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AAucida e@odIaoHOU KPEATOG Kl TUPIOU



KavaAl Alapovig

KavaAl diavopung gival pia aAugida eTTIXEIPNOEWY N
OlAECOAABNTWY HEOW TWV OTTOIWYV £Va TTPOIOV N
MI UTTNPECIO DIEPXETAI EWG OTOU PTACEI OTOV TEAIKO
ayopaoTn N TOV TEAIKO KATAVAAWTH.

Ta KavaAia d1avoung NTTopouv va TrepIAaPBavouv
TOUC XOVOPEUTTOPOUG, TOUG DIAVOWEIC, TOUG
EMTTOPOUG AIQVIKNC TTWANONG, OKOMN Kal TO
O1adiKTUO.



H Alapovn

Alavopn €ival n diadikaoia d1dBeong evog
TTPOIOVTOC N MIOC UTTNPECIAC OTOUG KATAVOAWTEG I
TOUG ETTIXEIPNMATIES TTOU TO ¥XpeladovTal. H diavoun
atroBAETTEl 0TN d1ABECN TOU TTPOIOVTOC O OO0 TO
OUVATO MEYAAUTEPO APIOUO KATAVOAWTWV.

AUTO UTTOpPEI Va Yivel €iTe atreubeiag atro Tov
TTAPAYWYO / TTAPOXO UTTNPECIWYV EiTE
XPNOIMOTIOIWVTAG EUUECA KAVAAIQ JE DIAVOUEIG )
LUECACOVTEC.



E@odiaocTikn AAuaida

E@odiaoTik) aAucida opileTal Eva gUVOAO TPIWV N
TTEPICOOTEPWY OVTOTATWYV (OPYAVIOHWY, ETTIXEIPNOEWV
N ATOUWYV) TTOU EUTTAEKOVTAI AUECQA OTIC POEC
TTPOIOVTWYV, UTTNPECIWYV, XPNUATWY Kal/n
TTANPOPOPIWY ATTO TNV TTNYN TWV TTPWTWV UAWV TTPOC
TOV TEAIKO ayopaaoTH).

Edodiaotikr Ahuoida

Napaywyn NpounBeutéc  Mapaywyn Atavopn NeAateg KatavalwTteg

A’ YAwv

Mpoiov



MovTéha E@odiaoTikne AAuaidac

A MovTéAo:
TTapAywyog

TEAIKOG ayopaoTNG

B MovTéAo:
TTApPAYywWYyOGg
TTWANTNG v

) ) Consumers Consumers
TEAIKOC ayopaaoTng A &

v
Retailers




MovTéha E@odiaoTikne AAuaidac

I MovTéAo:
TTAPAYWYOG W
XOVOPEUTIOPOG METATTOINTNG Agents
TTWANTAG
TEAIKOG ayopaoTng Wholesalers Wholesalers
A MovTéAo: Rat:s;li'lam Retailers
TTapAywyog
QAVTITTPOOWTTOG '
Y OVBPELTIONOC Consumers Consumers
TTWANTAG ? 2

TEAIKOG AyOopaOaTHC



Aladikaoia EtmiAoync KavaAiwv Alapovig

aAvayvVwWEIoN TTEAQTWV-OTOXWV

TTPOCOIOPICHOC TWV KATAVOAWTIKWY OUVNOEIWY
OXETIKA JE TA UTTO £CETAON TTPOIOVTA

TTPOCOIOPICHOC TNG BE0NG TWV dUVNTIKWYV TTEAATWY
NiOTO EVOANAKTIKWYV KAVOAIWYV

QCIOAOYNON EVOAAQKTIKWY KAVOAIWY

EMAOYN HEAWV KaVaAIoU



AcloAoynon Tou MeAAovTikoUu KavaAiou
Alavounc

[TIOTWTIKI KOl OIKOVOMIKN KATAOTAON TOU dlIAVOUEQ
Auvapn TTWANCEWV

Prjun

KaAuywn ayopag

ATT0000N TTWANCEWV



AcloAoynon Tou MeAAovTikoUu KavaAiou
Alavounc

AladoxIkn dlaxeipion
IkavoTnTa dlaxeipiong
2 UUTTEPIPOPA
MéEyeBog



‘Evraon tnc KaAuywnc tn¢ Ayopac

2NHUAVTIKEG OTPATNYIKEG KAAUWYNG

EvraTtiki diavoun: Mia eTaipgia XpnoIUOTIoIEl OAA TO
dl1a0£o1ua onueia diavouncg yia va dlaBEael To TTPOIoV
TNG OTOUG TTEAQTEC

EmiAekTIKA O1avoun: O1 eTaipgiec XpNOIPOTTOIoUV
ETTIAEKTIKA dlAVOMN, TTOU anuaivel 0TI XpNOINOTIOIoUV
TTEPIOOCOTEPA ATTO Aiya Kal AiyoTEPA ATTo OAa TA
O100£01ua KATAOTAPATA O€ MIA TTEPIOXN ayopdAc yia TN
dlavoun TTPOIOVTWV

