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MaOnolakol 2toyot

e Na KataAdBEeTE MWE oL AYOPEC HITOPOUV VAl
SLapeBolV o€ LIKPOTEPD, TIEPLOCOTEPO
Sloxelplolpo TUAMOTO OUOLWV KATOVOAWTWV.

e Na kataAapete ta Suvntikd od£AN aAAA Kol TOUC
KlvdUvouc TnG THRUATOOoiNoNC.

e Na KOTAVONOETE TN onpaoio tTnc dtadikaoiog
Tunpatomnoinong- Ztoxsvonc- TomoB€tnoncg (S-T-P
process) otnv avantuén tTnc cTPATNYLKAC
MApKETLVYK.




H gvvola tn¢ ayopac
(MaAAwopnc, 2001)

¢ Newypadikn mepLoxn: ayopa tng odov Eppov, ayopa
¢ Kumpou

® Mpoidv: ayopd Tou meTpeAaiov, ayopd Tou xpuoou

® Mpoodopad: eKeL TTOU LTIAPXOUV KATAOTH AT, «TIRYQ
OAUEPOA OTNV AyOopa»

® JuvOnKeg MPoodopac: «n ayopd Tou TPOoioVTOC TV
SUoKOAN yLa epevay (TR, tonobeoia, StaBeopotnTa
npoiovtoc, e€umnpetnon oto payadl)



H €vvola tnc ayopac

H ayopa avadEPETAL OTO KOLVA XOPOAKTNPLOTLKA
TTOU OUYKEVTPWVEL Lo Opadal KATOVOAWTWY,
OTWC yLa tapadelypa N nAkia, To eLlcodnua, ta
odpeAn mov avalnTolv o€ Eva TPOLOV K.A.Tt.

Ta YOpAKTNPLOTIKA AUTA Hropoulv va
OLTTOLOVWOOUV Kat var LETpnOouv.

‘Exouv duvoLko xapaktnpa, dnAaédn
HETOBAAAOVTOL LE TO XPOVO.




Ayopa.
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Ayopa - 0TOX0C

H avayvwplon tou KowvoU — 6TOXoU 0dnyei otnv
OLTIOLOVW O TOU TUAMOTOC EKELVOU TNC OYyOPAC ITPOC TO
onoio Oa Kavel tTnv tpocodopa tTNE N ENMLXEiLpNON

Ayopa — oToyOo¢ €lval TO TUAMO TNG LyOP A TTOU
QUITOUOVWVOUUE OTtO TO GUVOAO TN mbavng ayopac

H ayopa — otoxo¢ eivat urocuvoAo TNE CUVOALKNAG
olyopaLC




Katnyoplec Ayopaotwv

KatavaAwtiki Ayopa (Business to Consumer Market- B2C):

Atopa kot Nowkokupld
Mpoidvta i UMNPEGLEC yLaL TIPOCWTILKK 1] OLKOYEVELAKK XProN

Biopnxaviki Ayopad (Business to Business Marketing- B2B):
METATOLNTIKEC, EUTIOPLKEC ETIXELPNOELC, ETALPELEC TOPOXN G UTINPECLWY, SNUOGLO,
dnuoaotlol opyaviopol, tdpupata.
Mpoidvta f unnpecieg elte yla TNV mapaywyrn GAAWV IPoiOVIWVY ) UTINPECLWVY ELTE yLa
TN petanwAnon €ite yia tn dte€aywyn dtadopwv pyaciwy Toug.



Tunuatonoinon — 2toxsvon - TomoBgtnon

1.Tunuatomnoinon

3. TomoBetnon Ta BAMOTO TNG
Sdtadikaotac ival

UTTOXPEWTLKA KOLL
gKTEAOUVTOL UE TN

14

OELPA




Tunupatonoinon — 2toxevon - TomoBetnon

H tunuatonoinon anoteAei To mPwTto Ano To BriHATo HECO OO TOL OTIOLOL LLOL
EMIXElpNon KOTaANYEL 6TOV KAOOPLOLO TNG OTPOTNYLKAC LAPKETIVYK. Ta otadia
outa siva:

