNXAVIKEG ETAIPEIEG, AV KAl OE YEVIKEG YPAMUEG,
UTTAPXOUV TTOAAG TTEPIBWPIA BEATIWONG Kl 0TOUG UO TOMEIG.

1.1 Eicaywyn oto Marketing

Katd tnv TeAeutaia Oekaetia, n €peuva atmmd OA0 Tov KOOMO €xel OEIigel T onuAvTIKA
OUMBOAA TOU PAPKETIVYK OTNV ETTITUXIO TNG €TTIXEipnong (T1.X. Romano kai Ratnatunga,
1995, Baker et al.,, 1986). Idiaitepa, n €peuva €xel Oci€el OTI TO ATTOTEAEOUATIKO
MAPKETIVYK AEIToupyei T600 o€ TTITTESO TUUTTEPIPOPAS / PINOCOPIAC OGO Kal O€ TIPOKTIKO
/ Aerroupyiko etritredo péoa otnv etmixeipnon (Brooksbank, et al., 1999).

Katd mn didpkeia auTtrig TG TTEPIOGdOU UTTHPEE £TTioNG pia TTapAAANAn €ékpnén BiBAiwy Kai
apBpwv Pe ouvtayoypa@ikd OTUA OXETIKA WE TO BEpa Kal €viovo evOIa@EPOV yia TO
MAPKETIVYVK WG MECO PeEATIwWONG TNG QVTAYWVIOTIKOTNTAG O€ ETTTTEDO  ETTINEPOUG
emyeipnong. EmimmAéov, €xel ummdpel pakpd 1oTopia oulntnong otn BIBAloypagia
OXETIKA PE TO PAPKETIVYK 600V apopd 1o BaBud oTov OTToio TO BIOUNXAVIKO HMAPKETIVYK
O1a@EpPEl aTTd TO PAPKETIVYK TWV KATAVOAWTWY, KABWG Kal YIa OEIPpA AVTIKPOUOUEVWV
EUPNMATWY OXETIKA pE TO BaBud oTov OTToI0 TO PAPKETIVYK ayKaAlaleTal TTANPWS atrod
ETAIPEIEG TTOU dPACTNPIOTTOIOUVTAI O€ AUTOUG TOUG OIAPOPETIKOUG TUTTOUG ayopdqG.

MNa mapdadeiyua, o Ames (1970) trioteue OTI O BIOPUNXOVIKEG ETTIXEIPACEIG TEIVOUV VO
TTANPWVOUV TTEPICOOTEPO TNV «ATTPOCKOTITA» EEUTTNPETNON OTO PAPKETIVYK Kal OXI 0TV
TIPAYMOTIKA e@appoyny Tou, evww 0 Webster (1978) Atav TG yvwung o1 Adyw Twv
dla@opwyv aTn GUON TWV TTPOIOVTWY, Kal OTN CUUTTEPIPOPA TWV AyopacTwY, UTTAPELE HIa
TTPAYMATIK dlapopd PETAEU Twv dUO.

Kai 1TaAI, o1 Fern kai Brown (1984), 10 dpbpo Twv OTToiwV atroTeAEl TO Evauoua Kal Tnv
Baon yia Tnv Tapouca HEAETN, I1oXupioTnkav Ot otroladnTToTE OIAKPIoN MPETALU
Blounxavikwyv Kal KATOVOAWTIKWY ETTIXEIPACEWY  €ival dkupn, ME Pdacn 10 OTI TA
TTPOBAAMOTA KAl Ol EUKAIPIEG TTOU QVTIUETWTTICOUV O TTEPICOOTEPEG ETTIXEIPNOEIG €ival
TTapduoIa.

Ouwg, €I8IKA Ta EPTTEIPIKA OTOIXEIO €ival KATTWGS avTiPaTIKA. MNa TTapddelyuad, Yo JEAETN
Tou O1EENXON oTig HIMA atd Ttov Parasuraman (1983) avégpepe OTI OI ETTIXEIPNOEIG
Brounxavikwyv ayoBwv JTTopei va gival 1o Kabodnyouueveg ammd TNV ayopd atrd TIg
ETTIXEIPNOEIC TWV KOTAVOAWTIKWY ayabwv. AvTiOeTa, pia JEAETN TTOU TTPAYUATOTTOINONKE
otnv EAAGSa atrd Toug AuAwvitn kal Mouvapn (1997) katéAnée oto cuutrépacua OTI Ol
ETAIPEIEG PIOPNXAVIKWY ayaBwv egival AlyOTEPO €O0TIOOPEVEG OTO MAPKETIVYK ATTO TIG
ETAIPEIEG KATAVOAWTIKWY ayaBwv.
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Marketing si Marketing, irrespective of the product or marketplace...

AauBdvovTtag utrown Ta B€paTa auTd, N TTapolca PEAETN ETTIXEIPET VO £EeTAOEI TO BABPO
OTOV OTTOI0 €x€l EYKPIBEI oTNV TTPAEN TO «BACIKOY» WAPKETIVYK OTIG KATAVOAWTIKESG KOl
BIOUNXAVIKEG ETTIXEIPNOEIG. ZUYKEKPIPEVA, HECA QTTO MIO MIa KEITIKA BIBAIOYpa®IKA
avaokoTnon, Yivetar TpooTrdBeia TG afloAdynong Tng oUyxXpovng TTPOKTIKAG
MAPKETIVYK TOOO O€E ETTITTEdO OUUTTEPIPOPAS / @IAoCO®Iag 0600 Kal TIPAKTIKAG /
AEITOUPYIKAG OTO TTAQICIO TwV BIOPNXAVIKWY KAl KATAVOAWTIKWY ETTIXEIPACEWYV Kal Ba
€€eTAOTOUV TUXOV OIOPOPES METAEU QUTWYV TWV OUO TOPEWV.

1.2 BiBAioypa@ikl AvaoKOTTnONn

Mia avaockdtrnon TN BIBAIOYpaiag gival pia AVTIKEIPEVIKE, EPTTEQICTATWHEVN TTEPIANWN
Kal KpPITIKA avdAuon Tng OXeTIKAG O1aB€oiung €peuvag Kal TNG  ETTIOTNUOVIKAG
BiBAIoypa@iag OXeTIKA pE TO BEua TTou peAeTaTal (Hart, 1998). Zkotdg TnG gival va @épel
TOV avayvwoTn QvTIHETWTTO WE TNV TpExouoa PiBAloypagia TTavw o€ éva BEPa Kal va
atroteAéoel TN Bdon yia €vav AAo oT1dx0, OTTWG N AITIOAGYNON yia JEAAOVTIKA €peuva
oTnV TTEPIOXN.

Mia kaAr} BIBAIOYPO@IKN) avaoKATTNOTN CUYKEVTPWVEI TTANPOPOPIES YIa £VA OUYKEKPINEVO
Bépa ammd TTOAAEG TTNYEG. Eival KaAd ypauuévn kKai TTePIEXEl AiyeG, av UTTAPYOUV,
TTPOCWTTIKEG TTPOKATOANWEIG. Oa TTPETTEI va TTEPIEXEI MIO OaP OTPATNYIKA avalitnong
kal €mAoyAg (Carnwell and Daly, 2001). H kaAfj didpBpwaon eival armrapaitntn yia
BeATiwon TNG PONAG KAl TG avayvwolIndTNTag TNG avaokotrnons. H akpiBAg xpron mg
opoAoyiag gival onUAvVTIKr KAl N YN €TayyeEAPATIKT) OIGAEKTOG TTPETTEI VA TTEPIOPIOTEI OTO
eAayioTto. O1 ava@opég TTPETTEL va gival akpIBng Kad '0An Tnv €KTacn TnG ETTIOKOTTNONG
(Colling, 2003).

1.2.1 Napadooiak n a@nynuatikn BiBAIOypa@IKA avaokoTTnon

AUTOG O TUTTOG QvaoKOTINONG QVTIMETWTTICEl KPITIKA Kal ouvowilel éva oUvOAOo
BiBAIoypagiag Kal eEAYEI CUPTTEPAOUATA OXETIKA PE TO €v Adyw Bépa. To owpa NG
BiBAIoypagiag atToTeAEiTal aTTO OXETIKEG MEAETEG KAl YVWOEIG TTOU QQOPOoUV TO BEua.
Eival TUTTIK& €TTIAEKTIK) OTO UAIKO TTOU XPNOIUOTIOIEl, av KAl T KPITHAPIA I ThV ETTIAOYA
€IBIKWYV TTNYWV YIa TNV avaokdTTnon dev €ival TTAVTOTE EUPAVI) OTOV avayvwaoTh. Autog o
TUTTOG avaoKOTTNONG €ival XProIPOG VIO TN CUYKEVTPWON €vOg Oykou BIBAloypagiag o€
€va OUYKEKPIPEVO BEPA Kal yia TNV TTEPIANWN Kal ouvBeor Tou. O TTPWTAPXIKOG OKOTTOG
TNG €ival va TTApPEXEI OTOV AvAyVWOTN €vVa TTEPIEKTIKO UTTORBABPO yia TNV KATavonon Twv
ONMEPIVWV YVWOEWV Kal TNV avadeitn Tng otroudaidotntag g véag épeuvag. MTropei va
EUTTVEUOEI EPEUVNTIKEG I0€EC EVTOTTICOVTAG KEVA I AOUVETTEIEG OE €va OUVOAO YVWOEWV,
BonBwvTag €101 TOV €PEUVNTA va TTPOCBIOPICEl ) va KaBopioel peuvnTIKA EpWTAUATA 1
utroBéoelg. O1 Beecroft et al (2006) utrooTnpidouv OTI €va ETTOPKWG ETTIKEVTPWHEVO
EPEUVNTIKO €pWTNUA €ival armrapaitnTto TTpIv atrd TNV avackoTtnon Tng BiBAioypagiag.
Ouoiwg, woTdéco, utTopei va Pondrnoel oTnv TEAEIOTTOINGN 1) TNV €0TIACON €VOG EUPEWG
EPEUVNTIKOU EPWTHAHATOG KAl €ival Xprolun T600 yia Tnv €tmAoyn B€uatog 600 Kai yia Tnv
TeA€loTTOINON TOU B€uaTog. Mtropei etTiong va BonBroel aTnv avdaTtrTugn €vvoloAOYIKWYV N
BewpnTikwyv TTAaiciwv (Coughlan et al, 2007). EmmpocbeTa, oI avaoKOTTACEIS TNG
BiBAIoypagiag pTTOpOoUV va yivouv avetdptnta atmmd pia epeuvntik peAETn (Polit and
Beck, 2006).

1.2.2 MeBodoAoyia Tng Epyaciag

Me Bdon ta TTapamdvw n TTopoUCca £pyacia ATTOTEAEI IO TTEPIYPOQPIKT) MEAETN OTNV
OTTOI0  ATTOTUTTWVOVTAlI OAEC Ol POOCIKEC €VVOIEG OXETIKA HE TOV OIOXWPIOHO OTIG

M. NikoAétog 8
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OTPATNYIKEG MAPKETIVYK OE BIOPNXOVIKA Kol KATAVOAWTIKA TTpoiovTa. E&aitiag Tou
KaBapd BewpnTikou utTORaBpou TnG, Ba eoTiaoTei o€ BIBAIOYPAPIKES TTNYEG, OE TINYEG
TToU TTpoépxovTal amo 1o OladikTUO (GpBpa, dnUOCIEUUATA, NAEKTPOVIKA TTEPIODIKA,
ETTIOTANOVIKA OUYYPAUUATA, KATT) KABWG Kal & dIAPOPEG MEAETEG TTOU £XOUV Yivel KATA
TO TTAPEABOV. TEAOG, N €TTIAOYN TWV EYYPAPWY TTOU TTPOEPXOVTal aTTd TO OIadIKTUO EYIVE
ME TTOAU TTPOCEXTIKI TTPOCEYYION TTPOKEIUEVOU VA ETTIAEXBOUV POVO ETTIOTNPOVIKES KAl
EYKUPEC TTNYEG TTPOKEINEVOU OAQ T OTOIXEIQ TTOU XPNOIJOTToINONKav oTnv TTapouca
epyacia va BewpnBouv agIdTTioTa Kal aAnBnf wg TTPog TO TTEPIEXOPEVO TOUG.

1.3 ZKomog TnGg MeAéTng

H tTapouoa peAéTn Bpiokel agopuny Baoifopévn ota apbpa Twv Fern kai Brown (1984)
kal Simkin, (2000), o1 otroiol eTTIXEIPNUATOAOYOUV TTAVW OTNV dAAWON «To PAPKETIVYK
gival JAPKETIVYK, AVEEAPTNTA ATTO TO TTPOIOV 1 TNV ayopd». H dAwon auTh atToTeAEl pia
KOIVA avTiAnwn oT1a TTeEPIcoOTEPA aKadnuaikad Kal €TTayyeAUATIKG eyxelpidla Tou
MapkeTIVYK. O1 U0 ouvnBEaTepeG EEQIPETEIC TTOU AVOPEPOVTAI OTNV TTApoUCca TTPOTAC
aQOPOUV TO POVTEAQ QYOPOOTIKAG CUUTTEPIPOPAC METAEU KATAVOAWTWY KAl AyopaoTwV
ETTIXEIPACEWV KAl TA EKTETAPEVA OUCTATIKA TOU WiYHOTOG MAPKETIVYK TWV UTTNPECIWV.
Evw 1a yevikd aioBrjpata Tou PJAPKETIVYK diatnpouvTal o€ OAa Ta Opia Twv TTPOIGVTWYV
Kal TG ayopdc, icwg ol dIaPopES va gival aTnV TTPAYHATIKOTNTA TTI0 €VTOVEG.

O PBaoikdg oT1déxog TNG TTapoucag epyaciag cival n PEAETN Kal TTapouciacn Twv
OTPATNYIKWY MAPKETIVYK TTOU XPNOIMOTTOIOUVTAl yia ThV TTpowbnon Blounxavikwy Kal
KATAVAAWTIKWY TTPoIOVTwY. ATrookoTrei dnAadr oTto va dwoel P oUvToun OAAG
TTEPIEKTIKA €IKOVA OTIG SIAPOPEG A YN TTOU TTAPATNEOUVTAI OTN OTPATNYIKI HMAPKETIVYK
METOEU ETTIXEIPHOEWYV BIOPNXAVIKOU Kal AIAVIKOU EUTTOPIOU.

1.4 Opydvwon Tng MeAéTng

2T0 TIPWTO KEQAAQIO TNG Trapoucag HEAETNG yiveTal avagopd oTo0 Bépa, Tnv
peBodoAoyia TTou Ba akoAoubei yia Tnv dlepelivnon Tou BEUATOG KAl TO OKOTTO NG
MEAETNG.

270 OEUTEPO KEPAAAIO, TTAPOUCIACETAI HIO AVOOKATTNON TNG €VVOIAg TOU UAPKETIVYK, EVWD
OTNV OUVEXEIQ YiVETAI TTapouciacn JIa@OpWY EVVOIWV TOU KATAVOAWTIKOU Kdl TOu
BiounxavikoU PApKeTIVYK. TEAOG yiveTal IDIQITEPN Ava@OpP& OTO OXECIAKO UAPKETIVYK.

2T0 TPITO KEPAAQIO, ETTIKEVIPWVOUAOTE OTIG OIOPOPES TTOU TTPOKUTITOUV AVAUECO OTO
KATavaAwTIKO Kal TO BIOPNXAVIKO HAPKETIVYK.

270 TETAPTO KEQAAAIO, AVOPEPOUUE TA CUPTTEPACHATA MAG OTTO TNV PEAETN TTOU EXEI
TTponynokei.
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2. TI EINAI TO MARKETING

To MAPKETIVYK TAIPIACE! TIGC AVAYKEG TWV KATAVOAWTWY KAl TIG TTPOCPOPES TNG AYOPAg
(Lilien & Rangaswamy, 1998). O TpOTTOG PE TOV OTTOIO YiveTal AVTIANTITO TO PHAPKETIVYK
a1Td TOUG KATAVOAWTEG KAl TOUG TTPOMNOEUTEG €ival Kpiolyo, OIOTI €va ETTIOTNHOVIKO
eI TTOU OTTOOKOTTEI OTN OUVOEON TWV KATAVOAWTWY KAl TWV OPYAVWOEWV TTPETTEI vVda
yivel avTIANTITO WG oUPPEPWY Kal yia TIG duo TTAeupég (Gronroos, 2009). Qotdoo, n
Kupiapxn avTiAnyn Tou PJAPKETIVYK gival apvnTikh. Omwg uttooTtApie o Farmer (1967):
«Kkavévag Oev BEAEl n KOpPn TOU va TTOVTPEUTED Evav AvOPWTTO TOU HAPKETIVYK». Ta
TeAeutaia 6000 xpovia o TopEag Tou PAPKETIVYK €xel BewpnBei wg atmoteAoUpevog aTrd
KaAAITéExveg fast-buck, con-men, eummépoug TPOXOOTTITWY Kail dlavouEic ayabwyv ayabwv"
(oeA. 1), "Ti eival" opatd " To WAPKETIVYK OEV €ival TO OUVAPTTIACTIKO, TTPAYUATIKA
OUVAPTTOOTIKO €PEUVNTIKO £pY0 O€ DIAPOPOUG TOUEIG TUPTTEPIPOPAS Kal TEXVIKAG eUONG.
AvT 'autou, eival n e€ikova Katolou pitchman wekaopou paAMwv oTnv TnAedpaon!
"(ZeA.2). Or piCec autAg TNG EAAEIYNG OeBACPOU PTTOPOUV Va avixveuBouv HEXpP! ToV
MAGTWVa Kal Tov ApIoToTéEAN TToU aioBdavovtav OTI ol €uTTopol £Byadav XprMaTa Xwpig
va mpocoBETouy aia (Cassels, 1936).

O1 idlo1 o1 "avBpwTTol TOU PAPKETIVYK" TTapadociakd Bewpoloav To PHAPKETIVYK WG MIa
EPYAAEIOBAKN YIa TNV TTWANCN TTPOIOGVTWY Kal avTIAQPBaAvVOTaV TOUG €aUTOUG TOUG WG
QVOUEIKTEG CUOTATIKWY TTOU «BnNUIOUPYoUV OnuIoUpyIKA éva piyha d1adikaoliwy Kal
TTOAITIKWV PAPKETIVYK OTIG TTPOOTTABEIEG TOUG va dIaTNPOUV JIa ETTIXEIPNON KEPBOPOPA»
(Borden, 1964). O Borden (1964) utmrootnpicel €triong OTI o1 UTTEUBUVOI PAPKETIVYK
QVapElyvUouv 12 ouoTaTIKd: TO oXedIaouS TTpoidvTwy, TNV TIWoOAdynon, To branding, Ta
KavaAla Olavopng, TV TTPOCWTIIKA TTwANon, T dlo@nuion, Tnv Tpowbnon, Tnv
ouokeuacoia, Tnv €mideIgn, TNV €EUTTNPEETNON, TOV QUOIKO XEIPIOWO, TNV OIaTTioTWoN
yeEYovoTWY Kal TNV avdAuon. Mia gUvToun €kd00n AUTWV TwV CUCTATIKWY, €ival TTAEov
EUPEWG YVWOTH WG Ta 4Ps (To piyua Tou PAPKETIVYK), OTTOU TO TTPOIOV evvoeital OTi
mepIAapBaver Tnv avdmTuén, 1o oxedlaopod, To branding, Tnv TpOTTOTTOINON KOl TNV
eCAAeIYn TTPOIOVTWY, N TIMA QVTITIPOCWTTEUEI TOV KABOPIOKO TNG TIMAG YIa TA TTPOIovVTa
e€etaloviag 1o KOOTOG, TN CATNON KOl TOV QAVTAYWVIOWO, N TTpowbnon KAAUTITEl TNV
dla@nuion, TNV TTpowbnaon Twv TTWANCEWV Kal TIC dNUOCIEG OXETEIG KAl O TOTTOG a@opd
TIG ATTOPACEIS YIa Ta KavaAia diavoung (McDonald, 2007).

MapdAo 1Tou 0 Borden (1964) uttoypappilel Tn onuacia Tou avlpwTrou Tou PAPKETIVYK
yla Tnv karavénon mng ayopdgs Kal Tng avtidpaong otnv ayopd ("O emdégiog AvBpwTTog
TOU MAPKETIVYK €ival autodg TTou €ival évag OgUBEPKAG Kal TTPOKTIKOG WUXOAOYOS Kal
KOIVWVIOAOYOG"), N aAAnAetTidpacn pe Tov TTEAATN dev ATaV TTAPadOCIoKdE TO KAEIDI yia
TNV €miTUXia. AvT 'autou, To PHAPKETIVYK BewpnBnke Kupiwg w¢ Baciouévo OTO TTPOIOV
Kal TTpocavaToAIouévo oTIG auvaAlAayég (Gronroos, 1996).

O1 TeeuTaiEG OEKAETIEG XAPAKTNPIOTNKAV OTTO PIa ouveXICOPEVN oulATNON OXETIKA PE TO
TI €ival n Bewpia PAPKETIVYK, TTOI0G QIAOCOQIKOG TTPOCAVOTONICHOG €ival O TTAEov
KardAAnAog kal av gival 1é€xvn 1 emotiun (Maclaran, Saren, Stern, & Tadajewski,
2010). ZTnVv apxr Tou PAPKETIVYK W¢ TTEIBapyia oTABNKE 0 EVTOTTIONOG TWV AEITOUPYIWV
MAPKETIVYK (TO oxOoAgio AsiToupyiwv - Shaw, Jones & McLean, 2010). Autd odrynoe o€
OPKETEG AIOTEG AUTWV TWV AgIToupyiwy, TTou Kupaivovtal atrd Tpelg (Clark, 1922) éwg
120 (Ryan, 1935). Apydtepa, n Eupacn PETAQEPONKE OTa eUTTOPEUPATA TTOU dIaTiBevTal
OTO EUTTOPIO (TO OXOAEIO TWV BACIKWY TTPOIGVTWYV), OTIG OPJADEG ATOPWY TTOU TTAPEXOUV
TIG AEITOUPYIEC MAPKETIVYK (TO BECUIKO OXOAEI0) Kal oToV TOTTO OTTOU TTPAYMOTOTTOIEITAI
TO MAPKETIVYK (N DIATTEPIPEPEIOKT EUTTOPIKI TXOAR).

210 p€oa Tou 200U AIWVA, Ol VEEG OXOAEG OKEWNG TOVIOQV TN OIOXEIPIOTIKA TTPOOTITIKN
arrd v TMAeupd TOoU TTWANTA (TO OXOAgio dlaxeipiong MAPKETIVYK, Jones, Shaw, &
McLean, 2010) kai avémTugav BacIlkEG €vvoleg MAPKETIVYK TTou e€EakoAouBouv va
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XPNOIUOTTOIOUVTAI OfUEPT, TO PiyHMa Tou PApPKETIVYK (Borden, 1964), n Tunuartotroinon
NG ayopdg (Smith, 1956) kai o KUkKAog Cwn ¢ Tou TTpoidvTog (Wasson, 1960).

AUO GANa oXOAgia TTOU TTAPAREVOUV OXETIKA €ival N OXOAH TTOU a®opd TNV CUPTTEPIPOPd
TWV KATAVOAWTWY, N OTToi0 ETTIKEVTPWVETAI 0TV AVATITUEN MOVTEAWV KOATAVOAWTIKAG
OUMTTEPIPOPAS KOl OTNPICETAI 0€ WUXOAOYIKEG KAl KOIVWVIOAOYIKEG BEwpPieg Kal N OXOAR
TWV avTaAAaywy, n oTroia Bewpei TO JAPKETIVYK WG TNV avTaAAayr OIKOVOUIKWY aglwV.

