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Ke@alalo 6: AyopaoTIKI) CUUTIEPLPOPA KL KOLVWVIKEG AYOPES

Elcaywyn

"Eneidn o okonoc¢ uiac €raipeiac €ivai va onuioupynoer gvav rneAdTtn, n
enixeipnon e€xer OUO -Kai UOvo dUO- BACIKEC AEITOUPYIEC: TO UAPKETIVYK KAl
TNV kaivotTouia. To UAPKETIVYK Kal n KaivoTouia napdyouv arnoTeAEoLATa-
0Aa Ta unoAoina eivai kOOTOC. To UAPKETIVYK €ivai n dIAKPITIKI), HOVAdIKI)
AgiToupyia Tn¢ enixeipnong".

MaTi papkeTivyk; Eneidn sivar onuavTikd yia TIG €TAIPEIEC va KATAVONOOUV
NANPWG TN CUMNEPIPOPA TWV KATAVAAWTWYV, €ITE NPOKEITAI YIA IDIWTEC EiTE
yla Be0pIKOUC ayopaoTEG.

‘'OTav yiveralr AOyoC yia Tn CUMMEPIPOPa TwWV ayopaoTwv, €ival KaAo va
kaTtaAdaBel kaveic nw¢ anogacifouv; Mati npoTigoUV €va PEPOC aAno &va
aAAo; Mwc n auénuevn npooBaacn atnv NANpoPopnon ennpPealel TIG EMNIAOYEC
ayopdc kal danavwv; H anavtnon tng Delloitte avagépeTal, yia napddeiyua,
oTta Tpia R - €peuva, ouoTAoEIG KAl ENICTPOYPEC - TA onoia Ynopei va kpuBouv
TO KAE€I8i yIa TNV KATAvonon TWV KAaTavaAwTwy.

‘Epguva

Av JIAGUE via €peuva - BacileTal oTnV YneIakn TEXVOAOyia nou napexel €va
Aaveu nponyouuevou eninedo nAnpo@opiwv. Edw PnopoUpe va HIANCOULE Yia
influencers nou pnopei va €ival evreAwg ayvwoTol avBpwnol aAAd nou
MnopoUvV va ennpedoouv TNV anogaacn ayopdc.

ZUOTAOCEIG KAl KPITIKEG
O1 OUCTACEIG KAl Ol KPITIKEG YIa NpoiovTa, ayabd Kal unnpecieg yivovTtal 0Ao
Kal nio nepiZNTNTEG yia Tov oxedlaopd anopacswyv ayopdac.
O1 KaTavaAwTEG NIBIWKOUV va CUAAEYOUV NANPOPOpPIEC ano

o KPITIKEG EUNEIPOYVWHOVWV

e [VWUEG XpNOTWV
SUu@wva pe Tnv EUROPE E-COMMERCE REPORT 2021, ol a&loAoynosic
neAaTwv anoteAouv "onuavTikg nAnyn avaTtpopodoTnong, KNXaviouo
gvioxuong TnG gunioToouvNG Kal nnyn nAnpogopiwv yia Toug (duvnTikoug)
neAATeG.

Evtog Tng EE,

e To 59% TWV NAEKTPOVIKWV KATACTNNATWV MNPOOPEPElI OTOUG

neAaTeg Tn duvaToTNTa va ypaywouv
e  KPITIKEG NPOIOVTWYV, Kal
e To 23% napeExel OTOUC KATAVAAWTEG Tn OuvaTtotTnTa va

! https://www.forbes.com/2006/06/30/jack-trout-on-marketing-
cx_jt 0703drucker.html?sh=431fad76555c visit 06.02.2022



https://www.forbes.com/2006/06/30/jack-trout-on-marketing-cx_jt_0703drucker.html?sh=431fad76555c
https://www.forbes.com/2006/06/30/jack-trout-on-marketing-cx_jt_0703drucker.html?sh=431fad76555c

a&lohoynoouv Tnv idia Tnv £Taipsia.

EnioTpoEg
H OduvaTtotnta enioTpopnc e€ival €va oToixeio nou evBappuvel Tov

KaTavaAwTn va ayopdaoel, eneidn yvwpilel 0TI HEOQ O€ £va OPICHEVO XPOVIKO
01a0TNUa MNOPEl va €NIOTPEWElI TO MPOIOV XwPIiGC noivil 1 JE €va HIKPO
NPOCTIYO. 2€ AUTA TNV NEPINTWON, Ol TUWEIG, N OUCAPECKEId, N KAKN
a&loAoynon Tou npoidovToG nplv and Tnv ayopd danoTeAoUv AOyoug
ENIOTPOPNC.

>T1OX0C auToU TOU KE@PAAQioU €ival va KATAVONOOUNE TN CUMNEPIPOPA TWV
KATavaAwTwVv wg &va onuavTikd ¢NTNHA yia TO anoTEAECHATIKO HAPKETIVYK,
BonBwvTac Ta oTeAExn va AdBouv ano@dceig yia Ti¢ 01adIkaoiec NnwAnong.

MaBnaiakoi GTOXO!I:
e TonoBeTnon TNG KatavaAwong oTo MAdioclo TnGg avepwniving
CUMNEPIPOPAG
e [1p0oadIopIOHOGC TNG CUNNEPIPOPAG TWV KATAVAAWTWY OTO NAAicIo TNG
€EENIENG TWV NAEKTPOVIKWV AyopwV Kal TWV KOIVWVIKOV ayopwV.

O ayopaoTng, o NEAATNG N O KATAVAAWTNAG €ival TpeiG axedOv napoOUOIEG
EKPPACEIC KAl aVTIMETWNICOVTAl WG TETOIEG:

AyopaoTng? - To NpOCWNO NMou €ival unguBuvo yia TNV €niAoyr, TNV ayopd,
TNV TIMOAOYNON Kal Tnv €kBeon TWV €UNOPEUNATWV €vOC KATACTNHATOG
AlavIkNG nwANong

MeAdTng® - npdéowno nou ayopalel €va npoiov f XpNoIKONOIE Jia unnpeaia
and yia snixeipnon

KaTtavaAwTnc* - npdbowno nou ayopalel ayabd kal unnpecieg

Ti koIvVO €xOUV auToi oI avBpwnol;
AvalnTouv:
- MNny&c nAnpo@opIwV yia Ta npoiovTa;
- Tponoug a&ioAdynong eVaAAaKTIKWV NPOIOVTWYV (YVWHEG, KPITIKEG, HECA
KOIVWVIKNG JIKTUWONG, NApAYyoVTEG ENIPPONG)
- NMAnpoopieg yia aAAoug XpnoTeg (ePNEIpieg)

Eival nAnpogopnuEVol/Exouv avaAuoel:

2 “Buyer.” Merriam-Webster.com Dictionary, Merriam-Webster, https://www.merriam-
webster.com/dictionary/buyer. Accessed 7 Feb. 2022.

3 “Customer.” Merriam-Webster.com Thesaurus, Merriam-Webster,
https://www.merriam-webster.com/thesaurus/customer. Accessed 7 Feb. 2022.

4 “Consumer.” Merriam-Webster.com Thesaurus, Merriam-Webster,
https://www.merriam-webster.com/thesaurus/consumer. Accessed 7 Feb. 2022.



- Moia €ival n ox€on NoldTNTAG-TIMAC TOU NMPOoiovVTOC
- Mool €ivai ol kivduvol anod Tnv ayopd Tou npoiovTog/unnpeaiag
- T1 ennpeddlel Tnv anogacn ayopdg;

Ano Tnv aAAn nAgupd, n pEBodoG B2C oToxelel va avakaAUyel:

- Molog/T1 ennpeddlel TNV anogaacn ayopdag n Xpnong evog npoiovTog

- NMwc diapgopPwveTal kal aAAalel n aPpoaciwaon o€ KANOIo EYNOopIKO onua;

- Molol €ival ol EWTEPIKOI NApPAYOVTEG Nou ennpealouv TNV anogaacn ayopdg
(wuxoAoyikoi, NPOCWNIKOI, KOIVWVIKOI)

SuvowilovTag, €vag TUNIKOG OpIOHOC TNG KATAVAAWTIKNAG CUPNEPIPOPAC Ba
MnopoUoe va ival o €ENG:

- 01 dlavoNnTIKEG, oUVAICONUATIKEG KAl OWHATIKEG OpAaTNPIOTNTEG OTIG
ornoieg e€pnAékovTtal ol avlpwnol OTav eniA&youv, ayopalouv,
XPNOIKJonoIoUV Kdal €yKATAAEINOUV MpoidvTa Kal Unnpecieg yia va
IKAVOMOINOOUV avayKeg Kal eniBUpiec®.

SUh@wva he Tn Eurostat, To 74 % Twv xpnotwv Tou diadikTuou oTnv EE
EKAVE NAEKTPOVIKEC ayopec To 2021 kal To 42 % TwV NAEKTPOVIK®OV
ayopacoTwyV npayuaronoinoe ayopég yia noad and 100 €wg Aiyotepo anod 500
EUPW TOUG TEAEUTAIOUG 3 PNVEC NMpIv anod Tnv €peuva Tng Eurostat®.

Internet users who bought or ordered goods
or services for private use

(% of people who used the internet in the previous 12 months)

2021 2016
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> Edinburgh Business School - Consumer Behaviour Jane Priest, Stephen Carter, David
A. Statt

6 https://ec.europa.eu/eurostat/statistics-explained/index.php?title=E-
commerce_statistics_for_individuals#General_overview



TUNoI KaTavaA®TIKAG CUHNEPIPOPAG

'OANOI JAG €iJaOTE KATAVAAWTEG, E€MNOMEVWG N KATAVAAWTIKY CUMNEPIPOPA
anoTeA&i avandonaoTo PHEPOG TNG KaBnuepIvic pag {wng. 'Ohw Oev €igaocTe
OAol id101 Kal oI WUXOAOYIKEG KAl KOIVWVIKEG O1adIKATieg Nou eUnAEKoOvVTAl
oTNV ayopd Kal TNV KatavaAwon ayadwv Kal unnpeciov Kavouv Tn diapopd.

