AALII 1

AITIOTPA®IKO AEATIO EEAMHNIAIOY MAOGHMATOX

ZvumAnpaoverat pe evdovvn tov kabe Sibaokovrog

xwptota yia kabeva amo ta e&aunviaia gpo-1 kat HETA-TTUXIAKA uabnuata

I. BAXIKA XTOIXEIA MAGHMATOX

Iavemotruo TEI AYTIKHY EAAAAAY
S0 AIOIKHZHY KAI OIKONOMIAX
Turpa AIOIKHSH ENIXEIPHEEQN
Touéag ME

‘Ovopa Si16aockovtog /

. MANATIQTHZ FTATOMATHZ / ENIKOYPOZ KA@HITHTHZ
BaBuida:

Emotmuovikn Edikevon MAPKETINIK

KwS. Ap18pog Mabrjpatog
[Ipomtuyiakd / Metamruyiakd TitAog Mabnuarog

MAPKETINTI'K XTO AIAAIKTYO — AIAXEIPIZH EXEXEQN

2-70
703 TTEAATQN (e-CRM)
E€omhiopog vmootpi&ng | Ta pabnuata mapovoiadovtal vo pHopEn SaPavelwy, oOTe Kol eival
pabnuatog: astapaitntn n xpnon Laptop & Data video projector.

Ta v vAosoinon twv epyaoctnplakol uadrpatog amatteital i xpron
Astartovpevo Aoyiopko: Sradiktvov, mpodypappa otaTionikng afloAoynong 10tooeAibwv kat m
XPNoN KATAANAOL Adoylopiko yia tnv epapuoyr) e-CRM.

I.1  TIlepwypaen / HHeprieyopuevo padrnuatog

To paBnua avaidel Tig Paoikég £vvoleg KAl TOUC OTOXOUG TOU NAEKTPOVIKOD UAPKETIVYK KAl TNV
QTOTEAEOUATIKOTEPT] TTAPAKOAOVONOT TOL JTEAATOAOYIOU TNG eTaupeiag YEow TOv peow tov e-CRM.
Avalvel OAa Ta oTolkeia 7oV YapakTnpidovy To HAPKETIVYK OTIG NAEKTPOVIKEG AYOPES KAl TAPAMNAQ
TAPEYEL TO TAQIOI0 ANYPNG OTPATNYIKG®V ATOPACE®Y, Ol OTOIEG OXETI(OVIAL HE TO HAPKETIVYK OTO
Yneuako mepifdiiov. Avaldovtal ol sapdayovieg kat kaBopidovtal ol TPOIol Kal Ol TEYXVIKEG yid TV
£YKUPT KAl KAAUTEPT €EUMNPETNOT TOU TTEAATOAOYIOU TNG £TaIpelag Pe OTOXO TNV €Eao@AMon piag
oTabepng pong VEOV EMYEIPNUATIKOV SpaoTnploTTov Sivoviag Eueaon omv TpoAnyn kal tn Avon
TPOLANUATOV TPV TNV ATTOALA TTEAATOV.

Ktpiog Exmatdevtiog toyog (Emnv EAAnvacn kat oty AyyAucn))

Ytdxog¢ TOU padnuatog eival 1 KATAVONON TWV EVVOlQV, TOU IEPIEXOUEVOV TOU TAEKTPOVIKOU
HApKeTIVYK Kot 0 kaBopiopdg tng peBodoloyiag tng amoteAeouamikOTEPNG TAPAKOAOVONONG TOV
meldatoloyiov g etaipeiag péow touv e-CRM. H yvoon tov TACewv KAl TOV JTIPOOTTIKOV TWV
NAEKTPOVIKGOV AYOPMV KA 1) CUGXETION TOUG L€ ONUAVTIKOUG OEIKTEG NAEKTPOVIKGDV SpaotnplotTwy.
H xatmyoplomoinon emyeipnuatikeov povieAwv oto Swadiktvo. H avddvon tov ywnelakov
meplfdAovtog. H peA&tn g oupmepipopag Tov NAEKTPOVIKOD KATAVAADT KAl 0 KaBoplopog tov
poAov tov wg ouvdnuiovpyov aflag. H épevva papketivyk oto diadiktvo, n uebodoloyia avamtuing
ka1 S10iknong mpoidovtog, KabBmg Kot 1 avATuEn ELITOPIKMOV EMOVULIGOV 0TO S1a81KTLAKO TEPIBAAAOV.
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H avdvon g alag g emkovoviag oto ynelako mepiBaiiov, 1 TIHOAOYNOoT 0To S1adikTuo Kat 1
Stavoun otig nAektpovikég ayopéc. H avamtuln amoteAeopaTiK®V OTPATNYIK®OV TNAEKTPOVIKOU
papketivyk. H avadAuvon twv oxéoewv Tng emiyeipnong He tov meAdT, ToV TEAATOKEVTIPIKO NG
JIPOCAVATOANIONO, TNV 1KAVOmoinon kat tn Owtpnon evxapotnuévov medatov. H  efopuln
6eSopévmv ya tov meddtn ya ) Snpovpyia Tov KATAVOA®TIKOU TIPOPIA 0¢ HEow avamtuéng tng
emyeipnong LEow véwv Spaoctnplotntwy.