Tunuoatoroinon: EMTPENEL TNV MEPLYPAPN TWV dLaPopwV ouadwv
KOTAVAAWTWV, TTOU OVOUA{OUUE TUNUATO OYOPAC

Jtoysvon: neptAauBavel tnv aéloAoynon tnc EAKUCTIKOTNTAC KATE TUNUATOC
KoL TNV ETTLAOYN EVOC N MEPLOCOTEPWV ATTO QUTA

TortoB&tnon: o kaBoptouoc utac éekadapnc kat emduuntng ELKOVAC OTO
UUAAO TwV MEAQTWV TNG Ayopac — oTOXOU wWOTe n avtidauBavouevn aéio yla
TOUC UTTOYNPLOUC TTEANTEC Vo Elval QVWTEPN ATTO TOV AVTAYWVIOUO



Tunupatomnoinon — Ztoxevon - TomoBetnon

——

1.TynuaTomoinon
—

3. TomobETnon




Oplopoc Tunpatomnoinonc

“n dadkaoia dLalpeong TG CUVOALKN G AYOpaC OE HULKPOTEPQL
TUAMOTA, OTIOU Tol SUVNTLKA TUALLOTOL £XOUV KOWVA
XOLPOKTNPLOTIKA TToU 0dnyouV O€ TIOPOUOLEC aVAYyKeC {ntnonc”
(Gilbert, 2003)

“O EVTOTILOMOC TWV TUNMATWY OyOPOOTWY TTOU EXOUV TIAPOLLOLEC
OWVAYKEC KOl TtapopoLla ayopaoTikn cuunepidpopa” (Palmer,

2004)

“n dlallipeon plot ayopac o€ SLAKPLTEC KOl LETPNOLLEC OMAOEC
OyOPOOTWYV TIOU OTTOLLTOUV EEXWPLOTA ITpoilovTa N piyua
uapketwyk” (Kotler et al., 2005)




Tunuoatonoinon (Segmentation)

1. OpoloyeVELC OVAYKEC KOL TIPOTLHNOELC LECQ OE
KaOe opada.

2. ZNMUOVTIKEC dLtadopEc- etepoyavaLa HETAED TWV
OMASWV.

3. ApKeta peyalec opadeC WOTE VAL LITOPOUV val
OLTtOTEAOUV EAKUGTLKEG OYOPEC
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Opotloyeveic MpoTUNOELS OTNV ayopA ALUTOKLVATOU

ZnHaoia
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EtepoyevelC TIPOTIUNOELC LLE OLLOLOYEVELC OMADEC
QATOUWYV OTNV OyopO OLUTOKLVITOU

ZnHacia
KaTavaAwong
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[MAcoveKTNLATA YLO TNV ETILXELPNON

Mmnopel va oXeSLATEL OTPATNYLKEC LAPKETIVYK LE TETOLO TPOTIO,
WOTE VA EMLPEPEL TO LEYLOTO SHUVATO AMOTEAEGAL.
YPnAotepn kavormoinon meAatwy
|6aVIKA YLO LLLKPEC ETILXELPNOELG
N'vwon tTwv WLATEPWV YO POKTNPLOTIKWY TOU GUYKEKPLHUEVOU
TULAATOC:
Avarmtuén katdAAnAou npoiovioc, cwoTr TILoAoynon Ko
ETILKOWVWVLA, KatdAAnAa diktua Slovounc.

Kate0Ouvon npolnoAoylopov o€ kepdbodpopa TUAHOTAL.



Aladpopol TpOToL THNHATOTIOlNoNC AYOoPaC

XwpPIig TUNUATOTOINGN MAAPNG TUNUOGTOTIOINON
oyop&Q

TunuaToTOoINON UE KPITAPIO
elo060nux 1,2,3

V

TunuoaTomoinon Ye KPITAPIO TunuaTomoIiNON PE KPITAPIO
NAIKIa o, B €1000NUa Kol NAIKIx



KpITAPI TUNUOGTOTTIOINONG

( [EWYPOPIKK )

( AnUOYPOPIKK )
( Wuxoypa@IK& )

J l ( 2UUTTEPIPOPAC >




fewypapIk& KpITAPIX

AlXipeon TNC ayop&C o€ DIPOPETIKES YEWYPAPIKEC HOVAOEC:
* ‘EBvn
* Kpa&mn
MepIpépeles |

