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‘Exovtac oAoOKANPWOEL EMLTUXWC TO Hadnua auto, Ba elote
o€ Beon va:

Eénynoete tn plhocodla Tou HAPKETLVYK, KABwWC Kal TN
OTPATNYLKN TOU onuaoia yla TG ETIXELPNOELC.
Kpivete tnv moAUTAOKN, Suvapkn Kot aBEBatn puon
TOU TEPLBAANOVTOC LAPKETLVYK KOl TIWC UITOPOUV VAL TO
a£LOTIOLI)OOUV OL ETILXELPNOELC.
AvoAUOETE TNV ayopd PACEL TWV TACEWV KOl TNC
CUUTEPLPOPAC TOU KOTAVAAWTH.
AVOTITUCOETE KOl VOL EQOPOCETE OTPATNYLKEC
LLAPKETLVYK YLOL ETILXELPNOELC TIPOLOVIWV KOL UTINPECLWV.



Elcaywyn oto MapKeTLVYK

To nteptBarAov MapKeTIVYK

2TPOTNYLKN

Tunupatonoinon — 2toxevon - TortoBetnon (STP
process)

2TPOTNYLKEC TTPOLOVTWV

2TPOTNYLKEC TLLOAOYNONC

2TPOTNYLKA SLOVOUAC

OAOKANPWUEVEC ETILKOWVWVIEC MAPKETLVYK



Napouaoiaon
MeAETn MepinTwong
Akadnuaika ApBpa

Alka oac napadeiyuaTa




ITpatnywko MapkeTvyk
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Kallipos - Science direct
Zuyypappara Mabnuaroc

MAPKETINIK
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E€sTdoeic - 40%
EpwTnuaTtoAoyio - 40%
Ouadikn MeAetn MepinTwong — 20%



MaObnoiakoi oToxol

« Na katavoouv TNV £vvoia ToOU PAPKETIVYK Kal
TIC anapxec TNG PiAocoPiac TnG d10ikNoNC
UAPKETIVYK

» Na €€oikelwBouv pe Tn diadikaoia
NPOYpPAUUAaTIONoU TOU OTPpATNYIKOU HAPKETIVYK

« Na kataAaBaivouv Ta 101aiTtepa
XAPAKTNPIOTIKA TWV UNNPECI®V YEVIKA

« Na eival evnuepwHEVOl yia TNV €EAIEN TNG
OIKOVOMIAC KAl TNV ENPAavion TNG OIKOVOHiag
TNC EMNEIPIAC




D

To MdpkeTIvyk ATav Tavta duvauiko
PAIVOLEVO, ATIAVTWVTAC O éva
ETMIXEIPNUATIKO TTEPIPAAAOY TTOU
aAAdlel. KaBwg to TTepipdAiov
aAAalel,

£T01 aAAd{El KAl TO %

To MdpKeTIVYK WEXPI onuepa,

Kapayidavvn Aéomoiva



Moia €ival n anapaitntn npoUnobeon
via Tnv BIiwoigoTnNTa KAl Tnv avanTtuén
TWV ENIXEIPNOEWV KAl OPYAVICHWV;

[loi0oC 0 0TOXOC;

MpoUnobeon enifiwong: Mpoocapuoyn
OTIC ouvOnkec Tou MepIBaillovTocg
> TOXOC: ANOKTNON > UYKPITIKOU
[MTAEOVEKTNNATOC EVAVTI TOU
MNepiBaAAovToc TNG Ayopdc



T A€E€IC 0aC EpYXovTal OTO VOU Yia
TO HAPKETIVYK.....




