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"Marketing is too important to be
left in the marketing department.”

- David Packard



2TOXOx

Na napouciacel To NEPIEXOUEVO, TN OONN Kal
OKOMIJOTNTA EVOC NPOYPAMMATOC NAEKTPOVIKNG
enixeipnuaTikng dpaonc (ebusiness Plan)

Na kaTaypayel kal va avaAuoel Ta Bacikda
BnuaTta avanTtuénc oxediou wnplakou
HAPKETIVYK & EMIXEIPEIV

Na katavonBei To epyaAgio oxedlaoUOU €VOC
e-marketing plan

Na npoBAaAAel TIC BAGIKEC OTPATNYIKEC
avanTtu&nc kal avrTaywviouou oTa nAaioia Tou
WwnN@Iakou nepIBAAAoOvVTOC



Tl EINAI H 2 TPATHI'IKH MAPKETINI K?




TI EINAI 2 TPATHITKH?

According to Michael Porter:

What strategy is not
“My strategy is to Internationalize”

“My strategy is to Consolidate my industry”
“My strategy is to Increase my R&D budget”
“My strategy is to Outsource more of my production”

AuTt& €ival T BAPOTA TTOU Hick EMIXEIPnon BEAeEl va K&VEl
- OV KO KOA&, OV €ivai OTPOTNYIKN.



TI EINAI 2 TPATHIIKH?

What strategy is

“What unique positioning will we take to be able to achieve our objectives? ”

“What is our advantage going to be as we take these steps cumulatively over time?”
“How are we going to be unique?”

“How are we going to have an advantage that can be sustained over time?”

strat.e.gy

(strat’ a-je ) n.
1.Plan of action
designed to achieve
a particular goal.




Wal-Mart

TI EINAI 2 TPATHIIKH?

Value Creation
Strategy at

. -

Wal-Mart
Mission Provide value for our customers
. |
Competitive Low prices, everyday
Strategy
Operations Low inventory levels
Strategy Short flow times
Operations Linked communications Fast transportation
Structure bmi stores system
Enabling Process EDVsatelites Crossdocking | |  Focused
and Technologies locations




TI EINAI H 2TPATHI'IKH MAPKETINIK?

«A process that can allow an organization to concentrate its resources on
the optimal opportunities with the goals of increasing sales and achieving a
sustainable competitive advantage» (David Aaker)

«Marketing strategy is all about focus and alignment. Focusing on the
relationship between customers and value, focusing on how you uniquely fit
into it, and aligning the elements of your business to achieve this end
sustainably»

«Marketing Strategy is the long term course of action designed to optimize
allocation of scarce organizational resources to deliver unique and superior
customer experiences that help the organization win in the marketplace»_
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TI EINAI H 2TPATHI'IKH MAPKETINIK?



.'IA TO ZXEAIAZMO MIAZ
OAOKAHPQMENHZ 2TPATHIIKH2
MAPKETINIK, XPEIAZETAI O
2XEAIAZMO2z ENOz 2XEAIOY
MAPKETINIK



OPENH 2TPATHIIKHZ 2XEAIOY MAPKETINIK

Eivai éva 00nyocg TTou avapEpEL:
* [we 6 emTeuxO0lV o1 oTOHXOI
* [Mwe povadIK& PTToPEl V& YiVEI UTO

S|P ARy Strategic f
Customer S_U\LU\ Birection l
—— Strateqgi .
Distnbution ' Marrkc;tgn( L Marketing
Partners ing k Analytics
Marketing

Communications



2XEAIO MAPKETINIK

OPIZMO2

Miot CUOTNPOTIKA OIGOIKOOICK

2UMTIEPIAGU Bava TNV a&loAdynon
TWV EUKXIPIQV UO(pKSTIVVK
(EEWTEPIKER) KA TWV TTOPWV
(eowTEPIKN)

KaBopIouog TwV oTOXWV
MXPKETIVYK

AvamTuén AemrrouepoUce oxediou
EPAPUOYNC KO EAEYXOU

O oxedIaouOC KOXAAC TTOIOTNTOC
00Nyel 0€ KOAX QMOTEAEOUOT

To BaOIKO AMOTEAEGUO TNC
OIOIKXOIG OTO GXEDIO UXPKETIVYK

EOPAPMOTH

Mic KUKAIKN KO ETTRVOANTITIKA
OIOIKOOICK

H €€odoc amd Eva oT&dIO €10QYEl
OTO EMOUEVO OTGOIO KA N
AVOTPOPOOOTNON OTTO EVX
OT&OI0 XPNOIMOTIOIEITAI VIX TN
BeATiwoN Tou TTIPONYOUNEVOU
oTadiou.