¢ XWPEC
e [10AeIg
e [eITOVIEC
e [lukvoTNTK

e KA«




AnNUOYPOAMPIKE KPITAPIX

HAwia (1-11, 12-18, 19-34 kAn)
DUAo (Avépeg , yuvaikeg)

Méyeboc owkoyévelag (1,2,3,4,5 ko avw)

Elo0dnpa (katw twv 8000, 15000,26000 Kot avw)

AntacxoAnon (EMOTANOVEG, EMXELPNHATIEG, UTTAAANAOL, EPYATEG
KAT)

Eknaidevon (StapkeLla KATwW ano 5 xpovia, 5-7 kKAm)

Owoyevelakn kataotoon (VEoL ayapot, vEéol Eyyapol Xwpig
ToSLA, EYYAHOL LE TIASLA KATW TWV 18, NALKLWHEVOL Aya o
KATT)

Opnokeia (opO6dofol, kaBoAkoi pwapedavoli KAT)

DuAn (pavpn, kitpivn, Aeukn)

EOvikatnta (EAAnveg, ttaloli, Bpetavol, tomavol KAr)

Kowwvikn tdén (katwtatn, Katwtepn, HECH, LOTIKA AVWTEPN,
ovwtatn)




TunuoTtomoinon B&oel Koivwvikwv M

the mainstream “watchers” the "multitasking

: (46%) (26%) eival GTopa peocaiag nAIKIacy
avéps'c; Kl YUVQIKEG OE avTEPNC KOIVWVIKO-
KEVTPIKEG KAl HEYAAUTEPEG OIKOVOUIKAC TAENCG, NOU JIAUEVOUY
NAIKIEG. ‘Exouv Toug KUpiwG oTnVv ATTIKA Kal TN
AlYOTEPOUG PIAOUG (226) ©eooalovikn. XpNoIKNOnoIoUV To
Mou eival Kupiwg oTevol Facebook yia va enikoivwvouv ouxva
(iAol Kal OIKOYEVEId. LE PiAoUG, oIKOyEvela aAAd Kal

Xpnoigonolouv Ta ouUVEPYATEG. Ta KOIVWVIKA
KOIVWVIKA OIKTUA EMEION dikTua anoTeAoUV PECO

Kal ol aAAol :eivcu' EKEI, WG EVNUEPWONG, dIAoKEDAONC Kal
nanTikol XpnoTeq ENAQPNG UE TO KOIVWVIKO NEPIBAAAOV
Toug, avalnTouv NANpogpopies Kal

he “unreachable” youth  poipalovTal EUREIPIEC HAPKDY,

(29%) padnTec Kal
PoITNTEG, Ta KoIvwvika OdikTud
anoTeAoUV PEYAAO PEPOG TNG
KadBnuePIVOTNTAG TOUG, EXOUV
HEYAAO apiBuo giAwv oTo
Facebook , noAu evepyoi oTa
KOIVWVIKA OiKTUA YIa MNOAAEC
dpaoTnpIOTNTEG , TEIVOUV vda
NnapaBAENOUV TIC ENMNOPIKEG
1a0TACEIC TOUG.




WuxoypapIk& KPITAPIK

H Yuxoypadikr tunpatonoinon ival n THRpOTONOincn HE BOGH ToV
TPOTOo {WNAG KO TOL XOLPAKTNPLOTIKA TG IIPOCWITLKOTNTAC TWV
KOTOVOAWTWV. XOPAKTNPLOTIKA, OTIWG

NMpocwnikdtnTa, TPOmog {wng

AvOpwrol rtov erdlwkouv adBovia VALKwY ayabwv, ocuyxpova
npoidvta texvoAoyiag, OTL IO VEO KalL TILO LOVTEPVO

AvOpwrot tov avalntouv Kowwvikn PoBoAn, eniden vPnAng
KOWWVLKNG B€ang

Nel@avaykaopnog (ne®apyxnuévol, ansldapyntotl avOpwmot)

Kowwvikotnta (e€wotpedeic — ecowotpedeic)

*  Kowwvikn cuveidbnon (uPnAn, evdiadEpov yla to Kowo Kalo,
XOUNAR — EYWKEVTPLKOL)

* Avutovopuia (avegaptntol, eaptwpevol)

*  Zuvtnpntikotnta (ouvinpntikoi, pAeAevBepot, pl{oomacTiKol)

*  @uWobotia (peyalemiBolot, xwpic ovelpa phodolicq)




Wuxoypapik& KpITApIa

H VF Corporation
TPOCPEPEI TTEAVW AKTTO
30 p&pKeg premium

lifestyle.