Main Educational Objective

The aim of the course is the understanding of the concepts, the content of e-marketing and the
definition of the methodology of the efficient customer‘s monitoring of the company through e-CRM.
The knowledge of trends and prospects of electronic markets and the correlation with major indicators
of electronic activities. The classification business models on the internet. The analysis of the digital
environment. The study of the behavior of the electronic consumer and the definition of his role as co-
creator value. The marketing research on the Internet, the methodology development and product
management, as well as the development of trade names in the online environment. The analysis of
the value of communication in the digital environment, the pricing on the Internet and the
distribution in electronic markets. The development of effective strategic electronic marketing. The
analysis of the relationships of the company with the customer, the customer orientation, the
satisfaction and maintaining satisfied clients. The extraction data for the customer for the creation of
consumer profiles as a means of growing the business through new activities.

I.2 Mafnowakoi otoyot

e H mapoyr) CLYKEKPIUEV®VY BewPNTIKOV YVOOEMDV.

e H katavonon twv Ta0E®V KAl TV TPOOITTIKMOV TV NAEKTPOVIKMV AYOPQOV KAl T) CLOKETION TOUG
UE ONUAVTIKOUG SelkTeg NAEKTPOVIKNG SpaoTnploTnTag.

e H yv®on TV EMYEIPNUATIKOV LOVTEAWY 0TO dradiktuo.

e H avadivon tov ynerakov septaiiovrog.

e O mpoadioplopdg TV TAPAYOVINV KAl TOV EMUEPOVS OTATIOTIKOV OTOLXEIMV IOV APOP®V TO
NAEKTPOVIKO HAPKETIVYK.

o H pelétn g CULITEPLPOPAG TOV NAEKTPOVIKOD KATAVAAWTI KAl 0 KABoP1opog TOU pOAOL TOV WG
ouvdnuiovpyov a&lag.

o H peAet TV OOV TV TIAEOVEKTNUAT®MV KAl TOV TIEPLOPIOUMY TNE S1a81KTLAKN G EpeLVAS KAl O1
uEBoS01 CLAAOYTIG TPWTOYEVOV KAl SEVTEPOYEVOV OTOIXEIWV.

e H yvoon mg pebodoroyiag avammtuing veéou mpoidvtog Kal 0 kKaBoplopog Twv mTapayovIimy Tou
10 enmnpeadovv, KaBag Kat N avamtugn ELTTOPIKMY EMWVUUIOY 0TO S1adikTuako epiBariov.

e H avdivon g aglag g emkovwviag 0to Ynelako mepifariov.

e H pelém pebodwv tiporoynong oto Sadiktvo.

e H avamtuin anoteAeopaTiK®V OTPATIYIKOV NAEKTPOVIKOD HAPKETIVYK.

e H avdlvon Twv Oyéoewv TNng emyeipnong pe Tov JeEAATN, TOV JTEAATOKEVIPIKO TNG
TPOCAVATOAIOUO, TNV 1KAVOITOINoT Kal TN S1aThpnon euXaploTUEVOV TEAATMV.

e H avaivon tov poiov g otpatnyikng tov e-CRM 010 Aaiolo g euplTtepng OTPATNYIKNG TNG
ETTXEIPTOTG.

o O 7mpoodloplopog Twv mapaydviwv kal twv otadiov Snuiovpylag kat ot mpolmobeoelg evog
10XVPOV CLOTILATOG EELINPETNONG TTEAATMV.

o H £&opuvén debopévmv yia tov steAdtn yia mn Snuovpyia Tov KATavoA®TIKOD TPOoPiA wg UEoW
AVATTTUENG NG ETMIXEIPNONG HECW VEMV SpA0TNPLOTITWV.
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I. 2 learning objectives

Providing specific theoretical knowledge.

The understanding of trends and prospects of electronic markets and the correlation with
important indicators online activity.

The knowledge of business models on the internet.

The analysis of the digital environment.

Identify the factors and the individual statistics requesting the electronic marketing.

The study of the behavior of the electronic consumer and the definition of his role as co-creator
value.

The study of the types of benefits and restrictions of online research and the methods used to
collect primary and secondary data.

Knowledge of methodology development of a new product and the determination of the factors
that affect, as well as the development of trade names in the online environment.

The analysis of the value of communication in the digital environment.

Study pricing methods on the internet.