O1 oulnTAoEIg yia TO TI €ival TO PNAPKETIVYK ouveXiCovTal. H oXOAr Tou PAPKETIVYK Twv
oxéoewv (Sheth & Parvatiyar, 1995) emkpivel Tnv damoywn Twv avTaAAaywy,
utrooTnpifovtag o1 dev AauBdvel uTTOWN TN ONUOCIa TNG OXEOIOKAG BETUEUONG METAEU
opyaviopwv Kal TreAatwyv. H kKupiapxn Aoyikry TTpooéyyion tng uttnpeciag (Vargo &
Lusch, 2004) utrodnAwvel 6T TO JAPKETIVYK a@Qopd Tn ouv-dnuioupyia aglwv Pe Baon tnv
UTTNPETIA, oTAV OTToia 01 AuAoI, BUVAMIKOI TTOPOI €ival TTI0O OCNUAVTIKOI aTTd TOUG aTTAOUG,
OTOTIKOUG TTOpoug. O1 gpeuvnTéC OTO  UAPKETIVYK  UTTNPECIWV  YeVIKA (Zeithaml,
Parasuraman, & Berry, 1985) kal TO JAPKETIVYK TOU TOUPIOPOU ouyKkekpipéva (Calantone
& Mazanec, 1991) éxouv ettiyvwon authig TG dladIKaaiag ouv-dnuioupyiag TToAU TTpiv
atrd TO MAPKETIVYK TTPOIOVTWY. Adyw Tng avadidpBpwong Tng TTapaywyng Kai tng
KaTtavaAwong OTIG UTTNPECIEG YEVIKOTEPA KAl TOU TOUPIOCPOU OUYKEKPIUEVA, N onuacia
NG dIaxeipiIong Twv TPOCBOKIWY ATAV TTAVTA TTPOPAVIG OTOUG avOpwITTOUG TOU
MAPKETIVYK TWV UTTNPECIWV KAl TOU TOuplopou. ETTopévwg, o akdAouBog opiouog Tou
MAPKETIVYK TTOU TTpoTEiveTal atmd Tov Gronroos (2006) cival 1diaitepa KATAAANAOG yia TO
TOUPIOTIKO TTAQICIO:

To HGPKETIVYK gival n €0Tiaon TmEoS Tov TTEAGTN TTOU SIAQTTEPVAE TIC OPYAVWTIKEC
Aecitoupyiec kai diadikacie¢ Kai gival mpooavaroAiouévny otnv UutToBOAN UTTOOXETEWV
péow NG mpoaoTiBéuevns aéiag, EMTPETOVIAC TNV  EKTANPWON TwWV  ATOUIKWV
TPOOOOKIWY TTOU dNUIOUPYOUVTal ATTO QUTEC TIC UTTOOXECEIS KAl EKTTANPWVOVTAS QUTEC
TIC TTPOOOOKIES HECW TNS UTTOOTNPIENS TwV dIadIKaaiwyv dnuioupyiag aéiag Twv meAarwv
NG ETTIXEIPNONS KABWS KAl TwV AAAWV evOIapepouéVwWY Kovwvy (OeA. 407).

O opiopog Tou Gronroos (2006) uttodnAwveEl OTI:

(1) n aia dev TTapadideTtal amd évav opyavioud, oAAd O KATavoAwTAG Eival O
onuIoupyog agiag (value-in-use) kal n emixeipnon "éxel TNV E€UKAlpia va Ouv-
dnuioupynoel agia pe Toug TreAdTeg TNG" (Grénroos, 2009, oeA. 353),

(2) o1 TreAdTeC evdEXETAl va pnv ETMOUPOUV TTAVTA va €UTTAQKOUV O€ HIO OXEon,
ETTOMEVWG TO JAPKETIVYK TTOU eV BaadileTal OTIG OXE0€IC €akoAouBei va eival onuavTiko.

(3) TO pApPKeTIVYK Ogv UTTOPEI va AEITOUPYAOEI QTTOTEAEOUATIKA WG Mia OpyavwTIKNA
povada (TUAPA), avT auTou TTPETTEI VA €XEI MIO OPYAVWOIOKK OUVOAIKI) OTACH QTTEVAVTI
oTov TTEAATN KaBodnyovTag TIG dpacTnPIOTNTEG OAOKANPOU TOU OpYyaVvICUOU, KAl

(4) n diadikacia PAPKETIVYK €VOG OpyaviopoU ouvioTatal 0TV UTTOBOAN UTTOOXEOEWV
OTOUG KATAVOAWTEG, OTNV ETTITEUEN TETOIWV UTTOOXECEWV KOl OTNV IKAVOTTOINON TWV
TTPOCOOKIWY TTOU aVATITUOOOUV Ol KOTAVOAWTEG PE BACN TIG UTTOOXEOEIG TTOU €XOUV
Yivel.

O opiouodg Tou Gronroos 10xUEl TOOO yia Ta UAIKG ayaBd 600 Kal yia TIG QUAEG
uTTnpPecieg, etreldr ol OIaKOTTEG gival o uttdéoxeon (yia TTapddelyua pia evepyn
TTEPITTETEIN) N OTToia PTTopEi va diatnenBei 4 va pnv diatnpenBei cav pia uTTdoxEon
OXETIKA ME €va TTPoidv (yia TTapddelyua, éva dyoya Kabapd TTATWHA, WS ATTOTEAETUA
NG XPAHoNG TNG aBdpuPng Kal eUXPNOTNG NAEKTPIKNAG OKOUTTAG").
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2.1 To Zkemrtikd — PiIAocogia Tou Marketing

To MAPKETIVVK, Kal €I0IKA n dlaprnuion, AEyeTal eupéwg OTI EKMETAAAEUETAlI TOUG
avBpwTToUug, KAVOVTAG TOUG va BEAouV TTpaydaTa TTou dev XpelalovTal, uttepBAaAAovTag
(Star, 1989). To uApPKEeTIVVK Oev a@opd Tnv €UPECn TTEAATWV TTou ETTBuPolV va
ayopdoouv éva TTPoidv 1 uttnpeaia, aAAd va TTPOCPEPOUV TO TTPOIGV KAl TIG UTTNPETIES
TToU oI TTeEAdTeG XpeiddovTal Kal BéAouv va ayopdoouv (Star, 1989, Kotler and Keller,
2012).

H évvoia Tou PJAPKETIVYK OPICETAl WG HIA ETAIPIKI KATACTAON - QINOCOQia TTOU ETTIMEVEI
oTNV OAOKAAPWOTN KAl TO GUVTOVICHO OAWV TWV AEITOUPYIWV HAPKETIVYK OI OTTOIEG, ME TN
o€Ipa Toug, ouvdudlovTal he OAEC TIGC AAAES eTAIPIKEG AsITOUPYiES, ME BATIKO OKOTTO TNV
TTapaywyn MEYIOTWV ETAIPIKWYV KEPOWV PeYAANG didpkelag (Felton, 1959, oeA. 55).

H évvola éxel eTTiong opIoTEl WG QIANOCOYIa TNG BIOIKNONG TwV ETTIXEIPACEWY, BACICUEVN
o€ M1 atrodoxr aTro TNV ETAIPEIA TNG AVAYKNG TTPOCAVATOAICHOU TTPOG TOV TTEAATH, TOU
TTpooavatoAlIopoU Tou KEPOOUG Kal TNG avayvwpiong TOU onuavTtikou poéAou Tou
MAPKETIVYK OTAV ETTIKOIVWVIA TWV QVOYKWY TNG ayopds oc OAeC T PEYAAQ ETAIPIKA
TuAMaTta (McNamara, 1972, 0.51). O mpocavartoAiouég atnv ayopd eivail n 1deoAoyia pe
TNV OTTOIO Ol OPYAVWOEIS PE YVWHPova TNV ayopd Bacifouv TNV opyaGvwaon TOUg Kal TV
ekTéAeon Toug (Hunt and Lambe, 2000) kai gival n epapuoyn Tng 10€ag papkeTivyk (Kohli
and Jaworski, 1990).

Katd 10 €106 1969, 01 Kotler kai Levy dnAwoav o1 TO PHAPKETIVYK apopd GAoug Toug
opyaviopoug. AuTA n 16éa ATav TOOO TTPWTOTTOPIOKN WOTE N SIAOKEWN TNG AMEPIKAVIKAG
‘Evwong Marketing Atav agiepwpévn o€ autr) TN véa dammown Tou PAapkeTivyk (Kotler,
1972). Auté dev TaV OUWGS XWPiS ap@iIfoAia. Evw ol TepicodTtepol cup@wvnoav OTl Ol
TOMEIG OTOUG OTToIoUG Ba UTTOPOUCE VO EQAPUOCTEI TO MAPKETIVYK Ba ptTropoucav va
augnBoulv, UTIPXaV KAl OKETITIKIOTEG TTOU avEé@epav OTI auToi ol GAAoI TOpEIC ATav
OTTAWG «EEWETTIXIPNMATIKEG EQAPHOYEC MIOG TEXVOAOYIAG £yyEVOUG ETTIXEIPNMATIKOTATAG»
(Luck, 1969, 0.53). Zta TéAn Tng OekaeTiag Tou '60 TO PAPKETIVYK BewpnOnke OTI
agopouoe TNV €UPECN KAl TNV TOVWON TWV AyOopaoTWY TTPOG OPEAOG TNG ETAIPEIAG
(Kotler and Levy, 1969). 210 pUOAO TTOAAWV OKOPO AvOPWTTWY, TO PAPKETIVYK Eival
aTTAWG pia GAAN AEEn yvia Tn diagriuion (Kotler, Armstrong, Wong and Saunders, 2008).

2T0 ONUEPIVO KAOOOIKO GpBpo Tou, Marketing Myopia, o Theodore Levitt Trepiypdger m
dla@opd avAueca oTnV TTWANON Kal TO PAPKETIVYK, KABWG N TTWANCN ETTIKEVTPWVETAI
OTIG AVAYKEG TOU TTWANTA EVW TO HAPKETIVYK ETTIKEVTPWVETAI OTIG AVAYKEG TOU AyOopPaOTH
(Levitt, 1960).

O1 opiopoi Tou PAPKETIVYK €ival TTOAAOI Kal €xouv €geAiXOei pe TNV TTAPOdO TWV ETWV,
OTTWG avagépape TTapatTdvw. Mevikd To PAPKETIVYK opifeTal wg «n diadikaoia oTnv
OTTOIO 01 ETTIXEIPAOEIS dNUIOUPYOUV agia yia Toug TTEAATEG Kal dnUIOUPYOUV I0XUPEG
OXEOEIG ME TOUG TTEAATEG TTPOKEINEVOU VO QTTOKOMIoOUV aia atrd Toug TTEAATEG O€
avtaAAaypa» (Kotler, Armstrong, Wong and Saunders, 2008, o. 7).

O ouvTouoTEPOG OPICUOS VIO TO PAPKETIVYK TTPETTEI va €ival "n KAAUWN TWV AVOYKWY HE
kEpdoc" (Kotler and Keller, 2012, oeA. 27). Tevikd, n IKavoTNTA JAPKETIVYK Eival apopd
Mia peyaAUuTEPN ETTIOPOCN OTNV OTTOdOCN €vOG Opyaviopou atrd O, TI oI duvaTOTNTEG
AeITtoupyiag Tou KaBwg kal Tnv €peuva Kal avdmTuén (Kranikov and Jayachandran,
2008). H dioiknon Tou pdpkeTivyk opiletal atmo Toug Kotler kai Keller (2012) wg «n Téxvn
KAl N ETMOTAKN TNG ETMAOYAG AyopwVv-OTOXWV Kal TNG a1TdkTNOoNG, d1atipnong Kal
avamTuéng TeAatwyv Péow TNG dnuioupyiag, TNG TTapadoong Kal TnG ETTIKOIVWVIOG
UWNANG agiag TTpog TOUugG TTEAATEGY.

H €vvola Tou papKeTIVYK gival pia atrd TIG £€1 eVOAANAKTIKEG £VVOIEG TTOU XPNOIKJOTTOIoUV Ol
opyaviouoi yia va Bacioouv 1o JAPKETIVYK Toug. O1 AAAEGS gival n TTapaywyr, TO TTPOIOV,
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N TTWANON, TO KOIVWVIKO JAPKETIVYK Kal N agipdpog 10€a uapkeTivyk (Kotler, Armstrong,
Wong and Saunders, 2008).

Ymdpyxouv 10 tUTTOI OVTOTATWY TTOU dIATiBEVTal 0TV ayopd OTTd TOUG OPYQVICHOUG.
AuTta gival ayaBd, uttnpeaieg, yeyovoTa, eUTTEIpieS, AToua, PEPN, 1I810TNTEG, OPYAVWOEIC,
TAnpogopicg kal 16€eg (Kotler kar Keller, 2012). H diadikaoia WPAPKETIVYK UTTOPEI va
XwploTei o€ TEVTE BAPaTa. MpwTov, n karavénon TNG ayopdg Kal TwV avaykKwy Kal Twv
Béocwv Twv TTEAaTwv. AelTEPOV, O OXEOIAOMPOG MIAG OTPATNYIKAG MAPKETIVYK TTOU
Baoietar otov TEAATN. Tpitov, n Kataokeury €vog OAOKANpwEéVOU TTPOYPAUUATOG
MAPKETIVYK TTOU va TTPOC@EPEl eCaIPETIKN agia. TETaptov, n dnuioupyia KepdOPOPWYV
OX€0EWV PE TOUg TTEAATEG. AUTA TO TTPWTA TEOOEPA PBAPATA aQOPOUV Tn dnuioupyia
agiag yia Tov TTEAATN KAl TNV OIKOOOWNON OXEOEWV WE TOUG TTEAATEG. To TTEUTITO Kal
TeAeuTaio BAua eival va kepdiooupe agia atrd Toug TTEAATES yia va ONPIOUPYOOUNE
KEPON W avTaAAaypa atrd Tov meAdTn (Kotler, Armstrong, Wong and Saunders, 2008).

H oAIoTIKA dtmoyn Tou JAPKETIVYK €ival 0TI OAa €XOUV OnUacia OTO PMAPKETIVYK Kal OTI
gival ouxva atrapaitntn pia oAokAnpwpuévn kal eupeia Bswpnon Tou (Kotler and Keller,
2012).
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3. KATANAAQTIKO MARKETING

3.1 Zroixeia tou KatavaAwTikoUu Marketing

To PAPKETIVYK oTTOTEAEITAI ATTO TTOANOUG  HIKPOTEPOUG KAGdOUG, o1 otroiol  padi
QTTOTEAOUV TOV TOUEQ TOU PAPKETIVYK. Mia opydvwaon PE YVWHOVA TNV ayopd TTPETTEl va
KATAVOE(, va EAEYXEI KAl VO TTPOCAPHOLEI TA OTOIXEID TOU JAPKETIVYK OTIG OpacTnpIOTNTEG
NG (Kotler kai Keller, 2012).

3.1.1 Zrparnyiké Marketing

H oTpatnyik MPAPKETIVYK MIAG ETAIPEIAG TTEPIYPAQPEI TIC QYOpPEG OTIG OTToieg Oa
ETMKEVTPWOEI Kal TTWG Ba eguTTNPETHOEI TOUG TTEAATEG 0€ KABe ayopd (Kotler, Armstrong,
Wong and Saunders, 2008). To PAPKETIVYK €VOG OpyaviOUoU TTIPETTEI va gival TOOO
oTPATNYIKO 600 Kal TakTIKG (Crittenden, 2005). O1 éutropol TTPETTEI va ap@IoBNTHOOUV TO
status quo kal va oke@ToUv oTpatnyiKd. MPETTEl va XpNOIPMOTIOINOOUV TO €EWTEPIKO
TTAEOVEKTNUA TOUG YIA va TTAPATNPACOUV TI UTTOPEI va Unv BPICKETAI TNV OTITIKA ETTAPN
ME dANoug evTdg TnG opydvwong (Comstock, Gulati kair Liguori, 2010).

3.1.2 Zxediaopudg Marketing

Ta ox€dla PAPKETIVYK ATTOTEAOUV TOV TTUPAVO TOU OTPATNYIKOU MWAPKETIVYK. MeTd Tn
onMIoupyia TNG OTPATNYIKNG MAPKETIVYK, N €TAIPEIO DIAPOPPUWVEI Eva OXEDIO UAPKETIVYK
TToU BonBa Tnv eTaipeia va TTapadwael TNV TTPOoRAeTTOUEVN agia aTnv ayopd-oToxo. To
OXEOIO MAPKETIVYK OIaHOP@WVElI TOV TPOTTO HE TOV OTTOIO EKTEAEITAI N OTPATNYIKN
MapkeTivyK. (Kotler, Armstrong, Wong and Saunders, 2008). O oTpatnyikog oxediaouog
ME yvwpova Tnv ayopd akoAoubBeital amd Toug OlaxeIpIoTéG dladikaolwy  oTav
QVOTITUOOOUV Kal S1aTNPOUV HIa WQEAIN OXECON METALU TWV EUKAIPILV TNG ayopds Kal
TWV OTOXWV, TWV JECIOTATWY Kal TWV TTOpwV Tou opyaviopou (Kotler kar Keller, 2012). H
diadikacia oxedlaouou eival pia diadikacia Tecodpwyv oTadiwyv. To TTpwTo Bripa eival n
avaAuon Tng TpEXouoag KatdoTaong Tng €Taipeiag Kal Tng ayopds. To deutepo Bripa
gival 0 id10¢ 0 oXedIOOPOG, OTTOU N ETAIPEIA ATTOPATICEl VIO TIG OTPATNYIKEG JAPKETIVYK
TToU Ba TNV BonBAcOoUV va ETTITUXEI TOUG YEVIKOUG OTOXOUG TNG. TpiTov n €@apuoyr Tou
oxediou PAPKETIVYK. To TETAPTO Kal TeEAeuTaio PAPa €ival o €Aeyxog, n METPNON TWV
QTTOTEAECPATWY TNG UAOTTOINONG KAl N AAYN Twv aTTapaitnTwy dIopBwTIKWY EVEPYEIWV
(Kotler, Armstrong, Wong kai Saunders, 2008).

3.1.3To Miypa Tou Marketing — Ta Ps

To piyda Tou PAPKETIVYK OTTOTEAEI PIa ATTO TIG ONPAVTIKOTEPEG €VVOIEG OTO UAPKETIVYK
Kal €ival 0 cuvOUAOPOG epyaAciwy TTou SIOBETEN N ETAIPEIQ YIA TNV ETTITEUEN TWV OTOXWV
Tou papkeTivyk (Kotler kal Keller, 2012). O Shapiro (1985) mrpoxwpei 1600 TTOAU WOTE
va ava@Epel 0TI TO HAPKETIVYK gival "dia atro TIG I0XUPOTEPES EVVOIEG TTOU avVaTTTUXONKE
ToTé yia oTeAéXN" (o€A. 28). O Jerome McCarthy (1960) tav autdg TToU £TTIVONCE TA
T€éooepa Ps o1o BiIBAio Tou Basic Marketing: Mia diaxeipioTik Tpooéyyion 1o 1960. Ta
T€éooepa Ps eival n TOKTIKA TITUX Tou diypatog udpkeTivyk (Crittenden, 2005, Kotler,
1999) kal avTITPOCWTTEUEI TO TTPOIOV, TNV TIUA, Tov TOTTO Kal TV TTpowenon (McCarthy,
1960).

ATI6 TNV €mmoxXA TNG CUAANWNG Tou UTTHPEE TO KIT €pyaAciwv Tou marketer yia emTuyia
(Crittenden, 2005). Qotdco, o Crittenden (2005) Aéer 611 o1 marketer TTpémel va
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OUVEIDNTOTTOINOOUV OTI TO KIT EPYOAEiWV PAPKETIVYK g€ival éva epyaAcio yia Tnv €TTITUXA
METATPOTTI) TOU MAPKETIVYK € évav TPOTTO ETTIXEIPNMATIKAG dpaoTnpidTnTag Kal X1 uévo
o€ Mia atrd TG TTOAAEG AeiIToupyieg Tou opyaviopou. Mévo agou ol marketer avtiAngBouv
KAl avayvwpeioouv To PAPKETIVYK, TTEPICCOTEPO aTTd Ta Ps, o TTpocavatoAioudg otnv
ayopd UTTOPEi va TeBEI OTnNV TTPWTOTTOPIa TNG OTPATNYIKAG OKEWNG TOU OPYQVIOUOU
(Crittenden, 2005).

QoTo00, Ta TEooEpa Ps £xouv eTTIKPIBET TTEION €ival TTOAU TTEPIOPICHEVA. ZTO HAPKETIVYK
uTTNPECIWY, Ta Ps AéyeTal OTI gival eTTT, TTPOOBETOVTAG TOUG avOPWTTOUG, TIG dIAdIKATIES
Kal Ta Quoikd oTtoixeia (Booms kai Bitner, 1981). Ta técoepa Cs cival Ta téooepa Ps
Twv TeAaTtwy (Lauterborn, 1990). O Lauterborn dnAwvel 611 o1 eTaipeieg Ba TTpéTel va
BAétTouv Ta TEooepa Ps pe ta T€coepa Cs Tou TTEAATN OTTOU TO TTPOIOV Eival Ol AVAYKES
Kal €TTIBUWIEG TOU TTEAATN, N TIUA €ival TO KOOTOG yia Tov TTEAATN, N TTpowdnon givail n
ETMKOoIVwVia Kal o ToTTog €ival n eukoAia. O Crittenden (2005) opicel Ta 4Cs wg 1O
OTPATNYIKO OTOIXEIO TOU PiyMATOG MAPKETIVYK Kal Twv 4Cs yia TV KEVTPIKN B€on Twv
TEAATWYV, TIC AVTAYWVIOTIKEG OUVATOTNTEG, TIC CUVEPYACIEC TWV ETAIPEIWV KAl TIG
KUKAIKEG OUVOEDEIG.

3.1.4 Tunuaromroinon — Xréxeuon - TomroBéTnon

H T1OommoBéTnONn TNG MAPKOG QVTIMETWTTICETAI TTAPADOCIAKA WG MEPOG TOU HOVTEAOU
TUNMOATOTTOINONG, OTOXEUOoNG Kal TotroBéTnong (STP) (Lilien kai Rangaswamy 2003),
TToU Bewpeital n Bdon yia OAeg TIG oTPATNYIKEG HAPKETIVYK (Kotler 2003).

To TpwTO Briya 0€ AUTO TO POVTEAO €ival N TUNUATOTTIOINGN, N OTTOI0 CUVETTAYETAI TN
dlaipean MIAg £TEPOYEVOUC ayopdc o€ MIa OElpd apoIfaia atTOKAEIOTIKWY UTTOTOMEWV,
onAadr; opoloyevwyv opddwv (TTou €TTiong avagépovtal wg TuAuata). TuTmkd, n
TUNMaTOTTOINON opieTal WG "n dladikaoia UTTOdIAIPECNS MIAG ayopds o€ OIaPOPETIKA
UTTOOUVOAQ TTEAQTWV TTOU OCUMTTEPIPEPOVTAl PE TOV iBI0 TPOTTO | €XOuv TTAPOUOIES
avaykes" (Bennett 1995, oeA. 165).

H tunuartotroinon ivar amrapaitntn €meidn "ol TepioooTePeS (TTIBAVWS OAEC) oI ayopég
Oev eival HOVOAIBIKEG aAAG avTiBeTa atroteAoUvTal atmmd UTTO-QYOPEC OI OTTOIEC Eival
OXETIKA OMOIOYEVEIC WG TTPOG TO TI Xpeldlovtal 1) BEAOUV aTTd TIG ETTIXEIPNOEIS TTOU
TTpooc@Eépouv TTapopola €idn umnpeoiwv (Myers 1996, oeA. 16). Eival onuavtiké va
oxnuatiocoupe TuRuaTa €meIdnA gival mOavé va avtatrokpiBolv SIa@opETIKA O€ dIAPOPES
0paCTNPEIOTNTEG MAPKETIVYK KAl €XOUV Onpacia yia Tnv €€Aynon kai tTnv TpoRAewn g
OUMTTEPIPOPAS TWV TTEAATWY OTIG EVEPYEIEG MAPKETIVYK HIag eTaipeiag (Myers 1996).

Ta TuAuaTa PTTopouv va BacioTolv (Kal wg K TOUTOU €ival OPOIOYEVH) ATTO TNV ATToWwn
OI0POPWY XOPAKTAPIOTIKWY TOU KATAVOAWTH, OTTWG ONUOoypa@Iikd oToIxEia, TpOTTog
(wNG, ouuTreEPIPOPd, avaykeg, afieg kal GAAa xapakTnpioTika (Myers 1996). AT auth
TNV Atrown, €ival onUaAvTikd o1 OPNAdES ayopacTwy (TTou OTOXEUOUV) VO AvTATTOKPivovTal
TTaPOUOIa HE TIC OPACTNPIOTNTEG HAPKETIVYK TNG eTAIPEiag. ZUVOAIKA, o Wind (1982, oeA.
79) utrooTnpiel OTI N «TTPAYMATIKA afia TNG TOTTOBETNONG TTPOIOGVTWY ATTOKAAUTITETAI
MOvo OTav n TOTroBETNON ouvOouddeTal Ye IO KATAAANAN OTPATNYIKN TUNUATOTTOINONG
NG ayopdc».

To deuTtepo Bripa oto poviéAo STP eival n emmAoyr TG ayopdg-otoxou. H otdxeuon
OUVETTAYETAI TNV EKTIMNON Twv d1a@opwyv Tunudtwy TTou  TTpoodiopiovTal oTn
OladIKagia TUNMATOTTOINONG, ME OKOTIO va TIPOODIOPICTEI O€ TTold UTTO-TTEPIOXN N
eTaipeia pETrel va avtaywvioTei (Friedmann and Lessing 1987). H agioAdynon auth
BaoileTal Kupiwg OTn OUVOAIKN] OIKOVOUIKA €AKUCTIKOTNTA TOU TOPEQ KABWG Kal OTOUG
TTOPOUG Kal Toug aTdxous TN eTaipeiag (Kotler 2003).

M. NikoAétog 15



Marketing si Marketing, irrespective of the product or marketplace...

