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MAPKETINIK YNMHPEZIQN YIEIAZ
124 ENOTHTA: TMHMATONOIHZH
12.1 TMHMATOINOIHZH THZ ArOPAZ

«O1 ayopég atroteAouvTal atro Evav apiBud ayopaoTwy A TOAVWY ayopaoTwy,
KaBévag atrd Toug oTroioug €Xel TIG OIKEG TOU avaykes. H Tunuartotroinon
(segmentation) agopd 10 dlaXwWPIOUO TNG CUVOAIKNG ayopdg o€ TUAMOTA N
OMAdEG ayopaoTwy PECA OTA OTTOId CUMPTTEPIAAPPBAVOVTAI KATAVOAWTEG HE
KOIVEG avaykeg. Ta TUAPATA AuTd OIOQOPOTTOIOUVTAl PETAEU TOUG €TTEION Ol
QVAYKEG TWV KATAVOAWTWY OTO €va TURUa dla@épouv atmd TIG aVAYKEG TWV
KatavaAwTwyv o€ KATTol0 AAA0. H dlagopoTtroinon Twv avaykwy £Xel agia TTeidn
odnyei oe dlagopoTToiNUéEVN AVTATTOKPION TWV KATAVAAWTWY AUTWV OTIG
METOBANTEG TOU peEiypaTOG PAPKETIVYK. » (MAAAIapng kai Todykag, 2008, oeA.
119)

ArOPEX $TOXOI, TOMOG®ETHZH KAI Tpnpartotoinon

‘Evag €uTTOopog OTTdvia UTTopEi va IkavoTroioel OAoug ot dia ayopd. Aegv
apéoouv 0€ OAoug Ta idla dnunTplakd, dwudTio gevodoxeiou, €oTIATOPIO,
QuTOKivNTO, KOAEYIO 1] Talvia. ETTopévwg, ol Eutropol EEkivouv dIaIpuwvTag TV

ayopd o€ TUAMATA.

Mpoadiopilouv Kal TTapoucIAlouV dIAKPITEG OUADEG AYOPACTWY TTOU EVOEXETAI
vVa TTPOTIMOUV 1} va aTTaITouV JIAQOPETIKA PEIYUATA TTPOIOVTWY KAl UTTNPECIWY,
e€eTAdOVTaG TIG ONUOYPOPIKEG, WUXOYPOPIKEG KAl CUMUTTEPIPOPIKEG DIAPOPES
METOEU TWV AyOopPaOCTWY. TN CUVEXEIQ, O €UTTOPOG ATTOPACICEl TTOI0 TUNAPATA
TTAPOUCIAlouV TN PEYOAUTEPN EUKAIPIO—TTOIEG €ival OI ayopEG-0TOXOI Tou. [a
KAOe eTTIAEYHEVN ayopd-0TOXO, N ETAIPEIO AVATITUCCEI PIa TTPOCPOPA ayopdc.
H T1Tpoo@opd TOTTOBETEITAI OTO MUOAO TWV OTOXEUOHEVWYV QYOPOOTWY WG

TTAPOXN OPIOHEVWV KEVTPIKWYV KEPDWV.

MNa mapddeiyua, n Volvo avatmTuooel Ta aQUTOKIVATA TNG VIO ayOpaOoTEG OTOUG
OTTOIOUG N AOQAAEID TWV QUTOKIVATWY OTTOoTEAEI peifov péEAnuUa. H Volvo,
ETTOMEVWG, TOTTOBETEI TO AUTOKIVNTO TNG WG TO ACQPAAECTEPO TTOU UTTOPEI va

ayopdoel évag TTeAATNG.
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O1 eTaipeieg Ta KATAPEPVOUV KAAUTEPQ OTAV ETTIAEYOUV TTPOCEKTIKA TIG AYOPEG-
OTOXOUG TOUG Kal TTPOETOINACOUV TTPOCAPPOCHEVA TTPOYPAUMOTA PHAPKETIVYK.
Mapakdtw TTapaTtiOeTal n oxeTkr diagriuion aTrd 1o BIBAIo Twv Kotler and Kevin
(2006)

Eikéva 1. "To rpwTo SUV pe texvoAloyia Anti-Rollover”.

