AW GMeta

Your Truth. Well Sold.
- Outlook 2026
2 O1 10 Metatomticelg ou ©a Avadiatagouv tnv Emixelpnpatik 4.*"’ #
P EAAGSa (2026—2028) W

A6 1o “marketing” otnv 1ox0 Twv SeSopévwy, TG adrlynong KAt Twv OIKOOUCTNHATWY

KaL TIG OL EMNVIKEG EMIXEPNOEIG pTTopoly va Byouv umpootd. - =




Me Tnv cuvepyaoia Twv Etaipeiwv: Capitoll7 NYC & The Livingston Group Washington DC



NMpoAoyog - MepiAnyn
Outlook Trends 2026 | AWGMeta

AUTO TO KEipevo dev ypddTnKe yia va teplypaliel To HEANoV. MpAdTnke yia va e€nynoet To tapov pLv auvto
yivelr autovonto.To Outlook Trends 2026 tnc AWGMeta dev eival Evag KatdAoyog amno «TL Epxetar. Eival pua
XapToypadnon Tou TLEXEL NON apxioel va Asttoupyel dladpopetikd — Kat ylati 0ool To avtidapBavovtal
vwpic Ba €xouv dOULKO TIAEOVEKTNHA.

H Baoikn utoBeon tou report eivat amAr) aAd amattntiki: n emopevn ddon avartuéng dev Ba kplBei amo
TO TtOLOC MIAG TTLo duvatd, oUTE amo To ToLoC UloBetel teploocoTepa epyaleia. O@a kplBei amo to Tolog
KATAVOEL TIC HETATOTIOELC LoXVOC Kal TIG petadpddlel o€ cLOTAPATA. 2€ ASITOUPYiEC. Z& TPOTO oKEYNG. 2€
otaon.

Ta trends tou akoAouBoUv dev avtipetwttidovtal we poda. Avtipetwitidovial we evoei&éelg alayng tou
«AEITOVPYIKOU CUCTAPATOC» TNE AYOPAC:TOU TPOTIOU ToL XTideTal {rTnon,Tou TPOTIOU TIOU TTapAyeTal
EUTILOTOOUVN,TOU TPOTIOU TIOU OPYAVWVETAL N TTAPAYWYLKOTNTA,KAL TOU TPOTIOU TIOU N TEXVOAOyia —Kal
Wdlaitepa n texvnNTA vonuoouvn— Ttavel va eival eTtiAoyn Kalt yivetat tpoumnobeon.

H EAAAda Bpioketal og éva Kpiolo onueio. AlaBetel epmelpia, EMVoNTIKOTNTA, TIOAITIOHIKO BABOG Kal
avBpwrTvo keddaAato. Tautoxpova, BploKeTal UTIPOCTA OTNV AVAYKN va HETATPEWPEL AUTH TNV EUTELpia o
doun, TN dopn o€ yvwon Kal tn yvwaon og e§aywylun a&ia. To Outlook Trends 2026 dev Tipoteivel
ouvtayéc. Mpoteivel Adiola. Asgv Agel «kAve AUTO». AEeL «OKEPOU €TOL— Kal UETA XTioE TO GUCTNUA COU».

H €peuva kat n avantuén twy Outlook Trends 2026 tnc AWGMeta Baoiotnkav og TToOAVETitEd N avAAuon
aAyop WY, 0PYAVWTIKWY HOVIEAWY, TEXVOAOYLKWY UTIOSOH WY KAL TIPAYHATIKWY ETIUXELPNOLAKWY OEJOPEVWIV.
H cuAAoyn Twyv dedopEvwy ytve amno toug epyalopévouc tng AWGMeta . 2Ztnv emeéepyaacia Kat tn
oTpATNYLIKA oclvBeon cuveEBalav kaBoploTikd ot Makng Zeplatog, Apng ZMNALWTOMOUAOG Kal ZUPOG
Zeplartog, pEpvovtag SLadOPETIKEG OTITIKEG LOXVOG: ETUKOWVWVIA, TIOALTIKA OTPATNYLKA, ETIXELPNOLAKN
epTElpia Kat SLOIKNTIKA TIPAYHATIKOTNTA EVW TNV CUVOALKH cuvBean, Tn doun Kal tn cuyypadn tou report
umtoypdadet o Akng Aravtloupag.

To artotéAeopa dev eival eva atolodo&o adprynpa ovte €va analclodofo oevaplo. Eival évag kabBpedtng.
Kal tavtoxpova, évag xaptnc. Evag xaptng ylta 6coug dev apkouvTal 6To va avildpoulv oTig aAAayEg, aAAd
B€Aouv va TIg opyavwyvouv.la 6coug dev Paxvouy amAwe epyaieia, aAAd tpomo okePnc.lNa écoug
avtiAapBdvovtat 0TL, oty enopevn ¢ACn, TO TIPAYHUATIKO AVIAYyWVIOTIKO TTAsoveKTNUa dev Ba eival n
mAnpodopia — Ba eival n tkavotnta cuvBeCNC KAl CUVETELAC.

Av 0 avayvwoTng KpATAOoEL Eva HOVO TIPAYHA TIPLY TIPOXW PN OEL oTd KedAAala TTou akoAouBouy, ag eival
auTo:to 2026 dev Ba avtapeiPel Toug o YpRyopouc. Oa avtapeiP el TOUG TILO CUYKPOTNHEVOUG.

Kat auto eivat akplBwg 1o tedio oto omoio ¢pAodoéei va cupBaiel to tapov Outlook.
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Executive Summary

H kevipikn 6€aon tou report: Tt aAAdel mpaypatika otnv EAAGda



H EAAGda eloEpXETAL OE PLA VEQ ETIXELPNHUATLKY $ACH, OTNV OTIO(A TO AVIAYWVICTIKO TIAeOVEKTNUA dev Ba
KpLOEel amo To Tolog «kavel KaAUTePo marketing» pe tnv mapadociakr) evvola, aAAA aTto TO TOL0G
KatopBOwvel va xtioel AELITOUPYLKN UTLEPOXN o€ Tpia aAnAévdeta emineda: ota dedopéva, otnv adrynon
KAl 0TO cUOTNUA MWANcewV. H petatomion autr dev adopd pla TAKTIKA, va epyaAeio ) €va KavAaAL.
Adopd tov (510 ToV TPOTIO HE TOV OTT0i0 OpyavwvEeTal Kat dlolkeltal n avamtuén. Me dA\a Adyia, aAradlel to
operating system Tng EMXEPNUATIKAC AtToupyiag.

Katd tnv mponyoupevn epiodo, onUAvTIKO HEPOC TNC EAANVIKNAC ETIXELPNHATIKAC AVATITUENG oTNPiXONKe
o€ OUVBAKeC oV anpepa tavouy va toxvouv. H oxetika ¢Bnvn mpdoPBacn oe YPndlakn annxnon, ot
ATIOCTIACPATIKEC KAUTIAVIEG TTOU dnHloupyovoay ipookatpa spikes, N e€wtepilkomoinon Kpiolung
TEXVOoyvwoiag os agencies Pe pOAO EKTEAEOTH, KOBWCE Kal N GLWTNPE uTIOBEGN OTL N TTPOBOAN ATtO PovN
TNC apkel yla va dnuiovpynoet ntnon, anotéAecay €va OVTEAO TIOU ATIESWOE OE CUYKEKPLUEVO
TiepBarrov. To teplBAAOV AUTO, OPWC, HETABAAETAL DOMLKAL.

2tn vea daon, n EMNVIKAR ayopd yIivETaL TTILO ATTALTNTIKA KAl TAUTOXPOVA TILO «dUCKOAN» JE CUYKEKPLUEVO,
HETPNOLHO TPOTIo. H tpocoxn Tou KatavaAwTn eivat TTAEOV KATAKEPUATIOHEVN, KABWC Kveltal Tavtoxpova
o€ TIOAATAEG TIAATHOPUEC, HE cadwe XapnAdtepn avoxr otn dlakotn Kat uPnAdTtepn anaitnon yla
vonua, cuvemnela kat aglomiotia. NMapdAAnAa, to KOotog Tou AddBoug auéavetal: Kabe aotoxia tomobeTnong,
Hnvopatog f epmelpiag dtadidetal taxLTepa, evw n emtavadopd Tng EPTILOTOOUVNG KOOTIZEL TTIEPLOCOTEPO
armod TNV apxikrn anoktnon meAdtn.

Tnv idla otypn, mapatnpeitat capng HETATOTILON LOXVOCE TPOC TNV EPTILOTOCUVN. H «eyyunon» dev eivat
TAEOV TO PEYEBOC N N loTopia Ttou brand, aAAd n aicBnon dladdvelag, CUVEXELAC KAl avBpwTivng
Tapouaciag Tov auto ekmeutel. H texvoAoyia, amod tnv mTAsupdA TNC, TTaVEL va avTlgeTwTtideTal we project
kawotopiag. EpyaAeia émtwg to Al, ta CRM, ta automations kat ta analytics kaBiotavtatl Bactkni utodoun
dloiknong, avtiotolxn Ke TN AOYLOTIKN ) TA OLKOVOULKA. TEAOG, N (dla n ayopd avacuvtiBetal wg
olkooUoTnNUA: Kowotnteg, media, TAatdpOpueg kal hikpd brands oxnuatidouv véoug KOUBOUC eTILPPONG, Ol
omtoiol avtaywvidovtal eUBEWC TIC KAAOLKEG, YPAUMLKEG DOMEC.

H kevipikr 8€on tou report cuvoyiletal pe cadnvela:n EAAada petaBaivel ano tnv emoxn tThg TPoBoAng
oTNV EMOXN TNG HETPNOLUNG, EMAVAANYPLUNG AVATTTUENG, OTIOU OL VIKNTEC dev Ba eival ekeivol Ttou
EKTEAOVV TIEPLOCOTEPEC KAUTIAVIES, AAAA EKElVOL TTOU XTidouV avBeKTIKA cuoThpata.

To report dev eplopidetatl otnv kataypadr tacewv. Avadelkvuel BaBUTtepeg JETATOTIOELG TTOU
eMNPeAlOLV TOV TPOTIO e ToV oTtoio dopeitat n ZATNOoN, HELWVETAL O ETIXELPNHUATIKOC Kivouvog, auavetatl
N TTapaywylkotTnTa Kat, Kupiwg, evioxVETal N LKAVOTNTA HLag ETIXE(PNONG va dlatnpel TTEAATEG Kal
OUVEXELQ, OXL ATTAWC va Toug Kepdidel GUYKUPLAKA.

2& auto to TtAaiolo, Ta déka trends Asttoupyouv we eviaio cuotnua. Oplopéva apopolV To TOLOC MIAA Kal
ylati — tnv tavtotnta, to brand kat tn vonuatodotnon. AMa eo0TIAloUV OTO TIWC HETATPETIETAL N TIPOCOXNA
oe £€0000 — peow funnels, RevOps kat CRM. Kat aA\a oto twe AapBavovtat antodpacelg — pe dedopeva
kat Al. To kpiowgo otouxeio eival 6ti ol taoelg auteg dev sival avedptntec. H mpaypatiki .oxUg TPoKUTITEL
Hovo otav cuvdudloval.

Ta 10 trends o€ pia eviaia otpatnykn elkova

O xaptng mou akoAoUBEl ATTOTUTIWVEL TIG dEKA BACIKEC HETATOTIOELG HECA ATIO TOV TIPAKTIKO TOUG TTUPAVA:
TLAAAACEL, TIOLO Elval TO ETIXELPNHATIKO ATIOTEAECHA KAl TTola eival N tpwtn opBoAoyLKN Kivnon.

Ayopa-MAatdpopua kat OikocuotApata

H EAAAda avadelkvietal otadlakd oe test market yla eupwtaikd mpoiovta Kat uttnpeaoieg. Aettoupyei wg
YPNyopo epyactiplo doKLpwy yla ntnon, messaging, eumelpia xpnotn Kat tigoAoynon. Ol eTuxelpnoelg
TIou paBaivouy ypriyopa kat dopouv cuotnuatika pilots pe kabapda KPI kat cuvtopoug KUKAoug atdédaong
ATIOKTOUV OUCLACTIKO TIAEOVEKTNHA KALUAKWONC.



MapdaMnAaq, ta MME petaoxnuatidovial og eUTOPLKEC TTAATOPUEC. To TTEPLEXOHUEVO TTAVEL VA Elval ATIAWCG
HUECO TIPOPROANC KaL YiveTal KAVAAL TTWARGEWY, dlapopdwvovtacg vea funnels influence-to-commerce tou
dev potdlouy pe tapadootakn dtadnpion. H otpatnykn kivnon edw eival 0 oxedlaoPOC HETPACIHWY
media-to-commerce powyv Kal cuvePyacolwy e kabapr anodoon.

Tnv idla otyun, totukeg kat hyperlocal kowvdtnteg cUYKPOTOUV VEQ OlKOCUOTAUATa ayopdc. Méoa amo
LOXUPEC TOTIKEG TAUTOTNTEC ONHLIOLPYOUVTAL «AYOPEC EYTILOTOCUVNG» HE LPNAGTEPN TILOTOTNTA,
XapnAotepn teRNA kat word-of-mouth ou pmopei va kKAlpakwOei. H evepyomoinon kowvotAtwy, n location-
based sputmelpia kat n cuoTnuatikh Kataypadpn oxecewv peéow CRM amoteAoUv TNV TPWTN OUCLACTIKA
kivnon.

Brand, EpymtiotooUvn kat Nonpatodotnon

H €kpnén Twv micro-brands kat twv founder-led emixelprioewyv LTTOONAWVEL pla BaBUTEPN HETATOTILON: OL
avbpwrTioL epTiioTEVOVTAL TIPOCWTIA KAl AUBeVTIKN cuvexela. Eva pikpo brand pmopel va utteploxVoeL evog
HeEyaAUTEPOU OTav SLABETEL LoXU PN adriynon Kal cuveTeLld. AUTO TTPOUTIOBETEL CUCTNHATIKA OOUNCN TOU
founder narrative: cadeic 6€oelg, Bepatikeg, pubpoc Tapouaoiag, kavaAla kat anodeielg.

2tov 310 d€ova, To ESG mavel va Asttoupyei we emikolvwviako tepifAnpa. H ayopd avayvwpilel ypriyopa
TO «dNBev» KAl TIHWpPEL TNV acuvenela. H a&lotiotia petatpenetal oe kepAAalo, Evw Xwpic autnv n
eMKolvwyvia kaBiotatat pioko. H opBn adetnpia eival to evidence-based ESG: tekunpla, deikteg Kat
TIPAYHATIKEG TIPAKTIKEG TIPLY attd omtolodnmote storytelling.

MapdM\nAa, avadueTal hla ved YevIA ETIXEPNUATIWY HE 0APEC TIOAITIOUIKO Ttpoonuo. Ta brands dev
avtaywvidovtal TTAEoV HOVO O€ XapaKTnPLoTKA, aAAd oe aieg, Tautotnta Kat KouAtoupa. Oool EKTTEUTIOVY
KaBapo TTOATIOHLKO CHPa AmoKToUV premium TomoBEtnon Kat Kowvo-Ttupnva. Auto anattei cuveldnto
cultural positioning: apxetumo, yAwooa, aiontikn Kat Kowotnta.

TeéAog, N EANABa apxidet va Aettoupyel we kOpBog dewyv yla tnv Evpwrn. Asv e§ayovtal povo mpoiovia,
aA\a yvwon, adnynon kat texvoyvwaoia. To amotéAeopa eival n dnuoupyia diebvoug aglag xwpig
avtioTtolxn avénon KOOTOUC TTapaywyng, HEow thought leadership assets kat e§aywylpwy frameworks oe
OUyYKeKpluéva verticals.

TexvoAoyia, Mapaywyilkotnta Kat Zuothua Ecodwv

H texvnti vonuoouvn tavel va AEITOUPYEL WC EVTUTIWOLAKO «Wow» Kal KaBiotatal adlanpayudateutn
TpoUTOBeon Aettoupyiag. Asv TPOKELTAL TIAEOV YA HEPOVWHEVEC EGAPHOYEG I TIELPAPATIKA projects, aAAd
yla utodopn doiknong mou ennpeadlel oplZovtia T anopAoelg, TNV mapaywyn TEPLEXOUEVOU, TN
BeAtiotomoinon dladkaclwy Kat tnv e§umnpetnon eAatwy. Ol opyavicpol tou evowpatwyvouy tnv Al otn
Baoikr Toug Aettoupyia Kivouvtal TaxuTEPA, ASITOUPYOUV ATTOOOTIKOTEPA KAl ETUTUYXAVOUV XAUNAOTEPO
kOoTtocg avd povada a&iacg. H mpwtn avaykaia kivnon dev eivatl n dkpltn uloBetnon epyalieiwy, arAd n
dlapopodwon evog cadouc Al operating model: kaBoplopeva use cases, TIOAITIKEG Xpriong, aglotiota
dedopéva kal avbpwrtiveg dIKAEdeC TTou dtacdaAidouy TTOLOTNTA, EUBUVN KAl CUVETIELA.

MapdAAnAq, o€ Topeic OTIWG N AloONTIKN KAl N LYEi, TO ETUXELPNHATIKO HOVTEAO PETATOTIZETAL ATIO TN
HEHOVWHEVN TIPAEN OTn ox€on duapkelag. Ot teAdteg dev ayopalouv AMAWC UTINPEGIES, AAA CUVEXELQ,
dpovtida kat epttiotoouvn. To anotéAeopa eival peyaAltepn ipoPBAeipdTnTa 003wy, LPNAOGTEPN adia
KUKAOU Cwn ¢ teAdTn Kal loxupotepn alomoinon tou CRM wg epyaieiou avantuéng. H otpatnykn
adetnpia edw eival o cuveldntog oxedlaocpog subscription Kal continuity poviEAwV: TTAKETA, journeys,
unxaviopoli dlatripnong Kat emavadpactnpLloTioincng TToU UETATPETIOVY TN 0XEon o€ otabepn pon.

Tautodxpova, cuvteAeital pla kpiown cuyxwveuon marketing, TwAnoewv kat texvoAoyiag. To funnel tavet
va eival akoAouBia amooTacpaTIKWY EVEPYELWYV Kal petacxnuatidetal o eviaio c0GTNHA ECOdWV, LE
Aoyikn RevOps. To emixelpnuatiké odpelog sivat dSUmAo: teplopidetal n omatdAn Kal BeEATIWvETaAL N
HeTatpor, evw Kabiotatal eplkti n kabapr Aoyodoaoia peow kowvwy KPI. H tpwtn ouclaotikn Kivnon
eival n eykabidpuon evog kowvou measurement layer, capwv handoffs peta&V opddwyv kat
ouppwvnuEVWY SLA Ttou euBuypappiouv TPoodoKieg Kal EKTEAEDN.



Tuva kavel o avayvwotng os 30/ 60 / 90 nuépeg
‘Eva mpakTiko mAdvo epapHoyng

To TAGvo TtoU aKoAoULBEL £xEL OXEDLAOTEL WOTE VA PETATPETEL TIC HETATOTIOELG 0€ EDAPPOCIUN aAayn,
Xwpigva dlatapacaoel Tnv kabnuepivn Aettoupyia. H Aoyikn eival dtadoxikn Kat elbapxnuUeEvn: mpwta
kaBapiletal N HETPNON KAl N LKAvOTNTA EKTEAECNC, 0TN cuvexela dokipdalovtal otoxeupéva pilots kat,
TEAOC, O,TL amodelkvUETAL ATOTEAECUATIKO BecpobeTeital wg ovoTnua.

MpwTteg 30 nuéEpeg — Aldyvwon, CTOXELGON Kal HETPNON

Kata tnv mpwtn ¢don, otoxoc eivat n dloiknon va arnoktnoel TARPN EMiyvwaon Tou TL HETPA, TL BEATIWVEL
Kal Tt odeilel va dlakoPel. Auto EeKvd pe Pla ypriyopn xaptoypdadnon cuvdgdelag toswy, Omou
eMAEyovTal U0 EWC TPELC PETATOTIOELG PE APEDN OXEON HE TO HovTEAD E00d WYV, armtodpelyovtag Tov
TIELPACHO TNC TAUTOXPOVNG LIOBETNONC OAWYV. AKOAOUBEL Eva OUCLACTIKO reset TNg HETPNONG, UE OPLOUO
Teploplopévou aptBpuov KPI tou dev eival deikteg patatodoéiag, ald avtikatomtpidouv payUatikn
armodoon og KABe 0TASLO: YETATPOTIEG, KOOTOC ATOKTNONG, dlATAPNON, ETAVAANTITIKOTNTA KAl XPOVOC ATtO
lead og kAsiowo.

Kpiowo otoxeio autng tng ¢daong eival n vylewvn Twy dedoUEVWY Kal N eviaia elkova rteAdtn. O €Aeyxog
tou CRM, Twv tags, Twv events Kat n Bactkn ixvnAdtnon Twy journeys anoteAoLy poulnodeon, kKabwg
Xwpic autd kdbe Al ) automation Ttapapével eVIUTIWOLAKO AAAA ETIXELPNHATIKA acBeveg. MapdaAAnAa,
aratteitat kabapotnta adpriynong: o€ pia oeAida amotuTiwVvETaL TToloL e{pacTe, Ttola uttdoxeon divou e,
ola anodelén tn otnpidel kal wola eivat n KOKKvn ypapun — Tt dev eipaocte. TeEAog, yivetal peaAloTKOg
eAeyxog tou pipeline, pe anotuntwon twy handoffs ano marketing oe TwWANRGCeELG Kal e§UTINPETNON, WOTE
Va EVIOTILOTOUV T onpeia otou xavetat a&ia f kabuotepei n anodaon.

To mapadoteo oto TEAOC TN TPWTING dpaonc ival Eva cadec Growth Baseline kat dUo €wc tpia Pilot
Charters, pe kaBoplopévo tL dokipadetal, twg kat pe ota KPI.

Huépeg 31-60 — Pilot ektéAeon Kal YPRYOPEG VIKEG

H deUtepn $ACN ETUKEVIPWVETAL GTNV ATIOJELEN ETUXELPNUATIKOU ATIOTEAECHATOC, OXL ATIAWG
dpaotnplotntac. EmAgéyovtal meploplopéva pilots pe EekdBapo atoxo. To pwto adopd tnv Al wg HoxAO
TIAPAYWYLKOTNTACG, HEoa attd eva r; VO USe cases TIoU HELWVOUV XPOVO Kal KOGTOC, OTIWC Asttoupyieg
TIEPLEXOMEVOU, dLaAoyr AltnUATWY eEUTINPETNONG N LTTOOTAPLEN TWANCewV. To devtepo pilot eotidlel oe
media-to-commerce 1) founder-led pnxaviopo, pye dnuloupyia porg mou odnyel oe PETPHOLUO conversion
Kal 0L artAwg o€ antxnon. OTou To HOVTEAO TO ETUTPETEL, dOKIPAOVTAL KAl nXaviopoi dlatrpnong Kat
subscription, pe maketa, follow-ups, loyalty triggers kat win-back akoAouBiec.

MapdaMnAq, yivetal evBuypaupion RevOps pe cadeic kavoveg: Tt Bewpeital qualified lead, oe olo
XPOVLIKO TtAaiolo yivetal ertadn Kat tolo eival to feedback loop peta&l opddwv. Znuavtikd HEPOC AUTAC TNG
ddaong eival kat n apaipeon onataAng, Ke Talcon EVEPYELWY TIOU eV TTAPAYOUV PETPROLUN BeAtiwon. H
melBapxia autn xpnuatodotei tnv emopevn avamtuén.

210 TéA0G TwV 60 NnUEPWY, TO TIAPAdOTEO ival Ta amoteAéopata Twy pilots kat pla cadpng Aiota
KALHAKWONG: TL cuvexideTal, TL JLAKOTITETAL KAL TL EVIOXVETAL.

Huépeg 61-90 — KAlpadkwon kat 6eocpobEtnon

H tpitn ¢don €xel wg otoxo va petatpePel ta pilots ano eudun «kKOATIA» o€ POVIUN OPYAVWTIKH LKAVOTNTA.
AuTO TtpoUTtoBETEL TN dNULIOVPYIA TUTIOTIOINHEVWY BLAdIKACLWY Yld TNV avamltuén: wg oxedialovtal ot
EVEPVYELEG, TIWC EYKpivovTal, TIWE HETPWVTAL Kal TTwE BeAtiwvovtal. MapdAAnAa, Beotidetal TAaiolo
dlakuBepvnong tng Al kat TtoldTNTAg, Y€ TIOALTIKEG XPriong, avbpwrTvn emomteia, standards yla tn ¢wvn
Tou brand kat, 6mou amatteitatl, Vopikn Kat Nk Bwpdkion.

To funnel e€omAileTal TAAPWC PE EpYaAEia HETPNONG ATIO TNV TIPWTN eTtadn UEXPL TNV ETTAVAYOPJ, UE
EekdBapa otddla, dashboards kat eBdopadiaio pubuo AnPng artopdcewyv. Ta narrative assets
avtigetwridovtal we Kepaialo Kal opyavwvovtal o€ BIBALOORKN TtEPLEXOUEVOU TTOU UTtooTNPIdEL



TIWAROELG, TIPOCANYELG, EUTILOTOCUVN KAl CLUVEPYACIEC. TEAOC, KATAPTIZETAL CUYKEKPLUEVO TIAQVO
KALLAKWGONG EEL UNVWY, PE eTTAOYR dU0 £WC TPLWYV PNXAvwy 000wV Kal cadn celpd tpoTEPALOTNTAC.

To mapadoteo oto TEAOC TNG TPiTNG Ppaong eivat to Growth System v1: pia otaBepn, emavaAqipn
Aettoupyia kat 0xL ad hoc ektéAeon.

OL TpeLg MUAWVEG eTLTLYXIAG

Mapda tn dawvopevikn TOLKIAIA Toug, Ta deka trends cuykAivouv og Tpelg BepeAlwdeLg TTVAWVEG. Edv
arovolddel E0TW €vag, N poodoc kabiotatal akpBn, eLBpavaotn Kal pn ertavaAfyLun.

O PWTOC TTUAWVAC eival Ta dEdOoHEVA WCE AVTAYWVIOTIKO TIASOVEKTNHA. AUTO onpaivel eviaia sikova
TeAATN, A&LOTILOTN PETPNON TIOU ETUTPETIEL TEKUNPLWHEVEC artodAaceLg Kat duvatotnta popAePng Kat
BeAtlotomoinong, 6Twg n avayvwplon cohorts pe payuatik a&ia kat KavaAlwy Ttou dnpioupyoly
dlatnpnon. Xwpig autd, n Al teplopidetal o€ EVTUTIWOLAKH TTAPAYWYr TIEPLEXOHEVOU, XWPIC OUCLAOTIKN
ETXEPNHUATIKN BeATiwon.

0O delTtepog MUAWVAC eival n apAynon we Baon epmiotoocuvnce. MephapBavel kabapr TomtoB£Tnon Tou
dladoportolel, cuvemela Aoyou Kal tpa&éng — Wiwce oe {ntrApata ESG — avBpwrttivn tapouacia 1dputr Kat
opadag wg oAAanAaclaot agloTioTiag Kal TIOAITIOHIKE evapuovion YE TOo Kowo. Xwpic adriynon, To
performance petatpenetal oe dnuompaacia Tiung Kat to brand yivetat avaAwaotpo.

O tpitog MUAWVACG eival To CUOTNHA TWARCEWV WC PNXAVIOHOC KAlHAKwaonc. Eviaio funnel, kowd KPI,
kaBapd handoffs, CRM wg epyaAeio avamtuéng kat OxtL amAng kataypadng, Kabwg Kat pnxaviopot
dlaTAPNONC KAL CUVEXELAC TIOU AEITOUPYOUV WC OeVTEPN PNXAvr €000wWV. Xwpic cuotnua TWARCEWY, N
avartuén eaptatal ano omopadikd spikes kat OxL ano poBAEYIUN pon.

KAeiowo

To cupmEpaopa tou report eival avotnPo aAAd Aettoupyiko: n emopevn tepiodog Ba avrapeidel T
ETIXELPNOELG TIOU AVTIHETWTTI{OUV TNV AVATITUEN WC SLloiKnon cuoTAHATOG Kal OxL W akoAouBia
evepyelwyv TpoPoAnc. Ta deka trends AsttoupyolV we eEWTEPLKEC OUVALELC TTOU ETUTAXUVOUV AUTH TN
petdBaon. OL TPELC TIVAWVEC ATTOTEAOUV TOV ECWTEPIKO TPOTIO VA PETATPATIEL OE HETPAOCLIUO ATIOTEAECA.

Eva pnvupa aéidel va mapapeive:Mnv Kkuvnyag tnv tacn. Xtioe tn gnxavi mou tTn HETATPENEL o agia —
He dedopéva, adnynon Kat cuCTNHA TTWARCEWV.



MAaiowo kat MeBodoAoyia Tekunpiwong



Yrtdpxouv dUo TPOTIoL va ypadTei €va report yia Ti¢ «taoelg». O TpwToc eival 0 eUKOAOG: pla KaAaiodntn
AloTa 1OeWV TIOL AKOUYOVTAL CWOTEC, AAAA JEV TIAPAYOUV UTIOXPEWGN, OeV ETURAANOUY TIPOTEPALOTNTEC
Kal dev odnyoLv oe antodacn. O deVTEPOC Eival 0 XPAOLHOC: Phla Xaptoypddnon HETATOTIICE WY TIOU
Bpiokovtal ndn o€ Kivnon, Je TPOTIO TIOU ETUTPETIEL CTOV AVAYVWOTN va TtapeL BEon, va avayvwpioel TL Tov
adopd, va eTAEEEL pLBPO, Kal va opyavwoel eKTEAeon. AUTO To report avhKel, OKOTILUA, otn deUTEPN
Katnyopia.

OL 5€ka petatoTioel TTou Tteplypadovtal edw dev avIlgeTwTtidovtal we Hoda 1 W CUYKUPLAKN
KukAoBupuia tng ayopdc. Avtipetwitidovial we aAAayEg otn SO TOU avIaywVvIoPoU: oToV TPOTIO JE ToV
ottoio xtidetal {Atnon, kepdiletal eumioTooUVN, HETATPETETAL N TIPOCOXN 0 £0000 KAl OPYAVWVETAL N
mapaywykotnta. MNava exel aia pyla tetola xaptoypadpnon, mponyeitat n pebodoAoyikn elbapyia: T
opidoupe wg “trend”, og Tola orypata otnpidetal n tekunpiwaon, mTwe mPENeL va dlaBacTtel To Kelpevo Kat
Tola eivatl ta 6pld Tou.

1.1 Tuopidoupe wg “trend”
Kpttnpla: kKAlpaka, emitaxuvon, anodoaon, pioko

210 TTAaiclo autou tou report, “trend” dev eival pla TEXVIKA, Eva KAVAAL i Yla TpooKalpn ItpoTtipnon tou
kowvoU. Trend eival pla petatomion mou, otav apxioetl va Asttoupyel, aAAAZEL TOUG KAVOVEC TOU Ttatxvidlov
O€ TIEPLOCOTEPOUC ATIO Evav KAAOOUG KAL YA TIEPLOCOTEPOUC ATto £vay TUTIOUC ETIXEIPROEWV. Agv
TEPLYPAPOUE ETUPEPOUC TAKTIKEC. MNeplypddoupe aAayEg TTou eTtnpeAlouV TN OTPATNYLK.

MNava cupmeplAndBel kATl We trend, tepvdael amod 1€coepa GIATPaA, Ta oTtoia ASITOUPYOUV WC KNXAVIOHOG
ooBapotnTacg Kat OxL we pntopLkn dakdéounon.

MpwTtov, N KAlpaka. H petatormion odeilel va ayyidel Eva eTTApKWE HEYAAO HEPOC TNC OLKOVOULKAG
dpaotnpLoTNTag, eite Aueoa eite eypeoa. KAijpaka edw dev onuaivel Hovo 0yKo ayopdg. Znpaivel dtaxuon
KOl ETILPPON O€ TEpLooOTEPA Ao £va emineda tavtoxpova: brand, TwAnocelg, eEumnpetnon, tpocAnyeLg,
OuVEPYAOIEC, ASITOUPYLKO KOOTOC. Mia «tdacn» Ttou adopd pla eEELWOIKEVPEVN UTIO-AyopdA Xwpicva
HETaBAMEL TO povTeAo avartuéng dev eival avtikeipgevo autou Tou report.

AeUTepoy, N etutdyxuvon. Aev apkei KAt va uttapxel. Mpémet va emtayxvvetal. H emtdyxuvon eival to onpeio
OTIOU pla JeTatotion avel va eivat «vea 1o€a» kal apxidel va yivetal kavovikotnta. H mpotepaidtnta
divetal oe trends ou gpdavidouv onuadia dlaxuong Kal cuoTnUatonoinong: amod JePovwWHEVA
mapadeiypara oe emavalapBavopevo potipo.

