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1. TuEivalto Business Model Canvas
To Business Model Canvas (Kappag Emyeipnpoatikod Movtéhov) gival éva otpatnyiko
epyoreio owyeipiong kou emyeipnuotikotnros. Ipokertar yo éva onTikd owdypappa

(évav "kappa') mov emrpémel o€ P mEipnon N Evav ETYEPNNOATIO VO OTTIKOTO]GEL,

vo._0E10M0YNGEL 1] KOl VO_TPOTOTOUGEL TPOS TO KOAMTEPO M0 ETVYEIPNUOTIKI 100 1) €éva

ETVYEIPNUOTIKO HOVTELO/GUGTN .

Ewwotepo, to Business Model Canvas givon éva £pyoAreio TO 0TOL0 UETOTPETEL £V

TOAVTAOKO _EMYEPTNOTIKO oY£010 OE M0 EVIOiQ, €0OVAYVEOOT) 6eAidd. Adym 1ng

OTTIKOTONMUEVNG TOL OOUNG, EMITPEMEL O VEIOTAUEVEG (0G0 Kol G VIO oLGTOON)
EMYEPNOELS VO EVIOTIGOLV EVKOAN KO YPIYOPO TIG AEITOVPYIKEG TOVE OOTOYIEG N KOl TIG

KOKEC TPOKTIKEC TMV, KOl OCUVEMMG, OELKOAVUVEL TIG O0pOMTIKEG KIWNOES Kol TIG

TPOGAPULOYES.

Hoapdrinia, To BMC, fon0a 10 60voAo T®V cuvEPYALONEVOV PUE TV EMYEIPTON OPNAO OV,
omtmg o1 gpyalopevol, o TpounBevTiS, o1 YPNUATOOOTES, OL PETOYOL, Ol TEAGTES KTA VU
napopeivouy gvBuypappiopévol T060 peE TOVS GTOXOVS TNS ETUPELNS 660 KOl PE GTOVG
Bacwobg mapdyovieg emrvyiag yeyovdg mov  odnyel oe  exkbBetikny  Peitioon G

AVTOYOVIGTIKOTNTOC.

Yvvontikd, To Business Model Canvas gival éva "epyadreio-yépupa" petald pog 10éag

Kol €v0G 0AOKANp®péEvoy, mapadoctokov business plan. Eivor éva gpyoaieio To omoio
EMTOYVVEL TN AELTOVPYIKN OTOTEAECHOTIKOTNTO MNLOG ETLYEIPNOCELS, OTOKOAVTTEL TIG
AavOaopéves emAoyEg TG ALOIKN GG KOl SIEVKOADVEL TOV EVTOMIOCHO Kol TNV vioBETnon
KOAQV TPUKTIKOV.

Avantoynke oamd tov EABetd Oewpntkd 1ng odoiknong emyepnoewmv  Alexander

Osterwalder, Baciopévo otn d1dakToptk Tov drotpiPn.

O xopPdg amoteleitor amd to axdlovbo gvvéa (9) dopkd otoryeio (blocks), ta omoin
KOAOTTOVV TIG TE0OEPLS KOPLeG Aettovpyieg pag emyeipnong: Hehdteg, [pocpopd, Ymoooun

kat Owovopikn Biowowpétnra.

Ta 9 Aopwka Xtotxeia tov Kaupa:

. Tunpata MeAatwv (Customer Segments): Mool sival ot kKOPLOL TEAATEG OTOULG OTIOIOLG
arnevbuveTal n enLxeipnon;

MNpotdoelg Aiag (Value Propositions): Tt afia (mpoldvta/unnpecieg) TPOoPEPEL N
gMLXeipnon oToug TMeAATES TNG Yyla va €TUAVCEL TA TPOBANPATA TOUG N va KAAUYEL TIG
avaykeg Toug;




KavaAwa Awavopng (Channels): Mwg ¢tdvouv ta mpoiovta r) oL UTINPECIEG OTOUG TEAATEG;
(TLX. puolkd kataoTtrpata, e-shop, avtinpdowmol)

Ixéoelg pe Meldreg (Customer Relationships): Tt eidouvg oxe€oelg xtidel n
emxeipnon pe Ta TUAMata meAatwv TG (LY. TPOCWTIKN €fumnpeTnon,
QUTOHATOTIOLNUEVEG UTINPECIES, KOWVOTNTER)

Poég Ecodbwv (Revenue Streams): Amd TmoU Tpogpyovtal TA XpAHATa TINg
emuyeipnong; Nwg mMAnpwvouy ot meAdtes; (MWANOeELg, ouvdpopeg, dlapnpuioelg,
K.ATL)

Baowkoi Mopot (Key Resources): MNola €ivat ta anapaitnta meplovclakd otolxeia
(VAkoi, duAol, avBpwTiLvoL, OLKOVOULKOL) TIou amattolvTal yia va AELTOUPYHOEL TO
HOVTEAO;

Baowkég Apaotnprotnteg (Key Activities): MNMoleg gival oL TiLo ONUAVTIKEG EVEPYELEG
TIOU TIPETIEL VA KAVEL N ETILXELPNON Yla va TIPooPEPEL TNV TipdTaon afiag Tng;

Baowkég Xuvepyacieg (Key Partnerships): Mool eivat ot Baoctkoi €fwteplkol
TIPOUNOEVTES KAl CLUVEPYATEG TIOL BonBoLV OTNV EKTENEGN TOL HOVTEAOU;

Aopnl Kootoug (Cost Structure): Mowa eival ta onpavtikotepa KOOTN TOU
T(POKUTITOLV Amo TN AELTOLPYIA TOU ETILXELPNHATLKOV HOVTEAOU;

H oglpd pe tnv onoia mapouvoialovtal oL 9 Bspatikég evotnteg dev eival tuxaia. O
Aoyo¢ mou ta Customer Segments (Tunuata tng Ayopdg) kat Value Propositions
(Mpotaoelg atiag) avadépovial mpwta otn Alota, oxetiletal dpeca He TN
ONUAVTIKOTNTA Tou¢. Emiong, elval onuavtikd va SLEUKPLVIOOUUE OTL OL €V AOyw
EVVEQ OUASEC KaTavEOVTaL/opuadomolouvTal O TEGOEPLG KUPLEG AELTOUPYIEG.

MEAATEZ:

TuAuata MNelatwy (Customer Segments), Kavaiia Atavopng (Channels), Zx€oelg pe
MeAdteg (Customer Relationships)

NMPOXZPOPA:

Mpotdoelg AEiag (Value Propositions)

YMNOAOMEZX:

Baokol Mopot (Key Resources), Baoikég Apaotnpldotnteg (Key Activities), Baoikeg
Yuvepyaoieg (Key Partnerships)

OIKONOMIKH BIQXIMOTHTA:

Aopn Kootoug (Cost Structure), Poég Ecd6wv (Revenue Streams)




2. Iemoloug amevBuveTaL KAl yLati eival XpriotHo

To Business Model Canvas (Kappdg Emuyxetpnuatikod Movtglou)
anevbuveTaL O€ €va EVPL PACHA ATOHWY KAl Opyaviopwy, Kabwg eivat eva
EVEALKTO €pYAAEio OTPATNYLKAG KAL ETULXELPNUATIKOTNTAG.

OL KUpPLEG OPAdEG OTIC OTIOiEG amevBUveTAL Eivat:

Startuppers (Neogpueig Emuyxelpnuatieg): Eivat iowg n mo ouxvr) opdda
Xpnotwv. To epyaAeio ToLG BonBdA va OTITLKOTIOL)COLY, VA avantugouy, va
ETILKUPWOOLV KAl va Tpocappoécouy (pivot) TIG VEES ETILXELPNHATLKES TOUG
16E€€C ypryopa Kal AMOTEAECUATIKA, TIPLV ETIEVOVOOUV TTOAAOUG TIOPOUG.

Yplotapeveg Emuxelpnoelg: Meydleg Kat HIKpEG ETALPELEG XPNOLPOTIOLOLY
TOV KauBd yla va avaAboouy Ta TPEXOVTA ETILXELPNKATLKA TOUG HOVTEAQ, va
gvtotioovv aduvata onpeia, va BeATiotomnotroouy TIg dladlkacieg Toug Kat
va eEEPEVVINOOLY EVKALPIES KALVOTOPLAG I VEEG TINYEG ECOOWV.

