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1. MAOHZIAKA ANOTEAEZMATA

Ma6notakd AntoteAécpata

Meptypagpovral Ta LadnolaKd AITOTEAEGUAT TOU UATNIUATOG OL CUYKEKPULEVEG YVWOELG, SEELOTNTEG KL LKAVOTNTEG
kataAArAou emutéSou mou YA aTTOKTHOOUV 0L POLTNTEG UETA TNV EMLTUXN OAOKANPWON TOU UadNUaTOG.
SupuBouAeureite to Mapaptnua A

@ [lepypapn tou Enutédou twv Madnolakwv AoteAeoudTwy yLa kade éva kUkAo omtoubwv alupwva e MAaioto
Mpoadviwv Tou Eupwnaikou Xwpou Avwrtatng Ekmaideuang

@ [epypagikoi Acikteg Emumédwy 6, 7 & 8 tou Eupwnaikou MAatciou Mpoadvtwv Awd Biou Mddnong kat Mapdptnua B

@ [lephnrtikds 06nydc auyypapric Madnolakwv AmoteAeoudTwv

JKOTIOC TOU HOBAUATOG ElvaL N KATAVONON artd TOUC GOLTNTEC/-TPLEC TWV BOOLKWV EVVOLWV KAL APXWV
Tiou SLEMOUV TO SLETIXELPNOLAKO (B2B) HAPKETIVYK, KABWE Kal N epapuoyn Twv cUYXPOVWV TEXVIKWY
TIOU Xpnollomolouvtal oto nebio auto.

To uaBbnua mpoodEpeTal o MPOTTUXLAKO eTtinedo Kol cUpdwva pe To Eupwmaiké MAaiclo
EmayyeApatikwy MNpocoviwy yia tn 8id Biou pabnon (EMEN) adopd mpocovta emunédou 6. Ito
eninedo auto Ta Hobnolakd amoTeEAECULATO OTOCKOTIOUV:
0) OTNV ATMOKTNCON MPOXWPNUEVWY YWWOEWV O€ £va edilo epyaciag 1) omoudrg, oL omoleg
OUVETIAYOVTOL KPLTIKH KATAVONon BewpLwv Kal apXwv
B) otnv avantuén mpoxwpnuévwy Se€lotATwy Kal anodedstypévng de€loteyviag/
KOULVOTOULKOTNTAG
yla tnv entilucn oUvBeTwv Kat ampoBAemTwy mpoPAnudtwy os e€eldikeupévo nedio
epyaciag i omoudng
y) otV avantuén emoyyeALATIKWY LKAVOTATWV Ttou adopolV tn Sloxeiplon cuvBeTwv
TEXVLKWV N
Spaotnplotntwy N oxedlwv gpyaciag, ue avaAnyn subuvng yia tn Andn anoddoswv os
anpoPAenta neptBailovia pyaciog r omoudn. EmumAéov va pumopel va avalapBavet tnv
€uBuvn yla ™ Staxeiplon TNG EMAYYEAUATIKAC OVATITUENC ATOUWYV Kol OUASWV.

Me Bdaon Ta mapandvw, KE TNV EMLTUX OAOKANPWON Tou Habnuatog, ot GoltNTEG AVapEVETAL va
£€XOUV TLC:
o I'VWOELG WOTE VOl UMoPOoUV va:
o Avayvwpilouv tTnv agia Twv SLATILXELPNOLAKWY 0lyOPWYV OTO TIOYKOCHLO EUTOPLO KOl
11§ Stadopég avapeoa oto B2C kal B2B papketivyk MA1




o Avayvwpilouv Tn onpacio Twv TWARCEWVY yLa TNV UAOTIOINONG TNG OTPATNYLKAG
HapKeTLVYK MA7

o EmAéyouv kat va ouvdudlouv SLadopeTIKEG OTpATNYLIKEG B2B pdpkeTivyk MA2

o MNpooblopilouv B2B ayopég oto mAALoLo TNG TUNATOMOLNoNG KOL TNG XWwPoBETnong
MA3

