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| <] i1 M (€A TUCTACEIC

KENTPO E©OEAONTQN MANATZEP EAAAAOX

e MNoiol sipaocre oto KEMEA

0 50 gvepyd Kal MPWNV AVWTATA S1EVOUVTIKAG OTEAEXN

0O TouAayxioTov 25 xpovia spmreipia o Ka@évag kol TouAayxiorov 10
Xpovia o€ UPNAEG O€oeig peyaAwv EAANVIKWY Kal 81EOvwy
ETAIPIWV

O EgmEIpia Kal TEXVOYVWOoIid armre TTOAAOUG S1aPOPETIKOUG KAAdoug
TNG OIKOVOHidag.

0O Epmeipia amé Fevikn AieoOuvon, Marketing, NMwARoc«€Ig,
Mapaywyn, Supply Chain Management, Oikovouiky Aigubuvon,
Human Resources, Information Management
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K € M CA TUOTAOEIC

KENTPO E©OEAONTQN MANATZEP EAAAAOX

= AmootoAn Tou KEMEA

Na cupBaAer e0gAovTika oTnv avanrTuén TnG VEAVIKAG
KOIVOTOHOU EMXEIPNHATIKOTNTOG 0TV EAAGOAQ,
AagIOMOIWVTAG TNV EKTETAHEVH TIPAKTIKN EHUTIEIPIA KOl

TEXVOYVWOId TWV HEAWV TOU

07/03/2017
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"IK € M CA

KENTPO E©OEAONTQN MANATZEP EAAAAOX

ZUOTAOCEIC

= O1 apxég Tou KEMEA

0 Awpeav NMapoxn Ymnpeociwyv
O EMIMICTEUTIKOTNTA
O AVTIKEIHEVIKOTNTA

0 Alaaveia, AmoreAsoparnikornra, EmayyeAparikn
AgovToAoyia

0 To KEMEA dev avraywvil{eTal TOUG EMMAYYEAHATIES
ouHBoUAoug. ATEUOUVETAI OTTOU BEV UTTAPYXOUV TA HECO
Kal EMAPKEIS TIOPOI.

0 Mévo counseling ka1 mentoring (61 consulting).
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yrpo EL&ONTSMAN%EP ESAAAOI z u oraacl S

Eionynrég
O AnunTpng Nagipadng
= Mé&Aog Tou KEMEA
= 1. Mpoedpog& AilcuOUvwyv ZUpBoulog Ogilvy One
= M. Fevik6g A/vrng BBDO Athens

0 FMavvng Kwrng
= Mé&Aog Tou KEMEA
- m. Mpoedpog ALGIDA

- Certified Mastercoach Senior Interim Manager

07/03/2017
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Wik ¢ Mca

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Nwpiorte To KEMEA - www.kemel.gr

K€ M EA -

KENTPO BOEADNTON MANATZEP EAAAAD]Y

TO KEMEA

EMKOWWVNGOE LE TO

KEMEA

fasalnris fynuped oupfloudss o o
enymprpaned oow oxésn; Xpadlsao
PonSea yia vo Petudang
mmyngnpared cou goveiho; GHng
jévropa vo maposohousr o to ) patd

oau;

facdyin pnopelte va cuvaviroe: 1o KEMEA
ora ypapelo Tou mow Ppdoxkeoan oo
NNCVATHENS, atrw Texvesahn tou Aduou
Abrpoluy owo Feals. X4be Acutdpa xos
Tevdpre ko Upa 16.00 £usg 18.00 sdnow
PEADS Tou KEMEA Ha Ppdowenon perl va oog
unobey Bel wox va oag cxcdon!

BUSINESS PLAN &
MM EPFANBIA

GEMATA
XPHMATOROTHEHE  APATTHPIOTHTER

Ot
ol

Aecdolnor Tov ofnyd ovanmuéng
smyeprponkod oxesiow, avardiuge
frapa busnness plan, pafe o)

WP oy Soryen Tou Businness Model Canvas,
fpeg umaBaypara marketing plan,

CUT P LOT L YO TOUG TRATIoUG
ypnparoddnong wo kardBacs frogin
NPT parcosovop ik templates. Adfoor
mhodtma apbpoypagia yia o

onyEpng endTnTa

Egrneipow manager BonBoUv to emuyeipnpatixd cou Eexivapa Swpedv

NEA. EIAHIEE ENIKOINON

AELTE ZEULVAOLA KOL
ExSnAwaosic tou KEMEA

To KEMEA opyaudve Ixpavdpio kot
AuhiEng nou ancuBoyovton oe vioug
ETUYSPNUOTLG, O oToulooTEg Ko
gournic, Av svlapdpeare pnopeite va
ammuéunteine awo KEMEA. Ba i mmiong
nopoucdons, xinubong, ouwveniing
pediiny Tou KEMEA orn MME H Beuntalaya
£lvm mAaton kaL apoph Soous
eviiopdpoveal o TV emyEipepansdTra



YIK € M EA Nepiexopevo BMC KoivEEn
1° Mé€pog
01 €&eAieig oTro Marketing

= Amo 1o lMNMpoiovriko oTo NMeAarokevrpiké Marketing

2° Mé€pog
* Mapouciaon evoelkTiIkKoU KapfBa KoivZen
AlgAsippa
30 Mépog
= Workshop Anpiouvpyia Kapupfa KoivzZernr Pastelli bars

07/03/2017
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KK e ™M e Kepalaio 1

KENTPO E©EAONTQN MANATZEP EAAAAOZ

1. KepdookomikéG vs MnN KepboOoKOTTIKES
vs Kolvwvikeég ETmMIXEIpNOEIG

07/03/2017
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BT O el 1§ A AR

7K € M EA EiSn Emycipioewy

KepOOOKOMIKES

ZTHV MACIOVOTHTA TWV EMYEIpNHUATIKWY KAGdwV, UTTap)El £va
fUPUTATO PACTHA KEPDHOTKOTMIKWY aVTAYWVICTIKWY LTIYEIpH o Ewy,
ammo MApaAdoCIaKES ATOMKEG (TLY. TA TAfi TNV MATOA) £W¢ HIKTEC
(Padio Tagi), ka1 Tevoloyikeg efwoTpegLic startups onmwg To

TaxiBeat.
’ % ' I
TN f}
.J;%I\ :I'. 'I * :
% i

O reyvoloyikeg Startups anmarouy TeAsiwg S10p OpETIK
NMpooTLyYIoHN amno To mpwTo fRua, Mouw £ival i yVwpIgia HE TRV
NMayKoopHIa ayopd Kal £¢EAISEIC.
Mia smiokewn yvwpipgiag e Ti¢ 30 emmuy£oTEpEG OTO

oo meif el

Eal e ]
Fao @

E -y —
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

1K € M GA Eidn Emysipnnoswyv

MKO’¢c ka1 Koivwvikég EmYeIpNoOEIg

01 Mn KepSookomkoi Opyaviopoi (MKO’¢g )
gival emyeIpNOEI§ TTOU KAAUTITOUV TIC Samraveg
AgiTOoUpYiag TOUG a0 SWPEES, EMYXOPNYNOTEIS,
Fund Raising amdé 181wWTEG KA.

