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Abstract

CRM (CUSTOMER RELATIONSHIP MANAGEMENT) APPLICATIONS
IN THE GREEK MOBILE TELEPHONY COMPANIES:
A COMPARATIVE ANALYSIS

In today's constantly changing and very competitive marketplace companies have realized
that customer service is a very important factor for their success.

Customer Relationship Management (CRM), is a strategy that can help companies to build
long lasting relationships with their customers, achieve customer loyalty and increase their
profits. CRM is a combination of methodology, software and technologies and if it is adopted
effectively it can offer value to the customer and to the company.

The International market of CRM is continuously growing and Greece is following this
growth. Greek companies have recognized the need to adopt customer focused strategies and
systems, however, the percentage of Greek companies that have implemented at least one CRM
application is still low.

CRM is applied in many sectors, among which, is the Telecommunications sector where it is
of strategic importance. In this research paper the adoption of CRM systems by two Greek
Mobile Telephony Companies is examined and the implementation as well as the success factors,
the problems and the benefits are analyzed and presented. JEL Classification: M10

1. Ewooyoy

To CRM (Customer Relationship Management) 1 aAAamg Alayeipion Zxé-
ong [Mehatwv (AZIT) ovupwvd ue mv etoupeia ovuPotlwy enxelprioewyv Ovum,
elvar éva oomua 0L0{XNOMNG TTOV ETMUTPETEL OTOV OPYAVIOUO VA, EVTOTIOEL, VO
TTPOCEAXVOEL KAl VO AUENOEL TOV aPLOUS TOV 'A@OCLOUEVOV' KoL ETUREPODV
TEAQTOV TOV, XAvovTag 0pOn dlaxelplon Twv medatelaxmv oxéoewv (Bradshaw
xau Brash, 2001).
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To CRM emiong €xel oplotel wg 1 dnuovpyia xar n dwayeipion twv mela-
TELOXDV OYEOEWY OTI0 TOUC OPYAVIOUOUE, WEoO Qo TNV %ATAVONOoTN, TNV
extiunon %ot T OLaXE(PLOT TV AVAYXOV TWV TEAATOV Ue BAon TN Yvdon ov
€xeL amoxtnOel yra autovg, Mote va avEnBovv 1 amodoTixdTNTA ©AL 1) IXAVOT T
TOU 0PYOVIOUOU XAl XaTA ouvémela Ta x€p0m Tou (du Plessis xal Boon, 2004).

Onwg éxer avapepdel om 0edvy Piprloypapio to CRM amoterel uia
ETLYXELPMNOLAXT] OTPATNYLXY] TTOV APOPA OAOXANPO TOV 0pYOVIOUO. ZVUPOVA UE
mv etaupeia Gartner to CRM umopei va #aBoplobel wg uia emyelpnoloxn
OTPATNYLXY IOV ETLPEPEL aumoTeAéouato Onmwg: PeATiotomoinon g xepdo-
poplag, TV £00dWV %Al TG XAVOTOIMoNng Tou JEAATN UWEoW NG XKOAAVTEPNG
0pYAVOONG, TNG TUNUATONOMONG TOV TEAQTOV, TS VIOOETNONG OTACEWY XAl
OUWITEQLPOPMV IOV LXAVOTIOLOUV TOUG TEAATEC %Al TEAOG TNV EQPAPUOYN
mehatoxevtpix®v dadiraoidv (Thompson »xar Moscardini, 2002).

20upwva pe toug Strauss et al. (2003, oelida 408), To CRM amoteAel wa
‘oMoTtixry dradixacia-mpooéyylong, amdxtnong, OlaTnEnong xaL avAamTuEng
mehatdVv'. To CRM emouévmg 0ev elvol amld €va TaxéTo e@apuoydv 1 éva
Aoylouxd oA n @Lhoco@ia, o TPATOC OV AELTOVPYED Lol eTLXEIPNON DOTE VOl
®TCeL uanpoyxpovieg oxéoelg Ue Toug TEAATES TNG.

To CRM gupaviomue omv EALGda yia tpdytn @opd mowy amd 9 -10 xpdvia.
Ta mpodTa cvoTiuaTa NTAV OXeOLAoUEVA VO LTTOOTNPIEOLVY éval LOVO TUUOL TNG
emyeipnong. ‘Ouwmg, ®xatd 1o devTePo OTAOL0 €EEMENG, avamTuxOnxav mo olo-
winpoouéveg Aoelg (Kontiwo xow Payxoltng, 2003). Apydtepa n €hevon tou
Internet d&Alake Opaotixd v xatdotaon Oedouévouv 6T 10 Internet
mpoo@épetal yia TV evooudtwon touv CRM, epodoov PéPara vmdpxel m
amapaitnt vmodoun o wa emyeipnomn. 'Etolr 1o CRM éywve electronic-CRM 1
e-CRM nou miéov o épog e-CRM tavtiomxne ue 1o CRM (n-Emiygeipetv 2004).
2Nuepa n mayroouta ayopd tov CRM mapovotdiel ouvexmg avodixég Tdoels.
‘Epevva mov mpaypoatomomOnxe amd v etoupeia ovufovAwv Forrester
Research ¢deike 6m 1o €00da amdé 1o CRM 0o avEnbovv oe $73.8
oloexatouuvpla 1o 2007. H emjola avEnon g ayopdg yia m Brounyoavia CRM
mpoPAémetar va elvor 10-15% xar autd ogelhetalr omv €viaEn ueyGAwv
eTalplmv otV ayopd 6mwg 1 Microsoft (Koutolovprig, 2003). H EAnvixn ayopd
BadiCel ota xvdapla g mayxdouog mpayuatixomrtag. O Pabudg evnuépmwong
AL YVOONG elval VPNAOS ©aL 1 AvVayXaLOTNTA VLA TN XP101) TOU CUOTIUATOG EXEL
avayvoplotel. Emmiéov, ov molvebvixég untpwmég etalpieg vouBetolv TIg
Toruxég Ouyatpwéc toug oe CRM emevdioelg, €xouv 110N odnynoel apxeTég
eMnvixéc etaupleg oe mopouoleg emyelpnuotinég Avoelg (Adoxog, 2002).
20upwva ue on-line épevva mov €yive to 2001, tpoPAémeTon TaxUTATH AVAITTUEN
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tov CRM omv EAGOa. To 58% twv otedexdv emiyelpricemv avépepav ot
Bewpovv TOAD onuUavVTIXO YLOL TNV EMLXE(PNON TOUC VO EYXATAOTIOEL CUOTNUO
CRM. Opwg 10 10000Td TV EAANVIX®DV emiyelprioewv mov 01é0etav ndmola
epapuoyn CRM rtav uohg 21% (CRM2day, 2001).

O oxomdg g épevvag autng eival va eEetdoel tig epapuoyéc CRM oe
évay oA avamtuooduevo xAAado Omwg elval n xivnt hhepwvia oty EAAGda
AL VO EVTOTTIOEL TIG VITAPYOVOEC EPAPUOYES, TOUC TTAPAYOVTEG ETLTUYIOC TOV
CRM, ta mpoBfAUOTa JTOU QVTLUETOILOAV Ol £TALpEleC ®AOMC xal TA OPEAT
agd TV £y®aTAOTAOT TOU CUOTHUQATOC.

2. Trpatnyrn Inpacia tov CRM

2.1 Avoryronétyra tov CRM

[Moapaxdtw yivetar uia oOvioun €mOxOMNON OTNV O TPOoPATN PLAlo-
voapia xal e€etdCetal n otpatnyn onuaocio tov CRM, ta opéln amd v
£Y1aTAOTOON TOU OUOTHUATOC XOOME ®oL oL TapdyovIeg emtuyiag ®al Ta aitio
amotvyiag twv ovotnudtwv CRM.

To CRM ovyrevtpmvel minpo@opieg amd oheg tig nyég dedouévwy evidg
opyaviouo¥ xal JTOAMEC Popég xal ¢Em amd autdv yLo vo. ONULOVPYNOEL ULOL
opalpwxn emova yia xabéva meddtn oe mpayuatixd xpovo (Koutolovprig,
2003). Zuvdudier uebodoloyia, Aoyoumd xal texvoloyleg, Ta omolo €0TLA-
Covv omv autouatomoinon xair ot Peltioon Twv emyelpnolox®v dadi-
xaolwmv. To CRM ompiCetal omv extetauévn xpnon Bdoewv dedouévov. Ze
autég, M etawpeia tnpel éva TANBog amd TAnpo@opiec oL omoleg umopovv va
xponoiuosoinBov elte yia va avEnoouvy Tig TmANoELS TG &lTe yia var eEvmmnpe-
™Oel xaAVvTepa N O vdpyxovoa medateia g (MNavvapdxng, 2004).

‘Onwg avépepe o Peppard (2000), to CRM Olevxolidvel Tov JTEAATN OTIG
ouvvolayéc tov ue v emyeipnomn. O mehdteg dev Oa ypeldletal mAéov va
QVTIUETOITIOOVY TNV TTOATAOXOTNTA TWV ETOLPELDV (OTTaAPXOUmUEVES OOUEC XL
TeXvohoyleg) xal Ba mpémel va amo@acioovv oL {0lol Tov TPOTO Ue TOV oTmolov
emOuuovy va ouvdlaAloytouv ue v emyeipnon. Emiong apopd mv avéivon g
AN po@opiag oxeTixd ue Toug MEAATEC YL VA ANPOOUV EMLXELPNUATINEG ATTOPAOELS
ue otdéxo va xatoAdfPouv oL eTalpeleg TG AVAYXEC TWV TEAATMV TOUG, VO
TUNUATOTIOOOUY TNV ayopd, va stpofAéouv v mbavdmta g ‘astooxiptnong
TOV TIEAATOV, Vo avolioouy v 'agpoaimon’ (loyalty) Toug xabmg xal To #Epo.

