«TOTTIKA AvaTtrTugn Kai

ToTIKN ETIXeIpnUOTIKOTNTON

12.01.2026
AIaAEEEIC 0TO MAQICIO TOU PABAUATOC
«TOMIKH ANAMTY=H KAI TOMNIKH ENIXEIPHMATIKOTHTA»
E’ EEaunvo
Akadnuaiko ‘ETog 2025-2026

Tunpa OIKoVOIKAG Kal Ap. AnpnRTpng lepatreTpiTtng,
Rl 1P pepaiakic Avamuine MéAog E.ALM. T.O.M.A.




O<uata oulnNTONG

EN

1. Eloaywyn

2. Emixeipnuatiko Movreho — Evvoia, AciToupyiec,
acia

3. Kappac Emiyeipnuatikou MovtéAou — Evvola

4. KauPac Emixeipnuarikou MovréAou-
[lepiexoueva

5. Kaupag Emixeipnuarikou MovtéAou — Evvea (9)
OOUIKG aTOIXEID

6. ApagTnpiotnra




=. BAZIZMENO ZTHN ANAAYZH 101 ANOTYXHMENQN NEO®YQN ENIXEIPHZIEQN
¥ 20 Baotkoi AdyoL amotuyiag VEOYUWV ETILXELPTOEWY

1 . EIO' qywyr’l ev utipxe Lo @ N 2

ENeWYn petpntiv @ I 200
Mn katdAnAn opdda @ I 23%
Ekto¢ avtaywviopou @ I 19%
NpoBAfpata pe v KOaToAdynon/koatog % I 3%
Mn @UAkO TiPog Tov Xpratn Poiov @ I 7%
Mpoidv Ywpig EMYEPNHATIKO HOVTEAD @ I 7%
drwyd papkeTvyk @ I 14%

EmiyeipnuatikoTnTa s (g s
qu A.ITOTUXiq AavBaopévo rpoidv . I 13%

Aev urtipxe eotiaon ’ B 13%

’E pS Uva -EO U C B I n Sights GS Avoappovia petagld opddag/emevutwy @ B 13%
68[V|Ja 1 01 a'r[O'E erl “évwv Anotuynpévn «alayr katehBuvangy o B 10%
ETUXELPNOEWYV AVEDELEE TOUC wucinriioos @) o

ATIOTUXNPEVN YEWYPUQLK) EMEKTAON B 9%

8%

20 onpavtikotePoug AOyouq
TTou o0dnNyouv oTnV aArotuxia.

8%

8%

0/
o/0

00080

7%

ERCBINSIGHTS



2. EmixeipnuaTtiko MovTtéAo
2.1. 'Evvolq, AsiTtoupyiecg, acia

ETTLXELPNUOATIKO MOVTEAO:

EVO EVVOLOAOYLKO EPYAAELO TTOU TTEPLYPAPEL

»TTwC N emeipnon dnutovpyel aéio yio touc TeEAATEC,

> TTWC TNV TTIDOCPEPEL OTOUC TTEAXTEC aAAd Kol

» TTWC OTTOKTA £000Q, TO OTTOLO! UETATPETTEL OE KEPON

BpiokeTal OTO KEVTPO TOU
Emriyelpnuartikou Zyebiou




2. EmixeipnpaTtiké6 MovTtéAo
2.1. 'Evvola, Asitoupyiecg, acia

Eib LKéTE,OO( : Aettoupyieg Emuxelpnuatikol Movtéou

e H Slatumnwon ¢ npotaonc aiac yia Toug MEAATEC TNC EMLXEIPNONC.
* 0 tpoodLopLOPOC TOU TUNUATOC TNC AYOPAC 0TO OToio arneuBUveTal n ETXELPNON.

* 0 kaBoplopoc ™ Sounic t™NC aAuoidac a€iac mou armawteital yia tn Snuoupyia Kat ™
Slavopr) Tou tPoIOVTOoC 1} TNC unnpeoiac.

* H eKTiunom t™NC Sounc KAOTOUC Kal TOU KEPSOUC.

* H teptypadrn) e B€0nC TNC ETLXEIPNONC EVTOC TOU SIKTUOU TIOU CUVEEEL TIPOUNBEUTER
Kal TIEAATEC.