EidIkOTEPA, KATA TNV agloAdynon Twv Tunudtwy, 101aitepn €Eug@aon OiveTal O€
TTapdyovTieg OTTwG TO MEYEBOG TOU TUAMPATOG, oI TTOPOI TTOU aTtTaITouvTal yia vd
dI1EI0OUCOUV OTO TUNAKPA, OI IOXUPES Kal adUVOUEG OUVORKEG, N TTAPOUCIa UTTOKATACTATWY
eVTOG Kal EKTOG TNG KaTnyopiag mpoidvTwy (Porter, 1980).

2€ YEVIKEG YPOUMEG, O EUTTOPOI CUVIOTWVTAI VA ETTIKEVTPWOOUV O€ TUAPATA TA OTTOIA YIO
MApKa PTTOPED va IKavoTToInoel e évav avwTepo TpoTTo (Kotler 2003). 210 TTACicIo auTo,
givar onuavtikd va utrevBugiooupe OTI OPICHEVO TUAMOTA KATAVOAWTWY EKTIMOUV
OpIoUEVOUG  OIaPOPIKOUG I0XUPIOPOUG TTOU aoKoUvTal ammd Ta EUTTOPIKA oruaTta
TEPICCOTEPO ATTO GAAA TUAUATA, OTTOTE N ATTOPACNH TOU TUANOTOG-OTOXOU ETTNPEACEI TNV
ETMAOYNA TNG TOTTOBETNONG.

To TeAeutaio Brpa oTto povréAo STP eival n TomoBETNON, N oTroia aKoAouBei Aoyikd
a@ou kabopioTei To KAtdAAnAo TuAua-otéoxog (Crawford, Urban kai Buzas 1983). H
ToTmoBéTNON agopd Tn O1GBeon HIog PAPKAC ME TPOTTO TTOU N Ayopd-oTOXOG Thv
avTIAauBAvETal WG DIAPOPETIKI KAl QAVWTEPN O OXEON ME Toug avtaywvioTég (Myers
1996). H Tomobétnon ceival onuavtikg kaBwg "Bftel TNV  Kateubuvon  TwvV
OPACTNPIOTATWY KAl TTPOYPANPATWY MAPKETIVYK - TI TIPETTEI KAI OEV TTPETTEI VA KAVEI TO
eUTTOPIKG Oofua pe 1o papkeTivyk" (Keller, 2003, oeA. 740).

‘ET01, N avAatrTugn tou TTPOYPAPUATOG HAPKETIVYK Ba TTRETTEI va OUVOEETal PE Tn BEon,
woTe va e¢aoc@aliletal 0TI oI aTTOPACEIC TOU MPiyHaATOG WAPKETIVYK €ival OUVETTEIC Kal
uTTOOTNPIKTIKEG (Aaker and Shansby 1982). Na trapddeiypa, otav pia etaipeia aglwvel
uwnAOG KUPOG, UTTOPEI va UTTOOTNPIEEI QUTOV TOV IOXUPIOHO XPEWVOVTAS UIa UWNAN TIuA,
TeplopiovTag Tov aplBud Twv onueiwv TTwANoNg kai / i Tapdyovrtag Alyétepa ammo Ta
atraitoupeva (Bhat and Reddy, 1998). ETropévwg, 0 cuvOuaouOG JAPKETIVYK UTTOPEI va
BewpnBei WG TOKTIK AETTTOPEPEIA TNG OTPATNYIKAG TOTTOBETNONG TNG  MAPKAG,
OTTOIOBATTOTE ATTOPACT) OXETIKA UE T TOTTOBETNON €XEI AUETEG KAl AUETEG OUVETTEIEG YIA
TO OUVOAO TOU piypatog papkeTivyk" (Evans, Moutinho, and van Raaij 1996, o€A. 168).

AvTiBeTa, OAa Ta OTOIXEIO TOU WiyUATOG WAPKETIVYK - TTpowBnaon, TIJOAdynon, diavoun
Kal, QUOIKA, TO TTPOIOV - gival Kpioluol TTapdyovteg oTn TotmoBEéTnon (Shostack 1987),
KaBwg €xouv avTiKTUTTO OTOV avTIANTITO Xwpo Twv kKatavaAwTtwv (Ellson 2004)
EmimrAéov, OAa Ta PEAN TG OPAdAG PAPKETIVYK TTPETTEI VO CUVTOVIOTOUV TTPOKEINEVOU VO
yivel n TotroB£Tnan 600 1o duvaTOV TTANCIECTEPO OTO PUOASG TWV KATAVOAWTWY, OTTWG
okoTrevel n etaipeia (Crawford 1985).

3.1.5Branding

O Kotler (2003, oeA. 418) opilel pia papka wg €ENG: "Eva eutropikd onua gival éva
ovopua, évag 0pog, éva oUPPoAo i €vag oxedlaouog | €vag ouvduaoudg auTwy TTou
TTpoopieTal va TTPoodiopicel Ta ayabd 1 TIG UTTNPECIEG e€vog TTwANTA i opadag
TTWANTWVY Kal Na d1a@opoTToIiNBouv atrd eKEiVa TWV AVTAYWVIOTWV."

O opiopég Tou Kotler (2003) emionuaivel T SIOKPITIKA IKAVOTNTA PIag PApkag. O
Ellwood, I. (2002) trepIAapBavel €TTiong PO WYUXOAOYIKN) TITUXF OTOV OPIOPO TNV KAAR
BéAnon. Mpdyua TToU onuaivel 0TI éva EUTTOPIKO oA pTTopEl va dwaoel KaA BEAnon o€
éva TTpoidv, akdun Kal av o KATavaAwThg TToTé dev OOKIUACEl TO TTPOoIOV TTpIv. Me GAAa
AGyIQ, O KATAVOAWTEG EKTIMOUV TTEPICCOTEPEG TITUXEG MIOG HAPKOG aTTd TNV avayvwpion
Kal TNV aglotmioTia.

Ta eumopikd onfuata €xouv Tn OuvartdTNTa Vva @EPVOUV OTO VOU  OPIOHEVO
XOPAKTNPIOTIKA KAl va dnuioupyouv agia oto TTpoiov kal otov ayopaoTh (Kotler, 2003).
Eival onuavtiké va onueiwBei 611 éva KaAd TTpoidv dev gival KaT 'avAykn eTTAPKES YA
emrtuxia. 'Eva KoAd 1rpoidv utropei va BewpnBei wg pia attAr} UANOYr TwV QUOIKWY
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XOPAKTNPIOTIKWY KAl TTAEOVEKTNUATWY TOU, EVW £Va EUTTOPIKO CHPA €ival n KaTavonon
QUTWYV TWV XOPAKTNPIOTIKWY KAl TTAEOVEKTNHATWV.

H kUpia dla@opd PeTalu e€vog TTPOIOVTOC Kal PIag MApKag €ival OTI éva TTpoidv eival
OUYKEKPIMEVO KOl QUOIKO Kal €va EUTTOPIKO oAua gival duho kal oxeTiCeTal e agiec. ‘Eva
TIPOIOV PTTOPEI va avTiypa@ei attd évav avtaywviaTr), aAAd €va euTTopIKO CAua gival
povadikd. O1 katavaAwTéG ayopdlouv ouxvda €va eutropikd ohjpa avti va ayopdlouv
MOvo To iB10 To TTPOIdV. EAv 0 KaTavaAwTAG €XEl yvwon TNG JAPKAG OTI N yvwaon PTTOPEi
va UETOQEPBEI 0t €éva TIPOIOV XWPEIG TN OUANOYr TTANPOQOPIWV OXETIKA ME TO
ouyKekpIuEvo TTpoidv (Rooney, 1995).

Mia pdpka eival €va PHOoKpOTTPOBECHO aVTAYWVIOTIKO TTAEOVEKTNUA. AUTO MPTTOPEl, av
dlaxeIpIOTEl OWOTA, va eival éva dlapKES TTAEOVEKTNUA. QG €K TOUTOU, TTOANEC €TAIPEIES
£XOUV OUVEIDNTOTTOINCEI TN ONUACia TNG dNUIOUPYIOG VoG 1I0XUPOU EUTTOPIKOU CHUOTOG
TTOU va Qivel OTOUG KATAVOAWTEG OAPEIC Kal BETIKEG OUOXETIOEIC. EAv UTTApYXOUV I0XUPEC
agiec Tou ouvdéovtal pE €va EUTTOPIKO OAUa, autd BonBd va Trapaueivel oTnv
€UQICONTOTTOINGN TOU KATAVOAWTHA Kal HEOW auToU n PAPKA TTaipvel EUTTOPIKA OUvaun
(Rooney, 1995).

H diadikaoia dnuioupyiag kai diaxeipiong PIog HAPKAS avag@EépeTal ouxva w¢ branding.
O1 TepIo0OTEPES ETAIPEIEG POIPALOVTAI TOUG TTEAATEG TOUG UE TOUG QAVTAYWVIOTEG TOUG
OcdOoMEVOU OTI DIOPOPETIKEG WAPKES avTaywvifovtal oTny idla ayopd yia Toug idloug
TeEAGTEG. ETTOPEVWG, €ival onuavTIKO va €XOUV HId oa@ry OTPATNYIKA YId TO EUTTOPIKO
OfMa TOUG WOTE va UTTopEi va dlagopoTroinBei atmd Toug avtaywvioTéC oag (Rooney,
1995).

3.1.6 KatavaAwTikA ZupTtrepi@opd

O1 Schiffman kar Kanuk (2000) avé@epav OTI N KATAVAAWTIKY CUUTTEPIPOPA aPopd Tov
TPOTTO YE TOV OTTOIO 01 AvBPWTTOI TTAIPVOUV TIG ATTOPACEIS TOUG YIA TTPOCWTTIKA 1} OIKIAKA
TTPoIOVTa HE TN XPron Twv d1aBEaiywy TTOPWVY Toug, OTTWGS 0 XPOVOG, T XPrHATA Kal N
TpooTraBeia. Ao Tnv AAAn, o1 Gabbott and Hogg (1998) kai o1 Blackwell et al. (2006)
TTAPEXOUV I OAIOTIKA ATTOWN TTOU KABoPilel TN CUMTTEPIPOPAE TWV KATAVOAWTWY WG TIG
OpacTNEIOTATEG Kal TIG OIAdIKACIEG OTIC OTIOIEC T ATOMA, Ol OPAdEG ETTIAEYyOUV,
ayopalouv, XpnoIUOTToIoUV 1) SIaBETOUV TTPOIOVTA, UTTNPETIES, IOEEC | EUTTEIPIEG.

2TNV apxn, N CUPTTEPIPOPA TWV KATAVOAWTWY WPTTOPEI va WOACEI TO OIKOVOUIKA €VOG
¢€0voug (Blackwell et al., 2006). O1 KaTavOAWTEG €XOUV TIG TTPOTIUAOCEIS TOUG VA
ayopdadouv Ta TTPOIOVTA aTTd évav OUYKEKPIMEVO EUTTOPO AIAVIKHAG, O OTT0iog BonBd Toug
EUTTOPOUC AIQVIKAG va ETTIRILVOOUV OTOV QVTAYWVIOTIKO KOOHO Toug. ATTd Tnv GAAN pe
TNV Katavonon Twv Adywv TTou o1 KatavaAwTéG ayopddouy TTPoIdvTa Kal TIS AYOPAOTIKES
TOUG OUVNABEIEG, €VOG OPYQVIOUOG UTTOPEI va XPNOIUOTTOINCEI QUTEG TIG TTANPOYOPIES Yia
va OXEOIATE! TIC AVTIOTOIXEG OTPATNYIKEG UAPKETIVYK QVTATTOKPIVOUEVES OTIC OVAYKESG TWV
katavaAwTtwyv (Blackwell et al., 2006). ETiiTAéov, oI onUEPIVEC UEAETEG CUUTTEPIPOPAG
KATAVaAWTWY BewpoUV TOUG KATAVOAWTEG WG CNUAVTIKOUSC KOBOPIOTIKOUG TTAPAYOVTES
TNG OPYAVWTIKAG ETTITUXIOG KAl DIATTIOTWVETAI OTI Ol TTIO ETTITUXNMEVES OPYAVWCOEIS Eival
TreAaTokevTpIKES (Blackwell et al., 2006).

MNa va €&nynBei n cupTTEPIPOPE TWV KATAVOAWTWY, UTTAPXOouV dId@opa POVTEAA TTOU
QvaTITUOCOOVTAI, T OTTOIA TTOIKIAOUV, OTTWG N TTPO-ayopd, N KAaTd Tnv ayopd Kal n JeTd
TNV ayopd cuutrepipopd (Rayport and Jaworski, 2003). AAAG o1 Blackwell et al. (2001)
utrooTnpiouv e BAon Tov OPICHO TNG CUUTTEPIPOPAS TWV KATAVOAWTWY WG TO
aBpolopa amokTnong, karavaAwaong kar d1dbeong TTPOoIOVTWY A UTTNPECIWY. ApyoTepaq,
ol Arnoud et al. (2004) TpoTeivav TOV KUKAO KatavAdAwong TTou avayvwpeilel Tn
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diadikacia ayopds wg PPOXo, TTou TTEPIAAPPBAVEI TNV ATTOKTNON AyaBwyV Kal UTTNPECIWY,
TNV KatavaAwaon Kal Tn OIA8e0n YETAXEIPIOUEVWY AyaBwV.

MNa Ta povTéEAQ CUPTTEPIPOPAS TwV KaTavaAwTwyv ol Blackwell et al. (2006) trpdTeivav Ta
eMTd oTAdla TTOU TTEPIAAPPBAvVOUV TNV avayvwpion Tng avdykng, Tnv avalAtnon
TTANPOPOPIWY, TNV TIPO-ayopd, Tnv agloAdynon, Tnv ayopd, Tnv KatavaAwon, Tnv
a&gloAdynon PETA TNV KatavAAwaon Kail Tnv ektroinon. Ta govtéAa Tng diadikaciag Afyng
QTTOQACEWY TOU KATAVAAWTH JTTOPOUV £TTIONG va £¢nynBouv ue Tn Borbeia

To mpwTo oTAdIO €ival n avayvwpion TG avdaykng Kai autd cupPaivel 6tav évag
MEMOVWMEVOG TTEAATNG €xel  emmiyvwon NG OIaQopdg METALU Tng TTPAYMATIKAG
IKQVOTTOINONG Kal Tou eTTITTEdOU avtiAnwng. H diadikacia ayopdg Toug apyifel otav
eVTOTTICOUV TIC AVAYKEG IKAVOTTOINONG Kal duoapEoKeIag Toug. Or AEITOUPYIKEG AVAYKES
Kal Ol YUXOAOYIKEG AVAYKEG €ival SUO DIOPOPETIKES AVAYKEG.

To deuTtepo OTAdIO €ival TTANpoopieg avalAtnong. Me Bdon TNV TTPOCWTTIKAOTNTA TOU
TTEAATN, TNV KOIVWVIKA TAEN, TO €1000NUaA, TO0 PEYEBOG TNG ayopdg, TIG EUTTEIPIEG TOU
TTapeABOVTOG, TIC TTPONYOUMEVEG QVTIANWEIC PAPKOG, TO MAKOG Kal To PaBog Tng
avalntnong ptropei va diagépouv (Moorthy et al., 1997). O1 Solomon et al. (2006)
Oléveldav TIC TTANpoYopieG avalATnong TTEPAITEPW OE avalnTnon TTpIv atrd TNV ayopd
Kal o€ ouvexn avacntnon.

To Tpito OTAdIO €ivar n agloAdynon Tpiv amdé Tnv ayopd. 210 oTddIo auTd, Ol
KATAVAAWTEG OUYKPIVOUV Tn pApKa e didgopa GAAa TTpoidévTa yia va TTapouv [id
KaAUTepN atmmogaon ayopds. Edw, o karavaAwTng divel IBIaiTepn TTPOCOXN OTIG 1I016TNTEG
TTOU €ival TTI0 OXETIKEG WE TIG avaykeg Tou (Kotler et al., 2008). T€To1EG 1810TNTES €ival: TO
MEYEBOG, N TTOIOTNTA, N TTOOOTNTA KAl N TIYA, TTOU XPNOIKOTTOIOUV Ol TTEAATEG YIa VO
Kpivouv TTpIV ayopdoouv KATI KAl av TTPOKUWOoUV OAAQYEG O€ auTd TA XAPOKTNPIOTIKA
MTTOPEI va €TTNPEACOUV TIC ATTOPACEIG TOUG OXETIKA HE €TTIAOYEC HAPKAG KAl TTPOIOVTOG
(Blackwell et al., 2006).

To TéTapTo OTAdIO €ival Ol aTToPAcEIS ayopds TTou AauBdavovTtal atrod Toug TTEAATEG PETA
TNV a&IoAGYyNoN TwVv TTPOCEOPWY aTTd dIOPOPETIKOUG AlavOTTWANTES. YTTdpxouv dUO0
@aoelg Tou oupuBaAAouv oTn dladikacia ANYNG amoQAacewy, CUPTTEPIAANBavOPEVNG TNG
NOQVIKAG TTWANONG Kal TNG €TMIAOYNG OTO KaTdoTnua. H emAoyl Twv AQvoTTWANTWV
TTPAYMOTOTTOIEITAI APOU ATTOPACIoOUV ATTO TTOIOUG AIOVOTTWANTEG TTPETTEI VO AyopAoouV
TO TTPOIGV, BIEPEUVWIVTAG TA XAPOKTNPIOTIKA atTd TO TTponyoUnevo OTAdIO Kal N €TTIAOYN
OTO KATAOTNUA OQ@EIAETAI OTIG BEEIOTNTEG TTWANONG TOU TTWANTA, OTO ECWTEPIKO TOU
karaoTpatog kai otn diagruion (Blackwell et al., 2006).

210 TTEPTITO OTADIO, O KATAVOAWTEG apXifouv va XPenOIYOTToIoUV Ta TTPOIOVTA KAl OTO
oTAdI0 £€1 EeKIVOUV TNV agloAdynon Twv TTPOIGVTWY TToU XpnolhoTtrololv. Autd Ta duo
oTadla gival PETA TNV ayopd. e autd Ta oTddia Ba utrdpéel IKavotroinon OTav ol
TIPOCOOKIEG TWV KATAVOAWTWYV gival XaunASTEPEG aATTO TIG AVTIANTITEG ETTIOOOEIC KAl
avTtioTpopa (Blackwell et al., 2006).

To TeAeuTaio oTddio eival n ekTToinNON. € AUTO TO OTADIO O KATAVOAWTEG BIaBETOUV Ta
TpoidvTa. Autd To OTAdIO €ival TTOAU onuaAvTIKO Kal Bacikd oTadIo agou ol TTEAATES Ba
MTTOpOUCaV va KAvOuv ETTaVOAQUBAVOUEVEC QYOPEC €QOOOV IKAvOoTToINBouv e Ta
TTapatavw otadia (Rayport and Jaworski, 2003).

M. NikoAétog 18



Marketing si Marketing, irrespective of the product or marketplace...

4. BIOMHXANIKO MARKETING

4.1 Zroixeia Tou BiounyxavikoU Marketing

O Anderson kai o Narus (2004, 0. 4) opiCouv TIG ETTIXEIPNPATIKEG QYOPEG WG
KETTIXEIPAOEIG, IOPUMATA ) KUBEPVAOEIG TTOU ATTOKTOUV ayaBd Kal UTTNPETIES €iTE yia OIKA
TOUG XPNON €iTE yIa EVOWUATWON OTA TTPOIOVTA 1 TIG UTTNPECIES TTOU TTAPAYOUV EiTE yIa
METATTWANON padi ue GAAQ TTPOIOVTA 1] UTTNPECiEC O AAAEG ETTIXEIPACEIS, 10pUMATA 1)
KUBEPVNOEIGY.

To B2B pdapkeTivyk BaoieTal Babid oTIC AUECES TTWANCEIG KAl Ol EUTTOPOI KAl Ol TTWANTEG
TPETTEl va ouvepyaoTolv oTevd. Mia koA diaprigion utropei va  dnuioupynoel
MepovwHEéva Evav ayopaoTh aTto B2C, evw n diagruion oto B2B éxel diagopeTikd pdAo
Kalr Adyw Tou MIKpOTEPOU aplBuou TreAatwyv oTto B2B, n amd otdépa oe oTdNa
ETTIKOIVWVIa €xel peyaAuTepn eTTidpacn atrd 0, T éxel oto B2C. 210 B2B n udpka Teivel
va €XEl MIKPOTEPN ETTIPPON OTOUG AyopaoTEG evw 0To B2C, n duvaun Twv EUTTOPIKWV
ONMATWYV PTTOPEI va gival éva TEPAOTIO EPYAAEIO yIa va eTTNPEdcEl TOUG ayopaoTéS. (Ford
et al, 2002)

O1 di1Gpopol cuyypageic oUPPWVOoUV Ot éva TTPAYMA, OTI UTTAPYXOUV TEOoOEPa €IOIKA
XOPAKTNPIOTIKA TNG Blounxavikng ayopdgs (Kotler et al. 2006). & autd 10 Yépog Ba Ta
OUVOWIOOUE.

4.1.1 H MoAutrAokoTtnTta Tou Mpoidvrog

H oTpatnyik MPAPKETIVYK MIAG ETAIPEIAG TTEPIYPAQPEI TIGC AYOpPEG OTIG OTToieg Oa
ETMKEVTPWOEI Kal TTWG Ba eguTTNPETHOEI TOUG TTEAATEG 0€ KABe ayopd (Kotler, Armstrong,
Wong and Saunders, 2008). To PApPKETIVYK €VOG OpyaviOUoU TIPETTEI va gival TOOO
oTPATNYIKO 600 Kal TakTIKG (Crittenden, 2005). O1 éuTropol TTRETTEI va au@IoBNTHOOUY TO
status quo kal va oke@ToUv oTpatnyikd. MpPETTEl va XpNOIKOTIOINOOUV TO €EWTEPIKO
TTAEOVEKTNUA TOUG YIA VA TTAPATNPACOUV TI UTTOPEI va unv BPIOKETAI TNV OTITIKA ETTA®N
ME dAANoug evTdg TnG opydvwaong (Comstock, Gulati kai Liguori, 2010).

4.1.2 MoAutrAokoTnNTa TOU ZUOTAMATOS AQWNG ATToQAcewyv

To emOUEVO XOPAKTNPEIOTIKO TMydadel amd 10 TTpwTo. BePaiwg, €Captdral amd tnv
ETAIPEIO KAl TO TTPOIOV TNG, OAAG YeVIKA, n diadikacia ARwng amo@docwyv otnv B2B
ayopd TreplAapBhvel TTepicodTEPA aTd €va ATOouA, OKOPA KAl PEPIKA TuAuaTa. To
XEIPOTEPO PEPOG €ival OTI O AvBPWTTOI UTTOPOUV VA OAAGEOUV, KATTOIOI UTTOPEI va TTAPEI
MIO TTpOAywWYr), KAl KATToI0I a®AvouV pia eTaipeia. KaBe €vag atmd autoug PTTopED va EXEI
10 OIKO TOU evdla@épov Kal KivnTpo. O1 Kotler et al. (2006) trepiypdgouv Tn povada
AMWNG atToPAoEWY WG KEVTPO ayopdc, TO OTTOI0 atToTEAEITAl ATTO dIAPOPOUG POAOUG.

e O1 ekKIVNTEG €ival auToi TTou evToTTICOUV TO TTPORANPA Kal geKivouv Tn diadikaoia
ayopdg, ouvABwG ol BIaxeIPIoTEG UYPNAOU ETTITTEDOU.

e O xpnoTtng civalr autdg TTou Ba XpNOIKOTTOINCEl TO TTPOIOV 0TO PEAAOV. ZuviBwg,
000 TTI0 EUTTEIPOG €ival, TOOO TTEPICCOTEPN ETTIPPOIN Ba EXEL.

e O utreUBuvog €ival 0 AvBpwTTog, O OTTOI0G TTAPEXEI KATTOIA KOBOdrynon KATd Tn
OladIkagia ayopdg, iCwg TEXVIKES TTPOdIAY PAPEG.

e O a1moQAOCIOTAG TTaipVEl TNV TEAIKI) ATTOQACT VIO TNV ayopd.
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e O TTpoOEeyYYIOTAG €ival QUTOG TTOU £XEI TNV €EOUTIA VO EYKPIVEI ] VO QTTOPPIYEl TTPIV
ato TNV TeAIKR ammégaon.

e O1 ayopaaoTég eival AvBpwTTol TTOU €XOUV €TTIONUA €€0UCI0d0TNBEI va eTTIAEyoUV TO
TTPOIGV KAl va opyavwyvouv Tn dladikacia ayopdg.

e O1I TTUAeg eival o1 AvBpwTrol TTou  gival utrevBuvol yia OAn Tnv avtaAlayn
TTANPOPOPIWYV PETALU KABE aTOPOU OTO KEVTPO OYOPWV.