ATtrokAg10TIKA dlavoun: Ekei OtTou 0 TTapaywyog
TTAPEXEI ATTOKAEIOTIKA QIKAIWMATA TTWANONG O€
MECALOVTEC O€ UIO OUYKEKPIMEVN TTEPIOXN



Supply Chain Management

Supply Chain
Management

Marketing Channels

Physical Distribution

Order Inventory
Processing Control

Warehou-
sing

Materals
Handling




KavaAila MApKETIVYK

KdBeta cuoTAMATA HAPKETIVYK

AUTO ava@EPETAl O€ £€va oUOTNUA OTO OTTOI0 OAOKANPO
TO KavAAI eoTialel oTnv idla ayopd (target market) oTo
TEAOC TOU KavaAlou.

Op1{6vTIa CUCTAHATO HAPKETIVYK
AuTO TO oUuoTnUa cupBaivel Otav dUO N TTEPICOOTEPEC
OUVOEDEUEVEC | UN OUVOEDEUEVEC ETAIPEIEC TTOU

gepyadovtal oTo idI0 ETTITTEO0 CUYKEVTPWVOVTAI VIO VO
EKMETAAAEUTOUV TIC EUKAIPIEC NAPKETIVYK

2U0TNHA HAPKETIVYK TTOAAATTAWYV KavaAiwyv (Hybrid
Channels)

Opiopéveg eTaipeieg XpNOIUOTIOIOUV TAUTOXPOVa didgopa
KavAaAla JAPKETIVYK YIa VA TTPOCEYYICOUV OIAQOPETIKEG
ayopEc-oTOxoucC (target market)



duoikn Aiavoun (logistics)

H @uoikn diavour) gival auth n AsiToupyia JAPKETIVYK
TTOU OIEUKOAUVEI TN METO@OPA ayabwyv aTtrd Tov
KOTOOKEUAOTN OTNV TOTTOBETIa TWV TEAIKWV XPNOTWV.

[MepiAapBavovTal: n d1EuBETNON TWV TTaPAyYYEAIWY, Ol
LMETAQPOPEG, N dloiknon atmoBeudTwy, N ATTobnkKeuon
KAl N ECUTTNPETNON TOU TTEAQTN.



duoikn Alavoun (logistics)

Supplies

Parts

Raw Materials

Warehouses

Wholesales

Retailers



duoikn Aiavoun (logistics)

O1 o10X0I TNG PUOIKNG dIAVOUNG €ival
1) BeAtiwon ecuttnpEéTnoNng TTEAATWYV
2) Megiwon Tou KOoTOUC dIAVOUNG

3) Anuioupyia ondnTIKWYV TTPOYPANUATWY WEAC Kal
TOTTOU

4) 21aBgpoTtroiNon TIHWV
5) ETmppor oTIC atmo@AcEIC TwV KavaAiwy
6) 'EAgyxocg Twv £€00WV ATTOOTOANC



Aiavikn NwAnon

0 OAec o1 dpacTnpIOTNTEG TTOU EUTTAEKOVTAI OTNV
TTWANCON ayaBwyv 1) UTTNPECIWY ATTEUBOEIAC OTOUC
TEAIKOUG KATAVOAWTEC YIA TTPOCWTTIKI TOUG XPNon.

o AlavoTTwANTAG €ival EKEIVOC TOU OTTOIOU N
ETTIXEIPNON TTWAEI KUPIWG OTOV TEAIKO KATAVAAWTA.




Alavikn INwAnon

AgiToupyieg TwWV AIAVOTTWANTWV:
EukoAia
Eyyunon Kai service
XpnuatodoTnon
[TpoBoAN
ATroBnkeuon
Nonuoaouvn
[TpAKTOPEC aAyopag



XoVvOpIKO EuTtTopIo

OAec o1 dpaoTnploTnTeG TTOU OXETICOVTAI PE TNV
TTWANCON ayaBwyv Kal UTTNPECIWY O€ OOOUG
ayopAadlouv yia JETATTWANCN N ETTAYYEAUATIKI)
xpnaon.

O1 ak6AouBec ouvaAlayEc BewpouvTal XOVOPIKEG:
TNV TTWANCN MIAG Hovadag UTTOAOYIOTH yIa Xpron
Ypapeiou
N TTwANoN axapng wg TTPWTN UAN VIO KOPAMEAES
TNV TTwANoN BIBAiWV O€ TTAVETTIOTAUIO KAl
TNV TTWANON AaXaVIKWV 0€ €vav AIQVOTTWANTN



XoVvOpIKO EuTtTopIo

AgITOUpYyieg TOU

XOVOpPEUTTOPOU: Wholesaler
M péB)\qu N TV Wholcaaiae marketing mix
, , strategy _
QAVOYKWY TWV TTE AOTWOV Product and service
Target market assottmen!
MWwAnon kai Tpowdnon ~——° = -
, Service
XpNUaToooTnon positioning Promotion
ATT00 nKeuon Place (location)

MeTapopad
AvaAnyn Kivouvwyv
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