* H Slatunwon tn¢ avtaywVvIoTIKIC OTPATNYLKIC.




2. EmixsipnuaTtiké MovTtéAo
2.1. 'Evvola, Asitoupyiecg, acia

2.€ OXEON ME TNV Acia, TO ETTIXEIPNUATIKO HOVTEANO €XEI TPIO OTOIXEIQ:

Angioupyia agiag: oOTOUC KATAVOAWTEC, ME TNV E€TTIAUON €VOG
TTPORBAAMATOS TTOU AUTOI AVTIMETWTTICOUV, KOBWC Kal OTAV IKAVOTTOIoUV
MIO AVIKOVOTTOINTN avAyKn TOuc.

NMpooc@opd aiag: n acia TOU OnuIoupyeiTal Ba Trpétrel  va
TTPOCPEPETAI OTOUG KOATAVOAWTESG, HEOA ATTO  AEITOUPYIEC  Kal
O1adIKACIEC TG ETTIXEIPNONG Ol OTTOIEC ALIOTTOIOUV TTOPOUGC KAl IKAVOTNTEC
TG00 ATTO TO EOWTEPIKO OO0 KAl ATTO TO ECWTEPIKO TNG ETTIXEIPNONG.

Aéopeguon agiag: n @OpHoUAa KEPOOUG YIa TNV £TTIXEipNnoN, e Bdaon
TNV ATTAITOUPEVN OOMN AEITOUPYIKOU KOOTOUG O OXEON ME T €0000Q.



2. EmixeipnuaTtiké MovtéAo
2.1. 'Evvola, Asitoupyieg, acia

Téooepeig o1 0ONyoi HEOW TWV OTTOIWYV TO ETTIXEIPNMATIKO MOVTEAO DNUIOUPYEI
agia Kal avraywvIioTIKO TTAEOVEKTNMA YIa TNV ETTIXEipNON:

Kawotopia
0dnyoi a§iag yia AroSotikotnta
TO EMLYELPNHATLKO
povtéAo ZupmAnpwyatkotnta

o KAsibwpa meAatwv

Zxnua 8.1: Baowkol 08nyol péoa and Toug omoioug Ta EMXEPNUATIKA povtéAa Bonbouv tn
Snuoupyia avtaywvioTikoU AeovEKTTHatog Slapéoou tneg dnuoupyiag aiag yia

pLa emxeipnon



2. Emixeipnuatikdé MovTtéAo
2.1. 'Evvola, Asitoupyiecg, acia

Téooepeic o1 odnyoi HEOW TWV OTTOIWV TO ETTIXEIPNMATIKO POVTEAO dnuIoUpPYED agia Kal
AVTAYWVIOTIKO TTAEOVEKTNMA YIA TNV ETTIXEIPNON:

KalvoTopia €TTIXEIPNUATIKOU PJOVTEAOU: KAIVOTOUOC TPOTTOC UE TOV OTIOIO N ETTIXEIpNON
TTPOCPEPEl TTPOIOVTA/ UTTNPECIEC TTOU CUMPTTANPWVYOUV Ta TTPOIOVTA Kal TOUug Oivouv
MEYOAUTEPN agia.

O 1reAATNG OEV TTANPWVEI O 1eAATNG TTAEOV QVTI YEUPATWY Kal
TTAEOV unviaia cuvdpoun aAAG OIOKEKPIMEVWYV BECEWV, EXEI XAUNAEC TILEC,
XPEWVETAI avd Tpayoud! arreuBeiac TTTROEIC, ATTOYEIWOTEIS OTNV WPA TOUC
(M€yeBOC OKAPOUG KAl MIKPWYV AEPOOPOMIWV AUEAVOVTAG
AAMaée n aéia aAAd kai o TpOTTOC atrodoTIKOTNTA Kal eVeAICia),
Tou dnuioupyouvral E000d AMaée n aéia aAAa kai

O TPOTTOC TTOU dnuIoupyouvTal E000a



2. EmixsipnuaTtiké MovTtéAo
2.1. 'Evvoia, Asitoupyiec, agia

Téooepeic o1 0Onyoi JEOW TWV OTTOIWV TO ETTIXEIPNMATIKO JOVTEAO ONUIOUPYEI agia Kal
AVTAYWVIOTIKO TTAEOVEKTNUA VIO TNV ETTIXEIPNON:

ATTOOO0TIKOTNTA ETTIXEIPNUATIKOU PovTEAOU: OUOIOG TPOTIOG UE TOV OTTOIO N ETTIXEIPNON
TTPOOQEPEl  TTPOIOVTA/UTTINPEDIEC HE  TIC KOBIEPWHEVEG  ETTIXEIPNOEIC  OAAG  TTIO
QTTOTEAECUATIKA KAl TTI0 ATTOd0TIKA.

O 1TeAATNG TTAPAKOAOUBEI TNV TTOPEIa TNG TTapAyYEAIAC aTTd TV OTIYMNA TNG
TTapayyeAiag yExpl TV rapaAaBn. AmmoréAsoe aroixeio diapaveiag Kai

arrod0TIKOTHTAG.
AAaée n aéia aAAd kai o TpOTTOC TTOU dnuIoupyouvral E000a



2. EmixsipnuaTtiké MovTtéAo
2.1. 'Evvola, Asitoupyieg, acia

Téooepeic o1 0ONyoi HEOW TWV OTTOIWV TO ETTIXEIPNMATIKO HOVTEAO ONUIOUPYEI
agia Kal avTaywvIioTIKO TTAEOVEKTNMA YIa TNV ETTIXEipNON:

ZUMTTANPWMATIKOTNTA ETTIXEIPNMATIKOU MOVTEAOU: aucnon aciac Trou
TTPOKUTTTEI armd TNV aAAnAecdptnon  PETAEU  OPOaCTNPIOTATWY  TOU
ETTIXEIPNUATIKOU JJOVTEAOU.

V.
' PayPal d)

To PayPal w¢ pia diadIKTuakr eTaipeia TTANPWHWY avecapTnTn ATTO TTIOTWTIKES
KAPTEC, TTOU ATTEKTNOE TO ebay, dicukoAuvel TIC cuvaAAayEC Tou d1aPOPETIKA
oev Ba urmropouoav va oAokAnpw6Oouv.

™

AAaée n aéia aAAd kai o TpOTTOC TTOU dnuIoupyouvral E00d0a



2. EmixsipnuaTtiko MovTtéAo
2.1. 'Evvoia, Asitoupyiecg, acia

Téooepeic o1 0ONyoi NEOW TWV OTTOIWYV TO ETTIXEIPNMUATIKO HOVTEAO ONMIOUPYEI
acia Kal avTaywvIoTIKO TTAEOVEKTNUA VIO TNV ETTIXEIPNON:

KAgidwpa TreAaTwyv: KATAOTOON KATA TNV OTToia Ol TTEAATEG €EAPTWVTAI ATTO
EVOV NOVO KATOOKEUAOTH/TTPOMNOEUTN VIO £va OUYKEKPIMEVO TTPOIOV/UTTNPETIA
Kal OEV_UTTOPOUV va UETOKIVNOOUV g€ GAAO TTPOUNBEUTAH XWPIC YEYAAO KOOTOC N
TaAQITTWPEIA.

NESPRESSO.

H 1Tpwtn €Taipgia Tou dnuioupynoe agia ue autov tov 1poTTo Atav n Gillette
oTIG apxéc Tou 1900. Evw o1 AaBé¢ Twv Eupagiwyv NTav axedov dwpEAv, ol
avTAAAQKTIKEC AETTIOEC NTAV TTOAU aKpIBEG.