H BiIBAloypagia avayvwpilel TEOOEPIG TUNOUG KATAVAAWTIKAG CUNNEPIPOPAC:

High Involvement Low Involvement

Variety
seeking

buying
behavior

Significant Complex

Differences Buymg

between Brands .
Behavior

Dissonance Habitual
Few Differences Reducing Bau Ii:a
between Brands buylng behzvigr

behavior

ZxAMa 1 Mnyn: https://clootrack.com/knowledge_base/types-of-
consumer-behavior/

1. MoAUnNAokn ayopaoTiK CUHNEPIPOPa — AyopdalovTag KATI NOAU
akpiBO, 6nNwc £va oniti [ éva gavtaxTepd auTtokivnTo. O1 avBpwnol o€
auTo To nAgiolo:

o kavouv £peuva og BaBog npiv anod Tnv anogacn ayopdag,

o avalnTouv oUuhBoUAEG (oikoyévela, ilol, €101Koi),

o evnuepwvovTdl and NoAAanAEg nnyeEg,

o avalntouv oTto O1adikTuo TNV npoogopd TNG ayopdg Kal
e€eTalouv  evaAAakTIKEG  AUCEIC,  MAEOVEKTAMATA  Kal
MEIOVEKTAMATA.

2. AyopaoTiKl OCUHNEPIPOPA nou MeIWVEI TN Jduocavaloyia -

ayopadovTtag onavia eva ayabo n pia unnpeoia. EEaitiag TG xapnAng
01a0€0InOTNTAC ENIAOYWV HE AIYOTEPO ONPAVTIKEG D1IAPOPEC HETAEU TWV
EUNOPIKWV ONUATWV KAl TWV TIHWV, O KATAVAAWTEG OEV £XOUV MOAAEC
eNIAOYEC Kal Ogv €ival anapaiTnTn N €peUva yia Tnv ano@aocn ayopdac.
Mepikd XapakTnpIoTIKA:

o ZNAvIEC ayopEg

o XaupnAn d1aBeociudTNTA EMAOYWV

o Meplopiopévn AfWn anopacewyv



o XPpOoVIKOi NEPIOPICHOI
o [Meplopiopoi aTov NpoUnoAoyiouo.

3. AYyOopaoTIK] OUMNEPIPOPa ouviABelag - nepidaufavel  TIC
KaOnUEPIVEC ayopeEG MOU KAVEl €vag MeAATNG. Ae xpeldleral nMoAAn
OKEWN, €ival nepliooOTEPO BEPa oupnepipopdc. MNa napadeiyua, oTav
€vag KATtavaAwTng ayopdlel ePQIAAWMPEVO VEPO, Teivel naAvTa va
ayopddel Tn yvwoTn papka Xwpic HeyaAn €peuva kai enevouon Xpovou.
M'vwpilel To NPoidV KAl TOU ApECEl.

4. AyopdaoTiKn oUuHnepipopa avalnTnong noikiAiag - O ayopaoTng
auTAG TNG KaTtnyopiag anoAaupavel Tnv aAAayrn Tng OIKAG Tou
ayopacTiKnG ano@aons, Kabwcg unapxouv NOAAEC HAPKEG TNV ayopd
Kal undpxel XapnAd kOOTOG yia Tn AAwn Tng anogaong. Ta
napdadelypa, o KatavaAwTng ayopddlel Yiad HEPA €vVA OUYKEKPIUEVO
ELPIAAWHIEVO VEPO KAl TNV ENOMEVN MEPA TO aAAdlel yia va doKIPACE!

KATI  VEo. MepIoOOTEPA YIA TOUG TUMOUG OCUMNEPIPOPAG TWV
KaTavaAwTwv pnopeite va deite oto YouTube: Steven Fob” - Four
Types of Buying Behaviour

https://www.youtube.com/watch?v=Bnrdv-7ndFo

Ti €ival o1 KOIVWVIKEG AYOPEG;

AoInodv, ol KOIVWVIKEG ayopeG pnopouv va BewpnBoUv wg Pia MepINETEIA
ayopdc npayudtwv nou ouvdoudlel TO NAEKTPOVIKO EUNOPIO PE TA MECA
KOIVWVIKNG JIKTUWONG, ENITPENOVTAG OTOUC avOpwnouc va ayopdalouv
aneubeiag oe d1aPopeG NAATPOPHEG Onwg To Facebook, To Instagram kai To
Tik Tok.

H onuaocia Twv KOIVOVIKWV ayopwv €ival augidpoun. And Tn dia nAsupd
UNAapxel Mia TEpAOTIA BACN KATAVAAWTWV MOU WMNOPEi va ayopdcel sUKOAa
MECW TWV NAATPOPHWV KOIVWVIKAG BIKTUWONG KAl and TNV AAAn o1 ETAIPEIEG
MMopouUV va TonoBeTHOOUV TO KATAGTNHA TOUG aneubeiag oTiG NAATPOPHEG.

SUMQWVa PE TNV eupwnaikr €kBeon 2021 yia To NAEKTPOVIKO €UNoOpiod:
- To 93% TwV eupwnaikwv 01adIKTUAKWV KATAOTNNATWV gUpavifouv Ta
METa KOIVWVIKNG OIKTUWONG OTOV I0TOTONO TOUG
- Ta no JnuUOQIAR KavaAla MOoAUMECSWY nou XpnolgonoloUv Tda
NAEKTPOVIKA kaTaoThpaTa €ival To Facebook, To Instagram kal To
YouTube.

7 Steven Hob Four Types of Buying Behaviour
https://www.youtube.com/watch?v=Bnrdv-7ndFo visited 13.02.2022

8 https://ecommerce-europe.eu/wp-content/uploads/2021/09/2021-European-E-
commerce-Report-LIGHT-VERSION. pdf



- 01 AiyoTepo Ouxvda XPNOIMOMOIOUPEVEG NAATPOPUEC KOIVWVIKNG
dIkTUWONC €ival To Tumblr, To Snapchat kai To TikTok.

- Ta diadikTuakd kataoTruaTa and Tn Bopeia Eupwnn £xouv AlyOTEPOUG
Aoyapiaopoug Pinterest (8%), YouTube (55%) kai Instagram (69%)
oTnV 10TO0EAIda Touc.

- EmnAéov, TO Twitter e€ival noAU nio OnNUOQIAEG MEeTAEU TwWV
NAEKTPOVIKWV KATAOTNUATWY 0T AuTikn Eupwnn (71%) kai Tn NoTia
Eupwnn (53%), oe ouykpion We Tn Bopeia Eupwnn (24%) kai Tnv
AvaTtoAikn Eupwnn (26%).

SUu@wva Pe Tnv idia €kBean, ol Nio dNUOPIAEIC TPOMOI XPHoNG TwV EMNAOY®V
enikoivwviag otnv EE Twv 27 €ival o1 €EAG:

- TnAepwvikn enikoivwvia — 90%

-  E-mail - 74%

- ®opua enikoivwviag - 66%

- AiadikTuakn oulnTtnon (chat) - 47%

- Apeon avraAiayn gnvupatwv/VOIP - 11%

- ®ak - 8%

H yvwon Twv NPOTIHOMEVWV EMIAOYWV EMNIKOIVWVIAC TWV KATAVAAWTWV
BonBa Ta d1adikTuakd KATaoTANATa va oxedldoouv Ta KaTaAAnAa kavaAia
ENIKOIVWVIAg Npog TouG NAOUCIOUG KATAVAAWTEG.

Xprion Twv HECWV KOWWVLKNAG Siktuwong - 2021
100%
90% -
80% -

70% -
60% -
50% -
40% - H Xprion Twv HECWY KOWWVIKAG
30% - Sitvwong - 2021
20% -
0% - T T T T ——— )
N

SxAua 2 Mnyr: EUROPE E-COMMERCE REPORT 2021

'OAEC AQUTEC oI MANPOoPOpPIiec deiXVOUV OTI N NWANCN HECW TWV KOIVWOVIKWOV
MEoWV OIKTUWONG OUVOEETAI HE AVATPENTIKEG TEXVIKEG B2B kal B2C.



ZekIvwvTac anod Ta 5 otddia Tng diadikaciac Anwne anopacswv® and Toug

KATavaAwTeSG , ag OoUHE NwG aAAagav.

A

4. Amodaon
yopag
3. A€loAdynon
€VOANOKTIKWY AUCEWV

2. AvaZntnon mAnpodopLwy

1. Avayvwpion avaykng - €ival To Onueio OTO 0Mnoio 0 KATavaAwTng
avayvwpilel To npoBAnua, Tnv avaykn n Tnv enibupia. Eival €évag Topag
nou XpnolgonolgiTal AlyoTepo and TIC €TAIPEIEC Nou, AuTn Tn oTIyun, Oa
Mnopouoav va dnUIoupynoouUV TNV avaykn Kai va Xpnoidonoinoouy Kabe
KavaAl yia va QEPouV TouG NeEAATEG OoTa npoiovTa TouG. H avaykn nou
evTonifeTal ouvdeeTal NOAU OTeEVA YE TO onueio 5 a&loAdynong PeTa Tnv
ayopd.