Tpitov, n amédoon. Kabe trend agloAoyeital wg mpocg to av ymopei va pyetadppactel oe HETPHOIHO
ETUXELPNHUATIKO amoteAecpa. Atodoaon pmopei va eivat avénon ecodwyv, avénon LTV, peiwon CAC,
BeAtiwaon conversion, yeiwaon xpovou amdgpacnc, BeAtiwan Tapaywylkotntag f otabepotoinon Atnong.
Av pla petatomion dev UTtopei va 00nNyNoEL 0€ CUYKEKPLUEVEC BEATIWOELG, TOTE AVAKEL TNV KATNYOpPia Tou
evoladpEPOVTOC OXOALACHOU — OXL TNC ETIXELPNOLAKN G OTPATNYIKAC.

Tetaptov, 10 pioko. To report eivatl okoTIUa AvoTNPEO: pYla Taon dev eival povo sukalpia, eivat kat kivduvog
yla 6coug dev pooappodovtal, kat kivduvog AavBaopevng edappoync ylia 6coug eTixelpoly va thv
vloBetnoouv. To pioko afloAoyeital o Tpia emimeda: AvIAyWVIOTIKO pioko (Tt cupBaivel av dev KivnBeig),
AELTOUPYLKO PIOKO (TL «OTIAEL» HECA OTOV OPYAVICHO av KlvnBeic dtcaAa) Kal pioko prpncg/epmiotoouvng,
10iwcg oe tedia ortwce ESG, Al kal dnuooia tortobeTnon.

Me autd ta KkpltipLa, €va trend amoktd eTxelpnUatikn Baputnta: €xel ePBEAEL, KIVE(TAL YpnyopoTEPA
aro 1o “business as usual”, ytopei va armodwaoel PeTproa Kal anattel copapn diaxeiplon kKivduvou.

1.2 Ze L otnpidetal n tekynpiwon

Market signals, cupumeplpopikd HoTiBaA, OPYAVWTIKEC HETATOTIOELG, TEXVOAOYIKEC UTIODOMEC



H tekunpiwon oe auto to report dev Bacidetal oe piatnyn kat dev otnpidetal o anecdotal
mapatnpnoelc. H pebodoioyia akoAouBei pla apxn mou, o Keipeva otpatnylkng, sival pun
dlamnpaypatevolun: kapia .oxupn 6€on xwpic tptywvotoinon. MNa va 6ewpnbei katL aglomioto, MpEneL va
epddavidetal Tautoxpova o€ TEPLOCOTEPA ATIO £va ETMEDdA OAUATOG.

Ta enineda tekpunpiwong eivat tecoepa.

MpwTtov, market signals — ta ocripata tng ayopdg. Edw evtdacoovtatl 0Aa 6ca deixvouv TtoV PHETAKIVELTAL TO
XPNAHA, N TTPOGCOXH Kal Ol IKAVOTNTECG: AAAAYEC GTOV TPOTIO TIOU OL ETIXELPNOELC ayopAdlouV TIPOROAN Kat
OUVEPYAOIEC, HETATOTILON ATtO HEPMOVWHEVEC KauTtavieg o cuotripata (CRM, subscriptions, RevOps),
avénon {ATNong yla CLYKEKPLUEVOUC pOAouc Kal tkavotntec (Al operations, performance+data, content
systems), kaBwcg kat doplkeg alayeg oe media Kal TAATGOPHEG TIOU HETATPETIOUV TNV ETILPPON) OE
eumoplo. Ta market signals eivat kpiowa yuati eivat dUokoAo va AactoypadnBouv: étav alAdalel n
KATAVO UM TIOPWYV, KATL TIpAyHatiké cupBaivel.

AeUTeEpPOV, cLPTIEPLPOPIKA POTIBA — O TPOTIOC TTOU Kiveital o AvBpwttog. Ot ayopeg dev aAAalouy eTeldn
aAAAdel n opoAoyia, aAAd emeldr aladel n cuptiepldpopd. Edw e€etalovtal potifa OTwe N TTtwaon avoxng
01N JLAKOTITIKN dladrplon Kal n Avodog TNE EUTILOTOCUVNC O€ TIPOCWTIA KAl KOWVOTNTEC, N HETABAcN amo
HEMOVWUEVEC AYOPEG OE OXEDELG ouvexeLlag (1Biwg oe uTtnpeaoieg), N avéavopevn Baputnta tng aglomotiag
Kal tn¢ dltadavelag otnv anodacn ayopdg, KaBwge Kat n evioxuon tng MOATIOPIKAC Tavtiong (agieg,
aloOnTiknA, YAWooa) wg KPLTNPLo ETUAOYNAC.

Tpitov, OpyavVWTIKEC HETATOTIIOEIC — TO ECWTEPLKO TN eTtXeipnonc. Eva trend Bewpeitat wpipo otav
apxi¢el va aA\alel opyavoypappa, dladikaoieg kat Aoyodoaoia. 2 auto to eninedo, n tekpunpiwon apopd
Tn duartiotwon ot oL Aettoupyieg marketing/mwAnocewv/texvoloyiag avaykalovtal va evoroinouv oe
Kowo funnel, 6tL N Tapaywyn MEPLEXOHEVOUL LETATPETIETAL O AELTOUPYIA KAL OXL OE EVKALPLAKO project, OTL
N edmelpia meAdtn cuvdEeTal e revenue outcomes, kat 0Tt N Afn anoddcewyv anattei mAov data
literacy kat 0xL povo «epTELpia».

TEtaptov, TeEXVOAOYIKECG UTIODOPEC — N BAoN TtoU eTLTpETEL TN HeTABacon. H texvoAoyia dev e€etdletal wg
EVIUTIWOLOKN KAWVOTop{a, aAAd wg uttodour Ttou Kadlotd ePIKTH pla vea payyatikotnta: epyaieia Al
TTapaywyng kat avaiuong, avtopatomoinon powv, CRM kat segmentation, instrumentation tou funnel kat
unxaviopoi tpoowrtotmoinonc. Eva trend dev KAlHakwveTal xwpic uttodopn. Kat, avtiotpoda, n uttodoun
dev amodidel XwpPIiC 0pyavwTIKA ETOOTNTA Kal KaBapn adprynon.

H ouvoAkn Aoyikn Tekpnpiwong eivat amAn kat avotnpn:To trend eivat «<aAnBwvo» otav epdavidetat
Tautoxpova os cuumepldopd, ayopd, opyaviopo Kat uTtodopr. Av UTTAPXEL HOVO o€ pia dldotaon,
avTigeTwideTal wg uoBeaon epyaciag, OxL WE oTPATNYIKO dedOUEVO.



1.3 Nwg dtapadetal to report

Qg epyaleio antopaong, OXL WG EVNHEPWTLKO KEIHEVO



To report dev €xel ypadTel yla va EVTUTIWOLACEL e 0poAoyia i yia va AEITOUPYACEL WC YEVLKN EVNHEPWON.
Exelypadtei yia va Aettoupynoel OTtw g Aeltoupyei Eva coBapo oTpaATNYIKO EPYAAEio: va o€ avaykAaoel va
Tdpelc B€0n Kal va opyavwoelg pdéelc.

O 0pB0¢ TpoOTIOC Avayvwon  eivat TPLTASG.

H mpwtn avayvwon adopd tn xaptoypdadnon cuvdodelag. O avayvwotng odeiAel va evromioesl tola dVo
€wc tpla trends €xouv Apeon ox€on He To HOVTIEAO £00OWV Tou. OxL TTola eival «Ttio evdladpEpoviar, Al
TIola UTtoPOoUV va JETakvioouy arnoteAeopa. To report dev tpouTtoBeTel 0TL OAa ta trends sival e€ioou
OnNMAvILKA yia 6Aouc.

H deUtepn avayvwon adpopd tnv emtiihoyn puBpoL Kat piokou. KdBe trend €xel cwotd TPOTIo LIOBETNONC.
Kamoleg petatotmioelg anattovyv ypryopa pilots yiati n ayopd tpexel. AMeG anattolv BeouLkn
TpoeTolpacia yati to pioko prung kat epriotoouvng sivat uPnAd. O avayvwotng KaAsital va anodaocioel
oV Klveltal ypriyopa Kat o Xtidel mpwta mAaicto.

H tpitn avayvwaon adpopd tn yetatporr o tpoypappa 30/60/90 nuepwyv. H a&ia tou report
oAokAnpwvetal poévo otav petappaoctei oe cadence: Brpata, KPI, mapadotéa kat poAoug Aoyodoaoiac. '
auTo KaBe kepAAalo odnyeil oe TIPOTEVOUEVEC EVEPYELEC KAl O ouvnBlopeva AdBn epappoync. H mpobeon
dev eival va «uloBetnBel n WOEQ» KAl va ATtOTUXEL N EKTEAECT, AAAA va pPelwBel n iBavotnta amotuxiag
HEow dopnpévng ehapUoyAG.

Me dAAa AoyLla, auTo to report dlaBadetal ottwg dtaBdletal €va manual aAAayng cuoTHHATOC — OXL OTTWG
dlaBadetal eva apBpo ayopdc.

1.4 Neploplopoi Kat TapadoxEg
MNa va eivat Beopika «opixto»

Kavéva report yia to péANov dev €xel agia av dev dnAwoel kabapd ta opld tou. To tapodv Keipevo dev
loxupidetal 6tL IpoPAETEL yeyovoTa Pe akpiBela, oUTE OTL AVTIKABLOTA TNV ETIXELPNOLAKNA Kpion.
Meplypdodel loxupeg katevbBUVoEL UE BAoN onUEPLVA orUATa Kat Ttpoteivel doueg anodaong Tou
HELWVOULV pioKo.

O xpovikocg opidovtacg eival 24-36 pnvec. To report dev ettixelpei va eplypAel «tov KOGUO o€ dEKA
Xpovia». Eotiddel o petatotioslg ou ndn epdavidouv emitaxuvvon Kat Exouv uPnAn TBavotnta va yivouv
KAVOVIKOTNTA OTO APYECO PECOTIPOBECHO.

H ebappoyn Twy trends dladoportoleital avd KAAdo Kal eTinedo wplhotntag. Mwa enixeipnon pe vPnAn
Wndlakn wplpotnta kat kabapoé CRM 6a anoppodrioet taxvtepa Al kat RevOps. Mua emtixeipnon ou
Baoiletal o€ offline {Antnon R €vtovn emoxikotnta 8a xpelaotei dladopeTikh akoAoubia evepyelwv. To
report divel katevBOuvaon, aAAd n tapapetpotoinon yivetat pe BAcn To poviEAo Kal ta dedopéva Kabe
opyaviouou.

Ta dedopéva Kal n HETPNON anoteAolV TEPLOPLOTIKO TIAPAYOVTA Yia Eva HEPOC TNG AYOPAC. 2€ APKETEQ
EMNVIKEC ETIXELPAOELC N HETPNON TIAPAPEVEL EAATIAG 1) ACUVOETN, YEYOVOC TTOU TtepLlopidel TNV Apeon
amod0o0n OPLOHEVWY TIPWTOROUVALWY. ' autod To report divel Wolaitepn Epdacn otn BepeAiwon
measurement layer TtpLv amo emOETIKA KALUAKWON.

To puUBULOTIKO KAl BeoUIKO TTIEPIBAMOV eival eTtiong kpiotpo. Al, dedopéva, loxuplopoi ESG kal dnuodaoia
ETUKOWVWVIA PEPOUV AUENUEVEC ATIALTACELC CUHMOPPWONC Kal Tekpunpiwaonc. To report dev Asttoupyel weg
VOULKN 1 KaVoVIoTIKA 0dnyia. Aettoupyel we oTpatnylkog odnyog ou poUToBETEL OTL KABE eTixeipnon Ba
Beopobetoel KATAAMNAEG DIKAEIDEG.

TeéAog, N dUoN TNG Tekunpiwong eivat dopikd pattern-based. H ayopd pmopei va aAAd&et puBuod Adyw
HOKPOOLKOVOULKWY, YEWTIOALITIKWY I TOHEAKWY YEYOVOTWYV. AUTO TTou Bewpeital o otabepod eivatn
KatevuBuvon: N HETATOTILON TIPOC OEOOUEVA, EUTILOTOOUVN KAl CUCTAMATA TTWARCEWYV. AUTOC ival o
OKANPOCG TTUPRRVAC TOU report.



0O o16)x0¢ dev eival va «dkalwBei» yia tpoBAedn. O otoxog sivat va o0&l otov avayvwoth pla
HEBOBOG: va EeXxwpidel To onpa ano tov 06pufo, va ETMIAEYEL IOV EMEVIVEL KAL VA HETATPETEL
HETATOMICELG OE MPOYPAHUHA TIPAEEWYV HE EAEYXOHEVO ploKo.




2.1 H EAAGda wg¢ “Test Market” yla eupwmnaika tpoiovta

H pikpn kAlpaka, n Pnélakn wplgotnta Kat To TToAuUdLAoTIaoTo Koo Kablotouv tTnv EAAAda 1daviko
€EPYAOTHPLO SOKLUWV.

2.1.1 Teivat auto 1o trend kat ylati €xel onpacia twpa

YTtapxouv ayopEG TIou avtapeiBouv tnv LoxL Tou budget kat ayop€g ou avtapeiBouv tnv taxutnta

pdadnoncg. H EAAAda, otnv emtopevn ddon tng, Teivel va Asltoupyrnoel OAOEVA TIEPLOCOTEPO WCE N OeUTEPN
Katnyopia: gla ayopd Omou 1o MAsoVEKTNHUA dev XTideTal HOVOo amo To TTOco duvatd «HIAAG», AAAA aTto TO
000 ypryopa kataAapaivelg Tt Tpaydatikd SoUAEVEL — KAL TO HETATPETIELC O ETTAVAANPLUN LkavoTnTa.

‘Otav piAdape ya “Test Market”, dev evvooUE ATTAWC OTL «E(PAOTE PIKPA XWPA, Apa SOKIPAZELG EVKOAQX.
EvvooUpeE KATL 0UCLACTIKOTEPO: OTL N EAAADA pTtopEl va AEITOUPYACEL WC CUUTIUKVWTHG EUPWTIAIKWY
ouUTIEPLPOPWYV OE HIKPOTEPN KAIHAKA, pE uPWNAR TPBN ota Pndlakd KavaAla, Eviovn entidpacn Tou word-
of-mouth kat éva piypa Kowvou TTou eTITPETEL YPAYOPA KAl A§LOTILOTA CUNTIEPACHATA YA TIPOTOV,
TIHOAOYNON, ETIKOWVWYVIA Kal EPTIELpia.

To trend auTo yivetal Kpiolpo TWEA yLaTi Ol EVPWTIAIKEG ETIXELPAOELC — Kal €10LKA Ta brands Tou
ETUOLLWKOULV TIAVEU PITIATKO amotUTwpa — dev avalntolV TIAEOV HOVO «XW PEG-ayopEC». Avalntouv
«XWPEC-UNXAVEC HABNGCNG»: TOTTOUC OTIOU PTIOPOULYV va JOKIHACOULV yphyopa, va Bpouv To cwaoTo
positioning, va ofuvouv to value proposition, va avte€ouv Tnv KpLtkn, va apatpecouy friction amod tnv
EUTIELPIA KA, OTN CUVEXELQ, VA KALUOKWOOUYV OE HEYAAUTEPEC AYOPEC UE HIKPOTEPO PloKo.

H EAAAda, Adyw dopnc, urtopei va tpoodEpel auto to learning advantage — pe pia mpolmobeon: 6TLn
OOKLUN yivetal cwoTtd, pe HETpnon, elbapxia kat epunveia. Aot kaBe test market eivat dUTAG oTA0. Av
HABelg cwoTtd, kepdilelg Xpovo Kal KeddAato. Av pdabelg AddBog, yevikevelg eodaApeva Kat XAvelg kat ta
dvo.

2.1.2 MoV 10 otnpidoupe Kal TeEKgnPiwaon tng aroYyng

H tekpunpiwon autoL tou trend TPOKUTITEL ATIO TPLYWVOTIOINON TECOAPWY ETUTEDWV: CHUATA AYyoPAC,
CUUTIEPLPOPLKA HOTIBA, OPYAVWTIKEC HETATOTIIOELG KAL TEXVOAOYLKI UTTODOWN). 2TOX0C dev eival va
kKataypadei pla «wpaia taon». ZT0Xo¢ eival va anodetxfel 0Tl TtpOKeLTaAL yIa HETATOTILON TIOU PTIOPEL va
HETATPATIEL OE OTPATNYIKO TIAEOVEKTNHA.

(a) Market signals: ywati n EAAada “Byadel vonua” wg epyactiplo

MpwTtov, To KOOTOG KAl N eVEALEIA TWV TUAOTIKWY evepyelwy. Miwa TIIAOTIKA evepyoTttoinon, Ynolakr otnv
eKTEAEON Kal oadc oTn HETPNON, UTtOPEl va 0TNOEL PE TILO EAEYXOUEVO KOOTOC OE OXEON UE HEYAAEC
ayopeg, Xwpigva Buoitdletal n oldtnTa TWV dedOPEVWYV. AUTO dnuloupyel TEPIBAAOV OTTOU TO KOOTOG
TOU TtelpApatoc eival dlaxelpiolpo Kat, CUVETIWGE, N KOUATOUPA SOKLUNG UTTOPEL va yivel TTILo ETIOETIKN,
Xwpigva petatpamnel o€ TUXOSLWKTIOUO.

AeUTeEpOV, N ayopd ivat ikpr), aAAa oxL amtAn. H «uikpn ayopa» dev onuaivel opoloyevela. 2tnv EAAada
CUVUTIAPXOULV EvTova SLapOPETIKA UTIO-KOLVA: KOLVA TIOU KIVOUVTAL PE KPLTAPLO TIMAC, KOowva premium/
€1KOVAC, KOWA PE LoXU P TOTIKH TAUTOTNTA, Kowd he uPnAn Yndlakn TtpLpn Kat Kowva Tou ennpedalovtal
ducavaloya amo epmelpia kat aglomiotia. AuTo to piypa kablotd tnv EAAada xprolun wg stress test: av
KATL otabei edw pe cwaotr peBodoloyia, cuxvd «kpatd» Kat aAAou.

Tpitov, n emoxIkOTNTA AeLTOUPYEL WG EPYAAEio, OXL HOVO W TIPOPRANUa. H EAANGBa epdavidel Evtovn
ETIOXIKOTNTA O€ TIOAAOUC KAAdOoUC. Na évav opyaviopo Tou EEpeL va PETPA, auTo dev eival amtAwg dUoKoAia-
elvalt mAsovekTnNUa. NMpoodepel puoika kUpata Atnong yia SoKIPEG oe messaging LPWNARC Kal XapnAng



ntnong, pricing elasticity, avtoxn supply/fulfillment kat— 1o KpLOWOTEPO — yLla va davei av To TTPoiov Kat
N UTtOOXEON TOU KpatoLv otav tepdaocel o 60pufoc.

(B) Zupmteprpopika potifa: yiati n EAAada “piAdsl” ypiyopa

MpwTtov, n dlddoon dAUNG, BETIKNC KAl ApVvNTIKAG, eival Taxeia. Ze ayopEQ HE LOXUPEC KOWVOTNTECG KAl
€VTOoVN KOWWVIKN petadopd tAnpodopiag, n pripn Kwveitat ypnyopotepa. Auto kablotd tnv EAAAda
10aviko TtepIBAAoV yia tests Ttou adopouv adlotioTia, epmelpia, customer support kat tnv «aAnela Twv
UTTOOXECEWV».

AsgUtepov, n evalcdnoia otnv agia eivat vPnAn. Ol KaTavaAwTe agloAoyolV Evtova ThV LlooppoTTia «TL
Taipvw yla auto 1ou divw». Na éva brand oe market entry, auto Asltoupyei WG ETTAXUVIAC KaBapotntac:
avaykadel 1o value proposition va yivel GUYKEKPLUEVO. TEVIKOAOYEC UTTIOOXECELG DEV AVIEXOUV.

Tpitov, utdpxel xapunAn avoxn otnv tpootoinon. H ayopd teivel va tTipwpei to uttepBoAikd packaging
Xwpicovoia. Q¢ unxaviopog SoKIKNAG, auTo sivat e€alpeTIKA XproLo: anokaAuTtel vwpic av éva brand
OlaBeTel Mpaypatiko tupnva a&iag n otnpidetal o ETKOIVWVIAKO gloss.

(y) Opyavwtikég petatomnioelg: To test market anattei véo tpomno Asttovpyiag

MNava aélomotnoelc tnv EAMAda we epyactnplo, dev apKei va TPEEELC «HEPLIKEC KAUTIAVIES». ATtatteital
aAAayr oTov TPOTIO TIOU OPYAVWVELG TteElpapata (urtoBeaelg, cohorts, xpovikd tapabupa), otn HETPNON
(events, attribution, CRM capture), otov puBuo anoddoswyv (weekly cadence, anodacelg kill/scale) kay,
KUpiwg, otn ouvdeon marketing—sales—service. AlOTL TTOAEC DOKIUEC EV ATTOTUYXAVOULV OTNV TIPOBOAN
aA\A oTNV gpTtELpia Tou akoAouBel Tnv Tpwtn enadn.

H geupUtEpPN HETATOTILON TWV ETIXEIPACEWY TIPOC CUCTNULKOTEPN AstTovpyia avartuéng —
instrumentation, CRM, customer journeys, RevOps Aoylkri — gvioxUeL TNV TOavotnta va uttapéouy
ooBapd pilots, pe mpaypatikr duvatdétnta pabnongc.

(3) TexvoAoyIlKEG UTTOBOHEG: XWPIG AUTEG Sev uTtapxel “padnon”

‘Eva test market eival t0co KaAd 600 n petpnor tou. QPLUOTNTA dev onuaivel «<€XoOUUE Epyaisia». Znuaivel
ot utopeic va cuvdeaoelg traffic > lead > sale > repeat, va E€pelg TL TPOKAAECE TLKAL va PNV artodacidelg
arno 6opupo.

H Al o auto to TTAaiolo dev eival dlakoountikr. Elval toAamAaclaotig: eTitaxVUVeL TTapaywyn Kat
TIOLOTIKEC TIapaAAayeg dSNULOUPYLIKOU, eVioXVEL TNV avaAuon potiBwy kat BonBa otn tumomoinon tng
HABnong wote va petadEpetal o AMNEC ayopEG.

Zuunépaopa tekgnpiwong: H EAAAda dLabETel XapakTnpLloTIKA ayopdg TToU ETILITPETIOUY YpHyoPn,
OXETIKA OLKOVOHLKA AAAA OPKETA «OKANP» SOKLUN. AUTO TNV KABLOTA TIOAUTIUN OXL HOVO VLA ELOAYWYEQ
TpoldvTwy, aAd yia tn dnuoupyia exportable playbook.

2.1.3 Tuonpaivel auto yta'EAAnveg emxelpnpatieg Kat epyalopEvoug

Av 1o trend auto LoxUelL, ol eTunttwoelg dev teplopidovtal oto medio TnG eTikowvwviag. Ayyidouv To HoviEAo
avanttuéng, tn 6€on tng EAAAdag otnv aAucida a&iag kal tig de€lotnteg tov Ba apeifovrat.

MNa emyepnuatieg: TpeLg eukalpieg Kat U0 UTIOXPEWOCELG

H mpwtn eukaipia eivatl n pet@dBacn amno «ayopd katavaAwong» o€ «ayopd padnong». H ouolaotikn
petakivnon eivat va pnv BAETeLg tnv EAMAda povo wg edio mwAncewy, aA\ad wg medio learning tou
mapayetl aéia. Otav eva eAANVIKO oxnua huropei va anodeiel 0Tl otrvel telpdparta, mapdyet
oupmepacparta, BeAtiwvel conversion kat retention, petwvel CAC kat tapadidel «ttL pdbape» oe popodn
TTOU KALHOKWVEL, TOTE dev avtaywvidetal Hovo Pe TIHEG. AvTaywVideTal we oTPpaATNYLKOC CUVEPYATNG.



H deUtepn eukatpia eival n dnulovpyia e€aywylpwy playbooks. To mpaypatiko asset dev eival «kavape yua
ETUTUXNHEVN KAUTIAVLIO», AAAA N SopNUEVN yVwon: Ttola gnvupata dovAeay, o€ tola segments, Pe TOLO
distribution, oe mola T(poAdynon, pe oo onboarding kat ool Tapdyovteg tpokAAeoav retention. Auto
TO TIAKETO yvwong propei va e§axBei. Kal n e€aywyn yvwong, wg kavovag, dlabetel kaAutepa teplbwpla
aro tnv e§aywyn commodity utnpectwy.

H tpitn eukaipia eival n emavatomoBEtnon eAAnVIKwy brands w¢ smart scalers. Ot ETIXEPOELG TTOU
XTLCOLV IKAVOTNTA TIELPAPATICHOU PTIOPOUV Va KIvNBOoUV TIPOG TA €W CUCTNHATIKA: OXL UE «EATIIOO», QA
UE TEOT, amodeifelc Kal yovtéAa. AuTto pelwvel Tnv TIBavotnta damavnpng anotuxiag o peyaAlTepPEC
ayopec.

O 300 uTtoXpewWOoELC eival avtiotolxa auoTnpEec.

MpwTtov, elBapxia otn pEtpnon. Xwpic copapn yétpnon, To test market petatpenetal oe
avtoeéamnatnon. H ocuxvn tayida eivat va Bagdtidovtal we anoteAéopata pawvopeva tou odpeilovral oe
ETIOXIKA KU ATaA, Tipoocwpvo hype N traffic xwpig epmopikn aia. Omolog BEAeL va alomotroet to trend
odeilel va emevdloel e measurement layer kal og Aoyodoaia KPI.

AsUtepov, cLvdeon epumelpiag pe utooxeon. H eAAnVIKi ayopd eviottidel ypriyopa tnv acuverela. To test,
OLVETIWCG, dev PTopei va eivat povo diadnuion. Npgnet va kaAvuTtel eEunnpetnon, mapadoon/
dlaBeopotnta, onboarding, after sales kat Tov TPOTO TTOU ATTAVTAC OTAV KATL TtAel oTpaBd. Autd avédavel
TNV TTOAUTTIAOKOTNTA, AAAd eival akplBwg auto Tou Kavel To learning TToAUTIHO.

Nna epyalopévoug: moleg de§lotnteg aveBaivouv oe agia

Av n EAAGSa Aettoupynoet o evrova wg test market, aveBaivouv ot de€lotnteg ou oxetidovral ye
udbnon kat cuoTnua, OxL Hovo he ektéAeon. H a&la pyetatomidetal Tpog TNV LKAVOTNTA TELPAUATIOHOU Kal
dopngumobeoewyv (hypothesis-driven execution), Ttpog To tpakTiko data literacy ou Eexwpidel signal
armo noise, tpo¢ tn petatporr features o€ value kat tn dOUNon amodeifewy, TTPOC TOV CUVTIOVICHO
marketing—sales—service Ttou amotpEmnel Tnv actoxia ota handoffs kat, téAog, tpog tnv Al-evioxupévn
TTapaywylkotnta pe eAeyxo mowotntac. H Al dev Ba avtapesiel tov 86pupo- Ba avtapsiPel cuveEnela,
governance Katl lkavotnta dlatApnong moLlotntacg o€ KAlpJaka.

2.1.4 Nwg pnopei n AWGMeta va cuvdpdapel oTnV evowpdatwon tov trend

MNava a&lomownBei n EAAAda wce test market, amatteital gla cuykekpLpevn tkavotnta: Aettoupyia Pilot-to-
Scale. H duvatotnta, dnAadn, va UETATPETIELG HIKPEC DOKIPEG O€ ATIOOELKTIKA OTOLXElO KAL 0T CLUVEXELQ
o€ KAlHAkwon, Xwpic va xavetat n akpipela.

H AWGMeta pmopei va cuvdpapel pe eva dopnpeVo TAaioLo Ttou dev eavtAeital otnv emkowvwvia, alAa
KAAUTITEL TO TTANPEC cUoTNUA HABNoNG: oTpatnyikn, instrumentation, dnuloupyko, funnels, CRM kat
governance.

(A) Pilot-to-Scale Framework: n pnxavn mou gykadiotatat

H mpooeyylon opyavwvetal o €€ evotntec:lNpwtov, Market & Segment Design, pe emiloyn
Teploxwv/segment clusters, oplopo test personas kat xaptoypddnaon aviaywvicpoU Kal KATNYopLaKwy
urtooxeoewv.AsUtepov, Value Proposition & Message Architecture, pe kabapr tpotacn aiag, message
matrix ye eAeyxopeveg TIapaAayeC ava Koo Kal KavaAla Katl kavovec tone of voice wote to test va eival
ouykpiowo.Tpitov, Measurement & Instrumentation Layer, pe KPI ava otddlo (awareness, intent,
conversion, retention), tagging, events, CRM capture kat dashboards mou exwpidouv signal amo
noise.Tétaptov, Experimentation System, pe backlog uto8€cewy, telpapata
dnuoupylkov/landing/offer/price kal xpovikd tapabupa pe kavoveg kill/iterate/scale.lMéumtov, Growth
Operations & Process Governance, pe eBdopadilaio cadence anoddcewy, post-mortems Tou mapdayouv
yvwon kat cuvdeon e TwARceLl/eEUTINPETNON WOTE To test va avtikatompidel Tpaypatikn
epmelpia.Ektov, Scaling Blueprint, pe antotuntwon “what we learned” oe playbook, kpttrpla petadpopag
oe AMec ayopéc kat localization rules (Tt aAAdeL Kal TL HEveL (D10).

(B) Tumapadidetal wg anoteAsopa



Evdelktikd, n Aettoupyia autr mapayel cuykekplpeva mapadotea: Pilot Charter (okomog, KPI, segments,
KavaAla, pioka, timelines), Message & Creative Matrix (Tt dokipdadetal kat yia 1olo kowo), Measurement
Spec (events, naming, attribution, CRM rules), Experiment Backlog yia opidovta 6-8 eBdopddwyv, Weekly
Decision Pack ywa ypnyopecg anoddoelc kat, t€Aog, Learning Report & Scaling Blueprint wg playbook
KAlHAkwonc. H kpiown dltadopd eivat oti to pilot dev avtipeTwidetal wg Kapmavia, aAAd we pnxavn
TTapaywyng amodeténg.

(F) Nwg evowpatwvetal n Al emixelpnolaka

H Al elo€pyxetal pe AsIToupyLkn AoyLkn o€ tpia onueia: creative throughput (teplocOTEPEG TTOLOTIKEC
mapalayeg pe ouvoxn), insight mining (avaAuon patterns avda cohort/kavaAv/pnvupa) kat documentation
(vetatporh learning oe playbook tou kKAlpakwvel). Me pounoBeon governance: standards, avBpwrtivn
emonteia kat cadnc oplopoc emITUXIAC.

2.1.5 Kivduvol kat ouvnOn Aabn epappoyng

‘Eva test market pmopei va odnynoet o e€alpetikd cwoTtd cupTepacpata n o e€alpetika Adbog
ouumepdopata. Ta cuvnBeotepa AdBn eivat tpoBAE YA kat, dpa, TtpoAapBavovtal.

MpwTov, overfitting otnv eAANVIKA WBlattepoTnTa: KATL IOV doVAePe 5w, AOYW ETTOXIKOTNTAG N
OUYKEKPLUEVOU KoLlvoU, eKAAUBAvVETAL WC YEVIKOC Kavovag. To opBo eival va dtaxwpidetal To TOTKO
dawvoépevo amno To aveupwtaiko pattern.

AeUTEpOV, KUplapxia vanity metrics avti egmoplkAg aAnBelag: reach kat engagement xwpic ouvdeon e
leads, conversion kal repeat. Tote 1o test market yivetat show, oxt uyaénon.

Tpitov, adVvapo measurement layer: av dev Pmopeic va anodwaoelg ATOTEAETUA 0 HETABANTEG (LAvVULQ,
offer, landing, segment), TOTe TO AMOTEAECHA €ival yvw N, OXL ArOdELEnN.

Tetaptoyv, test povo otnv kopudn tou funnel: dokipalovtal ads kat creatives, aAAd OxL onboarding,
customer service, pricing | product experience. Etol «tepvd» KATL TIou Ba oTtdoel OTtav KALHAKWOEL.

Mépmrtov, acuvemnela brand—-experience: uTtdoxeon premium pe PETPLA epTtelpia. H eAAnvikn ayopd
TIHWPEl ypryopa TETOLEG ACUVETIELEG KAL TO learning yivetal apvnTiko, e KOOTOC TTou adrvel ixvoc.

‘Ektov, anoucia cadence amopdocewv: xwpic eBdopadiaia dtadikacia kill/iterate/scale, to test TpExel aAAa
Oev tapayel pubuod padnonc.

2.1.6 Mpaktiko mAavo 30/ 60 / 90 nuepwyv ya utoO£tnon tou trend

2t pwteg 30 NUEpPEG, TiBetal To TTAaiolo Tou «cwaoToU test»: eMIAEyovTal Eva €wg dVo Ttpoldvta/
mpoodopéeg ou asidel va dokipaotouy, opidovtal KPI tou petpolv epmoplkn agia kat oxt 86pupo,
otnvetat measurement layer (events, CRM capture, dashboards), kaBapiletal n message architecture pe
Hia KEVTPLKNA LUTTOOXEON Kal eEAsyxOpeveC Ttaparlayeg kal oxedlaletal experiment backlog pe cadn Aoyikn
mpotepatdtnTac. To anotéAeopa autnc tne ¢daong eival Pilot Charter, Measurement Spec kat Experiment
Backlog.

