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Eicaywyn

To 2000 n opada epyaciag Tou Demand Side Tou ECR Hellas pe avtikeipevo To Category Management,
avenTtuge évav odnyd napouciaong TG pebodoAoyiag Tou Category Management, katd Ta npdétuna
Tou avTigToixou odnyou Tou ECR Europe.

>1dX0G Tou odnyou autou NTav n neplypaer Tng Baoikng pebBodoloyiag Tou Category Management,
NPOKEINEVOU va BonBnael TIG EAANVIKEG EMIXEIPROEIC VA KATAVONOOUV Ta Brjuarta avanTu&ng Tou.
KaTtd To didornua Twv 20 Xxpovwy nou akoAouBnaoav ano Tnv npwtn £kdoon Tou odnyou, ol aAAayEg
nou €&xouv oupBei TOoo ot enixelpnuaTikO €ninedo (€i00d0C TOU NAEKTPOVIKOU EUMOPIOU Kai n
avanTtuén Twv e-shops, k.d), 600 kal oc €ninedo aAAaywv OTIG KATAVAAWTIKEG / AYOPAOTIKEG
OUMMNEPIPOPEC O OUVOUAONO HE TNV avanTtu&n TeXVOAoyIwv aiXunG, €ival noAU onuavTiKEG Kal
ennpeadlouv duvapikda, Tn pebodoloyia Tou Category Management.

H enikaiponoinon Tou o0dnyouU, €X&l WG OTOXO va evTA&el auTEC TIC aAAAYEG KAl va NPOoapUOCEl ToV
0dnyo OTO ONMEPA WOTE VA ANOTEAEDEl £va Xpnoiyo Borinua Tooo yia To AIaVENNOpPIo 000 Kal TOUG
NPONNBEUTEG TOU KAGDOU TWV TAXEWG KIVOUPEVWY KATAVAAWTIK®WV npoiovTwv (FMCG) doo kal mbava
yla dAAoug kAadouc.

2TnVv oAoKANpwuEVN npootyyion Tou Category Management 6a npenel va avadelkvUeTal n onuacia
TNG avanTtuéng Twv MpoiovTikwv Katnyopiwv. Ta To Adyo autd Ba npénel yiveral ava@opd aTo
Category Growth Management (sp&c&rc 6a avapéperal kal wg C.G.M.).

H enmikaiponoinon Tou odnyou €yive ano To ECR Hellas oTo nAaicio TnNG avTioToixng opadag epyaociag
ME TN ouppeToxn 10 oTeAexwv ano TNV NAEUpd TWV NPounBeuUTWY, TwV AIAVENNOPWY, TOU EpYACTNpiou
Eltrun Tou OikovopuikoU MavenioTnuiou ABNv®v Kal TNG CUNPBOUAEUTIKNG eTalpiag Exceed Consulting
HE QUVTOVIOTEC TOUG ZnUpo MixaAoudn anod Tnv etaipia P&G kail Tn Natdoa TooTpa, ano Tnv €raipia
Nestle.

H enmikaiponoinon Tou OdnyoU npayuatonoindnke o dUo QAceig: >Tnv 1" pdaon oAa Ta PEAN TNG
Oupadag €kavav TIG NapaTnNPAOEIC TOUG Yia aAAAQYEG KI EMIKAIPOMNOIACEIC Nou agopoloav o OAa Ta
MEPN Tou Odnyou kai oTn 2" pAaon ocuoTABnKe CUVTAKTIKN oddada yia Tnv TEAIKN €MiKaiponoinon Kai
ouyypa®n Tou Odnyou. ZnuelwveTal OTI KaBoAn Tnv didpkeia (dUO PAOCEIC) €nIKAIpOnoinong Tou
0dnyou Tnpnénkav ol Kavoveg CUMMOPPWONG WE TO dikalo ToUu avraywviopdoU and Ta HEAN TNG

avTioToixng opadacg epyaociac ECR Hellas oTto nAdicio Twv ouvavTioswy nNou npayuaronoifénkav.

TOHHETEXOVTEG PoAog
MixaAovdng Imbpog, PROCTER & GAMBLE YovrovioTng Epyou
Tootpa Nataoa, NESTLE YovrovioTng Epyou
Aapdiotng Navvng, EXCEED CONSULTING YovTakTikn Opada, Edit Leader
Ytavpou BaciAng, ELTRUN /OIK. MANEMIXTHMIO AGHNON  YuvrakTikr Ouada
KeovoTtaviakog Anunteng, HENKEL YOVTAKTIKY) Ouada
Towvng MNopyog, GLOBALTAILER YOVTAKTIKN Opada
Xapuma AmooTtolia, COCA COLA 3E YOUUETOXN oTNV Opada OdnyoL
DAopevTia KovAauma Yopperoxn otny Ouada Odnyov
MNaoyxou lewpyia, BAZAAR YOUMETOXN OTNY Opada OdnyoL
MixaAakn KAeioo MONDELEZ YoppeToxn otnv Opada OényoL
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QC’R s OAHIOZ NMAPOYZIAZHZ & XPHzZHZ TOY CATEGORY GROWTH MANAGEMENT

1 Avavewpeveg EVVOIEC 0TO JovTEAO Tou Category Growth

Management kai ol enikaiponoinoeic Tou Odnyou.

'Onwc¢ avapepOnKe, and Tn ouyypagn Tou npwTou OdnyoU PEXP! ONHUEPA, EXOUV Yivel NOAANEC aAAayEG

Kal 6a ouvexIoToUV OTO HEAAOV.

OI VEeG TAOEIG TWV KATAVAAWTWV 0€ Jia Omni-Channel enoxn, N TAon Npog nio UYIEIVEG JIATPOPIKEG
ouvhBeiec, BIWOINOTNTA, OIKOAOYid, E€TAIPIKN KOIVWVIKA €uBUvn, Ta véa ayopaoTikd Ta&idia pe
€EENICOOUEVEG OUVNBEIEC Kal NPOTEPAIOTNTEG, Mag odnyouv otn dianioTtwon oTI poAoc Tou C.G.M.
eEehiooeTal ouvexwc. And TNV ENIKEVTPWON Ot EMNIAEYUEVEG MPOIOVTIKEG KaTnyopieg (epe&nc Oa
ava@EpovTal kal we Katnyopieg) npog Tnv npdtaon €vog 1davikoU HeiypaTtog oe kabe Katnyopia pe
OTOXO TNV avanTtu&r TN O£ MOIOTIKOUG KAl OIKOVOUIKOUC OpoUC Kal PUOIKA TNV AnOTEAECUATIKOTEPN

IKavonoinon Twv avaykwyv Tou KatavaAwTh.

1.1 Ano Tov KaravaAwry (Consumer) otov Ayopaotnl (Shopper) otov

AyopavaAwTtn (Shopsumer).

'OTav avanTuxBnke yia npwTn gopd n €vvoia Tou Category Growth Management, ToTg, n €vvola Tou

KaTavaAwTn ATAv OTO €NIKEVTPO TNC MPOCOXNG TwV NPORNBEUT®Y Kal TWV AIQVEUNOPWV.

H apxiki npoogyyion Tou Category Growth Management rTav va kaTtaAdaBel TIG AVAYKEC TWV
KaTavaAwTwyv Kdl Tn CUMNEPIPOPA TOUC OE OXEON HWE TNV KABe npoiovTikh kKaTtnyopia (epe&nc Ba
avapépetal wc Karnyopia). >Tnv nopeia &yive avriAnnTr n diagopd Twv poAwv PeTAEU KaTavaAwTn
kal ayopaoTn (Shopper) kail n aia EExwpIoTHAC avaykng HEAETNG WG NPOG TV CUPNEPIPOPA TwV dUO

pOAWV.

Eivar onuavTiko va TovioTel 0TI ol dUo auToi poAol dev €ival anapaiTnTo va CUNNINTOUV WE To idIo
atopo. MNa napdadeiypa yia TIGC nAaveg Bpe@IKAC ppovTidag AaAAoC KaTavaAlwvel (KaTavaAwTng) evw

aAAoc eniAgyel kal ayopalel yEoa oTo KataoTnua (ayopaoTng).
O kaTavaAwTn¢ (consumer) diauopPwWVEl TIC EMBUPIEC Kal TIC avaykeg Tou 600V apopd oTd nNpoiovTa
Kdl OTIG HAPKEG NPIV AKOUN NPOXwpPnoEl : ,
G uap 'c p un 'p Xwpn F’V
otn oiadikacia Twv ayopwv Tou. O e \
TPOMOG E€MIpponG TOU  KATAVAAWTN : -,

P - '
ouvdeeTal pE TNV ENIKOIVWViIa npiv ol ‘.‘ ,

«UME» OTO KATAOTNMA KUupiwg o€

:
!

eninedo above-the-line. ZTnv nopeia
dlanioTwlnke OTI 0 KATAVAAWTAC KATA
TN OIAPKEId TWV ayopwV TOU €MIAEYEI
npoiovTa yia TOV £4QUTO TOU aAAd Kai

yla dAAouGC Kal n GCUMNEPIPOPA TOU

aAANaler n ennpedletar péoa  OTO
KATAoTNUA O OXEON ME TIG MPOTIUACEIS Tou. ONOTeE kal NpoadopioTnkKe n €vvola Tou AyopaoTn
(Shopper).
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Ta TeAeuTaia, nepinou, 15 xpoévia BAEnoupe va avadeikvUeTal napdAAnAa pe 1o pdAo Tou KatavaAwTn
Kal o poAoc Tou Ayopacotn (e@e&nc Ba avageperal wg Shopper). M'eyovog anoAuTta Aoyikd agou n
«ZTIYun Tng AARBeiag», dnAadn n anogacn ayopdc, dIAUOPPWVETAl WNPoaTd OTO TEAIKO OnuEio
nwAnong.

O Shopper oTav, nAgov, BpiokeTal otn diadikacia ayopwv, yia Tov idio ) Kal yid dAAouUg, oTO QUOIKO
I OTO NAEKTPOVIKO KATACGTNHA CUMNEPIPEPETAl - MOAAEC (POPEC - JIAPOPETIKA OE OXEDN HE TOV POAO
TOU WC KATavaAwTng, yiaTi £xel Tn duvaToTnTa va O&l UNpooTd TOU NEPICOOTEPEC r/Kal OIAPOPETIKEG
NPOTACEIG KAl VA ENNPEACTEI OE OXEON ME TIC KATAVAAWTIKEG TOU NMPOTIUNOEIG. O TpdNog eNippor|g Tou
Shopper yivetal kupiw¢ Pe evépyeleg instore kal below-the-line dnwc npowONTIKEG evEpyEIEC,
npoPoAEg, P.O.P. KAN KAn.

MAéov Opwc OlamoTwveTal, NwWG ol Shoppers €xouv Tn duvaroTnTd, va OIANOPPWVOUV OXEOOV
NapaAAnAdg, WE TIC KATAVAAWTIKEC TOUG MPOTIMNACEIG KAl TNV ayopadTIKR TOUC CUMMEPIPOPA, YIaTI
akoun ki otav BpiokovTal ekTOC Tou QUOIKOU KATACTAHUATOG WNopouv va €ival g€ €va NAEKTPOVIKO
katdoTnua, evw OTav PpiokovTal OoTo QUOIKO UNAPXOouv MNOAAEG €ukdlpie¢ nmou ennpealouv TIG

KATavaAwTIKEG NPOTIUNCEIG.

Apa, nA€ov, paAAov dev Ba npenel va diaxwpileTal n pUON TOU KATAVAAWTH Kdl Tou Shopper aAAd va

yiveTar avTIAnATA N JIKTA Tou 1310TNTa Kal va PJIAAPeE yia Tov AyopavalwTr (Shopsumer)?!.

O1 Aiavépnopol ©gAouv va kepdicouv TouG Shoppers pe d1apoPOnoINPEVEC MNPOTACEIC, TNV
ApXITEKTOVIKN TOU (PUGIKOU AAAG Kal TOU NAEKTPOVIKOU TOU KATAOTANATOC BACIOWEVOI OE OTOIXEIQ Kal

MEAETWVTAC TO GUVOAIKO TOU ayopacTikO Ta&idl.

To Ta&idl Tou AyopavaAwTn e€niong ennpealetal ano Tn Ooun Twv cUYXPOVwV HECWV (KOIVWVIKA

dikTuQ, Unxaveg avalnTnong KAn).

ﬂ

Keuavah@is - o «kpiomey Avopugriis - 0 (EMAEKTIKOS) AyopmvaAwis
Npw v Ayopil MEou oto Kedomuu
0 KatavaAwtAg dlapop@wvel MNwg¢ oupnepLpepeTat
Bupl BEAW & a 41N 614y » ’
e ™ NupdARAR S0P PRVEL

unoyels & emoupies -
emAgyel & Ayopilel

Yo

Eikoval.1-1 H diapopd Tou KatavaAwTtn kai Tou AyopadTr) Kai n Veéa vvoid Tou AyopavaAwtn

MNa Tn dieukOAUvVON Tou avayvwortn, KaBoAn Tn didpkeia Tou Odnyou, Ba €nikpaTrosl n Xpnon TnG

€vvolag Tou Shopper.

! N GUYKEKPIKEVN €vvola avaQEPETAl yia Np®TN ¢opda gs auTtov Tov Odnyo.
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1.2 H TAon oTo NAEKTPOVIKO KATAOTNMA Kal TIG online ayopéc.

H €E€€MEN Twv online kal Twv on-the-go KAaTaoTNUATWV PEPVOUV TOUC KATAVAAWTEG OE OIAPOPETIKEG
«AYyOpPAOTIKEG OTIYMEG» MIO KOVTA OTOUG MPOWNOEUTEC Kal AIAVEUNPOUG Kal avadiagoppwvovTal ol

napadooiakEG ayopacTIKeEG ouvnBelieg (ECR Community 2020, Category Management Yesterday,

Today and Tomorrow).

MapayovTeg 6Nwc:

-n  ouykpion Twv TIHOV dIapopwv

eunodpwv o€ online gningdo,

-n avTioToixn nolikiAia (assortment) Twv
KWOIKWV OTO QUOIKO Kal To on-line
kataoTnua,

-n duvaToTNTa Kal N €UkoAia napadoong

TWV NpoidvTwy,

-N EUKOAOTEPN CUYKPION TWV MPOTACEWY
Kal npooQopwv TwV OIAPOPETIKWV

EUNOPWV.

-N €UKOAIG TOU KATAVAAWTN €iTe OTO

KIVNTO TOU €ITE OTOV UNOAOYICTH TOU.

-N aUECOTNTA TWV KOIVWVIK®V OIKTUWV TOU ENITPENOUV VA MNOPEI va KAAUWEI TIG aVAYKEG Kal Ta BEAW
Tou TaxUTEPA, EUKOAOTEPA, OIKOVOUIKOTEPA KAl VA NAPAMEVEl KAAUTEPA EVNUEPWHEVOC OE MOAU

MIKPOTEPO XPOVO.

Ta napandvw anoteAoUv kKaBoploTikoUg napdyovTeG yia To cUYXPOVO KATAavaAwTr Kal YNopei va Td
Bpel PYEOw Twv online ayopwv €vw n ayopacTIKn Tou €uneipia MeyloTonolsital otav pnopei va
ouvOUAOEl TIC AYOPEC TOU NAEKTPOVIKA, OTO (PUOIKO KATAoTNHA Kal Je Tn duvaToTnTa TnG napadoong

TWV NPOIOVTWY OTO ONHEIO EMNIAOYNAG TOU.

O ouvduaoudg Twv On-line ayopwv kal Tou QUOIKOU KATAOTAPATOG 0dnyei otnv avantuén Twv

noAukavaAikwv (multi-channel) ayopwv.
1.3 Ano 10 PUOIKO KataoTnua kal To Multi-Channel oto Omni-Channel.

And Tnv povadikn €niAoyrn ToUu (UOIKOU KATAOTAMATOG, TOOO YId TOUC MEAATEC OCO Kdl Yyid TOUC
eundpoug, n €EENIEN TG TexvoAoyiag (internet, kKivnTa TNAEQwva KAN) €dwoe Tn duvaTdTnTa yia Tnv
avanTuén diapopeTik®V kavaAiwv (eshop, facebook, amazon, ebay, katacTruaTa kAn) oénou, o€
apxIko oTadlo, To KABe £va AsiToupyei auTdévoua anod Ta unoAoina Kdl Katoniv o’ €va noAukavaAiko

(multichannel) nepiBaAAov.

To NAEKTPOVIKO KATACGTNHA €ival NPOEKTACN TOU QUOIKOU KATAOTANATOG, Apa NpEnel va O1aBETel Ta

idla XapakTnpIoTIKAa nou npocodiopifouv To QUOIKO KATACTHKA Kal napdAnAa va sivar QIAIKO yia To

xpnoTn.
6
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Mia Baagikr aduvapia Tng multichannel oTpaTtnyikng, gival n yeydAn méavoTtnTa dnuioupyiag alyxuong
Kal avopolopop®NnG ayopacTIKnG EMNEIPIAG MOU ouxVva aprvel Toug NEAATEG anoyonTeUPEVOUG and To
eninedo unnpeoi®v, OTav Ta JIAQOPETIKA KavaAia AsIToupyouv ave€aptnta f dev pnopouv va

ouvduaoToUV PETAEU TOUC KAl va CUUNANPWOEl TO €va To AAAo.

To Omnichannel anotéAeos Tnv €EEAIEN Tou multichannel woTe va napéxel opoioPop@EnN Kal CUVENN
XPNOTIKN €UNEIpiA yIa TOUC NEAATEC WIAG €Taipeiag o oAa Ta OiabEaipa kavaiia nwAnoewv (touch
points) kai marketing.

H kaBe eTaipeia nou avantuooel Tn Aoyikr) Tou omnichannel 8a npénel va pnopei va “evwoel” kai va
AUTONATOMOINCOEl TO CUYXPOVIOWO OAWV TwV d1abéaiywy onueiowv ena®ng (kavaAia snikolvwviag kai
UnNnNPECIOV PECW MIAg Kolviig omni-channel nAat@oppag AoyiouyikoU n onoia Ynopei va napéxel €va
KEVTPIKO cUoTnua diaxeipiong Twv anapaitTnTwv nAnpogopiwv (Npoidvta, anoBEuara, NeAATEG,
napayyehieg, npounOeuTéC KAN.), €iTe Pe Tnv d1aoUVOEON OAWV TWV EMPEPOUC CUOTNUATWY MOU
xpnoigonolei n etaipeia (erp, crm, scm, eshop, amazon, pos KAM.) PE PNYaviopoUg auTopaTou

ouyxpoviouoU Kal evNUEPWONG TV JEDOUEVWY TOUC.

EninpooBeTa, dnuioupyouvTal OAEC o1 81aC0UVOETEIG UE TA CUCTANATA TV AAAWV NAPOXWV KI ETAIPEINV
nou ouvepydadleral n €Taipeia yia Tnv dieknepaiwon TwvV NwANCswv Kal To marketing: Tpaneleg, online
payment gateways, METAPOPIKEG, sites oUykpIong TINWV, NAEKTPOVIKEC AYOPEC, KOIVWVIKA OikTua,
MNXaveg avalnTnong, npounOeuTEC.

AUTO nou euayyeAifovTal ol €Taipeic yia To omnichannel gival nwg 6a npenel va undpxel Yia oAIoTIKA
npoogyyion 1000 yia Tov Alavéunopo 600 Kdl Yid TOUG NPOPNBEUTEG. Me auTO ToV TPOMO TO AYOPACTIKO

Ta&idl Tou kGBe neAdTn eival NoAU nio eUKoAo kal cUVTOPO aAAd Kal NANPEG JE ENApKR NANPoPOpnon

Kal eEunnp&Tnon nou avaBadpilel Tnv NoidTNTA TNG AYOPAOoTIKAG EWNEIPIAG.

Multichannel Vs. Omnichannel

/ / \ \ “ . v ]
in
in \ /
Store Web Mobile  Social L

Eikova 1.3-1 Aneikovion n e€€AiEn and To Multichannel o€ Omnichannel.
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1.4 H €§€AiEn Tov avaAuoewv o€ eninedo BIG DATA & Data Mining.

To Category Growth Management cival pia yAwooa enikolvwviag HETA&U Twv Alaveunopwv,
npounOsuTtwVv kai Shoppers, Baciopévn oTnv NANpPogOpnoN Kai TNV avaiuaon OToIXEIwV.

Ta npwTa xpovia n npocBacn ornv nAnpo@opia ATav dUOKOAN KAl 0 OYKOG NTAv NEPIOPIOPEVOG. H

€EEANIEN TG TexvoAoyiacg kal n eUkoAn npooBaocn oTnv nAnpogopia divouv anepidopioTeC duvaToOTNTEC.

And TNV NAeupd Twv AIQVEUNOPWV N NAnpogopnon MWnopei va npoéABel ano Ta POS, TIC KAPTEG
noToTNTAC, TAa online KATACGTAKATA, TA KOIVWVIKA JikTuad Kal and TNV NAEUpd TwV NPOoNNBeUT®WY ano

£€peuvec shopper, CRM gpyaleia, kal Ta KoIvwvika dikTua.

