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NMPOIrPAMMA: «AiKTuwoEig-Zuvépyeleg-Tipooapuoyn kail Evioxuon tng MNMpoBoARg Twy
ETTIXEIPACEWV HE ECEIDIKEUNEVEG EVEPYEIEG» ,ME KWOIKO OlX 5164457, oto TTACio10 TOU
Emixeipnoiakou NMpoypduuparog «ATTik 2014-2020»

TITAOZ ENOTHTAZ: «MeAETN ATTOTUTTWONG KAl TTPOCOIOPICHOU WPIHWYV SIKTUWYV Kal
OUVEPYOATIKWYV OXNHATWYV (cluster)»

TITAOZ YIMTIOENOTHTAZ: A. lNMapouciaon Emixeipnuatikwyv MovtéAwv (Business Models)
KepdaAaia 1 kai 2
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KE® 1. lNevika mrepi emixeipnUaTikwyv MovtéAwyv

‘Eva emixeipnuatikd HOVvTEAO gival Eva TTAAICIO ) OXEDIO TTOU TTEPIYPAPEI TOV TPOTTO PE TOV
OTTOIiO HIA ETAIPEIN - OPYAVIOHOG ONHIOUPYEI, TTPOCPEPEI KAl ATTOOTTA agial.

[Teplypa@el TOV TPOTTO YE TOV OTTOIO PIa ETTIXEIPNON AEITOUPYEI, TTAPAYEl £000A KAl CUVTNPEITAI JE TNV
TTAPOdO0 TOU XPOVOoU. Eva KOAG KaBOPIoUEVO ETTIXEIPNUATIKO JOVTEAO BonBda pia eTaipeia va
KATaAQRel TTwe Ba ByAAel xpripara Kal TTwg Ba eTITUXEI TOUG OTPATNYIKOUG TNG OTOXOUG.

AKOAOUBOUV opIoHEVA BACIKA OTOIXEIO KAl EKTIMAOEIC EVOC ETTIXEIPNMATIKOU UOVTEAOU:
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Poég e060wv: Nwc¢ Ba ByaAel xpripata n emmixeipnon; Auto trepIAaufavel oTpaTtnyikeES TIoAdynong,
KavAAIa TTWAACEWYV Kal TTNYEC E000WV, OTTWC £QATTAE TTWANCEIC, JOVTEAQ OUVOPOMNG, adeloddTnon N
dlapnuion.

Aopn KéoToug: lNoia gival Ta Kupia KOoTn Kal £¢oda TTou OXETICOVTAI JE TIC AEITOUPYIEC TNC
eMmiXeipnong; H katavonon tng OOPNG TOU KOOTOUC gival KPiolun yia TNV KEpPOOPopia.

KavaAia: [we 6a Tpooeyyioel N €TTiXeipnon Toug TTEAATEC TNG KAl Ba TTPOCPEPEI TA TTPOIOVTA 1) TIC
UTTNPETIEC TNG; AUTO PTTOPEI va TTEPIAANBAVEI PUOIKA KATACTAMATA, NAEKTPOVIKO EUTTOPIO, CUVEPYATEC
dlavouNG 1N AAAeC peBBdOoUC dlavounic.

Baoikoi mropol: [ola TeEPIoUcIakd OToIXEIa Kal TTOPOI €ival ATTAPAITNTA VIO TNV OTTOTEAECUATIKN
AcIToupyia TNG €TTIXEipnoNG; AUTO UTTOPEl va TTEPIAAMPBAVEI QUOIKA TTEPIOUCIOKA OTOIXEIA, TTVEUNATIKI)
I010KTNOIa, avBpwTTIVO dUVAUIKO Kal TEXVOAOYiIQ.