2TIC NUEPER 31-60, TPEXOLV TA TTELPANATA PUE OTOXO va Ttapaxbel «aAnBela», OxL evtumwon: dU0 €wC
Téooepa maparinAa tests oe pyrjvupa/landing/offer/segment, eBdopadiaio decision cadence yla
KALLAKWOn, dlakottn ) BeAtiwon, EAeyxoq epmelpiag oe support, onboarding kat fulfillment, kat e€aywyn
TPWTWYV patterns Pe EPudacn OTO TTOLO KOO «KPATA», OXL HOVO TIOLO «KALKAPELW. To amoteAeopa eival Pilot
Results kat Early Playbook Notes yia to tL Aettoupyei Kat Tt oxL.

2TIC NUEPEC 61-90, n emituxia peTaTPETETAL 0 CUOTNHA: KAlHAKWYOVTAL Evac Ewe OV ETIITUXNHEVOL
pHnxaviopol ye otabepn petpnon, tutomnolovuvtal dtadikacieg (SOP) yla emavaAnyuotnta kat
arotuTwvetal to “what we learned” oe scaling blueprint tou opiel T peTadEpetal oe AMEC ayopEg, Tt
artattei localization kat tola ivat ta guardrails. To anotéAeopa eivat Growth System v1 kat Scaling
Blueprint.



KAeiowo kedaAaiou: n otpatnykn ovcia

H EAAAda wg test market eival mpaypatikn eukaipia, aAAd povo yla 0coug eivat Etolpol va taiouv to
Travidl Tng pabnong kat oxt to Tawxvidl tng evtuntwonc. H aia dev Bpioketal 0to «va SOKIPACELG KATL».
Bpioketal oto va dokipdoelg e melbapxia, va e€ayayelg CUPTIEPACHATA TIOU AVTEXOUV Kal va Ta
petatpeelg oe cLOTNUA KALHAKWONC.

AkplBwg edw pmopei va mapaxBei umtepadia: va petatparnei n EAMAda anod xwpo «3OoKIUAG KAPTIAvLag» oe
XWPO TIAPAYWYNC ETIXELPNHATIKAC armtodeléng — Kal arnodelén mou KALAKWVEL.




2.2'Ekpné&n Micro-Brands kat Founder-Led emxeiprioswyv

H emoxn twv anpocwniwyv brands teAstwvel. O 1dputngyivetal Tto brand.

2.2.1 Tieival auto 1o trend kat ylati £xel onpaocia twpa

H petatomion mpog micro-brands kat founder-led emixelprioelg dev eivat poda twv social media. Eivat
OOMLKN aAAayr OTOV TPOTIO TIOU XTieTal EPTILOTOCUVN KAl GTOV TPOTIO TIOU attoKTdtal teAdtnc. MNa apketd
Xpovia, n avamtuén pmopovoe va otnpixBel oe éva oxeTIKA amtAd HovTIEAO: ayopdlelg TtPoBoAN, kepdilelg
TIPOCOXN, TN HETATPETIELG OE Kivnon Kal, e dLaPOopETIKEC TAXVTNTECG, O TIWANRCELC. TO JOVTEAO AUTO
TpoUTEBeTE OTL TO brand —w¢ AoyOTUTIO KAl WE PAVUHA— AEITOUPYEL WE eyyvunon.

2AUEPA, AuTh N eyyvunon anoduvapwvetat. H tpoooxn sival KatakepUATIoUEVN, N Apuva Arévavtl oTo
TPOWBONTIKO PAvVLHA eivalt auénpEvn Kal n eUTIoTooVvVN amodidetal EUKOAOTEPA O€ TIPOCWTIA TIAPA OE
ETALPLKEG «PWVEC». Z€ aUTO To TEPLBANOV, ETITAXUVOVTAL U0 JUVAUELG: ATto TN Kia, Ta micro-brands —
HLKPEC, EEEIOIKEVPEVEC HAPKEC HE KABapn Tautotnta Kat uPnAn cuvdodela Pe €va Kolvo-Ttuprva- amno tnv
AAAn, ta founder-led brands — emixelpioelg 0TOU 0 IOPUTHG N KA PIKPN OpAda TTpoowWTIWY AELTOUpYEL WC
KUploc popéeac aélotiotiag, adnynong kat dnuootlag mapouvaoiac.

To kpiowo otowxeio eival 0tL dev PIAGPE yla «evaAAaKTIKO marketing». MIAQpe yla veo povteAo dlavopng Kat
EUTILOTOOUVNG: TO TTPOCWTIO YivETal KAVAAL, N TAuToTnTaA yivetal GpiAtpo emAoyng Kal n kowvotnta yivetat
Hnxavn amoktnong kat dtathpnong. H texvoloyia kat ta pe€oa divouv TAEOV O PIKPEG OPADEC KATL TTOU
TaAALdTEPA ATAV TIPOVOHLO HEYAAWY OPYAVIOHWYV: KAHOKA OTNV Ttapaywyn TEEPLEXOHEVOU, akpiBela otn
dlavopn Kat duvatotnta cuotTnuatomoinong tou brand voice. Me tnv KAtaANnAn telbapxia, evag dputng
KAl hla hlkpn opgdada ymopouyv va Aettoupynoouv oav media entity — w¢ ekdOTNg Kal TAatdopua
EUTILOTOOUVNC — KAL VA TO PHETATPEPOUV OE TIWANCELC.

Qotoo0, autn n yetatomion dev eival povo eukalpia. MeplExel okANpP amaitnon: n emxeipnon mpemeL va
aviéxel otnv aAnbela ou apdayel N poowrTikn €ékBeon. H founder-led dnuodoia mapouacia dev cuyxwpel
QCUVETIELA TIPOTOVTOC, UTtNPEeaiag f adlwyv. Ekel kpivetal n otpatnykn wplpotna.

2.2.2 MoV 10 otnpidovpe Kal TeKpnpiwaon tng aroyng

H tekpunpiwon tng petatomiong mPoKUTITEL Ao To (510 TETPATAEUPO CAUATOC: ayopd, cupTiepldopd,
OpPYAVWTLIKA aAAayr, TexVoAoyLkr uttodopun. To cupmépaocpa sival cadeg: N EPTILOTOCUVN PETAKLVEITAL TTPOC
avBpwTvoug popeig, kat ta micro-brands yivovtal 0lKOVOULKA BLwoLpa eTED TO KOOTOC KAlHaKag o€
TIPOCOXN KAl Ttapaywyr HELWVETAL, EVW N akpiBela otoxeuvong avgavetal.

(a) Market signals: ywati ta micro-brands kat to founder-led povtéAo «Byaivouv»

MpwTtov, n amodoon tng e€eldiKELONG EVAVTL TNE YEVIKOTNTAG. 2€ KOPETHEVA TLEPLRAAOVTQ, N YEVIKOTNTA
odnyei og MOAepo TIPNC. Ta micro-brands kepdidouv emeldn dev MpooTadolyV va apgoouy o OA0UC,
UAOUV UE CUYKEKPLUEVN YAWOOO 0E CUYKEKPLUEVO KOWVO KAl dnNUloupyolv premium péow TautotnTac, oxt
HOVO HEOW XAPAKTNPLOTIKWV.

AeUTEpPOV, N Helwon Tou KOoTOoLG TTapaywyncg brand assets. H mapaywyr teplexop€vou, ol TaparAayeg
dNUoLPYLIKOU, N oxediaon Kat akOun Kat n tutomoinon Vdoug UTtoPo UV va yivouv Pe TTOAU xapunAotepo
KOOTOC aTto O,TL TTaAaLoTEPA. AUTO ETUTPETEL OE HIKPEC OPAdECG va dlatnpoly otabepod pubuod tapouasiac.

Tpitov, N avodoc Twyv oxEcewyv avti Twv ekotpatelwyv. H ayopd emiBpaBelel cuvexela Kal cuveTela. Micro-
brands kat founder-led emixelpnoelg Acttoupyolv cuUXVA LE AOYLIKA CELPAG (Series), OXL e AOYLKN
Kaumaviag. Etol to meplexopevo dev «mebaivel» oe Alyeg nuEpPeC: yivetal BLBALOBAKN epTiLIOTOCLVNG.



Tetaptov, n avénon tng aiag tou earned distribution. ‘Otav to paid yivetal akpiBoétepo r Aydotepo
anoteAeopatiko, To earned amoktd peyaAltepn Baputnta: yolpdopata, avadopEg, kowotntec. Ta
founder-led brands €xouv gyyeveég TAeovEKTNUA €W, ylati oL avBpwTol potpdadovtal avbpwroud.

(B) Zuumepipopikd potifa: ylati To Koo EPMLCTEVETAL TPOoWTA

MpwTtov, KOTIWGN ATO TNV ETALPLKH YAWOood Kal To «TtéAel0» marketing. To uTtEPBOALIKA CTIATIVO pRvupa
yevva uttodia. H avBpwrivn dwvn, otav Exel HETPO Kal CLUVETELA, AetTtoupyel we avtidoto. To Koo dev
dntd «atéAeler» We alodnTikA- ntd onuddla aAnBbelac.

AsUtepov, amddelén péow apouaciacg. H ouxvn Kat cuvetrig tapouaoia xtidel autd tou Ba Aéyape eyyunon
XPOVOU: N ayopd EUTILOTEVETAL O,TL AVTEXEL OTO XPOVO, anavtd, ektibetal kat dev e€adavidetal petd ano
€va kupa powdnong.

Tpitov, KowvotnTa We PiATPOo TTOLOTNTAG. € TIOAAOUC KAADOUC, N KOWVOTNTA AEITOUPYEL WC KNXAVIOHOG
emBeBaiwong: av «3koi Hou AvepwTIo: TO EUTILOTEVOVTAL, AVEAVETAL N TILOAVOTNTA VA TO EUTILOTEUTW KL
eyw. Ta micro-brands a&lomolouv puoLKA AUTOV TOV UNXAVICHO: TO KOO yiveTal HEPOG TNE TAUTOTNTAG.

Tetaptov, avalhitnon tavtong. H ayopd dev ayopddel povo mpoiov. Ayopdlel B€an, alobntikn, agieg kat
TPOTIo okEYNC. O WOPUTHAC UTtOPEL VA EVOAPKWOEL AUTA TA OTOLXELA JE TPOTIO TIOU YL ETALPLKI AVAKOIVWGN
Oev pmopel.

(Y) OpyavwTikég petatonioelg: Tt aAAadel yE€oa otnv emXeipnon

H founder-led kat micro-brand avdmtuén dev sival «tpoowTikod TtpodiA Wputh». Eival aAAayr otov tpoTo
tou douAevouv oL opadec. To content TtavEL va eival KATL TTOU YiVETAL «OTAV UTIAPXEL XPOVOCG» KAl yiveTal
Aettoupyia mapaywyng. To brand voice dev eival pla popd oto brand book, aAA\d kaBnuepv TtpakTikn. H
géumnpétnon meAdtn yivetal pepocg tne adrynong, yati n epgrmiotoolvn eite xtidetal eite ykpepidetal ekel.
Kat n opdda nwAnocewyv dev umopei va Asttoupyei anokoppéva amo tnv adriynon tou WOputh: odpeilet va
HWAA TNV idla yAwooa, va xpnotuorolel ta idla proof points kat va avtigeTwItidel avTlppnoeLg he Ty idla
Aoyikn). Otav o Wputn yivetal brand, n emixeipnon MpEMEeL va yivel EKTEAEOTIKA CUVETING.

(3) TexVOAOYIKEG UTTOSOHEG: O ETMITAXUVTHG TTOU KAVEL TO HLKPO «HEYAAO»

H petatomion emitaxvvetal emeldn N apaywyn TTEPLEXOUEVOU UTIOPEL va KAIHAKWOEL xwpic avaioyn
avénon KOoTtoug, N dlavopn ptopel va yivel pe akpifela kat n yvwon/¢wvn yropei va tuttortotnBei. H Al
Acttoupyei we PoxXAOC: BonBd va uTtapéel oTaBePOC PUBUOC TTAPAYWYAC, va dnuloupyndolv tapaiiayeg
ava Koo Kat KavaAl, va cuvinpnBei cuveneg Vo kat va e§axBouv potifa amd oxoAla, EpWTNOELG Kal
QAVTLPPNOELG TOU KovoU.

Zuunépaopa tekgnpeiwong: Otav n ePmiotoocuvn JETAKLVEITAL Ao eTALPEIEC TTPOC AvOPWTTIOUC Kal N
TEXVOAOYIa ETUTPETEL OE PLKPEG OPADEC va AELTOUPYOUV Pe KAIPaKa, Ta micro-brands kat ta founder-led
oxAuata tavouv va eivat e€aipeon. lNvovtal Baclkog TpOTog avantuénc.

2.2.3 Tuonpaivel auto yta'EAAnveg emxelpnpatieg Kat epyalopEvoug

To trend peTtaBAMAEL TOGO TOV TPOTIO ATIOKTNONC TIPOCOXHC 0G0 KAl TOV TPOTIO 0PYAVWGONG TNE ETXE(pNONG.
H EAAAda —pe TNV €vtovn KOWWwVIKA petadopd mAnpodopiag, Tn Baputnta Tng MPOocwWTIKAG cUoTAoNG Kal
tnv uPnAn evalwcObnoia otnv aélomotio— eival tepBarrov omou to founder-led pmopei va anodwoet
TIOAU, aAAQ KAl va TIHWPAGCEL TIOAU.

MNa emxelpnuatieg: véol Kavoveg avantuéng

MpwTov, 0 WBPUTAC yivetal asset aAAd kat euBUvn. H dnuocoia mapouacia Asttoupyei we emITAXUVON
geUTILIOTOOUVNG, ONMoUpYel OpwC Kal key-person risk. H cwotr otpatnyikn dev eival va «kpePACTELG» OAO TO
brand o€ éva pdowTo, AAA va XpNGOLHOTIONCELG TO TIPOCWTIO W Yedupa yla va XTIOTEL avOeEKTIKA
TAUTOTNTA KAl OPAda IOV PTIoPEL va KpatnoeL Tn dwvn.



AeUTepov, N adrynon PETEL va eival AELToupyLkr, OxL towntikn. Founder-led dev onuaivel wpaia AoyLa.
Jnuaivel kaBapn 6€on, emavaAnPudtnta, CUYKEKPLHEVECG aTTodEiELg Kal CUVETTIELA 0TO XpOovo. H ayopd
dev avtapeiBel Tov evBouolacpo- avtapeiBel tn cuveETELQ.

Tpitov, n emixeipnon odeilel va avtexel otn dradpdvela. Oco o avbpwTo-KEVIPLKO eival To brand, T10c0o
avéavetal n araitnon yla aAnbela: kaAluTepn ePmeLlpia TteAdTn, KaAUTEPN dlaxeiplon apanovwy, kabapn
ETKOVWYVia o€ AABN Kal HEWWPEVN avoxn o€ UTIEPBOALKOUC LOXUPLOHUOUC.

Tetaptov, 1o micro-brand amattei melBapyia eotiaong. Asv peyaAwvel PE TO va «amAwBei». MeyaAwvel pe
TO VA KUPLOPXNOEL o€ KABapPr UTIOCXEON YA KOLWVO-Ttuprva Kat HETA va xtiosl adjacent kowvd, cav
opodKevTpouc KUKAoUC. ‘OTtoloc Tiixelpel va yivel yevikog vwpicg, ouvribweg yivetal adpatoc.

Mepmrtov, n dtavopn dev ayopadetat povo- xticetat. To founder-led dnuloupyei IBLOKTNTN dlavour): KOwo
TIOU 0€ AKOAOUBE(, o€ akoUEL KAl O€ EPTILOTEVETAL. AUTO HELWVEL HaKpOoTIpoBeopa tnv e€dptnon amno paid,
aMd artattei puBpo6 kat coBapod content system.

MNa epyalopévoug: molot poAot aveBaivouv o agia

2e mepBarov micro-brands kat founder-led, aveBaivouv poAoL Ttou cuvdEOLV TTapaAywyr, KowotnTa Kat
eytopLkn petatpotn. Content operations ou avtlgeTwTtidouv TO TEPLEXOHEVO WCE AELTOUPYiA, community
Kal trust management TIou PETATPETEL TN OXEON o€ ePTelpia, brand journalism / POV writing Ttou KAvel tn
yvwon 6€on kat oelpd, sales enablement tou «koupumiwvel» decks, scripts kat proof points oto id1o story,
kal Al-assisted mapaywylkotnta ge EAeyX0 ToldTNTAC, OTIoU To {NTOVHEVO dev ival n taxutnTa, aAAd n
OUVETIELQ, N TEKUNPILWON Kal 0 pUBHOG.

2.2.4 Nwg pnopei n AWGMeta va cuvdpdpel otV evowpdatwon tov trend

To founder-led kat micro-brand dev xpeltaletat meplocotepo content. Xpetddetal cuotnua adriynong Kat
oUoTNUA dLavVouNC TToL CUVAEETAL PE EPTIOPLKOVC oToxouc. H AWGMeta umopei va Asttoupynoet wg
UTIOOO W TIOU PETATPETIEL TNV TIPOCWTILKA TTApoUCia o€ pnxavhn avantuéng, xwpeig va yivetat evdAwtn oe
TuxaldétnTa n utepekbeon.

(A) Founder Narrative System: amé tnv TpocwmIKOTNTA GTN GTPATNYLKN

2T0X0C eival 0 IOPUTHC VA ATTOKTACOEL CUVETTH, eTtavaAniun dnuooia ¢pwvr) Ttou Xtidel epgmiioTtoouvn Kat
odnyei oe epmopikad outcomes. Auto ekva e positioning tou Wputh we Public POV: towa eivat n
KEVTPLKN B€on oTov KAAJ0, Ttola PO BANHATA «TIOAEUA», TTIOLA Elval Ta pn dlampaypatevoa Kat ola eivat
N UTIOOXECN TIPOC TNV ayopd. Zuve)idel e proof architecture: cases, dedopéva, mapadeiypara,
HeTaoxnuatiopoi kat dladlkaaoieg tou amodelkvuouy 0oa Aéyovtal, d1ott founder-led xwpig proof
LUETATPETETAL YPHYOPA OE PNTOPLKN).

AkoAouBei n eykataotaon editorial engine, opyavwpeEvou o€ BEUATIKEG CELPEC WOTE va xtidetal Babog kal
OxL okopTileg dnuoaotevoelg. Emetta, voice kat style governance, pe kavoveg Udoug, AeEIAGYLO Kal opla
WOoTeE N opdda va Ptopel va apAayel Je GUVETIELA XwPig va «tpodide tn pwvr). TEAog, distribution
playbook: kavaAia, pubuoc, formats, repurposing kat otoxol ava kavaAl (authority, demand, trust).

(B) Micro-Brand Launch & Growth Kit: xtiolpo tavtotntag mou KAlHakwvel

210X0c¢ eivalt micro-brand pe kaBapr vtdooxeon, uPnAnR cuvadela Kal EPTIOPLKN cuvexela. AUTO artattei
Brand Core (utdoxeon, Kowo-Ttuprvag, dtadpopormointeg, anti-positioning), offer design (raketa/
TpoodopeEC eLBLYPAUULIOPEVEC UE oupTIEPLPOPA ayopdc), community hooks TTou evepyotololv
ouppetToxn, conversion system (landing flows, lead capture, nurture, triggers) kat retention mechanics
TTou BepeAlwvouy entavayopd, follow-ups kat continuity.

(F) Al Enablement ywa Founder-Led: emitayuvon Xxwpic anwAegila aglomotiag

H Al dev pénel va tapayel «agpa». Mpémel va tapayel pubpod, cuvenela kat avaAuon. Mpaktikd, avto
onuaivel Tapaywyn mapaiaywy xwpic arAayn ¢wvng, petatporr long-form oe short-form, insight



extraction ano oxoAl/epwtnoelc/aviippnosle, dnuloupyia objection library yia TWANGCELC KAl ECWTEPLKN
BLBALOBNAKN yvwoNng: TLAEPE, TTWC TO AEUE, TLATTOPEVYOUE.

(A) Euymtopikn o0vdeon: n adpnynon odnyei oe pipeline

H AWGMeta ocuvdeel 1o founder-led engine pe CRM capture, lead qualification, sales enablement kat
pvetpnoua KPI. Evdeiktika KPI tou «talpidlouv» oto trend sival ta olotikd inbound leads, to lead-to-
meeting rate, To conversion rate Ao CUYKEKPLUEVEC OELPEC TIEPLEXOHEVOUL, To CAC o ouyKplon e paid-
only, To retention/repeat rate kal deikteg epmiotoouvng Otwe sentiment kat NPS.

2.2.5 Kivduvol kat ouvon Aabn epappoyng

To trend ocuxvd akoUyeTal eUKOAO €TELdN) POLALEL PE TIPOCWTILKN TPOROANR. TNV TPAEN, eival artattntiko. Ta
Baowkda AdBn sivat mpoPAEYPIpa: founder-led wg avtompoBoAn avti oTpatnylkr LTIOCXEONG-ATIODELENC-
aélag, acuvemela pubpoU Tou dev adnvel va XTloTel KepAAalo eptiiotoouvng, EANewdn proof points tou
HUETATPETEL HEYAAEC OLATUTIWCELG OE PIOKO, PN eVBLYpAPULON TIpolovTog/euTtelpiag pe adrynon o
ETUTAXVVEL TNV TITWON, key-person risk xwpic oxedlo opydvwoncg tng pwvng, uTtepBOAIKA autopatoTmoinon
Xwpig governance 1ou kavel tn pwvr va paivetal pnxavikr, kat micro-brand xwpic kabapn ectiacn mou
XAVEL TNV Al TOU KAl KATaAnyeL o€ adpLoTo positioning.

2.2.6 NMpaktiko mAavo 30/ 60 / 90 nuepwyv ywa utoO€tnon tou trend

2tic mpwrteg 30 nuEpeg, TiBetal n faon: B€on, amodelén, pubuoc. Opicetal Founder POV og tpelg ewg
mévte BEoelg Tou emtavaAapBdavovtal pe cuvenela, dnuloupyeital proof library pe deka €wg eikoat
arnodeielc (cases, metrics, lotopieg, mapadeiypata), oxedldlovial TECoEPLC BEPATIKEC OELPEC WG
editorial engine, Beomidovtal kavoveg dwvn ¢ kat Vdoucg Kal cuvdeetal n adnynon ye CRM capture wote
va eivat cadeg ov odnyeitat o evdladepopevog Kat tola eivat n emopevn kivnon. To anotéAsopa eivat
Founder Narrative Kit, Editorial Plan, Proof Library kat Bactkni yétpnon.

2TIc NUEPEC 31-60, tepvape oe ekteéAeon, feedback kat epmopikr) clvdeon: otabepo cadence (EVOEIKTIKA
3-5 touchpoints edopadiaiwg ota emAeyueva kavaAla), dokiun formats pe controlled learning, otnowo
conversion flows (lead magnet, consultation, demo, newsletter, community), sales enablement pe
scripts, decks kat objection handling Baciopéva oto adrynua, kat avaAuon feedback yia to Tt pwtieta, T
apodloBnteital kat L eiBel. To anotéAeopa sivat Aettoupyiko founder-led funnel pe mpwta petpnopa
EUTIOPLIKA outcomes.

2TIC NUEPEC 61-90, KAlHaKwVoUpE Kal BecpoBeTovpe: Tuttotoinon tapaywyng (SOP amd 1déa €wg
repurpose), emektacn Gwvwyv amo Tov I3PUTH otnv opada pe eAeyxopevn avabean, governance yla
xpnoelc Al wote va dlatnpeital cuvemela Kal aélomiotia, KAIUAKWGON TWYV TIo attod0TIKWY CGELPWYV KAl
formats kat ox€d1o e€apfivou yla TeplexOUeVo, ocuvepyaoieg, events kat community activations. To
amotéAeopa eivat Founder-Led Growth System v1: octaBepotnta, HETPNOLPOTNTA, KALLAKWON.

KAeiowo kedpaAaiou: n otpatnylkn ovoia

H emoxn twv anpocwtiwy brands dev TEAELWVEL ETTELDN «OL AvOPWTIOL AyaTtouV TIG loTopieg». TEAELWVEL
emelwdn n ayopad amattei popeig EPTILOTOOUVVNG TTIOU avteEXouV otn dtaddvela kat otn cuvemnela. O 1dputhg
yivetal brand oxt amd patalodoéia, aAAd amd Asltou pyikn avAaykn: To TPOcwWTIo ival TO TILo
ATTOTEAECHATIKO PECO yla va petadepBolv agieg, amodelén Kat CUVEXELA.

To TpayHaATIKO AvIaywVIoTIKO TTAeoVEKTNHA dev eival va «paiveoar». Eival va xtidelc cuotnua
gEUTILIOTOOUVNG TTOL 00Nyel o€ ZATNON, o€ TWANOCELG KAl o€ dlapkela. Ekel akplBwg tomobeteitaln
ouvdpopn tnc AWGMeta: 6xL otnv mapaywyrn 6opUBou, aAAd oTnV eyKATACTACH HNXAVNAG TIOU HETATPETIEL
™n dnuoola pwvr o€ EPTTIOPLKN LoXU.



2.3 Metaoxnuatiopog twv MME oe Eunopikég MAatdoppeg

Ta media tavouv va givat poévo evnuepwon- yivovtal KOPBOoL ETIPPONAC KAl TTWAACEWV.



2.3.1 Tt eival auto 1o trend kat ylati €xel onpacia twpa

MNa dekaetieg, TO EMXEPNUATIKO HOVIEAO TwY MME Atav oxetikd kabapod: apdyw TIEPLEXOUEVO,
OUYKEVTPWVW TIPOCOXH KAl TN HETATPETIW o€ dladnULoTIKO €0000. Ta brands, amo tnv MAeupd Toug,
ayopalav mpocoBacn Ge KOO, JE 0TOXO TNV avayvwpLloHoTNTa Kat, EPPeaa, tTnv TwAnon. O dlaxwplopog
ATav AELTOUPYLKOG KAl otaBepodc: «media = evnuépwon/Puxaywyia» kat «commerce = ayopa/TTWANGCELG».
AUTOC 0 JLAXWPLOHOC EXEL TIAEOV OTIACEL.

2Auepa, Ta media petacxnuatiovral o€ EUTIOPIKEC TTAATPOPHEC e JVO AAANAEVDETOUC TPOTIoUC. MpwToy,
WC CUCTAMATA ETILPPONC TIOL 0dNYyoUV AUECA GE conversion: To TIEPLEXOUEVO JEV TEAELWVEL OTNV
avayvwon n oto view, aAAd KataAnyel o KAIK, o€ lead, oe checkout, og booking, oe subscription.
AeUTEPOV, WC KATOXOL OXECNG ME KOLVO KAl SESOPEVWY TIPWTOU PEPOUG, ELOLKA OTToL LTtApPXEL login,
newsletter, community, subscription ], €otw, otaBepn emavalapBavopevn KatavaAwaon Tou dnuloupyel
1OLOKTNOia ox€ong KAl duvatotnTa evepyotoinong.

H petatorion autn dev adpopd povo to «site» N tnv «<epnuepida». Apopa newsletters Tou AslToupyouV wWe
eUTIOpLKOL KatdAoyol oe adnynuatikn yopodn, podcasts TTou PETATPETOUV EUTILOTOOUVN o€ {NTNon,
creators TTou AeltoupyoUv we micro-media eTIXELPNOELS, BEPATIKES KOWVOTNTECG TTIOV YivovTal
marketplaces, aA\d Kal — oAo€va Kal TtEPLOCOTEPO — OpPYyavIoHOoUC Ttou XTidouv media properties wg
HEPOC TNC OTPATNYLKNAG TOUC.

H onpacia tou trend orfpepa MPOKUTITEL ATIO LA ATIAR OLKOVOMLKK TIPAYHATIKOTNTA: N OlKovouia Tng
TIPOCOXNG YiveTal akpBoTeEPN KAl AlyOTEPO ATIOTEAECHATIKA OTav Aeltoupyei povodidotata we paid
TPoBoAN. H ayopd petakiveital Tpog pnXaviopoug OTIoU ETPPON, EPTILOTOCUVN KAl AYOPACTIKA TIPAEN
ouvdéovtal og Pia pory. AT autr Tn cVUVOEON TIPOKUTITEL £VA VEO DEOOUEVO LOXVOG: OTIOLOG EAEYXEL TNV
adnynon Kovta otn oTyun tng anodacng, EAEyXel HeyaAUTepo HEPOG TG aéiag. Ta media to
avtiAndenkav kat emevduouv TIAEoV o€ epyaleia, formats Kal cuvepyaoieg Tou YETATPETIOVY TNV TIPOCOXNA
o€ EUTIOPLKN artodoon.

2.3.2 MoV 10 otnpidovpe Kal TeKpnpiwaon tng aroYyng

H tekpunpiwon tou trend tpokUTITEL ATIO TNV id1a AOYIKA TPLYyWVOTIOiNoNG: oAHATA ayopdc, CUUTIEPLPOPLKA
HOTIBA, OPYAVWTIKECG HETATOTIIOELC KAl TEXVOAOYIKECG UTTOOOUEC. To cuuTIEpaca ival OtL N dladpiulon we
«xwpog» dev emapkei. H ayopd petakiveital oe dlapnpion we Aettovpyia: Aettoupyia mwAnong, Aettoupyia
OULVEPYACLWY, AstToupyia OESOUEVWV.

(a) Market signals: n owkovopia twv media aAAadel poAo

H mtieon oto mapadociako display katl n avaykn vEwyv powv ec0dwv wBouv ta media va avalntouyv €coda
TILO «OKANPG», attodei§lpa Kat o Kovtd otnv twAnon: sponsorships pe KPI, performance cuvepyaoiec,
affiliate dopécg, cuvdpopécg, events, marketplaces. NMapdAnAq, avédavetal n aéia Twy EVOWHATWHEVWY
ouvepyaclwy, otav dev ival amAr TpoBoAr aAAd HEPOG pong Ttou 0dnyei oe evépyela. AuTo dnuloupyel
Ttieon oxedlacpou formats ou TtwAoLY, OxL anAwc formats ou «daivovtars.

Tautodxpova, petakiveitat budget amo apyég reach oe anodeiipa outcomes. Ot opyaviopoi ZnTtovv
aéloAoynon ye Bdaon leads, bookings, pipeline kat sales, 0xt yovo impressions. Etol ta media wBouvtal va
mpoodepouv takeTa influence-to-commerce pe pnNXaviopoug HETATPOTING. TEAOC, epdavideTal we LoXupo
market signal n dnuloupyia media properties amno snxelpnoelg: apbpa, podcasts, newsletters kat
communities xtidovtat wote va pelwbei n e€dptnon amno paid kal va arnoktnBei Aueon oxeon pe Kowo. To
content UETATPETIETAL OE TIEPLOUGCLAKO OTOLXE(O.

(B) Zuumepidpopikd potifa: o KatavaAwtng ayopadel HEoa Amo TEPLEXOHUEVO

O katavaAwTng dev teibetal eVKoAa amo «dladruion». Meibetal amo mAaiolo: agloAdynon, clykpLon,
lotopia, epmelpia tpitwy, enegnynon. Auto eival kategoxnv medio Twv media. ETumAgoy, peyaio HEPOG TNG
TpoBeonc ayopdc dnploupyeital evw o AvBpwrTiog evnuepwvetal I Puxaywyeitat. Apa, to onueio
ETUPPONC Oev eival TTAEOV «UETA», AANA «KATA TN OLAPKELO» TNC OXEONC UE TO TIEPLEXOUEVO.



‘Omou uTtdpxel kowvotnta — oxoAla, groups, newsletters, membership — pootiBeTal €vag emtaxuvtng
EMTILOTOOLVNG: KOWWVLIKA eTiiBeBaiwaon. Kat n kowwvikn eruBeBaiwaon emtaxvvel conversion pPe TpOTO
TIOU N KAaoKn dladnpion duckoAsveTal va avanapdyel. TEAOG, 0 XpNoTNE AodEXETAL KAAUTEPA EUTIOPLKA
Hnvopata otav sivat xprowa. Content commerce dev onuaivel «Baloupe link», aAA& «BonBdape tnv
aropacn». Oco avgdvetal n xpNoWoTNTaA, HEWWVETAL N avtioTtaon.

(Y) OpyavwTikég petatomioslq: ta media opyavwyvovtal oav EMLXELPNOELG EPTIOPIOV

Ta media dev AsttoupyoLV TTIAEOV HOVO e newsroom Kat ad sales. AvamtUooouV EUTIOPIKEG OUADEC TTOU
oxedlalouv polovta cuvepyaciag, dladlkacieg HETPNONG Kal reporting 1o kovta oe performance,
Tapaywyn TEPLEXOUEVOU UE GTOXO AYOPAC I EVEPYELAC KAl cuvepyacieg Ttou potdlouy pe distribution
partnerships.