Opi1op0C MApKETIVYK




Avaykn VS Em6Oupia

Avaykn EmBupia

OAa 60q Bedoupe

MoAU Baoikg

Fa wia nio
npayuara

EVOIaQEpouaa ka

6100K£600T|Kr’1 lwn

Ynoxpewrikg yig

Tnv EﬂlBl'Q)o'r]

ENiBiwooupe XWpic
auTqg




'MA TON ArOPAzTH

Moleg sival

4

B€Aouv va ayopacouv Kai o€ TI

TIMA;

naipvouv yia va
anogagioouv TI Ba ayopacouv Kal
nolou €idoug enikoIvwvia ennpeadel
TNV anogpaar) Toug;

Ta
ayannuéva Toug npoiovra Kal
UNNpPECieg (N.X. anod nou Ta
ayopadouv);

anairrouvTal YETA
™mv nw)\r]on (eav anaiTouvTal);

Molo €ival To

ano Tnv ayopa n
TNV KatavaiAwon kai n6co nieavo
gival va napouv Tnv idla anogaocn;

A TON OPIrANIZMO

Moia npoiovTa Kal unnpeolsq
XPEIATETAI va NPOCPEPOUV Kal
YIaTi;

TI NocoTNTA NPOIOVTWV Kal
unr]pscloov npsnsl va napayouv

Z€ TI TIMN ) O NMOI0 KOOTOG NPENEl
Ta NpoiovTa Kal Ol UNNPECIEG va
gival 6|aesolpa

Me noiov Tpono npenel va
EVNUEPWOOUV TOUG XPNOTEG Kal
TOUG ayopdaoTEG yia Ta nNpoiovTa Kai
TIG UNNPECIEC TOUG;

MoTe, noU kal NWG Npenel va
NPOOPEPOUV OTNV ayopd Ta
npoiovTa Kal TIG unnpsmsq TOUG;

Ti1 unnpPEcieg anairouvTai npiv,
Kata Tn d1apKeIa f/Kal HETa TNV
ayopd;
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MpoocavaToAIoHOG
oTo lMpoidov

MpoocavaToAIGHOG

oTo KoIvwVviko

MpooavaToAIGHOG
MApKETIVYK )

oTIc NwAnoeIg

-
diIAooopia
APKETIVYK

\

(

NMpooavaToAIGUOC
0TO0 MApPKETIVYK




MpooavatoAlopHo¢g oto MpoocavatoALGHOC OTLC

Mpoiov NMwARoeLg
Anuo@iAncg ewc¢ to 1930 Amto tnv MeyaAn Ydeon €wg Tto
«KAOE TL TTOU UTTOPEL var 1950
rtapayGel unopei kot va Baolko peAnua: va BpeGouv
TTOUANUE(» QYOpPAOTEC yla TO TpoiovTd
Zitnon > MNpoodopd JTOU KaTookeua{ov
STOX0G: UEYAAOG GYKOG Zntnon < Mpoodopa
niapaywyns 2 TOXOC:
* EAen KatavoAwTKwY * 'EVTOVOG avTayWVLIOMOC
ayadbwv * ENewpn kavormoinong
- EAewpn avtaywviopou avaykwyv, 0EAw kot aéieg
° TO MAPKETLVYK ATOUOLALEL KATOVAAWTWY

Em@etikd MApPKETLVYK

+ Juxvotnta dtapnuioswv
OUOXETIOUEVN UE TOV OYKO
MTWANCEWV



MNpoocavatoAlopog oto MApPKETLVYK

Mapadyetal OTL pmopei va mouAnOetl

Baowko epwtnua: «tt EMUFUUEL var

OYOPAOEL O KATAVAAWTNC Tou umopei pe

KEPOOC VOl KATOKEUNOEL N ETIXEIPNON UAC; »
Mpoowopd > Zritnon
ITOXOC: OVAAUOT KoL LKovoTtoinon
EMBUULWY KAl AVOYKWY KATAVAAWTA
AvUEnon aflag meAdtn
Ikavoroilnon meAatwy
Alotripnon Kal mototnTo MEAATWY
ITPATNYLKEC LKOvoToinong, €épeuva

ayopag

MpoocavatoAlopoc oto Kowwviko
MApKeTIVYK
Baowko pEAnpa: Ikavomoinon
TWV EMOULLWY TWV TIEAATWV Kall
EMIOpAON OTNV KOWVWVLKNA
gunuepla
Zntnon < Npoodopa
JTOXO0G
* |kavomoinon twv enBULWY TwV
KOTAVOAWTWV
. Ataocbdl?\tor] ETLTUXLOG
ETILXELPNOEWV