BUSINESS
MODEL
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Baoikég ApaoTnpioTnTeg: oleC cival ol BacikEC dIadIKaaieC kal dpacTNPIOTNTES TTOU XPEIAZETAI N
ETTIXEIPNON VA ATTOOWOEl KOAQ VIO VO TTPOCYPEPEI TNV TTPOTACN ACIOC TNG KAl va AEITOUPYEI
QTTOTEAECUATIKQ;

2UVEPYOOIES KAl OXEOEIG: YTTAPXOUV BAOIKEC ECWTEPIKEC OUVEPYOAOTIEC | OXECEIC TTOU gival (WTIKAC
onuUaaciag yia Tnv €mmTuyxia TNG €TMXEIPNONG; AUTO UTTopPEl va TTepIAaUBAvEl TTPOUNOEUTEG, DIAVOUEIC N
OTPATNYIKEG OUMMAXIEG.

2x€oeig TreEAaTwV: we Ba oikodounoel Kal Ba dlatnPNoEl N ETTIXEIPNON OXEOEIC UE TOUG TTEAATEG
TNG; AUTO €ival IDIAITEPA ONUAVTIKO Yia TN dIATAPNON TWV TTEAATWYV KAl TN JAKPOTTPOBETUN ETTITUXIA.

AvTaywVIOTIKO TTAEOVEKTNHA: T1 LeEXxwpilel TNV ETTIXEIPNON ATTO TOUG AVTAYWVIOTEC TNG; H
KATavonon Twv JoVadIKWwV CNUEiwV TTWANCNG KAl TWV AVTAYWVIOTIKWY TTAEOVEKTNUATWY gival
(WTIKNG onuaaiag yia Tn d1agopoTroinan.

BUSINESS
MODEL
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Aoknon oTn 14¢nN:

Avépepe OUO ETTIXEIPNHATIKA MOVTEAQ TTOU YVWPEILEIG. IdavIKa Eva ETTITUXNMEVO Kal Eva
AlyoTepo emiTuxnuévo. Ti Ta dlaXwpilel KATA T YVWHN cou?

Reasons Businesses Fail
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KE® 2. Baoikd oTtoixeia Emixeipnuatikwv MovtéAwv

‘Eva €TTIXEIPNUATIKO OXEDIO €ival Eva OAOKANPWHEVO E£YYPAPO TTOU TTEPIYPAPEI TOUG OTOXOUG, TIC
OTPATNYIKEG KAl TIG AEITOUPYIEC MIAG ETTIXEIPNONG.

‘Eva TUTTIKO £TTIXEIPNMATIKO OXEO10 TrEPIAauBAvEl Ta akOAouBa BaoIKA OTOIXEId:

BUSINESS MODEL

Proposition Competitive
. .
-
Competitive
Environment
H l_
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20vown: AuTr €ival hia OUVOTITIKA ETTIOKOTTNON OAOKANPOU TOU ETTIXEIPNMATIKOU OXediou, ouvoyilovtac
Ta Bacika onueia, cupTtrepIAauBavopévng TNG aTTooTOANC, TOU OPAUATOC, TOU TTPOIOVTOC 1) TNG
UTTNPECIAC TNG ETTIXEIPNONG, TNG AYOPAG-OTOXOU, TWV OIKOVOUIKWY GNUAVTIKWY OTOIXEIWV KAl TOU
OKOTTOU TOU OXEdIoU.

Mepiypaen emixeipnong: NapExere yia €1 fABOG e¢riynon tnG €mmixeipnong. Autr N evotnTa Ba TTPETTE!
va TTEPIAAUPBAVEI TTANPOPOPIEC OXETIKA UE TNV IOTOPIA TNG ETTIXEIPNONG, TNV OTTOCTOAN, TO Opapa Kal TIG
agiec TNG, KABWC Kal TN VOMIKN TNG doun (TT.X. aTouIKn €TTiXEipnon, LLC, etaipeia).

AvaAuon Ayopdg: lNepiypdyte Tov KAGDO Kal TNV ayopd aTnV OTroia dpacTnPIOTIOIEITAI N ETTIXEIPNON.
AuTH N evotnTa Ba TTPETTEl va TTEPIAANPBAvE! TO JEYEBOC TG ayopdg, TIC TACEIC, Ta dNUOYPAPIKA OToIXEIa
TWV TTEAATWYV, TOV QVTAYWVIOUO Kal TTIBAVEG EUKAIPIEG AVATITUENG.