AAaée n aéia aAAd kai o TpOTTOC TTOU dnuIoupyouvral E000a



2. Kaupag Emixeipnuatikou MovtéAou
2.1. 'Evvoia

Mponyeitat tou Emyepnpatikov Zxediov

KapBag AmoteAet Tov mupriva tou Emtyelpnpatikod Ixediov
Emtiyelpnpatikou

MovtéAou AracagnvileL twg n emyeipnon dnpiovpyel, tpoapépel kat Seopevel afia

AmnoteAsitat armo evvea Sopikd atotyeia, ta omoia aAnAoggaptwvral

Zynua 8.2: XapaktnpeLloTIKA oTowela Tou KapBad emiXelpnUatikol HOVTEAOU



2. KauBac EmixeipnuaTtikou MovTtéAou
2.2. [Nepiexoueva

IXEOELG UE TOUG
/-j\, SPthdmwc NeAdreg
\ ~ activities (Customer
(Key ) Relationships)
Baoweg NeAdreng-
ouvepyaoieg atoYog
(Key Partners) (Customer
Segments)
KavdAia
Baoikoi népot Siavoprig
(Key Resources) (Channels)
Mnyn: Osterwalder, A., &Pg eur,
Y. (2010). Business
model tion: a
BoiNj Keowus Fods soddmy Pl ores
(COSt Structure) (Revenue Streams) ghallengers? John Wiley
& Sons.




2. KauBag Emixeipnuatikou MovTtéAou
2.3. Evvéa (9) Aouika 2Toixeia

10 NMeAdTNnC - 216YXO0C

To OOMIKO aUTO OTOIXEIO TOU KAPBA TOU ETTIXEIPNMATIKOU HOVTEAOU Ba TTPETTEI
VO ATTAVTAEI OTIG £ENG EPWTNHOEIG:

«  Ta 1Tolov TTpoopilovTal Ta TTPOIOVTA KOl Ol UTTNPECIES HOG;

« [lolol gival o1 TTI0 ONMUAVTIKOI TTEAATEG; i

TMHMATO-
Fewypapk] B el ZULTIEPLPOPLKIT)

Yuxoypagiki

Zynua 8.3: TUrot TUnuatonoineng e ayopac



2. KaupBag EmixeipnuaTtikou MovTtéAou
2.3. Evvea (9) Aouika 2ToIXEia

1° MeAdTNC — 2TOXOC

MNwg ETIAEYOUME o€ TTOIOUG TTEAATEC Ba EO0TIAOOUE;
[Mp€1TEl VA aTTAVTAOOUNE OTA aKOAOUBa epwTAMUATA:

* ‘EXEL XprjHata o EAATNC-0TOX0C;

* Eival o meAdTNC-0tOX0C EUKOAQ TIPOORACLUOC 0TO SIKTUO TWV MWANTWV 00C;

* ‘EXEL 0 TEAATNC-0TOXOC Evav OTUAVTIKO AOYO yla va ayopaoEl;

» Mmtopei n enxeipnon onuepa, pe tn BoriBela ouvepyatwy, va napadwaoel £va 0AGKANPO TTPoioV;

* Ytdpxel KaBIEPWHUEVOC AVTAYWVIOUOC TTou Ba pmopouoe va eUMosioeL TNV €i0080 TN eMXEi-
pPNONC 0TOV KAASO;

* Edv kepdioel n ETIXEIPNON TO CUYKEKPLUEVO TUNHA TNC ayopdc, KTTOPEL va TO XPNOLUOTOoEL
yla va eneKTadel Kal o€ AAAQ TUNUATA 0TO LEAAOV;

* JUVASBEL 1 CUYKEKPLUEVT) ayopd-oToxocg pe Tic akieg, Ta mddn Kat Toug 0TOXoUC TNE LSPUTLKNG
opadac;




2. Kaupag Emixeipnuatikou MovtéAou

Baolkég
OUVEPYOLOLEG
(Key Partners)

Boawoikoi rtopol
(Key Resources)

Aopr KGoTOUG
(Cost Structure)

(Value Proposition)

IXEOELG UE TOUG
MeAdreeg
(Customer
Relationships)

Kavda
Suavopric
(Channels)

Poég ecdbwv
(Revenue Streams)

(Customer
Segments)

Mnyn: Osterwalder, A., & Pigneur,
Y. (2010). Business
model generation: a
handbook for visionaries,
game changers, and
challengers: John Wiley
& Sons.