Enevdutég kat Xpnpatodoteg: Na Toug emevOuTEG Kal TI¢ Tpdneleg, 0
KauBdg anoteAel €vav ypryopo Kal GUVOTITLKO TPOTo afloAdynong Tou av
EVa ETIXELPNUATIKO JOVTEAO €ival LYLEG, BLWOLHPO Kal €XEL SuvATOTNTES
KALHAKWONG.

IteAéxn Emyelpnocswyv (Managers): Xpnolpomoleital og €TalpLka
TiepLBAAAOVTA yla oTPATNYLKO oxXedlaopo, oepLvapla KawvoTouiag Kat yia va
Bonbnoet dlaopeTikd TPAPata (.. marketing, TwARoeLg, AeLToupyieg) va
gvbuypappioovy TIg SpacTNPLOTNTEG TOULG YUPW ATIO TOUG KOLVOUG OTOXOUG
NG EMLXELPNONG.

Eknatdevtika I6pvpata: AOyw tng MPooapuooTIKOTATAG KAl TNG OAPAVELAG
Tou, To Business Model Canvas amnoteAei A€oV TAYKOOULO TIPOTUTIO OE
TIAVETILOTAPLA KAl 0XOAEG S10iKNONG ETILXELPNOEWY YLA EKTIALOEVTIKOUG
OKOTIOUG.

Mn Kepbookotikoi Opyaviopoi kat Anpoctog Top€ag: AKOUn Kat avtoli ot
opyaviopoi €xouv pocappooel ToV KapuBd yia va dLEVKPLYicoLV ToV TPOTIO
HE TOV OTloio HNULOVPYOUV KOLVWVIKO AVTIKTUTIO Kal TIApEXOLV UTINPEGLEG.

Ev oAiyolg, To Business Model Canvas eival eva epyaieio

yla omoLov XpeladeTal va ePLYPAYEL, va OXESLACEL, va aupLoBnToeL I va
EPEVPEL EVA ETUXELPNHATLKO HOVTEAO PE OOPNUEVO KL OTITIKO

TPOTIO. ZUUTIEPACHATIKA, TIPOKELTAL yia £va pyaleio ou BonBd TOC0 TOLg
LOPUTEG VEWV ETILXELPNOEWYV OCO KAl TOUG ETUKEPAANG UPLOTAPEVWY ETALPELWYV VA
avaAboouV Kal va OpapaTLoTOUV TO ETILXELPNHATLKO TOUG HOVTEAO pE SOUNUEVO
TpOTO.




e Startups: Eivou 1dioitepa xpfioiog y10 veosOoToTES KO VEOPUEIC emtyeipfioets, kabdg Tig
Bonba, pe Sopnpévo Kot GUVOTTIKO TPOTO, GTNV OPYAVMOT) TNG EMLYEIPTLUATIKNG 10£0G, AALE
KOl GTY| LETOTPOTN| TNG OE U0 PLOCIUY ETYEPTUATIKY TPOTOOT).

o Yglotapeveg emuxepnoelg: KatdAAnho yla dpdoelg avadlopyavwong,
BeATioTOMOINONG KAl AAAAyrC TOUL TPOTIOL AELTOLPYIAG TOUG.

3. XKOIIOX IPOI'PAMMATOX

YKomdg TOL oeuvoplov Elvol VO HETOOMOEL TN YVAOON KOU TIS TPOKTIKEG
0ot Teg Tov amortovvTon Yo v aglomoinomn tov Business Model Canvas wg evog
duvaptkoy epyaieiov yio v emtvuyio pog emyeipnong. Ewdwotepa, kdmolog Oa
umopovoe va ypnowwonomost to Business Model Canvas yu tovg akdAovBovg

Bactkovg oKomovg:

Metatporm pog I16£ag 6e Loykekpipévo Xyéoro

O mpwtapyikdc okomdg Tov KapuPd sivar va fondncet Toug emido&ovg emtyeipnuotieg
(startuppers) vo pETATPEWYOLY PO, OPNPNUEVY 10£0. 6E £V OOUNUEVO KOL OTTTIKG
KOTOvVoONnTo emyepnuotiké povréro. Avti va ypdoovv va ypovofopo Tapadociokod

EMYEPNUOTIKO TAGVO, LTOPOVV VO GUUTANPDOGOVY TO 9 dopuKd oToryEion TOV KapPd.

A&woroynon s Biwopétntog

To epyadeio emtpémet ) ypiyopn a&loAdynon HuoG ERLYEPNURATIKIG 100G MG
TPog 10 £Gv avtn givon fraoyun. BiAémovtag Oreg T mTuyES (KOGTN, £6000, TEAATES,
wOPO1) o€ P GEMON, pmopel KAVELG var EVTOTIGEL AOVVAUIES 1] OGVVETEIEC GTO

HOVTELO TPOTOV EMEVOVGEL GTLOVTIKOVG TOPOVC.

O wVprog okomdg €ivol vo KATOGTOOV Ol GUUUETEXOVTEG 1KAvOl va oyedtdlovy, va
avoAvovy, vo  aEloA0yoUvV KOl VO KOIWVOTOMOUV TAvVe o©To Owkd TOovg
EMYEPNUOTIKA povTédla N €l VQLOTAUEVOV EMVYEIPNUATIKOV HOVTEAMV TTOV

avénToéayv Tpitol 6TV ayopd.

4. MAGOHXIAKA AIIOTEAEXMATA

Me v AEN Tov TPOYPAULATOG Ol GUUUETEYOVTEG

e 0o yvopilovv Tig TEYVIKES Y10 TN ""MeTatponn pog [0éag o Tvykekpipuévo
Yyéor0'": To cepvapio Ba 610GEet Ta Prjpata Kot Bo Tapovcidost ta epyaleio pEcw

TOV OTOI®MV 01 ®PEAOVIEVOL B0l LITOPOVV VO GLUTANPDOVOVY TOV KApPAd, Kot dpo va

5
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LETOTPEYOLV 0L 0GOPY| 1OEQ GE VAL TANPMG OTTIKOTOINIEVO ETLYELPTLOTIKO

HOVTEAO.

00 exmardevTovy otV "Aoroynon e Biwoipdtnrtog" evég vprotdpevov
EMYEPNNOTIKOD 6Yediov 6ntm¢ emiong Kal otV a&loddoynon s frociuétntog
pag emyelpnpotikn wéac. To ogpvapro 0a 0160EEL GTOVG GUUUETEYOVTES TG VO,
YPNOUOTOLOVV TOV KOUPE Yio Vo avoryvepilovy aduvapies, KEVA 1] AGVVETELES GTO
EMYEPNUATIKO TOVG LOVTELO (T.)., "M doun KOGTOLG dev evBLYpappiletal pe Tic poég

€000V") KoL TAS VoL TIG O10pOBdVOLV.

00 avartoEovv 010N TES LTPOaTNYIKOU XYedaopnov: To cepvapio, petald tov
MA@V Ba 6TIACEL GTO TOC TPEMEL VO, PN OLoToLEiTaL 0 KApPAg, ¢ «Covtavoy
Eyypopo, yio. T My Ztpoatnyikov Atopdoewv. Me GAla Adyla, ot QEAOVUEVOL ,
a&lomorwvtog to BMC, Oa pmopovv var oyedtdlovv vEeg GTpaTnyIKES Kot Vo

a&10A0y0oHV TOV avTIKTUTO TOVG.