THE 2004 VOLVO xC90

THE FIRST SUV WITH ANTI-ROLLOVER TECHNOLOGY.

YOU THING ABOAIT DESIGNIVG AN SUV THATS UNUIE ANY OTHESR IN THE WORLD THEN YOU VOoOLVO
DURD ONE WITH THE WORLD'S FRST ROLL STADLITY CONTROL INFUATARR E SOE CURTANS

INALL THAREE ROWS. AND AUTOMANG SEAT BELY MIETENSIONIRS AT £VERY SLAT NOT D for I'fe
MENTION A ROOF RENFORCED WATH MGH STRENGTH BORON STEEL M VOV X0 |

VPON REFLECTION. ITS EXACTLY WAl yOuU EXFECT FROM VOLVO VESIT YOUR LOCAL vOLVO
MUTAMLER OFf WWWYOLVOCARS US

’

THE 2004 YOLYO XC90 STARTING AT $34.750.
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(Kotler and Kevin, 2006, p.25)
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TomroBétnon: "To wmpwrto SUV pe TteXvoAoyia Anti-Rollover”. Mia
SiapAuion 1Tng Volvo Trou €0TIAdel OTO KEVTPIKO TTAEOVEKTNHA TNG

ETAIPEIOG, TNV ACQPAAEIQ.

Ti Aéel n dlopriuion; 2kEQPTeoTe va oxedidoete éva SUV 1Tou dev poiddel Pe
Kavéva AANO OTOV KOOMO, TOTE KATAOKEUAOTE Eva PE TO TTPWTO TTAYKOOMIWG
ouoTNUA €AEYXOU EUCTABEIOG KUAIONG, POUCKWTEG TTAQIVEG KOUPTIVEG KAl OTIG
TPEIG OEIPEG KAl QUTOUATOUG TTPOEVTATAPES (WVWV ao@PaAEiag yia KaBe kdBioua
YIO VO NV QVOQEPOUUE PIa 0pOPN EVIOXUMEVN ME BOPIO UWNAARG aVTOXAG ATGAAL
To VOLVO XC90 petd ammd avravakAaon cival akpIBwg autd TTOU TTEPIPEVETE
a6 1N VOLVO. Emokegreite Tov T1OTIKG 00a¢ TIwANT) VOLVO n

www.volvocars.usa.

NMPOZ®OPEX KAI MAPKEXZ O1 eraipeieg avTIMETWTTICOUV TIC QVAYKEG
TTapoucialovTiag Mia TTPOTOoN aiag, €va OUVOAO TTAEOVEKTNUATWY TTOU
TTPOCPEPOUV OTOUG TTEAATEG VIO VO IKAVOTTOINOOUV TIG AVAYKEG TOUG. H TTpdTacn
AuANG agiag yivetal QUOIKR ATt JIa TTPOCPOPA, N OTToia PTTOPE va gival évag
ouvOUAO OGS TTPOIOVTWY, UTTNPECIWY, TTANPOYOPIWY Kal euTTeipiwy. (Kotler and
Kevin, 2006)

H emTwvupia gival pia mpoo@opd atmd pia yvwaoTr Tnyn. ‘Eva gutropikd opa
OTTw¢ 10 McDonald's €xel TTOAMOUG OUVEIPPUOUG OTO HMUAAG TwV avBpwITwy:
XAUTTOUPYKEP, OlOOKEDOON, TTaIdId, YPAYopo @aynto, E€UKOAIQ Kal XPUOEG
KOUAPES. AUTEC OI OUOXETIOEIC ouvBEéTouv TNV €IkOva TNG Hdpkag. OAeg ol
eTaIpEieg TTpooTTaBouv va xTioouv TR dUvAuN TNG ETTWVUMIOG — dnAadn Mia

IOXUpPH, EUVOIKN Kal povadIKn €Ikova TnNG emTwvupiag. (Kotler and Kevin, 2006)