To OXEDIO UAPKETIVYK TIPETEI VO
eival €EE100U OUVOUIKO UE TO
mepIBGAAOV, €TTEION O AYOPEC
EIVOl OUVOMIKES KQil Ol
QYOPOOTERG €Vl GOIXPOPOI



2XEAIO MAPKETINIK

To 0x€D010 UAPKETIVYK AsIToupyel o€ OUO EMITEDK

2TPATHTIIKO

 To oTpaTnyikd 0xEDIO
UXPKETIVYK KaBOPILEl
TNV Gyop&-0TOXO KOl TNV
mEOTOON VIX TNV GEIX
TOU B TTPOCPEPEI N
eMIXeipnon, ue B&on P
avVOAUCN TWV EUKXIPIMV
NG ayop&G.

 To TI- WHAT?

TAKTIKO

To TaKTIKO 0XEDIO
UXPKETIVYK KOBOPILEl TIC
TOKTIKEC NXPKETIVYK,
OUNTTEPIAUBOVOUEVWV
TWV XKPOXKTNPIOTIKWV TOU
TPOIOVTOC, TNG
TPoWONOoNC, TOU K&XVOGAIOU
TTWANOCEWV KATT.

To MQ% - How?



SOSTAC PLANNING MODEL

ApxIK& Onuioupynodnke otn OekaeTia Tou 1990 armd Tov
PR Smith ko mapouoixoTnke oto BiIBAio e-Marketing
excellence.

H diadikaoioc SOSTAC cuvOETel 6 KUpIXK
XOPOKTNPIOTIK VI TN dNUIoupyic EVOQ
OXE010U UXPKETIVYK

AvéAuon KaraaoToong i e
ST6X0l =N BT omeee
2TPOTNYIKA
TOKTIKA
Ap&on
‘EAeyxoqg




SOSTAC TOOL

Mov elpaote
Twpa?

Mov Ba BO€Aape
va elpooTte?

Mwg Oa eAeyEouue TNV OBJECTIVES

ATIOTEAECUATIKOTNTA
TWV EVEPYELWY LaAG?

MNw¢ Ba
OTAOOLE EKER

> £ TTOLOV, TTOTE KOl TTWC
Ba arevBuvOolue?

MNwg akpPwg Ba ptdoovue
eKel? (AEMTOUEPELEG TNG
OTPATNYLKNG)




SOSTAC 2TAAIA

e NIXPEXEI MIC EMOKOTINON TNC EMIXEIPNONG — TTOIX EIVAI, TI KAVEI K&I TTWC GAANAETIOPG UE
TO €EWTEPIKO TTEPIBAANOV

e AQop& Tov 0TOXO / OTOXOUG TNC OTPOTNYIKAG.
AnuIoupyick JETPAOIMOUC KOl PEXAIOTIKOUC OTOXOUG.

e NMwe 6 ekMANPWOOUV oI KxBopiouEvol oTOXOl. To oTGOIO TNC OTPATNYIKAC TTPETIEI ETTIONG
VO TTPOO0OIOPICE! TTOIG TUAMOTO TNC YOPGS OTOXEUOVTOI PE TO OXEDIO UKPKETIVYK.

<
e OI TOKTIKEC KOXAUTITOUV TG CUYKEKPIMEVO EQYOAEIC TOU PIYMOTOC UXPKETIVYK TTOU

oxedIG{oVTal VO XpNoIpoToiNBolv yiax vax UAOTTOINO0UV 01 0TOX0I TOU 0XEQIOU UXPKETIVYK.
J

N
e Opiopoc mpoumnoAoyiopou, oxEDI0 dpdonc, AQWn METPWV.