AapuBavovtog umoyn TNV KOWWVLKNA
gunuepla pakpomnpoBeoua



To MdpKeTIVYK péxpl afipepa, Ap.
Kapayidvvn

To Market

(matter in motion)

Mg£xpi To 1950

Market to:
(management of
customers
and markets)

1950 - 2000

Market With:
(collaborate with
ustomers & partners
to produce &
sustain value)

2000 +



Aya0a VS Ynnpeoieg

Auvapikn Ayaou

Mnopei va To 0£1 0 NEAATNG
>UpBouAEc and Tov NWANTA
Mnopei va To ayyitel o neEAATNG
Mnopei KAMoleC (POPEC va TO
DOKILAOE! 0 MEAATNG

'Exel unoBAnOei o diapopoucg
gAEYXOUC NOIOTNTAC

'Exel eyyunon

Mnopei va To £nioTpeel

Fiveral 101okTNola

Mnopei va nouAnBei eav
XPEIQOTEI

Auvapikn Ynnpeoiacg

« Mnopei va Tn o<1 0 kaTaAoyo, va

ypnolpgonoinoel yuahia 3D i va el
Kanolo BivTeo o NeAATNC

o 2UPBOUAEC TOU NWANTA

o /\ev YnopEi va Tnv ayyicel

o /\ev pgnopei va Tn 0oKIJaoEl
o ©Oa Tn BIWoEl HakpIa xwpic

duvaToTNTa anTtou eAEyXOU
nolIoTNTACG

« Aev €xel npooBaon oTic after sale

services.

o /\ev dnoTeA&i 1010KTNOIA
« Aev undapxel kanola «anTn

anodei&n>» yia TNV ayopa kai dv
MNopeEl va NeTanwAnOBeEi




E1S1kG XapaKTNPIOTIKG HAPKETIVYK
Ynnpeoci®wv

AdIaIpeTOTNTA

——

ETepoyeveia

—

AUAOTNTA

S

dOapTOTNTA

—




Fast AAUOIdA

Food EoTiaTopiwyv
AgponAavo AVEEAPTNTO
=eVOBOXEIAKN =EVOOOXEIO
AAuoida =evaynon

D S

XelponiaoTr) AUAN
Ynnpeoia Ynnpeoia



Fast Food

O kaTtdAoyog, n Odlakoounon, TO

BEpa, n  emikolivwvia  kKal ol
npounOeuTEC €ival idia

O1 undAAnAol @opave Tnv idia
OTOAN

'Exel anoouvBeoel n Oiadikaocia
napaywyng yia Kkabe ¢paynTo

Xpnon idiwv unxavnuatwyv

'ONa Ta OTOIXEId TWV UNNPECIWV
£XOUV NAvw Touc To brand name

O1 NeAATEC NAPAYYEAVOUV POVOI
TOUC, METAPEPOUV TO PAyNTO OTO
Tpaned kal To kabapidouv agou
TEAEIWOOUV.

MapexovTal unnpeciec take-away

« H epnelpia Tou NneAaTn €ival navrta

ITo] o

EoTiaTopio

O kaTaAoyocG aAAalel TakTika Baoel
TWV ENOXIKWV NPOIOVTWYV

O oe® pTIaxVel TIC OIKEC TOU
OUVTAYEC

H diakoounon kail To B€ua sivail
Hovadika. H B€a kal n TonoBeoia
oupBaAouv oTn povadikoTnTa

To NPOCWNIKO ANOTEAEI NEPOC TWV
UNMNPECIWV KAl TNG aTuoo@aipac
TOU XWPOU

'Evac unaAAnAoc avaiapBavel Tnv
eEunnpeTnon, TNV napayyeAia, To
oepBipioua kal To kabapiopa
XWPIG 0 NEAATNC va xpeialeral va
Kavel TinoTa.

H epneipia Tou neAartn €ival
€EATOMIKEUMEVN.