01 Koivwvikég ZuveTaipioTiIKES Emysipnoeig (KoivZEmn)
E€XouVv £€008a armod emyopnynoeig, SwPeEC KA. aAAd kai
ATl EPTMOPIKES SPpAOCTNPIOTNTES.




"IK € M GA Koivwvikn Oikovopia

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Opiouog

To oUvoAo TwV OIKoVvouIKWYVY, EMYEIpNHATIKWY,
Napaywyikwv kKai KoilvwViIKwV SpaocTnpIoTHTWY,
ol omoieg avaAaufavovral ammdé VoHIKd mTpocwtTd 1
EVWOEIC TIPOCWITWYV, TWV OTIOIiWV 0 KATAOTATIKOG
OoKOTIOG¢ €ival n emdiwin Tou ouAAoyikoU o@EAoOUGg
Kdal N eSUNNPETNON YEVIKOTEPWYV KOIVWVIKWYV
ouppepovTwy (N. 4019/2011)



YK € M En Koivwvikn Oikovopia

KENTPO E©EAONTQN MANATZEP EAAAAOZ

EE xa1 Koivwvikn Oikovopia

Ta Osopika épyava TnG EE mpowOouv Tnv Koivwviki
Oi1kovopia yia Tnv:

* KolvwvVIKN Kal OIKOVOHIKN avarnruén
= Ev3oyevi] avanTuin TWV TOMMKWY KOIVWVIWV

= EmiAuon 800 Bacikwv MPOoBANHATWY TWV EUPWITATKWYV
XWpPpwvV:

> Tnv avepyia Kai

> ToV KOIVWVIKO amoKA€I1ou0



JIK € M €A Koivwviki Oixovopia

KENTPO EOQEAONTQN MANATZEP EAAAAOZ

H Koivwvikn Oikovopia otnv EE

Ztnv EE anmacyxoAouvral 14 ex. epyaléuevol, 5,9%
OUVOAIKNG ammraoXoAnons, 6,7% tng Eppiodng
ATmaocXoeAnong

21NV EAAGSa n anmacxoAnon orov Topéa Tng Koivwvikng
Oixovopiag avrimpoownevel 10 1,8% TS CUuVOoAIKIG
anaoXxo6Anong kai 1o 2,9% Tng EupIong amracxoAnong -

7/3/2017 13



YIK € M CA Moépoil, Xpnuarodornon, Kivnrpa

KENTPO EQEAONTQN MANATZEP EAAAAOZ

KoivZEn

= KepdAaio TnG emyeipnong , Awpeég Tpitwyv

= 'Ecoda amé Tnv aiomoinon Tng mepiovoiag Tng
Kal ammd Tnv EMYXEIPNHATIKNA TS SpaoTnpiéoTnTa

= Emyopnynoeig amoé 1o mpléypappua Anpociwv
EmmeviUuoewVv Kal amdé adAAoug OeopIKoUg eOVIKOUG Kal
KOIVOTIKOUG TTOpOUG

= ‘Exouv mpoofBaon orn xpnuarodornon amo ro Taueio
Koivwvikig Oikovopiag, amré To EOviké Tapeio

EmyeipnuarikoTnrag Kkai Avanruéng kai ummopouv va
gvraocoovral orov Emmeviuriké Nopo 3908/2011

= MrmopouUv va evracoovral € Ipoypauuara oTipiEng Tng
EMXEIPNHATIKOTNTAG, KAOWCS KAl € TIPOYPAHUHATA TOU
OAEA yia Tn oTipiin TnG epyaciag



K € M EA Koiva onpeia KepdooKomKkwyv
KENTPO EOEAONTON MANATZEP EWALOX Kal KolvwVviKwyv EmXEIpNoEwyV

Kal Ta 2 €idn emYeIpAOEWV «amaiTouv» Aloiknon,
Opyavwon, O1KovouiKn S1aXEipIion Kal KUPIiwWwg owoTO
Marketing

TIPOKEIMEVOU VA TIG YVWRICEI TO KOIVO OTO OTT0I0
amevOuvovTal, va evola@ePOEi yia TNV MPOCPEPOHEVN
adia, va «ayopace» Tnv 18€a/mpoiov/unnpecia mou
TIPOCPEPOUV, VA OUVEITPEPE! (WG OwWPNTAS), Kal TEAOG,
vda YivEl UTTOOTNRIKTAS KAl TIPEOREUTAC TNG MpooTTadeiag
TOUG.

Opwg To marketing Tou oNUEPA, SI1APEPEI CNUHAVTIKA
amé To marketing Tou x0£€g¢, 6mMwg Oa douue oTnv
CUVEXEIA, KAl €ival N KUPIA AITid AITOTUXIOG TWV
startups.



. = -— [ |
,!N',mlimgm'},‘l, fmﬁ Business Model Canvas

O Opiopoég prag Startup

Mia startup €ival Eévag mpoowpivog opyavioHog o
OTI0iog OXNHATI{ETAI TIPOKEINEVOU VA avalnTnoEl

Eva BIWCIHO, EMAVAAAUBAVOHEVO KAl ETTEKTACIHO
Business Model.

16



i< ¢ MEA Why 9 out of 10 startups fail,
KENTPO EGEAONTQN MANATZEP EAAAAOX (according to theil' fOIIII d ers)

Top 20 Reasons Startups Fail

Based on an Analysis of 101 Startup Post-Mortems

No Market Need 42%

Ran Out of Cash

29%

Not the Right Team

23%

Get Outcompeted

Pricing/Cost Issues

Poor Product

~
P

Need/Lack Business Model

Poor Marketing

Ignore Customers

: 80 0/ 0 of Apps are only used once

Product Mis-Timed

Lose Focus

w
.J

Disharmony on Team/Investors

o
"

Pivot gone bad

Lack Passion

9%

lr'. D D D
% % 40% 50% 60%

el
*
2
8
g8

Bad Locauon 0% 80% 90% 100%

3

No Financing/Investor Interest

Legal Challenges

#

Don't Use Network/Advisors

Burn Out

*

3

Failure to Pivot

~
»
-

7/3/2017

lennrna: Tanh Mrmehl
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LYK E& M ER H EfcAiin Tou Marketing

i T e T s Ak TR AR

DIDID

TiEgEK yia TIh‘I"EIE‘I H TIhT:ﬁEI a
MNwinen Ayeopa Neharnye

TEXNOAOIIA NMAHPOROPIAZ / MEIDXEH KOZTOY Z >




R4 [ e () Ané Ta 4P Tou Marketing Mix
KENTPO E©OEAONTQN MANATZEP EAAAAOZ ﬂo BuSiness MOdeI canvas

AnAadp....

