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O OKOTIOC TNC ETMLXELPNONC

Napoaywyn oo
— Alomowwvtoc nopouc (VALKoU¢ Kal AUAOUG,
E0WTEPLKOUC Kol EEWTEPLKOUC),
* UE HOVOOLKO TPOTIO
e SlatnpAoLUo Kal eEEALELUO



Emtuyelpnuatiko HovteAo

* MMpocdlopilel To AoyLopo pe Baon tov omoio o
OPYOVIOMOC TIAPAYEL KOl TTAPEXEL aslo Kall
etaodpalilel tnv e€aodalion tne emiBiwonc
TOU yLa 000 SlaoTnUa armatteitol



O AouLKA OTOLXELL

TUAROTO AyopAE — KOWVOTNTEC XPNOTWV-WPEAOU LEVWV

MNpotaosig aiag, mou emAUouv TIPOPARMATA I)/KOL LKAVOTIOLOUV OVAYKEC
KavaAwa smikowvwviog, Stovopng/mapoxnc, mwAnong

Owodoépunon Kat Slatripnon OXECEWV LE KAOE THAMA AYOPAC

Po£g £008wV MOU TTPOKUTITOUV ATTO TNV EMLTUXH TTOPOXN afloiC OTOUC TIEAATEC

Kplolpeg Aettoupyieg, mou amattouvTtal yla TNV CUVETH Kol aéLOTLoTn mapoxn tTne aslog

OTOUC TIEAATEG, O€ OAEC TLC CUVONKEC AYOPAC
Kpiowol mopot, mou kaBopilouv to eninmedo €MLXELPNOLOKWY AELTOUPYLWV
Kpiloeg ouvepyaoieg yia tn Slekmepaiwon AEToupyLwV Kal TNV apoxn mopwv

Aop KOGTOUG, N omoia TIPOKUTITEL ATTO TA TIPONYOUEVA
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Tunuoto Ayopac

AL POPETIKEC OADEC aVOPWTIWV ] OPYAVICUWYV TLC OTIOLEG N ETILXELPNON
ETULOLWKEL VOL TIPOCEYYLOEL KOl VoL EEUTINPETNAOEL

Opadec amoteAoUV SLOPOPETIKA THLAMOATO QV:

OL aVAYKEC TOUC amaltouv Kot StkatoAoyouv pia Stakpiti mpoodopa (agiog)
Mpooeyyilovtal peow dradopetikwv KavoaAlwv

ArtautoUv S1adopETIKOUC TUTIOUC OXECEWV

MpoodEpouv SladopeTikeC kepdodopleg

AwatiBevtal va mAnpwoouv (apa aéloAoyouv) SLadoPETIKES TIAEUPEC TNG
npoodopac

Noapadeiypata:

Moadkn ayopa

E€e1bikeupévn ayopad (niche market)

Katakeppatiopévn ayopd (segmented market)

Awadopomnolnuéveg ayopeg (divesified)

MoAupepnc ayopad A mAatdopua (Multi-sided platforms or markets)



[Mpotaon aéloc

e To plypa mpoioviwy Kol
UTTNPECLWYV TIOU
dnuloupyouv atla yla ta
HLEAN TOU TUALLOATOC AYOPOLC

— NEa 1 avaTpEMTIKN
npocdopa

— MpdoBeteg ISLOTNTEC A
XOPAKTNPLOTIKA:

e Jtoweia atlac:

NEEC QVAYKEC ] ATTOULTAOELG
KaAUtepn enidoon,
Mpoooappoyn OTLC ATALTACELS
(customization)

E¢urtnp€tnon (“getting the job
done”)

2XeSLOOUOC
Enwvupia/Kupoc

Twn

Melwon k6otoug

Melwon kwduvou

MpooBaon
Aveon/suxpnotia
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2TPATNYLKN TOoTtoBETNON

T | Avaykn B
Al

TO AVTOYWVLOTLKO TOTTLO

Avaykn A



AVTAYWVLIOTLKO TIAEOVEKTN AL

* [MAgovekTnua rou Oev KAnpovoueitatl, aAAa
SnULOUpPYELTAL OTTO TOV EVEPYO CUVOUOOHO KoLl
QVATITUEN TTOPWV LE OUYKEKPLUEVO OTOYXO:

— AUOKOAO VO «TTOKTNOE Y
— Amattel xpovo kot OEopeEVon OPWV

— Avarmtuoostal, 6€vV ElVOL OTOTLKO



KovaALa

Ta KovAALa ETILKOWVWVLAG, SLAVOUN G Kal TIwANCEWV ouVLIOTOUV To SlauAo
aAANAemidpaonc He Toug EAATEC

Atadpapatilouv onUAvTKO pOAO OTNV EUTIELPLO TOU TTEAATN

E€umtnpetouv mMANBoc¢ AettoupyLlwy, OTWCG:
— Tvwon kat mAnpodOpNoN CXETLKA LLE TA TIPOLOVTA KAl TLC UTINPECLEC TNC
ETIXELPNONG
— Apwyn o0Tou¢ MEAATEC WOTE VoL aéLoAoynoouv Tnv mpotaon atiag tng
ETIXELPNONG
— EmutpEnouy otoug MEAATEC VOL ATTIOKTHOOUV CUYKEKPLUEVA TTPOTOVTA KAl Val
armoAaUoouV IPOoPAcH OE CUYKEKPLUEVEC UTINPECLEC

— Mapadoon tng MNpotaonc Atlac otoug MEAATEC
— Mapoxn otoug MEAATEC UTTOOTHPLENG LETA TNV TWANCN



Own

Partner

e  MEow oWV KAVOALWVY TIPOTLUOUV VA TIPOCEYYLOTOUV OL TTEAATEG;

* [wg npooeyyilovtol Twpa ano EUAC KoL OrtO TOV AVTAYWVLOUO;

* [wc¢ ocuvdualovtol Ta KAVAALO MO

* [lowa Soulevouv KaAUTEpPQ;

* [lowa elvoil o o artodOTKA;

* [wcg ta cuvdudloupe Pe TN poutiva Asttoupylag Twv eEAATWY;

* oo glval To owoTto piypa (apeoca/Eppeoa, LOLOKTNTA/CUVEPYATWV);

Channel Types

Direct

Indirect

Sales force

Web sales 1. Awareness
How do we raise aware-
ness about our company's

(hwn stores .
products and services?

Partner

stores

Wholesaler

Mnyn: Osterwalder (2010), oeA. 27

2. Evaluation

How do we help custom-
ers evaluate our organiza-
tion's Walue Proposition?

Channel Phases

3. Purchase

How do we allow custom-
ers to purchase specific
products and services?

4, Delivery
How do we deliver a Value
Froposition to customers?

5. After sales

How do we provide
post-purchase customer
support?



YXEOELC HE MeAatec

TLeibouc oxeon Beloupe
Va OLKOOSOUACOUUE PIE
TOUC TtEAATEC O€ KAOE

TUNHO ayopag;
Tt tpoodokouv oL
TEAATEC;

TL€XOULE HEXPL CAUEPQL
Tt KooTileL KalL TL
arnodidet; Nwg
ocuvdualovtal Ye To
UTTOAOLTTO ETILXELPNMOTLKO
LOVTEAO;

Ztoxol
AToKTnon MeEAQTWV
Awatipnon meAatwv

Auénon mwAnoswv

Katnyopisg
MpoowWTLKY UTTOOTAPLEN,

AdooLwPEVN TTPOCWTILKNA
uTtooTAPLEN

Auto-e€unnpetnon
AutopatomnolnuéEvn eEunnpetnon
Kowotnteg

Juv-Onuwoupyia aglag



Poec ec0bwv

Mo oo aéla eiva StateBelpevol
val TTANPWOOUV OL TIEAATEC O€
KAOE TUNUQ,

Tl elbouc atia eival paypoTKA
Slatebelpévol ol eEAATEG va
TTANPWOOULV;

TL TAnpWVOULV CNUEPQ;
Mw¢ TANPWVOULV CHUEPQ;