AZIA KAI IKANOINOIHZH H trpoocgopd Ba eival ETITUXNAG €AV TTPOCPEPEI agia
Kal IKavoTtroinon oTov  ayopaoTA-01oxo. O ayopaoThG €TAEyEl PETAGU
OIAPOPETIKWY TIPOCPOPWY PACEI TwWV OTToIWV Bewpeital OTI TTPOCPEPEI TN
MeyaAUuTepn agia. H agia avTikaToTrTpilel Ta avTIANTITA aTTTA KAl QUAC OQEAN Kal
KOOoTn yia Toug TreAdtegc. H alia umopei va BewpnBei Kupiwg wg évag
ouvOuaouo¢ TToIOTNTAG, EEUTTNPETNONG Kal TIWAG (gsp), TTou ovouddleTal "Tpidda
agiac meAatn". H aia au&averar pe Tnv TOIOTATA KOl TNV €EUTTNPETNON KAl
MEIWVETAI PE TNV TIMMA, av KAl GAAOI TTAPAYOVTEG PTTOPOUV ETTIONG va TTaigouv

onuavtikd polo. Kotler and Kevin, 2006
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H adia gival gia KevTpIkr évvola JAPKETIVYK. TO JAPKETIVYK PTTOPET va BewpnBei
w¢ N avayvwpion, n onuioupyia, n EmMKoIVwvia, n Tapddoon Kal n

TTaPAKOAOUBNON TNG agiag Tou TTEAAT.

12.2. Kpitipia Tunpatotroinong oto MAapkeTivyk Yyegiag

1. Anpoypa@ik Tunuarotroinon:

o HAikia: O1 avaykeg uyeiag dlagEpouv onuavTika avaloya Pe TV NAIKia
(Tr.%. TTAIdIA, EVAAIKES, NAIKIWPEVOL).

o ®UAo: Opiopéva TTPoBAAPATA UYEIAG Kal Ol TTPOTIMACEIS YIA UTTNPECIES
MTTOPEI VA DIOPEPOUV PETALU AVOPWYV KAl YUVAIKWV.

o Kolvwvikooikovouiky  KardoTtaon: H oikovouikp  duvatétnta
eTnpeddel Tnv TPOORACN KAl Tn oUXVOTNTA XPHONG UTTNPECIWYV UYEIOG.

2. Mlewypa@iki TynuaTtotroinon:

o O1 avaykeg Kal n TTpoOoRacn OTIS UTTNPECIES uyeiag diapépouv avaloya
ME TNV TTEPIOXN BIAPOVAG (TT.X. AOTIKA KEVTPA VS. ATTOUAKPUOUEVEG TTEPIOXEG).
3. ZupTtrepipopikn Tunuarotroinon:

o Zuxvotnta XPAONS TWV UTTNPECIWV UyEiag: H Tunuarotroinon
BagoiCetal oTn ouxvoTnTa XpAong (1.X. acBeveic pe xpovia VOoAUaTa rj cuxvoug
XPNOTEG UTTNPETIWV UYEIAQ).

o Z1don ammévavTti oTnV TTPOANYn kai Tn Bgpatreia: Kartoiol acbeveig
gival o TTPOANTITIKOI, v AGAAoI avalntouv 1aTPIKN) @POVTIda Povo oTav gival
aTTaPAITNTO.

4, Yuxoypa@iki Tunuartotroinon:

o Z1don mpog TRV vyeia: Kpiripia 6tTwg n TpooiAwaon atnv uyieivy) {wn
N n amodoxn VEwv BepaTrelwyv gival onuavTikd yia Tn dnuioupyia TTPO@IA

aoBsvwv.

o Aigg kal TTeTOIBAOEIG yIa TNV 1OTPIKA @povTida: H avriAnyn Twv
KATavaAwTwyV yia TNV agia kai Tnv oidéTnTa TWV UTTNPECIWY UyEeiag eTnpeadel

TIG ATTOQPAOCEIG TOUG.

5. KAivikq Tunparotroinon:
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o AuT n Pop®r TUNUATOTTOINONG PACICETal O 1ATPIKA XAPOKTNPIOTIKA,
OTTWG TO €id0G¢ TNG TTABNONG, TO €TTTTEdO COPRAPAOTNTAG KAl TNV ETTEIyOUCQ
avaykn vyia Beparreia. Eival idiaitepa XpAoIUn  yia  Opyaviououg  TTou
TIPOCPEPOUV ECEIDIKEUUEVEG UTTNPETIES (TT.X. OYKOAOYIKA KEVTPA, KOPOIOAOYIKES