'OAd Ta napandavw divouv NAnBwpa nAnpo@opnaong, N onoia €ival o NoAU pyeydAeg noodtnTeg (Big

Data) kal n peyaAn npokAnon nou avadueTal gival autn Tng a§ionoinong Tne.
H MeydAn MAnpopopnon (Big Data) napéxel Tn Baon yia To Category Growth Management.

O1 €&eAi€eic Tnc TeEXVOAOYiag
odnyoUV TNV KaivoTopia aOTO
Alaveuynoplo. H  euneipia  TNG
EIKOVIKNG MnpayuhartikotTnTag Oa
OUMBAAel akoOun KaAUTEpa OTIC
@INodOoEiec / avdaykeg Twv

KATAvaAwToV.

Me Tnv &ic BadBoc kaTavonaon Tou
Shopper ©6a eivar duvat) n

JeTABaon ano To anpdowno OTo

npoownonoinuévo marketing pe
Tn Xpnon epyaAsiov Texvntig Nonupoouvng yia TNV anoAuTn npdTaon yia Tov Kabe &€va Shopper.
SnuavTikn npoUndBson yia TNV e@apuoyn epyaAisiov TexvnmiG NonupooUvng eivar n MeydAn
MAnpo@opnon (Big Data).

H ouvepyaoia Twv AlaveERNOpwV HE TOUG NPOUNBEUTEG oToXeUEl: 1. oTnV BEATIOTOMNOINON TWV EMNIAOYWV
Tou Shopper pe BAon TIG OIKOVOMIKEG TOU duvATOTNTEG 2. oTNV NpdTACN Yia TNV Kabs Katnyopia npog
Tov Shopper, 3. oTnv €ukoAia va ayopdoel Ta NpoiovTa Peoa ano dIaQOPETIKA OnueEia kal va Ta
napaAdBel 6nou embupei kar 4. otn duvaToOTNTA VA EMIKOIVWVEI TIG AUCEIC TNG KaTnyopiag péoa katd

Tn d1dpKela Tou ayopacTikoU Tou Ta&idiou.



OAHIOz NAPOYZIAZHZ & XPHZHZ TOY CATEGORY GROWTH MANAGEMENT

1.5 Category Growth Management kai o1 Taoeic nou daAAalouv TIg

ayopaoTIKEG OUVHOEIEG.

1.5.1 KUKAIKN oikovopia

H npooTtacia Tou nepIBAAAOVTOC, Ol AVAVEWOIYEG MNYEG
EVEPYEIAC, Ol WEIWMEVEG EKMOUNEG pUNWY, N avakUKAwON
OUOKEUAOI®V Kdl YEVIKA TO nNeEPIBAVTOAOYIKO anoTunwua
€ival KAnoleg ano TIG EVVOIEG Ol OMOIEG ONUEIVOVTAl OAO Kal
NEPICOOTEPO OTNV KABNUEPIVOTNTA va ennpealouv o€ Neyalo
BaBuo TIC ANOPACTEIG TWV KATAVAAWTWV Kal OTIG EMNAOYEC TWV
npoiovTwv nou 6a ayopacouv. H KUKAIKNA olkovouia gival yia
and TI¢ Taoslg nou Oa naifouv MoAU onuavTikdo pPOAo aTn

dlauopPwon VEwV Katnyopiwv oTo AIQveUNoplo.

Eival n perapaon ano pia oikovopia «cowboy» o€ pia oilkovopia «spaceship» (The Economics of the
Coming Spaceship Earth - Kenneth E. Boulding, 1966).

H oikovopia Tou cowboy, anuaivel 0TI o1 ETAIPEIEC KAl O KATAVAAWTEG Nou anapTi(ouv Pia olIKovopia,
BewpoUv OTI Ol PUOIKEG NMNYEG €ival aveEavTAnTeg kal OTI n @UON PNOoPEl va anoppo®naosl oAa Ta

andpAnTa pac.

Ano TNV aAAn OPWC N OIKoVopia «spaceship» a@opd o Yid olkovouia ornou ol avepwnol eE0IKovououV
Kal enavayxpnoigonololv ayadd kai evépyela Onwc akpiBwe KAVEl €vac aoTpovauTng oTav eival o€

Tpoxid.

Anod To Nwg oxedialoule, NAPAYOUHE Kal XPNoIgonoloUUE npoidvTa €wG oTO NWC va PEIWOOUME Td

andBANTa pag diaTnpwvTag Tov NAavnTn pHag kabapo.

1.5.2 O1 emidpaceig Tou COVID-19 oto Category Growth Management.
lMNa TouGg KATavaAwWTEC N NPWTOYVWPN EWMEIpia KAl Ol MApATETAMEVEC I01AITEPEC OUVONKEG TNG
navdnuiag COVID-19 enépepav dpapaTikeG aAAayEc 0oov apopd oTnV ayopdaTiKr TOUG CUMNEPIPOPA,

OTIC NPOCdOKIEC Kal TIC a&iec nou WYaxvouv OTIC ayopEC TOUC.

SUppwva Pe TNV npoopatn exkdoon Tou ECR Community kai TiTAo «Category Management
Yesterday, Today and Tomorrow», (2020) Td ayopdoTika Ta&idla Kdl ol anooTOAEC, Ol
ayopaoTIKEC OUMEPIPOPEC Kal Ta kaAddia ayopwv €xouv aAAa&el dpapaTikG evw napdAAnAa n
nioToTNTa O nNpoiovTa, brands, oe retailers aAAd kal n €iKOVa TwWV KATACOTNMATWV €ival nAEov e

heyaAn aotdbeia.

Eival avapevopevo nwc PETA Kal TNV navonuia Kanoleg and auTeg TIC aAAayEc B8a EexaoTouv aAAd

kanoleg aAAec Ba napapeivouyv, dIAUOPPWVOVTAC £VA VEO ayopaaTIKO nepIBAAAOV.

Ano auTeg TIC aAAayEG Nou avapévovTal va napapsivouv gival ol €ENG:


https://www.dropbox.com/s/2cq4zp83ksc0qn0/2_Boulding-1996-The-economics-of-the-coming-spaceship-earth.pdf?dl=0
https://www.dropbox.com/s/2cq4zp83ksc0qn0/2_Boulding-1996-The-economics-of-the-coming-spaceship-earth.pdf?dl=0
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e OI KaTavaAwTeC Ot nepiodouc aBePfaldoTnTag €ivalr mo anaTnTikoi aAAd npoTigoUV va pnv

PIOKAPOUV HE TIG ENIAOYEG TOUG KAl WAXVOUV akOun NEPICOOTEPO yia To value-for-money Twv

ayopwv Toug.

e MeydaAo NoCOOTO TWV KATAVAAWTWY Nou doKigaoav TIC NAEKTPOVIKEG ayopEG Ba napapeivouv

o€ auTn Tn ouvnOeia.

e O1 Shoppers 8a ayopalouv NnePICOOTEPA YHVIA ava ayopaoTiko Tagidi kal 8a npoTipdve

Td KATACTAHATA NOU gival nio KovTa o€ auToUc.

e Ta VOIKOKUPIA, AOYW Kal TWV KOIVWVIKWV MNEPIOPIOP®V Kal TwV napateTayevwyv lockdowns
ENEOTPEYAV OTNV MPOETOINACIA TOV YEUHATWV TOUG OTO oniTl. AuTO ekTipdtal nwg 6a

d1aTnpnOsi, TouAdyxioTov o€ €va BaBuo, NETA Kal nv navdonuia.

e H navdnuia COVID 19, aAAa&e
OUVHBEIEC NPOCWNIKNAG
UYIEIVAG Kal ppovTidag
Kabw¢ Kal akoun NepIooOTEPO
TIG S1aTPOPIKEG OUVNOEIEG
TWV KAaTavaAwTwv (HE TN
AOYIKN TNG evioxuong Tou
avoaolonoInTIKoU ToUG

OUQOTHHATOC).

o TEMOC 01 KATAVAAWTEG EMIAEYOUV
brands kai retailers ye akdéun nio auoTnpad Kpitpia, and To NapeAdov kal divouv PeyaAUuTepn
onuaocia katd néco napoucidlouv éva KAAO & UNEUOUVO KOIVWVIKO NPpOcwWNo Kdali

avanTuUooouV NPwWTOBOUAIEG KOIVWVIKAG EUOUVNG.

To Category Growth Management pynopei va Bon@nosl otnv ogaAoTepn peTABaon otnv YeTa-CoOVID
nepiodo HEow Tou enavanpoadiopiohol ) Kal TNG avadiaudpPpwaong NPoiovTIKwY Katnyopiwv, HE TV
gnava&ioAoynon Tou poAou KAanolwv and auTwv Kal TNV Mpoodppoyr VEWV OTPATNYIK®OV OTnV

NPOCEyYIon TNG avanTuéng Tng kabe Katnyopiac. (ECR Community 2020, Category Management

Yesterday, Today and Tomorrow).

10


https://www.dropbox.com/s/p33qvcj0ltwddh4/1_ECR-Report-Sept-2020_Final-Nov-2020.pdf?dl=0
https://www.dropbox.com/s/p33qvcj0ltwddh4/1_ECR-Report-Sept-2020_Final-Nov-2020.pdf?dl=0
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2 AnaiToupevec €peuvec yia To Category Growth Management

O1 €peuvecg nou xpelalovTal yia Tnv epapuoyn Tou Category Growth Management diakpivovTtal o€ dU0

a&oveg, avaloya pe Tnv €€eidikeuon Kai To Nedio epapuoyng nou anaiTeitar aAAd kar Tng pebodoloyiag

nou spapuoleTal.

2Tov agova Tng &eidikeuong diakpivovTal TPEIG TUMNOI EPEUVWVY NMou dlagoponolouvTal avaAoya PE To

nolov a@opoulV : ToUG AIaVEUNOPOUC, TOUG NPOPNBEUTEC I KAl Toug OUO ouvEPYATIKA.

>Tov a&ova Tn¢ pebodoAoyiag onou diakpivovTal NPooEeyYIoeIC Nou noikiAouv avaloya He To €idog Twv
d1aBeaipywyv Oedopévwy (MoloTikd/moooTika) aAAd kai, mBavov, diabéoipa panel xpnoTwv nou

Mropouv va odnyrnoouv g anoTeEAECUATA NoU Npoa@EpPouV agia.
2.1 Opadonoinon Baocel eE18ikeuong kal Nediou epapHoOynG

2.1.1 'Epeuveg AlavEPNopwV
H npwTn katnyopia epeuvwv agopd OTIG EPEUVEG TwV AIAVEUNOPWY, Ol ONoieG uAonoloUvTal €iTe ano

TOUG idI0UG TOUG AIGVEUNOPOUC EITE GUVEPYATIKA PE TOUG NPOPNOEUTEC.

>KoMNOC aUTWV TWV EPEUVMV €ival 0 NPoadIopIoUOC Kal n avaluon Tng CUUNEPIPOPAg Twv Shoppers
NPOKEINEVOU VA avayvwpioouv nio anodoTikd TIC avayKeg Touc. EidikdTepa, evdiagEépov anoTeAEl o
TpONo¢ kal To kavaAl (Quaoiko kartaotnua/online) nou avalntei o Shopper Ta nNpoidvTa Kal TIG

KaTnyopiec nou npoo®Epel 0 AIAVEPNOPOC YETa and To JiKTUO TWV KATACTNUATWY Tou.

>TOX0G QUTWV TWV EPEUVMV €ival 0 NPOCdIoPICHOC TWV OTPATNYIKWV EUKAIPIOV YIA TOV AlIAVEUMNOPO
Kal o &vToniohgog Twv Shoppers (target groups) oTouc onoiouGg aToxeUel ava KavaAl

(puaikod/online/Omnichannel).

2.1.2 'EpeuveG npopnBeuTWV

H deUTepn kaTnyopia apopd OTIC EPEUVEC TwV NPOPNBsUTWV Yia TIC KaTnyopieg nou Toug apopouv.
SKonoC auTwV TwV EPEUVMV €ival n avaAuon TnNG OCUMNEPIPOPAC TWV KATAVAAWTOV TV
OUYKEKpPINEVWY KaTnyoplwv, yEoa ano €va 360° omnichannel nepiBaAAov, To onoio nepiAauBavel Tn
OUMNEPIPOPA TOU KATAVAAWTH, NPIV EMNICKEPTEI | WMNEI OTO KATAOTNHUA Kadl KaBoAn Tn dl1dpkela TNG

ENIOKEWYNC TOU NECA OTO KATAoTNUa aAAd Kal oTn cUupPnepIpopd Tou OTav guyel and auTo.

AKOUN MeEAETOUV NwC ouvdEovTdl Ol avaykeC Twv Shoppers pe Tov TpOMo nou ayopdalouv TIG
OUYKEKPIPEVEC KaTnyopiec, kabBwg kal o opiohog Tou TI avTiAapBaveral o Shopper wc¢ KaTtnyopia. H
epappoyn TexVikwv €EO0pUENG (data mining) yvwong kai €niXEIpnPATIKNG avaAuTikng unopolv va
NPooPEPOUV NANPOPOPIa yia TOV CUOXETIOUO MPETAEU KaTtnyopi®wv, KATI nou odnyesi kal oTov

XWpPoTa&ikd axediaouo Touc.

AMOTEAECUA AUTWV TWV EPEUVWMV €ival 0 opIoNOC TwvV Kartnyopi®wyv, Kal n npotacn oxediaohou TwV
papInV HPE Bacn TIC avaykec Twv Shoppers O00ov agopd OTO QUOIKO KATAOTNMA, AAAG Kal aTn

dlapopPwaon TNG eIkOvag kal TnG doung (wireframe2) Tou online kKATAOTANATOG.

2 H oxnuarikn ansikdvion Tng dounc evog website i evog online shop
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ECR ...
EFFICIENT CONSUMER RESPONSE

IdiaiTepn avapopd xpridel n anodoTIKOTEPN KATAvONon TNG CUNnepIpopdc Tou Shopper ata didgopa
oTadia Tou omnichannel nepIBAAAOVTOG, MPOKEIMEVOU va NPooeyyloToUV Kal va €EunnpeTnBouv ol

avaykeg Tou.

2.1.3 JuvePYaTIKEG EPEUVEC AIQVEUNOPWY KAl MPOPNOEUTWY
H TpiTn katnyopia a@opd oTIG £€peuveg Twv Alavéunopwv & Twv MpounbsuTtwv yia Tic Kartnyopigg

KoIvoU evOIa@EPOVTOC OTA KATAOTAKATA TWV NPWTWV.

SKonoC auTwV TWV EPEUVWV E€ival n karavonon TwV avaykwv Twv Shoppers kal €ukaipiov
OUYKEKPIMEVWV KATNyopIwV OE OUYKEKPIPEVO AIGVEUMOPO. STOXOC €ival N anodoTIKOTEPN KATAvONnaon,
n e€unnp&Tnan, n Ikavonoinon kai n dIEUKOAUvVON Twv Shoppers TOoo aTnv nAorynon ornv Karnyopia

000 Kal oTn ANYn TNG ayopacTIKNG TOUG anogpacng.

I31aiTEPO NAEOVEKTNHA TWV COUYKEKPILEVWYV CUVEPYATIKWV EPEUVMOV ANOTEAEI N €EEIOIKEUPEVN YVWOON
yUpw and Tnv KaTtnyopia nou d1aBeTel o MpounBeuTnG Nou o€ ouvOUAONO PE TO AIQVEUNOPO KNOPOUV
va epunveloouv Mo anodoTiKa Ta EUPHNATA TETOIWV PEAETWV KAl vd OKIAYpaProouv KAaAUTEPA ToV

Shopper pali pe TIC avayKeg Tou.

O1 €peuvec auTéC oupBalouv oTo va eniTeuxBei TOOO N avanTuén Tng kartnyopiag 6co kai n dnuioupyia
VEWV opadwv (segments) Shoppers wg andvrnon oTIC VEEC avayKeg nou avaduovTal. AnoTEAeoua
auTWV TWV EPEUVMV €ival n andkTnaon XpHoidwy dedoPEVWY YIA TOV OPIOUO TOU pOAOU TNG KaTtnyopiag
Kal Tnv avanTtu&n otpatnyikwv Category Growth Management OTIG OUYKEKPIUEVEG KaTnyopieg aTo

OUYKEKPIPNEVO AIQVENNOPO.

Zuvepyartika

,weaumq

MNiavEépnopoc

ZKonog
AvaAucon cupnspigpopdg
ayopacTWV CUYKEKPIPEVWV
KaTnyoplwv uéoca oro 360°
omnichannel nepiBaiiov

AnoTtéAsopa

-OpIoHOG KATNyopIWV
-MpoTaon nAavoypapparog
-MpoTaon dourg as online

KaTacTrnHaTog

ZKonog

KaTavonon avaykwv
ayopaaTmv
Avayvmpion sukaipiov

AnoréAsopa
-OpIoNOG pOAOG
kaTtnyopiag
-Avayvwpion VEwV
avaykwyv

Oplopog vewv segments

ZKonog

Mpoadiopiopog kal avaiuon
CUMNEPIPOPAG Kal avaykwv TwV
ayopacTwyv

AnoTtéAsopa

-ZTPaTNYIKEG
gukalpieg
-EvToniouég
ayopacTwVv oTOXoG
ava kavali

Sxnua 2.1-1. Eidn epeuvwv nou anaitouvrai yia To Category Growth Management
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2.2 Opadonoinon Baocel peBodoAoyiag & EpeuvnTikng NMpoogyyiong

Mia deUTepn opadonoinon Twv gpeuvwv €ival Bacel TG peBodoAoyiag Toug kal KATd CUVEMEIQ TNG
TEXVOYVWOIAG Mou anaiTeital kabwg kal Tou kOOTOUC mpayparonoinong Toug. Me Bdon autn Tnv

opadonoinon, ol Napandavw £PEUVEC dIAKpivovTal OTOUG AKOAOUBOUC TUNOUG EPEUVMV :

2.2.1 'Epeuveg Ad-hoc noooTikec (Surveys)

>KonoOGC auTWV TWV EPEUVWV, Nou ouvhOwc Pacilovtal o epwTRHATOAOYIA (UE OUVEVTEUEEIG ME
(PUCIKN napouacia €iTe oTo KATACTNHA €iTE €KTOG N online auToouunAnpwaon), gival va karaypawouv
TIG anOWeIg KAl OUVABEIEG avTINPOOWNEUTIKOU apiBpol epWTWHEVWY ONwG diaTunwvovTal Hid

OUYKEKPIKEVN OTIVHA.

MpokKeITal yia TIG NAEOV BACIKEG KAl NPOCITEG EPEUVEG, Ol OMOIEG KATAYPAPOUV GUUNEPIPOPEG OXI OPWG
kal Taoeig napd YoOvo €av uNApXouV I0TOPIKA aTolxeia yia auykpion. TEToIEC, gival ol €épeuvec Image

Studies kai o1 £épeuveg Usage & Attitude.

E1dikOoTEPA, oI Image Studies xpnoigonoloUvTal yia TNV avayvwpion OXETIKWOV EVVOIMV UE TA NPoiovTa
onwc n a&ia nou NPooPEPOUV, N XPNOTIKOTNTA TOUC KAl N noloTnTa nou Ta Xapaktnpilel. O1 €peuveg
Usage & Attitude xpnoigonoioUvTal yia Tnv Karavonaon Tng EAKUCTIKOTATAC EVOC NPOoiOVTOC Kal yid ToV
EVTOMIOUO EUKAIPIOV €EeTAlOVTAC PWOTIBaA Nou NpokUNToUV PETa ano dedopEva NWANCEWY, XPHONG ToU

npoiovTog f avtiAnwng Twv Shoppers yiI’ auTo.

2.2.2 TOIOTIKEC EPEUVEC
SKoMNOC QUTWV TWV EPEUVMV €ival N KaTaypagpn andPewv PIKpoU deiyNaToC EPWTWHEVWV KAl KUPIWG

N Kataypagn Tnc YVWHNG Toug Yia ouykekpigéva Concepts kal ISEeG.

Mapadeiypata ano diapopa YEoa Ta onoia eNITPENOUV dIsEaywyr TETOIWV EPEUVWV Eival Ol EPEUVEG
nou oOKlaypa®ouv Kdl daneikovifouv To MpogiA Tou katavaAwTn Kabwg kal Ta focus groups

KATavaAwTov.