“TMoyideiel TIC
TPOCOOKIEC TWV
KOTOVOAWTWV OTN
noda (fashion status)
KO OTNV EUNUEPIX
TOoug”

\f i ‘ RUSTLER
WanY‘?mlife' - l’ee

OUR BRANDS _
JEANSWEAR § /
VF IMAGEWEAR 4 4 /
OUTDOOR
itk NAUTICA
CONTEMPORARY
VF QUTLETS
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Kpltnplo ayopaoTKNG CUUTTEPLPOPOC

Ol KOTOVOAWTEC THNUOTOTTOLOUVTAL HE BAON TLE ELOLKEC
OLVALYKEC TTOU artolnTtouV val LKAVOTIOLGOUV KOlL TOV
TPOTIO IOV CUUMEPLPEPOVTOL ATTEVAVTL GTO IPOLOV

Ta kprtipla meptAappfavouv:
4 to avalntoupevo odeloc (my odovtonaota — 4
'l ’ SLapopeTIKA 0DEAN: OXETIKA LLE TNV TLUN, KOOUNTLKA
1 ‘r' odpEAn, opEAN vyeiac kal yevon)

’ Ty avopalopevn moooTnTa: UTIAPXOUV OUAOEC
KOTAVOAWTWY OV ayopalouV PEYAAEG, LETPLEC, ULKPEC
TTOOOTNTEC ATIO €va POToV (my va Bpet yiati ayopalouvv
QLUTEG TLC TTOOOTNTEC Kal TTOoo ouxva. Katataén neAatwv
aVAAOYyQ LLE TOV OYKO TWV OlyOPWV KL VO TTPOCOPHOCEL TN
OUOKeL QoL KOl TNV TLUH OE QUTEC TLC KATNYOPLEC)

TNV NEPLOTAON



Kpltnplot otyopooTIKNC CUUTTEPLPOPAC

ENMISPACN TWV CTPATNYIKWV RAPKETIVYK:
mapoucLaon Tou MPolovtog (cuokevaoia), TN,
neBodoc mpoPoAng Ka.

KaBe texvikn ennpeadlel StadopeTikd TG SL1adopEC
vrtoPPLeC OPASEC KATAVOAWTWY — TUNUOTOTOLNOoN
avaAoya UE TNV AVTamoKpLon mou nmapouoldlovy og
QLUTEG TTY O€ pLo Ttpoodopa TUTIOU «ayopAoTE TO X
QTIOPPUTIAVTLKO Kol Kepdiote 250m| Swpo»

kivntpa ayopaotwv (xapunAn tun, KUPog,
aélomiotia)

Badpoc npoonAwaonc otn papka (motol  oxt
NEAATEC)

svawoinoia tipnc (adltadopia, evalcdnoia)
svawinoia otn Sadnuwon (adltadopia, pHkpn
enidpaon, peyan enidbpaon)




AvaAuon TUNUOATOMOLNONC KOTOVOAWTWV:
MNpwtn pebodoloyia

1. THNUATOTTOINON ayopag Bacel HeTABANTWY ¢NTNONG KAl
KATAVAAWTIKWY TTPOTIMACEWY (AVAYKEC, KATAVAAWON,
XPron TTPOIGVTOC, KTA).

2. MNeplypa@n TwV THAMATWY JE TA ATOUIKA XAPAKTNPIOTIKA
(TrEpIOXN, €E1000NKA, NAIKIA, KATT) KAl TOUG TROTTOUC
TTpooeyyionc (MME, aoXoAieg, evOIQQEPOVTA, KATT) TWV
KATAVOAWTWY TTOU TA ATTOTEAOUV.