2. Kaupag Emmixeipnuatikou MovtéAou
2.3. Evvea (9) Aouika ZTolxEia

2° Mpotaon Aciac

To OOPIKO AUTO OTOIXEIO TOU KAPBA TOU ETTIXEIPNMATIKOU JOVTEAOU Ba TTPETTE
VO ATTaVTAEl OTIC £ENC EPWTNOEIC:

T adia TTapEXOUpE o€ KABE TUAUA TNG ayopdc;

Moio TpoBAnua Twv TTeEAaTWyY Bondaue va Aubki;

[Moleg avayKeg TWV TTEAQTWY IKAVOTTOIOUE;

Moioug cuvOUAOHOUG TTPOIOVTWYV KOl UTTNPECIWYV TTPOCPEPOUNE OE
KABe TUua TNG ayopdag;



2T. KauBag Emixeipnuartikou MovtéAou

Baolkég
OUVEPYOLOLEG
(Key Partners)

Boawoikoi rtopol
(Key Resources)

Aopr KGoTOUG
(Cost Structure)

(Value Proposition)

IXEOELG UE TOUG
MeAdreeg
(Customer
Relationships)

Kavda
Suavopric
(Channels)

Poég ecdbwv
(Revenue Streams)

(Customer
Segments)

Mnyn: Osterwalder, A., & Pigneur,
Y. (2010). Business
model generation: a
handbook for visionaries,
game changers, and
challengers: John Wiley
& Sons.



2. Kaupag Emmixeipnuatikou MovtéAou
2.3. Evvea (9) Aouika ZTolxEia

3° KavaAia Aiavounc

To OOPIKO AUTO OTOIXEIO TOU KOPBA TOU ETTIXEIPNMATIKOU JOVTEAOU Ba TTPETTE
VO ATTaVTAEl OTIC £ENC EPWTNOEIC:

* [loia kavaAia TTPOTIMOUV o1 TTEAATES UOC;

* [loia kavaAia AgIToupyouvV TTI0 aTTOOO0TIKA;

* [lw¢ MTTOPOUME VA EVOTTOINCOUME TA KAVAAIQ;
* [loia KavaAla gival TA TTIO OIKOVOMIK(;

* MNwg Ta EVTACOOUNE OTNV KABNUEPIVOTNTA TWV TTEAATWYV HAG;



2. Kaupag EmixeipnuaTtikou MovTtéAou
2.3. Evvea (9) Aouika 2ToIXEia

3° KavdAia AlavouRiRc

Kavaiila

Awavopng

Zynua 8.5: KavaAwa Alavounc

e EvaloBnromoinon

o Aflo0Aoynon

* Ayopa

* [apadoaon

* Yrootripién



2. Kaupag EmixeipnuaTtikou MovTtéAou
2.3. Evvea (9) Aouika 2ToIXEia

El 30 Kavahia Alavounc

[a TN oWoTA €TTIAOYT TWV JECWV TTPOPOANG, O ETTIXEIPNMATIAC Ba TTPETTEN VO
AGBel utTown dIAPOPOUC TTAPAYOVTEG:

e TOUC SLaB£€01poUC TTIOPOUC, TOUC OTOXOUC KAl TIC TAKTLKEG TNC ETILXEIPNONC
e TA XOPAKTINPLOTIKA TNC ayopAc-otoxou
e T XOPAKTINPLOTIKA TOU TIPOLOVTOG 1 TNG UTINPEoiag

» TO KOOTOC KaL TN StaBeopdoTnNTa TWV HECWV TIPOBOANC

Anpoototnta
Atapiipion ANpOOLES

OXEOELG

Xopnyieg
o€ EKSNAWOELG

MEZA 3
MPOBOAH: /| Npoowmkn
| nwAnon

EpmopLkeg
ekBEoELg

MpowBnon
Apgoo MWANCEWY
HAPKETLVYK



2. Kaupag Emixeipnuatikou MovtéAou

Baolkég
OUVEPYOLOLEG
(Key Partners)

Boawoikoi rtopol
(Key Resources)

Aopr KGoTOUG
(Cost Structure)

(Value Proposition)

IXEOELG UE TOUG
MeAdreeg
(Customer
Relationships)

Kavda
Suavopric
(Channels)

Poég ecdbwv
(Revenue Streams)

(Customer
Segments)

Mnyn: Osterwalder, A., & Pigneur,
Y. (2010). Business
model generation: a
handbook for visionaries,
game changers, and
challengers: John Wiley
& Sons.



