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AHAQZH EKMONHZHZ METAMTYXIAKHX EPTAZIAZ

«AnAwvw utrelBuva OTI N OUYKEKPIUEVN METATTITUXIAKI_EQYATia yia Tn AQwn Tou

Meratrruyiakou AimmAwpartog Eidikeuong otn Aloiknon ETmixeiprioewy, €xel ouyypooei

a1ro uéva TTPOoWTTIKA Kal Oev £xel UTTOBANOET oUTE £xel eyKPIOEi oTO TTAQICIO KATTOIOU

AANOU  UETOTTTUXIOKOU 1 TTPOTITUYXIOKOU TiTAOU oTroudwyv, oTtnv EAAGOa A aTo

EEWTEPIKO.

H epyaoia autn £éxovrac ekmrovnOei amd suéva, avTITTPOOWTTEUE] TIC TTPOCWTTIKEC UOU

ammowelc 1T Tou BfuaTtoc. O1 TTnyEC OTIC OoTToieC aveérpeta via TNV ekmmovnon 1ng

OUVKEKPIUEVNC  METOTITUXIOKAG  ava@EPOVTAl OTO OUVOAO Toug, Bivovrac TTAAPEIC

AVO@QOPEC  OTOUC  OUYYpa®eic, ocuuttepIAauBavouévwy Kol TwV  TTNYWV  TToU

EVOEXOUEVWC XpNnaoluoTtrolintnkav atrd 10 OIadiKTUOY.

OVOUATETTWVUNO YToypagn
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Zovoyn gpyaciag

YmoRabpo: H avdaykn yia Tnv avatmTuén véwyv TTPWTOTTOPIGKWY TTPOIOVTWY ATav €ival
kal Ba gival éva onuavtiké Béua yia Tta TuAPata R&D kai Marketing Twv etaipiwv
TTaykoopiwg. O aviaywvioudg o€ eTTTEDO TIMWV gival TEPACTIOC UE ATTOTEAEOHA O
Baoikdg TPOTTOG yia va exwpioel Eva TTpoidv egival n dlagopoTroinon. e éva
TTePIBAANOV OTTOU 01 KATOVOAWTEG €xouv TTANBWpPa eTMAOYWV OAAG KAl GuEoN
evNUEPWON yia Ta véa Aavoapiopara avd Katnyopia TTpoidvTog n avaykn yia Twv

ETAIPILV VIO VA LEXxwpioouyV gival eTTIBERBANUEVN.

Keva otnv BiBAloypagia: ApPKeTEG WeEAETEG €xouv  yivel oTo TTapeABdv  oTnv
TTPOCTTABEI va @TIOXTOUV WOVTEAD TA OTTOId va TTEPIYPAPOUV TTWG HTTOPOUV Ol
ETAIPEIEG va avaTITUEouV TIPOIOVTA HE TNV EVEPYO CUMMETOXA TNG YVWHNG TwV
KAaTtavaAwTwy. ETTioNG apKeTEG MEAETEG €XOUV YiVEl OTO TTWG O ETAIPEIEG EUTTAEKOVTAI
oTa project Twv TTPOPNBEUTWY TOUG £TOI WOTE VA TOUG TTPOMNBEUOUV HE UAIKG
TIPOCOPPOCUEVA OTIC AVAYKEG Toug. Kevo uttdpxel otnv €peuva yia PovTéAd

OUMMETOXNG TOU TTPOUNBEUTA OTNV avamTuén vEwv TTPOIOVTWY TOU TTEAATN.

ZKOTTOG KAl QVTIKEIMEVO Epyaaiag: AuTo TO KeEVO OTnV €pEuva TTPOCTTABEI va KAAUWEI n
épeuva pag. H ouppetoxry dev eival oTa TTAQiOIN TAG TUTTIKAG OUvEPYAOiag
TTpouNBeuTH — TTEAATN OAAG OTNV AoyIKr TNG aTTO KOIVOU avATITUENG VEWV TTPOIOVTWYV

ME TNV ouppeToxh Twv R&D Kkai Twv dU0 euTTAEKOUEVWY. (Zuvdnuioupyia agiag)

MeBodoAoyia: Baoifouevol oe €peuveg TTou €XOuV Yivel 0 BIAQOPOUG TOWUEIGC TNG
ayopdg otnv Aoyiki Tng (ouvdnuioupyia) yivetalr JEAETN yia TO TTWG €TTNPEACEI TOUG
TTEAATEG N €UTTAOKA TOU TIpouNnOeuTh TOoug OTa véa project. Tautdxpova yiveral
€AEYXOG TOU KATG TTO00 N CUVEPYATIa QUTH) TOUG TTPOCQPEPEI CUYKPITIKO TTAEOVEKTNHA
oTnv ayopd o€ OXEOn ME TOV AVIAYWVIOPO Kal va odnyroel otnv dnuioupyia
TTPWTOTTOPIOKWY TTPOIOVIWV KOl UTTNPECIWY Yyia Tov KATavoAwTr. O1 TTEAATEG
aTmAvTNoav 0TO EPWTNHATOAOYIO £TOI WOTE VA €EETAOTEI N 0pBATNTA TWV UTTOBECEWV.
2tnv épeuva ouppetéxouv (150 eTaipeieg TTapaywyng Kai gUTTOPIag KAAAUVTIKWV

TTpoidvTwy oTnNV EAAGSQ) pe TTapoucia 1éoo oTnv EAAGda 600 Kal 0To £§WTEPIKO.
AvdAuon: H avdAuon kai n emeepyaacia TnG opBOTNTAG Twv UTTOBECEWY TNG PEAETNG

éyive pe 10 TIpOYypaupa SPSS kai STATA ypnoigotrolwvtag exploratory factor

analysis, t test dciypara, cuox£TiIon Kal TTaAvopounon.
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Baoikd eupnuata: H ouvdnuioupyia avdueoa o€ TTEAATN Kal TTPOUNOEUTH €XEl BETIKN
emidpaon oTnv €peuva Kal avaTmTu¢n Twv TreAatwy. Odnyei otnv avaTtuén véwv
TTPWTOTTOPIAKWY TTPOIOVTWY KOl TOUG TTPOCPEPEI GUYKPITIKO TTAEOVEKTNMA £vavTi TOU
avtaywviopoUu. O1  TeAdTEG  evnuepwvovTal yia Tov TPOTIO TIOU  TTAPAyouv
TTPOPNBEUTEG, €TTEVOUOUV OTNV OXECN TOUG PAGi TOUG Kal dnuIoupyouv pia aAucida
agiag n otroia atroTeAei €TEVOUCN Kal yia Ta dUO eutrAekdueva pépn. ETtmiong n
CUMUETOXN TOU TTPOPNBeUTH oTa project divel AUCEIG OTo TTEAATN £TO1 WOTE VA TTAPAYEI
TTPOIOVTA HEIWPEVOU KOOTOUG Kal TTAUENPEVNG agiag otnv xprion. 'ETol o mTeAdTng
MTTOPEN Va BIaBECEl e TTEPICOOTEPO ATTOTEAEOUATIKG TPOTTO TOUG BIOBECIUOUG TTOPOUG

Kl VO TTPOCTATEUTEI KATAAANAQ ATTO TIG ATTEIAEG TOU AVTAYWVIOUOU TOU.

Meplopiouoi kal aduvapies: H €peuva €yIve 0€ PIO CUYKEKPIPEVN KATNYOPIa TTEAATWV N
oTToia €EEIDIKEVETAI OTNV TTAPAYWYNA Kal EUTTOPEI KAAUVTIKWY TTPOoidvTwy. O aplBudg
TTEAATWYV TTOU CUMMETEIXAV OTNV €peuva Oev €ival apKETA PEYAAOG £TOI WOTE va PAG
Oivel ac@aAn atmmoTeAéopaTta yia TIG UTTOBECEIS pag Kal yia GAAoug KAGdoug Tng
ayopdg. H €peuva Ba ptropouce va eTTekTaOEi o€ TTEAATEG TTOU €XOUV PEYOAUTEPO
MEPIBIO TNG ayopdg Traykoopiwg. Emiong Ba ptmopolce va e€etdoel TV duadikni
OX£€0N OUYKEVTPWVOVTAG OTOIXEIO KAl a1rd TNV TTAEUPA Twv TTpounBeutwy. Autd Ba
BonBouoe va karaAdBoupe TNV emidpaACN TNG CUVONUIOUPYIAG Kal OTOV TTPOUNBEUTH
Kal va BYAAOUNE GUUTTEPACHATA YIa TO av €XEl QVTIOTOIXO EUEPYETIKA aTToTEAéTUATA

oTnv avatTuén kar eEEAIEN TOU.

AuBevTikOTNTa Kl Agia: H épeuva emmituyxdvel va avoitel éva véo dpOuo aTnv €vvoia
TNG ouvonuioupyiag €I0dyovTag TNV TTOPAPETPO CUMMETOXAS TWV TTPOUNBEUTWY OTA
project Twv TTapaywyIkKwy etaipeiwy. EEeTaler Tnv BeTik emidpaon 1Tou €xel autr n
dladikacia oToug TEAATEG Kal KaTé TG00 TOUug 0dnyei OTNV TTPWTOTTOPIA KAl OTNV

ATTOKTNON CUYKPITIKOU TTAEOVEKTANATOG £VAVTI TOU AVTAYWVIOHOU TOUG.
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Research Synopsis

Background:

The need for development of new pioneer products has always been a major subject
o discussion for the R&D and Marketing departments in companies worldwide. The
competition in matters of price is huge, by result the basic way to make a product
stand out is to differentiate. In a world where consumers have a variety of choices but
also a direct briefing of any new launch of any kind of product the need to stand out

is imperative.

Research limitations:

Several studies have been realized in order to create models which describe how
companies can develop products by using the active consumers’ participation. Also,
many studies have been realized about how companies implicate in their suppliers’
projects so that they can have access to personalized materials. However, there is
little research and a need for models of supplier’s implication in the new product

development.

Aim and Objectives:
This thesis is purposed to fill in that literature gap. The supplier's implication is not
examined as a standard cooperation with the customer but as collaboration of each

R&D department for the new product development (co-creation).

Methodology:

Based on research realized in various market fields through the aspect of co-
creation, a new research occurs about how suppliers’ implication affects customer’s
new product development. Simultaneously, it is checked whether this collaboration
offers them a significant advantage to the competition and also whether it leads to
the creation of pioneer products and services for the consumer. The customers
answered the questionnaire for suppliers participation in their new product
development so that data can be analyzed and that correct assumptions could be
procured. 150 Greek cosmetics manufacturing and commercial companies that are

active both in Greece and abroad.

2MYPOZ KOYPOYNHZ 2017 8
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Analysis:
The data have been analyzed by the software Stata data and tested the hypotheses
using exploratory factor analysis, independent-samples t-tests, correlation and

regression.

Main findings:

The supplier’s implication in the research a development in the companies has a
positive impact in the development of new pioneer products and gives the companies
a significant asset compared to competition. The consumers implicate in the way that
suppliers produce, they invest in that relationship and create a value chain which has
a beneficial influence in the finished product. Moreover, supplier's implication in
customer’s new product development gives me the opportunity to produce products
with low cost and high level of value in use. This is very convenient for the customer
to use the resources in a more efficient way and be protected against any possible

competitive threat.

Limitations and Implications:

The nature of the sample (cosmetics product market) is unlikely to be representable
of the entire market. Also, the size of the sample is not enough to provide safe results
to our hypothesis. The study would benefit from a wider range of customers of
various domains who participate in a greater market share. Moreover, it could extend
to the question if co-creation has the same good results also for suppliers. That
would help to understand if co-creation leads suppliers to innovative product

development and growth in general.

Originality and Value:
This research provides new insights in understanding the influence of suppliers in
manufacturers’ projects. It examines the positive effects of co-creation to customers

and if it can finally lead to innovation and a great advantage against competitors.

2MYPOZ KOYPOYNHZ 2017 9
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KegpdAaio 1

1.1 Eicaywyn

ZUuowva pe Ta oToixeia Tng Eurostat online éva onuavTikd KOPPAT Twv aKabapIoTwWV
EYXWPIWY dATTavVWV TTAYKOOHIWG OXeTiCeTal Pe TNV €peuva Kal avatTuén. To 2015
utrpée augnon kata 4,4% oe oxéon pe 1o 2014 kai gival cuvoAikd 47,8% Trapatrdvw
oe oxéon pe 10 2005. Omrwg Ba deite oTnv eikdva 1 Kal IKGvA 2 @aiveTal n Taon TG
TTAYKOOMIAG ayopdg yia augnon Twy daTTavwyV € £PEUVA Kal avATITUEN. ZTOX0G TwV
EPEUVIDOV QUTWV €ival N avAaTITUEN KAIVOTOUWY TTPOIOVTWY Kal uTthpeaiwy. Ettiong éva
TTOAU onuUavTIKO oToIXEio gival 0TI TO PeyaAUTePO PEPOG TNG épeuvag R&D TTpoépyeTal
atro IDIWTIKEG ETTIXEIPAOEIG KAl TTOAU AlyOTEPO aTTO KUBEPVAOEIG A TNV eKTTAidEUON.

2¢ éva TTOAU avTaywvIoTIKO TTEPIBAANAOV YIa TIG ETTIXEIPAOEIG KAl JE TNV avAykn yid
dlagpopoTroincn atmd TOV AvTaywvIoOPO, N CUPBOAA Twv TTpounBsuTwy oTa project
Bewpeital OO Kal TTEPICCOTEPO CNUAVTIKI YIA TNV ETTITEUEN TWV ETTIBUPUNTWY CTOXWV.
H avdamrugn véwv mpoidviwy eival yia pia €mixeipnon €ival TTOAU onuavTikog
TTapdyovTag yia Tnv empBiwon Tng. ETTiong kal yia Toug TTPouNBeUTES N EUTTAOKA TWV

TTEAQTWYV OTO TTPOG AavaApIoua TTPOIOV €ival UTTOXPEWTIKA Kail ETTIBERANMEVN.

25

20

15 Private non-profit sector (')
Higher education sector
= Government sector

= Business enterprise sector

00
2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 ()

(') 20052014 estimates
(%) Provisional
Source: Eurostat (online data code: rd_e_gerdtot)

Eikéva 1 Gross domestic expenditure on R&D by sector, EU-28, 2005-2015 (% of
GDP). Eurostat
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——Japan (")

United States (")

———’—/’/—'—//————‘ China (except Hong Kong) (")

—EU-28 (%)

Sox ata code 0001

Eikéva 2 Gross domestic expenditure on R&D, 2005-2015 (% of GDP) Eurostat

MNa Tnv epyacia pag culAéGaue dedopéva aTrd eTaIpeieg KAAUVTIKWY (TTEAATEG) TTOU
dpaaoTtnpiotroiouvTal oTnv EAAGSO. KA&TToIEG €€ AUTWV €XOUV APKETA PEYAAO TTOCOOTO
eCaywywv Kupiwg oe PaAkavikég xwpes. O1 epWTACEIS TTOU €yIvav OTOUG TTEAATEG
€€eTACOUV TNV OXEON CUVEPYAOiag TOUG YE TOUG TTPOPNBEUTEG Toug. O1 TTEPIcTOTEPOI
TTPOUNBEUTEG €ival TTOAUEBVIKEG ETQIPEIEG PE TTAPOUTia O€ OAEG TIG NTTEIPOUG OI OTTOIEG
e€eIdIkeUovTal OTNV TTAPAYWYH KAl EPTTOPEIO TTPWTWY UAWV KUPIWG YIa KAAAUVTIKG
TTpoIdVTa.

O KA&GSo¢ Twv KaAAuvTIKwWY oTnv  EANGSa  trepidapBdvel  onuavtiké  apiBud
ETMIXEIPACEWY (TTAPAYWYIKWY, EI0AYWYIKWY), N TTAEIOVOTNTA TWV OTTOIWV ACXOAEITal
ME TTEPIOOOTEPES ATTO Wia KaTnyopieg TTpoidvTwy, avagépel n ICAP ag OXETIKI MEAETN
TNG. Metagu Twv TTapayoviwv Tou emnpeddouv TN CATNON TwV  KAAAUVTIKWV
TTPOIOVTWY CUYKATAAEYovVTal, KATA KUPIO AGYO, Ol TIHEG TTWANCNG TWV TTPOIOVTWY O€
OuVvOUOOUO e TO OI0BEIYO €106dNKa TwV KATavoAwTwy. AANoI TTapdyovTeg TTou
dlapgopewvouv Tn ¢ATNoN €ival oI TAOEIS TNG POBAG, N SIAPAMION TWV TTPOIOVTWYV K.ATT.
Ta Tapatmdvw TPOoKUTIToUV atmd Tnv TeAeuTaia €kdoon TNG KAADIKNG MEAETNG
«KaAAuvTIKA» TTOU eKTTOVNOE TIpodoc@ata n AleuBuvon Oikovoulkwv MeAeTwy NG
ICAP Group AE. O avtaywviouog PETALU Twv ETTIXEIPACEWV €ival €vTovog, AGyw Kal
TNG UTTEPTTPOOYOPAG TIPOIOVTWY, KUPiwg oTo KavdaAl Tng eupeiag diavopns. H
TTAEIOYN@ia TV ETTIXEIPAOEWY BIABETOUV TA TTPOIGVTA TOUG OTO OUYKEKPIPMEVO KAVAAI,

KaBwg TToAAOI KaTavaAwTéG eTTIAéyouv Ta Super Markets yia Tnv ayopd opiouEVWY
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KATNYOPIWV TTPOIOVTWY, AOyw TNG €UKOAIag TTpdcRacng Kail TnNG TTPOCITAS TIMAG, GAAG
Kal TG duvatoTnTag MAOYAG METAEU TTOAAWV EUTTOPIKWYV GNUATWV.

H alia TG ouvoAikNG eyxwplag TTapaywyrng KAAAUVTIKWY TTapoucidlel avénon Ta
TeAeuTaia 1-2 £Tn, OUYKPITIKA PE TA TTPONYOUMEVA XPOVIA, OTTOU O €TACIOG PUBUOG
peiwong ATav uWnAOTEPOG, YeEYOVOG TO OTIOI0  aTTOdIdETAl APEVOG HEV OTNV
augavopevn “eutmoToouvn” TWV KATAOVAAWTWY OTA EAANVIKA TTPOIGVTA, QQETEPOU OE
OTNV EVIOXUUEVN £6ayWYIKN dpaoTnpIdTNTA.

Tnv 1repiodo 2010-2013 o1 GUVOAIKEG TTWANOEIG KAAANUVTIKWY, €6aITiag TNG HEIWUEVNG
{nTnong atrd TOuG KATOVOAWTEG, Trapouciacav peiwon. Qotéoo, 10 2014
TTAPOUCIACTNKE AVAKANWN ThG ayopdg, n oTroia ouvexiotnke kal 1o 2015, aAAd pe
MIKpOTEPO PUBUG (0,6% T0 2015/2014). Ta To 2016 eKTIUATAI TTEPAITEPW AUENON KATA
1,3% Trepitrou o€ oxéon pe 10 2015».

O1  etaipgieg  Tapaywyng f/kal  €il0aywyng  KAAAUVTIKWY,  TTPOKEINEVOU  va
QVTIMETWTTIOOUV TN HEIWMEVN CATNON KAl va «OUYKPATACOUV» TIC TTWAROCEIG TOUG,
avaTrTiooouV véa TTPOIOVTA PE OTOXO TNV KAAUWN €EEIBIKEUPEVWY AVAYKWY TWwV
KAaTavaAwTwy, evw) TTApAAANAa «wBouvTal» GTnV TTAPoXN EKTITWOEWY, TTPOCPOPWV
K.Q.

Me Bdon T1a amoteAéopata TG KAadiKAG MeAétng, Ta Trpoidvra TepITToinong
OEPMATOC aATTOTEAOUV dlaXPOoVIKA TNV KUpIOdTEPN Katnyopia KoAAuvTikwv. To 2015
eKTINGTOI OTI KAGAUWav 10 54,1% Twv OUVOAIKWY TTWAACEWY, vy akoAouBnoav Ta
TTpoidvTa TTEPITTOINONG MOAANIWY e TTOO0OTO 29%. To kavdaAl Tng eupeiag diavoung
ekTINGTOI OTI KAAUWE TO 47,6% TnG OUVOAIKNAG agiag TG ayopds KaAAuvTikwy 10 2015
Kal akoAoUBnaoe 1o KavaAl Twv @apuakeiwy pe 21,4%.

ATIé Tnv avadAucn Tou oPadOoTToINUEVOU I00AOYICHOU O OTToiog OouveTaxOn ue Baon
QVTITTPOOWTTEUTIKO Oeiyua 22 eMIXEIPACEWY TOU KAGDOU (TTAPAYWYIKEG, EICAYWYIKEG)
TTPOKUTITOUV Ta €ENG: TO OUVOAO TOU €vepynTIKOU TWV ETAIPEIWV TOU OEIYHATOG
augnbnke opiakda katd 0,5% 10 2015 0¢ oxéon Pe TO TTPONYOUHEVO £€T0G. Ta GUVOAIKA
idla  kepdaAaia  auéndnkav  oplokd katd 0,8% TO0 idlo  didotnua. Ol
MECOUOKPOTTPOBECESG UTTOXPEWOEIS augndnkav dpacTikd 1o 2015 (62,8%) evw ol
BpaxutTpbBeCuEG UTTOXPEWOEIG EP@AVIoTNKAV PEIWUEVES KATA 11,9%.

O1 ouvoAIKéEG TTWANCEIC Twv €TAIPEIWYV Tou Octiyuatog augnonkav katé 4,3% T0
2015/2014 «ai TTapdAANAa 1O pIKTO KEPOOG ATav aufnuéva katd 3,7%. Ol
XPNMOTOOIKOVOUIKEG BATTAVEG pelwBnkav Katd 14,4% evw Ta AoITTd AeIToupyikd ££oda
OleupuvOnkav katd 8,1% Tnv idla Trepiodo, Pe Cuvémreld Tnv €mdeivwon Tou

AEITOUPYIKOU aTTOTEAEONATOG. TO TEAIKO KaBapd atroTEAEOUa ATAV KEPOOPOPO Kal TA
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Ouo egetagdueva €1n, wotdco 10 2015 Atav peiwpévo katd 37,4% o€ oxéon e TO
TTponyoupevo €106, Ta kéEpdn EBITDA cuppikvwBnkav katd 16,4% tepitrou 10 2015.
Mpiv YePIKEG BEKAETIEG N oUVEICPOPAG TOU TTPOUNBEUTH O¢€ £vav TTEAATN €ixe va KAVEI
MOVO pE Tnv TTpounBeia K&tolou UAIKOU ayaBol. AuTA n AoyiKA JeE Ta Xpovia £XEl
avTIKaTaoTaBei og peydAo BaBud atd v AoyIKN TNG Kupiapxng utrnpeciag (SD —
LOGIC). H epyaoia pag oTtnpietal oe autn tnv Bewpia dnAadr otnv avrallayn
KUPIWG AQUAWV TTOpWY avAPECA OTOUG EUTTAEKOUEVOUG PE OKOTTO TNV aTrd KoIvou

dlapopoTroinon Kail eTmTuyia.

1.2 Z1éX06 epyaoiag

2TOX0G TNG €pYyaOiag Pog €ival va aTTavifoel o€ KATTOIO EPWTHHATA TTOU €XOUV VO
KAvouv pE TNV ouvdnuioupyia agiog avaueca o€ TTPOoPNBeuTr) Kal TTEAATN. Kdtroia
amdé TO EPWTAMATA TTOU KANBNKAv va atmaviioouv TOoO0 o1 TTEAATEG gival Ta
TTAPAKATW:

Katd mmoéco n emnpedlel Tnv ouvdnuioupyia afiag n OUPPETOXN Tou TTEAATN HE
KQIVOTONEG OTPATNYIKEG?

Katd méoo n moIoTIKA TTANPo@Opncn Tou TTPOPNBEUTH TTPOG Tov TTEAGTN Kal TO
avTiBeTo BEATILOVEI TNV CUVONUIOUPYIa AVAPECT TOUG?

H ouvdnuioupyia avaueca o€ TpounBeuty kal TTEAATn odnyei oTnv avdamTuén
KAIVOTOMIKWYV TTPOIOVTWY 0TNV ayopd?

Mrmopei n ouvdnuioupyia va Toug 0ONynoel OTnV  €TiTEVEN  AVTAYWVIOTIKOU

TTAEOVEKTHMATOG OTNV ayopd?

1.3 Zuveio@opd TnG PEAETNG

To peyaAUTEPO PEPOG TNG €PEUVAG OTNV CUVONMIoUPYIa agiag éxel eTTIKEVTPWOEI oTnv
EMTTAOKA TWV KATOVOAWTWY OTA project Twv ETAIPEIWV KAl TNV EUTTAOKN TWV TTEAATWV
OTa project Twv TTPOUNBEUTWV.

21NV £peuva Jag e€eTAlouE €TTIONG TNV ETTIOPACT TNG EMTTAOKNG TOU TTPOUNOEUTA OTO
project Tou TTEAGTN Kal TO AvTIOTPOYO WE OKOTTG TNV dnuioupyia agiag kal yia tTa dUo
EUTTAEKOMEVA  pPépn. ZTOXOG Kal yia Toug OUO n  amoKTnon avriaywvioTIKoU
TTAEOVEKTHMATOG £VAVTI TOU AVTAYWVIOPOU Kal N BEATIWON TNG atrodOTIKOTNTAG KAl TNG

agiag Twv TTPoIdVTWY 0T XPHRon.

1.4 Aopn TNG epyaociag
H epyaoia &ekivdel pe wia avaokoémnon g PiBAloypagiag oto OB€éua  Tng

ouvdnuioupyiag agiag (value co-creation) kal oTnv Bewpeia TNG Bewpiag Kuplapxiag
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Twv uttpeoiwv (SD — Logic) Tédvw oTtnv otroia éxel otnpixBei. H avaokdétnon autn
Ba pag onuioupynoel TNV BAacn yia Tnv TIPOTACN TOU EVVOIOAOYIKOU TTAaigiou
(Conceptual model) kai 1I¢ utTtoBéoeig TnG €peuvag pag (Research Hypothesis).
AkoAouBei n avdAuon Tng peBodoAoyiag TTou akoAouBricaue n otroia SIKAIOAOYEI TOV
TPOTTO Pe TOv OToio dIECAXON N épeuva Kal cUAAExBnoav Ta dedopéva.  ZTnv
TTPoTEAEUTAIO  €vOTNTA  yiveTal  OUCATNON  TWV  OTTOTEAECPATWY KAl TWV
OUUTTEPACHUATWY TIOU TIPOEKUWAV aTrd TNV  MEAETN. 2ZTnv TeAeutaia evotnTa
ava@épovTal Ol TTEPIOPIOHOI TNG MEAETNG KABWG Kal onueia TTou Ba ptropoucav va

atmroteAéoouV TNV BAon yia véa TTedia £Epeuvag oTov TOPEA TG ouvdnuioupyiag agiag.
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KegpdaAaio 2

2. NMpoBoAn utrdpxouoag £épeuvag

2T0X0GC auToU Tou Ke@aAaiou eival va KAVEl Wia AVOAUTIKA TTEPIypa®r TNG
BiBAIoypagiag o€ oxéon He TO Béua Tou e€etAloupe. 2TV avdAuon auTh
TTpooTTaboUlue va Bpouue Kevad oTnv WEAETN TNG ouvonuioupyiag agiag. MNavw oTa
KEVA autd Tta aTnpixOei n avdAuon Twv YeTaBANTWY TToUu Ba atroteAécouv Tnv Bdon
yia To conceptual model kai Twv UTTOBECEWV TNG PEAETNG MaG. TéAoG TTpooTTaBoUlE
VA TOTTOBETAOOUNE TNV PEAETN PAG O KATTOIO KATEUBUVON TTOU VA KOTADEIKVUEI TNV

TTPOCPOPA TNG OTNV MEAETN TOU UTTO £¢€TaoN BEUATOG.

2.1 Kupiapyxn Aoyikf ayawyv (GD - Logic)

O1wg 1oxupiletal o Vargo (2006) n 1TpwTn OTITIKA TTou £TMIKPATNoE 600V agopd Tnv
agia Atrav autr) TV “agiag otnv cuvaAAayr” n otroia ovoudoTtnke (Goods Dominant
logic). OTTw¢ @aiveTal Kal a1rd TNV OVOUOTIa TNG TO KEVTPIKO CNUEIO AUTAS TNG AOYIKNAG
atroteAei 10 ayaBo. 2tnv G-D logic n agia dnuioupyeital atmd Tov TTPOPNBEUTH PE TNV
KATAOKEUN Plognxavikwy ayabwv Kal diavéuerar oTnv ayopd Jéoca amd Tnv
avtaAAayr ayabwv Kai xpnudtwv. O1 péAol Tou KatavaAwTr €ival SIaQOPETIKOI Kal
EexwpiaToi.

H Bewpia Tou Smith atroteAei Ta BepéAia TnG G-D logic. Ao Tnv omrmikr) Tng G-D
logic 0 OKOTTOG TNG OIKOVOUIKNG uVaAAayAg €ival n dnuioupyia Kai diavour ayadwyv
TTOU PTTOPOUV va TTouAnBouv. H diepyacia TTapaywyng PIag ETAIPEIAG TTOU PTTOPEI va
TrepIAaPBAvel TTOPoUg atrd AAAEG €TaIpEiEG, EvowpaTwyvel TV aia ] xpnoiuétnTa o€
éva ayabd. H agia Tou ayabou avTimTpoowTTeUeTal TNV ayopd atrd Tnv TIA A a1Td TO
T eival dlaTeBeINévog va TTANPWOEl 0 TTEAATNG. 2170 GpBpo Twv Vargo kai Lusch (
2004a) avagépetal apxik@ n emionun yeAéTn Tou Marketing etrnpeacuévn amd Tnv
Bewpia Tou Smith: H peAétn auTh €mKeVTPWONKE Kupiwg aTnv diavoun Kal aviaAlayn
EMTTOPEUPATWY Kal BIOUNXAVIKWY TTPOIOVTWV.