Na padovv tog vo, "lapoveidlovv' 1o Movtélo Tovg: ZuyKekplpéva, 1o
EKTOOEVTIKO TTPOYPOLLLLOL B0 TPOETOYLAGEL TOVEG GUUUETEYOVTIEC MGTE OVTOL VL
OTOKTNGOVV TNV 0eE10TNTO, VO ETKOIVOVOLV OTOTEAEGLATIKA TO MOVTELD TOLG TOGO
OTOV EMLYEPNUOTIKO KO TOVS TOAVOVE ETEVOVTEG OGO KOl GTOVG PACTKOVS

ovvepydteg, mpounbevtés, epyalopevous, petdyovs kth. Emmiéoy,

B0 eKTa1d£VTOVV 6TO VO aviyveELOVY Kot va. gvromilovv Tnv Kawotopia: To
oepvap1o Ba pmopovoe va £xel ¢ oKomd Vo deiEeL TeYVIKES (Ommg To "Business
Model Generation" 1 to "Value Proposition Design") yio. T dnpiovpyikn okéyn kot

v avantuén pld véwv 1 BEATIOUEVOV HOVTEA®V.

5. Evéeiktikég ENOTHTEZ TOY EKNAIAEYTIKGY NPOTPAMMATOZ

‘Eva avaAuTiké ogptvdpto 20 () 30wpwv) yia to Business Model Canvas
TIPOOYEPEL TO anapaitnto BAaog yia va KaAuyel 1000 TN Bewpia 600 Kat
TNV PAKTLKI EQAPHOYT, CUPTIEPLAQUBAVOPEVNG TNG XPNONG
OUUTIANPWHATIKWY Epyaleiwy oTwg To Value Proposition Canvas kat tng
puebodoloyiag Lean Startup.

Evotnta 1: Elcaywyn otn ®thocowia kat to Epyaleio(1-3
Qpeg)




1.1 Tu eivan To Emuyetpnuatiko MovtéAo (Business Model): Oplopoi kat n
dlaopd tou and to Emxetpnuatikod MAdvo (Business Plan).

1.2 H NpogAgvon tou BMC: H otopia tou Alexander Osterwalder kat n
plAocopia tou "Business Model Generation".

1.3 NMapovciaon Tov Kappa: H Aoyikn Tng dtdtagng twv 9 doptkwy
oTolxeiwv Kat n por toug (amd tnv 1d€a otnv agia kat yetd ota
£000a/K00Tn).

1.4 MAgovektnuata tov BMC: EveAlia, omtTikomoinon, eMikolvwvia Kat
Kawvotopia.

1.5 MNpakTtikn Acknon: Etoaywytkn avdAuon evog yVwoToU ETILXELPNUATIKOV
povtélou (T.X., Google, Airbnb, Amazon) otov kappa.

Evotnta 2: EuBdbuvon ota 9 Aopika Xtowxeia (7-10 Qpeg)

AuTn n evotnTta avalvel d1e€0dIka KABe oToLXElo, pe TIapadeiypata Kat
QOKNOELG.

2.1 Ae&a MAgvpad (Anurovpyia Agiag & MeAateg):

Tunpata NeAatwyv (Customer Segments): Evtomiopdg, katnyoplomoinon
(B2B, B2C) kal n €vvola tou "persona”.

MNpotaon Agiag (Value Propositions): O uprivag touv povtélov. MNwg
AUvoupe TipoBANKATA KAl LKAVOTIOLOVHE AVAYKEG.

KavaAwa Atavopng (Channels): duoika vs. Wnelakd kavaAla, o KOKAOG Twv 5
PACEWYV TWV KAVAALWV.

Ix€oeig NMehatwyv (Customer Relationships): And tnv avtopatomoinon otnv
TIPOOWTILKI) ETIAPN.

2.2 Apiotepn MAgvpa (Yrodopn & Asttouvpyia):

Baotkoi Mopot (Key Resources): YALKoL, iveupatikoi, avBpwrivol Kat
OLKOVOMLKOL.

Baolkég Apaoctnprotnteg (Key Activities): TL ip€mnel va kavoupe KaAd yia va
AELTOLPYNOEL TO HOVTEAO.

BaolkEg Xuvepyaoieg (Key Partnerships): H Aoyikn Tou "motoug
xpeltadopaote" kal yiati (optimisation, risk reduction, resource acquisition).

2.3 H Owovoptkn Buwolpotnta:




Poég Ecodwv (Revenue Streams): Tpormol TipoAdynong (cuvdpopn, mwAnon,
freemium, K.ATL).

Aopn Kootoug (Cost Structure): Z1a0epd/peTaBANTA KOGTN, OLKOVOUIEG
KAlpaKag.

Evotnta 3: To ZupnAnpwpatiko EpyaAeio: Value Proposition
Canvas (VPC) (4-6 Qpeg)

3.1 Elcaywyn oto VPC: Eppaduvon otn oxeon petagu MeAdtn kat
Mpooyopdg Agiag.

3.2 0 Xaptng tou MeAatn (Customer Profile): Kabrikovta (Jobs-to-be-done),
Movol (Pains) kat KEpdn (Gains).

3.3 0 Xaptng tng Mpooyopdg (Value Map): Mavoimnova (Pain Relievers),
Anpovpyoi Kepdwv (Gain Creators) kat MNpoiovta/Ynnpeoieg.

3.4 Epappoyn kat EvBuypappton (Fit): Mwg va e€aopalioovpe 6tLN
TPOOPOPA PaG TALPLALEL PE TIG AVAYKEG TOL TIEAATN.

3.5 MpakTtikn Aoknon: Xxedlaopog VPC yia pla vea toea.

Evotnta 4: MeBodoAoyia Lean Startup & EmikVupwon 16€ag (5-8
0peg)

Y€ auTto TO OnUEio, Ol CUPPETEXOVTEG Habaivouv wg va "Byddouvv" Tov KauBa
aro TO XapTi OTOV MPAYHATIKO KOGHO.

4.1 H ®1hocowia tov Lean Startup: Build-Measure-Learn (Anutiovpyia-
Métpnon-Maénon).

4.2 Metatpomni) YoBEoewyv oe Meyovota: Mowa eival n o pupokivduvn
LTOBEON OTOV KauBa pag;

4.3 Xxedlaopog Mepapdtwy: MNMwg va doklpacouvpe TNV mpotaocn agiag otnv
ayopd.

4.4 MVP (Minimum Viable Product): Zxedlaop6g kat dokiur Tov eAaxLotou
BLwolpou mpolovtog/unnpeoiag.




« 4.5 Pivoting (AA\ayn Mopeiag): MNote npemnel va aAAdgoupe To
ETUXELPNHUATIKO YovTeAO Pe Baon ta dedopeva.

o 4.6 Mpaktiki Aoknon: Avantuén oxediov ermukpwong (validation plan) yta
TO ETUXELPNUATIKO JovTENo NG EvotnTag 2 n 3.

Evotnta 5: OAokAnpwon kat Mapovaciacn (3 Qpeg)

e 5.1 Kawvotopia Emyxeipnpatikod Movtélouv: TeXVIKES avadlapopPpwaong
Tou KappBda (r.x., "The Invincible Company" patterns).

o 5.2 Mapovciaon (Pitching) Tov BMC: TeXVIKEG ETKOLVWVIAG TOL HOVTEAOL
0€ ETEVOUTEG I OCLUVEPYATEG.

o 5.3 Opadika Projects / Mapovctdcelg: OL CUPPETEXOVTEG TTApOLGCLAOLY TA
OlKA TOUG OAOKANPWHEVA ETILXELPNHATIKA HOVTEAQ.

e 5.4 Jupmepdopata Kat Emopeva Bpata.

Auti n 6opn TPooPEPEL ia OAOKANPWHEVN TIPOCEYYLON TIOL EEKLVA Ao TN
Bewpia, TEPVA OTNV MPAKTLKI EPAPHOYT KAL KATAANYEL OTNV ETUKVPWON
OTnV MPAyPaTtikn ayopd.

6. XPONOMPOIPAMMATIZMOZ MAGHMATQN

MAGHMA 1° (4 AIAAKTIKEZ QPEZ)
Ewonyntég: Dr. lwavvng KpouotaAng & Anuntplog ZOUUTTEVLWTNG

OEQPHTIKH ITPOZEITIZH: IIpoéievon tov Opov emtyelpnpatikd poviédo. Opiopdc.
Enyeipnuotikd Movtéha & Kowvotopia. O wopfdg emyeipnuotikod HOVIEAOL G
gpYaAEio OTPOTNYIKNG

IMPAKTIKH ITPOZEITIZH:

Aobyol Yo Tovg omoiovg elvar onuavtikd éva emyelpnuatikd poviého. Adyor amotuyiog
eVOG EMYEIPTUATIKOD HOVTEAOV.