Eival Mo dUokoAo va TreEioel TTEPICOOTEPOUG avOPWTTOUG, €I0IKA OTaV UEPIKOI aTTO
QuUTOUG €XOouv BaBUTEPEG TEXVIKEG YVWOEIG, O TTWANTAG. O TTWANTAG Kal n opdada
MAPKETIVYK TTPETTEI VO €ival TTPOETOINACHEVOI KOl IKAVOI va aTTaviAoouv Ot OAEG TIG
TEXVIKEG KOl PN TEXVIKEG epwTAOEIG. O KUPIOG 0TOXOG €ival va KATOAGBOUNE TTOI0G OTNV
eTaIPEia €€l TO PONO Kal eveEPYEI CUPNPWVA PE auTOv. EAvV 0 uTTEUBUVOG €ival OIKOVOUIKOG
OIEVUBUVTNG, PTTOPEI Va gival XPrOIUO va Tou €TTIOEIXOEI EKBEON OXETIKA PE TA OIKOVOUIKA
XOPAKTNPIOTIKA TOU TTPOIOVTOG, KAl OXI HOVO TEXVIKEG AETTTOUEPEIEG.

4.1.3 TuAUATA ZUPTTEPIPOPAS

2tnv ayopd B2C, ol reAdTeC PTTOpPOUV va PETPNBoUv oe xIAIAdeg, aAAd n ayopd B2B
gival TTOAU TTI0 TTEPIopIopévn. H KAAOIKr apxr) Tou Paretto Asitoupyei TéEA€I0 €dw. AKOUN
KAl Ol JEYAAUTEPEG ETTIXEIPNOEIG OTNV BIOPNXAVIKA ayopd, €ival QUOIOAOYIKO va £XOUV
EKATOVTADEG 1 AlyOTEPOUG TTEAATEG TTOU TTPAYHATIKG KAVouv Tn dlo@opd OTIC TTWAACEIG.

Q¢ €K TOUTOU, €ival TTIO TTEPITTAOKO va BpeBei £vag vEog TTEAATNG, Kal auTdg gival o Adyog
TTou o1 éutTopol KaTéBaAav peydAn TTpooTTdbela yia va KPATAOOUV TOUG TTEAATEC
IKQVOTTOINUEVOUG. H Blaxeipion TWV OXEOEWV HE TOUG TTEAATEG £YIVE €va TOOO XPHOIUO
epyaAeio ato alyxpovo HapKeTivyK. H atmrobrikeuon OAwv Twv TTANPOPOPIWY OXETIKA HE
ToV TTENATN O€ éva PEPOG BonBAa Tov TTWANTA va utTooTNPICEl TTAVTA TTPOCWTTIKY OXEon
ME TOV TTEAATN, akOua Kal o€ OAeG TIG povadeg ANwng atmmogdocwyv. MikpdTepn ayopd
odnyei o€ AiyoTEPA TUAPATA CUUTTEPIPOPAC.

Eivalr xapaktnpioTiké 611 pia ayopd B2C Ba €xel mmepiocdtepa amd Oéka TuAuata. H
MEOn eTIXEIPNUOTIKA  MEAETN oOuvhOWG avakaAUTITEl TTEPITTOU  TEOOEPA YIO ThV
Brounxavikr ayopd. Qo1déo0, N aItia yia Tov hIKPOTEPO apiBud TuNUaTwy cival atmAwg oTi
Ol ATTQAITACEIG TWwV TTEAATWYV TNG ETTIXEIPNONG TTOIKIANOUV AlyOTEPO OTTO QUTEG EVOG
KaTtavaAwTikou Kolvou. OTtwg avagépouv ol Hague, Hague and Harrison (2015) Ta
TUAMOTA O€ PIA TUTTIKE ETTIXEIPNPATIKA ayopd ouxvd hoIdlouy Pe Ta £ENG:

e 'Eva THAPA pE yVWUOVA TIG TIMEG
o ‘Eva TuApa mTou €0TIAlEl oTNV TTOIOTNTA KAl OTO EUTTOPIKO Crud.
o ‘Eva TuAUA €0TIOOPEVO OTIG UTTNPETIEG.

o ‘Eva TuNpa eoTiaopévo oTnV ETAIPIKI OXE0N

4.1.42npacia Tng NMpoowTTIKAG Zxéong

2uvnBwg uTroTiBeTal OTI 01 TTEAATEG OTNV ayopd B2B civail o opBoAoyikoi, AauBdvovTtag
aTTOQACEIS BaACIOPEVOl OTN YyvWon TOU TIPOIOVTOG, OUYKpPIivovTag Tnv TroidTnTa, T
XOPOKTNPIOTIKA, TN AEITOUPYIKOTNTA, TIG UTTNPECIEG META TNV TTWANCN KAl TIG TIUEG.
QoTo0o0, uttdpyxouv avTimiBEueveg atrowelc. Kaveig dev BEAel va diakivouveUuael Tn @riun
TOU ayopdloviag  TrapamAavnTikd  TTpoidévta.  Emopévwg, Ta ouvaicOrnuata
e€akoAouBouv va diadpauatiouv onUAvTIKO pOAO o€ pia dladikaoia AWng atToPACEWV.
AUTOG gival 0 AGyog yia Tov 0oTT0i0 0 ayopaoTig B2B 1rpootraBei etiong va Bpel KATI TTou
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TIPETTEl VA EUTTIOTEUTEI, OTTWG TO EMUTTOPIKO ONAUA, TN @AUN Tou 1 AAANEG eyyUuAOEIg
QOQAAEING TOU TTPOIOVTOG.

O Kotler utrooTtnpiCel auth Tnv 106¢a oTo BiIBAio Tou B2B Brand Management. MiAdel yia
TNV ETTIKOIVWVIA JE TOUG TTIBAVOUC TTEAATEG HECW TNG €IKOVOG TOU EUTTOPIKOU CHHATOG,
MEOW QIOBACEWY OXETIKA PE TO EUTTOPIKO Orua.

"H eutmopik eTTwvupia eival yia va TTépel KATI KOIVO Kal va BeATiwOei oe autd e
TPOTTOUG TTOU TNV KaABIOTOUV TTI0 TTOAUTIMN Kal PE vonua." ETTouéVWG, N EUTTOPIKN
ETTWVUIa PTTOPEI Va gival Xproiun otnv ayopd B2B pe tov idio Tpd1mo 611G 010 B2C.
BonBa otnv augnon Tng avayvwpiong Twv TTPoidvTwy Kal SlaQopoTToIEiTal aTTd TOUG
avtaywvioTég. O poAoG TNG avayvwpiong TG MAPKAG oTnv atrdé@acn ayopds B2B éxel
auénBei katd Tnv TeAeutaia OekaeTia. YTroAoyi{dtav 6T n emippon ATav 5% Tng
ammégaong ayopdsg B2B évavti Tou 30-40% Tng atmdé@acns ayopds TwV KOTAVOAWTWV.
Twpa uttdpxouv TTOAAEG eTaIpEiEC, 01 OTTOIEC BIAQOPOTTOINONKAV UECW ATTOTEAECUATIKWY
oTpartnyikwy branding. Zmnv ayopd B2B, n afia Tng pApKag £yive Eva onuUavTiKO PECO,
OAAG n TIPA Kai n TTapddoon eival akéua 1o Kpioiua (Kotler et al. 2006).

Ta 1Mo onuavTIK& XapaKTNPIOTIKA TWV ETTIKOIVWVIWY OTNV BIOPNXAVIKH ayopd a@opouv
TNV TTPOCWTTO HE TTPOCWTTO ETTIKOIVWVIQ TTOU €ival N TTIO I0XUPN], ETTIONG KAl N EUTTOPIKN
TTapdoTaon PTTopEi va BewpnBei WG TTPOCWTTIKA ETTIKOIVWVIA, ETTEION O AvOPWTTOI EKEI
€XOUV TNV eukaipia va MIAOUV dueca MPeETagUu TOug Kal va aviaAAdooouv 10éec. H
EMKoIVwvia oTnv  Biounxavikp ayopd oOev  €ivalr POVO TTPOOWTTIKA, OAAG  Kal
€CATOMIKEUPEVN, TTIO BIadPACTIKY, HE dladikaaia AYnS aTToQAcEWY UWNAAG CUPPETOXNAG
Kal akéua TTio opBoAoyikr), o€ ouykpion pe Tnv B2C emkoivwvia (Kotler et al. 2006).

OAa autd Ta XApOKTNPIOTIKA POG 0dnyouv Ot HIa heyAAn katavonon: ol TeAdTeg B2B
avadntouv €TaIpIKA oxéon, OX1 HOVO KAAN TTOIOTATA Kal TIYA Tou TTpoidvTog. Wayvouv yia
KATTolov TTou Ba KataAdBel TIG avAykeg Toug, Ba BonBAoEl YE TIG TEXVIKEG AETTTOUEPEIEG,
Ba aufnoel Ta €000 TOUG KOl Ba TTPOOQPEPEI POKPOXPOVIa UTTOOTAPIEN TTARPOUG
aTmaoyoAnong.
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5. ZXEZIAKO MARKETING

5.1 ZXZxeoilako6 Marketing

‘Exovra avagépel TTapamdvw TO00 YIa TNV KATAVOAWTIK) 600 Kal yia TV BIOUNXaVIKA
ayopd, TV onuacia Tng dnuioupyiag Kal KAANEPYEIOG OXECEWV TNG ETAIPEIOG PE TOV
TEAGTN, 0TO onueEio auTd Ba avagepBoUue 0TO OXETIOKO UAPKETIVYK.

To Relationship Marketing eival évag Topéag OTO MPAPKETIVYK TTOU OTOXEUEI OTN
dlatpnon Kai otn ouvexn PEATIwWoN TNG ox€ong PE Tov TTEAATN KAl TOV KOTAVOAWTA
(Wilson et al 2012). EmirtAéov, n oxéon Bewpeital KATI TTEPICOOTEPO ATTO HIa CUVOAAQYA.
Eival n mBavétnTa TTapateTapévng kal £viovng agooiwong oto onua (Gummesson,
2008, o¢A. 40).

H Baoikr) TpoutrdBeon Tou Relationship Marketing €ival va dnuioupyfoel TTioTn oToug
KATAVOAWTEG, EVOEXOUEVWG VO 0dNYNOoEl o€ UWPNASTEPN TTPOTIUNCN € £VA CUYKEKPIKEVO
EUTTOPIKG ONa, avTi va peTaBei oe dAAo, akoun kal av Biwvel duvnTikd uwnAdTtepn adia
atrd Toug avrtaywvioTég Tou (Wilson et al., 2012). To Zxeolokd MApPKETIVYK OTOXEUEI
eTmiong oTn  Onuioupyia evog «au@idpopou  OIOAGYOU» HE TOUG  KOTOVAAWTEG,
TTPOKEINEVOU va Yivel kaTtavonTo To TI BéAel 0 kaTavaAwThAg (Gummesson, 2008, oeA.
40).

O1 Morgan and Hunt (1994) opiCouv 10 Relationship Marketing wg: "[...] 6Aeg ol
dpaCTNPIOTNTEG HAPKETIVYK TTOU ATTOOKOTTOUV OTn dnuioupyid, avaTttuén kal diatipnon
emTuXNUéVWY oXéoewv avtaAlayng [...]". O Gummesson (2008) avamTuooel TTEPAITEPW
TOV OPICHO TOU UAPKETIVYK OXEOEWV WG "[...] TO NAPKETIVYK TTOU BaoileTal o€ OXEOEIG,
OikTua Kal aAAnAemdpdoeig, avayvwpifovrag 6Tl To PAPKETIVYK EVOWUATWVETAI OTN
OUVOAIKy dlaxeipion Twv BIKTUWV TTWANONG TOU Opyaviopou, TG ayopdg Kal Tng
Kolvwviag. ‘Exel wg oTtdX0 HAKPOTTPOBECUESG OXEOEIG KEPDOPOPIAG PE MEMOVWMPEVOUG
TEAATEG Kal n aia dnuioupyeital amd KoivoUu HETAEU TWV EUTTAEKOPEVWV HEPWV.
YmepBaivel Ta opla HeTalU e€eIBIKEUPEVWY AEITOUPYIWV Kal €IBIKOTATWY" (Gummesson,
1999, o¢eA. 24).

MoAAoi ouyypageic (Gronroos, 2008 - Gummesson, 2008 - Wikstrom, 1996 - Keller,
1993) OnAwvouv Ot o etaipeieg emdliwkouv TO Marketing 2xéoewv vyia va
ONMIOUPYROOUV WAKPOTTPOBeoun déopeuon, aAAG ayvoouv TO yeyovog OTI OPICHEVEG
oxéoelg amAwg dev agi¢ouv Tov kOO (Hogan, Lemon, Rust, 2002).

O Groénroos (2008, oeA. 43) moTevel OTI UTTAPXOUV TPia OTOIXEIO TAKTIKAG TTOU TTPETTEI VA
eceTalouv ol eTaipeieg OTav dnuIoupyouv Wia oTPaATnNYIKA oxéong. Tnv emdiwgn aueong
ETTAPAG ME TOUG KATAVAAWTES Kal AAAOUG ETTIXEIPNUATIKOUG ETAIPOUG, TRV AVATITUEN MIOG
Baong dedopévwv TTOU TTEPIEXEI TIC ATTAPAITNTES TTANPOPOPIES VIO TOUG KATAVOAWTEG Kal
GAAOUG evOIOPEPOUEVOUG Kal TNV AVATITUEN €vOG CUCTAUOTOG UTINPEECIWV TTou Ba
TOTTOBETEI TTPWTA TOV KaTtavaAwTr). INa va Aeitoupynoel autd, o Gronroos (2008) dnAwvel
OTI aTTaITEITAI €TTIONG N OpydAvwon 1 N ETAIPEIA va ETITPEWYEI AUTH TN OTPATNYIKI aAAQyR
MEOW MPIAg AOYIKAG UTTNPECIAG, N OTTOI0 CUVOWIZETAI TTAPAKATW:

» ETavamrpoodiopiopdsg TG €TMIXEIPNONG WG eTaIpEiag TTapoxAs uttnpeciwy (dnA. OTi
QVTAYWVIZETAI PE MIA OUVOAIKK TTPOCQOPA UTTNPETIWY QVTi YIA TO TTPOIOV)

* Emravarrpoodiopiopds TNG opydvwong o€ MIa TTPOOTITIKA dlEpyaciag atmd authi JIog
AerroupyikAg TTPooTITIKAG (dNA. Na odnyroel Tn diadikaoia TTou oToxeuel oTn dnuioupyia
agiag yia Tov KatavaAwTr) avTi armAwg va dIavEEr)
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* Anuioupyia €TAIPIKWY OYXECEWV KAl OIKTUWV yia Tn Olaxeipion oAOKAnpng 1ng
d1adikaoiag TTapoxNG UTTNPEEcIWV (ONAAdH OTEVEG €TTAQEC PE OAOKANPN TNV aAucida
agiag)

Quoikd, ol oxéoelg Teivouv va dlagEpouv avaloya pe To €id0g TG ayopdg oTnv oTroia
dpaoTnplotroigital o TTapaywyos. O Wikstrom (1996) dnAwvel 611 o1 oXE0EIG €ival TTIO
OuvNBIOUEVEG OTIC UTTNPECIEG KAl TIG AYOPEG METALU  ETIXEIPAOEWY, Adyw TNng
KaBuoTepnuévng €106dou oTn dladikacia dnuioupyiag agiag o€ KATavoAwTIKA ayabd
OTToU 01 KATaVOAWTEG AauPBAavouv TEAIKA TTPOIGVTA - EMTPETTOVIAG TOUG E€iTE va T
dexTouv €ite va Ta ammoppiyouv (Wikstrom, 1996, oeA. 361). ATTO autr Tnv dmmown, o
KatavaAwTng Bswpeital wg TadnTiké pépog oTn diadikacia dnuioupyiag - woTdoo,
OTTWG emonuaivouv didgopol ouyypageic (Gummesson, 2008, Gronroos, 2008), autd
Oev @aiveTal va gival n o ATToTEAECUATIKY TTPooEyyion. AvtiBeta, o Wikstrom (1996)
UTTOONAWVEI OTI Ol KATAVAAWTEG TTPETTEI VA OTTOTEAOUV PEPOG OAOKANPNG TNG dladikaoiag
a&lwv, oupuTTEPIAOUBAVOUEVOU TOU OXEDIAOUOU KAl TG TTOPAYWYNG, TTOU EKTEIVETAI PEXPI
TO MAPKETIVYK, TIC TTWANCEIC Kal TNV katavaAwon (Wikstrom, 1996, oeA. 364).
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6. BAZIKOI A=ONEZ AIA®OPOIMOIHZHZ

6.1 Eicaywyn

2710 dpBpo Toug o1 Fern kal Brown (1984) avagépovTal o€ £va BEua TTou XpNOIUOTTOIEITAl
ouvnBwg oe TTOANG Keipeva kal PaBAuaTa  PAPKETIVYK, OTI "TO UAPKETIVYK  Eival
MAPKETIVYK, aveEdpTnTa a1Td TO TTPOIGV 1l TV ayopd." Autd TTou onuaivel auti n OAAwon
givar Ot dev €xel onuacia TO TPOIOGV 1} OTOV TTOIOV ATTEUBUVETAl TO MAPKETIVYK, TO
MAPKETIVYK €ival To id1o Kal n 16€a / To OKETITIKO €ival To id10. O1 ocuyypageic TTapabEéTouv
(atré GAAoug ouyypageic) Topeic TTou N €vvola auTh dev Ba eapuoloTav 1dlaiTepa
METAEU MOVTEAWV CUMTTEPIPOPAC KATAVOAWTWY Kal ETTIXEIPNUATIKWY AYOPWYV Kal Ta
EKTETAPEVA OTOIXEIQ TOU MIYUATOG MAPKETIVYK UTTNPECIWV TToU TTEPIAQPBAVOUV TOUG
avBpwTtroug, TIG OladIKaoieC Kal Ta QUOIKA oToixeia. EtrimAéov, o dvBpwTrol Tou
MAPKETIVYK TWV UTTNPECIWV ETTICNPAivouv OTI N QUON Tou HAPKETIVYK OTIC UTTNPECIES
gival S10QOopPETIKA AOYyw TNG BACIKAG HOVABIKOTNTAG TWV UTINPECIWV O CUYKPION KE TO
MAPKETIVYK TWV TIPOIOVTWY KaBw¢ TrepIAaufavouv duAa oToixeia, Aaueon oxéon
OpPYAvVWONG-TTEAATN, CUPHETOXN TWV KOTAVOAWTWY CTNV TTopaywyiky diadikagia Kal
TTOAUTTAOKOTNTO .

EidIkOTEPQ, €TMIONUAivouv Tnv TITUXH TNG QTTPOCKOTTIKOTNTAG, €TTIonuaivovTag OTl
TTEPIOPICEl PIa OpyAvwaon WOTE va dnNUIOUPYACEl Eva dIAQOPETIKO TTAEOVEKTAMA EvavTl
TWV QVTAYWVIOTWVY TNG, 1I0iWg dedOPEVOU OTI O AVTAYWVIOPOG €XEI Yivel EvTovog TOOO O€
TOTMKO OCO0 KOl O€ TTAYKOOUIO ETTITTEDO, KOI CUVETTWG, Ol OPYAVWOEIG TTPETTEl vd
dlagopoTroiNBolv KAl va OTTOKTACOUV éva  EeEXWPIOTO  TTAEOVEKTNUA  EvavTl TwWV
QVTAYWVIOTWY Toug o€ dIAQOoPES TITUXEG, OTTWG TO branding kal n dia@opoTToinon Tou
TTPOoWTTIKOU. ETTiTAéov, cival OUOKOAO yia TOug TreAATEG va agioAoyrioouv pia
uttnpeoia. Aev putmopouv va dokiydoouv, va douv, va aiocbavBouv, va uupiocouv A va
€XOUV MIa UTTNpPEaia PéxP! va TN BiLuoouv aiTiag TNG GUONG Twv UTThpeaiwy. QoTdoO,
KaBwg ol dvBpwTTol TOU PAPKETIVYK TWV UTTNPECIWV €TTIoNUaivouv Tn Bacikn didkpion
KAT& TO PAPKETIVYK TWV UTTNPECIWY, Ol AvOPWTTOI TOU PAPKETIVYK TwV TTPOIGVTWY aTro
TNV GAAN utToOoTNPICOUV OTI UTTAPXOUV UIKPEG UOVO BIAPOPESG METAEU TOU UAPKETIVYK TWV
KATAVAAWTIKWY ayabwVv EvavTi TWV BIOUNXAVIKWY ) TWV ETTIXEIPNPATIKWY ayabwyv. Q¢ K
TOUTOU, OTO KEPAAQIO auTd Ba avagepBoUpue OTO KATA TTOCO UTTOPOUUE VO YEVIKEUOOUE
auThv TNV évvola Kal TIG IDEEC TOU WAPKETIVYK OTI gival ol idleg oTav oulnTAue yia Ta
XOPAKTNPIOTIKA KAl TN ¢UON TOU PAPKETIVYK UETALU ETTIXEIPNOEWV I UTTAPXOUV EUVOIKES
dlakpioeIc OTav TTPOKEITAI YIA TNV EUTTOPIA KATAVAAWTIKWY ayabwy, TIG UTTNPETIES Kal TO
MAPKETIVYK METAEU TWV OPYAVIOHWY A TWV ETTIXEIPACEWV.

Ta Baoikd {ntApaTta TTou eCeT@lovTal 0 QUTO TO KEQPAAQIO OXETIKA MHE TIC OIAPOPES
METAEU TOU PAPKETIVYK TW KATAVOAWTIKWY ayabwv Kal TOU KOTAVOAWTIKOU UAPKETIVYK
agopouVv TNV QyopacTIK) CUPTTEPIPOPd, OTTOU  CUuykpivovTal Ta QU0  PovTEAQ
QYOPOOTIKNAG CUUTTEPIPOPACS, dnAadr N ayopd KATAvOAWTWY Kal O GUVOAAQYEC PETAEU
ETTIXEIPAOEWY, TTOU OELiXVOUV COPWG TO OTADIO TWV TTPOdIaYPAPWY OTNV ayopd Twv
ETTIXEIPACEWY TTOU OtV UTTAPXEl MOVTEAO ayopdG KATAVOAWTWY Kal OTIC OIAQOPES
OUVAEIC TTOU ETTNPEEACOUV TNV QYOPAOTIKA CUUTTEPIPOPA TOCO TWV KATAVOAWTWY 600
Kal Twv opyaviopwy. ANa Béuata TTepIAapBdvouv Tov pOAo TTou Trailel TO KEVTPO
ayopwyV KATd TNV ayopd o oUyKpPIoN HE TOUG KATAVOAWTEG, Ol ATTOPACEIG TTOU EVOEXETAI
va emTnpeadovtal ammo TIC KOIVWVIKEG ETTIPPOEG, TOV TPOTTO HE TOV OTTOI0 YiveTal
avTIANTITOG O KivOUVOoG Kal ol €TTiIoNUES d1adIKaaies 1IBlaiTepa TNG diadikaciag ayopds Twv
ETTIXEIPNOEWY, Ol OTTOIEG BIOPEPOUV ONUAVTIKA aTTd TIG AYOPEG KATAVOAWTWY Adyw TwV
TTOAWYV £yypa@wy, SIOTUTTWOEWY KAl TWV ATOUWYV TTOU EUTTAEKOVTAI OTNV ayopd KaBwg
KAl OTIG BIAQOPEG OTOV TPOTTO UE TOV OTTOIO YiveTal n TTWANCN TO00 OTNV ayopd Twv
KaTtavaAwTwy 600 Kal TNV ayopd TwV ETTIXEIPAOEWY. AKOUN Kal JE QUTEG TIG DIAPOPES
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Aiyol avBpwTTol Tou HAPKETIVYK Oev BAETTOUV ONUAVTIKEG BIAQOPEG OTNV ayopd Twv
KATAVAAWTWY KAl TNV ayopd TwV ETTIXEIPHOEWV.

H Oeltepn PBaoikn TrTUXn €ival n karavonon Twv aviaywvioTwyv. Agyetal 0TI oTnv
KATavoAwTIK ayopd €ival TOOO EUKOAO va yVWPEICOUKE TTOIOI €ival O QVTAYWVIOTEG KAl Ol
OTPATNYIKEG MAPKETIVYK TOUG, Adyw TnG MeEYAAng dla@riuiong Kal mTpowenong TTou
TTPAYMOTOTTOIOUV Ol ETAIPEIEG KABWGS TTPOCTTIAB0UV va TOTTOBETACOUV TA TTPOIGVTA TOUG
OTO MUAAOG TWV KATAVOAWTWY TOUG WG Ta KAAUTEPA O€ QUTA TTOU TTPOCPEPOUV, Kal PE TA
didgopa TTpoidvTa oTnv ayopd, KABe eTaipeia BEAel va deigel Téoo dlokpITd cival Ta
TTpoIovTa TNG, dlaxwpifovtag Ta ue 1o branding. QoT1éco, 010 BIOPNXAVIKO UAPKETIVYK
Oev €ival €UKOAO va OUYKEVTPWOOUV TTANPOPOPIEC OXETIKA HE TOUG QAVTAYWVIOTEG
oedopévou OTI dgv PTToPEi (EUKOAQ) va yivel cUANOYH DEBOUEVWY YIO TOUG AVTAYWVIOTEG
KAl iOWG va pnv PTTopEi va yivouv yvwoTEG Kal ol TTpoBEaclg Toug. EtimTAéov, TToANOI
OIaXEIPIOTEG OTNV  Ayopd TWV  ETTIXEIPACEWV €ival TOOO TIPOCEKTIKOI WOTE Vva
EVNUEPWVOVTAI YIA TIG TUXOV OAAQYEG OTIG TTPOdIAYPAPES TwV TTPOIGVTWY TOUG, VIO TO
€UPOC TWV TTPOIGVTWY TOUG, Adyw Twv payddiwv aAAaywv oTnv TEXVOAoyia, divovTag
MEYAAN €upacn TNV TTPOCWTTIKI TTWANCN Kal divovTag €AAXIOTO XPOVO OThV avAaAuon
TWV QVTAYWVIOTIKWY QUVAUEWV.