2.2.3 MOCOTIKEG EPEUVEC

SKOMOC AQUTWV TWV EPEUVWV N eEaywyr NANPOPopIiac OXETIKA HE TN CUPNEPIPOPA TwV Shoppers Peoa
and dedopEva nou CUAAEYovTal and TIC ayopEC NpoidvTwy nou BpiokovTal oTa KaAdbia Toug TOOO o€
(PUOIKG 600 Kal Ynelaka karaoThuaTtd. O €pEUVEC AUTEC, O OUVOUAOUO HE TEXVIKEC ENMIXEIPNHATIKAG
AvaAuTikinG (Business Analytics), pnopouUv va ouvdpduouv OTNV anavrnon epwTnUATwV nou
B£TOVTAl NPOC HEAETN KAl va napdyouV yvwaon n onoia 8a CuveloPEPEl OTNV ANOTEAECUATIKOTEPN ANWn

anopAcswyv ano Toug AIaQVENNOPOUC Kal NPOoPNBeUTEC UE OTOXO TNV €EunnpeTnon Tou Shopper.

2.2.4 ZuvOUdOTIKEG EPEUVEG
SKoMnOC AQUTWV TWV EPEUVWMV €ival va cuvdUAoouV ENINEPOUC HEBODOUC MPOKEIMEVOU VA PEAETHOOUV

oTolxeia Kal 10gec Ye 101aiTepn NOAUNAOKOTATA Kal va €EAyouv nio oAoKAnpwuEva suphpaTa.

Ta NA€OVEKTANATA €EQAPHOYNG TETOIWV EPEUVMV apopoUV aTn duvaTtdTnTa oUyKpPIonG dIaPOpPETIKWV
TUNWV O£OOUEVWY, OTOV EUNAOUTIONO Oe3OUEVWV KAl OTNV AMOTEAEOUATIKOTEPN KATAVONON AUTWMV.

QoT600, KaTda Tn dIe€aywyn aUTOV TwWV EPEUVWYV ANAITEITAI N EUNAOK EISIKEUPEVWV EUMEIPOYVWHOVWV
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ol onoiol pnopoUv va diaxelpioToUVv Kal va €punveUOOUV TNV MOAUNAOKOTNTA TNG a&loAdynong Twv

uno PEAETN JIAPOPETIKWY TUNWV JEOONEVWV.

2.2.5 Panel Noikokupiwv

Ta Panel Noikokupiwv e€ival n dnuioupyia piac opadag (panel) volkokupiwv oTa onoia
napakoAouBoUvTal Kal Kataypd@povTal CUYKEKPINEVEC AYOPATTIKEG KAl KATAVAAWTIKEG TOUG OUVNBEIEG
yla €va HEYAAo XPoviko OI1aoTnua. 2KOMOG auTwVv TWV E€PEUVWV, MOu eival mo danavnpeg Kal
anaiTnTIKEG OTN CUVTAPNON TOUG, €ival N KAaTaypa@r KatavaAwTIKAG CUNNEPIPOPAC yia E&va onuavTiko

XpovikO didoTnua, apa n ansikévion PepIdinwv ayopdc, nioTdTNTAG, TAOEWV, CUMMEPIPOPAG KA.

O1 €peuUVEC QUTEG, JE TNV €EEAIEN TNG TeEXvoAoyiag kal véwv unnpeaiwv (n.x. online & mobile), yivovTal
no TnpooITEG ME AUEOa danoTeAéopata o€ AlYyOTEpo XPOvVo Kal ME MOAU peyaAUTepn Baon
OUMHETEXOVTWYV. Me autd To TPOMO MNPOCPEPOVTAl MANPOPOPIEG OXETIKA ME TNV KATAVAAWTIKA
OUNNEPIPOPA TWV CUUUETEXOVTWV WE aigbnTd PIKPOTEPO KOOTOG KAl JEYAAUTEPNG KAINAKaAc eEaywyng
yvwong.

2.2.6 ZwvTavn napatnpnon KatavaAwTikng cupnepipopdc (Accompanied studies)
SKoMNOC TwWV EPEUVWV AUTWV Eival N €Eaywyn yvwonG OXETIKA JE TOV TPOMO NOU CUMPMEPIPEPOVTAI Ol

Shoppers katd Tnv ayopd npoiovTwv | UNNPECIWV.

H CwvTavn napaTrpnon npoUnoB£Tel TNV NadnTikr napakoAouBnon Tou Shopper kad’ oAn Tn didpkeia

TOU ayopaaTikoUu Tou Ta&idiou.

2.2.7 To Aevtpo AyopaoTikng Anogpaong

To AévTpo AyopacTikic Andgaonc, ovoudadeTal Kal NpoiovTiKn lepapxia, (anoTunwveTal ouvndwg s
ypa®Ikn eneikdvion) Bondasl Toug NPoPNBEUTES KAl TOUC AIAVEUNOPOUC VA KATAAGBOUV NWG OKEPTETAI
KI eMNIAEyel 0 Shopper KaTa To ayopaadTIKO Tou Ta&idl Kal Nw¢ ayopalsl TIG CUYKEKPINEVEC MPOIOVTIKEG

KaTnyopiec.

MNa Tnv oklaypdpnon Tou J&EVTPOU ayopacTIKAG anogaonc 6a npenel va €xel nNpoodIopIoTEi,
avTioToixa, n npoiovTikf KaTtnyopia. AuTr n diadikacia noikiAAel kal eEapTdral ano Tnv avaykn Tou
Shopper kal TIC ouvBnkeg 6NwC n.x. Nolog €ival o Shopper kal To €ido¢ TNG avaykng nou BE€Ael va

KaAUyel aAAd kal To €id0G Tou KaTaoTrUaToC oTo onoio 8a eMAEEsl va KAvel TIG AYOPEC Tou.

H xpnoipoTnTa Tou Aévrpou AyopaoTiKAG ANOQAcnG

e BonBa otn diauop@waon Kal oTnv TonoB£Tnon Hiag NnpoiovTiknG KaTnyopiag oTto kKataoTnua.
e SUMBAAAEI oTo OXEDIA0NO TWV NAAVOYPAPHATWY KAl T dauop@waon Twv d1adpouwy.
e [apéxel noAUTIUN NANpogOpnon yia Tn diadikacia Tou merchandising.

e EvTonilel duvnTika Keva oTn yKaua tTng Katnyopiac kal sukaipieg yia eninAéov Kwdikouc.
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EFFICIENT CONSUMER RESPONSE

v T ngpIAauBavel n
Katnyopia

¥ Tolgg oI AVAYKEG
Katnyopiag

¥ Znuaoia Katnyopiag

v Taoeig Katnyopiag

v Mwg TV AvalnTdsl

0 ayopaoTng

+ Household Panel
« Shopping Habits
«Image Study

« Retailer Database

" Nwg yovite
KaTnyopieg
Mati yovidel Tnv
KaTnyopia oTov
Navéunopo;

" TNati yovicel Tnv
Katnyopia oo
Karaotnua n online
Mold epeBiopata
TWV ennpealouv

" Nwg anopacilel
OTO (PUTIKO i OTO,
online pagi

Observation Studies

+ Accompanied

Shopping
Image Study
Household Panel

v Mo16g givai

v Mo1o KavaA Wwvidel
v Mou Wwvilel

v Mg Wovidsl

v TNari Ywvile

v' Moia Avaykn KaAonrel

* Shopping & Attitude

* Perception Studies

* Purchase Decision Making
Trees

« Natural Grouping
* Retail Audits
= Scanning Data

« Industry Surveys

Shelf Stud
« Global Retail References 5 .

Group Discussions

Eikova 2.2-1 Baoikd spwtnuara yid Tnv Ka8e nAeupd kai ouvouaoTIKd Kal 0l KATAAANAEG EpEUVEC o€ KABe
nepinTwon.

2.3 To AyopaoTiko Ta&idi

O1 Ailavéunopol npoonaBolv va kepdioouv Toug Shoppers pe S1aPOPONOINKEVEG MPOTACEIG KAl
NPOCPOPEG, CUYKEKPIKEVN OOMN KAl apXITEKTOVIKN TWV KATAOTAMATWY TOUG, €ITE OTA QPUOIKA EITE OTA

online kataoTrpara.

Ta napandavw, €ival BacioyEéva Ot OTOIXEId MOU MNPOKUNTOUV and Tn MEAETN TOU AyopPACTIKOU
Ta&1810U Twv Shoppers nou &kKivasl anod Tn oTiydn nou avtiAauBaveral o Shopper Tnv avaykn Tou

MEXPI Kal TNV a&loAoynon TG ayopaoTIKnG eYneipiag UOTEPA Kal ano Tnv ayopd.

H yvwon Tou ayopacoTikou Ta&idiou Tou Shopper pnopei va ennpedoel kai va dIAUOPPWOEl TN
d01adpacTikdTNTA, MEoa anod Ta epebiopaTta kar ynvuuaTta and Tnv nAeupd Tou Alavéunopou. Ta
MNvUPaTa autd npogpxovTal and To nio ouyxpova KavaAia enikoivwviag onwg Ta Kolvwvika dikTua Kal
TIG MNXAavEG avalnTnong aAAd kal nio napadooiakd péoa 6nwg n TNAeonTIKnA dlagriuion, To padidPwvo
N Kalr Ta uAAadia.

Ta BripaTa Tou ayopacTikoU Ta&idiou Tou KatavaAwTr-AyopaoTr anotunwenkav To 2011, ano 1o ECR
Community Europe kal og peyaAo BaBuod nrav BacioueEvo oTo KAAOIKO HOVTEAO AyopacoTIKAC ANo@acng
Twv Engel, Kollat & Blackwell (ECR Community Europe, 2011, The Consumer and Shopper Journey

Framework).

H apetnpia Tou Ta&idioU opileTal Tn OTIYKN NMOU O KATAVAAWTNG avayvwpilel yia avaykn nou npénel
va KaAUWel yia KatavaAwaon r yia Xprnon CUYKEKPINEVNG NpoiovTikAG Katnyopiag. AuTtn n avaykn

EVEPYOMOIEI HIa ogIpd ayopacTIKWV ano@Acewy, Ol OMOoIieC HETATPENOUV TOV KATAVAAWTH o€ Shopper.

15


https://www.dropbox.com/s/kmuq46tw3qojs0d/2_the-consumer-and-shopper-journey-framework-.pdf?dl=0
https://www.dropbox.com/s/kmuq46tw3qojs0d/2_the-consumer-and-shopper-journey-framework-.pdf?dl=0

CR ... OAHIOz NAPOYZIAZHZ & XPHZHZ TOY CATEGORY GROWTH MANAGEMENT

EFFICIENT CONSUMER RESPO

AUTEC ol ano@Aceig UNayopeuouV [id osIpd EPEUVMV YIa avadnTnaon, €KTinon kai avabswpnon Twv

NPOIOVTIKWV KATNYOPIWV Nou Ba KaAAUWOUV auTEG TIG aVAYKEG.

MNa napadelypa, n ayopaaTikn AnooToAr yia JIa GUYKEKPIKEVN npoiovTikn KaTtnyopia kateuBuvel Tov
Shopper o€ pia eniAoyn Tou €idoug Tou KavaAioUu Kal TOU KATaoTAUATOG nou BEAel va kaTeuBuvoei

(NAEKTPOVIKO i} PUOIKO KATAoTNUA).

AkoAouBei n eniAoyn TNG ayopdc CUYKEKPIPEVNG NPoiovTIKAG KaTnyopiag kal TEAIka n anogaacn yia 1o
nw¢ 6a ayopaoTei To Npoidv kal Nw¢ 8a To napaAdper (ano Tov idio | 6a To napaAdBel oTo XWPO

ToUu).

To ayopaoTikd Ta&idl oAokAnpwveral 6Tav o KAatavaAwTng a&loAoyei Tn OUVOAIKR ayopacTIKr Tou
EUNEIpia € OXEON UE TOV NPOIdV Kal To Alavéunopo, SIauopPWVOVTAC £TOI Jia BeTIKN 1 AlyOTEPO BETIKN
gikova, dIauopPwVOVTAG NapaAAnAa Kai TIC HEAAOVTIKEG NPOCTOOKIEC TOU.

1. O KaravaAwTng /

Shopper B¢éAel va
KaAUWel pia avaykn

noI1oI1

nos ....Eival o1 KatavaAwTeg
....a§loAoyouv Tnv kair ol Shoppers;
ayopd Toug;

2. O KatavaAwTng /
6. O KaravaAwTng / Shopper
Shopper a&ioAoyei ennpealeTal oTIq
TNV ayopa Tou £MIAOYEG TOU

TO TAZIAI TOY riATI
1;\1 KATANAAQTH / ....KATAavaAmvouv;
- ENIAEYOUV SHOPPER = ... oxedialouv éva

va ayopagouyv; ayopacTiko Ta&idi;

3. O KatavaAwTng /
5. O Shopper _K(’Jva Shopper
TNV ayopa anoagailel Tnv
AyopaoTikn Tou
ANOGCTOAN
Mnyr: ECR Europe Consumer & Shopper Journey Report 2011

noy
4.0 S'hopper ....ano nou eniAéyouv va
EMIAEYEI TO ayopacouv;

OUYKEKPIMEVO KAVAAI

Kal KaTaoTnua

>xnua 2.3-1 Ta Brnuata Tou AyopaoTikou Ta&idiou Tou KaravaAwtn / Shopper — ECR Community Eupwning
2011.
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3 H WuxoAoyia Tou Shopper

Ta TeAheuTaia 10 xpovia &vag VEOG 0poG €xel NpoaTebei aTnVv €pnopikn OIGAEKTO KAl AUTH €ival n

WuyxoAoyia Tou Shopper. O 6pog dnuioupyndnkKe JETA ano NOAAEG YEAETEC napaTrpnong Tou Shopper
oTov Tpono nou avTidpd cUNPWVA KE TIG aloBNOEIG TOU, TNV EUNEIPIA KAl TNV KOUAToUpA. XTnv ouadia
Habaivoupe Tov TpOMo nou avTiAauBaveTal, napatnpei kar ano@acilel To Npoidv rnou maoTelel OTI TOV
IKavonolei oUP@Wva HPE TIC avaykeg Tou. AElonolwvTag auTn Tn yvwon PNopoUdE va NPOopPEPOUNE
BeATIwHEVEG AUCEIC aTo TeEAIKO anodekTn (Shopper) yia NeyaAUTepn €ukoAia kal Tnv IKkavonoinaor| Tou

oUNPwVa Ye auTtda nou avadnta oro (off-line & on-line) onueio nwAnonc.

H yvwon Tng wuxoAoyiag Tou Shopper pnopei va a&onoinBei T000 0Ta QUGCIKA 000 kal ota online

KaTaoTnuaTa.
3TIC NAPAKATW Napaypagoug 6a avaepbouv oe 3 Bacikég Bewpiec TNG WuxoAoyiag Tou Shopper.
3.1 O1I nePIOCOOTEPEG ENIAOYEG JeV €ival anapaiTnTa KAAUTEPEG yid TOV

Shopper «Less is more — EE0pO0A0yIOHOGC anodoTIKoU Kw3IKOAoyiou»>.

Ynapxel pia weudaiobnon nwg divovTag nepICoOTEPEC €NIAOYEC OTOUG Shoppers 8a Toug €ival nio

€UKOAO va Bpouv auTod nou akpiBwg BEAouv.

'Epeuveg £xouv anodei&el Nnw¢ undpxel 0pIo TNV avTiAnWwn Twv €NIAOY®WV Tou Shopper Kdl 0 HEYAAOG
apiBuodc enihoywv, mbava, va Tov odnynoel otnv partaiwon / avaBoAn n Tnv au@ifoAia o1l €kave Tn

owoTn €mAoyr HETA&U Twv TOOWV AGAAwv (Iyengar S. & Lepper M., 2000, When Choice is

Demotivating: Can One Desire Too Much of a Good Thing?, Journal of Personality and Social

Psychology)

'OUWC, OCEG NEPIGAOTEPEC ENIAOYEC divovTal oToug Shoppers TO00 NEPICCOTEPO XPOVO KAl Npoondabeia
NPEMEl va dQIEpPWOOUV OTO VA KATAANEOUV O Hia TEAIKN €NIAOYN Kal oTo TEAOC, niBava, Ba €xouv Tnv
apQIBoAia €av TeAIKA €kavav Tnv KaAUTepn duvarr €niAoyr YEOA OTIC TOOEG AAAEC. AUTO ovouddleTal

«napaiAuaon NnoAAanA®V eniAoywv».

Oa npénel va yiveTtal evOEAEXNG KI ENNEPICTATWHEVN KATAYPAPN KAl avaAuon TnG KABs npoiovTIKAG
Katnyopiag yia To nooec eMAoyEC yeoa oTnv KaTtnyopia €ival ol «BEATIOTES» yia TNV YPuxoAoyia Tou

Shopper.

AM®OTE Ggiyoupa n Bswpia Tou Less is More (eEopBoAoyiouoc anodoTikoU KwdIKOAOYIOU) CUHPWVEI
ME TNV, €niong, Baoikr ouvBnkn Tou Category Growth Management kal oTOX0G TNG OTPATNYIKAC TOU
Aiavepnodpou, Tnv Idavikin ZuAAoyn Kwdikav (Efficient Assortment).

H diadikacia Tng diapopPpwaong Tou anodoTikoU KwdIKoAoyiou 6a npenel va Tnpei Toug Kavoveg Tou

dikaiou Tou avtaywviguou.
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3.2 Marketing Tov AiIcOnocewv (Sensory Marketing).

To Marketing Tov aiobnoewv (sensory marketing), cival Baociopgevo oTnv HPEAETN TNG
wuxoAoyiag Tou Shopper kai n aia Tou eival anodedeiyuevn Kal agopda oTnv anoTeAEoUATIKOTNTA Kal
oTnNV ENIPPON TNG AyopdcdTIKNG TOU CUMNEPIPOPAC €iTe autr AauBAvel Xwpa OTO QUOIKO €iTE OTO
NAEKTPOVIKO KATAOTNHA.

Zav unoaTtnpi&n TnG napouaciacng Tng kabe npoiovTikng Katnyopiag 6a npEnel va avantuooovTal Td
kaTadAAnAa gpebiopata npog TIG aiodnoeig Twv Shoppers pe oTdxo TNV KATeuBuvaon Kal evioxuon Tng
ayopadTIKNG TOUG CUMMEPIPOPAG, UMOCUVEIdNTa 1 evouveidnTa aAAd kal Tn HeyigTonoinon Tng
ayopaacTIKNG TOUG IKavonoinong.

>T0 Napakdatw oxnUa @aivovTtal ol BACIKEC KaTnyopieg avanTuéng epediopatwy npog Tov Shopper,

€iTE Y10 TO QUOIKO €iTE YIa TO NAEKTPOVIKO KATACOTNHA.

Ixediaopog

Mupwdiig

§2)

'Hxor / .
Mouoikn ‘ ‘ Xpwpara
Onrika '
EpeBiopara ‘ ‘ Aiadpaon
Ynootpién
¢ J Category Growth
Kivnon ’ Management Enagn
' pEow Tou ;
Marketing Twv

AicOroewy

Eikova 3.2-1 Ta oToixeia Tou Sensory Marketing oto ®uoiko aAAd kai oTo Online Katdornua

AvaAloya Me TIG NPoiovTIKEG KaTnyopieg n dIEyepon NEPICOOTEPWV AICONCEWY TwV Shoppers evioxUel

TNV €nagn Toug Pe Ta npoidvTa kal Tnv enibupia yia ayopd.

ZUPQwva e HEAETEG Tou navenioTnuiou Rockefeller Twv HMA, n enippon Twv avBpwnivwyv aiobnoswyv
OTIC aYOpAaOTIKEG Hag anopdaoelg anodideTal o€ 1% oTa NpoidvTa Nou PUnopoUpEe va ayyioupe, 2% os
aKOoUOTIKA gpebiouaTta kal unvupara, 5% og onTika epebiouarta, 15% oTa npoidvTa nou YnopouUle va

YEUTOUNE Kal 35% oTa gpebiopaTa TnNG 6oppnonG.

AkoAouBoUv TETola napadeiyuara yia TNV Kabs aiodnon oTo QpUOIKO KATaoTnua.

A®n: H duvatdtnTa enagng Twv npoiovTwy Pe Tov Shopper, HEOw TNG aPng, ONnUIOUPYEI Wia nio
aueon suneipia kal yia €€0IKEIWON Kal npoownikn d1adpacn nou cupBAaAel otnv TaxUTEpn anogaon
yla ayopd. Ta npoidovTta TnG Katnyopiag 8a npénel va sival TonoBeTnUEVA £TOI WOTE va UNAPXEl AUEDN
Kal eAelBepn npooBacn and Tov Shopper yia va Ta enefepyactei. Avaloya pe Tnv Katnyopia
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nNpoiovTwy Pnopei va undpxouv 101ka dIaUOPPWHEVEG KATAOKEUEG OMou 0 Shopper €xel TN duvaToTnTa

va ayyi&el To Npoidv KI EKTOG OUOKEUAOidag,.

Akon ("Hxo1): Katd tn d1dpKeia Twv ayopwVv Tou Shopper, n ouvodeia nXNTIKOV HNVUPATWV 1 €101KA
eniIAeyuevn pouaikn (U@og 1 To tempo) ornv Katnyopia pnopouv va ocupBdaAlouv otnv TaxUTePN
ayopadaTiKn Tou anogaacn.