MapdAAnAq, ot dtadnuilOPEVOL OpyavwWwVovTal WoTe va a&lomolovy Ta media wg KavaAla TwAnong Kat oxt
HOVo w¢ awareness. AuToO tpoUToBETEL ecWTEPLKN eTopoOTNTA: CRM, landing flows, sales follow-up,
attribution kat cupPwvnNUEVOUC OTOXOUC, WOTE N ETPPON VA PNV «OTIAEL» 0TO TEAsUTAIO YETPO.

(0) TexvoAOYIKEG UTTOBOHEG: XWPIC autég, To media-to-commerce dev KAeivel

To trend emitayxvvetal emeldr] UTIAPXOUV UTTOSOHIEG TTOU KAVOUV TN por HETPACLUN Kal BeATlwaotpn: tracking
links, conversion APls, event measurement, CRM integration kat lead routing, shoppable formats,
booking engines kat form flows, recommendation engines kat personalization, kabwg kat Al yia
Tmapaywyn, mapaAiayeg kat insight extraction.

Juunépaopa tekgnpiwong: Ta media petatpEmovtal o€ EPTIOPLIKEC TTAATPOPUEC ETELDN N ayopd arattel
amnodelflpuo amoTtéAEoHA, 0 KATAVAAWTAC ayopddel yEoa amno eumiotoolv Kat TTAaiclo kat n texvoAloyia
ETUTPETEL N artodoon va petpnbei kat va BeATwBEL.

2.3.3 Tuonpaivel auto yla'EAANveG emxelpnpatieg Kat epyaoHEvoug

To trend emtnpeddel Apeoa Tov TPOTIO OXEALAOHOU TNE AVATITUENG. 2TNV EAANVIKE ayopd, OTIou
geUTIIOTOOUVN, cloTaon Kat aioBnon alomiotiag €xouv ducavaioyn Baputnta, ta media-to-commerce
HOVTEAA UTIOPOUV VA AEITOUPYHCOUV WC KEVTIPLIKOC HOXAOC. Opwg, artattolv ocoBapn eKTEAECN Kal BECULKNA
melBapxia.

MNa emyxelpnuatieg: véol Kavoveg SLavopng Kat anoedoong

MpwTtov, Ta media yivovtal kavaAla TwAnong, oxt povo TpoPoAng. OLcuvepyacieg dev pEMEL va
avtipetwtidovtat weg PR 1 «presence», aAAd w¢ pnxaveg dnuoupyiag ntnong, pnxaveg mpobeong Kkat,
UTIO TIG CWOTEC OLVONKEC, UNXaveg conversion. AUTO PETAKIVEL TOV OPLOPO ETIITUXIAC: ATIO TO «TtOCOL TO
eidav» OTO «TTOCOL EKAvVAV TNV EVEPYELA TIOU PETPA».

AsUtepov, avadletal véo Ttedio aviaywviopoU: authority kovtd otnv amdgpacn. Aev kepdidel pOvo OTIOL0C
EXELKAAUTEPN TN A KAAUTEPO ad, aAAd oTtolog epdavidetal we aglomiotn eTiAoyn peoa og TePIBAAoOV
TIOU O KATavaAwTNg NdN EUTILOTEVETAL, KAL TN OTLYHH Ttou avalnTtd mAaiolo — oL dlakoTtn.

Tpitov, n adlomiotia petatpenetatl oe KPI. Ze media tepiBdaAAov, to brand dev pmopei va kpu el aduvapiec.
YrtepBoAkoi Loxuplopoi ektiBevtal ypryopa. Apa, N oTpATnyLKh HETAKLveital tpog proof-based claims,
kaAUtepa offers, loxupotepo customer experience kat coPBapn diaxeipion feedback.

Tetaptov, dapopodwvetal avaykn yla «packaging» ocuvepyaciwv. Ol cuvepyacoieg dev eivat one-size-fits-
all. AmtattoVv emtidoyn format, apnynuatikni dopr, CTA Ttou dev OTIAEL TNV EUTILOTOCUVN KAl TEXVLKN
uvrtodoun (tracking, landing, follow-up). Méumtov, to owned media tng idlag tng emxeipnong yivetat
otpatnyko asset: newsletter, podcast, blog  community pewwvouv tnv e€dptnon amno paid, avavouv
amodoTIKOTNTA OTO XPOVO Kal EVIoXUOUV dLaTpayHaTeUTIKA BEon OTIC cuveEpyaoiec.

MNna epyalopévoug: véeg de§lotnteg mou avepBaivouv oe agia



AveBaivouv poAoL Ttou yedUPWVOULV TIEPLEXOUEVO KAl EUTIOPLKN AOYLKN): partnership kat media commerce
management, branded content tou odnyei oe evépyela xwpig anwAela aglototiag HEowW CWOoTAC
editorial dopungc, attribution kat measurement oe teptBaAov oA armAwy ertadwyv, CRM kat lead
operations tou dltaocdaiidouv follow-up kat petatporr), kabwc kat Al-assisted content operations kat
insight mining tou emitp&nouy pubO PE TIoLdTNTA, CLVETELA UdOoUG Kal Taxeia pddnon amo feedback.

2.3.4 Nwg pnopei n AWGMeta va cuvdpdpel otV evowpdatwon tov trend

To cuvnBéotepo AdBocg otic media cuvepyaoieg eival n petadopd TNG AOYLIKNC TNC KAAOLKA G dadnuionc:
ayopalw Xwpo, aveBalw tpoPoAn, eAttidw otL KATL Oa yivel. 210 VEOo kKaBeotwc amatteitat media-to-
commerce apxXLTEKTOVIKN: OTPATNYLKN cuvepyaolwy Ttou cuvdestal pe funnel, dedopéva kat
OUYKEKPIUEVEC EVEPYELEC.

H AWGMeta pmnopei va Astitoupynoel wg integrator tou evwvel media strategy, narrative kal content,
conversion engineering, measurement kat growth operations.

(A) Media-to-Commerce Strategy: emiAoyn Kal oXediaon cwoTwV CUVEPYACGLWYV

H dwadikaoia Eekiva pe segmentation kat intent mapping: Tola Kowvad TPETIEL VA ETTNPEACTOVV, GE TIOLO
otdadlo (awareness, consideration, purchase) Kat Pe Tola «€puwtnon oTo JuaAod». AkoAouBei media
portfolio design: eridoyr) TuTtwy media (news, niche, newsletter, audio, community, creator), pdAog kabe
ouvepyaoiag oto funnel kat katavoun budget pe Bdon otoxo, 6xL cuvnBela. Emetta, format engineering:
emloyn format ava embdlwkopevo anoteAecpa (explainer, review, case story, Q&A) kat dtapopdwaon CTA
TIOU C€RETAL TNV EPTILOTOCUVN KAL JETATPETIEL.

(B) Conversion layer: n umodopn mou Kavel to media egmopiko

Xwpig conversion layer, to trend dev anodidel. H AWGMeta oxedladlel kat eykabiotd landing flows
TIPOCAPHOCHEVA OTO CUYKEKPLUEVO KOLVO Kal TtAaiolo, lead capture kat qualification rules, nurture
sequences (email/SMS/retargeting 6mou appodlel), sales enablement kits (scripts, proof points, objection
handling) kai, omou tatptalel, BeAtiotomnoinon booking | checkout.

(F') Measurement kat proof: reporting mou avtéxel o€ dLokNTIKA culAtnon

Av ol cuvepyaaoieg dev puttopouv va otabouv o KPI, 6a uttoBabuiotolv Eavd og «ETIUKOWVWVLIOKA
dpaotnpotntar. H AWGMeta avalapBavel measurement spec (events, links, naming), peaAMoTtikn
attribution mpoogyylon Xxwpic umtep-untooxeoelg, dashboards pe funnel KPls kat eBdopadiaio decision
cadence: iterate, scale, stop.

(A) Content kat narrative studio: meplexopevo wg pnxavn anédpaong

To branded content tou Aettoupyei epmopika dev ivat «dladpnpLloTiko apBpo». Eival epyaleio antodpaong.
H AWGMeta oxedlalel message architecture pe proof, editorial guidelines mou mpootatevouv tnv
alomiotia, content series Tou xtidouv authority kat repurposing plan wote €va asset va douAeveL
TTOAAATIAQL.

(E) Deliverables mou kAeldwvouv vAomtoinon kat KPI mou tatpiadouvv

Evoelktikd mapadotéa: Media-to-Commerce Blueprint, Partnership Playbook, Conversion Kit,
Measurement Spec kat Dashboard, 90-Day Pilot Plan. Ta KPI ectiaong mepiaappBavouv lead quality (0mou
urtapxel MQL/SQL ratio), cost per qualified lead, lead-to-meeting/lead-to-booking rate, assisted
conversion rate pe peaAlotikh peBodoAoyia, blended CAC, pipeline contribution og kUkAouC TTWANCNC Kal
lift o€ retention/repurchase o1oL UTtAPXEL recurring HOVTEAO.

2.3.5 Kivduvol kat cuvROn Aabn epappoyng

To media-to-commerce pmnopei va mapdayet vPnAn antddoaon, aAAd TTEPLEXEL TTAYIdEC TTOoU, av ayvonBouy,
TIapAyouv KOGTog, 80pufo f kat {nuid aélototiag. H mpwtn eival n ouyxuaon otoxou: ayopdloupe



«KUPOG» AANA BEAOLE «TTWANCELG». XWPIC oadr otoxo avd cuvepyaoia, n aéloAdynaon yivetat avBaipetn.
H AUon eival portfolio pe poAouc: kamola assets xtidouv authority, AAAa peTaTpETOLV.

H deltepn eival To kako conversion layer: yeviko f apyo landing tou dev avtiotolxel 0Tto TAaiolo Tou
TtepleXopEvou. H tpitn eival n pn euvbuypdppion adriynong kat tpoodopdg, tou dnulouvpyeil duoTiotia —
eldKA oe epIBANoV epTiiIoTOOUVNG. H TETAPTN €lval N OTTTIKN «pia dnpocieuon KAl TEAELWOAE», EVW N
euTopIkn agia xtidetal ye ocuvemela, oelpég kat cadence. H mepttn eivat n utepBoAIKr e€dptnon amo Evav
publisher/creator, tou dnuoupyei concentration risk. H €ktn eivalt n adladavela ota metrics kat ot pn
pPeAAlOTIKEG UTTIOOXEOELC attribution, TTou petatpénouy Ti¢ cUlNTNOELC O TIOALTIKECG AVTi eTiLXElPnolakeC. H
€Bdoun eival to pioko prAunc (brand safety/context mismatch), kaBwc n epmtopikn aélomoinon avédavel tnv
€kBeon kat amattei cadeg mepBariov kal guidelines.

2.3.6 NMpaktiko mAavo 30/ 60 / 90 nuepwyv ywa utoO€tnon tou trend

2tic mpwteg 30 nuEPEG, BepeAlluveTal oTpaATNYLKA Kal uTtodoun: xaptoypadnon funnel kat otdoxol ava
otadlo (authority, demand, conversion), eTtiAoyr] U0 £wC TPLWYV Katnyoplwyv media/format ou
taiplalouy oTo Koo, atholpo conversion layer (landing, capture, routing, nurture), oplopog
measurement spec kat dnuloupyia message kat proof library yia va pynv ivat to meplexopevo yeviko. To
arotéAeopa eivat Media-to-Commerce Blueprint, Conversion Kit v1 kat Measurement Spec.

2TIC NUEPECG 31-60, ekteAeital TIAOTIKA TO HOVTEAO Kal Ttapdayetal pabnon: dVo ewg téooepa pilots pe
dladopetika formats, eleyxog tng pong click » landing - lead - follow-up (xpovog avtamokplong Kat
molotnta leads), eBdopadiaio reporting cadence kat BeAtiotonoinon CTA kat tpoodopag pe Baon
TIPAYMATLKEC QVTIPPHOELG KAl EpWTACELG TOU Kolvou. To anotéAeopa eival Pilot Results, Optimization Plan
KAl eTtavaAnTTiko playbook.

2TIC NUEPEC 61-90, KAlpaKkwveTal Kat Beopobeteitat: KAPAKwon Twv pia €wg U0 TILo armodoTIKWY
ouvepyacolwy kat formats, petatpomn tng oxéong ano media buy oe partnership program pe kavoveg Kat
KPI, dnutloupyia content series yla cucowpeLTIKO authority, emtéktaon portfolio yla peiwon concentration
risk kat kaBiepwon quarterly review yla xaptopuAakio, ROI, assisted impact kat emopeva experiments. To
aroteAeopa eivat Media Partnership Program v1, Content Series Engine kat KPI governance.

KAeiowo kedpaAaiou: n otpatnylkn ovoia

To véo teptBAAov dev et paBelel «TtpoBoAn». ETBpaBeliel eTppor] TTOU HETPLETAL KAL EYTILOTOCUVN TIOU
odnyei oe evépyela. Ta media, wg Beopoi TPoooXN G KAl TTAALGI0U, HETATPETIOVTAL OE EUTIOPLKOUG KOPBOUG
ETELON UTTOPOUV VA KAVOUV KATL TIOU TO KAAOLKO paid cuxva SUCKOAEVETAL: VA CUVAVTI|COUV TOV AvO pwTto
OTo onueio omou B€AeL va KataAdBel, va cuykpivel kal va artodpacioel.

H kpiowun dtadopd eivat 6t to media-to-commerce dev ival ayopd xwpou. Eival oxediaon cuothpatoc:
adnynon, proof, conversion layer, p€tpnon kat cadence BeAtiwong. Ekel akplpwg eotialet n AWGMeta —
WOTE N EPTIOPLKN a&lotmtoinon twy media va yivel TpoBAEP YN, eTtavaAqLpn Kat KALUAKWOLN.
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2.4 H Texvntli Nonpgoaouvn mepva ano to “wow” oto “must”

Owemxelpnoelg mou dev evowpatwvouyv Al oe anopdocelg kat marketing 8a peivouv micw.

2.4.1 Tueival auto to trend kat ylati £xel onpacia twpa

YTtApxXouV TEXVOAOYIEC TTOU AEITOUPYOUV WCE EPYAAEia KAl TEXVOAOYIEG TTOUL AslTOUPYOUV WG UTtodopEC. To
TIPWTO £100¢ BEATIWVEL KATL TTOU ON KAvelc. To deUTEPO AANAZEL TOV TPOTIO TTOU dOUAEVELC CUVOAIKA. H
TEXVNTH Vonuoouvn Bploketal akplBwe o€ auth th HETABacn: amno evTuTtwolako epyaleio Tapaywyng
KELLEVOUL Kal EIKOVAC, 0€ UTIOOO U AELTOUPYIaC — o€ PNXAVIOHO TIoU eTtNPeddlel KaBnuepLva To WG
AauBavovtal armtodpAcelg, TO TTWCE TIAPAYETAL KAl OLAVELETAL TIEPLEXOUEVO, TO TIWC AELTOUPYEL N
e€umtnpETnon, 1o mwg dopeital n mwAnon kat to follow-up, To twg yivovtat mpoBAEYeLg (¢ntnon, churn,
amodoaon KavaAlwy) Kat, TEALKA, TO TIWE OPYAVWVETAL N TIapaywyLlKOTNTA: AlyOTEPOC XPOVOC oTa
ETIAVAANTITIKA, TIEPLOCOTEPOC XPOVOC OTA Kpiolua.

H ouacia tou trend dev sivatl 0Tt «n Al eival tavtou». H oucia sivat 0tt aAAalel n povada aviaywvicpou. O
AVTAYWVIOHOC dev Ba KpLlBel pOvo oTOo Ttolog £XeL KAAUTEPN WOEA. Oa kplBei oto Ttolog dlabEtel KAAUTEPO
ocvotnua padnoncg kat ektéAeonc. Kal n Al petatottidel dpapatikd 10 KOGTOC Kal ToV XpOvo pabnong.

MéxpLtpocdata, TTOAEC ETIXELPROELG TTPOCoEYYLIoav TNV Al wg Tteipapa: «va ypddou e T ypryopa», «va
KAVOULE HEPLKA prompts», «va ¢pTiagoupe €va bot». Ztnv emodpevn ddon, auto dev emapkei. H ayopa
olaxwpilel TAEov opyaviopoUug dUo edwy. Ao TN pia, ekeivoug tou avtigetwtidouy tnv Al we epyaieio:
TN XPNOLHOTIOOVV OTIoPadIkd, Xwpeic dladlkacieg, xwpic HETPNON, XWPIC EVOWHATWoN otn Asttoupyia.
ATIO TNV AAAN, eKelvoug TTOU TNV avTigetwTttidovy wg operating model: evowpatwvouv Al oe workflows,
dedopeva, governance kat Anwn anopacewy, pe cadpn KPI. H devtepn katnyopia amoktd TAEOVEKTNHA
Ttou Jev avilypadetal eUKOAQ, yiati dev eivat «€va epyaleio». Eival aAayn Asttoupyiag.

H onpaocia tou trend otnv EAAAda eivatl akopn o €vtovn Adyw dU0 XapakTnPLOTIKWY TTOU CUVAVIWVTAL OE
TTOAAOUC KAAdoUC. MpwTov, HIKPOTEPEG OPADEC HE HEYAAEC ATTALTACELG EKTEAEONG: amtatteitat uPnAog
PUBHOC TTaPAYWYNG KAl TIPOWONONG HE TIEPLOPLOPEVOUC TTIOPOUC. AsUTEPOV, avaykn TtelBapxiacg otn
HETPNON KAl OTIC OLadIKACIEG: OE APKETEC ETIXEIPNOELC UTIAPXEL XAoUa HeTA&L dpdong Kal cuotrpatocg. H
Al ymtopei va yivel kataAUTNg yla va KAeioel auto to Xaopua — i va 1o dlevpuvel, av epapuooTtel Avapxa.

To “must” dev onpaivel «Baloupe Al TtavtoU». ZnUaivel KATL TILO ATIALTNTIKO KAL TILO CUYKEKPLUEVO: OTIOLOC
Oev xtidel Al-evioxupevn Asttoupyia, 6a €xel LPUNAOTEPO KOOTOG, XAKUNAOTEPN TaXUTNTA KAl HIKPOTEPN
(KAvVOTNTA VA KPATA TIoLOTNTA o€ KAlPaKa.

2.4.2 MoV 1o otnpidoupe KAl TeKPnpPiwaon tng anoyPng
Market signals, cupmepldopika PHOTiBaA, OPYAVWTIKEG HETATOTIOELG, TEXVOAOYIKECG UTIODOMECR

H tekpunpiwon dev tpokUTtTEL ATIO EVOOUGCLAOHO Yia TeEXVoAoyid. [MpokUTITEL Attd TO YeYyovoc otL n Al
HETABAMEL TA BACLKA OLKOVOMLKA HEYEDN TNC AslToupyiag: XpOvo, KOOTOG, TtoldtNTa, etavaiAnyuotnta Kat
lKavotnta padnong.

(a) Market signals: n ayopa emiBpaBevetl Al-evioXUpEvVN Tapaywyltkotnta

2e mepBAMov tieong meplBwpiwy, av&avopevou KOGTOUG ATTOKTNONG TIEAATN KAl TIUKVOTEPOU
avVIaywVvIopPoU, N Tapaywylkotnta yivetal otpatnyko omAo. H Al mpoodEpel tapaywylkotnta OxL we
ATOAUTN avTikatdotaoh, aAAd we moAAamAaclaoth tkavotntac. MNapdAAnAa, n ayopd petatotmidetal ano
oTtopadiKA spikes TTEPLEXOUEVOU TIPOG AELTOLPYIA TIEPLEXOUEVOU: CUVETIELA, OELPEC, DLAVOMN Kalypriyopn
mpoocappoyn oto feedback. Autd amattei 0yko kat puBuo Tou, xwpeig Al, yivetat ducavailoya akpBoc.

Tautdxpova, aAAalouv ol anattoelg o€ TpooAnPelg kat poAoug. OLopyavicpoi avalntolv avBpwToug
tou ouvdudadouv domain yvwon pe Al-enabled workflows: oxt amtAwg «Al experts», aAAd eTtayyeApatieg
TTOU KAVOULV T OOUAELA TOUC YPNYOPOTEPQ, HE KAAUTEPN avaAuon Kal kaAutepa deliverables. Ze TtoAAOUG
KAAdOoULC UTINPECIWY Kal B2B, avadiapBpuwvetal Kat o {d1o¢ o avtaywviopoc: N taxyTnTa mapaywync



TIPOTACEWY, reports, avaAuoswyv kat deliverables, padi pe tn duvatdtnta mpoowTotoinong, yivetat otmAo.
H Al pelwvel tnv andotaon HeTa&y Weag Kal tapadoonc.

(B) ZupmtepLpoplka potifa: o TEAATNG TEPLHEVEL TTAEOV TAXVUTNTA KAl EEATOHIKELON

O meAdtng, B2C 1 B2B, £xel ouvnBioel o Apeoeg amavinoelg kat uPnAn taxvtnta e§umnpetnong. O
OpPYaVIoHOC TIou dev pTtopel va avtamokploel paivetatl «maAlog», aveEaptnTw e oLoTNTAC TTPOIOVTOG.
MapdAAnAa, avéavetal n tpocdokKia TpocwTtomoinong: os Ynolakd journeys Bewpeitat dedopévo OotL Ba
TOU PIARoELC cUUdWVA PE TTPpOoTiPNon, avaykn Kat otddlo anodaonc. AuTo, xwpic Al kal xwpic dedopéva,
eivat akpBo kat duokoAo.

TéAog, dlapopdwvetal dItAR amraitnon: eukoAia aAAd kat epttitotooLvn. O teAdtng B€AsL autopatomnoinon,
aMa dev BEAeL va viwaoel e€amtatnon f anpocwTtn pnxavn. H Al, emopévwg, pEmel va Asttoupyei e
Kavoveg aglomiotiag: kabapotnta, TeKunpiwaon, opla Kkat avepwrtvn emtiBAsyn.

(y) Opyavwtikég petatomnioelg: n Al dev eykadioctatal, EVOWHATWVETAL

Ta coBapd kEPdN dev TPOKUTITOLY OTAV «OOKLHALELC EpyaAeia». MpokUTITOUV OTav eTtavacxedLlAdeLg
workflows. 2to marketing, n petatomion eival ano dnploupyLlkn tapaywyr o€ content pipeline pe
afloAoynon kat optimization. Ztig mwAnoelg, ano xetpokivnto follow-up oe lead intelligence kat next-best-
action. Ztnv eunnpétnon, ano tickets kat tnA€pwva oe triage, avtopatonoinon amAwy artnudtwy Kat
avBpwrTivn eotiacn ota cuvBeTa. 2tn dloiknon, anod culnthoelg xwpic dedopéva oe cuNTACELG PE
dashboards, utoB€oeig kat evidence. H opyavwTtikn petatormion eivat o tuprivag tou trend: n Al yivetat
HEPOC TNC KABNUEPLVN G AsLTOUpYiag, OxL TtEpLPEPELAKO project.

(8) TexvoAoylkEG UTTOBOUEG: XWPIG dedopéva Kal governance, n Al eival pioko

H Al pmtopei va evtutwolddel akopn kat Xwpic dedopéva. Aev Asitoupyel OpWCE ETIXELPNOLAKA XWPIC
kaBapd dedopeva (CRM, analytics, product data, content library), caén dikawwpata mpocpBaong,
TIOALTIKEC XProng (TL ETTPEMETAL KAL TL artayopevetal), quality gates yia tnv agloAdynon e§6dou Kat
oladikaoieg dlaxeiplong odarpdatwy, hallucinations, bias kat achdAelag.

Zuunépaopa tekpgnpiwong: To trend sivat tpaypatiko emeldn n Al HETABAAEL TA OLKOVOULKA TNG
Aettoupyiag (KOOTOC KAl XpOvoc), o TTEAATNC artattei TaxUTNTA KAl TTPOCWTIOTtoiNG, Ol opyavicpol
avaykadovtatl va evoroltrjoouv dladilkacieg Kat N TexvoAoyia ETUTPETEL HETPNOLN BEATIWGN — UTIO TNV
TpoUTOBeoN OTL UTIAPXEL governance.

2.4.3 Tuonpaivel auto yla'EAANveG emxelpnpatieg Kat epyaoHEvVoug

H Al dev Bd «avTIKATACTACE YEVIKA TOUC AvBpWTIouG. O@a avilkataotnoel Kupiwg dUo Ttpayuata: Tov
XPOVO TIOU OTIATAALETAL O€ ETIAVAANTITIKA KAl TIC ETUXELPNOELG TToU Bacidovtal o apyeg dladlkaoieg xwpig
HETPNON. ZTNV EAANVIKN TIPAYHATIKOTNTA, AUTO 00NYEl 0 CUYKEKPLUEVEC OUVETIELEC.

MNa emxelpnUaAtieq: T€o0oepLg OTPATNYIKEG HETATOTIOELG

MpwTov, n Al yivetat 6€pa dloiknong, OxtL tuRpatoc. Otav avtigetwtidetal we epyaleio tou marketing n
Tou IT, cuvnBwc amotuyxavel va dwaoel CUCTNHIKA aroteAeopata. Na va armrodwaoel anattei
Tpotepatlotmoinon use cases pe Baon ROI, aAAayEg dladikaolwy, HETpnaon Kat EEkabapo Aaiolo Kvduvou.
Aev eival texvoloyikn arodacn- sivat Asttoupyikr anodaon.

AgUTtepOV, 0 XPOVOoC Yivetal VEO KEGAAALO AVTAYWVIOHOU. 2€ ayopEC UE TIapOHoLa TTPOTOVIa, O TAaXUTEPOC
OpPYAVICHOC dOKIUAlEL TIEPLOCOTEPQ, PabBaivel ypnyopoTtepa, TPocapuolel TtPOIOV Kal ETILKOVWYVIA Kal
HELWVEL TO KOoTOG AdBouc. H Al au&dvel Tnv taxutnta pabnong. Autn eival n Tpaypatikn uTtEPoxn.

Tpitov, N TIOLOTNTA KAl N CUVETIELA YiVOVTAL TILO CNHAVTIKEG, OXL Alyotepo. Oco eplocOTEPN TTApAywyn
HTtopE(C va KAvelg, TOoO Tio eUKoAA PTtopeic va tapayelg kat 60puBo. H Al auvédavel tnv avaykn yia editorial
standards, brand governance, proof kat dtadikacieg eAéyxou. OL opyaviopoi tou dev BecpoBeTolv
ToloTNTA Ba KataoTPEYPouV euttiotoolvn Pe HEyaAUTEPN TaxuTnTa.



Tetaptov, avaduetal véoc Kivouvoc: Al xwpic otpatnytkr. Avapxn vuloB€tnon odnyei oe acuvemela pwvng,
VOUILKA KAl OE0VTOAOYIKA pioka (dedopéva, LIoXUPLOHOL), ECWTEPLKA oUYXUON POAWY Kal, TEAIKA,
aroyontevon, ywati ta anoteAéopata dev eivat petpnotpa. O vikntig dev eivat EKeivog TTOU «XpnNOoLUOTIOLEL
Al», aAA\d ekeivog Ttou opyavwvel Al-evioxupevn Aettoupyia.

MNa epyalopévoug: moleg de€lotnteg avefaivouv oe agia

AveBaivel n Al literacy pe eTiixelpnolakn katavonon: oxL TEXVIKA KOATIA prompt, aAAd katavonon
TpoBARuaTtog, HETPNON eTTUXiaC Kal €EAeyxog Toldtntac. AveBaivel to data thinking: opltopog KPI,
katavonon cohorts, dlakplon signal ano noise Kat cwoTteEg epwtnoelg ota dedopeva. AveBaivel To
workflow design: petatporr) Sladlkaolwy G€ POEC JE AUTOMATOTIONCN, EAEYXOUC Kal Ttapadotea.
Evioxuetal n avaykn editorial kat brand governance: empéAela, 0dog, armoduyr VTIEPBOAWYV Kal
Tpootacia a&lomiotiag. Kat o poAog tou avBpwTou petakiveital tpog human-in-the-loop o€ kpiolpeg
amopAoelC: ETUHEAELA, EAEYXO, KPION, OTPATNYLKH KAl XEIPLOKO EEALPECEWV.

2.4.4 Nwg pnopei n AWGMeta va cuvdpdapel otV evowpdatwon tov trend

H kpiown avaykn dev eival va antoktnoelg epyaieia Al. Eival va eykataotioelg eva Al Operating Model tou
HETATPETEL Xprion o€ anodoon Kal anddoon o€ povipn ikavotnta. H AWGMeta pmopei va cuvdpapet
OTPATNYLIKA KAl ETIXELPNOLAKA: use cases, dedopéva, governance, workflows kat yetpnon.

(A) Al Operating Model: ano tn xpon otnv utodoun

O otoxog eival n Al va pnv peivel pepovwpevo project aAd va yivel cuotnua. Auto ekwva pe Use-Case
Portfolio pe Aoyikr) ROI-first: kataAoyog use cases avd Asttoupyia (marketing, sales, service, ops) pe
ektipnon opEAoug (Xpovog, KOoTog, €00d0, TtoldtnTa), SuckoAiag vAotoinong, piokou (dedoueva,
OUHPOpowWON, dAN) kat tpotepatortoinon 90 nuepwv. AkoAouBei Data Readiness Map: 11 dedopéva
uTTIApPXoULYV, TLAsiTtel, TL eival kaBapod kal TL artatteitat yla personalization, analytics, knowledge base kau

aocdaAn xpnon.

21N ouvéxela, eykabiotatat Governance & Policy Pack: kavoveg xpriong avd poio, srutpentd/
arnayopeupéva dedopeva, dladlkaoieg eAEyxou TToloTNTac, dlaxeiplton odaipdtwy Kat dikAsideg yia IP,
GDPR kat acdpdAeia. Enetta, Workflow Integration pe human-in-the-loop: mou pmaivet n Al, tov pmaivet o
avbpwrTtog, oo eival to quality gate kat tolog utoypadet teAko output. TEAog, Measurement Layer yua Al
Value: dev apkei «xpnotuormolovpe Al»- petplovvtal time saved, throughput, conversion uplift, resolution
time oto support, lead response time, consistency metrics oto brand katimpact otnv (kavormoinon
TeAdtn.

(B) Al yua Marketing & Growth: mapaywyn, tpocwmnomnoinon, Haénon

H AWGMeta ocuvdpdapel otn dnuioupyia Al-enabled growth engine pe content operations system
(editorial calendar, repurposing, multi-format mapaywynr pe standards), creative variation engine ywa
controlled tests oe yrvupa/mpocdpopd/format, personalization framework (segmentation, triggers,
dynamic content oe email/ads/landing) kat insight mining amé oxoAwq, tickets, calls kat reviews.

() Al yua Sales & Service: taxutnta, molotnta, alomotia

2 opyaviopouc he pipeline i avaykn e§umntnpetnong, n AWGMeta uttootnpidel sales enablement copilot
(scripts, objection handling, proposal drafting pe Bdaon proof library), lead intelligence (scoring, next-
best-action, automated follow-ups pe avBpwrTvn emomnteia), support triage kat knowledge base
(ta&wvopnon artnuatwy, anavtioelg oe emavalagpBavopeva, escalation rules) kat quality monitoring pe
feedback loops Ttpog poidv Kkat Asttoupyia.

(A) Tumapadidetal wg anotéAscpa

Evoelktikd deliverables mepldappBavouv Al Use-Case Portfolio kat Roadmap (90/180 nuepwv), Al
Governance & Policy Pack, Brand Voice & Proof Library yia acdain xpnon, workflow blueprints ava
Aettoupyia, prompt & template library pe standards kat quality checks, evaluation harness (kpttipla
akpiBelac/vpouc/cupupopdwaonc) kat dashboards anodoong Al (TtapaywylkoTNTA KAL EUTIOPLKA



enidpaon). To anoteAeopa pemneL va eivat Eekabapo: Al tou paivetal oe TapaywyLlkotnta, tTaxutnTa Kat
EUTIOPLKA ATtodoon — OXL Al TTOU «evVIUTIWOLAZE» ECWTEPLKA.

2.4.5 Kivduvol kat cuvROn Aabn epappoyng

H Al, emeldn ¢paivetal e0KoAn, eival kat emikivouvn otav epappoletal mpoxelpa. Ta Bactkd Addn sivat
emavaAapBavopeva. Mpwrtov, Al-first avti yia ROI-first: ekivag ano epyaleio avti ano mpoBAnua- to opbo
eivat use case > KPI » pioko > workflow > gpyaAeio. AsUtepov, Tapaywyn BopuBou avti antodoonc:
TeploootepPn ToooTNTa Xwpicg standards dev avéavel a&ia. Tpitov, acuvemnela brand voice otav
oladopetikd dropa Kat epyadeia tapayouy dladpopetikd UPog, HE KOOTOC OE EPTILOTOCUVN KAl HETATPOTIEC.

Tetaptov, hallucinations kat pun eAsyxopevol loxuplopoi: n Al prtopei va «edpeupiokel» otolxeia nva
uTtepBAAEL, dnUIOLPYWVTAC PIOKO KNG KAl CUHPOPdWaONC. MEpTToy, Xpron evaicONTWV dedOPEVWY
XWPIC TIOALTIKEG, HE KIVOUVOUC dlappong, KAKAC XProng Kat un cuppoépodwonc. Extov, Al xwpic avBpwrtvn
€ubuvn: xwpic avBpwrtivn uttoypadn oe Kpiolpya outputs, To cUoTNUA anoduvagwvetal- human-in-the-
loop eivat acpdAela kal TtolotnTa, oxL kKabuaotepnaon. EBdopov, kapia pEtpnon a&lag: «to xpnoloToloUuE»
Oev eival KPI- n Al tpémel va amodeiéel xpovo, KOOTOC, £0000 KAl eTidpacn otnv sutelpia teAdrn.