0&nyieg cUUMARPWONG TOU ETIXELPNUATIKOU KPR

Meplypadn emyelpnUaTIkoU HOVTEAOU pLag emxeipnong (business model)

Vv meAatelo TG,

™V moapexopevn a&io and ta Tpoidvta VANPESiES TG,
TO, KOvAaAia e o omoia tpoceyyilel T mehateia g,
TIG TEAATELOKEG GYEGELS TOV £)XEL OLUUOPPDOEL,

bl e




TOVG KPIGHOVG TOPOLY/ LETT,

TIG OPACTNPLOTNTEG TTOV ATCITOVVTOL Y10, VO ONUIOVPYNOEL a.&ia Y10, TOVG TEAATES TN,
TIC GLVEPYOCIES KOl GUUTPAEELS e TpiTOVG Kot BERata

T0, TopayOpEVO £6000 Kol

T0 KOGTOC AELTOLPYiNG TNC.

AR SRR

1. KatavaAwTtiké Kowvo (Customer Segments): To KATAVOAWTLKO KOWVO TTOU aneuOuveTalL n
EMLXEIPNON, TO XOPAKTNPLOTIKA TOUG KOLL TLG OLVAYKEG TOUG.

Moalixn ayopd. eotidler otov yevikd mAnBoouod 1 oe pio peyain ouada ovOpOTwv e
Topouoies ovaykes. 1o moapdoeryuo, Evo Ipoiov Owws eva thAEPwVo.

Niche market: eotioon oe (1o GOYKEKPIUEVH OUAOO. OVEOPOTWY UE UOVOOIKES OVAYKES KOl
xopaxtnpiotika. Eva mopadetyua Qo oy o1 ayopootés abinTikmy TaxovToimy.
Kotarunon: Me paon eloppag dapopetikés avaykes, Go umopodeav va 0mapyovv
OLOPOPETIKES OUBOES OTO KUPLO TUNUO, TEAATDV.

Awapoporoinuévo: Eva 010p0pomotuEvo TUNuo. e oyopas TEPIAOUPOVEL TEAGTES UE TOAD
OLOPOPETIKES OVAYKEG.

LHolvuepeic ayopéc: mepiioufover aiintoeloptouevo, tunquoto meiotwv. 1o mapadeiyuo,
L0 ETAIPELQ. TILOTOTIKWOV KOPTWOV ECOTNPETEL TOGO TOVE KOTOYOVS TLOTWTIKMYV KOPTWV OGO
KO TOUG EUTOPOVS TOV OEYOVTOL OVTES TIG KOPTEG.

MAGHMA 2° (4 AIAAKTIKEZ QPE3)
Ewonyntég: Dr. lwavvng KpouotaAng & Anuntplog SoOUUTEVLWTNG

2. Npotaoslg Aiag (Value Propositions): kot meplypdadouv Ta mpoldvta Kal TiG UNNPECLEC OV
npoodEPEL N EMLXEIPNON, TA XOUPAKTNPLOTIKA TOUG KOLL TOV TPOTIO TTOU OVTAMOKPIVOVTOL OTLG
OVAYKEG TOU KATOVAAWTIKOU KOWvoU

H npdtaon (value proposition), yiati va ayopdocel o meAdtng / Xxpriotng to mpoidv 1 tnv
unnpeoia.

Tt aio mopéyete oTOVG TEADTES TOG,

Towa mpofAnuato tovg fonbare va avtiuetwrioovy;

Tloieg avaykes TV TEAOTAOV GOG IKAVOTOIEITE,

¢ dapopomoiciore amd TovV OVTIOyWVIGUO?

1lo10 €ival To0 dVoL0 TO TPOIOVTWV KO DTNPEGLOV TOV TOPEYETE GTOVS TEAATES GOG;
Evoeixtikn wapeyouevn alia oto meidn:

Okovopukng goong — Ty Younin tun, younio xootog Asitovpyiag Iloiotikng giong --
OOPAAELD, EPYOVOUID, O100KEDATN, Status. KAT

ENAEIKTIKEZ MPOTAZEIZ AZIAZ

AITOAOXZH

ITAPAMETPOIIOIHZH (ITPOXAPMOTH XTIX ANATKEX KAGE ITIEAATH)
AXDAAFIA

AIZOHTIKH

Brand name / status

BEATIOMENH TIMH

MEIQXH KOXTOYX XPHXHX

MEIQXH PIZKOY

TTPOXBAXIMOTHTA

EYKOAIA XPHXHY / ®IAIKO XTON XPHXTH

VVVVVYVYVVVYVYY




MAGHMA 3° (4 AIAAKTIKEZ QPEZ)

3.

Xyéoerg ue tovg meidtres (Customer Relationships): @bon twv oyéoewv mov

OVOTTOOOOVTOL UETALD THS ETLYEIPNONG KOL TWV TEAATOV THE KAL TOV TPOTO UE TOV OTOLO 1
ETLYEIPNON OVTOATOKPIVETAL OTIC OVOYKES TOD KOTAVOAWTIKOD KOLVOD.
Ta 1o onuavtikd kavaAia tov marketing ota onoia npénel va enevdlosl £va brand av 0€Ast

VO TIOLPOLULELVEL AVTAYWVLOTLKO Kot oUyxpovo!

NounhswNPE

Email marketing

SEO ( Search Engine Optimization)
Online diadnpuiosig

Social media

Live chat

NopadocLaKo LAPKETIVYK

Word of mouth marketing (WOM)

2yéon ue tovg lleddteg
Yriapyouv S1a@opol TUOL TEAQTELOKWY OXECEWV

MNpoowrikn Bondsia: aAAnAsemidpdte Le TOV MEAATH QUTONMPOOWITWC 1) UETwW email, UEow

TNAEQWVIKWY KANOEWYV 1 dAAWV UEowV.

Eidikn mpoowrtikn Bondeia: avaFETETE Evav AITOKAELOTIKO QVTUTPOOWITO TIEAXTWY OE EvayV

UEUOVWUEVO TTEAATN.

Self-service: edw Sev Siatnpeite kauio oyéon ue tov meAatn, dAAa mapeEYeTe o,TL ypelaletal

o neAatnc yia va BondnoesL tov eqUTo TOU.

Avutouatomolnuéves umnpeoisg: rnepiAauBaver  autouatomoltnueves  Stadikaoiec  n

unyaviuata rou BondouUv Toug MEAATEG va eKTEAOUV oL (bLoL TIC UlnpPETiE.

Kowortnteg: mepidauBavouv StadIKTUAKEC KOLVOTNTEC OMOU Ol TIEAXTEC UIMOpouV _va

Bon¥rioouv o évacg tov aAdov va Augouv ta Sikd Toug mpoBARUaTo OXETIKA UE TO TPOIOV 1)

™V unnpeoia.

Suv-dnuioupyia: 6w n etalpeia EMITPENEL OTOV TTEAATN Vo eurtAakel oto oxediaoud n tnv

avantuén tou mpoiovroc. Na mapdadetyua, to YouTube £6wOe OTOUG XPHOTEG TOU TNV

eukaipia va SnULOUPYHOOUV TTEPLEXOUEVO VLA TO KOLVO TOU.

MAGHMA 4° (4 AIAAKTIKEZ QPEZ)
Ewonyntég: Dr. lwavvng KpouotaAng & Anuntplog ZOUUTEVLWTNG




4. Kavalia Awavoutjs (Channels): o1 tpomor e tovg omoiovg 1 emyeipnon O10VEUEL Ta.
TPOIOVTO, KO TIG DTNPETIES THG OTOVS TEAGTES THG, CUUTEPIAGUPBAVOUEVDV TWV KOVOALDY
TOANONG, THS OLAPHUIGHS KL THS ETIKOIVWVIOS UE TOVG TEACTES.

Méom morwv Kavol®v 00 TpoceyyioeTE TN TEAUTELN GOG;
Nowa kavaAia Emikowwviag, Atavoung kot MwAroswv XpnoLLOMoLELTaL.