Ag€LOTNTEC WOTE va Umopouv va:

o EKTioUV TIG mMapauETpous EKTEAEONG KAl AVAAUGNC TOU OTPATNYIKOU oxeSLacpol
KavoAlwv Stavoprng oto B2B papketivyk MAS

o [Mpooeyyilouv mehdteg oe meplBarlovta B2B pe okomo tn Ste§aywyn mwAnong
MA1

o Awokpivouv ta €8N Twv TEXVIKWY TIwANRcewv MA7

o E€etdlouv mOLOTIKA Kol TToooTIKA SeSopéva TnE eTalpeiag kat tTng B2B ayopdg yla
NV TLHoAdynaon twv rpoiovtwyv MA6

o Napayouv (cuyypadouv) avadopeg LAPKETLVYK YL TIG BLOMNXAVLKEG ayopec MAL

IKQAVOTNTEG WOTE VA UImopouV va:

o  Ektelolv Tig Baoikég Spaotnpldtnteg Tng Stoiknong nwAncewv MA7

o AapPdavouv cuvBeTeg amodaoelg akopa Kal anpdBAenta neptBailovia yla tnv
avamntuén kat tnv mpowOnaon B2B mpoiloviwy Kat urntnpeciwv MA4

o ZuvepyaoTtolV, Vo 6UVTOVITOUV KoL VoL EAEYXOUV T EUTTAEKOEVO OTEAEXN TNG
emnixeipnong wote va edpappdlovrat 0pba ot oxedlaldueves B2B otpatnyikéc MAL

Fevikég IkavotnTeg
NauBavovtag uroyn TG YEVIKES LKAVOTNTEG TTOU TIPETTEL VOL EXEL QUTTOKTHOEL O TITUXLOUXOG (OTTWG QUTEG aVaypapovTalL 0TO
Mapaptnua AutAwupatog kat napatidevrat akodoUSwe) oe mota / OLEG A0 AUTEG ATTOOKOTTEL TO Uadnua;.

Avaintnon, avadvon kat cuvdeon SeSouévwy Kat Sxeblaoucg kat Staxeiplan Epywv

TIANPOYOPLWY, UE TN XPHON KAL TWV QapaitnTwv 2€Ba00G TN SLAPOPETIKOTNTA KL TNV TOAUTTOALTIOUKOTNTA
TeXVOAoyLWV 2eBaoog ato puatko neptBailov

lMpooaployn O€ VEEG KATAOTAOELG Entibeién kotvwvikng, emayyeAuatiknc kat ndikng umteuduvotntag
AnYn amopacewv Kot evatodnoiag o Féparta pUAou

Autovoun epyaoia AOKNGN KPLTLKIG KO QUTOKPLTLKIG

Ouadikn epyaoia Mpoaywyn te eEAeUTEPNG, SNIULOUPYIKIG KL ETIAYWYIKIG OKEYNG

Epyaocia oe 51edveg meptBaiiov
Epyaocia oe Slemiotnuoviko neptBaiiov
Mapaywyr VEwWV EPEUVNTIKWV LOEWV

Avalntnon, avaAuon kat cuvBeon Sedopuévwy Kal TAnpodopLwy, UE TN XPRON Kal TwWV
QMaPALTNTWY TEXVOAOYLWV
Mpocapuoyr O VEEC KOTAOTAOELG
AN anodpdoewv
Autovoun epyacia
Opadikn epyaocia
Epyaoia os SteBvég meptBaiiov
Yxeblaouog kal dlaxeiplon Epywv
AoKNON KPLTLKAG KoL LUTOKPLTLKAG
Mpoaywyn ¢ eAeVBgPNG, SNULOUPYLKAC KAl EMAYWYLIKAG OKEWNG

2. MEPIEXOMENO MAGHMATO2z

Baolkég £vvoleg Blopnyavikou ) Alemixelpnotokol Mapketivyk (Business-to-Business — B2B)
MA1

OpLOPOG KaL €vvoLa BLOUNXOVLKOU UAPKETLVYK

Blopnyxavikoi mehdrteg (Industrial/Organizational customers)

Ta&vopnNGon EUMOPOPLOUNXAVIKWY ETILXELPN CEWV

Blopnyavika mpotovia

BaowKA XapaKTNPLOTLKA BLOUNXAVIKWY 0yOPWY

O ITPATNYIKOC OXESLOOUOC BlopnXavIiKoU MAPKETLVYK

O O O O O

AyopaoTikr) cupumeplpopd opyaviopwyv MA2
o Awdkaoia ayopdg Blopnyavikwy mpoidviwy (Industrial buying process)
TOmoL R popdég ayopwv/mpopnBelwv (Buying situations)
JTPATNYIKEG LAPKETLVYK yLa TIG Stadopeg popdEg mpounBeLwv
To kévtpo ayopaotikwv anodpacswv (The buying center)

o O O O

Kpltipla emiloyng mpounBeutwv




o MNnyég mAnpodopnaong mou xpnoliomnolouvrat and PEAn tou K.A.A.