AvtaywvioTIKA AvaAuon: AvaAuoTe Ta duvaTtd Kal aduvaTa onuEia TwWV avTaywvioTwy TNV ayopda.
[1pOoCdIOPIOTE TO AVTAYWVIOTIKO 0AG TTAEOVEKTNMA KAl TTWS OKOTTEUETE va OIAPOPOTIOINTETE TNV
ETTIXEiPNOT OQC.

2TPATNYIKI HAPKETIVYK KOOI TTWARCEWV: AVOAUTIKA Ol OTPATNYIKEC OOC VIO TO HAPKETIVYK TOU
TTPOIOGVTOC 1] TNG UTTNPECIAC Kal N TTPOCEYYION TIWANCEWYV. AuTO TTEPIANANBAVEI TN OTPATNYIKA
TIMOAGYNONG, Ta KavAAIa dlIavOoPNAG, Ta oXEDIa dIAPMIONC Kal TTPowBNnOoNG Kal TIGC TAKTIKEC TTWANCEWV.

Me tn cuyxpnpatodotnon tng EAAGSag kat tng Evpwnaikng Evwong



Opydavwon kai Aloiknon: MNapExete TTANPOPOPIEC OXETIKA PE TN OOMN TNG ETAIPEIAC,
OUNTTEPIAANBAVOUEVWY TOU BACIKOU TTPOCWTTIKOU, TwV POAWYV TOUC KAl TWV TTPOCOVTWY Touc. AUTA N
evOTNTA UTTOPEI ETTIONG VA TTEPIAAUBAVEI Eva opyavOoypauua.

rpaUMRA TTPOIOVTWY 1 UTTNPECIWYV: ECNYNOTE TTOI0 €ival TO TTPOIOV 1) N UTTNPECIa 0O¢, TA
XAPOKTNPIOTIKA, TO OPEAN KAl OTTOIAONTIOTE TIVEUMATIKA 1010KTNCIA, OTTWC JITTAWMATA EUPECITEXVIAG N
EMUTTOPIKA CHATA.

AiTnua xpnuarodoétnong (eav utrapyxel): Edv avalntare eCwTePIKN XpnuaTtoddTnon, TTPoodIoPIoTE TO
TTO0O0 TTOU XPEIACeOTE, TTWG Oa XPNOIMOTIOINCETE TA KEQAAAIA KAl TOUG OPOUG TTOU TTPOCPEPETE OE
ETTEVOUTEG 1 DAVEIOTEG.

XPNMUATOOIKOVOMIKEG TTPOBAEWYEIG: 2UUTTEPIAABETE OIKOVOMIKES KATAOTACEIG OTTWG KATAOTACEIG
AoyaplaopoU ATTOTEAEOUATWY, ICOAOYIOHOUG KAl KOTAOTACEIC TAPEIAKWY powV. MapExeTe TTPORAEWEIC
VIO TA ETTOMEVA TPIA EWC TTEVTE XPOVIa. AUTA N evoTNTA Oa TTPETTEI £TTIONG VA TTEPIAAUBAVEI UTTOBETEIC Kl
avaAuon VEKPOU onuEiou.

MapdapTnua: 2UPTTEPIAGBETE TUXOV CUUTTANPWHATIKO UAIKO, OTTWC BIoYPaPIKA TwV PACIKWY MEAWY TNG
oMAdAC, AETITOMEPN £PEUVA AYOPAC, VOUIKA £yypaPa KAl AAAEC OXETIKEC TTANPOPOPIEG.

Me tn cuyxpnpatodotnon tng EAAGSag kat tng Evpwnaikng Evwong



Tip: Na QupaoTe 611 TO ETTITTEDO AETTTOUEPEIOG KAI Ol CUYKEKPIMEVES ATTAITAOEIG EVOG
ETTIXEIPNMOATIKOU OXEDIOU UTTOPEI VA DIAPEPOUV AVAAOYO ME TOV OKOTTO KOI TO KOIVO TOU.