To Marketing xapaktnpidetal oav 70 GUVOAO TWV EVEPYEIWV TOV OTIOIWV O PACIKGG
oTOX0G ¢€ival n IKavotroinon Tou TIEAATn HE OKOTO To KEPOOG. AUTO yiveTal
ATTOTEAECHO PE OTOXEUON OE KATTOIO OUYKEKPIMEVN ayopd Kal OTnV CUVEXEID
AauBavovrag TIC BEATIOTEG atmopdocelg yia To peiyya Marketing. H G-D logic
utrooTnpiCel 0TI TO UEYEBOGC TNG agiag aiveTal oTnv cuvaAAayr], TTOU onuaivel o1 N
agia PTTOpEl VO KATOOKEUOOTEI aATTO TOV Trapaywyd oav Povada TTpoioviog N
uTnpEeoia n  otroia  aviaAAdooEeTal 0TV ayopd HE  XPNMOTIKO QVTiTINO.  av

amrotéAecpa n G-D logic atraitei cuoTrAPaTa TTOU 01 TTOPOI TOUG TTEPIEXOUV agia. AuTo
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onuaivel 611 0 TTapaywyog PTTopEi va dnuioupyroel éva TTpoidv TTou BIaBETel adia ek
QUOEWV Kal autd PTTopPEl va PeTpnBei cav ovrtoTnTa oTa TTAGicIa Tou €pyooTagiou.
‘ETol 6TTwg @aiveTal kal oTnv Tapakdtw eikéva 3 n G-D logic dnuioupyei éva
dlaxwpiopd avdueoca oTov TTapaywyod Kal TOV KATAVAAWTH Kal Twv ouoTnudTwy

aglwV Toug €KTOG aTTO TO ONUEI0 CUVOAAQYAG.

B G-D Logic: A Logic of Separation

S-D
Logic

Eikéva 3 Separation Between producer and consumer in G-D logic (S-D Logic
Foundations of Service-Dominant Logic, Naples Forum on Service Capri, Italy 2017)

Ta kupiotepa xapakrnpiotikad tng G-D logic €ivail Ta mapakdrw:

O oKOTTOG TNG OIKOVOMIKAG dpacTnpIOTNTOG €ival N KATAOKEUN Kal dlavoun ayabwv
TTOU JTTOPOUV va TTOUANBOoUV.

MNa va TwAnBoulv Ta ayabd Ba TTpETTel va £XEl EVOWUATWOET o€ autd XpnoiudTnTa A
agia katd TG diEPyaTieg TTAPAYWYNG Kal dIAVOuNG Kal Ba TTPETTEI VO TTPOCPEPEI OTOV
KATAVOAWTH avwTePn agia og oxXEon PE TV TTPOCEPOPA TWV AVTAYWVIOTWV.

O mpounBeuTtAg Ba TpéTTel va pubpicel OAeG TIG pETABANTEG atmOpacng o€ eTTiTedo
TTOU VA TOU ETTITPETTEI VO PEYIOTOTTOINCOEI TO KEPOOG OAV ATTOTEAECUA TNG TTWANONG.
Mo PéyIoTo €AEYXO TNG TTAPAYWYNG Kal TG aTTodoTIKOTNTAG Ta ayaBd Ba TTpéTmel va
gival TuTToTTOINMEVA.

Ta ayabd Ba mpétrel va pmmopolv va armmoBnkeutouv Kai otav uttdpéel {nTnon va

TTapadobouv aTov KATavaAwTr JE KEPOOG yia TOV TTPOUNBEUTH.
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AT 10 1990 KaI PETA euavileTal N avaykn yia €mavegEéTaon TnG AsiToupyiag Tou
Marketing oTo otroio oTnpIoTaV PEXPI TOTE TO OIKOVOUIKO PovTéNo. H ATnon auTn yia
TNV aAAayr Tou TTPOTUTTIOU Kal N Siapdyxn yia TNV avayvwpion Twy UTTNPECIWY Cav Hid
ZexwploTA TTEPIOXN MEAETNG 0B YNOE O€ WIa véa AOYIKH.

AuTA n véa AoyikA Ba £TTpeTTE va xapakTnpidetal 0x1 atré TV aviaAAayn ayabwv aAAG
atré avraAAayr QUAWY OTOIXEIWV OTTWG O IKAVOTNTEG KAl 1 YvWaon Kal atro dlEpyaaieg
TTou Ba odnynoel To Marketing o€ pia oAokAnpwpévn Kal TTEPIEKTIKA AOYIKA N OTToix

Ba TrepIAauBdvel ayaBd kai uTTNPETiEG.

2.2 Kupiapyxn Aoyikn utrnpeoiwy (SD - Logic)

2710 dpBpo Twv Vargo kal Lusch (2004a) avatrtuxBnke n véa Aoyik TTou oTnpideTal
o¢ 8 Bepehiwdelg apxég kal ovopddeTal Service - Dominant Logic otnv otroia Ba
avagepdpooTe wg S-D Logic kKal atmoTeAei TN OuykévIpwon Twv I0EWV  Kal
améyewv Twv TeAeuTaiwv 30 xpovwy. OTTwg Qaivetal kal oTnv €ikéva 4 n S-D Logic
gival emkevTpwuévn oTnv évvoia TnG «agiag oe xpron». O poAol Tou TTapaywyou
Kal Tou KatavaAwTh &gv gival EexwpioToi, autd onuaivel 6T n aia TAavia «ouv -
onuioupyeitaly  ammd  Koivou kal apolBaia, oTiG oAAnAemdpdoElS HETALU Twv
TTPONNOEUTWY Kal TTEAATWV pECA atrd TNV EVOWPATWON TTOPWV KAl TNV €QApUOYR

oelotTATWV.

-‘ S-D Logic: A Logic of Togetherness

s-pl
Logic

Eikéva 4 Co Creation between customers and firms in S-D Logic (S-D Logic

Foundations of Service-Dominant Logic Naples Forum on Service Capri, Italy 2017)
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O1 BepeMiwdelg apxég TNG S-D Logic akoAouBoUv TTapakdTw Kal ouvodeUovTal atmod Tn
TTEPIYPAPK) TOUG.

FP1: H epappoyn €18IKWV IKAvOTATWY Kal yvwong atoteAei mn BgpeAiwdn povdada
ouvaAiayrg

O1 avBpwrTrol dl0BéTouv dUO PBACIKOUG AUAOUG TTOPOUG: (QUOIKEG KAl TIVEUUATIKEG
IKavoTNTEG. AuToi O dUo TUTTOI €ival Avioa KaTavepnuévol oto  TTAnBuoud. Ol
IKAVOTNTEG TOU KABE avBpwTTou dev gival APKETES yIa TNV ETTIRIWON KAl TNV EUNUEpia
Tou. ‘ETOl n €€eidikeuon cival 1Mo ATTOTEAEOUATIKA yia Tn Kovwvia. ETreidr ol
avBpwrTrol e&eIdIKeUOVTAl TTETUXAIVOUV KOAUTEPA aTToTeAéopaTta. AuTh n €&eidikeuon
atraitei ouvalAayr. MeAeTwvTag TNV ouvaAAayr] oTov apXaio KOOWO TTapoudcidgeTal
TO0 eméuevo TTapddeiypa. Av dUO QUAEG BEAouv va dlaBEéTouv OTO GAyYNTO TOUG
udaTtdvbpakeg Kal TTPWTEIVEG auTO onuaivel 0TI To éva PEPOG Ba TTpéTtel va
€€EIOIKEUTEI 0T yVWON KAl TV IKAVOTNTA TOU WOPEUATOG KAl TO AAAO OThV yvwaon Kal
IKavoTnTa TNG KaAAIEpyelag. H cuvaAiayr Ba mepihapBavel Eva wdpl yia oitdpl ) Tnv
EQPAPMOYA TNG YVWONG VIO WAPEUA VIO TNV EQAPUOYN TNG YVWONGS Yia KAAAIEPYEIQ.

To Marketing avadubnke Tmpiv amdé 100 xpdvia oTnPICOUEVO OTNV OTITIKA TNG
olkovoyiag péoa atrod 1o Biounxavikd Topéa. Katd tn didpkeia authg TNG TTEPIOGdOU TO
Marketing eotiaoe otn diavouny Twv QUOIKWY ayoBwv. MapoAa autd kKabwg n
OTITIK) Tou Marketing petarommiotnke amd TR dlAvour) TPOG Tnv  dIEPyacia
ouvaAAayAg, o1 oIkovouoAdyol dpxioav va atrodExovral Tnv 10éa Tou Marketing oI
n TPOCOnRKn XPOvVou, TOTTOU KAl XPNOIUOTNTA KOTOXNG €ival averapkng. OTwg
onueiwoe o Alderson (1957) autd TOU XpelddeTal Oev €ival pia gpunveia NG
XpnoiuéTnTag TTou dnuioupyeital amd 10 Marketing aAAG pia gpupnveia e Baon 10
Marketing oAdkAnpng Tng digpyaaiag dnuioupyiag XpnoipPoTnTag.

«Mwg ptopei va tepiypdeel N autokivntopiounxavia; n General Motors TTpounBeUel
UTINEECIa, MIO UTTNPECIa TToU €ival evowpatwuévn o TTPoidv;» Shostack (1977)

TToU ava@épBnke otoug Vargo kai Lusch (2004).

O1 amméyeig Twv Shostack kai Alderson cuvavtouv Tnv S-D Logic.

FP2: Héupeon ouvalAayn eTIKAAUTTITEI TNV BepeAILON povada cuvallayrig.

Katd 10 mépaoua Twv Xpovwv n ouvoliayr mépace amd Tnv aviaAlayi Twv
€CEIOIKEUPEVWV IKOVOTATWY €va TTPOG €va OTNV €UPECN OUVOAAQYK IKQVOTATWY OTA
KaBeTOTTOINKEVA CUCTAPOTO Kal TNV 1EPAPXIKI opyavwrTikry dour. Kartd tov idlo
XPOVO n ouvaAlayr) gekivnoe va oTnpidetal TeEPICOOTEPO OTO  XPNUATOTTIOTWTIKO
ouotnua. H eaTiaon oT1o TTeAdTn oav AUECO E€UTTOPIKO €TAIpO  eEagavioTnke. AOyw

NG avaTtuéng NG Plounxaviag, TG auénong Tou ePyaTiKoU OuVAMPIKOU Kal Tng
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avaTITuEnNG TOU IEPAPXIKOU CUOTANATOG Ol TTEPICCOTEPOI £PYAlOUEVOl TWV ETAIPILV
otaudtnoav va aAAnAoemidpolv pe TOoug TreEAATeG. EmmpdoBeta n @uon Twv
ouvaAAaywv Tou oTnpifetal 01O TUTTO «IKAVOTNTEG VIO  IKAVOTNTEGY GPXICE VO
ETTIKAAUTITETA.

H Blounxavik emavaocTacn €ixe YeYGAn emmidpaocn oTnv atmmodoTikOTNTa aAAd auTd
gixe oav ouvéttela TNV €6a@dvion NG aAnBiviig euong NG avtaAlayng. O1 epydreg
TToU ATAV €IBIKEUPEVOL €yivav egeIdikeupEvol. O1 opyaviopoi atrairoucay €EeIdikeuon
yla va TTapdyouv autd TTou Xpeladovtal ol avBpwtrol. MapdAa auTd o1 €EeIBIKEUPEVOI
epydreg omavia aAAnAoemmdpolcav ue TOUuG TTEAATEG. AvTaueifovTal €UPECA PE TO
MIOB6 Tou opyaviopoUu Kal Tov aviaAAGooav oTnv ayopd HE IKavOTNTEG AAAWV
eCe1dIKeupévwy  epyalopévwy  Kal OXI atmmd  auoIfaia TTapoxr  IKAVOTHTWY  Twv
TTeAaTWY. 'ETO1 ETMKOAUTITOUV TTEPAITEPW O OPYAVIOUOi TOV TUTTO  OUVAAAQYNG
IKAVOTNTEG-IKAVOTNTEG. ETTIONG Kal o1 opyaviouoi £¢eidikelovtal (TT.X. KATAOKEUAJoUv
MTTacToUvVIa aAAG oTnpiovial oe AGAAOUG opyaviopoug yia va Ta OlaveiJouv) Je
ATTOTEAECPA VO ETTIKOAUTITETAI OKOPA TTEPICCOTEPO N QUON TNG CUVAAAAYIG.

FP3: Ta ayaBd atmoreAolv unxaviopoug diavoung TNG TTAPOXAG UTTNPECIWV.

Apxikd Ta UANKG ayaBd armotehoucav Ta BepeMiodn OToIXEIQ TNG OIKOVOMIKAG
ouvaAayAg. Auth n oTimikA AeiroUpynoe 1o idl0 KaAd o6tav 1o Marketing eixe oav
o16X0 MoOvo TN dlavour Twv Blounxavikwy Tpoidviwy. To Marketing e€eAixBnke e
ammoTéAeoua va aoXOoAeiTal pe Trapatdvw B€éuata amd Tnv cuvaAAdayl ayabwv. O
KOIVOG TrapovouaoTig Oev eival Ta ayaBd aAAd n  efeidikeupévn yvwon, ol
TIVEUUATIKEG IKOVOTNTEG KA OE PIKPOTEPO BABUO 01 PUOIKEG BEEIOTNTEG.

H yvwon kai o1 IKavoTnTeg MTTOpoUvV va  HeTa@epBouv atreubeiog péow TNG
EKTTAIdEUONG Kal TG TTPOTTIOVNONG N EUMECA EVOWUATWVOVTAG QuTEG Ot ayabd.
‘ETol Ta UANIKG ayaBd Bewpolvtal 6TI EVOWNOTWVYOUV YyvWaon Kal dpaoTnpidTnTeG.
TpoxaAieg, Pnxavég €OWTEPIKNG KAUONG Kal oAokAnpwpéva TOIT givar OAa ayaBd
TTOU EPTTEPIEXOUV YVWON, N OTToia evnUEPWVEl TO BEPQ Kal oav aTmoTEAECPa €ival
va yivovtal Ta ayabd 1o kavaAl d1Iavoung TNG EPAPHOYAS TWV IKAVOTATWV.

To ayaBd TTou eEVOWPATWVEI TN yvWon €ival hIa «CUCKEUA» yIia TNV eKTEAEON TwWV
utnpeeoiwy. AvTikaBioTd Tnv atreuBeiog utnpecia. O avBpwTrol xpeidlovral  Ta
ayaBd yiati autd Tapéxouv uttnpecieg. O TpoxO¢ Kal n TPoxXOAia MEIWVOUV TNV
avaykn vyia @uoiky Ouvaun. ‘Eva @dppoko Trapéxel 10TPIKEG uTnpPeoieg. Ol
EQAPHUOYEG TWV UTTOAOYIOTWYV QVTIKOBIOTOUV TIG aTreuBeiag uttnpedieg AoyIoTwyv Kal
0aokGAwv. H onpacia Twv ayaBuwyv dev €yKeEITal OTO va Ta £XOUUE OTN KATOXA MOG
OaAAG 0TO va AaPBAVOUE TIG UTTNPETIEG TTOU TTOPEXOUV.

FP4: Hyvwon gival n BepeNithydng TNy TOU avTaywVIOTIKOU TTAEOVEKTHUATOG.
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H yvwon civar évag duhog Tmopog. Eivar 10 OgpéAio Tou  avraywvioTiIKOU
TTAEOVEKTAUATOG, TNG OIKOVOUIKAG avatTuéng kal 1o KA&idi yia 1y mAouTtou. H
yvwon atroTeAeital ammd Tn YEVIKEUPEVN yvwaon TTou gival oav TTepiAnyn Kai tnv
KAVOVIOTIKI yVwaon TToU ava@épeTal oav TeEXVIKEG. OI TEXVIKEG gival O1 IKAvOTNTEG Kal
Oe€IOTNTEG TTOU OI OVTOTNTEG XPNOIMOTTOIOUV YIO VA  KEPDIOOUV  aVTAYWVIOTIKO
TIAEOVEKTNUA. H OTITIK) QuT OUMQWVEI PE TNV TPEXOUOO OIKOVOUIKA OKEWn OTI n
aAAayr] oTn  TTaPaywyIKOTNTA  JIaG  €TaIpiag  €gapTdtal amd Tn yvwon N
TEXVOAOYIOQ.

O1 Capon et al.(1987) éxouv opioel Tnv TEXvoAoyia cav «know how» kal €xouv
avayvwpioel Tpia oToIxeia TG TEXVOAoyiag: TexvoAoyia TTpoidvTog (ol 16é€g TToU
gival eVOWNATWUEVEG OTO TTPOIOV), TeExVOAoyia diepyaciag (o1 I0EEC TTOU TTEPIEXOVTAI
OTn KATAOKEUAOTIKA diepyacia) kal TexvoAoyia diaxeipiong( diepyacieg dlaxeipiong
TTOU OXeTiCovTal he TN dloiknon TNG ETAIPIAG Kal TIS TTWANCEIG).

H xprion Tng yvwong oav avTaywvioTIKO TTAEOVEKTNUA UTTOPEl va €TTeKTaBEl o€ OAn
TV aAugida €@odIacuoU 1 oTnV aAugida TTAPOXAG UTTNPECIWY. H TTpWTaPXIK pOor)
otnv aAucida eival n pory TTAnpoopiag. H utrnpeoia €ival n TTapoxr TTAnpogopiag
OTO KATOVOAWTA TTOU Tnv €mOUMEl hE 1 Xwpig TNV atroktnon &vog ayabou. Ol
Evans kai Wurster (1997) dAAwaoav o1 n aAucida aiag trepidauBavel 6An Tnv
TTANPOPOPIa TTOU PEEl OTO €OWTEPIKO MIAG ETAIPIAG, METALU TNG ETAIPIAG KAl TWV
TTPOUNBEUTWYV TNG, TWV dIOVOUEWY TNG KAl TWV UTTOPXOVTWYV 1 SUVNTIKWY TTEAATWV
™nG.

FP5: OAeg 01 0IKOVOUIEG EiVal OIKOVOMIEG UTTNPETTWV

Omwg avaeépdnke TTapatmmdvw n BeueAilodng OIKOVOUIKA ouvaAAayry agopd oTnv
EQPAPUOYA TWV TIVEUMOTIKWY Kal QUOIKWY IKAVOTATWY Kal Ta BIOPNXavikd ayadd
QATTOTEAOUV PNXAVIOPOUG TNG TTAPOXNG UTTNPECIWY. H oikovouIkr emoThun BacideTal
otnv Bewpia Tou Smith yia Ta Biounxavikd ayaBd. ‘ETol o1 uttnpeoieg TTapadooiakd
BewpouvTal oav KATI TO OTTOI0 BE CUMMETEXEI OTA Blounyavikd ayabd.

O1 oikovopoAdyor €xouv d10Acel oToug PeAeTNTEG Tou Marketing va oké@Ttovral Tnv
OIKOVOUIKR} avaTrTuén ammd Tnv ammoyn Twv ‘€TToXWV 1 Twv ‘OIKOVOUIWY 6TTwG gival
QUTA TOU KUVNYOU-OUAAEKTN, TNV aypoTIKA Kal TNV BIoPnxXavikn €mmoxn. H etrionun
OIKOVOUIKF) OKEWN TTOU avaTiTuXOnke Katd Tn OIAPKEIQ TNG PBIOKUNXAVIKAG OIKOVOUIag
EXEl TN TAON va TTEPIYPAPEl TNV OIKOvopia HeE PBAon To OTTOTEAEOUA 1 TO UAIKA
ayabd& Tou OxeTiCoviav MPE TIGC QyOpPEG TTOU ETTEKTEIVOVTAV paydaia ekeivn Tnv
eTToxr. H €mmoxrf Kuvnyou- OUAAEKTN XOPOKTNPEICETAI ATTO TNV IKAVOTNTA KAl TH yVWOon
TOU Kuvnylou. H aypoTikA ETTOXN XOpaKTNpigeTal amé TNV IKavOTNTA YId

KoAAiEpyela. H Blounxaviky €moxf Xapaktnpietar amd Tn yvwaon yia HPEYAAng
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KAIJOKOG TTapaywy€EG Kal opyavwaolokAg diaxeipions. H €moxn Twv UTINPECIWY Kal
NG TTANPOYOPIag XapakTnpietal ammd Tn yvwon Kal TIG IKAavOTNTEG OXETIKA WE TNV
TTANpogopia Kai TNV avraAAayr] yvwaong TTpiv evowuaTwoei o€ TpoidvTa.

O koivdég TIapPOVOPOOTHG OTIC TIAPATTAVW OIKOVOWieg €ivalr n e&eidikeuon Kai
avtaAAayr yvwong Kal IKavoTATwy A AuAwv 1Tépwv. OAeg oI dpaoTnpIdTNTEG £XOUV
dlaipeBei o€ €EEIDIKEVTEIG Ol OTTOIEG UTTOPOUV Va avTaAAayxBouv oTnv ayopd.

FP6: O TreAdTNG €ival TTAVTA CUV - TTAPAYWYOG

ATIO TNV TTapadocioKk OTITIKA TWV ayabwyv O TTapaywyos KAl 0 KATAVOAWTAG Egivai
I0aviKé  dlaxwpIopévol  TTPOKEIMEVOU  va  emTeuxBei n péyiotn  Blopnxavikn
amodoTiIkOTNTA. ATIO TNV OTITIKA TWV UTTNPECIWY HE E€OTIACN OTIG OUVEXEIG
dlepyaoieg, 0 KATAVaAAWTAG TTavTa AapBavel yépog otn TTapaywyn TG agiag. AKOUa
Kal he Ta UANIKG ayaBd n Trapaywyry O¢ TeAgliwvel pPE TNV oAOKARpwon NG
KATAOKEUAOTIKAG diepyaciag. H mapaywyr atmmoTeAei amAd éva evdidueco oTtddio. Ta
ayaBd €ival «CUOKEUEG» TTOU TTAPEXOUV UTINPECIEC YIA TOUG KATAVOAWTEG OAAG Kal
o€ ouvepyaaia pe autolq. MNa va TapadoBolv auTéG Ol UTTNPECIEG OI KATAVOAWTEG
Ba Tmpémel va pdBouv va TIG XpNnolgoTrololv, diatnpoulv,  ETTIOKEUAJOUV  Kal
TTPOCAPPOLOUV OTIG EEXWPIOTEG AVAYKEG TOU KaBevOg. Zuvowiloviag e Tn XPron
€VOG TTPOIOVTOG O KOTAVAAWTAG ouveyiCel To Marketing, Tn katavaAwaon, Tn dnuioupyia
agiag kai Tn digpyacia TTapadoong.

FP7: O mrpounBeutig uTTopei va kavel yovo TrpoTtdoeig agiag.

To Marketing kAnpovéunce Tnv ommkh 6T n aia €ivar k&m 1O OTOI0 €ival
evowpatwuévo ota ayaBda. Apxikd ol peAetntég Tou Marketing oulitnoav Tnv
TTPOOoTIBéUEVN agia TTou TTpoo@épel TO Marketing oTto Tpoidv. AuTA n OTITIKN
A&IToupyouoe  IKQVOTTOINTIKA OGO TO evOIa@épov  TTEPIOPICOTAV OTA  PBIOUNXOVIKA
ayaBd aAAG BewprBnke aveTTapkAg OTav n Tmpoooxr Tou Marketing kaTteuBuvoOnke
oTO TTEAATN Kal oTnv &tmmown OTI 0 TTEAATNG TTPETTEl va KaBopioel av n TTPOCTIBEUEVN
agia gival xpRoiun yia Tig avaykeg Tou. O1 yeAeTnTéG TOUu Marketing TrpooTrdBnoav  va
emavakabopioouv TI gival agia péoa atrd TG utrnpeaieg. O Gummesosn (1998) citre
«av 0 KATavoAwTAg eival To KevipikG onueio Tou Marketing n dnuioupyia agiag
givar mOavr) povo étav éva ayaBo rfj uttnpeoia katavaAwveTaly. To B0 Kal o
Gronroos (2006) dnAwoe 6Tl «n agia yia Toug KatavaAwTéG dnuioupyeital péoa atrd
TN OX£0N YE TO KATAVOAWTH, HEPIKWG PECW TWV GAANAETTIOPACEWY PETAEU TOU TTEAGTN
KOl TOU TTPOPNOEUTH UTTNPECIWV». ETTekTeivovTag Tn Aoyikry Twv Gummesson Kai
Grénroos onuEIWVETAI OTI N €TAIPia PTTOPEI JOVO va TTPooPEPEl TTpoTAoElS agiag. O
KaTavaAwTAG €ival autdég mou Ba kabopioel Tnv aia kai 6o CUPPETAOXEI OTN

dnuioupyia p€oa aTrd TN dlEPYATia TNG «OUV - TTAPAYWYAG».
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FP8: H otmmikr) Baciouévn OTIG UTTNPECIEG gival TTAVTA TTPOCAVATONICHEVN OTO TTEAATN
KQl OXECIOKN.

H d1adpacTikéTNTA, N EVOWPATWON, N TTPOCAPMOYN KOl N «CUuV - TTapaywyn» eivai
Ta XOPAKTNPEIOTIKG TNG OTTIKAG ME BAon TIC UTTNPECiEC Kal €0Tiaon OTO TTEAATN
Kal oTig oxéoelg. H ommk pe Bdon TIC uttnpeoieg &ekivael pe 10 O1adPaOTIKG
kKaBopiopd Tou TTPOBAAUATOG TOU TTEAATN, TNV QVATITUEN MIOG TTPOCOPUOCHEVNG
AUong kai T TTapadoon TG Auong oTo TeAATn. H AUon utropei va atroTteAeital atmo
UAIKO TTpoidv, atrd duAn uttnpeaia A atmd ouvOuaouo Twv duo. Aev gival o TUTTOG TG
AUong 1ou gival onPavTikég aAAd 6Ti n eTaipia AAANAOETTIOPA e TO KABE TTEAATN YIO
va KoBopioel Tn Ouykekpiyévn avaykn kal PeTd avattuooel TV AUon yia va

IKOVOTTOIACEI TNV AVAYKN AUTH)

2.2.1TpoTroTroinon Twv apXwv Tng Service — Dominant Logic

Metd 1n dnupooicuon Twv Bepehiwdwy apxwyv TG S-D Logic &ekivnoav TTOANEG
oudntnoeig METaEU Twv peAetnTwyv Tou Marketing. YTApEe MeyGAn KPITIKA yia
KATTOIEG OTTO QUTEG EVW VIO KATTOIEG GANEG AOYyWw TNG IATUTTWONAG TOUG TTPOKAABNKavV
TTapegnynoeig kar AdBog epunveieg.

lNa 10 Adyo autd o1 Vargo kai Lush (2008) énuocicucav éva dpbpo oTO OTI0IO
TTpéoBecav pia véa Bepehiwdn apxn (FP9) kai avadiatimmwoav KATToIEG aTTd TIG
UQIOTAUEVEG BACIOPEVOI OE TTPONYOUUEVEG OUCNTHOEIG Kal ouvédpIa aAAd Kal yia va
¢ekabapioouv Tnv eppnveia Toug. O apxég TTou  avadioTuttwlnkav gival ol
TTOPAKATW:

FPA-MMpowrorurrn: H yvwon e€ivar n  Beuchiwdng 1mnyn 10U  QVTAYWVIOTIKOU
TTAEOVEKTAUATOC

FP4-Tporrorroinuévn: O1 duAol 1mépor  €ivar n BeueAiwdns Tnyn avriaywvioTikoUu
TTAEOVEKTAUATOC

H yvwon kal o1 IKavoeTnTEG avTITTIPOCOWTTEUOUV Toug GuAoug TTopoug. OTav ypapTnKe
TO TTPWTOTUTTO APBpPOo Oev €iXe yivel 0 dIAXWPICHOG METAEU AQUAWV Kal UAIKWV
TTOPWV yia auTd XpNoIKMOTTOINONKE N AEEN yvwon.

FP5-Mpowrorurrn: OAeC o1 oikovouies gival OIKOVOUIES UTTNPECIWV
FP5-Tporrorroinuévn: OAES o1 0IKOVOUIES €ival OIKOVOUIES UTTNPETiag

210 TpwTéTUTIO dPBpo Oev eixe vyivel n peTdPacn amd TOV TTANBUVTIKO
«UTTNPECIEG» OTOV EVIKO «UTTNPECia» TTOU avTavakAd Tn diepyacia Xpnoipgotroinong
TWV TTOPWV PIa OVTOTNTAG YIA TO OPEAOG HIa AAANG.

FP6- Mpwrdrumn: O meAdTNS gival mavra ouv-mapaywyog

FP6- Tpormrorroinuévn: O eAGTNS gival mavra ouv-0nuioupyog aéiag
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AuT n apxn €ivalr éva avTiTTPOCWTTEUTIKO TTapddelyua TTayidag Tou TTPWTOTUTTOU
dpbpou o1o Ae€ik6 Tng G-D Logic. H S-D Logic aoxoAecitar pe TN «Ouv -
onuioupyia» kal OxI ME TN «Tmapaywyni» OnAadni Tn Onuioupyia povAdwY WG
ammotéAeopa. H mpdbeon Arav va do0b¢i éugacn otn cuvepyacia yia T dnuioupyia
agiag. Emeidn o dlaxwpiopdg TG «OUV - TTApaywynAs» Kal TNG «Oouv - dnuioupyiagcy
givar onuavtikdg yia Tnv S-D Logic autog €ival 0 AGyog TTou TPOTTOTTOINBNKE N
apxn FP6.

FP7- Mowrdrturrn: O mpounBeutic-eTaipia UTropei va Kavel 1ovo mpoTdoeis aéiag

FP7- Tpomomomuévn: O mpounBeutng-sraipia &¢ urmropei va mapadwoel  aéia,

UTTOPEl va KGvel uovo mpotaoeis aéiac

AuT n apxn TTapepunveldnke Kabwg BewprBnke OTI N eTaIpPia OAOKANPWVEI TN

OUMUETOXH TNG OTN «OUV - dnuioupyiax» agiag pe Tn dnuioupyia Tng TpoTaong agiag.

