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1. KAMBAZ ENIXEIPHMATIKOY MONTEAOY KAI NMPOTAZH A=IA2

* To enixeipnuaTtiko oxedio (business plan) napoucialel NMoAAG OToIXEId Ka
aAMAenidpacelc.

« Ocwpei OTI TO NnepIBAAAov €ival kATl oTabepo evw dev €ival.
O kappac enixeipnuatikou povteAou (business model canvas) €ival pia
OUVTOMOTEPN, aAAG anoTEAEOUATIKN, EKOOON TOU EMNIXEIPNUATIKOU OXEdiOU

(business plan).

« 'OAa 60a a@opouv TNV nixeipnon nepiAaypavral otnv npotaon aiac (value
proposition).

« H npdTaon a€iac npenel va avranokpiveTdal OTIC AVAYKEC TwWV NEAATWV.




MAPAAEITMA MPOTAZHX A=IAX (APPLE)

Value Proposition

Sources: !Burrows & Satariano , (2012); 20Osterwalder & Pigneuer (2009); 3Apple Inc, (2014); *Apple Inc, (2014);




Business model & value proposition

The Business Model Canvas o
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Baolkég ouvepyaoieg Baolkég SpaotnpLOTNTEG

Baoikol mopot

Mpotaoelg alag

MeAOTELOKEG OXEOELG
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TuAUaTa MEAQTWY

AldpBpwaon KOOTOUG

Pogc ecodwv



KAMBAZ ENIXEIPHMATIKOY MONTEAOY

(BUSINESS MODEL CANVAS)

OUR COMMON LANGUAGE!

S < - X
Value Proposition 17

Customer Relationships '
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Customer Segments 2



https://youtu.be/IP0cUBWTgpY

THE BUSINESS MODEL CANVAS

| business model canvas is to

strategic planning

what an excel spreadsheet

is to financial planning
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Keep and Grow
customers?

¢ hannels L’/-:)\ ™
3~
Through wiech
Channels do our
Customer
Segments

want o be
reached?

KRevenue Streama

What is the revenue model? What are the
pricing tactics 7 For what value are our
cusiomers willing o pay?




2. AAAA ZYZTATIKA 2TOIXEIA

2.1. TunuaTa kai kKavaAia NnEAaTwV

*KaBe opyaviopoc £XEl WC OTOXO VA IKAVOMOINCEl TIC AVAYKEC OPIOUEVWV
avlpwnwv

01 NEAATEC MOU £XOUV WIa KOIVI avaykn Kai TNV onoia Yrnopouv va
IKaVvOoroINoouV, anoTeAouV eva TUNUa

QI enixeIpnoelg epyalovTal yia va avTioTolXioouv pia npoTaon a&iac oe
£va TUNUAa NEAATWV

*To enmixeIpnUATIKO HOVTEAO NPENEl va kabopioel kal Ta dUo

*OAa Ta TUAUATA NEAATWV PNOPOUV va KaTnyoplonoinbouv ot
OlIaPOPETIKEC OPAdEC




Eidn TUNuAaTwv neEAATWV:

1.Madikn ayopa (Mass Market).- To guvoAo Tou nAnBuapou &ival
duVNTIKOI NEAATEC

2.EEcidikeupevn ayopa (Niche Market).- Mia emiAeypevn opada avbpwnwv
eival duvnTIKoi NEAATEG

3.Tunuatonoinuevn ayopa (Segmented Market).- AiaPOPETIKEC OUADEC
EVTOC €VOC TUNHUATOC NEAATWV

4.Aiapoponoinuevn ayopa (Diversified Market)- H enixeipnon oToxeuel o€
noAAanAda TUNUaTa NneEAaTwY

5.MoAunAsgupn NAaTpoOppa/ayopd.- ZToxeUEl Kal TIG OUO NAEUPEC HIAC
OXEONG




MNapadeiypa: ZTPATNYIKEG THNHATONOINONG NOU
Xpnoiponoiouvtal ano Tnv Apple kai Tn Samsung

Both strategies are effective in their.
own right. However, recently Apple has
been losing out on sales to Samsung, due
to it’s narrow product line, premium
image, and focus on bringing out one
product at a time. But then this is the
differentiation between Samsung and
Apple.



http://prezi.com/635kt-vpajlq/?utm_campaign=share&utm_medium=copy&rc=ex0share

KavaAi ovoualoupe auto nou XpnOoIUOMNOIEl N ETAIPEIA yia va
napadwael TNV npotaon a&iag Tng

XpnoIJOoNOIEiTal ENICNG YIa VA OUVOECElI TNV ETAIPEIA PE NMEAATEC
yia Tn ANwn avatpo®odoTnonc.