EnminAgov, yia To B2B 1 To B2C €ival noAU onuavTikd va anavtndouv duUo

EPWTNOEIG:

- MMoio npoBAnuUa AUvel To NPOiIodV A N UNNpPECia oag;
- Eival apketa eUkoAo yia Toug NeAATEG va Bpouv TNV eNwVUpia oag
XPNOILONOoIWVTAG TIG OUVNBOEIG unXaveg avalnTnong;

Mapadeiyua: Eiote nwAntng a&eooudp nAe&ipatog kal Tnv nepiodo Tng
COVID-19 o1 avBpwnol avaykaoTnkav va peivouv oTo oniti. O1 NEPICCOTEPOI
avepwnol €xouv Npoonadnaosl va nepacouV To XPOVO Toug e diagopa XOunI
Kal €va ano auTa sival To NA&€Iyo. 'ETol, o€ Yia anAn avalntnon eugavifovral
01apopeG NIAOYEG.

TNV NEPINTWON Pag, Ta Tpia npwTa nou gugaviornkav eivai: Alibaba, Made
in China, Amazon.de

9 5 Stages of the Consumer Decision-Making Process and How it's Changed
https://www.youtube.com/watch?v=a9lpVg54u-k



CATEGORIES (142018 products available)

Needlework

Supplier Types

uminu v
Crochet Hooks Needles Knit And

$200.00-$450.00 $8.50-$9.00 $3.50-$3.80 $1.30-$3.80
1Set 100 Pieces

500 Sets 500.0 Pieces
Supplier Country/Region ce:

@ Messenger

>xAHa 3 H eniokewn oTtn ogAida &yive oTig 13.02. 2022

2. AvalnTnon NANPo@opI®V - HEXPI NpIV KAnola Xpovid, ol ayopaoTEG
O0ev €ixav NOoAAEC NNYEG MANpopOPNONG Yid OpPICHEVA MNPOoIOVTA N
unnpeoiec nou xpeialovrav. QG €k ToUTOou, XpnoigonoloUuoav TNV
OIKOYEVEIQ KAl TOUC OUYYEVEIC WG nNyn, TIG EPNUEPIDEG, TAa TNAEONTIKA
OikTua Kal €vav pnapnd. ZAUepa, n NnAnbwpa NANPo@opInV YUPpw HAC
gival duvatn xapn oto AIadikTuo, TIC NAEKTPOVIKEC E£PAPHOYEC, Td
KOIVWVIKA OikTua Kal NoAAG aAAa. MNa 1o B2C sival geydAn sukaipia kai
avaykn va napexel nAnpo@opiec nou Bondouv Toug duVNTIKOUC NEAATEC
va evnuepwoOouv.

To epwTnuUa OTO OM0IO Ol ayopaaoTeg BeAouv va anavTnoouv €ival: Edav
xpeladopal €va npoiov anod nolo YEpog Ba To ayopdow, mnolog 6a pou
NPooQEPEl auTO Nou Xpelalopal;

MNa 1o B2C kai To B2B cival e€aipeTikd onuavTikd va anavtnBei autd To
EpwTNMA. Av TO KATAPEPOUV, AUTO €ival To ONUEio ONou €pxovTtal Td
€ooda yia Tnv eraipeia.

3. AE10AO0Yynon evAAAAKTIK®OV AUCEWV - ol avBpwnol evdiapepovTal va
Bpouv Kal va ayopdoouv To KAAUTEPO avAPeTsa OTIG EVAAANAKTIKEG AUCEIG
Mou €XOUV. Z&€ AUTNV TNV nepinTwon 0g 6a koITa&ouv Tov 10TOTONO 0ag,
TIG EQAPHOYEG 0aG, AAAG Ba eAEyEouV TIG CUOTACEIG KAl TIG KPITIKEG AAAWV
avBpwnwv. OI €TAIPEIEC EPEUVOV NAPEXOUV NANPOPOPIEC OTOUG NEAATEG
Kal Ol €TAIPEIEC NPENEl va €ival JEPOC auTnc Tng diadikaaoiag, d10TI dev
ENEYXETE NAEOV E0EIC TI OKEPTOVTAI O AAAoI AvBpwnol yia To NPoidv oac,
aAAdG o1 aAAol avBpwnol To EAEyXOUV auTo.

4. H anogaon ayopag - €xXovTag KAatd VOU Tn OCUMPNEPIPOPa TwV

KaTavaAwTwv nou eival d1apopeTikn ME BAon Ta POVTEAA AyopacTwy.
AkoAouBoUv pepika napadeiypaTa:

10



+Marketing Stimuli:
Product, Price, Place,
Promotion

*Environmental forces:
Demographic,
Economic, Socio-
Cultural, Technological,
Ecological, Political

The

Environment

»Reaction on stimuli
and environment

«Based on factors
influencing buying
behaviour

Buyer's
Black Box

*Buying attitudes and
preferences

*Purchase behaviour:
What, when, where,
how much

=Brand and company
relationship behaviour

Buyer

responses

ZxAMa 4 Mnyn: https://marketing-insider.eu/buyer-black-box/

H andogaon Tou ayopaoTn ennpedletal and noAITIOTIKOUG, KOIVWVIKOUG Kal
WUXOAOYIKOUG NapAayovTeg nou Ogv PINopouv eUKOAA va ennpeacTouv, dAAd
ol B2B ) B2C npénel va Toug yvwpidouv.

AuToi gival o1 €ENG:

MoAITIOTIKOI Kolvwvikoi Mpoownikoi WuxoAoyIKoi
napayovTeg napayovTeg napayovTeG napayovTeg
MoAITIoNOG Kolvwvika HAikia Kal | Kivntpa
YNoKoUuAToUpa dikTua oTadio {wng AvTiAnwn
Kolvwvikn Taén MIKPEC OHADEG EnayyeAua Maenon, MVvAHN
Oikoyéveia OIKOVOMIKN Kal oKEWN
POAoG & 1010TNTA | KATAOTAON MenoiBrosic &
oTaon

>xAMa 5 Mnyn: Marketing Insider, 2019 https://marketing-
insider.eu/buyer-black-box/

5. A&IoAOoynon HeTaG TNV ayopda - otav PIAGuE yia Tnv a&ioAdynon Tng
ayopdg, onwcg navra, dev €ival OAol ol NEAATEG guXaplOTNUEVO!I PE Ta
ayabda n TIC unnpeocie¢ nou ayodpacav. H duvarotnTta EenioTPOPNG
evBappuvel Tnv ayopd. e autd To oTadio ol B2B kai B2C npénel va
OUYKEVTPWOOUV 000 TO Ouvatov nepiocoTeEpa  OXOAA vyia va
ouveldnTonoinoouV Ti gival AdBog kal va BEATIWOOUV TnV KATaoTaon.

OewpnTikd uépog - EAAAAA

O1 katavaAwTeg otnv EAAGda agiepwvouv xpovo oTnv avalntnon Kai
Xpnolgonolouv nepIoooTEPEG dlacuvdETElG and O,TI Ol ayopacTEC OTnNV
neploxn Tng Kevrpikng kal AvatoAikng Eupwnng. H IPSOS kai n Google CEE1
npaygaTtonoinoav dnuookonnaon o€ 4.500 neAdTeG yia Pia noikiAia 10wy Kal
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UnNnNPECI®V, ONWG popnToi UNOAOYIOTEC, TNAEOPATEIC Kal CUPBOAAIa KIVNTNAG
TNAEQWviac.

O1 'EAANVEC NeAATEC, o€ oUYKPION KE TOUG TOUC AVTIOTOIXOUC MEAATEC OTNV
nepipepeia, €o0deUouv NEPIOOOTEPO XPOvo oTnv avalATnon ot OIAPpOPEC
NAQTPOPHEG EVW MPOTIMOUV va npaypartonololv ayopeg ekTog O1adikTuou.
MeTa&l 25% kal 40% Twv EAAAVWV neAaTwv Ogv €ixav 0To HUAAO TOUG Mid
OUYKEKPINEVN HapKa KATa Tnv évapén Tng diadikaoiag ayopdc. Eival yeyovog
OTI NOAAOI NEAATEC O€v €ival NMIOTOI 0 JAPKEG- HAAAOV €ival apoCIwPEVOI OTA
NPOIOVTA Kal TIC UNNPETIEG NOU €XOUV TO WEYAAUTEPO voOnua yiI' autouc TN
oTIyMA TNG AQWNGS TNG anogaong. O1 'EAANVEG KaTavaAwTEC €ival nio £TOINOI
va kavouv €peuva o€ BABog TOoo ot OIAdIKTUAKEC NAATPOPUEC OGO Kal OF
(PUOIKAG  KATaoTAUaTta. XpnolgonoloUV  NEPICOOTEPEC  OlENAPEC  Kal
npaygartonoiouv noAU ouxvoTepn avalnTnon O€ auTeEG O OXEon ME
KATOIKOUG NEPIOXWV TNG NEPIPEPEIAC.

0 = B
Research: GR CEE GR CEE GR CEE
Genaral use of online touchpoints 88% 87% 81%
Genaral use of offline touchpoints T1% 81% 83%
Purchase;
Online purchase 62% 51% 38%
Offline purchase 39% 49% 62%

ROPO BT 31% 55% 38% 52% 46%

research online, purchase offline

ZxnMda 6 Mnyn: Protasiuk, 2019

O1 'EAANVEG €ival NPOOEKTIKOI oTNV avadnTnon €ukaipiwv nou £odeUoUV TO
XPOVO TOUG WAxvovTac o€ 10TO0EAIdEC oUYKpPIoNG TIHWV, OE OEAIDEC ME
npodiaypageg NpoiovTwy, evw avalntouv 10¢eC. H nA€IovoTNTA TWV NEAATWV
OUYKPpIVElI TO KOOTOG Kal avalnTa npoo@opeg, dAAd €va onuavTiko NocooTo
avadnTa EUnveuacn Kai TI unapyel otnv ayopa (Protasiuk, 2019).