H napoxr oTrabepng noloTnTag €ival nio onuavTikn
yia To fast-food, kaBwg peiwveTal n NoIkKIAIQ HE
TNV NPoo@OopPaA XEIPOMIAOTWY OTOIXEIWV.

'OAeg o1 d1adIKACIEG EAEYXOVTAl KAl TA '
OTOIXEIQ UMOPOUV VA apopouV

TO I (To onoio koaTilel AIlyOTEPO OTNV
nepinTwon Tou fast-food) kai
TOUG AAAOUG (0 apIBuOG TWV NEAATWV

LUMNopEi va €ival d1apOoPETIKOC ano YEPA O PEPA).

To €0TIATOPIO NPOCPEPE! DIAPOPETIKA OTOIXEIA,
AaAAG OKOMEUEI va KEPOITEI PN Kai va €niBaAel

TIMEG MOU Ba KATAOTNOOUV TO HOVTEAO TOU
Blwaiuo.



H KYPIAPXIA THZ YINHPEZIAZ (Service-Dominant: S-D logic Lusch and Vargo,
2014).

A=IQMATA:
H Baon Tng avtaAAayng €ival n unnpeoia (eEunnpernon) (Service is the fundamental
basis of exchange)
O neAdTng nAvToTeE €ival ouv-dnuioupyog TnG a&iac (The customer is always a co-creator
of value)

All economic and social actors are resource integrators (actors are embedded within
multiple, unbounded ecosystems and integrate resources, according to their needs and

capabilities).

Value is always uniquely and phenomenologically determined by a beneficiary.

The unbounded ecosystems are dynamic, thus actors’ views on value are reflected by
the term ‘value-in-context”.

The dynamism of ecosystems create uncertainty.

One such ecosystem, for example is the business network of a specific company, or the
Social Media environment of consumers and businesses

To MdpKeTIVYK WEXPI onuepa,

Kapayidavvn Aéomoiva



To Marketing eivai n dpaotnpidTnTa, OUVOAO
Ocouyv Kail 01adIkaociwy yid ThV Ouv-
onyiovpyia, ouv-emikoivwvia, Tdpdadooh Kdal
avTtaAAayn TtpoiovTwy
(aya®Bwv/umthpeoiwv/ eumeipiwy) mou
€XOUV acia yia Touc meAdrec,
ayopaoTEC, oUVEPYATEC KAl YId ThV
Kolvwvia ge peydho Paduo.

To MdpKeTIVYK WEXPI onuepa,

Kapayidavvn Aéomoiva



s Era

A\

Differentiative  —T Relationship T Cooperative Marketing
Marketing Marketing ' Service-Dominant Logic
>ta 1980 210 1990 MeTtd To 2000

The meaning of
Value

H Atia ouvdéetatl pe TNV
npoo@opd G enxeipnong.
Meyiotonoinon tng agiag
OTIG avTaANayEG.

H Agia ouvdéeTal pe Tig
OXEOEIG PE TOUG NENATEG.
Meyiotonoinon tng agiag
NG didpkelag Jwng Twv

oxéoewv_(lifetime value).

Al
H Atia ouvdéeTal Pe TIG EUNELPI
Meylotonoinon tng agiag twv
EUNEIPWYV MOU dnuoupyouvTal
UoTtepa and ouvepyaoia.

The meaning of
Market

Mépog 6nou n agia avtaAAdooeTal PETAEU NEAATWV Kat
NG enxeipnong. H ayopd eival Eexwplotr and v
Sadaoia Tng dnpoupyiag Tng ofiag.

H ayopd eival éva forum (ayopd
NV apxaia eENNVIKA €vvola) ornou
n Agia dnpoupyeital Uotepa and
ouvepyaoia péow aAMnAenidpaong

Kat dlaAdyou.

The Role of MabnTiKoi ayopaoTEG nou XapToQUAGKIO OXECEWV ZuvneNdTeg- evepyoi

Customers gival oTéxol pEow nou npénet va OUMHETEXOVTEG OTNV dnpoupyia
NPOTPOPWV. KOAMEPYNBOUV. atiag ’

The Role of Na opioet kat va Na npooeArdoer, Na anaoxoArnoel Toug NeAATEG

Seller/Company

napadwoel Tnv Agia otoug
KatavahwTtég

avanTtUgel Kat va
SlaTNPAOEL KEPOOPOPOUG

neNdTEG.

va opioouv Kal va SnuioupyrRoou
padi povadikn Agia.