[a TTapadeiyua, Eva ETTIXEIPNMATIKO OXEDIO VIO ECWTEPIKNA XPNON MTTOPEI va gival TTI0 AVETTIONMO aTTo £va
OoXEQIAOMEVO YIa TTIOAVOUG ETTEVOUTEG.

Eival onuavTtiké va TTpoCapUOCETE TO ETTIXEIPNMATIKO OXEDIO OTIC CUYKEKPIMEVEC QVAYKEC OAC KAl VA TO
JIATNPNOETE OAYEC KAl GUVOTTTIKO, TTAPEXOVTAC TTAPAAANAA OAEC TIC ATTAPAITATES TTANPOPOPIEC YIa TNV
UTTOOTHPIEN TWV ETTIXEIPNMATIKWY OOC OTOXWV.

;;)
rgflthe
DAY
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Trailer yia Tov Kaupa Emixeipnuartikou Movtélou (Business Model Canvas) — video

https://www.youtube.com/watch?v=t9a POBUS8kw

O KauBag MovTtélou NMéAng (CMC)—Baciopévog otov KaupBa Emixeipnuartikou MovtéAou yia
ETTIXEIPNOEIC— OEIXVEI TA OTOIXEIQ TTOU TTPETTEI va AABouv uttown 1a dNUOTIKA GUMBOUAIQ KATA TO
oxedIAo O, TNV TTAPAdOCN Kal TV acloAdynon Twv ECUTIVWYV UTTNPECIWY, CUNTTEPIAAUPBAVOUEVWV TWV
AVAUEVOUEVWY OIKOVOUIKWY, TTEPIBAAAOVTIKWYV KAl KOIVWVIKWYVY ETTITITWOEWYV TNG £CUTTVNG UTTNPECIAC.
20G TTOPATTEMTTOUME OTO OUYKEKPIMEVO ETTICTNHOVIKO ApOpo:
https.//www.researchgate.net/figure/The-City-Model-Canvas-CMC fig2 339011818

PUBLIC
MANAGEMENT
REVIEW
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https://www.youtube.com/watch?v=t9a_P0BU8kw
https://www.researchgate.net/figure/The-City-Model-Canvas-CMC_fig2_339011818

NMpwTtn YVwpIpia JE TOo eTIXEIPNUATIKO povTEAO Business Model Canvas

To emixeipnuatikd povrédo Business Model Canvas dnuioupyndnke atrd toug Osterwalder kai
Pigneur (2010).

To BMC civail éva oTITIKO d1aypaupa TTOU XPNOIMOTIOIEITAI YIa TV avattapdoTaon TNG AOYIKNG HIAG
ETTIXEIPNONG KAl TOU TPOTTOU OPYAVWONG TWV EPYACIWY TNG yia TN dnuioupyia, TNV TTapadoon Kal TNV
ATTOTUTTWON Agiag.

To BMC atroteAeital atrd Eva TTpOTUTIO JE EvvEQ DOUIKA OTOIXEIQ.

O kKauBag £xel yivel OnHo@IARS AOYyw TNG gVeAIiag Tou. To EpyaAEio UTTopEi va XpnoiuoTToInei yia
TOV KOTAIYIOMO 10EWV Kal TO oXEDIAOUO MIOC VEAG ETTIXEIPNONG, VIO TN CUVEXK agioAdynon Tng
BIwWOINOTNTAG TNG ETTIXEIPNONGS KAI YIA TNV AVAAUCT TOU TPOTTOU OPYAVWONGS TNG ETTIXEIPNONG.
H dopn Tou €MITPETTEI ETTIONG OTIC ETAIPEIEC VA AVATITUEOUV KAIVOTOMUA ETTIXEIPNMATIKA HOVTEAQ

avadlopyavwvovTag | ETTavaocXedIAlovTag TA TTEPIEXOMEVA OTTOIOUOATTOTE ATTO TA EVVEQ
TMAMOTA TOU VIO VO OTTOKOAUWOUV HIa VEQ ayopd 1 ETTIXEIPNUATIKI EUKAIPIA.
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Akadnuaikoi 6ttwg o1 Diaz-Diaz, Mufioz kal Péerez-Gonzalez (2017) trpoteivouv €va Epyaleio
acloAOYNONC ETTIXEIPNMOTIKOU JOVTEAOU YIA ETTIXEIPNMOATIKA HOVTEAQ EEUTTVWYV TTOAEWV TTOU
TTpoocapuolel To BMC o€ €CUTTveC TTOAEIC TTPOCBETOVTAC UIO KOIVWVIKO-TTEPIBAAAOVTIKY didcTACN OTNV