'‘Ocgov apopa Tnv nepiodo COVID-19, o1 'EAANVEG £xouv aAAG&el eEAappwg TIG
ayopaoTIKEG TOUG ouvnBeleg. Ta eupnuaTta Tng €peuvag Future Consumer
Index Greece 2021 deixvouv 0apwg OTI Ta AToha OV KATAVAA®VOUV anAwg
nepioooTepa €idn kalr unnpeoie¢ oto oniti. OAokAnpn n Jwr Toug
avadiagopPwveTal yUpw anod To oniTl Touc.

O1 kaTavaAwTec oTnv EAAGda avnouxoUv MNEPICOOTEPO YIA TIG OIKOVOMIKEG
EMNTWOEIG TNG Navonuiag. Q¢ anoTéAeoua, Ta atoua npoTigoUyV va Eodeuouv
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ANyoTeEpa onuepa, ayopalovrac HOvVo TA anoAUTwC anapaitnta Kai
anoTapievovTac nepioocoTepa. Katd Ta endpeva Tpia Xpovia, n Taon auTh
gival anibavo va aAAa&sl. Makpdv o onuavTikOTEPOC NapayovTac ayopdc 6a
napageivel n TignR. O1 'EAANvVeG B6a ouvexioouv va £odgvUouv To i010 NOCO Yid
Ta NEPICOOTEPA NPAYUATA O OXEON ME auTd nou £6dsuav kata Tn didpKeld
TNG navonuiag, kal oTIC AlYEC NEPINTWOEIC ONou 6a TPomnonoifoouv TIG
danaveg Toug, auTo Ba yivel Kupiwg NpogG Ta KaTw. MoAAoi neAATEG dnAwvouv
OTI €ival diaTeBeIPEVOI va NANPWOOUV NEPICTOTEPA YIA NPOIOVTA MOU EXOUV
Hovadika XapakTnploTika. MeTa&U auTwv ouykaTaAeyovTtal Ta €idn nou
kataokeudalovtal otnv EAAGda, Ta npoidvra uywnAng noidotnTac kalr Ta
NPOIOVTA NMOU NPOCPEPOUV AVEDN, NPAKTIKOTNTA KAl EUKOAiIa. Ano TNV AaAAn
nAEUpd, n Npobupia TWV KATavaAwTwV va NANPWOoOoUV &va premium yia €va
npoiov diapEPEl ONUAVTIKA PETAEU Twv dnuoypa@ikwyv opadwv (Maupog,
2021).

Koivwvikég ayopég ornv EAAGda

OI unnpecgieg KolvwVvikoU eunopiou, onw¢ o Commerce Manager Tou
Facebook yia nwAnosic oto Facebook kai To Instagram, dev €ival npog To
napov diabeaipeg otnv EAAGDa (Synergic, 2020).

SUpewva pe epeuva TnG NielsenIQ oe 850 'EAANveg nou ewa&av oTo
01adikTUO TOV nNepacpevo ZenTepBplo-OkTwRplo, 6 oToug 10 dnAwoav OTI
EXouv NONn ayopdoel and nNAEKTPOVIKA KATAOTAMATA, MECW NAATPOPHWV
KOIVWVIKNG OIKTUWONG, HE TIG VEEG NAIKIEG va NApaApEVOUV 0 KUPIOG HOXAOG
avantuéng Tou kavaAiou. To Facebook napapével n nio ONUOPIANG
NAQTPOPHA Yia TNV ayopd ayabwv HECW KOIVWVIKWV OIKTUWV, HE TO 52%
Twv online ayopaoTtwv otnv EAAGda va To xpnoihonolsi yia To okono auTo.
AkoAouBei To Instagram, To ornoio NpoTINAaTal and Tn véa yevia (18-24 sTwv)
- M€ OXedOV TOUG MIoOUG (49%) Twv €pwTNOEVTWYV AQUTAG TNG opadag va
dnAwvouv 0TI xpnaoigonolouv To Instagram yia online ayopég.

>xAuda 7 Mnyn: Synergic, 2020
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H GvodoG Tou KOIVWVIKOU €Unopiou cuVOEETal HE TNV AUENON TNG XPAoNG TwvV
MEOWV KOIVWVIKAC OIKTUWONG KAl TOU HECOU XPOVOU Mou NePVOUV OPICHEVOI
avepwnol og autd. Tnv EAAAda, 7 otoug 10 'EAANveC dnAwaoav oTI av&noav
TOV XpOVO Nou nepvouoav oTa HETA KOIVWVIKAG SIKTUWONG and Tnv vapén
TOU AOUKETOU anod Tov NeEpacuevo Maptio peExpl onpepa (Gkitsi, 2021). O
au&avopevog XpOvog Nou apIEPWVOUV Ol MEPICTOTEPOI avBpwnol, 10iwg ol
VEOTEPEC YEVIEC, OTIC EPAPHOYEC TWV HECWV KOIVWVIKNAG OIKTUWONG EXEI
KATAOTAOEl TO KOIVWVIKO €unodpio pia adiau@ioBATnTn TAON VI TO
NAEKTPOVIKO E€MMOpPIO Ta €nopeva Xpovia. E&ioou onuavTikn eivar n
avaduopevn MPOTIUNON TWV VEWV XPNOTWV OTIGC NAATPOPHESG KOIVWVIKNG
OIKTUWONG ME KUPIO MEPIEXOPEVO TO BIVTED KAl TIC pWTOYPAPIES. TO YEYOVOC
auTo eniBeBalwveTal and To ONPAvVTIKO NOCOOTO TWV VEWV NOU PETAKIVOUVTAI
and 1o Facebook oeg nAaTtQoppec 6nwg To YouTube, To Instagram kai To
Snapchat. MpokeiTal yia pgia noAU onuavTikn NapaueTpo Nou ol ETalpeieg Ba
NPENEl va CUMMNEPIAGBOUV OTNV NPOETOINACIA TNG OTPATNYIKAG HAPKETIVYK
yla Ta endpeva xpovia (Synergic, 2020).

BiBAoypa@ikég ava@opeg

Gkitsi, A. (2021). ZexaoTe Ta eshops, {NTw T0 Social Commerce. (Forget
eshops, long live Social Commerce) Capital.gr. Avaktnénke oTig 10
deBpouapiou 2022, anod
https://www.capital.gr/epixeiriseis/3526791/xexaste-ta-eshops-zito-to-
social-commerce

Mavros, T. (10 Iouviou 2021). As Greek consumers keep adapting, how
ready is your business to respond? EY US - Avaktnfnke otic 10
deBpouapiou 2022, anod https://www.ey.com/en gr/future-consumer-
index/as-greek-consumers-keep-adapting-how-ready-is-your-business-to-
respond

Protasiuk, M. (2019). Particularly greek: The modern path to purchase in
Greece. Google. AvakTtnbnke oTic 10 ®eBpouapiou 2022, anod
https://www.thinkwithgoogle.com/intl/en-cee/consumer-
insights/consumer-journey/particularly-greek-modern-path-purchase-
greece/

Synergic. (1 AnpiAiou 2020). To HAekTpoviko Eunopio onuepa, eCommerce
trends. (The E-Commerce today. E-Commerce Trends) Avaktnénke oTig 10
deBpouapiou 2022, anod  https://synergic.gr/el/ilektroniko-emporio-
ecommerce-b2b-b2c

OewpnTiko uépog - POYMANIA

SUupwva pe Tn Eurostat (2021), Ta uwnAdTEPaA NocooTd XPNOTWV TOU
d01adikTUOU Mou ayopacav n napnyyeidav ayabd r unnpecieC HEOW TOU
01adIKTUOU KaTd Toug 12 WAVEC nplv anod TNV €peuva KATAypa@nkav oTIG
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Katw Xwpeg (94%), Tn Aavia (92%) kai Tn Zoundia (89%). And Tnv AAAn
nAeupd, Alyotepo ano 1o 50% eixe pwvioel péow O1adikTUou oTn Poupavia
(45%) ka1 Tn BouAyapia (42%).
Me Baon Tnv £ékBeon EUROPE E-COMMERCE REPORT 2021,
- O pubpog avantuénc Tng Poupaviag (B2C) sival 30% o€ cUYKpION HE
T0 GR -77%,
- HAekTpovikd AEM Poupaviag 3,51% oe ouykpion e GR 6,65% Kal
Aavia 7,29%.
- 2YXNOTHTA AIOPQN 2TO AIAAIKTYO TO TEAEYTAIO TPIMHNO,
2020, Poupavia -
o 2% €&l POpPEC N NEPIOTOTEPO
o 10% 3 €wc 5 popEc
o 14% 1-2 popeg
- HAEKTPONIKEZ AFOPEZ ZE EONIKO KAI AIAZYNOPIAKO EMNIMEAO,
TPEIZ MHNEZ, 2020
From national sellers - 97% Ano €Bvikoug NnwANTeG = 97%
Ano NnwANTEG and AAAeg xwpeg TNG EE -10 %
And nwANTEG ano Tov unoAoino KOoWo (XWPEG eKTOC EE) - 4%
And NwANTEG ano AyVWOTEG XWPES - 2%
Ano nwAnTeg and aAAeg xwpeg (EE n ektog EE) - 1,2%

O O O O O

Ynapxel pia oagng npooeyyion WE BAacn Tn oupnepipopd Twv Poupdvwv
neAatwv. To £€10¢ 2020 NTAV TO NPWTO £TOG TWV AUCTNPWYV NEPIOPITHWY TOU
COVID 19 kal ol neAdTec apxioav va ayopalouv PEow d1adIKTUOU AOYW TwV
AYOTEPWV (PUOIKWV KATAOTAMATWY, O apiBuog Twv onoiwv HEIovVWTaV
oxedOV OAO TO £TOG.