H owoty epunveia autig Tng apxng ecivar Om n  etaipia O JTTOPEi  va

dnuioupynoel Kai va mrapadwoel agia povn 1NG. H agia «ouv - dnuioupyeitai» Ye 1n

OUMWETOXN TOU TTEAATN KAl TOU TTPOMNBEUTH.

FP8-lNpwrdrurn: H omrTIKn Baciouévn OTIC  UTTNPETieC ivai
TAvTa 1mPooavaroAIouévn OTo TTEAQTN Kal OXETIAKN

FP8-Tporrorroinuévn: H ommikh  LBaciouévn  OTIC UTTNPECIEC  &ival €K QUOEWS

TpooavaroAIouévn OTo TTEAGTN Kal OXEOIAKH

MNa va TovioTei n BeTIKA dIAKPION TNG APXNG TTPOOTEBNKE N AEEN «eK QUOEWGS». Me

auTh TN TTPooBrkn utrdpxel n TpdBeon va OoBei €ugacn 6Tl n oxéon MPeTagU

TTEAGTN KAl TTPOUNBEUTH €ival aTTOPAITNTO OTOIXEIO yIa TN «Ouv - dnuioupyiax

agiag.

FP9-Néa Apxn: O1 opyaviouoi UTmapxouv via va EVOWUATWYOUV Kal va

uerauoppwvouy  TIC  EEIBIKEUUEVES  IKQVOTNTEC OE  OUVOETEC UTTNPETIES  TTOU

arraitoUvral aTnV ayopd epyaaciac

H 1TpooBnikn authg TG apxnig o@eileTal otn KPITIKA a1td Toug peAeTnTég 61 n S-D

Logic dev cival 1600 ca®Ag 6oov agopd Tn OIadPACTIKY Kal OIKTUGKN @UOn TNg

onuioupyiag agiog kar  ouvaAayng. TlapdAo ToU Ta  TTAPATIAVW  OTOIXEID

uttovoouvtal oTIG apxég FP2, FP6 kai FP8 |, mrpooTébnke kai n apxn FP9 yia va

000¢i éupaaon e eTTionUo TPOTTO OTN OXETIOKA TITUXT TNG S-D Logic. ZuvoAika OAeg ol

apxég Tng SD Logic cuvowidovtal 0ToV TTapakATw Trivaka 1.
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Original Modified/New
foundational foundational
FPS | premise premise Comment/explanation
The application of
operant resources
The application of "service" as defined in
special skill and S-D logic, is the basis
knowledge is the Service is the for all exchange.
fundamental unit of | fundamental basis | Service is exchanged
FP1 | exchange of exchange for service
Because service is
provided through
complex combinations
Indirect exchange | Indirect exchange of good and institutions,
masks the masks the the service basis of
fundamental for fundamental basis | exchange is not always
FP2 | service provision of exchange apparent
Goods (both durable
Goods are a Goods are a and non-durable)
distributor distribution derive their value
mechanism for mechanism for through use- the
FP3 | service provision service provision service they provide
Knowledge is the Operant resources
fundamental are the The competitive ability
source of fundamental source | to cause desired
competitive of competitive change drives
FP4 | advantage advantage competition
Service is only now
becoming more
apparent with the
increased
All economies are | All economies are specialization and
FP5 | service economies | service economies | outsourcing
the customer is The customer is
always a co- always a cocreator | Implies value creation
FP6 | producer of value is interactional
Enterprises can offer
their applied resources
for value creation and
collaboratively create
value following
acceptance of value
The enterprise propositions, but
The enterprise can | cannot deliver cannot create and
only make value value but only offer | deliver value
FP7 | propositions value proposition independently
Because service is
defined in terms of
A service centered | A service centered | customer-determined
view is customer view is inherently benefit and co-created
oriented and customer oriented is inherently customer
FP8 | relational and relational oriented and relational
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Organizations
exists to integrated
and transform
micro specialized

competences into | All social and Implies the context of
complex services economic actors value creation is
that are demanded | are resources networks of networks
FP9 | inthe marketplace | integrators (resource integration)
Value is always
uniquely and

phenomenologically | Value is idiosyncratic
determined by the experiential, contextual,
FP10 beneficiary and meaning laden

Mivakag 1 O1 apxég Tng S-D Logic

2.2.2 HpegraBaonamdétn G-Dotnv S-DLogic

O1rwg utrooTApIEav ol Vargo kai Lusch (2007b) atmd tTnv apxn TNg vaoxoAnong Twv
pMeAeTNTWYV Me TO Marketing ep@avioTnkav U0 AoyikéG TTou  Bewpeital  OTI
dladpapdTioav onuavtikdG poAo oTn ueTdBacn amd Ta ayaBd oTtnv  UTThpEaia
(uttnpeoieg). Ztnv G-D Logic ol uttnpeoieg gugavifovral oav éva €idog ayabwv Kal
UTTOONAWVOUV OTI O TTPAKTIKEG TTapaywyng Kal dIavouAg Twv ayabwv TTpETTEl va
TPOTTOTTOINBOUV yIO TNV QVTIUETWITION TWV OIAQOPWY TWV UAIKWV ayabwv PE TIG
utinpeoiec. H S-D Logic Bewpei 6T n uttnpeaia cival n spapuoyr Twv OegIoTATWY
(yvwon kal IKavoTATWY) atmd pia oviétnTa yia 10 0QeA0G KATTOI0G GAANG. AuTh n
TIPOCEYYION aTTOTEAEl  €va  KAAUTEPO TPOTTO  KOTAVONONG TNG  OIKOVOUIKNG
ouvaAAayAg agou uTtrovoei 0TI n agia dnuioupyeiTal géoa atrd CUVEPYAOIiEG HE
d1adpaaTikd TPOTTO Kal auoifaia avraAAayr). Autr n diaudpewaon dnuioupyiag agiog
QTTOKOAEITAI CUCTAUATA UTTNPECIWV.

Aut n petdBaon amd Tnv G-D Logic otnv S-D Logic oup@wvei katd éva péPOG
ME Tn peTdPacn oTo Marketing Twv emixeipioewv (B2B) yia tnv  aAlayn
@lIAocogiag NG ouvaAayns. H Pdong Ttng ouvaAlayhng peTatoTTifetal  ammo
TTpoidvTa o€ agieg kal atrd duddeg o dikTua.

H eupdvion tmoAwv uttokAGdwv Tou Marketing, é@epav oTnv €TMQAVEIQ TOUG
TTepIopIOPOUG Kal TNV éAeipn eupwoTiagc Tng G-D Logic cav Bdaon yia
karavonon tng Onuioupyiag aciag kalr NG ouvaAiayng. Mropei auti n Aoyikry va
ATav  €TapkAg ©Oco n e€oTioon Tou Marketing Tepiopilétav  otn  dlavoun
EUTTOPEUNATWY OAAG aTTodEiXBNKE OTI deV ATAV APKETH OTAV TO TTEdIO ETTIPPONG TOU
ETMEKTAONKE 0€ BEépaTa OTTWG N dnuIoupyia agiag kai n cuvaAiayn.

Otav o1 Marketers &ekivnoav va aoxoAouvial pe TO Plounxavikd Marketing

QVTIMETWTTIOAV TTOAAG TTPOBAAMATO OTNV EPAPUOYH TWV UQPICTAUEVWY HOVTEAwvY. H
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TTpWwTN Toug avTtidpacn &ev ATav va au@ioBnthcouv TIG BepeNIBEIC apxEéG Tou
Marketing aAAd va kataAdBouv Troia fAtav n diagopd Tou B2B Marketing pe 10
Marketing Twv KatavaAwTwv Kal TTolIEG OAAQYEG ETTPETTE va  yivouv yia va
TTpocapuooTei. ‘ETol o1 TTpwTeg TTpooTTdbeieg TTou €yivav ATAV va avayvwPIOTEN N
TTpogpxoOuevn nnon, n Olokuyavon CATNONG Kal ol ETTOYYEAUATIEG AYOPOOTEG.
MapoAa autd xpeladdtav KAt TTEPIcoOTEPO aTTd ATTAEG pubpioelg otnv G-D Logic yia
TNV QVTIMETWTTIOR Twv TTapaTrdvw IBIITEPOTATWY. AUTOG O I0XUPICHOG YiveTal
@avepds Kal atmd TNV PETOKIVNON TOU evOIOPEPOVTOG TWV HEAETNTWY aTTO TNV OTTAN
Katavonon Twv XOAPOKTNPIOTIKWY oOTn Onuioupyia OepeAiwdwy  apxwyv yia Tnv
utrooThpIgn Tou B2B Marketing. H oTrTIkr) Twv dIKTUWV &eKivnoe va avTikKaBioTd Tn
Ouadikr, n OladpacTIKATNTA va avTiKaBioTd Ta PovTéAa piag OladPOoPnAG Kal N
QVATITUEN TWV OXECEWV OQV AVWTEPO OTOIXEIO O €va POVTEAO TTOU HIa ovToTNTA
EVEPYEI ME Mia AAAN.

H mo onuavtikip aAAay iowg Atav n avamtuén TnG OTITIKAG «OIKOVOMIKOG
OUMUETEXOVTOG - OIKOVOMIKOG OCUMMETEXOVTAG» TIOU  QVTIKOBIOTA Tnv  OTITIKN
TTapaywyou - katavoAwTr). Or peAetntég Marketing aoxoAn®nkav €mmiong pe Tn
METATOTTION TOU €VOIAMEPOVTOG ATTO TN KATavonon Tng ouvaAAayAg 6co agopd Ta
TTpoidvTa OTNV £vvola TnG agiag.

Ooo autég o1 amowyelig TTou avatTuxbnkav amd 1o B2B Marketing kai ammé 10
Marketing Twv utnpeciwyv  Emmaipvav  UEYaAUTepn  dnUoOcCIOTNTA, APXICE va
avatTuooeTal Pia GAAN AoyIKR yia TN Katavonon Twv ocuvaAlaywv. To Koivd Kal
onuavtikd onueEio autwy Twv améWPewv ATav n emaveéETaon Tng dlEpyaciag yia T
onuioupyia agiag kal Ox1 n €upeon evog SIOPOPETIKOU TPOTTOU yia Tn Katavonon
€vOg TTeAGTN GAAOU TUTTOU.

EmmAéov, n €&ENEN Tou Marketing Tpog pia S-D Logic amaitei éugacn oTO
duho, Ouvapikoug TIOPOUG TIOU  OTToTEAOUV T BACn TOU  AVTAYWVIOTIKOU
TTAEOVEKTAUATOG Kal TNG atmodoong. Or duhol TTépol gival auToi TTAvw OTOUG OTTOIoUG
EKTEAEITOI pIa evépyela 1} AeIToupyia Kal ol UAIKOi TTOpOI €ival auToi TToU EvePyouv
Tavw o€ dANoug TTOpous. O opICPOG TWV TTOPWV €ival UNIKEG 11 AUAEG evOTNTEG
TTou eival S100€oIueg OTNV €TAIPIO KAl TIG EMTPETTOUV va TTapdyel atmodoTIKA Kal
ATTOTEAECHATIKG HIO TTPOCPOPd ayopdg TTou €XeEl agia yia KATTolo TPAMOTA TG
ayopdg. Or1 uAikoi TTépol gival ouvBwWS QUOIKOI (TT.X. TTPWTEG UAEG) , OI AUAOI TTOPOI
gival ouvnBwg avBpwTmivol (TT.X. yvWon K IKavoTNTEG EPYACOUEVWV), OPYOVWOIOKOI
(€Aeyxol, KOUATOUPQ, IKAvVOTNTEG), TTANPOQPOPIOKOI (TT.X. YVWON YIO OCUYKEKPIPEVA
TUAUATA TNG ayopdg) Kal OXEOIOKOI (OX€on ME TTPOWNOEUTEG, QVIAYWVIOTEG KAl

TTENGTEG).O1 TTapaTTAvw TTEPIYPA® TTou TTapoucidlel TS Baoikég diagopés Tng G-D
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Logic kai Tng S-D Logic 6cov agopd Tn Onuioupyia afiag ouvowilovtal oTO

TTapakdTw TTivaka 2:

1816TNTA G-D Logic S-D Logic
0Odnyog Atia otn cuvaAAiayn Atia otn xprion
Anpioupydg | Etaipia, cuyvd pe mépoug ] ] ]
) . . ETaipia, ouvepydareg K TeAATEG
Afiag atrd AAAEG eTaIpiEg
Evowpudtwon agiag ota O1 eTaipieg TTpocPEpPouV
Algpyaaia ayaBbd i uttnpeaieg TTPOTACEIG Agiag Kal O TTEAATEG
TTPOCOETOVTAG ouveyiCouv Tn dnuioupyia
] ] AUEnon TTPOCapUOGCTIKOTNTAG,
] Augnon mAouTou TNg ) ) )
2KOTTOG ) empBiwong Kal eunuepiag péoa
eTaipiag
ato TIG UTTNPETiEC AAAWY
To TTood TG OVOUAOTIKAG H 1TTpocapuocTIKOTNTA KAl
Métpnon agiag, n TIiuA TTou EMRIWON TOU EUEPYETOUPEVOU
AauBaveral otn ocuvaAAayr] | atmd To cuoTnUa
Aulol TTopol. Katroleg popég
Mopol YAikoi Tmépol HETOPEPOVTAI EVOWHUATWHEVOI
o€ UNIKG ayaBd
PoAog Mapdyel kal diaveuer TNV MNpoTeivel kal guv- dnUIoUpYEi
MpounBeutn | agia agia
P6AOC Movadeg Mapaywyrig, Oxnua yia duhoug Tépoug,
. UAIKOI TTépoI TTOU emTtpémel Tn TpdoBacn ota
Ayabwv
TTEPIEXOUV agia OPEAN TWV dUVATOTATWY TNG
MNa va «XPnoIJoTIoINCEl «Zuv-Onuioupyei» agia péoa
PboAog HEXPI» 1 VA «KATAOTPEWED» | ATTO TNV EVOWHATWON TWV
MeAaTn TNV aia TTou dnuioupyeiTal | TTOPWV TTOU TTAPEXOVTAI ATTé TN
aTTo TNV ETAIPIa €TaIPi0 0€ CUVOUAOUO pE GAAOUG

Mivakag 2 Alagopég S-D Logic k G-D Logic

2.3 ZuppeToxn TwV TTEAATWY OTNV AVATITUEN VEWV TTPOIOGVTWV

O Von Hippel’'s (1988) otnv peAétn Tou Katadeikvuel OTI N cwaTr] TTANpoedpnon Tou
TTPOPNBEUTH atmd Tov TTEAATN  €ival onUAVTIKOS TTApAyovTag yia TNV ETTITUXIO Twv
TTPOIOVTWY TOUu TIEAATN OTov TEAIKO KaTavoAwThd. H ouppetoxry Tou TTEAdTN
TTePIAAPBAvVEl TNV voNnTIK, WUXIK KAl ouvaiodnuatiky ouveiopopd Tou  OTnv
onuioupyia agiag yéoa arrd 1o TTPOIdV TNG TTPOCPEPOUEVNG uTTnpeaiag Silpakit & Fisk,
(1985); Cermak, File, & Prince, (1994). ApkeTég JeAETEG TTapOUTIAZouV Tov TTEAATN JE

2MYPOZ KOYPOYNHZ 2017 27



ATHENS MBA

“Value co-creation. Influence of supplier participation in Customer’s NPD”

OUo diakpIToug poAoug. O TTPWTOG POAOG gival To atmAou TTANPo@opIoddTn Kal o
OelTEPOG POAOG cival wg ouvdnuioupyodg Lengnick-Hall (1996).

210 TTaPeABGV 0 TTEAATNG ePPavICOTAV WG £vag TTABNTIKOG BEKTNG TWV TTPOCPOPWV
Twv TpounBeutwy Tou. O poAog Tou TreEpIoPIfOTaV POVO oTnV SIATTPAYMATEUON,
éykpion 1 amoppiyn Tpoc@opwyv Prahalad & Ramaswamy, (2004). H cuppetoxn
TOU TTEAATN OTA project Tou TTPORNBEUTH — TTapAywyouU €XEl va KAVEI PUE TO KATA TTOCO
O TTEAATNG EUTTAEKETAI OTNV BIOBIKOTIO AVATITUENG VEWYV TTPOIOVTWY TOU TTPOUNOEUTH.
O1 dUo peTaBANTEG TTOU £ENYOUV Kal avaAUOUV TNV CUMPMETOXN Tou TTEAATN pe Bdon Ta
TTAPATIAVW €ival O1 €ENG:

CPI > Zuppetoxr Tou TTeEAAGTN oav Tty TTAnpo@opiag (customer participation as an
information resource)

CPC > Zuppetoxy Tou TTeAGTn 0av ouvdnuioupyog (customer participation as a
codeveloper)

Ta epWTAPATA TTOU dNUIOUPYEITE €ival:

«MT1TOpEl N ouppeTox TOu TTEAATN va odnynocel oTnv OnuIoupyia KAIVOTOPWYV
TTPOIOVTWY aTTO TTAEUPAG TTPOPNBEUTH TTPOG OPENOG TOU TTEAGTN TOU?». AUTO ival éva
atrd Ta €PWTHAMOTA TTOU TTPOCTTOBEI va aTTavTioEl N YEAETN POG KAl oTa oTroia Ba
ava@epBOUPE EKTEVWG OTNV CUVEXEIQ.

H CPI petaBAnt) avagépetal oe dpaoTtnpidtnTeg OTTWG N avtaAAayr] TTANPOQOPIWY
METAEU TTEAATWV Kal TTPOPNBEUTWY KATA TNV SIAPKEIQ TNG AVATITUENG TWV TTPOIOVTWY
ToU TTpounBeuTr. O TEAGTNG avalnTd TTANPo@opia aTTd Tov TTPONNOEUTH TOU yIa TV
TIPOCPEPOUEVN UTTNPECIA YIa va OIOTTIOTWOEl AV UTTOPEI va KAAUWEI TIG AVAYKESG TOU
Kellogg, Youngdahl, and Bowen (1997). MNpoo@époviag autr Tnv TTANpo®opia
MEIWVETAI N ap@IfoAia oTtov TTEAATN yia TIG KOAEG TTPOBECEIC TOU TTPOUNBEUTA Kal
avoiyel o dpoPog yia TRV cuvdnuioupyia. ETtriong pe autd Tov TPOTTO O TTEAATNG
yvwpidel KaAUTepPa TIC TTAPAUETPOUG TNG TTPOCYPEPOUEVNG UTTNPECIOG Kal YTTOPEI va
oploBeTr ol KOAUTEPQ TO POAO TOU OTNV PETAEU TOUG oXEan.

To emduevo avaykaoTIKO Kal TTOAU onuavtikd BAPa €ival n  evnuépwaon Tou
TTPOPNBeuUTH atmd Tov TTEAATN yia Ta OIKA Tou project €101 WOTE va OTOXEUOOUV OTTd
Kolvou TIG 1810TNTeG TNG A’ UANG 1Tou Ba trapaxBei Ennew & Binks (1999). Mg tnv
évvola autr o0 TTEAATNG YiveTal N yéEQupa avauesa oTov TTPouNnBeuTh Kal TNV ayopd
TOU TTEAGTN Tou. AuTO €ival TTOAU onuavTikO KaBwg auTr) n TTAnpo@opia UTTopEi va
atraAAdgel Tov TTpouNnBeUTr) aTTd TO AYX0G €VOG ATTOTUXNUEVOU AavoapiopaTtog. Av o
TTEAATNG aTTOTUXEI OTO va dWOEl PE QKPIBEIa TNV TTANPOQOpIa yia TNV avaykn Tou TO
TTEPIBWIPIO YIa cuvonuioupyia Ba yivetal OAo Kal YIKPOTEPO WE QVTIOTOIXOI AVTIKTUTTO

OTO TTO00O0TO ETTTUXIOG TG OUVEPYAOIag autrig. H emTuxnuévn cuvepyaaoia og autd
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10 emiTTed0 UTTAPXEl OTAV O TTEAATNG AVTIMETWTTICEl TNV CUNMPETOXH TOU OTO project Tou
TTpounBeuTH oag va ival UTTGAANAoG Tou TTpounBeuth. Ennew & Binks, (1999). Autd
TTPOUTTOBETEI 01 U0 ETAIPEIEG VO CUPQPWVIOOUV O€ KAVOVEG, TTOAITIKEG KAl OTOXOUG
Bettencourt, (1997). Auté @uOIka aTtroTeAei €§Idavikeuuévn KaTaoTaon Kal Eivai
OUOKOAO va TO TTETUXEIG OTNV TTPAEN.

H CPC petaBfAnTy avagépetal oTnv  ocuvdnuioupyia avapeca oToug duo
eUTTAEKOEVOUG (TTEAATN Kai TTpounBeuTh). Eival pia diadikacia Tng oTroiag n mTUXia
n amotuxia e§aptdral Kupiwg atmd 10 Katd OO0 €XOUV OpPIoTEl Kal KABOPIoTEl €§
apxng o1 Kavoéveg aUTAG TnG ouvuTtapéng ota project Gerwin (2004). To ueydAho
TTAEOVEKTNHO TTOU QTTOKOWICEl 0 TTpopnBeut¢ amd Tnv CPC ecival 6T €icdyel oTnv
oiadikaoia Tou Kal TIG OOpEG Tou TO e&eidikeuon Tou TeEAATn. PUOIKG auTth N
ouvuttapén dnuioupyei £va TepACTIO TTEDIO TTPOKANCEWYV Kal yia Ta dUO eUTTAEKOUEVA
pépn Carlile and Rebentisch (2003); Von Hippel (1990). O1 opddeg R&D Twv €TAQIPIWV
MTTOpOUV €iTe va OOUAEUOUV EeXWPIOTEG AEITOUPYIEG Tou idIou project A pTTopE va
OouAelouv cuvepyatikG otnv idla Aemoupyia. Koufiki oe aut tnv diadikagia
ouvonuioupyiag gival n TTPOCWTIIKN Kal €IS BAB0G eTa@n Twv euTTAeKOopévwY Ennew
& Binks, (1999) ka1 Kelley et al. (1990). Auté TTou TTaifel POAO OTNV TTEPITITWON AUTH
gival va dnuioupynBouv oxéon ePTmoToouvng, @IAiOG Kal ogBacuou ol oTroieg Oa
aTToTEAECOUV TNV aQETNnpia yia Tnv ouvdnuioupyia. Oco 1o cuvepyaTikd, EUYEVIKO Kal
BeTiKO oTnV €mKOoIVWvia gival To TTEPIBAAAOV TTou Ba dnuioupyroel O TTPOUNBEUTAG
TO00 TTEPICOOTEPO O TTEAATNG Ba deopeleTal 0TV TTPOCTIABEIQ yia ouvdnuioupyia
(Lengnick-Hall, Claycomb, & Inks, (2000). Mia até TG BaOIKEG apxéG TTAvw OTIG
oTroieg Ba TTpéTTel va BaoioTei auTtr) n oxéon cival n avamAnpo@dépnon. O TeAdTng Ba
TTPETTEI VA EVNPEPWVEI O€ TAKTA XPOVIKA BIACTAHATA YIa TRV TTPO0d0 TNV GX£0N Kal
yla 1o €miTTedO TNG UTINEECIAg TTou Tou TTapEXETe. AuTh n dladikacia atroTeAEl TNV
KaAUTEPN MEBODO yia TOV TIPOMNOEUT ] WOTE va WPTTopei va PeATiwBel kal va
TTIPOCAPHOCTEI OTIC OUVEXWG EVOAAACOCONEVEG avayKeG TNG ayopdg Groth, Mertens, &
Murphy, (2004). O 1meAATNG AOITTOV PTTOPEi VO CUMPBOUAEWEI Kal va kKaBodnyAoel Tov
TTPOUNBEUTH YIa TO TTOU TTPETTEI VA KIVNOET YEVIKOTEPA Kal VIO TO AV TTPETTEI VO AAANGEE
OTPATNYIKN KAl oTOX00Eaia.

H peAétn pag eCetdlel TiIg dUAdIKEG OXETEIC OUVEPYQOIag avaueoa oe TTEAATN Kai
TTpounBeuTr (atd TNV TTAEUPd Tou TTEAGTN) PE OTOXO va atrodeixBei av autd ptropei
va OWOEl CUYKPITIKO TTAEOVEKTNMA OTOV TTEAATN €VAVTI TOU QVTAYWVIOUOU Tou. AuTd
givar keva otnv BiBAloypagia Ta otroia Ba TTpooTTabAcoupe va KAAUWOUUE PE TNV

MEAETN paOG.
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To peyaho TTpOBANUa oTnv TTPOCTIABEIa auTr €ival N ponf TG TTAnpoYopiag avdaueoa
oTa OUO €uTTAEKOUEVA PEPN. OEua EUTTIOTEUTIKOTNTAG OTTO TNV TTAEUPA KUpiwg Tou
TTEAATN KaBIOTOUV TNV o0pIoBETnon kavovwy IBINITEPA oNUAVTIKA avAaueca oTa
eUTTAEKOUEVA PEPN. ‘Eva etmiong peydAo TTpoRAnua TTou TTPETTEl va EETTEPAOTEI €ival ol
ETMPEPOUG ETAIPIKEG TTOMITIKEG 00OV a@popd TNV aviaAAayh TTANPOQOPIWV yia Td

project.

2.4 AvraAAayn TTAnpo@opiag Kal ATTOTEAEGUATIKOG GUVTOVIOHOG

MNa va Ptropei pia eTaipeia va Tapdayel Kal va TToUAdel KaAG TTpoidvTa Kal UTTNPETIES
Ba mpétTel va oxedidoel kal va ouvtovioel didpopeg dlEpyanieg KATTOIEG €K TWV
OTTOIWV €ival EOWTEPIKEG Kal KATTOIEG €CWTEPIKEG Richardson, (1972, 1998). MNa va
OUVTOVIOOUV TIG CUMTTANPWUATIKEG KAl OVOUOIEG €EWTEPIKEG dPAOTNPIOTNTEG, Ol
ETTIXEIPACEIG TTPETTEI VA dnuioupyrioouv oxéoelg. Loasby (1996, 1998a) otnv peAéTn
TOUG ava@EéPOouV OTI Ol €TaIpEieg TTPETTEI va €XOUV TTPOCRACH OTNV yvWon TTou dgv
KATEXOUV Kal va Tnv XPNOIYOTIoIoUV Kal e emTuyia. MNa va yiver autd mpdagn n
eTaipeia Ba TPETTEI va dnPIoupynoEl OECPOUG UE €vav €EWTEPIKO OpPyaviouod Kal va
avatTuéouv  pia  €TTapkr) Oéoun AuECWV Kol €PPECWY  OuVATOTATWYV. ANECEG
duvaTOTNTEG €ival AUTEG TTOU OOU paBaivouv TTWG va QTIAEEIG KATI KAl OI EUPECES
duvaTéTNTEG TTOU OOU pabaivouv TIWG va o0dnyrnoelig Toug GAAOUG va oou
oAokAnpwaoouv Tnv douAcid Loasby, (1998a). O1 éupeoeg duvatdTnTeG A@PAVOUV TIG
ETTIXEIPNOEIG VA EIBIKEUOVTAI EVW) TAUTOXPOVA €XOUV TTPOCBACN OTIGC CUPTIANPWHATIKA
TTANpo@opia atod Toug TTpounBeuTég Toug Araujo et al., (1999). EmmrpéoBeta o Araujo
et al. (2003) otnv peAETN TOU ava@épel OTI oI duvATOTNTEG TOU TTPOUNBEUTH ITTOPOUV
va egepeuvnBouy Kal va avatmTuxBolv TTEPETAipw 0€ GUVOUQCHO HE TIG dUVATOTNTEG
Tou TTEAATN. OTav o TTeAATNG digpeuvd TIG dUvVATOTNTEG ME TTOAAOUG TTPONNBEUTEG
Tautoxpova Gelderman & van Weele, (2005); Wagner & Johnson, (2004) B8a mpétrel
va atrogacioel av B8a 10 Kavel e oTaTiko 1 duvauikéd Tpétro. O1 Aradjo et al. (1999)
and Foss (1999) avagépouv OTI 01 €TAIPEIEG XPNOIKMOTTOIOUV TNV oTaTIK PEBODO yia va
BeATiwoouv TOuG UTTGPXOVTEG TIOPOUG Kal Tnv  Ouvauiky MEBOdO yia  va
EVOWNATWOOUV va avatiTuEouv Kal va avadiauopPuooUV ECWTEPIKEG KAl EEWTEPIKES
duvartoTnTeg Kal TTOpoug. 2TV idia kateuBuvon o Aradjo et al. (1999) avagéper 6T
avTi va agloAoyouv Toug TTPONNBEUTEG PE BACN TIG UTTAPYXOUCES TTPOCPOPEG TOUG, Ol
TTeENGTEG Ba TTPETTEl va agloAoyouv Katd TTOC0 O TTPOUNBEUTAG PTTOPEI VA IKAVOTTOINOEI
TIG QUVAMIKEG ATTAITACEIG TOUG O OTToiEG duVNTIKA PTTOpoUV va dwoouv adia oTa véa

TOu project.
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H BiBAioypagia yia 1o cuptrepipopikd Marketing avagépel 611 o1 deopoi avdaueoa
MeETOEU ouvepyatwv (TTEAGTNG — TTPONNOEUTAG) EUTTEPIEXOUV OTTWOONATIOTE TNV
avtaAAayr] TAnpogopiag Dwyer, Schurr, and Oh (1987).