* Nl okomeleTe Vo TPOGKOAOUONBET Kol vax ueTpnBeil n amddoon pe B&on Toug
KOBOPIoOPEVOUC OTOXOUG



2TAAIO 1: Ti givar avaAuon mmapouoac
Karaoraong?

H av&Auon Tne mapoloag KATEOTOONC XTTOTEAET TO

OeUEANIO EVOC OXEDIOU UXPKETIVYK.

EPIANUPBGVEL pIak O1EE00IKN EEETOON TWV EOWTEPIKWV KXl
EEWTEPIKWV TTRPAYOVTWYV TTOU €TNPe&{ouV UIx EMIXeipnon /
UXPKO.

ONMIOUPYET MIX ETTIOKOTINGON TOU OPYaVIoUoU TTou Bac 00NyAOEl W} \\

0g KOAUTEPN KATOVONGON TWV TTRPAYOVTWY TTOU O snnpsaoouvw”g/ h

TO UEAAOV TOU
MIG €1C B&BOC avaoKOTINON TNE TPEXOUOKC KATGOTOONG TNC & |
OUVOUIKOTNTAC MGG EMWVUPINC KOI TWV OPAOTNPIOTATWY '
UXPKETIVYK TOU.

BonB& oTov evTOMIONO ONUAVTIK®OV TTAEOVEKTNUGTWY,
QOUVAUIWV, EUKXIPIWV KOI BROIKWV GTTEIAQV TTOU GVTIMETWITI(EN

& °

N MEPKG / ETTIXEIPNON.



2 TAAIO 1: ANAAY2H FNAPOY2A2 KATA2TA2H2
EkTiunon evoo-£0iXE1pNo1dkou NePIBAAAOVTOC

O MeAeTn unapxovToc oxediou LUAPKETIVYK: MPOPIA
neAaTwv, nopol Tnc smxsipnang

O MeAeTn EO‘COTEpIKa)V apxeiwv , EKGEUEIC nwANTWY,
MnANPoOPOPIWV OXETIKA HE I0TOPIKA OTOIXEIC] Kal
npo,BAsqjslc; via Ta rpoiovra Kai Tnv ropeia 1ng

ENIXeipnonc

ExkTiunon e&w-enixeipnoidkou NePIBAAAOVTOC

& TAoeic — OUUMNEPIPOLA ayopac oToxou (XprioTec
Internet) — aAAayec avaykwv/ enbuuiwv

O AvraywvioTtec — [MpounBeuTec — ZUVveEPYATEC
(BabBuoc dicsioduonc oro Internet kai veec TExVOAoYieC)
O MoAiTiko, NouoBetiko, OIKoOVOouIKO rAaioio




ENVIRONMENT

INTERNAL

SITUATION
ANALYSIS

Product

Price

Place

Promotion

People

Physical evidence
Process management
Sales

Performance (market
share & profitability)
PLC

McKinsey Matrix
Targeting
Positioning

EXTERNAL
ENVIRONMENT

Macro:

Political
Economic
Social
Technological

Micro:

Structure of the
market /competitors
Consumer needs
Trends of the market
Power forces
Stakeholders

SWOT

i




2 TAAIO 1: O1 Marketers mperrel va €xouv

arravrnoeEic yia

[Tou BPIOCKOUOOTE TWPO?
Mwe pTRoxUE EOW?

[Tou KOTEUBUVOUOOTE?

T1 TIPETEl VX yivel?



2TAAIO 1: Ol MARKETERS TIPETIEI NA EXOYN
AlANTH2EI2 TA..

* Hemyxeipnon onuepa €ival EMTUXNUEVN N QVETITUXNG;
* [wc AsiToupyel n emixeipnon 600V aPop:
KEPON - Tax KEPON Kol 01 OYKOI TwV TTWANCEWV OEIXVOUV Uitk TIPOYUOTIKA XPOVIG
QVATITUENG;
MwARoeIg
Mepidio ayop&e

e WG OUYKPIVOVTOI TG HETPO UTA UE TOUC GVTAYWVIOTEG TNG; > |

O1 GTVTNOEIC 0 GUTS T EPWTANKTO EEXPTWVTAI ‘
oo TNV av&Auon Tou E0WTEPIKOU KO TOU J l n
eEwTePIKOU TTEPIBGAAOVTOC MIGG ETTIXEIPNONC. —m | |08

O eowWTEPIKOC EAEYXOC ETKEVTPWVETOI OE EKEIVEC TIC
TTEPIOXEC TTOU BPIOCKOVTAI UTTO TOV EAEYXO TNG
OIXXEIPIONG TOU UAPKETIVYK, EVW ..