EkTINATAl, YIa TOV TOPEAD TOU NAEKTPOVIKOU EUMOpPIOU - OTI EENEPATE TO OPIO
TwV 5,6 dI0eKATOPHUPIWV EUPpW 0TO TEAOC Tou 2020, 30% nePICCOTEPO ANo
0, T To 2019, otav n a&ia Tou NAEKTPOVIKOU EUMOPIoOU EKTINNRONKE o€ 4,3
dloekaTodpupia  eupwi®.  O1  ouvaAlayéc nou npayupartonoinénkav
avTINPOOWMNEUOUV HOVO TOV TOMEA TOU NAEKTPOVIKOU €Pnopiou kal Oev
NEPIAUBAVOUV  UMNNPECIEG, AOyaplaoPOUC KOIVAG WQEEAEIAG, WNQIAKO
NEPIEXOMEVO 1 agponoplka eloitnpla, Odlakoneg & Ta&idla, KpaTnoeig
Eevodoxeiwyv, €10ITAPIA NAPACTACEWY N AAAWV ekdNAWOewV. To paynTo ATav
Mia ano TIg dnUOPIAECTEPEG ayopeC kal To Food Panda nrtav o Bacikog
NPWTAYWVIOTAG.

QoT1bd00, 6Tav oulnTAKE yIa TN CUPNEPIPOPA TOU Poupdvou ayopacoTn, NpEnel
eniong va AaBoupe unown Tov TpONo NANPWHNAG Tou. O Poupdvog ayopaoTnig
aioBdaveTal nio 1IKavonoIinNueEVog 6Tav NANPWVEl TN OTIyUA nou napaAaupavel
Ta npoidvta. H navdnuia €xel TepdoTia €nidpacn oTn XPrnon HETPNTWV OTN

10 https://www.gpec.ro/blog/en/gpec-romanian-e-commerce-2020-report-5-6-
billion-euro-worth-of-online-shopping-a-30-yoy-growth
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Poupaviall., "O apiBuog Twv avlpwnwyv nou NANPWVOUV HE QUOIKO XphHa
HEIWONKE ano 45% og 21%. Ev Tw PeTAEU, N ONUOTIKOTNTA TWV AVENAPWYV
KapTWV £PTace To 59%. "AANG o Poupdvoc katavaAwTnc s€akoAouBei va
aio@daveral acPaAng gOvo OTav NANPWVEl PJE PETPNTA KATA TNV napdadoon
TOU NPOIioVTOC.

O1 Aoyol nou odnyoUv OTn CUYKEKPIYEVN €MIAOYN WNOpEi va sivail?:
- Eival nio BoAiko - 59,6%
- Aev unnpxe aAlog d1aBeoipog Tponog - 42,5%
- Eival ao@aA&g - 28,3%
- "AANBIVO nNAEKTPOVIKO €PnoOpIO"  onuaivel €niong NAEKTPOVIKEG
ouvaAAayeg - 25,9%
- AAXO - 2,4%

H cupnepipopd Twv neAatwyv otn Poupavia aAAadel. Evw népual n avantuén
TWV EPYWV NAEKTPOVIKOU €unopiou nponABe and Tov kKAAdo Tng Hoddag,
akoAouBoUpevo anod Toug KAAdOUC TNG NANPOPOPIKNG KAl TWV NAEKTPIKWV
OUOKEUWV Kal Tou DIY, ol peyaAUTEPECG AQUENDEIG KATA TO TPEXOV £TOC €ival
niBavo va ava@epBouv and KAAdoug Onwg To Alaviko unoplo kai n dlavoun
NpoiovVTWY, N €QodlacTikn aAuacida Kal ol HETAPOPEG, N TEXVOAoyia, aAAd Kal
n uyeia.

BiBAoypa@ikég ava@opeg

Understanding consumer behaviour, from the inside out,
https://www.youtube.com/watch?v=XowaDm1GEVk

Understanding consumer behavior, consumer behavior definition, basics,
and best practices:

https://www.youtube.com/watch?v=jP3XVgrSNsM

CHAPTER 1 - What is Consumer Behavior,
https://www.youtube.com/watch?v=gtfPU6nTa9k

Consumer Behavior with Michael Solomon:
https://www.youtube.com/watch?v=TfK6nawMEpO

Stages of the Consumer Decision-Making Process and How it's Changed
https://www.youtube.com/watch?v=a9lpVg54u-k

The Buyer Black Box - Buyer’s Characteristics — Factors influencing the
Consumer Buying Behaviour https://marketing-insider.eu/buyer-black-
box/ visited 13.02.2022

Steven Hob Four Types of Buying Behaviour:
https://www.youtube.com/watch?v=Bnrdv-7ndFo, 13.02.2022

11 https://ecommercenews.eu/popular-payment-methods-in-europe-in-2022/
12 Romanian Consumer Behaviour and Payment Choice

in Online Shopping. A Marketing Perspective

Mihaela CONSTANTINESCU*, Andreea ORINDARU, Daniela IONITA, Stefan-
Claudiu CAESCU, DOI: 10.2478/9788366675162-006
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https://www.youtube.com/watch?v=Bnrdv-7ndFo

Live Shopping, Direct-to-Consumer si comertul conversational, printre cele
mai importante tendinte in e-commerce in 2022 - Roxana Vasile:
https://www.retail.ro/articole/interviuri-si-analize/live-shopping-direct-to-
consumer-si-comertul-conversational-printre-cele-mai-importante-
tendinte-in-e-commerce-in-2022-6053.html, 13.02.2022

OewpnTikd pépog - IOAQNIA

Ol KOIVWVIKEG NWAROCEIG Ba avanTuxBouv ciyoupa PE MOAU Ypryopoug
puBpoUC Ta endpeva xpovia. MpokeiTal avapgiBoAa yia pia véa T1aon nou
EXEl ENITaXUVOei, NeETAEU AAAwWV, w¢ anoTéAeopa TnG navonuiag Tou Covid-
19. H nAgiovoTnTa, €W Kal To 86% TwV aAyopacTwv, €ival IKAVONoINUEVOI
and TIC OUVAAAOQYEC TMOU £€XOUV Mpaypartonoin®ei pPEXPI OTIVUNAG  Kal
NEPIOOOTEPOI Ano TOUG HIooUG dnAwvouv OTI Ba enavaAdBouv TIC ayopEG PE
auTh TN HopPPN OTO APETO PEAAOV.

SUp@wva Pe TNV €kBeon: "The power of social & live commerce report"”, nou
npayuartonoinenke 1o 2021 ano To 'Idpupa yuvaikwv nou acgxoAouvTal HE
NAEKTPOVIKO €UNOPIO, pAvnKe OTI To 27% Twv MoAwvwv npayuartonolouv
ayopec anod Ta MEOA KOIVWVIKNG OIKTUWwONG. KdaBe €vag oTOug TEOOEPIC
MoAwvouc npayuaTtonoince dia ayopd kata Tn Jdiadikacia {wvTavwv
peTadooewy (live) oTa peoa kolvwvikng OIKTUWONG, CUMNEPIAAUBAVOUEVOU
Tou 10% nou Ywvilel ouxva Pe autdv Tov Tpono. YnoAloyiletal 0TI To 18%
TwV MoAwvwV NWAOUV HECW TWV KOIVWVIKWV HECWV EVNHEPWONG.

'ETol npokunTel OTI a&ilel va eAey&el kaveic autn Tn YEBodo nwAnong oTav
NPOKEITAl va €I0¢ABEl OTNV NOAWVIKA ayopd Kal oToxXeUel aToug MoAwvoug
KATavaAwTEG.

Moilog ayopalel kal NoOuAdEl NEPICOOTEPO OTA HECA KOIVWVIKAG
SIKTUMWONG; KUpiwg VEAPEG YUVAIKEG WG 34 ETWV aANO UIKPOTEPEG NOAEIC KAl
Xwpld. Q¢ ek TOUTOU, Ta HnvUPaTa kai Ta npoidvra O6a npeEnel va
ansuBuvovTal NPpWTIOTWE O AUTEC.

MoU npayparonoloUVTal OUXVOTEPa ol ouvaAAayég, Meow Tou
Facebook.

Ti ayopalouv o1l MoAwVvoi CUXVOTEPA HECW TWV HECWV KOIVWVIKAG
dikTUmong; O1 nio dnuo@IAeic kKAAdol xapn OTOUC OMOIoUG TO KOIVWVIKO
gUNoplo oTnVv MNMoAwvia evioxUeTal oAoEva KAl NEPICOOTEPO €ival ol €ENC: €idNn
g€vduoncg kal unodnong (Ta onoia 10 45% Twv MNoAwWVWV ayopace HEOW TWV
MECWV KOIVWVIKAG JIKTUWONG KAl To 41% €xel euneipia nwAnong auTng Tng
noikiAiac o€ autd To KavaAl), BiBAia, CD kai Taivieg (avTioToixa: 27% kal
23%), KaAAUVTIKG / apwuaTta (27% kai 18%) kai naidika €idn kar naixvidia
(24% ka1 17%).

Kar 11 Toug ano®appuvel and 1o va ayopalouv i va NnouAoUvV HEOW
TOV HECWV KOIVWVIKNG JSIKTU®WONG, OI ayopaoTIKEG OuvhBelEG Mnou
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oxeTidovTal JE TNV €MIAOYN TwV OTABEPWYV KATAOTNUATWY, TN duvaToéTnTa Va
ayyi€ete n va Oeite {wvtava £va OUYKEKPIYEVO MPOIiOV. ZNUAvVTIKOG
anoTpENTIKOC NapAayovTac €ival n avnouxia yia Tnv ac@dAsid kal Tnv
noloTNTA TwV ouvaAAaywv (andartn, npoBAANATA YE KATAYYEAIEG K.AM.).