o HAektpovikég mpounBeteg (E-Procurement) & Mpdotveg mpounOeleg (Green
procurement)

¢ ‘Epeuva & Tunupatomnoinon B2B ayopdg MA3
o Honuaoia tng épguvag BLOPNXAVIKAG Ayopag
H Stadikaoia Tng €peuvag BLOUNXAVIKAG AyOPAS
MaKPO Kol PLKPO TUNUATOTOLoN TG BLOUNXAVLKAC AYOPaC
MOoKpO Kol KPO HETOPBANTEG TUNUATOMOLNONG TN BLOUNXAVLKAC 0lyOpaAg
DwAeakn Mpooéyylon

o O O O O

MPAKTIKEG TUNUATOTOINONG & EMAOYN G BLOUNXAVIKWY 0lyOPWY
o TomoBétnon tou mpoiovrog (Product positioning). .
e Aloiknon mpoidvtwv otig B2B ayopéc MA4
o 0 pdhog tng enwvupiog/papkag (brand) otig B2B ayopég
Avamtuén VEWV BLOUNXOVIKWY TIPOIOVTWY
Jtadla avantuéng, SOKLUNG Kal EL00YwYNG oTNV ayopd VEwv B2B mpoioviwv

Erituxnuévn uoBétnon kat Stdyuon véwv B2B mpoiovtwv

o O O O

Avayvwplon «ooBevwv» B2B mpoiovtwy

O ZTPATNYLKEG KATAPYNONG TPOLOVTWV
e Aiktua Slavoung oto B2B Mdapketivyk MAS

o Awiknon edpodlactikng ahvoidag & logistics
XapakTnpeloTika Kot TuTiol epodlacTtikwy alucidwy
Aloiknon mpounBelwv

JTpaATNYLKr SIKTUWV SLOVOUNG

o O O O

EVaANQKTLKEG, EMIAOYEG KOl ATTODACELG
o Ofpata dloiknong SIKTVWV SLAVOUNG
e TiwuoAoylokn oAtk MA6
o MNapdyovteg ou ennpedlouv TNV TILOAOYNaoN evog BLOUNXAVIKOU TTPOIOVTOG
o Héwdkaaoia TipoAdynong evog Blopnxavikol mpoidvtog
0 TULOAOYLOKEG TIOALTLKEG
o HToAdynon evog vEou BLopNXOVIKOU TIPoiovTog
e Emwolvwvia Kat TwAnRoeLg oto B2B Mdapketivyk. MA7
o H évvola tng emkovwviag-mtpoBoAng 0To XwPo TwV BLOKNXOVIKWY 0Y0pwY
To piypa Tng emikovwviag-mtpoPoAng
Awadnruion
MpowBnon MwAnoswv
ANUOCLEG OXEDELG

ALECO LAPKETIVYK

o O O O O O

H onpaocio Tng oOAoKANPWHEVNG ETUKOWVWVLOKAG OTPATNYLKAG
o Awyeiplon Napamoévwy — YiootnplEng Mehatwv
e Texvikég Npoowrnikwv NwAnoswv — Ataxeipton NwAnocswv MA7
o Awdikaoia TPoowiKnG MWANGNG
IXESLOOUOC TIPOYPAUATOC TWANOEWY
MNpoPAedn kat KaBoplopdg otoxwv MWANCEWY
KaBoplopog tou peyéBoug kat Opydvwaon Tng SUVAUNG MTWANTWY

Yrokivnon kat apotfn mwAntwy

o O O O O

A&loAGynon g amodoong Twv MWANTWY




3. AIAAKTIKEZ kat MAGHZIAKEZ MEOOAOI - AZIOAOTHZH

TPONOZ NAPAAOZHZ
Mpdowrno ue mpoowrno, EE amootdoews
ekmaidevan K.AT.