H Bewpia Twv Kovwvikwyv SIKTOWV TTpoxwpdel TNV €peuva €va Bripa Trapatmépa
Badlovtag oe TTpwTN B€0n TO UPUTEPO TTAQICIO OUVOEONG METAEU TWV EUTTAEKOUEVWV.
H évvola TNG evOWUATWONG OXEOEWV OPICETAl WG TO ETTITTEdO APOIBAIOTNTAG KAl
OUVOXNG aQVAPETA OTIG ETAIPEIEG TTOU OXNUATICouV TO BIKTUO.

2NV MEAETN Tou Brian Uzi (1996) ammédeife OT1 01 eTAIPEIEG TTOU XPNOIKOTTOIoUV ThV
EVOWPATWON OXECEWV EVWVOVTAI PETAEU TOUG oav £va KAEIOTO dikTuo. Me Tov TPOTTO
autd yivetalr avattuén dopwv ocuvepyaoia Kal deopwv TToIdTNTOG avdapeoa o€
ETAIPEiEG, AVATITUOOOVTAI TTPOCWTTIKEG OXEOEIG METAEU TOUG Kal  apyifouv va
AeIToupyouv TTEPICOOTEPO OV OUVABEAPOI UE KOIVO OTOXO TTapd wg dU0 eTaIPEieg
TTOU aTTAG KUVNYOUV TNV Kepdoopia. AuTd QUOIKA €XEl KAl TNV apvnTIKA évvola OTI ol
eTaipeieg evidg Tou OIKTUOU Egival o@PAYIOHEVEG OTIC OIKA Toug Oedopéva OTToTE
XAavouv Tnv TTAnpo@opia atod TIg eTaipeieg TTou BpiokovTal eKTOC SIKTUOU Kail TTIBavov
OUMUETEXOUV O€ avTiIOTOIXA BIKTUO EVOWHATWONG OXEOEWV.

21nv peAETn Tou o Brian Uzi (1996) cuvduddlel Tnv Bewpia Tou opyaviouou e TV
Bewpia Twv KovwvIKwv dIKTUWV. Romo and Schwartz (1995) kai katéAn&e oto 611 n
dopl kal n ToIdTNTA TwV OEOPWV OVAPECA OfF ETAIPEIEG OIOPOPPWVOUV TNV
OIKOVOMIKA KOTAOTOON OnuIoUpywvTag HOVASIKEG EUKQIPIEG QVATITUENG Kal TNV
TTPOOBaon OTIS EUKAIPIEG AUTEG. H eVOWUATWON OXECEWV PTTOPEI VO EUPAVIOTEI PE
U0 akpaieg HOPPES. H TTpwTn €ival oTnV TTEPITITWON XOAOPWY dECHWY avAPECA OTIG
ETAIPEIEG N OTTOIEG POIAOUV HE TIG KAAOCIKEG EUTTOPIKEG OXEOEIS. TNV GAAN Hopen
oudnTape yia atroAUTWG KAEIOTA BiKTUQ ETAIPILOV Ol OTTOIEG AKOAOUBOUV QTTOKAEIOTIK
oxéon ouvepyaaoiag Tnv otroia diatnPouv TTapadoCIaKd.

Ortav o1 eTaipieg akoAouBouv Tnv XaAapr evowudtwon oXEoswv TOTE N ouveEPyaaia
Kal aAAnAeTTidpaon PeTAEU TOug dnUIOUPYEI HIO EUTTOPIKA douR €V OTNV 10XUPN
evowpdtwon oxéocwv 10 PoTiBo TNG aAAnAemidpaong dnuioupyei avapeoa Toug To
diktuo (Powell (1990).

Omwg @aivetal n Aoyikr evoOwHATWONG OXECEWV gival €EAIPETIKOG TPAOTTOG YA va
ouvepyalovTtal eTaipeieg MeTAEU TOuG. QOTOCO 01 TTAPAdOCIAKESG Kal TTAAIEG ETAIPEIES
aKOMA Kal OTIG MEPEG MOG OTOXEUOUV O€ OXEOEIG TTOU Ba TOug OToIXioouv AlyOTEPO
olkovouik@ Coase (1991). Ze avriBeon pe auth Tn AOYIKN N EVOWMPATWON OXE0EWV
€0TIAZEI OTO TTWG TA DIKTUA OXECEWV PTTOPOUV VA dWOOUV ATTOTEAECUATA EQAMIAAG 1
KAl aKOPA KAAUTEPA ATTO QUTA TWV TTAPASOCIOKWY EUTIOPIKWY oXéaewy. OTav auTh n

AeIToupyia eival atTodOTIKY) WTTOPEI va ETTITAXUVEI TO AAvOdpIoua TTPOIOVTWY Kal Vo
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BeATiwoel To xpdvo Kai TNV agia Twv eTaIpIKWY atToPdocwy. Auto BERala yia va givai
EQIKTO TTPOUTTOBETEI OTI TA PEAN €vOG TETOIOU BIKTUOU Ba TTPETTEI VA €XOUV ETTIAEYET HE
auoTnped KpITAPIa Kal va €Xouv KpIBei atrd tnv TToidTnTa Kal Tnv OIAPKEIQ TNG
ouvepyaoiag.

2UPQwWva pe TNV Bewpia TNG ayopdg 1o 1daviKG cUCTNPA €ival o1 ETAIPEIEG va gival
ATTPOOWTTEG KAl aveEAPTNTEG KAl N OXECN TOUG va gival AUECT EEOPTWHEVN TNG TIUAG
PO POPAS Kal CATNONG. MOAU TTEPICOOTEPO BE OTAV UTTAPXOUV EPTTAEKOUEVOI TTOAAOI
TTWANTEG KAl AYyOPAOTEG KAl N YKAUA TwV JIABECINWY TTPOIGVTWY €ival PeYAAn. Ze
avtiBeon pe TNV Bewpia auty n PeAETn Tou Brian Uzi (1996) atmédeige 6T n
evowpdtwon oxéoswv PECw OIKTUWV JTTopEl  va  odnyrnoei O€  OUYKPITIKO
TTAEOVEKTNHO TOUG CUHHETEXOVTEG EVAVTI TOU AVTAYWVICHOU TOUG.

H trapatrdvw Aoyikr) 6a PTTopoUucE va €TTEKTABEI KAl O OPADESG ETAIPILOV Ol OTTOIEG
éXouv TNV poper ouvepyaciag OIKTUOU aAAG Oev ouvdéovTal HE KATTOIO VOMIKG
Eyypa@o 1 ouufoAaio ocuvepyaaiag. O1 ox€o€IG QUTEG aUVABWG £XOUV EeEKIVAOEI EiTeE
oav QIAIKEG €ite peTagl ouyyevwyv Granovetter (1994). H Aoyikr TNG evOWPATWGONG
OX€0ewv oTNPiCeTal oTnVv apxrn OTI yéoa atrd TNV CUvEPYAOia ol eTaipeieg KEPDICouV
oav POVAdEG OAAG KAl WG OUVOAO — opdda PE TIG OUVEPYOCLOUEVEG ETAIPEIEG TOU
OIKTUOU. Ta péAn poipadovtal KEPDN, PIOCKa Kal £TTEVOUCEIC KAl TO TTAEOVEKTNUA TNG
ypriyopng METABaong atmmod Tnv avdamtuén Twv TTPoidvTwy OTnVv UAOTTOINCN TOUG OTNV
TPaEN. Ta ammoTteAéopaTta autd dev yiveral va épBouv O6Ttav TTaTdpe HOVO TTAvw O€
OOKINAOUEVEG TAKTIKEG AAAG HETa ATTO KOIVA TTPOOTIABEIO KAl CUVEPYEIEG.

H avraAAayn Twv TTANPOQOPIWY €XEl va KAVEI UE TO KOTA TTOCO Ta dUO pépN (TTEAGTNG
Kal TTPounBeuTiG) aviaAAdoooOuv ATTOTEAECHATIKA KPIOIUEG TTANPOYOPIES YIa T
TTPOIOVTa TTOU TTPOKEITAI va Aavodpouv, yia TNV ayopd TTOU TOUG OTTACXOAEl, Tov
AVTAYWVICHO KAl Ta OTPATNYIKA TTAAVa TwV £TAIPIWV Toug Jap (1999).

H 6c0 1Mo cuyvil aviaAAayr] TTANPOPOPIaG £xEl EUEPYETIKA ATTOTEAECUATA KAl VIO TOUG
Ouo. O TTpounBeuTnG Habaivel Tov TPOTTO WE TOV OTTOI0 AVATITUCCEI TA TTPOIOVTA TOU O
TTENGTNG Kai €701 €ival o€ B€éon va BeATiwoel Ta SIKA Tou TTPOIGVTA KAl UTTNPECIEG O€
auth TNV kateuBuvon Celly and Frazier (1996). O meAdTng atmd Tnv AGAAN Kepdilel atrd
TNV avtaAAayry TTANPOYOPIWY Kal TNV OTTOTEAECUATIKI] CUVEPYOOIa ATTOKTWVTAS TNV
EUTTEIPIO TTOU €XEI ATTOKOWIOEI O TTPOUNBEUTAS aTTd avTioToIXa project Twv TTEAATWY
Tou. OToTE QUTO TOUug PBonBdel €101 WOTE va KAVOUV TIG avAAoyeg OAAQyEG OTO
OXeOIOONO TOUG Kal va OTTOQUYOUV TuXOV TTPOPRANUOTO €iTE TIPIV E€iTE MPETA TO
Aavodpiopd Joshi and Sharma (2004).

ZUppwva pe TV €peuva Tou Reid (2003) n avraAdayry TTAnpo@opiag dnuioupyei

EUKQIPIEG YIO TNV PEYIOTOTTIOINON TNG IKAVOTNTAG OPyAvWONG Kal TNV KAAUyWn Twv
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AVAYKWY TTOU £XEI MIA ETTIXEIPNON £TC1 WWOTE VO ATTOKTACEI CUYKPITIKO TTAEOVEKTNWA. H
avtaAAayr] TTAnpogopiag Ba PTTopoUcE va OpPIoTEI WG MIa KOIVWVIKA aAAnAeTTidpacn
TTou TrEpIAaPBAvel (KOUATOUPQ, YyVWOonG, EUTTEIPIEG Kal TTAPAOTACEIG).

H diaxeipion yvwoewg TeAdTn (Customer knowledge management) civar pia
diadikaoia TTou AapBAavel xwpa oTa TTPWTA OTAdIO AVATITUENG £VOG TTPOIOVTOG 1 JIag
ayopds. AQopd QUOIKA au@AOTEPOUG TTEAATEG KAl TTPOPNBEUTEG KAl OTTOTEAEI TO QWG
OTO OKOTEIVO avTaywvVvIOTIKO TTePIBAANOV TnG ayopdg. lMa va pITopeic va gioal
oiyoupog 6Tl éva VEO TTPOIOV OKOAOUBEI TIG aVAYKES TwV TTEAATWY Ba TTPETTEI VA TOUG
OUMTTEPIAGBEIG OTNV avATITUEN ToU. MeAATEG KOl TTPOUNBEUTEG UTTOPOUV AP@POTEPOI VA
ETTWPEANBOUV atrd autr TNV SlI0dIKACIa dNUIOUPYWVTAS CUVEPYEIEG KAl OUAdES TTOU
avTaAAGOOOUV TTANPOQOPIa KAl yVwaon.

H yvwon eival évag KpioIgog TTOPOG HIOG £TAIPEIAG TTOU TTPOOo@EpEl éva oTaBEPO
avTaywvIoTIKO TTAEOVEKTNHA €vavTl Tou avtaywviopoU Davenport & Prusak, (1998);
Foss & Pedersen, (2002); Grant, (1996); Spender & Grant, (1996).

O1mrwg atrodeixTnke kai ammod Tnv épeuva Tov Eric Fang « Robert W. Palmatier Kenneth
R. Evans (2008) n eutAokry Tou TeAATN OTa project Tou TTpounBeuTr) €X€l BETIKA
EMidpaon TNV TOIOTNTA AvTAAAQYNG TTANPOYOPIaG avapeca Toug. To yeyovog auTo
TOUG TTPOCQEPEI TNV EUTTEIPIA TTOU QTTAITEITAI £TC1 WWOTE VA PTTOPOUV avVAKAAUWOUV
EUKOAOTEPO EUKAIPIES IO va dnuioupyAoouv agia. Auto éxel ueyaAn onuacia yiati
OUVETTAyETal TAUTOXPOVA OTI TO VEO TTPOidv TTou Ba dnuioupyrijoouv atmod Koivou, To
oTroio €ival BeATIWPEVO O€ TTOIOTNTA KAl XOPAKTNPIOTIKA, Ba dieKOIKACEI JEYAAUTEPO

MEPIBIO TNG ayopdg A akdua KaAuTepa Ba peyaAwaoel TRV ayopd o€ PEyebog.

2.5 IkavoéTnTa KAIVOTOIAG

H 1kavdTnTa KaIVOTOWIag JIag emmxeipnong cival TToAU onuavTikr 10Tl TNG TTPOCPEPEI
oT1a0epd Kal avTaywvioTIKO TTAEOVEKTNWA €vavTl Tou aviaywviopou Guan and Ma,
(2003). EpeuvnTég 6TTwg Lawrence and Lorsch (1967), Prahalad and Hamel (1990),
Kogut and Zander (1992) BewpouUv TNV IKAvOTNTA KaIVOTOWiag 1o KA€ISi yia va
TTPOCTIEPACEl MIO ETAIPEIN TOV AvVTAYyWVIOUO TNG. ZUuewva pe Toug Adler and
Shenbar (1990), n IKaveTATA KAIVOTOMIAG opifeTal WG:

(1) O 1pb6TTOC Vva avaTTuooElg véa TTPOIOVTA TTOU VA IKAVOTTOIOUV TIG AVAYKEG TNG
ayopdc.

(2) H kavotnTa va £XEIG OTO XEPIO OOU TNV TEXVOYVWOIQ TTOU QTTQITEITAI IO VO
MTTOPEIG VA TTAPAYEIG KAIVOTOUA TTPOIOVTA.

(3) H ikavotnTa va avatrtuooEl§ Kal va UIOBETEIG TExvoAoyieg TTou Ba oou eTITPEWOUV

Va TTAPAYEIG KAIVOTOUA TTPOIOVTA KAl 0TO JEAAOV.
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(4) H kavotnTa va Ptropeic o€ amrpOoUEVEG TEXVOAOYIKEG €CENIEEIC KAl ATTPOCUEVES
€UKQIPiEG TTOU Ba oou TTAPOUCIACTOUV ATTO TOV AVTAYWVICUO.

O1 Kogut and Zander (1992) opifouv Tnv IKavOTNTA KAIVOTOMIOG WG TNV TéXvn va
MTTOPEIG va PoIpAdeIc TNV yvwon Péoa oTnv eTalpEia Kal va dnUIoUPYEIG TUVEXWGS VEQ
yvwon n otroia va odnyei oTnv dnuioupyia KAIVOTOPWY TTPOIOVTWY Kal dladIkaciwy. O
Un (2002) avagépel 0TI auTr N IKAvoeTnTa €ival SUVAUIKR IKavoTnTa dIOTI TTEPIAAUBAVEI
ETTIKOIVWVIO avAPETa OTIG ETAIPEIEG KAl QTTAITEI yvwon TNG ayopdg yevikotepa. H
IKAVOTNTA KOIVOTOMIOG OXETICETAI PE TIG YVWOEIG €VTOG ETAIPEIOG KAl O0EC GAAEG
IKAVOTNTEG ATTAITOUVTAI TTPOKEIUEVOU YA VA BEATIWBOUV Ta TTPOIOVTA KAl Ol UTTNPETIES
KaBwg Kal yia va avattuxBouv véa mpoidvra Romijn and Albaladejo (2002). Mtropei
ETTIONG va OpPIOTEl WG N TEXVIKA KAl N yvwon TTOU ATTAITEITAI VO OTTOKTHOEl €vag
OpYyaviouod WOTE VA UTTOPEI va BEATIWGCEI TRV UTTAPYXOUCQ TEXVOAOYia Kal va TTapAyEl
TTPOIGVTa TTOU va akoAouBouv TIG avaykeg Tng emmoxng. Szeto (2000). 'Eva TTOAU
XAPOKTNPIOTIKO TTAPADEIYUA €ival aUTO TWV ETAIPILV TTOU XPNOIMOTTOIOUV TTOPOUG TNG
ETAIPEIOG TTPOKEIMEVOU VA TIATEVTIAPOUV KAIVOTOPO TTPoiovTa Toug. AUuTO QUOIKA
TTPOUTTOBETEl OTI O OpPYaVIOUOG €xel ouada n oTtroia OOUAEUEl PE yvwpova TIG
KQIVOTOMEG 16€€G OAAG KAl TTwG auTEG Ba yivouv TTpaén Zhao et al. (2005).

H 1kavoTnTa KOIVOTOMIAG aTTOTEAEI €vav TTOAU onuUAvTIKG TTapAyovTa TTou €TTNPEACE!
TNV KOUATOUPQ, TOV TPOTTO UE TOV OTTOI0 N €TaIpeia TTPORAAEI Ta TTPOIOVTA TNG KABWG
Kal TOV TPOTTO TTOU €TaIpEia avTIAauBaveTal Tig aAAayEG TTou cupBaivouv oTnv ayopd
€101 WOTE va evappovifetal avaAoywg. Or o TTOANEG peAETEG €xouv Oeitel OTI n
IKAVOTNTA MIOG ETAIPEIOG va UETATPETTEI va emmeEepyddeTal Kal va diaxelpideTal v
yvwon gival TToAU onpavTikg yia Tnv Ikavétnta Kaivotopiag Liebowitz, (2002); Lin,
(2006). Auth n dilodikacia EEKIVAEI ATTO TNV ATOMIKA YVWOT TwV UTTOAARAWY TToU 0TNV
TTopeia yivetal yvwon tng ouddag Kal KATaAnyel HE TO XPOVO va gival KOPUATI TNG
KOUATOUpPQG TNG eTaipeiag. Mia eTaipeia AOITTOV TTOU TTPOTPETTEI TOUG £PYACONEVOUG VO
QTTOKTOUV KAl VO TTapAyouv CUVEXWG VEQ yvworn gival TToAU mlavo va odnynbei og
TTPWTOTTOPIAKES TTPAKTIKES Kal TTpoidvTa Darroch and McNaughton, (2002).

21NV OIKN Pag PEAETN N IKAvOTNTA KAIVOTOMIAG Eival €vag TTapdyovTag TTou £¢eTACOUUE
Kabwg eival amapaitntn TTPoUTTe0eon yia va uttdpéel ouvdnuioupyia TTEAATWV HE
Toug TTPouNBeuTéG Toug. O1 TTEAATEG TTOU OTOXEUOUV OTnNV KaivoTopia oudntolv ue
TOUG TTPOPNOEUTEG TOUG, EVNUEPWVOVTAl ATTO AUTOUG yIa TIG VEEG TACEIS OTNV
TTAyKOOMIO ayopd Kal TTPpooTTabouv va evapuovioTouv avaAoywg. Or TTpounBeuTég
KATEXOVTAG TNV EUTTEIPIA KAl TNV YVWON O1rd TNV €mma@ry PE TTOAOUG TTEAATEG

TTAYKOOMiWG YTTOPOUV va OTTOTEAECOUV TTNYR yVWOon Kal KavoTouiag péoa atmo tnv
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avtaAAayr] UTTNPECIWY — TTPOIOVIWYV Kal yvwoewyv. AnAadh e tnv cuvdnuioupyia

agiag.

2.6 Zuvdnuioupyia agiag

O mpwTtog opioudg TG agiag ToTTobeTEITAl XPOVIKA TOUAAXIOTOV OTNV ETTOXI TOU
ApIoTOTEAN (40¢ aiwvag TT.X.) KAl Bewpeital 0 TTPWTOG TTOU dIAXWPICE TIG €VVOIEG
“‘agia xpriong” kail “‘aia avtaAAayng”. Autog o dlaxwplopdg cival TO atToTEAEOUA TNG
TTPOCTTABEIAG TOU APICTOTEAN VA KATAVOROEI TIG SIOPOPES HETAEU TTPAYMATWY KAl TWV
XOPOKTNPIOTIKWY TOUG.

ApkeTd apyotepa ol Medival schoolmen Bswpouvtal 6T gival auTtoi TTou £dwaoav
éEupaon oTnv “agia Xxpriong” oTIG OIKOVOUIKEG TUVOAAQYEG Kal oploBEéTnaav OTI n Bdon
TNG avTaAAayng gival oI avAyKES TWV KATAVOAWTWV.

H “aia otnv Xpnon” ek@padel TN XPNOoINOTNTA £VOG CUYKEKPIMEVOU QVTIKEIMEVOU KAl
TNV “a&ia avraAhaynig” TTou ek@pddel Tnv duvaun yia Ty e€ayopd aAAwv ayaBwyv TTou
N KATOXr auTOU TOU QVTIKEIMEVOU TTEPIEXEL. Ta TTPAYUATA TTOU €XOUV TNV MEYOAUTEPN
agia xpriong ouvhBwg £xouv pIkpr i KaBoAou agia avraAAayng Kal Ta TTpdyuaTa TTou
€XOUv TNV peyaAuTepn agio avraAdayng €xouv dIKpr 1 kaBolou agia oe xpron.
Mioteue 6T n Tpayuatikh aia PpickeTal OTNV €pyacia TTou aTTQITEITAl yia TNV
IKavoTroinon Twv avaykwv (Value in use) Kol n ovopaoTikr agia givalr n Ty TTou
KaTaBaAAeTal o avidAAayua Tng ayopdg. 'ETol a@oUl avayvwpioe Tnv epyacia oav
TNV TTPAyUATIKA afia TTpooTdbnoe oTnv cuvéxela va Tnv JeTpnoel. H eoTtiaon Tou
Adam Smith otnv ovopaoTiki afia kai otnv aviaAlayy ayaBwyv cnuave aAllayr
KatelBuvong amd Tnv aia oTnv XPAON Kal €iXE ONUAVTIKEG ETITITWOEIG OTNV
avAamTuén TWV OIKOVOMIKWY KOl TNV KAatavonon Twv ouvaAAaywv oTig ayopés. H
dmmown Tou Adam Smith 6T 10 TPOIGV €€l EVOWMATWHEVA  XOPAKTNEIOTIKA
XPNOIMOTATAG EYIVE TO ETTIKEVTPO TNG OIKOVOWIKNAG ETMOTANNG KAl ATTOTEAECE TNV BAon
NG Bewpiag Tng G-D logic.

O1mtwg éxoupe AdN avagépel n Baon tTng Kupiapxng Aoyikng uttnpeciag (SD-LOGIC)
givar 611 0 TeAATNG eival KOPPATI TNG aAucidag cuvdnuioupyiag agiag Lusch and
Vargo (2006). Autd @uoikad TTpoUTToBETEl TNV aVATITUEN OXEONG ETTIKOIVWVIOG Kal
dlaAdyou avdueoa og TeAdTN kal TTpopnBeutr]. O1 Vargo and Lusch (2004) avémTuéav
éva avaoAuTikd POVvTEAO yia Tnv Kupiapxng AoyikAg uttnpeciag oto Marketing.
ZUPQWVA PE aQuTA TNV PEAETN €PXETOI OTO ETTIKEVTPO TOu evdiagépovtog n (SD logic)
agrivovtag Ta ayabd oe deuTepn poipa. EmmimrpdoBeta n peAéTn autr) ToviCel 6T agia
dnuIoupyeiTal KUpiwg OTav 0 KATAVOAWTAG dOKIUALEI TO TTPOIOV 1] TNV TTPOCPEPOUEVN

uTInpEEoia TTapd otav auth TTapdyetal atrd Tov TTapaywyo TnG.
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H ouvdnuioupyia agiag TpoUTToBETEl OTI O TTPOUNBEUTAG dnUIoUPYEI TTPOTACEIS agiag
TTPOG Tov TTEAATN va agloAoyei Tnv aia autr) OTav KAatavaAwvel To TTPOIOV i OEXETal
Tnv uttnpeaia. O1 TTpotdcelg agiag Ba TTpétrel va cival oxediaocuéveg Pe Bdaon TIg
AVAYKEG TWV TTEAATWYV TIOU O TIPOPNBEUTC OTOXEUEl Kal TIPETTEl VA AVOiyOuv
TIPOOTITIKEG  yIO  ouvdnuioupyia KabBwg kal yia Kepdogopia yia Toug Ouo
EMTTAEKOUEVOUG. YI0BETWVTOG TV AOYIKN TG OUVONUIoUpYiag o TTPOUNBEUTAG UTTOPEI
VO PEYIOTOTTOIACEI TNV XPOVIKA OIAPKEIN TNG AgiaG OTO CUYKEKPIUEVO KOPMPATI TNG
ayopdg Tou TTeAdTn Payne and Frow (2005).

Ta TeAeutaia xpdvia £xouv yivel TTOANEG €peuveg yia Tnv ouvdnuioupyia agiog. O
Moller (2006) Tnv AoyiKfi TnG ouvdnuioupyiag agiag Kal iornyaye tnv &vvola Twv
IKAVOTATWY OTNV dnpioupyia agiag.

270 oUyXpOovo management ol eTaipeieg aAAAfouv Ta PovTEAQ dlaXEipIonNg TOUG Kal
TIPOCTIAB0UV VA ATTOKTACOOUV QVTAYWVIOTIKO TTAEOVEKTNUO HE OAO Kal TTEPICOOTEPO
eVOANOKTIKEG HEBOOOUGC. Mia atrd auTég TIG HEBAdOUG cival Jéoa aTTd TNV CUVEPYATia
ME Toug TTpounBeuTég Floren & Lee, (2013); La Rocca & Snehota (2014).

O1 eTaipeieg OAO Kal TTEPICOOTEPO EUTTAEKOUV TOUG TTPOUNBEUTEG OTNV AVATITUEN TWV
VEWV TOUG TIPOIOVIWV HE aTTOTEAEOPA va €xouv TIOAAATIAG O@EAN OAAG Kal
TTPoBARpaTa OTTWG £XOUV KaTADEIEEI TTOANEG OXETIKEG EAETEG (Mclvor, Humphreys, &
Cadden, (2006); Wagner & Hoegl, (2006), Valjakka, Kansola, Hakanen, & Valkikari,
(2013); Rosell, Lakemond, & Wasti, (2014).

ATTO TNV TTAEUPA TOu TTPOUNBeUTA N dnuioupyia aiag yia Tov TTEAATN Bewpeite BEPa
KA€1di aTnv oxéon TwAnTA ayopaoTr] Ulaga & Eggert, (2005); Moeller, Fassnacht, &
Klose, (2006).

MeAetnTéc o BTB marketing mpootmdbnoav va e€gnyrioouv 10 Béua 1000 OTTd
TTAeUpPAG emmikovwviag Boyd & Spekman, (2004); Hammervoll, (2005); Moller, (2006);
Aarikka-Stenroos & Jaakkola, (2012) 6co kai o€ emitredo dikTUou Aune, & Pedersen,
(2013); Mena, Humphries, & Choi, (2013).

Opwg n a&ia dev Tapayetal pévo atmmd Tov TTwANTA TToU TNV TTapadidel oTov TTEAGTN.
Tig TTEPIOOOTEPEG POPES EXOUNE auvdnuioupyia kal atmo TG dU0 KaTeubuvoelg péoa
atrd TNV ETTIKOIVWVIA Kal TNV oUvEPYaaia n oTroia evéxel TNV avTaAAayr) TTAnPoPopiwv
Kal eEOTTAICOU TTPOKEINEVOU va eTTITEUXBEI 0 KoIvog oTOx0G. Mele, (2008); Gronroos,
(2011); Day, Fawcett, Fawcett, & Magnan, (2013).

O1 eTaipeieg 6AO Kal TTEPICTOTEPO CUPPBOUAEUOVTAI TOUG TTPORNBEUTEG OTNV avATITUEN
VEWV TIPOIOVTWY KAl QVTIMETWTTICOUV véa TTPOBAAMATA  Kal TTPOKANCEIG OTNV
TTpooTrdBeia Toug autrp Wagner & Hoegl, (2006), Valjakka, Kansola, Hakanen, &

Valkikari, (2013); Rosell, Lakemond, & Wasti, (2014). TNapdAa autd ol TTeEpIcCOTEPES
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amd auTég €0TIAOUV Kupiwg oTnv MePIA Tou TTeAGTN. MNa tTapddeiypua o Grénroos
(2006, p. 234) avagipel oTnV PEAETN TOU OTI O TTPOUNBEUTAG aTTAG TTapEXEl Ta £QpOdIa
yla va utropécel o TTeAATNG va dnuioupynoel agia. O1 Vargo and Lusch Twv otmoiwv Ta
dpbpa artroteAouv TNV Baon Tng Bewpiag yia v cuvdnuioupyia (Lusch & Vargo,
(2006a, 2006b); Vargo & Lusch, (2004a, 2004b), agiag oc apkerd ApBpa TOUG
€0TIACOUV OTO TPOTTO UE TOV OTTOI0 dnuIoupyEiTal agia péoa atmd Tnv cuvdnuioupyid.
OAeg o1 geAéTeG KaTaAryouv 0TI 0 TTEAATNG €ival TTAVTA cuvdnuioupyogs agias. QoTdo0o
uTTdpyouV peydAa keva otnv BiBAIoypagia yia To TTWG diatneouvTal N I00PPOTTIEG OE
Mia TéTola TTPOOTIABEIa PYETALU TTPOPNBEUTH KAl TTEAATN KAl TN QVTIKTUTTO £X€l auTo
oTnv dnuioupyia agiag.

Mia akéupa onpavtikg peAéTn eivar Twv O'Cass and Ngo (2012) ol otroiol e&eTdafouv
TWG TA KOIVOTOUMO TIPoidvTa  Kal To Marketing emnpedfouv TNV  IKAVOTNTA
ouvonuioupyiag oe eTTiTTedO £TAIPEIAG TTPOG £TAIpEia (BTB).