To TpiTo Bépa apopd TNV £peuva PAPKETIVYK, CUNQWVA E TNV OTToia 0TV ayopd Twv
KATaVAAWTWV €ival EUKOAO va dIeCaxBei pia AeTTTouEPAG €pguva ayopds, dedouévou OTi
n ayopd-oToxXog OTToTEAEITal aTTO KATAVOAWTEG Kal gival Trio Tpéuun va dwaoel
TTANPOYOPIEG KAl PTTOPEI Va Yivel ouxvd o€ avtiBeon pe Tn Brounxavikr ayopd O1Tou, N
épeuva TTou yiveTal ouvnBwg eival eAAXIOTn Kal €ival SUOKOAO va OUYKEVTPWOOUV
oedopéva eTreIdn o1 DIOXEIPIOTEG O€ AUTEG TIG BIOPNXAVIEG €ival ATTACYXOANUEVOI KAl eV
BéAouv va XAvouv XPOVO CUPTTANPWVOVTOG EPWTNHATOASYIO ] €XOVTOG TTPOCWTTIKEG
OUVEVTEUEEIC, UTTOPEI €TTIONG va PNV gival o€ Béon va ¢Tadcouv oTo KATAAANAo dtopo yia
TNV OUVEVTEUEN €CQITIOG TWV YPOUMATEWY TTOU UTTOPOUV VA CUMBOUAgUOVTal KOl VO JnV
EMTPETTOUV O Kavévav, €I0IKA o€ dAToPa TIOU  E€TTIBUPOUV VA  OUYKEVTPWOOUV
TTANpo@opieg atd Tov ouvevteuglalouevo. ETriong ta KivnTpa yia Tn CUuykKEVTPWON TNG
€peEuvag aTo BIOPNXAVIKO HAPKETIVYK OEV €ival EAKUCTIKA KivnTPA YIO TOUG OTTOOEKTEG O€
oUyKpIon KE TN CUAAOYA TwV TTANPOQOPIWY TNG EPEUVAG TWV KATAVAAWTWY, VW TEAOG Ol
ETTIXEIPNMATIKEG OPYAVWOEIG €XOUV UWNAO CATNUA EUTTIOTEUTIKOTNTAG Kal Oev gival
TTPOBUPEG va aTToKOAUWOoUV OToixeia Ta Otrola mBavwy va KaAataAAfouv oToug
QVTAYWVIOTEG TOUG.

To T€TApPTO CATAMO €ival n TUNPOTOTTOINON TNG Ayopdg, TOV OTToi0 0 dnuioupydg
au@IoPRNTEN OTI PE TIGC TTOAAEC PETARANTEG TUNMATOTTOINONG TTOU XPNOCIUOTTOIOUVTAl OTIG
Biounxavikéc ayopéG o€ TTOAAG ypaTITa eyxelpidia, dnAadr ava yewypa@ikr B€on, avda
TUTTO 0opydvwong, EUTTOPIKN  Katnyopia, MEyeBog TTEAATn, XpPrHon TIPOIOVTOC,
ETIXEIPNMATIKO TOUEQ, TTIOTOTNTA Kal KwdIKG SIC, dev eival TitTote GAAO EKTOC QTTO TNV
TuNMaTotroinon avé KAAdo Blounxaviag | ECWTEPIKEG OPADES TTPOIOVTWY Kal WG TTPOG
TOV EUTTOPIKO KATAAOYO 1 TIG KAAOOIKEG KWOAIKOTTOINCEIC TNG BlopnXavikng Tagivounong,
OUYKOAUTITOVTAI AUTH TV avAdAuon wg opadoTtroinon reAatwy. AuTto dlagEpel atmmd Tnv
TMNUATOTTOINCN TTOU XPENOIYOTTOIEI TIC QVAYKEG TwV TTEAQTWV Kal Tn OTACN TIou
XPNOIUOTTOIOUV Ol KATAVAAWTIKEG AYOPEG.

To méuTTo ¢RTnua gival To branding Tou cUPBAAAElI oTOV EVTOTTIONO Kail TN dIdKPIoN Twv
TPOIOVTWY TNG €TaIPEiag. AEyeTal OTI Ol PMAPKEG KATAVOAWTWY, €I0IKA OTA OOUTTEP
MAPKET, OnuIoupyolV IO I0XUPH OUYYEVEID KAl ouvalioBnuariky ouvdeon HE Tov
KatavaAwTr), aAAd 600 a@opd TIC BIOUNXAVIKEG AYOPES, N HOVABIKOTNTA OTn B€0n Kal Ol
TTPOWONTIKEG eVEPYEIEC MAPKETIVYK OTEPOUVTAI ouaiag, €xouv HIKpr Oldpkeia CwAG Kal
Oev £Xouv oUVAICONPATIKEG TTPOOKOAANCEIG S€ KaTavaAwTIKG brand.
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To Piypa Tou PJAPKETIVYK €ival éva akOua CATNUA TToU dIAQOPOTTIOIE TN BIOPNXAVIKH Kal
TNV KATaVOAWTIKA ayopd. MNa Tta mapadooiakd tpoidévia 1a 4P (1Tpoidv, mTpowdnon,
TIMOAGYNON Kal TOTTOG) €ival EPYOAEId TOKTIKAG HAPKETIVYK TTOU £XOUV EQAPHOOTEI KOAD
a1Td TOUG TTEPICCOTEPOUG ETTAYYEAUATIEG HAPKETIVYK. Mg TNV €l0aywyr] Tou PAPKETIVYK
uTTnNPEECIWY, TTPooTéBNKav aAAa 3Ps (avBpwTrol, diadikacieg kal Quaikd oToixeia). Ol
ouyypPaQEic WIAAvE yia To TTWGS AéyeTal Ot Ta "4Ps" 1ox0ouv OTIC BIOUNXAVIKEG AYOPES
Xwpi¢ Ta uttéAoitTa "3Ps" Tou PAPKETIVYK TWV UTINPEECIWY, WOTOCO £TTICNMUAivouy OTI
OTav KATToI0G KAVEl Pia oUyKPIon METAEU TwWV KATAVAAWTIKWY ayabwyv, UuTTdpXeEl TTOAU
IOXUPOTEPN TITUXN €EUTTNPETNONG TTEAATWY OTIC ETTIXEIPNUATIKEG ayopES 10iwg 6oov
aQ@opd TIC TITUXEG TNG TTPOTOONG TTPOIOVTWY, TIG TEXVIKEG OCUUBOUAEC TTpIV aTTd TV
TTWANCON, TNV OuveXICOPEVN UTTOOTAPIEN TTEAQTWV Kal TIC OpacTnpIdTNTEG META TNV
ayopd. Ta kavaAia JAPKETIVYK AEyeTal OTI €ival JIKPOTEPA OTNV ETTIXEIPNHATIKI ayopd Kal
Ol TTEPICOOTEPEG ETTIXEIPNOEIS XPENOIUOTIOIOUV TIC EWTTIOPIKEG €KBEOEIC, TO APECO
MAPKETIVYK KAl ETTIKEVTPWVOVTAI KEVTPIKA TN XPAoN TG dUvauNg Twv TTWARCEWY YIa
TNV TTPOWONOCN TWV TTPOIOVTWY TOUG.

TéNOG, TTOAAG POKPA KAl WPIMA TUAMATA JAPKETIVYK OIABETOUV KOAG OUCTHUATO EAEYXOU
Kal UAOTTOIiNONG TOU MAPKETIVYK, O avTiBeon HE TIC PIOUNXAVIKEG ETAIPEIEG OTTOU N
KOUATOUpO ME TTpocavaToAloud OTIC TIWAACEIC Oev  €xel KAAA KaBopiopévoug
ETTIXEIPNOIOKOUG eAEyXOUug TToUu oUMBAAAoUV oTnv €€a0@AAION TNG CWOTAG EPAPUOYNS
TWV dPACTNPIOTATWY PAPKETIVYK.

6.2 Tagivounon KatavaAwTikwv Ayadwv

O Kotler (2003, oeA. 407) opicel éva TTpoidv we "oTIOATTOTE PUTTOPEI VO TTPOCPEPOEI o€ pIa
ayopd yia va IkavoTroifoel pia €mobupia A avaykn. Ta trpoidvra mmou diatibevral o010
EUTTOPIO TTEPIAAUPBAVOUV QUOIKA ayaBd, UTTNPETIES, EUTTEIPIEG, YeyovoTa, AToua, Pépn,
1I010TNTEG, opyavwoelg, TTAnpogopiec kal 16€e¢". O Kotler (2003, oeA. 410) Ttagivouei Ta
TIPOIOVTA O€ TPEIG KATNYOPIEG:

AVOEKTIKOTNTO KAl €UTTIOTOOUVN: "uTTdpyxouv ayaBd pe pikpry didpkela (wng Tr.x. H
MTTUPQ Kal TO OATTOUVI KAl KATAVAAWVOVTAI YPryopa Kal ayopdlovTal CuxVvd, ETTOPEVWG,
N OTPATNYIKI TTOU XPNOIPoTToIEiTal Eival va diateBouv oe TTOAAEG TOTTOBETIEGS, va XPEWOEI
o€ éva PIKpO onuadi Kal va diagnuioel oe peyadAo Babuod yia va TTpokaAéoel OOKIPES Kal
va dnNUIOUPYACE! TTPOTIUNCT Toug O€ avTiBeon pe Ta dIAPKr ayaBd OTTwe TNAEopAOoElg,
Wuyeia, KATT. TTOU amraItouv TTEPICOOTEPN TIPOCWTTIKN TTWANCN Kal €EUTTNPETNON,
dl0iknon uwnAdTEPOU TTEPIBWPIOU, KAl ATTAITOUV TTEPICCOTEPEG EYYUNOEIG TTWANTA.
YTdpxouv UTINPETIEG TTOU €ival AQUAEG, avaTTOOTTIAOTES, METARANTEG Kal EUTTABEIC TTOU
OTTQITOUV  TTEPIOCOTEPO  €AeyXO TNG  TTOIOTATAG, Q&IOTIOTIO  TTPOouNBeuUTH  Kal
TTPOCAPUOCTIKOTNTA ».

O Kotler (2003, oeA. 410) emmiong Tagivounoe Ta KATaVOAWTIKA ayabd o€ ayabd eukoAiag
«TO oTroia ayopdlovtal ouxXvd GUECO Kal PE €AAXIOTR TTPOCTTABEIa OTTWG CaTTouvIq,
O0OOVTOKPEUEG, WWHI, EQNUEPIdES». AUTA Ta ayaBd UTTOPOUV va XWPIOTOUV TTEPAITEPW
o€ TTPOIOVTA TTPWTNG avAaykng (ayadd TTou ayopddouv Ol KATaVOAWTEG O€ TAKTIKA BAon),
ayoBd wlnong (ekeiva TTOU ayopdlovtal Xwpic TTPooTTaddeia TTPoypaPPaTIonol A
avadnTnong) Kal ayaBd €KToKTNG avdaykng (TTou ayopdlovTtal otav UTTapXEl TTEiyouca
avaykn . ouTTPEAEG KaTA Tn didpKela KaTalyidag). YTTapyxouv eutropikd ayabd étrou o
TTEAATNG ETTIAEYEI KAl ayopdadel TTpoidvTa BAcEl XapaKTNPIOTIKWY OTTwG N KAataAAnAdTNTA,
n moIdTNTA, N TIMA KAl TO UPOC. Ta eUTTOPIKA ayaBd UTTopoUlVv TTEPAITEPW VA XWPIoTOUV
o€ opoloyevr) (ayaBd Tmapouola o€ TToIdTNTA AAAd ApPKETE SIOQOPETIKA OTIG TIMEG yIia va
OIKOIOAOYAOOUV OUYKPIOCEIC ayopwyv) Kal €ETEPOYEVA EUTTOPIKA ayaBd (Ta oTroia
OIOPEPOUV OTA XAPOKTNPIOTIKA KAl TIG UTTNPETIEG TOU TTPOIOVTOC TTOU UTTOPEI Va ival TTIo
onuavTika atéd Tnv TiuR). O Kotler (2003, ogA. 410) emionuaivel €miong 0TI «0 TTWANTAG
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ETEPOYEVWV EUTTOPIKWY ayaBwv OlaBETel uia eupeia TTOIKIANIG yIa va  IKAVOTTOIACEI
MEMOVWMEVA yoUOTa Kal TIPETTEl va €XEl KOAAG EKTTAIDEUPEVOUG TTWANTEG vyia va
EVNUEPWVOUV KaI VO OUUBOUAEUOUV TOUG TTEAATEGY.

Ta €OIK& TTpoidvTa £Xouv HOVAdIKA XOPAKTNPIOTIKA 1 avayvwpIoTIKG oriuata yia Ta
oTToi0 €VOG ETTAPKNAG OPIBUOG ayopaoTwy gival TTPOBUPOG va KAVEl HIa 1D1aiTEPN
TIPOCTTABEIO ayopwy, YIa TTAPAdEIyUa auTokivnTa, NAEKTPOVIKA, avOPIKA KOOTOUMIO KATT.
O1 avrirpoowTrol dev xpelddovTal BoAkr TotroBeaia. QoTO00, TIPETTEl VA ETTITPETTOUV
OTOUG UTTOWNA®PIOUG QYyOpaoTEG VA yvwpifouv TIG ToTToBerieg Toug. «Mn ¢nToupeva»
ayaBd €ival autd TTou 0 ayopacoThg Oev Ba OKePTE TTOTE 1] dEV OKEPTETAI KAVOVIKA va
ayopdoel, yia Tapddeiyua, aoc@alion CwnAg,  €YKUKAOTTI®EIEG TTOU  ATTAITOUV
dIa@NMICTIKA Kal TTPOCWTTIKA uttooThpIgn TTwANong. (Kotler 2003, oeA. 410)

6.3 Tagivéounon Biounxavikwyv Mpoidvrwyv

To Biounxavikad TrPoidévTa PTITopouV va Tagivoundouv pe Bdaon Ta UAIKG Kal Ta pépn (Ta
otToia TrepIAAPBAvOUV Ta YEWPYIKA TTPoidvTa Kal Ta guaoikd TTpoidvta). O Kotler (2003,
oel. 411) avagEpel 0TI "0 QAIVOUEVIKOG XAPOKTAPAG KAl O ETTOXIOKOG XOPAKTAPAG TWV
YEWPYIKWV TTPOIOVTWY 0dnyei O€ EIBIKEG TTPOKTIKEG MAPKETIVYK KAl O XOPAKTAPOAG TOU
BaoikoU Toug TTPOIGVTOG £XEI OXETIKA Aiyn TTpowoNTIKR Kal dla@nuIoTIKA dpacTtnpidTnTa,
pE KaTToleg egaipéoceic”. Ooov agopd Ta QUOIKA TTpoidvTa, o Kotler Aéel 611, dedopévou
OTI €ival TTEPIOPICPEVA OTNV TTPOCPOPQ, EXOUV OUVABWG PeEYAAO OyKO Kal XauNnAnA
povadiaia agia Kal TTPETTEI va JETAKIVOUVTAI ATTO TOV TTapaywyo oTov XpHoTn. AlyoTepol
KAl JEYOAUTEPOI TTAPAYWYOI CUXVA EUTTOPEUOVTAI ATTEUBEIAG OE BIOPNXAVIKOUG XPAOTEG,
emeIdn €CapTwvTal ammd Ta UAIKGA, ETTOMEVWG, OTNV ayopd Twv ETTIXEIPACEWY Ol
MakpoTTpOBeopeg ouuPdoelc TTpounBeiag eival Kovég. Zupewva pe Tov Kotler (2003
oel. 412) "n TINA Kal N €EUTTNPETNON €ival ONUAVTIKEG EKTIMACEIC MAPKETIVYK Kal TO
branding kai n dia@nuion TEivouv va gival AlyOTEPO GNUAVTIKES".

Ta kepahalouxlikd ayabd, amd tnv AAAn TTAeupd, OIEUKOAUVOUV TNV avAaTTu¢n A TN
dlaxeipion Tou TEAIKOU TTPOoidvTOG Kal TrePINaUBAvVOUV TIG EYKOTAOTACEIC KOl TOV
eComhiopd. O Kotler (2003, oeA. 412) oxoAidler 611 TTApOAO TTOU  «OPICHEVOI
KATOOKEUOOTEG €COTTAICHOU TTwAOUV aTTEUBEiag, ouxvOTEPA XPNOIKOTTOIOUV JETACOVTEG,
ereIdn n ayopd eival YEwYPaPIKA dIOCKOPTTIOHUEVN, O AYOPAOTEG gival TTOAUGPIOUOI Kal
ol TTapayyeAieg gival HIKpES. H TTo10TNTA, TO XAPOKTAPIOTIKA, N TIMA KAl n €§uTTNPETNON
€ival oNUAVTIKEG EKTIMAOEIG, ETTOMEVWG, N dUvaAPn TwV TTWAACEWV TEivEl va gival TTIo
ongavtik amé T Ola@AMIon, av KAl N TEAEUTaia UTTOPEI va  XpnoluyotroinBei
ATTOTEAECHATIKAY.

O1 TTpouABEIEG Kal Ol ETTIXEIPNUATIKEG UTTNPETIEG Eival TTPOIOVTA KAl UTTNPETIES Bpaxeiag
dIdpkelag TTou dIEUKOAUVOUV Thv avatrTugn i Tn diaxeipion tou TeAIKOU TTpoidvTog. Ol
TTpounBeieg  TepIAaUPBAvouy  €idn  OCUVTAPNONG Kal  ETTIOKEURG KAl AEITOUPYIKEG
TTPOUNBEIEG, EVW OI ETTIXEIPNMATIKEG UTTNPETIEG TTEPIAAUPBAVOUV UTTNPECIEG CUVTHPNONG
KAl ETTIOKEUNG KOl CUPPBOUAEUTIKEG UTTNPECIEG ETTIXEIPAOEWV TTOU ayopdlovtal pe Baon
TN PriuN Kai To TTPOCWTTIKO TOU TTPOPNBEUTH.

6.4 Zuptrepipopd Ayopdg

ZUuowva ue Tov Assael, 1997; Ford, 1997), «ta dnUO@IA JOVTEAQ CUUTTEPIPOPAS VIO
TIG AYOPEG KATAVOAWTWY Kal ETTIXEIPAOEWV HETAEU ETTIXEIPHOEWY, ATTOKAAUTITOUV TO
OTAdI0 TTPOCOETWY TTPOdIAYPAPWY O TTOAAEG QyOpEG METAEU ETTIXEIPNOEWV Kal TA
d1d@opa ouvoAa duvauewyv emmpponc». O Kotler (2003, oeA. 229) cupwvei Kal Aéel OTI
«0 ayopaoTAG KaBopilel Ta YEVIKA XAPAKTNPIOTIKA KAl TRV OTTAITOUUEVN TTOCOTNTA TOU
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QTTAITOUPEVOU QVTIKEIEVOU. [Na Ta oUvBeTa TTPOoIdVTA, O AyopaoTHG Ba CUVEPYOOTEI PE
GAAOUG - PINXAVIKOUG, XPAOTEG - yIa va KaBopioel XapaKTNPIOTIKA OTTwG N agloToTia, n
avBEeKTIKOTNTA A N TIMA». AUTO £pXETAI OE QVTIBEON YE TNV KATAVOAWTIKY ayopd, OTToU N
amoégacn TTPETTEl va AngBei atrd Tov id1o Tov KAaTavaAwTr.

YTapxel 0 POAOG TOU KEVIPOU QYyopwv O€ OUYKPION HME TOUG OMOTIUOUG Twv
katavaAwTwyv. O Kotler (2003, oeA. 220) €&nyei To KEVTPO Ayopwv TTOU ATTOTEAEITAI ATTO
"OAa ekeiva Ta ATopa Kal opddeg TTOU CUMMETEXOUV OTn dladikacia AYng atTo@AcEwY
ayopdg, TTou pJolpadovTal TOug KOIVoUG OTOXOUG Kal TOUG KIVOUVOUG TTOU ATTOPPEOUV aTTO
TIG atro@doelg. MNMepIAapBavel dAa Ta €A TTou TTaICoUV OTTOIOVOATTOTE aTTO AUTOUG TOUG
poAoug (initiator, users, influencers, deciders, approvers, buyers, and gatekeepers).
Ooov agopd Tnv KaTavoAwTIK ayopd, ol Tévie poAol (initiator, influencer, decider,
buyer and user) dila@épouv Kal n ETMPEON MUTTOPEI va €ival ammd TV OIKOYEVEIQ, TOUG
OUVOUNAIKOUG KATT.

A&loAdynon Tou Kivduvou: e€apTdrtal atmmd TNV ayopd, €4v gival CUVETTAYOUEVO Kal TTOAU
ouvBeTOo, Ba aTmaITOUCE TTOAU AETTTOPEPEIA TTPIV ATTO TNV TTPAYMATOTTOINON TWV AyOopWwV.
EmimmAéov, o1 eTmIXEIpNUOTIKEG ayopég dev BEAOUV va QTTOKTACOUV €vav TTPOPNBEUTH O
otroiog dev utTopei va TTapadwoaoel. O Kotler (2003, oeA. 219) Aéel 611 «OTAV N KATAOTACN
NG ayopdg eival éva véo KABAKOV OTO OTToI0 0 ayopaoTAg ayopddel €va TTpoidv A hia
UTTNPEECIa yia TTPWTN Qopd, T600 PEYOAUTEPO tival To KOOTOG | O Kivduvog, Kal TOoO0
MEYOAUTEPOG €ival O APIBUOG TWV CUPUETEXOVTWY OTNV aTTdé®acn Kal PeYOAUTEPN N
OUAAOYN TTANPOPOPILV - KOI ETTOMEVWG, XPEIAZETAI TTEPICOOTEPOG XPOVOG YIa TNV
OAOKApWON TNG ATTOPACNG».

AIOTUTTWOEIC ayopdc: o€ avTiBean PE TNV KATAVAAWTIKI ayopd TToU 0 KATavaAwTAS dev
XPEIAZeTal DIOdIKATIO TEKUNPIWONG yid va ayopdoel éva TTPoIoV. 21NV ayopd Twv
ETTIXEIPNOEWV, WOTOOO, TTOANOI AvBpwTTOI ETTNEEACOUV OUVABWG TNV ATTOPOC ayopds N
otroia TrepIAauBAvel TTOAAN TeKPNpEiwon TTpIv aTTd TNV TEAIKA £€§0UCI0dOTNON ayopds TwV
TTPoIOVTWY. «O1 aTToQAcEIS yia TIG TTPoURBEIEg TTEPIAAUBAVOUV OUVABWGS KEVTPA ayopwv
ME dldpopa datopa TTou diadpapatifouv dlapopeTikoUug poAoug (Robinson, Faris and
Wind 1967) ka1 n avédAuon tng d1apBpwaong TG ayopdg Kal Tou KOOTOUG OUVOAAQYAG
OUMBAAAEI OTN Ca@AVEIa TWV KPITNPIWY TTOU XPNOIMOTTOIOUV TA MEUOVWHEVA PEAN TOU
KEVTPOU ayopwVv Kal oTn dlEuKOAuvon ARWng atmo@acewy atmmd tnv oudda» (Sashi and
Kudpi 2001, oeA. 190). EmiTAéov, OTIGC ayOopéG TWV KATAVOAWTWY, oI ouvaAAayEg eival
TEAIKEG €TTEIBN Ol AYOPAOTEG, OUVNBWG IBIWTEG KAl VOIKOKUPIA, OEV CUMPMPETEXOUV O€
pETayevEéOTEPEG ouUVOAAayEG oTnv ayopd (Sashi kai Kudpi 2001) oe avtiBeon pe TNV
ETTIXEIPNMATIKY) ayopd OTTou ol cuvaAAayég eival evdIAueoes €TTeIdf Ol AYyOPOOTEG,
ouvnBwe ETTIXEIPAOEIG, KAVOUV XPAON Twv TIPOIOVTWY 1R TwV UTTNPECIWV TToU
ayopalovTal w¢ €10p0EG OTIC OIadIKATIEG TTPOCTIBEUEVNG a&iag TOUG Kal OTn OUVEXEIQ
TTwAOUV To atmmoTéAeopa» (Sashi 1990).