Mpéowmo pe MPOoWTo
Méow £€eL8IKEVUEVOU AOYLOULKOU UTIOOTAPLENG LOONOLOKAG
Stadikaoiag (e-class)

XPHzZH TEXNOAOTIQN

NAHPO®OPIAZ KAI ENIKOINQNIQN
Xprion T.[.E. otn Albaokadia, otnv
Epyaotnptakn Exknaidevon, otnv Emikowvwvia
LLE TOUG (pOLTNTES

Xprion OMTIKOAKOUGTIKOU Kol aAANAETILS pOOTLKOU UALKOU UE
™ BonBela TMNE

Yrootrptén pabnaotakng dtadikaoiag Kal emkovwviag Pe
TOUG GOLTNTEC HEOW TNG NAEKTPOVLIKAC MAaTtdOpuag e-class

OPIrANQZzH AIAAZKAAIAZ

Meptypagovtat avaAutikd o TPOmoG Kot
uedobol St6aokaliag.
AaAéetg, Seutvapia, Epyaotnpiakn Acknon,
Aoknon lebiou, MeAétn & avdAuon
BiBAloypapiag, @povriotrplo, Mpaktikn
(TortoS€étnon), KAwikry Acknon, KaAAtteyviko
Epyaotiipto, Awadpaotikn Sbaokalia,
EKTToUlOEUTIKEG ETILOKEYELG, EKTOVNan UEAETNG
(project), Zuyypar epyaciag / epyaciwy,
KaAAwteyvikn dnuioupyia, KA.

Avaypd@ovtal oL WPEG UEAETNG TOU QOoLTNTH Lo
kale padnaiakn Spaoctnpiotnta kadwg kat ot
wWpeS Un kadobnyouuevng UEAETNG WOTE O
OUVOALKOG  (OpTOoC €epyaciac o eminedo
eéaunivou va avtiotoyel ota standards tou
ECTS

®doprog
Apaotnpiotnra Epyaociacg
Eéaunvou

Alalé€elg 39
Aoknoelg MNpaéelg mou eotdlouv otnV 13
mapoucioon HEAETWY MEPIMTWONG
Atouikn i Opadikn Epyaoia os 35
MeA€tn Neplmtwong
Ekmadeutikég EmokéPelg / AlalEEeLg 15
ElSIkwv
Autotelng Melétn 48
ZUvoAo Madnuatog
(25 wpeg poptou epyaciac ava 150
TULOTWTIKI Hovada)

AZIOAOTHzIH OOITHTQN
Meptypapn tne Stadikaoiag aétoAoynang

Mwooa A&toAdynong, MéSobot atoAdynong,
AlQUopQWTIKN 1) SUUTEPAOUATIKY, AoKiuaoio
MoAartAric  Emdoyng, Epwtnioelg Zuvroung
Anavtnong, Epwtrioels Avamtuéng Aokiuiwv,
Emtiduan  MpoBAnudtwv, [panty Epyaoia,
Ex9eon / Avagopd, [pogopikn E&taon,
Anudotia Mapouciaan, Epyaotnpiakn Epyacia,
KAwikny  Eé¢€taon Ao¥evoug, KaAAwtexvikn
Epunveia, AAAn / AAec

Avapépovtal pntd mpoobLopLoUEVA KPLTHPLY
aéloAdynong kat eav kat mou eivat mpooBaoiua
QIO TOUG (POLTNTES

I. Tparttr) Tehwkr] e€étaon & Mpdodog (90%) mou

nep\apBaveL:

- Epwtnoelg moAamAr G eMAOYAG

- AvdAuon poAwv kat evoladePOUEVWV HEPWV OE CUVTOUN
UEAETN MepimTwong

- EmiAuon mpoPANUATWY OXETLKWVY UE TO B2B HAPKETLVYK

- Juykpltikn afloAoynaon otolxeiwv Bswplag

Il. Atoptkn 1 Opadikn Epyaocia (10%)

JKOTIOG TNG gpyaciag elval o éAeyxog Twv g€LOTTWV OV
aventuéav oL oTloubaoTEG Oe epyaleia Kol UTINPEGLEG TTOU
oxetilovtal Ue TO B2B HAPKETIVYK KaL N LKAVOTNTA TOUG VOl
oxebLalouv kal va uAomoloUv éva €pyo opadLKA.
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