Mooo cupBalel kaBe pon ecOdwv
OTO CUVOALKA €0060;



e 2 TUTIOL pOWV ECOOWV:
— €ooda amno amAr) cuvailayn, LE TNV ayopad

— EmavaAopPavopeva €écoda amod mMANPWHEC yLoL TV Tapoxn TNS a&log oToug
TMEAATEC ] YLOL TNV TTAPOXN UTIOOTHPLENG LETA-TNV-TIWANCN

* TpomoLmapaywync powv ecodwv
— NwAnon ayaBwv
— Tignua xpnong
— Zuvdpoun xpnong/mpocfaocng
— Aavewopoc/Evolkiaong/XpovouioBwaon-Xpnuatodotikn MioBwon (Leasing)
— Adbeiwa xpriong (Licensing)
— Meoueia (Brokerage fees)

— Awadnuon



Mnyaviopot TipoAoynonc

Fixed Menu Pricing

Predefined prices are based on static variables

List price

Product feature

dependent

Customer segment

dependent

Volume dependent

Fixed prices for individual products, services,

or other Value Propositions

Price depends on the number or quality of

Walue Proposition features

Price depends on the type and characteristic

of a Customer Segment

Price as a function of the quantity purchased

Mnyn: Osterwalder (2010), oeA. 33

Dynamic Pricing

Prices change based on market conditions

Negotiation

{(bargaining)

Yield management

Real-time-market

Auctions

Price negotiated between two or more partners

depending on negotiation power and for negotiation skills

Price depends on inventory and time of purchase
{normally used for perishable resources such as hotel

Fooms of airline seats)

Price is established dynamically based on supply

and demand

Price determined by outcome of competitive bidding



Kplolpec ApootnpLOTNTEC

e Aopéc/Iuotriuata ApooTnpPLOTATWV

— Moapaywyng: oxeSLoopoc, KATaoKeEUN Kal tapadoaon Mpoilovtog 0€ GNUOAVTIKEC
TIOCOTNTEC KOl CUYKEKPLUEVA TIOLOTIKA XOPOLKTNPLOTLKA

— EniAvong mpoBAnpdatwv: avantuén véwv AUCEWV yLaL CUYKEKPLUEVAL
npoBARpaTa IeAATwWV

— NAatdoppeg/Aiktua: n mAatdoppa sivat o KploLpoc opoc, yupw armno tov
ornoio dopeital Eva owkooloTNUA SPACTNPLOTATWY Kal SPWVIWV TO OToLo N
emxeipnon Staxelpiletal pe okomo tn dtatripnon Kat peyeébuvon tou
OUOTAMATOC KOl TOUC POAOU TNG OE AUTO.



KploLpot mopol

* OLTIOPOL ETUTPETOUV OTNV
ETIXELPNON VA OPYOLVWOEL
dpaoTNPLOTNTEC WOTE:

va SnULoUpPYyNRoEL Kal va
npoodepel atia

va OIOKTNoEL pooBaon o€
OYOPEG

va avartUEeL Kal va
UTtOOTNPLEEL OXEONG UE
TUAUOTO QYOPAC

VO TIPOOTIOPLOTEL £006a

Elval n Ttnyn TOU oVTAYWVLIOTIKOU TTAEOVEKTNLOTOC

* YAwotn avlot

* Mrmopouv va anoktnBouv, aAAd
QVOITTUCCOVTOL OTO TNV

E€omAlopog
Xpnuortikot
'Vvwolakol

MPOoCWTLKO

®rpn

ETIXElpNON




KploLec oYeoELC

Mpoodlopilouv nwc oltkodopoupe To SikTuo TIpopNBeUTWY Kot
OUVEPYOTWYV TTOU KABLOTOUV TO ETIUXELPNUOTIKO 0XESL0/HUOVTEAD
AELTOUPYLKO

4 TUTIOL OXECEWV

—  JTIPOTNYIKEC CULUAYXIEC METAED LN QVTAYWVLOTWV

—  JUV-OVTOYWVLOUOC: OTPATNYLKI CUVEPYAOLA HETOED QVTOYWVLIOTWV

— Kowad eyxelpnpata (joint ventures) yia tnv avamntuén-dtepelvnon VEwv
ayopwv

— JX£0ELC ayopaoT-tWANTH yia TNV aélomiotn e€aodAALoN TWV OTALTOU UEVWV
npoundelwv