O1 Sashi kar Kudpi (2001) utrodnAwvouv 611 «n dIAkpIon HETAEU BIOPNXAVIKWY KOl
KATaVOAWTIKWY ayopwv Ogv  eEaptdtal amd Ta Trpoiovia TTou  ayopdldovTal Kal
TTwAoUvVTal aAAG a1Td TN PUON TNG CUVAAAQYNG WE TNV OTTOoIa 01 EVOIAUECEG CUVOAAQYEG
BewpouvTtal OTI TTPAYUATOTTOIOUVTAI OTIG AYOPEG TWV ETTIXEIPACEWY KAl TIG TEAIKEG
OUVOAAQYEG OTIG KOTAVOAWTIKEG AYOPECY.

duon 1ng TTWANoNG: dedopévou OTI N ayopd TWV KATAVOAWTWV Eival YEWYPAPIKA
OIAOKOPTTICPEVN OE QVTIBEDN PE TIG AYOPEG TWV ETTIXEIPAOEWV TTOU £XOUV TTEPIOCCOTEPOUG
YEWYPAPIKA CUYKEVTPWHEVOUG QYyOPAOTEG ATTAITEITAI TTEPICCOTEPN dlaPruIon yia va
TTPOoEYYIOTE éva OIOPOPETIKO OKPOATAPIO OE AVTIBEON MPE TIG ETTIXEIPNUATIKEG AYOPES
TToU Oa XPENOIYOTIOINOOUV TIG TIPOOWTTIKEG TIWAACEIS Kal  €I0IKA TOU TTWANTEG
«IEPATTOOTOAOUG» TTOU OTTOTEAOUV TOU TTIO OTTOTEAECHATIKOUG TTwANTEG» (Kotler 2003,
oeh. 219)
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O1 Sashi kar Kudpi (2001) utroypaupifouv OTI «OTIG AQYOPEG TWV KATAVOAWTWY, N
ETMAOYHA TWV AYOPACTWY TWV OTTOIWV Ol AVAYKEG, TTOU O OPYAVIOUOG Ba IKAVOTIOINCEl YE
TTpoidvTa (ayabd Kal UTTNPECiEG), OUuveTTAyeTal €TTIAOYR OPICOVTIWV TUNHATWY TNG
ayopds, OAAG OTIG ETTIXEIPNMATIKEG AYOPEG, €TTEID CUMTTEPIAAUBAvVOVTAl EVOIANEDES
QYOpPEG, MIa ETTIXEIPNON TTPETTEI TTPWTA va ETTIAECEl TO OTABGIO ayopdg oTnv aAucida
TPOCTIBEUEVNG agiag TTpoToU €TTIAEEEI TA OPICOVTIO TUNHATAY.

Emiong pia GAAN TITUXA €ival n apoiBaidTnTa OTTOU O AYOPAOTEG TWV ETTIXEIPHOEWV
EMAEYOUV Oouxva TTPouNnNBeuTéG TTOU ayopdlouv ettiong atrd autoug (Kotler 2003 oeA.
219) 1ToUu dev UTTAPYXEI OTAV KATAVAAWTIKI ayopd.

O1 Clarke kai Freytag (2008) dnAwvouv OTI Ol TTPOTEPAIOTNTEG €EAPTWVTAI OTTO TNV
emOupia Twv OUO pepwv Kal ammd Tnv avriAnwn Tou éxouv HeTatu Toug. O Levitt
OUMQWVEI OTI N TTpoo@opd acloAoyeital amd TIG IKAvOTNTEG TNG OTnV  €TTIAUCN
TPORANUATWY - dev eival To evlla@épov aAAd n duvatdtnTa KAAuwng kKevwyv. Q¢ €k
TOUTOU, TOOO Ol KATAVOAWTIKEG OCO KAl Ol ETTIXEIPNMATIKEG AYOPESG €XOUV MHIA KOIVN
arroyn OTO OTI avagntouyv, TNV IKAvOTNTa £vOG TTPOIOVTOG TTou Ba AUcel To TTPORANUa A
v avaykn toug. O1 Kothari kai Lackner (2006), dicukpiviCouv 611 dev a@opd pévo Tnv
avaTTuén Kai TN dnuioupyia TTPOIOVTWY AAAG Kal TV TTPOoPopd agiag oToug TTEAATEG.

O1 rapdyovTeg TTou emTnpedlouv Tn diadikagia Awng atro@Acewy ayopds KaTavaAwTh
KAl ETTIXEIPNHATIKWY ayopwyv dIaQEéPOouV, ETTOPEVWG, OTAV Ol U0 ONAdEG ATTAITOUV Th
OTOXEUGT BUO OIAPOPETIKEG OPACTNPIOTNTEG HAPKETIVYK ATTAITOUVTAI VIO TO dUO TUAMATA.

6.5 Katavonon tTwv AviaywvioTwv

2U0powva pe Toug Kothari kal Lackner (2006), o1 TTepIcOOTEPOI EUTTOPOI KATAVOAWTWYV
yvwpifouv Ta brands Twv avTITAAwWV TOUG Kal TIG TOKTIKEG MAPKETIVYK €EQuTiag TNG
TPOBOAAC TWV MPOPKWYV Kal TNG MEYAANG TTPOROANG TwV KATAVOAWTWY OTa HECA
evnuépwaong. EmmmAéov, Adyw Tou TTAYKOOMIOU MAPKETIVYK UTTAPXOUV TOOO TTOAAG
OIA@OPETIKA TTPOIOVTA TA OTTOIa O TTEAATNG AVTIMETWTTICEI KABNUEPIVA KABWG 01 ETAIPEIES
TpooTTaBouv  va TOTToBeTNBOUV KOl va  €TmavatottoBeTnOolv  OTO  PUOAS  Twv
KATavoAWTWY W¢ ol KaAuTepol. EmimmAéov, Adyw Tng XpAong Tng dIa@AMIoONS aTTd TIG
TIEPIOOOTEPEG ETAIPEIEG YIA VO TTPOCEYYIOOUV TO OIAQOPETIKO KOIVO TOUG, TTOAAEG
ETAIPEIEG €ival o€ BEON va TTAOPAKOAOUBACOUV TIG TOKTIKEG TWV QVTAYWVIOTWY TOUG.

2TIG BlounNXavIKEG ayopég AéyeTal OTI N AAWN yvwong yia ToV avTaywviopo dev eival
€UKOAN. O1 TTePIcoOTEPOI VOUOI O DIOPOPETIKEG XWPEG BEV ETITPETTOUV TN BIOUNXAVIKA
KATOOKOTTEIO 1) TNV KOTAOKOTTEIA Kal WG €K ToUTOU KaBioTatalr dUoKoAn n diegaywyn
EPEUVWV TWV avTiTTaAwv opdadwyv diaxeipiong. Emiong o1 Kothari kai Lackner (2006),
uttoypauuiCouv 0TI TTOAAOi  dIeuBUVTEG  @aivovTal TOOO OTTAOXOANPEVOI WE TNV
TPOCTIABEIa va EVNUEPWVOVTAI YIa TIG AAAQYEC Twv TTPOdIAYPOPWYV TOU TTPOIOVTOS OTO
OIKO TOUG XAPTOPUAGKIO Kal 0Th dpacTnpIdTNTA TWV TTWAACEWY, WOTE va divouv Tov
eAAXI0TO XPpOVO aIoAGYNONG TWV AvVTAyWVIOTIKWYV TOUG OUVAUEWV.

2U0powva pe Toug Anderson kail Johansson (1994), 0 KOOHOG TWV ETTIXEIPNPATIKWYV
ayopwv gival apkeTd mTepiTTAokog. O1 podAol TG eTTixeipnong dev didovTal, O YIa XPOVIKA
OTIYMI Ol ETIXEIPACEIG EVOEXETAI VO avTaywvifovtal Kal o€ KATTOI0 XPovIKO onueio
eVOEXETAI VO OUVEPYALOVTAl. 2€ OPIOHPEVEG TTEPITITWOEIG, N ETTIXEIPNON EVEPYEI WG
TTWANTAG Kol 0€ AANEG KATOOTACEIS WG AYOPAOTHG, O OTTOI0G UTTOPEI va ayopdoel atrd
évav TTwWANTH, O OTT0IOGC O€ OPICPEVES TTEPITITWOEIC €ival avTaywVvioTAG. O poAog Tng
emyeipnong ocuugwva pe Toug (Anderson and Narus, 2004, Ulaga kai Chacour, 2001),
kaBopiletal atrd 1o T avalnTé 0 ayopacTrG Kal TI TTPOCQEPETAI ATTO TOV TTAPOXO.
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6.6 'Epeuva Ayopdg

O1 Hutt kai Speh (2004) utroypapuiCouv Tn duoKkoAia TTou cuvettayetal N dieaywyn
é€peuvag ayopdc Adyw TnG QUAAENG, TWV YPAPUATEWY, KAl TOU TTPOCWTTIKOU a0@QOAEiag
a1Td TOUG OTToioug TTPETTEl va TTapBei adela. ETriTAéov, ol TTOAudoxoAol dIeuBuvTEC dev
BéAouv va xdoouv XpOVO OCUMMPETOXNG O OpAdeg oulATNONG I CUPTTANPWVOVTOG
EPWTNPATOAGYIQ, Ta KivATPa BIOPNXAVIKAG £pguvag dev gival TOOO dEAEAOTIKA 600 auTd
TNG £PEUVAG TWV KATAVAAWTWYV Kal Ol TTEPICCOTEPEG eTAIpEiEg BEAOUV va dlaTnpAcouv Ta
euTTOPIKG TOUG pUOTIKG. O1 Anderson and Narus, (2004), cup@wvouv OTI "ol PEAETEG
épeuvag ayopds B2B eival katd kavéva TToAU 1110 SUOKOAEG Kal daTTavnpEG o€ oUYKpIon
ME TIG MEAETEG €peuvag KaTavaAwTwy. O1 Adyol yia autd gival n avaykn yia upnAdTtepa
KivnTpa yia va TTPOCEAKUCOUV TN CUMMKETOXA TWV ETTAYYEAUOATILOV TWV ETTIXEIPAOEWY, N
ENEIYN BIaBEaipou BeiyPaTog yia TNV £pEuva ayopdas HETAEU ETTIXEIPAOEWV Kal Ta OUXVA
METABAAAOUEVA XOPAKTNPIOTIKA TWV ETTAYYEANATILOV TWV ETTIXEIPNCEWY O OUYKPION MHE
TOUG OUUMETEXOVTEG OTIG OPADdES KATAVOAWTIKAG £pEUvas ayopdg.

2U0powva pe Toug Hutt kai Speh (2004), o1 TrepioodTepeg eTaipeieg B2B dev die¢dyouv
Kauia épeuva ayopdg yia va pIAfoouv. ETkevipwvovTal o€ dIAQopa TEXVIKA OTATIOTIKA
oToixeia, aAAG dev KaTaBAAAoUV Kapia TTPOCTIABEIO va EVTOTTIOOUV TIG CUVAICONUATIKES
QTTOVTHOEIG EVTOG TNG OPAdAG OTOXOU TOUG TTPOG Ta TTPOIOVTA Kal / 1} TIG UTTNPETIEG TOU
KAGdou Toug. H Aoyikr okéwn gival n AéEN-kAe1di péoa oTIg Blounyxavieg B2B e1eidn civai
TO 10aVIKO TO OTT0I0 avalnTAUE OTO ETTAYYEAUA paG.

Emriong utrooTtnpifouv 611 otov Touéa B2B, n £épsuva ayopdc Teivel va Bewpeital wg yIa
emIAOYy HAAAOV Tlapd wg €PTTOPIKA €TTITAYN, 10IWG VIO TIC MIKPOTEPES ETTIXEIPAOEIG.
QoTo0o0, ava@épouv OTI N yvwaon gival n dUvaun yia TNV KaTavonaon Twv oTACEWY, TwV
TTIPOTIMACEWV 1) / KOl TWV AVTIAWEWY TWV TTEAATWVY Kal TWV dUVNTIKWYV TTEAATWYV YIa Ia
TPOTACN TTPOIGVTOG, UTTNPECIOS A PMAPKOG €ival atTapaitnTn yia KABe opyaviopo TTou
emOupei va etekTeivel TIG dpaoTnEIdTNTEG Tou. [poTeivel 0TI, étav diegaxBei KaAd, n
€pEUva ayopdg MeIwWvel Tov Kivouvo atmd TO WAPKETIVYK Kal KaBIoTd duvartr Ttnv
QTTOTEAECPATIKOTEPN OTOXEUON, ETTITPETTOVTAG OTIG ETAIPEIEG VA ALIOTTOIOUV TIG EUKAIPIES
TOUG Kal va TTpooeyyifouv To véo KoIvo. lMaipvel TNV avTiAnyn Kal TIG €IKAoieg 6w atTd
TNV €giowon Kal emmonuaivel TTPORBANUOTIKEG TTEPIOXEG. TMapéxel €TTiIONG EKTEAECIUEG
OUOTAOEIG EVOWYEI ECWTEPIKWYV DIAPWVIWV.

6.7 Tunuarotroinon Ayopdg

O1 Booikég peTABANTEG OTNV ayopd KATAVOAWTWY KOl ETTIXEIPACEWY  OlaQEPOUV.
2Upowva pe 1o Simkin (2000), TTapd Ta TTOAAG BIBAIa TTOU £€X0UV QUTEG TIG TAEIVOUROEIG,
QavTIKPOUEI KOl A£€l OTI «OI TTEPIOCOTEPES ATTO AUTEG TIG METABANTEG, 10iWG OTOV TOUEA TNG
Biounxavikng TUNMOTOTTOINONG TNG ayopdg, Oev eival TiITTOTE TTEPICCOTEPO ATTO TNV
TUNMaTOTTOINON avd BlounXavikoug KAAOOUG A a1t E0WTEPIKEG OPAdES TTPOIGVTWY, OTTd
TNV avaykn Twv TrEAATWV KAl Ta TUAPOTA OTACNG TIOU UIOBETOUV O QyOpEg
KaravaAwTtwyv. EmmpdoBeTa, emonuaivel 611 o KwdIKoi Blounxavikng tagivéunong ) ol
EUTTOPIKOI KaTdAoyol TTapaTtiBevral uttePPBOAIKG ouxvd w¢ avaAluoelig opadoTroinong
meAaTtwyv. O Plank (1985) wutrooTnpiel OTI n  TUNUOTOTTOINCN TWV  OQEAWV
XPNOIUOTTOIEITAI CAPEPO EUPEWG OTIG KATAVOAWTIKEG AYOPEG, EVW OTIC PBIOUNXAVIKEG
KATOOTAOEIG Ol dNUOYPAPIKEG KOl OXETIKEG PE TO TTPOIOV WETABANTEG OuveXi(ouv va
xpnoiyotroiouvtal ouxvotepa. O Simkin (2008) cupgwvei OTI oI TTEPICCOTEPOI EUTTOPOI
METOEU TWV ETIXEIPACEWV TagIVOUOUV TIC AYOPEG TOUG O€ TAEIVOUNOEIS OPAdWV
TTPOIOVTWY, avd yewypaiki BEan TTeAatwy r / Kai dpacTnpidTNTA TOU TTEAATN 1) TOU
TTEAATN OTOV TOpEa TwV eTiXelipAoewyv. O Sudharshan kai Winter (1998) rpoteivav 61i ol
Biounxavikéc ayopéc Ba TTPETTElI va TUNUOTOTTOINBOUV pe BAon Ta XOPAKTNPIOTIKA TOU
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opyaviopou ayopdg Kai TngG d1adikaciog ANWNG ammo@AcEwV KAl TWV CUPPETEXOVTWV
OTnV €TTIXEIPNON TTOU AyOpPAdel.

2e wa peAétn tou mpayuartotroincav ol Wind kai Cardozo (1974) mpdteivav Tov
«TUNUATOTTOINCN TWV BIOPNXAviKwy ayopwv o€ OU0 OTadla: TO TIPWTO TTOU
TTEPINAPPBAVEI TO OXNUOTIONG PAKPOOTOIXEIWV BACEI TWV XAPAKTNPIOTIKWY TNG ayopdg
Kal TG KaTaoTaong (Méyebog, TTo000TO XPAOoNG, Katnyopia SIC, eguttnpeToUpevn TEAIKN
ayopd, dourn opydvwong, Totmolecia, véa évavrl emavalaufavouevng ayopdg). Kar 1o
oeuTepo TrEpIAaUBAvel TN SIACTIACH QUTWY TWV HOKPOOTOIXEIWV O WIKPO-TUAUATA, ME
Baon Ta XapakTnEIoTIKA Twv Povadwv AAYNng atmmo@doewv (B€on oOTIC apxéG Kal Ta
OiKTUO ETTIKOIVWVIAG TwV OTABEPWY, TTPOCWTTIKWY XAPOKTNEIOTIKWY: OnNUOYPAPIKJ,
TTPOCWTTIKOTATA, AVTIANTITA onuacia NG ayopdg, OXETIKA ONPACIA CUYKEKPIMEVWV
KaBopIoTIKWV TTapayéviwyv Tng ammégacng ayopds. Opwg ol, Sausen and Herman,
(2005) utrooTnpiCouv OTI «UTTAPXEl OIAPKAG dlagopd MPETAEU TNG Bewpiag TNG
TUNMOTOTTOINONG KaI TNG TTPOKTIKAG TNG OTIG BIOUNXAVIKEG AYOPESY.

O1 Dowling et al (1993) e€¢nyouv o1l uTTApxEl TO KEVO auTO AOYW TnG EAAEIYNG
YEVIKEUOINOTNTAG TTOU  O@eiAeTal o€  MPIKPA  deiypata  eukoAiag. H  xpAon 1ng
TUNMOATOTTOINONG O€ OXEON PE TO TTPOIOV Kal OXI BACEI TWV AVOYKWY, TNV aoTABEIa TwvV
QVOOUOUEVWYV TUNUATWY Kal TN XPAON MIKTWV BACEwV TuNUaTtotroinong. Evw rapapével
N oTTaiTAON YIA OPOIOYEVEIA EVTOG TWV TUNUATWY G000V a@opd Ta ETTIOIWKOUEVA OPEAN,
OV UTTAPXEI aKOUN CUP@WVIa yia Ta KATAAANASGTEPA KPITAPIA YIa TNV opadoTroinon Twv
ETTIXEIPNOEWV OTIG BIOUNXAVIKEG AYOPEG.

O Clarke ka1 Freytag (2008) ioxupiCovTtal 0TI @aiveTal 0TI UTTAPXOUV TTPORARUATA PE TIG
pMEBGSOUC Kal TIC OladIKaOieG TUNUATOTIOINONG TTou TrpoTeivovTal oTn BIBAloypagia,
KaBwg¢ auTtég Oev UTTOPOUV Va EQAPPOCTOUV OTAV TTPAEN Kal Ol ETTayyEAUATIEC BEV £XOUV
atTopokpuvBei atrd TTOAU ammAég TTpooeyyioels. ETimmAéov, n Bewpia TTpoo@épel pia
TTOIKIANIO  TTPOCEYYIOEWY, Ol OTIOIEG E€ival APKETA TTPOXWPNUEVEG OAAG OUCKOAO va
epapuooTouv otnv TTpagn (Millier, 2000, Dibb and Simkin, 2001, Weinstein, 2004).

6.8 Branding

H eutropikr emwvuyia Aeitoupyei KaAG oTnv KatavaAwTikh ayopd Adyw Tou au&nuévou
QVTAYWVIOHOU Kal TNG TTOIKIAOPOP@Iag Twv TTPoidvTwy Kal KaBIoTd Tov TTEAATN TTIOTO o€
TTpoidvTa OTTou PTToPEl va TauTioTel he autd. O Kapferer (1992, oeA. 46-7) utrooTtnpicel
OT1I To Branding onuaivel KATI TTEPICCOTEPO ATTO TO VA diveI§ £va OVONa o€ £va TTPOIOV N
TPOoIOVTA: Ta brands cival Gueon CUVETTEIQ TG OTPATNYIKAG TNG TUNUATOTTOINONG TNG
ayopdg Kal TNG dIagopoTToinoNG TWV TTPOIOVTWV.

O1 Xie and Boggs (2006), utrootnpiCouv OTI 01 ETIXEIPAOEIS XPNOIMOTTOIOUV £va
OUVOUOOPO XOPOKTNPIOTIKWY MAPKAG VIO Vva  avTatmmokpiBouv OTIGC  TTPOCOOKIES
OUYKEKPIMEVWY TTEAQTWYV 0€ OIAPOPES OIKOVOUIKEG OUVONKES. 2TNV ouaia, o pOAOG Tou
branding kalr TG dlaxeipiong TG MPAPKAG €ival TTPWTIOTWG va  dnMIOUPYACEI
OlaQOPOTIOINGN KAl TTPOTINNGCN OTA JUAAG TWV TTEAATWV.

O1 Uusitalo, Wendelin kai Mahlamaki (2009), oxoAidlouv 611 n Bswpia Tou branding €xel
TTPOEAEUCN OTIG AYOPEG KATAVAAWTIKWY TTPOIOVTWY. H pdpka TTapouciddeTal wg onua
TNG ayopdg TTOU OTOXEUEI KUPIWG OTOUG TEAIKOUG KATAVOAWTEG KAl TOUG ETTITPETTEI vd
€€olkovopouv Xpbévo e€ao@alifovTag Eva opIoHUEVO ETTITTEDO TTOIOTNTAG, ATTAOUCTEUOVTAG
TIG €TMIAOYEG TOUG KOI QVTATTOKPIVOMEVOI OTIGC OUYKEKPIMEVEG avAyKeES. AOYyw Tou
augnuévou avTaywviouou Kal TNG TTOIKIAIAG papkwv, cuuBAaAAel oTn SlagopoTToinan Twv
TPOIOVTWY 18iWG OTNV KATAVOAWTIKN ayopd Kal oTn dnuioupyia TTPOTIMACEWY Yia Td
TTPoIOVTa TOUG. H eTTWwVUia OTIG ETTIXEIPNUATIKEG AYOPEG CUMPAAAEI GTOV EVTOTTIONO TOU
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opyaviopou, aAAd dev ptropei va diadpapaTioel TOCO ONUAVTIKO POA0 OTTWG OTnv
KATavoAWwTIKR ayopd.

6.9 To Miypa Tou Marketing

O Simkin (2000), onueiwvel 0TI OTA TTEPICOOTEPA EICAYWYIKA KEIPEVA PAPKETIVYK TA
Baoikd "4Ps" kpatolv oTaBepd TIG ETTIXEIPNMATIKEG AYOPEG, WOTOCO, N TITUXN TNG
€EUTTNPETNONG TTEAATWY OTAV TTPOTACT TTPOIOGVTOG (TEXVIKEG CUMPBOUAEG TTpIV atmd Tnv
TTwANON, ouvexng eguttnpétnon TreAatwyv kal aftermarket operations) eivalr TTOAU
IOXUPOTEPQ OTIG ETTIXEIPNMATIKEG AYOPEG .

To TTPOoIGV KAl N CUCKEUQOIa €ival TA TTIO ONUAVTIKA yIa Tov TTEAATN OTO HAPKETIVYK,
WOoTO00, O0TO B2B PAPKETIVYK, TTAPOAO TTOU N TTOIGTNTA TOU TTPOIGVTOG Eival GNUAvVTIKA,
TPETTEl va Taipiddel Ye Tnv roidéTnTa TG TTpoo@opds. O Hart (1994) utrooTtnpilel 611 Ta
TIPOIOVTA TTOU TTPOCPEPOVTAI OTIC ayopés B2B cival TeXVIKA TTOAUTTAOKQO KAl ATTAITOUV
TTEPIOCOTEPEG  €ENYNOEIC KAl TTANPoQopieC atmmd Ta TTEPICCOTEPA  TTPOIOGVTA  OTIC
KaTtavaAwTikKEG ayopés. Or TTPOOdOKIEG TwV TTEAATWV OXETIKA HE TA  TEXVIKA
XOPAKTNPIOTIKA €ival eCAIPETIKA UYNAES. ZuX VA Ta TTpoIdVTa gival EIOIKA OXEDIAOUEVA YIA
oplopévoug TreAdTeg. O1 Xie kal Boggs (2006) onueiwvouv OTI TA KATAVOAWTIKA
TTPOIOVTA TEIVOUV va gival TTOMITIOPIKG guaioBnTa atmd Ta Plounxavikd TrpoidévTa oTIg
O1eBveic ayopég, EIDIKA OTIG ETEPOYEVEIG AVADUOUEVES OIKOVOUIEG.