Ano 1o «MmopEiTE va SIAAESETE OTIOI0 XpWHA OEAETE, APKEI va gival

-«MOaUpOo TOU Henry Ford, oTnv emAoyn Kai ayopd akopn kai peocw ebay
Motors!!!

wowors *

1925 Ford Model T Best car buying apps

7/3/2017 19



YK € M e H E§éAign Tou Marketing

KENTPO ESEAQNTON MAMATIEP EAAANDE

K .
a1 AKOHN.z-s

An6 116 2 emAoy£g yia 6Aoug Tou 1917 amé Tnv Converse (T1 £XE16 yia
MwWANon), ornv €mAoyn TnG ayopdg amo diapopa €idn kKal HapkKeg (T1 {nTasci
n ayopd), oTo MPOCWITIKO MRVUHA TToUu Ba NOeAe o meEAGTNG OTA TTATIOUTOIA
TOU (T1 {NTAEI O TMEAATNG).

All Star o€ ka@é kal Aeukd (No skid )  AlGd@opeg papkeg ABANTIKWY MpoowTrké pyAvupa, Ouada, Hashtag KAt

7/3/2017 20
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g p— Ané Ta 4P Tou Marketing Mix
KENT#OEGEAONTQNMANATZEPEMAAOZ ﬂo BuSiness MOdeI canvas

To mpoéBAnua...

Mapa To yeyovog 011 oRUEPA oTo emiKeEVTPO Tou Marketing Bpiokeral o
MEAATNG, Eival KOIVR S1AamioTwon amo Tnv euneipia pag oro Mentoring, kai
Ta Emysipnuarika Zx£d1a mou afioAoyoupe, dSiafaloupe ka1 oulnNTapE HE
TOUG VEOUG, 0TI ommavia mmpooeyyi{ouv Tnv EmXeipnUaTIiK TOUug mMpoommadsia
MeAATOKEVTPIKA.

PDaiveral va Oewpouv ol TIEPICTOOTEPOI WG BESONEVO OTI N oTToIA
Emysipnuarikn 18€a Toug, perarpenopevn o€ MNMpoiodv | Yrninpeoia, Oa yivel
auToOpaTAa aTTOdEKTN, Oa MPOCTEAKUOEL, Oa TIEioel o€ ayopd Kal Oa Kepdioel
TNV moToTnTa TWV NMEAaTwy TOUG.

Kal To Xe1poTeEPO gival mwg MOAAEG EAANVIKESG EMIXEIPNOEIC OKETITOVTAI HE
TOV i810 TPOTTO KAl ouXVa eykKAwRi{ovral Kol avanTuooouV TIPOIiOVTa HE
YVWHOVA TA XOPAKTNPIOTIKA TOUG Kal OXI TIC AOYIKEG | KOl
CUVAITONHATIKEG AVAYKESG TWV TIEAATWYV TOUG.

7/3/2017 21



Ané Ta 4P Tou Marketing Mix

i< ¢ M cA ]
KENTPO E©GEAONTQN MANATZEP EAAAAOZX ﬂo B us. n ess M Od el ca nvas

Marketing xoau Marketing Mix

PRODDCT ™

T ——

s
PLACE( ~PROMOTIONA
= W\

7/3/2017



Anté Ta 4P Tou Marketing Mix
P i B A S oT10o Business Model Canvas

H €§€Aifn Tou Marketing

O1 500 BACIKEG £€VVOIEG HE TIC OTTOIEG HEYAAWOAHE TIC TIPOOCPATES ...
oekasrieg NTav to Marketing Mix pe Ta 4P, ka1 To Product Life Cycle mmou
Ox1 povo £81ve pia Kabapa mmpoiovrikl onTik Tou Marketing, aAAa kai
Hag KaBodnyouoe yia 1o £idog evepyeiwv Marketing mou Oa émmpemne va
UAOTIOINOOUHE O€ KAOe oradio.

Tnv dekasria Tou ‘80 apxioe va yiverar dnpo@iAég To Direct Marketing,
OTNV CUVEXEIO HE TNV £$EAIEN TwyV umoAoyioTwy TO Database Marketing,
kai To CRM (Customer Relationship Marketing), 6nmou Tto Customer Life
Cycle «ummokaréoTnoe» 1o Product Life Cycle, evw pe Tnv dicioduon Twv
TIPOCWTTIKWYV UTToOAOoYIoTWYV Kal Tou Internet, edpaiwOnke ora Té€An Tng
dekasTiag Tou ‘90, n e§e1dikeuon Tou Interactive Marketing. H cuvéxeia
gival yvwoTtn HE ThV €éKpnén Tou Web Marketing, Twv Social Media, Tou
Mobile Marketing kAm.

7/3/2017 23



i<k ¢ M cA

KENTPO E@EAONTQN MANATZEP EAAAAOZ

Anté Ta 4P Tou Marketing Mix
oTo Business Model Canvas

To Product Life Cycle ..... MovTéAo 1960

MARKETING

OBJECTIVE

| Cormpetition
Product
Price

| Premotion

Place
(distribution)

Mnyn: mktngmanagement.blogspot.com

Sales revenue or profit
A

o+

Stage of the product life cycle o
Intreduction Growth Maturity Decline
Total industry \
sales revenue
Tatal industry
profit
N,
GAIN STRESS MAINTAIN BRAND HARVESTING,
AWARENESS DIFFERENTIATION LOYALTY DELETION
Few More Many Raduced
One More versions Full Best sellers

e,

£

Skimming or
penetration

Infarm,
educate

Limited

product line

Gain market Defend

share, deal market share,
profit

Stress Reminder

competitive ariented

differences

More outlets Maximum
outlets

Stay profitable

Minimal
promotion

Fewer outlets

24
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i<k ¢ M cA

Anté Ta 4P Tou Marketing Mix

[
(ENTFO EOEAONTON MANATZE? EMAALOT oTo Business Model Canvas

The Customer Life Cycle

O KUkAog Zwng Tou MeAdarn, gival n «d1adpoun» TOU A6 TO OTADIO TG
dayvoliag oTnv yvwon 1mou Tov KafioTta Suvnriko mreAdrn, Tnv mpooéAKuon
TTOU TOV KaO10Td UTTOWRn@I0 TIEAATN, TNV MWANnON, efurmpérnon, diarfpnon
Kal TV MoToTNTA.