 Tuarti;
— BeAtiwon kat owovouieg kKAlpakag
— Meiwon kwduvou kat afefatotntag
— [MpooPoaon oe CUYKEKPLUEVOUC TTIOPOUG Kol SpaoTnPLOTNTEG



Aoun KOOTOUC

* [leplypadel OAa T KOOTN TTOU TIPOKUTITOV ATTO T SpaoTNPLOTNTEC, TOUC
TTOPOUG KOl TLG OXEOELC
— A&lToupyLlka oxL emevduong
— [Mola givol Ta TOLo ONUOVTLKA;
— MMota ta 1o evaiodnta;

e KiUpLa XopaKTNPLOTIKAL:

 MovtéAla pe 06nyo to KOOTOC .,
— 2tabepa KOOTN

*  Movtela pe o6nyo tnv adia — MetaBAnTd Koot

— Owkovouleg KALHaKaG
— Owovopiec okomou/Ppaopatog



Koitvotopla 0To ETILXELPELV

* NEO ETUYELPNUATIKO LOVTEAO:
— 2ToV IPOOSLOPLOUO TOU TIPOPANUATOC-AVAYKNC
— 2TOV TPOTIO TTAPOXNC
— 270 HiyHa TwV amaltoUUEVWY TIOPWV
— 2TOV OUVOUOOHO TWV TTOPWV

— 2TNV OTPATNYLKN) CUVEPYOOLWV
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TL elvall n €MLXElpNON;

* Eva ouoTtnua TOPWV UE OKOTIO TNV TAPOywYN
XPNOLUwV ayabwv (rtpoiovtwv Ko
UTTNPECLWV)

* Mopot:

— KedpaAato kal epyaoctia (n KAAoLKR mPoceyyLon)
— Aulot kot UALKol



[Mopot

Mmeda Kol KtipLa

E€omAlopoc

A\OYLOULKO

['VWOELC KOl LKOVOTNTEC

Opyavwon

Btour]xa’vmr'] Ldloktnoio: SUTAWMATA EVPECLTEXVLALC,
ETIWVU ULEC

DN

AlkTUwon

XpAua(;)



TU KAVEL N ETLXELPNON;

* MpooBetel afla otn (wn (avBpwrniwv) N Tt
Aettoupyla (opyaviopwv)
* AVTOUTOKPLVETOL OE QVOYKEC
* KPLOLUEG N ETIOUCLWOELG
* SLATUTTWHEVEG N AavBavouoeg
— WE TNV aVATTTUEN KAl TTOPOX ] TIPOTOVIWV Kol
UTTNPECLWV
— Metadpalel Tnv nAnpodopia aflomolovtag Toug
nopouc tn¢ (xaAaopevo tnAedwvo)



[TwC TO KAVEL N ETILXELPNON;

AvaAUeL TIC avaykec, adouykpaletal, opapatiletal, SLepeuva TLg
KOWWVLKEC TAOELC (LAPKETLY, EpEUVA OYOPAC, SLOPATIKOTNTA, KOLWVWVLK)
gvooOnoia kat opopa)

2xeblalel, avamntuooel, SokLpaleL: LOEeC, TexVoloyleg, mpolovta,
urtnpeoiec (E&A)

MNoapayel

MAnpodopel ko TpowBel (LAPKETLV)
Alavepel

MouAa

Elompatetl

— OAa ta mopamdvw amnattolv emeVOUOELg o€ EELOLKEUUEVOUG TTOPOUC (OAwVY
TWV 0wWv)



H aAvoida alac tou Porter

YnodopuEs

Aoiknon AvBpuwnivay NMopwy

Texvohovikn eEeMEN

MNoocpunBeiec
L
L 4 —
7 y = 2 3
=2 o & « o =
€ S = Fe |8
o L = W3 =
<] 2 = b e T
2 F = -
o Ll




upport
ctivities

H 0pB060&n omtikn

Competitive Advantage and Activities

1 T
Fifm Infrastructute
{e.g. Financinp, Planning, Investor Relations)
1 1

1 1
Human Resource Mandgement
(e.0. Recruiting, Training, Cmnpellsaﬁm System)
1 |