Svupwva ue toug Peppers et al., (1999), to CRM apywxd eotidel om on-
uovpyia otevdv OYE€oEWV UE TOUC TEAATEC EMLYELPMOVIAC VO AMAEeL T
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OVUITEPLPOPA NG eTaLlpelog amévavTl otoug meAdteg BAoel Tng mAnpo@opiag
mov OLabétel M etalpela yia autovg. Autd emeldn oL VITAPYOVIEC TTEAATEC
ATOPEPOVY TIEPLOOOTEPQ XEPDTN ATTO Toug VEOUC TEAATEG %Al emmeldN €xel vYMAS
®00T0¢ N MPogéAxvon VEwv medatdv. O ammtepog 0tdxoc Tou CRM dniodn
elval va auENoeL To XPOVO TTAPAUOVIC TWV TTEAATOV OTNV ETALPE(QL.

3TN ONUEPLVY] AXPWEC AVTOYMVIOTIXY] OYOPd, UE TNV £YXATAOTAON CUOTN-
udtwv CRM ol etatpeiec otoxeouvv o Peltimon g evellElag Tovg, g dia-
owaoiog Mymg amopdoewy, g MOLOTNTAC TV VIINPECLOV KAl TOV TTPOIOVIMV
®0Ohg %ol TwV ox€oEWV UE TOUC TEAATEC WOTE Vo Olao@aAiloouvv Tnv
'apoaoiwon’ toug. Emiong mepiluévouv dueon mpdofacn otic mAnpo@opieg yia
TOUC TTEAGTEC KA LXAVOTTIOLNUEVOUC YPTIOTEC TOV CUCOTAUATOS XaOM¢ ol aENom
ota %x€p0n xal uetmwon ota k6ot (Roh et al., 2005).

'Onwg avagépovv xal ot Berhad xai Tyler (2002), ou etaupeleg eyxabiotdvrog
CRM ceival oe 6éon va mpoo@épouv xatdhinia xivntpo xaL va OLaTneroovy
'apooiwuévoug' eddtec ol omtoiol Ba amodwoovV TTEPLOCATEPO OTNYV ETMLXELPNOMN.

2.2 Eyrataotoon xon o@éin tov CRM

Katd v eyratdotaon evog cvomuotog CRM, n epwmon mov uio
etalpeia mpémel va amavtioel ovupova pe tov Kotorov (2002).etvar: 'Tlowa
elval n xalitepn opydvmon g etalpelag amd Ty mMAevpd TwV TEAATOV; Z0U-
pova pe toug Rigby xau Ledingham (2004), mpémel va yivouv oL €ENg epw-
moewg: Eivar otpamywnig onuaoiog; Ilowa eivar ta advvata onueio Tovu
CRM; XpeldCetal n etalpeia mAnpn otolyela yia Toug MEAATEG KL TOLEC
ovyrexpLuéva 0paotnELdTTeC Ta Ypetalovtat; Ilov Ba xatevBuvOel n etan-
pElQ UETA TNV EQAPUOYT] TOU CUOTHUATOC;

Onwg avépepe o Adebanjo (2003), n emroyn touv CRM mpémel va elvat
otpatnyxn x»aL va Paociotel oe opBA xpLtnpla. Avtd meplAaufdvouyv
AELTOVPYIXOTNTA, OTPATNYIXY] TNG ETALPEIQC, CLOTAUATA VITOOTHPLENG XOL TNV
apyLtextovixy Tov cvotuatog. Ou véeg texvohoyieg CRM (CRM portals, data
warehouses, predictive and analytical engines) Oievxolvvouv Tn oviloyn,
QAVAAVOT %Al POT] TNG OXETIXNG UE TOV TEAATN TIANPOPOPIAC OTO E0MTEPIXO TNG
emyetonong (Eckerson »ai Watson, 2001).

Ta opéln mov umopel va €xel wa emxeipnon amd v ey1atdoToon evog
ovomuatog CRM eilvar moAld. To CRM avtoupatomolel xdBe onueio emapng
MG eMXEPNONG UE TOUC TTEAATEC TNG, ATTO TNV TPOCEAKVOT] TWV TTEAATOV UEXPL
mv Peltinon TV TPoidVImV, TIC TWANOELS, TNV EEVMNPEETNOT *xal T OLaTiPNoN
Tov ehatdv (Rigby xauw Tedingham, 2004).
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H emyeipnon umopel va vmoompiEel xaL vo 0pyoVMOOEL ATOTEAECUOTING TIG
TIWANOELS TNG %Ol TNV TTPOMONON TWV TPOIOVIWV/UTNEECIHOV TNG, VO XKATAVONOEL
HOMITEPQL TG AVAYHES TWV TTEAATADV TNG, VO SLOULOPPMDOEL %O VO CUOTILOTOTTOOEL
mv emxowvovio uogi Toug xal TV TOMTI® TG, Vo PeATihoeL TV Tapoxn
VTINPELDV ®aL €EVTTNPEMONG KOl VO TOELVOUNOEL TIANPOPOPIEC OXETIHEG UE TOV
QVTOYWVIOUO, TNV ayopd, Ta. TPOIOVTA ®al TIG umnpeoieg (Adorog, 2002).

Onweg avagépovv xar ol Stringfellow et al, (2004), étav eyxataotadel
emtuxmg éva ovomua CRM, umopel va éxel wa onuovtxy emnidpoon omyv
amodoTixdTTa Tng eTalpeiog my. n etalpeic Lowe's Home Improvement
Warehouse péoa oe 18 unveg emétuye 265% ROI omv enévdovon tov $11 exart.
mov elxe ndvelr oto CRM.

EmumAiéov n emiola épevva g etalpeiog Bain & Company mov die€nxon to
2003 oe 708 mayxdoulovg emuxelpnuotieg £0elEe OTL OL ETMLXELPNTELS TTAPOVTLA-
Couv avEnom g avomoinong Twv TEAATOV TOUG UETE TNV EQAPUOYT) CUOTN-
udtwv CRM (Rigby xat Ledingham, 2004).

2.3 Hopdyovrteg emitvyiog Tov CRM

O etaupeieg mpémel va elvaw oe Béon va avTiAn@OoUV ool TOPAYOVTES
ouvvtehov omv emtuyia evég ovomuatog CRM yia va 1o eyxataocticouv
amoteleopatixd. Ot Roh et al. (2005) Oiepevvnoav éva 'wovtého emituyiog
evée ovotiuatog CRM xal ovumépavav 4Tl oL ®x0plol Tapdyovteg emiTuxiog
Tov CRM meplhaupdvovv: Adiadiracia: To obomua CRM mpémer va €xel
oxedlaotel BAoel noAd peleTnUévy OLadxaotdv. ZNUoviind elvaln etalpeio
va dlaBétel dradwaoieg mpog cvotnuatomoinon. otnTa THG GYETIXHG UE
TOUG TEAATEC TANPOPOPIaS: QUTO OUVETAYETOL QITOTEAEOUOTINYG EXUETAAAEVON
TV INYOV TANpo@dpnong. YrootHoiEn Tov ovoriuatog: M etolpeia wmopel va
enmw@eANOel ué6vo av to clomua €xel eyxataotadel xal vioBeOel emTuy®G.

OL tapdyovteg emtuvyiog evdg ovomuatog CRM ovupwva pe tov Dyche
(2002) eivar: To apynd xivntpo, OnAadr va metotei n dievbuvon 4TL 10 oVoTHUQ
0a amoteléoel oUYXPLTIXNG TAEOVEXTNUA YL TNV €MLXE(pNON, N amOPaACH YLO
XONUoTodATNOT TOU CGUOTHUOTOC, O TTPOCOLOPLOUOC TOV OTOXWV NG EYXOTA-
otaong tov CRM (a@ooimon seAatmv, auENUEVES TTIWANOELS ®.ATT.), 1| ETAOYN
TOU XOTAMNAOU OUOTHUOTOC %Ol 1 evowudTwon Tov ota Ndn vadpyxovto
AN POPOPLOXE CUOTHUOTA TNG ETTLXE(PNONG, 1 dINULOVPYIO XOLVOTNTAGS XPNOTMOV
oL omofolL TapdAro sov PBpioxovtal oe JLaPOPETIXNG TUNUATA TNG ETLYEIPNONG
BaoiCouv T amo@doelg Toug oTig (dleg mANpPoPopieg yia Toug meldteg, M
QoSO TIXATNTA TOU CUOTAUATOS #OL 1) UETPN O NG artdédoong Tov.
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SVupwva ue toug Rigby xal Ledingham (2004), ou emuxelprioelg xatd tov
oxedlaoud xat mv eyxatdotaon ovomudtov CRM mpémel va eotidCouvv oTig
avAy®eg Toug xaL Oyl oTig duvaTOTNTEG TNG TEXVOAOYlOGg %ol VA axoAovOoUv
OUYXEXPLUEVT] OTPOTNYIXY YLO VO EEACQAACOUY TNV EMTUXNUEVN EYXLATACTOON
Tov CRM pe 600 1o duvatdv xaunrhotepo xdotog xat wxpdtepo %ivouvo.