0 €EWTEPIKOC EAEYXOC aPOPA TIG OUVAUEIC, TIC
oTT0IEC N OI10IKNON OEV EAEYXEL.




2 TAAIO 1: EPTANEIA

AuTO TO OT&DIO E€IVAI PIk oUVOWN TWV EUPNPETWY O T OIXPOPG EPYXAEIX
av&AUONC TNG MXPOUONC KATXOTAONG, TX OTTOIG B UTTOPOUCHV VO
EPIAGUBAVOUV.

*  Makpo - mepiBarovTikoi mapayovteg (PESTEL)
*  MiKpo - mepiBarovTikoi mapdyovTeg (Mendelow Matrix)

* EowTtepikoi mapdyovreg (5M - XpAuaTta (Money), AvBp@mivo Auvauikd
(Men), Mnxavéeg (Machines), YAIk& (Material), Xpovoc (Minutes)

* To epyaAEIO TTOU XPNOIYOTIOIEITOH CUVABWC VI TNV VAAUON EUKKIPIWV KO
amelAwv givai n avéAuon SWOT



2TAAIO 2: 2TOXOI

[eVIKOi OTOXOI, OTOXOI Y1 CUYKEKPIPJEVN Ayopa-oTOXO0
Eidn akoAoubnNTEwy OTOXWV

MoioTtikoi (yvwoTikoi, d1auopPwonG OTAdorG):

au&énon yvwong papkag, TonobeTnaon papKaq kal image, diaxuon
n)\npocpoplaq, dlapopPpwan KOIVQ)VIKG)V nsnmenoswv
avanTuEn oxsoea)v Kdal spnloTocuvr]q neAaTtwv, auénon kai
snava)\nqm EI'IIO'KEL|JE(0V oTn oe€Aida, élapop(pooon BEeTIKNCG
YVWMNG KAl KIVTPWV O0TOUG spyaComvouq, K.d.

Moootikoi — oikovouikoi (OouvaAAakTiknG

oUMNEPIPOPAc): NnwAnoeic yeoa and To diadiktuo, {NTnNoN
d1aPpnNUIOTIKOU XWPOU oTn oeAidaq, EYYPAPEC
ouvOpouNTWY, K.d.

EvOoENIXEIPNOIAKNG ANOTEAECLUATIKOTNTAG! UEIWON

KOOoTOUC O1avoung, dlagnuiong, dIEUPUMEVNCG KAl OUXVOTEPNG
NPOOEYYIONG NeEAATWV, OUvaTOTNTA HEIWONG TINWYV, K.d.



2 TAAIO 2: KAOOPI2MO2 ANTIKEIMENIKQN
2 TOXQN

O1 21ox01 SMART opilovtai armd Tnv AvéAluon Marketing kai Tng
mopoucoc Kat&otaong

‘Evae xpNoipog TPOTIOC YIGk VO KKTXOTOUV 01 0TOXOI TTIO I0XUPOI KOI UETPAGIKOI EIVOI VX
xpnolyoroinoei To akpwvopio SMART

S - Specific - EI0IKOI

M - Measurement —MeTpRoiyol
A - Attainable - EmiTex0évTeg

R - Relevant - XxeTikoi

T - Time bound- Xpovik& deoueupévol



2TAAIO 2: KAOOPI2MO2 ANTIKEIMENIKQN
2 TOXQN

Specific: State exactly what you want to accomplish (Who,
What, Where, Why)

Measurable: How will you demonstrate and evaluate the
extent to which the goal has been met?

Achievable: stretch and challenging goals within ability to
achieve outcome. What is the action-oriented verb?

-

Relevant: How does the goal tie into your key responsibilities?\

How is it aligned to objectives?