Mia o pdo@atn WEAETN yia TRV ocuvdnuioupyia eival auth Twv Beatriz Palacios-
Florencio (2015). H peAétn autr) ouoxeTiCel TNV ouvdnuioupyia PETAU TTEAATN Kal
TTPOUNBeUT] PeE TNV a@ociwon. Autdé TO GToIxEio €ival TTOAU onuavTikd yia Tov
TTPOuNBeUTH KOBWG TO PIOKO TNG cuvONUIoUPYIOG PE €va aPOCIWUEVO TTEAATN Eival
OaQWG YIKPOTEPO aTTO OTI hE €vav vEo TTEAATN. O a@ooiwpévog TTEAATNG €ival TTOAU
TTEPIOTOTEPO TMOAVO VO TTANPWOEI OTNV WPA TOU KAl VO dNUIOUPYHOEl QUTOPATIONOUG
ME TOov TTpounBeuTh TTou Ba SIEUKOAUVOUV TNV ETTIKOIVWYVIA Kal TNV KaBnuepivoTnTa.
Emiong o agooiwpévog TTeAATNG atroteAei (wvtavh diIa@AuIon yia Tov TTPOUNBeUTH
TOU KoBWwg oulntdel Ye AAAoug TTEAATEG Kal QuOIKG ammodidel Ta elonua TNG KAANG
ouvepyaoiag Cheng, (2011). EmmrpdoBeta évag a@ooiwpévog TTEAATNG gival TTIo
mOavo va augAoel TIG TTapayyeAiEG TOU aTTO To va TIG YEIWOEL. ETtiong gival AiyoTepo
mBOavd va YAEEl yia evOAAOKTIKEG OTaV yvwpidel 0TI PUTTOPEI va CUVEPYOQOTEI Kal va
ouvonuioupynoel ue karolov. Yang et al. (2014).

O1 etaipeieg TTAPAdOCIOKG TTPOCTIABOUV va Aavodpouv TrpoidévTa Ta OTToia va
IKAvOTTOIoUV 000 YiveTal TTEPICOOTEPO TIG AVAYKEG TIC QYOPAG TTOU OTOXEUOUV.
AuoTuxwg TOAAG ammd autd Ta TTpoidvia Oev KATAPEpAV va gival KOvId OTIg
TTPocdokKieg Twv katavaAlwTtwy Henard and Szymanski (2001). H Baoikh aitia autou
TOou @aivopévou gival &1l ouvABwg UTTApxel JeyAAn attdkAion avdueoa oTnv avaykn
TOoUu TTEAATN KAl oTnv AUon TTou TTpoTeivel o TTpounBeutric Henard and Szymanski
(2001); Zipkin (2001). Mapadoaciokd oI TTPOUNOEUTEG ETTIOILKOUV TNV CUPMPETOXN TWV
TTEAATWV OTNV @ACN TNG AVATITUENG TWV VEWV TTPOIOVTWYV. EKTETANEVEG HEAETEG EXOUV
atrodeigel 0TI o1 TTPOUNOEUTEG Ba TTPETTEI va avalnTouV TNV yVWHN TWV TTEAATWY TOUG

KaTd Tnv O1adIKacia avatTtugng vEwv TTPOIOVTWY KABwG auTtd atroTeAEl ONUAVTIKO
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TTapAyovTa yia TNV Jeiwon Tou KOOTOUG Kal TNV augnaon Tng aiag Tou TTpoidvTog TTou
TTpoa@épouv Dyer and Singh (1998); Terwiesch and Loch (1999).

H TeAeuTaia T1adon otnv ayopd cival TTAEov Kail ol TTEAATEG va TTpooTrabouv amd Tnv
MEPIG TOUG VO CUPHETEXOUV OTNV dlIadikagia auTh PE OTOXO va WEIWOOUV TO KOOGTOG
KAl va TTETUXOUV T KOAUTEPA XOAPAKTNPIOTIKA yia TO TEAIKO TTPoidv. AuTr) n TAon £xel
aAAdEel yevikd Tnv ayopd n oTroia €xel TTAEov peTaTpatrei o€ éva TepdoTio forum oTo
oTT0i0 01 TTeEAdTEG TTaifouv evepyd poAo oTnv aAucida dnuioupyiag agiag. OTéTe 0
POAOG Tou TTEAGTN aTTd avevepyd TTABNTIKG OEKTN TTPOIOVTWY €XEI HETATPATTEI O€ éva
EUTTAEKOUEVO PENOG OTNV QVATITUEN O OTTOIOG aTTaITEl TO PEPIBIO TOU aTTd TNV Agia TTou
TEAIKA QTTOKTA TO TTPOIGV.

Eival mTpo@avidg TTpoG TO CUMQEPWY KAl TOu TIEAATN Kol TOU TTPOMNBeUTH va
MEYIOTOTTOINOOUV TNV agia Tou TTPOIOVTOG AAAG HEXPI QUOIKA TO ONEIo OTTOU €ival O€
Béon va adpdtouv Tnv agia auty Carson et al. (1999). MNa Tapddeiyua av
TTPOUNBEUTHG auEnaoel UTTEPPOAIKA TNV TIWA HMIag A’ UANG TTPOKEINEVOU va TTETUXEI TNV
agia Tou o TTEAATNG €xel {NTAOCEL, TOTE O TTEAATNG OTNV TTPAYMATIKOTNTA dev Ba TTApEl
TNV afia tmou eixe apyikad avalntioel. ‘ETol n oupguetoxn Tou oTnv avamTugn civai
XOAMEVOG XPOVOG Kal pripa. Apa TTOAU onuavTiKOg TTapAyovTag OTnv atrd Kolvou
avamTuén cival o1l €€ apx Ba TTPETTEl OTAV YiveTal N PEAETN yIA TA XOPOKTNPIOTIKG
TToU €TMIOUPEI O TTEAGTNG PE PBACIKO YVWHOVA TO AvWTATO €TMOUPNTO KOOTOG ayopdg
Tou lyer et al. (2005).

Ek106¢ 6pwg a11é TNV aia TTou TTpoodidel 0 TTPOPNBEUTAG OTO TTPOIOV UTTAPXE! KAl Eva
GAAo €idog agiog OTO TTPOIOV TTOU OXETICETAI PJE TOV TPOTTO PE TOV OTTOI0 O TTEAATNG
KATAVOAWVEI TO TTPOCPEPOUEVO TTPOIOV 1 uTtpeoia Gronroos (2006), Moeller (2008);
Vargo and Lusch (2004). H a&ia oTnv xprion ¢emepvd tnv £vvoia TNV CUUTTOpaywyng,
avtaAAayng Kal Katox ayaBwv Kal uTtTnPeoIwy Kal atmaitei o TTEAATNG va yvwpicel
TTWG va xpnoldotrolgi, va dlopBuwvel Kal va BEATILWVEL €va TTPOIOV TTOU €XEl OTNV
katoxn] Tou Vargo and Lusch (2004). H agia otnv xprion atmmoktaTal otav o TeAATNg
agloloyei 1o TTpOoIdV pe Bdon Tnv cuykekpiyévn avaykn Tou Edvardsson et al. (2011);
Vargo and Lusch (2004). H évvoia aut e€ivar mépa otmmd Ta Asimoupyikd
XOPAKTNEIOTIKA TOU TIPOIOVTOG Kal  akoAouBei Ta  TTPOOWTTIKA  KivnTpa, TIG
€CEIBIKEUPEVES IKAVOTNTEG, EVEPYEIEG Kal €TTIOOCEIC TOU idlou Tou TTEAATN TTAvw OTO
TTpoidv Edvardsson et al. (2005); Edvardsson et al. (2010). Autou Tou TUTTOU WUXIKA
— VONTIKA HOVTEAA TTPOCOEPOUV HIO POVADIKOTNTA — £EATOMIKEUON OTNV EUTTEIPIA

XProng Tou Trpoidvtog Lemke et al. (2011); Sandstrom et al. (2008).
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2.7 EKTTaudeuTIKA Kal SIEPEUVNTIKA OTPATNYIKH KAIVOTOUIAG

O1 Robert E. Morgan and Pierre Berthon (2008) €ivai o1 TrpwToI TTOU £X0UV KAvEl TOOO
EKTETAPEVN MEAETN yia TO BEépa TNG eKTTAIOEUTIKAG Kal OIEPEUVNTIKNG OTPATNYIKAG
KAIVOTOIOG.

H ekTTQIDEUTIKI) OTPATNYIKA KAIVOTOUIOG TTEPIEXEI HIa avTidpaon oTnv BaoCiKh yvwon
Kal pgAbnon n otroia KATOAAYEl O TTPOCAPMOYN TWV TEXVOAOYIKWYV TTPOKTIKWV.
AvTiBeTa n dIEPEUVNTIKN) OTPATNYIKI KAIVOTOMIOG aTtroTeAEl {ekdBapn €eGENIEN Twv
IadIKACIWV TTOU ATAV KOBIEPWHEVESG KAl XAPAKTNPIZETAl ATTO ETTIOETIKA TEXVOAOYIKN
TTONITIKA.

Ooov agopd Tov TTPOCAVATOAIOHO TNG ayopdg UTTApXouv dUO aTTOYEIG TTOU £ENyOUV
TIG TTNYEG TNG TEXVOAOYIKAG KAIVOTOMIOG, TO €AEn TNG ayopdg kKal Tnv wenon Tng
TeExvoAoyiag. H €AEN Tng ayopdg Treplypd@el pia dladikaoia KalvoTouiag oTroia
OTOXEUEI OTO VA QEPEI €IG TTEPAG TNV avAyKn evog TTeEAATN. H wlnon tng TexvoAoyiag
givalr pla  eukaipia KalvoTopdiag n otmoia BpiokeTal va  IKAVOTIOIEl  KATTOIO N
eKTTANPWHEVN avaykn TG ayopdc. O1 TTEPIOTOTEPEG MEAETEG EXOUV ETTIKEVTPWOEI OTO
va atrodeiCouv Trola PETABANT €k Twv OUO €Xel PeEYOAUTEPN E€TTidOpPACHN OTA
atroteAéopaTa Kaivotodiag. H peAétn Twv Mowery and Rosenberg (1979) katéAnée
o010 cupTrépacpa Ot n €AEN TNG ayopdg eival onuavTikOTEPn a1d TNV WOnon g
TEXVOAOYIag Kal TTwG n €mmMidpacn TOUG TNV KAIVOTOMIKA €EEAIEN rTav 1oxvnh. To va
uttoB€ooupe OTI PIa TTPOCEYYIon gival IoXupdTEPN TNG AAANG udAAov dev Ba odnyouoe
o€ ac@aAn amoteAéopaTa. AvtiOeta TTpoTeivouue OTI N KABe pia YTTopEi va odnynoel
o€ OIOQOPETIKA aTToTEAETUATA KaIVOTOMIag. o cuyKekpiyéva UTTOBETOUE OTI N €AEN
NG ayopdg XapakTnpideTal atmmd Tov TTPocavaTtoAIoud TnG ayopds odnywvtag oTnv
EKTTAIOEUTIKI) OTPATNYIKI KAIVOTOMIOG €vw n wlnon Tng TeEXvoAoyiag odnyei o€
BIEPEUVNTIKA OTPATNYIKI KAIVOTOUIAG.

O Atuahene-Gima (1995) utrooTrpI¢e TTWG OTAV MIA ETAIPEIA UIOBETEI Wia oTPATNYIKA
Marketing 161€ N avaTITUéN VEWV KAIVOTOUWY TTPOIOVTWY TTepIopifeTal aiobntd. Auto
EXEl oav aTTOTEAECPa N POvn €EENIEN TTou PTTOPEl va cuuBEi cival va peyalwoouv
MOVO UTTApXOoUCEG MTTPAVTEG 1 va yivouv MIKPEG aAAayéG oTnv gUQAvVIOn Twv
TTPoIOVTWY. AAAOI TTAAI TOTEUOUV TTWG QUTA N TOKTIK MTTOPEI va odnynoel o€
IKAVOTTOiNON MOVO OUYKEKPIMEVOU HEPOUG TNG ayopdg Tou  gival  ouvhABwg
ouvtnENTIKG Kal €TTIOUUET TTEPIOPIoUEVN Kal apynh €EENIEN TNG ayopdg yia va PTTopE va
Tnv akoAouBrioel Atuahene-Gima and Ko, (2001); Hult et al., (2004).

Otav pia etmixeipnon €QodiadeTal HE OAEG TIG VEEG TTPWTOTTOPIOKES TEXVOAOYIEG ATTOKTA
TNV duvaTtdTNTA VA KOITAEEl TTéPA aTrd T OTEVA TTAQICIO TNG UTTAPXOUCOSG ayopdg.

AuTté avoiyel VEEG TIPOOTITIKEG yia va dnuioupynBolv véa TIpoidvia KAl va
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TTPooTEBOUV PBeATIWHEVA XAPAKTNPIOTIKA oTa Ndn umdpyxovra. O Gatignon et al.,
(2002) mmoTetouv OTI AQUTH N TOKTIKA MTTOPEi va aAAGgel TNV TEXVOAOYIKA TPOXIA
evBappuvovTag TNG ETAIPEIEG va UIOBETACOUV TTIO ETTIBETIKEG KAl TTPWTOTTOPIAKES
TAKTIKEG ME yVWPOVA va TPOTTOTTOINOOUV Kal va GAAGEOUV TNV yvwon TTou ol idiol
dnuioupyouv Subramaniam and Youndt, (2005). Mg OKOTIO va QVTIMETWTTIOTEN N
HUwTTia TToU dNIoUpyoUV OTNV KAIVOTOWIa ol TAoEIg Twv ayopwv Rosenkopf and
Nerkar (2001) TTpoTeivouv OTIG ETAIPEIEG TTWG TTPETTEI VA TThyaivouv TTépa atrd NG
AVAYKEG TNG TOTTIKAG ayopds TOUG.

Meydaho pépog NG BIBAIoypagiag yia TIG €TMOOCEIC TOU UEIYHATOG OTPATNYIKAG EXEI
avoAwBei oTnv euBuypdpuIon TNG OTPATNYIKAG ME TO YEVIKOTEPO TTEPIBAANOV OTOV
KABe kAGdo. 'ETol 6Tav 0 cuvlnkeg aTo TTEPIBANAOV aAAACoUY, N eTaIpEia TTPETTEI VO
QVTOTTOKPIOET Kal va TTPOXWPENOEl OTIC ATTapaitnTeG aAAAYEG yIa va ouvexioel va
KaTéXeEl TNV BEon TToU €iXe 1 Kal va TNV €dpalwael. AuTr) WaTOC0 N apXh Oev aTTOTEAEI
TOV KavOva yia TIG TTPWTOTTOPES eTaipeieg ava KAGdo Denyer and Neely, (2004). H
TTPWTOTTOPOI AOITTOV avTi va &éxovtal TTadnTik& TIG €feAi€eic otnv ayopd Kal va
TTpooTTaBoUv va TIG akoAouBrjoouy, €ival auToi TTou PE TIG OOUEG, TO TIPOCWTTIKO, TNV
TEXVOYVWOIia Kal TNV OUVAMIKA TOUG OXeOIAloUV TIG OAAQYEG OTNV ayopd HE TNV
uloBétnaon Tng kaivotopiag McEvily and Chakravarthy, (2002); Sorescu et al , (2003).
MNa TNV oxéon avapeoa o€ OTPATNYIK KAIVOTOUIAG Kal TIG €TTIOOCEIC TWV ETAIPILIV
€XOUV YiVel APKETEG UEAETEG OI OTTOIEG divouv dixaopéva atmoTeAéoparta Pittaway et al.,
(2004); Tidd, (2001). Na Tnv oxéon avaueca OTNV KAIVOTOMIO OTPOTNYIKAG Kal
emdooewv o Walker (2004) amédeige o1 uttdpyel ouoxEmion avdaueoa oTig dUuo
METABANTEG 56% OeTIKA. 40% OTI N OTPATNYIKI KAIVOTOWUIAG Oev €XEI KAVEVA QVTIKTUTTO
oTIg emOOOEIS Kal 6:% TTepiTToU OTI €X€1 apvNTIKA atToTeAéouaTa OTIG €MIOOCEIC.

H ekTTaIEUTIKR) OTPATNYIKA TEXVOAOYIag £EETACEI KUPIWG TO TTWG UTTOPET va BEATIWOEI
N ecwTepIKA diladikagia TTapaywyng Kal dlaxeipiong Twy TTPOIOVTWY TTOU TTAPAYEl JIa
eTaIpEia €101 WOTE va PEIWOEl TO KOoTOG/TEPdXI0. AuTh gival pia diadikaoia TTou gival
aTmopaiTnTn YIa va gival Pio ETaIPEia avTaywvIoTIKA aAAG €ival GpKETA €0WOTPEPAS
oTpatnyikr. H digpeuvnTiKA oTpaTnyIKr atmmd Tnv dAAn divel éu@acn oTov avTaywviouo
KAl OTO TTWG PTTOPEI va aTToKTNOEI UYKPITIKO TTAEOVEKTNUA.

OAa 1a TTapatTdvw QUOIKA oav aTTOTEAECUO TOU ouvdnuioupyiag agiag avaueoa oTov
TTpounBeuT Kal Tov TTEAATN. O TTEAATNG TTPOCPEPEI TNV UAN TToUu Ba xpnoiuoTToindei
oTNV TTapaywyr] Tou TTEAATN Kal UTTOpPEi €iTe va BEATILOEI TRV aTTddO0N TNG, EiTE va
MEIWOEI TO KOOTOG €iTE va odnynoel o€ éva VEO €i00G KAIVOTOUOU TTPOIOVTOG ATTO TOV

TeNGTN. EmmrpdoBeta o meAATNG AauPBdvel amd Tov TTPOUNBEUTr) TNV TEXVIKA
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uTTOOTAPIEA, TNV TTANPOPOPIa YIa va XPNOIKMOTIOINGEl TNV UAN OTTOTEAECHOTIKA KaBwG
Kal TIG EQAPHOYEG TTOU BpioKel £Ta1 WOTE va 0dnynBolv OTnv KalvoTouia.

ATtroTeAei yevikd kavova OTI o1 eTaipeieg TPETTEl va dlaxelpifovial EMTUXWS TNV
EVOWMATWON TWV KAIVOTOHWY OIadIKACIWY KAl TTPAKTIKWY O€ TOKTA XPOVIKA
dlaocTAPaTa €101 WOTE va TIETUXAivouv uywnAég e€mdooelc Gopalakrishnan &
Damanpour, (1997). Q01000 UTTAPYXOUV QUOIKA €CAIPECEISC O AUTOV TOV KavOVa.
AveEOPTATWG  TTOU  €QAPMUOCETal  OTNV  ETAIPEIA, Ol  KAIVOTOUEG OTPATNYIKEG
€QapuOCoVTal VIO VO BEATIWOOUV TA QATTOTEAECHATA 1 va KAEiOOUV Ta Kevd Twv
ATTOTEAECPATWY TTOU OXETICOVTAI PE TIGC CUYKUPIAKES aAlayEéG oTov kKAAdo Song et al.,
(1999). Ytrdpxouv TIOANEG EUTTEIPIKEG MEANETEG TTOU EXOUV  ATTOTUTTWOEl OETIKA
ATTOTEAECPATA TWV KAIVOTOUWYV TIONITIKWY OTA OTTOTEAEOHOTA €vOG OpyavioloU
Gatignon et al., (2002); He and Wong, (2004). ‘Exel ammodeixTei OTI Ta CUCCWPEUTIKA
atmroteAéopaTa otnv atrdédoon TToU TTPOEPXOVTAl ATTO TNV EKTTAIOEUTIKY OTPATNYIKN
kaivoTopiag o BdaBog xpdvou utTopei va atrodelxBouv peyaAuTtepa ammd autd Tng
dlEpEUVNTIKAG OTPATNYIKAS KalvoTouiag Figueiredo, (2002).

H digpeuvnTIKA OTPATNYIKI KAIVOTOUIAG EUTTEPIEXEI OAPWS PEYAAUTEPO PIOKO ATTO TNV
ekTTadeUTIKN. [a TTapddeiypa gival TTOAU IO €UKOAO Kal AC0QAAEG va TTPOOTTaBEig va
BeATILOEIG TNV aTTGdO0N MIOG PNXAVAG £T01 WOTE va augnBei n TapaywyikétnTa ava
Bapdia kal TTOAU 1110 BUOKOAO VO TTPOXWPNOEIG OE KAIVOTOMIEG TTOU €XOUV VO KAVOUV
ME TOV TTPOCaVATOAIOHS TWV TTPOIGVTWY Kal TNV dIAXEipIon TOU avTaywvicuou.

OT1wg atmodeixTnke Kal atro Tnv HeAETN Twv Baker and Sinkula (2005) oTtnv @don 1ng
avamTuéng Twv TIPOIOVTWV ETIQUAALEIC UTTAPXOUV KaTA TTO00 KAIVOTOUEG I0EEG
MTTOPOUV QTTOTEAECHATIKA VO MPETAOXNUOTIOTOUV O€ TEAIKA TTPOIOVIO OTnV ayopd.
Katd tnv Tmepiodo Tou AavoapiopaTog uttapxel TTAvia avac@daAcsia katd moéco n
TPOTOON POg Ba TUXElI TNV avdAAoyng atmXnong atrd To ayopacoTIKO KoIVO Kal QUOIKA
av Ba KaAUWel HaKpoTTPOBEC A TIC ATTAITIOEIG TOUG.

AANeG TTPOOPATEG PEAETEG €xouv Ocigel OTI dev euavideTal TTOTE PIa €K Twv OUO
OTPATNYIKWY KalvoTopiag €ite oe emmimedo etaipeiog He and Wong, (2004), cite o€
emmitredo dloiknong kai Trapaywyrg Mom et al., (2007). H o ikavotroinTikr €¢riynon
yia 10 @aivopevo autd 600nke atrd Tov Tushman, (2003). Metd atmd autoug apKETEG
MEAETEG €yivav yia TOV UNXaVIOPO TTOU aKOAOUBoOUvV Ol €TaIpEieG €101 WOTE Va
OUVOUAOOUV Ta TTIAEOVEKTAMATA Twv OUO OTPATNYIKWY KAIVOTOMIOG KAl TTWG auTd
etTnpeddel Ta atroteAéopata TG etaipeiag. O1 Robert E. Morgan and Pierre Berthon
amreédeifav OTI KAl N eKTTAIBEUTIKN) Kal N OIEPEUVNTIKA OTPATNYIKY MTTOPOUV va
ouvduaoToUuVv divovTag Kal Tov 0po ap@IOECIOTNTA OTO XOPOAKTNPIOTIKO auTd. Puaoikd

otnv OIKr hag €peuva egeTdoupe TaIpEieg ue HEYAAN TTOIKIAIa peyéBoug. AuTd TTailel
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TTOAU peyaGAo pOAO oTa QTTOTEAECHOTA KABWG Ol UIKPOTEPEG ETAIPEIEC OTOXEUOUV
TTEPIOOOTEPO OTNV  MEiWON TOu KOOTOUG HWECO TNG EKTTAIBEUTIKNAG OTPATNYIKAS
KAIVOTOMIOG €VW O1 JEYOAUTEPES OTOXEUOUV Kal OTIG U0 OTPATNYIKES KAIVOTOMIEG.

H epyacia pag TmpoomraBei va emikevipwOei kal ota OUO €idn KAIVOTOMIKAG
OTPATNYIKAG YIA va JIATTIOTWOEl KOTA TTOO0 Ol TTEAATEG XPNOIKOTIOIOUV TO OWOTO
peiyMa Twv dUo oTpatnyikwv. ETriong otnv epyacia pag yivetalr mpootrddsia va
doupe Katd 1600 N ouvdnuioupyia HETALU TTEAATWY KAl TTPOUNOEUTWY WTTOPEI va
BeATilwoel TNV OTPATNYIKA KalvoTodiag Tou TTeEAATN. AuTd atroTeAel pia Aoyikh
OUOXETION KABWG o1 TTPOPNBEUTEG OTNV  TTEPITITWON NG €PEUvag  pag  gival
TTOAUEBVIKEG eTaIpEiEG UE PEYAAEG OuvEPYAOIag TTAYKOOUIWG OTTOTE gival AOYIKO OTI
MTTOPOUV VA BoNBroouUV EVNUEPWVOVTAG TOUG TTEAATEG VI TIG VEEG TAOEIG GTNV Ayopd,
TNV KATeUBUVON OTNV OTTOIA KIVOUVTAI Ol AVTIOTOIXOI TTEAATEG TTAYKOOUIWG KAl VA TOUG
TTpoTEivouv AUCEIG TTOU va TaIpIAdouv OTnV ayopd TTou oToxeuouv. ETriong yivetal
MEAETN VIO TO KATA TTOCO UTTAPXEI OUCXETION avaueoa o€ KATTola atmmd Ta dUo €idn
KAIVOTOMIOG  OTPATNYIKNG TIOU  €XOUME  TTPOAVA@EPEl KAl  TOU  OUYKPITIKOU

TIAEOVEKTANATOG OTNV ayopd OTOXO.

2.8 Erevduoeig TTEAATN OTNV OUVEPYATia

Ymrdpxouv TTOAAOI TPOTTOI yIa va TTEVOUCOUV TTEAATEG KOl TTPOUNOEUTEG OTNV PETALU
Toug oxéon. lNa Tapadsiypya €vag TPOTIOG €ival va opyavwoouv £T01  Td
MNXavoypa@ikad TOUG CUCTAUATA £T01 WOTE va PolpAdovtal KOIVoUg KwdIKoUG. AuTo
OleuKOAUvEl TTOAU Tnv ouvepyaoia kar dlaa@alilel Tuxov AGBn oTnv €@OOIaaTIK
aAucida Kal PeIwvel TNV OIOXEIPION TwWV OTEAEXWV TI.X. AVOIYMA VEWV KWOIKWY,
avTioToixAoeig K.a. EmmpdcBeta o1 Koivijp yAWooda ETTIKOIVWVIOG OVAPESO TOUG
BonBdael oTto va atmmo@euxBolv AAOn emmKoIvwviag Kal emTaxuvouv Tnv dladikagia
avaTmTu¢ng Kal Tpowdbnong Twv TPOIOVIWY oTnv ayopd Dyer (1996). AAAo
TTapddelyya gival va yivel pia emmévducn atmmo Tov TTEAATN OTIG EYKATOOTACEIG TOU
TTPOPNBEUTH yia TNV TTapaywyr &vOG CUYKEKPIMEVOU TTPOIOVTOG QTTOKAEIOTIKA VIO
auTov ToVv TTEAATN. 'Eva dAAo TTapddelypa atré Tnv TTAEUpd Tou TTpounBeuTn €ival va
TPOTTOTIOINCEl TNV YPAWUA TTAPAYWYHNS TOU avOAOYWGS £TCI WOTE VO EVAPPOVIOTEN N
TTPoWNBeIa TNG UANG HE TO PéyeBOG TTapTIOAS TTAPAYWYAS TOU TTEAATN.

H O6An diadikagia TG cuvdnuioupyiag avaueoa o€ TTEAATN Kal TTPOUNBEUTH KaBwg
KOl EUTTAOKN TOU €vOG OTNV €pEUvVa Kal avaTITugn Tou AAAou dnuioupyei Eva peyaAo
1edi0 yIa eUKAIPiEG AAAG Kal KATTOI0UG KivOUVOUG.

H peAétn Twv Eric Fang & Robert W. Palmatier & Kenneth R. Evans (2008) pp 323-

325 yia TN CUPPETOXH Tou TTEAATN OTa project Tou TTPouNBeUTr €Enyei avaAuTIKG OTI N
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ouvonuioupyia avaueoa Toug Yéaa atmd Tnv TPIRA Kal TNV cuveXxOUEVN ETTIKOIVWVIa
ouveXwg BeATiwvetal TToloTiIkG. ‘ETol pe 10 Xpdvo TOCGO 01 TTEAATEG 60O KOl Ol
TTPOUNBEUTEG €TTEVOUOUV OTNV GXECN AUTH ONUIOUPYOUV QUTOMATIONOUG Kal XTiCouv
euTmoTOoUVN. H peAéTn Twv TTapatrdvw eTmiong atreédeife 611 600 TTEPICOOTEPO
TUTTOTTOINMEVN Kal BAon Kavovwyv eival n oxéon TPounBeuTr) Kal TTeAATn TOCO
peyaAUTepo TTEdIO yia €TTeVOUCEIG dnuioupyeiTal. Autd ATav PAAAOV @QUOIOAOYIKO
KaBwg¢ n TutrotTroinon Twv oxéoewv Bonbdel Tnv dloiknon Kal Twv dUO ETAIPILV VO
aglohoynoel owoTd kEPON Kal 0QEAN aTTd TNV CUVEPYOOIA Kal VO TTPOTEIVOUV TIG
avAaAoyeg eTTeEVOUOEIG.