To oclomua CRM mpémel va elvar dabéoluo xal mpoofdciuo oe xdde
onueio ema@ng ue tov eAdtn, €10l hoTe o dmolo onuelo xatL av €pOelL o Te-
Mg oe emtaen ue Vv etatpeia, va vadpyel dtabéoun n Anpo@opia (String-
fellow et al., 2004).

Snuavtixy mpoumdOeon emtuxiag elval emiong xoaw M Peitimon g
®OVATOUPOC TV oTeley®Vv. Ta otedéyn mpémel va dextoUv pLlinég alhayég oy
®AOMUEPLVT] TOUC EQYAOCIQ XAl VO TIPOETOLUATTOVV VLA OO 1] EYXOTAOTAOT £VOC
CRM mpodxeitar va @épel (Zompdmoviog, 2003). H emyelpnon mpémel va
BonOnoeL toug epyatduevoug va EemepAoovy TIC eMPUAGEELS Toug ue TN Ole-
VEQYELQL TOXTIXMV EVIUEPWTIXMV OUVAVTHOEWVY, VA €ENYNOEL Toug Adyoug mov
emPBdAlovv v vioBéton tov CRM nat va emonudvel Ta oQéAT T aAlayng
®aBmg xau T ovvémeleg g un oAhayng. Emiong mpémelr va axoloel toug
mPOPANUATIONOVE TV epyafouévov xal va emppafedel autolvg TOU
TPWTOOTATOVV 0TI adhayée (Maxpuuavwidxng, 2003).

2.4 Altia awotvylog Tov CVOTILATOG

[ToAAol epevvnTéc vmootiplEav 611 oL epapuoyéc CRM amotuyydvouv va
amodmoovy Ta avouevoueva amotedéouata. ‘Onwg avépepe o Earley (2002),
75-85% twv cvomudtwv CRM amotuyaivouv. ZOueovo pe €peuva mov
OeEnyaye o Bain to 2001, avdueoa o 25 yvowotd cvotiuata dtayelplong mov
yonotwuosmolovv ot etatpeieg, To CRM xatatdymxe ota tpia televtaia dcov
agopd Vv wavomoinon (Rigby et al.,, 2002). Emmléov, o Kehoe (2002)
avépepe OTL mepimtov 20% TwV OTEAEXDV EMXELPNOEWY VTOOTNPICOUV OTL TO
CRM éBAage Tig tehatelaxég oxéoelc.

OL avemitvyeic mpoondOeieg CRM oe évav Babud mpoxvmtouv amd Tnv
TTOVTEMN] amovoia evdg oplouol Tou 6pov amtd TNV MAEVPA TNg emuxeipnong.
Inuovtixd AdOn amotedov 1 vhomoinon tou CRM mpiv v vioBétnomn wog
OTPATNYIXNC TTEAQTMV, 1 EYXOTACTOOTN TTOLV TNV OAOXAN0MON TWV OITOLTOVUEV®Y
alaydv oto e0mTePO NG emixelpnong, xabm¢ xar n vdOeon OTL TEPLO-
00tepn CRM texvoloyia eivar xalitepn xou axoun emioyn AavOaouévou
Tp0mov amdxtnong ¢ 'agocimong Twv melatdv (Adoxog, 2002). Tnv
amotuyia Adym g éMenyng otpamywenic CRM avépepav emiong ot Cann
(1998) xai Rigby et al. (2002). Ov Rheault ®ou Sheridan (2002) vmootiplEav wg
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Wovo amotuyiag ™y Erkenpm nebodwyv eyrordoTaong Tov cvotipatos. Emmhéoy
omwg avégepav ot Bradshaw zou Brash (2001) ou eqgaopoyéc CRM dev mpénet
va. eyradiotavior povoy ot Twijuara exelva mov £00VIoL 08 AUECT] ETOPY] LE
TOV TEAGTY OAAG o 0T AL GTTOS TLY. 1) TEQOYWYY %Ot 1) TLHOAGYNOM).

O April zon Harreld (2002) diemiotwoav 6T 0L HeYAAES ETAQEIES EYOUV
aévie €mg 0éno eqaouoyéc CRM SlaqopeTivés PETOED TOUG OL OTOlES
LEITOVQYOUY TAUTONOOVA ILE ATTOTERETIAL VL YOELATOVTAL EVOTOMO. ZnHeveL-
20 emiong lva oL €Taupeleg oLV TPOPOTV OTNY EYRATAOTUON EVOL CUOTHUUTOL
CRM va zamavooly AROMS TS QITOUTHOELS Rl TC O@ERT TO, O£0UEVOY OTL
elvar axiP emévouvom (Brickle, 2002).

2.5 H onpaoia tov CRM ortov #zhddo rov Emxorvovigy

[Torhég emyelofoelc amd OL@OQETIHOUS ®AAdOVS, €xouv OMULOVEYNOEL
LTOOOUES vyt TNV voBémon ovomjuatoc CRM oto emyeionowexd tovg
Hovtéro. 210 poveého McFarlan (Zyjua 1) amewmoviCovian oL zhddol otoug
omotovg Potoxrel egappoyi 1o CRM (m.y. emrowvwvieg, eXTaidevon, Ueto-
(Pop£g) ne Paon m orpatnyiv onuaocic tov CRM omy avdntvEn tovg xaboc
ETLONG %O TNV TEOOTTLAT] ¥0NoNS eEmTeRIo mapoyéa vaneeonv (Konnxou
zan Paggovmg, 2003).

EXTIMA 1

Movtého McFarlan yioo v egagpoyyj CRM

5
g

Strategic Importance CRM
|
2

Loty High
Propensity to Use External Service Providers

‘Onwg gaiveton oo 1o poviého McFarlan 1 egpaopoyi tov CRM eivau
OTOUTNYIXNS ONUAOTOS 0ToV #AGO0 TV Emrowvmviay.
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3. MeOododroyia épevvag

H mapovoa uerétn yxpnowwostoinoe tn wébodo g 'uehétng mepimrmong'
(case study) dedouévou &t 0 OTOXOG TNG NTAV VA, '€0TIAOTEL O VA CUYKEXPL-
uévo meptPdirov 1 ovuféyv' (Stake, 1995). Emouévmg dedouévou 61l 0o otd(0g
Ntav va domiotmdel o Tpdmog pe Tov ogmoio dvo cuyrexpuéveg etaupeieg Ki-
wmg Tniepwviag epapudtovv to CRM, n mpooéyyion uéowm g 'Merétng
[Mepimtwong' NTav n xatalinidtepn.

3.1 M£060odog emroyic Tov deiyporoc

And 11 draBéolueg pueBddoug emAéxOnxe n uébodog deryuatornpiag 'oxo-
mov' (purposeful sampling) 1 omoia Oewpeital N xataAAnAdTepn OTN TPOCEYYLON
uéow ™mg 'Merémg IMepimtwong' (Stake 1995, Cresswell 1998). Zuvyxexpiuéva
epapuooTnxay Ovo TUTToL AUTNHS TG ueBddou m 'deryuatoinio yrovootifddac’
(snowball sampling) »xou 1 'Oerynoatoinia uéyiotng otagpopomoinong (maximum
variation sampling) (Cresswell 1998, Minichiello et al. 1990, Patton 1990). Zmv
TPpMTN mepimTmon ypnowuosoleital évag 'gatekeeper’ (Bupwpdg) yia va pEépel
TOV €PEVUVNTI] O¢ emMaPN UE AMOUC OUUUETEXOVTEG UEoa OTig etaupeieg (Stake
1995), €dwxd dtav 0 epeuvnTAG €XEL TEPLOPLOUEVES YVIOELS OXETIMA UE TN
Aettovpyia Twv etatpeidv (Mason, 1996). St devtepn meplmtmon o otdyog elval
va ouyxevtpwBoUv O0edouéva amd éva evpl PACUA TIANPOPOPLOV OL OTToleg
Bploxovtal oe dopopeTinolg xwpovg puéoa omyv etatpeia (Cresswell 1998, Pat-
ton, 1990). O AevBuvtiig Touv Tuuatog ITAnpopopinng xpnoiuomomnxe oav
'gatekeeper’, 0edouévou OTL oL EPEVVNTEG iV TTEPLOPLOUEVES YVDOELS OYETIXA
ue Tic Oadixaociec xaL Tg Aettovpyleg g etaupeiag. Aol déytnre va
OUUUETEXEL OV €pEVVa TOV InTOnxe va vmodeiEel dhloug entd epyalouévoug
uéoa omv etaupeia otoug omolovg Ba yivovtav cuvevievEelg ata sTAaiolo Tng
épevvag avtic. Emopévwg m 'uéyiomn diagpopomoinon’ eixe emtevyOel dedo-
uévou 4t awtol oL AvOpmatol Tpoépyxovtay amd diapopeTind enimeda uéoa oy
etalpeia. Zuyxexpluéva oxtm 'oe BaBog’ (in-depth) ouvevteVEeig dieEnyxOnoay,
Té00eplg amd auTég ue Toug Atevbuvtég v Tunudtwyv: IIAnpogopixng, Market-
ing, ITowAjoewv, Customer Service xol GAEC TEOOEPIC UE AVOTEPO OTEAEYT TWV
Wiov Tunudtwy. ‘OAa 1o oTeAéyn aUTA CUUUETEIXQYV OTNV £YXOTAOTOON XOL TN
Aertovpyia Tov cvotjuatog CRM.