OIKOVOUIKN acloAdynon TwV ETTIXEIPNUATIKWY HOVTEAWV.

AuTr n epyacia avayvwpilel Tiong TNV TTPAKTIKOTNTA Tou BMC W¢ TTAQICIOU TTOU ETTITPETTEI OTOUG
OPYAVIOMOUG Va gpyalovTal NE OAO TA DIAPOPETIKA OTOIXEIO TOU UTTOKEIMEVOU ETTIXEIPNHATIKOU
MOVTEAOU o€ Eva gvidio TTAdioIO.

Omrwc utrooTnpilouv ol Trimi kai Berbegal-Mirabent (2012), o KagBag Oxl JOVO ETTITPETTEI OTOUG
OIAPOPETIKOUG EVOIAPEPOUEVOUC VO EXOUV £V KOIVO ONHEIO EKKivNONG yia oulnTACEIC KAl ATTOPACEIC.
evlappUVEl ETTIONG AUTOUG TOUG EVOIAPEPOMEVOUC VO ECETAOOUV OAA TA OTOIXEIQ WS OUVOAO, Kal OXI
MEMOVWHEVA, KAl va OOUV TTWG OXETiI(OVTal OAQ HETAEU TOUG.

AkoAouOei ypa@iki atroTtutTwon Tou Emixeipnuartikov MovréAou KAMBAZ
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Key Partners

8.0| KUPIOTEPOI
OUVEPYATES KaI
TPOUNBEUTEG Hag

Key Activities

6.0| KUPIEG
SpaoTnPIOTNTES
TToU EKTEAEI N
emixeipnon
TTPOKEIPEVOU Va
EQAPHOOEI TO
ETTIXEIPNHATIKO
HovTéAO TNS.

Key Resources

7.0| KUPIOTEPOI

uAikoi ka1 auAol
wOPOI OTOUG

oTtroioug
Bao1lopaoTE yia Tn

AsiToupyia Tou

ETTIXEIPNHATIKOU
povIéAou pag

Value Proposition

2.0 ouvduaopog
mpoiovVTIWY /
UTTNPECIWY TTOU
TTPOTEIVOUHE,
TTPOKEIPEVOU VA
IKQVOTTOIN|OOUHE
TI AOYIKEG 1 KQI
ouvaIoBnPaTIKES
avAaykeg Kabe
opadag TeAaTwv
uag

| {wrig Toug.

Cost Structure

9.Ta KUPIOTEPQ KOOTN TTOU aTraITouvTal
yid TNV ETMIXEIPNHPATIKN TPOOTTadeId pag

Revenue Streams

5.0| poég £06BWY, §EXxwWPIoTA Yia Kade
TUAHA TTEAQTWV pag, yia KAee «aglakn

Customer Customer
Relationship Segments
4.Ei60g OXETEWV

TTOoU KAAMEPYOUNE

ME KGBEe pia aTro TIg 1. o opGdeg

opadeg meAATWV
pag, avaAoya HE TO
o1a510 Tou KUKAOU

TEAQATWY POG KAl
Ta Sia@opoTrold
XOPOKTNPIOTIKA

TOUG
Channels (Anpoypa@ikd,
Yuxoypapikd,

3.Ta KavaAia pEoa
amrd Ta oTroia
TWPOOEYYIJOUHE TOUG
TEAATES pAG,
ETTIKOIVWVOUHE padi
TOUG, TTpoWBOoUNE Kal
TOUG «TTWAOUHE» TNV
Npoteivopevn Agia