Al
The Role of
Marketing

i

‘Epeuva Ayopdg yia va

. |ekpalelooupe avaykeg Kat
lva {NTAOOUUE TNV YVWHN

TOUG.

Na noapatnpricoupe Toug
neNATEG Kal va
NPOCAPHOCTOUNE HETW
NG Hadnong npog autoug.

_—

Evepyo6g d1dAoyog pe Toug neNdTeg
Kal TIG KOWWVIES. /

}




OceTIkéC AéCeic ApvnTikéc AéCeic

Ar\uloupleé ' ThAELIAPKETIVYK
AoTeio, 01aoKedAOTIKO V¢ ara
EAKUOTIKO ) ,
E¢amdTnon, mapamAdvnon
EvoxAnTiké
Y1eppoAiko
AdIAKPITO

TTAUON eykepdAou
Mnxavoppagia
(manipulation)
EAyuoc (kopmiva)



KevTpika a§iopata Tou HAPKETIVYK
AWOE OTOV NEAATN AQUTO NOU BEAEI
MnvV KpIiVEeIC TI BEAEL.

AUO0 noAunAoka O€paTa
Ti yiveTal 0Tav o NneAATNG B€Ael KATI Nou O&v €ival KaAo yI' auTov;

Ti yiverar 0Tav To nNpoiov nou BeAel, evw €ival KAAO yia Tov idio, dev gival
KAAO YIa TNV KoIvwvia, N yia aAAec evoTnNTEG avBpwnwy;

To MdpKeTIVYK péxpl ohpepa, Ap.
Kapayidvvn



T yiveTal 6Tav To TTPoioV TTou B€Ael, evw givai

T yivetal 6Tav o meAdTng 95)\'8' KaAd yid Tov i810, Bev sival KaAd yid ThY
KAT!I TToU BeV gival KAAS I Kolvwvid, N yia dAAeC evoTNTEC avBpwTTWY;
avrov, - TTpoidvta Tou PAATTTOUV To dNWOGI0 KAAd

- AoPpéoTng w¢ UAIKO 01koOOoLNG
AcUAAGYIOTN Xphon LoAUPSou

« TTpoidvTa Tou PAdTTTOUV ThV

UVEiCI, TNV GGLpdAEIG n Thv - AKaTdA’AnAa UAIK'C'I oe TaIdIkd Traixvidia

EUY\,U&piG - ...AKaTdAAnAa @dppaka

- NapkwTikd . . ,

- Ka 1‘1) véc + Tlpoidvra ou PAATTTOUV AAAOUC ouvavOpWwToUG Lag

, , - Omha
' ﬂpOIOVTq Trov ﬁAd‘ITTOUV eav , - AKATAAAnAec Taivieg kai S1agnuiceIC o€ ATToYEULATIVEG WPEC

KaravaAwvovTal o€ O01dpKA - Sknvéc piac oTic eidRaEIC.

ﬁddn’ ’ , ) - YmoouveidnTeg €1KOVEG YPRYOPNG TTPOPOANG OTIC diagnuioeig
- MpAyopo paynTto pe ToAAéC OepLideg - AKATAAANAEC oehidec oTo AiadikTuo

- TAukd

- AAkooAouxa ToTd - TTpoiévta ou PAGTITOUV To TTEPIPAAAOV

To MdpKeTivyk péxpl ohuepa, Ap.
Kapayidvvn

To MApKeTIVYK péxpl ohpepa, Ap.
Kapayidvvn




[1aTi o1 ETAIpiEC pTIAXVOUV UnonTa

npoiovTa;

T1 yNOPOUV AUTEC Ol ETAIPIEC VA KAVOUV

via va KAavouv Ta NpoiovTa Toug

aoPaAeCTEPQA;