3.2 M£00dorL ovrloyrig dedouévov (Data collection methods)

[Tolol ouyypapeic €éxouv vmodeiEel Tt Ba MTaV XPNOWWO VO CUAAEYOVTOL
oedouéva amd diapopetinéc mnyég otav dieEdyetal molotinyy épevva (Patton,
1990, Mason 1996, Lincoln »xow Guba 1985). Autd to @awvduevo ovoudtetol



79

'Tprywvomoinon' (triangulation) (Cresswell 1998, Maycut xar Morehouse, 1997)
xat eivon amtapaitnTto xatd ™ 'Merét [epuntdoemg' (Cresswell 1998, Minichiel-
lo et al. 1990). Zmv moapovoa uehétn Ttpelg uébodol epapudoT*aAV (OOTE VA
TEPLoVAAEXDOUV TaL astapaitnTa dedouéva. Zvuyxexnpluéva deEnxnoay oxtd 'oe
BdBoc' (in-depth) ouvevtetEelg ue vimAoBadua xat xaunidpabua oteAéyn Twv
etatpemv Kivnmig Tniepoviag xar ovAAExOnrav sAnpo@opieg oxeTnd e
Aettovpyio Twv eToupeldv xor v Opyovotin) Toug dour emiong xenotuo-
moOnxay xat ol exddoelg TV eTaLpeldv (company profiles), evnuepwtixd éviu-
T, UNVIOLEG AVOPOPES, ®aOME %Ol 1) LOTOOEADA TWV ETALPELDV.

‘Ocov apopd Tig 'oe PAOoc’ (in-depth) ouvevievEelg, Baoiotxav oe éva
EpMTNUATOAOYLO TO omoio dnutovpynnxe Pdoel wag Alotag pe Béuata mov
apopovv 10 CRM (ITopdptnua I). ‘Ouwg mapd to yeyovog OTL To epmTnuUa-
ToAdYLO TV e0TIOOUEVO O auTd Ta Bépata MTav éva 'avolytd' epmtnua-
ToAdYLo noL emétpeme ueydln eveMEla  (Minichiello et al., 1990). Emumiéov
epapudéotxe 1 dradixacia 'funneling' oto €p®TNUATOAOYLO OTTOU OL QPYLKEC
epmTNoELg éxouv oxedlaoTel €TolL hote amAd va onb1couv ToV EPWTMOUEVO Va.
apyloel va oxéptetor yio To Béua oe yevinég ypoauués. Katdmyv o epevvntig
xaBodnyel Tov epwtduevo va eotlaotel oe 7o eEeldinevuéva Bépuata xd-
VOVTOG €PMWTNOELS OL OTIOLEC WKPA{VOUY TO PAOUA, EVMD OTO TEAOC O EPEVVITNAC
ndvel eEelOIeEVUEVEG EPWTIOELS EOTIAOUEVES ATTOXAELOTIXG OTo Béua mov &-
pevvdtal (Minichiello et al., 1990). EmumAéov, xatd T didpxelo g ouvvé-
vievEng éywvav uepwég 'Oletodutixéc’ (probing) epwToEl UE OTOXO Va.
oviinBel n wéytom Ouvat mAnpo@opia amd Tovg epwTduevoug (Stewart xal
Cash, 1988), vy emiong éywve mpoomdBela va amopevyOel 1 xabodynon Twv
QUTOVTINOEMV AL 1] OVATITUEN TTPOOMITXNG OYE0NGS UE TOUG EPWMTOUEVOUC.

OL amavthioelg avaivdnxay xal ouadomoriOnxay ue ™ uébodo 'avdaivong
meplexouévou' (content analysis) (Stake 1995, Kent 1999). O »0plog otd)0¢ TNG
avdivong avtig elvat va xatavonbovv oe BAO0C Ta VO UATA TWV OTTAVTHOEMY
ToU %40e EPMTOUEVOU %AL VO EEETACTOVV OL CUVETIELEC QUTHOV TOV VOTUATWV.
Autd umopel va yivel eEetdCoviag oe PAOOC qUTA 7OV ElmAY Ol EPWTMUEVOL
xwpic amapaimta va yivouv amodextd ta oxdla Toug amd Toug EPEVVNTEG
(Patton, 1990).

To cvomua CRM otig etatpeieg xivntig Tmhepwviog wmopel va mepthd et
Oeg TIc dpaotnPELdTNTEG TTOV APOPOVV TOV CUVOMKS ®UxAO TONC TWV TEAATOV.
210 Yyjua 2 mopovoldfovTal oL dpaoTNELOTNTES TTOV Umopel va seplhdpel éva
ohoxAnpwuévo ovotnua CRM otig etaipeieg xivntig ThAepwviag
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EXHMA 2
Oloxdnowpévo ovotyua CRM oe etanpeles rovmmic mhegpuviog

Selfcare

g TR
Service quality management Account management
/ \
Management of services’ equipment Order Management
| |
Services Management Trouble Ticketing
\ /
Customer Management Sales
\ Marketing -

Inyés: Camponovo et al.(2006), STROM Telecom (2006).
LXHMA 3
Teyvoroyieg mov yonowomototy CRM og eTaupeiec ivntiic mre@oviog

Customer databases

MNumbering plan (MSISDN, IMS] } \

/ Maintenance

Ports on switching centres

/ Order issuance

Customer equipment

K Data via the Internet
Services Configuration (MSC/VLR, HLR, elc.) Data analysis
Activation of services in databases Telemarketing

M el

Muonitoring of service intervention

IIpynp: CRM System (2006).

Zro Eynra 3 mopovodlovral texvoroyies mou yonoporototy CRM oe
gTanpeleg #ivnmig miepaviac.
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4. Mehéreg mepinraoenv EAAnvirev Etaigeidy Kivnrijs Tniegoviag

4.1 Q-TELECOM
4. 1.1 T'evixd otogyeia yie v eTaioeln

H Q-Telecom eivau uérog tov optrhov Info-quest xou dpaotpromoletal 0to
ZMHOO TWV THAETHOWVWVLGY THOELOVTAS OOXAOMUEVES VINEeoies otabenc
7ol vms mie@ovias. H etaupeia ompeiler my smruyia TV T000Qepo-
[LEVOY VIINQEGLHIV OTNV TTOLGTNTA L0 THY AVTOYOVIOTILGTNTA TOUS, 0TV aELo-
TOMO TV VEWV TEYVOLOYLAOY, %atBiiC %ot 0TV arAovoTE O TV SladLaoudy
UTOOTHOLENS.

Amoteheiton oo Oudgopes Atevdivoetg (units). Xmy Epmopua] AretOuvvon
vrdyovron o ppate Hoijoews, Mdopxetvyz., zou 1o Customer Service.

H Info-Quest 1 0moio 0QCOTHOLOTOLETAL ZOL OTO YHO0 TNS TANOOPOQLANS
eméoTpePe oMy xepdogoin zatd 1o 2004, ne zaboprotx] ™y ovpfoir] Tig
doaomorotrag ot miemovovies (Q-Telecom). Ta owovopuxd amotehe-
opate ™S pmroranis etaupiag »ow e O-Telecom zard Ta €t 2003 zouw 2004,
rapovoudtovean atov IMivaza 1.

IIINAKAL 1

Owovouurd aroteéonara ™ Info-Quest zou mg Q-Telecom

;r e Info-Quest l Q -Telecom

L  (emor€) J- 2004 #__2@_ | 2004 l 2003 |
Kizihoz Egyaoudy 482.836 | 474500 [ 105.6 l_ 60.3

f " EBITDA | 25655 16328 | 155 | 53 ‘j

H mehateiann paon meg Q-Telecom oto 1€hog tov 2004 avijhbe otig 721.000
ouvogoeig vnmic. H etaoeic €0TLdTeL TV UTOQIAY TS TOATLAY OTNV RV
TNAEGOVICL %Al EWOIZOTEQU OTYV ZOUOTOAVNTY.

To dpopa g eraupelug elvar vo Toolenjoel ToV TERdTN OTO EMREVIOO
TWV EVEQYEUWDY NS «@a 1flleAes v eloal TO #EVTOO TOV ROTUOV; 2T0 01XG 00V
olxtvo efoar. H etaupeia embupel va €xet éva 0(TU0 TQOTUPUOTUEVO OTIC
ATCUTIOELS RO TIS EMAOYES TOU TEAATY, LUE VANOEVTES, JOEMOELS UL TIOOVOULHL
TETOL, TTOU VEL UVTOTTOXOIVOVTUL OTIC IOLATEQES (VAYAES TOU “uBEVAL.
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4.1.2 Amotomwon g xardoraong mowv amé v epapuoyy e Avang CRM

H Baowdtepn avdyxn mov wbnoe mv etalpeia va Adpelr mv andpaon yia
mv epapuoyn tov cvotuatog CRM ftav auvty g amotedecuartixic emxor-
voviag Ue Tov TEAATN xal 1 XATAYPAP] OAWV TOV EVEPYELDY TTOU AITTOVIOL TNG
EMAPNG UE QUTOV, ONMC OAAOYEC OTOLXE(WYV, TOPAUETPOTOIMON XOAPTEAAC,
EVEPYOTIOINOT VINPECLOYV, K.ATT. Ue OuvatdTnTO TTAPOVE avaPopdg (report-
ing). Miwa dAAn emiong onuavtityy avayxn Nntav n oAoxAfpwon (integration)
TOV ETMUEPOVE OLOTNUATWY O €val TOV VA OLaBéTel TOAEG DUVATOTNTEG YLa VOl
OLEUXOAVVEL €T0L TNV pon NG AN popopiag. Tnv evBivn yia v eyxatdoToon
Tou ovotiuatog avéhafe n AevBuvon ITAnpopopinic.