2TOX0G KGO emyeipnong Oa mpémel va gival n EAayioTommoinon Twyv
CKKEVWVY, Kdl N améAuTn IKAvotIoinon Tou MeEAATn amdé Tnv cuvoAIKi
AyopPOaOoTIKN EUTIEINIA.

Mnyn: OgilvyOne

O Kvklog Zmncg tov IleAdtn

Kevé lNMpooéAkuong

AuvnTiké ) )
ng;\ldmgg Kevé AtrokTnong

Kevé Nvwong

EgutmrnpéTnon
MeAdaTn

Kevo AlatApnong

25



¥ 1< € M En Amé Ta 4P Tou Marketing Mix
KENTPO E©OEAONTQN MANATZEP EAAAAOZ mo BuSiness MOdeI canvas

From 4 P’s To SAVE

ﬁ a Solution

Product

Place

Price

Promotion

CO0a

H eicwon Twv NwAnocswv:

(Sales = Performance + Emotional value) / Price,

ATTAITEI SIAPOPETIKN €HE@AOT TIPOGS TNV AOYIKN | TO

ouvaioOnua Tou MeEAATN, TTOU AVTIOTOIXA ATTAITOUV SIN@OPETIKO
EMKOIVWVIOKO piypa exkmmaideuong (Education) kai

72/SuvaiocOnpaTikng epmmAokng (Engagement). 26



Ané Ta 4P Tou Marketing Mix
ik e ™M ea -
KENTPO EOEAONTQN MANATZEP EAAAAOX ﬂo BuSIness MOdel canvas

AvrTi y1a To mipoiov (product), eoridore otnv Avon (Solution)

NMPoodIoPIcTE TNV MPOCPOPA CE OXEON HE KOAAUTITOHEVEG
avayKeG/AUOEIG, OXI 1810TNTEG, AEITOUPYIES KAl TEXVIKA
XOPAKTNPICTIKA.

EYPQMAIKH

RISTH 2ot Q/
= 3
i o

7/3/2017 27



< € MEA Ané Ta 4P Tou Marketing Mix
KENTPO E©EAONTQN MANATZEP EAAAAOX wo Busin es s M o d eI canvas

AvrTi yia Tnv diavopun (place), eornidore otnv NpoéoBaon (Access)

AnpIoupyYNOTE £€va OAOKANPWHEVO CUCTNHA ETAIPIKNG TTAPOUCIAS OTA
KavaAia, HE BGon To CUVOAIKO «ayOopPAOTIKO TagEidi» Tou mMeAATn, avri
VO OWOETE EPPAOCT CE HEHOVWHEVA CONHEiIa diavoung Kal KavaAia
EMKOIVWVIiaG.

7/3/2017 28



Ané Ta 4P Tou Marketing Mix
K (€ M EA .
KENTPO EGERONTIN MANATZEP EAMAAOE oT10o Business Model Canvas

AvrTi yia Tnv Tign (price), eoTiacTe ornv Aia (Value)

EmMKeVTPpWOEITE OTA OPEAN TOU TIPOIOVTOG/UTINPECING OUG OE OXEON HE
TIG £EEIDIKEUHEVEG AVAYKES TWV MMEAATWY CAG, avaAoya HE TV @aon Kal
TA CNHEIA ETAPRS TOU AYOPUAOTIKOU TASISIOU TOUG.

“At 60 miles an hour the loudest noise in this
new Rolls-Royce comes from the electric clock™

Wit saskes Rl Bionce she fst aw ¥y ohe wankd ? "Thore is sy e weagh about &

wom 1 dapl” s e aunoe Ral Sy crgyve

7/3/2017 S Sl V0 =R ”



http://marchingagainstphilip.files.wordpress.com/2010/05/rolls_royce_stor.png

Ané Ta 4P Tou Marketing Mix

K € M cA )
oTto Business Model Canvas

KENTPO E@EAONTQN MANATZEP EAAAAOZ

AvrTi yia Tnv Tign (price), eoTiacTe ornv Aia (Value)

2TnVv nepintwon Twv MKO’¢ eoTialoupe og aAAou €idoug
TIPOCQPEPOHEVN adia, HE EVTOVA OTOIXEIA EUNTTAOKI G TOU KOIVOU.

7/3/2017

Eppiitog TioAE(0G on Zouahin. I Opeq oo Nepod. P o Pouavia

EIKGVES PINNG NOU (OG OUYKVOUY GAAA TG Eeyvaie Ypryopa (ows yiati BploxdpacTe pama.

Kt GG KATIOIO! BRIOKOVIOL TUVELELR KOVEQ TOUS.

Ot TIATPOI XOPIE EYNOPA® niou MopExouy SWpeav orpury BoviBiero, Snpoupyoly TV onapoi-
m g ANnAZYY NS

I Uy ] UmoSOHI Kal RAM amy 1§ G KA
peTakl Twv avBpWIWY,

Ma G nou faoiteTal G ong 27 £Q, SwpEEs Kol Yopnyieq suctoBrre-
nomEvey avBponwy.

Me amj 1600 OTO Bf 6 (A\ionia, Zopiakia, Zauma, KoupSiotav,

TMouyraohapio, Poudvra), 600 KoL oTov EAAGDIKS ¥DPO.

01 "TIATPOI XQFIE ZYNOPA" pe m &ixij oag Botjdsia onedsBouv o8 OAGKATINO TOV KEOHO, VIO VO
NPOCHEPOLY TIS UNMPECIES TOUS GToU auTEg ypealovtal Mo eEAdyaTTy ouvdpon - akiag 5.000
Bpayuy — aroTeAs TV KvrTpLa Blvan yio va yatpeuTodv YMGSES GYBpuNor NoU EXouV
vy ond NEOTTENIA, PROVIIA Kal £va XOHOYEAG

Kavte Aoindv Kal OELS Thv ayann gag npagn.

Tnkeguveiote 010 52 00500

IATPOI XQPIE EYNOPA
'MEDECINS SANS FRONTURSS.

ITOYPNAPH 57 - 104 32 - AOHNA
TnA.: 5200500 - fex. 5200503

AuToi o ('wpwrrl
d¢ {nTouv Tn Borjde1a oag...
meOaivouv yrI’ auTi

I O Dot

ENIEZEXYXEITE
TOYX "TIATPOYZ

XOPIE ZYNOPA'

o 3 {E7€ ou 2 1100
QreiAw T ZupOpT Hou
EMONYMO:

ONOMA: . B
NEYOYNEH T
TIEPIOXH.