2. KaupBag EmixeipnuaTtikou MovTtéAou
2.3. Evvea (9) Aouika 2ToIXEia

23 2X€E0EIC PE TOUC IMeAATEC

To OOMIKO AUTO OTOIXEIO TOU KAPBA TOU ETTIXEIPNUATIKOU JoVTEAOU Ba TTPETTEI VO
QATTAVTAEI OTIG £CNGC EPWTNOEIC:

*  NMwg B€AEI KABE KaTnyopia TTEAATWY VA OUVOEDEi e TNV ETTIXEIPNON HAG;
* Tieidoug oxéoeig EXOUME NON ME TOUG TTEAATEG MOG;

*  NMwg Ba aAAdagouv ol oxéoelg auTEG OTO MEAAOV;

o [poowrkn e§unnpétnon meAatwv
o EZatopikeupévn ekumnpétnon meAatwy

TomoL
MeAateLakwy

o Autoggumnpétnon

ExéCEWV ® AUTOHATOTIOLNHEVEG UTINPECLES
® ALaSLKTUOKEG KOLVOTNTEG

® Yuv-8nuioupyia agiag

Zynua 8.8: TUTIoL TEAATELOKWYV OXECEWV



2. Kaupag Emixeipnuatikou MovtéAou

Baolkég
OUVEPYOLOLEG
(Key Partners)

Boawoikoi rtopol
(Key Resources)

Aopr KGoTOUG
(Cost Structure)

(Value Proposition)

IXEOELG UE TOUG
MeAdreeg
(Customer
Relationships)

Kavda
Suavopric
(Channels)

Poég ecdbwv
(Revenue Streams)

(Customer
Segments)

Mnyn: Osterwalder, A., & Pigneur,
Y. (2010). Business
model generation: a
handbook for visionaries,
game changers, and
challengers: John Wiley
& Sons.



2. KaupBag EmixeipnuaTtikou MovTéAou
2.3. Evveéa (9) Aouika 2ToIxEia

5° Poéc EcOOWYV

To OoUIKO aUTO OTOIXEIO TOU KAPBA TOU NéAnon
, , , , TpoOioVIWY Kat
ETTIXEIPNMATIKOU PJOVTEAOU Ba TTPETTEI VA ATTAVTAEI OTIC UTpPEGLAY

€€NC EPWTACEIC: Xpéwan

pecalovra

*  Ta Tola TrTapeXOMEvVN agia dExovTal ol
TTEAATEG VA TTANPWOOUV; Movtélo
Ecodwv

*  [wg TTAnpWVOUV CHHEPQ;
*  Ti peAAovTIKn agia 8a TTAnpwvouv;

*  loieg peB6doUG TTANPWHNG TTPOTIMOUV;

Zynua 8.9: Eidn Powv Eodduv



2. Kaupag Emixeipnuatikou MovtéAou

Baolkég
OUVEPYOLOLEG
(Key Partners)

Boawoikoi rtopol
(Key Resources)

Aopr KGoTOUG
(Cost Structure)

(Value Proposition)

IXEOELG UE TOUG
MeAdreeg
(Customer
Relationships)

Kavda
Suavopric
(Channels)

Poég ecdbwv
(Revenue Streams)

(Customer
Segments)

Mnyn: Osterwalder, A., & Pigneur,
Y. (2010). Business
model generation: a
handbook for visionaries,
game changers, and
challengers: John Wiley
& Sons.



2. KaupBag EmixeipnuaTtikou MovTtéAou
2.3. Evvea (9) Aouika 2ToIXEia

6° Baolikoi Nopol

To OOMIKO AUTO OTOIXEIO TOU KAPBA TOU ETTIXEIPNUATIKOU JOVTEAOU Ba TTPETTEI VA ATTAVTAEI
OTIG €ENGC EPWTNOEIC:

Moloug KpioIPOUG TTOPOUG ATTAITOUV:
* n T mpoéraon agiag;

°  TA KavaAila S1avOouNG;

* Ol OXEOEIG JE TOUG TTEAATEG;

* 0l poéG E060WV;



2. Kaupag Emixeipnuatikou MovtéAou

Baowkol népol

(Key Resources)

Aopn) kéoToug
(Cost Structure)

(Value Proposition)

IXECELG PE TOUG
NeAdreg
(Customer
Relationships)

Kavaha
Siavoprig
(Channels)

i
0

Poéc ecObwv
(Revenue Streams)

NeAdrng-
otdyog
(Customer

Segments)

Mnyn: Osterwalder, A., & Pigneur,
Y. (2010). Business
model generation: a
handbook for visionaries,
game changers, and
challengers: John Wiley
& Sons.