Evociktika, ta kavaltio aliomoiovvrau.:

T vo, yivetre yvwaroi

Lo va alioloynoovy ta mpoidvia/vanpeoics oog
Lo va ayopaoovy o mpoidvra/vrnpesies cog
Tio va arooteilete to Tpoiovia/vTnpedies oog
To va elomnpetioete to meAdTy et Ty mwinon

Tlwg ovvovalete to. KovoALa OLaVOUNS HE TRV KAONUEPIVOTNTA TV TEAATOV GOG,
» [loio kavGAio givol amoTEASCUATIKOTEPO, O& TUVAPTION IUE TO KOGTOVS TOVE,
» Méow moiwv kovaiidy emiBouody o1 TEAGTES UOC VO, TOVS TPOGEYYIOOVUE,
» [lwc tovg mpooeyyilovy arleg stoupeiss;

» [lowo kavédia givai mo amwodotika, Me 1 kdoTog;

»  [lwc ovviéovral ue tic ovvifeieg Twv TeEAoTHY

7.  Kleiowd _Apactyprotitev (Key Activities): pocikés OpoacTyplotntes mov
TPAYUOTOTOIEL 1] EMYEIPNON VIO TH ONUIOVPYIQ KAl TNV TOPOYN TOWV TPOIOVTWY
Kol TOV DTNPECIOY THG.

To moleg eivat oL o «Baoikég SpacTnpLOTNTESY e€apTATAL QTG TOV TUTIO TNG ETLXELPNONG KOlL TOV

TPOTO OPYAVWONG TWV ECWTEPLKWV SLAdIKACLWY. «TLKAVW EVTOG KAL TL KAVW EKTOC ETUXELPNONG; »
OL ONUAVTIKEG SpaAOTNPLOTNTEG UIMOPOUV VO TIPOEABOUV ATIO TPELG KATNYOPLEG:

Hopaywyn (oxediaoudos, avarroln, mapaywyn, oxobikn ka)
° Erilvon ‘mpofinudrwv’ (problem solving). m.y. etoupeieg cupfoviwv, vosokopeio.
. Iarpopuec/dixroa I1.y. E-bay, mototikég xdpteg

8. Baoikoi [16pot (Key Resources): Baoikoi mopot mouv anaitouvral yia tn Asitovpyia tng
enyeipnong, ocuuneplAauBavousvwy Twv avIpwivwy mopwy, TwV

XPNUATOOLKOVOULKWVY TTOPWV, TWV TEXVOAOYIKWVY TTOPWV KL TWV PUCLKWYV ITOPWV
T£00EpLg LEYAAEC KATNYOPLEG BACIKWY TIOPWV:

o Yhixol. Ily. eyxotootdoels, mdylog eEonAiopnds, onueio TOANGEDV
o Avlou I1y. brands, mehatoroylo, motéviec, dAun.

o  Avbpaomvor.
o Xpnuomxol. KaOe emiyeipnon ypeialetor kepodaio yio vo, EekIvioer kKot va AE1TODPYHTEL.

8. BAZIKOI ZYNEPTATEZ




Eraipor Kieioio. (Key Partnerships): ko1 Tepiypapovy TiG GYECEIS GOVEPYOOIAS TOV EYEL 1]
EMLYEIPNON UE GAALOVG QPOPELS, TOUTEPIAGUBOVOUEVWY TV TPOUNOEDTOVY, TWV GVOVEPYATHV
KOL TV GOUUGY WYV, TOD GOVELGYEPOVY OTH AEITOVPYIO. KoL TV AVATTOELN THG ENLYEIPNONG.

To dika1o TV GVVEPYATDV 01 OTOLOL TPETEL VO, EVOWUATWHODY GTO ETLYEIPNUATIKO LULOVTELO.

Ot ocvvepyooieg avTéc pumopel kot va omoTeAobV 0 Bepédio Ao evog emXEPTLOTIKOD LOVTEAOV
E0IKA OV GE OVTEG Mo emyeipnon pmopel vo Bpel GUUTANPOUATIKOTNTEG Ol OToieg dgv elvan
€0KOA0 va. TIG LN el 0 avTayOvIopog (.. avBpaKohyo LETAAAKO VEPO LLE LOOTIYO).

9. O1 POEX EX0492N

EVaL 01 TNYES ATO TIS OTOIES U1 ETAIPEIO TTOPAYEL YPHUATO TTOVADVTAS TO TPOIOV § TV
vrypecia TG,
Mo pon €600V umopet vo, ovikel o€ Eva amo ta. axoAovOo. LOVTEAN EGOOWV:

o Ecoda el GOVAIAAYDV. TPOEPYOVTIOL OO TEAGTES TOV TPAYUATOTOLODV EPATAE
TNPOUN (L THY TWOANGH TWV SIKOIWUATOV I010KTHTLOG EVOS TTPOIOVTOS OE EVALY AYOPATTH).
o  Ermavalaufavousve £6000: Tpospyoviol oo GUVEXEIS TANPWUES VIO, GVVEYILOUEVES
OTHPETIES 1| DENPETIES UETO. TV TOANTN (Y10. TO Service Ty TV UNYOVHUATWOV, ODTOKIVHTOV)
o  Xpéwon ypHons: ue ypéwon tov TELGTH VIO TH XPHON TOV TPOIOVIOS 1 THS DINPETIOS
700 (Ty EVOoIKLO oTITION, leasing avToKIVITWV.., YpHon TOPKIVYK)

o Xpéwon GoVvOPouNG: LE XPEWON TOD TEAGTH VIG TH YPHON TOV TPOIOVIOS TOV TOKTIKG
KOl e GOVETELO,

o Aaveioud/uicOwaon/evoikioc: o meAdTnNG TANPAOVEL YIO. VO, ATOKTHOEL ATOKAEIOTIKG,
OIKOLWUATA YPHONS EVOS TEPIOVOLAKOD GTOLYELOD Y10, KAOOPIGUEVH XPOVIKN TEPIOAO

o Ade10d0TNGN: 0 TEAGTHG TANPVEL Yy va AGfel Qo€ YpHoNG THG TVEDUATIKNG
1010KTNOIOG THS ETOIPELOS

o  Auoiféc meoireioag: £00do mov mopPCyovial omo T Olouecorafnon uetald ovo 1
TEPLOTOTEPDV UEPDV

o Awg@nuIcn: YPEOVOVTAS TOV TEAGTH VIO TH OLOYHUICH EVOS TPOIOVTOG, HIOG DITHPETLOS
1 HI0G ETWVOULOS XPHOYUOTOLDVTOS ETOIPIKES TAOTYPOPUEG.

10. BAXIKA KOXTH

Aopn Kootoug (Cost Structure): meplypddouv ta KUpLa oTolXEia Tov KOoTOUG TTou adopoulv otn
A&Ltoupyia TG eMXeipnong, CUUNEPLAAUBAVOUEVWY TWV KOTNYOPLWVY KOOTOUG, OTIWGE TO KOOTOG
TaPAywynG, To KGGTOG MPOCWIILKOU, TO KOOTOG LAPKETLVYK Kot Stadriong, To KOGTOG
EKTIALIOEVON G KALL KATAPTLONG KAl TO KOGTOG UTIOSOULWV

O Baotkég katnyopleg elvad:

° Layia (m.y. eEomAopoc)
. Apyixad éCoda (T.y. €000 Yo TOTOTOINON TPOIOVTOG, 5000 Yo Katabeon moTévTac)
° Eloda Arapnuionc kor llpowbnong (m.y. €£0da yia o exiokeyn o€ o Ekbeomn, £€o0da yiao

TNV ONUIOVPYIO ETOLPIKTG EIKOVOC)

° Aettoupyika é€oda (m.x. £€06a TpoowTLkoU, eVoikia)

11. AOI'OI ENIXEIPHMATIKHX AIIOTYXIAX




12.