MNari o1 MNoAwvoi ano@acilouv va KAVOUV ayopEG HECW TWV HECWV
KOIVWVIKAG JIKTUWONG; Encidry Bswpouv OTI auti n Auon €ivar anin,
ypAyopn kai BoAIKr, NpoCApUOCHEVN OTIC NMPOOWMIKEG TOUGC AVAYKEG Kal
EMINAEOV, 0AC ENITPENEI va EMIAEEETE PIA EUVOIKN TIUN, ennpealovTag €101 TNV
e€olkovopnon XpnUaTwv.

OI ayopec nou npayuarornolouvTal KAata Tn OIdpKEId TWV AEYOUEVWV
(wvTavwv PETAdOO0EwV NPooeAKkUOUV OAO KAl ouxvoTepa Toug MoAwvoucg
NEAATEC, NPOCEAKUOVTAC TO evOIAPEPOV anod anoywn €idoug Kal TIMNAG, AAAd
KUPIiWG NpooeAKUOUV ouvaiodnuaTika Touc KatavaAwTeG. MpokeiTal yia pia
HOpPP ayopwV MNou ap&Cel OTOUG KATAaVAAWTEC (42%) kal NPOKAAEi BIOPO
(oUp@wva pe 1o 39%). Q¢ ek TOUTOU, €ival KAAO va EETACETE TO eVOEXOUEVO
va €10ayayeTe auTto To €id0¢ Nnapouaiaocng NPoioVTWY 1 UNNPECIWV.

NMwg apéoel oToug MoAwvoug va ayopadouv; Katd npoTiynon ota Peod
KOIVWVIKNG OIKTUWONG, €NIKOIVOVWVTAG aneubeiag pe Tov nwANTR N
KavovTag KAIK O€ OUVOEOMUOUG MOU avakaTteubuvouv oOc NAATQOPHES
NWANCEWV Kal NAekTpovika kataotnpaTta. ' autd a&ifel kanmoiog va
npaypaTonoinoel 0pactnpIioTNTEG oUPPWVA HE TIG APXEG TNG OUCTNMATIKNAG
Kal a&onioTng enikoivwviag MECWw AMECWV PNVUPATWYV, kKabwg kal va
dlaopaAiosl TNV noldTNTa TNG 0€Aidag otnv onoia Ba odnynosl n
avakateuBuvon ano Ta PJECA KOIVWVIKAG OIKTUWONG.

Mooo cuxva ayopadouv ol NMoAwvoi; Ayopalouv TouAdyioTov 2-3 xpovia
(39%), TOuAdaxioTrov Hia @opa Tov HAva (47%), KUpiwg MEOW
smartphone. Q¢ ek ToOUTOU, KAMOIOG MOU ACXOAEITAl HE TO NAEKTPOVIKO
geunopio dev Ba npenel va &xva noOCO OnNpavTikn €ivar n kataAAnAn
avTanokpion KAl N Npooapuoyn Twv YNVUPATwyv oTta smartphones anod tnv
anoyn Tng TexvoAoyiag Kai TnG ouxvoTnTAg anooTOANG TOUG, avAPEVOVTAG
OTI 0l TaKTIKOi NeEAATEG Ba ayopdoouv anod ekeivoug Wia gpopa To Pnva.

MNooa ynopei va danavnoel evag Heoog MoAwvog yia yia epanag ouvaiiayn
nou NPAayudaTonolEiTal HEOW TWV HECWV KOIVWVIKNAG OIKTUwoNG; Kata peoo
0po, ol ayopeg auTeg danavwvTtal HeTa&u 50 kair 200 ZAoTI (PLN) (41%).
MpOKeITAl YIA MIa ONUAvTIKA €VOEIEN KATA TNV TIHOAOYNON HEHOVWHEVWV
NPOIOVTWYV KAl UNNPECIWV.

Mpoooxn! MNa va eniTUXeTe KEPOOPOPEC NWANTEIC 0 MoAwVOUG NEAATEG €ival
onuavTiko va BupdaoTe OTI ol NMoAwvoi NAnpwvouv nio dueca Kal nio cuxva
pe BLIK o€ TeToleg ouvaAlayeg. Xwpic Tn duvatoTnTa Xpnong TG NANPWHAG
MEow BLIK, eivar noAU nmiBavo evag duvnTikog neAdTNG va aAAd&er yvwun,
Kabwg nioTevel OTI dia ouvnAoOng MPeTagopd Tou nocoU anaiTei noAu
NEPIOOOTEPO XPOVO.
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Enionc npener va doBei npoooxn kai otn HEO0dO0 anooToARG. MoAAoi
MoAwvoi npoTigoUV va OTEAVOUV O MNXAVEG OEHATWV, O NPOOCITH TIUN
yUpw ota 8 ZAOTI (PLN) R @OnvoTepa. H avaykn yia Tnv napaiaBn Tou
OEpaTog anod Tov idlo Tov NeAdTN 1 TO UWPNAO KOOTOC TWV HETAPOPIKWDV
hnopei va anodeixBouv "anoTpenTikoi napayovTec" kalr va anobappuvouv
gvav duvnTikd NeAATn ano Tnv ayopd.

Aiya Aoyia vid TIC NWANCEIC OTO NAQIgI0 TWV_KOIVWVIKOV NWANTEWV_aTNV
NoAwvia and MNoAwvouc nwANTEC.

MaTi a&iel va eEeTaoeTe auTn TN popPpr nwAnong otnv MoAwvia; Ensidn sivai
@Onvn kai eUKOAN yid TOV MNWANTA KAl €MMAEOV 0aC EMITPENEl va
NPOOEYYIOETE KAAUTEPA TNV opada-oTodxo.

MNwG pnopei kAMolo¢ va nouAd ouxvotepa; Ma napdadesiypa, HE TNV
TONoBETNON PWTOYPAPI®V MPOIOVTWYV/ UNNPECIOV O OUVOUACOHO HE MId
neplypaen n dia  evnuepwTikn avaptnon. O1  MoAwvoi nwANTeG
xpnoigonoiouv oguxva To Facebook Marketplace, To Instagram Shop kai TIg
EEWTEPIKEG UNNPETIEC dIAPMIONG Kal TIC NUAEG dnuonpaciwv.

MG va NPooeyYioETE ANOTEAEONATIKOTEPA TOUG dUVNTIKOUC NeAATEG; Ta nio
ouxva XpnoigornoloUpeva PECA yia To okond auTod €ival ol NpowBOoUPEVEC
avapTnoEIG KAl To PAPKETIVYK anod oTopa o otopa, dnAadn €va cuoTnua
NPOTACEWV KAl CUCTACEWYV ano QiAoug.

Ti €idouG anoTEAEONa OTIC NWANCEIG NPENEl va NEPIPEVEI KAMOIOG MOU
Xpnoigonolei TIC napandvw PeBOdoUG; KaTta peco Opo, npaypartonolovvTal
€wG kal 10 ouvaAAayeg/pnva, onoTe To €100dNKa ano TIG NWANCEIG HECW TWV
MECWV KOIVWVIKNG OIKTUWONG €ival NEPIOCCOTEPO MIa MNPOCBeTn nnyn
€1000NNATOG NApa €vag TpONoG yia TNV andkTnon TakTIKwV anodoXwv - To
ouvnNBEDTEPO MECO MNnvidio €1000NKa and TIC NWANCEIS HEOW TWV HECWV
KOIVWVIKNG OIkTUwoNnG dev unepfaivel Ta 1.000 PLN (31%). QoTo00,
AauBavovTag unown Tov TPOMO WE TOV OMoio avanTuooeTal auTh n HEBodog
NWANCEWV KAl TO YEYOVOG OTI N idla n TEXVIKN NWARCEWV €ival EUKOAN Kal
ypnyopn kai npooeyyilel duvnTikoUG neAaTeg, a&ifel va Tn Xpnoidonoinoel
KAVEIG.

H Baoikn npokAnon €ival o &vTovog avTaywviouog Kal, w¢ €k ToUTou, N
anoTeEAEOUATIKA NMpowBNON TOU KATACTAMATOG/MWANTA Yia TNV KAAUTEPN
NPOCEYYION TOU NEAATN.

O nio ONUOPIANG 10TOTONOC KOIVWVIKNAG JIKTUWONG MECW TOU OMoiou Ol
MoAwvoi npayuaTonolioUv ayopéc r NWANCeIC ival To Facebook. Aiyo navw
and 1o 80% Twv aTOMWV nou ayopdalouv n NWAOUV PECW TOU KOIVWVIKOU
gUnopiou XpnoigonoloUv AUTOV TOV IOTOTOMO Yid TOUG okonoug autouc. Ol
avTaywvIoTIKEG NAATPOPUEC BpiokovTal MOAU Micw, av KAl €XOUV Kal AQUTEC
TOUG UNOOTNPIKTEC TOUG. EKTOG anod To Facebook, To koIvwVviko unopio ivai
eniong aiobnTo oto Instagram kar To YouTube. O1 MoAwvoi cupnepiEAapBav
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auBopunTa 10TOTONOUC KOIVWVIKAC dIKTUWONG 6nwc To Vinted, To OLX 1 TO
Allegro. Aiyol MoAwvoi, woT6co, npaypartonoioUv ayopéc oto TikTok, To
Snapchat | To Pinterest (nepinou 7%, kal 82% ano 1o Facebook).