The development of effective electronic marketing strategies.

The analysis of the relationships of the company with the customer, the customer orientation,
the satisfaction and maintaining satisfied clients.

The analysis of the role of the strategy of e-CRM in the context of broader business strategy.
Identify the factors and the phases of the formation and the conditions of a strong system
customer service.

The extraction data for the customer for the creation of consumer profiles as a means of growing
the business through new activities.

Mafnowakd amoteAéopata (Etnv EAAnvikn kan otnv AyyAikn)

Me v oAOKATN pwoT| Tov pabrpatog ot gportnteg Ba eivan oe B&on va:

KOATAVOT|OOLV TIG EVVOIEG KAL TO TIEPIEYXOUEVO TOVU NAEKTPOVIKOU LAPKETIVYK KAl TN ONUAoia TG
QTOTEAEOUATIKOTEPNC TTAPAKOAOVON 0N G TOV TeEAATOAOYiOUL TG etalpeiag péow Tov e-CRM wg
HOYAOG avartTLEng Tng etalpiag.

KATAVOT|O0LV TIG TAOELS KAl TIG JIPOOIITIKEG TV NAEKTPOVIKWV AYOP®V CLOXETI(OVTAG TNG LE
ONUAVTIKOUG SEIKTEG NAEKTPOVIKGDV SpaOTnplOTTOV.

YVopidouvv Ta EMXEIPNUATIKA povTEAa oto dradiktvo.

AVOADOUV TOVG TTAPAYOVTES TOU YNPLAKOL TEPIPAAOVTOG TT0V £MISPOVV TN OTPATNYIKT TNG
ETTXEIPTOTG.

7TPO0d10pioOVV TOVG TAPAYOVTEG KA TA EMUEPOVE OTATIOTIKA OTOLYELA IOV APOPOVY TO
NAEKTPOVIKO UAPKETIVYK.

AVAADOOLV TI) CUUTTEPLPOPA TOV NAEKTPOVIKOD KATAVAAWTI) Kal va kaBopidouv o poAo ToL wg
ouvdnuiovpyov a&lag.

vAomotnoovv pia Stadiktvakn epevva.

kaBopioovv Tovg mapayovteg kat  pebodoloyia avamtuEng véou mpoildvtog Kat v avamtuén
EUITOPIKWDV EMWVUUIOV 0TO Sradiktuakod septfaiiov.

avaivoovy Vv a&la g EMKOWV®OVIAG 0To YNPLako epifAriov.

peAetnoovy tig puebodovg TiuoAdynong oto Stadiktvo.

AVATITUEOUV ATTOTEAECLATIKEG OTPATNYIKEG NAEKTPOVIKOU LAPKETIVYK.

AVOADOOLV TIG OXECELG TNG EMYELPNONG LE TOV TTEAATT), S1vOVTAg EUPAOT) OTOV TTEAATOKEVTPIKO
NG TPOCAVATOALOLO, TNV TKAVOITIOINoN KAl TN S1atrpnorn euaploTUEV®Y TEAATOV.
AVOADOOLY TO POAO NG otpatnyikrg Tov e-CRM 010 TAAio10 TG €VPLTEPNS OTPATNYIKIG TNG
ETTXEIPTOTG.

npoadlopioovv Toug mapdyovteg kal ta otadia Snuovpyiag kat Tig poiinmobeaelg evog 1oYLPOL
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oLOTNUATOG EELTNPETNONC TTEAATOV.
e Snuovpynoovy T0 KATAVAAMTIKO TIPOPIA TV TTEAATOV TOVG HEOK TNG eE0pLENG Sedopevav yia
ALTOV, WG LEG® AVATITUENG NG ETIXEIPNONG HECW VEMV SpaoTnploTTwV.

Learning outcomes
At the end of the course students will be able to:

« understand the concepts and the content of e-marketing and the importance of more effective
monitoring of the customer of the company through e-CRM as a lever of development company.

« understand the trends and the prospects of electronic markets by associating with important indicators
electronic activities.

» know their business models on the internet.

« analyze the factors of digital environment which affect the strategy of the company.
« identify the factors and the individual statistics relating to electronic marketing.

« analyze the behavior of electronic consumer and define the role of co-creator value.
« implement a Web survey.

« determine the factors and the methodology development of a new product and the development of
commercial names in online environment.

« analyze the value of communication in the digital environment.
« study pricing ways on the internet.
« develop effective electronic marketing strategies.

« analyze the relations of the company with the customer, emphasize on the consumer orientation, the
satisfaction and maintaining satisfied clients.

« analyze the role of the strategy of e-CRM in the context of broader business strategy.
« identify the factors and the otadia creation and a strong system customer service.

« create the consumer profile of their customers by means of data extracting for them, as means of
growing the business through new activities.