4.1.3 To dpaua g etapeiag yia 10 CRM

To CRM, amotelel yia v etailpeia éva emxolrvoviaxd 6mio, éva interface
AL EVIACOETOL OTNV QITOOTOAN TG OV VITOOTNPEIXTING epyaieio. H @lhiocopia
mov dLamvéel TV eTaLpela elval: va vmdpyel QUETH QVTQIIOXOION OTQ QUTHUATA
TOV TEAATH UETW EVOS HEVIPIXOTOUEVOU OUOTHUATOG.

4.1.4 Ztoartnyioc ayediaouog

O otpatyrdg oxedlooudg g emyxetpnong mpLv amd TNV eyXaTdoTacT Tov
CRM, meplehdupPave ta €€ng otdola: oulhoyr] TANPO@OPLOV (TL TTPETEL VA,
yivel xal soleg avdayxeg mPémel va xaAv@OoUv), xaboploudg e ®aTdAANANG
otpatnyxng (mowol eivalr oL otéxoL xal g Ba xataxtnOovv), viomoinon
(éyxplon epapuoyng), OeEaywyn mrotixwv teot (didpxeiag 10-15 nuepwv),
OLVEXNG EMOVEEETAOTN TWV QUTOTEAEOUATOV ®alL AYm TV XATAAMNA®V UETPWV
(corrective actions).

O vmevBuvog Tou TuNuatog Customer Service TOVIOE TNV avAy®n TOU OW-
oToU aPYI®oU aYedLaouov 0 omoiog elval moAV Baowxdg yia éva cvotnua CRM,
0edouévou OTL O XopaxTNELoTIXG avépepe, T0 70% twv cvomudtwov CRM
ATOTUYYAVOUY a0 TOV apXIxd oxedLaoud.

4.1.5 Heptyoapyi g Avong CRM

To CRM mov eyrataotdOnxe omyv etaipeta elonydn amd mv apyn (mepi-
mtwon start-up) %«aTdmyV emAOYNG UETAED TPOIOVTWV dLAPOPWYV ETALPELDYV.
[Mapéyel éva evpl pdoua vmoovotnudtwy (modules) aAd n etaupeia xponot-
uogtotel wodvo awtd mov aPopd otV OLayelplon TOU TNAEPMVIXOU XHEVIPOU TNG
(call center). Ta vadéhowma vmdpxovv aAld mapauévouv avevepyd, Y. TO
Tunua Marketing g etaipetag dev xpnowuosolel to cvotmua CRM old



83

®amoo GAAo  mov 1o Bewpel mo evéhxto. H Q-Telecom ypnoiwuomoinoe
ETOUPEIOL CUUPOVAMY ETLYELPNOEMV YLOL TNV VAITTTUEN TG EQOAOUOYTC.

Amo texvinng amdpeme, uOMC eloéABel 0To oVOTNUO XATTOLO altnua eAd T,
avtoudtmg yivetal avdBeon oto apuddio tuiua uéow g epapuoync CRM,
avEdvovtag étoL v amodoTixdtnTa/mopaywyxétnta (productivity) ue Touvtd-
x00Vv1 ueimon tov ypdvou eEvmnpémong tov meAdtn. Emiong, uéow tov ovoti-
uatoc CRM vmdpyxel n duvatdmta diaxeiptong euxaiplwv (lead management).
To CRM xalimtel taw tAvta YOpw omd Tov JeAdTn (EMAVOELS QLTNUATOV,
alayég, MPOTACELS, EVEPYOTOINOT VIINPECLOV X.AI.).

H eyxoatdotaon tov ovotjuatog Eexivinoe tov Ampilo xo oAoxAnpmhOn®e
mApwg Tov Iovvio tou 2004.

4.1.6 IpofAuara - mpoxiAoeic xard v vIeOsTHON THC AvoNC

To CRM apyixd éyive dextd ue empuidgelg amd myv Aevpd ™mg Ololixnong
m™m¢ eTaupeiag (top management) JTOU TO OVILUETOIICE UE OXEMTIXLOUO AOYW
EMenime oxetixic mAnpo@dpnong. Me ™V xaTAAANAN  evnuépwon %ol
exmaidevon ouwg, OAWV TV EUTAEXOUEVOV UEPDY, OTIWC TOU EUWTOPLXOV, TOV
TEYVIXOU TUUATOC KoL AWV, 1 Epapuoyn €YLve amodexT.

Ta »rvpldtepa MPOPAUATA TTOV TTAPOVOLACTNHAY XKATA TNV VIOBETNON NG
Mong ftav awtd ¢ evomoinong xat oAoxAnpwong (integration, upgrade) twv
ovomudtwv. H Mon §60nxe péoa amd t dradixacio g ouveyolg Beltioong
TOU OUOTHUOTOC.

‘Eva dhho onuoavtixd mpdfinua Ntav n avumapEio 1 eAMIE yvodon amd
TV TAEVPA TV XOTAOTNUATOV/ouvepyat®v ™c Q, dmwg emiong xaL amd mv
TAEVPA TOV TTOAMNTOV TNG. ZTOVC CUVEPYATEC TTaPEXETAL exTtaidevon, av OUuwg
®ou UeTd vdpxel TPOPANUA TOTE 1 eTOUPElO avaAaUPAVEL TV ELOAYWYY TOV
oTolelwVv yLa AoYapLOoUd TOV OUVEQYATOV TNC.

‘Onwg emonudvonxe emiong, eivar onuavtizd 1o vadpabpo (background)
AN POPOPIXNC TV XELPLOTMV TOV CUOTHUATOC. ‘O00 TEPLOTOTEPO AVETTTUYUEVO
elval, 1600 mo 7oAV ouvvtehel omv evrolia xprong tov CRM, dpa xal oty
eVXoOAOTEPN aIT0d0YY] TOU ol Uelworn ¢ avtiotaong oty aAlayny fov Jo-
povaLldZovy cuvnOme oL vitdAAnAol, dedouévov OtL AMaEe ™) pon TS xabn-
UEPLVAC TOVG epyaciog xal YIvOTOV aviiAnmtd ¢ éva mpdobeto epyaolaxd
@opTio xat Oyt wg éva epyaieio mov Ba Toug dieurdAiuve ot Olexstepaimon
TV XoON®OVTOV Toug. Ta eXTAUOEVTIXNG OEULVAPQLO OTOUC UITOAANAOUC VLA T
XONOT TOU CUOTHUOTOC NTAV AITAPAITNTA.



H evowudtwon touv CRM yivetalr ue apyoug pubuovg xor vmdpyet 'help
desk' yia emidvon amopimv xat pofAnudtwy uéoa omy etalpeia. H evooud-
TwOon %ol ohoxAnpwon (integration) Twv cvotnudTtwy, amotelel ol T Ueh-
AovTixn TPoOxANo” yia ™V A PN epapuoyny tov CRM.

4.1.7AnoteAdouara uctd v epapuoyy e Avons CRM

270 oVoTNUO OL TTOANTEG €xouv Tteploplopévn mpdoPfaon (m.y. dev €xouv
npdofacn oTov Aoyaplaoud Tou TEAGTN) ®aAl WIoPoUV va elodyouv Alya otol-
xela. Av mapaotel avdyxn va Cntioovy mpodaodeta otolxeia, avtd yivetal uéow
Tou TUuatog Customer Service. Ze autd ouvipéxouv Adyol mpootaciag mpo-
ooV dedouévmy, arhd xal To YeYovdg OTL oL TwANTég dev OLaBETOUV TIg
QITALTOVUEVEG YVMOELS XELPLOUOU %Al BACIXOV XOUUATLOV TNG TEXVOAOYlaC.

Yndpyel wepdpyxnon omv mpoéoPaocn omyv minpoeopia (mpdoPfoaon ot ov-
yrexpluévou eldovug mAnpo@opieg) AOYyw dyvolag Twv OLadxaoldv xal -
Aerhng texvivadv yvaoewv. O ouvtovioudg eivol xaAUTEPOC UECW TOU HEVTIPL-
xogtoimuévou Customer Service, mov eivat o vevpadyxdg ovvdeouog (link) »ou
amotelel T0 MPAoWITo/EMdVAL TG ETALPELAC TPOC TNV AYOPd.

H etaupeia 0ev xatdpepe va uetprioel 1o ROI (Return on Investment), av
%Al TTPOOTAONOoE, OUwg eE€TO0E TNV AMOTEAECUATIXOTNTA TNG EMEVOUONC AT
mAevpdg xnootoug (avdivom cost-benefit xal cost-effectiveness). Ta xpitipla
oL YPNolpuosomOnxay yia va aEltohoyndein amddoon ftav n diayxetpion (ma-
nagement) avOpwrivov mOpwv, oL mEAGTEC, TA. CUOTHUATA TTOV PFonbovv otV
enilvon mpofPAnudTov xal 1o pocwtixd, dedouévou OTL 1 eTOupeio emBuuel
va €XEL LXAVOTTOLNUEVOUG VITAAATAOUG.