MetaBAnTég MET“BMT%‘;
CUHTTEPIPOPAS Kl ——  TEpIYPOPAS KAl

TTPOTINNTEWY avayvwpiong



AvaAuon TUNUOATOMOLNONC KOTOVOAWTWV:
AeUtepn pebodoloyia

1. OJOOOTTIOIOUHE TOUG KATAVAAWTEC BACEI TWV ATOMIKWY
XAPOAKTNPICTIKWY TOUG KAl TROTTWY TTPOCEYYIONG TOUG.

2. EAEyYOUUE Qv TA THAHMATA OIA@EPOUV WC TTPOC TIC HETARANTEC
(NTNONG, TTROTINACEWY KAl CUHUTTEPIPOPAC TTOU HAC
eVOIAQPEPOUV.

MetafAnTeg MeTafAnTeg
TEPIYPOPAS Kall — CUNTTEPIPOPAS

AVAYVWREIoNS Kol TTPOTIMACEWY



Noapadetlypa Tunpatomnoinon: Odovionaota

Iupunepidpopa Wuyoypadika Mpotipovupeva

Brands

Owovopuia Avépecg Juxvol xpriotec  YUnAn Dtnvotepeg, oe
(xapnAn Tpn autovoplia, npoodopaq,
MPOCAVATOALONO  generic
¢ afLwv
DaAPUAKEUTIKEG MeyaAeg Juxvol xprioteg  Yroxovéplot, Crest
(MpoAnwn vOowv)  OLKOYEVELEC ouVTNPENTLKOL
KaAAUVTIKEC ‘EdnPot, véol KarmvioTeg Kowwvikol, Aqua-fresh
(Aapmepda dovria)  evnAlkeg evepyol
Fevon Nadia OiloL Tng Eotiaon otnv Colgate, Aim

LEVTAC armoAauon



Aladikooia Tunpatonoinong

Anpioupyia Mpo@iA



Customer Persona

To MPOPIA evoc MEAGTN €ivail Evax OUVOETO OKITOO EVOC
BaoIKoU TUNUATOC TNC OYOpPA&C.

O1 Customer Personas amoTeAoUV TNV GVATTXPXOTHON
TOU QyOPOOTIKOU KOIVOU MIGC EMMIXeipnonce pe Baon 1o
OIBECIUO OEDOPEVT TTOU UTIPXOUV OTTO EPEUVEC
ayop&c, ouvevTeu&eic, cuAoyn ONUOYPOPIKWV
OTOIXEIWV, TIPOPIA AYOPAOTIKAC oupTIEPIPOPAC, online
OUNTIEPIPOPG K.G.

H dnuioupyia Tou customer persona €ivai Xxpnoiun yix Tn

ONUIOUPYIC TTEPIEXOUEVOU KX OTOXEUONC OTO KATXAANAO
KOIVO.



Name
Job Title

» Where she works
» Details about her role

Demographics  Goals and
» Age Challenges
+ Gender

» Salary Values and
» Location Fears

* Education

o Family

Marketing
Message

Elevator Pitch

Rachel

Small Business

Owner

» Social Media Marketing
+ Key decision-maker

Demographics

¢ Age 32-39

+ Skews female

« $90,000/yr

» Urban location
« Master's degree
+ Married, no kids

Goals and Challenges

+ Save time online
+ Find interesting content to share
+ Maximize social media resources

How we can help

+ Schedule posts to a queue
« Content suggestions



Customer Persona

Meet Neil

Family life Donates via:* Online activity

my - B
=
\ Mo children Household income  Rented home websites
Nell is a single guy in Visits charity e
his mid 20s who lives Charities supported in past 12 months websites to:
in the city. 2. Direct Debit
He's quite well Age
S i '
: )
disposable income - ‘
to spand on nights out with 1. He alth /Medic al 2. Chibdren ‘
the latest : 3, Give as you Live
and lots of travel.