AOI'OI AITIOTYXIAX ENOX EHIXEIPHMATIKOY MONTEAOY

O1 mBavoi Aoyor omotvyiog Tov UToPovY va. eival mOALOT Ko O10pOPETIKOT avaioya ue
™V Kabe emiyeipnon Kail Ty ayopa oty omola. dpaotyploroieitar. Opiouévol amo Tovg

ovvnBEaTePonS A0YODS ATOTVXIOG TOV EIVOL 01 ECHG:

Aoapéc poviélo:

2TAoIU OYOPa.:

Mpn drapoporoinon tov Tpoiovtog 1] TS VTNPECIOC

Advvouia Tpooopuoyne otic ALOYES THE OYOPLS

Yrotiunon tov kéarovg

Advvauio aviamoxplong oTiC OVAYKES TWV TEAATWV

Koxn 1 averapknc ovéioon the oyopag Kot 100 aVIaymVIGUOD .
Advvauio vo, mpoopépel alia oTovg TEAGTES:

Advvauio vo. wapadyel kEpon:

Averdpreio, ypruotoooTnong:

AVEmOpKNC 0pyavwon Kol OlayEiplon.

Avraywviouog:

Mn koraiinioc ypoviouog:

Mn mpooapuootixotno.:

EAlewyn kaivotouiog:

eAeryn evéhiktng orpoTnyikig.

EAELYN NYETIKDV IKOVOTHTMV KOl IKOVOTHTOV ANYHGS OTOPATEDV, THV
ATOVGLO. ULOG GOPODS ETLYEPNUOTIKNG OTPATHYVIKNG KOl GYEILOD OPAOHG,
ATOVOL0, EXOPKOVS OTHPIENS ATTO THY KOPEPVHON 1] THY KOIVOTHTA,
ATOGTO0N OO THYV AYOPA. KOl TOVG TEACTES THS ENLYEIPNOHG.




MEAETEZ NEPINTQZEQN

Napadeypa 1: Gillette

Jtnv mepintwon tng Gillette, to emyepnUATIKO TOUC MOVTEAO akoAouBel to mpdTUTIO
ETIXELPNUATIKOU HOVTEAOU Tou ovopdletal «Bait & Hook», to mpotumo mou akoAouBouv
TIOAAEG eTalpeieg SaaS (AOYLOULKO WG UTtnpeoia).

H Gillette mpood£pel oToug meAateg TG pa ¢ONvA i Kot Swpedv MPWTOTUTIN TPocdhopaq, HLa
Aapn Eupadiov. Autr n mpoodopd eival to S6Awpa ou Sivel Tn SuvaTOTNTA OTOUC TTEAGTEG VOl
yvwpioouv kot va efokelwBolv pe ta mpoiovia tng Gillette kat toug kavel mo mBavo va
0yOPATOUV OXETLKA TIPOIOVTA, TIG AETUSE . .c.ccuerereererrerereereeeeneene

Napadeypa 2: ZARA

OL mpotaoelg Baolkng aglag tou Zara eival apketd cadeic. Mpoodépouv dlddopeg oelpég anod
Ko d avopika, yuvalkeia Kot taldikd polxa Kol aéscoudp o€ TPOGCLTA TIUA.

AM\G UTTAPXEL KATL TTEPLOCOTEPO Ao AUTO.

Av Boutnéoupe Alyo mio Babid, BAEMOUUE OTL oL TPOTAOELS aflog tnG Zara sival o oUVOETEG, oL
ormolec kpUBovtal mow amd TNV EMLTUXLA TNG LAPKAG:

Fprivopn néda

H Zara mpooBétel véa pouxa kot ox£Sta otig cUMoYEC TG KaBe 2-3 eBdopnadeg, T6o0 ota
KATAOTAMATA TNG 600 Kol oto Sladiktuo. Alatnpel T HApKA evnUepwHEVN, PpEokia Kal
LOVTEPVO, VW Slatnpel TNV TOAU GNUAVTLIKA LECN TLUA TG

MeydAn gumneipia NAEKTPOVIKOU EUmopiou

MOALC pmeite oTo NAEKTPOVIKO KOTAoTNUA TNG Zara, Oa €xete pa kabopr, eUKOAN otnv
mAonynon Kat udnAn alodnon. Ta TUAUOTA TEAXTWY EiVaL OpaTA OTNV APLOTEPN VPO
TAONYNONG LE pLa KopTeAa avalntnong yLa va BonBbroeTe MepPAITEPW TOUG TTEAATEG LIE TNV
EUMELPLQ TOUG .




Tomkd Kataotrata

Mmopeite va PBpeite €va katdotnpa oxedov oc OAeC TIC MEYAAEG TOMOOEeoleg ALAVIKAG
(epmoplka  KEvTpa, KOTOOTAMATA ALAVIKAG, OgpodpOULa K.ATL.) Tou onpaivel OtL n
npooBacipotnta dev eival mpoBAnua yia tnv mAsloPndla Twv KATavaAwTwy.

EMBANHATIKA KOTOOTALOTOL

H Zara emdeikviel Tnv aobntikn tng £€EALEN O0TOUG TEAATEG HECA ATIO TA €UPANUOTIKA
KOTAOTAUATA TNC. Ta mpoodata eykaivia Tng vavapyidag toug oto Hudson Yards tng Néag
Yopkn¢ gival éva e€atlpetikd mapadetypo avtol. Ou mehdteg Pwvilouv yupw amo tn {wnen,
MWLIHOALOTIKA Tou &lataén, mpoodEpoviag Toug Ula eUMELpiol eUBUYPAUULIOUEVN HE TIG
BaButepeg, PALkEC Tpoc To TiepIPaAlov atieg TnG papkag. oto Sladiktuo

Napadeypa 3: Airbnb

‘Eva dAho apadetypa givar ) Airbnb, pia evpémg yvooTh S10IKTLOKN 0YOPE TOV EMLTPETEL GTOVG XPNOTEG VL
VOIK1aLovv T oKiVITA TOLG 1 T EMITAEOV dMUATIO. TOVG OF EMIOKENTEG Kol oTr cuvéyelo 1 Airbnb maipvel
apopnfewa 3% yio kéBe KpATNON OO TOVG 01KOdECTOTES Kot Peta&y 6% kar 12% amnd tovg emokénteg. Ko
TOpa, NPOe 1 OPO Vo AVOKOADYOLLLE TOV KOLUBA TOV ETLYEPNULATIKOD LOVTEALOD TG,

H Airbnb givar o mhot@oppo, KOToADUATOV TOV GUVIEEL TOVG TAEIMTEG e TOVG IOIOKTNTEG Kototkidy. H
etatpeio dev dafétel kavéva oKiviiTo oAAG Tapéyetl €va GUOTNUA OELOAOYNONG TOV KATAAVUATOV KOl TOV
YPNOTOV TNG TAATQOPLLAG Yol VoL Soo@aAilel TV TOOTNTA TNG VANPEGIG TNG.

Eivat cagég 6t n Airbnb €yet 2 Eex@plotd TUNHOTO TEAATOV: ENIGKENTEG KOl OIKOOECTOTEG, GAAG LLITOPOVY VO,
YOPOTOVV Ge AAAEG MIKPEG Katnyopieg pe diaitepa yapaktnplotikd. Ot mpotdoelg aiag g Airbnb
axoiovBovv emiong to 10 pOTIPO: TPOCPEPOLV GTOVG TEAATEG TOLG TIO TPOGITEG EMAOYEG OO TOL
TapadoctaKd Eevodoyeia Kot TapEYOVV GTOVG TEAATEG TOAVTEAEIG 1) KOLWEG VANPEIES.

Yyetikd pe ta é60da g Airbnb, dnmg Tpoavapépinke, To KOPLo 6050 TOVG TPOEPYOVTOL Ad TA TEAT OV
YPEDVOLY TOGO Ol EMOKENTEG OGO KoLl 01 OIKOOECTOTEG.