ENAITEAMA: &
THAESOND

30



1< € M CA Am6 Ta 4P Tou Marketing Mix
KENTPO E©OEAONTQN MANATZEP EAAAAOZ ﬂo Business Model canvas

AvTi yia Tnv mpowOnon (promotion), goriaore ornv EKmaidsuon
(Education) xai Tnv epmrAokin] (Engagement) Tou KaravaAwTh

MapEXeETE MANPOPOPNON OXETIKI HE O1AQPOPOTTOINHEVES AVAYKESG OE
KGOe onueio Tou «kKUKAou {wnNg» Tou meEAdarn, avri va BacifeoTe
anmokAsi1oTiIKd og Aianuion/PR/Mpow6non.

o
Aenva

.‘ Freeway

MIAIOMETPHTHE

&
&

d000Gg

/
virgin atlantic ¥
AAANOXI AEPAI
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uo I B M Kepalaio 2

2. Ao 1o MNapadooi1ako oTO ZUYXPOVO
NMeAartokevTpiko Marketing



29 I Anté Ta 4P Tou Marketing Mix
KENTI;OEGEI\ONTQNMANATZEPEMAAOZ ﬂo BuSiness MOdeI canvas

ZNHEPA EXOUHE TTOAU TIEPICCOTEPU CONHUEIA EMAPNG HE
TOUG TTEAATEG:

NMAnpwpéva (Paid):

Mapadooiakd Kal Yn@PIaKa S1a@nUIcTIKA KUPIwWG

HEoa, OrTwGg TV spots, PPC Ads, Posters KArm.

1816kTnTOa (OWned):

EAeyxopeva mAnpo@oplaka kupiwg peoa omwg Web Page,
Blogs, Apps, Facebook page kAm.

Kepdiopéva (Earned):

Mn eAeyXOHEVA KOIVWVIKA HETA OTTWG Re-tweets,

Facebook, word-of-mouth kAm.

7/3/2017 33



L® i< 1€ i (R Marketing AyopaoTikoU Ta&i8100,
amowmnowanmwzmewec: INUIKAOU ZWAG KAl ZnHEiwv Ema@ng

Customer
Journey/Life Before Purchase After Purchase
Cycle

Mapping

Touch Points | Awareness | Evaluation | Purchase | Usage | _Loyalty

Website

E-Shop
Face to Face
In-Store
Call Center
Facebook
Reviews
Web Forums
Email
Post

Print/TV KAm.
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uo'fo iG] Ml i Kepalaio 3

3. NMapouciaon , Eapuoyn kai XpRon
ToU Business Model Canvas



IK € M CA :
I:<CMA SM Business Model Canvas

Opiopog EmycipnparikoV MovréAou

Eva emyeipnUarTiké HOVTEAO TIEPIYPAPEI TOV TPOTIO HE TOV OMMOIO EVag
opyaviouog dSnpIoupyEi, IpooPEPE! adia kal apeiferal.

To EMYEIPNHATIKO HOVTEAO HIAG EMIXEIPNONG Eival n ammeikévion TG
EmMXEIpNHATIKNG AOYIKNG Kal oTparnyikig TnG. Mepiypag@er To 11 NPpooPEPEl
n eEmyeipnon oroug MEAATES TNG, TTWG TOUG TIPOCEYYIilel kal SnuioupyeEi
oxéo€ig pali Toug, HECW TICIWYV TTIOPWYV, SPACTNPIOTIATWY KAl CUVEPYATIWYV
emyeipei, Kal TEAog mwg Kepdilel xpripara. To MAEov SnUOPIAES epyaAcio
TIEPIYPAPNS TOU, cival o KapuBdag mou emvénoe o Alexander Osterwalder :¢



M A .
— !,<ON C SMO Business Model Canvas

H xpnnon kai xpnoipornra rouv BMC

To Business Model Canvas ka@odnyei Tov
EMYXEIPNHATIA CUTTOXPEWTIKA» va akoAouOnoer tnv
MEAATOKEVTPIKI GUTH TIPOCEYYION, HE TIC 4 EVOTNTEG TOU

1. Value Proposition

2. Customer Segments

3. Customer Relationships
4. Channels

...... 6mov Ta 4P (Product, Place, Price, Promotion) péca
amnoé Tnv peTeyEEEAIEN Tou oTo SAVE, peraocynuari{ovrai
[, - 41 (NeAareg, NMNporeivopevn agia, NpoéocBaon,
NeAareiakég oXETEIS).



21K € M EA

KENTPO ESEAQNTON MAMATIEP EAAANDE

Business Model Canvas

Aiya Adéyia yia Tnv épguva MVP (Minimum Viable Product)

H Texvikn Tng €épeuvag MVP efapraral amd 1o €idog Tou IIPoiovTog
N UTINpEciag yia Tnv onoia Sigpeuvoupe ocuviOwg TV mBaviy
amxnon, amodoxn kKai mpé0eon ayopds wg AUon o€ Kamoio
KaravaAwTiké mpoBAnpa (product/market fit) , ko Tnv
SuvaréTnTra KaravonTng mapouciaong Tng AUong o€ Hop®@n
nmpwToTUTIOU, explainer video, concept board, landing page KArm.

Two-wheeled, self-balancing, battery-powered

¢ 4
4¢ Drophox
Tweet more consistently with S buffer
(“r"*‘ Qe
f @q‘ - ) Mdeminmin s,
ILilgo 3 Leombodemeiol
r-» .j‘.f'\-\‘ﬁ_“
u ‘ua‘)} a‘l
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& e e
IIK € MGA Business Model Canvas

KENTPO EREADNTOM MAMATIEF EAAAADE

MNoooTrikn Epsuva MVP

Evag eUKOAOG, YPYOPOGS, OIKOVOHIKOG TpOotTog online
oUAAoyng MANPOPOPIWYV CXETIKA HE TV dUVNTIKA amodoxn
TOU concept (ka1 og HOP@N EIKOVAG), TTAPEXETAI ATIO TNV
eAAnvikn startup Pollfish.
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T IK € M GA -
KENTPO EGEAONTQN MANATZEP EAAAAOZ B usl ness M Odel ca nvas

«To Business Model Canvas, dev civalr annAwg éva akoun
EPYAAEIO EMYEIPNHATIKOTNTAG.... Eival EVda OAICTIKO
OTPATNYIKO £pyaAcio... Kal gival yia KGOe emyeipnon».

= Eivan o nupnivag kai n Kivnripia 80vaun rou Emysipnuarikov
Zxediov.

= Eival éva «umntevOUHIOTIKO» €PYAAEIO TTOU HAG UTTOXPEWVEI VA
OKEMTOHAOTE MEAATOKEVTPIKA, CUOTNHIKA KAl SNUHIOUPYIKA.

= Eival o ouvOETIKOG Kpikog HETASU TTapadooiakoU Kal Yn@lakou
HAPKETIVYK.