2. Kaupag Emixeipnuatikou MovtéAou
2.3. Evvea (9) Aouika 2Tolxeia

7° Baolkéc ApaoTnplioTNTEC

To OOPIKO AUTO OTOIXEIO TOU KOPBA TOU ETTIXEIPNMATIKOU JOVTEAOU Ba TTPETTE
Va ATTavVTAEl OTIC £ENC EPWTNOEIC:

*  Tigidoug dpaocTnpIOTNTEG cival (WTIKAC OnNUaAciac yia TnV mpoTtaon
a&iag Tn¢ €mmxeipnong Yag;

«  Ti €idoug dpaocTnNPIOTNTEG cival (WTIKNG ONUACIAC YIO TO KAVAAIQ
dlavoung Mag;

* Ti €idoug dpaocTNPIOTNTEG cival ONUAVTIKEC av BEAoUPE va
OIOTNPNOOUUE TIC OXECEIC POC UE TOUC TTEAATEC MOC;

«  Ti€idoug dpaocTNPIOTNTEG cival OEPEAIWDEIC VIO TIC POEG ECOOWV UAG;




2. Kaupag Emixeipnuatikou MovtéAou

Baowkol népol

(Key Resources)

Aopn) kéoToug
(Cost Structure)

(Value Proposition)

IXECELG PE TOUG
NeAdreg
(Customer
Relationships)

Kavaha
Siavoprig
(Channels)

i
0

Poéc ecObwv
(Revenue Streams)

NeAdrng-
otdyog
(Customer

Segments)

Mnyn: Osterwalder, A., & Pigneur,
Y. (2010). Business
model generation: a
handbook for visionaries,
game changers, and
challengers: John Wiley
& Sons.



2. KaupBag EmixeipnuaTtikou MovTéAou
2.3. Evvéa (9) Aouika ZTolxEia

80 Baolikéc 2uvepyaoiec

To douIkO auTd OTOIXEIO TOU KAPPA TOU ETTIXEIPNUATIKOU JOVTEAOU Ba
TTPETTEI VA ATTAVTAEI OTIC £€NC EPWTNOEIC:

lMolol gival o1 KUPIoI CUVEPYATES MOG;
MMolol gival o1 KUpIol TTPOUNOEVUTEG HAG;

MNMoioug KpioIgoug  Tépoug  TrpounBeudpacTte  aTrod
OUVEPYATEG;

Moieg KUpIEC OPACTNPIOTNTEG EKTEAOUV Ol CUVEPYATEG MAG;



2. Kaupag Emmixeipnuatikou MovtéAou

Baowkol népol

(Key Resources)

Aopn) kéoToug
(Cost Structure)

(Value Proposition)

IXECELG PE TOUG
NeAdreg
(Customer
Relationships)

Kavaha
Siavoprig
(Channels)

i
0

Poéc ecObwv
(Revenue Streams)

NeAdrng-
otdyog
(Customer

Segments)

Mnyn: Osterwalder, A., & Pigneur,
Y. (2010). Business
model generation: a
handbook for visionaries,
game changers, and
challengers: John Wiley
& Sons.



2. KaupBag EmixeipnuaTtikou MovTéAou
2.3. Evvéa (9) Aouika ZTolxEia

9° Aoun Tou KOOTOUC

To douIkG auTd OTOIXEIO TOU KAUBA TOU ETTIXEIPNMATIKOU JOVTEAOU
Oa TTpETTEl va aTTavTAEl OTIC £ENG EPWTNOEIGC:

* [lola gival T ONUAVTIKOTEPO KOOTN;
* T[lolol Baoikoi TTépoI £XOUV TO HEYOAUTEPO KOOTOG;

* loleg Paocikég OpaoTNPIOTNTEG £XOUV TO MEYOAUTEPO
KOOTOG;



EQWTNOEIC;