Tech +0Iogy Developiment

esign, Testing, Frﬂllcess Design, Matprial Research, Mal

ket Research)

1
1
1
1
H
1
1
1
1
!
1
1
1
{e.g. Product I}I}
1
1
1]
1
1

1
'nIF'mcurement -|I

Value

f/"'

(e.g. Components} Machinery, Adveltising, Services) What
buyers are
Inbound Operations Outbound Marketing After-Sales willing to
Logistics Logistics & Sales Service pay
{e.q. Incoming (e.0. {e.q. Order {e.g. Sales (e.g. Installation,
Material Assembly, Processing, Force, Customer
Storage, Data {3-'3"'|'|'_I3"3"_'-‘J"IIt Warehousing, Promotion, Support,
Collection, Fabrication, Repaort Advertising, Complaint
Service, Branch Preparation) Proposal Resolution,
Customer Operations) Writing, Web Repair)
Access) site)

Primary Activities

« Companies are collections of discrete activities, in which
competitive advantage resides



To cuotnua aéloc kata Porter
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Ti Oa eMAEEOUME VOL KAVOULE EUELG;
Moleg SpaoTnPLOTNTEC;



Southwest Airlines Activity System

Mo
baggage
transfers

Limited Mo
No seal Passenger connections
assignments Service with other
airlines

Lirnited use
af fravel

agents Short-haul, point-

, to-point routes
Efﬁg;td gfrdi%?d betwean medium-
sized cities and
sacondary
airports

Frequent, 15-Minute
Reliable Gate
Departures Turns

aircraft

Automatic
Ticketing
Machines

Hidlh Lean, Highly

. |g Productive Very Low
et Ticket Prices

compensatio Ground and Gate

Crews

“Southwest,
High the low-fare
High Alrcraft aifine”
EMployes Utilization
stock
ownership

Flexible
union
contracts

I brmsderss el bralsrrws | LR EPCT 0P WIS R 13 Frewasdd Wil D edeee U rbse . Drabes



Zara Activity System

Prime
store
locations

Word-of- Fasl;lnntat
Mouth moderate

Marketing price and
quality
Mo media Widely

advertising p;'::f;:r

Global .
e i Extensive
L use of

store
sales data

spotters

Encourage
repeat
buyers

se of
advanced

JIT texfile
delivery machinery

Very Very
frequent flexible
product production
changes Cwnership system

Production in

Spain & of
Portugal, dose production
to markets sites

Eource: Oraws on mssnch by Jorge Lopez Ramaon [IEEE)
at the Irsiule for Simiegy and Compalifvenass, HAE



H enyelpnon w¢ cuotnua
SpPOOTNPLOTATWY KoL TIOPWV

-

EZYMHPETHZH O AANEIA KAL
XPHMATOAOTHZHZ EMENAYZEIX
EZOAA & AATMANEZ EIZMNPAZEIX NIZTQ>H MEAATQN

KE® ANAIO ANEIZMPAKTA

EZONAIZMOZ KA MA

MPOZAHWEIX

ANOAYRELS KA EMENAYZEIX MNQAHZH
[XQ EZONAIZMOY

MPOZMIK

5

NPOMHOEIES A YAEZ NAPArQrH  AMOOEMATA  syvsiEYASTA KAI MAAI ATIOOEMATA MQAHSELS
AMOSTOAH




A&lleL Tov KOTO; (reality check)
Kawvte Touc urmtoAoyLopouc oog

[MoooL avBpwroL €xouv to MPOBANUA TTou AUVOUUE;

[Mooo onUAVTIKO €ival To poPANUa (TOoo Toug KooTLlEL);
Mooo eival dlateBelpevol va TANPWOOUV yLa va To AUGOUV;
Me TL KOOTOC UITOPOUHE VA TO OLAOECOUUE;

[MoooL aAAot prmopouv va to dtaBecouy;

Y€ TL EXOUE CUVTPLTTLKO TTAEOVEKTNMA,; (N TILO CUVTPUTTLKO
NMAEOVEKTNUA Bo avamtuEéouE;)