TI yNopoUV va KAVOUV Yia vda

anoBappuvouv TNV KaTavaiwon

UNonNTWV NPOIOVTWV;

Ol KOIVWVIKA €UaIoBNTOMNOINMEVEC ETAIPIEC
ENITUYXAVOUV KAAUTEPA ANOTEAECUATA;

0 MApKeTIVYK péxpl ohpepa, Ap.
dv

Kapayidvvn



Ol napaycoym unupac pnopouv va
svnpspwvouv TOUC avBpwnouc va Pnv
nivouv NoAu, n va unv

nivouv oTav oényouv >uvepyadlovTal yia va
£unodiooUV TOUC avnAIKOUG V' ayopdoouv
unupd.

H eTaipia McDonald’s napexel eva
xc'||.|r|oupy|<£p XaunAwv Alnapwyv. QGT('JGO, dev
EIXE nw)\r]crslq Enlor]q sveappuvsl VEEC

6|C|Tpocp||<sq ouvneslsq BaoliopevVEC OTA
Aaxavika kal Ta ¢gpouTa.



Na evBappuvouv TIC €TAIPIEC va NApPAYOUV
aocpa)\éo-rspa npoiovTa.

Na anayopeuoouv Tnv nwAnon n xpnon
oplopsvwv np0|ovm)v

Na anayopeucouv n va nsploploouv TNV
dlapnuion oplopsvwv I'IpOIOVT(DV

Na au&noouv Tov EUPETO POPO
Na KavouVv eEVNUEPWTIKEC EKOTPATEIEC

Na kavouv dUOQPNUIOTIKEC EKOTPATEIEC
(anti- marketing).



[la KaBe enIXEIPNUATIKI EVEPYEIQ:

Agilel 0 oKONoOC TOV KOMNO;

Eival auToC 0 OKOMOC GUVEMNCG JE TIC APXEC

TNG ENIXEIPNONG;

'Exel KAAO avTIKTUMO OTOUC avOpwnouc

(stakeholders);

'Exel n €Taipia Tnv duvapn va Kavel autnv
TNV evepyela cwota; (Paine, 2003)



Tinota an’ Ta I'ICIpCII'ICIV(D Oev npenel va Tpapnéel
TNV Npoooxn Hag an’ TiG HEYIOTEG OUVEIO opsq
Mou £XEI KAVEI TO JAPKETIVYK OTO va aveBAcoel TaA
UAIKG npoTtuna {wnc oTov KOOWO.

Kaveig dev BeAel va yupioel 0° evav KOOHO Orou ol
avBpwnol NAEvave Ta nMiaTa Kal 7a pouxa oTo XepI
Kal Opywvav PeE To apoTpo.

EKTIMOUME TIG EQPEUPEDEIG KAl TO HAPKETIVYK TWV
WUYEIWY, TWOV NAUVTNPIWV POUXWV, TOU

pa |ocpwvou TNG TNAEOPAONG KAl TOU TNAEPWVOU
TWV QUTOKIVNTWV, AKOMN KAl TOU ETOIMOU
KATEWUYHEVOU paynTou.

To MApKeTIVYK péxpl ohpepa, Ap.
Kapayidvvn



Aiadikacia oTpaTnyikou
NPOYPAHUHATIOHOU HAPKETIVYK

*£TAIPIKO Opapa
Anpioupyia TauTtoTNTAG *ETAIPIKN ANooToAR

eavaAuon Tou PakponepIBAAAOVTOG

en avdaAuon Tou HIKPOMEPIBAAAOVTOC
eavaAuaon TNG ayopdc Kal Tou XapTopUAAkiou
eavailuon SWOT

Anoypa®n HApPKETIVYK

ecEeTAlOVTAl OAEC Ol EMIAOYEC UGpKETIVYK KAl oTn OUVEXEIQ,
AlgpOPPWON Kal NPoypapHaTionos TNG KGGOplC&Tol n Tonoesmon oTnVv ayopa

oTPATNYIKNAC HAPKETIVYK e0TPATNYIKN WONONG | TN OTPATNYIKN EAENC
*100OTIKOI OTOXOI OTO OXEDIO HAPKETIVYK

*a(POoPAa ANOKAEIOTIKA TO MEIYHA HAPKETIVYK

YAonoinon

oaﬁlo)\oysiTgl o Tpénoc'ps TOV 0Moio EQAPPOCTNKE N
'EAEYX0G HAPKETIVYK OTpATNYIKN TNG ETAIPEIAG
eavaAuon Twv apiBuwv