'Opaon: Mia npoodiopiouévn MpoiovTikn KaTtnyopia pe onTikd Bondrnuata, owoTd TonoBeTnueEva
oToucg d1adpopouc TNG Katnyopiag onwg pwToypa@ieg, 000veG Je OXETIKA UnvUpara yia Tnv Katnyopia
Kal TWV NPoiOVTWV TNG, €I0IKEC ONUAVOEIG, OIaKOOWNMEVA TA PAMIA 1 KAl TO NATWHA HE XPWHATA
OXETIKA Pe TNV Kartnyopia kAn., Yynopei va yivel apevog nio &kabapn otnv avtiA\nwn Tou Shopper

aAAa kai nio evdlapEpouaa Ki EAKUCTIKI yia va TOV KAVEl va ayopdoel NepIooOTEPO.

Fevon: e kanoleg Karnyopieg Tpogigwv n duvartdTnTa kal n UkoAn npdécBacn Twv Shoppers og

YEUOTIKEC OOKIMEC MNOPEl va oUPBAAAEl Ta pEyIoTa oTnyV TaxUTEPN ayopacTiKh Tou anogaaon.

'Ooppnon (Mupwdi£g): H digyepaon TNG 00PPNONG HEOW TNG KATAAANANG NUPWDIAG gival iowg o nio
duvaTog aiodnTikOG «KaTaAUTNG» Npokeiyévou va dieyeipel Tnv eniBupia Tou Shopper yia ayopad kai
hropei va xpnoigonoinBei kal OTIG NEPIOCOTEPEC MPOIOVTIKEC KaTnyopieg, €iTe Tpopiywv €iTe un
Tpo@ipywyv. EIdIKG apwpaTikd XWPOU HMopouVv va €XOUV EVTUNWOIAKA AanoTEAEOUATA OTNV gvioxuon

TWV ayopwVv TWV MPoiovVTwV WIa CUYKEKPIYEVNG KaTnyopiac.

> & neplopionévo Babuod kal pe AiyoTepec aloBroeic (TOUAAXIOTOV WE TN ONUEPIVA TEXVOAOyia) onwc n
yeuon, n aen kal n 6ogpnon Pnopouv va XpnoigonoinBouv oTic online ayopec. Epebiopata Opwe
ansuBuvopeva otnv 6paocn Kal oTnv akor hunopoUv va CUPBAAOUYV GNUAvTiKAa oTnV JEYIOTOMN0oINGON TG
ayopaoTiknG euneipiac Twv online Shoppers aAA@ kal oTnv €mTAXuvon TWV ayopacTIK®V TOUG
anopAoswy yia Ta npoidvta Tnc Katnyopiac. TETola napadsiypaTa sival pwToypa@iko UAIKO, videos,

NXNTIKA gnvuuara n tutorials kAn.

EninpdoBeTa, oTic online ayopeg, CUPMETEXOUV Kal GAAEC MPAKTIKEG nou BonBouUv OTIG aloBnoEIC TWV
online Shoppers 6nw¢ o £€€unvog oxedlaouog yia TNV NePIfynon otnv Kartnyopia Kal Twv npoiovTwy
TNC, N Kivnon TV QWTOYPAPI®V Kal €IKACTIKWOV OTOIXEiwvV Kal o Baduog d1adpacTikdTNTAC TOU

Shopper katd Tnv avalfiTnon Twv npoiovTwv Tn¢ Katnyopiac.
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3.3 H Oswpia Tou ZnHeiou Avapopdag (Anchoring).

H Bewpia Tou onueiou ava@opdag oxeTideTal ye Tnv Tdon TG avlBpwnivng avTiAnwng va kabopilel va
ennpeadel Tn AMWN TNG ayopacTIKNG anogaong BAcel TnG nio npoa@aTng avapopdc f nAnpogopiac.
AuUTI N Nio Npoa@EATN avagopd r NANpPoeopia AEIToOUpYEi we onueio oUykpiong yia va a&loAoynoou e

€vVa OUYKEKPIPEVO NPOidV €av ival KAAUTEPO ) XEIPOTEPO, AKPIBO | PTNVO KAM.

H avBpwnivn avtiAnyn o€ noAAd B¢paTta kpiong Ki €nIAOYNG €vOG MPOIOVTOG €ival OXETIKA Kal
ouykpiolga. Ma napdadelyya €ivar noAu nio mBavd kANoIoG va anogacicel Tnv ayopd &vog
OUYKEKPIPMEVOU HOVTEAOU TnAedpaong 6Tav akpiBwc dinAa Tng undpxel €va noAU akpiBOTEPO HOVTEAO

TnA€opaong.

H napouaciaon, ora pdgia, dIaQopPETIKWYV NPOTAGEWY OTOUG Shoppers €iTe e €va eUpoG TIHWV EITE PE
EVAAANQKTIKA HEYEBN OUOKEUAOIWV AMOTEAEI HIA AoyIKn OIAQOPETIKWV €MAOYWV. O OUYKEKPIPEVOC
OMWG TPOMOG Napouciaong auTwV TwV EVAAAAKTIKWV EMNIAOYWV UNOPEI va AEITOUPYNOEl NPOG OPEAOG

TWV NWANCEWV O CUYKEKPINEVOUC KwdIKoUC TNG Katnyopiag nou eniBupei o Aiaveunopoc.

H TakTikn napouaiaong Tou anchoring BacileTal oTnV OXETIKN avTiAnyn TwV TIHOV 1 TwV HEYEOWV
OuoKeuaaoiag evoc npoiovToc. ‘'OTav napouadialeral oto pagl €va nNpoidv Pe Jia TIPN | ouokeudaia X
kal dinAa akpiBwg &va aAAo npoidv napouadialeral aTto pAPIa YE PIa XAPNAOTEPN TIMNA 1 MIKPOTEPN

ouokeuaoia W ToTe akoAouBei n €&n¢ diepyaacia oTnv avTiAnwn Tou Shopper.

To npwTo Npoidv AsIToupyei oav onueio avagopdc yia Tov Shopper ondre, To OeUTEPO NPOIdV, UETA

gival eUKOAO yIa EKEIVOV va XapakTnpIoTEl WG GTNVO, N avrioToiXa, JIKPr n GUOKEUaoia Tou.

Eival xapaktnpioTikd To napadelyya Tou case study TN YVWOTHC 0IKOVOUIKNC £€KdoonG Tou Economist
nou JIAPNMICE TIC €THOIEC OUVOPOUEG TOU OTOUG AvayvwoTeG Tou w¢ €Enc (Dan Ariely, Pedictably
Irrational, 2010) :

-ETAo1a ouvdpopr HOVo aTnV NAEKTPoVIKN £€kdoon: $59.

-ETAola ouvdpour yia TNV €vTunn Kal NAEKTpoVvikn £€kdoon: $125.

To 68% TwV OUVOPOUNTWV EMEAEEE TNV NAEKTPOVIKA €kdoon evw TO 32% HPOVO TWV CUVOPOUNTOV
ENEAEEE TNV €VTUMNN KAl NAEKTPOVIKN £€kO0ON YIATI N NPWTN €NIAOYN ATAV 0APWC OIKOVOUIKOTEPN ano

Tn deuTepN.
Tnv enduevn xpovid o Economist diagpruIos TIC ETRHOIEC OUVOPONEC TOU WG £ENG:

-ZUVOPOUN HOVO OTNV NAEKTPOVIKN €kdoon: $59.

-SUvOpounf HOVOo oTnv £vtunn €kdoon: $125.

-ZUVOPOUN YIa TNV £VTUNN Kal NAEKTpoVIKN €kdoon: $125.

Tn 2" xpovid Jovo To 16% Twv cuvOpounTwV eNEAEEE HOVO TNV NAEKTPOVIKT €kd00T), TO 84% enéAee
TNV €TN0IA CUVDPOUN YIA TNV EVTUNN Kal NAEKTPOVIKA £kd0oon Kal kKavevag Osv enEAeEe povo Tnv

£€vTunn £€kdoan.

H Tipr TNG ouvOPOUNG TNG NAEKTPOVIKNG EKDOONG EVW NAPEUEIVE 0APWG APKETA XAUNAOTEPN OE OXEON

ME TNV OUVOPOUN TNG EvTunng €kd00NG, AUTOMATWG OMWC, MAEOV, QAiveTal oTnV avTiAnwn Twv

avayvwoTt®v nwc n KaAUuTepn npoTaon €ival n cuvdpoun yia TV EVTUNN Kal NAEKTPOVIKH £kdoan.
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EFFICIENT CONSUMER RESPONSE

4 ZTpatnyikn Alaveunopou.

H epapuoyn Tou povTélou Tou Category Growth Management, €xel Tn BAon TOU OTIC €PEUVEG MNMOU

GC{R HELLAS OAHIOz NAPOYZIAZHZ & XPHZHZ TOY CATEGORY GROWTH MANAGEMENT

oToxeUoUV OTNV KATavonaon TnG CUMNEPIPopdc Twv Shoppers = oTOXWV, TwV AIQVENNOPWY Yid TO

OUVOAO TwV NpoidvTIKwV KaTnyopiwv Kai yia Ta brands.

O1 €peuveg aUTEG npayuaTtonolioUvTdl TOCO and TOUG MNPOPNOEUTEG, via TIC KATNYOPIEG MOU TOUG
evdlagepouv, 600 kI and Toug AIGVEUNOPOUG Kal ouvdpduouv oTn dIauopPWOn TNG EKACTOTE
OTPATNYIKNG TOUG. SUVEN®G, BACEI AUTWV TWV EPEUV®V Ol AlavEéunopol kahoUvTtal va npoadlopicouyv
TNV OTPATNYIKN TOUG XPNOIJonoiwvTac w¢ agova yia osipd and epwTRUATA WG NPOC TIG KATNYOPIEC

TOUC Ta onoia napariBevral napakdaTw:
e Tolol gival oI oToxeuoduevol Shoppers Tou AlavEUnopou;
e Xt nola kavaAia eoTialel ava npogi\ Shopper;

e TaTi ol oToxeuduevol Shoppers avTinpoowneUouv Wid gukaipia yia Tov Alavéunopo Kai noia

gival autn;

e Tlolec €ival ol sukaipieg yia Tov Alavéunopo va BeATiwosl Tn 6€on Tou (ot T{po, MOTOTNTA,

image, kabapo kEPJOG);
e Toigg €ival o1 oTpaTnyIkeG KaTnyopieg yia Toug OTOXEUOPEVOUG Shoppers Tou Alavéunopou;
e TG oI oTPATNYIKEG KaTnyopiec ynopouv va BonBroouv va BeATIWOE! Tn B£€0n Tou;

e [olec ano Tic aTpaTtnyikeg Katnyopieg ival uwnAfc Kal NoIEG XaunARG NpoTePaloTNTAc, yia Tnv
KATavour Tnc unooTnpi&ng oe XpOvo, Xwpo Kal B€on YEoa OTO KATAOTNUA KATA TOV €TAHOIO

oxe01a0u0 TwV NAGVWV TV Katnyopiwv;

Ol napandvw €pwTHOEIC JnopoUV va ouvdpauouVv OTOV OpPICHO MPOTEPAIOTATWY N OTAV avayvwpion
niBavwyv €ukaipi®V yia TNV unooTnpi&n TnG epappoyng Category Growth Management oTIG KaTnyopieg

€vOI1apPEPOVTOC.

EoTiaopeva
KavaAia

ZTPATNYIKA

Alavépnopou

Eukaipigg
oTPATNYIK®OV
Katnyoplwv

Eikova 3.3-1 S1parnyikn Aiaveunopou
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OAHIOz NAPOYZIAZHZ & XPHZHZ TOY CATEGORY GROWTH MANAGEMENT

‘ExovTac npoadiopioel, Aoinov, Tn aTpatnyikn Tou Alavéunopou TOTE pnopei va Eekivrjoel n diadikaacia

Tou Category Growth Management yia k@6e pia and TiIG oTpaTnyikeG Katnyopieg npoiovTwy.

H diadikacia autr, cUPQwva kal Ye Tnv €kdoon Tou ECR Europe (1995) kal TOUG GUVEPYATEG

OupuBoUAoug Tou (The Partnering Group, Roland Berger & Partner) anoteAeiTal anoé Ta Brjyata nou

nepIypa®ovTal avaiuTika oTnv €nOPevn evOoTNTA TOU NApPOVTOC odnyou Kai n €papuoyr TnG o pia

OUYKEKPIYEVN KATNYOpPia anookonei otov npoadiopiohd TwV NApakaTw:

AnoTteAeopaTikn (Idavikr)) ZuAAoyn MpoidvTwyv (Efficient Assortment).

AnoTeAeopaTikn TIHOAoOyIakn MOAITIKR Kal npowbnTikwv evepyelwv (Efficient Pricing and

Promotion).

AnoTeAeopaTikn sigaywyn evoc Néou npoiovTog (Efficient New Product Introduction).
AnoTteAeopaTikn avaninpwon (Efficient Replenishment).

AnoTeAeopaTikn apxiTekTovikn pagiou (Efficient Shelf Planning).

AnoTteAeopaTikn avadiapbpwon xwpou kaTtnyopiag (Efficient Shelf Enlargement).

ZuAlhovyn

4
<

Mpow6ng; Tiun

g Miyua
ANOTEAETUATIKWV
MpakTIKWV
STPATNYIKAG ,

AP)%TE Alaveunopou Eloayewyn

ap

B o S
AvanAfipwon

Eikova 3.3-2 Miyua AnoTeAsouatikwv STpatnyikwv Aiaveunopiou
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5 Aiadikacia Category Growth Management.

5.1 BaoikEg Apxeg Tou Category Growth Management.

GC{R s OAHIOZ NMAPOYZIAZHZ & XPHzZHZ TOY CATEGORY GROWTH MANAGEMENT

KaBoAn tn diapkeia Tng diadikaciag Tou Category Growth Management 8a npénel va TnpouvTal
auotnpd, T6co ano Tov MpounBeuTr 000 kai and Tov AlQvéumnopo, ol Kavovec Tou Oikaiou Tou
AvTaywVvIiguoU Kal ol TUXOV CUNQ®VIEG/NPAKTIKEG NMOU NpaypaTtonoloUvTal oTo nAdioio Tou Category
Growth Management 6a npénel va TEAOUV O GUUPOPPWON HE TO WG Avw Oikalo Kal TIG KATEUBUVOEIC
TWV €NONTIKWV apxwv (n.x. KateubuvTnpieg MNpappeg TG Eupwnaikng Enimrponng yia Toug Kadetoug
MeplopiopoUc KaTteuBuvtnpieg Mpaupéc TnG Eupwnaikng Enimponnc yia TIG Sup@wvieg OpilovTiag
Zuvepyaaoiag).

MpEnel va KaTaoTel andAuTa oageg NWG OAEG oI anopAcelg NoU agopouV OTNV EUNopIKn diaxeipion
Twv Karnyopiov onwc Béuarta €niAoyng TG GUAAOYNGC TwV MPoiovTwV nou 0a CUHMETEXOUV OTNV
Katnyopia kair Tou kwdikoAoyiou, o TpOMOG napouciaong Twv MpoiovTwv Tng Kartnyopiac orta
KATaoTAPaTa, Ta 8€uaTta TIHoAoYIakAG NOAITIKNC, Ta NEPIBwpPIa KEPOOUC Kal Kepdopopiag AauBavovTal
anokA&gIoTIKA ano Tov Alaveunopo. O MpounBeuTng, AOYW TWV YVWOE®V TOU WC NPOG TNV ayopd npog
Tnv onoia dpaartnpionolciTal, neplopileTal o€ CUPPBOUAEUTIKO pOAO yia TNV avanTtuén Tng OXETIKNAG
Katnyopiag dpacTnpionoinong Tou, fTol unoBAAAel NPOTACEIC U DECUEUTIKEG KAl OEV GUMMETEXEI OTN

ANWN TV Napanavw anoPpacswy.

5.1.1 To 'Opapa avanTtuéng Tng Kartnyopiac.
H ouliTnon yia To Opaua Tng avantuéng Tng Karnyopiac nponyeital Twv 8 BNuUATWV TNG KUPIWG

diadikaciac Tou Category Growth Management.

ZTPATHI'IKH —
OPAMA I'TA THN KATHIOPIA @m
- ZHCHDe Aglff\?s?ﬁﬂ.. Trpatnyiké Edappoyi
STPATHIIKH Kathyopag Kortnyopiag Katnyopiag STPATHIIKH

MPOMHOEYTH AIANEMMNOPOY

Ané600n¢ Evépyeleg Enavegétaon
Katnyopiag Katnyopiag Kotnyopiag

Katnyopiag

Zxnua 5.1-1 >xnua EuBuypduuion ZT1partnyiknc yia pia opiouevn Karnyopia.

3T0 0TAdio auTtd o AlavEUNOpPOG, YE Tn ouvdpoun Kal Tou MpounBeuTn (Napoxr noloTIKWV OTOIXEIWV
/KAl Nnapoxr CUYKEVTPWTIKWV OTOIXEIWV ayopdc), BETel To 6papa yia Tnv Katnyopia ki eniAgyel Tn
oTpaTnyikn nou Ba kpivel Nw¢ avanTuooesl kaAUTepa Tnv Kartnyopia aAAd kai Twv OTOXWV MoU €XEI
B&oel oTn YevikOTEPN OTPATNYIKN Tou. Ol EPWTNCEIC NOU NPENEl va anavrnouv og auTto To oTdadio,

givai:
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OAHIOz NAPOYZIAZHZ & XPHZHZ TOY CATEGORY GROWTH MANAGEMENT

1. Molo €ival To Opaua Kai n anocToAn TnG KABe Talpeiac;

2. Molol €ival ol KUPIOI ETAIPIKOI GTOXO!;

3. Mola €ival n €Taipikn oTPATNYIKN;

4. Molgg gival ol enipEpoug aTpaTtnyikeg marketing kai supply-chain;
5. Molog €ival o oToxeuduevog Shopper;

6. Mola €ival n ayopadTikry GUPNepPIpopd Tou Shopper;

7. Molol €ival ol avTaywvioTeg;

8. Mola €ival n napoucia TnG Katnyopiag oto on-line kavdAi;

5.1.2 'Opapa kal anooToAn

MpounBeuTnG Kal Alavéunopog dUvavTal va Nnapouciaocouv To 0papa Kdl TNV anooToAr TnG €Talpeiag
TOUG.

MnopoUv va poipacToUv PJeTa&U Toug dedopéva / aToixeia (OUYKEVTPWTIKA OTOIXEIa ayopdg) Ta onoid
Ba npénel va ocupgpoppwvovTal PE To dikalo Tou avtaywviopoU kal dev Ba npenesl va ouvdEovTal PE
avTI-avTaywVIOTIKEG CUHQWVIEG (M.X. KABOPIOPOG TIMWV METANWANGCNG) KAl avTi-avTaywVIOTIKEG
NPAKTIKEG (N.X. ANOKAEIOHOC GAAWV NPONNBEUTWY/ NEPIOPICUOG €10000U NECW MPAKTIKWV OECUEUDNC

pagIiov KAM).

5.1.3 XTpatnyikeg Trade Marketing kai epodiacTikng aAuaidag

O MpounBeuTnG napouacialel TIC OTPATNYIKEG TOU, MOU £ival NPOTEIVOUEVEG (EVOEIKTIKEG) KAl O Kapia
nepinTwon OEOUEUTIKEGC Kal n TEAIKN anopacn €VAnoKEITAl OTNV dAnoKAEIOTIKI EUXEPEId ToOU

AIGVEUMOPOU, OXETIKA WE:

1. Mpoteivopevo® kwdikoAoylo & diavopry (Opadonoinon ocUp@wva Pe npo®ih Shoppers, veol

kwdikoi, Brands).

2. Mpotevopevn® €vraén os opdda npoidvTwv nou  KarnyopionoloUvTal avtioToixa G

Superpremium, Premium, Base, Affordable.
3. TMpoTteivopevee® npowBnTIKEC evépyelsg (On-line, In-store, Tailor-made, On-pack, kounovia, KTA).
4. Aiapnuion (Online, offline: ®uAAGdio, TnAsopaacn, padiopwvo, budget, KTA).
5. Mpoteivopevn?® diavoun (Mepioxeg, Opydvwon, YNOKAaTaoTApATa, KTA).
6. ®uaoiko kataoTnua (Tunog, AlappUBuion, MéyeBoc KTA).
7. Omnichannel EEunnpétnon ( Mpoownikd, Parking, kGpTa motdTnTag Kai newsletter kTA).

8. MpodTaon BEATIOTNG APXITEKTOVIKAG pagiou (Space Management, Merchandising, Sensory
Marketing KTA).

3H TeAIKN and@aacn evanokeITal gTnV anokAEIOTIKNA EUXEPEIA TOU AlQVEUMNOPOU.
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9. Online Kataotnua (Wireframe, E-Merchandising, Sensory Marketing).
10. Mpoteivopevn?® diavoun (KevTpikeG anoBrKeg, anoBéuara, ENOTPOPEG, KTA).
11. Tpopodoaia (Ayopec, aglohoynon npounBbeuTwy, apiOPOC NPouNBeuTWY, KTA).