2.4.6 MNpaktiko Aavo 30 / 60 / 90 nuepwyv yla uloB£tnon tou trend

2t pwteg 30 NUEPEG, BePeAlWvETAL XPHON HE vOnua, OoxL he evBouaolacpo: emtidoyn 5-10 use cases pe
oadeg ROl ava Asttoupyia, oplopocg KPI ava use case (time saved, conversion uplift, response time), data
readiness check, otrioluo Bacikov governance (emrpemnta dedopeva, kavoveg, quality gates) kat
dnuloupyia brand voice kat proof library yia acpain mapaywyn rteplexopévou. To anotéAeopa sival Al
Use-Case Portfolio, Governance v1 kat Baon Proof/Voice.

2TI¢ NUEPEG 31-60, yivetal TiIAOTIKA evowpdatwon og workflows, oxtL pepovwpéveg xpnoelc: Al oe 2-3
Kploweg pogg (Tt.X. content ops, sales enablement, support triage), prompt/template library pe standards
kal dtadikaoia review, dashboard KPI kat eBdopadiaio cadence pdbnong, Kat ekmaidevon ogadwy otn
owoTA Xpnon — €Aeyxog, 01opBwoaon, aroduyn piokwyv. To antotéAecpua ival pilots pe yetprnoun
mapaywykotnta kat tpwto ROI proof.

2TIc NUEPEC 61-90, KAlHAKWOoN, TuTtoTtoinon kat Becpobetnaon: SOPs yia Al-enabled dladikacieg amno brief
£WC TIapAdoaon, ETMEKTAON USe cases TIoU Amedwoayv Kal Katapynon 0cwv dev amedwaoay, evioxuon
governance (audits, quality checks, escalation) kat ox€d1o0 6 pnvwy yla KAlyakwaon personalization,
automation kat decision support. To antotéAeopa sivatl Al Operating Model vl — otaBepn ikavotnta, oxt
meipapa.

KAeiowo kedpaAaiou: n otpatnylkn ovoia

H texvnt vonuoouvn yivetal “must” oxL emeldr) eival EVIUTIWGCLAKK, AAAA ETIELDN PETATPETIEL TNV TAXUTNTA
KOl TNV TTApAaywyLlKoOTNTa o€ O0UIKO TTAEOVEKTNHA. O 0pyaviopOCg TTOU TNV EVOWHATWVEL CWOTA ATTOKTA
XapNAOTEPO KOOTOC HABNOoNC, TaxLTEPN EKTEAEDH, HEYAAUTEPN CUVETIELA KAl KAAUTEPN duvatoTnta
TIPOCWTIOTIOiNoNC Kal eEUTtNPETNONG.

To kpiowpo eivat va punv epappootei wg omtopadikd epyaieio, AAAA WG AEITOUPYIKO CUCTNHA PE KAVOVEC.
Ekel Bploketal kal n mpaypatikn aéia tng AWGMeta: otn petadpacn tng Al amo TeXVOAOYIKH UTIOOXEC OE
HETPNOLUN ETILXELPNOLAKK UTIEPOXH).



2.5 Tortikég Kowvotnteg wg Néa Owkoouotiipata Ayopag



MelToVIEG, TIOAELC KAl KOWVOTNTECG AELTOUPYOUV EQvA WC AyoPEC UE TAUTOTNTA.

2.5.1 Tieival auto 1o trend kat ylati £xel onpaocia twpa

MNa apketd xpovia, n Ynodlakn olkovopia epolade va «looTedWVEL TOV XWPO: Ta idla potovra, ta idla
formats, ta idla funnels, ol idleg MAatpoppec. H umtdéBeon ntav otL to online Ba £kave TNV TOTUKOTNTA
deutepevouoa. 2ZTnv paén cupBaivel to avtiBeto. Oco auvéavovtal n TAnpodopia kat ot ETUAOYEG, TOCO
TEPLOOOTEPO 0 AVBpwWTIOoC avalntd TautoTNIa, EPTIOTOCUVN Kal Kowvotnta we piAtpa amdépaonc.

To trend «Tottikeg Kowvotnteg wg Nea Olkoouotrpata Ayopdg» TteplypadeL TNV EMIOTPOPN TOU TOTIUKOU OXL
WC VOO TAAYLaKO HOTIBO, aAAA wg AslToUpYLKN olkovopia. H yettovid, n toAn, n Kowvotnta — Kat ot YndLakeg
KOWOTNTEC TIOU aAvarttUooovTal YUPW atto €vay T0Tto — AsltoupyoUv Eavd we KavaAla dlavopunc Hecw
OlkTOWYV cuotaong, word-of-mouth kat micro-influencers, wg pnxaviopoli eymioTtocVvVNE HECA ATO
YVWPLHIA, OIKELOTNTA KAl CUVETELA, WG TTAAICLA TAUTOTNTAG TTIOU dNHIoLPYOLV aicbnon «avikw dw» Kal
«g{palL oav KL autoug», Kal wg ayopeg He eOLKOUG Kavoveg: TL Bewpeital aglotioto, T Bswpeital uTtepBoAn,
Tt Bewpeital amodeKTo.

Kpiowo onueio: «totikn kowvotnta» dev eival povo yewypadia. Eival n aAAnAemtidpaocn Tplwyv otolxeiwv:
TOU TOTIoU (YelTovLd, TtOAN, vNoi, TtEPLOXN), TOU KOWVWVIKOU JIKTUOU (ATUTIEG OXEOELG, oUOTACN, OMADER) Kal
tnc Yndlakng mpoektaong (maps, reviews, social, micro-communities). Otav autd ta tpia cuvdeovtal
owoTd, n TotTikOTNTA YiveTal 0lkooUoTNHA Ayopdc: TIEPIBAAAOV OTIOU UTIOPEIC VA ATIOKTAOELC TIEAATN UE
XAMNAOGTEPO KOOTOC, VA XTioelg LPNAOTEPN TILOTOTNTA Kal va dnuloupynoelg Zntnon mou dev e€aptdtal
ATOKAELOTIKA amo paid TtpoBoAn.

H onuaoia tou trend oruepa sivat apgeon: HeTd amod xpovia uTtep-riAnpodopnong, N avwvudia ylve
aduvapia. To koo ntd 1o apeon aiobnon aélomiotiag, o ekAbapn TAUTOTNTA, TILO YPryopn
emBePaiwon amo AAoug avBpwToug Kal EPTIELPIEG TTOU «KOAAAVE» e TO TAaiolo tng wng tou. To
hyperlocal, otav yivel cwaotd, dev eival pla Kaumavia «oTnv meploxn». Eivat otpatnylkn mou petatpemnel tnv
KOWWVIKH OOUN O€ EUTIOPLKNA artodoon.

2.5.2 MoV 10 otnpidoupe Kal TeEKgnpiwaon tng aroYng

H tekunpiwon otnpiletal oto tetpdmnicupo onpatog: market signals, cupnepidpopika potipa,
OPYCAVWTIKEC YETATOTIIOELG, TEXVOAOYIKEC UTIOOOUEC. To cUUTIEPACHA eival OTL OL TOTIKECG AyopEC «Eava-
KAEWOWVOULV» ala emeldn amoteAoUV TNV TILO ATtod0TIKA Hopdr ePTILOTOOUVNG o€ TIEPLBAAOV UTIEP-
ETAOYNG.

(a) Market signals: yiwati n tomkotnta emotpePel WG olkovopia

>& TtoA\oU¢ KAAdoucg — eotiaon, uttnpeacieg, vyeia, opopodLd, retail, ekrtaidevon — to discovery yivetal
OAOEVA TIEPLOCOTEPO PE KPLTNPLO «KOVTIA HOU» ] «GTNV TIEPLOXN HOoU». AUTO dev elval poévo BEpa
arnootaonc. Eivalt 0€pa petwpévou piokou: 1o KovTvo daivetal Tio eAEYELO, Tilo dpeoa a&loAoyrioLUo, TILo
€UKoAo va emiBeBalwbel.

MapdAAnAq, n agloAoynon (reviews) yivetat vopiopa. H orpn oto totiko eptBAarlov Aettoupyei we APecog
HoxAo¢g {Atnong, he ducavaioya JeyAAn Baputnta: o AvBpwTog BEAEL va «OLlYyOUPEUTED TIPLV TIAEL, TIPLV
KAeioel, TtpLv epTIIoTEVUTEL. ETUTTAEOV, TA CUVEPYATIKA OLKOCUGCTHHATA ATIOKTOUV LoXU: CUPTIANPWHATLKEG
ETIXELPNOELC UTTOPOUV VA poLlpacTolV KOO, va Kavouv cross-referrals, va xtioouv kowvd events, va
dnuoupynoouy «dladpopecg» eutelpiac. MNMpokettal yla emxelpnUaAtiko leverage mou dev epdavidetat e
tnv (dla évtaon oto kabapd online povteAo.

TEAoG, n ToTtKN KowvoTnTa Asttoupyel wg avBektikdtnta o€ paid shocks. ‘Otav ol mAatdoppeg aAAalouvv
KAVOVEC 1 0Tav To KOoTOG TPoBOANRG aveBaivel, N TOTIKE ayopd PTtopei va Asttoupynoet wg owned
distribution by relationship: Alyotepo eupetdBAntn, OxtL emeldn eivat TEXVOAOYIKA avwTePN, AAA TTELDN
elval Kovwvikda plwuevn.

(B) Zupmteprpopika potifa: n kowotnta we GiAtpo eumiocToolvVNG



O avBpwrttog dev eTAEYEL HOvo Pe Baon value-for-money. ETIAEYEL Kal Ye BACN TO Av Pla ETIXEIPNON
«talpladel» pe tn dwr) Tou Kal Je Toug avlpwTrioug tou. H TotikA Kowvotnta Aettoupyel W TIOATIOHLKO
diAtpo. 210 010 MAaiolo, To word-of-mouth eivat cuxvd LoxupoTEPO ATTo paid: N cuotaon «amo JLKO Hou
avbpwrTo» pelwvel dpapatika to perceived risk kat uteptepel Tou pnvupaAtoc.

270 TOTUKO TteEPLBAANOY, N eumelpia dladidetal ypriyopa Kat gevel. H pAun €xel pvAun. Autd avéavel to
KOOTOC ACUVETELAC, AAAA dnuloupyel LPNAG TTAEOVEKTNHA YIA TIOLOTIKH euTtelpia. TEAOC, n eyyvuTnta
auéavel Tnv Tpoodokia avlpwTivng CUPTIEPLPOPAC: TO KOWVO PTtopEl va artodexBel HIKPEC ATEAELEG OTAV
viwBelL oxéon, alAd dev artodexetal adladopia i EMeln ceBacpou. H tomikotnTa €ival oxgon, OxtL anmAwg
KAVAAL.

(Y) OpyavWwTIKEG HETATOTILOELG: ATIO «KATACTNHA/E8pa» O «KOHUBO KOLVOTNTAG»

OLemuxelpnoelg mou a&lomolovyv to trend dev avtipgetwidouv tnv tomtobeoia wg onueio TwAnong. Tn
BAETIOLY WC KOUPO guTtelpiag, KOPBO ePTILOTOCUVNG KAl KOUBO oxeoewyv. AUTO amaltel opyavwTikn
HUETATOTILON TIPOC CUVETIELA eEUTINPETNONG, dladikaoieg feedback kal reviews, evepyotoinon cuvepyactwy
oTnV TEPLOXN KAl TtIapaywyn TIEPLEXOUEVOU TIOU «AVAKEL> OTOV TOTIO, OXL YEVIKO TIEPLEXOUEVO TTOU JeV
QKOUMTIA TNV TOTIKN TauToTNTA.

(8) TexvoAoyIKEG UTTOSOHEG: N PNPLAKN TPOEKTACH TNG KOWVOTNTAG

To hyperlocal yivetal loxupo otav o tomog €xel PYndlakn mMpoeKTaon: cwaoTn apoucia ce maps kat local
search, pnxaviopouc cuAAoync Kat dlaxeiplong agloAoyrnoswyv, CRM capture woTe va pn «xavetaw o
TTEAATNC UETA TNV TIPWTN eTiokeYn, segmentation pe Baon eploxn, ocuvnOela Kat cuxvotTnTa, Kabwg Kat
Al tou audvel tnv TaxLTNTA ATIAVTIHCEWY, BEATIWVEL TNV ETIHEAELA TIEPLEXOUEVOU KAl ETILTPETEL AvAAuon
feedback.

ZuunEépaopa tekpnpeiwong: Ot TOTIKEG KOWOTNTEC EavayivovTal ayopEC HE TAUTOTNTA ETELDN 0 AvOPWTIOC
dNTd guTilotoouvn Kal Aaiolo, n a&loAdynon kat n ¢pripn amoktovy avénuévn Baputnta, n cuvepyacia
onuoupyel leverage kal n texvoAoyia ETUTPETEL OTN «OXECHN TOTIOU» va KAlMAKwOel Pndlakd.

2.5.3 Tuonpaivel auto yta’EAAnveg emixelpnpatieg kat epyalopévoug

H EAAGAD O DLaBETEL LOXUPEC TOTIKEG TAUTOTNTEC, EVIOVN KOWWVLIKNA HeTadopd TAnpodopiacg kat peydin
eMidpaon Ing epmelpiag otnv arddaon. Auto Kavel To trend TtEPLOCOTEPO OOULKO KAl AlyOTEPO
TIPOCALPETLKO.

MNa emxelpnuatieg: anod TomKA Tapouoia o€ TOTIKN Kuplapxia

H ToTUKOTNTA HETATPETIETAL OE OTPATNYLKO TIAEOVEKTNHA, OXL O€ TIEPLOPLOO. O TaAldg oTtdx0C ATAV «va
avoiéw oe meploocoTepa onpeia» f «va Byw online ywa va emepdow tn yettovida». O vEog o0TOX0G eival
OUTAOGC: va KUPLAPXNOELC O £va TOTILKO OLKOCUOTNHA KAl va To Kavelg replicable — va pmopeic va to
aviypadelc oe deVtEPN Kal TPiTN TtepLloxn. Otav pla emixeipnon «kKASWOWVEL» Pl TIEPLOXI, TO KOOTOC
ATIOKTNONG HELWVETAL, N TILOTOTNTA AUVEAVETAL KAl TO amoTeAsopa eival otabepotnta.

210 hyperlocal tepiBaAAoy, reviews kal epmelpia yivovtat asset pe aia .ooduvapun tng dtadnuiong. Ot
a&loAoynoelg AsttoupyolV oav SlapKAG Kaptavia, alAd dev xtidovtat pe «{ntape afloAoynon». Xtidovtat ye
tpoBAEYIUN epTteLpia, dlaxeiplon tapamovwy, GUVETELA Kat pnxaviopo feedback. Omolog opyavwvel auto
TO oUOTNHA PEWWVEL TO KOOTOC dnuloupyiag Zntnonc.

Ol ouvepyaaieg otnv TEPLOXA HTIOPOUV VA AELTOUPYHCOLV WC CUCTNHA SLAVOUNC: CUUTIANPWHATIKEG
uTtnpeoiec, kolvd events, cross-referrals — pia popdn «dIKTVWoNC TTEAATWV» PE XaApUnAS KéoTtoc. Autd
arattei oxedlaopo: kowvn adriynon, cwoto offer kat petpnotun pon.

Kpiown d0pBbwon avtiAnyng: to hyperlocal dev ivat «Uikpo». Eivatl «cupmukvwpévo». KAlpakwvel otav
petatpanei oe playbook, petpnbei kat emavaAndBei oe deltepn EPLOXN HE Ttpocappoyn. H kKAipdkwon
dev ylvetal pe «va eipaocte taviou». MNvetal e «va eipacte TPWTOL KATIOU KAl HETA VA ETIEKTEWVOLACTE.

MNna epyalopévoug: véol poAoL yUpW ATO EPTILOTOCUVH, EUTELPiA, KolvoTnTa



AveBaivouv poAot Ttou xtidouv kal dlaxelpidovtal ToTika olkocuothpata: local growth kat partnerships,
reputation kat review operations pe feedback loops, community management pe eumopikn AoyLkn tou
evepyotolei cuotaon, customer experience wW¢ oTPATNYLKA AslToupyia TPWTNC YPAMUNG, Kal Al-assisted
local content kat insight, Ttou emtpEnel ypryopn avaAuon KPLTIKwy Katl cuveneg hyperlocal meplexopevo.

2.5.4 Nwg pnopei n AWGMeta va cuvdpdapel TV evowpdatwon tou trend

H evowpdtwon tou trend amattei KAtTL mepLoocOTeEPO Ao «dadpnuion otnv teploxn». Artattei Community-
to-Commerce Engine: cuotnua ou EeKva amo TNV TAUTOTNTA TNE KOWVOTNTAG KAl KATAARYEL OE
mpoBAEP LN ATNoN Kal TilotoTNTA, HE HeTPnoun Asttoupyia. H AWGMeta pttopei va cuvdpdpel we
oTpatnylKoc integrator kKaAUTITOVTAC positioning, eptelpia, TOTUKEG CUVEPYELEC, TIEPLEXOUEVO, funnels,
CRM katreputation operations.

H tpooéyylon Eekiva pe Local Ecosystem Mapping: xaptoypddnon HKpo-TiEPLOXWYV, AVAAUGH TOTILKWYV
HoTiBwv ZATnong (wpeg, EMOXLKOTNTA, CUPTIEPLPOPER), avayvwplon KOPBwWYV eutiotoouvng (micro-
influencers, opadeg, onueia avadpopag) Kat aviaywvioTIKO mapping W TPOC TO TIOLOC KATEXEL TIOLO
adnynua otnv teploxn. Napdyetal Local Ecosystem Map kalt Opportunity Zones.

AkoAouBei Hyperlocal Positioning kat Offer Design: message architecture ava mmeploxr, Tpocapuoyn
mpoodopdc (packages, bundles, time-based offers) kat proof points ou taiptalouyv totikd (CLUCTACELC,
ouvemela, olotnta). MNapadidetal Hyperlocal Message & Offer Playbook.

21n ouvexela eykadiotatal Reputation & Review Operations w¢ pnxavn epgmiotoouvng: dladikaocia
ouAAoync aéloAoyrnoewy pe opBo TPOTIo, TTPOTUTIA ATtavTioewy Kal escalation, feedback loop tpog
Aettoupyia (Tt aAAaloupe emeldn To emwonke) kat avaAuon YOoTiBwV TTapaATtOVWV/ETIAVETIKWY OXOA WY e
Al yia mpotepatomoinon BeAtiwoewv. Napadidovtat Review Ops SOP kat Insight Dashboard.

Emeta oxedidletalt Community-to-Commerce Funnel: TOTIKO TTEPLEXOUEVO PE XPNOLOTNTA,
evepyoTolnoelg (events, cuvepyaoieg, loyalty hooks), lead capture pe avtaAiayn a&iag, CRM journeys
(follow-up, reminders, reactivation) kat referral loops. Mapadidetat Community-to-Commerce Blueprint
kat CRM Journeys.

MapdAAnAa eykaBiotatatl Local Partnerships Program wg dopnuévn dlavopn: eTAoyr cuvepyatwy, Kowa
maketa kat dladpopeg, kavoveg referral kat tracking, kowo Tieplexopevo kat evepyomotioelc. MNMapadidovrtal
Partnerships Kit kat Pilot Plan 60 nuepwv.

TéMog, opidovtal KPI katdAnAa yia hyperlocal otpatnyikn: share of local search/visibility signals wg
proxy, review volume kal rating stability pe response time, footfall-to-capture rate, repeat rate kat
frequency ava teploxn, referral rate, CAC avd mteploxn, kabwc kat NPS/satisfaction pe torukr dildotaon.

2.5.5 Kivduvol kat ouven Aabn epappoyng

To trend daivetal anmAd («<KAVOUE TIPAYHATA OTH YELTOVLA»), AAA oL Ttayideg eival KAAOLIKEC KAl KOOTi{ouV.
MpwTov, hyperlocal wg emidpavelako gimmick: av n torukoTnTa eival alodBnTikn f cAdykav xwpic
Ttpocappoyn o€ poodopd, eEUTINPETNCN, CUVEPYACIEG KAL TTApOoUGia, To KOO To avTtiAapyBavetal Aueoa.
AsgUtepov, Epdacn og TPOPROAN XwpEIc nxavr ehriiotoolvnG: Xwpig reviews, feedback kal BeAtiwon
epmelpiag, n mpoLoAn GEPVELTIEPLOCOTEPO KOGHO O€ EUTIELPIA TTOU dEV AVTEXEL — KAl AUTO KAvEL {nuLd.

Tpitov, acuvénela epmelpiag peTagl nuepwy, Bapdlwy n onueiwv: oto hyperlocal n pAun ta&ldevel
ypryopa. TEtaptov, Kakn dlaxeiplon mapanovwy: GTo TOTIKO TIEPLRAAAOV TO TIAPATIOVO AEITOUPYEL WG
dnuooto onua adlomiotiag. MNepmrov, amouacia CRM capture: xwplic oxeon, kabe emiokePn Eekva amo to
HNOEV Kal n kowvotnta dev xtidetat. Ektov, uttep-enektaon Xwpic playbook: to mio emikivouvo Adbog sivat
va enekteiveocal tavtou xwpig Tutomoinon, xavovtag moldtnta Kat prun.

2.5.6 NMpaktiko mAdavo 30/ 60 / 90 nuepwyv ya utoO£tnon tou trend



2tic tpwteg 30 nuEpeg yivetal dldyvwan, xaptoypddnon kat BepyeAiwon epymiotoouvng: local ecosystem
mapping, EAeyxog tapouaciag kat drpng, oplopog 1-2 meploxwv-rTAoTwy, otnotuo Review Ops SOP kat
feedback loop, kat oxedlacuocg hyperlocal message kat offer pe kaBapod proof. To anotéAeopa ivat Local
Map, Pilot Charter, Review Ops v1 kat Hyperlocal Message/Offer v1.

2TI¢ NUEPEC 31-60 tpaypatoroleital TAOTIKE evepyoTtoinon Kat «KAEdwpa» emavaAnyuotntag: 2-3
EVEPYOTIOLNOELC HEOW CcuVEPYAOLWY, micro-events 1 local content series, otrolpo CRM capture kat
journeys, pnxaviopoc cvotaong (referral loop), yetpnon (repeat rate, review lift, capture rate, referral rate)
kal BeAtlotomoinon eumelpiag Baoet feedback. To anotéAeopa eival Pilot Results, Community-to-
Commerce Funnel vl kat CRM Journeys v1.

2TIC NUEPEC 61-90 yivetal KAlpdkwon kat tuttortoinon: Local Playbook, emtéktaon oe deUtepn TEPLOXN HE
controlled adaptation, avarttuén Partnerships Program pe 3-5 otaBepoulc ouvepydrteg, dashboard
TapakoAoONoNC pUNG/eumelpiag/moTOTNTAC KAl OXEDL0 6 UNVWV YIa pUBUO EVEPYOTIOLNCEWYV KAl
ot1oxouc. To ammoteAeopa eival Hyperlocal Growth System v1 kat Expansion Blueprint.

KAeiowo kedpaAaiou: n otpatnylkn ovoia

H tomikn Kowvotnta eToTPEPEL WC OIKOVOUIA ETIELDN ATIOTEAEL TO TILO ATTOJOTIKO HOVTEAO EUTILOTOOUVNC OE
evav Koopo uttep-emidoync. Opwe, hyperlocal dev onuaivel amAwg «va eicat Kovida». Znuaivel va sioat
avayvwpioluog, aglotiotog KAl KOWWVIKA EVOWHATWHEVOC HE TPOTIO TIOU HETATPETETAL OE
entavaAnyuotnta ecodwv.

H ipaypatikn evkatpia dev eival «Aiyo o tormiko marketing». Eival totukr kuplapyxia e cuotnua: énun,
eumelpia, oxéoelg, CRM, cuvepyaoieg Kal petpnolpn KAlpakwon. Ekei akplBwe yropei va mapaxOei
umtepaéia: va yetatparnel n kowotnta ano aicbnon oe ynxavr avantuénc.



2.6 H Alobntikn kat n Yyeia wg “Premium Subscription”



O katavaAwTtng dev ayopdalel uTtnpeoia- ayopddel CUVEXELA KAL EUTILOTOCUVN.

2.6.1 Tueival auto 1o trend kat ylati £xel onpaocia twpa

2TOUG KAABOUG TNG vyeiag, Tng eveiag Kal TNE aloONTIKAC, 0 TPOTIOG e Tov oTtoio dnuloupyeital aia
pvetaBaretatl. H a&ia dev Bpioketal TAEOV POVO O0TN HEPOVWHEVN TIPAEN — oTnv emtiokedn, otn cuvedpia,
otn Bepamneia f otnv ebappoyr. Metakiveital 0Tn CUVEXELA: TN OUXVOTNTA, OTN CUVETIELQ, OTNV EUTIELPIQ,
oTnVv mapakoAouBnon Kat, TeEAKA, otn oxeaon.

Me anmAd Adyia, o katavaAwThg dev ayopddlel TTAEov PHovo arotéAeopa. Ayopadel tpoBAePipotnTa (va EEpetl
TLakoAoUBel), aodpdiela (va viwBel OTL UTIAPXEL TTAAiCLO Kal eVBUVN), e€atopikeuaon (OXL YEVIKN
TpoaosyyLlon), TPoAnyn Kat cuvtApnon (XL HOvo «dLoPBwaN») KAl EPTILOTOCUVN GTOV XPOVo (OXL «pia popd
KAl TEAOC»). AUTO eival To vonua tou “Premium Subscription”: n uttnpeoia pyetatpenetal oe oxeon. OxL oe
Hla gNXavikn pnviaia xp€won Xwpic ovoia, aAAd o€ povtéAo OTou N eTtixeipnon avaAauBdvel cuvexn poAo
otn BeAtiwon, otn ¢povtida kat atn dlatrRPnon Tou AnoTteAEoUATOC.

H petatomion dev adopd povo TNy alcdnTIkA laTpikn. Adopd Eva eVPUTEPO OLKOCUOTNHA: KAWVIKEG KAl
latpeia Tov dopoLv Tpoypauata TtapakoAouOnong Kat TpoAnYng, odoVTIATPIKEC UTINPECIEC PE
maintenance plans, depUaToOAOYIKEC UTINPECIEC e e€aTOPLKELEVA TTAGVA, wellness/spa,
duokoBepareia kal armokatdotacn wg mpoypaupata, fitness kat dlatpodr wg cuvdLACHEVN CUVEXN
utootnPLEn, uttnpeciegc mental wellbeing pe continuity kat, yevikotepa, kKaBe uTtnpeacia 0Tou 1o
aroteAecpa dlapkei povo otav uttapxet otabepn ¢ppovtida.

O Aoyocg tou To povTteAo eival “premium” dev eival eTKOWWVLIAKOG. Eival Aettoupyikog. Aev touAag
mpocBaon. MouAdg dlaxeiplon amoteAéopatoc. Kat auto amattei uPnAotepo emninedo Asttoupyiag:
opydvwon, emikolvwyvia, dladlkaoiec, eptelpia, dedoueva Kal aélotioTtia.

H onuaocia tou trend orpepa evioxVeTAL ATO TN CUPTITWON TPLWV TIECEWV: AUEAVETAL TO KOOTOG
ATtOKTNONG VEOU TIEAATH, TO KOLVO YIVETAL TTLO ATIALTNTIKO (evnuEpwoaon, oLyKpLon, evalcbnaoia otnv
alomiotia) Kat oL eTixelpnoelg xpetalovral tpoBAsPpuotnTa ecodwyv avti yia spikes. To premium
subscription/continuity model amavtd kat ota tpia: yelwvel Tnv €€APTNON ATIO TO CUVEXEC KUVAYL VEWV
TEAQTWY, AUVEAVEL TNV TILOTOTNTA KAl UETATPETEL TNV aia o emavalauBavouevo £€0000 IOV UTIopEi va
TPOYPAPHATIOTEL.

2.6.2 Movu 1o otnpidoupe Kat tekunpiwon tng anoyng
Market signals, cupumeplpopikd HOTIBA, OPYAVWTIKEC HETATOTIOELG, TEXVOAOYIKEC UTIODOMEC

H tekunpiwon tou trend dev eival «1d€a TipoAdynong». Eivat aAdayn oatov tpomo mou Asttoupyei n ZAtnon
KAl oToV TPOTIO TIoU XTideTal epTtilotoouvn og kKAAdoucg uPnAng evalcdnoiac.

(a) Market signals: n olkovopia TWV UTINPECLWYV PETAKLVELTAL OTN SLAPKELA

2€ WPLIHEC AyOPEC UTINPECLWY, N TtPOLBAEPLUOTNTA YiVETAL OTPATNYLKO TTAEOVEKTNHA. H petatdmion amno
one-off £€00da mpo¢ recurring povteAa emitpenel otabepomoinon cash flow, peiwon emoxikotntag Kat
KAAUTEPO TIPOYPAMUATIONO duvaplkoTnTac. NapdAAnAa, n a&ia tng diatrpnong (retention) aveBaivet: étav
olLuTtnpeaoieg avtaywvidovtal oe sPmeLlpia Kal ehmiotoouvn, n dlatnpnon yivetat kepaiawo. Ta recurring
models av&avouv LTV kat dnpioupyolV OLKOVOULKO XWPEO Yla KAAUTEPN EUTIELPiA, KAAUTEPN EUTTNPETNON
Kat uPnAOTEPN TTOLOTNTA.

210 010 MAaiolo, epdavidovral TakETa, memberships kal TpoypAppata Tou dev ASIToupyoUV WE ATIAN
EKTITWON, AAAA W dladpopr): cuvtipnon, tapakoAovBnon, TPoAnyn, e§atopikevon. To vonua dev sivat
«TIANPWVELC AtyoTtepo». Elval «mtaipvelg mpoypappar. TEAOC, 0 aviaywVIoHOG JETATOTIETAL TIPOC TNV
eumelpia kat 6xtL yovo tnv pdén: onboarding, follow-up, dlaBeoudTnTa, ETIKOWVWViA, achAAela Kal
aiocbnon ¢ppovtidag. OAa avtd eivatl dopikd cupBatd e continuity.

(B) Zuumepipopikda potipfa: o KatavaAwtng OEAeL cuvéxela, OXL cuvaAliayn



2e vyela, eveia kat aleBnTIkn, o TteAATNC avalntd «ocuvodoLTIOPO», OXL ATIAWC TTAPOXO. Aev BEAEL HOVO
eKTEAEON. O&Ael kaBodrynon, MAaiclo, TPOodo Kal TtapakoAoBnon — otolxeia tou 0dnyouv GUCLKA CE
HovieAa oxéonc. MapdAAnAd, HELWVETAL N AVOXH O€ PLOKO KAl ACUVETIELA: OTAV TO AVTIKEIPEVO adopd
owua, vyeia, elkdva Kal AuToTETOIBNON, 0 AvBpWTTOg BEAEL va VIWOoEL OTL UTIAPXEL DLAd PO Kal OXL
tuxaitdtnta. To continuity pewwvel to perceived risk.

ErumA€ov, av€davetal n anaitnon ywa e€atopikevon kat HEtpnon poodou. O TTEAATNG TTEPLHUEVEL TIAAVO,
milestones kal feedback. To subscription model, otnv ouoia, «<cmBAMEeL> autn Tnv aia: n afla mpenel va
daiveral otov Xpovo, OXL HOVO TNV NUEPA NG eTtiokePng. Kat To o Kpioo: n epmiotocuvn dev xtietal pe
claims, aAAd pe cupmeplpopd — evnuépwaon, cuvaiveon, follow-up, vtevBuvotnta, dladavela.

(y) OpyavwTtikég petatomioslg: To continuity anattei véa Asttovpyia

Aev pumopeEic va TTOUANCELG «CUVEXELO» UE OpYaVIoHO dTiaypevo yia one-off. Atatteital avaoxedlacpog tou
journey amoé onboarding pog Bepamneia/cuvedpieg, TapakoAouOnaon, CUVTAPNON Kal ETtAvevVEpPyoOTtoinon.
Amtawteitat CRM kau lifecycle operations: uttevBupioelg, follow-ups, check-ins, care sequences. Antatteital
scheduling kat capacity planning, d10tL n cuvdpoun dnuoupyei uTtoxpEwaon diabeopotntac. Kat
aratteital customer success mindset: n emtuxia Tou TTEAATN WCE BACLKOC O0TOXOC, OXL ATIAWC «EKTEAEDN
pavteBou».

Me tnv aAAayn povteAou, aldlouyv kat ta KPI: amno «mooa paviefou» og «toon dlatrpnon», «mmoon
OUVETIELO», «TI000 LTV» kal «1tooo churn».