O Simkin (2000) Aéel 611 Ta KavAaAla PAPKETIVYK €ival ouxvd TTI0 OUVTOPQ, PE MEYAAN
xpron OIKTUWV QVTITTPOOWTIWY | AUECOU MAPKETIVYK. H TTpowbnon Twv TTwARCEWY
gival €vtovn, Ol EUTTOPIKEC EKOBECEIC KOl TO AUECO MAPKETIVYK gival dNUOQIAEIC, v n
dla@nIoN XPNOoIYOTTOoIEITAl yia va O€i€el TIC TEXVIKEG TITUXEG TOU TTPOIOVTOG O€ avTiBeon
ME TNV KOTAVOAWTIKA ayopd, OTTOU TO TIPOIOV TIPOCTIOBEl va TAUTIOTEN PE TOV
KatavaAwTr. Evw o1 Yop@Eég eTKoIVwviag dev TTaifouv onuavTikd pOAo OTIG ayopég
B2B, o0& oOUykpion ME TOV Kupiopxo POAO TNG TTPOOWTTIKAG TTWANONG - TIou
TpayuyatoTrolgital amd Tov idlo Tov Trapaywyé 1 amd €vav  ummdAAnAo  Tou
XovOpeUTTOpOU.

O Wind (2006) utrooTnpilel o011 n ékpnén TNG SIAPAMIONG Kal TwV KAVOAIWY PECWV
evnuépwaong €xel TpooBéoel oTo BOAwNa Twv B2B kai B2C. Aivel éva TTapddelypa Twv
QOPUAKEUTIKWY TTPOIOVTWY OTToU UTTAPXEl aAAnAeTTidpaon HETACU TOU KATAVAAWTIKOU
Kal Tou BlounxavikoU PAPKETIVYK, OTTOU Ta TEAEUTaia Xpovia €Xouv XpPNOIKOTToINOEi
EKTETAPEVES EKOTPATEIEC MAPKETIVYK YIO TOUG KATAVOAWTEG YIa TNV €uaicONnTOTTOINGN TWV
KatavaAwTtwy Kal T ¢ATNoNn via véa @dppoka Kal Bepatreieg. Avti va BaciovTtal o€
KavaAla yia Tnv euaiotnToTroinon, ol €TAIPEIEG auTEG epydalovTal atrd TNV TTAeUpd Twv
KATAVOAWTWY Kal TNG Blognyxaviag Tautdoxpova yia va dnuUIoupynoouv TTWAACEIS OTN
MEon.

ZU0powva pe Tov Wind (2006) utrdpxel EAAeipn diagdveiag oTig ayopéc B2B. H 1ox0¢g
TWV TTEAATWV €ival YEYAAN, N TIMOAOYIOKK TTOAITIKN €ival TTEPITTAOKN Kal XAPAKTNEICeTal
ato éva eupl ACUA XOPAKTNPIOTIKWY TOU £PYAAEiIOU PHAPKETIVYK. H TIuR diadpaparTicel
OoNMavTIKO POAO KAl OTIC KOTAVOAWTIKEG ayopég, OAAG ouvhBwg pévo akpid
KatavaAwTiKA ayabd - OTTwg auToKivnTa 1 akivnta - UttokevTal o€ diatrpaypareuan. O
Hart (1994) umrooTtnpiler 611 n TIHOAGynon Teivel va eival OlOQOPETIKA HE Aiyoug
BiounxavikoUG ayopacTEC TTOU aKOAouBouv TIG TIWEG KaTaAdyou Avauévouv va
OlOTTPAYHATEUTOUV.
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6.10 'EAeyxog

O Simkin (2000) Atéer Om dev UTTAPXOUV ETTIXEIPNOIAKOI €Aeyxol w¢ Pdaon yia Tov
TIONITIONO TTPOCAVATOANICUEVO OTIC TTWAACEIC TTOU €ival €YYEVAG OTIGC TTEPICOOTEPES
Biounxavikéc eTalpeiec  yia  va  OlIAC@AANIOTEl N QTTOTEAECMATIKT)  €QAPUOYN TNG
0paoTNEIOTNTAG PAPKETIVYK. MapdAAnAa emonuaivel 611 n dpaocTnpIoTnTa PAPKETIVYK
cival repiocdTepo ad hoc, BpaxutTpdBeoun Kal TOKTIKA, avTi va ouvexi¢etal n dnuioupyia
MAPKAG 1 va EKTEAOUVTAI HOKPOTTPOBECUEG OUOTACEIG OXEDIOU HAPKETIVYK.

2TIG KATAVAAWTIKEG ayopég, BiveTal EUpach aTnV OIKOOOKNON EUTTOPIKWY CNUATWY WOTE
va OlagOopPOTTIoIoUVTal T TTPOIOVTA MIOG €TAIPEiag atrd TOUG avTAYWVICTEG TNG Kal
UTTAPXOUV HOKPOTTPOBeCa OXESIO UAPKETIVYK.

6.11 AlaroMITiIoMIKEG Alarpaypateloelg peTau EmixeipRoswv Biopnxavikwyv
MpoidvTtwyv Kail Emyeipioeswv KaravaAwTtikwy Mpoidviwyv

AutOé 1O CATNPO Oev QVTIUETWTTIOTNKE atmd TOov Simkin (2000) oto dpbpo Tou "To
MAPKETIVYK €ival JAPKETIVYK - iowg!" kai o1 Xie kal Boggs (2006) £deicav 6T uttdpXouv
O1a@OopEC METAEU Twv BUO eTaIPEIWY 60OV APOPd TIG DIATTOMITIONIKES BIOTTPAYUATEUCEIG.
O1 Xie kal Boggs (2006) emonuaivouv 0TI "ol €TTIXEIPACEIS KATAVAAWTIKWY TTPOIOVTWV
€€ opliopoUu atreuBbuvovtal otV Hadik KAatavaAwTik) ayopd, ol OIaTTPayHaTEUCEIS
ouvrnBwg BeV CUVATITOVTAI PE TNV TTPWTOYEVH ayopd TOuG, ToV KaTavaAwTh. AvTiBeta, ol
dlaTTpayuaTeUOEIC Kal Ol OIOTTOAITIOUIKEG dIaTTpayuaTeUoelS PE TTapeKPOAR Ba eivail
ouvnNBwg Pe TTPOUNBEUTES 1 WEAN KavaAioU (XOovOpEUTTOPOI, €UTTOPOI AIQVIKAG) O€ Mia
TIPAYHMOTIKOTATA TTOU QVTIOTOIXEI O€ BlounXavikéG auvaAAayég. ETTimTAéov, ol eTaipeieg
KATAVOAWTIKWY TTPOIOVTWYV Eival KOAA OTNPIYUEVEG OTN CUPTTEPIPOPA TWV KATAVAAWTWV
KAl TIG QTTAITACEIS TWV TTEAATWYV KAl TEIVOUV va ouveIdNTOTTOIOUV EVOTIKTWOWG OTI OXI
OAEG Ol XWPES | Ol TTONITIOYOI OKEPTOVTAI PE TOV idI0 TPOTTO Kal OTI ol ouuBdoclg o€
MEPIKEG XWpPeG Oev gival TO TEAIKO atToTEAEOUA, aAAG pdvo éva onueio ekkivnong (Xie et
al, 2006)

2Ta OTTOTEAECOUATA TOUG, Ol ETTIXEIPNOEIC BIOKNXAVIKWY TTPOIOVTWY €ixav TTEPICCOTEPA
MEAN OTN JIOTTPAYUATEUTIKA OMAdA TOUG, TEIVOVTAG va €XOUV HEYAAUTEPN OUVOAIKN
XPOVIKA TTEPiod0o eUTTAOKNG 0€ SIOTTONITIOUIKEG SlaTTpaypaTeUoelg (3,3 uiveg Evavt 1,25
MNVWYV), €vW €ETTiONG TEIiVOUV VA A@IEPWVOUV TTEPIOCCOTEPO XPOVO OTnV  TIPO-
OIOTTPAYHATEUCH, OTNV XPAON METAPPACTWY, KAl TTOMITIOTIKWY KOI ETTIXEIPNMOATIKWY
gUTTEIPOYVWHOVWY OTN dladikacia evnUEPWONG TOUG a€ TTOAU peyaAUTeEPO Babud aTr O,
Tl Ol ETAIPEIEG KATAVAAWTIKWYV TTPOIOVTWV.

6.12 Opiopoi Tou Marketing

AapBavovtag utrown Toug d1dgopous oplouous TNG Auepikavikng Evwong MApKeTIVYK,
Tou lvoTitoutou MdapkeTivyk Tou Hvwuévou BaaolAegiou, Tou Peter Drucker, o Simkin
(2000) etreorjuave oplopéva KOIVa BEéuaTta OTOUG TTEPICOOTEPOUC OPICHOUC TOU
MApPKeTIVYK. QOTOCO, TTOAU ONUAVTIKEG TITUXEG OTTWG N dnuioupyia PakpoxpoOviwv
OX€0EWV, N AVATITUEN MIOG avWTEPNS TTPOCPOPACS, N TTPORAEWN Kal O EVTOTTIONOS TWV
MEAAOVTIKWV aVAYKWYV, N IKOVOTTOINGCN TWV ECWTEPIKWY AVAYKWY TNG opyavwong Trpiv
a1Td TNV KUKAOQOpPIa OTOUG KOTAVOAWTEG, OTPATNYIKEG TToUu Ba Toug BonBroouv va
QVTIMETWTTIOOUV TO TAPAXWOES TTEPIBAAAOV.

O1 Coviello kai Brodie (2001) ToviCouv 611 onuavTIKEG aAAayEC €xouv €TTEABEI TOOO OTO
TEPIBAAANOV TOU PHAPKETIVYK OGO Kal OTNV ETTIXEIPNUATIKI opyavwan. O1 ayopég gival o
TTAYKOOMIEG KAl TEXVOAOYIKA TTOAUTTAOKEG, O QVTAYWVIOPOG €ival TTio €viovog, Ol
QYyOPOaOTEG €ival TTIO ATTAITNTIKOI KAl 0OQWS TO akadnuaikod Kal dIeuBUVTIKO evilapépov
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eCehixbnke TEpa amd Tn OTEVA €0TiOON OTIC AYOPEG KATAVOAWTIKWY ayabwv. H
METATOTTION TOU MAPKETIVYK @aiveTal va odnyei oTn dnuioupyia HOKPOTTPOBECUWY
OX£0EWV OXI JOVO pE TOUG TTEAATEG OAAG Kal PE AAAOUG evOIOPEPOUEVOI QOPEIG TNG
ETAIPEING.

O Doyle (2000) trpoTeivel 0TI TO JAPKETIVYK Eival n dladikaoia dIaxeipIong TTOU ETTIOIWKEI
VO MEYIOTOTTOINCEI TIG ATTOOOOEIC OTOUG METOXOUG dNUIOUPYWVTAS €Va QVTAYWVIOTIKO
TTAEOVEKTNUA OTNV TTOPOXI, TNV ETTIKOIVWVIA Kal TNV TTapoxn agiag oToug TTEAATEG,
QvaTITUOOOVTOG £TO1 HAKPOTTPOBECUESG OXETEIG Madi TOUG.

O Gronroos (1991, oeA. 8) opiCel 6T TO PAPKETIVVK w¢ "diadikaoia avayvwpiong,
ouoTaong, dlatpnong kKai evioxuong (kair 6tav eivalr amapaitnto, Kal TEPPATIONOU)
OX€0EwV ME TTEAATEC KAl GANOUG evdIa@ePOPEVOUG, HE KEPOOG, auvavThBnkav. Autd
yivetal pe apoifaia avraAlayn kai ekTTAApwon uttooxéoewv ». O Morgan and Hunt
(1994, oeh. 34) opifouv TO MAPKETIVYK OXECEWV WG" ... OAEC TIC OpaCTNPIOTNTES
MAPKETIVYK TTOU ATTOOKOTTOUV OTnVv €dpaiwaon, avamTtuén kKal dlatApnon €mMITUXNPEVWY
oxéoewv avtaAAayng. "Hutt and Speh , 2. 32), gival 611 «n diaxeipion ox€o0ewv ATTOTEAEI
TNV KOPdIA TOU EUTTOPIKOU MAPKETIVYK». AUTO onuaivel 0TI otroladntrote oulntnon f
€CETOON TWV TTPAKTIKWY PAPKETIVYK TTOU OUYKPIVOUV TIG ETTIXEIPACEIS TWV KATAVOAWTWV
Kal Twv B2B Ba Trpétrel va etmekTabei Tépa amd 1o ATTAO HUOVTEAO WAPKETIVYK TTOU
emkpartei otn BiBAloypagia, Na evOWNATWOEI JIA TTIO OXECIOKH ATTOWN TOU JAPKETIVYK.
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7. ZYNOWH - ZYMIMNEPAZMATA

7.1 Zivoyn

2TNV TTaPOTTAVW MEAETN €€eTACANE KATTOIO ATTO TA XAPOKTNPEIOTIKA OUO OIOQOPETIKWV
OTTWG ATTOOEIKVUETAI Ayopwyv, QUTH TNG AIOVIKAG KAl QUTA TNG XOVOPIKAG TTWANONG
mpoidvTwyv. H BiBAloypagia av kal dixadleTal wg TTpog Tn diagopoTroinon Tou marketing
MIOG ETTIXEIPNONG AIOVIKOU EUTTOPIOU KAl MIOG XOVOPIKOU TeiVEl va KOTAAREEl OTO
OUNTTEPAOHA TTWG OXI HOVO UTTAPXEI BIa@opa OTIG dUO ayopEG aAAd atTauTeital IdlaiTepn
Tpooéyyion o€ eTTimedo marketing oe kdBe pia amd autég. Ettiong €yive avagopd o€
U0 popYég marketing, To TTAPAdOCIAKO KAl TO OXECIAKO. To oxeolakd marketing givai
auté Tou Paoiletar oTig oxéoelg, OnAadry €éva OUVOAO XAPOKTNPEIOTIKWY TTOU
XOpakTnpidouv Tn oxéon METALU TTEAATN-ETAIPIOG, KAl XPNOIMOTIOIEITAl KUPIWG OTn
XOVOpIKA TTwANON evw To marketing ye v ToPadooiokry Tou POPPH XPENOIUOTTOIEITAl
oToug TTeEAATEG AlaviknG. H PeAETn pag  €9e1ge Om Ta dUo €idn marketing dia@épouv
aképa 6oov agopd Tov Xpovikd opifovTia OToV OTToi0 avagépovTal, 0TV EAACTIKOTNTA
TNG TIMAG, OTAV TTOIOTNTA TOU TIPOIOVTOG, OTIC METPAOCEIC YIA TNV IKAVOTTOiNoNn Twv
TEAATWY, TO OUCTNUA TTANPOYOPNONG Tou, KOBWGS Kal 0To POAO TOU €0WTEPIKOU
marketing. Etriong onueiwdnke 611 n KataAAnAdTepn péBodog atrd TIg dUO MTTOPET va
eCaptdral Ox1 MOvo ammd TNV TTPOCPOPd, OAAG  eTTiong amd Tov TUTTO TOU
eEuTTNPETOUEVOU TTEAGTN KABWG Kal atrd 1o oTAdIO TOU KUKAOU (WN¢ TNG ETTIXEIPNONG.

7.2 ZupTrepdopara

Aev uttdpxel kavévag opBOg TpOTToG TTPooEyyiong 1 0pBOC OpIoHOS TOU UAPKETIVYK,
ETTOMEVWG TO PAPKETIVYK AéyeTal oTi Oev eival emoTAun. O Peter Drucker, To IvoTiTouto
MapkeTivyk Tou Hvwpévou BaoiAciou kal n Apepikavikry ‘Evwon MApkeTivyk, £€dwoav
OAOI TIG BIAPOPETIKEG ATTOYEIG TOUG YIA TO TI EiVal TO JAPKETIVYK.

QoT1600, UTTAPXOUV KOIVEG I0EEC VIO TO TI €ival TTPAYMOTIKA TO UAPKETIVYK, UE TIG TTIO
ONMAVTIKEG VA €ival N IKAVOTNTA TIG IKAVOTTOINONG TWV AVAYKWY KAl TWV ETTIBUMIWY TWV
TEAATWYV, N AvTaAAayrn TTPOIOVIWY 1 UTTNPECIWY yia TTANpwuA 1 dwped, n avaykn
dnuioupyiag evog EeXwPIOTOU TTAEOVEKTHUATOG EVAVTI TWV AVTAYWVIOTWY, O EVTOTTIONOG
EUVOIKWY EUKAIPIWV HAPKETIVYK, TTOPOI aTTd ATTOWN TOU OIKOVOMIKOU TTAEOVACUATOG KAl
KEPOWYV, WOTE VO KATAOTEI EQIKTO £va BILOCINO PHEAAOV yIa TNV opydavwaon, atrodOoTIKY Kal
OTTOTEAECUATIKA XPAON TWV TTOPWV YIa TN PeEyIoToTToiNOon TNG B€ong otnv ayopd Tng
EMXEipNONG Kal n oTOxeuon OTnvV augnon Tou MepIdiou ayopdg TnG ETAIpEiag o€
KaBopIoPEVEG aYOPEG-OTOXOUG.

MNa va éxel éva Biwaoiuyo PEANOV, pia eTalpeia TTPETTEI VO ETTWQPEANBEI aTTd TIC CWOTEG
EUKQIPIEG KOI VO OTOXEUOEI TOUG OWOTOUG KATAVOAWTES VIO TO CUYKEKPIPEVO TTPOIOV KAl
va dwaoel Jia TTPOoPOoPa HAPKETIVYK TTOU va TG Oivel éva TTAEOVEKTNHA EVavTl TwV
QVTaYWVIOTWV TNG. AUuTO Ba €XEl WG ATTOTEAECHA TNV IKAVOTTOINON TOou TrEAATN,
OUVETTWG, augnan Tou uepidiou ayopdg Kal TNG Kepdoopias. QoTdoo, €dv pia eTalpeia
oev TTapdyel €va TTPOoIOV TTOU va KAAUTITEI TNV avdAyKn Kal TIG ETTIOUMIES TwV TTEAATWYV TNG
Kal Oev €EETALEI CUVEXWG TO TTEPIBAAAOV JAPKETIVYK OTO OTTOIO AEITOUPYEIL, N €TTIXEIPNON,
Ba aTroTUXEL.

Ev katakAgidl, av ol €TTIXEIpAoeIg eV avaTTTuEouv pia d1adikaaoia, Pia KOUATOUPO Kal JIa
ocIpd ETTIXEIPNOIOKWY OIAdIKACIWY YIA VA KAVOUV TTPAYHUOTIKA TO UAPKETIVYK, TOTE QUTOI
Ol OPIOMOI MAPKETIVYK Oev €XOuv vonua. AEyetal OTI Ol TTEPICCOTEPEG MEYAAEG
eTIXeIpnoelg Tou Hvwpévou BaolAgiou epapudlouv Twpa Tn dIadIKACIa JAPKETIVYK OTAV
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TTPAYMOTOTTOIOUV MIO EKTIUNON €UKAIPIOG OTNV ayopd, TUNUATOTTOINON TNG ayopdg Kal
oTOXEUON 1 OXEBIOOPO ayopds, ouvhBwg Kavouv pia diadikaoia oTpatnyikig avaAuong
TTPOYPANMATWY.

Opiopéva epwTAPOTA AVOKUTITOUV OXETIKA ME TOV TPOTTO MWE TOV OTTOIO TTPETTEI VA
e€nNynBei 10 PAPKETIVYK, dnAad HE TN dIAPNOPPWON €vOG KaBopIoUEVOU OTOXOU TTOU
TiBeTan 0¢ epappoy péow NG dladikaciog avadAuong Twv ayopwy, TNG OTPATNYIKAG
AN ammodoewy, TwV TTPOYPAUPATWY TAKTIKOU UiyUaTOG MAPKETIVYK KAl TEAIKA PHECW
TNG EQAPMOYNAG Kal TOU €AEyXOU. YTTAPXOUV BIAQOPEG OTIC £ENYNOEIC OXETIKA ME TNV
QYOPOOTIKI) CUMPTTEPIPOPA (TOCO OTOV KATAVAAWTH OCO Kal OTIG ETTIXEIPACEIS) A €ival ol
eNAYI0TEG TTAPOAAQYEG KAl UTTAPXEI KATTOIOG TPOTTOG VO TTEPIYPOPEI KAl VO XAPAKTNPIOTEI
TTOI0 €ival TO TTPAYHUATIKO MAPKETIVYK Kol €AV Ol BIOUNXAVIKEG QAYOPEC TTPETTEI va
atraitjoouv TN OIKA Toug 10€a PAPKETIVYK OTaV aoXOAoUVTAl WE TIG ETTIXEIPNMOATIKES
QYOpEG.

AuTéc eival O epwTrOEIC TTOU aTracxOAncav Tnv Ttrapouca HeAETN. O OuvTtdKTNG
KATOAAYEl OTO OCUMPTTEPACHA OTI TO WAPKETIVYK €ival TTPAyUAT PAPKETIVYK, €XOVTAG
KOIvoUG OTOXOoUG, OlodIKaOieG Kal gpyaAcia, avegdptnta amd Tnv &v AOyw ayopd.
QoT600, 01 ATTOYEIG TTOU BIATUTTWVOVTAI ATTO AAAOUG ava@EPOUV OTI UTTAPYXOUV dIOPOPES
OTO PAPKETIVYK KOl ETTOPEVWG N EQAPUOYI TOU PMAPKETIVYK TTPETTEI VA AVTIMETWITIOTE PE
OIAPOPETIKO TPOTTO OGOV APOPA TO HAPKETIVYK PETAEU ETTIXEIPACEWY, TIG AYOPEG-OTOXOUG
Kal TOUG idI0UG TOUG BIAXEIPIOTEG HAPKETIVYK.

O1 Fern kair Brown (1984) kataAflyouv OTO CUPTTEPACHA OTI «OEV UTTAPXEI ONUAVTIKA
d1a@opA METAEU TOU BIOUNXAVIKO PAPKETIVYK KOl TOU PAPKETIVYK TWV KATAVOAWTWY Kal
ot gival AdBog va Ta diagopoTroifjoouper. O Cooke (1986) diagpwvei Kal dnAwvel 0TI dev
gival €@IKTG va TroUpe OTI TO PIOPNXAVIKO MAPKETIVYK Kal TO MAPKETIVYK  TWV
KatavaAwTtwy gival 1o idlo. ETriong, dev eival peaMioTIKO va uttoBécoupe OTI o1 idIEg
OTPATNYIKEG MAPKETIVYK MTTOPOUV VA XPNnoIhoTtroinBolv yia KatavaAwTika kol B2B
TTPOIOVTOY.

O Wind (2006) utroypapuicel 0TI Ol YPAPPEG METOEU ETTIXEIPNUATIKWY KAl KATAVOAWTIKWV
ayopwyv dlaTapdooovTal PE TTEVTE ONUAVTIKOUG TPOTTOUG: «H ouykAion Twv ayopwv B2B
kai B2C pe yvwpova Ttnv avdamrtuén tou AIadIKTUOU Kal Tnv Aavodo TwvV HIKPWV
EMXEIPNOEWY, ME TNV aAAoiwon Twv aAucidwv aiag péow outsourcing kKal GAAwWV
OXE0EWV TTOU ETTITPETTOUV OTA IKTUA ETTIXEIPNONG VO KAVOUV O, TI KATTOTE YIVOTAV EVTOG
TNG ETTIXEIPNONG, ME TOV OTTOKAEIONO TWV OXECEWV UE TOUG TTEAATEG, KOBWG OI TTEAATEG
KaAOUVTAl VA CUPHETAOXOUV OTIG OdladIkaoieg oxedlaouol kal Trapddoong, HME TO
«BO0AwpPa» TWV AcIToupylwy €vTOC TNG ETTIXEIPNONG KOBWGS Ol EUTTOPIKEG Kal GAAEG
AeiIToupyieg givar 1o oAokAnpwpuéveg péow Tou EDI kal GAAwvV cuoTnudTwy, Kabwg Kal
N B0AOTNTA TWV TIPOIOVTWY, TWV UTTNPECIWV KOl TNG TTEAATEIOKNG €EPTTEIPIAC, TTOU
METOKIVOUVTAI aTTO I «BlounXaviKA» BAcn o€ hia Kolvwvia TTou BacileTal oTn yvwaon».

Ta teAeuTaia xpoévia TTapaTnEoUUE MIa EVTovh avAykn TwV ETTIXEIPAOEWY va TTANGIAo0oUV
aKOUA TTEPICCATEPO TOV KATAVOAWTH YE OTOXO MIa one-to-one oxéon, TTPpdyua TToU TEiVEl
va eTMITEUXOEi OTIC ayopég TIG XovOpPIKAG (Smallbone 1967).