12. Anodoon nwAnoewv os ninedo kwdikoU (Scanning data and snionueg TPITEG NNYEQ).

=# Etaipki ! ; ; @ STPATNYLKES
©thatnvu<r'] — Ztpatnywkeg Marketing Supply Chain

Ztoxeuopevog Shopper

Zxnua 5.1-2 Stpatnyikec Marketing kai Supply Chain

5.1.4 Mpo®iA Shoppers.

O nMpounBeutnc napouaialel Ta npo®PiA Twv Shoppers nNou €nIOKENTOVTAlI TNV KATnyopia,
XPNOIMOMNOI®MVTAG Ta NAPAKATW KPITAPIa:

1. Anuoypa@ika (QpuUAo, nAikia, KTA).
2. lewypa@ika (TUAKATA Kal NEPIOXES TNG ayopdcq).
3. Life style.

4. Zuvnbeieg Ayopwv.
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GC{R ___ OAHFOZ NMAPOYZIAZHZ & XPHZHZ TOY CATEGORY GROWTH MANAGEMENT

6 TA 8 BHMATA TOY MONTEAOQY I'MA TO CATEGORY GROWTH
MANAGEMENT

H Baoikn diadikaaia Tou Category Growth Management npoadiopileTal og okTw (8) BrjuaTa, Ta onoia

anoTunwvovTal oTo NapakaTw oxnua.

Métpnon ) .
: ASoAéynon ZTPATNYLKEG Edpappoyn
Katnyopiag Katnyopiag Katnyopiag MAdavou

OpLopog

AgiKteg
Anodoong
Katnyopiag

PoAog
Katnyopiog

EVEpYELEC Enaveéétaon
Katnyopiag Kotnyopiacg

Sxnua 5.1-1 Ta 8 Bnuara 1n¢ diadikaoiag Tou Category Growth Management.

STC €NOPEVEC eVOTNTEG Meplypa®ovTal Kal avaAueral, Brpa npog PrApa, n diadikacia Tou Category
Growth Management.

Eivar onuavTikd va AngBei unown oTi n Kartnyopia npénel va opioTei BACEl TwV AVAYK®V, TWV
ouvnBeiwv, TWV KPITNPIWV Kal YEVIKOTEPA TNG AYOPACTIKAG CUMNEPIPOPAC Tou Shopper kal Twv
NPOIOVTWY NMOU TOV IKAvornoiouV.

6.1 Opiopog Karnyopiag.

O Opiopdg TNG KaTtnyopiag sival To npwTo Kai BepeAindeg Bripa orn diadikacia Tou Category Growth
Management. To nwg opileTal n Katnyopia €xel onuavTikn enidpacn o€ OAa Ta enopeva Priuata Tng
di1adikaciag Tou Category Growth Management.

Métpnon

5 AfioAéynon ITpaTNyIKES Edappoyi
LCRETS Kotnyopiog Katnyopiag MAdvou

OpLopog

AciKTeg
Anodoong
Katnyopiog

EVEPYELEC Enaveéétaon
Katnyopiag Katnyopiag

2xnua 6.1-1 Aiadikaoia Category Growth Management - 10 Bnua Opiouog Katnyopiag

Katnyopiag
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To otadio auTo €xel dUO OTOXOUG:

1.

Na npoadiopicel TN GUAAOYR OAWV TwV NPOIOVTWV Kal KwdIKWV nou Ba diapgoppwoouv kal 6a

OUMUETEXOUV oTnVv KaTnyopia.

2. Na npoadiopioel Tn doun, TNV TUNUATONOINON Kal TNV IEpapxnon Twv Kwdikwv Tng Kartnyopiag.

Ta kUpla oQEAN Tou owaoToU opiopoU TnG Katnyopiag nepiAauBavouv:

BeATiwon TnG aAAnAenidpaong Tou Shopper pe Tov Alavéunopo kai Tov MpounBesuTr|. IoTopIKA,
0 opIouOC NoAAwv KaTtnyopiwv yivoTav odnyoUuevog ano O1agopa oucoThuata dlavoung,

XApaKTNPIOTIKA NpoidvTwy ) anod Tpitouc. XTo Category Growth Management o opiOuOC TNG

katnyopiac apxilel and Tov Shopper. “flwc Ba opilav oi Shoppers Tnv Karnyopia, Tic

UIMOKATNYOPIEC KAl TOUC EMUEPOUC diaxwpiououc BacilOUEVOl OTIC avdyKeC TOUG KAl UE 1oid

diadikaoia naipvouv ano@doeig yid TNV KATnyopia oro karaornua;”

O oploudcg TNG Katnyopiag Baoifouevn otnv avTiAnwn Twv Shoppers, Xpnoipelsl wg Baon yia
ENIXEIPNUATIKO oXxedlaouod Tou Alavéunopou. O [lpounOeuThc Wnopei, oTo NAdicio Tou
OUNBOUAEUTIKOU pOAOU TOU, va NapeExel oToixeia (OUYKEVTPWTIKA OTOIXEia ayopdc) nou EXEl
ano OXETIKEG EPEUVEG, NPOG OPEAOG Tou Shopper kail yia Tnv avanTtu&n Tng Katnyopiag.

EEeAi€eic / Taosic. H euneipia €xel dgi&el 0TI o MpopnBeuThC Kal o Alavéunopog ouxva kepdifouv
ONMAVTIKEG, KAIVOUPYIEC MPOONTIKEC (M.X. VEEC unmokaTnyopieg f npoidovra) péoa and Tn
diadikaocia Tou opiopoU TnG KaTtnyopiag. AuTO To oTAdIo €ival onuavTiko yiaTi ynopei va

unodeikel véeg eukalpieg aAAd kal NPOKANCEIG, BACIKA EpWTAUATA NOU NPENEl va anavrnbouv

KaTa To otddio auTo sivai:

TI NoooOTO AvTINPOCWNEUEl N TAoN auTr], Nolol ol puBuoi avanTuéng oc €Trola Bdon, Kail noia

N €KTiUNon yia To JEAAOV;

MNwg €ival oyadonoinuéva Ta npoidvTa oTnv napolod XPOVIKN NEPiodo;
Molec €ival ol avayKeg Kal ol NPoadoKIiEC TOU KATAvAAWTn;

Moia €ival n diadikacia andpaong ayopag Tou Shopper;

Nw¢ npensl va opadonoinbolv Ta NpoidvTa £TOI WOTE va KAAUATOUV TIG AVAYKEG Kl TIG
€MNIBUNIEC TOU KaTavaAwTn Kal va evioxUoouv TNV ayopadTIKr CUPNEPIPOPA Kal IKavonoinon

TOoU w¢ Shopper;

MNwc npénel va opadonoinBoUyv Ta NPoiovVTa WOTE va EMITEUXBEI N BEATIOTOMOINON TOU XPOVOU
nou a@IEP®VEI OTNV KaTtnyopia o Shopper dedoUEVNG TNG onuaciag nou €xel n €vvold TNnG

JIEUKOAUVONG TOU ayopacoTikoU Ta&idiou;

Mola €ival n diadikacoia a&loAdynong kal enavanpoadiopioydou Tnc Kartnyopiag;

>Tn ouvexela, n Katnyopia 8a npoadiopioTei BAON TWV OXETIK®V AVAYK®V TOU KaTavaAwTth-Shopper

Kal AauBavovrag un’ 6wn 6Aa Ta npoiovTa nou TIG IkavonoioUv. Ano Ta npoiovTa auTtd, 8a eniAeyolv

andé Tov AIQVEUMOPO €KEIiva Mou KAAUMNTOUV TIG AVAYKEG TOUu, MPOCBETOUV ONUAVTIKAG OQEAN Kal

avTanokpivovTal oTnv €€EAIEN Tou NpogiA Tou Shopper kal 6a sival TOoa waoTe va eival diaxeipioiun n
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KaTtnyopia evw napaAAnAa va eEac@alileTal 611 dev Ba xavovTal nwANoeIg, Aoyw eAAeiyewyv (Out Of
Stock) kalr o Shopper 6a pnopei va Bpiokel autd nou BEAel yéoa oTo KaATaoTnua (€iTe QUOIKO €iTe

online).

2Ta napakdtw oxnuarta, divovral wg napadeiypata ol Katnyopieg Tng Avdpikng ®povTidag kai n
®povTida KaTolkidiwv onwg opioTnkav peéoa ano To Category Growth Management.

Eikova 6.1-1 Napadeiyua 1o: MNwc unopei va opioBei n Katnyopia tnc Avopikng ®povridag

EYPYZ

ANAPIKH ®PONTIAA
OPIZMOZ

MPODYAAKTIKA
AMOTPIXQTIKA
NEPINOIHZH MAAAIQN
SAMMOYAN / GEL / BAOEZ
NEPINOIHZH ZQMATOZ
SHOWER GELS / AMIOZMHTIKA
NEPINOIHZIH NPOZQMOY
AFTER SHAVE/ EAU DE TOILETTE

NMPOETOIMAZIA =YPIZMATOZ
GELS / AQPOI

SYPIZTIKA
ZYZTHMATA / MIAZ XPHZH

TENOZ
OPIZMOZ

EYPYZ
OPIZMOz

OPONTIAA KATOIKIAIQN
EKNAIAEYZH

NMPOIONTA YFEIAZ
AZEZOYAP

MAIXNIAIA

ZYMINAHPQMATA

SNACKS

TPO®EZ TENOS

OPIZMO2

Eikova 6.1-2 lMapddeiyua 20: MNwc unopei va opiobei n Katnyopia tng ®povTtidac Katoikidwv

28



OAHIOz NAPOYZIAZHZ & XPHZHZ TOY CATEGORY GROWTH MANAGEMENT

6.1.1 Alapop@wan MpoiovTikwv Katnyopiwv.
O1 napakdTtw npoUnoBeoeIc Kal GUVONKEG yia Tn diauopPwaon Twv MpoiovTikwv Katnyopiwv duvavTal

va AneBouv unoyn:

e H avanTu&n kai AeiToupyia and Tnv NAgupd Twv Alaveunopwv piag omni-channel Aoyikng o6nou ol
Shoppers pnopouv gUkoAa va yvwpifouv OAEG TIG EMIXEIPAOEIC NMou dpouv oTnv idia Katnyopia o€

OAEG TIG HOPPEC TWV KAVAAIWV.

e Mia E&ekdbapn eikOva yia TIG kaTnyopiec nou Oa nbsAav va eoTmidoouv (Alavéunopol) kal pia
oAOKANpwWHEVN avTiAnwn yia To noleg Katnyopieg napakivouv ki ennpealouv kabopioTika Tnv
ayopadTIKn CUMPMNEPIPOPa Twv Shoppers (N.xX. UN TPOQPIYUO OE OXECN ME TO TPOQPiPOo, TA MOAUTEAR

npoiovTa os oXen ME Ta Bacika KAnM).

e Moloi €ival ol odnyoi TnG a&iag (value drivers), otnv oucia noiol Ba avranokpivovTal KAAUTEPA GTO

NAEKTPOVIKO N TO PUOIKO KATACTNHA.

e Mol1€G opadeg Shoppers (vedTePEG Yevieg, influencers yia Taoeig TG HOdAg) Ba ennpéalouv TIG AAAEG
oMadec (HEYAAUTEPEG YEVIEC, AKOAOUBOI KAM) O YPNYOPOTEPEG CUUNEPIPOPEC Nou Ba kepdilouv TNV

kpioiun pala Twv Shoppers ano TI¢ enevdUOEeIC TwV EVEPYEIWV marketing.

e Oa npeEnel va ekouyxpovioToUv ol YEBodol yia Tn JIaxEipion KAl TNV UI0BETNON TwV OTPATNYIKWOV TWV
NPOIOVTIKWV KaTnyopiowv Kdl TWV EVEPYEI®V OTO POAO TNG KABe Katnyopiag yia kabe €va ano Ta

kavaAia Twv AlavEPNopwyY.

eH avayvwpion anoé Toug Aiavéunopoug, Twv Kartnyopiwv MNou Pnopouv va aiTioAoyrioouv éva
31aPOPETIKO POAO OTA NAEKTPOVIKA KavaAla O OXEON HE TO (PUOIKO KATAoOTNHA Kal va

npooapudoouVv availoya TIC OTPATNYIKEG TOUC.

e H oUyxpovn vopoOsecia yia Tnv npooracia Tou nepiBailAlovrog, npsnel va Angbei anapaitnTa
un’owIv he To oTOXO TNV €AaxIoTonoinon TNG oUoKeuaaiag Kal Tn BeATIwWON TG anodoTIKOTNTAG TWV

napadooswy.

e H TuNnuartonoinon Twv opadwv Twv KatavaAwTwv kal Shoppers pe yvwpova Ta KivaTpa kKal Ta

epebiouaTa nou Ba Toug KIVATOMOIOOUV OTNV ayopd Kal os Kade Brua oTo ayopaaTikd Toug Tagidl.

e H cuAloyn nAnpo@opiac yia TIG opdadec katavaAwTwv / shoppers yia 6An Tn diadikacia Tou
ayopaoTikoU Ta&idioU npokelyevou va avTiAngBouv Tnv MPOoONTIKN Kal Tn JUVAMIKA Tou Kade

kavaAioU og kKaBe AlavEPnopo.

e O €VTOMIOUOG KAl N KATavonaon Twv ouvoudaoTIKWV NPoiovTIKwV KaTnyopiwv (cross category) kai Twv
ouvduaoTIKwV opddwv Shoppers woTe va enmTeuxBei N PeyaAUTeEpn €nidpacn oOTnV €MNEKTACN TWV
ayopwVv TOUC OXETIKG ME TOo TI ayopalouv, and nold kavaAla emBupgolUv va TA ayopacouv,

dNUIOUPYWVTAG £TOI £va 10avIKO KavaAlkd piyua.

e H avanTu&n evog KevTpikoU NAAVoOU GUAAOYNG DeQOUEVWY KAl MANPOPOPNONG WOTE va agloAoyouvTal
0l EVAAAGKTIKEG €MIAOYEG TwWV Shoppers OTo NAEKTPOVIKO N OTO (PUOIKO KATAoTnHa Kal nwg 6a

NPOKUNTEl £&va BEATIOTO OXNHA Kal doun napadooswvy.
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6.2 PoAog TnG Karnyopiag.

To OeuTepo Bripa ornv diadikacia Tou Category Growth Management sival o kaBopiopog Tou poAou
TNG npoiovTiknG Katnyopiag. O poAog npoadiopilel TNV nNpoTepaIOTNTA Kal Tn onoudaidoTnTa TwV
d1apopwV npoiovTIKWV Kartnyopiwv OUVOAIKA OTnV €nixeEipnon Tou Alaveéunopou kabwg Kai Tnv

KATavoun Twv Nopwv avapeoa oTig Katnyopieg.

MNa va avmiAngBei oAloTIkG o AlavEunopog Tov poAo TnG ekdoToTte Kartnyopiag, €ival onuavTiko va
NPOXWPNOElI O Wia avaAuon Twv KUPIWV NPOoIoVTIKWV OPadwv nou oxeTiovral Ye autnyv (cross-

category analysis).

. Méetpnon ) :
Oplcqu AfoAéynon ITPOTNYLKEG Edappoyn
Katnyopiag Katnyopiag Katnyopiag MAavou

Agikteg
Anodoong
Katnyopiag

PoAog
Kortnyopiag

Evépyeleg Emavegétaon
Katnyopiag Katnyopiag

Sxnua 6.2-1 Aiadikaoia Category Growth Management Brjua 2° - PoAo¢ TnG Karnyopiag

O kaBopiondg Tou pOAou TNG ekdoToTe KaTnyopiag, BAOEl CUYKEKPIMEVWV KPITNPIWY, Nou axeTiovTal
HE TN OTPATNYIKI TOU AlavEUnopou, anoTeAEi anapaitnTn NpolnoBeaon yia TNV EMNITUXN EPApUOyr Tou

Category Growth Management.

Katd Tn diapkela TnNG HEAETNC piag KaTnyopiag, and Tov Alavéunopo, niBava epwTriuaTa nou BETovTal
gival ny. npokeiTal yia yia Katnyopia nou ansuBuveTal ge noAAa npo@pih Shoppers r/kal nwg aAAadel

To piyna Twv Shoppers avaloya Pe Tnv nepioraon/avaykn ayopdc;

POAOI
KATHIOPIAZ

EYKOAIAZ
CONVENIENCE

Eikdva 6.2-1. O1 KaTnyopieg EKNANPWVOUV Evav anod TECOEPIG FATIKOUG pOAOUG
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H emAoyn Tou poAou, €ival Evag kabopioTikOG NapdyovTdag yia To Nw¢ o Alavepnopocg Ba dIaxelpIoTEi
Tnv Katnyopia. ‘Exel onuavTikn €nidpacn oTnv €nIAOYN TWV OTPATNYIK®WV YIAd TOV €RIXEIPNUATIKO

oxedlaopud TnG Katnyopiag kabwe Kal Twv JETWV PETPNONG TWV EMOOTEWYV.

‘Eva ano Ta o@eAn autng TnG diadikaaiag ival n duvaToTnTa nou divetal aTo AIavEUNOPO VA NPOCPEPEI
peyaAUTepn aia oTov neAdTtn Tou (n.X. va diagoponoin®si anod Tov avraywviouod, va TonodeTnOei nio
WwnAa n alucida Tou oto puaAo Twv Shoppers va BeATiwBei n eikdva Tng aAucidag, va yivel nio
€AKUOTIKR N Katnyopia péoa and OIAQOpeG EVEPYEIEG ONWG Ol NMPOCWMOMNOINUEVEC UMNPECIEG, Ol

BEPATIKEG NPOWONTIKEG EVEPYEIEG).

H avaAuon n onoia odnyei oTov kaBopiouo Tou poAou TnG Katnyopiag, okoneUel oTo va anooagnvicel

Tnv onoudaidéTnTa TnNG Katnyopiag yia Tov Shopper kai yia To Aiaveunopo.

BaoikEg epwThoEIC Nou NpEnel va anavtnouv katd To oradio auTtod eivai:

- Mooo onuavTikr gival n karnyopia yia Tnv ayopad;

- Moco onuavTikn gival n karnyopia yia To Alaveunopo;

- Moco onuavTikn gival n karnyopia yia Tov Shopper;

- Mooo onuavTikr gival n katnyopia yia dAAa kavaAiia nwAnong

Bdosl Twv napandvw, ol KaTnyopieg ynopouv va XapakTnpiobouv wg €&nG:

6.2.1 Katnyopia Mpoopiopou (Destination)

O1 kaTnyopiec npoopiouoU €ival €keivec nou npoadiopilovTdl WG ONUAvTIKEC anod TIC AVAYKEC TwV
Shoppers kai yivovTal onueia ava@opag yia Toug Alavegnopouc. O Alavéunopog anod Tnv NAEUpPA Tou,

oUNeWVa Pe Ta OIKA TOU KPITAPIA Kal TIG OoTPATNYIKEG Tou, €MIAéyel kal anogpacilel TNV avadei&n

OUYKEKPIMEVWYV KaTnyopi®wv nou Ba anoTeAE00OUV TIC KATNYOPIEC NPOOPICHOU.

Eival o1 Katnyopiec nou diapoppwvouv Tnv €ikdOva Tou AlavENNopou Kal Tov diagoponoliouv and Tnv
unoAoinn ayopd. MapdAAnAa, npoo@epel npooTiBéuevn afia oTouc Shoppers ava karnyopia

NPoOoPICUOU, aAAG eVOEXOUEVWC KAl 0TO GUVOAO TOU KATACTNHATOC.

MNa napadesiypa, €va karaornua BEAEl va €ival yvwoTo yid TIG KAAUTEPEC NPOTACEIC OTA Kpaold, TIG
eniAoyec oec delicatessen npoiovrta rn o€ uylelva ypriyopa yelpaTtad. € OXEON ME TIC UMOAOIMEG
Katnyopigc, ol Katnyopiec npoopicguol unopouv va diagoponoliouvTtdl TO00 ot apiBuo KwOIKWV, 000

kal 101aiTepa XapakTnpioTika (ocUvBeon, cuokeuaaoia, NPoEAEUCN KAM.).
O1 KaTtnyopisc MpoopiouoU £xX0UV Ta NAPAKATW XAPaKTNPIOTIKA:

e O AlaVEUNOPOC DIAPOPPOVEI TO MPOPIA TOU MPOCPEPOVTAC OTABEPA UYPNAN NPooTIBEPeEVN agia

oTouc Shoppers (diagoponoinon).
e [0 eAKUOTIKO Kal dlapoponoinuévo nepiBaiiov npoBoAng os 6Aa Ta kavaAia.