MOVADEQ).
2uyxpoveg MNpooeyyioeig kal ‘Epguveg

6. Segmentation in Healthcare Systems: >Uyxpoveg épeuveg egeTdlouv
TN XPNon TEXVIKWY OTTWG N Mnxavikr udénon kal Ta big data yia 1n dnuioupyia
akpIBEoTepwy TTPo@IA acBevwv. ‘Eva mmapddeiypa cival n épeuva Twv Raza et
al. (2020), n otroia €€eTdlel TNV TUNPaToTToiNON PE Bdon Ta dedopéva uyeiag o€
NAEKTPOVIKEG TTAATQPOPUEG, ME OTOXO Tn PBeATiwon TNG TTPOCWTTOTTOINKEVNG

@povTidag.

7. Digital Health Marketing:H dvodog¢ Tng wneiokAg uyeiag (eHealth) éxel
dwoel véeg duvaTdTNTEG OTNV TUNUATOTTIOINON, ME TR dUVATOTNTA OTOXEUONG
atopwyv avaloya He TN Xprion OI1adIKTUAKWY  TTAATQOPUWY Kal TNV
aAAnAeTTiOpaon pe Ynolaka epyaleia, OTTwG oI EQAPPOYES TTapakoAouBnong

uyeiag.

H Tunuartotmmoinon o1o MPAPKETIVYK uyeEiag PonBd Toug opyaviopousg va
KATAVOAOOUV TIG JOVADIKEG AVAYKES TwV OuddwY aoBevwy, va dnuIoupyHoouv
€CATOUIKEUPEVEG OTPATNYIKEG Kal va dlac@alicouv Tnv KaAuTtepn OSuvarh

@povTida.

Ta Baoikd BrAparta otn diadikaoia TUNUATOTTOINONG TG ayopds €101 WWOTE va
EMAEEEl N emmixeipnon/opyavioudg To KATAAANAO Tunua f TuAPaTta otou Ba
OTOXEUOEI Kal Ba epapudoel TO PEiyUa PAPKETIVYK €ival N TUNUOTOTTOINCN TNG
ayopdg oOmou Ba emAéCel avaueoa OTIC  METABANTEG  (BNUOYPAYPIKEG,
OUMTTEPIPOPIKEG, YEWYPAPIKEC K.ATT.) Ba afloAoyrnioel Ta TuApaTa Kal Ba
aTTOQaCioel TTOU Ba OTOXEUOEL 2T OUVEXEIQ Ba EQAPUOCEI TO PEIYUA WAPKETIVYK
onAadn Ba epappooel TNV KATGAANAN oTtparnyikr). Ta Baoikd BrAuara otn

oladikacia TuNuarotroinong TapaTifevral otnv Eikéva 2.
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Eikéva 2. Brjpara otn diadikacia Tunuatotroinong

Tunnaromoinon
Emhoryt) mOovay petafnedy Tunpatomoinong
Audrpuom g ayopds o TUjpoTo
AELohdynom Twv Tuniatoy

l

Lroyevon
Emhoyn] oTpammyLis oToyeuamg

Emhoy Taov TUNRATOV YL OTo3EVaT)

l

TomoBgTnon

Katavimom tov satavoho]

TomofETnom Tou TROLAVTOS OTO PV TOU KeTovahu )

Eyedlaon tovw xardiinhov pelypotog papretvyx

BAétTOUpE OTI N OTPATNYIKA TOTTOBETNONG £QAPUOCETAI KUPIWG OTO PMUOAS Tou
katavaAwTh. Omrwg otn dlaeriuion pe 10 volvo (eikéva 1) oTo PUAAG TOu
KATOVOAWTA TO OUYKEKPIUEVO OXNMUO Tou £DIVE aO@AAEIa, TTApOAO TTou gival
OMOPYO, YPAYOPO Kal AveTo. AUTA T XOPOKTNPEIOTIKA Og&v Toviovtal YIOTi
aTTEUBUVETAI KUPIWG O€ KATAVOAWTES TTOU NTOUV QOQAAEID (CUPTTEPIPOPIKNA
METABANTA).

Emiong pia 1o avaAuTtik) poTid otn dladikaoia Twv Bacikwv Bnudtwv
TMNuartotroinong uag divouv or Zeithaml, Bitner& Gremler, (2017), otnv

TTAPAKATW €IKOVA 3.