= Eivan gepyaAgio «8310p0wong» TnG EMYEIPNHATIKIG KATEUOUVONG
HE EPEUVNTIKES TEXVIKES OTTWG TO MVP (Minimum Viable
Product).

= Mag xka@odnyei ornv amoTinmwon, afioAéynon kai BeAtiwon Tou
Emyeipnuarikov MovréAou pag.



J < [€ M [EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Business Model Canvas

KEY PARTNERS

Who are our key partners?
Wha are our key
suppliers?

Which key resocurces are

we acquiring from our
partners?

which key activities do
partners perform?

Business Model Canvas

KEY ACTIVITIES
What key activities do our
value propositions require?
Our distribution channels?
Customer relaticnships?
Revenue streams?

KEY RESOURCES
What key resources do aur
value propositions require?
Owr distribution channels?
Customer relationships?
Revenue streams?

VALUE PROPOSITIONS

What value do we deliver to the
customer?

wWhich one of our custonmers’
problems are we helping to
solve?

what bundles of products and
services are we offering to each
SEgments

Which customer needs are we
satisfying?

wWhat ie the minimum viable
product?

CUSTOMER
RELATIONSHIPS

How do we get, keep, and grow
CUSLOMEers?

Which customer relationships
have we established?

Howr are they integrated with
the rest of our business model?

Howr costly are they?

CHAMNMELS

Throwugh which channels do aur
customer segments want ta be
reached?

How do other companies reach
them now?

Which ones work best?

Which ones are most
cost-efficient?

How are we integrating them
with customer routines?

CUSTOMER
SEGMENTS

For whom are we
creating value?

Who are our mast
important customers?

what are the customer
archetypes?

COST STRUCTURE

What are the most important costs inherent to our business model?
Which key resources are most expensive?
Which key activities are most expensive?

REVENMUE STREAMS

For what value are our customers really willing to pay?
For what do they currently pay?

What is the revenue maodel?

What are the pricing tactics?

Mnyn: Alexander Osterwalder & Yves Pigneur 4l



uo'fo ClIMIicA H dnuiouvpyia piag KoivZem

4. H Anpioupyia BMC yia Koivwvikn Emixegipnon



L' IK € M CA Koiva onpueia Kepdookomkwyv, MKO
KENTRO EGEAONTON MANATZEP EVALOY Kal Koivwvikwyv Em)eipnoswy

Kal Ta 2 €idn emMYXEIpROEWV «ATTAITOUVY
n Emdiwin képdoug

- AloiknTikn) Opada
- Opyavwon AsiToupyiag

7/3/2017 .
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

Key Partners

7 « OLKUpLOTEPOL

OUVEPYATEG Kol
POUNOEUTEG pag

Business Model Canvas
Baoiko mrepIEXOHEVO TWV 9 evOoTATWYV

Key Activities

5 o OLKUPLEG
S5paoTNPLOTNTEG IOV
ekteAel n emeipnon

T(POKELHEVOU VO
edapHOCEL TO

ETUYELPN LOTLKO

HOVTEAO TNG.

Key Resources

6. OL KupLotEpOL

UKot Kot GuAoL topoL
GTOUG OTtoioug
Bao{OHACTE yLoL TN
Aettoupyia Tou
ETUYELPNHUOTIKOU
HOVTEAOU pag

Value Proposition

2 o O cuUVSUAGHOG
npoiéviwv /
UTtNPECLWV TIOV
T(POTEIVOUHE,
T(POKELHEVOU VO
LKOLVOTIOL{GOUHE TLG
AOYIKEG 1} KO
OUVOLLOONUATIKES
avAalyKkeg KAOe opadag
TEAQTWV HOG

Customer
Relationship

4. To €160¢ TwV

OX£0EWV MOV
KaAALEPYOUE UE KAOE
pio ano TG opades
TWV TTEAQTWV HOG,
avAaAoyo HE TO oTadl0
| tou kUKkAou {wng TouG.
Channels

3 o To KaVAALa pECOL

arnd ta onoia
T(POCEYYI{OUHE TOUG
TLEAALTEG MO,
ETUKOWWVOUHE pall
Toug, TPOWOOUHE Kall
TOUG «TTWAOUMEY TNV

Npotewopevn Afia

Customer
Segments

1 o OLopadEG

TLEAQTWV LOLG KO TAL
Swadopomnoia
XOPOLKTNPLOTLKA TOUG
(Anpoypadrka,
Wuxoypadka,
HAwLoKd KATE.)

_—

Cost Structure

9 « Ta KUPLOTEPO KOOTN TIOU aouToUVTaL Yid

TNV EMUXELPNHATIKY) TIPOOTIABELA pog

Revenue Streams

8. OL poég £068wV, §EXwPLOTA yLa kaBe

TUARO TTEAQTWV PO, VLo KAOE «aglokn
npoTach» TG EMXEIPNONG




19 ¢ € M CA Emmi mMA£0OV XAPAKTNPIOTIKA
(ENTPO EGEAONTON MANATZE EMALOT KoivwVvikwyv Em)eipnoswyv

Mépav OHWGE TWV KOIVWYV XOPAKTNPIOTIKWY, ol KoivZEn
«OTTAITOUV» KOI:
= Zrolxeia Koivwvikng Zuveio@opag

QeéAs1a TG TomkAg Koivwviag
Kaivoropuia

Koivwvikn AikaioouUvn
Epyaociakn amoKaraoraon

YV VYV VYV VY

= MpooéAkuon AwpnTrwv/Xopnywv
* MpoBAeywn e060WV KAl KATAVOMNG TOUG
* MpoBAewn emMYEIPNHATIKOU PiCTKOU
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IK C M GCA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Key Partners

7. AwpnTég
Xopnyot
®opeig Embotocewv

TuvepyalOHEVEG
KOINZEN

Social Business Model Canvas
_Erri TAéOV TIEPIEXOHEVO TWV 9 EVOTATWYV

Key Activities

5 « NpooéAkuon
Awpntwv/Xopnywv

Kowwvikéc/Neptpaiio
VTIKEG APACELG

Key Resources

6 e Opada &
Epyalopevol
(Ae&otnteg,

IKavoTnTES, NVWOEL)

Value Proposition | Customer Customer
Relationship Segments
2 o NwgBa ,
] S 4. Kowwvikn 1 « Awpntég/Xopnyoi
TUPOCEAKUGOUE An6500n TG
A Ec/X J
wpnEc/Xopnyous Enévéuong Qdelobpeveg Opades/
n , Atopa (beneficiaries)
WG LETPAUE TNV
Kowwvikn B ,
NMpooti®épevn Aia Channels R
110U TIPOGHEPOUNLE EualoOnTonotnpHEVES
Nelatelakeég Opadeg
TUVEPYELEG LE AANEG
KOINZEN 3. KavaAia
Erukowvwviog/Evnpuépwong
Awpntwv/Xopnywv
—_— |