T1 npenel va BuudoTe 6Ttav oxedIAlsTE Uid OTPATNYIKN NpowBnonc oTra yeoa
KOIVWVIKNC dIKTUWoNC aTtnVv MoAwvia;

Ta péoa KoIvwVIKNG OIKTUWONG anoTeAoUV avanoonaoTo HEPOC TNG (wNG
noAA@wv MoAwvwv, YeyovOC nou oOiyoupd €uvoel Tnv avantuén Twv
KOIVOVIKWV MNWANCEWV 0Tn Xwpd auth. To 71% Twv £pwTnOEVTWV
XPNOIYONOIEl TOUG I0TOTOMOUG KOIVWVIKNAG OIKTUWONG Yia TouAdxioTtov 5
Xpovia, XpnoIJOMNoIWVTAG TOUG NPAKTIKA OAO TO EIKOCITETPAWPO - and TIG
NPWTEC NPWIVEC EWG TIG TEAEUTAIEC BPadIVEG WPEC. AUTO deixvel OTI Ta pNETa
KOIVWVIKNG JIKTUWONG £xouv kabiepwBei otn {wn pag, yeuidovrag kabe "nio
Xahapn" oTIypn TnG nUEPAG.

O1 10TOTONOI KOIVWVIKAG OIKTUWONG dEXOVTAI TIG NEPICOOTEPEG EMIOCKEWEIG TO
Bpadu - peTa&u 6.00 Y.y. kai 10.00 p.y. - KABe Evag oTou dUO EPpWTNOEVTEG
(53%) xpnolponolgi CUXVOTEPA TA HECA KOIVWVIKAG JIKTUWONG KATA TIG WPEG
auTEG, YEYOVOG Nou pnopei va deixvel 0TI avTigeTwnidovTal wg "yuxaywyia"
/ XaAdpwaon META ano OAn TNV NUEPA, Kabwg Kal yia va evnuePwOOUNE yia
TO TI OUMBAiVEl JE TOUG PIAOUG Pag ) Ta ATOPAa NouU aKoAOUBOUE.

Ta napandvw cuhnepdopata ansikovifouv apkeTd KaAd nooo 10XUPEC €ival
ol dUVATOTNTEC TOU KOIVWVIKOU €Unopiou Kal NOCO ANMOTEAECHATIKO WMOPEI
va anodeixBei auto To KavaAl NTWANCEWV - DEOONEVOU OTI XPNOIKMOMOIOUME TIG
I0TOOEAIDEG KOIVWVIKNG OIKTUWONG CUVEXWG €0W KAl APKETA Xpovia, OAn Tnv
nuEpa, e€ivar pia mbavotTnTa / NEIpAcPog va KAVOUME  ypnyopa,
NPOCAPHOCHEVEG OTIG AVAYKEG KAl TIG NPOTIMNCEIG HAG YIa ayopEG, Ol OMOIEG
yivovTal "katad Tnv nepinynon" ortnv OIKTUAKN NAATQOpua, €ival apkeTa
UWNAEG.

BiAoypa@ikég ava@opég

Social Media w Polsce 2021 - raport, https://empemedia.pl/social-media-
w-polsce-2021-nowy-raport/

Social Media jako platforma e-commerce. Nowy raport the power of social
& live commerce. _https://www.kobietyebiznesu.pl/social-media-jako-
platforma-e-commerce-nowy-raport-the-power-of-social-live-commerce/
The power of social & live commerce https://www.przelewy24.pl/dla-
mediow/social-media-jako-platforma-e-commerce-raport-power-social-
live-commerce

https://socialpress.pl/kategoria/raporty
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OewpnTiko pnépog - XKOTIA

To Hvwpévo BaoiAeio anoTeAei pia koivwvia padikng katavaiAwaong, napoAo
Mou N OIKOAOYIKN Kal uneubuvn katavalwon au&averal kai ol nNOIKEC Kal
NeEPIBAANOVTIKEG  EMIXEIPNMATIKEC MNPAKTIKEGC AMOKTOUV  OAOEva  Kdl
HeyaAuTepn onuacia. Eidika perd Tnv navdnuia kai Toug neplopiopouc, To
NAEKTPOVIKO €undpIo YiveTal pia noAU onuavTikh ayopd. 6 ortoucg 10
Bpetavouc Oivouv npocooxrn oTnv npogAeucn Twv npoiovTtwyv (Export
Entreprises SA, 2022).

Movo To 2020, 6 oTouGg 10 BpertavoUc kaTavaAwTeG €ixav ayopdoel
TOUAAXIOTOV €va pouxo HEOW O1adIkTUOU TOUG TeEAEUTaiouGg 12 MRVEG,
KaB1oTWVTAc Ta pouxa TNV NpwTn Toug eniAoyn. AKoOAouBoUV Ta NAEKTPOVIKA
€idn, Ta KaAAuvTIka k.An. (D. Tighe, 2021)

Mpiv npoBoUv o€ pia ayopd, navw ano 1o 60% Twv ayopaoTtwv avalntouv
TO Npoiov 1 napopolo npoiov oro diadikTuo, diaBalovrac KPITIKEG ano
nponyouuevoUC NEAATEG.

To 90% dNnAwoe eniong 0TI cuvnNOWC anoPeUyel va ayopdacel anod pia eTaipeia
ME BaBuoAoyia 4 aoTépwv, KABIOTWVTAG ANAPAITATO YIid TA NAEKTPOVIKA
KATAoTANATA VA NApEXOUV MOIOTIKA NPOIOVTA KAl UNNPECIEC PIAIKEG NPOC TOV

neAatn. (D. Tighe, 2021).

©

duoikd, n navonuia €ixe oNUAvTIKO AVTIKTUNO OTO NAYKOOUIO €UNOpPIO. ZTO
Hvwuévo BagiAelo, To 70% Twv Bperavwv epwTnOevTwv dNAWOE OTI Ol
NAEKTPOVIKEG AYOPEC TOUG au&ndnkav o ouykpion WE TNV Nepiodo npiv anod
TNV navonuia. AKOun Kai npiv and Tnv navonuia, ol NAEKTPOVIKEG AYOPEG
oTn BpeTavia, kupiwc oe nAekTpovika €idn, ATav o uywnAd noocootd. O
KUPIOG TOPEAC OTOV OMNoio Nnapatnpnonke aAAayn nTav n ayopd pouxwv, HE
28% nNePICOOTEPOUC KATAVAAWTEC va NpPoTIJoUv va ayopdalouv pouxda
NAEKTPOVIKA, 0€ oUYKpION HWE TNV nepiodo npiv ano tnv navdnuia (Justine
L'Estrange, Emily Allen, 2021). NapdAAnAa, au&nénke To NnAIKIAKO eUPOC TWV
NEAATWV NOU NpaypaTonoloUV NAEKTPOVIKEG ayopEG. BEBala, n navdnuia dev
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AAAa&e evTeAWG TOV TPOMO Nou eMAEyouv va Yywvilouv. ‘'Onwg (paiveral gTov
napakdaTtw nivaka, yia napdadeiyya oTov TOPEA TNG OJOoPPIAG, n navonuia dev
kataAapBavel upnAec B€osic otnv kaTtata&n. Eniong, n idia €pguva nou
OI1eENXON o ouvepyaaia pe Tnv Google kar Tnv Trinity McQueen dcixvel OTI
auTn Tn OTIyHn, akOun Kal o€ veapn nAIKia, npoTiudaTal €va uBpidiko HOVTEAO

ayopwv. (Justine L'Estrange, Emily Allen, 2021)

M1a Toug EUNOPOUG:

>xnHa 8 O1 aAAayEg oTIG ayopéeG: Ta aToixgia nou anokaAUunNTouV TIG
MOVIMEC aAAAYEG OTN CUMMEPIPOPA TWV KATAVAAWTWYV 0TO HVWHEVO

Top 5 reasons that beauty shoppers shop online:

Ta napandvw oToixeia dgixvouv OTI aKOJN Kal av To Alaviko EUnopio
anoTeAEi NpoTeEPAIOTNTA, N €IKOVA WIAG eNIXEipnong oTo d1adikTuo €ival
NoAU onuavTIKA Kal o€ Kapdia nepintTwon dgv Npénel va napapeAeital
(Justine L'Estrange, Emily Allen, 2021).

Na €ioTe avTaywVvioTIKoi WS Npog TNV TIUN. To 35% Twv KaTavaAwTtwv
oto Hvwpévo BaciAglo xpnoigonolei 10ToogAideG ouyKpiong yia TO
okono auto (WordBank).

ANPIOUPYAOTE EPNIOTOOUVN ME TOUG NEAATEC 0aG. To 65% Twv
KaTavaAwTwyv Tou Hvwpevou BaaoiAgiou dnAwvouv NioToi ayopaoTeg -
navw ano Tov Naykoopio YEoO 0po Tou 61%. Eniong eival dnPo@IAn
Ta npoypdppata eniBpapeuonc. To 73% Twv 18-24 eTwv oTn BpeTavia
nioTevel OTI €ival €vag KAAOG TPOMoC yiad TIC EUMNOPIKEC MAPKEG va
avTapeiBouv Toug neAdaTtec (WordBank).
EnikevTpwBeite oTo npdTUNO TOU TPOMOU CWNG NMou npowdei n
ENwWVUia

(WordBank).

18-34 year olds 35-54 year olds 55+ year olds
Easier to find a specific 46% It's more convenient ( 40% 1 don’t want to visit
product \\ stores due to COVID-19
( o I don't want to visit stores / o o

| can have products 44% due to COVID-19 (40% It’s more convenient 42%
delivered to my home

X . 39% Easier to find a specific 69% 1 ca.n have products 41%
Easier to make a choice product \\ delivered to my home
It's more convenient @ Easier to find new products @ Easier to find a specific 27%

\ product

I don’t want to visit ) | can have products ( ) 0
stores due to COVID-19 26% delivered to my home @ It is cheaper online 27%

BagiAelo, Justine L'Estrange, Emily Allen

Koivwviko Epnopio
Ol ayOpEC HEOW TWV HECWV KOIVWVIKAG OIKTUWONG au&avovTal oto HVwuEvo
Baoilelo. IxedOv TO €va TETAPTO TWV AyopdoTwVv oTo Hvwuevo BaaciAelo
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XPNOIMOMOIEI Ta HEOA KOIVWVIKAC OIKTUWONG YIa va VTONiosl vEa NpoiovTa,
oUPP®VA PE TNV €TAOIA EPNEIPIA TWV AyopdoTwV Tou 2021 TNC APEPIKAVIKAG
gTaipeiac AoylodikoU Bazaarvoice. (Jessica Paige, 6 Maiou 2021). Oi
KOIVWVIKEG AYOpPEC MpaypaTtonoloUvTal KUupiwG PEow Tou Instagram, Tou
Facebook, Tou Pinterest, Tou Snapchat kai Tou Tik Tok. QoTd0c0, €ival
oNMavTiKO va avayvwpiooupe OTI TO KOIVWVIKO €Unoplo ancubuveTal o€
VEOTEPOUG KATAVAAWTEG, 10iwC 0TN YevIA Z, dnAadn o€ aTtopa nAIkiag 25 eTov
Kal KATW.