Avaivtikog ivakag 14 effdopuadiaiov pabnuarwv (Emyv EAAnvacn kat oty AyyAuen)

H avamtugn tov pabrjpatog ovviotatal oe dvo Srakprrovg afoveg:
A. Oswpnmkog

1. Eloaywyr) kat evvolohoyikog mpoaSlopiopog Tov NAEKTPOVIKOUD UAPKETIVYK KAl TG ONUAociag Tov
e-CRM.

Emyelpnuatikd povréda oto Sradiktvo.
Pnerakd repifaiovta kot Siktoa.
Mapketivyk oto Sadiktvo.
HAekTpovikOg KATAVAAWTIC.

Eikovikég koot teg.

"Epevva papketivyk oto dradiktuo.

Aloiknon mpoioviwv oto Sradiktvo.

I N

Avartugn epmopk®v enmvupiav oto Stadiktvo.

=
o

. Teyvikég mpofoArg oto Sadiktvo.
11. Alavoun oTig NAEKTPOVIKES AYOPES.

12. TywoAoynon oto dradiktvo.
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13
14

B

Y O o h W hd

14

B. lab

11.

12.

13.

. ZTPATNYIKEG LAPKETIVYK 0TO Sradiktvo.

. OA\kn) e€umnpetnon — Yoot pi&n nedatmv oto Stadiktvo.

. Epyaompuakog
HAektpovikd epsmoplo. Ttotyeia vAomIoinong amoTeEAEoUATIKOV 10TO0EAISwV.
KaBopiopodg avaykmv Tov TeEAAT®Y.
Aemtopepr|g oxedl1aoudg APYITEKTOVIKI|G 10TOOENSAG e OTOXO TN KAAUYN TOV AVAYK®V.
Aemtopepr|g oxedraoudg meplEXoUEVOL 10TO0ENOWV.
ITpocéAkLoN TEAATMV.
Avadvon kivnong yia my stapakoAovdnon andSoong 10tooeAiSwv.
AvaoyeSraouog — Bedtimoelg amdSoong 10T0oeAiSwv.
Xpnon NAEKTPOVIK®V UNVUUAT®V OTNV TPomONnon NAEKTPOVIKOL eumopiov.
BepueMwdeg mAaiolo, Sopkd otoryeld, Aertovpyteg alvoida afiag tov CRM. Enuaoia kat
TpovmoBE0ELS Yia eva 1oXVPO cLoTUa eEunpetnong teAatwv. O@eAn amd v BeAtioon
eELMNPETNONG TEAATOV.
. MéBodot emkovwviag kat onupacia Tovg yia tnv eEumnpetnon tov reAATr. ApaoTnPIOTNTES KAl
OLOTNUATA EEVMNPETNONG TTEAATGV.
Opyavmwor eEumNPETNOoNG — VIOOTNPIENG MEAATOV. AVTILETROIMION EPWTIOEMV, TAPATIOV®Y,
ATATHOE®V TEAATROV.
Avamnuén ovotnuatog CRM. I1poaSiopiopodg emyelpnuUaTik®y 0TOXwV. AAUOpP®OT)
TEAATOKEVTPIKI G OTPATNYIKIG.
Yxedraouog ovotuatog CRM. — Emyeipnolakog oxedraopog. [1poadiopiouog amaitoewy.
Txebraouog ovotuatog. EmAoyn texvoloyiag. Eykataotaon kat viormoinon CRM. Anutovpyia
uETpwV emidoong.
. Iapovoiaomn amoteleopudtmv epyaciag rov VAOTIOINoAV 01 0TTOVSA0TEG.

Analytical table 14 weekly courses

The development of the course consists of two distinct areas:
A. Theoretical

1. Introduction and definition of electronic marketing and the importance of e-CRM.
2. Business models on the internet.

3. Digital environments and networks.

4. Marketing on the internet.

5. Electronic consumer.

6. Virtual communities.

7. Marketing research on the internet.

8. Administration products on the internet.

9. Development of brands online.

10. Technical view on the internet.

11. Distribution in electronic markets.

12. Pricing on the internet.

13. Marketing strategies on the internet.

14. Total service - Customer Support online.

oratory

1. Electronic commerce. Implementation figures effective web pages.
2. Definition of customer needs.

3. Detailed design architecture web page in order to meet the needs.
4. Detailed planning web site content.
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5. Attract customers.

6. Traffic Analysis for the performance monitoring sites.
7. Redesign - performance enhancements web pages.

8. Use e-mail to promote electronic commerce.

9. Fundamental framework, building top values, functions value chain of CRM. Importance and
conditions for a powerful system customer service. Benefits from improved customer service.