Cost Structure

9. MpoBAEYELg

Araxeiplon XpnHatootkovoukol Piokou

Revenue Streams

8. Awpe/Xopnyies
Mowa moca
Néoo diaotnpa
Mowa eival ta Pioka
Nw¢ Ba emevSvovTal Ta KEPSN 5%, 35%, 60%




Wik e ™A Business Model Canvas

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Amo Tnv Emysipnuarikn 16éa oro Emysipnuariko Zx&dio

Emysipnuarnkn 18éa /| AvaAuon
Ayopag

Business Model Canvas

2X€010 MwANnoceswyv /| MapkeTivyk

2ZX€810 Ymodopung/Opyavwong

XpNHATOOIKOVOHIKO ZX£810

(rlsplvpatpﬁ 18¢ag/ MNMpoiévrog - Avaduon )
Ayopag - Avraywviouog - ZuoTnpara
Aravopng - Tipég - MpowOnon /Aamaveg -
Positionings - MePIEXOHEVO EmMKOIVWViag
KavaAia emxkoivwviag - Mepidia ayopag
\Avdl\ucn SWOT- Zrparnyiké¢ xareuOuvoeig Y,

('Opaasg MeAarwyv- MNpoéraon ASiag - Kavdl\m\

Emkoivwviag//MwAnong/Aiavopng - ZXECEIg

pe NMeAareg - Kopieg Apaotnpiornreg — Kapiol

Moépoir — Kupiol Zuvepyareg - Poég ECOdwv -
Aopn) KéoToug

\_ J

fzréxmlz'rpm'nleﬁl Emkoivwvia BZBIBZC-\
Baoikil Tomo@érnon - Malika/Wnelaka
/Koivwvika Méoa - Epsuva Ayopdg / MVP-
NMwAnon - Up/Cross Selling, CRM /e-CRM
Customer Journey touch points - Xpovikn
\Egémgn, Pre-Testing, Metrics, KéoTn KAm. Yy,

(Opvcvévpcppc - ZTeAéEXwon - Appoﬁlé-rn-rsg\
Zuvepyaoieg — MpounBeutég — NMépor - Méoa-
ESonmAioudg - Napaywyn MpooTi@épuevn ASia-
Eyxkaraoraoeig — Outsourcing - Logistics -
Nouixn — MNpappariaxn urrooThpifn — Back
\_office - Kéotn kAm. )

(" Mapadoxég /MpoBAéweig - K6oTOGg Apxlmjg\
Enévduong - looAoyiopog - Enevdooeig
Oixovouika amoreAéopara - TaUEIAGKES POES
Olovouikoi deikreg — AvaAuon BEP -
AvdAuon piokou KA.

. J




1< € MEA

KEMTPO EQEADMNTON MAMNATZEP EAAANDE

O1 paoeig e€€hilng pnag Startup

01 5 Baocikég paoeig e¢€EAIENG pi1ag startup

v (» @) ) (5

SCREEN
IDEATION ONCEPTING LEARN-
ADJUST

H Emyx&gipnuartikn
OHASA «WPAXVETAI»
va dei Kard méoov n
1I0€a prropEi va
oTabgi ka1 va
HETATPOATIEI OE
Biwoipn emyxeipnon,
aviXVEUOVTAG TNV
ayopd Kal
SnuIoupywvTag Eva
1ISaVIKA KAaIVOTOHO
EMYXEIPNHATIKO
HOVTEAO

Opapa, ZTparnyikn,
0381k6g XapTng
Ap)1KN d1EpElivnon
amodoxng 18€ag kai
ToU EmMY&eipnparikov
MovTtéAou, péow
¢peuvag MVP
ouvnOwg o€ Hoppn
concept i kKai
Prototype testing.
Aigpgvvnon
mapadoxwyv kai
uttoOéoewv

ZuveyileTan pEXPI va
EmMITEVXOEI Kal
emBeBaIwOEI n
TAUTION
TMPOTEIVOUEVNG agiag
Kol KGAuypng avaykng
TnG ayopdg (Product/
Market Fit) ka1 n
A£ITOUPYIKOTNTA TOU
EMYXEIPNUATIKOU
povréAou(Model/
Market Fit), Pivoting
Kd.

‘Exovrag me1o00¢i yia
TNV BIWCIHOTNTA TNG
18€ag pe Baon
Kamolag HopPng
EmXE1pNHATIKOU
Zxediou, {exiva n
EMYEIPNHATIKN
mpoonadseia evw
£XOUV CUH@WVNOEi
O¢para IP, Share
holder agreements,
Partnerships, ka.

H emy&ipnparikn
mpooTIadeIa £XEl
SEKIVIIOEl, UTTAPXE! Hia
Aoyikn Baon meAarwyv,
Kol EMISIWKETAI
MEPAITEPW ESpaiwon
Kal avanTuén Baocel
EMXEIPNHATIKOU
oxediou Baciopévou
OTO EMYXEIPNHATIKO
povTéAo, MpooéAkuon
MPOCOeTWYV KEQAAaiwyv



I:o!fo il S NMporeivopevo Eyxelpidio

www.socialcooperatives.gr

OAHIoz AHMIOYPIIAZ KOINQNIKQN
EMIXEIPHZEQN (OAKE)

2o@ia Adap
Oecocoalovikn 2014


http://www.socialcooperatives.gr/

EEEEEEEEEEEEEEEEEEEEEEEEEE H dnuiouvpyia piag KoivZem

Workshop Anpioupyiag BMC
via Tnv Koivwvikn Emyegipnon

“ PASTELI BARS”®



Business Model Canvas
| = I< (E M <E4/\

KENTPO E©OEAONTQN MANATZEP EAAAAOZ “PASTELI BARS’
Key Partners Key Activities Value Proposition | Customer Customer
Relationshi Segments
8. 6. 2. P g
3. 1.
Key Resources Channels
7. 4I
Cost Structure Revenue Streams
9. 5.
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VIK € M EA :
B [l 8 Il e H dSnuiouvpyia piag KoivZEn

2TnV ouvéxela 0a dSnuoupynooupue pali To Business Model Canvas
p1ag Koivwvikng ZuvetaipioTiK§ ETaipgiag, 6Tou anme@aociocav va
CUVETAIPICTOUV Kl VA TNV dnUHioupynoouv Kamoiol Siopartikoi
Flewpyoi Kkait MeAIOGOKOHOI, TTIPOKEIHEVOU VA «KKPATHOOUV», TA TTAIOIA
TOUG OTO VNOoi Kal mapaAAnAa va:

=  [poo@épouv Kal o€ AAAOUG VEOUG KOl VEEG EMIYXEIPNHATIKE 81£§000
= AvVaKOWouVv TNV Uy Kal va £mMoIw{ouV TNV EMICTPOPN VEWV
= A1Idagouv Kal va HETARBIBAOOUV TIC YVWOEIG TOUG OE VEWTEPES NAIKIES

=  AvaBaOuioouv TO eTAYYEAHA TOUG OE OAOKANPWHEVN EMXEIPNHATIKA
EUTTEIPiA, KAl VA SWOoOoUV TPOooTIOEHEVN adia oTnVv mMapaywyn Toug.
= EoTiIdoouVv € (PUOIKA, BIOAOYIKA TTPOIOVTA TOU TIPWTOYEVOUS TOHEA.