21NV peAéTn Twv Lengnick & Hall (1996); Dyer & Singh (1998) atmodeixtnke 0TI n
emévouon 1600 Tou TTEAATN 600 Kal TOU TTPOUNBEUTA OTAV AVATITUSN VEWY TTPOIOVTWYV
odnyei og TTapaywyr TTEOIGVTWY UEYAAUTEPNG aiag OToV TEAIKO KATAVAAWTH. ATTO
TNV GAAN BéBaia 600 o1 €TTeEVOUOEIG PETAEU TOUG HeyOAWwvVoOuv TOOO HeYaAUTEPN
€EAPTNON £xouv O £vag aATTO TNV CUVEPYOQOia Kal TTapoucdia Tou dAAou. MNapddeiyua
aTroTeEAEl N TTEPITITWON TTOU KATTOI0G TTEAATNG €TTEVOUEl O€ MIO AVATITUEN €vOG
TTPOUNBEUTH TOU Yia éva VEO TTPOIOV TOU. AUTO TO YEYOVOG QUTOUATWG TOU PEIWVEI TV
SIATTPAYUATEUTIKI) TOU IKAvOTNTA yia Tnv TTpopnRBeia tou. Autd yiaTi TO KOOTOG TNG
OTTOI0G £TTEVOUONG £XEI YiVEl ATTO TOUG BUO EUTTAEKOUEVOUG XAVETE QUTOPATWG €AV YIA
KATToI0 AGyOo n cuvepyacia TepuaTioTel. To TTPOPANUA TTOU dnUIOUPYEITAlI OUCIACTIKA
gival 0TI 0 TTEAATNG XAVEI TO BIATTPAYUATEUTIKO XapPTi TNG aAAayAS TTpounBeuTh KaBwg
TO KOOTOG Kal 0 XpOvog aAAayAg eival onuavTikog Heide & John (1988).A1T6 Tnv AAAn
BéRaia aTnv Aoyikr TNG ouvdnuioupyiag 0 oTOXoG €ival va dnuioupynOei PeTagu Twv
ETaipwY Pia ox€on ouvepyaciag n otroia Ba gival pakpoxpovia kai otabepr) o€
péyeBog. OTTéTE 0 KivOuvog auTtdg eAAOXEUEI KUPIWG O€ VEEG ouvepyaaieg OTToU dev
UTTAPXEI AKOPA N ATTAITOUMEVN EUTTIOTOCUVN. ZTNV TTPAYHATIKOTNTA WIa TETOIO €i00Ug
oxéon eivar Tautéxpova couvepydtn aAAG avraywvioTr). Auto yiati kai o duo
ETTIXEIPATEIG €XOUV oAV BACIKO OTOXO TNV MEYIOTOTTOINCON Tou K€EPOOUG Toug Lengnick-
Hall (1996); Jap (2001); Wernerfelt (2005).

EKTOC @QuOIkG ammd TG €1evdUOEIG O€ UNXAVOAOYIKO €EOTTAICUO UTTAPXOUV Kal
eTevOUCEIg TTou oxeTiCovTal pe Euyuyo duvapikd Williamson (1985). INa mapddeiyud
Ba pumopoUce va egival n ekTraideuon evog uttaAAfAou amd Tnv TTAEUpd TOU
TTpounBeuTr) OoTNV KateuBuvon va ouldntdel Je Toug TTEAATEG yia véa project Kal va
TOUG KAVEIG TIG AVAANOYEG TEXVIKEG TTPOTACEIG YIa TNV AVATITUEN TOUG.

O Lai (1990) armrédeige pe TNV PEAETN TOU OTI N OTEVH OUVEPYACTIa avAPETa a€ TTEAATN
Kal TTpounBeutry augdvel aiobntd TIG MOAvOTNTEG Kal Twv OUO0 TTIAEUPWV VO

QVAKOAUWOUV gUKaIpieg €TTEVOUONG TTPOG TO KOIVO O@eAog. Etriong amédeite Ot n
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OTEVA] Ouvepyaaoia PETALU TOUG aTTOTEAEI TOV KAAUTEPO TPOTTO YyIA VA QAVAKOAUWOUV
au@oTEPOl TTWG AciIToupyoUv KATd Tnv OIAPKEID AVATITUENG VEWV TTPOIOVTWY. To
yeyovog autd divel Tnv duvatotnta €ite va Ppebouv TpdTOI Va SlacPaAicTOUV
TTOAQIOTEPEG KOIVEG avaTiTUEEIC aAAd va avoifel kal T1edio yia véeg eTTevOUOEIG
Ganesan (1994).

ATIO TNV TTAEUpd €TTiONG TOU TTPOUNBEUTA OTAV YivovTal €TTEVOUCEIG OTNV AVATITUEN
VEOU TTPOIOVTOG ATTO TOV TTEAATN TOTE QUOIOAOYIKO €ival va £XEI TRV ATTAITAON VA TTAPEI
TO MEYAAUTEPO av Ol OAO TO KOUMATI TNG TTapayyeAiag UAWV TTOU QVTIOTOIXEI OTO
TTpoidv autd Emerson (1962). ‘Epueca Aoimmév péoa atmmd Tnv ouvdnuioupyia n
ouvepyaoia PeETagU Twv OUO TTAEUPWYV HEYAAWVEl agloonueiwTa Kal KaBIoTd Tnv
OX€0n METAGU TOUG oxéon ouvepydATn Kal OxI atrAd oxéon TTEAATN Kal TTPOUNBEUTH.
21NV MEAETN Pag e€eTACouEe TO BEPQ TV €TTEVOUONG OTTG TNV OTITIKY TOU TTEAATN 600
yla va doupe KAtd TTOCOo auTh TTpodyel TV ouvdnuioupyia agiag aAAd kal Tnv
ATTOKTNON AVIAYWVIOTIKOU TTAEOVEKTANATOG aTNV ayopd atrd Tov TTEAATN OToV TEAIKO

KATAVOAWTH.

2.9 AVTayWwVIOTIKO TTAEOVEKTNMO

H a1mmékTnon Tou avraywvioTIKOU TTAEOVEKTAUATOG KABwG Kal n diatApnon Tou givai
éva BEépa To oTToio £XEI ATTAOXOANOCEl EKTEVWGS TNV BIBAIOYpagia.

O Scott L. Newbert (2008) yia TTapddeiyua €xel KAVEI EKTETAMUEVN MEAETN yia TNV
oxéon Tou ouvdéel TNV POovadIKOTNTA Kal TNV agia Twv  evog TTPOIOVTOG PE TNV
a1rOKTNON TOU QVTAYWVIOTIKOU TTAEOVEKTAMOTOG KOBWG Kal Tnv €Tmidpacn Tou
QAVTOYWVICTIKOU TTAEOVEKTHMATOG OTa BeTIKA atmmoTeAéopaTa piag emmixeipnong. OAa Ta
TTAPATTIAVW QUOIKA UTTO TO TTpiopa OTI N ETAIPEIA XPNOIPOTIOIEI TOUG TTOPOUG KAl TIG
duvatotnTeg TG amoteAeopatikd Amit and Schoemaker, (1993); Barney, (1991),
(1997); Eisenhardt and Martin, (2000); Henderson and Cockburn, (1994); Powell,
(2001); Teece, Pisano, and Shuen, (1997). Z1nv emoTiun BéBaia dev PTTOPEIG VO
Baheigc akpiBwg kavoveg. TNa TTapddelyua KATTOI0OG OUYKEKPIUEVOG TTOPOG 1
duvaTtoTnNTa UTTOPEI va dLWCEI O [Ia ETTIXEIPNON TO AVTAYWVIOTIKO TTAEOVEKTAMA £vavTI
TOU AVTOYWVIOPOU eV o€ AAAN Ox1. AUTO OQEIAETE OTNV SIOPOPETIKA OTPATNYIKA TTOU
akoAouBei KGBe eTTIXEipnON KABWG Kal 0TV KOUATOUPA TNG.

H peAétn twv Collis and Montgomery (1995) mdve 10 B€ua Aiyo TTapakdrtw.
loxupiCovTal AoITTOV OTI TO AVTAYWVIOTIKO TTAEOVEKTNUA gival cuvapTnon 6x1 uévo Tng
agiag kalr NG PovadikOTNTAG TOU TIPOIOGVTOG N UTTNPETiag aAAd kal TnG dIAPKEIAg,
KOTAAANAGANTAG Kal UTTEPOXNG TOU £VAVTI TWV AVTAYWVIOTWY. AUTO Bpiokel peyaAn

EQAPUOYI OTOV TOUEA TWV QAPHAKWY OAAG Kal TWV KAAAUVTIKWY TTOU OXETICovTal YE
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TTatévreg. O1 TTATEVTEG TTPOCPEPOUV OTO KATEXOVTA SIKAIWMUATO ATTOKAEIOTIKNG XPoNG
TNG OUVTAYNG YIA TOUAGXIOTOV 25 XpOVvIa, YEYOVOS TTOU 0aPWG ToU divel TTAEOVEKTNUA.
O Barney (1991) amédeife TTwG Ol ETAIPEIEG TTOU KATEXOUV KAl XPNOIUOTTOI0UV TTOPOUG
Kal duvaTtéTnTeEG TTOU gival agiag kal povadikd Ba @Tacouv OTO va ATTOKTIOOUV TO
OUYKPITIKO TTAEOVEKTAMA KAl GTNV atTod0oTIKOTATA.

O Makadok (2001) emBeBaiwoe pe TNV YEAETN TOU OTI 600 PEYAAEG Kal av gival ol
duvaTOTNTEG EVOG OPYAVICHOU dEV UTTOPET VO QEPEI KEPDN av dEV PTTOPEI CUVOUACTIKA
va KOTEXEl TOUG atraitoupevoug Trépoug. ETriong kai 1o avriBeto, dnAadn otav ol
Tépol Oev PTTOPOUV va QEPOUV TNV ETTITUXIA av Ogv UTTAPXOUV Ol KATAAANAEG
duvartotnTes. ETreidn cival apketd dUOKOAO évag opyaviouog va ouvduddel kai Ta dUo
o€ YeYAAO BaBUO TO EPWTNMA YIA TNV OTTOKTNON TOU AVTAYWVIOTIKOU TTAEOVEKTANATOG
gival 0 payikog ouvduaoog autwy Twv duo TTpolTToBécewyv. Ooo peyaAuTepng agiog
gival o ouvdUaOPOG dUVATOTATWY Kal TTOPWY TOOO HEYAAUTEPO TO AVTAYWVIOTIKO
TTAEOVEKTNMA TTOU Ba TTeTUXoUV. H KalvoTouia atroteAei atmrapaitntn mpouTébeon yia
Makpoxpovia emTuyia, avamTuén kal otaBepd atroteAéouarta. MNa autdé 1o Adyo ol
eTaIpeieg Bewpolv TNV KaivoTopia cav avaykaidétnta Kal Oyl oav pia oTPaTnyikA
emAoyn Nijssen and Frambach, (2000). H kaivotopia atroTeAei oTpaTnyIKO €pyaAeio
yia TIG ETAIPEIEG TTPOKEIYEVOU VO OTTOKTAOOUV OUYKPITIKO TTAEOVEKTAPA €IBIKA O€

opyavwuéveg Kal TTOAUTTAOKEG ayopég Gardaker et al., (1998).
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KegpdAaio 3

3. EvvoioAoyikd povtédo

To evvololoyikd HovTéAo opileTal wg TO TTAQiolo péoa atd 1o oTtroio didgopa
ETMPEPOUG OTOIXEIO TNG €PEUVAG CUYKEVTPWVOVTAI KAl UTTAIVOUV O€ JIa AOYIKR O€Ipd.
Autr) n diadikacia odnyei OTNV CUYKEVTPWON TWV avTioToIXwv O£OOMEVWY KAl TNV
avaAuon Tou utto e&étaon TTpoRAnuarog Malhotra, (1999). To evvoloAoyIKO POVTEAO
gival n yépupa avaueoa oTov OKOTTO TNG PEAETNG KA QUTWYV TTOU TTPETTEI Va YiVOUV YIO
va QTACOUNE OTOV OTOXO AUTS. YTTAPYXOUV KAQGIKOI TPOTTOI VIO VO KATNYOPIOTTOINCEIG
TOUG TPOTTIOUG HovTEAOTTOINONG avaAoya pe Tnv oToxoBeoia TG peAétng Gill &
Johnson, (2002). H troidTnTa €vOG £VVOIOAOYIKOU HOVTEAOU gival éva €pWTNUA TTOU
EXEl VA KAVEI UE TNV YEVIKOTEPN TTPOCEYYION TNG PEAETNG KAl ATTO TO KATA TTO00 €ival
opBnA N €AoY TWV ETTIPUEPOUG OTOIKEIWV Tou PovTéAou. To Béua TnG €TTIAOYNAG Tou
KATaAANAGTEPOU povTéAOU OXeTiCeTal e aTTO TOUG OTOXOUG TNG HEAETNG.

2KOTTOG TNG MEAETNG PaG gival va diepeuvhoel KATG TTO00 N EUTTAOKNA TOU TTPOUNBEUTNH
oTa project Tou TTEAATN PTTOPEI va 00NyNoel o€ TTPOIOVTA TTPWTOTTOPIAKA, MEIWPEVOU
KOOTOUG Kal emauénuévng agiag otnv XpAon. Etiong yivetal digpedivnon yia 10 av n
ouvonuioupyia afiac avaueoa o€ TEAATN KAl TIPOUNOEUTA PTTOPEI va TTPOCTATEWEI TOV

TTEAGTN a1rd MOAvVOoUg KIVOUVOUG TOU avTaywVIoUoU.

To BewpnTIKO POVTEAO TNG TTAPOUCAG EPTIEIPIKNAG PEAETNG OTTEIKOVICETAI TTAPAKATW.

Customer H1
participation in H6 Cost
NPD advantage
Information H2
Sharing J
e Innovation H7 | opportunities
strategy capabilities exploitation
Coordination H3 [
effectiveness
H4
Cooctic’ Ha Defense
specific :
i against threats
investment

Eikéva 5: Evvololoyikd TTAaiolo eutrAoKAG TTEAATN OTNV avaTITuén vEwv TTPOIOVTWV

atro Tov TTEAATN
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3.1 EpeuvnTikég uttoBéoeig

H ouoxénon tng eumAokng Tou TEAATN oTnv avdamTuén véwv TIPOIGVIWY Tou
TTPOUNBeUTH €ival AOyIKO va €xel BETIKA ouOoXETIoON PE TNV OIEPEUVNTIKY OTPATNYIKN
KalvoTopiag KaBwg autr] TTpoUTToBETel 0TI 0 TTEAATNG avalnTd CuveXwS TTNYEG VEDQG
yvwong kai e&éAhigng. O Alam, (2006) kai o Cooper, (2001) katédelEav P TIG HEAETEG
Toug TTO00 ONUAVTIKN €ival N OUUUETOXN Tou TIEAATN OTnV QvATITUEN €vOg Vvéou
Trpoiévtog. Emiong, o1 Zi-Lin He & Poh-Kam Wong (2004) pe tnv peAETn TOUG
amédeicav WG N dIEPEUVNTIKA OTPATNYIKAG KAIVOTOMIOG €IBIKA oTnV @Acn Tng
avaTTugng BonBdel oTo va TTETUXEI O OPYAVIOHOG YPNYyopOoTEPA TOUG GTOXOUG Tou. Ol
TTEAATEG TTOU EUTTAEKOVTAI OTNV AVATITUEN TWV TTPOIOVTWY TWV TTPOPNBEUTWY TOUG
civar BERaio OTI €xouv eVBIAPEPOV VIO KOIVOTOUA TTPOIOVTA KAl TEXVOAoyieg €ival
TTPWTOTTOPOI OTOV TOMEQ TOUG Kal Oiyoupa Oivouv éu@acn ot véa TTPOIGVTA Kal

TEXVOAOYIEG.

H1: H gummAokn tou TeAdrn ora avamruén véou TTPOoIOVTOC ToU TTPOoUNBsUTr OXETICETAI

BeTIKG LIE TNV BIEPEUVNTIKY OTPATNYIKN KalvoTouiac

OT1wg ATav avapevopevo n avraAAayr TTANPo@opiag atToTeAEl pia TTOAU acg@alAr] AUon
Yl TOUG TTEAATEG £T01 WOTE VA XAPAEOUV TNV OTPATNYIKA KalvoTopiag toug. Or Joshi,
AW., Sharma, (2004) amédeigav ye Tnv PEAETN TOUG TO TTOCO CNUAVTIKN €ival n
avtaAllayr] TTAnpogopiag avapeoa o€ TTEAGTN Kal TTPOPNBEUTH KATA TNV JIGPKEID TNG
avaTtugng evog TTpoidvTtog. Etriong o1 Calantone, Cavusgil, kai Zhao, Y.(2002)
oTnv MEAETN Toug €BeIgav TNV OXE€on TToU UTTAPXEl avdapeoa oTnv aviaAAayn
TTANPOYOPIaG Kal otV  avATITUEN KAIVOTOPWY TTPOKTIKWY aTT0  TIG  ETAIPEIEG.
EmmpdéoBeta o1 Gales, L. kai Mansour-Cole, D. (1995) amédeigav e TNV JEAETN TOUG
TNV OX£0N TTOU UTTAPXEl avAueoa oTnv avtaAlayr] TTAnpo@opiag Kai TNV KavoTopia.
21NV epyacia pag diveral EU@acn oTnv TTANPOYOPIa TTOU TTPOCPEPEI O TTPOPNBEUTHG
oTov TTEAATN YIa TIG TACEIG OTNV TTAYKOOMIO ayopd KAl KATA TTOCO AUTEG PTTOPOUV va
odnynoouv Tov TTEAATN o€ BIEPEUVNTIKI] OTPATNYIKI KAIVOTOMIag. ETTiong o meAdTng
atrd TNV PEPIG TOU CUMPPBOUAEUETOI TOV TTPOUNBEUTH TOU yia Ta véa Tou Project €101

WOoTE va TTAPElI avAAOYEG ATTOPACEIG YIA TA EVOEXOHEVA AavoapiopaTa.

H2: H avraAdayn mAnpogopiag avdusoa oe meAdTn kai mpounBeutn €xel BeTIKN

EMidpaacn oTnv SIEPEUVNTIKY OTPATNYIKY KAIVOTOUIAS

O aT1roTEAECUATIKOG TUVTOVIOUOG UTTAPXEI OTav O€ Jia Suadikr) oxEéon Ta EPTTAEKOUEVA

pépn epyadovTal padi TTPOKEINEVOU va OAOKANPWOOUV KATTOIEG €£PYQCIOG KATA TNV
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dldpkela avamTugng evog mpoidvtog. O Romo kal Schwartz (1995) katéAnéav oTto o1
n doun Kai n ToIdTNTA TwWv OEOPWYV avANECO O€ E€TAIPEIEG OIAPOPPWVOUV TNV
OIKOVOUIKA] KATACTOON OnNUIOUPYWVTaS HOVAdIKEG EUKAIPIEG QVATITUENG Kal TNV
TpooBacn oTig eukaipieg autég. O1 Brian Uzi (1997) amédeiiav 6T N evowudtwaon
OX€0EWV PEOCW TNG OTTOTEAEOUATIKOU COUVTOVIOUOU MTTOpEil va  odnynoeig o€
OUYKPITIKO TTAEOVEKTNHO TOUG CUMHPETEXOVTEG EVAVTI TOU QVTAYWVIOUOU Toug. Me Tov
TPOTTO AUTO YiVETAI AVATITUEN SOPWYV CUVEPYOOIa Kal SETUWY TTOIOTNTAG AVANECT O€
TTPOUNBeUT Kal TTEAATN. ZTO0 HOVTEAO pag €&eTdleTal N Oxéon avapeoa oOTov

ATTOTEAECUATIKO OUVTOVIOUO Kal OTNV BIEPEUVNTIKI OTPATNYIKI] KAIVOTOUIOG.

H3: O amoreAcouarikd¢ ouvroviouos €Exel Queon oxéon upe v OIEPEUVNTIKNA

oTPATHYIKN KaivoTouiac

O1 emevduoelg amd TTAeUpdAg TTEAGTN €xouv BeTIKA emidpacn oTnv OIEPEUVNTIKA
oTpartnyikr] kaivotopiag. O Lai (1990) amédeite pe Tnv MEAETN TOu OTI N OTevN
ouvepyaaoia avaueoa o€ TTEAATN Kal TTpounBeuTh augdvel TIG TOavoaTNTES Kal Twv OU0
TTAEUPWV VO avVAKOAUWOUV EUKAIPIEG ETTEVOUONG TTPOG TO KOIVO OQeNOG. To yeyovog
autd divel Tnv duvatétnTa €ite va BpeBouv TpoTTOlI Va dIacPaAIoTOUV TTOAQIOTEPES
KOIVEG avaTTTUEEIG aAAG va avoigel kal TTedio yia véeg erevdloelg Ganesan (1994). Ol
Dyer & Singh (1998) atmodeixTnke o011 n €mévduon Tou TTEAATN OTNV OX£0N TOU WE TOV
TTPOUNBEUTH] 00nyei e TTPOIOVTA KAIVOTOPO HE MeyaAUuTepn agia yia Tov TEAIKO
katavaAwTh. Kai gival Aoyiké kKaBwg 600 1oxupdTeEPN gival n eTEVOUCN TOu TTEAATN
OTNV CUVEPYOAOia auThH TOOO TTEPICCOTEPO Ba akoAouBei TNV dlEPEUVNTIKY) GTPATNYIKA

KAIVOTOUIOG TTPOKEINEVOU VA TNV BIACPAAICEL.

H4: Or emmevduoeic amd mAcupdac meAdTn €xouv B<TIkh TTidpacn atnv OIEPEUVNTIKN

oTPATNYIKN KaivoTouiac

I[KavoTnNTa KAIVOTOUIAG €XOUV Ol ETAIPEIEG TTOU PTTOPOUV va BAETTOUV UTTPOOTA KAl VO
EETTEPVOUV TOV QVTOYWVIOUO TTPOCQPEPOVTAG KalvoTopa Trpoidvta. Or TTo TTOAAEG
MEAETEG €xouv OeiCel OTI N IKAVOTNTA MIOG ETAIPEIAG VO UETATPETTEI VA ETTECEPYACETAI KOl
va OlaxelpifeTal TNV yvwon €ival TTOAU ONUAvVTIKR yIo TNV IKAvOTNTa KAIVOTOMIAG
Liebowitz, (2002). Mia etaipgia 1TOU OKOAOUBEi TNV dIEPEUVNTIKA OTPATNYIKA
KalvoTopiag gival Aoyikd va avamTiooel TIG IKavOTNTEG TTOU aTTaiTouvTal £TG1 WOTE VA
ammoKTACEl TNV IKavOTNTA KalvoTopiag. Mapddeiyua autrig TG AOYIKAG ATTOTEAED N
MeAETN Twv Darroch and McNaughton, (2002) Twv oTroiwv n £peuva CUOXETICE TIG

TTPOKTIKEG avalATNoONG TNG YVWONG Kal TNV KAIvoTopia. ZTnv OIKA pag PMEAETN To BEua
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TNG IKAvOTNTAG KAIVOTOMIag To Tpooeyyifoupe péoa amd To TIpIOPa  TNG

ouvonuioupyiag YeTagu TTeAATN Kal TTPOUNOEUTH.

H5: H dispeuvnTik OTPATNYIKA KAIVOTOUIAC EVVOEI TIC IKAVOTNTEC KAIVOTOUIAS ATTO TOV

meAarn

Mia eTaipeia TTOU €TTEVOUEI OTNV KAIVOTOMIO TOOO O€ €TTITTEdO TTPOIOVIWY AN Kal
pnxavoAoyikoU €EOTTAICHOU gival AoyIKO va €xel o€ BABog Xpovou pelwpéva KooTn. H
eTéEVOUON o€ EOTTAICHO QUEAVEI TNV TTAPAYWYIKOTNTA UE ATTOTEAECUA TNV HEIWON TOU
KOOTOUG avd TEPAXIO Kal N €TTEVOUCH O€ TTPOIGVTA KalvoTodiag aufdvouv To PePidIo
ayopdag aAAd Kai To péyeBog TN TTiTag TG ayopds. OAa Ta Tapamdvw uaikéd uttd To
TpioPa OTI N €TAIPEId  XPNOIUOTIOIEN TOUG TTOPOUG Kal TIG OuvaATOTATEG TNG
amroreAeopatikd Henderson and Cockburn, (1994). lNa auté 10 Adyo oI €TaQIpEieg
Bewpolv TNV KalvoTopdia cav avaykaidtnta Kal OxI oav Mo oTPATNyIKA ETTIAoYNA
Nijssen and Frambach, (2000). Ztnv OIK hHag PHEAETN TO N ATTOKTNGN TTAEOVEKTAUATOG
KOOTOUG aTTOTEAEI MIa aTTd TIG PBACIKOTEPES METABANTES TTPOG €€E€TAON KAl QUOIKA TNV

OUCXETICOUPE PE TNV KEKTNPEVN IKAVOTNTA KAIVOTOUIAG.

H6: O1 ikavltntec Kaivorouiac oxeriCovral BETIKA ue TNV ATTOKTNON TTAEOVEKTHUATOS

KOOTOUC

O1wg ammodeixtnke Kal amd Tnv PEAETN PAG MIO €TAIPEIO N OTToia OTOXEUEl OTNV
aTroKTNON IKAVOTATWY KAIVOTOMIaG €ival AoyikO va eival TTEPICOOTEPO £TOINN va
uTTOOEXTEI TIG TTPOKAACEIC KOl TIG E€UKAIPIEG TNG ayopds. H kaivotopia atroTeAsi
OTPATNYIKO E€PYAALIO yIa TIG €TAIPEIEG TTPOKEIMEVOU VA OTTOKTAOOUV COUYKPITIKO
TTACOVEKTNMO €I0IKA O€ OpyavwHEVEG Kal TTOAUTTAOKEG ayopéc Gardaker et al.,
(1998).H ayopd Twv KOAAUVTIKWYV PEYOAWVEI KOBNUEPIVA O TTAYKOOUIO £TTITTESO KAl
000! €K TWV EUTTAEKOPEVWYV €XOUV OTTOKTHOEI TIG IKAVOTNTEG TEXVOAOYIag gival BERaio

OTI B ATTOKTACOUV CUYKPITIKO TTAEOVEKTNHA EVAVTI TOU AVTAYWVIOUOU TOUG.

H7: Or1 ikavotnte kaivorouiag oxetiCovral BsTIKG Ue TNV EKUETAAAEUDT) EUKAIPIWV TNS

ayopdg

O1wg TeAIKG atrodeixBnke Kal atmd TNV OTATIOTIKI) MEAETN Ol ETAIPEIEG TTOU UIOBETOUV
Kal avatrTUo0ouV IKaVOTNTEG KAIVOTOUIag €ival AOyIKO va PTTopouv va TTPoRAETTOUV
TOUG KIVOUVOUG TnNG ayopdg. H peAétn Twv Collis and Montgomery (1995) amédeie ot

TO QVTaYWVIOTIKO TTAEovEKTNUA €ival ocuvapTnon oOx1 pévo Tng atiog kKal Tng
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MovadIKOTATAG TOU TTPOIOVTOG N uTtnpeaiag aAAd kal Tng didpkeiag, KataAAnASANTag

KAl UTTEPOXNAG TOU €vavTl Twv aviaywvioTwyv. H eutreipia kar avalAtnon ouveXwg

VEWV KAIVOTOHWYV BIadIKaCIWY Kal TTPAKTIKWY Eival avapevOPEVO va QEPVEI AUTH TNV

Katnyopia TeAaTwy TAvTa £va Briua o YTTPOCTA ATTO TOV AVTAYWVIGHO TOUG.

H8: Or ikavdtntes kaivotouiag oxeriovral OeTIKG e THV arrouyn moeavwy ameiAwyv

arré Tov avraywviouo

Baoiopévol otnv oxeTIKA BIBAIoypagia yia TIG METABANTEG HAG KABWG Kal OTO

evvoloAoyiké TTAQiCIO TTOU @aiveTal TTAPATTAVW OAG TTOPABETOUME TTAPOKATW TIG

uTToB£0€IG TOU UTTO £€£TOON POVTEAOU OTOV TTivaKa 3.

Hl

H eutrAokn tou meAdrn ora avamruén véou TpoiovToC Tou TTpounBeutn

oxertiCeral BeTiKG e TNV SIEPEUVNTIKY GTPATNYIKY KAIVOTOUIaC

H2

H avraAdayn mAnpogopiac avausoa o€ meAQTn kai mpounBeutn éxel

BeTiKn TidpPACN aTNV dIEPEUVNTIKI GTPATNYIKI KalvoTouiag

H3

O amoreAeouarik6C  OUVTOVIOUOC  €xel Queon oxéon UE TNV

OIEPEUVNTIKN OTPATNYIKI KAIVOTOUIAG

H4

O1 emevduoeic ammd mAsupdc 1eAdrn éxouv BeTikn emmidpacn ornv

OIEPEUVNTIKN OTPATNYIKN KAIVOTOUIAG

H5

H digpeuvntikh  OTPATNYIKN  KaivoTouiag €EVVvOoeEl  TIC  IKQVOTNTES

Kalvorouiag arro Tov meAATn

H6

Or kavotntee Kaivorouia¢ axeriCovrar GeTikG@ pe 1NV QmroKTnon

TTAEOVEKTNATOS KOOTOUS

H7

O1 IkavoTtnTes Kaivorouiag oxeriovral OeTIKA e TNV eKUETGAAEUON

EUKQAIPIWYV TNS ayopdg

H8

Or1 IkavoTnTeS Kaivorouiag oxeriovral BeTIKA e TNV arroeuyn moavwyv

arreAwv arro Tov aviaywviouo

Mivakag 3 Y1roBéoeig Tou evvoioAoyikou TrAaiciou
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KegpdAaio 4

4. MeBodoAoyia

MNa va dWoouue atTavTACEIC OTIC EPWTHOEIG TNG £PEUVAC KABWG Kal yia va eEeTdooupe
TNV 0pBATNTO TWV UTTOBECGEWY Pag Ba PHETPACOUNE ATTO TNV PEPIA TOU TTEAGTN TTWG TO
innovation strategy utopei va odnynoel o€ innovation capabilities o1 otroieg ymmopouv
va odnynoouv o€ TTPOoIOVTA TToU va £Xouv agia yia Tov TEAIKO KatavaAwTh. AT Thv
MEPIA TOu TTPouNOeuT Ba €geTAOOUUE TTWG N TIOIOTIKA TTAnpo®dpnon HTToPEl va
OUVOUOOTEI JE TOV TTEAATN OTNV AOYIKA TNG ouvdnuioupyiag uTropei va odnynoel o€
avTioToixa otmroteAéopaTa.  Kolveg TTOPOVOUOOTHG OTnv  £peuva OTTOTEAEI O
OUVOUOOWOG auTwyv dUo TTAeupwv. MNpokeigévou va TTETUXOUNE AuTd TO ATTOTEAECUA
Ba oxedIdoapue TO HOVTEAO ME TETOIO TPOTTO £TC1 WOTE VO PTTOPECOUME VA EEAYOUUE
avaAdywg Ta ATTOTEAECPATA HE TOV TTIO ATTOTEAECHATIKO TPATTO.