AIRBNB BUSINESS MODEL ~ wvamawe & osevroxco

KEY PARTNERS © KEY ACTIVITIES ¢® VALUE PROPOSITIONS CUSTOMER RELATIONSHIPS O | CUSTOMER SEGMENTS &
+ Hosts + Platform and technology HOSTS + Self-service GUESTS
+ Hotels development + Income generation + Own the relationship + business travel guests
« Experience providers « Sales and marketing « Ease of listing « Trust through verification + leisure travel guests
+ Corporate travel partners | » Maintaining trust and « Calendar, booking system « Tailored
+ Travel managers brand reputation + Access to photographers | + Manage bad behaviour and | HOSTS
+ Investors/ » Customer service/ [ risks + Room unit/condo/house
Venture Capitalists experiences GUESTS + House owners
+ Lobbyists « Partner management « Low cost accoimodation * Country/city/suburban/
« Photographers + Variety of choices/ city
+ Maps locations
« Cloud hosting - AWS KEY RESOURCES ## . Variety of prices/budgets | CHANNELS @ EXPERIENCE PROVIDERS
 Airbn platform and mobile | *Unique options | - Digital ad campaigns + Specialists )
app . Social media * Tour companies
 Platform architecture HOTELS | « Word of mouth
+ Patents + Access to guests | + PR - media coverage PHOTOGRAPHERS
« Brand + Booking system |. App store « Freelance photographers
+ Employees
EXPERIENCE PROVIDERS | HOTELS
+ Income from guests + Independent hotels
+ Platform/system + Hotel groups
COST STRUCTURE & REVENUE STREAMS i
« Cost of acquisition + Payroll/contractors + Service fee per transaction
« Weighted average cost of + Infrastructure + Hosts commission charge
capital + Legal/insurance + Hotel commission charge
+ R&D platform « Lobbying/PR « Experience commission charge
« Payment processing + Customer support

https://www.garyfox.co/airbnb-business-model/ GARYEOX.CO

Napddsypa 4: Netflix

[oAAég etaupeieg avtaywvitovtar to Netflix, 6mwg ot Amazon Prime Video, Apple TV+, Disney+,
HBO, Hulu, Vevo kot Youtube. Qotdéco, to Netflix efaxorovfel va to mnyaivel Kohd kot va
OVOTTOGGEL TIC OPACTNPOTNTEG TOV TOYKOOUIOG HE vav TOGO HovadIKO Kol OTOTEAECUATIKO KOUPA
EMYEPTLOTIKOV LOVTEA@V.

To Netflix ypnoyomotei 6 Poowcodc TOPovs: emmvopia, ePAPUOYES, TAATEOPUO, €PYAlOLEVOLG,
KIvNUatoypaplotés kat Ppafeia, yio vo Tpoceidosl toug teldteg Tov. [Ipdoeata, n dpactnplotnta
mapayoyns mepeyopévov tov Netflix defyver o dvvatd ¢ onueio kabmg ot cepég tov Netflix
yivovtat SeKTEG 0O PeYAAO KOWVO KOl GTASIOKA KUPLOpYoDV GTNV KIVILLOTOYPOPIKT] 0yOpd.

H Netflix ypnowyonotel £éva LovTéAO GUVOPOUNTIKNG VANPEGING, OTOV Ol XPNOTEG TANPDOVOLV UNVicio
Yo Vo 0TOKTooVY TPOGPOCT G Lo GEPA TOVIDY Kot GEPDOV Héc® dadiktvov. H etatpeio emevivet
o TMEPLEYOUEVO Kol TEXVOAOYiDL Yoo vo Stnpel TOVG OCULVOPOUNTEG TNG EVNUEPOUEVOVLS KOt
IKOVOTOHEVOUG.
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KEY PARTNERS

+ Investors

+ Media Producers

+ Film Maker Guilds

+ Cinemas, Theaters

+ TV Networks

+ Amazon AWS

+ Consumer Electronic
Companies

+ Regulators

GOST STRUCTURE &
+ Production

NETFLIX BUSINESS MODEL

KEY ACTIVITIES C®

» Technology R&D

+ Content licensing

+ Content production

« Content distribution
+ Data anlaytics

+ Sales and marketing

KEY RESOURGES %#

+ Brand

+ Apps/website

+ Platform

+ Employees

+ Film Makers/Producers
+ Prizes/Awards

+ Marketing

+ Research and Development  « Payment Pracessing Fees

« Licensing
+ Infrastructure - AWS

« General/Admin

VALUE PROPOSITIONS

+ 24/7 On Demand
Entertainment

« View high-definition shows
and movies

« Stream content

+ Unlimited access

—— * Netflix Orginal

+ 30 Day free trial
= No commercials

Netflix Business Model: www.garyfox.co/netflix-business-model/

Napddewypa 10: Tesla

CUSTOMER RELATIONSHIPS )

- Self service
+ On-demand
« Ease of use

| |
CHANNELS &

« Any Device

+ Netflix App

+ Word of mouth

+ Online advertising
« Offline advertising
+ Social Media

REVENUE STREAMS i
+ Subscription Model

+ Product Placement

« DVD Rental

+ Future Model - licensing Netflix owned content

GARYFOX.CO

CUSTOMER SEGMENTS &

Micro-segmentation

+ 2000 preference clusters
Usage

+ Usage segmentation
Geographical

+ content/languages

GARYFOX.CO

H Tesla elvat éva eTyelpnUaTIKO LOVTEAD TTOU ETUAEYEL TNV TexVoAoyia wg 0dehog. Onwg daivetat
OTOV KaUBA TOU EMIXELPNMATIKOU HOVTEAOU, €va amo Ta TUApata meAatwv tng Tesla elval o

MPAOCLVOG AyopaoTrC TMou odnyel dueoa otlg avtiotolxeg Poolkég Spaotnplotnteg. Mpémel va

ETUKEVTPWOOUV 0TNV £€peuva KAl TNV avATTuEn, To oXeSLAOWO, TIG TEXVOAOYIEG NAEKTPLKAG EVEPYELQLG,

TNV KATOOKEUI QUTOKLWVATWY, KaBwg Kal tnv umodoun onueiwv xpéwong ylo va mapEXouV OTOUG

TeAATeG oLYXPOVEC AUOELC KOl UTTNPEGIEG.




——

T

BUSINESS MODEL CANVAS (TESLA)

TESLA
KEY PARTNERS O KEY ACTIVITIES O VALUE PROPOSITIONS | CUSTOMER RELATIONSHIPS ) { CUSTOMER SEGMENTS &
+ OEM Alliances + Reseach and development | - Long-range recharging + Cutomer service + High-net worth individuals
+ Goverments + Design flexibility + Customer intimacy + Green buyers
+ Leasing companies « Electic power technologies | « High-performance and + Direct to customer « Commercial fleet buyers
+ Panasonic (battery « Car manufacturing modern design + Customer relationship « Sports car enthusiasts
development) « Charge point infrastructure | « Energy efficiency and cost | management + Elon Musk fans
+ Manufacturing and of ownership + Personal assistance + Corporate executives
purchasing » Autonomous driving + Mid-tier management
+ Insurance companies capabilities
+ Charge point partners KEY RESOURCES &% + Charge anywhere CHANNELS @
« Electic vehicle technology + Retail stores
+ Battery production + Website
« Employees/skills/ « Conferences and events
knowledge « PR/Media
+ Engineering and design
+ Elon Musk/Brand
COST STRUCTURE & REVENUE STREAMS i
» Manufacturing infrastructure « Employees + Automotive sales

+ General admin/sales
+ R&D costs

+ Distribution
+ Cost of materials

+ Services

+ Automotive leasing
+ Energy generation and storage

https://www.garyfox.co/tesla-business-model/

GARYFOX.CO

Napadelypa 6: Amazon

O kopPag Tov emyelpnUATIKOD HOVTEAOD TG Amazon gival £vo TOPAJELYLLO TOV OgV TPEMEL VO YOUCOVUE GTOV
Topéa Tov MAekTpoviKoD epmopiov. To o a&loonueimto oTotyeio Tov poviélov TG Amazon givat ot Bactkég
Spaotnpldmtéc oV, ot onoieg fonbodv v Amazon va Eexopiler avapeso oe moAloO¢ avtayoviotés. H
Amazon ypnowomotel €va HOVTEAO TMAEKTPOVIKOD EUTOPIOV, OTOVL Ol TMEAATEG UTOPOVV VO 0yopa.covv
otdnmote amd PiPpiio g nAekTpovikd Tpoidvta, Kot 1 eTopeior Tovg Tapadidel ta mpoidvta amevbeiog otV
wopta Tovg. H Amazon €yel emexteivel Tig vInpecieg ™G o€ d1dpopeg meployéc, 0nmg to cloud computing xot
10 streaming povoikng katl Bivieo. Onwg yvopilovpe, 0 xpdvog Kot To ypALaTe €lval oNUAVTIKE Yo kKéOe
ayopaoTi, OTMG Kot 11 Amazon.