Onwg avépepe n etalpeia, avtd mov v evdlapépel xupimg elvar M
emévovon va agofel mpog dpelog Tov merdtn. O Baocindg otdyog TG eTaLpeiag
NTav va ypnoiposomoet tig duvatdtnteg mov g eEaopaliCet to CRM, yia va
TPOoPEPEL KOADTEPT] TTOLOTNTA. UMNPECLOV OTOV JTEAATN TTov elval ®alL TO
ETIXEVIPO TOV ETMYELPNUATIXOV TG OPAOTNPELOTATOWYV, UEom TN BeATimong g
am0d00N¢g TV VITOAMNAMY TNE ®OL TNG XOAVTEPNC EXUETAMAEVONG TG PONG TNG
mAnpo@opioag tov Otabétel. Eotiaoe omyv emolvovia pe Tov TEAGTN XOL 0T

Peltimwon TG EMYELPNUATIXNC TN EXOVAC..

To Kévtpo EEuvmmpémong Ilelatdv xabwg »ar to Customer Care g
etaupelag égovv AdPel Tiuntixég draxpioelg xat PpaPeia.



4.2 TIM

4.2.1 I'evind arougeia yur tyy eTaupeia

Elvou  mpddm etaupeio mov dnpuovoyninxe otov 1hoo ™S “vimg the-
gwviog. H Stet Hellas 10p00nxe 1o 1992 »ou eivon 1 mpwm etoupeiat oty
Erhada omyv omolo yoonyrbnze ddewa xwnmis mhiegoviog. H etaupeio
Sexlvnoe ™ OpaomMELEMTA TS oY EMIVIXY ayopd pE TRV EMTOQLXY
emovupio TELESTET 1o 1993, ondte wow mpaypatomoninze 1 ot xinon
amo wvnto omy Erada. To deppovdoro touv 2004, n enmopixn exwvopio g
etonpelog drhate oe TIM HELLAS ewdyovrag omy elgviry ayopd v
ETOVULLOL TG UNTOLXYIS TG ETCLQELNS, 1) OTTOLN EIVOL UELOS TOV THAETIHOLVWDVLOL-
#oU opthov mg Telecom ltalia. H etciosion ammaoyorel ovvolxd meQLo-
gotepovg amd 1400 epyaldnevous. Alabéter xan adewa otallepric miegpuviog
oG Sev mapéyel axdun vInpeoies.

ITINAKAY 2

Owovoxd omoteréouare g TIM

2004 2003
Kixhos Epyoamabv (exat.C) 839.834 808,540
Kaflaod Képdny 106.736 91.619

To dpapa mg TIM eivar: «Na momtaywviotoipe oty eMnviry ayopd
TNAEMHOWVOVLDY DIVOVTOS EPOON OTIS AVAYRES TWV TEANTHY HOS HOL TOOOPE-
QOVTOLS EXROWVOVIAL YwEIiC Gola Aol oty vymiy texvoyvooio xou diebvn
rupLapyla Tov opihov pag».

4.2.2 Amotvmwon xatdotaons Tow amé my egaguoyr s Avong CRM

O £vtovog avtaywVioRos row 1 mpoomdbels s eTaipeiag vo dwoel xdm
SLOPOPETIRG OTOVE TEAGTES THV ONYNOOY OTYV OVAYHY VOL EYAUTAOTNOEL OU-
omua CRM.

H eqappoyi tov CRM tjrav embOupnmi and dhovg oty etanela, dumg
dramotdinze Gt 1o ®GoTog fjray moAU peydho. H TIM eilye mv vroonjoiEn
™mS WTELAS eToupeiag omy vofémon tov CRM n omoio ditébete v amtou-
TOUUEVY] ETTLYELONUATLIAY KO TEXVOROYLKY YVOOY.

H Awolznon g etaupeiag evilagpéotnxe omd mv apyn yia 10 GUOTNHa ®aoL
10 vrrooTELEe. Tl gtonpein ToayuaTomomoe neydhn eTEVOLON e HORQOTOO-
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Beoud opiCovia xau. ol emevdloelg oe CRM BewmpnOnxav emevovoelg vtodoung
(infrastructure).

4.2.3 To opaua tn¢ etapeiag yia 1o CRM

To 6paua yia to CRM 7tav 11 yetdfacn amd to mpoidv otov smehdtn. H
etalpeia  elvar mAéov customer-oriented xaL Oyt product-oriented,
avayvopilovtag €10l OTL T TOAVTIUOTEPQ TIEPLOVOLAXA TNG aToLyela elval oo
a@opPoUV TOug MEAGTEG TNG.

4.2.4 Ztoarnyixoc oyxediaouoc

H eyxatdotaon tov ovomjuatog CRM avetéOn ot AwevBuvon ITAnpogo-
pxng, M omoia elxe »aL v evblvn g oTtpatnYNg %atevbuvong Tovu
OUOTNUOTOC XL XAOOPLOE OE OPUETEC TEPLIITMOELS %Ol TIC TPOOLAYPAPEC,
Xwpic ™V avaulEn tov xpnotav, mapdio mov BempnTind To £pYo avVixeE OTO
Tunua Mdpxetivyx. O AievBuviig IIAnpo@opixnic mov evidooetal o010
vPnAdtepo emimedo Olevbuvidv g etalpeiag, avéhafe v evblvn yia To
ovomua CRM 10 omoiov vmootripiEe dvvauixd, ftav IApmng 0EoUEVUEVOC O
autd Paottduevog oe pa ToAD duvoti) kot Ue peydAn ouvoyxn oudda xat exel
o€ UEYAAO Babud opeldeTal oL 1 EMLTVYIQ TOV CUOTHUATOC.

4.2.5. llepryoapy tne Avong CRM

To CRM 0dev elval éva amid éva ovotnua, eival ua mAat@opua xal mpé-
qel vao elval ©aTdAMAO ®oL YLO TO €0MTEPIHO %Ol YLOL TO €EMTEPIHO TEPL-
BaAirov. Ta CRM ovotiuota Tov OLd@opmV XATOUOXEVAOTMOV £XOVV onuela oTa
ofmola elval tePLocdTEPO QMOdOTIXA %Al eVEMXTA, OTWG eTiong xaL advuvato
onueia. H Aoy} tou CRM eival va evomoinBoivv ta xavAaila emxolvoviog
og éva ®eEVTPIKO oVoTNUA, MOTE xAOe mEAATNC va, €xeL wo 006v).

To CRM ¢ TIM nalvmtel ueta&l dAlwv ta eEng: daxelplon Twv emapmy
ue toug melditeg (Contact Management), diaxwplopnd towv melatdv (Market
Segmentation), diayeiplon exotpateldv nwinoewv (Campaign Management),
Loyalty, Sales Force, Customer Service, 6Aa ta IVR xouudrtia (self service)
®.\t.. To cvomua IVR (Interactive Voice Recognition) Olvel otouxeia yia
Toug meAdteg (Oidel v emdoyn elte va wWANoeL o eAdtng ue vadAAnio 1§ vo
ndpel TANpo@opieg amd unyovn).

To cVomua vrtootnpiCel xvpimg tig [TwAnoelg, To Loyalty, xal to Customer
Service. H ueyalvtepn emévovon é€xel yiver oto Customer Service, OLoTL 1M
etalpelao Oewpel OTL M emxolvovia pe Tov mEAQTN elval To onuavtixdTEPO,
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OMAadN TPETEL TTPMTA VO VITAPXEL 1) ETUKOLVOVIA Ue TOV TTEAGTN Uéoa amd To
OLdpopa navdila ema@Nc xal emxovoviog %ol UeTd va axolovOnoel 1
TTOANON OLAPOPWY XALVOUPYLWY TPOIOVIWV/VITNPETLMV.

To peyaAvtepo uépog tov épyov avatédnxe omv IIAnpo@opinny xalL 1o vIo-
Moo otoug Ghhoug  eumAenouevoug (Marketing, TMwAnoelg, Customer Ser-
vice). O xpdvog mov amartiOnxe yia mv epapuoyn tov CRM ot mwAnoelg
»naL oto Loyalty fitav yOpw otoug 5-6 unveg, evd yia 1o Customer Service to
xpovixd didomua ftav 1 xpdvog.

4.2.6 HpofAjuara - mooxiijocic xard v vioOstnon tHe Avong

Katé mv epapuoyn tov CRM, 10 mpdpAnua mov avipetdmioe  TIM ftav
OTL 1 oTpaTnY vAostoinong NTav xaitvolpyla yia Ta eMnvind dedouéva, ue
amotéleoua va yivovral afépatol metpaunartiopol xar avtooyediaouol. Katd
ovvémelav Oev XPNOLUOTOMONKAV Ol PEATIOTEG ETUXELPNUATIXES TTPAXTINEG
(best business practices) Twv CUOTNUATWV TTOU VAOTTOMON %AV, UE QTOTEAECUO
va elval Myo meplepyog o apxltextovindg oxedlaouds amd TAEVPAS AN POPO-
pwng. TTdvimg, m etalpelo ®viOnxe APxETA %OVIA OTA OTAVTIOPVIS TWV
EPOPUOYDV TTOV ULOOETNOE.

Katd mv eynatdotaon Tov cuoTiUATOS TPOEXVPAY EPMTIAUATO OYETIXA UE
1oV TpOTT0 dOUNoMG Tou call center »xaw T cvotnuxy dlexmepaimon g ®ANomng.
Emumléov, TéOnxav Inmiuota oxetixd ue 1o motog éxel 1o ID tou seAdtn xal o
molov avixel autdg (customer ownership). Emiong éva dAlo onuoviind
mpdpAnua eivar émt to CRM dev eivar evéhxto. I1dvimg, To mpdPfAnua dev
Aoy Udvo 1 TEXVIXT VAOTOINOT TOU CUOTAUATOE OO0 OL OVTIAMAPELS TOV EPYOL-
Couévarv dedopuévou étL Ta mPo@id Toug eival IO dLaPOPETIXA KL TIPETEL VO
uédbouvv va epydCovtalr ue Ttov (0o TPdMO, YPNOLUOTOLOVTAC TIC (Oleg
otaditaoieg. Etvau dvonordtepn 1 avdivon xatl n xpnon dradwwaoiog mapd 1
vhormoinon amd cvotuixn amodn.