(0) TexvoAOYIKEG UTTOBOHEG: N oLVEXELA YiveTal ePIKTA e dedoPEva KAl AUTOHATIONOUG

To continuity dev kKAlpakwvel xwpig utodopun. Xpetdaletat CRM pe ovolaotikn tpnpatonoinon (segments
ava avaykn, otoxo, cuxvotnIa), AUTOMATOTIOINUEVECG POEC ETIIKOVWVIAC XWpPIC va yivovtal spam, epyaieia
scheduling kat reminders, dashboards tapakoAouBnong churn risk kat engagement, avaiuon feedback,
reviews kat CSAT, kabwcg kat Al tou utootnpidel triage, cuvETELa ETIIKOLWVWVIAC, avixveuon HOTIRwY Kat
Tmapaywyn next best action.

Iuunépaopa tekpgnpeiwong: H vyeia kat n alcdntikr yetakivouvtal o premium subscription eneldn to
OLKOVOUILKO KEVTPO BApouC petadepeTal otn dlatrnpnon, o TeAdtng {nta achaiela/ocuvexeia/
eéatopikeuon, ol opyaviopoi xpelalovtat tpoBAsPIpoOTNTA KAl N TEXVOAOoYia KaBLoTA ASITOUPYLIKA EPLKTA TN
oxéon dldpkelac.

2.6.3 Tuonpaivel auto yla'EAANveG emxelpnpatieg Kat epyaoHEvoug

H eMnviki ayopd sival dlaitepa evaiodntn oe {NTAHPATA EPTILOTOOUVNG, GAKNG KAL «TLAEVE OL AAAOL».
2TOUG KAABOUG Lyeiag Kal aloBnTikAg auto eival evtovotepo. To premium subscription model, av
edappootel cwotd, PTTopEi va yivel LoXUPO aAVIAYWVIOTIKO TIAEOVEKTNUA. Av edapUOOCTEL TIPOXELPA,
yivetal pioko.

Ma emxelpnUAtieg: VEol KAVOVEG HOVTEAOU Kal avantuéng

H avamntuén petakveital ano «neplocotepa leads» oe «<kaAUTePN dlApKeLa». 2To one-off povtélo, kaBe
hnRvag Eekvd oxedov amo tnv apxn: véa leads, véa conversions, véa Tieon. 2to continuity povtéAo, n
avarttuén yivetat SOpKN: HEYAAUTEPO TIOCOOTO ECOD WYV TIPOEPXETAL ATIO UTIAPXOVTEG, N dladnpion yivetat
CUUTIANPWHA Kat OxL HovadiIKoOg KvnNTnpag, Kat n tpoBAsyn yivetal mpayyatikn duvatotnta.

H epmelpia meAdtn amoktd olkovoulkr dldotacn: oto premium subscription n epmepia dev eivat «soft».
Eival unit economics. Kakn epmelpia onpaivel churn. KaAn epmelpia onuaivel retention kat avénon LTV.
Enevduoelg oe e€umtnpetnon, dtadikaacieg, follow-up, dladdvela kat CUVETELA ATIOKTOUV TTAEOV KaBapn
OLKOVOULKN anodoon.

AAN\AZeL Kal To pricing: amod «tiun mpa&ng» o€ «TIn ox€ong». H tipoAdynaon dev TpETEL va eival arAn
EKTITWOnN TtakéTou. MNpenel va ekdppddlel mpocBacn os ppoviida kat dlabBeouotnta, dlaxeipion
anoteAEopatoc, e€atopikevon Kal — OTou €XeL vOnpa — TtpotepaloTnTa/Tpovopta. H premium aéia ivat
n aiobnon otL o teAdtncg Bpioketal oe acdaAég, opyavwpévo TTAaiolo.



H ¢Aun yivetalt akdpn o Kpion ylati n oxéon ival pakpd. 2e subscription dev emBLWVELG YE
uttepPBoALkeEG uTtooxeoelg. EmuBlwvelg pe cwoto onboarding, cadrvela yla to 1L poodepetal, dlaxeiplon
TIPOCOOKLWYV Kal eAKpivela ota opla. H ayopd tipwpel tnv acuvemela Wdlaitepa otav {nteital dEopeuon
oldpkelac. TEAog, n eTXeipnon amokTd euBUVN cuvexelag: dlabeouotTnta, tapakoAovdnon, ardvinon,
Tpootacia egmotoolvng. AuTto amattel cwoTn oTEAEXWON Kal Asttoupyia.

MNa epyalopévoug: véol poAol Kat 3e&LOTNTEG oL aveBaivouv

AveBaivouv porol lifecycle kat retention operations tou oxedlddouv Kal TPEXOLV journeys, UTIEVOUIoELC,
check-ins kal reactivation xwpic va ¢pBeipouv tn oxéon. Evioxuetal o poAog Tou customer experience wg
KALVLKR/UTINPECLAKK TIOLOTNTA: CUVETELQ, ETIIKOIVWVIA, dlaxeiplon Tapamovwy Kal petatporn feedback oe
BeAtiwon. AvaBadpiZetal to CRM fluency: tunuatomnoinon, triggers, cohort cupmepidopd, retention
metrics. MNvetal kpiown n trust communication: caéng emkowwvia tpoodopdg, opla, evdLvN,
avBpwTvog Tovog xwpic uttepPBoAec. Kat av&dvel n aia tng Al-assisted Asttoupyiag yia triage, templates
eTUKOWVWViag, avaAvon feedback kat tpoBAePn churn pe avbpwrtivn emotteia.

2.6.4 Nwg pnopei n AWGMeta va cuvdpdpel oTnVv evowpdatwon tov trend

H evowpdtwaon tou premium subscription model dev gival «ptidxvoupe €va takETo». Eival oxedlaopuocg
evog Continuity Revenue System omou ipoodopd, epmelpia, Asttoupyia Kat ETKOWVWVIA AEITOUPYOUV WG
eviaio cvotnua. H AWGMeta pmopei va cuvdpdpel og TEooePA ETHTIEDA: OTPATNYLKN/HOVIENO,
journey/CRM, emkowwyvia/eumiotoouvn, yEtpnon/BeAtiotonoinon.

(A) Subscription architecture kat unit economics: to povtéAo ipenet va “Byaivel”

Apxilel pe Tov oplopo TOU continuity promise: TL akplBwc uTtdoxeTAL N cuvdpon, Ttola eivat n aia otov
XPOVO Kal TTw¢ dladEpeL amo eva amAd TTAKETO cLVEDPLWV. ZuveXilel ye oxedlaouo tiers (good/better/best)
TIOU AVTLOTOLXOUV 0€ dladOPETIKECG AVAYKEC: BACLKN CUVEXELQ, EVIOXUHEVN TTapakoAouBnon (check-ins,
priority) kal premium gumelpia (concierge otolxeia 6mou taiplalouv). Emetta, pricing kaw capacity
alignment: subscription xwpicg capacity planning odnyei o utoBdBuLon epmelpiag kat churn. TéEAog, churn
logic kat win-back design: Tt Bewpeital churn, mote uTtApxeL KivOUVOC KaL TTWG ETIAVEVEPYOTIOLE(TAL PE
aélomtpemeta kat a&ia. Napadidovral Subscription Blueprint, Unit Economics Sheet kat Tiered Offer
Design.

(B) Journey design kat CRM lifecycle engine: n “pnxavn oxéong”

EykaBiotatat onboarding flow pe cadn mpocdokia kat TpoTo PETPNoNC TPoodou, reminders Kat
scheduling sequences, check-in messages avBpuwTtiva kat 0L HNxavikd, Teplexopevo kabodrynong mou
uttootnpilel cupmeplpopd (Mpostolpaacia, aftercare omou emitpenetal), referral loops xwpic
emBeTikoTNTA KAl reactivation/win-back journeys. Napadidovtal Lifecycle Journeys, CRM Segmentation
Model kat Templates/SOPs.

() Trust kat narrative system: premium Xwpig utepBoAn

2€ AUTOUC Toug KAAdoUG, To marketing Tlpwpeital otav yivetat uttepBoAkd. H AWGMeta xtidet message
architecture pe cadnvela (tL eivav/ti dev eival to tpoypappa), proof points (ueBodoAoyia, dladikaoieg,
standards gumelpiac), reputation strategy (reviews, anavtnoelg, dlaxeiplon feedback) kat brand voice
governance waoTte 0AoL va PLAoLV Pe ouveTela kat eubuvn. Mapadidovtal Trust Messaging Playbook, Proof
Library kat Reputation Ops Plan.

(A) Al enablement: eatopikevon kat TPOBAsYN XWPIC anmtwAsia avopwTag

H Al evowpatwvetal etiixelpnotakd: churn risk signals Bdoet cupmeplidopdc (AKUPWOELG, ATIOVGIECG,
XapnAo engagement), next-best-action yia timing kat tpomo check-in, avdAuon feedback kat reviews yla
HoTiBa oldTNTag, EMIPEAELA ETIKOWVWVIAG YIA CUVETIELA KAl KaBapotnta, Kal triage altnudatwy woTte 1a
eTavaiapfavopeva va anaviwyvtal yprnyopa Kat ta ocuvleta va tnyaivouy e avBpwrtto. Mapadidovtat Al-
assisted Ops Toolkit, Quality Gates kat Dashboards.

(E) KPIs tou taipialouv oto trend



MNava dolknBel cwotd €va premium continuity model, kpiolpol deikteg elval retention rate ava priva/
Tpipnvo kat cohort retention, churn rate kat churn reasons, LTV kat LTV/CAC, utilization/capacity wote va
KNV «oTtdel» N epmelpia, engagement (paviePfou ou kpatnBnkav, check-in responses, adherence),
NPS/CSAT kal trajectory aéloAoynoswy, kabwg kat referral rate.

2.6.5 Kivduvol kat ouvnOn Aabn epappoyng

To premium subscription model ymopei va amoyewwoel tnv a&ia n va mAnéel dnun av epappootei Adboc.
Ta ouvnBéotepa AdBN eival TpoBAEPLUA.

MpwTov, CUVOPOUN WC «EKTITWON» KAl OXL WC «Ttpoypappar». Av eival atAwe pOnvotepo TtakETo, dev
dnuovpyel premium- dnuloupyel price anchoring pog ta KAtw. AeUTEPOV, UTIOOXECHN XWPIG AELTOLPYLKNA
duvatotnta: capacity mismatch. Av mouAdg cuvexela xwpic dlabsowuotnta, churn kat pBopd dnung eivat
avamntodeukta. Tpitov, acadela dpwv kat a&iag: tL meplAapBavetal, Tt OxL, TTwE yivetal xprion, avavewon
Kal dtakortr). Tetaptov, uTtepBoAkeG dlatutwoelg Kat claims Ttou kootidouv o aglomioTia Kat
CUUHOPOWON- TO premium xtidetal ye vteuBuvoTnTa.

Mepmrov, pndeviko lifecycle engine: subscription xwpic check-ins, follow-up kat ¢ppovtida eival pnxavikn
XPEWON oL N ayopd TiHwpel. Ektov, Al Ttou KAvEL TNV ETIKOWVWVIA ATPOCWTIN: XWEIC governance o
TEAATNC VIWOEL OTL JIAA JE Pnxavh, KATLTIou avtlidpAokel ye premium oxeon. EBdopov, amouacia feedback
loop yla ouvexn BeAtiwon, evw to continuity amattei dlapkr pabnon ano reviews, Ttapamova Kat
ouumeplpopa.

2.6.6 NMpaktiko mAavo 30/ 60 / 90 nuepwyv ya utoO£tnon tou trend

Jtic tpwrteg 30 nuEPEC yiveTal oXEOLAOUOC HOVIEAOU KAl BACNC EUTILOTOCUVNG: ETULAOYN TIEAATELOKWY
opAdwyV pe GUOLKN avaykn cuvexelag (OxL «OAoL»), oxedlaopog tiers Kat continuity promise pe cadn opla,
pricing kat capacity check, otiocluo CRM segmentation kat Bactkwv journeys (onboarding, reminders),
onuoupyia proof library (ueBodoAoyia, standards, dladikaoieg epmelpiag) kat review/reputation baseline.
To artotéAeopa eivat Subscription Blueprint v1, CRM Lifecycle v1 kat Trust Messaging v1.

21c nuépeg 31-60 paypatomoleital pilot epappoyn Kat HETPNON TPEAYUATIKAC CUPTIEPLPOPAC: TUAOTIKO
AQVOAPLOPA OE CUYKEKPLUEVO cohort (TT.X. UTTAPXOVTEC TTEAATEC HE LYPNAN TIOAVOTNTA CUVEXELAQ),
ektéAeon onboarding kat check-in cadence, mapakoAovBbnon KPIs (retention, utilization,
cancellations/no-shows, CSAT), puBulon operational Aemttopepelwy (scheduling, response times,
escalation) kat BeAtlotomoinon tpoodopdg kat messaging BAcEL AVILPPNCEWV KAl EPWTNCEWV. To
aroteAeopa eivat Pilot Results, Offer/Journey Optimization kat SOPs v1.

2TIc NUEPEeC 61-90 yivetal KAlpAKwaon, TuTtottoinon kat «<kAeidwpa» otdtntag: SOPs yiua continuity
operations, KAlHakwon oe deVtEPO cohort/uttnpeacia pe controlled emtéktaon, evioxuon referral
mechanics kat community touchpoints omtou Tawptdlel, dashboards yla cohort retention kat churn
reasons Kat ox€d0 6 pnvwyv yla emektaon tiers, BeAtiwon epmelpiag kat avénon LTV. To anotéAecpa eival
Continuity Revenue System v1 kat Scale Plan.

KAeiowo kedpaAaiou: n otpatnylkn ovoia



H aioBntikn kat n vyeia petakivouvtal og premium subscription 0xt eTteldn «ol cUVOPOUEC eival TNG
pHodac», aAAd eteldn N ayopd {ntd KAt BaBUTEPO: oXEoN, CUVEXELD, UTIELBUVOTNTA KAl EPTTIIOTOCLVN. H
ETIXEIPNON TIOU PHETATPETIEL TNV UTINPECia o€ TIpOypappa dlaxeiplonc anoteAeéopatog Kepdilel
mpoBAsPuoOTNTA £00dWYV, LPNAGTEPN dldpkela TteAdtn (LTV) kat loxupotepn dAun.

To kpiowo eival n molotnTa Asttoupyiac. To “premium” dev ival ETKOWVWVIAKO ETOETO- ival A€LTOUPYIKA
Tpaypatikotnta. Ekei akplBwg tomobeteital kal n cupBoAr tng AWGMeta: va oxedldoel kat va
EYKATAOTNAOEL TO oVOTNUA — HOVIEAD, journeys, A§LOTILOTIA KAl HETPNON — WOTE N «CUVEXELA» Va PNV ival
uTtdoxean, AAAA ETILXELPNOLAKE LKAVOTNTA.



2.7 ESG Xxwpig emkoWVWVLaKK UTToKpLoia

To kowo avtidapBavetat to Peutiko ESG. EmBpaBeel TO TEKPNPLWHEVO.



2.7.1 Tteival auto 1o trend kat ylati €xel onpaocia twpa

To ESG (Environmental, Social, Governance) €xelL 1dn TTEPACEL TN «POUAVTIKI» TOU pAch, OTIou apkoUoe
Hla yevikr avadopd otn BLWCIHOTNTA 1 KLa KAPTIAvLa JE TIPAGcLvn aloBntikn yia va Bewpnbel pua
emixeipnon cvyxpovn. H ayopd — meAdateg, epyalOUEVOL, CUVEPYATEG, XPNHATOOOTEG KAL KOWVOTNTEG —
exel wplpdoet. Kat padi tng wpipgaoav Kat ot AUUVEG artevavTtl o€ EUKOAEG SLATUTIWOELC.

To trend Tou tepypadetal edw dev eival «va kavoupe ESG». Eivat KAtt okAnpoTtePO Kal amoAUTwe
OUYKEKPLUEVO: N eTiXEipnon TTAEOV E(TE TEKUNPLWVEL AUTO TIOU LoXupideTal, ite TTANPWVEL KOOTOC
gumiotoouvne. H «emikolvwviakn vttokploia» dev adopd povo cuveldntn e€anatnon. Adopd Kat
OPYAVWTLIKA aduvapia: ETMXEPACELG TIOU €XOUV TIPAYUATIKEC TIPOOTIABELEC, AAAA TIC ETILKOWVWVOUV ATcaAq,
uttepBAaMouy, dev dlaBetouv otolxeia f dev evBuypappidouy tPA&N kat adnynua. Ztnv mpagn, To
arotéAeopa eival to idlo: anwAela aglomioTtiag.

H onuaocia tou trend oruepa evioxveTal Ao TECOEPLC TTAPAYOVIEC TTIOU CUYKAIVOUV:

MpwTovV, N eUTIOTOCUVN EYLVE TILO OTIAVLA. 2€ TIEPIBAAOV UTIEP-ETILKOLVWVIAG, N eUTILOTOCUVN Elval
AVTAywVvIoTIKO TtAeovEKTNHA. ‘Ottolog tn xdavel tAnpwvel oe CAC, oe retention, o dpriun, oe mpooAqPeLg
KalL o€ ouvepyaoiec.

AeUTepov, To ESG petakivhBnke amno «agieg» oe «amodelén». H ayopd dev apdiopntei to av eival
ONUAVTIKO va AsttoupyoU e utteVBLvVA. AudLoBnTel To av To KAVouE TTpaydatikd. Apa, To Ttatxvidl eivatl
TAEOV TTaLXVvidlL Tekunpiwongc.

Tpitov, n emikowvwvia xwpic dedopeva eylve pioko. KaBe dnuooia datuntwon eivat claim, kaBe claim
xpeldletal proof, kat o epIBAarAov Omou n TIAnpodopia dlaxeetal yprnyopa, To kéotoc AdBouc au&dvetal.

Teétaptov, 10 ESG ennpeddlel 0Ao To ASITOUPYLKO CUOTNHA TNC ETXEIPNONC. Aev eival kapttavia. Eivat
pounBeuTEC, Asttoupyia, evepyela, avBpwTiivo dUVAULKO, TIOALTIKEG, SlaKUBEPVNON Kal dladlkaciec.
‘OTtol0¢ TO KPATHOEL HOVO OTNV ETIKOLWVWVIA, XAVEL.

To véo ESG — autd mtou emiBlwvEl — EXEL TPIA XOAPAKTNPLOTIKA: UETPLETAL, EAEYXETAL KAL EVOWHATWVETAL
otn Asttoupyia.

2.7.2 MoV 10 otnpidoupe Kal TEKgnPiwaon tng aroyng
Market signals, cupumepldopikd HoTiBa, OPYAVWTIKEC HETATOTIOELG, TEXVOAOYIKECG UTIODOMEC

H tekunpiwon avtou tou trend TtpokUTITEL Ao TNV aAAayr oto Tt ¢ntd n ayopd: proof-based emikowvwvia,
EMELON N attAn PNTOPLKN €XEL armoduvapwBOel kal emeldn 1o ESG cuvdéetal TAEOV e TIPAYHATIKEG
armopAcelg ayopag, cuvepyactwy, TpocAnPewy Kat pRung.

(a) Market signals: to ESG entnpeadel epmopikn LoV Kal avleKtikotnta

To kéoTtoC PApNC au&dvetal. Ze KAAdoUC OTIoU N edttilotoolvn ival Kpiolun — tpodLua, uTtnpPEeacieg, vyeiq,
TOUPLOPOC, AlaviKn, TexvoAoyia, epyodoacia — éva ESG claim mou audlopnrteital Asttovpyei we TAAYHA
alomiotiag. Agv eival anAwg PR 6€pa. Eival 6€pa epmoplkng anodoong.

MapdAAnAq, oL EUTIOPLKEC oLVEPYAOieg Kal ol TtpopnBeleg yivovtal Tiio amattntikeg. Ot alucideg agiag
medovtal pog dadavela: KpLtipLa TPopnBeuTWY, KOWWVLIKEG TIOALTIKEG, TIPAKTIKEG CUHMHOPPWONC,
arnotutwpa. Oco auto yivetal TpolTOBean cuvepyaaoiag, n emKowwyvia xwpic umodopr dev apkei.

H ayopd petakwveital emtiong amo brand claims o operational proofs. levikoAoya «eipacte mpacivol n
«glpaote uteVOLVOL» TIHWPOULVTAL WC UTIOTTTA 1 KEV yVwoiag. Avtifeta, avtapeifovial Ta CUYKEKPLUEVA: TL
AAa&eC, TTWCG TO HETPAC, TTOLA TIOALTLKN €XELG, TTOLA TIPAKTLKN akoAouBeic, Ttolo anotéAeopa eidec.

TEAOG, avadUEeTAl AVTAYWVIOTIKO TIAEOVEKTNHA HECW ePTTLOTOOUVNG. To ESG, dtav eival mpaypatiko, dev
«TIOVAAEL NOIKA». Melwvel pioko kat auv&dvel potipynon. Ze tep AoV O1Tou OAa polalouy, N cuvoxn



AOyou Kal Ttpaéng yivetal dladpopoTtoinon.
(B) Zuumepidpopikd potipfa: o KOGHOG EXEL “aviXveuTn utokploiag”

H avoxn otnv acuvemela sival xapunAn. Ot dvBpwrTtot urtopolv va deXTouv OTL Kapia etixeipnon dev eivat
TéAela. Aev dExovTal OTL pla eTxeipnon mapouotaletal we teAela evw dev eival. H elAikpivela eivat cuyva
o aodaAng amnod Tov eEwpaiouo.

H ayopd anodéxetal tn BeAtiwaon, OxL TNV UTIEPPOAN. APrynua TIou AEEL «BEATILWVOUACTE», «EXOUHE
OTOX0UG», «€EXOUHE DPOMO» ElvaL TILO TILOTEVTO ATIO «EIUACTE Ol KAAUTEPOL», OTAV cuvodeUETAL ATIO
TEKUNAPLA.

Yrtapxel eniong evalobnoia otn yl\wooa kat ota cUpPBoAa. H tpdowvn atocbntikn, ta kevd slogans kat ta
YEVIKA statements Bewpouvtal uTtottta. AvtiBeta, N kabapr YAwWood — TL KAVAUE, TTWE, TIOTE, ylaTi, e
TIolo amoteAeopa — ekAapBavetal wg coBapodtnta.

TEAoC, epyalOpevol KAl KOWOTNTECG A&loAOyoUV TNV ETIXE(PNON WC EPYODOTN KAl WG «TtoAitn». To ESG dev
elvatl yovo poiov tpog teAdrn. Eival cupmepipopd tpoc avbpwrtoug. H achdiela, n e€EAEn, n lootnta
kat n dltadavela yivovtal H€pog Tou brand, eite To eTIOLWKELC EiTE OXL.

(y) Opyavwtikég petatomioelg: to ESG xpelaletal Asttoupyia kat Aoyodooia

To trend yivetal tpaypatiké otav epdavidovial opyavwTtikd onpdadia: urtdpxouv dloktntec KPI, utdpxouv
oladikaoieg cUAOYN G OEDOUEVWV (OXL «ATIO PVANG»), UTIAPXOULV TIOALTIKEG KAl OXL HOVO TIPOoBETELG
(MtpopNBEeUTER, EPYACIAKEC TIPAKTIKEC, OLAKUBEPVNON) KAl UTIAPXEL ECWTEPLKN ETIKOVWVIA Kal eKTTAidevon
woTe oL AvBpwTtol va PrtopoLv va otabouv otnv aAnbela tng emxeipnong. XwpigAoyodooia, to ESG
yivetal KaAAuvTIKo. Kat oge wplun ayopd, KABE KAAAUVTIKO ATOKAAUTITETAL.

(8) TexvoAoyikég utodopEg: ano claims oe evidence

H tekunpiwon amattei utodopn: dedopéva Asttoupyiac (evépyela, amopAnta, TPoUnBeleg OTIOU £XEL
vonua), dedopéva avBpuwriivou duvapikou (ekmaideuvon, achdAela, dladlkaoieg), HNXAVIGHOUC TTOLOTIKOU
eA&yxou claims (Tt yrtopoL e va oV E Kat TL OxL), dashboards kal reporting cadence, kal epyaAeia tou
urtootnpidouyv dladAavela ECWTEPLKA KAl EEWTEPLKA.

H Al pmtopei va Aettoupynoel KUpPLlwg we EVIOXUTHC CUVETIELAC KAL EAEYXOU: Ta&lvOunon Kal cuvoioelg
dedopevwy, consistency checking wote va pnv A€yovtal dLlapopeTIKA TIPAYHATA Ao dlapopeTIkoUc,
dnuoupyia tekpnpLWHEVWY narratives xwpig uttepBoAecg pe quality gates, kal avaiuon feedback amo
KOLWVO Kal £pyalOPEVOUC VLA «KOKKIVEC {WVEC» AELOTILOTIAC.

Juunépaopa tekpnpiwong: ESG xwpic tekunpla eivat pioko. ESG pe tekpnpla sival avtaywvioTiko
TAsoVEKTNHA. H ayopd petakiveital mpog proof-based eumiotoouvn, EMeLdn n UTIOKPLOIA — AKOMN KAl
aKoUoLa — TIAEOV aVIXVEUETAL KAl KOOTILEL.

2.7.3 Tuonpaivel auto yta’EAAnveg emixelpnpatieg kat epyaloPEvous

2Tnv EAANVIKA ayopd, n ¢riun dladidetal ypriyopa Kat £xet yvripun. Auto kadblotd to «ESG xwpic utokploia»
KPIoO OXL wg adnpnuéEvn NOKN, AAAA W TIPAKTLKN avBekTikoTnTa.

MNna emyepnuatieg: n ESG aAnfsia wg kootog KepaAaiov eumiotooclvng

H a&lomiotia yivetat cuotatiko tou brand equity. Asv xtidetal povo pe dlapnpion, aAAd pe tnv aiobnon ott
«QUTOL Agve TNV aAnBeLa Kat KAvouv auTto Tou Agve». AUTO PELWVEL TNV AvAyKn cuvexoug Ttieong o€ paid,
LUELWVEL TNV EVALCONGCIA OE AVIAYWVIOTEC TIOU PIXVOULV TIHEC KAl JELWVEL TOV Kivduvo prunc.

H emkowvwyvia petakiveital ano «ynvupata» oe «anodeiéelg». To marketing dev pmopei mAgov va givat povo
ONMULOUPYLIKOTNTA- TPETEL Va eival TeKUnpiwon. H ettixeipnon odeilel va EEpet TL dedopéva €XEL, TL PTTopPEL
va LoXUpLoTEL Kal TLTTPETEL va dlopBwoEL TTPLV PIANCEL.



To ESG yivetal epyaAeio dloiknong Asttoupyiag. Otav yeTpdg coBapd mpaypuata — achdiela, dadlkaoiec,
EVEPYELQ, TIPOUNBELEC, TIPAKTIKEG — BeATIwveLG TN dloiknon. H ESG wplpotnta sivat Aettoupyikn
BeAtiwaon, oxt ekoéva.

MapdAAnAa, aveBaivel To KOOTOC TNG UTIEPPBOANC. Z€ WPLHUN ayopd, oL UTLEPBOAEC EXOUV HEYAAUTEPO
KOOTOC amno tn olwrr. O kavovag yivetal avotnpog: av dev umopeig va to amodeifelg, pnv to Asg.'H
KAAUTEPQ: TIEC TO HE aKpPiBeLa, pe dpla Kat pe TtAaiolo BeAtiwong.

MNna epyalopévoug: véog poAog “OepatopVAaka aAndelag”

OLavBpwrTiol HE€oa oTnyV eTtXeipnon yivovtal kpiolpo otolxeio tou ESG. H ecwTtepikn cuvemela kat n
KOUATOUpa Ttponyouvtal: av ol epyalOUevol BLLWVOUV ACUVETIELQ, N TiLXElpnon dev Ba otaBbei eEwtepika.
AvaBaBpuidovtal ol delotnTeg TEKUNPiwong Kat dladlkaclwy — PETPNON, Kataypadn, opydvwon,
BeAtiwon. H kaBnuepvr e€umtnpEtnon Kat epumelpia AsIToupyolV WE «KOWWVIKO GUHUBOAALO»:
oupTepldopd tpog EAATEC Kal Kowvotnta tou yivetat ESG otnv mpdén. Kat n avtigetwion Kpioewyv pe
dladavela — AdBn, mapdamnova, ducAeltoupyiec — eival amo TI¢ LloxupoTepeC amodeiéelg aglomotiac.

2.7.4 Nwg pnopei n AWGMeta va cuvdpdpel oTnVv evowpdatwon tov trend

H mpaypatikn avaykn dev eival «<ESG kapmavia». Eival Evidence-Based ESG Narrative System: cbotnua
oV EeKvA amod aAnBIVEG TIPAKTIKEG, TIC UETATPETIEL OE PETPNOIKA OTOLXEIA KAl HETA o€ adrynaon Tou
avtéxel otov EAeyxo. H AWGMeta pmopei va AettoupyroeLl We PNXAVICHOG TTIou eVWVEL AstTtoupyia,
dedopeva Kal ETKOWVWYVIa o€ eviaia ypappn aglomotiag.

H dadikaoia Eekva pe ESG Reality Audit: xaptoypddnon TpakTkwy, kataypadr 0eS0UEVWV KAl KEVWY,
a&loAoynon claims risk (Ttowa dlatumwon sivat aocpaing i emikivdouvn) kat oplopoc red lines otnv
emkowvwvia. Mapadidetal ESG Reality Map kat Claims Risk Register.

AkoAouBei Proof Architecture: dnuloupyia proof points ava Bepatikn (evépyela, amopAnta, achaielq,
ekmaidevon, dladdavela), oplopog dEIKTWYV Kal cadence evnuepwaong, anddacn eMMEdOU AETTTOPEPELAC
dnuoolotmoinong Kal evapuovion YAWwooag WoTe 0,TLAEyeTal va Aéyetal pe akpifetla. NMapadidovtat Proof
Library kat Metrics & Cadence Plan.

2tn ouvexela xtidetal ESG Narrative & Messaging: uprvag apriynong (Tt KAvoupe, yati, Ttwg To HETPAE),
TAQioL0 «ateAELWV» (TL KON OOUAEVOUHE) WOTE va eival avBpwTivo kat coBapo, odnyocg doug yia ESG
ETIKOVWVia Katl templates yia site, reports, social, PR, kaBwc¢ kat antavtioelc o€ dUOKOAEC EPWTHOELC.
Mapadidovtal ESG Narrative Playbook kat Q&A/Objection Handling Kit.

‘Emetta yivetat ESG-to-Brand-to-Revenue alignment: cUvdeon ESG pe positioning, pe customer
experience (TTou ¢aivetal otnv TPA&N) Kat pe TMWANCELg/cuvepyacieg (MW amavtd o€ amatthoeLg, TTwe
Hewwvel avtppnoelg). Mapadidovtal ESG-Integrated Positioning kat Customer Proof Moments map.

TeMog, edpappolovtat Al & Consistency Controls wg guardrails: consistency checker oe claims, empeAela
KELMEVWY WOTE VA PNV TIEPLEXOULV [N TEKMNPLWHEVEG dlatuTiwaoelg, mining feedback yua risk signals kat
OUYKEVTPpWON dedoPEVWY o€ ecWTEPLKN knowledge base wote va divovtal ypriyopeg KAl CWOTEC
aravtinoelg. Napadidovrat ESG Knowledge Base kat Claims Consistency SOP.

O kpiowol deikteg dlakuBepvnong eplhapBavouy tocooto claims tou €xouv proof (internal audit
score), e€eAEN dnuNg (review/sentiment trajectory omou uttapxel), epyalopevol (engagement, retention,
safety indicators), aplBuog KAl TIOLOTNTA CUVEPYACLWY TIOU EVICXUVOVTAL Ao TeKUNpiwaon, peiwon incident
rate kat trust metrics og €épeuveg TEAATWV.

2nueiwaon: 0Tou UTtAPXEL PLUBULOTIKN dlaoTacn ) eWLKol KAvVOveC, anatteital cuvepyaoia pe

e&eldlkeLEVOUC cUPBOUVAOUG (VOULKOUG, CUHHOPdWONG, TiioToTo | oewV). H AWGMeta Asttoupyei edw
WC OTPATNYLKOC KAl ETILKOWVWVLIAKOC integrator, 0xL w¢ VOULKOC popEac.

2.7.5 Kivduvol kat ouven Aabn epappoyng



To ESG eival tedio 0Ttou ol KAAEC TTPOBETELC CUXVA TIAPAYOLV KAKO ATtoTEAECHA av OeV UTIAPXEL TtEBapxia.
Ta cuxvotepa AdBn eival: greenwashing r social washing ano utmtepBoArn, artocuvdeon PA&NC Kat
adnynonge, emAekTIKA dladdvela tou potdlel pe ouykaAudn, avtypadn «ESG yaAwooag» xwpic tavutotntaq,
€Mewdn governance Tou odnyei o avtikpouopeveg dnAwaelg, artouacia owner kat cadence (ESG mou
«avhKel og OAoUC» TEAKA BEV AVNKEL O€ KAVEVAV) KAl UTIOOXEOELG TTOU dev eival eAgyEpec. O kavovag
TIAPAMPEVEL AUOTNPOC: AEyovTal HOVo 6oa eAEyxovTal, HEoa o cadEg Aaiolo.