Auté Ba odnyrioel oTnv OUAAOY Twv OEOOUEVWY HE ETTIKEVIPO TOV EPEUVNTIKO
oXeOIOOPO Kal TNV avAaTITUgn TNG £peuvnTIKNG HEBSOou. Baoiopévol oe PeTABANTEG
TTou TTpokUTITouV atmé Tnv BiBAloypagia kai TrepeTaipw avamTuén oto conceptual
model, xpnoIYoTToIoUUE TTOCOTIKNA TTPOCEYYION UTTO HOPPN EpWTNUATOAOYIWY £pEUVOG
ME OKOTTO TNV CUGTNMATIKA METPNON TwV PETARANTWY. ETTTPOCOeTa, 01 KAiHaKES TTOU
XPNOIUOTIOIOUVTAl yId VO HETPACOUME TNV OTAcn TEAATWY Kal TTPOUNnBeuTwVv
TTIPOKUTITOUV amrd ndn utrdpxouca BiBAloypagia kal n avamTuén Twv TTOCOTIKWY
atroTeAeOPATWY Ba oulnTnBei eQeCNG PEAETWVTAG TNV €punveia Kal avaAuon Twv

OedopEVWYV TTOU CUAAEXONKAV.

4.1 MéBodog épeuvag

Ev téAe1 n agia TNG €pguvag EyKeImal oTnV IKAVOTNTA va TTaipvelg amogdoeig (Aaker et
al., 2012). Z1n BiBAIoypagia utrdpxel HeYGAn dla@opoTroinon wg TTPOg Tov TUTTO TOU
epeuvnTikoU oxedlaopou. MNa mapddeiyuya o Aaker et al. (2012) mpoteiver Tnv
dlepeuvnTIKY, TTEPIYPAPIKA Kal TV aiTiakh PéBodo. O De Vaus (2001) ammd tnv GAAn
pepid Siaxwpilel Tng HeEBOGSOoUg €peuvag o€ OUO  BIAPOPETIKOUG TUTTOUG, TNV
dlepeuvnTIK Kal TNV TTepIypa@ikf péBodo evw o while Creswell (2013) e¢nyei Twg n
TTOIOTIKF} , TTOOOTIKA Kal MIKT WEBODOG eival o1 TpeEIG PBaCIKEG TTPOCEYYIOEIC OTOV

EPEUVNTIKO OXEDIATHO.
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4.1.1 AigpguvnTIKI KOI CUMTTEPOCHATIKA

H diepeuvnTikr] H€BOBOG TTPOC@EPEI Wia TTIOavr] aTTAvTNon OTO EPWTHAHATA TNG MEAETNG
Kabwg n utréBeon eival BoAr} wg TTpog ToO TTeEpIEXOUEVO TnG Aaker et al. (2011). O
Baoikdg TNG 0T1éX0G gival va odnynoeEl ToV €peuvnTr] GTO va KATAAGBEl Tnv ¢uUon Tou
TpoBAAuaTog TTou e€eTdleTal Malhotra et el (2012). H oupTtrepacpartikr) pé6odog atrd
TNV GAAN KaBopilel TNV uTeBeon XPNOIYOTTOIWVTAG MIa AdN uTTdpxouoa uttoBeon
Creswell, (2013). Kapia péBodog dev gival avwTtepn TNG AAANG, wWOTOCO TO KPITHPIO
yla va €TTIAEGOUPE TNV Wia 1 TRV GAAN KaBopideTal atrd Tov TUTTO TOU £PWTAHUATOG TTOU
TpooTraBei o epeuvnTig va amaviioel. Ta autd 1o AOyo eTmAéyoupe  Tnv
CupTTEPAOHATIKN HEBODO yIa TNV MEAETN QUTA OTTWG QaiveTal HE TO HAUPO POVTO OTO

TTapatmmdvw ZxAua 1.

Ixnua 1: NepiAnyn tou emAeypévou oxediov peAétng (highlighted in black)

4.1.2 AITIOAOYIKA 1] TTEPIYPAPIKA

Mia aimiohoyIkr] PEAETN aTTaITEl TTANPOQOPIEG OXETIKA WE TNV OXECN aITiog Kal
atroteAéopaTog Malhotra et al, (2012) étrou n pia HeTABANTH €ival QUTH TTOU TTPOKAAET
TO Qaivopevo Marketing kai n dAAn €ival n ouvémeia TG UTTAPENG TNG TTPWTNG. H
MEBOBOG auTh ouvrBwWG aTTaITel TTOAU JEYAAO XPOVIKO SIACTNHA YIA VO ATTAVIACEl OTA

epwTtRuaTa Tou BETel. H mepiypagikn péBodog kabopilel Tov BaBud cuoxETIong Twv
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METARANTWYV Kal TaUTOXpOova KaBopilel TNG EPWTACEIC TTOU TTPOCTTAOE va aTTavTroEl N
épeuva. Yo auTtr] Tnv €vvoia n TTePIYPa@IKn uEBodog Talplddel TTEPIOCCOTEPO OTNV

épeuva Jag.

4.1.3 AlaxpoVIKNA 1| SIGTOUIKEG

MapoAo TTou 0 6TOX0G TWV dUo PeBBdWY gival idlog, va KaTaAdBouue TNV oTdon evog
TTABoUG O¢ oxéon PE KATTOIO EPWTNUA, APKETEG POPEG Ol EPEUVNTEG XPNOIUOTTOIOUV
TNV dIaYPOVIKA HEBODO YIa VO CUYKEVTPWOOUV Ta dedopéva ThG €peuvag. 2Tnv HEB0dO
auTth 0 epeuvnNTAG €&eTACEl Kal KATaypA@el TIG aAAQYEG OTA ATTOTEAEOPATA €VOG
OUYKEKPIPEVOU BEiYHATOG OTO TTEPAG Tou Xpovou. H diaTouik péBodog Kavel akpIfwg
TO0 avTiBeTo. Kataypdgel Tnv €IKOva Tou TTARBOUG yia TO epwTnpa TTou €6€TACEl MIa
pOvo @opd. H diaxpovikry péBodog Bewpeital peyaAlTepng akpifeiag kKabwg o
EPEUVNTAG €EETACEl OUYKEKPIUEVO TTANBUOUG evy TauTdOxpova €&eTdlel TNV oxéon
€€APTNONG Twv PeTaBANTWY TTou ggeTalovTal. QOTO0O av KATTOI0 PEPOG Tou TTARB0UG
aTToXWwpPNaoEl ammo TNV €peuva autd Ba €xel Aueca aTTOTEAECUATO OTA OTTOTEAECHUOTA

NG £PEUVAG.

4.2 NMnyn TAnpo@opnong

4.2.1 Npwrtoyevn Kal deutepoyevi dedopéva

Agutepoyevr) dedopéva PTTopoUhe va OUAAEEoue atmd dnUOOIEUOEIG, OTATIOTIKEG,
BiIBAI0BAKeG dedopévwy 1) Kal aTTd KPATIKOUG OpYyavIOPOUG avaAoya pe To BEua TTou
e€eTaloupe. AuTEG o1 €peuveg ouvnBwg padevouv dedopéva atmd big data Ttou
UTTapYouV dIaBEoiua yia Ta oToixEia Twv eTaipiwy aTo dladiktuo. QoTé00 N épeuva
TToU diE€dyoupe TTPOOTTOBOEI va KOAUWEI £va KEVO OTNV £pEUva OTTOTE AVAYKAOTIKA Ta
oToixeia Ba TPETTEl va eival TTpwTOTUTTA. Agv UTTApYouv dnAadny dedouéva oTnv
BiBAIoypagia TTou va egeTafouv TNV duadikr oxEon TTPOUNOeUTA Kal TTEAATN Kal TTWG
0 €vag eUTTAéKETAl Kal €TTevdUel oTa project Tou dAAou. Av XpnoIPoTTOIoUCaE
Oeutepoyevr] dedopéva Ba ATav TTEPIOPICHEVA Kal OXI AKPIBWG OXETIKA PE TO BEUa TToU
e€etdloupe. Ta TpwToyevh Oedopéva  €xouv TO  TTAEOVEKTNUA  €vavTl  TwV
deuTtepoyevwy gival 6Tl CUAAEyovTal PE OKOTTO VO OTTAVTIIOOUV OTO OUYKEKPIMEVO
TTPORANUA Kal Ta atroTeAéopaTa TTou divouv gival TTIo akpIBh Kal evnuepwuéva Aaker
et al., (2012)
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4.2.2 NMoooTIKNA A TTOIOTIKA

AvaAUovTag TNV CUMTTEPIPOPG TWV TTPOPNBEUTWY Kal TTEAATWY ME TNV TIOIOTIKN
MEBODBO uTTOopOoUNE Va BonBnBolpe Kabwg divel EIKOVA yIa TO TTWGS OKEPTETAI KAl Opai N
KABe pia atrd TIG auTéG TIG ouddeg. Etmiong 1o duvatd onueio TnG TOIOTIKAG ueBGdoU
gival To BaBog Twv atroteAsopdTwy TNG Kent, (2007) o€ oxéon PE MIG ATTAR KAl YEVIKA
TOoOTIK PEBODO. MMapdha autd, n TIOCOTIK HEBODOG WTTOpPEI VA TTPOCQEPEI
MEYOAUTEPO aPIBUO OEBOUEVWY KAl TTIO  QVTITIPOOWTTEUTIKA OTO OUVOAO TOU
TTANBucpol. EmmpdoBeta n moooTik PEBOSOG eTIAEXONKe €TTEIdr) €ival akpIBN,
ouoTnpatiky Aaker et al, (2012) kal PTTOPEl va OTTAVIACEl PE COQRVEIA OTO

EPWTAMOTA TNG EPYATiag.

4.3 M£0050g ocuAAoyR G BedopéEVwV

Ymdpyouv di1a@opeg PEBODOI TTOU XPNOIUOTTOIOUVTAI YIa va paéwelg dedopéva TTou
TTOOOTIKOTTOIOUV HETABANTEG. ZTNV WEAETN MAG TTPAYMOTOTIOINCOUE €PEUVA HE TNV
BonBeia epwtnuatoAoyiwyv. Eival pia cuvnBiopévn otnv BipAloypagia péBodog Tng
otroiag 0 Bacikdg OTOXOG Eival va TTETUXOUNE 600 PeYOAUTEPO deiypa TTPOG £EETOON.
Quoikd 600 peyaAuTepo gival T0 TTANBOG TOOO peyaAuTepn akpifeia €xel n uEB0dOG.
EmmpdéoBeta n mpocéyyion autr ival TTOAU TTIO OIKOVOIKH Kal YpAyopn G€ oUYKPIoN
ME GANeg peBOdoug kal  divel amoteAéopara  TTOU  Ogv UTTOKEIVTQI  OTNV
UTTOKEIMEVIKOTNTO TOU Trapatnpentr — epeuvnt Aaker et al., (2012). Eidikd otnv
TTEPITITWON TNG MEAETNG PO TTOU Ta atroTeAéopaTta divovtal atrd dUo dIAPOPETIKOUG

TTANBUCPOUG (TTPOUNBEUTEG K TTEAATEG) N HEBODOG aUTH) gival N EvOEDEIYUEVN.

4.3.1 Mé€00d0g eTTIKOIVWViOG

To Baoikd KpITAPIO yia Tnv Aoy TG PEBOSoU ATav To XaunAd KOOTOG, n €UKOAIa
oTnv  OUAAOYA Twv aTTaviACEwV Kol QUOIKA n  TaxutnTa atmokpiong oTa
epwTnUaToAdyIa. O1 yéBodol TTou ouvriBwg XPNOIKOTIOIOUVTAIl OTIG MEAETEG gival Ol
TTAPAKATW:

2uvévreuén mpoowrtro ue NMpéowrro

Me aAAnAoypagia

Aia TnAepwvou

Méow tou internet
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4.3.1a Zuvévteuén mpoowtro pe NMpoéowTro

21NV PEBODO TTPOCWTIO PE TTPOCWTTO £XEIC UEYAAUTEPO TTOCOOTO QVTATTOKPIONG O€
oxéon ue dAeg peBodoug Aaker et al, (2012) kal emmiong €xel TO TTAEOVEKTNUA OTI O
EPEUVNTAG MTTOPEI va dwaoel dueca eENyNOEIC YIa KATTOIA £PWTNON O€ TTEPITITWON TTOU
O¢ev gival TTANpwg kaTtavonTr]. QoToo0 cival eEAIPETIKA XpovoRopa Kal n akpiBeia Twv

ATTOVTHOEWY EVOEXONEVWG VO ETTNPEACETAI ATTO TNV QUOIKA TTAPOUCIa TOU EPEUVNTH.

4.3.1b Mg aAAnAoypagia

H péBodog auth cival pdAAov n 1o EeTrepacpévn 600V agopd TNV £peuva Kabwg
€TTIONG Kal TTOAU aKpPIPr] av UTTOAOYIOEIG T JETAPOPIKA KOOTN, KAl KOOTN EKTUTTWONG
TWV €mMOTOAWY. H pEB0BOG auth €ival evoxAnTIKA yia Tov £pwTnBévia KabBwg Tov
Badel otnv idla diadikacia va oTeilel he aAAnAoypagia TNV atrdvrnon Tou JE Tov @Oo
OTI yTTopEi va pnv @TAcel TTOTE €iTE va Pnv TUXEl TNG avaAoyng TTPocoxnig. To Yovo
TTACOVEKTNHO TNG HEBSSOU cival OTI 0 EPWTWHEVOG €XEl TO XPOVO Kal TO XWPO va
ATTAVTACOEIC YE TNV AVECN TOU JE ATTOTEAECHA N £€peuva va gival o TToIOTIKA. QoTOC0

eivar akpIfnA kai Ogv gival auTh TTou yevIKA ouvnBileTal.

4.3.1c Ala TnAe@wvou

H dia TnAepwvou péBodog TTpoo@épel ueydAn kar oe BaBog atmdkpion yia 1o Béua
TToU €€eTACEl O £peuvnTNG. QOTOCO €xEl HEYANO OXETIKG KOOTOG KaI ETTEIDN €ival PIa
MEBOBOG N oTroia NTA Gueca atmravinon ouxva &gv TuyXAvel TNG KOAUTEPNG duvaThg
avTiyeTwTTiong. ETtriong €xel peydho 1moo00Td PN ATTOKPIONG ME ATTOTEAECPO va
emnpeddovTal €vTova Ta cupTTEPAoATa TNG €pEuUvag. To TNAEQWVO XPNOIPOTTOINBNKE
pOVO cav PECO yia va PTTOPECOUNE va BIATTIOTWOOUUE TIOIO Eival TO KATAAANAO
TTPOCWTIO ETTIKOIVWVIOG a1Td TNV KABe eTaIpgia yia va Tou atrooTaAei TO TEAIKO
epwTNUATOAGYIO. AuTd atroTéAece €va TTOAU KOAO QIATPO yia va €ykpivoupde 1 va
atmmoppiyoupe KATToIa €TAIPEiO yiIa TNV €peuva pag. Etriong pe tov 1poTTO0 QUTO
MEIWONKE aiIoBNTA TO TTOCOCTO QPVNTIKWY OTTAVIACEWY KOBWGS KATTOIEG ETAIPEIES
TTPOUNBEUTEG Kl TTEAATEG aTTéKAEIoaY €€ apxXAG TNV TTEPITITWON VA CUUPETACXOUV
oTnVv €peuva Kabwg ATav EVAVTIO OTNV TTOAITIKF) Toug. Me Tov TPOTTO QUTO TTETUXOUE
MIa TTI0 0pBOAOYIKH AIOTO CUPMETEXOVTWY OI OTTOIOI ATAV ETOIMOI KOI TTPOETOINACUEVOI

yIQ VO OTTAVTACOUY OTO BEua TNG HEAETNG WAG.
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4.3.1d Méow Tou d1adIKTUOU

H €peuva péow internet cival yevikwg XapnAou KOGTOUG, ypriyopn oTnv a1roKpIon,
BoAIKA Kal yia TIG dUO TTAEUPEG, oou Bivel TO TTAEOVEKTNUA VO PTTOPEIG va TOEKAPEIG
EUKOAOTEPQ TIG ATTAVTACEIS KAl QUOIKA gou divel JeyaAUTEPO €UPOG DEIYUATWY TTPOG
e&étaon atrd didgopa PEpn Tou KGoUoU TauToxpovda. YTTapxel TTANBwpa pebddwv yia
VQ KOIVOTTOINOEIG £va TETOIOU €i00G £pwTNUATOAGYIO (forum, newsletters Kal KOIVWVIKA
OikTia). Ta auToug Toug AGyoug OThV £pEUVA AG XPNOIMOTTOINCAME auTr TNV HEBODO
yia TNV ouAAoyr Twv dedopévwyv. MeTd Tnv TEAIKN ETTIAOYR TWV CUPHETEXOVTWY OTNV
Epeuva Pe TNV TNAEQWVIKA PEBODO Ta epwTnUOTOAdYIO TTPOWBNBNKavV Pe email oTa
avTioTolxa dartopa. 210 email autd €yive COaQEG TO QVTIKEIMEVO KAl O OTOXOG TG
épeuvag. Ettiong d68nkav OAeg ol atmmapaitnteg dlaBeBaiwoelg yia 1o 6T T OTOIXEIA
TWV CUMMPETEXOVTWY dev Ba dnuoolotmoinBouv Kal Twg Ta ammoTteAéopaTta  Ba
XPNOIUOTTOIOUVTAYV OTO OUVOAO TOUG VIO OAEG TIG eUTTAEKOUEVEG eTaIpEieG. TENOG OTO
email 668nke €va link TTou 0dnyouace oTnv ogAida Tou dIadIKTUOU TTOU PIAOEEVOUTE TIG
EPWTNOEIC TNG €peuvag. Tpelg POoPAdES PETA TO apxIKO email éyive pia uttevluuion

o€ €va TooooTo 30% TToU gV €ixav aKOPA ATTAVTHOEI OTO EPWTNHATOAGYIO.

4.4 Oépata aroKpIong

4.4.1 Oépara pebodoAoyiag

E€aimiag Tng eutmAoKAG Tou S10dIKTUOU OTNV CUAAOYR Twv dedopévwy, £peuva €XEl
MEYAAO TTO000TO PN aTmOKPIoNg KaBwg UTTdpxel KOOUOG TTou dev £XeEl TTPOORACN o€
uttoAoyIoTh 1} smartphone. ETiong utrdpxel apKeETOG KOOPOG TTOU BeV €XEI EUTTAOKNA HE
Ta social media kai yevik& Tnv TexvoAoyia. QoTO00 0 KOOWOG TTOU YEVIKA atreuBuveTal
£pEUVa Pag gival 0To KOOUO TWV ETTIXEIPAOEWV N OTTOIA €ival APPNKTA CUVOEDEPEVN HE
TNV TEXVOAoyia. OTTwg ava@EépOnKe Kal TTOPATTAVW TO EPWTNHATOASYIO €0TAAN O¢€ éva
dtopo atd kéBe etaipeia £mreira atrd agloAdynon 1ng kataAAnAdéAntag Tou. Ta dTtoua
autd ATav ouvABwg uywnAou emmmmédou dieubBuvTég. TMa TNV agloAdéynon Twv
amavTioewy TTou deXOAKaue atmd TTEAATEG Kal TTPoPNBeuTéC d1eCAxOn Mo doknon
TToI0TNTAG PE PAon TIG 0dnyieg Twv Huber kai Power’'s (1985). MNa tnv akpieia 1o
TEAEUTAIO KOUMATI Twv gpwTnuaToAoyiwv avagépoviav o€ BEéuata TTou €Xouv va
Kavouv TIG BAEWeEIS Kal TO Opaua TNG ETalpEiag yia 10 PEANOV, TNV €UTTAOKN TOUu
EPWTWHEVOU OTA VEQ project TNG ETAIPEIOG Kal TTOIEG €ival Ol YEVIKEG APHOBIOTATEG TOU
oTa véa autd project. Ta epwTAPATO O€ QUTO TO KOPMATI TNG €PEUVAG EixaVv KAIJAKWON
atd 1-7 (xapnAn eutmAokn — uwnAn euTTAOKN). Kavéva atrd 1a epwTnuaToAdyia 010

OUYKEKPIUEVO EpWTNUO BEV €iXav aTTOTEAEOUA UIKPOTEPO ATTO 5.
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4.4.2 MeBodoAoyia deiyyaroAnyiag

To Ociyya pe 10 otroio dleCAyeTal N €pEuva UAG Eival TTEPIOPICUEVO OTIG ETAIPEIES
KAAAUVTIKWV oTnv EAAGSa TTapaywyIKES Kal EUTTOPIKES. To péyeBOG TwV ETAIPILV EXEI
eupog atrd 30-1000 epyalduevoug kKal atmo T¢ipoug PEPIKWV XIAIGdwY Euro péxpl kal
apkeTd Oekddeg ekatoupupia Euro. ‘ETol n  TTAnpogopia  TToU  CUAANEyouE
TTEPINAPPBAVEL KAl MIKPEG ETAIPEIEG ME TTEPIOPICUEVN YEVIKA QVATITUEN OAAG Kal
TTPWTOTTOPEG ETAIPEIEG EPAUIANEG TwV TTOAUEBVIKWYV oOikwv. O1 TTpounBeuTéc €ival
KUPIWG OiKol ToU €§WTEPIKOU TTOAU yVWOTOI Kal HEYAAOI 0€ TTAYKOOMIO ETTITTEDO OTNV
TTapaywyr Kal gUTTOPEid UAWV  Kal UANIKWV OuoKeuaoiog yia KOoAUvTIKa. Ta
EPWTNHATOAGYIA OTTEUBUVOVTAI OTA AVWTEPO OTEAEXN TWV ETAIPILY OTTWG BIEUBUVTEG
marketing kal TTWAACEWY, UTTEUBUVOUG £EQYWYWV KAl TTAPAYWYAS TWV ETAIPIWV.
Otmwg yivetal karavontd n  HEAETN pag TrEpIopieTal O €vav  CUYKEKPIUEVO
TTAPAYWYIKO-  €UTTOPIKG  KAGDO (QUTOV Twv  KAAAUVTIKWV  TTPOIGVTWYV) Kal o€
TTPOUNBEUTEG TTOU €1IBIKEUOVTAI OTNV TTPOMNBEIO UAWY TTOU XPNCIKMOTTIOIOUVTAl KUPIWG
yia KaAAUvTIKR xprion. OTéTe uttdpxel oagwg PepoAnyia oTnv £peuva eOoov dev

€€eTACEI KAl GANEG OUADES TTPOIOVTWV.

4.4.3 Oépara nOIKAg

H peAéTn éxel Tnv €yKpIion Kal TNV ETTOTITEId Twv OUO TTAVETIOTAMIWY TTou
ouvepyalovtal oto Tpoéypappa (EBviké MetooBio TMoAutexveio kai OIKOVOUIKO
MavemoTtrpio ABrivag) wg TTPog TNV exENUBEIa Twy atTavtriioswy. O1 atTavTioElg gival

TTavTa avwvupeg OTTwg eIRAAAeTan atrd To Data protective act 1998.

4.5 Avarrtuén epwrtnuaroAoyiou

4.5.1 NepiexOpevo epwTAOEWYV Kol KAIMOKES HETPNONG

O1 T1epIo0OTEPEG EPWTNOEIG TOU EPWTNPATOAOYiOU eival TTOAATTANG €TTIAOYAG Ol
ATTAVTHOEIS TWV OTTOIWV £XOUV €UPOG ETTIAOYAG 7 KAIMAKWY (1 2> Zup@wvw attéAuTa)
(7 2 Alagwvw atréAuta). NMoAAG epwTnoceig e€eTdlouv Tautdxpova didgopa BEuaTa
TAuTOXPOVa KaBWG £xel atrodelxOei 0TI £xel KaAUTEPA aTToTeEAéTUATA ATTO TO VA KAVEIG
Mepovwpéveg epwTnoelg Liu, (2003).

O1 KAigakeG METPNONG TNG MEAETNG HAG CUAAEXONkav €mmeima ammd  avaAuTiKhA
emegepyaoia Twv gpyaciwv Tou uttdpyxouv otnv  BiBAloypagia pe Bféua  Tnv
ouvonuioupyia agiag. O petaBAnTéc autég padli pe 1O avrioToiXo ApBpo TNng

BiBAIoypagiag @aivovTal TTapakaTw:
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Customer patrticipation in NPD - (Fang et al., 2008)
Information sharing - (Fang et al., 2008)
Coordination effectiveness - (Fang et al., 2008)
Customer specific investments - (Fang et al., 2008)
Explorative innovation strategy - (Morgan/Berthon)
Innovative capabilities - (Akman and Yilmaz 2008)
Cost advantage > (Fang 2008, JM).

Opportunities exploitation > (Fang 2008, JM).

Defense against threats - (Fang 2008, JM).

4.5.2 AAAnAovyia epwTRoEWV

‘Exel yivel TTpooTrdBeia n epwTACEIS Va €ival EUKOAO KaTavonTéG atmd Tov XpHoTn va
givar dIakpITIKEG Kal va PNV aAAnAemikaAuTtovtal Aaker el al (2012). Emiong T10
EPWTNHOTOAGYIO €xouv pia aAAnAouxia Tou €xel oav oTéX0 va avadeiger TIg

OUCXETIOEIG avANEDT OTA constructs TG HEAETNG.

4.5.3 TpO1TOg SIATUTTWONG TWV EPWTHOEWV

E€aitiag Tng ¢uong Tou epwtnuatoAloyiou atmmd 1o dIadIKTUO Ol EPWTACEIG Ba TTPETTE
va gival oa@wg SIOTUTTWHEVEG Kal va TTETUXAiVOuV TO OTOXO Toug. ETmiong dev Ba
TIPETTEl VA €ival JAKPOOKEAEIG Kal va gival {EKABAPES WG TTPOG To vonua Toug. ETriong
Ba TPETTEl va UTTAPXEI MIO QUOIOAOYIKA porj oTnv KAIWAKwON Toug £TC1 WOTE va
OIEUKOAUVOUV TNV afiooTn Kai €INKPIVE] atravTnon. ZTnv PHEAETN £yive TTPOOTIABEI Ol
EPWTNOEIG VO PNV EUTTEPIEXOUV ECEIBIKEUPEVN OPOAOYia £TOI WOTE VA Eival KATAVONTEG.
TNV TIEPITTTWON TToU gV yIvOTav dIAQOPETIKA divovTav €TTEENYNOEIG WG TTPOG TOUG

OpOUG Kal TO VONUA TTOU €XOUV OTNV €PEUVA UAG.

4.5.4 AokiyR epwTnHaToAoyiou

To apxiké epwtnuaToAdyio Ookiydotnke amd 5 epwTnBévieg Tuxaia. To
epWTNUATOAGYIO agloAoyrBnkav wg TTPOG To PEYEDOG TWV EPWTHOEWY, THV COPRVEIX
Kal TO KaTd TTO00 dnuioupyolcav To evBIAQEPOV GTOV XPAOTN YIA VO TO OAOKANPWOEI.
H &iadikaoia auty odAynoe otnv BeATiwon Kal Peiwon Twy epwTACEWY avd section
€TO1 WOTE VA KAVOUV TO £PWTNHATOAGYIO TTIO QIAIKO oTov XpRoTn. O péoog xpbévog yia

TNV CUPTTAAPWGON Tou epwTnuaToAoyiou atmd Tov XprioTn utroAoyioTnke ota 15 — 18
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AeTrTd TG wpag. Ta oxoAia TTou £ylvav OTO TTPWTN OOKIUA TOU €PWTNUATOAOYiIOU
odfynoav otnv TeAIKA Tou Pop@r) n oTroia OOKIMACTNKE €K véou OTO idIo deiyua 5

ATOPWV.
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KegpdAaio 5
5. AvdAuon Kal atroTeAéopaTA

5.1 ASIoAdynon Twv peTafAnTwyv

AkoAouBwvTtag Ta Tnv peBodoloyia Twv Gerbing and Anderson (1988), N ECWTEPIKN
Oouvoxn TNG KAIJOKOG €EETAOTNKE APXIKA XPNOIMOTIOIWVTAG €vag ouvduaouod
avaAuong OdlepeuvnTIKOU TTOPAYOVTA KOl OUCXETION OTOIXEIWV HE TA OUVOAIKG
oToIXEia. av ammoTéAeopa autrig TNG MEAETNG KATTOlO OTOIXEia ETTIAEXONKE va
dlaypagouv. Ta utdéAoira oToixeia uttopfARBnkav o€ avdAuon emReRalwTiKOU
TTapayovta (CFA) xpnoiyotroiwvtag EQS. Bentler, (1995).

1. Customer

participation in NPD

2. Information sharing 01 -

3. Coordination A4 40 -

effectiveness

4. Customer specific 43 03 3 -

investment

5. Explorative -27 46 13 -25 -

innovation strategy

6. Innovative -25 12 53 18 49 -

capabilities

7. Cost advantage -37 07 41 15 14 67 - -

8. Opportunities -42 32 36 .04 38 64 82 - -
exploitation

9. Defense against -30 42 51 14 50 75 .75 .82 -
threats

Cronbach alpha 93 88 84 86 80 .89 .8 .89 .86
Mean Score 3.92 555 479 347 422 419 462 461 4.60
Standard Deviation 146 119 108 115 141 135 117 125 130

Note: Correlations above .15 are significant at p < .05. Correlations above .20 are
significant at p<.01.

Mivakag 4 Descriptive statistics and correlation matrix
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H diakpITIKA 10XUG TOU POVTEAOU OOKIJAOTNKE XPNOIMOTIOIWVTAG TISC 0dnyieg Twv
Anderson Gerbing (1998). MNpwTta 6Aa Ta mMBavd {euyn peTaBAnTwy agioAoyrnBnkav
o€ Mia oglpd povTéAwv CFA 800 cuvteAeoTwy. To PovTéAO ekTEAEDTNKE OUO POpPEG.
Tnv pia @opd o ouvteAeaTn§ phi TrepiopifdTav Kal TRV deUTEPN POopd RTAV AEUBEPOG.
Ze OAeg TIC duadikEC ouyKkpioeig n diagopd atnv TR X2 ATav YeyaAlTtepn atmd Tnv

Kpioiun Tiun 3,84.