10. Methods of communication and their importance to the customer. Activities and customer care
systems.

11. Service Organization - customer support. Dealing with questions, complaints, customer
requirements.

12. Develop CRM system. Identify business objectives. Configuring consumers strategies.

13. Design CRM system. - Business planning. Identification requirements. System design. Choice of
technology. Installation and deployment of CRM. A measure of performance.

14. Presentation of work results which have executed by students.

I3ptuata mov vA0ToLOVY CXETIKO J18aKTiko avtikeiusvo

A. I8ptpata Tprrofadiag Exnaidevong ota omroia $18aocketar 1o 1810 1) mapoporo padnpa

Y& TPOTUXLaKO eminedo 1o pdbnua otnv verotapévn Soun tov Siddoketar oe OAeg TIg OYOAEG BeTikv
EMOTNUOV KAl 08 UETATTTUXIAKA TTPOYpAUUaATa TG TprtoPadutag ekmaibevong otnv EAAGSa.

Evdeiktikd avagepovtat:

Owovouko ITavemotnuio ABnvov:
http://www.mbc.aueb.gr/images/ME OdigosSpoudon 2014-15.pdf
Mavemotjuo Mepaimg:
http://www.ode.unipi.gr/index.php/el/electfallsemester/markfall

B. ISpvpata m¢g Evpwnaikng 'Eveong ota omoia Si8aoketan 1o 1810 1] tapopolo padnua

To marketing amoteAel S18akTIKO HAONUA TTOAMGDY HETATITUXIAKGOV TTPOYPAUUATOV EEVV TTavemotnuioy
LE AVTIKEIUEVO TIC OTKOVOUTKEG, S101KNTIKEG OTTOVOEG.

e IIpomruylakda:

1. Liverpool University

(https://www.liv.ac.uk/study/undergraduate/courses/marketing-ba-hons/overview/)

e  Metamtuytaka:
1. Liverpool University

(http: //www.liv.ac.uk/study/postgraduate/taught/marketing-msc/overview/)

2. Manchester University

(http://www.manchester.ac.uk/study/masters/courses/list/02247/marketing-msc/)

1.3 EiSog MaOnuatog

E&¢ Y 0 YII
fau nv? Ynoypewtiko (Y), HOBGGP?U( ), \ \ .
Albaokaiiag Vrovoeemihc Exthovt Emotpuovikng eploxng Mabnua Kopuov (KO),

10 — 120 xP (YE‘;: VNS (EIT), Exdikevong (EIA),

, D, T'evikov I'vooewv (I'T), KatevBuvong (KA)
EAe0 Em EE
MS(PTIS S RS (0912 Avantuéng Ae€lottov (AA)
70 YE EI KA

Awaopaiion Iowotntag oty Avotatn Exnaibevon — EpotnuatoAoyto Portntwv


http://www.mbc.aueb.gr/images/ME_OdigosSpoudon_2014-15.pdf
http://www.ode.unipi.gr/index.php/el/electfallsemester/markfall
https://www.liv.ac.uk/study/undergraduate/courses/marketing-ba-hons/overview/
http://www.liv.ac.uk/study/postgraduate/taught/marketing-msc/overview/
http://www.manchester.ac.uk/study/masters/courses/list/02247/marketing-msc/

AALIIL 7

1.4 Adaokairia

Hpo[}}\snousv(?g 'stg MBaokahiag SUvolo Xpnon Epyaoia 1 IIpoodog
ava egaunvo efdopadiainv | Awdaktikég| IToAAAITATG (Nau / 'Ox)
: : Mukpéc| . WPWV Movadeg |Bifhoypagiag| Ymoypewtikn /
Awaketerg | Epyaotipla opdec AMN | §18aokahiag (Naa/'Ox) IIpoaipeTikr
42 28 -~ -~ 3+2 6 NAI IIpoarpetikn
1.5 Evnuépwon — AfioAoynon
To padnua meprrapfaveton otov | Ymtapyel iotoceAida padnpatog; "Exet yivel oto tpExov eEaunvo
0O8nyo Zmovdav; (Nar/Oy) (Na/'Ox) aloAoynon tov pabnuatog amd
SeAida avagopdg uadbnuatog AevBuvon URL toug @ortnteg; (Nai/'Ox)
NAI Y76 kataokeun NAI

II. OPrANQXH TOY MAGHMATOX

II.1 Adaxtéa 'YAn

II.1.1  TIOtTe mMpAyHATOTOONKE 1) TEAELTAIA AVATIPOOAPLOYT) / ETTLKALPOITOINOT TNG VANG TOV
pabnuartog;

TO AKAAHMAIKO ETOX 2014-15

II.1.2  Yadpyel emkaAvyn DANG Le GAAA uabniuata Kat T6g T0 avVTIUETOII(ETE;
| Aev vadpyetl emkdAuyn.