AnoTteAeiTal ano Tpia dIaPopPETIKa oTadia:

- MApkeTIVYK
- NwAnoeig

- Alavopn
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To kavaAil npenel va ival ypryopo, anodoTIKO Kal OIKOVOUIKO

To kavaAl npenel npooapuoleTal Je TPOMO Mou va OIEUKOAUVEI TOV TEAIKO
XpNomn

'Ooov apopd TnVv I810KTNOCIa, UNApxouV:

- id1a kavaAia, kavaAia CuvVeEPYaTwV N £vac ouvouaouog

'Ooov apopd TNV napouaia, UNapxouVv:

- UOIKa kavaAia N diadikTuaka / KivnTa kavaia




2.2. MNeAATEIQKEG OXETEIC

H oxeon pe evav neAATn anoTeAsiTal KUpiwG ano Tpia otadia:

- anoKTnon

- dlaTnpnon

- au&non a&iac NwANoEwv




Ynapyouv £E1 S10MOPETIKA €i0N OXECEWV HETAEU ENIXEIPNOEWV Kal
NEAATWV

. Npoownikn BonBela.- ‘Evag eknpoownog TNS nixeipnong eEUNnPETei NEAAGTEG

. EidIkn npoownikn BorBeia.- Eknpoownog Tne enixeipnong yia €1d1kn opada
NEAATWV

. AuToe€unnpetnon.- O1 NEAATEC ENIAEYOUV Kal NAipvouv auTo nou BeAouv

. AuTopaTonoinuevec Ynnpeoiec.- Mpoo@opa Baciouevn OTIC MPONYOUPEVEC
NPOTIUNOEIC TWV NEAATWV

. KoivoTtnTtec.- Mia opada cuvTtoviopou aTtnpilel TNV €NiXEipnon ME Npoopopd

. 2uvonuioupyia.- O1 neAatec BonBouv oTn dnuioupyia TNG NPOcPOPAC TNG
ENIXEIPNONG




AIEYOYNTHZ AIAXEIPIZHZ NMEAATEIAKQN ZXEZEQN (CRM)

AKOMN Kai yia TNV napoxn npoownikng ondesiac Xpelaleral va undapxel va
KaAO €pyaleio yia Tn dlaxEipIon TWV OXECEWV HE TOUC NEAATEC.



https://www.youtube.com/watch?v=wJ63PqPIjcM

2.3. Pogc e000wVv

Mia sTaipeia npaypaTonolei €008a HE 7 S1aPOPETIKOUC TPOMOUG
1. MwAnon neplouciakwyv oToIXEiwV.- MeTaBifaon TnE KUpIOTNTAG EVOC
pualikoU ayabou

2. Aaveiopocg / EkpioBwaon / Evoikiaon.- NwAnon anokAgIoTIKoU
OIKAIWPATOC OE £vA MEPIOUCIAKO GTOIXEIO YIa OPICHEVO XPOVO

3. TeAn ouvdpouNC.- XpEwon KIag UnnPEciac Nou NPOCPEPETAl LOVIHA

4, TEAOC XpNonG.- XpEwaon yia Tn Xpron HIac CUYKEKPIMEVNC UNNPETIaAC




5.A0€1000TNON.- XPEWON YIA TN XPron NPOOTATEUOMEVNC
MVEUMATIKNG 1010KTNOIAG

6.TEAN XPNUATIOTNPIAKWY GUVAANaYwV.- XpEWON YIa TN
dlapecoAapnon peTa&u nwAnTn-ayopaoctn

7.Alapnuion.- Xpewaon yia Tnv napoxn Bondsiac oe TpiToucg yia
oKornoug npowdnaong




Mapadeiypa: Poec e000wv peow Twitter

-Ad€I000TNCN POowWV OEOOUEVWV

-MpowOnon Aoyaplacpwyv

-MpowBnon Promoted Accounts

-AvaAuTIKa OTOIXEIa




2.4. Baoikeg 0pacTnPIOTNTEC

O1 dpacTnPIOTNTEC Nou Bonbouv pia enixeipnon va enifiwoel

H enixeipnon npenel va TIC avayvwpioel KAl va TIC CUNNEPIAGBE!
OTO EMIXEIPNUATIKO TNC HOVTEAO