Standardi
zed

Hypothesized Paths coefficient  t-value
H1 Customer participation in NPD — Explorative _—
. . -.33 -3.27
innovation strategy
H2 Information sharing — Explorative innovation strategy .46 4.147%**
H3 Coordination effectiveness — Explorative innovation 17 1.8%
strategy ’ '
H4 Customer-specific investment — Explorative innovation -3 9 37
strategy ' ’
H5 Explorative innovation strategy — Innovative .

I 49 4.09
capabilities
H6 Innovative capabilities — Cost advantage .90 11.03***
H7 Innovative capabilities — Opportunities exploitation .88 8.83***
HS innovative capabilities — Defense against threats .97 10.62***

Note: Fit statistics for structural model: ys7 = 2280.52, p<.01; %d.f =4.68; CFI=.79; NNFI=.77;
RMSEA=.17.

***p<.01

**p<.05

Mivakag 5 Standardized Path Coefficients and t-value for the structural model

21NV ouvéxela 1o SIAOTNHA EUTTIOTOOUVNG (+- dUO onuavTikd oQAApaTa) yia oAa Ta
Ceuydplia ouvteAeoTWV UTTOAOYIiOTNKE. 2€ Kapia Trepimmtwon 10 dldoTnUa
eutmioToouvng Oev Tepleixe Tnv TiuR 1.0. Autd Ta atroteAéopaTa divouv ETTAPKNA
OToIXEia yIa TN OUOXETION KABE CeUyoug HETABANTWV.

H alomoTia TG pebodou ekTiundnke pe BACN TOV UTTOAOYIOUO TOU OUVTEAEOTA
Cronbach alpha ka1 ocuvBetn BaBuoAoyia aglommoTiag. OTwg @aiveTal Kal OTov TTivaKa
4 n ouvTeAEOTNG aUTOG yia OAEG TIG PETABANTEG TNG MEAETNG eival TTAVW aTTO TO
Kpiolyo eAdxioTo .70 1O o1roio uTTodNAWVEl LYNAR agloTToTia TNG KAIJOKAg PETPNONG.

OAeg o1 TTapatmdvw PETPAOEIG ATTOOEIKVUOUV ETTIONG OTI Ol KAIMOKEG PETPNONG TTOU
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xpnoigotroirénkav Atav KAatdAAnAeg yia tnv peAéTn. O Tmivakag 4 TTapouadialel Ta

TTEPIYPAPIKG OTATIOTIKA KAl AAANAOCGUOXETIOEIG YIO TIG METABANTES TNG MEAETNG.

5.2 EKTignon douikoU povtéAou

Aedopévng TnG euaicbnaoiag autAg TNG BOKIWAG OTO PEYEBOC Tou BeiyuaTog ETTITTAEOV
OeiKTEC TTPOCAPHOYNS XPNOIMOTIoINONKav: n avaloyia Tou x? TTPo¢ Toug Babuoulg
eAeuBepiag  (x2/d.f.),o deiktng ouykpimikhg Tpooappoyis  (CFIl), o un
TTpocappoopévog deiktng Tmpooapuoyns (NNFI) kai n péon TeTpaywvikr pi¢a Tou
o@aipaTog pocéyyiong (RMSEA). Or Tiyég mou AdPape yia autoug Toug O€iKTEG
(Mivakag 5) eival o1 akdAoubeg: (x2487 = 2280.52, p<.01; x?/d.f =4.68; CFI=.79;
NNFI=.77; RMSEA=.17).

EITTAé0V OI OUVTEAEOTEG TTPWTNG Kal BeUTEPNG TAENGS gival peydAol Kal onuavTikoi. O
MIKPOTEPOG TUTTOTTOINKEVOG OUVTEAEOTNG Kal t-value TTou gpgpavicetan gival 0,17 kai 1,8
avTioToIXa.

2Tov Trivaka 5 TrapouciddovTtal Ta TTEPIYPA@IKA OTATIOTIKA KOl 1 CUOXETION TWV
peTaBAnTWV o€ emmimedo TTapdyovTia TTPwTNG TAENG. Mo ouykekpiyéva n PeTaBAnTA
information sharing €éxel Bemikry emidpacn oTnv upeTaBAnt) Explorative innovation
strategy (H2: B=.46 ka1 t: 4.14) 6mrwg emmiong kai n peTaBAnTr Explorative innovation
strategy éxel BeTikA emmidpaon oTnv peTaBAnTr Innovative capabilities (H4: f=.49 kai t:
4.09). Emiong n petaBAntry Customer participation in NPD éxer BeTikr emridpaon otnv
peTaBAnTA Explorative innovation strategy (H1: B=-.33kai t: -3.27) 6Twg €TTiong n
peTaBANTA Innovative capabilities éxel BeTikn emidpaon otnv petaBAnTr Opportunities
exploitation (H7: p=.88 kai t: 8.83).

5.3 Koivl né0odog pepoAnyiag

Omwg oupPaivel oe K&Oe eutTeIpIK) PEAETN auToU Tou €idoug, UTTAPYXOUV TTIBAVEG
TTNYEG OQAAUATOG Kal atmOKAIoNG. apdAo TToU n CUYKEKPIYEVN MEAETN EXEI QTIAXTEL
oUPQwWva Pe 0PBEG TTPOKTIKEG OXedlaopoU Kal dloiknong 1o ATNUa autd &ev PTTOPET
va amokAeioTei. MNa va pehetiooupe 10 péyeBog NG pepoAnuiag g peBddou
TTpaydatoTroindnke  Factor avaAuon oTnv otoia OAeg o1 PeTaBANTEG  TTOU
TTepIAaPBAvovTal 0To PHOVTEAO TTEPIOPIOTNKAV £TCI WOTE VO POPTWVOUV O€ £vav JOVO
TTapayovta. Ta oTroTeAéopata TTOU TTPOKUTITOUV ATTO TNV OTOTIOTIKA HWEAETN OTI N
ouvnBiopévn atmokAion Tng peBOSou dev atToTeAEl oNPavTIKG TTapdyovTa Kal TTWG aTTd
MOVO TnG Oev uTTOPEl va €EnyAOEl TNV CUOXETION TTOU €p@avideTal avAueoa OTIG

METABANTEG TOU JOVTEAOU.
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KegpdAaio 6

6. 1 ZulATNON KAl CUPTTEPAC AT

Méxpl OTIYUAG, N MEAETN £Dwaoe éva BewpnTIKG TTAQICIO KAl £€va TTPOKTIKO OTIYMIGTUTTO
Tou TEPIBAAAOVTOG Tng ouvdnuioupyiag. Opiopéva amd Ta ATTOTEAECHOTA TWV
OOKIJWYV TTou TIpaydaToTroenkav €ival TTOAU IKQvoTToINTIKA Kal GAAa  atTAwg
empPBefaiwvouv auté tou ATav AdN yvwaoTo oTtnv BIBAIoypa@ik €peuva. AuTh n
evoTnTa Ba oudnTroEl TNV £TTIOPACH TWV ATTOTEAEOUATWY KAl TTWG AUTA UTTOpoUV va
atroteAéoouv 00Nny6 yia Toug manager Kal TIG SIOIKACEIG TWV ETAIPIWV.

MoAAéG atrd TIG ueTAPBANTEG TTou egeTdoapue OTwg To information sharing kal 10
customer specific investment o&cixvouv OTI €xouv WeYAAn OUOXETION MHE TO
explorative innovation strategy. 'Eva TTOAU onuavTiKé CUPTTEPACA TTOU TTPOKUTTTEI
amd TNV TTOPATTAVW CUOCXETION €ival TTWG Ol ETAIPEIEG O OTTOIEG OTOXEUOUV OTNV
Hop®n auTh TNG KaivoTouiag Ba TTpETTel va TTeEVOUOOUV OThV OXECN TOUG HE TOUG
TTPOPNBEUTEG TOUG OTNV AoyiKf TNG ouvdnuioupyiag. H emmévduon ptropei €ival
MNXaVOAOYIKOG €EOTTAICUOG | TNV aTTO KolvoUu avdaTtuén e€vog TTPOIOVTOG TTou va
arraitei emévduon kal atd TIG dUO TTAEupég. ETTiong ol manager Twv ETAIPILV
TTPOKEINEVOU VO TTETUXOUV OQEAOG YIO TNV ETAIPEIO TOUG O€ AUTA TNV KATeUBuvaon eival
onMavTIkG va e1revduoouv oTnv aviaAlayh TTAnpogopiag. MeAdTeG Kal TTPOUNOEUTEG
MOVO va weeAnBouv éxouv atmd auth Tnv diadikagia.

Emiong amd tnv peEAETN @aiveTal n cuox£Tion avaueoa otnv explorative innovation
strategy ue Tnv peTaBAnTh innovation capabilities. O1 dIOIKATEIG TWV ETAIPILY TTOU
BéAOUV va QTTOKTAOOUV TTAEOVEKTNUO MEOW TNG KalvoTopiog Oa Trpétrel va
€TTEVOUOOUV OTNV KATAPTION TWV UTTAAANAWY TOUG £TOI WOTE VA QATTOKTHOOUV TNV
ammaIToUpEVN yvwaon Kal Tnv euTreipia. ‘Evag ao@aAig dpouog yia va @TAcouv OTnv
IKavOTNTA KAIVOTOWiag ival yéow NG SIEPEUVNTIKNAG OTPATNYIKAG N OTToia OXETICETAl
dueoa Pe TNV EpEUva Kal avaTTTugn.

EmmpdéoBeta n TTOAU onpavTiké cuutrepdcpaTta eEdyovtal amd TNV CUCXETION TNG
METABANTAG innovation capabilities kol Tng peTaBAnT¢ cost advantage. H peiwon
Tou KOOTOUG eival éva ATNUAO TTOU QTTAOXOAEl OAEG TIG ETAIPEIEG TTAYKOOMIWG Kal
MAAIOTa 0t KATTOIEG € QUTWYV ATTOTEAE TO PBACIKO TOUG TTAEOVEKTNUG £vavTl TOU
avTaywviopoU Toug. H épeuva pag atmodeikviel 6Tl yia va PTTOPEIG va OTACEIS OTNnVv
peiwon kbéoToug avaBabuidoviag Tnv ToIéTNTO TOU TIPOIOVIOG HE Tnv Pondeia
KAIVOTOUWV TTPAKTIKWY. AUTO TO CUMPTTEPACUA TTPETTEI VA Yivel KaTtavontd atro TIG
OIOIKNOEIG TWV ETAIPILOV TTOU OUVABWG TTPOKEINEVOU VA HEIWOOUV T KOOTN TOUG

TTPOXWPOUV OE EKTITWOEIG WG TTPOG TNV TTOIOTNTA TNG UTTNPECIAG TTOU TTPOCPEPOUV,
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AKOua pia agloonueiwTn cuoxETIoN €ival auTh avdueoa oTnv PETABANTA innovation
capabilities kai Tnv petapAnty Defense against threats. O €Aeyxog kai n
OUYKPATNON TOU QvTaywvVvIoUoU eival pia atrd TIG o OUOKOAEG e€pyacieg o€ évav
opyaviouo. H épeuva pag deixvel 0TI N KAIVOTOMIa JTTOPE va ATTOTEAET TNV TTI0O ACPAAN
A0on o€ autd 1o Bépa. Kal auto yiati n uloBETNoN TNG KAIVOTOMIOG o€ OAA TA TUAUATA
TNG €TMIXEiPNONG Ba Toug PEpel o€ BEON 1I0XUOG £vavTl TOU AVTAYwVICHOU Kal 6a Toug
avaykaoel va akohouBouv Tnv e&EAIEN TNG ayopds Kal OxI va TNV oxedialouy.

To TeNIKO oupTTépacpa TG PEAETNG gival OTI 01 €TAIPEIEG OI OTTOIEG CUVEPYALOVTAl HE
TOUG TTPOPNBEUTEG TOUG OTNV AOYIKA TNG ouvdnuioupyiag eival TTOAU mlBavo va
avaTITUgouUV TTPOIOGVTA WE TTAEOVEKTHAUATA TOOO TTOIOTIKA GAA& KAl OIKOVOMIKA. AuTé
OUVETTAYETAI AVATITUEN OIKOVOMIag KAiJakag ol otroia 8a gépel kal Ta avdaloya
OIKOVOUIKG atToTEAéOUATA.

H ¢peuva atrodeikvuel 0TI N auvdnuioupyia gival pia diadikaaia n oTroia EXel 0QEAN Kai
yia Ta OUO euTTAeKOpEVa PEPN (TTEAATES Kal TTPoUNBeuUTES). O TTpounBeuTAg atmd TNV
Mia pepid yivetan wvtavo KOPUATE aTnv avamTugn Tou TTPOoIdvVToC Tou TTEAATN TOU Kal
QAUTO UTTOPEI va TOU dWOEI TO KivNTPO va avatrTUooEl CUVEXWG VEQ KOl TTPWTOTTOPIAKA
TTPOIOVTA TTPOKEINEVOU VO HEYOAWOEl TNV KeEPOo@opia aAAd kal va edpalwoel TV
oxéon ouvepyaoiag e Tov TTEAATN Tou. Me TOV TPOTTO QUTO WTTOPEI VO KATOPEPE! N
TIMF} TOU TTPOIOVTOG VA PNV €ival OTO ETTIKEVTPO TNG OULNTNONG UE TOV TTEAATN Kal va
00B¢i €upacn otnv Onuioupyia Kal OTNV HMOvVadIKOTNTA TOUu Of€ Oxéan ME TOV
avTaywvIoUO.

ATIé TNV PEPIA TOU TTEAATN N cuvdNUIoUPYia PTTOPEI va aTTOTEAECEI TV APETNPIA YIa
va avoKoAUWEl VEEG ayopéG 1] KOPUATIO TG ayopdg OTa OTToia Oev €ixe TTapouaia.
Etriong eival évag TTOAU KOAGG TPOTTOG €TO1 WOTE VA PEYAAWOEI TO PEPIBIO ayopdg
Méoa atrd KavoTopa, oUyxpova TEAIKA TTPOIOVTA TTOU VA IKAVOTTOIOUV TIG aVAYKEG TOU
KatavaAwTh he eTTauénuévn agia otnv xprion.

OAokAnpwvovTtag oAU onuavTiKO €ival va TovioTel 6Tl N ouvdnuioupyia UTTOPEi va
atroteAéoel pia TTOAU KOAN gukaipia TO00 yia TTPOUNBeuTéEG OO0 Kal yia TTEAATEG va
AVAVEWOOUV TIG ECWTEPIKEG TOU BIadIKATiEG KAl va TTPOCAPPOCTOUV TTEPICOOTEPO OF
éva TPOTTO AgIToupyiag TToU va gival EUENIKTOG Kal va OTOXEUEI oTnV €EENIEN Kal TV

TTIPOCAPHOYHA OTIG VEEG AVAYKES TNG AYOPAG.
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KegpdaAaio 7

7. Nepropiopoi kal HEAAOVTIKA épeuva

Ta cuptrepdoparta TG EAETNG Ba TTPETTEI va epuNvEUBOUV UTTO TO TTPICHA OPICHEVWV
TTEPIOPIOHWYV TTOU gival eyyeveic otnv épeuva autr]. O Thiétart et al. (2001) ovépaoe
auty Tnv diadikacia wg opbr epeuvnTik TTPAKTIKA. O1 TTEPIOPIOUOI QUTAG TNV
EPEUVNTIKAG TTPOCTIABEING apopoUV YeVIKG BEpaTta, Tov oxXedIaoU0 TG MEAETNG KAl TIG
ETMOTANOVIKEG HEBODOUG KA TEXVIKEG TTOU XPNOIKOTTOINONKAv.

YTTapyouVv TTEPIOPIOUOI OTNV £pguva TTou dIECAYOUE o1 0TToioI Ba uTTopoUCaV va gival
ageTnpia yio HEANOVTIKA €peuva Kal TTEPAITEPW AVAAUCHN aTTd TOUG E€PEUVNTEG OF
oxéon e T0 B€ua Tnv ouvdnuioupyiag.

O mpWwTOoG KaI TTOAU ONPAVTIKOG TTEPIOPICHOG £XEI VA KAVEI PE TO DEIYHA TOU HOVTEAOU.
Ta epwTnuaToAdyIa atreubuvOnkav o€ ouykekpIgévo TTARB0G EAANVIKWY ETAIPILIV KAl
oe éva KAAdo TNG ayopds (KAAAUVTIKG TTpoidvTa) otov o1roio n EANGSa £xel TTOAU
MIKPO uepidlo TTaykoouiwg. Emiong 1o péyeBog Tou uttd eféTaon Oeiyuartog cival
OXETIKA MIKPO VIO VO UTTOPEI va TTPOCPEPEI AOPAAr] CUUTTEPACUATA YIA TNV OTTOAUTN
opBoéTNTA TWV £pEUVNTIKWY aTToTEAeTUATWY. ETTiong anuavtikd oToixeio yia 1o utod
e¢€Taon Ociypa givalr 611 n ayopd NG EAAGDOG eival o€ kpion ommoTE dEV UTTAPXOUV
1600 TTOAAG véa project 0To KOPMATI Twy KAAAUVTIKWY. AuTé Bavov va Trailel poAo
ota amoteAéopara kabwg n ouvdnuioupyia civalr pia diadikaoia TTou avlilel o€
ayopég Tou Ppiokovtal o avamTuén. Emiong 1o dciyya Ba ptropouce va eival
MEYOAUTEPO Kal O€ NEYOAUTEPO KOUUATI TNG ayopdg. [Na TTapddeiypya Ba ytropouoe va
atreuBuvBel oe eTaIpEiEG OTOV TOPEQ TWV QAPPAKWY 1 TWV TPOQPINWV TToU E€ival
peyaAuTepol oTov EANadIKG Xwpo aAAG Kal TTAYKOO HiwG.

Emiong €évag onuavtikdg TreEPIOPIOPOG  €ival OTI Ta  EPWTAPATA  TNG  €PEUVOG
ateuBuvovTal uOvo OTOUG TTEAATES. ZTNV ouvdnuioupyia agiag Ta euTTAEKOUEVA PéEPN
givar d0o kai diakpITd (TTeEAATES Kal TTPounBeuTéG). OTTdTE ATTO TO POVTEAO AgiTTOUV T
Oedopéva TTou Ba uTTopoulcay va TTPOCEPEPOUV OI TTPOUNBEUTEG avaPOopIKA He To BEua
TNG ouvdnuIoupyiag Pe Toug TTEAATEG TNG MEAETNG UaG.

TENOG QUOIKA UTTAPXE KAl O TTEPIOPICHOG TOU XPOVOU Yia TNV OAOKAApWON Ta £PEUVAG.
O1 oxéoeig avdueoa oTig PeTaBANTEG Ba uTTopoUcav va avaAuBouv eKTeEvEOTEPQ
KaBwg €T1TioNng Kal Ta epwTnuatoAdyia Ba prropoucav va 6000ouUv ek vEou BeATIWHEVO
otov 010 TANBuoPO HETA TNV OAOKARPWON TNG TPWTNG OTATIOTIKAG HEAETNG
TTPOKEINEVOU Va dWOOoUV BeATIWUEVA ATTOTEAEOUATA HEYAAUTEPNG AKPIBEIAG.

MapbéAo TTou n utTdpxouoa UPEAETN PTTOPET va eTTeKTAOEI e dIAQOpPOoUG TPOTTOUG, TO

KOMMATI TTOU XPEIAeTal EEXwPIOTA TTPOCOoXNA €ival O JEANOVTIKEG UEAETEG KAl TTWG Ol
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EPEUVNTEG OTO MEAAOV uTTOPOUV va TNV XENOIUOTIOIOOUV YIa VA TTPOXWPHOOUV
TTEPICCOTEPO TNV £PEUVA YEVIKOTEPQ.

Mia peAAOVTIKA HeEAETR Ba pmTopouce va avaAuoel akpIBwg To idl0 1 KATToI0
avTioToIXO MOVTEAO aTTO TNV TTAEUPA TOU TTPOUNBEUTA TTPOG Tov TTEAATN €101 WOTE va
OIATTIOTWOOUNE KATA TTOCO UTTAPXEl KOIV) TTPOCEYYION aVaQOPIKA PE TO BEPa Tng
ouvdnuioupyiag oTa project.

Emiong pia dAAn €peuva Ba pttopouce va atreubuvel epwTAPATA O oxéon PE TNV
ouvonuioupyia og TTEAATEG Kal TIPOUNBEUTEG TTOU £Xouv AdN CUVEPYOOia PETALU TOUG.
Autdé Ba BonBouce BiaiTepa KABWSG Ba pTTopoucav va eEaxBouv CuPTTEPACUATO
XPNOIUOTTOIWVTAG dUAdIKEG OXETEIC AVAUEDTE O€ TTPOUNBOEUTEG Kal TTEAGTES. 'ETOI OTO
HovTéAO Ba UTTAPXE TOOO N €PTTAOKA TOU TTEAGTNG OTA project Tou TTPounBeuTr aAAd
KAl TO avTioTPo®Oo. Oa Ptropouce £T01 OTATIOTIKA va Yivel HEAETN OUOXETIONG TTOAAWY
TTEPICCOTEPWY OXETEWV AVAUETO OTOUG TTEAATEG KAl TOUG TTPONNBEUTEG TOUG Kal va
avoigel £évag véog OpONOG aTnV PEAETN TNG ouvdnuIoupyiag Kal o€ GAAOUG KAGDOUG TNG

TTAYKOOHIOG ayopdq.
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MapdpTnua

EpwTtnuaroAdyio MeAdrn

Very Very
superficial deeply
Idea
) 1 2 3 4 5 6 7
generation
Concept
) 1 2 3 4 5 6 7
screening
Product
o 1 2 3 4 5 6 7
specification
Business
] 1 2 3 4 5 6 7
evalutaion
Product design | 1 2 3 4 5 6 7
Prototyping 1 2 3 4 5 6 7
Product testing | 1 2 3 4 5 6 7
Product
) ) 1 2 3 4 5 6 7
engineering
Formation of
Cross-
functional new
1 2 3 4 5 6 7
product
development
team
Controlling
and monitoring
of the | 1 2 3 4 5 6 7
development
process.

Nivakag 6 CUSTOMER PARTICIPATION IN SUPPLIER’S NPD

2MYPOZ KOYPOYNHZ 2017



ATHENS MBA

“Value co-creation. Influence of supplier participation in Customer’s NPD”

What is your opinion for the added value of the components provided by the

supplier?
Strongly Strongly
disagree agree
The
component
provided by
this supplier is . 2 3 4 > 6 !
produced at
low cost
The
component
provided by
this supplier is ! 2 3 4 > ° !
highly
innovative
The
component
provided by | 1 2 3 4 5 6 7
this supplier is
of high quality
The
component
provided by
this  supplier
complies very ! 2 3 4 > ° !
well with our
assembly
processes.
The
component
provided by
this  supplier
improves the ! 2 3 4 > ® !
engineering
process of our
end product.
The
component
provided by | 1 2 3 4 5 6 7
this  supplier
improves the
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overall
functioning of
the end

product

Mivakag 7 NEW PRODUCT VALUE

Considering your company and your supplier please indicate your level of agreement

or disagreement with the following statements concerning information sharing.

Strongly Strongly
disagree agree
Both partners
expect that
significant
knowledge will be ! 2 3 4 > ° !
shared in the
relationship
Both partners are
expected to keep
the other partner
informed  about | 1 2 3 4 5 6 7
changes that
could affect that
partner.
Exchange of
information  and
knowledge
between partners ! 2 3 4 > 6 !
takes place
frequently

It is expected that
both partners will
share proprietary
information  and
knowledge if it |1 2 3 4 5 6 7
can enhance the
quality of the NPD
process and our

relationship,

Mivakag 8 INFORMATION SHARING
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Considering your company and your supplier please indicate your level of agreement

or disagreement with the following statements concerning coordination effectiveness

During the supplier NPD | Strongly Strongly
process: disagree agree

Both companies work together
very effectively to exploit | 1 2 3 4 5 6 7

unigue opportunities.

Both companies are always
looking for synergistic ways to | 1 2 3 4 5 6 7
do business together

We work effectively on joint
projects tailored to our joint | 1 2 3 4 5 6 7
needs.

The supplier and my firm
coordinate our business | 1 2 3 4 5 6 7

activities very effectively.

Mivakag 9 COORDINATION EFFECTIVENESS

Considering your company and your supplier please indicate your level of agreement
or disagreement with the following statements concerning your company investments

during NPD process.

During the supplier NPD | Strongly Strongly

process disagree agree

We have made significant
investment in  tools and
equipment dedicated to the

relationship with this supplier

Our production system has
been tailored to meet the
requirements of dealing with the

supplier

Our production system has
been tailored to wuse the
components that our supplier

prefers

Gearing up to deal with this
supplier requires highly
specialized tools and

equipment.

Mivakag 10 CUSTOMER SPESIFIC INVESTEMENT
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Considering your company as a whole, please indicate your level of agreement or

disagreement with the following statements

Strongly Strongly

disagree agree

Products and/or processes are
analyzed to search for |1 2 3 4 5 6 7

improvements.

Your business unit seeks to
improve processes to reduce | 1 2 3 |4 5 |6 7
costs.

Your business unit seeks to
improve processes to reduce
the time taken for unit
production

Your business unit aims to add
value to its products and/or

services through  process

improvements

Mivakag 11 EXPLITATIVE INNOVATION STRATEGY

Considering your company as a whole, please indicate your level of agreement or

disagreement with the following statements

Strongly Strongly
disagree agree
Your business unit follows
other companies’ ideas within | 1 2 3 4 5 6 7
the same industry.
A ‘pioneering’ strate is
P g . i . 1 2 3 4 5 6 7
pursued by your business unit.
Product innovation is
‘offensive’ (as opposed to | 1 2 3 4 5 6 7
‘defensive’).
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Your products offer unique
features not available from | 1 2 3 4 5 6 7

competitors’ offerings.

Your products are highly

innovative.

Mivakag 12 EXPLORATIVE INNOVATION STRATEGY

During the NPD process how important are the following for your future business

performance?
Not
important Very important
at all
Competitive
» 1 2 |3 4 5 6 7
position
Sales growth 1 2 |3 4 5 6 7
Average profits per
9ep P 1 2 |3 4 5 6 7
customer
Return on
) 1 2 |3 4 5 6 7
investment
Overall firm
1 2 |3 4 5 6 7
performance

Mivakag 13 BUSINESS PERFOMANCE

Considering your company as a whole, please indicate your level of agreement or

disagreement with the following statements.

Strongly
) Strongly agree
disagree
Our firm has an
organizational
culture and a
management
1 2 3 |4 5 6 7

comprehension
that support and

encourage

innovation
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At our  firm,
knowledge from
different
resources is used
for product | 1 2 3 |4 5 6 7
development
activities
efficiently and
rapidly

Workers of our
firm are
supported and
encouraged to
participate in
activities such as
product 1 2 3 |4 5 6 7
development,
innovation
process
improvement and
to produce new

ideas such topics

Our firm has an
organizational
culture and a
management
comprehension
that support and
encourage

innovation

New ideas that
come from
customers,
suppliers, etc. are
evaluated
continuously and
try to include into
product
development

activities
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Our firms could
be adapted to
environmental
changes  easily
and in the short
time by making | 1 2 3 |4 5 6 7
suitable
improvements
and innovations
at its products

and processes

Mivakag 14 INNOVATIVE CAPABILITIES

Considering your company and your supplier please indicate the extent to which you

agree or disagree with the following statements.

Strongly Strongly

disagree agree

We feel indebted
to this supplier for
what they have

done for us.

Our relationship
with this supplier
can be defined as | 1 2 3 4 5 6 7
“mutually

gratifying.”

Our employees
share close social
relationship with | 1 2 3 4 5 6 7
the employees of

this supplier

We expect that
we will be
working with this | 1 2 3 4 5 6 7
supplier far into

the future.

Mivakag 15 RELATIONSHIP EMBEDDEDNESS
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The manner in which my firm combines Resources and Capabilities enables it to

reduce its costs to a highly competitive level?

Strongly Strongly
Disagree agree
Financial Resources
. 1 2 3 4 5 6 7
and Capabilities
Physical Resources
. 1 2 3 4 5 6 7
and Capabilities
Human Resources
. 1 2 3 4 5 6 7
and Capabilities
Intellectual
Resources and | 1 2 3 4 5 6 7
Capabilities
Organisational
Resources and | 1 2 3 4 5 6 7
Capabilities

Mivakag 16 COMPETITVE ADVANTAGE 1

The manner in which my firm combines Resources and Capabilities enables it to fully

exploit all targeted market opportunities?

Strongly Strongly
Disagree agree
Human Resources
. 1 2 3 4 5 6 7
and Capabilities
Intellectual
Resources and | 1 2 3 4 5 6 7
Capabilities
Physical Resources
. 1 2 3 4 5 6 7
and Capabilities
Financial Resources
. 1 2 3 4 5 6 7
and Capabilities
Organizational
Resources and | 1 2 3 4 5 6 7
Capabilities

Nivakag 17 COMPETITVE ADVANTAGE 2
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The manner in which my firm combines Resources and Capabilities enables it to

defend against all known competitive threats?

Strongly Strongly
Disagree agree
Financial Resources
. 1 2 3 4 5 6 7
and Capabilities
Physical Resources
. 1 2 3 4 5 6 7
and Capabilities
Human Resources
. 1 2 3 4 5 6 7
and Capabilities
Intellectual
Resources and | 1 2 3 4 5 6 7
Capabilities
Organisational
Resources and | 1 2 3 4 5 6 7
Capabilities

Mivakag 18 COMPETITVE ADVANTAGE 3
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