J

Time-bound: Set 1 or more target dates, the “by when” to
guide your goal to successful and timely completion (include
deadlines, dates and frequency)



2 TAAIO 2: TIAPAAEIT MA SMART 2 TOXQN

e Nox aauénBoUv o1 oUVOAIKEC TTwANROEIC KOT& 15% pEXPI
10 2030

e Nox xu€nBeil To pePIdIo ayop&e TOU TTPOIOVTOC X KOT
10% péxpl To TENOC Tou 2030

e Nox acu€nBei n diaTAPNon MEAGTWV KOT& 25% Ewce TO
2030

e Nox aku€nBei o apIBPOC TWV VEWV TTPOIOVTWY €TNOIWC
amd 2 oe 5 €Ewe 10 2030

 Nox acuénOei To pepidio ayopae armd To 10% og 15%
uExpl To 2030




2TAAIO 3 - 2TPATHIIKH

MOAIC Ka©opioTOUV OaPWC Ol OTOXOl, K&XOOoPIlovTal OTPATNYIKEC YIK TOV
KOXOOPIoPO TOU 03IKOU X&PTN VI TNV EMITEUEN AUTWV TWV OTOXWV.

Mix oTpaTNYIKA €ivail N 8pXoTNPIOTNTX TTOU B dWOElI OTNV _EMIXEIPNON £V
QVTAYWVIOTIKO TTAEOVEKTNUX YIX VX EMITUXEI TOV GTOXO TOU.

O mupAvag TG OovANMTUENG MIKC OTPATNYIKAC MAPKETIVYK €ival N
TUNUaTonoinan, n oréxeuon, n dixpopomoinon kKol n Tomodérnacn. Auté To
epyoAeio opilel TO AVTAYWVIOTIKO TIASOVEKTNUO HIKG EMIXEIPNONC KOl EVOC
EUTTOPIKOU OAPATOG

The STP Process

L
C ] e & b
~ . | . ;
o o .

5 Segmentation

@k
L . e 4 & 1
b 5 -
- A i

® 0 Ta rgefing




2 TAAIO 4 — TAKTIKH MAPKETINIK

O TOKTIKEC MAPKETIVYK Opilouv COPWC TOV TPOTO HE TOV OTOIO
EMTUYXAVOVTAI QUTEC OI OTPATNYIKEC KAl OUVHOWC avamTUGGouV Th
XPon Tou HIYHOTOC HEXPKETIVYK.

Kat&pTion marketing mix
Mnxavée avalnTnong. On-
site Marketing Techniques
Data mining

KoIvVwVIK& JEOK
TIHOAOYIGKR TTONITIKN
METpnon
XTTOTEAEOUOTIKOTNTOC




2 TAAIO 4 - TENIKO AIAI PAMMA
TAKTIKH2 MAPKETINIK (1)

210arnyikn 31auop@wWanc oraonc Kai
avanrtuénc auidpounc ENIKOIVWVIAC UE
ngAdrsgzsvélagQSQégevoug

Alacpr]plcn, xopnyia, 6npomsc; OXEOEIC,
UnokKivnon HYE NpoypappaTa npowenonc,
NWANCEWV, auEnon ENIOKEYIUOTNTAC
Alaxeipion cxscrsoov LUE MEAATEC (CRM),
e-mail enikoivwvia, Nnpoownonoinon
oeAidac

Evioxuon €Taipikng eikovac kai
npoiovtwv (brochureware)




2 TAAIO 4 - TENIKO AIAI PAMMA
TAKTIKH2 MAPKETINIK (2)

2TpaTtnyikn avantuénc EUnopIKwV guvaliaywv
Aladikaoiec NnwAnon npo'l'c')VT(ov/unr]psold)v LECA ano
TO O1adIiKTUO, OX€5ICIO|JOC Kal OOKIMN VEWV
NpoiovVTWY, O'I'pCITI’]YIKEC; 6|avour]q, stsTa)\)\suon
6|C|cpr|p|0T|Kou XWPou, ayopd 6|C|cpn|J|oT||<ou XWPou,

OTPATNYIKN TIMOAOYNONG, CUVEPYEIEC, EMIAOYN
EMNIXEIPNUATIKOU JOVTEAOU

2TpaTnVyIKn avantuénc evOOENIXEIPNTIAKIC
aroTEAEOUATIKOTNTAC

LEIWOoN KOOTOUC d1avoung, dlapnuionc, OIEUPUHEVNCG
KAl OUXVOTEPNC NPpooEyyIlonG NneEAaTwyv,duvaToTnTa
UEIWOoNC TIHWYV, K.d.