Katd v epapuoyr Tov CRM 10 Baownd mpdfAnua ftov oTig TwANoeLS,
0L6TL oL TwANTéG dev umopovoav inoAa va xatoavonoouv v a&ia tov. Anod
mv Aevpd toug, To CRM elxe yivel avuinmtd oav éva epyareio mov Ba Toug
BonBovoe va diayelplotov xaAUTeEPA TOUG TTEAATES TOUG, VO OPYOVMDOOUV TO
pavteBol Toug, ONACOT) OOV WO TTEPALTEPM CQUTOUOTOTOMON T™¢ ePYATLOg
ToUg, omdTE avapwTONxav yotl va to viobetioovy, agpov Ndn elvar xadol
YVOOTEG TOU TEAaToloyiov Toug. Zuvenmg, otg [Mwioeig to CRM dev elxe
yiver andun mipwg amodentd. Eival howmtdv amapaitnto va dobovv xivntpa
(incentives) yLa va xENOLUOITIOLICOUV TO CUOTNUQ AL TA X{(VNTPQ QUTA TTPETeL
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va evoouotwOolv oe €'va ovomua mapoxdv/avrauolfov (bonus) mov va
ovvOéetal dueca ue T Oladwxaoia xal Tov Tpomo diaxeipiong,. O Badudg
Oleiodvong oto Customer Service xou oto Loyalty eivatl apxetd pueydaroc.

Emumiéov omv TIM dnwg xal oe nauia dAn etaipeia dev vdpyel otéle-
x0o¢ 7ov va eépel Titho CRM »au va avagpépetal amevdeiag om Fevinn Aiev-
Buvon, Onhadn va PAETEL 0pLTOVTIA TNV €TALPElO %L VO OVAPEPETAL OTN
Fevinny AlevOuvon. Ondte oe mepimtmon mov mpoxPel dtapwvio ueta& 6vo
AlevOivoemv n #d0e pia mpoomabel va mpootatéPel Ta xexTNUEVA TNG, AL
autd ammoteAel onuavind mpdpAnua.

Eivar onuovtixd ot 01evbuvtég var elvat TAMpwe eVNUEPOUEVOL OXETIXA UE TO
CRM, 816TL vatdpyel uev Otabéoun vymAn texvoloyia, aAAd oL 10éec yia ™V
e@apuoyn mpémel va avamtuxBolv amd Ta otedéyn e etawpeiac. H por g
yvoong mévw oto cvomua Ba émpere va elval bottom-up, cuvriBwg duwg eival
top-down, pe QIOTEAEOUQ OL LEPAPYIXA XOUNAG LOTAUEVOL VO U1 xaTolafaivouy
Timota mapdro tov avtol ®upiwg elval mov xelpiCovtal to ovomua. Ot lepapyIxd
vimA& otduevol BéAovy ammotedéopata, aAAd autd dev umopel va yivel dtav ol
veLoTAauevol 8ev éxouv TIg amaltoVueveg yvmoelg. KovktoUpa oxetind ue 1o 6éua
YEVIXOTEPQ, VTTAPYEL OTNV £TALPEL MG XL 0 OAO TO TTPOCMITLXO.

Katd mv eyxatdotaon tov ovotiuotog emiong, mpoéxupayv didpopa #dOot
(intangible costs) mov dev eiyav evtomoBel amd v apyxn, Ue ovvémela va, Ee-
@UyeL qUTO o ToV aPYI®d TPOVITOAOYLOUO.

4.2.7. Anoteléouara uetd v epapuoyy e Avong CRM

To CRM omyv TIM Eexivnoe duvauxd, Oumwg ®xotomy apevog Ue Ta, eTL-
TPOOHETA KOOTN TTOV ETEPEPE KO APETEPOV UE TIC ETUTAOKEG TTOV TTPOXAAEDE.
elye emidpaon omv opyavowtixny Aettovpyio g etoipeiag. To ocvomua
0ovAevel oe Baocitd Aettovpyxd Béuata, dumg 0ev eival axdun mTANPwWE aIto-
0otxd. Ta o@éln amd v e@apuoyny TOU CUOTAUQATOC Elval xVplwg ETLXEL-
pNuaTXA aAld xal TEXVoAOYIXA. 2ZTIC TNAETIXOLVOViES, AOYw e @UoNg Toug, M
eloaymyn Tov CRM amotedel Vv eloaymyn €vog axdun CUOTHUATOC, 1) XOAD-
TEPA WOg TAOTPOPUOG. XPELATETOL Va. YIVEL EVOTIOIM O OAWV TOV CUOTNUATOV
®al outd elval ueydro texvoloyxd O@pelog, OLOTL pe TNV €VOTO(Non TV
OUOTNUATWVY ETUTUYXAVETAL TTAENG YVDOOT TOU TEAQTT.

21c MoAoelg dev €xel alAEel ®ATL OVOLACTIXA, XPTOLUOTOLE(TAL TIEPLO-
00Tepo amd Tov Alcvbuvvt) TTwijocewv pe tig drotBéuevec avapopég (reports)
xal oyl agd Toug TWANTEC TTov oxoun dev 1o £XOUV ©ATAVONOEL KOl ATOOEYTEL.
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To Tunua tov Customer Service wm@eAiOnxe meploocoOTeEPO, exel €xeL mLoO
oTaOePT) EQAPUOYT XL TAPOVOLALEL HOAVTEPES TTPOOTTINEC HAOME KOl UEYAAQL
meplbmpla BeAtimong.

To IVR (Interactive Voice Recognition) dev mpémel va petpdel t Aettovp-
ywdtnta o ovvdptnon ue tov seAdtn. Eival onuavtixd va uetplétal 1o g
BAémouv oL stehdTeg TIG VIINpeoieg g eTatpelag. Aev vatdpyovv otolyelo ue-
ToNoeMV, Ouwg M eToLpeia ®xpatd xdATOLA OTolKela OMWG ITLY. YLO TIG
waumdvieg. H etaipeia evdiapépetal xupimg yia otolyeio Tunuotomoimong
™mM¢g ayopdc #xal ONUOYPAPIXA OTOLXElD TV TUNUATOV TG aYOpdg, £T0L MOTE
va VTTAPYEL OLAPOPETIXY] QVILUETMIILON OTOVUG JTEAATEC AVAAOYQ UE TNV OEla
Toug yia Vv etaupeia. Emiong ovyxevipwvovtal otoiyelo oxetind ue To
TTPOTOVTA XL OL VIINPECIEC TTPOC TOVG EAGTEG TOL 0TTola TTapaxolovBovvTal ue
éva Oexoprplo vouuepo.

Aev éxouvv anoun aklohoynOel ta amoteldéopuata g £y®aTAoTOONS TOU OU-
otuatog. Ta mpoypdupata CRM mpémel va €xouv poxpompdbeouo oxedio-
ouod. Oa mpémel va vITApPxEL £vag 0pICovVTag TOVAGYLOTOV TevtaeTiog, OLOTL OTa
Tpla xpdvia apyxiCouv va dia@aivovial Ta TPMTO AToTEAEOUATA, OTTOTE VITAP-
XEL ®xoL 1 OuVOTOTNTA POV UETONONG. AV UeTd TV TPLETIO dLaTmloTmOel 6T
N amoédoon dev elval ixavomownTixy, T0te 1| Oa mpémel va yivovial 0lopOwTixég
evépyeleg 1 axdua xal va otapatd n epopuoyn. Emmiéov oto ocvomua CRM
oev mpémel va xvplapyel n Aoyotixny aviiinym xalr va avopévovtal
amoTeAéopata o amOluTa vouuepa, 0edoUéVoU OTL 1) AOYLOTIXY] QVTLUETMITLON
0ev ouvddel ue éva cvotnuo CRM.

5. Tvifntnon AnoteleopdToy

210 onuepwvd moAVoXLOEG nal paydaic UETABAAAOUEVO ETLYELPNUATIXG
qeplfairov, 1o emimedo eEummpéong Twv TEAQT®V eival 0 omovdaLdTEPOG
TTOPAYOVTOG ETUTUXIOG VIO ULOL ETTLXELPNOT).

To amoteheouatind CRM eival o mapdyovrag exeivog mov mpoodidel atia
OTOV EAGTN %ol EEQOPOAICEL avATTUEN %al xepdogopia o paxpompdOecuov
opiCovta. Amotehel wa omovdaia svrailpia aAAYNC TOU ETTLXELPNUATIXOV TO-
qtiov xaL xvpLapylog oe AxPWE AVTAYWVIOTIXEG AYOPES YLa exElVOUG TOUG 'Ttai-
%n1eg’, oL ogtotol Ba evtdEouvv to CRM om otpatnywmn toug xatl 6a 1o viobe-
TMoouv ue emtuxia, aflomoldvtog ®atdAMAa Ta epyadeio TTOU TTAPEXEL M
ovyxpovn TeXVoAoYiaL.
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2NV AXPmC AVTOYWMVIOTIXY OYoPd TG xvnTig TNAEPVIiOg, 1 meAatelaxt) Bd-
on wag etoipelog xvduvelel av o aviaywviouds viobetioet Tpwtog Avon CRM.