HAIKIOKGA KATT.)

mwpéTaon» TNG EMXEIPNONg
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Odnyieg Aladikaoiag arroTutTTwong Tou Emixeipnuatikou MovréAou KANBAZ
1. ZE NMOIA MEPIAA NEAATQN ANMEYOYNOMAZTE — TMHMA AIOPAZ (Customer Segments)

[0 TTOIEC TTEAATEIOKEC OPADEC ONMUIOUPYOUNE adia;

[1olo1 €ival ol TIIo oNPAVTIKOI HAG TTEAATEG;

[Mw¢ dlagopoTrolouvTal dNUOYPAPIKA KAl YUXOYPAPIKA;
[Molol Ba uioBeTriooUV TTPWTOI TO TTPOIOV (early adopters)

Types of Consumer Segmentation

Geographic

Psych: i
Segmentation A

Segmentation

Social Media

Demographic & A Segmentation
Socioeconomic < i &
Segmentation Behavioural

Segmentation

14
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2. MPOZOEPOMENH AZ=IA (Value Proposition) s,
VALUE

[Moio TTPOBANMa avaykn KGO TTeAATEIOKAC ouadac Bonbdaue va AuBksi;

TI agia TTapéExoupe o€ KABe TTeEAATEIOK ONAdQ; e N :

T1 OEOMEC TTPOIOVTWY Kal/N UTTNPECIWY TTPOCPEPOUME O€ KABE TTEAATEIOKT OUADQ;

[MoleC avAykeg KABe TTEAATEIOKAC OUADAC IKAVOTTOIOUE;

[Tolo €ival TO «EAAXIOTO BILOCINO» TTPOIOV;

(MVP ; Minimum Viable Product dnAadr n atrAoUucoTepn JOopP®@r TTPOIOVTOC/UTTNPETIAC, N OTToIa JE

TEOTAPETAI APXIKA (pre testing), mTapouacialetal o€ deiyua duvNTIKWY TTEAATWY, TTPOKEIPEVOU VA

UETPNOEI N TTPOBAETTOMEVN ATTOdOXN TOU).

[Moieg o1 UTTAPXOUCEG EVAOANAKTIKEG AUCEIG;

\N

ATEG'
Ol
Mo e

-

Moia gival n 8IKA pag Auon oto TTPORAnua; H 1daviki Auon trepiAapBavel 3 oTadia
1. 1O TEAIKO QTTOTEAECUA

2. 0€ TTO00 XPOVO

3. &pan apeIBoAiwyv

Moia gival n kevtpikn IAEA, oxnuartotroinoe tTnv 10éa max 30 deutepdAeTTTA

Me tn cuyxpnpatodotnon tng EAAGSag kat tng Evpwnaikng Evwong



3. AHMIOYPTIA ZXEZHZ ME TON MNEAATH (Customer Relationship)

[Twg dlaxelpI{OUAOTE TNV TTPOCEYYION, ATTOKTNON £CUTTNPETNON AUCNON KAl APOCiwan TwV TTEAATWYV;

[Mwg dlaouvdEovTal e Ta AoITTd gTolxeia Tou business model;
[16o0 datravnpa civai;
O1 eTTa@Eg e Tov TEAATN Oa ival OuveXEiG, MIaG QOoPAG, ETTIONUEG;

aigz o:E-) : .“' T
4. KANAAIA AIANOMHZ (Channels) 2

Manufacturer Wholesaler

MEow TTOILV KAVAAIWY ETTIBUPOUY 01 TTEAATEC JMAG VA TOUG TTPOCEYYIOOUE;
[Mwg Toug TTpoCoEeyyilouv AAANEC ETAIPEIEC;

[Toid kavaAia gival o ammodoTika; Me TI KOOTOG;

[Mw¢ ouvdéovTal PE TIC OUVNBEIEC TWV TTEAATWV;

5. POEZ EZOAQN (Revenue Streams)

[0 TTo10 TTAPEXOMEVN agia Ol TTEAATEC OEXOVTAI VA TTANPUWOOUY;