2.7.6 Mpaktiko mAdavo 30/ 60 / 90 nuepwyv ya utoO£tnon tou trend

Jtic tpwieg 30 nuépeg Kabapidetal n aAnBela kat pelwvetal to pioko: ESG reality audit, claims risk
register, oplopoc owner, KPI kat cadence, Proof Library v1 (Alya aA\é .oxupd) kat message architecture v1
He kaBapn yAwooa kat opla. To amotéAeopa eivat ESG Reality Map, Proof Library v1, ESG Narrative v1 kat
Governance v1.

2tic nuepeg 31-60 eykabiotatal cuoTnUa TEKPNPIiWGONG KAl CUVETIELAC: reporting layer e puBuo
EVNUEPWONG, EKTIAIOELGN OPAdWY YLa TO TTWC HIAAUE Kal TL artodpevyoupe, Q&A/objections kit yla
TIWAROELC KAl ouvepyaoieg, ouvdeon ESG pe customer proof moments kat TIAOTIKEG DNUOGCLEVCELC UE
auotnpo quality gate. To amotéAeopa eival evidence-based ESG emikowvwvia tou aviExel oe EAeyxo.

2TIC NUEPEC 61-90 yivetal KAlpdkwaon Kat evowpdatwon oto brand: SOPs yila €ykplon claims kat
evnUEPwWan dedOUEVWY, eTtEKTACN proof points kal BeATiwon TTPAKTIKWY, evowpdatwon ESG oto
positioning w¢ oTolkeio TAUTOTNTAC, TAKTIKA progress snapshots kat ox€310 6 pnvwy OTIou
ETILKOLVWVOUVTAL HOVO 00a Tekunplwvovtal. To aroteAecpa eivat ESG Trust System v1: Aettoupyia,
dedopéva, adriynon Kal Kavovec.

KAeiowo kedpaAaiou: n otpatnyikn ovcia

To ESG dev eivat tA€ov tedio kaAwyv tpoBeoewv. Eival medio aAnBelag ou mpémel va anodeilkvoetat. H
ayopd dev ZnNtd teAelotnta- {NTd coBapoTnTa, CLUVETELA KAl TEKUNpiwon. Katl emeldn n epmiiotoocuvn eivatl
TAE0V oTtAvIo KEPAAALO, N ETIXEIPNGCN TIOL PIAA PE akpiBela — kal BeATiwveTal e puBUO — Kepdilel.

H oucia tou trend «<ESG xwpig eTtikowvwvLIaKr UTIOKPLOIa» eival At Kal arnattnTtikn: N tTekgnpiwon yivetat
marketing kat n Aettovpyia yivetat adpriynon. Ekel akplBwg tortoBeteital n cupBoAn tng AWGMeta: va
evwoel 0edopEva, Asltoupyia Kal ETIKOWVWYIA o€ cUOTNUA AELOTILOTIACG TTOU AVTEXEL OTOV XPOVO KAl GTOV
€Aeyxo.



2.8 Néa levia Emxepnuatiwy pe MoAwtiopiko Mpoéonuo

OLemixelpnoelg Ba pioLy yla aieg, TauTOTNTA KAl TIOALTIOPO, OXL MOVO yla Ttpoiova.



2.8.1 Tueival auto 1o trend kat ylati €xel onpaocia twpa

Ma xpovia, N kupiapxn YAwood TOU ETIXEIPELV NTAV TEXVIKI: TIOLA XAPAKTNPLOTIKA £XEL TO TIPOTOV, TIOLA TLUN
EXEL, TLUTIOOXETAL OTL «KAVEL. AUTNA N YAwooa dev e€adavidetal. Mavel, OpwC, va apkel. 2 WPLUEC Kal
KOPEOHEVEC KATNYOPIEC, TO TLPOIOV ATtd HOVO TOU oTtavia SladEPEL TOGO WOTE va dNULOUPYEL LOXUPO Kal
OlapkeEG TAeovEKTNHA. H dladopoTtoinon petakiveital o kATl BabuTeEPO: 0TO VONnUa.

To trend «N€a levid Etixelpnuatiwy pe NMoArtiopiko MNpoonuo» meplypddel akplBwg autn Tn yetatornion.
Emtixelprioelg tou dev avtaywvidovial povo o€ T KAl XapaKTnpLoTikd, aAAd o tautotnta. Mou ypddouv
TIAVW O€ TIOALTIOHLKOUC KWOLKEC, agieg, aloOntikA Kat tpoto wnc. Mou dev TtouAdve PoOvo avTtikeipevan
urtnpeoiec, aAd evtaén oe €vav KOopo.

O 0pOo¢ «TIOAITIOPLKO» £dW dev onuaivel LPNAN TEXVN, oUTE onuaivel TTOALTIkn B€on. Eival mpaktiko
oUoTNUA: TToLd AloBNTIKN €XELC KAL TL ONUAIVEL, TTOld OTAGH KPATAC ATEVAVTL 0TOV AvOPWTIOo KAl 0TNV
olotnTa, ota wn ) AuToELKOVA LTTOOTNPIZELG, TTOLA KOWVOTNTA VIWBEL OTL «AVAKEL» O€ OEvVa, TIold YAwooa
XpNoloToleic kat tola anodeVyELg, KAl — TO TILO ATIOKAAUTITIKO — Ttola cupTiepldopd deixvelg otav OAa
elval KaAd, aAAd kat otav KAatl tael otpafd.

2€ auTo To TTAAICL0, Ol ETIXEIPAOELC PETaKLvoUvTal atto «brand wc emikowvwyvia» og «brand w¢ TIOAITIOYIKO
oVuoTnUa»: cuoTNHA cuPTEPLPOPAG, ALCONTIKAG, OXECNG PE TNV KOWvOTNTA Kat pubpou tapouciag. Ao
aAUTH TN HETATOTILON TIPOKUTITOUV dUO0 OTPATNYLKEG CUVETIELEC.

MpwTtov, dnuloupyeital premium xwpic va Bacidetal yovo oe cost-plus pricing. H Tty aveBaivel 6tav
aveBaivel n onpacia kat N taluTion — OxL ovo otav avepaivel To KOoTOoC.

AeUTepov, dnuoupyeitat avBektikotnta. Otav eva brand eival amAwg tpotov, avtikabiotatatl eUKoAQ.
‘Otav eival Tautotnta, avtikadiotatalt SUoKoAa.

H petatormon yivetat kpiolun Twpa yia t€ooeplc Adyouc. H mpocoxn eival KopeopEvn Kal TO KOO
xpelaletal piAtpa amdédpaong, Ta omoia MAEOV ival TTOAITIOPIKA: TauTotnta, aieg, alodntikn. H
EUTILOTOOUVN €ival OTIAVLA KAL OL ETIXELPNOELG TIOU JEIXVOUV CUVETIELA KAL XAPAKTAPA ATTOKTOUV
TAeovEKTNHA. H TEXVOAOYia «lGOTIESWVEL TIC TAKTIKEC — OTAV OAOL UTtopoLV va TpEEouy tapopola ads Kat
Tapopolo content, To avIaywvioTIKO OTIAO yiveTal o KOopog Ttou xtidelg. Kat, téAog, ol avbpwTiol we
KATAVAAWTEC AAAA Kal WE epYalOpEVOL ETIAEYOUV OAO Kal TLEPLOCOTEPO e BAGCHN TO «TToloL loTE», OXL HOVO
TO «TLTTOUAQTE».

H véa yevid etuxelpnuatikotntag — otnv EANGda kat dteBvwg — dev BAETEL TOV TIOAITIOHO WG dlakoounon.
Tov BAETeL W unxavn dltadopotoinong.

2.8.2 MoV 10 oTtnpidoupe Kal TeEKgnpiwaon tng aroYng
Market signals, cupumepldopika PoTiBa, OPYAVWTIKEC HETATOTIOELG, TEXVOAOYIKECG UTIODOMECR

H tekunpiwon tou trend yivetal epdavnc otav mapatnenooupe OTL N aéia petakiveital ano To «TL eival To
TIPOIOV» OTO «TL CNUAIVEL TO TIPOIOV». AUTO TIPOKUTITEL ATIO TECOEPLC KATNYOopleg onuaAtog.

(a) Market signals: To premium dnploupyeitat ano tTavtotnTa, OXL HOVO Ao XapaKTNPLOTIKA

2& TTOM\EC kKatnyopieg apatnpeitat commoditization: ol 3ladpopEC XapaAKTNPLOTIKWY HELWVOVTAL, Ol TIHEG
ocuptedovtatl Kat n cuykplon yivetal eUkoAn. Otav N cuykpLlon yivetal EUKOAN, TO T(POLOV TelveL va yivel
commodity. H amtavtnon twv .oxupwv brands sival to vonua: €vag «<kOCH0G» TIou deV oUYKpPiveTal EUKOAQ.

MapdAAnAa, evioxuetal n Aoyikr value-based pricing. Otav n a&ia anotumwyvetal wg ePmeLpia, atodntikn,
TAUTOTNTA, LTtNPEGia Kal kowotnTa, N T dev xpetaletal va dikatoAoyeital poévo amnod Kootn.
AkaloAoyeital amé onuacia kat ano evrta&n. Auto dnuLloupyel OLKOVOULKO TTAEOVEKTNHUA.

ErumA€ov, av€dvovtal ol cuvepyacieg e dNULOUPYOUE, KOWVOTNTEC KAl TIOAITIOUIKA onpeia: events,
BEUATIKEG OEIPEC TIEPLEXOUEVOU, onueia epmelpiacg. H pyetatdmion avtn deixvel 0tL to brand



QVTIHETWTIZETAL WC TIOALTIOHLKI KATACKEUN, OXL HOVO WC EPTIOPLKO Pnvupa. TEAog, To employer brand
AvadEeIKVUETAL OE AVTAYWVIOTIKO YEYEBOC: OL ETIXELPNOELC AvTaywVidovTal Kal yia avBpwToug, Kal ot
AvBpwrtrol eTtiAéyouv TtepLBAAAovTa pE agieg Kal TauTtotnTa, OXL povo poBo. Otav auto apxilel va
EMNPEALEL TIPOCEAKUCN KAL dLATAPNON, TO TIOAITIOHLKO TIPOCN O YivETAL ETIXELPNOLAKNA AVAYKN.

(B) Zuumepidpopikda potipfa: o AvOpwmnog ayopadel talTion Katvonua

H tautétnta Asttoupyel we didtpo emidoync. H emidoyn poidvtog f utnpeaciag eivat cuxva onpa «ToLog
elpaw. Apa n ayopa dev ivat Hovo AELTOLPYLIKOTNTA- ival Kal autoelkova. Omolog xtidel Eekabapn
Tautotnta kepdidel Kowo-TtupnRva.

MapdaMnAq, av&davetal n araitnon yla «xapakinpa». To koo divel tiotwon o€ brands Ttou €xouv otabepn
YAWOOQ, CUVETIEIC ETIIAOYEC Kal KABapP oTACH ATEVAVTL OTNV TTOLOTNTA, OTOUC avOpWTIoOUC KAl OTNV
eumelpia. O xapaktipag dev dnAwvetal- armodelkvUETAL e cupTiepldopa.

OLKoWOTNTEG AELTOUPYOUV WC PNxaviopog emiBeBaiwong. ‘Otav pla papka Asttoupyel wg kowvotnta, n
EUTILOTOOUVN YIVETAL KOWWVLIKO KEPAAALO: «aVKW» KAL «hE KaTtaAaBaivouv». AuTtn eival n loxupotepn
Hopdn TiiotoTNTAC. TEAOC, N ALCBNTIKA YIVETAL ETIXELPNOLAKOC TTapayovTac. Agv eival «wpaio TtEPLTUALYUA».
EmtitaxUvel katavonon, dnuloupyei evtuTtwon TToldTNTAC Kal Asttoupyel we oripa coBapotntag, Ue Aueon
eMdOpaon 0N YETATPOTI O€ TIOAAOUC KAADOUC.

(Y) OpYQVWTIKEG HETATOTOELG: TO TIOAITIOMIKO brand anattei Aettoupylk CUVETELA

Brand mou piAd yia aieg aA\d dev Asttoupyei cUPPWVA PE AUTECG ATtOTLYXAVEL ypriyopad. AuTo avayKadel Tig
ETIXELPNOELC va amoKTroouy brand governance — kavoveg YAwooag, cudmepldopdag Kal epmelpiag— va
emevdUOooUV o€ ekmtaideuon avBpwmwy WoTe N TautotnTa va sivat {wvtavr otnv tpaén, va ermtuxouv
ouvemela oe oAa ta touchpoints (marketing, TwAnoelg, e§umnpetnon, GuUCLKN TIapoucia) Kal va
oxedlaoouv proof moments, onueia epmelpiag mou anodelkvUouV AuTo TIou Agyetal. Auth ivaln
OPYAVWTLIKA «OTIOVOUALIKA 0TAAN» TNC TIOAITIOHLKA G ETIXELPNHATIKOTNTAC.

(3) TexvoAoylKEG UTTOBOHEG: N KOUATOUPA YiVETAL KALHAKWOLKN

H texvoloyia emitpémel cuveEnela oe kKAlpaka: BLBAL0BNRKeC Tteplexodévou Kal brand language ou
eTavaxpnolgotolovvial, epyaieia petpnong avtidpaonc kat feedback, Al-assisted mapaywyn pe kavoveg
Lvdouc kal proof gates, kat insight mining ano oxoAla kat kowotnteg Wote va daivetal Tt Asttoupyel
TIOALITIOMLKA Kal TL OXL.

Zuunépaopa tekpnpeiwaong: To trend sivatl Tpaypatiko emeldn n ayopd avtapeifel vonua kat tTaution, To
KOO dlaBeTel LoXuPA TIOAITIOHLIKA GiATPa, ol opyavicpoi avaykadovtal va Yivouv CUVETIEIC OTN
oupTepLdopA Kat n TexvoAoyia kablotd autr tn cuveEnela EPIKTH OE KAlPaka.

2.8.3 Tuonpaivel auto yta’EAAnveg emixelpnuatieg kat epyalodEvoug

H EAAADA eival xwpa uPnAng TIOAITIOPIKAC TTUKVOTNTAC: YAwood, alontikn, yaotpovouia, plroéevia,
TOTILKEC TAUTOTNTEC, TPOTIOC WNC. AUTO dev eival amAwg KAnpovopuld. Eival otpatnyko keddaiato. Nava
HeTatpamnel, OPWCE, 0€ AVIAYWVIOTIKO TIAEOVEKTNHA Xpelaletal cLyxpovn petddpaon: Oxt GoAKAGP, aAAd
oUyxpoVN TIOAITIOULKA TtipoTacH.

MNa emyxelpnuatieg: t€ooeplg ouvéneleg UPYNANG onuaciag

H dladopotoinon HETAKIVEITAL OTO «TIOLOL EIPHACTE». 2€ KOPEOHUEVEC KaTnyopieg dev apkel «eipaote
TToLoTIKO{». Xpeldletal kaBaprn B€on: o€ TLTILOTEVOUHE, TTola ival N aleBNTIKA PaAg, TTold oTAcn KPATApe
amnévavti otnv moldTNTA KAl oToV AvBPWTTOo, TToLd KOWVOTNTA Hacg avayvwpidel. AUTO eTTpETEL premium,
TIOTOTNTA KAl JELWVEL TNV evalcbnaoia otnv Tun.

To brand yivetat cuoTnua Kat 6xL ekotpateia. H TIOAMTIOUIKE ETIUXEPNHATIKOTNTA EV ETITUYXAVETAL JE Hia
Kapmavia aglwyv. O¢AeL puBuo (editorial engine), cuvémela (governance) kat amodeifelg (proof moments).
Apa arnaltei eocwTtepkn wplpoTnTa.



To Kowvo-TtupAvag YIVETAL TILO GNUAVTLKO ato to Hadlko kowo. O otoxocg dev eival va apeoelg o 0Aouc. Eival
va avhikelg Babid og KAolouc. AUTO KAVEL TNV AVATITUEN TILO AVOEKTIKI: HIKPOTEPO KOO, HeyaAlTepn
TotoTNTA, KAAUTEPN OLKOVOUia HOVTEAOU.

TeAog, av&dvetal 1o pioko tng acuvemelag. Ooo o aglako yivetral to pivupa, T0o0 o auotnpog yivetatl o
€Aeyxocq. H ayopd cuyxwpei AdBn. Aev cuyxwpei utokploia. H TToATlopikA TottoBetnon anattei
ocoBapodtnta.

MNna epyalopévoug: de&ldtnteg mou aveBaivouv

AveBaivel To brand stewardship: ikavotnta va Kpatdg tavtotnta Kat UPog oTnv Kabnuepvh Asttoupyia,
OxL povo oto marketing. AveBaivel to editorial thinking kat to storytelling pe proof: oelpeg eplexopevou
Ttou xtidouv B€on, e€nyoUlv, TEKUNPLWVOULYV Kal dnuloupyoLv Kolvotnta. MNvetal kpiolo to experience
design, d10TL n epmelpia eival TOATIoUIKOC popeag. AveBaivouv ol community operations: engagement,
Kavoveg, events, cuvepyaoieg, moderation. Kat n Al ammoktd poAo dlatrpnong CUVETELAG 08 KAHaka — OxL
TIAPAYWYNC «TIEPLOCOTEPOU», AAAA TTAPAYWYNG CUVETIOUC.

2.8.4 Nwg pmopei n AWGMeta va cuvdpdpel oTnVv evowpdatwon tov trend

H evowpdtwon amattei Cultural Positioning System: pnxaviopo ou opidet kaBapd tnv TTOAITIOULKN BEan
Tou brand, twg ekdppaletal, TTwWC arnodeIKVUETAL KAl TIWE KAIMAKWVETAL o€ 0Ad Ta KavAAla Xwpig va yivetat
kevn pntopikr. H AWGMeta pmopei va Asttoupyrosl we oTpatnyLkog integrator oe Tévte emineda.

=ekiwva pe Cultural Intelligence kat semiotic mapping: xaptoypddnon TTOAITIOUIKWY KWwdiKwV Katnyopiag
(YA\wooda, aiedntikr, cUPBOAQ, Kool pUBoI/oTEPEDTUTIA), AVAAUGCH AVTAYWVICTIKWY apnynpAatwy (Ttolog
Katéxel ola 6€on) kat evrotmiopo cultural whitespace, T dev Aéel kaveig telotikd. MNapadidovral Cultural
Landscape Map kat Whitespace Opportunities.

2tn ouvéxela, Brand archetype kat identity architecture: oplopog apxetumou/xapaktnpa, brand principles
w¢ oupmepldopd (3-5 a&ieg mou daivovtatl otnv mpdagn), brand lexicon (Tt Agpe/TL dev Agpeg), Kal alcONTIKn/
Udog wgovotnua. Napadidovral Identity Architecture Dossier, Brand Lexicon kat Voice & Style
Governance.

Emewta, Proof moments kat experience alignment: xaptoypadpnon otiypwy aAnbelag amod onboarding €wg
eéumtnpétnon, oxedlaocpog proof moments tou amodelkvuouyv agieg, kat SOPs cupmeplpopdc kat
eyTElplac wote va pnv Peivel oe wpaia Aoyla. Mapadidovtal Proof Moments Map kat Experience SOP
Pack.

AkoAouBeli Editorial engine kat community strategy: BepaTIKEG OELPEG TIEPLEXOPEVOU, CUVEPYADIEC UE
dnpLoupPYyoUg Kal kowotnteg vPnAng cuvadelag, community hooks (events, rituals, formats cuppetoxng)
Kal repurposing system wote €va asset va douAevel ToAAamAd. MNMapadidovtal Editorial Engine Plan 90
nuepwyv kat Community & Collaboration Program.

TeMog, Al-enabled consistency: templates tou kpatoUv voice, quality gates yia claims kat U$og, mining
feedback yia cultural signals kat ecwtepikr knowledge base tauvtotntag pe kavoveg, AeEIAGyL0 Kal
mapadeiypata. Mapadidovrtat Al Brand Consistency Toolkit kat Cultural Feedback Dashboard.

H TToAtTlop Ik oTpatnyikr HETPLETAL XWPIC va eykAwBLlotel o vanity metrics: preference/consideration
uplift oou petpletal, price premium tolerance, community growth kat engagement quality, earned
mentions KalL cuvepyaoieg, repeat rate/retention wg €vdelén didpkelag, employee engagement/referrals
OTtou UTTAPXEL, Kal sentiment trajectory og a§loAoynoelg Kal oxoAla.

2.8.5 Kivduvol kat cuvROn Aabn epappoyng

Ta cuxvotepa AdBN eival tpoBAEYIHA. Afleg we dladnpion avti we cuptiepldopd, TTIOU anoppinteTal
ypryopa otav dev uttapxel proof. PoAkAGp avti yla cUyxpovn TauToTNTA: N TTOATIOPIKA aélottoinon dev
elvatl «Badoupe eAANVIKA cToLXElax», eival «ypadoupe oclyxpovn ipotacn (wne». Yep-yevikotnta



(«avBevtikol, TtoloTikoi, avBpwrTivol») Ttou dev dladopoTtolel. AGUVETIELA PETAEY KAVAALWYV KAl avOpwTtwy
TIOU KatappEel otnv e€uttnpetnon. Emtidoyn B€ong tou dixalel Xwpic oTpatnylko AOYo f xwpeig tkavotnta
olaxeiptong. Kat Al tou tapdyet «kaAoypapEVO Kevo», KATL dlaitepa eTikivouvo xwpig proof gates kat
editorial eTupéAela.

2.8.6 NMpaktiko mAavo 30/ 60 / 90 nuepwyv ywa utoO€tnon tou trend

2t pwteg 30 nuEPEG opidetal TTOATIOMLKN BEon Kal kavoved: cultural landscape kat competitor narrative
mapping, emiAoyn whitespace mou taiplalel 0To TTPOIOV KAl 6TNV aARBela tng emxeipnong, opLopoOg
APXETUTIOU Kal aélwyv we cuptiepldopd, brand lexicon, kaBoplopog 5-7 proof moments kat dnuoupyia
editorial spine pe 3-4 Bepatikeg oelpec. To anotéAeopa eival Cultural Positioning Dossier v1,
Lexicon/Voice Rules kat Proof Moments Map v1.

2TI¢ NUEPEC 31-60 yivetal evepyotoinon o€ TEPLEXOUEVO, EUTIELPIA KAL KOLVOTNTA: EKTEAECH TWV TIPWTWYV
CEPWV PE PUBHO KAl CUVETIELA, eVBLYPAPHLION efuTtnpPETNONG/TTWANcewy pe SOPs kal templates,
TIAOTLKNA EVEPYOTIOiNON KOWVOTNTAG UE cuvVEPyacsia ) mini-event, HETpnon MPWIWYV ochudtwy (engagement
quality, sentiment, repeat behaviors) kal eykatdotaon Al consistency toolkit. To antotéAsopa sivatl
Editorial Engine v1, Experience Alignment v1 kat Community Pilot Results.

2TIC NUEPEC 61-90 yivetal KAlpdkwaon Kat BecpoBetnon: tuttontoinon brand governance pe eykpioelg Kat
quality gates, KALUAKWGON CELPWY TIOU ATIESWOAY, ETTEKTACN CUVEPYACLWY UPNANC TTIOAITIOULKAG
ouvadelag, EVOoWPATWON TautotnTag o Poodopd/TIHoAOYnon/eutmelpia otou xpetddetal, kat oxedlo 6
UNvVwyV yla community, content kat proof roadmap. To antotéAecpa eival Cultural Brand System v1:
Tautotnta, Asttoupyia, Kowvotnta Kal gETtpnon.

KAeiowo kedpaAaiou: n otpatnyikn ovcia

H véa yevid eTUXELPNHATIKOTNTAG JE TIOAITIOULKO TIPOCNHO OV eival «wpaio TepITUALYHa» TTAVW OE TIPOLOV.
Eival avayvwplon ot1, o€ KOGHO KOPESHEVWY ETILAOYWY, N TTLO Loxupn dladopotoinon ival o KOGUOG TToU
Xtidelc: a&ieg, y\wooa, aliobntikn, epmelpia, Kowvotnta.

H emtixeipnon ou to KATakTd arnokTd premium, TIioToTnTa Kal aveektikdotnta. H emixeipnon mou 1o
deital emidpavelakda xavel aélomiotia. Ekel akplBwe tontoBeteital n cupBoAn tng AWGMeta: va
HeTATPEYEL TNV «KOUATOUPO» ATIO adpLoTn W& o cUOTNHA OTPATNYIKAC, ASITOUPYIAC KAL ETILKOVWVIAC
TIOU AVTEXEL OTOV XPOVO, amodidel EUTIOPLKA KAl KALMAKWVETAL XWPIG va xavel tnv Puxn tou.
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2.9 Zuyxwveuon Marketing, MwAnocswv kat TexvoAoyiag

Ta tpRuata tavouy va eivat Eexwplotd. To funnel yivetal eviaio cvotnua.

2.9.1 Tt eival auto 1o trend kat ylati €xel onpacia twpa

Ma ToAAA xpovia, N avamtuén oTIC TTEPLOCOTEPEC ETIUXELPAOELG ASITOUPYOUOE PEoA ATO Evav ATUTIO
oupBBacpo: To marketing «pEpvel kivnon» kat dnuoupyei evdladpEpov, ol TWANCELG «KAEIVOUV» 0O,TL
uTtopel va kAgioel, kat n texvoloyia/IT «otnpile» pe epyaleia kat uTtodopEC. AUTO TO HOVTEAO — 00O KL av
dawvdtav Asttoupylkd — Ttapnyaye tpia xpovia tpoBAnuata, Ta omoia ocnuepa yivovrat acvpudopa.

MpwTtov, keva handoff: leads ou xdvovtatl, kaBuotepoUuV ) Kako-agloAoyouvtal. AcUTEPOV, HETPHOELG TIOU
OeVv «HIAoLV» peTa&L Toug: To marketing petpd reach kaui clicks, ol mMwAnoelg petpovLv deals, To IT petpa
uptime, aAAd kaveig dev yeTpd 10 cuoTnUa end-to-end. Tpitov, atdédoon Tou potadel avegnyntn: To
KOOTOG aveBaivel, Ta anoteAeopata deV KALUAKWVOUV, Kal OV UTIAPXEL TLELOTLKI ATOJELEN YA TO TIOLOG
HOXAOC KIvel tpaypatikd to €00d0.

To trend «Zuyxwveuvon Marketing, NMwAnocewv kat TexvoAoyiag» eival anavtnon o€ autr tn SOMLKN
acupBatotnta. Znuaivel 6tL n avantuén avtigetwidetal we Revenue System: éva eviaio cuotnua OV
Eeklva amto TNV mpwtn entadn Kal kKataAnyel oe €0000, avaveéwaon, Emavayopd Kal TototnTa.

O 10 XPNoLUOoC TPOTIOC va To deL Kaveig dev ival opyavwTIKOC — TIOL0 THAKA avadEPETAL O TTOLOV — AAAd
Aettoupylkoc. Marketing onuaivel pnxavn dnulovpyiag Atnong kat Tpobeong Ye HeTpAoPa otddla. Sales
onuaivel ynxavn petatporng mpobeong oe £06000, Pe TtelBapxia diadikaoiag kat Adyou. Technology kat
data onpaivouv pnxavr HETPNONG, AUTOPATOTIOINCNG KAl akepaltdtntag tng aAndelac: single source of
truth. Otav avta dev eivat evwpéva, to funnel eival pla totopia mou o kabevag adnyesital SlapopeTIKA.
‘Otav eival evwpéva, 1o funnel yivetat cuotnua: kavoveg, SLA, dashboards, dladikacieg, BeAtiotomnoinon
Kat Aoyodoaoia.

H onuaocia tou trend orfjuepa ivat evrovotepn amo ToTE yla t€ooepLg Adyouc. H antoktnon meAdtn yivetat
akpBotepn kat n omtatdAn ota handoffs yivetat «Bavaciun» yia to ROI. O eAdtng eivat o anattntikoc:
TIEPLUEVEL CUVEXELD, ALIEDT AVTATIOKPLON KAl CUVETIELA EUTIELPIAC — KATL TToU dev e€aodaliletal amno eva
HOVO TUAHA, aAAd amno to cuotnua. H Al kat ta epyaleia emtaxuvouy, aAAd Kal EKBEToLV: xwpig eviaia
HETPNON Kal dladikacieg amAwcg Tapayetal Teplocotepog B0puPog, o ypryopd. Kat o avtaywviopuog
HETAKIVE(TAL OE ASITOUPYLKI UTIEPOXH): KEPDILZEL OTIOLOC £XEL KAAUTEPN HNXavh, OxL OTIolog KAVEL TTLO
EVIUTIWOLOKN EKOTPATELQ.

Me pia ¢ppdon, to funnel yivetat eviaio cuotnua emeldn n avantuén dev propei MAEov va eivat dBpolopa
QATIOCTIACHATIKWY EVEPYELWV.

2.9.2 Mov 1o otnpidoupe Kat tekunpiwon tng anoyng
Market signals, cupumeplpopikd HOTIBA, OPYAVWTIKEC HETATOTIOELG, TEXVOAOYIKEC UTIODOMEC

H tekunpiwon tou trend mpokuTtTEL Ao VO TAUTOXPOovEG TiiEcelg. H ayopd iedel mpog end-to-end
Aoyodoaoia. Kat n texvoAoyia eTutpEMEL TAEOV TIANPN 0PATOTNTA OTO TaidL Tou TteAdTn — apKei va
opyavwOei cwotd. Otav smutpenetal, yivetal kat araitnon.

(a) Market signals: n ayopa {nta anédoon, 0xL dpactnplotnta



Metakivouvtal TIPoUTIOAOYLOHOL TIPOC ETPROLUN avarttuén: n dloiknaon anattei cuoxetion danavwy e
outcomes — pipeline, deals, etavayopd, retention — kat gewwvel Tnv avoxn oe silo Asttoupyiec.
Tautoxpova, avédavetal n Epdaon oe pipeline velocity kal conversion efficiency: xpovog ano lead oe
TwAnon, win rate, kdotog ava qualified opportunity, LTV/CAC. Autd dev eivat «Bepa evog tunuatog». Eival
OUCTNHLKA.

H ayopd avayvwpilel emtiong otL to peyaAutepo ROI cuxvd dev Bpioketal oto reach, aAAd 0TO «UETA»: apyo
follow-up, AdBoc qualification, pndeviko nurturing, adVvapo enablement. Ekel xavetat 1o xpriua. Kat
TEAOG, evioxVetal n avaykn tpoBAePpotntac. Forecast dev uttdpxel xwpic eviaio funnel, cadn otddla kat
KQVOVEC.

(B) ZupmtepLpopika potifa: o meAATnG Kiveital o MOAAANAEG eadEg Kal OEAEL cuVEXELA

Ta journeys sivalt multi-touch. O teAdtng omtavia ayopdadetl otnv mpwtn enadn: BAENeL, dlaBadlel, pwtdq,
OUYKpivel, emotpedel. Av marketing kal sales dev £X0UV KOV €LKOVA, N ETILXEIPNON «XAVEL TN PVAUN» TOU
teAdatn. MapdAAnAa, n amtaitnon TaxVTNTAG AVIATIOKPLONG HETATPETIETAL O€ AVIAYWVIOTIKO TIAEOVEKTNHA
kat artattei routing, triggers, avtopatomnoinon kat avBpwrtvn Aoyodoaoia. TEAoC, 0 TteAdTNC anattel
ouvemeLla Adyou Kal Ttpdéng: av AdBel €va pnvupa oto marketing kat gia AAAN TPayPatikotnta oto
sales/service, n eymiotoouvn tedtel. H ouveEmela eival tpoiov evottolnpeEvnc Asttoupyiac.

(Y) OpyavwTIKEG HETATOTOELG: revenue operations AoyilKR, £0TwW KAl atuma

AKOUN KL OTav OEV XPNOLUOTIOLEITAL O OPOC, TIOAEC ETUXEIPNOELG UETAKIVOUVTAL OE TIPAKTIKEC TUTIOU
RevOps: kowvog oplopog tou qualified lead kat tou opportunity, SLA peta&V opadwyv yia tov xpovo follow-
up, kowva dashboards, kowocg WdloktATng funnel KPI kat eBdopadlaio cadence anopdoewyv. Autd ival
onpadia 6tL o silo yovtéAo dev amodidel TTAEOV.

(3) TexvoAoOYIKEG UTTOBOHEG: N evoTtoinon eivatl TAEov edLKTn

MNanpwtn ¢opd oe padlkn KAipaka, n texvoAoyia eMITPEMEL eviaio measurement kat automation layer:
CRM wcg¢ backbone, tracking events kat conversion APIs, marketing automation, call tracking kat meeting
scheduling, Bl dashboards kat Al yia scoring, next-best-action kat avdAuon avtipprioewy. Opwg n LTapén
epyaieiwv dev loouTal e evottoinon. H evotmtoinon cupBaivel 6tav uttdpxel Koo AsEIAOYL0, Kowva
0edopEva, KovEC dladlkaaoieg Kat ko Aoyodoaia.