O1 BaoIKEC auTeC OPACTNPIOTNTEC NPENEl va nepIAapBavovTal o
bia ano TIC akOAOUBEC KaTNyopIEC:

1.Mapaywyn
2.EniAuon npoBAnuatwv

3.MAat@oppa / SIKTUO




1.Mapaywyn - 2xedlaopog, avanTu&én kal napoxn evog (puaoikou ayabou
AnaiTei peyaAec enevoUOEIC Kal ENIKEVTPWVETAl OTNV NpoTaon a&iag
Baaoikec dpaoTnploTNTEG (OPICUEVEC ANO TIC AKOAOUBEC):

- 'EA€y¥0C TNC napaywync Kal TnG JETanoinong

- Aiaxeipion 10TooeAidwV, NAEKTPOVIKEC napayyeAiec kai dlavopn
NPOoIOVTWV

- 2TPATNyIKN NPowbnaong EUNOPIKNG ENWVUMIag
- MApKeTIVYK Kal NpowBnon npoiovTwv

- 2xed1a0UOC NPOIOVTWV KAl CUCKEUACIWV




2. EniAuon npoBAnpartwv.- AvagepeTtal oTn pubuion Twv NpoBANUATWV
MOU NPOKUMTOUV

XpeialeTalr TEPAOTIA YVWON KAl JOVIKN HEAETN TOU TOPEA TNE B10ikNOoNG
ENIXEIPNOEWV

Ynapxouv noAAa d1apopeTika NpoBARUATANPOC niAuon

Mapadeypa: Computer Service Provider s.a.r.l.



http://www.cspro-lb.com/default.htm

3. MAaT@oppa / dikTuo

“OTav n nAaT@OpHa anoTeAEi Baciko NOPO HIAc €MIXEipNoNG

01 KUpIEC OpacTNPIOTNTEC KIAC EMIXEIPNONG OXETICovVTal PE TNV NAATPOPHA

Kal To OIKTUO YEVIKOTEPA TNG ENIXEIPNONG

> NUAVTIKEC OpACTNPIOTNTEC €ival ENIONC N EUNOPIKI NPOTAPHOYN

(branding) kal To kKGTAGAANAO AOYIONIKO




2.5. Baoikoi nopol

O1 nopol Kabe enixeipnonG NPenel va dnuioupyouv a&ia yia Toug
NeAATEC TNG

Mnopouv va avnkouv, va JioBwvovTal n va napexovTal ano Toug

OUVEPYATEC TNC ETAIPEIAC

Ynapxouv TEooEPA KUPIWC €idn Bacikwv NoOpwv:
1.duaikoi nopoil

2.AlavonTikoi Nopol

3.AvBpwnivol nopol




1.®duoikoi nopol

Eival o eEonAiopog, Ta kTipia, Ta emnAa kai GAAa PIKpa nePIouciaka
OTOIXEIa

2.AiavonTikoi nopol

MepiAapBavouv TNV ePNopikn ENwvupia, Ta SINAWUATA EUPECITEXVIAC, TA

OIKAIWPATA NVEUUATIKNG I010KTNGCIAC, akOpa Kal TIC ENAPEC TNG ETAIPEIAC

3. AvOpwnivo duvapiko

O1 epyalOpevol anoTeAOUV €vav NoAU onuavTiko NOpo yia TNV €NIXEipnon
4.01KOVOHIKOI NOPOI

H npoofaon o NoAAa S1aPOpPETIKA XPNUATOOIKOVOUIKA NPoiovTa OeiXVEl

uyeia / duvaun




2.6. KUplol SUuvepyaTeC

KaBe enixeipnon Npenel va GUVANTEl OTPATNYIKEC CUUKAXIEC ME ETAIPOUG

H oUvayn €Taipikwv OXECEWV ANAITEI TOV GUVOUACHO OPICHEVWY NAPAYOVTWV:

> UUPWVIEC ETAIPIKNG OXEONC
*OpIOPOC NPOCDOKIWV .-

*EnINTwoelC oTo NEAATOAOYIO TNG eMiXEipnonG.- MNpenel va sival enw@eAnC yia
TOUC NEAATEC

«ApoiBaia enwpeAnc kataoTaon.- Kal o1 U0 NAEUPES NPENEI va £Xouv KepOOC.