2 TAAIO 4 — TAKTIKH MAPKETINIK

4Ps to 4Cs

Product I ___________Q__gstomer Value
Price — “Cost
Place Convenience

Communication

Promotion



2TAAIO &6 - APAZH

H ulomoinon &vog oxediou HMAPKETIVVK O MEYGAO PaOud pmopei va
OUYKPIOEl pE TNV av&Anyn evoc oxediou. Xe K&Oe €pyo UTIGPXOUV
OUYKEKPIMEVA XPOVOSIAYPXUMATA YIK KXOE peilov oTOXO.

AuTto Bonb& otnv €ExoPaAion KIVATPWVY TIPOC TNV EMITEUEN TWV OTOXWV,
A& Kupiwg yiIx va JIXOPOAIOTEI OTI Oev O XXOOUV TIC EUKXIPIEC TNG
ayop&g.

Emopévwe, c€ival  KPIoIUO V& MOXPAKOAOUOEiTal N mP0odog  Twv
XPOVOJIYPAMUATWY OE GXEON HE TX KXOOPIOPEVA XPOVODIRYPXUMOTA KOl
Vo AGMB&voVTal S10pOWTIKG METPA OTNV MOPEIX.

O TIPOYPOUUATIONOC CPOP& OUCIXOTIK&E TOUC Ocopolc METAEU Twv
KXONKOVTWY / SPOOTNPIOTATWV KAl TWV AVOPWIWYV KXl TWV OPYXVIOUWV.
Opiopévec epyaoicc O6a OAOKANPwWOOUV MOPGANAX, v &GAeCc Oa
e€apTNOOUV amod TNV oAOKAPWON AWV dPACTNPIOTATWY.



2TAAIO &5 - 2XEAIA2MO2 APA2H2 ME
GANTT CHARTS

TaypapAuaTa Gantt xpnoIUOTTOIOUVTAI VI TNV ENPEVION TOU TEAIKOU oxedioU
xpnolyomolwvTtac To Microsoft Project, &A\O AOyIOUIKO EpYyOU N GKOUO KO EVXX
urmoAoyIoTIKO PUAO excel yix Epyo XKUNAAC TTOAUTTAOKOTNTOG.

*  Eva ypapnua Gantt eivan Evag TOMog SIGYPAUUG P&PBOWV TTOU avamTUxBnKe oo
Tov Henry Gantt otn dekaeTiat Tou 1910

* Eikovoypagei Eva XpovodIaypouua €pyou.
»  AgiXvel TIC nueEpPoMNVieS EVOPENS Kol ANENC BIPOPWY dPOOTNPIOTATWV.

» Acixvel TIC oxEoelg eEpTnong (dNAdA To JIKTUO MPOTEPXKIOTNTAG) METAED TWV
OPaOTNPIOTATWV.

e  Ta diayp&upaTa Gantt ymopodv va xpnoiuoToinbolv Y TOV TTPOYPUUUATIONO
OIXPOPETIKWV dPAOTNPIOTATWY, CUNTIEQIAGUBOVONEVNC TNC TTaPaKkoAoUBNoNC Twv
TTPOUTIOAOYICUWYV TNG ETAIPEINC, TWV TTPOUTIOAOYIOUWV TWV ASITOUPYIWV UXPKETIVYK
KO TwV 0pXOTNPIOTATWY MAPKETIVYK, NETOED XAAWV



Project Summary Task: Special

Summary Task: Any with lower-
task identifying entire project il >

level subtasks

WBS |TaskMame Duration Start Finish | :EI:IH

> - - | * | ber [ Hovember :ﬂmber """""""" [ February | 3

| | | [ e 2M-1|W1 [Wzwalwa |ws= [wa FﬂmthiaﬂHiiﬁ:ﬁhﬂ&hﬂmﬁmﬁmmww-ﬁm
0| Generic Prdject for 151 days 11410 53011