Kwvtava A. yia to padnua MAPKETINTK YITHPESIQN YTEIAS — SAEK OESSANONIKHZE 2024-25

Eikéva 3. Brjpara otn diadikacia Tunuatotroinong

1. Needs-Based
Segmentation

2. Segment
|dentification

3. Segment
Attractiveness

4. Segment
Profitability

5. Segment
Positioning
6. Segment “Acid

Test™

7. Marketing-Mix
Strategy

Group customers into segments based on similar needs and
benefits sought by customer in solving particular
consumption problem.

For each needs-based segment, determine which
demographics, lifestyles, and usage behaviors make the
segment distinct and identifiable (actionable).

Using predetermined segment attractiveness criteria (such as
market growth, competitive intensity, and market access),
determine the overall attractiveness of each segment.

Determine segment profitability.
For each segment, create a value proposition and the
product-price positioning strategy based on that segment’s

unique customer need and characteristics.

Create segment storyboards to test the attractiveness of each
segment’s positioning strategy.

Expand segment positioning strategy to include all aspects of
the marketing mix: product, price, promotion, and place.

(Trnyn: Zeithaml et al, 2017, p. 232)

H Eikéva 4 a1rd 10 TTOAU KaAO BiBAio Twv Kotler, Shalowitz, and Stevens (2008)

ouvouyicel d1dpopa TTPOPIA KATAVOAWTWY TWwV UTTNPECIWV UYEIAG KAl TOUG

ToTT00ETEI O€ DlaPopeg dlaoTaoels. O udpkeTep Ba emAEéCel avapeoa o€ auTtd Ta

TTPOQPIA TTOIEG ONAdEC Ba PTTOPOUCE va OTOXEUOEI KAl va €QAPUOCEl TO

KATAAANAO PEIVUO HAPKETIVYK.
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Eikéva 4. Evvéa Tpo@il Kal €vieka dIaOTACEIG

@ very high @ Somewhat low
M somewhat high ) Very low g,_(‘q*
. &
r’\_:l Moderate & i
& (;;';bé‘ ('5"& & S " &
dq' E L & & . ¥ o -
& &’ba é‘é\ @E’& @ﬁ -i,""# R &
Health Dimensions o w0 <& ¥ P o® «® <P
Involvement in family health | ™ - - O ® £ - = ()
Trust in medical professionals | ) - - O - O - wr O
Experiment with health care alternatives | ™™ ® O O - - 9 @ @
Avoid health care | 4 o o - - - O - -
Health care information seeking i i:_) . ° '5 -' '.' . '.
Involvement in decision making c — . c O C' '.' . '.
Health proactivity ' o -' ' O 5 '.' . c
Health emphasis and involvement C ° 5 -- O 5 '.' . .
Receptivity to health care advertising | () - -~ - -, -] -, - O
Qulityconcern | @ | ®™ | ™ | @ S & @ & =
, — ~ — P -~ - £ ™
Price concern | (g - - L= () = L ) L
G URE /U7, Nine PATH Profiles and Eleven Dimensions

(Trnyn:
(Trnyn: Kotler et al, 2008, p. 199)
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Edw BAETTOUNE OTI OI KATAVOAWTEG OPAdOTTOIOUVTAI AVAAOYQ PE TN OTACH TTOU £XOUV
yla Ta B€paTa uyeiag yia TTapadElyua TO TTPOPIA TOU VATOUPAAIOTH) EVOIA@EPETAI VIO
TNV EVOAAOKTIKI TTPOCEYYION o€ BEuaTta uyeiag, dlaBAlel Kal evnUEPWVETAI DIAPKWG
KOl CUPUETEXEI OTN AW aTTOQACEWV TTY O€ Jia TTPOTAC TOU YIOTPOU, TNG BEPATTEIAG
TToU Ba akoAouBnoel KATT. ‘Exel dnAadr duvaTth drrown. MapdAAnAa dev evdlapEpeTal
KaBSoAou yia TNV TIUA Kal €ival OEKTIKOG 0T OIOPAMION UYEIOVOUIKNG TTEPIBaAYNGS. Oa

OTOXEUOEI N ETTIXEIPNON PAG OE KATAVAAWTEG QUTOU TOU TTPOYIA;