II.2 Adakuxka BonOnpata
II.2.1  Bonbruata sov Stavepovtal 0Tovg (POITNTEG Y1 TO CUYKEKPIUEVO uddnua.
1. Zwopkog Iwpyog, Towaung Iwavvng, 2004. Ztpamyikd HAektpovikd Mdapxetivyk. Exdooeig
XTAMOYAHZX

2. Apoevng Zmipog, 2011. Ixedlaouog METUXNUEVOV 10TO0EASwY. MAPKETIVYK KAl JTTWANOELG
TPOTOVIWV KA1 LTINPESIOV PEow Sradiktvov. ExSooeig KAEIAAPIOMOX

3. Dave Chaffey, 2008. Hiextpovikd Emiyepeiv kar Hlektpovikd Epmopo. Exdooeig
KAEIAAPI®OMOZX

4. Koopdtog Anuntpng, 2004. CRM: Awayeipion medatelakov — oxéoewv. Exdooeig
KAEIAAPI®OMOZX

II.2.1 Tivetan emikaipomoinon twv fondnudatwv kat pe mola diadikaoia;

Nau, ouveyng PipAloypa@ikr avaokomnon.

II.2.2 TIIo1o m0G00oTO NG S18aokOUEVNC VANG KaAUtTeTal amo ta fondnuata;
100%

II.2.3 ITapéyete mpoobet PifAloypagia mEpay Twv S1aveUOUEVOV CLYYPAUUATOV;
Nay, evéeiktikad avagpepetal

e  Bpeyomovhog Aday, 2008. Hiektpovikn Awayeipion Zxéoewv Iedatov (eCRM). ITapovoa
Kataotaon kat  Avadvopeveg Taoeig otnv EMnvikn Ayopd, ExkSooeig SIAEPHY

II.2.4 TIwgyVWOTOMOIEITE GTOVG POITNTEG TNV VAN TOL pabnuatog, toug pabnoiakoig 0ToXoug Kat Tov
TPOIO a&1oAOYN0NE TOVG;

Kata mv évapén twv didaockahiov tov padrjuatog kabmg kat oto eclass tov pabnuatog kat
TPOPOPIKA KATA TNV S1apkeld Twv padnuatwyv.
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I1.3 Emxowovia & Kafodnynon ®ovmtev / Tvvepyaoisg
I1.3.1 'ExeTte avakowmUEVEG MPES YPAPEIOL YIA CUVEPYATIA LIE TOUC (POITNTEG;
NAI

I1.3.2 Ilowg peBodevete Vv ekmaidevon Twv @ortntayv otnv epevvntikn Stadikaoia (7.x. avadnmon
xau xprjon Piphoypagiag);
Toug ekmaidevovUE VA XPTOIUOTOI0VV NAEKTPOVIKEG TINYES TANPOPOpNoNG - PitpAobnkeg, xpron g
B1BA100N kNG Touv TEI yia mepartépm Epevva.

I1.3.3 Opyavovete 0To TAAIO10 TOL HABTHATOG EKTASEVTIKEG EMOKEWELS POITNT®V / SlaheEerg
EMOTNUOVOV 1) AMEG SpaonplOTnTEG 0€ CUVEPYAOIA UE TOTTIKOUG, TTEPLPEPELAKOVC T) €BVIKOVG
KOWV@WVIKOUC, TIOAITIOTIKOUE KA TTAPAYWYIKOUS (POPEIG;

NAI

II.4 ZVUUETOYT] TOV @OLTNTG®V 0TO Hadnua

Katd v extiunon 60g, Tt 1060670 POITNTAV KOTO HEGO OPOo TapakoAovOel To BempnTikd PéEPOG Tov poduaToc;
0-20% 20-40% 40-60% | X| 60-80% 80-100% Aev

yopilw

II.5 A&oAoynon mg emdoong tmv otV 0To padnua
II.5.1  Tpomot A&loAOynong;

Znueiote otov mvake, mov akolovlel Tig uedodovs mov ypnoyomoieite yio. TV al10A0YNoN THS ATOSOGHS TWV POITHTWV GTO
OVYKEKPIUEVO UdOnua.

E&&taon ypasttn o1o TeAog Tov eEaurvou X

E&etaomn mpo@opikn 0To TeA0g TOv eEAUNVOL

IIpoodog (evdraueon eEetaon):

Kar oikov gpyaoia: X
IIpo@opikn tapovoiaon epyaociag: X
EpyaoTtn p1o 1) TpaKTikEG AOKT|OE1G: X
AMa *:

* TIeptypAyPTe GLVOITTIKA TUXOV AAAOVG TPOITOUG ASl0AOYNOTG.

IapaxolovBolvtal OAOL Ol @OITNTEG KATA TNV EKTEAEON TV epyaotnplakev 1 | NAI
TPAKTIKWV aokroewv; (Nat 1) Oxr)

Aapufavovv o1 @ormTeg CLOTNUATIKA OXOAMA (JTTPOPOPIKA T) YpasrTd) 0To pecov tou | NAI
eEaunvov; (Nat 11 Oxu).