O Lilien (1987) utrooTtnpicel 611 o1 B2B ayopég cival povadikég e¢aitiag Tou KEPOOUG TTOU
BéAouv va €£xouv KaBWC Kal TOUG PEYOAUTEPOUG KUKAOUG Epyaciwy Yia KABe treAdrn. O
Lilien xapaktnpidel Toug TTEAATEG XOVOPIKNG OAV ETEPOYEVEIC OCOV aPopd Tov apiBuod
TOUG, TO PEYEBDOG TOUG Kal QUOIKA TwV apIBPd Twv atéPwy TToU atro@acifouv yia Kabe
évav atrd auTtoug (ouuBouAia). O Webster (1978) diagopotroliei To marketing Twv B2B
€0TIACOVTOG OTA XAPOKTNPIOTIKA TNG TTOAUTTAOKOTNTOG TwV TTPOIOVTWY KaBWS Kal oTnv
TTOAUTTAOKOTNTA TNG ayopaoTiKAg diadikaciag. Mo mpdopara, o Gruen (1995) kai ol
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Haekansson kai Shehota (1995) cup@wvouv 0TI To €TTIXEIPNOIAKO marketing odnyeital
a1Td OXEOEIC. ZXEOEIG JE povadikr dopr Kal 1I8IaiTEPa XapakTnPIoTIKA. [a TTapddelyua,
Ol OXEOEIG PETAEU ETTIXEIPNOEWV OIOPEPOUV ATTO QUTEG UE TOUG TTEAATEG WG TTPOG TN
OUVEXEIA TOUG, TNV TTOAUTTAOKOTNTA TOUG, T CUMMETPIA KAl TNV aveTTIonuéTnTA Toug. Tnv
idla armmown ouppepifetar kar o Cooke (1986), umrooTtnpifovrag OTI dev OTTOTEAEI
PEOAIOTIKO OEVAPIO VA UTTOBECOOUME OTI PTTOPOUME VA XPNOIMOTTOINCOUME TIG idIEG
marketing TEXVIKEG yia TTpoidvTa AlAVIKAG Kal TTpoidvTa B2B, kATl Tapouoio dnAadr pe
Tnv mpoétacn tou Webster, 61 efaitiag tTng mToAuttAokdtnTag Twv B2B ayopwv n
TIPOCEYYION TTPETTEI VA €ival DIAQOPETIKA aTTd QUTH OTIC AIQVIKES TTWANCEIC.

Mpogavwg, o1 TTapaTTdvw aTTOYEIG €ival ApKETA dIOdEDOUEVES TTAPA TNV TTPOTACH TWV
Fern kai Brown (1984) ouUpowva pe Tnv oTmoiad AuTtdG O OIOXWPICHOS €ival
adIKaAIOAOYNTOG, eV XapakTtnpietar  ammd  évav  aplBud  amd  aduvauieg
oupTTEPIAaUBavopévou TNG EAAEIYNG EUTTEIPIKAG UTTOO TR PIENG.

EmmAéov, o1 Jackson kai Cooper (1988) trapatipnoav 611 av Kai ol dlIapopEG oTNV
QYOPOOTIKI) CUUTTEPIPOPA TWV TTEAATWV KOl TWV ETTIXEIPAOEWV Eival YEVIKA ATTOOEKTEG
KAl KaTavonTég, TO idI0 dev UTTOPEl va €1Immwdei yia dlagopEéG oTNV TTPOCEYYIon atro
TTAeUpAg marketing. 2Tnv TTPAEN, NTTOPOUUE va Bpouue AlyoTepeg atmd Oéka (10) pueAETEG
0l oTT0ieG €EETATOUV TO BIAXWPICHO AUTO BACN EUTTEIPIKWY OEBOUEVWV. O1 JEAETEG QUTEG
ava@EépovTal 0e BEuaTa OXETIKA PE TO POAO | TO XOPAKTNPIOTIKA TOU YEVIKOTEPOU
marketing, Tng dla@ruIong, Tou idIOU TOU TTPOIOVTOG KABWGS Kal oTa TTPORAAMATA TTOU
dnUIoUpPYyoUVTal, OTIG OTPATNYIKEG TWV ETTIXEIPHOEWV KABWGS KAl TNV ouvAPTNON €PEUVAG
ToUu marketing.

Mia ypriyopn avayvwon auTwVv TwV PEAETWY OTTOKAAUTITEI OTI JOVO AiyeG ATTO QUTEQ
utrooTnpifouv 10 SIaXWPICUO WETALU atrAou katavoAwTtrh kal B2B. AuTég o1 PeAETEG
€0eIEav TIG DIAPOPEG OTN GUON KAl OTNV ETTIOPACN TOU TTPOCAVATOAICHOU TNG ayopdg
METOEU TTEAQTWV KOl EUTTOPIKWYV ETaIpIWV (Parasuraman kai dAAor 1983, Avlonitis kai
Gounaris 1997), To poAo Tou product manager (Cummings kai GAAol 1984), kabwg Kai
NG BIOPATIKOTNTAG MIOG CWOTAG ouvapTnong €peuvag TG ayopdg (Deshpande kai
Zaltman, 1987). AvTiBeTa, PEPIKEG EPYATIES ATTETUXAV VO UTTOOTNPIEOUV TOV TTAPATTAVW
dlaxwpiopd (Andrus kar Norvell 1990, Turley kai Kelley 1997), evw Ta AeTTTouepn
QTTOTEAECHATA KATTOIWV GAAWY TTPOCQPEPOUV UEPIKI UTTOOTAPIEN OTO dlaxwpeloud, TTapd
TO CUMTTEpacHA OTI UTTdpXouv dlo@opég avdaueoa oto Alavikd kal To B2B marketing
(Kelly kai Hise 1979, Zeithaml ka1 dAAo1 1985, Dawes kai Patterson 1988).

Me dedopéva Ta TTAPATTAVW ATTOTEAETHATA, TO OAOEVA UEYOAUTEPO EVOIQPEPOV ATTO TOUG
Fern ka1 Brawn (1984) ava@opik@ Pe TNV EAAEIPN EUTTEIPIKWY OTOIXEIWV QAVNKE VA EXEI
MIa AoyikA Baon oTo OTI N uploTAuevn BIBAIoypagia eu@avifel JIKTA aTTOTEAECUATA KAl
MAAIOTO PETA aTTO MIKPO aplOud peAeTwyv. EMITTAEOV, OI TTEPICOOTEPEG ATTO AUTEG TIG
MEAETEG €ival AON TTAAIEG Kal DEV QVTIKATOTITPICOUV TIG OUYXPOVES TTPAKTIKEG.

evikoTepa, N ammoywn o1 To marketing yia Tov TTeAdTN AlAVIKAG atrd TN I KAl YIO TNV
emxeipnon xovopIkKNS atrd Tnv AAAn eival e¢apxng diapopeTikd, deixvel va Baailetal o€
TTOAU 10XUPA Kal AOyIKG €TTIXEIPrMATA. Ta eTTiXEIpuaTa autd TTponRABav atmd Tn YeVIKN
Bewpnaon OTI N CUUTTEPIPOPA TOU KATAVOAWTA Kal TOU XOVOPEUTTOPOU gival SIAPOPETIKN
Kal auto Poiddel va €xel odnyrnaoel 0To CUPTTEPAca OTi ol péBodol marketing Tou atrAou
TTEAATN Ba TTPETTEN va gival SIOQOPETIKES aTTO QUTES TOU TTEAATN XOVOPIKAGS. QOTO00, aTTd
TIG AiYEG EPTTEIPIKEG MEAETEG TTOU €XOUME OTA XépIa Pag, povo Twv Andrus kai Norvell
(1990) oucIaOTIKA ETTIKEVTPWVETAI OTIG TTPOKTIKEG marketing Kal Ta aTTOTEAEOUATA TOUG
KaBapd au@iofntolv Tov dlaxwplopd TTEAATN Alavikig/B2B avakoAuTtrTovriag upovov
Aiveg  dlapopéc avdapeoa otnv  aviiAnwn Twv  OIOIKNTIKWY  OTEAEXWV yia TN
dlagopoTtroinon avapeoa oToug dUO TUTTOUG TTEAATWY KAl TNV QVTIMETWITION TOUG, O€
etriredo marketing, ammd Tnv TaIpia 0TNV OTTOIA AVAKOUV.
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EmimrAéov, o1 TTEpIcoOTEPEG ATTO TIG UTTAPYXOUOCEG EUTTEIPIKEG PEAETEG, BaailovTal OTO TI
Ba utropouce va BewpnBei oav «TTapadociokf» amoywn yia To marketing, yia xapn Tou
€VVOIOAOYIKOU Kal avaAuTikoU Toug TTAaigiou. AnAadr, Ta CUPTTEPACUATA TOUG £XOUV
BaoioTei oe dedopéva Ta oTToia £€XOUV TTAPAXOE KAl €LETAOTEI OTA TTAQICIO TOU WPIKTOU
MovTéAou marketing oTo o1T0i0 01 HETARANTEC TOU TTPOIOVTOG, TNG TIWAG, TNS SIAQANIONS
Kal TNG dIaVONG eAEyxovTal KATAANAQ Pe OKOTTO va EAKUOUV TTEAGTEG KAl VA TTAPAyouv
Kavoupyieg ouvalhayéc. H €ugaon auth eivalr avapevopevn dedOUEVOU TNG KOIVAG
atrodoxAG Tou povtéAou marketing Tov Tecodpwv P kai otn BiBAioypagia katd tnv
TTEPIOdO TTOU £yIvav AUTEG Ol MEAETEG.

AuTté TTOU Ba TTPETTEI VO KPATAOOUUE, WOTAOO, €ival OTI N EUTTEIPIKA £pEuva TTAVW OTO
OlaXwpIoud Twv dU0 hovTEAWY, BacioTnke g€ £va HOVTEAO TTOU EUQAVICTNKE T OEKAETIA
Tou 50°. Tnv €TTOXN €KEiVN, TO ETTIXEIPNOIAKO TTEPIBAAAOV NATAV OPKETA BIAPOPETIKO,
EPEUVWVTAG KUPIWG TIG TTPOKTIKEG MEYAAWV TTPOUNBEUTWYV ayaBwyv Ot PalIKEG ayopEG.
2AMEPA, WOTOOO, £XOUV Yivel ueyAAeG aAAayEG Kal attd Tnv TTAeupd Tou marketing aAAG
Kal atrd TNV TTAEUpd Twv eTTiXelprioewyv. O ayopég €Xouv TTia TTAYKOOMIOTTOINBEI, O
QVTAYWVIONOG €XEI EVTOBEI, OI ayopaoTEG £XOUV TTEPICTOTEPESG ATTAITHOEIC KAl £TO1 TO
aKadNuaiké Kal SIoIKNTIKG evolapépov €xel e€eAiXBei TTEpa aTTd HIa ATTAR €0TiAON OTIG
ayopéC KatavaoAwTikwy ayabwv. Towg Oxi avardvrexa, autrp n aAAayrp OopnAg
OuUVvOOEUTNKE ATTO PIa aAAQyH OTOV TPOTTO UE TOV OTTOI0 OPYAVWVETAI KAl EQAPUOLETAl TO
marketing (Morgan kair Hunt, 1994), kai auté pe Tn Oe€lpd TOU TAPOAKOUVNOE TOV
TTapadooiakd TpOTTo OKEWNG.

‘Evag véog TpOTTOG oKEWNG Apxloe va epgavifetal (Kotler 1992, Webster 1992) o otroiog
OUMQWVEI OTI €ival TTI0 oNUAVTIKG va ETTIKEVTPWOOUUE oTnV €¢ENIEN Kal T dloiknon Twv
«oxéoewvy. TETOIEG OXEOEIC MTTOPED va eKTEivovTal KAl TTEPAV ATTO TOUG TEAIKOUG
KatavaAwTéSG Kal va TrepIAauBdavouy TTpounBeuTEG, evOIANETO KAVAAIQ Kal pia PEYAAN
TToIKIAia atré d1-ayopikr] etmkoivwyvia (Webster 1992, Morgan kai Hunt 1994, Gronroos
1994). Zuppwva pe Toug Sheth kair dANoi (1988), 10 evdiapépov Kal n EUQacn OTIC
ox£0¢€IG gival TTOAU TTIBavo va eTTavaTTpoadlopicouv To oUyxpovo marketing.

O ouykekpIéVOg TPOTTOG OKEWNG €ival KOIVA yVwOoTOG oav TO0 «marketing Twv oxéoewv»
EVW €vag eUpEwg d1adeOOUEVOS OPIoHOG dOBNKe atrd Tov Gronroos (1991, oeA 8): «To
marketing €ivai n diladikacia avayvwpiong, dnuioupyiag, diathpnong Kal BeATiwong (kai
OTavV ATTAITEITAI TEPUATIOPOU) TWV OXECEWV UE TTEAATEG, VIO KATTOI0O OQEAOG, YE OKOTTO
TNV OUUTITWON OTOXWV a1Td OAEG TIG TTAEUpPEG. AuTd eival duvatov va eTTITEUXOEi e
auoifaia avtaAlayr Kai EKTTAPWAT TWV UTTOOXECEWV.

Mapdpola, ol Morgan kai Hunt (1994, oeh 34) 6pioav 10 oxeolakd marketing wg: ... OAeg
ol dpaoTnpPIOTNTEG Marketing o1 o1roieg €xouv OTOXO TNV eykaBidpuon, Tnv €C¢EAIEN Kal
TNV diatipnon emTuxnuévwy apolfaiwv oxéoewv. Eival n oxeolakn didotaon Ttwv
QyopwyV TTOU XPNOIKOTTOINBNKE EUPEWG yia va diagopoTroifjoel To B2B marketing atrd 10
marketing Tou ammAou teAdrn (Webster 1978, Ford 1980) kai 6TTwg TTapatnpouv Kal ol
Hutt kai Speh (1998, oeA 32) «10 OXEOIOKO MAVAT{PEVT aTTOTEAEI TNV KAPAIA TOU
oUyXpovou ETTIXEIPNoIakoU marketing».

YmodnAwvetal Aoimmév OTI OTTOI0OATTOTE CUYKPITIKY) oulnTnon f €¢€Taon Twv ueBodwv
marketing peTAEU TwWV amAWV KaTavoAwTwv Kal Twv B2B etaipiwv Ba mrpétrel va
ETTEKTOBEI TTEPAV aTTO MIa aTTAf PiEn Twv povTéAwv marketing TTou eTTiKpaToUV OTNV
BiBAIoypagia, €101 WOTE va TTepIAAPPBAVEl PIa TTIO OXECIAKR Oyn (relational view) Tou
marketing.

M. NikoAétog 38



Marketing si Marketing, irrespective of the product or marketplace...

ANAO®OOPEZ

[1] Aaker, David A. and Gary J. Shansby (1982), “Positioning Your Product,” Business Horizons, 25
(May-June), 56-62.

[2] Aaker, David A. and Kevin L. Keller (1990), “Consumer Evaluations of Brand Extensions,” Journal of
Marketing, 54 (January), 27-41

[3] Anderson, James C. and James A. Narus (2004), Business market management: understanding,
creating, and delivering value, 2nd edition, Upper Saddle River (NJ): Prentice Hall

[4] Ames, B.C. (1970), “"Trappings vs. substance in industrial marketing", Harvard Business Review, No.
48, July-August, pp. 93-102.

[5] Andrus, D.M. and Norvell, W. (1990), ""Marketing differences between large and small firms: a test of
the industrial/consumer dichotomy hypothesis", Akron Business and Economic Review, Vol. 21 No. 3,
pp. 81-90.

[6] Avlonitis, G.J. and Gounaris, S.P. (1997), “Marketing orientation and company performance:
industrial vs consumer goods companies", Industrial Marketing Management, Vol. 26, pp. 385-402.

[7] Bagozzi, R.P. (1975), ""Marketing as exchange", Journal of Marketing, Vol. 39, October, pp. 32-9.

[8] Bhat, Subodh and Srinivas K. Reddy (1998) “Symbolic and Functional Positioning of Brands,” Journal
of Consumer Marketing, 15 (1), 32-43.

[9] Blackwell, R. D., Miniard, P. W. & Engel, J. F. (2006). Consumer behavior. Mason: Thomson.

[10]Booms, Bernard H. and Bitner, Mary J. (1981). Marketing strategies and organization structures for
services firms. In J. H. Donnelly and W. R. George (Eds.), Marketing of services (47-51). Chicago:
American Marketing Association.

[11]Christopher, M., Payne, A. and Ballantyne, D. (1991), Relationship Marketing: Bringing Quality,
Customer Service and Marketing Together, Butterworth-Heinemann, Oxford.

[12]Cooke, E.F. (1986), ""What is business and industrial marketing?", Journal of Business and Industrial
Marketing, Vol. 1 No. 1, pp. 9-17.

[13]Coviello, N.E., Brodie, R.J. and Munro, H.J. (2000), ““An investigation of marketing practice by firm
size", Journal of Business Venturing, Vol. 15 No. 5/6, pp. 523-45.

[14]Cummings, W.T., Jackson, D.W. and Ostrom, L.L. (1984), Differences between industrial and
consumer product managers", Industrial Marketing Management, Vol. 13 No. 3, pp. 171-80

[15] Crittenden, V.L. (2005). The rebuilt marketing machine. Business Horizons, 48(5), 409- 420

[16] Comstock, B., Gulati, R. and Liguori, S. (2010). Unleashing the power of marketing. Harvard
Business Review, 88, 1800-1808

[17]Crawford, Merle C. (1985), “A New Positioning Typology,” Journal of Product Innovation
Management, 2 (December), 243-53

[18]Dawes, P.L. and Patterson, P.G. (1988), ""The performance of industrial and consumer product
managers", Industrial Marketing Management, Vol. 17 No. 1, pp. 73-84.

[19] Deshpande, R. and Zaltman, G. (1987), A comparison of factors affecting the use of marketing
information in consumer and industrial firms", Journal of Marketing Research, Vol. 24, February, pp.
114-18

[20]Ellson, Tony (2004), Culture and Positioning as Determinants of Strategy. New York: Palgrave
Macmillan.

[21]Ellwood, I. (2002) The Essential Brand Book: Over 100 techniques to increase brand value. USA:
Kogan Page Limited.

[22]Evans, Martin J., Luiz Moutinho, and W. Fred van Raaij (1996), Applied Consumer Behaviour
London: Addison-Wesley

[23]Hunt, S. D. and Lambe, C. J. (2000). Marketing's contribution to business strategy: market
orientation, relationship marketing and resource-advantage theory. International Journal of
Management Reviews, 2(1), 17-43

[24]HaEkansson, H. and Snehota, . (1995), Developing Relationships in Business Networks, Routledge,
London

[25]Hutt, Michael D., Speh, Thomas W. (2004). Business Marketing Management: A Strategic View of
Industrial and Organizational Markets (8th ed.). Thomson/South-Western

[26] Jackson, R.W. and Cooper, P.D. (1988), ""Unique aspects of marketing industrial services", Industrial
Marketing Management, Vol. 17 No. 1, pp. 111-18

[27]Felton, A. P. (1959). Making the marketing concept Work Harvard Business Review, 37(4), 55-65.

[28]Fern, E.F., and Brown, J.R., (1984) "The Industrial/Consumer Marketing Dichotomy: A Case of
Insufficient Justification", Journal of Marketing; Spring, pp 68-77.

[29]Ford, D. (1980), “"The development of buyer-seller relationships in industrial markets", European
Journal of Marketing, Vol. 14 No. 5/6, pp. 339-53.

[30]Ford D, Berthon P, Brown S., Gadde L.E., Hakansson H., Naude P., Titter T. and Snehota I., (2002),
The Business Marketing Course, Wiley, Chichester

M. NikoAétog 39



Marketing si Marketing, irrespective of the product or marketplace...

[31] Gabbott, M. & Hogg, G. (1998) Consumers and services. Chichester: John Wiley & Sons.

[32] Gronroos, C. (2006). On defining marketing: Finding a new road map for marketing. Marketing
Theory, 6(4), 395-417

[33] Gronroos, Christian. (2008) "Adopting a service logic for marketing." Marketing theory 6.3 317-333

[34]Gruen, T.W. (1995), "' The outcome set of relationship marketing in consumer markets", International
Business Review, Vol. 4 No. 4, pp. 447-69.

[35] Gummesson, Evert. (2002) "Relationship Marketing in the New Economy" Journal of Relationship
Marketing 1.1 37-57

[36]Kelly, J.P. and Hise, R.T. (1979), “"Industrial and consumer goods product managers are different",
Industrial Marketing Management, Vol. 8 No. 4, pp. 325-32.

[37]Keller, Kevin L. (2003) Strategic Brand Management. 2nd ed. New Jersey: Prentice Hall.

[38] Kotler. P. (2003). Marketing Management USA: Courier-Westford

[39]Kotler, P. and Levy, S. J. (1969). Broadening the concept of marketing Journal of Marketing, 33(1),
10-15.

[40]Kotler, P., Armstrong, G., Wong, V. and Saunders, J. (2008) Principles of marketing (5th European
Edition) Harlow: Pearson Education Limited.

[41]Kotler, P. and Keller, K. L. (2012) Marketing management (14th Global Edition) Harlow, Essex:
Person Education Limited.

[42]Kotler, Philip, Waldemar Pfoertsch and Ines Michi (2006) B2B brand management. New York:
Springer

[43]Krasnikov, A. and Jayachandran, S. (2008) The relative impact of marketing, researchand-
development, and operations capabilities on firm performance. Journal of Marketing, 72(4), 1-11.

[44]Lauterborn, R. (1990). New marketing litany: four Ps passé; C-words take over. Advertising age,
61(41)

[45] Levitt, T. (1960). Marketing myopia Harvard Business Review, 38(4), 45-56

[46] Levitt, T. (1969). The marketing mode New York: McGraw-Hill Book Company

[47]Luck, D. (1969). Broadening the concept of marketing - too far Journal of Marketing, 33(3), 53-54.

[48]Levy, S. J. and Kotler, P. (1969) Beyond marketing: The furthering concept.California Management
Review, 12 (2), 67-73

[49]Lilien, G.L. (1987), “'Business marketing: present and future", Industrial Marketing and Purchasing,
Vol. 2 No. 3, pp. 3-21.

[50]Lilien, Garry L. and Arvind Rangaswamy (2003), Marketing Engineering, 2nd ed. New Jersey:
Prentice Hall

[51]Myers, James H. (1996), Segmentation and Positioning for Strategic Marketing Decisions. Chicago:
American Marketing Association

[52] McCarthy, E. J. (1960). Basic marketing: A managerial approach. Homewood: Irwin.

[53]McNamara, C. P. (1972). The present status of the marketing concept Journal of Marketing, 36(1),
50-57.

[54]Morgan, R.M. and Hunt, S.D. (1994), “"The commitment-trust theory of relationship marketing",
Journal of Marketing, Vol. 58, July, pp. 20-38.

[55] Moorthy, S., Ratchford, B. T. & Talukdar, D. (1997). Consumer information search revisited: Theory
and empirical analysis. Journal of Consumer Research , 23 (4), 263-277.

[56] Parasuraman, A., Berry, L.L. and Zeithaml, V.A. (1983), “"Service firms need marketing skills",
Business Horizons, Vol. 26 No. 6, pp. 28-31.

[57]Porter, Michael E. (1980), Competitive Strategy: Techniques for Analysing Industry and Competitors.
New York: The Free Press.

[58]Rayport, J. F. & Jaworski, B. J. (2003). Introduction to e-commerce. New York: McGraw-Hill.

[59]Rooney, J.A. (1995) Branding: a trend for today and tomorrow. Journal of Product & Brand
Management Vol.4 (4), pp. 48-55

[60]Sheth, J.N., Gardner, D.M. and Garrett, D.E. (1988), Marketing Theory: Evolution and Evaluation,
John Wiley & Sons Inc., New York, NY.

[61] Schiffman, L. G. & Kanuk, L. (2000). Consumer behavior Upper Saddle River,NJ: Prentice Hall.

[62] Shapiro, B. (1985). Rejuvenating the marketing mix Harvard Business Review, 63(5), 28— 34.

[63]Lyndon Simkin, (2000) "Marketing is marketing — maybe!", Marketing Intelligence & Planning, Vol. 18
Issue: 3, pp.154-158

[64] Solomon, M., Bamossy, G., Askegaard, S. & Hogg, M.K. (2006). Consumer behaviour: A European
perspective. Essex: Pearson Education Limited.

[65] Star, H.S. (1989). Marketing and its discontents. Harvard Business Review, 67(6), 148- 154.

[66] Turley, LW and Kelley, S.W. (1997), “"A comparison of advertising content: business to business
versus consumer services", Journal of Advertising, Vol. 26 No. 4, pp. 39-48.

[67]Webster, F.E. (1978), "Management science in industrial marketing", Journal of Marketing,Vol. 42,
January, pp. 21-7.

M. NikoAétog 40



Marketing si Marketing, irrespective of the product or marketplace...

[68] Webster, F.E. (1992), ""The changing role of marketing in the corporation”, Journal of Marketing, Vol.
56, October, pp. 1-17.

[69]Wind, Yoram (1982), Product Policy: Concepts, Methods and Strategy. Reading: Addison Wesley.

[70]Wikstrom, Solveig. (1996) "Value creation by company-consumer interaction." Journal of Marketing
Management 12.5 359-374.

[71]Zeithaml, V., Parasuraman, A. and Berry, L.L. (1985), "Problems and strategies in services
marketing", Journal of Marketing, Vol. 49, Spring, pp. 33-46.

M. NikoAétog 41