Me Bdon Ta eupnuaTta TnG napanavw &peuvag, 1o 43% Twv nAIKIov 18-24
Kal To 47% TwV NAIKIOV 25-34 eniAéyouv va vTonioouv véa npoiovTa ano
Ta MEOA KOIVWVIKAG JIKTUWONG. To 33% npoxwpd akoun kali otnv ayopd
npoiovTwv (Jessica Paige, 6 Maiou 2021).

'OTav pwTnOnkav OXeTIKA PE Tn OsiypatoAnwia npoidvtwyv, 10 87% TWV
epwTNBEVTWY 0TO HVWwHEVO Baaoileio dAwoe 0TI Ba nBeAe va AaBel dwpeav
deiypaTta, 1o 51% JnAwoe OTI Ba ATav NpOBUNO va ypAWEl Pia KPITIKA Yia
dwpeav npoidvTa kal To 28% dNAwaoe 0TI Ba EkAve Pia avapTnon OXETIKA UE
TO. NPOIOV O0Ta PETA KOIVWVIKNG dIKTUwaonNG. (Jessica Paige, 6 Maiou 2021)

EniTpénovrtag oTov neAdtn va eEapyupwoel ansubeiag HECW TWV
NAQTQOPHWV KOIVWVIKNG OIKTUWONG, TO KOIVWVIKO €UNOPIO KaTapyei Ta
nepITta PBnuata kar e€opBoAoyilel Tn diadikacia ayopdc. Eniong, noAAoi
ioToéTonol dev d1aBETOUV €KDOON YA KIVATA TNAEPWVA, ONOTE €ival OUOKOAO
yla TOV KAaTavaAwTr va nepinynO&i oTov I0TOTOMNO KAl va PNV NpoBei o TEAIKNA
ayopd, o€ avTiBeon HE TIG NAATPOPHEG KOIVWVIKNAG OIKTUWONG MOU E£XOUV
KATAOKEUAOTEl yia va gival PIAIKEG Npog Ta kivnTa (BigCommerce).

Eniong, ME TIC KAVOVIKEGC ayopeG, Ol EPnopol aneubuvovTtal O MOAU
MEYAAUTEPO KOIVO Kal, WG €K TOUTOU, ANAITOUV MPOCEKTIKN E€NIXEIPNHATIKA
napoucia oTa PJEoa KOIVWVIKNAG dIKTUWONG.

BiAloypa@ikég ava@opég

Social Commerce: How Social Shopping Can Drive Sales (2022). (n.d.).
BigCommerce. https://www.bigcommerce.com/articles/omnichannel-
retail/social-commerce/

Paige, J. (6 Maiou 2021). UK shoppers turn to social media to discover
and buy new products. Retail Insight Network. https://www.retail-insight-
network.com/features/uk-shoppers-turn-to-social-media-to-discover-and-
buy-new-products/

Lingo, M. (31 Iavouapiou 2020). UK Consumer Behavior: What Do The
British Want? | Wordbank. Wordbank

LLC. https://www.wordbank.com/us/blog/market-insights/uk-consumer-
behavior/

Gu, S. (n.d.). Impact of the COVID-19 Pandemic on Online Consumer
Purchasing Behavior. MDPI. https://www.mdpi.com/0718-1876/16/6/125
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Export Enterprises - International Trade Tech Solutions.

(n.d.). https://www.export-entreprises.com/

Sustainability & Consumer Behaviour 2022. (n.d.). Deloitte United
Kingdom. https://www2.deloitte.com/uk/en/pages/consumer-
business/articles/sustainable-consumer.html

OewpnTikd uépog - EAOBENIA

MEpuUoI, N ayopacTIK OUMNEPIPOPA TWV TMEPICCOTEPWYV KATAVAAWTWV
ENIKEVTPWONKE oTo O1adikTUO, CUPPWVA HPE Tn ZTATIOTIKA YANPeoia TNnG
Anuokpariac TnG ZAoBeviac. Katd 1o npwTo Tpignvo Tou 2021 £wG Kal TO
59% TwVv KATavaAwTwVv NAIKIAG 16 ¢éwc 74 eTwv ywvilav NEow O1adiKTUOU
Kal odnyouocav €£Tal oTnv au&avopevn €EOMAAUVON TWV NAEKTPOVIKWV
ayopwVv. AAAG TI KpATNOE TOUG KATavaAwTeG 0To O1adikTUO Kal TI HNOPOoUKE
va NEPIPEVOUNE Ta eNOMeva Xpovia; daiveral 0TI 0l KATAVAAWTEG OTPEPOVTAI
OTIG NAEKTPOVIKEG AYOPEC OXI HOVO and avaykaioTnTa Kal EUKoAia, aAAd kai
N iowg AOyw Tou ac@aAloug nepiBAAAovTog v oyel TnG navdnuiag (Polanec,
2022).

H npdopaTn peAéTn Shopper's Mind 2021, n onoia d1€€RX0ON and cuvepyaaoia
TwVv eTaipwv Valicon, iPROM kai Ceneje.si, dgixvel 0TI n auénTikn Tdon Twv
NAEKTPOVIKWV ayopwv ouvexileTal. XTn ZAoBevia, ol NAEKTPOVIKEC AYOPEG
yivovtal OAo Kal nio OUXVEC Kal Mo €vToveG. Ol MEPIOTOTEPEC AYOPEC
KaTaypa@ovTal OTIC KATNYopieg TNG Hodag, TwV NAEKTPOVIKWV €10WV, TOU
onITIoU Kal Tou KANou kai n péon a&ia Tng ayopdcg sivar oxedov 100 supw.
To 73% Twv ZAOBEVWV NPAyHATONOIEI TECOEPIG NAEKTPOVIKEG AYOPEG
ETNOIWG, €VW MOAIC oI Micoi and autoug nou Wwvilouv TakTiKa
XpNoidonolouv ouxvoTepa smartphone kal XpewoTIKEG KAPTEG. H nAIKiakn
01apBpwon Twv d1adIKTUAKWV NeAaTwV Oev €xel aAAG&el Ta TeAeuTaia Tpia
xpovia (2019-2021). O1 eknpoéownol TnG yeviag X (44%) kal Z (33%)
ouykataAgéyovTal JeETAEU TwV NOAUNANBECTEPWV B1AdIKTUAKWY MEAATWV.

H oUykpion Twv ayopwv METAEU eyXwpIwV Kal EEVWV NAEKTPOVIKWV
KaTaoTnUAatwyv Ocixvel OTI N OCUVTPINTIKN MNAEIOVOTNTA TwV NEAATWV
NPAypaTonolei ayopéc o€ eyxwpla kataotThparta (84%, n peon a&ia ayopdg
gival 102 supw), evw To 16% TwV NAEKTPOVIKWYV AyopwV npayuaTonoleiTal
o€ EEva nAekTpovIKA kaTaoThpaTta (n peon a&ia ayopdc sival 56 supw).

MeTa&U Twv N0 ouxva XpnolPonoloUPEVWY HECWV NANPWHNG Ta TEAEUTAia
Tpia Xpovia, ol KAPTEC OAWV TwV €1dwV Kupiapxouv 1o 2021 (55%), evw
akoAouBoUv Ta peTpnTd (29%) KAl n NANPWWHN ME TIHOAOyIO proforma
(13%). H ouUykpion PETAEU TwVv Yevewv deixvel OTI ol YeVIEG Z, Y kal X gival
nio méavo va npoTIgoUV TIG NANPWHES PE KapTa and O,TI n Yevid Twv baby
boomers, aAAd ol dIaPoOPEC AUTEC EXOUV HEIwBEI EAappwG Ta TeAeuTaia dUo
xpovia.
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https://www.export-entreprises.com/
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Ta TeAeuTtaia OUO Xpovia, ol ayopacTeG oTo O1adikTuo npaypartonololv
OuxXVvOTEPA ayopéc peow smartphones (pe Tn BonBeia Twv onoiwv To 2021
npaypartonomndnke 1o 55% Twv ayopwv). O1 unoAoyioTeG (popnToi Kal
emTpan&diol unoAoyioTéC) eEakoAouBouv va sival onuavTikoi - To 38% Twv
online ayopaocTwv npaypartonoioUVv TIGC AYOPEC TOUC HECW (POPNTWV
unoAoyIoTwV Kal To 32% HEow oTaBepwV UNoAoyioTwv. To &va TPITO TWV
01adIKTUOKWY ayopwV, apiOPOG apkeTd oOnUAvTIKOG, OAOKANPWVETAI ano
TOUG KATAVAAWTEG HEOW KIVNTWV TNAEPWVWV (38%), evw KATI AlyOTEPO aAno
TO €va TPiTo HEOW PopnTwV unoAloyioTwv (31%) kal €&va kKaAd TETAPTO
(26%) peow eniTpanediwv unohoyloTwv (Guest author, 2021).
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