Basle Crvarvlaw | Recurring Task: Task or event that recurs
1 TOP LEVEL TASK A 151 days 1MAM0 S0 : T .
T AR A i i aRi with regular timing (e.g., status meeting)
1.1.1 Third Level Task A 12 days 110 111810 —]
1.1.2 Third Level Task & 16 days 1172210 121310
1,13 Third Level Task & | 20 days| 12810 123110
1.2 Second Level 154 days 1MHMD &304 11 HEEIIEREREN R
1.3 Second Level Task A | 43days  12M0M0) 2811
1.3.1 Third Level Task A Wdays.  12i0M0 1T ; :
1.3.2 Third Level Task A & days e s Split Task: Task with planned

1.3.3 Third Level Task &

e Work Task or Work Package:
2.1 Second Level Task B Lowest task in the hierarchy (where

pause for specific period of time.

L

2.1.1/Third Level Task B the waork ac’[ua[[&r getg dﬂﬂE} ... =
2.1.2 Third Level Task B 3M
2.1.3 Third Level Task B | 20 days| A m [——
2.2 Second Level Task B | B3 days 22311 5611
221 Third Level Task 8 40 days 14011 s Ty
2.2 2 Third Level Task B ' 1 day| 223 22311 223
2.2.3 Third Level Task 8 | 20 days 221 a4 —
3 TOP LEVEL TASK C 42 days M1 B25Me T
3.4 Second Level Task C 15 days WA AHEHd g e
T T e p Milestone Task: Event occurrence at a —

B B bt ] e I - | A A T SF]EC[ﬂC F]ﬂ”-lt ”'!I tlme




2 TAAIO 5 — APAZH - TIPOYTIOAOIN2MQO2

O mpolmoAoyiopog KaBopilel TIC MWAAOEIC, T KEPDN, TIC SATIAVEG, TNV MXPOUOCK
KOTXOTAON KOXI TOUG OTOXOUG KEPOOUCG KT TNV TTEPIODO TOU OXESIOU MXPKETIVYK

O mpPoUTOAOYIGNOC OTTOTEAEI OUCIXOTIKO MEPOC TNG SIXSIKXOIAG OXEdIXGMOU, BIOTI
Bonbdael va amavTnOoUlV To EPWTAHNATA:

- Ou gival To MPOIOV / UAPKX KEPOOPOPO KA HETA OITé MOCO KXIPO;

- Me moix Tiup O mpémel va KXOoPIoTEl TO MPOIdV / UAPKX TPOKEINEVOU VX Eival
KePOOPOPO KAl Eivail BIwOIUN TNV AYopa&;

- Méoa xpAuoTa 6 XPEIXOTEI Vo MAPAUEIVOUV 0TV &KPN YIX VO umooTnpi&ouv T
OTOIXEIX TOU MEIYUXTOC MAPKETIVYK, OdnAadn Tn diavour), TNV mpowbénon Kol TIC
A€ITOUPYIEC TOU MPOIOVTOC;

- Moio1 dykol MwANCEwv O MPEMEI VX MPAYUATOTOINO0UV TPOKEIUEVOU VA Eival
KEPBOPOPOI;



2 TAAIO 5 - 2YNTA=H lPOYTIONOII2MQOY

KAl XPONOAIAI PAMMA

Poec — €i00C 000wV
XpnuaTtodoTnon

NwAnoceIc uecga ano 1o OIKTUO
NwAnon d1apnNUICTIKOU XWPOU
NpounOBelec

Meiwon KOOTOUC NpowBdnong Kal
dlakivnong

KOoToC apxIkng enevouonc -
UNodouNG

KooTog avadiopyavwong
KooTog eknaideuong

KOoTOoC AsIToupyiag — ouvTnpnon
Cost benefit analysis




2TAAIO 6 - EAEMXO2

[TpOKEINEVOU VO OIKOPOAIOTET OTI
Ol OTPOTNYIKEG MAPKETIVYK EIVI
XTTOTEAEOUATIKEG TOOO &
HOKPOTIPOBECUO OO0 KOl _— g
Bpoxumpobeoua, Eiva
ATTXPAITNTO V& AnpOoUvV
QVTIKEIMEVIKEC METPNOEIC WOTE T
OXEO0IO VO TPOTIOTTOINOOUV KO VO
UNV EMavoAn@Bouv T dammavnp&
A&GON 0TO PEAAOV.