+« Evioxupévn/diagoponoinuévn unoatnpi&n unodoung ano Tov Alavépnopo (nx. opydvwon
TUAMATOG, avepodiaopog kai merchandising pagiou, NnpoBoAng kaTnyopiac.)
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o Evdexopévwg va npoopepel €dIKA npovodia oTtoug Shoppers, onwg eniBpdBeuon ot
npoypAauuaTa moroTnTag, NpocBaacn ot €IIKEG EKONAWOTEIG YIa TNV KATNyopia, nponapayyeAia

VEWV KOOIKWV Ka.

6.2.2 Katnyopia MpoTiunong (Preferred)
Mia Katnyopia npoTtipnong (i pouTtivag) cupBaAAel otnv avanTtugn TnG ouvoAikng a&iag Tou

kaAaBiou Tou shopper kal anoTeA&i napdyovta avanTuéng yia To KataoTnua.

Ta npoiovrta nou diapoppwvouv TIC Katnyopieg npoTiynong (pouTtivag) €ivar autd nou ouvndwg
OUMUETEXOUV KABE popd aTnv AioTa ayopwv Tou Shopper onw¢ YaAQKTOKOUIKA, (PpECKA, poPruaTa,

@povTida oniTiov K.d.
O1 KaTtnyopiec npoTiynong (pouTivag) €xouv Ta NAPAKATW XAPAKTNPIOTIKA:
e AvTaywvIoTIKO NAGVO NPowBNTIKWV EVEPYEIWV.

e H nokiAia Twv kKwdIkwv npoodiopileTal and To Alavéunopo Adaupfdavovrag undéywn Tou

OUYKEKPIPEVA KpITrpla (MEYEBOG KATAOTANATOC, NPoPiA shopper, nepioxn KAm.).

e H BaplTnTa TWV Katnyopi®wv pouTivag €ival onuavTikn otn diauop@wan Tou ouvoAikoU T{pou

TOU KATACTHMATOG.

6.2.3 Katnyopia EukoAiag (Convenience)

O poAog Twv Katnyopiwv EukoAiag kaAunTel AUeoes Kal auBOpUNTECG avAYKEC.

AUTEC oI KaTnyopiec niBava va cupBalouv onuavTika oTnv auénon Twv JEIKTWV KEPDdOPOPIag Tou

Alaveunopou.
O1 KaTtnyopiec EukoAiac £€xouv Ta NApakaTw XapakTnpIoTIKA:
e JuvhABwC gival npoiovTa XaunAfnc XpnUaTikng a&iag yia Tov Shopper .

e AvTioTOIXa €ival Kal yia Tov Alavéunopo KaTtnyopieg Ne AIlyOTEPO XWPO OTO KATACTNUA KAl UE
AyoTEPN dla@nyion Kal NpowbnTIKEC dpaACTNPIOTNTEG.
e JUVNBWC apopolv ot KWAIKOUC MPOIOVTWY dTOUIKNG ouokeuacoiac kal oxl oe family pack

MEYEDOG.

6.2.4 Katnyopia Enoxiakn (Seasonal)
O1 Enoxiakéc Katnyopiec KaAUNTOUV TIC avAYKeEC TwV Shoppers nou a@opolV Of CUYKEKPIMEVEC
XPOVIKEC NEPIODOUG N Kal NEPIOTACEIC MN.X. MPOCTAcia ano Tov NAIo. XpioTouyevviaTika / MNaoyaAiva

£€idn, vnoTioIgeg NepIOdOUC KAM.

Katd Tic nepiddoug auTeG, ol AlavEPMNOPO! avadiauopP®VoUV TO KWOIKOAOYIO Kal TOUG XWPOUC OTIG

KaTnyopiec auTéC yia va avTanokpiBouv oTIC avaykeg Twv Shoppers.

O1 €NOXIAKEG N MEPIOTACIAKEG KaTnyopisg pnopei va €xouv kal To poAo Tnc Katnyopiag Mpoopiouou,
MpoTipnong ry EukoAiac.

O1 enoxIakeG KaTnyopieg £xouv Ta NAPAKATW XAPAKTNPIOTIKA:
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o [MepiAauBavouv NpoidovTa Nou CUVOEOVTAl HNE CUYKEKPIUEVEG XPOVIKEG NEPIOOOUG CUPPWVA HE
TIG avaykeg Twv Shoppers.
o [poBdaAlovTal o XWPOUG KWE UWNAN eMoKEWINOTNTA Shoppers péoa ora karaortniuarta (ny.
KOvTda OTa Taueia, oTig 10000UG TOU KATACTAKATOG KAM.)
AivovTac onuacia g napdyovTeg OnNwc N avanAfpwan Tou pagioU, n TonoBETNON OTO 0WOTO XPOVO
kal otn owaoTn 6€on (nx. napouadia o€ 2a onueia, NpoBoAEC KOVTA oTa Taueia)

-~ : NPOOPIZMOY MPOTIMHZHE EYKOAIAZ EMOXIAKH
arnvoeela 4 SestiNaTION) | (PREFERRED) (CONVENIENCE) | (SEASONAL)
4 h 4 N /I'Ipoomcpou N
*OPONTIAA
+ BPE®IKH >MNITIOY *SNACKS *NHZTIZIMA
EvOsIKkTIKG OPONTIAA «XAPTIKA
NMapadsiypara *BIBAIA
* KPAZIA » TAAAKTOKOMIKA EukoAiac
NPOIONTA *MMATAPIEZ
« DELI +KAAOKAIPINA
*ON-THE-GO
POOHMATA +> XOAIKA
zuuug"roxr"l \ /\ /& /K
L GRS 5-7% 55%-60% 15-20% 15-20%

AlGVELNOPIO OE
£0VIKO eninedo

Mnyn: Nielsen 1Q,

Eikova 6.2-2 EVOeIKTIKOC nivakag rnpoodiopiouou Katnyopiwv & CULMETOXNG TOUG OTNV ayopd.
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6.3 Mérpnon - A§ioAdoynon Karnyopiag

Méetpnon

OpLopog LR ZTPUTNYLKEG Edappoyn

Katnyopiog Katnyopiog Katnyopiag MAdavou

Karnvonio AnoSoong Evspvsu_sr; Enuvsgm_mn
HESEESE Katnyopiag Katnyoptag KorTnyopiog
Sxnua 6.3-1 Sxnua Aiadikaoia Category Growth Management Bnua 3° - Metpnon / A&loAoynon
Katnyopiag

Zkonog auToU Tou BripaTtog atn diadikacia Tou Category Growth Management, ival o npoadiopiopog
TWV EUKAIpI®V avanTuéng oe €ninedo KaTtnyopiag kair uno-Kartnyopiag, MeTpATal KAl CUYKPIVETAl N
Tpéxouoa anddoar TOUG OS OXEON KE TOUG OTOXOUG NMou €ixav TeBei r/kal ye Tnv anodoon Tng oTnv

ayopd (Pe Baon dnuoaoisupéva oTolxeia)
AnoTteAéopara auTtoU ToU BriyaTog eival Ta €&ENG:
EvTOnIoNOC TwV HEYAAUTEPWV EUKAIPIWV:
e TpéExouoa katdoraaon (B€on otnv ayopd, HePidIo ayopdc, diaxpovikr €EEAIEN K.4.).

e Avayvwpion nepioxwv PBeATIWONG KAl ONUEiWV UNEPOXNC O OXEON WE TNV UMoAoinn ayopd

(Baosl ekTIUACEWY, ONUOCIEUMEVWY OTOIXEIWV KAl EPEUVIOV).
MeBoJdoAoyIKa, N anoTeAeouaTikn uAonoinon autou Tou BriNaTog otnpileTal ota €ENC:

e O AlavEuNopoc avTAei oToixeia ano dIaPOPETIKEG NNYEG, OTIC onoieg ouunepiAauBavovTal
EPEUVNTIKEG ETAIPIEC KAl 0l NpounBeuTES (BAENE napaypagoug 2.1.1 & 2.1.3). Mpoooxn! H
TrApnon Twv Kavovwyv Tou Aikadiou Tou AvTaywviopoU npénel va Aaupaveral unoéwn. Asv
EMTPENETAI N AavTaAAayr anoppnTwv/euaiodbnTwyv OToIXEIWV HMETAEU TWV NAIKTWV

(MpopnBeuTtwv/Alavéunopwy) aTnv ayopd.
e >Xe0IAOHOG XpOvodIaypaupATOG KAl EMNIAOYN CUYKEKPIMEVWY TPOMNWYV Kal OEIKTWV anodoong.

e Xpnon nponyHEVWV NANPOPOPIAKWV CUCTNHATWV Kal Epyaleiwv enegepyaciac dedoPEVWV Yia

anoTeAEONATIKN avaiuon.
H diadikaoia PETpNoNG Kal a&loAdynong Tnc Katnyopiac xwpileral os dUo Pépn:

3TO NPWTO HWEPOG YiveTal a&loAdynon Tng TpEXouoag KAaTAoTaonG O TEOOEPIG BACIKEG MEPIOXEC KI
EVTONIOPOG TWV EUKAIPINV OE OXEON HE TOUG OTOXOUG TOU AIQVEUNOPOU YEVIKA, AAAG Kal OE OXEON WE

TOV avTaywviguo.

AUTEG 01 TEOOEPIG BATIKEG NEPIOXEG a&loAdynong givai:
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« 1 a&oAdynon Tng ocupnepipopdc Twv Shoppers Tng Karnyopiag,
e n a&oAoynon Tng SUVAMIKNG Kal TwV TACEWV TNG ayopdcg,

« n a&oAdynon Tng Kartnyopiag Tou Alavéunopou,

e n a&oAoynon Twv MpounBeuTwv.

>T0 JeUTEpO MEPOG n dladikacia €o0TiAlel OTIC QITIEG NMOU MPOCEEPOUV TIG €UKAIPIEC Ot €ningdo

O1avOMNG, avTaywvVvioTIKOTNTAG, XWPoU pagiol avanAnpwong pagiou Kal npowenTikoU nAdvou.

370 napakdtw didypappa neplypdperal avaAuTika n diadikacia autoU Tou BripaTtoc.

A=IONOIHZH =
= = AZIOAOTrHZH
A=IONOIMHzH A=IOANOTHZH KATHIOPIAZ MPOIONTON &

SHOPPERS ArOPAX NIANEMMOPOY MPOMHOEYTQN

ANAAYZH EYKAIPIQN (GAP ANALYSIS)

ANAAYZH ANAAYZH ANAAYZH ANAAYZH
AIANOMHZ MPOQOHTIKOY XQPOY PA®IOY ANAMNAHPQZHZ
MAANOY PA®IOY

Sxnua 6.3-2 Aiadikaoia Metpnonc / A&loAdynonc Katnyopiag
Na Tnv kabe nepioxn availuong / a&ohoynong (yia napadeiyya n a&oAdynon Twv Shoppers)
XPNOILOMNoIoUVTAl COUYKEKPIYEVOI MAPAUETPOI/KPITRPId, avaAoya PeE To BABog Tng avaAuong rnou

€nIBupel o Alavéunopog og eninedo kartnyopiag aAAd kal avaAoya Pe Ta oToiXeia nou ival diabéaipa.

H emidoyn Twv KpITNpiwv aviKel oTov AlavEUNOPO, 0 OMNoiog Kal KaTeuBuvel auTr Tn diadikaaoia, nAnv
OMWG, o MpounBeuTnc unopei va npoTeivel kal AAAa KpITRpia Je Baon Ta oToixeia TG Katnyopiag nou

£xel 01aB<aipa.

EvoeikTikd nio kaTw napariBeTal évag nivakag yia kabe Baaoikn nepioxn agioAdynong.

MINAKAZ AZIOAOINHzZHZ A1 - SHOPPERS
wvVifouv o1 Shoppers Thv Karnyopia;

KUkAoc Ayopwv
- Hugpe

MoToTNTa
%

%
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MINAKAZ AZIONOIHZHZ A2 - ATOPA
MolEg gival o1 eukaipieg yia TV avantugn Hepidiou ayopdg TnG Karnyopiag;
Moiéc €ival o1 EUKaipie i i

Mepidio Alapopad vs
Ayopag Méoo Mepidio Avantuén
Katnyopiag ZUVOAIKNG Alapopa oe | Katnyopiag

pac +/- TCipo +/- €

MINAKAZ AZIOAOINHzHz A3 - AIANEMIMOPOZ

Moioi €ival o1 oTOXO!1 TOU AlQVEUNOPOU;

Moia sival n avanTuén Twv JEYEBWYV O€ E TOUG GTOXOUG;
Molo €ival eival To KOOTOG andKTNONG TWV NPOIOVTWYV;
Moid €ival To % TwV AEMOUpYIKWV €EOOWV;

Moid €ival To eninedo service KATAOTNNATWYV;

Moid €ival To UYoC TwV anoBepaTwy;

NOco anoTEAECUATIKN €ival N TpExouoa diavour, promotions, TIUEC;

Moia sivai

MNINAKAZ ASIOAOMHZHZ A4 - MIPOMHOEYTHS
A. AOAOSH
TCipog

anodoon TwV NMPounNOeuT®V Kal N IKAvoTnTa avanAnpmong kail alonioTiac;
m Private Label MNpopnBeutn B
MikT0 KEpdog

% AnoBepdTwyv
KooTog AnoBepdaTtwyv
KukAo®. TaxuTtnta
EDI

EFT

CRP

Cross Dock

TeAeia MapayyeA.
On Time

>woTtn TiyoAdynon

'ExovTac oAoKANP®WOEl 0 AIaVEUNOPOC TNV a&loAdynaon, OTA KPITHPIa Nou £XEl ENIAEEEl, NpoXwPA aTn

oUykpion auTng TnG Kartnyopiag oe oxéon Pe AAAeG KaTnyopieg nou enixeipoUv oTnv aAuaida Tou.

To napakdTw oxnAua €ival éva napadelyua nou npoadiopilel Tn HeBodoAoyia oUyKpIoNG HETAEU AUTWV.
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Me Baon TIG anavTnoeElg 0ToUG napandvw nivakeg a§loAdynong, o AlaveUNopog KUNOPEi va aneikoviaoel
TIC unokaTnyopiec nou anaptiouv pia Katnyopia (n.x. Xupoi, AvaywukTikd, 2vakc) og eva didypauua
MnTpacg TeTapTnuopiwv (matrix) e okond Tn, CGUYKPITIKN NAEOV, Aa&loAOyNon TWV €UKAIPIWV KAl TOV
oxedIaopd TWV NPOTEPAIOTNTWY O €ninedo Kartnyopiag. AKOUN, UNopei va eAEYXEl av 0 EMAEYHEVOC
poAoc TnG Katnyopiag oupBadilel ye Tnv avanTu&n Tnc.

MEPIAIO ATOPAZ %

SLEEPERS |emm BEWINNERS <

YynAo

Mepidiou &
\  Mszong
Avantugng
e

=ALUVNV

% H

XapnAo

?
QUESTIONED

OPPORTUNITIES

A\

XaunAo YynAo

Eikova Eikova 6.3-1 Anotunwon matrix a&loAoynong urnokarnyopiwv rnou CUUUETEXOUV O< uia Katnyopia
Bdoei Category Growth Management (svOeikTika napadeiyuara).

'ETol 6nwc napouaialeTal aTo, €vOEIKTIKO, Napddsiyya Tou napandavw oXAPaToc ol Katnyopieg nou
XapakTnpioTouv w¢ Sleepers sival auTEC Nou v £Xouv UYWNAr avanTuén Ogv £Xouv KATAPEPEI AKOUN

va £XouUV To PepPidio ayopdg yia Tov AlavEUnopo kal 8a npénel va del Nnwg 8a TIC avanTUEEl NEPIOCCOTEPO.

O1 Katnyopieg nou €xouv uwnAd pubud avantuéng kal napaAAnAa €xouv Ki €va iIkavonoinTikd Pepidio
ayopdag Tou Alavéunopou xapaktnpifovral Winners, onwg sugavilovral oto napddeiyya 1a Snacks
kal ol Xupoi. O1 Katnyopieg nou eivar Winners deixvouv dia dUVApIKn yia To HEAAOV.

O1 Katnyopieg nou napouacialouv xapnAoTepo pubud avantuéng aAAd €xouv uwnAo Hepidio ayopdg
yla Tov Alavéunopo xapaktnpifovtal ws Opportunities, 6nNw¢ Ta avaywukTiKaG oTo NApadelyua, yid TIG
onoieg o Alavéunopog Ba npenel va £€Xel oav NpoTepaldTNTa va d1aTnpnosl To JEPIdIo ayopdag Touc.

TéAog €av kanoieg Kartnyopieg xapaktnpioTouv wG Questioned kal napoucidlouv XaunAo pubuod
avantuéng kar xaunAo pepidio ayopdc yia Tov Alavéunopo 68a npenel va anopaciosl nweG 8a TIG
dlaxeIpIoTEi.
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6.4 Kpitnpia Anddoong Katnyopiag

Métpnon

OpLopog AR e ITPOTNYLIKEG Edappoyn

Katnyopiog Katnyopiag Katnyopiog MAdavou

Agikteg
Anéboong
Katnyopiag

PolAog
Koatnyopiog

Evépyeleg Enaveétaon
Katnyopiag Katnyopiag

Sxnua 6.4-1 Sxnua Aiadikaoia Category Gowth Management Bnua 4° — Agikteg Anodoong Kartnyopiag

Zkonog auTtoU Tou Bruartog €ival o kabopiopog and Tov AIAVEUNOPO TWV KPITAPIwV anodoong Tng
uAonoinong evoc Category Growth Management Project péoa o€ pia ouykekpiyévn Katnyopia, He T

OUMBOUAEUTIKA OUMMPETOXM Tou Mpoun®euTn.

Ta kpITApPIa anodoong €EapTwvTal APeca ano Tov poAo Tng Kartnyopiag nou npoodiopioTnke o€
nponyoUpevo Brpa. M’ auto kai gival onuavTiko va €xel oAokANpwOei n emAoyry Tou pOAOU TOGO OTOV
KaBopIoPo TWV ONUAvTIKOTEPWV KpITnpiwv anddoonc 600 Kal Ta niéava onueia nou eniBupouy ol 2

nAgUpEG (Alaveéunopocg kal MpounBeuThC) va ouvepyaaTouV Yid TNV €NITEUEN AQUTWV TWV KPITNPIWV.

MNa napddeiyya av o poAoc nou emAExTnke eivar “Kartnyopia Mpoopioyol” (Destination), ToTE
evdlapEPOUV NePITaOTEPO o1 deikTec TNG KaTtnyopiag nou agopouv oTnv avantuén Tou T{ipou Kal Tou
HepIdiou ayopdg, o€ avTiBeon Pe Tov €av enIAEyovTav Wia “KaTtnyopia EukoAiag” (Convenience) onou

Ba eoTiale NeEpICCOTEPO OTNV AVANTUEN TNG KeEpdogopidag.

H kaAUTepn @appoyn autou Tou BriNaToc yiveral péoa and Tnv dnuioupyia evog Scorecard, To onoio
Ba NepIEXEl CUYKEKPIPEVOUC OEikTEG anodoong Kal 0TOXOUG Yia To Alavéunopo kal Thv Kartnyopia Tou.
Ta oToIXeia auTd PnopoUvV OTn CUVEXEIA va Xpnoigonoinéouv and To AlQvEUNopo OTa £Trold NAAva

Twv Katnyopiwv (Business Plans) kal otov npolnoAoyiouo Tng Katnyopiag.

Eivar onuavTiko Ta oToixeia Tou Scorecard va PETpoUVTAl O TAKTIKG d1Q0TAUATA PMECA OTOV XPOVO
(n.x. ava TeTpdunvo) ano To AlavEUNopo Kdal OMoTe KPIiVETAlI anapaiTnTo Katd Tn dIApKEIa TOU XpOVOU

epappoyng Tou Category Growth Management va avaBewpouvTal.
Meg60odoAoyikd, yia Tov NpoodIopIoPo TWV avaykainv SEIKTOV anoddoong Xpeialerar:

e ZaQnc opioudcg Tou poAou Tng Katnyopiag.

e MéTpnon eEwTepik®V OeIKTWV (n.X. MepiIdIo ayopdc, dieioduaon KaTnyopiag) Kal E0WTEPIKMV
deIkT®V (N.X. NMEPEC anoBepdaTwy, kKabapod KEPAOG KAM.).

e MéETpnon 0Awv Twv neploxwv anddoong evog Category Growth Management Project, dnAadn
TNV avantu€n Tou TIipou Kal TNG €IKOVAG Mpo¢ Tov Shopper, Tnv avanTtu&én Tou Wepidiou
ayopdg, TIC HETABOAEC OoTNV KepdOPOpia Kal TIC AvTIOTOIXEG HETABOAEG OTNV NAPAYWYIKOTNTA.
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EFFICIENT CONSUMER RESPO

e JUYKPION ANOTEAEOUATWV PE NPONYOUNEVEG NEPIOOOUC, HE AGAAEC ENIAEYUEVEG KATNYOPIEC, aAAd
kal ueTa&u Tng online & Tng offline napouaciag kar andédoong Twv Katnyopiwv Tou AlaveéUnopou.