Zuunépaopa tekpgnpeiwaong: To funnel yivetat eviaio cuoTnua eneldn n ayopd anattei end-to-end
anodoaon, 0 TeAATNC Kveital TToAUKavaAlkd, oL opyaviopoi xpetalovtal forecast kat n texvoloyia emitpemel
AR PN 0PATOTNTA — UTIO TOV OPO AELTOUPYIKAC TtelBapyiag.

2.9.3 Tuonpaivel auto yta’EAAnveg emixelpnuatieg kat epyalopévoug

H eAMANVIKNA ETIXELPNHPATLKI TIPAYHATIKOTNTA €XEL EVA XAPAKTNPLOTIKO TIOU KAVEL TO trend akopn Tio
eTtiKALPO: LYNAR LKAVOTNTA EKTEAECNC, AAAG CUXVA XauNnAn TuTtoTtoinon dladikaolwy. Auto Ttapayel
TaxLTINTA, AAAA OXL Ttavta ertavaAnPuotnta. ‘Otav o aviaywviopog Kat To kéotog aveBaivouy, n
emavaAnyuotnta yivetat mpoimoébeon KAPAKwongc.

MNa emyelpnuatieg: n avantuén yivetat 0€pa cuoTAUATOG

Ta €00da mavouv va eival «Bgpa kapmaviag». Ot Kapmavieg urtopouv va dwoouv spikes, aAAd dev xtidouv
npoBAsPuotnTa. H mpoBAsdipotnta mpokuTtel otav to lead petatpenetal e cuvenela, to follow-up
elval ypnyopo, oL avtippnoelg avtipgetwritidovral Kat 0 TteAATng dev «EEXVIETAL JETA TNV TIPWTN ayopda.

Emtiong, pewwvetatl omatdAn kat avéavetat ROl xwpic avénon budget. e TOAMEC TtepUTTWOELG, TO
pHeyaAutepo lift mpokUTTeEL anod kaAutepo qualification, kaAUutepo routing, kKaAUTEPO nurturing, KAAUTEPO
enablement kal kaAUtepn a&lomoinon uttdpxovtoc traffic. Autd eivat system optimizations, oxtL channel
optimizations.

H Aoyodoaia yivetal avtikelpevikn. Mg eviaio funnel, ol culntroelg Tavouy va ival TIOAITIKEG («eyw edepa
leads», «<eyw dev AP KAAA leads») kal yivovTal ETILXELPNOLAKEG: TTOCO Ypryopa anavinoaue, nooa leads



eywav qualified, tou edtel To conversion, Tt aAadlel oto offer [ oto script. Kaw n texvoAoyia avet va
elval KOoToc Kal yivetal HoxAOg kEpdouc: cwoTo data layer pelwvel xpovo, Helwvel AdBn, av&dvel
conversion kat avéavel retention.

MNa epyalopévoug: avapaduidoval ot pOAOL TTOL EVWVOULV

AveBaivouv oL avBpwToL TTou UTToPOo UV VA EVWOOULV AstlToupyieg, dedopEva Kal EPTeLpia: revenue
operations thinking (€otw Xwpig emionpuo titAo), CRM fluency kat data literacy, sales enablement kat
objection intelligence, marketing tou okédtetal epymopikd kat Al-assisted process acceleration pe
governance. H Al xwpig diadikacia avgavel dpactnplotnta. H Al peoa oe workflow avéavel atodoon.

2.9.4 Nwg pnopei n AWGMeta va cuvdpdpeL oTnV EVvowpdAatwon tov trend

H ocupBoAn tng AWGMeta eival n eykataotaon evog Unified Revenue Engine: eviaio funnel, eviaia
HETPNON, eviaia dladikaocia, eviaia y\wooa — oxL we Bewpia, aAAd wg Aettoupyia TTou tapayel anodoon.

H ntpooeyylon Eekiva pe Revenue System Blueprint: oplopog funnel stages mpocappoopEVWY 0ToV KAAS0

(Visitor » Lead » MQL » SQL » Opportunity » Won > Retained), kowa definitions yiwa qualification, kavoveg
uetdBaoncg otadiwyv (exit criteria) kal kaBoplopog tou source of truth. Mapadidovtat Funnel Architecture,

Stage Definitions kat Exit Criteria.

‘Emeta, SLA kat handoff design: melBapyia otn otiyur tou cuvABwg xavetal to xprpa. Opidovral SLA
Xpovou avtanokplong ava tuto lead, lead routing rules, feedback loop yla Adyoug amoppung Kat
oupdwvnuevn dadikaocia nurturing yua «oxL akopa». NMapadidovtal SLA Pack, Routing Rules kat Feedback
Taxonomy.

AkoAouBei Measurement kat dashboard layer: single pane of glass yia to funnel, facwka KPI kat cadence
review, peaAlotikn attribution mpoogyylon kat quality controls yia data (deduplication, cwotd sources,
ocwotn taéwvopnon). Mapadidovtal Revenue Dashboard v1, Data Quality Checklist kat Reporting
Cadence.

>tn ouvéxela, CRM kat automation architecture: CRM schema (fields, pipelines, tagging, lifecycle

stages), marketing automation journeys (nurture, reminders, reactivation), standards y.a meeting

scheduling/call logging/notes kat SOPs Ttou kAvouv tnv ekteAeon tpoBAEYUn. Mapadidovtat CRM
Schema, Automation Journeys kat SOPs.

MapaMnAq, eykaBiotatat sales enablement system: proof library (cases, metrics, dtadlkaocieg), objection
library, scripts ywa discovery/qualification/closing kat decks/one-pagers aligned pe to messaging.
Mapadidovtal Enablement Kit, Objection Playbook kat Proof Library.

TeMog, agomoteital Al for RevOps ekei tou divel tpaypatikn arnodoon: lead scoring pe avbpwriivn
emorteia, next-best-action mpotaocelg, summarization kA\noewv/meetings wWote va pn xavetat yvwon,
insight mining ano amoppiyelg kat avtippnioelg yla BeAtiwon offer/messaging kai consistency checks oe
meplexopevo Kat claims. Mapadidovral Al-assisted RevOps Toolkit kat Quality Gates.

H dlakuBepvnon xtidetal yopw amo KPI ou deixvouv cuotnua, oxt 86pupo: lead response time (median),
MQL~>SQL conversion, SQL>Opportunity, win rate, sales cycle length, pipeline velocity, CAC kat CAC
payback, LTV kat LTV/CAC, retention/repeat rate, kaBwc¢ kat no-show/cancellation rates oe appointment-
based povtéAa.

2.9.5 Kivduvol kat ouvon Aabn epappoyng

H evormoinon amotuyxdavel cuxva oxL emeldn eivat AdBoc 10€a, ard emeldr ebappoletal pe Aabog tporto.
Ta Baowkd AdBn eival: tool-first avti process-first (texvoAoyia tavw oto XAocg), HETPLKN TTIOAVPWVia Xwplig
kowva definitions, pndeviko SLA 1 SLA tou dev epappoletal, KAk LYLELVH EDOUEVWYV TIOU KATACTPEDEL
dashboards kat amtodaoelg, enablement tou dev «Lew» emeldn dev evowpatwbnke oe exkmaidevon Kat
cadence, anoucia change management (n evoroinon eivat aAAayn cupumepPLPopag), UTIEP-AUTOHATIOUOG



TIOU pelwvel epttiiotooLvn (Al spam, pnxavikog Adyoc) kat, TeAog, AdBog dlayvwon TtpoBARHATOC: HEPLKEC
dopegto bottleneck dev eival to handoff aAAd to offer i to product-market fit. H evomtoinon dev
avTlkaBlotd tn otpatnylkn. Tnv KAveL HETPAOLUN.

2.9.6 MNpaktiko mAavo 30 / 60 / 90 nuepwyv yia uloB£tnon tou trend

2T pwteg 30 NUEPEG yiveTal evBuypAppLoN oplopwy Kal Bactkr opatotnta: funnel mapping end-to-
end, Koweg oplopoi lead/MQL/SQL/opportunity/won pe exit criteria, baseline metrics yla 1o tou Edtel
conversion kat mov kabuotepei 1o cuotnpa, CRM hygiene sprint kat tpwto dashboard v1 mtou deixvel tnv
Tpaypatikn ewkova. To anotéAeopa sivat Revenue Blueprint v1, definitions kat baseline dashboard.

2Tic Nuépeg 31-60 eykabiotavtal SLA kal TiAoTLKN evottoinon dladikaolwy: SLA yia response times kat
routing, feedback loop yla amoppilelg kat nurturing «oxL akopa», pilot enablement (scripts, proof points,
objection library) ylia 1-2 Baowkeég mpoodopég, marketing-to-sales alignment oto idlo promise kat proof,
kat weekly revenue meeting cadence pe dedopéva. To amoteAeopa eivat SLA pack, routing, enablement
v1 kat Asttoupytko weekly cadence.

2TIC NUEPEC 61-90 yivetal kKAlpakwaon, SOPs, governance kat automation: SOPs yia Baoikeg pogg amo lead
intake €wg onboarding, automation journeys pe quality gates, Al pilots yla scoring/next-best-action pe
avBpwrivn entottteia, data governance pe owner tou CRM kat kavoveg aAAaywy Kat plan 6 pnvwy yua
ETMEKTAON O€ TePLlocOTEPA TTPoidvTa/KavAAla Kat BeAtiwaon unit economics. To amotéAeopa eivat Unified
Revenue Engine v1: dladlkaacia, yEtpnon, epyaisia kat Aoyodoaoia.

KAeiowo kedpaAaiou: n otpatnylkn ovoia

H ouyxwveuon marketing, mTwAncewyv Kat texvoAoyiag dev sivat opyavwTtiki poda. Eivat avayvwpion étin
avantuén eivat cuotnua. Kat to cvotnua eite €xel kavoveg Kat dedopéva, eite Asttoupyel e TOXN Kat
NPWLOHO.

210 veo TtepIBAMOVY, 0 VIKNTAC dev eival eKelvog TTOU «TpEXEL TIEplocOTEPa». Elval ekeivog TTou petatpeTmel
N {ATNon o€ €0000 PE PIKPOTEPN TPLPN, HEYAAUTEPN TAXVTNTA Kal peyaAltepn cuvenela. Ekel akplBwe

Bpioketal n utepadia: eykatdotaon Tng eviaiag pnxavne — funnel, SLA, CRM, enablement, dashboards
Kat Al OTtIoU TIPETEL— WOTE N Avarttuén va yivel TpoBAEPLHUN, KALHOKWOLUN KAl JETPROLUN.






2.10 H EAAA8a wg Koppog I1dswv yia tnv Evpwnn

‘Ox1L poévo Touplopoc Kat IpodLua- Weee, adrynon, Texvoyvwolia.

2.10.1 T eival auto to trend Kat ylati £xel onpacia twpa

H EAAADa €xel pabel emti dekacetieg va «e&Ayel» KLUpIlw TpELC Katnyopieg agiag: tpoiov (T.X. Tpodua),
eumelpia (touplopocg/drocevia) kat avlpwTivo dUVAMLKO (TaAévTo TTou petakiveital). To trend Ttou
meplypadetal edw vTooTNPIZEL KATL TILO oTPATNYIKO: OTL N EAAGDa pttopei va eEeAxBel og kOpBo 1deWV yla
tnv Eupwnin — oe xwpa mou e&dyel texvoyvwoia, frameworks, apriynon, pebodoAoyieg Kal TIOAITIOUIKO
kedpAalalo oe popdn euTopLIKA A&LOTIOLACLUN.

Aev pIAAUE Yl «€PTIVELCN» WC adnpnueEvn evvola. MIAdue yla Tutomotnpevn, HETABLBACLUN YVWon TTou
AUvel TTpoBARpaTa supwTaikwy ayopwv: go-to-market playbooks, brand kat narrative systems,
growth/RevOps pebodoloyieg, Al operating models, e€eldikeuon KAAdWV (TOUPLOPOG, dLAoEevia, epTielpia
teAdtn, retail, uttnpeoieg), dnuioupyka formats kat content engines, ekmatdeutika ipoiovta (workshops,
courses, certifications), productized services pe kabBapr UTIOGXECN KAl CUYKEKPLUEVO outcome.

To kpiolpo otolxeio eival 0Tt aAAAleL TO «TIpOoldV» TToU eEAyETAL: ATt TIPAYUATA OE CUCTAHATA OKEYNC KAl
EKTEAEONC.

H onpacia tou trend orfpepa MPoKUTITEL ATIO TECOEPLE CUYKAIVOUCEC TIPAYHATIKOTNTEC.

MpwTtov, N EupwTn Xpelddetal emITAXUVON Ttapaywylkotntag. Me tnv texvoAoyia — kat edika tnv Al —va
HetaBarAet dladikaaoieg, ol opyaviopol avalntoly TIPAKTIKOUE TPOTIOUG va HETAdPPACOUV TO VEO OE
arnodoaon. O 1deeg o Kepdidouv dev eival Bewpieg- eival peBodoAoyieg ou epappolovtal.

AsUtepov, n dlavoun yvwong eywve ¢onvn kat apeon. Content, webinars, online events, remote delivery,
productized consulting kat eKTTAdEUTIKA TIPOLOVTA ETUTPETIOVV e§aywyn Xwpic duoikn eykataotaon.

Tpitov, 0 avtaywviopog JETAKLVEITAL ATIO TO «TIOLOG £XEL TIPOCRACH» OTO «TtOLoG €XEL oadn B€an». Otav 6Aot
HTtopoLV va kavouv ads, va ypddouv posts Kal va XTioouy sites, To TAgoveEKTNHA yivetal n cadrvela
thought leadership kal n ikavétnta va tn cuvdEelg he pipeline.

Tetaptov, n EAAAda dlaBetel TAsovEKTNPA cUVOEDNG. 2€ Evav KOOHO OTTou OAoL Ttapdyouv TtAnpodopia, n
aia Bpioketal otn ocVVOEON: VA PETATPETIELC TTOAUTIAOKOTNTA 0 KaBapn anodacn Kalt epapuociun
Opdon. Auto eivat idea export.

To trend, Aoy, dev loxupidetal 0tL N EAAGda «Ba yivel KATL amo povn tng. AL 0TL uTtdpxeL TTapdbupo
OTIOU EAANVIKEC ETUXELPAOELC UTIOPOUV VA XTIoOOUV eLPWTIAIKA LoXL W Ttapaywyoi frameworks kat

ebappoopévng texvoyvwaoiag, epooov opyavwoouy cwaoTd Tn B€on Toug, TNV arodelén, tTn dlavoun Kal To
cvuoTNUa TTWARCEWV.

2.10.2 MoV 1o otnpidovpe Kal tTeKpnpiwon tng armoyPng
Market signals, cupumepldopikd HoTiBa, OPYAVWTIKEC HETATOTIOELG, TEXVOAOYIKECG UTIODOMEC

H tekunpiwon tou “Greece as an ideas hub” dev eivat eBvikn adnynon. Eival emixelpnolakr Aoyikr: Ttov
dnuoupyeital agia, Twe petadpepetal kal TL emBpapBeveL n ayopd.

(a) Market signals: n yvwon anoktd ednmopkn popon

Mpwrtov, productization uttnpeclwy kat tuttortoinon peBodoloylwwyv. OLumnpeoieg mou kepdidouv dev
TIOUAOUV «WwpPeg». NMouAoUv outcome peéoa amod playbooks. AuTto eival KAAOIKO orjpa ayopdc: n
TEXVOYVWOia yiveTal Ttpoiov.

AeUTepov, avodog ZAtnong yla systems — OxL yla arnoomntacpatikn ekteAeon. Ol opyaviopoi {ntolv end-to-
end funnel cuotiuarta, Al operating models, measurement frameworks, governance kat SOPs. Autd sivat



eCaywylpa wg intellectual property katl wg «eyKaTAoTACH IKAVOTNTAC>.

Tpitov, n olkovopia tng tpoooxng avgavel tnv a&ia tou authority. Ocol kepdidouv dleBvwg KaTEXOLV
authority oe otevo tedio. To monetized authority xtidetal otav ot 1d€ec¢ yivovtal offers.

Tetaptov, og TOAAA B2B povtéAa n Eupwrn Aettoupyei wg eviaio edio avtaywviopou. ‘Otav To tpoiov
elvaltyvwon, umtnpeaoia n texvoloyia, Ta yewypadlkd cuvopa £X0LV UIKPOTEPO BApog arnod tn duvatotnta
amodeléng kat delivery.

(B) Zupmteprpopika potifa: o ayopactig nta cadnvela Kat anodetén

YTtapxel KOTtwaon amo yevikoAoyo consulting. OLayopaoteg emBpaBevouy 6coug e€nyouv kKabapd Tt
KAvouv, OEIXVOUV TTWC TO KAVOUV KAl TEKUNPLWVOULVY 6TL doUAee. MapdAAnAa, n epmilotoouvn xtidetal ye
dnuoowa okedn: apbpa, reports, frameworks kat optAieg Aettoupyolv TIAEOV W TIPOUTIOBECN TTPOCOXNG OE
B2B, e1dkd 6tav n anodaon €xel pioko.

TéMog, ayopdlouv pebBodoAoyia yia va petwoouyv pioko. Eva framework divel aicOnon eAéyxou. Auto sival
0 Tupnvac tou idea export: pewwvel risk peow dounc.

(Y) OpyavwTtikég petatomioslg: ol etalpeieg XTtidouv “eKOOTIKEG” LIKAVOTNTEG

AleBvwg, oL eTixeLlpnoeLg AettoupyolV OAO Kal TTlo ekOOTIKA: content engines, webinars, events,
communities, reports — 0Aa cuvdedepéva e pipeline. H e§aywyn Wdewv dev sival teplbepeLaxn
dpaotnplotnta. Eival core go-to-market capability.

(0) TexvoAoyilKEQ UTTOBSOHEG: N Al HELWVEL TO KOGTOG TTAPAYWYN G KAl SLAVOUNG

H Al eTuitayuvel €peuva kal cuvBeon, TTapaywyn Tiapaiiaywy replexopevou, localization (YA wooa/tovog/
mapadeiypata), packaging oe assets (decks, playbooks, courses) kat insight mining amno cuntnoeig kat
feedback. Auto kaBlotd tnv e€aywyn WOEWV TIPAKTIKA EPLKTH YA PIKPOTEPEC OpAdEC, HE LPNAOTEPN
OUVETIELA KAl XAUNAOTEPO KOOTOC.

Juunépaopa tekpnpiwong: H EAAAda pmopei va yivel kopBog 1dswv yia tnv Evpwrn emedn n ayopd
emBpaBevel TUTTOTIOINKEVN TEXVOYVWOiQ, ol ayopaotég {ntoLv proof-based cadrvela, oL opyaviopoi
AeltoupyoUV OAO KAl TTILO EKSOTIKA KAl N TEXVOAOYia HELWVEL TO KOOTOC TIApaywyn g Kat dlavoung yvwaongc.

2.10.3 Tuonuaivel auto yta'EAAnveg emixelpnuatieg kat epyaloPEvoug

Av 10 trend emitaxuvOei, N EAMAda dev xpelddetal va avtaywvioTel HOvo og XapunAotepo KOotoc. Mmopei va
avtaywviotei oe uPnAdtepn aia ava povada epyaaciag, emeldr n yvwon — otav Tumomoleitat — dlabetel
KaAUTepa teplbwpla.

MNa emyxelpnpatieg: anod to “ekteAw” oto “katexw pedodoloyia”

To avtaywviotiko Acovektnpa yivetal IP (intellectual property). H kpiown epwtnon dev eival «tooeg
uTtnpeoiec TapEXw», AAAA «TToLa YVWGO N KATEXW TTOU AUVEL TIPOBANHA EVPWTIAIKAC KAIPAKAC KAL UTIopWw va
TNV amodeifw;». AuTO odnyei oe véa assets: frameworks, playbooks, benchmarks, templates kat systems
delivery.

ErumA€ov, n e€aywyn yivetal o kovtd oe pipeline apd oe «avoiyw ypadeio». EAANVIKEG eTIXELPNOELG
pTtopoULV va xtioouv dlebvr) tapouaoia pe thought leadership, ABM kal otoxgupéveg cuvepyaaoieg,
webinars kal industry roundtables, kaBwg¢ kat productized offers tou kAeivouv remotely, yelwvovtag to
kedpaialako BAapog emeKTacnC.

AveBaivel, opwc, Kal n artaitnon anodeléng kat coBapng tumoroinong. Na va movAnoeLg IOEEC TIPETIEL VA
aviexouv o €Aeyxo: case studies pe petpiolpua outcomes, kabapn dadikacia, capeg scope Kat
governance. H 10¢a xwpig tekunpiwon eivat 66pupoc.

TéAog, n EAMGSa we brand xwpag prtopel va Asttoupynost we adrynon kat dtapoporoinon — OxL we
TOUPLOTIKO OTEPEOTUTIO, AAAA WC oUYXPOVA SOUNUEVO TIOATIOUIKO KEdAAALO, XWPIC GOAKAGP.



MNa epyalopévoug: de&lotnteg pe uPnAn diedvn {Rtnon

AveBaivel n ikavotnta cuvBeong Kal ypadng: va maipvelg cUVOETN TIPAYHATIKOTNTA KAL VA TNV KAVELG
kaBapo framework. AveBaivel n mapaywyn research-to-asset: Eépguva > report > deck > workshop >
playbook w¢ ypappun apaywyng yvwongc. MNvetat kpiown n cross-cultural emikowvwyvia kat cwoto
localization. Kat amtatteitat B2B growth kat RevOps ikavotnta: CRM, ABM, sales enablement,
measurement. H Al au&dvel throughput, aAAd xpelaletal avBpwToug Tou KpatoLyv toldtnTa, akpifela kat
OUVEKTIKOTNTA.

2.10.4 Nwg pnopei n AWGMeta va cuvdpdApeL 0TV EVvowpdatwon tov trend

To trend «kOpBoC WBewv» dev LAOTIOLETAL PE HEPOVWHEVA posts N €va ayyAko site. YAotmoleital pe ldea-to-
Pipeline System: cadng 8€on, dounuévn yvwon, proof, dlavoun kat cuotnua mwAnocewyv. H AWGMeta
uTtopel va cuvdpdpel o€ TIEVTE Kplowua emtimeda.

Zekwad pe Exportable Positioning & Thesis: oplopoc thesis, emiAoyn niche pe mpaypatiko dikaiwpa Adyou,
market mapping yla To oot £X0uV To TTPORANPA Kal Twg ayopalouy, kat kabapn diadopotoinon
peBodoloyiag. NMapadidovtal Export Positioning Dossier, Messaging Architecture kat Differentiation Map.

2uvexicel ye Proof & IP Packaging: case library pye dopun mpoBAnua > pEbodog > anotéAeopa > deIKTEC,
framework building pe diaypappata kat checklists, templates (audits, scorecards, SOPs) kat productized
offer design pe ocadéecg scope, timeline, deliverables kat KPlIs. MNapadidovtatl IP Kit, Case Library kau
Productized Offer Pack.

AkoAouBei Thought Leadership Engine pe epmoptkod poAo: editorial engine 90 nuepwy, flagship assets
omnwg quarterly report/benchmark/index, webinars/roundtables wg lead magnets uynAng owotntag, PR
KAl cuvepyaoieg pe Bepatikd media/communities, kat repurposing system. MNMapadidovtatl Thought
Leadership Plan, Flagship Asset Outline, Webinar Program kat Distribution Map.

‘Emeta, European Go-to-Market & ABM: emihoyn 2-3 ayopwv-otoxwy, account list building, ABM
KAUTIAVIEG Y€ content TTOU ATIAVTA O€ CUYKEKPLUEVEG AVTIPPNOELG, outreach sequences pe proof-based
assets kat partner channel mapping. Napadidovtat European GTM Blueprint, ABM Kit, Outreach
Sequences kat Partner Map.

TeNog, RevOps & Measurement yia ipopAeipdtnta: CRM setup yia diebveg pipeline, funnel stages, SLA,
dashboards, lead qualification kat scoring, sales enablement (decks, scripts, objections), attribution kat
cohort tracking. NMapadidovtat Revenue System v1 (international), Dashboards kat Enablement Pack.

OLKPI deikteg agloAoynong tng e€aywyng wbewyv sival cadeic: inbound qualified leads amnd ayopécg
oT1oxoug, lead-to-meeting, meeting-to-opportunity, win rate kat sales cycle length, pipeline contribution
ava flagship asset, cost per qualified opportunity, repeat business/expansion revenue, kat authority
indicators tou dev eival vanity: invitations, references kat partner interest.

2.10.5 Kivduvol kat cuvROn Aabn epappoyng

Ta kKAaoka AdBn eival emavaAappBavopeva: thought leadership xwpic 6€on (yevikotnta), 1d€eg xwplic proof
(xwpic cases kal yeTprolpa outcomes), Kakr cuokevacia mpoodopdc ye acadela scope, localization wg
vetadpaon Kal 0xL we tpocappoyn, emevduon HoOvo oe content xwpig sales system, UTtEp-ETEKTAON O€E
TIOAEC AYOPEC TAUTOXPOVA avTi yia 1-2 ayopéeg e kabapo learning, kat Al Ttou TtapAyel «KaAOypPAUHEVO
KEVO» Xwplig thesis kat proof gates.

2.10.6 Mpaktiké mAavo 30 / 60 / 90 nuepwvV ya voO£tnon tou trend

>t pwteg 30 nUEpPEG, opidovtal BEon, edio kal amddelén: emdoyn niche kat thesis pe supwmaikni agia,
mapping 2-3 ayopwv-oToxwyv Kat buyer personas, proof library pe 3-5 dopunpéeva cases, packaging evog



productized offer ye capeg scope/mapadotea/KPI, Baoikog editorial engine pe oelpeg kal dlebvn
mapouacia pe messaging kat assets ovoiag. To amoteAeopa eivat Thesis, Offer Pack, Proof Library kat
Editorial Plan v1.

2TIC NUEPEG 31-60, £pxetal dlavoun Kal TtpwTa EPTopLkA onuata: éva flagship asset wg «onuaia», 1-2

webinars/roundtables, ABM pilot oe 30-50 accounts avd ayopd, outreach sequences pe proof-driven
UAIkO, CRM kal dashboards yla pipeline kal BeAtiwon messaging BACEL TTPpAYHATIKWY avTlpprnoswyv. To
aroteAeopa eivat mpwrto pipeline kat orpata product-market-message fit.

2TIc NuEPEC 61-90, TuTtoTtoinon, KAlMAKwaoN Kat cuvepyaoieg: SOPs yla tapaywyn teplexopévou Kal lead
handling, kAludkwon formats ou €depav qualified conversations, eméktaon partner mapping kat 1-2
OTPATNYLIKEG ouveEPYAoieg, TIANPEC sales enablement kalt ox€d10 6 pNvwv yla emektacn os devtepo offer n
d0eutepo vertical. To antotéAeopa sival Idea-to-Pipeline System v1: authority, distribution kat sales
system.

KAeiowo kedpaAaiou: n otpatnylkn ovoia

H EAAAS A we kKOpBOoC 1deWV yia TNV EupwTn dev eival cuvBnua. Eival emixelpnuatikd HoviEAo:
petatpenelg epmelpia o frameworks, frameworks oe offers, offers oe pipeline kat pipeline oe
emavaAapBavopevn agia.

2TOV VEO avTaywVvIopo, dev Kepdidelg povo otav «mapayelg» N otav «plhoceveic». Kepdilelg 6tav
opyavwyveLlg okeWn tou odnyei oe amoteAeopa. AuTo eival To T £§AyWYLHO TIPOLOV TG ETOXNG: Kabapn,
TEKUNPLWHEVN, edappooiun texvoyvwoia. Kat autod eivat to edio omou n AWGMeta pmtopei va kavel tn
ueTdBaon MPAKTIKA: amod Wea oe cUOTNUA, Ao cVOTNUA O ATOOELEN, ATIO ATTOdELEN OE EVPWTIAIKN
KAlpHaKa.

Entidoyog
ATO TI¢ TAoELG 0T OTACh

OL deka petatotioelg Tou avaAuBnkav oe auto to report dev eivat TPpoBAEPELG e TNV Evvola TNG HavTeiag.
Eivalr cupmukvwoelg mpaypatikotntac. Eival ta onpeia ekeiva 6mou n ayopd, n texvoAoyia, n Kowvwvia kat
n avbpwrtivn cupmieplpopd exouv ndn apxioetl va cuykAivouv — ammAwg dev Kivouvtal 0AoL he Tnyv idla
Taxutnta ya va to avtitAndBouv Kal va TpocappocToUV.

Av UTTAPXEL Eva cUPTIEPACHA oL dlarepva KABe kedAAalo, autod dev eival TEXVOAOYLKO oUTE
ETIKOLVWVLAKO. Eival 31olkNTIKO Kal, TauTOXpovd, TIOAITIOHIKO: N avantuén mavel va sivat anotéAeopa
AMOCTIACHATIKWY EVEPYELWYV KAl YIVETAL AMOTEAEGHA OTAGNG. 2TACNG anévavtl ota dedopeva — av ta
xpnotyotoleic we Bdon armodpdceswy N wWe AA0BL. STdong amévavtl otnv apriynon — av Aeg avto Tou sioal
I AUTO TIOU «TTOUAAEL. 2TACNC ATIEVAVTL GTOUC AvOPWTIOUC — AV TOUC AVTIHETWTIICELG WC KOOTOC N WG
dopeic a&iag. Ztaong amevavtl otnv TeEXVoAoyia — av Tn XPNOLHOTIOLEIC WG EVIUTIWOLAGHO 1 WG UTIOJOMN.
Kal teAikd, otdong anévavti otny idla tnv €vvola tng eubuvng.

H eAANVIKNA ETIXELPNUATLKE TIpAyHaTKOTNTA BplokeTal oe peTaixplo. Ao Tn pia mAeupd, KouBaAd tnv
eueli€ia, TNV eMvONTIKOTNTA KAL TNV TIPOCAPHOCTIKOTNTA PG AyopdAC TTIoU EPabe va eTRLWVEL OE
ouvOnkeg Ttieong. Ao TNV AAAN, KaAeital va wpHAcEL: va TUTIOTIOLOEL, VA UETPHOEL, va XTioeL cuoThuata,
va JETATpEYPEL TNV EPTIELpla OE yvwon Kal Tn yvwon og e§aywylun a&ia. To otoixnua dev sival av 8a
yivoupe Tuo «povtepvols. Eival av 8a yivoupe 1o Asttoupytkot, Tio tpoBAEYLHOL, TTLO agloTioTol.

AUTO TO report dev ypADTNKE yla va TIEL GTOUC AvayVWOTEC TL TIPETEL va KAvouv. Ipadtnke yla va fonbnoet
va aravtnei £va SUCKOAOTEPO KAl OUCLACTIKOTEPO EPWTNHA: WG OEAOUHE va AEITOUPYOUHE WG
opyaviopoi otnv emopevn ¢acn; Q¢ EMIXELPHOELG TTOU KUVNYOUV KABE vEéa Tdon Xwpic cuotnua n wg
ETIUXELPNOELC TIOU KATAVOOUV TIG HETATOTIIOELC Kal XTICouv punxavec mou ti¢ aélomolovv; Q¢ brands mtou
HAOUV duvatd aAAd aAAdlouv cuxvd dwvn R we brands TTOL €xouv XAPAKTAPA, GUVETIELA Kal PvAUN; Q¢
OpYAVIGHOL TToU XpNoLUoTIoloUV TNV TEXVNTA VONHOooUVvN yLd VA KAVOUV TIEPLOCOTEPA ] WCE OPYAVICH Ol TToU
TN XPNOLHOTIOoUV yia va KAVOUV KAAUTEPQ;



2Tnv mpaypatikotnta, 1o epwtnua dev eivat av ta trends 6a cupBouv. ZupBaivouy AdN. To epwtnua sivatl
TIoloL Ba T UTTOOTOUV KAl Ttolol Ba ta evowpatwoouv. Nolot Ba KivnBoUv avtid pacTikd, TPEXOVTAC THioW
aro TO VEO KOOTOC KAL TN VEA TIOAUTTAOKOTNTA, KAL Ttolol Ba KivnBoUv dlolkntikd, xtidovtac dopEC TTou
HETATPETOLV TNV aAAayr o€ anodoon.

H EAAAda pmtopel va mapapeivel yla ayopd mou akoAouBei. Mmopel Opwcg kat va e§eAxbei o€ ToO OTIOU
doklpadovtal IdEeC, opyavwvovtal cuoThparta, e€Ayetal Texvoyvwaoia Kat xtidetal egmiotoolvn o€
eupwrTtaikn KAipaka. Auto dev Ba cupBel anod povo tou. Oa cupBel amo emAoyeg — eTAOYEG TtelBapxiag,
ETUAOYEC e0TiOONC, ETIIAOYEC AARBeLaC.

O emidoyoc autoc dev kAeivel To report. To avoiyel. AlOTL otnv emopevn $Aon, TO AVIAYWVIOTIKO
TIAEOVEKTNHA OeV Ba avrKel o€ 000UC EEPOUV TIEPLOCOTEPA EPYAAEia, AAA og doouc dlabETouy Kabapo
TPOTIO OKEWNC, telBapyia ekTEAeong Kal 6Appog CUVETIELAG.

Kal auto, teAikd, dev eival tdon.Eival otdon.
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