“Tourism Training Live: SEQ strategies and best practices for travel brands” .0!
https://voutu.be/UoKISNM39aw



https://youtu.be/UoKJSNm39gw

ETaipiko opapa: Opaua
yac givai va €iyaocTe n rnio
MNEAATOKEVTPIKI ETAIPEIa
oTov koouo. Na ptiaéouue
Eva LEPOC Orou ol
avBpwriol urnopouv va
epBouv yia va Bpouv Kai
avakaAuwouyv oTidnNmnoTe
uriopei va BeAouv va
ayopaoouv d1adIKTuaka
(Amazon).




1. Anpioupyia Tautornracg (2/3)

ETaipikn anooTtoAn: “Na
ONUIOUPYNOOUME TO
KaAUTEPO MPoiov, va unv
NPOKAAECOUME Kapia
nepITTn BAABN, va
XPNOILOMNOINCOUNE TNV

£TAIPEIA YIa va
AnoOTEAECOUWE NMNyn
EUNVEUONC KAl va
£papUOOOUE AUCEIC YIa
TNV NEPIBAAANOVTIKN Kpion
(Patagonia)”.




1. Anpioupyia Tautornracg (3/3)

ETaipikog okonog: “Oa au&nooupue
ekOETIKA TO PEPIDIO TNG ETAIPEIAC PAC OTNV
ayopd Twv Hvwpevwy MoAiITeiwv”.

ETAIpIKOG 0TOXO0G: ©a auéavoupue To
HMEPIOIO TNC ETAIPEIAC YaAg oTnv ayopad
TwVv Hvopevwyv MoAITeiwv kata 2%
KGOeg TpiuNVo YIa Ta ENOUEvVA Tpia
xpovida.




AvaAuon MepiBaAAovToc MApKETIVYK

é Y N[ Y
. . AvaAuon ;
. Makpo Mikpo : XapToPUAAKIO
AvaAuon ; : Ayopac/ iy SWOT
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EpyaAeio PEST analysis = 6U\|;g:j't‘2§ Tou BCG matrix
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'@ va TonoBeTnBei eva npoiov oTnv
ayopd, ol €10IKOI TOU HAPKETIVYK MPENE
NPWTA VA EVTOMIOOUV TIC AYOPEC OTIC
Onoiec Ba OTOXEUOOUV.

>TPATNYIKEC
Tunuartonoinong — ZTOXEUONG -
TonoBEeTnong

>TpaATNYIKN
‘Q2Bnong



4. YAonoinon MapkeTivyk
Meiypa MapkeTivyk

e MNepIBwplo KEPDOUG
e EAaoTikOTNTA TNG
TIHNG

e Mpoo@opd kai Tn
¢ntnon

¢ AVTAYWVIOTIKO
MAgovekTNUa

eMovadikéTnTa

Product

USP
Unique Selling

Promotion

o AlQOPETIKA PETA
eMeTpnoiun n andédoon

AlaBéaipo To Npoiov
OTOUG KATavaAwTeg

e Mépog

e KataoTnua
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5. 'EAEYXOC HAPKETIVYK