II.5.2 Tlog Sraopaiilete ) Sragpavera otnv afloddynon g eniboong twv @ortnTmy;
Me nipdofaon 0To ypastto toug

III. YIIOAOMEZX

IIL.1 AvaOzowyun exstadevakn vrodour tov padnuarog

Awaopaiion Iowotntag oty Avotatn Exnaibevon — EpotnuatoAoyto Portntwv
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III.1.1  AiBovoeg S18aokaiiag oL XPNOIHOTOI0VVTAL YO TO CUYKEKPIUEVO Habnua:
Avagepbeite omv emdpkeia, katalnAomrta, mo0mTa TV AtBovowv kKai TOU UTOOTHPIKTIKOU
e&omAiopov kat ™ StabeoudtnTa ToUG.

Xpnoworoteitar aiBovoa tov Turuatog sov Siabétel mpofoAikd kal mANpel OAeg TG OUYXPOVEG
nipoSiaypageg.

III.1.2 EpyaoTtrpia s1ou ¥prouorolovvTal yid TO OUYKEKPIUEVO pabnua:
Avagepbeite omnv  endpkela, KATAAMNAOTTA, TOWOTNTA TWV EPYACTNPIAK®OV XWPWV, TOV
epyaomnpiakov e&omAouov kat ¢ tabeciuotnTag Tovg.

To Tunua xpnowosolel entd (7) Epyaotpia oe tpia (3) S1a@popetikd KTipld GULVOAIKNG
XWPNTIKOTNTAG Tepimov 165 Béoewv epyaoiag. Avalvtikotepa, xpnoipormotel tpia (3) Epyaotnpua
(Epyaotnpla AE-A, AE-B kat AE-T) ywpnuikotntag 20 mepimov BEoewv epyaoiag to kabéva, tpia
(3) Epyaotrpla (Epyaotpla A, A kat ET) ywpnukomtag 22, 24 kal 26 B¢oewv epyaciag kot éva (1)
Epyaotipo (Epyaotipio M) ywpnukotrag 30 Beoewv epyaciag. Ot xmpol eival 1KavosonTikoi,
Kal 4 amo ta epyactpla dtabetovv mpoPoiikd opopng pe Stadpactiko mivaka kat o eE0MAIOUOC
avtasokpivetal otig amaltnoelg dibaokaiiag kaADTTOVTAg oplakd Tig avaykeg tov Tunuatog tooo
JTO10TIKA 000 KAl TTOGOTIKA.

I11.1.3 Eivai Stabeoua ta epyaotrjpla Tov pabniuatog yia Xpron eKTOg TpoyPAUUATIOUEVOY WPMV;
Na, vtapyet o Beouog tov eAevBepov epyaotnpiov (Epyactipio ZT) to omoio eivan Stabeoipo ya
TOUG @POITNTEG YA JEPATEPW €EAOKNOT KAl XPNON TwV AOYIOHIKGV 70U S18aockovtal oTig
gpyaonplakeg ouddeg Tov pabnuatog kabwg kat yw omoladnmote  aAAn  ekmtaSevTik
Spaomplotnta.

III.1.4 ZmovSaothpia:
Avagepbeite omv emdpkela, KATAANAOTNTA, TOOTNTA TV XWOPWV, TOU €eEOMAlOUOV kai Tng
Stabeouotntag tovg.

Ynapyovv omovdaotipla oto xwpo g Bipiobrkng tov TEL emapkr kat katdAnia ota omoia
MEPAV TV TPATEQOV yia peAetn viapyovv kalt HAektpovikol Ymoloyioteg pe ouveyn Siaotvleon
oto Stadiktvo. H Biphodrikn tov TEI Avtikrig EAAaSag eivanl mpoofdaoiun otovg omovdaoteg oto

HEYAAUTEPO HEPOG TNG NUEPAS.

III.1.5 Xpnowormoteite EkmaiSevtikd Aoyliouiko kai so10; (sreptypaypte GLVOITTIKA)

Tivetar ypnomn Swadiktdov, mpoypappa OTATIOTKAS AE0AOYNONG 10T00eMSwY kal Tn Xpnon
KATAANAOU Aoy10pkoL yia v e@appoyr e-CRM.

II1.1.6  Yoapyel 1kavosto ik vioothpi&n tov padruatog ammo m BiAodnkn (BifAloypagia kat Aot
padnolakoi mopol);
NAI

I1.1.7 g kpivete ouvolikd tn StabBéoun exmtaudevtikn vodour);
Av 1 amavmon eivat apvnTiki), OXoAAOTE OUVOTTIKA TUXOV EAAENPEIS KAl KATAYPAWTE TIGC AVAYKALES
PeAtidoelg oOUPva LE T TAPATAV® KATHYOPIES.