Q¢ ek 10010V, 01 Pacikég dpactTnplotnTes TG Amazon tvot ot S10d1KaGIEG YPRYOPNS EKTANPOONS, 1 £YKOPN
TaPAS0CT KOl TO. GLGTHUATO OTOGTOANG TTOV EMTPENTOVY 6T0 Amazon Prime va mopadidel mapayyerieg evidg
1-2 nuepav kot 1 E&A ywo tov e€opboroyicpnd kat tn PeAtioon Tng amoTEAECUATIKOTNTAG TOV KEVIPOV
EKTANPOONG Kot AAA@V Epymv (T.y. Amazon Grab & IInyaivete 6To KOTAGTLATA) Y10 VO, LEIOCETE TO KOGTOC.

YHETIKA e TOVG TEAATEG TG Amazon, VIAPYOLVY dV0 KUPIEG OUASEG TOV YPNCLLOTOLOVY T TPOIOVTA KoL TIG
VANPESiEG TG Amazon: EMYEPNUOTIKOL TEAATEG KOl TEAGTEG AOVIKNG, 7OV onuoivel 0Tl TPEmEL Vo
avarTOEOLV 16YVPOVE Kol TEPITAOKOVG TPOTOVS EEVTNPETNONG TV TEAUTMV TOVG.

wl CFl

Key Partners

-shipping companies such as UPS,

FedEx, and DHL which provide
shipping services for Amazon's
fulfillment process to ensure
timely arrival of products

-major retail companies such as
Nike, Best Buy, and Calvin Klein
whao want to increase their sales
by selling on Amazon,
consequently increasing
Amazon's market presence as
well

Key Activities
-quick fulfillment processes

-just-in-time delivery and shipping
systems allowing for Amazon
Prime to deliver arders within 1-2
days

-R&D to streamline and improve
efficiency of fulfilmentcenters

and other projects (e.g. Amazon
Grab & Go stores) to |aWer costs

Key Resources

-shipping services

-warehouses and fulfillment
centers

-servers for AWS and cloud
senvices

Value Propositions

Ecommerce:
To provide an online shopping
platform that offers and quickly

delivers any item, to any person,

anywhere, at any time.

Amazon Web Services:

To provide cloud services,
infrastructure, and data storage
to business clients in an agile,
flexible, scalable, and secure
form.

Customer Relationships

-best-in-class fulfillment systems
allowing customers to receive
their orders within 1-2 days

-“customer first” service mindset
regardless of customer segment

-online/phone communication
channels and built-in support
channels on Amazon hardware

Channels

-global distribution channels
thraugh shipping partmers and
fully streamlined fulfillment
centers

-enarmaus anline marketing and
adwvertising platforms

-fulfillment for other retailers
indirectly advertises Amazen

-online/phone customer service

Customer Segments

Business Clients:
-operate as retailers on Amazon's
websites

-require cloud services and
infrastructure

-advertise on Amazon
Retail Clients:
-purchase products listed on

Amazon

-purchase Amazon's subscription
services (Prime)

Cost Structure

-cost-aptimization strategy

-well scaled and efficient fulfillment center and process allows for optimized costs

-large investment and fixed costs from expanding Amazon Prime to international markets
and building new fulfillment centers - capital investment is a key strategy for Amazon

-comparatively lower costs for managing and upkeeping AWS servers

-variable costs from stocking products that are “fulfilled’ (sold) by Amazon

Revenue Streams

-low margin revenue streams from retail ecommerce sales and fulfillment

-ecommerce and fulfillment are low-margin due to costs related to warehousing and
upkeeping fulfillment centers

-high margin revenue streams from AWS, advertising, and subscription services

-low upkeep and variable costs allow AWS, advertising, and subscription services.to be the
primary profit driver for Amazon, despite being a significantly smaller revenue,stream
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Canvanizer



https://www.strategyzer.com/

T0vdeopog: https://canvanizer.com/

Miro

Tuvdeopog: https://miro.com/templates/business-model-canvas/

Canva

TOvdeopog: https://www.canva.com/graphs/business-model-canvas/
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https://miro.com/templates/business-model-canvas/
https://www.canva.com/graphs/business-model-canvas/
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MBA Awiknon Enysipnoswv MNAMAK
Yn. Albaktwp otn Ztpatnyiky Xpnuatootkovoulkn Awoiknon, MAMAK

Work Experience

H k. Ztapotiadou €xel SLOALEL O ONUOVTLKO QPLOUO TIPOTTUXLOKWY KOL ETOTTTUXLOKWY
poBnudatwy oto eupltepo medio tng Opydvwong kat Aloiknong Emixelprioewv. EvEeIKTIKA
avadEpovtal Ta TTaPOKATW:

Enyetpnuatikotnta kat Katwvotouia (Tunua OAE, Mavemiotruio Makebdoviag)

Ocwpla kat Texvikeég Alanpayuatevoswy Etaipikwy ZuuBaocewv (Tunua OAE, MNavemniotiuto
Makeboviac)

2tpatnyiko Mavartluevt (Tunua OAE, Mavermiotiuto Makeboviog)

2tpatnywkn Atoiknon (MMZ otn @opoldoyikij, Noyiotikr & Xpnuoatootkovoutkr Atoiknon
Ztpatnyikwy Anopacswy, Mavemiotiuto Makebdoviog)

EmutAéov, and tov AmpiAlo tou 2025 Si6dokel ta pobhpoata Global Business Strategy kal
Consultancy, oto Mediterranean College.
Emiong, ouppeteixe ota katwoOL:

Tuppetoxy otnv Epeuva pe Ttitho «O kAddoc tou AtavikoU eumopiou otnv ueta Covid-19
enoxn». (Avagritnon, ueAétn kat afloAdynon emotnuovikric BiBAoypapiac. Mpoetowuacia kat ouyypapn
ETLOTNUOVIKIG AVAPOPTS.)

ZuppETOXN OTOo £€pyo ME titho: «Business Eco-system as an integrated system BelN- Interreg IPA
CBC Programme Greece — Republic of North Macedonia 2014-2020». (Suuuetoxri ot TOKETA
epyaoiac & avriotoya napadotéa: WP 5: Extroversion and innovation, Mapadotéo D5.2.2: Future Trends
workshop)

Awowkntiky Ymootipién Zuppouleutikol ‘Epyou MpoBeppokowtidag (Suvepyaoia ue to
2UuBoulo tng mpolepuokottibac oe Feuata mapoxn¢ cUUBOUAEUTIKWY UMNPeoLWY, Avantuén
Kot Tpoobdooia NAEKTPOVIKOU KAl EVTUTTOU apXElOU yla TN ouvTaén ToU QAKEAOU OTEAEYWONG
m¢ npoUepuokoltibag, emkovwvioe UE TOUG WEQEAOUUEVOUG KL TOUG OUVEPYATEG TOU
emTayuvti)

Awowkntikig, Tlpoppatelak) Kot Aoylotikry umootrpl§n Asttoupyiag tou Epsuvntikov
Navemotnuiokov lvotitoltou tou Navenotnpiov Makedoviag.

European Arts and Traditions in Italian Language Learning, Acronym: PASTILLE GA No: 2019-1-
PLO1-KA203-065078, Erasmus+, KA2 Strategic Partnership (Zuuuetoxn otnv avantuén twv
Stbaktikwv povadwvy (Didactic Units), Zuuuetoxn otnv avantuén, Audio visual and multimedia
materials)

Tuppetoxf otnv Epeuva: «Emidpaocn twv KAAwv mpaktikwv Slaxeiplong yvwaong otnv
kawotouia. H mepimtwon tg EAAnvikng Snuooiag 6toiknongy».