Me dedopévo To poAo Tng Katnyopiag (Mpoopiopou, EukoAiag, k.A.n.) napouaidlovTal, evOEIKTIKA

napakdaTtw, opiopevol OeikTeg anddoang kal Nwc diagoponoloUvTal avaAoya Pe To pOAO TNG:

AEIKTEZ KAI ZTOXOI AMOAOZHZ
ANAAOIA ME TO POAO THZ XPHMATOOIKONOMIKA
KATHIOPIAZ Shoppers ArOPA Mei Ké MAPATQriKOTHTA
(Ta nocooTa €ival eVIEIKTIKA Yia TRV (Meiwon KooTouc)
angikovion Tou napadeiypuarog)

MIKTO
AEIKTEZ AMOAOZHZ ANA A:ZT:EAGYg:Y& MEPIAIO TZIPOZ KEPAOZ & YWOoz
KATHIOPIA ATOPAZ | KATHIOPIAZ KAGAPO AMNMOGEMATQN

IMAGE KEPAOZ

MPOOPIZMOY (DESTINATION)

NPOTIMHZHZ (PREFERRED) 0 wg +10% +°1‘6’;° 0wG+5% | 0wg-10% 0 wg-10%

EMNOXIAKH/NEPIZTAZIAKH
(SEASONAL/ OCCASIONAL)

Mivakac 6.4-1 Napaddeiyua e AgIKTEG kKal SToxouG anodoong ava PoAo Katnyopiag

01 deikTec napouaoialouv kal Nnpoodiopifouv TNV TUMIKN anodoon TnG kabe Kartnyopiag Tnv nepiodo
nou viveral n a&loAdynon kar avagopd Toug. O Alavéunopog Pnopei va B£oel d1aPopeTIKOUC OTOXOUG
yla Tnv kateuBuvaon nou eniBUE yia TNV Kabe Katnyopia.

Me Baon To poAo Tng KaTtnyopiag, o Alavéunopog kabopilel Ta KpITrpia anodoong Kabwc Kal Toug
avTioToIXoUuG OTOXOUC TNG Kartnyopiag, nou €ival oUP@wVol YE TNV oTpaTnyikn Tou (n.X. avanTtuén
Tlipou).

O MpounBeuTnG AsiToupyei CUPBOUAEUTIKG NPOG Tov AIQVEUMOPO WIAG Kal YVwpilel KAAUTEPA TIC VEEC
Taoeic TNG KaTtnyopiag oTtnv ayopd Kal TNV anoTeEAEOUATIKOTNTA TwV OIAPOPETIKWV MNPowdnTIKWV
EVEPYEIWV TNG OUYKEKPIPYEVNG KaTnyopiag, woToco ol Onoleg ano®AacelG OXETIKA JE Ta nMpoiovTa Kal

Tnv KaTtnyopia gival oTnv anokAEIOTIKI EUXEPEIA TOU AlAVEUNOPOU.
>T0 TEAOC, 0 Alaveunopog Ba anogaaiosl Toug oToXouc anddoaonc TnG Kartnyopiac.
'Eva napadsiyua Twv otoxwv anddoong BAcel TwV KpITAPIWV ival To NApAKAT®:

KAPTEAA METPH>H> ANOTEAESMATON CATEGORY GROWTH MANAGEMENT (NMapadsivua

Mapadeiypa Katnyopiag A — Stoxo¢ Avantuén Agiag +%

MEPIAIO TZIPOZ
EAAEIVEIZ NEPIGQPIO NMEPIOGQPIO HMEPEZ
KATHIOPIA/ AIEIZAYZH | ZXYNOTHTA ATOPAZ AIANEMNOPOY MIKTHS KAGAPHE AMNOO/ZHE

YNMOKATHIOPIA |KATHIOPIAZ | EMANAIOPAZ el AIANEMMNO |MPOHIOYMENOY

STOCK POY ETOYZ KEPAO®OPIAZ (KEPAO®OPIAZ | ATANEMMOPOY

Mivakac 6.4-2 KapteAa Metpnong AnoteAeoudtwv Category Growth Management
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6.5 ZTparnyikég & Evépyeieg Karnyopiag

e auTda Ta PBripaTta  €&sTalovTal ol OTPATNYIKEG MOU Ba AEITOUPYNOOUV OTNV EMTEUEN TwWV OTOXWV
anddoong TnG Karnyopiac. =Tn ouveéxela, napouoidalovTal ol Evépyelec kal Ta epyalegia nou Oa
€@apuOO0OUV TIC OTPATNYIKEC MNOU NpokabopioTnkav.

Métpnon

OpLopog o o e ZTPOTNYLKEG Edappoyn

Katnyopiag Katnyopiag Katnyopiag MAdvou

. ] el A Evépvslfq Enuvsﬁétc'mn
atnyopLag Katnyopiag Katnyopiag Katnyopiog
>xnua 6.5-1 Aiadikaoia Category Growth Management Brjuata 50 & 60 — STpatnyikeg &
Evépyeiec KaTtnyopiag

6.5.1 ZTpaTtnyikn Katnyopiag wg npog 1o POAo Tng Katnyopiag & Tov Shopper
>1dX0G €ival, Bdosl kal 6owv avagépbnkav oTta nponyoUpeva Brnuartd, va emAexBouv eKeiveg ol
oTpATNYIKEC, Nou Ba Bondroouv otnv avanTuén Tng Katnyopiag kal Tnv eniTeu&n Tou €NIXEIpNUATIKOU

oxediou Tou AlavEunopou.

>Tn ouveéxeld, Baocel Tou pOAou TnNG Kartnyopiag Kal TWV CUYKEKPIMEVWY OTPATNYIKWV MOU €£XOUV
eniAexBei, 6a npenel va svronioToUVv Kal va npoadiopioToUV ol eVEPYEIEC, dDNAAdN ol TPOMOI PE TOUG

onoioug Ba eniTeuxBei N oTPATNYIKMA MOU £XEI ANOPACIOTEI.

SUPQWVa PE TNV availuon nou €xel yivel oto Briua 2 (POAog Katnyopiag), npiv npoxwpnaoel n HEAETN/

a&loAdynon piag Katnyopiag, npenel va £xel kabopioTei 0 pOAOG TNG OTO CUYKEKPIYEVO AIAVEUNOPO.

>Tov napakdTtw nivaka Yiveral pia €VOEIKTIKN ava@opd oTpaTnYIK®OV G MNPoG Toug oTOXOUG
Katnyopiag evw otnv enopevn napdypa®o akoAouBei AenTopepng  anapibunon OAwv Twv

OTPATNYIKWV Kal EVEPYEIWV.

livakacg 6.5-1 >1patnyikn Karnyopiag w¢ npog Toug oToxouc 1n¢ Katnyopiag
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O kaBopiondc Twv pOAWV Twv KaTtnyopiwv oTo AIQvENNOPO/KATACTNHA, CUPBAAOUV OTnNV KAAUTEPN

KaTtavoun Twv noépwv (UAIK@WV Kal pUGCIK®V) YIa AnoTEAECUATIKOTEPN JIAXEipIoN QUTWV.

A@oU emAeyoUVv ol MO ANOTEAECUATIKEG EVEPYEIC Nou Ba xpnaigonoinbouv yia TNV €QApuoyn Twv
oTPATNYIK®WV, 0 AIQVEUMOPOG MPOXWPAElI OTNV £QPAPUOYN TOU EMIXEIPNUATIKOU OXEOIOU MOU EXEl

emAegel yia Tnv Karnyopia.

O oTdxoc auToU Tou BrNAToC €ival, e Baon TNV MEAETN KAl TNV availuon TngG napolaodg KaTaoTaong,
o Alavéunopo¢ va npoadiopicel TOUG OTOXOUG, Mou npeEnel va eknAnpwoel To Category Growth

Management otnv Kartnyopia, waoTe va gival oupBaTn e To poAo TnG.

6.5.1.1 Ztoyol

O1 gToxol nou Ba kabopioTouv npenel va cupPBadifouv Pe To poAo TN Katnyopiac. Av yia napdadesiyua
0 poAoc Tnc Kartnyopiacg ival Mpoopiouyou (Destination), ol oTdoxol npénel va divouv €u@acn ornv
auénon Tlpou kal Pepidiou ayopdg, evw av o poAog nou kabopioTnke eival auTog Tng EukoAiag
(Convenience), TOTe ol gTOXO!l Ba npénel va eoTialouv oTnv avu&non kepdwv Kal Tn dnuioupyia Tng

avaAoyng ikovacg Tou Alavéunopou npog Tov Shopper.

Eival noAU onpavTikd, ol aTtoxol nou Ba TeBouv va sival S.M.A.R.T. (Specific, Measurable, Achievable,
Realistic, Timeframed), OnAadry Zuykekpipévol, MeTpnoipol, EmTeU&iyol, PeaAioTikoi, Xpovika
NpPoodIOPICUEVOI KAl OUYKPIOIUOl, €TOI WOTE va €ival duvaTtn n napakoAolBnon Tng €EEAIENC TNG

d1adikaciag Kal TwV anoTEAEOUATWY TNC.

6.5.1.2 MeBodohoyia
A@oU o Alavéunopog aglohoyroel kal kaTaAn&el To poAo TnG Katnyopiac (Mpoopiouou, MpoTiynong,
EukoAiag, Enoxiakng) 8a npénel va a&loAoynoel, 0 JeyaAUTEPO BABOG, TA NPOIOVTA MOU CUPHETEXOUV

otnv Katnyopia, opyadonoiwvTtag Ta yéoa ornv Katnyopia.

H opadonoinon Twv npoidvTwy nou avhkouv otnv Kartnyopia 6a npénel va yivel w¢ npoc TIG €ENC

napaPeéTpouc:

e YnokaTtnyopia (n.x. anoppunavTikd YeVIKAG nAUONG).
e Format/Tunocg npoiovTog (n.x. okKovn, uypa).

e Tiun pagiou Ki eUPOG TIHWV.

e Acioduon Katnyopiac.

e SuxvoTnNTa €Navayopdc.

e EnoxikéTNTA KAM.

e Eidoc xpnong (n.x. €1dikaG uypa paiAiva, naidikd, xepiouv).

Me Tn WHEBOdO auTh yivetar kaAUTepa kartavontrl n Tpéxouoa anddoon Tou KaABe
KwdIkoU/npoidvToc/unokaTnyopiac/TaosIG-OUNNEPIPOPEG, TOoo ot online o6co kal ot offline
nepiBaiiov.

H BaBuTtepn avaiuon Tng peBodoAoyiagc autng, 6a odnynosl Kal va npocdIopIoTEl MOU BPIOKETAl N

KaTtnyopia oruepa kai TI EUKalpiec uNApxouv.
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H AioTta e TIg gukaipiec nou Ba ouykevTpwBouv Ba a&ionoinBolv kai npoTepaionoinéouv anod Tov

Alavéunopo cUPQWVa e TIGC OTPATNYIKEG TOU.

MNa napddeiypa, n Karnyopia nou KaTtexel MIKpOTEPO UEPiOIO and Tov €OVIKO PHECO OPO 1) anod TO YEVIKO
MEpPiIdIo ayopdc nou kaTexel o Alavéunopod. H sukaipia avanTu&éng Tou hepIdiou aToxeUovTag KovTda
oTov €0vikd NECO OPOo 1 PEPIOIO ayopdag pnopei va sival n 1" npoTtepaidTnTa Tou AIGVEUNOPOU. € AUTR
TNV nepinTwon 6a npénel va €€eTacTouv oI AOyol mMou odnynoav o auTd TO ANOTEAEONA Kal va

oploToUV evEpyelec Nou Ba BonOrioouv Tn oTpaTnyIkn avantuéng Tou uepidiou ayopdc Tng Katnyopiac.

6.5.1.3 Evépyeieg.

O1 evEpyeleg pnopei va agopouv aTIg HeEBOdOUG enikoIvwviag TnG Katnyopiag npog Tov KatavaAwTn
(n.x. dlapnuion, NPowBNTIKEG evEPyEIEG, online enikolvwvia KAN.), Ynopei OPJwg kal va apopda otnv
noikiAia Twv npoiovTwv nou anaptifouv TnNv KaTtnyopia (ideal assortment = 13avikry cuAAoyn) f/kai
Tov TpOMo TonoBETNONG KAl Napouaciaong Twv NPoidvTwy oTo pagl (XWpog), ndvrta cUPPWVA Kal JE

To Npo@®iA Tou guyxpovou Shopper.

Mpé€nel va npoadiopioTei, hia 6go To duvaTov Mio anoTeAeoNaTikh, omni-channel, oTpaTtnyikn yia TNV
eniAeyuevn Katnyopia avaloya pe 1o poAo TNG HECA OTA KATACTHUATA Tou AlIQVEUNOPOU, TOOO OTA
(PUOIKG 000 Kal 0To NAEKTPOVIKO. Enionuaiveral 011 eival miBavo n eikdva nou Aappavel o Shopper o’
£€va nAekTpovikO KATAOTNMA va dlagoponolsital and autd nou AdPBAavel oav euneipia oTto PuUOIKO
KaTaoTnua yia Tnv Katnyopia (n.x. diagoponoinuevo kwdikoAdylo, MpowbNnTIKEG EVEPYEIEG, MPOVOUIQ,
K.A.M.).

H gEeAiypuévn npooéyyion Tou omnichannel €ival n Aoyikr Tou optichannel (ECR 2020, Category
Management Yesterday, Today and Tomorrow) onou OAn n nNAnpo@oOpnon nou CUAAEYETAl ano To
ayopaoTiko Ta&idl Tou Shopper a&loAoyeiTal and Tov AIQVEUNOPO MPOKEIMEVOU va npooapuolel Ta
ouoThApaTa kar Tig d1adikacieg yia To endpevo ayopaoTikd Ta&dl Tou Shopper groxelovTag oTnv

KaAUTEPN ayopdaoTIKr Tou EUneipia.

H npoownonoinuévn enikoivwvia Pe Tov Shopper péow TnAepwvou, mail, SMS, What's Up, Facebook,

Twitter 1 webchat xpeialetal va npooapudleTal aTig 101AiTEPEC aAVAYKEG TOU.

Multichannel Vs. Omnichannel Vs. Optichannel

/N

AR

Store Web Mobile  Social

n

Eikova 6.5-1 n &€Aién Tou Omnichannel oe Optichannel.
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6.5.2 O1 evaAAAKTIKEG OTPATNYIKEG KI EVEPYEIEC KaTnyopiwv.

6.5.2.1 Xrpamyixn avénong kivnong (Traffic Building)

AnAadn, mwg Ba dnuoupynbolv oL mpolnoBEaelg o’ autr) tnv Katnyopia, wWoTe va mpoceAKUGOUV
TEPLOCOTEPOUC Shoppers Héoa 0To GUOLKO 1} NAEKTPOVIKO KOTAOTNUA. H oTpaTNYLKN QUTH onuaivel Kal

avénon Slelobuong neploocotepwv Shoppers otnv Katnyopia.

Evépyeleg:

A. NoikiAia:

- ApIBuoOC Kwdikwv oTn Katnyopia (ouvnOwc peyaAlTepog and To HECO 0PO).

- EmiAoyr npoiovTwv Ye uwnAn ouxvoTnTa enavayopdc (n.X. YaAakKToKoUIKa).

- EniAoyn €§101IKeEUPEVWV KWOIKWV/NPOoIOVTWV.

B. X®wpog:

EmAoyn evog oikeiou kal gpiAIkoU npoc Tov Shopper xwpou (yia napddeiyua n Katnyopia npoownikng
ppovTidag ival péoa oTic eBdopadiaiec/unviaiec ouvnBeleg Tou Shopper kal 6a NpEngl va PYnopei va
TNV Bpiokel Kal va nAonyeital EUKOAA Kal ypriyopa PJEoa OTo KATAoTnua).

6.5.2.2 Trpamyikr avénong 1ipou (Turnover Generator)

Anploupyia mpolToBécewV PHECA OTO KATAOTNMO YLa TN CUYKEKPLUEVN Katnyopla, wote va auvénBel n
npocéAevon Shoppers oL omoiol o€ cuvlUACHO HE TNV ayopd TPOIOVIWY, AmMO TN OCUYKEKPLUEVN
Katnyopia, ayopalouv KL GAAa Tpoiovta mou ¢Epvouv peyaAo T{po oTo Kataotnua (m.X. ayopd
dpouToAaxaVvIKwy O€ oUVOUAOUO HE YAAOKTOKOULIKA f/Kal aptookevdopata ). H Katnyopla dnAadn,

OUMBAAAEL oTNV avEnon TG Héong agilag Tou kaAablol/kat Tng ayopalOUevnG mOcOTNTAG.
Evépyeleg:

A. Tipn:

MpoiovTa nou gival «Value for Money» kal NPOOPEPOUV £va GNUAVTIKO OIKOVOUIKO OPEAOG — KivnTpo

yla Tov Shopper, €701 ®oTe va eMIAEEEI TV ayopd TnG Katnyopiac and Tov CUYKEKPIPEVO AIQVEUTOPO.

B. X®pog:

MpoiovTta pe xaunAd anoBcupara (Efficient Replenishment) kai ouxvr] Kal anoTEAECUATIKN KAAuwn
avaykwv TwV KataotnudTwy ano Tov NpounesuTh.

STpaTtnyikn €mAoyn TomoBETnong Kal ysiTviaong Katnyopiwv yia JeyioTtonoinon  niavwv
dlaoTaupoupevwy NwAncewv (cross selling) kal al&non Tou péoou kaAabioU (M.x. pPOUTOAAXAVIKWOV

Kal YaAQKTOKOWIK®V /Kal apTooKeuaouara).

. Enikoivwvia:

MpoidvTa pe €vrovn dIA@NMICTIKN UNOCTAPIEN.
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6.5.2.3 Xrpamnyikf duuvag / npootaciag nepioxng (Turf Protection)

Otav to eplBatov sivatl LLaitepa AvVIAywWVLIOTIKO TL.X. HE TTOAAQ KaTooThaTa otn (dla epLoxn, o
Alavéumopog Ba embLwEeL va TPooeKAUCEL TEPLOOOTEPOUG Shoppers HeE yvwpova Thv
Sladpoporotr)on. AuTo ETUTUYXAVETOL E OUVEXN EMEVOUON KL XPron EPYOAELWY yla TNV EVNUEPWON,
TPOWONTIKWV/OEUATIKWY EVEPYELWVY, VEWV TPoilovTwy, uPnAol emuédou e€umnpétnon Kat
Stadopetikn / KAAUTEPN AYOPOOTIKY EUTELPLAL.

Evépyeieg:

A. TipoAoyiakn noAITIKN

H avTaywvioTikOTNTa TWV TIYWV CE AUTH Tn OTpATnyikn nailel onuavTikd poAo ortn diatrpnon /

NpooEAKUGON TwV Shoppers oTnv KaTtnyopia.

B. Xwpog

To onueio nou BpiokeTal n Kartnyopia WYESA OTO KATACGTNHUA OO0 KAl n €lkdva mou napoudialel
oupBaAlouv atn dieukOAUvVON TNG eNIAOYNG Tou Shopper. Eniong 131aiTepeg NnpolnoBEaeig ONwg n.x. N
auaTnpen TAPNON TWV UYEIOVOUIK®V KAVOVWV OTIC KATNYOPIEC (PPECKWV TPOPIHWY KAl Yuyeiou gival
onNMavTIkoG napayovTtag diaudppwonc danowng kal emAoyng and Tov Shopper. AAAol niBavoi
napayovTeC UNOopEi va ival n afuavon, n NnpoBoAn Tng, n yeiTviaon TG Katnyopiag ue AAAEC ouvageic

Katnyopiec y€oa oo karaortnua.

6.5.2.4 Xrpamnyikf motomrag katavaiwtwv (Loyalty Builder)

O1 id1o1 AOYOI JE TNV NponyoUWevVn OoTPATNYIKN Kal n "ouveénesia" ornv uAonoinon Twv NPakTIKWV OTO
onueio nwAnong 6a evioxuoesl To aiobnua Tng iIkavonoinong Tou Shopper PYe anoTEAEOUa va eMIAEYEI
OAO Kal MNEPICOOTEPO TO OUYKEKPIMEVO oOnueio nwAnong. =tadiaka n diadikacia Tou eniAoync Oa
gnavaAauBaverar 6Ao kal ouxvoTepd Me anoTeAeopa o Shopper va avayvwpilel autd To onueio

NWANONG WC NPWTN €MIAOYH YIa TIC AYOPEC TOU.
EvEpyeEIlEG:

A. Enikoivwvia

AUEnon Tng napexouevng a&iac otov Shopper yia Tn MeyloTOMoIiNON TNG IKAVOMOIiNonG Tou KATd Td
YwVvia ToU 0TO KataoTnua puaolkd Kal NAEKTPOVIKO M.X. OUMBOUAEG oTo pagl, dIaywVIOPoi, KAPTEC

noToTnTac, online tailor-made npoogopec kal newsletter.