Top reasons for giving
He sponds most of hes tme

onhne and always has the
tatest laptop, smartphone
or tablet — often with all
three gong at onced

QS5 o you tie®




Persona |: ldvvng - N€og Emixeipnuartiag

ZTOXOZ: Hyecia evog emmuxnpévou concept

PAIN POINTS: Avalnitnon evée SiagopeTikol concept, Mou va gival MPOCApHOCHEVD Ce eMTUXnMéva (trend)
concept Tou eLwTepiKol KAl va TTPOC@PEPE] OIKOVOHIKI] adgdleia

Background:

EAsuBepoc Enayyehpatiag pe mpooavatohicyo oto
XWPOo NG E0TIA0NG UE CIKOVOHIKO TIRO®IA Tou va propel
va kdvel tnv urrepfacn

Anpoypagikd Zroxsia::

Avtpag — Epyevng

35-40 xpovav

Tonog katoikiag: ABriva, @ecaahovikn, Hpdrheio,
Mukovo

IBiakepa Xapakpiotikd:

Avuto-obnyeital, pe pia Beukr MpoomuKT KAl cagn
Eppaacn oty uPnAr MoIOTNTA Kal TO EMXEIPNPATIKO
KEPBOG, MPOoCavATOMONEVOG OTA ATTOTEAETATA.
Ehaoukdtnta wpapiov O OpICPEVEG TTEPITTTWTEIG.




Persona |: lNdvvng - Néog Emixeipnuatiag

Katdotao

Kupiopxo Kivntpo: Hysoio
Avaykec/EmBupiec: Aveoptnoia, Katotiwaon,
Npwrotunia, Owovopik Acpdieia

Atiec: Aogdheio, AvBevorotnta, Anpovpyikétnta,
Miagdveia, lNpwtotumia, Blhkpivia, EEEMER, Evupdtnta

ay

LuvriBeieg
Xpron Media: Internet, Tunog
MéBobdog Epsuvac: Kivnukdtnta - Smartphone

Aiabikooieg kal Kpiuipia
Epmoteg nnyéc: LopPouvioc, [vwpipieg
Andgaon Enévbuonc:1&ioc, Ltevoce Kokhog




Persona I: lNavvng - Néog Emxeipnpuatiag

MNwg em I
Hyeoia evog emtuxnpévou Kal TpwIOTUTIOU Concept TTou
ToU MPOodidel 0IKOVOUIKI ac@dAeia

Kdpio Mrjvupa:

Emévduoe pe aogdAeia ot dikr) cou Tex - Mexperience

: g
Kdépia Méoa:
Tumog, Social Media, 2toxeupéveg Evépyeieg

—n.

Kdpiog xpévog npoBolric ava péoo:

Social Media: 10.00 — 12.00 ka1 18.00 — 20.00
Email: 08.00 - 10.00

Event: [Napaokevurj andyeuvpa

30



Persona |: [davvng - Néog Emxeipnpatiag

Mnvupa avaloya
tn Qaon

Pdon Evaiabnronioinane:
Enévbuoe oto mo tend pedikdviko street food
Atite 11 pag kavel Eexwpiotolg

©don EEéraong:

Meydho 1} pikpd street katdotnua oag taipiadel’
Meiwote To emevdutikd oag pioko!

®don Andeaonc:

To dikd gou Tex — Mexprerience!
Nowoe aogaheia pe ) dikr} cov emxeipnon!




Customer Persona

AvTIKaTOTITPI(OUV
TIC OKEWEIC, T
KIVNTPX, TIC
ATTOWEIC KA TIG
OUNTIEPIPOPEC TWV
MEAXTWV, KKOWC K|
TIC TIPOKANOEIC TTOU
AVTIMETWTTI(OUV.

Dunkin’ Donuts
omeudiveTal oTo uéoo Joe, o
OTT0I0C OEV EVOTEPVI(ETAI TN
¢IAocopiax Twv Starbucks.



STEP

'AGKnon o
\EW NEWSEASON
SEASON I . e w e e
STYLE
AvayvwpioTe To WP
p SEIING
KPITAPI
TUNUOTOMOINONC
Tng Clarks.
2Xe0IXOTE TO
customer

persona Tng
Clarks.




TARGETING YOUR DIGITALAUDIENCES

Types of digital segmentation

One-size fits all

RFM: recency, frequency, monetary value

List based

Pas! behavior, expressed inlerest, channel and/or some demographic dala

Dynamic messaging streams
Messag

Predictive with ongoing optimization
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