*EnmiAoyn eTaipikwv oxeoewv.- Npoc e€oikovounaon XpOvou Kal XpnUaTwyv




Mapadelyua: Baoikoi cuvepyaTec Tou Facebook

Eival ouvepyaTeC NEPIEXOUEVOU:
=TnAeonTika npoypappaTa
=Taivieg

=MouaIKn

=ApbBpa




2.7. AlapBpwaon KOGTOUC

Eival oI 0IKOVOUIKEG GUVENEIEC TNC AEITOUPYIAC EVOG EMNIXEIPNMATIKOU HOVTEAOU

MnopouUpe va Bewpriooupe 0TI dnuIoupyoUV TIC aKOAOUBEC BaoIKEC OOUEC
KOOTOUC:

-Baoel kooTouc (Cost-Driven).- ‘'OTav KUpIOC 0TOXOC €ival n eAaxioTonoinon
TOU KOOTOUC

-Baoel a&iac (Value-Driven).- ‘'OTav n eTaipeia npoonabsi va NpocPpePEl THV
kKaAuTepn a&ia

«>TaBePO KOOTOC (Fixed costs).- ‘'Otav Ta €€oda dev e€apTwvTal ano To ninedo
napaywync TneG €Taipeiac

«MeTaBAnTO kKOOoTOC (Variable Costs).- ‘Otav Ta £€€0da eEapTwvTal ano 1o
eninedo napaywyng TnG ETalpeiac




«Oikovopiec kAipakag (Economies of Scale).- To k6oTog ava povada
LEIWVETAl OTav n napaywyn auv&averai

«Oikovopiec gaopaToc (Economies of Scale).- To kKOOTOC HEIWVETAI PE TN
OUMNEPIANYN «CUVOEDEPEVWV>» MPOIOVTWV
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6 Ground Rules

Rule #1 blah Rule #2 Rule #3
use stick¥Y  Use sticky blah blah Just start. No Start anywhere,
notes! notes on the planblah .. /' prah blah blah and with any
canvas building block.

Rule #4 Rule #5 Rule #6
Never Tomab  Avoid too - Be precise for

. Use Never use imorebab - s
. Bullets bullet points et much detail each building
block
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Use visuals as much as you can!

production

Iocfaf

network

customer
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KAMBA2 XEIPHMATIKOY MONTEAOY TOY
AMAZON

adMaZon.coim
N—1



https://youtu.be/434HUjsxfYw

KAMBAZ XEIPHMATIKOY MONTEAOQOY TQN
STARBUCKS



https://youtu.be/3TWfp1pvxHY
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LinkedIn — World’s Largest Professional Network

Key Partners Key Activities Value Propositions Relationships Customer Segments

Same-side

Platform Network Effects
Development

Manage Professional
Identity and Build R
Professional Network Network Efrects Internet Users

Qi Identify and Reach

(for data center the T
facilities) Key Resources S ARGURE T Channels

LinkedIn Website,
Content Providers LinkedIn Platform Mobile Apps

Field Sales

Cost Structure Revenue Streams

Web Hosting Marketing and Product Free Offerings A
costs Sales Development and Premium Hiring Solutions
Subscriptions

General and
Administrative

www.businessmodelgeneration.com
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©a AaBeTe OAOI Evav TUNWMEVO KAPPa €NIXEIPNUATIKOU HJOVTEAOU.
'ExeTe 45’ yia va GUVEPYAOTEITE JE TNV opada oac kai va Tov
OUUNANPWOETE.

OuunBeiTE va XPNOIUONOINOETE AUTOKOANTEC ONUEIWOEIC.

AkoAoubnoTe TIC odnyiec nou aac £xouv nNdn doO«l.

>Tn ouvexela, Ba kavete pia diAenTtn (2") napouciacn Tou dIKOU 0dC
KauBa €nIXEIPNUATIKOU JOVTEAOU.

©a akoAoubnoel oulNTNoN ME TOUC EKNAIOEUTEC KAl TOUC UMOAOINOUG
OUMUETEXOVTEC!

>UVOAIKN Olapkela acknong: 120",
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