6.5.2.5 Xrpamnyikh dnuioupyiag evBouciaopou (Excitement Creation)

Anuioupyia npoUnoBecswyv avanTuéng TEToloU NePIBAAAOVTOC HECA OTO KATAOTNHA, WOTE va
dnuIoupyEiTal evBoUCIaoPOG OTOUG Shoppers Kal va YivETdl NEPIGOOTEPO EUXAPIOTO TO AYOPACTIKO

Touc Ta&iodl.
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>To onueio auto Oa napartebei pia pikpn avaAuon yi' auto nou ovopaletar "STORE THEATRICS
(S.T.)”: NpokeITal yia Tn oTpaTtnyikn emAoyr Alavéunopou, Nou agopd oTnv aigdnTikn diagoponoinon
Kal oTn AsIToupyikf BeATIOTONOINON TOU onUEiou NWANoNG TNG diaxelpIfopevng Katnyopiag.

O oxedlaouog Kal n epapuoyn TnG oTpaTnyikng auTng BaacileTal o€ Yia GEipd NNywv NAnpo@opnong,
OnwG N.X. Ol EPEUVEC ayopaoTIKWV ouvnOeiwv, Ne To S.T. va cupBAAAEl ouaiaoTikd oTnVv KaAUTEpN Kal
NANpEaTEPN €EUNNPETNON TOU KATAVAAWTH, ONMIOUPYWVTAC Kal WEYIOTOMOIMVTAG OUYXPOVWG TOV
ayopaaTiko evlouaiaouo.

MNa Tic Katnyopieg yia Tig onoieg npokpiveral, anoTeAei epyaAeio anuavTikng diagpoponoinong 1600 TNG
KaTtnyopiag 600 kai Tou AlavePnopou nou Tnv uloBeTei (n.x. €101kn kaTaokeun stand KAAAUVTIKQV HE

duvaTtoTnTa dOKIUNG NPOoidVTWY, EEEIDIKEUNEVEC PWTOYPAPIEC NAPOUCIiaonG TwV NPOiOVTWY KAM.)
Evépyeieg:
A. NoixiAia

EmAoyn kaivoupyiwv, KAIVOTOPHWV MPOIOVTWY, ME EAKUCTIKA Yia ToUuGg Shoppers XapakTnpioTika Kal

OQEAN.

B. Enikoivevia

EVTUNWOIaKEC CUOKEUAOIEC, NPpWTOTUNOI TPpoOnol Npowbnaong (n.X. €I0IKEC KATAOKEUEC £Ew/ PMEoa OTa
KATaoTAKATd, POMNOT/ OMOoIWPa TOU APwa Tou npoiovTog), dnuioupyia BopUBou-buzz pe duvaTeg
EMNIKOIVWVIEG evepyeiwv o€ YouTube kal ota Social Media Tou Alavéunopou K.d.

r. Xwpog

EvTunwoiakéc npoBoAéc, €1dIka stands npowbOnong, eveépyelec €Ew ano To katdoTnua (YEUOTIKEC
OOKINEG KAM.) Kal GAAeC evépyeleG nEpa and Tov KaBiEpwMEVO TPOMO Kal XWPo NWANONG TNG
Katnyopiag.

6.5.2.6 Xrpamnyikn dnuioupyiag eikévag (Image Builder)

Ol evépyeleg ou Ba mpaypatonolnfouv edw, TPEMEL va EXOUV 0OV OTOXO TNV KAAALEPYELA TNG ELKOVAG
Tou emLBuUpEel o Atavéumopog va dtapopdwaoel ota PAaTLa Twv Shoppers cUUGWVA Kal PE TNV ETALPLKN

oTpaTNYLKN TNG aAucidag (positioning), xpnolpomolwvtog EAKUCTIKA Kol EekaBapa HnvU pota.
EvEpyEIEG:
A. NoikiAia

EmAoyn npoiovrwy nou BonBave To AIQVEUNOPO va XTIOEl TNV «EMNIBUUNTR» TOU €IKOVA O OXEON MUE
TNV €EIDIKEUOH TOU Kal KE TIC EMNIAOYEC TOU Shopper Kal va €nIKoIVWVEI TNV TauTIoN Tou YE auTOV Kal

To JIkO ToU lifestyle.

B. Tiyn

XapnAEG TIHEG, av NPOKEITAl yid €IKOVA XAUNA®V TIMWV, PE €NIKEVTPWON OTO XAMNAO KOOTOGC TWV
ayopwv N TV €UKAIPI®V NOU WNopei va Bpel o Shopper.
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r. Xwpog
AVETOI Kal MOVTEPVOI XWPOI va €MIKOIVwvoUv oTov Shopper Tnv €ukoAia Twv ayopwv Tou, Tnv

guxapiornon ayopdlovTac oTa KataoThaTa Tou aAAd kal aAAa oToixeia nou avadelkvuouv Ta GTOIXEIa

dlagoponoinong Twv KAataoTnUAaTwy Tou Onwg n kadaplotnTa.

6.5.3 OAokAfpwon oTpaTtnyikwv Katnyopiag kai evepyeinv

>kono¢ autou Tou BrNaTog €ival o KaBopIioNOC TWV EVEPYEIMV YId TOV KABe KwOIKO, £TOI WOTE va

anodoBei ouvoAIKA 0 pOAOG Nou €xel NpoadiopiaTei yia TNV KaTtnyopia.

MpokelyEvou va diacPaliaTei OTI Ol EVEPYEIEG OXETICOVTAl e TOV pOAO TNG KaTnyopiag, TiIG oTpaTnyIKEG

Kal TOuG OTOXOUG METPNONG TN anddoaoncg, Ba npénel va akoAouBbnbolv Ta napakdTw BruaTa:

MpooeKTIKN EMAOYN OTPATNYIKAG yia TNV KaTtnyopia.
KaBopiopog Twv KaTaAANAWY aAAd KI EQIKTOV EVEPYEIWMV MOU UMNOPEI va KAVEI.
EmiAoyn Twv eVEPYEI®V AQUTWV NMOU PNopoUV va odnyrnoouV oTnV EKNANPWON TWV OTPATNYIK®OV
TnG Katnyopiag.

4. EniBeBaiwon Tng enidpaong Kal TwV NPOONTIKWV TNG KABE evEpyelag oToug JeikTEG anodoong
TnG Katnyopiag.

5. Enave&ETaon Twv niBavwv anoTEAECUATWY O OXECN ME TOUug OEiKTEG anddoanc nou ixav Tebei

apxika yia Tnv Kartnyopia.

6.5.3.1 Evtpyeieg nou apopoly orov apiBuod Twv kwdikwy

AUEnon, peiwon f kal avTikataaraon Kwdikwy, diaTrpnon napolodg KataoTaong, NpoiovTa I0IWTIKAG

ETIKETAC, OIAPOPETIKA OUAAOYN Ot KGO kaTtdoTnua r Ta idia gg OAa Ta KATACTHKATA.

6.5.3.2 Tipoloyiakn nohitikhy Aiavéunopou
AUEnon, deimwon R KAl avTikataotaon TIHwy, diaTripnon napoucag katdoTaong, NpoiovTa ISIWTIKACG

ETIKETAC, OIAPOPONOINKUEVEG TIUEC O KGBe KaTaoTnua n Ta idia o 6Aa Ta KATACTANATA.

6.5.3.3 Evtpyeieg Mpowbnong
e Tponog npowbnong (Leiwaon TINNG, kounovi, dia@ruion, deiyuaTodiavoun, eI0IKEC OUCKEUATIEG,
npoBoAr, Bguarikn npowbnon, online evépyeleg).
e St nola npoidvTa Ba yivel npowbnon;
e Me noia ouxvoTtnTa Ba yiveTal n npowOnaon;
e [oTe 6a yivel kal noia Ba €ival n dIApKeia TNG NPowdNoNg;
e >nueio nou Ba yivel n npowbnon.

e SUOXETION TNG NPOWONCNG KE NPOIOVTA ano AAAEC KATnyopiecC.

6.5.3.4 Evépyeieg napouciaong
e ©¢on Tou paiov TG Kartnyopiag oTo Kataotnua.
e [Aavoypaupa pagiou, pe kabapo brand & segment blocking (kabeto ) opilovVTIO).
e Xwpoc nou kataAauBavel 6An n Katnyopia.
e Alagpoponoinon ava karaoTrnua r oholoJopgpa o OAA Ta KATACTHUATA.
e TonoBetnon oto pag! Bacel dEVOPOU ayopaoTIKNG anopaong Tou Shopper.
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6.6 NMAavo sepappoyng Category Growth Management

Métpnon

OpLopog Af1oAdynan ZTPOTNYIKES Edappoyn

Katnyopiag Katnyopiac Katnyopiag MAdvou

EVEpyELeg Enaveéétaon
Katnyopioag Katnyopiag

Anodoong

Karenyopieg Katnyopiog

Sxnua 6.6-1 Aiadikaoia Category Growth Management Brjua 70 — E@apuoyn lMAavou

Zkonog auTtoU Tou BANAToC ival n avanTtuén Twv TEAIKWV npotacswv Category Growth Management

Tn¢ Katnyopiag kai o oXediaouog Tou NAGvou €QApuoync TouG.
MegBodoAoyika auTo To Bripa SIaKpiveTal O TPEIC PATEIG:

e EneEepyaocia kal €ykpion TNC NPOTACNG aAneikdoviong pa@iol OTO (PUOIKO KATAoTnUa r Tou
TpONoU Napouaiaong TwV NPOIOVTWY OTO NAEKTPOVIKO KATACTNMA.

e Katavoun appodIioTATWV Yyia TNV €@apuoyn Tng npoTacnc ord (pUOIKA KaTaoThuadta & oTo
online kataoTnua.

e Xpovodiaypauua uAonoinong TG Epapuoync.

E1diIkO0TEPA, N ene€epyaonia TNG TEAIKNC NpOTAONC pagioV 0Td PUCIKA KaTaoThpaTa BacileTal oTn Xprion
evog Category Growth Management epyaleiou-AoyiouikoU, To onoio unopei va ensgepyacTei Ta
OTOIXEIQ TNG avaAuong, va Ta oTabpiosl Ye BAon TIC OTPATNYIKEG KAl TAKTIKEG MOU anogaacioTnkav

(d1avopun, TINEG, B€on) yia va kataAn&el otnv npdTaon pagiol TnG Kartnyopiag.

MNa napadesiypa, yia Tov npocodiopionyo TG Idavikng ZuAAoyng (Efficient Assortment) kai e
d0edopEVo TO pOAO TNG KaTtnyopiag, e Tn Bondeia Twv KaTaAANAwv avaAUoewyv, o AIaVEUNOPOG HNOPEI
va npoodiopicel nolol €ival ekeivol ol KwdIKoi Mou avTinpoownelouv To 95% Tou TJipou Tou N akoun
Kal va cuvdudoel dUo KPITAPIA, ONWG Nolol €ival auToi ol KwdIKOoi Mou avTinpoowneuouv To 80% Tou

TCipou kal TouhdaxioTov To 95% Tng kepdoPopiag Tng Kartnyopiag.

€ auTn TN ¢dAon, €ival onuavTikn n eniBeBainon Twv KpITNpiwv oTpaTnyikng (n.X. T¢ipog, NWANCEIG
o€ Tepaxia, kabapo kEPSOC, MOoTOTNTA KAM.) nou Taipidlouv PE To POAO Kai Tn OTPATNYIKA TNG
KaTtnyopiag (n.x. npoopiopoU WE NMANpN NoikiAid, ) NpoopIioPoU PE avTaywvioTikr, Oxl NAfpn noikiAia,
aAAd pE Mo XAUNAEG TIMEG).

Me Baon Ta napandavw Kpitnpia 8a yivel n 1n diahoyn Tng cuAAoyng Tng Katnyopiac.

& ouvduaouo TNC avaAuong TwV TAOEWV Kdl TwV avaykwv Tou Shopper kal Tov TpOno nou WPwvidel
Kabwg kal n anodoon TngG Karnyopiag oto ouvoAo TnG ayopdc, Baocel dnUOCIEUPEVWY OTOoIXEIWV, Ba
akoAouBnael pia npoogyyion diapoppwong TnG Katnyopiac.
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H npoogyyion €ival and To YEVIKOTEPO OTO EIDIKOTEPO KAl O EVTOMIOMOG OXETIKWV EUKAIPIWV OF

ouvapTnon JE TNV napoUoa KAaTaoTaon Kal Tn OTOXEUMEVN MEAAOVTIKN yia Tov AlQvEUMNOPO.

MNa napadeiypa, orn Karnyopia nepinoinong paAMwv (oapnoudv) eEetaleral av 1a brands kai ol
dlagopeTikoi TUMOI NMpoiovTwyY N.X. oagnoudv 2 oe 1 pe conditioner, nou BpiokovTal oTnVv apxikn
GUAAOYN KaAunTouv OAOUC TOUG TUNOUG JaAAIwv. Av OxI, TOTE Ba npeEnel va npoaTeBoUyv akdua kanolol
KwOIKOI OTn GUAAOYN, NPOG KAAUWN TWV JIAPOPETIKWV aAvaykwyv Kal npo@iA Twv Shoppers Tng

KaTnyopiag.

6.6.1 Aladikacia eniAoyng 10avikng GUAAOYNG ava TUNo KaTaoTANATOG
Ta Tpia (3) Baoika BApaTta yia Tnv enihoyn Tng 10aviknG oUAAOYAG TNG kKaBe Katnyopiag kai ava Tuno

KataoTnuaTog ival Ta €&nc:

Bripal®: Bdosl Tlpou, Kepdopopiag, NWANCEWV O TePdAxia kal o a&ia Bacsl OlAVOURG TwV

unapxovTwv Kwdlkwv, ouvouaouog KpITnpiwy K.d.

BAua 2°: Bacel eAayioTng noikiAiag ava TunoAoyiag kal format kKaTaoTANATOG, AvaykwV KATavaiwTn,

npo@iA kal cupnepipopa Shopper, poAou Katnyopiag, oTpatnyikng AIavEUnopou KA.

Brjua 3°: Baoel Tng OUVANIKAG KAl TOU YUpPIioUdTog ava KwdIKO, MPOKEIYEVOU va eEaagpaAileTal enapkela
anoBepdTwv kal d1abeoiuoTNTA NPOIOVTWY O KAVOVIKR por Kal kata Tn OIdpKeEld NpowlnTIKwV

EVEPYEIWV.

To TeAIKO Piypa TN Katnyopiag yeTappaletal, oTn CUVEXEIQ, O avaykaio Xwpo pagiou kal B8€on péoa
OTO KATAoTnua, avaloya Pe To poAo Tng Katnyopiac nou €XEl NPONYOUMEVWC CUHQWVNOEI,
AauBavovrag unoyiv oapwg Tn dlaxpovikr avanTtuén Tng KaTtnyopiag, €10l wWoTe va aPiepwOei o€

AUTAV 0 avaykaiog Xwpoc¢ pagiol yia TV ano@uyn eAAEiPewv.

'ETo1 npoodiopifovTal ol avayKeg £navaoxediaohoU Kal evNUEPWONG Tou pagioU (f TUANATOC Tou

KATaoTrAUAToG) UE TNV vEa cUAAoyN.

Katd Tov npoaodiopioyd Tou 18avikoU MiyHaTog (efficient assortment), o Aiavéunopog
OUNBOUAEUETAI TOUG NPOMNBEUTEC TWV NPOIOVTWV TNG EMIAEYMEVNC KaTnyopiag, OXETIKA UE TO NPOPiA
Tou KABe brand Tng kaTtnyopiag kal NpoXwpdsl POVOG TOU, HE KPITAPIO TN OTPATNYIKA Kal TIG
NPOTEPAIOTNTEC TOU, OTO OXEDIACHO TNG TIMOAOYIAKNG NOAITIKAC Kal NpowlnTIK®V evepyeiwv (efficient

pricing & promotion) kai aTov opiouo TG d1adikaaiag e100d0u VEWY npoiovTwy (efficient introduction).

H @daon auTth eival gia and TIC MO ONUAvTiKEG ¢aoceic Tng diadikaciac Tou Category Growth
Management (padi ye Tn @Aaon Tou opiouoU Tou POAOU TNG KATNYOPIag Kal TNG OTPATNYIKNG/ TAKTIKWV
nou 6a akoAouBnBoulv), kaTa Tnv onoia o oxedlaouog naipvel odpka Kal ooTd, CUVENW®C KPIiVeTal

anapaiTnTo va Undapxel CUYKEKPINEVO XPOovodlaypaua uAonoinong UE TIC aVAAUTIKEG EVEPYEIEG.
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Mapakdtw akoAouBei éva napddeiypa evepyeiwv Tou AIQVEUNOPOU Kal Tou [MMpounBeuTn kai Tou
XpovodiaypauuaTtog evog project Category Growth Management :

MAANO E®PAPMOIrHzZ CATEGORY MANAGEMENT EMMNAEKOMENOI

NMPOMHOEYTHZ
ENEPrEIA AIANEMIOPOZ SYMBOYAEYTIKA* m STATUS

A. ZYAAOTH
Idavikr ZUAAOY R O€ OX€0N WE TN STPATNYIKN
v

Idavikry ZuAAoyn o€ oxéon PE Tov AvTay WVIOHO

A16pBwon Idavikng SuAAoyng

B. TIMOAOI'TAKH NMNOAITIKH
Mpogyylion gs ox&on WE TN ZTPATNYIKN

Mpoogyyion os 0XE0N KE TOoV AvTay WVIOHO
C. MPOQOHTIKEZ ENEPTEIEZ & AIAOHMIZH

MpowdnTIKEG EVEPYEIEC YIa TNV KaTnyopia
D. MAPOYZIAZH PA®IOY

KaBopiopdg pey €Boug pagiol
v

Anuioupyia NpoTacewv nAavoy papuaTog pagiou

AAAayn pagiov

LU X XN XXX

MapakoAoUBnon pa@iou / UETPNOEIG v
*0O TlpounBeuTnG Napouaoialel TIG NPOTACEIG TOU, MOU €ival NPOTEIVOUEVEG (EVOEIKTIKEG) KAl O KAWIA NEPINTWON OEOHUEUTIKEG
Kal n TeAIKR anogpaon yia To NAavo E@appoy g evandkeiral aTnv anokAEIOTIKN EUXEPEIA TOU AlQVEUNOPOU

'YoTepa kal and Tnv oAoKANPwaon TNG epapuoyng Twv Bnudtwv Tou Category Growth Management,

akoAouBei n a&loAdynon TwvV anoTEAEONATWY PJETA ano opliohEvo didoTnua.
6.7 Enava&ioAoynon - Enave&eraon Karnyopiag

To TeAeuTaio Briya onuaTodoTel TNV OAOKANPWAON TOU EKACTOTE KUkAou Category Growth Management
project kar anoTeAei, napaAAnAa, évauoua kai avadpaaon yia Toug eNOPEVOUG Nou Ba akoAouBroouy.
H a&oAdynon Tng anodoong Twv aAAaywyv nou €xouv npayuartonoin®si kai n pérpnon Twv KPIs nou
gixav TeBei and To AlavEunopo EvavTi TwV eNBuPNT®V oTOXWV (scorecard) 6a Nnpoodiopicouv, K VEOU

moéavec, HEANOVTIKEC aANAYEC.

a Métpnon » .
Opmpo'q AfoAéynon ZTPATNYLKES Edappoyn
Katnyopiacg Kartnyopioag Katnyopiag MAdvou

Evépyeleg Enmavefétaon

Ané8ooi
s Katnyopiag Katnyopiog

Katnyopiag Katnyopiag

Eikova 6.7-1 Aiadikaoia Category Growth Management Brjua 8o — Enave&eraon Karnyopiag

H enave&éTaon Tng Katnyopiag anoTeAei pia diapkn diadikacia eAéyyxou and nAeupag Aiaveunopou, n
onoia WMopei va pnv anaiTei UNoXPEwTIKA TNV akoAouBia Twv nponyoUdevwv enTd Bnudatwv. H
01adpacn HE TIC OUVONKEG TOU €EWTEPIKOU MEPIBAANOVTOG, Ol €EEAIOOOHUEVEG AYOPAOCTIKEG Kal

KATavaAwTIKEG OUVRBEIEG Kal Ta 1I01AITEPA YVWPIOPATA KAl XAPAKTNPIOTIKA TNG €kaoToTe KaTtnyopiag
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Ba kaTteubBuvouv TO AlavEéunopo npog Tn dlIapopPwaon Tng nepiodikOTNTAG enava&ioAdynong Tng
KaTtnyopiag.

H Aoyikn TnG “dokIunc & paenong” (test & learn) wg npoogyyion ocuvexoUg BEATIWONG YIA TIG EVEPYEIEG
Kal Ta nAdva €QApUOYNC MPOTEIVETAI OE OUXVEGC XPOVIKEC MEPIOOOUC, €V Ol OOMIKOI OpIOHOI TNG

Katnyopiag kai Tou poAou TnG, evOEXONEVWG va KNV €ival anapaitnTo va enavanpoodiopifovTal péoa
OTO £T0G.
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