Mapadeiypa: H Tom's of Maine, n otroia rapdayel pia o€ipd atrd QUOIKA TTPoIdvVTa Yia
TNV UYEIa TV SOVTIWV Kal GAAWV TTPoIoVTWY, £xel ouxva 30 ToIG EKaTO premium oTnV
00OVTOKPENA TNG ETTEION T HOVADIKA, PIAIKA TTPOG TO TTEPIBAAAOV TTPOIGVTA KAl TA
@INaVOPWTTIKA TTPOYPAPUaTa dWPEWV ATTEUBUVOVTAlI OE€ KATAVOAWTEG TTOU £XOUV
QTTOKAEIOTEI ATTO PEYAAEG ETTIXEIPAOEIG. H IB€Q TWV QUOIKWYV TTPOIOVTWY TTPOCWTTIKAG
@POoVTIOAG TTOU TTAPACKEUALOVTAI XWPIG TEXVNTA 1 (WIKA CUCTATIKA 1) XNUIKA €ival hia
8éon otnv ayopd tmou n Tom's of Maine éxel ekueTaAAeuTei ammd Tnv idpuor TG, TO
1970, ue daveio 5.000 $ kai éva poévo tpoidv. H etaipeia ival TTAéov pia kopugaia
ETAIPEIO QUOIKNG TTEPITTOINONG, HME OXEDOV OIAKOOIOUG UTTOAANAOUG Kal EVEVAVTQ
TTPOIOVTA OTOUATIKAG KAl CWHATIKAG TTEPITTOINCNG TTOU BIAVEUOVTAI OE TTEPICCOTEPQ
a1ré oapdvta XIAIGdEG kaTtaoTAuaTa Alavikig TTaykoouiwg. O Tom Chappell Eekivnoe
ME éva oUvoAo TTETTOIBA0EWV Kal aglwv TTou BacifovTal o€ €va JovTéAo 0IKodOUNoNG
OXE£0EWV KOl A0QAAWYV, ATTOTEAECUATIKWY QUOIKWYVY TTPOIOGVTWYV TTou dlaTiBevTal 0TO
EUTTOPIO PE KOIVWVIKA UTTEUBUVO Kal TTEPIBAANOVTIKA guaioBnTo TpoTTo. (Kotler et al,
2008, p. 220)

O1 TTWANTEG TTOU XPNOIPOTIOIOUV HACIKO PAPKETIVYK OEV TUNMATOTTOIOUV TNV ayopd
oANG  aTtreuBuvovTal padikd o€ OAOUG TOUG KOTAVOAWTEG, TTOU onuaivel OTi
OUMUETEXOUV OTN MAdIKA TTapaywyr], dlavour Kal TTpowBlnaon evog TTpoidvTog yia
0Aoug Toug ayopaoTéS. O Henry Ford ouvowilel autr Tn oTpaTnyIKN OTaV TTPOCPEPE
10 Model-T Ford «og otrolo®ATTOTE XpWwHa, apkei va givar pavpo». H Coca-Cola
AOKNOE ETTIONG TO MACIKO PAPKETIVYK OTAV TTOUANCE POVO £va €id0G KOKAG, O€ £va
MTTOUKAAI 6,5 ouykiwv. (Trnyn: Kotler et al, 2008, p. 199)

To etmixeipnua yia 10 JAlIKO JAPKETIVYK €ival OTI dNPIOUPYET TN HEYAAUTEPN duVNTIKA
ayopd, TTou odnyei 0TO XAUNAGTEPO KOOTOG, TTOU WE TN OEIPA TOU PTTOPEI VO 0ONYACEI

o€ XauNAOTEPES TINES ) uYPNAOTEPQ TTEPIBWPIa KEPOOUG.
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O1 emKpIéG onueiwvouv OTI N augavouevn OdidoTracn TG ayopdg Kal o
TTOANATTAQCIOOPOG TWV dIAPNUICTIKWY HECWV KAl TWV KAVOAIWY d1avoung KaBioTouv
M0 QUOKOAN Kal 0Aoéva Kal TTI0 daTravnpr TNV TTPoofyyion Hadikou Kolvou. KATroiol
IoXupidovTtal OTI TO HACIKO PHAPKETIVYK TTEBaivel. ETTOpévwG, dev aTToTEAET EKTTANEN TO
yeyovog Ot TTOANOI opyaviopoi oTpé@ovTial OTO dIAQOPOTTIOINUEVO PAPKETIVYK.
AnAadA epapuolel DIAPOPETIKO PEIVUA HAPKETIVYK O€ DIAPOPETIKA TUAMATA dnAadn