To CRM fABe va avIixaTaoTAOEL TOPOAOOOLAXES ETUKOLVWVIOKES TAXTINEG,
va dnuovpynoel véoug dpoug natl dedouéva oty ayopd xoL vo @épel uio
ouvolx1] alhayn g elhocopiog xal g doung uiag emyeipnong.

H mpayuoatixdémta elvar 611 1o CRM Oev €xel andun eloxwpnoel mANpwe
oV eMnvien xovAtovpa. Ou eTaipeieg xvnig ThAepwviag dev xpnoLuomolotv
Oha ta vmoovotiuata mov Olabétel to CRM, 10 ypnowwomololv uévo ylo
meploplouéveg epapuoyés. Emmiéov, 0ev umdpyovv otedéyn mou va @épouv
titho CRM xat va avagépovtat amevdeiag om Feviuny AieBuvon, dnradn va
PAémouv oplLdvTia v eTatpela.

2Tig eToupeleg ®vnmg TNAEPOVIAG, TA OPEAT ATTO TNV EPOPUOYT TOU CUOTH-
uotog eival emyelpnuotind aAAd eivol xal oe ueydho Babud texvoloywd, Ad-
Yo ™¢ evormoinong (integration) OAMV TV VITOPYOVTIWY CUOTNUATOV TTOU EXEL
oV QIOTEAECUO TNV TIAMYPT YVOON TOU TTEAETN.

Snuavtixde moapdyoviog enmttuvyiag evég ovomuatog CRM eivaln etaipeio
va, éxel dpaua (vision) oxetind pe 1o ocvomua. Emmiéov o xonuatoddtng g
£YXOTAOTAONG TOV ovoTHuaTtog, dNAadn 1 dolxnon g etalpeiag mpémel vo
Oeouevtel, 6mwg avépepe xar o Adoxog (2002). Emiong, mpémer va doOel
otpatmywn mpotepatdtnta 0to CRM, mov Oa ayxalldel A v etalpeia. e
autd ovupanvnoov xor ot Adebanjo (2003), Cann (1998) naur Rigby et al.
(2002). H YmapEn evog owotol tpoimoAoylopol (ue opiCovta tpletiog) elval
emiong évag onuavtxde mapdyovtog. H etalpeia mpémel va €xel mpoodiopioet
TAPWG TL O€NeL va. eTLTUXEL e TV €ynatdotaon Tou cvotiuotoc. Emouévmg,
oL oTéYoL xaL To Bripoto mEEmeL va €xouv xoBopLoTel xaL To £pyo TPETMEL Vo
éxel opyavmBel oe Béuata Oaxelpiong xal va yivelr éva yxpovodidypauua.
Avutd vmootiplEav xal o Ron et al. (2005). H etaipeia mpémel va ypnot-
pomomoel 10 xotAAMNA0 duvouxd ylo va. vmootnpiel to épyo xou vo emL-
AeyoUv oL xatdAinior ovupouviol. O yxpnotng mpémel va €xel 10 TEXVIXS
vntdéfabpo va xatavonoel ™ Aettovpyia Tov cvotiuatog. EmmAéov, mpémel va
TOPEXETAL 1] OWOTH exTTA(deVON 0 OAOUC TOUG XPNOTEC XAl TTOVUG XAUNAOTEPOL
MG xoL otoug VYnMAOTEPO LEPaPXIXd LOTOUEVOUE OTNV ETALPElD ®aL VO
Oivovtar xatdAinia xivntpa (incentives) yia T ¥PNON TOU CUOTHUOTOC, OTTWG
avépepe xal o Adoxog (2002). Baowd elvow emiong oL xpnoteg va
XONOLUOTTOLOVV TAXTIXA TO CUOTNUO %O VO, TO TPOPOdOTOUV Ue OTOLXE(QL DOTE
VO GUVTACOOVTOL TTANPELS avagopéc (reporting). ZuvopiCovtog, ylo va agmo-
omoel éva ocvomua CRM mpémel va avayvmplotel mpotapyixd oav Booxn
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avayxn and my etopeia xoL oxL oav udda 11 oav €va axdun TeXVoAOyLrKO
epyahelo.

6. Xvpmepdopata

Avut 1 puehét eEétaoe Tic epapuoyéc CRM oe 8o etaipeieg xivnmig TnAe-
pwviag omv EAM&GOa. Katd ) dieEaywyn g épevvac authg dev mapovoLd-
omrav ampdoueveg duoxoriec ovte 0011ynoe oc ampooddxnta evpHuaTa. e
YEVIXEC YPOUUES ETTETUXE TO OxOTO TNC va. eEetdoel Tic epapuoyéc CRM oe
évav oAU avastvooduevo xAdado dmwg eivar n xvt thAepwvia oty EAAGSa
Ol VO EVTOTILOEL TIC VITAPYXOVOEC EPAPUOYEC, TOUC TTAPAYOVTIES ETLTUYIOC TOV
CRM, Tta mpoBAMjUaTa IOV QVTLUETMIILOOV Ol ETOALPEEC HAODMDC %Al TA OPEAT
amd ™MV €y®XaTdoTAoT TOU CUOTHUATOC.

Ta evpnuata g épevvag autig umopel vo amotedégouv €va XPNOLUO
EPYOAEID UAPXETIVYX VLA, TOUC OLEVOUVTEC TV ETALPELMV AIVNTHC TNAEPWVIOC
otov EMnvind adld xail otov Aebvi xmpo, vitoBondnviog Tig mpoomdOeleg
UEAETNC xal eyxaTdoTtaong oAd xal eméxtaong cvomudtov CRM. Ztov
axadNUAixd xMPO TEPALTEQ® £PEVVA PACLOUEV] OTA EVPNUATO QUTA UTToPEL
va TPocBéoel xatvovpyLa otoxeion eEeTdCovTag TV eYXaTAoTa0T oUoTNUATWY
CRM xal ta amoteAéopuata g o€ GANeC eTaupeiec ®ivnTg TWAepwviag oty
EAMNGOa alAd oL otov OLeBv XWPOo ETLXELPDVTAC OUYxPloelg avdueoa oTa
orapopetind cvotiuata CRM %ol Ti¢ OLOPOPETIXEC XDPEC AL HOUATOVPEC
TOV JTEEAATOV KOL TOV YPNOTOV TOU CUOTIUATOC.
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[MTAPAPTHMA
EPQTHMATOAOI'TO

. poeik etaipeiag (totopia, dpaotnpldINTEC, MPOOPEPOUEVO TPOIOVTA / VI -

peaieg, OO TIXT - 0pYOVWTIXY Oour| )

. Owovouxd otolxela, AMOTUMWON VPLOTAUEVNC XATAOTAONG

3. Ztpamywdg oxedlaoudg, emyelpnolaxy %xovAtovpa, ue Pdon Tov Padbud

Olelodvong xatl viodétnong g Avong

. Xpovodidaypauua xal oudda vAoTmoinong

5. [leprypa@n Tov €pyov O OUVAPTNOTN UE Q) TA OPYAVOTIXA {nTiuota ) ta

10.
11.

12.
13.
14.

15.

16.

17.

18.

ovoTaTIXA Uépn g aldayng v) T Otoixnon 6) toug teXxvorloyixoUg Tdpoug %al
MEPLOPLOUOVE %Al €) TA AAAQ ETLXELPNOLAXA TNTHUATO

. Yndpyovoa %#ouvAToVpa - YVOUEC MOV VITAPYXOUV OTOV 0pYOAVIOUd %ol €XOouv

ovufdilel oto oxedlaoud, v viomoinon xot v yevixdtepn diayxeipion g
0pYOVOTIXNG OOUNC 1] / ®OL TNG ETMYELPTOLOKNC TAPEULOAONG

. Tpéyovoeg mpoxAoeLg ®al TPOPAUATA TTOV AVTLUETWIICEL O OPYAVIOUOC XATA

™MV OAOXAPWON TNG OPYAVWTIXNG, TEXVOAOYXNG 1 / %Al ETUYELPNOLAKNG
nopéupaong

. TpoémotL emiAvong Tov TPOPANUATOV TTOU OXETICOVTIOL UE TNV OUYXEXPLUEVN

mpwTofovAiia

. ITowo eival 10 6paua tov CRM;

[Mog drapopewdnxe n porj g AN po@opiag dLauécoov Tov 0pyavIoUoU;

[Toteg Aertovpyieg xalvmtel To ovotnua CRM (Marketing, IToAoeilg, EEvan-
péton medatmv, EmPpdpfevon xakdv mehatdv (Loyalty System), Aiayeipion
oyéoewv pe mehdteg (Relationship Management);

[Moc emnpéaoce to CRM Tic Aettovpyieg tng etatpeiag (Tuquata, Atevdivoelg);
AVOUEVOUEVO ETILXELPNUATIXA -TEXVOAOYLXA OPEAN

AEloldynon g eyratdotaong tov ocvotiuato¢ (ROI, break-even, amdédoon
emévduaoncg)

ITowol elval ot Toueic otoug omoiovg mapatnENON®AV T ueyoAvTEPQ MEPLOM-
pLa PeAtiwong;

Evdewxtind onuela mov mpémel va mpoceyfoUv xaTd TNV €QApUOYT ULOG AVOTC
CRM

[Mog ovvepydtetalr to CRM pe ta dAla texvoroyixd epyaleia tng emxeipnong
(ERP, supply chain, business intelligence, knowledge management);
Kwvduvetel n mehateraxn Bdon edv o avtaymviouog epapudoel TPMOTOC UL AU-
on CRM;