T1 ayopalouv Kal TI/TTwG TTANPWVOUV CAKEPQ;

[Tw¢ Ba TTpoTiyoUcayv va TTANPWOOUV;

[Mwc¢ Ta eTIPEPOUC €000a OCUPBAAAOUV OTA CUVOAIKA £€00da ava pory E00d0u;

Me tn cuyxpnpatodotnon tng EAAGSag kat tng Evpwnaikng Evwong
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6. KYPIEZ APAXTHPIOTHTEZ — AIOIKHTIKH AOMH (Key Activities)

[To1EC KOBOPIOTIKEC ECWTEPIKEG OPYAVWTIKEG DOPEC KAl ETAIPIKES DIEPYATIEC ATTAITOUV:
H 1Tpoteivouevn acia;

Ta kavaAia €TTIKOIVWVIAG Kal OIAVONNG;
O1 poEG E000WV;

7. BAZIKOI YNEPTATEZE (Key Partners)

[Tolo1 gival ol KUPIOI OUVEPYATEC UAG;

[Tolo1 €ival o1 KUpIOoI TTIPOUNOEUTEG UAG;

[Tola onuAVTIKA JECO ATTOKTAUE OTTO OUVEPYATEC UAG;
[ToleC KUPIEC dDPAOTNPIOTNTEG EKTEAOUV OUVEPYATEC HAG;

8. KYPIOI NMOPOI (Key Resources)

[Tolou¢ KUpIoug TTOPOUC/UETa ATTAITOUV:
H mrpoteivouevn acia;

Ta KavaAia €TTIKOIVWVIAG Kal OIaVOPNG;
O1 TreAaTEIOKEC OXETEIC;

, , . ey Resources
O1 poEC E000WV; 1
Me tn cuyxpnpatodotnon tng EAAadag kat tng Evpwnaikng Evwong



9. AOMH KOXZTOYZ (Cost Structure)
[Moia gival Ta TTAEOV onNUAvVTIKA KOOTN Tou business model uag;

[Tola aT1ré Ta ATTAITOUMEVA JETA gival T TTAEOV daTTavnedq;
[TolEC ATTO TIC ATTAITOUNEVEC ECWTEPIKEC DIEPYATIEC Eival Ol TTAEOV dATTAVNPEG ;
[Tou k&voupe break even (o1 TTWAACEIC KAAUTITOUV TO OUVOAO TWV £E00WV)

m& Val' fable F(X(.‘d

4

&
=
Q
v]
<

explained
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Acknon oTn 14¢nN:
Epwtnon: Mmropegi n 0666 MnTpo1rOA£wg va aTToKTHOEI TNV aiyAn Tng Eppou;
XwploTeite o€ 4 ouadec. KABe pia emAEYEl Eva Xpwua (TTPACIVO, KITPIVO, KOKKIVO, JITTAE) Kal TA

QVTIOTOIXO AQUTOKOAANTA posSt-it. 2UveEPYAOTEITE ava ouada Kal ATTAVTIOTE - TOIXOKOAANOTE TIG
OUVTOUEG KOl TTEPIEKTIKEG TTPWTEG 10£EC 0AG.

1. Tuqpo Ayopac — 2. DNpoodepopevn |3.  Ixecewg pe Neddarec— 5.  Poeg Eoodwv |6, Kopleg
Customer Afla - Value Customer = Revenue Apaotnpuotnreg — Key
Segments Proposition Relationship Streams Activities
4. Kavdaha - Channels 7. Boowkol Iuvepydrec —
Key Partners
8. Kopuow Ndpol — Key Resources 9.  Aopn Kbotoug — Cost Structure
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AvartuxBnke amo tn LEVER ZopBoulot Avarmtuénc A.E.,
HeEAoc tou Opidov 2AMAPAZ & ZYNEPIATEZ
Y1to tnv enifAePn tou
K. BaoiAn MmntA€olou

Me tn cuyxpnpatodotnon tng EAAGSag kat tng Evpwnaikng Evwong



Me tn cuyxpnpatodotnon tng EAAGSag kat tng Evpwnaikng Evwong