€QapPUOLEl OTPATNYIKI OTOXEUONG.
ZTpaTnyIkn otéxeuong
Marketing Tunparotroinuévo (S10OPOTTOINHEVO HAPKETIVYK)

‘Eva THAMA TNG ayopds atroTeAETal a1t Yia oudda TTEAATWY TToU polpalovTal éva
TTAPOPOIO OUVOAO aVAYKWYV Kol ETTIBUHIWY, OTTWG TTEAATEG ao@ANIONG uyEiag TTou
B€Aouv xaunAd ac@dAioTpa EvavTi AAAWV TTEAATWYV TTOU BEAOUV YEVVAIOOWPA OPEAN
UYEIOVOUIKNG TTEPIBAAWNG. AUTH N OTPATNYIKI) OTOXEUONG OTOXEUEI O€ TTEPIOCOOTEPA
TMAMATA TG AYOPAS Kal OXEDIACEl CEXWPIOTEG TTPOCPOPES YIa KABE «TTOPTOPOAI,

oKoT1Té Kal TTpoowTtTkOTNTAY. (Kotler et al., 2008)

«O1 "Néol ayopaoTég aoc@AAiong uyeiag pecaiou €l00dnuatog” civalr €va TuAua,
ereIdf) auToi oI ayopacTéG Ba dlapépouv wg TTPOG To TI BEAoUV Ot €va TTPoidv
ao@aAiong uyeiag. O1 EuTTopol TTou dnPIoUpyoUV Ta TUAMATA. KABAKOV TOoug gival va
TTPOCOIOPICOUV BIAPOPETIKA TUAMATA TTOPOXWYV KOl va QATTo@acioouv Trola va

oToxeuoouv.» (Kotler et al., 2008, p. 220)

Niche Marketing (OuykevTipwTIKO 1 £§€IDIKEUNEVO MAPKETIVYK | MAPKETIVYK

QwAIdG)

AvTi va emmIOILKEI éva PIKPO HPEPIDIO O€ PIa PEYAAN ayopd €TTIOILKEI Eva PEYAAO
MEPIDIO O€ €va ) 0€ PEPIKA PIKPOTEPA THAUATA I "QWAIES". H e€eidikeupévn BEon eival
MIO TTIO OTEVA KaBopliopévn oudda TTeAaTwy TTou avalntd £va SIaKPITIKO cuvOuaouo
TTAcoveKTNUATWY. O1 éutTopol ouvhBwg TTpoadiopifouv TIC BEéoelc xwpilovtag Eva
TMAMa o€ ummoTpnuata. MNa tapddeyua, 10 Lifelnsure.com, éva aoc@aAioTIKO
TTpakTopeio pe €dpa TNV KaAipdpvia, TTOUAG ao@AAion (wWNG O€ KATIVIOTEG,
XPEWVOVTAG UYNAOS Tinua yia TNV KAGAuwn yia tn dnuioupyia KepOwV atrd auThv TV
ouada uywnAou kivouvou. Mia eAKuOTIK B€on €xel auTtd Ta XAPAKTNPIOTIKA: Ol
TTEAATEG TNG £XOUV £va EEXWPIOTO GUVOAO avaykwy, Ba TTANPWOoUV éva aoPAANICTPO

10



Kwvtava A. yia to uadnua MAPKETINTK YITHPESIQN YTEIAS — JAEK OESSANONIKHZE 2024-25