Ikavomoin ik

II1.2 ASomroinon Teyvoroyiov ITAnpo@opikrg kalt Emikoweviev (TIIE)

II.2.1  XpnowomoloUvtar Texvohoyieg ITAnpogopikng kal Emkowveoviov ot S i8ackaiia tov
uadnuaTog KAl TWG;
Nai, ypnowomoovvrar Teyvoroyieg ITAnpogopikng kat Emkowvoviov kKatd v opa g
S18aokaAiag pe v mpofoAr| Stapaveliwv. Emiong oe opiopéveg aibBovoeg vdpyovv nAEKTPoOVIKOi
S1adpaotikol mivakeg kal ge OAOVG OYESOV TOUG XWPOUG LITAPYEL EVOUPUATH oUVEEDT e TO AlKTVLO
Yyniov Tayvtntwv tov TEL

Il1.2.2 Xpnowomolotvtal pabnotaxkd fondruata faciopéva oe TIE; (Avagépate mapadeiyuata).
OXI
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II1.2.3 XpnowomowoUvtal TIIE oty epyaocmprakn ekmaidevon; Iog;

Nai, yivetar ypnon tov Sadiktoov kat xpnoiposmoteital eEe1dikevuEvo TPOYPAUUA OTATIOTIKNG
a&loAoynong 10tooeAidwv Kal ¥pnorn katdAAniov Aoywouikoy yua tyv  e@apuoyry e-CRM. H
618aokaAia tpaypatosmoleital pe tpofoAr) diapaveiopv.

III.2.4 Xpnowomnoteite TIIE otv afloAdynon twv @ormtwv; [og;

Nai, o1 onovdaoteg afliodoyovvtar pe TIIE wg mpog v ammdKTNon YVOOEWV Kal TV avamtuén
SeC10TNTWV YPNONE TV TPOYPAULATHOV V1A TNV EMTEVEN TOV OTOX®WV TOL pabnuaTog

III.2.5 Xpnowomnoteite TIIE oty emkowvavia oag pe toug @ormteg; Img;

Nai, katapynv pe xpnon g miatpopuag eclass, peow TNg 0omolag AVAKOIVOVOVIAL OTOUG
OTOVSAO0TEG CNTAUATA IOV APOPOVV OTNV eKITAISEVOT TOVg KAl UEG® NAEKTPOVIKOU TauSpopeiov
IOV KOIVOJTOLELTAL OTOVG POITNTEG, MOTE VA LITOPOVY VA ETKOIVAOVI|OOUV HAdl Hag yia ekmaSevtika
Bépata.
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IV. ZXETATIXETIKA ETOIXEIA ®OITHTQN
IV.1 Xag KOWOIIOIEITAL KATAAOYOG TV (POLTITOV JTOV EIVAL EYYEYPALUMEVOL 6TO Hadnua ka
TOTE;
| Mg ohoxhnpwBei n Siadikacia eyypagng ka1 SnAmoewy padnudtwy. |

IV.2 ITow givaw n katavour) Badpoiroyiag kat o pécog Baduog twv gortntev tov padnuatog;
ZEeKIvoTe Qmo 1o TPEYOV €T0G. TNV meplntwon mov Sibackate to uabnua kar ta Iponyovueva £t
KQTAypawTe KAl TA OUYKPLTIKA OTOLYEIQ TWV JIPOTYOUUEV@V ETWOV

Katavoun Babuav (% @ortntav) Meéoog 6pog
Ba6Buoloyiag
"Etoc 0-3,9 4—4,9 5—5,9 6.0-6.9 7.0-8.4 | 8.5-10.0 (0Vvoro oI TeV)

2013-2014
2012-2013
2011-2012
2010-2011
2009-2010

V. HAIIOWH TQN ®OITHTON I'TA TO MAGHMA

V.1 Yrapyet Suudwacia afioloynong tov padnuarog kat mg 1i8aokaiiag amo tovg @ortnteg;
Mog e@apuodetar; Emovvayte Selyud tov oYeTkon EpeTHATOAOYIOV.

Nat. E@appodetar ota sAaiowa g yevikng aforoynong tov Tunuatog. To epwtnuatordylo
Bploketal oty £kBeon eowTepikng a&loAoynong.

V.2 Iog aflomoiovvial T WIOTEAETUATA AVTAOV TOV AE10A0YTNCEMOV;

Ta amoteAéopata autov TV aSl0AOYNOE®Y AVOADOVTIAL HE OKOMO T efaywyr] XpPNollwv
OLLITEPACUAT®Y KAl TTPOTACEWY 1oV Ba 0dnynoovv otn BeAtimwon g Aertovpyiag tov Tunuatog.
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