2TAAIO 6 - KATAI PAQH TNPOIMPAMMATOZ /
MEOOAOAOINA A=IONOIMH2HZ2 (1)

W5W-

\\mpu\{lwl §l|u qu gld

—;_m

O

o

> UVEXNC EAEYXOC
ANOTEAECHATIKOTNTAC

METPNON ENICKEWEWY, NWANCEWV
METpNON YVWONC €TAIPIKNG
TAUTOTNTAG, VEWV NPOioVTWV
METPNON NIOTOTNTAC NEAATWYV,
anoKTNoNn VEWV NEAATWV
/\OYIOUIKO
napakoAoubnoncg/ixvnAaTnong ,
NAEKTPOVIKEC EPEUVEC , OCUUPBATIKEG
EPEUVEC



2 TAAIO 6 - KATAT PAQH
[TPOI'PAMMATO2 A=IONOIMH2H2 (2)

A\OYIOHIKO napakoAouBnonc.
Moiec Auoeic unapyouv. Moco
oToixiouv

I'Ipocpl)\ NEAQTWYV — oupnsplcpopa
I'IapaTr]pnon TNG NAonynong Tou
neAaTn Yeoa oTo site, avaioyia
EMNOKEWYEWV — rla))\r']oswv
METPNON NICTOTNTAC NEAATWYV
Web social media metrics /
analytics

Mepidlo ayopac




[TPOTYIO KAGAPIZMOY 2TOXQN
EINIXEIPH2H2

Mpotuno kaBopicpoU CTOXWV

Ytoxo1 web napouoias BaBpuoAoyia Inoubmotnta
3
%
3.
4.
Tunpa:
OV O I e R VIO o e S B e s S s S5 Hpepopnvia: _...............

(Mnyn petagppacpévo: http://www.go.tas.gov.au/infoman/gips/planingyourweb4.htm)



HMEPOMHNIEZ2 TTPOIPAMMATIZMOY KAl

YAOIOIH2H2 AIAAIKAZ2IQN

Hpepopnvia
CTOXOoU

Hpepopnvia
npaypatonocinons

MNpostoacia 10ToGeAIDAs

Anpoupyia opadas Internet
Anpioupyia mAOTIKNS Napoucias
‘Evap&n Aeitoupyias

MNMolouikoi otox0o1 - S1audp@wWons otdons

MAigpuvon Ths aAucidas PETan@Anons Katd

lMNoooTIKOI - 0IKOVOLIKOI OTOXO1

AUZnon tlipou katd

EVOO£ENIXEIPNOIAKOi CTOXO1

Meiwon Tou KOOTOUS NWANCONS KAl UNOOTNPIENS Kata

MpomBnon 10Tt00eAIbas

MNoéte Ba e1caxBeil oTIs HEYAAES pUNXaves avalnInons

(NMnyn pe gikp£g Tpononoinceig: University of Minnesota, 2001)?




2YNOIMH 2TOIXEIQON AlO TOY2 TIEAATE2

Offline neAdtes Online neAdtes
Katnyopies neAatiov Katnyopies neAatov
| 2n|{3n| 40| 1n|2n]| 30| 4n

~» ANpIOYPa@IKa OTOIXETT

~» Hhikia, UAo, £1006npa, eninebo popewons
- [Ewypa@ikd otoixeia

~» TTOIXEIO Y10 TIS QYOPUOTIKES OUVNBEIES

-3 [Ipoupnoels o€ npoiovea, péyeBos
napayyeNIv, oUXvOTNTa ayopV.

~» AVIANOKPION OTIS TEXVIKES PAPKETIVYK NOU
Xpnoipononenkav

-» EKNTwuKG kounovia, E161KES NPOOQOPES
-» MéBobo1 nAnpwpns nou xpnaipionolody
~» METPNTa, MOTWTIKES KAPTES, ENTAYES

Mnyn: University of Minnesota, 2001.
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