TNV ETAIPEIA TTOU IKAVOTTOIE KAAUTEPA TIG AVAYKEG TOUG, N ECEIDIKEUUEVN ETAIPEIQ OEV
€ival TBavo va TTPoceEAKUCEI GAAOUG QVTAYWVIOTEG, N €CEIDIKEUMEVN ETAIPEIQ KEPDICEI
OPIOUEVEG OIKOVOUIEG HEOW TNG €€eIdikeuong Kal n B€éon éxel pEyebog, KEPDOG Kal

duvaToTnTeg avaTTuéng. (Kotler et al, 2008)
Totiké MApKeTIVYK

To PAPKETIVYK-OTOXOG €ival TTPOCOPUOCHEVO OTIGC AVAYKEG KOl TIG ETTIOUMIEG TwV
TOTTIKWYV OMABdWYV TTEAATWV, CUMTTEPIAAUPBAVONEVWY TWV TTEPIOXWY CUVAAAQYWYV, TwV
YEITOVIWYV, OKOUN KAl TWV HEPOVWMEVWY KATAOTNUATWY AlaVIKAG. Ta  TOTTIKA
VOOOKOUEIN TTOU QaVvAKOUV Ot €OVIKEG aAUCideg TTaPEXOUV  OIAPOPETIKOUG
OUVOUAOHOUG UTTNPECIWY UYEIOVOUIKAG TTEPIBAAYNG avAAOya PE T CUYKEKPIPEVA

dnuoypaIka oTolxeia TG ayopdg. (Kotler et al, 2008)

MepIhauBavel papkeg eTTi TTapayyeAia kal TTPOBOAEG/TTPOWBACEIC CUPPWVA HE TIG
QVAYKEG Kal TIG ETTIOUPIEG OPJAdWY TOTTIKWY TTEAATWV - TTOAEIG, YEITOVIEG, AKOUN KAl

€I0IKA KATAOTAPATA.

H American Drug, évag atrd Toug PEYOAUTEPOUS AIAVOTTWANTEG PAPMPOKEIWY OTIG
HIA, €BaAe Tnv opdda HAPKETIVYK TNG va agloAoyei Ta TTPOTUTTO Ayopwyv OE€
ekatovTadeg PapuakeuTikd TG Osco kal Savon avd ayopd. XpnolJOTTOIWVTAG
capwuéva dedopéva, n eTalpeia BEATIWOE TO PEiyUa TTPOIOVTWY TWV KATACTNUATWY,
avaBdaBuioe TN SIATAEN KATAOTAMATWY KAl €0TIOOE €K VEOU TIG TTPOOTIAOEIEG
MAPKETIVYK VIO VO €UBUYPOUMIOTE TTEPICOOTEPO MWE TN {ATNON TWV TOTTIKWV
KatavaAwTwyv. AvAaAoya peE Ta TOTTIKA OnuUOYPA@IKA OToIXEia, KABe povada
KATOOTAPATOG TIOIKIAAEI TNV TTOOOTNTA KAl TOV TUTTIO TWV EPTTOPEUPATWY OF€
KATnyopieg OTTwG UAIKO, NAEKTPIKA €idn, TTPOIOVTA QUTOKIVATOU, PAYEIPIKA OKEUN,

QApMOKa XWPIS 1IaTPIKA ouvTayr Kal €idn eukoAiag. (Kotler et al, 2008)

‘Eva geyAAo YEPOG TOU TOTTIKOU, AATKOU PAPKETIVYK E€ival TO BIWHMATIKO HAPKETIVYK,
TO OTTOI0 TTPOWBEI pIa TTPOCPOPE CUVOEOVTAG TN UE MOVADIKES Kal EVOIOPEPOUTES
euTTEIpieC. 'Evag OXOAIOOTAG MAPKETIVYK TTEPIYPAPEI TO BIWUATIKO PAPKETIVYK WG
€€NG: «H 16éa dev eival va TTouNfooupe KATI, GAAG va BEIEOUPE TTWG MIO ETTWVUIQ

MTTOPEN va eutTAouTioel TN (wn evog TTeAdTn».(Kotler et al, 2008, p. 221)
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ESaTOMIKEUPEVO HAPKETIVYK

Edw €xoupe trpoidvta eTTi TTapayyeAia Kal TTpoypAauPaTa JAPKETIVYK VIO TIG AVAYKEG
KAl TIG TTPOTIMACEIS TWV HMEMOVWUHEVWY TTEAATWV-YVWOTA KAl PE TIG OVOUACIES

«MAPKETIVYK O€ AYOPES EVOG aTOPOU", "TTPOCAPUOCHEVO OTOV TTEAATN HAPKETIVYK" KAl

"one-to-one / évag Tpog éva JAPKETIVYK".
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