= BonORoouv TOV TOTTO TOUG OIKOVOHUIKA, TTEPIBAAAOVTIKA KOl
KOIVWVIKA emITUYXAvovTag €101 TPITTAN emidoon (triple bottom line).



J K€ M e .
B [l 8 Il e H dSnuiouvpyia piag KoivZEn

H Baoikn 18éa

MeAioookopia mapaAAnAa pe KaAAlEpyelia ZO0UGAHIOU, KOl OTRV
OCUVEXEIA TTAPpAYwWYR TTpowdnon kai 81a0eon rtomkou NMaoTeAIoU
(Sesami Bars), evrog ka1 apyorepa eKTo¢ EAAGSOG.

Nati MEA

* MoVadIKEG EUEPYETIKEG 1010TNTEG

* Tdon KaravaAwTwyV yia UYIEIVH diarpo@n

* MAovuoia xYAwpormravida meEPIOXNS

* TMoAAamAég xpRoei§ ((axapomAaoTIKN, KAAAUVTIKG KAT.
» BaolAIK6g MOATOG, YUpN KOl GAAO uTTOTTIPOIOVTA

NMari Zouoaui

= MoVadIKEG EVEPYETIKEG 1810TNTEG

» |8avikoé Kal yia aypavanauon

* YWYnAn OTPEUHATIKE ATTOd00N KAl AVOEKTIKOTNTA

" YMOKATAOTAON £10AYWYWYV

= TMoAAamAég XpNoeI§ (TTaoTEAL, ONCAMEAAIO, TA)XiVI KATT.)




¥IK € M CA

| 4
A H dSnuiouvpyia piag KoivZEn

Narti MaoT€Al

Mari yiverar pévo amé M£A1I kal Zouoapl HE «KTIPOCTIOEHEVESY
EVEPYETIKEG IB10TNTEG.

NMari gival mpoiov mou xpnoigomoiovocav Kal ol Apxaiol EAAnveg
(avapéperal oTnv IA1Gda kail amrdé Tov Hp6doT10), Gpa mpoopEpouv
S1a@ENHICTIKO «a@nynHa», 1I8IAITEPA YIa eSaywyES.

Mari karw amé 1o Brand “Pasteli Bars” pmmopoupe va evraioupe
CEIPA TMPOIOVTWYVY, HE TPOCONKN TOTTKA TTAPAYOHEVWYV {NPWV
KOPTTWV KAl (PPOUTWYV, OTTWG PICTIKIA, KaApUdia, HUPTIAAAQ,
oTAPiIidEG KAT.

NMari To coucaul amoTeAEi 1I6AVIKN TPOPN KAl YiIA TIC HEAICOEG.

MNati 0 cuvOUaoHOG HEAI — COUOAHI TTIPOCPEPEI OIKOVOUIKEG
CUVEPYEIES KOl OIKOVOHMIES KAIHAKOG.

Mari ta Health Bars gival mAéov Baociké ocuoTATIKO TG
oUYXPOVNG UYIEIVIIG S1aTpOPg



7K € M EA H Snuioupyia piac KoivEEn

KENTPO EOQEAONTQN MANATZEP EAAAAOZ

EvVOsIKTIKAG TTEdIa d1a@opotmToinong

= TomkKn Kolvwvia: dnuioupyia Oécewyv gpyaciag 1B1aiTepa yia
avlOpwItToug TTOU aVvTIHETWTTI{OUV TTPOCOETEG OUOKOAIEG,
TTPOHMNOE1Ia TPWTWYV UAWYV ATTO TOTMKOUS TTAPpAYWYOUG.

* FMepiIBaAAovV: CUOKEUNOIESG ATTO AVAKUKAWHEVA UAIKA,
HEIWHEVN KATAVAAWON evEpyElag, Biwoiun d1axeipion
ATTOPPIHHATWYV, EVioXUuon BIOTTOIKIAOTNTAG, ATTIOTEAECHATIKN
XPNON EVEPYEIAG KAl TIPWTWV UAWV.

= ZUMMETOXN: OnUOKpATIKN S1adikacia ANYng amo@acewyv,
TOTKEG CUVEAEUOEIG, ICOTIHN CUHHETOXN TWV PUAWYV, OpACEIg
Yid TV Apon TwWV SIAKPICTEWV.



YK€ M EA

KENTPO E©EAONTQN MANATZEP EAAAAOZ

Pasteli Bars Business Model Canvas

KoivZEm NapaywyikoU ZKomou

Key Partners

Key Activities

Key Resources

Value Proposition | Customer

Relationship

Channels

Customer
Segments

MpwTapXIKO KOIVO:
ABAoUpevol peTagu 14 kai
25 gTWwv.

Ma@nTtég, ZmToudaoTég,
®oitntég Performance
oriented.

MveupaTikd epyaléuevol
lMNoveig

EmiokémTeg Vo100

B2B

AAucideg Z/M,
Delicatessen, MeydAeg
ZevodOoXEIOKEG MOVADEG.
Eicaywyeig/Alavopeig
oTO £§WTEPIKO.

Cost Structure

Revenue Streams

71312017
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KENTPO E©EAONTQN MANATZEP EAAAAOZ

Pasteli Bars Business Model Canvas

KoivZEm NapaywyikoU ZKomou

Key Partners

Key Activities

Key Resources

Value Proposition
B2C

MNapadooiakn «OEiKA»
yeuon Kal EPTTEIpia
TTou {errepvacel KABe
mpoodokKia.
EuepyeTikég 1810TNTEG
yla aBAoupevoug,
VONTIKA
gpyadoéuevoug, Kal
MIKpd TTaIS14

B2B

H véa «evepyelaki»
dlarpo@iki Tdon, YE
ageTnpia Tnv Apxaia
EAAGda kai
TTPOOPICHO TO TAUEIO
oag.

Koivwviki
ouveIoQOopd,
ggmmIcTOOUVN
Xopnywv/dwpntwyv

Customer
Relationship

Channels

Customer
Segments

MpwTapXIKO KOIVO:
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