Aladikaaoia
>TpaTtnyikou
MpoypapuaTiogou
MAapKETIVYK

A&loAoynon
>TPpATNYIKNG

'EAeyx0C AEloAoynon
MApKETIVYK >TOXWV

E€aywyn SUYKEVTPWON
OUMNEPACHATWYV NANPOPOPIWV




Oikovopia Tng

Euneipiag

Oikovopia Twv
YNnpeoiov

Biounxavonoinn

*eENIKEVTPWON OTIG

) EUNEIPIEC TOU
*AIYOTEPO neAaTn
\ \ e[apaywyn ENIKEVTPWON OTN
AyporTikn Oikovopia NPOIOVTWV zgg%\(ﬁorml
* Eupaon om : e[apexovTal
“)(\]CIKH apdyevn UMOOTNPIKTIKEG
. . g aPpag : UMNNPETIEG
e[laAaioTepn HOPPN Ia@oponoinuevwv .
olkovouiag npoiovTwyv *01 KATAVAAWTIKEG
. . 5 el avAayKeg KaTEXouv
eBaoikn nnyn 'XCI}‘.II'])\O KOO'I'O'Q = {
avanTuéng n «XpAoN HNXAVOV npwTEUOVTA POAO
Yewpyia
*XEIPWVAKTIK
gpyaocia \ y

\. S




«Mia gpneipia NpayyaTonolgiTal 0Tav Hia €ralpeia
XPNOILOMNOIEl EOKEPHEVA TIG UNNPECIEG WG OTAdIO KAl Td
NpoiovTa TNG wg PonbnuarTa yid va NnpooeEAKUCEl MEAATEG HE
TETOIO TPONO NOouU va OnNMIOUPYEI eva a&exaoTo YEYOVOC»
(1998, 0. 98).

O1 Pine kal Gilmore €dwoav Tov dIKO TOUG OPICHO YIa TNV
OIKOVOMIa TNG gUNEIPIAG, ONUIOUPYWVTAG £va dlaypaypa nou
eival yvwoTo wg «0O1 Teooepig AlaoTaocelg TnG Epneipiag».
2UHPpWVa PE TO €EWTEPIKO NAAICIO TOU OlaypANHATOG,
UNapxouVv TEGOEPIG TPOMO! PE TOUG OMOIOUG UNOPOUV Ol
KATAavaAwTeC va Biwoouv Jia cuvaAAayn:

N NadnTIKr CUUPETOXN,

N EVEPYNTIKN CUMMETOXN,

n anoppoenon,

n BuBion.



Epgavion TngG oiIKkovopiag TnG
EMNEIPIAC;

AANayEG oTnv
TOonoBeTnoN oTO
HUaAO Tou
KaTavaAwTn

evbouaolaopog
[MPIN TNV

Anpioupyia ayopaq,
EEATOHIKEUPEV WV EI'IGV('])\I’]LlJI’]
ouvaAlaywv CIYOp(']C, GETIKF':C
ouoTaoeic META
TNV ayopd

Mpoiov kai "Welcome to the experience economy — Joe Pine” 0o

EI'IIXEiPn%n- WG 1 https://www.youtube.com/watch?v=TOjUxGgh7aA
oTasio

“"Examples of experiential marketing — Disha Kanchan”
https://www.youtube.com/watch?v=qZhbmlIbfG5U 0o



https://www.youtube.com/watch?v=TOjUxGqh7aA
https://www.youtube.com/watch?v=qZhbmlbfG5U

To €l0aywyIKO auTO KEPAAQAIO €iXE OTOXO va:
anooaPnVvioel TNV €vvola ToOU JAPKETIVYK
nepIypayel Nnwc yevvnonkav ol Teooepic Napadooiakoi NpooavaToAIGUOI
TNG d10ikNONG HAPKETIVYK
oklaypagnoel Tn d1adikaocia oTpaTnyikoU npoypaupaTiogoU JAPKETIVYK

uUnodei&el Ta XapakTnpIOTIKA NOU KAVOUV Ta NpoiovTa Kdl TIG UNNPECIEC
TOU PAPKETIVYK TouplopoU kal piAo&eviag va anoteAouv npoOkKAnan.

Ta npoTUNA TNG KATAVaAwong Kal TNG ENiIOCKEWYNG
ueTaBaAAovTal Je yopyoug puBpuouc.

To JEYAAUTEPO HMEPOC TWV AAAAYWV AUTWV NupodoTEITal
ano 1o d1adikTuO Kal Ta JECA KOIVWVIKNG OIKTUWONG



Oikovopia TNC ENNEIPIAC




XaTtlonoUAou EUN
echatzop@upatras.gr
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